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Introducing Ross-Hunt 
Real Estate

Thank you for considering Ross-Hunt for your 
property needs.

Our focus is on delivering an outstanding 
experience for you. We pride ourselves on being 
genuine and transparent, dedicated, professional 
and putting you, the client, first at all times.

Choosing the right agent to sell your property is a 
big decision. I hope that the information in this 
booklet will help make that process a little easier; 
it’s an introduction to Ross-Hunt and what we are 
all about. 

Our team is enthusiastic and passionate about 
property, and will work tirelessly to ensure you 
receive the best possible result when selling your 
home.

Ross-Hunt can offer you an international database 
of over 13,000 potential buyers in our system. 
We are the largest, privately owned Owners 
Corporation in Victoria with clients spread 
around the globe. 

We can also offer a variety of wide reaching and 
effective marketing strategies, tailored to your 
property. 

These are just some of the selling advantages that 
Ross-Hunt can offer you beyond any other real 
estate agency.

We give our all to each transaction to devise 
precisely the right strategy, ensuring the 
maximum sale price is achieved and the right 
buyer groups are directed to your property.
Generating a premium result takes experience, and 
you can be assured of that from our team here at 
Ross-Hunt.

As our client testimonials show, the best agents 
are not necessarily the biggest or flashiest, but the 
ones who take the time to listen and respond to 
your needs and who work hard to achieve the best 
possible result.

It would be a privilege to act as your agent in the 
future and we are more than happy to answer any 
further questions you may have. Please contact us 
at any time on the details below or directly 
with your agent. We look forward to creating a 
relationship with you and helping you in your 
property journey, whatever that may entail.

Yours Sincerely,

Jeff Anderson
Jeff Anderson
Sales Director – Ross-Hunt Real Estate
Mob: 0411 222 744
Email: jeffa@rosshunt.com.au

We have a wealth of experience 
behind us to ensure that you obtain 
the best possible advice and results 
for you and your property. 
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About Us
Ross-Hunt Real Estate is one of the most respected family owned boutique real estate 
agencies in Melbourne, with over 40 years’ industry experience and a highly qualified, 
multilingual sales team of passionate, local professionals.
 
The Ross-Hunt Experience 
Ross-Hunt Real Estate is Victoria’s largest, privately owned real estate agency managing owners 
corporations with over 13,000 properties under management, giving you access to a huge database of buyers. 
This means you don’t have to commence initially with an expensive marketing campaign, we already have a 
network of ready-made investors. A captive market can make the entire process as efficient and effective as 
possible. So that's the beauty of Ross-Hunt Real Estate - we are 100 percent locally owned and operated and 
our experienced, award winning team is committed to helping you achieve the best result possible. We have 
multi-lingual sales staff and will explain to you in detail the merits of timing, method, 
price, presentation and costs.
 
Recognition
Your property deserves to be associated with a company that people recognise and trust. Ross-Hunt Real 
Estate prides itself on strong family values. We are all about honesty, communication and personal service, 
never losing sight of the most important factor: you and your family. 
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Community Involvement
Ross-Hunt is deeply involved and committed to the local community. We have been both major and minor 
sponsors of local schools, kindergartens, the Surrey Hills Neighbourhood Centre, Surrey Park Football Club, 
Rotary Club of Mont Albert and Surrey Hills, Box Hill Lions Club, International Women’s Day events, local 
community church groups, disadvantaged groups and various others.
  
High standards, outstanding service
We are committed to providing you with the highest standards of excellence in customer service, whilst 
maintaining trust and family values. Throughout the process we aim to make the sale of your property an easy 
and rewarding experience. We will communicate with you weekly, both verbally and in writing and welcome 
your feedback at any time.
 
Technology
Ross-Hunt Real Estate prides itself on keeping up to date with the latest technologically advanced resources to 
keep up with developments in the industry, ensuring you are provided with the most contemporary, expert 
advice in real estate. Our digital marketing strategy ensures strong enquiry.  
 
Ross-Hunt Real Estate continuous training
We are committed to providing ongoing, comprehensive and practical training to principals and staff 
of Ross-Hunt Real Estate.
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Where do I start 
if I want to sell 
my home?

Once you have decided you 
want to sell your home, you’ve 
already taken the biggest step 
in the selling process.  

So what comes next?
If you’ve never sold a property before, it’s 
important to understand how the selling process 
works so you’ll know the order of events.

There are a number of decisions to make, 
including when to sell, which method works best 
for your property, which real estate agent to 
select to represent you, the best way to prepare 
your property for sale, and understanding 
advertising and commission costs.

How quickly you’ll need to proceed depends 
on your personal circumstances, especially 
whether you’ve already purchased your next 
home.

Insights



How does the 
selling process work?

