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Every edition going forward will include an interview with 
someone exceptional from within the real estate industry. 
As well as information, informed opinions and advice from 
our leading property experts, I also want to bring you their 
stories. And goodness me this month’s story is a great one. 
 
Steve Bland, our cover star, is a hero of mine. When I was little 
I decided I was going to join Cirque Du Soleil. Back then not 
many Australians were part of their shows, so almost every-
one I told about my dream told me I should focus on school 
and make sure I had a back up plan. Steve visited our gym 
on one of his trips back from Las Vegas where he performed 
with Cirque Du Soleil and the gym owner introduced me to 
him and told him what I wanted to do. Steve’s response was 
“of course you’re going to get in. You’re exactly what they 
look for.” And that kind of sums Steve up really. He becomes 
an absolute expert at whatever he is doing, and then gets joy 
out of bringing joy and helping other people. In this edition 
I talk to Steve about his incredible career in real estate and 
how he works with people worldwide to invest in property.

Welcome to the second edition of Keeping It Real Estate - Australia’s first advertising-free real estate 
magazine. In this edition we have my first interview with a property expert.

Further, in this edition there is... a look at APRA’s proposed 
mortgage credit constraint changes, an in depth look at 
“useable equity”, advice on choosing the location of your in-
vestment property, styling tips from the absolute star who 
styled Lorna-Jane’s home, a review of commercial rental in-
centives and much more.
 
If you know someone who is a true expert in real estate and 
should be contributing, or if there is a topic you would like to 
hear about from us that hasn’t been covered, please do not 
hesitate to reach out.

Enjoy!

Kind Regards,

VERONICA GRAVOLIN
Editor, Keeping It Real Estate

veronica@keepingitrealestate.com.au

LETTER FROM
THE EDITOR
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THE “PROPERTY ACROBAT” MAKING AMERICAN 
REAL ESTATE GREAT AGAIN – FOR CLIENTS ALL 
OVER THE WORLD.

MEET STEVE BLAND, 

Everyone has a story, and Steve Bland’s is definitely one 
worth sharing. Steve was born and raised in Brisbane, 
Australia. He “failed” sport at school, however went 
on to become an International Gold Medalist and also 
World-Record Holder, competing on both the Australian 
Trampolining and Diving teams. (Take it from me, a for-
mer gymnast myself, doing Diving and Trampolining to 
this level at the same time is something I have never ever 
seen before… The big difference of course being that in 
one sport you must land head first and in the other you 
MUST NOT. Steve’s one of a kind in many ways.)

Steve started his first business at 13 years old.
In 1994 Steve bought his first property, in Sunnybank, 
QLD. Then in 1997 he joined Cirque Du Soleil’s show “O” 
at The Bellagio in Las Vegas, USA. By 2000 Steve owned 
5 investment properties, 10 by 2001 and over 30 by 
2007. His portfolio includes US and Australian residential 
and commercial real estate.

A people person, with a passion for property, Steve 
began helping his Cirque colleagues with property 
investments from 2000. In 2003 he became a licensed 
US loan officer so he could be of more assistance to his 
colleagues and other referred clients. By 2008 Steve had 
completed over 500 property transactions, predomi-
nantly for non-US owners and investors to international 
owners and investors.

In 2011 Steve joined the Nevada real estate board and 
worked as an independent agent for Century 21 for 2 
years. He then moved to Keller Williams and created the 
Steve Bland Group, with a team of 5 working with him.

Today Steve works with hundreds of clients from 35 
countries on 5 continents, helping them achieve their 
personal and financial goals by utilising Property as a 
Mini-Business. He currently owns a real estate brokerage, 
a property management company, and a private invest-
ment trust.



Today, what are your main business dealings with 
Australian clients?

I work with a lot of people from back home, assisting 
them to use property to help achieve their financial goals 
and also hedge against risk. So it’s common for me to 
help Australian investors create Nevada-based LLCs, 
plan their portfolio, purchase, renovate as needed, rent 
out, collect rent, maintain property, handle all tenant is-
sues, and then sell when the property has “done it’s job”, 
getting their money back home.

What is it that you like so much about real estate in 
the US?

I like how in the United States you can fix the interest 
rate on your mortgage for the entirety of the loan. Then, 
when you have made a smart purchase, you end up with 
fixed costs associated with an appreciable commodity 
that pays you rent. Rental yields in Las Vegas are very 
strong too and you can act and invest opportunistically 
based on exchange rates and market conditions. Plus 
there’s no capital gains tax on selling personal 
residences.

Some people talk about how difficult the GFC was for 
real estate in Australia, I understand it was a whole 
different ball game in the US. Can you describe how 
the GFC impacted and changed the real estate indus-
try in the USA?

GFC hit different areas in the US very differently. 
I purchased in San Antonio during the crisis because the 
city was relatively immune. Las Vegas on the other hand 
was hit very hard with many properties losing 40% of 
their value. It created a great buying opportunity when 
the bubble burst and “over-corrected” causing severely 
undervalued properties that lasted about 3 years. The US 
is so large with so many different economic 
environments and influencers that at any given time, 
different cities are going through different market cycles.
Financing laws changed drastically. While they became 
restrictive for several years, overall it was a much-
needed fix to put transparency and honesty and r
esponsible practices back into the mortgage industry.

What factors do you look for when investing in US 
property?
 
There are many factors at play. I look at cash flow and 
buy in the path of progress so that we are making good 
returns plus getting capital gains. I buy in the sections of 
the market with weak movement. One example was Las 
Vegas condos (apartments) when they were not 
financeable due to the GFC. Now they are becoming 
financeable again and can be accessed by the whole 
market and not only cash buyers, the prices are jumping. 
Another example for now are homes between $600 000 
- $1,000,000. These homes are above conforming 
conventional loan limits, making them difficult for 
average home buyers to purchase, and priced below 
the typical interstate buyer’s range who is moving from 
California to Vegas for tax or other reasons. So with the 
difficulty of finding buyers in the $600,000 to $1,000,000 
range, many sellers will take offers considerably below 
appraised value. This is a cycle that is only true right now 
in Las Vegas, but it’s an example of what I look for – the 
current opportunity. 
 
