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You are going to profit from the wealth of information we are going to share with you
in this ebook. In our experience, we have learned that the best price comes from the
best preparation. As your real estate specialist it is my intention - via this ebook - to
help you maximise your price and to make the sale of your property an enjoyable and
rewarding experience. 

It’s important that we keep our eyes on the prize. The prize is securing the best
possible price for your home. Your profit will be realised when we attract a buyer, who
will inspect the home then obtain a property inspection that will influence the final
decision to buy or not. With this understanding we have constructed this document in
a way that clearly works to our final moment of truth. So let’s get started with
Maintaining & preparing your home for profit.

Best Regards,

WELCOME

Danny Tchir 
780-490-9373
dtchir@maxwellrealty.ca

Ethan Tchir 
780-906-8722
etchir@maxwellrealty.ca

Ethan Danny



In life and real estate it is often said that your principal place of residence is possibly
your biggest asset. As a passionate industry professional I find this true for so many
people in the community whom I get the chance to represent. With this in mind it is
important that as a property owner you do all you can to maintain the property
throughout its lifetime to protect and grow your asset, so at the time of eventual sale
you receive the best possible cash profit from your investment.

When it comes to home improvements, not all renovations will make you a tidy profit
when you come to sell your home. 

While a well thought out renovation can return significant value, many home
improvements don’t add the same value you’d hope to your home. So which home
improvements should you invest in prior to market? Below are some helpful tips and
hints to increase your homes value and get it ready for market.

I N T R O D U C T I O N  



The way to increase the value of your home the most is to create the most
amount of competition by appealing to the highest number of buyers and the
broadest target audience as possible. No matter how good your agent is, they will
never get the same price with 2 buyers bidding against each other opposed to 10.

If less people want your property then there is little chance of creating a bidding
war and people who do make an offer will have time to haggle.

Your target audience will depend on many things, from the area you are in and
the type of home you have, to many minor considerations from school
catchments, block size, single level or double etc. 

Then use that information to give people what they want. If they want a backyard
then don’t pave your entire backyard to make a courtyard. If they want open plan
living then don’t box in all the different living rooms, open it up. 

Give the people what they want and they will be more than happy to pay for it.

M A K E  I T  F O R  Y O U R  M A R K E T

As mentioned above you want your property to appeal to the largest amount of
people possible and the best way to do that is to go netural. Paint with creams,
mochas and other neutral colours. (They will just paint over it anyway).

You want your potential buyers to imagine themselves living in your property…
now. Bold colours may put off the buyers and stop them imagining themselves in
your property and that will make them not want to buy.

N E U T R A L  A T T R A C T S  M O R E  B U Y E R S



Updating or replacing the kitchen is one of the top renovations
for profit. “Modular kitchens can be a cost effective and fast way
to update the liveability of a house or apartment,”. Many
experienced builders also agree that a well designed kitchens
and bathrooms will bring a good return as “buyers don’t have to
do any work, they can just move in”.

The emotional connection between buyers and imagining living
in the house they are buying is a big driver so when renovating it
is vital to spend the money on the design of how the occupant
will live in the area. For example kitchens are now a lot larger
areas with bigger fridges and ovens for entertaining and more
casual dining.

However when setting aside a budget for renovating it has to be
consistent for a good return. There needs to be consistency
across the renovation. Be realistic and look at the big picture.

R E M O D E L I N G  T H E  K I T C H E N



The average number of bathrooms in new dwellings has been
increasing over time and this is being reflected in the renovation
market as well. There are now on average 2.6 bathrooms per
new home. If you are going to renovate or add a bathroom it is
important to have a clear budget set out from the beginning of
the project and always work to a fixed price. 

Bathrooms are an area that buyers and tenants demand to be
modern and up to date with clean and stylish fixtures and
fittings. As there are many components to a bathroom it is easy
to over capitalise. With an average return on investment of 74%.
By matching your kitchen with similar updated bathroom
cabinet faces, sink faucets, functional vanities
and practical storage you will enhance your home’s overall
attractiveness.

R E M O D E L I N G  T H E  B A T H R O O M



Give your home a fresh makeover and it is sure to feel brand new. Your hard
work will pay off because an excellent paint job (inside and out) can add up
to $20,000 to the value of your home. 

