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Call options give buyer the right to require the seller to sell or convey property to them
atagreed price on exercise.

Ny Put options gives Seller the right to require the option holder (buyer) to buy or receive
Options = property at agreed price on exercise.

How do options work? A landowner grants a property developer an option for a fixed term
of years to purchase their land. The eventual sale price is usually agreed at a percentage of
market value once a suitable planning consent is secured for




Find out details
about the
individual or
company or
trust.

What other
activities are
they involved
in.

You may decide to present Point

A, before you present point B.
Termite Infested
Close to highway - More noise

Site Contour - Sloping site
- More construction costs

Retiring

Why is the vendor Downsizing

selling? | What is their
immediate need?

Analyse all parties involved.

Find out who the decision maker is?

Comparable sales of townhouses that
you wish to develop - do not warrant
the asking price.

5| 1. Highlight the flaws

Where is the vendor going to move out to after the sale? |

_Suhurb Stats
| Days on the Market |
—First Listed date

Check if it has
©_Ex: My Current Dev.

1. Get as much
informationas <
possible

X amount now & X amount after the
development is completed.

[ Share in the

21 5. Control/steer the negotiations

| or highlight the benefits of dealing with you.

Research Property )(

I would love to give you the amount you are asking, but the
money is not in the land, it's in the development.

already been
How long have they lived there?

discounted.
Comparable Sale - Spatial Analysis ]

2. Back what you are saying by research and numbers - Show
them personally. Do not give away your research by email. s >

[ 3. Present your offer with your best conditions
terms & conditions
5. Do not appear to be desperate.

Desktop Valuations

Financial Feasibility
The more they open their mouth, - . N
the more power they are giving up. H I've learned this the hard way.

What is the maximum price you
should pay for the site.

How much do you want or o Have more options available
need that property? to you and be detached.

Better Price Vs Early Settlement
Flexible terms
YYou can establish this by asking the
i i

This will apen _| Structure your offer so there is room for you L
anow can of to give away a small win to the other party. i T G i LG [Ty EEe) }Oﬂ{
e 2. Maximise your leverage ight from step 1.
! Is the vendor happy - N -
5 T am SeEe How can you strengthen your position ](,-{ Early settlement | more options ]
the development? How can you weaken the other F)ﬂ Highlighting what you have about
party's position. the property.
. 4. Design an Offer-Concession
| Strate:
£ 3. Use Fair Objecti iteri Use the phrase "l just want to pay a price that's
- Use Fair Objective criteria fair and where the market is at?"

If seller will not negotiate on price,
negotiate your own terms & Vice Versa.

[ May be share your 2 )_(,){ Highlight all flaws & your research to

Preparation L

How much share

Interest rate to vendor

How is that interest rate paid.

second feaso with them. bring the vendor and agent back to earth.

[ Offer your price after going through all of the above.




If X Happens - what do you do?

Start with 2nd best
offer and let it simmer
with the other party
for a while?

Pre-plan your best offer and 2nd best offer. |-
Use another decision maker as

leverage. "Always say you need to
discuss this with your business
partner first".

Settlement time
Develop Response to all
Be able to apply for planning permit / DA

pOSSIbIe scenarios Terms of the Call Option. |-
Would the "And or Nominee" - Nomination Form
Ven_dor allowan |- Extension of Time
option on the
land? If you get an option for "$100" to purchase the land --

> Get DA --> on sell for $120 - you will pay SD on
$100 and the buyer buying off you will pay SD on
$120

Double Stamp Duty -

STCA - Subject to Council Approval
Subject To Finance
Other Negotiable Terms |- Subject to Due Diligence
If it's a commercial property |- Subject to Seller providing a Tax Invoice

Access to Site



What do I do in a HOT Market? ||

Be a lot more prepared.

Have your finance ready

Do your due diligence prior - so
when you move in you can go
unconditional with confidence
without a "Subject to DD clause".

Have your financial structure ready

You are trying to make your offer
look better than anyone else.

Work Backwards with your numbers

Find out what you
could fit on the
land before hand
and run your
numbers
thoroughly before
hand.

Arrive at residual value of land from your feaso.

In other words, what can you
afford to pay for the land with
your development potential.
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