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Guide to selling 
your home.

Maguire Realty Limited Licensed (REA 2008)
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When you list with  
Ray White you get  
to choose.

 ▶ The term of the agency agreement.

 ▶ The type of listing you want.

Exclusive or General.

 ▶ Whether to market with a price or without a price.

 ▶ What method of sale best suits you.

Auction, tender, set date of sale / expressions of interest, private treaty.

 ▶ Whether to have open home inspections or inspections by  

appointment only. 

 ▶ A tailored marketing strategy for your property.

Online portals, print and media advertising.

 ▶ What price you will sell your property for when an offer is made.

The choice is yours.
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Our key objectives.
To provide our clients 
with an exceptional 
service and 
outstanding results. 

Service

While we draw on the massive 

support of being part of the Ray 

White group, we remain focused on 

providing a service appropriate to 

the residents of our area. We are 

reliable, honest and pride ourselves 

on keeping you up to date so that 

you feel comfortable working in 

partnership with us. We will keep you 

informed every step of the way and if 

any issues arise, you can be assured 

we will listen and address them.

Experience

We think that your real estate 

experience should be rewarding, 

enjoyable and as stress free as 

possible. We aim to leave you with  

a good feeling at the end of the  

sales process.

Results

We are here to offer you our 

professional advice and full support 

to give you complete peace of mind.

Achieving the best price is a given and 

we will also work towards obtaining 

your desired settlement date and 

collecting the appropriate deposit.

List your property with your 

preferred sales consultant and you 

will also enlist the combined strength 

of five offices - Ray White Mission 

Bay, Eastridge, Kohimarama, 

 St Heliers and Stonefields.

The team from Maguire Realty all 

work closely together as a team to 

provide the best service, the best 

experience and ultimately the best 

result for you, our clients.
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What we expect from you.
Selling your property is always 

going to be stressful. However, we 

can eliminate a lot of that stress by 

understanding what we should expect 

from each other. We have a fiduciary 

obligation to you as a vendor.  

This means we must put you first, 

above all other interests. By the same 

token, to assist us in meeting those 

obligations, we would appreciate a 

true commitment from you. It is vital 

that we work together in the sale of 

your property.

Probably no other agent has told you 

this, however we believe in being 

upfront. It’s better learning each 

other’s expectations now, rather than 

half way through the campaign!

We ask the following of you

 ▶ It is imperative that you remain in 

contact throughout the process. 

This is extremely important. 

We can’t stress this highly 

enough. Communication is the 

most important activity in any 

relationship. Selling your home 

involves a relationship between the 

vendor and the agent.

 ▶ We ask you to inform us of any 

change in your circumstances, 

motivation or other ability to sell 

your property. This could include 

finance, family circumstances, 

personal issues or income changes. 

We want to know that you are 

committed to selling.

 ▶ If you are approached by another 

agent to sign another agency 

agreement or actively seeks to end 

the current agency, we need to be 

made aware of this. Information 

sent to you is generally fine, 

however a forcible or dishonest 

approach is not.

 ▶ We ask that you bring forth any 

team issues that we should be aware 

of. We expect only the highest level 

of service and respect given to you 

by every member of our team. If, for 

any reason this is not maintained, 

we need to know asap.

 ▶ It is our moral duty to ensure you 

fully understand the real estate 

transaction process. If there is 

anything that you are not fully 

comfortable with or are unsure of, 

don’t hold back from asking us for 

advice or guidance. If for at any 

reason we are unable to give you an 

accurate answer, we will investigate 

further or guide you to someone 

who can assist.

 ▶ All the decision makers are involved 

or represented in the process.  

It is important that decision makers 

agree with each other on the 

final outcome. Although it seems 

obvious, there are some cases 

where this creates difficulty.  

Please let us know if this is the case.
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What is the best method 
of selling my house?

Exclusive General
A dedicated agency, determined to sell your property.  

A commitment to high performance is essential.  

Expect constant communication with your agent, and  

marketing and promotion options tailored to suit you.

All agents list your property, but none take sole  

responsibility. Listing in the General method often 

results in your property spending longer on the market, 

and selling for a reduced price.

Auction

Without a price,

with a set auction date -  

Can be sold prior to Auction.

Tender

Without a price,  

with a set close date.  

Confidential sale process.

Without a price, with a set 

close date but can be sold prior. 

Confidential sale process.

Date of Sale /  
Expressions of 

Interest
Property is  Priced or  

For Sale ‘By Negotiation’.

Tender
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Auction.

The advantages of 
the tender marketing 
method include.

 ▶ Your property is put up for sale on a 

specified date and this is preceded 

by a high impact marketing 

campaign with selected ‘open days’ 

at a times that suit you.

 ▶ Auctions are a well-established  

and proven practice for selling  

real estate.

 ▶ A set date of sale encourages 

potential buyers to act quickly.

 ▶ Potential buyers are in one place 

at one time with a strong desire to 

purchase on the day.

 ▶ Competitive bidding means there is 

no perceived price barrier or ceiling 

on the property’s value.

 ▶ A definite unconditional sale is 

made under the hammer, assuming 

the reserve price is reached and 

a deposit is taken immediately 

following the auction.

 ▶ The auctioneer is a professional 

negotiator, that under goes 

extensive training, backed by 

a brand with over 115 years of 

experience.

 ▶ The sale is set on your terms and 

conditions. You set the reserve 

price, below which the auctioneer 

is not permitted to sell. You remain 

in control throughout the process.

 ▶ By running an extensive, high 

impact marketing campaign, you 

have more opportunity to achieve 

the best possible sale price in the 

market.

 ▶ Auction is one of the few methods 

of sale where you get not one but 

three opportunities to sell your 

property: 

- Unconditional buyers pre- auction 

- Under the hammer at the auction 

- Negotiated with conditional    

   buyers after the auction

 ▶ All our auctions are conducted in 

accordance with the Real Estate 

Institute of New Zealand (REINZ) 

Code of Practice.

Auctions are highly focused marketing campaigns designed to expose your property to the maximum number of buyers, 

maximise your sale price and minimise the number of days your property is on the market.
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Private treaty.
The Ray White_Know 
How will help you find 
the right balance.

The private treaty method is 

recommended for properties:

 ▶ Where time of sale is not an issue.

 ▶ Where the client is most 

comfortable with a clear price.

 ▶ Where marketing budgets  

are small.

Marketing with a price.

 ▶ Buyers usually spend 10-15% more 

than they intend, therefore we 

don’t want to lose them before they 

view the home.

 ▶ Many owners put 10-15% on top 

to avoid ‘underselling’ however this 

can hinder enquiries.

 ▶ Overcoming the gap of 20-30% 

between the advertised price and 

the likely buyers’ price, needs the 

skill of our agents.

 ▶ Price the property too high and we 

can miss our buyers.

 ▶ Price the property too low and the 

premium price is lost.

Private treaty
The Ray White_Know How will help you find the right balance.

The Private treaty method is 
recommended for properties: 

• Where time of sale is not an issue. 

• Where the client is most comfortable with a clear 

price. 

• Where marketing budgets are small.

Marketing with a price 

• Buyers usually spend 10-15% more than they 

intend, therefore we don’t want to lose them 

before they view the home. 

• Many owners put 10-15% on top to avoid 

‘underselling’ however this can hinder enquiries. 

• Overcoming the gap of 20-30% between the 

advertised price and the likely buyers’ price, 

needs the skill of our agents. 

• Price the property too high and we can miss our 

buyers. 

• Price the property too low and the premium 

price is lost.
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Tender.

The advantages of 
the tender marketing 
method include.

 ▶  An accelerated marketing 

campaign to attract a wider range 

of buyers which creates a higher 

exposure throughout the  

market place.

 ▶ Potential buyers are unaware  

of the value of the offers and a 

re therefore more inclined to  

present their best offer.

 ▶ Marketing by tender creates 

urgency by imposing deadlines  

on the buyers (ie, time and  

closing date).

