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agenda

Introduction	N icholas Collishaw, Managing Director

Development Strategy Presentation	 Brett Draffen, CEO Development

	D avid Rees, Head of Research and  
Residential Market Update	C onsulting, Jones Lang LaSalle

NSW residential asset tour
>	71 Macquarie Street, CBD
>	ERA, Pacific Place, Chatswood
>	Harold Park, Glebe
>	Green Square Town Centre, Green Square
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agenda

1	 Mirvac’s Development Business
>	Residential
>	Commercial

2	Impaired inventory update

3	Drivers to 2014
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mirvac’s development Business

Residential Development Commercial  Development
High Density = Apartments
Low Density = Houses and Land

Office, Industrial, Retail80% 1 20% 1

Mirvac’s Development business is focussed on driving 
returns to sustainable levels whilst managing risk

An integrated development platform with a 39 year history

1)	T arget EBIT through cycle.
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strengths of 
mirvac’s residential 
and commercial 
development 
business
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Enhanced returns from integrated platform

Costs and time savings flow straight to Mirvac’s gross margin

>	I ntellectual property retained internally
>	F ull process control allows adaptability and accurate costing

>	Acquisitions
>	Planning managed
>	Confidence in planning outcomes
>	Ability to access major infill sites

>	Lower costs
>	National procurement
>	Subcontract tender cover
>	Innovation with materials
>	Economies of scale

>	Partnerships
>	Drives ROA improvement
>	Fee income
>	De-risk large land holdings

>	S tandardisation to lower costs
>	S peed to market – Chatswood 9 weeks 1

RISK return

ACQUISITION design development construction
sales & 
marketing / 
leasing

Strong relationships

key stakeholders Suppliers Institutional investors 

mirvac’s development Business
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1)	S tate Government approval for development to release to market.
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Variety of capital efficient structures:

Wholesale 
Partnerships

Definition Capital partnership with small number of investors for development, with 
development delivery by Mirvac provided for fees  and share in equity profits

Benefits Improved ROA, fees

Example MWRDP

Structured 
Land Payments

Definition Time efficient method of staged terms for acquisition of land 
for development assets

Benefits Improved IRR, Improved ROA

Example Eastern Golf Course, VIC

PDA Definition Provision of development services by Mirvac for a return without 
the transfer of title from the owner, who retains a long term interest

Benefits Improved IRR, access to strategic sites, Fees

Example Elizabeth Hills, NSW

Joint Venture Definition Undertaking a development in a defined partnership with a  co-investor

Benefits Improved ROA, fees 

Example Burswood, WA
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mirvac’s development Business

of total 
development 
capital35%
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Rigorous acquisition process reduces risk:

>	 Multi stage review process

>	F easibility studies not reliant 
on price escalation

>	T op down & bottom up 
research

>	R eturn hurdles of average 
18% IRR

>	P rojects targeted with 
confidence in planning 
outcomes

>	O ptimised capital allocation

State CEO & National CEO
high level review

New Business Team

New Business Team finalises
Approval to Purchase

National Product Review
(review by National Development Excomm)

Development Approval
Committee (DAC)

Executive Leadership Team
(ELT)

Board
(if required)

IF APPROVED

IF APPROVED

IF APPROVED

IF APPROVED

IF REJECTEDSUBMITTED

SUBMITTED

IF REJECTED

IF REJECTED

IF REJECTED

IF REJECTED

PROJECT PROCEEDS

mirvac’s development Business
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Acquisitions illustrate rigorous process:

Project Location Type Lots
Settlements 

from Why is this a good acquisition for development?

Harold Park NSW Apartment 1,250 FY14 >	Unique major infill development opportunity
>	Iconic inner city site
>	FY14 settlements

New Brighton NSW Land/Housing 257 FY14 >	Capital efficient PDA structure
>	Increased exposure to NSW market
>	FY14 settlements

71 Macquarie Street NSW Apartment Approx 
100

TBA >	Return to one of Mirvac’s key brand strengths — delivering premium apartments on 
iconic inner city site

>	Build on success of Quay Grand apartment project
>	Allows the hotels business to leverage off developments

Green Square 
Town Centre

NSW Apartment 1,500 FY17 >	Capital efficient PDA structure
>	Unique location — town centre for the southern Sydney corridor
>	Multi generational project

