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Reader note
A A

IMPORTANT EERTR

This guide is general educational information, not
legal, financial, tax, building or investment advice.
Property and body corporate outcomes turn on the
contract, title, survey plan, community management
statement, applicable regulation module and current
law. Obtain independent Queensland legal advice be-
fore signing, waiving a condition, settling, or buying
management rights.

The guide uses “strata” as a convenient Australian
umbrella expression. Queensland legislation generally
uses “community titles scheme” and “body corpor-
ate”; New South Wales uses “strata scheme” and
"owners corporation”. State and territory statutes are
not interchangeable.

Traditional Chinese terms follow the supplied Australi-
an Strata Titles Glossary. They are practical explana-
tions rather than official translations. Where a transla-
tion differs from the English text, the English text gov-
erns.

Editorial method

The English narrative uses a proposition-operation-
consequence method. Each subject first identifies the
legal structure, then explains how it operates and fi-
nally states the practical result for an owner, buyer,
body corporate, manager or adviser. The wording and
analysis in this guide remain original.

» Define the statutory object before discussing its
commercial effect.

» Keep title, governance, management and
contractual rights analytically separate.

» Use legislative history and worked examples to
explain why the present rule exists.
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» State the jurisdictional qualification and practical
consequence, rather than relying on labels.

Core terminology
AN RS

CORE TERMS
AW S

RIS EAERERFIREHER > MAKBLBIR
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CORE TERMS

T

Strata title 3 /8 E#E
Separate ownership of a lot plus shared interests and obligations.

Bz BUMARE  BHEEERRRERER

Body corporate %37 AFfE
The statutory collective body comprising all lot owners.

HFRA B R MR EE SRR o

Common property AHEE HEEE

Shared land and infrastructure outside individual lots, subject to the

plan.
AIFMERIE TTEEE LS ~ AREIR) 5T E R A it Re B8 i o

Volumetric subdivision ZEfiEfE S El

Three-dimensional division of land into separately titled spatial lots.
M = 4 ZE 75 T B 4 FI B I S R ZE R LR o

By-laws EIER4Y

Scheme rules regulating use and enjoyment of lots and common
property.

REBTRHAMEFREZHMNEER

Sinking fund f#EESE HIEEE
Fund for forecast capital expenditure and major replacement work.
BREAEAES R EETRTENES o

Committee ZEE

Elected body that administers the scheme between general
meetings; its authorised decision is a decision of the body
corporate.
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Community titles scheme 1 & ZiEIEE
Queensland'’s main statutory scheme structure.
BTHIFENEEHEEEEELRE -

Lot Bt /ithijE
The separately owned property shown on the
registered plan.
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Community Management Statement (CMS) 11 & E1HE
L

Recorded document containing scheme identification,
entitlements, by-laws and module.
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Building Management Statement (BMS) 722 EI2E2ER

Registered reciprocal rights and obligations
coordinating shared building interfaces.

SR E SRR RS L ERRN X o

Levy Ei2H
An owner's contribution to body corporate expenditure.
ET AL HETEABRBRYMBTNEEE -

Management rights =124

A combined caretaking and authorised letting business
connected with a scheme.
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General meeting 22 F AT

Meeting of all owners at which reserved and restricted
issues are decided by the prescribed resolution.
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A buyer's agent acts under a written appointment and
within the authority, services and remuneration stated
in it. The label does not enlarge the legal role. Search-
ing, market assessment, negotiation and bidding may
fall within the engagement; legal advice, building in-
spection, surveying, valuation, tax and finance do not
become the agent's functions merely because they
are relevant to the purchase. A sound appointment
identifies each boundary.
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Buyer's agent role boundaries ~ 575 {2 A A & FE4R

Buyer’s agent

BAREA

Search - assess - negotiate - bid
= - 5T - M8 - RR

N

Building inspector
BERES

Condition - defects - scope
AR - BARE - TA2E0E

Property lawyer
by e

Title - contract - disclosure - advice
ERE - B4 - W - ERER

Valuer and finance or tax advisers
| rurme wm

Value - funding - tax structure

B{E - BE - MBS

Advisers support the process; the buyer remains the decision-maker.

