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Executive Summary
1.

Options explored
A total of three main property options were explored: Option 1 to sell the whole site (and purchase, lease or amalgamate elsewhere); Option 2 to develop then sell the entire site
(and purchase, lease or amalgamate elsewhere); and Option 3 to stay and sell, or develop and sell, two thirds of the site and renovate the Church. These options are set against
the Status Quo option for Mark the Evangelist, that is the ‘as is’ position.

2.

Heritage and Planning advice

Pre-application Heritage and Planning advice to inform the Property Options explored has been obtained from consultants who are experts in their respective fields. The
preliminary advice received has been integrated into the proposed Property Options and has informed the assumptions used in this Strategic Property Options report.
3.

Building Concepts
Concept designs have been prepared by Interlandi Mantesso Architects. The designs have been informed by the planning and heritage advice received which looks to maximise
the development potential of the site where possible. Site measurements have been used to inform the opportunity to convert the heritage-listed buildings into alternative uses.
Under Option 2 (develop whole site) 100 new homes and 112 car spaces (within a basement) are provided. Option 3 (develop two thirds of the site) would provide 81 new
homes and 88 car spaces (within a basement). The concepts are subject to Heritage Victoria and City of Melbourne approval.

4.

Risk and Opportunity Analysis
The common challenge applicable across all Property Options is that of not acting during this period of market buoyancy. Swift action is required to take advantage of the market
opportunity, and the risk of not doing so is that maximum value may not be achieved from the Options proposed. Property Development is, by its nature, inherently risky.
Development of the site carries a higher than usual challenge given the heritage value, size, and type of development proposed. Lengthy consultation periods with Heritage
Victoria may be required and time will increase costs and reduce project viability. However the opportunity is to endeavour realise increased value through residential
development.
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Executive Summary
5.

MtE Mission Objectives
The Mission Objectives confirmed (Aug 2015) relate to serving the community evangelistically through worship, spiritual expression and service, and using resources to make
positive contributions to the wider UCA Church and community.

6.

Financial Feasibility of each Option
Detailed financial feasibilities have been compiled and analysed by SEMZ. The feasibilities are the collective input of the consultant team including an architect for drawings, planning
and heritage specialists, and a cost planner for cost estimates of the works. The financial analysis shows the outputs of each Property Option in terms of the net proceeds realised for
Mark the Evangelist (MtE) upon the completion of a given Property Option. This analysis shows Option 1 and Option 3.2 to be the most likely Options given the financial
performance results which emerge.

7.

Site Development Program

Each Property Option has an indicative time line that shows a delivery date for the proceeds of that option to be realised. Where the Property Option is to sell, the proceeds are
realised significantly earlier than under any Property Option that involves building development. Selling the site (including disposal of a portion) indicatively would involve a year long
process. Alternatively a residential development could indicatively take up to four years until proceeds are realised (given the approvals and permits which would be required.
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8.

Operational Cash Flow Analysis
The Operational Cash Flow Analysis overlays the proceeds from the Property Options onto the business operation of MtE. For each option, total income, total expenses and the
net operating position are calculated. The purpose of this exercise is to show the impact of the proceeds of each Property Option on the operational performance of MtE. The
financial objective is that the Property Option will generate sufficient proceeds to support MtE and their Hotham Mission expenses.

9.

Overall Feasibility Assessment
Each Property Option has a number of financial criteria that must be met in order that it may be deemed viable. It must be commercially viable and meet UCA development
criteria for internal Synod approvals. It must also achieve specified development return rates so that it is an attractive proposition for a bank to fund the large costs involved. The
Strategic Property Option report rejects Property Options 2 (develop site and sell), 3.1 (sell 2/3 of the site and restore church), and 3.3 (develop site and restore church) on the

basis that they are not viable and therefore would not receive Synod approval, or because it is unlikely a bank would provide the necessary debt funding.

10.

Conclusion – the three Options for consideration
Following the investigation that was undertaken as part of the Strategic Property Options report, the Options for consideration are:


Option 0 – Status Quo, remain as-is



Option 1 – Sell the whole site then purchase, lease or amalgamate with another Congregation



Option 3.2 – Stay, develop then sell two thirds of the site and renovate the Church from the proceeds
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Executive Summary
11.

Possible Relocation Option alternatives
It is still an open question whether MtE would be able to purchase or lease a building on the open market, including
funding of the fitout costs, for the sole use of MtE for worship and mission. Possible additional options for alternative
sites are:
a.

The lease of non-commercial premises (to retain MtE’s distinctive identity); or

b.

A UCA or ecumenical merger.

12.

Next Steps
a.

Strategic Property Options Report (SPOR) to MtE Church Council – 3 March 2016

b.

SPOR to Congregational Meeting for consideration – 20 March 2016

c.

SPOR to Congregational Meeting for its indicative decision – 1 May 2016

d.

MtE Church Council formalises Congregation decision – 5 May 2016

e.

Draft Business Case for consideration by MtE Church Council – 2 June 2016

f.

Business Case Report to PCG – 24 June 2016

g.

Business Case Report to MtE Church Council – 7 July 2016

h.

Business Case Report to MtE Congregation for indicative approval – 31 July 2016

i.

MtE Church Council approves Congregation indicative decision – 4 August 2016
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1. Options Explored & Status Quo
The options considered in this report are:
Option 0

– Status Quo. No redevelopment of the site, the congregation remain as-is

Option 1

– Sell Site
• Option 1.1 Sell site and purchase new site
• Option 1.2 Sell site and rent alternative space

Option 2

– Develop Whole Site and Sell
• Option 2.1 Develop whole site, sell, and purchase new site
• Option 2.2 Develop whole site, sell, and rent alternative space

Option 3

– Stay and part sale/develop
• Option 3.1 Stay, sell 2/3 site from manse to Queensberry, and renovate church
• Option 3.2 Stay, develop and sell 2/3 site from manse to Queensberry, and
renovate church
• Option 3.3 Stay, develop, renovate church and retain whole site
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1. Options Explored & Status Quo
Status Quo Position of Mark the Evangelist
The below table outlines the current financial position of MtE and their forecasted position over a five year period should they remain ‘as-is’. The status quo position identifies the base case
upon which each potential Property Option can be assessed to ensure financial sustainability for MtE and to achieve their missional objectives.
Type/Year

2016

2017

2018

2019

2020

2021

Fixed Revenue

$136,000

$137,200

$138,418

$139,654

$140,909

$142,183

Fixed Expenditure

$164,000

$167,615

$171,338

$175,174

$179,124

$183,193

Variable Income

$463,500

$471,900

$480,552

$489,464

$498,642

$508,097

UC Hotham Mission
Expenditure

$171,500

$175,145

$178,899

$182,766

$186,749

$190,852

Congregation Expenditure

$293,000

$301,790

$310,844

$320,169

$329,774

$339,667

Total Variable Expenditure

$464,500

$476,935

$489,743

$502,935

$516,523

$530,519

Net Operating Position

($89,000) Includes
Feasibility Study $60K

($35,450)

($42,112)

($48,991)

($56,096)

($63,432)

Cumulative Cash Reserves

$2,517,370

$2,481,920

$2,439,809

$2,390,817

$2,334,722

$2,271,290

The above figures have been and updated and provided to SEMZ by MtE on 21.12.15.
The table above forecasts that income will continue to increase in line with rental inflation, and costs and expenses escalate at a greater rate which results in MtE forecasting to lose on average
circa $55k per annum over the next 5 years. On this basis, the cash reserves will support MtE until approximately 2057 should the trend continue.
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2. Heritage and Planning Advice
Heritage Advice – Green Heritage (Barry Green)
Green Heritage is a cultural heritage consultancy based in Melbourne and have provided professional heritage advice and services in relation to this project. Their core business is the delivery of all heritage works
required for Cultural Heritage Management Plans (CHMPs) and Cultural Heritage Permits, Project Archaeologist services for Heritage Victoria Permits and Consents, and Professional Historian services. Should
the project proceed to be implemented, the services of Green Heritage will be required for the liaison and reports required by Heritage Victoria for a project of this nature.
Green Heritage (Barry Green) is a professional archaeologist and historian with over ten years of industry experience in Europe and Australia. To date, Green Heritage (Barry Green) has attended project
consultancy meetings, reviewed the existing site plans, attended a site meeting and conducted background research. From this Green Heritage has compiled the following requirements, advice and program items.

Requirements

Advice

Program

All buildings and land on the site are registered on the Victorian Heritage register and City of Melbourne Overlay
Any development of the site will require a Heritage Permit from Heritage Victoria who will consult with City of Melbourne
A bond will have to be paid to ensure conservation works are carried out to Heritage Victoria's satisfaction. The bond will be returned once conservation works are complete.
Changing use of the buildings to residential/ commercial should be fine as long as the use does not impact the heritage value of the place
Removal of significant external fabric to facilitate change of use will be difficult to get approved.
Development options could range from the ambitious, such as the removal of the Edwardian terrace to the easy such as only the removal of non-significant elements.
There is an argument for the ambitious approach if it can argued that it is necessary in order to finance the conservation and restoration of the significant buildings. Initial
research has indicated that a former service station is on the site.
• Building height and placement will have to be considered carefully so as to not overwhelm existing buildings and so as to not have a visual impact on adjacent heritage buildings

•
•
•
•
•
•
•

• It is advisable to prepare a Conservation Management Plan (CMP) for the entire site in tandem with an Architect when preparing to submit a Planning Permit
• The CMP will accurately identify the heritage values and significant buildings and fabric on the site and will recommend appropriate conservation and management of significant
elements.
• The CMP will also identify the non-significant elements which can be removed or demolished.
• The CMP will provide a recommended development footprint that respects the heritage values of the site. This document provides a blueprint for what you can and cannot do
existing buildings and their fabric minimising time delays with Heritage Victoria.
• Once the CMP and finalised development options are complete a Heritage Permit can be applied for.
• It is advisable to have a pre-application meeting with Heritage Victoria to discuss the preferred development option.
• The CMP and a Heritage Impact Statement (HIS) will accompany the permit application. The HIS will assess the impact of works to the heritage values of the site and to
adjacent heritage buildings/ places in the immediate area.
• The permit will be issued with conditions likely including significant conservation works .
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2. Heritage and Planning Advice
Planning Advice – Pro Urban (Tim Ryder)
ProUrban is a specialist urban planning consultancy that provides advisory and management services to property developers and land owners.
Tim Ryder has eleven years of international experience in urban planning, project management and development strategy. He has worked extensively in the urban development sector in Australia, the UK and
New Zealand for a range of corporate clients, property developers and government agencies. Since being appointed, ProUrban has attended project consultancy meetings, reviewed the existing site plans and
has also attended a site meeting. From this they have compiled initial advice regarding key opportunities, planning controls and constraints.

Planning Controls








Site Constraints







Site Opportunities





General Residential Zone – Schedule 1
Heritage Overlay – Schedule 92. This is a site specific Heritage Overlay which relates to the “Former Presbyterian Union Memorial Church Complex, 49-61 Curzon Street, 222 Elm Street, 579-589 Queensberry Street, North Melbourne”
Parking Overlay – Precinct 12. This Overlay applies a ‘maximum’ car parking standards of one space per dwelling to new development.
The site is listed on the Victorian Heritage Register – Reference: H0007
The site features a number of significant heritage buildings which will require full or partial retention in any new development.
Future new development on the site will need to be appropriately sited, setback and scaled to ensure that the impact on the retained heritage buildings is not adversely
affected. Advice from a suitably qualified heritage specialist will be required in this regard.
The development potential of the southern part of the site appears to be significantly limited by the existing heritage buildings and the need for new development to be
setback from these buildings.
The open space in front of the central eastern portion of the site will likely need to be retained respect the heritage significance of the buildings to the west and south of this
area.
The surrounding land to the north, east and west across Curzon St and Queensberry St is affected by Design & Development Overlay – Schedule 31. This planning control
imposes a mandatory height limit of 10.5m that will restrict the number of storeys that will be permitted .
The site is not affected by any planning controls which provide specific guidance regarding the future development of built form on the site. It is noted that ResCode would
technically apply to development of four storeys or less, however given the scale of the site ResCode will become more of a guide, than mandating specific requirements. As
such, the acceptable scale of future development will be primarily predicated on the surrounding context.
Development of three to four storeys is likely to be achievable in the north-western and central-western area of the site, to the south of the terraces fronting Queensberry St.
A key determining factor in the allowable extent and scale of this development in this location will be the need to retain or demolish the terraces.
Development of four storeys should be acceptable in the north-eastern corner of the site where the existing commercial building is located. The fourth level may need to be
recessed in order to reflect the prevailing three storey development potential of the surrounding area (which is controlled by the height limit associated with DDO31)
There may be an opportunity to seek approval for a fifth level if it can be demonstrated that the financial return associated with the additional yield is required to provide for
the restoration of the existing heritage buildings and that it does not adversely affect the significance of the retained heritage buildings.
This principle could potentially be applied in other areas of the site (for example, to garner support for the demolition of the Victorian terraces fronting Queensberry Road) if a
‘master planned’ approach is taken to the redevelopment of the site. We understand from discussions with Barry Green of Green Heritage that Heritage Victoria have been
supportive of similar approaches in the past
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3. Building Concepts
Option 0
Status Quo

Option 1
Sell Site (1.1 Purchase new site, 1.2 Lease new site)

Option 2
Develop Whole Site and Sell
(2.1 Purchase new site, 2.2 Lease new site)

BOMAR has been included on the basis of MtE’s interpretation of the BOMAR Policy that includes relocation costs and UCHM expenditure as ‘mission works’

Key Assumptions
• No Redevelopment

• Continued Church occupation within their current
location
• MtEF operations and mission continue ‘As-Is’

• Continue Church occupation throughout sales and marketing
process
• Land sold ‘as-is’ without a development permit
• Assumes land area of 4,875 sqm to be sold
• Estimated Selling Price provided by Colliers International and
CBRE is $12m - $15.5m.

• $12m has been adopted as a conservative estimate based on
the lower end of the estimates received
• Fees to be paid from sales proceeds
• Legal fees – Contract of Sales

• 81 apartments (over 4 levels) in new buildings
• 4 apartments in the converted Manse
• 3 townhouses in the converted Church Hall
• 12 apartments in the converted Church
• A total of 112 car spaces in the basement car park
• A total of 100 apartments/townhouses and 112 car spaces provided
across the whole site
• Assumes demolition of 5 x Victorian cottages that are heritage listed
buildings is permitted

• Marketing fees

• Assumes all heritage listed buildings can be converted to residential
use

• Valuation

• Assumes equity contribution equal to input Land Value

• Land surveying

• Planning permit approval (detailed planning advice to be obtained)

• Management Fee

• Redevelopment to occur in two stages

• GST

• MtE relocate prior to construction commencing

• Sales Commission
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3. Building Concepts
Option 3.1 Sell 2/3 site
Key
Assumptions

Option 3.2 Develop & Sell 2/3

Option 3.3 Develop & Retain 2/3

BOMAR has been included on the basis of MtE’s interpretation of the BOMAR Policy that includes relocation costs and UCHM expenditure as ‘mission works’
• MtE continue to worship in the current Church Hall until such
time that the Church Restoration is complete.

• 2 Elm Street to be continue to be occupied as office
• Land sold ‘as-is’ without a development permit
• Assumes land area of 3,080 sqm to be subdivided and sold
• $9.219m has been adopted as a conservative estimate based
on the lower end of the estimates received
• Fees to be paid from sales proceeds
• Legal fees – Contract of Sales
• Marketing fees
• Valuation
• Land surveying
• Management Fee

• 81 apartments (over 4 levels) in new buildings

• 81 apartments (over 4 levels) in new buildings

• 4 apartments in heritage listed manse building

• 4 apartments in heritage listed manse building

• A total of 88 car spaces in the basement carpark

• A total of 88 car spaces in the basement carpark

• Assumes manse can be converted to residential use

• Assumes manse can be converted to residential use

• Assumes equity contribution equal to input Land Value at 2/3’s of
the site

• Assumes equity contribution equal to input Land Value at 2/3’s of the site

• Planning permit approval (detailed planning advice to be
obtained)
• Assumes demolition of 5 x Victorian cottages that are heritage
listed buildings is permitted
• Redevelopment to occur in one stage
• Church Restoration is separate to the commercial development,
and will occur once proceeds from the commercial are realised to
avoid and minimise further debt requirements and costs.

• GST

• Planning permit approval (detailed planning advice to be obtained)
• Assumes demolition of 5 x Victorian cottages that are heritage listed
buildings is permitted

• Redevelopment to occur in one stage
• Assumes Church Restoration is separate to the commercial
development, and will occur once proceeds from the commercial are
realised to avoid and minimise further debt requirements and costs.
• Assumes average rent of $437 per week
• Assumes occupancy rate of 90%
• Assumes 50% of 1bed and 50% of 2 bed – not market tested and TBC

• Sales Commission
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4. Risk & Opportunity Analysis
Option 1
Sell site

Option 0 Status Quo
Common

Risk

Option 3
Stay/part sale and develop

− Market (current market is buoyant, risk of not acting
− Maximum value may not be realised
due to existing parcel potential
− Financial position worsens
− Buildings deteriorate further and
increase liability

− Sales price achieved
− Lack of Interest
− Niche developer market

−
−
−
−
−
−

− Act swiftly

− Act swiftly
− Ensure appropriately experienced &
professional team to manage the sales and
marketing process
− Establish realistic sales budget and program
− Fixed price contract

− Act swiftly
− Ensure appropriately experienced &
professional team are appointed to manage
high risk areas
− Establish realistic planning & sales budget and
program
− Presales
− Fixed price contract
− Conduct thorough ground survey prior to
implementing strategy

− Act swiftly
− Ensure appropriately experienced &
professional team are appointed to manage
high risk areas
− Establish realistic planning & sales budget and
program
− Presales
− Ensure rental cover is sufficient to service debt
prior to implementing strategy (3.3)
− Fixed price contract
− Conduct thorough ground survey prior to
implementing strategy

N/A

− Opportunity for early exit with minimum risk /
equity
− Early delivery of alternate solution

− To realise increased value through
development

− To realise increased value through full
development

Risk Mitigation

Opportunity

Option 2
Develop whole site & sell
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Planning
Heritage approval
Sales
Delivery
Equity requirements
Contamination

−
−
−
−
−
−
−
−

Planning and subdivision
Heritage approval
Sales & Rental (3.3)
On going maintenance liability (3.3)
Delivery
Equity requirements
Debt serviceability (3.3)
Contamination

5. Mission Objectives
The Mission Objectives were confirmed at PCG No.1 on 18th August 2015. The Mission Objectives confirmed are:
Mission No.
1

2

Being Served: Faithful Christian Worship

Being Served: Diverse spiritual expressions






3

Serving the Community – Service





The MtE Mission Objectives
To worship God publicly with all of our being, being fed and nourished by the Spirit of God, telling
the story of God’s love and grace as we have experienced this through our Lord, Jesus Christ.

Develop diversity of opportunities to meaningfully connect with God and grow spiritually in addition
to Sunday morning worship.
To exercise pastoral approaches to formation and discipleship while equipping people for mission,
mindful of the transition the congregation is undertaking.

Property Objectives


To provide a worship space for approximately 50 to 60
persons with options to increase capacity for events
(i.e. Wedding, Funerals and Baptisms etc.) up to 200



To provide a worship space and flexible meetings and
community areas. (Size requirements to be confirmed
by the MtE Space requirements.)

Through UnitingCare Hotham Mission, to provide support and accommodation for asylum seekers,
homework’s clubs and financial education assistance for children, food bank services for

disadvantaged people, and funding local English-language programs for immigrants and asylum
seekers.
To sponsor public conversations on matters of public interest and develop other perspectives and
community service activities at the local, national and international levels.



4

Serving the Community – Evangelism




5

Serving the wider Church





To create or find appropriate spaces for dialogue – not necessarily in our own space – which is

central to telling the story of God-in-Jesus effectively.
To create ways for members to involve themselves in conversation relating to faith themes already
taking place in the community.
Using resources within the congregation to make a positive contribution to the life of the UCA and
the wider church.
To resource and equip members for leadership of the church, and their participation in God’s
mission where they are.
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To provide a base for the UCHM Community workers
(Size requirements to be confirmed by the MtE Space
Requirements)
Provide a flexible community space with audio and
visual equipment for activities and presentations
To provide facilities to serve hot and cold food and
beverages.
To provide flexible community space, divisible into
smaller class rooms and meeting areas.
To provide flexible community space, divisible into
smaller class rooms and meeting areas.
Provide facilities to serve hot and cold beverages and
food serving facilities.

5. Mission Objectives
Mission No.

Option 1

Option 2

A suitable site that meets
the Space Requirements is
required in order to meet
the Mission Objectives

Grey shaded Option
denotes an unviable project

Option 3.1

Option 3.2

Option 3.3

1

2

3

4

5
Accruing Cash Reserve
Positive surplus
(balanced budget)

All Space Requirements under 3.1, 3.2, and 3.3 are to be provided within the existing facilities
site.
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6. Financial Feasibility and Assumptions
COMMERCIAL
METRICS
Grey shaded
Option denotes
an unviable
project

Option 2 does
not meet the
required
commercial and
UCA set metrics
to be a viable
project. Option
2 would not be
considered
viable for
approval by the
UCA or for debt
funding by
banks.

•
•

Option 1

Option 2

Option 3.1

Option 3.2

Option 3.3

Total Net Revenue

$10,765,215

$58,548,773

$8,263,719

$44,178,907

$1,548,747

Total Costs (incl. finance)

$133,676

$52,841,840

$611,587

$37,000,209

$1,159,436

Land Value

$0

$12,001,250

N/A

$9,219,000

$0

Net Profit

$10,631,539

$5,706,933

$7,652,132

$7,178,698

$389,311

Total Equity Required

-

$12,001,250

$611,587

$9,919,000

$9,219,000

Additional Equity Required

$0

$0

$0

$700,000

$0

Project ROC

N/A

10.41%

N/A

18.77%

N/A

Equity IRR

N/A

8.08%

N/A

15.75%

N/A

Project IRR

N/A

5.98%

N/A

10.26%

N/A

Project NPV
(Discount Rate 15%)

N/A

(6,007,062)

N/A

(2,396,287)

N/A

PROCEED
METRICS
Church Works

Option 1 Sell
Surplus Land
-

Option 2

Option 3.1

Option 3.2

Option 3.3

N/A

$5,300,751

$5,300,751

N/A

BOMAR

$2,681,573

N/A

$0

$3,783,701

N/A

MtE Net Proceeds
(Profit + Land – Church
Works & BOMAR)

$7,949,966

N/A

$2,351,381

$7,313,246

N/A

A detailed Feasibility is contained in Appendix B.
** Requires additional equity to be viable
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Option 3.3
produces a net
annual profit
from the rental
of $494,778,
however it does
not provide
funds to pay for
the cost of the
church
restoration or
additional
proceeds to
generate
revenue in an
IOMF account
for ongoing
financial
sustainability

6. Financial Feasibility and Assumptions
The table below outlines the key Development Assumptions used within the feasibilities attached and are subject to further investigations and verification following approval of the business case.
TYPE

TYPE

ASSUMPTION

Land Sale

Estimated Selling Price (under Option 1 & 3.1) has been advised by Colliers International
and CBRE as a reasonable assumption.

Planning

Upfront planning and heritage costs are a cost of the project and are funded and secured
against the land.
18 month planning period to include liaison and approval from Heritage Victoria

Sales &
Marketing

Sales and Marketing commission and fees @ 5% of Gross Revenue (4% Commissions and
1% Marketing)

Project
Financing

Loan to Cost Ratio (LCR) @ 75%
Loan to Value Ratio (LVR) @ 65%

Head works allowance of 1% of construction costs (UCA Formula)

Equity Contribution based on achieving the required LVR / LCR in the model, calculated by
Estate Master on the basis of Project and Finance Costs Inc. Interest fee and net of GST.

Development Contributions & Open Space Levy @ 5% of Land Value
Construction

ASSUMPTION

Mix of Commercial, Domestic build and conversion of existing heritage listed
buildings(apartments, residential and communal areas). Rates used are to be verified by a
Quantity Surveyor

Development Interest @ 7% to include the Line Fee and Establishment below
Line Fee (% of total debt) @ 0.5%

Conversions @ $3,000/ sqm (GFA) (provided by MC Consulting)

Establishment Fee (% of total debt) @ 0.5%
Apartments @ $2,400 / sqm (NSA incl. balconies) (provided by MC Consulting)

Project
Contingency

Basement @ $1,400 / sqm (provided by MC Consulting)
Circulation @ $2,400 / sqm (provided by MC Consulting)

UCA Development Contingency between 5% of costs (UCA Formula - construction / Stats /
Sales & Marketing / Selling Costs)
Construction Contingency @ 5%

Contamination

Remediation @ $250,000 (estimated total works)

Refurbishment

Structural Repair work $5.3 million (As per Di Mase Cost Plan inflated by 4% per annum for
4 years)

Sales & Marketing

Apartments @ $9,500 / sqm (NSA) Estimate provided by Colliers
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Financial
Sustainability

Maintain a balanced budget

BOMAR

Using UCA calculator including UCHM and any relocation costs when applicable

Manse

The sale of the manse has been considered and since discounted as apartments would not
meet manse specifications and purchase costs may not be less than current minister housing
cost.

7. Site Development Program
A indicative program associated with each of the Property Options is shown below. In each scenario it is assumed that relocation (via purchase, lease, or amalgamation) and any Church Restoration
(where applicable) will be carried out once proceeds from the commercial development have been realised in order to minimise additional debt required to fund the works.
MtEF Property Options - Preliminary Programs
Option 1 - Sell Site
Stage 1: Business Case
Stage 2: Sales & Marketing Period (Until end of EOI)
Stage 3: Evaluation, Approvals, Settlement & Legals
Stage 4: Relocation (Purchase or Lease)
Option 2 - Develop Whole Site and Sell, rent/purchase
Stage 1: Business Case
Stage 2: Design, Heritage & Permit
Stage 3: Sales & Marketing
Stage 4: Remediation/basement works
Stage 5: New Apartment (development)
Stage 6: Settlements and Legal
Stage 7: Relocation (Purchase/Rent)
Stage 8: Sales & marketing
Stage 9: Church works
Stage 10: Residential conversion (development)
Stage 11: Settlements and Legals
Stage 12: Sale of 2 Elm Street
Option 3.1- Stay, sell 2/3 site & renovate church
Stage 1: Business Case
Stage 1: Subdivision & Permit
Stage 2: Sales & Marketing
Stage 3: Evaluation, Approvals, Settlement & Legals
Stage 4: Church works
Option 3.2 - Stay and develop & sell 2/3, renovate church
Stage 1: Business Case
Stage 2: Design, Heritage & Permit
Stage 3: Sales & Marketing
Stage 4: Remediation works
Stage 5: New Apartments & Manse (development)
Stage 6: Settlements, Approvals and legals
Stage 7: Church works
Option 3.3 - Stay, develop, renovate church & retain whole site
Stage 1: Business Case
Stage 2: Design, Heritage & Permit
Stage 3: Sales & Marketing
Stage 4: Remediation/basement works
Stage 5: New Apartment/Manse (development)
Stage 6: Settlements and Legal
Stage 8: Church works

Year 1

Year 2

Year 3

Grey box denotes unviable option.
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Year 4

Year 5

Year 6

Year 7

8. Operational Cash flow Analysis
Option 0 Status Quo

Option 1 Sell Whole Site

Net MtE Proceeds

$0

$7,949,966

$2,271,290

$3,027,387

($63,432)

$84,626

Cash Reserves decreasing

Cash Reserves increasing at a decreasing rate

(Land + Project Profit – Church Works & BOMAR)

Cash Reserves
(Year 2021)

Operational Surplus/(Deficit)
(Year 2021)

Comments

The table above outlines
the key operational cash
flow figures for each
Property Option.
The graphs opposite
demonstrate the operational
cash flow position
throughout the life of the
project.
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8. Operational Cash flow Analysis
Option 3.1 Stay, Sell 2/3 site, renovate church
Net MtEF Proceeds

$2,351,381

$7,313,246

$1,837,374

$2,973,573

($172,384)

$73,973

Cash Reserves decreasing

Cash Reserves increasing at a decreasing rate

(Land + Project Profit- Church Works & BOMAR)

Cash Reserves
(Year 2021)

Total Operating Surplus/(Deficit)
(Year 2021)

Comments

Option 3.2 Stay, develop 2/3 & sell. Renovate church

The table above outlines the
key operational cash flow
metrics for each Property
Option.
The graphs opposite
demonstrate the operational
cash flow position throughout
the life of the project.
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9. Overall Feasibility Assessment
The report identifies that should MtE remain ‘as-is’ (Option 0 – Status Quo) the Congregation will run out of surplus funds by 2057. Following analysis of the six Options outlined in this report, Option 2 (including 2.1 and 2.2) has
been discounted from further analysis due to being unviable and not meeting commercial and UCA performance metrics (i.e. Return on Cost and Internal Rate of Return). Option 3.3 has also been discounted from further analysis
due to the MtE’s inability to generate sufficient funds from the rental income to provide financial sustainability and to cover the debt costs to fund the Church restoration.
Option 0 (Status Quo) produces an annual operating deficit of circa 35K, which increases to approximately $71K by 2022. If MtE Congregation remains on this path, their overall cash reserve will continue to diminish at an increasing
rate.
Option 1 produces the highest financial outcomes for MtE on a risk adjusted return basis. Under Option 1 MtE disposes of the entire site, which provides a low risk option that yields net proceeds of $7.95m providing MtE with
$84,626 of on going operational surpluses in year 2021. There has been a notional allowance of $100k per annum for relocation costs (lease or amalgamation)..

