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ROPERTY NEWS

Ideas to help you when you’re Buying or Selling

Many would-be investors are caught
out when they purchase an investment
property.

The reason being the yield is simply
miscalculated in many cases, leaving
the new investor having to pnd additional
pnances in order to cover the mortgage
repayments.

The stated return in the agentis

advertisement seemed a plausible 6%
pa. With interest rates at around 7%, the

investment seems to stack up. But does
it really? It all depends on what basis the
yield is taken from. The gross yield, or the
net yield?

The quoted gross return of 6% can

- be whittled down to as little as 3% when

Wh at IS the real rate expenses are factored in. Whilst the
investor takes 6% pa, after expenses

they are only keeping 3%, leaving an

of return?

Capital Growth or Income?

Research shows that the majority of
residential real estate investors buy an
investment property with opotential capital
growthd being the main investment criteria.
Income is largely overlooked with the main
focus being on annual capital growth.

It is close to speculation when an asset
is purchased and the income stream is
overlooked in favour of a focus (hope) on
potential capital growth. But this is what
many investors do, without realising it.
Speculating on capital growth coupled with
a property love affair is one of the reasons
that many economists have concerns
about the Australian real estate market.

Yield often comes in behind capital
growth for investors. Importantly, the net
yield is usually overlooked in favour of the
often-quoted gross yield.

Continued: Page 3

High strata levies impact on the real return for investors

In this issue of Property News:
A Yield & Gross vs Net
A Quote the price you want

A Rent or Buy? 0818 2133

A Recent sales www.harrispartners.com.au
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Letter from
the Editor

Dear Readers,

Welcome to the July edition of
Property News. The pnancial year
that has just passed, delivered home
owners and investors a 10% to 15%
price rally. However, pnancial markets
have looked somewhat cautious
in recent times due to continuing
global issues. This has caused
many commentators to forecast a
more conservative outlook in the
local real estate market for the next
12 months.

The main article in this issue of
Property News takes an in depth look
at the real return investors receive
after expenses are subtracted from
income. Many investors have come to
the realisation that their equity is not
working hard enough for them.

If you would like to speak with
the team at Harris Partners, feel free
to contact us on
02 9818-2133.
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Best wishes,
Peter OiMalley
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404 Darling Street
BALMAIN NSW 2041

phone: (02) 9818 2133
fax: (02) 9810 6432
email: info@harrispartners.com.au
web: www.harrispartners.com.au

Disclaimer Notice: Neither Peter OiMalley, Harris
Partners Real Estate, nor Newsletter House Pty Ltd,
nor the publishers and editors of articles in this issue,
accept any form of liability, be it contractual, tortious
or otherwise, for the contents of this newsletter or
for any consequences arising from its use or any
reliance placed upon it. All the information contained
in this publication has been provided to us by
various parties. We do not accept any responsibility
to any person for its accuracy and do no more than
pass it on. All interested parties should make and
rely upon their own enquires in order to determine
whether or not this information is in fact accurate.
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Quote the
Price You Want,
Not a iBait) Price

It sounds good in theory d quote a low
price to olured purchasers in, and then
work to get the price up from there.

But if this is such a good idea, then why do NO negotiation
EXPERTS favour this method?

Bait prices trap sellers as well as buyers.

Never allow an agent to use a low false price to ibaiti buyers.
If you use a price range or guide or a by negotiationi strategy,
you are encouraging buyers to offer you less. Your tbaiti price will
thookd you more than the buyers!

Sure, a lower tbaiti price may attract more buyers but it attracts
the wrong buyers. The lowest price the buyers see will become the
highest price they want to pay.

Never tell anyone & including your agent - the lowest price you
will accept because that can quickly become the highest price
you will get. Your reserve price, (i.e. the lowest price you would
accept), is no one elseis business, including the real estate agent.
The agents role is to establish the buyers highest price, not your
lowest price.

This article is an extract
from the property sellers
booklet, How To Get the

HIGHEST PRICE for Your

Property.

To receive a
complimentary copy,
please contact
Harris Partners

on 9818 2133.







