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By the time I was 18, I felt 100 per cent ready to buy my fi rst 
home — in fact, I could barely think of anything else. As far as 
I could see, the pros of buying were that I had a long-standing 
career (nearly 10 whole months) in real estate behind me, I 
had a tiny deposit saved and I had a desperate desire to own 
bricks and mortar. A few negatives were also fl oating around in 
my head at the time, as I recall. These included parental shock 
and horror, a decided lack of annual income and my youth and 
inexperience — I certainly did not know of anyone else that had 
bought their fi rst home at the age of 18!

I soon forgot about the negatives when I found my fi rst dream 
home by accident. I was working in a modern suburban area 
that was popular with fi rst-time homebuyers, and I spent most 
evenings driving excited clients around a selection of homes. 
These fi rst-homeowners-to-be would eventually settle on either 
the smartest house they saw, or the cheapest — that seemed 
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Are you ready to buy a home?

On your marks,
get set ...
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to be the deal back then. During this period, I kept showing 
clients one particular home. It was neither the smartest nor the 
cheapest, so no-one wanted it.

After showing the home to yet another uninterested client, 
I asked my boss for more information about the house at num-
ber six. Why, in his wisdom, did he think everyone was refusing 
its charms? 

‘It’s obvious’, he retorted. ‘Number six is a hellhole.’

Well, he was right. Ten years before, the owner had bought 
number six as a brand-new house with his loving wife — who 
unfortunately happened to be loving someone else at the same 
time. Said wife left the owner in the house during their fi rst year 
together, leaving him alone with his motorbike and his large 
and rather odorous dog. 

The house featured three bedrooms — well, one bedroom (read: 
camping ground) and two rooms full of junk — one bathroom 
that looked like it had last been cleaned when his loving wife left 
him nine years previously, a lounge room that was carpeted in a 
colour that was now undistinguishable because of the motorbike 
and its parts that were housed there. It had a kitchen decorated 
in a tasteful style reminiscent of a ‘70s roadhouse. Outside, the 
paint was faded, and the yard — well, that was just another place 
for bike parts. The garage was tidy for some strange reason. The 
interior smelled of dog, cigarette smoke, dirt and grease — baking 
fresh bread to impress prospective buyers would have been a 
waste of time here! 

I had seen loads of homes in this suburb by this point. Although 
I was in England at the time and the homes were obviously sold 
in pounds sterling, I will convert the prices to Aussie dollars for 
the sake of clarity. The cheap grotty homes in poor blocks in 
poorer streets fetched the equivalent of between $34 000 and 
$36 000 and good homes in better streets got between $44 000 
and $46 000. Number six was in one of the better streets but, as 
my boss had put it so beautifully, was a hellhole. Blind to his 
home’s shabby condition, the owner had priced it at $41 000. 
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A few more frantic sales weeks passed by and I began to take 
more notice of this ugly duckling, as I showed more dreamed-up 
homebuyers through number six and they continued to refuse 
its attractions. Some did not even venture to the upper level. 
Meanwhile, the bank was knocking on the owner’s door and 
telling him to pay up or get out.

One fateful evening my boss took a call from the owner of 
number six — which I overheard. The owner really needed to 
sell, and had decided he might consider a lower offer.

Taking a deep breath, I boldly spoke up. ‘Could I buy number 
six? I will offer him $36 000.’ The offi ce went quiet, bar a few 
rude remarks regarding my age. 

‘I want to buy it’, I repeated. 

‘Have you got $36 000?’ my boss asked. 

‘No,’ I said, ‘but can’t I get one of those mortgages like everyone 
else?’

The next two months were not easy. My parents had only just 
got over the shock of their teenage son ditching his career in 
architecture, and now he was about to take out a big mortgage! 
To make things even worse, getting the mortgage was not 
easy. Our in-house fi nancial department spent a lot of time 
convincing the lender to let me have the loan, and I believe some 
adjustments to my projected salary may have been made.

Despite all that, I knew I was ready to buy that house. I got it for 
$37 000 and tidied it up with a lot of help from my wonderful 
father; I think at this point Dad had accepted my real estate 
addiction and became a massive help in the early years of 
housing renovations. The news got better, too! Number six sold 
10 months later for $51 500.

Although I didn’t plan for this process, it is generally a good idea 
to have a careful plan in place before you undertake a project 
such as this one. This chapter outlines all the planning you’ll 
need to do to buy your fi rst home, as I did with number six.
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What is the commitment?
So are you ready to buy a house? You are probably ready if you: 

believe you have a relatively steady income source for the  c
future, and are prepared to change careers if you need to 

have a ‘get out quick’ plan for when things go wrong c

feel as though it is the right time for you c

are prepared to sacrifi ce all your free time in exchange for  c
either working on the house or staying in because you 
can’t afford to go out. 

In other words, you must be prepared to make a commitment.

Are you ready emotionally?
If an agent asks you how long you have been househunting 
for, or how many homes you have inspected, he or she is trying 
to establish whether you are emotionally ready to buy. If your 
search has taken more than six months, or you have inspected 
50 or more homes, you are not ready! Trust me: if you have done 
your research and really targeted your search, there won’t even be 
50 homes to inspect. So ditch the deal until you really are ready.

Obviously, the fi nancial commitment of buying a home is key, 
but this comes with a range of emotional issues that you must 
take into account. All your spare money will be taken up in the 
fi rst few years, not only with mortgage repayments but also with 
running costs, improvements and furnishings. This means less 
money for going out and partying. So does that mean boredom? 
I didn’t think so, and the kudos it gave me among my peers was 
worth it. But owning a home is a never-ending cycle of fi nancial 
commitment, and you cannot escape that.

Who can hinder you?
As an agent, the fi rst-time purchaser’s parents are always the 
people we dread most on inspections. These interventionist, 
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nosy folk have delivered the kiss of death to many a deal. I have 
to tell you (but don’t tell them!) that, in most cases, their advice 
is ill informed and sometimes just completely wrong. So watch 
out, and don’t let your folks infl uence your emotions too much! 

Maybe I am being a bit harsh on the mums and dads out there. 
As a parent myself, I will of course be offering my offspring 
advice — but my advice will be right, of course. The agents will 
take one look at me and give in!

Comments to watch out for include:

 ‘You don’t want to buy  c there, do you dear?’

‘I remember houses here that used to be $100 000 and you  c
couldn’t give them away!’

‘Do you  c really like this place? Hmmm, okay …’

It is not just parents who can give you misleading advice and 
infl uence your emotions regarding the house of your dreams — 
it can be your friends, too. Some people enjoy nothing more 
than going along with you and throwing in a good ‘tut tut’ and a 
cutting sarcastic comment here and there. 

The key when dealing with meddlers is to trust your own 
opinions and thoughts. If you have researched all the elements, 
you will be fi ne.

