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DAY ONE: SATURDAY 12 APRIL 2025

9.00 – 10.30	� 1. INSIDE THE INVESTOR’S MIND – THE 4 DECISION-MAKING STYLES THAT 
SHAPE EVERY DEAL Learn how to read, influence and collaborate with different 
personality profiles so you can close deals faster and lead teams more effectively.

10.30 – 11.00	 M/TEA & NETWORKING

11.00 – 1.00	� 2. THE TRUST ADVANTAGE – HIGH-LEVEL UPDATES FROM THE FRONTLINE OF 
STRUCTURING Get the latest on consultancy trust frameworks from top professionals 
so you can protect assets, optimise tax outcomes, and plan with clarity.

1.00 – 2.00	 LUNCH

2.00 – 3.30	� 3. PRECISION DEAL-MAPPING – THE UNIVERSAL NEEDS ANALYSIS SYSTEM FOR 
PROFITABLE VENTURES Master a repeatable framework to assess any commercial 
opportunity — from storage to child care to rooming houses — with clarity and 
confidence.

3.30 – 4.00	 A/TEA & NETWORKING

4.00 - 5.30	� 4. HANDS-ON APPLICATION – MAPPING OUT A LAUNDROMAT STRATEGY FROM 
SCRATCH Put your new skills into action by working through a live investment scenario 
using real-world numbers and insights.

6.00 – 9.30	� BAREFOOT BOWLS & BUSINESS BANTER Unwind and connect with your peers in a 
relaxed setting — the best deals often start with a casual conversation.

DAY TWO: SUNDAY 13 APRIL 2025

9.00 – 10.30	� 5. COFFEE & CONNECTION – STRATEGIC NETWORKING TO MULTIPLY 
OPPORTUNITIES  Rub shoulders with elite peers, share insights, and spark 
collaborations that could change the trajectory of your portfolio.

10.30 – 11.00	 M/TEA & NETWORKING

11.00 – 12.30	� 6. ENERGY IN PROPERTY – HEALING LAND, PEOPLE AND PROFIT WITH DR. 
MAHDI  Explore how energetic alignment can unlock hidden potential in property, 
business, and personal growth — no incense required.

12.30 – 1.30	 LUNCH

1.30 – 3.00	� 7. COMMERCIAL CLARITY – WHERE THE SMART MONEY IS MOVING NOW  Get 
laser-focused insights into what’s working in commercial property, where the risks are 
hiding, and how to get ahead of the curve.

3.00 – 3.30	 A/TEA & NETWORKING

3.30 - 5.00	� 8. REAL PEOPLE, REAL WINS – STUDENT SUCCESS PANELS Be inspired by real 
stories of transformation, growth, and wealth creation from people who were exactly 
where you are now.

PLATINUM ACCELERATOR NATIONAL CONFERENCE 
SYDNEY | 12TH & 13TH APRIL 2025
2 Days of Strategy, Insight & Growth for Serious Investors 
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�1.  �INSIDE THE INVESTOR’S MIND – 
THE 4 DECISION-MAKING STYLES 
THAT SHAPE EVERY DEAL



2

© Copyright I Love Real Estate. Distribution of this material without permission is prohibited.

Personality development
• Personality development involves all of the factors that influence how our 

personalities form and change over time
• This can include our genetic background and the environment where we 

are raised
• While personality tends to be pretty stable, it can change over time, 

especially as people get older (ie through maturity)
• When we meet new people, it is often their personality that grabs our 

attention
“Personality is a blend of behavioral and thought patterns that are 
relatively stable over time, characterizing an individual's traits and 
attitudes," says Ludovica Colella, a CBT therapist and author of "The 
Feel Good Journal."

• Understanding how personality develops can provide insight into who 
someone is and their background while also increasing our understanding 
of what's behind our personality traits and characteristics

Different people – Different Personalities

What is personality?

Definition: The totality of qualities and traits, as of character or 
behavior, that are peculiar to a specific person. synonym: disposition.

Similar: disposition

S E S S I O N  O N E

Inside the Investor’s Mind – 
The 4 Decision-Making Styles 

That Shape Every Deal
Narelle Cosstick

Many ways to assess Personality
• DISC

4 factors - Dominance, Influence, Conscientiousness & Steadiness
• High5

5 factors – strengths based
• Hexaco

6 factors – Honesty/Humility, Emotional, Extraversion, Agreeableness, 
Conscientiousness and Openness

• Eneagram
9 types plus “wings”

• Myers-Briggs Type Indicator (MBTI)
16 types plus auxiliary plus factors

Most have 
free initial 
tests to give 
you a taste!
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What is MBTI? 📚📚📚📚

• Developed by Isabel Briggs Myers & Katharine Cook Briggs
• Based on Carl Jung’s theory of psychological types

Differences in behaviour result from inborn tendencies to use our 
mind in different ways
Inborn tendencies are formed through both nature and nurture

• Assesses personality using 4 dichotomies → combination of 4 
pairs = 16 "types“
• Designed to assist identification of the “nature” of our 

personality = innate predispositions

Many ways to assess Personality
• DISC

4 factors - Dominance, Influence, Conscientiousness & Steadiness
• High5

5 factors – strengths based
• Hexaco

6 factors – Honesty/Humility, Emotional, Extraversion, Agreeableness, 
Conscientiousness and Openness

• Eneagram
9 types plus “wings”

•Myers-Briggs Type Indicator (MBTI)
16 types plus auxiliary plus factors

We are going 
to have a 
taste of MBTI!

Jung’s observations and conclusions

• Jung then observed that people use 
2 different ways to Perceive – Sensing or Intuition
AND

2 different ways to Judge – Thinking or Feeling

Jung’s observations and conclusions

• When a person’s mind is active, it is either:

Taking in information – Perceiving
OR

Organisation information for decisions – Judging

Jung called these the 2 Mental Processes
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Jung’s observations and conclusions
• When a person’s mind is active, it is 

either directed towards:
External world of people, 
experiences and activity – 
Extraversion (outer world)

OR
Internal world of ideas, thoughts, 
memories, emotions – 
Intraversion (inner world)

How MBTI developed
• Myers and Briggs created an instrument that could be applied 

broadly in the 1940s
• Assessing individual preferences in references to energy, data 

gathering, decision making and interactions with the outside 
world

• Developed the 4 pairs of “dichotomies” to provide 16 basic 
combinations which can provide insight into most people

• Later further developed 20 “facets” to further explain similarities 
and differences in more detail

The Four Dichotomies🔄🔄🔄🔄

1. Extraversion (E) / Introversion (I)
2. Sensing (S) / Intuition (N)
3. Thinking (T) / Feeling (F)
4. Judging (J) / Perceiving (P)
(Each person has one preference from each pair)

The 16 Personality Types🔢🔢🔢🔢

A combination of the preferences of each of the four dichotomies 
creates a type
Examples:
• ISTJ – The Inspector
• ENFP – The Campaigner
• INFJ – The Advocate



5

© Copyright I Love Real Estate. Distribution of this material without permission is prohibited.

Sensing vs Intuition
Opposite ways to take in information
• How do you prefer to take in information?

Sensing Intuition
What is real and tangible 
or actually happening – 
attuned to practical 
realities

Seeing the big picture, 
focused on relationships, 
patterns and connections 
between facts – attuned 
to seeing new 
possibilities

Extraversion vs Introversion
Opposite ways to direct and receive energy
• Where do you focus your attention?

