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LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

O
verview

A balanced business m
odel structured 

for sustainable grow
th

• 
C

ontinued focus on our people w
ho did an outstanding job 

during a challenging year

• 
Site pipeline grow

th underpinned by acquisitions at 
W

oodlea, St Leonards, Phillip Island and M
ickleham

• 
Industry continues to m

ature and consolidate –
 H

alcyon 
and Sea C

hange acquisitions by Stockland and Ingenia 
highlight strong dem

and

• 
Increasing com

petition helps to grow
 the sector and m

eet 
the increasing dem

and from
 the ageing population

• 
Innovation in product design and service strategy

D
eanside Clubhouse at tw

ilight
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LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

O
verview

A balanced business m
odel structured 

for sustainable grow
th

• 
W

e are custodians of our com
m

unities
 

–
C

ustom
er experience is core to our operations

 
–

Reinvestm
ent  in m

ature com
m

unities 

• 
ESG

 fram
ew

ork is m
aturing –

 A
!

ordable housing rem
ains 

our prim
ary purpose

• 
C

hanges to Executive Rem
uneration Structure - 

introduction of a long term
 incentive schem

e

• 
Board succession –

 Recruitm
ent process underw

ay to 
replace G

eorgina W
illiam

s

Kaduna Park
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Section 2
Presentation from 

M
anaging Director - James Kelly

Section 2
Presentation from 

M
anaging Director - James Kelly

Berw
ick W

aters
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O
ur Story

LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

An ode to the Baby Boom
er
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FY21 Review
LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

Pro!t after tax 
of $91.1m

117 Em
ployees.

67%
 fem

ale, 33%
 m

ale

255 new
 hom

e 
settlem

ents

24 C
om

m
unities.

18 in operation, 6 in 
planning or developm

ent

Four new
 

clubhouses opened

2 new
 land 

acquisitions
105 resale settlem

ents 
attracting a D

M
F

D
eanside Clubhouse

24
117

4,000+ hom
eow

ners live in 2,790+ 
hom

es under m
anagem

ent
6



M
aintaining our Culture as w

e grow
LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

PASSION

KINDNESS

TAKING R
IS

KS

LISTE
N

IN
G

APPROA
C

HA

BILITY 

POSI
TI

VE
 LA

NGUAGE 

RE
CO

GNITION 

CE
LE

BR
ATING SUCCESSES 

EMPATHY

CARE

EM
PO

W
ERMENT

INNOVATION

RESPONSIVEN
ESS

PASSION

KINDNESS

TAKING R
IS

KS

LISTE
N

IN
G

APPROA
C

HA

BILITY 

POSI
TI

VE
 LA

NGUAGE 

RE
CO

GNITION 

CE
LE

BR
ATING SUCCESSES 

EMPATHY

CARE

EM
PO

W
ERMENT

INNOVATION

RESPONSIVEN
ESS

Led from
 the top, our culture is shaped 

by the team
 living and breathing these 

behavioural traits, allow
ing us to deliver 

an am
azing place to w

ork and provide a 
w

onderful experience to our hom
eow

ners.

• 
Lifestyle’s key point of di!

erence is our custom
er 

centric culture
• 

A
t the forefront of this is our recruitm

ent strategy
• 

Increasingly w
e recruit for culture and train for skill

• 
W

e are increasing the investm
ent in our team

 
and their training to build both com

petency and 
custom

er service skills
• 

The Lifestyle culture is the prim
ary driver of our high 

referral rate for sales
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O
ur Approach to ESG

LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

O
ur product and operating m

odel 
has been designed to address 
inequality in housing options for 
Australia’s ageing population

• 
Social aspects a clear priority underpinned by our 
core purpose to deliver a!

ordable and sustainable 
housing

• 
The business has alw

ays prioritised our social license
• 

FY21 saw
 a m

aturing of our ESG
 fram

ew
ork and a 

m
ore form

alised approach
• 

Feedback from
 key stakeholders helped prioritise our 

focus and strategy
• 

C
om

m
itm

ent to take a targeted approach and tell 
our story

M
ateriality A

ssessm
ent

Feedback sought from
 

key stakeholders.
The process assisted to priortise 

our focus and strategy.
Social aspects a clear priority 

underpinned by our core 
purpose to delivery a!

ordable 
and sustainable housing.

