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Colourful year predicted for Society

and turnover for the Society. | reapplied for Presi- &L 'Y Fta2 1SSy 42 Y247
dent as | still have a number of things lwantto UAZ2ZY SSNhA 02 a3dABS AL |
achieve including building on our female eer has changed my life | love being able to
membership and further educating the market take my vendors right through the entire process
on the benefits of the auction process so that it ~ for listing and marketing to auction day and
becomes an even more popular method of salein  achievingasaleut KSNbQa Yy 2 TSSt A
South Australia. Karen.

Upcoming Events:
Sharon is a leading salesperson with Cocks Auld ~ Society Golf Day 20T1Friday 18th November

The Society of Auctioneers & Appraisers (SAQ. real estate and is a past Rising Star winner and Venue Mt Lofty Golf Course 35 Golflinks Road
is thrilled to announce the reappointment of HAMAD D2iI RSy DI 98¢ CA)l e R ik {20AS08& Qa
Sharon Gray as President, and the appointment of Messenger Community News~BankSA Golden Time: 8am for 8:30am tee off

Karen Green as Vice President for 2014. Gavel competition.

Christmas Drinks Celebrating 30 Sensational

Years- Friday 2nd December 2011
The Society of Auctioneers & Appraisers (SA) Inc. Incoming Vice President Karen Green of Brock \enue: The Sebel Playford Adelaide 120 North

IS the professional body representing the special- Harcourts Brighton has been an Society member Terrace ADELAIDBall Room

Ist interests of Auctioneers & Appraisers and pro- since 2008 and brings a wealth of knowledge  Time: 12noon for 12:30pm Luncheon

vides representation for Real Estate, Livestock & gained from her nineteen years in real estate in

General and Is best known for its hotly contested  both the UK and Australia. Karen has competed  njessenger Community News~BankSA Golden
annual Messenger Community News~BankSA in the annual Messenger Community News Gavel Launch 201223rd Eeb 2012

Golden Gavel and The Schools Auction Idol Bank SA Golden Gavel competition in the Rising  venue: The Atrium, 8th Floor, Bank SA, 97 King
competition. For more Iinformation visit Star category in 2008, as well as being a Golden \illiam Street ADELAIDE
www.auctioneers.com.adu. Gavel senior finalist in 2011. Time: 68pm

In her term as Vice President Karen is committed  pedia Contact for More Information:

Sharon Gray has been appointed for her second t0 members being provided with consistent and  Sarah ColigagSarsaparilla Pc PHONE:
GSNY & {20AS8G& t NB&ARSyelpvad inwrmagtion tg asast tiemNmtlie apcs | NJM04G03061 EMAlkarah@sarsparilla.com
president was sensational with membership and tion process as well as to promote a growing and

event attendances increasing in both numbers diverse membership.
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BankSA Family Pledge . BankSA

The Family Pledge option allows family members
OUKS USNY YTl YAtE YSYO
grandparents and siblings) with equity in their
own property, to help customers bridge the
deposit gap and cover up front borrowing
expenses, by providing a limited guarantee in
adzLJLIZ NI 2F 2dzNJ OdzaG 2 YS|

Our customers will be able to maximise the
amount they can borrow against their own
security, i.e. the purchase property, with this
additional limited guarantee from a family
member.

The BankSA Family Pledge option is targeted to
those customers who can utilise the assistance of
family members to maximise the amount they
can borrow against their purchase property.

This feature attracts a new group of customers to
BankSA and further widens our ability to meet a
variety of customer's needs.

It is targeted at both homebuyers and investors

that have good ability to repay but lack the suffi-
cient equity to secure the additional funds they

need to meet up front loan costs and expenses

associated with the purchase of their home or

Investment property.
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Auction Success 1 Peter Kiritsis

Ray White.

Successful in selling 45 Hughes St Nth, Woodville and 2 Kingsley Ave, West Croydon on the Wednesday the 5th of October.

