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Schedule

DAY 1 - FRIDAY EVENING 22ND MAY

6:00pm - 6:15pm Introduction

6:15pm - 6:45pm Target Area Research

6:45pm - 8:00pm Site Due Diligence

8:00pm - 9:00pm Acquisition Process - David Netherton
9:00pm - 9:30pm Q&A

DAY 2 - SATURDAY 23RD MAY

10:00am - 11:00am Design Considerations

11:00am - 12:30pm Financial Feasibility

12:30pm - 1:15pm Lunch

1:15pm - 2:00pm Development Application

2:00pm - 2:30pm Detailed Design & Building Approvals
2:30pm - 3:30pm Accounting & Tax - Kamal Power
3:30pm - 4:30pm Securing Finance - Andrew Kubenk
4:30pm - 4:45pm Q&A

DAY 3 - SUNDAY 24TH MAY

10:00am - 12:00am Demolition & Construction
12:00pm - 12:45pm Platinum Accelerator Explanation
12:45pm - 1:30pm Lunch

1:30pm - 2:30pm Strata Titling

2:30pm - 4:00pm Marketing & Selling

4:00pm - 4:30pm Q&A

DAY 4 - MONDAY EVENING 25TH MAY

6:00pm - 6:30pm Project Review
6:30pm - 7:30pm Creative/Specialist Development - David Netherton
7:30pm - 8:00pm Re-cap & Wrap up
8:00pm - 8:30pm Q&A
4
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SESSION ONE

Introduction
£\
25" Developers Club
P ) IOVE
REALESTATE
INTRODUCTION
Definition
What are we covering?
* Not subdivision — covered in its own Quantum event
* Residential multi unit development for strata titling or
specialist commercial
% This symbol represents a resource for further learning
“%525%Developers Club lRE!;SSTvATEE

INTRODUCTION

Why are We Doing it?

* Goals/Outcome
* Be clear about the outcome
¢ What result are we trying to achieve?
- Chunk or Income
- Hold or Sell
* Personal circumstances
* Experience, AWE, Risk Profile, Time Available, Distance, etc.

% Deal Finding Presentation — Ultimate Bootcamp Day 3
1 OVE

e
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INTRODUCTION

Differences in Approach

 Distinct differences (especially to finance)

* Determined by size and type of project:
1. Residential finance (1-3 units)
2. Commercial finance for residential projects (4 or more units)
3. Commercial finance for commercial projects

1 IVE

“525%Developers Club REALESTATE

INTRODUCTION

Throughout this Presentation

* We will be showcasing 2 Platinum student deals

* Student Deal 1 — Duplex - Residential finance
* Student Deal 2 — 4 x Townhouse - Commercial finance

PEWPLATINUM

94 ACCELERATOR

1 IRVE

“%525%Developers Club REALESTATE

INTRODUCTION

Student Deal 1 — Duplex Construction

Sam’s Deal — Her first DA & construction project
Bought vacant land, 6mth build timeframe

Held x 1 (PPR), Sold x 1 :

Residential finance X
$257k Profit

e
1 25*Developers Club

1 LOVE
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INTRODUCTION

Student Deal 2 — 4 Townhouse Development

* Adelmo’s deal — demolish & construction project

* Bought house on 12 mth settlement

* Sought after Bayside suburb - @ raisnimm
* Hold x 2 (Cashflow), Sell x 2

* Commercial finance

* Expected $818k Profit

N

0 Edithvale, Vic 3196

INTRODUCTION

Throughout this Presentation

* We will be working through Deal Activities in breakout groups...

