Ken Premtic
BUYER'S ADVOCATE

ken@secretagent.com.au
0402 026 977

Ken has been in the property industry for close to 5 years, assisting many of Secret Agent's local and
interstate clients to purchase around the inner city.
Ken has saved his clients on average 6.14% off their budget. His portfolio includes both
residential and commercial property, through pre-auction negotiations and auction bidding. Read
more about his featured purchases below.
Ken's strengths lie in property selection, cash flow analysis, feasibility studies, planning and
development. Through his established relationships with local agents, he is always up to date with
the pre-market and off-market properties.
HAPPY CLIENTS

"I recently acquired the services of Ken Premtic and the
Secret Agent team to buy my new home. From the outset
my requirements and wishlist were thoughtfully considered
and I was guided through the process over a six month
period. During this time, Ken provided excellent guidance
and advice regarding the feasibility of some properties/areas
and I ultimately secured a property with the confidence that
comes from getting expert help – especially for such a major
purchase. Ken’s knowledge of market values, potential capital
growth and general liveability was evident throughout the
process. He was responsive, insightful and a pleasure to work
with. I have recommended his services to several friends
currently in the market and would definitely engage Ken and
the team again."
Chris

"I think Ken has a bright future in the industry. I base this
judgement on his excellent communication skills, great
attention to detail and negotiation skills. I have no doubt that
without his perseverance and tireless efforts to firstly secure
the property at the price that was within our comfort zone
and secondly to come to the rescue with calmly dealing with
last minute dramas with settlement, I would be totally lost. I
cannot thank him enough for being a thorough professional
and staying in touch with me all the way to guide me through a
process which is not very friendly.
Hope to do it again in the near future, it's been great fun."
Shez

FEATURED PURCHASES

32 Bruce St, Coburg
$1,180,000
Purchased for an upsizing family after it
passed in at auction, with a reserve price
of $1.2m. Comparable homes in the area
sold for $1.3m.

67 Rose St, Brunswick
$985,000
Purchased for a young family after it
passed in at auction, due to few similar
properties auctioned at the same time in
Brunswick.

46 Brighton St, Flemington
$1,650,000
Purchased for an interstate home buyer
at auction against 5 other parties. This
house is in a sought-after, tree-lined
street in Flemington.
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FEATURED PURCHASES

10/79 Oxford St, Collingwood
$1,260,000 - Purchased at auction
Client: Overseas entrepreneur with a budget of $1,500,000.
Brief: An investment property with solid future capital growth and a strong cash flow.
Strategy: Ken identified this unique warehouse apartment in the Oxford Street
precinct in Collingwood. Due to its location in a Mixed Use Zone, it presented the
opportunity to lease out the property commercially and install a professional tenant
inside.

17/248 The Avenue, Parkville
$750,000 - Purchased prior to auction
Client: Interstate downsizer with a budget of $1,500,000.
Brief: An inner city home to divide her time between Perth and Melbourne, in a well
maintained building with no stairs.
Strategy: Ken advised the client to expand her initial search criteria beyond the CBD,
due to the negative impacts on noise and quality of views caused by the upcoming
supply of city apartments. A suitable pre-market apartment was identified in a well
run 70s block that was predominantly owner-occupied. Due diligence revealed value
below $780k, and that if the property were to go to auction, it risked the possibility of
selling above $800k. An apartment on the lower level of the same building, with no
views of the park, sold one year earlier for the same amount. The true 'wow' factor
of the property was its unobstructed views to the park, which appealed to our client.
Ken submitted an offer prior to auction for $750,000 with a two week settlement
date, and successfully secured the property through this single, best offer.
47 Hudsons Rd, Spotswood
$1,080,000 - Purchased at auction
Client: First-time developer with a budget of $1,150,000.
Brief: A development site in the inner North or inner West.
Strategy: It was important to minimise risk and look for a site where four townhouses
could be developed, as it was his first project. This site was identified in an emerging
market in Spotswood, close to nearby amenities. After engaging various consultants
and architects, and carrying out a conservative feasibility study, Ken decided to
proceed with pursuing this property. A settlement date of 120 days was negotiated,
providing plenty of time to engage with the council and submit preliminary plans.
Ken intends to lodge the plans on settlement date. The anticipated conservative
development margin is 22%.
20/63-69 Holden St, Fitzroy North
$750,000 - Purchased prior to auction
Client: Investor with a budget of $800,000.
Brief: First investment property.
Strategy: Due diligence revealed a market opinion of $780k-$810k. The property
struggled to gain interest because the agency overquoted on the property, at
$750k-$800k. Because interest had dropped, Ken leveraged timing and struck at
the right moment to negotiate hard on the property before auction. The property
was purchased with a 30 day settlement, and was leased out on settlement day to a
retired couple who intend to stay at the property for many years to come.