1. Real estate agents
An agent is your representative when selling your home, and is the one who 
negotiates the sale with potential buyers. Real estate agents can give you an 
indication of the current market trends and provide advice to help maximise the 
outcome of your sale. This may involve minor renovations, de-cluttering, garden 
maintenance and staging, all designed to increase the appeal of your property. 
They will advise you on whether it is preferable to put a price on the property, 
put it up for auction or for expressions of interest, plus the advantages and 
disadvantages of each method.

2. Marketing 
Online, digital and print advertising, as well as brochures and signboards, will be 
used to help sell your home. Great photography and possibly a video will be the 
key, as well as a compelling description of the features of the property.

3. Open homes and auction
Once you and the agent have agreed on your strategy and timing, and the house is 
ready for inspection, you can put it on the market. Inspections are normally held on 
Saturdays and sometimes week nights, and potential buyers will submit offers to 
your agent, who is best equipped to advise you whether to accept or not. If your 
property is to be sold at auction, this normally happens after the property has been 
on the market for two - four weeks.

4. Exchange and settlement 
When you decide to accept an offer, you can negotiate terms and timing to suit 
both you and the buyer. After a settlement period, which can be 30/60/90/120 
days or even longer, we will arrange for the deposit, less our costs, to be 
transferred to your account, or your solicitors trust account. Your solicitor 
will handle the remainder of the financial transaction and transfers.

Selling a house may seem daunting, but dividing it into key stages 
makes it easier to understand the steps that need to be taken.
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How much 
does it cost 
to sell 
a house?

Every property is unique and therefore 
the costs involved with selling a home 
differ greatly. Agent fees vary based on 
the individual agent and the value of 
the home. To determine the costs 
involved, examine your property 
and add up all the potential fees 
so you know what to expect.
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Real estate agent’s commission 
Negotiable to be agreed between both parties. 
Typically between 1.5% to 3%.

Conveyancer or solicitor fees 
Approximately $1000 to $1200 plus disbursements.

Marketing including photography, advertising, 
and signboards 
Varies depending on options but generally no more than 
1% of the sale price.

Auctioneer’s fees 
Between $650 to $1000.

Renovations and repairs 
Varies based on the property.

Home staging 
Approximately $2000 to $4000 depending on the size of 
the home.

Moving costs 
Approximately $400 to $2000 depending on the size of the 
home and distance.

Mortgage discharge fees 
Varies based on the lender.

Capital Gains Tax 
Varies based on the property and your particular details.

Once you have completed your list, go through 
it with your agent to ensure nothing is missing,  
avoiding any nasty surprises in store. Also take 
into account there will be costs for buying your 
new house, such as stamp duty, bank charges 
and solicitor fees.
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How do I get the 
best price for 
my home?

The saying “you never get a second chance to make 
a first impression” has never been more true than 
when selling your home. How you present your home 
is only part of the equation. Timing also affects the 
price you can achieve.

1. Choose the right time of year 
Spring and autumn are renowned for being the busiest times of year in real estate, 
but with more properties for sale there is also more competition at this time of 
year. Winter is a quieter period, and in the middle of summer the real estate 
market attracts many passive buyers. Optimum prices are often achieved when 
volumes are low.

2. Know your local market 
Your real estate agent will be able to update you on the current trends in the local 
market. They are well-equipped to offer advice on what properties are currently 
available, how many buyers are actively searching for homes, and which method 
of sale is best.

3. Make smart improvements 
Agents can also offer advice on ways to make your property more marketable. 
They may suggest minor repairs such as refreshing the paintwork, removing some 
furniture to make rooms appear larger, or tidying the garden. If your house appeals 
to a broader market, it should lead to a better result.

Check out our detailed tips on presenting your home further in this booklet 
for more ideas.

As we are also Owners Corporation managers, we 
have an excellent database of tradespeople we can 
recommend to complete any works required on your 
property, both at competitive rates and also as a 
priority job.
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Market worth
At Ross-Hunt Real Estate, we will give you our realistic estimate of what 
your property is likely to achieve in the current market. This is generally 
given as a price range.

We base this on careful research and analysis from recent sales in the 
vicinity as well as the condition of the home itself and its proximity to 
amenities, schools and general transport. Seasonal factors may also 
contribute to pricing fluctuation, along with both domestic and 
international economic factors.
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Services Provided
Pre-Sale Period

•  In the case of leased properties, we liaise with the tenants and  
  advise them of details of the sale procedure and necessary   
  inspections. We do this diplomatically so that inconvenience is  
  kept to a minimum.

•  Upon appointment as your agent, we immediately contact   
  prospective clients who are qualified to buy and may be suited to  
  your property. Many sales are made directly from our extensive  
  database of investors through our Owners Corporation.

•  A bespoke marketing campaign is tailored to your property, your  
  needs and budget to ensure we achieve the best possible sale  
  result.

•  Incorporated in the above is the proofing of advertising which  
  includes photography, floor plan and copywriting before final  
  print. 

•  Property detail items such as brochures and any extra 
  information about the property and the local area are put on   
  display during open for inspection times, together with the 
  statement of information with comparable sales in the area.

