
CONFERENCE  WORKBOOK

Living the instant cash flow dream lifestyle



The Art, Science And Tricks On How To  
Negotiate A Killer Commercial Cashflow Deal
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“There is no passion to be found playing 
small - in settling for a life that is less than 

the one you are capable of living.”
― Nelson Mandela

TIME DAY TWO – SATURDAY 
9:30am – 10:00am Tech Check/Networking
10:00am – 11:30am The Art, Science And Tricks On How To Negotiate A 

Killer Commercial Cashflow Deal - Melissa Fisher

11:00am – 1:00pm A Professionals Guide On How To Assess A Viable 
Commercial Deal Fast – Nicolle Beer

1:00pm – 1:45pm Lunch
1:45pm – 3:00pm Professionals Masterclass: How To Get The Money 

And Finance Your Next Deal - Andrew Kubenk

3:00pm – 4:15pm Professionals Masterclass: What You Need To 
Know And Look Out For In Your Legal And Leases 
Documentations - Calvin Kong

4:15pm – 4:30pm Q & A
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• Community path – outside of our development 
• Served council, local school kids, local walking groups 
• Kept pedestrians off the road, kept kids safe

Negotiations – where to 
start?

ØStart at the end!!
ØWhat do you want to achieve

Ø Consider this from an overall outcome 
Ø What do you really want 
Ø Effect on your life now and in the future
Ø Financial gain now and in the future 
Ø How are you contributing 

What is my heart's deepest desire

What is negotiation?

• A conversation with commitment 

• Suitable resolution verses 
unnecessary compromises
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Step 2
ØPitch your concept 

ØMake phone calls, set up 
meetings  
ØNegotiation is best face to face
ØIf you can’t meet in person 

video call 

ØAsk questions

Who are you negotiating with? 

ØUnderstand who you are negotiating with 
ØVendor, investors, agents, banks, tenants,    

valuers

ØWhat do they want / need
ØWhy are they selling / buying
ØWhat does the outcome mean to them

Do you believe 
in your strategy 

/ deal?

Ø Does the project / deal align with your 
values and goals?

Ø How do you feel about what you are 
creating?

Ø The truth in this is shown in the ability 
to sell your concept with conviction / 
passion  (burning desire)

Ø Who is your customer? (who are you 
selling the concept to) 
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Trying to achieve what? – Income, opportunity, cash flow.
Really wanted: Income with no bank funding, Flexibility 
Effects: Now: Instant income  / some onsite work    

Future: Income / Purchase land / development opportunity / full 
management, no onsite work 
Contribution: Affordable, stable and secure place for people to live.

Ability for residents to work onsite 
Clean and safe environment for tourists or workers

Deal – Regional Caravan Park

Let’s relate this to a real deal

Break out Room

10 minutes – everyone to contribute

Concept = JV
you are the working party 

• Pitch your Value 
• Use passion
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Not everything is about money

This deal was won based on 
keeping  a painting on a wall 

Negotiated with vendor, 
private lender and contractors

Was win 
win 

created?

ü Agent is excited to do more of these sort of deals 

ü Vendor has partial funds and over the moon that the 
park will remain and be looked after and they are no 
longer working  

ü Private lender feels great for assisting a genuine 
contribution to the community and gets a fair return  

ü Buyer gets an agent that brings him deals, vendor 
finance, terms, private lending, income, opportunity 
and makes great contribution 

Negotiating with who? – Agent, vendor, private lender

What did they want? 
Agent: to understand the concept and strategy, and a sale 
Vendor: release from workload, to see the park remain, and          
partial funds
Private Lender: Fair return on funds, to be able to help 

Deal – Regional Caravan Park 
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Negotiation 
has no limits

When you are starting with limited or no 
funds, you need to rely on your skills to 

negotiate well and your preparation 

Time – you can complete a deal without 
paying for it until settlement 

Work – can be paid at end of project

Follow through – negotiations have not 
been fulfilled until the project is 

completed and all terms are met.

Be relatable 
and authentic

Be yourself: You will project what you believe

Ask for what you need: If you don’t ask you 
will never get 

Offer more value:  not everything is about the 
money

Be adaptable: Be open to options and other 
opportunities 

What stops a 
good 
negotiation? 

We Do!
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Break out Room

10 minutes – everyone to contribute

• How can you help
• What can you give
• What do you want 

You need what?
Time to sort out another property 
Time to clean up another property 
Contract undertaken asap (certainty) 
No funds that financial year 

How could we help?