Deal Cards — 2 different deals
¢ Deal 1 - Residential finance Activity - Worksheet 1
¢ Deal 2 - Commercial finance

e
2 25*Developers Club

INTRODUCTION

Deal 1 — Duplex, Retain Existing House

* Deal - Retaining existing house due to age or heritage, owner occupier,
bushfire overlay, vegetation overlay, 1 car accom/unit

* Location — Local shops near by, green leafy suburb, well established suburb

» Site characteristics — Flat site, large tree in yard

* Demographics of suburb — Aging population, suits Universal Design

» Seller Circumstances — moving interstate for work

1 IRVE

“525*Developers Club REALESTATE
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INTRODUCTION

Deal Details — Deal 1

Deal Card #11
Deal Card 1:
For Sale:
e e Ao s N bl oo TN AR St
o pebrarei

ackyard and viewn of the adjoining bushland. Be quick!
3 Bed 1 Rath. Land ine: 950m’
Zoring infscmation: o - -
Hmideetial e -
Meritage overtay
Vegetation overtay
Sushfve overtey

Target area researchc
Owrar cccopies location

Demagraghic « retiree
Wl Estatiished green leafy suburt
Deat Deseription:
Purchase lied with exiting house b be retaised

Bk 5 2 duplex uite and strata

Project Financial Detais:

!ﬁ Purchase price S e0om
‘% 26% Developers Club T
DA Costs. 5 40,00

INTRODUCTION

Deal 2 - 6 Townhouse Development

Deal - Demolish existing house, 2 car accom /unit required

* Location —200m to activity centre, 2 storey vs 3

Site Characteristics — Slope to 1 side (crossfall), Sewer main dissecting site,
Aboriginal cultural overlay, main road, noise overlay

* Demographics of Suburb — Investor product
¢ Seller Circumstances — Deceased estate

f;s* Developers Club

INTRODUCTION

Deal Details — Deal 2

Deal Card #2
Deal Card 2: —
e m—
a cean slate. A dever design
A il B S By e sl S A S Pt g G
e el il
20 4ol quckly and will conuder M genuing offers. § Bed 1 Rth,
Land sae: 1208m2

Zosing Information:
Resdential i0ne
Aborignal cultural overtay
Nesse/Acoustic overtay

‘Shte Specits research:
See Bagram proviced of ste layost
Target arwa resessche
Demographic « investor ard Oweer ocoupier
Moty Voung couples/Tamiies
Oeal Dercription:
Puschane laad with exivting Bowse 1o be demclished
Buddas a 4 towshause see

‘% 25% Developers Club S — T
Conts s $1.200

1 LOVE
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INTRODUCTION

Breakout Sessions - Intro

Group of 4-5, stay in same group:

1) Introduce Yourself

BREAKOUT [
SESS'UN : How long In ILRE / Quantum

Interest in Development

2) Group Choose Deal 1 or Deal 2

°
e
' 9.0 0 000000000 (See Workbook)
@Developerscm l'zslA{':sryﬂ'FE
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SESSION TWO

Target Area Research

8.

%
25" Developers Club ©VE

REALESTATE

TARGET AREA RESEARCH o

Location Specific Research =~'

Deal Finding presentation —
~ Ultimate Bootcamp Day 3

* 1) Determine price point — speak with strategist

* 2) Heatmap to identify potential suburbs

e 3) Suburb research — GVA, Population, infrastructure,
supply and demand, demographics, rental vacancy, days on
market, transport, amenities, shopping precincts, jobs hubs,
schools, uni’s, hospitals, crime rate, council attitude to
development etc.

1 IRVE

“%525%Developers Club REAL ESTATE

Suburb Profile Report For Edithvale VIC (3196)

& Eonneaie House: e $550X

TARGET AREA RESEARCH

Townhouse Deal

* Suburb profile = Edithvale vIC o
* Demographics = Families g - —
* Desirable location i
* Good schools
* Good access to transport
* Close to the beach
* Easy commute to the city via
freeways

Edithrate Unit: 1

acvertsed rort $4

Median grice Number of sales

& House Report Unit Report

e
1 25*Developers Club

| LOVE KKnowIedge Source
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TARGET AREA RESEARCH
Strategy Research
* Town planner meeting
a) Town planning requirements:
- Zoning ) : Frontage
- Landsize - Site Cover
@)
“525%Developers Club lnE!KSS‘rYxE
TARGET AREA RESEARCH
Strategy Research
* Town planner meeting
* Town planning requirements:
- Set-backs - Slope
- Density calculation
- Car parking
- Private open space
- Landscaping etc.
- Overlays
N\
“525%Developers Club lnE!KSS‘rYxE

