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Coming together is a beginning. Keeping together is progress.
Working together is success.

Highly awarded agent Mark Novak, established The Novak Agency nine years ago at the youthful age of 23, yes! he's now
33...quite incredible huh2 Mark (who was born and bred in Dee Why) is responsible for changing the face of real estate on
the northern beaches with his "“thinking outside of the box" approach. His 17 years of intense knowledge of the entire real
estate industry, ensure that Mark’s philosophy of “a step ahead” is always upheld.

Here's some other interesting facts you might like to know about Mark

Apart from many fabulous facets such as listing, selling and managing people’s homes, | build lifelong relationships and
continue to build on this wonderful brand many of you know as The Novak Agency.

Meeting my wife...cha-ching!
Having no fear, and walking around the house with my business socks hanging half off my feet (really frustrates my wife)

| still don't know, can’t play any sports, can’t play any instruments, cannot draw, I'm no good at writing, | don’t read, was
very naughty at school......hmmmm maybe I'm good at running a real estate business2

"You have an absolutely sensational team who provide an exceptional service which can not be matched. From the
first meeting we had with you and Antonios we were impressed. The “Attention to detail” was very impressive, and
we could not have been more delighted with the video and photos, WELL DONE. We have mentioned “The
Novak Agency” on countless occasions to friends, family and even colleagues throughout Telstra and Qantas
who live on the beaches and around Sydney”

Mike & Sarah Anftcliffe sellers of 3@13 Lismore Avenue Dee Why

“This was our first time selling, and we were so impressed with the time you took to walk us through the
process, the house was on the market and advertising completed in 6 days and you were always
available if we had any questions (not to mention your great sense of humour!)”

Debbie Boyd & Darren Farrow seller of 1@7 Francis Street Dee Why

“Just a quick note to thank you for your diligent efforts in selling my apartment in Freshwater.
You worked hard & smart to achieve a very solid result in somewhat uncertain times”

Sharon Dawson seller of 34@4 Greenwood Place Freshwater




“Generally” property prices will double every seven years

Now is a really great time to sell, we have not seen any significant capital growth since 2003. Our advice — get in, get
ready & gef set! Property is on its way up!

While media reporting on Sydney property prices is extensive, we must differentiate our Northern Beaches from other
parts of Greater Sydney. For instance, the Eastern Suburbs, North Shore & Northern Beaches represent even stronger
growth than most other parts of Sydney.

By looking fo the past we can see into the future.

Here is a 25 year summary of the Northern Beaches separated info houses & units.
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We don't just pull a figure out of thin air when determining the price
of your property.

We sell properties all day every day and have spent time researching comparable recent sales in the Novakville area.

$950000 - $1100000 is what we estimate and believe we can achieve.

Ideal sale price $'s
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Negotiation, Private Treaty, Auction, P.O.A ...

We recommend Sale By Negotiation as the method of sale for your property. Are you comfortable with this sales
approach?

There are 2 main types of selling:

This is a marketing technique used to achieve competitive offers. An asking price is set (simular to auction) and all
prospective purchasers are encouraged to submit offers.

Sale by Negotiation can be turned into an auction situation when a number of people become interested in a
property. We call this a best & fairest negotiation.

Auctioning is a marketing technique used to achieve competitive bidding. With this method the property is not
advertised with an asking price.

A reserve price is set one day prior to the auction day based upon the response to date. The reserve price is not
disclosed to prospective purchasers and bidders.

This method is a proven method of sale when there is a shortage of properties on the market for sale and/or the
property has certain features which are rarely found in other properties.

A $400 fee is charged out for the auctioneer.




Market, test, re launch...
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Over 85% of properties sold by The Novak Agency come from our
purchaser database

We have 155 hot buyers for your property with money in their pocket! Some have just missed out on a property,
some are desperately looking for a home & some are just THE perfect fit.

We don't just take names & numbers at open houses, we work with buyers 24/7. It's no lie that we never sleep! We
have met these buyers via -

¢ Open for inspections * Internet inquiries

¢ Walk in inquiries ¢ Client referrals

¢ Telephone inquiries * Sign board inquiries
¢ Direct mail inquiries * General advertising
* Adbvertising * Social Media

¢ Past vendors * Past buyers

Of course we need to be paid for our hard work. Apart from doing this for the love of it, we also have bills to
pay! Our selling fee is a mere 2.2% (+ GST) . ‘The Novak Bronze' marketing package is included at no charge.
(refer to pg 12) If you choose fo further enhance your marketing campaign, then we have the Silver, Gold &
Platinum packages which you may find more appealing. (refer to pgs 13-15)

Without hesitafion The Novak Agency has the best exposure of any other agency on the Northern Beaches. Our
glamorous headquarters are visible to over 50 000 cars per day! Our sleek glass frontage & plasma tvs play home
to our famous window signs, where each & every week a highly entertaining real estate topic is showcased to the
public.

