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INTRODUCTION
Buying a home is about 
the biggest financial 
commitment most 
people ever make. 
However, it’s also an 
important step towards 
building personal wealth 
and independence. 
For some, it will be a first 
purchase so selecting the 
right home, organising 

finance and negotiating 
a sale might sound a 
little daunting. Luckily, 
it’s not as complicated 
as you think. This book 
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 work 
sheets that will help you 
set priorities to assure 
you find a home that will 
suit your needs well into 
the future.

Of course, if there’s 
anything else you need 
to know, just ask us.

LIFE IS FULL OF DECISIONS - RELATIONSHIPS, 
CHILDREN, CAREER AND LIFESTYLE.
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DO YOUR RESEARCH
While this book will increase 
your confidence and reduce 
the chance of making any 
mistakes, you should also visit 
firstnational.com.au where 
you will find all our answers to 
the most common questions 
about life’s real estate jour-
ney. Don’t be shy though; if 
you don’t see the answer to 
your specific question, just 
call us or send a text mes-
sage.

Most people start their 
search with an image of the 
property they would like to 
buy in their mind. 

First National Real Estate 
agents are trained to help 
you set your priorities so you 
find a property that best suits 
your needs and budget. Ask 
your nearest First National 
office to add you to their 
buyer database. That way 
we can send you notifica-
tions as suitable properties 
are listed for sale. First Na-
tional is Australasia’s largest 
independent real estate 
network and has the most 
satisfied customers, 
according to ratings agency 
Canstar Blue.

AT FIRST NATIONAL REAL ESTATE,
WE PUT YOU FIRST.

When consumer ratings and 
research agency, Canstar 
Blue, asked Australians about 
experiences with all the 
major real estate brands, 
First National came out on 
top, twice, the only group of 
agents to achieve five stars 
in any category to date. So 
you know you’ve come to 
the right place for guidance 
and support.

WITH A LITTLE RESEARCH, BUYING A PROPERTY 
NEEDN’T BE AN INTIMIDATING EXERCISE.



WHAT IS YOUR
BORROWING POWER?
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. One of the biggest 
initial outlays you’ll face is 

your deposit. This could be 
10 per cent of the purchase 
price, talk to your local 
broker (see details in Useful 
Contacts) who will be able 
to offer you tailored solutions.  

In addition to the purchase 
price of your property, you 
will need to pay for things 
like Stamp Duty (on the 
purchase price and the loan 
amount borrowed), 

conveyancing fees and pos-
sibly mortgage insurance (if 
your deposit is less than 20%). 
If you’re buying your first 
home, you may be 
entitled to valuable grants 
or bonuses from your State 
Government. To find out, 
visit firstnational.com.au 
and type ‘First Home Owner 
Grant’ in the search bar.

‘BORROWING POWER’ IS A TERM USED TO DESCRIBE 
THE AMOUNT YOU CAN COMFORTABLY AFFORD 

TO FINANCE YOUR PURCHASE.

TIP 1

Your first step to home 
ownership is saving a deposit 
but it’s important to know 
about the extra costs, which 
include mortgage insurance, 
taxes, and legal costs. Start 
saving now and calculate 
the additional expenses so 
you’ll know you’re on track.

TIP 2

Get professional advice. 
Sit down with a mortgage 
broker or a range of lending 
institutions to learn about 
all your options. Even if you 
don’t act right now, you will 
fully understand where you 
are at and what you need to 
do next.

TIP 3

Be flexible with your 
expectations. The key is to 
get into the market, pay 
down your mortgage, and 
establish equity in your 
home as a basis for future 
financial options and 
flexibility. 
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FINANCING

There are two options 
available to you when 
arranging a home loan. 
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.

VARIABLE RATE’ HOME LOANS
With a Variable Rate Home 
Loan the interest rate is 
described as variable 
because it may change 
during the term of the loan, 
depending on economic 
conditions. 
• Repayments can usually 

be made monthly, fort-
nightly or weekly

• The maximum term is 30 
years, with many lenders 

• Interest is calculated on 
the daily outstanding 
balance of your loan and 
charged to your account 
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 gov-
ernment/bank discharge 
fees.

