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“It’d be very hard to go back and work 
for somebody or even working a nine to 
five. I don’t intend on ever doing that, I 
don’t think I could do it.”

■nTHE RENOVATION PROJECT
So, how did Paul and Lucy find this 
quick moneymaking deal? Firstly, Lucy 
says they’d been keeping a watchful eye 
on a particular area so they knew how to 
spot a good deal.

“We’d been monitoring all the sales of 
the Cranbrook area for the prior six to 
12 months,” she says.

“The main thing with the region is, 
we’d lived there for 40 years and we also 
had a few ‘buy and hold’ properties 
in the area. After looking for projects 
there for an extended period of time, 
we’d become quite the experts on the 
local area.”

Paul was so confident in his deal-
finding abilities that when he spotted 
the property online he purchased it 
site unseen.

“It was For Sale By Owner. The 
property didn’t seem to be marketed 
right. In the pictures you couldn’t even 
see the house from the street,” he says.

Poor sales marketing didn’t deter Paul 
from snapping up the deal. In fact, it 
probably prevented others from having a 
further look, which serves as a reminder 
not to be put off by an ugly duckling if 
the numbers are right.

“It definitely worked in our favour,” 
Paul says.

The asking price was $229,000, which 
the couple negotiated down to $210,000.

“I would’ve liked to get it lower, but 
for $210,000 we were confident that we 
could make it work,” Paul says.

The property with renovation 
potential was a three-bedroom, one-
bathroom house on a 672-square-metre 
block that was ripe for the picking. 

■nA $7,900 BUDGET
To ensure you reach your project’s 
deadline, particularly when you’re on 
a tight timeframe, Lucy says a timeline 
must be developed at the beginning of 
your project. 

“Certainly, we had to sit down and 
plan that timeline to complete this 
project in eight days,” she says.

Early access to the property meant 
the couple had finished their renovation 
only two days after the property settled.

“When we first started renovating, 
it wasn’t easy to estimate how long 
something would take, but it’s a lot easier 
now because we’ve got more experience 
doing it.” 

To net that $31,846 return the key 
areas focused on included:
 
STEP ONE: Tree lopping. Forget those 
awful sales marketing pictures hiding 
the mystery house. Paul ensured he’d 
remedy that problem by removing any 
vegetation obscuring the property.  

“We spent a couple of thousand 
there to expose the house to the street,” 
he says.

“That first day, while the tree loppers 
were working out the front, we were also 
ripping out the kitchen, because by the 
end of day one we wanted to meet the 
daily goals set for what we needed to do. 

“Every day we knew we wanted to be 
at a certain place in our timeline, and if 
we found ourselves dropping behind, I’d 
simply stay back another hour that night 
to get us back to where we needed to be. 
And that’s critical when you’re working 
to a tight timeline.”

STEP TWO: Painting and minor repairs. 
By the end of day two, the couple aimed 
to have all the holes in the walls patched 
and the bulk of the painting started. 

“Painting was probably one of the 
biggest jobs that we completed over a 
few days. 

“We painted the internal and the 
external of the house,” Paul says.

To keep labour costs low, he, Lucy and 
a couple of their friends rolled up their 
sleeves and got stuck into it.

STEP THREE: Floor polishing. Paul says 
the floors were partly polished, but they 
spent roughly $1,000 finishing them off. 
On a tight turnaround time, he says it’s 
important to work smart.

“Obviously we couldn’t do much inside 
while the floor polishing was going on. 
So while this was being done we were 
outside painting the exterior.” 

STEP FOUR: The bathroom. Paul hired 
a plumber to install a new vanity he 
purchased from the local hardware 
store for $300. He also sanded back and 
painted the old floral laminate sheeting 
around the bathtub with White Knight 
laminate paint. 

“All up, we spent around $600 
including labour in the bathroom, but it 
made a great change. It looked like it was 
new,” he says.

STEP FIVE: Kitchen. Of course, you can’t 
complete a home renovation without 
sprucing up the heart of the home – the 

H ow would it feel to pocket almost 
half the average annual Australian 
wage from just eight days of 
work? Without using expletives, it 

sounds flipping fantastic, right?
With two years of full-time renovation 

experience under their belts, Paul and 
Lucy Simpson say their ideal renovation 
project is flipping quick deals like their 
recent Townsville-based project. But 
it’s more than just fast cash behind 
Paul and Lucy’s preference for doing 
speedy projects.