Are you ready fi nancially?
The ability of fi rst homebuyers to afford their fi rst home is 
always being reported on in the media — each generation 
claiming that it is harder for them to get on the property ladder 
than it was for the last generation. These observations are accurate 
in part but, in my experience, fi nancial limitations can be solved 
by buying what you can afford and not being bloody-minded 
about the process. First homebuyers need to acknowledge the 
limitations of their budget: demanding certain features in their 
fi rst home or insisting on certain suburbs — all because you 
think you must have these things — won’t get you anywhere, so 
get real with your expectations.
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When you think you are ready emotionally for the commitment, 
start the process of working out how much you can afford. You 
should ask yourself the following questions:

Do I have a deposit?  c

How much can I afford to pay to the bank each month?  c
(Remember that you may be able to afford a certain 
amount now, but it’s always best to borrow less than 
your maximum limit, just in case your income or incomes 
reduce for some reason or interest rates increase.)

Do I have an adequate fallback plan? c

Do I have other fi nancial commitments such as car  c
loans or credit cards, and if so, am I sure I can manage a 
mortgage on top of these debts?

If you’re unsure whether you can afford a 
mortgage, try a month-long ‘dummy run’. This 
is where you practise living as if you have had 
the expense of a mortgage each month on top 
of your regular expenditure. Can you live on the 
remainder — really?

Andrew’s

hot tip

As tedious as this all sounds, you really need to do your home-
work. Do not over commit, and ensure you’re not paying too 
much for something you could have found cheaper elsewhere. 

Who can help you?
There are many people whose services can be of great help 
to an aspiring homeowner when attempting to untangle the 
complicated world of buying property. As with everything else 
in life, everyone has a particular angle or agenda that may 
infl uence the type of advice they give you, so always consider this 
element when accepting advice from professionals. Following 
are some of the people whose advice might be relevant when 
making decisions about buying a home, and a discussion of 
what agenda they may be pushing.
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Lenders 
Many home loans in Australia will be dealt with by the major 
banks. These organisations will have a variety of mortgage 
products, but they will always be limited to offering their products 
only. Be sure to shop around for the best deal.

Mortgage brokers
A mortgage broker or agent will help you to research the best 
mortgage package for you. Because they are not affi liated with 
one institution, they might have a broader perspective on what’s 
out there, and be able to give you a less biased opinion than a 
bank might.

Financial planners
Financial planners review your overall fi nancial position and 
take this into account when helping you decide what kind of 
mortgage will best suit your needs. Check that these guys are 
not pushing a certain product. Make sure you back up their 
opinion with your own research.

Accountants
Accountants are able to advise you on the tax implications of 
your decisions, and help you budget. They can also be a great 
source of impartial advice, and can help you review the options 
you have been given by other advisers. Accountants are less 
likely than other experts to have a hidden agenda, so they’re 
less likely to steer you towards a particular package because 
they have something to gain from it. You pay for their time, so 
when you meet with them, be prepared with your questions 
and paperwork. 

Lawyers
It is always worthwhile using a lawyer when purchasing a home. 
They can interpret contracts, advise you on the local regulations 
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that govern your purchase and steer you away from potentially 
dodgy vendors. 

Conveyancers versus lawyers

Lawyers are the most expensive option, but have a vast 
array of expertise on hand. They are arguably in the 

best position when things start to get tricky. For uncomplicated 
deals, use a conveyancer. They are licensed and specialise in 
property transactions only, so can be a great alternative. Often 
they are a bit cheaper than a lawyer, too.

Buyer’s agents
Buyer’s agents work on behalf of the buyer to research and 
inspect properties, then negotiate prices with the seller. These 
agents act for buyers only, and get paid directly by the buyer 
once a home has been secured. There is generally no confl ict of 
interest here, although buyers can get commissions from agents. 
These commissions must be declared at the start of the process. 

Have you set a budget?
Your budget should always be set in consultation with an acc-
ountant or broker, who will be familiar with the current 
economic and legal landscape in which you are buying. Your 
lender or broker will ask you to consider the following things 
when setting a budget:

price of house c

deposit amount c

acquisition costs c

stamp duty c

legal costs c

advance strata fees  c

monthly running costs c
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mortgage c

insurances c

rates c

strata levies. c

Borrow less than you are offered

Remember, when setting your budget, it’s important 
to allow yourself some leeway to account for possible 
unforseen setbacks, such as career changes, job loss, 

relationship breakdowns, unexpected emergency spending or 
rising interest rates. Let’s say, for example, that the bank allows 
you and your partner to borrow $300 000. In this situation, I 
would be borrowing between $250 000 and $275 000, to 
ensure you have a considerable comfort zone. 

Consider your attitude to risk, and think about what you would 
do if your income dropped or ceased. Sometimes it is worth 
borrowing less than the lenders will actually lend to give you 
some peace of mind. If you are a natural risk taker, or the 
home at the top end of your budget appears to be worth the 
risk, prepare a backup plan.

Ensure that once you’ve taken all these costs into account, you 
are still able to live comfortably on your available income. 

The reason your budget must be the fi rst issue 
tackled before buying is that it will dictate all your 
subsequent decisions: the suburb you can buy in, 
the size of home or unit you can choose and the 
features you can afford.

Andrew’s

hot tip

Financing your new purchase
Having ascertained that you have a reasonable deposit, a stable 
job, a backup plan in case of emergency and a realistic idea of 
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what you can expect to pay (based on consultation with experts), 
it’s time to investigate how to pay for your new house.

Researching your options
As tedious as it sounds, the key to being in the best fi nancial 
position to buy a house is research. It’s important to do your 
homework, which means utilising the help of advisers such as 
the ones mentioned on pages 7 and 8 to work out how much 
you can afford to spend, and which mortgage structure suits 
you best. My golden rule here is to ask lots of questions. The 
reason you need to talk to lots of different advisers and ask 
them questions before you fi nd your home is so you can do your 
research without pressure. You are a fi rst-time buyer, and you do 
have time — so check out all your options and you’ll reduce the 
chances of things going wrong.

You can also do some online research to familiarise yourself with 
the legal and economic landscape in which you’re buying. 

Choosing the right mortgage 
The term ‘mortgage structure’ sounds complicated, so think of it 
in its purest sense: it is a long-term loan that is, almost without 
exception, the cheapest form of borrowing available. Different 
lenders will offer you a multitude of packages or products, each 
sporting a new and appealing feature. 

Your fi rst decision will be on the length of the loan. The longer 
the loan’s term, the lower your monthly interest repayments 
will be — but the more interest you’ll pay overall. So a 20-year 
loan will cost you more each month, but less overall, than a 
30-year loan. 

The next thing to consider will be the repayment structure. There 
are a multitude of things to consider here, so don’t be afraid to 
ask questions of your lender or any of the other experts you’ve 
enlisted to assist you.
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Fixed-rate loans
Fixed-rate deals, where a home loan is repaid at the same (fi xed) 
interest rate for a period of time, can be great; they are easy to 
budget for in the fi rst year or two, and you know your payments 
will not change from month to month. But fi xed-rate deals 
usually involve paying penalties if you need to get out of the 
arrangement or sell your home — so make sure you know what 
these terms are, and how long any penalties continue. 