R SZIE | RRMBEESRE

8.1
Minimum checks

R PR A A%

« Verify the individual and agency licence on the
Queensland public register.

o Use the prescribed residential appointment form 6
(or commercial form 6A) and read exclusivity,
term, fees and termination provisions.

» Ask who pays the agent and require disclosure of
referral fees, developer commissions, rebates and
related businesses.

» Confirm professional indemnity insurance and a
written complaints process.

» Check direct experience with the target suburb,
property type and body corporate regime.
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CHAPTER 8 — BUYERS' AGENTS: SELECTION AND DUE DILIGENCE

8.2

What a good scope looks like

BEFREBEANEERBRRAE

R 55t

SERVICE EVIDENCE EXPECTED LIMIT TO CONFIRM

BR#5 EAEEE JARESTHI PR

Search and Written brief, comparable sales, ownership-cost On-market only or off-market access; geographic
shortlist assumptions. limits.

T EmEE SEEK ~ AILERE ~ AR © RRAHTSHEIEIFARER ; g RS o
Property Inspection notes, risks, body corporate red flags Not a legal, structural or valuation report.
assessment and resale factors. WIEELE « EHEEEIRE o

ESR MBALE ~ AR - FTEAERETREERR -

Negotiation Documented strategy, authority limit and contract-  Agents must not pressure the buyer to waive legal
e condition instructions. or finance protections.

Auction bidding

BACERIRER « 18 EIRRZARMET

Written maximum and bidding authority.

HERE EEREERFRISHE -
8.3

Interview questions
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* How many recent purchases have you completed

in this exact market and property type?

» Do you or an associate receive money or benefits
from sellers, developers, mortgage brokers,

conveyancers or property managers?

» Will you review body corporate records, or only

identify that a specialist search is required?

» What happens if | find the property myself, cancel,
or buy after the appointment ends?

» How is your recommended price supported, and

who verifies rental or growth assumptions?

89
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REARSHBERREEEHRERRE

Auction contracts generally have no cooling-off
period.
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Buyer's agent appointment shield ./ & 75t A\ ZE(F[E

e A
Licence
hgEg

Current and appropriate
BREE

p
Scope

#EE

Search, assess, negotiate

T 5T BE

N J

Evidence

Eiti

Written analysis and records
BEDMRARER

8.4
Licensing and the written appointment
IR BLE AT

A Queensland buyer’'s agent is a licensed real estate
agent appointed to act for the buyer. The engagement
should use the prescribed appointment form and
clearly identify services, fees, expenses, term, exclus-
ivity and termination. Licensing confirms that a pro-
vider is regulated, not that the provider is expert in
every market or property type.

Before signing, the buyer should check the public li-
cence record, the contracting entity, professional in-
demnity insurance and the person who will actually
perform the work. An agency may promote a senior
adviser while delegating research and inspections to
junior staff. The appointment should state the expec-
ted deliverables and the standard for reporting
conflicts or referral benefits.

PRACTICAL CHECKLIST B8
» Search the individual and agency licences.
» Name the responsible adviser in the scope.

» Read exclusivity and post-termination fee clauses.

» Require written disclosure of referral benefits.

PRACTICAL EFFECT EHME

A valid licence is the price of entry, not the whole of
the selection test.

VERIFIED APPOINTMENT
EERNEE

s ™
Fees
&R

Clear triggers and GST
BB RIAE R R R GST

Conflicts

FUZETESR

Referral benefits disclosed
WEENFE

A

Exit
B
Term, termination and handover

1A~ RRIERAIE
\ J

ETHELNEARHESZENFEMENE - ZERR
BIsER - MWERTIRRE « BA » B « £ - BRI
RA&IE - ERRBPAERFE SN - WARAEESETS
BMEREGAFEES -

FEF > BRRERARMRGCE - LOER « EXRER
MR BERHITIIENAS - KIBAT A& REE I ERR
75 BB R RS AR B RIE - RIEXHFFES AT
HASZATRR » B BB H s SR B F) s AU AR 2 o

s EREARREABIER -

* ERRFSEERTIAS SRR o
* BRBERREIEBKRERR
REEREENH= ©

/|

]

BUERARREBABZER » MASTEEFRE -



CHAPTER 8 — BUYERS' AGENTS: SELECTION AND DUE DILIGENCE

8.5
Designing a useful scope of work
et B AR5 i &

The scope should reflect what the buyer cannot effi-
ciently do alone. It may include strategy, suburb and
building research, off-market sourcing, inspections,
comparable sales, rental evidence, ownership-cost
analysis, negotiation, auction bidding and coordina-
tion of legal, building, valuation and body corporate
specialists.