Come in, have a REAL coffee & experience the Novak style.




To give real service you must add something which cannot be bought
or measured with money, and that is sincerity and integrity.

It is clear that we are not your average real estate agency! We are different to all the others with everything that we do. You may
have noficed this from reading our proposal.

At The Novak Agency, we think outside the square. Our marketing, our signboards, our copy, our design, our website, our
headquarters & our staff are paramount & unique in every way. Our collaboration of awards & our rise o success are evidence of
our talents from which you will benefit.

Finalist 2011 Northern Beaches Local Business Awards - Best Real Estate Agency

Finalist Award for excellence - website REINSW 2010

Winner Northern Beaches Business Awards Real Estate 2010

Finalist Communications category REIA 2009

Finalist Large Agency of the Year REINSW 2009

Winner Website of the Year REINSW 2008

Finalist Residential Agency of the Year REINSW 2008

Finalist Property Management of the Year REINSW 2008

Finalist Real Estate Agency of the Year Manly Daily 2008

We make a point of finding the very best people to employ, all very good looking too!
Marketing — clearly stands out, looks sensational, is fresh, unique & entertaining
Advertising — we get the best spots including the back page of The Manly Daily every single week

Signboards — not your average sign board. We do ours differently to all the other agents. These sit 5ft x
2.5ft and seriously standout

24 hour live support. Serviced by an actual person. You can call us 24/7 — we never sleep! We'd never
let a potential sale slip through the cracks.

SMS interactive marketing campaigns

Email newsletter — Highly effective & highly entertaining. A fantastic marketing tool with over 2000
interactive subscribers fortnightly

Sunday open houses — yes, we do Wednesday, Saturday & Sunday opens. We said we never sleep.

Buyer follow up — A day wouldn't go past where prospective purchasers on our database would not
comment that we are the most pro active agent on the Northern Beaches with follow ups!

Weekly written seller update — superior reporting, keeping you in the loop.
E-contracts — Ever wanted a contract for a property?2 We have them available 24/7 on our website. So easy.
Letterbox drops — some may say they're old fashioned, fact is they work!

Novak Headquarters — 5 star customer service. Glamorous, chic, seriously visual and extremely friendly.
Also, the best coffee in town!




We will cover the cost of everything outlined below

Web

www.thenovakagency.com  www.realestate.com.au
www.domain.com.au www justlisted.com.au

www.twitter.com www.ebay.com.au
- NOTHING

The Manly Daily Sat. Edition -
Unsurpassed back page position - Two photo module ad

The Manly Daily Friday and Saturday edition - Open for Inspection panel
Editorial features with (at editors discretion....although we are very well connected!) The Manly Daily,
Sydney Morning Herald, Sunday Telegraph, Sun Herald, The Financial Review, The Mosman Daily, North Shore Times

Photography

To capture the highlights of your property for advertising and editorial purposes a photo shoot will be undertaken.

Design
The Novak Agency in house design crew work firelessly to bring all brochures, print and internet advertising to life.
They will expertly design, digitally enhance, photo shop & upload all marketing.

Brochures

100 colour handout brochures, unlike any other.

Signboard

“The silent salesperson” 4ft x 4ft “For Sale” signboard including installation & removail.

Direct mail

1000 “invitation to inspect” letters will be delivered to all properties in the surrounding area. This marketing tool
generates a great deal of interest. Additionally letters will be sent to all prospective purchasers on TNA's database.




This is for those who want just that little bit extra.

Customised signboard

featuring your property photo(s) & description — the silent Salesperson.

Floorplan

A dedicated draftsperson will sketch a floorplan which will detail every room including measurements — used online
and on handout brochures.

MMS Brochure

Your property photos & details blasted to buyers mobile handset.

500 superior full colour square brochures

Heavy matt cello glazed designer stock — classy!

Super shoot for your property

A professional cameraman & crew will capture images of your property worthy of a fasion magazine. This will be
used online fo enhance the virtual experience of people viewing your property. Also to be used at all open for
inspections. Works a treaft!




