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About Andrew Reece

• 49 years of age, married with 2 children & 1 dog.

• CPA – Bachelor of Business, in accounting.

• 1991 to 1995 – Taxation Accountant.

• 1995 to 1996 – Accountant for 25 Real Estate Agents.

• 1996 to 1998 – RE/MAX of Australia Corporate Team.

• 1998 to 2011 – Partner of prorentals.com.au

• 2011  – Started InspectRealEstate a property software business



How Plane Travel is similar to 
a Property Management Business

1. Flight plans = to know where your going.

2. Require = choice of air craft, size and capacity.

3. Number of Crew = Staff.

4. Number of passengers to hold = your clients.

5. Captain = You.

6. Fuel = Service, Resources and systems.

www.inspectrealestate.com.au/Training/agentrainmaker2019



About prorentals.com.au

• Started with 31 purchased managements, Nov 1998

• Owned by James Chalmers & Andrew Reece.

• 100% Focused on Property Management. (No Sales)

• Portfolio based Property Management.

• Internally developed software system..

• Late 2010 sold 1,756 management rights.

www.inspectrealestate.com.au/Training/agentrainmaker2019



prorentals.com.au Structure – 3 Team Members
(Up to 180 properties)

www.inspectrealestate.com.au/Training/agentrainmaker2019



prorentals.com.au Structure – 5 Team Members
(Up to 180 properties)



prorentals.com.au Structure – 30 Team Members
(900 to 1,750 properties)



Functions of a prorentals.com.au
Property Manager

• Portfolio based with single point of contact.
• Ultimately responsible for all outcomes of the property.

www.inspectrealestate.com.au/Training/agentrainmaker2019



THE FLIGHT OF
prorentals.com.au

A Flight Plan

B Growth

C Flying

D Landing

EXIT	PLAN
FLOAT	WITH	

10,000	PROPERTIES

FOCUS	ON	PROFIT

EXIT/CLOSE

Add the change in ”capital value” to your operating profit



A = Flight Plan = Goal

What is your Goal?

How Do you Set your Goals?

You Must have Deadline to Achieve it



Bell Ringers

Flight	of prorentals - Top	10	Bell	Ringers
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Question…
Why do we grow, buy and sell rent rolls? 

For 12 years we
Grown, Purchased & Sold 

our rent roll.



Answer: The value of your time

• Please draw a straight line

BORN

0

DIE

56

• What percentage of your life have you lived?

• What percentage remains?

49



Your Retirement

•  Wealth is a person’s ability to survive so many number
of days forward… or if I stopped working today, how long
could I survive? 

• I could now measure how much money your money is 
making and, therefore, your financial survivability.

• Wealth is the measure of the cash flow from the asset 
column compared with the expense column.
(PG 80, ‘Rich Dad, Poor Dad’ – Robert Kiyosaki)

www.inspectrealestate.com.au/Training/agentrainmaker2019



DESIRED	INCOME NET	ASSETS
$30,000	pa	=	 $450,000	@	6.66%
$60,000	pa	=	 $900,000	@	6.66%
$90,000	pa	=	 $1,350,000	@	6.66%

$120,000	pa	=	 $1,800,000	@	6.66%

How much do you need to retire?

•  I require, 15 times my annual desired income 
in NET assets, producing a 6.66% return.



How much do you need to retire?

Bell Ringer 01
To	be	financially	independent	I	
require	15	times	my	annual	
desired	income	in	NET	assets,	
producing	a	6.66%	return



How much do you need to retire?

•  Rent Rolls give us the opportunity to build that NET ASSET 
and become Financially Independent. 

• www.inspectrealestate.com.au/calculators gives the online
tools to tailor make your own numbers.



Rent Roll Growth Calculator
www.inspectrealestate.com.au/calculators



This is your business Line

START TODAY EXIT

KEY TAGS

Set	Your	Goal

$	Dollars

To	be	Financially		Independent

With	$2M	or	500	Managements

You must have
a goal and
a deadline



Bell Ringer 02
To	be	able	to	clearly	state	your	

goal	&	make	all	business	
decisions	based	on	this	Goal



Profit or Growth

Decide which is Your Business Goal, to Maximise Growth or Maximise Profit

Add the change in ”capital value” to your operating profit



Bell Ringer 03
Are	you	a	profit	company	or	are	

you	a	growth	company?