•  In the case of tenanted properties, we communicate with both 
  the leasing agent and tenant informing them of our intentions to  
  sell with emphasis on minimum inconvenience to tenants.

•  Open for inspections are conducted bi-weekly and private buyer  
  appointments as needed. 
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Sale Campaign

•  At our open for inspections we provide brochures, floor plans 
  and other information about the property and the local area to 
  assist our buyers. 

•  Follow up of buyers reactions is made shortly after open 
  inspections.

•  A weekly update is provided to you of your ongoing 
  campaign progress.

•  We will confirm placement of any print, online and digital 
  advertisements and when they occur.

•   A regular market review is conducted with you to
   discuss the progress of the marketing and 
   campaign in general.

•  Any expressions of interest via offers will be 
  communicated to you immediately.



Post-Sale
•  We organise the exchange of contracts between all parties   
  and their legal representatives.

•  We follow up on any conditions that are applicable to your   
  sale such as finance, deposit terms, building and pest 
  inspections and organise property access for any 
  inspections required to complete these conditions.

•  We follow up the Section 27 document which enables the   
  early release of the deposit to you (less our costs). This 
  can be done once all relevant conditions have been fulfilled,   
  usually within 28 days of the contract becoming 
  unconditional. The section 27 document is served by 
  your solicitor/conveyancer to the purchasers’ solicitor/
  conveyancer. 

•  We will conduct a final inspection with the purchaser prior to  
  settlement.

•  If a Section 27 has not been completed prior to settlement,   
  upon settlement confirmation from your legal representative,  
  we will then organise for the balance of deposit less our   
  commission and marketing fees to be transferred to your   
  nominated bank account.

•  Upon confirmation of settlement we hand over the keys tothe  
  the new owners. 
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Methods of Sale, 
a guide for sellers

Auction
Public Auction is a popular method with sellers as it creates a situation where buyers 
have to compete with other buyers. Prospective buyers will bid against one another 
at a date and time set by you. Your property cannot be sold unless it reaches your 
'reserve price' - however it can be sold for well above the reserve price. This is because 
there is no firm asking price; hence, no "ceiling" is created in the buyers' minds. The 
home is marketed through a carefully targeted, intensive advertising campaign. 
Auctions have no "cooling-off" period (when buyers can change their mind) and is not 
conditional i.e. buyers' finance approvals or building inspections. Auctions create 
competition between buyers, pushing the price up and being sold 
to the person who is prepared to bid the highest amount.
 
Private Sale
With a Private Sale, both you and the agent agree on a fixed price to advertise your 
home. The agent will then negotiate with each and every interested party on your 
behalf, to find a willing buyer who will meet your nominated price and conditions or as 
close to it as possible. All offers will be presented to you, and you then choose the 
best offer. A property can also be sold at any time during the campaign, from the day 
it is placed on the market. A three business day cooling off period applies.
 
Set Date Sale
Set Date Sale is a combination of both the Auction and Private Sale methods and 
draws on the best aspects of each. A property is generally marketed over a set period 
(either 3 or 4 weeks) and advertised with a deadline for offers. Buyers can submit 
offers at any time throughout the campaign, which the vendor can choose to accept. 
Registered buyers will be contacted (either when another offer is submitted or before 
the set date) and given 24 hours to submit their best possible offer, which can include 
conditions such as finance or building and pest inspections. All offers are kept strictly 
confidential which encourages buyers to submit their maximum price, often pushing 
the sale price up. The vendor then chooses the best offer. A three business day 
cooling off period applies. 
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best method that suits 
you and your property.



14

Marketing Methods
Upon receiving your instructions, we immediately commence 
planning and co-ordinating your marketing campaign which 
would include: 

1. Organising copywriting to be written, or writing it ourselves. 

2. Organising property styling (if agreed to).

3. Organising and proofing professional photography to be taken and floor plan to be drawn up  
  and or artist impressions / sketches as required.

4. Placement of the property on the internet (on various real estate websites and social media).

5. Preparation, proofing and organising the appropriate sign board to be printed and installed.

6. Preparation, proofing and organising printing of brochures, drop cards and window display. 

7. Booking, proofing and placing the agreed print, online and digital media advertising.
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The internet is the number one source of enquiry at present. Our internet options include advertising 
on the following main real estate, social media, news and information sites as well as the Google display 
network  (if your budget allows):

• Realestate.com.au 
• Domain.com.au
• Rosshunt.com.au
• Facebook
• Instagram
 

Local papers are still a viable means of advertising, but they can command larger budgets. 
The adverts can vary from modest small ads to large ones, however we tailor each ad to suit 
the property, where appropriate.

We have access to a choice of Chinese print publications – which are very reasonably priced 
and reach a large number of people. These are an excellent source of enquiry and form an 
important part of our marketing programs.

