Your Property,
Our Priority

How This E-Book Will Help You?
As realtors, Daniel and Yvonne (DAY) believes that it is part of their service to provide enrichment
to their clients via their experience and knowledge. Hence, this e-book has been created and written by
Daniel and Yvonne as part of their service to clients.
As Singapore's real estate market is dynamic and evolving, it is in the interest of homeowners to be aware
of the latest developments and trends.
For the inaugural issue, DAY have created an important read for homeowners to understand how they can
sell their units at the best price in the fastest possible time.The information that is presented in the e-book
will be useful for every homeowner that might look to sell their unit now or in the near future.
The topic is labelled as, “Is It Really Possible To Achieve The Highest Price In The
Shortest Time?”. This topic has been written in a manner that depicts the strategies that are available
to maximise one’s property in the shortest possible time with an explanation of the dynamics.
DAY believe that clients need to be empowered with the latest information and trends, which enables
clients to make informed decisions on their most important asset. Speak to DAY to have a clearer and
detailed understanding of your property goals and objectives.

They are reachable at

Daniel: 97332958 | Yvonne: 90689256
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Is It Really Possible To Achieve The Highest Price In
The Shortest Time?
We have often seen advertisements online and heard from friends that a certain property was sold in one
hour or one viewing or at a record price. The speed or price of the property sale might make us skeptical
that this was probably a one off transaction. However, all of us will like this efficiency to be the case for the
sale of our property.
We must note there are other aspects at play for the property sale transaction to be done swiftly or at a
record price. This is not a one off transaction, as there are certain strategies that are used by realtors to
achieve the desired results.
How these strategies are utilised will depend on 2 FUNDAMENTAL FACTORS, which are PRICE and
TIME.
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Sold Above Valuation
Let’s go through the fundamental factor of PRICE.
To achieve the highest possible price, we have to consider the market expectations of real estate at the
point of time. It is this market expectations that will determine the price buyers are willing to offer for your
property, be it a HDB, EC, Condominiums or Landed.
Now let’s look at the buyer’s psychology to understand on how buyers arrive at their decision.
The best way to understand the buyer’s psychology is to recall an experience
that we have had personally. Let’s go back to the last time we made a big ticket
purchase.
For some of us, our car purchase would have been a big ticket item. If we were
to recall, we most likely filtered the search based on the car meeting our
financial requirements. However, when finalising the choice, we went with the
car that we felt most comfortable and liked.
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Is It Really Possible To Achieve The Highest Price In
The Shortest Time?
The same buyers’ psychology is similar when it concerns the purchase of real estate. Hence, we can conclude that all buyers are emotional buyers, where they are willing to pay for a product or service (in this
case, property) that they like and see value in. This will be greatly influenced by how the property has been
packaged, marketed and presented, which is collectively known as the Power of Branding.
Let’s go through some examples in our everyday life that depict the Power of Branding.
First, why do we like McDonald’s and are willing to pay a premium for their meals, as compared to other
cheaper options. The answer lies in the fact that McDonald’s has effectively packaged and presented their
meals in a clean, delectable manner, where we perceive that there is great taste and value for money.

Source: lesberlinettes

Another example, will be the purchase of a branded bag or wallet from a boutique. We are willing to pay a
premium price for the product, as we like the experience where we are served by a helpful and polite
boutique salesperson. Moreover, the way the product is wrapped with wax paper that is inside a beautifully
designed box appeals greatly to us

The Power of Branding is depicted in the way evian packages the mineral water as compared to
the other mineral water bottle
Now, while we have established that branding is important, we need to note that the pricing of our
property bears equal importance. How do we set an acceptable pricing range?