The	answer	will	determine	how	
long	it	will	take	to	build	your	

castle



Capacity
Ready To Handle Growth?

• To grow you must have the resources already in place to 
handle the new business.  For example:  If your goal is to 
manage 100 more properties you must have in place now 
the people, the files, the computers, the desks, the key
tags, the phones and procedures.

• The test “are you Ready for Growth” is to go back to the 
office and say ‘Andrew gave me 100 new managements’,
if your team doesn’t jump for joy you may have a problem. 



TTT
If You Let Them, Get Them

Month New	
Managements

Let	to	
Win

Transfers

January	2010 48 42 6

February	2010 39 34 5

March		2010 40 29 11

April	2010 29 22 7

May	2010 32 15 17

June	2010 41 29 12

76% Let to Win

24% Transfers



Bell Ringer 04
Focus	your	energies	on	leasing	

property

76%	of	our	growth	came	from	
Vacant	Properties



Graph Capital Value Trend

Graph your capital value trend over time to see a forecasting pattern.

The below graph also includes Annual Income, Total Capital Value, 
Number of Properties and Average Rent



Constantly Improve

Do it better than last time!
• Make all decisions based around your goal

• The true competition is yourself

• Each month our “Primary Goal” is to beat the corresponding month from the previous year

• Record key statistics and numbers then, share these with the team!



Beat Previous Month

• Set targets to constantly improve (do it better than last 
time) E.g. “Beat Previous Month”



Bell Ringer 05
Set	targets	based	on	the

“+1	Theory”

Do	it	better	than	last	time



Encourage Rent Roll Growth By 
Focusing On 2 Areas:



Share your goals 
with your team 
and the world
You must have a deadline



THE FLIGHT OF
prorentals.com.au

A Flight Plan

B Growth

C Flying

D Landing

EXIT	PLAN
FLOAT	WITH	10,000	

PROPERTIES

FOCUS	ON	PROFIT

EXIT/CLOSE

Add the change in ”capital value” to your operating profit



B = Growth = Will be achieved
by your team

• Lead Generation

• Conversion

• People



GROWTH = LEAD GENERATION



If you’re not growing it’s either lead generation or a 
conversion problem

GENERATING	
MORE	LEADS1 CONVERTING	LEADS2

TOP	LEAD	SOURCES

1) Sales	Leads

- REA	Leads
- Auctions
- Sold	/	Referrals

2) Current	Owners	– Call	Nights

3) SEO

4) Multi	Property	Referrers	

5) Top	100	Follow	Up



CHANGING THE WAY INVESTOR LEADS ARE HANDLED

There Are 3 Main Categories Of Email Buyer Enquiries
Received From Right Move, Zoopla and other portals

IRE	BDM	
CUSTOMERS

The first
Home Buyer

The Investor

Property
to Sell



Contacting The Agent

IRE	BDM	
CUSTOMERS

The Investor / 
Buyers selects 
‘Email Agent’ 
on realestate 

websites



Auto Response To Possible Investor / Buyer

IRE	BDM	
CUSTOMERS

The Investor now 
receives an email 
and text message 

that contain an 
introduction and 

information about 
your property 
management 

services

Hi	Andrew,

We	have	received	your	enquiry	from	www.realestate.com.au regarding	the	property	
that	we	have	listed	for	sale	at	4/15	Castle	Street	Kedron.

Your	enquiry	has	been	forwarded	to	our	Award	Winning	sales	team	and	they	will	be	in	
touch	with	a	response	shortly.

Should	you	require	it	their	contact	details	are:

Matthew	Jabs
P:	07	3354	8000
M:	0422	294	272
E:	matthewjabs@eplace.com.au

In	the	meantime	I	would	like	to	introduce	myself.	My	name	is	Hayley	Enders	and	I	am	
the	Business	Development	Manager	for	Place	Estate	Agents,	my	job	is	to	help	buyers	like	
yourself.

