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This booklet has 
been created from 
the knowledge I 
have gained from my 
involvement in the 
real estate business, 

working alongside my wife, Bronwyn 
Grant, and many other real estate 
consultants.

I’m not promoting myself as an expert – 
although I was a real estate consultant 
for a short time before I decided to 
specialise in digital imagery.

Since 2013 I have supported Bronwyn 
in many ways including photography, 
video, virtual tours, floor plans and 
virtual staging.  

So, I’ve been both part of the process, 
while also observing it closely from 
alongside.  I’ve picked up more than 
a few useful and interesting tips along 
the way.  Now, I’d like to share that 
knowledge with you.

This booklet is a summary of what I’ve 
learnt about real estate and how it all 
works, written in plain English, along 
with a summary outlining how Bronwyn 
can work with you, if you are thinking 
to buy or sell property in Hastings or 
Havelock North and the surrounds.

Thanks to Maree Newman, Chief 
Operating Officer Tremains Group 
Central Region for her assistance,  
and Sass Russell as Editor.   
Page design by The Daily Scribe:  
emailthedailyscribe@gmail.com

Real estate cannot be lost or stolen, nor can it be carried away.  
Purchased with common sense, paid for in full, and managed with  
reasonable care, it is about the safest investment in the world. 

Franklin D. Roosevelt

“
“
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In 1970, All Black legend Kel Tremain founded Tremain Real Estate;  

a company that provides exceptional real estate services to local communities.

Five decades later, Tremains has not only retained these values, but we also 

continue to lead the way in real estate performance.

Under the leadership of Kel’s son, Simon, and his business partner,  

Cam Ward, Tremains has grown significantly, totalling 18 offices across 

Hawke’s Bay, Taupo, Rotorua, Tauranga, and the Wairarapa.  Tremains  

also works alongside specialist global brands including, New Zealand 

Sotheby’s International Realty and Colliers International. 

If you are looking to sell your home, talk to the company that has a proven 

record for excellence, investment in the community, and delivering  

outstanding results for 50 years.
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The company, the people
Tremain Real Estate was 
established in the 1970s by  
All Black and local rugby 
legend, Kel Tremain.  His ethics, 
drive and pursuit of excellence 
are still key underlying values  
in the business today.  

On his passing, Kel’s sons 
Simon and Chris took up 
the challenge of leading 
the business into a new era 
and under their dynamic 
management, grew the 
business into Hawke’s Bay’s 
leading real estate company.

When Chris left the business, 
Simon took the helm and, 
alongside business partner 
Cam Ward, significantly grew 
Tremains to sit at the forefront 
of real estate in New Zealand.  
The Tremain Real Estate (TRE) 
Group has offices throughout 
Hawke’s Bay, and also in Taupo, 
Bay of Plenty and Wairarapa.  
Each office has a sizeable 
team of highly experienced real 
estate sales consultants at the 
top of their profession.  The TRE 
Group has its own marketing 
department, enabling all its 
consultants to carry out leading 
edge and appealing marketing 
campaigns for properties listed 
with them.

With 50 years of local real 
estate experience behind the 
brand, a strong community 
connection and vision for the 
future, Tremains is paving the 
way for real estate.

Talk to Bronwyn and meet a real estate 
professional with all the credentials -  
and a work ethic to match.
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Bronwyn’s work and life 
experiences formed a solid 
foundation for her entry into  
real estate sales, where  
she has recorded a string 
of successes since 
joining the industry in 
2011.

Bronwyn reached 
the pinnacle of her 
teaching career when 
she was appointed 
foundation principal of 
St Matthew’s Primary 
School in Hastings.  Any 
principal’s role is challenging: 
managing teachers, parents and the Ministry 
of Education’s goals for student achievement 
and participation.  This position introduced 
her to people from all walks of life and was a 
good grounding in both business and customer 
relationships.

Deciding on a career change in 2001, Bronwyn 
moved to Queensland where she bought, 
renovated and sold apartments in the highly 
competitive Gold Coast market.  This really 
highlighted her skills in project management 
and design.

Returning to New Zealand in 2011, Bronwyn 
and husband Noel moved to Tauranga and 
saw an opportunity to combine Bronwyn’s past 
experience with Noel’s creative and computer 
skills to forge a new career in real estate.    
In less than 12 months with LJ Hooker, Bronwyn 
had outperformed 90% of the company’s 650 
consultants to achieve the Captains Club award.

With grandchildren in Hawke’s Bay they decided 
to make the move so Bronwyn joined the team 
at Tremain Real Estate in Havelock North.



The team
Bronwyn has Sass as Client Care Co-ordinator and Noel as creative assistant.  
Efficient and well organised, we have excellent market knowledge.

Sass Russell: Client Services
Sass is the proverbial “Jill of all trades.”  She brings an eye for 
detail, organisational prowess and a true customer service  
ethic from her wide mix of experience in the corporate, not-for-

profit and service sectors to her part-time role supporting 
Bronwyn.  Spring-boarding from her university language 
degree into a year of living in Paris, her first career was in 
desktop publishing in the advertising sector in the UK.

After several years there, Sass returned to New Zealand 
to retrain and work as a journalist, before moving into a range of communications 
and marketing roles and contracts in New Zealand, Australia, and around the 
world.

Along the way she has also dipped in and out of work in the hospitality sector 
and continues to work with her husband in their own catering business, so 
looking after clients has become second-nature.