Of course, doing it yourself is the most cost-effective option but you can
always call the professionals. 

Ideally, your new colour palette will be a mixture of neutral colours. This way,
you’ll appeal to the masses and buyers can easily envision their lives in that
space.

Renovations that help show off a home’s qualities
rather than detract from it have the best chance of
providing a good return.

Painting is always a great option to give a home a
lift, with modern colours and shades. You can
instantly modernise and refresh a tired property with
a coat of paint in a contemporary colour scheme.

P A I N T I N G  



When renovating a home with resale in mind,
improvements that add to the street appeal of a
home are always beneficial.

Maximising the number of potential buyers that
are enticed through the door is the first step
towards ensuring that the sale price meets your
expectations. With this in mind, considering
elements such as the garage or modernising
cladding materials or colours are a good place to
start.

Replacing with a new modern door can add a lot of wow and
costs approximately $500. Even painting the door with a rich
oil-based paint will give it a big lift. Make sure the front garden
is tidy, lawns mowed and beds weeded. If garden beds are bare,
garden mulch is an easy way to spark them up. Repair and
paint the front fence. Add a new house number and letterbox.

I M P R O V I N G  S T R E E T  A P P E A L

S I M P L E  I D E A !



Refreshing the exterior of your property with a modern lick of
paint can broaden your market and you can appeal to an entire
different demographic (with more money). It isn’t too expensive
and can be done with some help and hard work. It will make
your property look more valuable than before.

5  W A Y S  T O  C R E A T E
S T R E E T  A P P E A L

1 . P A I N T  T H E  E X T E R I O R

2 .  L A N D S C A P E  T H E  G A R D E N S  

Gardening may not be your passion, and it may not even been
the passion of your potential buyer, but a beautiful garden will

compliment the house. The front garden contributes to the
overall “look” of the house from the street so make it look clean,
taken care of and give it plants that are trendy but that look low

maintenance.

3 . I M P R O V E  Y O U R  F E N C I N G  

Be carefully how much you spend on fencing because you may
not regain the cost of the fence in added value to the property. A
fence will add value to the property when it significantly increase
the street appeal of the property. If your street appeal is
appalling then this will be worth doing, otherwise you should
take into account all the costs.

4 .  R E P A I R  T H E  R O O F

Replacing damaged or missing shingles will take away the eye
sore and the concern of your buyers. This will help to increase

the value or your property, or at least stop potential buyers from
decreasing the value of it.

5 .  R E N D E R  T H E  R E D  B R I C K

You can turn an old home into a modern masterpiece and add a
great deal of street appeal by rendering the red brick on your
home. The cost for rendering a home is likely to exceed $10,000
but it could be a great investment and attract a lot more
potential buyers who love the modern rendered look.



There is a definite trend towards upgrading
outdoor areas to more indoor outdoor living. 

An alfresco area in the past was a BBQ on the
patio where as now the outdoor area is an extra
room or a 3 season extension of the house. The
money spent on a well-designed all weather area
brings its returns when the sale sign goes up. The
outdoor area is an emotional driver for buyers.
They see the area, imagine themselves using it
and already they are sold on the lifestyle it offers.

With any home renovation for profit
planning renovations with a broad audience
in mind, rather than injecting too many
personal tastes and preferences. The last
thing you want is for buyers to factor post-
sale renovations into the equation.

The same goes for poorly done DIY
renovations, particularly in the kitchen or
bathroom, which can be off-putting for
buyers. Always consider using a professional
so that potential buyers can picture
themselves in the area for many years to
come

L A N D S C A P I N G  

S O  D O  T H I S !



Buy a hard-cover note book and allow two pages
per area and start making the to-do list of repairs:
• Front entry 
• Driveways and gardens 
• Bedrooms 
• Lounge 
• Kitchen 
• Bathrooms 
• Laundry 
• Decks 
• Pergolas 
• Verandahs 
• Garages 
• External

S T E P S  T O  P L A N :

The golden rule of thumb is – if something needs to
be repaired – fix it! Walk through and be picky – try
and see what a potential purchaser will see, not what
you have overlooked for years. Make a list of repairs
and improvements that need to be made. 

