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Free advice vs
property advisors
With so much information freely available these days, do
you really need a property advisor? Are they just in it to
make money for themselves and line their own pockets
with investor commissions – or can they genuinely help
everyday Australians create wealth?

Paul Wilson
is the founder of We Find Houses,
which provides investor education,
coaching and mentoring, as well as
finance and buyer’s agent services

IN SIMPLE terms, a property
investment advisor lays the
foundation for your investment.
A property investment advisor
should, before anything else,
spend their time gaining an
understanding of your personal
considerations, obtaining a
financial snapshot of your current
situation, and openly discussing
your individual objectives
and circumstances.
The more someone spends their
commercial time getting to know

you and understand your needs,
the more they should be able to
then explain a cross-section of
property investment strategies.
Just as importantly, they should
be able to demonstrate how each
one would work towards helping
you achieve your individual goals.
By detailing and balancing the
pros and cons of each strategy and
assisting you in assessing these
impartially, they will be able to help
you make an informed decision
about the best next option for you.

You might start off with
one particular strategy or
pathway and evolve into more
sophisticated ones over time.
Equally, you may only ever need to
focus on one strategy. The main
goal is to not only understand the
variety of options available but to
also have them tailored to your
individual circumstances.
This is crucial at the time of
investment, as well as during
the lifetime of your portfolio,
to ensure there is flexibility
to match your changing life
circumstances so that your
portfolio grows effectively with
you over time.
The most important thing is
that you are not working with
someone who is a cookie-cutter
advisor offering a one-size-fits-all
strategy or history.
But how do you determine
whether someone is an ethical
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ADVISOR, BUYER’S AGENT
– OR BOTH?
When you engage a
property professional
in any capacity, it’s
important to know exactly what service you’re
investing in.
A buyer’s agent sources and locates property,
and sometimes a person can act as an advisor
as well as a buyer’s agent because they hold the
right levels of experience and qualifications in
both spaces.
Less scrupulous operators may sell themselves as
advisors or buyers’ agents when really they are
real estate agents in disguise.
If you spot any red flags, ask questions – a
professional, reputable buyer’s agent and/or
property advisor will be transparent, honest
and direct.

and experienced professional
property advisor – someone
who has the potential to help you
exponentially grow your wealth
– as opposed to a ‘spruiker’
who is simply trying to flog you
any old property to line their
own pockets?
The big question is, how does
the property investment advisor
get paid?
With so much ‘free’ advice
available (of varying quality),
many investors are resistant
to or reject the option of
paying for advice, and prefer a
product model in which no fees
are charged.
Without having a business
model that accommodates these
clients, businesses are placed
in a compromising position.
Like advice offered by experts
in any other industry – such as
architects, doctors or mechanics

– there is a considerable financial
and time investment in education
and ongoing development.
To become a reputable expert
and keep accreditations relevant,
there is a commercial cost to
providing such advice.
Conversely, it’s an unfortunate
aspect of human nature that

actually lost, because the advice
they went with wasn’t held in
any regard.
Every week I speak to a vast
number of people who enquire
about our services, wanting to
understand what we do and what
our fee structure is. There are a
consistent number of people who

People don’t highly value what they get for
free, so even when they receive free advice
they don’t tend to follow it
people don’t highly value what
they get for free, so even when
they receive free ‘advice’ they
don’t tend to follow or implement
it. In essence, while they have
saved you the cost of paid and
qualified advice, they have

want a service but who do not
wish to pay anything for it.
At We Find Houses, we have
an independent standalone
property investment advice
service that comprehensively
educates clients on the varied
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property investment pathways.
We explain the fundamentals of
property and financial markets,
along with cash flow modelling
of these options as they pertain
to the client’s individual criteria,
risk profile, budget and time
frame. For this education, we
charge a modest fixed fee.
We spend our time educating
them about the difference
between a free service and a
paid service. However, it is a
commercial reality that not being
able to provide a service to these
people is a lost commercial
outcome in a market that is
very competitive – and in which
clients can easily fall victim to
unscrupulous practices.
For those who are still seeking

a free service, consider this: a
reputable professional advisor
will be able to help you clarify
your investment strategy by
taking into consideration your
own individual circumstances,
such as risk profile, desired
outcome, time frame, budget,
etc. A buyer’s agent then goes
to the market to cherry-pick
the right properties through
a methodical process of
research and market analysis
that identifies locations and
properties that are in line with
your overall investment goals.
I constantly say that
affordability is not an investment
strategy. The analysing of data,
research, identification and the
due diligence process require

Genuine property advisors are in the
business of providing a professional service
to clients, not flogging a property

access to multiple tools and
many hours, which in the busy
lives we all live now is a massive
task. Therefore, many people
are turning to the professionals
as they would rather outsource
the task well than pile it onto an
already busy daily schedule.
This is where the true value
of working with an accredited
property advisor and buyer’s
agent lies. Ask yourself: is it
really worth missing out on an
additional $50,000, $100,000
or more in capital growth on
each property deal for the sake
of haggling over a couple of
thousand dollars in fees?
People will often make a big
deal out of how much they were
able to negotiate off the asking
price. However, what is most
important is the true value of the
property, and the upside to you
of securing the right property
for your portfolio. If someone is
asking $600,000 for a property
worth $500,000, and the buyer
negotiates $80,000 off the price,
they are still paying too much. If
the seller was asking $450,000
for the same property and the
buyer paid above the asking
price at $480,000, they are still
getting a good buy.

