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Founded in Hamburg, Germany, in 
1977, Our sophisticated international 
brand has its roots in European 
her i tage  which forms a  so l id 
foundat ion of  refinement  and 
experience. 

Our unique signature property shop 
are visibly placed in the best locations 
worldwide and are designed to reflect 
the company's commitment to 
superior service and unmatched 
sophistication. 

Our property sales advisors are 
trained at our internationally accredi-
ted in-house training academy. The 
programme covers the full spectrum 
of property sales techniques aimed to 
guarantee success.

Advanced marketing tools are at your 
disposal at all times. We cover online 
and print exposure, as well as hassle-
free automated templates ensuring 
you have more time in the field and 
with clients

Access to an advanced web-based 
database system ensuring real time 
ex p o s u r e  t o  a l l  w e b - p o r t a l s , 
assistance with matching clients and 
generating marketing items with the 
press of a button.

We believe in recognising the 
dedication and hard work of each 
individual .  With our monthly, 
quar ter ly  and annual  rewards 
programmes, you are sure to be 
appreciated and rewarded.

Our dedicated client service division 
is at your disposal 24/7. This 
centralised service ensures optimal 
client service, instant lead distribution 
and feedback. We keep you informed 
at all times.

Support from staff who have been 
highly trained in Germany and South 
Africa on International standards. We 
help you every step of the way to 
guarantee your success in your career 
of choice.

We pride ourselves in our exclusive 
i n - h o u s e  p u b l i c a t i o n s .  O u r 
international  GG magazine, and our 
National Guide which is distributed 
throughout South-Africa on a 
monthly basis.

With our online procurement shop  
p romot iona l  i t ems ,  g i f t s  and 
marketing collateral are available at 
your fingertips whenever suits you. 
We do the sourcing and planning so 
that you don’t have to.

Our in-house financial services 
division is there to assist you from 
qualifying clients to obtaining the 
bond. Enabling you to give your 
clients an all-round service without 
having to wait on external parties.

Our global footprint gives you access 
to a strong network with referrals, 
sharing of best practices, national and 
international exposure for your 
properties, and simply being part of a 
great family.

Solid Foundation Unique Shop Concept In-house Training Academy Advanced Marketing Tools

Database System

Rewards & Recognition

Client Service & Referrals

Support Structure

In House publications

Online Procurement Shop

In House Financial Services

Global Network

Become part of an 
Exclusive World 
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WE

O E

ear readers,

Although 2 17 is  a l ready wel l 
underway, this is our first edition of 
the year and I would like to take this 

opportunity to wish all our readers a very happy 
and prosperous new year. 

Even though the year has only ust started it is 
showing a lot more promise compared to 2 1  
with the sales significantly up on last year anuary. There is 
a stronger sentiment for growth not only in the real estate 
industry but across a spectrum of industries which bodes 
well for the South African economy for 2 17. We are very 
hopeful that last year's political disturbances will not recur 
in this year, which will result in a buoyant market for the 
year head. 

We kick this year off on a high note as we celebrate our 
1 th edition of the National Guide agazine and as we 
reflect back on where we started and where our publication 
is now, with over   copies distributed nationally each 
month, I must admit that I am quite proud of our growth and 
look forward to the next hundred.

With the new year also comes new beginnings, whether it 
be personal or professional, or even simply a different way 
of approach. Turn to page 24 to look at a different approach 
to take before entering the market this year with some tips 
and advice on how to find that match for your home. 

We also address a question which I am sure you have asked 
yourself at some stage or another, which is 'Why do I need 
to use an agent and if I do, who do I use ' On page 4 we take 
an in-depth look into what exactly a real estate agent is, 

Engel  lkers Southern Africa
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Situated within one of the best big  game viewing reserves in the owveld and positioned within cool 
riverine vegetation overlooking a dry river system, this private game lodge blends African and 
Industrial hic in its architecture and styling.

The lodge is 17m  under roof with an additional m  of decking, outside living and entertainment 
areas. esigned by Nicholas lewman, one of South Africa's more revered leisure architects, the 
lodge has extremely clean lines with each one of the  bedroom suites created to ensure its so ourner 
en oys complete privacy while en oying the ambiance of the surrounding bushveld. lenty of living 
areas and outside spaces coupled with the layout makes it ideal for families with elder children, 
business persons who entertain clients, or families who regularly entertain guests.