FIXED RATE’ HOME LOANS
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 renego-
tiated 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

Mortgage brokers are available 
at your convenience and will 
always be happy to meet 
with you at a time and 
location that suits you. 
Consumers don’t normally 
pay for a broker’s service 
directly; the lender pays the 
broker. 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 money and 
time by finding the best deal 
available.

CHOOSING THE RIGHT HOME LOAN 
FROM THE MANY PRODUCTS 

AVAILABLE CAN BE DAUNTING. 



LET’S GO PROPERTY HUNTING
Aside from basics, such as 
the location and number of 
bedrooms, there are other 
important things to consider 
depending on your 
circumstance.

The internet provides the 
most popular means of 

finding real estate for sale. 
Use the search feature on 
the First National website 
to find all the properties we 
have listed. You’ll be asked 
to provide a price range and 
your ideal property location. 
Providing this information 
helps narrow your search, 

ensuring you only view
properties matching your 
criteria.

Visit:
firstnationalbiloela.com.au

MAKING AN OFFER
UNCONDITIONAL OFFER:
An unconditional offer is 
when you offer an amount 
to buy the house as listed 
(with or without drapes, 
fixtures, etc.) without 
adding or negotiating any 
other conditions.

CONDITIONAL OFFER:
A conditional offer is when 
you offer to buy the property 
only if the vendor accepts 
certain conditions. These 
must be listed on the Offer to 
Purchase. For example, your 
offer may be conditional on 
arranging finance. If finance 
cannot be arranged within 

a certain period of time, the 
contract falls through. 
Another condition might be 
an extension of the settlement 
period. If the seller does not 
accept the conditions, further 
negotiation may take place 
or the offer may simply be 
declined.

THERE ARE TWO WAYS TO DO THIS:
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TIP 1

Avoid the temptation to 
make an offer before your 
finances are arranged and 
approved. Even though 
you may wish to secure the 
property, it’s safer to talk to 
your lending institution first

TIP 2

Next, make sure a legal 
advisor has reviewed the 
contract of sale and that 
you are satisfied that the 
terms and conditions of the 
sale are reasonable, and 
that you are in a position to 
meet those terms.

TIP 3

Finally, when negotiations 
are completed, move 
quickly to complete the 
necessary legalities to 
make the property yours.

AUCTION
If you plan to bid at auction, 
it is wise to complete any 
building or strata inspections 
you desire beforehand. It’s 
also important to have 
received your loan approval 
in writing. Immediately 
following the fall of the
hammer at auction, if 
successful, you will be  
required to sign the contract 
and provide a cheque for the 
full deposit. It is crucial that 
any changes or 
conditions you would wish to 
make to the contract have 
been negotiated through 
the real estate agent, and 
agreed to by the owner in 
writing, prior to auction. The 
owner is under no obliga-
tion to agree to changes to 
terms stipulated in the con-
tract, post-auction, and the 
auctioneer is legally entitled 
to sign the contract on the 
buyer’s behalf in the event of 
a dispute.

Whether the auction is being 
held in a real estate agent’s 
auction rooms or on-site, the 
process is identical. The 
auctioneer starts proceedings 
with a short explanation of 

the contract and terms of the 
auction. Buyers are entitled 
to ask questions at this stage. 
The auctioneer will then call 
for an opening bid. If a 
genuine bid is not for forth-
coming, the vendor is entitled 
to make a “vendor bid” but 
must disclose when the bid 
is from the vendor in some 
States/Territories. Ask your 
agent if uncertain. 

It is legally legitimate for the 
vendor to bid for their own 
property. Likewise, the 
auctioneer can bid on be-
half of the vendor as can an 
agent on behalf of a buyer. 
The auctioneer is likely to 
announce the vendor bid if 
no other bid has been 
received. 

The ‘reserve price’ is the 
minimum price that the vendor 
will sell the property for. This 
private figure is set by the 
vendor prior to auction and 
can be changed by the 
vendor during the auction if 
desired.

Once the reserve price is 
reached, the auctioneer 

will generally state that “the 
property is on the market” or 
words to that effect. Once 
the reserve price is met, more 
competitive bidding will 
sometimes become evident 
as buyers realise the property 
will definitely be sold to the 
highest bidder at the fall of 
the hammer (gavel).

