
How to Sell Your House for the Highest 

Price 

Selling a home is one of the largest financial decisions most people will ever make. 

Naturally, the question almost every seller asks is simple: 

How do I sell my house for the highest price? 

The answer rarely comes down to luck. 

It comes down to strategy, preparation, and execution. 

In many Australian markets where homes sell around $1.2M–$1.3M, even a small difference 

of 3%–10% in the final result can mean $40,000–$130,000. 

When marketing costs, holding costs, and missed negotiation opportunities are added, the 

financial difference can easily exceed: 

$150,000. 

 

Knowing This Helps You Avoid the 

$150,000 Mistake 

Most sellers focus on the property itself when trying to achieve a great result. 

But the reality is something very different. 

The final price of a property is heavily influenced by the process used to sell it. 

And within that process there are several points where value can quietly leak out of the 

transaction. 

Pricing mistakes. 

Presentation mistakes. 

Marketing mistakes. 

Negotiation mistakes. 

Each step either protects your value or slowly reduces it. 

If the agent you are interviewing cannot clearly explain where money can be lost during the 

selling process — and how they actively prevent it — they are not mitigating risk. 

In many cases, they are unknowingly contributing to it. 



 

Think Note 

A professional agent doesn’t simply sell property. 

They protect value throughout the transaction. 

 

Mistake #1: Pricing Strategy — The Anchor 

That Controls Negotiation 

One of the most powerful influences in any property campaign is price anchoring. 

The price you present to the market becomes the first psychological benchmark buyers use to 

judge value. 

Some agents recommend listing properties without a price using phrases like “Contact 

Agent.” 

However, buyer behaviour tells a different story. 

According to REA data, around 73% of buyers will not engage with a property that does 

not display a price. 

Because of strong buyer pushback around “no price” listings, realestate.com.au introduced 

a search filter allowing buyers to exclude properties that don’t show a price. 

Which raises an important question. 

Would you spend $3,000–$4,000 marketing your property, only to have it ignored by a 

large portion of the market? 

A clear, data-supported price position helps attract serious buyers and gives your negotiator 

control from the beginning. 

 

Think Note 

In negotiation, the first credible number becomes the reference point. 

Control the anchor and you control the conversation. 

 



Mistake #2: Presentation — Styling vs 

Staging 

Today, your property’s first inspection almost always happens online. 

Buyers scroll quickly and form impressions within seconds. 

Professional photography and thoughtful presentation can significantly increase perceived 

value. 

But presentation must also match the property correctly. 

A common mistake occurs when staging does not align with the value of the home. 

For example, placing furniture that suggests a $3M property inside a home realistically 

valued around $800K can create confusion. 

When something doesn’t feel aligned, buyers begin to question the pricing. 

Confusion leads to doubt. 

And doubt strengthens the buyer’s negotiating position. 

Good styling should help buyers visualise living comfortably in the home, not create 

unrealistic expectations. 

 

Think Note 

Confusion creates doubt. 

Doubt strengthens negotiation against you. 

 

Mistake #3: Weak Marketing Strategy 

Many campaigns rely heavily on just two platforms: 

realestate.com.au and Domain. 

These portals are extremely powerful buyer databases — but they sit in the middle of the 

buyer funnel. 

By the time buyers are searching for a specific suburb and property type, many potential 

buyers have already filtered themselves out earlier in the search journey. 



A strong marketing strategy should also create reach at the top of the funnel, before buyers 

narrow their search. 

Some agents claim they market properties on social media. 

In many cases this simply means posting the property on their personal social media pages. 

While this may generate likes and engagement for the agent, it often promotes the agent 

more than the property itself. 

It can create the appearance of activity without significantly expanding the serious buyer 

pool. 

If an agent’s marketing plan consists of: 

• uploading to REA and Domain 

• writing a short description with a handful of attractive adjectives 

• posting the listing on their personal social media pages 

• and waiting for enquiries 

then the campaign may not be reaching the full market. 

Marketing creates opportunity. 

The agent’s skill is to convert those opportunities into competition, and competition into 

price. 

 

Think Note 

Marketing creates opportunity. 

Negotiation converts opportunity into price. 

 

Don’t Be Distracted by “Shiny Things” 

Many sellers are distracted by what could be called shiny things when choosing an agent. 

Big brands. 

Bold claims. 

Flashy brochures. 

Awards and rankings. 

But none of these necessarily change the outcome of your sale. 

Most large real estate brands are franchise networks, meaning each office is independently 

owned and often competing with other offices under the same brand. 



And buyers don’t purchase homes because of brands. 

Nobody drives down the street and says: 

"That’s the brand I like — I’ll buy that house." 

Buyers buy homes, not logos. 

What matters is whether the agent can demonstrate exactly how they achieve the best price 

for their sellers. 

 

Think Note 

Buyers purchase homes. 

Brands simply sell the signboards. 

 

The Seven Points Where Sellers Lose 

Money 

During a property sale there are typically seven key points where transaction leakage can 

occur. 

If these moments are not handled carefully, value can be lost. 

1. The First Confidential Meeting 

The first conversation with your agent should be confidential and strategic. 

If your agent is not treating your situation with discretion, that can already compromise your 

negotiating position. 

2. The Listing Preparation 

If your agent hands the listing off to office juniors to write advertisements or organise 

marketing without understanding your goals, important context can be lost. 

And poor messaging costs money. 

3. Marketing and Reach 

Marketing must extend beyond simply uploading to portals. 

Weak reach limits the buyer pool — and fewer buyers means weaker competition. 



4. Open Homes 

If the lead negotiator is not personally attending inspections and meeting buyers, they lose 

valuable insights into buyer motivation and interest levels. 

That information is critical in negotiations. 

5. Building and Pest Inspections 

If your agent does not attend these inspections, buyers may gain opportunities to introduce 

renegotiation points that could have been managed differently. 

6. Valuations 

If a valuation occurs during the campaign and your agent is not present to provide 

comparable sales and anchor the valuation, there is a real risk the valuation may come in 

lower than expected. 

This can influence negotiations. 

7. Final Negotiations 

This is where many transactions succeed — or fail. 

If an agent’s negotiation strategy is simply “let’s meet in the middle”, then you have 

effectively hired an expensive courier. 

And if the agent is constantly asking you what to do with offers, they have shifted the role of 

negotiator onto you. 

A skilled negotiator protects your position and manages buyer pressure strategically. 

 

Think Note 

A listing agent delivers messages. 

A skilled negotiator delivers results. 

 

The Process That Protects Your Sale Price 

Sellers who consistently achieve stronger outcomes tend to follow one common approach. 

They ask the right questions when selecting their agent. 

A professional sales process should include: 



A clear pricing strategy 

A presentation strategy aligned with the home’s value 

A marketing strategy that expands the buyer pool 

Transparent reporting and campaign analytics 

Strategic negotiation management 

Throughout the process the agent should remain accountable and transparent. 

After all, they are working for you. 

They report to you — not the other way around. 

 

Think Note 

Great sales results rarely come from luck. 

They come from preparation, strategy, and accountability. 

 

Final Thought 

When people ask how to sell their house for the highest price, they often focus on the 

property itself. 

But the truth is simpler. 

The difference between an average result and a strong result is rarely the home. 

It’s the strategy behind the sale. 

And when the difference between those outcomes can be $150,000 or more, the process 

matters. 

A lot. 

 