TARGET AREA RESEARCH
Strategy Research

* Town planner meeting
b) Type of DA application
- Code assessable -v- impact assessable
- Fast track process?
- Terminology — Material Change of Use
- Confirm research tools e.g. pd online
* Research previous Development Applications

e
“525*Developers Club lnE!KSS‘rYxTEE

| LOVE KKnowIedge Source
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TARGET AREA RESEARCH
Duplex Deal Example
Town Planner Answers for Duplex:
- Code = Dual Occupancy Code
Landsize - Min ~ 800m2 400m2
Density 400m2/unit 200m2/unit
Frontage - Min ~ \ 15m
Slope <=15% \
Site Cover Ground Level = 50%; 2 Storey = 40%  Same
Front Setback Garage 6m; Dwelling 4.5m Same
POS 50m2 (Max 2 areas) Same ~
Bedrooms 3 Max Same
Car Parking Min 2 — 1 covered, Tandem OK Same
{f Other No adjoining dual occ \ l lOVE
= Self ble — Building Certifier Same REALESTATE

TARGET AREA RESEARCH
.
Mapping

* Develop a map of the area with significant features marked on it

* Obtain council zoning maps from the regional authorities

* Identify the location of the zones you are interested in, and
highlight them on the map

f;s* Developers Club

TARGET AREA RESEARCH
Duplex Deal Example

* Zoning Map — 8
Medium
Density

'f?s* Developers Club 1 LOVE

1 LOVE

REAL ESTATE 12
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TARGET AREA RESEARCH

Comparable Sales Analysis

* Begin with the end product in mind
* Research what the market wants for
the product you are creating e.g.
3brm, 2 storey townhouse, investor

style product

N\
2 25*Developers Club

TARGET AREA RESEARCH

Deal Finding

* Search for sites based on your criteria (personal, town planning,
market needs etc.)

* Research property websites, e.g. realestate.com.au, Domain,
Gumtree, Facebook Marketplace, Owner sales websites etc.

* Build relationships with key real estate agents & buyer’s agents

* Talking to locals

* Letterbox drops

* Door knocking ,[chgl!eState Dorraain
“%525%Developers Club gE!\'L?STE

TARGET AREA RESEARCH

Tech Tools

Ok b U
o —

I.

S o St

* GVA

e Search tools =
* Planningalerts ="
* DBYD -
* Archistar

> WWW — Research Tools - Greg
Miller Aug 2019

e
1 25*Developers Club

1 LOVE
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TARGET AREA RESEARCH

Team Required

* Financial Strategist / Mortgage Broker WiZDOM
* Serviceability / AWE

* Town Planner

* Strategy Meeting 1
/
* Real Estate Agents ] = )

* Needs Analysis, Area Research /) \ i
% WWW — Sourcing Your ‘A’ Team —
Tamara & Nicolle August 2018
% 25%Developers Club & lnE!KSS‘rYxE

TARGET AREA RESEARCH
Activity — Worksheet 1

1) What questions should you

ask the Town Planner? ' : ¢ ... BREAKUUT

SESSION

~

“225%Developers Club

"\
25" Developers Club

1 IXVE y
REALESTATE N Knowledge Source

1 LOVE

REAL ESTATE 14

KKnowIedge Source



| LOVE Kl(nowledge Source

REAL ESTATE 15



| LOVE Kl(nowledge Source

REAL ESTATE 16



\
25" Developers Club

VIRTUAL BOOTCAMP MAY 2020

Site Due Diligence

| LGVE KKnowIedge Source

REAL ESTATE 17



SESSION THREE

8
%
25" Developers Club ©VE

REALESTATE
SITE DUE DILIGENCE
Confirm Strategy Research
¢ Assess Site Against Town Planning B = S
. Landsize - Min  800m2 400m2
Requirements ‘ Gy aoom2/umit 200m2funit
Frontage - Min  \ 15m
* Confirm Impact of Site SPeCific /  iTei.  oosionis o2 sy o .
Environmental Constraints: EEhaieck S Gunge coy Dwelibg Lo e
POS 50m2 (Max 2 aceas) Same
* Overlays sedooms 3Max same
¢ Slope - stormwater management &  Cafarkmg  Min 21 covered, Tandem OK same
. Other No adjoining dusl oce \
build cost ) _ b g G S
* Location & capacity of services
¢ Existing buildings — keep / demolition
/move/removal
* Height restrictions
o) 1 OVE
2 25* Developers Club REAL ESTATE