I started work in the telecommunications and electronics fields 
in 1963.  In those days the speed of data transmission was 50 
bits per second and required a desktop-sized mechanical 
teleprinter to produce the output.  Now data transmission 
speeds are up to 10 Giga bits per second (10,000,000 bits 
per second), and on a hand-held device (5G mobile)!  But 
I try to keep up.

My creative activities include:

•	 Bronwyn’s	website	(www.bronwyngrant.co.nz).

•	 Creation	and	maintenance	of	a	large	database	of	properties	in	Hastings	and		
 Havelock North.

•	 Real	estate	photography,	video,	and	virtual	tours	and	floor	plans.

•	 Creating	video	clips	and	images	for	Facebook	advertising.
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Noel Grant: Creative Assistant



Real estate - how it works
It’s not rocket science to suggest 
that the more you understand about 
the real estate industry and how it 
works, the more likely you are to 
have both a better experience and 
also get a better result when you 
are selling your property, or buying 
one.  Through the process, you will 
work with a number of specialists, 
which may include a lawyer, building 
inspector, valuer, mortgage broker 
and banker.

This is not supposed to be a full and 
comprehensive explanation of all 
the factors, but rather an outline of 
several things to understand and be 
aware of, and then to keep in mind, 
as you plan to make real estate 
transactions.

Two things that will make the biggest 
difference are first, your timing and 
second, who you work with.

All markets go through cycles.  Knowing 
where the market is in the cycle may be 
useful in timing your move to buy or sell 
property (if you are selling and then  
buying soon afterward, the market cycle 
may not be so important, as you are 
selling and buying on the same part of  
the cycle).

There are three main parts of a market 
cycle:

1.  A sellers’ market: When demand  
  for property is greater than supply.    
  The result is greater opportunity for 

  sellers to find multiple buyers or  
  someone willing to offer the asking  
  price or even a figure greater than  
  asked.  This market will have a short  
  “Days On Market” (DOM) figure.

2.  A buyers’ market: When the demand  
  for property is less than supply so  
  the advantages shift to the buyers.  
  This market will have a long “Days  
  On Market” (DOM) figure.

3.  A balanced market: somewhere  
  between the two markets above.
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Market cycles: timing makes a difference
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Most people look for a consultant to 
work with when they are looking to sell 
a property.  (There are real advantages 
to also working closely with a consultant 
when you are looking to buy, but more 
on that later).

It is ok to trust your instincts about who 
feels right to work with, you do need 
to feel comfortable with a real estate 
consultant to work with them well. But 
don’t work on instinct alone – ask your 
real estate consultant a lot of questions 
and expect to get real and clear answers 
from them.

A good real estate consultant will:

1.  Appraise your property to determine  
  its market value.

2.  Suggest the price range you can  
  expect to work to.

3.  Give you tips on how best to prepare  
  and present your property to go on  
  the market.

4.  Suggest the best sales method to go  
  with and explain why they suggest  
  that method.

Be aware that some consultants may 
be so keen to get your listing that 
they exaggerate their own abilities. 
Confidence and ability are not 
necessarily the same. Look for the one 
who makes a professional presentation 
and gives you a realistic appraisal of 
your property. Unfortunately, there are 
consultants out there who give you a 
high appraisal hoping that you will be 
persuaded to list with them. Setting 
an unrealistic price may mean waiting 
indefinitely for a sale.  

All real estate consultants must abide 
by strict rules that are enforced by the 
REA (Real Estate Authority). Its Code of 
Conduct document outlines consultants’ 
duties and obligations to their clients, 
including requirements for them to 
be professional in their conduct and 
treatment of clients.

•	 Look for the consultant who specialises in your area, as they will likely have the  
 best knowledge of market values.

•	 Look	for	the	agency	with	a	high	market	share;	it	will	have	the	most	sales		 	
 consultants and also the most buyers.

•	 Watch	out	for	the	“dynamic”	sales	personality.		Can	you	work	with	this	person?

•	 Be	cautious	about	consultants	who	drop	their	commission	in	order	to	get	your	 
 listing.  If they drop their own commission too readily, they have demonstrated  
 poor negotiation skills, which will not help them to get the best price for your  
 property.

Real es t a t e consul tan t s

Tips to help you choose the consultant 
who will work best for you



There are several cut-rate agencies that  
offer commission rates below the standard.  
They have to do this in order to get any 
listings.

Characteristics of cut-rate agencies:

•	 Not	many	consultants.

•	 Lower	market	penetration.

•	 Lower	quality	marketing	material.

The result of using a cut-rate agency 
could be:

•	 Not	many	buyers	looking	at	your			
 property.

•	 No	buyer	competition.

•	 Few	offers.

•	 Loss	of	impact	due	to	your	property		
 being on the market for a long time.

Cut-rate agencies

The benefits of working with Bronwyn
When Bronwyn lists your property, she  
is working for you, not the buyer.   
Sales consultants are success-based 
and do not get paid unless they 
achieve a result that you are happy 
with.  Bronwyn wants to achieve an 
outstanding result for you – a result that 
has you referring Bronwyn to friends 
and family.  Working with Bronwyn 
offers the following advantages:

1. Lower marketing costs due to the  
 volume efficiencies of Tremains.

2. She is responsible for marketing,  
 buyer qualification, sale, and   
 following up all prospects.

3. Bronwyn has experience in   
 qualifying buyers and encouraging  
 offers, and sometimes multiple  
 offers.

4. She will handle negotiations and 
 push harder for the best deal.   
 Buyers often will not submit their  
 best offer the first time around, so a 
 consultant with well-honed 
 negotiating skills can make all the  
 difference when it comes to the  
 final price.