What’s in the future for Steve Bland?
 
Well, I’m launching a fund later in 2019 to open up real 
estate investing to a wider pool of family and friends 
who want to benefit but might not have the time or the 
resources to devote to building a portfolio on their own. 
I’ll also be growing our classes, where I teach real estate 
agents and the public how to invest, plus continuing 
to grow out my team at Keller Williams. There’s a lot 
going on and changing in the real estate industries at 
the moment and I want to help as many people as I can, 
worldwide, to do well financially through real estate.

Steve Bland
Owner

www.steveblandgroup.com

Interviewed by

Veronica Gravolin
Editor 



I would suggest getting in a property stylist to take the 
stress off, but if you’d like to do it yourself here’s my tips:

When it comes to putting your house on the market to sell, 
visual images are everything! 

DECLUTTER – often when I visit my clients’ homes for In-
terior Design Consults, what is most needed is storage 
solutions.

I would suggest removing as much clutter as possible 
so that the buyer can imagine themselves living in your 
home, without having your specific personality through-
out the property. Remember your buyer may be just like 
you, however they may have completely different circum-
stances or even be buying from interstate.

Queensland continues to be Australia’s biggest benefi-
ciary of interstate migration, gaining 24,316 people from 
other states over the last 12 months.

The next biggest beneficiaries were Victoria (13,985 peo-
ple) and Tasmania (2,370 people). 

For an inexpensive storage solution, the clever cubes 
from Bunnings and Ikea work well, use baskets below and 
some decor in the top section to keep everything minimal 
or organized.

LIMITING COLOUR - If you’re someone who loves colour, 
that’s great! But when it comes to selling your home, not 
every byer loves the same colour you do.

So I would suggest painting your walls white in either 
lexicon quarter or white on white to really brighten up 
the spaces. If painting isn’t an option, then take as much 
colour out the house as possible, because you want the 
house to feel calm and relaxing for everyone who views it. 

Add in grey tones or beiges where possible and definitely 
add textured cushions and rugs to create a comfy space.

STYLING TO SELL
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WALL ART - Often most homes that I visit don’t have much 
wall art. I would really invest into 4-5 framed prints from 
www.artandframingco.com in a 70 x 100cm landscape for 
above the bed or a 90 x 130cm for above the lounge. For 
a large wall, you can use 2 of the 70 x 100cm portrait as 
a set. 

Choose landscapes or any scene that’s calming, like the 
ocean, to add views to these areas. It will trigger an emo-
tion in a buyer to never want to leave. Also, I’ve been 
known to hang a round floor mat on the wall to give a 
holiday home feeling.

You can also purchase mirrors from Kmart, Ikea or Free-
dom Furniture to bounce the light around or add a giant 
woven wall hanging above the bed which you can get 
from boutique stores.

GREENERY - This is something that I laugh about, because 
it’s free to create, but I’m that lady that breaks branches 
off the trees and puts them into vases to bring life into a 
space! Use these for open homes and for the images of 
the house. Go for a drive and find somewhere, where it’s 
acceptable to snap a branch off and add them to glass 
vases from the dollar shop. Use them in the kitchen, din-
ing table, console table or bedside. 

SOFT FURNISHINGS - Often this is the last thing that’s 
considered when styling a home to sell, but having a luxu-
rious looking bedroom and lounge room is really import-
ant to make your home feel as comfy as a hotel!

CUSHIONS - Add 2 x big euro cushions at the back of the 
bed. Place your 2 x pillows on either side and finish it off 
with 2 x 50 x 50 feather cushions at the front. You also can 
add another little shape like a round or small rectangle 
for interest.

THROW - Add a textured throw on the bed to finish it off!

RUGS - Rugs define a space! So adding a rug will make 
it look like a real room. I often purchase the $99 200 x 
300cm jute rugs from Ikea, if I need to define a space 
quickly or invest into a textured one that you’ll have for 
years. 

Either way, it’s important to have a 160 x 230cm rug un-
der the bed or 200 x 300cm rug under a lounge or even 
dining if it needs it. 
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DECOR - Lastly, investing into some beautiful decor will 
pay off!.

DINING TABLE - Adding a round white tray, a glass vase 
with a branch in it and a candle will finish that space off. 

BEDSIDES - Add a lamp, candle and vase with a little 
branch in it. 

COFFEE TABLES - Add a couple of book, candle and vase 
with a little branch.

KITCHEN ISLAND - Add a big glass vase with a branch 
and a fruit bowl .

CONSOLE - Add a vase, some books and a candle.

BATHROOM - Add a vase, candle and some Aesop hand 
soap ( don’t skimp on this).

OK AND WE ARE DONE! 

Would LOVE to know if this has helped you with styling 
to sell or styling in general! Send me your pictures by 
emailing me crystal@crystalbaileyandco.com 

Crystal Bailey
Founder

Crystal Bailey & Co.
 www.crystalbaileyandco.com

8 K E E P I N G  I T  R E A L  E S T A T E   I    J U N E  2 0 1 9



Having extra equity in your home could lead 
to many possible avenues for a homeowner. If 
you’ve been looking to renovate, buy a new car, 
take an extended holiday or even purchase an in-
vestment property, you could utilize the equity in 
your home to do so.

So, what is equity? Equity refers to the difference 
between the estimated value of your home and 
any money owing on the property.  As an example, 
if your house is estimated to be worth $500,000 
and you have a $350,000 mortgage, the equity in 
your home is $150,000.

One item that does often get confused is the dif-
ference between equity and what I like to term 
“usable equity”.  When we are borrowing using 
the equity in our properties, we can only ever bor-
row to 80%, 90% or sometimes 95% of the prop-
erty’s value – this is known as the LVR or Loan to 
Value Ratio. Although you might have $150,000 
in equity in the above example, you can only ac-
cess $50,000 if borrowing at an LVR of 80% or 
$100,000 if borrowing at 90% (this may attract 
Lenders Mortgage Insurance however). As such, 
when looking to borrow against the equity in your 
home, we need to be mindful of the actual usable 
equity available. If it is insufficient, then the only 
way, generally possible, to utilize the properties 
full value is to liquidate (sell) it.

What is it and how can you 

increase it?