SITE DUE DILIGENCE

Confirm Location of Services

¢ Stormwater
* Sewer

* Water

* Power

* Gas

¢ Telephone

* NBN

e
“525*Developers Club lRE!;SSTE

| LOVE KKnowIedge Source
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SITE DUE DILIGENCE

Duplex Deal — Advertised Land For Sale

T
% 25%Developers Club Lot . lnE'XSerﬂE
SITE DUE DILIGENCE
Duplex Deal — History of Site
1) DA approved Townhouse = - "
Development Site — = — , ‘;:._;_.. e
unsuccessful . W ’ Ry, =

2) Subdivided into 3 lots — sold as vacant

house lots IOVE

%5 25%Developers Club (CALESTATE

SITE DUE DILIGENCE

Duplex Deal - DD

Land size = 448m2

> % oY=

Zoning = Medium
Density = Units

Overlay = Biodiversity,
Waterways, Wetlands

Overlay = Flood Hazard

’?5* Developers Club !E%L%Y‘E
| KOVE y
REAL ESTATE 19 k\Knowledge Source



SITE DUE DILIGENCE
Duplex Deal - DD

- Frontage?
- Road Noise?
- Road Upgrade?

QS"Developers Club

SITE DUE DILIGENCE

Duplex Deal - Services

! 2
2~ K

QS"Developers Club

SITE DUE DILIGENCE

Duplex Deal - DD

e 1) Flood Search = Building Finished

A EZ—:"“‘D Floor Level

2) Road Upgrade Research

1 IRVE

‘% 25%Developers Club REAL ESTATE

| LOVE Kl(nowledge Source
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Townhouse Deal - DD

* Precedent across the road — 3 townhouse site
* Site Specifics

* Available Services & locations
* Power & Gas available to both
* Telstra and NBN available and applied for early
* Potential problems:
* Water available on road but not laneway
* Stormwater Legal point of discharge on road but not laneway

 Student 2 — Road frontage with rear laneway Directly across the road|]

"5 25%Developers Club 'RE‘A'SSTVATEE
Townhouse Deal - DD
Water Solution
No water main available to
laneway so negotiated with water fhealthy
authority to utilise remote reading water
: for life
of smart meters via road
J—
—
[ r——— P
et omenuo om v oot e
25*Developers Club rlzsl};%:sy\YEE

Townhouse Deal - DD

Stormwater Solution
Engaged with team - 3 options for the drainage

Option 1 — the kerb by pumped system at Road

Option 2 — on-site infiltration system subject to soil conditions.
It was the most cost-effective option because it removed the
easement from option 3 and pumped system of option 1

Option 3 —to the existing stormwater pit located within Lane
having proper easement from lane to road

1 IRVE

“525%Developers Club REALESTATE

1 LOVE
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* Significant vegetation .
* Soil type/rock .
* Contamination .
* Pollution — noise / air .
* Subsidence .
* Caveats .

* Covenants
* Easements

* Notation on registered survey plan
e
25*Developers Club

Consider Other Site-Specific Constraints

Encroachments
Neighbor disputes

Council show cause notices
Road hierarchy

Body corporate review
Cyclone/earthquake rating

Front of property infrastructure -
above and underground etc.

Infrastructure - Powerlines,

Substation, Pubs, Schools | I€£9VE
REAL ESTATE

* Review Existing Building:
Unapproved usage (e.g. converted
garage, rooming houses)

Illegal building works

Structures not built to code,
renovations/extensions not to code

Safety switch
Rising damp

. * Cracks

[ ¢

25*Developers Club

Building Specific Due Diligence

Ca

* Smoke alarms
¢ Asbestos

* Termite damage

* Concrete cancer .
* Movement / Foundation issues

* Demolition controls
* Pool fencing

| LOVE

REAL ESTATE

* Potential number of dwellings able to
be developed and number of
bedrooms in each