For Sale or Auction Board – statistics have indicated that 10-15% of sales enquiries come from 
‘Boards’. We will recommend an appropriate sale board to suit your needs, this may be a photo 
board with descriptive text and imagery or a plain stock board (with no photos or text).

We also use digital and social media boosting of our properties on Facebook, Instagram, Newscorp sites and 
Google display network, allowing us to target certain demographics.

We adopt a marketing program 
to suit our client’s needs, and 
have proved that expensive 
marketing programs are not 
necessary to achieve the desired 
result in today’s market.

• Facebook Ads
• Google Display Network
• Newscorp Australia sites such 
  as The Australian, news.com.au 
  kidspot.com.au.

Internet 70%

Database 9%

Board 5%

Referrals / Social
Media 3%

Local & Chinese
papers 13%

Where our buyers
come from



Community Support
Ross-Hunt is deeply involved and committed to the 
local community. We have been both major and 
minor sponsors of local schools, kindergartens, the 
Surrey Hills Neighbourhood Centre, Surrey Park 
Football Club, Rotary Club of Mont Albert and 
Surrey Hills, Box Hill Lions Club, International 
Women’s Day events, various community churches, 
disadvantaged groups and various others.
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Tips on 
presenting 
your home



General
Your property must be kept clean, odour and clutter 
free before photography and throughout 
the campaign. 

•  Make sure you clear and tidy all surfaces. 

•  Remove any unnecessary furniture. 

•  Remove any items from the front of the fridge. 

•  Have a clean and fresh smelling home, consider  

  cooking, pet and smoke odours.

Maintenance inside the property
Repair all major and minor problems. Any repairs 
not done, major or minor, may make the buyer 
question the maintenance and upkeep of the 
property, which will in turn lower the price for 
a sale or lengthen the time to sell. 

•  Replace any faulty light globes. 

•  Repair dripping taps, creaking doors, sticking  

  windows and make sure curtain tracks glide  

  properly. 

•  Make sure appliances are clean and in good  

  working order. 

•  Check for peeling or flaking paint, loose wall  

  paper and cracks to walls, and repair 

  accordingly.

Tips on 
presenting 
your home
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Cleaning
Every area within your home needs to glisten and 
shine. All the effort will be worth it!

•  Clean all mirrors, windows and fly screens   

  throughout, including the garage.

•  Steam clean carpets and rugs.

•  Ensure all tile grouting is clean, replace any  

  broken tiles.

•  Clean and polish all wooden and lino floors.

•  Clean light fixtures, ceiling fans, exhaust fans  

  and range hoods.

•  Clean toilets and bathrooms regularly, removing  

  towels or replace with fresh ones.

•  Remove pet food bowls and litter trays.

•  Clean fireplaces.

•  Tidy inside cupboards and draws.

Staging for inspections
Consider using a property stylist who can dress your 
home for sale. Here are some things you can do to 
make your home more attractive and appealing before 
inspections.

•  Add a vase of flowers to a side or coffee table.

•  Add a basket of logs beside the fireplace. 

•  Use a throw or coloured pillows on your couch   
  which tie in with artwork and rugs.

•  Open all blinds and curtains, but soften any   
  offending views where possible.

•  Add additional lighting to dark rooms or spaces.

•  Remove any family photos, this will help buyers 

  to imagine themselves living in the home. 

•  Remove posters from bedroom walls.

•  Remove ashtrays and any dirty clothes and linen.

•  Play soft background music and turn off 
  televisions.

•  Use subtle scents through candles or diffusers,   

  studies show people have positive responses to   
  cinnamon, flowers, freshly baked bread or    
  desserts.

•  Keep pets out of the house during inspections.

•  Create a comfortable atmosphere relative to the   
  weather—cool in summer, warm in winter.

•  Leave your home before inspections, buyers will   
  feel more comfortable if you are not there.
 

Creating broad appeal
You need to make your home appeal to the widest 
possible range of buyers to get the best possible sale 
result. Consider your choices in décor, paint and 
flooring colours, and if you are updating these, choose 
neutral tones. 

Studies have shown 
that people have strong 
positive responses to 
cinnamon, flowers or 
freshly baked bread.
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Curb side Appeal
Exterior—front and rear
Check your property carefully for any maintenance 
that is required. Its important to pay close attention 
to your front exterior and your curbside appeal. 
Impress buyers before they walk through the door. 
An attractive and well maintained garden and 
outdoor entertaining area can have a lot of appeal.

•  Tidy up and mow the lawns.

•  Weed garden beds and re-mulch.

•  Add colour by planting flowering annuals or  
  placing in pots or tubs on the front step / porch. 

•  Repair and or repaint fences

•  Trim back shrubs and trees in front of any   

  windows.

•  Remove dust and cobwebs.

•  Touch up peeling paint on gutters and eaves.

•  Clean gutters, down pipes, spouting and   

  fascias.

•  Wash windows and window sills.

•  Make sure your letter box is in good condition,  
  visible, clean and free of junk mail.

•  Check exterior and garden lighting to make  
  sure they are all working.

