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why true =

True combines 
outstanding 
personnel with 
a dedication 
to providing 
an unmatched 
level of service 
to our clients

True combines outstanding personnel with a dedication to 
providing an unmatched level of service to our clients.

Individually and collectively True are committed to you and 
your property.

Comprehensive marketing
Presentation and timing are key to achieving the best result for 
your property. Our professional team of experts will seamlessly 
coordinate in just one visit and have your property ready to 
market within days.

Using the latest technologies, innovative ideas and dedicated 
marketing personnel we will market your property locally, 
nationally and globally. 

Expert advice
Through training and experience our team offers expert advice 
to guide you through the selling process. At True we understand 
that selling a property is as much a matter for the heart as the 
head, and taking the time to understand your needs will help 
us to help you.

Communication
At True we pride ourselves on proactive communication. True 
understands that good relationships are paramount and our 
team will work to support you though the entire sales process 
and beyond. 

Local area knowledge
With two offices covering the inner city and inner west True 
know every aspect of your local area. Our staff live and work 
here, making us local experts. 
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awards
True has been successful in winning many esteemed industry 
awards for both agency and individual staff. The most notable 
being selected as the Real Estate Institute of NSW Best 
Residential Agency for 2011.

 

2

True has been 
successful in 
winning many 
esteemed 
industry 
awards for 
both agency 
and individual 
staff

F I N A L I S T

F I N A L I S T



days on market

The energy and 
performance of 
an agent is key 
in ensuring the 
success of your 
campaign
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The number of days a property remains on the market 
provides an insight into 3 key factors:

• Property pricing
A property that is overpriced will be dismissed by prospective 
buyers. Often by the time the appropriate price is reached 
the best buyers will be looking elsewhere, thus it is key to 
work with your agent to correctly price your property from the 
beginning of your campaign. 

• State of the market
Every other day there is news on the state of the property 
market. Don’t believe everything you read. News from around 
the country or even around the city is often not relevant to 
your local market. Work with your agent as they know your 
local market best.

• Agent performance
The energy and performance of an agent is key in ensuring the 
success of your campaign. The right balance of experience, 
enthusiasm and strategy combine to ensure a smooth path to 
the sale of your property.



methods of sale

True will tailor an individual marketing strategy to suit you and 
your property.

Every agent at True will take the time to discuss with you the 
local market, your individual needs and what we believe to be 
the best strategy to achieve the best result for you.

Methods of  sale

• Auction

• Private treaty

• Expressions of interest
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auction

Choosing to 
sell at auction is 
recognised as a 
fast and efficient 
method of sale 
to achieve 
a premium 
price for your 
property

Choosing to sell at auction is recognised as a fast and efficient 
method of sale to achieve a premium price for your property.

Wherever a property is likely to attract more than one qualified 
buyer auction creates the environment for competitive 
bidding, increasing the eventual sale price.

Auction provides vendors with great control over the sales 
process, ensuring you peace of mind.

True will tailor an auction campaign for you and your property, 
and our agents will take the time to work with you at every 
stage.

The benefits of choosing an auction 
campaign include:
• A fixed marketing budget
•  Market saturation with a high impact marketing campaign 

to capture all potential buyers
• Set inspection times
•  Creating urgency amongst buyers – the fixed period 

allows potential buyers time to complete all the necessary 
enquiries, whilst establishing a time limit

•  Predetermined contract terms established by you and your 
solicitor

•  Obtaining a result on auction day whilst maintaining the 
option to sell prior

•  No cooling off period – once contracts are signed the 
purchaser is committed, unlike private treaty sales
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private treaty

True understands that not all properties benefit from an 
auction campaign, some are better suited to sale by private 
treaty.

When selling by private treaty your home is marketed for an 
agreed period of time at an agreed asking price.

The benefits of choosing a private treaty 
campaign include:
•  The luxury of time to consider each offer – often private 

treaty is most suitable if you are in no rush to sell your 
property

•  Not committed to a full campaign – this may lead to a quicker 
sale on your property

•  Often the ability to conduct a less expensive marketing 
campaign

• The ability to negotiate the terms of sale
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expressions of interest

This discreet 
method of 
sale is most 
commonly 
used and best 
suited to special 
properties and/
or high profile 
vendors

Conducting an expressions of interest campaign is to market a 
property without an asking price but with a closure date, by which 
time all interested parties must register their interest to your agent.

