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How to Sell 
Your Home 

Privately
Sell your home for the best price 
without paying a big commission

6 STEPS TO SUCCESS!
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Introduction
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This guide is a practical tool for anyone thinking of selling 
their home privately and will show you how to: 


1.  Get your home ready for sale

2.  Price your home accurately

3.  Market your property to the right buyers

4.  Qualify buyers before and after they view

5.  Negotiate to win

6.  Manage contract conditions to unconditional and 
settlement

The 6-step  
Sales Process

We can’t cover everything 
here of course, so feel free to 
contact us. 



Phone 
0800 200 778  

 
Email 

team@200square.co.nz
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Great question 

After all we are a licensed real estate agency and earn our 
money by selling homes. We do that with a fantastic fixed 
fee commission of $4,500 including GST, which is only 
paid if your home sells.  We really are quite different from 
traditional agencies!

By providing this information and assistance we want to 
help you get sold. But some private sellers end up listing 
with a real estate agency. If you do not get sold quickly we 
hope you will consider 200 Square Real Estate as your 
agent.  It’s a way to introduce ourselves to you by adding 
value.  

If you do get sold privately – that’s awesome! We hope a 
positive interaction with us will lead you to tell others 
about 200 Square Real Estate so they may consider using 
our services. The last chapter of this guide includes more 
information about us and you can also see more here 
200square.co.nz

 

You’re a real estate 
agency. Why would 
you want to help 
me sell privately?  
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Getting Ready 
for Sale

CHAPTER 1
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It’s important you 
and your home 

are actually 
ready to sell.

It’s important to the success of your 
home sale that it is ready to sell.  
Buyers do not like to ‘look past’ 
issues and poor presentation.

There are a number of things you can 
do, easily and economically to make 
your home look fantastic for its time in 
the spotlight.

But first – are you ready to sell?
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Is Selling Worth It?
It’s not just about the home. You and your family need to 
be ready too.

Selling your home is expensive – even if you are saving on 
agent fees by doing things yourself. Make sure you have 
checked the budget so there are no surprises. To help, we 
have provided a handy worksheet on the next page.

Once you have completed the worksheet you can do a 
quick net calculation like this example:









If you are selling and buying, there is even more cost from 
legal fees, inspection reports, valuations and financing 
charges – all of which reduces the equity you have 
available.

Make sure you can afford to sell.






Selling Price of Home $300,000

Cost of Selling (from worksheet) $5,000

Repayment of Mortgage $275,000

Net Equity Left $20,000
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Cost of Selling




Worksheet

Category Sample Cost
($)

Your Home  
($)

Preparation costs

Pre-sale inspection 700–1,000

Repairs & tidy-up 1,000–5,000

Legal Fees 1,000-1,500

Advertising Costs

Photos 300–500

Online (e.g. Trade Me) 350–600

Signs 100–300

Newspapers/other 500–1,500

Finance Costs

Early mortgage  
repayment fees 500–1,000

Early termination fees 
(e.g. power, internet) 100–1,000

Other

Total Costs 4,550–12,400
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Consider the 
Alternatives 

Now you have a handle on the cost of selling and buying, 
have you considered the alternatives?

There are a lot of reasons people sell their home, a 
growing family, downsizing, change in relationship, 
switching jobs, keeping up with the Jones’s, being closer 
to family and so on. It may be you have no practical 
choice, for example with a job relocation, or a change in 
family circumstances. Always make sure you consider your 
real motivations and the available options.

Is renovating, perhaps extending your existing home by 
adding a bedroom, bathroom or upgrading the kitchen an 
option? Talk to an architect or designer to check your 
ideas and get some advice. It is not always possible and 
certainly a challenging thing to live through.

Make sure selling is the 
best thing for you by 

looking at options

Is that specific school the only 
option for your kids? The good 
news is desirable school 
zones have a positive effect 
on property prices.
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Getting the  
House Ready

When you go into a shop what attracts your attention? The 
toy hidden within a wrinkled, faded and ripped packaging, 
or the clearly visible toy in the shiny, crisp, new package? 
No competition. The toy itself may be exactly the same, 
but great packaging gets the attention. It may be the only 
way the retailer can get the poorly presented toy to sell is 
by reducing the price.