Site cover allowance total and per
dwelling

Number of car parks required,
including visitor car parks

Maximum height allowance and
impact (e.g. single/two/multi- storey)

Determine for Each Site

* Number of new dwellings including
option of keeping the existing
dwelling

* Private open space requirement &
building set-back requirement

Configuration options, including
units, townhouses, detached

* Requirement for Universal
Design/disability accessible

“Gj}s* Developers Club ll?E‘RL?sr‘!TEE
| KOVE y
REAL ESTATE 27 k\Knowledge Source



SITE DUE DILIGENCE

Initial Feasibility

Platinum Coach - Rough Feaso - 5th june 2019

* Reverse Feasibility to confirm
Rough Feaso - Why?

maximum purchase price
* Rough Feasibility process —

Wiy 6o & Rough Feasibility?
. A

% see WWW Series Rough Feasos e NN
(Nicolle Beer — June & Oct 2019) _': =
[Pt — i 4 ]
* Confirm research re what the market
says for the product you are creating
“525*Developers Club 'nE!x'Ser‘«TEE
SITE DUE DILIGENCE
Assessment Between Suitable Sites
< $ Profit % WWW Analysing A Deal
«  Profit Sensitivity (Tamara Read — Aprll 2019)
* Timeframe
» Cash Required
* Risk
» Effort - Your Personal Input
» Exit Strategies
e
25*Developers Club gEIA{'?SXTEE
ASSESSING SUITABLE SITES
Profit Level Potential
«  $50k Profit means different thing to different people
« Don’t compare yourself with others
* Remember it's an apprenticeship initially
‘\ -
e
25*Developers Club gEIA{'?SXTEE

| LOVE KKnowIedge Source
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ASSESSING SUITABLE SITES

Profit Sensitivity

» How sensitive is the profit to cost over runs & price
reductions?
- E.g. 3 townhouse project @ $200k profit = $200k/3 = $66k profit /
townhouse
- If costs over run — e.g. $20k / townhouse is there sufficient profit to
buffer this? Yes
- If needed to drop sale price for quick sale — is there sufficient profit
to make the reduction appealing to the market?
- E.g. if discounted price by $66k & still it's not the cheapest product

) in the suburb (or seen to be a good buy) then higher risk!!!!
(@ 1 LOVE

25*Developers Club REAL ESTATE

ASSESSING SUITABLE SITES

Project Timeframes

* 2 month vs 2 year deal

« 2 smaller deals vs 1 larger deal

« Short timeframe = same market conditions

* Long timeframe = market can move (up or down) = higher risk

« Berealistic RO

\ 12253
7 8%

D E——
-~ A | 1101 " T —
C 25*Developers Club \ !QEIA{':SXTE
ASSESSING SUITABLE SITES
Cash Required
« $50k vs $150k cash in
* Opportunity cost (CoC & ROI)
e
25*Developers Club REAL ESTATE
| OVE r
N, Knowledge Source
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Risk
Uncertainty in:
* Market — Movement, Demand, Supply
» Strategy — Council, Site, Complexity of Deal
* Cost to Complete
» End Sale Figure ($250k vs $1.3m)

1 LOVE

% 25% Developers Club REAL ESTATE

Effort — Your Personal Input

* Time input

* Hands On vs Project Managing v
« Expertise Required /

» Steepness of Leaning Curve A}

+ Stressfulness

» Tolerance to uncertainty (sleep indicator)

M 1 LOVE

25%*Developers Club REAL ESTATE

Exit Strategies

* More Exits = Lower Risk

B

* Hold = Rent long term, reno,
rooming accom, Airbnb, student
boarders etc. etc.

4EXIT)»

» Sell = With/without reno, add
bedroom bathroom, subdivide &
sell vacant land or build, sell or
hold for cashflow etc etc.

