
Industry Professionals give you  
all the tools you need for success  
in Property Development
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W O R K B O O K



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

1

Schedule
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Strata Titling
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S T R ATA T I T L I N G

Process - Body Corporate
• Community Management Statement (CMS)
• By-laws
• Lot Entitlements
• Draft Budget (See reports below)
• Description of exclusive use / common 

areas
• Establish Body Corporate

• Sinking Fund Report (QS)
• Insurance Valuation Report (QS)

S T R ATA T I T L I N G

Process – Land Survey
• Timing – Negotiate with builder to do hard landscaping early
• Fences, driveways, etc.
• Allow surveyor earliest access
• Enquire fast tracking strata titling e.g. SealSMART Brisbane Council

• Land Survey
• Building Format Plan
• Exclusive Use Plan (Aim to maximise exclusive use areas e.g. 

courtyard, stairs, car parks etc.)
• Common Area Plan
• Services Location Diagram

S E S S I O N  T H I R T E E N

Strata Titling
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S T R ATA T I T L I N G

Process – Titles Dept
• Sealed plans, Draft CMS, & Mortgagee 

Consent lodged with Titles Department
• Solicitor, surveyor, or you can submit
• Body Corporate Registered
• Titles Registered

• Pre-sales can now move to 
settlement
• New sales can be done on 

standard contracts

S T R ATA T I T L I N G

Process – Mortgagee Consent
• Bank must consent to us changing their underlying security 

e.g. cancelling current survey land & replacing with new one
• Plan Sealed plans & Draft CMS submitted to Bank
• Use Mortgage strategist to ensure docs lodged to right place 

in bank
• YOU must track & manage the process to ensure timely

S T R ATA T I T L I N G

Process – Plan Sealing
• Plans & CMS submitted to Council
• Plan Sealing = Council stamping survey plans
• Triggers final Council Inspection – Assess 

construction vs DA conditions (Must be 
EXACT match down to plants)
• Triggers payment of Council Contributions
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• Surveyor picked up during final survey 
driveways were too narrow & didn’t 
comply Dual Occupancy Code!!!

• Missed at design stage by ALL 
(Building Certifier, Surveyor, Town 
Planner, Builder)

• Engineer re-designed & certified works
• Delayed strata titling hence Auction 

cancelled

S T R ATA T I T L I N G

Duplex Deal – Strata Titling

S T R ATA T I T L I N G

Compare and Contrast
Deal 1 - Duplex Deal 2 – Multi-unit

Finance Residential Commercial
CMS ü ü

Body Corporate Manager û ü

Sinking Fund û ü

Admin Fund û ü

Insurance Valuation û ü

Sinking Fund Report û ü

S T R ATA T I T L I N G

Process – First Body Corp Meeting
• Annual budget adopted
• Body Corp Manager adopted
• Developer pays into Sinking Fund
• On sale - Repaid through adjustments at settlement 
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• Land Surveyor
• Solicitor
• Body Corporate Specialist
• Mortgage Broker (Bank Consent)
• Bank/Financier
• Quantity Surveyor
• Council
• Titles Department

S T R ATA T I T L I N G

Team Required

S T R ATA T I T L I N G

Duplex Deal – Strata Titling

• Exclusive 
Use Plan

• Common 
area = 
driveway 
only

• Services 
Location 
Diagram

S T R ATA T I T L I N G

Duplex Deal – Strata Titling

• Solicitor created CMS & 
lodged with titles Dept
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Marketing 
& Selling
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• Assess price resistance levels 
• Review recent market values 

(sold & currently on market)
• Decide on price range for

each property you selling based on your research
• Discuss project with shortlisted real estate agents & obtain their 

feedback on sale price & marketing strategy

M A R K E T I N G  A N D  S E L L I N G

Pricing

M A R K E T I N G  A N D  S E L L I N G

Preparation
• Visit display homes / units to get 

ideas for your marketing strategy
• Critically examine & photograph 

other projects  
• Collect brochures and sales data 

from other properties  
• Compile files including above info
• Talk to project sales agents and ask 

for customer’s criticisms 

S E S S I O N  F O U R T E E N

Marketing & Selling
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• Prepare questions to ask
• Interview shortlisted agents, confirm what they see are the 

benefits of property, have them submit marketing proposal
• Call previous clients - confirm quality of agent/s 
• Confirm agent’s capability to sell off-the-plan (if relevant)
• Engage preferred agent on short exclusive period (45 days), 

extend if required, monitor performance

M A R K E T I N G  A N D  S E L L I N G

Local Real Estate Agents Cont….

