
B R I S B A N E  S E L L E R  G U I D E

BEFORE
YOU LIST
The First Things Brisbane
Sellers Must Do
The critical home-preparation checklist to avoid wasted time,
costly mistakes and preventable price loss when buyer
demand is falling.

Know what to fix. Know what to leave alone. Know what to do first.

The 8 Days To Sell System™
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BEFORE THE PHOTOGRAPHER ARRIVES

Your Sale Starts
Before Your Home
Is Listed
Most homeowners think the sale begins when the
photography is finished and the listing goes live.

It does not.
The sale begins with the decisions you make before the photographer
arrives.

The wrong preparation can waste weeks, burn through your budget and
leave buyers focusing on faults instead of value.

The right preparation can make your home feel cleaner, larger, better
maintained and easier to live in - without turning the process into a
major renovation.

That matters in every market. It matters even more when buyer demand
is slowing or falling.

When buyers have more choice, they compare homes harder. Small
defects become easier to notice. Poorly presented rooms feel smaller.
Dated finishes become reasons to negotiate. And once your home
launches, you cannot recreate the same first impression with the same
group of buyers.

This guide will help you decide:
This is not a generic cleaning list.

It is a Brisbane-specific price-protection plan
designed to help you prepare with purpose.

Cape Cod Residential’s existing checklist identifies
six high-impact preparation areas: paint, floor
coverings, kitchens, bathrooms, gardens and
cleaning. This expanded guide builds those practical
areas into a prioritised pre-listing plan.

The goal is not to make your home
perfect. The goal is to remove
distractions, strengthen buyer
confidence and present every
room in the best possible light.

What to fix before you list

What to clean, refresh or replace

What can safely be left alone

Where sellers commonly overspend

Which jobs should happen first

How preparation supports stronger buyer emotion

How to get your home ready without losing control of your time
or budget

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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THE COMPLETE SELLING ENVIRONMENT

Preparation Is Only the First P
A strong result does not come from one isolated decision. It comes from controlling the
complete selling environment.

Cape Cod Residential’s 8 Days To Sell System™ uses five connected areas - the 5 Ps - to improve how a home is prepared,
experienced, positioned and sold.

1 Preparation
The repairs, maintenance, cleaning and rejuvenation
completed before your home launches.

Preparation removes avoidable negatives.

2 Presentation
The way furniture, styling, colour, lighting and room
purpose shape how buyers feel inside the home.

Presentation helps buyers understand the lifestyle your

property offers.

3 Promotion
The photography, listing campaign and marketing used to
attract the right buyers and create early attention.

Promotion turns preparation into visibility.

4 Price Guidance
An evidence-based approach that establishes true market
value before allowing presentation and competition to
push the result higher.

Price guidance protects the critical first phase of the

campaign.

5 Perception Management
The way buyer attention, emotion, feedback and
competition are managed throughout the sale.

Perception management helps reduce reliance on luck,

chance or one buyer’s opinion.

Why this matters before
you list
A fresh coat of paint is not just paint. It can
change whether buyers see a home as cared
for or neglected.

A correctly furnished room is not just
decoration. It can show buyers that a difficult
space has a clear and useful purpose.

A repaired leak is not just maintenance. It can
stop a buyer wondering what else has been
ignored.

Every preparation decision should support
the complete campaign - not just make the
property look cleaner.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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THE PRICE-PROTECTION TEST

Before You Spend a Dollar, Use This
Priority Test
Not every defect needs to be fixed. Not every dated item needs to be replaced. And not every renovation will
improve your final result enough to justify its cost.

1 Will buyers notice it immediately?
Prioritise problems that are obvious in photographs, at the
front door or within the first few minutes of an inspection.

2 Will it make buyers worry?
Some defects matter because they create uncertainty. A
small leak may cause a buyer to wonder about hidden water
damage. Loose fittings, damaged doors and unfinished
repairs can make a home feel poorly maintained.

3 Will it change how the room feels?
Prioritise work that improves light, space, cleanliness, flow,
room purpose, street appeal and buyer confidence.

4 Is the improvement likely to cost
more than the problem?
Do not replace an entire kitchen because the handles look
dated. Do not sand every floor because one area needs
attention. Do not redesign the garden when mowing,
pruning and fresh mulch will achieve the required result.