Board & Exec 
ESG responsibility

Public ESG 
reporting

Clim
ate 

Change Risk

Diversity

Efficient H
ouses

Efficient 
Facilities Reduce 

G
H

G footprint

Affordable
H

ousing

H
om

eow
ner 

H
ealth & W

ellbeing
H

ealth &
 

Safety

Custom
er 

Satisfaction

Em
ployee 

Engagem
ent

G
H

G

Social 

Environm
ental

G
overnance
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O
ur Carbon Em

issions
LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

• 
M

easured our baseline for the "rst tim
e

• 
A

nnounced our com
m

itm
ent to achieve net zero operational carbon em

issions 
by no later than 2035

• 
C

om
parison to existing housing stock highlights the inherit bene"ts of m

oving 
from

 existing housing stock to m
ore e#

cient Lifestyle C
om

m
unities houses

• 
Innovations such as the solar + com

m
unity battery m

icro-grid at Lifestyle 
M

eridian w
ill assist in reducing em

issions over tim
e

• 
Targeting initiatives that not only low

er carbon em
issions but also reduce cost 

of living for our custom
ersEm

bed energy e#
ciency in new

 developm
ents (underw

ay)

D
e"ne C

O
2 footprint (com

plete)

Increased e#
ciency of operational assets (underw

ay)

Electri"cation of services (underw
ay)

O
n-site energy generation 

(underw
ay)O

!
-site energy 

generationO
!

setting 
program

m
es

2020
2035

CO2/year

Predicted total em
issions from

 building
Target 0%

 C
O

2 em
issions

Em
issions lim

it

A
verage greenhouse gas 

em
issions of a Lifestyle house 

com
pared to a typical hom

e in 
M

elbourne’s outer suburbs.

A
verage Lifestyle H

ouse

3.35
 tonnes

of carbon per annum

Typical 1-person house in the suburbs

5.2
 tonnes

of carbon per annum

Typical 2-person house in the suburbs

8.1
 tonnes

of carbon per annum

The “typical” house above refers to an average hom
e in Broadm

eadow
s V

ictoria 
w

ith no pool, using gas for heating and cooking, m
odelled using the G

overnm
ents 

energy m
ade easy w

ebsite: energym
adeeasy.gov.au.
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FY22 U
pdate

LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

• 
114 settlem

ents achieved to date –
 Bookings im

pacted by lockdow
ns 

but w
e have seen recovery as restrictions have eased

• 
53 resale settlem

ents achieved to date –
 49 of these have attracted a 

deferred m
anagem

ent fee
• 

A
cquired new

 sites in Phillip Island and M
ickleham

• 
Tyabb planning perm

it application refused –
 Land contracts w

ere 
conditional on receiving a planning perm

it and have been allow
ed 

to lapse
• 

First hom
es under construction at Lifestyle M

eridian

• 
D

ebt facility extended by $100m
 to a total of $375m

.  N
ext 

re"nancing due June 2025
• 

Rolling out our "rst fully integrated m
icro-grid at M

eridian
• 

C
ontinue to evolve our clubhouse and hom

e designs in line w
ith 

custom
er expectations

• 
IT Transform

ation - N
ew

 w
ebsite launched in O

ctober, SA
P w

ill go-
live in January, and Salesforce on track for go-live in Q

4

Artists im
pression of the outdoor pool at Lifestyle M

eridian
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Sales Rates

Sales
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LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