EQUITY 
IN YOUR 
HOME –
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As mentioned earlier this equity can be used for 
a range of different purposes, from renovations to 
holidays and everything in between, but how do 
we increase the equity in our home which can ulti-
mately broaden our future possibilities?

Put down a large deposit when purchasing

The larger the deposit you pay, the lower your 
mortgage, which will lead to instant equity. This 
is all dependent on the estimated value of your 
home, but it stands to reason that if you can re-
duce the home loan you require to purchase the 
property, you could have quite a bit of equity in 
the property from the get-go. 

Increase the value of your home

By increasing the value of your home, you are in-
creasing the difference between how much your 
property is worth and how much you have left 
owing, again increasing the equity. In order to 
increase the value, you would typically make ad-
ditions or alterations to the property that would 
drive up its value. Unfortunately, this can be tricky 
as putting in a new pool, for example, that might 
cost $20,000, doesn’t necessarily increase the val-
ue of your home by $20,000. Be diligent and do 
your research before taking on any works to your 
property to ensure that the money you are spend-
ing to improve your home gets the value outcome 
you are looking for.

Opt for a Principle and Interest Loan

If you want to increase your equity, it’s important 
to ensure that you’re paying down your loan and 
not just paying only the interest. By choosing a 
principle and interest loan structure as opposed 
to interest only, you know that you are actively 
paying down your loan and therefore are reduc-
ing the amount you’ll pay in interest compared to 
an interest only loan and you’ll reduce your prin-
ciple faster.

Make use of an offset account

An offset account is an account linked to your 
home loan in which you can deposit funds which 
will be offset against your home loan. If you have a 
mortgage of $300,000 and a balance of $60,000 
in an offset account, you will only pay interest on 
the difference, being $240,000. The loan repay-
ments will still be based on the higher loan bal-
ance (if paying principle and interest) meaning 
you will automatically be paying more off the 
loan, reducing the amount of interest you pay and 
therefore allowing you to put those extra funds to-
wards paying down your home loan. You can also 
withdraw this money at any time so it can act as a 
nice little safety net for unforeseen future events. 

If you’re looking to utilize the equity in your home 
or planning on completing works to a property to 
try and improve its value get in touch with your 
broker to ensure the right process is followed and 
you have the best chance of maximizing your po-
sition

Pay down your mortgage faster

As your mortgage decreases, the equity in your 
home should increase, dependant on your 
home’s value. By making extra repayments over 
time and ensuring that you have a highly compet-
itive interest rate, you can grow your equity quick-
er than if you were to just to make the minimum 
repayments.

Matt Cunliffe
Owner / Multiple Franchise Manager

Mortage Choice
 www.mortgagechoice.com.au/matt.cunliffe



“You can ask for a slight rate 

reduction, a contribution to fit-out 

improvements, or a number of free 

months in rent – you can’t ask for all 

three!”

Rental Rate – the internet makes the market transparent when trying 
to understand the going rental rates. Most owners set their prices at the 
market rate, and at a rate needed to maintain their investment.  

Tenants talk! If owners reduce the rent they face reductions from every tenant 
thereafter and may have to deal with some ugly rent reviews. They 
understand the importance of keeping rents consistent.
 
Banks require owners to share their lease contracts with them. The banks use 
the most recent leases to value the property. Lower rental rates mean reduced 
bank valuations, and lower property values when sold, as commercial proper-
ty is usually valued on yield (rent).

Fit-Out Costs – property improvements need to be considered in three baskets.  

1. Long Term - tenants need and are willing to pay more for these improvements.  
2. Varied - tenants may benefit from these changes OR may make the tenancy less desirable. 
3. Disposable (tenant specific) –likely to be removed or are of little use to future tenants.

Tenants tend to think of things only from their own perspective. They look at fit-out costs as 
how they will benefit their business. For owners only the “long term” fit-out costs will have 
future benefit. Owners need to think of the risk represented by fit-out costs if the tenant dies 
or runs out on their lease. What is the owner left with? Will the bond cover the costs? 

Most shrewd owners will only consider incentivizing fit-out costs that have long term benefits 
to future tenants AND when the cost of that fit-out is fully paid for as part of the first term of 
the lease.

Owners also don’t want the hassles of having to deal with fitting out a tenancy. So fit-out 
comes down to a cost expressed in financial terms and they want the tenant to manage it.

FREE COMMERCIAL 
RENT! Commercial rental and fit-out incentives can be confusing.  

They vary from market to market; supply and demand; 
geography; and the disposition of the owner.
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So how much free rent should a tenant get?  

The balance between free rent incentives and the net value of the lease is essential.  A useful guide for potential 
tenants and owners is the Merchants rent incentive formula:

Advanced Formula: 

 [Term Months - 36 * 5% + 2] = Free Rent Incentive (rounded to nearest month)

 Rule of Thumb

 3 Year Lease: tenant asks for 3 months free rent and is knocked back to 2 by the owner.

 5 Year Lease: tenant asks for 5 months free rent and is knocked back to 3 by the owner.

Net Annual Rent * Term of Lease * Incentive 5% = Total Net Rent Incentive 

 Examples: 
 $50,000 net lease * 5 years * 5% = $12,500 = 3 months free rent
 $50,000 net lease * 3 years * 5% = $7,500 = 1.8 months free rent (usually rounded to 2)
 $50,000 net lease * less than 3 years = No Incentives

Dan Warner
Managing Director

Merchants Commercial
 www.merchants.com.au

FREE Rent!
 
Rent is never free, but it is easy. As an incentive it has benefits for both the tenant and the owner to negotiate a 
successful lease. Yet, someone still has to pay for the costs - it is not free! 

Why free rent? 

• Doesn’t affect the property value - it is a transient cost 
• Amount is tied to the term of the lease – discouraging short leases 
• Fit-out equates to a financial cost = number of months free rent 
• Offset against the tenant’s setup costs of the tenancy 
• Offset against the owner’s risk of an empty tenancy 

Free rent incentives are a means to entice and enable potential tenants to make an easier transition. These 
incentives are typically built into the value of the lease. 