If	you	are	looking	for	an	Investment	Property	to	purchase,	or	already	have	a	property	to	
rent	then	this	is	where	I	can	assist	as	your	selection	of	Property	Manager	is	crucial	to	the	
returns	you	will	receive.

I	have	attached	some	information	that	may	interest	you.

Our	AWARD	WINNING	team	would	be	more	than	happy	to	discuss	our	services,	policies	
and	procedures	with	you	at	a	date	suitable	to	you.

Warm	Regards,

Hayley	Enders
Business	Development	Manager
Place	Estate	Agents

Ask for the 
leads from 
your sales 
referral 
agents



Private Landlords

Meet private landlords 
at their next schedule 
viewing



Catching Leads At Source



E Growth

Call Scripts

Follow Up

Once leads have been captured, you can use the following script:

• Do they own an investment property

• Ask if they require assistance

• Offer them a free rental appraisal



E Growth

Follow Up

Call Nights

For 2 hours between 5PM and 7PM we call our current 
and previous clients and ask them for business

Reward the results in new management “NOT calls made”

Incentivise and reward owners to refer more properties 
with a ‘extra offer in a particular time frame that expires’.

Call the owners and then send them the Voucher or 
Discount Certificate

For example:
Call night and prize auction where team members could bid
with prorentals.com.au dollars they have earned from
generating leads in call nights



E Growth

Follow Up

Call Nights



E Growth

Follow Up

Call Nights



E Growth

Follow Up

Call Sheets



E Growth

• Track all Leads with a New Enquiry Form 

• Every new business call, every new business email 
that you receive, every new business walk-in enquiry, 
even the sniff of one needs to be completed with a 
‘New Listing Enquiry Form’.

• Reward for the most forms. 

For example:  Have a monthly competition as to who 
gets the most completed – the winner receives a 
prize.

• A copy of this is included in your packs. 

• HOW DID you find out about us ???

Growth: How To Track Your New Business Leads



Tracking & Follow Up

GROWTH = CONVERSION



Tracking & Follow Up

IRE	BDM	
CUSTOMERS

Status of 
the enquiry 
and follow 
up columns 
are attached 

to each 
prospective 

buyer



New Business:

• When can we meet?

• Why did you buy this property?

• How did you hear about us?

• Can you please authorise this document so I can start looking for a tenant for you today?

• Zero cost to users unless we find a tenant which means your approval

• Owning an investment property is like owning a rental car

• What page on Google do you stop looking?

• To protect your $400,000 asset, don’t make your decision based on $188 per year (or 1% Management fee difference)

($336 per week @ 52 weeks) @ 1%=$188 per year or 3.5 days rent

List of one liners



E Growth

• Demonstrate the quality of your work VS the work of your competitors.

Quality of Reports

STP / Listings Presentation



GROWTH = PEOPLE



ü The goal has been set
ü Capacity is ready
ü The boss is happy

Q: How to increase productivity
of your team by 46%?



Increase Productivity

46%



How do you motivate your Property Managers?

• To reduce arrears/rent outstanding

• To action maintenance fast

• Respond and Communicate quickly

• Focus on growth

• To care 

Motivation



How To
Increase Productivity

ANSWER:

ü Incentive Based Pay System

ü Our Property Managers were paid on a unique commission basis.
They were paid a percentage % of the Management Fees generated from their portfolio.

ü As an accountant on a fixed wage the more hours I worked the less I was paid per hour.



Incentive Based
Pay System

þ Property Managers are rewarded to 
minimise vacancy and maximise the 
rent.

þ Property Managers choose the 
number of properties they manage, 
as this determines their income.