WWW – Selecting a Gun Realestate Agent
Nicolle Beer Nov 2018

• Research real estate agents with experience selling your 
type of product in your area

• GVA – Agencies Tab (No. Listed vs Sold, Avg $)

M A R K E T I N G  A N D  S E L L I N G

Local Real Estate Agents

• Branding and Logo
• Artist Impressions / Renders (Photo realistic)
• Site Plan / Floor Plans
• Marketing material / Brochures / Website / FaceBook
• Pricing – Comparable sales confirmation
• Depreciation Schedule
• Rental Appraisal
• Valuation

M A R K E T I N G  A N D  S E L L I N G

Marketing Considerations
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• Suits investment type product
• Owner occupier better suited to selling through 

agents (touch and feel / emotional buyer)
• Avoid previously listing on internet – marketeers want 

direct access to developer’s stock not avail to public
• High selling commission e.g. 5-7.5% = $20-$30k on 

$400k sale

M A R K E T I N G  A N D  S E L L I N G

Marketeers

M A R K E T I N G  A N D  S E L L I N G

Pre-Sales / Off the Plan Contract

WWW – Marketing Off the Plan – Mick Tiemens Oct 2018

• Product sold prior to or during construction (post DA)
• De-risk project
• Unconditional but finance approval out of date 

(e.g. only valid 3mths)
• Risk = valuation @ settlement
• Solicitor prepare Pre-sales Contract & Disclosure 

Document (Plans, Specs, Draft CMS etc.)
• Ensure special clauses included in contract e.g. 

sunset clause, subject to titles etc.

ACCOUNTING AND TAX
Activity – Worksheet 8

Review the Agent Summary 
Details Provided:

1) Which 3 agents would you 
consider & why?

2) What is their average sale 
price?

MARKETING & SELLING
Activity – Worksheet 8

8 min
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• Renders 
prepared

• Appealing to 
owner  
occupiers

M A R K E T I N G  A N D  S E L L I N G

Townhouse Deal – Marketing

• Artist Impressions
• Decided not to sell off the 

plan – strata titling delayed

M A R K E T I N G  A N D  S E L L I N G

Duplex Deal –
Marketing
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M A R K E T I N G  A N D  S E L L I N G

Selling Built Product Prior To Titles  
• Standard real estate sales contract
• Special Condition – Settlement subject to Title Registration 

e.g. 21 days after titling

Perfect for 
Entertaining

Bring the outdoors in
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• Professional photographer
• Be present & review pics during – speak up
• Dusk photos
• Drone photos
• Palm frond effect
• Swimming pool (day vs night)
• You obtain pics not RE agent
• Request all pics not selection
• Photo selection – YOU! Hero shot, 

photo order important 

M A R K E T I N G  A N D  S E L L I N G

Professional Photos

• Essential
• Stage on completion - all rooms & outside
• Stage hardest to sell unit first - once sold, 

move staging to next unit
• Agent to do inspections of staged unit only
• Leave staging in place until after valuation
• Be clear what you getting – plants, finishing touches
• Avoid virtual staging

M A R K E T I N G  A N D  S E L L I N G

Staging Furniture

• Standard real estate sales contract used
• Understand what Sales Contract means & ask questions if necessary
• Ensure sales contract filled out correctly by you & purchaser 

(Solicitor review)
• Ensure deposit paid & banked into agreed account
• Agent continue to actively market until unconditional

M A R K E T I N G  A N D  S E L L I N G

Selling After Titles Issued

14



M A R K E T I N G  A N D  S E L L I N G

Duplex Deal – Staged & Professional Pics

M A R K E T I N G  A N D  S E L L I N G

Duplex Deal – Dusk & Drone Pics

• Sell the sizzle
• You write the copy as you know the area & property best 

(Area research, Demographic research, Market 
research, Comparable sales research etc.)

• Dot points vs sentences
• Connect to emotion

M A R K E T I N G  A N D  S E L L I N G

Written Copy - Ad
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M A R K E T I N G  A N D  S E L L I N G

Duplex Deal – Auction Signboard & 
Analytics
• Auction marketed but 

Strata not approved 
so cancelled on 
Solicitor advice

• Marketed 1 week no 
price, then buyers 
$750k+

M A R K E T I N G  A N D  S E L L I N G

Duplex Deal – Staged & Professional Pics

• Staging = $2-3k
• Ikea, Kmart, 

Gumtree

M A R K E T I N G  A N D  S E L L I N G

Duplex Deal – Staged & Professional Pics
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• Will be ready in early July
• Interviewed local agents
• Visited existing listings that 

have sold to see what level of 
finish achieved price point

M A R K E T I N G  A N D  S E L L I N G

Townhouse Deal – Marketing

• Confirmed initial market research for price of $1.25m each
• Confirmed need to be “complete” product including 

landscaping, etc

M A R K E T I N G  A N D  S E L L I N G

Duplex Deal – Sold
• Contract within a couple of weeks of priced ad
• Buyer = Single doctor @ local hospital
• Offered $715k, they countered $750k, agreed on $725k –

Buying as First Home Owner so needed <$750k
• Subject to Strata titling, Building & Pest, Finance
• Strata approved within week or two
• Lucky to sell when did because next 6-9mths building next door 

both sides, road widening works 4mths – excavators while 
photographing

• Kept other ½ as PPR

M A R K E T I N G  A N D  S E L L I N G

Duplex Deal –
Visualise Target 
Outcome
• Phone screen saver 2mths prior!!
• Target Demographic – Near hospital, 

Family with older kids (stairs), low 
maintenance = Working Professional
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ACCOUNTING AND TAX
Activity – Worksheet 8

MARKETING & SELLING
Activity – Worksheet 9

8 min

Review Deal Details:

List key selling features to 
highlight in written copy add

• Real Estate Agent
• Marketeers
• Graphic Designer / Marketing Co
• Staging Consultant
• Interior Designer
• Photographer
• Copy Writer
• Solicitor

M A R K E T I N G  A N D  S E L L I N G

Team Required
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