This method of sale avoids incorrectly pricing the property and 
allows genuine buyer feedback as to the value of your property.

This discreet method of sale is most commonly used and best 
suited to special properties and/or high profile vendors.

The benefits of choosing an expressions of 
interest campaign include:
•  A discreet negotiation process

• A reduced sense of urgency

• A fixed time frame
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considerations

Your True agent will work with you discussing the following 
considerations in order to achieve the best results for you and 
your property

•   Which method of sale is best suited to you, your property and 
the current market?

•  Who will purchase your property?

•  Where are your purchasers going to come from?

•  How do we best capture the buyer’s interest?

•  How can we maximise the sale price?
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considerations 
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best results for 
you and your 
property



internet marketing

Every property 
listed with True 
is showcased 
on the most 
prominent 
websites

The internet has steadily become the most important 
marketing tool when promoting your property. Millions of 
Australians use the internet every month to search for 
property.

To take advantage of this enormous buyer pool every 
property listed with True is showcased on the most prominent 
websites.

Every property featured includes professional photographs, 
floor plans, detailed descriptions, location maps and in some 
cases property videos, virtual tours and interactive floor 
plans depending on the nature of your individual marketing 
campaign.

The benefits of internet marketing include:
•  Capturing part of the millions of viewers a month

•   Your property is available to potential purchasers 24 hours 
a day, 7 days a week

•   Potential purchasers can view your property at their 
leisure and contact your True agent directly from your 
advertisement

•   Buyers who have registered requirements suiting your 
property will be immediately alerted to your listing via email

•    Interstate and overseas buyers can view your property 
and contact your True agent all online. The use of videos 
and virtual tours enable interstate and offshore buyers to 
purchase property without ever stepping foot inside the door.

True also operates a mobile site so potential purchasers can 
view your property on their smart phones anytime, anywhere.
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photography

True hires only the best professional photographers who 
work with our team and yourself to show your property at its 
best. Daylight and twilight photography is available as well as 
aerial views if appropriate for your home.
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property brochures

Property 
brochures are 
produced for all 
True properties 
to be passed 
out at open 
homes, private 
inspections and 
to buyers who 
enquire at our 
office

Property brochures are produced for all True properties to be 
passed out at open homes, private inspections and to buyers 
who enquire at our office.

The brochures provide the potential purchasers with all the 
information about your property including rates, auction 
details property features and floor and site plans.
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signboards

Signboards provide 24 hour a day, 7 day a week 
advertising for your property. Key photos and information 
are displayed to highlight your property and its best 
features to passing traffic.

Where available all True signboards are installed with a 
spotlight to make sure your property enjoys maximum 
exposure.

All our signboards are professionally produced and 
installed and are available in a variety of sizes.

12

Signboards 
provide 24 
hour a day, 
7 day a week 
advertising for 
your property



local area marketing

Local area letter 
box drops are 
an excellent 
way to market 
your property 

Local area letter box drops are an excellent way to market 
your property. 

Often buyers move within the same area or have friends or 
relatives wanting to find a home in the area. Because of this 
local area marketing can be key to finding the buyer for your 
property.
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print media

Print media is still a popular choice for people marketing their 
properties. There are a variety of packages available with 
both metropolitan and regional publications to fit in with your 
tailored marketing plan.

True make every effort to maximise the profile of your property 
sale. Our marketing staff will submit editorial copy and 
photographs on your behalf to our targeted media contacts

at the metropolitan and regional publications.
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editorials

True is 
committed to 
representing 
your property 
to the major 
print and online 
publications 
in an effort to 
secure sought 
after editorial 
space

True has a dedicated marketing manager, committed to 
representing your property to the major print and online 
publications in an effort to secure sought after editorial space.