Buyers will mentally add up their perceived costs of
repairing all those minor flaws and end up with an
amount that is generally much higher than your
actual costs will be. You may believe the repairs are
insignificant, however the buyer may question the
maintenance and upkeep of the rest of the property.
Necessary, noncritical minor repairs and perceived
owner neglect will either lower the price or lengthen
the time to sell.

T H I N K  L I K E  A  P U R C H A S E R



The front of your house should be
beyond reproach. It’s one of the first things
a buyer sees. Sweep and wash the driveway
and walkways to remove debris, dirt and
stains. Remove any oil stains if possible.
Repair and patch any cracks • 

Check your fence for any loose or broken
posts and replace any rotted wood 

Check gutters for leaks or damage and
remove debris 

Lawn care: mow high and often. Feed
the lawn with fertiliser, treat weeds, and
aerate the lawn in high traffic areas  

Trim your plants back with secateurs 

Clean out your irrigation system twice a
year to ensure your plants get the best
quality water and at the same time remove
material that can settle in the lines and
block the filters. (Unscrew the drip or spray
outlets, flush the line, then clean the filter.) 

Promptly pull out weeds or spray with
specialised weed killer as soon as they
appear and before they set seed  

Mulch garden beds to prevent soil
drying out too quickly and hinder weed
growth  

Inspect exterior paint and touch up as
needed 

Clean and seal decks if needed 

Cut back overhanging trees from the
roofline 

Repair/replace any damaged window
screen mesh 

Inspect walls and ceilings for cracks,
leaks, mildew or water stains 

Inspect roof for damage 

Reseal concrete areas to prevent
cracking and deterioration

CHECKLIST

OUTSIDE INSIDE

Check smoke detectors

Clean and disinfect the dishwasher by
operating it when it’s empty and putting
bicarbonate soda in the detergent tray
and vinegar in the rinse holder

Vacuum refrigerator coils and empty
waste containers

Check doors and windows for cracked
seals and peeling paint – repair as
needed

Dust/vacuum the tops of cupboards

Move furniture that you don’t normally
move and vacuum thoroughly

Inspect bathroom tiles, kitchen tiles and
sinks and reseal where needed

Soften potentially offending views, but
always let light into your rooms, consider
replacing heavy curtains with something
lighter

Wash and clean all windows, curtains
and blinds

Clean light fittings and skylights and
if your kitchen has fluorescent lighting
fixtures, use ‘warm-white’ bulbs for a
bright appearance

 Clean kitchen exhaust hood and filter

Clean sliding doors and window tracks

Clean debris from ceiling fan blades and
air conditioners fan blades before using

Check taps and plumbing supply lines
for leakage signs

Test the pressure relief value on your
hot water system to ensure it hasn’t
seized up

Repair loose knobs, latches or handles
on doors

Make storage areas appear generous
and well planned, remove and store all
out-of-season clothing

Remove any items from the floor area
– this will make a wardrobe seem more
spacious



P r e p a r i n g  y o u r  h o m e  f o r  p h o t o g r a p h y

A lot of preparation has to be undertaken, therefore, to make sure your property hooks and
pulls a potential buyer in. When a buyer sees your property online or in person, she or he
must think, “that’s the one”. 

Photographs of your property are one of the main ways to draw in a buyer. They matter
because they are the first point of contact that a buyer has with your property. Therefore, it is
essential that you present your property in the best possible way. Excellent presentation and
high-quality photographs seduce a buyer into a home. 

Photography and presentation go hand in- hand. If you’re preparing a property for photos,
that’s exactly the way it should appear for each and every open home, for each and every
buyer inspection, and throughout the marketing campaign. 

W h e n  i t  c o m e s  t i m e  t o  m a r k e t  a  p r o p e r t y ,
t h e r e  a r e  n o  s h o r t c u t s  t o  a  g r e a t  p r i c e  



S t e p s  t o  p r e p a r e  f o r  p h o t o g r a p h y :  

A pristine, glowing home says, “I care about this
home. I’ve looked after it. So the person who
purchases this home is going to benefit from the
love, care, and attention I’ve given the home during
my ownership. 

