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|. Executive Summary

This report provides a strategic framework for identifying and targeting stale property listings within the Auckland real estate market.
The primary objective is to equip sales representatives with actionable intelligence, transforming market inefficiencies into direct lead
generation opportunities. A "stale" listing is defined herein as a property that has remained on the market for an extended period,
signalling potential seller motivation for a change in strategy or representation. The analysis details the criteria for identifying such

properties, outlines the inherent challenges in extracting this data from public platforms, and culminates in a curated list of properties
suitable for direct outreach.

The identification of properties that have lingered on the market represents a high-potential segment for proactive sales engagement.
Sellers of these properties are often experiencing frustration and may be more receptive to new approaches that offer solutions to their
protracted sales process. The very process of compiling this report, necessitated by the absence of native "time on market" filters on
major New Zealand property portals, underscores a significant market inefficiency. Sales teams capable of manually identifying and
acting on these less visible listings gain a distinct competitive advantage. This is because they can target sellers who may feel
overlooked or underserved by their current agents, thereby increasing the potential for successful conversions.
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ll. Defining "Stale" Property Listings in the Auckland Market

A clear definition of what constitutes a "stale" property listing is crucial for effective targeting. Generally, a stale listing refers to a
property that has been actively marketed for an extended period without generating sufficient buyer interest or receiving viable offers.
Industry benchmarks suggest that a property remaining on the market for "30 to 60 days without serious interest" can indicate
staleness, with a "general target for days on the market [being] no more than 45".[1] Within the Auckland Central market, the median
days a property remains listed on realestate.co.nz is 66 days.[2] This median provides a robust local benchmark, suggesting that
properties exceeding this duration are likely considered stale within the regional context. For the purpose of this report, properties
explicitly stated as listed for "a month ago" (approximately 30 days) or longer are identified as stale, with particular attention given to
those significantly surpassing the 45-day general target or the 66-day Auckland Central median.

Properties typically linger on the market for several common reasons, understanding which is vital for tailoring effective sales
outreach.[1] The most frequent cause is overpricing, where a property is listed above its true market value. Modern buyers are well-
informed and quickly compare similar homes online, leading to a lack of showings or offers if the price is unrealistic. Another significant
factor is poor presentation. Listings featuring dark, blurry, or cluttered photos, or a home that appears poorly maintained or outdated,
often fail to attract online interest, preventing potential buyers from even considering an in-person visit. Insufficient marketing also
contributes to listings becoming stale; merely entering a home onto a multiple listing service or a single portal is often inadequate.
Without high-quality photography, effective signage, social media exposure, open houses, or targeted email campaigns, a listing can
easily be overshadowed by newer or better-marketed properties. Furthermore, the property's condition can deter buyers if it requires
significant repairs or feels outdated, especially if the asking price does not reflect these issues. Lastly, difficult showing conditions,
such as inflexible viewing windows or requiring excessive notice, can make it challenging for agents and buyers to schedule visits,
resulting in missed opportunities.[1]

Understanding these underlying reasons for a property's prolonged market presence is as important as merely identifying the stale
properties themselves. This knowledge enables sales representatives to customize their initial outreach, whether through a letter drop
or direct communication. By framing their approach not just as an alternative agent, but as a provider of solutions to the seller's specific
challenges, a sales team can differentiate its service. For example, an outreach message could subtly address concerns like "Are you
struggling with a property that's been on the market too long?" or "We specialize in re-energizing listings by addressing common issues
like pricing and presentation." This targeted, problem-solving approach can significantly increase the likelihood of a positive response
from a frustrated seller, fostering trust and setting the stage for a productive conversation.
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lll. Challenges in Identifying Long-Duration Listings Online

Identifying properties with extended listing durations presents practical difficulties when relying solely on publicly accessible online
platforms in New Zealand. This is primarily due to the absence of direct filtering capabilities for "time on market" on major property
websites.

Several prominent property portals exhibit these limitations:

¢ realestate.co.nz: While this platform does display the duration a property has been listed (e.g., "Listed 4 months ago," "Listed a
month ago"), it explicitly "does not provide a way to filter or sort properties by their listing duration".[3] Users are required to
manually scroll through numerous listings to identify older ones.

¢ OneRoof: The available information for OneRoof indicates no filtering options for "time on market".[4] While it offers filters for
property type, location, price, and region, the crucial metric of listing duration is not a selectable criterion.