Option 3.1 returns a small profit after the Church restoration has taken place but does not provide sufficient proceeds for an ongoing surplus once the income producing assets (terrace cottages and commercial building) has been
sold which see the forecasted operational cash flow produce a large annual deficit.
Option 3.2 produces comparable returns to Option 1 generating $7.313m in net proceeds from developing and selling apartments on 2/3’s of the site. However, the proceeds are not realised until two years later than Option 1, carries
a much high risk profile (in terms of heritage, planning, construction and sales risk) and does not meet all of the commercial and UCA set performance metrics (i.e. IRR and NPV). Option 3.2 also requires MtE to provide an
additional $700k as equity to meet bank funding requirements.

Options for
consideration
Option 0 – Status
Quo*

Option 1*

Option 3.2*

Commercial

Financial

Mission

BOMAR
Contribution

-

$2,681,573

$3,783,701

Net
Proceeds

-

$7,949,966

$7,313,246
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Cash
Reserves
(2021)
$2,271,290

$3,027,387

$2,973,573

Operating
Surplus/(Deficit)
(2021)

Comments

($63,432)

If the status quo remains, MtE
will continue to reduce their
cash reserve by circa $70k
increasing.

$84,626

This option meets the
commercial and financial
needs of MtEF. The only
concern is relocating to a
suitable facility.

$73,973

This option partially meets
financial and mission objective.
Commercially, it will be a
higher risk.

Delivery
Date

-

March 2018
September
2021

10. Conclusion
Conclusion
The Strategic Property Options report concludes that the most likely options include:
• Option 1 – Disposal of the site
• Option 3.2 – Stay & develop 2/3’s as the preferred options in the Business Case.
Option 0 has been discounted on the basis that it produces an annual deficit on-going. It furthermore has been raised by the PCG that this option would not be approved by the Church
Council or presbytery whereby MtE are left with a broken Church.
Options 2 and 3.1 have also been discounted from further review as these Options either don’t meet the UCA set metrics or does not provide additional proceeds to generate revenue in an
IOMF account.
From the detailed analysis completed, Options 1 and 3.2 present the most rewarding annual operational surpluses ongoing. These also best meet the UCA metrics, mission objectives and
MtE financial sustainability objectives.
Option 1 provides a low risk option, however due diligence is required
to identify and scope out possible options for relocation.
Option 3.2 provides a higher risk option given the nature of the
development proposed, but allows MtE to remain on site.
Additional Options raised at MtE working group meeting are being
reviewed and scoped out at a high level to see if any potential
revenue stream can be realised.

Option 1 – Sell Site

Option 3.2 – Stay, develop 2/3 and sell . Renovate Church

Development type / Number

Disposal of site

Development type / Number

Develop

On-going Mission

Relocation to be determined

On-going Mission

Relocation to be determined

BOMAR Contribution

$2,681,573

BOMAR Contribution

$3,783,701

Net Funds to MtE

$7,949,966

Net Funds to MtE

$7,313,246

Operational Surplus (2021)

$84,626

Operational Surplus (2021)

$73,973

Cash Reserves (2021)

$3,027,387

Cash Reserves (2021)

$2,973,573
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11. Possible Relocation Option Alternatives
It is still an open question whether MtE would be able to purchase or lease a building on the open
market, including funding of the fitout costs, for the sole use of MtE for worship and mission.

Possible additional options for alternative sites are:
a. The lease of non-commercial premises (to retain MtE’s distinctive identity); or
b. A UCA or ecumenical merger.
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12. Next Steps
Items

When

Strategic Property Options Analysis Report (SPOAR) to MtE Church Council

March 2016

SPOAR to MtE Congregational Meeting for consideration

March 2016

SPOAR to MtE Congregational Meeting to identify the preferred option

May 2016

MtE Church Council formalises Congregation preference

May 2016

Draft Business Case for consideration by MtE Church Council

June 2016

Business Case Report to PCG

June 2016

Business Case Report to MtE Church Council

July 2016

Business Case Report to MtE Congregation for comment and support

July 2016

MtE Church Council approves Congregation indicative decision

August 2016
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13. Appendix
Appendix A – Development Option Concept Plans – Interlandi Mantesso Architects
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13. Appendix
Appendix B - Estate Master Development Option Feasibility Reports
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SUMMARY OF PROJECT RETURNS
Mark the Evangelists Future
MtEF Option 3.2
Option 3.2
Estate Master Licensed to: SEMZ

Time Span:
Type:
Status:
Site Area:
FSR:
Project Size:

Jan-17 to Jul-20
Mixed Use
Under Review
3080 SqM
0:1
85 Units
8738 GFA

Equated GFA:

0.0 SqM

1 per 36.23 SqM of Site Area
1 per 0.35 SqM of Site Area

AUD Per
Unit

Total
AUD

AUD Per
SqM of Site Area

AUD Per
Total Net Revenue

Revenues
Quantity

SqM

-

Gross Sales Revenue
Residential
Commerical Office
Less Selling Costs
Less Purchasers Costs
NET SALES REVENUE
Average Yield

Gross Rental Income
Less Outgoings & Vacancies
Less Letting Fees
Less Incentives (Rent Free and Fit-out Costs)
Less Other Leasing Costs
NET RENTAL INCOME

AUD/Quantity

5,288.00
5,023.00
265.00

SqM

-

-

AUD
49,971,000
47,718,500
2,252,500
(1,249,275)
48,721,725

587,894

16,224

113.1%

14,697
573,197

406
15,819

-2.8%
0.0%
110.3%

AUD/SqM/annum

-

-

Interest Received
Other Income
TOTAL REVENUE (before GST paid)
Less GST paid on all Revenue
TOTAL REVENUE (after GST paid)

-

-

-

0.0%
0.0%
0.0%
0.0%
0.0%
0.0%

48,721,725
(4,542,818)
44,178,907

573,197
53,445
519,752

15,819
1,475
14,344

0.0%
0.0%
110.3%
-10.3%
100.0%

9,219,000
92,190
20,842,185
19,849,700
992,485
3,157,585
505,950
1,042,109
749,565
96,000
2,121,729
37,826,313
37,826,313

108,459
1,085
245,202
233,526
11,676
37,148
5,952
12,260
8,818
1,129
24,962
445,015
445,015

2,993
30
6,767
6,445
322
1,025
164
338
243
31
689
12,281
12,281

20.9%
0.2%
47.2%
44.9%
2.2%
7.1%
1.1%
2.4%
0.0%
0.0%
0.0%
0.0%
1.7%
0.2%
4.8%
85.6%
0.0%
0.0%
85.6%

Costs
Land Purchase Cost
Land Acquisition Costs
Construction Costs (inc. Contingency)
Other Construction Costs
Contingency
Professional Fees
Statutory Fees
Miscellaneous Costs 1
Miscellaneous Costs 2
Miscellaneous Costs 3
Project Contingency (Reserve)
Land Holding Costs
Pre-Sale Commissions
Finance Charges (inc. Fees)
Interest Expense
TOTAL COSTS (before GST reclaimed)
Less GST reclaimed
Plus Corporate Tax
TOTAL COSTS (after GST reclaimed)

Performance Indicators
1

Net Development Profit

3

Development Margin (Profit/Risk Margin)
Residual Land Value

4

Per Unit

Based on total costs (inc selling costs)
Based on Target Margin of 15% (Exclusive of GST)

5

Net Present Value
6
Benefit Cost Ratio
7
Project Internal Rate of Return (IRR)
8
Residual Land Value

Based on Discount Rate of 15% p.a. Nominal
Per annum Nominal
Based on NPV (Exclusive of GST)

Equity IRR
Equity Contribution
Peak Debt Exposure
Equity to Debt Ratio
9

Weighted Average Cost of Capital (WACC)
Breakeven Date for Cumulative Cash Flow
Yield on Cost
12
Rent Cover
13
Profit Erosion

74,736
74,736

2,063
2,063

112,310

3,099

(3,025,859)
0.8974
9.04%
6,633,825

78,045

2,154

15.07%
9,219,000
28,858,320
34.17%

Per annum Nominal

10

Per SqM of Site Area

6,352,593
6,352,593
16.26%
9,546,341

5.22%
Jul-2020
0.00%
N.A.
N.A.

Month 42

11

Footnotes:
1. Development Profit: is total revenue less total cost including interest paid and received
2. Note: No redistribution of Developer's Gross Profit
3. Development Margin: is profit divided by total costs (inc selling costs)
4. Residual Land Value: is the maximum purchase price for the land whilst achieving the target development margin.
5. Net Present Value: is the project's cash flow stream discounted to present value. It includes all financing costs and interest but excludes corp tax.
6. Benefit:Cost Ratio: is the ratio of discounted incomes to discounted costs and includes all financing costs and interest but excludes corp tax.
7. Internal Rate of Return: is the discount rate where the NPV above equals Zero.
8. Residual Land Value (based on NPV): is the purchase price for the land to achieve a zero NPV.
9. The Weighted Average Cost of Capital (WACC) is the rate that a company is expected to pay to finance its assets.
10. Breakeven date for Cumulative Cash Flow: is the last date when total debt and equity is repaid (ie when profit is realised).
11 Yield on Cost is Current Net Annual Rent divided by Total Costs (before GST reclaimed), including all Selling Costs.
12. The total net development profit divided by the current net annual rental expressed as a a number of years/months.
13. The period of time post practical completion that it can remain unsold (but leased out) until finance and land holding costs erodes the profit for the development to zero.

FALSE
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SUMMARY OF PROJECT RETURNS
Mark the Evangelists Future
MtEF Option 3.2
Option 3.2
Estate Master Licensed to: SEMZ

Time Span:
Type:
Status:
Site Area:
FSR:
Project Size:

Returns on Funds Invested

Jan-17 to Jul-20
Mixed Use
Under Review
3080 SqM
0:1
85 Units
8738 GFA

Equated GFA:
1 per 0.35 SqM of Site Area

Developer's Equity
Equity

1

Funds Invested (Cash Outlay)
% of Total Funds Invested
2
Peak Exposure
Date of Peak Exposure
Month of Peak Exposure
Weighted Average Interest Rate
Interest Charged

Debt
Lender Name

9,219,000
25.47%

Debt

26,983,400

9,219,000

26,983,400

25.47%
9,219,000
Jan-17
Month 0
N.A.

74.53%
28,858,320
Apr-20
Month 39
7.00%

6,352,593
68.91%
Jul-20

2,121,729
7.86%
Jun-20

Month 42

Month 41

15.07%

7.00%
34.17%
57.75%

N.A.
-

N.A.
-

-

-

-

2,121,729

N.A.
N.A.

N.A.
N.A.

N.A.
N.A.

7.86%
Jun-20

18.45%

N.A.
N.A.
N.A.
0.00%

N.A.
N.A.
N.A.
0.00%

N.A.
N.A.
N.A.
0.00%

Month 41
7.00%
34.17%
57.75%

24.37%

0.00%

0.00%

0.00%

76.94%

24.37%

76.94%

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

4

of Land Purchase Price.

of Land Purchase Price.

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

6,352,593
68.91%

5

Jul-20
Month 42

Loan Ratio

Total Debt

Equity

N.A.
-

9,219,000
Jan-17
Month 0
N.A.
-

-

9

-

Total Equity

Debt
Senior Debt

74.53%
28,858,320
Apr-20
Month 39
7.00%
2,121,729
-

Profit Share Received
Total Profit to Funders
4
Margin on Funds Invested

Equity to Debt Ratio
Loan to Value Ratio

-

Senior Loan

0.00%
N.A.

3

8

-

Debt
Lender Name

0.00%
N.A.

-

7

Debt
Lender Name

0.00%
N.A.

Line Fees Charged
Application Fees Charged

Payback Date
Month of Payback
6
IRR on Funds Invested

0.0 SqM

1 per 36.23 SqM of Site Area

15.07%

-

18.45%

2,121,729
-

Footnotes:
1. The total amount of funding injected into the project cash flow.
2. The maximum cash flow exposure of that equity/debt facility including capitalised interest.
3. The total repayments less funds invested, including profit share paid or received.
4.
5.
6.
7.
8.
9.

Margin is net profit divided by total funds invested (cash outlay).
Payback date for the equity/debt facility is the last date when total equity/debt is repaid.
IRR on Funds Invested is the IRR of the equity cash flow including the return of equity and realisation of project profits.
Equity to Debt Ratio is the amount of equity contributed into the project as a percentage of debt funding.
Loan to Value ratio is the Peak Equity/Debt Exposure divided by Total Sales Revenue.
Loan Ratio is the total funds invested by the lender (cash outlay) divided by the nominated ratio calculation method. It includes capitalised interest and fees.
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SUMMARY OF PROJECT RETURNS
Mark the Evangelists Future
MtEF
Option 2
Estate Master Licensed to: SEMZ

Time Span:
Type:
Status:
Site Area:
FSR:
Project Size:

Warning: Residual Land Values have not been updated since changes were made.

Jan-17 to Nov-21
Mixed Use
Under Review
4875 SqM
0:1
100 Units
11671 GFA

Equated GFA:

0.0 SqM

1 per 48.75 SqM of Site Area
1 per 0.41 SqM of Site Area

AUD Per
Unit

Total
AUD

AUD Per
SqM of Site Area

AUD Per
Total Net Revenue

Revenues
Quantity

SqM

1
1

Gross Sales Revenue
Residential
Commerical Office
Less Selling Costs
Less Purchasers Costs
NET SALES REVENUE

-

Average Yield

Gross Rental Income
Less Outgoings & Vacancies
Less Letting Fees
Less Incentives (Rent Free and Fit-out Costs)
Less Other Leasing Costs
NET RENTAL INCOME

AUD/Quantity

6,908.00
6,643.00
265.00

SqM

-

66,601,500.00
64,349,000.00
-

AUD
66,601,500
64,349,000
2,252,500
(1,998,045)
64,603,455

666,015

13,662

113.8%

19,980
646,035

410
13,252

-3.4%
0.0%
110.3%

AUD/SqM/annum

-

-

Interest Received
Other Income
TOTAL REVENUE (before GST paid)
Less GST paid on all Revenue
TOTAL REVENUE (after GST paid)

-

-

-

0.0%
0.0%
0.0%
0.0%
0.0%
0.0%

64,603,455
(6,054,682)
58,548,773

646,035
60,547
585,488

13,252
1,242
12,010

0.0%
0.0%
110.3%
-10.3%
100.0%

12,001,250
120,013
30,527,864
29,074,156
1,453,708
4,171,380
967,055
1,783,315
1,332,030
112,000
2,345,391
53,360,297
53,360,297

120,013
1,200
305,279
290,742
14,537
41,714
9,671
17,833
13,320
1,120
23,454
533,603
533,603

2,462
25
6,262
5,964
298
856
198
366
273
23
481
10,946
10,946

20.5%
0.2%
52.1%
49.7%
2.5%
7.1%
1.7%
3.0%
0.0%
0.0%
0.0%
0.0%
2.3%
0.2%
4.0%
91.1%
0.0%
0.0%
91.1%

Costs
Land Purchase Cost
Land Acquisition Costs
Construction Costs (inc. Contingency)
Other Construction Costs
Contingency
Professional Fees
Statutory Fees
Miscellaneous Costs 1
Miscellaneous Costs 2
Miscellaneous Costs 3
Project Contingency (Reserve)
Land Holding Costs
Pre-Sale Commissions
Finance Charges (inc. Fees)
Interest Expense
TOTAL COSTS (before GST reclaimed)
Less GST reclaimed
Plus Corporate Tax
TOTAL COSTS (after GST reclaimed)

Performance Indicators
1

Net Development Profit

3

Development Margin (Profit/Risk Margin)
Residual Land Value

4

Per Unit

Based on total costs (inc selling costs)
Based on Target Margin of 15% (Exclusive of GST)

5

Net Present Value
6
Benefit Cost Ratio
7
Project Internal Rate of Return (IRR)
8
Residual Land Value

Based on Discount Rate of 15% p.a. Nominal
Per annum Nominal
Based on NPV (Exclusive of GST)

Equity IRR
Equity Contribution
Peak Debt Exposure
Equity to Debt Ratio

(6,365,396)
0.8389
5.43%
Not Computed

9

Weighted Average Cost of Capital (WACC)
Breakeven Date for Cumulative Cash Flow
Yield on Cost
12
Rent Cover
13
Profit Erosion

1,064
1,064

7.46%
12,001,250
30,488,751
42.22%

Per annum Nominal

10

Per SqM of Site Area

51,885
51,885

5,188,476
5,188,476
9.37%
Not Computed

4.92%
Nov-2021
0.00%
N.A.
N.A.

Month 58

11

Footnotes:
1. Development Profit: is total revenue less total cost including interest paid and received
2. Note: No redistribution of Developer's Gross Profit
3. Development Margin: is profit divided by total costs (inc selling costs)
4. Residual Land Value: is the maximum purchase price for the land whilst achieving the target development margin.
5. Net Present Value: is the project's cash flow stream discounted to present value. It includes all financing costs and interest but excludes corp tax.
6. Benefit:Cost Ratio: is the ratio of discounted incomes to discounted costs and includes all financing costs and interest but excludes corp tax.
7. Internal Rate of Return: is the discount rate where the NPV above equals Zero.
8. Residual Land Value (based on NPV): is the purchase price for the land to achieve a zero NPV.
9. The Weighted Average Cost of Capital (WACC) is the rate that a company is expected to pay to finance its assets.
10. Breakeven date for Cumulative Cash Flow: is the last date when total debt and equity is repaid (ie when profit is realised).
11 Yield on Cost is Current Net Annual Rent divided by Total Costs (before GST reclaimed), including all Selling Costs.
12. The total net development profit divided by the current net annual rental expressed as a a number of years/months.
13. The period of time post practical completion that it can remain unsold (but leased out) until finance and land holding costs erodes the profit for the development to zero.

FALSE

Estate Master DF Ver 6.10

TRUE

TRUE

Page 1 of 1 Pages

TRUE

FALSE

FALSE

File: MtEF Project v3.emdf

FALSE

Date of Report: 5/02/2016 1:25 PM

SUMMARY OF PROJECT RETURNS
Mark the Evangelists Future
MtEF
Option 2
Estate Master Licensed to: SEMZ

Time Span:
Type:
Status:
Site Area:
FSR:
Project Size:

Returns on Funds Invested

Warning: Residual Land Values have not been updated since changes were made.

Jan-17 to Nov-21
Mixed Use
Under Review
4875 SqM
0:1
100 Units
11671 GFA

Equated GFA:
1 per 0.41 SqM of Site Area

Developer's Equity
Equity

1

Funds Invested (Cash Outlay)
% of Total Funds Invested
2
Peak Exposure
Date of Peak Exposure
Month of Peak Exposure
Weighted Average Interest Rate
Interest Charged

Debt
Lender Name

12,001,250
29.69%

Debt

28,426,225

12,001,250

28,426,225

29.69%
12,001,250
Jan-17
Month 0
N.A.

70.31%
30,488,751
Apr-20
Month 39
7.00%

5,188,476
43.23%
Nov-21

2,345,391
8.25%
Jul-20

Month 58

Month 42

7.46%

7.00%
42.22%
45.78%

N.A.
-

N.A.
-

-

-

-

2,345,391

N.A.
N.A.

N.A.
N.A.

N.A.
N.A.

8.25%
Jul-20

18.02%

N.A.
N.A.
N.A.
0.00%

N.A.
N.A.
N.A.
0.00%

N.A.
N.A.
N.A.
0.00%

Month 42
7.00%
42.22%
45.78%

22.49%

0.00%

0.00%

0.00%

57.67%

22.49%

57.67%

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

4

of Land Purchase Price.

of Land Purchase Price.

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

5,188,476
43.23%

5

Nov-21
Month 58

Loan Ratio

Total Debt

Equity

N.A.
-

12,001,250
Jan-17
Month 0
N.A.
-

-

9

-

Total Equity

Debt
Senior Debt

70.31%
30,488,751
Apr-20
Month 39
7.00%
2,345,391
-

Profit Share Received
Total Profit to Funders
4
Margin on Funds Invested

Equity to Debt Ratio
Loan to Value Ratio

-

Senior Loan

0.00%
N.A.

3

8

-

Debt
Lender Name

0.00%
N.A.

-

7

Debt
Lender Name

0.00%
N.A.

Line Fees Charged
Application Fees Charged

Payback Date
Month of Payback
6
IRR on Funds Invested

0.0 SqM

1 per 48.75 SqM of Site Area

7.46%

-

18.02%

2,345,391
-

Footnotes:
1. The total amount of funding injected into the project cash flow.
2. The maximum cash flow exposure of that equity/debt facility including capitalised interest.
3. The total repayments less funds invested, including profit share paid or received.
4.
5.
6.
7.
8.
9.

Margin is net profit divided by total funds invested (cash outlay).
Payback date for the equity/debt facility is the last date when total equity/debt is repaid.
IRR on Funds Invested is the IRR of the equity cash flow including the return of equity and realisation of project profits.
Equity to Debt Ratio is the amount of equity contributed into the project as a percentage of debt funding.
Loan to Value ratio is the Peak Equity/Debt Exposure divided by Total Sales Revenue.
Loan Ratio is the total funds invested by the lender (cash outlay) divided by the nominated ratio calculation method. It includes capitalised interest and fees.
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SUMMARY OF PROJECT RETURNS
Mark the Evangelists Future
MtEF Church
Option 3 Church Restoration
Estate Master Licensed to: SEMZ

Time Span:
Type:
Status:
Site Area:
FSR:
Project Size:

May-20 to Oct-21
Mixed Use
Under Review
1795 SqM
0:1

Equated GFA:

0.0 SqM

AUD Per
Unit

Total
AUD

AUD Per
SqM of Site Area

AUD Per
Total Net Revenue

Revenues
Quantity

Gross Sales Revenue
Less Selling Costs
Less Purchasers Costs
NET SALES REVENUE

SqM

-

Average Yield

Gross Rental Income
Less Outgoings & Vacancies
Less Letting Fees
Less Incentives (Rent Free and Fit-out Costs)
Less Other Leasing Costs
NET RENTAL INCOME

SqM

-

AUD

AUD/Quantity

-

-

-

-

-

-

-

-

-

AUD/SqM/annum

-

Interest Received
Other Income
TOTAL REVENUE (before GST paid)
Less GST paid on all Revenue
TOTAL REVENUE (after GST paid)

Costs
Land Purchase Cost
Land Acquisition Costs
Construction Costs (inc. Contingency)
Other Construction Costs
Contingency
Professional Fees
Statutory Fees
Miscellaneous Costs 1
Miscellaneous Costs 2
Miscellaneous Costs 3
Project Contingency (Reserve)
Land Holding Costs
Pre-Sale Commissions
Finance Charges (inc. Fees)
Interest Expense
TOTAL COSTS (before GST reclaimed)
Less GST reclaimed
Plus Corporate Tax
TOTAL COSTS (after GST reclaimed)

50,000
4,324,195
4,118,281
205,914
627,008
49,512
250,036
5,300,751
5,300,751

Performance Indicators
1

28
2,409
2,294
115
349
28
139
2,953
2,953
Per Unit

Net Development Profit

3

Development Margin (Profit/Risk Margin)
4
Residual Land Value

Per SqM of Site Area

2,953
2,953

(5,300,751)
(5,300,751)
-100.00%
N.A.

Based on total costs (inc selling costs)
Based on Target Margin of 15% (Inclusive of GST)

Unable to Compute
5

Net Present Value
Benefit Cost Ratio
7
Project Internal Rate of Return (IRR)
8
Residual Land Value

(4,621,460)
N.A.
N.A.

Based on Discount Rate of 15% p.a. Nominal

6

Per annum Nominal
Based on NPV (Inclusive of GST)

Unable to Compute

Equity IRR
Equity Contribution
Peak Debt Exposure
Equity to Debt Ratio

#NUM!
5,300,751
N.A.

Per annum Nominal

9

Weighted Average Cost of Capital (WACC)
Breakeven Date for Cumulative Cash Flow
Yield on Cost
12
Rent Cover
13
Profit Erosion

0.00%
N.A. (Negative Profit)
0.00%
N.A.
N.A.

10
11

Footnotes:
1. Development Profit: is total revenue less total cost including interest paid and received
2. Note: No redistribution of Developer's Gross Profit
3. Development Margin: is profit divided by total costs (inc selling costs)
4. Residual Land Value: is the maximum purchase price for the land whilst achieving the target development margin.
5. Net Present Value: is the project's cash flow stream discounted to present value. It includes all financing costs and interest but excludes corp tax.
6. Benefit:Cost Ratio: is the ratio of discounted incomes to discounted costs and includes all financing costs and interest but excludes corp tax.
7. Internal Rate of Return: is the discount rate where the NPV above equals Zero.
8. Residual Land Value (based on NPV): is the purchase price for the land to achieve a zero NPV.
9. The Weighted Average Cost of Capital (WACC) is the rate that a company is expected to pay to finance its assets.
10. Breakeven date for Cumulative Cash Flow: is the last date when total debt and equity is repaid (ie when profit is realised).
11 Yield on Cost is Current Net Annual Rent divided by Total Costs (before GST reclaimed), including all Selling Costs.
12. The total net development profit divided by the current net annual rental expressed as a a number of years/months.
13. The period of time post practical completion that it can remain unsold (but leased out) until finance and land holding costs erodes the profit for the development to zero.
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SUMMARY OF PROJECT RETURNS
Mark the Evangelists Future
MtEF Church
Option 3 Church Restoration
Estate Master Licensed to: SEMZ

Time Span:
Type:
Status:
Site Area:
FSR:
Project Size:

Returns on Funds Invested

May-20 to Oct-21
Mixed Use
Under Review
1795 SqM
0:1

Equated GFA:

Developer's Equity

Total Equity

Equity
1

Funds Invested (Cash Outlay)
% of Total Funds Invested
2
Peak Exposure
Date of Peak Exposure
Month of Peak Exposure
Weighted Average Interest Rate
Interest Charged
Line Fees Charged
Application Fees Charged
Profit Share Received
3
4

Total Profit to Funders
Margin on Funds Invested

5

Payback Date
Month of Payback
6
IRR on Funds Invested
7
8
9

Equity to Debt Ratio
Loan to Value Ratio
Loan Ratio

0.0 SqM

Debt
Lender Name

5,300,751
100.00%
5,300,751
Oct-21
Month 17
N.A.
(5,300,751)
-100.00%
Nov-21
Month 18

Debt
Lender Name

-

Debt
Lender Name

-

Debt
Senior Debt

-

Equity

-

0.00%
N.A.

0.00%
N.A.

0.00%
N.A.

0.00%
N.A.

N.A.
-

N.A.
-

N.A.
-

N.A.
-

-

-

-

-

N.A.
N.A.

N.A.
N.A.

N.A.
N.A.

N.A.
N.A.

N.A.
N.A.
N.A.
N.A.

N.A.
N.A.
N.A.
N.A.

N.A.
N.A.
N.A.
N.A.

Debt

5,300,751
100.00%
5,300,751
Oct-21
Month 17
N.A.

0.00%
N.A.
Month 0
N.A.

-

-

-

-

(5,300,751)
-100.00%
N.A.

N.A.
N.A.

Not Repaid

N.A.

#NUM!

N.A.

N.A.
N.A.
N.A.
N.A.

100.00%

N.A.

N.A.

N.A.

0.00%

N.A.
100.00%

N.A.
N.A.
N.A.
0.00%

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

4

of Land Purchase Price.

of Land Purchase Price.

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

of Project & Finance
Costs (inc Interest/Fees
and net of GST).

N.A.

Footnotes:
1. The total amount of funding injected into the project cash flow.
2. The maximum cash flow exposure of that equity/debt facility including capitalised interest.
3. The total repayments less funds invested, including profit share paid or received.
4.
5.
6.
7.
8.
9.

