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Your No 1 Goal - Look after your investors

Becoming a (NMDD)
No Money Down
Deal - DEAL MAKER

™

They come first ]—[ It's all about them

Give them more value ]

Bend over backwards ’

Have their interest at heart ]

Make them WIN ]




r—‘ You have what they want }(

Back what you say with market
research, fact and numbers.

Being Very thorough |

Their circumstances are such that what Read More & do your homework

you present or propose to them has the -
best possible outcome for them areport from a professional to back what
Leverage off consultants 5 you are saying will always carry more

weight.
Educate them on the process | Takes time | AT
Get them to verify the process from their other firm or a good architect

Project manager |

Development Manager |

Experience Developer

4 Ingredients for Deal Making (1] }»’_[M

trusted .
rusted sources Track Record |5~ No o~ A mentor can bring you credibilty. |
|| They trust & believe you. |
Build Credibility Someone with experience

- —

already engaged?
Build rapport.
eton Establish Trust & Authority

Do you present yourself as
' being a professional?

Any other investors that you have ‘
d

etz FE‘\‘I; |

Read the article on Overcoming Fear |
http://
www.propertydevelopmentsystem.com.au




Equity |

Debt Funding

Equity

= Borrow from a lender

: Developer
Cash atrisk -

Stakeholders

Value remaining in the property
after all debt & other charges
on the property are paid out.



Sources of Equity [

Friends & Family

Business Associates

Brokers

Financial Planners

Private Money

Accountants, Lawyers &
Insurance Agents have clients

with money
Property syndication is a direct property investment where the smaller property
investor with limited available capital has an opportunity to invest in commercial, retail
or industrial properties.
a A These projects are managed and marketed by licensed property dealers and should have a
Syndications |- IR 2 y IRy

prospectus lodged with the Australian Securities and Investment Commission (ASIC).

The main objective should be investing in properties with quality tenants, long-term leases,
strong returns and good potential for capital growth. There is more risk when investing in only
one property though it can provide a regular cash flow, tax benefits and potential capital gains.

Property Investment Funds

Joint Venture Partnerships

Building Contractors

Looking to invest their money in
business and investment opportunities.

New & Prospective Immigrants =
Also the hardest to convince -

Establishing TRUST takes time.

There are more people
with money than there
are people who know
what to do with it.

" AR
You are obviously the one who
knows what to do with it now.



Equity that's built
overtime or by adding

Current
value. Book Value

Sweat / Free Equity [

More FREE Equity you have, the
less you need to inject in a
project.

Repositioning

Value lifton
rezoning approval

Rezoning &
Masterplanning

Site Preparation

Incremental Value Creation S-Curve

Subdivision, Servicing
and Construction

Sale realisation

——

Creation of New Use

Completion and Ownership New Use of
Property
Development
Profits

CreationofNewUse

Value Addition

Income and Asset Management




How to Find your Next Deal?

Due Diligence
Stacking means, making sure

-~ that the project is financially

viable.

A Create Project Report

-{ g"’lia P::ocuremem Fee or }— .| If your project is viable, developers,
ROLCISIRES) ™~ builders or investors will pay you the

| | spotters fee.

‘{ What can you charge? )-

Negotiable

$5000 - $15000
(Depending upon the size
of the deal).

o —— ___ Partner with a Buyers Agent &

Good with Numbers?
charge people to run a

financial feasibility for them.
Different to Project
Management Fees
PM Fees - MUST
understand construction
Site Identification

Due Diligence
Concept Development

Financial Feasibility

Business Case Development }*

Risk Identification and Management

Finance & Structuring
Procurement Strategy

Legal Documentation
-[ Development Management Fee ]-f - Scope of Works = Magnagement

Engage & Liaise
with Consultants

Obtain Planning &
Building Permit

Tendering and selecting
building contractor
Marketing & Sales

Fixed Fee for example:
$10,000 / Townhouse

Drawing & Documentation

Strategies for
Creating Sweat
Equity

(W]

Percentage 1-7% depending upon
What can you charge? =17 the size of the project

Drawn down against Milestones achieved
or monthly when construction starts. With/

to sell their developments directly.

Marketing or Leasing Fee (=
. Once developed, you can take on the role of
BrepertylManagementhied -{ a property manager & charge a fee for that.

Future Town A
planning proposals

(e

without a bonus SUCCESS fee.

Developers & Builders are allowed

If you have marketing skills & you can
take on this work, you can charge a fee.

Rezoning of certain streets
Urban Growth Boundary

http://www.mpa.vic.gov.au/ é) ]

http://www.brisbane.qgld.gov.au/planning-building/ é7
planning-guidelines-tools/brisbane-city-plan-2014

Resources ]' http://www.planmelbourne.vic.gov.au/Plan-Melbourne f ]

-‘ and Subd n )-

http://www.strategy.planning.nsw.gov.au/ f
sydney/the-highlights/

http://www.mpa.vic.gov.au/urban-growth-zone/ ¢ ]

Subdividing big parcel of land into smaller lots. ]

Subdivision is the process whereby a parcel of
land is divided into two or more parcels or
alternatively multiple parcels are consolidated
into one or more plans.

Most subdivision applications require two processes — an application for
planning permit to subdivide under the Planning & Environment Act 1987
and an application for Certification under the Subdivision Act 1988. (VIC)

Applications for Subdivision and Consolidation of land, the
creation, variation and removal of easements and restrictions are
all handled by Council's Planning Department. (VIC)

SMALLER SITES - This uplift is not as
great. The reason being, landowners

1

Obtain Plans and Permits or

Development Approval

potential it has.

