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Unbiased market 
research at your 
fingertips
Subscribe to our Industry Insights Reports

With the largest, most frequent and most successful commercial property portfolio auction program 
in Australia, CBRE has always been renowned as the litmus test of the commercial property industry.

Using current market research and unbiased industry data, we’re able to assist clients along every 
step of their property journey.

Our Industry Insights Reports are an important and informative publication that focus on key sectors 
including large format retail, pubs & liquor, convenience retail, early education, fast food, healthcare, 
industrial and more.

Scan the QR code to subscribe for free today to access 
and receive superior, current and unbiased information 
to help you make the right property decisions.
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What trends are you seeing in what private investors are 
looking for in Brisbane right now?

Private investors are selective, but there is strong appetite 
for secure and easily understood income. Buyers are closely 
examining tenant covenant, genuine lease tenure, rent-
review mechanisms, outgoings recoverability and near-term 
capital expenditure. Well-located neighbourhood retail, 
office, convenience and essential-service assets continue 
to resonate. However, buyers also want sound underlying 
property fundamentals - good land, a strong location and 
a credible reletting or alternative-use story. When an asset 
offers both defensive income and long-term optionality,  
the buyer pool becomes considerably deeper.

What’s stood out to you since joining CBRE?

The combination of scale and entrepreneurship. CBRE 
provides an incredible depth of information, market 
reach and access to buyers, but the Private Wealth 
team remains very hands-on and commercially driven. 
I’ve also been impressed by the depth of experience 
within the team and how much you can learn simply 
by being involved in live campaigns and listening 
to experienced agents work through different 
situations.

What advice has stuck with you from more 
experienced agents on the team?

A consistent message has been not to make every 
conversation about whether someone wants to 
sell today. The better approach is to be curious, 
learn about the asset and the person behind it, 
provide useful market information and stay in 
touch. Listings generally come from trust and 
timing rather than one perfect phone call. That has 
encouraged me to focus on developing genuine 
market knowledge and long-term relationships.

The strongest investments are rarely 
defined by yield alone. Understanding 
the story behind the income is just as 
important as the numbers.
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with Dan Forsyth
SENIOR NEGOTIATOR  |   CAPITAL MARKETS -  PRIVATE WEALTH QLD

What’s actually involved in your day to day as an  
agent on the Private Wealth team?

It’s a mix of building market knowledge, fostering 
relationships and executing transactions. A typical day can 
involve speaking with owners, qualifying buyers, analysing 
comparable sales, preparing appraisals, conducting 
inspections and progressing live campaigns through 
negotiations and due diligence. A major part of the role 
is identifying who owns each asset, what may drive a 
transaction and which buyers have both the capacity  
and conviction to perform.

What size and type of deal do you enjoy working  
on most?

The $5 million to $15 million range is particularly 
interesting, especially neighbourhood retail centres and 
office buildings, medical and allied-health properties, and 
other service-based investments. These assets often have 
more to consider than a headline yield - tenant mix, lease 
structure, land value and future repositioning potential all 
matter. That creates an opportunity to properly assess an 
asset and develop a tailored campaign strategy around its 
strengths.

What made you want to specialise in private wealth 
rather than institutional clients?

I was drawn to the personal nature of private wealth. You 
are often dealing directly with the person whose capital, 
history and future plans are tied to the property. Every 
owner has different priorities, whether that is succession, 
debt reduction, reinvestment or simply achieving the 
right result after holding an asset for many years. Helping 
clients navigate those objectives and building long-term 
connections that extend across multiple transactions is 
one of the most rewarding aspects of the role.

A background in commercial property law gives Dan a 
different perspective on transactions, with an eye for the 
details that sit beyond the headline numbers. 

Today, he specialises in retail, office and medical assets in 
the $5 million to $15 million range, where understanding 
lease structures, tenant covenants and long-term value 
drivers can be just as important as yield. 

We spoke with Dan about his move from law to agency, 
and what’s shaping private investor demand in Brisbane 
right now.

You started out as a lawyer before moving into 
property. What made you jump?

I was already working in commercial property law, so it 
felt less like leaving property and more like moving closer 
to the deal. I enjoyed the legal work, but I was always 
most interested in the people, commercial strategy and 
motivations behind a transaction. 

Agency gives me the platform to identify opportunities, 
shape campaigns and negotiate outcomes. That 
combination of property, relationships and competition 
made the move feel natural.

Has that legal background come through in how you 
handle a deal now?

Definitely. It helps me quickly understand what underpins 
an investment - the lease structure, income, outgoings, 
options, tenant covenant and the risks a buyer will 
examine. It also trained me to anticipate issues before 
they become problems. 

The most useful part is being able to translate that detail 
into clear commercial advice without overcomplicating 
the transaction.
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With offices across Australia, CBRE  
has a truly national understanding  
and unparalleled collective expertise.

cbreprivatewealthseries.com

Queensland & Northern Territory

T 07 3062 7325

A  Level 3, Waterfront Place 
1 Eagle Street, Brisbane, QLD 4000

T 07 3184 0139

A  Ground Floor, 61-73 Sturt Street 
Townsville, QLD 4810

T 07 4051 8922

A  Level 1, Village Lane, 20 Lake Street 
Cairns, QLD 4870

T 07 5581 2000

A  Level 18, 50 Cavill Avenue 
Surfers Paradise, QLD 4217

T 07 5457 5757

A  Level 1, 17 Duporth Avenue 
Maroochydore, QLD 4558

South Australia

T 08 8110 3301

A   Level 20, 83 Pirie Street 
Adelaide, SA 5000

New South Wales

T 02 9232 6288

A   Level 21, 363 George Street 
Sydney, NSW 2000

T 02 8836 7800

A  Level 4, 10-14 Smith Street 
Parramatta, NSW 2150

T 02 1300 227 311

A  Level 29, 177 Pacific Highway 
North Sydney, NSW 2060

T 02 9289 3333

A  2B, 2-12 Lord Street 
Botany, NSW 2019

Victoria & Tasmania

T 03 9613 0400

A   Level 34, 8 Exhibition Street 
Melbourne, VIC 3000

T 03 8621 3333

A  61 Yarra Street 
Geelong, VIC 3220

Western Australia

T 08 9320 0000

A  Level 25, 250 St Georges Terrace 
Perth, WA 6000

Australian Capital Territory

T 02 6232 2733

A  Level 4, 2 Constitution Avenue 
Canberra, ACT 2601
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