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5 Ways Sellers Possibly 
Do To Get More Buyer Enquiries



GET THE CORRECT PRICING STRATEGY

• Perform research on past transactions: 
Past transaction information is readily available on HDB website, URA website, SRX platform etc ; 

information at finger tips: tenure, total units, developer, PSF, rental details, transaction details   

• Perform comparative market analysis: 
Compare the price (HDB) and PSF (Condo) in other blocks or project developments nearby ; may 
not be apple-to-apple comparison ; buyers usually view nearby blocks / projects in same cluster

• Perform research on competing stocks: 
Look through the listings that are on sale and note down how long they remain unsold in the 
market to get rough idea if the selling price is feasible

• Perform research on unit’s valuation: 
Can look for banker to provide rough estimation on the unit’s valuation (usually conservative 
without any option to purchase) ; use some website platform e.g. SRX to know rough value  
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HOME STAGING & PRESENTATION

• Declutter the house: 
Too many stuff along the walkway / inside a room will create impression that the house or the 
room is small. By decluttering the house, it paves the imagination that the house is able to put big 

furniture or even put a king bed inside the room.  

• White wash the house: 
Dull coloured wall will create impression that the house is dim and not well lit (no natural light). 
Damaged wall might mean leaking piping or any other possibilities buyer could think of.  

• Decorate the house: 
Paintings, motivational quotes, plants will be helpful to give a different ambience and feeling to 
the house. By making buyers feeling comfortable during viewing, it is half battle done.

• Furnish the house: 
If the house is vacant, can consider to rent some furniture. Vacant houses usually take longer 
marketing period. Buyers can also imagine the size of the house and plan their own renovation.  
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GOOD PHOTOGRAPHY / VIDEOGRAPHY

• Nice and bright photos: 
If your own phone is unable to take good photos, try install some editing software to do photo 
touch up. Image says thousand words. Can consider engage professional photographer if need to.

• Angles of photos:
Take photos along the walls ; Take photos from bottom to ceiling ; Can consider using wide lens  

• Avoid taking photos: 
Don’t take photos on toilets ; don’t take photos on the fixtures / furniture alone ; don’t take photos 
with any people inside ; don’t take photos without doing decluttering first ; don’t take photos at 
night ; Don’t take narrow corridor ; don’t take mirror / glass which has reflection of the 
photographer ; Don’t use fish-eye lens ; Don’t take family portraits inside photos
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MAXIMIZE THE EXPOSURE

• Spread the words within development: 
Through daily interaction with neighbours, can inform them that you are selling your unit. There 
could be some also looking to stay near kids, stay near parents, stay near prestigious school. If 
lucky, your immediate next-door-neighbour might be interested to have side-by-side units 
together.

• Advertisement platforms: 
There are some seller DIY platforms eg Gumtree, Carousell, Facebook etc. Some might involve a 
fee to boost the listing or bring the listing to front page. Beware that some DIY platforms might be 
more suitable for rental listings than sale listings.

• Engage salesperson: 
You may leave the marketing job to the salesperson(s). Some may have marketing plan which is 
already working to get leads / enquiries. Some would be able to qualify the buyers and stage the 
buyers towards offering for the unit.
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ADVERTISEMENT CONTENT

• Selling point about the unit: 
Talk about the unit in bullet points: the size, number of bedrooms, number of units, corner / corridor 
unit, privacy, facing, sun direction, wind direction, unblocked / sea / pool / garden view, layout, 
renovation done, condition, neighbours, facilities, amenities nearby, MRT stations, rental yield 

(tenanted unit) etc

• Can consider to put in lines e.g.:
Friendly sellers willing to discuss ; Pure selling without contra or extension ; View to offer and open for 
discussion ; Unit is moving in condition inclusive of furniture (if applicable)

• Avoid putting in lines e.g.: 
Only certain race is eligible to buy ; Only welcome sincere buyers to view ; The cheapest unit in the 
development ; Selling low as it is condition ; not for bargain or negotiation 

• Can also consider to put in images e.g.: 
Map of the project ; condo environment & facilities ; photos of shopping malls, MRT stations, shops
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CONSUMER EMPOWERMENT INITIATIVE
- An Education Series on Real Estate Matter -
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CONSUMER EMPOWERMENT INITIATIVE
- An Education Series on Real Estate Matter -

To take away all the trouble of marketing yourself, we can work together! So that you 

get the right buyer profile to view without wasting your precious family time. Plus, I 

will do a fantastic job in ensuring you have peace of mind and offer at market price! 
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5-Star Services | Website Profile | SRX Profile

https://www.facebook.com/jj.wong.5star
https://www.facebook.com/jj.wong.5star
https://www.facebook.com/jj.wong.5star
https://axlwongjunjie.wixsite.com/jjwong
https://www.srx.com.sg/jjwong
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DISCLAIMER:

1. By making materials and information available to The Subscribers including facts, data, views, opinions, analyses, comments and recommendations, The Sender is not giving 

financial, investment, tax, legal, professional or any other advice.

2. The Subscribers agree that and confirm that they shall not treat nor regard any information as constituting advice of any kind.

3. The Sender makes no warranty or representation, express or implied, as to the information's accuracy, reliability, completeness, timeliness or otherwise.

4. The Subscribers shall at all times rely entirely on his / her own assessment and judgement before deciding to enter into or undertake any transaction.

5. While the information has been obtained from sources believed to be reliable, The Subscribers must bear in mind that none of the data, facts, information, analyses, opinions, 

comments contained within the information has been customised or tailored specifically for any person.


