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NEGLECTED OR MAINTAINED 
When did you last inspect your investment property? 
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Owning a quality investment property over a 
number of years can do wonders for building 
your wealth.  
 
As capital growth and rental returns inevitably 
increase, the pain of owning an investment property 
begins to reap the desired return for landlords.  
 
The financial pain of transactions costs and 
establishing the investment property are behind 
you. Future capital gains and increasing rental 
returns are fruits to be enjoyed by the landlord.  
 
Yes, an investment property can offer dazzling 
dividends. However, like any investment play, where 
there is a chance of a gain, there is also a chance of 
a loss.  
 
If you are a long-term holder of real estate, time 
will usually take care of the market in your favour. 
The market may ebb and flow in the short term, but 
it will often reward the long-term investor, both in 
increased rent and capital growth.  
 
What is absolutely heart breaking for a landlord is 
when the investment property is trashed, wiping off 
market gains. Not only is this heart breaking, it is 
common. So common, that if you have not 
physically inspected your investment 
property in the past 2 years, you would be 
well advised to do so. 
 
Most landlords discover the true state of their 
investment property when it comes time to sell it. 
Initially they mistakenly believe they are selling a 
well-maintained property. They have formed this Continued on Page 2 

This investment property in Leichhardt sold in less than 3 weeks for Full Price 

well-maintained property. They have formed this 
belief as it was stated in the property manager’s 
condition report over the past few years. 
 
It is only when the owner physically inspects the 
property or the market feedback comes back that the 
property requires renovating that reality comes to 
the fore. 
 
The palace in the landlords mind is a shambles in 
reality. 
 
If you are a landlord, or about to become one, there 
are some realities that you should accept about 
owning an investment property or properties. 
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Suburb Snapshot: Inala 
Source: RP Data 2000 2006 2014(YTD) 

Average House Price $77,392 $211,624 $299,628 

Average Unit/Strata Price Not Available Not Available $81,250 

Total Number of Sales 57 145 131 

Highest House Price $150,757 $353,000 $520,000 

Highest Unit/Strata Price Not Available Not Available $90,000 
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Welcome	  to	  the	  new	  look	  edition	  of	  the	  Johnson	  
Real	  Estate	  newsletter.	  	  
	  
With	   Christmas	   fast	   approaching	   we	   have	  
included	   some	   timely	   articles	   in	   this	   edition.	  
Peter	   O’Malley,	   author	   of	   the	   must	   read	   real	  
estate	  book	   ‘Real	  Estate	  Uncovered’	   talks	  about	  
keeping	   an	   eye	   on	   your	   investment	   properties.	  
Speaking	  of	  Peter’s	  book,	  if	  you	  would	  like	  a	  free	  
copy,	  I	  have	  a	  few	  left.	  Just	  give	  me	  a	  call	  on	  3245	  
1377	   or	   pop	   an	   email	   to	  
andrew@johnsonrealestate.com.au	   and	   we	   will	  
get	  one	  in	  the	  post	  for	  you.	  
	  
There	  is	  also	  a	  great	  article	  on	  getting	  ready	  for	  a	  
Summer	   sale,	   some	   recent	   sales	   and	   some	  
thoughts	   from	   Neil	   Jenman	   on	   the	   cost	   of	   not	  
selling.	  
	  
If	   you	   are	   considering	   selling	   in	   the	   new-‐year,	  
now	  is	  the	  time	  to	  beat	  the	  rush.	  A	  vast	  number	  
of	   properties	   will	   come	   onto	   the	   market	  
immediately	   after	   Christmas.	   This	   increases	  
competition	   and	   has	   the	   potential	   to	   affect	  
property	   pricing.	   If	   you	   begin	   the	   marketing	  
process	   prior	   to	   Christmas	   there	   is	   a	   distinct	  
advantage	  over	  those	  who	  wait.	  
	  
I	   hope	   you	   enjoy	   our	   newsletter	   and	   we	   look	  
forward	  to	  helping	  with	  your	  property	  needs.	  
	  
All	  the	  best,	  Andrew	  and	  the	  team.	  

EDITOR’S 
LETTER 

Continued from Page 1. 
 
Firstly, few if anyone will treat 
the home as well as you would. 
This can often be hard to 
accept for people that lease out 
their primary residence for 
whatever reason. This is not a 
criticism of tenants, it’s a 
reality.  
 