 ▶ Protection and confidentiality  

of terms, conditions and names  

of potential buyers.

 ▶ The seller can set the terms and 

conditions of the tender and have 

the advantage of considering 

several (multiple) offers on the 

closing date. This reduces the 

pressure to make a forced decision.

 ▶ The tender process targets a wide 

range of buyers either conditional 

or unconditional.

 ▶ This process works very much 

in the sellers favour, as potential 

buyers are unaware where the 

competition is coming from and 

what the price expectations are 

(ie. no price ceiling indicator) - 

although some tender properties 

are marketed with a price-range 

indicator as authorised by the 

seller. This ensures that the seller 

can use this to their advantage and 

have more control throughout the 

marketing campaign.

A tender invites buyers to make an offer on a property in contract form, within a specified time.

 The tenders are invited under the strict provisions of the code of practice of tender (as approved by the Real Estate 

Institute of New Zealand).
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Set Date of Sale
Also known as a ‘Deadline Sale’, this method of sale is similar to a tender but has less 
conditions for both the purchaser and seller and allows the vendor to sell prior to the 
closing date.
 
Procedure for  Set Date of Sale:-

The Set Date of Sale includes a 3 or 4 week marketing 
campaign with a nominated closing date.

Offers are submitted in sealed envelopes but do not 
necessarily need to be accompanied by a deposit cheque, 
as you would in the case of a Tender. 

The offers can be unconditional or conditional on 
whatever the buyer wants to include (eg: finance, building 
inspections, etc).

Offers do not need to remain open for acceptance for 
a 3 to 5 day period and can be withdrawn at any time 
provided it has not been accepted. 

If you do decide to accept a conditional offer, it is 
recommended that you also get a back-up offer, just in 
case the preferred offer does not go unconditional.

‘Expressions of Interest’ is similar to a Set Date of Sale 
but there is generally no fixed date of sale.

Advantages
•  The vendor has control of the process.

• A short high impact marketing campaign (usually 3   
 to 4  weeks with set open homes & viewings) ensures   
 that the maximum number of buyers in the market are  
 reached.

• Both conditional and unconditional buyers can   
 participate in the process.

• There is a perceived competition between buyers   
 which usually results in a good sale price

•  Motivated buyers can put in their very best offer   
 prior to closing date.

• The vendor can negotiate with any of the buyers, to   
 the exclusion of all others, if they wish.

• The process is confidential, so the final sale price is not  
 known until it goes onto the public records.

Set date of sale.
Also known as a 
‘Deadline Sale’, this 
method of sale is 
similar to a tender but 
has less conditions for 
both the purchaser and 
seller and allows the 
vendor to sell prior to 
the closing date.

Procedure for Set Date of Sale

The Set Date of Sale includes a 3 or 

4 week marketing campaign with a 

nominated closing date.

Offers are submitted in sealed 

envelopes but do not necessarily 

need to be accompanied by a deposit 

cheque, as you would in the case of  

a Tender.

The offers can be unconditional or 

conditional on whatever the buyer 

wants to include (eg: finance, building 

inspections, etc).

Offers do not need to remain open 

for acceptance for a 3 to 5 day period 

and can be withdrawn at any time 

provided it has not been accepted.

If you do decide to accept a 

conditional offer, it is recommended 

that you also get a back-up offer, just 

in case the preferred offer does not  

go unconditional.

‘Expressions of Interest’ is similar to a 

Set Date of Sale but there is generally 

no fixed date of sale.

Advantages

 ▶ The vendor has control of  

the process.

 ▶ A short high impact marketing 

campaign (usually 3 to 4 weeks 

with set open homes & viewings) 

ensures that the maximum  

number of buyers in the market  

are reached.

 ▶ Both conditional and unconditional 

buyers can participate in the 

process.

 ▶ There is a perceived competition 

between buyers which usually 

results in a good sale price.

 ▶ Motivated buyers can put in their 

very best offer prior to closing date.

 ▶ The vendor can negotiate with any 

of the buyers, to the exclusion of all 

others, if they wish.

 ▶ The process is confidential, so the 

final sale price is not known until it 

goes onto the public records.
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We pride ourselves 
on achieving the 
best possible price 
for our clients

When two, three or even more people 
want to buy the same property – they 
compete for it. This pushes up the 
price and ensures you achieve the best 
possible price. Our job is to create 
competition among interested buyers.

We will recommend the method we 
believe will achieve the highest price; 
however ultimately, you the seller, have 
the power to choose the method which 
you feel most suits you. 

When selling a property we offer you 
various methods of sale to choose 
from, including: general or a sole 
agency, for sale by advertised price, by 
auction or by tender.

Achieving a premium price

Achieving a premium price.
We pride ourselves 
on achieving the best 
possible price for our 
clients. 

When two, three or even more people 

want to buy the same property –  

they compete for it. This pushes up 

the price and ensures you achieve  

the best possible price. Our job is  

to create competition among 

interested buyers.

We will recommend the method we 

believe will achieve the highest price; 

however ultimately, you the seller, 

have the power to choose the method 

which you feel most suits you.

When selling a property we offer you 

various methods of sale to choose 

from, including: general or a sole 

agency, for sale by advertised price, 

by auction or by tender.
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Auction stats.
All auctions are not  
the same.
Two major variances 
are the auction process 
and the auctioneer.

 ▶ We pause and negotiate a lot!

 ▶ Our average increase from the top 

bidder is over $120,000.

 ▶ Our vendors have received over  

$5 million dollars extra because  

of our expert negotiation skills.

 ▶ Our process is detailed and has 

proven results.

 ▶ Auction, done right, in detail and 

with patience is the superior 

method of sale.

 ▶ Our auctioneer also calls auctions 

for some other select companies. 

It’s the combination of our refined 

auction process plus the auctioneer 

which is producing superior results.

86.6% of all Maguires auction listings sold*
*Auction data year 26 Jan 2020 to 25 Jan 2021  

SOLD
Prior to auction or 
under the hammer

64.2%

SOLD
Post auction

22.4%

CURRENTLY
AVAILABLE

3.4%

WITHDRAWN

10%

86.6%
SOLD

201
TOTAL auctions  

Ray White  
Maguires

174
Auctions SOLD  

Ray White  
Maguires

26 Jan 2020 - 25 Jan 2021
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Our Auction rooms
Benefits of an In Room Auction

Exposure
Your property can be auctioned with others in an in-room 
environment where other vendors, potential purchasers 
and market observers ensure the necessary crowd 
atmosphere is achieved. The eventual purchaser of your 
property may even see it for the first time at the auction 

although their intention was only to observe the market!

Competition
Potential purchasers for your property can perceive that 
they are competing against far more buyers in a crowded 
auction room than when they are amongst a smaller on-
site gathering.

Control
A last minute lack of parking, the noise of lawn mowers, 
barking dogs, revving cars etc can put a fatal last minute 
feeling of doubt in a purchaser’s mind - to your detriment.  
The comfortable controlled environment of the in-room 
venue eliminates this risk. A slide show or video will run 
on our large digital screen showcasing your home in the 
best possible light.

Emotion
For Buyers “A picture tells a thousand words.” It is well 
proven that visual images have more impact than the 
spoken word. In-room auctions allow all of the best 
features of your property to be highlighted (seaviews, 
inground pool, outdoor living etc). Purchasers see 
‘their house’ displayed, while an on-site auction gives 
purchasers only one visual image.

Venue- Maguire Realty Limited Auction Rooms are located 
at Ray White St Heliers, 10 Polygon Road, St Heliers. 
(corner of Polygon Road and Maheke Street)

Timing- From 5.00pm Wednesday evenings

Parking- Plenty of free parking available at St Heliers  
(City parking during the day can be difficult and expensive) 

Facilities- We have our private office facilities for pre 
and post auction negotiation. Vendors can also view their 
auction from the privacy of these offices. Restaurants and 
bars are also close by.