Ken Premtic
BUYER'S ADVOCATE

ken@secretagent.com.au
0402 026 977
FEATURED PURCHASES

9 Rupert St, West Footscray
$1,060,000 - Purchased prior to auction
Client: Home buyer with a budget of $1,100,000.
Brief: Spacious family home in the inner West.
Strategy: It was a good opportunity to purchase before the AFL Grand Final as many
buyers head away for the long weekend. Ken submitted an offer on one property that
was below market value, however this was rejected by the vendor. A second offer was
placed on 9 Rupert St and strongly negotiated before auction. The owners were under
pressure to sell and needed settlement prior to Christmas, giving the buyer the upper
hand during negotiations. Recent comparable homes sold in the $1.15m region.
12 Livingstone Pde, Preston
$805,000 - Purchased off-market
Client: Investor with a budget of $850,000.
Brief: First investment property with high capital growth.
Strategy: This was an off-market property in a gentrifying area of Preston with a lot of
upside for growth in the future, close to lifestyle and transport amenities. The owners
were nervous about using a real estate agent and decided to sell off-market. It was
an opportunistic purchase as the owners were very reasonable with their price due to
their savings on costly agent fees. The property was purchased with an established
tenant in place.
15 Downes St, Strathmore
$1,335,000 - Purchased after passing in at auction
Client: Overseas investors/home buyers with a budget of $1,400,000.
Brief: Home in the PEGS and Strathmore Secondary College school zones, to be
leased out initially for a few years.
Strategy: Two properties were shortlisted, one which eventually sold well over the
client's budget. For 15 Downes Street, the reserve price was high at $1,400,000. It
was passed in to Ken at auction for $1,305,000, who was the highest bidder. The
owners were determined to sell as they had to part ways. With three other interested
parties waiting, and only 5-10 minutes to purchase before the agent would re-open
the bidding process, Ken managed to negotiate against the reserve to secure the
house. There was overwhelming interest in the property from the rental market as
homes like this were rarely put up on for lease, as the majority are owner-occupied.
The property is currently leased for $775 per week to a quality tenant.
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IN THE MEDIA

Mystery buyer pays $360,000 above server for
Collingwood apartment
Herald Sun, Sep 2016
[Click to read full article]

10/79 Oxford St, Collingwood, sold for $360,000 more than the reserve.
VIC

Mystery buyer pays
$360,000 above reserve
for Collingwood apartment
SCOTT CARBINES, JORDAN MARSHALL, Property reporters, News Corp Australia Network
September 3, 2016 8:30pm

A SLEEK warehouse conversion in Collingwood’s popular Foy & Gibson precinct
soared $360,000 above reserve to underline the strength of character in
Melbourne’s apartment market.
The two-bedroom top floor loft at 10/79 Oxford St sold for $1.26 million under the hammer
yesterday, as five bidders competed to secure the stylish abode.
Jellis Craig, Fitzroy, agent Michael Amarant said prior to auction that “baby boomer money
had come to Collingwood,” but downsizers and professionals were unable to top a mystery
buyer.
Ken Premtic, of Secret Agent buyers’ advocates, easily saw off competition on behalf of his
client, an unnamed Melbourne entrepreneur, returning fire with quick bids as the price rose.
“They were prepared to do what it took to get this one,” he said.
Mr Premtic said the buyer would live at the property and was drawn to the value of the
location and rare appeal, including near 7m high ceilings, original timberwork and clerestory
windows.
“It’s so hard to put a value on what the roof is worth. That was the X factor for it,” he said.