25*Developers Club FQEI/:L ES¥\TEE

| LOVE KKnowIedge Source
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ASSESSING SUITABLE SITES

Compare Considerations & Metrics
en —_oaax oy |

Profit $

Profit Sensitivity

Time Frame

Cash Input

Risk

Effort — Personal Input

Exit Strategies

% Profit on Costs (Development Costs)
% Cash on Cash Return (CoC)

Other

1 LOVE

1 25% Developers Club REAL ESTATE

SITE DUE DILIGENCE

Team Required

* Real Estate Agents
* Town Planner
* Private
¢ Council
* Specialist Consultants — Arborist, Ecologist (flora/fauna), Hydraulics,
Archeologist, Heritage, Traffic, Fire, Geotechnical, Civil Engineer, Acoustic,
Environmental, Structural Engineer (cyclone rating), etc.

* Building & Pest Inspector
* Building Certifier
* Financial Strategist / Mortgage Broker
Q“D 1 IOVE
S evelopers Club REAL ESTATE

SITE DUE DILIGENCE

Townhouse Deal — Specialist Consultants

« Civil Engineers — stormwater and water access issues

AEL- TR LR

¢ Arborist — tree removal

\

“ Arboricultural H - !
-‘ Impact =

Assessment
& Tree
Protection
“525*Developers Club 'ns%!%

1 LOVE
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SITE DUE DILIGENCE
Activity — Worksheet 2

Review Deal Details:
1) Describe who you need to £
speaklwit\;:,, wae:je you % ; BREAKUUT

would obtain the 2 e SESS'UN

information, and what
questions to ask

@S‘Developers Club !E&}:STVA«FE

1 LOVE
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SESSION FOUR

8
%
25" Developers Club ©VE

REALESTATE

Ji‘a

b -
3
Q
el
Wl

25% DEVELOPERS CLUB

Acquisition

Confirm Ownership Structure

* Determine the best structure/entity for the purchase

% Asset Protection — Ultimate Bootcamp Day 1

1 IPVE

“525%Developers Club REALESTATE

ACQUISITION

Joint Ventures .

\)
¢

* Know your JV partner

* In-bed together

* JV Agreement — What if Qu’s

* Ideally have JV in place before finding deal ~*

- WWW — Property Joint Ventures — Pacific Law July 2019
WWW - Joint Ventures — Dymphna Boholt Aug 2019

1 IROVE

“525*Developers Club REALESTATE

1 LOVE
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Platinum Coach - Negotiation Skills - 1st April 2020

ACQUISITION

Negotiation S

* Long Settlement
e Owner / Seller JV
* Vendor Finance

* *Where available — capacity to use nominee clause and on-sell
>\WWW — Negotiation Skills, Melissa Fisher April 2020
WWW —Seller JVs & Distressed Properties, Narelle Cosstick Dec 2018
Quantum Shift — Other People’s Money Online Training 2019
1 IOVE

“525*Developers Club REALESTATE

ACQUISITION

Option Contract

Put, Call, Put & Call Option
* Call Option - Right but not obligation to purchase
* Capacity to use nominee clause and on-sell (sell short)
* Things to include in contract
* Owner’s consent
* Permission for signage
* Early access
>~ WWW — Property Options — Pacific Law August 2019
Ultimate Website — Masterclass : Fundamentals

—FAQs 28 & 29 11S3VE

“525%Developers Club REALESTATE

ACQUISITION

Purchasing a DA Approved Site

* Pros e R e

[TeE—

Pr——

* Timeframe - quick to start
* Some of the work already done
* Cons
* Check why selling. Does the
project work?
¢ Someone else’s design/project

“525*Developers Club REALESTATE

1 LOVE

REAL ESTATE 31
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ACQUISITION

Prepare Contract / Documentation

* Terms
* Conditions

« Building and pest inspection

* Finance

i

* Deposit

 Settlement timeframe

* Due diligence
* Access

I

f

~ **VIC “and/or
"% 25%Developers Club nominee” clause

'
|
I
1
i

ACQUISITION

Prepare Contract/Documentation (ont..

