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Welcome to the Mortgage Link Home 
Buyers’ Guide. This booklet aims to 
make the process of purchasing your 
property stress free.

We are well aware that buying a home is not only an 
exciting and momentous event in your life, it can also 
produce tensions and disappointments. By noting our 
advice and using at least one of the many services we 
offer, we are confi dent that you will be armed with the 
knowledge you need to make a successful purchase.

Who is Mortgage Link?
Mortgage Link brokers arrange home 

fi nance. Our group is a signifi cant player in 
this rapidly expanding industry. Set up in 
1992, it has offi ces in most New Zealand 
cities from Kaitaia to Invercargill. Mortgage 
Link brokers are settling thousands of 
mortgages every year, enabling people like 
you to buy their own homes.

Mortgage Link arranges mortgages with 
a wide range of lenders including major banks. 
We take the hassle out of fi nding a mortgage 
by arranging fi nance that is suited to your 
needs. We have many options available 
through our network of national and interna-
tional lenders. However, we are not aligned 
with any particular bank or lending institution, 
meaning you receive impartial advice on the 
most suitable mortgage for your needs and we 
think that’s really important.

So take the time to read the information 
and tips we have compiled for you, contact 
one of our Mortgage Link brokers if there is 
any aspect you want to discuss and before 
long you could be well on the path to owning a 
slice of real estate.

WE CAN HELP YOU WITH ADVICE 
AND FINANCE FOR:

Residential property

Investment properties

Home renovations

Holiday homes

Consumer fi nance

Equity release 

Business fi nance

Commercial property fi nance

Asset fi nance

Specialist lending

Insurance, valuations and building reports



How do I purchase my fi rst home?

There are normally three methods that you can use to purchase a 
home. The process used is usually determined by the real estate 
agent in conjunction with the vendor.

1– Making an offer
Once you have found a property you are interested in 

buying, you need to contact the real estate agent selling the 
property and advise that you are wanting to put in an offer. 
Don’t be afraid to offer less than the asking price – the 
dollars saved mean a lower mortgage for you. Sometimes, 
vendors choose to sell privately, so any negotiations over 
price will be done directly between you and the vendor.

When you are negotiating, you will need to ensure you 
have given yourself a suitable timeframe to obtain your 
mortgage fi nance, a council report and an independent 
valuation, should these be required. Make sure you include 
these provisions in the Sale and Purchase Agreement as 
special conditions. This makes the agreement conditional 
until those specifi ed conditions are met.

Once a price is settled on, you will be asked to sign the 
Sale and Purchase Agreement. This needs to be prepared 
on the standard form approved by the Law Society and 
the NZ Real Estate Institute.

TIPS

– Let your Mortgage Link broker help you do your 
sums and work out what you can afford.

– It is important to involve your solicitor before
signing any agreement.

– Involve your Mortgage Link broker early. We will 
probably be able to get your loan pre-approved, so 
that you can negotiate with confi dence. Ensure you 
fully understand all conditions and the time frame 
you have to meet. If you foresee delays, contact 
your Mortgage Link broker and we can liaise with 
the real estate agent and your solicitor. 

– It may be possible to obtain an extension.

– If you do not have enough for a 10% deposit, talk to
your Mortgage Link broker about alternative solutions.

– Be aware of back-up offers behind yours. Avoid being
disappointed if an extension cannot be granted on 
the last day.

– Work out your top price and be prepared to opt out  
of the negotiation process if it requires you to 
borrow too much. 

Once the offer has been presented to the vendor, and 
has been accepted, the agreement must be signed by 
all parties. If special conditions are stated, you now have 
a set timeframe before the offer becomes unconditional. 
Your solicitor will search and confi rm the title to the property 
and ensure all special conditions included in 
the agreement are satisfi ed. You will need your fi nance 
approval to also go unconditional. Once these things have 
been done, your solicitor will advise the vendor’s solicitor 
that the agreement is “unconditional”. The agreement is 
now binding in every respect and you are committed to 
complete the purchase.

Once the agreement goes “unconditional” (all conditions 
have been satisfi ed), you will be required to pay a deposit, 
usually up to 10%. This deposit is paid directly to the real 
estate agent, or solicitor, to be held in trust until the 
agreement is settled.



