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The First 14 Days: How
Sellers Lose Tens of
Thousands Before They
Even Know It

Most sellers don't lose money at the end. They lose it in
the first 2 weeks — by focusing on the wrong things. This
guide breaks down exactly what goes wrong, and what to
do instead.



Most sellers
focus on the
wrong things.

You spend weeks getting ready. You paint. You clean. You
stress. But the decisions made in the first 14 days —
before most sellers even realise it — are the ones that
decide how much money you walk away with.

[J The biggest losses don't happen at the
negotiation table. They happen in the two weeks
before anyone makes an offer.




What Sellers Actually Worry About

When it's time to sell, most sellers zero in on the same three things. They feel important. They feel
logical. But they're not where your result is won or lost.

Photos /& Marketing < Which Agent

Spend days staging. Chase Worry about reach. Ask Meet 3-4 agents. Compare
the perfect shot. Assume about social media. Talk their pitches. Try to pick the
great photos mean great about portals and print. best one.

offers.

None of these are bad things to think about. But if they're your main focus, you're already drifting
toward a weaker result.



It Turns Into a Guess-
the-Price Competition

You talk to three or four agents. Each one comes in with
their number. One says $950,000. Another says $980,000.
A third says $1,050,000.

The room gets excited. The high number feels good. It
feels like they believe in your home more than the others.
So you lean toward them.

But that number isn't a strategy. It's a sales tactic.




One Says High. Another Goes Higher.

It happens in almost every seller conversation. The agents sense what you want to hear — and they
compete to say it first.

Agent A Agent B Agent C

"I'd put it on at $950,000 "I'd go $985,000 — we've "Honestly? | think

— strong demand in this had a lot of enquiry on $1,050,000 is achievable.
area." this street.” The market is moving."

Now you're choosing based on hope. Not strategy. Not data. Hope.



Then It Becomes: "Who
Do We Like More?"

When prices all sound different, sellers default to gut feel.
And gut feel sounds like this:

—>  "They were really nice."

% "They're a friend of a friend."
% "They sold a place nearby."
% "They live in the complex."

—>  "We liked their videos."

It feels right. But none of these things drive your result.
Feeling comfortable with your agent is fine. Choosing
them for these reasons alone is a risk.




Being Likeable Doesn't
Create Competition

Likeable = Competition

A friendly agent won't make two buyers want your
home at the same time.

Lives Nearby = Urgency

Knowing the street doesn't mean they know how to
create buyer urgency.

Sells a Lot = Right Strategy

Volume doesn't mean they'll run the right campaign
for your property.




The Marketing Myth

Sellers still ask: "How are you going to market it?"

It's 2026. Every buyer sees every property online. The
moment your home goes live, it's in front of every active
buyer in your price range — on every portal, every app,
every search alert.

Exposure is not the problem. It hasn't been for years.

Yet agents still lead with marketing decks and reach
statistics, because it's easier to sell than the truth. The
truth is harder to explain — but it's where your money is.




What Gets Ignored While All This Is

Happening

While sellers are debating photos, portals, and personality — the real conversation never happens.

NP

How Buyers Behave

What triggers a serious buyer to act — and what
makes them hesitate.

O

Why They Hesitate

The signals that tell buyers it's safe to wait — and
how sellers accidentally send them.

7

Why They Act Fast

What makes a buyer move in 48 hours instead of
watching for weeks.

@

What Creates Urgency

The conditions that push buyers to compete —
and how to build them deliberately.



The Real Question

Wrong question

"What price should we
list at?"

This drives the entire
wrong conversation. It
puts price at the centre
— when price is an

outcome, not a strategy.

Right question

"How do we get buyers to
actin the first 14 days?"

This is where money is
made or lost. Everything
else should serve this
goal.




Why the First 14 Days
Matter So Much

The buyers who will pay the most for your home are
already out there. They're not casually browsing. They've
been tracking the market for months. They know the
streets. They know the price ranges. They know what's
been sitting and why.

When the right property hits — one that's priced and
positioned correctly — they move fast. These are your
best buyers. And you only get one chance to catch them
at full attention.
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Pre-Market

Serious buyers are already watching, waiting, and ready
to act.

02

Day 1-7

The property hits. Attention is at its peak. This is prime
time.

03

Day 8-14

Momentum is either building — or already fading.

04

Day 14+

Buyers start asking questions you don't want them to ask.