Property	
Manager

Number	of	
Managements Average	Rent Average	Fee Your	Pay

PM	1 219 $444 7.6 $115,283

PM	2 205 $439 7.8 $109,505

PM	3 203 $442 7.5 $104,979

PM	4 192 $428 7.6 $97,427

PM	5 184 $418 7.4 $88,787

PM	6 158 $397 7.7 $75,346

PM	7 157 $421 7.7 $79,395

PM	8 149 $407 7.6 $71,898

PM	9 106 $411 7.4 $50,292

PM	10 94 $404 7.1 $42,062

PM	11 61 $415 7.7 $30,408

PM	12 33 $437 7.5 $16,872

PM	13 4 $320 8 $1,597

PM	14 0 $0 0 $0



Property Manager
Income Calculator

Visit the following link to use the
Property Manager Income Calculator and the 
Property Manager Income Generator

Please go to 

www.inspectrealestate.com.au/Training/agentrainmaker2019



Property Manager
Income Generator

IRE	BDM	
CUSTOMERS



Property Manager
Income Payments

Property Managers prepare their own 
monthly pays so they know how to 
increase it.

Add up all the management fees from PM 
Portfolio.

Actual Amount LESS GST $28,429 / 1.1 @ 
30% = PM is Paid $7,753

Day rate



PM Pay



PM Pay



Holiday Checklist



Property Management KPI’s



Weekly Cubicle Review

• To ensure Property Managers 
were delivering on their KPI’s,
we implemented weekly 
performance reviews



One Weeks Paid Work Experience
• Checklist was provided

• Team voted at the end of the week (Yes or No)

• If the team voted “Yes”, a 3 month trial was then 

offered

One Weeks Paid Work Experience



Three Month Trial Period

• For induction, offered a 3 Month Trial

• Checklists provided for team member to complete 

during their trial

• Covered all departments (Leasing, Administration,

New Business, Property Management)

Three Month Trial Period



New Business Induction Exam

The purpose of this test is to:

• Identify how well they have been trained

by you and your team

• What area’s need to have improved training

New Business Induction Exam



BDM KPI’s

• The actual position description

• Key Performance Indicators (KPI’s)

• Pay Sheets for our business 

development manager (BDM)

BDM KPI’s



Prorentals.com.au
Best Growth Tool

prorentals.com.au’s
BEST Growth Tool  and USP



Bell Ringer 06
Reward	the	activities	to	achieve	

the	results	you	want.
IE.	Pay	your	team	a	percentage



PLEASE STAND UP



THE FLIGHT OF
prorentals.com.au

A Flight Plan

B Growth

C Flying

D Landing

EXIT	PLAN
FLOAT	WITH	10,000	

PROPERTIES

FOCUS	ON	PROFIT

EXIT/CLOSE

Add the change in ”capital value” to your operating profit



C = Flying = Systems & Checklist

How to build, Train and keep things in Order



Training (TTT)

• TTT - Tuesday Training at Ten.

• ‘Do’ Meetings / Complete the Task Meetings.
- Rent Review Meetings.
- Owner Updates.

• Role Play
- All good chef’s taste their own food.
- Practise Makes Perfect.
- It is a ‘Listening’ Presentation not a Listing Presentation.
- Why did you buy this property?
(emotionally attached or business investment)

- Have you used a Property Manager before?



Record your training

Record your training



Leaving Checklist



Bell Ringer 07
Eventually	everyone	will	leave	

you…



Systems: Procedures Made Vacate Form

• Envelope lives at the reception counter

• The vacating tenant fills it out when they return the keys



Get Things Done

Do Meetings

A “Do Meeting” is a meeting where you do stuff

• 90 minute meetings

• Away from your desk

• During the meeting, tasks are completed – rather than discussed

Our meetings were Wednesday 2pm

From these, we created the following:

• Procedures

• Checklists

• Internal Forms



Bell Ringer 08
Set	a	“WEEKLY	DO	MEETING”

or	I	will	hit	you	with	

my	hammer..



Systems: How To Incentivise Your Admin Team

Conduct monthly ‘task bonus 
meetings’

• Meet with admin person once per month

• Discuss and set bonus for completion of 

certain tasks



Encourage Owners To Set A Price
That Will Find Tenants

Setup to rent 
At the listing, set the first price reduction

The Rule
If vacant for 10 days, requires a 10% price reduction

If listed at $400 per week, ten days of vacancy should be 
reduced to $360 per week.