Margin is net profit divided by total funds invested (cash outlay).
Payback date for the equity/debt facility is the last date when total equity/debt is repaid.
IRR on Funds Invested is the IRR of the equity cash flow including the return of equity and realisation of project profits.
Equity to Debt Ratio is the amount of equity contributed into the project as a percentage of debt funding.
Loan to Value ratio is the Peak Equity/Debt Exposure divided by Total Sales Revenue.
Loan Ratio is the total funds invested by the lender (cash outlay) divided by the nominated ratio calculation method. It includes capitalised interest and fees.
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13. Appendix
Appendix C – Operational Cash Flow Assessments

Page 37

Congregation of Mark the Evangelist

2016 Budget
Account No.

4-0000
4-2000
4-2010
4-2020
4-2030
4-3000
4-3010
4-3090
4-3200
4-3207
4-3290
4-3300
4-3350

6-0000
6-1100
6-1110
6-1115
6-1120
6-1140
6-1220
6-1260
6-1310
6-1320
6-1340
6-4000
6-4005
6-4011
6-4013
6-4015
6-4500
6-4520
6-4525
6-4530
6-4540
6-4550
6-4560
6-6300

4-5000
4-5100
4-5150
4-5200
4-5300
4-5400
4-5450
4-5900
6-2000
6-2110
6-2120
6-2135
6-2150
6-2300

6-3000
6-3110
6-3120
6-3130
6-3140
6-3150
6-3155
6-3160
6-3161
6-3162
6-3163
6-3170

6-5000
6-5110
6-5111
6-5112
6-5120
6-5121
6-5122
6-5123
6-5125
6-5200
6-5220
6-5221
6-5222
6-5223
6-5275
6-5281
6-5300
6-5330
6-5335
6-5336
6-5337
6-5338
6-5339

Option 1 - After BOMAR including UCHM and Relocation

2015 Actual
Offerings & Subscriptions
Open Plate
Envelopes
Systematic & Direct Debit
Total Offerings & Subscriptions
Hotham Mission Revenue
Legacies, Gifts, Memorial Fund
new bequests
UCA Share Grants
Total Hotham Mission Revenue
UCA & Other Grants/Donations
Legacy UCHM Bequests
Transform Program Income
Other Church Donations
Other Donations - General
Funding for new program
Donation Income Offset Account
Total UCA & Other Grants/Donations

Total fixed Revenue
Fixed Expenditure

$21,205
$32,904
$20,110
$74,219

2017 budget

2018 budget

2019 budget

2020 budget

2021 budget

$24,000
$31,000
$25,000
$80,000

$24,360
$31,465
$25,375
$81,200

$24,725
$31,937
$25,756
$82,418

$25,096
$32,416
$26,142
$83,654

$25,473
$32,902
$26,534
$84,909

$25,855
$33,396
$26,932
$86,183

$6,000

$6,000

$6,000

$6,000

$6,000

$6,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$2,027
$40,104

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$129,322

$136,000

$137,200

$138,418

$139,654

$140,909

$142,183

$9,781
$564
$9,892
$3,884
$3,176

$10,000
$1,000
$12,000
$3,000
$3,000
$1,000
$1,000
$5,000
$32,000
$68,000

$5,300
$1,030
$4,360
$3,090
$3,090
$1,000
$1,030
$5,150
$0
$24,050

$5,459
$1,061
$4,491
$3,183
$3,183
$1,000
$1,061
$5,305
$0
$24,742

$5,623
$1,093
$4,626
$3,278
$3,278
$1,000
$1,093
$5,464
$0
$25,454

$5,791
$1,126
$4,764
$3,377
$3,377
$1,000
$1,126
$5,628
$0
$26,187

$5,965
$1,159
$4,907
$3,478
$3,478
$1,000
$1,159
$5,796
$0
$26,943

$20,000
$4,000
$1,000
$5,000
$0
$30,000

$20,600
$4,000
$1,000
$5,000
$0
$30,600

$21,218
$4,000
$1,000
$5,000
$0
$31,218

$21,855
$4,000
$1,000
$5,000
$0
$31,855

$22,510
$4,000
$1,000
$5,000
$0
$32,510

$23,185
$4,000
$1,000
$5,000
$0
$33,185

$515
$500
$1,030
$1,545
$12,360
$515
$16,465
$0
$71,115

$530
$500
$1,061
$1,591
$12,731
$530
$16,944
$0
$72,903

$546
$500
$1,093
$1,639
$13,113
$546
$17,437
$0
$74,746

$563
$500
$1,126
$1,688
$13,506
$563
$17,945
$0
$76,643

$580
$500
$1,159
$1,739
$13,911
$580
$18,469
$0
$78,597

$4,199
$10,800
$14,999
$30,101
$6,847
$1,129

Admin Expenses
Audit Fees
Bank Charges
Bookkeeping Fees
Office Equipment Expenses
Printing & Stationery
Consulting & Legal fees
Sundry Expenses
Telephone Fax Internet Postage
Rental - Elm Street Office
Total Admin Expenses
MtE Programs
Mission & Service Giving
Transform Program
Promoting the Congregation
New program
Donations Expense Offset Acc
Total MtE Programs
Worship Related Expenditure
Ministers Expenses
Rental - Other Church Property
Visiting Preachers Fees
Liturgy Expenses
Organists & Music
Congregational Functions
Total Worship Related Expenditure
Long Term Building Mtce
Total Fixed Expenditure

$14,659
$26,450
$131,740

$500
$500
$1,000
$1,500
$12,000
$500
$16,000
$50,000
$164,000

Fixed Income/Deficit

($2,418)

-$28,000

$66,085

$65,515

$64,909

$64,266

$63,586

$282,575
$81,200

$280,000
$82,000
$500
$100,000
$0
$500
$500
$463,500

$0
$0
$500
$438,366
$0
$500
$500
$439,866

$0
$0
$500
$443,330
$0
$500
$500
$444,830

$0
$0
$500
$447,990
$0
$500
$500
$449,490

$0
$0
$500
$452,315
$0
$500
$500
$453,815

$0
$0
$500
$456,275
$0
$500
$500
$457,775

$52,638
$20,438
$75,801
$788
$30

$50,000
$23,000
$79,000
$2,000

$29,278
$23,690
$81,370
$2,060

$30,156
$24,401
$83,811
$2,122

$31,061
$25,133
$86,325
$2,185

$31,993
$25,887
$88,915
$2,251

$32,952
$26,663
$91,583
$2,319

$149,695

$154,000

$136,398

$140,490

$144,704

$149,046

$153,517

$6,116
$23,167
$20,454
$18,876
$3,156
$32,706

$6,000
$25,000
$20,000
$15,000
$3,000
$33,000

$6,180
$750
$806
$450
$3,090
$990

$6,365
$772
$830
$464
$3,183
$1,020

$6,556
$796
$855
$478
$3,278
$1,051

$6,753
$819
$881
$492
$3,377
$1,082

$6,956
$844
$907
$507
$3,478
$1,115

$9,905
$2,480
$3,827
$16,212
$13,394

$11,000
$3,000
$5,000
$19,000
$18,000

$134,081

$139,000

$4,324
$3,090
$5,150
$12,564
$1,659
$100,000
$126,490

$4,454
$3,183
$5,305
$12,941
$1,709
$103,000
$130,285

$4,588
$3,278
$5,464
$13,330
$1,760
$106,090
$134,193

$4,725
$3,377
$5,628
$13,729
$1,813
$109,273
$138,219

$4,867
$3,478
$5,796
$14,141
$1,867
$112,551
$142,366

$30,348
$20,000
$50,348

$30,000
$20,000
$50,000

$0
$0
$0

$0
$0
$0

$0
$0
$0

$0
$0
$0

$0
$0
$0

$14,514
$2,000
$1,526
$2,684
$20,724

$16,000
$2,000
$2,500
$4,000
$24,500

$16,480
$2,060
$2,575
$4,120
$25,235

$16,974
$2,122
$2,652
$4,244
$25,992

$17,484
$2,185
$2,732
$4,371
$26,772

$18,008
$2,251
$2,814
$4,502
$27,575

$18,548
$2,319
$2,898
$4,637
$28,402

$10,860
$13,780
$7,502
$1,676
$9,924
$1,132
$44,874

$10,000
$12,000
$5,000
$6,000
$1,500
$4,000
$38,500

$10,300
$12,360
$5,150
$6,180
$1,545
$4,120
$39,655

$10,609
$12,731
$5,305
$6,365
$1,591
$4,244
$40,845

$10,927
$13,113
$5,464
$6,556
$1,639
$4,371
$42,070

$11,255
$13,506
$5,628
$6,753
$1,688
$4,502
$43,332

$11,593
$13,911
$5,796
$6,956
$1,739
$4,637
$44,632

$3,433
$51,526
$935
$332
$562

$2,060
$54,590
$2,060
$773
$773
$9,500
($9,500)
$60,255
$125,145
$388,033

$2,122
$56,228
$2,122
$796
$796
$9,500
($9,500)
$62,063
$128,899
$399,674

$2,185
$57,915
$2,185
$820
$820
$9,500
($9,500)
$63,925
$132,766
$411,664

$2,251
$59,652
$2,251
$844
$844
$9,500
($9,500)
$65,842
$136,749
$424,014

$2,319
$61,442
$2,319
$869
$869
$9,500
($9,500)
$67,818
$140,852
$436,734

Variable income
Revenue - Non Operating
Rent and Property Income
Rental Foregone
Interest Received
Earnings - UCA Funds
Growth of Fund Units
UCA GST Rebate
Miscellaneous Receipts
Total Variable Income
Wage & Salary Costs
Wages & Super - Parish Admin
Wages & Super - Admin
Stipend - MTE Minister
Workcover
Seminar/Training Fees MtE
Variable Expenditure
Total Wage & Salary Costs
Property Operational Expense
Cleaning
Maintenance & Repairs - Minor
Rates & Land Tax
Sundry Rental Leasing Fees
Waste Removal
Contractor Expenditure
Utilities
Utilities - Water
Utilities - Gas
Utilities - Electricity
Total Utilities
Property Insurance
MtE Indicative Relocation Cost
Total Property Operational Expense
Hotham Mission Related Expense
ASP
Rental Forgone 57 Curzon
Rental Forgone Flat 3
Total ASP
Hotham Hill Community Action
Grant Bequest Homework Club
NMLL CALD Skills Program
Lambrick Bequest Food Services
Bateman Estate Holiday Program
Total Hotham Hill Community Action
Other Programs, Donations
Renshaw Education Support
HM Food Insecurity Program
Kensington Estate Homework Cl
BOLT Engagement Program
EmergRelief via Other Agencies
KNH Asylum Seeker Program
Total Other Programs, Donations
Hotham Mission - Other Expense
UCHM Sundry Expenses
Salary- Community Worker
Seminar/Prof Supervision Fees
Workcover Premium
Web and Telephone Expense
2015/2016 program spend not tagged

$1,462
$4,924
$31,200
$64,883
$20,000
$5,328
$420

$25,748
$39
$350
$696
$1,233
$12,341

$123,940
($34,096)
$758
$400
$454,777

Total Hotham Mission - Other Expense
Total Hotham Mission Related Expense
Total Variable Expenditure

$56,788
$172,734
$456,510

$2,000
$53,000
$2,000
$750
$750
$9,500
($9,500)
$58,500
$171,500
$464,500

Variable Surplus Defict

($1,733)

($1,000)

$51,833

$45,157

$37,826

$29,801

$21,041

Operational Surplus/ (Deficit)

($4,151)

($29,000)

$117,918

$110,671

$102,734

$94,067

$84,626

$19,840

$60,000

2016 Approved budget

($23,991)

($89,000)

$117,918

$110,671

$102,734

$94,067

$84,626

Cash Reserves

$2,606,370

$2,517,370

$2,635,288

$2,745,960

$2,848,694

$2,942,761

$3,027,387

Amount to be cut from Hotham Mission

6-6110

2016 budget

Fixed Revenue

PCG - Feasibility Study

Congregation of Mark the Evangelist

2016 Budget
Account No.

4-0000
4-2000
4-2010
4-2020
4-2030
4-3000
4-3010
4-3090
4-3200
4-3207
4-3290
4-3300
4-3350

6-0000
6-1100
6-1110
6-1115
6-1120
6-1140
6-1220
6-1260
6-1310
6-1320
6-1340
6-4000
6-4005
6-4011
6-4013
6-4015
6-4500
6-4520
6-4525
6-4530
6-4540
6-4550
6-4560
6-6300

4-5000
4-5100
4-5150
4-5200
4-5300
4-5400
4-5450
4-5900
6-2000
6-2110
6-2120
6-2135
6-2150
6-2300

6-3000
6-3110
6-3120
6-3130
6-3140
6-3150
6-3155
6-3160
6-3161
6-3162
6-3163
6-3170
6-5000
6-5110
6-5111
6-5112
6-5120
6-5121
6-5122
6-5123
6-5125
6-5200
6-5220
6-5221
6-5222
6-5223
6-5275
6-5281
6-5300
6-5330
6-5335
6-5336
6-5337
6-5338
6-5339

Option 3.1 No BOMAR contribution due to MtE interpretation where Mission Works absorbs all proceeds

2015 Actual
Offerings & Subscriptions
Open Plate
Envelopes
Systematic & Direct Debit
Total Offerings & Subscriptions
Hotham Mission Revenue
Legacies, Gifts, Memorial Fund
new bequests
UCA Share Grants
Total Hotham Mission Revenue
UCA & Other Grants/Donations
Legacy UCHM Bequests
Transform Program Income
Other Church Donations
Other Donations - General
Funding for new program
Donation Income Offset Account
Total UCA & Other Grants/Donations

Total fixed Revenue
Fixed Expenditure

$21,205
$32,904
$20,110
$74,219

2017 budget

2018 budget

2019 budget

2020 budget

2021 budget

$24,000
$31,000
$25,000
$80,000

$24,360
$31,465
$25,375
$81,200

$24,725
$31,937
$25,756
$82,418

$25,096
$32,416
$26,142
$83,654

$25,473
$32,902
$26,534
$84,909

$25,855
$33,396
$26,932
$86,183

$6,000

$6,000

$6,000

$6,000

$6,000

$6,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$2,027
$40,104

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$129,322

$136,000

$137,200

$138,418

$139,654

$140,909

$142,183

$9,781
$564
$9,892
$3,884
$3,176

$10,000
$1,000
$12,000
$3,000
$3,000
$1,000
$1,000
$5,000
$32,000
$68,000

$10,300
$1,030
$12,360
$3,090
$3,090
$1,000
$1,030
$5,150
$32,000
$69,050

$10,609
$1,061
$12,731
$3,183
$3,183
$1,000
$1,061
$5,305
$32,000
$70,132

$10,927
$1,093
$13,113
$3,278
$3,278
$1,000
$1,093
$5,464
$32,000
$71,245

$11,255
$1,126
$13,506
$3,377
$3,377
$1,000
$1,126
$5,628
$32,000
$72,393

$11,593
$1,159
$13,911
$3,478
$3,478
$1,000
$1,159
$5,796
$32,000
$73,575

$20,000
$4,000
$1,000
$5,000
$0
$30,000

$20,600
$4,000
$1,000
$5,000
$0
$30,600

$21,218
$4,000
$1,000
$5,000
$0
$31,218

$21,855
$4,000
$1,000
$5,000
$0
$31,855

$22,510
$4,000
$1,000
$5,000
$0
$32,510

$23,185
$4,000
$1,000
$5,000
$0
$33,185

$515
$500
$1,030
$1,545
$12,360
$515
$16,465
$51,500
$167,615

$530
$500
$1,061
$1,591
$12,731
$530
$16,944
$53,045
$171,338

$546
$500
$1,093
$1,639
$13,113
$546
$17,437
$54,636
$175,174

$563
$500
$1,126
$1,688
$13,506
$563
$17,945
$56,275
$179,124

$580
$500
$1,159
$1,739
$13,911
$580
$18,469
$57,964
$183,193

$4,199
$10,800
$14,999
$30,101
$6,847
$1,129

Admin Expenses
Audit Fees
Bank Charges
Bookkeeping Fees
Office Equipment Expenses
Printing & Stationery
Consulting & Legal fees
Sundry Expenses
Telephone Fax Internet Postage
Rental - Elm Street Office
Total Admin Expenses
MtE Programs
Mission & Service Giving
Transform Program
Promoting the Congregation
New program
Donations Expense Offset Acc
Total MtE Programs
Worship Related Expenditure
Ministers Expenses
Rental - Other Church Property
Visiting Preachers Fees
Liturgy Expenses
Organists & Music
Congregational Functions
Total Worship Related Expenditure
Long Term Building Mtce
Total Fixed Expenditure

$14,659
$26,450
$131,740

$500
$500
$1,000
$1,500
$12,000
$500
$16,000
$50,000
$164,000

Fixed Income/Deficit

($2,418)

-$28,000

-$30,415

-$32,920

-$35,519

-$38,215

-$41,010

$282,575
$81,200

$280,000
$82,000
$500
$100,000
$0
$500
$500
$463,500

$0
$32,000
$500
$202,666
$0
$500
$500
$236,166

$0
$32,000
$500
$198,379
$0
$500
$500
$231,879

$0
$32,000
$500
$193,418
$0
$500
$500
$226,918

$0
$32,000
$500
$187,739
$0
$500
$500
$221,239

$0
$32,000
$500
$181,295
$0
$500
$500
$214,795

$52,638
$20,438
$75,801
$788
$30

$50,000
$23,000
$79,000
$2,000

$29,278
$23,690
$81,370
$2,060

$30,156
$24,401
$83,811
$2,122

$31,061
$25,133
$86,325
$2,185

$31,993
$25,887
$88,915
$2,251

$32,952
$26,663
$91,583
$2,319

$149,695

$154,000

$136,398

$140,490

$144,704

$149,046

$153,517

$6,116
$23,167
$20,454
$18,876
$3,156
$32,706

$6,000
$25,000
$20,000
$15,000
$3,000
$33,000

$6,180
$2,807
$1,394
$450
$3,090
$8,876

$6,365
$2,891
$1,436
$464
$3,183
$9,143

$6,556
$2,978
$1,479
$478
$3,278
$9,417

$6,753
$3,067
$1,523
$492
$3,377
$9,700

$6,956
$3,159
$1,569
$507
$3,478
$9,990

$9,905
$2,480
$3,827
$16,212
$13,394
$134,081

$11,000
$3,000
$5,000
$19,000
$18,000
$139,000

$4,324
$3,090
$5,150
$12,564
$10,662
$46,024

$4,454
$3,183
$5,305
$12,941
$10,982
$47,405

$4,588
$3,278
$5,464
$13,330
$11,311
$48,827

$4,725
$3,377
$5,628
$13,729
$11,651
$50,292

$4,867
$3,478
$5,796
$14,141
$12,000
$51,800

$30,348
$20,000
$50,348

$30,000
$20,000
$50,000

$0
$0
$0

$0
$0
$0

$0
$0
$0

$0
$0
$0

$0
$0
$0

$14,514
$2,000
$1,526
$2,684
$20,724

$16,000
$2,000
$2,500
$4,000
$24,500

$16,480
$2,060
$2,575
$4,120
$25,235

$16,974
$2,122
$2,652
$4,244
$25,992

$17,484
$2,185
$2,732
$4,371
$26,772

$18,008
$2,251
$2,814
$4,502
$27,575

$18,548
$2,319
$2,898
$4,637
$28,402

$10,860
$13,780
$7,502
$1,676
$9,924
$1,132
$44,874

$10,000
$12,000
$5,000
$6,000
$1,500
$4,000
$38,500

$10,300
$12,360
$5,150
$6,180
$1,545
$4,120
$39,655

$10,609
$12,731
$5,305
$6,365
$1,591
$4,244
$40,845

$10,927
$13,113
$5,464
$6,556
$1,639
$4,371
$42,070

$11,255
$13,506
$5,628
$6,753
$1,688
$4,502
$43,332

$11,593
$13,911
$5,796
$6,956
$1,739
$4,637
$44,632

$3,433
$51,526
$935
$332
$562

$2,060
$54,590
$2,060
$773
$773
$9,500
($9,500)
$60,255
$125,145
$307,567

$2,122
$56,228
$2,122
$796
$796
$9,500
($9,500)
$62,063
$128,899
$316,794

$2,185
$57,915
$2,185
$820
$820
$9,500
($9,500)
$63,925
$132,766
$326,298

$2,251
$59,652
$2,251
$844
$844
$9,500
($9,500)
$65,842
$136,749
$336,086

$2,319
$61,442
$2,319
$869
$869
$9,500
($9,500)
$67,818
$140,852
$346,169

Variable income
Revenue - Non Operating
Rent and Property Income
Rental Foregone
Interest Received
Earnings - UCA Funds
Growth of Fund Units
UCA GST Rebate
Miscellaneous Receipts
Total Variable Income
Wage & Salary Costs
Wages & Super - Parish Admin
Wages & Super - Admin
Stipend - MTE Minister
Workcover
Seminar/Training Fees MtE
Variable Expenditure
Total Wage & Salary Costs
Property Operational Expense
Cleaning
Maintenance & Repairs - Minor
Rates & Land Tax
Sundry Rental Leasing Fees
Waste Removal
Contractor Expenditure
Utilities
Utilities - Water
Utilities - Gas
Utilities - Electricity
Total Utilities
Property Insurance
Total Property Operational Expense
Hotham Mission Related Expense
ASP
Rental Forgone 57 Curzon
Rental Forgone Flat 3
Total ASP
Hotham Hill Community Action
Grant Bequest Homework Club
NMLL CALD Skills Program
Lambrick Bequest Food Services
Bateman Estate Holiday Program
Total Hotham Hill Community Action
Other Programs, Donations
Renshaw Education Support
HM Food Insecurity Program
Kensington Estate Homework Cl
BOLT Engagement Program
EmergRelief via Other Agencies
KNH Asylum Seeker Program
Total Other Programs, Donations
Hotham Mission - Other Expense
UCHM Sundry Expenses
Salary- Community Worker
Seminar/Prof Supervision Fees
Workcover Premium
Web and Telephone Expense
2015/2016 program spend not tagged

$1,462
$4,924
$31,200
$64,883
$20,000
$5,328
$420

$25,748
$39
$350
$696
$1,233
$12,341

$123,940
($34,096)
$758
$400
$454,777

Total Hotham Mission - Other Expense
Total Hotham Mission Related Expense
Total Variable Expenditure

$56,788
$172,734
$456,510

$2,000
$53,000
$2,000
$750
$750
$9,500
($9,500)
$58,500
$171,500
$464,500

Variable Surplus Defict

($1,733)

($1,000)

($71,401)

($84,915)

($99,379)

($114,847)

($131,374)

Operational Surplus/ (Deficit)

($4,151)

($29,000)

($101,816)

($117,835)

($134,899)

($153,062)

($172,384)

$19,840

$60,000

2016 Approved budget

($23,991)

($89,000)

($101,816)

($117,835)

($134,899)

($153,062)

($172,384)

Cash Reserves

$2,606,370

$2,517,370

$2,415,554

$2,297,719

$2,162,820

$2,009,758

$1,837,374

Amount to be cut from Hotham Mission

6-6110

2016 budget

Fixed Revenue

PCG - Feasibility Study

Congregation of Mark the Evangelist

2016 Budget
Account No.

4-0000
4-2000
4-2010
4-2020
4-2030
4-3000
4-3010
4-3090
4-3200
4-3207
4-3290
4-3300
4-3350

6-0000
6-1100
6-1110
6-1115
6-1120
6-1140
6-1220
6-1260
6-1310
6-1320
6-1340
6-4000
6-4005
6-4011
6-4013
6-4015
6-4500
6-4520
6-4525
6-4530
6-4540
6-4550
6-4560
6-6300

4-5000
4-5100
4-5150
4-5200
4-5300
4-5400
4-5450
4-5900
6-2000
6-2110
6-2120
6-2135
6-2150
6-2300

6-3000
6-3110
6-3120
6-3130
6-3140
6-3150
6-3155
6-3160
6-3161
6-3162
6-3163
6-3170
6-5000
6-5110
6-5111
6-5112
6-5120
6-5121
6-5122
6-5123
6-5125
6-5200
6-5220
6-5221
6-5222
6-5223
6-5275
6-5281
6-5300
6-5330
6-5335
6-5336
6-5337
6-5338
6-5339

Option 3.2 - after BOMAR including UCHM

2015 Actual
Offerings & Subscriptions
Open Plate
Envelopes
Systematic & Direct Debit
Total Offerings & Subscriptions
Hotham Mission Revenue
Legacies, Gifts, Memorial Fund
new bequests
UCA Share Grants
Total Hotham Mission Revenue
UCA & Other Grants/Donations
Legacy UCHM Bequests
Transform Program Income
Other Church Donations
Other Donations - General
Funding for new program
Donation Income Offset Account
Total UCA & Other Grants/Donations

Total fixed Revenue
Fixed Expenditure

$21,205
$32,904
$20,110
$74,219

2017 budget

2018 budget

2019 budget

2020 budget

2021 budget

$24,000
$31,000
$25,000
$80,000

$24,360
$31,465
$25,375
$81,200

$24,725
$31,937
$25,756
$82,418

$25,096
$32,416
$26,142
$83,654

$25,473
$32,902
$26,534
$84,909

$25,855
$33,396
$26,932
$86,183

$6,000

$6,000

$6,000

$6,000

$6,000

$6,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$10,000
$16,000

$2,027
$40,104

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$30,000
$4,000
$500
$500
$5,000
$0
$40,000

$129,322

$136,000

$137,200

$138,418

$139,654

$140,909

$142,183

$9,781
$564
$9,892
$3,884
$3,176

$10,000
$1,000
$12,000
$3,000
$3,000
$1,000
$1,000
$5,000
$32,000
$68,000

$10,300
$1,030
$12,360
$3,090
$3,090
$1,000
$1,030
$5,150
$32,000
$69,050

$10,609
$1,061
$12,731
$3,183
$3,183
$1,000
$1,061
$5,305
$32,000
$70,132

$10,927
$1,093
$13,113
$3,278
$3,278
$1,000
$1,093
$5,464
$32,000
$71,245

$11,255
$1,126
$13,506
$3,377
$3,377
$1,000
$1,126
$5,628
$32,000
$72,393

$11,593
$1,159
$13,911
$3,478
$3,478
$1,000
$1,159
$5,796
$32,000
$73,575

$20,000
$4,000
$1,000
$5,000
$0
$30,000

$20,600
$4,000
$1,000
$5,000
$0
$30,600

$21,218
$4,000
$1,000
$5,000
$0
$31,218

$21,855
$4,000
$1,000
$5,000
$0
$31,855

$22,510
$4,000
$1,000
$5,000
$0
$32,510

$23,185
$4,000
$1,000
$5,000
$0
$33,185

$515
$500
$1,030
$1,545
$12,360
$515
$16,465
$51,500
$167,615

$530
$500
$1,061
$1,591
$12,731
$530
$16,944
$53,045
$171,338

$546
$500
$1,093
$1,639
$13,113
$546
$17,437
$54,636
$175,174

$563
$500
$1,126
$1,688
$13,506
$563
$17,945
$56,275
$179,124

$580
$500
$1,159
$1,739
$13,911
$580
$18,469
$57,964
$183,193

$4,199
$10,800
$14,999
$30,101
$6,847
$1,129

Admin Expenses
Audit Fees
Bank Charges
Bookkeeping Fees
Office Equipment Expenses
Printing & Stationery
Consulting & Legal fees
Sundry Expenses
Telephone Fax Internet Postage
Rental - Elm Street Office
Total Admin Expenses
MtE Programs
Mission & Service Giving
Transform Program
Promoting the Congregation
New program
Donations Expense Offset Acc
Total MtE Programs
Worship Related Expenditure
Ministers Expenses
Rental - Other Church Property
Visiting Preachers Fees
Liturgy Expenses
Organists & Music
Congregational Functions
Total Worship Related Expenditure
Long Term Building Mtce
Total Fixed Expenditure

$14,659
$26,450
$131,740

$500
$500
$1,000
$1,500
$12,000
$500
$16,000
$50,000
$164,000

Fixed Income/Deficit

($2,418)