Extraversion (E) Introversion (I)
Focus on the outer 
world of people, 
experiences and 
activity

Focus on their own 
inner world of ideas, 
thoughts and 
experiences

What Do the Letters Mean? 🔤🔤🔤🔤

Each dichotomy describes an aspect of human beings:

E vs I = where you focus your attention

S vs I = how you take in information

T vs F = how you make decisions

J vs P = how you deal with the outer world

Thinking vs Feeling
Opposite ways to decide and come to conclusions
• How do you make decisions?

Thinking Feeling
Look at the logical 
consequences of a choice 
or action – mentally remove 
themselves from the 
situation

Consider what is 
important to them and to 
the others involved- 
mentally place themselves 
into the situation
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How do the Letters help? 🔤🔤🔤🔤

When you take 1 letter from each dichotomy, you can get an 
understanding of someone’s preferences and put together a 
high-level picture them

Example: ENFP
- E – Draws energy from others
- N – Focuses on ideas and concepts
- F – Makes decisions based on feelings
- P – Prefers flexibility and spontaneity

Judging vs Perceiving
Opposite ways to approach the outside world
• How do you deal with the outer world?

Judging Perceiving
Like to live in a planned, 
orderly way, seeking to 
regulate and manage 
their lives – energised by 
getting things done

Like to live in a flexible,  
spontaneous way, seeking 
to experience and 
understand life, rather than 
control it – energised by 
adapting in the moment

Dichotomies and Facets
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MBTI Types

ISTJ –📏📏 Inspector ISFJ –🛡🛡 Protector

INFJ –🔮🔮 Advocate INTJ –🧠🧠 Mastermind

ISTP –🛠🛠 Craftsman ISFP –🎨🎨 Artist

INFP –❤ Mediator INTP –🔍🔍 Thinker

ESTP –🏍🏍 Dynamo ESFP –🎉🎉 Performer

ENFP –🚀🚀 Campaigner ENTP –🗣🗣 Debater

ESTJ –📊📊 Supervisor ESFJ –🤝🤝 Provider

ENFJ –🌟🌟 Protagonist ENTJ –📈📈 Commander

Summary📝📝📝📝

• MBTI is a tool for understanding personality
• It provides insight into preferences, not abilities
• Can be useful for self-awareness and interpersonal 
relationships

Criticisms of MBTI⚠⚠
• Types can feel limiting
Avoid the temptation to label yourself or others based on just the 
4 letters – it is an insight and a starting point!

• People may score differently over time
Jung theorised that maturity plays a part – as their maturity 
develops, so does their understanding of themselves
Ideally as people mature, they can choose how they respond in 
any given situation, but the preference (and therefore what they 
can usually be relied on for) will remain!

MBTI in Practise🏢🏢🏢🏢

MBTI is a tool for understanding personality
• Personal growth
• Understand work preferences
• Improve communication
• Enhance team dynamics
• Leadership development
• Align roles with strengths
• It provides insight into preferences, not abilities
• Can be useful for self-awareness and interpersonal relationships
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What do we mean by preference?
• Similar to “Handedness” 

Activity:
 Sign your name with your preferred hand
 How does that feel?  Write down some words to describe it

 Sign your name with your non-preferred hand
 How does that feel?  Write down some words to describe it

Working out our type
• Let’s work through the worksheet

Would you like to know your type?

Choose your preferred word
• For each of the dichotomies, there are pairs of words to 

choose from
• Select 1 word from each pair and tick the box next to it

ü

ü

ü
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Review for each pair
Activity:
 Extraversion vs Introversion

 Sensing vs Intuition

 Thinking vs Feeling

 Judging vs Perceiving

Identify your preference
• Identify the column which has more ticks in it and circle the 

heading of that column

ü

ü

ü

ü

ü

ü

ü

MBTI Personality Type Matrix
Analyst

Diplomat

Sentinel

Explorer

ISTJ 📏📏📏📏
Inspector (Sentinel)

ISFJ 🛡🛡🛡🛡
Protector (Sentinel)

INFJ 🔮🔮🔮🔮
Advocate (Diplomat)

INTJ 🧠🧠🧠🧠
Mastermind (Analyst)

ISTP 🛠🛠🛠🛠
Craftsman (Explorer)

ISFP 🎨🎨🎨🎨
Artist (Explorer)

INFP ❤❤
Mediator (Diplomat)

INTP 🔍🔍🔍🔍
Thinker (Analyst)

ESTP 🏍🏍🏍🏍
Dynamo (Explorer)

ESFP 🎉🎉🎉🎉
Performer (Explorer)

ENFP 🚀🚀🚀🚀
Campaigner (Diplomat)

ENTP 🗣🗣🗣🗣
Debater (Analyst)

ESTJ 📊📊📊📊
Supervisor (Sentinel)

ESFJ 🤝🤝🤝🤝
Provider (Sentinel)

ENFJ 🌟🌟🌟🌟
Protagonist (Diplomat)

ENTJ 📈📈📈📈
Commander (Analyst)

Activity:
On the worksheet, Write the first Initial of each of the 
headings you have circled
Four letters = your type!

Self Estimate Result

I
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ISTJ – Responsible, serious, value traditions

The Inspector

• Responsible, serious and value traditions
• Practical and fact-minded

INTJ – Strategic and logical
The Mastermind

• Strategic and logical
• Independent thinkers and natural leaders

INFJ – Idealistic and compassionate
The Advocate

• Idealistic and compassionate
• Guided by firm principles and vision

ISFJ – Nurturing and dependable
The Protector

• Nurturing and dependable
• Quiet protectors who value loyalty
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INFP – Empathetic and imaginative
The Mediator

• Empathetic and imaginative
• Deeply committed to personal values

ISFP – Sensitive, gentle, and artistic
The Artist

• Sensitive, gentle, and artistic
• Seek harmony and beauty

ISTP – Analytical and hands-on
The Craftsman

• Analytical and hands-on
• Enjoy figuring out how things work

INTP – Logical and curious
The Thinker

• Logical and curious
• Love exploring abstract theories and ideas
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ESFP – Outgoing, playful, fun-loving
The Performer

• Outgoing, playful, and fun-loving
• Enjoy living in the moment

ESTP – Energetic and action-oriented
The Dynamo

• Energetic and action-oriented
• Thrive on excitement and spontaneity

ENTP – Inventive and outspoken
The Debater

• Inventive and outspoken
• Thrive on challenge and debate

ENFP – Enthusiastic, creative, sociable
The Campaigner

• Enthusiastic, creative, and sociable
• Driven by inspiration
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ESTJ – Organized and direct
The Supervisor

• Organized and direct
• Take charge and value efficiency

ENTJ – Decisive and strategic
The Commander

• Decisive and strategic
• Natural leaders with bold ambitions

ENFJ – Charismatic and inspiring
The Protagonist

• Charismatic and inspiring
• Lead with vision and empathy

ESFJ – Caring and social
The Provider

• Caring and social
• Create harmony and enjoy helping others
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Leadership styles: SJ

• SJ leaders will tend to focus on maintaining the status quo and 
ensuring that their teams are dependable and reliable

• Efficiently organize people, data and systems and establish 
procedures and policies 

• May however be intolerant of change and adhere too rigidly to 
rules and procedures 

• As followers, SJs will look for specific goals and timescales and 
a clear picture of who is responsible for what

Potential Leadership Insights
Let’s look at some leadership insights:

• Leadership Temperament
S paired with J or P and N paired with T or J

Sensing leaders focus on the pragmatic here and now
Are they more structured (SJ) or a more spontaneous (SP)?

Intuitive leaders focus on the future
Are they focused on tasks (NT) or people (NF)? 