Our auction rooms.
Benefits of an in  
room auction. 

Exposure

Your property can be auctioned with 

others in an in-room environment 

where other vendors, potential 

purchasers and market observers 

ensure the necessary crowd 

atmosphere is achieved. The eventual 

purchaser of your property may even 

see it for the first time at the auction 

although their intention was only to 

observe the market!

Emotion

For Buyers “A picture tells a thousand 

words.” It is well proven that visual 

images have more impact than the 

spoken word. In-room auctions 

allow all of the best features of your 

property to be highlighted (seaviews, 

inground pool, outdoor living 

etc). Purchasers see ‘their house’ 

displayed, while an on-site auction 

gives purchasers only one visual image.

Control

A last minute lack of parking, the 

noise of lawn mowers, barking 

dogs, revving cars etc can put a fatal 

last minute feeling of doubt in a 

purchaser’s mind - to your detriment. 

The comfortable controlled 

environment of the in-room venue 

eliminates this risk. A slide show or 

video will run on our large digital 

screen showcasing your home in  

the best possible light.

Competition

Potential purchasers for your 

property can perceive that they are 

competing against far more buyers  

in a crowded auction room than  

when they are amongst a smaller  

on- site gathering.

Venue- Maguire Realty Ltd 

Auction Rooms are located at 

Ray White St Heliers, 10 Polygon 

Rd, St Heliers.

Timing- From 5pm Wednesday. 

Parking- Plenty of free parking 

available at St Heliers. (City 

parking during the day can be 

difficult and expensive).

Facilities- We have our private 

office facilities for pre and post 

auction negotiation. Vendors can 

also view their auction from the 

privacy of these offices. 
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Wayne Maguire CEO & Auctioneer

An auction puts a total spotlight on your property and adds a competitive component 
that heavily favours the seller.

Wayne Maguire’s auction experience spans ten years 
and has a strong and in-depth knowledge of negotiating 
and buyer performance,  which enables him to obtain the 
best price for your property as well as making the whole 
auction process a more pleasant experience for his clients.

An Auctioneer can make all the difference when selling 
your home, as Wayne says “Auctioneering is more than 
standing at the front of a room counting numbers”. 

The strength of Wayne’s very high selling rate is two -fold. 

- Firstly connecting and developing rapport with buyers – 
which leads to better engagement. 

- Secondly his detailed professional approach to 
negotiating with a buyer in a succinct manner producing 
exceptional results in very short time frames.

Averaging over 250 sales a year and closing around 
$10,000,000 a week,  Wayne Maguire’s auction 
success rates are well above the industry average.

Number 1 Auctioneer in Ray White 
New Zealand since 2014.

Wayne Maguire.
An auction puts a 
total spotlight on your 
property and adds a 
competitive component
that heavily favours  
the seller.

Wayne Maguire’s auction experience 

spans ten years and has a strong and 

in-depth knowledge of negotiating 

and buyer performance, which enables 

him to obtain the best price for your 

property as well as making the whole 

auction process a more pleasant 

experience for his clients.

An Auctioneer can make all the 

difference when selling your home,  

as Wayne says “Auctioneering is more 

than standing at the front of a room 

counting numbers”.

The strength of Wayne’s very high 

selling rate is two -fold

 ▶ Firstly connecting and developing 

rapport with buyers – which leads 

to better engagement.

 ▶ Secondly his detailed professional 

approach to negotiating with 

a buyer in a succinct manner 

producing exceptional results in 

very short time frames.

Averaging over 250 sales a year and 

closing around $10,000,000 a week, 

Wayne Maguire’s auction success 

rates are well above the industry 

average.

CEO & Auctioneer

Number 1 Auctioneer in Ray White New Zealand since 2014.
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Wayne Maguire CEO & Auctioneer

An auction puts a total spotlight on your property and adds a competitive component 
that heavily favours the seller.

Wayne Maguire’s auction experience spans ten years 
and has a strong and in-depth knowledge of negotiating 
and buyer performance,  which enables him to obtain the 
best price for your property as well as making the whole 
auction process a more pleasant experience for his clients.

An Auctioneer can make all the difference when selling 
your home, as Wayne says “Auctioneering is more than 
standing at the front of a room counting numbers”. 

The strength of Wayne’s very high selling rate is two -fold. 

- Firstly connecting and developing rapport with buyers – 
which leads to better engagement. 

- Secondly his detailed professional approach to 
negotiating with a buyer in a succinct manner producing 
exceptional results in very short time frames.

Averaging over 250 sales a year and closing around 
$10,000,000 a week,  Wayne Maguire’s auction 
success rates are well above the industry average.

Number 1 Auctioneer in Ray White 
New Zealand since 2014.

One team at Maguires.
St Heliers
Mission Bay
Kohimarama
Eastridge
Stonefields

We have 54 salespeople and 23 

support people all working as One 

Team at Maguires.

One Team of 77 people dedicated 

to helping every vendor reach more 

buyers, to create competition and to 

provide excellent sales outcomes.

As a vendor your property is 

presented weekly to the entire sales 

force in a single sales meeting - the 

spotlight is on your property in front 

of 54 salespeople. Instantly we can 

access every buyer on 54 individual 

databases - imagine the reach through 

our One Team!

Beyond our One Team is the strength 

of our Ray White Network.

 ▶  77 offices in Auckland.

 ▶ 182 offices in NZ.

 ▶ Over 2,000 salespeople in NZ.

 ▶ Over 1,000 Ray White offices 

internationally. 

 ▶ Over 6,500 salespeople in  

Ray White internationally.

One Team at Maguires

We have 54 salespeople and 23 support people all 
working as One Team at Maguires.

As a vendor your property is presented weekly 
to the entire sales force in a single sales meeting 
- the spotlight is on your property in front of 54 
salespeople. Instantly we can access every buyer 
on 54 individual databases - imagine the reach 
through our One Team!

Ray White Mission Bay, Eastridge, Kohimarama, St Heliers, Stonefields

One Team of 77 people dedicated to helping every 
vendor reach more buyers, to create competition 
and to provide excellent sales outcomes.

Beyond our One Team is the strength of our Ray 
White Network.
• 77 offices in Auckland
• 182 offices in New Zealand
• Over 2,000 salespeople in New Zealand
• Over 1,000 Ray White offices internationally
• Over 6,500 salespeople in Ray White    
    internationally 

Eastridge

St HeliersKohimarama

Maguire
REALTY LIMITED

Licensed (REAA 2008)

Mission Bay

Stonefields

The Maguires Leadership Team

Ella Kiliuyi Peter Best Dale MercerBlake GarnettWayne Maguire Tracy Lynch

Maguires one team

Ricky Cave Richard Lyne

The Maguires leadership team
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Peter 
Chatteris.

Peter Chatteris is a master communicator. His vast 

experience in written and oral communication is a valuable 

asset to Team Everitt. Peter exudes confidence and the 

willingness to go the extra mile in all he does.

Peter has a history of 16 years as a music education 

specialist in local primary and secondary schools. Peter is 

a winner of multiple public speaking titles, a sought after 

speech coach and served on the executive of multiple 

Toastmaster groups. Appearances on TV, Radio Talk Back 

and written media have helped to hone a unique and 

incredibly strong set of communication skills.

Along with his partner, Judith Everitt, he is a life time 

member of St Heliers Church, serving on various 

committees, music teams and community groups. Peter 

founded a group helping men to open up about mental 

health issues. 

Peter is also a St Heliers native, having grown up and lived 

in the area for most of his life. His family were amongst the 

earliest members of the St Heliers community. This strong 

local knowledge is extremely important when working 

with customers and clients.

Sales Agent & Digital Expert

Judith 
Everitt.
Lead Agent & Auctioneer

Judith Everitt is the lead agent for Team Everitt. Along 

with being the only female auctioneer in Ray White  

New Zealand Jude is one of the real estate stars of the 

Eastern Bays area. This is evident in her consistent  

success and continued Elite status.