At Tremains the whole team has 
access to industry-only databases. 
The Tremains system gives all its 
consultants an equal incentive to sell 
your property, so your marketing is 
multiplied by each agent in the team.
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“I know that 
Bronwyn’s hard  

work was extremely
influential in achieving 

a very satisfactory 
sale price.”

Reece
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Selling: Steps to putting your 
property on the market

There are several steps involved in putting a property on the market:

1. Selecting the consultant you want to work with.

2. Appraising the value of your property in the current market.

3. Deciding on the method of sale: Auction, Deadline, Price By Negotiation, Tender.

4. Deciding on the marketing methods.

Appraising the value of your property
It is a complex task determining the 
market value of a property, a process  
that might include a combination of  
on-line valuation models, current 
sales data and the consultant’s own 
knowledge of the area and buyers active 
in the market.  In particular, consultants 
will know exactly how recently sold 
properties compare to your own property 
- their size, condition, how much demand 
there is in the area for your sort of 
property.

The current market strongly influences 
the value of your home because as 

always, the real indication of a property’s 
value is what a willing buyer will pay 
for it at the point that it is actually on 
the market.  It is important to get your 
price expectation in line with the current 
market realities because it is the buyer 
who ultimately sets the price a property 
will sell for.

Remember that realistically-priced 
properties generate more enquiry, create 
increased buyer competition, and often 
result in a multiple offer situation which 
can produce a sale price that exceeds 
your expectations.

Bronwyn can:
•	 Appraise	your	property	free	of	charge	or	obligation.
•	 Advise	on	presentation	to	help	you	get	a	better	price,	and	put	you	in	touch	with		
 various people to help you get your property up to scratch for listing.
•	 Advise	on	the	best	method	of	sale.
•	 Advise	on	marketing.
•	 Once	you	agree	to	list,	she	will	arrange	photography,	write	the	marketing	script		
 and organise and conduct open homes.  She will also give you regular feedback  
 from buyers who visit your home.
Remember that when you work with Bronwyn, you are also working with all other local 
Tremains consultants.  Approximately 25 Tremains consultants will visit your property 
(called	“caravanning”)	before	it	is	launched	on	the	market.		The	combined	experience	of	
this group of consultants could total more than 150 years.  This sizeable bank of local 
knowledge is always up to date and usually accurate to within a few per cent of the 
actual selling price.

How can working with Bronwyn help?



11bronwyngrant.co.nz

Every three years, a letter from the local 
council drops into people’s mailboxes. 
It’s ratings valuation time.  And here in 
Hawke’s Bay, Hastings City RVs are in 
springtime.

Councils have always – since the 1800s  
in fact – used a property value to 
determine how to apportion rates to a 
homeowner.

Your local council sets your property 
valuation (known as the Capital Value or 
Rateable Value) for one reason - to help 
calculate what share of rates you will pay.

Rateable value calculations are based 
on all sorts of things – the type and size 
of house, location, the size of the land, 
the zoning and the consented work – 
at a particular point in time.  They’re 
calculated by registered valuers, who 
analyse recent sales and compare similar 
properties, using a combination  
of technology and experience.  But they 
do not view every property in person.

While the rateable value is stated as 
the most likely selling price at the date 
of valuation, and land values are most 
likely the selling price of bare land, in a 
dynamic market these valuations are not 

the actual market value of any individual 
property on the day.  By law, valuations 
are updated every three years.

Despite it not being their intended use, 
RVs have become a proxy for estimating 
sale prices of a property, and when they 
do, they ALWAYS become a yardstick.

Interestingly, some real estate companies 
opt not to make rateable value figures  
visible to the market in certain 
circumstances to avoid them being used 
as yardsticks.

That’s where a real estate consultant 
comes in, supplying a current market 
appraisal.  That might include a 
combination of on-line valuation models, 
current sales data and the consultant’s 
own knowledge of the area and buyers 
active in the market.  In particular, they’ll 
know exactly how recently-sold properties 
compare to your own property - their size, 
condition, how much demand there is in 
the area for your sort of property.

As always, the real indication of a 
property’s value is what a willing buyer 
will pay for it at the time that it is on the 
market.

Rateable Value (RV)
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Selling

“Without a price” methods

An overview of common sale methods
There are a number of methods of sale commonly used in the marketing 
and sale of real estate in New Zealand.  Regardless of the method of sale, 
generally they fall under the following key criteria:

•	 With	or	without	a	price.

•	 Limited	marketing	period	or	open-ended	marketing	period.

The commonly used “without a price” 
methods are:

•	 Auction.

•	 Tender.

•	 Price	by	Negotiation	(PBN).

•	 Deadline	sale.

The primary perspective with “no price” 
marketing is to look to the market to 
find a willing buyer and establish a fair 
sale price mutually agreeable to both 
parties.  With this method the consultant, 
on behalf of the seller, invites offers from 
prospective buyers and is willing to 
negotiate.

With the tender and deadline methods 
buyers are invited to make an offer within 
a specified advertised time period.  
Advertising often incorporates the term 
“unless sold prior” which means that 
if a seller wishes to accept any offer 
made before the end of the advertised 
marketing period they are entitled to sell 
before that specified end date.   
For example: “Deadline sales close on  
31 March 2020, unless sold prior.”

Advantages of “without a price” 
marketing methods:

•	 Those	who	advocate	“no	price”		 	
 marketing methods usually hold a  
 strong belief in allowing buyers to  
 decide fair market value of a property.

•	 Rather	than	telling	potential	buyers		
 how much they should pay, buyers are  
 instead required to establish how much  
 they believe the property is worth to  
 them.

