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First up, yes, I fangirl-ed quite a lot about getting to meet 
with and interview Kim Cannon and Marie Mortimer. Don’t 
get me wrong, any kind of achievement in life and work is 
awesome. But I am particularly a fan of people who either 
start something themselves or who have a vision for a future 
version of the world that they are creating. Kim Cannon and 
Marie Mortimer are both of these things.

Like I say in the article, if you really want something done, 
just tell Kim and Marie that it can’t be done and then there 
it’ll be.

Also this month we have a really great explanation about 
how prolonged renting affects long term wealth creation, 
from Marc Wilkinson who is Managing Director at Penfold 
Property Group. The two Belinda’s from Renovate and Real 
Estate weigh in on whether renovating for a profit is still 
possible.

Hello and happy new financial year! We’re now at our third edition of Keeping It Real Estate, and I am really excited 
about the content within this edition.

Carrie Law, CEO of Juwai looks into the new Victorian for-
eign buyers tax which came into effect from July 1 of 2019.  
Melina of Streamline Property Buyers reviews the due 
diligence checks that should be completed before buying 
real estate. Simon Pressley of Propertyology crunches the 
data and delivered 111 Australian locations where property 
priced have trebled over the past 20 years.

And that is just the beginning.

As always, I want to sincerely thank our contributors for 
sharing their expertise in this publication. These guys are 
together creating the real estate magazine I always wanted 
but could never find – an agenda-free, advertising free col-
lection of informative and helpful articles by the industry’s 
top experts.

I hope you enjoy this edition and if you think of any topics 
you would like covered, or any questions you would like an-
swered, please do not hesitate to reach our to me directly 
– veronica@keepingitrealestate.com.au.

VERONICA GRAVOLIN
Editor, Keeping It Real Estate

veronica@keepingitrealestate.com.au

LETTER FROM
THE EDITOR
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KIM CANNON AND 
MARIE MORTIMER 

THEY TALK WORK, THE FUTURE OF FINTECH, ADVICE AND A GHOST!

Kim, how did it all get started 40 years ago and what 
prompted starting the business? 

I started the business with my wife when we were in our 
early 20s. We were originally in the equipment finance 
business. In the early 1990s, our business was changed for 
good when we started offering home loans. I was there at 
the beginning of the home loan revolution in Australia in 
the 1990s when non-bank lenders first appeared to take on 
the big banks. Within the first five years, the big banks stood 
up and took notice and they dropped their home loan rates 
to compete with us.

Over the years, the direction of the company has changed 
from being a mortgage broker to becoming a mortgage 
manager and now we are a funder with our own 
securitisation program that has raised more than $24 billion 
in RMBS to fund prime home loans in Australia. 

We’ve done all of this over the last 40 years from our head 
office in Brisbane. We are a family business that has come 
from some very humble beginnings to become the large 
company we are today.

What do you think has led to the long term growth and 
success of Firstmac in such a competitive and constantly 
changing environment? 

Firstmac is a 40-year old FinTech. Our business has changed 
as technology has changed and we see ourselves as a tech 
company first, and a finance company second. Our mindset 
is to “build it ourselves” so we have stayed ahead of the 
market because we have stayed up to date with technology. 
We have built our own proprietary systems that can process 
and approve a loan very quickly. We don’t run on legacy 
systems, we evolve our systems over time to stay ahead of 
the game. Staying up to date with technology has enabled 
us to focus on the service we offer our customers.

Firstmac is Australia’s largest non-bank lender and has provided over 100,000 home loans since it was first started by Kim 
Cannon 40 years ago and currently has over $11 Billion in loans under management. Today Kim Cannon is still the CEO & 
Owner of FirstMac AND Marie Mortimer is the Managing Director of loans.com.au. Marie Mortimer is the most exceptional 
MD in her own right and also happens to be Kim Cannon’s daughter. Talk about a gene pool… When I asked if it would be 
possible to interview Marie and Kim and have them on our cover, I really did not expect a yes. I’m basically the luckiest 
person I know though, and turns out that as well as being ridiculously smart and successful, they are also incredibly, 
incredibly kind and generous. So here we are. I’m still starstruck and here’s some insight into Kim and Marie’s world.



At Firstmac, we are very nimble and if we see an 
opportunity in the market we are able to roll out a new 
product or a new service very quickly. The major banks and 
credit unions in Australia can’t do this, so it allows us to stay 
ahead of the market at all times. 

How do Firstmac and loans.com.au differ and what was 
the driving force behind Marie launching loans.com.au 
in 2011?

Firstmac has  been funding home loans in Australia for 
many years. A lot of people still don’t know who Firstmac is 
and don’t know just how big we are because we have 
traditionally distributed loans via our 3rd party partners 
such as Mortgage Brokers and Mortgage Managers.

Marie launched loans.com.au as a new initiative for the 
company where she took our innovative online application 
that had been used by our brokers for many years and 
converted it for customers to use on a website, allowing 
Australians to apply directly with us themselves. This 
concept allowed borrowers to access lower rate home loans 
directly from a wholesale lender, saving them thousands of 
dollars. From the very beginning, loans.com.au has been a 
huge success and Firstmac currently funds and manages an 
$11 billion home loan book with loans.com.au representing 
approximately $6 billion of that amount. Firstmac is 
Australia’s largest non-bank lender in the prime home loan 
space and we are the 14th largest lender in Australia by 
book size behind the major banks and large credit unions.

What are your top 5 tips for prospective borrowers to 
get home loan finance?

1. Do your research online to find the best rates and prod-
ucts that suit you.

2. Don’t just take for granted that your bank is offering you 
the best deal. There are some much better alternatives out 
there once you start looking.

3. Have all of your documents ready to go before you apply 
so your approval isn’t delayed as you search for payslips 
and bank statements etc.

4. Before you apply, use your chosen lender’s borrowing 
power calculator and complete any prequalification forms 
to see if you are likely to be successful. Only then should 
you invest the time in making a full application.

5. Calculate how much deposit you have versus how much 
money you want to borrow. The Loan-to Value (LVR) ratio 
is important because the lower it is, the better the interest 
rate you can get. An LVR below 80% will also let you avoid 
buying Lender’s Mortgage Insurance which can be many 
thousands of dollars.