Judith personifies the old fashioned family values of trust, 

integrity and respect. With a sense of humour, unwavering 

faith and relaxed approach, Judith relieves the stress 

around real estate transactions.

Judith has a Masters degree with honours in Geography. 

She has an in-depth understanding surrounding the 

procedures of local and regional authorities. This helps  

to streamline red tape and smooth out certain issues.

In 2019, Judith teamed up with Peter Chatteris to form  

a dedicated, professional and caring team. As a grounded 

and objective couple they use their expertise and life skills 

to assist people during their real estate journey. 

Having branched out to include Auctioneering as part 

of her full service approach, Judith has continued to 

achieve exceptional results for her clients in the changing 

marketplace of real estate.
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Olivia 
Lloyd.

Olivia Lloyd  grew up in St Heliers, attending Churchill 

Park School and Baradene College. She is heavily involved 

with the community, hence her local knowledge is 

extensive and personal. Her interests include a variety of 

sports, photography and the outdoors.

Top in photography and design at Baradene, Olivia 

won two scholarships extending her studies to get 

her Bachelor’s Degree in Media design. After working  

professionally in the advertising industry. Olivia saw an 

opportunity in Real Estate and obtained her licence. She 

was hand picked out of 14 new Maguires recruits to work 

with Team Everitt, offering clients a unique and refreshing 

bonus. Olivia subscribes to the same belief as the rest of 

Team Everitt. Her integrity will never be compromised 

for any reason. This is one of the many reasons Olivia was 

recruited to  work with the team. 

Olivia’s innovative, passionate and determined nature is 

contagious. This is a fabulous trait to have in real estate 

and is one of her many strengths. Her communication style 

is well developed and considered, whilst having the ability 

to talk directly with a wide range of demographics.

Sales Associate & Designer

Kim 
Thompson.
Sales Agent & Campaign Manager

Kim is an extremely successful and experienced agent  

in her own right. With over 15 years experience in 

residential sales, she fully understands the ever changing 

market conditions. 

Kim moved from South Africa with her husband, young 

daughter and fur babies in January 2017. They fell in 

love with the Eastern Bays, with it’s wonderful sense of 

community and feel blessed to call New Zealand home.

Kim has proven strong negotiating skills and a vast 

knowledge of real estate marketing. Her campaign 

organisation and implementation have been at the core  

of her success over many years in sales. Clients are put 

first at all stages of a campaign, with listening to their 

needs and dreams, an exceptionally important part of 

the client care process. Kim’s nurturing nature and highly 

developed “can-do” attitude, ensures our clients feel taken 

care of. 

Kim’s organisation and presentation of open homes is 

second to none. Her attention to detail gives our vendors 

comfort in knowing their property is impeccably presented 

to open home guests. 
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The Ray White story.
We don’t have to be 
perfect, just engaged 
and committed to 
aligning values with 
actions.

Ray White is a household name in 

Australasia, a name synonymous with 

the property and real estate industry 

along with home loans, insurance and 

concierge services.

Established in 1902, in the small 

Queensland country town of Crows 

Nest, Ray White has evolved into 

Australasia’s most successful real 

estate business, now approaching 

1,000 offices in over nine countries - 

including Australia, New Zealand and 

South East Asia. In 2013, Ray White 

sold over $27 billion worth  

of property.

In addition, Ray White manages 

over 200,000 rental properties 

internationally, with a professional 

property management system that is 

bringing benefits to landlords.

Today, Ray White is still a  

family-owned business, spanning:

 ▶ Residential.

 ▶ Commercial.

 ▶ Rural property & livestock. 

 ▶ Development projects. 

 ▶ Hotels.

 ▶ Marine.

 ▶ Home loans.

 ▶ Property management.

 ▶ Property funds investment.

When you choose Ray White, you  

are choosing more than 110 years  

of experience across thousands  

of salespeople and Loan Market 

brokers around New Zealand, 

Australia and Asia.
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Campaign management.
What you can expect 
from us.

Your salesperson will have 

total responsibility for the 

implementation and management of 

the marketing campaign as follows.

 ▶ Photography of your property.

 ▶ Ordering a Title and Lease 

Memorandums.

 ▶ Prepare auction/tender documents 

and send to solicitor for approval.

 ▶ Signage to be installed in front of 

your property.

 ▶ We will arrange a group inspection 

(caravan) of your property by our 

sales team.

 ▶ Book, prepare & supply all 

marketing on your behalf, with  

your approval.

 ▶ Your property will be listed on  

12 high profile websites: 

raywhite.co.nz, rwkohi.co.nz, 

rwstheliers.co.nz, rwmissionbay.

rwstonefields.co.nz, trademe.co.nz 

realestate.co.nz, homes.co.nz, 

juwai.com, oneroof HouGarden.

com & neighbourly.co.nz

 ▶ Your property will be displayed 

on LED screens/ A3 posters at the 

relevant offices.

 ▶ Drop cards delivered in your 

surrounding area.

 ▶ Your open homes will be advertised 

in the weekly open home index of 

the Central Property Press and in 

open home lists /property guides 

outside our offices.

 ▶ We will contact all our existing 

buyers in our database who are 

looking to purchase within your 

property’s price range and location.

 ▶ Inclusion in our weekly 

e-newsletters.

 ▶ On a weekly basis, we will provide 

you with written marketing reports 

during the campaign. This will 

include details of progress, buyer 

feedback, identification of any 

issues and recommendations.

 ▶ There will be regular telephone and 

email contact and meetings when 

necessary until the property is sold.

 ▶ We will present all offers from 

prospective buyers. 

 ▶ Despatch sale & purchase contracts 

to solicitors, vendor and purchaser.

 ▶ Lodgement of deposit into our 

trust account and subsequent 

disbursement.

 ▶ Provide comprehensive, 

professional service to fulfill any 

purchaser conditions including 

attendance at property for building 

inspections, valuers etc.

 ▶ Final inspections for purchasers.

 ▶ Liaise with solicitors to ensure that 

settlement is in hand.

 ▶ Hand keys over to purchasers after 

confirmation that settlement has 

taken place.

co.nz,
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Presenting your home.
Our top five tips to  
get the best results.

Spring clean

Do a thorough clean from the inside, 

out including walls, windows, skirting 

boards and every nook and cranny.

De-clutter

Your buyer needs to imagine living in 

the property. Ridding clutter visibly 

increases the room size and better 

showcases the space.

Faultless

Buyers notice everything. Fix anything 

that doesn’t work, including doors, 

windows , light bulbs and taps.

Create atmosphere

Pay attention to the temperature 

and make prospectives buyers feel 

comfortable.

Neutral environment

Decoration tastes are highly personal 

and we recommend taking a safe, 

neutral approach to styling.
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Conjunctional agreements.
An essential part of 
selling your home.

Selling a property is a stressful time, 

especially if the potential buyers 

are limited. The bigger the audience 

the more likely your home will sell. 

It would not be in your best interest 

to restrict the number of potential 

buyers and risk a failed campaign. 

Obviously no agent would want this, 

or at least this is what you’d hope. 

Unfortunately, this isn’t always 

the case. As a vendor, you have the 

right to expect your agent will show 

all possible buyers through your 

property. Therefore it is absolutely 

vital that your agent “conjuncts”. 

A conjuncting agent means that any 

agency (no matter what company) 

can introduce buyers to a property 

through a listing from another agency 

(this agency could be from the first). 

Before bringing the buyers through an 

arrangement called a “conjunctional” 

agreement is made.

We have a fiduciary care towards our 

vendors. This is defined in the REA 

act 2008. In a nutshell this means we 

make you the absolute priority. Not 

only is this our moral duty, it is our 

legal duty. Whilst the REA hasn’t yet 

enforced conjunctional opportunities, 

we believe that legality aside it is an 

absolute must, to provide for all clients.

