
138 BUYING HOUSING

Buyi ng housi ng – a chapter 
for everybody

LOOKI NG, LOOKI NG AND LOOKI NG        1 39 

B E  P R E P A RE D 1 3 9 

YOUR OWN CHECKLIST 140

BE I N G AN I N FOR ME D BUY ER 1 4 1 

THE MARKETPLACE 1 4 1

I NS P EC TI N G T HE  P R OP E RT Y 1 4 2 

I MM EDI AT E THI NGS TO CH ECK 1 4 2 

THE SECOND LOOK AND PROFESSIONAL I NSPECTI ONS 1 4 3 

12



BUYING HOUSING 139

The Australian heritage is having a home of your own. Along
w i t h  t he  r i g ht  t o  v o t e , t he  s h o r t e r  wo r k i ng  we e k ,  m o r e  h o l i d a y s ,
o p p o r t uni t i e s  f o r  o ur  k i d s  a nd  i n c r e a s e d  w a g e s ,  o w ni ng  t h e 
f a mi l y  h o m e  i s  p a r t  o f  t h e  n a t i o na l  m a k e u p .  No b o d y  i n  their
right mind wants to rent for the rest of their life. It's u n- 
A us t r a l i a n.  We '  r e  a  na t i o n o f  h o m e  b uy e r s . 

This chapter is for everybody. Although written for those buying a suburban
house, it illustrates what you should look for, and what c he ck s y ou  mi gh t ma k e, i f 
y ou  a re  bu yi n g ot he r  k in d s of  h o us in g . Wh en  l o ok i n g  a t  te r r a ce s , to wn h ou s e s ,
v i ll a s , u n i t s, a pa r t men t s , o r  r et ir eme nt  h o us in g, ke ep  th is  c h ap te r 's  c he c kl is t s in 
min d, wh il e y ou  r e a d  t h e  c h a p t e r s  s p e c i f i c  t o  t h o s e  t y p e s  o f  h o u s i n g .

LOOKING, LOOKING AND LOOKING
The  a rt  of  b u yi ng  h o us in g  r eq ui r es  y o u to  k n ow t h e lo we r  l imi ts  o f wh at  yo u wil l b e
sa ti sfi ed wi th, pu rs uin g e ve ry pos si bil ity  l ike  a bloodhound until it turns out to be a
false scent, expecting most of th e mar ket pl ace  to  b e f ill ed  wi th ov erp ric ed , b adl y- 
de si gne d, po orl y-s it ed and  u gly  ho us es you  woul dn't be see n dea d i n, an d t he 
pa ti enc e o f  a  s a in t  d ea l i ng  wi th  a  lo n g  st r i n g o f  a g e n ts , s el l e r s, a u ct i o ne e r s ,
financiers, solicitors, property valuers, termite inspectors, 'world wi t h o u t  e n d '.  Or , 
t h a t 's  a t  l e a s t  w h a t  i t  c a n  s e e m  l i k e  s o m e  o f  t h e  time.

It is a contentious mixture of false expectations, raised hopes, o v e r p r i c e d 
b a r g a i n s , e n d l e s s  Sa t u r d a y s , a n d  a n x i o u s  n e g o t i a t i o n s .

I s  t h e r e  a n  e a s i e r  wa y ?  Ye s  a n d  n o . 

BE PREPARED
You  c an  pr ep a re . Th e  b et t er  p re p ar ed  yo u ar e , th e  e as ie r  t he  se ar ch  through the
marketplace.

You  c an 't ch a ng e th e  s ys t em. Th e  r es i de nt ia l  r ea l  e st at e  mar k et  i s a ff ec t ed  b y
c ha ng es  in  i n te re st  ra te s , av ai l ab il i ty  o f l an d f or  n ew ho us es, su pp ly of ho me loa ns ,
ho me  un its  a nd townh ous es, t he sta ge  o f th e d eman d -s up pl y  c yc l e, i nt e re st s  o f
s pe cu la t or s, su pp ly  of  s e co nd -i n co me  jo bs , b uy er  co nf id e nc e, an d th e  g en e ra l
e co no mi c  climate.