•	 This	“price”	will	usually	be	based	on	an		
 assessment by potential buyers of 
 comparable properties currently on the  
 market and the prices achieved for  
 comparable sold properties.

•	 “No	price”	marketing	can	create		 	
 competition amongst potential buyers  
 and therefore has the potential ability  
 to push up the price of a property as  
 potential buyers compete to out-price  
 each other.

•	 It	is	worth	remembering	at	this	point		
 that the agency agreement is between  
 the consultant and the seller, and the  
 consultant has a duty of care to obtain  
 the best possible price achievable for  
 the property in the current market.
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A real estate auction is an accelerated real estate 
marketing process involving the public sale of any 
property by open-cry, competitive bidding.  The Real 
Estate Authority auctions information sheet defines it 
as “…an open process at which buyers bid against 
each other to purchase a property.  Once the reserve 
price is reached, the highest bidder becomes the 
successful buyer.”

Properties are marketed without a price, for a limited 
time and interested parties make competitive bids 
to purchase a property in an open, transparent and 
public forum.

A key benefit for a seller is that auctions are on a 
cash and unconditional basis, preceded by marketing 
campaigns that aim to produce more buyers.  Sellers 
can rest assured that when they sell it will be to the 
top bidder, not just the first buyer.  An auction date 
adds urgency and creates an impetus for potential 
buyers to act.

On the other side of the equation, bidders must have 
done their homework and organised their finances 
before they can bid – there’s a deadline to work to.

At the auction, buyers are competing on an equal 
footing with other bidders, and the competitive nature 
of auctions can spur bidders on.  They can track 
their competitors’ bids and if the final bid is accepted 
and meets the seller’s reserve, the property is sold 
unconditionally in a very timely and straightforward 
fashion.

If a buyer bids and buys at auction, there is a certain 
peace of mind, in terms of market value, that the 
underbidders are within the vicinity of their bid, and 
that they are paying fair market value as someone 
else is prepared to pay a similar price.  However, the 
top bidder may have been ready to pay more but did 
not have to as there was no competition left.

Sales methods  
in more detail
Auction
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A real estate tender is another kind of 
intense, accelerated real estate marketing 
process that involves a property sale 
through confidential, written, competitive 
offers.

When a property is advertised by tender 
it is marketed without a price, for a limited 
time; there is a set period during which 
potential buyers can inspect the property 
and submit their sealed offers.

With this method buyers must submit their 
written offers along with all other buyers, 
and the seller will not negotiate with any 
buyer before the closing date.

The Tender Particulars and Conditions of 
Sale agreed by the seller and their lawyer 
are available from the listing consultant.  
Offers are held securely and remain 
sealed until the tender closing date.

The seller considers all the offers once 
that date has been reached and can 
accept any offer they wish.  For example, 
a lower offer with fewer conditions may be 
more attractive as it gives more certainty 
about a potential sale than a higher offer 
with more conditions.  Before deciding 
on which offer to accept, sellers should 
seek advice from their lawyer.  If there 
is a preferred offer, the seller may wish 
to accept, or negotiate further with that 
buyer, through their consultant.

The time and date the tender will close  
should be clearly set out in the marketing 
material.  

If the seller reserves the right to sell prior 
to the closing of the tender, then the 
advertising must clearly reflect this with 
statements such as “unless sold prior” 
incorporated into the text.

Advantages of a tender:

•	 There	is	total	privacy	for	the	seller.

•	 Marketing	of	the	property	is	for	a	set		
 time period.

•	 Buyers	are	encouraged	to	make	their		
 best offer, which can reduce stressful  
 negotiation.

•	 Buyers	are	welcome	to	make	any	offer,		
 with the terms and conditions they  
 require.

•	 Buyers	may	submit	more	than	one	offer		
 (for example, they may make a low  
 offer cash unconditional, and another  
 offer with conditions at a higher  
 purchase price).

•	 Competition	between	buyers	can	 
 encourage a higher sale price.

•	 The	seller	has	the	right	to	accept	or	 
 reject the tenders or choose to  
 negotiate with any tenderer - they are  
 in control and do not need to sell for  
 less than they want to.

•	 The	seller	can	view	all	offers	at	once 
 and make a more informed decision   
 (similar to a multi offer scenario).

Tender



15bronwyngrant.co.nz

When selling a property PBN (Price 
by Negotiation) no price is advertised. 
Buyers make offers through their 
sales consultant basing their price on 
comparative sales or what they are 
prepared to pay.  Unlike auction and 
tender there is no sale date or deadline 

in place, so there is no urgency placed 
on buyers to make a buying decision.

The level of market interest will help the 
seller gauge a fair sale price, with the 
real possibility of achieving a premium 
price should there be two or more 
offers presented.

Price By Negotiation

Deadline Sale
With this method of sale, a time limit is set for written offers to be submitted to the 
agency.  The deadline can be advertised as “unless sold prior” which means that an 
offer can be submitted (and possibly accepted) before the deadline date.  

Unless sold prior is sometimes written as “deadline USP.”  If “unless sold prior” is not 
shown in the advertising, then any offers will not be opened until the deadline date.

The difference between a deadline and tender is the documentation.  A sale and 
purchase agreement is used for a deadline sale.  Tender documents are sent to your 
lawyer for approval.
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This method of sale does not set a 
time restriction within which customers  
purchase.  The property will be 
available to the market for the period 
of the agency agreement, either by 
“general agency” or “sole agency.”

One of the most significant 
advantages of marketing a property 
with a price is that it sets a clear 
level of expectation for the buyer.  
The advertised price must reflect the 
client’s price expectations, so the 
buyer who has stringent financial 
limits will not waste time looking at a 

property that is clearly outside their 
purchasing power.