Your home is a product you want to sell. Get its packaging 
(presentation) right to grab attention.

The shopping experience for the buyer of your home 
starts with the advertising (we’ll talk about that in a bit).  
Just like a shop, the buyer experience and impression is 
drawn very quickly from when they first see the home and 
is strengthened or lost when they walk in the front door.


Presentation matters

Once an impression is 
formed it is hard to change. In
fact buyers tend to look for
reasons to support their initial
reaction, not reasons to 
change.

Find articles with more 
practical ideas and 

suggestions at: 
200square.co.nz/articles-

and-tips

http://200square.co.nz/articles-and-tips
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Street Appeal
The old saying is we make up our minds in the first 10 
seconds of meeting someone new. The same goes for 
your home, that first impression matters hugely.

Does your home have great street appeal?

Stand across the road. Look at the view as a buyer would 
(and be honest about it). Does it look inviting, warm, well 
kept?  Is the front fence in good shape and nicely painted? 
Prune any trees and shrubs that encroach on doors or 
windows. You want to maximise the amount of light 
flowing into the home. Make sure the lawns and garden 
are well maintained.

Is the front door visible, well presented and properly 
shielded from the weather? A sad looking, paint peeling 
front door is a poor way to welcome buyers to your home.

How does the roof look from the street? Are the gutters 
clean or is there a roof top garden growing and water/rust 
stains snaking around the downpipes?

Think about a house wash and/or paint job to give your 
home that extra boost.

Time to go inside.
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Declutter
Repeat after me. Declutter.  

Do it. Do it again. Even a third  
time. At about the time you are  
thinking “there’s nothing left” you  
are probably about right. You are moving  
soon, right? So pack things into boxes and put them in the 
garage (or even better in a temporary storage unit).

Keep kitchen benches completely clear, if you can, by 
putting small appliances, bottles and jars in cupboards. 
The same in the bathroom and bedrooms. Put dish cloths 
out of the way and hang fresh towels for any viewings. Get 
the magnets off the fridge too.

If you have extra furniture move it to the garage as well. 
Space is your friend.

As you do this remember the buyer does not want to 
purchase your old home, they want to buy their new 
home. You want the buyer to see themselves eating a 
family meal in the dining room and entertaining friends in 
the lounge. You need to move out so they can move in.







How to Sell Your Home Privately
Copyright © 200 Square Limited Licensed Agent (REAA 2008) 14

Neutralise, Sterilise, 
Revitalise
Once you have removed knick-knacks, excess furniture, 
and other extra items you can neutralise, sterilise and 
revitalise. Hot pink walls just don’t work. Earth tones are 
easy on the eye and generally pleasing to most buyers. 
Think show home neutral. Go and have a look at a few to 
get some ideas.

Brighten your home by attacking the curtains. Dark, heavy 
curtains restrict light and tend to make a room look 
smaller. Net curtains restrict light, collect dust, and close a 
room in. Get rid of them.

In the bathroom clean any mould and lime scale on the 
shower or bath. Have a look at the grout and clean as 
required. Shampoo carpets and freshen up everything you 
can. Time for the animals to make their presence sparse 
too. Obvious animal odour will reduce the number of 
potential buyers.

You can revitalise many rooms with a coat of paint. More 
extensive improvements generally don’t pay back in the 
short term. But attack any obvious maintenance items, 
sticking doors, noisy hinges, ripped wallpaper or torn 
carpets. They can been seen as an indication of overall 
lack of upkeep by buyers.
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Get Your 
Documents Ready
Uncertainty and surprises are your enemy when selling. 
Find the facts and identify any faults or issues up front. Get 
them fixed before you go to market.  Buyers will not see 
past issues, they will devalue your home as a result or 
simply move onto other properties. Consider getting a pre-
sale building inspection done to identify issues and as a 
‘clean bill of health’ to show buyers.