-$28,000

-$30,415

-$32,920

-$35,519

-$38,215

-$41,010

$282,575
$81,200

$280,000
$82,000
$500
$100,000
$0
$500
$500
$463,500

$0
$32,000
$500
$411,560
$0
$500
$500
$445,060

$0
$32,000
$500
$416,068
$0
$500
$500
$449,568

$0
$32,000
$500
$420,272
$0
$500
$500
$453,772

$0
$32,000
$500
$424,143
$0
$500
$500
$457,643

$0
$32,000
$500
$427,652
$0
$500
$500
$461,152

$52,638
$20,438
$75,801
$788
$30

$50,000
$23,000
$79,000
$2,000

$29,278
$23,690
$81,370
$2,060

$30,156
$24,401
$83,811
$2,122

$31,061
$25,133
$86,325
$2,185

$31,993
$25,887
$88,915
$2,251

$32,952
$26,663
$91,583
$2,319

$149,695

$154,000

$136,398

$140,490

$144,704

$149,046

$153,517

$6,116
$23,167
$20,454
$18,876
$3,156
$32,706

$6,000
$25,000
$20,000
$15,000
$3,000
$33,000

$6,180
$2,807
$1,394
$450
$3,090
$8,876

$6,365
$2,891
$1,436
$464
$3,183
$9,143

$6,556
$2,978
$1,479
$478
$3,278
$9,417

$6,753
$3,067
$1,523
$492
$3,377
$9,700

$6,956
$3,159
$1,569
$507
$3,478
$9,990

$9,905
$2,480
$3,827
$16,212
$13,394
$134,081

$11,000
$3,000
$5,000
$19,000
$18,000
$139,000

$4,324
$3,090
$5,150
$12,564
$10,662
$46,024

$4,454
$3,183
$5,305
$12,941
$10,982
$47,405

$4,588
$3,278
$5,464
$13,330
$11,311
$48,827

$4,725
$3,377
$5,628
$13,729
$11,651
$50,292

$4,867
$3,478
$5,796
$14,141
$12,000
$51,800

$30,348
$20,000
$50,348

$30,000
$20,000
$50,000

$0
$0
$0

$0
$0
$0

$0
$0
$0

$0
$0
$0

$0
$0
$0

$14,514
$2,000
$1,526
$2,684
$20,724

$16,000
$2,000
$2,500
$4,000
$24,500

$16,480
$2,060
$2,575
$4,120
$25,235

$16,974
$2,122
$2,652
$4,244
$25,992

$17,484
$2,185
$2,732
$4,371
$26,772

$18,008
$2,251
$2,814
$4,502
$27,575

$18,548
$2,319
$2,898
$4,637
$28,402

$10,860
$13,780
$7,502
$1,676
$9,924
$1,132
$44,874

$10,000
$12,000
$5,000
$6,000
$1,500
$4,000
$38,500

$10,300
$12,360
$5,150
$6,180
$1,545
$4,120
$39,655

$10,609
$12,731
$5,305
$6,365
$1,591
$4,244
$40,845

$10,927
$13,113
$5,464
$6,556
$1,639
$4,371
$42,070

$11,255
$13,506
$5,628
$6,753
$1,688
$4,502
$43,332

$11,593
$13,911
$5,796
$6,956
$1,739
$4,637
$44,632

$3,433
$51,526
$935
$332
$562

$2,060
$54,590
$2,060
$773
$773
$9,500
($9,500)
$60,255
$125,145
$307,567

$2,122
$56,228
$2,122
$796
$796
$9,500
($9,500)
$62,063
$128,899
$316,794

$2,185
$57,915
$2,185
$820
$820
$9,500
($9,500)
$63,925
$132,766
$326,298

$2,251
$59,652
$2,251
$844
$844
$9,500
($9,500)
$65,842
$136,749
$336,086

$2,319
$61,442
$2,319
$869
$869
$9,500
($9,500)
$67,818
$140,852
$346,169

Variable income
Revenue - Non Operating
Rent and Property Income
Rental Foregone
Interest Received
Earnings - UCA Funds
Growth of Fund Units
UCA GST Rebate
Miscellaneous Receipts
Total Variable Income
Wage & Salary Costs
Wages & Super - Parish Admin
Wages & Super - Admin
Stipend - MTE Minister
Workcover
Seminar/Training Fees MtE
Variable Expenditure
Total Wage & Salary Costs
Property Operational Expense
Cleaning
Maintenance & Repairs - Minor
Rates & Land Tax
Sundry Rental Leasing Fees
Waste Removal
Contractor Expenditure
Utilities
Utilities - Water
Utilities - Gas
Utilities - Electricity
Total Utilities
Property Insurance
Total Property Operational Expense
Hotham Mission Related Expense
ASP
Rental Forgone 57 Curzon
Rental Forgone Flat 3
Total ASP
Hotham Hill Community Action
Grant Bequest Homework Club
NMLL CALD Skills Program
Lambrick Bequest Food Services
Bateman Estate Holiday Program
Total Hotham Hill Community Action
Other Programs, Donations
Renshaw Education Support
HM Food Insecurity Program
Kensington Estate Homework Cl
BOLT Engagement Program
EmergRelief via Other Agencies
KNH Asylum Seeker Program
Total Other Programs, Donations
Hotham Mission - Other Expense
UCHM Sundry Expenses
Salary- Community Worker
Seminar/Prof Supervision Fees
Workcover Premium
Web and Telephone Expense
2015/2016 program spend not tagged

$1,462
$4,924
$31,200
$64,883
$20,000
$5,328
$420

$25,748
$39
$350
$696
$1,233
$12,341

$123,940
($34,096)
$758
$400
$454,777

Total Hotham Mission - Other Expense
Total Hotham Mission Related Expense
Total Variable Expenditure

$56,788
$172,734
$456,510

$2,000
$53,000
$2,000
$750
$750
$9,500
($9,500)
$58,500
$171,500
$464,500

Variable Surplus Defict

($1,733)

($1,000)

$137,493

$132,774

$127,474

$121,557

$114,983

Operational Surplus/ (Deficit)

($4,151)

($29,000)

$107,078

$99,854

$91,955

$83,342

$73,973

$19,840

$60,000

2016 Approved budget

($23,991)

($89,000)

$107,078

$99,854

$91,955

$83,342

$73,973

Cash Reserves

$2,606,370

$2,517,370

$2,624,448

$2,724,302

$2,816,257

$2,899,600

$2,973,573

Amount to be cut from Hotham Mission

6-6110

2016 budget

Fixed Revenue

PCG - Feasibility Study
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MC Consulting Quantity Surveyors Pty Ltd
ACN 162 250 599
ABN 25 162 250 599
tel: 03 5968 5769
mob: 0428 091 608
web: www.mcconsulting.net.au

Ref: 1972 Draft Concept Design Cost Plan - Rev.1
29 January 2016
SEMZ Property Group
Level 7 / 20 Collins Street
Melbourne VIC 3000
Via email:

tyson.kruse@semzgroup.com.au

Attention:

Tyson Kruse

Dear Tyson
Proposed Multi Unit Development at 51-57 Curzon Street, North Melbourne
Revised Draft Concept Design Cost Plan for Review
As requested, we have prepared the draft Concept Design Cost Plan for the above project
based on the documentation provided, for your review and comment.
The draft Cost Plan total is $31,851,000 (Excl. GST) which is built up as follows:
Basement Carpark (112 No. spaces)
New Build Commercial (Excl. Fitout)
New Build Apartments (81 No.)
Manse Apartment Conversion (4 No.)
Bluestone Church Conversion (3 No.)
Church Conversion (12 No.)
Allowance for Demolition
Allowance for External Works and Landscaping
Allowance for External Services
Design Contingency (5%)
Contract Contingency (5%)
Consultant Fees (10%)

$ 5,049,000
$ 557,000
$13,553,000
$ 941,000
$ 1,932,000
$ 3,519,000
$ 150,000
$ 400,000
$ 250,000
$ 1,300,000
$ 1,300,000
$ 2,900,000

TOTAL (Excl. GST)

$31,851,000

Please refer to the attached draft Cost Plan summary for further information and the scope
of works included.
All costs are reported exclusive of GST.
We note that this draft Cost Plan has been prepared exclusively for use by the Client, and
that no other parties are authorised to use any part of this cost plan whatsoever.

The draft Cost Plan includes a Design Contingency of 5% and a Contract Contingency
of 5%.
The following formed the basis for the cost plan:
•

Concept Design Documentation received 21 January 2016

Please note the draft Cost Plan specifically excludes any allowance for the following:
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Hazardous Materials Removal and Disposal
Additional Services Connections
Works Outside the Site Boundary
Excavation in Rock
Abnormal Ground Conditions / Soil Decontamination / Remediation
ESD Initiatives beyond the scope of the current design
Commercial Fit Out
Cost Escalation beyond January 2016
Authorities & Headworks Charges
Land, Finance, Legal, Permits costs, etc.
Audio Visual / IT Equipment and Infrastructure
Furniture, Fittings and Equipment
Artwork
Goods and Services Tax

We trust the above and the enclosed meets with your requirements. However, should you
require any clarifications or further information, please do not hesitate to contact us.

Yours faithfully,
MC Consulting

Andrew McAllister
Director
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Draft Concept Design Cost Plan for Review - Revision 1

29 January 2016

Proposed Multi Unit Development at 51-57 Curzon Street, North Melbourne
Ref. Functional Area

1 Basement Carpark (112 No. Spaces)

FECA Area
(m2)

Rate
($/m2)

Total
($)

3,606

1,400

5,049,000

265

2,100

557,000

5,647

2,400

13,553,000

4 Manse Apartment Conversion (4 No. Apartments)

336

2,800

941,000

5 Bluestone Church Conversion (3 No. Townhouses)

644

3,000

1,932,000

6 Church Conversion (12 No. Apartments)

1,173

3,000

3,519,000

7 Allowance for ESD Initiatives

Note

2 New Build Commercial (Excluding Fitout)
3 New Build Multi Storey Apartments (81 No. Apartments)

8 Total Building Cost (at January 2016)
9
10
11
12
13
14
15
16
17

11,671

2,190

Allowance for Demolition and Site Clearance
Allowance
Allowance for General External Works and Landscaping
Allowance
Allowance for External Services
Allowance
Allowance for Hazardous Materials Removal and Disposal
Note
Allowance for Additional Services Connections
Note
Allowance for Works Outside Site Boundary
Note
Allowance for Excavation in Rock
Note
Allowance for abnormal ground conditions/site decontamination/remediation Note
Allowance for ESD Initiatives beyond the scope of the current design
Note

18 Total Building & External Works Cost (at January 2016)
19 Design Contingency
20 Contract Contingency
21 Cost Escalation

Consultants Fees
Authority & Headwork's Charges
Land, Finance, Legal, Permit Costs, etc.
Audio Visual / IT Equipment and Infrastructure
Furniture, Fittings and Equipment
Artwork
Goods & Services Tax

30 Total End Cost (at January 2016)

25,551,000
150,000
400,000
250,000
Excluded
Excluded
Excluded
Excluded
Excluded
Excluded

2,260
5.00%
5.00%
Note

22 Total Construction Cost (at January 2016)
23
24
25
26
27
28
29

Excluded

26,351,000
1,300,000
1,300,000
Excluded

2,480
10.00%
Note
Note
Note
Note
Note
Note

28,951,000
2,900,000
Excluded
Excluded
Excluded
Excluded
Excluded
Excluded

2,730

31,851,000

Page 1

13. Appendix
Appendix E – Sales Proposals – CBRE & Colliers International

Page 45

583-599
QUEENSBERRY
STREET
PRIVATE AND CONFIDENTIAL

PROFESSIONAL SALES AND MARKETING RECOMMENDATIONS
FOR PRICE MAXIMISATION - FEBRUARY 2016

CBRE ARE EXCITED BY THE
OPPORTUNITY TO MANAGE THE SALE
OF 583-599 QUEENSBERRY STREET,
NORTH MELBOURNE ON BEHALF OF THE
UNITING CHURCH AND SEMZ PROPERTY
GROUP. CBRE VICTORIAN DEVELOPMENT
SITES UNDERSTANDS THE IMPORTANCE
OF THIS POTENTIAL SALE AND WE HOPE
THAT THIS ADVICE AND SUBSEQUENT
PRESENTATION REFLECT THAT.
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The information set out in this document has been prepared using information derived from a variety of
external sources and is intended as a guide only and may be subject to change. CBRE does not warrant
the accuracy of any of the information and does not accept legal liability or responsibility for any injury,
loss or damage incurred by the use of, reliance on, or interpretation of the information contained herein.
This conﬁdential document is for the sole use of persons directly provided with it by CBRE and it is not
to be resupplied to any other person without the prior written consent of CBRE. Use by, or reliance
upon this document by any other person is not authorised by CBRE and without limitation to the above
disclaimers, CBRE are not liable for any loss arising from such unauthorised use or reliance.

INTRODUCTION
WE APPRECIATE THE OPPORTUNITY
TO HAVE BEEN INVITED BY SEMZ
PROPERTY GROUP TO PROVIDE
OUR PROFESSIONAL SALES AND
MARKETING RECOMMENDATIONS
FOR 583-589 QUEENSBERRY STREET,
NORTH MELBOURNE.
We are very pleased to have been considered, do not take
this opportunity lightly and are delighted to provide a strategic
proposal that focuses on maximising price and ensuring minimal
risk for the Uniting Church.
We are very excited to partner with Semz Property Group and
the Uniting Church in assessing the various saleability angles
and preparing the asset for sale in the open market place. We
take the instruction very seriously and have prepared our advice
in a considered and well thought out manner.
Having inspected the site, and given our intimate knowledge of
the planning controls and future developments on surrounding
properties, we are conﬁdent that it will attract a wide range of
interested parties if positioned to the market correctly.
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Based on our understanding of the principal goals of the
Uniting Church and recent relevant experience with similar
properties in North Melbourne, West Melbourne and Carlton,
we propose to approach the upcoming assignment as part of a
collaborative “project team” together with a number of speciﬁc
CBRE business lines and strategic auxiliary consultants. This
approval will provide for the best opportunity to engage buyers,
remove the need for extensive buyer due diligence and extract a
premium price for the Uniting Church.
We feel that we have learnt many lessons from our 2014 and
2015 campaigns, speciﬁcally the vastly diﬀerent landscape of
the development site buyer market as compared with that of
previous years.
As bank funding has become increasingly diﬃcult to attain for
local developers, Asian developers from Singapore, Malaysia
and mainland China have been the most active in acquiring
development and value add investment opportunities. Through
CBRE’s established and proven national and international
networks, we are fortunate to hold strong relationships with
these developers and their locally based consultants and can
therefore boast the strongest track record of development
site sales to these Asian developers since 2010, and we look
forward to applying this proven model for the sale of 583-589
Queensberry Street, North Melbourne.

Speciﬁcally, we believe that the site’s signiﬁcant development
potential and location will appeal to active local and oﬀshore
(Asian) developers as well as land banking investors looking for
a prominent land holding on the fringe of the CBD.

We trust that this recommendation clearly demonstrates how
seriously we take both CBRE’s relationship with the Uniting
Church and Semz Property Group and the signiﬁcance of this
potential sale. We look forward to discussing our advice in
further detail and in the interim should you have any questions,
please do not hesitate to contact the nominated CBRE
personnel.

Mark Wizel
Senior Director,
CBRE Victorian
Development Sites
T: +61 3 8621 3315
M: +61 411 694 756
mark.wizel@cbre.com.au

Lewis Tong
Associate Director,
CBRE Asian
Services Desk
T: +61 3 8621 3443
M: +61 422 848 838
lewis.tong@cbre.com.au

Julian White
Associate Director,
CBRE Victorian
Development Sites
T +61 3 8621 3342
M +61 422 764 137
julian.white@cbre.com.au
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EXECUTIVE SUMMARY
SUBJECT PROPERTY

MARKETING BUDGET

583-589 Queensberry Street, North Melbourne.

$41,369.58 (excluding GST). A fully itemised budget is
provided in the appendix. We will conﬁrm these costs prior to
campaign commencement

POSITIONING THE PROPERTY TO
MAXIMISE PRICE
The core element of our positioning strategy focuses on the
versatility of development opportunities Queensberry Street
presents and how this can be utilised to drive competitor
interest.
The key components are outlined below.
• A premium and established location for residential
development.
• Location that oﬀers world class amenity.
• Strategic marketing program and international marketing.

FEE PROPOSAL
• Base Fee: 1.5% (plus GST) for all amounts up to
$13,000,000
• Incentive Fee: 5% (plus GST) for all amounts above
$13,000,000

CAMPAIGN TIMING
Subject to the Uniting Church’s requirements and all necessary
pre-sale and marketing collateral being completed, we
recommend a ﬁve (5) week on market campaign which we
propose to conclude on Wednesday November 18th 2015.

RECOMMENDED METHOD OF
SALE

TRACK RECORD AND EXPERIENCE

Given the signiﬁcance of the oﬀering and our experience with
assets of this nature, we recommend an Expression of Interest
Campaign, as we are conﬁdent this will yield the strongest
outcome. Our proposed method encompasses three stages,
these are summarised below and expanded on in the body of
this report.

CBRE is the most credentialed agency in the sale of
development sites of all classes throughout Victoria. This
is evidenced by our recent, track record (see page 6).
Complementing this, is the sale of a number of highly
comparable properties in the inner northern suburbs including
the below sales which were completed in 2015:

• Stage 1 – Soft Marketing.

• 383 King Street, West Melbourne ($52,500,000) - March 2015

• Stage 2 – Formal Marketing Campaign.

• 83-113 Batman Street, West Melbourne ($35,000,000) –
December 2015

• Stage 3 – Shortlisting / Purchaser Proﬁling and Transaction
Execution.

PRICE REALISATION
$12,000,000 - $13,000,000

• 111 Canning Street, North Melbourne ($31,000,000) October 2015
• 699 Park Street, Brunswick ($30,080,000) - October 2015**
• 355 Spencer Street, West Melbourne ($27,200,000) –
December 2015
• 164-172 Roden Street, West Melbourne ($18,000,000) –
July 2015
• 405-409 Spencer Street, West Melbourne ($12,750,000) –
September 2015
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• 33-43 Dudley Street, West Melbourne ($12,110,000) –
April 2015
• 122-136 Berkely Street, Carlton ($6,885,000) - May 2015
• 102 Jeﬀcott Street, West Melbourne ($6,100,000) –
December 2015
• 371 Spencer Street, West Melbourne ($5,500,000) –
December 2015
• 191 Grattan Street, Carlton ($4,450,000) - March 2015
• 143 & 145-147 Rosslyn Street, West Melbourne
($2,600,000) – December 2015
• 20 Vale Street, North Melbourne ($1,750,000) - December
2015
** 699 Park Street, Brunswick was sold via a conjunctional
campaign with Colliers International. CBRE Victorian
Development Sites introduced the successful purchaser and
returned three oﬀers on contract in the ﬁnal round. Two of
these parties where ﬁrst time Asian entrants to the market
including the buyer. Conversely, Colliers only returned one oﬀer
on contract. This was conditional and also from a group that
was actually introduced to the site via the CBRE Singaporean
oﬃce.
Our team is the most experienced and best resourced of any
one in the market. This allows us to continually outperform and
achieve premium prices for our vendors, whilst minimising risk.
In 2015 alone, CBRE Victorian Development Sites transaction
63 development sites, totaling more than $1.1 billion.

CBRE INTEGRATED SUPPORT TEAM
ASIAN LIAISON TEAM
Chao Zhang – Negotiator – Asian Services Desk – Melbourne
Benson Zhou - Negotiator - Asian Services Desk – Melbourne
Kevin Tong – Negotiator – Asian Services Desk – Melbourne
Ting Ting Gao – Business Development Manager – Asian
Services Desk – Melbourne

VICTORIAN DEVELOPMENT SITES
Josh Rutman – Director, Melbourne City Sales
Ed Wright – Associate Director, Victorian Development Sites
Scott Orchard –Director, Victorian Development Sites
David Minty – Senior Negotiator, Victorian Development Sites

DEVELOPMENT SPECIALISTS
Andrew Leoncelli – Senior Director – Residential Projects
Nic Cuni – Director – Residential Projects
Zelman Ainsworth – Associate Director – Retail Services
Tom Tuxworth – Associate Director – CBRE Strata Projects
Scott Callow – Senior Director – CBRE Hotels

INTERNATIONAL SUPPORT

PERSONNEL
CORE MARKETING TEAM

Michael Roberts – Senior Director – Capital Markets
(Singapore)
Sharon Yang – Associate Director – Capital Markets (China)

Mark Wizel – Senior Director – Victorian Development Sites

OFFSHORE SUPPORT

Julian White – Associate Director, Victorian Development Sites

Kiki Lai (Hong Kong)

Lewis Tong – Associate Director - Asian Services Desk –
Melbourne

Kitty Liu (China)
Jeremy Lake and Wee Boon Liau (Singapore)
Nabeel Hussain (Malaysia)
Steve Kimn (Korea)
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CBRE - THE INNER
NORTHERN SUBURB
SPECIALISTS
THE INNER NORTHERN SUBURBS OF
MELBOURNE HAVE EXPERIENCED
SOMEWHAT OF A RENAISSANCE
OVER THE PAST 18-24 MONTHS,
WITH BOTH THE PUBLIC AND PRIVATE
SECTOR PAYING PARTICULAR
ATTENTION TO RENEWAL AND
REDEVELOPMENT PROJECTS.

111 CANNING STREET, NORTH MELBOURNE

The suburb’s proximity to the CBD and Docklands, major
educational institutions and hospitals, combined with a range
of transport links and improved amenity, place it ﬁrmly within
the list of highly desirable precincts of Melbourne for both
developers and investors. As a result, property values surged
to new heights in 2015, especially with the injection of foreign
interest and competition.
Some hurdles for the area still remain – many parts of the
suburb are still very industrialised and unsightly. It will be
critical for any sales campaign that these potential issues are
addressed and portrayed strategically by the agents acting
on behalf of Semz Property Group. Below is a selection of our
recent market activity in North Melbourne and surrounds.

The City of Melbourne is clearly making this a priority with the
development of the Arden Macaulay Structure Plan, creation of
the new metro link and early stages of development of a West
Melbourne Structure Plan all instilling conﬁdence.

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

31,000,000

Oct 2015

8,156

3,801

Woolworths

Chinese
Developer

Permit approved for 304 apartments and ground level supermarket. Next to Commision Housing

699 PARK STREET, BRUNSWICK
Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

30,080,000

Oct 2015*

6,320

4,759

Private family

Chinese
developer

Large land holding with contamination and major planning issues.

383 KING STREET, WEST MELBOURNE

355 SPENCER STREET, WEST MELBOURNE

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

52,500,000

Mar 2015

2,206

23,799

Aspial Corp
Ltd (Singapore)

Haileybury
College

27,200,000

Dec 2015

2,004

13,572

Local investor

Local
developer

Vacant 10 level oﬃce building of 13,136sqm. Purchased by Haileybury College.

Heritage façade, future conversion play

83-113 BATMAN STREET, WEST MELBOURNE

164-172 RODEN STREET, WEST MELBOURNE

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

35,000,000

Dec 2015

3,839

9,116

Local investor

Local
developer

18,000,000

July 2015

3,642

4,942

Local investor

Oliver Hume

Permit approved for 522 apartment development.
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No permit. Within 4 level Design and Development Overlay and encumbered by heritage issues.
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405-409 SPENCER STREET, WEST MELBOURNE
Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

12,750,000

Sept 2015

1.202

10,607

Local family

Local
developer

No permit and located within 40 metre design and development overlay. Likely buyer will develop a 20
level project of 179 apartments ($72,626/unit) and 9,917sqm NSA ($1,311/sqm NSA). Has heritage
issues with corner building.

15 - 27 WRECKYN STREET, NORTH MELBOURNE

NG OFFSHORE DEMAND

371 SPENCER STREET, WEST MELBOURNE

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

12,300,000

Aug 2014

2,271

5,416

Not for Proﬁt

Malaysian
developer

5,500,000

Dec 2015

582

9,621

Local investor

Local
developer

The property, which is subject to a height limit of 24 metres, set a new land record for a pure
development site in North Melbourne of over $5,400/spm.

Heritage façade, small freehold investment.

TINUES FOR WELL

IONED DEVELOPMENT
SITES WEST MELBOURNE
33-43 DUDLEY STREET,

191 GRATTAN STREET, CARLTON

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

12,110,000

April 2015

1,273

9,513

Cadence
(Buxton family)
and Angle

Mainland
Chinese
developer

4,450,000

Mar 2015

308

14,448

Local investor

University of
Melbourne

No permit, however buyer planning on completing 17 storey development of 151 apartments ($80,199/
unit) and 8,424sqm NSA ($1,438/sqm NSA).

122-136 BERKELY STREET, CARLTON

ON

* site located along Dudley Street in West Melbourne, positioned close to
BD, Victoria Market and Flagstaff Gardens. The property provides a mixed
nd holding which was rectangular in shape and featured 28m* frontage onto
and additional laneway frontage of 37m*.

Pub sold to University of Melbourne with plan to redevelop.

143 & 145-147 ROSSLYN STREET, WEST MELBOURNE

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

6,885,000

May 2015

575

11,973

Local investor

Chinese
developer

2,600,000

Dec 2015

320

1,825

Local investor

Chinese
developer

ON COMMENTARY

was marketed through an International Expression of Interest process whichTwo
ificant interest from local and off shore developers. Nine (9) expressions of
eceived, creating a highly competitive bidding process amongst parties with
eventually transacting to an off shore Chinese developer for $12,110,000 –
ver $9,500/sqm over the land component.

Sold with permit in place for 28 apartments. Mostly one bedroom.

industrial/warehouse buildings, sold as development opportunity. Lease tail issues.

102 JEFFCOTT STREET, WEST MELBOURNE

was offered to the market without any form of planning permit and the
velopment potential was restricted by options in the current leases to the
he transaction further highlighting the depth and aggression that parties are
when forced to compete in a public & competitive process. CBRE Victorian
Sites continue to experience strong demand for development sites in suburban
uding a 19% increase in demand from off shore parties, highlighting the depth
quality development opportunities. This sale further highlights the demand from
local groups for well-located development opportunities in
ed residential suburbs around Melbourne.

20 VALE STREET, NORTH MELBOURNE

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

Price ($)

Date

Land Area
(sqm)

Rate
($/sqm)

Vendor

Buyer

6,100,000

Dec 2015

920

6,630

Local investor

Local
dveloper

1,750,000

Dec 2015

130

13,462

Local investor

Local
developer

Development opportunity overlooking the Melbourne Remand Centre.

Boutique development site permitted for 8 storey, 10 apartment development.

CTION AND HOW OUR TEAM CAN MAXIMISE THE
NG SELLING AGENTS:
ED WRIGHT

JOSH RUTMAN

SENIOR MANAGER

ASSOCIATE DIRECTOR

0421 213 021
EDWARD.WRIGHT@CBRE.COM.AU

0411 273 746
JOSH.RUTMAN@CBRE.COM.AU
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y for the purpose of a broad guide, whilst we understand
liable, we are unable to guarantee their accuracy.
* approx.
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WHY CBRE?

LOCAL MELBOURNE
EXPERTISE

CITY SALES
TEAM GROWTH

82%

MARKET SHARE
OF MELBOURNE
DEVELOPMENT
SITE SALES TO
ASIAN DEVELOPERS
SINCE 2010

92 %

1300 666 888

SIX

FOR THE MOST

UP TO DATE

BILLION

INFORMATION VIA

CBREMELBOURNE.COM.AU

VALUE TRANSACTED
TO ASIAN BUYERS

CBRE GLOBAL REACH
RESOURCES

CLEARANCE RATE
OVERALL IN 2015
10

24/7 ACCESS
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372
OFFICES
WORLDWIDE

72,000+
EMPLOYEES
WORLDWIDE

44
COUNTRIES

$284.9
BILLION
TOTAL
TRANSACTION
VALUE 11

TARGET BUYER
PROFILE
583-599 QUEENSBERRY STREET IS AN EXCEPTIONAL
OPPORTUNITY WHICH WILL GENERATE STRONG INTEREST
FROM A RANGE OF BUYER GROUPS, INCLUDING BUT NOT
LIMITED TO OFFSHORE DEVELOPERS, LOCAL DEVELOPERS,
LAND-BANKERS, HOTEL DEVELOPERS AND STUDENT
ACCOMMODATION GROUPS.
The Uniting Church and Semz Property Group can be
conﬁdent that the nominated CBRE team can provide access
to the widest range of groups who have genuine appetite and
capabilities to undertake the purchase of Queensberry Street.
CBRE have nominated our most senior team to ensure that
both domestic and oﬀshore markets are actively canvassed
and that interaction with international groups is carefully
handled via CBRE’s local and international taskforce.
Complementing our existing relationships we possess
with potential buyers, is our consistent ability to diligently
and relentlessly exhaust all avenues to ﬁnd new buyers
as they enter the market; our track record in this regard is
unparalleled.
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A summary of the groups who we feel will have a keen interest in securing 583-589 Queensberry Street are as follows:

LOCAL DEVELOPERS

OFFSHORE DEVELOPERS

As the Melbourne development site market has strengthened over the past four years, many smaller local developers have
been unable to keep up with the pace of land pricing as well as escalating funding and project costs. There are, however, more
established local players that continue to assert themselves and adapt to the new conditions despite the increasing competition
from oﬀshore groups:

Whilst interest rates have provided further impetus for activity of local developers in Melbourne, there is little doubt that, due to a
diﬃcult funding environment, the increased percentage of equity required to undertake projects has made a lot of groups assess
where they are at in 2015 and into 2016. This has provided a clear opening for oﬀshore Asian developers, who have been the most
dominant group in acquiring CBD and inner city sites over the past four years. Queensberry Street will prove highly attractive to this
buyer group:

MR. JIMMY GOH

Active locally based Malaysian developer. Purchased 280-298 Victoria Street from CBRE in October 2012 with multiple
CBD and City Fringe land holdings.

MR. FRANK
MATERIA

Director of builder L.U. Simon. In the market for a private development project in a good location with little planning risk.

MR. BILL MCNEE

CEO of Vicland Corporation – highly active residential developer. Currently delivering a project in Spencer Street for 38
levels and enjoying a great deal of success.

MR. RICHARD GU

CEO of AXF Group, a mainland Chinese developer active in the CBD. Purchased 170-190 Russell Street from CBRE in
August 2012 and recently sold Kinnears Rope Factory.

MR. WILLIAM LEE

Multiple CBD owner, developer and hotel operator. Recently sold a small residential project in Punch Lane.

LAS
DEVELOPMENT
GROUP

Developed the former Village Cinema centre at 206 Bourke Street and recently acquired a site in St Kilda Road and 850
Plenty Road Reservoir from CBRE, and is active in seeking out a suitable inner city site.