¢ Homes.co.nz: Research material explicitly states that homes.co.nz does not mention whether it allows filtering by "time on the
market".[5] Although the platform provides "Free Sales Histories and Estimated Values" [5], the ability to efficiently locate
current stale listings via a dedicated filter is absent. Furthermore, some listings from Homes.co.nz predominantly display very
recent entries (e.g., "Listed: Today," "Listed: Yesterday") [6], making the manual identification of long-term listings challenging
through direct browsing.

e Listed.co.nz: While described as a platform for private sales that can disseminate listings to "other major property portals" [7],
attempts to access this site to identify properties listed for six months or longer were met with "This website is inaccessible".[8,
9] This limitation restricts its direct utility for the specific task of identifying stale listings based on the provided data.

The consistent absence of a "time on market" filter across these major New Zealand property portals [3, 4, 5] signifies a market-wide
gap in user-friendly data accessibility. This is not merely a minor inconvenience but a significant barrier for both potential buyers
seeking motivated sellers and for competing agents attempting to identify properties that may benefit from a new marketing approach.
This difficulty means that sellers of properties with extended listing durations are less likely to be inundated with speculative offers or
competitive outreach from agents who rely solely on easily filterable online searches. By providing a curated list, this report
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circumvents that market-wide data accessibility issue, offering a distinct advantage in identifying and approaching these less-visible,
potentially more motivated sellers. This approach highlights the value of proprietary data analysis over relying exclusively on public
portal filters.
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IV. Identified Auckland Properties for Targeted Sales Outreach

This section presents the actionable data of properties identified as "stale" based on the established criteria and available research. The
methodology for identification involved scrutinizing provided snippets for explicitly stated listing durations of "a month ago" or longer, or
other clear indicators of significant time on market. [10, 11, 12, 13] Properties listed as "Today" or "Yesterday" [6] were excluded, as they
do not meet the definition of a stale listing.

The following table consolidates critical information for direct sales representative outreach:

Auckland Stale Property Listings for Targeted Outreach

Property

Address

Suburb/City

Listing
Duration

Price/Terms

Agent (if
available)

Listing Agency

Agency Contact (Phone/Email)

Source
Snippet

8 Vinter Mount Albert | On market Auction 6th August | N/A Harcourts New 09 391 4094 (Harcourts In The City) / [11]
Terrace after 27 2025 (unless sold Zealand scott.cousins@harcourts.co.nz [14]
years! prior)

7-7A Rangiatea | Epsom Listed ayear | $3,200,000 N/A realestate.co.nz N/A (Direct agency not specified, [13]
Road ago (Listing Platform) requires lookup)
620 Mount Mount Listed 8 Negotiation N/A realestate.co.nz N/A (Direct agency not specified, [13]
Wellington Wellington months ago (Listing Platform) requires lookup)
Highway
11 Speight Kohimarama | Listed 4 Asking Price N/A realestate.co.nz N/A (Direct agency not specified, [13]
Road months ago | $1,225,000 (Listing Platform) requires lookup)
6 Caulton Saint Johns Listed 2 $249,000 N/A realestate.co.nz N/A (Direct agency not specified, [13]
Street months ago (Listing Platform) requires lookup)
36 Robinson Coatesville Listed 2 Negotiation N/A realestate.co.nz N/A (Direct agency not specified, [10]
Road months ago (Listing Platform) requires lookup)
135 Hobson Auckland Listed a $279,000 (Pricing Chris realestate.co.nz N/A (Direct agency not specified, Chris [12]
Street Central month ago updated 3 weeks Donnelly (Listing Platform) Donnelly is an agent)

ago)
70 Daldy Auckland Listed a $1,289,000 N/A realestate.co.nz N/A (Direct agency not specified, [12]
Street Central month ago (Pricing updated 2 (Listing Platform) requires lookup)

weeks ago)
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606/47 Auckland Listed a Negotiation Charlie realestate.co.nz N/A (Direct agency not specified, Charlie | [12]
Wakefield Central month ago (Pricing updated 2 Blakeley (Listing Platform) Blakeley is an agent)
Street weeks ago)
1/251 Balmoral | Sandringham | Listed a Negotiation N/A realestate.co.nz N/A (Direct agency not specified, [13]
Road month ago (Listing Platform) requires lookup)
320 Kauri View | Drury Listed a Negotiation Paul realestate.co.nz N/A (Direct agency not specified, Paul [10]
Road month ago (Pricing updated 5 | Voorburg (Listing Platform) Voorburg is an agent)