The main disadvantage of marketing 
with a price is that once advertised, the 
market price is capped at that price.  
In other words, once the market has 
been informed of the client’s expected 
price it is difficult to achieve a sale for 
that amount or more.  Once buyers 
see the advertised price, they usually 
immediately think they will pay less.

The most effective way to still achieve 
a premium price in this situation is 
through a “multi-offer” scenario.

The “With A Price” method

Private sale

Working with Bronwyn

A few people attempt to sell privately in order to avoid paying 
commission.  The downside of selling privately is that you may be 
losing value in other ways which can result in the top price not being 
achieved.  

Private sales can often attract buyers looking for a bargain.  They 
may also fail to attract a full pool of qualified buyers.  Bronwyn can 
attract the maximum number of qualified buyers through her existing 
relationships with current buyers and through the relationships the 
other Tremains sales consultants have with buyers.  As all Tremains 
consultants have an incentive to sell your property, your marketing 
is leveraged by approximately 25 consultants in the Hastings and 
Havelock North offices.

Bronwyn works with all clients who have made the decision to put their property on 
the market, to help them decide what will be the most suitable listing method for their 
circumstances and their property.  She takes them step by step through the listing 
process, which takes about an hour, and makes a recommendation on what she thinks 
will work best for their situation - and explains why.
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Preparing your property for sale
To get the best price, your property must stand out from the crowd.  Many people buy 
a house because of its “feel” and you get only one chance to make a first impression, 
so before you even take your property to market, make sure you are presenting it at its 
best to prospective buyers.

A few basics that will ensure your property has appeal for buyers:

OUTSIDE

•	 Your	front	door	greets	prospective	buyers,	so	make	sure	it	is	fresh	and	clean.

•	 Tidy	up	the	garden	and	mow	the	lawns;	keep	gardens	and	paths	tidy	and	free	 
 of debris.

INSIDE

•	 Clean	and	cleared	houses	are	more	appealing	-	declutter	and	tidy,	then	give	your		
 house a thorough clean.

•	 Bathrooms	and	kitchens	sell	homes.		Pay	special	attention	to	the	cleanliness	and 
 state of repair of your bathroom and kitchen.  Make these rooms sparkle.

•	 In	bedrooms,	put	all	clothes	and	valuable	items	away	and	remove	excess	furniture		
 to make rooms look larger.  Make beds with attractive bedspreads.  Neat, tidy  
 closets will show effective storage space.

•	 Show	the	garage	and	storage	areas	to	their	full	advantages	by	removing		 	
 unnecessary items.

•	 Minor	repairs	can	make	a	big	difference.		Dripping	taps,	sticking	doors	or		 	
 windows and other minor flaws detract from the appeal of your home.   
 Have them fixed.  Otherwise, when seeing things that need  
 attention, buyers may begin to  worry about the things  
 they cannot see.

Working with Bronwyn
When you choose Bronwyn to list your property, she 
will provide you with a detailed list of things to consider 
when preparing your home for sale.  She can recommend 
professionals to help with areas that need some attention.

“Bronwyn’s  
friendly approach  

means she is easy
to work with.  Her ability to
keep in touch means that
any client can be sure that
she is doing the very best

for them.”
Ron and Sue
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Digital images

On the market

To present your property at its best in 
the digital world, there are many different 
options for presenting still, video and 
interactive images, including:

•	 Photos.

•	 Aerial	photos.

•	 Video.

•	 Virtual	tour.

•	 Floor	plan.

•	 Virtual	staging.

When you list your property 
to sell with Tremains and 
other agencies, interior and 
exterior photos of it are used on 
several web sites, print media and photo 
signboards.

Tremains also uses photos in office 
window display screens that get a lot 
of attention from people passing in the 
street.  A video walk-through can give 
a better idea of the layout of a home 

and how the rooms are interconnected, 
especially for those who may be viewing 
a property online from outside the area, 
or even from overseas.

The Tremains website also offers 
a Virtual Tour option for getting 

a better look at properties 
online.  Virtual tours allow 
the viewer to control (using 
the computer mouse) 
where they are looking in a 
room, and to move through 

to different rooms.  The 
photographer takes a series 

of photos in all directions from 
each viewpoint in a room; these 

photos are “stitched together” to create a 
360-degree panorama.

I can also offer a floorpan creation 
service that does not rely on any existing 
plans. It takes about 15 minutes and the 
result will be a plan of your house as it is 
at that time.

Congratulations!  Your home is now officially on the market.

There are a number of tasks that your consultant should already have done, have 
under way or be busy organising to happen at this point, as part of the process of 
marketing and selling your home.

Here are some of the things that a consultant would typically do at this point:

•	 Organise	a	professional	photographer	to	take	photos	of	your	property.

•	 Organise	for	the	company’s	for	sale	sign	to	be	put	up	at	your	property.

•	 Write	advertisements	and	send	text	and	photos	to	their	marketing	department	for 
 colour flyers to be printed and also for placement to be allocated in weekly or 
 fortnightly property magazines and publications.

•	 Organise	for	your	property	and	its	details	to	be	loaded	onto	the	Tremains	website, 
 as well as onto the realestate.co.nz, trademe.co.nz, and oneroof.co.nz websites.

•	 Organise	for	the	company’s	sales	team	to	visit	your	property.

•	 Enter	your	property	onto	the	sales	board	so	that	the	entire	sales	team	is	informed 
 about it in full at their weekly meetings.

