
CONFERENCE  WORKBOOK

Living the instant cash flow dream lifestyle



How To MaximiseYour Capital Growth, Create 
Chunk Deals And Think Outside The Square 
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Commercial Chunk Deals
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10 Ways to 
Create Chunks

1. Buy and Hold
2. Buy under market value – stressed sales 

(sell or hold)
3. Buy under market rent – bring rent to 

market
4. Buy vacant and get tenant (sell or hold)
5. Buy vacant / Reno / get tenant (sell or 

hold)
6. Strata or lease in smaller pieces
7. Add more occupancies (land or buildings)
8. Develop at 10 to 12% CAP and sell or 

revalue at 8 to 9% CAP
9. Stacking Strategies
10. Creative Strategies - Repurposing

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

So what do 
you look for in 
a Commercial 
Property?

• Yield
• Strength of tenant
• Strength of area
• Compare to surrounding CAP rate (under 

average market yield)
• Room for growth and expansion
• Time is on your side for due diligence 
• Flexibility of negotiation is on your side

• Let’s do a bit of Revision First
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Property Description:
- 1010m2 NLA across 2 sheds 
- Zoned Low Impact Industry 
- 9,879m2 Land area
- Two titles

Commercial Chunk Case Study 2 
Buy Under Market Value

Purchase Feasibility:

Contract Price (ex GST as going concern) $650,000
Bank Valuation (at Contract) $750,000
LVR of Contract Value 70.00%
Loan Amount $455,000
Equity $295,000
Out of pocket Cash $195,000
Purchase Costs $38,625
Total Out of Pocket Expenses $233,625

As Purchased Net Income (pre Interest) $76,288
As Purchased yield (pre Interest) 11.7%

Interest Rate 6.49%
Interest P/A $29,530
Net Income P/A $46,758
Income ROI of Equity % 15.85%
Income Cash on Cash ROI % 20.01%

Commercial Chunk Case Study 1 – Buy and Hold
• Asking Offers over 

$530,000
• 9 Secure Tenancies in 

place
• 1,012 sqm
• Onsite Car park and 

amenities
• Solar Power
• Regional Property

Break out
Discuss the possible Chunk Strategies you would be 

interested in and make note of it / them
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Break out
Discuss Case Studies 1-4, can you see yourself doing 

them? 
What do you notice about the costs involved in 

implementing this strategy?

Commercial Chunk Case Study 4 –
Buy Vacant and Tenant

• Single shed
• Contract subject to finding 

tenant
•Mid $100K
• Under contract and 

potential tenant 
negotiating lease
• Valuation is likely to be 

higher than contract price

Commercial Chunk Case Study 3
Buy with Under Market Leases

• 5 Separate tenants 1 title 
• Long standing tenants 
• Land Area: 1946m2 
• Building Area: 950m2 
• Current net rent $56,451 
• Leases in overholding

Strategy
-Increase rents to market 
-Revalue property
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Property Description:
- 100m2 shed with living 

quarters
- Zoned Industrial 1
- 1000m2 Land area

Commercial Chunk Case Study 7
Add more Occupancies Purchase Feasibility:

Contract Price (ex GST as going concern) $199,000
Bank Valuation (at Contract) $199,000
LVR of Contract Value 65.00%
Loan Amount $129,000
Equity $70,000
Purchase Costs $11,940
Total Out of Pocket Expenses $81,940
As Purchased Net Income (pre Interest) $18,200
As Purchased yield (pre Interest) 9.1%
Interest Rate 6%
Interest P/A $7,740
Net Income P/A $10,460
Income Cash on Cash ROI % 12.70%

Commercial Chunk Case Study 6 –
Strata or lease in smaller pieces

• 3 Tenancies on one strata 
title
• Separate water and power
• Long standing tenants
• Offers over $850,000
• Sold for $780K
• Rental rate greater for 

smaller NLA

Commercial Chunk Case Study 5
Buy Vacant / Reno / Hold or Sell

BEFORE:
• Purchase price: $950 per sqm 
• Value: $264,000 to $331,000

AFTER:
Sale Price: $1300 per sqm

Rental Income: $ 85 per sqm
Cap Rate: 7%

Value: $401,000 to $430,000
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The Numbers 
– starting 
position 

