> Before You Sell:

* The Checklist That Stops
You Losing Money

Avoid Costly Mistakes When Listing Your Home




Before You Sell, Read This First

Most sellers do things in the wrong order — and they don't realise it until their price drops. They rush
into appraisals before they've clarified their own situation. They spend money on the wrong prep work.
They wait for a "better time" that never arrives. By the time the consequences show up, it's too late to

reverse course.

Market Dynamics The Critical Window Preserving Leverage

The market doesn't reward good Buyers in the first two to three weeks If you're not ready to capitalise on that
intentions. It rewards preparation and of a campaign are your strongest and window, you hand your leverage to the
sequencing. most motivated. buyer.

This checklist exists to stop that from happening. It's not theoretical — it's the exact order that protects
sellers from the most common and costly mistakes made on the Gold Coast and beyond. Work through

each step before you commit to anything.

[JJ The single most expensive mistake sellers make isn't bad luck — it's doing the right
things at the wrong time.



It's Not Just What You
Do — It's When You Do

The Wrong
Sequence

Do the right thing at the
wrong time > buyers lose
interest > offers come in
lower - price drops >
you negotiate from
weakness.

Common missteps that
erode your market
position:

e Prep work done too
late

e Price set without
proper data

e Campaign launched
before home is ready

¢ Momentum lost in the
first fortnight

The Right Sequence

Each step builds on the
last. Clarity before action.
Preparation before launch.
Strategy before
commitment. When timing
is right, motivated buyers
arrive early, competition
drives price, and you
negotiate from strength.

Strategic pillars for a
successful sale:

e Sijtuation clarified first

e Price range grounded
in evidence

e Home prepared
strategically

e Campaign launched at
peak readiness

Sequencing is everything. A well-priced home that

launches before it's properly presented loses the most
valuable buyers in week one — and those buyers rarely
come back. Understand the order of operations before

you move.




Step 1: Get Clear on Your Situation

Why Are You Selling?

Lifestyle change, financial need, upsizing, downsizing,
investment pivot? Your reason shapes every decision
that follows. If you can't answer this clearly, you're not
ready to list.

Understanding your core motivation acts as a
compass for the entire sales process, aligning
expectations with actual needs to prevent emotional
decision-making.

Where Are You Going Next?

Are you buying again, renting, or relocating? Your next
move determines your settlement flexibility — and
flexibility is leverage. Buyers pay a premium for a
clean transaction.

By anticipating your next living situation, we craft a
closing timeline that aligns perfectly with your
transition, reducing the need for bridging finance or
storage.

What Timing Actually Matters?

School terms, finance pre-approvals, and seasonal
windows affect your launch date. Work backwards
from your hard deadline to understand how much
preparation runway you have.

Aligning your property's debut with peak buyer
activity creates competitive pressure. Early planning
allows us to map a sequence that maximizes your
home's appeal.

[JJ Most people skip this step and rush later. Rushing leads to reactive decisions and lower offers.
Thirty minutes spent here saves weeks of stress and thousands of dollars.



Step 2: Understand
Your Real Price Range

This is where most sellers lose money early — before the
campaign even starts. They either rely on a single opinion
from a motivated agent, or they "aim high and see what
happens." Both approaches are expensive.

Don't Rely on One Opinion

A single appraisal gives you one perspective, not the
truth. Get comparable sales data independently.
Understand what buyers are actually paying.

Property bfie Market Trends

Don't "Aim High and See"

Overpricing repels motivated buyers in week one. You
end up selling to a less motivated buyer at a lower
price.

Momentum Is Fragile

A home that sits on the market accumulates stigma.
Protecting your launch momentum starts with an
honest price.

& Read this before you go further: 7 Gold Coast Seller
Mistakes That Quietly Cost Homeowners
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Step 3: Prepare Your Home — But Don't
Overdo It

Preparation is not renovation. The goal is to present
the home at its honest best — not to transform it into
something it isn't. Buyers will pay for a well-presented
home. They will not reimburse you for an over-
capitalised one.

The most common and costly mistake sellers make
during prep is spending money in areas that buyers
don't value. New carpet throughout, full repaints,
upgraded kitchens — these rarely return their
investment unless the property is genuinely
underperforming in a high-value bracket.

What buyers actually respond to: cleanliness, light,
space, and the absence of obvious problems. A deep
clean, a declutter, good styling, and fixing anything
that looks broken or neglected will outperform a
$30,000 kitchen update in almost every case.