Additional niceties include a gym, library, study, internet connection, cell phone booster, and 2 A 
backup generator.

The lodge is sold on a lock stock basis and includes all furniture and appliances as well as a fully 
equipped game viewing and over. 

The property is serviced by electricity and borehole water. A reverse osmosis water purification 
system is built-in and ensures a continual supply of purified water to the taps. The camp area  is 
surrounded by an electrified enyan fence and includes double domestic quarters.

The arongwe Game eserve en oys good rainfall due to its proximity to the rakensberg mountain 
range and therefore has a naturally higher carrying capacity for wildlife in comparison to other areas 
within the lowveld. irdlife is also excellent with altitudinal migrants and forest species occurring in 
con unction with the lowvelds usual suspects. Traversing is in the region of ,  ha which ensures 
brilliant game drives and an excellent variety in landscape and terrains.

N

impopo  oedpsruit

y 

is 

what they do, and the criteria which you should 
consider when deciding who to use to market 
your most valuable asset. It is important to take 
cognisance of the agent commission, as the old 
adage goes, you get what you pay for . A 
residential property in all likelihood will be 
one of your biggest investment assets and the 
correct advice, pricing thereon and the 
marketing process is critical to ensure that 

you get the best possible return.

oving to the more social side, February is the month of 
love, and with that also comes the love for others so oin us 
in celebrating world cancer day as well  and show your 
support for those who are suffering with this disease, and to 
celebrate those who have overcome it. We wish all our 
readers a Happy alentine's day and hope that you will spoil 
and be spoilt by the special person in your life. 

We hope you will en oy this edition and feel free to pop into 
any of our property shops and ask the questions you feel 
you need in order to make your decisions on what your 
assets will be doing this year.

Wishing you all success for the year ahead.

Happy reading,

Craig Hutchison, 
CEO Engel & Völkers Southern Africa
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As a property sales advisor at Engel  lkers you need to have an affinity for exclusive properties and a 
clear service-driven mentality. An intuitive feel for the acquisition and sale of prestigious real estate. ou 
have to be particularly responsive to the wishes of your clients with the ability to impress and inspire 
them.

Our office is looking to recruit N F4 agents as well as interns to work in some of the unique reserves in 
the Hoedspruit area such as

¡ ¡ ¡  Hoedspruit Wildlife Estate    Griet ie rivate Nature eserve   oditlo 
¡    ¡  laserie rivate Nature aluleeserve 

¡ A high degree of commitment and an independent way of working
¡ Experience working with S-Office Word, Excel, ower oint
¡ ery good interpersonal skills and a strong sense of team spirit
¡ Friendly and professional mannerism

oin En el  l ers oedspruit
as a propert  sales advisor

OB
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IN ST N

The real estate agent's offer in the buying and 
selling of a home is invaluable in today's property 
market with all the new laws and regulations.  In 
today's hands-on society, it's the responsibility of 
homeowners to fully understand all aspects of the 
buying and selling process  even the undisputed 
factor of commissions  notes raig Hutchison, 

EO of Engel  lkers Southern Africa.  The 
information below should serve to add a fuller 
picture to this part of the property process.

Estate agents in most countries don't work for a 
salary, their earnings are commission based per sale 
they produce and often constitute their livelihood.

oth the agent and the agency they work for, must 
have valid Fidelity Fund ertificates in order to be 
eligible for commission.  This means that the agent 
is qualified to operate in the real estate industry and 
has the necessary security as a safe guard.

An agent's commission comes into play when they 
successfully match a buyer and a seller, i.e. when a 
sale is successful in terms of contracts been signed 
and sealed.
  
This means that you only pay commission once the 
agent has done their ob and no fees unless you have 
a successful result. In the S there are some 
franchised real estate agencies that work on an 
hourly rate which can sound tempting but in reality 
it can be a very costly exercise as you pay the hourly 
rate whether or not the agent manages to sell your 
home.

The commission is only paid to the agent once 
ownership of the property has been officially 
transferred to the buyer.  In the case of a deposit, the 
seller may only receive their share of the amount on 
transfer of the property after the agent has deducted 
their commission.

ayment of the commission comes from the party 
which gave the agent the mandate to find or sell the 
home. In most cases it's the seller who hires an 
agent to sell their home, but can also be a buyer who 
is looking for a new home or investment. This isn't 
cast in stone though, and the buyer and seller can 
come to their own contractual agreement as to who 
pays the commission.