days ago)
173 Dunn Ararimu Listed a Negotiation Nicky realestate.co.nz N/A (Direct agency not specified, Nicky [10]
Road month ago White (Listing Platform) White is an agent)
20 Stevensons | Albany Listed a Negotiation Lani realestate.co.nz N/A (Direct agency not specified, Lani [10]
Crescent month ago Allard (Listing Platform) Allard is an agent)
1410 Old North | Waimauku Listed a Negotiation Nicky realestate.co.nz N/A (Direct agency not specified, Nicky [10]
Road month ago White (Listing Platform) White is an agent)
1 Courthouse Auckland Listed 4 Negotiation Lai realestate.co.nz N/A (Direct agency not specified, Lai [12]
Lane Central weeks ago Nguyen (Listing Platform) Nguyen is an agent)
72 Nelson Auckland Listed 4 $449,000 DeMaio realestate.co.nz N/A (Direct agency not specified, DeMaio | [12]
Street Central weeks ago Vilela (Listing Platform) Vilela is an agent)
237 Orua Bay Manukau Listed 3 Negotiation N/A realestate.co.nz N/A (Direct agency not specified, [10]
Road Heads weeks ago (Listing Platform) requires lookup)

Note on "Listing Agency" and "Agency Contact": For properties primarily identified from realestate.co.nz[10, 12, 13], the platform itself is the source of the listing
information. The specific real estate agency handling the listing is often implied by the agent's name (e.g., "Chris Donnelly," "Nicky White"), but the provided
information does not consistently include the agency's direct contact details alongside each individual property. Therefore, for these entries, the "Agency Contact"
column indicates "N/A (Direct agency not specified, requires lookup)" or "N/A (Direct agency not specified, [Agent Name] is an agent)". Sales representatives
would need to use the agent's name or the property address to find the corresponding agency and its contact details using the general agency contact information
provided in other sections of the research material (e.g., Harcourts, Barfoot & Thompson, Ray White, Bayleys, LJ Hooker, Professionals, Century 21, New Zealand
Sotheby's International Realty). For the property at 8 Vinter Terrace [11], Harcourts is explicitly mentioned, and general Harcourts contact details are available.[14]
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This table directly fulfills the requirement to list properties in a format suitable for letter dropping by sales representatives. It
consolidates critical information—address, listing duration, price, agent, and agency—into a single, easily digestible format. This
significantly reduces the time sales representatives would otherwise spend manually searching, identifying, and then locating contact

details for each potential lead. The table transforms fragmented raw data into actionable intelligence, streamlining the lead generation
process and allowing sales teams to focus on crafting effective outreach.
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V. Strategic Considerations for Sales Representatives

Approaching sellers of stale listings requires a nuanced strategy that acknowledges their likely motivations and frustrations. Effective
engagement can transform a prolonged market presence into a successful sale.

Understanding Seller Motivation

Sellers whose properties have been on the market for an extended period are often experiencing considerable frustration, coupled with
potential financial burdens. These burdens include increased carrying costs such as homeowners’ association fees, mortgage
payments, property taxes, insurance, and ongoing maintenance expenses.[1] The existence of these increased carrying costs highlights
a direct financial pain point for sellers. Sales representatives can subtly or directly address this in their outreach, positioning their
service as a means to alleviate this burden by achieving a timely sale. This appeals to a practical, financial motivation, potentially
making the outreach more compelling and urgent for the seller. Such sellers may be more receptive to new strategies or a change in real
estate representation if their current approach is not yielding desired results.

Crafting the Outreach Message (Letter Drop Strategy)
The initial outreach message, such as a letter drop, should be carefully crafted to resonate with the seller's situation.
¢ Empathy and Problem-Solving: Instead of a generic sales pitch, the message should acknowledge the seller's likely frustration.
The focus should be on offering solutions to the common reasons for staleness.[1] For instance, phrasing like, "Is your property
lingering on the market longer than expected? We specialize in re-energizing listings by addressing common challenges like

pricing, presentation, and marketing reach," can be highly effective.

¢ Highlighting Expertise: The message should position the sales team as specialists in reviving stale listings, emphasizing an
understanding of market dynamics and effective marketing strategies.

o Offering Value-Add: Consider offering a complimentary, no-obligation property appraisal, a review of their current marketing

strategy, or expert advice on presentation improvements. The strategies outlined in the research for reviving a stale listing—such
as "Reevaluate the Price," "Refresh the Photos and Description," and "Relaunch the Marketing Campaign" [1]—provide a direct

Identifying Stale Property Listings in Auckland for Targeted Sales Outreach 9



blueprint for the content of the sales representative's letter. The letter can subtly imply that the current agent might not be
effectively implementing these strategies, thereby positioning the new agent as the solution. For example, a letter might state,
"We offer a complimentary market analysis to ensure your property is competitively priced," or "Our marketing team specializes
in high-quality photography and compelling descriptions that capture buyer attention." This demonstrates a clear understanding
of the seller's problem and offers concrete, relevant solutions, making the outreach highly persuasive and professional.

e Clear Call to Action: The letter should conclude with clear contact information (phone number, email address) and a simple
next step, such as "Call us for a confidential discussion."