There is another negative: when paying back a fi xed-rate loan, 
you always pay the same interest rate, no matter what the 
economy’s doing. This is great if general rates continue to rise, 
because you’re still paying the same fi xed rate that you agreed 
to when you took out the mortgage. But often, fi xed-rate loans 
mean you’ll pay a slightly higher level of interest than people on 
a variable-rate loan. 

Check where the interest rates are in their cycle: if 
rates look set to increase, it may be a good time 
to get a fi xed-interest loan. To fi nd out more about 
interest rates and their current levels, check online 
at <www.rba.gov.au>.

Andrew’s

hot tip

Variable-rate loans
Variable-rate loans, which carry an interest rate that may move 
up or down depending on the movements of the economy, will 
usually give you total fl exibility and a lower monthly rate at 
the time you take out the mortgage. Beware, though, that the 
rates can change every time the bank decides to adjust its rates. 
Remember, when you hear the news that your bank has increased 
its rate by 1 per cent, your $300 000 variable-rate mortgage that 
was costing you $1500 per month will now be $1750 per month. 
So you must be sure you can cope with unexpected increases. Of 
course, the reverse is true: if rates drop, you benefi t.
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Interest-only versus principal-and-interest loans
When working out the repayment structure, there are so many 
things to consider! Do you pay the interest only, or should you 
always pay off the loan combined with the interest? 

The latter is the more costly option. On a $300 000 interest-only 
loan, the payments would be $1500 at 6 per cent. On a principal-
and-interest scheme, you’d pay $1932.

In simple terms, an interest-only loan is a loan where you repay 
only the interest on the principal during the loan’s term. At the end 
of that time — usually one to fi ve years — you repay the amount 
you borrowed as a lump sum. As you would expect, repayments 
are lower than with a standard principal-and-interest loan. In 
practice this means that if you borrow $300 000, at the end of the 
term (say, fi ve years), you will still owe the lender $300 000. 

If you combine interest while paying off the loan itself, at the end 
of the term (usually much longer — 20- to 30-year mortgages 
are not uncommon) you owe nothing. The repayments on this 
type of mortgage are much more. 

The reason so many people opt for interest-only loans is to keep 
monthly costs down. Another incentive is the hope that the 
home’s value will increase substantially by the time you need to 
pay the loan back. The decision is usually about whether or not 
you can afford to pay off the principal. If you can, a principle-
and-interest loan is the best choice.

Redundancy protection
Redundancy protection is a form of insurance that you can link 
to your loan to cover any shortfalls in income if you are ever 
made redundant. These policies vary substantially, so research 
thoroughly and compare each deal. 

Mortgage holidays
A mortgage holiday is not where your lender sends you to 
Bali once a year — all expenses paid. A mortgage holiday is a 
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gap in monthly payments for a set time. It can be an effective 
way of planning for life’s little unexpected disasters, but be 
aware that to fi nance this gap in monthly payments, the lender 
will usually have to increase the cost of your repayments. 

Shopping around for the best deal
Having decided on the best mortgage structure for your needs, 
shop around for the best mortgage packages available. You 
might approach a lender directly and use a broker or two. 
Compare what they have to offer you, and don’t be afraid to 
tell them what other lenders are offering you for equivalent 
products — you might be able to talk the lender into giving you 
a better deal. 

What’s the agent thinking?
If you turn up to inspections with your best friend — or, even
worse, your parents — watch the agent’s reactions: they will 
either be totally resigned to the fact that no deal will be done 
today, or they will embark on a wonderful array of sales tech-
niques aimed purely at your parents. Do not be shocked if they 
ignore you entirely. The younger you are (or the younger you 
look), the more gullible the agent will think you are. Have fun 
with the agent —  let him or her think you are gullible. Don’t tell 
them you have read this book! If this happens, try to remember 
that as a fi rst-time purchaser with fi nances in place and 
emotions intact, you are actually a very desirable commodity 
and good agents will know this.

Another little trick us agents like to play is ‘becoming your 
mate’. Good service is key and you should expect it, but note 
that agents are paid by the seller. Some agents will think by 
‘becoming your mate’ you will suddenly throw caution to the 
wind and sign up for anything they tell you to.
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As you know, I discovered my fi rst home when I was working 
as a real estate agent, while showing prospective buyers around 
it. My background research had been unwittingly completed in 
the months of hard work and late-night inspections with pros-
pective buyers that had preceded my purchase: I had viewed 
most of the competition.

So my real house-hunting expertise was not consolidated until I 
bought my second house. I had already put house number one on 
the market. Why? I really can’t remember! Maybe it was because 
I had owned it for nearly 10 months, had renovated extensively 
and had already grown bored of it. I was young! Nevertheless, I 
decided to sell. My fi rst house was sold the very day I put it on 
the market — but that, too, is another story.

So there I was, now at the dizzy and mature age of 19, about to 
hand over the keys to my fi rst home and I needed to buy a new 
house quick smart — but where to begin?
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Finding and buying
your perfect home

Pick me!
Pick me!
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I started with the question of price: I did the usual fi nancial 
checks and shopped around to fi nd some suitable fi nance pack-
ages, so I knew what my budget was. 

The next item to consider was where to buy. I wanted to stay in the 
same suburb in which I’d lived in my fi rst home; I wanted to be 
close to my friends and family. It was a marketplace I knew well.

Then, for the fi rst time in my life, I had the great pleasure of 
offi cially starting to look for a house. That meant visiting 
displays and established homes, picking the brains of real estate 
agents and embarking on all the other trappings of searching 
for a home. Now I know that the very idea of searching for a 
new house can fi ll some people with horror — so I was lucky 
that I relished the thought. In fact, this time around I found 
the process of house hunting very empowering, because I knew 
that I really could make a decision if I wanted to. In fact, I was 
quite annoyed when within merely a week I had already tracked 
down my new home.

Although I had been conducting house inspections with pros-
pective buyers for nearly two years, I had never experienced 
the other side of the fence. I had great fun. In that era — the 
mid ‘80s — some real estate agents would let you go around to 
their clients’ homes on your own. As I often worked late, the 
evening inspections were all I could fi t into my schedule. When 
I’d go to inspect a property in the evening, it wasn’t other agents 
conducting the inspections — it was the proud homeowners 
themselves who undertook this task, and wow! What an array 
of tactics, procedures and methodologies they displayed.

Usually, if a couple owned the house, the woman of the house 
would reluctantly take on the task of showing me around the 
home and all its delights. Unfortunately, due to my budget, we 
were not talking ‘spacious homes’ with rooms and rooms — so 
the tours the women took me on could be very quick and, before 
the man of the house had a chance to hide his ashtray and spray 
some air freshener around the living room, we would be back to 
the room we started in. The nervous partner would always ask 
me: ‘What do you think, mate? We love it!’ I would stop myself 
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from replying with: ‘If you like it, then why are you selling it? And 
no, I think this is probably the last place in this suburb I would 
consider buying’. I did not say this — rather, I would say that I 
loved it and would give it some more thought and go back to the 
agent, usually followed by a comment about popping back to see 
the house again in the following days (the sellers’ faces always lit 
up on this note). I never meant it, of course — but how can you tell 
people their home has less style than a bogan’s rumpus room?