Continual Negotiations & Learning

You don’t stop once the 
contract is signed

Understand that people’s 
“wants” change

Always win win

Slow down and evaluate
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What sets you apart
Body language
•Consider how you stand / sit
•Consider the words you use

Essence
•What vibe are you give off? – Energy
•How do you feel about what you are wanting – Genuine win win
•Are you sending mixed messages – Clarity

What did we get?
• 2 year settlement

• Scrap sales

• Ability to undertake work immediately

• Control over the property, rezone, subdivide, 
construct

• Ability to earn income off it over the 2 year period

Why? We were the solution!

We helped them sort our other 
property

We actually cleaned out the other 
property

Contracts drawn to suit them

No payment that financial year.

Could we help? Hell Yeah!!
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“A good head and good heart are 
always a formidable combination. But 
when you add to that a literate tongue 
or pen, then you have something very 
special.”
― Nelson Mandela

Know when to say “No Thank You”

• The greatest art of negotiating is being able to say “No Thank You”

• Ask for feed back 

• Let go and observe
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A Professionals Guide On How To Assess  
A Viable Commercial Deal Fast 
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Understanding the Numbers in 
Commercial Investing
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A Typical Commercial Ad

A Typical Commercial Ad

A Typical Commercial Ad
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Break out

Activities in 
Breakout 
Room:

1) The target return that you would like to 
achieve as specified by your buyer’s brief is 
8.5%... What would a possible offer price 
be, based on a yield of 8.5%?

2) Calculate the new asking price based on 
the asking yield in the ad, if you find that 
the true Net Income is $74,000, and not 
the $79,709 advertised. 

3) Calculate the yield from example if Owner 
is prepared to accept $800,000 after 
negotiating.

Key 
Commercial 

Numbers -
Yield

Yield = Net Income / Purchase Price x 100

From given example:  Net Inc = $79,709 p.a.

Purchase Price = Net Income / Yield x 100

If 8% Yield:  
Asking Price =  $79,709  ÷ 8%  =  $996,362
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Valuing Commercial Deals:

• How secure is the income stream from the property over time?

• Higher income and yields, 

• Coupled with lower risk, 

• Equals a strong investment, 

• And thus, it has higher value.

Key 
Commercial 

Numbers -
Yield

Yield = Net Income / Purchase Price x 100

From given example:  Net Inc = $79,709 p.a.

Purchase Price = Net Income / Yield x 100

If 8% Yield:  
Asking Price =  $79,709  ÷ 8%  =  $996,362

How do we know whether a deal is a good 
deal?

Activities in 
Breakout 
Room:

1) The target return that you would like to 
achieve as specified by your buyer’s brief is 
8.5%... What would a possible offer price 
be, based on a yield of 8.5%?                   
Price = $79,709/0.085 = $937,752

2) Calculate the new asking price based on 
the asking yield in the ad, if you find that 
the true Net Income is $74,000, and not 
the $79,709 advertised.                           
Price = 74,000/0.08 = $925,000

3) Calculate the yield from example if Owner 
is prepared to accept $800,000 after 
negotiating.                                                 
Yield = 79,709/800,000 = 9.96%
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“Price is what you pay. Value is what you get.”
- Warren Buffet

If Value = Income
Risk

and, Risk  = Cap Rate

then: Value = Income
Cap Rate

“Price is what you pay. Value is what you get.”
- Warren Buffet
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Activities in 
Breakout 
Room:

1) Calculate the approximate Cap Rate in an 
area for 100sqm retail premises if:

- Agent A says recent yields between 6.25% 
and 7.5%
- Agent B says recent yields in the range of 7% 

and 8%
- Agent C says recent yields as low as 6% and 

as high as 7.75%

How we determine the Cap Rate?

• Recent Comparable Sales

• Speaking to active and effective agents in the area

• The average of recent yields achieved for similar properties

• Usually described as a range e.g. 6% -7%

What are the factors influencing Cap Rate?

• Location

• Supply vs Demand

• Demand from tenants

• Demand from buyers

• Asset Class  

• Strength of Tenant

• Strength of lease

• Age and state of building

• Economic movements

• Industry longevity

• Approved usages

• Vacancy
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Other Key 
Commercial 

Numbers

Net Income
• Rental income less outgoings

Outgoings
• Statutory Expenses passed on to the tenant

Market Rental Rates
• Average $ per sqm being achieved for leases 

in the area

Sale / Direct Comparison Rates
• Average $ per sqm being paid for vacant 

property based on recent comparable sales

Activities in 
Breakout 
Room:

1) Calculate the Cap Rate in an area for 
100sqm retail premises if:

- Agent A says recent yields between 6.00% 
and 7.5% = 6.75%

- Agent B says recent yields in the range of 7% 
and 8% = 7.5%

- Agent C says recent yields as low as 6.25% 
and as high as 7.75% = 7%

Cap Rate = Average Yield = 7.08%

Break out
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WALE

Weighted Average Lease Expiry
• By Area or By Net Income
• Time-Value Decay

Renew!