Building Storage Units:
- Hold for Cashflow
• Low set storage facility  (65 

Units on 1782m2)
• Estimated costs $520k (Inc 

signage marketing &  interest)
• rental Potential Gross $83,600   

net $42k. (Allowing two years 
to fill)

Commercial Chunk Case Study 8 
Develop at 10% -12% and 
revalue at 7%-8%

Revised Strategy: 

1) Takeaway 
and 
Warehouse

2) Build Storage 
Sheds in 3 
stages

Commercial Chunk Case Study 7

16%
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Valuation 
Methods

1. Income or Capitalisation Method
• What RETURN will investors be willing to receive 

on their money?
• Uses annual Net Operating Income (NOI)

2. Replacement Cost Method
• How much it costs to buy land in the area and 

build a similar building?
3. Direct Comparison Method ($ per square meter 

comparisons)
• Either on Gross Floor Area or Net Lettable Area

4. Discounted Cash Flow Method
• 10 year DCF with Terminal Yield

Valuations

• Specialist Valuer for Specialist 
Commercial Property

• Comparable land value 
–1782 @ $200 m2  = $421,200  

• New Val $871,200
• Which one did the bank use? 

Costs

Buy Price – land 1782m2 $161,818

Legals, stamps, Engineering, 
council planning

$17,941

Build $337,849  

Total         $517,608

Rental $89,814
Expenses & Operating costs Inc 

Interest & management and 
marketing 

$42,767

Positive Cashflow $47,047

The numbers –
12 months 

after 
completion 
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Anticipated Revaluation Figures:

Net Lettable Area = 1010m2 + 200m2 1210m2
Net Income  Rate $90/m2
Net Income $108,900

Area CAP Rate 7.05% to 9.26%

Anticipated Revalue based on CAP Rate of 8.75% $1,244,571

Recent sales of comparable units $952 
to $1,667/m2

Anticipated Revalue based on valuer adopted rate 
of $1000/m2 $1,210,000

Property Description:
- 1010m2 NLA across 2 sheds 
- Zoned Low Impact Industry 
- 9,879m2 Land area
- Two titles

Commercial Case Study 9
Stacking Strategies

Purchase Feasibility:

Contract Price (ex GST as going concern) $650,000
Bank Valuation (at Contract) $750,000
LVR of Contract Value 70.00%
Loan Amount $455,000
Equity $295,000
Out of pocket Cash $195,000
Purchase Costs $38,625
Total Out of Pocket Expenses $233,625

As Purchased Net Income (pre Interest) $76,288
As Purchased yield (pre Interest) 11.7%

Interest Rate 6.49%
Interest P/A $29,530
Net Income P/A $46,758
Income ROI of Equity % 15.85%
Income Cash on Cash ROI % 20.01%

Break out

Discuss Case Studies 5-8, what resonates with you?

Make note of the strategies you could utilise for your 
next deal.
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Details Cost Value
Purchase price $3,850,000
Stamp Duty $65,917

$3,915,917
Commissions on sales $92,330
Advertising $36,822
Renovation $90,149

Legals - Buy and Sell $39,000

Owners Corp - Cost on settlemet $8,000
Extra comms on Nominations $12,000

$278,301

Total Costs $4,194,218

Total Sales $4,616,500

Profit $422,282

Possible interest on delayed 
settlement $2,996

Adjusted Profit $419,286

Extras
Air rights – new title 
Signage – 4 panel sign  - 5 year 
leases
- Leasing in sections total lease

$100,000 pa

- Solar – no money in - return 
$5,000 pa

- Area cap rate is 5%
- Conservative – 10% cap rate 

- Recently valued as it at 

$1,000,000

Commercial Uplift Case Study 10 –
Creative Strategies

• Approved usages 
• Knowledge of market need 

in the local area
• Negotiation with council
• Renovation
• Tenant Mix
• Extra community events to 

build brands

Commercial Case Study 10
Creative Strategies
• Reno, sell off separately, simultaneous settlements, create new air 

rights title, enhance signage, solar.