2 – Purchasing at auction
Auctions have become increasingly popular over the last 

few years. If you’re intending to bid, contact the real estate 
fi rm for a copy of the terms and conditions of the auction. 
This is a document that contains a lot of information about 
the property, outlines how the auction will be conducted 
and includes the terms of the contract.

However, it is important to take the same care checking 
out the state of the property, even though you may not 
have as much time as a negotiating purchaser.

When you buy at auction, you bid as an unconditional 
bidder and normally a 10% deposit is payable on the fall 
of the hammer with the balance paid on settlement date, 
which is normally 28 days later.

Sometimes the house may not sell at the auction if 
the vendor’s reserve price isn’t reached. In this case, the 
highest bidder receives the right to negotiate fi rst with 
the vendor.

TIPS

– When purchasing a property at an auction, it is wise
to have your fi nance pre-approved before you bid. 
Your Mortgage Link broker will help arrange this.

– Go to a few auctions before your big day so that 
you understand the process.

– Get a valuation of the property, or be very clear 
about its market value.

– Be very clear about what is included in the sale 
price and what is not.

– Have your 10% deposit in available funds.

– Never get carried away by the buzz of the auction 
and go over your top price.

– Don’t tell the agent your top price! 

3 – Purchasing by Tender
When you tender for a property, you make an offer without 

knowing how much anyone else has offered. Unlike an 
auction, the seller does not have to accept any of the bids. 
If the tender prices are not high enough, the seller might 
decide to negotiate with the person who has made the 
best offer. 

If you decide to lodge an offer by tender, you need to 
contact the real estate agent and ask for the tender 
document which sets out the basis on which your offer 
should be made. This document is not usually very diffi cult 
to understand, but you should get your solicitor to go 
through it with you before you submit your tender.

Check out as much information about the house as 
possible including title, land classifi cation, valuation, and 
LIM report. Ensure your fi nance is pre-approved. You 
must include a deposit with your tender if the tender 
document stipulates this.

Once the vendors have received all tenders, they can 
decide whether to accept any of the offers. If your tender 
is accepted, the vendor is accepting your price and any 
conditions attached to your offer. If you have not already 
done so, you will need to pay a deposit at this stage. Once 
your conditions are met, the transaction goes ahead.

TIPS

– Ask your Mortgage Link broker to help you get your
loan pre-approved.

– Put in your best offer as you normally don’t receive
a second chance.

– Rather than putting conditions in your offer, it is
normally best to sort them out in advance. 





Floating interest rate

CHARACTERISTICS

Your interest rate will rise and fall, as national money 
rates change.

You will be given notice of any changes.

If rates go up, your repayments will probably go up. 
Your repayments could reduce if rates fall.

Within reason, you can make early repayments, and 
change your level of regular repayments.

USEFUL FOR

People who only want to pay the variable market 
rate prevailing at the time.

Borrowers who want fl exibility and lots of options.

Which type of mortgage suits me?
There are a large number of mortgage lenders in New Zealand offering a huge variety of 
mortgages, with varying features and cost structures. This can make choosing the right 
mortgage very confusing.

Your Mortgage Link broker can help match these to your needs and circumstances, including 
how long you are likely to stay in the property and match these to trends in mortgage interest 
rates. We can assist with complications or other problems in the sales process, so that you 
can move into your home as quickly and smoothly as possible.

We will develop a repayment plan that minimises the duration of your loan without destroying 
your lifestyle. Balance is the key word. You must be able to have an acceptable standard of 
living while paying off your mortgage.

The information below offers guidance on the different mortgage products on the market.

Fixed interest rate

CHARACTERISTICS

Same interest rate for a  set term, usually six months 
to fi ve years.

At the end of the set term, you can choose another 
fi xed rate loan, or switch to a fl oating rate product.

There is usually an extra cost if you pay back some or 
all of your loan early.

USEFUL FOR

When you want absolute certainty and confi dence 
that your repayments will stay the same.

Borrowers who do not want to think about changes 
in interest rates and the economic situation.

People on a tight budget or fi xed incomes.

