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 Sales Value Chart  - Same house, same graph, but updated May 2007. 
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Our regular newsletter is designed to keep you up to date with the Real Estate Market. 
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Do your own appraisal... 

You can get an idea of how your home has faired in the market place. We have used a house purchased in 1995 for $150,000 as an example. 
Firstly, locate your purchase price on the left hand axis. Then draw a line parallel to the bottom axis until you reach your purchase date. Draw a 
line parallel to the graph until you reach 2007 - which in the case of the example, is $305,000 (brown line) 

As can be seen from the above graph, this edition we have tracked two typical properties.  The red line is the house we have been following 
for several years and the blue line represents the upper bracket in our market $400,000 plus. Our reason for introducing the second line in this 
graph, is that there has emerged two distinct trends in the market place. The continuing demand from investors and first home buyers has 
pushed the lower end up by approximately 6% to 8 %. 
 
The following example illustrates the point. We recently sold a home which was listed in January 2006 for $295,000. The best offer was 
$285,000 which the owner chose not to accept and withdrew the property from the market in June 2006.  This property was re-listed in April 
2007 for $309,000. Approximately 400 buyers were identified and notified, resulting in multiple offers and acceptance by the owner of full 
price which represents an increase of 8.1%.  Obviously one sale is not conclusive proof, but does provide a good indication. 
Conversely a search of our buyer bank in the $400,000 plus price range currently yields 179 buyers  - whilst an excellent number, not enough 
to create the frenzy of the lower bracket. Hence the upper bracket has eased slightly and lacks the upward push. 
 
If you own a home in the lower bracket and are thinking of upgrading, because of what the above information reveals, it makes loads of sense 
to do it now. Sell your lower end house in a flourishing market and buy into the less buoyant upper market. 
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Lot 3 Erbacher Rd, Nambour  $143,000 

3/7 Bradley St, Nambour  $175,000 

25A Bundarra St, Nambour   $240,000 

6 Boronia St, Parklands  $258,000 

26 Mary St, Nambour  $275,000 

11 Colonial Way, Woombye  $280,000 

3 Kings Place, Burnside  $280,000 

32 Noel St, Nambour  $285,000 

18 Glenbrook Dr, Nambour  $289,000 

37 Waterfall Rd, Nambour  $290,000 

62 Main St, Palmwoods  $290,000 

5 Stanley St, Palmwoods  $295,000 

12 Magnolia St, Nambour  $295,000 

6 Kerrs Lane, Coes Creek  $299,000 

7 Palm St, Nambour  $306,000 

3 Emu Court, Nambour  $310,000 

36 Erbacher Rd, Nambour  $312,000 

18 Nicholas Crt, Bli Bli  $315,000 

29 Image Flat Rd, Nambour  $319,000 

2B Middle Park Crt   $319,000 

17 Mt Pleasant Rd, Nambour $322,000 

18 Campese Tce, Nambour $335,000 

8 Rendille Lane, Coes Creek $335,000 

20 Baloo St, Burnside $335,000 

27A Kerrs Lane, Coes Creek $345,000 

49 Hillcrest Av, Nambour $352,000 

13 Headwaters Crt, Yandina $375,000 

12 Kerada Crt, Nambour $450,000 

66 Court Rd (block of units) $467,500 

49 Price St (Commercial) $467,500 

Recently Sold Properties 

It is interesting that there are currently approximately 900 sales transacting per year in the area analysed. In the same area there are        
approximately 16 Real Estate Offices collectively fielding in excess of 60 people endeavouring to make a living, (on average 15 sales each) 

Unfortunately as in most sales environments the 80/20 rule applies which in effect means that 80% of the business is conducted by 20% of 
the people. 

Recently Keyline has been achieving a sale a day which at that rate would account for 300 plus sales and if just one other office comes 
close to our results there’s not much left for the other 14 offices. 

If you are thinking of selling it would make good sense to contact Keyline Realty. 

Let us show you how different we are from our competitors. 

Let us show you how we function without charging huge amounts for advertising. 

 

Keyline Realty Team members have had to study and gain at least a 95% pass mark in a comprehensive exam to be accepted as team     
members. By far the best trained team! 

Keyline Realty team members are “Trained Negotiators”. Their skills could save or make you thousands of dollars. 

Keyline Realty has the biggest ‘Buyer bank’ - over 2122 registered buyers who receive regular communication from us. 

Keyline Realty rarely does ‘Open For Inspections’, avoiding the risks for you as a seller of home invasion. 

Keyline Realty saves you money on advertising by being efficient and  using innovative methods to find the most buyers. 

Keyline Realty regularly has multiple buyers competing for properties ensuring that you get the highest possible price. 

Keyline Realty continually conducts market research so that we are able to give our customers the best advice. 

Keyline Reality have a high customer satisfaction rate. There are hundreds of Keyline customers willing to vouch for the high level of     
service they received… 

 

If you are thinking of selling, the choice is easy. 

. 

You will be in the hands of a team of skilled operators! Winners! 

“KEYLINE” ….. KEYLINE REALTY!!!! 

Experience  “THE KEYLINE REALTY DIFFERENCE!” 

Sales Volume Chart  shows the changes in sales activities in the Nambour and surrounds Pie Chart—Sales Value Splits 