•  Clean and re-stain any decking, repairing any  
  areas as necessary i.e. wood rot or screws  
  popping. 

•  Remove any garden waste and rubbish, and  
  store garden tools and toys out of sight.

•  Remove pet droppings regularly.

•  Create or clean up your outdoor entertaining  
  area—clean outdoor settings and open 
  umbrellas.

•  Clean pools, spas and water features.

Driveway and Garage / Carport
The driveway and your garage or carport are one of the 
first things buyers will see so its important they are 
looking their best. A clean, organised garage always 
appears more spacious.

•  Sweep and power wash the driveway, garage floor   
  and walkways to remove any dirt, stains and debris.

•  Wash the garage door, making sure it operates   
  properly.

•  Tidy the garage or carport area, organising tools,   
  garden equipment, bicycles etc.
•  Clear and organise any work benches and highlight   
  with good lighting if it is part of the sale.

•  Remove any cars before inspections.

•  If it is being used as a recreational area, set up   
  a table tennis table or similar and hang some   
  bright artwork.

Front Entry
The front entry of your home deserves particular 
attention, look at what kind of first impression it 
creates.

•  Wash the front door, touch up paint chips and   
  scratches or give it a fresh coat of paint.

•  Add a flowering plant or potted colour to the   
  entry porch or verandah.

•  Invest in a new door mat.

•  If you have any front steps, make sure they are   
  safe and free of clutter. Ensure any railing is secure.

•  Make sure the flooring is spotlessly clean.

•  Add a small plant or a vase of fresh flowers to   
  a hall table as a focal point.

•  Add a well placed mirror, if you don’t have one   
  already. This will give the illusion of more space.

•  Tidy and clear out any entry cupboards to 60% full.
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Buyers quite often 
do a drive by of 
a home before 

they decide 
to inspect it.



First impressions are lasting impressions
Space Management
Create the illusion of more space by carefully considering item placement within your home. 

•  Rearrange furniture to give the rooms a more spacious feeling, or remove some furniture from smaller   
  rooms. Large items can be put into storage if necessary.

•  Pack away any collectibles and personal items, leaving just a few accessories to give a homely feel.

•  Remove all clutter and pick up clothing and shoes before each inspection.

•  Re-organise your cupboards and drawers to demonstrate the best use of the space, leaving room to add   
  more. As a general rule, only fill your cupboards, drawers, bookcases, linen presses and wardrobes to   
  60% capacity. Pack away any seasonal clothing, linen, crockery etc for the move to free up space.
 
Living areas
Make your living areas as inviting and relaxing as possible, encouraging a buyer to imagine living in your home.

•  Reposition furniture to improve traffic flow, leaving plenty of space around them and removing any excess   
  furniture not required.

•  Position couches with their backs to the wall.

•  Add in a pot plant or two for some greenery and to soften any hard angles in the home.

•  Freshen the look with some new cushions and throws.

•  Clear the coffee table and place an interesting book or some home magazines on it with a candle.

•  Add lighting with lamps to dark areas or corners and open all curtains and blinds.

•  Clean and organise all storage spaces.

•  Sweep and clean the fireplace if you have one. Set up a few logs for display or if it is not in use place 
  something decorative in position instead such as a basket or bowl.

•  Remove any cobwebs from ceilings and exposed beams.

•  Set your dining table for a meal with crockery and placemats, and add a centerpiece arrangement such as   
  candles, flowers or a bowl of fresh apples or lemons.

Kitchen
Kitchens can sell houses! Make sure it is clean and clear the benches of everything, maximizing the 
appearance of work space.

•  Put away small appliances, cutting boards, knife blocks and other clutter.

•  Remove any items around your sink such as dish racks, cloths and brushes, detergent etc

•  Appliances need to be spotlessly clean, both inside and out, and operational.

•  Place a bowl of nice red apples or lemons on the bench, perhaps a cookbook on a stand and a canister or   
  two but nothing else. Less is more.

•  Tidy up your pantry and keep it neat.

•  Clear away anything on the front of the fridge.
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Bedrooms
Every bedroom in your home should be inviting, particularly the master.

•  Use your best linen with beautiful cushions and throws.

•  Clear bedside tables and turn bedside lamps on.

•  In kids bedrooms, limit toys to one basket or shelf and put away everything else. Clear the clutter.

•  Make storage areas (built in robes or walk in robes) appear generous and well planned. Remove any items   
  from the floor and store away any seasonal clothing. Remember to fill it only to 60% full.

•  Ensure any lighting in wardrobes is in working order. 

•  Remove any posters, unusual or personal wall hangings and consider replacing with one coordinated   
  picture or stretch canvas artwork.

Bathrooms
Bathrooms should be immaculate. Clear everything out so it almost looks like it is not used. Cleanliness is key.

•  Replace worn or dirty shower curtains. 

•  Clean and repair tiles and grout.

•  Repair any leaking or dripping taps and ensure they are clean and functioning properly.

