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"Don't risk the opportunity you

have been presented with to

potentially maximise your net

wealth by getting the highest

possible price for your home." 
 - Sharnelle James
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SHARNELLE JAMES
E L D E R S  S H A I L E R  P A R K

ABOUT SHARNELLE
"Creating lifestyle by helping my personal clients buy and sell

property. My clients' satisfaction is everything."  - Sharnelle James 

 

Interests: gardening, golf, renovating. NRL, entertaining my grandsons,

real estate! 

 

 

 

A SEASONED PROFESSIONAL
A wealth of experience across all types of residential property in the

Brisbane and Logan area has given Sharnelle a position in the market

to provide her clients with a proper insight and advice into their

property dealings. 

 

A business owner and real estate agent for over a decade, Sharnelle

has sold properties in some of the area's most noted streets and

precincts in East Logan. “It’s a great area to be part of," Sharnelle says.

"Over the years I have seen the positive impact of the rejuvenation of

certain areas and how the housing styles have changed.” Whether it’s

an architecturally designed home or an established acreage

property, Sharnelle has the experience to deliver a professional

outcome. 

Renowned for her personable nature and strong work ethic, She has

built a large clientele with a number of repeat and referral clients. 

 

Sharnelle has lived in the area since 1982 and has been an active

member in the community with Rotary, Zonta and the Chamber of

Commerce.

 

She also has a wealth of knowledge within the building industry,

having co-owned the building company, Sharnelle Homes. She is

also extremely family oriented with three adult and three

grandchildren. 

REIQ member - continuous 
Qualified fully licenced real estate agent 
JP Qual (non-servicing) 



KYLIE MORRIS
E L D E R S  S H A I L E R  P A R K

ABOUT KYLIE
"My clients are paramount to me and I strive to give 110%

customer service. I want my clients to feel special when buying

and selling their home, I want them to feel excited and stress

free." - Kylie Morris

 

Interests: Interior decor, architecture, landscape design,

floristry, fashion and holidays by the beach with my family. 

 

 

CUSTOMER SATISFACTION IS KEY
 

 

Kylie is a real estate sales person and also a mum to two young boys,

who works within the Sharnelle James team. She has over 14 years of

experience in the real estate industry in both buying and selling. Kylie

also has extensive advertising experience, having worked in the Real

Estate media industry for six years prior to returning to Elders Shailer

Park in 2017. Kylie believes this key knowledge is a true asset to sellers

and works closely with Sharnelle utilising their databases and years of

experience to develop sales and prospective buyers. 

 

As a team, Kylie and Sharnelle offer a unique combination of strengths

in both strong negotiation and unmatched enthusiasm. With a high level

of time management and the support of the Elders office, Kylie and

Sharnelle have the resources to ensure client expectations are fulfilled. 

 

Kylie also has a wealth of local knowledge and a large network of

contacts, having living in Shailer Park and Cornubia her whole life. 

 

An effective communicator and a highly disciplined individual, Kylie’s

repeated successes are attributable to her ethical behaviour, strength of

character and determination to go above and beyond. Kylie insists that

all her clients receive individual attention at all times, a work ethic that

has helped cement her position as a customer champion in her field.

REIQ: Real Estate sales person certificate 
Certificate IV in Business Sales 
Certificate in Floristry: Perrots School of Floristry 2015



SHARNELLE JAMES
SOME TESTIMONIALS

Sharnelle and her team at Elders Real Estate Shailer Park were

recommended to me by a friend of mine who couldn't praise

Sharnelle enough for the experiences she received from her

when selling my friend's home. I gave Sharnelle certain

desired criteria for the type of home I was looking for coupled

with my budget circumstances and was presented without

delay a home that ticked virtually all the boxes for me. No

obstacles were too insurmountable for Sharnelle when I

discovered my finances would be delayed after I had already

signed a contract to purchse the property specifying a certain

settlement date. Sharnelle was able to turn the delay into a

positive aspect for myself and the seller thus benefiting both

parties in the transaction. Consistently I found Sharnelle

possessed a very professional and dedicated approach to her

work ethic which manifested itself through an understanding

of my requirements and aspirations.

▬ Rae 

From our very first dealing with Sharnelle we found her to be

prompt and extremely helpful. She went above and beyond

expectations with any enquiry that we had regarding the

purchase of our new home (even offering to help us paint one

of our walls - who can beat that!) I would highly recommend

her to anyone buying or selling a property. I am so glad that we

had someone as kind as Sharnelle to help with our purchase. It

made our experience of buying our first home much more

enjoyable and stress free.

▬ Bo & Skye 

'No obstacles too insurmountable'

'Above and beyond expectations'



SHARNELLE JAMES

MORE TESIMONIALS

I highly recommend Kylie as an agent and should we

purchase another house would love to work with her

again. She was available for us on her day off, answered

multiple queires and made the transaction a smooth

process. Buying a home with my husband working away

and being pregnant could of been stressful however I

feel it all went through drama free. If you want a down to

earth honest agent, contact Kylie.

