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Abstract 

Commercial real estate is one of the best options to invest money and to earn a good profit 

if you have a good amount of money to invest. So, if you have a commercial property to sale 

in Sydney and searching for a buyer who can offer you the best deal. So, here in this guide 

we are discussing about the key things that you should keep in mind when you are planning 

to sale a commercial property in Sydney. We have explained everything in details that will be 

helpful for cracking the best deal.   

 

1. Introduction 

Whenever you plan to sale a commercial property in Sydney, you have to be aware of the 

current property trend and real estate market of Sydney to know the right value of your 

property. So, first of all you should look for a professional property valuation expert who can 

find out the best price for your property and give you a better idea about the things that can 

matter when you are calculating the value of your commercial property. So, this guide has 

everything that you must keep in your mind whenever planning to sale a commercial 

property in Sydney. 

 

2.  Increase Your Commercial Property Value  

Commercial property is one of the most valued assets for investors. They can easily get an 

excellent return on the investment when they plan to sell it. However, the valuation can be 

considerably increased to make a higher profit from the sale. Thus, most property owners 

take up improvement work to enhance their commercial real estate in Sydney. It is evident 



that buyers will be interested in a structure that is well-maintained instead of a property that 

is in shambles and needs a complete overhaul. 

 

Thus, if you are planning to sell your commercial real estate, it is necessary to get it ready for 

the sale and staging process. Besides boosting its appearance, you need to consider various 

other ways of increasing its value because the price is affected by many aspects. Let us help 

you identify these factors to get the best price for your real estate. 

1. Expand the Area  

All commercial properties need a large area, whether it is an office, retail store or 

warehouse. Many businesses are moving to regional areas to get bigger spaces. Thus, it 

makes sense to add a few more square metres to the floor area to attract buyers. However, 

you must get approval from the local council before expanding. For example, if it is a 

structure zoned for restaurants and cafes, you can extend the area by adding outside 

seating. However, you will need approval and a permit for the same. 

You can also hire an architect and interior designer to carve out more usable space from the 

present floor area. Many structures have unused spaces that are covered by galleries, 

hallways, storerooms, etc. These can be restructured to create a bigger workplace.    

2. Give A Facelift to the Building 

The outward appearance of the property is the first thing that will be noticed by the 

potential buyers. Thus, sprucing it up should be a priority. Clean up the entire space and get 

it repainted with a perfect finish. Get the carpets pressure cleaned and the windows cleaned 

from inside and outside. Change the lighting to energy-saving LED lights and get all the 

broken panes, tiles and seepage marks repaired and restored. 



Make sure that the garden area is well-maintained and manicured. Do not forget to give a 

makeover to the parking, restrooms, lounge area, and hallways. Check the drainage and 

sprinkling system and hire commercial cleaners and pest control services for the job. 

3. Update the Existing Amenities 

Old structures need to be modernised to improve their appeal. Replace the outdated HVAC 

system, lifts, water storage tank, lights, kitchen appliances, bathroom tapware, toilets, basin 

etc. Add amenities that are a part of the modern commercial set-up, such as rooftop 

gardens, solar panels, rainwater harvesting system, breakout area, fitness centre, hardwood 

flooring, granite countertop in the kitchen, landscaped gardens, etc. Sustainable commercial 

properties are in high demand in Sydney as green properties are considered to be the future 

because of the growing concern over climate change. Thus, creating an eco-friendly space is 

an additional benefit. 

4. Boost the Curb Appeal 

 

The signage of the building should be clearly visible from a distance so that the customers 

can find the business operating quickly and without any challenges. The name of the 

property should be easily identifiable so that packages can be received without any delay. 

The parking space must be easily accessible and have space for visitors besides the 

employees. 

It should be perfectly lit and have signboards in all the right places. The pathway to the 

entrance and the flooring should be refurbished, and the outside area can be embellished 



with stones and greenery, and beautiful blooms that create a blissful environment. 

Professional landscaping can help in renewing the curb appeal of the structure. 

5. Increase the Rent 

Whenever you sign a new lease agreement, you must increase the rent according to the 

market trends and the condition of the property. Also, add the clause of annual rental 

increase while keeping in mind the inflation. It will help in generating a better cash flow from 

the property and this will grab the attention of the buyers. 