“We	would	
certainly recommend  

Bronwyn because of her 
integrity, commitment and

communication ability.  
It has been pleasure having

Bronwyn as our agent.”
Ruby and Steve
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There are some small, but very important things, to keep in mind as you get ready for 
each and every open home – if your consultant is arranging open homes as part of the 
marketing of your property.

Your consultant should be giving you a gentle reminder on this front, as you will likely 
get the most interest and the best offers when people view your home at its best:

•	 Clean,	and	tidy	up	in	general	before	the	open	home.

•	 Let	the	sun	shine	in.		Show	rooms	in	their	best	light	by	opening	curtains	to	let		
 buyers see how attractive your home can be.  Dark, cold rooms are not appealing.

•	 Smells	-	many	people	are	sensitive	to	pets	and	pet	odours.		Keep	pets	out	of	sight		
 and ensure there are no odours from pets or cigarettes.

•	 Stay	out	of	the	buyers’	way	-	leave	the	property	when	there	is	going	to	be	a	viewing.

Open homes are a good way to ensure you give your property maximum exposure  
to the market – and Bronwyn recommends that you do them, on a day and time  
arranged to suit all parties.

Open homes
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Working with Bronwyn

There are some questions that Bronwyn is often asked 
prior to or during the period of a listing with her as the 
consultant – here is her response to them:

When my property is on the market … what if ...?

•	 A buyer knocks on the door and wants to look at my  
	 home?

 You don’t have to allow this, and for security’s sake perhaps shouldn’t open your  
 home to just anyone who calls.  In this instance, the best response is to give  
 them one of Bronwyn’s business cards (she leaves several with all clients she  
 works with) and ask them to call her to make a time to view your property. 

•	 Sales	people	from	other	companies	call,	or	knock	at	your	door?

 Salespeople from other companies should not contact you while you are on a  
 sole agency contract, but sometimes they do.  Tell them to contact Bronwyn. 
 Tremains has arrangements in place to work with most other real estate  
 companies in the area.

•	 You	are	sick	and	do	not	want	to	be	disturbed?

 Let Bronwyn know with a quick call, text or email and she will organise for a 
 message to go to all sales consultants asking them to delay visiting your home  
 until you are ready.

•	 You	cannot	get	hold	of	Bronwyn?

 Call any Tremains office manager and they will help you.

•	 There	is	a	mistake	in	your	advertising?

 Very occasionally a mistake may slip through the net despite all our best efforts  
 to prevent that happening.  Call Bronwyn and she will make sure the mistake  
 has as little impact as possible on the buyers and will also make sure it will not  
 reappear the following week.

•	 You	feel	you	are	not	seeing	enough	buyers?

 Talk to Bronwyn as she will know of any trends in the market or any changes  
 which may be necessary to heighten awareness of your property.

•	 You	think	you	need	to	change	the	price?

 Discuss this with Bronwyn.  It is very important your property is correctly priced.   
 If you have it too high you will attract the wrong buyers - buyers looking in a  
 higher bracket will see other homes as being better value for money than yours.   
 It is important to take into account any changes in current market conditions.

“Thank you 
Bronwyn, we are

extremely happy with  
the result and we are 

already spreading the word 
about your excellence in 

real estate.”
Graham and Marie



General and exclusive agency
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Exclusive

General

An exclusive agency agreement gives one agency the exclusive right to market and 
sell your property.

A general agency agreement gives more than one agency the right to market your 
property.  You’ll sign a separate agreement with each agency but should pay  
a commission to only one agency.

The agencies should tell you if there is a risk of you paying two commissions.
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Evaluating offers

Mul ti offers

An offer to purchase a property is 
presented on a formal legal document 
which offers a specified price, with or 
without conditions.

Common conditions (which are itemised 
on the agreement document) can 
include:

•	 Finance.

•	 Sale	of	another	property.

•	 Builder’s	report.

•	 Lawyer’s	approval	of	the	contract	and		
 title.

The real estate consultant you are 
working with will present the offer (if 
there is only one), to you and discuss 
it fully with you.  If there is more than 
one offer at the same time (known as a 
multi offer), the real estate company’s 

sales manager will usually present the 
offers to you as the seller.  This is done 
to prevent any bias towards one of the 
offers.

When the buyer and seller have price 
agreement, and any conditions have 
been satisfied by all parties, the 
property is declared sold and a deposit 
is paid into the real estate company’s 
trust account by the buyer.  The deposit 
is held in the trust account for 10 
working days before being released.

The real estate company usually takes 
its commission from the deposit and the 
balance is sent to the seller’s lawyer.   
The buyer pays the balance of the sale 
price on the agreed day of settlement, 
usually through their own lawyer.  Unless 
agreed otherwise, settlement day is 
usually the earliest date when the buyer 
can move into the property.

In the quite lively and busy real estate market of recent years, multiple offers have 
become much more common.

If you are selling your property, this is generally good news. If you are coming at it 
from the other side and looking to buy a property, don’t be put off if you are in this 
situation, the consultant selling the property will give you advance notice if there is 
more than one offer being presented on a property that is of interest to you.

Buyers will be advised to make their offer in writing and to do their best to make the 
offer as attractive as possible to the seller. The seller has the right to accept any 
of the offers, to reject all or any of them, or to negotiate with only one of the offers 
presented, so ensure you take advice from your salesperson or lawyer.