Hamilton QLD Apartment 582 FY14 >	Increased exposure to the affordable market
>	ULDA jurisdiction (ability to fast track approvals)
>	FY14 settlements

Eastern Golf Course VIC Land/Housing 621 FY15 >	Unique major infill development opportunity 
>	Iconic Melbourne’s Eastern suburbs site
>	Favourable terms and returns

Old Treasury Building WA Commercial N/A FY15 >	Increased commercial exposure to Perth CBD
>	Delivering 50% of a premium asset to MPT
>	Secure 25 year lease with the WA government

Total Approx 4,310

mirvac’s development Business
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restocking for future earnings
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80%
residential = 

apartments, 
Houses and land
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strengths of 
mirvac’s residential 
development 
business
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Product diversity lowers risk 1

residential development

Ability to drive returns in a flat macro market
>	 Better access to capital
>	N ational procurement
>	 Brand drives pre-sales and price premium
>	I ncreased market share
>	C onservative assumptions via acquisition process
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Superior brand leveraged

Higher pre-
sales 

Price 
premium 
achieved

Repeat 
customers$

60% 23% 17%
apartments land houses

1)	 Mirvac’s share of revenue as at 31 December 2010.
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residential development

Geographic diversity 1 Short term skew to NSW

FY12
NSW
QLD
VIC
WA

FY13 FY14 FY15
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settlement management

>	Robust sales contracts from 39 years of experience
>	Default rates average 3% medium term
>	Contracts “full recourse” and unconditional
>	Sales and marketing team employed and trained in-house

1)	F orecast EBIT.
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Wholesale Partnership

Fee Stream

residential development
High Density = Apartments

Profile of high density
>	High barriers to entry

>	Acceptable risk  
return profile

>	Larger quantum of return

>	More capital intensive

>	Longer cash conversion 
cycle — Approximately 
2-3 years

>	Complex skill set

>	Pre-sale for de risking
(70.0%)

(50.0%)

(30.0%)

(10.0%)

0.0%

10.0%

30.0%

50.0%

Month 6
DA Submitted

Planning & Design
(9 Months)

Marketing
(6 Months)

Construction
(20 Months)

Month 12
DA Approved

Month 15
Construction Commences

Month 35
Practical

Completion

Settlement
(6 Months)

Land
Payment

Internal
Design Phase

Council 
Approval Phase

Civils, Carparks &
Basement WorksSales

Settlement of
Presold Stock

Finishing of
Lower Levels

Finishing of
UpperLevels

Settlement of
Unsold Stock

C
U
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Generic Profile — Single Stage, 200 Unit Apartment

Initial Marketing
& Pre-release

Cost based fees – billed for design, marketing and construction costs Revenue based fees

MGR share of equity profits 
recognised on settlement

MGR share of equity accounted sales 
and marketing expenses

Cost based fees – billed for design, marketing and construction costs Revenue based fees

50% of equity profits 
recognised on settlement

50% of equity accounted sales and 
marketing expenses

Cost based fees – billed for design, marketing and construction costs Revenue based fees

MGR share of equity profits 
recognised on settlement

100% of profit recognised 
on settlement

MGR share of equity accounted sales 
and marketing expenses

Marketing 
Expensed

Sales Commissions 
Expensed

100% Project

Profit & Loss Impact

PDA

Fee Stream

50% Joint Venture

Fee Stream
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residential development
High Density = Apartments

Strict location criteria Capital city focus

Generational projects Multi stage – product adaptation and overhead savings

Planning Planning visibility sought pre acquisition 

Specialised skill set Strong track record and integrated model

skew to mid market >	Less cyclical
>	Deeper market
>	Government requires supply from urban high density
>	Generational preference shift to high density 
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residential development
High Density = Apartments

Less Competition Exit of peers

Pre-sales >	Brand — 39 year track record
>	Construction subject to internal pre-sales limits
>	Strong customer network – VIP Database

Recent acquisitions Harold Park, NSW 
Green Square, NSW 
Hamilton, QLD
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FY01 FY02 FY03 FY04 FY05 FY06 FY07 FY08 FY09 FY10 FY11 1

Presales — Historic 10yr Profile

$0.0

$0.2

$0.4

$0.6

$0.8

$1.0

$1.2

$1.4bn

1)	A s at 12 May 2011.
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Case Study —
High density

