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Selling your home should 
be a simple process...  

Find an Agent who promotes and shows your home, successfully negotiates a 
sale and receives a commission for their e�orts.

That’s what should happen, but
There is also an ugly side to the Real Estate profession, involving incompetence, 
ignorance and lack of experience.  

Some people sell their homes, unaware that they have lost tens of thousands of 
dollars by using the wrong method of sale or the wrong agent.

Regularly I hear stories about home sellers that have fallen victim to the ugly side 
of Real Estate.

I have put pen to paper, or should I say �nger tips to keyboard, to share a few 
simple tips in the hope it may save you from the same fate. 

I sincerely wish you every 
success in your endeavours.

Disclaimer: The views, opinions, recommendations and commentary expressed in this booklet — including all statements 
and personal recommendations about methods of sale, auctions, advertising, agency structures and industry practices — 
are the honestly-held personal opinions of Kim Freeman, formed over 30 years in the real estate industry. They are general 
observations and personal views only, are not directed at or intended to refer to any particular person, business or agency, 
and may not apply to your circumstances. Other experienced professionals may reasonably hold di�erent views. Nothing in 
this booklet constitutes �nancial, investment, legal, taxation, real estate or personal advice, and it must not be relied upon as 
a substitute for independent professional advice tailored to your individual circumstances. You should seek your own advice 
before making any decision relating to the sale or purchase of property.
Any factual statements or �gures were believed accurate at the time of writing and may change over time. To the extent 
permitted by law, no responsibility is accepted for any loss arising from reliance on the contents of this booklet.



The “Open Home” Risk
Would you let a stranger wander 
around your home for half an hour, 
often unsupervised?  You don’t know 
who is checking out your valuables, 
personal possessions, your lifestyle, 
information about your children, the 
layout of your home, access points, 
locks, the alarm system (or lack of ) 
and even notice where you hang your 
car keys!

The majority of people inspecting 
homes during an Open are good 
people, however, even when they’re 
just out for a sticky beak, do you want 
them coming through your home? 

A negative comment during an Open 
from a buyer, can have a negative 

e�ect on another buyer, sometimes 
deliberately intended to put the other 
buyer o�.

Many people in a room can make a 
room feel much smaller.

Buying a home is an emotional 
experience and when a buyer is 
inspecting a home (I prefer to use 
the word “viewing”) they should feel 
welcome and “at home”.  Buyers 
inspecting with other buyers don’t 
get to feel this. 

A successful sales campaign is not 
based on how many people attended 
the “Opens”.

Only quali�ed buyers should be allowed to inspect your home, 
without time constraints, let alone limited to once or twice a week 

in a 30 minute time slot dictated by the agent, with the agent 
often needing to rush o� to the next Open.



Paying for Advertising
When selling your home, there is 
already enough stress, uncertainty 
and emotion involved without being 
pressured into spending thousands 
of dollars on advertising that may do 
little more than promote the agent.  
There is a lot of frivolous advertising 
in the real estate industry.

A skilled agent understands where the 
genuine buyers for your style of home 
are already looking and knows how to 
position your property to attract them 
e�ectively.

You are selling a home — 
not buying advertising.

Many sellers are asked to pay large 
sums of money for marketing 
campaigns through what the industry 
calls VPA — Vendor Paid Advertising.

What many sellers don’t realise is that 
this advertising often promotes the 
agent just as much as it promotes 
the property.

In many cases, VPA could just as easily 
stand for Vendor Promotes Agent.

Your home appears in the campaign, 

but in many cases, the campaign is 
generating just as much business 
for the agent as it is interest for your 
home.

Don’t spend your hard 
earned money on agents 
promoting themselves.

How many businesses ask their clients 
to pay the cost of promoting the 
business itself?

Prior to VPA taking o� in Australia, 
agents covered the cost of adver-
tising in their commissions, despite 
commissions often being lower than 
they are today.

Now many sellers are told that agents 
funding advertising themselves is “old 
fashioned” or “no longer possible.”

I believe if an agent truly believes in 
their ability to sell your home, they 
should also be prepared to invest in 
the campaign themselves.

The interests of the seller and the 
agent should be aligned from day 
one.