True has featured in Sydney Morning Herald’s Domain 
liftouts, Courier Newspapers real estate sections and in the 
Telegraph online and in print for some of our many different 
marketing concepts.
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Selling through social media
Innovative vendors have turned to social media to
market their property in the inner west, writes Victoria
Craw

Laura Bell with her blog (inset) for the sale of the apartment. Picture: CRAIG WILSON

IT was bound to happen in the
inner west — an Erskineville
property with its own blog, Twit-
ter, Facebook, Pinterest and Goo-
gle Plus accounts has attracted
more than 600 page views within
12 hours of going live.
Owners Laura and Rohan Bell,

who both work in web design and
marketing, were inspired to use
social media after a Melbourne
man sold his house via Twitter in
February.
"Given that we are the inner

west, we thought it would suit the
demographic," Laura Bell, 33 said.
"It hasn’t really cost us anything,
just a bit of our time so why not
use our skills?"
Their apartment is in the for-

mer Star Printery building at
11/21 Coulson St, Erskineville.

The website, described as "a blog
to share the things you’ll love
about living here," contains in-
stagram pictures of the local
neighbourhood, cafes, parks and
information about the building.
"It is selling a property but it’s

also the lifestyle, the location and
the environment we wanted to get
across," Mrs Bell said.
The property is listed with True

Property Erskineville’s agent
Braden Walters who said the
online approach has been an in-
stant success. "The minute we
designed the page and put it up
and live, we immediately had a
hit," he said. Mr Walters added the
web method was unlikely to rep-
lace traditional marketing but
helps create an emotional con-
nection with buyers.

Laura’s tips
Create great content. ‘‘The

number one thing is populating
the blog with great things.’’

Use beautiful photographs. ‘‘I
used my mobile phone to take all
my photos and used instagram to
make it a little bit more
interesting. Anybody can do
that.’’

Wordpress. ‘‘Find yourself a
beautiful theme, you don’t have
to custom design one, just use
that and fill it with great
content.’’

Know your limits. Mrs Bell
directed all inquiries to real
estate agent Braden Walters
‘‘That’s not my field of expertise,
best to leave that to somebody
who knows.’’

The biggest response?
‘‘Facebook 100%’’

11/21 Coulson St, Erskineville
goes to auction on September 8.
The blog can be found at
erskinevilleapartment.com.au or
@Ersko—Apartment on Twitter.

78 units sold in Erskineville in the 12
months to May



vendor reports and 
communication

At True our agents are committed to keeping you informed. 
As a vendor you will be provided with a weekly written update 
on your campaign.

Although your True agent will be in contact with you almost 
every day the written weekly report provides a summary of 
the activities and feedback thus far, including;

•  The number of open house attendees

•  The number of internet viewings made on your property

•   How your property has been promoted and presented this 
week by True and your agent

•  General buyer feedback on your property

•  Written confirmation of any offers received

•   Our strategy to move forward into the next week of 
your campaign
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pricing your property

Pricing your 
property 
correctly is an 
essential part 
of capturing the 
buyer market

Pricing your property correctly is an essential part of capturing the 
buyer market.

Buyers tend to search properties within a price range, and most 
are looking to buy a property at or below market value. Only 
12% of buyers will be prepared to pay above market value for 
a property. To get these buyers to pay above market value they 
need to be placed in a competitive environment or have a strong 
emotional attachment to the property.

The buyer wave below shows that with a successful marketing 
campaign most of your buyers have viewed the property within the 
first 30 days. After 30 days the buyer pool has been captured and 
you begin to see only new groups that have just begun searching 
for property.

The buyer wave helps to explain why auction is such a popular 
method of sale, because it completes the transaction within the 
first 30 days, capturing the biggest buyer pool.
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preparation
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A property that presents well, sells well.

Proper presentation of your property is key to achieving 
the highest possible price. A neglected or poorly presented 
property fails to evoke the emotion necessary for buyers to 
attach to your property.

Make sure you take the time to conduct a spring clean of your 
home and garden before marketing your property, this will 
give your property its best chance to shine. True can help to 
recommend any gardeners or trades people you may need.

Prior to marketing your property your true 
agent will coordinate with you
•   Professional photography of your property, including aerial 

photography where appropriate

•  Professional floor and site plan drawn to scale

•  Professional video filming and production

•  Copywriting consultation for your approval

•   Professional preparation of all marketing material for your 
approval

True can also provide, where necessary, consultation with 
property stylists and garden rental firms.

