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Strategy lredovation

Jqne Eyles-
Berneft reveals
the secrets
to achieving
maximum sale
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I  usual ly re(ommend spending
between 5olo and 7olo ofyour

property 's prerenovat ion value
on renovat ing the ent ire property

( less i fyou can manageit)
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your property
to sell high fast!
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price through minimum
renovation costs
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Value of other renovated properties in the area..,..............$480,000
Less the property's cu rrent value............................................... S400,000
Potential in.rease in your property va1ue................................ S80,000

Cost5
Renovation cost (in this case 77o)................................................. 528,000
Holding costs (mortgage) for duration of reno {5 weeks)...,53,000
Agent5 fees/advertis in9, etc........................................................... S 1 3,000
Lega I fees.... . . . . . . . . . . . . . . . . . . . .  --. . . . . . . . . . . . . . . . . . . . . . . .5 1 ,000
Tota | (osts...........-........... ........................... 545,000

Expe<ted profit
Potential increase in your property va1ue.............................-.. S80,000
Less total cost5 ............. ........................... 545,000
Expected profi1............. ........................... $35,000

Strategy I renovation

lBuy more properties
and make more
money than the
average investor

lwe will fast track
your results!

lltt ttre hard work
as done for you!

] tooo/o guaranteed
support - you can't
go wrong

Money matters
So row you havc an idca ofr'hat
profit vou'rc cxpccting to makc arc

)ou gonrg Io go ahcld withyour
feno!:rion? lfyou. e\pected rrofit is
$10,000-$20,(X)0. is it rcdlly worth dre

Ifyo!'fc liappy with the profit
yoLr've calcularcd. ihen thc ncxt srcp
is to look at vour p.oposed budget and
lvork our hos ro bcst spcnd ir.

This ofcourse is the tricky bit. Ir is
a fun prcce* worknrg out the hs and
otrts ofa renovarion. btrt all too ol-ten
the heft r.kcs ov$ fron drc head
and rcnovlnnrs become emotional
proccss. Maknlg thc propcf!y look
gfcat is rn importrnt ftctor, bl]t
kccpnrg ro yon budgcr is cvcD norc
so. Every dollar vou spend over your
prc dctcrnincd budget is noney out
ofyour brck pocket and your prolit can
takc e slippcry slidc downwards lionr

IfrcDovating yotrr propcrly ro
scll, rlicD you arc csscDij.lly clryng
out a busincs trarsaction. Put your
busnrcssperson s hat on and havc it
oD every tnDe _!o!t \ee o. di5cuss dre
propcr ty  unt i l  i !  se l ls .

You donl nccd to spcnd ! ld ol
norey to creitc a gfert looktng
pxJperty - belieye me I hrve renovated
thc wors! ofdre worst propdtics. Yot
jrst nccd ro spcDd your nioney doing

Jusr tllc right lhirgs jusr rhc right
way. it s gre.t !o gcr idcas lrom TV

lhows rnd mrgrzines. bur mlkc slrrc
ifusc drcir tips they arc rclcvant to
your property. So oftcn I scc pcople
rcnovatirg p!rts ofrhcir pfopert-v drrt
snrply dont need it bccrlsc thcy sa{
this show or that nasrznc rrticlc of
soniconc chcs propcrty lvho needed
that particular sort ofrenovation. Or
drey renovate their propcrly ustrg
colours md nureLials thar ejust rot
,ppropri3te. Resetirching a1l thc t,vpcs
ofniarcrials !nd producrs for your
rcDovarion is c$cntial. And using the
risht oncs iar you. p.()pert), st)le, feA,
loclrnnr and value otyoLtr property is
wh.r makes the di*nrcn.c bcN'ccn i
profirable renovstlon and oDc,vou just
lcarnt a lot oflessons from.

Thc ri.k is in rerb,!tnrg your
property so lhrt it offers \'rlue to your
pur ch ascr. If your propcrty has rfiat
rlieywant rt ! tlir price. rhen yours
rvillbe drc onc drcy buy.Ifyou over-
sp.nd oD )off renovaiion (rnd r.cd
to incease thc pricc of dre prolert_v
$ tr resuh) or jfyou rcnovale n nr a
rvay tliat docui appcal to buyers, ther
rhev'll end up huying anoiher propcrty
do$n llic road Dot yours.

