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The right house can
sell quickly

Our market share keeps growing
because of the strength of our name
and our personalised service

Despite all the talk of the property
market cooling off after the frenzied
activity of the last two years, there are
plenty of buyers in the market and
prices still remain at high levels.

Joint Principals, Adam Rosewarne
(left) and Damien Daly

Although there is certainly a degree
of caution from home sellers, many
who are adopting a wait and see
atfitude, there are several reasons why
the market is sfill strong.

Despite the economy and world
politics, people need somewhere fo live.
Sounds obvious perhaps, but we all
want fo have a roof over our heads.

Interest rates have been, and remain
at their lowest level for 40 years, and
given the stafe of the world economy,
look like staying at those levels for
some time to come.

Homes being offered for sale are in
short supply. Prices will always stay on
the high side while there is competition
from buyers for the relatively few homes
available.

The market is also being boosted by
the number of people investing in it.
There has been a fendency fo shift
away from the underperforming
stockmarket in the last couple of years
and the bulk of this investment money
has gone into property.

At Ray White Narrabeen & Mona
Vale, our market share keeps growing

because of the strength of our name
and our personalised service. We listen
fo the needs of our customers and
having a friendly and experienced team
gives us the edge over our competitors.

Whether buying, selling or renting,
our innovative marketing ensures
properties get the best exposure making
the process easier and more convenient
for everyone.

And when you come to Ray White
Narrabeen & Mona Vale, you can be sure
of getting the very best service and
attention fo detail. How can we help you?
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Why invest in property?

Edited from Your Mortgage magazine

To maximize your chances of being
successful in residential property investment you
need fo keep your wits about you.

Residential property investment has long been

considered an atfractive and relatively safe
means of investment. It cerfainly has the
potential to be profitable buf it's not just a matter
of buying a property and waiting for the money
fo roll in. Researching the property market and
the taxation issues relating to residential property
investment can improve your chances of earning
a good return.

Why residential property?

On average, investing in residential property
has been one of the highest yielding
investments, outperforming investments in
shares.

\When comparing the refurns on different
investments, it is important fo compare projects
of equal risk or to make an adjustment for the
risk involved.

Bank term deposit

Consider the alfernative of taking out a term
deposit with a bank. A term deposit is a
relafively low risk investment. There are two
main risks you face. Firstly, you take the chance
that the bank goes broke and is unable fo repay
your money. As it is generally believed that the
Reserve Bank of Australia would support any
Australian bank in this situation, and help them
fo meet their commitments, the risk of this
occurring is considered fo be relatively low.

The second risk you face relates fo the real
refurn you earn on your investment. The return is
the rate of interest the bank pays you, less the
rate of inflation.

Property risk

When investing in property, you generally
avoid this risk because property prices normally
increase with inflation and it is usually possible
fo increase the rent you charge periodically to
reflect increases in inflation.

The main risks you face when investing in
property are that you will not receive as much
income as you expect from renting the property
and secondly, that the value of the property
could fall.

The stockmarket

Firstly, the regular income you receive — the
dividend — may fall and secondly, the capital
value of the share may fall.

The risks associated with shares are generally
considered to be higher than with residential
property due to the volatility of the share market.

Which property?

The choice of which property to invest in is
vitally important fo the overall success of your
investment. It can mean the difference between
making a bit of money and making a lot of
money. \When you are looking for a suitable
property, there are a number of things fo take
into account in order to give your investment the
best chance of success.

Location, location. Location

Where you buy is possibly the most important
defermining factor in the success of your
investment.

Dwellings within a 10 kilometre radius of any
Australian capital city generally reap the greafest
capital gains over time.

Unit or house

Whether to buy a house or a unit is another
big question for any prospective property
investor. The capital gain potential for units is
generally not as good as that of a house.

There are however, benefits in purchasing a
unit. They are generally cheaper than houses of
the same size. They offen don’t require as much
maintenance as houses either, such as fixing
roofs or tending gardens, which can be a bonus
if you're intending to rent the property out.

How to spot a potential hotspot

Property invesfors would love fo be able to
buy property in an area before it becomes ‘up-
and-coming” in order fo buy cheaply and reap
the benefits of a subsequent increase in property
prices. There are certain indications that a

suburb may boom, but none of them are sef in
stone — you can never be sure.

Look at the surrounding areas. There is often
a domino effect — one suburb will boom and the
neighbouring suburbs may soon follow.