Why do your customers borrow through Firstmac and 
not through a major bank?

People are disgruntled with how the major banks have been 
treating them over the years and the high interest rates they 
have been charging. As technology has moved forward, 
people can readily research home loans themselves and 
they are becoming more educated that there are 
alternatives readily available outside the major banks. 
People select Firstmac and loans.com.au over a bank 
because we offer a better personalised service and our 
products are more competitive. Because we don’t run 
legacy systems like the traditional bricks and mortar banks 
and our business model isn’t branch based, we have a lower 
cost base which we pass onto our customers in the form of 
lower interest rates.

The Banking  Royal Commission has left many people 
wondering if the future of lending will be different, 
particularly where it comes to mortgage brokers. What 
thoughts do you have on how the future of home loans 
in Australia might differ as compared to how it works 
today? 

We are going through another iteration of finance in Aus-
tralia at the moment that we haven’t seen since the early 
1990’s when non-bank lenders started to compete against 
the major banks. We know that banking and finance in 
Australia is changing and it is different today from what it 
was 10 years ago and it will be different again in the next 10 
years. The government and regulators are making changes 
to allow even more competition into the banking space and 
there are a lot of new FinTechs taking advantage of this.



Lending is different but the technology can also be adopted 
by mortgage brokers to facilitate the lending process with 
their customers. Technology won’t replace people, but it will 
make brokers and lenders more efficient and enable them 
to offer better service to their customers. Using technology 
well, they can build better relationships with the customers 
with a long-term view.

How will your businesses utilise technology to further 
support your customers and drive further efficiencies in 
your business? 

At Firstmac, we are always adding new things to our tech 
stack to make the finance process less about the process 
and more about the customer experience. Our technology 
directly and indirectly impacts our customers and, to be 
honest, we know that finance is boring and the goal at the 
end of the day is to own that new home or car and pay off 
the loan as quickly as possible. We think that by staying 
innovative, we create a meaningful experience for our cus-
tomers and we save them a lot of money in the process. We 
stay nimble and cost effective so that at the end of the day 
it’s our customers who recieve the benefit.

What advice would you give yourself back when you 
first started Firstmac with all the knowledge and lessons 
you know today?

When you are innovating in any industry you should never 
accept “no” as an answer. There is always a way around “no”.

I packed up and went home very quickly after that! We also 
had a few other situations over the years in that building 
that used to spook us and our staff! Hopefully, those ghosts 
are being good to you guys!

So there you have it. I’m now never going to be alone at 
work EVER AGAIN. And if anyone is ever wanting to lose a 
bet, just tell Kim Cannon or Marie Mortimer that something 
can’t be done.

What exciting things do Kim, Marie and the business-
es have coming up? Anything you can share with our 
readers? 

We have some pretty cool things coming on board for new 
and existing customers in the coming 12 months. We have 
spent a lot of time recently focusing on our app technol-
ogy and we have a roadmap to deliver even more to our 
customers very soon. We are also in the middle of acquiring 
an ADI which means that you will start to see more banking 
products distributed through Firstmac and loans.com.au. 
We have forced competition in lending and our dream is 
to do the same thing with banking. We are a 40 year old 
FinTech with some very good commercial experience and 
we know that we can work with our customers and our 
partners to be at the front of the current banking revolution 
in Australia.

You previously owned the building where “Keeping It 
Real Estate” is now headquartered and I’ve heard you 
have quite the ghost... Could you possibly share that 
with us?

We had our very first offices up on Petrie Terrace in Bris-
bane. I can confirm that some spooky activity has occured in 
the past in your building. In the early 80s I was working by 
myself on a Saturday and we used to have a telex machine 
to send messages. I recall one morning while I was working, 
the telex machine started typing by itself and I got a mes-
sage asking ‘How are you?’. 

Interviewed by

Veronica Gravolin
Editor 

Kim Cannon
CEO & Owner

FirstMac Group
www.firstmac.com.au

Marie Mortimer
Managing Director

Loans.com.au
www.loans.com.au



TOP-PERFORMING 
PROPERTY MARKETS 
OVER LAST 20 YEARS

“Whether someone purchased real estate in any of our eight 
capital cities twenty years ago or in a majority of Australia’s 
non-capital locations, today it’s worth at least three times 
what you paid for it,” said Propertyology Head of Research, 
Simon Pressley.

“I don’t know about anyone else, but an average annual cap-
ital growth rate of circa six per cent across 20 years sounds 
damn good to me, especially at a time when Australia’s two 
largest cities have dropped 10 per cent in value in the past 
12 months,” Pressley said.

Mr Pressley said the median house price in Sydney two de-
cades ago was the most expensive in the country at about 
$220,000, however, anyone who bought in a major regional 
location back then would have paid a fraction of that price 
and achieved a similar growth rate over the same period. 

He said that, contrary to generalisations that ‘regional’ means 
‘high risk’, local economies of numerous regional towns and 
cities are more diverse than several capital cities.

“There’s risks and opportunities within every location. For 
capital cities and non-capitals, the years when a location’s 
property market performs best are when local economic 
conditions and buyer confidence are strong, and vice versa,” 
Mr Pressley said.

“Generally speaking, locations with a more affordable me-
dian house price have more upside potential for capital 
growth. For that potential to be realised, the real skill is being 
able to identify the locations with positive leading economic 
indicators.”  

New research from respected property market research firm Propertyology found that median 
house prices in 111 Australian locations had trebled (or more) over the last 20 years.
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There’s obviously plenty of people who enjoy the inner city 
suburban life of capital cities. But only a select few have 
bothered to think why a whopping 8.4 million Aussies prefer 
not to live in one of those concrete jungles. 

“As a homeowner, beauty is in the eye of the beholder, how-
ever, as an investor, beauty is nothing but a barrier for the 
brain operating at its optimum potential.”

The fact is that the median house price of 103 regional cities 
and towns trebled in price over the past 20 years.
Regional Australia’s population has increased by an aver-
age of 1 per cent per year over the last 17 years (when ABS 
records began). That’s a higher average annual population 
growth rate than Adelaide and not too far behind Sydney’s 
1.4 per cent annual average across those 17 years.