People often believe that a sole agency 

means that only the listing agent can 

introduce buyers to your property. 

This is not the case. A sole agency is 

an agreement to market through one 

company. It has nothing to do with the 

buyers and where they come from. All 

agents have lists of potential buyers. 

If one of our buyers is interested in 

your property, we can only show them 

through if the agent allows, through a 

conjunctional agreement.

Let’s get this straight. It is not the 

vendor who directly decides these 

conjunctionals. Once you have signed 

the agency document, it is your 

agent who represents the property. 

Unless you intervene and directly tell 

your agent that you want to allow 

conjunctionals, it is left up to the agent 

to decide and you may never know.

What you should do before signing an 

agency agreement. 

 ▶ Ask if your agent conjunct with 

other agencies. If they don’t or are 

unclear, then your home may not be 

shown to all potential buyers. 

 ▶ Ask if your agent restricts in any 

way shape or form, potential 

buyers from viewing a property 

they are listing. 

 ▶ Make sure you have a clear 

understanding of the arrangement 

and what it means for you before 

you sign it. It is also recommended 

your lawyer take a look over it too.

Team Everitt are definite conjuncting 

agents. We will work with any 

other company or agent to sell your 

property. We will never compromise 

a sale to keep a transaction solely  

“in house”. All buyers are welcome  

to our listed properties.
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Three things we  
need to discuss:

A.  What type of buyer is most 
likely to purchase your property?

 � Local

 � New to the area

 � First home

 � Investor

 � International

B.  How will we find the right buyer 
for you?

 � Pre-market campaign preparation 

 � Core marketing products

 � Local marketing tactics

 � Print and digital advertising package 

 � Online portals

 � Innovative technology 

C.  What methods of sale do you 
wish to consider?

 � Sole agency

 � General agency

 � Advertised price

 � Tender

 � Auction

Easy as ABC
Easy as ABC.
Three things we  
need to discuss.

A. What type of buyer is most 

likely to purchase your property?

 ▶ Local.

 ▶ New to the area.

 ▶ First home.

 ▶ Investor.

 ▶ International.

B. How will we find the right buyer 

for you?

 ▶ Pre-market campaign preparation.

 ▶ Core marketing products.

 ▶ Local marketing tactics.

 ▶ Print and digital  

advertising package.

 ▶  Online portals.

 ▶ Innovative technology.

C. What methods of sale do you wish 

to consider?

 ▶ Sole agency.

 ▶ General agency.

 ▶ Advertised price.

 ▶ Tender.

 ▶ Auction.
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Three things we  
need to discuss:

A.  What type of buyer is most 
likely to purchase your property?

 � Local

 � New to the area

 � First home

 � Investor

 � International

B.  How will we find the right buyer 
for you?

 � Pre-market campaign preparation 

 � Core marketing products

 � Local marketing tactics

 � Print and digital advertising package 

 � Online portals

 � Innovative technology 

C.  What methods of sale do you 
wish to consider?

 � Sole agency

 � General agency

 � Advertised price

 � Tender

 � Auction

Easy as ABC
Sole agency.

Key benefits of a sole 
agency include.

 ▶ Complimentary Ray White base 

marketing tools at no cost.

 ▶ Premium service and care often 

results in a faster sale when one 

licensee is fully responsible for the 

transaction.

 ▶ Constant and regular 

communication with your 

salesperson.

A sole, or exclusive, agency means a property is listed with one real estate agency only. We strongly recommend this 

method of sale as it promotes a higher level of service and accountability. When you are confident that the salesperson 

you have selected is working in your best interest, we firmly believe an exclusive agency will yield you the best results - 

and it will cost you no more.

When listing with a price under a sole agency it is important to price the property correctly.

Statistically there are less new buyers and enquiry on a property after the first six weeks. Coinciding price realignment  

at a time when new buyer demand is reducing is not the best tactic and will only create longer days on the market and 

lower your chances of a successful sale.
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Market influences & pricing.
The first 30 days that 
your property is on the 
market are critical, as 
that is usually when 
the greatest number 
of potential buyers will 
visit your property. 

The property market follows the 

principle of supply and demand, 

generally the fewer properties 

for sale the higher the prices. This 

balance can change quite notably  

in a short period of time.

Many factors effect the property 

market such as interest rates, the 

local economy, government policy 

and world events. Because of these 

factors a property which sold a year 

ago would more than likely achieve  

a very different sale price if it  

sold today.

Primarily the value of your property 

is affected by the amount that similar 

properties in the same area are selling 

for at about the same time.

Your property is more likely to sell 

quickly, for the highest possible price 

if it is priced and advertised correctly 

when it enters the market place. 

This means taking into consideration 

current market statistics.

Conversely, overpriced properties 

generally take longer to sell because 

potential buyers will look at, and 

possibly buy similar properties 

elsewhere, for less.

Your Ray White salesperson can 

provide relevant information such as 

how much properties are selling for in 

your area, how quickly sales are being 

made and advise you on the state of 

the market to help ensure that your 

property is priced correctly for the 

current market.

Market influences and pricing

The first 30 days that your property is on the market are critical,  
as that is usually when the greatest number of potential buyers  
will visit your property.
The property market follows the 
principle of supply and demand, 
generally the fewer properties for sale 
the higher the prices.  This balance can 
change quite notably in a short period 
of time.

Many factors effect the property market 
such as interest rates, the local 
economy, government policy and world 
events.  Because of these factors a 
property which sold a year ago would 
more than likely achieve a very different 
sale price if it sold today.

Primarily the value of your property is 
affected by the amount that similar 
properties in the same area are selling 
for at about the same time.  

Your property is more likely to sell 
quickly, for the highest possible price if 
it is priced and advertised correctly 
when it enters the market place. This 
means taking into consideration current 
market statistics.

Conversely, overpriced properties 
generally take longer to sell because 
potential buyers will look at, and 
possibly buy similar properties 
elsewhere, for less.

Your Ray White salesperson can 
provide relevant information such as 
how much properties are selling for in 
your area, how quickly sales are being 
made and advise you on the state of 
the market to help ensure that your 
property is priced correctly for the 
current market.

1 2 3 4 5 6 7 8 9 10 11 12

existing & new buyers 
created though 

marketing

NUMBER OF BUYERS VS WEEKS ON MARKET

new buyers 
to the market

Graphs show typical results over period of 
agency agreement - National overview.
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Marketing time.
The most important 
marketing time is in 
the first few weeks. 
Best not to waste 
them. Buyers seek  
out ‘fresh’ listings. 
New listings are 
always of interest  
to the existing  
buyer group. 

In the digital age buyers become 

aware of a new listing very quickly. 

Sometimes within hours of the listing. 

This means that the wave of buyers 

that are ‘in-the-market’ will generally 

be hit within the first one to two 

weeks of marketing your property  

for sale.

Our statistics show that once a buyer 

discounts a property, the buyer rarely 

reconsiders the property.

This is why it is crucial that your 

property is either priced correctly or 

marketed without a price at the start 

of your campaign. Otherwise you run 

the risk of your property becoming 

stale and depreciating in the buyer’s 

mind. This can lead to a lengthy 

time on the market and ultimately 

underselling your property.

BUYER ACTIVITY

NUMBER OF BUYERS

WEEKS

EXISTING BUYERS AND NEW BUYERS CREATED BY MARKETING NEW BUYERS TO THE MARKET

1 2 3 4 5 6 7 8 9 10 11 12
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Advertising funnel  
of success.
International. 
Raywhite.com, Ray White international offices, international  

publications and buyer desk, digital marketing packages.

New Zealand. 
Raywhite.co.nz, online portals (eg: Trademe.co.nz, Realestate.co.nz, etc)  

active buyer database, national publications.

 

Local Area. 
Local newspapers and publications, direct mail, eNewsletters,  

video, Ray White office websites.

 

Ray White Office. 
Signboards, window cards, open homes, brochures.
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Better coverage in your 
neighbourhood.