ERA, Pacific Place, Chatswood, nsw

Project detail:
Site acquired
>	D ecember 2000

Delivered 
>	 42 story building containing 295 apartments, 

4,900sqm of office space

Timing 
>	C onstruction period of three years beginning in July 2011

Forecast project IRR 
>	G reater than 18%

Integrated model at work
>	T he Development Division received State Government 

approval for the project in early March 2011, and in 
nine weeks Mirvac Development, Mirvac Construction, 
Mirvac Design and Mirvac Sales and Marketing released 
and sold 94% 1 of the 295 lot apartment tower

1)	A s at 11 May 2011.
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low density = 
houses and land
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residential development
Low Density = Houses and Land

Profile of low density

Wholesale Partnership

Fee Stream

(80.0%)

(40.0%)

0.0%

40.0%

80.0%

Month 6
DA Submitted

Planning & Design
(24 Months)

Civils & Settlements
(Continues for Remainder of Project)

Month 24
DA Approved

Month 36
First Settlement

Sales

Staged
Land Payment

Internal
Design
Phase

Nogotiations
between
Council 

Authorities

Initial Civils
& Infrastructure

Settlement
Period

Period of
Civil Works Indicative Profile

of Each Stage

Break
Even Point

First Profit Recognition

C
U

M
U

L
A

T
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E
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A
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H
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L
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W

Generic Profile - Multi Stage, 1,000 Lot Masterplanned Community

Cost based fees

Cost based fees

Cost based fees

Revenue & Cost based fees

Revenue & Cost based fees

Revenue & Cost based fees

MGR share of equity profits recognised on settlement

50% of equity profits recognised on settlement

MGR share of equity profits recognised on settlement

100% of profit recognised on settlement

Marketing 
Expenses

Marketing 
Expenses

Marketing 
Expenses

Marketing 
Expenses

100% Project

Profit & Loss Impact

PDA

Fee Stream

50% Joint Venture

Fee Stream

>	Lower capital commitment

>	Smoother earnings

>	Delivery less complicated

>	Flexibility of stock and staging

>	Shorter cash conversion cycle 
— Approximately 6-12 months

>	Risk in planning at acquisition
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key stakeholder 
Relationships

Acquisitions and planning

Planning experience In-house through Mirvac Design

House design capability >	Smaller lots rely on House and Land packaged solution

>	Greater yield per site – Zipper lots

> Design excellence = flexibility

Recent acquisitions Eastern Golf Course, VIC  
Newbrighton Golf Course, NSW 
Rockbank, VIC 1 

residential development
Low Density = Houses and Land
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1)	 Joint venture.
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Case Study —
Low density

Project detail:
Site acquired
>	PDA  agreed with Landcom in September 2007
>	S ite purchased outright from Landcom in December 2010

Delivered 
>	A pproximately 474 lots in 6 Stages — Land, 

House and land packages and speculative product

Timing 
>	D ue for completion in mid-late 2013

Forecast project IRR 
>	G reater than 18%

Integrated model at work
>	 Mirvac Design created the masterplan and delivered design, 

approval and construction documents for housing
>	 Mirvac Constructions co-ordinated infrastructure 

and house build
>	 Mirvac Sales and Marketing sold the product
>	 Mirvac Development managed the development process 
>	T his allows Mirvac to respond to market trends such as small 

lots and speed of project delivery to market

middleton grange, NSW
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Combining High + Low 
Density Projects

Diversification >	Different demand drivers across products
—	High Density: Government requires supply from urban high density 

urban supply to meet population growth
—	Low Density: First home buyers and upgraders

balance cash flows Long lead times of high density balanced with faster delivery from low 
density

Reduces volatility 
of earnings

Large contributions offset by smaller stable volume

Staff Multi skilled workforce

S
y

n
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r
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s

FY12 FY13 FY14

House/Land
ERA Chatswood
Harold Park
Rhodes Waterside

Endeavour

NSW Projects Profile 1

Endeavour

Middleton Grange
Elizabeth Hills

Hoxton Park residential

Endeavour

Rhodes ELINYA 
& WATER’S EDGE 

Rhodes PINNACLE

Harold Park

Chatswood
ERA

1)	  Mirvac’s share of forecast revenue.
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Commercial  development

20%
Office 
retail 

industrial
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Commercial  development