It should also be understand that it is not the owner’s responsibility to fund the start-up of a tenant’s business. 
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Step 3: Listing contract

In New South Wales the law requires you to have a listing con-
tract prepared before you advertise your property. A listing 
contract must be in a legally compliant form with prescribed 
documents attached (such as title and council certificates). 

In other states and territories, it is also a good idea to have a 
listing contract prepared before you advertise for sale so that 
you can secure your sale as soon as you agree to an offer. 
Most states and territories have some form of seller disclo-
sure depending on the property type. 

Victoria, South Australia and the ACT have robust seller dis-
closure regimes and depending on the council, it can some-
times take up to 2 weeks for all the property certificates 
needed for contract disclosure to be returned by the author-
ities. And it’s common in those states for buyers to ask for 
a copy of the seller disclosure documents before they will 
submit an offer. 

Whilst Queensland and Western Australia have less seller 
disclosure requirements, some property types like units and 
townhouses (i.e. strata titled properties) require disclosures 
from the body corporate management company which can 
take several days. 

Well organized sellers wanting to secure quick sales have 
listing contracts prepared by their conveyancing lawyer be-
fore they list their properties to avoid disappointment. 

HOW TO SELL YOUR 
HOUSE PRIVATELY

Selling your house privately could save you thousands of dol-
lars by not having to pay a real estate agent a commission. 

If you’ve decided that this is right for you then you’ll need to 
know what’s involved. 

Here are some tips on how to make each step of the sale 
journey as smooth as possible. 

Step 1: Do your research

Research the market by looking at recent sales histories in 
your suburb and find out what similar properties have sold 
for. It is also worthwhile to get an independent valuation of 
your house so that you know that the price you’re asking for 
is realistic and you can back up your negotiations with a val-
uation report.  

Step 2: Prepare the property for listing 

You’ll want to sell for as much as possible so you’ll need to 
present the property at its best. Think about cleaning and re-
moving clutter, attending to any outstanding repairs or even 
some staging. 

The statistics say that about 90% of all property inquiries are 
sourced through the internet. But you won’t have long to 
catch the attention of an online buyer who will be scrolling 
through properties and may only look at the first picture on 
your online listing. Getting some professional photographs 
is a really good idea to make your house stand out from the 
crowd. You’ll also need to write a property description so 
make sure it’s something worth reading and sells the lifestyle 
benefits.  

When your house is ready to go market, you’ll need to ad-
vertise it and to get the most reach you’ll need to advertise 
on the major property websites like realestate.com.au and 
domain.com.au. 

There are now platforms that help manage the private sale 
process, giving sellers access to advertise on the major prop-
erty websites and the tools and resources needed for a suc-
cessful listing and sale. 
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Step 4: Open homes, offers and negotiations

Once your listing has gone ‘live’ and is being advertised, 
you’ll want to schedule some open homes. These are usually 
done on the weekends because more buyers will be avail-
able then. The open home is a chance for prospective buy-
ers to inspect the property so make sure it is presented at its 
best. Be prepared to answer questions about the property, 
such as why are you selling or what are the neighbours are 
like? 

You should ask each person at the open home for their 
contact details so you can follow them up afterwards to ask 
for their feedback and gauge their interest. Decide how 
you want to manage the offer and negotiation process in 
advance, for example, do you want offers to be submitted 
by phone or email, or by a filled in and signed contract, or 
through an online selling platform that you’ve chosen to use? 

An offer should consist of more than just the price, it should 
also include keys terms such as the amount of the deposit 
and when the deposit is payable, the settlement period, and 
whether the offer is subject to any conditions such as finance 
or a building and pest inspection. 

An agreement for the sale of land must be in writing and 
signed by both parties to be enforceable. When you’re ready 
to accept an offer, record the key terms in a sales advice and 
send these to your conveyancing lawyer to complete the 
contract and secure the sale. 

Step 5: Contract exchange 

Make sure you’ve appointed a conveyancing lawyer who 
can act quickly when you’re ready to accept an offer and ask 
them if they have the tools to have contracts signed electron-
ically. Signing electronically significantly speeds up contract 
exchanges and improves the likelihood of securing your sale.  

A contract is ‘exchanged’ when both parties have signed the 
same contract (or counterpart copy of the same contract) 
and it becomes legally binding. The contract is dated on the 
day the last party signs the contract (which is usually but not 
always the seller). 

When the buyer signs the contract, they should also pay a 
deposit.  The deposit amount is negotiable and is usually an 
amount up to 10% of the purchase price but this varies in 
practice between states. Ideally you should ask the buyer to 
pay a 10% deposit or as much as possible as a sign of their 
commitment to purchase the property. If the Buyer is in de-
fault of the contract at a later date (e.g. by not being able 
to settle) you may be entitled to terminate the contract and 
keep the deposit.
 
If the buyer is unable to pay a 10% deposit on signing the 
contract, then you should ask them to pay an initial deposit 
upfront and the balance at a later date (e.g. after cooling off 
or when finance is approved). The deposit is usually paid to 
your conveyancing lawyer’s trust account to hold until set-
tlement.

The buyer may be entitled to a cooling off period which 
means they can cancel the contract without any reason be-
fore the cooling off period expires. The cooling off periods 
vary between states (and WA has no cooling off) and does 
not apply in some circumstances (e.g. sales by auction). 

If the contract is subject to a building and pest condition 
and the report identifies defects, the buyer may be able to 
terminate the contract or you may be able to negotiate with 
the buyer to either rectify the defects before settlement or 
reduce the price to factor in the costs of rectification. 

Step 6: Preparing for Settlement

The usual settlement period in Australia is between 30 to 
60 days but you can negotiate a shorter or longer period if 
required. If the buyer hasn’t already obtained finance, keep 
in mind that their lender may take at least 2 to 3 weeks to 
approve finance and then a further 1 to 2 weeks to complete 
loan documents and be in a position to settle. You’ll also 
need time to pack up and find another home (if you haven’t 
already).  