1 .  D e c l u t t e r ,  d e c l u t t e r ,  d e c l u t t e r ,
c l e a n ,  c l e a n ,  c l e a n  

Most buyers, particularly women, make up their mind
between getting out of the car and about 30 seconds
after walking through the front door. What buyers see
in the photographs on the web have to match with
what they see when they get out of the car. You have
to make the impact. Photos should focus on the
strengths and minimise any potential weaknesses. 

Make sure the front yard is clean. Lawns should be
manicured and lush. Hedges and edges must be
trimmed, neat and tidy. Clear out the cobwebs, get rid
of peeling paint and grime. Sugar soap or wash the
gutters, eaves, fascias, weatherboards and Colorbond
roofs. The front of the house must be pristine. 

With tiled roofs ascertain whether it is actually worth
the investment of getting it refinished and resprayed.
Generally in most cases, it’s not going to be too
obvious in photos but it may become an issue through
a sales negotiation. 

Declutter the verandah. Make sure nothing is on there
that doesn’t actually belong there. Paint the
doorjambs in a high gloss. 

2 .  T h i n k  a b o u t  w h o  y o u  a r e  a p p e a l i n g  t o  

Think about who you think will want to buy the
home and make the surroundings appeal to that
potential buyer. Market the home to suit the
purchaser. 

Is it a single person’s apartment? 
Is it designed for couples? 
Is it a first homebuyer’s home? 
Or is it a family home? 

Think about your buyer and the atmosphere you’re
trying to create. 

3 .  T h e  f r o n t  o f  t h e  h o m e  m u s t  c r e a t e  a
s t r o n g  f i r s t  i m p r e s s i o n  



S t e p s  t o  p r e p a r e  f o r  p h o t o g r a p h y :  

Once inside the home, minimise the amount of furniture in the rooms and utilise the furniture
that’s going to make an impact, that’s going to create the scenario, the kind of emotions that
you’re targeting in your buyer. 

If you are marketing a home to a family, keep the chalkboard and some posters in a child’s
bedroom because you want to create that family ambience. In the living room, leave the Xbox
controllers next to the TV. 

4 .  P r e s e n t  t h e  h o m e  t o  s u i t  t h e  p u r c h a s e r  

5 .  K i t c h e n  

Declutter! A fridge should not be noticeable – it should be white, silver, or neutral. Remove all
personal items – the pen-stands, the sunglasses, the phone chargers. Add a few touches,
depending on who you are appealing to. Add a fruit bowl or fresh flowers or a plant. 

Clean, clean, clean, clean that stainless steel, give it a good scrub-down. All surfaces must gleam.
Remove the personal touches, whether it’s kids’ report cards or the magnetic stickers from the
fridge. Remove the tea towels, remove the pet bowls, and remove the rubbish bin from the shots
and the dirty dishes! 

6 .  L o u n g e  r o o m  

If you have any kind of view from your lounge room over the backyard or the hills – maximise it.
Clean the windows and be careful about window treatments. Remove lace curtains as they date
the home and minimise what the photographer can do to show the views. Photographers will lift
those blinds up, pull back the verticals, so the backyard, the views, the deck, and the outside
entertaining areas can be seen. 

7 .  B a t h r o o m  

The bathroom is one of the greatest challenges, because the bathroom is always a work in
progress, particularly for family homes. This is one room that should be cleaned by professionals.
Bathrooms need to feel clean; they need to be almost clinical. You want to be able to see through
the shower glass so that it doesn’t impact upon the atmosphere you’re creating for the rest of the
bathroom – it has to be absolutely translucent. 

Polish the mirror. Make sure that any cobwebs or the dust on the exhaust fan for instance has
been removed. Any chrome items must be given a nice good polish. Tiles will show off any marks
or grease, simply by the characteristic change in whether it’s a shine or a matte reflection. 

Bathrooms also are challenging because there are so many bright, shiny reflective surfaces. The
quality of the photographer is revealed with shots of the bathroom. Any failure to catch every
scrap of grime or dirt or streak will show up in a photo. 