I f  y o u 're  l o ok i n g wh e n o n e , o r  al l , of  t he s e  fa c t o rs  l i mi t s  th e  ma r k e t p l a c e , o r 
o v e r h e a t s  a n d  o v e r p r i c e s  i t ,  y o u r  c h o i c e s  ma y  b e  r e d u c e d .  T h e  b e t t e r  p r e p a r e d 
y o u  a r e  t h e  e a s i e r  i t  i s  t o  t a k e  a d v a n t a g e  o f  t h e  c h o i c e s  a v a i l a b l e .
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YOUR OWN CHECKLIST
So me  s t e p s  y o u  c a n  t a k e  t o  p r o t e c t  y o u r  i n t e r e s t s  a n d  r e d u c e  y o u r  efforts, are:

• De c i d e  wh e r e  y o u  w a n t  t o  l i v e .  ( R e v i e w  C h a p t e r  2 .) 
• Dec id e wha t a cc ommo d at io n  y ou  wa nt . ( Re vi ew Ch ap t er  1 0, St ep  1.)
• De c i d e  i n  wh a t  e n v i r o n me n t  y o u  w i l l  b e  mo s t  c o mf o r t a b l e .  ( Re view Chapter

3.)
• D e c i d e  w h a t  m a t t e r s  m o s t  a b o u t  t h e  b l o c k  o f  l a n d .  ( R e v i e w  Ch a p t e r  6 

a n d  Ch a p t e r  1 0 , St e p  3 . ) 
• De c i d e  h o w mu c h  y o u  c a n  r e a l l y  a f f o r d  t o  s p e n d .  ( T a l k  t o  y o u r  b a n k 

ma n a g e r  a n d  r e v i e w  Ch a p t e r  1 .) 
• L e a r n  a b o u t  t h e  p i t f a l l s  o f  v a r i o u s  t y p e s  o f  p r o p e r t y  p u r c h a s e s  s u c h  a s 

p r i v a t e  s a l e s ,  r e a l  e s t a t e  s a l e s  o r  a u c t i o n s .  ( Ta l k  t o  y o u r  s o l i c i t o r  a n d / o r  b a n k 
ma n a g e r , a n d  h a v e  t h e m g i v e  y o u  a  l i s t  o f  d o ' s  a n d  d o n 't s . ) 

• De c i d e  y o u r  p r i o r i t i e s , wh a t  r e a l l y  m a t t e r s , w h a t  w o u l d  b e  n i c e , and what you
won't miss, if you don't find it. Also do it the other wa y rou nd. What  yo u rea lly 
do n't wa nt , what  y ou cou ld  li ve wi th if y o u  r e a l l y  h a d  t o ,  a n d  w h a t  d o e s n ' t 
m a t t e r . 

• Wri te  i t  a ll  do wn  i n  a  n o te bo ok . Mak e  a  l is t  o f h ea di ng s  a nd  no te s t o  c a r r y  wi t h 
y o u  d u r i n g  a l l  i n s p e c t i o n s  a n d  d i s c u s s i o n s . 

• Ge t t h e  b a s i c r e qu i r e me n t s  t y p e d o r  wr i t te n  u p, c o pi e d , wi t h  y o u r name, home
and work telephone numbers, and give a copy to the r e a l  e s t a t e  a g e n t s . I t  wi l l 
t e l l  t h e m y o u 'r e  r e a l l y  s e r i o u s  a n d  g i v e  t h e m  a  c l e a r  p i c t u r e  t o  w o r k  f r o m . 
I n  o t h e r  w o r d s ,  p r e p a r e  a  s t a t e me n t  o f  y o u r  n e e d s  f o r  t h e m  t o  u s e  i n 
s e a r c h i n g  t h e  ma r k e t  p l a c e .  Re me mb e r ,  t h e y  wa n t  t o  ma k e  t h e  s a l e  wi t h  t h e 
l e a s t  t i me  a n d e f f or t . By  mak i n g  t h e i r j o b  e a s i er  a nd  c l ea r e r , y o u 'r e  l ik e l y t o  get
better service. By putting it down in writing they will also be a b l e  t o  t e l l  y o u 
w h e t h e r  t h e  c u r r e n t  s t a t e  o f  t h e  m a r k e t p l a c e  i s  likely to satisfy your needs.
The description could look like this:

J o s e p h  a n d  J a n e  Ro b e r t s 
Work telephone: 9929-5732
Home tele phone:  9638- 7272
Pr e f e r r e d  s u b u r b s :  …… …… …… ……… …… ……… …… …… ..
Preferred purchased price: $70 000-$80 000
Absolute upper price limit: $85 000
H a v e  t o  s e l l  p r e s e n t  h o u s e  t o  b u y  n e w h o u s e . 
Lo o k i n g  t o  s e l l  p r e s e n t  h o u s e  a t  $ 6 0  0 0 0 
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Pr e f e r r e d  a c c o mmo d a t i o n : 

Living room
Family room
Kitchen
Bedroom with built-ins
Bedrooms 2 & 3
Main bathroom
Ensuite bathroom
Laundry
Double garage
Large verandah

6.0 x 3.5 metres
5.0 x 3.5 metres
3.5 x 2.7 metres
4.5 x 3.5 metres
3.5 x 2.7 metres
2.7 x 2.0 metres
2.7 x 1.2 metres
2.7 x 1.8 metres
6.0 x 6.0 metres
5.0 x 2.5 metres

St re e t  ru n n i ng  e a st - we st , p ro p e rt y  o n n o r th  s i de  o f  s t r ee t , wi t h  la r g e  s u n n y 
b a c k y a r d  f o r  t wo  s ma l l  c h i l d r e n  t o  p l a y  i n . La r g e  e n o u g h  t o  p e r m i t  c o n s t r u c t i o n 
o f  f u t u r e  8  x  4 . 5  m e t r e  s w i mm i n g  p o o l .  Pr e p a r e d  t o  r e n o v a t e  k i t c h e n  a n d 
b a t h r o o m,  a n d  a d d  e n s u i t e  b a t h r o om i f  n e c e ss a r y.
N o t  p r e p a r e d  t o  u n d e r t a k e  r e wi r i n g  o r  s t r u c t u r a l  r e p a i r s . 
F a m i l y  r o o m  t o  o p e n  o n t o  b a c k y a r d  a n d  f a c e  n o r t h . 
Pre fer 19 60s st yle of  house , with  long low ro of, wi de eav es, an d wide  verandah.

BEING AN INFORMED BUYER
Th e fir st st ep in be coming  a n i nfo rmed buy er  is  k nowing  what  yo u wa nt . The 
s e co n d  st e p  is  d is c o v er i n g  wh e t he r  t he  mar k e t pl a c e  i s  c ap a b l e o f  s u p p ly i n g  wh a t 
y o u wa n t, a n d i f  n o t , f i n d in g  o ut  wh er e  you have to make adjustments. The third
step is checking out the q u a l i t y  o f  t h e  p r o d u c t s  f o r  s a l e .

THE MARKETPLACE
By  work ing  t hro ugh  Chap ter  2  yo u wil l a lre ad y h ave  s ome  se ns e o f t he  mar k et pl a ce .
But  j us t  a s y ou  c an  on ly  fi nd  o u t wh a t th e wat er  is  lik e by d iving in, yo u can only g et
to know t he rea l mark etplac e by t al ki ng  to  r e al  e st a te  a g en ts , l oo ki n g at  t h ei r
a dv er ti s emen t s, r ea d in g t h e  r e a l - e s t a t e  s e c t i o n s  o f  n e ws p a p e r s , a n d  i n s p e c t i n g 
p r o p e r t i e s .

