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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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Welcome to our October edition of Portfolio 
Magazine.

Commercial property continues to attract 
strong capital flows, with growing numbers 
of entry-level buyers moving across from the 
residential market in search of stable, income-
producing assets. Our most recent portfolio 
auction bore this out, drawing strong demand 
from entry-level buyers alongside a broader 
spread of investors, and recording $42.1 million 
in sales, a success rate of 76.47% and yields as 
sharp as 4.11%.

In this edition, we look at the growing 
importance of tenant covenant in industrial 
investment, where the quality and standing 
of the tenant is increasingly shaping how 
investors assess risk. Nationally recognised 
occupiers such as Australia Post and PFD 
Food Services - a wholly owned subsidiary of 
Woolworths Group, are giving investors added 
confidence in income security, with tenant 
covenant now sitting alongside location and 
asset quality as a key driver of value.

We also shine a light on Brix Property Group’s 
‘Compass Business Park’ in Melbourne’s 
Seaford, where industrial, office, retail and 
lifestyle uses have been brought together 
within a single integrated precinct. Home 
to tenants including Planet Fitness, 
Starbucks, Guzman y Gomez and Wendy’s, 
the development demonstrates how modern 
business parks are evolving to provide greater 
amenity and convenience for occupiers and 
the broader community.

We take a look at Warragul VIC, where regional 
growth continues to reshape the commercial 
property landscape, with strengthening 
demand and infrastructure investment putting 
it firmly on investors’ radar. Finally, we sit down 
with Dan Forsyth from our Brisbane office 
about building a career across both law and 
commercial property, and how that diverse 
background has shaped his approach to the 
industry.

Portfolio Team

CBRE Portfolio magazine requires a creative 
collective committed to producing a premium 
property publication that people just won’t  
want to put down.

Our diverse and forward-thinking Portfolio  
team is drawn from offices across Australia, 
working collaboratively and each contributing 
their unique skill set to bring you a magazine 
we’re proud to call our own.

EDITOR Olwyn Conrau

PRODUCTION MANAGER Alexis Omwela

DESIGN  Bryan Karman, Ty Layton, Ethen Curtis

PHOTOGRAPHY Various

C B R E P R I VAT E W E A LT H S E R I E S .C O M

In the spirit of reconciliation, CBRE acknowledges the Traditional Custodians of country throughout Australia and their connections  
to land, sea and community. We pay our respect to their Elders past and present and extend that respect to all Aboriginal and  

Torres Strait Islander peoples today.

All areas and figures displayed in this magazine are approx only. All precaution has been taken to establish the accuracy of the  
above information but does not constitute any representation by the Vendor or Agents. The Retail Leases Act 2003 may apply.

Matthew Wright
Senior Director 
Capital Markets – Private Wealth
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There are three ways to bid. Via phone, online or in-person.
Discuss with our agents which bidding option is the best for you and  
available in-person bidding locations.

October 
Portfolio Campaign
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Private Capital’s 
Recalibration 

From parcels arriving in letterboxes to products moving through national 
supply chains, industrial property sits at the centre of how modern 
economies operate. Behind every delivery network, manufacturing business 
and trade supplier is a facility that keeps goods moving.

This sector has long been a favourite among commercial real estate 
investors, but in today’s market, demand is being driven by more than 
logistics trends and low vacancy rates. Private investors are focusing on 
something far more important: the quality of the tenant and the role an 
asset plays within their business.

A decade ago, an industrial investor’s due diligence typically began and 
ended with the building: the zoning, hight clearance, power, the number of 
dock doors. Today, it often starts with the tenant. Who are they, how long 
have they been there, and how hard would it actually be for them to leave? 
That question is reshaping how private capital thinks about risk in the 
sector, well before anyone gets to the numbers. 

The Industrial Revolution: Why Private Capital 
is Looking Beyond Location

11. Feature Editorial - Industrial.indd   1-211. Feature Editorial - Industrial.indd   1-2 27/9/2026   11:57 am27/9/2026   11:57 am
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The fundamentals remain strong. According to 
CBRE, Australia’s national industrial and logistics 
vacancy rate remained at just 3.2% in the first half 
of 2026, comfortably below the sector’s long-term 
equilibrium level of 4%. Occupier demand also 
strengthened significantly, with more than 1.4 million 
square metres of net absorption recorded nationally 
during the period, highlighting the resilience of the 
sector despite broader economic uncertainty.