The official Council record about your property is called a 
Land Information Memorandum (LIM). It contains useful 
information on things such as building consents, issues 
like flooding, zoning etc. It can take up to 15 working days 
for a LIM to be ordered and reviewed by a purchaser. You 
can speed up the sales process by having this available up 
front.

Order the LIM from 
council and title from your 
lawyer. Look for building 

inspectors online or 
phonebook.

A title is the official legal record 
and description of your 
property. It will identify what 
type of property you are 
selling, for example, freehold, 
crosslease, unit title and any 
restrictions and encumbrances.
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Pricing 
Your Home 
Accurately

CHAPTER 2
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Don’t be too high 
or too low. Be 

‘just right’.

Pricing your home is one of the most 
critical and challenging decisions you 
will make.

Too low and you are leaving money 
on the table, too high and it just won’t 
sell.

So like Goldilocks and the three 
bears - how do you get it ‘just right’?
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If the pricing is too high, all you’re doing is making other 
properties look good. You are helping them sell by making 
them look better value-for-money. Too low, of course, is 
money from your pocket.

The most important information you need is about your 
competition. What are similar homes selling for now and in 
the recent past? The good news is you can readily get this 
information.

Find what price similar properties in your area are 
currently being offered for online. Look at Trade Me 
Property (trademe.co.nz/property) and realestate.co.nz. 
The challenge is to ensure you are making direct 
comparisons and being objective in your analysis. 

Visit other open homes to get a more detailed picture of 
your competition.




 

Are you priced to 
sell, or just priced  
to help other 
properties get sold?
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Other Sources
The buyer websites will tell you what people are asking for 
their properties, but they don’t show what other homes 
have sold for. You can get information on what homes 
similar to yours have sold for by buying reports online from 
the likes of QV, or asking a real estate agent for the 
information. If you like, give us a call for a no-obligation 
appraisal, which will include that data.

Understanding how the general market is trending can 
help.

•  Is it heading up or down, is there lots of property on 
the market or is there a shortage?

•  What is the situation with the type of buyer that is your 
purchaser?

•  Are there plenty of buyers actively in the market or are 
things like funding restrictions reducing the number of 
potential buyers?


You can get information on general market activity from 
published economic reports, and other places like a bank.

Other general statistics can also be useful. The Real Estate 
Institute of NZ (REINZ) publishes monthly info on days to 
sell (along with other helpful data). Expecting to be over 
and done in a week when your town is taking 120 days on 
average to sell might lead to some heartache.
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What Doesn’t Matter
There are some things that are irrelevant to pricing your 
home for sale, including:


1.  What you purchased the home for.

2.  What you have spent on the home – what it ‘owes’ 
you.

3.  What you ‘need’ to get out of the home to move on.

4.  What your brother-in-law thinks it’s worth.

5.  What your friend down the road says she sold her 
home for.


The purchaser will pay what the house is worth to them. 
They will base that on their own situation and the other 
homes currently available in the marketplace – your 
competition.

It can be really hard to 
separate your personal 
needs and wants when 
selling your own home. 
But it is important to do 
so. That is where a real 
estate agent can help.

If you want to figure out what 
your home is worth, contact us 

for a free, no-obligation 
current market appraisal.

Phone 
0800 200 778  

 
Email 

team@200square.co.nz
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Bringing It Together
You’ve gathered all the info you need. Now it’s time to 
make the decision. However, one final question. Where do 
you want to position your home in the market? Too low 
and you risk leaving money on the table; too high and you 
don’t sell. The real estate pyramid is a useful tool to help 
guide this.

It is the buyer’s perception of the asking price that matters. 
Pricing the property more aggressively doesn’t always 
mean you miss out on extra dollars either – creating 
competition between buyers will get you a better deal.