There is really only one way to check the quality of 
an agent's service - exclusive mandates.  Exclusive 
mandates is where a seller gives only one agent the 

right to sell their home.  The security in this selling 
technique is the 'mandate' part.  The agent will 
literally be mandated on paper to sell your home 
according to a pre-agreed upon set of deliverables 
to which the agent commits to.  Should the agent 
not keep to their end of the mandate, you have the 
right to cancel the agreement and look for an agent 
who is properly committed.  Having open 
mandates means that you cannot control who is 
doing what and you sit with agents who are only 
half committed due to the fact that one of the others 
is very likely to steal the sale from under the others, 
and their commission with that.

There are multiple dangers with working with 
more than one agent and in the case of 
commissions this risk is highlighted. The rule is 
that the commission goes to the agent whose 
efforts were the effective cause of the sale.  As you 
can imagine, this can become a very sticky 
situation as two or more agents can claim 
introducing the buyer to a property and the case 
can end up going to arbitration or court and being 
dragged out for months.  

The market has long been encouraged to negotiate 
on commissions and no-one disputes the reasons 
for that, there is however another side to the 
argument that is not often heard. Any agent who is 
more than willing to cut their commission must be 
treated with caution.  A professional agent knows 
that they will do their utmost to market your home 
relentlessly and in the best possible manner until 
your optimal price is reached, and will be working 
for 1  if not more  of their commission 
percentage.  Saving money on commission is very 
often a fallacy as a compromised commission 
often leads to a compromised commitment in 
marketing your property which will most likely 
result in a compromised price for your home.

ualification. Estate agents are qualified 
individuals who have either gone through 
accredited training or have spent a full year 
shadowing a qualified agent to learn the trade.  
They bring to the table skills and expertise that 
aren't ust picked up in day to day living.  andate 
negotiations, understanding of property contracts 
and the pre-qualification of potential buyers are 
ust some of the many elements that form part of 

the package you're paying for.  Above and beyond 
their qualifications, agents bring with them their 
experience in the real estate industry  knowledge 
of local, national and international market trends 
and an ob ective perspective which make their 
assistance in finding the right buyer or the perfect 
home almost invaluable.

onnectivity. onsider what you'd pay a 
corporation for their database of clients.  

Who will you choose 
to be your agent

Information is king and estate agencies with 
established local and international networks and 
client databases, are gold mines in terms of offering 
you indirect access to one of their core business 
elements. aying an agent a percentage commission 
is a small price for tapping into this prized source.

arketing. Agents do a lot of work to get your home 
looking right for the right people and each activity 
takes up time, effort and money  all commodities 
worth paying for. Here is a list of some of the many 
activities  hotography, creation and printing of 
brochures, profiling at exhibitions, organisation and 
management of showdays, buying and putting up 
for sale and on-show boards, screening of and 
communication with prospective buyers, driving to 
and from site, advertising in property magazines and 
newspapers, regular communication, ensuring that 
the property is profiled on social media, that it is 
correctly presented to the companies database that 
has been built up over time etc.  

Another point to remember is that even before you 
were looking to sell or buy, the agent was busy day in 
and day out canvassing your area with marketing 
material and door-to-door visits essentially building 
up a relationship and information base with which to 
give you silver service.

Support structures. When it comes to commission 
you may also want to think carefully about which 
estate agency you choose to work with. our 
percentage commission should not only go towards 
the agent, but also towards the infrastructure 
supporting them.  ook at elements like the quality 
of their marketing material, the sophistication of 
their brand, their local and global connectivity and 
their training facilities to see what you're paying for 
in an agent.  

raig Hutchison of Engel  lkers Southern 
Africa, one of the country's leading agencies, had 
this to add I believe that an excellent infrastructure 
and a top quality agent go hand in hand.  Worldwide 
connectivity and first class marketing tools mean 
little if your agent is not sufficiently qualified to put 
them to use, and similarly a top agent who is ready to 
offer the market red carpet treatment but who isn't 
given the tools or support is a sad loss to the 
industry.   

At the end of the day, if you're serious about selling 
your home the best advice is to get someone who is 
ust as serious about it as you are.  There are 

agencies out there who adhere to global real estate 
standards and whose agents are true property 
specialists worth every cent of their commission.  