All offers remain confidential at all times. They will be presented by a sales manager 
or similar at the company, rather than by the selling consultant, to ensure there is no 
conflict of interest.
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From 1 January 2019 the Anti-Money Laundering and Countering Financing of 
Terrorism Act 2009 (AML/CFT) was extended in its application to include real estate 
sales consultants.  As a result, real estate consultants and companies need to comply 
with a comprehensive compliance regime which includes an obligation to obtain, 
verify and maintain information, including sighting and recording of documents 
confirming your identity, in respect to new and existing clients.  In order to meet these 
requirements your consultant will have to verify your identity, date of birth etc.

As a real estate professional, your consultant should always recommend that you 
seek independent legal advice prior to signing any offer or legal document.  

You should always be given a copy of an approved guide issued by the Real Estate 
Authority along with a copy of the In-house Complaints and Dispute Resolution 
Procedure form of the real estate company you are working with.  Buyers and sellers 
can access the REA complaints process at any time online at www.rea.govt.nz.

Legal

Condit ions

Anti-money laundering 
(aml) requirements

Common conditions (which are itemised on the 
agreement document) can include:

•	 Finance.

•	 Sale	of	another	property.

•	 Builder’s	report.

•	 Lawyer’s	approval	of	the	contract	and	title.

If your lawyer is so busy that he or she cannot check a 
straightforward contract within three working days, find 
someone else.

“ I recommend 
Bronwyn for her  
quiet confidence,

support and advice,
excellent service and

compassion.”
Cynthia
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The benefits of selling with Bronwyn

•	 Expert	advice	on	presentation	and	marketing.

•	 Confident	organisation	of	all	aspects	of	the	sales		
 process including open homes, signage, visits and  
 follow-up with potential buyers.

•	 Experience	in	qualifying	buyers	and	encouraging	 
 offers and multi-offers.

•	 Well-honed	negotiating	skills	–	particularly	important		
 as buyers often will not submit their best offer first  
 up, so it’s invaluable to have someone who will push  
 harder for the best deal.

•	 Lower	marketing	costs	due	to	the	Tremains	volume	efficiencies	and	in-house		
 marketing team.

•	 Market	feedback	-	a	weekly	written	report	giving	feedback	from	the	buyers	who 
 viewed your property.  The report may include comments on presentation,   
 pricing or any other issues.

The aim of all of these skills is to help you achieve a better final price. Remember, 
when Bronwyn is selling your property, she is working for you as the seller, not for  
the buyer.  Consultants are success based and don’t get paid unless they achieve  
a result that you are happy with.  Bronwyn wants to achieve an outstanding result  
for you.

Market graphs
Keep up to date with the market by checking on my monthly graphs on sales in 
Hastings and Havelock North. These graphs are sourced from REINZ data and 
include:

•	 	 Sales	volume.

•	 	 Median	price.

•	 	 Days	on	market.

These graphs can be viewed on Bronwyn’s website at: 

www.bronwyngrant.co.nz

“Bronwyn’s calm, 
charming and  

confident manner  
made an extremely 
stressful process  

almost enjoyable.”
Jenny and Paul



Buying
Buying your next home
Talk to Bronwyn about your requirements for your next property. 

She can take you, or arrange for you to view any property in the Tremains portfolio 
(including NZ Sotheby’s International Realty listings) in Hawke’s Bay.  She creates a 
weekly email giving basic details on the new properties that the Tremains consultants 
have viewed that week.  Her database can keep a record of your interest by recording 
the suburb and the price range you wish to purchase in.  In this way she can identify 
properties that meet your requirements and then tell you about them as soon as they 
hit the market.

If you have asked Bronwyn to find a property for you, going into an open home 
without first advising her could mean the end of her involvement, as you will then be 
represented by the consultant who had the listing for the property you viewed.

Before you make an offer on the home, Bronwyn will 
do a considerable amount of research to help you 
determine what that offer should be.  Part of this 
process will be looking at comparable sales – the 
prices of other homes sold recently that had similar 
characteristics.  This is information Bronwyn can show 
you so you can be comfortable with the offer you are 
making.  Writing a low offer is the quickest way to get a  
seller annoyed to the point they will not want to 
negotiate further.

25bronwyngrant.co.nz

“I’m so grateful  
you did the job  
with empathy 

and understanding, 
providing a successful 

outcome.”
Helen



How it works
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If you find a real estate 
consultant you feel 
comfortable with, you can 
achieve your real estate 
goal with the least effort  
by agreeing to work with 
that consultant.

Let Bronwyn represent you 
in the buying process.

Bronwyn will take the time to 
understand your requirements and 
discuss with you properties that may 
meet your needs.

Bronwyn will ask you to contact 
her regarding any property 

you may be interested in 
so she can take you to an 
inspection or register you 
for an open home.  This 
also applies to exclusive 

listings held by other TRE 
Group companies. 

Going into an open home 
without first advising your selected 
consultant could mean the end of their 
involvement, and ability to represent 
you in any negotiations.

Work with one agent

“We	thank	 
Bronwyn for her  

extremely professional
approach and her after sale
service.  You feel you have

made a friend and that
really does count.”

Alex and Val



Real estate terminology
Appraisal  A written analysis of the estimated value of a   
 property prepared by a qualified sales consultant.

Agreement The written contract for the sale and purchase of  
 property.

Bridging Loan A short-term loan (usually at a higher rate) taken  
 out to cover the financial commitment between  
 buying a new property and selling an existing one.

Business / Working Day A standard day for conducting business (9am -  
 5pm).  Excludes weekends and public holidays.

Buyers’ Market When the demand for property is less than supply  
 so the advantages shift to the buyers.

Capital Gain The gain on the sale of a capital asset.

Capital Improvement Any structure or addition to a property erected as a  
 permanent improvement.