15% above

10% above

10% below

15% below

Market value

Priced too high 
Not likely to sell this year

Buyer resistance 
Not perceived as a good buy

Reasonably priced
Will probably sell

Very competitively priced

“Quick sale” 
A good deal

Buyers’ perception 
of the list price

Asking price 
compared to 
market value

Percentage of buyers who 
will consider the property 

10%

30%

60%

75%

90%
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Negotiating Room
How much room for negotiation should you allow? 

The fear in this question is the assumption that buyers will 
always offer under asking price, so if you don’t leave 
enough you will have to settle below what is fair. The 
counter is of course if you add too much - the asking price 
is out of whack and buyers will pass you by.

If you are uncertain about it, get some advice, or don’t use 
an asking price. If you advertise ‘Price by Negotiation’ or 
some variation of it, the first question from the buyer will 
be ‘what’s the price’. But you can then provide a range, 
e.g. early to mid-$300,000, or mid-$500,000s, whatever.  
Buyers prefer to know your expectations, but this method 
will work too.

To answer the question: leave some negotiating room, 
but not too much. It is better to be firm on an accurate 
and justifiable price than it is to have the asking price so 
high buyers look elsewhere.
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Marketing 
Your Home

CHAPTER 3
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Actively promote 
your home 

where the most 
likely buyers are.

There is an old saying “you can’t sell 
a secret.”  How do you make sure the 
buyers currently in the market know 
the property is for sale?

Great news – there are a range of 
options available and you don’t have 
to spend a fortune to get wide 
coverage and exposure.
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There are a huge number of advertising channels 
available these days. But the great thing about real estate 
is that there are a couple that really dominate.

Start online. Trade Me Property  is the place to be seen 
when selling privately. The industry website 
realestate.co.nz, the other major buyer website in New 
Zealand, is only available for property listed through an 
agency like 200 Square. The vast majority of buyers start 
their search online.  You need to be there to get wide 
exposure and it should be your first location to advertise.  
The cost is very reasonable compared to other channels 
like newspapers. 

The single most important part of your online real estate 
advertising is the photos. Spend some money and get 
professional photos before you do anything else. Buyers 
love lots of great quality photos when they are searching 
for property. It really is the best marketing investment you 
can make.



 



 

Marketing 
Executive: Half of 
my marketing is 
wasted. I just don’t 
know which half.
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Great Advertising
Awesome advertising gets noticed. It is worthwhile putting 
time and effort into it.

For online advertising you need a headline that grabs the 
reader. Great headlines are legend, think of ‘Got Milk?’ or 
‘Just Do It’. Write the headline last and spend time on it. 
80% of readers do not look any further than the headline 
— so sock it to ’em. Focus the headline on the most 
important reason the reader should buy your property.

Most property descriptions are just plain boring. The buyer 
knows the basic features of a home from the icons, 4 
bedrooms, 2 bathrooms etc, so why repeat them? That 
doesn’t tell me why I should buy your home.

The technology company Apple is an incredible marketer. 
Why? They don’t sell products — they sell what you can do 
with them. When the iPod came out it wasn’t a music 
player — it was 1,000 songs in your pocket. Do the same 
with your property description. Talk about what it is like to 
live there, what you enjoyed doing and how you lived in 
the home. Use strong descriptive words, like ‘warm’, 
‘sunny’, ‘family’ or ‘playing in the backyard’.
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Open Homes
The Open Home is an “old school” method of getting 
buyers through your home. For traditional real estate 
agents the open home is there for their business, not so 
much yours – it is a source of new listings. Each potential 
buyer is a potential seller. 

Plan your open homes. Schedule them a week in 
advance. Saturdays or Sunday afternoons are best. You 
don’t need to be open all day – 30 minutes to an hour is 
fine. Choose early or late depending upon when your 
property looks it’s best.

Make sure the house looks fantastic. In winter ensure it’s 
warm, in summer cool.

Open up. Buyers need to know you are open to view.  
Street signage and directional signs help. Have flyers 
available.

Have a register for names and contact details. Use it.