Potential insights
• Different combinations of pairs can provide additional insights 

into specific personality preferences
• For example – in a sales environment:

STs = Practical – looking for best deal
SFs = Personal connection – want exceptional service
NFs = “Vibe” – pay more if aligned with their values
NPs = Innovation – want leading edge/early adopters

Leadership styles: SP

• SP leaders are resourceful, responding rapidly and 
pragmatically to pressing problems 

• Bring realistic solutions to immediate crises and problems
• Focus on the current moment can however mean that they 

discount the past and ignore future implications, and their 
followers may see them as unpredictable

• As followers, SPs respond well those who lead by example and 
can make things fun, active and engaging
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Leadership styles: NF

• NF leaders are concerned with how the big picture fits with the 
human needs of their team and the values of the organization. 

• They are nurturers, involving and developing their team, 
communicating with passion, and seeking to enthuse others with 
their values. 

• They seek to create harmony, but this can be at the expense of the 
task and may make their team overly dependent on them. 

• They often find dealing with unpleasant truths difficult. 

• As followers, NFs want to be treated in a personal way, and will 
respond well to leaders who can paint an inspiring vision that speaks 
to their values. They will want to know how people will be affected by 
their work in the future.

Leadership styles: NT

• NT leaders focus on the big picture and the larger purpose behind 
any task

• Enjoy visualizing future possibilities and respond well to change
• Set high standards for themselves and their followers, which can 

lead to them being overly demanding and critical
• They may become bored by detail

• As followers, NTs value opportunities to demonstrate their 
intelligence and competence, and to be respected for this. They 
need to know the big picture and to have the opportunity to 
challenge and debate

Potential Leadership Insights
Let’s look at some leadership insights:

• Decision-making
T or F paired with J or P

People with Judging preference extravert their decision-making 
Are they using Thinking (TJ) or Feeling (FJ)?

People with a Perceiving preference (TP or FP) tend to make their 
decisions internally, and this won’t be seen by others

Leadership styles: TJ
• TJ  = Logical decision makers
• TJs are often analytical, decisive 

leaders. They make decisions based 
on principles, overall impact, and 
rational assessment of possible 
outcomes. They can sometimes be 
tough-minded

• As followers, TJs are effective 
implementers of policies – if they 
respect the leader
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Leadership styles: TP
• TP =  Adaptable problem solvers
• TPs tend to lead by example. They 

value technical expertise, usually 
creating consistent frameworks for 
their decisions. They’re objective, 
skeptical, and curious. They may 
change course as new information 
comes in

• As followers, TPs are effective 
problem solvers as long as they’re 
kept interested

Taking it further
• Full MBTI questionnaire is quite extensive
• Often used in corporate environments for team dynamics
• 16personalities.com offers free test to identify type and 

descriptions

• Full MBTI Step ii report is extremely detailed including type and 
facets as well as insights and suggestions for development

Leadership styles: FJ
• FJ = Values-based decision makers 
• FJs are often warm, decisive leaders. 

They make decisions based on 
personal values and empathy. They 
usually strive for harmony, 
consensus, and a supportive 
environment. They’re expressive and 
often inspiring

• As followers, FJs are loyal as long as 
their values are respected

Leadership styles: FP
• FP = Supportive coaches
• FPs are usually warm, flexible, and 

encouraging leaders. They support 
individual styles and like to involve 
others in decisions. They tend to 
prefer collaborative relationships, 
shared rewards, and harmony

• As followers, FPs are energetic, as 
long as they’re treated with respect by 
others
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Understanding Personality - MBTI  Name: _______________________________ 
Narelle Cosstick - MBTI Certified Practitioner 
        Date:  __________________ 
 

 

Understanding Preference: “Handedness”:    Words to Describe 
 
Preferred Hand  ________________________________     = _____________________________ 
 

         _____________________________ 
 
Non- preferred Hand   ________________________________  = _____________________________ 
 

         _____________________________ 
The Dichotomies: 
 

Extraversion      vs Introversion        Sensing vs Intuition 
Where we focus our attention and          How we take in information & the kind of  
get our energy             information we like and trust 

 Extraversion   Introversion     Sensing   Intuition  
  active  reflective         present  future   
              

  outward  inward         practical  imaginative   
              

  sociable  reserved         facts  innovation   
              

  open  private         sequential  random   
              

  many  few         repetition  variety   
              

  expressive  quiet         enjoyment  anticipation   
              

  breadth  depth         conserve  change   
              

           literal  figurative   
              

           directions  hunches   
        ____________________________   ____________________________________ 
Thinking vs Feeling         Judging  vs Perceiving 
The way we make decisions         Our attitude toward the external world &  

     how we orient ourselves to it  

 Thinking   Feeling     Judging   Perceiving  
  head  heart        organised  flexible   
             

  objective  subjective        structure  flow   
             

  justice  harmony        control  experience   
             

  cool  caring        decisive  curious   
             

  impersonal  personal        deliberate  spontaneous   
             

  critique  appreciate        closure  openness   
             

  analyse  empathise        plan  wait   
             

  precise  persuasive        deadline  discoveries   
             

  principles  values        productive  receptive   
 
My Self estimate result =     _______ _______ _______ _______ 
 
Description:  ______________________________________________________________________________ 
 
_________________________________________________________________________________________ 
 
_________________________________________________________________________________________ 
 
_________________________________________________________________________________________ 



18

 

 

MBTI Personality Types Summary 
 

ENFJ - Protagonist (Diplomat) 
Charismatic and inspiring. Lead with vision and empathy. 

ENFP - Campaigner (Diplomat) 
Enthusiastic, creative, and sociable. Driven by inspiration. 

ENTJ - Commander (Analyst) 
Decisive and strategic. Natural leaders with bold ambitions. 

ENTP - Debater (Analyst) 
Inventive and outspoken. Thrive on challenge and debate. 

ESFJ - Provider (Sentinel) 
Caring and social. Create harmony and enjoy helping others. 

ESFP - Performer (Explorer) 
Outgoing, playful, and fun-loving. Enjoy living in the moment. 

ESTJ - Supervisor (Sentinel) 
Organized and direct. Take charge and value efficiency. 

ESTP - Dynamo (Explorer) 
Energetic and action-oriented. Thrive on excitement and spontaneity. 

INFJ - Advocate (Diplomat) 
Idealistic and compassionate. Guided by firm principles and vision. 

INFP - Mediator (Diplomat) 
Empathetic and imaginative. Deeply committed to personal values. 

INTJ - Mastermind (Analyst) 
Strategic and logical. Independent thinkers and natural leaders. 

INTP - Thinker (Analyst) 
Logical and curious. Love exploring abstract theories and ideas. 

ISFJ - Protector (Sentinel) 
Nurturing and dependable. Quiet protectors who value loyalty. 

 ISFP - Artist (Explorer) 
Sensitive, gentle, and artistic. Seek harmony and beauty. 

ISTJ - Inspector (Sentinel) 
Responsible, serious, and value traditions. Practical and fact-minded. 

ISTP - Craftsman (Explorer) 
Analytical and hands-on. Enjoy figuring out how things work. 

 



19

�2.  �THE TRUST ADVANTAGE – 
HIGH-LEVEL UPDATES FROM THE 
FRONTLINE OF STRUCTURING
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Legal Update: Bank of Mum and Dad
• Gift or Loan?

• Reality v banks
• Vulnerability of transactions

• Your child’s ability to repay.
• Your child’s relationship.

• Requirements for the Loan
• In writing
• Loan term
• Interest rate

Legal Update
Derek Sky

Pacific Law / Investor Pacific Structures

S E S S I O N  T W O

The Trust Advantage – 
High-Level Updates from the 

Frontline of Structuring
Professionals Panel

Obtain Advice from the Right Adviser
• “The gift and loan back arrangement does not work.”