Combination loans

CHARACTERISTICS

The loan is split between fi xed and fl oating.

This offers the best of both options.

USEFUL FOR

Borrowers who are seeking both certainty & fl exibility.

Those who are unsure about what sort of mortgage 
they really want.



How much will I have to pay each week?
This table gives you a guide of how much you will have to pay 
from your salary each week to cover your mortgage.

 INTEREST RATE

 6% 7% 8% 9% 10% 11%

 74 81 89 97 105 113

 89 98 107 116 126 136

 104 114 125 135 147 158

 119 130 142 155 168 181

 134 147 160 174 189 203

 148 163 178 194 210 226

 178 196 214 232 251 271

 208 228 249 271 293 316

 223 244 267 290 314 339

 238 261 285 310 335 362

 252 277 303 320 356 384

 267 293 320 348 377 407

 296 326 356 388 420 452

25 year mortgage table 

LOAN AMOUNT
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– In some cases, your broker will be able to
recommend discounted or free bank fees, and 
probably obtain fi nancial assistance with your 
legal fees.

TIPS

– Your Mortgage Link broker will be able to give 
you advice on costs for your situation. We can 
also advise on other aspects such as lump sum 
repayments of your mortgage.

– Your Mortgage Link broker can also help with all 
insurance – don’t forget to ensure that your 
goods are covered when moving.

Set-up costs

Bank Fees

Valuer’s Fees

Solicitor’s Fees (Purchase Only)

Builder’s Report (Written)

Builder’s Report (Verbal)

Council Report (Lim)

Lender Mortgage Insurance Amount

Rates 

Up to 1% of the loan amount

$300 to $500

$700 to $1800

$250 to $500

$50 to $150

$45 to $600

Fee that’s a percentage of the loan.
Can be added to the loan in most cases.

You may need to pay for your share of rates 
if they were pre-paid by the previous owner. 

What are all the costs?
There are a lot of extra costs involved in buying a property. In addition to 
your deposit & settlement price, these may include:

These costs are indicative only

Moving costs

Removal costs

Telephone connection

Power connection

Gas connection 

$300 onwards

$100

Up to $50

Up to $75 

On-going costs

House and Contents Insurance 

Rates

Water rates 

Repairs and maintenance

Income/ Mortgage Protection/ Life 
Insurance/  

$40 to $120 monthly

$100 monthly

$50 monthly

$150 monthly

$40 to $60 monthly (dependent on age, 
health and job)

(in addition to your mortgage repayments)



What information do I need when applying 
for a mortgage?

There are some documents you will need to speed up your 
mortgage application.

Identifi cation
Most lenders require photo ID and signature verifi cation. 
Your driver’s licence or passport is the easiest way to 
satisfy this requirement.

Any two of: 
Driver’s Licence – Passport – Birth Certifi cate – Credit Card

Income evidence
If a salary and wage earner, payslips (last three).

Letter of employment confi rming gross income, particularly 
to show proof of regular overtime, bonuses and commission.

If self employed, your last two years of fi nancial accounts 
and tax summaries.

Sale & purchase agreement (signed copy)

Copy of this if you have negotiated a property to purchase.

Your deposit
Proof of any saved deposit, six months worth of bank 
statements or investment certifi cates. 

Gift letter or declaration if your deposit is not your savings. A 
gift letter must state that the money is a “gift” and not a loan. 
(We can provide you with a standard format if required). 

Bank statements
These are the transactional accounts that show your 
everyday outcome and out-goings. 

Registered valuation
We can advise if this will be necessary and can 
recommend a valuer if you wish.

Superannuation contributions
If these are being used to provide security of your pur-
chase, you will need a letter of confi rmation of availability.

Lawyer
The name of your lawyer. (We can recommend one 
if necessary).

Credit explanation
A letter of explanation for any collection or defaults within 
the last fi ve years that appear on your credit check.

TIP

– Your Mortgage Link broker will help you to put all
this information together before it is submitted 
with your loan application. This will ensure your 
application is processed quickly.



Should I have insurance cover?

It is important to protect the value of your new home. It is probably the most 
important investment you have made, so don’t put it at risk if a disaster happens.