Ma ke  a lis t of age nt s o per at ing  ov er  th e a re a y ou ar e i nte re ste d i n, te lep ho ne
th em, f ind  o ut fro m the  of fi ce man ag er who  sp ec ial ise s in t h e t y p e o f  pr o p er t y 
y o u'r e  in t e r es t e d i n , a n d  ma k e  an  a p po i n tme n t  to  meet  th em.
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Re me mbe r, in  sp ite  o f whet he r t he ma rke t d emand -su pp ly cyc le  is  u p  o r  d o w n ,  i t 's 
a l w a y s  a  b u y e r 's  ma r k e t .  N o  b u y e r ,  n o  s a l e .

Al so , e ach  r eal  es ta te age nt  is  co mp eti ng ag ain st ev ery  ot he r a gen t. Th ey  a r e
t h er e  t o ma k e t h e q u i ck e s t  s a l e . Wh a t y o u h a v e t o  do  i s  b a l a n c e  t h e  t i me  s p e n t 
c h e c k i n g  o u t  e v e r y  l i k e l y  p r o s p e c t , a g a i n s t  th e time n ee ded  to  c hec k o ut  th e
pr os pec ts wh ich  mi gh t r eal ly  sa tis fy  y o u. I t  b e c o me s  a q u e st i o n  o f  b al a n c in g  ti me 
s p en t  s co u t i ng  v er s u s  time spent investigating. It also partly depends on how
much of a h u rr y  y ou 'r e  i n , a n d  ho w man y  o th e r  bu y e rs  a r e i n  th e  mar k e t pl a c e.

L u c k  o r  c o i n c i d e n c e  i s  a l s o  p a r t  o f  t h e  g a m e . Th e  v e r y  f i r s t  pr op ert y y ou  se e
ma y be the  r igh t o ne . But th en you 'l l o nly  k now it  i f y o u  a r e  we l l - p r e p a r e d ,  a n d 
t r u s t  y o u r  p r e p a r a t i o n  a n d  j u d g e m e n t .

However, you may have to look at 50 or 100 houses before the right o n e  t u r n s  u p .
Re me mbe r, yo u h ave  t o l ive  with  th e cho ice , and  on ce  yo u g et  in to t h e p u r ch a s e 

p r oc e s s , i t  ca n  be  e x pe n s i ve  o r  f r u s tr a t in g  t o g e t  o u t  of  it.

INSPECTING THE PROPERTY
Th e f i r st  r u le  o f i n s pe c t i ng  a n y p r o pe r t y i s  ta k i n g y o u r t i me a n d a b s o r b i n g  t h e 
d e t a i l s . 

Re me mbe r, yo u may be  lo oki ng  at  si x or eig ht  in  an  a fte rno on . Try not to be
pressured by the agent or owner. Ask for the opportunity just to wander around a
bit on your own.

Try not to be embarrassed because you are invading a stranger's p ri va cy . The y 
wan t yo u  t he r e, o r o th er wis e th e  h ou s e wo ul d n't b e up  for sale.

IMMEDIATE THINGS TO CHECK
• Do e s  i t  h a v e  t h e  r o o ms  y o u  wa n t ,  wh e r e  y o u  wa n t  t h e m, a n d  a r e  t h e y  t h e 

r i g h t  s i z e ? 
• Does the orientation of the block, and house, to the sun, summer b r e e z e s , 

wi n t e r  w i n d s ,  v i e ws , b a c k y a r d , p r i v a c y  f r o m t h e  s t r e e t , a n d  n e i g h b o u r s  me e t 
y o u r  c r i t e r i a ? 

• Ca n  t h e  c h i l d r e n  c o me  i n  a n d  o u t  e a s i l y ,  s t o r e  t h e i r  t h i n g s , p l a y  w h e n  i t  i s 
w e t  u n d e r  s h e l t e r  a n d  b e  s e e n  p l a y i n g  o u t d o o r s ? 