Talk into percentage terms

Set the “Next Price”

• Ask your clients

“If we do not find a tenant by next week, what do 
you think the ‘next price’ should be?”

• This makes price reductions really easy (because you 
are giving one more week to try for the higher rent)



Bell Ringer 09
Educate	owners

“If	property	is	vacant	for	10	days

It	will	require	a	10%	price	
reduction”



Price Reduction:
• Tenant shop in price brackets – “between $360 and $395

• Kmart prices at $19.95 as it sounds cheaper

• The reason why an owner wants to charge $400 per week for rent is the same reason

as a tenant does not want to pay $400 per week 

• Your property is currently rented for $0 per week

• The only reason this property is vacant is the price, if it was $100 per week, it would be rented

List of one liners



Maximise Owner Returns

IRE	BDM	
CUSTOMERS

Top 10 hard to rent properties



My Five Daily Items

My 5 Items To Monitor Daily

1. Trust account bank reconciliation (actual 

real statement, not internet)

2. Daily arrears list – from 1 day and above

3. Vacancy or Rental List numbers

4. New Business Numbers

5. Special Project Report



Bell Ringer 10
Generate	a	daily	snapshot	to	

monitor	your	business	
performance.

..to	find	people	to	hit	with	your	
hammer



THE FLIGHT OF
prorentals.com.au

IRE	BDM	
CUSTOMERS

A Flight Plan

B Growth

C Flying

D Landing

EXIT	PLAN
FLOAT	WITH	10,000	

PROPERTIES

FOCUS	ON	PROFIT

EXIT/CLOSE

Add the change in ”capital value” to your operating profit



D = Landing = The Exit & Selling
the Business 

Cabin Crew prepare the Aircraft for Landing



THE SALE OF
prorentals.com.au

IRE	BDM	
CUSTOMERS



STAGE ONE
Decision Time

• Wanted my life back.

• Reasons to sell.

• Reasons not to sell.

• Options.



STAGE TWO
Getting Ready For Sale

• Scanning & tidying up all swinger files.
• Preparation of reports (rent, suburb, u/h, fee).
• Software Tracking and ePack Preparation.
• Track previous agent, owner will not go back.
• Selecting of professionals (broker/solicitor).
• Maybe sell small parcel first.
• Read and understand the contract.



STAGE THREE
Tell The Team

• Employment solicitor and staff agreement.
• Incentivise staff to stay.

• One Tuesday afternoon.

• Word got out.

• Weak team members leave.
• My job is not done, until the team ‘has 

jobs’. 



STAGE FOUR
Contract Signed

• 1,099 owners, 1,099 properties which 85% of PAMD’s were signed with Buyer Agents.

• 108 properties disputed or claimed on Retention.

• prorentals paid for 76% which 827 PAMD’s out of the max. total of 1,099 PAMD’s.

One Owner, One Property



STAGE FOUR
Contract Signed

• 35% of high priced PAMD’s did not 
transfer to the buyer agents.

• BUYER TIP:
Limit Purchase Price.

Limit Purchase Price



STAGE FIVE
Due Diligence, Finance Conditions

• Finance Delays. 
• All buyers eventually got the money.
• Finance Delays.
• Finance Delays.
• Finance Delays.



STAGE SIX
Time to Call Owners

• Internal Website. (Scripts, Role Plays, Training)
• 1700 reverse listing presentations in 2 months.

• PM can make first call, anybody can do it after that.

• Principal to make calls.

• Property Owners check out Buyers offices, websites
and brochures before changing.



STAGE SIX
Time to Call Owners



STAGE SIX
Time to Call Owners



STAGE SEVEN
Time to Panic

Everybody is
out to attack you



STAGE SEVEN
Time to Panic

Everybody is
out to attack you



STAGE EIGHT
Settlement

• Selection of buyers can impact sale.

• If staff go to buyers, much easier.

• Buyers didn’t front with money.

• 100% exposure with -your rent roll in new agents name.

• Owner expecting new agent to contact them.

• Tenants advise to pay rent new agent week out.

Bigger deposit once unconditional.