“

“

“

“

There are many instances where home sellers have paid advertising 
fees, only to have their home not sold.  They are then out of pocket 

and still need to sell their home.



Why I Don’t Recommend Auctions
Auctions receive a lot of publicity in 
Australia.  Many people are not aware 
that for each home sold by Auction in 
the Brisbane region, there are more 
than twenty sold by Private Trea-
ty.  (Source: Real Estate liftout Courier 
Mail, each Saturday). 

Some auction sales are reported as 
being sold above the reserve.  The 
reserve price is the lowest �gure the 
owner is prepared to sell for.   When I see 
this, I wonder what advice the sellers 
received to set the reserve so low in 
the �rst place, on occasions, far from 
reality.  How many other properties 
have been sold based on the wrong 
reserve?  

Many Agents love auctions 
for a variety of reasons.  But 

ask yourself, “If auction is the 
best way to sell, then why 

are reserve prices needed?”

And then, if you’ve ever attended an 
Auction, what do you think is happen-
ing when the Auctioneer is “seeking 
instructions”?  Most of the time they 
are “working on” the sellers to re-
duce their reserve price down to the 
current bid.

The primary purpose of an auction 
is to make the sale, irrespective of the 
price.

To achieve the highest sales 
price, it is ridiculous to allow 
any potential buyer  to see 

o�ers made by other buyers.

Auctioneers say they promote trans-
parency.  The transparency works for 
the buyer but not for the seller.  The 
sale price is in�uenced by the under 
bidders o�er, not the highest price the 
buyer would have paid.

Many buyers cannot buy 
under Auction conditions 
which means less buyers.

Developers almost never sell their 
properties at auction as they are all 
about pro�t and want to get the high-
est possible price.

At the age of 6, one of my sons attend-
ed an auction with me.  When it was 
�nished, he asked me why the man 
with the hammer was yelling at every-
body.  

Auctions often create extreme pres-
sure for sellers, forcing them to make 
hasty decisions in a high pressure 
environment. 

If you need a quick sale at any price, 
auction may be something to consider.  
Auctions often create a quick sale at a 
discounted price.  Many Real Estate 
dealers say auction buyers pay whole-
sale, private treaty buyers pay retail.

“

“

“

“

“

“

Even though there have been many homes happily sold by auction 
I do not recommend this method of sale.  There are better ways. 



Waiting For The Perfect Time To Sell 
Our homes are our sanctuaries, 
so the thought of selling can feel 
overwhelming. Fear of the unknown, 
concerns about missing out if prices 
rise, and emotional attachment 
often convince people to wait for the 
“perfect” time.

Don’t put your life on hold 
waiting for all your ducks to line 

up. Life rarely works that way.

When emotion is removed, the best 
time to sell is generally driven by the 
fundamental economic principle 
of supply and demand. If you are 
upsizing, ideally you should sell 
and buy in a falling market, while 
downsizers should sell and buy in a 
rising market.

Property experts, like economists, look 
at facts and �gures all day long, but 
their predictions are often inaccurate 
and constantly changing.

Only with hindsight do we know the 
exact top or bottom of the market.

In April 2020, as Covid hit, many 
experts predicted property prices 
would fall 20% to 30%. Instead, 
Australia experienced one of the 
biggest property booms in history.

Even now, after the May Budget, there 
is disagreement about how it will 
a�ect the market.

Sometimes waiting for certainty 
simply means missing opportunity.

I think of Bill and Joan.  I met Bill many years ago when he was 
purchasing a property in Brisbane.  I never met Joan.  Bill and Joan 
lived on the Central Coast in NSW and when their �rst grandchild 

came into the world they decided to make the move to Brisbane to 
be an active part of their grand-children’s lives.  But they wanted to 
wait until the perfect time.  While they were waiting for the perfect 
time, seven years passed, two more grandchildren came into their 
lives and sadly Joan passed away from undiagnosed heart issues.  
I caught up with Bill many months after he purchased up here, a 

strong, respectable man, he said to me with tears in his eyes “Joan 
would have loved our life up here with the kids”.  From time to time 

I think of Joan, a lady I never met. 