•  Remove shampoo bottles, razors and items from the shower and store away for inspections.

•  Remove hairdryers, straighteners, toys, kids bubble bath etc and toothbrush collections and store away for   
  inspections.

•  Clean and organise all cabinets and drawers.

•  Ensure all surfaces (benchtops, floor, bath, basins and shower screen) are spotless.

•  Close toilet lids

•  Dress with clean fluffy towels, lightly scented candles, a small artificial plant—think resort style luxury.
 
Laundry
Buyers want to see the room and space in your laundry.

•  Put away all washing powders and cleaning products if possible.

•  Remove any washing baskets and dirty washing before inspections or store in a closed hamper.

•  Organise all cupboards, shelves, drawers and storage areas. 

Make Your Buyers Feel at Home
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Buyers’ Advocacy

Why use a Buyers Advocate?
Buying a property is one of the most significant 
decisions you will ever make, and can involve a 
significant amount of time, money and emotion. 
It is simply too important not to engage 
professional help!

The majority of buyers go to a real estate agent for 
advice; however they are engaged by the vendor and 
may not act in the buyer’s best interests.

A Buyers’ Advocate represents you, the buyer, in 
devising and implementing an appropriate strategy 
and tactic to successfully acquire a particular 
property.

Common reasons for engaging a Buyers’ 
Advocate are:
• Save time by having a professional search the   
  market for you.

• Eliminate the stress and frustration of being shown   
  inappropriate and unsuitable properties by selling   
  agents who don’t listen to a buyer’s needs.

Ross-Hunt Real Estate is pleased to introduce its 
Buyers’ Advocacy service, headed up by *Anderson 
Property Advisors’ Jeff Anderson, registered and 
licensed buyers’ advocate. Jeff is a fully licensed 
estate agent and award winning auctioneer. He has 
more than 30 years of industry experience and has 
conducted over 3000 successful auctions.

• Use a professional negotiator to obtain the lowest   
  possible price (the vendor has an agent on their   
  side!).

• Be the first to receive information about up-coming   
  listings.

• Guide first home buyers or investors through the   
  entire purchase process (avoid costly mistakes).

• Receive independent advice to provide you with   
  peace of mind (source the right property with the   
  best prospects for capital growth) and most 
  importantly to purchase at the right price.

• Be professionally represented at all times.

We deliver quality by providing the most 
comprehensive and complete service. 
Our resources will keep you ahead of 
the rest.

We ensure trust by providing honest and 
open opinions about the property market, 
strategies and analysis. We will keep you 
informed every step of the way, providing 
the facts in a professional and objective 
manner.

Our services are tailored to suit the client. 
Accommodating every client’s expectations, 
we will adjust our service and fees to best 
suit your needs.

A buyers’ advocacy 
service is ideal for the 
first home buyer, time 
poor investor or any 

purchaser simply 
needing carefully 

considered guidance.



We only act for the buyer, ensuring there are no 
conflicts of interest. All our Buyers’ Advocates and 

staff are 100% focused on delivering the best 
result for you, the buyer! Let us help you to 

achieve your lifestyle, wealth and property goals 
while saving you time, money and stress.

We only act for the buyer, ensuring there are no con-
flicts of interest. All our Buyers’ Advocates and staff 
are 100% focused on delivering the best result for 
you, the buyer! Let us help you to achieve your life-
style, wealth and property goals while saving you 
time, money and stress.

Fees
All fees for Advocacy services can vary depending on 
the property location, budget and services required. 
Please enquire with us if you would like 
to know more.

Services include: 

Buyer Advocacy 
Search and secure or negotiate and secure. We can 
identify, isolate and negotiate your preferred property 
from the initial appointment or if you have already 
found your dream home/investment, negotiate the 
pathway through to a successful purchase, whether it 
be private treaty or auction at the right price with your 
ideal preferred terms and conditions.

Vendor Advocacy
We will help you in understanding what is actually 
being said by your agents of choice, what is really 
critical and what you don’t need with marketing costs. 
We are familiar with most brands and how individual 
agents operate under those brands, therefore are able 
to cut through the often time consuming process of 
selecting an agent.  

Freelance Auctioneering
Jeff Anderson has personally conducted over 3000 
successful auctions throughout Melbourne and is a 
multi award-winning auctioneer.

Expert private sale negotiation
Having trained a myriad of agents, been at the 
forefront of both boutique and international brands, 
managed, partnered and/or owned some of 
Melbourne’s largest companies and negotiated 1000’s 
of sales over the years, Jeff knows the correct way to 
provide expert guidance when securing your ideal 
dream home or investment property. An agent to 
agent discussion is almost totally different compared 
with client to agent. Call us to discover and 
understand why!

Access to a massive range of affiliates and industry 
experts
We are closely aligned to professional business 
owners in almost every industry, giving you direct 
access to real estate professionals in every market.