Certificate of Title A description of a property with the name of the  
 registered owner and any encumbrances, ie   
 mortgages and / or easements on the property.

Chattels  Movable and removable items of personal property. 
 In real estate transactions for the sale of homes this  
 usually includes the stove, television aerial,   
 carpets, blinds, curtains, drapes and light fittings.  
 Unless chattels are specified in the agreement,  
 they are not sold as part of the property.

Conditions Special conditions in a Sale And Purchase   
 Agreement eg cash out, conditional upon a   
 specialist report, conditional upon the sale of the  
 buyer’s property, conditional upon an existing  
 agreement.
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Real estate terminology
Cross Lease This type of ownership is common where there is  
 more than one home on a block of land.  Each  
 owner holds a composite certificate of title which  
 records the landshare plus the lease.  The lease is  
 for a period of 999 years and the share  
 corresponds to the number of dwelling units.

Deposit  A percentage of the purchase price given to bind  
 the sale of real estate.  Held in a real estate trust  
 account for a minimum of 10 working days.

DOM  Days on market.

Easement  A right that someone has to use the land   
 belonging to another, eg a sewage easement  
 across part of your property.

Exclusive Listing / Agency  A written contract that gives a licensed real estate 
 consultant the exclusive right to sell a property for  
 a specified time.  Also known as a Sole Agency.

Freehold or Fee Simple Freehold (also known as Fee Simple) is the most  
 common form of land ownership in New Zealand.  
 Having freehold title means you own the land  
 outright.  There is no co-ownership, unlike cross  
 leases or unit title ownership.

Leasehold You buy the right to own the home and lease the  
 land for a certain time, usually with renewal rights  
 every 999 years.  Some leases vary and each  
 should be investigated separately.

LIM Report (Land  A report from the local council regarding a 
Information Memorandum) specific property including special land features  
 or characteristic and details of building consents  
 and any work done as improvements over the  
 years.

Listing Authority  A written contract between an owner and a real  
 estate company authorising the consultant to  
 market and sell the property.

28 bronwyngrant.co.nz



Registered Valuation A written analysis of the estimated value of a   
 property prepared by a qualified and registered 
 valuer.  Banks often require a registered   
 valuation as a condition of granting a loan to a  
 buyer.

Reserve Price The minimum price a seller will accept at auction.

Seller The common term for the person selling their  
 home.  The legal term is vendor.

Sellers’ Market  When demand for property is greater than supply. 
 The result is greater opportunity for sellers to  find  
 multiple buyers or someone willing to offer the  
 asking price or even a figure greater than asked.

Settlement Date  The day the sale of a property is finalised by the  
 legal representatives of the seller and buyer and  
 mortgage documents come into effect.  Costs are  
 paid and the new owner takes possession of the  
 property.

Special Condition A condition that must be met before the contract  
 is legally binding. For example, the buyers may  
 specify that the contract is not legally binding  
 until the buyer has seen a builder’s report and is  
 satisfied by that report.

Title A legal document evidencing a person’s right to,  
 or ownership of a property.

Title Search A check of the title records to ensure that the  
 seller is the legal owner of the property and that  
 there are no other claims or outstanding permits.

Unconditional Agreement The legal contract that binds both the buyer and  
 the seller to settle on the specified date and for  
 the specified price. It is either not subject to any  
 conditions or those conditions have been   
 satisfied.

Vendor  Legal name for the person selling their home.

Real estate terminology
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Keep in touch

Team Up

There are several ways you can stay in 
touch with Bronwyn, and ensure that 
you get new property market information 
directly, the minute it becomes available.

Once a month from February through 
to November Bronwyn posts a video 
newsletter to YouTube.  This video covers 
different aspects of the real estate industry, 
and of the current real estate market.  To 
subscribe to this newsletter, please call 
Bronwyn (freecall 0800 647 533) or send a 
message via her website (see below).

Bronwyn’s own website can be found at: 
www.bronwyngrant.co.nz

Email her at:  
bronwyn.grant@tremains.co.nz

The latest market graphs and comments 
outlining what they mean can be found 
on this website, along with a link to a free 
download of the latest version of this book, 
for yourself, or for you to share with family, 
friends and colleagues.

And, of course, don’t ever hesitate to call 
Bronwyn on her freephone number if you 
have any questions about the local real  
estate market:  

0800 647 533

Make money for your favourite school, club or organisation.  The selected organisation 
must be noted on the listing agreement at the time of listing.

When you list your property for sale with Bronwyn you have the opportunity to 
participate in the Tremains Team Up programme and provide $500 to your selected 
organisation.  This is at no cost to you, the vendor.
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Bronwyn Grant

iList
The ability to successfully sell your property 
at a premium price is contingent on a 
number of factors, the main one being the 
marketing strategy employed.  

My record of consistent excellence in 
customer service will ensure you use the 
best marketing strategy, and receive 
real estate service that will exceed your 
expectations.

iSell
My service extends all the way to the 
end of the selling process: the handing 
over of the keys to your new property 
(attached to a bottle of bubbly)!  

Working with you, I promise the best 
support and commitment to achieve great 
results.  You can feel confident that I am well 
qualified to represent your interests.

iCare
Above all is my desire to make you feel that you 
are being looked after and guided through the 
potentially stressful process of buying or selling 
a home.
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iListen
Listening to my clients is very important to me – I like to  
understand as much as I can about their lifestyle and 
the type of property they are looking for.  

Sometimes a client will choose a property that 
was not what they initially thought they wanted.  
If I understand their lifestyle and aspirations I 
can suggest properties that may be different  
but very appealing.