Address: 2 Kingsley S :
Avenue, TRNY e N %1%, /i :::::5555::
West Croydon | L

Price: $630,000 il ; — % | s ) .- - -
Registered Bidders: 2 '% ' . S| 4
Agent: Peter Kiritsis

. | : == ' ' % - _ : e ‘\ = : .-:ﬁ.!‘ ;: 1
Address: 45 Hughes St @ Rl Tt Y ;l 1 | 1 ' o | | , Tt = F
Nth, Woodville : EXEFLY A s SR | — : |

Price: $910,000
Registered Bidders: 1
Agent: Peter Kiritsis
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{ Western Regi '
(! | IV EEgon A Eastern Region
s Advertising Sales Consultant NA R Advertising Sales Consultant

| n S bt I B 0412 827 338
Felicity Wood A R S TR SR Tim Bailey ‘_ Bill Dimou

i.;l‘:rertising Sa‘;:s Consultant ‘ A ¥ o / : .' ‘., “h ; nd Y M‘L‘;‘gﬁ;‘, Consultant - Group Sales Manager - Real Estate
0418 990 032 , bl B WS A \\ 0457 022 114 T 0431 535 646

Messenger has been connecting with local communities since 1951 and is a trusted household name

throughout Adelaide. Real Estate is one of our most important content pillars, publishing approximately
Messenger

" , _ your local Wik
Our team of advertising consultants have years of industry experience between them and are on hand to offer a range

of advertising solutions.




Auction Clearance Rates Hit 40% for October

October Auction Results OF USING AUCTION AS YOUR

PREFERRED MARKETING PROCESS
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AUCTION PUTS FOCUS ON_
YOUR PROPERTY

6/ O Why Auction Real Estate?
Real Estate Auctions have bec f

g 1 1 1 44 O AR, What Are the Advantages To Me as a Vendor?
he mostpopular methods of buying and

salling property in Australia with

. ™y 8 ™=

i

R O substantial benefits for both Vendors and 1. Control, as Vendor you set the terms and conditions.

e e I O Purchasers. Auction is used as the 2. You get a cash unconditional contract,
preferred methodof sale by Beneficiaries, 3. 10% deposit on the fall of the hammer.
Governments, Banks,Administrators, 4. No cooling off period applies.
Executors & Trustee Companies, 5. ﬂllows3oppqrtuqltle:¢. to sell - before, at Auction or immediately after — and reduces

the overall selling time in the market.

Corporations and Private Vendors and has 6. Creates asense of urgency, which motivates purchasers to action.
been proven to be the best method of 7. Allows all potential buyers to compete amongst themselves to offer you the best price.
astablishing true market value. 8. (Can be used as part of a total marketing package where auction is the component that

Committed Vendors sell their property by

gets the buyers to act.

9. Priceis usually not disclosed so you remove the ojbection factor.

Auction! . . .
10. Forces buyers to make decislons to a deadline of the auction date and brings
negotiations to a head.
m 11. The Auctioneer's skills, enthusiasm and techniques can maximise the price.
12. Vendors control their reserve price and settlement date and accept or reject

varied terms and get cash contracts, which usually settle in 30 days.

13. Inevery other frem of marketing the buyer is in control.The buyer will dictate the offer,
terms, subject to finance, subject to sale, subject to building inspection etc. and get a
cooling off period. The buyer will negotiate from a position of strength. With Auction
the Vendor dictates the terms.

. Auction opens the door to more motivated buyers.

value of the property in an open, 15. The Auction marketing campaign that you choose will be tailored to deliver maximum
transparent and public forum utilising exposure within the first few weeks on the market — the time frame during which it is
most likely to sell.

16. Your home is only open at times that suit you with a predetermined schedule of opens.
17. The level of market interest will help you gauge your reserve price.
18. The competitive Auction environment offers the greatest chance for a premium price.

19. Auction negates the need for commissioner’s approval when dealing with
associates under legislation saving valuable time.

20. Unlike other marketing methods where buyers generally negotiate down from the
asking price, at Auction buyers increase their offers commensurate with the skills
of the Auctioneer.

What is an Auction?

Auction is a process which allows

interested parties to make competitive

Figures supplied by REISA

bids which establishes the current market 14

the skills of an experienced Auctioneer.

Why wouldn't you at least in the first instance embrace
Auction and deal with the cash buyers first!

If you're not Auctioning your property
you are missing out on the highest bid

- It costs no more to have Auction as 21. Onthe fall of the hammer the Vendor becomes a cash buyer subject to

settlement only.
part of your marketing strategy

In a so called tough market there is a 40% chance of an
unconditional sale with settlement in usually 395 days!
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(O LEXUIS of Adelaide

New CT200h

The new CT 200h delivers unrivalled balance between performance and
environmental sensitivity and provides a driving experience that is pure enjoyment.

To take a closer look at the world's first luxury hybrid, contact Lexus of Adelaide.

CT200n
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