VALUATION
Property’s Location

Layout

Age

Facing
Transactions of
similar units in
the area

Floor Level

This will lead us to understand that the property is subject to valuation. Essentially, the valuation of a
property considers numerous factors, of which, some are the property’s location, age, floor level,
layout, facing and transactions of similar units in the area.
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Is It Really Possible To Achieve The Highest Price In
The Shortest Time?
The valuation of our property is determined by 2 factors, Internal and External.
Internal factors that contribute to valuation are aspects that we are able to change and enhance, like the
renovation of the property and efficient presentation of space utilisation.
External factors that attribute are aspects that are fixed, like the location, age, floor level and facing of
the property.
If we are looking to set a high price for our property, it is easy, but may not be realistic. Setting a Realistic
high price is the real challenge.
Therefore, the marketing price of our property should not differ greatly from the closing price. This is so
as all buyers have a threshold on how much they are willing to stretch and are looking to pay a fair value.
Hence, setting the correct price is pivotal in attracting more buyers within the shortest time.
All in all, we have to avoid setting a high, unrealistic price, as TIME is of the essence.
Now, let’s go through the fundamental factor of TIME.
In order for us to have a greater understanding of this factor, we need to first understand the classifications
of the buyers.
There are 4 tiers of buyers and they are explained as below.

4

TIERS

Tier 1: Serious and Genuine
Tier 2: Genuine, but not-so-serious
Tier 3: Keen, but not serious
Tier 4: Not keen and not serious

Tier 1: Serious and Genuine
These are the type of the buyers that we will like to have. Tier 1 buyers have already shortlisted their
desired property to our project/development/cluster, as they are looking to move to our area. Some
reasons for this could be that they need to be close to parents’ homes, children’s schools or near their
office.
This would make this group of buyers very sensitive to new units being listed on the property portals.They
will be fast to act on new listed units so as to not miss out any opportunities. In addition, they are well
versed with market prices around the area.
Besides their seriousness to purchase, another advantage of having a Tier 1 buyer is that, there is a high
chance that the buyers have are aware of their loan eligibility and are ready to commit if they like our unit.
Hence, we are very likely to receive a serious offer, which is close to our expectations, from them.
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Is It Really Possible To Achieve The Highest Price In
The Shortest Time?
Tier 2: Genuine, but not-so-serious

These group of buyers are interested to purchase a property, however, they are at the exploration stage of
their property purchase journey.This would mean that they have not decided on the exact location, cluster,
development or project. It is highly likely that they will not be committal until they have completed
exploring their desired locations, which can easily span a few weeks.
Should they offer for a particular unit, they would probably offer lower than our expected price as they
would like to take a chance for a lower price.
Tier 3: Keen, but not serious

Tier 3 buyers are on the lookout for bargain purchases or owners who are in an urgent need to sell their
units. Time is not a concern for them as they are willing to wait for their perfect unit at the best price to
come by. If by chance, they were interested in our unit, they will offer a substantially lower price that our
expected. They hope that If we are in an urgent need to sell, we might meet their offering price.
Tier 4: Not keen and not serious

Essentially, Tier 4 buyers are candidly known as the shoppers, as they are not keen nor serious about
purchasing a property now. Some of them like to view properties as a way of passing time or are exploring
their options for purchase in a few years.
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Is It Really Possible To Achieve The Highest Price In
The Shortest Time?
Usually, chances of receiving a high offer are during the first month of marketing the property. Hence, it is
very very important that we attract the Tier 1 buyers during the early stages of marketing, which will
provide us an opportunity to sell high and fast.
In order to reach Tier 1 buyers in the shortest possible time, the traditional way of marketing through
newspapers and online property portals are insufficient.
We are witnessing a transformation in the marketing of real estate in Singapore. As more of us are busy
with work and family commitments, the traditional marketing channels are insufficient to gain maximum
Exposure.
Therefore, dynamic realtors are utilising new approaches in their marketing strategies that include digital
and social media marketing. These channels allow the marketing of a property to reach a specific target
segment, thus increasing the effectiveness of the campaign.
A successful realtor combines the traditional, digital and social media marketing channels to reach the most
number of Tier 1 buyers in the shortest possible time.