Maintain control – it is your home. But let people look 
around. You want the buyer to feel comfortable and 
relaxed. Prepare for the obvious: “What’s the price?”, 
“What’s the lowest offer you will accept?”, “Why are you 
selling?” etc.
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Other Options
A yard sign helps people identify which house is for sale 
and may catch people in the area that were not actively 
looking. There are plenty of places you can buy a 5mm 
thick corflute For Sale sign. Don’t write one yourself on 
cardboard or plywood, get one that has been 
professionally printed it is worth the extra investment.

Flyers and cards can also be useful – get them printed 
properly if you can (that always looks better). Drop them in 
letter boxes in your neighbourhood, at the local dairy, or 
supermarket. Give one out to everyone you can and ask 
them to share.

Use your own network to find that buyer – if you’re into 
social media, Facebook it, Pin it, Tweet about it. Talk to us 
if this doesn’t make sense – we understand it.

Newspapers have long been the traditional location for 
real estate advertising. Every Wednesday and/or Saturday 
you will see pages of adverts, sometimes in a lift out form. 
Newspapers are normally down the list of priority for us  
because of the cost and restricted space available. But the 
channel does have its place. Rather than a large colour 
photo spread think about a word only classified advert and 
repeat it a few times over several weeks.
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Qualify Buyers 
Before & After

CHAPTER 4
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Getting 
independent 
feedback is 

something your 
200 Square 

agent is great at 
doing.

Selling your home yourself takes time 
as does getting prepared for viewings 
and Open Homes.

Make sure that the buyers coming to 
visit the home can actually buy it. 
Once they have been you want to 
find out what their interest is and 
whether there is anything different 
you should be doing.

Feedback is vitally important to your 
selling process.
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Qualifying Buyers

Don’t just let anyone come to view your property. Before 
they come in the door (except at an open home when you 
just let in all comers) you want to understand a number of 
things:

•  Is the property in their price range?

•  Do they have a property to sell, have they sold, or are 
they first time buyers?

•  Do they have finance pre-approved?

•  What is their timeframe for buying?

It’s hard for you as an owner to make a truly objective 
assessment at the viewing. Many buyers will not want to 
offend the owner and will either be quite positive or non-
committal while they are in the home.

Often 200 Square clients host Open Homes and viewings 
for us and we get them to just focus on talking about the 
awesome aspects of living there (which only they know) – 
we do the qualification.

Give them time to consider it and compare it to the other 
options available. Call to see what they thought. Assess 
their interest, how the property compared to others and 
what their plans are from here.


Before
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Qualifying Buyers

You know the old adage, it’s not what we say it’s what we 
do that matters. It is the same when selling your home.

You can assess the level of buyer interest from the 
number of questions they have – objections are a good 
thing, it means they are thinking about it!  People make 
assumptions all the time and the buyer may just have the 
wrong, or missing, information. This is your opportunity to 
fix that.

Generally if you get some sort of response like “we have a 
lot to think about”, or “we are going to look at a few more 
and then decide what we want to do”, or something similar 
they have a low level of interest.

If someone is interested you likely won’t need to chase 
them. They will actively engage – their actions will 
demonstrate their interest.

The real estate agent has an advantage here.  They will 
generally get better and more honest feedback.  Skilled 
questioning by the agent can uncover real issues, 
objections and problems. They can qualify the buyers 
interest and move them along the sales process.

After
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Negotiate  
to Win

CHAPTER 5
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Emotion and 
stress are not 

friends of a great 
negotiation

Selling and buying a home is one of 
the most significant life events 
someone can undertake. It is 
emotional and stressful.

When negotiating, the ability to be 
calm, objective and think strategically 
can make all the difference to the 
outcome. Balancing that is key when 
selling privately. 
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Preparation
The secret to successful negotiating is preparation. The 
better prepared you are the better the outcome will be.  
You’ve followed the advice earlier and have a good 
understanding of the market and the competition to your 
home so you have a great start.

People talk about win-win negotiating. That is, working 
through to find a result where both parties come out of the 
negotiating getting a result they wanted. It is not so much 
of an issue when selling your house, where it is unlikely 
you will ever have to deal with the person on the other 
side of the table again. But, the main principals are still 
valid and useful.