If there is a mortgage over your property then you should 
contact your bank as soon as possible to let them know that 
you have sold the property. They may ask you to sign a dis-
charge authority so they can prepare a discharge of mort-
gage and liaise with your conveyancing lawyer to organize 
settlement. You should also advise them which bank account 
you would like any surplus funds to be paid into.
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Unless the property is sold subject to a tenancy, you should 
vacate the property by at least the day before settlement. 
Make sure you’ve removed all your personal belongings and 
have left the property in a tidy condition. The keys need to be 
handed to your conveyancing lawyer for the buyer to collect 
after settlement or you can make other arrangements direct-
ly with the buyer. The buyer is entitled to inspect the property 
prior to settlement and will usually do so the day before or 
on the morning of settlement. This gives the buyer an oppor-
tunity to make sure that the property is in the same condition 
as at the contract date and that any goods included in the 
sale are left at the property.

Step 7: Settlement

Settlement is the process in which the buyer pays the bal-
ance of the price and you transfer title to the property and 
it needs to happen at the same time. This has traditionally 
been done in person, known as a paper settlement, where 
usually 4 people (each one representing the buyer, seller, in-
coming and outgoing banks) arrive at a settlement venue to 
swap bank cheques for transfer documents. 

Settlements can now occur electronically using an electron-
ic settlements platform. Property Exchange Australia (PEXA) 
is currently the only electronic settlement platform but oth-
ers are expected to enter the market. Electronic settlements 
have been mandated in Victoria and Western Australia and 
will be mandated in New South Wales from 1 July 2019. You 
can also settle electronically in Queensland and South Aus-
tralia.  

By settling electronically there is greater certainty that your 
settlement will happen on time (as it reduces the logistical 
risks of paper settlements), you’ll receive your balance of set-
tlement funds within hours instead of waiting days for bank 
cheques to clear and you won’t need to sign and return pa-
per transfer documents. 

After settlement the transfer of title and any discharge of 
mortgage will be registered with the land titles office. The lo-
cal authorities also get notified of the change of ownership. 
The process of selling a property privately can seem daunt-
ing but you can make the journey easier by appointing the 
right conveyancing lawyer and private property sales plat-
form.  

Richie Muir
Legal Director 

lawlab Pty Limited
www.lawlab.com.au
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1. Define your Investment Goals

The very first step, is actually quite simple, but often over-
looked. As an investor, you need to understand what your 
property investment goals are. You already know where you 
are, but you need to define where you want to go and then 
put the steps in place to get there. Some investors are look-
ing to increase and supplement their income now, and oth-
ers are looking to build long-term wealth for the future. Some 
investors may also have the capacity to add extra value to a 
property through renovation or development. The skills that 
you have may help with the steps to achieving your goals, so 
it is a good idea to understand what type of investor you are 
going to be.

Goal setting is also important so that you understand what 
type of strategy will be required and therefore what locations 
might be best suited to your investment strategy. The time-
frame and risk appetite of an investor for achieving those 
goals also matters because this helps to determine location 
and investment strategy. Property investing should never be 
a one size fits all approach because there are a lot of vari-
ables that should be considered based on an individual in-
vestor’s personal circumstances.  

2. Understand what investment strategy you wish to im-
plement

Once your goals are clearly defined, the next step is to un-
derstand the investment strategy that is right for you. For low 
risk investors, the strategy might be a simple buy and hold 
approach. For others who may have more time available, or 
have some level of home improvement skills, a buy and ren-
ovate strategy may work. And then, for those with a higher 
budget and a higher risk appetite, a buy and develop strat-
egy might suit. What ever the strategy ends up being, there 
are obviously some geographical constraints to some strate-
gies – especially if you intend to get your hands dirty and do 
it yourself. These all need to be factored in to selecting the 
location that will best work for you.

3. Understand the Supply and Demand for an Area

The one thing fundamental to all property prices is supply 
and demand. You can get an idea of the supply of new dwell-
ings by seeing how much land is available in an area that is 
yet to be developed. Some suburbs are what we call “land 
banked” suburbs which simply means the only way the den-
sity of housing can be increased is by infill development as 
there is no spare land available.  

7 STEPS 
TO DETERMINE THE BEST 
LOCATION TO BUY YOUR 
INVESTMENT PROPERTY

Australia is a very big country, so it may be daunting to begin the process of understanding where the right location 
to invest in property might be.  But it doesn’t have to be overwhelming.  With a few handy hints and a defined path, 
you should be able to decide for yourself where and what type of property investment might be right for you.

And not surprisingly, the best place to buy an investment will vary from one investor to the next because it depends 
on what you want to achieve, how much money you have and what your tolerance to risk may be.  Let’s explore in 
more detail how to find a location that will deliver the results you are after.   
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So, new supply can come in the way of higher density de-
velopment as well (think townhouses or multi-level unit de-
velopments). Understanding the dwelling approvals and 
building commencements for an area may also help you to 
determine if the area you are considering may be impacted 
by new supply to the market in the foreseeable future. 

Demand can also be influenced by a number of things. Popu-
lation growth to an area usually indicates increased demand 
as people need somewhere to live. New jobs created in an 
area, the development of infrastructure and an improving lo-
cal economy is likely to also increase demand. Suburbs that 
are gentrifying, as evidenced by a changing demographic, 
more cafes and lifestyle precincts are also more desirable 
and therefore likely to be in higher demand.

Studying the vacancy rate trends of a suburb can provide 
some insights into the underlying supply and demand for 
rental properties in an area and can uncover seasonal trends 
that can impact on the investment return for a particular lo-
cation.  Often very low vacancy rates can also be a sign of 
very high demand in an area, and this can sometimes result 
in upward pressure on prices.

Having a good understanding of all of these drivers at a local 
level in the area you are looking to invest, will help you to de-
termine if there are a lot of properties, but not enough buy-
ers (which tends to result in prices stagnating or dropping) or 
alternatively if there are not enough properties available for 
buyers but an increasing number of buyers looking to live in 
an area (which tends to result in upward pressure on prices).  

4. Study the ripple effect

Riding the wave of the “ripple effect” in property can have 
its advantages in identifying a suburb that is likely to grow in 
value in the near future. The way experienced investors iden-
tify these areas is by studying the suburbs that have already 
experienced a high level of growth, and then looking at the 
nearby suburbs that share many of the leading suburb’s 
characteristics. Of course, this needs to be considered with 
caution, because the “ripple” suburbs need to have features 
like access to quality schools, leisure facilities, health care, 
transport and infrastructure that match as closely as possi-
ble the features of the suburb that has already experienced 
the superior capital growth. Combined with the other tips, 
this can be a useful strategy to identify those suburbs that 
are likely to experience some superior capital growth in the 
years ahead.  