ASIAN PACIFIC
BUILDING
CORPORATION

Deague Family, disposed of a number of assets in 2010 and are looking for a major project for another Arts Series
Hotel. Just spent $35 million through CBRE on 83-113 Batman Street.

FRIDCORP

Recently completed the Avenue Project in South Yarra, we understand they have some interest in doing something on
the city fringe. Unproven in this location.

PDG
CORPORATION

Very active group responsible for a number of residential projects in the northern CBD. Is active and keen to buy
another site after selling Prima Pearl.

CENTRAL EQUITY

Always in the market however will be a lot less aggressive on price than others. Very active in Southbank.

EVOLVE

Recently completed projects in Southbank and Queens Road and is in the market to purchase a site however has not
shown a lot of interest in Northern Melbourne over the past few years.

BRADY
CORPORATION

Always interested in securing sites. Purchased a site from CBRE in Little Lonsdale Street in 2014.

14
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GOLDEN AGE
(CHINA)

Golden Age have been very active over the past 24 months, they have acquired four significant development sites
including the Naval & Military Club in the CBD as well as 35 Albert Road, Melbourne and 466 Collins Street all through
CBRE.

AUST GROUP
(CHINA)

Has been very keen to acquire sites after disposing of the Kings Furniture Site in South Melbourne and the old Vintage
Cellars Site on Toorak Road in South Yarra. Is looking to acquire further development holdings in Melbourne.

PARAGON
HOLDINGS
(CHINA)

Recently completed 212 Victoria Street opposite the Victoria Market on the corner of Elizabeth Street. Is very active in the
Chinese Community and is looking for next project.

LYZ PROPERTY
GROUP (CHINA)

Chinese based with Melbourne offices, recently completed the former Deague Site known as 4-10 Daly Street in South
Yarra. Is looking to acquire a further site in either the CBD or City Fringe.

YUCAI AUSTRALIA
(CHINA)

Have been developing apartments in Melbourne for around four years; are very interested in securing a CBD site or
fringe.

NANJING
CONSTRUCTION
(CHINA)

Purchased in excess of $100 million of development sites in Queensland of late; former partner with David Marriner
looking to set up offices in Melbourne in their own right.

HENGYI AUSTRALIA
(CHINA)

Purchased the former Communications House Property on William Street, are very active and recently missed out on a
site with CBRE in South Yarra. Are keen to acquire an additional site after recently acquiring one in Victoria Street.

UAG HOLDINGS
PTY LTD
(CHINA)

Nicole Chow is emerging as a very serious Melbourne Developer. She has delivered a major project in Flemington
Road and is in the market to acquire a landmark site in Melbourne. Likes unpermitted sites.

SIM LIAN GROUP
(CHINA)

Are seeking to purchase a site in the Melbourne CBD or fringe with a value up to $50,000,000.

CHIP ENG SENG
(CHINA)

Have been very active and bought sites in Melbourne. Their latest purchase was 150 Queen Street and 170 Victoria
Street where they worked closely with Elenberg Fraser to come up with a residential scheme to suit the site. Have now
sold Victoria Street.

SETIA AUSTRALIA
(MALAYSIA)

Malaysia’s largest residential developer, purchased a site from Solomon Lew for $30,000,000 in 2010. Purchased 557
St Kilda Road for $26,500,000 from CBRE.

MAGNA PRIMA
BERHAD
(MALAYSIA)

Currently building a project in Franklin Street in the CBD and recently paid $26,000,000 for the adjoining site. They are
seeking further opportunities in the Melbourne CBD.

MAMMOTH
EMPIRE
MALAYSIA)

A major Malaysian development group. Currently constructing a 474 apartment project at 398 Elizabeth Street.

ORIENTAL
HOLDINGS
BERHAD
(MALAYSIA)

Have presented their mandate to CBRE’s Asian investments division and are yet to find a suitable site outside the CBD,
however CBRE are in regular contact to present opportunities.
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HOTEL OPERATORS AND DEVELOPERS
An increasingly active buyer market led by oﬀshore Asian hotel operators / developers. CBRE has been overwhelmed by the
increase in hotel operator activity for development product which suits either hotel redevelopment or conversion. Australia’s stable
economy together with the lack of political stability and ﬁnancial cooling measures in place in oﬀshore Asian markets has seen
oﬀshore operators pay increased attention to the Australian hotel market. The groups referenced below are a small snapshot of
those groups looking to deploy capital into Australia.

TOGA
(SINGAPORE)

A joint venture company representing Toga Hotels and Far East Hospitality Holdings. Looking at rolling out $1bn worth
of hotels in the next two years within fringe markets; Has bid on a number of assets through CBRE recently and will be
interested in Queensberry Street.

TUAN SING
(SINGAPORE)

Listed Singaporean Hotel operator. Own the Grand Hyatt in Melbourne and looking for existing or future hotel sites
in Melbourne and Sydney now. Recently looked at a St Kilda Road opportunity with CBRE and has huge capacity for
landmark acquisitions and boutique opportunities.

U.O.L
(SINGAPORE)

Listed Singaporean hotel operator and investor. Working with CBRE’s International Investments team currently on east
coast opportunities. Queensberry Street may be too small but a lack of opportunities in the market should see them
compete.

CDL
(SINGAPORE)

Listed Singaporean hotelier who has been looking in Australia for around six months. Conservative buyer who has
worked with CBRE on a number of acquisitions offshore.

ELLIOT PARTNERS
(HONG KONG)

Looking for development, conversion or value add opportunities and have achievable equity return hurdles which will
make them competitive in Australia. Looking to place $100m of equity this year.

AMARA
HOLDINGS
(SINGAPORE)

Private Singaporean development / investment group with a focus on hotels. 200 rooms the ideal size of any prospective
hotel development.

HONG LEONG
(SINGAPORE)

Looking at residential conversion as well as development. Can look at holding in the short term and converting
thereafter. Will also look at hotel use if the product and location is right.
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STUDENT ACCOMMODATION DEVELOPERS
AND EDUCATION PROVIDERS
Given the proximity to the University precinct, this target group is a must.

UNILODGE
(AUSTRALIA)

One the largest players in the Australian Student accommodation market; recently acquired the management rights to
three (3) YMCA properties across Melbourne adding an additional 1600 beds under their control. Unilodge has more
than 12,000 beds under management across 53 buildings and continue to enquire on strategic properties through
CBRE.

IGLU
(AUSTRALIA)

Backed by Macquarie Capital & Singaporean sovereign wealth fund GIC; purchased the site at 229-241 Franklin Street,
Melbourne for $19.2 million. Other projects include a $39 million project in Redfern, Sydney as well as a third project
in Brisbane with development approval for more than 400 beds. A recent underbidder on a site marketed via CBRE in
South Yarra.

SCAPE STUDENT
LIVING
(UNITED KINGDOM)

Backed by $800 billion Dutch Pension fund APG and local private equity firm Telopea Capital with a $220m joint venture
to develop, own and manage student accommodation in Australia directly. Recently purchased the last parcel of the
CUB site from Grocon in a transaction handled by CBRE.

URBANEST
(AUSTRALIA)

Backed by US investment group M3 Capital Partners; Urbanest are one of Australia’s largest providers of student
accommodation and currently located in Melbourne, Sydney, Brisbane and Adelaide. Melbourne accommodation
sites include Berkeley Street, Carlton and La Trobe Street (Melbourne Central). Have recently missed out on a number
of sites in the northern CBD (specifically in Lt Lonsdale Street), Carlton and Parkville in campaigns handled by CBRE.

CAMPUS LIVING
VILLAGES
(AUSTRALIA)

Number one on-campus accommodation provider in Australia and New Zealand offering over 10,000 student beds
across Australia across 14 properties. Set to open their Student Village within the University of Melbourne Campus in
2016 with additional ties to RMIT University.

TIAA HENDERSON
(USA)

International institutional property investor TIAA Henderson Real Estate has $326 million to invest in Australian Property
and shown local interest. Joint venture between the US pension fund, Teachers Insurance and Annuity Association
College Retirement Equities Fund and European investment manager Henderson Global Investors – 50% stake in 699
Bourke Street. Continue to enquire on various CBRE offerings in the Melbourne CBD.

WEE HUR
HOLDINGS
(SINGAPORE)

Singapore giant currently underway with a two stage development on its $55 million site in Brisbane’s south; applied
to create 1600 rooms including 980 standard rooms. CBRE Singapore office handle a majority of their interest when
looking for site in Australia and Melbourne has been on the radar.

STUDENT ONE
(SINGAPORE)

Private equity backed Student One – Singapore based fund Valparaiso with plans to own and manage 3000 beds
in Brisbane alone with a $110m conversion of its 363 Adelaide Street property underway. Student One also has a
development application before Brisbane City Council for a $120m project at 38 Wharf Street, offering 750 beds over
41 storeys. Representatives recently briefed CBRE in person about their requirement and have made clear they will
consider new builds on the City Fringe.

UNIVERSITY OF
MELBOURNE

Have been extremely active in pursuing properties north of the Melbourne CBD close to their Parkville Campus.
Unproven in North Melbourne however they are understood to be assessing more student accommodation options, as
evidenced by their recent acquisition of 303 Royal Parade via CBRE’s offices.

RMIT UNIVERSITY

Whilst more focused on the Melbourne CBD, RMIT are continuing to assess options in North Melbourne and West
Melbourne as they become available. Less likely to approach this opportunity aggressively as compared to some of
their immediate competitors.

THE PAD
(AUSTRALIA)

Extremely active in Brisbane and Sydney and have been pursuing opportunities in Melbourne with various joint venture
partners in recent years. Not as aggressive as some of the newer entrants and only looking to manage up to 1000
rooms in the short term.

HAILEYBURY
COLLEGE

Recently purchased 383 King Street, West Melbourne from CBRE for $52,000,000 and are understood to be seeking
out additional accommodation and recreational facilities. Large balance sheet allows them to make quick decisions
and settle in a short period of time.

CENTURION
CORPORATION
(SINGAPORE)

A Singapore-listed owner and operator of accommodation assets - entered the Australian accommodation market in
2012 with a land acquisition in WA and in 2013 purchased the RMIT Village in North Melbourne. Continue to enquire on
various CBD and City fringe development sites and buildings.
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PRICE MAXIMISATION
STRATEGY
583-599 QUEENSBERRY STREET WILL BE HIGHLY SOUGHT AFTER
BY BUYERS IF PRESENTED TO THE MARKET CORRECTLY AND
STRATEGICALLY. WE DETAIL WITHIN THIS SECTION HOW WE WILL
POSITION THE PROPERTY TO DIFFERENTIATE IT FROM OTHER
OFFERINGS, UTILISING OUR EXTENSIVE RESOURCES AND LEVERAGING
STRONG EXISTING RELATIONSHIPS TO CREATE THE HIGHEST LEVEL OF
COMPETITIVE TENSION, WHICH WILL RESULT IN THE BEST POSSIBLE
COMMERCIAL TERMS BEING ACHIEVED FOR THE UNITING CHURCH.

The major drivers for this growth are:
• The proximity to the Melbourne CBD.
• The proximity to the Royal Children’s hospital and the
University of Melbourne. North Melbourne has the highest
rate of demand on Airbnb for all of suburban Melbourne.
This signals a major requirement for short to medium length
stays and supports further residential and accommodation
development.

An in-depth analysis on demographic trends will play a large
role in demonstrating the strength and growth prospects of the
surrounding location. We would look to engage the services
of Urbis to provide a demographic report with key data which
needs to be conveyed to buyers in order to ensure maximum
conﬁdence in the location and the demand for housing.
Below is an extract from a recent report CBRE utilised for a
development.

• Access to high quality retail amenity, including the Queen
Victoria Markets.
• Proximity to major parks and recreation reserves (Royal
Park and Flagstaﬀ Gardens).

PROPERLY
PREPARING THE
ASSETS

UNDERSTANDING
THE ANGLES

EXTRACTING
VALUE

DRIVING
COMPETITION

MAXIMISING
PRICING

• Volume of international students studying in Melbourne,
keen to secure accommodation close to the Universities
and CBD.

3

THE CBRE/SEMZ PROPERTY
GROUP COLLABORATION
– FAILING TO PREPARE IS
PREPARING TO FAIL

A FAST GROWING LOCATION
FOR RESIDENTIAL & STUDENT
ACCOMMODATION
DEVELOPMENT

Impact of New Residents

This section details some of the socio-economic characteristics of residents who have moved in the last
five years and are currently living in South Yarra. Looking specifically at people who have moved in the
last five years gives us an indication as to the characteristics of people who either recently moved to the
area or changed address within the area.

Time must be taken to appropriately assemble all required
information and marketing collateral. We propose to partner
with industry leaders including Architects, Due Diligence and
structural experts, residential sales agents and town planners
to prepare all DD, sale and marketing material before any
campaign launch.

North Melbourne’s transition to a more gentriﬁed locale with
highly attractive attributes for residential living is something
that must be clearly articulated to the buyer market. Despite
some ongoing stigmas based on its industrial heritage, the
suburb has established itself as one of Melbourne’s fastest
growing suburbs for development and has seen extraordinary
year on year rental and capital growth. For many years, North
Melbourne has been a home for local investment groups and
developrs, however, more recently has seen a strong following
from buyers out of South East Asia and diﬀerent parts of the
Middle East and China.

Origins of Movers
SOUTH YARRA

CHART 3.1
5,571

6,000

Interstate (%)

Suburbs within Victoria

NSW
37%

5,000

1
2
3
4
5
6
7
8
9
10

QLD
23%

4,000
2,953
1,753

2,000

ACT
6%

1,000

NT
1%

0
Interstate

Overseas
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Elsewhere in
Victoria

Tas.
6%

WA
17%

SA
10%

Prahran - Windsor
REGIONAL
Toorak
Richmond (Vic.)
St Kilda
Malvern - Glen Iris
Hawthorn
Armadale
Albert Park
Melbourne
St Kilda East

6%

CONTEXT
5%

MAP 1.1

4%
3%
3%
2%
2%
2%
2%
2%
69%

Other

Source: ABS Census of Population and Housing

Of people moving to South Yarra, 1,753 came from interstate, 2,953 came from overseas and 5,571 from
elsewhere in Victoria. New residents, who have moved from within Victoria typically come from the
surrounding suburbs of Prahran, Windsor, Toorak and Richmond.

Age Distribution
SOUTH YARRA RESIDENTS & MOVERS VS. GREATER MELBOURNE
0-4

CHART 3.2

3.5%

0.0%

South Yarra

6.5%

2.5%
1.9%

5-9

6.0%

2.1%
1.9%

10-14

Movers: South Yarra

5.9%
3.6%
3.8%

15-19

Melbourne

6.3%
10.1%

20-24

7.5%

14.2%
17.9%

25-29

27.3%

7.9%
14.2%

30-34

7.5%
8.5%

35-39

7.5%
6.7%
6.4%
7.5%

40-44

45-49

Apartment investors and owner-occupiers are drawn to the
convenient nature of the location and the surrounding premium
amenity that it provides, resulting in excellent sell through rates
for apartment stock. North on Flemington Road by UAG, Oliver
Hume’s The Principal also on Flemington Road are just two
examples of many, highlighting the apartment sales successful
of the precent. Many of Melbourne’s largest developrs have
completed success projects in North Melbourne, which also
extends to groups like Spec Property and BPM. CBUS’s entry
with Assembly is also a major statement.

MAP 1.2

New residents to the area are generally younger, with higher incomes, working in white collar occupations
and apartments have been their preferred dwelling choice.

3,000

583-599 Queensberry Street will be a campaign that receives
widespread local and international interest, from high net
worth privates and local and oﬀshore developers.

LOCAL CONTEXT

5.0%

3.9%

50-55

6.4%
4.7%

2.8%

60-64

5.6%
4.7%

2.6%

65-69

0.3%

80-84

0.3%

85+

0.1%

0%

3.9%
2.9%

0.8%

75-79

5.1%
3.7%

1.2%

70-74

6.9%
4.9%

3.3%

55-59

19.7%

9.6%

3.0%
1.9%
2.4%
1.9%

2.0%
1.3%
1.8%

5%

10%

15%

20%

25%

30%

* Includes those who moved within the suburb
ABS Census of Population and Housing, 2011; Urbis

4
URBIS
FORREST HILL - URBIS MARKET STATS - JULY 2015

IMPACT OF NEW RESIDENTS

URBIS
FORREST HILL - URBIS MARKET STATS - JULY 2015

SITE & LOCAL CONTEXT

11

URBIS
FORREST HILL - URBIS MARKET STATS - JULY 2015

SITE & LOCAL CONTEXT

3
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UNDERSTANDING THE IMPACT
OF THE ARDEN-MACAULAY
STRUCTURE PLAN, METRO
RAILWAY STATION AND E-GATE
Positioned to the west of the property, the Arden Macaulay
precinct is earmarked for major infrastructural improvement.
One of the major initiatives under this structure plan is
the development of the Metro Railway Station, in Arden
Central. This portion of the Arden Macaulay precinct is at the
south eastern corner of the property, close to the subject
property. Substantial promotion of business and employment
opportunities will occur around Arden Central, with the area
expected to accommodate 14,000 jobs, 4,000 residents and
12,000 students.
E-gate is a 20Ha parcel of government owned land on the
edge of the Melbourne CBD and immediately to the West
of West Melbourne. The entire precinct is currently being
tendered for development and is expected to house up to
10,000 residents over a 20–25 year period of development.
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CBRE have been intimately involved in assisting Major Projects
Victoria in assessing the proposals for E-Gate. The future of
this site needs to be fully understood and addressed when
dealing with potential buyers as it could be the source of
substantial supply (commercial, residential etc.) which could
have a signiﬁcant impact on amenity and desirability of the
immediate area. The nominated team will look to leverage oﬀ
the knowledge and intel of the CBRE Structured Transactions
and Advisory Services (STAS) team, which is headed up
by Wayne Redman and Justin Mahnig, in order to provide
maximum levels of comfort and conﬁdence to incoming
buyers.
E-gate and Arden Macaulay will both provide major residential
and employment options as the land is gradually development.
Critically, North Melbourne and West Melbourne, adjoining
both of these parcels with the Melbourne CBD, oﬀers the
perfect gateway for development in the immediate future.
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FLEXIBILITY AND DIVERSITY OF
THE OFFERING WHICH WILL
DRIVE COMPETITION FROM A
RANGE OF BUYERS
In considering the range of opportunities on oﬀer to the buyer
market, the campaign will appeal to a broad range of buyers
including residential developers, hoteliers, owner occupiers,
educational institutions and passive investors. It is crucial that
the ﬂexibility and diversity of the oﬀering is made abundantly
clear to the market which will in turn maximise competitive
tension amongst buyers and will help to drive price. All
communications will highlight this, an initiative that will assist in
obtaining the highest possible price for the Uniting Church.

ARTICULATING TRENDS AND
OPPORTUNITIES
Given the site’s outstanding corner land position and multiple
frontages, the site presents a truly unique development
opportunity.
The inner Melbourne city fringe market is experiencing
signiﬁcant urban renewal and continues to be highly desirable
to the private, institutional, international and public sectors.
2015 was a very active year with numerous sales of signiﬁcant
development sites, many at all-time high rates.
Chinese and South East Asian buyers are extremely active
and have an insatiable appetite for well-located sites with
strong fundamentals near amenity and public transport. Large
publically listed Chinese developers are also now showing, in
addition to some private groups, strong interest in the market
for opportunities representing signiﬁcant scale such as 583599 Queensberry Street, North Melbourne.
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ARTICULATING THE KEY ASPECTS OF THE OFFERING
Through the incorporation of our dedicated CBRE Victorian Development Sites division, we have taken the time to analyse the key
strengths and weaknesses in order to ideally position the opportunity to the marketplace.

SWOT ANALYSIS ON DEVELOPMENT OPPORTUNITY
A critical element of a successful sales and marketing program is to fully appreciate and understand the property and be across all
the detail.

STRENGTHS

WEAKNESSES

• Enviable location just over 1km from the Melbourne CBD,
less than 1km to the University of Melbourne and 700m to
the Royal Children’s Hospital.

• The substantial heritage improvements and hertiage place
listing will deter some buyers.

• Great access to public transport including North Melbourne
Train Station to the west and tram access on Queensberry
Street.
• Retail amenity provided on the bustling Errol Street one
block away, plus the Queen Victoria Market only 800m
south east of the property.
• Parks and reserves, including Flagstaﬀ Gardens, Royal
Park and Arden Street Football Ground all a short walk
• Nearly 200m of street frontages, enabling more ﬂexible
design, greater access for construction and natural light to
the completed product.
• Unpermitted development opportunity oﬀering ﬂexibility for
the purchaser to create a land mark project.
• An ability to continue generating holding income from the
existing improvements
• A track record of development success in North Melbourne
• Government focus on further development in the precinct
at Arden Macaulay and E-gate underwriting conﬁdence of
the location.

LESSON LEARNT FROM PREVIOUS CAMPAIGNS
IN NORTH MELBORNE – SUPPLY OF APARTMENTS
It has repetitively been observed that buyers in North Melbourne and other city fringe markets regularly comment on the potential
for an apartment oversupply. Whilst there has been a reasonable amount of apartment development within the area with more
proposed, the supply has been rapidly consumed. When talking to buyers, we reference key factual statements to clearly
demonstrate that supply concerns are not valid and that the uptake of projects in the precinct is a strong sign of conﬁdence. For
instance, we would emphasise the success of the following recent apartment sale campaigns very close to the subject property:

• The current zoning, limiting development height to four
levels.
• A North Melbourne position closer to Flemington Road or
Peel Street, is arguably a more in demand development
precinct.

OPPORTUNITIES

OLIVER HUME –
THE PRINCIPAL
69 FLEMINGTON RD
NORTH MELBOURNE

PDG –
THE ARDEN
135 ARDEN STREET
NORTH MELBOURNE

• Undertake a substantial development in one of Melbourne’s
most popular suburbs for residential development.
• Given the existing site conﬁguration and mixture of heritage
buildings, this could be a crowning moment for a residential
developr providing a lot of prominence for their brand.

We will also partner with the CBRE Residential Projects
Team to clearly demonstrate to the strength of the apartment
market. Andrew Leoncelli, Managing Director of CBRE
Residential Projects, will be listed as a contact point within our
marketing material. Andrew and his team have a signiﬁcant
amount of experience in selling apartments in the location.
This market knowledge will be highly beneﬁcial to alleviate any
concerns with respect to quickly selling the apartment project.

• Depending on the heritage advice, look to utilise the
existing Church improvements as part of the development.
• The ability to incorporate ground level retail or commercial
into a potential project.

THREATS
• Heritage implications that require the owner to maintain the
existing improvements
• Lack of conﬁdence to remove the properties status as a
heritage place, which could prevent development.

ANDREW LEONCELLI
MANAGING DIRECTOR - RESIDENTIAL PROJECTS

We will also reference the development groups that have been
active in the location. These developers including Oliver Hume,
UAG, Spec Property and BPM are some of Melbourne’s
biggest developers. This calibre of market participant should
give other developers, particularly oﬀshore groups, conﬁdence
to invest in the area.

• Weakening of the local residential apartment market.
• Softening of demand for CBD and inner city fringe
apartments from oﬀshore buyers.

22
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Finally, we will highlight the growth of median apartment prices in North Melbourne. Please see below graphic, sourced from
Property Data. Whilst there has been some volatility over recent years, in the past year, North Melbourne apartment prices have
experienced a strong upward trend in median apartment prices. This will be used as further evidence that apartment supply should
not be a concern. Current new apartment sales in North Melbourne are achieving in excess of $9,000/m2.

40 Hall St Moonee Ponds
- March 2015 site sale
- Muted for 1200 apartments
- Developer: Local

MARIBYRNONG

‘Heart’ - 288 Albert Street, Brunswick
- 232 apartments
- Successfully pre-selling
- Developer: Chinese

MOONEE PONDS

$598K
RN O
MARIBY

$522K

BRUNSWICK

‘Only’ - 1 Ascotvale Rd, Flemington
- 409 apartments
- 80% sold & under construction
- Developer: Local

N

G

‘Parkville Gardens’ – Parkville
- 1000+ dwellings across numerous stages
- Mostly sold & delivered
- Developer: Local

RI
VE
R

Travencore – 40-70 Mt Alexander Rd, Flemington
- 800 apartments
- 100% sold & delivered
- Developer: Local

$447K

FLEMINGTON

FOOTSCRAY

JUN
2015
SEP
2015

DEC
2015

‘The Principal’ - 69 Flemington Rd, North Melbourne
- 164 apartments
- Pre-selling & well advanced
- Developer: Local

‘Reflections’ - 104 Haines St, North Melbourne
- 143 apartments
- Pre-selling & well advanced
- Developer: Local

It is critical that we are selective with the data presented to any buyers. For instance, more recent apartment data is favourable.
Whilst for the median house price, we may look to utilise more long term forecasting that demonstrates essentially a doubling of
median price in the past ﬁve years.

NORTH
MELBOURNE

583-599
QUEENSBERRY STREET
NORTH MELBOURNE

DOCKLANDS
‘The Arden’ - 135 Arden St, North Melbourne
- 92 apartments
- 95% pre-sold
- Developer: Local

CARLTON
‘MILQ’ - 33 Arden St, North Melbourne
- 40 apartments
- Pre-selling & well advanced
- Developer: Local

MELBOURNE
CBD

‘Hawke & King’ - 621 King St, West Melbourne
- 74 apartments
- Sales well advanced
- Developer: Local

SOUTHBANK

“MELBOURNE’S INNER NORTH
SOUTH
MELBOURNE

HAS ESTABLISHED ITSELF AS A
PRE-EMINENT HUB FOR
LOCAL AND OFF SHORE
DEVELOPMENT CAPITAL”

JUN
11

SEP DEC MAR JUN
11
11
12
12

SEP DEC
12
12

MAR JUN
13
13

SEP
13

DEC MAR JUN
13
14
14

SEP
14

DEC
14

MAR JUN
15
15

SEP
15

DEC
15

NORTH MELBOURNE
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‘North’ – 19 Flemington Rd, North Melbourne
- 454 apartments
- 100% sold & under construction
- Developer: Singapore

‘Assembly’ - 181 Capel Street, North Melbourne
- 138 apartments
- Mostly sold & under construction
- Developer: Local

$372K
MAR
2015

$1,447K
$1,403K
$1,358K
$1,314K
$1,269K
$1,225K
$1,180K
$1,136K
$1,091K
$1,047K
$1,002K
$958K
$913K
$868K
$824K
$779K
$735K
$690K
$646K
$601K
MAR
11

FLEMINGTON
RACECOURSE
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PORT PHILIP
BAY

TRANSPARENCY OF PROCESS
AND AVAILABILITY OF
INFORMATION
The availability of accurate information will improve buyer
conﬁdence and enhance our ability to achieve an unconditional
sale in a timely manner. Early availability of this information will
also assist us in developing an in-depth knowledge of the asset
and enable us to quickly and accurately address any issues
with buyers. The beneﬁt of providing as much information as
possible to buyers over the course of the campaign limits the
need for long due diligence periods
We recommend that as a bare minimum the following
information be collated:
• Planning documentation
-

Site survey

-

Planning advice

-

Indicative development scheme

-

Any consultant reports including detailed heritage
advice

• Copy of title plan
• Legal documentation
-

Section 32

-

Contract of sale

-

Expression of interest form

• Physical
-

Asbestos

-

Soil contamination

-

Geological survey

-

Environment

-

Structures

CENTRALLY POSITIONED AMONG
MELBOURNE’S BEST AMENITIES,
583-599 QUEENSBERRY STREET, NORTH
MELBOURNE, OFFERS THE SUCCESSFUL
PURCHASER AN EXCEPTIONAL OPPORTUNITY
TO DEVELOP AN ICON.

CBD
queen victoria
markets
SOUTHERN CROSS
TRAIN STATION

DOCKLANDS

arden street
football ground

ERROL STREET
SHOPPING PRECINCT

university of
melbourne

north melbourne
train station

royal park
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ESTIMATED
REALISATION
RECENT COMPARABLE SALES

In considering the above evidence we have undertaken an assessment of value based on two scenarios:

Whilst the subject landholding is deﬁnitely a unique oﬀering, we draw reference to our below recent sales in undertaking our
estimated realisation analysis:

1. Piecemeal approach of the diﬀerent components.
In addition, it has also been requested to consider an estimated realisation between the two components outlined below:

DEVELOPMENT SITE SALES
ADDRESS

PRICE

DATE

LAND
AREA

RATE
($/
SQM)

ANALYSIS

15-27 Wreckyn
Street, North
Melbourne

12,400,000

Aug-14

2,271

5,460

Land record for pure development site in North
Melbourne. Superior location and development
potential. Sold by CBRE

699 Park Street,
Brunswick

30,080,000

Nov-15

6,230

4,759

Subject to the Brunswick Activity Centre planning
amendment. Sold by CBRE

22-28 Courtney
Street, North
Melbourne

5,500,000

Dec-15

1,325

4,151

Boutique residential Development site. Short
term holding income. Superior location and
development potential.