St Heliers

Kohimarama

Mission Bay

Orakei

Pakuranga

Royal Oak

One Tree Hill

Ellerslie

Stonefields

Remuera

Remuera

Epsom

Mt Eden

Sandringham

Mt Albert

Kingsland

Grey Lynn

Ponsonby

City Apartments

Chas Wilson Rentals

City Apartments

Taylor Rentals

ParnellBroadway Newmarket

Mission Bay



26

Ray White can deliver 
a more effective 
marketing strategy  
for your property

In addition to our complimentary 
marketing tools, we have designed 
powerful marketing packages which  
are completely tailored to your specific 
needs and goals.

You can’t sell a secret, therefore a 
strong marketing campaign is a vital 
ingredient in the sale of your property. 
Today it is possible to attract potential 
buyers from across the street, and 
across the world, enabling a more 
sophisticated net over a broader area 

than ever before. This is significant as 
the more people that know your 
property is on the market, the larger the 
pool of buyers. This equates to 
achieving the optimum sale price in the 
least possible time for your property.

We know how to generate maximum 
market coverage targeted at genuine 
buyers through a variety of selected 
mediums and sales techniques.

Be seen in all the right placesBe seen in the right places.
Ray White can deliver 
a more effective 
marketing strategy for 
your property. 

In addition to our complimentary 

marketing tools, we have designed 

powerful marketing packages which 

are completely tailored to your 

specific needs and goals.

You can’t sell a secret, therefore 

a strong marketing campaign is a 

vital ingredient in the sale of your 

property. Today it is possible to 

attract potential buyers from across 

the street, and across the world, 

enabling a more sophisticated net 

over a broader area than ever before. 

This is significant as the more 

people that know your property is 

on the market, the larger the pool 

of buyers. This equates to achieving 

the optimum sale price in the least 

possible time for your property.

We know how to generate maximum 

market coverage targeted at genuine 

buyers through a variety of selected 

mediums and sales techniques.
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Powerful tools.
Before we go  
to market. 

Premium photography.

We recommend the use of expert 

property photographers who will 

shoot a broad selection of quality 

digital photographs to be used 

for all print and online marketing, 

showing off your property to its 

best advantage. Great photography 

does wonders for the warmth, space 

and overall perception of a home or 

investment.

Professional copywriting.

Expertly written copy and a local 

press release will highlight your 

property’s most saleable features 

and adds a professional edge to 

all marketing. We can engage 

professional copywriters to ensure 

we capture the attention of the 

market instantly. We can also 

distribute a press release to local 

media advising that your property  

is on the market.

Graphic design.

Exceptional marketing systems means 

your property will look its best across 

the marketing campaign.

Floorplan.

A professional, computer-generated 

floorplan allows buyers to accurately 

recall your property layout after an 

inspection. Properties advertised 

online that include a floorplan can 

receive up to 30 per cent more 

enquiries than properties without 

floorplans.

Furniture hire and stylists.

The way your property is presented 

plays an important role in achieving 

the best possible price. We can 

work with stylists and furniture hire 

companies to help you achieve the 

right look for your open home.
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Powerful tools.
Core marketing  
products.

Signboards

A signboard that stands out is 

imperative to maximising the enquiry 

and interest in your property.  

Our specially designed signboards, 

incorporate high-end photography, 

allow your property to be on show  

24 hours a day, 7 days a week.

Stockboards

Our bold stockboards have been 

specifically designed to capture the 

local buyer. These boards are suited 

to high traffic areas where a potential 

buyer’s attention needs to be captured 

in an instant.

Brochures

Available at open homes and in our 

office, our professionally produced  

A4 colour brochures provide a 

detailed overview of your property 

which can be passed on and shared 

with others.

Window display

Passers-by can view your property in 

our fully lit window display 24 hours 

a day, seven days a week. Situated in 

a prime location, there is significant 

foot traffic right outside our window. 

You’ll be surprised by the amount 

of enquiries that come from this 

fundamental marketing avenue.
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Powerful tools.
Reaching the  
market – digital

Raywhite.co.nz our  

international portal.

Raywhite.co.nz exposes your property 

to a highly engaged audience that are 

well and truly in ‘real estate mode’. 

Along with our property alerts, 

we ensure that the people of New 

Zealand know about your property  

as soon as it hits the market.

Your property will also feature across 

our Ray White office website and 

individual salesperson’s websites  

to attract more eyes on your home.

Ray White database.

A benefit of the Ray White Group is 

our group database of buyers. We 

have an extensive database of genuine 

buyers looking to buy immediately.

Our database is our most cost-

effective marketing tool. We know 

what our buyers are looking for, where 

they are looking and how much they 

want to spend. We can speak directly 

to them, face-to-face, online, or over 

the phone and alert them to  

your property.

Online marketing portals  

(Trademe.co.nz, Realestate.co.nz)

At Ray White, we ensure that your 

property reaches the maximum 

audience possible. Real estate portals 

such as Trademe.co.nz and Realestate. 

co.nz are essential at targeting buyers 

that are actively looking for real 

estate. We make sure your property 

gets as much exposure via portals  

as possible.

Adwords and display marketing.

Utilising tailored adwords and display 

campaigns as part of your property 

marketing campaign allows you to 

reach an audience who are online  

and in search mode.

Digital marketing packages.

Our digital marketing packages use 

a variety of international campaigns 

to target property buyers online 

throughout the world.
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In our community.
We believe in 
communities and are 
passionate about the 
local area around 
us. From grass root 
initiatives to strategic 
partnerships, Ray 
White is committed to 
supporting the causes 
that affect our local 
communities to bring 
about genuine and 
positive change.

Ronald McDonald Houses provide a 

home away from home for families 

from all over New Zealand whose 

children require specialist medical 

treatment in another city. Ray White 

New Zealand offices and individuals 

are partnering with Ronald McDonald 

House nationally to help keep  

families together.

Having a critically ill child in hospital 

is hard enough on its own, but being 

far from home makes it that much 

harder. Ronald McDonald House 

operate on the simple premise that 

nothing else should matter when a 

family is focused on the well-being of 

their child – not how they can afford 

to stay near their child, where the 

next meal will come from, and where 

to lay their head to rest at night.  

Each year over 3,000 Kiwi families 

make a Ronald McDonald House their 

home while their children receive 

specialist medical treatment, and 

they never turn a family away. The 

families tell us that being able to be 

close to the hospital, and having the 

practicalities of life taken care of at 

Ronald McDonald House is priceless.

Our partnership with Ronald 

McDonald House is not just a one-off 

cheque, it’s something that we value, 

nurture and grow. Ray White has 

been a proud supporter of Ronald 

McDonald House since 2007 - helping 

keep Kiwi families together when 

they need it most. Because families 

are stronger together.
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SuperGold card.
Ray White
are proud to offer 
a 10% discount on 
our commission to 
SuperGold Card 
holders.

Ray White takes pride in being the 

largest SuperGold property partner in 

New Zealand, and are proud to offer 

a 10% discount on our commission to 

SuperGold Card holders who list, and 

sell, their property through us.

The SuperGold Card programme, run 

by the Ministry of Social Development, 

acknowledges the contributions 

made by seniors and veterans to 

New Zealand society. There are two 

versions of the SuperGold Card; an 

‘S’ branded card and ‘V’ branded card 

specifically designed for veterans. 

– The card is automatically sent to 

people receiving

New Zealand Superannuation and 

Veteran’s Pension and to other people 

who are 65+ in certain circumstances, 

and there are more than 630,000 

SuperGold Card holders in  

New Zealand.

The Ray White discount is to be 

applied at the time of sale at a rate 

of 10% of the gross normal standard 

commission that is applied to the 

individual agency. The SuperGold Card 

holder must be one of the owners of 

the property and all types of property, 

and all forms of listing, are eligible to 

be included for the discount.