• On further enquiry (“…if not done right.”)
• Recent cases strengthen the reliability of the gift and loan back 

arrangement.
• “What risks are there in business?”

• 20% fail in the first year
• 60% fail in the first three years

• “Who gets sued.”
• “I don’t believe in testamentary trusts.”
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Options
Andrew Kleiman

Pacific Law Sydney

Take Care with Original Documents
• Don’t lose your Trust Deeds.

• Don’t damage or mark your Will.
• Paperclip marks are a problem.

• Don’t write notes on your original Will

Rental Income Errors
• Letters from ATO to individuals stating you 

have not declared rental income
• From data matching from third party sources 

including banks, property managers, 
insurers, bond authorities

• Issue is properties are owned by a trust and 
third party source documents are showing in 
individual names 

• Are property managers, insurers etc aware 
trust is the ownership entity?

Current Tax Issues
Kamal Power FCA B.Bus

WiZDOM Accounting
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Land Tax Still an Issue 
• Registration is required for NSW, ACT, SA for 

Trusts, VIC for trustee then advise SRO 
ownership is trust not company

• If in a state not offering automatic land tax 
registration on purchase, then you should 
register each time a new property is acquired 
even if the land is below the threshold

• Ensures any increase in value that pushes you 
over the threshold will be assessed appropriately

• If purchasing additional properties where no 
automatic registration, you need to ensure 
that these are added to your registration

Example - Tax Savings 
Ø John & Kate own a rental property in a trust
Ø Net rental income before tax planning is $50,000
Ø After discussions they decide to:

• Get a quantity surveyor report – shows claim of 
$15,000

• Prepay interest of $25k for the next year
• Setup a bucket company

Ø John’s taxable income is $185k and Kate’s is $120k

Stage 3 Tax Cuts
 Resident individual tax rates 2020–21 to 2023–24                 Resident individual tax rates 2024-25
 Stage 3 not yet implemented                   Proposed revised Stage 3 tax plan

Importance of Tax Planning
• Can save thousands of $$ in tax
• Don’t wait until the end of the year, can do from March 

• Keep records up to date
• Can take time to put strategies into place

• Once records are up to date a meeting is booked in
• Look at contributing to super, prepaying expenses, 

deferring income, depreciation reports, bucket 
company, accruals or cash basis

• Who will get distributions
• Relevant documents – Loan agreements, Trust 

Distribution resolutions
• Have distributed funds physically been paid
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Example - Tax Savings (Cont.)

What happens to the $10k?
o Distribution to Bucket Company 
o $10k at 30% = $3,000
o Compared to $18,500!!

Example - Tax Savings (Cont.)

With tax planning:

Net income (before tax planning)    $50,000
Interest in advance     ($25,000)
Depreciation      ($15,000)

Net income (after tax planning)    $ 10,000    

Example - Tax Savings (Cont.)

Without tax planning $50k net income to 
be distributed??
• Probably 100% to Kate as she is 

lower income (no bucket company in 
place)

• Tax on extra $50k using 2025 rates 
would be at 37% = $18,500 (before 
mcl)

Finance
Andrew Kubenk

WiZDOM Loans
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Budget Key Points
• We are back in the RED.  Deficit to $27b and Growing
• Deficits to continue for the next decade, funded through Debt
• Tweaks to Cost of Living / Medicare / Education
• Housing - Primarily “Help to Buy” expansion
• Beer will be cheaper!  Or at least not get more expensive.
• My take:  Essentially we are being hurt by low economic 

growth and commodity prices whilst spending too much on 
Health / NDIS / Aged Care and Defence. BUT, you can’t cut 
spending in an election budget!

The 2025 Budget and Does it Matter?

Election Key Points - Property
BLUE CORNER   
• Ban foreign investors from buying
• $5Bn for essential infrastructure
• 10 Year Freeze on National 

Construction Code
• First Home Buyers can access up 

to $50K of Super
• Scrap Housing Australia Future 

Fund – as no homes have been 
built.

RED CORNER
• Ban foreign investors from buying
• Expand “Help to Buy”
• Increase “Help to Buy” Eligibility
• Continue Housing Australia Future 

Fund

Who Wins and Does it Matter?
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Interest Rates

Property Market – March Update

Interest Rates 2025
• Economy continuing to soften
• Inflation coming in under expectations
• Labour market softening slightly
• Rate reductions are coming!
• Likely:  0.25% Reductions in May, August and November

IMPORTANT – Likely that Banks will start to not pass on all the 
reductions.  You need to keep a close eye on your facilities.
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Structures - Bucket Company (BC) 
• Purpose to cap tax paid at 25% or 30%

• Receives Distributions
• At what $ amount do you do this

• Distributions to BC need to be physically paid
• Div 7A – can’t make tax free distributions 

of profits to shareholders or associates in 
the form of payments, loans, debts 
forgiven

• BC then becomes like the central bank
• Dividends can be paid out to the shareholder 

(Piggy Bank Trust) and through to the 
individuals, paying less than 30% tax

Structures – Discretionary Trust

Beneficiaries

Trustee 
Compan

y

Settlor Appointor

• Main structure used
• Primary beneficiary can be an individual
• Don’t name children in the deed
• Appointor for succession planning
• Profits passed to beneficiaries to pay tax
• Can be used for business or property
• Must be able to distribute to associated 

entities
• Allows distributions to your other trusts 

and bucket company

Back to Basics
Andrew Kubenk – WiZDOM - Director

Kamal Power -  WiZDOM – Client Advisor 
Derek Sky – IPS – Legal Legend

Structures - Piggy Bank Trust (PBT)

Beneficiaries

Settlor Appointor

Individual 
Trustees

• Used for asset protection for property 
owned individually by using gifts/loans 
(including G&LB)

• Can own passive assets – shares, 
precious metals 

• Holds shares in the BC, Trustee 
Companies and trading Companies for 
dividend paid 

• PBT is the end of the line Trust and must 
not contain anything that has any 
contingent liabilities
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1: Property with no or low 
borrowing

Loan 1

3: Borrow money back from 
trust, Pay down bank facility
Use a Loan Agreement 
secured by 2nd mortgage or 
caveat

Friendly debt

Gift

2: Borrow from bank against 
home, Gift to trust using a 
Deed of Gift – physically 
move the money

Unfriendly debt
This loan 
can be 

interest free

Loan 2 at 
commercial interest

Gift and Loan 
Back Stage 2

Gift and Loan Back Arrangement
1: Property with no or 
low borrowing

Loan

3: Borrow money back 
from trust, Pay down 
bank facility, Use a 
Loan Agreement 
secured by 2nd 
mortgage or caveat

Friendly debt

Gift

2: Borrow from bank 
against home, Gift to 
trust using a Deed of 
Gift – physically move 
the money

Unfriendly debt
This loan can 

be interest 
free

Still covered 
under the 

4 yr 
bankruptcy 
clawback

For Clarification

• Gift and Loan back isn’t covered by DIV 7A
• no interest needs to be charged on the PBT loan back to you or 

any other entity

• Piggy Bank Trust is the end of the line Trust
• PBT must not contain anything that has any contingent liabilities

Structures – Day to Day Usage  
• What documentation is required to record activities? 

• Standard taxation and accounting records including 
invoices should be kept. Trust minutes, loan 
agreements, share certificates and anything of value

• For Gift & Loan Back financial statements in the first year

• If minutes are required, who writes them? 
• Seek advice from a qualified professional if you are not 

confident. Minutes must be signed and dated
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Money Flow

How do I get money out of a trust?

