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PREMIUM
PRICE RANGE

‘EMOTIONAL OR
PREMIUM BUYER’

FAIR MARKET
VALUE RANGE

‘MARKET VALUE BUYER'




30 DAYSIN
THE MARKET







We know how to
negotiate the best
possible price

When selling your property it is
essential to select an agent that

is well trained in negotiation.

The difference in the sale price
achieved between an agent who is a
skilled negotiator and one that'’s not
can be substantial.

Raine & Horne agents are
extensively in negotiat
can feel confident t
skills to achieve t
market place fo

Choosing
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Finding the right
match is our speciality

Before your property is open for
inspection for the first time, we send
an email to our registered database
members inviting them to inspect the
property.

The database is qualified by the

type of property they are searching
for, price range, number of bedrooms,
parking aspect etc. It's proven

that the buyer match system can add
up to 20 additional registered

groups attending a first property
open inspection (depending on
property type).




A global database
at your fingertips

HOW DOES IT WORK?

ALl potential buyers across the entire
Raine & Horne network are given a
profile in the Raine & Horne global
database. Meaning, each potential
~ - buyer has specific purchase criteria
4 @ logged when looking for a property;
. be that location, price, house type,
number of bedrooms, bathrooms etc.

Potential buyers are matched with
suitable properties within the Raine &
Horne global database and an email
featuring your property is generated
and sent to the potential buyer.

WHAT DOES THIS MEAN

FOR YOU?

We can expose your property toa
much larger number of qualified
buyers than any other franchise
group. In essence your property is
reaching more people effectively
and efficiently, ultimately resulting
in greater interest and a premium

sale price.
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