} can sell their land based on the

Larger sites with plans and permits - huge
uplift.




It's never a JV with | 5
ATO can create a lot of issues
for the landowner in capital
gains calculations. To avoid
that, keep it clean create a new
structure.

Transfer the land into another entity where both you
and the land owner are shareholders/partners etc.

S Keep it clean. It attracts stamp duty, but is better than
you getting caught in with the landowner when ATO is
assessing their capital gains tax liability.

JV with Landowner L

Use the land as equity to get
nance - NMDD

Landowner can realise higher
P value for land, then they can
otherwise.

Only works if the landowner wants more for
their land and is willing to wait.

Landowner puts in the land

You obtain the permits

They can also opt to rollover their
profits into townhouses or apartments

1. Developer puts the deal together. ]

Get a valuation done
Decide on share holding

Give the landowner the first
mortgage on the land.

2. Do not Transfer the land in a new entity -

between the two parties.

4. Obtain Permits

3. Have a JV/Unit holders agreement ]

10 Steps for execution <

that will eventually be developed & held

Use land to organise the construction loan

5. Use equity in land to obtain
construction loan.

6. Develop and Sell the project

by them as long term it

At the end of the project, the landowner instead of getting
cash for their land, gets townhouses or apartments.

7. Bank/lender is paid from the settlement first ]

i

1. Landowner supplies the land & |
you put in the sweat equity.

Project can start quicker, as the equity is
already in the land.

Staged Acquisition )-—

Instead of acquiring hectares of land in one hit,
you acquire in smaller chunks.

Develop, sell and then move one to the next chunk. |

IMPORTANT FACTORS |
TO CONSIDER

Development Agreement

Is there a mortgage on land? }"—{ How Much? ]

Does the site already have a permit? ]

What does the land owner want? ]

When do you pay off the land owner? ]

2, the

3 Common Ways todo a
deal with a land owner.

an option allows one party the enforceable right to
buy something at a future time at a particular price.

development rights over the Call Option

land. {
Usually the landowner will get a higher value
for their land in exchange for time.

Agree on a price for land

Negotiate - to pay 50% now and rest can be financed by the vendor. It's all
open to negotiation.

8. Landowner is then paid out for land from the
remaining settlement funds.

B 9. Profits are distributed as
per agreed share/unit holding.

10. Both parties throw a success party J

and invite all of us.

Negotiate an interest only loan.

Landowner pro
vendor finance

o Agree on a suitable interest rate. (It is usually 1-2% higher than normal bank interest,
otherwise there is no incentive for the landowner). If the amount is large, a smaller interest =
rate can be negotiated.

> Better interest on their money as compared
to any bank.

12-18 Month option

What happens if the

landowner requires cash to = Terms - negotiable between the parties ]

move on?

No hard and fast rules to this, depends on landowners
immediate needs & your ability to negotiate.

Ensure a longer flexible term is negotiated, so you can
extend if required without penalties.

Make sure that the landowner understands that once you go
for construction loan, they will have a second mortgage on
land and the first mortgage will be given to the senior lender.




JV with Money Partner [

Investors with Line of Credits

Investors with access to equity

You provide the sweat equity & they provide the cash.

You bring in the expertise and they provide the cash

You bring in the deal & they invest with you.

You manage the development & they provide the cash.

| don't want to be
liable for the loan?

Beware of Personalities

If they are shareholders, they must
be willing to go on the loan. If they
can't or don't want to be guarantors
to the loan, ask them to become your
bank and borrow you money at fixed
interest rate and sit outside the
development.

Stay away from negative people. It's better
for you and it's better for the project.

Stay away from nitpickers.

Beware of finger-pointers.

Make sure that you give no GUARANTEES
on project returns, time lines or budget.

Define Share holding in the

project early on.

Explain the risks

Ask them in writing to get their own

independent legal advice.

Have a JV
agreement in place.

Outlines Scope of works
performed by each party.

What happens when either party
does not fulfill their obligations?

Liability Sharing
Exit Strategy
You are the one with the expertise.

You found the project

Make sure you drive the project. = You should be the one making

Be Transparent & Caring

Work out solutions to

problems as a team.

Agree to Disagree

the decisions.

By all means be transparent and involve them,
but work on your time schedule.

Report on time
Call them, text them, keep them engaged.
Give them the reasoning behind your decisions.
Make them feel they are important and part of the project.
It is their right to know everything and ask for reports.
- You must provide them with information, without them asking for it.
In any circumstances, never make them feel, unimportant or foolish.

You are benefiting from this venture as much as they are,
so treat your investors and money partners with respect.

If they don't know a process or don't understand something, be willing to
explain them in a polite way. Have patience with them. Don't be cocky.

People will respect you more, if they know you care irrespective of your
experience, your knowledge or your expertise.

They should feel that they are part of the team.
Always address everything as "WE" not "I"
Don't get into arguments or gun fights.

You will be married for the project. It is best & cheaper to work
through the problem rather than invite each other to a gun fight.

Would you rather get even or get ahead in life?



Often builders are looking for work.

Find a builder who can
carry the construction &
you can provide the land.

JV with a Builder [

You can have a JV with landowner and

Cross Pollination is allowed. then a JV with a builder, in the same
deal.

As long as everyone WINS.



Private Funding ..

Borrow money on a flat interest rate.

Use the development site as security.

Make sure your private lender
understands that during construction,
their security will switch from first
mortgage to second mortgage.