Ask lots of questions. The more you understand about the 
buyers motivations, needs and wants, the better you will 
be able to position your requirements and leverage theirs.

Have a strategy for negotiating. Are you going to meet 
face-to-face, exchange written offer and counter offer, or 
handle it via lawyers? Think about what you are prepared 
to compromise on. Make sure you clearly understand your 
bottom line, your non-negotiable items and when you will 
walk away.
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It’s Not Just the Price
The terms and conditions of sale matter. It is not just about 
the price. For example, a buyer paying asking price might 
sound really great until you find out it isn’t cash in your 
bank account for another five years!

Make sure you get all the issues and critical aspects of the 
proposed deal on the table. It is not until you understand 
the complete package that you know what the offer is.

Negotiate in writing and use the proper form. Otherwise 
it’s ‘not worth the paper it’s written on’. The Property Law 
Act requires that a contract for the sale and purchase of 
land be in writing. Until it is written down and signed by all 
parties you do not have an agreement.

The form of contract to use is known as the Auckland 
District Law Society 9th Edition Agreement for the Sale and 
Purchase of Land. You can buy it online or from many 
book stores.

Before you agree the final deal and sign anything talk to 
your lawyer. Selling your home has significant financial  
and legal implications. It should be treated carefully.
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Managing 
Conditions

CHAPTER 6
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It’s not done until 
all contract 

conditions are 
satisfied.

Congratulations! You have negotiated 
a fantastic agreement. Now you can 
relax and celebrate, you are sold.

Right? Most likely, no.

In most instances there will be 
conditions in the agreement that 
need to be satisfied (normally by the 
purchaser) before the sale is 
‘unconditional’. These can include 
things like finance, a building report, 
LIM and title.



How to Sell Your Home Privately
Copyright © 200 Square Limited Licensed Agent (REAA 2008) 39

It’s Not Over Yet
There is a real and natural tendency to take a big breath 
and relax once an agreement is reached.

That would be a mistake.

Very often the initial agreement will include conditions that 
the purchaser needs to satisfy before the sale becomes 
‘unconditional’. 

Despite the best intentions of buyer and seller agreements 
do “fall over.” You should monitor the progress of the 
buyer closely and you should continue the marketing and 
selling of your property just in case another buyer is 
needed. You can lose a lot of time having to re-start your 
marketing after two or three weeks’ downtime.

Chat to the buyer on a regular basis – see how things are 
going. Make sure they stay on track with what they need 
to do. You want to avoid getting into the situation where 
they have not satisfied their conditions and request more 
time – it can make things drag on and on.
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Countdown to  
Settlement
Phew, it’s done. The purchasers’ solicitor has declared the 
sale unconditional. You are nearly there – but not quite!

Make sure the agreed deposit — you did that didn’t you? 
— is paid immediately by the purchaser to your lawyers 
trust account (if it has not been done already).

You still have responsibilities though. It is your job to 
continue keeping the home insured up to the day and time 
of settlement.  You have also committed that the chattels 
you are selling to the purchaser are in good working order 
at the time of settlement unless otherwise agreed.  

The purchaser has the right to check the property over just 
prior to settlement day (pre-settlement inspection). This is 
to ensure the property is in the same condition it was 
when they viewed it and made the offer.

You have agreed to give possession of the property to the 
purchaser which means you need to make sure you are 
packed up and moved out before settlement. 
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Make sure you have organised the various services – the 
power has been read, telephone and internet changed or 
cancelled, the newspaper stopped, mail redirection is in 
place and so on.

It is always nice to leave instruction books and manuals for 
appliances as well. A list of useful tips like rubbish 
collection days, recycling information, how to set the 
alarm, or turn the spa on makes the purchaser feel good.

You need to leave the home clean and tidy, so collect and 
dispose of rubbish (don’t just leave it at the gate).

On settlement day your lawyer will advise when settlement 
has taken place – after which you can hand over the keys. 