Buyer's agent brief
Property Investor Magazine, Jan 2016
[Click to read full article]

© COPYRIGHT AUSTRALIAN
© COPYRIGHT
PROPERTY
AUSTRALIAN
INVESTOR
PROPERTY
MAGAZINE
INVESTOR
- WWW.APIMAGAZINE.COM.AU.
MAGAZINE - WWW.APIMAGAZINE.COM.AU.
REPRODUCED WITHREPRODUCED
PERMISSION. WITH PERMISSION.

© COPYRIGHT AUSTRALIAN
© COPYRIGHT
PROPERTY
AUSTRALIAN
INVESTOR
PROPERTY
MAGAZINE
INVESTOR
- WWW.APIMAGAZINE.COM.AU.
MAGAZINE - WWW.APIMAGAZINE.COM.AU.
REPRODUCED WITHREPRODUCED
PERMISSION. WITH PERMISSION.

BUYERS’ AGENTBUYERS’
BRIEF n Joseph
AGENT BRIEF n Joseph

Joseph n BUYERS’
Joseph
AGENT
n BUYERS’
BRIEF AGENT BRIEF

This means Joseph’sThis
options
means
areJoseph’s
to
options
property.
are toTo manufacture
property.
immediate
To manufacture immediate
KEN
KEN
either a) move backeither
homea)tomove
save back
rent homeequity
to saveand
rent
to utiliseequity
Joseph’s
andskills
to utilise
and Joseph’s skills and
to increase his deposit
to increase
and buyhis
a more
deposit andtrade
buy network,
a more it should
trade network,
be in needit of
should be in need of
Buyers’
expensive propertyexpensive
in time orproperty
b) buy ain time
some
or b)cosmetic
buy a refreshment
some cosmetic
such asrefreshment
new
suchAgent,
as Secret
newAgent Buyers’ Agent, Secret Agent
property in a largeproperty
regional centre,
in a large
which
regional
paint,
centre,
carpet,
which
window
paint,
furnishings
carpet, window
and furnishings and
has adequate growth
hasdrivers
adequate
to support
growth drivers
a new
to support
kitchen, bathroom
a new kitchen,
or outdoor
bathroom or outdoor
d want to
Firstly,
discuss
we’with
d want
Joseph
to discuss with Joseph
the required yield and
the required
still earnyield
capital
and stilldecking
earn capital
in time (and
decking
when in
funds
timepermit).
(and whenFirstly,
fundswe’
permit).
KEN PREMTIC
KEN PREMTIC
current state ofthe
thecurrent
marketstate
and of
thethe market and the
growth as a secondary
growth
factor.
as a secondary factor.
Buying locations could
Buying
include
locations could the
include
conditions
conditions
over the to
coming
expect over the coming
The only Melbourne-based
The only option
Melbourne-based
option
Geelong,
Bendigo Geelong,
or Ballarat,
Bendigo
as all ofor Ballarat,
as all ofto expect
years.
Growth
the next
Growth
few years
over the next few years
for this tight budget
forwould
this tight
be tobudget
buy a wouldthese
be tocentres
buy a are within
these one
centres
to one
are and
within one
to one
and overyears.
a sure thing. Aisn’t
slowing
a sureChinese
thing. A slowing Chinese
studio apartment in
studio
the CBD,
apartment
however
in the
it CBD,
it atime
a halfhowever
hours’ travel
half to
hours’
Melbourne,
travel time toisn’t
Melbourne,
economy,
a domestic
economy,
terms of
a domestic
trade
terms of trade
would require a 20would
to 30 per
require
cent adeposit
20 to 30 per
cent deposit
allowing
for prospective
allowing
tenants
for prospective
who
tenants
who
decline,
US interestdecline,
rates increases
US interest rates increases
due to the propertydue
sizetobeing
the property
less thansize being
less than
commute
to the city
commute
for work.toIn
the
each
city for work.
In each
andneed
a slowing
and a slowing
economy
Australian
are
economy are
leverage his position
leverage
to a risky
his position
loan-to- to a and
riskyamenities
loan-to- provided
and amenities
by Seddon
provided byinvestment.
Seddon It mayinvestment.
be possible to
It may
be be possible to be
50 square metres. 50 square metres.
instance, the property
instance,
wouldthe
need
property
to