Yields across the sector have remained relatively 
stable for well-tenanted assets. CBRE data places 
the national super-prime industrial midpoint yield 
at 6.1% for the second quarter of 2026, with only 
modest outward movement in Melbourne, Brisbane 
and Adelaide as investors balanced higher financing 
costs against the enduring appeal of quality 
industrial real estate.

A business that has invested heavily in a site 
through specialised fit-outs, equipment, automation, 
warehousing systems or a purpose-built 
headquarters is one that faces genuine cost and 
disruption if it ever decides to relocate. Moving often 
means operational downtime, capital expenditure 
and the challenge of rebuilding established 
infrastructure elsewhere. For investors, that 
reluctance to move translates directly into a high 
level of income stability.

This was evident in the recent sale of Airmaster’s 
Australasian headquarters in Scoresby. The 
property, a 2,700sqm office and warehouse facility 
on a 5,192sqm site, sold for $7.5 million and was 
leased to Airmaster, a building services business 
wholly owned by Japanese multinational Daikin 
Industries. The asset benefited from a renewed 
lease through to 2033, options extending to 2048 
and fixed annual rental growth, while the tenant had 
recently undertaken approximately $500,000 in 
capital upgrades to the facility.

The transaction reflected a broader trend across 
the industrial market. Rather than simply assessing 
a property’s physical characteristics, buyers are 
looking closely at the occupier’s financial standing, 
operational requirements and long-term commitment 
to the location.

That mindset was also evident in Tasmania earlier 
this year, where a Derwent Park distribution facility 
occupied by Australia Post for more than two 
decades sold for $4.4 million at a yield of around 
6.0%. While the real estate itself attracted strong 
interest, investors were equally drawn to the 
strength of the tenant covenant and the facility’s 
long-established role within a national distribution 
network.

The same logic applies to tenants such as PFD Food 
Services — owned by national giant, Woolworths 
Group — where its network of more than 70 
distribution centres carries the added weight of 
Woolworths backing, giving investors confidence in 
a tenant with genuine scale, industry standing and 
corporate support behind it.

This dynamic mirrors other commercial property 
sectors. Fast food investors, for example, typically 
place a premium on assets leased to major national 
brands because of the security associated with 
proven operators and established business models. 
Industrial investors are applying much of the same 
thinking, focusing on the strength of the business 
behind the lease.

The industrial sector is particularly well positioned 
for this shift because today’s occupier base is far 
more diverse than it was a generation ago. Advanced 
manufacturers, healthcare suppliers, trade retailers, 
technology businesses and logistics operators all 
require facilities tailored to their operations, often 
incorporating specialised equipment, compliance 
requirements, operational systems and workforce 
considerations.

At the same time, the role of industrial property 
within the economy continues to evolve. The growth 
of e-commerce, next-day delivery expectations, 
inventory management requirements and more 
sophisticated supply chains has elevated the 
importance of strategically located industrial assets. 
For many businesses, their facility is no longer 
simply a warehouse; it is a critical component 
of customer service, operational efficiency and 
competitive advantage.

Location still matters, of course. Industrial assets 
positioned close to major transport infrastructure, 
arterial road networks and population centres 
continue to attract occupier demand, helping 
businesses improve efficiency, maintain access to 
labour and reduce delivery times. However, for many 
investors, location has become only part of the 
equation rather than the primary consideration.  
The most sought-after assets combine strong real 
estate fundamentals with a high-quality tenant that 
has genuine operational ties to the property.

As supply chains become more sophisticated and 
occupiers commit more capital to the facilities they 
occupy, investors are discovering that the real value 
proposition isn’t simply the warehouse itself, but the 
long-term commitment of the business inside it.
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The Art of Building a Destination

A Precinct 
Reimagined 

Every successful development starts with a vision, but bringing that vision to life requires 
more than constructing buildings and securing tenants. The most effective projects are 
those where every element has a purpose, creating an environment that serves the people 
who use it every day.

From the outset, Brix Property Group set out to apply this thinking at Compass Business 
Park in Melbourne’s bayside suburb of Seaford. Rather than simply assembling a collection of 
tenants, the project has been curated to bring together brands that drive activity throughout 
the day and appeal to a broad cross-section of the community.