Extended settlement, 5 
months, to renovate and 
sell off before we paid for 
the property.    

Renovated, Marketed and 
Auctioned in 12 weeks.

$400,000 profit and
$1,000,000 value in air
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Commercial Uplift Case Study 6 – Industry Zoning

• New Value at 
6% Cap Rate 
for the area: 
$1.74mill 
• Excluding 

additional 
income from 
event hosting

Commercial Vendor 
Deals

• Deposit Financing
• Long Contracts or 

Option Agreement 
to get work done
• Strata
• Renovation
• Get tenants
• Build
• Set businesses
• Options as big as 

your imagination

Commercial Uplift Case Study 6 – Industry Zoning
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Possibilities to 
Create Chunks

• All Residential Strategies
• Increase Rents
• Increase number of Tenancies
• Minification
• Strengthen Tenant Profile
• Strengthen Lease
• Multiple Uses
• Further Development
• Optimize Underutilized space
• Council Rezoning

5 Roles in a 
Deal

Deal Finder: Finds the property and 
does the initial screening

Deal Maker: Defines the strategy 
and negotiates the deal

Deal Manager: Manages the deal 
from start to finish

Bank Borrower: Secures a loan 
from the bank for the deal

Cash Investor: Invest the cash into 
the deal

Break out
Discuss any other strategies you could implement in 

conjunction with the Case Studies discussed?

Make note of the strategies you could utilise for your 
next deal.

Compare this new list to the initial list at the beginning of 
the session… what has changed?
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How To MaximiseYour Cashflow And  
Turn YourTenants Into An Asset
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Who are your tenants?

•Our Greatest Asset!

• Select tenants that bring value to your 
property / project.

• Ensure great tenant mix

• Create the environment that they 
never want to leave

Commercial Property 2020
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Ability to do businesses 
• Are they business people 

• Have they been in business before 
• Was that successful

• What do they need

• What do they have to offer

Tenant strength

• Who do they attract

• What do they pay as a yield

• How are they seen by the valuer

Select Tenants That Bring Value To Your 
Property / Project

• What is tenant value?
• Tenant strength
• Ability to do businesses 
• Longevity
• Flexibility and adaptability
• Desirability  
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Desirability  

• As a brand, do they present favorably

• Do they attract volumes of people 

• Are the people they attract favorable  

Flexibility and adaptability

• Can they pivot?

• Change in market

• Change in area growth

• Impact Change 

Longevity

• How do they see the longevity of their 
business?

• Have they planned for growth 

• How will market trends effect them
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Compatibility

•Compatible to/with:

• Area demographic 

• Zone use

• Other business 

• Future planning 

Ensure a Great Tenant Mix

• What makes a great tenant mix

• Compatibility 
• Leverage
• Recession proof
• Difference 

•Commercial Building in centre in NQ.
•Listed with two agents, at two prices.
•Building utilises 100% of block
•Adjoins Public Carpark / Rotary Park
•Consists of 6 shops/lettable areas.
•2 combined and tenanted by CBA
•1 tenanted by local dentist
•1 tenanted by coffee shop/café
•2 vacant - Opportunity to increase yield by 
additional tenants.

The Deal – Outline $900,000
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Difference 
•Where does compatibility meet Difference

• Industry difference

• The attraction 
• Volume traffic 
• Diverse market 

Recession proof

As a mix of tenants, what happens?

Is your mix strong enough that some 
will thrive?

Can smaller tenants out last, pivot 
easier and adapt quicker than large 
ones?