“The lifestyles, the infrastructure, the food experiences and 
the scenery in most regional locations is significantly better 
than what those who haven’t been there appreciate,” he said.

“Personally, I love investing in these locations. Instead of 
sinking large amounts of capital in to one expensive asset 
or loading up with multiple properties in the same city, I pre-
fer to minimise my risk, while taking advantage of more op-
portunities. It’s smarter to break the investment capital into 
smaller pieces and invest in multiple affordable properties in 
a diverse range of locations.”

In addition to the historical evidence confirming that there’s 
capital growth potential in and outside of capital cities, Press-
ley says the higher rental yields from more affordable prop-
erties provides better cash flows. Big is not better.
Here are some examples of locations across Australia where 
the median house price has trebled over the past 20 years, 
each with a different mix of capital growth rates and rental 
return.

Mr Pressley stressed that, while it is always interesting to con-
sider price changes over long periods of time, it’s impossible 
to invest in the past and that past performance is not an indi-
cation for future performance.

Annual Capital 
Growth (20y average)

NSW

Bryon   (median $987,500)
Parramatta  (median $1,190,000)
Hawkesbury  (median $770,000)
Maitland   (median $470,000)
Parkes   (median $245,000)
Kempsey  (median $350,000)

QLD

Southern Downs  (median $280,000)
Brisbane City  (median $680,000)
Logan   (median $425,000)
Sunshine Coast  (median $600,000)
Scenic Rim  (median $470,000)

SA

Port Pirie   (median $155,000)
Port Adelaide  (median $445,000)
Onkaparinga  (median $365,000)
Port Lincoln  (median $296,000)
Mount Barker  (median $398,000)

10.1%
7.9%
7.8%
8.2%
6.5%
7.0%

6.5%
7.5%
6.8%
7.1%
6.8%

5.8%
8.2%
7.0%
6.4%
6.3%

3.7%
2.5%
3.0%
4.5%
6.2%
5.1%

5.1%
3.6%
4.7%
4.3%
4.3%

7.2%
4.4%
4.8%
5.3%
4.9%

13.8%
10.4%
10.8%
12.7%
12.7%
12.1%

11.6%
11.1%
11.5%
11.4%
11.1%

13.0%
12.6%
11.8%
11.7%
11.2%

Rental Yield Total Return
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“The most important lesson to learn from historical data was 
that 100-plus towns and cities produced great growth across 
two decades. While it occurred in different years for different 
locations, they all had stages of peaks, troughs and sideways 
movement,” said Mr Pressley.

“We’ve all heard the story about a one-industry mining town 
called Moranbah losing $200,000 in one year back in 2013, 
but Sydney’s pricey Inner-West, the so-called ‘blue-chip’ Bal-
main, also lost $225,000 over the 18 months subsequent to 
Sydney’s peak in August 2017,” he said. 

“Frankly, in a country as big and diverse as Australia, I 
wouldn’t invest in Moranbah or Balmain, however, I suspect 
most people would be surprised to learn that the average 
annual change in median house price of their municipalities 
over the past 20 calendar years was 8.1 per cent and 7.8 per 
cent respectively.”

He said most Australians currently pay between $300,000 
and $650,000 for a house in a town or city with a reasonably 
diverse economy, with plenty of regional locations having 
both in spades.  

TAS

Derwent Valley  (median $255,000)
Glenorchy  (median $390,000)
Burnie   (median $245,000)
Launceston  (median $320,000)
Hobart City  (median $700,000)

VIC

Bass Coast (median $449,000)
Surf Coast  (median $835,000)
Dandenong  (median $685,000)
Maribyrnong  (median $900,000)
Ballarat   (median $365,000)

WA

Kwinana   (median $325,000)
Armadale  (median $382,000)
Mandurah  (median $365,000)
Busselton  (median $510,000)
Fremantle  (median $705,000)

7.5%
8.4%
6.5%
7.3%
9.0%

6.5%
7.5%
6.8%
7.1%
6.8%

5.8%
8.2%
7.0%
6.4%
6.3%

6.4%
5.2%
5.7%
5.4%
4.1%

5.1%
3.6%
4.7%
4.3%
4.3%

7.2%
4.4%
4.8%
5.3%
4.9%

13.9%
13.6%
12.2%
12.7%
13.1%

11.6%
11.1%
11.5%
11.4%
11.1%

13.0%
12.6%
11.8%
11.7%
11.2%
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Simon Pressley
Head of Research

Propertyology
 www.propertyology.com.au

“The research clearly shows that regional real estate has just as much potential as capital cities, which is why smart investors 
make an objective assessment of every location in Australia before buying.”

The full list of locations where median house prices trebled between December 1998 and December 2018 is:

New South Wales

Sydney, Newcastle, Wollongong, Lake Macquarie, Central Coast, Mid Coast, 
Port Macquarie, Port Stephens, Wagga Wagga, Armidale, Tamworth, Shoal-
haven, Shellharbour, Maitland, Cessnock, Tweed, Bellingen, Ballina, Dubbo, 
Bathurst, Orange, Cabonne, Eurobodalla, Bega, Byron, Albury, Goulburn, 
Kempsey, Clarence Valley, Lismore, Mudgee, Singleton, Richmond Valley, 
Kiama, Lithgow, Cooma, Nambucca, Hilltops, Broken Hill, Yass Valley, Inverall, 
Parkes, Scone, Narrabri, Cowra, Gunnedah, Murray River, Gundagai, Forbes, 
Wingecarribee

Brisbane, Gold Coast, Sunshine Coast, Noosa, Gympie, Scenic Rim – Beaudesert, 
Toowoomba, Lockyer Valley, Whitsunday, Warwick, Stanthorpe, Hervey Bay, 
Bundaberg, Yeppoon, Somerset, Moranbah, Roma

Adelaide, Mount Barker, Alexandrina, Barossa, Light, Victor Harbour, Port Lin-
coln, Port Augusta, Yorke Peninsula, Copper Coast, Renmark 