Preparation rule: Repair what creates doubt. Refresh what creates distraction. Replace only when the existing item cannot
be presented effectively.

LEVEL 1 - ESSENTIAL

Safety, leaks, obvious damage, deep
cleaning, visible defects and unfinished
work.

LEVEL 2 - HIGH IMPACT

Paint, flooring, street appeal, lighting,
decluttering and simple kitchen or
bathroom improvements.

LEVEL 3 - CONSIDER CAREFULLY

Major renovations, structural changes,
premium appliances and expensive
cosmetic upgrades.

Complete Level 1 first. Move to Level 2 when it is likely to improve buyer perception. Do not begin Level 3 without property-specific
advice.

Peeling paint

Strong wall colours

Stained carpet

Mould or damaged
sealant

Overgrown gardens

Dirty windows

Broken handles

Visible leaks

Cluttered entryways

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.



C A P E  C O D  R E S I D E N T I A L 5  /  1 8

ALLOW TWO TO FOUR WEEKS

Your 2-4 Week Preparation Plan
The exact timeline will depend on the condition of your home and trade availability. The sequence matters:
decide first, complete dusty work next, clean and present after that, then control every final detail.

W E E K  1

Decide and Book
W E E K  2

Repair and Rejuvenate

W E E K  3

Clean and Present
W E E K  4

Final Control

Do not schedule the final clean too early. Painting, gardening, repairs, removals and styling all create dust and mess.
Complete the major work first. Schedule the final clean once the trades and rejuvenation work are finished.

Walk through the home with a pre-sale adviser

Separate essential work from optional work

Set a preparation budget

Book key trades

Choose paint and flooring decisions

Arrange storage or removal support

Begin sorting unwanted items

Confirm the intended photography and launch date

Complete painting

Repair damaged flooring

Fix leaks and faulty fittings

Complete kitchen and bathroom touch-ups

Repair obvious exterior defects

Address gardening and landscaping

Remove unwanted furniture and stored items

Deep clean the home

Clean carpets and windows

Pressure wash external surfaces where required

Complete garden finishing

Install styling or reposition furniture

Confirm the purpose of every room

Replace failed light bulbs

Remove visual clutter

Complete a room-by-room inspection

Check repairs in natural daylight

Confirm photography readiness

Remove bins, hoses, tools and cleaning products

Prepare outdoor living areas

Clean the entry and front approach

Confirm every surface is dry, clear and finished

Complete final styling adjustments

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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1 / PAINT

Paint and First Impressions
Why it matters
Paint is one of the fastest ways to change how buyers interpret a
home. Fresh, consistent colour can make rooms feel lighter, cleaner
and better maintained. Damaged, marked or highly personalised
walls can make buyers focus on work they will need to complete
after settlement. The goal is not to remove every trace of
personality. The goal is to stop colour and wall condition from
competing with the home itself.

Do this first

Colour direction

Do not waste money on this without
advice

Do not automatically repaint everything
A full repaint may not be necessary when existing colours are consistent, walls are clean and undamaged, the colour supports the home’s
character, touch-ups will not be obvious, and styling can balance the existing palette.

Inspect walls for cracks, holes, stains and peeling paint

Patch and sand visible damage

Check ceilings for stains or discolouration

Repaint heavily marked or distracting rooms

Refresh skirting boards, trims and doors where required

Touch up the front door and visible window frames

Prioritise the entry, living room, kitchen and main bedroom

Check paintwork in natural daylight

Work with the flooring

Connect adjoining rooms

Reflect available natural light

Allow furniture and architecture to stand out

Photograph cleanly

Appeal to a broad buyer group

White, soft beige and light grey are practical neutral
directions

Premium feature walls in highly personal colours

Expensive wallpaper installation

Repainting areas buyers will not see

Exterior colour changes without considering the roof,
landscaping and architectural style

Multiple unrelated neutral shades throughout the home

Price-protection tip: Start with the rooms buyers see first. A polished entry and main living zone can change how they interpret
everything that follows.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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2 / FLOORING

Floors and Worn Surfaces
Why it matters
Buyers see the floors in every room. Worn, stained or damaged
flooring can make the entire home feel tired - even when the walls
and furniture are well presented. Flooring also affects light, room
size, noise, cleanliness, flow between spaces and the quality buyers
attach to the home.