would
to Australian
global
domestic
global
issues
and
that
domestic
produceissues that produce
value ratio.
value ratio.
Village. Universities
Village.
are also
Universities
in the
are also
creative
in thearound thecreative
accommodation,
around the accommodation,
The property would
The
also
property
be
would alsomeet
be the criteria ofmeet
the tenant
the criteria
to ensure
of the tenant
toand
ensure
significant headwinds
significant
to capital
headwinds
growth
to incredible
capital growthroof in
In the
termsapartment
of the brief,
In terms
we’
of theonbrief,
we’vicinity
d focus
so
onJoseph will
vicinity
havesoa Joseph
substantial
will have
such
a substantial
as turning a large
suchone-bedroom
as turning a large one-bedroom
compromised due compromised
to no car park due
on title,
to no car
park onoftitle,
longevity
tenure,longevity
so understanding
of tenure, so understanding
The
atd focus
10/79
Oxford
St, Collingwood.
the short-term.
over
We’the
d want
short-term.
to driveWe’d want to drive
the inner urban areas
the of
inner
the urban
inner-areas of the
pool
innerof possible tenants
pool ofand
possible
futuretenants and
property
futureinto a two-bedroom
property into
apartment
a two-bedroom apartment
high owners corporation
high owners
fees, low
corporation
land
fees,
land is, is
who low
the tenant
who
vital.
theFactors
tenant is, is vital.over
Factors
the tenant
point home with
theJoseph
point home
that hewith Joseph that he
west, which is one west,
of thewhich
last affordable
is one of the last
buyers
affordable
seeking to either
buyersrent
seeking
or buy
to the
either rent
by being
or buysmarter
the around
by being
thesmarter
use of space.
around the use of space.
value and an oversupply
value and
of apartments
an oversupply oftoapartments
consider are local
to climate,
considertenant
are local climate,
needs
to think
needs
building
to think
wealth
about building wealth
markets within close
markets
distance
within
of the
close distance
property
of the
from himproperty
in the near
from
future.
him in the near
We’dfuture.
like to see Joseph
We’dbe
likeintoa position
see Joseph be in a position
for sale, therefore inhibiting
for sale, therefore
capital inhibiting
capital
lifestyle
and housing
lifestyle
needs.and
While
housing
the needs.
While
the about
with
a long-term
with a long-term
insteadVendor
ofstrategy,
just
instead
of justSandham
CBD. We’d said
narrowthe
CBD.
our search
We’d narrow
to include
our
search
Sometimes
to
include
it’s most
Sometimes
valuable
to
it’shave
most
valuable
tobedroom
command
to have $450
to
percommand
week in rental
$450 per week in rental
growth over time. growth over time.
cafe lifestyle and proximity
cafe lifestyle
to CBD
and proximity
may
to CBD
may strategy,
Andrew
windows
above
the
mezzanine
level
main
and
a quick
short-term
quick short-term profit.
only 1960s and ’70s
only
apartments
1960s and
because
’70s apartments
the more
because
abstract things
the more
catered
abstract
for things catered
incomefor
from the investment
income from
andthe
settle
investment and settle
All is not lost, however.
All is The
not lost,
option
however. appeal
The option
to Melbourne
appeal
locals,
to regional
Melbourne
folklocals,
regional
folk aprofit.
Joseph’s
Joseph’s budget
and
this
is restricted
of the
structural
stability
of the structural
of the buildings
stability of
in the buildings
purchase. Good
in the
views
purchase.
and lots
Good views
on aand
fivelots
per cent gross
on a five
yieldper
with
cent
a good
gross yield with a good
of buying a three-bedroom
of buyinghouse
