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A NOTE FROM NATALIE

The right decisions, made
before the campaign begins,

shape everything that follows.

Properties that perform exceptionally well don't arrive at the market by accident. Behind them is a

period of considered decision-making, before the photographer and before the first open home,

that shapes what the property becomes and how the market receives it. The vision comes first.

Everything else follows from that.

If you're thinking of selling, connecting with
someone who knows how to read a property
and realise its value can make the difference
between a result that was fine, and one that

was genuinely great.

Natalie

These are the five decisions | look at before
recommending a single thing. When they're
understood clearly, a vision for the property
emerges: one that guides every investment
decision, every preparation choice, every
element of how the property reaches the
market. Realising that vision fully is what this

guide is about.

FOUNDER, SHIMMEUR - PROPERTY LIFESTYLE CONSULTANT



THE FIRST DECISION

Step into the buyer's shoes.

Owners see their home through years of memory. Buyers encounter yours on their phone first,

scrolling through listings, deciding in seconds whether to keep going or stop. What stops them is

the quality of the visuals, or the fact that the property meets their criteria: the bedrooms, the

bathrooms, the garage. Both matter. The inspection is where that first impression is confirmed, or

quietly questioned. And it happens in minutes.

This is why engaging before the campaign
begins, before the photographer arrives and
before the agent sets a price, is so valuable.
The window to shape how a property presents
is real, and it opens before most people realise
it has. What happens in those weeks is what a

buyer will feel on the day they walk through.

A fresh coat of paint in the right tone, a
thoughtful furniture arrangement, and a
considered entry often do more for a buyer's
perception of value than a new kitchen. First
impressions form quickly and are very difficult

to undo.

Put yourself in the position of someone walking
through for the first time. They are not
evaluating what the home has meant to you;
they are calculating effort, imagining their own
life in the space, and making an emotional
decision they will later justify with logic. The
property that feels considered, even if modest,
consistently outperforms the one that feels
simply unloved, however impressive it is

on paper.

The question isn't what you love about the space. It's what a stranger
will notice in the first thirty seconds.

There is a deeper layer to this, too. Buyers make
emotional decisions before they can articulate
a reason for them. They walk into a space and
feel something, a sense of calm, a sense of
coming home, without being able to explain

exactly why.



QUESTIONS WORTH ASKING 01

That feeling, that pull, is not abstract. It is rooted in how environments affect us; in light,
proportion, flow, the quiet intelligence of a space that's been considered. A room that makes
someone pause, breathe, and imagine themselves there will always outperform one that simply
checks every feature on a list. Understanding which elements of your property create that

response, and amplifying them, is a central part of the work Shimmeur does.

| What is the first thing someone sees when they walk through the
front door?

| Does the main living space feel light, open, and simplified, with
space for a buyer to see themselves living there?

| What will the hero photograph be, and is the property ready for it?

| Are there any immediate maintenance signals that might give a
buyer a reason to discount?

| 'What does this space make someone feel, and is that feeling working
for or against the sale?

Use the boxes above as a working checklist as you walk your own property.



THE SECOND DECISION

How does your

property compare?

Every property is being compared, usually to three or four others that came to market at the

same time, in the same suburb, at a similar price point. Buyers don't evaluate a property in
isolation. They evaluate it against its alternatives. Understanding what those alternatives look like

is essential to knowing what needs to be done to yours.

Sometimes the answer is: very little. Your property already presents well against the field, and
spending more would deliver diminishing returns. Other times there is a clear gap, a styling finish, a
coherence of spaces, a quality of photography, that represents a genuine opportunity. You can only

see that gap if you are looking at the competition with fresh eyes.

Presentation is always relative. A property that looks beautiful in
isolation can still underperform if the competition has raised the bar.

This is something Shimmeur does as a matter of course. We look at what's coming to market, what's
sold recently, and where the suburb is setting expectations. Budget goes where it closes the gap, not

where it simply adds to what was already there.