Profile of commercial development

Office >	Mid to high rise, predominantly CBD locations
>	Complex skill set 
>	Longer time to delivery
>	Capital intensive 
>	Pre-sale/lease to de-risk
Example: 8 Chifley Square, NSW; Old Treasury Building, WA

Retail >	Opportunities from residential inventory
>	Complex skill set 
>	Medium time to delivery
>	Capital intensive 
>	Pre-sale/lease to de-risk
Example: Stanhope Gardens, NSW; Orion Springfield Town Centre, QLD

Industrial > Leverage relationships for selected opportunities
>	Shorter time to deliver
>	Less capital intensive
>	Pre-sale/lease to de-risk
Example: Hoxton Park, NSW; Nexus Industrial Park, NSW
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Commercial  development

Integrated model benefits >	Rapid and efficient response to opportunities and 
market demands

>	Full process control allows adaptability and accurate costing

Transferable skill set Multi skilled workforce can shift across project types 
(e.g. apartments)

Delivery of product to MPT Quality, time and cost benefits – better than market yields

Relationships Value creation through part share sell down to partners — 
Common goal driving profit maximisation

Mirvac’s strengths

>	Commercial developments delivered at cost to MPT
>	Part share asset sell down provides earnings to Development Division
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Case Study —
Commercial  development

Project detail
Site acquired
>	Acquired former Hoxton Park Airport in July 2010

Deliverables
>	Circa 140,000 sqm of industrial space and houses 

two major distribution centres
>	100 per cent pre-leased to Woolworths Limited 

Timing
>	Completion of the Dick Smith distribution facility anticipated 

August 2011 — 5 months ahead of program, completion of the 
BIG W distribution facility in December 2011 —  3 months 
ahead of program 

Forecast project IRR 
>	Greater than 18%

Integrated model at work
>	Project involved resources from all departments within Mirvac; 

Development, Design, Investment and Corporate Services teams, 
working together to maximise this opportunity for Mirvac 

Hoxton Distribution Centre, NSW
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impaired 
inventory 
update
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Impaired inventory update

>	 Mirvac remain confident that there 
are no current outstanding provisions 
to carrying value

>	T he exception remains Tennyson Reach 
(Carrying value $80.8m), was adversely 
affected by the Queensland floods. 
As soon as Mirvac has a reasonable 
basis to forecast the impact of these 
events, the Group will inform the market 
if the impact is assessed to be material

Progress of Englobo sales ahead of schedule:

Project	T arget sales dates	U pdate

Dianella, WA	 June 2011	O n track — terms agreed, sales date in line with forecast

Magenta Shores, NSW	S eptember 2011	O n track — terms agreed, sales date in line with forecast

Brendale, QLD	D ecember 2011	O n track — marketing underway

The Royal, Stage 2, NSW	 January 2012	O n track — marketing underway

Bridgewater, WA	N ovember 2012 	O n track — marketing campaign to be undertaken in FY12

$0

$50

$100

$150

FY11 FY12 FY13 FY14 FY15

$200

$250

$300

$350m

Provision release roll off 1 

Build Out Release 

Q311 Projected Provision Balance 
Previous Projected Provision Balance 

Englobo Release

1)	  Based on forecast revenue, market conditions, expenditure, and interest cover over project life.

F
or

 p
er

so
na

l u
se

 o
nl

y



MIRVAC    development    17 May 2011 page 30

drivers 
to 2014
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Drivers to 2014

>	New acquisitions will provide material incremental impact on FY14 returns

1)	G ross margin = (Revenue – cost of goods sold)/Revenue.

impact of recent acquisitions:

$0.0

$0.2

$0.4

$0.6

Dec 10 Dec 11 Dec 12 Dec 13 Dec 14

$0.8

$1.0

$1.2

$1.4bn

5 Year Net Inventory Profile 

New & Fast Tracked (as at 17 May 2011) Existing 
Provisioned New & Fast Tracked as at 1H11 

Average Margin 18%-22%
Now includes 2H11 acquisitions:
Chatswood, Eastern Golf Club, Old Treasury      

Average Margin 15%-20%
Laureate / Waverley Park
Middleton Grange   Average Margin <5%

Newcastle / Magenta
The Point, Mandurah   
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pre-sales is a key competitive advantage for mirvac

2008 – 2010 2011 – 2012 2013 

>	$285m of pre-sold revenue at May 2011 represents approximately 25% 
of FY14 forecast development revenue