Trustee
Compan

y

Loan 
Repayments/Drawings

Wages

Distributions

Not advisable
Loans

How do I get money into a trust?
Trustee
Compan

y
Gift  - for Asset Protection

Loan - for Operations

Trustee
Compan

y

Trust earns 20k profit 
into trust bank account

First question - Where do 
you want the money? 
(Consider tax & wants)

Individual Tax rates
Take money when 
ever
Do a minute pre June

Company Tax rates
Move money to company 
to avoid Div 7A

Repayment of Loans – No Tax

Distrib
utions
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Setup a Consulting Business

• Continued Finance
• Need an income stream for 

borrowing
• Banks don’t count chunk deals as 

income in the short term
• Have a working spouse
• Have enough equity to do cash 

deals
• Set up a consulting business 2 

years prior to quitting and do your 
own and JV deals

Considerations 

Setting Yourself up for Full Time 
Property

• Build up passive income over time as an 
investor with multiple trusts holding 
multiple property’s 

• Chunk Deals
• JV deals
• Combination of all

Primary Purpose
• Create a serviceability vehicle 
• Change the nature of income generated by a 

non-recurring project
• Not to be used for management of deals 
• Could possibly be used to manage some 

cost related to the project management 
business, but not the project costs itself

• Can be used for
• JV deal as the working party
• Non real estate consulting

Corporate 
Trustee

Consultancy
Trust
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Full Time Property
Set up a project consulting business

Set up your 
Business Trust

GST Registered

Do a chunk deal

Invoice a Consulting Fee

Do Multiple JV 
Chunk Deals

Invoice a Consulting Fee

Pay yourself a wage 
or take a distribution

Need 2 yrs 
Income 

Naming your Trust
• Any name that has Consulting in it
• Nothing to do with Property
• Avoid names that contain the words 

development, construction and project 
management

• Business branding should be done in 
the name of the Consultancy Trust 
trading as. E.g. ABC Consultancy 
Trust trading as XYZ Business

• XYZ Business should be a registered 
business name with the ASIC

Costs of the Consultancy Trust
Costs that can be claimed through the trust include:

• Business setup
• Runnings costs eg phone, computer, stationery, car, 

travel, education expenses and courses
• No project specific costs that are property in nature

Please note that all expenses will reduce the trusts 
overall income and therefore lending capacity

Consulting Trusts - ABN, GST & 
Accounts 
• Requires an ABN
• GST registration if turnover is >$75,000
• Most lenders are looking for 2 years of ABN and 12 months 

GST
• Own bank account
• Any trade accounts should be set up in the registered 

business name and not in the name of the Consultancy Trust
• If you have an existing Company/Trust structure that has an 

ABN you could use it, but it may require a name change or 
need deeds reviewed which could be costly
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Income of the Consultancy Trust
The Consultancy Trust can invoice an associated entity for works 
done on an accrual basis (instead of cash basis) to increase 
income of the Trust in the current financial year, please note 
income tax and GST may be payable

Chunk Deal Trust Consultancy Trust

Invoice

Some Basic 
Examples

Income of the Consultancy Trust
• Profit distribution from the Consultancy Trust can be treated like any 

normal Trust and distributed to a Bucket Company or Individuals

• For serviceability, the profits should not be distributed to soak up 
losses from a Property Trust

Consultancy Trust

Income of the Consultancy Trust

• Invoices should be created using your accounting software 
such as Xero and should include the words ‘Consultancy 
Fee, Management Fee’ or similar

• Once the trust is generating income, you can pay yourself a 
salary/wage
• indifferent for the purposes of lending and adds 

unnecessary complexity such as PAYG, Superannuation 
and Workers Compensation
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Scenario 1 – Investment Property Bought in new 
Co/Trust Structure

Strategy: Manufactured growth eg reno/subdivision
• When Consultancy Trust invoices ownership entity for 

consultancy fees (split of profit) what name is on invoice? 

• What name is the credit card in for reno bill payment? 

Scenario 1 – Investment Property Bought in new 
Co/Trust Structure

Strategy: Manufactured growth eg reno/subdivision
• Which entity is invoiced for bills and what name appears on the 

invoice?
 

• Who physically pays bills: Consultancy Trust, Money Partner, 
Property Ownership entity? 

Scenario 1 – Investment Property Bought in new 
Co/Trust Structure

Strategy: Manufactured growth eg reno/subdivision
• Which entity engages tradies & consultants and accepts quotes 

eg town planner and who enters contracts eg build contract? 

• What name is the electricity and the house insurance in?

DISCUSS IN GROUPS
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Scenario 2 – Investment Property Owned in Own 
Name (Not PPR)
Strategy: Manufactured growth eg reno/subdivision
• Which entity is invoiced for bills and what name appears on the 

invoice?

• Who physically pays bills: Consultancy Trust, Money Partner, 
Property Ownership entity?

Scenario 2 – Investment Property Owned in Own 
Name (Not PPR)

Strategy: Manufactured growth eg reno/subdivision
• Which entity engages tradies & consultants and accepts 

quotes eg town planner and who enters contracts eg build 
contract 

• What name is the electricity and the house insurance in?

Scenario 2 – Investment Property Owned in Own 
Name (Not PPR)

Strategy: Manufactured growth eg reno/subdivision
• Can profits be moved into the Consultancy Trust? 

Scenario 2 – Investment Property Owned in Own 
Name (Not PPR)

• When Consultancy Trust invoices ownership entity for 
consultancy fees (split of profit) what name is on invoice? 

• If it’s a large development, can the profits be moved into the 
Consultancy Trust? 
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DISCUSS IN GROUPS

DISCUSS IN GROUPS

Scenario 4 – Positive Cash flow Investment 
Property Owned in new Co/Trust 
Strategy: Reno, increase rent via reno, Airbnb, Rooming 
accommodation – hold for cash flow
• Where does the standard rental income go? 

• For rooming accommodation, what name is the lease in and 
how does the cash flow? 

Scenario 3 – PPR Property Owned in Own Name

Strategy: Manufactured growth eg reno
• Is the Consultancy Trust used in this deal? If so, how? 
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Scenario 5 – JV Deal where student is the working 
partner
Strategy: Manufactured growth eg reno/subdivision
• When Consultancy Trust invoices ownership entity for 

consultancy fees (split of profit) what name is on invoice? 

• Frequency of payment from Ownership entity to Consultancy 
Trust? 

Scenario 5 – JV Deal where student is the working 
partner
Strategy: Manufactured growth eg reno/subdivision
• Which entity is invoiced for bills and what name appears on 

the invoice?

• Who physically pays bills: Consultancy Trust, Money Partner, 
Property Ownership entity? 

Scenario 5 – JV Deal where student is the working 
partner

Strategy: Manufactured growth eg reno/subdivision
• What name goes on the JV/Consultancy agreement? 

• Which entity engages tradies & consultants and accepts 
quotes eg town planner and who enters contracts eg build 
contract?

DISCUSS IN GROUPS
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Facebook Review
Scan QR Code
Then email: 
loans@wizdom.com.au 
to let us know 
we will give you 
3 Months Premium
FREE!!!!!

WiZDOM Central – Premium Free
Would you like 3 MONTHS WiZDOM Central PREMIUM

• Please Complete a Facebook or Google Review for us.

Connect with Us?
   

   WiZDOM Loans

Google Review
• Scan QR Code
Then email: 
loans@wizdom.com.au 
to let us know 
we will give you 
3 Months Premium
FREE!!!!!