If the highest bid falls short of 
the reserve, the property may 
be ‘passed in’ or the auctioneer 
may pause the auction while 
the agent discusses the re-
serve price with the vendor. 
At this point, the vendor may 
choose to reduce the 
reserve to the highest bid and 
recommence the auction. 
Alternatively, if the vendor 
declines to revise the reserve 
price, the property will be 
passed in. In these circum-
stances, the highest bidder 
has the first opportunity to 
negotiate, which means the 
agent won’t negotiate with 
any other interested parties 
until such time as you have 
indicated you have no 
further interest. If not stated 
by you, this would generally 
be deemed to be the point 
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at which you leave the site of 
the auction. The agent may 
then approach other parties. 
Also, keep in mind that if you 
purchase a property before 
midnight on the same day as 
the auction took place, the 
property is deemed to have 
sold under auction conditions 
so no cooling off period is 
applicable. 

With auctions, keep in mind 
that the sale price can vary 
significantly from anyone’s 
reasonable expectation. 
Auctions effectively allow the 
market to determine the final 
price and if two people really 
want a property, there’s no 
limit to how high they may 
go.

You can get an idea of the 

likely price outcome from 
Private Treaty advertisements 
in the area, or from a real 
estate agent’s list of recent 
sales. 

Once again, before you bid 
at auction, make sure you’ve 
completed all the necessary 
inspections and searches as 
there’s no going back once 
your bid is accepted!

IF BUYING AT AUCTION, ASK YOUR AGENT 
ABOUT THE PROCESS. A FUNDAMENTAL 

RULE FOR AUCTIONS IS TO BE COMPLETELY 
PREPARED. A SUCCESSFUL BID AT AUCTION 
IS LEGALLY BINDING AND NO ‘COOLING 

OFF’ PERIOD IS APPLICABLE.

TIP 1

When you buy at auction 
there is no ‘cooling off 
period’ so it’s wise to have 
completed all enquiries 
before raising your hand.
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AUCTION VS PRIVATE TREATY
BUYING AT AUCTION
• There is no cooling off 

period 
• You must pay the deposit 

immediately following a 
successful bid

• All building inspections 
should be completed 
before bidding

• You are unaware of the 
reserve price (i.e. The 
minimum amount the seller 
will accept.)

• Competition from bidders 
could carry the price 
beyond expectation

• Your bid at auction is as-
sumed to be unconditional, 
unless agreed otherwise, 
in writing, prior.

BUYING THROUGH PRIVATE 
TREATY (FOR SALE)
• A cooling off period does 

apply but you may be 
asked to provide a waiver

• The cooling off period 
varies from state to state

• You pay the deposit when 
exchanging contracts

• You can complete 
building inspections after 
exchanging contracts, 
before the end of the 
cooling off period, and 
withdraw your offer if 
anything is not to your 
satisfaction (read the 
contract as a small cost 
applies)

• There is either an asking 

price or an indicative 
range in which the owner 
will consider offers

• Competition can occur if 
several parties are interested 
and make offers at the 
same time

• You may be able to 
successfully negotiate 
contract conditions or 
changes

TIP 1

Purchasing at auction 
provides buyers with the 
opportunity to secure their 
desired property. Immediately 
following the fall of the 
hammer, contracts are 
exchanged, thereby 
preventing further 
competition from other 
prospective purchasers.

TIP 2

The Private Treaty buying 
process allows more time for 
negotiation, interested parties 
aren’t always aware of the 
presence of other would-be 
buyers and are sometimes 
surprised to find their agreed 
offer has been beaten  by 
another party before contracts 
are exchanged.

TIP 3

When buying by Private 
Treaty, some buyers move to 
exchange contracts quickly so 
they can secure the property. 
The ‘cooling off period’ is then 
used to complete enquiries, 
safe in the knowledge that only 
a small portion of the deposit is 
forfeited if the buyer withdraws 
from the purchase.