¢ Clean everything — surfaces, windows, floors,
fixtures

o Declutter every room to create a sense of space

e Fix visible issues: dripping taps, cracked tiles,
faulty lights

¢ Present externally — first impressions form at the
kerb

e Use professional styling if the property is vacant or
sparse



Step 4: Timing Matters More Than
People Think

The first two to three weeks of any campaign are when your
strongest, most motivated buyers are watching. These are
people who have been searching for months, have finance
ready, and are waiting for the right property to appear. When
yours does, they move fast — if the price and presentation
are right.

Weeks 1-2 Week 4+

Peak buyer attention. Motivated, Stigma sets in. Buyers ask "what's
pre-approved buyers act decisively. wrong?" Price reductions become
Price integrity critical. reactive, not strategic.

Week 3 Extended Campaign

Momentum begins to fade. New Offers come from bargain hunters,
inquiries slow. Serious buyers have not genuine buyers. Negotiating
already moved on. position significantly weakened.

Waiting for "the right time" is one of the most common and costly decisions sellers make. The right time
is when your home is genuinely ready — not when the market "feels" better, and not after school
holidays or Christmas. Delay costs real money.

& See what most sellers miss: 7 Gold Coast Seller Mistakes That Quietly Cost Homeowners
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Step 5: Strategy Matters
More Than the Agent

Brand

Most sellers choose an agent based on brand recognition, a friend's
recommendation, or whoever gave the highest appraisal. None of
these are reliable predictors of outcome. What actually determines
your result is the strategy — and whether the agent executing it is
genuinely skilled at what matters most.

s

How Buyers Are
Handled

Are inquiries
followed up within
the hour? Are
buyers qualified
before inspections?
Buyer management
determines whether
one offer becomes
two — and two
becomes a better
price.

How Pricels
Positioned

Is the price range
designed to attract
competition, or to
anchor expectations
low? Skilled agents
use pricing as a tool
to create multiple-
offer scenarios.

£
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How
Momentum Is
Created

A campaign should
feel like an event.
Professional
photography,
targeted reach, and
coordinated open
homes all contribute
to a launch that
commands
attention.

This is where most sales go wrong. A seller can do everything right
in steps one through four and still underperform because the
strategy wasn't sharp enough in the final execution. Choose your
agent on the basis of their method, not their market share.



The Trap Most Sellers
Walk Into

‘ "I'll just get a few appraisals and go from there."

This is the most common plan sellers have — and it's
precisely how people end up dropping their price later.
Here's why: getting appraisals feels like doing research,
but it isn't. Appraisals are sales pitches. Agents know that
the seller who gives the listing often goes with whoever
quoted highest. So numbers get inflated, expectations get
set, and then reality arrives three weeks into a stale
campaign.

What Sellers Think What's Actually
They're Doing Happening
e Gathering e Receiving motivated
independent market sales pitches
data e Being anchored to the
e Comparing highest number
professional opinions « Launching overpriced

objectively into the market

e Setting a fair and
competitive price

¢ Losing the strongest
buyers in week one
¢ Making an informed,
unbiased decision

The fix is not fewer appraisals — it's supplementing agent opinions with
your own independent research into actual sold data. Know what buyers
have paid for comparable properties in the last 90 days. That's your
baseline. Anything an agent tells you should be tested against it.




Before You Make Any
Decisions, Read This

Most sellers don't realise what they missed until it's too
late. The sellers who get the best outcomes aren't the
luckiest; they're the most prepared. This checklist is your
foundation, but there's a deeper layer of mistakes that cost
Gold Coast homeowners real money before the campaign
even starts.
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Know the See the Full
Mistakes Picture

Seven errors that cost sellers Understand where sellers
money and how to avoid lose leverage and how to
them. protect yours.

Act Before It Costs You

Read this before you commit to anything.

& 7 Gold Coast Seller Mistakes — Read Before You List
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0427 674 262

conrad@propertyhubgc.com.au

conradhyslop.com

“Conrad was the only agent who
gave us a LOW, LIKELY and
PREMIUM price — and he was
right.”

He showed us real evidence and
explained everything clearly. No
hype. No guessing. We trusted
his process instantly.

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.

My pricing system gives sellers factual clarity:

LOW Range - Fast sale scenario

LIKELY Range > Where 80% of properties actually transact
PREMIUM Range - Achievable when presentation, timing and buyer
competition align

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

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

(1

“His results-based commission “Data-driven, modern and
model makes total sense.” factual.”
We paid more because we got Every recommendation was
more. Simple. Fair. Transparent. backed by real comparable sales
Finally an agent whose fee and buyer behaviour. We
structure aligns with achieved a premium result
performance. exactly as mapped out.
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Ready to Sell Within the Next 90 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.
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YouTube Videos

In-depth guides on pricing, timing, and
avoiding common mistakes

Instagram Tips Facebook Community
Quick insights and market updates for Follow us for new videos, market intel,
Gold Coast sellers and seller strategies

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



tel:0427674262