Proper 
presentation of 
your property 
is key to 
achieving 
the highest 
possible price



agency agreements
for the sale of residential property
Selling a home is something many people do only 
once or twice in a lifetime, so it pays to do some 
homework before signing up with an agent to sell 
your property foryou.
When you sign up with an agent, you enter into 
a legallybinding contract. This fact sheet explains 
what your rights and responsibilities are under 
that contract.
You have a cooling–off period of 1 day starting 
from when you sign the agreement. You can 
cancel the agreement in this time if you are not 
happy with it (more information over the page).

Choosing a real estate agent
To sell a home in New South Wales, an agent 
must havea real estate agent’s licence issued by 
NSW Fair Trading.You should check the licence 
details of all agents you arethinking of using before 
signing up with your preferredchoice. You can do 
a licence check online through the Fair Trading 
website or by calling 13 32 20.
To find the right agent for your needs, you should 
shoparound. If possible, get the names of one or 
two agentsfrom other home owners in your area 
who have recentlysold. We suggest you talk to at 
least three agents and:
● make sure they have a valid licence
● get a list of all their fees
●  find out if they have a good knowledge of your 

area
● ask if they adhere to a code of ethics.

Signing up with an agent
Before the agent can market your property, they 
must sign a contract with you, called an ‘agency 
agreement’.An agency agreement is a legally 
binding contract and it is important that you read 
and understandit.
If you are not sure about the agreement terms you 
should get legal advice.
Signing an agency agreement means that you 
authorisean agent to do certain things for you 

in relation to thesale of your property, such 
as arranging advertising andinspections and 
receiving deposits from buyers. The agreement 
must specify what the agent is authorised to do 
for you and must state all commissions and any 
other costs you may be liable to pay.

What is in the agency agreement
The agency agreement must state:
● the services the agent will provide for you
●  the amounts of any fees or commission you 

agree to pay for those services
●  the circumstances in which the agent is entitled 

to payment – for example, commission is usually 
payable only when the property is sold

●  how and when payment is to be made – for 
example,whether the agent can deduct their 
commission  from the deposit money paid by 
the buyer

●  warnings about circumstances in which you 
might have to pay commission to more than 
one agent (see information on page 2 about the 
different types of agency agreement)

●  the extent of the agent’s authority to act for you 
– for example, whether the agent is permitted 
to exchange a sale contract on your behalf or 
make changes to the sale contract

●  the agent’s estimated selling price or price range 
for the property.

You have the right to negotiate with the agent 
about the terms and conditions of the agreement 
and to ask for any legally permitted changes to be 
made. Alterations made to the agreement need to 
be signed by all parties.

Commission, fees and expenses
The amounts charged by agents are not set 
by law. You can negotiate with the agent about 
the amounts of any commissions, fees or other 
expenses that you may be required to pay. Before 
signing an agreement, it is a good idea to talk 
to a few agents and compare their prices. Ask 
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Agency agreements
for the sale of residential property
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Selling a home is something many people do only once
or twice in a lifetime, so it pays to do some homework
before signing up with an agent to sell your property for
you.

When you sign up with an agent, you enter into a legally
binding contract. This fact sheet explains what your rights
and responsibilities are under that contract.

You have a cooling–off period of 1 day starting from
when you sign the agreement. You can cancel the
agreement in this time if you are not happy with it (more
information over the page).

Choosing a real estate agent
To sell a home in New South Wales, an agent must have
a real estate agent’s licence issued by NSW Fair Trading.
You should check the licence details of all agents you are
thinking of using before signing up with your preferred
choice. You can do a licence check online through the
Fair Trading website or by calling 13 32 20.

To find the right agent for your needs, you should shop
around. If possible, get the names of one or two agents
from other home owners in your area who have recently
sold. We suggest you talk to at least three agents and:

● make sure they have a valid licence
● get a list of all their fees
● find out if they have a good knowledge of your area
● ask if they adhere to a code of ethics.

Signing up with an agent
Before the agent can market your property, they must
sign a contract with you, called an ‘agency agreement’.
An agency agreement is a legally binding contract and it
is important that you read and understand it.

If you are not sure about the agreement terms you
should get legal advice.

Signing an agency agreement means that you authorise
an agent to do certain things for you in relation to the

sale of your property, such as arranging advertising and
inspections and receiving deposits from buyers. The
agreement must specify what the agent is authorised to
do for you and must state all commissions and any other
costs you may be liable to pay.