“
“



Thinking Bigger is Better
There are large sums of money in-
volved in real estate commissions.  
The rewards for a Real Estate sales-
person are based on a commission 
structure.  Enter human greed.  It 
sounds great to a seller that multiple 
teams in an o�ce and multiple o�ces 
all work as “one big happy family”, but 
are salespeople happy to share their 
listings and their buyers with their 
co-workers when it creates a dilution 
of their personal earnings?

Some o�ces are structured as teams 
within the business.  These teams do 
not work together, but in fact com-
pete against each other.

With all the marketing tools at an 
agencies disposal in these high tech 
times, coupled with proven Real Es-
tate sales methods, all agencies �nd 
the buyers.

Buyers are not exclusive to a 
sales agency.  Buyers chase 

the homes not the agencies.  

Beware of the Real Estate agencies 
that spend a lot of money (usually 
funded by their home sellers) promot-
ing themselves as the dominant per-
forming agency in the area.  Are they 
going to go to the lengths required 
to ensure you get the most amount 
of money in your pocket or does their 
interest lie in getting another sale on 
the board and moving on to the next?

Is this the best 
agency for you?

Some agencies prioritise quantity of 
sales and the “days on market” statis-
tics instead of achieving the best re-
sult for their sellers.

In my experience, the best agencies 
are often independent agencies 
who are not bound by corporate 
processes, but are low pro�le, quiet 
achievers, going about their busi-
ness, focusing on achieving the best 
result for their clients and respect-
ing their clients privacy.

High pro�le does not necessarily mean the best result for you.

“

“

“

“



What Buyers Really See
First impressions are important.  In-
specting a home is often like meeting 
people.  Clean, tidy and welcoming, 
are attractive.  Scru�y and dirty is a 
turn o�.  A major turn o� is bad smells.  
Remember this with our beloved 4 
legged friends.  Their smells are famil-
iar to you, but can be unpleasant to 
others.

Minor repairs can often have a big 
impact.  Fixing faults like leaking 
taps, loose door handles, sti� doors, 
goes a long way. 

Gardens should always be cared for.  
Ensure the garden isn’t dry and dying.  
Green grass is appealing.  

When you live in a home 
you overlook it’s little faults. 

Now is the time to have a fresh look. 
When selling, judge your home 
through the eyes of the buyer.

The number one styling tip is to de-
clutter, declutter, declutter!  This not 
only creates space but also allows a 
buyer to imagine the home with their 

own personal possessions.  The time 
for a garage sale is before you sell, not 
afterwards.
Styling has its place but is not for ev-
ery home.

Be careful spending money on im-
provements.  We don’t all have the 
same tastes and sometimes money 
spent actually detracts.  For example, 
some people insist on having carpet 
in the bedrooms, others detest car-
pet.  Even if two people love carpet, 
one will want a light colour, the other 
a dark and so it goes on and on.  Pools 
are loved by some and an asset, but 
to others they are a deterrent and a 
liability.

Some improvements do not return 
their cost and to the inexperienced 
renovator often prove to be a big mis-
take.  

Call in a good agent for advice 
before improvements commence. 
This may save you dollars, time and 
hassle.

““



Acting on the Wrong Advice
Often home sellers listen and act on 
advice from well meaning friends, 
relatives, work colleagues, neighbours, 
or acquaintances that are not involved 
in real estate 24/7 and have a limited 
experience and knowledge of real 
estate sales.  

Be careful who you 
are in�uenced by.

Yes, our loved ones and associates 
mean well, but a good agent should 
be held in the same regard as a good 
solicitor, accountant, doctor, and 
their advice is coming from a place of 
knowledge and experience.

Good Agents know their area, 
understand the current market, market 
trends and current demands for your 

style of property.  They appreciate 
the value of improvements and 
speci�c locations.  They understand 
the e�ect of any detrimental aspects 
to a property as well as any potential 
value-adding.  They are obviously very 
aware of comparable properties in the 
immediate vicinity and the associated 
asking prices and sale prices together 
with the current supply and 
demand.  

Career Agents live and breathe Real 
Estate sales knowing that striving 
for the highest possible sale prices 
will enhance their standing in the 
profession, word of mouth referrals, 
and their own �nancial success. They 
also have access to a large range of 
data.  They deal in facts. 

Once an Agent has satis�ed your concerns and earned your respect, 
you should work as a team to achieve the best possible outcome.