For more information on SuperGold please visit www.supergold.govt.nz
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What we do for our fee.
Only certain elements 
of our service are 
visible, such as open 
homes and auctions. 
Behind the scenes as 
such, a huge amount 
of detailed work is 
required to ensure we 
not only achieve a sale 
at the highest market 
price available, but we 
deliver the very best 
level of professional 
service we can.

Our service includes

 ▶ A CMA (Current Market Appraisal) 

using the databases we subscribe 

to which estimates where your 

property sits in the market. Along 

with the statistical results I’ll use 

my extensive knowledge to analyse 

market trends. Estimating value is 

not an exact science and is based 

on historical information. Once we 

are in the market, I will gather real 

buying feedback for you.

 ▶ Guidance on closures to protect 

you when selling - from the title, 

to the dwelling. Noting that caveat 

emptor (buyer beware) isn’t a 

reliable defence these days.

 ▶ Negotiating for you - and putting 

a buffer between you and an often 

competitive purchaser.

 ▶ Introducing as wide a pool of 

buyers as possible. Always seeking 

current/new buyers but also 

encouraging the buyers that I and 

my colleagues are currently dealing 

with. This will include buyers from 

brands other than Ray White.  

We accept them introducing buyers 

and we protect your position in the 

negotiation - at no extra charge  

to you!

 ▶ Liaising with solicitors with title 

and dwelling integrity questions.

 ▶ I’m skilled at representing your 

property without misrepresenting 

it and creating a legal liability. I’m 

skilled at negotiating and have a 

negotiation expert on our team to 

discuss strategy with.
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Now, that’s what we do to earn our part of the commission.

 ▶ Running multi-offer processes.  

We use an independent person 

from our senior team to co-

ordinate and advise you on the 

aspects of each offer and the range 

of options a vendor could use to 

get the best results (we are doing a 

lot of multi-offers right now).

 ▶ When advertising we will suggest 

a mix of marketing that in our 

experience will get you the best 

result. You’ll also enjoy our buying 

power, our suppliers give us great 

rates, and we pass this on dollar for 

dollar without adding any margin.

 ▶ If you consider auction, we 

will show you how we create 

competition for your property and 

get all the available offers/bids so 

you can consider the best possible 

unconditional market price. We 

will have available Ray White New 

Zealand’s #1 auctioneer who 

after 10,000 auctions, is certainly 

the negotiator you want working 

for you to bring the highest bidder 

up even further.

 ▶ Every week I run open homes, and 

follow up on every party that views 

your property. Buyer inspections 

outside the open homes are 

important as they are an 

opportunity to develop a stronger 

relationship with a potential 

buyer. I will of course brief our 

CEO weekly, he will monitor and 

benchmark your campaign, and 

suggest any adjustments he can 

see. It’s a team effort.

 ▶ I’ll summarise this actively each 

week in a written report and will 

meet weekly to update you.

 ▶ Drafting contracts with your 

protection and best interest 

foremost.

 ▶ I’m skilled at advising on offers 

and counter-offers.

Some sales outside of auction are 

conditional. Often this is part of 

the sale process where experience 

counts the most. I’ll work to keep 

the purchasers engaged and manage 

them through the conditions, which 

could include

 ▶ Finance, LIM report, building 

inspections, title requisition, 

subject to selling their house

 ▶ Before settlement we will handle 

the pre-settlement inspection and 

settlement day.

I’m legally responsible to get it right 

for you and to provide you with the 

very highest level of agency care - 

fiduciary care. It’s a legal term - very 

clearly, I must put your interest first.

Most importantly, I use my skills 

to keep my vendors as calm and 

confident as possible.
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Fee for service.
At Ray White  
St Heliers we 
pride ourselves on 
structuring our  
professional fee 
competitively.

How our fee is calculated 

 ▶ A base fee of $750.

 ▶ 4% of the first $500,000 of the  

sale price.

 ▶ 2.5% of the balance of the  

sale price.

 ▶ All plus GST Note.

 ▶ A minimum fee of $12,000 

plus GST will be payable on any 

transaction. 

 ▶ Leasehold incurs a fee of 1% plus 

GST. 

 ▶ On the following sale prices being 

achieved our fee (including 15% 

GST) will be:

SALE PRICE FEE SALE PRICE FEE SALE PRICE FEE

$350,000 $16,962.50 $1,000,000 $38,237.50 $2,600,000 $84,237.50

$400,000 $19,262.50 $1,100,000 $41,112.50 $2,800,000 $89,987.50

$450,000 $21,562.50 $1,200,000 $43,987.50 $3,000,000 $95,737.50

$500,000 $23,862.50 $1,300,000 $46,862.50 $3,200,000 $101,487.50

$550,000 $25,300.00 $1,400,000 $49,737.50 $3,400,000 $107,237.50

$600,000 $26,737.50 $1,500,000 $52,612.50 $3,600,000 $112,987.50

$650,000 $28,175.00 $1,600,000 $55,487.50 $3,800,000 $118,737.50

$700,000 $29,612.50 $1,700,000 $58,362.50 $4,000,000 $124,487.50

$750,000 $31,050.00 $1,800,000 $61,237.50 $4,200,000 $130,237.50

$800,000 $32,487.50 $1,900,000 $64,112.50 $4,400,000 $135,987.50

$850,000 $33,925.00 $2,000,000 $66,987.50 $4,600,000 $141,737.50

$900,000 $35,362.50 $2,200,000 $72,737.50 $4,800,000 $147,487.50

$950,000 $36,800.00 $2,400,000 $78,487.50 $5,000,000 $153,237.50
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Testimonials. 
Hear what our clients 
have to say.

We had the pleasure of working 

with Jude and Pete while searching 

for our first home. They were able 

to show us through homes that they 

had listed and ones they hadn’t. 

Through the whole process they 

were able to provide invaluable 

insights into every aspect of each 

property, and how it would impact 

our purchase and day to day life 

living in the house. Without their 

help we wouldn’t of been able to 

find the perfect house for us. I’d 

strongly reccomend both Jude and 

Pete if you are looking to sell or buy 

as they will give you an unfiltered 

honest assessment of where the 

market and your home is at.

Jason Foster

Loved working with Jude and Pete 

to find our home- they’re a very fun, 

hardworking team. And they were 

genuinely invested in the process  

with us.

Kiri Wakefield

We researched Agents quite 

thoroughly and finally chose Team 

JEPC which was 100% the best 

choice.  We are not currently based 

in New Zealand and as our house 

had been tenanted for 12 years 

there was much to be done to show 

the property in its best light before 

the marketing could begin.  They 

offered us tremendous assistance in 

this respect.

Kathryn Whyte
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Introducing Loan Market.
Naturally, we all want the best when 

it comes to our home and the same 

should apply for our home loan.

That’s where our partners at Loan 

Market can help - whether they 

are speaking to first home buyers, 

investors or owner-occupiers moving 

home, Loan Market brokers can 

compare rates and features from a 

range of lenders to help potential 

buyers get the right finance in place 

and secure the property they want.

During the sales process, your 

Ray White salesperson will 

introduce potential buyers to their 

recommended local Loan Market 

broker, who will respond quickly to 

provide them with the information 

they need to find a home loan that 

suits their needs.

Exposing your property to a pool 

of educated and, where possible, 

pre-approved buyers, who are ready 

to make an offer or bid at auction 

increases the likelihood of getting 

your home sold and settled on time 

and at the right price.

Your local Loan Market broker 

can even assist you with your own 

home finance options. As one of the 

largest home finance brokerages 

in Australasia, Loan Market enjoys 

industry links and contacts that mean 

they are better placed to negotiate 

on your behalf with major banks and 

secure lenders.

They may even be able to find you  

a better deal with your own bank.

Loan Market at a glance:

 ▶ Top 5 mortgage broking firm  

in Australasia.

 ▶ Over 600 mortgage brokers and 

support staff in Australia and  

New Zealand.