How to spot a fake
Property investment advisors
should be focused on providing a
professional, independent service
to clients who engage their
services. This is a very different
role to that of a real estate sales
agent who has a list of properties
to sell and their only concern
is whether a buyer can get the
finance to fund the purchase.
Genuine property advisors are
in the business of providing a
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professional service to clients,
not flogging a property.
The reality of the situation
is, the more information I know
about a potential client, the
more I can serve them and the
more personalised we can be in
the way we help them. Property
investment advice should be
independent; it should not
involve the discussion of one
strategy, one property or one
location. The advisor should
have extensive knowledge of the
market, along with an educated
knowledge of a diverse range of
property markets, locations and
property investment strategies.
Unfortunately, I hear horror
stories every week that suggest
the level of advice some
businesses provide is wholly
focused on whether the client
can afford the property they
want to sell. The service provider
knows what properties they are
going to pitch before they even
know the name of the client. This
is not a property advisor – this
is a real estate agent dressed up
as a property spruiker, and I can
guarantee they have only their
own best interests at heart.

Here is the bottom line: if
a client wants independent
advice and education, and the
ability to assess independent
data on locations, financial
modelling and strategy, then
they should expect to pay
separately for such a service.
If ‘advice’ is being offered
for free, or if the client wants
advice but does not want to
pay for it, then they need to
understand that the cost of
that advice and commercial
time needs to be factored
in somewhere. If it is done
for free, then the amount of
commercial time spent on
providing that advice should
be questioned – because, at
the end of the day, everyone
needs to pay the bills. If you’re
not paying them, who is?
Similarly, with a buyer’s
agent’s service, along
with their comprehensive
knowledge of location, there
is a considerable investment
of their time in research,
negotiation of the deal,
conducting of due diligence,
settlement of the property,
as well as referrals to

HOW DO I KNOW IF I’M BEING RIPPED OFF?
There are a number of checks that an investor should
do when they are working with a property investment
advisor or buyer’s agent:
If you are looking for independent advice across a
range of property investment strategies and locations,
yet you’re only being offered one predetermined
option, this clearly indicates you are dealing with
someone who has their own agenda at the forefront
instead of yours.
Are they all just brand-new house and land
packages, or do you have an option to buy an
established property, a residential property or a
commercial property? A range of options gives you
room to grow your portfolio, rather than being limited
to one particular strategy.
Do they educate you on sound investing principles
and strategies and help you improve your financial
literacy, or is the focus purely around completing a
property transaction? If you’re leaning towards the
latter, that could be a massive red flag.
If the advisor or agent you are considering
working with seems to have a cookie-cutter approach
or perhaps their own agenda, then you need to look
further afield to find someone independent, reliable,
and who can support you in growing your portfolio in
the long term.
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4 GOLDEN RULES OF FREE ADVICE

1. Research
It is possible to get free property
investing advice – just be sure to
research the source to check they
are reputable.

2. Agenda
Educational courses, seminars and
workshops can be valuable, as long
as the underlying agenda isn’t to
sell you a one-size-fits-all property.
qualified and reputable property
managers, solicitors, landlord and
property insurers and quantity
surveyors. All of the services
the buyer’s agent provides are
designed to protect your interests
3. Experience
Not all advice is created equal.
What experience and/or success
rate has the person or company
providing advice had themselves?

4. Testimonials
Don’t be afraid to ask: how
have other property investors
benefited from the provider’s
advice or education?

at a price. If it doesn’t, again
you should be asking: how are
they making a living if they
are providing advice without
getting paid by you?
As reputable property

[Service] comes at a price. If it
doesn’t, you should be asking: how
are they making a living … without
getting paid by you?
and your investment. They bring
to the role years of hands-on
experience and knowledge of
property markets, an unemotional
perspective during negotiations,
and an impartial assessment of
the pros and cons of a particular
property in line with the strategy
you have chosen to follow.
And yes, all of this comes

advisors and buyers’ agents, we
operate with a high degree of
transparency in all our dealings
with clients, particularly when
it comes to fee structure. We
have a fixed buyer’s agency fee
structure that is dependent on
the type of property purchased,
and not tied to the value of
the property. For the majority
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of our clients we are locating
existing/established properties;
the fee for this type of property
is disclosed to the client
before they commit to using
our services, and again prior
to buying a specific property,
so it is factored into their
decision-making process.
The flat fee is the maximum the
client will pay. In some cases, as
part of the negotiation process
we have been able to obtain part
of our buyer’s agency fee from
the vendor or selling agent, then
the fee our client pays is reduced
by the same amount.
We also offer a developer
direct service for buyers whose
strategies suit brand-new

properties – in doing so we
disclose that, in most cases,
there is no fee at all payable
by the client. More often than
not, we can negotiate for the
developer or vendor to cover
our buyer’s agency fees for
this type of property so that
we don’t then double dip and
also charge our client a fee.
The reason the developer is
happy to pay these fees is that
they don’t have to spend an
exorbitant amount on marketing
and advertising.
Meanwhile, our clients don’t
end up paying anything for
our services, which ultimately
cover researching the ideal
investment location to suit

Disclaimer: The advice
contained in this article
is for general information
only and should not be
taken as financial advice.
Please make sure to speak
to a qualified professional
person before making any
investment decision.

their needs, price and terms
negotiation, conducting due
diligence, project management
of the build, finance drawdowns,
and pre-settlement handover
inspections. Once you own
the property, our service then
extends to referrals to reputable
property managers, landlord
and property insurers, and
quantity surveyors.
Our goal is to ensure your
investment is supported and
protected from the outset, and
our approach results in a win-win
outcome all round. This is an
example of how the industry can
work with optimal transparency
and professionalism for the
benefit of all involved. YIP
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