Secondly, investment properties 
experience wear and tear. 
When you allow wear and tear 
to go unchecked, you are 
complicit in the deterioration of 
your own investment. With 
investment properties, neglect 
equals loss. 
 
Thirdly, it is an error to rely 
solely on the agent’s written or 
verbal feedback about the 
condition of your property. 
Many investors have eventually 
inspected their investment 
property and been shocked to 
witness the true state of the 
property first hand. The pain is 
magnified further given the 
state of the property bears no 
correlation to the condition 
reports they have been sent 
over the years. 
 
Finally, owning an investment 
property is not a set and forget 

property is not a set and forget 
proposition. It is a mistake to 
turn your back on an 
investment. Property managers 
are often hard working good 
people. They don’t need to be 
micro managed. The property 
manager manages the property 
but the landlord manages the 
standard expected of the 
property manger. If you fight 
the property manager on every 
repair and maintenance issue, 
the property manager will 
simply stop telling you about 
such issues & asking you to fund 
repairs. Then one day the 
renovated investment may be a 
renovators delight.  
 
If these realities seem too 
confronting and demanding, 
owning an investment property 
may not be for you. To suggest 
that investing in residential real 
estate is a guaranteed way to 
build wealth is only half the 
story. 
 
This article was written by Peter 
O’Malley. Owner and Principal of 
Harris Partners in Balmain, 
NSW and Author of ‘Real Estate 
Uncovered’. 
 
 



THE PERSONAL PRICE 
OF NOT SELLING 

 
Many of today's sellers have a serious 
but hidden problem. 
 
They don't realise, often until they're in 
pain, that there are two prices when 
selling a home – a financial price and a 
personal price. 
 
Think about it – why do people sell real 
estate? It's not, as most people believe, 
primarily for the money. No, people sell 
because of what they can do with the 
money. 
 
The money is secondary to the personal 
needs, goals or dreams of the sellers. 
Far too many sellers focus far too much 
on just the money. They become so 
fixated on the money that they barely 
remember the personal reason they are 
selling. In doing so, they lose financially 
and personally. 
 
Back in the days when I was selling real 
estate, a delightful elderly couple asked 
me to sell their home. They were 
Yugoslav immigrants and although their 
English was poor, they made one point 
very clear. They had a big financial goal 
for their selling price. 
 
But what about their personal goal? 
Well, they wanted to move closer to 
their grown-up children. They showed 
me photographs of their grandchildren 
and their eyes brimmed with tears. 
 
Unfortunately, the market was falling. I 
could not find a buyer willing to pay the 
price they wanted. There were several  
 
impossible. 

offers, but each was firmly refused. Out 
of respect, I didn't push them. I just kept 
trying; but I was trying to do the 
impossible. 
 
Weeks turned into months and still 
their home was not sold. 
 
And then the elderly man died. 
 
A few weeks later, his wife decided to 
rent her home while she went to 
Yugoslavia to visit friends and family. She 
gave me the keys and said goodbye. I 
never saw her again. As so often 
happens with close elderly couples, she 
was to die in a few weeks. 
 
Her son came to see me. It was time to 
sell the home once and for all. We 
discussed the price and he said, "My 
father was stubborn. You sell it for the 
best price you can get. We trust your 
judgement." 
 
Within a few weeks the home was sold - 
not for the price the elderly man had 
wanted but for the best available price in 
the current market. The family thanked 
me. They were pleased that the home 
had finally sold. 
 
But then it occurred to me – the elderly 
couple had suffered a major loss. They 
had missed out on precious time with 
their grandchildren. They put their 
money ahead of their lives. 
 
From that day onwards, I would not 
hesitate to tell sellers to put their 
personal goals ahead of their financial 
goals. If their price goals were too high, 
I'd tell them. 
 
 

About a year later, I was involved with 
an almost identical elderly couple. 
Although they had an excellent offer, 
they stubbornly held out for about ten 
thousand dollars. I looked at them and 
thought, "Will they have ten thousand 
dollars in assets when they die?" And 
then I couldn't help myself, I told them 
what I was thinking. They smiled and 
told me that yes, of course, their assets 
would exceed ten thousand dollars 
when they died. 
 
