
      

 

 

12 November 2024 

 
Immediate release to the ASX 

 
Lifestyle Communities® (ASX: LIC) releases the attached Managing Director and Chair presentation      
for the Annual General Meeting to be held today at 9.00am (Melbourne time). 
 
Authorised for lodgement by the Board.  For further information please contact:  
 
James Kelly  
Managing Director 
Ph: (03) 9682 2249 
Email: james.kelly@lifestylecommunities.com.au 
 

About Lifestyle Communities 
Based in Melbourne, Victoria, Lifestyle Communities develops, owns and manages affordable independent living 
residential land lease communities.  Lifestyle Communities has thirty-three residential land lease communities 
under contract, in planning, in development, or under management.  
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Annual General Meeting
12 November 2024
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New homeowners at 
Lifestyle Riverfield

Managing Director 
— James Kelly

PRESENTATION

1Managing Director — James Kelly
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FY24 in review

• Low consumer confidence, driven by elevated inflation and 

multiple interest rate rises, resulted in deteriorating conditions in 

the Victorian property market progressively throughout FY24

• Post covid cost increases in the construction industry put upward 

pressure on prices at a time when median house prices were flat 

or declining in most catchments

• Operating Profit decreased 25.7% from $71.1m in FY23 to 

$52.9m in FY24 as a function of lower settlements and increased 

marketing costs for new projects

• New home settlements in FY24 were 311 (FY23: 356). Established 

home settlements were 151 (FY23: 178)

• Established communities continued to perform well — revenue 

from Community management increased by 16% from 

$47.2m to $54.7m

• Completed a $275m equity raise to provide balance sheet 

strength through the cycle, and additional funds to support future 

land acquisitions and growth

• Overall, it was a reasonable result in a challenging year

Growing annuity income streams
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1. CAGR refers to the Cumulative Average Growth Rate

2Managing Director — James Kelly

Life. Unlimited.Lifestyle Communities®

F
or

 p
er

so
na

l u
se

 o
nl

y



FY25 trading update — 
YTD 31 October 2024 1

• 92 new home settlements (FY24: 64)

• 42 established home settlements (FY24: 51)

• Consumer sentiment has been damaged by media coverage which has 

had an impact on sales and cancellations

• We have continued to make sales but have seen an increase in 

cancellations:

 – 89 new home sales 

 – 64 cancellations

 – 25 net new home sales added to the pipeline

• Targeted pricing of inventory will reduce gross margin achieved per sale

• No new land contracts signed during the period

1. YTD trading results are unaudited.  FY24 comparatives relate to the prior corresponding period ended 31 October 2023.

Fireplace at Lifestyle Woodlea

Managing Director — James Kelly

Life. Unlimited.Lifestyle Communities®
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Lead indicators

Monthly new leads

Gross sales per month

Appointments for the month

Cancellations
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Media coverage commenced

Media coverage commenced

Media coverage commenced

Media coverage commenced

• It is clear the adverse media coverage has impacted our lead indicators, sales rates, and deposit cancellations

• Pleasingly, conversion rates from appointment to sale are largely consistent with where they were prior to the media coverage

• We believe this is a testament to the quality of Lifestyle’s offering and the customer experience we deliver

• Lifestyle’s key challenge from here is to convince new customers to look past the media coverage, and visit one of our 

communities to see the offer for themselves

4Managing Director — James Kelly
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Restoring Lifestyle’s reputation — a key priority

• There is no doubt our reputation has been damaged by recent 

media coverage

• The vast majority of our 5,500+ homeowners have expressed their 

disappointment at the way the business has been portrayed, which was 

not representative of their lived experience

• We have a number of initiatives in place to restore our reputation:

 – regularly communicating and engaging with our customers directly

 – appointed an independent PR firm to help us challenge the myths 

and inaccuracies in the media reporting

 – interacting with potential future customers directly through social 

media, press, and public forums

 – sharing positive experiences and success stories of our 

existing homeowners

 – actions not ads: demonstrating our continued commitment to our 

customers in all aspects of their journey with us

• We are cognisant that repairing this reputational damage may 

take some time

“Complete Life Change”
Hear from our Homeowners

https://youtu.be/j144oySAcTI?si=TvOmalBfJO4eMPQ1

The media coverage largely focused on exit fees without 
considering the lower entry price that our homeowners 
typically pay, nor the other benefits we offer.

We have always preferred the DMF model because it 
lowers the upfront entry cost for people buying into one of 
our communities. This enables customers to release more 
equity to supplement their lifestyle. Capital gains made over 
time typically assist with paying the DMF.

5Managing Director — James Kelly
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Farewell and thank you for your support
Life. Unlimited.Lifestyle Communities®
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Chair — David Blight
OVERVIEW

Life. Unlimited.Lifestyle Communities®
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FY25 — A transition year

Ageing Population
(meeting the Gen X)

First Home Buyers
(buy our customers homes)

Economic Environment
(continues to challenge)

Property Market – 
outer suburbs

(impacted by interest 
rates and low consumer 

confidence)

Macro tailwinds remain supportive 
over the medium term …

… but short-term challenges persist.