Hobart, Launceston, Burnie, Devonport, Huon Valley, West Tamar, Central Coast, 
Meander Valley, Wynyard, Northern Midlands, Latrobe

Melbourne, Surf Coast, Bass Coast, Geelong, Bendigo, Ballarat, Baw Baw – 
Warragul, Warrnambool, Wangaratta, Golden Plains, Horsham, Latrobe, Alpine, 
Strathbogie, Central Goldfields, Mount Alexander, Moyne, Indigo, Corangamite, 
Colac, Southern Grampians, Hepburn, Macedon Ranges, East Gippsland, South 
Gippsland, Moorabool, Wellington, Murrindindi

Perth, Mandurah, Busselton, Albany, Margaret River, Murray, Dardanup, Harvey, 
Capel, Ashburton, Northam

Northern Territory Darwin, Alice Springs

Queensland

South Australia

Tasmania

Victoria

Western Australia
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On July 1, the new, higher foreign buyers stamp 
duty took effect in Victoria. Foreign buyers now 
pay eight per cent additional stamp duty on their 
residential real estate purchases, rather than the 
seven percent they have paid over the past two 
years.

Will the higher tax make a tremendous difference 
on the market? The answer is no. It is discouraging 
but not too damaging. There is an old saying to 
the effect that those who can’t vote, pay. 

Victoria is the number one destination for Chinese 
buyers in Australia, leading Sydney by a wide mar-
gin. The fact that prices in Victoria are lower than 
in Sydney is one reason for that. 

It’s not just offshore Chinese who are buying in 
Victoria. Even some mainland Chinese who have 
settled in Sydney are packing up and moving 
down to Melbourne. They can buy a new house 
and land package within 30 minutes of the Mel-
bourne CBD for the price of a one-bedroom 
central Sydney apartment. It’s a more affordable 
place to raise your family.

NEW 
VICTORIA 
FOREIGN 
BUYERS 
TAX? NO 
PROBLEM
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Victoria’s government has also been savvy about its 
stamp duty increase. Even after the one per cent 
increase, the foreign buyers now pay exactly the same 
tax in Victoria as they have been paying in New South 
Wales for more than two years. 

The other big political news lately is the recent national 
election and the new Parliament that began sitting on 
the first of July. We believe the Coalition’s victory in the 
election will have a positive impact on Chinese real 
estate investment. 

Juwai.com conducted research just before the election, 
surveying dozens of members of the property industry 
from across Australia. The study found that a significant 
share of the industry believes the Coalition victory will 
mean more Chinese investment, while a Labor victory 
would have meant Chinese investment would fall. Will 
Chinese buying triple overnight just because Scott 
Morrison has the keys to the Lodge? No, but there may 
well be a real impact. 

Our core case for 2019 is for Chinese investment to be 
flat, with risk on the upside. That may not sound too 
exciting, but flat demand is much more impressive when 
you realize that demand has been plummeting for two 
years. Flat demand represents a massive change in 
momentum and could be the beginning of something 
better. 

Of course, Chinese buyers are still the biggest 
spending foreign buyers in the market, according to 
the Foreign Investment Review Board. It is just that they 
are not buying with the same hyperactivity as three 
years ago. 

When ranked by Chinese buyer demand, the top 
Australian cities in the first half were Melbourne, 
Sydney, Brisbane, Adelaide, and the Gold Coast, 
followed closely by Perth in sixth. Melbourne and 
Sydney together in 2019 account for 52.3% of buying 
enquiries.

The cities with the fastest growing levels of Chinese 
buyer interest are Hobart, Brisbane, and Canberra. 
Hobart has the fastest rate of Chinese buyer growth, 
with 77% more buyer enquires in 2018 than the year 
before. Brisbane has the second fastest rate of Chinese 
buyer growth, with 30.8% more Chinese buyer 
enquiries in 2018. Canberra has the third fastest rate of 
Chinese buyer enquiry growth in Australia, with 24.6% 
more Chinese buyer enquiries than the year before.

Remember that all three of these smaller cities receive 
significantly less buyer interest than do Sydney or 
Melbourne. That’s especially true of Hobart and 
Canberra, which still account for only a small share of 
Chinese buyer interest. Brisbane, though, is fast 
becoming a real alternative for the two traditional 
gateway cities of Melbourne and Sydney.

Carrie Law
CEO and Director

Juwai
www.juwai.com



Many people love the idea of renovating, whether that’s 
your own home, an investment property or renovating for 
a living.  Various reality programs showcase what’s possible 
turning a tired old property into a desirable home adding 
value to the property and inspiring viewers to have a go 
themselves.

Many property owners decide to become DIY renovators 
yet fail to achieve a professional look, spend more time and 
money than intended, and overcapitalise on the property 
vowing never again!

They fall into the trap of renovating according to their 
own tastes, changing their mind along the way, and fail to 
budget and plan their steps often resulting in unnecessary 
delays – and if in a relationship or partnership it creates 
incredible strain.

It doesn’t have to be this way – successful Renovators treat 
renovating as a business -  with a system and education, 
renovations can be streamlined, budgeted accurately, and 
increase the value of the property to hold or realise a profit 
at the end of the project. 

ARE THE DAYS OF 
RENOVATING FOR 
PROFIT OVER?
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Know the latest trends and colours to select to appeal 
to the broadest market.

Read magazines, visit open homes, visit display homes, 
follow Designers, Renovators and Stylists on social media.  
Create a folder online or hardcopy and collate the informa-
tion there so it’s easy to locate.

Styling and staging to sell – displaying the property in 
the best possible way increases its desirability and 
saleability. 
 
Remember, people buy on emotion.  Having a property 
styled turns a house into a home.  This is one area that is 
greatly under-utilised when selling and those that spend 
the money here generally sell their property faster and for 
a better price than those who don’t – particularly in a flat 
market.

Many people don’t have the vision for creating an amazing 
renovation and are happy to pay for the completed prod-
uct.  This is where, if you understand the steps outlined 
above, you too can renovate for profit – regardless of what’s 
happening in the market! 

Our top tips for renovating for profit are:

Property Location – identifying where to buy and where 
to avoid.

