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57% of sellers 

felt anxious 
going into the 
selling process

Choosing an agent is one of the hardest 
decisions in the selling journey

1. Deciding what price to sell for

2. Being confident selling at the right time

3. Deciding on an agent
4. Deciding how much to spend preparing property for sale

5. Aligning the sale with buying another property

Hardest decisions (top 5) Emotions



Sellers are looking for a mix of agents and 
agencies and are using three key sources

Previous experiences (41%)

Recommendations from friends, 
family and professionals (40%)

Online sources (26%)

How they researched them (top 3)

43%

28%

29%Both equally

Agents

Agencies

Who they’re looking for



Online sources used (top 5)

Real estate listing portals

Google search

Specific agency websites

Dedicated agent finder websites

67%

54%

39%

34%

Social media platforms26%

Real estate listing portals are the most 
popular online sources used to find an agent

use ratings and reviews

Use of ratings and reviews

76%

How they use listing portals

75% 31%79%
Sold SearchSale



Sellers are contacting two agents

• Fees and charges
• Approach to getting right price
• Local market expertise
• Ideas to market property

81% Expect a response 
within 48 hours

Response timeframe

Want to know

• Rapport
• Responsiveness
• Track record
• References 

2.5 2.1
Agents contacted Agents invited to pitch

Average number of agents



Sending timely, 
personalised 

communications?

Keeping your 
online profiles up 

to date?

Moving 
properties 

to sold?

Are you…?



Connection
• Is easy to get along with / talk to
• Is already known to me 
• Wants the best outcome for me as a seller
• Is responsive to my questions/requests

Strategy
• Is confident they can sell my property quickly
• Confident they can sell for the best possible price
• Has a clear plan for selling my property 
• Can take care of the process without getting me involved

Reputation
• Comes recommended from a trusted source 
• Works for a reputable agency
• Is well known/visible in my local area
• Supports my local community

Performance
• Specialises in selling properties similar to mine
• Has a history of strong results in my local area
• Has a good understanding of my local area
• Has positive ratings/reviews online
• Access to large number of buyers through their network

Pricing
• Offers competitive fees to sell my property
• Transparent about the fees associated with selling
• Offers flexible payment options for the schedule
• Is willing to negotiate fees

Support
• Offers support with purchasing my next property
• Offers advice in helping me prepare my property for sale

We tested         agent qualities



A. Supports my local community

C. Wants the best outcome for me as a seller

B. Offers competitive fees to sell my property

D. Gives confidence they’ll get the best price

Which quality do you think is most important to sellers?
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Wants the best outcome for me as a seller

Is confident they can sell my property for the best possible price

Has a clear plan for selling my property

Is transparent about the fees associated with selling my property

Is responsive to my questions / requests

Has access to a large number of potential buyers through their network

Has a history of strong results in my local are a

Has a good understanding of my local area / local real estate trends

Offers competitive fees to sell my property

Is easy to get along with / talk to

Wants the best outcome

Confidence they’ll get best price

Clear plan

Responsive & Transparent

Local network & results

Top Agent Qualities 
Top 10 Qualities





The Winning Formula

Truly cares and wants the best outcome

Confidence they’ll get the best price

Can articulate a clear plan

Responsive and transparent

Local network and results
W I N N I N G  
F O R M U L A



Visits to REA agent profiles are growing

Source: REA Internal data, Feb 2024
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Visits to Agent Profiles By Month
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A poor online profile is a wasted opportunity

About Kirstin
3 years experience

Kirstin has always harbored a passion for real estate 
and pursued her studies in Business and Property at 
Durham University before embarking on her career as 
an agent. 

Her diverse experience in both the UK and Australia has 
equipped her with a wealth of knowledge, and she finds 
immense joy in assisting individuals in finding their 
dream homes.

Outside of work, Kirstin enjoys immersing herself in a 
good book, swimming to unwind, and relishing dinner 
outings with friends.





Confidence to
get best price

Local network



Clear plan

Wants the best 
outcome



Transparent

Responsive

Wants the 
best outcome



Respond to reviews

2.5% Reviews on REA 
are responded 
to each month



Get ready to win

Consider adding a 
video to your profile 
and responding to 

your reviews

Best prices are just 
the beginning. 

Make sure sellers 
are feeling valued 
from first contact 
to final settlement 

(and beyond)

Sellers are looking 
at your online profiles. 

Make sure you’re 
including the top 

agent qualities 
(The Winning Formula)



Use The 
Winning Formula 
tool today
customer.realestate.com.au/the-winning-formula


