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AT AUCTION
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This guide is intended for general information purposes only. The content does not take your personal circumstances into account. You should 
obtain independent legal and financial advice before undertaking any transaction involving real estate.

Harcourts uses reasonable endeavours to ensure the information in this guide is current and accurate. To the extent permitted by law, Harcourts 
makes no representations or warranties as to the accuracy, reliability, completeness or currency of the information within this guide, and the use 
of this guide is at your own risk. None of Harcourts, its employees and any authors of this guide can be held liable for any inaccuracies, errors or 
omissions in this guide.

All information and material contained in this guide is copyrighted and owned by Harcourts International Limited. Except as permitted by applicable 
local laws, no part of this guide may in any form or by any electronic, mechanical, photocopying, recording or any other means be reproduced, 
stored in a retrieval system or be broadcast or transmitted without the prior permission of Harcourts.

© 2021 Harcourts International Limited.
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Auctions are a large part of the Harcourts real estate business. We believe they are the fairest, most transparent 
method of selling property and are designed to give sellers the best possible result. There are a number of benefits 
for buyers and sellers alike. Once you’ve decided to auction your property, this easy guide helps you get prepared 
for the day. To help you, we’ve gathered a list of considerations and ‘frequently asked questions’ from Harcourts’ 
top auctioneers.
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The auction method of sale provides sellers with the 
greatest opportunity to obtain ‘fair market value’  
or a premium price for their property. An auction 
campaign also adds structure to the property listing 
and sale process, and is regarded as the most effective 
way of marketing property for sale.

Here are some other benefits of selling at auction:

•	 Selling a property unconditionally and with certainty  
is a very valuable outcome for a seller

•	 Premium prices are more achievable via auction

•	 Auction pits buyer against buyer, forcing the 
price upwards...not buyer versus seller,  where 
negotiations go in the opposite direction

•	 When you sell by auction, you deal with premium 
buyers in the marketplace - those with cash

•	 You don’t just get one sales consultant working for 
you - you have the Harcourts manager, auctioneer 
and a whole auction team dedicated to achieving 
the best result for you

•	 The seller remains in complete control: You set the 
terms and conditions, and you don’t sell until you 
are satisfied with the result

•	 An auction campaign occurs in an intensive, 
compact period. You can achieve in three weeks 
what can sometimes take three months.

THE BENEFITS OF 
SELLING AT AUCTION

Should an auction listing not sell during the auction 
campaign, the chances of selling the property soon 
after are dramatically increased because of the 
enhanced amount of buyer enquiry that’s generated 
through marketing for sale by auction. In addition to 
the benefits of being an ‘exclusive agency’, auctions 
have many other advantages, such as:

•	 The ‘no price’ aspect will attract more genuinely 
interested, cash-in-hand buyers

•	 It allows sellers to plan ahead in the knowledge  
that a specific date has been set for the sale of  
the property

•	 A sale by auction is unconditional and allows  
the transaction to proceed to settlement  
without delays

•	  The property is neither overpriced nor undersold. 
Its value is determined by the market, in the form  
of bids or offers

•	 A successful purchase requires the payment of a 
deposit on the day of auction. Market feedback 
will assist the seller’s decision on a reserve price, 
whilst still allowing for the possibility of achieving a 
premium through buyer competition

•	 The seller always has the option to accept an offer 
prior to auction, if a desirable offer is received

•	 Prospective buyers will be focused on establishing 
the maximum price they will pay, not how little they 
should offer.
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Auctioning your property is about so much more than 
simply showing up on auction day. There’s a lot that 
goes into it beforehand, and marketing your property 
well is the key to achieving a successful result.

Your Harcourts sales consultant will walk you through 
your marketing plan in detail, from selecting images 
and wording to be used in advertising, to where the 
property will be advertised (online, papers, brochures, 
in office etc). 

PREPARING FOR  
AN AUCTION

Your consultant will also get you to sign a copy of the 
REINZ best practice guide for auction and will give you 
a copy of the Harcourts Promise (the level of service 
you will receive).

Before you go to auction, you will hear from your 
Harcourts sales consultant on a daily basis and have  
a face-to-face meeting each week. You will have a 
written report that summarises all of these activities, 
along with the interest in your property.

Your Harcourts sales consultant will also keep you well 
informed of the current market, so that you can make 
informed decisions come auction day.
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Open homes are one of the most effective ways  
of marketing a property and attracting interest from 
a wide variety of buyers. When choosing to sell your 
home through auction, open homes are essential so 
that potential bidders can get a good feel for the home 
before committing to attend - and bid at - the auction. 
 