What a Strong Start
Looks Like

When positioning is right and the market is engaged from
day one, the campaign builds on itself. Energy attracts
energy. Buyers see other buyers and act faster.

Immediate Interest

High enquiry volumes in the first 48 hours signal
buyers that this property won't wait.

Multiple Inspections

Busy opens create social proof. Buyers see
competition and react.

Early Offers

Serious buyers put their best foot forward early —
before someone else does.

Buyer Competition

This is where negotiation works best — and where
you hold all the power.




What a Weak Start
Looks Like

A slow start isn't just frustrating. It actively works against
you. Every day a property sits without strong
engagement, it sends a signal to the market — and buyers
read that signal clearly.

Buyers Hesitate

"Let's wait and see how it goes." That phrase is the
death of urgency.

Low Engagement

Quiet opens. Low enquiry. No competition. Buyers
sense it before you do.

Once buyers feel they have time, they take it. And
you lose the upper hand.

Fewer Offers

Less competition means less leverage. Negotiation
becomes harder — not easier.

| "We'll Wait and See"




The Momentum Shift

It happens on almost every listing that starts slow. The pattern is consistent — and it's painful to
watch when you're in it.

Week 1: Peak ‘g}eif Week 3: Price
Interest . y . Pressure
Hesitation

Most sellers don't see this shift happening until it's already too late to reverse it. By week three, the
market has formed an opinion about your property — and that opinion is hard to change.



Then the Price Drops
Start

It feels like a fix. Drop the price, attract new buyers,
restart the energy. But there's a problem — and it's a big
one.

When buyers see a price drop, they don't think "great
deal." They think "what's wrong with it?"

A price reduction signals desperation. It tells buyers
you've lost momentum. And buyers who've been
watching from the sidelines now know they can wait even
longer — or offer even less.

[J Price drops rarely recover lost momentum. They
usually confirm the problem that created it.




The Hard Truth

Most sellers
don't lose money
because of bad
negotiation.

They lose money because of how they enter the market.

The price they chose. The positioning strategy. The first
impression. The buyer psychology that was never
considered. These are the decisions made in the first few
days — and they shape every outcome that follows.

Better photos won't fix a bad entry. More marketing won't
rescue a stale listing. A different agent can't undo a
market that's already moved on.




The Shift You Need to

Make

Stop focusing on

e Price guessing
e Agent personality
e Marketing talk
These feel important.

They're not where your
result is decided.

Start focusing on

e Buyer behaviour

e Positioning

e Early competition
This is what drives strong

offers and protects your
price.




What's Happening on
the Gold Coast Right
Now

The Gold Coast market in 2026 is active — but it's not
forgiving. Buyers are out there. They're engaged. But
they're also more selective than they've been in recent
years.

They've seen properties sit. They've watched price drops
happen. They've learned that patience often pays off —
unless a property is genuinely well positioned from the
start.

They move fastest on properties that feel right from
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day one. Not just priced well — but positioned well,
presented with confidence, and launched with a clear

strategy.
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That combination creates urgency. And urgency is what
drives your final price up — not down.




The Pattern Shows Up
Again and Again

Recent campaigns across the Gold Coast confirm the
same thing, over and over. It's not a theory. It's a pattern
that repeats with near-perfect consistency.

Strong First Week

High enquiry. Busy
opens. Multiple
interested buyers.
Offers arrive before
week two ends. Final
price meets or exceeds
expectation.

Slow Start

Quiet first open. Low
enquiry. Buyers in
"watch" mode. Time on
market stretches. Price
reduced. Final result
below expectation.

Same suburb. Same price range. Sometimes even the
same street. The difference is in how the campaign was
set up — not how it was marketed.




If Your First 14 Days Are Weak — It's Very
Hard to Recover

This is the part most agents don't tell you upfront. Because by the time you discover it, you're already

locked in.
Better Marketing Price Changes Won't Time Makes It Worse
Won't Fix It Reset It Every extra day on market
The buyers who matter A price drop signals raises one question in
already know about your desperation — not every buyer's mind: "Why
property. More ads won't opportunity. It rarely hasn't it sold?"
bring them back. creates the surge sellers

hope for.



Before You Do
Anything — Read This

Before you pick an agent. Before you agree on a price.
Before you go to market. Take a moment to understand
what's actually at stake in those first two weeks.

Most sellers don't get a second chance to make a first
impression on the market. When you're ready, you're
ready — and how you enter is everything.

