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Key to FY18 sales success
market conditions

Behind the headline data are some mid term benefits for

the Lifestyle sector

• Prices will continue to fall in 2018 and into 2019

• Different markets behaving differently

• Price decline is driven by premium market and credit tightening

• Affordable end shows resilience

• Takes time for sellers to swallow the price adjustment pill

• Cooling market propels action from downsize procrastinators 

who have held out riding the property growth wave

• The Ripple Effect will underpin premium coastal and fringe 

locations as buyers ditch capital cities

• A credit shock rather than prolonged downturn

• The economic & population fundamentals look solid

• The market has cooled more than predicted in the quarter to 

May, creating short-term challenges for settlements

Greater Sydney outward migration between 2006 and 2011

Source: NSW Department of Planning and Environment

“Fundamentals of the economy and the housing market look solid” 

- ANZ Research

Ingenia has a geographically diversified portfolio with strong 

price diversity providing resilience to changing market 

conditions



Key to FY18 sales success
delivering growth
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*Carry Forward equals homes contracted or deposited

FY18

FY17

FY17

Carry Forward*

134

Database of

6,100+

persons

Total 

exchanged 

contracts

327

280-285

settlements

FY18

Carry Forward*

c.160

70% 22% 41% c.34% c.19%

FY16

Carry Forward*

79

Database of

5,000+

persons

Total 

exchanged 

contracts

232

211

settlements

FY17

Carry Forward*

134



FY18 Settlements by region
(Forecast)

NSW QLD VIC

22%

23%

55%
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Geographic Diversity has delivered resilience to market conditions

Key to FY18 sales success
balanced portfolio 

• QLD population increase – 1.7%

• Auction clearance – 45.6% (-6.6%)

• Vendor discounting – 5.3%

• Days on market up – 57 days

• NSW population increase – 1.6%

• SYD Auction clearance – 57% (-10%)

• Vendor discounting – 6.1%

• Days on market up – 43 days

• VIC population increase – 2.4%

• MEL Auction clearance – 56% (-19.8%)

• Vendor discounting - -4.9%

• Days on market up – 33 days

55%

Source: CoreLogic, June 2018



Retail shop front 
to build database

Community 
surveys, 
discussion groups 
and research

Educational 
awareness 
advertorial & PR 

Word of mouth 
“have you heard 
about”

Educational event, 
high tea & coffee 
club

VIP database 
launch first choice 
club $1,000

Lot allocation 
balance deposit & 
contracts

Community 
creation and 
settlements

ENTICE

EDUCATE

Key to FY18 sales success
innovative strategic release platform

Latitude One
(persons)

Plantations
(persons)

Pre-

release 

database

500

Pre-release 

database

500

August
High-tea

120

April

High-

tea

169

November

80% of homes 

released

Sold 

(48 hours)

July / 

August

June 

First 

Settlements

FY19

First 

Settlements

3 months

3 months

Launch strategy Build pent up demand, insulate the market from competitors and leverage word of mouth to create a sense of urgency and fear 

of missing out which mobilises the market to take action

INVITE
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Key to FY18 sales success
Latitude One project launch timeline
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Key to FY18 sales success
Research and education

Plantations High Tea Education Event

Innovative tools increase awareness & support the decision process



Foundations for growth
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Aerial – 22 June 2018



Case studies: residential markets
The Grange and Latitude One 
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Median price  - $535,000 (+17% FY18)  

The Grange average price  - $384,000 (72% of median)

Median price  - $540,000 (+17% FY18)  

Latitude One average price  - $494,000 (91% of median)
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Case Study
Latitude One – our first greenfield site 
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Case Study
Latitude One – gold class facilities
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> Masterplanned community with 270 new homes and quality 

facilities

> Strategic launch strategy generated pent up demand

• 89 homes deposited, contracted or settled

• Average sales price >$494,000 ($359,000 - $625,000)

• Strong sales – First Choice Club and pre launch program

Case Study
Latitude One – our first greenfield site 
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Case Study
Latitude One – gold class facilities



FY18 

Carry Forward*

c.160
(46% of forecast)

Outlook

FY19 sales target is underpinned by:

• Strong pre sales - 46% of forecast settlements are already at deposit or contract

• Time to Take Action - lifestyle downsizers propelled to ‘take action’ after holding out for the property wave.

• The need to ‘cash out’ - they will seek a more affordable solution to maximise ‘cash out’ and lifestyle communities will fare well

• The ‘Ingenia Difference’ – transparent and simple model underpinned by strategic release platform and clear customer and market

insights

• Emerging stability - downsizers defer decisions in times of instability

• Education & awareness will increase the potential pot of buyers

• Geographic and price diversity of the portfolio will provide sales resilience

15

~90% of FY19 

settlements will come 

from communities which 

are in market and have 

sales momentum

* carry forward is deposits and contracts from FY18 

FY19 

Forecast 

Settlements

350+



Disclaimer

16

This presentation was prepared by Ingenia Communities Holdings 

Limited (ACN 154 444 925) and Ingenia Communities RE Limited 

(ACN 154 464 990) as responsible entity for Ingenia Communities 

Fund (ARSN 107 459 576) and Ingenia Communities Management 

Trust (ARSN 122 928 410) (together Ingenia Communities Group, 

INA or the Group). Information contained in this presentation is 

current as at June 2018 unless otherwise stated. 

This presentation is provided for information purposes only and has 

been prepared without taking account of any particular reader’s 

financial situation, objectives or needs. Nothing contained in this 

presentation constitutes investment, legal, tax or other advice. 

Accordingly, readers should, before acting on any information in this 

presentation, consider its appropriateness, having regard to their 

objectives, financial situation and needs, and seek the assistance of 

their financial or other licensed professional adviser before making 

any investment decision. This presentation does not constitute an 

offer, invitation, solicitation or recommendation with respect to the 

subscription for, purchase or sale of any security, nor does it form the 

basis of any contract or commitment. 

Except as required by law, no representation or warranty, express or 

implied, is made as to the fairness, accuracy or completeness of the 

information, opinions and conclusions, or as to the reasonableness of 

any assumption, contained in this presentation. By reading this 

presentation and to the extent permitted by law, the reader releases 

each entity in the Group and its affiliates, and any of their respective 

directors, officers, employees, representatives or advisers from any 

liability (including, without limitation, in respect of direct, indirect or 

consequential loss or damage or loss or damage arising by 

negligence) arising in relation to any reader relying on anything 

contained in or omitted from this presentation.

The forward looking statements included in this presentation involve 

subjective judgment and analysis and are subject to significant 

uncertainties, risks and contingencies, many of which are outside the 

control of, and are unknown to, the Group. In particular, they speak 

only as of the date of these materials, they assume the success of the 

Group’s business strategies, and they are subject to significant 

regulatory, business, competitive and economic uncertainties and 

risks. Actual future events may vary materially from forward looking 

statements and the assumptions on which those statements are 

based. Given these uncertainties, readers are cautioned not to place 

undue reliance on such forward looking statements.

The Group, or persons associated with it, may have an interest in the 

securities mentioned in this presentation, and may earn fees as a 

result of transactions described in this presentation or transactions in 

securities in INA.

This document is not an offer to sell or a solicitation of an offer to 

subscribe or purchase or a recommendation of any securities.