Do your research on an area – identify the price point of 
unrenovated property versus renovated property and note 
the price gap.  If it’s an area you’re not familiar with then visit 
that suburb, walk the streets, talk to locals - local knowl-
edge will tell you where the good parts of a suburb are and 
where to avoid.  Once you’ve identified a property you are 
interested in, go there at different times of the day to see 
what happens at different times – is it noisy, is there lots of 
traffic, it is under a flight path? Buying in the wrong street 
can affect the saleability of your property.

Style of property – knowing how to read a property to 
determine which one to purchase by identifying what 
floorplan works best, what specific features does one 
property have over another.  

What can you most easily do to the property by working 
with what you have - and perhaps remove a wall to open up 
and adjust the floorplan.  What features or disadvantages 
does the property have – understanding this can save you 
thousands of dollars.

Budgeting your renovation by estimating costs accurately 
to determine your profit.

This is the number one area that inexperienced renovators 
get themselves into trouble. When prices are guessed and 
expenses are left out of the budget forecast it can result in 
a big loss of profit. Often this is a case of just not knowing 
what to expect.  A budget spreadsheet which lists the costs 
you may incur can assist you to estimate your costs more 
accurately.

Planning your renovation and knowing what to do in 
what order to avoid preventable delays and expenses.  

Rather than just rushing in and pulling all the old cabinetry 
out, plan what you can work with and what needs to be re-
moved.  Follow an order of works and determine what you 
will be doing, in what order.  Doing this will save you money 
as you can coordinate tradespeople in the best order and 
avoid having to get people back numerous times unneces-
sarily.

Know where to spend and what the value-add strategies 
are to give the best return on investment. 

Planning your kitchen and bathroom to maximise the wow 
factor and minimise the costs.  Do you really need high end 
tap wear or appliances in your property or can you have a 
few hero items. The question is, what will give the best bang 
for your buck whilst still delivering a quality project.

Belinda Westblade
Owners

Renovate and Real Estate
renovateandrealestate.com.au

Belinda Smith
Owners

Renovate and Real Estate
renovateandrealestate.com.au



In this article, I outline 9 important property due diligence 
checks that every buyer should complete before buying a 
property – either as a home or an investment.  Following 
these guidelines will ensure you uncover all of the 
“invisible” things in relation to a property and the 
neighbourhood in which it sits.

1.  Thoroughly inspect the property and the 
neighbourhood 

I always fail to understand how some buyers 
(predominantly investors) are comfortable to buy a 
property site unseen.  For some people, that may come as 
a surprise but believe me … it happens.  You see, there is 
so much that you learn about a property through a physical 
inspection, supported further by a drive around in the local 
neighbourhood.

You simply cannot rely on images provided by a sales 
agent on a real estate listing to provide the full story.  What 
you cannot see in listing photos is what the streetscape 
looks like, the quality of the adjoining homes and any 
potential noise impact from nearby transport corridors, 
local industry or even the neighbours themselves.

Furthermore, seeing a property with your eyes rather than 
through a wide frame lens often results in a more realistic 
expectation of the room sizes, layout and build quality.  You 
may have already experienced this when you have been 
searching for a property.  I’m sure there have been times 
where you have realised that a property looks a lot better 
in the listing photos than in real life!  

During an inspection you can also determine any potential 
maintenance issues such as broken door hinges, tap leaks 
or even things like loose handles. 

 Whilst these things may be detected in a building and 
pest inspection (which you will pay for of course), it is often 
better to have a clear picture of how well the property has 
been maintained before you commit financially or emo-
tionally towards a purchase.

Access to property information has become more freely available now that the internet age is upon us, but despite 
this increased level of accessibility, many property buyers fail to complete the necessary due diligence before 
committing to a property purchase.  I’ve seen buyers jump in and act quickly on a purchase, literally spending 
hundreds of thousands of dollars, and only after it is too late - they learn that they have made a big mistake.  It 
doesn’t happen to everyone …. But is does happen to some.  

9 PROPERTY DUE DILIGENCE 
CHECKS YOU SHOULD COMPLETE 
BEFORE BUYING A PROPERTY
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This type of information is excellent for getting a broad 
understanding of an area before you are committing a 
significant sum of money towards a property purchase.

4. Certification and/or Home Building / Home Warranty 
insurance for renovations and extensions

Many homes that are sold, may have at some stage in the 
past, been renovated or extended, or perhaps even 
additional features such as a carport or a deck may have 
been added.  It is important as a property buyer to 
understand if these types of improvements have been 
certified.  Usually, any type of extension or modification that 
requires a Building Approval will require a final certificate 
to be issued to verify that the works have been completed 
in accordance with the Building Code.  Approved Building 
Plans should also be available.  As a buyer you have a right 
to ask for this information and the seller should have no 
problem supplying it if the works have been completed in 
the right way.

If not, then you must understand that the improvement 
works may not have been completed according to the 
building code, and therefore as the property buyer you 
would take on any potential risks associated with this.

Additionally, if the improvement were completed within the 
last 6.5 years, it is likely that the works may still be covered 
by Home Building or Home Warranty Insurance.  Again you 
can ask for verification of this if you are unsure and this type 
of information could help you to understand if the property 
is worth pursuing or not. 

5. Review of Owners Corporation / Body Corporate 
records and meeting minutes

Property buyers who are considering purchasing a 
property that is governed by an owners corporation or a 
body corporate, should always understand the contribution 
and sinking fund costs associated with this type of scheme 
and I definitely advise to ask for a copy of the most recent 
Owner’s Corporation or Body Corporate meeting minutes.

You might be surprised to learn of some high cost 
maintenance issues that have been reported but not yet 
completed, but once you become the buyer the liability 
to contribute to the costs for any necessary rectification or 
maintenance work will become yours. This is one thing that 
could save you a lot of headaches down the track.

6. Adverse risk from flood / fire / noise / environmental 
impact etc

There are many potential adverse risk factors that can have 
a negative impact on a property and its value or holding 
costs.  Unless you check for these things, you may never 
know until it is too late.

