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' Message From The
Director:

CLIENTS LIVING OVERSEAS WHO ARE
AUSTRALIAN CITIZENS AND KEEN TO
BUY

PROPERTY BACK IN AUSTRALIA!

Ref MKM Capital*

Clients :

1. Self-employed

2.Full Doc PAYG

8.PR living in Australia, income from overseas

MKM will accept 100% of all foreign income
MKM does not shade income from other countries.
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Growth in
regional
rents
outpace
capital
cities

REF ME BANK*

AWARD-WINNING MOBILE BANKING
APP AND ONLINE BANKING PLATFORM

Ref Macquarie Bank*

1.Enhanced Security
2.Smart Budgeting

3.Pay ID Faster Transfers
4. Apple Pay/Google Pay
5.Notification
6.Spending/Category

New: Cross collateral functionality

Implementation of cross collateral
functionality as of 19 May 2021.

"...the ability for existing and new
Macquarie clients to submit cross
collateral loan applications .. is
available for individual borrowers and
company and trust borrowers,
providing it's the same borrowing
structure.

REF MACQUARIE BANK*


https://click.communications.macquarie.com/?qs=2e4663e140cf576e9a9d742864f8c165106861c6f753badc18e5fdd0a1ad1e3c139d073428dc696fdabf54aefec9d0598ef77a88ecf5adc7
https://click.communications.macquarie.com/?qs=2e4663e140cf576e532f4be387ef69571819d6ea3d653472e2ea38dc92e2d8a6d2e5d6c56e56f4ca648d45c2211d9e3f72833849c187c897
http://emailcommunications.mebank.com.au/i/app10.2271936122.9fb56dea/c/11/aHR0cHM6Ly93d3cuY29yZWxvZ2ljLmNvbS5hdS9uZXdzL2dyb3d0aC1yZWdpb25hbC1yZW50cy1hbG1vc3QtMy10aW1lcy1jYXBpdGFsLWNpdGllcz91dG1fbWVkaXVtPWVtYWlsJnV0bV9zb3VyY2U9bmV3c2xldHRlciZ1dG1fY2FtcGFpZ249MjAyMTA1MjRfcHJvcGVydHlwdWxzZSZ1dG1fY29udGVudD1wcF9ibG9nJTIw
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REF GRANITE HOMELOANS*

Indicative offers within 48 hours

Up to 80% LVR Residential and Commercial

Fixed or variable rates available from 4.69%

Loans up to a maximum of $1,500,000

Available for Purchase or Refinance

Park extra cash with 100% Offset

Access to your Offset money when you need it, with
Free online transfer to your bank SMSF Cash

Management Account

Payment cycle that suits you with Monthly,
Fortnightly or Weekly repayments

Greater Flexibility with Direct Debit and Direct Credit
Facilities

No Net Asset or Liquidity test required

Residential
Business &Commercial
Lending

REF PARAMOUNT MORTGAGES*

"$16 MILLION DEVELOPMENT, 60 UNITS, NO
PRESALE, SETTLED"

6 MONTHS ABN

LO DOC CONSTRUCTION

3 MONTHS ABN CAR LOAN

DIFFERENT LENDERS HAVE DIFFERENT RISK
APPETITE
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BUYIMNG OR SELLING FPROPERTIES CAN BE A LIFE CHANGING EXPERIENCE
¥YOU DO NOT HAVE TO DO IT ALONE
MAKE THAT POSITIVE CHANGCE IN YOUR LIFE WITH STYLE AND CONFIDENCE
LET US SHOW YOU HOW YOU CAN ACHIEVE THAT TODAY

FIRST HOME BUYERS FACE A WORLD OF UNKNOWN PARAMETERS AND THE FACT IS THAT EVEN
PROFESSIONALS ARE STRUGGLING TO KEEP UP WITH THE EVER CHANGING RULES AND CHANGES TO
THE FINANCE WORLD.

FIRST HOME BUYER CLIENTS REQUIRE MUCH NEEDED EDUCATION ON:

STEP 1: SORT OUT YOUR FINANCE, UNDERSTAND SERVICEABILITY, DEPOSIT REQUIREMENTS, LVR, LMI
AND THE FINAL BORROWING CAPACITY.

STEP 2: EITHER SPEND A LOT OF TIME DOING YOUR HOMEWORK: UNDERSTAND THE SUBURB YOU ARE
CONSIDERING, THE LOCAL MARKET, DEMAND, SUPPLY, DEMOGRAPHIC AND GROWTH RATE

OR ENGAGE A PROFESSIONAL TO DO IT ALL FOR YOU. IT IS ADVISABLE TO LET A SKILLED AND
EXPERIENCED BUYER'S ADVOCATE TAKE CARE THE DUE DILIGENCE AND MARKET ANALYSIS TO SAVE YOU
FROM MAKING FINANCIAL AND INVESTMENT MISTAKES THAT WILL HAVE AN IMPACT ON YOUR FUTURE
WEALTH

STEP 3: CHOSE THE RIGHT AGENT FOR YOU. IT IS VITAL THAT YOU WORK WITH SOMEONE YOU TRUST
AND SOMEONE WHO UNDERSTANDS YOUR NEEDS. SETTING THE RIGHT FOUNDATION IS KEY TO A
GREAT OUTCOME FOR BOTH THE AGENT AS WELL AS THE PURCHASER

STEP 4: ENSURE YOU COMMUNICATE ALL YOUR NEEDS, A GOOD BA WILL ENSURE YOU CHALLENGE
YOUR CHOICES FOR THE BEST OUTCOME. LEARN HOW TO ILLUSTRATE AND CONVEY YOUR MESSAGE TO
RULE OUT ANYTHING YOU DO NOT WANT IN YOUR PROPERTY. THE BASIC RULES ARE: IDENTIFY YOUR
‘MUST HAVE'S”, NICE TO HAVE'S”, "AVOID ITEMS” AND “CHALLENGES”

STEP 5: ENSURE YOU HAVE A REGULAR COMMUNICATION HABIT TO GROW WITH YOUR AGENT. IT IS LIKE
WORKING WITH YOUR LAWYER WHO IS FIGHTING THE BATTLE FOR YOU, BUT YOU HAVE TO SPEND THE
TIME AND EFFORT TO WORK ON THE STRATEGY TOGETHER.