However, do not go beyond the fair rent value in the market and ask your accountant to 

calculate the appropriate rental income from the property. Tenanted properties with a 

considerable rent are preferred by buyers as they do not have to look for a tenant. They can 

get the lease agreement transferred in their name after the purchase and enjoy a positive 

cash flow.  

6. Enhance the Security of the Premises   

 

Businesses are vulnerable to thefts and vandalism. Thus, it is vital to have a robust security 

system in place to avoid such challenges. The premises should have a tall fence and 

surveillance cameras in all the common areas, parking, pathway, entrance, etc. 

Upgrade to a high-security gate with an alarm system to evoke a sense of safety in the 

customers visiting the commercial building. It will keep unwanted people away and stop kids 

and pets from wandering away. 



7. Retain Long Term Tenants 

As the property owner, you need to make sure that tenants sign long-term contracts, and 

the lease terms favour the landlord. You can make the outgoings the responsibility of the 

tenant, which will help in ensuring a positive cash flow. The building should not be vacant at 

the time of the sale as it can reduce its desirability. Find tenants that are reputed and have 

been performing well to ensure a stable rental yield.    

8. Reduce Outgoings 

Going green and creating an eco-friendly asset helps in decreasing the outgoing expenses, 

which is an added advantage when selling commercial real estate in Sydney. Thus, property 

owners need to adopt amenities and smart technology that will help in cutting down on 

expenses. Smart IoT systems maintain the optimum temperature in the building and turn off 

lights when not in use. With smart security cameras that can scan vehicle license plates, 

there is no need to have additional security personnel employed in the building. These 

systems can control energy utilisation and other resources.     

9. Enhance Structural Reliability 

It can incur a considerable cost, but if the building is old and has been subjected to wear and 

tear for many years, it is an expense that you will have to bear. No buyer would not be 

willing to purchase a structure that has a leaking roof or broken pipes. So, hire a professional 

to identify the structural problems in the construction and get it restored to its original glory 

without any cracks, leaks, and damaged parts. 

 

3. Find a Good Real Estate Agent 

 



Whether you're buying or selling a property, a quality real estate agent is vital to make the 

process run smoothly. Seek out an agent with excellent credentials and references. Meet 

with a handful of agents to make sure any questions you have are answered. Watch out for 

potential red flags. Agents who charge very low costs or only work part-time may not be 

reliable. 

Finding an Agent with the Right Credentials 

Look for someone who does at least 1 or 2 transactions every month. When reviewing an 

agent's credentials, look for someone who's been working in sales, negotiations, and 

contracts for at least five years, preferably in real estate or property management. Five years 

experience and a regular stream of transactions means an agent likely has a good feel for the 

process and can help find you the best deals. 

Find someone who works in your area. The agent you work with should know the area in 

which you're looking to buy or sell. Agents who live and work in your area will be aware of 

the best neighborhoods and trends regarding prices. A local agent will also know small 

details, like where the best schools are, commute times, and so on. 

Check the agent's license. Obviously, you want an agent who's properly licensed. Every state 

should have a list of licensed agents online. While making a list of agents to contact, check to 

ensure every agent you interview has a legal license to buy and sell real estate in your state. 

You can also see the continuing education classes they are taking which will help you to 

know what their focus is. 

Look for awards and honors to help narrow your choices. Check a real estate's website and 

resume for awards, honors, and other signs of recognition. Things like a "Realtor of the Year" 

award can be a sign of a quality agent who's likely to exceed your personal needs. However, 

realize that it may also indicate a very busy Realtor who may not be the right choice if you'd 

like more individual attention and you may need to base your decision on other indicators. 

Ask friends and family members for referrals. If you know someone who recently bought or 

sold a home, reach out to them. Friends and family members are likely to give you honest 

assessments of their experience with a particular agent. 

Interviewing Real Estate Agents 

Ask how long they've been in business. When interviewing a real estate agent, one of the 

first questions to ask is how long they've been handling sales, contracts and negotiations for 

clients. They should be able to answer the question quickly and accurately. Remember, while 

five years of experience is ideal, someone with less experience who otherwise meets your 

needs may still work if you've developed a good rapport with them. 



Ask if they work alone or in a team. Agents who work alone are best if you want a lot of 

personal contact with the agent. Agents who work on a team are good if you like the idea of 

specialists for each step. The agent you hire may actually be a team leader who will then 

introduce you to a transaction coordinator, assistant, or buyer's agent who will handle those 

parts of the transaction. 