For those who wish to spend a realistic amount on marketing.

5000 superior full colour square brochures.

Heavy matt cello glazed designer stock — classy! These are distributed to the local area - this gets everyone talking!

Guaranteed top spot in realestate.com

for 4 weeks (for a selected suburb).

Quarter page Manly Daily ad for 4 weeks

Whopping first placement, amazing results! Full newsprint colour including all graphic design costs + get | free ad for
3 weeks!

Professional photo shoot

2 sessions, night/day & 10 “money shots”




For those who really want the ants pants — you never get a
second chance to make a good first impression!

Half page Manly Daily ad for 3 weeks

Whopping first placement, amazing results! Full newsprint colour including all graphic design costs + get | free ad for
3 weeks!

E Brochures

Powered by realestate.com.au direct hit your potential buyers inbox with a PDF brochure.




Add any of these extras onto any package.

Lime Photography
$200 for 3 images or $500 for 7 images, 2 visits (day/night)

Virtual TV style property commercial $300
Sign board 5 x 2.5ft $300
Floor plan $120
Brochures

$250 for 500 or

$650 for 5000 full colour (double sided with matt cello glaze) including floor plan

realestate.com.au

GUARANTEED TOP SPOT

E Brochure Direct hit your potential buyers inbox with a PDF brochure (.55¢ per e-mail)
Medium traffic suburb $135 per week

High traffic suburb $185 per week

Manly Daily newsprint “FRONT PAGE"
Strip/Quarter page $714

Manly Daily GLOSS COLOUR

Full page $2790
Half page $1473
Quarter page $775

Manly Daily FULL NEWSPRINT COLOUR

Full page $2309
Half page $1175
Quarter page $615
"Go for Sold” discount program .........ccceeeeuveene 4 weeks + 2 free weeks or 3 weeks + 1 free week.




We live, work & breathe the Northern Beaches so felt that we
should share with you those businesses that shine in and around

our local area.

CONVEYANCER
SOLICITOR
ACCOUNTANT
FINANCE BROKER
VALUER

BANK

L.T. SPECIALIST

INTERIOR DESIGN

CITY WIDE MASTER PLUMBING
ELECTRICIAN

HANDYMAN

PAINTER

CARPENTER

CARPET LAYER
CLEANING SERVICES
WINDOW CLEANING
REMOVALIST
RUBBISH REMOVAL
STORAGE

HARDWARE
FLORIST
FRUIT & VEG
BUTCHER
DELI

BEST COFFEE
PASTA

SEAFOOD
CHICKEN
ICE CREAM

Need more?

The Conveyancing Practice

HPL Lawyers (Anthony Mete)

IM Partners

Wagland Salter & Associates (Warrick Howson)
Propell National Valuers (Mark Nassif)
Westpac, Brookvale

SGS Computer Solutions (Steve)
Style to Sell (Sarah Hargraves)
Deegan

Edward Ingram Electrical (Ed)
Archer's Handy Work (Robin)
Steve Kovacevic

BNB Quality Constructions (Brett)

All style flooring (Dave)

Peninsular Cleaning Services

Total Window Cleaning (Stan Draca)
Connectnow

United Resources Management
Rent a space (Terri)

Pooles Hardware

Hills Florist

Dee Why Market

Dee Why Market

Livoti's, Francis Street, Dee Why

Hit Cafe Shop 6, 27-33 Oaks Avenue, Dee Why

9981 6277
9905 9500
9262 2266
9497 4200
0425756 610
9939 6044

0403 197 982
0450 180018

0411 802 548 / 9972 0601

0401 783 227
0431 446 122
0418 298 546

1300 798 262
0417 413 400
0418 464 898
0422 612 556
1300 554 323

9450 1599

0417 213212 / 9905 6222

9971 5745
9450 1743
99710122
9299 3855
9981 3550
9971 2635

The Italian Pasta Company, Dee Why Market, Oaks Avenue, Dee Why1300 8 PASTA

Dee Why Seafoods, 13 Oaks Avenue, Dee Why

Chick ‘n’ run 7 Oaks Avenue, Dee Why
Chill Bar, 20 The Strand, Dee Why

www.yellowpages.com.au

9972 4449
9972 9798
9971 8459



Timeline
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" Day 1

* Agreement authorised and collected by Mark Novak.
*Property key given to Mark Novak.
*Payment for Marketing Expenses given to Mark Novak.