• Market environment in Victoria remains challenging — 

impacted by interest rates and state taxes

• Conditions are expected to remain challenging for the 

remainder of FY25.  Compounded for Lifestyle as a result of 

recent media coverage

• Management is taking proactive steps to adjust the cost 

base and reduce development spend to match reduced 

activity levels

• Focus is currently on restoring reputation to improve sales, 

strengthening the balance sheet, resolving the VCAT dispute, 

and managing the CEO transition

• Board renewal continues:

 – Chair transition complete

 – JoAnne Stephenson appointed to the Board

 – Currently searching for another Independent Non- 

Executive Director

• Managing Director’s retirement:

 – an executive search firm has been engaged and 

commenced a search process for a replacement CEO

 – retention plan in place for members of the leadership team 

to ensure stability through the transition

8Chair — David Blight
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Independent review

• As part of our response to the media coverage, an independent 

expert was appointed to review the fairness of our sales processes 

and customer disclosures

• The report was received in early November

• The key findings were:

 – policies and marketing collateral are in-line or ahead of 

competitors for transparency and comprehensiveness

 – LIC’s fee structure, policies and agreements in line 

with regulation

 – LIC’s compassionate policy is in line with industry competitors

 – Some inconsistencies were found in marketing collateral 

and suggestions have been made to ensure it remains 

industry leading

• Further considerations include the potential to introduce choice 

within the fee structure, along with ongoing updates to policies 

and marketing collateral

• LIC Board and Management team are considering the report. 

Any definitive changes will be implemented following finalisation 

and testing

Lifestyle Riverfield

9Chair — David Blight
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Outlook

• Expect 1HFY25 settlements to be in the range of 120 to 130 (1HFY24: 124) 1

• 1HFY25 Operating Earnings after Tax expected to be in the range of $19.5m to $22m (1HFY24: $20.8m) 1

• Update on New Home Settlement Pipeline:

 – 92 new home settlements achieved to end of October 24

 – 321 deposits on hand as at the end of October

 – 58 of these customers have a firm settlement date booked in FY25

 – 67 of these customers will have their Lifestyle Communities home completed and available for settlement in 

FY25 and are actively marketing their family home for sale

 – 72 of these customers will have their Lifestyle Communities home completed and available for settlement in FY25

 – the remaining customers relate to FY26 build homes

• Managing our Balance Sheet:

 – Merrifield, Yarrawonga, and Ocean Grove projects on pause following completion of Civil Works

 – development spend calibrated with expected settlement revenue for FY25 — planned spend reduced from circa 

$280m to circa $175m 2

 – targeted strategies to sell through inventory will take some time to convert to settlements

 – mid FY25 expected to represent the peak in inventory levels and working capital requirements

• The operating business remains resilient, underpinned by inflation linked annuity revenue from our portfolio of 3,950+ 

homes under management

1. Forward looking statements are estimates only, subject to new home sales, home deliveries, and market conditions.

2. Timing subject to completion of contract milestones. Development spend includes housing, infrastructure, sales and marketing costs, and interest on development debt.

10Chair — David Blight
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Important notice  
and disclaimer

This Presentation contains information about Lifestyle Communities® Limited (LIC) and its activities current at 12 November 2024 unless 
otherwise stated.

It is information in a summary form and does not purport to be complete. It should be read in conjunction with LIC’s other periodic and continuous 
disclosure announcements lodged with the Australian Securities Exchange, which are available at www.asx.com.au

 This Presentation has been prepared by LIC on the information available. To the maximum extent permitted by law, no representation or warranty, 
express or implied, is made as to the fairness, accuracy, completeness or correctness of the information, opinions and conclusions in this Presentation 
and LIC, its Directors, Officers, Employees, Agents and Advisers disclaim all liability and responsibility (including for negligence) for any direct or 
indirect loss or damage which may be suffered by any recipient through use or reliance on anything contained in or omitted from this Presentation.

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.

This Presentation contains certain “forward-looking statements” and prospective financial information. These forward-looking statements and 
information are based on the beliefs of LIC’s management as well as assumptions made by and information currently available to LIC’s management, 
and speak only as of the date of this Presentation. All statements other than statements of historical facts included in this Presentation, including 
without limitation, statements regarding LIC’s forecasts, business strategy, synergies, plans and objectives, are forward-looking statements. In 
addition, when used in this Presentation, the words “forecast”, “estimate”, “expect”, “anticipated” and similar expressions are intended to identify 
forward-looking statements. Such statements are subject to significant assumptions, risks and uncertainties, many of which are outside the control of 
LIC and are not reliably predictable, which could cause actual results to differ materially, in terms of quantum and timing, from those described herein. 
Readers are cautioned not to place undue reliance on forward-looking statements and LIC assumes no obligation to update such information.

The information in this Presentation remains subject to change without notice.

In receiving this Presentation, you agree to the foregoing restrictions and limitations.

This Presentation is not for distribution or release in the United States or to, or for the account or benefit of, US persons.
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