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How To Sell Your

Te Kauwhata Home For
Top Price In A
Steadying Market

In a rising market, the market sells your home.

In a settling one, your agent does.
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01 THE MARKET

“Should I wait?” is the wrong question.

Most Waikato homeowners weighing up a sale are asking the same thing. Should | wait for things to
fully settle before | list? It's a fair question. The national median has been broadly flat for a year, and
everyone’s watching to see what the Reserve Bank does with the OCR next.

Here’s what that thinking misses. Waikato’s median price actually held its ground this June, up 0.7%
year-on-yedadr to $745,000, even while Days to Sell stretched out to 55, well above the 10-year June
average of 47. That combination, a steady price and a slower pace, is exactly the kind of market
where preparation and pricing strategy separate a fast sale from a listing that drags into spring.

Waikato’s median held steady this June. Days to sell didn’t. That gap is where a good campaign

earns its keep.

02 DECISION ONE - PRICE

Price it for the market you're actually in.

Nationally, six of sixteen regions saw a year-on-year price rise in June, and Waikato was one of
them, but only just, at 0.7%. Overpricing in a market moving this modestly doesn’t get “grown into”
the way it might have a few years back. It just sits.

Waikato District itself, which covers Te Kauwhata, recorded a median of $730,000 in June, up 4.6%
on June 2025, but down 2.8% on the month before, with sales count down 15.2% month-on-month
even as inventory holds three weeks higher than this time last year. Buyers have more to compare
your home against than they did twelve months ago.

A correctly priced home sells before the listing goes stale. An overpriced one sells after the third

price drop.




03 DECISION TWO - PRESENTATION

With 55 days on market, presentation shortens
the wait.

Waikato’s median Days to Sell of 55 is eight days longer than the 10-year June average. Buyers
have time, and they're using it. REINZ's local agents describe them as focused on value and taking a
considered approach before committing.

That's a presentation problem as much as a pricing one. Declutter, a deep clean, styling suited to
the buyer profile active in Te Kauwhata right now, first-home buyers and owner-occupiers, and
photography strong enough to stop the scroll before the open home even happens.

You're not competing on what your home is worth. You're competing on how it shows against

everything else on the market for 55 days.

04 DECISION THREE - STRATEGY

Waikato had its highest sales count since 2021.
That’s competition, not luck.

Waikato posted 629 sales in Juneg, its highest June sales count since 2021, up 1.9% year-on-year
even as prices barely moved. That tells you buyers are active, but they’re not competing with each
other for your specific home automatically.

With election-year caution ahead of the November general election, and a possible August OCR
move both sitting in the background, local agents expect conditions to remain broadly steady, with
activity likely to build into spring. That's the window multi-channel marketing is built for, pulling
buyers from the database and social channels rather than waiting for whoever happens to be
browsing that weekend.

Sales volume is there. Competition for your specific home has to be built.




05 DECISION FOUR - THE AGENT

In a market moving this slowly, the agent is the
difference.

Not the one who quotes highest to win the listing. Not the cheapest fee. The one who can show real
Waikato District data, not just regional averages, and a live buyer database for a home like yours.

Tracy Corneal, Director/Owner and Licensed Agent at Bespoke Real Estate, brings exactly that:
hands-on knowledge of Te Kauwhata and the wider Waikato district, not a franchise-level view of
the region.

Local knowledge is what separates a fast sale from a long one, in a market moving at this pace.

06 YOUR NEXT STEP

What is your Te Kauwhata
home worth in today’s market?

Before deciding whether to sell now or wait, get a clear read on what your home is worth and what
a well-run campaign could achieve in a market where the median held (+0.7%) but Days to Sell
stretched to 55. No pressure, no obligation, just the numbers and the strategy.

Tracy Corneal leads Bespoke Real Estate, a boutique independent agency based in Te Kauwhata,
Waikato, bringing local, district-level market knowledge at a time when REINZ's own data shows
conditions varying sharply suburb to suburb, region to region. That local read on buyers, pricing and
timing is what protects your result.
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