2. Surrounding housing density 

There may be nothing more heartbreaking for you as a 
property buyer, if you find out too late that you will be 
negatively impacted by future medium or higher density 
development.  This happened to someone I met recently.

During the construction phase of a small townhouse 
project that I was managing on behalf of Clients, I reached 
out to the adjoining neighbour to discuss the dividing 
fence between the two properties. This neighbour had 
moved into their “dream” home only a couple of weeks 
before we commenced demolition right next door, and we 
were replacing 1 house with 3 townhouses.

Unfortunately, the new home buyer had not completed any 
due diligence to discover that she was going to be living 
next door to townhouses.  She assumed because there was 
a house on the site, that it would always be a house – she 
never even thought about an alternative option.

But a simple search of nearby approved developments 
would have uncovered this information and saved her the 
heartache of discovering this information too late.  She 
actually told me that she would have never purchased the 
home if she knew she would have 3 adjoining neighbours 
instead of just one.

Of course, even if there are no approved developments 
nearby … another useful thing to check is the capacity 
of the land for any potential future development.  It may 
not be approved now, but if the council planning scheme 
allows for development to a higher density in the 
surrounding area … it is better to find out before you buy 
so you know what a neighbourhood might look like in the 
future.

3. Suburb demographic profile – understand who your 
neighbours are likely to be

There are some simple ways to check who your neigh-
bours are likely to be before buying a property.  Suburb 
profile data is readily available online, and you can easily             
determine if the area is made up predominantly of owner 
occupiers or renters.  The general spread across all 
housing is approximately 70% of all properties being 
owned by owner occupiers versus only 30% being owned 
by investors.  If you are a home buyer, you may want to 
ensure you are living amongst other homeowners? Or if 
you are an investor it may be important to you to invest in 
an area that is not already saturated with other investors?

You can also get a snapshot of the income levels of people 
in a particular suburb as well as household related data 
such as who is the predominant population group (eg: 
singles, couples without children, young families, 
established families, older couples etc) 
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Flood is quite obvious, especially in areas build around 
river or creek systems.  We know that in a significant rain 
event, rivers can burst at the banks and creeks can swell 
and spill over into residential areas.  But other types of 
flood impact may be less obvious.  Storm surge impact or 
overland flow should also be checked. 

Then there are other types of risks including bushfire 
hazard, noise overlays and environmental impacts, which 
will all effect the way you would assess a property at the 
time of purchase.  

7. Underground services

This is something that is often overlooked.  Underground 
services including water pipes, sewer pipes and stormwa-
ter pipes may lie underneath a property and the only way 
you may know is by completing an underground services 
search.  

For some buyers, even if these types of assets were discov-
ered, it may not impact on the way they intend to use the 
home.  But for other buyers, especially those looking to dig 
a pool, extend through renovation or even redevelop, then 
the existence of these services can be a deal breaker. 

8. School Catchment Zones

Often people buy in a certain area because of the local 
school that they intend to send their children to.  Some 
schools have enrollment management programs, so if  you 
fall just outside the school catchment zone, the school may 
not have a place for your children. 

 It is important to understand that school catchment zones 
do not align with suburb boundary lines, so you must 
double check to ensure the property you are looking to buy 
falls in the catchment that you desire.  

9. Historical Capital Growth

Although for many people the only property they may ever 
buy is their family home, understanding how that asset can 
build a future nest egg is valuable for ensuring a more com-
fortable retirement.  As Property Investment Professionals 
we can never project with certainty how a property’s value 
will increase in the future, but we can get an understanding 
of what has happened in an area in the past to get a clearer 
idea about where a property’s value may be headed in the 
future.

I always encourage people to take a 10 year view.  What has 
happened over the most recent 3-5 years may not neces-
sarily be reflective of the longer term trends.  Property mar-
kets move in cycles and over the past 100 years or more in 
Australia the general trend it always up.  But some markets 
will perform better over the longer term than others, so this 
is important to understand if building long term wealth is 
your goal.

Spending time at the beginning of a property search to un-
derstand what you are really buying certainly pays off over 
the longer term.  After all … most people may only ever 
buy one or two properties in a lifetime.  You don’t want the 
experience to ruin your future. 

Transactional costs in property are high, so mistakes can 
be very costly.  The first step is learning about what you 
may not have ever considered and then the next step is 
ensuring that you take the necessary steps and perform the 
required due diligence to avoid making costly mistakes.  
But my best advise is don’t rush in if you are unsure about 
the due diligence process … take the time to find out about 
all of these “invisible” things and then move ahead with a 
property purchase with more certainty and confidence.

Melinda Jennison
QPIA® & Managing Director 

Streamline Property Buyers Brisbane
www.streamlineproperty.com.au 
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The industry has been going through 
some pretty big changes in the last 
couple of years, with two of the ‘buzz-
words’ going around in real estate that 
have fuelled some big debates at real 
estate events, over social media and 
over a conversation are “PropTech” and 
“Disruption”.

The real estate industry believes that 
disruption is new, that’s simply not the 
case. Disruption has been occurring 
for a very long time at a slower rate, 
newspapers have taken a major hit by 
the real estate portals & CRM’s have 
replaced the old “contact flip-book”. 
Recently though, it’s been turned into 
overdrive. 

Disruption has been dismissed by 
much of the real estate industry, be-
lieving that it won’t affect the Australian 
real estate industry, citing the downfalls 
of companies like Hello Real Estate & 
Purplebricks as examples. That’s simply 
not the case, these companies failed 
because they got their business mod-
els wrong in Australia, not because the 
Australian real estate industry is not go-
ing to be disrupted. 

There will be companies that get their 
model right. Many other companies 
around the world (USA being a per-
fect example) are far more advanced 
in technology & disruption in the real 
estate industry, so what makes us ex-
empt? Nothing. It’s simply the fact that 
we’re in what I call an ‘infancy’ stage of 
disruption. 