How the world’s biggest brands are chasing a precinct 
model that’s turning growth corridors into magnets

11.  Editorial - Brix.indd   1-211.  Editorial - Brix.indd   1-2 28/9/2026   10:56 am28/9/2026   10:56 am
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Located on Frankston-Dandenong Road at one of 
Melbourne’s busiest south-eastern arterial roads, 
Compass Business Park spans 6.65 hectares with 
more than 220 metres of road frontage, comprising 
three convenience restaurants, a gymnasium, 
restricted retail, a self-storage facility and multiple 
different office/warehouse users. It has attracted an 
impressive roster of tenants, including Planet Fitness, 
now home to more than 5,500 members, The Salvation 
Army, Guzman y Gomez, Starbucks and Wendy’s 
creating a destination that combines food, coffee, 
fitness, retail and essential services within a single, 
highly accessible location. The Wendy’s drive-through 
will be one of the first investments in the brand to be 
offered for sale in a future portfolio.

This type of development reflects a broader shift 
across Australia’s suburban markets, where major 
brands are targeting high-exposure locations along 
established travel routes with excellent access that 
can become part of customers’ everyday routines 
rather than occasional destinations. It’s a model 
now playing out at growth corridors right across the 
country, though one Brix has executed with particular 
precision at Seaford.

The appeal of the site was clear from the outset. 
Positioned between Frankston and Dandenong and 
connected directly to Peninsula Link, EastLink and 
the Frankston Freeway, the location benefits from 
strong population growth and heavy daily commuter 
traffic through one of the south-east’s most critical 
connector roads. That combination of visibility and 
accessibility, including easy entry and exit, convenient 
parking, and a natural fit with existing travel patterns, 
has become central to how retailers and service 
operators now choose sites.

The result is a growing preference for precincts 
capable of delivering multiple services in a single 
visit. A consumer might stop for a coffee before work, 
return later in the day for a gym session and pick up 
dinner on the way home. 

Each visit reinforces the role of the precinct in daily 
life, while simultaneously supporting neighbouring 
businesses through shared customer traffic. Rather 
than competing for attention, operators benefit 
from the presence of others that draw a similar 
demographic, an approach evident throughout 
Compass Business Park, where health and wellness sit 
alongside food and beverage, and storage and service-
based businesses broaden the precinct’s appeal.

Many of the brands choosing locations such as 
Seaford are also investing heavily in long-term 
growth strategies across Australia. For fast-food 
operators, suburban drive-thru sites remain one of 
the most attractive expansion plays in the market, 
with convenience-driven dining now firmly embedded 
in how customers eat. The fitness sector is on a 
similar trajectory: affordable, accessible gym models 
are attracting growing membership numbers as 
large-format operators increasingly target suburban 
catchments where population growth and affordability 
create favourable conditions.

These trends are reshaping suburban commercial 
property nationally. Developments that successfully 
bring together convenience and complementary 
uses are becoming increasingly attractive to tenants 
seeking long-term locations, and those occupiers, 
in turn, help establish destinations that generate 
consistent engagement and strengthen ties with the 
surrounding community.

For Brix, Compass Business Park is a strong example 
of how this thinking can be applied at scale. It’s not 
a departure from what’s happening elsewhere, but a 
well-executed version of it, backed by a location that 
plays directly into the trend. The most successful 
destinations of the future are unlikely to be defined by 
department stores or traditional retail anchors; instead, 
they’ll be built around the services people use most 
frequently and the experiences they value most.

P O RT F O L I O  # 1 8 8

Planet Fitness: Expanding a Global Fitness Model
As Australians place increasing value on affordability, 
accessibility and convenience, Planet Fitness has 
emerged as one of the standout success stories in the 
fitness sector. The brand’s straightforward proposition 
and broad appeal have helped fuel rapid growth 
internationally, with Australia becoming an increasingly 
important part of its global expansion story.

Planet Fitness is pursuing an ambitious growth 
strategy across Australia. Known for its welcoming 
“Judgement Free Zone” philosophy and affordable 
membership model, the global fitness giant has built a 
loyal customer base by focusing on accessibility rather 
than exclusivity.

Planet Fitness opened its first Australian clubs in 
Tuggerah and Gosford on the New South Wales 
Central Coast in 2019, and has since expanded into 
Queensland, Victoria and South Australia. The brand’s 
Australian rollout has accelerated in recent years, 
supported by growing demand for value-focused 
fitness offerings and increasing consumer interest in 
health and wellbeing.