>	Potential to supplement this via Harold Park and Hamilton releases expected 
by calendar year end 2011

Process improvement Transition Deliver sustainable 
earnings growth

>	$40m overhead cost savings
>	Centralise Mirvac Design
>	Further improve acquisitions 

process

>	Acquisitions recommence
>	Englobo sales + build out
>	Capital recycling
>	Re-activate commercial 

development
>	Build up pre-sales

>	Significant apartment 
completions: Chatswood, 
NSW, Harold Park, NSW, 
Hamilton, QLD

>	Diversify capital and geography
>	Commercial development 

providing meaningful EBIT 
contributions

Drivers to 2014
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summary

>	Integrated platform allows flexibility 
and adaptability

>	Superior brand delivers pre-sales
>	Diversified across geography, 
product and capital structure

>	Very strong pre-sales — $1.1bn
>	Acquisitions and portfolio profile 
deliver for FY14

>	Transition on track for provision 
projects and englobo sales

on track for fy14

= Right model

= �sustainable 
returns
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DISCLAIMER AND 
IMPORTANT NOTICE

Mirvac Group comprises Mirvac Limited ABN 92 003 280 699 and Mirvac Property 
Trust ARSN 086 780 645. This presentation (“Presentation”) has been prepared 
by Mirvac Limited and Mirvac Funds Limited (ABN 70 002 561 640, AFSL number 
233121) as the responsible entity of Mirvac Property Trust (collectively “Mirvac” or 
“the Group”). Mirvac Limited is the issuer of Mirvac Limited ordinary shares and 
Mirvac Funds Limited is the issuer of Mirvac Property Trust ordinary units, which 
are stapled together as Mirvac Group stapled securities. All dollar values are in 
Australian dollars (A$).

The information contained in this Presentation has been obtained from or based 
on sources believed by Mirvac to be reliable. To the maximum extent permitted by 
law, Mirvac, its affiliates, officers, employees, agents and advisors do not make any 
warranty, express or implied, as to the currency, accuracy, reliability or completeness 
of the information in this Presentation or that the information is suitable for 
your intended use and disclaim all responsibility and liability for the information 
(including, without limitation, liability for negligence).

This Presentation is not financial advice or a recommendation to acquire Mirvac 
stapled securities and has been prepared without taking into account the objectives, 
financial situation or needs of individuals. 

To the extent that any general financial product advice in respect of the acquisition 
of Mirvac Property Trust units as a component of Mirvac stapled securities is 
provided in this Presentation, it is provided by Mirvac Funds Limited. Mirvac Funds 
Limited and its related bodies corporate, and their associates, will not receive any 
remuneration or benefits in connection with that advice. Directors and employees 
of Mirvac Funds Limited do not receive specific payments of commissions for the 
authorised services provided under its Australian Financial Services Licence. They 
do receive salaries and may also be entitled to receive bonuses, depending upon 
performance. Mirvac Funds Limited is a wholly owned subsidiary of Mirvac Limited.

This Presentation contains certain “forward looking” statements. The words 
“anticipated”, “expected”, “projections”, “forecast”, “estimates”, “could”, “may”, 
“target”, “consider” and “will” and other similar expressions are intended to identify 
forward looking statements. Forward looking statements, opinions and estimates 
provided in this Presentation are based on assumptions and contingencies which 
are subject to change without notice, as are statements about market and industry 
trends, which are based on interpretations of current market conditions. Forward-
looking statements including projections, indications or guidance on future earnings 
or financial position and estimates are provided as a general guide only and should 
not be relied upon as an indication or guarantee of future performance. There 
can be no assurance that actual outcomes will not differ materially from these 
statements. To the full extent permitted by law, Mirvac Group and its directors, 
officers, employees, advisers, agents and intermediaries disclaim any obligation or 
undertaking to release any updates or revisions to the information to reflect any 
change in expectations or assumptions.

Past performance information given in this Presentation is given for illustrative 
purposes only and should not be relied upon as (and is not) an indication of 
future performance.

Where necessary, comparative information has been reclassified to achieve 
consistency in disclosure with current year amounts and other disclosures.

This Presentation is not an offer or an invitation to acquire Mirvac stapled securities 
or any other financial products and is not a prospectus, product disclosure 
statement or other offering document under Australian law or any other law. 
It is for information purposes only.
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