a three-bedroom
in a
house
a importance
may
put in
more
may puton
more
having
importance on
havingbudget is restricted
study
wereand
a this
definite
strong
point.
will
limit the available
will limit
opportunities
the available
to opportunities to
and the extra-largeand
internal
the extra-large
areas, which
internal
of natural
areas, which
light areofproven
natural
tolight
increase
are provenlong-term
to increase
tenant in
long-term
place. Getting
tenanttenant
in place. Getting tenant
regional centre with
regional
the right
centre
growth
with the right
growth
a large
shed for storage
a large
and
shed
decent
for storage and
decent
him. We have a tough
him.choice
We have
to make;
a tough choice to make;
help differentiate the
help
units
differentiate
from most
the unitstenant
from retention
most
and
tenant
bolster
retention
future and bolster
selection
future right willselection
ensure that
right
hiswill
hard
ensure that his hard
drivers can generate
drivers
a great
can
outcome
generate a great
outcome
heating
throughout.
heating throughout.
while
we want to avoid
whilethe
we oversupplied
want“To
to avoid
of the
of the
new
construction
locale. amazing
inresale.
the locale.
These
features,
resale.
These features,
with combined
work isn’t
with
undone work
by loose
isn’tselection
undone by loose selection
for Joseph. It wouldforneed
Joseph.
to include
It would need toSuburb
includeselection will
Suburb
also be
selection
critical.will also
be critical.
gothetooversupplied
bed looking
atnew
theconstruction
stars
isin
athe
really
thing,”
hecombined
said.
apartment
market,
CBD apartment
we don’t want
market, we don’t want
We’re looking for aWe’re
solidlooking
rent return
for aand
solid rent
a good
return
internal
and layout
a good
andinternal
smallerlayout andcriteria.
smallerAs always,criteria.
the tenant
As always,
should be
the tenant should be
the following – a population
the following
of more
– a population
of more
Joseph
should buy Joseph
within should
two to five
buy withinCBD
two to
five
to purchase
too fartoaway
purchase
from too
the CBD.
far away from the CBD.
a longstanding tenant
a longstanding
without thetenant
churn without
blockthe
size,churn
will helpblock
Joseph
size,
inwill
his help
questJoseph
screened
in his quest
for coverage
screened
of thefor
asking
coverage
rent of the asking rent
than 90,000, plentythan
of amenities
90,000, plenty
such of amenities
suchof the town
kilometres
kilometres
centre.ofHe’ll
the need
town centre.
He’ll need
Our
view with
is that urbanisation
Our view is isthat
pushing
urbanisation
is pushing
he isn’t buying
in ahe
street
isn’twith
buying in
a street
burnproperty
of short tenancies,
and for
burn eight
of
which
shorteat
tenancies,
forwith
which
the best
eatproperty
formatching
the bestHe
property
hissaidmatching
as well
his
as the ability
service
as thefuture
ability to service future
as schools, hospitals,
as schools,
shops and
hospitals,
public shops
public
toand
ensure
to ensure
Mr
Sandham
ownedandthe
years
his
partner.
they
bought
itastowell
moreownership,
and more demographics
more and more
to live
demographics
as
to live as
hightoDepartment
of
high
Housing
Department
ownership,
of Housing
into precious margins
into by
precious
havingmargins
to find by deposit
having to
conditions.
find
deposit
He should
conditions.
seek a He should
CPI increases.
seek a
CPI increases.
transport. There would
transport.
need There
to be would need
be
the CBD
possible
to thefor
CBD
work
as possible
for work St and
as this
could makeas
renting
this could
and resale
make of