Ask about any planned vacations or other commitments. Real estate often requires quick 

action and response time. If a Realtor has a vacation planned soon or some other 

commitment that might interfere with their availability, you need to decide whether this will 

affect you buying or selling a property. Make sure they have someone to help you out if they 

will have an extended absence. 

Ask about what other properties they've sold. In addition to looking at current properties 

online, have the agent show you some of the other properties they've sold. Make sure these 

properties are similar to what you're looking to buy or sell. It's vital to pick an agent who 

works with the right properties for your needs. If the agent is typically used to working at a 

higher, or lower, price point, they may not understand your particular transaction as well. 

 

Contact their recent clients. Ask for a list of references after meeting with an agent. A 

quality agent will not hesitate to hand you a list of recent clients for you to call to ask about 

their experience. Call a few references for every agent you interview to make sure they have 

stellar reviews. Don't put too much stock in online reviews. Most people will give a 5 star 

review in exchange for a Starbucks gift card and a single bad review may not tell the whole 

story (ask the agent if you're concerned). 

Make sure you get along with the agent. Chemistry is important in real estate. If you're 

working with someone who you don't get along with, this can cause unnecessary tension 



during an already stressful process. Make sure you click with the agent and feel comfortable 

in their presence. 

Watching for Red Flags 

Avoid agents who don't answer their phone or return calls. A good real estate agent 

considers their work a full-time job and knows that weekends and evenings can be the 

busiest times. In real estate, every day is a "business day" and if crucial items come up on 

evenings or weekends, you need an agent whom you can reach. An agent who isn't available 

throughout the day may not be your best option. 

Stay away from agents who don't know the area. If an agent does not work in your area, or 

cannot readily provide information about the area, this is a bad sign. A quality agent should 

be able to quickly rattle off things like neighborhoods, general price ranges, nearby 

businesses, and so on. If an agent cannot provide specific details about an area, you may 

want to find someone who knows it better. 

Check that lower commissions don't mean fewer services. Typical commissions are usually 

between five and seven percent. When agent offers a lower commission, make sure they 

aren't offering you less service than higher commissioned agents. Before signing a contract, 

verify that all of their promises are in writing. 

 

4. Steps to a Hot Commercial Real Estate Deal 

 



Ask any real estate professional about the benefits of investing in commercial property, and 

you'll likely trigger a monologue on how such properties are a better deal than residential 

real estate. Commercial property owners love the additional cash flow, the beneficial 

economies of scale, the relatively open playing field, the abundant market for good, 

affordable property managers, and the chance for a potentially bigger payoff from 

commercial real estate. 

But how do you evaluate the best properties? And what separates the great deals from the 

duds? 

1. Learn What the Insiders Know 

To be a player in commercial real estate, learn to think like a professional. For example, 

know that commercial property is valued differently than residential property. Income on 

commercial real estate is directly related to its usable square footage. That's not the case 

with individual homes. You'll also see a bigger cash flow with commercial property. The math 

is simple: you'll earn more income on multifamily dwellings, for instance, than on a single-

family home. Know also that commercial property leases are longer than on single-family 

residences. That paves the way for greater cash flow. Lastly, if you're in a tighter credit 

environment, make sure to come knocking with cash in hand. Commercial property lenders 

like to see at least 30% down before they'll give a loan the green light. 

2. Map Out a Plan of Action 

 

Setting parameters is a top priority in a commercial real estate deal. For example, ask 

yourself how much can you afford to pay and then shop around for mortgages to get a sense 



of how much you will pay over the life of the mortgage. Using tools like mortgage calculators 

can help you develop good estimates of the total cost of your home.  

Other key questions to ask yourself include: How much do you expect to make on the deal? 

Who are the key players? How many tenants are already on board and paying rent? How 

much rental space do you need to fill? 

3. Learn to Recognize a Good Deal 

The top real estate pros know a good deal when they see one. What's their secret? First, 

they have an exit strategy: The best deals are the ones you know you can walk away from. It 

helps to have a sharp, landowner's eye—always be looking for damage that requires repairs, 

know how to assess risk, and make sure to break out the calculator to ensure that the 

property meets your financial goals. 

