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inNtroduction

Life is full of decisions - relationships, children, career and lifestyle.

Buying a home is about the biggest financial commitment you’ll ever have
to make. However, it’s also going to be an exciting turning point - one
that will most certainly make the most impact on your lifestyle. For many,
it will be something never done before. Selecting the right home in the
right area, organising finance and negotiating the sale - it all sounds a
little daunting. Yet it isn’t as complicated as you may think!

This book is just the start.

It will guide you through the complete process, from finding the home of
your dreams through to finance arrangements and, finally, the move.
We’ve included worksheets that will help you prioritise and ensure you
find a home that will suit your needs both now and well into the future. Of
course, if there’s anything else you need to know, just ask. You’ll find your
Coomera Realty Sales Specialist is happy to assist in any way.




do your research

This is an important and exciting time in your
life. We want to make sure it’s enjoyable and
that everything goes smoothly.

If you find the prospect of buying your first
property a little intimidating, don’t worry. Doing
some basic research is easier than most people
think. It increases your confidence and reduces
the chance of making a mistake.

Most people start their search with an image of
the property they would like in their mind.
Frequently they have a short list of suburbs
they’re interested in as well.

You can establish an idea of where you’re likely
to find an affordable property by looking at the
price ranges of properties for sale in different
suburbs. Start by checking the real estate
sections of newspapers, magazines or internet
websites. Visiting websites such as
coomerarealty.com.au will help you cover a lot
of ground quickly and efficiently. Plus, you’ll find
lots of other valuable information to help you
with your search. Coomera Realty are trained to
assist you to identify your priorities, helping
you to find the property that best suits your
needs and budget.

Buying a home is not a task undertaken
everyday. It’s important to understand the
process of real estate, what you can
comfortably afford and the type of loan product
best suited to you. This guide provides
fundamental tips to make your journey easier
but it’s also important to listen to the advice of
as many experienced people as possible. This
will help guarantee you make an informed
choice.
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do your sums

“Borrowing Power” is a term you’ll often hear used to describe
the amount you can comfortably borrow to finance your proper-
ty purchase.

Your borrowing power is determined by your current income
and financial commitments as well as your savings and credit
history. You should carefully consider your current and future
living expenses so you’ll be assured you can repay your loan and
maintain the quality of lifestyle you’ll require. A budget and pur-
chase worksheet is provided on the following pages to assist
you prior to meeting with your financial advisor or mortgage
broker.

One of the biggest initial outlays you’ll face is, of course, the de-
posit. This is usually 10 percent of the purchase price but don’t
forget that the deposit, like many elements of the property pur-
chase, can be negotiated slightly depending on your individual
financial situation and assets. It’s not uncommon for a property
owner to consider a 5 per cent deposit in some circumstances,
so don’t be afraid to ask your Agent if your funds are stretched.
Having a good past saving history is also considered a big bonus
when dealing with mortgage brokers on your loan application.
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we agree that there is

great value In being local

In addition to the purchase price of your
new property, you will need to pay for
things like Stamp Duty (on the purchase
price and the loan amount borrowed) con-
veyancing fees and possibly mortgage in-
surance. Stamp duty scales vary state to
state so we have enclosed a Queensland
Stamp Duty Table for you within this book-
let. Alternatively you can visit our website
and use the online calculator in the Buying
Tab under Helpful Tools (where there are
various online calculators to utilise).

1.

The starting point is saving
towards a deposit but it is
important to understand all
the costs associated with
the home ownership. Such
as mortgage insurance,
taxes and legal costs.
Starting a rigorous savings
plan and doing all the sums
can help you see what the
hurdles are and how you
can best plan to tick them
off.

2.

Get some professional
advice. Sit down with a
range of lending institutes
to fully learn and to
understand the options
and possibilities. Even if
you don’t act, you will
properly understand where

you are at and what you
need to do.

3.

Be flexible with your
expectations. Units and
Townhouses / Duplex are
available in many areas at
lower prices and could
provide a feasible market
entry point. The key is to
get into the market, pay
down your mortgage and
establish equity in the
home as a basis for future
financial options and
flexibility. Then you are
able to think about an
up-grade or a move to a
suburb you’ve always
wanted to live in.
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financing

Talking to several brokers as well as a financial adviser will definitely
help you sort the wheat from the chaff. There are two options available
to you when organising finance. You can apply directly to a finance
institution or you can use a mortgage broker to help you through the
process. There are two fundamental types of home loans available, each
offering you a range of repayment options.