These homeowners were fascinating. In observing their tech-
niques, I noticed that they seemed to focus exclusively on one 
approach: the great undersell (where the seller plays up the 
negative features of the home to avoid nasty surprises for the 
buyer). I surmised that they planned not to bother with ‘the big 
sell’, relying instead on the number of people they managed 
to attract. I imagine they hoped that if they got enough people 
through the door, at some point someone would say ‘yes’ to their 
unexciting, gloomy abode.

Of course, my search for a home also included inspections with 
professional real estate agents. These experiences, too, gave me 
valuable insights into the industry in which I worked. Despite 
having spent two years working in real estate, I was unprepared 
for the shock of meeting the agents as a buyer. As you know, 
agents vary substantially, ranging from the meek and mild who 
speak only when pushed, to the big, brash and fl ash, who are so 
pushy you could smack them one. Some of them care, some do 
not — some make you wonder how they would ever be able to 
sell anybody anything. 

Eventually — well, a whole week later — an agent was successful 
in convincing me to buy. My purchase was a brand-new home 
from a display complex. When I think back on it now, I recall 
that the sales person was smart, effi cient and polite, and had 
a discreet but strong sales technique. He listened and asked 
questions, and made me feel good about the whole process, and 
the house itself. Needless to say, I fell for these clever tactics — pay 
attention all you agents out there, you might learn something!
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To all prospective homebuyers, I offer the following advice: before 
you start looking for a property, remember that you are looking for 
your home. This means you need to take into account what you 
want from the land, the structure upon it, the home’s environment 
and the suburb in which it’s located. In terms of the community 
you’ll be moving into, remember that the only people who count 
in the long run are your closest neighbours, and you usually won’t 
get to meet them until the deal is done and dusted.

How do you start looking for your fi rst home?
Now that my rant is over, I can suggest to you the most logical 
order in which to approach the task of hunting for your new 
home. You should approach the matter in the following order:

Work out your price range. c

Choose a location. c

Make a ‘wishlist’ of specifi cations. c

Working out your price range
Now is the time to put your research to good use and decide on 
a realistic price range. The price you decide on will dictate every 
element of your planned search, so it must be decided before 
you do anything else. Remember, as I outlined in chapter 1,
before deciding on a price you should consult your fi nance 
broker, contact your lender directly and do extensive research 
online. Never be pushed into over-committing yourself. This is 
the time to set your price bracket and be prepared to stick to it. 

Are you in a buyers’ or a sellers’ market?
Pay close attention to the market conditions at the time of your 
search. Are you in a buyers’ or a sellers’ market?

A buyers’ market is defi ned by an abundance of housing stock, 
but not a huge amount of demand for the stock. This means 
there will be plenty of choice for the buyer. Some indicators of a 
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buyers’ market are low property prices and sellers that are keen 
to negotiate a lower fi gure for their home. There may also be low 
auction clearance rates, and an abundance of ‘for sale’ boards 
and property ads stating discounts.

A sellers’ market is the exact opposite. This is where there is 
very little housing stock for sale, but a large demand for that 
small amount of housing stock. You can tell if you’re in a sellers’ 
market because sellers won’t be willing to negotiate on price, 
there will be high auction clearance rates and ‘sold’ boards will 
be everywhere. 

For example, if you are in a sellers’ market and your budget is 
$300 000, forget looking at houses listed at $325 000 — the seller 
is not likely to reduce his or her price. However, if your house 
hunt is taking place in a buyers’ market, you should consider 
inspecting homes listed as high as $350 000. This is because if 
you are in an economic climate favourable to buyers, the seller 
is more likely to reduce the asking price — especially if he or she 
has been trying to sell for a long time.

At the other end of the scale, look from $200 000 upwards just in 
case a renovation project or bargain pops up. This is more likely 
to happen in a buyers’ market purely because sellers become 
desperate after lengthy periods on the market, so some homes 
can be massively reduced. 

Choosing a location
The sooner you can narrow down your search criteria, the more 
effective your search will be. It is important to realise that the 
property market is a big place, and virtually every suburb has its 
own ‘micro market’ — pockets of high and low growth, or areas 
within the suburb that are better suited to your needs for some 
reason or another. In my experience, people often select location 
prior to establishing their price range, which makes no sense, 
because quite often your budget may rule out your selected 
suburb and your search will start and end with disappointment. 

Your budget may have narrowed down your options, but you’ll 
need to move forward by selecting areas within your chosen 
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suburb that you know and like, or areas that you know are good 
localities because you have friends or family living there.

Most people are now familiar with the term ‘hot spot’. It is a 
term created for investors, and relates to the profi tability of 
buying in a particular suburb for the purpose of later selling 
at a profi t. Don’t allow yourself to focus on future growth or 
investment potential too much when selecting your location. 
Your priority should be that you buy a place that you will enjoy 
living in — and not because its median house values increased 
6 per cent in the last quarter and the media claims that this is a 
top area. If you select an area because it is right for you (short of 
buying a house with a sewage works next door, or in a suburb 
where all the other homes in the area are being bulldozed for a 
nuclear power plant), the growth in value of your suburb should 
keep up with everyone else’s, provided that you’ve chosen well 
within that area. 

For this reason, you need to get to know your selected search 
area intimately. I guarantee you that suburbs you hear about 
featuring ‘amazing growth’ will still contain some homes that 
performed poorly. Furthermore, if the suburb’s growth is already 
being reported on, you are too late to get the ‘deal of a lifetime’ 
the media is promising you, and you could even be buying at 
the top of the market. So relax. Select an area carefully but select 
it because you like it, or it works for you as a base. The local 
council may be able to help you choose by confi rming that no 
new plans that could be detrimental to the suburb are in the 
planning process. Ask around — don’t be scared to talk to the 
neighbours. They will always moan or sing an area’s praises 
without prejudice.

Making a wishlist of specifi cations
When agents talk about ‘specifi cations’, we’re talking about the 
type of house you want: its condition (renovated or unrenovated), 
design, materials, number of bedrooms or bathrooms, size, 
character, garden and so on. The specifi cations of the house 
should be considered after both the price range and the location 
have been established, because both will dictate the style and 
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size of home you can go for. For example, your decision to 
avoid borrowing all the money offered by the lender, or to buy 
within fi ve kilometres of the CBD, may mean that you can now 
only afford a one-bedroom unit (rather than a three-bedroom 
house). Perhaps you originally wanted a character-fi lled period 
home, but the suburbs in your fi nancial reach are featuring 
more recently built homes. To make your search work, and to 
avoiding taking six months or a year to fi nd a home, you need 
to be realistic and fl exible. If you cannot afford a three-bedroom 
freestanding home in your preferred suburb, buy a two-bedroom 
unit instead — just make sure you’ve searched thoroughly and 
found the best one out there. Alternatively, if you need three 
bedrooms, move suburbs to allow for more square metres for 
your dollar. But don’t spend months and months moaning 
about the market. Just get on with your search and adapt to suit 
your criteria.