5. Understand the demographics of a location 

Identifying who lives in a certain location can help you as an 
investor to understand who your tenants are likely to be. De-
mographic data such as household income, median age and 
% of owner occupiers to renters can provide a snapshot of 
the area you are looking to invest into. It is always import-
ant to understand, based on this type of information, who a 
suburb is made up of as this often helps to determine if the 
suburb is right for your strategy.
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6. Consider the Rental Yield

Achieving a high rental yield is obviously important if a cash-
flow strategy is going to help you achieve your property in-
vestment goals. But determining the rental yield of an area 
can also be a helpful indicator to determine where to invest 
for other strategies as well.

Areas with higher rental yields are often made up of a high 
proportion of investors, but not necessarily a lot of people 
looking to buy. The percentage of owner occupiers to rent-
ers is usually out of balance with the natural distribution of 
buyers in the market at any time. This means that capital 
growth can often be compromised as the property value is 
not driven by owner occupiers (who tend to buy with more 
emotion) but rather by investors (who buy with a calculator). 

This can result in higher risk when it comes time to sell, as it 
may take longer to offload a property when the size of the 
market is restricted, and when the dominate target market is 
limited to property investors.

7. Select an area you are confident will deliver results

When planning your next investment property purchase, lo-
cation is the key to getting the results you desire. The land 
component is the part of the purchase that usually appre-
ciates over time, whereas the building component depreci-
ates. The best advice I can give is don’t invest in a location, 
unless you understand all of the above indicators about that 
area. Then if that location matches your goals and strategy 
you can move forward with confidence. If not, don’t just jump 
in for the sake of it because you could be exposing yourself 
to risk.

Property Investment should involve a lot of research to en-
sure you achieve your desired results. If you don’t know what 
or how to find the location, get expert help. And even then, 
ask your advisor to provide a detailed description of why a 
particular location may have been recommended for you.  
Ultimately if you are spending the money to purchase an in-
vestment property, you should be confident that the location, 
and the property itself, will deliver the results you are after.  

Melinda Jennison
QPIA® & Managing Director 

Streamline Property Buyers Brisbane
www.streamlineproperty.com.au 
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APRA’S LATEST COULD SIGNAL FRESH 
HOPE FOR BORROWERS AND LENDERS

The interest rate ‘floor’, which was 
introduced by the Australian 
Prudential Regulation Authority 

(APRA) in 2014 to temper soaring 
property prices and housing investor 
loan growth, could be lifted as the key 
players in Australia’s property mar-
ket look for solutions to the current 
decline.

Last week, the APRA proposed 
discarding one of their key constraints 
on mortgage credit in an effort to 
allow more customers into the 
housing market. If the proposal 
progresses, customers taking out a 
new home loan will be able to borrow 
tens of thousands of dollars more to 
fund the purchase of their property.

The change comes amid spiralling 
house prices, low credit growth and 
speculation that the Reserve Bank will 
cut interest rates at some point in the 
coming months – making the lower 
interest rate ‘floor’ more representa-
tive of what future interest rates may 
be. 

New mortgage customers are 
currently assessed on their ability to 
manage repayments with 7.25 per 
cent interest rates. Banks are required 
to test prospective borrowers against 
the 7 per cent minimum floor rate, or a 
buffer of at least 2 per cent above the 
loan product rate. APRA suggested 
that prudent lenders should even use 
rates comfortably above these min-
imal, with most ADIs using 7.25 per 
cent and 2.25 per cent respectively.

APRA has now proposed revisions to 
its lending guidelines, which include 
removing the quantitative guidance 
on the level of the serviceability floor 
rate, increasing the expected level of 
serviceability buffer from at least 2 per 
cent to 2.5 per cent, and removing the 
expectation that prudent lenders will 
use a buffer above 2.5 per cent.

These revisions mean that if a new 
customer wanted to borrow at an 
interest rate of 3.9 percent, they will 
likely be assessed on whether they 
can repay at a lower 6.4 per cent com-
pared to the previous 7.25 per cent. 

APRA removing its previous guidance 
would allow banks to set their own 
minimum assessment rates and re-
duce the gap between the 7 per cent 
floor and the actual rates paid, given 
the historic low of current interest 
rates. Raising the buffer to 2.5 per 
cent is to ensure that lenders will still 
operate responsibly and in the best 
interest of borrowers.
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According to APRA Chair, Wayne 
Byres, the gap between the 7 per 
cent floor and actual rates paid has 
become unnecessarily wide.

“[The] introduction of differential pric-
ing in recent years — with a substantial 
gap emerging between interest rates 
for owner-occupiers with principal
-and-interest loans on the one hand, 
and investors with interest-only loans 
on the other — has meant that the 
merits of a single floor rate across 
all products have been substantially 
reduced,” he said.

Removing these regulations will be 
a welcome change in the market 
for borrowers who have so far been 
unable to access a mortgage. The 
proposed changes will likely affect 
owner-occupiers the most, due to 
banks charging these customers lower 
rates than property investors.

According to the Urban Taskforce, 
APRA’s proposed changes will also 
ultimately help the supply of new 
housing.

“The re-election of the Morrison 
Government means negative gearing 
and capital gains tax will not change, 
so more certainty is coming into the 
housing market. This greater certainty 
along with APRA’s changes are pos-
itive signals for the housing sector,” 
says Urban Taskforce CEO, Chris 
Johnson.

However, CoreLogic has forecast that 
the revisions are unlikely to result in 
a rebound in the housing market, as 
new borrowers will still have to con-
tend with other areas of tightening. 
While revised regulations may lead 
more borrowers to the market and 
potentially slow the declines in house 
prices, the rapid inflation of dwelling 
values is still largely out of reach.

Following the outcome of the Federal 
Election and APRA’s announcement, 
consumer sentiment towards property 
is on the rise, signalling a boost for 
Australia’s property market. 