With a Variable Rate home loan the interest rate is described as a
variable because it may change during the term of the loan, depending
on economic conditions.

« Repayments can usually be made monthly, fortnightly or weekly
« The maximum terms is 30 years with many lenders

. Interest is calculated on the daily outstanding balance of your loan and
charged monthly so any additional or increased repayments will benefit
you immediately

Unless the loan is paid out in the first five years, there are rarely
additional costs for early repayment of the loan, other than
government / discharge fees.

As the name implies, this home loan product has a fixed rate of interest.
The term for which the interest is fixed may vary from one to five years.
After that, the loan may need to be renegotiated for another fixed rate
period or it may simply revert to a variable rate home loan.

« YOU may be able to make the choice to repay interest only or principal
and interest

.« There may be additional costs if you opt for early repayment of the
loan

Choosing the right home loan from the many products available can be
daunting. It’s important to understand the alternatives before making
your choice.

Brokers are available at your convenience and will be happy to meet
with you at a time and location that suits you. Consumer’s don’t usually
pay for a Brokers service directly, the broker is paid by the lender.

Brokers can place business with any of the major lenders, so they have
an incentive to find you the best, most suitable product, taking the
hassle out of arranging finance as well as saving you time and money
by finding the best deal available.




how much can you afford
to spend?

Before you begin actively looking for a property you
should sit down and determine what you can
comfortably afford. The budget worksheet on the
following page will help you to establish a price range.

A lending institution will apply a “Qualifying Ratio” which is the
percentage of a home buyer’'s gross income that can be
prudently allocated for debt, based on personal income.

As a general guide, lenders limit the total sum of monthly
mortgage principal interest, tax and insurance payments to 28%
of the borrower’s gross monthly income. Furthermore, they may
limit the total of all long-term debt payments to 36% of the
borrower’s gross monthly income.




budget

Worksheet

How much can you afford to pay each fortnight / month?

Your Income

YOU YOUR PARTNER
per fortnight / per fortnight / month
month

REGULAR OVERTIME $ $

(after Tax and Super is taken out)

NET RENT RECEIVED $ $

OTHER INCOME $ $

(including business Income a, benefits)

TOTALA+B=C $ Transfer this total to C



Your Expenditure

per fortnight / month

RENT OR BOARD (if applicable) $

HIRE PURCHASE PAYMENTS $

ESTIMATED MOTOR VEHICLE EXPENSES $

(fuel, maintenance, registration, insurance etc...)

SCHOOL + CHILDCARE FEES / MAINTENANCE $

MEDICAL INSURANCE / HEALTH COVER $

OTHER HOUSEHOLD EXPENSES $

(estimate amount for gas, electricity, phone, internet, water etc...)

OTHER LIVING EXENSES $

(estimate amount for gifts, travel, entertainment, holidays etc...)

TOTAL D D$

Less TOTAL D fortnightly / monthly expendi- D$

You would use this uncommitted income to make your mortgage
repayments but do not forget to allow yourself a sufficient
amount for any unexpected expenses.
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we value what your home
means to you

let‘’s go property hunting

BUYERSELLERS

Welcome to the Coomera Realty family

Aside from basics such as the general suburb/s and number of
bedrooms, there are other important things to consider,
depending on your circumstances.

For example, is the property within walking distance to the lo-
cal school for your children? How far to the train station if you
have to commute to work? Is there off-street parking availa-
ble? Does the residence offer a sunny aspect? Is it on a bus
route? How close are the nearest shopping facilities or Medical
Centre?
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There are now many ways of accessing information on the
property market. Of these, the internet is by far the most
popular means of finding real estate for sale. Use the buying
tab on the Coomera Realty website to find current properties
listed for sale.

We also find we are selling some properties “off market” if we
hold your details on our buyers database and match you to
new listings when they get signed.




Mmake an offer

Found a place you would love to call home?

Once you have considered other comparable properties nearby, take a
deep breath and make an offer!

There are two ways to do this:

Unconditional offer: An unconditional offer is when you offer an amount
to buy the house as listed (or negotiated) without requiring Special
Conditions, Finance Approval or a Building and Pest Inspection. Also
sometimes called a “Cash Contract” and terms are similar to that of an
Auction purchase.

Conditional offer: A conditional offers is when you offer to buy the
property only if certain conditions are accepted by the Vendor.
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For example, your offer may be conditional
upon arranging and requiring a time period for
Finance Approval (standard QLD period is 14
days) and arranging a Building and Pest
Inspection (standard QLD period is 7-14 days)
and this is at your own cost, not the Sellers.