37

�3.  �PRECISION DEAL-MAPPING –  
THE UNIVERSAL NEEDS ANALYSIS 
SYSTEM FOR PROFITABLE VENTURES
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Needs Analysis
• This process can be used for any 

endeavour – both Property and Non-
Property related

• It is a process of Logical thinking
• Is sometimes also called GAP Analysis

• The process of Systematically and Logically finding where 
there is a NEED for a particular item

What is a Systematic Needs Analysis?

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

Precision Deal-Mapping – 
The Universal Needs Analysis System 

for Profitable Ventures
Dymphna Boholt

So where do we start?

1. Understand the Product Characteristics
2. Compare the Product to Similar Existing Product
3. Do SWOT Analysis on Existing Product in the Market
4. Identify your Criteria
5. Select Area / Region / Location / Property

A 5 Step Process
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1. Understand the Product Characteristics

• Cont’ • Cont’

• OK so we have settled on Small Scale Permanent Structure, 
Regional & Metro Outskirts – New or Existing with Upside

• What Characteristics are we looking for?

1. Understand the Product Types

• Multiple Rentable Doors • Easy Access

2. Compare the Product to Similar 
Existing Product
• Supply Levels: 

- A significant development boom is underway, with over 250 
new facilities expected to come online between 2025 and 
2027, particularly in capital cities where new stock is 
concentrated

• While this meets rising demand, it may pressure occupancy 
rates and rental fees in some areas due to potential 
oversupply

• What does that mean?

2. Compare the Product to Similar 
Existing Product
• Australia currently has between 2,000 and 2,500 self-storage 

facilities, servicing around 500,000 households 
• Growth and Demand: 

- The industry has shown resilience and steady growth, fueled 
by urbanization, smaller living spaces (especially in 
apartments), and a rise in e-commerce. 

• Demand remains strong due to life events like moving, 
downsizing, and business needs

• Revenue projected to grow as discretionary 
spending improves with anticipated interest 
rate cuts in 2025.
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2. Compare the Product to Similar 
Existing Product
• Technology Integration: 

Digital transformation is a major trend
• Operators are adopting online leasing platforms, keyless entry 

systems (e.g., Bluetooth access), and facility automation to 
meet customer expectations

• 70% of potential users in the next two years prefer a digitally-
enabled experience

• Unattended facilities are also emerging, 
reducing labour costs and enhancing 
convenience, as seen with operators like 
Swift Storage in Queensland

• Sustainability and Specialization: 
- Eco-friendly features like LED lighting and solar panels are 
gaining traction, appealing to environmentally conscious 
customers and offering cost benefits. 

• There’s also growing demand for specialized
 units, such as climate-controlled storage 
for sensitive items or larger spaces for 
e-commerce inventory.

2. Compare the Product to Similar 
Existing Product

• Investor Interest and Consolidation: 
- The sector’s stable cash flows and tangible assets attract 
significant investment 

• Transaction volumes rebounded in 2024, with over 
$1.5 billion in acquisitions since 2021, led by players 
like National Storage, Abacus Storage King, and 
newcomers like Blackstone 

• Capitalization rates have tightened (around 5.7% for 
institutional assets), reflecting strong investor appetite,
 though focus is shifting from acquisitions to
development due to limited existing opportunities

2. Compare the Product to Similar 
Existing Product

2. Compare the Product to Similar 
Existing Product
• Revenue Stabilization: 

After a pandemic-driven surge (15-20% annual revenue 
growth in some markets), growth has stabilized but remains 
above inflation. 

• Revenue per available square meter (RevPAM) continues to 
rise, though at a slower pace, driven by fee increases rather 
than occupancy gains 

• Cities like Perth (79% RevPAM growth since 2020) and 
Adelaide (52%) lead, while Sydney and Melbourne see more 
modest increases
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Let’s do some comparison Work
Pick 6 towns in Qld  to research – Inland & Coastal

Location Population # of Facilities Fac / Pop Ratio

• Regional Coastal – remember to discount boat storage @ Marinas

• Regional Inland
Location Population # of Facilities Fac / Pop Ratio

• Let’s do some Comparison Work
• What should we analyse first?

2. Compare the Product to Similar 
Existing Product

• Would a correlation between Number of Storage facilities and 
Population be advantageous?

Location Population # of Facilities Fac / Pop Ratio

• Use Google maps and Count Facilities

• Economic Influences: 
- A recovering housing market, expected to pick up with 
interest rate reductions, will boost demand tied to residential 
turnover 

• However, cost-of-living pressures have tempered discretionary 
spending, slightly softening occupancy in some regions 

• The industry thrives on change, making it resilient even amid 
economic fluctuations

• Even though Storage is Commercial it works 
in line with the residential market cycles

2. Compare the Product to Similar 
Existing Product

So – why are there Anomalies?
• Because some Facilities are larger than others!

• So what’s the Solution?

• Go to each of the websites? – not all list their total unit 
numbers

• Ask AI - not all list their total unit numbers
• Ring them – yes but tedious
• Use Industry Standards and do more investigation on the 

anomalies
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Quandary! – What’s the average 
Population per Unit - Metro
• Let’s Look at Industry Standards as a guide (SSAA)

• Metro Benchmark as a Starting Point
• In Australian metropolitan areas (e.g., Brisbane, Melbourne), 

the industry norm for self-storage units is often cited around 1 
unit per 150 people (or ~0.0067 units per person) 

• Ray White 2024 report e.g. says ~1 per 150 in 
well-served urban markets like Sydney or 
Melbourne, reflects the higher demand and smaller 
living spaces.

Is there a difference between 
Metro & Regional?
• Difference Confirmed
• Yes, there’s a clear difference:
• Metro: ~1 unit per 145–156 people (national), ~1 per 117–156 

(Queensland metro estimate)
• Regional: ~1 unit per 290–400 people (national), ~1 per 200–

350 (Queensland regional estimate)
• Metro areas have 2 – 3 times more units per person than 

regional areas, driven by higher population density, urban 
demand, and larger facility sizes.

Quandary! – What’s the average 
Population per Unit - Regional
• Let’s Look at Industry Standards as a guide (SSAA)

• Regional Benchmark as a Starting Point
• Regional needs to be further broken down into Smaller 

Regional (5,000 – 30,000) and larger Regional Hubs 
(30,000 – 200,000)

• This equate to 1 unit to ~200 for large Hubs and 
1 Unit to ~300 in Smaller Towns

• Should also take towns close to larger areas in a 
different context

Example:

Emerald Pop 15,000  Warwick Pop 15,000
Emerald has 1 Facility  Warwick has 3 Facilities

Warwick QLDEmerald QLD

WHAT!!!!!
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3. Do SWOT Analysis on Existing Product 
in the Market

• Are they new or old
• Do they have good lighting
• Are they automated
• Do they have good access
• Are they well positioned
• Do they have good signage
• Do they have a good internet presents
• Etc.

Analyse the competition 
and see if there is room 
for improvement

Are there any old ones 
that can be purchased 
and upgraded

Example
Warwick QLDEmerald QLD

5. Select Area / Region / Location / Property

• Start Gridding / Mapping areas for GAPS
• Do the calling
• Identify Vacancies
• Identify zoning for new construction
• Are there any old ones for sale that could be improved
• Check applications at Council for additional 

construction

4. Identify your Criteria

• Use AI for Populations
• Use Google Maps and Count for numbers of facilities
• Use Industry Standards to work out Need now and Later

eg. Qld Regional Now is ~1 per 150–400 (Queensland 
regional estimate)

• Identify the Supply and Demand GAPS
• Target Specific Location for in depth analysis
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So where do we start?