The next time you decide to buy or sell, you should 
perhaps consider who will be putting in 1  effort 
for their commission percentage rather than look for 
someone who is willing to do the ob for the least 
reward.   
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Potchefstroom · Tel. +27(0)18 297 5777
Potchefstroom@engelvoelkers.com

www.engelvoelkers.com/potchefstroom

de and Estate  
securit  comes first

§ uy your stand in phase 1 now  the transfer process is starting now.
§ Stands for developers available as well  ideal for townhouse development.
§ es 1 stands 7 /m
§ es 2 and  stands /m

§ 2.7m high security border wall.
§ Electrified fence on top of the 2.7m security wall.
§ 24 Hour access control.
§ Security parameter of m inside the 2.7m wall for patrols.

§ 4 Ha village within de and Estate
§ are nit construction will be starting now.

E EL E E CE EE CL E MA ET N
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residential units or office space. oning rights for the property has been approved. 

erry-Ann Smith N
7  2  2 

aptivating and up market family residence takes contemporary, luxury living to the next 
level. Includes  bedrooms the master bedroom features an en suite bathroom as well as a 
kitchenette ,  spacious living areas,  bathrooms, a study and an open plan kitchen. 

hrista alm N
2 777 19
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A beautiful 1.2ha stand on the banks of the aal iver, 1km from otchefstroom. The 
home is divided into 2 double storey living units with a 4 car garage. One unit has 2 
bedrooms, a bathroom, covered patio and loft. The second unit boasts 1 en suite bedroom.
Heinrich van der Walt N
71  27 4 

A home perfect for family living. Features spacious living rooms, a beautiful kitchen and a 
separate scullery and laundry. Offers  spacious bedrooms 2 en suite , a study, covered 
patio with a built-in braai, a swimming pool, a double garage and a carport for  cars.

errick Goossens N
1 44 7 47 
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In a busy real estate market, it is important to ensure that your property 
stands out amongst the rest. However, there's a new buzzword which is 
making waves within the property market  homestaging. 

onsidered a relatively new concept in South Africa, homestaging has been a 
common practice internationally for many years. Homestaging is  in essence 
 'dressing up' your home to ensure that it sells. The aim of homestaging is to 

highlight the best characteristics of your property. uch like women use 
make-up to accentuate their features, homestaging involves identifying key 
elements within your home that you'd like to focus on. 

In its simplest form this could involve rearranging furniture. In a more 
complex manner, new carpets, a fresh coat of paint, or simple renovations or 
additions might be needed. ut no matter which road you undertake, 
homestaging needn't put a dent in your wallet.

According to raig Hutchison, EO of Engel  lkers Southern Africa 
before buyers decide to buy a home, they mentally move in. If your home is 

loaded with too much clutter - as most of our homes are - this mental process 
may be impossible. That's why it's imperative for sellers to start with de-
cluttering. emoving clutter and excess furniture will improve the saleability 
of your home even if you do nothing else.

 Well, statistically homes that are staged 
typically sell faster than homes that aren't. And more often than not, they sell 
for a higher price too. So by putting in minimal effort, the rewards are great.

 The first step is to detach yourself from your 
home. Stop thinking of your home as yours, think of it as a commodity and put 
yourself in the prospective buyer's shoes. our aim is to sell so you need to 
make your home as neutral as possible by de-personalising it. In turn, this will 
increase its appeal to a larger audience of buyers  raig added.

The simplest way to do this is to remove any elements that are too sentimental, 
such as family photos, heirlooms, and knickknacks. Generally, buyers are 
unable to envision anything past what they are looking at. y creating a neutral 
canvas, which still exudes warmth, potential buyers will be able to picture 
themselves, their families, and personal items, in your home. 

Taking care of small repairs that need to be made around the house will further 
enhance appeal. Take a walk around your home and compile a snag list. ou'll 
be shocked to find how several small mishaps can culminate into one large 
issue. ake sure you fix leaky taps, replace light bulbs, oil doors that creak and 

replace worn or cracked tiles. Also, think of repainting walls that are too bright 
or garish, as well as those which have lost their lustre. 

Once these small improvements have been made, consider re-arranging your 
furniture. ost homes have more furniture than needed after accumulating 
pieces over the years. y removing unnecessary elements, and rearranging 
those pieces that are set to stay, the result will be a sense of space and openness 
which ultimately highlights the purpose and character of the room.