• 
Sales rates holding up w

ell despite sales 
o#

ces being closed and onsite inspections 
banned for m

uch of the period
• 

141 sales achieved to end of O
ctober

• 
245 hom

es sold but not yet settled
• 

Enquiry levels did not drop.  Large num
ber of 

appointm
ent bookings in N

ovem
ber as face 

to face inspections return
• 

N
ew

 w
ebsite launched in late O

ctober w
ill 

assist to drive enquiry

The higher the sales rate, the faster capital is 
recycled to undertake m

ore com
m

unities

Sales profi
le from

 date of fi
rst sale

St Leonards 
(A

ug-20)

M
eridian 

(Sep
-21)

K
aduna Park 

(Sep
-18)

M
ount D

uneed 
(A

ug-18)

W
ollert 

(M
ar-19)

D
eanside 

(O
ct-19)

H
istorical 

average

Launch
M

onths
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D
evelopm

ents U
pdate

LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

Com
m

unity com
plete. 

9 hom
es rem

aining to sell.

Club
house com

pleted in June 2021, 
over 30%

 sold.

Club
house com

plete, over 75%
 sold.

Club
house com

pleted in M
ay 2021,

over 40%
 sold.

First hom
eow

ners settled in June 2021. 
Club

house on track for opening in 
M

arch 2022, 30%
 sold.

Civil w
orks com

m
enced in July. Sales 

launched Septem
b

er 2021. First house 
fram

es going up N
ovem

b
er 2021, 13%

 sold.
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Portfolio O
verview

 and Land Acquisition U
pdate

24 Com
m

unities in planning, developm
ent or under m

anagem
ent

Focus rem
ains on M

elbourne and G
eelong’s 

grow
th corridors:

• 
M

elbourne has the strategic bene"t of $at topography 
w

hich increases site choice
• 

M
ultiple com

m
unities can be built in each grow

th corridor
• 

Forw
ard planning has created large areas of serviced 

zoned land in each catchm
ent

• 
U

nder its ‘just in tim
e’ m

odel, Lifestyle C
om

m
unities starts 

the developm
ent as soon as possible after acquisition of 

the site

G
reatest grow

th opportunity 
rem

ains in Victoria w
ith low

 
saturation and accessible 
fl

at land

LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

O
cean G

rove
M

ount D
uneed

G
eelong

Seasons

D
eanside

W
oodlea

W
ollert N

orth
M

erri"eld
 Lyndarum

 Shepparton

N
orth

G
eelong and 
Bellarine

South East

Bayside 
Peninsula

C
helsea H

eights

C
asey Fields

Berw
ick W

aters

O
#

cer
K

aduna Park
M

eridian at C
lyde N

orth
C

lyde
W

arragul

H
astings

Bittern

Phillip Island

Brook"eld

C
om

pleted C
om

m
unities

D
eveloping C

om
m

unities

Planning C
om

m
unities

St Leonards

Pakenham
 East

Lifestyle C
om

m
unities undertakes a 

detailed vetting of each potential site, 
and prioritises acquisitions based on 
the follow

ing criteria:
• 

Land prices and location
• 

Population dem
ographic

• 
Local am

enities
• 

Public transport options
• 

Future developm
ent plans and com

petition
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Sum
m

ary and O
utlook

LIFESTYLE COMMUNITIES  A BUSINESS FOR PURPOSE

• 
Lifestyle C

om
m

unities has a focused strategy to service 
a niche - providing high quality a!