Leverage

• Landlord
• Tenants Value
• Tenants Capacity 

• Tenant 
• Location – region & position 
• Other business 
• Opportunity 
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Freedom to do their business
• Freedom and Boundaries

• Due Diligence done 
• Lease clauses tight 
• Fit out creativity 
• Don’t be annoying

Create the environment that they never want 
to leave
•What does that Really  look like?

• Freedom to do their business
• Certainty 
• Great culture / atmosphere
• An exit strategy

Great tenant  mix 
in industrial area = 
over 15% net 
return  
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An exit strategy

•What happens If?

• Process in transferring their lease
• Make good clause 
• Options to sub-lease

Great culture / atmosphere

• Attitude is paramount

• Open communication 
• Security 
• Show you care 
• Solution based

Certainty 
• Deliver what you negotiate

• Don’t shift the goal posts 

• Be timely 

• Advise on industry impact
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Income Deals that last 

• Industrial factory – create multi
• Storage – multi size / price
• Office – long lease / micro lease
• Medical 
• Child care
• Accommodation – hotel / motel / 

caravan park
• Retail multi tenanted 
• Signage & Solar

Break out Room

10 minutes – everyone to contribute

Discuss: 
Tenant Value 
Tenant Mix
Tenant Environ 

Outside the square

22



Diverse sizes – Know your area

Always  needed for something –
sell the concept 

These make 11-15% return all in 

Storage – Regional

Storage – what, when and where?

Summary

•Very low yielding
•Good way to get revenue from vacant land
•Good use of land in a staged development
•Usually boats, caravans, cars, and shipping 
containers etc ~

Purchased
•5 Separate tenants 1 title
• Long standing tenants
• Good rental return
• Land Area: 1946m2
• Building Area: 950m2
• Current net rent $56,451

Strategy
•Cosmetic renovation
•Increase rents to market
•Establish new leases
•Strata title into 5 lots
•Revalue property

Industrial Opportunity 

Post Strategy Yield on Purchase (pre Interest) 9.52%
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Break out Room

10 minutes – everyone to contribute

Discuss: 
What would choose out of the three 
Why 
What can you do with them  in this climate 

Industrial / Office 

Long term lease - 5 x 5 x 5 
Annual 3% increase
Rent review end of year 3

Factory space - $100 pm2
Office - $250 pm2

NLA T1 472.55   T2 473.52
$ 215k p/a 

Storage - Metro

• Convert old buildings

• Small storage units
• Larger shared storage space

• Consider access
• Consider automation v 

manager
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BUILD A CHILD CARE CENTRE!!
5.5% CAP RATE
120 kids
Rent: $300,000 p.a and keep freehold
or keep business under management: year 1 
profit $300,000; year 2 $500,000 positive cash 
flow at 80% occupancy

Business valuation x 4 multiple profit –
$1,200,000 year one
Centre end value 5.5% Cap on $250k –
$5,450,000

•Construction cost $1.1M + Land
•Current Valuation - $3.16M

•Lease $190k (3.5% p.a. 
increases which is approx. $100K 
increase in valuation per year)

Childcare - Where?
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Commercial Income – Retail/ Office/ Mix – what can you do?

•Asking Offers over $530,000
•9 Secure Tenancies in place
•1,012 sqm
•Onsite Car park and amenities
•Solar Power
•Regional Property

Caravan Parks – What sort  

• Caravan park on two 1 acre lots 
(est val $650K)

• Paid $450k
• 50% bank funding balance private funding (JV)
• Low end demographic 

•First month turnover was 7k in park sales only.
•(Repayments on loan $1,200 per month)

Caravan Parks – What sort  

Lease hold

Servicing low end demographic

$130k Nett Income if self managed.
If put managers in $75k Passive 
Income
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Solar 
Solar is becoming a hot ticket item on 
commercial buildings to sell back to the 
tenants – can also be written into the 
leases that they have to buy from you

Sell to tenants 
Or 
Add cost onto rates and give to tenants?

Air Rights - Signage 

•The ability to build up can be valuable
•The ability to stop someone can also be 
valuable
•Signage in desirable locations rent for as 
much or more than apartments
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