A recent sale of part of the Australian Franchisee 
business Bravo Fit to the New York based private 
equity firm Franchise Equity Partners (FEP) is key 
to supporting substantial future expansion.  With a 
key partner such as FEP – Planet Fitness is the best 
gymnasium lease covenant in the country.  Planet 
Fitness is positioning itself as one of the country’s 
fastest-growing gym operators, with plans to grow 
to more than 135 locations in the coming years. The 
Seaford club highlights the strength of that strategy.

Accessible price points, flexible membership options 
and around-the-clock availability have helped broaden 
participation and attract customers who may not 
traditionally engage with premium fitness models. 
As the company continues its national expansion, 
locations such as Seaford provide a blueprint for 
future growth, reinforcing the importance of strong 
demographics, accessibility and convenience in driving 
long-term performance.

O CTO B E R  2 02 6

Great developments don’t happen by accident. They come from 
understanding how people use a place and creating a mix of 
businesses that complement one another and add value to the 
wider precinct and community.

Adam Brick
MANAGING DIRECTOR OF BRIX PROPERT Y GROUP
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The Gippsland 
Growth Engine 
Why Commercial Investors Are Watching Warragul-Drouin

Ninety kilometres south-east of Melbourne CBD, 
along the Princes Highway and the Gippsland 
rail line, two towns are becoming a focal point for 
regional commercial investment. Warragul and 
Drouin, twin service centres in Victoria’s Baw Baw 
Shire, sit at the centre of one of the fastest-growing 
population catchments in the country, and that 
growth is now translating into tenant demand, 
transaction volume and infrastructure spending, that 
commercial investors are moving to capture.

The population story matters here mainly as a 
demand signal. Council planning forecasts have 
Warragul’s population rising from around 25,872 
residents today to roughly 39,096 by 2046, while 
neighbouring Drouin is expected to grow from about 
17,677 to more than 29,107 over the same period. 

Combined, that’s close to 25,000 additional residents 
across the two towns within two decades, a long 
runway of underlying tenant demand for retail, 
healthcare, childcare and convenience assets well 
before the market fully prices it in.

Melbourne’s affordability squeeze is the main driver, 
pushing buyers further out along established 
commuter corridors. That’s supporting steady 
residential uplift too, with median house prices 
across Baw Baw Shire sitting around $689,000 and 
rental yields in the 4 to 4.5% range, but the more 
relevant point for commercial investors is what 
that population growth does to the local economy 
underneath it.

Baw Baw Shire’s gross regional product grew from 
$2.10 billion in 2019 to $3.31 billion in 2024, more than 
50% growth in five years, driven by construction, 
population-linked services and a steadily diversifying 
employment base beyond the region’s traditional 
dairy and agriculture foundations. More than a 
dozen active land releases are now underway 
across Warragul, Drouin and the surrounding 
growth precincts, feeding a pipeline of future retail 
catchments and service-industry tenants.

Infrastructure spending is where the near-term 
opportunity sits. A $32 million redevelopment of 
the Warragul Leisure Centre is underway, delivering 
a new indoor pool, a warm-water therapy pool and 
expanded community facilities, the kind of anchor 
investment that lifts surrounding commercial 
precincts. 

Baw Baw Shire Council is also reviewing its 
Development Contributions Plans for both towns, 
work last updated a decade ago, to ensure roads, 
drainage and community infrastructure funding 
keeps pace with the scale of growth now forecast. 
For investors, that’s a council actively working to de-
risk future development rather than playing catch-up 
after the fact.

That confidence is already showing up in transaction 
activity. In July 2026, CBRE sold 81 Queen Street, 
Warragul, a fully leased 1,831 sqm mixed-use asset 
opposite Warragul Train Station, for $6.5 million to 
a Tasmania-based private investor. The building, a 
former hotel converted into ground-floor retail and 
first-floor offices following more than $1.1 million in 
refurbishment, was fully tenanted with no vacancies 
across 25 tenancies, generating net income of 
$487,033 a year.

The result reflected growing investor confidence 
in West Gippsland’s long-term growth story, 
underpinned by Warragul’s population growth, 
improving infrastructure and its role as a major 
commercial hub for the wider Gippsland region. It’s a 
useful benchmark for the town’s broader commercial 
market too, with sold listings across Warragul and 
the greater Baw Baw area currently carrying a 
median sale price of $1.1 million, and full-occupancy, 
multi-tenancy assets in strong locations clearly 
commanding institutional-grade interest despite the 
town’s regional scale.