Do this first

Replace or clean?

Do not waste money on this without
advice

Steam clean carpets

Check carpets for permanent stains, odours and worn traffic
areas

Replace carpet only where cleaning will not achieve an
acceptable result

Repair loose or squeaking floorboards

Replace damaged lino

Buff or polish timber floors where appropriate

Repair lifted edges or visible trip points

Check transitions between flooring types

Clean grout lines and hard-floor edges

Remove rugs that make rooms look smaller

Clean when the carpet is structurally sound

Clean when stains can be removed

Clean when the colour is neutral enough

Replace when odour remains after professional cleaning

Replace when stains dominate the room

Replace when carpet is torn or badly stretched

Clean when wear is limited

Clean when furniture placement can reduce attention on
minor issues

Replace when different carpets disconnect adjoining spaces

Sanding every timber floor when polishing may be enough

Installing premium carpet beyond the expectations of the
likely buyer

Replacing acceptable tiles because they are not your
preferred style

Choosing very light carpet that may show marks during the
campaign

Using multiple new flooring styles across adjoining rooms

Price-protection tip: Buyers do not need every surface to be new. They need the home to feel clean, consistent and ready to occupy.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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3 / KITCHENS

Kitchen Improvements Without
Overcapitalising
Why it matters
The kitchen is one of the rooms buyers examine most closely. It
does not always need to be new. But it does need to feel clean,
functional and cared for. A dated but well-presented kitchen can
still perform. A dirty, cluttered or poorly maintained kitchen gives
buyers easy reasons to discount the home.

Do this first

What buyers need to see

Do not waste money on this without
advice

Repair leaking taps

Reseal around sinks

Clean splashbacks and grout

Deep clean ovens, cooktops and rangehoods

Remove grease from cabinets and handles

Repair loose doors, hinges and drawers

Replace damaged or mismatched hardware where appropriate

Repaint or refinish cabinets when the existing finish cannot be
presented effectively

Remove excess appliances from benchtops

Clear the top of the refrigerator

Organise visible pantry or shelving areas

Replace failed light bulbs

Remove bins and cleaning products before photography

Useful work surfaces

Enough storage

A connection to dining or living areas

Capacity for daily family life

A hygienic and maintained space

No demand for immediate emergency repairs

Low-cost lifts: matching hardware, fresh sealant, clean
grout, contemporary stools and restrained accessories

Replacing an entire kitchen because it is not the latest style

Installing luxury appliances that will not be valued by the
likely buyer

Choosing finishes that conflict with the rest of the home

Filling benchtops with decorative objects

Beginning structural work that may delay the campaign

Price-protection tip: Buyers can accept an older kitchen. They are far less forgiving of a kitchen that feels dirty, damaged or difficult
to use.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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4 / BATHROOMS

Bathrooms Buyers Trust
Why it matters
Bathrooms communicate maintenance. Minor defects can create
major doubt because buyers associate water, mould and leaks with
hidden costs. Your bathroom does not need to look like a luxury
hotel. It needs to feel fresh, dry, clean and functional.

Do this first

What buyers notice

Do not waste money on this without
advice

Repair leaking taps and shower fittings

Repair toilet faults

Replace failed sealant

Clean or refresh grout

Replace cracked tiles where practical

Remove mould and investigate its cause

Deep clean glass, mirrors and fixtures

Remove rust, soap residue and water marks

Repaint damaged or dated walls where needed

Improve lighting where the room feels dark

Replace visibly damaged mirrors or fittings where cost-effective

Remove excess products from all visible surfaces

Use clean, matching towels for presentation

Smell

Ventilation

Water damage

Mould

Glass condition

Grout

Storage

Lighting

Whether fittings work

Whether the room feels clean enough to use immediately

A full bathroom renovation when repairs and presentation
will achieve the required result

Highly personalised tiles or tapware

Expensive fittings installed beside visibly dated surfaces

Decorative clutter

Painting over moisture problems without solving the cause

Price-protection tip: Fix leaks first. A small active leak can undermine confidence in the whole property.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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5 / EXTERIORS

Gardens, Street Appeal and Outdoor
Living
Why it matters
Buyers begin forming an opinion before they enter the home. The
driveway, lawn, front fence, garden and entry tell them whether the
property feels maintained. Street appeal does not require a
landscape redesign. It requires control.