I leaned forward and said, "So, why 
don't you use that money now and take 
it off the high price you are asking and 
get on with your life?" It was so obvious. 
They laughed and agreed. In doing so, 
they put their lives ahead of their 
money. 
 
If you've got your property for sale and 
no-one's buying it, then it almost 
certainly means that your asking price is 
too high. Sure, it's easy to blame the 
agent and, yes, most agents aren't that 
good at negotiating. 
 
But one thing's for sure about all agents, 
they all want to make sales. Yes, there are 
a lot of pushy agents (especially with 
auctions) but there are also lots of meek 
agents. And many of these agents don't 
know how to tell sellers to accept the 
best offer and get on with their life. 
 
In my experience, all sellers – once they 
make the decision to accept the best 
offer – never regret selling and getting 
on with their lives. 
 
It's often a simple choice – your money 
or your life. 
 

YOUR MONEY OR YOUR LIFE 
 

Written by Neil Jenman 



	   	  
	  
	  
	  
	  
	  
	  
	  

	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  

	  
	  
	  
	  

	  
12 Bingeringo Pl, Forest Lake | $478,000 51 Kordan Bvd, Raceview | $345,000 

26 Hermitage Pl, Forest Lake | $378,698 10 Church St, Lowood | $203,000 

92 Banksia Cct, Forest Lake | $332,000 43 Pat Slattery Pl, Lowood | $485,000 

9 Amara Cres, Forest Lake | $365,000 1/7 Owen St, Raceview | $200,000 

27 Henderson St, Redbank | $640,000 4 Hanran Ct, Bundamba | $220,000 

2 Eden Cres, Springfield Lakes | $335,000 15 Wellen St, Bundamba | $125,000 

27 Bramwell St, Eight Mile Plains | $505,255 14 Beth St, North Booval | $209,000 

	  

Recent Sales 

6 Ways to Prepare for a Summer Sale 
1. Clean & De-clutter 
Make your move easier by beginning the 
packing process now. 
- Clear out all clutter and remove items you 
don’t regularly use. 
- Donate items that haven’t been used in 
the past 12 months. 
- Throw away items that are broken or 
damaged. 
- Shred and dispose of paperwork that is no 
longer needed. 
 
Consider a temporary storage facility 
for bulky pieces of furniture, holiday decor, 
out of season clothing and any other items 
you don’t need. 
 
When you clean, pay attention to small 
details including; washing windows, dusting 
blinds, launder curtains, cleaning appliances 
(inside and out) and straightening up your 
wardrobes.  

2. Do A Thorough Inspection 
This step will help you avoid any unpleasant 
surprises during the sale process. 

Inspect walls and floors for water damage. 
Check for plumbing leaks. Make sure the 
windows don’t have broken seals. Check for 
any signs of insects, rodents, & in particular 
termites… and fix any problems that you 
find. 

3. Eliminate odors 
Don’t mask household odors with air 
fresheners, which can be overwhelming and 
cause allergies in many people. Rather, 
include freshly cut flowers, the scent of 
fresh cinnamon boiled on the stove (but 
remove the pot before the showing), or 
fresh apples and cookies placed in plain 
sight in the kitchen. 
 
4. Paint 
While you might love your aurbergene 
walls, there’s a good chance that most 
buyers won’t. Many buyers want to see a 
blank canvas where they can inject their 
own personality. In order to make your 
home appeal to the largest possible 
audience, paint your walls in neutral colors 
in a matt finish. 

Don’t forget to repair any nail holes or other 
damage before painting, and be sure to 
touch up ceilings and trim as needed. 

5. Finish projects & repairs 
Now is the time to complete any home 
improvement projects you have under way 
and make any and all necessary repairs to 
your home. 
 
You’ll most likely find a buyer more quickly 
and the sale process will be much smoother 
if everything that needs to be done is taken 
 

care of before you lost your property. If you 
have additional home improvement projects 
planned, make sure they can be finished in a 
short amount of time. 

 

 

 

 

 
 
 
 

 

 
6. Create a welcoming entrance 
Your front door is the first thing potential 
buyers will see when they visit your home, 
so remember to make it inviting. Paint the 
door if needed, replace any damaged 
hardware, keep decorations minimal and 
declutter the entrance area. 
                                   Written by Holly Jones 