“We like them particularly for the fact 
that the risk is low,” Paul says. 

“By completing a quick cosmetic 
renovation, we normally aim for $30,000 
to $40,000 net profit. Doing this, we 
know we can get in, complete it in up 
to four weeks, get out and go on to the 
next one.”

Most of the couple’s renovations 
have been completed in Townsville, 
Queensland, which Paul says is currently 

experiencing a slow property market. 
Their Cranbrook project, then, is a 
testament to how to buy and sell in a flat 
market and still make money.

From settlement to settlement, Paul 
says, the project took four weeks. 

“For the amount of money made on 
this project – $32,000 net – for really 
only eight days of work, it’s a fantastic 
profit for the time spent. To date, this is 
our most profitable for the amount of 
time and effort put into it.”

■nKICKING THE DAY JOB
For many of us, envisioning a career 
in property – whether that involves 
investing, flipping reno projects, 
developing or all of the above – evokes a 
certain freedom or dream lifestyle. 

For some, it often represents flicking 
the nine-to-five day job far, far away. 
And it’s this very dream that Paul has 
realised through his own renovating 
success. In early 2014, he quit his long-

time career as a diesel fitter and made 
the leap to property full-time. 

“I’d liked property for many years… 
but one day I felt that yearning [to make 
the switch] and I didn’t want to do my 
job anymore,” he says.

The couple set out to discover 
everything they needed to know 
about the property realm and how to 
buy better.

They took on a property mentor and 
say he was a huge trigger in helping 
them get into property full-time.

When asked if the proverbial grass is 
greener on the other side since ditching 
the day job for their passion, Paul 
responds “absolutely”.

“My lifestyle has well and truly 
changed,” he says.

“I spend more time with my children. 
I get to choose my hours. Obviously, the 
amount of hours I put in determines 
how quickly we do a project, but the 
freedom I now get, I absolutely love it.

FAST PROFITS  
We reveal how this savvy couple made $32,000 net  
profit from eight days of labour. DINAH LEWIS BOUCHER [@DinahBoucher]
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kitchen. After demolishing it on day one, 
installing a newer one was one of the 
final things left to do.

“We put in a beautiful, second-hand 
kitchen we found on Gumtree. It was 
only a few years old and very affordable. 
This particular one cost us $700,” 
Lucy says.

Locating second-hand goods online 
is one of the couple’s helpful tips and 
is something they do on most of their  
renovation projects.

■nSALE SUCCESS
Before the couple even finished the 
renovation Paul says they had a buyer 
offering $260,000. 

“One of the big things to think about 
is resale – ensuring the property will re-
sell quickly,” he says.

By focusing on properties at that lower 
end of the market, Paul and Lucy target 
a specific buyers’ market.

“We focus on the first homebuyer, 
something an investor or a first 
homebuyer can afford. Concentrating 
on that first homebuyer market covers 
about 90 per cent of buyers, so this gives 
us a larger market to sell to.”

So, how did the couple avoid the 
agent’s commission chewing into their 
profit margin? This is actually a secret of 
the Simpsons’ sale success.

“One of the things we do with all of 
our properties… get a lot of people 
through while we’re still renovating it.

“I often get multiple quotes from 
different trades and I take the 
opportunity to let them know the 
property will be going to market for 
a reasonable price, and I’ll ask if it’s 
something they or someone they know 
would be interested in.”

So, who snapped up the property 
before the Simpsons had finished the 
renovation? Thanks to Paul putting 
the word out, a friend of one of the 
tradesmen he’d hired was looking for a 
house in the area and was ready to buy.  

Part of the couple’s sales strategy is 
to market the property with “realistic 
expectations to sell”.

“We put it up for a reasonable sale 
price, what we call ‘below market value’. 
We don’t try to reach peak market price,” 
he says.

“Instead of holding out for an extra 
$15,000 but it taking two or more 
months to sell, we know if we can put it 
on the market and sell at that reasonable 
price we make good profit.”