2

Marketing
Methods

Passive Marketing
Aggresive Marketing

In marketing, there are 2 types of methods, which are Passive Marketing and Aggressive
Marketing.
In real estate, Passive Marketing is the conventional marketing approach of utilising traditional marketing
channels like flyers, newspapers and online property portals. Basically, this type of approach is waiting for
the buyers to come to us.
We had discovered earlier that real estate marketing in Singapore is witnessing a transformation. This is to
say that we cannot be waiting for buyers to come through the traditional channels. In addition, to sell our
unit the fastest way, we need to attract more buyers, which can be achieved through Aggressive Marketing.

Online
Property
Portals
Aggressive Marketing requires a substantial amount of preparation and timely execution to achieve the
desired results. An example of Aggressive Marketing for online property portals like 99.co, EdgeProp, SRX
and PropertyGuru is to constantly Boost and Repost, which will ensure that the unit being marketed is on
the first page. This enables potential buyers to be aware of the unit without the need to scan through
hundreds of postings.
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Is It Really Possible To Achieve The Highest Price In
The Shortest Time?
Among the latest strategies that are being used is home staging. This is where the unit is decluttered,
repainted and has trendy furniture staged to depict an attractive and cosy home. To optimise a staged
home, experienced realtors utilise virtual and video tours to bring out the best in the property and at
times, have the unit sold before an actual visit by the buyers.Virtual and video tours enable busy buyers to
view the property without spending time to visit the actual unit.