4. Get Familiar With Key Commercial Real Estate Metrics 

 

The common key metrics to use when assessing real estate include: 

 Net Operating Income (NOI): The NOI of a commercial real estate property is 

calculated by evaluating the property's first-year gross operating income and then 

subtracting the operating expenses for the first year. You want to have positive NOI. 

 Cap Rate: A real estate property's "cap"–or capitalization—rate is used to calculate 

the value of income-producing properties. For example, an apartment complex of 

five units or more, commercial office buildings, and smaller strip malls are all good 

candidates for a cap rate determination. Cap rates are used to estimate the net 



present value of future profits or cash flow; the process is also called capitalization of 

earnings. 

 Cash on Cash: Commercial real estate investors who rely on financing to purchase 

their properties often adhere to the cash-on-cash formula to compare the first-year 

performance of competing properties. Cash-on-cash takes the fact that the investor 

in question doesn't require 100% cash to buy the property into account, but also 

accounts for the fact that the investor will not keep all of the NOI because they must 

use some of it to make mortgage payments. To uncover cash on cash, real estate 

investors must determine the amount required to invest to purchase the property or 

their initial investment. 

5. Look for Motivated Sellers 

 

Like any business, customers drive real estate. Your job is to find them—specifically those 

who are ready and eager to sell below market value. The fact is that nothing happens or 

even matters in real estate until you find a deal, which is usually accompanied by a 

motivated seller. This is someone with a pressing reason to sell below market value. If your 

seller isn't motivated, they won't be as willing to negotiate. 

6. Discover the Fine Art of Neighborhood "Farming" 

An excellent way to evaluate a commercial property is to study the neighborhood it's located 

in by going to open houses, talking to other neighborhood owners, and looking for vacancies. 



7. Use a "Three-Pronged" Approach to Evaluate Properties 

Be adaptable when searching for great deals. Use the internet, read the classified ads, and 

hire bird dogs to find you the best properties. Real estate bird dogs can help you find 

valuable investment leads in exchange for a referral fee. 

 

5. Mistakes To Avoid When Selling Your Commercial Property 

 

Don’t assume that buyers are paying attention. The human attention span generally lasts 

about eight seconds, a finding that highlights the effects of an increasingly digitalized 

lifestyle on the brain. As a seller, you must recognize this to position your sale for success. 

As a population, we’re over-stimulated and constantly feeling a restless anxiety. We 

multitask, we work through lunch, we’re always rushing. We’re unfocused much of the time. 

This is a huge problem because to sell your property, you must first gain the attention of the 

likely buyers. 

The days of sticking a sign in the ground and waiting for the phone to ring are over, and one 

ad online isn’t enough. These approaches are too passive. Like it or not, people are more 

distracted than ever before. Their attention is so fragmented that you shouldn’t assume 

they’re going to find your property on their own. Here's what you should be doing instead. 

Push your property directly to its likely buyers. 

Your property has to find them — not the other way around. Most sellers and their brokers 

fail on this count for three reasons: 



• They don’t know how to do it right. They don’t have the skills, tools or experience. 

• It’s a lot more work than simply installing a sign or posting an ad online. 

• It costs a lot more. Traditional brokerages aren’t structured to make the required 

investments in marketing individual properties. 

Know what your likely buyer looks like. 

Is it an investor? Is it a business owner who would occupy the property? If you know the 

marketplace, then you should know what your likely buyer looks like. 

Get their contact information. 

Now that you know what your likely buyer looks like, you need to get their contact 

information. You should have a database tool that provides you with segmented names, 

mailing addresses, phone numbers and emails. You’re going to need them all. 

Craft your “property story." 

 

Before you start contacting buyers, you need to know what you’re going to tell them. Here’s 

the wrong opening line: “Hello, we just listed a property that I think you might be interested 

in. Do you have a few minutes for me to tell you about it?” 

People are busy. You just interrupted them — don’t bore them to death now. Be interesting. 

Craft a “property story” that engages them. Is the property priced to sell because of a 

divorce? Are there substantial value-add opportunities? What do your likely buyers care 

about? Here’s an example of how to do it right: 



“Mike! We just listed a property similar to the one you own on 18th St. I’d really like to get 

you all the information today because it’s priced to sell. The seller relocated out of state and 

he’s ordered us to sell it fast. This is one of those opportunities to get a great property at a 

great price. Can we send you all the information including the 3D virtual tour?” 

