
Full SDA payment calc — base, category, location, building type

Draft provider agreement: name, NDIS reg #, management fee,
vacancy clauses, other provider charges

Fixed-price build contract with completion date and LD clauses

Land contract — separate from build

Independent valuation (both as SDA and as standard residential)

Standard residential rental appraisal (your downside floor)

Active SDA participants in this SA3, by design category

Existing enrolled rooms, same category
Rooms under construction, same category

DSR ≥ 1.0 — participants ÷ (existing + building).
Below 1.0 = oversupplied

SDA Finder check — fewer than 30 vacant rooms within 20km in
same category

Indicative approval from a lender that does SDA — not
residential

Postcode confirmed not on lender's restricted list

LVR ≥ 60% at the offered rate (assume not 80%)

Rate, term, amortisation confirmed (often 15–20yr P&I, not 30)

Distance from metro/regional centre within lender limit (35km /
20km) (50km - Sydney)

Brochure: 100% occupancy, 100% RRC, 8% provider fee
Realistic: 75% occupancy, 80% RRC, 12% provider fee

Stress: 50% occupancy, 60% RRC, 15% provider fee

Reverts to standard residential — does the deal still work?
Land tax, SDA insurance loading, compliance maintenance,
10–15% PM

NDIS registration — current, verified at ndiscommission.gov.au

Properties currently managed (target: 50+)

Portfolio occupancy rate in writing (not "we usually fill them")

Waiting list for THIS category in THIS location, named

Transferability clause if provider fails or de-registers

Independent QS review of build contract
SDA build premium 20-25% over comparable standard
residential — not 50%+
Land valued at street comparables — no "SDA-suitable" premium

Timeline includes enrolment, not just build practical completion

Promoter names buyer pool in writing (SDA investor / owner-
occ / discount)

De-conversion cost estimate to standard residential

Land-value floor if building sold at near-zero residual

Conveyancer with prior SDA experience (most don't have it)
Accountant signs off on SDA depreciation, GST, "new residential"

SMSF + LRBA — trust deed permits, lender approves, ATO
position clear
Stamp duty, land tax, income flow modelled in chosen entity

The SDA Due Diligence Checklist for Investors

PROPERTY ADDRESS DESIGN CATEGORY PITCHED PRICE DATE / PROMOTER

DOCUMENTS01 The Numbers, In Writing NDIS DATA02 Local Demand vs Supply

Tick the box only when you have the answer
in writing. A verbal answer is not an answer.

HOW TO USE
Any unticked red box is a deal-breaker on its
own. No exceptions, no "we'll sort it later."

RED BOXES ARE CRITICAL
If the only people answering questions are the
promoter, builder, or provider, you have no
independent voice. Bring one.

WHO'S IN THE ROOM

WRITTEN, SPECIFIC03 Lender Pre-Approval FOUR SCENARIOS04 Cashflow Stress Test

SINGLE POINT OF FAILURE05 Provider Diligence QS REVIEW06 Build & Land Reality

YEAR 5–1007 Exit Path INDEPENDENT ONLY08 Legal, Tax, Structure

✕   DSR below 1.0 in this design category
✕   Postcode on any lender's restricted list
✕   Provider less than 3 years operating, under 50 properties
✕   Build premium over 30% above standard residential
✕   Promoter commission over 6% of property value

✕   30+ vacant rooms within 20km, same category
✕   LVR offered below 60%
✕   No fixed-price build contract
✕   Standard rent floor below 60% of SDA cashflow
✕   Pressure to sign before independent advice

STOP

Walk away. Today. No follow-up.

“ You are not buying a house. You are buying a niche commercial cashflow tied to one government
scheme, one provider, and one or two tenants. Price the deal to that reality, not to the brochure.”

If OTP:

https://ndiscommission.gov.au/
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