1. Understand the Product Characteristics
2. Compare the Product to Similar Existing Product
3. Do SWOT Analysis on Existing Product in the Market
4. Identify your Criteria
5. Select Area / Region / Location / Property

A 5 Step Process

Insights
• Big Boys are targeting Large Regionals and Metro Areas

E.G.
Demand Factors: Higher growth (e.g., Townsville +26.9% 
property values, OpenAgent 2024), industry (e.g., mining in 
Mackay), and metro-like traits (e.g., universities, tourism) drive 
demand closer to urban levels. 

SSAA’s 140+ new facilities forecast (2026) targets such hubs, 
suggesting undersupply at current ratios
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WORSHEET SESSION 3 WORSHEET SESSION 4 

WORSHEET SESSION 4 
WORSHEET SESSION 4 

WORSHEET SESSION 4 
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1. Population Density and Demand:
1. Regional areas in states with larger populations, like New South Wales

(NSW) and Victoria (VIC), may have higher demand for storage due to
more people and businesses, potentially leading to larger facilities with
more units.

2. States with smaller or more dispersed populations, like Tasmania (TAS) or
the Northern Territory (NT), might have lower demand, resulting in smaller
facilities with fewer units.

2. Economic Activity:
1. Regional areas with strong economic drivers, such as mining in Western

Australia (WA) or Queensland (QLD), may see higher demand for storage
from businesses (e.g., for equipment or materials), leading to larger
facilities.

2. In contrast, agricultural-focused regions in South Australia (SA) or
Tasmania might have more demand for residential storage, potentially
resulting in smaller facilities.

3. Land Availability and Cost:
1. In states where land is more expensive or scarce in regional areas (e.g.,

NSW or VIC, closer to metropolitan hubs), facilities might be smaller or
multi-level to maximize space, potentially increasing the number of units
per facility.

2. In states with more available and cheaper land, like WA or QLD, facilities
might be larger in footprint but single-level, possibly with fewer units per
facility due to sprawling designs.

4. Urban Proximity and Development Trends:
1. Regional areas closer to major cities (e.g., Hunter Region in NSW, near

Newcastle, or Geelong in VIC, near Melbourne) might have more modern,
larger facilities influenced by urban trends, with higher unit counts.

2. More remote regional areas, like those in the NT or outback SA, might
have older, smaller facilities with fewer units.

Appendix 

Factors Influencing Variation in Number of Units per Facility 
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4. �HANDS-ON APPLICATION – 
MAPPING OUT A L AUNDROMAT 
STRATEGY FROM SCRATCH
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Workshop on Using Laundromats 
as the Vehicle

What else Could The 5 Step Process 
of Identifying Need be used for
•  Laundromat
•  Drive Thru Takeaway (restaurant/Coffee/Takeaway) 
•  Gym
•  Rooming House
•  Childcare centres
•  24/7 Spray Tan booth
•  Car wash/dog wash
•  Hotels/Motels
•  Caravan Parks 
•  Airbnb/Holiday Accom Management 
•  Everyday businesses
•  What else?

S E S S I O N  F O U R

Hands-On Application – Mapping Out 
a Laundromat Strategy from Scratch

Dymphna Boholt

Same 5 Step Process?

1. Understand the Product Characteristics
2. Compare the Product to Similar Existing Product
3. Do SWOT Analysis on Existing Product in the Market
4. Identify your Criteria
5. Select Area / Region / Location / Property

A 5 Step Process
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• New or Existing – Let’s Brain Storm

1. Understand the Product Types

• New • Existing

1. Understand the Product Types
•  •  

• Compare the competition
2. Understand the Product Types

•  •  

• Determine your Criteria
• What Characteristics are we looking for?

1. Understand the Product Types

•  •  
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3. Do SWOT Analysis on Existing 
Product in the Market
•  •  

So where do we start?

1. Understand the Product Characteristics
2. Compare the Product to Similar Existing Product
3. Do SWOT Analysis on Existing Product in the Market
4. Identify your Criteria
5. Select Area / Region / Location / Property

A 5 Step Process

5. Select Area / Region / Location / Property

• Start Gridding / Mapping areas for GAPS
• Do the calling
• Identify Vacancies
• Identify zoning for new construction
• Are there any old ones for sale that could be improved
• Check applications at Council for additional 

construction

4. Identify your Criteria

• Identify the Supply and Demand GAPS
• Target Specific Location for in depth analysis
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WORSHEET SESSION 4 

WORSHEET SESSION 4 

WORSHEET SESSION 4 

WORSHEET SESSION 4 

WORSHEET SESSION 4 
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1. Understand the Product Types

• What Characteristics are we looking for?

• Multiple Rentable Doors • Easy Access

Let's do some comparison Work 
Pick 6 towns in Qld to research 

Location Population # of Facilities Fae/ Pop Ratio 

Location Population # of Facilities Fae / Pop Ratio 
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1. Understand the Product Types

• What Characteristics are we looking for?

• Multiple Rentable Doors • Easy Access

Let's do some comparison Work 
Pick 6 towns in Qld to research 

Location Population # of Facilities Fae/ Pop Ratio 

Location Population # of Facilities Fae / Pop Ratio 
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5. �COFFEE & CONNECTION – 
STRATEGIC NETWORKING TO 
MULTIPLY OPPORTUNITIES
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Take a card….

Let’s Find Out About You!
• On each table:

Pack of 36 cards – leave them face down!

• 1 person at a time:
Take the top card
Share your answer with the table
Return the card to the bottom of the deck
2 minutes per card

S E S S I O N  F I V E

Coffee & Connection – 
Strategic Networking to 
Multiply Opportunities

Narelle Cosstick

Time is up!

• Move on to the next person

0:00
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Time to Share!

Who would like to 
share about their 

experience?

Time to Reflect!
• What was your favourite question and why?
• What insights did you gain about the people on your table?
• What insights did you gain about yourself?
• What learning can you apply to your property journey?
• What action do you need to take?
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Session 5 – Networking Ice Breaker 

What was your favourite question and why? 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

 

What insights did you gain about the people on your table? 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

 

What insights did you gain about yourself? 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

 

What learning can you apply to your property journey? 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

________________________________________________________________________________________ 

 

Actions: Priority? 

__________________________________________________________________________________   ____ 

__________________________________________________________________________________   ____ 

__________________________________________________________________________________   ____ 

__________________________________________________________________________________   ____ 

__________________________________________________________________________________   ____ 

__________________________________________________________________________________   ____ 

__________________________________________________________________________________   ____ 
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6. �ENERGY IN PROPERTY – HEALING 
L AND, PEOPLE AND PROFIT WITH 
DR. MAHDI MASON
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7. �COMMERCIAL CL ARITY – WHERE THE 
SMART MONEY IS MOVING NOW
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What can we buy with $200K?

Disclaimer
• The following is meant to assist members understand the 

fundamentals of Commercial Investing

• The following represents my personal approach in explaining the 

basics. It is by no means a definitive or comprehensive theory or 
system; it is meant to inspire and suggest ideas relating to the 
“how to” of Commercial Property investing.

• I will be discussing only cashflow Commercial properties, and 
the yield ranges I will be mentioning are generalized to illustrate 
specific points and are subject to exceptions.

Nicolle Beer – Platinum Accelerator Coach QLD/NSW

S E S S I O N  S E V E N

Commercial Clarity – Where the Smart 
Money Is Moving Now

Nicolle Beer

Why would we invest in 
Commercial Property?

•Higher cashflow than residential
•Less management
•Less tenant turnover
•Less maintenance
•Built in return and growth rates 
  in lease
•Longer term leases

Nicolle Beer – Platinum Accelerator Coach QLD/NSW
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""EEdduuccaattiioonn  iiss  ooff   nnoo  vvaalluuee  aanndd  ttaalleenntt  iiss  
wwoorrtthhlleessss  --  uunnlleessss  yyoouu  hhaavvee  aann  

uunnwwaavveerriinngg  aaiimm..  NNeevveerr  ffiinndd  yyoouurrsseellff   
wwiitthhoouutt  aa  ccoommppaassss..""  

