[bookmark: _GoBack]For those who didn’t make it to Antony’s presentation…
He spoke about the current Dunedin housing market, saying he expected it to stay very strong for some time – at least until the Hospital Build was underway.  Then he talked about the things you can do to prepare for your house sale.
Firstly check your legal title.  He said 1/20 of all the houses in Dunedin have a title issue; which could be as simple as a woodshed that is too close to the boundary.  Unconsented structures are common, and liable to cause difficulty for you when you try to sell.  His advice was to either remove or get them consented (probably more costly) before you look at putting your home on the market
Presentation of your house is important.  He addressed the issue of how much work to do.  In a nutshell his advice was clean/paint/mow/chip and dump any unnecessary clutter/rubbish. Updating floor coverings and small details in kitchen and bathrooms can be a good idea, but didn’t believe that double glazing or replacing a roof made economic sense.  Most definitely do not have any incomplete projects at the time of sale.  Finish or remove now!
Get a LIM.  Although this is not a legal requirement, it will be what all buyers do, so you are better to spend the $300-odd dollars now and find out if there is anything that is going to put a buyer off.  He gave examples of a property being signalled as on hazardous land because of previous occupation by garage, so owner got soil tests done to be able to prove to buyers that the place was clean.  Similarly a large piece of ground may be marked as moving, so an engineer’s report on your specific section can allay any fears the potential owners may have.  Although the housing market is very buoyant, many buyers are not from Dunedin so they’ll move on to another property if they have to try to organise experts to get reports before sale.  By getting a LIM 2-3 months out from sale, you can address any issues that it may document.
Disclosure policies vary amongst the real estate companies.  Antony’s view was that full disclosure of any potential issues is the best policy, but have your ducks-in-a-row to minimize its effect eg The house has cracks, but here’s an engineer’s report saying they’re not serious.  
Antony said that deadline sale was the best way to sell in this buoyant market.  If you go to auction, you’ll get a price that is just one step above the second bidder.  With deadline treaty the buyers don’t know what the second bidder is doing.  He gave examples of bids coming in with a cluster around $700k and 2nd highest at $720k but the highest bid being $780K.  At auction that highest bid would have been just over $720K.  Deadline treaty is not binding, so if you don’t like the offers you get, then you list the house on the market at the price you want.  Quote “The only ones with prices are the ones that haven’t sold.”.  Putting a price on brings out a different type of buyer, (anecdotes of people who had priced after deadline sale and got the price they asked).  80% of all houses are selling to cash offers at the moment, and many real estate agents are only scheduling one Open Home since so many sell after the first one.
He encouraged us to try private sale if we wished to, pointing out how Trade Me had cut out the monopoly of real estate agents. There was some discussion about how useful it is to have people around to help you with Open home. Antony advised that getting a friend to sell your home for you was problematic because of real estate agent regulations, but suggested that extra people on Open days were necessary because it was very likely you would be overwhelmed at the number of interested people who came.  He also suggested one person being absent, so you could use the good cop/bad cop routine when receiving an offer eg I would love to take $450k for this house because I think you are such a nice person but my partner is saying not to take anything under $600k.  This allows you to push price up while staying on best terms with the buyers (like the real estate agents do)
He definitely advised “shopping around” for a real estate agent because they’re hungry with so few houses on the market and willing to drop their percentage.  Gay had suggested that we band together to get a better price, and Antony agreed that it made a lot of sense.  He said that is exactly the negotiating tactic used by property owners when they have multiple rental properties they want to sell at the same time.
Antony responded to Gay’s question about bridging finance positively.  He said banks are keen to provide it because you have two assets so they feel it is safe.  He said the rates were reasonable and as long as you had the income to be able to afford to pay the interest he thought it was a good way to go.  He himself has always bought a new house then used bridging finance so that he can move into the new home without having to immediately vacate the old home.