What is in the agency agreement
The agency agreement must state:

● the services the agent will provide for you
● the amounts of any fees or commission you agree to

pay for those services
● the circumstances in which the agent is entitled

to payment – for example, commission is usually
payable only when the property is sold

● how and when payment is to be made – for example,
whether the agent can deduct their commission from
the deposit money paid by the buyer

● warnings about circumstances in which you might
have to pay commission to more than one agent (see
information on page 2 about the different types of
agency agreement)

● the extent of the agent’s authority to act for you – for
example, whether the agent is permitted to exchange
a sale contract on your behalf or make changes to
the sale contract

● the agent’s estimated selling price or price range for
the property.

You have the right to negotiate with the agent about the
terms and conditions of the agreement and to ask for any
legally permitted changes to be made. Alterations made
to the agreement need to be signed by all parties.

Commission, fees and expenses
The amounts charged by agents are not set by law. You
can negotiate with the agent about the amounts of any
commissions, fees or other expenses that you may be
required to pay. Before signing an agreement, it is a good
idea to talk to a few agents and compare their prices. Ask

www.fairtrading.nsw.gov.au



each agent for a printed list of their fees and 
commission rates and the expenses they charge.

Disclosure of rebates and 
discounts
The agency agreement may require you to pay the 
agent for certain expenses in relation to the sale of 
your home, such as advertising, auctioneer’s fee, 
or any other services the agent may arrange for 
you, such as cleaning, decorating or landscaping.
Sometimes the amount the agent has to pay 
for the service is less than what you are being 
asked to pay. This can occur if the agent receives 
a commission or discount from the provider of 
the service for being a regular customer – for 
example, some newspapers pay a commission to 
the agency at the end of the year based on how 
much advertising was placed.
The agency agreement must state the amounts or 
estimated amounts of any such commissions or 
discounts and from whom they are received. You 
can negotiate with the agent about whether you 
should pay the full amount.

Ending the agreement
The agency agreement usually has a specified 
period (a ‘fixed term’) during which the agreement 
cannot be ended unless you and the agent both 
agree. If the agreement is open ended (that is, it 
does not have a fixed term) it must state how the 
agreement can be ended.
The length of any fixed term is negotiated 
between you and the agent, there is no minimum 
or maximum set term. The fixed term will depend 
on how long you and the agent think it will take to 
sell the property.
If the fixed term is longer than 90 days, you can 
give the agent 30 days written notice to end the 
agreement after 90 days. Of course, if the fixed 
term has less than 30 days left to run, you can 
just give notice to end the agreement at the end 
of the fixed term – check your agreement to see 
how much notice you need to give. If you are not 
sure how to end the agreement, you should seek 
legal advice.

If you are not happy with an agent’s services, 
it is important to properly end your agreement 
with them before signing up with another 
agent. Otherwise both agents may charge you 
commission when the property is sold.

Types of agency agreements
There are several different kinds of agency 
agreements for the sale of residential property. It 
is important to be aware of the kind of agreement 
you sign, because it affects your rights and the 
amount of commission you may have to pay. You 
should discuss the agreement with a legal adviser 
if you are not sure about your rights.
The following is an overview of the different types 
of agreements.

Exclusive agency agreements
Exclusive agency agreements are commonly 
used for the sale of residential property. In this 
kind of agreement, you give exclusive rights to 
one agent to sell your property. This may entitle 
the agent to be paid commission if the property is 
sold during the fixed term of the agreement, even 
if the property is sold by you or by another agent. 
The agent may also be entitled to commission if 
the property later sells to a person who started 
negotiating for the property with the original agent.

Sole agency agreements
This is similar to an exclusive agency agreement. 
You give rights to one agent to sell the property 
but you may find a buyer yourself. If you find a 
buyer who has not been introduced by the agent, 
then no commission is payable to the agent.

General listing / Open agency agreement
This lets you list your property with a number of 
agents. You pay a commission to the agent who 
finds the buyer.

Multiple listing
This occurs when you deal with an agent who is 
part of a network of agents working together to 
sell your home. It covers both auction and private 
treaty. You pay a commission to the agent you 
signed up with.
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Selling a home is something many people do only once
or twice in a lifetime, so it pays to do some homework
before signing up with an agent to sell your property for
you.