Give them the information and the media they want. 

Today, the property specifications alone are not enough. You must give potential buyers 

high-quality photos, video, a 3D virtual tour, floor plans, drone aerial video and site plans. 

Buyers want to see it, not just read about it. Don’t make them work hard — that’s your job. 

Let them tour the property at their convenience from the comfort of their office. Give them 

the information and the media they want, instantly if possible. 

Start conversations. 

Finally, don’t sell — start conversations instead. There are many ways to do this but here’s 

the method we’ve been most successful with: 

Lead with a direct mail piece. Then, follow-up with phone calls, emails and text messages. 

With each communication, direct the likely buyer to a property landing page with its own 

unique URL where they can take a 3D virtual tour, see photos and watch aerial video. Once 

you've sufficiently piqued their interest with the media, lead them to a full and 

comprehensive package of property information. 

Set up a notification to alert you when a buyer downloads the information. Then, put them 

on a short list of legitimate buyers and follow up to scheduled call to talk through their 

remaining questions. 

 

6. Tips to Sell Your Commercial Property Fast 

 



The process of selling a commercial property can be long and arduous. Commercial 

properties typically sit on the market longer than their counterparts in the residential sector. 

Fortunately, there are several effective methods commercial property owners can use that 

will increase the likelihood of selling the property, at an optimal price point in a shorter 

amount of time. 

Here are five effective ways to sell your commercial property fast: 

Set Your Asking Price Appropriately 

Property valuation services can provide accurate estimates of the maximum amount you 

should list your property for and offer strategic advice on how to market it. Pricing a 

commercial property too high will not only diminish its appeal but also lengthen the time it 

takes to sell it. When setting a price, as the owner, you should always consider the 

importance of ensuring the asking prices are based on comparable sales of similar properties 

from recent months. 

Utilize Social Media 

 

If you’re not using social media to its fullest extent when marketing your commercial 

property, then you should immediately change that. Sites like Facebook and Twitter have 

become crucial advertising tools for all types of businesses since they allow owners to target 

their audience with ease. Social media allows users to track the success of their online 

campaigns, and learn about the habits of customers who visit their profiles. 

You can utilize similar strategies when selling a commercial property by creating an 

appealing profile that features lots of images of the property. Include information about 

what types of businesses it’s best-suited for, and why people should purchase it, so future 



buyers will be curious enough to request a showing. Utilizing social media during the listing 

process will attract more serious buyers who are more likely to make a fair offer. 

Get Rid of Unnecessary Items in the Property 

When Cincinnati commercial real estate companies are trying to sell a commercial property 

as fast as possible, you must take out anything that isn’t necessary for its intended use and 

clean up the place to look attractive to buyers. You want future buyers who come through 

your space to envision themselves working or living in there, not wondering why they’re 

looking at displays from previous tenants. Removing decor items and cleaning up will help 

potential buyers envision their business when settling in such prime real estate. 

Ensure You Have All Paperwork Together & Ready to Go 

 

Many owners forget to get all paperwork together and ready for the new buyer. This 

includes ownership papers, permits, and certifications that will impact their future business 

operations. Not having this paperwork ready can scare off serious buyers because they will 

worry they’re going to have to spend extra time and money getting necessary permits. Also, 

having incomplete or misrepresented paperwork is a huge red flag for future buyers because 

it can lead to legal battles once the sale is completed. 

List the Property in For Sale By Owner Websites 

Listing your property on one or several FSBO websites will allow you to advertise your 

commercial property for sale faster since it broadens the pool of possible buyers and helps 

determine the market value of a real estate in a specific area with ease. 

For Sale By Owner websites have become a popular choice among commercial property 

owners looking to sell quickly because they are open to all types of buyers. Since these sites 



do not charge a fee to post properties for sale, they allow owners to list their spaces at the 

lowest possible price to attract more serious buyers. 

 

Conclusion 

Investors are now considering commercial real estate investment for making good profit. So, 

if you have a good amount of money that you can invest, then commercial real estate can be 

a better option for you. So, now you will definitely have a better idea about selling a 

commercial property at the best price. If you don’t have knowledge about the real estate 

market of Sydney, then this guide can be the best option for you. Read the entire guide 

carefully and know more about the process and find out the right customer for your 

commercial property. All the best! 
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