*Contract received by The Novak

Agency from your solicitor.
*Photo shoo’[ on property. e Draftsperson visits
*Sales team inspect property. property for floor plan.

sIntended Solicitor details given to Mark Novak.
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*Open house is conducted. 400 designer brochures mailed to
*Receive a progress call *Follow up all open house attendees by phone. The Novak Agency database and

from Mark Novak. *Receive progress call from Mark Novak. properties surrounding your property.
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.Dq 18

Property appears in the Manly Daily.
Open house is conducted.
Receive a progress call from Mark Novak.

Open house is conducted.
Repceive a progress call from Follow up all open house attendees by phone.

Mark Novak. Receive progress call from Mark Novak.
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Open house is conducted. Follow up all open house attendees by phone. Receive detailed written progress
Receive a progress call from Mark Novak. Receive progress call from Mark Novak. report from The Novak Agency.
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Day 10 |

*Photo Signboard installed in front of property. *Property appears in the
«Property features on 4 websites for internet Manly Daily.

advertising. *Open house is conducted.
«Property brochures delivered to The Novak *Receive a progress call from
Agency office. Mark Novak.

* Advertising for Saturday Manly Daily is

booked and prepared.
*Signboard is booked and prepared.
*Brochures are booked and prepared.
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*Property referred to all
prospective purchasers on The
Novak Agency database.

*Receive detailed written progress report
from The Novak Agency.

*Property referred to all prospective
purchasers on The Novak Agency database.
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Property appears in the Manly Daily.
Property re-referred to all prospective Open house is conducted.
Receive detailed written progress report from purchasers on The Novak Agency Receive a progress call from Mark
The Novak Agency. database. Novak.
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Follow up all open house attendees by phone.
Property appears in the Manly Daily. Open house is conducted. Receive progress call from Mark Novak.

Open house is conducted. Receive a progress call Sit down with Mark Novak to discuss future
Receive a progress call from Mark Novak. from Mark Novak. marketing of the property.



Where are we & how do | contact you?
Dee Why...the heart of the Northern Beaches

Phone: 8978 6888 or 1300 4 NOVAK

) i .
Address: 651 pittwater rd dee why nsw 2099 (5akng v9)
Web: www.thenovakagency.com

The P.O box PO box 1665 Dee Why NSW 2099

The fax number 8978 6800

The skype number thenovakagency

The youtube channel  thenovakagency

The twitter account thenovakagency
The flickr account thenovakagency
The blog the novak agency blog

O © @
THE NOVAK AGENCY




Compare Us
® @ o & AGENT 2 AGENT 3

We tick all the boxes, do they? THE NOVAK AGENCY

VE NEVER SI FEP

......................................................................................................................................................................

Offer 155 qualified prospective purchasers
registered on our database right now

Offer the largest advertising budget per property
at no extra charge

......................................................................................................................................................................

Easy to remember 1300 4 NOVAK number

Provide written feedback reports after each open

Courtesy SMS/MMS to all open house attendees

Guaranteed open house Monday follow up

Brilliant editorial frack record

Give star customer service premises



Sales Inspection Report and Exclusive Sales Agreement (Residential)

Between Owner/s: Mrs J Citizen & Mr P Citizen ABN/ACN:
Of: 1 Novak StreetNovakville NSW 2099 GST Registered: Yes O No
And Agent: Licensees Business Name: THE NOVAK AGENCY PTY LTD ABN/ACN:
Licensee Name: Mark Novakov GST Registered: Yes O No ]

Property details:

Agency Period

Agent's Remuneration
3.

IMPORTANT:
WARNING:

Inspection

License Number: 108 1511 ABN: 54 101 170 147

The Novak Agency Pty Ltd Trading as The Novak Agency

651 Pittwater Road, Dee Why NSW 2099

Telephone: 8978 4888 Fax: 8978 6818 (Hereinafter "us” or “we"” means the Agent).

1 Novak Street, Novakville NSW 2099 (Hereinafter called the Property)
Price at which the Property is to be offered (including GST, if any): Offers over $ 999,999
Recommended method of sale: @  Private Treaty O

Agents opinion as to current estimated selling price (or price range): $950000 to $1100000 (this opinion is not to be construed as a valuation)
Principal's Solicitor Q Conveyancer Q

Phone:

Firm: ... .. Name of Solicitor/Conveyancer: .....