CCoonnddoolleeeezzzzaa  RRiiccee

Nicolle Beer – Platinum Accelerator Coach QLD/NSW

The Dark Side of Commercial:

•Vacancy
•Longer to tenant

•Longer to sell

•Need more money to finance

•Subject to commercial movement

•Subject to economic downturns

What do you want?

Nicolle Beer – Platinum Accelerator Coach QLD/NSW

Meet Goldilocks:
- High Cashflow
- Low Risk Profile

Bed 1: High Cashflow
Bed 2: Med Cashflow
Bed 3: Low Cashflow

Your True North? 
Knowing what you want. 

• Cashflow or 
Security?

• What is more 
important?

Nicolle Beer – Platinum Accelerator Coach QLD/NSW
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What do you need?

Nicolle Beer – Platinum Accelerator Coach QLD/NSW

Bed 1
High Cashflow; 

High Risk of 
Vacancy

Bed 2
Medium Cashflow; 

Med Risk of 
Vacancy

Bed 3
Low Cashflow; 

Low Risk of Vacancy

So now what?
1. What purpose? – Cashflow, as much as we 

can get!
2. What is your personal tolerance to risk? 
3. What is the asset’s Risk profile?
4. What is our Target Return on Investment?
5. What Purchase Price can we afford? 
6. What Location? 
7. What Type of Property? 

4

7

10

0
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4
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12

LOW 4-6% MED 6-8% HIGH 8-9%

RISK VS CASHFLOW
Cashflow
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3. What is the asset’s Risk profile?

i. Location – 
The closer to the big populations, the 
more prospective tenants there are, 
the less risk.
Metro 4-6%; Semi-Regional 6-8%; 
Regional 8-9%

ii. Tenure – Lease Term and 
Conditions
The longer and stronger, the less risk!

3. What is the asset’s Risk profile?

i. Location – Metro; Semi-Regional; Regional
ii. Tenure – Lease Term and Conditions
iii. Tenant Type
iv. Asset Class
v. Premises
vi. Resilience

2. What is your tolerance to 
risk?
• Personal tolerance
• Investment history
• Experience
• Age
• If investing in SMSF, then 

seek specialist advice
• Low Risk; Medium Risk; 

High Risk

iii. Tenant Types*

• National Tenants
• Government Tenants
• Franchise
• Long Standing Tenants
• Small Business
• Start – up
• Essential Services Tenants

*Affected by Location; Tenure; 
Industry type
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v. Premises*

• Unit
• Freehold
•Multi - Tenanted
• Age and condition of 

building
• Flexibility of layout 
• Flexibility of usage • Affected by Location; Tenure; 

Tenant Type,

iv. Industries and Asset Classes*
*Affected by Location; 
Tenure; Economic 
Movements

So, what now?
1. What purpose? – Cashflow, as much as we can 

get!
2. What is your personal tolerance to risk? 
3. What is the Asset’s Risk profile?
4. What is our Target Return on Investment?
5. What Purchase Price can we afford? 
6. What Location? 

 Metro; Semi–Regional; Regional
7. What Type of Property? 

Unit; Freehold; Multi-tenanted

vi. Resilience

1) Terms in the Lease

Force Majeure
Pandemic clauses

Rental Rates
Market Reviews

Deed of Variations
o Deferral of rent

2) Flexibility of Premises

Multiple tenancies
Subleasing

Re-purposing (S.T.C.A)

3) Tenant’s ability to Pivot

Restaurant to Take-Away
Retail shop with On-line Sales
Subleasing underutilised space
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Meet Tony & Kym mid 
40’s, Both work $120K and 
$40K. 
PPR $650K   Loan $220K
AWE $300K

Build Passive Income

1. What purpose? – Cashflow
2. What is your personal tolerance to 

risk?
Low Risk Profile 
1. What is the asset’s Risk profile?
Low Risk Profile
1. What is our Target Return on 

Investment?
At least 7%
1. What Purchase Price can we afford? 

TBA
2. What Location? Metro
3. What Type of Property? – TBA

Let’s take 3 Ordinary Avatars and step 
through the steps we have outlined:

Meet Martin –  Age 49, 
Recently Divorced, adult 
children
2 Investment properties, 
unencumbered.
AWE -$150K
 
Goal – Build Passive 
Income; Increase wealth

Meet John & Grace – early 
60’s
Own home $500K no debt, 
Super of $450K, Savings 
$40K
Grace is an artist on $50K
John not working

Goal – Income for 
Retirement

Meet Tony & Kym mid 
40’s, Both work $120K and 
$40K. 
PPR $650K   Loan $220K
AWE $300K

Build Passive Income

The three pieces of information that we get:
• Potential Purchase Price ceiling
• Potential Yield
• Potential Net Income required to fulfil Target

Other Information we need to decide on:
- What location?
- Asset Type
- Type of Premises: Unit; Freestanding; Multi-

tenanted.

- Be flexible… having an “ideal range” is more 
helpful than fixed targets or numbers!

Your Feaso is your Compass
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Martin 
AKA Jenni
Semi-Regional
Purchase $1,2mill
Yield: 8.5%
Income: $102,000
Free-Standing; Multi-
Tenanted; Industrial; 
Flexible.

John & Grace 
AKA Tony and Felice
Regional
Purchase: $485,000
Yield: 8%
Income: $38,800
Medical Tenant
Free-standing building
Additional land

Tony & Kym:
AKA VANDY
Regional Centre
Purchase $583,000
Yield: 7.5%
Income: $43,725
Home Improvement Tenant
Unit can be split into 2 
Tenancies

Meet Martin –  Age 49, 
Recently Divorced, adult 
children
2 Investment properties, 
unencumbered.
AWE -$150K
 

1. What purpose? – Cashflow
2. What is your personal tolerance to 

risk?
Med Risk Profile 
1. What is the asset’s Risk profile?
Med Risk Profile
1. What is our Target Return on 

Investment?
At least 10%
1. What Purchase Price can we afford? 

TBA
2. What Location? TBA
3. What Type of Property? – Retail; 

Industrial

Meet John & Grace – early 
60’s
 own home $500K no debt, 
AWE - $250K 
Super of $450K, Savings 
$40K
Grace is an artist on $50K
John not working

Goal – Income for 
Retirement

1. What purpose? – Cashflow
2. What is your personal tolerance to 

risk?
Low Risk Profile 
1. What is the asset’s Risk profile?
Low Risk Profile
1. What is our Target Return on 

Investment?
At least 8%
1. What Purchase Price can we afford? 

TBA
2. What Location? TBA
3. What Type of Property? – Medical & 

Consulting

Commercial – How do we do it?
• Get Educated!

• Understand the terminology

• Understand  the relationship between 
Yield; Risk; and Value.

• Have a clear picture of what you want 
out of the investment

• Form good relationships in the market

• Be prepared to pay for good advice
Nicolle Beer – Platinum Accelerator Coach QLD/NSW
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Nicolle Beer – Platinum Accelerator Coach QLD/NSW

Ultimate:

Commercial Investing 101 on                    

7 Oct 2020

Quantum Shift:

Commercial Secrets Virtual Bootcamp

Platinum Accelerator :
National Conference presentations:

Jul 2018 - Day 2 session 7
Aug 2019 - Day 1 Session 3
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7.   �REAL PEOPLE,  REAL WINS – 

STUDENT SUCCESS PANELS
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