• Ca n y o u  g e t  yo u r  f u r n it u r e  i n , an d  d oe s  th e  s ty l e  of  t h e h o u se  s ui t  you?
• Ar e t h e re  c r ac k s  a r o u nd  t o ps  o f  wi n d ows  or  d o or s , un d e r  wi nd o w sills, on

walls, or where down pipes enter the ground? If so, there ma y  b e  s e t t l e me n t 
t a k i n g  p l a c e .
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• I f  i t 's  a  t i m b e r  f l o o r , i s  i t  b o u n c y  wh e n  y o u  wa l k  o v e r  i t ?  I f  s o , i t  may need
packing.

• Do do or s  a nd  wi nd ows  o pe n  a nd  c l os e e as il y, an d f it  t ig h tl y whe n t h e y  a r e 
s h u t ? 

• I s  t h e r e   m o u l d  g r o w i n g  o n  c e i l i n g s ?  T h i s  m a y  b e  a  s i g n  o f  c o n d e n s a t i o n 
p r o b l e ms  o r  a  l e a k i n g  r o o f .

• I s  t h e r e  m o s s  g r o w i n g  o n  o u t s i d e  w a l l s  a r o u n d  t h e  f o u n d a t i o n  l e v e l ?  T h i s 
ma y  i n d i c a t e  d r a i n a g e  p r o b l e ms .

• Do the ceilings look level, and are the ridges and eaves straight?
• If it's a tile roof, is the cement along the ridge tiles unbroken and u n c r a c k e d ? 

I f  n o t ,  i t  c a n  b e  a  s o u r c e  o f  l e a k s . 
• Ar e  t h e r e  w a t e r  s t a i n s  o n  wa l l s ?  Th i s  c a n  b e  a  s i g n  o f  a  l e a k i n g  r o o f , o r 

p o s s i b l y  a  l e a k i n g  wa t e r  h e a t e r .
• Tu rn  o n  t h e  ta p s . I s  th e  wat e r  pr e s s ur e  st r o n g, a n d h o w l o n g  d o e s t he  h ot  wa te r 

t ak e to  he at  up ? Ha v e a l oo k at  th e wat er  h e at er , a nd  c h e c k  t h e  l a b e l  f o r 
c a p a c i t y .  I s  i t  t h e  s i z e  y o u  n e e d ? 

• Are there enough light and power points, or will you have to add s o me . Ho w 
o l d  d o  t h e  s wi t c h  a n d  p o we r  p o i n t  p l a t e s  l o o k ?  Yo u  ma y  h a v e  t o  r e wi r e .

• C a n  y o u  l i v e  w i t h  t h e  c a r p e t , p a i n t  c o l o u r s  o r  w a l l p a p e r ? 
• Wi l l  y o u  h a v e  t o  r e d o  t h e  k i t c h e n , b a t h r o o ms  a n d  l a u n d r y ? 
• In what condition are the fences, driveways, paths, steps, and garden?

The  list could go on for a long t ime, b ut the  above  quest ions c an be checked out in a
10-15 minute inspection, and tell you quite a lot a bo ut  t h e co n di ti on  of  t h e
b ui ld in g , an d  whe th e r it  me et s y ou r a c co mmo da t i o n n e ed s . Th e  l is t  i s n o t 
e x ha u s t iv e , an d  if  y o u a r e  s er io us l y in t er es te d  i n t he  p ro p er ty  yo u wi l l wa n t to  h a ve 
a  s ec on d  l oo k , an d may  wa nt  t he  pr op e rt y ch e ck ed  ou t pr o fe ss i on al ly  be fo r e yo u
c ommi t y ou rs e lf .

THE SECOND LOOK AND PROFESSIONAL INSPECTIONS
If, after first inspection, the house appeals, go back a second time wi t h  t h e 
i n t e n t i o n  o f  s p e n d i n g  a t  l e a s t  a n  h o u r  p o k i n g  a b o u t . 

Tak e a t ap e a nd  mea s ur e t he  r oo m s iz e s if  i t 's  i mpo rt an t  t o f it  i n c e rt a i n  f u r n it u r e
a r ra n g e me n t s . J u dg i n g  b y  t he  e y e i s  as k i ng  f o r mistakes.