Signature of Agent Date of Report

In consideration of the Agent promising to use their best endeavours to sell the subject Property, the Principal hereby grants to the Agent
exclusive selling rights of the Property for a period of 120 days from the date of this agreement, now called the “Exclusive Agency Period".

2. i) In addition fo the exclusive selling rights granted fo the Agent under Clause 1, the Principal also grants to the Agent non exclusive selling rights
of the Property commencing on the expiry of the Exclusive Agency Period specified in Clause 1 and until such time as either the Property is sold or
this agreement is terminated by either party giving notice in writing, but without prejudice to either party's rights accrued or obligations incurred
prior to the effective termination, now called the "Continuing Agency Period”.

ii) If the exclusive agency period is for a fixed term exceeding 90 days, then the Principal can terminate this agreement without penalty at any
time after the end of the first 120 days by giving 30 days notice in writing (this clause does not apply where the contract for sale provides for
construction by the Principal of a dwelling on the Property).

i) The Exclusive Agent shall be entitled to a fee of 2.2% (+ GST) if during the Exclusive Agency Period the Property is sold, either:

(a) by the Agent (b)by any other agent; or (c) by the Principal.

ii) The Agent shall be entitled to a fee at the agreed amount if during the Continuing Agency Period the Agent effectively infroduces to the
Principal or the Property a purchaser who subsequently enters into a binding contract.

iii) The Agent’s fee is calculated on the selling price. If the sale is subject to GST the Agent's fee s calculated on the GST inclusive selling price.
iv) The Agent's remuneration in the event of a sale at the Agent's estimate of selling price would equate to $21999 on $1100000

v) The fee to which the Agent is entitled shall be due and payable on completion of the sale or upon demand if the sale is not completed owing
to the default of the Principal after the parties have entered into a binding contract or if after the making of the contract the Principal and the
purchaser mutually agree not to proceed with the contract.

This is an exclusive agency agreement. This means you may have to pay the agent commission even if another agent (or you) sell the property
or introduce a buyer who later buys the property.
Have you signed an agency agreement for the sale of this property with another agent? If you have you may have to pay 2 commissions (if this
agreement or the other agreement you have signed is a sole or exclusive agency agreement).

4. Unless otherwise instructed by the Principal any prospective purchaser is entitled to inspect the Property in the following circumstances

Promotional Activities

Expenses

5. The sale of the Property is to be advertised and promoted as per the included schedule

For Sale Sign: Permission is hereby granted for the Agent to erect “For Sale” signage YesQ
It is acknowledged that the Agent is not responsible for any liability, damages or injuries incurred as a result of the erection of the signage.

6. The Agent shall be entitled to reimbursement for the following expenses incurred by them:
Item Estimated amount Payable
Signboard $300 on order
Brochure $250 on order
Floor plan $120 on order

Total amount of expenses or charges the Agent expects to incur and for which they are entitlied under this agreement to be reimbursed (incl.
GST where Applicable) $670.

Variation of Fees and Expenses

Deposit

7.The services to be provided bK the Agent and any fees or expenses payable by the Principal to the Agent pursuant fo this agreement cannot be
varied except as agreed by the Principal in writing.

8.1t is irr(le\/TQcony agreed that all monies paid by the purchaser as deposit monies shall be held by the Agent in trust as stakeholder pending
completion.




Authority to Deduct
9. If any money is received by the Agent on behalf of the Princiﬁol, then the PrinciFPgl authorizes the Agent to deduct all of the Agent’s above
p Ho Princioal mentioned fees, expenses and charges before accounting to the Principal or the Principal’s solicitor/conveyancer.
ayment to Principa
10. If money held by the Agent becomes due to the Principal, then the Principal directs the Agent to pay that money by:
Cheque: YesQ Electronic Funds Transfer (EFT): Yes O
Financial Institution Taxes or Deductions
11. The Agent shall be entitled to be reimbursed for any taxes or deductions debited by banks or other financial institutions against the Agent's
account that are attributable to the affairs of the Principall.
Contract For Sale
12. Where the Property is residential property (as defined in Division 8 of Part 4 of the Conveyacing Act 1919), the Agent cannot act on behalf of the
F’rincipol irtw' respect of the sale of the Property unless the Agent has a copy of the proposed Contract for Sale in respect of the Property available
or inspection.
Coniunchi 13. The Agent is not authorised to enter into or sign a Contract for Sale on behalf of the Principal.
onjunction
14. Un\essbi)’rherwise instructed, the Agent may allow other agents to act in conjunction with them in order to effect a sale but only one fee will be
payable.
Limit of Agent's Services
st 15. The Agent does not undertake to perform any other services in connection with the sale.