This strategy also ensures the couple 
keep their finger on the local property 
market pulse. 

“We always know what the market 
is doing because we’re in and out. As 
the market changes while we’re doing 
a project and we have to lower our sale 
price, we know the market’s dropping. 
Or if it sells really quickly, we know we 
can ask for a slightly better price on the 
next project.”

■nEXIT STRATEGY
Another important aspect to their 
renovating success, Paul shares, is 
know your exit strategy – especially the 
backup plan.

“Definitely work this out right from 
the start. You’ve got to know what your 
sale price will be,” he says.

“What you can purchase a property for 
can be negotiated. If you look at a house 
and the vendors are asking $250,000 
for it, but you’re confident that when 
renovated it will only sell for $260,000, 
then we’d work backwards and know 
to make this project work we’d have to 
buy it for $200,000. That’s exit strategy 
number one.”

And exit strategy number two?
“If we can’t sell the property for the 

price we want, we’ve already worked out 
what the property will rent for and if it 

will be positively geared or negatively 
geared,” Paul says.

“We always have a couple of 
different exit strategies if we can’t 
sell, or it doesn’t work out the way we 
anticipated, because you’ve got to have a 
backup plan.”

■nA LESSON ON PERSISTENCE 
If Paul and Lucy’s story of quick 
renovation profits has tempted you to 
give it a go, then here’s something to be 
aware of. The on-sale was pushed back 
an extra seven days simply due to 
the change of title taking time to process 
through the system. 

Due to the speedy nature of the 
project, when Paul and Lucy sold the 
property they discovered the titles office 
still hadn’t transferred the property into 
their names yet. 

“This was something new we hadn’t 
come across before,” Paul says.

“They said to us ‘wait a minute, you 
don’t own it.’ So we found it was on us to 
push the process through faster.” 

Normally, dealing with departments 
can be a tiresome process and you find 
there’s not much you can do to speed up 
the process. 

“They said it normally takes two to 
three weeks to process.We’d call and ask 
what could be done to speed it up; we 
asked if we could pay a fee to process it 
faster, but they responded, ‘no, it takes as 
long as it takes’.

“We found after a few persistent phone 
calls we finally got a response back 
saying it had been done.”

Asked if he thinks persistence goes 
a long way, Paul says: “Most definitely. 
That goes for anything in life.”

The sweet spot for the Simpsons was 
seeing their finished product after that 
eight-day slog.

“Obviously, when it does sell at the 
price we projected, it reinforces your 
confidence that you know your market 
and you have that realisation of ‘we got 
this right.’”

So, where to from here? The couple 
currently has three projects on the go. 
Two are renovation deals and the third 
involves a three-townhouse development 
based in Brisbane, as the Simpsons 
demonstrate they’re ready to take that 
next step in their property career and up 
their appetite for risk.  

“We look forward to talking to you 
again soon upon completion of that 
project,” Paul says. API 

 PROJECT TIMELINE

Date Description

Jun 26, 2014 Contract buy

Aug 11, 2014 Settlement buy

Aug 1, 2014 Renovation start (early access)

Aug 9, 2014 Renovation finish

Aug 17, 2014 Contract to sell

Sep 8, 2014 Settlement sell

Sep 8, 2014 Sell property for $260,000 

 THE NUMBERS | PROJECT COSTS

Purchase property $210,000

Buying/ selling costs (stamp duty, 
conveyancing (buy and sell), building 
and pest, etc.)

$8,623.00

Agent’s commission (no agent) Nil

Renovation costs (labour, contractors) $7,900.00

Holding costs, rates, interest, 
insurance $1,631.00

TOTAL COST $228,154.00

Sale price $260,000.00

NET PROFIT $31,846.00

We’ve been knocked
back by the banks.

Can we still apply
for a home loan?

�  13 73 77      �  pepper.com.au
  Or contact a mortgage broker

All loans are subject to Pepper’s normal credit assessment and loan suitability criteria. Terms, conditions, fees and charges apply. Pepper Group Limited ACN 094 317 665, Australian Credit Licence Number 286655, is the servicer of 
loans made by Pepper Finance Corporation Ltd ACN 094 317 647.
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