THE THIRD DECISION

03

Spend where buyers feel it most.

The question is not simply how much to spend. It's where to spend it. Every property has a hero

moment: a kitchen that sings, a living space that opens beautifully, an entry that makes someone

pause. Identifying that moment, and directing resources toward it, is what separates a sale that

performed from one that merely completed.

The difference is almost always not the size of the budget but the decision about where it goes. What

creates emotional resonance is the visible finish: light, texture, coherence, a sense that everything has

been thought through.

WHERE INVESTMENT CREATES THE GREATEST
IMPACT

Interior painting

In a considered contemporary neutral, the single
change that resets how an entire home reads to
a buyer.

Statement lighting

A pendant, a feature bathroom light, under-cabinet
strips. Few things shift the feeling of a room as
immediately, or as photographically.

Professional styling

Furniture curation is the difference between a

house and a home a buyer can see themselves in.

WHERE TO REDIRECT FOR A SMARTER RETURN

Full kitchen replacement

Considered hardware, new benchtops and lighting
can achieve a comparable result at a fraction of
the investment.

Landscaping investment

Shaped by the property and its market. A vineyard,
a hobby farm or a home with feature gardens calls
for it; most properties simply need a yard that's
neat, smart, and an entry that's genuinely inviting.

The goal is not to spend more. It's to spend

with intention.



THE FOURTH DECISION

[.et the circumstances

shape the strategy.

Not every sale begins from a position of calm. Life changes, circumstances shift, and sometimes a

property comes to market not because the timing is ideal, but because something has changed: a
loss, a life chapter closing, a family decision that needed to be made. These moments deserve a

different kind of attention.

We understand, because we have all navigated seasons like this. The goal isn't to move fast and
manage around the complexity. It's to understand it properly, to ask the right questions, listen
carefully to the answers, and let those variables shape the approach. When we know what a sale

actually involves for you, we can hold it far more thoughtfully.

When circumstances are complicated, the right approach isn't to push
through them. It's to understand them, and build a strategy around
what you actually need.

Whatever the situation, the property still deserves to reach the market in the best possible
position. Good partnership means making that happen in a way that also honours everything else

that's involved.



THE FIFTH DECISION

Choose how you want

to work together.

A property sale doesn't have to consume your energy, your weekends, or your peace of mind. The

collaboration Shimmeur offers is built around exactly that. We carry the process: the briefing, the
tradespeople, the styling decisions, the photography, the timing, the coordination with your agent.

And we do it quietly, so you don't have to hold it.

WEe'll keep you informed at every meaningful milestone and draw on your knowledge of the property
where it matters. But the execution is ours. And more often than not, the result is one that genuinely
surprises, because when you trust the process and let it unfold with the right support, properties

tend to become something better than anyone expected.

Strong property results come from disciplined decisions, careful
design, and surrounding yourself with a great team united by a
commitment to excellence.

For most owners, this is exactly the version of the process they didn't know they were looking for: one
where the property is cared for completely, and the result lands without the noise. That is what good

partnership in a sale can feel like.



WHAT COMES NEXT SHIMMEUR

Your property deserves
more than it's been given.

Every property holds the possibility of No obligation. No pressure. Just an honest
becoming a signature space. If you'd like to talk conversation about what your property
through what that looks like for yours, the could achieve.

decisions, the strategy, and what's actually
worth doing, a quiet first conversation with

Shimmeur is the place to begin.

TALK TO SHIMMY

Shimmy is always there, a quiet first conversation waiting at the bottom of every page.

Chat with Shimmeur and discover
what's achievable for your property.

letschat@shimmeur.co - shimmeur.co

This guide is general information only and does not constitute financial, legal, tax, or property advice. Every property and market is
different, and nothing here should be taken as a guarantee of value, return, or sale outcome. Please carry out your own due difigence
and seek independent professional advice before making any decision about preparing or selling your property.
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