The next step is to clean up  uyers want to know that they are in a home that 
has been well taken care of, so be sure to do a spot of spring cleaning. ake 
sure to neaten any storage areas, be they utility, linen or clothing cupboards. 

uyers are notoriously curious, and will more than likely have a look through 
the most implausible areas. Furthermore, be sure to wash windows, polish 
mirrors, dust furniture, hang fresh towels in the bathrooms, vacuum the 
carpets, and air out any odorous areas.

While indoors, be sure to add subtle finishing touches. isplay fresh flowers 
throughout the house, place elegant handwash, cream and new towels in the 
bathrooms, and put crisp, fresh linen on all the beds. 

The old adage, 'don't udge a book by its cover', simply does not apply when 
homestaging, as your home's exterior is its calling card. ommonly referred to 
as 'curb appeal', home owners need to ensure that their homes are visually 
attractive in order to create a positive first impression.

There is a variety of things that can be done to improve the external appearance 
of your home. ake sure that trees and shrubs are trimmed and neat. lear up 
the driveway  there should be no oil stains, cracks, or dustbins in sight  a 
defined entrance will help draw people towards your home. ost important is 
the landscaping. Flowers and manicured greenery increase the appeal of a 
home and give it an abundance of character.

Essentially, homestaging is about the small details. It's not imperative, but it 
does make an immense difference to the way that your home is perceived. It is 
about creating a specific mood within your home, and ultimately convincing 
people that it is a home in which they would love to live. So if you're looking to 
sell, why not invest a bit of time and effort, and enhance your home. ontact 
your local real estate specialist for a free evaluation and some advice and a 
fresh outlook on your property  they will be able to add invaluable input and 
could very well see you walking away with a little more than you bargained 
for  raig concluded.

A new year 
calls for a new 

approach to 
selling



TOP ACHIEVERS

Top Achievers

Congratulations to our 
TOP ACHIEVERS 
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Being a real estate agent takes a lot of hard work and perseverance. It is not simply signing and offer to purchase - there are many activities which need to take 
place leading up to the successful conclusion of an offer. We ensure that our appointed sales advisors are correctly trained and ready to deal with the on-
going changes in the environment they work in and have targets which they need to strive to achieve. Once the sales advisor achieves the minimum 

requirements for three consecutive months, their status is updated to Platinum for the next quarter. The Platinum status sales advisors are further supported with 
additional marketing opportunities ensuring an even more successful marketing campaign for our clients. Herewith our top agents for the last month:

Q4 Platinum Status Achievers

Gauteng | West Rand:
Willowbrook, Amarosa

HEIKE DEGENER
083 265 4244

Gauteng | Broadacres:
Chartwell, Farmall, Kengies

Gauteng | Centurion:
Amberfield

LORNA STANDER
071 435 2160

North West | Hartbeespoort Dam:
Kosmos Area, Falcon View, Mountkos, 
Montego Bay, Seasons Lifestyle Estate

SCOTT RIDDELL
082 561 8650

Gauteng | Fourways · Broadacres:
Douglasdale, Fourways, Norscot

North West | Potchefstroom:
Baillie Park

Gauteng | Centurion:
Highveld, Irene

VERE  KILLASSY
083 601 1309

Gauteng | Broadacres:
Jukskeipark, Waterford, Olivewood Estates

GCINA NKAU
084 425 8319

Western Cape | Camps Bay:
Camps Bay, Clifton

ENZO LEZZI
082 974 1128

BEV MEERHOLZ
082 443 2952

Gauteng | Centurion:
Blue Valley Golf Estate

JACQUELINE SCHOLTZ
081 482 7227

SURETHA ENGELBRECHT
082 661 1720

SUSAN CROUCAMP
083 260 9549
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TRANSFER & BOND COSTS 