APRA have already been quick to 
support the lending sector by recently 
removing their 10 per growth cap on 
investor lending and 30 per cent cap 
on interest-only lending. Now that the 
uncertainty surrounding the Federal 
Election is also behind us, the market’s 
future shows signs of recovery.

APRA’s latest proposal has a four-week 
consultation period that will close on 
18 June, ahead of the authority releas-
ing a final version of the updated APG 
223 shortly afterwards.

Baxter Gamble
Managing Director

Development Finance Partners
www.dfpartners.com.au 
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WHY SOUTHEAST QUEENSLAND 
IS AN ATTRACTIVE INVESTMENT 
DESTINATION
Southeast Queensland houses are expected to enjoy solid capital growth thanks to a number 
of factors which will provide an unexpected boost to an already relatively buoyant property 
market.

The return of a Coalition government and with it the 
elimination of the number one risk to the property 
market, namely the introduction of Labor’s taxation 

changes, combined with the high likelihood of two interest 
rate cuts by the RBA this year, the introduction of the First 
Home Loan Deposit Scheme and APRA’s removal of the 7 
per cent ‘stress test’ replacing it with a 2.5 per cent buffer, 
means this healthy market should reap the benefits with 
gradual price increases expected.

While the Queensland market greatly varies between its 
high and low-performing areas – with the mining towns 
in Central and North QLD generally experiencing low de-
mand – houses in popular beachside suburbs on the Gold 
Coast and the Sunshine Coast have delivered strong cap-
ital growth. In addition, houses in other popular areas of 
Greater Brisbane, such as Brisbane – Inner City and Bris-
bane – West, have delivered reasonable capital growth in 
the range of 3.5 - 3.6 per cent in the past 12 months. 

Houses enjoy good demand in southeast Queensland for 
a number of reasons, one of them being an improving 
Queensland economy and major infrastructure projects 
and developments in the works by the State Government. 
Units, however, carry a higher level of risk in many areas 
due to oversupply or simply insufficient demand, as hous-
es are a preferred dwelling option.

With the Queensland Government taking significant steps 
to grow its economy, and Brisbane in the midst of a $15 
billion infrastructure boom over the next few years, the lo-
cal property market is likely to prosper and, as a result, the 
state will continue to attract a high number of interstate 
migrants in search of affordable housing and employment.

Projects include the $5.4 billion Cross River Rail, the $3.6 
billion Queens Wharf Project expected to create more 
than 11,000 jobs, the $1.5 billion upgrade to Eagle St Pier, 
$100 million dollar upgrade at the GABBA, the creation 
of the $2 billion Brisbane Live arena and the $944 million 
Brisbane Metro



The Queensland Transport Roads and Investment 
Program 2018-19 to 2021-22 outlines $21.7 bil-
lion in transport and road infrastructure which is 
estimated to create around 19,200 jobs, while the 
Advance Queensland initiative is also designed 
to create knowledge-based jobs, drive productiv-
ity improvements and help position the state as 
an attractive investment destination with a strong 
innovation and entrepreneurial culture.

A second runway is also under way at Brisbane 
Airport while the $158 million Brisbane Interna-
tional Cruise Terminal should be operational by 
mid-2020.

Other major developments include the $1 billion 
Herston Quarter and the $2 billion Millennium 
Square at Bowen Hills.

This is all good news for investors and is boost-
ed by interstate migration, its relative affordability 
compared to Sydney and Melbourne and its at-
tractive lifestyle.

In addition, when you have significant slowdown 
and price reductions in Sydney and decelerated 
prices in Melbourne, as is the case now, this tra-
ditionally means southeast Queensland attracts 
more interstate investments. There has been a 
lot of uncertainty and volatility in the Sydney and 
Melbourne markets due to lending restrictions 
and the outcome of the Royal Commission, and 
while it is expected they should bottom out by the 
end of the year, this still presents a good opportu-
nity for investors in southeast Queensland.

The region has good fundamentals right now with 
strong population growth and therefore demand 
for houses, improved jobs and economy, weak-
ness in other markets and modest capital growth. 
So, it’s not an out-of-control market and the long-
term outlook is extremely positive.

What we are seeing is good projections. You 
won’t see a red-hot market with double digit 
growth, but you will see, overall, a balanced mar-
ket between buyers and sellers with some small 
pockets leaning towards sellers in high-demand 
areas. Usually, you won’t see buyers paying in-
flated prices.

Even areas with a relatively high level of supply 
of new houses absorb their stock relatively easily 
and also deliver capital growth. These include the 
Sunshine Coast with 6,612 houses in the pipeline 
(6.1 per cent increase to the current stock) and 
the Gold Coast with 5,718 houses in the pipeline 
(4.1 per cent increase to the current stock). 

Also, the median price for houses in Greater Bris-
bane is $532,308 and for units $370,583, which 
means there’s a good selection of suburbs in 
southeast Queensland that provide the desired 
quality and location without the million-dollar 
price tag, and with the second benefit that they 
are likely to enjoy long-term capital growth.

It should be noted, however, that units, particu-
larly those in the inner-city, continue to perform 
badly and carry a high level of risk, especially as 
demand for them among owner-occupiers is low. 

Also, in addition to APRA’s credit restrictions, units 
in some suburbs are subject to voluntary lending 
restrictions by the major lenders, such as low-
er loan-to-value ratio due to oversupply, which 
means that many of them are at risk of negative 
equity. 

Doron Peleg
CEO / Founder

RiskWise Property Research
www.riskwiseproperty.com.au



REAL ESTATE PHOTOGRAPHY - 
WHAT IS ALL THE FUSS ABOUT?

In this digital age, the number of 
images we see across numerous 
platforms is rapidly increasing. With 
smartphones being most people’s 
go-to camera there is a lot of content 
to compete with. When it comes to 
property marketing, great looking 
photographs is the first competitive 
edge that could make a potential 
buyer click on a profile in a couple of 
seconds scrolling past.

Good property photography also 
represents good branding. It is a 
simple concept. If an agency 
promotes only high-quality images, 
then this reflects well on their own 
marketing and presentation. Vendors 
want to know their properties are in 
the right hands.

So, What Is 
Professional Real 
Estate Photography 
All About?