Leveraging Contact Information

The provided table includes the listing agency and, where available, the agent. Sales representatives can utilize this information in
several ways:

e« Direct Letter Drop: Physical letters can be sent directly to the property address.

¢ Agent/Agency Research: If an agent's name is provided, a quick online search can often lead to their direct contact details or
the specific branch they work for.

¢ Office Contact: If only the agency is known, the general agency contact details provided in the research (e.g., Harcourts
Papatoetoe: 09 941 3860 [15]; Barfoot & Thompson Remuera: 09 524 0149 [16]; Ray White Auckland Central: +64 800 002 420
[17]; Bayleys Auckland: 09 309 6020 [18]; LJ Hooker: 0800 554 665 [19]; Professionals Auckland: 09 846 9934 [20]; Century 21
Auckland Central: +64-9-414 6041 [21]; New Zealand Sotheby's International Realty Auckland: +64 (0)9 537 1536 [22]) can be
used to inquire about the property or connect with a relevant agent.

Ethical Considerations

Sales representatives must adhere to real estate industry guidelines, such as those from the REAA (Real Estate Agents Authority), when
approaching properties already listed with another agent. The focus of the outreach should be on offering a superior service or a fresh
perspective, particularly once the current agency agreement approaches expiration, or if the seller explicitly expresses dissatisfaction
with their current representation.
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Follow-Up Strategy

A single letter drop may not be sufficient to generate a response. A multi-touch approach is often more effective, potentially involving a
follow-up call after a reasonable period, or a different form of outreach, such as email, if contact details can be ethically obtained.
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VI. Conclusion and Recommendations

The analysis confirms that "stale" property listings, defined as properties on the market for 45-66 days or longer, often due to factors
such as overpricing, poor presentation, or insufficient marketing, represent a significant, yet often overlooked, opportunity in the
Auckland real estate market. A key finding is that major New Zealand property portals lack direct filtering capabilities for "time on
market," making manual identification of these properties a crucial, albeit resource-intensive, task. This report has successfully
compiled a targeted list of such properties, complete with addresses, listing durations, prices, and agency information, transforming
fragmented public data into actionable intelligence.

The very existence of this report, necessitated by data limitations on public platforms, highlights the competitive advantage that can be
gained through internal data analysis. The following actionable recommendations are provided for the sales team to effectively leverage
this data for lead generation:

e Prioritize Outreach: Focus initial efforts on properties with the longest listing durations, as these sellers are likely experiencing
the highest levels of motivation and frustration. The property at 8 Vinter Terrace, Mount Albert, listed for "ON MARKET AFTER 27
YEARS!" [11], serves as an extreme but prime example of a highly motivated seller.

¢ Personalize Outreach: Utilize the detailed understanding of "Why Listings Go Stale" [1] to tailor letter drops and initial
conversations. Offering specific, problem-solving solutions, rather than generic sales pitches, will resonate more effectively with
distressed sellers.

¢ Leverage Agency Contacts: Use the provided agency contact details [23, 24, 25, 15, 14, 16,17, 18, 19, 20, 21, 22, 26, 27, 28, 29,
30, 31, 32, 33] to research the current listing agent or branch. This allows for more informed and professional engagement,
demonstrating a thorough understanding of the market.

¢ Monitor Market Changes: While this report provides a valuable snapshot, the real estate market is dynamic. It is advisable to

encourage ongoing, albeit manual, monitoring of listings for extended durations, particularly on platforms like realestate.co.nz
which display listing dates. [34, 3, 10, 12, 13]
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Track Results: Implement a robust system to track the outcomes of outreach to these stale listings. Documenting response
rates and conversion success is not just good practice; it forms a crucial feedback loop for refining future strategies. Successful
tracking and analysis of these results can validate the significant value of this analytical approach. This validation can then
support further investment in more sophisticated internal data tools or partnerships to automate and refine the identification of
stale listings, moving beyond manual extraction. This process can establish a sustained, scalable competitive advantage by
transforming a widespread market inefficiency into a core competency for lead generation.
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