31,000,000

Oct-15

8,156

3,800

Permit approved for 304 apartments ($101,973/
unit). Superior development potential, inferior
location. Sold by CBRE

111 Canning
Street, North
Melbourne

2. A direct assessment of land value over the entire parcel.

HOUSE SALES
ADDRESS

PRICE

DATE

ANALYSIS

104 Melrose Street,
North Melbourne

655,000

Jan-15

Land area 77sqm. 2 bedroom, old Victorian style house

90 Lothian Street,
North Melbourne

960,000

Jul-15

Land area 120sqm. 2 bedroom modern residency

35 Little Leveson
Street, North
Melbourne

2,000,000

Nov-15

Superior location. Land area 243sqm. 3 bedroom 2 bathroom
residence

341 Dryburgh
Street, North
Melbourne

974,000

Oct-15

Land area 102sqm. Prominent corner. Older style 3 bedroom
house

46-48 Lothian
Street, North
Melbourne

946,000

Oct-15

Close to subject property. Older style building in need of

22 Canning Street,
North Melbourne

846,000

Oct-15

Comparable location. 2 bedroom 1 bathroom old house

63 Erksine Street,
North Melbourne

900,000

Jun-15

Superior location. Land area 86sqm. Victorian style older house

30
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PIECEMEAL ASSESSMENT
Below is our analysis based on a piecemeal approach. Note in order for a piecemeal sale approach to be undertaken, costs will
be required to realise the holdings. Note, our numbers have diﬀ ered slightly to those assessed on your information sheet.

PROPERTIES 1 – 5
TWO BEDROOM VICTORIAN
TERRACE DWELLINGS

VALUE PER HOUSE

TOTAL ($)

5

$900,000

$4,500,000

PROPERTIES 6
COMPONENT

ANNUAL RENT ($)

Oﬃce building

$72,000

Three ﬂats ($451/week)

$70,356

Townhouses ($500/week)

$78,000

Total rent

$220,356

MARKET RENT

Given the above analysis, it is our ﬁrm believe that Properties 1-6 are worth more when sold as a combined development oﬀering.
This assume heritage will not prevent this development.

CAPITALISATION RATE

TOTAL

5.75% - 6.25%

$3,525,696 - $3,832,278

$220,356

Adopt

PROPERTY 7
In the event that the property was subdivided to allow separate sale of the components, it is expected that good demand would
be received. Land holdings of this size in North Melbourne are extremely rare.

$3,700,000

OR – PROPERTIES 1-6 AS A DEVELOPMENT OFFERING

ONE HISTORIC DWELLING

VALUE PER HOUSE

TOTAL ($)

1

$2,500,000

$2,500,000

Note, this is based on verbal advice from Semz Property Group as to the parametres of a potential development. We
have estimated the equivalent land area , to encompass the area detailed below the calculation table

PROPERTY 8A
METHOD

UNIT

RATE LOW

RATE HIGH

ASSESSMENT
LOW

ASSESSMENT
HIGH

Land rate

$1,700

$5,500

$6,000

$9,350,000

$10,200,000

Unit rate

$90

$110,000

$120,000

$9,900,000

$10,800,000

$4,800

$2,000

$ 2,200

$9,600,000

$10,560,000

$9,500,000

$10,500,000

NSA
Assessment
Adopt
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$10,000,000
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Currently utilised as a child care centre, with a passing rental of $19,620 per annum. Whilst it is diﬃcult to comment speciﬁcally
until an internal inspection has occurred, the property appears to be signiﬁcantly under rented. We therefore propose the following
assessment:

MARKET RENT

CAPITALISATION RATE

TOTAL

$35,000

6.75% - 7.25%

$482,759 - $518,519

Adopt

$500,000
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PROPERTY 8B

We note however, that in order to realise these individual components the following would need to occur:

Currently a historic Church Hall, we understand it could potentially be converted to three townhouses. Given the nature of the
building, it would not be a straight forward assessment and accordingly, the value allocated per townhouse unit is below that usually
assessed for city fringe townhouses.

• Removal of heritage place listing

NUMBER OF POTENTIAL
TOWNHOUSES

UNIT RATE

TOTAL ($)

3

$350,000

$1,050,000

PROPERTY 9

• Subdivision
There are various costs associate with this and whilst there is limited information to base these costs at present, we have completed
this analysis to provide some context to the ‘as is’ value in the properties current state.

ESTIMATED REALISATION

$15,400,000

Less

Currently a historic, but closed church. Whilst we understand plans have been developed to create a 12 apartment complex over
three levels, within the existing structure, the diﬃculty from a valuation perspective is the obvious requirement for signiﬁcant repair.

Consultancy fees

$500,000

Statutory charges for subdivision

$200,000

Given this, we consider only a notional value applicable for the Church of say $100,000 until more can be understood about the
design of a redevelopment, advice from a heritage consultant and guidance on construction costs for a development of this nature.

Finance charges (6% for 2 years, 100% ﬁnanced)

$1,848,000.00

Holding costs

PROPERTY 10
As with property 7, if subdivision is eﬀ ected and this property can be sold separately, good demand is expected for what would be
a freestanding residential dwelling (conversion of oﬃce areas).

$200,000

Total costs

$2,748,000

ESTIMATED REALISATION
ONE HISTORIC DWELLING

VALUE PER HOUSE

TOTAL ($)

1

$2,500,000

$2,500,000

PIECEMEAL SUMMARY

COMPONENT
Properties 1-6
Property 7
Property 8a
Sub total
Property 8b
Property 9
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ADOPTED VALUE

Sub-total 1-8a
Sub-total 8b-10

ADOPTED VALUE

% OF TOTAL

PORTION FOLLOWING
ADJUSTMENT FOR COST

$13,000,000

84.4%

$10,678,288

$2,400,000

15.6%

$1,973,712

$15,400,000

100%

$12,652,000

$10,000,000
$2,500,000

Total

$500,000
$13,000,000
$1,050,000
$100,000

Property 10

$1,250,000

Sub total

$2,400,000

Total

Based on this analysis, the two components of the site can be pro-rated as follows:

COMPONENT

Below is a summary of the piecemeal valuation of the various components of the property:

$12,652,000

$15,400,000
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LAND ASSESSMENT
Below is our analysis based on the land area:

LAND AREA

RATE ($/SQM)

ESTIMATE ($)

4,882m2

$2,500 - $2,750

$12,205,000 - $13,450,000

Adopt

$12,250,000 - $13,500,000

The occupies a premium residential location within North Melbourne. However, it is restricted by height (4 levels) and the
obvious heritage constraint when considered against the other recent sales.
This range of $12,250,000 to $13,500,000 supports the piecemeal assessment, with a mid-point of $12,875,000.
In addition, we have concluded this analysis on the two components, noting a higher rate is applicable to properties 1-8a, given the
properties appear to have less heritage implications.

COMPONENT

LAND AREA

% OF TOTAL
VALUE

PORTION OF
VALUE

EQUIVALENT
LAND VALUE

Sub-total 1-8a

3,082m2

84.4%

$10,866,500

$3,526/m2

Sub-total 8b-10

1,800m2

15.6%

$2,008,500

$1,119/m2

$15,400,000

100%

$12,875,000

Total

ESTIMATED REALISATION SUMMARY
Below is a summary of the value of property ‘as is’:

COMPONENT
1-8a
8b-10

TOTAL

PIECEMEAL

LAND

ADOPT

$10,678,288

$10,866,500

$10,750,000

$1,973,712

$2,008,500

$2,000,000

$12,750,000

Whilst there are a number of items requiring clariﬁcation and further research prior to presenting the oﬀering to market (principally
regarding heritage), CBRE Victorian Development Sites are conﬁdent an outcome can be achieved in the $12,000,000 to
$13,000,000 range.
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METHOD OF SALE
We have considered the nature of the site, have analysed
the market and potential purchaser targets along with the
following primary methods of sale:
• Public Auction.

The advantages of this approach include the following:
• It creates a high level of competitive tension with suﬃcient
clarity and formality as to the process.
• There is a tendency for purchasers to submit their best
proposal under competitive pressure.

• Public Tender.
• Expression of Interest (EOI).

• It allows scope for ﬂexibility in the structuring of oﬀers,
encouraging maximum participation and ultimately price
optimisation.

• Private Sale / Contract.
To this end we have conducted an assessment of the
advantages and disadvantages of the above and strongly
recommend that an EOI method be utilised for the sale of
583-599 Queensberry Street. This would include an initial
soft-market campaign with CBRE pursuing known investors
active in the market followed by a rigorous public marketing
campaign incorporating a two stage EOI sale process.

• It encourages more buyers as there is less cost to establish
their position than other sale methods, including formal
tender.
• Imposes a speciﬁc time frame within which interested
parties must act rather than over an extended period.
• It engenders greater participation in the process because
an EOI campaign is not as rigid as a Tender or an Auction.

INTERNATIONAL EXPRESSION
OF INTEREST

• It is widely accepted by the marketplace as an appropriate
method to buy and sell commercial buildings of this nature.

An EOI campaign is the most ﬂexible method of sale, which
is paramount when taking large scale sites to the market that
require an increased level of due diligence, understanding and
resources.

The ﬁrst stage of the EOI allows all possible interested parties
to participate in the initial bidding process. In our experience,
the option most favoured and able to produce the highest
value often emerges during this initial process.

It is also a highly transparent process which fosters open
market competition, fully enabling the vendor to both control
the campaign and extract maximum buyer participation, whilst
providing the vendor with time to assess often complex and
competing oﬀers.

In addition, and with regard to the second stage of the EOI,
when buyers know they are shortlisted, they will usually apply
more resources to detailed due diligence investigations, they
are more committed to the process, and they are able to
properly ascertain full value. They are in eﬀect subjected to
a keener competitive process because they now know that
there is no second chance.

The ﬁrst stage of the EOI will be an invitation to the target
market to register interest in purchasing Queensberry Street;
to be received in the prescribed form by the vendor. A shortlist
of qualiﬁed and genuine prospects selected from those who
have registered will be invited to participate in the second
stage of the process. The shortlist of intending purchasers will
be issued with the vendor’s preferred contract to be used by
them to submit ﬁnal binding oﬀers by a speciﬁed date. The
ﬁnal oﬀers must be in a form capable of being accepted by the
vendor.
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IN VIEW OF CURRENT MARKET CONDITIONS, ASSET CLASS
AND THE DIVERSE BUYER MARKETS IN WHICH QUEENSBERRY
STREET WILL ATTRACT INTEREST FROM, WE RECOMMEND AN
INTERNATIONAL EXPRESSION OF INTEREST (EOI) CAMPAIGN.

1. SOFT MARKETING
Prior to the commencement of the formal marketing period,
we would propose a “soft opening” approach whereby
preliminary information would be provided to the key target
market ahead of the ﬁrst advertisement. This method has been
successfully employed by CBRE recently and serves to ensure
that the key target buyers are made aware of the opportunity
as early as possible. Soft marketing is particularly useful in
giving oﬀshore groups and special interest buyers, such as
hotel operators as well as oﬀshore buyers who sometimes
take longer to engage, an early start which will allow them
adequate time to review the opportunity and in turn participate
and bid on Queensberry Street.

3. SHORTLISTING / PURCHASER
PROFILING AND TRANSACTION
EXECUTION ADVICE
We envisage that at the close of EOI we will have identiﬁed a
preferred purchaser, or a shortlist of preferred purchasers who
would then enter into a second round of the sale process.
This will further drive price through competitive tension. This
stage also allows us to select the buyer that provides the
least performance risk and who will complete the sale in
the required time frame. We will look to use competition to
position the selected buyer to sign an unconditional contract
and proceed to settlement in a timely manner.

2. FORMAL MARKETING
CAMPAIGN
The ”on market” campaign is a ﬁve week period characterised
by press advertisements and personal presentations to all
buyers. At the end of this stage, purchasers will be required to
submit their oﬀers for the asset which will then be assessed
by CBRE, Semz Property Group and the Uniting Church as a
collaborative process. We will ensure all stakeholders are kept
up to date and well informed at all times and will be regularly
briefed on buyer feedback throughout the process.
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OFFSHORE MARKETING
THE CBRE EDGE
In order to ensure that maximum competitive tension is
created and the best commercial terms available, marketing
your property to the Asian market is a sales angle that cannot
be taken lightly in the current market. International real estate
investors – particularly those from Asia, are now looking to
Australia as a safe haven to invest their money and CBRE
has been active in the Asian investment market for over 20
years. Maintaining relationships and actively seeking new
ones is a core part of our business and has allowed us to gain
signiﬁcant reach into the Asian investment market - one of the
largest and most aggressive pools of investors in Australia.
The relationships which we hold are varied between
direct property purchasers as well as third party advisors.
Additionally, ongoing and mutually rewarding business
relationships are held with accountants, lawyers and migration
experts who act as catalysts for introductions to new buyers
in the Melbourne market. As a result we have an impeccably
maintained an up to date database of over 2,500 active
investors and intermediaries. This database is contacted on
a regular basis and their details and requirements updated
by our local Asian oﬃces as well as the Australian investment
teams.

Lewis Tong
Associate Director

Kevin Tong
Negotiator

Chao Zhang
Negotiator

THE CBRE ASIAN CLIENT LIAISON
TEAM
ALL VICTORIAN BASED
The CBRE Asian desk comprises 7 professionals dedicated
to servicing our Asian clients and prospective clients. They
continue to develop a strong reputation for being a lead
facilitator in marketing and transacting retail investments and
development site properties to buyers predominantly from
mainland China, Malaysia and Singapore. The team is ﬂuent
in Mandarin and Cantonese, which given their vast expertise,
allows them to give a lot of conﬁdence to these purchasers.

Ting Ting Gao
Business Development
Manager

The CBRE Asian Services Team continues to develop a strong reputation for being a lead facilitator in marketing
and transacting retail investments, commercial property and development site properties to buyers predominantly
from mainland China, Malaysia and Singapore. The team is ﬂuent in Mandarin and Cantonese, which given their
vast expertise, allows them to give a lot of conﬁdence to these purchasers.
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“MORE THAN JUST TALKING
ABOUT ASIAN BUYERS”

After recommending an International Expressions of Interest
Campaign, we were presented with multiple bidders for the sites
and were impressed with the range of offers that came from
different parts of Asia. We often here about agents ‘reach’ into
Asia but CBRE clearly demonstrated in their actions that their
systems and processes were a lot more than just words.
Dan McLennan
General Manager Business Development, Grocon
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ASIAN BUYER ACTIVITY - CBRE IMMEDIATE FRINGE SALES (2013-2015)
SINGAPORE
13%

CHINA
59%

MALAYSIA
27%

HONG
KONG
1%

AUSTRALIAN SETTLER ARRIVALS BY COUNTRY OF BIRTH (2011-2012)

CHINA
18,827
37%

SINGAPORE
1,634
3%
MALAYSIA
3,887
7%
USA
1,622
3%

INDONESIA
1,505
3%
PHILIPPINES
6,956
14%

UK
16,700
33%

“Whilst many agents still believe an ‘Asian Roadshow’ will help
to ﬁnd new buyers, CBRE have built a sophisticated network
of locally-based intermediaries and direct buyers, which has
resulted in more transactions with Asian purchasers than any
other agency”
*Numbers based on a comparison of the above 7 countries only
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CBRE IS PROUD TO HAVE WELCOMED
ASIA’S FINEST DEVELOPERS AND
INVESTORS TO AUSTRALIA’S GREATEST
CITY, MELBOURNE.
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MARKETING
STRATEGY
A SECOND STAGE OF PUBLIC
MARKETING WILL FOLLOW THE
SOFT MARKETING CAMPAIGN.
FOLLOWING THE FIRST STAGE OF
THE EOI PROCESS, WE WILL BE WELL
INFORMED WITH BUYER QUERIES
AND CONCERNS AND HOW TO BEST
MITIGATE AND DISSOLVE THEM,
THUS ENHANCING SEMZ PROPERTY
GROUP’S POSITION IN RELATION TO
FURTHER NEGOTIATIONS.

MARKETING BROCHURE
3,000 brochures will be distributed to our target market of
potential purchasers. We envisage a four page brochure,
incorporating quality photography (internal, external and aerial),
concise factual information, as well as a detailed location map
(brochure to also be translated into Chinese).

SIGNAGE
Given the exposure and highly traﬃcked nature of the property
it would be beneﬁcial to place sign boards on Queensberry
Street and Curzon Street to identify the opportunity to
prospective purchasers. Passing vehicle and pedestrian traﬃc
is always a very strong source of enquiry.

EDITORIALS
In conjunction with the draft press release detailed earlier, we
will utilise Kathryn House’s (ex-AFR) excellent relationships
with the major newspapers and publications to provide the
property with additional free advertising and exposure.

EXECUTIVE SUMMARY AND
INFORMATION MEMORANDUM

SAMPLE ENGAGED PRESENTATION – 111 CANNING STREET, NORTH MELBOURNE

An executive summary will also be produced in-house to
act as an introductory summary ﬂyer. This will be translated
into Chinese and distributed to oﬀshore buyers. This ﬂyer will
be delivered by the Melbourne team to known groups and
advisors already active in Melbourne, through contacts of our
international team and through our Hong Kong, Shanghai,
Malaysian and Singapore oﬃces. An email version of the
executive summary will be emailed to our extensive and
detailed database.
Our database for contacts who have enquired on Melbourne
development assets includes 1,729 local buyers and 1,144
international buyers. Combined with the circa 3,000 active
groups within the CBRE Victorian Development Sites
database, we are conﬁdent we have the ability to broadcast
the Queensberry Street message more eﬀectively than any
other agency.

SAMPLE BROCHURE IN MANDARIN – 111 CANNING STREET, NORTH MELBOURNE

EMAIL / INTERNET
Preliminary information similar to that which is contained within
the marketing brochure will be provided on the CBRE website
along with www.realcommercial.com.au. The use of internet,
and in particular Real Commercial, is extremely important and
eﬀective in capturing new oﬀshore buyers.

PERSONAL PRESENTATIONS
The key to any marketing campaign is the ability of the sales
team to demonstrate the opportunity in a way that creates
the competitive tension required to achieve premium results.
CBRE will personally present the opportunity to all identiﬁed
targets and will ensure that these parties fully understand
the oﬀering, clearly articulating the key attributes of the
Queensberry Street site.

SAMPLE INFORMATION MEMORANDUM SPREAD – 111 CANNING STREET, NORTH MELBOURNE

PRESS ADVERTISING
Press advertising is intended to reach the broadest audience
and is designed to bring enquiries from the market in general.
We recommend advertising in the Australian Financial Review,
The Age and the Chinese Age.

Our design partners Nose to Tail will prepare a comprehensive
and high quality Information Memorandum which summarises
all of the key sales messages. High quality professional
photography will be used throughout and the document will be
printed professionally, but economically.
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KEY PERSONNEL AND
TEAM STRUCTURE

CORE TEAM
VICTORIAN DEVELOPMENT SITES

MARK WIZEL
VICTORIAN
DEVELOPMENT SITES

THE COMPLEXITIES ASSOCIATED
WITH THE SALE OF QUEENSBERRY
STREET REQUIRE A DEPTH OF
RESOURCES AND PROFESSIONAL
DISCIPLINES. CBRE WILL MOBILISE
A PROJECT TEAM WITH A WEALTH
OF EXPERIENCE AND A MARKET
LEADING TRACK RECORD FOR
MAXIMISING PRICE AND MITIGATING
DOWNSIDE RISK.

JULIAN WHITE
VICTORIAN
DEVELOPMENT SITES

LEWIS TONG
ASIAN SERVICES DESK

OFFSHORE/INTERSTATE SUPPORT

LOCAL SUPPORT

ANDREW LEONCELLI
RESIDENTIAL PROJECTS

SIMON FREETH
BUILDING CONSULTANCY

ANTHONY PARK
OFFICE SERVICES

JOSH RUTMAN
MELBOURNE CITY SALES

ZELMAN AINSWORTH
RETAIL SERVICES

TOM TUXWORTH
CBRE STRATA PROJECTS

SANDY HAMILTON
DUE DILIGENCE

SCOTT CALLOW
CBRE HOTELS

RICHARD BUTLER
INTERNATIONAL
INVESTMENTS

MICHAEL ANDREWS
INTERNATIONAL
INVESTMENTS

MICHAEL ROBERTS
CAPITAL MARKETS
SINGAPORE

SHARON YANG
CAPITAL MARKETS
CHINA

STRATEGIC AUXILLARY SUPPORT

ARCHITECTS
TBA
IN CONSULTATION WITH
SEMZ PROPERTY GROUP

TOWN PLANNING
TBA
IN CONSULTATION WITH
SEMZ PROPERTY GROUP

LISA WILLIAMS
SUSTAINABILITY
SERVICES
CBRE OFFSHORE COUNTERPARTS

KIKI LAI
HONG KONG
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KITTY LIU
CHINA

JEREMY LAKE
& WEE BOON LIAU
SINGAPORE

NABEEL HUSSAIN
MALAYSIA

STEVE KIMN
KOREA
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KEY AGENCY
PERSONNEL
Undertaking a project of Queensberry Street’s signiﬁcance will
require the dedication and commitment of active agents that
understand what is required to deliver optimal results.
The core team will be resourced by:
Mark Wizel – Senior Director, Victorian Development Sites
Julian White – Associate Director, Victorian Development Sites

“ALL MEMBERS OF
THE NOMINATED TEAM
WILL BE 100% FOCUSED
ON MAXIMISING THE
OUTCOME FOR SEMZ
PROPERTY GROUP AND
UNITING CHURCH, AND
WILL BE AVAILABLE AND
ACCOUNTABLE AT ALL
TIMES, DAY OR NIGHT”

The team’s combination of experience, knowledge of likely
participants and their drive to exceed client expectations will
ensure an outstanding result. These factors should be seen as
key determinants that support our exclusive appointment. Full
professional proﬁles are provided in Appendix A, however for
the purpose of this request we outline below brieﬂy the team’s
professional backgrounds.

Lewis Tong – Associate Director - Asian Services Desk – Melbourne

MARK WIZEL

JULIAN WHITE

LEWIS TONG

In his seven years at CBRE, Mark has received numerous
accolades, including the highest honour for a Commercial Real
Estate Agent in Victoria, the Real Estate Institute of Victoria’s
Best Commercial Sales Person for 2010. Most recently in
May 2015, Mark was awarded the prestigious Young Achiever
of the Year award from RICS. RICS is the world’s leading
professional body for qualiﬁcations and standards in land,
property and construction.

Julian joined CBRE as a development site specialist,
following 10 years industry experience and a highly
successful appointed at KordaMentha Real Estate. Whilst at
KordaMentha, Julian was responsible for the disposal of in
excess of $500 million worth of real estate assets, in addition
to a number of development management roles. This provides
Julian with in-depth knowledge of the development process
and how to best prepare a property for sale to engage a wide
range of investors and developers.

Lewis has been working with CBRE for over six (6) years. His
prime responsibility is to manage relationships with oﬀshore
Asian buyers and to educate them so that they understand
the speciﬁcs of each property, the process involved and any
potential upside opportunity. With the ability to speak both
Mandarin and Cantonese, he has been a critical member of
the team due to his ability to uncover new buyers and actively
communicate and manage them during transactions.

SENIOR DIRECTOR,
VICTORIAN DEVELOPMENT
SITES

ASSOCIATE DIRECTOR,
VICTORIAN DEVELOPMENT
SITES

Having transacted in excess of $5,000,000,000 since
2009, he has unparalleled access to capital, both domestic
and abroad, that will be utilised to Semz Property Group’s
advantage, allowing CBRE to maximise the achievable price
for Queensberry Street. Mark has transacted more than $3.1
billion to oﬀshore developers.

In 2015, Julian was responsible for the sale of in excess of 30
development sites totalling more than $400 million.

ASSOCIATE DIRECTOR,
ASIAN SERVICES DESK

Campaign role: Oﬀshore buyers and Chinese marketing
preparation.

Campaign role: Marketing preparation, campaign
management, Vendor reporting and local buyers.

Campaign role: Campaign lead, local and oﬀshore buyers.
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TIMING
EASTER
27 MARCH

CHINESE
NEW YEAR

February
1

WE BELIEVE THE PROPOSED
TIMING BEST PLACES
QUEENSBERRY STREET FOR
PRICE MAXIMISATION.

8

15

22

march
29

7

14

21

April
28

4

11

18

May
25

2

9

16

23

30

MARKETING PREPARATION
Appointment conﬁrmation - 8th February
Project Team - tour of site
Photography (building, lifestyle and view shots, aerials)
Collation of property information
Agent due diligence
Preparation of brieﬁng pack
Preparation of contract of sale and due diligence material
Marketing documents: approval and printing

SOFT MARKETING
E-ﬂyer sent to onshore/oﬀshore database

MARKETING
Personal presentations with prospective buyers
Advertising, inspections, discussions and preliminary DD investigations - 9th March
EOI closes – Wednesday 7th April

9
7

Review of all oﬀers and selection of shortlisted parties
Final bids submitted with shortlisted parties - 14th April

14

Review of ﬁnal bids and buyer selection
Contracts exchanged
Settlement
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CBRE VICTORIAN
DEVELOPMENT SITES

THE UNITING CHURCH IS NOT ALONE. CBRE VICTORIAN
DEVELOPMENT SITES HAVE PRESENTED A SIGNIFICANT
NUMBER OF NOT-FOR-PROFIT CHARITIES AND RELIGIOUS
ORGANISATIONS IN THE PAST 24 MONTHS. WE ARE
EXPERTS AT MANAGING RISK, WHILE MAXIMISING PRICE.

TRACK RECORD DOMINANCE
OUR TRACK RECORD OF COMPARABLE SALES ACROSS
THE MELBOURNE CBD AND CITY FRINGE MARKETS
IS WITHOUT EQUAL. OUR VICTORIAN DEVELOPMENT
SITES DIVISION HAS BEEN THE MARKET LEADER IN THE
SALE OF HIGH PROFILE DEVELOPMENT SITES FOR THE
PAST FOUR YEARS AND HAS TRANSACTED OVER $3
BILLION WORTH OF TRANSACTIONS IN THIS TIME.
MELBOURNE CBD & IMMEDIATE FRINGE
DEVELOPMENT SITE SALES
(PAST 12 MONTHS)
CBRE
$1.13 BILLION
65%
COLLIERS,
12%

UNITING CHURCH IS NOT ALONE
CBRE VICTORIAN DEVELOPMENT SITES HAVE PROUDLY REPRESENTED
VICTORIA’S MOST IMPORTANT CHARITIES AND INSTITUTIONS BY
UNDERSTANDING THEIR BUSINESS OBJECTIVES AND HELPING
THEM TO UNLOCK THEIR PROPERTIES’ TRUE POTENTIAL
CLIENT

CLIENT

CLIENT

CLIENT

NICHOLSON AND MCKEAN STREETS, FITZROY

35–41 & 43–47 CITY ROAD, SOUTHBANK

8 CLAREMONT STREET, SOUTH YARRA

488 ALBERT STREET, EAST MELBOURNE

$7,500,000 | DEC 2015

$22,800,000 | OCT 2015

$14,600,000 | AUG 2015

$36,000,000 | DEC 2014

PURCHASER

PURCHASER

PURCHASER

PURCHASER

LOCAL INVESTOR
AND DEVELOPER

LOCAL
DEVELOPER

OFFSHORE
DEVELOPER

CATHOLIC
ARCHDIOCESE

CLIENT

CLIENT

CLIENT

CLIENT

15-27 WRECKYN STREET, NORTH MELBOURNE

73-77 WELLINGTON STREET, COLLINGWOOD

303-305 ROYAL PARADE, PARKVILLE

181 FITZROY STREET, ST KILDA

$12,300,000 | AUG 2014

$8,800,000 | JULY 2014

$26,000,000 | MAR 2014

$17,150,000 | SEP 2013

PURCHASER

PURCHASER

PURCHASER

PURCHASER

OFFSHORE
DEVELOPER

LOCAL RESIDENTIAL
DEVELOPER

MELBOURNE
UNIVERSITY

LOCAL
DEVELOPER

JLL,
3%

KNIGHT FRANK,
5%

SAVILLS,
15%

ENGAGING MORE BUYERS • DRIVING COMPETITION
ACHIEVING PREMIUM PRICES

PROFESSIONAL FEE
AND BASIS OF
APPOINTMENT
Controlling the message to the market and the way
Queensberry Street is presented to potential investors
is absolutely key to a successful transaction and the
achievement of the highest price possible. This is best
achieved through a sole agency arrangement, which also
provides the advantage of being more cost eﬀective for Semz
Property Group and Uniting Church.