Decluttering is most important in the bathroom. In such a small space, any clutter is going to be
far more obvious. Take the toilet roll off the hanger. Take out the toothbrushes and any other
personal items that may detract. 



Declutter and clean and turn on the bedside lights
as they create a beautiful glow. Contrasting bed
linen and the wall treatments work well but be
careful. Assess the view out of the bedroom windows
- if it’s not a particularly attractive view, take the
focus away from the window with a nice big
painting, photo or something else that will draw the
attention away. If you want to focus the attention on
a hill view or just a nice outlook, take away any
objects that will distract the eye from the window. 

8 .  B e d r o o m s

9 .  E n t e r t a i n m e n t  a r e a s  

With these areas, try and create a certain ambience
or vibe that will appeal to your buyer. Think about
the atmosphere you’re trying to create. Whether it’s
the deck, the verandah, a balcony, how does it
integrate with the rest of the atmosphere you’re
trying to sell. So if it’s an inner city property, you
want to be able to show that balcony set up with a
barbecue, for example. 

1 0 .  K e e p  t h e  l i g h t s  o n  

Lights are essential - even in daytime, you’re always
going to be shooting with lights on. Most
professional photographers are going to create an
ambience somewhere between using their flash
equipment and utilising the available sunlight as
well as the lights. 

1 1 .  R e p l a c e  a l l  t h e  f a u l t y  l i g h t s  b u l b s  

Make sure they’re fresh, and if the property is vacant
make sure the electricity is on. 



P r e s e n t i n g  Y o u r  H o m e  F o r  P h o t o g r a p h y

Tidy kitchen and remove all items from the
bench tops including appliances 

C h e c k l i s t :

K i t c h e n

Remove all dishes from the sink including
drying racks 

Remove all tea towels

Clear off all fridge magnets 

Add a bowl of fresh fruit to the kitchen
bench for colour 

Remove rubbish bin to outside

Remove pet bowls and litter trays

Remove all unnecessary furniture and
clutter to create an impression of space

L i v i n g  A r e a s

Turn on lamps and ensure they are working 

Replace any faulty light globes

Ensure all curtains are hooked up properly
and open

Remove sheer curtains altogether if
possible

Add fresh flowers

Mow the lawns

G a r d e n  &  S t r e e t  F r o n t  

Store toys out of sight

Remove pet droppings

Keep cars out of sight (garage)

Clear out the cobwebs, get rid of peeling
paint & grime 

Sugar soap or wash the gutters, eaves,
fascias, weatherboards and Colorbond roof

Clear off outdoor setting

E n t e r t a i n i n g  A r e a s

Add cushions, pot plant or fruit bowl

Light candles 

Make beds 

B e d r o o m s

Turn on lamps 

Clear all items off bedside tables

Reduce items on dressing tables and drawers

Light candles

Empty cupboards of off-season clothing and
pack them away for the move 

Organise cupboards to demonstrate the most
efficient use of space, cupboards should look
as thought there is room to add more

Put fresh fluffy matching towels in the
bathrooms

B a t h r o o m

Scrub and clean shower screens, basins and
mirrors

Remove all bottles and other hanging items
from the shower

Remove all items except for decorative
bottles from the basin 

Remove waste and linen baskets

Light candles



S I M P L Y  C L I C K  H E R E  
T O  G E T  Y O U R  P R I C E

U P D A T E  N O W

Would you see value in a price update on your property
to see where it sits in the current market? 

Regardless of if you're thinking of selling or not it can
be nice to know how much you're sitting on. 

W O U L D  Y O U  L I K E  T O  K N O W  Y O U R
H O M E ’ S  T R U E  V A L U E ?

I hope you have found value in this ebook and it has allowed
you to gain visibility on the essential items that generate profit

in the sale of your most valuable asset.

If you have any questions regarding any of the content in this
ebook, don't hesitate to reach out to me via my contact details

below

T H A N K  Y O U

Danny Tchir 
780-490-9373
dtchir@maxwellrealty.ca

Ethan Tchir 
780-906-8722
etchir@maxwellrealty.ca

https://m.me/173306582527021?ref=w45854206
https://m.me/173306582527021?ref=w45854206