TOTAL

Purchase
Price / 
Bond

Amount    

Transfer
Duty  VAT

Conv
Fees

Conv
Fees

Deeds 
Office

VAT Deeds 
Office

TRANSFER COSTS BOND COSTS
 Post 
Petties 
& other 

 Post 
Petties 

 100 000 - 4 950 1 525 693 75 7 243 4 950 600 693 340 6 583

 150 000 - 4 950 1 525 693 75 7 243 4 950 600 663 340 6 583

 200 000 - 5 600 1 525 784 440 8 349 5 600 600 784 380 7 364

 250 000 - 6 250 1 525 875 440 9 090 6 250 600 875 380 8 105

 300 000 - 6 900 1 525 966 440 9 831 6 900 600 966 380 8 846

 350 000 - 7 550 1 525 1 057 550 10 682 7 550 600 1 057 550 9 757

 400 000 - 8 2001  525 1 148 550 11 423 8 200 600 1 148 550 10 498

 450 000 - 8 850 1 525 1 239 550 12 164 8 850 600 1 239 550 11 239

 500 000 - 9 500 1 525 1 330 550 12 905 9 500 600 1 330 550 11 980

 550 000 - 10 800 1 525 1 512 550 14 387 10 800 600 1 512 550 13 462

 600 000 - 10 800 1 525 1 512 550 14 387 10 800 600 1 512 550 13 462

 650 000 - 12 100 1 525 1 694 770 16 089 12 100 600 1 694 770 15 164

 700 000 - 12 100 1 525 1 694 770 16 089 12 100 600 1 431 770 15 164

 750 000 - 13 400 1 525 1 876 770 17 571 13 400 600 1 876 770 16 646

 800 000 1500 13 400 1 525 1 876 770 19 071 13 400 600 1 876 770 16 646

 850 000 3000 14 700 1 525 2 058 880 22 163 14 700 600 2 058 880 18 238

 900 000 4500 14 700 1 525 2 058 880 23 663 14 700 600 2 058 880 18 238

 950 000 6000 16 000 1 525 2 240 880 26 645 16 000 600 2 240 880 19 720

 1 000 000 7500 16 000 1 525 2 240 880 28 145 16 000 600 2 240 880 19 720

 1 050 000 9000 16 650 1 525 2 331 990 30 496 16 650 600 2 331 990 20 571

 1 100 000 10 500 16 650 1 525 2 331 990 31 996 16 650 600 2 331 990 20 571

 1 150 000 12 000 17 300 1 525 2 422 990 34 237 17 300 600 2 422 990 21 312

 1 200 000 13 500 17 300 1 525 2 422 990 35 737 17 300 600 2 422 990 21 312

 1 250 000 15 000 17 950 1 525 2 513 990 37 978 17 950 600 2 513 990 22 053

 1 300 000 18 000 17 950 1525 2 513 990 40 978 17 950 600 2 513 990 22 053

 1 350 000 21 000 18 600 1 525 2 604 990 44 719 18 600 600 2 604 990 22 794

 1 400 000 24 000 18 600 1 525 2 604 990 47 719 18 600 600 2 604 990 22 794

 1 450 000 27 000 19 250 1 525 2 695 990 51 460 19 250 600 2 695 990 23 535

 1 500 000 30 000 19 250 1 525 2 695 990 54 460 19 250 600 2 695 990 23 535

 1 550 000 33 000 19 900 1 525 2 786 990 58 201 19 900 600 2 786 990 24 276

 1 600 000 36 000 19 900 1 525 2 786 990 61 201 19 900 600 2 786 990 24 276

 1 650 000 39 000 20 550 1 525 2 877 990 64 942 20 550 600 2 877 990 25 017

 1 700 000 42 000 20 550 1 525 2 877 990 67 942 20 550 600 2 877 990 25 017

 1 750 000 45 000 21 200 1 525 2 968 990 71 683 21 200 600 2 968 990 25 758

 1 800 000 49 000 21 200 1 525 2 968 990 75 683 21 200 600 2 968 990 25 758

 1 850 000 53 000 21 850 1 525 3 059 990 80 424 21 850 600 3 059 990 26 499

 1 900 000 57 000 21 850 1 525 3 059 990 84 424 21 850 600 3 059 990 26 499

 1 950 000 61 000 22 500 1525 3 150 990 89 165 22 500 600 3 150 990 27 240

 2 000 000 65 000 22 500 1 525 3 150 990 93 165 22 500 600 3 150 990 27 240

 2 050 000 69 000 23 150 1 525 3 241 1 200 98 116 23 150 600 3 241 1 370 28 361

 2 100 000 73 000 23 150 1 525 3 241 1 200 102 116 23 150 600 3 241 1 370 28 361

 2 150 000 77 000 23 800 1 525 3 332 1 200 106 857 23 800 600 3 332 1 370 29 102

 2 200 000 81 000 23 800 1 525 3 332 1 200 110 857 23 800 6003  332 1 370 29 102

 2 250 000 85 000 24 450 1 525 3 423 1 200 115 598 24 450 600 3 423 1 370 29 843

 2 300 000 90 500 24 450 1 525 3 423 1 200 121 098 24 450 600 3 423 1 370 29 843

 2 350 000 96 000 25 100 1 525 3 514 1 200 127 066 25 100 600 3 514 1 370 30 584

 2 400 000 101 500 25 100 1 525 3 514 1 200 132 839 25 100 600 3 514 1 370 30 584

 2 450 000 107 000 25 750 1 525 3 605 1 200 139 080 25 750 600 3 605 1 370 31 325

 2 500 000 112 500 25 750 1 525 3 605 1 200 144 580 25 750 600 3 605 1 370 31 325

 2 550 000 118 000 26 400 1 525 3 696 1 200 150 821 26 400 600 3 696 1 370 32 066

 2 600 000 123 500 26 400 1 525 3 696 1 200 156 321 26 400 600 3 69 61 370 32 066



Transfer Duty Natural & Legal Person
R0.00 - R750, 000.00 = (0%) Exempted 
R750,000.01 - R1,250,000.00 = 3% of the value above R750 000.00
R1,250,000.01 - R1,750,000.00 = R15 000.00 + 6% of the value above R1 250 000.00