A sole agency appointment will provide you with:
• One source of research, reducing contradicting and
conﬂicting information.
• One consistent message to the market, encouraging
buyers with a clear approach to the oﬀering. It is critical in
this market environment that buyers receive the message
you want.
• Control of the bid process, including feedback on groups
during the process, buyers’ oﬀers, changes to the process
and preferred transaction structures.
• One advisor to Semz Property Group and the Uniting
Church, working solely in your interest at all times with no
conﬂicts.
• Access to CBRE’s expertise and market reach of our senior
team members and buyer relationships. The combined
resources of our Development Sites specialists and
International Investments teams oﬀer more expertise and
market knowledge than any other agency.
• A proven track record. No other agency can claim a track
record such as the combined track record of CBRE’s
Victorian Development Sites team.
• Complete conﬁdentiality.
• Clear and quick decision making, with total accountability.
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PROPOSED FEE STRUCTURE
We are eager to partner with Semz Property Group to prepare
the site for sale and achieve a premium outcome. To this end,
we propose a fee structure as follows:
• Base Fee: 1.5% (plus GST) of the sale price up to
$13,000,000.
• Incentive Fee: 5% (plus GST) of all amounts above
$13,000,000.
Our fee proposal takes into account the calibre of personnel
involved, the depth of knowledge oﬀered by the team and
the signiﬁcant resources that we will commit to the overall
campaign to ensure its successful completion.
We note our fee is fully inclusive of any third party introductory
fees (a fact often overlooked by our competitors)

CONFLICTS OF INTEREST
CBRE is committed to ensuring that any dealings with clients
and employees observe the highest standards of business
ethics. All employees within the Company, within Australia and
New Zealand are subject to the provisions of the Company’s
conﬂict of interest processes and policy.
The purpose of the Company’s Conﬂict of Interest Policy is to
provide a framework for resolving situations where conﬂicts
of interests exist, or might be perceived to exist. CBRE is not
aware of any conﬂict of interest in us acting for Semz Property
Group in relation to the sale of Queensberry Street.

REPORTING AND PROBITY
During the campaign we will provide weekly written updates
on progress as well as speciﬁc comments on strategies for
individual buyers. Beyond the regular feedback throughout the
week, every member of the sales team is available at all times
to answer any questions or concerns Semz Property Group
or Uniting Church may have. Local team members will also be
available to meet upon request.
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CONCLUSION
We would like to take this opportunity to thank Semz Property
Group and Uniting Church for allowing us to present our
thoughts and recommendations in relation to the sale of
Queensberry Street. To represent Semz Property Group
and the Uniting Church on this exciting oﬀering would be a
fantastic outcome for CBRE, and we would like to reiterate
our desire to successfully partner with you to deliver an
outstanding result.
The combined sales team will bring to this assignment the
highest eﬀort and commitment commensurate with an
appointment of this stature. To summarise, the key beneﬁts in
appointing CBRE include:

• A market-leading sales team with an unmatched track
record in the disposal of similar assets.
• A positioning strategy that will successfully distinguish
Queensberry Street from other development sites in the
market.
• Enduring relationships with the most qualiﬁed buyers that
we will connect our vendor with.
• The services of CBRE’s ancillary internal support network
as required throughout the sales process.

“WE WOULD LIKE TO TAKE THIS OPPORTUNITY TO
THANK SEMZ PROPERTY GROUP AND THE UNITING
CHURCH FOR ALLOWING US TO PRESENT OUR
THOUGHTS AND RECOMMENDATIONS IN RELATION
TO THE SALE OF QUEENSBERRY STREET.”

• The undisputed ability to maximise competitive tension,
ultimately driving end realisation.
We look forward to hearing from you at your earliest
convenience.
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APPENDIX A:

PROFESSIONAL PROFILE – CBRE VICTORIAN DEVELOPMENT SITES

PROFESSIONAL PROFILE
$10M+

JULIAN WHITE

MARK WIZEL

Julian White has over ten (10) years’ experience in the real estate industry, and has quickly
established himself has one of Melbourne’s premier suburban commercial real estate agents,
transacting in excess of $450 million in real estate to date in 2015. Julian joined CBRE,
following a highly successful appointment with KordaMentha Real Estate, where he managed
a number of significant transaction, asset and development management appointments.

OVERVIEW
Mark has been with CBRE for over seven (7) years and is currently Senior Director of
Melbourne City Sales & Victorian Retail Investments. Since 2007, Mark has created a
team of 34, who together are the market leaders in the sale of sub $100m assets within
the retail, Melbourne CBD and Victorian Development Site sectors. Particularly prominent
operating within the Asian space to buyers from mainland China, Malaysia and
Singapore, Mark’ passion for commercial property has seen him and his team transact in
excess of $7.5 billion in sales since 2009. (Properties highlighted with a * denote
properties sold to Asian buyers).

SENIOR DIRECTOR
VICTORIAN
DEVELOPMENT SITES
T. +61 3 8621 3315
F. +61 3 8621 3330
M. +61 411 694 756
mark.wizel@cbre.com.au

Client

AUD $

8 Claremont Street, South Yarra*

Urbis

$14,600,000

682-686 Doncaster Road, Doncaster*

Abacus

$21,580,000

280 Normanby Road, Sth Melbourne*

Syndicate

$14,000,000

37-41 Claremont Street, South Yarra

Michael Hibbs

$14,055,000

164-172 Roden Street, West
Melbourne

Frank Hutchinson

$18,000,000

72-76 Serrell Street, Malvern East*

Buxton

$20,000,000

CLIENTS REPRESENTED

53-56 Burnley Street, Richmond

Rob Finklestein

$22,000,000

-

247-259 Johnston Street, Fitzroy

Private

$13,001,000

1 Ascot Vale Road, Flemington

Raghav Goal

$16,500,000

40 Hall Street, Moonee Ponds

Qualitas

$45,000,000

555 Collins Street, Melbourne*

Stamoulis

$78,000,000

AXF Group
Central Equity
Charter Hall
Crown Limited Melbourne
Deague Family
De Group
EBG Australia
Fridcorp
Far East Consortium
Ferrier Hodgson
Hudson Conway
International Equities
Julliard Group of Companies
Korda Mentha
LaTrobe University
Lustig & Moar
MAB Corporation
Michael Yates & Company
National Australia Bank
Pacific Shopping Centers
Probuild
PKF Receivers & Managers
R Corporation
Roger David Family
Rothschild Family
State Trustees
Qualitas
Victorian State Government
Vision Institute For The Blind
- Welsh Church
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2015 notable transactions

9-23 Mackenzie Street, Melbourne &
250La Trobe Street, Melbourne*

Jimmy Goh

Former CUB Site*

Grocon

$58,300,000

383 King Street, Melbourne*

Koh Wee Seng

$52,500,000

58-66 Dorcas Street, South
Melbourne*

Max Beck

$33,380,000

685 Latrobe Street Melbourne*

Charter Hall

$31,500,000

51-65 Clarke Street, Southbank*

Michael Buxton

$30,400,000

6-22 Pearl River Road, Docklands*

MAB

$28,800,000

70-88 Greville St & 42 Charles St
Prahran*

Private Family

$20,000,000

127-141 A’Beckett Street, Melbourne*

Welsh Church

$19,000,000

$65,650,000

3-5 & 7 Claremont Street, South
Yarra*

Justin Mastores

$18,000,000

81-83 & 85-87 City Road Southbank

Private Family

$18,000,000

OVERVIEW

This experience allows Julian to bring an in-depth knowledge of the development process and
how to best prepare a property for sale to engage a wide range of investors and developers.
Strong financial analytical and feasibility skills complement this hand’s on expertise.
Julian is responsible for the sales and marketing of sub $100 million development sites in the
city fringe and suburban markets in Melbourne, Victoria.

ASSOCIATE DIRECTOR
VICTORIAN
DEVELOPMENT SITES

Recent Notable Transactions
The Spencer Portfolio

T: 3 8621 3342
F: 3 8621 3330
M: 61 422 764 137
julian.white@cbre.com.au
CLIENTS REPRESENTED


















ANZ Banking Group
Allens
Arnold Block Leibler
Ashurst
Balmain
Clayton Utz
Commonwealth Bank of
Australia
Fitness First
Fusion Retail Brands
KordaMentha
Llyods
MAB Corp
National Australia Bank
Pacific Shopping Centres
Salvation Army
The Koorie Aboriginal
Heritage Trust
Westpac Banking
Corporation

PROFESSIONAL ACCREDITATIONS & AFFILIATIONS


2015 RICS Young Achiever of the Year



2016 & 2013 REIV C & I Gold Marketing Award for best marketing campaign



2010 Agent of the Year



Member of the Australian Property Institute (API) & Real Estate Institute of Victoria (REIV)



Regular Speaker on Asian Investment for Property Council of Australia



Regular contributor to major domestic & international publications on the topic of Asian
investment into Melbourne and Australia
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AUD $
$72,300,000

40 Hall Street, Moonee Ponds

$45,000,000

111 Canning Street, North Melbourne

$31,000,000

699 Park Street, Brunswick

$30,080,000

53-65 Burnley Street, Richmond

$22,000,000

88 Queensbridge Street, Southbank

$22,000,000

682-686 Doncaster Road, Doncaster

$21,580,000

72-76 Serrell Street, Malvern East

$20,000,000

160 Whitehorse Road, Blackburn

$18,000,000

41-49 Bank Street, South Melbourne

$15,070,000

8 Claremont Street, South Yarra

$14,600,000

37-41 Claremont Street, South Yarra

$14,055,000

280 Normanby Road, South Melbourne

$14,000,000

247-259 Johnston Street, Abbotsford

$13,001,000

405-409 Spencer Street, West Melbourne

$12,750,000

33-43 Dudley Street, West Melbourne

$12,110,000

585-589 Burke Road, Camberwell

$10,000,000

2-6 Williams Road, South Yarra

$9,330,000

360 New Street, Brighton

$9,300,000

2 Wests Road, Maribrynong

$9,250,000

8 Hall Street, Hawthorn

$9,000,000

2 Park Street, Mordialloc

$8,775,000

112 High Street, Kew

$8,500,000

1455 High Street & 2a Scott Grove, Glen Iris

$6,637,100

486-488 Elgar Road, Box Hill

$5,410,000

PROFESSIONAL AFFILIATIONS & EDUCATION


Member of the Real Estate Institute of Victoria – Licensed Agent’s Representative



Associate of the Australian Property Institute – Certified Practicing Valuer



Bachelor of Business (Property) with Distinction at RMIT University



Master of Applied Finance (major in Investment Management)at Kaplan Professional
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LEWIS TONG 汤冲云
OVERVIEW
Lewis has been working with CBRE for over eight (8) years and is now the Head of Asian
Services Team which has transacted over three (3) billion dollars’ worth of asset to offshore
buyers. Lewis’ prime responsibility is to manage relationships with offshore Asian buyers and
to educate them so that they understand the specifics of each property, the process involved
and any potential upside opportunities. Lewis has a very strong education behind him having
recently completed a MBA Degree and he is also a certified property valuer.

THE ASIAN CONNECTION

ASSOCIATE DIRECTOR
ASIAN MARKET SPECIALIST
T. +61 3 8621 3388
F. +61 3 8621 3330
M. +61 422 848 838
lewis.tong@cbre.com.au
LINKS TO ASIA
SAMPLE OF GROUPS WHICH
LEWIS HAS PREVIOUSLY HAD
DEALINGS WITH:
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AFX Group
Aspial
Bank of China
Country Garden
EBG Australia
Far East Organisation
Fuwah International
Fragrance Group
GIC
Golden Age
Greenland
Guangzhou R&F Properties
ICBC Bank
ICD Property
Mammoth Group
SP Setia
Starryland International
Sunshine Insurance
UEM

Lewis continues to develop a strong reputation for being a lead facilitator in marketing and
transacting investment commercial properties to buyers predominantly from mainland China,
Malaysia and Singapore. Lewis can speak fluent Mandarin and Cantonese which given his
valuation expertise allows him to give a lot of confidence to these purchasers.
Properties highlighted with a * below, denotes sites sold to Asian Investors.

SIGNIFICANT ASSIGNMENTS
Recent Notable Retail Transactions

AUD $

Sold

Masters, Williams Landing

$36,000,000

2015

Foodworks, Gisborne*

$7,000,000

2015

IGA, Oakleigh*

$3,000,000

2015

415-417 Collins Street, Melbourne*

$8,888,888

2015

Maroondah Village Shopping Centre, Croydon

$13,300,000

2015

Spencer Portfolio*

$73,900,000

2015

35-41 & 43-47 City Road, Southbank

$22,800,000

2015

206 Bourke Street, Melbourne

$116,280,000

2015

54-60 St Kilda Road, St Kilda

$13,700,000

2015

425 Collins Street, Melbourne

$39,000,000

2015

111 Canning Street, North Melbourne*

$31,000,000

2015

PROFESSIONAL AFFILIATIONS & EDUCATION


Member of the Real Estate Institute of Victoria



Certified Valuer and Associate of the Australian Property Institute

PROFESSIONAL SALES AND MARKETING RECOMMENDATIONS - FEBRUARY 2016

61

APPENDIX B:

Marketing Campaign

09-Mar-2016

The Age - Wednesday Business
Special Rate

T24 (9.2cmx26cm)

11-Mar-2016

Australian Chinese Age Property Weekly

Half Page

Quotation / Tax Invoice (CBR-CA2786-QU01-5 - 583-599 Queensberry Street)

DATE CREATED

29/01/2016

VENDOR NAME

The Uniting Church

CAMPAIGN

583-599 Queensberry Street

VENDOR ADDRESS

130 Little Collins Street, Melbourne, 3000

CONTACT

Julian White

VENDOR CONTACT

C/- Sams Property Group

OFFICE

Victorian Development Sites

PROJECT CODE

N/A

Detailed Schedule

Quotation / Tax Invoice (CBR-CA2786-QU01-5 - 583-599 Queensberry Street)

24-Feb-2016

$299.84
SUB-TOTAL (EXC GST)

$11,648.67

TOTAL (EXC GST)

$41,369.58

GST
CAMPAIGN TOTAL

ONLINE
22-Feb-2016

$3,583.05

commercialrealestate.com.au - Elite Listing (NSW, VIC, QLD) - Richmon

Elite Listing - Zone 1 (NSW/VIC) - 6 weeks

Realcommercial.com.au - Elite PLUS Listing (NSW, VIC, QLD)

Elite PLUS - Tier 1 (90 Days)

AVAILABLE CREDIT

$770.35

AMOUNT TO PAY

$4,716.48

$4,136.96
$45,506.53
$0.00
$45,506.53

iCommercial App Listing Fee
SUB-TOTAL (EXC GST)

$5,486.83

IMPORTANT: The items listed in this quote will be charged to the entity listed below (“Client”) by Metropolis Agency Pty Ltd ACN 103 294 417 (“Metropolis”). By signing this form you represent and warrant that you are an authorised
representative of the Client and are accepting the charges indicated above for the Client on the terms set out herein. Please send completed form along with full campaign quote details to CBRE or direct to Metropolis via email
metfin@metropolisinc.com.au. For all account queries, please call + 61 2 8277 5888 - RECEIPTS WILL BE EMAILED TO THE EMAIL ADDRESS INDICATED BELOW.

OTHER
22-Feb-2016

Mailworks Mailout
A4 Plastic Wrapped x 4500

Mailworks Mailout

24-Feb-2016

APM Chinese Marketing

APM Chinese Marketing

$6,591.37

$607.60
SUB-TOTAL (EXC GST)

For services of Metropolis Agency Pty Ltd
Level 9, 17-19 Bridge Street, SYDNEY, NSW 2000
Phone: 02 82775888 ABN: 52 103 294 417

$7,198.97

The quoted price is valid for 30 days from the date shown above, on the assumption that the marketing campaign commences within that period.
After 30 days, quoted prices are not guaranteed. The Agent is one of several agencies holding a minor shareholding in CRE Co. This entitles the
Agent to certain financial benefits.

CBRE MANAGED
22-Feb-2016

Nose To Tail

Chinese Brochure 2PP x 1500 Including Photography

$1,986.98

22-Feb-2016

Nose To Tail

English Brochure 4PP x 3500 Including Photography

$4,808.72

22-Feb-2016

Nose To Tail

Professional IM Design

$5,409.81

24-Feb-2016

Custom Quote (CBRE)

Contingency

24-Feb-2016

Custom Quote (Printco)

Signage

24-Feb-2016

Impact Digital Binding

Binding of IM - English

For services of Metropolis Agency Pty Ltd
Level 9, 17-19 Bridge Street, SYDNEY, NSW 2000
Phone: 02 82775888 ABN: 52 103 294 417

The quoted price is valid for 30 days from the date shown above, on the assumption that the marketing campaign commences within that period.
After 30 days, quoted prices are not guaranteed. The Agent is one of several agencies holding a minor shareholding in CRE Co. This entitles the
Agent to certain financial benefits.

MARKETING APPROVAL
IMPORTANT: The items listed in this quote will be charged to the entity listed below (“Client”) by Metropolis Agency Pty Ltd (ACN 103 294 417) (“Metropolis”). By signing this form, you
represent and warrant that you are an authorised representative of the Client and are accepting the charges indicated above for the Client on the terms set out herein.
PRE-PAID ACCOUNTS
Please note, payment will be required up front prior to any work commencing on your marketing campaign.

$489.60
Company Name:
$3,797.50
$542.50
SUB-TOTAL (EXC GST)

$17,035.11

PRINT MEDIA

ABN:

Mailing Address:
Attention To:

Department / Position:

Client e-mail address:

Phone:

Signature:

Date:

Client billing details must be filled out in full. Failure to do so will result in campaign delays. (Please print clearly.)

WEEK 1
24-Feb-2016

The Age - Wednesday Business
Special Rate

T24 (9.2cmx26cm)

26-Feb-2016

Australian Chinese Age Property Weekly

Half Page

02-Mar-2016

The Age - Wednesday Business
Special Rate

T24 (9.2cmx26cm)

04-Mar-2016

Australian Chinese Age Property Weekly

Half Page

$3,583.05

$299.84

EFT
Bank: ANZ
Account Name: Metropolis Agency Pty Ltd
BSB #: 012-003 Account #: 836409762
Reference: Use Marketing Quote Number when transferring.
Fax remittance to +61 2 8277 5800 or email metfin@metropolisinc.com.au

WEEK 2

CREDIT CARD
We accept Visa and Mastercard. Please be aware that credit card transactions attract a
Card Surcharge of 2% or for this transaction. Please call +61 2 8277 5888 to make a
payment.
CHEQUE
Post to Metropolis Agency Pty Ltd.
Level 9, 17 Bridge Street, Sydney NSW 2000

$3,583.05
APPROVED CREDIT ACCOUNTS OR RECEIVERSHIP CAMPAIGNS

$299.84

The Client confirms its agreement to make full and unconditional payment to Metropolis, within 30 days of invoice, of the amount detailed in the attached quote plus any additional amounts added to this quote by CBRE (RP) Pty Ltd
ACN 127 174 207 ("CBRE"), in accordance with the Client's agreement with CBRE and subject to the terms below, up to a maximum of the Credit Limit detailed above.

WEEK 3

For services of Metropolis Agency Pty Ltd
Level 9, 17-19 Bridge Street, SYDNEY, NSW 2000
Phone: 02 82775888 ABN: 52 103 294 417
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The quoted price is valid for 30 days from the date shown above, on the assumption that the marketing campaign commences within that period.
After 30 days, quoted prices are not guaranteed. The Agent is one of several agencies holding a minor shareholding in CRE Co. This entitles the
Agent to certain financial benefits.
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For services of Metropolis Agency Pty Ltd
Level 9, 17-19 Bridge Street, SYDNEY, NSW 2000
Phone: 02 82775888 ABN: 52 103 294 417

The quoted price is valid for 30 days from the date shown above, on the assumption that the marketing campaign commences within that period.
After 30 days, quoted prices are not guaranteed. The Agent is one of several agencies holding a minor shareholding in CRE Co. This entitles the
Agent to certain financial benefits.
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p 03 9038 8686 f 03 9888 1118
e cbuxton@cadenceproperty.com.au
w cadenceproperty.com.au
Suite G.01, Tooronga Village
774 Toorak Road, Glen Iris VIC 3146

Saturday, 16 May 2015
Mark Coster
Managing Director - CBRE
Level 34, 8 Exhibition Street
Melbourne VIC 3000
Dear Mark,
Re: 33-43 Dudley Street, West Melbourne – Agency Testimonial
I am writing to acknowledge the recent efforts of Josh Rutman and the team at CBRE City Sales including Mark Wizel,
Ed Wright, Julian White and Lewis Tong for the successful sale of the abovementioned property on behalf of myself
and my partners.
The team provided a clear strategy for the most effective positioning and marketing of the property with
consideration to both its strengths and weaknesses, comparison to competing opportunities within the area, current
perception of the local market by local and offshore developers and with reference to specific parties that were being
actively targeted.
Of note due to the fact that our site did not have a planning permit it was very important to us to engage a team that
would not only generate a high degree of enquiry and engagement but who had the experience and expertise to
ensure that the value associated with the development upside was communicated and recognised up front.
Josh and the team ran a successful on market campaign that culminated in us receiving a number of offers from
both local and offshore groups and ensured that the final negotiations were well contested.
The team worked extremely hard to ensure that the momentum and competition generated from the campaign was
leveraged off to maximise our price and ultimately closed the deal with an offshore group at 10.00pm on a Friday
night.
My partners and I were very happy with the outcome and service throughout the process.
I would definitely recommending CBRE City Sales for similar city/city fringe development site appointments of this
nature.
Regards,

CHARLIE BUXTON

Director
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Grocon Developments Group Pty Ltd (ACN 148 964 907)
3 Albert Coates Lane, Melbourne, VIC 3000 Australia
PO Box 338 Flinders Lane, Melbourne, VIC 8009 Australia
Telephone +613 9631 8833 Facsimile +613 9639 9556

26 September 2014

Mr Cameron Grier
State Managing Director
CBRE Melbourne
Level 34, 8 Exhibition Street
MELBOURNE, 3000

Dear Cameron
CBRE Melbourne City Sales Team
I write with great appreciation for the recent experience that our company had with Mark Wizel, Josh Rutman and
Tom Tuxworth of your Melbourne office.
We engaged this team to act on our behalf in the sale of parcels of development land that made up part of our
holdings within the former "CUB" site on the corner of Victoria, Swanston, Bouverie and Queensberry Streets.
After recommending an International Expressions of Interest Campaign, we were presented with multiple bidders for
the sites and were impressed with the range of offers that came from different parts of Asia. We often here about
agents 'reach' into Asia but CBRE clearly demonstrated in their actions that their systems and processes were a lot
more than just words.
The ability for the team to communicate with us on a regular basis and to also pre-empt what was going to occur
during the negotiations with various parties was second to none. We are confident that through their experience in
handing a number of large development site sales over the past few years, that as a group they were not
experimenting at our expense but more so adding value to what we needed to achieve in the process.
Upon completion of the transaction a very strong price of $58,300,000 was achieved on a settlement considered to
be in line with where comparable transactions had been agreed. Grocon would have no hesitation in recommending
the professional services of the CBRE Melbourne City Sales Team and we look forward to future dealings.
Yours sincerely

Dan McLennan
General Manager Business Development
Copy:
Carolyn Viney, Chief Executive Officer, Grocon
Mark Wizel, CBRE
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DEVELOPMENT SITE SUBMISSION

Introduction
Colliers International is pleased to be given the opportunity to submit
a sales and marketing proposal to Jon Purcell of SEMZ Property
Group on behalf of the Uniting Church in Australia for the
appointment as t h e Exclusive Agent to sell this strategic North
Melbourne site at the corners of Curzon, Elm and Queensberry Streets.

A successful outcome, however, will depend on appointing the right
agency. Colliers International is the most committed and qualified to
not only secure a premium sale price for the site; but to ensure that it
is sold on the most favourable terms for the UCA. As part of our
value proposition; we offer you the following key differentiations:

Given the outstanding state of the market and quality location of this
asset in an highly desirable suburb, there is no doubting that the
property will be highly sought after by an abundance of local,
national and offshore buyers including developers, owner occupiers,
medical, educational, aged care, childcare groups or a combination
of.

1.

Trusted Relationship with the UCA and SEMZ Property

2.

100% Focus / Residential Site Track Record & Knowledge

3.

100% Service Guarantee

4.

Local Sales Expertise

5.

Accountability – 100% client focused

The sites highly desirable postcode is further enhanced by the prime
position right in the heart of North Melbourne. The three street
frontages and significant street exposure make this a strategic site
that will capture the attention of the market due to its location to
public amenity and Melbourne CBD but also the unique nature of the
improvements and overall offering.
Colliers International has put together a specialised, highly
experienced and enthusiastic team of operators who have
strategised to create a unique sales proposition for this outstanding
development opportunity.

Ultimately, this North Melbourne offering excites us as sales agents
as we believe the site has the potential to set records. Jeremy and Ted
take pride in servicing the UCA and SEMZ Property and will ensure
we leave no stone unturned to give the campaign all the attention it
deserves. As a result, we are confident a record result will be
forthcoming with the appointment of Colliers International.

The main points of contact for this campaign will be Jeremy
Gruzewski and Ted Dwyer who are both extremely experienced in
this asset class and have had success acting for you in the past.
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Executive Summary
OPPORTUNITY

RECOMMENDED METHOD OF SALE

TEAM

The property represents one of Melbourne’s top, residential
development opportunities for 2015. The site itself is impressive
featuring the highly desirable inner city address, access to
mixed use retail amenity and is easily connected to wider Metro
Melbourne. The site possesses brilliant characteristic's including:

On market Expressions of Interest (EOI) campaign

Core Sales Team - Melbourne:

ESTIMATED SALE PRICE

Ted Dwyer - Manager | Investment Sales

•

TARGET MARKET AND BUYERS

Offshore Support Sales Team:

•
•
•
•
•
•
•

Samuel Biggins - Senior Manager | Capital Markets & Investment Services - Singapore
Brendan Fry – Manager | Investment Sales - Shanghai

Current improvements may appeal to an owner
occupier/developer childcare group or aged care groups
Potential for uninterrupted CBD, Southern and Northern
views
Favorable Zoning provides developers with the confidence of
achieving a positive planning outcome
Rare land holding in North Melbourne of 4,875m²
Unique nature of end product and suitability for multiple uses

•
•
•
•

MARKET ENVIRONMENT
We have entered a period of unprecedented demand for prime
residential development sites in major cities around Australia
as a result of the below key factors:
•

Record investment from developers from Mainland China
and a peak of interest from developers in Singapore and
Malaysia resulting in strong competition for prime
development sites changing the metrics that local
development sites trade upon.

•

Interest rates at historically record low levels with a view
by many to regress further, the Australian Dollar is falling
leading to cheaper exchange from offshore markets.

•

The nature of improvements and heritage characteristics
creates an opportunity complete a mixed use development
incorporating a combination of all buyer groups including
residential, childcare, hotel, aged care etc.

•

Alternate groups such as childcare operators are continually
paying more and more for suitable sites. Whilst this would
be a big ticket for a Childcare group, Colliers International
have sold vacant land for close to $6.5 million. There is a
strong chance that given the value of improvements that
premium childcare groups could compete. Additionally,
aged care groups will form part of our target market given
their recent track record of big prices including our sale at
1-11 Quinton Road, Camberwell..
4

$12,000,000 to $14,500,000 (exclusive of GST)

Offshore and Local Asian Origin Developers
Local Developers
Childcare/Aged Care operators
Owner Occupiers
Hotel Operators
Educational and not-for-profit
Asian Developers

MARKETING PROGRAMME
•
•
•

Sale by EOI
Commence campaign Tuesday 8th March 2016
Close EOI Thursday 14 th April 2016

MARKETING BUDGET
$34,409 + GST (approximate). A detailed budget summary is outlined in the
document.

Jeremy Gruzewski– National Director| Investment Sales

Eric Lam – Managing Director | Investment Sales – Guangzhou
PROPOSED SALES FEE STRUCTURE
Our proposed incentive based fee structure is as follows:
•

1% plus GST of the sale price up to $12,500,000 (base fee)

•

5% plus GST of any amount between $12,500,000 and $15,000,000

•

10% plus GST of any amount over $15,000,000

Why Colliers International?
TRUSTED
RELATIONSHIP WITH
THE UCA AND SEMZ
PROPERTY GROUP
Colliers International and more
specifically Jeremy and Ted
pride themselves on creating
strong and trusted relationships
with key industry groups.
Our recent successes and
longstanding relationship with
both the UCA and SEMZ
Property will create an added
level of comfort for entire
project team.
Jeremy and Ted will always go
to the extra effort to provide the
right advice whilst our
knowledge of the vendor will
ensure we can deliver the best
outcome.

100% FOCUSSED
Colliers International possess a
Development Site Sales team
that is the ONLY team in
Australasia who have a singleminded focus on Residential
Development Sites. No other
agency can make this claim.
Other teams are losing focus on
retail, strata, offices and try to
juggle their time on development
sites. We have one focus, to
deliver our vendors premium
prices for their residential
development opportunities.

100% SERVICE
GUARANTEE
The Colliers International
team promises full service at
all times during the
campaign. We guarantee that
we will provide a detailed
weekly sales report for the
duration of the campaign and
will provide a weekly
canvassing log of the
prospective buyers
throughout the campaign.
Should you require a weekly
meeting in person we would
be happy to accommodate
this if preferable. Should we
fail on any part of this
promise we will provide a
discount of 20% on our sales
fee.