HOME BUYER’S GUIDE



HOME BUYER’S GUIDE

USEFUL CONTACTS
BUILDING AND PEST INSPECTIONS

APIS Inpsections
Greg Uebergang
A:   Bundaberg
P:   1300 661 802
E:   info@apisinspections.com

Termi-Build Inspections
Brendan Lawn 
A:   Gladstone
P:   0419 612 458
E:   info@termi-build.com.au

CQ Building & Pest
A:   Rockhampton
P:   1300 799 643

Jim’s Building & Pest Inspections 
Brendan Louttit
A:   Rockhampton
P:   0487 707 204
E:   rockhampton@jimsbuildingin   
spections.com.au
 
FINANCE BROKER

Grow Agribusiness & Finance
A:   46c Callide Street, Biloela
P:   0427 240 715
E:   dan@growfg.com.au

LOCAL SOLICITORS

Adornato Law
A:   28 Gladstone Road, Biloela
P:   (07) 4992 3600
E:   admin@adornatolaw.com.au

By The Rules Conveyancing
Tracee Brown
M:   0421 615 385
E:    tracee.brown@bytherules.com.au

CLEANERS

Fairies
Jackie/Joselyn
A:   Biloela
P:  (07) 4992 6492
E:   joslynp@fairyscleaning.com.a

Kleen Home Services
Dave
A:   Biloela
P:   0419 709 081
E:   dsp.402201@bigpond.com

Country Wise Home Services
Myles
A:   Biloela
P:   0408 765 193
E:   countrywisehomeservices@outlook.com
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EXCHANGING CONTRACTS
Have your legal consultant 
check the documents thor-
oughly before you sign be-
cause, once contracts are 
exchanged, you are legally 
bound to complete the 
purchase by the specified 
settlement date. With Private 
Treaty sales, a cooling-off 
period of several days ap-
plies, following the exchange 
of contracts, but this varies 
across States and Territories. 
Check the number of days 
with the agent or your legal 
advisor.

With Private Treaty sales, buyers 
are sometimes willing to 
exchange contracts before 
completing legal enquiries 
and building inspections. 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 
(which an agent is duty 
bound to pass on). They use 
the cooling off period to 
then complete enquiries as 
well as building and pest
 inspections to their satisfaction, 

safe in the knowledge that 
the vendor is prevented from 
considering any other offers.

In the event that the buyer 
decides not to proceed with 
the purchase before the 
expiration of the cooling off 
period, a small percentage 
of the deposit is forfeited. 
Check the contract for the 
exact details or ask an 
advisor before exchanging 
contracts. 

Once contracts have been 
exchanged, 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 transferred to the 
buyer.

Conveyancing is an integral 
part of the buying process. 
This is the protocol 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 convey-

ancer, or by the purchaser 
using a do-it yourself (DIY) 
conveyancing kit.

Solicitors are usually the 
more expensive option but 
can provide you with a wide 
range of legal advice in 
relation to your property 
purchase. Expect to pay 
anything from $400 to 
upwards of $1,500, depending 
on the circumstances of your 
particular property transaction.

Conveyancers are licensed 
to provide the same 
conveyancing services as 
solicitors, but cannot 
provide comprehensive 
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. Conveyanc-
ers are often less expensive 
than solicitors, with fees 
ranging from $600 to $1,000 
(although their costs will vary 
depending on the 
circumstances of your 
particular property 
transaction).

WHEN YOUR OFFER OR BID IS 
ACCEPTED, YOU AND THE SELLER WILL SIGN 

AND EXCHANGE CONTRACTS OF SALE.

YOU’LL ALSO PAY THE DEPOSIT TO 
THE REAL ESTATE AGENT WHO 

PLACES IT IN A TRUST ACCOUNT.



SETTLEMENT
HOW THE SETTLEMENT
PROCESS WORKS
1. Your solicitor/convey-
ancer will prepare all the 
documentation that will 
be required to complete 
the purchase on the day 
of settlement.
2. Your solicitor/convey-
ancer will contact the 
vendor’s legal represen-
tative to arrange the 
date, place and time of 
settlement.
3. Your solicitor/convey-
ancer 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 
within one hour of 
settlement and the 
agent cannot legally 
release keys until an 
‘Order on the Agent’ 
is received from the ven-

dor’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 par-
ties involved.
6. At this point, the 
property is officially yours 
and you are free to be-
gin moving in. So, send 
out the invitations for your 
house warming party!

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.
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