When you sign up with an agent, you enter into a legally
binding contract. This fact sheet explains what your rights
and responsibilities are under that contract.

You have a cooling–off period of 1 day starting from
when you sign the agreement. You can cancel the
agreement in this time if you are not happy with it (more
information over the page).

Choosing a real estate agent
To sell a home in New South Wales, an agent must have
a real estate agent’s licence issued by NSW Fair Trading.
You should check the licence details of all agents you are
thinking of using before signing up with your preferred
choice. You can do a licence check online through the
Fair Trading website or by calling 13 32 20.

To find the right agent for your needs, you should shop
around. If possible, get the names of one or two agents
from other home owners in your area who have recently
sold. We suggest you talk to at least three agents and:

● make sure they have a valid licence
● get a list of all their fees
● find out if they have a good knowledge of your area
● ask if they adhere to a code of ethics.

Signing up with an agent
Before the agent can market your property, they must
sign a contract with you, called an ‘agency agreement’.
An agency agreement is a legally binding contract and it
is important that you read and understand it.

If you are not sure about the agreement terms you
should get legal advice.

Signing an agency agreement means that you authorise
an agent to do certain things for you in relation to the

sale of your property, such as arranging advertising and
inspections and receiving deposits from buyers. The
agreement must specify what the agent is authorised to
do for you and must state all commissions and any other
costs you may be liable to pay.

What is in the agency agreement
The agency agreement must state:

● the services the agent will provide for you
● the amounts of any fees or commission you agree to

pay for those services
● the circumstances in which the agent is entitled

to payment – for example, commission is usually
payable only when the property is sold

● how and when payment is to be made – for example,
whether the agent can deduct their commission from
the deposit money paid by the buyer

● warnings about circumstances in which you might
have to pay commission to more than one agent (see
information on page 2 about the different types of
agency agreement)

● the extent of the agent’s authority to act for you – for
example, whether the agent is permitted to exchange
a sale contract on your behalf or make changes to
the sale contract

● the agent’s estimated selling price or price range for
the property.

You have the right to negotiate with the agent about the
terms and conditions of the agreement and to ask for any
legally permitted changes to be made. Alterations made
to the agreement need to be signed by all parties.

Commission, fees and expenses
The amounts charged by agents are not set by law. You
can negotiate with the agent about the amounts of any
commissions, fees or other expenses that you may be
required to pay. Before signing an agreement, it is a good
idea to talk to a few agents and compare their prices. Ask
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Auction agency agreement
This is effectively an exclusive agency agreement 
where the property is listed for auction.

Cooling–off period
The agency agreement becomes binding when 
the principal (that is, you as the owner/s of the 
property, or someone who is legally acting for 
you) and the agent have signed it. There is then a 
cooling–off period of 1 business day during which 
you can cancel (or ‘rescind’) the agreement. 
Saturday is included for the purposes of the 
cooling–off period, but public holidays are not.

The cooling–off period starts when you sign the 
agreement and ends at 5pm on the next business 
day or Saturday. For example, if you sign the 
agreement on a Friday, the cooling‑off period ends 
at 5pm on Saturday. If you sign up on Saturday, 
the cooling–off period would usually end at 5pm 
on Monday, unless that is a public holiday, in 
which case it will end at 5pm on Tuesday.

The cooling–off period gives you time to read the 
agreement, consider the terms you have agreed 
to, including the agent’s fees, and get independent 
advice if you have concerns about any aspect of 
the agreement. Talk to the agent – they may be 
willing to change things in the agreement that you 
are not happy about.

Cancelling the agreement during the 
cooling – off period
If you decide to cancel (or ‘rescind’) the agreement 
during the cooling–off period, you need to deliver 
a ‘notice of rescission’ to the agent.

This simply means giving the agent a written 
notice or letter which:
●  is addressed to the agent (use their name as 

given in the agency agreement),
●  states that you are rescinding the agreement, 

and
●  is signed by you (and any other person named 

on the agreement as a principal) or by your 
solicitor/s.