Much of the industry is undoubtedly 
scared about what’s going on. Many 
agents pose the question of “Will tech-
nology take my job?”, the simple an-
swer is no. I know that there are agents 
out there that are scared that they will 
lose their jobs or lose business as a 
result of technology. PropTech & Dis-
ruption have been two topics that I’ve 
been focusing pretty heavily on over 
the last few months. Even though that 
I’m not even close to calling myself an 
‘expert’ on these topics, I can honest-
ly say that the industry should not be 
afraid of PropTech & Disruption, but 
rather embrace it.

There will no doubtly be agents that will 
lose their jobs as a result of technology. 
As technology evolves, consumer ex-
pectations do as well. The agents that 
will lose their job will be the ones that 
can not will not adapt to technology 
and become tech-savvy and the agents 
that cannot keep up with customer ex-
pectations and overall integrity. What 
I believe to be the ‘perfect recipe’ for 
agents to survive what I call to be the 
‘real estate tech-crunch’ will be the 
agents with old school service & rela-
tionships who are tech-savvy and can 
keep up with customer expectations. 

A large amount of new technology & 
companies in real estate is actually here 
to help us. More advanced and modern 
CRM’s help agents build better rela-
tionships with their clients and free up 
their time, financing platforms, 

Virtual/3D tours and many other new 
advertising products help agents cre-
ate points of difference amongst what 
is considered a crowded market.A 
cloud based agencies allow us to re-
move overheads and take more money 
away and help agents  free up time to 
become more efficient and enjoy life. 
A Online Auction/Private Treaty plat-
forms help agents make a more seem-
less and transparent process. There are 
many more products that are entering 
the real estate industry, these are some 
perfect examples of new products and 
companies that are here to help agents.

To finish, I should put in a warning, real 
estate agents shouldn’t  go out and buy 
every bit of new real estate tech on the 
market in the hopes that it might help 
them in the long run. Agents need to 
hold back and take the time to find, test 
and implement platforms that will ben-
efit them, their team, agency, vendors, 
buyers, landlords and tenants. The real 
estate agents that keep their morals, 
professional service and are able to 
effectively adopt technology will not 
only survive but flourish in the years to 
come. 

Lachlan Shields
Business Owner

SocialSquared + RealEstateFan
www.socialsquared.com.au

WHY THE REAL ESTATE INDUSTRY SHOULD
EMBRACE PROPTECH & DISRUPTION 
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THE FUTURE OF WORK IN THE 
DIGITISED REVOLUTION

The future of work in a technology driven digitized world 
….. What does this mean for the property profession, their 
clients and consumers??

A digital future offers huge opportunities, where our 
property professional members leverage data, analytics, 
technology and their expertise to meet stakeholders’ 
requirements and deliver effective and high value out-
comes.

The speed of the current digital revolution and the pace of 
change it is bringing to the property sector as a whole is the 
greatest (and most exciting) in the course of history.  This 
presents opportunity for consumers (and their financiers) to 
be better informed as to the elements of value and risk that 
impact their property value, its time on market,  planning 
parameters and the potential purchaser pool it may attract.

Therefore adaptation and agility is a must.   We at the API 
believe that there are three myths that must be challenged 
in the dialogue around technology and digitization 
impacting the future of work generally: 

1. The Machine effect, which implies that machines will 
displace the professional in the supply chain– there will 
always be a need for human intervention interpreting the 
data, trends and anomalies across asset classes, sectors and 
regions;

2. The Intelligence effect says that machines will be able to 
truly interpret and duplicate human intelligence including 
their emotional reactions – as yet unproven

3. The Labour Fallacy effect – that improving technology will 
create new jobs. – Robots aren’t coming for your 
job – they’re coming to provide opportunities to make your 
job more efficient and effective and provide opportunities 
to complement your job! 
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A digital future offers huge opportunities, where our prop-
erty professional members leverage data, analytics, technol-
ogy and their expertise to meet stakeholders’ requirements 
and deliver effective and high value outcomes.

The speed of the current digital revolution and the pace of 
change it is bringing to the property sector as a whole is the 
greatest (and most exciting) in the course of history.  This 
presents opportunity for consumers (and their financiers) to 
be better informed as to the elements of value and risk that 
impact their property value, its time on market,  planning pa-
rameters and the potential purchaser pool it may attract.

Therefore adaptation and agility is a must.   We at the API 
believe that there are three myths that must be challenged in 
the dialogue around technology and digitization impacting 
the future of work generally: 

1. The Machine effect, which implies that machines will dis-
place the professional in the supply chain– there will always 
be a need for human intervention interpreting the data, 
trends and anomalies across asset classes, sectors and re-
gions;

2. The Intelligence effect says that machines will be able to 
truly interpret and duplicate human intelligence including 
their emotional reactions – as yet unproven

3. The Labour Fallacy effect – that improving technology will 
create new jobs. – Robots aren’t coming for your job – they’re 
coming to provide opportunities to make your job more ef-
ficient and effective and provide opportunities to comple-
ment your job! 

He said that, contrary to generalisations that ‘regional’ means 
‘high risk’, local economies of numerous regional towns and 
cities are more diverse than several capital cities.

“There’s risks and opportunities within every location. For 
capital cities and non-capitals, the years when a location’s 
property market performs best are when local economic 
conditions and buyer confidence are strong, and vice versa,” 
Mr Pressley said.

“Generally speaking, locations with a more affordable me-
dian house price have more upside potential for capital 
growth. For that potential to be realised, the real skill is being 
able to identify the locations with positive leading economic 
indicators.”  

Digitisation will also change the design of our offices and al-
low employees to be more flexible, adaptable and dynamic, 
allowing change to the property sector entirely.

It’s very important for the public at large to understand the 
importance of a robust valuation profession in Australia and 
what their professional expertise brings. 

Why should future leaders care about property profession-
als and the valuations sector you might ask ?   Three things 
(amongst the many possible reasons):

• An independent valuation underpins a banks determina-
tion of a consumer’s credit risk when making lending deci-
sions ensuring the security value of the property appropri-
ately and adequately covers the value of the loan  should 
default occur;

• An independent valuation can provide certain, indepen-
dent and unconflicted arms length pre-purchase advice

• An independent valuation can support settlement negoti-
ations and litigation proceedings between parties with a le-
gal interest in property during divorces or business venture 
transactions, providing certainty in decision making. 