▬ Jon and Natasha

I am recommending that if you are thinking of selling you

must contact Kylie. I was so impressed with her

communications with feedback on her buyer inspections.

Kylie's marketing and negotiation skills are her strength. I

was very happy with how she worked tirelessly to get

me the best price for my home. Thank you so much,

Kylie. You are definitely going to be selling my next

property. You made the process of selling enjoyable.

▬ Mrs Roche

'Drama-free experience'

'Marketing and negotiations a strength'



SHARNELLE JAMES

MORE TESIMONIALS

 

 

In all our dealings with her, we have been constantly

amazed by her gift for providing people with

exactly what they want with honesty and a sense of

responsibility. Sharnelle who has always been

generous with her time and advice in all matters real

estate. Sharnelle wasn’t so interested in simply

making a sale – she wanted to help us by selling our

home for the right price. Upon talking with the

new owners of our home, (who bought it inside a week of

it being on sale!); they were just as thrilled

with the way Sharnelle did exactly the same thing for

them. There is absolutely no one else we would

deal with for any matters real estate. There is nothing

Sharnelle doesn’t know about selling or buying

property and she has an enormous amount of respect in

the local area for her business savvy, ethics

and generosity. We are so very proud of this wonderful

woman and feel very lucky to have met her. 

▬ Mrs Roche

'Not the best of the best - She is the
BEST'



Throughout the campaign, open house inspections are generally held on consecutive Saturdays. Private

inspections will be arranged with qualified buyers. Every buyer receives an electronic brochure on arrival

and their details are put into our electronic database. This enables us to call and email the buyers and

make follow-up contact after the inspection.  

 

We also supply front door mat signage welcoming buyers through the open home and encourage shoe

removal prior to entry.  We also supply background music, property information signage, local area

snapshots and we can even supply fresh flowers and baked goods (POA). We strive to make the buyers

feel welcome a the open.  

OPEN HOUSE INSPECTIONS 

A common complaint about our competitors is the lack of ongoing feedback. we have multiple points of

contact each week, both written and verbal. 

 

In addition to our calls to clients, we call back every buyer on a Monday and add further feedback from

the inspection. This is then compiled in a written feedback report that will be emailed to our clients by

COB Monday. We provide you with an update status on all buyers, enabling us to track the

campaign. Putting the information in writing makes us accountable for its contents.   

 

We call and talk through any relevant information that needs to be discussed. 

PROGRESS REPORTS   

This is where we make you money! We have a unique and proven negotiation strategy that is

unmatched by our competitors.  We control the negotiation with the buyers and are always one step

ahead. Once the terms of the contract are agreed our work continues. We closely manage any

outstanding conditions which need satisfying and negotiate and conditions in the lead-up to

settlement.  

OFFERS  

O U R  
S E R V I C E S  



Some homes require preparation work prior to going on the market in order to maximise value. This is

common if homes are ex-rental properties, unoccupied homes or where the house is being marketed

unexpectedly. 

 

We consult with our clients and our external contractors regarding interior and exterior presentation. We

provide a detailed timeline and action list so deadlines can be met. We can also source tradespeople to

undertake cosmetic and structural improvements.  Communication is vital during the pre-campaign

process. We collaborate with our clients to ensure that the finished product is of the highest possible

standard. 

PROJECT MANAGEMENT 

Throughout the sale campaign, communication is all about providing feedback. Buyers will have seen

your property via private viewings, open homes and virtual viewings. Adjustment to the campaign is made

if buyer feedback indicates changes are needed to optimise the sale price. 

 

Post-campaign communication is also a priority. Often our competitors mismanage this stage of the

campaign. Receiving a contract is the first step to the settlement, however, conditions such as finance

and building and pest must be satisfied prior to settlement. Management of this stage is vital to ensure a

smooth transition to settlement.   

AGENT COMMUNICATION  

With the largest agency in Logan and the biggest buyer database, your home is promoted to active

buyers via our 26 agents at Elders. The sales team will inspect your home within the first week to

enable them to identify relevant buyers within their database who will be interested in your home. 

 

Once photos are received, your home will be directly emailed to Sharnelle & Kylie's database as a 'just

listed' property, creating interest prior to campaign launch. 

STOCK RUN AND DATABASE 

O U R  
S E R V I C E S  



HOW MUCH IS YOUR PROPERTY REALLY WORTH?

V A L U I N G  Y O U R  P R O P E R T Y

 

Establishing a realistic price expectation is imperative to achieving a great outcome. We will use recent sales,

current market data, existing competing homes listed for sale, evidence of market trends and local

knowledge to provide you with an accurate selling range of your property. Even with the benefit of all of this

information,  it is important to keep an open mind and your Elders Real Estate specialist will constantly

monitor and provide feedback from potential buyers. The price of a property is often determined by what the

buyer is prepared to pay, combined with current market conditions. 