Another condition might be a longer settlement
period of up to 60 or 90 days (standard QLD
period is 30 - 45 days) and this might not suit
the Sellers preferred time schedule. Talk to the
Agent handling your offer in full prior to them
preparing the Contract of Sale for you to sign.
That way they know exactly where you stand in
regards to your Conditional offer and whether it
falls in line with the Sellers expectations of a
Contract.

Other Special Conditions could be Subject to
the Sale of your property; Contemporaneous
(simultaneous) Settlement of your property with
your purchase or Subject to Council enquiries
for additions / extensions / shed / pool etc... and
your Agent shall prepare these standard clauses
for you to insert into the Contract.

Our Coomera Realty policy is to not prepare any
written offer to purchase forms, we prefer to go
straight to Contract with all offers, signed first
by the Buyer and then presented to the Seller.
We find that this is the best way to negotiate a
successful sale in the quickest way possible and
has proven to benefit all parties involved. A
written letter of offer is not a formal document,
nor are they recognised by the Real Estate
Institute of Queensland (R.E,.Q) of which
Coomera Realty are longstanding members of.
Sometimes this is a way for an Agent to
negotiate a sale prior to going to Contract and
this takes time going back and forth between all
parties and is often a frustrating process.

If you offer is accepted and the Contract is
executed then you still have the statutory 5 day
cooling off period in which to terminate. A
0.25% penalty rate (usually the $1,000 initial
deposit) can be retained by the Seller as they
have engaged a Solicitor, each case varies.

1.

Avoid the temptation to
make an offer prior to
seeing a broker or your
preferred bank. Obtain a
pre-approval amount from
them in writing before you
really start getting serious
about properties because
you will find you might
miss out on your “dream
house” or your finance
condition could fall over if
you have not learned how
much you can comfortably
borrow. Don’t just guess or
assume how much you can
afford, put in the time now
and feel comfortable when
you do go under contract
on a purchase that your
finance condition will be
approved by the lender.

2.

Seek out a Conveyancer or
Solicitor and have them at

the ready if you need some
professional advice from
them when you are signing
the Contract. They can

prepare special clauses
required and review the
Contract of Sale to ensure
that you are satisfied with
the terms and conditions
of the sale and that you are
in a reasonable position to
meet those terms.

3.

Conduct a Building and
Pest Inspection by a repu-
table and certified inspec-
tor so you know if there
are any problems with the
property and what they
might cost to rectify.
Remember, established
homes are not Brand New
so expect some things to
come up and always talk
with your Inspector and
Agent prior to making any
decisions.
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entering into contracts

When your written offer on Contract is ac-
cepted by the Seller then your initial deposit
(usually $1,000) is paid and the Contract is
dated and executed by the Deposit Holder
(our Agency signs off on all our Contracts).

You may elect to have your legal repre-
sentative check over the contract document
with you prior to signing because once you
have signed and contracts are dispersed to
solicitors, you are legally bound to complete
the purchase. With Private Treaty sales a
- cooling-off period of 5 business days ap-
plies in QLD following the date of the Con-
tract.

With Private Treaty sales, buyers are some-
times willing to enter into contracts before
completing legal enquiries and building in-
spections. This is so they can be sure they
have secured the property and protected
themselves from the likelihood of the owner
receiving a higher offer from another buyer.
They use the cooling off period to then
complete enquiries to their satisfaction, safe
in the knowledge that the vendor is pre-
vented from considering any other offers.

In the event that the buyer decides not to
proceed with the purchase before the expi-
ration of the cooling off period, a small per-
centage of the deposit is forfeited. Check
the contract for the exact details or ask an
advisor before entering into contracts.



Once contracts have been executed,
your legal advisor or conveyancer will
manage the rest of the transaction
through until settlement - the day the
balance of all monies are paid and
ownership of the property is trans-
ferred to the buyer.

Conveyancing is an integral part of
the buying process. This is the proto-
col by which legal title (or ownership)
of a property is transferred from one
party to another. This is usually done
in one of three ways; a solicitor, a con-
veyancer, or by the purchaser using a
do-it-yourself (DIY) conveyancing Kkit.
Solicitors are usually the more expen-
sive option but can provide you with a
wide range of legal advice in relation
to your property purchase. Expect to
pay anything from $500 to upwards
of $1,500, depending on the circum-
stances of your particular property
transaction.