Regardless of the changing environment of digitization, the 
rise of Artificial intelligence and technology driving changes 
in the nature of work, the importance of our members role in 
the property and banking sector cannot be underestimated.

Digitisation will also change the design of our offices and 
allow employees to be more flexible, adaptable and dynam-
ic, allowing change to the property sector entirely.

It’s very important for the public at large to understand the 
importance of a robust valuation profession in Australia and 
what their professional expertise brings. 

Why should future leaders care about property profession-
als and the valuations sector you might ask ?   Three things 
(amongst the many possible reasons):

• An independent valuation underpins a banks determi-
nation of a consumer’s credit risk when making lending 
decisions ensuring the security value of the property appro-
priately and adequately covers the value of the loan  should 
default occur;

• An independent valuation can provide certain, indepen-
dent and unconflicted arms length pre-purchase advice

• An independent valuation can support settlement negoti-
ations and litigation proceedings between parties with a le-
gal interest in property during divorces or business venture 
transactions, providing certainty in decision making. 

Regardless of the changing environment of digitization, the 
rise of Artificial intelligence and technology driving changes 
in the nature of work, the importance of our members role 
in the property and banking sector cannot be underestimat-
ed.

Amelia Hodge
CEO

Australian Property Institute
www.api.org.au
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WANT TO BURN A MILLION $$$$ - 

JUST KEEP RENTING
Do you want to know how to make $1 
million dollars? I am going to tell you 
now.

From my experience it’s a simple sum 
to do. Take your rent, add 2% on 
average per year increase and 
compound it over 30 years.

Let’s say you are paying $450 per week 
currently and you stay renting in a 
similar priced house for 30 years, you 
will pay $1,312,387 over 30 years. What 
will you have at the end of that period? 
Nothing but the satisfaction that you 
have paid your landlord’s house off.

If you bought the same house that you 
are renting, for $450,000 (Brisbane 
prices) you would pay $270,000 in 
interest (assuming a 10% deposit). The 
Queensland Government with throw in 
$15,000 if you are a first home buyer. 
You’ll also have no or significantly 
reduced stamp duty savings on your 
first purchase, an added bonus.

Have I got your attention now? Let’s 
consider this scenario. 

Silly Sally rents for 30 years and pays 
$1.3 million in rent. Smart Sue buys the 
house in the same street for $450,000 
and pays $270,000 interest over the life 
of the loan.

At the end of 30 years Silly Sally is 
moving to her new rental home to 
pay $1,430 per week in rent. Her rent 
has been increasing by 2% every year, 
while Smart Sue has been paying less 
and less interest as her loan diminishes. 

Sally after 30 years of paying her rent 
on time has no money and no asset she 
can sell.

Sue has $732,000, financial indepen-
dence and is considering a trip to the 
south of France.
 
While Sally has to keep paying higher 
and higher rent, moving from rental 
to rental trying to keep her rent down, 
Sue’s weekly repayments of $432 per 
week stay the same, assuming interest 
rates do too.

If Sue pays the same as Sally pays in 
rent, increasing her repayments by 2% 
per year she will pay off the house in 
12 years. 

Yes! By year 12 she owns the house and 
pays no more rent/interest. (See table)

Think about who is going to be doing 
all the travel - is it Sally or Sue?
 
Sally is left dreaming of that luxury holi-
day in Italy whilst Sue is actually living it.

Marc Wilkinson
Managing Director

Penfold Property Group
 penfoldpropertygroup.com
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Reap the 
Rewards of 

Refinancing

Are you dreaming of a tropical vacation but don’t have the 
spare change to fund your holiday? Did you know that refi-
nancing your home loan to a more competitive rate could 
reduce the overall cost of your loan and potentially save you 
thousands over the life of your loan?

In recent months we have seen the Reserve Bank of 
Australia pass on two rate cuts driving the cash rate further 
down and into the record books. Banks are feeling the 
pressure to pass on these cuts but as we have seen not all 
banks are passing them on in full. Now is the time to be very 
diligent with your home loan to make sure you have the 
most competitive deal possible.

The mortgage market is continually changing, and chances 
are, refinancing could help you save with a lower interest 
rate or benefit from more flexible home loan features. In 
addition to this it is possible that your circumstances may 
have changed since you first took out a loan and you may 
need a home loan with different features or a structure that 
fits your new lifestyle.

Refinancing is also an opportunity to put home equity 
to good use, providing low-cost funds to renovate your 
home, invest in a rental property or any number of other 
worthwhile uses. When refinancing it is also always good to 
consider whether to consolidate any personal debt. Folding 
high rate debts like credit card balances into a lower rate 
home loan can substantially reduce interest costs. This 
lowers your total monthly repayments, freeing up cash to 
pay a bit extra off your home loan each month to save even 
more.

Now what does this have to do with having a tropical 
vacation you might ask? One thing is for sure you absolutely 
shouldn’t be taking a vacation from paying your home loan 
off.

For most it should be quite the opposite and we should 
be looking to keep our repayments up as high as possible 
to ensure we are benefiting the most from these low, low 
interest rates. It is here that we will begin to really reap 
the rewards as we will start to see our home loans paid off 
faster. 

The extra repayments you make to your home loan will 
mean you pay less interest each month and will put you 
ahead of your repayment schedule. These payments that 
you are ahead by are itemised by the banks as “available 
redraw” which essentially means you can draw back these 
extra repayments. This is where the “holiday money” should 
be kept. Instead of taking out a credit card or personal loan, 
a great way to fund a holiday is to make extra repayments 
against your home loan, saving you interest and then re-
draw from here the funds needed for your holiday. 

To have your home loan reviewed it is a great idea to get 
in touch with your mortgage broker so that they can help 
navigate the ever-changing mortgage market. There are 
several great deals to be had out there from low interest 
rates to banks providing cash rebates towards refinancing 
costs. The help of a mortgage professional will ensure that 
you are able to consider and review these different options 
all under one roof and they will take the hassle out of the 
refinancing process so all you have to worry about is which 
beach you will chose to kick back on with mojito in hand.

Matt Cunliffe
Owner / Multiple Franchise Manager

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