Some of the advantages are:

•	 Controlled viewing times

•	 Open homes can create plenty of activity,  
even in a slow  market

•	 Interest and activity can trigger urgency with buyers

•	 Your Harcourts sales consultant’s time is put to best 
and most effective use. They have the opportunity 

What is your role on auction day
•	 If you are available, it is recommended that you 

attend your auction. It’s great to have you there  
if there are any last-minute questions.

•	 Some common questions buyers ask are “can we 
vary the deposit amount?” or “can we vary the 
settlement date?”

to talk to numerous people about your property 
and will get an idea of how many people will be 
registering to bid

•	 Comments from open home visitors can provide 
feedback on price, presentation and sales appeal, 
which will give you a range of information to go into 
the auction with

•	 It’s a big advantage for your agent to turn up for your 
open home and the house is in full presentation 
mode.

For more tips on holding an effective open home, 
ask your Harcourts sales consultant for a copy of our 
Complete Property Selling Guide.

Holding an open home day before auction

•	 Your Harcourts auctioneer will also want to confer 
with you, depending on how the auction is going. 
For example, if bidding stops below your reserve 
price, your Harcourts auctioneer will want to discuss 
next steps with you. People make better decisions 
when they too can see and feel the rhythm of what’s 
unfolding in front of them.
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Your Harcourts auctioneer

Your Harcourts auctioneer should be introduced 
to your property much like your Harcourts sales 
consultant has been. They should walk through  
the property, understand the features of the home  
and really understand why a buyer would fall  
in love with it. That way they’ll be able to better 
represent your home to buyers. This information will 
assist the auctioneer in developing a strategy  
for auction day.

They’ll ask your Harcourts sales consultant detailed 
questions about it, such as how many inspections 
have been held, what kind of interest the home 
has received, valuations done or any building/pest 
inspections. These discussions usually take place at 
your ‘reserve set’ meeting two to three days prior to 
your auction. 

They will discuss with you all the possible scenarios  
of what can unfold on the auction day itself, so you get 
no surprises other than the result you achieve. 

GETTING TO KNOW 
YOUR PROPERTY

The Reserve Price 

It’s important for you to understand and be clear  
on what your reserve price is, and how it will be used 
during the auction. Your Harcourts auctioneer will  
explain this to you in detail and will develop a strategy 
for the auction, based around the reserve price. 
Remember, your Harcourts auctioneer will be working 
to ensure you get the best price possible for your 
property.

It’s important not to openly discuss price with others, 
to reduce the risk of a price leaking out into the market. 
The auction should focus on the property, and price 
should become a secondary factor to buyers.
Remember, at all times during an auction,  
you’re in control. It’s about finding the best buyer  
at the best price, and if the highest bid is at an 
acceptable level, then you can take it and sell. If not, 
the property can be passed in and negotiations with all 
interested parties can begin. Or you can deal with the 
highest bidder at your discretion.  

However, auction provides you with the best chance 
to sell your property without undesirable terms and 
conditions, so the reason for not accepting the highest 
bid or offer on auction day should be greater than the 
reason why your property is for sale in the first place.
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When it comes to marketing your property before 
auction, the rule seems to be that ‘more is more’.  
The success of your auction can be largely dependent  
on your marketing campaign.

Harcourts’ latest research shows a direct correlation 
between the amount invested in marketing versus 
how much interest is generated for a property, and 
what price is achieved. In general, properties that sell 
in the shortest timeframe are auction properties. The 
marketing is designed to go the full width and breadth 
of the market (both active and passive buyers) to 
ensure all prospective buyers have had an opportunity 
to engage with your agent.

Harcourts focus on highlighting the positive aspects 
of your property across a range of media to ensure we 
reach the widest number of potential tenants. We offer 
an extensive range of media options for presenting 
your property. 

PROPERTY 
MARKETING

We work with you to develop an effective and cost 
efficient marketing plan including online options, 
giving your property the highest possible profile – 
obtaining an optimised return and the best property 
and buyer match.

Making certain your property is seen by one and all is 
a key strength of Harcourts. We accomplish this with a 
referral network that’s second to none.

With over 780 offices internationally we have a 
multitude of Sales Consultants who are capable of 
accessing your property details to send qualified 
prospective buyers. 

The Harcourts One system allows this process to 
happen immediately, so your property is quickly seen 
by a huge number of people around the globe.
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