Conveyancers are licensed to provide
the same conveyancing services as
solicitors, but cannot provide compre-
hensive legal advice should problems
with the transaction emerge. In such
an event it may become necessary to
retain a solicitor, in addition to the
conveyancer. Conveyancers are often
less expensive than solicitors, with
fees ranging from $500 to $1,000
(although their costs will vary depend-
ing on the circumstances of your par-
ticular property transaction).
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settlement

You’re now on the home straight with the
finish line in sight. It usually takes four to
eight weeks from the exchange of contracts
for settlement to be completed.

Until settlement, the property remains in the
possession of the vendor.

How the settlement process works

1. Your solicitor / conveyancer will prepare all
the documentation that will be required to
complete the purchase on the day of
settlement.

2. Your solicitor / conveyancer will contact
the vendor’s legal representative to arrange
the date, place and time of settlement.

3. Your solicitor / conveyancer will advise
you prior to settlement, of the exact date,
time of settlement and the amount of funds
that you are required to provide prior to
settlement (if applicable).

4. After settlement, the vendor’s solicitor will
contact the real estate agent that sold you
the property and instruct them to release the
keys to the property to you. This normally
occurs around one hour after settlement and
the agent cannot legally release keys until or-
dered to do so by the vendor’s solicitor in
writing.

5. Your solicitor will contact you to confirm
settlement has taken place. They will also
send you a Statement of Adjustment to show
you how the funds have been disbursed to all
parties involved. At this point, the property is
officially yours. So, send out the invitations
for your house warming party!

we trust in the
value of good people

1.

During the  settlement
Period purchasers are
entitled to ask for
accompanied access to the
property for “reasonable”
purposes. This might
include measuring up for
appliances you need to
buy, curtains you may wish
to order, or renovations
you might wish to begin
planning for. Remember
though, the property still
belongs to the owner and
they are not obliged to
grant access so it’s wise to
be judicious with your
requests.

2.

Stay in close contact with
your legal representative
when planning removal
van booking times. It's
crucial that your
belongings will be
delivered to your new
home at a time that fits
tightly with the legal
process.

3.

Your agent cannot hand
over the keys to your new
home until instructed in
writing to do so by the
vendor’s solicitor. This can
cause difficulty if you have
moved out of your current
residence and settlement
does not proceed as
planned, causing delays.
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GEOFF BENSON LRrEA

PRINCIPAL & LICENSEE
EXPERIENCED SALES SPECIALIST

Geoff has an extensive background within the real estate Contact Geoff

industry spanning over 40yrs. With valuable experience

and knowledge of the industry, Geoff can guide clients 0412 948 758

through the real estate process with clarity and honesty -

rare qualities to find in today’s competitive market. As geoff@coomerarealty.com.au

the Principal and Licensee of Coomera Realty, Geoff is a
fully qualified Licensed Real Estate Agent and an Agency
Accredited member of the Real Estate Institute of www.facebook.com/
Queensland (R.E.L.Q). n coomerarealtyptyltd/

Deciding to open an independently owned and operated
boutique agency within his own area, Coomera Realty
was established in 1991 and operated through the Oxen-
ford office since 2002. Two of Geoff’'s 5 children, his
daughter’s Carmen and Sophie, have both worked hard
at their own real estate careers within Coomera Realty
over the past decade, gaining a wealth of knowledge and
guidance from their father and his many years in the in-
dustry. Recently son Tyler has decided to follow in his
father’'s footsteps and learn the family trade of Real Es-
tate so together this family trio forms a formidable team
working hard for our Northern Gold Coast locals to get
you the right result you want when selling!

SOPHIE WATTS LrEA

EXPERIENCED SALES SPECIALIST

coomerarealty/

"B https://www.instagram.com/

You www.youtube.com/
Tubel| coomerarealty

As one of the top 3 performing agents for the Contact Sophie

Northern Gold Coast for the past 12 years, Lead

Agent Sophie and supporting sales assistant 0417 435 056

Carmen are a formidable team when it comes sophie@coomerarealty.com.au
to achieving top results for their clients. Spe-

cialists in residential home sales, Sophie and

Carmen have a fresh approach to marketing www.facebook.com/

and advertising using social media and video n sophiecoomerarealty/
promotion.

Sophie has credited her success to hard work, S s nstagram.com/

goal setting and a vision to be the very best.