What parts of the prop€rty
wi l lyou renovate?
My rulc is to first lnd forcniost
,enovate or lfick up' thc exrefior ol
the housc iDchrding thc gardcD.Dd
fences. Yrhn I wondcr, do people
spend tcns ofdrousands ofdollars on
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renovating fieir kitchen and bathroom
ar€as but then do almost nothingto
rhe outside? It\ completely naturel for
peoplc tojudse a book by its cover - in
this casejudgingthe house fron rhe
road - so why not give th€m the best
firsr impression you can.

When sciling a property, You
generally have only one chance to
impress potential buyers. Th€ interior
photos on the advertisement only do
halfthejob. Ifa potential buyer turns
up to a proPerty that do€s not reflect
on the outside what the photos say is
going on inside, then th€y are vcry
likely to drive on by. Again, you dont
need to spend a lo. oFmoney to create
a more appealing exieriol Renovating
just a Gw kcy areas can often totaily
tr.nsform it- so meke this a priority if
you're plxnning on sellingthc proPerty

The next most imponant ar€as are
the entry (or the first area you see on
entry to the house) followed by the
kitchcn and lounge arees. then the
bathrooms and bed.ooms.

Again you dotrt need to sPend an
arm ?nd a le8 to get e redly great

result. Spend a bit more on th€ kitchen
md bathrooms Gay.75%-1.5% ofthe
property !?lue for each ar€a) to trick

it up whenever possible Givingan
overall cleaner, fresher appearance will

ffeate avery.ppealing Property so

usingcle:n colouB and ffisP looking
products is cssent'al.

Who isyour target maiket?
The next thing to considerwhen
working out which parts ofthe
property you'll reno\aie, is wnat your

t.rger me.ket wants- Y4lo is Your
rarget markct and what do they Place

Look er the area Your Property is
located in and meke sure it6tswith
rhe needs and wents ofthe sorts of
people who live th€re (for examPle,

yard for children to play in. so consider
creating a secure )erd area ifthat is
possible. They'll also wanta bath for
bathing the children end perhaPs a
suitable'play' area nea. the lounge or

Young professionals willvalue low
maintenance propertics, so at lcasr
simplify fussy, high maintenance
garden .reas. They'll no doubtwanr

all the mod cons too-so in the
kitchln, mrke sure there is space for
a dishwasher end miqowav€ (and
probably a coffee nachinc, tool)

Studcnts vtill value study sP&es
in theirbedtooms and locks on
their doo.s, so buyers ofinvestment
properties for student accommodation
willlook for these types ofthings.
Cr$te a prop€rty that is especially

user friendly and an investorw;ll see
that downtim€ during holidey Periods
will be ninimised- tenantswill be
reluctant to 'give up' the proPerty fo!
feer of not nnding rnything es good
when they cone back from thcir break

So spend a bit of rime thinking
about who Your target market is and
whrt these people placevalue on before

you begin your renovrtion.Also do
some research on whrt elsc is on oifer'
Again,look on the internet and visit as
many open homes as You can in Your
suburb and those surrounding 't to
see what your competition is. You may
6nd that there are 10 other ProPeities
similar to yours - end this is when
you really hlr to thinkaboutwhat

Don't paint the entire house exterior if
just painting the trims and tidying the
garden will improve it 'enough'

retirees, young f.milies, students.
youngprofessionals, etc) If it docsnt

currently suit your terget buytng
market, then do whatever You can
within your budget to cr€ate that

For instrnce, a retired couPle will
sce value in a low car€ gardcn that
theycan nurture and add to. TheY
will probably unt a decentamount
ofstorage to ke€p their life time of
treasures in and perhaPs a shed for

gardening gear and hobbies.
Youne families will see rcal velue

in (arnong other things) a Gnced-off

your point ofdiffcrence is goingto be.
Whysill someone buy your house and
not th€ one down the road? Partially
rhe reasonwill be pricc. but like in
business, ptice is lower down the list
when it comes to the reasom peoPle
buy. Ifit suits their needs, rhey are
likely to spend more mon€y and buy

Do your research firsi. YoD should
be abl€ tojustiry absolutely ev$ything
you do and every decision yo! make

dudng your renovning proje€t. Dont
make it up as you go along and do''t
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