Old vs new, cheap vs pricey

When looking af rent as a percentage of
purchase price, it has been suggested that low
cost properties can offer a higher rate of return
and may be easier fo rent out.

How the tax office can help investors

While there are fax breaks aftached to this
type of investment, remember that the best way
to build your wealth is fo make a profit, nof
simply fo reduce your fax liability.

Interest rates are af their lowest levels in
decades. Being able fo negatively gear your
investment may not be possible. This is because
the inferest you pay on your loan, plus other
deductible expenses, is likely to be less than the
rent you receive from the fenant.

Just because you may not be able fo
negatively gear your investment property doesn’t
mean that taxation is not an important
consideration.

Even if you're going to pay some tax on the
rent you receive, you want it fo be as little as
possible. This can be done by claiming every
deduction you are entitled to.

Conclusion

Of course, this has been only a brief look at
the issues regarding investing in residential
property. Our advice is — do your homework and
seek expert help. Talk to us at Ray White. We
have vast experience in this specialised area and
our knowledge of the local property investment
scene is second fo none.

page



Ray White RELIRES (RS

www.raywhite.com

raywnite. 1) )|

REAL ESTATE
since 1902

Know how much you
can borrow before
you buy

Finding the right property can be a long
process but when you do find it, being in a
position fo purchase immediately can be the
difference between securing your dream home or
spending another weekend on the open home trail,
unless of course you have a Home Loan Pre-
approval.

What is a home loan pre-approval?

A pre-approval is similar fo full finance
approval except that the property you infend fo
purchase has not yet been determined.

It is a commitment from the lender as to how
much they will lend you when you are ready fo
purchase.

Why should | pre-approve my finance?
e Peace of mind
You will know exactly how much you can spend
before you buy.
¢ No time wastage
When you find the right property you are in a
position fo act quickly.
e Better bargaining power
A pre-approval may help you negotfiate a better
price with seller in the event there are less
conditions on the sale.
o Ability to bid at Auction
A pre-approval allows you to bid af auction
under the conditions of a cash contiract.
Arrange you finance pre-approval foday.
To find your closest lending manager contact your
local Ray White office.

Tips for

sel |ng
ome

Curtains and blinds are often a
neglected part of the home. Make sure you
wash or dry clean them before opening
your house for inspection.

In warmer climates, a house that feels
fresh and cool will always be popular.
When you are painting or decorating
consider a cool colour scheme.

Bedrooms are a strong selling point.
Clear them of all clutter and keep furniture
fo a minimum, as this will highlight large
bedrooms and make smaller ones appear
more spacious.

Even if your property is a bit run-down,
it will still benefit from a thorough cleaning
and possibly some minor repairs prior to
putting it on the market.

In two storey houses, the condition of
your staircase will affect both floors, so
make sure the stairs are spotless and the
area is well lit.

Pets are best kept out of the way during
inspections. Ask a friend or neighbour fo
mind them and open up the house to avoid
unpleasant pet odours. Remove fur!

If you're planning to put your home on
the market very soon, get in early to clear
autumn leaves from your garden and
gutters before the winfer weather makes the
task more arduous.

Avoid commercial radio during
inspections. Play classical or new-age
music as this will add fo your home’s
feeling of tranquillity.

Cut some flowers from your own garden
for inside the house. This will save you
money and will accentuate both the inside
and the garden areas of your property.

If you have a small block, you can
make it look more spacious by parking the
car down the street and opening up the
garage.

Let buyers know of any pre-approved
plans for your home as these could add
value and encourage buyers wishing to
extend or renovate.

Although most garage sales happen just
before the move, having one before putting
your house on the market will mean less
junk clutfering up your property.

Outdoor barbecues are often left out of
the cleaning regime. Make sure yours is
sparkling clean when people come to
inspect your property.

/ \ AL
YOS,
selected from
www.raywhite.com

Deep waterfront
with boatshed

135 Adelaide Street, Clayfield, Brisbane.

This delightful Tudor mansion is hand built
to perfection and sits on 926m2 in what is
regarded by many as the premier address in
Brisbane.

With fabulous north east views to the Bay
and Moreton Island, and surrounded by
manicured lawns and gardens.

Recommened to $2 million plus buyers.

There’s more information at raywhite.com.

Ray White’s national websites are host fo
homes in virtually every location in Australia —
and speaking of things virtual — you can do a
virtual four of many of them with just a click
of the mouse.