You can hand the notice to the agent in person, 
deliver it to or leave it at the agent’s office or the 

agent’s address as given in the agency agreement, 
or fax it to the agent. Make sure to keep a copy for 
your records.

The agent cannot charge you any fees or costs in 
relation to an agreement that has been rescinded 
correctly. Any money you have already paid to the 
agent must be refunded to you.

Waiving your cooling–off rights
If you are sure that you wish to go ahead with the 
agency agreement, you can waive, or forego, your 
right to a cooling–off period by signing a separate 
waiver form when you sign the agreement.

The cooling–off period can be waived only if the 
agent gave you the following documents at least 
1 business day before you signed the agency 
agreement:
●  a copy of the proposed (unsigned) agency 

agreement, and
● a copy of this fact sheet.

For example, on Thursday morning the agent 
gives you a copy of the unsigned agreement 
and this fact sheet, which you read and consider 
carefully. On Friday afternoon you sign the agency 
agreement and the waiver form. The agency 
agreement immediately becomes binding and the 
agent can get to work on selling your home.

The Contract of Sale
A residential property cannot be advertised for 
sale until a Contract of Sale has been prepared. 
The contract must contain a copy of the title 
documents, drainage diagram and the Zoning 
Certificate (s 149) issued by the local council. 
Property exclusions must also be included and 
a statement of the buyer’s cooling off rights must 
be attached. The draft contract must be available 
for inspection at the agent’s office. It is important 
that you consult your solicitor or conveyancer 
about preparing the contract to make sure that 
everything is in order.
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Selling a home is something many people do only once
or twice in a lifetime, so it pays to do some homework
before signing up with an agent to sell your property for
you.

When you sign up with an agent, you enter into a legally
binding contract. This fact sheet explains what your rights
and responsibilities are under that contract.

You have a cooling–off period of 1 day starting from
when you sign the agreement. You can cancel the
agreement in this time if you are not happy with it (more
information over the page).

Choosing a real estate agent
To sell a home in New South Wales, an agent must have
a real estate agent’s licence issued by NSW Fair Trading.
You should check the licence details of all agents you are
thinking of using before signing up with your preferred
choice. You can do a licence check online through the
Fair Trading website or by calling 13 32 20.

To find the right agent for your needs, you should shop
around. If possible, get the names of one or two agents
from other home owners in your area who have recently
sold. We suggest you talk to at least three agents and:

● make sure they have a valid licence
● get a list of all their fees
● find out if they have a good knowledge of your area
● ask if they adhere to a code of ethics.

Signing up with an agent
Before the agent can market your property, they must
sign a contract with you, called an ‘agency agreement’.
An agency agreement is a legally binding contract and it
is important that you read and understand it.

If you are not sure about the agreement terms you
should get legal advice.

Signing an agency agreement means that you authorise
an agent to do certain things for you in relation to the

sale of your property, such as arranging advertising and
inspections and receiving deposits from buyers. The
agreement must specify what the agent is authorised to
do for you and must state all commissions and any other
costs you may be liable to pay.

What is in the agency agreement
The agency agreement must state:

● the services the agent will provide for you
● the amounts of any fees or commission you agree to

pay for those services
● the circumstances in which the agent is entitled

to payment – for example, commission is usually
payable only when the property is sold

● how and when payment is to be made – for example,
whether the agent can deduct their commission from
the deposit money paid by the buyer

● warnings about circumstances in which you might
have to pay commission to more than one agent (see
information on page 2 about the different types of
agency agreement)

● the extent of the agent’s authority to act for you – for
example, whether the agent is permitted to exchange
a sale contract on your behalf or make changes to
the sale contract

● the agent’s estimated selling price or price range for
the property.

You have the right to negotiate with the agent about the
terms and conditions of the agreement and to ask for any
legally permitted changes to be made. Alterations made
to the agreement need to be signed by all parties.

Commission, fees and expenses
The amounts charged by agents are not set by law. You
can negotiate with the agent about the amounts of any
commissions, fees or other expenses that you may be
required to pay. Before signing an agreement, it is a good
idea to talk to a few agents and compare their prices. Ask



Exchange of contracts
The contract exchange is a critical point in the 
sale process:

●  The buyer or seller is not legally bound until 
signed copies of the contract are exchanged.