The engagement should distinguish information gath-
ering from professional opinions. A buyer's agent can
identify a possible structural or body corporate red
flag but should not present legal, engineering, tax or
valuation conclusions without the relevant qualifica-
tion. The written report should record evidence, as-
sumptions, limitations and unresolved issues before
an offer is made.

PRACTICAL CHECKLIST Bf58

» Specify target location, asset type, budget and
time horizon.

» Require a written shortlist rationale.
« Allocate responsibility for specialist reports.

» Define the approval required before bidding or
signing.

PRACTICAL EFFECT BN SR

A strong scope controls the process; it does not
promise a particular investment return.

8.6
Fees, commissions and conflicts
EH ~ <A fa 12

Buyer's-agent fees may be fixed, tiered, retainer-
based or linked to the purchase price. A percentage
fee can rise when the buyer pays more; a fixed fee
may reduce that tension but does not guarantee effort
or quality. The buyer should understand when the fee
is earned, whether GST and expenses are additional
and what happens if no property is purchased.
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CHAPTER 8 — BUYERS' AGENTS: SELECTION AND DUE DILIGENCE

Conflicts can arise from developer stock, selling-
agent relationships, mortgage-broker or conveyancer
referrals, property-management appointments, renov-
ation work and rebates. The buyer should ask whether
the agent receives any benefit from any person con-
nected with the recommended property. Disclosure al-
lows assessment; it does not automatically neutralise
the conflict.

PRACTICAL CHECKLIST Bf58

« Calculate the total fee under several purchase
prices.

» Ask what events trigger payment.

» Require disclosure of commissions and related
businesses.

» Check whether the agent can act for both sides.

PRACTICAL EFFECT BHME

Independence is a structure created by the appoint-
ment and remuneration model, not a marketing ad-
jective.

8.7
Interview, evidence and exit
[ 2 tunty: Aiill

Selection should test recent experience in the exact
market, price range, property type and body corpor-
ate structure. The buyer should ask for examples of
rejected properties and the reasons for rejection, not
only successful purchases. A disciplined adviser adds
value by preventing a poor acquisition as well as by
sourcing an attractive one.

The appointment should require document retention,
written instructions for bids, confirmation of price lim-
its and a complaints process. Termination should ad-
dress active negotiations, confidential information,
continuing fee claims and return of documents. If per-
formance is unsatisfactory, the buyer should give
clear written notice rather than relying on informal dis-
satisfaction.

PRACTICAL CHECKLIST B8
» Ask for a sample property assessment report.

» Test knowledge of strata records and levy risk.
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CHAPTER 8 — BUYERS' AGENTS: SELECTION AND DUE DILIGENCE F8E BHAIREBANEERBRAST

» Require written authority before every binding o FIHEENE NP EREREMITRE o
step.
» Read the complaints and termination pathway. o AN IR AR I FRTR o

PRACTICAL EFFECT BEHME

The buyer remains the decision-maker. Delegating BANERRISAEE | FEMEARL N INRK R EIES
research does not delegate responsibility for the (EEERE o
final risk choice.
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Important notice
R

This guide is general educational information. It is not
legal, financial, tax, building or investment advice, and
it does not create a lawyer—client relationship. Prop-
erty and body corporate outcomes turn on the partic-
ular contract, title, survey plan, community manage-
ment statement, applicable regulation module and the
law in force at the relevant time.

Obtain independent Queensland legal advice before
signing a contract, waiving a condition, settling, or
buying management rights. Where the English and
Chinese texts differ, the English text governs.
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