““



Choosing the Agent
Most agents say the same thing.  
They o�er free appraisals, tell you they 
have the buyers, say they are the best 
negotiators and can get you the best 
price for the sale of your home. But,

Choosing the wrong agent 
can have a detrimental 

impact on the sale price 
of your home (and your 
stress levels during the 

selling process).

Home sellers, please, do what’s right 
for you, not what’s easiest and most 
pro�table for the agent.  A smooth 
salesperson is not what you need, a 
good negotiator is.

Ask yourself “Would I buy from this 
agent?” “Do I trust this agent?”

Most home sellers don’t ask agents 
enough questions. Many people are 
embarrassed to ask some questions 
but there are no silly questions when 
discussing the sale of your home.

Buying a home is personal.  The best 
Agents place high touch above high 
tech.  

Be wary of the Real Estate agent that 
is telling you what you want to hear.  
Agents are the epitome of over 
promising and under delivering.  If 
an agent is telling you what you want 
to hear, you may be talking to the 
wrong agent.  You know the old say-
ing “if it sounds too good to be true, it 
probably is”.

Be careful not to list your 
property with the Agent 
that quotes the highest 
selling price only to end 
up selling for a lot less.

Ensure you have an Agent that has the 
ethics, ability, attitude, determination, 
experience, and most importantly the 
negotiating acumen, to achieve the 
best outcome for you. 

“

“

“

“

There is a wonderful side to real estate and there are agents that 
work tirelessly for their clients knowing the power they hold in 

being able to make a positive impact in their clients lives.  Wherever 
you are on your real estate journey, I hope these are the agents that 

cross your path.



Kim Freeman 
My Grandfather opened a real estate o�ce in Sydney 
in 1956. My Father has been a real estate dealer and 
developer since 1969. By the time I started selling 
property for developers in 1996, I’d been around real 
estate my whole life.

Six years later, I bought my �rst development site. For the 
next decade I bought, sold, developed and renovated 
property alongside my Dad, which meant dealing with 
agents constantly, with my own money on the line.

That’s where you learn the most. What actually works. What doesn’t. And where 
sellers quietly get the short end of the stick without ever knowing it.

In February 2015, I opened my own independent agency in Ascot.

Why Independent?  I’ve learned from people at opposite ends of this industry 
- from those who’ve spent careers exposing where the system fails sellers, to 
operators at the top of the franchise world. Most agents only ever see one side of 
it. I’ve seen both.

I built my business around a single question: 
Is this best for my seller?  
Everything comes back to that.

Selling a home is one of the biggest �nancial and emotional decisions most people 
ever make. My job is to guide you through it with clear advice, proven strategy, 
strong negotiation, and complete honesty.

If you’re thinking about selling, let’s sit down for a strategy session - no pressure, no 
pitch. Just honest, experienced advice tailored to your property, your situation, and 
your goals.

  3868 1466 – 0412 004 626
  kim@kimfreeman.com.au
  www.kimfreeman.com.au



Who Am I?
I am the basis of all wealth, the heritage of 

the wise, the thrifty and prudent.

I am the poor person’s joy and comfort, the rich 
person’s prize, the right hand of capital, the silent 

partner of thousands of successful people.

I am solace of the widow, the comfort of old age, the cornerstone 
of security against misfortune and want. I am handed down 

through generations, as a possession of great value.

I am the choicest fruit of labor, the safest collateral and yet 
I am humble. I stand before every person bidding them to 
know me for what I am and asking them to possess me.

I am quietly growing in value through countless days. Though I 
might seem dormant, my worth increases, never falling, never 

ceasing. Time is my aid and the ever increasing population adds to 
my gain. I defy fire and the elements, for they cannot destroy me.

My possessors learn to believe in me and invariably they 
become envied by those that have passed me by. While all 

other things wither and decay, I alone survive. The centuries 
find me younger, always increasing in strength. All oil and 
minerals come from me. I am the producer of food, building 

materials and the home to every living thing. I serve as 
the foundation for homes, factories, banks and stores.

I have not been produced for millions of years yet, I am so common 
that thousands, unthinking and unknowingly, pass me by.

Who Am I? - I Am Land
Anonymous


