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MAKE YOUR GARDEN WORK FOR YOUR HOME
It is often said that spending a lot of money on a garden can over capitalise a home and that money is better spent indoors
than out. Is this the case?

It is true that many home owners get carried away with garden fever and don't ask themselves if the money spent on land-
scaping will be realised down the track when they come to sell. The amount allocated to landscape design and planting
must be in proportion to the overall value of the home or it can easily add cost that doesn’'t add enough re-sale value.
Home owners need to be aware of the percentage cost of the overall value of the home that landscaping represents; ob-
viously there is a big difference in the amount that should be allocated to landscaping in a house worth $300,000 and a
house worth $3,000,000!

Astute home owners soon work out that a drab and unimaginative garden will detract from the value of a home because it
will not give buyers the feeling they want to live there. Even buyers who don't think they care about gardens and garden-
ing are attracted to the overall picture of a property where house and garden complement each other so that the whole is
more harmonious.

Driving around any town or city, it's not hard to come across square front gardens with rectangular lawns, borders and
straight driveways leading to a garage. Naturally the houses wrapped by such gardens look equally ordinary and unin-
teresting. Unimaginative landscaping such as this still costs money but rarely adds that ‘wow’ factor when buyers start
coming through.

What is often lacking in such gardens is a sense of mystery - one of the main elements of good design that makes even a
small garden more appealing to buyers. It's not a good idea to design the garden yourself — unless you have appropriate
skills. A keen gardener with a green thumb is not the same as someone who understands how to use plants in an architec-
tural way to design and furnish a space with a sense of harmony and mystery.

THE 2-2-7 RULE

Most people ask several agents to come and give them an idea of what their home will sell for. Sometimes they choose the
agent who sets the highest potential price, and sometimes they go for one who appraised it as likely to sell for a lower figure.
But whichever agent they choose, they are likely to want to set the asking price at the highest quoted figure. Unfortunately for
them, home sellers almost always believe their properties are worth the highest amount quoted, and many less professional
agents play to this in the hope of winning listings. But setting a too high asking price can work for them if they understand the
2-2-7 Rule of marketing.

Experienced agents know that sometimes home owners like to at least ‘try’ for a figure higher than they are really likely to
achieve. Perhaps they need to ‘prove’ that a price is unrealistic before they can move on. But they also know that if the prop-
erty does not sell at this figure, strategic timing in reducing the asking price is crucial to keeping buyer interest and achieving
the highest price in the long run. The 2-2-7 rule sums up the essence of this timing strategy.

Provided the property is both well-presented (clean and tidy including maintenance of any lawns and gardens) and well-
marketed, the system for reducing the asking price works thus: After two ads and no calls or two Open for Inspections and
no inspections or seven inspections and no offers it is time to reduce the asking price. For a reduction to be effective, (i.e for
buyer to react positively), it must be a minimum of 5%.

How does a vendor know if their property has been well-marketed? Good marketing does not mean spreading advertising
money thinly across every advertising vehicle on offer. Check that your agent has done research of previous buyers to isolate
the three or four main sources of enquiry for your local area. If they haven’t done this, it may be time to choose another agent.
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