Remember that housing is the only product in our modern world 
where the buying process is not as simple as deciding what you 
want, checking that you can afford it and then buying it. Buying 
a house will always be about compromise. Even if you decide to 
build your own house from scratch, the land you choose will be 
dictated by availability and your budget. Similarly, the house’s 
design will be dictated by the land you’ve been able to acquire 
and, of course, your budget. 

Carefully consider the limitations of your wishlist
You’ll need to consider your limitations when deciding on the 
specifi cations of your new home. For example, are you willing 
to live in an unrenovated house? If so, would you know how to 
undertake works to upgrade it yourself, or do you have family 
and friends who could help you? Assuming you can do the 
renovations on your own, are you willing to give up enough 
time to undertake the improvements? Be honest with yourself. 
A three-bedroom home may be your dream, but being unable to 
afford a renovated three-bedroom and opting for an unrenovated 
three-bedroom that you hope to update may not be the right 
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option — the house may need extensive and costly renovations, 
and making the changes yourself might take all your spare time 
and money. Buying a renovated two-bedroom unit instead 
might get you on the property ladder, allow you to retain free 
time and be easier to budget for. You need to know what will 
work best for you. 

Remember, larger houses involve hidden costs that don’t apply 
to smaller ones, for several reasons: 

they cost more to furnish c

they take more time to maintain c

they have higher council rates. c

I know it looks better to be the proud owner of a big house, but 
it’s no fun if you can’t afford to live in it comfortably. 

Sample wishlist

Here is an example of my wishlist for an investment 
property that I purchased last year:

 Location. I chose a suburb that I liked and knew well, 
because I had a fair idea of how the market worked and 
felt comfortable there.

 Price. My choice of suburb dictated my price, as did my 
budget. I wanted to enter the lower end of my chosen 
suburb’s market to ensure that capital growth would 
be strong.

 Rooms. I wanted four bedrooms and two bathrooms to 
ensure ease of rental and future resale.

 Specifi cations. I wanted a home that had special 
features that gave it character and made it aesthetically 
appealing.

 Most importantly, I wanted a seller very keen to sell.

This sounds like a tall order, but this search took less than a week. 
Because I knew what I wanted, I recognised it as soon as I found 
it. After a few drive-bys and one inspection, the deal was done.
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A fascinating fact that I‘ve grown to understand over the years 
is that these perceptions towards negatives vary vastly from 
place to place. Buyers in some areas see a feature that affects 
their housing stock as acceptable, whereas buyers in other areas 
fi nd the very same element a problem. For example, main roads 
rarely have a negative impact on inner-city unit buildings, but 
the same feature will have a negative impact on prices in a 
normally quiet suburb with tree-lined streets. Power lines are 
unpopular, but if half the residents of the suburb have sight of 
them, the negative becomes ‘normal’, and buyers become used 
to this ‘feature’ — so its impact is greatly reduced. 

If a property features a particularly negative element 
(such as a power line or multi-lane highway out the 
front, or industrial buildings nearby), ensure the 
price you pay is considerably less than a similar 
home would be if it was 500 metres away in a 
much nicer street. 

Andrew’s

hot tip

They say size does matter, but even that isn’t strictly true in 
the world of property. What passes for ‘normal sized’ in one 
suburb might be considered unacceptably small in another. 
The rule here is if something that you would consider detri-
mental is seen in the majority of homes in your search area, you 
probably don’t need to worry too much about its effect on future 
property values.

When weighing up the negatives of the home, remember that 
you have to live there and put up with any negative elements — 
so only compromise as much as you can tolerate.

Last year I helped some very good friends of ours select a new 
home. Their wishlist and their budget matched, but this was 
to be a long-term family home and they wanted to ensure not 
only that the wishlist was adhered to, but also that the home felt 
right. That ‘right feeling’ is impossible to defi ne as it is different 
for everyone, but you will know when you feel it — it’s like love 
really, you just know it is right. (Okay, so it can end in a divorce, 
but at least if you start right you’ve got a chance!)
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These friends knew the suburbs they wanted, and they knew 
exactly what kind of house they wanted: a freestanding four-
bedroom home with two bathrooms, two living areas on a 
nice street. You would be amazed at how many homes met 
these criteria on the internet and in agents’ windows, but on 
inspection just did not feel right. On our search, we discovered 
that another wishlist feature was decent ceiling height and some 
architectural character or interest. After a few heavy inspection 
sessions, they got very excited about a home that seemed to 
meet all their criteria. Its only issue was that its outdoor covered 
area was tiny and hard to extend. They submitted an offer, but 
the seller was not exactly coming to the party on price or terms. 
As negotiations continued, I could see our mates slowly falling 
out of love with the home. 

At this point I recalled a home we had all inspected, that they 
had really fallen in love with — but because the house only had 
one living area, it had been discarded. So I persuaded my friends 
to take another look at that house with one living area. We all 
went over one Saturday morning, and the moment they stepped 
back into this home, they made all the right buyer noises: lots of 
oooohhhs, sighs and smiles — the kids ran around with happy 
faces. We had a brief discussion about how you could create a 
second living area. As it turned out creating a second living area 
was not only possible, but it would add future value.

It was decided this was a compromise they were prepared to 
make because everything else was ticked: the high ceilings, 
the fantastic outdoor area, the home’s location, its architectural 
style — it was just what this family wanted. This was a big 
compromise, but the difference here is the compromise could 
be rectifi ed at some point. The cost of the changes would be 
easily covered by an increased sale value. This contrasts starkly 
with the previous example, where the compromises were too 
complicated and expensive to overcome at a later date. The 
second family bought wisely because they bought a home they 
loved, and continue to love. They have no regrets about the fi rst 
home they offered on. This wise buy is the safer investment, too. 
Why? Because the lack of a second living space can be dealt 
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with. The fi rst case is a mediocre home on a fantastic block. That 
is a big and complicated compromise to solve, unless you paid 
‘buttons’ for it (which they did not).

Making compromises

Recently I went to see a home that a family had 
purchased a year or so before, following an interstate 

move. The family loved boats, but a waterfront block was not 
in their budget, so they made the sensible choice and went for 
a home near rather than on the water — in a waterfront estate 
with a marina facility on hand. They even managed to secure 
one of the only houses that had a water view (across the road, 
but a view nonetheless). On the surface, this seemed like a very 
understandable decision and a great example of compromise.