 ▶ Access to hundreds of home loans 

from a panel of over 25 lenders.

 ▶ Expertise and a track record of 

developing mortgage brokers  

into business owners with their 

own staff.

Tenzin Choedon
MORTGAGE ADVISER

tenzin.choedon@loanmarket.co.nz
021 404006
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Best Property Management.

Peter Best
BUSINESS OWNER 

peter.best@raywhite.com
021 333 160

Introducing
Best Property Management

Ray White Property Management is renowned for a 
personalised approach. In an industry where reputation is 
everything, it’s no accident.
Over the years, we’ve learned a thing or two about 
property management and in response to the needs 
and expectations of our clients we have completely 
overhauled our systems, processes and procedures.
At Ray White St Heliers & Kohimarama, our approach is 
very much proactive as opposed to reactive. We don’t just
collect rent, we help you create wealth. And rather than 
simply manage your property, we manage your investment 
and maximise the potential of your property portfolio.

We understand that each landlord’s needs are
different and tailor a specific solution to suit your
requirements.
Our pursuit for excellence is foremost in the minds
of our highly trained and motivated team of
Property Managers.
•  Ray White NZ manages nearly $12 Billion worth of   
 residential property 
•  Offering resources and exposure through the
 Ray White network
•  Highly trained and motivated staff
•  Committed to delivering the service you deserve

Over 20 years’

experience in the 
Eastern Suburbs

property 
management

Want the best?
Call the

09 528 3456

Tamara Willis
MANAGER | PROPERTY MANAGER

tamara.willis@raywhite.com 
0274 795 309

Carl Russell
PROPERTY MANAGER 

carl.russell@raywhite.com
021 672 756

Sophie Baxter
PROPERTY MANAGER

sophie.baxter@raywhite.com 
021 878 415

Rebecca O’Neill 
PROPERTY MANAGER 

rebecca.oneill@raywhite.com
021 878 427

MANAGEMENT
BEST PROPERTY

Andrea Boussicot 
PROPERTY MANAGER 

andrea.boussicot@raywhite.com
021 878 204
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and maximise the potential of your 
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We understand that each landlord’s 

needs are different and tailor 

a specific solution to suit your 

requirements.

Our pursuit for excellence is foremost 

in the minds of our highly trained 

and motivated team of Property 

Managers.

 ▶ Ray White NZ manages nearly 

$12 Billion worth of residential 

property.

 ▶ Offering resources and exposure 

through the Ray White network.

 ▶ Highly trained and motivated staff.

 ▶ Committed to delivering the 
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Can you buy a home in NZ.

You can buy a home and don’t  

need consent.

 ▶ You are a New Zealand, Australian 

or Singaporean citizen.

 ▶ You have a New Zealand, 

Australian or Singaporean 

Permanent Resident visa and live 

in New Zealand.*

 ▶ You have a New Zealand Resident 

visa and live in New Zealand.*

*You have lived in New Zealand for at 

least 183 days in the past 12 months.

You must apply for consent to  

buy a home.

 ▶ You have a New Zealand 

Permanent Resident or Resident 

visa and do not live in New 

Zealand.*

 ▶ You have an Australian or 

Singaporean Permanent Resident 

visa and do not live in New 

Zealand.*

*To get consent you’ll need to live in 

New Zealand, and if you stop living 

here, you’ll have to sell.

You can’t buy a home in  

New Zealand.

 ▶ You have a Temporary visa, such as 

a visitor, student, working holiday, 

or work visa (you don’t have a 

Permanent Resident or Resident 

visa).

There are other ways you may be able 

to invest in property.

Check if you can buy.
https://www.newzealandnow.govt.nz/overseas

Most overseas people are not able to buy homes in New Zealand to live 
in, but some can apply to the Overseas Investment Office for consent.

?



39

What types of homes are affected?

These laws apply to homes that are 

classed as ‘residential’ or ‘lifestyle’ on 

the District Valuation Roll. You can 

check properties on websites, such as 

www.qv.co.nz, or ask the local council.

Everyone must make a ‘Statement’

All buyers must complete a Residential 

Land Statement to say whether they 

are eligible to buy. Your conveyancer 

can help you do this.

If you must apply or cannot buy, it is 

especially important that you first 

talk to your conveyancer before you 

sign the sale and purchase agreement. 

If you need to sign it urgently, you 

can make the agreement conditional 

on the consent of the Overseas 

Investment Office.

If you need consent, but sign an 

unconditional agreement without it, 

you may face significant penalties. If 

you make a false statement, you could 

be fined up to $300,000.

Apply for consent

To apply to the Overseas Investment 

Office for consent to buy one home to 

live in visit www.linz.govt.nz/oio/live.

Learn more

This leaflet gives general guidance 

for people who want to buy a home 

to live in. There are special rules for 

overseas people who want to invest in 

New Zealand property, but not live in 

it, including buying rental property or 

land that is rural or next to a lake, river, 

reserve or the sea.

These rules are complex, and you 

will need the help of a New Zealand 

property lawyer. Visit the Overseas 

Investment Office at www.linz.govt.

nz/oio to learn more.

Overseas  investment office. Land information New Zealand.
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Anti-money laundering.
What this means  
for you. 

Anti-money laundering (AML). 

AML law has been in place in New 

Zealand since 2013 and is aimed at 

detecting and deterring criminals 

engaged in money-laundering and 

the financing of terrorism. AML law 

already applies to New Zealand banks 

and financial institutions, as well as 

lawyers and accountants – as the 

services they offer could be used by 

criminals to launder money. From 1 

January 2019, for the same reason, 

AML law will also apply to real estate 

agents in New Zealand.

What is customer due diligence?

Before we do business with you, 

we will need to obtain certain 

information from you – in order to 

satisfy ourselves that you are not 

going to use our services to facilitate 

crime. This is called customer due 

diligence.

By law, we are not able to provide 

services to you until our customer 

due diligence is complete. We are 

required to carry out customer due 

diligence on new customers and 

existing customers – and we’ll need to 

carry out customer due diligence on 

you even if you have been a customer 

of ours for a long time.

What information do we need?

We will need your full name, your 

date of birth and your address. To 

make sure you are who you say you 

are, we also need evidence of that 

information. To make the process  

as simple as possible for you,  

we use electronic verification – which 

is where we confirm your identity 

using electronic databases wherever 

possible, so you don’t have to worry 

about getting copies of documents. 

We will also ask for a photo of your 

Drivers Licence or Passport (there are 

other options which we can discuss 

with you if you haven’t got one of 

these). To protect against ID theft, 

we also have to check that the photo 

on the document is you - the easiest 

way is for one of the Ray White team 

to confirm this by meeting you, but 

again there are other options if this 

isn’t possible. We use an agent, The 

TIC Company to carry out this work 

on our behalf. Most of the time it 

is processed without any further 

information required, but sometimes 

they will need to get in touch, 

especially if a party is a Trust or based 

offshore. But, they will explain clearly 

what they need and quickly work with 

you to get the process completed.
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What about trusts and companies?

For trusts and for other customers 

which are not individuals, like 

companies, we’ll need to collect 

information not only about the 

trust or company but also about the 

individuals associated with it (such 

as directors, shareholders, trustees 

and beneficiaries). This is to prevent 

criminals ‘hiding’ behind a legal entity. 

We will identify these people where 

possible, but we will be relying on 

you to help us identify all the people 

who own or control the customer 

engaging us. We will make this as 

easy as possible by providing you with 

detailed guidance on what we need.

Source of wealth/funds

For some customers, such as trusts, 

we will need to ask for information 

on the customer’s source of funds or 

wealth. Again, we will make this as 

easy as possible by giving you detailed 

guidance on what we need.

What happens if i don’t provide the 

information?

If you are unable to provide the 

information we need, it is likely that 

we will not be able to provide services 

to you.

If you have any queries or concerns 

about these new requirements, 

please don’t hesitate to contact us.
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