Do this first

Show buyers how the outdoor space
works

Do not waste money on this without
advice

Mow lawns

Edge paths and garden beds

Trim hedges

Remove weeds

Remove dead plants

Add mulch where it will improve presentation

Pressure wash paths, decks and driveways

Repair or repaint obvious fence and gate damage

Remove branches, unused pots and outdoor clutter

Hide bins and garden equipment

Check the letterbox and house number

Clean the front door

Remove cobwebs from the entry

Check exterior lighting

Make the path to the front door feel clear and deliberate

Family dining

Children’s play

Entertaining

Quiet seating

Gardening

Poolside living

A low-maintenance courtyard

Furniture should fit the space

Empty awkward areas may leave buyers unsure how the
space should be used

A complete landscape redesign

Large numbers of new plants requiring ongoing care

Expensive outdoor furniture that overwhelms the area

New structures that may require approval

Planting that blocks windows or natural light

Price-protection tip: The front garden sells the promise. The backyard helps buyers imagine the lifestyle.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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6 / MAINTENANCE

Cleaning, Repairs and Maintenance
Why it matters
Cleanliness affects perceived value. Buyers often interpret dirt as
neglect. When a home is deeply cleaned, buyers can focus on the
property rather than the work waiting for them.

Do this first

Exterior checklist

Do not waste money on this without
advice

The small-repair walk-through
Open, close, switch on and test everything a buyer is likely to touch: doors, handles, windows, blinds, lights, fans, taps, toilets, drawers,
cupboards, gates and garage doors.

Clean windows and window tracks

Wash marked walls carefully

Clean cupboards and cabinet faces

Polish taps and fixtures

Clean switches, handles and door edges

Vacuum and mop floors

Clean skirting boards

Remove dust from fans and vents

Clean corners and behind doors

Remove pet hair and odours

Clean air-conditioning filters where appropriate

Remove visible insects and cobwebs

Clean inside visible storage areas

Empty bins

Remove cleaning products before photography

Wash the exterior where required

Clean gutters and visible drains

Wash exterior windows

Remove cobwebs from eaves and verandahs

Clean decks and patios

Remove oil marks where practical

Clean the garage door

Remove stored building materials and unwanted items

Repair obvious loose fittings

Check gates, latches and handles

Replacing working fixtures simply because they are older

Cosmetic work that hides an unresolved maintenance
problem

Cleaning before dusty trades are finished

Repairing low-visibility items while ignoring obvious first-
impression defects

Price-protection tip: A series of small neglected items can create a larger story in the buyer’s mind: “What else is wrong?”

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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7 / PRESENTATION

Decluttering, Styling and Final
Presentation
Why it matters
Decluttering is not about making your home empty. An empty room
can feel confusing. An overcrowded room can feel small. The goal is
to leave enough furniture and detail to show the room’s purpose
while removing anything that interrupts space, flow or photography.

Do this first

Give every room one clear purpose

Do not waste money on this without
advice

Final presentation control
Open curtains and blinds consistently; replace failed bulbs; remove mismatched linen; straighten artwork; hide cords; clear bedside tables; simplify shelves; use
restrained, coordinated accessories; present dining areas at suitable scale; make beds professionally; remove refrigerator magnets and paperwork; clear bathroom
counters; remove vehicles where required for photography; prepare pools and outdoor living zones; and complete one final room-by-room review.

