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FIRST  L IGH T

Shif t s em erge t hrough subt le m ovem ent  ?  
changes in enquiry , buy ers t hrough a hom e, 
t he conversat ions af t erw ards and t he 
decisions t hat  f ollow . Of t en, t he t elling signs 
are f ound in w hat  buy ers are quiet ly  doing.

This Spring, buy er num bers are t here again. 
Enquiry  is st rong, inspect ions on t he r ight  
propert ies can be high, and increasingly , w e 
are seeing buy ers ret urn f or a second or 
t hird look.

Yet  sent im ent  rem ains f ract ured.

The int erest  is t here, but  f ollow - t hrough is 
less cert ain. Buy ers are t aking longer t o 

com m it , w eighing decisions caref ully  and 
looking f or som et hing bey ond t he propert y  
it self  ?  a reason t o f eel com f ort able m oving 
f orw ard.

That  m akes assurance increasingly  
im port ant . The role of  t he agent  is not  
sim ply  t o creat e int erest , but  t o provide 
clarit y  and conf idence t hat  can t urn int erest  
int o act ion.

Perhaps t his is one of  t he quiet er signs of  
change t his Spring ?  t he buy ers have not  
necessarily  gone any w here; t hey  m ay  sim ply  
need m ore cert aint y  bef ore t aking t he next  
st ep.
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BL O SSO M

There is som et hing im port ant  about  how  a 
propert y  begins. The f irst  day s can est ablish 
a rhy t hm  t hat  is dif f icult  t o recreat e once 
t he m arket  has f orm ed it s v iew .

Init ial m om ent um  m at t ers m ore t han ever. 
Buy ers are w at ching closely , com paring 
quickly  and of t en deciding how  seriously  t o 
engage bef ore a cam paign has had t im e t o 
f ully  unf old. The early  response can shape 
m uch of  w hat  f ollow s.

And y et , t his is also w here opt im ism  can 
becom e a t rap.

A higher expect at ion can f eel like a st ronger 
posit ion. Af t er all, w ho w ouldn?t  w ant  t o 
believe t heir propert y  can achieve m ore? But  
opt im ism  alone does not  creat e an out com e. 
Som et im es, st art ing t oo f ar ahead of  t he 
m arket  can m ean t he very  m om ent um  
needed t o achieve m ore is lost .

The bet t er quest ion m ay  not  be w ho is 
m ore opt im ist ic about  t he price, but  w ho 
y ou believe has t he skills and underst anding 
t o achieve m ore.

Because achieving m ore is rarely  about  
choosing t he highest  num ber at  t he 
beginning. It  is about  know ing w here t o 
st art , underst anding t he response and 
having t he experience t o recognise w hat  t he 
m arket  is t elling y ou as it  unf olds.

In a m arket  w here buy ers are t aking longer 
t o com m it , t hose early  m om ent s carry  
great er w eight . The st rongest  cam paigns are 
not  necessarily  t he ones t hat  begin w it h t he 
biggest  expect at ion, but  t hose t hat  creat e 
t he condit ions f or m om ent um  t o build.

Som et im es, t he m ost  opt im ist ic posit ion is 
not  t he highest  num ber. It  is t he clearest  
pat h t o t he best  result .



RECENT L Y  SO L D
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KIND W O RDS
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T H E KA PRIL IA N EDIT THE KAPRILIAN EDIT

Andrew  w as great  t o w ork w it h f or 
t he sale of  our invest m ent  hom e. 

He is know ledgeable not  just  about  
t he m arket  but  t he area. 

His com m unicat ion is prof essional and 
w e love his personal approach. 

I can f eel t hat  he looks af t er bot h t he 
vendor and t he buy ers t o t ry  t o 
achieve t he best  out com e possible..

5 / 3 2  CH A RL ES ST REET  
W A RNERS BA Y

             

3  BED 2  BA T H  2  CA R

Andrew  did an out st anding job selling 
our propert y . 

He is ext rem ely  prof essional and kept  
us inf orm ed t hroughout  t he w hole 
process. His m arket  know ledge and 
st rat egy  w as spot  on. This m ade a 
signif icant  dif f erence in selling our 
propert y  quickly  and at  a great  price. 
W e w ould highly  recom m end 

Andrew  f or any one looking f or a 
dedicat ed and reliable agent ..



Som e changes arr ive w it h noise. Ot hers 
appear quiet ly , alt ering t he w ay  a m arket  
behaves bef ore w e f ully  underst and w hat  
has changed.

This Spring, one of  t he m ore m eaningf ul 
changes is not  in t he m arket  it self , but  in 
t he rules around how  propert y  is brought  t o 
it . New  legislat ion has now  passed t hrough 
bot h Houses, reshaping t he w ay  agent s 
est ablish, com m unicat e and updat e pricing.

At  it s heart  is a sim ple idea: great er clarit y  

around price should creat e great er cert aint y  
f or buy ers.

But  m arket s rarely  respond quit e so sim ply .

The m ost  m eaningf ul change m ay  be t he 
one m any  buy ers and sellers do not  expect . 
Great er t ransparency  m ay  bring clearer 
expect at ions, but  it  m ay  also change how  
propert ies are posit ioned, how  buy ers 
respond and how  quickly  decisions are m ade.

W ill height ened expect at ions slow  t he 
m arket , or w ill buy ers f eel m ore conf ident ?

H A Y FEV ER



T H E NEW  H A RV EST

SUMMA RY

Every  hom e ent ers t he m arket  
dif f erent ly . The w ay  it  is posit ioned 
can shape w hat  f ollow s.

If  y ou're considering a m ove, w het her 
soon or sim ply  exploring w hat 's 
possible, a conversat ion is of t en 
w here clarit y  begins.

Andrew  Kaprilian

0431 427 993

Market s are rarely  clearest  w hile t hey  are 
changing. At t ent ion narrow s. The landscape 
f eels def ined by  t he condit ions im m ediat ely  
ahead, w hile t he possibilit ies bey ond t hem  
rem ain harder t o see.

This Spring, t he quest ions are becom ing 
m ore int erest ing. W ill st rong buy er enquiry  
t urn int o m ot ivat ed purchasers if  f ew er 
sellers choose t o com e t o m arket ? W ill 
great er t ransparency  around pricing im prove 
buy er conf idence, or w ill height ened 
expect at ions slow  t he roll?

And w hat  of  int erest  rat es? W ill t he RBA 
recognise t he w eight  of  sent im ent  and allow  
condit ions t o set t le, or w ill anot her m ove 
add f urt her pressure t o a m arket  already  
adjust ing t o change?

None of  t hese quest ions have sim ple 
answ ers. But  perhaps t here is som et hing 

reassuring in t hat .

The last  t im e t he m arket  f elt  t his uncert ain 
w as during COVID. Sent im ent  w as dif f icult , 
condit ions w ere changing quickly  and f ew  
could have conf ident ly  predict ed w hat  
f ollow ed. The m arket  event ually  f ound it s 
f oot ing, rem inding us t hat  uncert aint y  does 
not  alw ay s point  in t he direct ion w e expect .

That  does not  m ean anot her surge is 
com ing. Grow t h m ay  be m ore m easured t his 
t im e. But  it  does suggest  t hat  periods of  
uncert aint y  can creat e opport unit ies t hat  
are dif f icult  t o see f rom  w it hin t hem .

Perhaps t hat  is t he nat ure of  a new  harvest . 
The condit ions are never perf ect ly  know n, 
but  t he possibilit y  of  som et hing bet t er 
rem ains.

W here Bet t er Begins.

Cont inue t he 
Conversat ion
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