rentingclose
and to
resale
of asclose
new tenants
regularly
and
tenants
bearing
regularly
the andtightly-run
bearing
thebuilding
tightly-run
andwere
low owners
building
and lowIf owners
Joseph
get the
If Joseph
first property
can get the first property
a strong economy supporting
a strong economy
local supporting
local
“amazed”
at
thecanresult.
before
Gertrude
Smith
Stnewbecame
culture
hot spots
and
and lifestyle reasons.
and lifestyle reasons.
the property
the property difficult.
associated costs. associated costs.
corporation fees, providing
corporation
thefees,
building
providing
right
thethen
building
he’ll putright
himself
theninhe’ll
a great
put himself in a great
employment, future
employment,
population growth,
future population
growth,difficult.
The
$65,000
The
will
$65,000
limit Joseph
deposit will limit Joseph
Taking into
all ofconsideration
the
all of
the deposit
Joseph would be wise
Joseph
to settle
would
onbea wise toissettle
well managed.
on a
is well managed.
position to free upposition
equity for
to the
freenext
up equity for the next
affordability and a affordability
desirable lifestyle.
and a desirableTaking
lifestyle.into consideration
to a purchase
purchase
of justone
a highshould
land have
a high
land a three-bedroom
underprice
underof 776 properties
above,
buying
above, buyinghouse
a three-bedroom
house pricetoofajust
market such asscheduled
Seddon.
marketOnly
suchseven
as Seddon.
Only
Joseph
seven
leverage
Joseph
hisshould
carpentry
leverage his
purchase.
carpentry
A gradual
purchase.
acquisition
A gradual
processacquisition process
The property should
The
have
property
It was
for
auction
thisshould
week,
with
CoreLogic
recording
an
value component ofvalue
50 tocomponent
70 per centof(it’s
50 to priced
70 per cent
(it’s priced
$400,000.
Stamp duty
$400,000.
and other
Stamp
costs
duty and other costs
at $260,000
and yielding
at $260,000
5.4 per
and yielding
5.4 per
kilometres from the
kilometres
city centre
from
andthe
with
city centre
skills. By
andupgrading
with skills.
a daggy
By upgrading
kitchen and
a daggy
of building
kitchen and
the portfolio
of building
without
the “risking
portfolio without “risking
the land that increases
the land
in value,
that while
increases in value,
while
will be incurred
partbeofincurred
this purchase
as partclearance
of this purchaserateaof
cent will
definitely cent
be achievable
will definitely
for his
be achievable
for his aswill
train
closecent.
by,
a train
this suburb
line close
hasby,
a this suburb
bathroom,
has aJoseph can
bathroom,
add immediate
Joseph can addthe
immediate
farm” should be
thethe
farm”
priority
should
for be the priority for
early
73lineper
buildings depreciate)
buildings
so it’ll be
depreciate)
an older so it’ll
beinvestment
an older property.
and Joseph
we wouldn’t
to want Joseph to
first
first investment property. and we wouldn’t want
great village feel with
great
plenty
village
of feel
shopping
with plenty
value
of and
shopping
increase value
rent to
and
improve
increase
therent toJoseph
improve
over
thethe coming
Josephdecades.
over theAPIcoming decades. API

PREMTIC PREMTIC

“Good“Good
views and
views
lots and
of natural
lots oflight
natural
are light
proven
aretoproven to
increaseincrease
tenant retention
tenant retention
and bolster
andfuture
bolsterresale.
future
”resale.”

CLICK HERE FOR THIS WEEK’S SALE RESULTS

bestreads:
bestreads:

In Richmond, a battle between doctors drove a prime site opposite the Epworth Hospital to
sell $90,000 above reserve.
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