I can imagine how the inspection went: they saw the block 
position and fell in love, did a quick tally of the number of rooms 
and decided to purchase. Sure, the kitchens and bathrooms were 
not their style, and the home itself failed to deliver on the ‘wow’ 
factor, but the fact it was a bland home in a great spot passed 
them by. Careful thought would have revealed that although the 
block and size were right, the home itself lacked the fi ttings they 
wanted, and the fl oor plan created dark rooms. Only two rooms 
in the house — the study and the formal lounge — benefi ted from 
the wonderful view. To alter the fl oor plan and fi ttings would be 
very costly and diffi cult. Their desire for a view had blighted their 
selection, and now although they love the view, they really hate 
the home. They are already planning very costly renovations 
and another move in a few years.

The reason this compromise did not work is simple: the 
compromise was too big. The home didn’t meet the family’s 
needs and the interior just did not excite them. The same home 
without the water view would have been much cheaper. The 
worst part is that with the cost of moving and renovating, they 
could nearly have afforded the waterfront home they wanted.

Househunting 101
If you have read this far and are still keen to buy, it’s time to 
start looking for your perfect property. Before jumping in, it’s 
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very important to think carefully about what your goals are and 
research the market in your chosen locale meticulously. 

Researching the market
Thorough research is the single most important thing you can do 
to maximise your chances of meeting your goals when buying 
a new home. Your research can be done by searching property 
sites online, through face-to-face meetings with agents and 
by looking at the property sections of newspapers or the free 
magazines that are available at real estate offi ces.

Bear in mind the importance of keeping up to date with your 
research. All ‘previous sales’ research you do is of course historical
 — okay, it may only be a few months old — but that can be a 
long time in the property market. Don’t get confused or mislead 
by the information. Whereas professional valuers and agents 
know how to interpret the results in their proper context, the 
general ‘public’ doesn’t. And why should you? I don’t know how 
to do your job! The art of research is in fi nding similar homes 
and adding value for benefi ts and reducing value for negatives. 

Scoping out online resources
Online resources have exploded into the world of real estate in 
the last 10 years. In the very late ‘90s, web advertising companies 
approached my London agency boasting about the importance 
of an online presence. At that stage, not one sale in our offi ce 
could have been linked to the internet in any form, so I told 
them politely that online presence was about as important as an 
open inspection at 6 am on a public holiday. 

Now, only 10 years later, 95 per cent of buyers use the internet 
to fi nd property.

We are now able to search for homes for sale virtually anywhere 
in the world. It seems incredible that from the comfort of our 
desks, we can see homes we’re interested in buying from the 
sky, from the street, or in video format. We can see fl oor plans, 
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photographs, get suburb details, see what has sold in that street 
for the last couple of decades, who paid what for it and when. 
We can have immediate online access to mortgage calculators, 
fi nance information, legal help, local council details, population 
information and the gender ratios in the area.

You should start your online research by learning about recent 
sales in the area in which you wish to buy. This will give you a 
good understanding of the market, and an awareness of how 
much various types of property sell for in the area. Following are 
some great Australian websites that make an excellent starting 
point for your research:

<www.rpdata.com> c

<www.pdslive.com.au> c

<www.myhousevalue.com.au>. c

Be aware that these sites charge for accessing the information, 
but it can be worth paying for a subscription for the period in 
which you are searching.

Another approach is to look at current homes for sale in the 
area. This can be a good idea, as the values will certainly be up 
to date. However, because the fi gures represent anticipated sale 
prices rather than actual sale prices, they will be less accurate 
than the statistics that you’ll fi nd relating to houses that have 
already sold. 

In Australia, there are a number of main property portals that, 
when viewed together, combine virtually every home for sale in 
all areas. Some good ones are:

<www.domain.com.au> c

<www.realestate.com.au> c

<www.homehound.com.au>. c

Always check all three portals wherever you are looking, as some 
agents only list on one site.
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Understand your goals

Before you make an offer on a home, ensure you 
have a good idea of what winning actually means 
to you. For some, it’s all about getting a bargain; 

Andrew’s

hot tip

There are also a number of websites that allow sellers to market 
their homes directly, rather than going through an agent. 
Examples of such websites are: 

<www.buymyplace.com.au> c

<www.buyitprivately.com.au> c

<www.propertyeasy.com.au>. c

Chatting to local agents
Due to the historical element of online search engines, you 
should combine your online research with local knowledge. 
No-one is better placed to help you with up-to-date local know-
ledge than the agents working in the area. Remember, agents 
only make money when you buy through them or sell your 
home with them, so if you want them to give you some free 
advice, you need to convince them that you are indeed planning 
to buy from them. Tell them what you want, and ask the agent 
whether your wishlist is realistic considering your budget. Also, 
ask them how often similar listings become available, and what 
is on offer now. Please remember that helpful agent when you 
do buy — we all have to make a living you know! 

Don’t forget the print media
Don’t forget to check the property section of your local news-
paper, or the free magazines available from your local agent’s 
offi ce. Because you have to set your criteria when searching 
online, some great homes could slip between the cracks of your 
search. Printed advertisements could expose a new location or 
type of home that you had not thought of before. 
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How to buy your home
Having found your dream home, it’s down to the tricky part: 
learning about the various buying methods you might need to 
utilise in order to purchase your property. This will ensure that 
you don’t get discouraged from securing what could be your 
ideal purchase purely because of the sale method.

There are three main ways to acquire a residential property in 
Australia — excluding befriending an elderly wealthy person 
and claiming to be their long-lost relative from Dubbo, of 
course. The following advice can only be a general guide, as 
specifi c regulations and conventions vary from state to state.

Private treaty
The term ‘private treaty’ is a rather grand and formal title for 
what is generally considered to be quite a normal method of 
selling property — but calling it the ‘normal’ method is rather 
unexciting, so private treaty it remains.

A private treaty involves a property being listed on the market 
by a seller or agent, usually with a stated price and no set 
deadlines for sale. The listing invites all prospective buyers to 
submit an offer in any form they choose, outlining their own 
conditions and dates. Most properties are sold this way. Quite 
often when an auction fails, a home will be put on the market 
in this form. For buyers it is the most straightforward, fl exible 

for others, it’s a chance to get the home they really want — fair 
and square. Your answer to the question of what you want out 
of winning will affect the way in which you go about offering 
or bidding for your new house. Why? Because buying a home 
that is perfect for you should mean that you are prepared to 
pay a fair price, maybe even full asking price. It is worth it 
for the increase in the quality of life you and your family will 
experience as a result. But if you are buying a modest unit to 
use for long-term investment, you may just walk away if the 
price gets too high.
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and least intimidating form of sale, and most of them love its 
simplicity.

Once you have submitted your offer, the seller will respond. You 
might have to make another offer, to which the seller responds 
again and the negotiations continue. 

Of course, the disadvantage from a buyer’s point of view is the 
lack of urgency sometimes encountered — sellers can take long 
periods of time to respond to offers, meaning that other buyers 
have a chance to submit their offer. You fi nd yourself part of a 
mini auction as sellers and agents play buyers against each other. 
It is possible in a good sellers’ market for buyers to be messed 
around — and, I can assure you, this does happen. Before you 
start to moan (or have a voodoo doll made to look like the agent 
or seller), you must put yourself in the seller’s place: if it were you, 
would you honestly refuse to listen to a potentially higher offer? 