Sophie’'s infectious and enthusiastic approach

to all aspects of the business is an asset to her \(] www.youtube.com/
rapidly mounting career. Being excep- TueJ} sophiebensoncoomera
tionally sharp with new systems and surround-

ed by people who specialise in  customer ser-

vice support and database management, al- - Read reviews from Sophie’s previous clients by
lows Sophie to dedicate time to the critical are- CLEWEEEUE oo ding to www.ratemyagent.com.au

as of buyer management, sales negotiation and

a superior and effective marketing strategy for

her sellers.

Sophie's outstanding results truly speak for
themselves both based on volume and client
testimonial as Sophie really does deliver. So-
phie is a fully Licensed Real Estate Agent with
over a decade of industry expertise and results.



SALES SPECIALIST

Being born and raised in the Real Estate
industry | take great pride in upholding the
morals and ethics involved in being successful
in this industry and that humanity, kindness
and basic principals go along way in dealing
with people as clients who can become
lifelong colleagues and friends.

Ensuring that client care, follow up and
communication are the key points in my
liaison with sellers and buyers means that |
can effectively negotiate and utilise these
skills to the benefit of my clients, the seller.
Working for the seller is not something all
agents proactively practice and | aim to
maintain my client base as clients for life and
not short term financial gain.

Leading the charge at the forefront of an
evolving industry with ideas and strategy into
the direction of social media marketing with
an advanced advertising skill set and online
presentation ideas to attract and appeal to
the new XY gen of buyers we are seeing
come into the market. Reliable, relatable and
courteous and a quick witted sense of
humour helps me provide a service few other
professionals struggle to deliver.

YLER BENSON

Contact Tyler
0413 815 816

tyler@coomerarealty.com.au

www.facebook.com/
tylerbenson.coomerarealty/

https://www.instagram.com/
&N tylerbenson.realestate/

/] www.youtube.com/
Tubel] coomerarealty

Find us on

ratemyagent Read reviews from Tyler’s previous clients by heading

to www.ratemyagent.com.au

ONI KINGMAN LRrEA

EXPEREINCED SALES SPECIALIST

Toni commenced her real estate career over
34 years ago. For several years Toni has
worked in varying roles of administration,
sales, rentals and accounts, learning and
developing her skills and knowledge base to
comfortably cover all aspects of the industry.

With a real passion and understanding of the
industry and all it entails, Toni has a wealth of
knowledge and information to assist her
clients beyond the buying and selling process.
Toni is dedicated to her career and is a very
honest and fresh approach to traditional
listing and selling, incorporating age old
practices with modern strategies and
negotiation techniques.

Toni has a strong and proven track record of
sales at Coomera Realty over the past several
years, achieving record sale prices and
facilitating harmonious contract and
settlement transactions with both buyers and
sellers.

Contact Toni
0418 719 485

toni@coomerarealty.com.au

www.facebook.com/
coomerarealtyptyltd/

| https://www.instagram.com/
coomerarealty/
You

-

www.youtube.com/
coomerarealty

|

Find us on

Read reviews from Toni’s previous clients by heading
ratemyagent to www.ratemyagent.com.au
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CARMEN BENSON

SALES ADMINISTRATOR / SALES PA

Having been established within our local
community for many years, Coomera Realty is
known to be a highly successful, locally
owned and operated family business and
Coomera Realty is proud to have Principal
Geoff Benson’s eldest daughter Carmen as
the Sales Administrator to support the Sales
Team. Carmen has been with Coomera Realty
since it opened the doors on the Oxenford
office in 2003 and has worked in every
department of the Agency over the past 16
years.

Carmen handles all of the agencies advertis-
ing, marketing and social media and supports
the Sales Team in a PA type role to offer ex-
tra back-up support. Carmen has previously
been a successful Agent herself in the area
however at present is focusing more time for
her “mumlife” duties to her 3 children and is
the sales support person to the agents and
administration team.

MELANIE ADAMS-ROGERS

ADMINISTRATION SUPPORT / RECEPTIONIST

Melanie joined the Coomera Realty team in
February 2013 as our Receptionist / Support
Admin. A local to the Gold Coast for some
30 years, she commenced her administrative
career in the legal field and has continued her
career in various industries including
construction and 13 years in the real estate
industry.

With over 20 years solid experience in
administration and customer service, Melanie
prides herself on her professionalism and
commitment to her position. She enjoys
interacting with a diverse group of people
and is an enthusiastic positive team player
accustomed to dealing with a variety of tasks
and responsibilities in an efficient and
accurate manner. Melanie is a very friendly
and helpful person and we are pleased to
have her as part of our team.




trust in your local agency
with proven results...

@ WWWwW.coomerarealty.com.au : p O7 5573 4777