 

Key property price influences include: 

 

- Comparable recent sales in the area 

- Similar properties currently on the market 

- The condition and presentation of the property 

- Marketing strategy Industry variables (including market conditions and  interest rates) 

 

We are completely focused on achieving the very best result on your behalf and exceeding your expectations

in every possible instance.  

 

 

 

 

C O N G R A T S ,  G R A D !

TIP: You don't get a second chance at a first
impression! So investing a little bit of time and
money can ensure you maximise your return at

settlement.  



PREPARING YOUR HOME FOR PHOTOGRAPHS

P R E S E N T I N G  Y O U R  P R O P E R T Y

 
Your photographs are the first opportunity that a prospective buyer has to gain an 
impression of your home. It could mean the difference between them viewing your 
home or choosing not to. 
 
 
 
 
 
 
 
 
- Remove vehicles from driveway and front of house. 
- Move wheelie bins so they are not visible from the street. 
- Neatly arrange outdoor furniture and play equipment. 
- Put away garden hose and gardening tools. 
- Remove children's toys, pet bowls/kennels, pool equipment.
- Sweep pavement/decking, mow lawns and remove weeds. 
- Remove washing from clothesline and fold it down where  possible. 
- Clean pool of leaves and debris. 
- Interior Clean windows, dust surfaces, vacuum/sweep/mop floors. 
- Open all curtains and blinds, bring in as much light as possible. 
- Ensure all light bulbs are working and turn on all lights and  lamps (incl rangehood). 
- General clean/tidy/de-clutter. 
- Remove remote controls from view. 
- Hide power boards and cords out of sight where possible. 
- Arrange furniture so that rooms look as spacious as possible.
- Remove any personal photos that you do not wish to appear on the internet. 
- Remove all door/floor mats. Clear bench tops of all items. 
- Remove fridge magnets.Remove dish liquids and drying rack from sink. 
- Hide garbage bins, floor mats. General clean of cupboard doors, open shelves, etc. 
- Make beds, fold and put away clothing

A professional photographer can only do so much.....
it is important that your home is presented well for the

photographer to capture it in its best light.



M E T H O D  O F  S A L E  

We know it can be overwhelming selling a property, especially with so many different
approaches. Listed below are the most common methods of selling a property which will assist
you to decide the best option for the sale of your property – We will work together with you to
provide recommendations on the best method of sale for your property.

PRIVATE TREATY 
In a Private Treaty sale, a property is advertised “for sale”,  generally with a set asking price

advertised. Buyers must present their best offers and will not know how much other offers may

have been presented at. As there is no set time frame or deadline, there is less sense of

urgency from potential buyers. Private Treaty campaigns are suited to potential vendors who

may not want the pressure of an auction campaign.

TENDER OR OPEN TENDER
The Expression Of Interest (EOI), also known as a tender process, requires prospective buyers to

submit their best possible offer by a set date. Offers are kept confidential from interested

parties and vendors are able to work with their Elders Real Estate specialist to negotiate further

with buyers. This method can often attract offers that vary significantly in price.

AUCTION 
Auction campaigns are a popular method of sale. Properties are typically marketed for a

period of four to six weeks leading up to the auction date. Open for inspections will be held

regularly ahead of the auction and will provide strong insight into how many potential buyers

are interested in the property. Auction day is an exciting. Your Elders Real Estate specialist and

the auctioneer will guide you through this process. 



M E T H O D  O F  S A L E  

 
1. Once the contract has been signed by all parties it will be processed by the sales administrator. 
 
2. The agent will remind the buyer of their requirements to pay the deposit and obtain finance approval
(where required) with the dates on the sales contract All conditions of the offer are to be met by the sellers
and buyers as per the sale contract. 
 
3. Copies of paperwork to confirm these conditions are to be supplied to the agent as per the  Contract
terms e.g. building reports and pest inspections. 
 
4. The settlement agent/conveyancer will be notified to commence the settlement process. The agent is to
provide finance approval and confirm completion of any special conditions. 
 
5. The property is deemed to be sold and ready for settlement when all the conditions have been met.
These must be within the time frames of the contract. 
 
6. Where the contract has a final Inspection, this to be arranged by the agent - electrical and gas appliances
etc. (as per the sales contract) are to be checked by the buyer. 
 
7. The settlement agent/conveyancer will communicate regularly thru the process. In some states, the
conveyancer will require further confirmation of ID. 
 