Winning a private treaty

Once you have selected a particular home, it’s time 
to put your research to good use. Prior to choosing a 

particular home, you should have a feel of house values in the 
area, and a general view of what the market in the area looks 
like. So, let’s say the home you like is listed at $400 000. What 
should you do? Should you pay that price, or should you offer 
higher or lower?

You might have done some research and noted that the online 
property sites list homes similar to the one you’re interested in 
for around $350 000. Since the one you are considering is 
listed at $400 000, you might be tempted to bid lower, which 
would be a smart move in most situations. But a low bid might 
not work if that house is the only one of its type for sale and you 
know the open inspections have been packed. In that situation, 
the seller may be pushing it by asking for $400 000, but going 
as low as $350 000 might lose you the sale. If you are well 
informed and use your common sense, you should have no 
trouble negotiating a scenario like this.
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Tender 
Buying a property by tender is probably the least utilised of the 
three processes. In my experience, tender is actually the only sale 
method that really establishes an accurate sale value (although 
in reality, most sellers don’t want true value — they want more). 

Tender can take various forms. As a general rule, selling a house 
by tender is in some ways similar to the private treaty method. 
It involves listing a home and inviting offers from prospective 
buyers. The main difference between tender and private treaty is 
the time constraint placed on buyers, who are invited to submit 
an offer to the seller, expressing their terms and conditions, by a 
stated set date. The idea behind this scenario is to place buyers 
under a form of date constraint. Buyers therefore have the 
opportunity to analyse the property and express exactly what it 
is worth to them. The fi gure they come up with is the true value 
of the property because it is not infl uenced by the hysteria of an 
auction environment, or the conventions involved in the private 
treaty method, where buyers offer a low initial fi gure as a way of 
negotiating a lower price. Other property professionals may not 
agree that sale by tender discloses the true value of a property, 
but don’t worry about them — they are wrong!

There are of course pros and cons to this approach. As the buyer, 
you will have time to investigate the purchase before the set 
date, as it is unlikely that offers will be accepted prior to the set 
date. I say unlikely because conditions vary from state to state 
and also from seller to seller, but it is rare. Another advantage for 
you as the buyer is that you will know in a fairly short period of 
time whether you have secured the purchase, rather than having 
to wait for the seller to take six weeks to decide on each and 
every offer received. Also, if you offer what you are prepared to 
pay, you don’t run the risk of getting carried away at auction or 
being forced up by other parties in a private treaty.

But the tender method can be a bit of a minefi eld. You’ll have 
to involve yourself in some careful and detailed thinking to 
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ensure your offer and terms are good enough to get the seller’s 
attention without bidding more than you mean to. What makes 
this especially tricky is that as a buyer, you have no clue what 
other parties have offered to the seller — or even whether any 
other parties are interested at all. It really is a blind secret auction 
in its simplest form. So you have to decide what price level you 
are prepared to set, as you could end up offering considerably 
more (or less) than your competition. 

Winning a tender
Winning in the tender situation requires a unique skill, because 
you don’t know your competition. You may not know the other 
interested parties, or even whether anybody else is slightly 
tempted. But there are a few things you can do to gauge the 
interest in the house. For example, you could attend the open 
inspections and count the number of people that show up. (Never 
feel you shouldn’t listen to other people’s conversations in these 
circumstances — try hiding behind doors, or in cupboards.) Also, 
don’t be afraid to push the agent: sometimes they might let out 
some valuable snippet of information on the property’s price, 
the sellers or even the bottom line. Schmoozing with the agent 
is always a valuable activity: don’t underestimate the power of 
a large skinny cappuccino and a blueberry muffi n in winning 
them over. And no matter how painful you might fi nd the agent 
to be, always act as if you love them.

The decision the seller makes to accept an offer is not always 
entirely about the monetary value of the offer. Favourable terms 
that the seller will like can also play a part, such as a quick 
settlement date or increased deposit size. 

So although buyers can be scared away from this method, I 
would not worry — tender can be a very fair process.

Auction
An auction is a public sale where buyers bid against each other 
to buy a property. If the highest bid is acceptable to the seller, a 
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sale occurs on the fall of the hammer. The highest bidder signs 
the contract and pays the deposit at the end of the auction. 

Auction is a hugely popular method of sale in Australia, but I 
often encounter buyers who are actually dissuaded from even 
inspecting a home offered for auction because they are scared 
and intimidated by how stressful and unpredictable such a 
method of buying can be. Their fear relates to the auction itself. 
This is understandable, as there are many elements of the auction 
process that make it seem intimidating. However, as I will explain, 
there are steps you can take to ensure that you approach auctions 
with confi dence, and with a bit of luck, come out with a win.

The auction process is governed by a variety of regulations and 
conditions, which of course vary from state to state (which is 
ridiculous — it should be the same everywhere — but don’t get 
me started on that!). Usually, prospective buyers bid against one 
another to ascertain who will be prepared to pay the highest 
price. The highest bidder is announced by the auctioneer, and 
the sale of the property to that person is confi rmed by the fall 
of a hammer. Generally, once this has happened, the property 
belongs exclusively to the highest bidder, who then has a 
previously stated number of days to settle. The buyer then pays 
his or her deposit and is contractually obliged to buy the home. 

Sales contracts

A sales contract can be an extremely complex and 
lengthy document, which can intimidate buyers because 

of the confusing language it contains. In reality, most of the 
information in the contract will be pretty standard stuff. Work with 
your lawyer to ensure that you complete the contracts correctly, 
and that you are getting what you want in the arrangement. 
Specifi c things to check are:

 Is the price agreed correct? 

 Are the settlement dates, deposit due dates, building 
inspection deadlines and payment schedules as expected? 



No-Nonsense Guide to Buying and Selling Property

34

The majority of Australian property auctions don’t include a 
price guide in their listings, a practice I personally fi nd about as 
useful as an overseas call centre. In the odd but gloriously helpful 
occasion that price guides are stated, they are often much lower 
than the actual price to get you excited. This is fair enough — it 
is a sensible sales technique. I will have a moan about that later, 
but for now all you need to know is that the auction process is 
open by its very nature. 

If you are interested in an online listing that has 
no price guide, there is a trick that could disclose 
the price of the home. Try performing a search for 
the house using several different price bands. Keep 

narrowing your range until the home appears as the only search 
result. The agent will have had to show a price search to submit 
the home to the website. This cannot always be accurate, but it 
might give you a clue!

Andrew’s

hot tip

Sales contracts (cont'd)

 What are stated penalties and when do they apply? 

 Are all details as agreed? 

 Is the home being sold with the inclusions you expected?

 Can you fulfi l all the obligations stated in the contract? 

Ask your lawyer to explain any part of the contract that you 
don’t understand before you sign.