Remove excess furniture

Remove unused exercise equipment

Reduce overflowing books and toys

Remove personal paperwork

Reduce collections that dominate a room

Remove excess family photographs

Clear items stored on top of cupboards

Remove extra kitchen appliances

Clear toiletries and cleaning equipment

Remove pet bedding, bowls and litter trays during inspections

Move bulky items blocking doors or windows

Remove furniture that prevents clear movement

A buyer should understand each room within seconds

Avoid making one small room a study, gym, spare bedroom,
storage room and playroom at the same time

Choose the purpose most likely to support the buyer group

For a family home, show a genuine child’s bedroom, a
functional home office, a second living area, suitable dining
and an outdoor family-entertaining zone

Protect sightlines from every doorway

Move furniture that blocks windows or hides architectural
features

Use furniture suited to the room’s scale

Style for emotion, not decoration

Filling rooms with attractive furniture without controlling
buyer flow

Oversized settings that make rooms feel smaller

Decorative clutter that competes with the architecture

Leaving cords, mismatched linen or failed bulbs visible

Ignoring the final photography walk-through

Price-protection tip: Presentation is not about filling rooms with attractive furniture. It is about controlling what buyers notice,
understand and feel.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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THE PROOF STACK

Six Brisbane Homes. One Disciplined
Process.
Different properties. Different price points. Different parts of Brisbane.

Each of these 2025/2026 campaigns benefited from Cape Cod Residential’s 5 Ps process: Preparation. Presentation. Promotion.
Price Guidance. Perception Management.

These results were not produced by one coat of paint, one set of photographs or one
negotiation. Each campaign required the right preparation decisions before launch, a
presentation plan suited to the property, marketing designed to attract attention, evidence-
based price guidance and deliberate management of buyer perception.

Preparation is not an
isolated task. It is the first
stage of creating
competition.

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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KEDRON CASE STUDY / PART 1

The Same House. A Different
Result.

11 Bristol Road, Kedron
1955 Californian bungalow
3 bedrooms | 1 bathroom | 412m²

The home had genuine character. But its presentation was
working against it.

The brown terracotta roof, yellow walls, original kitchen and
tired bathroom caused the property to read as a renovation
project.

The owners also needed a quick sale at a strong price so
they could settle another purchase.

The brief was clear:

The preparation decisions

1 Change the exterior message
The brown and yellow facade was repainted using dark Dulux Monument
and crisp white. The purpose was not simply to make the exterior
fashionable. It was to change what the home communicated from the
street: from “renovation project” to “updated character home.”

2 Control the first room buyers entered
The entry opened directly into a compact living area. Low cream boucle
chairs and a narrow buffet preserved the sightline through to the kitchen.
The fireplace became the visual hero.

3 Refresh the kitchen instead of replacing it
The original kitchen was retained and freshened. Contemporary stools,
artwork and a styled coffee nook helped it feel deliberate and current
without a full renovation.

4 Improve flow through the dining zone
A round dining table allowed seating for six without blocking movement
through the home. This showed buyers that the compact floorplan could
still support family dining.

Modernise the property without removing its period
character

Make a small footprint feel larger

Improve the first impression

Show family functionality

Prepare the property for a strong, concentrated launch

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.

Same structure. Different buyer perception.
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KEDRON CASE STUDY / PART 2

Small Home. Stronger Story.

5 Reframe the one-bathroom layout
The main bedroom was positioned beside the bathroom and styled to
improve the way buyers interpreted the relationship between the two
rooms. The goal was to strengthen perceived convenience in a one-
bathroom home.

6 Turn a narrow sleep-out into a second living
zone
The long, narrow sleep-out could easily have been presented as an
underwhelming study. Instead, a lounge setting turned it into a
genuine second living area for children, parents, guests or quiet
relaxation.

7 Show how the small block supports family
life
The outdoor dining area was presented to demonstrate that the home
could still host larger family occasions. The rear zones became an
extension of the living space, helping the 412m² block feel more
functional than its number alone suggested.

THE RESULT

$1,485,000
Sold on the first weekend

The lesson is not that every seller
should copy this colour scheme or
furniture plan. The lesson is that each
preparation decision should solve a
property-specific buyer problem.

$75,000 above the previous record for a comparable
Kedron home

$101,667 above the average price buyers said they
would pay

7 registered buyers

5 active offers

Strategic colour advice and styling

Staging cost to the owners: logistics only

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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SUPPORTING CASE

Presentation Is Not Decoration

This character cottage had strong architecture, but it also had several fixed
presentation problems:

The solution was not to hide every constraint. It was to turn each one into a reason to
buy.