Your Mortgage Link broker will be able to help you, or refer you to a reputable 
insurance company or broker.

These are some of the policies that are available.

Mortgage Protection
Many companies offer these combined contracts, 
providing protection in case of death, redundancy 
or illness.

House and Contents
Provides protection in the event of fi re, burglary, 
earthquake and other disasters. You should ensure 
that you are covered for at least the replacement 
value of your property.

Disability
Helpful if you are off work through illness or accident. 
Normally provides you with up to 75% of your regular 
work income.

Health
Helps pay off expensive medical, surgical, hospital 
or dental bills.

Life
Pays out a specifi ed amount on death.

There are simple tests that should 
determine how much insurance you should 
have as a minimum:

– If my home is destroyed or damaged, am I suffi ciently
covered to restore my home to its current state and 
condition?

– If I’m sick or have an accident, do I have suffi cient
income to live, including the payment of my 
mortgage?

– If I die or am disabled, will my mortgage be paid
off? Will my family have suffi cient funds and income 
to maintain their current way of life?



How can I pay off my mortgage faster?
Your Mortgage Link broker will help you to budget and balance your income and living expenses. 
We want you to be confi dent that you are not overcommitted and that you have some emergency 
reserves if and when a setback occurs.

With this in mind, there are some steps you can take to help pay off your loan faster and 
substantially reduce the amount of interest you have to pay.

These are illustrations only and are based on a $125,000, 7.5% variable interest rate loan with 
an original term of 25 years.

Advice

Pay off lump sums when possible.

When interest rates drop, keep your 
repayments on your fl oating interest 
rate loan at the same level.

Instead of the suggested fortnightly 
payment, pay half of the suggested 
monthly payment per fortnight.

Increase your regular loan repayments.

Credit your pay to your mortgage account.

Example

Putting that $4000 bequest from your grandfather into 
your mortgage account will chop over two years off 
your loan.

Interest rates drop and you could reduce your loan 
repayment by $25 per fortnight. Instead, you decide to 
keep your repayments at the same level. Your loan is paid 
off over three years earlier and you save a lot in interest.

This means that you are making 26 payments each 
year rather than 24. This means you chop nearly fi ve 
years off your mortgage.

You receive a pay rise of $75 a fortnight and decide to 
put $20 towards your loan repayments. If this happens 
in the fi rst year or so of your loan, you chop over two 
years off your loan. 

This can have a powerful effect on your loan. Even if 
you withdraw say 90% of your pay over the next 
fortnight, you could still cut over three years off your loan.

The point is clear. You 
can take some simple 
steps to control your 
mortgage and pay it 
off faster.

TIPS

– Many employers have a facility whereby your
loan repayments can be deducted from your pay.

– Your Mortgage Link broker can give you advice
about the lenders who offer these features.





 PRIORITY HOUSE SCORE

Separate dining room

Separate family room

Separate toilet/bathroom

Study/offi ce

Open fi re/space heater

Gas water heating

Gas cooking

Storage

Potential for extension

View

Private, quiet location

All day sunshine

Security

Easy house maintenance

Not much work required

Easy garden maintenance

Off-street parking/garage

Flat section

Close to public transport

Close to work place

Close to family/friends

Close to schools/pre-schools

Close to shops

Close to medical facilities

Close to recreation/playground

 

How will I remember the features of 
each property I look at?

This checklist is a handy way to look at your priorities. It is a fantastic way to assess each 
home that you are serious about and makes it easier to remember a property’s good and bad 
points. If you are house hunting, photocopy this page. Assess each property you like and are 
serious about on a separate page, and staple a copy of the advertisement for that property to 
this sheet. This will help you to remember the important details about each property – you 
might forget them once you have looked at quite a few homes.

Location Preferences

Number of bedrooms required Number of bathrooms required         

10 = crucial priority  5 = average priority  0 = not a priority



What does that mean?
ASKING PRICE
The price the person selling the house is 
asking for. Remember that it is normally 
higher than the price they will fi nally get.

BRIDGING FINANCE
A special short-term fi nance facility used 
while waiting on confi rmed funds from the 
sale of an asset to become available.