Lighting and Composition

When it comes to property photography, 
composition and angles of a room or 
property are not standard. Every house 
is different, and it takes experience to 
understand lighting conditions and pick 
the best way to frame a particular shot. 
Light, height, room lines, furniture, size, 
key features and client preference are all 
factors to consider.
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Branding

Real estate agencies can set themselves 
apart by creating their own branding 
profile with the right photography team. 
By creating a branding guideline for the 
property images, an agency can create a 
unique look that will set them apart from 
the competition. For example, opting for 
dusk shoots with a deep and colorful sky 
can give a consistent style for listing web-
sites and printed material. Watermarks 
with company branding can also be 
included in images to continue to drive 
brand awareness.

Equipment

As well as their knowledge and skill, 
professional photographers carry 
equipment that gives them a 
competitive advantage over amateurs. 
From high-quality camera gear and 
sturdy tripods to powerful studio lighting 
to tackle difficult lighting conditions, a 
room will never look as bright and wel-
coming as it will after being 
photographed by a professional.

Editing

This is a key advantage of an established 
photography agency. High-quality 
editing and retouching that can meet 
specific needs in a short time. There are 
a number of retouching services that 
are available after a professional shoot 
is completed. These include but are not 
limited to; decluttering a busy room, 
inserting beautiful blue skies to photo-
graphs taken on a cloudy day, removing 
large items from the front of a property 
like parked cars, cleaning swimming 
pools and greening grass.

Karin Barschow
Co-Owner & COO 

Top Snap
www.Topsnap.com
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Are you selling your property soon? 
There is an increasing trend towards 
vendors doing a pre-sale building and 
pest inspection. And for good reason 
as it can save the vendor headaches 
later plus can give the buyer more con-
fidence in the purchase. Normally, the 
purchaser performs a pre-purchase 
inspection (building & pest) before 
paying for the property. This is to make 
sure that the property is safe and pest 
free before moving in. However, for the 
seller, there is more than one reason to 
consider a pre-sale inspection. In this 
article, we look into some of the advan-
tages of having a property inspected 
by a qualified and reputable inspector 
before listing the house for sale.

 1. It Is an Opportunity for Finding out 
the Condition of the House

Most home sellers have the fear of 
finding out some missing features or 
even design issues after a potential 
buyer has performed the inspection. In 
fact, this is a serious cause for concern 
since it not only kills a potential sale 
but also has an implication on the sell-
er’s profile. This is a serious issue that 
is undoubtedly justified and the seller 
needs to avoid such a scenario com-
pletely. The home inspection stage is 
often a point where you can correct 
any mishaps during the construction 
of the property. To avoid such a disap-
pointment where the potential buyer 
turns away, make sure a professional 
property inspection has been conduct-
ed. 

Of course, being the seller, you do not 
need the buyers’ inspection report to 
find out the condition of the property. 
Do a pre-sale inspection to guarantee 
you that the property meets best stan-
dards.

2.  It is an Opportunity to Price the 
Property Accurately

One of the most challenging stages 
when listing a property is determining 
the accurate selling price. This requires 
experience, research and expertise in 
order to, reasonably, price the proper-
ty. If underpriced, the property might 
leave questions on the buyer’s mind. 
On the other side, if over-priced, you 
end up keeping off the buyers. To 
make sure that the property is accu-
rately priced, perform a pre-sale in-
spection. Through a professional prop-
erty inspection, you compare it to the 
valuation report to determine the best 
selling price. 

Choose a home inspections company 
who has experience in your market to 
find out the features that the purchas-
ers are mostly complaining about. If 
the state of the property is up to the 
standards, this means that you can sell 
the property at better profits.

3. It Minimizes Stress

Imagine the stress of not knowing what 
the buyers will say about the property 
after their pre-purchase inspection. If 
you do not know if the property meets 
the standards, this can be too much 
stress. To avoid such kind of stress, 
contact professional home inspectors 
for the pre-sale inspection for a full 
report on the condition of your prop-
erty. The anxiety that comes when you 
start worrying that a sale is not going 
to succeed if there is some fault after 
the buyer’s inspection, will clear up. 
You are much more confident that your 
property is attractive and will definitely 
be sold. 

Benefits of doing a pre-sale inspection 
from a seller point of view
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4. Make Repairs Before Listing the 
Property

After the pre-sale inspection by quali-
fied Brisbane property inspectors, you 
get a clear report showing you which 
areas need tweaking. Thus, if there are 
any issued highlighted on the report, 
you can work on them immediately 
before listing the property. This builds 
some level of confidence knowing that 
you are covered. In addition, doing 
repairs on time before you have listed 
the property is more convenient than 
having to pull down the property from 
the listing service just because you 
need to do some repairs. 

The repairs can also be done after a 
request from a willing buyer. Howev-
er, here the experience is not as good 
as when you do the repairs after the 
pre-sale inspection. Remember that a 
buyers request might come with strict 
deadlines hence you end up rushing 
the repair. To avoid such a scenario, go 
for pre-sale purchase to have ample 
time for doing the repairs if needed. 

5. Faster Selling as there is Less Likeli-
hood for Negotiations

The home inspection stage is the point 
where most buyers want to ask for spe-
cial consideration. If there is a defect 
that is realized, the purchaser uses that 
opportunity to ask for lower prices. 
However, when the pre-sale purchase 
is performed, the seller will certainly 
attend to any issues to ensure the in-
tegrity of the property. In the end, this 
attracts a good selling price for the in-
spected property. 

Minimizing the opportunity for nego-
tiations fastens the sale process. The 
buyer’s confidence in an already in-
spected property means faster selling 
of the property. Both the seller and the 
buyer are confident that the property is 
in good condition and meets all stan-
dards and regulations. 

6.  Reduce your Liability with Full-Dis-
closure

A Pre-sale inspection will help to re-
duce the seller’s liability since the in-
spection report discloses the property 
condition. This ensures that the buyer 
will not be liable in case a future modi-
fication after the sale leads to any legal 
issues or incidents. Therefore, consult 
registered and certified property in-
spectors in Brisbane for a full disclo-
sure report. 

Akheel Khan
Director

Ithaca Building & Pest Inspection
www.ithacabuildinginspections.com
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