The kitchen island was presented as a social hub. The fixed desk became a family
homework zone. Shelving was curated to feel intentional. Outdoor areas were divided
into clear lifestyle zones.

T H E  R E S U LT

$1,650,000

Buyers do not experience your home as a list of dimensions and inclusions.
They experience how it makes them feel - and whether they can imagine

living there.

4 2  B A L A  P L A C E

Calamvale

An awkward kitchen island

A permanent foyer cabinet

A built-in steampunk desk

Multiple empty shelving zones

Rooms that needed to appeal to younger family buyers without losing the home’s
character

Sold in week 2

$160,000 above the previous relevant
Calamvale record

$150,000 above the average price buyers said
they would pay

11 registered buyers

7 active offers

Staging cost to the owner: logistics only

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.
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PRINT, TICK AND CONTROL

The Final “Before You List” Checklist
Planning Repairs Rejuvenation

Cleaning Decluttering Presentation

Final control

R E M E M B E R

You do not need to fix everything.
You need to fix the right things.

Set a realistic preparation budget

Separate essential work from optional
work

Confirm the likely buyer group

Decide the purpose of each room

Book trades in the correct order

Confirm photography and campaign
timing

Allow approximately two to four weeks
where possible

Fix active leaks

Repair loose handles, hinges and doors

Repair damaged flooring

Replace failed bulbs

Repair obvious exterior defects

Complete unfinished work

Patch damaged walls

Repaint high-priority rooms where
needed

Refresh trims and doors

Clean or replace badly worn carpet

Refresh kitchen surfaces and hardware

Refresh bathroom grout and sealant

Improve street appeal

Complete a deep interior clean

Clean windows and tracks

Clean switches, handles and fixtures

Clean carpets and hard floors

Clean exterior surfaces where required

Remove cobwebs

Clean gutters and visible drains

Complete the final clean after trades
finish

Remove excess furniture

Arrange storage where necessary

Clear kitchen and bathroom counters

Reduce personal collections

Remove visible paperwork

Organise shelves and cupboards

Remove garage and outdoor clutter

Give every room one clear purpose

Protect sightlines

Open access to natural light

Use furniture suited to the room’s scale

Style important outdoor zones

Present family functionality

Complete a final photography
walkthrough

Front entry clean and welcoming

Gardens finished

Bins and hoses hidden

Cars repositioned where required

Beds made

Towels coordinated

Lights checked

Cleaning products removed

Property dry, clear and ready

Cape Cod Residential |  capecodresidential.com.au |  All commissions negotiable. Follow local laws/TCPA.



BEFORE YOU SPEND MONEY

Get a Clear Plan
Every home is different. The best preparation plan depends on the property’s condition, its likely buyer

group, its location, the way each room is used, the available preparation time and the work most likely to
influence buyer perception.

A short assessment can help you decide what to fix, what to skip and what to do first.

BOOK AN APPRAISAL
A short Preparation, Presentation & Price Assessment of your

home.

ACCESS YOUR HOME’S REAL MARKET
VALUE

A unique selection of home valuation options.

Luke Russell
0403 974 189
luke@capecodresidential.com.au

Anne-Maree
Russell
0403 766 822
a-m@capecodresidential.com.au

Cape Cod Residential
www.capecodresidential.com.au

The 8 Days To Sell System™

Control your price, in any market.

This guide contains general information only and does not constitute legal, financial, building or property advice. Obtain appropriate professional advice before approving repairs, renovations,
certifications or expenditure. Results vary between properties and market conditions. Past results do not guarantee a future result.

All commissions negotiable. Follow local laws/TCPA.

https://api.leadconnectorhq.com/widget/booking/3a7lsnxFRHtODflOeRvv
https://api.leadconnectorhq.com/widget/booking/3a7lsnxFRHtODflOeRvv
https://api.leadconnectorhq.com/widget/booking/3a7lsnxFRHtODflOeRvv
https://www.capecodresidential.com.au/marketvalue
https://www.capecodresidential.com.au/marketvalue
https://www.capecodresidential.com.au/marketvalue
mailto:luke@capecodresidential.com.au
mailto:a-m@capecodresidential.com.au
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