STAGE EIGHT
Settlement

SHOW ME THE 
MONEY ....

These Boxes hung 
around for Days 
Longer then they 
should of ???



STAGE TEN
What We Have Learnt

Paying for “Screw Ups”

QUESTION:
Have you Ever paid “Cash“

to owner for when you screwed up?



STAGE TEN
What We Have Learnt

Paying for “Screw Ups”

Paying for error corrections
of $20,993 resulted in sale
value of $320,806



STAGE TEN
What We Have Learnt

“Buying Rent Roll – Do they make Financial Sense”

QUESTION:
Does the Value of a Rent Roll purchased
1. Lose Capital value ?
2. Hold Capital value ?
3. Increase in Capital Value ? 



STAGE TEN
What We Have Learnt

“Buying Rent Roll – Do they make Financial Sense”

• We purchased 626 Rent Rolls from 9 Agents over 12 Years ( 400 in 
May 2005) for Total Acquisition value of $ 1,329,613

• By July 2010 we had remaining 263 of those purchased 
managements worth Capital value of $ 1,230,821

• We signed across to new Agents 245 PAMDs @ $ 1,154,909 

(Ex staff of old buyers stolen some back) 

Buying Rent Rolls make good
financial sense as the asset
holds value over the years.



STAGE TEN
What We Have Learnt

Push the rents higher = Capital value increase
Month/Year Average	

Rent
@	8%	Annual	
Income

Multiplier	 Capital	Value	

Apr-10 423 1,760 3 5,280
Apr-09 414 1,722 3 5,166
Apr-08 368 1,531 3 4,593
Apr-07 331 1,377 3 4,131
Apr-06 300 1,248 2.5 3,120
Apr-05 290 1,206 2.5 3,015
Apr-04 269 1,119 2 2,238
Apr-03 250 1,040 2 2,080
Apr-02 240 998 2 1,996
Apr-01 223 928 2 1,856
Apr-00 213 886 2 1,772

And see 
YOUR $ 
Income 
Grow 

FOCUS ON 
RENT 
REVIEWS

Increase the Rent on the Properties you Manage
= Increase Capital Value



Bell Ringers

Flight	of prorentals - Top	10	Bell	Ringers
1 To be financially independent I require 15 times my annual desired income in NET assets, 

producing a 6.66% return

2 To be able to clearly state your goal & make all business decisions based on this goal

3 Are you a profit or are you a growth company? The answer will determine how long it will
take to build your castle

4 Focus your energies on leasing property. 76% of our growth came from vacant properties

5 Set targets based on the “+1 Theory”. Do it better than last time

6 Reward the activities to achieve the results you want. ie pay your team a percentage

7 Eventually	everyone	will	leave	you

8 Set a “Weekly Do Meeting”

9 Educate owners “If property is vacant for 10 days, it will require a 10% price reduction

10 Generate a daily snapshot to monitor your business performance

11 When	buying a	rent	roll,	limit	purchase	price	per	management

12 Develop	a	“Working Together”	booklet,	highlighting	the	benefits

13 Paying	for	error	corrections of	$20,993	resulted	in	sale	value	of	$320,806

14 Buying	rent	rolls	make	good	financial	sense	as	the	asset	holds	value	over	the	years



So how do you have a successful flight
1. Set a goal – and then we made our decisions based around that goal 

2. Developed lots systems & software (based on our mistakes)

3. Incentivized the team to help us Achieve that goal (Paid them a % of Management)

4. Followed up the leads we had until they became clients

• Do you have goal & growth Charts on Display ?

• Do you have the capacity & systems in place to achieve this goal?

• Is your team motivated to achieve the same goal? 

• Are you following up all your current leads?	

So if you want a successful flight – you should ask yourself…



IRE	BDM	
CUSTOMERS



Thank You!

IRE	BDM	
CUSTOMERS

andrew@inspectrealestate.co.uk



ROL Rentals



ROL Rentals



ROL Rentals



Identifies
missing keys

Real-time
reconciliation

Alarm sounds when 
keys removed

Instant
Check-in

Highlights multiple 
check-outs

Key reservations