In depth property analysis reports
We deliver a comprehensive and directly relevant 
property analysis report, delving deep into the 
important aspects of your property. Some agents 
manipulate comparable sales data to influence your 
decision making process.

Need More Reasons?
• We have a proven history of success, huge 
  experience, repeat business and referrals from  
  previous happy clients.

• We are 100% independent; we work only with the  
  interest of securing the best property at the best  
  possible price for our clients.

• We deliver quality by providing the most 
  comprehensive and complete service. Our   
  resources will keep you ahead of the rest.

• We ensure trust by providing honest and open  
  opinions about the property market, strategies  
  and analysis. We will keep you informed every  
  step of the way, providing the facts in a 
  professional and objective manner.

• Our services are tailored to suit the client. 
  Accommodating every client’s expectations, we  
  will adjust our service and fees to best suit your  
  needs.
 

*Anderson Property Advisors operates under the same roof as Ross-Hunt Real Estate however is independent and will never engage in
unlawful conflict of interest where both buyer and vendor are represented by Ross-Hunt Real Estate. 25



Rentals - Thinking of Leasing or 
Changing Agents?
Our expert property management department prides itself on its strong ethics and dedication to make the 
process of leasing your property easier for you. We appreciate that the decision to lease your property is a 
big one, that’s why we provide the highest level of service and support. By managing the details, we ensure 
a smooth, transparent process for the landlord. Providing good old fashioned personal service supported 
by the latest technology and systems giving you the best of both worlds. If you are looking to build a 
strategic relationship with an experienced team you can trust that Ross-Hunt Real Estate is the right 
choice for you.
 
Contact our Rental Department Manager Chelci Wynn for an obligation free appraisal of your property on 
0422 646 071 or chelciw@rosshunt.com.au

With vast experience and knowledge of Property Management, Chelci has been working in the real estate 
sector since 2001. As a property investor herself, Chelci understands the importance of building strong 
relationships with both landlords and tenants alike. Chelci is an integral part of the team at Ross-Hunt Real 
Estate while also being highly respected throughout the industry. 

Why Are We Different From Other Agents?
• 100 years combined experience

• Open and honest communication

• Thorough knowledge of the Residential Tenancies Act

• Rare VCAT appearances

• Well below REIV average for rent arrears

• Low vacancy rates

• Regular private and scheduled open for inspections

 • Timely payments of all rents to landlords

• Thorough processing of all applications

• Experienced management and scrutiny of all maintenance

• Reliable, professional and competitive tradespeople

• Digital photographic inspection reports

• Free End of Financial Year Statements
26



Owners Corporations 
(BODIES CORPORATE)

For over 45 years
Ross-Hunt Real Estate is Victoria’s largest, privately owned real estate agency 
managing owners corporations with over 13,000 properties under management. 

Our depth of knowledge and in-house property specialisation has enabled the firm to build to over 50   
people and gain leadership of our sector. We are supported by our network of professional providers and   
our access to a team of reliable maintenance and repair contractors. 

• We strive to be trustworthy, supportive and act professionally.
• We have been Owners Corporation Managers (Bodies Corporate) for over 40 years.
• Our management is professional and pro-active. We have 14 experienced managers, plus administrative   
  support staff and manage in excess of 1200 Owners Corporations. We look after all types of properties 
  including: Strata, Stratum, Company Share, Residential, Commercial, Industrial and Retail.
• We are also REIV Accredited.

Why Choose Ross-Hunt & ‘The Ross-Hunt Difference’
At Ross-Hunt, we not only strive to provide our cliental with a worry free management experience, but we go   
one further and aim to do so, while providing an above board financial system, where we do not charge our   
members unnecessary and ambiguous extra fees.

What sets us apart from the pack? 
The details outlined below are services which we offer all Owners 
Corporations, at no extra charge and are the services which we believe are The Ross-Hunt Difference:

• Dedicated manager appointed to your property

• Dedicated and professional accounts and administrative team

• Personalised service

• Specialist advice

• Fully computerised systems and online owners portal (Look at My Strata)

• Competent and effective debt collection

• 24 hour emergency after hours service

• Flexibility in scheduling AGMs

• We will arrange quotations and works for any maintenance issues at the property

• Assistance and flexibility in organising insurance cover

• Simple and above board extra fees policy

• Separate claim liaison administrator

For more details or an informal chat please contact:
Madeline Thewlis
Business Development Manager / Owners Corporation
P: (03) 9835 1128  |  M: 0418 960 001  |  E: madelinet@rosshunt.com.au 27
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Acceptance 
Agree to the Terms of an offer or contract.

Auction 
A public sale where the property is sold to the highest 
bidder - on the proviso the reserve price has been met 
or exceeded.

Body Corporate
The owners of units/ apartments within a building form 
a Body Corporate. These owners select a committee 
who are responsible for maintenance of the building 
(including all common areas).

Capital Gain
The monetary gain that you obtain when an asset is 
sold for a higher price than originally paid for it.