* Confirm accuracy of information
* Involve Mortgage Broker & Solicitor prior to “shopping”
* Execute the contract

e (print

Sgnature

“525%Developers Club lnE!KSS‘rYxTEE
AQUISITION
Duplex Deal -
- 2 Selling agents — 1 wanting to sell to his friend
- Rushed to get contract on 7pm Fri night
- 30 day finance only
- Offers over $450k — Started @ $430k increased to $450k
“525*Developers Club lnE!KSS‘rYxTEE

| LOVE KKnowIedge Source
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AQUISITION

Townhouse Deal -

Purchased at Auction - Specified terms prior in writing
* Low deposit — 5%
* Long settlement — 10 months
Mistake =

* Verbal agreement only to early access!
For due diligence, planning stage and tree removal activities

=)
P G T T R vt = e

“525*Developers Club REALESTATE

AQUISITION
Activity — Worksheet 3

Review Deal Details:

1) Describe 3 ways to acquire g BREAKUUT

the deal on your deal card g
54 SESSION

~

%5 25%Developers Club REAL ESTATE

ACQUISITION

During Conditional Period

*  *Not NSW
* Insurances for Building / Contents / Public Liability - Essential
* Complete necessary searches
* Carry out inspections

* Site survey if needed

* Confirm finance approval

* Obtain quotes for works

* Finalize due diligence

e
2 25* Developers Club

1 LOVE
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ACQUISITION

During Conditional Period (cont...)

* Extension of timeframes

* Extension for finance 1 day prior
* Renegotiate contract e.g. Building & pest, valuation

¢ Rescinding contract — Discuss Solicitor

* Change of name (Qld)
¢ Termination

Q‘*Developers Club lnE!x'SerxTEE
AQUISITION
Duplex Deal — Conditional Period
Soil Report: ‘-—_‘.—M -
gi &
L 4
%Developers Club lnE!x'SS‘rYxTEE

ACQUISITION

Townhouse Deal — Conditional Period

e
“525*Developers Club lnE!\'SSTYxTEE

* Auction! No conditions allowed

1 LOVE
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ACQUISITION

During Unconditional Period

* Finalise quotes for work required

* Engage consultants/contractors
* Conduct specialist assessments / reports where needed

* Lodge approval applications — Session 7

* Owners’ consent required —

' | ——
,:_
e =
“525*Developers Club = = -, 'RE!{SST‘,(TEE

ACQUISITION

During Unconditional Timeframe (cont...)

* Select builder
* Get to know builders in your area — per m2 rate & inclusions
» Referrals (consultants, tradies, friends etc.)
* Check license (Building class — lowrise / highrise)
* Check history (License, suppliers, tradies, ASIC)

* Review projects — old and new
* Need to feel comfortable e g

! . . CERT Licence Search - Main Page

> WWW — Choosing Your Builder ssmestss  womcrmom

AGIOSS: 2430 B R Ormvaas GLO G208

— Mick Tiemans Sept 2017 Toongtame  eraocs

MR Categeory: gy - B1500,001 0 $12,500.000

Uicence Class Licence Grade Coneition® Status

W25% Developers Club Buider - Low Rise Builder Licence NO SUSPENDED

AQUISITION

Duplex Deal — Unconditional Period

Noise Assessment Report: Reviewed Builders:
* 1) Road Noise Modeling ¢ 1) Referrals
* 2) Calculated Acoustic values * 2) Display Village

* 3) Schedule for window & door glazing

1 IROVE

e
225% Developers Club REAL ESTATE
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Townhouse Deal — Unconditional Period

* Auction! No conditions so the entire

#%

settlement period is unconditional
* Confirmed access available from laneway

* Changed plan from 3 units to 4 units
* Obtained planning permit approval for 4 Units

(2 Duplexes facing each street).
* Issue — owner refused early access unless they

were allowed to take certain items from the

house — always get your conditions in writing!

r 4

12 25*Developers Club 'RE!A'SSTVATEE

Settlement

* Confirm finance

* Review Settlement Statement & funds
required for settlement

* Have funds to Solicitor prior

* Pre-settlement inspection
* Tenants? Vacant possession?

» Transfer services - Electricity

* Confirm insurances
_+ Copy of final Settlement Statement

“525%Developers Club 1 IOVE

Townhouse Deal — Settlement

* No issues!

* Finance confirmed and everything to the
Solicitor in preparation

* Cruising in the Caribbean

Y
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ACQUISITION

Team Required

Solicitor

Mortgage Broker

* Real Estate Agent
* Due diligence team for cost estimates

HY
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