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The winter months are well and truly
with us and despite what many think
the market continues through winter.
In some cases the market offers great
opportunities for sellers as there are
usually less properties for sale.

Yes right now, des
comments there are a great number

of buyers patiently waiting for that
right home to come to the market.

Some great sales are taking place
right now as the number of homes on
the market, marketed and priced
correctly, is quite low. Many potential
sell ers t hink itos
Spring or even the New Year when the
market will apparently be stronger.

The current market lacks great new
listings and some awesome sales are
taking place where the marketing is
strong, the property is presented well

and price expectations are in line with

the latest sales data. No matter what
the season is, there are always people
on transfer, getting promotions,

having bigger families and migrants

arriving.

Not all these buyers can wait until

Spring or the New Year. They are
active right now.

So if you are considering that move
now or in the future, now is a great
time to give me call. | am here to help
and have all the facts to give you an
informed professional assessment of
where the market is for your property.

May’s sales numbers stay steady
though median price eases.

All the talk of tax changes and the looming rise in the OCR
almost left the May market untouched with only a slight easing

in the national median price

Residential Sales Statistics for May
2010 show sales numbers staying
very steady as the market waited to
digest the budget and its tax changes.
(Source of figures; REINZ Statistics May 2010,
released 15th June 2010 ).

The residential market has four
indicators that give us a sense of
direction.

Total number of sales each month.
Median Price movements
Median days to sell.

Anecdotal evidence from the active
market with auction success rates,
number of new listings to the market and
numbers through open homes.

Lets look at sales numbers first for 2010

p iJaneary:t 3,666 (lpwegt regoeried)
February: 5,029,
March: 6,161
April: 5,207
May 5,206

As mentioned in earlier newsletters, the
market needs to see sales each n‘;onth in
(?x@egstof 60%0% mé%?aihiome sté‘oﬁity
and as winter approaches there is a risk
we will see a drop in sales volume and a
further extension in the number of days
to sell.

The national median price shows
signs of coming under pressure as it
again eases slightly:

March 2010 $360 500
April 2010 $356 000
May 2010 $350 000

The median days to sell remains over 40
at 43 days and clearly shows that some
properties will languish on the market if
they remain poorly marketed, and are
priced assuming a rising market. See
over for a guide on selling in this market.

We now have three or four months that
clearly indicate we are in a fairly unstable
market and the market gets harder to
read and properties more difficult to ap-
praise accurately.

In recent weeks some properties which
were new to the market in March, April
and May have missed selling on Auction
day or within that sensible four to five
week period. It is quite likely that they
were appraised based on sales activity in
late 2009 and that data was not consoli-
dated until sales numbers eased back for
April and May. This does not mean the
market is collapsing at all. Over 5000
sales shows there are still buyers enthu-
siastic to commit. We just need to work a
little harder, market creatively, present
the properties well and listen to price
feedback.

April 10 May 10
REGION Median Median
Northland 320 250 325 000
Auckland 470 000 455 000
Waikato 315 000 307 000
Bay of Plenty
Hawkes Bay | 275 500 276 000
Taranaki 280 000 275 000
Manawatu 230 000 225 000
Wanganui
Wellington 390 000 385 000
Nelson 339 500 330 000
Marlborough
Canterbury 310 000 303 750
Westland
Central
Otago 429 500 432 000
Lakes
Otago 235 500 230 000
Southland 185 000 197 000

This material is prepared in good faith and every effort is made to ensure the accuracy of the facts and figures quoted. It is supplied to provide information and
advice of a general nature in relation to real estate sales, marketing and legal matters. Every property and every client has matters purely specific to them and as

information contained herein is of a general nature, clients and customers should take appropriate professional advice specific to their needs or their property.
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Selling your home? No need to worry! Just do
it right!.

Often we come across home sellers who canét <cho
the family, that job transfer, that change in personal or financial circumstances make the

move inevitable, no matter what the market is doing.

In some cases our <clients decide that fAnowd is the time trHey n
each case there are some clear guidelines that apply and ai n a
some of those critical considerations:

1. Do your pricing research thoroughly and resist pricing in

property go stale with too long a time on the market and then buyers simply walk away. Buyers do their homework, assess the
competition and investigate recent sales. They often try to wait by sitting on their hands unless you make them take action.

2. Property presentation helps emotional i mpact, that fAwowo fa
from their preferred list. In an easing market presentation takes on a really critical role in selling your property.

3. Doné6t resist the value of strong marketing. Professional
internet is a minimum today, then add in strong media marketing in the best publication to find the buyers for your property.
Beware the agent who says there is no need to market your home. They simply secure your business and unless you discount
your price expectations you will miss the market today. This time will simply cost you a lot more money than the right
marketing campaign.

4. Sometimes when you feel your price expectations are challenged by the market there can be a temptation to choose the
ficheapesto agent, the one who promises a quick sale at a
cheapest fee and doesndt want any marketing investment.
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cases they never explain the cost of failing to attract the best buyers, the most buyers and creating a deadline for buyers.

Selling in Winter:

Yes homes sell all year round and when
selling in winter there are some obvious
tips to make your home look great despite
the season. Have lots of colour obvious in
your home through the marketing period:

q Bright artwork and cushions

T Fresh flowers for open days

T Open curtains wide and turn on
lights for viewing.

il Prune trees and shrubs and re-
move those autumn leaves.

T If you have a pool make it sparkle
in winter.

T Clear the garden and plant winter
flowering plants.

T Keep lawns really tidy.

T Keep drains clear, fix muddy or

fipuddl ed areas.

T Keep the home dry with that dehu-
midifier, log fire or heat-pump.

Winter can be fun too:

Winter is a time when the season might
create excuses to stay home and not go
on those adventures. It is a great time
though to go and have some memorable

family experiences.

favourites:

bl A day in the snow with the sun
shining and seeing forever.

bl A walk on the beach during a storm
and seeing the massive surf.

bl Sitting and soaking in a thermal
pool.

q Driving to another town for that
fiSunday | uncho

bl Fish and chips and a glass of wine
on the beach all wrapped up in
winter gear.

bl Going to a live night game of footy
and a hot chocolate on the way
home.

bl Letting the kids plan the outing and
placing the direction clues in enve-

] Make sure any condensation areas lopes, handed over one at a time.
are dried off each morning. 1 Lamb shanks in the crock-pot.
1 Light that fire, put on the music, Mid-winter Christmas party.
coffee and lights for open homes. q Mystery night away with a chilly bin
q Trim or prune those fué ofntreatss $alandni page, blue
trees and hedges. cheese, favourite dip and red wine.
] Make sure paths a%hd Binnerand disheseong then wrap

slippery or mossy.

‘ﬁ Adrienne Gooch AREINZ
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for a walk under the stars.

Phone 09 639 0099 Mobile 021 417 993
Email adrienne.gooch@raywhite.com Web www.rwmtedenvillage.co.nz

Village Estate Agents Limited (licensed REAA 2008) trading as Ray White Mt Eden Village ,447a Mt Eden Rd, Mt Eden Village

One Level Brick and
Cedar Townhouse

2/133 Pah Road
Royal Oak

Well insulated Townhouse with
coziness and privacy in mind

Set away from the Street front so is
surprisingly quiet

Open plan kitchen and living areas
all North facing

Internal garage and workshop
For Sale
By Negotiation
View by Appointment
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