TOTALTOTAL

Purchase
Price / 
Bond

Amount    

Transfer
Duty  VAT

Conv
Fees

Conv
Fees

Deeds 
Office

VAT Deeds 
Office

TRANSFER COSTS BOND COSTS
 Post 
Petties 
& other 

 Post 
Petties 

 2 650 000 129 000 27 050 1525 3 787 1 200 162 562 27 050 600 3 787 1 370 32 807

 2 700 000 134 500 27 050 1 525 3 787 1 200 168 062 27 050 600 3 787 1 370 32 807

 2 750 000 140 000 27 700 1 525 3 878 1 200 174 303 27 700 600 3 878 1 370 33 548

 2 800 000 145 500 27 700 1525 3 878 1 200 179 803 27 700 600 3 878 1 370 33 548

 2 850 000 151 000 28 350 1 525 3 969 1 200 186 044 28 350 600 3 969 1 370 34 289

 2 900 000 156 500 28 350 1 525 3 969 1 200 191 544 28 350 600 3 969 1 370 34 289

 3 000 000 167 500 29 000 1 525 4 060 1 200 203 285 29 000 600 4 060 1 370 35 030

 3 100 000 178 500 29 650 1 525 4 151 1 200 215 026 29 650 600 4 151 1 370 35 771

 3 200 000 189 500 30 300 1 525 4 242 1 200 226 767 30 300 600 3 744 1 370 36 512

 3 300 000 200 500 30 950 1 525 4 333 1 200 238 508 30 950 600 4 333 1 370 37 253

 3 400 000 211 500 31 600 1525 4 424 1 200 250 249 31 600 600 4 424 1 370 37 994

 3 500 000 222 500 32 250 1 525 4 515 1 200 261 990 32 250 600 4 515 1 370 38 735

 3 600 000 233 500 32 900 1 525 4 606 1 200 273 731 32 900 600 4 606 1 370 39 476

 3 700 000 244 500 33 550 1 525 4 697 1 200 285 472 33 550 600 4 697 1 370 40 217

 3 800 000 255 500 34 200 1 525 4 788 1 200 297 213 34 200 600 4 788 1 370 40 958

 3 900 000 266 500 34 850 1525 4 879 1 200 308 954 34 850 600 4 879 1 370 41 699

 4 000 000 277 500 35 500 1 525 4 970 1 200 320 695 35 500 600 4 970 1 370 42 440

 4 100 000 288 500 36 150 1 525 5 061 1 650 332 886 36 150 600 5 061 1 660 43 471

 4 200 000 299 500 36 800 1 525 5 15 21 650 344 627 36 800 600 5 152 1 660 44 212

 4 300 000 310 500 37 450 1 525 5 243 1 650 356 368 37 450 600 5 243 1 660 44 953

 4 400 000 321 500 38 100 1 525 5 334 1 650 368 109 38 100 600 5 334 1 660 45 694

 4 500 000 332 500 38 750 1 525 5 425 1 650 379 850 38 750 600 5 425 1 660 46 435

 4 600 000 343 500 39 400 1 525 5 516 1 650 391 591 39 400 600 5 516 1 660 47 176

 4 700 000 354 500 40 050 1 525 5 607 1 650 403 332 40 050 600 5 607 1 660 47 917

 4 800 000 365 500 40 700 1 525 5 698 1 650 415 073 40 700 600 5 698 1 660 48 658

 4 900 000 376 500 41 350 1 525 5 789 1 650 426 814 41 350 600 5 789 1 660 49 399

 5 000 000 387 500 42 000 1 525 5 880 1 650 437 030 42 000 600 5 880 1 660 50 140