Auctions can be unpredictable. Sometimes they can just come 
to a halt mid fl ow, usually because the home has not reached a 
certain value level. Alternatively, the auctioneer may disappear 
to ‘take instructions’ from his or her client, which basically 
signals a heated conversation between the agent and the dis-
illusioned seller — the seller wants more money, the agent knows 
it is not happening and desperately wants to wrap up the deal 



Pick me! Pick me!

35

and invoice his or her commission. The auctioneer will then skip 
back to the waiting masses (or the three prospective buyers and 
fi ve neighbours who have turned up because the footy won’t be 
on until later that day). He or she will then announce whether 
the home has reached a reserve price (the minimum price 
acceptable to the seller). This is often when the real negotiations 
begin. Because the reserve has been reached, people get a little 
excited because a sale is about to happen, and may bid more 
emotionally than they did before. Alternatively, when the reserve 
price has not been made, the auctioneer will invite the last bidder 
to come and have a chat with the sellers to try and seal the deal. 
The unpredictable nature of an auction environment means that 
all your research needs to be undertaken prior to auction day.

The seller will be desperately hoping that two potential buyers 
will be carried away in a bidding war that will elevate the fi nal 
sale price beyond expectation — and that can happen, so watch 
out. If the hammer falls, you are committed: no excuses. Even 
if you submit an offer in the ‘discreet room’ that is often located 
at the rear of the building (to ensure privacy for the seller and 
prospective buyer), you may fi nd you are bound by auction 
conditions, so check beforehand. If you are in that discreet room 
and seem to be the only buyer there, play hard to get — check that 
the conditions meet your expectations. Oh the joy of power!

Bidding before the auction begins

If you are really desperate to secure a home, you can 
always submit an offer prior to auction. Of course, 

sellers are not obliged to accept your offer, but it may be worth 
a try. Don’t worry if the ‘will sell prior to auction’ statement 
is not advertised — we do live in a free market. That said, do 
always remember that winners can be losers: the bidder who 
secured the property but paid way too much for it because 
he got involved in a personal bidding war with the guy at the 
back with the tattoos and dark glasses might end up in a right 
fi nancial mess just because he wanted to win. 
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Familiarise yourself with the process by attending a 
few auctions before you are ready to buy in order 
to get yourself comfortable with the rather strange 
world of the property auction.

Andrew’s

hot tip

Winning at auction 
Tactics for winning at auctions are a hotly debated topic. I hate 
to be the bearer of bad news, but unfortunately, there is no 
secret winning formula for success as a buyer at auction. This is 
because to win, you must be able to read the auction room and 
adapt your actions and tactics to the scenario. So any tactic will 
depend on the specifi c situation.

For example, a popular piece of advice given to prospective 
homebuyers is to be strict about the fi gure you set. But this 
advice will depend on whether your situation demands it. For 
example, perhaps the maximum amount available to you is 
$300 000, and that includes selling your V8 ute, your favourite 
surf board and your body to anyone that will have it. In this 
case, even $1 will be too much more and you would do well 
to adhere to the rule. However, there are times where you may 
have a little more fi nancial fl exibility. In this case, you might have 
set a maximum of $300 000 knowing you have a little more to 
play with. In some instances, playing a ‘shock bid’ (for example, 
bidding $20 000 more than the last bid) shuts the room up, and 
the other potential buyers will drop away fearing you will take 
it all the way. In other cases, this can backfi re and send the price 
spiralling higher even more quickly. 

Some only submit their fi rst bid as the hammer is about to fall, 
a tactic used by many to ensure they don’t push up the price 
too early in the proceeding. This technique can scare off the last 
bidder who thought a second ago that he or she had secured 
the home! 

It is also possible to appoint someone to act on your behalf 
instead of attending the auction yourself — this may reduce the 
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Don’t forget the research!

The secret of winning at an auction is to know what 
you’re getting involved in: the more knowledge you 

have of the auction process, the property itself and the market, 
the more chance you have of buying a house you love at a price 
you’re happy with. Before you go to the auction, you should 
become very familiar with the following things:

 the current housing market in the area you’re looking (as 
you should in every type of buying situation)

 every detail of the property itself, including specifi cations 
and location.

With a good knowledge of the housing market in your area 
and a solid understanding of the property itself, you’ll be in 
a good position to judge what sellers and other buyers are 
playing at on the day of the auction. This should allow you to 
have a realistic perception of the environment in which you’re 
operating. Of course, many others will be doing exactly the 
same thing to you, so it is all fun and games really. 

How to handle defeat 
The trouble with property deals is the sheer amount of dollars on 
the line. It is very easy to get emotional and stressed as a result 
of the huge commitment you will be making. This is exacerbated 
by the fact that homes or blocks are almost never available in 
their exact identical form elsewhere — because if they were 
elsewhere they wouldn’t be identical. Follow me? So, it’s easy 
to fi nd yourself becoming emotionally attached to the idea of 
buying that particular house.

This is precisely why you should be conscious that defeat is 
possible. I would be the fi rst person to admit that this is so 
very hard to do, especially when you have found that perfect 
property. It could have taken you months of searching to fi nd 

understandable pressure you might feel attending the auction. 
Check with a lawyer in your state to clarify this process. 
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it, and you may have had countless sleepless nights where you 
dreamed of showing off your new purchase to your mates. You 
have even begged your boss for a raise or sold your children (that 
is a joke, by the way) because you wanted the house so much. 
(P.S. I don’t expect homebuyers to start selling children — that 
would make no sense. Most kids wouldn’t even raise suffi cient 
funds to cover the building and pest inspection! Joking again, 
get back in your box.)

Obviously, the thought of potential defeat is not the right 
frame of mind to start negotiating with a potential seller, but 
sometimes an obsession with a particular property can make 
you vulnerable. This can lead you to become blind and pay too 
much for the home, or worse: failing to pay full attention to 
what you are actually buying and missing the tell-tale signs of 
problems that could relate to the structure of the house, the 
block or the location.

I would hate to stop buyers getting enthusiastic — as you all 
know, I can get carried away with a lovely property opportunity 
within seconds of walking over the boundary. But I know the 
risk of losing your mind over the perfect property, so I urge you 
to enjoy the excitement, but combine it with a certain amount 
of realism.

Don’t let this sale method scare you away from a home you 
really like. The reality is that auctions don’t have to be intim-
idating, and hopefully by reading this book you will feel a lot 
more confi dent about them.

What’s the agent thinking?
When agents show you around a home, you may try to tailor 
what you say and how you react to convey a message to the 
agent. But in many cases, the agent can see right through you. 

You say: ‘What a great home! I will defi nitely get my partner to 
come and look at it during the week’.
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Agent thinks: You hate the place and cannot wait to get out of here.

You say: ‘This isn’t bad — we might consider it, if the price is 
right, but we are not that fussed’.

Agent thinks: Whoa, they love it. I don’t care what offer they give 
me, I have to get this one over the line!