Time

Value
Term 1 Term 2 Term 3

Renew!

Key Commercial Numbers: W.A.L.E.

• Weighted Average Lease Expiry
• Multi-tenanted Properties
• Different Lease Expiry Dates
• Size Matters! Different size 

tenancies
• Weighted in terms of Income
• Weighted in terms of Net Lettable 

Area

2 Ways to 
Increase 

Value:

1: Increase the income
• Renegotiating the rent to market
• Creating new income sources (Signs, mobile 

towers, ATM’s)
• Dividing up larger space into smaller 

tenancies  
2: Decrease the Relative Risk of the Property 
(Cap. Rate)
• Leasing up vacant space
• Renegotiating longer leases
• Improving the tenant mix
• Renovate the building
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Break out
Calculate the WALE based on  N.L.A.

What is .L.E based on Income?

= Lease term x Unit 1 Inc + Lease term x Unit 2 Inc + Lease term x Unit 3 Inc
remaining Total Inc remaining Total Inc remaining Total Inc

W.A.L.E. 
(Income)

Unit 1 Unit 2 Unit 3

= 2 years x 16K + 1 year x 10K + 5 years x 8K
34K 34K 34K

Unit 2Unit 1
W.A.L.E. 
(Income)

Unit 3

Unit 1 Unit 2 Unit 3

= 0.94 + 0.29 + 1.18 Thus: = 2.41 YearsW.A.L.E. 
(Income)

W.A.L.E. 
(Income)

What is the W.A.L.E. based on Income?

Tenancy
Lease term 
remaining NLA Income

Unit 1 2 Years 200sqm $16,000
Unit 2 1 Year 100sqm $10,000
Unit 3 5 Years 100sqm $8,000
Total 8 Years 400sqm $34,000

Example 3: The following is an exerpt from an I.M. (Assume all 
info correct.)

1) What is the W.A.L.E. based on N.L.A.?
2) What is the W.A.L.E. based on Net Income?
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Homework
“Working out the numbers” exercise 

in Workbook

Questions?

= Lease term x Unit 1 NLA + Lease term x Unit 2 NLA + Lease term x Unit 3 NLA

remaining Total NLA remaining Total NLA remaining Total NLA

Unit 1 Unit 2 Unit 3
W.A.L.E. 

(NLA)

= 2 years x 200 + 1 year x 100 + 5 years x 100
400 400 400

W.A.L.E. 
(NLA)

Unit 1 Unit 2 Unit 3

Unit 1 Unit 2 Unit 3
= 1 + 0.25 + 1.25 Thus: = 2.5 Years

W.A.L.E. 
(NLA)

W.A.L.E. 
(NLA)

What is the W.A.L.E based on N.L.A.?
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Working Out the Numbers
Tenancy Schedule

Net Income: $70,000 p.a. WALE (area): 1.27 years

Asking Price:   $800,000

Tenancy Net Rent (pa)
Size 

(sqm)
Lease End $psm Yield Current Value

1 SouthWest News 12,450.00$      60 monthly 207.50$       
3 Dominos Pizza 19,600.00$      70 19/09/2020 280.00$       
4 vacant 12,750.00$      50 255.00$       
5 NRMA 25,200.00$      120 30/06/2017 210.00$       

70,000.00$      300

Working Out the Numbers
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360,000

25,000

8.3%
8.0%
8.5%
8.0%

$ 150,000
$ 245,000
$ 150,000
$ 315,000
$ 860,000

Purchased for $800,000.  That’s a $60,000 discount!

8.75
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100,000

100,000

162,500

12,500

15,600

195,000

45,000
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Working Out the Numbers
New, Improved Tenancy Schedule

WALE (area): 4.26 years Market Yield:  ~7.76%

New Value:  $1,062,500

Tenancy Net Rent (pa)
Size 

(sqm)
Lease End $psm Yield New Value

1 SouthWest News 15,600.00$     60 19/09/2019 260.00$      8.0% 195,000.00$                  
3 Dominos Pizza 19,600.00$      70 19/09/2020 280.00$      8.0% 245,000.00$                   

Knowledge Source 13,000.00$     50 19/09/2021 260.00$      8.0% 162,500.00$                  
5 NRMA 25,200.00$      120 19/09/2021 210.00$      7.0% 360,000.00$                   

C Beans 9,000.00$       10 19/09/2017 900.00$      9.0% 100,000.00$                  
82,400.00$      310 1,062,500.00$               

1,062,500

182,500
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