Common Property
An area of which ownership is shared by the 
proprietors (such as a unit complex or a dual 
occupancy).

Company Shares
Owners of these units are shareholders in a private 
company. The approval of the majority of shareholders 
is necessary; for example, if you wish to lease your 
property. A rare form of ownership these days – most 
converted to a strata title.

Contract of Sale
A formal written agreement stating the terms and 
conditions of sale or purchase of a particular property.

Exchange (of contracts)
Occurs after both purchaser and vendor have signed 
contracts and contracts are physically or electronically 
exchanged from one party to the other. Both parties are 
committed to the transaction on exchange.

Improvements
Anything that is built on the land, for example the 
house, outbuildings, etc.

Land Tax
An annual tax paid to the State Government, calculated 
according to the value of the property. Please check 
with your State Government for the tax amount.
and conditions will apply.

Lease 
A document which grants a person/s tenancy of a 
property. A specific period and terms and conditions 
will apply.

Agent
A body or person authorised to act on behalf of the 
client in the sale, purchase, letting or management of 
real property.

Authority Agreement
Document signed by Vendor to give the real estate 
agent authority to sell the property and includes the 
agency type.

Bond
Upon signing a Tenancy Agreement, a bond must be 
paid by the Tenant to the Rental Bond Board (usually 
equivalent to four weeks rent).

Certificate of Title
A document, which shows ownership details, 
dimensions of the land, details of any mortgages, 
encumbrances, easements, etc.

Chattels
Any property other than the freehold land e.g. light 
fittings, curtains etc. not to be confused with fixtures 
e.g. stove

Conditional Offer
An offer made conditionally, for example on availability 
of finance or sale of another property.

Conveyance
The legal process involved in transferring the 
ownership of a property.

Cooling off period
A stated time after contracts are signed, within 
which purchasers can change their mind, (in some 
circumstances) withdraw from a contract and pay 
only a minimal financial penalty. Not relevant at 
auction sales.

Deposit
The amount of money placed in trust as evidence of 
the intention to purchase.

Holding Deposit
This is a deposit paid – based on the goodwill of the 
buyer to go ahead with the purchase of a property.

Summary of Terms
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Legal Fees
Money paid for legal work completed by Solicitor or 
Conveyancer.

Lessee
A person (or legal entity) who leases a property.

Lessor
The owner of a property who leases the property to 
another person (or legal entity)

Market Price
The amount of money that the buyers at the time are 
prepared to pay for a property given a willing seller and 
a willing purchaser as defined by a famous court case 
known as the ‘Spencer Case’.

Mortgagee
The lender of the funds (money) to purchase the 
property.

Passed In
A property is ‘passed in’ at auction if it does not meet 
the set reserve price.

Requisitions
A list of questions that a purchaser puts to the vendors, 
solicitor or conveyancer, to determine information 
about the property such as rates, title, rents, after 
contracts have been signed by both parties

Section 27
Vendor declaration disclosing any mortgages or 
encumbrances on the property usually given to a 
purchaser at the time of sale, providing 28 days for 
objections prior to release of deposit.

Title - Types of Title
Old System: The original system of passing documents 
from one person to the next. Records are checked for 
transactions on the property for the last thirty years or 
more to verify ownership.

Company
Rare form of ownership these days. Usually relates to a 
flat or block of flats and the owners each have a share 
scrip instead of title.

Torrens Title: 
A more simple title that checks the present owner’s 
financial obligations before proceeding with the 
transfer to the new owner. 

Strata Title
Usually on a group of dwellings such as units and run 
by a body corporate, you purchase a Title deed.

Stratum Title
A title is issued for the property itself, but the 
surrounding land is owned by a company.

Subdivision
All land subdivisions in Victoria now come under the 
Subdivision Act and the Strata Titles Act apply to the 
new Subdivision Act.

Mortgage
A legal document signed as security for the repayment 
of money when you borrow money to purchase a 
property.

Mortgagor
The borrower of the money.

Possession Date
The day the purchaser receives possession of the 
property, usually the settlement date.

Reserve Price
The reserve price is the amount set by the owner of 
the property prior to or during the auction. After the 
property meets the reserve price it will be sold to the 
highest bidder.

Settlement Day
The day of completion of the sale. Vendor receives 
money, purchaser receives possession of property.

Stakeholder
A person or company, usually the agent or solicitor, 
with whom money has been deposited pending the 
sale of property.

Solicitor
A qualified legal person who acts on behalf of another 
to assist the transfer of property from one owner to 
another.

Stamp Duty on the Mortgage
A State Government tax applies to the mortgage 
amount.

Unconditional Sale
The point at which the contract is binding.

Vacant Possession
The property will be vacant at settlement.

Valuer
A registered and qualified person who makes a 
financial valuation of a property.

Vendor 
The person selling the property.

Yield
The income gained from a property. The yield is usually 
expressed as a percentage of the value or cost of the 
investment.
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