ordable housing 
to dow

nsizers
• 

Focused on M
elbourne’s grow

th corridors as w
ell as key 

V
ictorian regional centres and coastal locations

• 
W

ith the current pipeline of projects, w
e anticipate 

settlem
ents to be in the range of 1,100 to 1,300 over the next 

3 years
• 

Resale settlem
ents attracting a D

M
F are anticipated to be in 

the range of 450 to 550 over the next 3 years
• 

C
urrently funded and resourced to acquire at least tw

o new
 

sites per year, subject to identi"cation of appropriate sites
• 

O
perating cash $ow

 is underpinned by the ongoing rental 
annuities from

 over 2,890 hom
es under m

anagem
ent

• 
Lifestyle M

eridian w
ill see the next evolution of housing 

and clubhouse design, plus a "rst of its kind solar + battery 
m

icro grid
• 

Im
plem

entation of Salesforce and SA
PByD

esign w
ill transform

 
our system

s and processes to underpin future grow
th

• 
W

elcom
ing new

 com
petitors into V

ictoria w
hich w

ill help 
grow

 aw
areness of the and lease m

odel

Artists im
pression of the future clubhouse at W

oodlea
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Im
portant notice and disclaim

er

• 
This Presentation contains 
general background inform

ation 
about Lifestyle C

om
m

unities 
Lim

ited (LIC
) and its activities 

current at 16 N
ovem

ber 2021 
unless otherw

ise stated

• 
It is inform

ation in a sum
m

ary 
form

 and does not purport 
to be com

plete. It should be 
read in conjunction w

ith LIC
’s 

other periodic and continuous 
disclosure announcem

ents 
lodged w

ith the A
ustralian 

Securities Exchange, w
hich are 

available at w
w

w
.asx.com

.au

• 
 This Presentation has been 
prepared by LIC

 on the 
inform

ation available. To the 
m

axim
um

 extent perm
itted 

by law
, no representation or 

w
arranty, express or im

plied, 
is m

ade as to the fairness, 
accuracy, com

pleteness or 
correctness of the inform

ation, 
opinions and conclusions in 
this Presentation and LIC

, its 
D

irectors, O
#

cers, Em
ployees, 

A
gents and A

dvisers disclaim
 

all liability and responsibility 
(including for negligence) for 

any direct or indirect loss or 
dam

age w
hich m

ay be su!
ered 

by any recipient through use or 
reliance on anything contained 
in or om

itted from
 this 

Presentation

• 
Past perform

ance inform
ation 

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

ance

• 
This Presentation contains 
certain “forw

ard-looking 
statem

ents” and prospective 
"nancial inform

ation. These 
forw

ard-looking statem
ents and 

inform
ation are based on the 

beliefs of LIC
’s m

anagem
ent 

as w
ell as assum

ptions m
ade 

by and inform
ation currently 

available to LIC
’s m

anagem
ent, 

and speak only as of the date of 
this Presentation. A

ll statem
ents 

other than statem
ents of 

historical facts included in this 
Presentation, including w

ithout 
lim

itation, statem
ents regarding 

LIC
’s forecasts, business 

strategy, synergies, plans and 

objectives, are forw
ard-looking 

statem
ents. In addition, w

hen 
used in this Presentation, the 
w

ords “forecast”, “estim
ate”, 

“expect”, “anticipated” and 
sim

ilar expressions are intended 
to identify forw

ard-looking 
statem

ents. Such statem
ents 

are subject to signi"cant 
assum

ptions, risks and 
uncertainties, m

any of w
hich 

are outside the control of LIC
 

and are not reliably predictable, 
w

hich could cause actual results 
to di!

er m
aterially, in term

s of 
quantum

 and tim
ing, from

 those 
described herein. Readers are 
cautioned not to place undue 
reliance on forw

ard-looking 
statem

ents and LIC
 assum

es 
no obligation to update 
such inform

ation

• 
The inform

ation in this 
Presentation rem

ains subject to 
change w

ithout notice 

• 
In receiving this Presentation, 
you agree to the foregoing 
restrictions and lim

itations

• 
This Presentation is not for 
distribution or release in the 
U

nited States or to, or for 
the account or bene"t of, 
U

S persons
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Lifestyle Com
m

unities Lim
ited

Level 1, 9-17 Raglan Street 
South M

elbourne VIC 3205 
Ph: (03) 9682 2249 

w
w

w
.lifestylecom

m
unities.com

.au