16.1) Any amounts referred to in this agreement which are payable by the Pri_ncifnql to the Agent in respect of services provided by the Agent
under this agreement, including reimbursement of expenses, are expressed inclusive of the Goods and Services Tax (“GST”) at the rate of 10%
(the cgrrem rate). If the currentrate is increased or decreased, the parties agree that any amounts referred to in this agreement will be varied
accordin:
i) The pal
Agents Indemnity and Liability ) . . . .
17. The Principal will hold and keep indemnified the Agent against all actions, suits, proceedings, claims, demands, costs and expenses whatsoever
which may be taken or made against the Agent inthe course of or arising out of the proper performance or exercise of any of the powers, duties
or authorities of the Agent under this agreement.
Financial and Investment Advice . . . . o
18. The Principal acknowledges that any financial or investment advice provided by the Agent to the Principal is of a general nature only whose
preparation does not take into account the individual circumstances, objectives, financial situation or needs of the Principal. The Principal is
advised to consult with their own independent financial and/or investment advisor.

ly.
r%ies agree that the time of supply for GST purposes shall be the completion date of the sale.

Material Fact
19.1) The Principal warrants that the Principal has supplied the Agent in writing with all the relevant details and information pertaining to all the
material facts in respect of the Property. .
ii) The Principal acknowledges that the Property, Stock and Business Agent Act 2002 requires the Agent to disclose all material facts to prospective
and actual purchasers.
iii)The Principal directs the Agent to disclose all the material facts provided in writing by the Principal to the Agent to all prospective and actual
purchasers of the Property. . . . . .
pri Poli iv)In this clause “material fact” has the same meaning as it has in Section 52 of the Property, Stock and Business Agents Act 2002.
rivacy Policy
20. The Agent uses also personal information collected from or about the Principal to act as the Principal’s Agent and to perform their obligations
under this agreement. . . . . )
The Agent may also use such information collected to promote the services of the Agent and/or seek potential clients. . .
The Agent may disclose information to other parties including advisors, media organizations, property data service providers, on the internet
to pofential buyers, or to clients of the Agent both existing and potential , as well as to parties engc(:jged to evaluate the Property, owners
corporations, valuers, government and statutory bodies and_ financial institutions. The Agent will only disclose information to other parties as
re%mred to perform their duties under this agreement, to achieve the purposes specified above or as otherwise allowed under the Privacy Act
1988. If the Principal would like to access this information, they can do so by contacting the Agent at the address and contact numbers contained
in this agreement. The Principal can also correct this information if it is inaccurate, incomplete or out-of-date. Real estate and tax law reci_uwes
som;a c|>I this information to be collected. If the information is not provided, the Agent may not be able to act on the Principal's behalf effectively
or at all.
Disclosure of Rebates, Discounts or Commissions in Respect of Expenses =~ o ) )
21. Inrespect of any expenses o be incurred by the Principal or the Agent on behalf of the Principal pursuom to this agreement, the Agent discloses
that the Agent may receive the following rebates, discounts or commissions from third parties."nil".
Principals Authority o o ) . .
22. The Principal warrants that the Principal has authority to enter into this agreement.
Acknowledgements o . . .
23. The Principal acknowledges bem%> served with a copy of this agreement. . . . .
24. The Principal acknowledges that by signing this agreement the Principal is denied the right to sell the Property without paying a fee.
Occupational Health and Safet
. The Principal acknowledges that .
i) At all material times the Principal has sole control of the PrQFerfy listed for sale. o
it) The Agent acts under the direction of the Principal to facilitate the transfer of the Property between Principal and purchaser.
26. The Principal acknowledges that the Principal has thoroughly inspected the Property prior to sale and that the Property is
i&Free from harm: Yes Q

i) Subject to the defects and risks outlined in the Contract for Sale: Yes Q
Consumers Guide
27. The Principal acknowledges that they have been given a copy of the consumers guide “Agency Agreements for the Sale of Residential Property”
prior to signing this agreement: YesQ No QO Date:
Cooling-Off Period:

You (the Principal) have a cooling-off period for this agreement. If you do not wish to continue with this agreement you can cancel it until 5pm on

the next business day or Saturday.
Have you waived the cooling-off period in writing? YesQ No Q

Signature of Owner/s: Date:

Signature of Agent: Date:




[No IT's not

it’s just the beginning