In addition, the video tours must leverage on the far and wide reaches of social media platforms like
Facebook and Instagram. These platforms provide for sponsored advertisements that can be targeted to a
specific audience. This audience can be people in the vicinity, people looking for homes or can be narrowed
down to people looking to get married. With a targeted posting, we are able to create an opportunity and
entice potential buyers.
In conclusion, we are able to determine that it is possible to achieve a high price within the shortest time
possible. This is achieved by utilising correct marketing strategies to achieve maximum exposure of the
property, which will inadvertently lead to more viewers and the higher offers in a short time span.
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Testimonials
“What was even more amazing and unbelievable was that Daniel had
managed to sell our house within the next 2 days! My husband and I were both
shocked, but we are in fact very grateful to Daniel for selling the ﬂat at a price
within our expectations, and just only 2 days!”
Our flat was first marketed since last year by our previous agent, who was not able to sell our flat for
months. I then received Daniel's contact from a family member, who sang high praises of Daniel. I was a
little hesitant to change agent initially, but I was glad I made the right decision.
In my first appointment with Daniel, he explained patiently the various procedures of the selling process
and analysed with us the current market situation and the potential buyers who would be interested in
our flat. He also went on to review the location of my house and the house itself. What was even more
amazing and unbelievable was that Daniel had managed to sell our house within the next 2 days! My
husband and I were both shocked, but we are in fact very grateful to Daniel for selling the flat at a price
within our expectations, and just only 2 days!
Not only was Daniel very professional during the entire sale process, he was also constantly reminding us
of the things which needed to be done before the completion of the HDB appointments. Daniel also
accompanied us to the HDB appointments, and making sure that all the procedures were smooth. Daniel
showed integrity and patience, and was always responding to our
enquiries with a smile. He was even responding to our text messages
when he was holidaying overseas. In addition, Daniel shared with us
the potential of buying a EC and we were glad that we heeded his
advice instead of buying another resale. We are now proud owners of
a EC. I would strongly recommend anyone to engage Daniel as your
property agent, as he puts his clients' interests as first priority.
Well done to Propnex and congratulations to you for having
such a wonderful and dedicated agent! Please commend
Daniel for his effort and dedication!
Best Regards
Stella Lim
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Testimonials
To whom it may concern,
I felt that I would like to express in writing my appreciation for the great job and the excellent service I
have received from your real estate agent,Yvonne Lai Yee Chuang.
A very big thank you for everything she had done to smooth stewardship for the listing and the rule and
the sale of my unit located at Block 273 Tampines Street 22.
I took over her name card from sister and it was through her, I learnt that Yvonne, had in numerous
occasions, showed up at her door step doing doors knocking. Nowadays, many will simply paid for flyers
throwing but she has chosen to take on the hard work to show her personal touch. I am impressed by hher
determination and the way she gets to her prospects. A serious and a hardworking professional are really
hard to come by.
When I met Yvonne for the first time, she was so friendly, professional and compassionate. She was able to
look at the house and gave me an ideal of what could be done to get the house ready for the market. From
the beginning and throughout the closing process, Yvonne was always on top of it, and she was quickly
available when I had questions. She patiently and knowledgeably walked me through any questions I had, no
matter how big or small.
She exceeded my expectation by finding me the buyer in less than two weeks after
the unit was first marketed. I am pleased that I had made the right decision to have
chosen her to handle my sale. I felt I could trust her. From the outset, she has
demostrated her confidence, she knew her market and she indeed delivered what
she promised.
I truly appreciated her positive, honest approach and I will not hestitate to give
Yvonne my highest recommendation for anyone desiring to sell their property
or to buy one.
It’s been a pleasure dealing with her and once again I want to thank Yvonne
for her excellent job and service that was provided. And thus I would like
to congrats you to have her working in your company
Yours Faithfully,
David Ler
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About
DAY is one of the leading pioneers of the transformation in real estate marketing. Consisting of 2 dynamic
and energetic realtors, Daniel and Yvonne, DAY has been assisting and engaging clients with their real
estate goals and objectives.
Being part of the Powerful Negotiators Group (PNG), which is Singapore’s largest real estate team
from PropNex, Singapore’s largest listed real estate agency, the duo have access to the best guidance and
mentorship.
Armed with energy, knowledge and optimism, the former RSAF crew (Daniel) and educational games
entrepreneur (Yvonne) form an alliance that focuses on providing superior client service. The numerous
compliments that clients have shared are testament to their commitment. Besides top notch service, DAY
listens and advises clients with their best interests at heart. In addition, Home & Decor magazine is
featuring Daniel in their April issue, where he shares on how one is able to own 2 properties.
Traditional and modern marketing strategies are utilised by DAY to achieve maximum exposure in the
shortest time for clients. The traditional channels used are flyer distribution, newspaper advertisements
and online property portals like 99.co, PropertyGuru and SRX . These channels are used together
with modern channels like social media platforms, Facebook and Instagram.
To complement social media marketing, DAY uses creative marketing techniques like home staging, virtual
and home tour videos. These creative methods help to market clients’ properties efficiently and swiftly
DAY encourages clients to discuss their real estate goals and objectives with them, where they are able to
provide customised and dedicated solutions.
Feel free to contact Daniel at 9733 2958 and Yvonne at 9068 9256 as they make your property,
their priority.
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Yvonne Lai
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DAY hopes you found the e-book an informative read, where your key takeaway is to achieve
efficient sales for your property. With our strength in helping clients grow and restructure their
property portfolios, many clients have achieved their real estate goals and objectives. It is
important to understand the options available for you and how to maximise opportunites. Please
feel free to contact us for a detailed and non-obligatory discussion.
We will provide you with:
The current state of the Singapore real estate market
In-depth understanding of your real estate objectives and goals
Asset progression and restructuring strategies tailored for you
Step-by-step analysis for you to understand and make
calculated financial decisions
www.sgrealestateadvisor.com/
www.facebook.com/danielyvonneproperties/

Disclaimer:

While every reasonable cause is taken to ensure the accuracy of information printed, no responsibility can be accepted for any loss or inconvenience
caused by error or omission. The ideas, suggestions, general principles, examples and other information presented here are for reference and
educational purposes only. This book is not in any way intended to give investment advice or recommendations to buy, sell or lease properties or for
any form of property investment. There shall be no liability for any loss or expense whatsoever, relating to investment decisions made by the reader.
Information shown are subject to change, please contact the respective real estate person for latest updated details.