CERTIFICATE OF TITLE
Your certifi cate of title is a very important 
document – it offi cially certifi es that you 
are the legal owner of the property. It 
describes your land. When you borrow, 
your lender will hold a copy, with records 
being kept at the Land Registry offi ce.

CHATTELS
Those removable items that are specifi ed 
in the Sale and Purchase Agreement to 
buy and sell a property eg. items like the 
television aerial, curtains,  carpets, lights 
and dishwasher. If specifi ed, they stay 
with the property.

COVENANT
A legal requirement or restriction that is 
recorded on the title to a property. For 
example, buyers of some sections in 
development estates are required to 
build a home of a minimum size and 
with specifi ed minimum features.

DEPOSIT
For the bank, this is your contribution 
towards the purchase of your property. 
Deposit payable to the real estate 
company is a holding payment you 
make to secure the purchase.

EASEMENT
This gives another party the right to make 
particular use of your land. For example, 
your title might have drainage pipes 
running through it, or a neighbour might 
have the right to use a track on your land.

EQUITY
The difference between the value of your 
home and the amount you owe on it.

FIXED INTEREST RATE TERM
Timeframe the interest rate is set for.

FIXTURES AND FITTINGS
These are items attached to your home 
and, therefore, normally considered to be 
part of the property. Examples include 
lights, shelving and wall heaters.

INSTALMENTS
Your regular weekly, fortnightly or monthly 
repayments. These are normally deducted 
from your savings or cheque account, 
or from your pay. These payments 
usually include some loan repayment and 
some interest.

LENDERS MORTGAGE
INSURANCE
Lending institutions will usually lend 80% 
of a purchase price if an applicant meets 
lending criteria, has good credit and can 
afford a mortgage. When the mortgage 
extends to 95% of the purchase price, an 
insurance company insures the lending 
institution for the potential loss of the 
extra 15% of funds being borrowed. The 
cost of this insurance is a one-off cost for 
the borrower on top of the  mortgage 
and does not provide the borrower with 
any mortgage protection insurance. The 
borrower will still need their own mortgage 
protection insurance. The one-off cost of 
the LMI will be between $500-$2000 in 
most cases. 

LIM REPORT
A LIM is a Land Information Memorandum 
in which local authorities (city and district 
councils) provide various items of information 
about properties in a formal way. Your 
lawyer will check the LIM for aspects such 
as drainage, rates owing and land features 
that may lead to problems such as 
erosion or fl ooding. A council must supply 
a LIM report within 10 working days.

MORTGAGE
As a borrower, you give your lender this 
security to be registered on your 
certifi cate of title. You still legally own your 
property, but cannot on-sell it without 
repaying the lender and having the 
mortgage discharged or cleared. In 
addition, the mortgage gives your lender 
the right to sell your property and pay out 
your loan if you don’t comply with your 
loan obligations. Lenders are normally very 
fair and reasonable in this respect 
- they also have to follow legal practice 
with respect to notice and processes.

MORTGAGEE
The lender.

MORTGAGOR
The borrower.

MORTGAGE REPAYMENTS
Your regular weekly, fortnightly or monthly 
repayments. These are normally deducted 
from your savings/cheque account or 
from your pay.

PRE–APPROVAL
Your Mortgage Link broker can usually 
get you approval to be able to borrow a 
specifi ed amount before you have found a 
property. The lender will issue a certifi cate, 
often valid for a month or so, so you can 
start house hunting knowing how much 
you can borrow. Your lender will still 
need to assess the property you wish 
to purchase before your mortgage is 
formally approved.

PRINCIPAL
The amount you are borrowing.

PRIVATE SALE
The sale of a property where no real 
estate agent is involved. You deal with 
the owner directly.

RATEABLE VALUATION (previously 
Government Valuation)

This is the value of a property as 
assessed by your council or local 
authority who use it to work out 
property rates.

SALE & PURCHASE AGREEMENT
The legal contract between the buyer 
and vendor.

SETTLEMENT
On settlement day, you own the home 
you are purchasing. On this day, your loan 
is paid, via solicitors, to the vendor, you 
receive your keys and title is registered in 
your name.

TERM OF THE LOAN
The number of years you are taking out 
your loan for.

VENDOR
The person selling a property.