Overpricing loses your best buyers

The most motivated, qualified buyers disappear in
week one if the price feels off. They move on —
and they rarely come back.

Wrong agent, wrong reasons

Choosing on personality instead of strategy means
you're entering one of the biggest financial
transactions of your life without the right plan.

No real strategy

Going to market without a buyer psychology plan
is like opening a restaurant with no menu. You
might get lucky — but don't count on it.

Letting your property go stale

A stale listing is one of the hardest problems to fix
in real estate. Prevention is far easier than
recovery.




Let's Talk — No
Pressure

If anything in this guide made you stop and think — that's
worth a conversation. A 20-minute strategy chat costs you
nothing, and it could save you tens of thousands.

This isn't a sales pitch. It's a chance to look at your
property, your timeline, and your goals — and build a
plan around what actually works, not what just sounds
good.

A clear strategy before you go to market is the most
valuable thing you can have. Everything else is
secondary.

Book a No-Pressure Strategy Chat



https://gamma.app/docs/screenshot

Conrad Hyslop — Gold Coast Property
Specialist

Conrad works with sellers across the Gold Coast who want a clear strategy — not just a listing. His
focus is on the decisions that actually drive results: positioning, buyer behaviour, and the first 14 days.

Gold Coast @ Strategy First 0 No-Pressure
Specialist Lar Every campaign starts Approach

Deep local knowledge with buyer psychology A strategy chat is just
across the Gold Coast's and positioning — not that — a chat. No

most active suburbs photos and portals. obligation. No hard sell.
and price ranges. Just clarity.

Get in Touch with Conrad



https://gamma.app/docs/screenshot

About Conrad Hyslop

I'm a residential real estate agent and property strategist working across the
entire Gold Coast.

My approach is simple: real evidence, real data, real strategy — not scripts,
hype, or inflated price quotes.

| break every property down using verified comparable sales, buyer demand
signals, floorplan and condition variables, renovation uplift data, and current
market behaviour.

I've sold and assessed property across every major Gold Coast corridor — from
central family suburbs to coastal pockets, prestige waterfronts, townhouses,
apartments, renovation projects and knockdown-rebuild opportunities.
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0427 674 262
My pricing system gives sellers factual clarity:

LOW Range — Fast sale scenario

conradhyslop.com LIKELY Range — Where 80% of properties actually transact
PREMIUM Range — Achievable when presentation, timing and buyer
competition align

conrad@propertyhubgc.com.au

My results-based commission structure rewards genuine performance — | only
win when you win.

No pressure. No clichés. Just clear intel you can trust.

(1 (1 (1
“Conrad was the only agent who “His results-based commission “Data-driven, modern and
gave us a LOW, LIKELY and model makes total sense.” factual.”
P'REM/UM price — and he was We paid more because we got Every recommendation was
right. more. Simple. Fair. Transparent. backed by real comparable sales
He showed us real evidence and Finally an agent whose fee and buyer behaviour. We
explained everything clearly. No structure aligns with achieved a premium result
hype. No guessing. We trusted his performance. exactly as mapped out.

process instantly.

Ready to Sell Within the Next 9o Days?

If you're ready to make decisions and get the ball rolling, let's talk. Book an appraisal meeting where we'll cover pricing,
strategy, and next steps — so you can move forward with confidence if everything makes sense.

Book 30 min Seller Strategy Meeting

Not Ready Yet? We Totally Understand.

If you're still in research mode, we've got you covered. Check out our free resources where we break down everything you
need to know to make your sale smooth and profitable — without the BS.

o o5

YouTube Videos Instagram Tips Facebook Community
In-depth guides on pricing, timing, Quick insights and market updates Follow us for new videos, market
and avoiding common mistakes for Gold Coast sellers intel, and seller strategies

Follow along and learn at your own pace. When you're ready to talk, we're here.



tel:0427674262
https://www.youtube.com/@Conradhys
https://www.youtube.com/@Conradhys
https://www.youtube.com/@Conradhys
https://www.instagram.com/conradhyslop_realestate/
https://www.instagram.com/conradhyslop_realestate/
https://www.instagram.com/conradhyslop_realestate/
https://www.facebook.com/goldcoastconradhysloprealestate/
https://www.facebook.com/goldcoastconradhysloprealestate/
https://www.facebook.com/goldcoastconradhysloprealestate/