For commercial and portfolio investors, the appeal 
lies in getting ahead of a well-documented growth 
curve rather than chasing an already-priced market. 
Established town infrastructure, schools, a hospital, 
retail and rail connectivity, reduces the speculative 
risk typically associated with greenfield regional 
plays, while the sheer scale of forecast population 
growth points to sustained demand for childcare, 
healthcare, retail and convenience assets over the 
next two decades.

Not every voice in the region is unreservedly positive. 
Baw Baw Shire’s own Precinct Structure Plans 
review has warned that unchecked suburban-style 
development risks compromising the area’s rural 
character, a tension worth watching as more capital 
moves in. But for investors weighing where the next 
wave of regional Victorian commercial growth will 
land, Warragul-Drouin is difficult to overlook.
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Eden Academy Elwood (Melbourne) VIC  $586,705 51

Goodstart Early Learning Browns Plains (Brisbane) QLD  $477,405 44

National Childcare Provider Campsie (Sydney) NSW  $451,000 33

Eden Academy Salisbury Heights (Adelaide) SA  $447,225 50

Sagewood Early Learning Baldivis (Perth) WA  $440,000 60

Sunshine Bay ELC Sunshine Bay NSW  $347,800 35

Kids at West End West End (Brisbane) QLD  $225,000 47

G8 Education Wantirna South (Melbourne) VIC  $207,826 54

G8 Education Mornington (Peninsula) VIC  $202,104 55

Affinity Education Cranbourne (Melbourne) VIC  $172,500 57

Kool Beanz Suffold Park (Byron Bay) NSW  $159,600 37

Goodstart Early Learning Currumbin Waters (Gold Coast) QLD  $145,918 48

Lakeside Creative Minds Raymond Terrace (Newcastle) NSW  $83,962 39

Creative Kids Runaway Bay (Gold Coast) QLD 49

Vacant Childcare Essendon (Melbourne) VIC 59

The Wellness Path Nelson Bay (Newcastle) NSW  $55,000 40

Early Education
Tenant Location State Income pa Page 

Portfolio 188 
New Properties For Sale

Healthcare
Tenant Location State Income pa Page 

Industrial
Tenant Location State Income pa Page 

Office
Tenant Location State Income pa Page 

Retail
Tenant Location State Income pa Page 

Kinglake Pub Kinglake (Melbourne) VIC $191,942 56

Vacant (fast food/bar) Manly (Sydney) NSW 41
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Salvos & Planet Fitness Seaford (Melbourne) VIC  $664,568 24

Choice’s Variety Store Dalby QLD  $481,069 43

Pet’s Domain Dalby QLD  $391,600 45

Outdoor Elegance Erina (Central Coast) NSW  $380,000 34

Rebel Sports East Maitland (Hunter Region) NSW  $319,190 30

Hunter 4x4 & Department of Finance Pegs Creek (Karratha) WA  $291,132 61

Pet Domain Yamba NSW  $119,665 38

Tradelink Morwell VIC  $77,600 58

Large Format Retail
Tenant Location State Income pa Page 

EG Fuel Mawson ACT ACT  $314,966 32

Convenience Retail
Tenant Location State Income pa Page 

El Jannah Wollert (Melbourne) VIC  $342,670 28

Guzman Y Gomez Wollert (Melbourne) VIC  $320,000 28

Hungry Jack’s Kingaroy QLD  $313,767 46

TAS Govt Office Complex Launceston TAS  $1,981,484 18

Chemist Warehouse, Healthia & 
Greencross Vets Aitkenvale (Townsville) QLD  $778,663 22

Minimax & UFS Healthcare Ballarat Central VIC  $213,150 53

PFD Woolworths Derwent Park TAS  $781,130 20

Australia Post Murray Bridge SA  $381,273 26

Watertek Wagga Wagga NSW  $237,720 36

WeWork Fortitude Valley (Brisbane) QLD  $954,351 42

Premium Office Building Nunawading (Melbourne) VIC  $395,605 52

Fast Food
Tenant Location State Income pa Page 

Multi-Tenanted
Tenant Location State Income pa Page 
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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.

O CTO B E R  2 02 6

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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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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