[t's no idle claim that Ray White’s national
website is one of the world’s premier websites
for property. Its built-in search engine allows
you to key-in the precise details of the
property you're looking for — such as general
location, or actual suburb, price range and
more.

Visit www.raywhite.com and
raywhiteprestige.com for the very best
selection of residential and commercial
properties you'll find anywhere on the internet.
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The right house at the right price can result in a quick sale

A real life case study extracted from Myf Porter’s book, Selling Property

This case study relates to a situation |
encountered. It is so typical of what can happen
that | have related the story as it occurred, although
I've changed the names to protect the privacy of
both sellers and purchasers

The owners, Roy and Norma, thought that
maybe it was fime fo move. Their children had
dispersed and they thought they’d consider a unit
closer to the city. They lived in an area where
houses didn’t sell quickly so felt they had fime fo
look around once their home was on the market.

This house was just three streets away from the
home of buyers (Pam and David) who had been
looking for a property with me for ages. They didn’t
have fo sell their home before they bought and in
fact absolutely loved their current home and wanted
to stay in the area. But the house was too small
and the land wasn't really big enough fo allow or
warrant an extension. Walking through this house
that had just been listed was quite eerie, it was Pam

and David’s (the buyers) house — exactly the same
floor plan, a similar colour scheme, with an exfra
bedroom, bathroom and living area, and on a large
block of land. Obviously, it had been built by the
same builder 30 years before! It was real goose-
bumps stuff. Of course, the moment | gof back fo
the office | phoned Pam and fold her I'd found a
house for them and I'd pick them both up as soon
as David got home from work. | also fold them to
“bring your cheque book”. Like me, when they saw
it they were most excited and overwhelmed with
their good fortune. They offered the full price at
which it was listed and a settlement of 30 days and
insisted that | complete the contract then and there!
By this fime it was 7.00pm and never before or
since have | filled ouf a contract on the bonnet of
my car and lit by a streetlight!

They insisfed on waiting in my car as they didn’t
anticipate a problem. Neither did I. The owners,
however, were very concerned.

e “Should we have asked for more?”

e “Where will we live — we haven't found another
house yet?”

e “Why would it sell so quickly?”

e “Did it sell this quickly because it was
underpriced?”

Every one of those questions was valid and this
early offer had frightened them, even though I'd fried
to warn them, without raising their hopes foo high,
when I'd seen the property that affernoon. I'd
explained that | would like to bring a buyer through

|ater that afternoon who could be interesfed. Such a
dilemma! | felf for both parties. And all | could do
was explain the situation and why this buyer offered
full price — because they really wanted it. Probably
the price was af the top end of what they could
expect but it wasn't ridiculous. Would they have got
more if they’d auctioned it? Who knows! | did
believe that these buyers were the only people most
likely to pay that price. After about an hour of
talking, all the questions were resolved except
“where will we move t0?” | changed the seftlement
date to 90 days with the condition that the sellers
could shorfen that time with seven days’ notice.
This meant that they could find something else
without having fo panic. It made no difference to
Pam and David, as they hadn’t decided whether fo
sell or retain their current home. Both parties
initialled the changes and the deal was done.
While this was an extreme case, the first offer
does sometimes come from a buyer with whom the
agent has already been working. Of course, exactly
the same thing can come from the first open home.
Asked to prioritise Roy and Norma probably
would have said:
1 Price
2 Privacy/least inconvenience and no publicity
3 Shortest fime
We'd barely had fime fo discuss anything, but
when their price ambition was realised, the speed of
the sale was almost a hindrance! However, all’s well
that ends well!

Meet the Ray White Team

Directors

Adam Rosewarne

Damien Daly

Martin Colbert

Property Management & Commercial

Shanon Campell  Richard Van Grootel

Nicole Dubois

Gail Nicholson

Sales Team
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James Rodger

Stephen Provis

Brad Robbins

Mona Vale

Tel: +62 2 9997 4555
Fax: +62 2 9997 4333

Narrabeen

Tel: 462 29913 1111
Fax: +62 2 9970 5070

Commercial

Tel: +62 2 9997 1888
Fax: +62 2 9997 4333
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If this marketing material was personally addressed to you and you no longer wish fo continue receiving if, please contact your local Ray White office that sent it fo you. The views expressed in this newsletter are those of the writers and are not necessarily those of Ray White Real Esfate.