8. The conveyancer will require paperwork (e.g. transfer of land) to be signed. All parties should attend to
this in a timely manner  and advise if they will be unavailable at any time during the  settlement process 
 
9. The property will be required to be ready on the settlement  date (as per the sales contract) and keys to
all doors and  windows available for handover after settlement has been  confirmed 
 
10. Conveyancer and agent will confirm when the settlement has been completed.

PROCESS FROM ACCEPTANCE OFFER TO SETTLEMENT  



S U P E R C H A R G E  Y O U R
M A R K E T I N G  C A M P A I G N  

Australians have a love affair with property. It is one of those subjects we all like to talk about.
Everyone seems to know someone, who knows someone who made a killing when it came time
to sell. Selling your property will most likely be one of the biggest financial decisions you will
ever make in your life.
 
You pay off your mortgage every week for the security that owning your own home
gives you, so how can you make sure when it comes time to sell that you will get the best
the financial result you can? Your property is your biggest tax-free asset.
 
Selling for the highest price possible gives you an opportunity to maximise your wealth.
Our marketing plan is aimed at helping you understand which are the best options
to take when marketing your home to achieve the highest sale price possible.
 
Many homeowners are only in the market on a few occasions in their lifetime, so it can
be hard to work out just what is the right approach to take.
 
Despite changes in the property market, the one thing that does stay constant is that
the more people who see your property the better chance you have of achieving the
highest sale price.
 
By reaching as many potential buyers as possible you create competition for your property.
 
This will help you achieve:
> The best possible price
> An early sale
> Greater selling success
 

Photography 
Internet Marketing 

Print Marketing
 



P H O T O G R A P Y

PROFESSIONAL PHOTOGRAPHY  

Quality photography is key to showcasing your property in
the best possible way

 
We offer quality marketing material from listing to sale.

 
 

What do you get?
 
Daytime photography showing the property at its best
Post production work on the images
All images processed inhouse to ensure colour integrity
Uploading the photos to a unique ID# on Open2view.com
Real Estate agent access to images and the listing so that text can be edited and
photos can be used for all property marketing
Digital print quality images for use in all property marketing
International Exposure. Open2view currently operates in New Zealand, Australia, USA
and Canada.



M A R K E T I N G  

Elders Signboards

Elders Brochures



M A R K E T I N G  

Newspaper
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M A R K E T I N G  

Internetxt







M A R K E T I N G  
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NOTES 
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Sharnelle James



C O M M O N  T E R M S    

Appraisal An estimate of the likely selling price of a
property derived  using recent sales results of
comparable properties
  
Chattels Movable personal items that are not sold
with the property unless specified otherwise 
 
Commission A percentage of the selling price of a
property, paid by the seller to the agent, normally
after the property is sold. 
 
Conditional Contract A contract where certain
conditions must be met before the home is deemed
as sold. At this stage, the home is referred to as being
under contract. 
 
Conveyancer A person who specialises in the transfer
of property and usually prepares the section 32, title
searches and Form 1.  They communicate on your
behalf with your bank and purchaser’s solicitor or
conveyancer until your property transaction is
complete. 
 
Cooling-off Period The required (depending on your
state legislation) clear business days after a
purchaser signs a  contract in which they have the
right to end the contract. 
 
Covenant Conditions affected the use of land or
property written into the title. 
 
Deposit A percentage of the purchase price paid by
the buyer to secure the purchase of the property. 
 
Easement A right held by someone to use land
belonging to someone else for a specific purpose.
Mains drains and water pipes are usually covered by
an easement. 
 
Exclusions Any item that is specifically not included
in the sale.
 
Exclusive Authority A written contract that gives one
real estate agent the exclusive right to sell a property
in a specified time period.  

Market Value The price a willing, but not anxious buyer
would be prepared to pay for a property. 
 
Multiple Offers When more than one offer is received on
a property from separate buyers. 
 
Section 27 The document signed by both vendor and
purchaser authorising the deposit paid by the purchaser to
be released prior to settlement. 
 
Section 32/Vendors Statement A document that contains
information which the seller must provide to the buyer
setting out restrictions such as covenants and easements,
outgoings such as rates, and other relevant notices
affecting the property being sold. 
 
Settlement Date The time when ownership of a property
passes from the vendor to the purchaser and the balance
of the sale price is paid to the vendor. 
 
Subject to Finance Offer A condition on a contract where
the purchaser will buy a  property subject to obtaining
finance. 
 
Subject to Building and Pest Inspection A condition on
a contract where the purchasers will buy a property
subject to a satisfactory building and/or pest inspection
being conducted on the property. 
 
Unconditional Contract A contract where all conditions
have been met and the property is deemed as sold. 
 
Vendor The current property owner selling the property. 



SHARNELLE JAMES & KYLIE MORRIS
              0417 726 055 - 0400 011 760 
 
 
 
 

4/54 Bryants Road,
Shailer Park Q 4128

sjames@eldersshailerpark.com.au

Elders Shailer Park

It's the local 
 knowledge.

The kind you just can't buy.