Now you can celebrate…
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200 Square 
Real Estate

CHAPTER 7
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We get you sold. 
Charging a fixed 
commission on 
sale of $4,500 
including GST.

We hope your private selling 
experience works out and you get 
sold for a great price, really quickly, 
with a minimum of fuss. 

If this guide helps you do that in any 
way that is awesome!

If you aren’t making the progress you 
want or it’s becoming more time 
consuming or difficult than you 
anticipated we’re here to help.
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We are a NZ licensed real estate agency, governed by the 
Real Estate Agents Act (REAA 2008) and are members of 
the Real Estate Institute of NZ (MREINZ). 

200 Square Real Estate works differently to traditional 
agents. As a result we charge an incredibly reasonable 
fixed commission fee of $4,500 including GST, only 
payable if you sell. No sale, no fee.

You get all the services you would expect from a great 
real estate agent. We work for you, the seller, giving our 
independent and objective market knowledge, advice and 
guidance. By being independent you will find we get more 
honest feedback from buyers enabling you and us to 
adjust marketing programs more accurately and identify 
problems earlier.

We’re not commission only independent contractors 
working for ourselves, we work for you.

 



 

Why pay 4% when  
I got a great price & 
wonderful service 
from 200 Square?
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We Work for You
We bring great expertise to the table for your benefit in 
marketing, negotiating, qualifying buyers, managing the 
sales process. 

We ask buyers the tough questions, we handle and 
address objections.  

We do this fulltime, it’s our job. So you don’t have to.  

We have redesigned the process to do the things that add 
most value to you and work with you to get you sold.

There is heaps more to what we do, so give us a call to 
chat.

Oh, and our fabulous customers just love us too!
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Our Clients Love Us
Thank you to you and your 
team for helping us to sell 
this property. We will be 
recommending 200 Square 
to anyone that wishes to 
sell their property.

Dayna & Dave

We’ve been singing your 
praises! The service you 
provided was exactly what 
we were looking for. We 
found the traditional 
approach very off putting 
and we couldn’t believe the 
commission they charged. 
We honestly can’t see what 
additional value a 
traditional agent could 
have offered.

Sarah & Steven

Without a doubt we 
believe this is the right 
way to selling your 
most treasured asset 
with no hassles and 
total trust — we can 
highly recommend 200 
square to get you the 
best result with top 
notch service to boot!

Paul & Melissa

A quick note to thank you and your team for selling our 
property. Having sold real estate myself, I know how 
difficult certain times and properties are to sell. So we are 
very grateful that you got ours sold and to such supper 
people. If I get the opportunity to recommend you, I will.

Kathie

Really impressed — 
yet again! Love your 
work. Fast, efficient, 
friendly and a win-win-
win for all involved. 
Once again, you guys 
have proven why I 
love 200 Square. Wee 
gems you are.

Tania
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Quite simply, we 
get you sold!

See how we work for you 
when selling your home.

Visit 200square.co.nz

Or call 0800-200-778

It’s all about getting you sold faster for 
a better price. If you want a great 
agency working for you give us a call. 

http://200square.co.nz/
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Acknowledgments 
and Disclaimers
The author of this guide is Grant Wakelin, ably assisted 
with content contribution from Trish along with editing/
review and suggestions from David, Karen and Taz. The 
killer design was done by Su Yin Khoo from Extra Bold.

The real estate pricing pyramid outlined in this guide is 
adapted. It is a commonly used tool in the real estate 
industry around the world and variations of it are readily 
available. Its original source is unknown and we cannot 
therefore acknowledge that directly.

200 Square Limited is a licensed real estate agency under 
the Real Estate Agents Act (2008). This guide is provided 
as general advice and guidance.

Selling your home is a significant event and you should 
always take legal and technical advice when undertaking a 
transaction.

For more detail on terms and conditions please refer to 
www.200square.co.nz/legal
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0800 200 778   �   team@200square.co.nz   �   200square.co.nz

Licensed Real Estate Agency

http://200square.co.nz
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