STEP 6: TOGETHER IS THE KEY, STRATEGY IS THE KEY, FLEXIBILITY IS THE KEY. WITHOUT BEING ABLE TO
COMPROMISE WHEN ASKED BY YOUR BA CAN COST YOU FAILURE AT THE END OF THE JOURNEY,
BECAUSE MANY FHB HAVE HIGH EXPECTATIONS AT A LOW BUDGET. LET YOUR ADVOCATE HELP YOU, BE
OPEN TO THE ADVISE AND YOU WILL DEFINITELY ACHIEVE YOUR GOALS!

KIND REGARDS,

RUMANA KHAN

FOUNDER [ DIRECTOR
+614154474176
RKHAN@PRIMEPOD.COM.AU
WWW.PRIMEPOD.COM.AU



RON COHEN
PRINCIPAL

+613 86009333,

RCOHEN@TLFC.COM.AU =
TLFC.COM.AU

LEVEL 2, 333 QUEEN STREET
MELBOURNE, VICTORIA, 3000 =

SNAPSHOT OF THE CHANGES TO THE RESIDENTIAL TENANCIES
ACT 1997 (VIC). WHAT DO THE CHANGES MEAN FOR -
LANDLORDS?

THE NEW RESIDENTIAL TENANCIES AMENDMENT ACT 2018 (”RTAA”) A/\/IENDM, 52
ACCOMPANYING RESIDENTIAL TENANCIES REGULATIONS 2021 (”REGULAT/@NS"' V.
INTRODUCED INTO .

THE RESIDENTIAL TENANCIES ACT 1997 ON 29 MARCH 2021,
THE AMENDMENTS ARE INTENDED TO MAKE RENTING RESIDENTIAL PROPERT /
SAFER IN THE
STATE OF VICTORIA. THE AMENDMENTS EXTEND THE OBLIGATIONS OF RES/D |
(NOW TO

TENANTS (NOW TO
BE CALLED "RENTERS”).

RENTAL PROVIDERS MUST ENSURE THAT THE PROPERTY COMPLIES W/TH CERTA/N /\/I/N//V] VI
STANDARDS
BEFORE A RENTER MOVES IN. IF THE PROPERTY DOES NOT MEET THE MINIMUM STANDA D&
THE RENTER
CAN TERMINATE THE RENTAL AGREEMENT BEFORE THEY MOVE IN, OR THEY CAN REQUESTA
URGENT
REPAIR.

FREQUENTLY

ASKED QUESTIONS ON THE CHANGES:
0 WHAT ARE NOW PROHIBITED FROM BEING INCLUDED IN A RESIDENTIAL RENTAL AGR

0 WHAT CAN 1 DO [F MY TENANT ISN'T PAYING THEIR RENT?
0 WHAT ARE THE NEW RESTRICTIONS ON RENT INCREASE?
0 CAN | GIVE A'NO SPECIFIED REASON’ NOTICE TO VACATE?
O MY TENANT IS THREATENING OR INTIMIDATING ME. WHAT ARE MY RIGHTS?

0 WHAT IF | DON'T COMPLY WITH THE LEGISLATIVE CHANGES?

0 WHAT OTHER CHANGES SHOULD | AS THE RENTAL PROVIDER BE AWARE OF?

IF YOU HAVE ANY QUESTIONS REGARDING TO THE CHANGES TO THE RES/DENT/AL TE
el 00,7 :

PLEASE DO NOT HESITATE TO CONTACT RON COFEN PRSI T/SHER L/NE -
+6138600 9333 OR BY EMAIL RCOHEN@TLFC.COM.AU.



VAIBHAV RASTOGI (RASTI) A

v GET RARE PROPERTIES M
; ' BUYERS AGENT AND PROPERTY i |
STRATEGIST
0401022 724,
RASTI@GETRARE.COM.AU

7

KEEN FOR STRESS-FREE PROPERTY PURCHASE IN THIS MARKET? OFF-MARKET LISTINGS ARE THE SOLUTION.

TO BEGIN WITH, ONE SHOULD UNDERSTAND PRECISELY WHAT AN OFF-MARKET PROPERTY [S.

AN OFF-MARKET PROPERTY IS A VERSION OF A SILENT SALE. IT IS A PROPERTY THAT IS FOR SALE BUT IS NOT PUBLICLY
LISTED NOR ADVERTISED ONLINE. TRADITIONALLY, OFF-MARKET IS A METHOD USED BY SELLERS WHO WANT
DISCRETION WHEN SELLING HIGH-END PROPERTIES. LET US LOOK AT THE BENEF!TS OF BUYING OFF MARKET

NEXT STEPS: GET RA
GUIDE YOU THROUGH T -
THAT YOU WILL GET THE RIGHT PERSONAL/SED STRATEG THE RIGHT PROP
NEGOTIATED PRICE.



https://www.getrare.com.au/
https://www.getrare.com.au/founder

Director

e REB R
M 040 756 8080

E:lifestylevfinance@gmail.com
www.lifestylevfinance.com.au