 5 200 000 409 500 42 650 1 525 5 971 1 650 461 296 42 650 600 5 971 1 660 50 881

 5 400 000 431 500 43 300 1 525 6 062 1 650 482 512 43 300 600 6 062 1 660 51 622

 5 600 000 453 500 43 950 1 525 6 153 1 650 506 778 43 950 600 6 153 1 660 52 363

 5 800 000 475 500 44 600 1 525 6 244 1 650 529 519 44 600 600 6 244 1 660 53 104

 6 000 000 497 500 45 250 1 525 6 335 1 650 552 260 45 250 600 6 335 1 660 53 845

 6 200 000 519 500 45 900 1 525 6 426 1 980 575 331 45 900 600 6 426 1 980 54 906

 6 400 000 541 500 46 550 1 525 6 517 1 980 598 072 46 550 600 6 517 1 980 55 647

 6 600 000 563 500 47 200 1 525 6 608 1 980 620 813 47 200 600 6 608 1 980 56 388

 6 800 000 585 500 47 850 1 525 6 699 1 980 643 554 47 850 600 6 699 1 980 57 129

 7 000 000 607 500 48 500 1 525 6 790 1 980 666 295 48 500 600 6 790 1 980 57 870

 7 200 000 629 500 49 150 1 525 6 881 1 980 689 036 49 150 600 6 881 1 980 58 611

 7 400 000 651 500 49 800 1 525 6 972 1 980 711 777 49 800 600 6 972 1 980 59 352

 7 600 000 673 500 50 450 1 525 7 063 1 980 734 518 50 450 600 7 063 1 980 60 093

 7 800 000 695 500 51 100 1 525 7 154 1 980 757 259 51 100 600 7 154 1 980 60 834

 8 000 000 717 500 51 750 1 525 7 245 1 980 780 000 51 750 600 7 245 1 980 61 575

 8 200 000 739 500 52 400 1 525 7 336 2 310 803 071 52 400 600 7 336 2 310 62 646

 8 400 000 761 500 53 050 1 525 7 427 2 310 825 812 53 050 600 7 427 2 310 63 387

 8 600 000 783 500 53 700 1 525 7 518 2 310 848 553 53 700 600 7 518 2 310 64 128

 8 800 000 805 500 54 350 1 525 7 609 2 310 871 294 54 350 600 7 609 2 310 64 969

 9 000 000 827 500 55 000 1 525 7700 2 310 894 035 55 000 600 7 700 2 310 65 610

 9 200 000 849 500 55 650 1 525 7 791 2 310 916 776 55 650 600 7 791 2 310 66 351

 9 400 000 871 500 56 300 1 525 7 882 2 310 939 517 56 300 600 7 882 2 310 67 092

 9 600 000 893 500 56 950 1 525 7 973 2 310 962 258 56 950 600 7 973 2 310 67 833

 9 800 000 915 500 57 600 1 525 8 064 2 310 984 999 57 600 600 8 064 2 310 68 574

 10 000 000 937 500 58 250 1 525 8 155 2 310 1 007 740 58 250 600 8 155 2 310 69 315

R1,750,000.01 - R2,250,00.00 = R45 000.00 + 8 % of the value above R1 750 000.00
R2,250,000.01 - R10,000,000 = R85 000.00 + 11% of the value above R2 250 000.00 
R10,000,000.00 upwards = R937 500.00 + 13% of the value above R10 000 000.00
Additional Costs - Rates, Clearances and Levies / Postages & Petties
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