T a k e  p h o t o g r a p h s  s o  y o u  h a v e  a  r e c o r d  a t  h o m e . 
Ch at  to  th e own er ab out  ne ig hbo urs , tr aff ic no ise , d ra ina ge wh en it r a in s 

t o rr e n t ia l l y , p o te n t i al  f l oo d i n g, wi nt e r  wi n d s, s u mme r  af t e r n oo n su n , th e  p la nt s  i n
t he  g ar d en , s to ra ge , wha t  wor k o r al t er at io n s t h e y 'v e  d o n e ,  h o w  l o n g  t h e y  h a v e 
l i v e d  t h e r e , wh a t  t h e  p r e v i o u s  o wne r  d id  t o  t h e  h o u s e, wh en  i t  wa s  bu i l t, r e wi r e d ,
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r e -p l u mbe d , re pa int ed?  Ask wha te ver  yo u wan t t o kno w. Yo u'r e g oi ng to ha ve to
l i ve  wi th  t h e a n swe r s  wh e t he r  y ou  h e ar  t he m n ow o r  d i s c ov e r  th e m a f t e r  y o u  mo v e 
i n . 

Sh ou l d  yo u r  ch i l d's  s af e t y  i n  y ou r  f ut u r e h o me b e  of  i mpo r t a nc e , contact the
Child Accident Prevention Foundation of Australia in your State (see Chapter 20)
for a checklist of safety features you should look for.

I f th is  ti me  ro un d t he  g o od  i mp r es si o ns  o f t he  f i rs t in s pe ct i on  a re  r e i n f o r c e d , 
a n d  t h e  h o u s e  g o e s  s o m e w h e r e  n e a r  m e e t i n g  y o u r  pr io rit ies  a nd nee ds , t hen  i t's 
ti me  to  ha ve  it  pr of ess ion al ly ins pe cte d.

The  Roy a l Au s tr al ia n  I ns t it ut e o f Ar c hi te ct s ' Re s id en ti a l Pr o pe rt y I n sp e c t io n 
Se rv i c e  wi l l  c a r ry  o u t a n  in s p e ct i o n  u s i ng  a  co mp r eh e n s iv e ch e ck li s t, a nd  pr ov i de 
y ou  wit h  a  wr it te n r ep or t  f or  a  co mp a ra ti ve l y sma ll  f ee . I n s ome ar e as  t h er e ar e 
b ui ld er s  who  al so  s pe ci al i se  i n  p r o v i d i n g  a  s i mi l a r  s e r v i c e .

The y wi l l co v er  t he  qu es t io ns  l i st ed  ab ov e a nd  ma ny  mor e . Th e  in sp ect ion  will 
be  c omp let ed  wi thi n a f ew da ys of or der ing  i t, and  t he r ep or t c an  u s ua ll y b e in  yo ur 
h an ds  a  da y o r two a ft er  th e ar c hi te c t or  b u il d e r  i n s p ec t s  t h e  pr o p e rt y . Wi t h  yo u r 
o wn c h e ck l i s t o f  r e q u ir e me n t s  a n d  n e e d s  p r e p a r e d  b e f o r e  y o u  s t a r t e d  l o o k i n g , 
a n d  t h e  i ns pe ct i on  r e po rt , y ou  a r e as  we ll  p r ep ar ed  as  i s  r ea so n ab le  to  d ec i de 
w h e t h e r  o r  n o t  t o  b u y . 

If  y ou do bu y, you 'l l h ave  a  pr ett y fai r i de a o f wha t y ou ar e g ett in g y ou rs el f  i nt o ,
a nd  t he  sa ti s fa ct io n  o f k no wi ng  th at  yo u we n t ab o ut  i t sensibly and methodically.

F r o m  n o w  o n  y o u ' r e  i n  t h e  h a n d s  o f  y o u r  s o l i c i t o r  o r  a g e n t . 