●  Buyers of residential property usually have a 
cooling–off period of 5 working days following 
the exchange of contracts during which they 
can withdraw from the sale.

●  If the agent arranges exchange of contracts, the 
agent must give copies of the signed contract 
to each party or their solicitor or conveyancer 
within 2 business days.

●  The cooling–off period can be waived, reduced 
or extended by negotiation.

●  There is no cooling–off period for sellers. Once 
contracts have been exchanged, sellers are 
generally bound to complete the agreement.

●  There is no cooling–off period when purchasing  
at auction.

If you encounter problems
If an issue arises during the sale process that you 
are unhappy with, check your copy of the selling 
agency agreement to clarify your rights and 
obligations.

Try to sort out the problem by talking to the agent.

Make certain that any instructions you give the 
agent are in writing, and keep a copy. If you think 
the agent has charged a fee to which they are not 
entitled, or believe the fee charged is excessive, 
you can apply to the Consumer, Trader and 
Tenancy Tribunal to settle the matter.

Other tips
If you need further assistance to resolve a 
problem, consider the following:

●  If your agent is a member of a professional 
association, contact that association. They can 
be helpful in resolving disputes.

●  You can also seek legal advice from a solicitor 
or the Chamber Magistrate at your nearest 
Local Court.

●  If your complaint concerns your solicitor, you 
can lodge a complaint with the Office of the 
Legal Services Commissioner.

●  If your complaint concerns your conveyancer, 
you can lodge a complaint with NSW Fair 
Trading. 

More information
NSW Fair Trading can give you more information 
about the laws applying to property sales and 
agents. Contact Fair Trading on 13 32 20 or visit 
the Fair Trading website
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Selling a home is something many people do only once
or twice in a lifetime, so it pays to do some homework
before signing up with an agent to sell your property for
you.

When you sign up with an agent, you enter into a legally
binding contract. This fact sheet explains what your rights
and responsibilities are under that contract.

You have a cooling–off period of 1 day starting from
when you sign the agreement. You can cancel the
agreement in this time if you are not happy with it (more
information over the page).

Choosing a real estate agent
To sell a home in New South Wales, an agent must have
a real estate agent’s licence issued by NSW Fair Trading.
You should check the licence details of all agents you are
thinking of using before signing up with your preferred
choice. You can do a licence check online through the
Fair Trading website or by calling 13 32 20.

To find the right agent for your needs, you should shop
around. If possible, get the names of one or two agents
from other home owners in your area who have recently
sold. We suggest you talk to at least three agents and:

● make sure they have a valid licence
● get a list of all their fees
● find out if they have a good knowledge of your area
● ask if they adhere to a code of ethics.

Signing up with an agent
Before the agent can market your property, they must
sign a contract with you, called an ‘agency agreement’.
An agency agreement is a legally binding contract and it
is important that you read and understand it.

If you are not sure about the agreement terms you
should get legal advice.

Signing an agency agreement means that you authorise
an agent to do certain things for you in relation to the

sale of your property, such as arranging advertising and
inspections and receiving deposits from buyers. The
agreement must specify what the agent is authorised to
do for you and must state all commissions and any other
costs you may be liable to pay.

What is in the agency agreement
The agency agreement must state:

● the services the agent will provide for you
● the amounts of any fees or commission you agree to

pay for those services
● the circumstances in which the agent is entitled

to payment – for example, commission is usually
payable only when the property is sold

● how and when payment is to be made – for example,
whether the agent can deduct their commission from
the deposit money paid by the buyer

● warnings about circumstances in which you might
have to pay commission to more than one agent (see
information on page 2 about the different types of
agency agreement)

● the extent of the agent’s authority to act for you – for
example, whether the agent is permitted to exchange
a sale contract on your behalf or make changes to
the sale contract

● the agent’s estimated selling price or price range for
the property.

You have the right to negotiate with the agent about the
terms and conditions of the agreement and to ask for any
legally permitted changes to be made. Alterations made
to the agreement need to be signed by all parties.

Commission, fees and expenses
The amounts charged by agents are not set by law. You
can negotiate with the agent about the amounts of any
commissions, fees or other expenses that you may be
required to pay. Before signing an agreement, it is a good
idea to talk to a few agents and compare their prices. Ask
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