LOCAL SALES EXPERTISE
Colliers International prides itself on its
strong track record of marketing and
selling quality properties in the city
fringe of Melbourne. This track record
has enabled us to build a strong database
of qualified buyers and an intimate
knowledge of market conditions.
Importantly, this track record extends to
all residential site buyers including aged
care, childcare, hotel and other.
This provides the UCA and SEMZ with
the ultimate comfort that they are
utilising a safe pair of hands to market
and sell this delicate transaction.

TRACK RECORD OF
HERITAGE AND
COMPLICATED SITE
TRANSACTIONS
Our 100% development site focus
over the years has given us a complete
and thorough understanding of
development intricacies. Our
collaborative approach with town
planners has seen us achieve brilliant
results for vendors that possess
complicated sites with traffic, heritage
and use issues. This track record has
us best positioned to answer any
difficult questions and the ability to
direct them to the right industry
experts if needed. These property
transactions include:
•

64-66 Orrong Road, Elsternwick

•

150 Oxford Street, Collingwood

•

23-31 Lincoln Square, Carlton

•

51 Ormond Esplanade, Elwood

•

237 Smith Street, Fitzroy

•

Richmond Silo’s

•

184-186 Brunswick Street,
Fitzroy

UCA North Melbourne
-

Anticipated Price Realisation

-

Target Market

UCA PROPERTIES

DEVELOPMENT SITE SUBMISSION

Anticipated Price Realisation
ANTICIPATED PRICE REALISATION – WHOLE SITE

ANTICIPATED PRICE REALISATION – TWO PARCELS

Given the nature of the offering and the available information at present it is hard to
complete a detailed value assessment of the property. Rare offerings like this with
unique and multiple development or end use outcomes can have significant
fluctuations in values to each end user. Ultimately we are of the firm belief that this is
a once in a generation opportunity to acquire a super prime parcel of land in such
close proximity to the Melbourne CBD and will attract the full attention of our target
buyers.

At your request we have analysed the site if offered in two parcels as per the below:

We have analysed the most recent sales in North Melbourne with a land area of
2,000m² plus. They are:
15 Wreckyn Street, North Melbourne
Date
Price
Land Area
$/m²

August 2014
$13,900,000
2,258m²*
$6,155/m²*

366 Queensberry Street, North
Melbourne
Date
Price
Land Area
$/m²

September 2014
$16,800,000
3,552m²
$4,729/m²

23 Blackwood Street,
North Melbourne
Date
Price
Land Area
$/m²

November 2013
$22,000,00
4,044m²
$5,440/m²

North (1,400m²): We consider this half the least complicated to apportion value
either as a long term investment or mixed use development. We have not been
provided with full tenancy schedules or yield table so have not undertaken a detailed
investment analysis or feasibility. Having said this, our high level understanding of
this site and the wider market enable us to provide the following pricing estimate:
5 Terraces: $750,000 each
Remainder: $5,000/m2

The above comparables show a land rate of $4,729/m² to $6,155/m². If this was a
cleared site with no heritage constraints the comparable sales could be directly drawn
upon. However, the subject site would appear to have significant development
constraints and therefore we would suggest a range of $2,450 to $2,975/m² or
$12,000,000 to $14,500,000 which we would consider not only attractive but
supportable given the recent sales.

$3,750,000
$2,865,000
$6,615,000

South (3,475m²): As communicated both at our on-site meeting and recent
discussion the southern part of the site is harder to pinpoint price with ‘science’.
This is due to the significant heritage complications and potential use problems
moving forward for the site; having said this we still expect it will be highly sought.
Given these complications along with our high level understanding of the potential
end users we feel the following to be a price range that should be targeted:
3,475m²: $1,550/m² - $2,400/m²
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Target Market
Due to the heritage constraints that effect the property
we feel that many Asian groups will have concerns
about the developability of the site and therefore they
will not be solely relied upon. We are pleased to
provide a list of target buyers who will be actively
approached and made aware of the opportunity.
Importantly, Jeremy and Ted have quality relationships
with key players in each of these buyer groups.
1. LOCAL DEVELOEPRS
Local developers like offshore buyers have become
increasingly aggressive in 2015. Given the Heritage
complication and the knowledge of the market required
to develop this site we feel they will be a major player.
These locals will have a competitive advantage over
typical offshore groups and have the track record and
connections to tackle this site with confidence.
2. ASIANS WITH LOCAL TRACK RCORD
These groups with a track record of developing locally
will have generated key partnerships with consultants
and be able to get their heads around any
complications. Additionally, these buyers will most
likely have the ability to achieve offshore funding at
very low levels.
3. AGED CARE GROUPS
An aging population in Melbourne and lack of quality
Aged Care facilities has seen this group as the biggest
emerger in 2015. High end groups are looking for sites
of quality similarly to our sale at 1-11 Quinton Road,
Camberwell. This North Melbourne site ticks all the
right boxes.

4. CHIILDCARE GROUPS
Childcare groups have been another major player in
2015 and the lack of places and available land to
develop has seen an upward shift in pricing. Whilst this
is a large parcel we feel there are some groups that
would buy the site and utilise the Heritage buildings
for a character filled centre. They will then look to
develop or on sell the northern portion of the site. One
such group is doing this at the King David School in
Armadale.

7. EDUCATION/NON FOR PROFIT
Colliers International sees this group as another that
can utilise and develop the current improvements.

5. HOSPITALITY/HOTEL
The location and improvements will see some interest
from hotel groups. Colliers International have sold a
number of sites to Hotel groups that state there is a
massive supply issue in and around the CBD.

8. ASIANS DEVELOPERS - TYPICAL
As stated throughout this documents we feel the typical
and emerging offshore groups will have major
concerns over the site. Without a local track record and
connections to industry experts we feel they will
struggle to get their heads around the site.

6. MEDICAL
Medical is another group that have struggled to find
suitable sites with exposure in the city fringe.
Established groups such as Medical One would look at
the site in the hope of developing the highly exposed
corner of Curzon and Queensberry Street. They could
then on sell or develop the remaining land.

The unavailability of large land parcels throughout
Metropolitan Melbourne has seen some strong sales to
Government and Private Schools.

Having said this, there is no doubting the aggression of
this group that may also look to this as a landbanking
exercise. We would be sure to reach out to them.

RECENT BUYER ENGAGEMENT
Our recent similar development sites have given us significant face time with a number of groups that will have genuine interest in your site. The more recent dealings worth noting are as follows:
150 OXFORD STREET,
COLLINGWOOD
This development site/office building
received in excess of 200 enquiries and 12
EOI’s. Whilst 10 of the 12 EOI’s were from
developers it sold to an owner occupier due to
heritage and planning risk for developers.
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1-11 QUINTON ROAD,
CAMBERWELL
This property that was recently sold for
close to $200,000 per unit site and blew
the locals out of the water. This sales
represent the strongest sale in the Metro
Market for years. Importantly, of the six
highest bids, five were from offshore
development groups with the sixth being
an alternate user. These groups will have
genuine interest in your property.

RICHMOND SILOS
The Richmond Silo’s campaign
conducted by Colliers International is
the highest profile site to hit the
market in the last 2 years. The
campaign received over 195 enquiries
and over 15 offers. Many of these
buyers will have genuine interest in
this North Melbourne parcel. Colliers
International also received the REIV
Marketing Award for 2015 for best
“Development Site Campaign”.

Sales Process & Strategy
-

Sales and Marketing Strategy

-

Marketing Budget and Schedule

-

Method of Sale and Timing
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Sales and Marketing Strategy
SALE STRATEGY & MARKETING
PROCESS

STRATEGY FOR PRICE MAXIMISATION

The site will represent as a premium development opportunity,
and will be viewed as one of the most high profile
development sites in Melbourne for the last decade.

1. Local Purchaser Strategy: We will leverage our strong
relationships with key buyers who have submitted offers on
contracts for our numerous campaigns with the surrounding
areas. We are confident that these groups will pursue this
opportunity and approach these groups in the period leading
up to the media launch with VIP media presentations.

We believe that a premium opportunity deserves a meticulously
planned campaign combined with premium and collaborative
salesmanship.

2. Asian Purchaser Strategy: Through our colleagues in our
Asian offices, we will directly present this opportunity to
local Asian and offshore groups upon appointment. This will
provide offshore buyers in particular, the additional time they
require to assess the opportunity and ensure they are fully
qualified, engaged and ready to purchase in Australia.
3. Apartment Project Marketing Input: Given the market
leading role that our Project Marketing team holds we will be
able to use our intimate knowledge of pricing for new
residential product to drive the likely gross realisation for a
potential development and maximise the achievable sale price.
4. Additional No Cost Marketing Initiatives: Colliers
understand the cost of newspaper and online marketing, we
also understand that to really reach this new age developer
market, alternative marketing strategies are now essential.
5. Every Target Buyer Covered: The rare nature of the
property and unique characteristics will appeal to a large
group of buyer.s Jeremy Ted with the support of the wider
Colliers International network have the most aggressive
buyers in each target group covered.

PRE MARKETING RECOMMENDATIONS
To ensure the property is viewed in the best possible light by local,
national and offshore buyers we recommend the following items are
addressed before marketing is commenced:
Town Planning Advice
We strongly suggest engaging a well known Town Planning firm to
provide preliminary planning advice to support development
outcome and uses. This initial advice will be need to give prospective
buyers the confidence at a glance that development is possible. This
advice will engage them to undertake further due diligence and
ultimately fall in love with the property.
This independent advice will give buyers confidence in the planning
process and de-risk the project. This has been extremely well
received in recent campaigns including 64-66 Orrong Road,
Elsternwick which is a site that sold for 30% over the reserve.
We strongly suggest using Tract who formed part of the team for the
Elsternwick properties and are also aggressive about planning
outcomes and highly regarded in the market place.
Surveyor
To provide title compilation plan along with land and building
measurements. These plans will assist buyers and developers with
building envelopes that will aid yield analysis on future
redevelopment.

Colliers International firmly believe in the reach of online
publications and free editorials in order to reach a broader
audience at no cost to our clients. This method has been
tested with a number of recent campaigns whereby we have
had a up to 10 no cost carefully planned editorials per
property. This mass exposure technique has not been
replicated by any of our competitors.
We often secure Editorials in publications such as The
Financial Review, The Age, My Property Report, Urban
Melbourne, Urban Developer, Property Review. This is very
powerful, has proven to build interest on a mass scale and has
resulted in offers being submitted in some instances.
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Marketing Budget and Schedule
We recommend a bespoke, cost effective yet all-encompassing
marketing budget o f $34,409 (plus GST) for this campaign that
comprises the marketing elements detailed below.
For a full budget breakdown please refer to the
following table.
ADDITIONAL ITEMS NEEDED TO MARKET
In addition to the proposed marketing budget we recommend organising
the following which will portray the property in the best light:
• Building and Land Surveys
• Town Planning Advice

This marketing campaign is an all-encompassing one and represents the
ideal exposure for this high profile property.
After consultation with the UCA and SEMZ Property this can be
altered to suit any budget.
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Method of Sale and Timing
TIMING
Colliers International understand that you are keen to capitilise on current market conditions. Accordingly, we provide below
a recommended marketing timeframe for an on-market EOI campaign. The suggested timeframe can obviously be moved to
accommodate the UCA’s decision making process but simply provides a typical timetable. We have accommodated the
Labour day and Easter holidays in the below.
Importantly, there will be fewer on-market campaigns of this nature which ensures all buyers will be 100% focused on this
opportunity.

Colliers International has full confidence that an Expressions of Interest (EOI) process is the most
appropriate Method of Sale to extract the highest price. The benefits of an EOI campaign are set out
below:
•

Allows for knockout offers to be submitted whereas a purchaser at an Auction is only required to
pay marginally above the next party. This is extremely beneficial when targeting a variety of
buyer groups and has worked exceptionally well in very recent similar campaigns. Given the
large target buyer pool and the fact each buyer will have vastly differing metrics there is a real
chance a knockout offer will be received;

Month

•
•

EOI can encourage more participants in the proposal as there is less cost to establish their
position with the vendors than in a formal tender campaign;

Defined timetable to ensure consistent reaction from the buying group;

•

All offers are received at the same time, creating competitive bidding;

•

Appoint Colliers International

1st

Prepare marketing collateral and
architectural schemes

1st

Notify buyers of upcoming opportunity

1st

Engage solicitor to prepare contract and section 32

1st

LAUNCH EOI CAMPAIGN

You, as the vendors, can dictate the terms of sale and can stipulate in what form the EOI is to be
submitted (i.e. you maintain control of the sale process).

9th

Signage Installed (early installation)
Colliers.com.au

9th
9th

EDM to database

9th

Below are some examples where we have successfully negotiated strong sales using the EOI

Press Ads

Price

No. of
Enquiries

st

Difference between 1 & 2

nd

1st

The Age – Wednesday Business Section
Australian Chinese Property Weekly

Richmond Silos

$38,250,000

195

$2,250,000

85 Coventry Street, Southbank

$15,200,000

164

$800,000

1457-1459 High Street, Glen Iris

$6,800,000

111

$600,000

6th

1st

Real Commercial

process:

4th
30th

9th

After the completion of the EOI period, selected parties are then shortlisted and invited to compete in
a limited party tender to secure the site. This ensures parties submit a binding final offer for the
consideration and acceptance of the vendor.

Property

Apr-16

Mar-16

Feb-16

EOI CAMPAIGN PREPERATION

When participating in an EOI campaign, prospective purchasers are aware that they are
submitting offers in a competitive environment and accordingly there is a tendency for purchasers
to submit their best proposal as they only have one chance to do so. Often this translates to what
they are prepared to pay, which is commonly more than what they would prefer to pay;

•

Jan-16

CLOSE EOI CAMPAIGN
Close Second Round (If necessary)

11th

9th

16th

23th

11th

18th

25th

5th 12th

17th

5th 12th

Exchange contracts
SETTLEMENT

831-835 High Street, Kew East

$7,020,000

138

$320,000

Suggested Settlement

60-90 days (or as preferred)
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Team and Global Capacity
Being a high profile opportunity in the market, the property requires a team that
has experience and in depth understanding of the development site market,
value drivers, residential site sales track record and access to the most active
buyers looking for Australian opportunities.
The core sales team will include Ted Dwyer and Jeremy Gruzewski. These
two highly experienced agents will be supported by Tim Storey and Brett
Griffith out of Melbourne, who direct the Colliers International Project
Marketing business and our broader development site sales team. We believe
that this is a powerful team when dealing with developers capable of
undertaking a high quality mixed use project project of this scale and in this
location.
The Australian sales team will be supported by our offshore team in China
(Eric Lam & Brendon Frye), Singapore (Terence Tang & Sam Biggins) and
Hong Kong (Antonio Wu) to promote the property to a multitude of offshore
developers. Our offshore team members can access the key decision makers
and help speed- up the level of communication, particularly during the due
diligence process. Our offshore team will qualify and present a short-list of
buyers to the sales team who will then personally evaluate each buyer and
proceed through to the negotiation phase with selected parties.

Our Asian Buyer Strategy has
focused on having a dedicated
offshore team based in Asia
whose role is to work through
their local broker network,
engage with the International
brokers for stock availability
and provide the link and
ongoing support to ensure to
affect a successful transaction.

CORE PROJECT TEAM
Ted Dwyer
Manager | Investment Sales – Metro Development Sites

Jeremy Gruzewski
National Director | Investment Sales

Ted is a Manager of the Victorian office and is
responsible for the co-management of the Metro
Sales team. A persistent and hardworking agent, Ted
has built a strong track record specialising in the sale
of significant development sites in the city fringe and
eastern suburbs. Working on a daily basis with not
only Melbourne’s but Australia’s most prominent
developers Ted has in depth knowledge of the
development site market and key contacts in the
industry will be integral in extracting top dollar for this
property. Ted’s recent site transactions has included sales
to aged care, hotel, educational and all of out target buyer
groups.

Jeremy specialises in selling investment grade assets and
development sites in the Melbourne city fringe and
metropolitan markets between $5 and $30 million. He has
a strong list of private investor and developer clients who
are active in this market and his knowledge of recent sale
activity, current opportunities and active purchasers is
second to none. Jeremy has been with Colliers
International since 2007 and is regarded as one of
Melbourne’s leading commercial agents.

*Importantly, part of the project team were on all campaigns listed under our local expertise and development site sales track record.
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In 2014-15, we sold
$950 million worth of
property to participants
of the Colliers
International Australian
Investment

OUR TE AM AN D EXPERIENCE

DEVELOPMENT SITE SUBMISSION

Asian Engagement Strategy
As previously outlined we will not solely rely on Asian buyers
but their presence can not be denied. As such, we will ensure
this buying groups is informed and made aware of this unique
offering. Our ability to reach this market is second to none and
our interactions are demonstrated as follows:
COLLIERS ASIAN INVESTMENT SHOWCASE
Representatives from our team regularly makes trips to to China,
Hong Kong and Singapore to meet and develop relationships with
some of Asia’s leading developers. This is a quarterly event and
gives our Melbourne operatives direct access to the newest
emerging group from Asia looking to enter the Melbourne
market.
This strategy has worked in closely with the local broker network
that has not only ensured we have been able to be able to deal
with the major developers, such as Greenland, Shimao, Wanda,
China Poly, R&F Guangzhou, Fosun & Country Garden, however
we have been successful in identifying early adopters and
significant new entrants to the market such Aqualand, Shanghai
Li Hua, Beijing Capital, Chiway, Hailiang & Carrington Group.

COLLIERS ASIAN BUYER ENGAGEMENT

Start the Year of the Goat off with success by taking your property to
China. In 2014, we sold $450,000,000 worth of property to participants of
the Colliers International Australian Investment Showcase, with a further
$200,000,000 currently in due dilligence. This Showcase provides a
premier opportunity to our vendors and we have the results to prove it.

>EVENT DATES
> CHINA
PACKAGE
Sunday 22 March to Saturday 28 March

1. Unrivalled access to qualified offshore
buyers from China
2. Australian showcase of properties for sale
3. Each asset presented in one-on-one
meetings with potential investors
4. Offshore email campaign targeting
active buyers in China
5. Information Memorandum translated
into Simplified Chinese
6. Display and project marketing collateral
for your asset across two cities
7. Access to the Colliers International
Asia network of 2,000+employees
8. Travel and accommodation
Included

LOCAL ASIAN DIVISION

$10,000 + GST
> MARKETING OPTIONS

Colliers has committed time and effort into building our local
Asian division to ensure that we work through the appropriate
networks to capture this major and significant sector of the
market. In Melbourne this is conducted by David Sia who is
supported in by our Asian division in Sydney which is led by
Steam Leung. Working collaboratively together they cover off
on key networks ensuring our engagement with the local Asian
community.

Creative 60 second video of your
asset, translated into Chinese.

$1,800 + GST

Colliers has a China Outbound Investment Group, a team based
in China that coordinates outbound investment activity from
China. The team works closely with Eric Lam – Managing
Director in South China, who is an integral part of the
connection and introduction between Chinese buyers and the
Melbourne development market. This relationship between our
local and offshore offices can provide the owners with absolute
confidence that their property will be strategically and correctly
be marketed throughout China.
RECENT SALES PROVIDED VIA
ASIAN ENGAGEMENT STRATEGY
Many agents talk about their action capabilities but we truly believe our
investment showcase and internal processes are second to none. This
initiative has achieved us great success, including the following as a
sample:
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

29-33 High Street, Glen Iris
1457-1459 High Street, Glen Iris
1520 High Street & 65 Erica Avenue, Glen Iris
170 Victoria Street, Carlton
54-56 Bridge Road, Richmond
91-95 Montague Street, South Melbourne
2a & 4 McClares Road, Vermont
154-156 Williamsons Road, Doncaster
322-324 High Street, Ashburton
8 Bouverie Street, Carlton
53 Earl Street, Kew
831-835 High Street, Kew East
241-245 Bay Road, Highett
1-3 Coleman Parade, Glen Waverley
24 Hopkins Street, Footscray
642-654 Doncaster Road, Doncaster
85 Coventry Street, South Melbourne
23 Mackenzie Street, Melbourne
170 Victoria Street, Carlton

Chinese Buyer
Chinese Buyer
Iranian Buyer
Chinese Buyer
Malaysian Buyer
Chinese Buyer
Chinese Buyer
Singaporean Buyer
Chinese Buyer
Malaysian Buyer
Chinese Buyer
Chinese Buyer
Chinese Buyer
Chinese Buyer
Chinese Buyer
Singaporean Buyer
Chinese Buyer
Chinese Buyer
Chinese Buyer
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Agency, Conclusion, References &
Testimonials

AGENCY & CONCLUSION

DEVELOPMENT SITE SUBMISSION

Agency Fees
EXCLUSIVE AGENCY – UNCOMPLICATED, EFFECTIVE &
RESPONSIBLE
Colliers International would like to act on your behalf as sole exclusive
agents. The benefits of having an exclusive selling agency are as follows:

INCENTIVISED SALE FEE
Our proposed incentive based fee structure is as follows:
•

1.00% plus GST of the sale price up to $12,500,000 (base fee)

•

5% plus GST of any amount between $12,500,000 and $15,000,000

•

10% plus GST of any amount over $15,000,000

- One point of accountability and responsibility
- The integrity of the property and vendor is maintained
- Professionalism in all facets
- International brand recognition
- Point of control: consistent message to the market ensuring value
protection and enhancement
- Provides accurate and unbiased reporting on market feedback
To undertake the work required to successfully market the property, we
propose an exclusive agency appointment for a period of 120 days.
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Note – all fees are GST exclusive and payable on upon the earlier of deposit
release to the vendor or at settlement.

AGENCY & CONCLUSION

DEVELOPMENT SITE SUBMISSION

Conclusion and References
Colliers International is delighted to provide our recommendations to the Uniting Church in
Australia and SEMZ Property.
This is an exciting development opportunity in one of the most prestigious suburbs in the
world’s most liveable city. With a “perfect storm” of low interest rates, increasing capital
from offshore developers and strong apartment confidence the site will be extremely well
received by a wide range of local and international buyers incorporating all buyer groups.
The nominated core sales personnel are some of the most experienced and diligent in the
industry while being hungry and eager to deliver successful premium results for you, while
never wavering from our service guarantee. Our specialisations in residential site sales has
armed us with strong relationships with all the qualified active buyers and are confident that
our all-encompassing, collaborated approach will deliver the best possible price.

Referee

Contact Details

Property

Mr Stuart Bonning

0412 944 944
sb@bonningproperty.com.au

The Richmond Malt, 2-8 Gough
Street, Richmond

Mr Adam Wulff

0432 475 042
adam@wulffprojects.com.au

53 Earl Street, Kew

Mr Robin Cooks

03 9690 3122
robin@cookscarmichael.con.au

196-202 Gladstone Street, South
Melbourne

Phillip Caruso

03 9329 5050
pcaruso@jlr.net.au

150 Oxford Street, Collingwood

We look forward to discussing this proposal with you in greater detail and are ready to take
the next step forward with you to achieve your desired outcomes.
Yours faithfully,

Ted Dwyer

Jeremy Gruzewski

Manager
Investment Sales
Metro Development Sites

National Director
Investment Sales
Metro Markets

Disclaimer
The opinions, estimates and information given herein or otherwise in relation hereto are made by Colliers International and affiliated companies in their best judgement, in good faith and as far as possible based on data or sources which are believed to be reliable. The material contained herein is not intended to
substitute for obtaining individual advice from Colliers International or another advisor able to provide the services of a qualified professional person. Colliers International, its officers, employees and agents expressly disclaim any liability and responsibility to any person whether a reader of this publication or
not in
respect of anything and of the consequences of anything done or omitted to be done by any such person in reliance whether wholly or partially upon the whole or any part of the contents of this publication.
COPYRIGHT. Colliers International all rights reserved. No part of this work may be reproduced or copied in any form or by any means (graphic, electronic or mechanical, including photocopying, recording, recording taping, or information retrieval systems) without the written permission of Colliers
International.
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21

Agency
& Conclusion
Track Record
of Metropolitan
Site Sales

22

OUR EXPERIENCE

Track Record
METRO MELBOURNE DEVELOPMENT SITES
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Track Record
METRO MELBOURNE DEVELOPMENT SITES
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DEVELOPMENT SITE SUBMISSION

13. Appendix
Appendix F – Church Restoration Cost Plan (Di Mase)
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APPENDICES
Appendix A: Cost Plan prepared by Geoffrey Moyle May 2012

51-57 CURZON STREET, NORTH MELBOURNE
Rectifications and refurbishments to Union Memorial Church

cost plan - report 1/29 May 2012
feasibility design stage

for
DiMase Architects
and Uniting Church In Australia

prepared by

© CONSTRUCTION PLANNING AND ECONOMICS PTY LTD Quantity Surveying
PO Box 50, Glenrowan Vic 3675 - ph 03 5766 2933, e gmoyle@costplanner.com.au
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Prepared by: Di Mase Architects

COST PLAN - Generally

CONSTRUCTION PLANNING AND ECONOMICS PTY LTD

29 May 2012

Cost Plan - Report 1/Feasibility Design Stage
51-57 CURZON STREET, NORTH MELBOURNE
Rectifications and refurbishments to Union Memorial Church

GENERALLY
This Cost Plan Report
This report has been prepared to help establish, review and manage a realistic project scope, budget and cost. This report should be
reviewed, revised and updated as the project progresses and prior to tendering and construction. Refer to the attached Cost Summary
and Detailed Costs for further information.
This report is NOT a Tender Estimate and should not be used for this purpose.
This is a measured approximate-quantities cost plan based on incomplete information and assumptions have been made - it has not
been prepared on a simple dollars-per-square-metre basis. The content and purpose of this cost plan should be treated accordingly
and reviewed as the documents, program and design progress. Assumptions and recommendations should be carefully checked.
Estimated cost - Critical Works
Based on the information provided, as well as making some assumptions, the cost of the Critical Works for this project (including
contingencies, but excluding Design Fees, other client costs & GST) is estimated to be $2,196,000.
Construction is assumed to commence by November, 2012 and be complete by May, 2013. Delays may lead to increases in cost.
Estimated cost - Accessibility Works
Based on the information provided, as well as making some assumptions, the cost of the Accessibility Works Option 1 for this project
(including contingencies, but excluding Design Fees, other client costs & GST) is estimated to be $409,000.
Based on the information provided, as well as making some assumptions, the cost of the Accessibility Works Option 2 for this project
(including contingencies, but excluding Design Fees, other client costs & GST) is estimated to be $462,000.
Construction is assumed to commence by November, 2012 and be complete by April, 2013. Delays may lead to increases in cost.
Estimated cost - Added Value Works
Based on the information provided, as well as making some assumptions, the cost of the external Added Value Works for this project
(including contingencies, but excluding Design Fees, other client costs & GST) is estimated to be $496,000.
Construction is assumed to commence by November, 2012 and be complete by April, 2013. Delays may lead to increases in cost.

3016 curzon street CP01 ONE 29/05/2012 3:48 PM

Architectural Brief + Advice: Union Memorial Church

page 2 of 40
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COST PLAN - Generally

CONSTRUCTION PLANNING AND ECONOMICS PTY LTD

29 May 2012

Cost Plan - Report 1/Feasibility Design Stage
51-57 CURZON STREET, NORTH MELBOURNE
Rectifications and refurbishments to Union Memorial Church

GENERALLY
Documents
The following documents, received 16.05.12 u.n.o., were used in preparing this report :
Architectural - Prepared by DiMase Architects
Drawings - Floor plans & elevations
TP-202 & 203
PS-201
Project Overview - 10 pages
This Report prepared by…
This report was prepared by Geoffrey Moyle AAIQS (E. gmoyle@costplanner.com.au), its contents are Copyright © and may not be
copied in any form without express permission. It is assumed that correct professional confidentiality will be observed in relation to this
document.

3016 curzon street CP01 ONE 29/05/2012 3:48 PM

page 3 of 40
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COST PLAN - Cost Summary

CONSTRUCTION PLANNING AND ECONOMICS PTY LTD

29 May 2012

Cost Plan - Report 1/Feasibility Design Stage
51-57 CURZON STREET, NORTH MELBOURNE
Rectifications and refurbishments to Union Memorial Church

COST SUMMARY

Critical

Accessibility Accessibility 2 Added-value

Building Works
Critical Repairs To Existing Structure

$1,104,237

Internal Demolition & Preparation And Minor Repairs To Existing Structure

$70,000

$25,566

$25,566

$5,000

$18,004

$26,635

$29,969

$30,572

Roofing - Framing, Linings & Plumbing, Rooflights

$6,921

$6,179

Windows & Glazed Doors

$2,223

$2,223

$15,641

$16,686

Floors
Walls - External & Internal

Doors, Frames And Hardware
Floor, Wall & Ceiling Finishes & Linings

$20,600

$42,902

$48,359

Painting

$20,000

$15,076

$15,076

Fixed Joinery, Cabinets, Etc.

$16,000

$16,500

Metalwork, Garage Doors, Screens, Accessories, Blinds, Signage, Etc.

$12,545

$14,692

$7,200

$17,400

$24,298

$31,630

$7,313

$8,439

$2,100

$5,250

Site Preparation & Ground Conditions - Demolition, Excavation, Fill, Underpinning, Etc. $10,000

$6,995

$10,394

$17,000

Hazardous Materials Removal

$2,500

$2,500

$5,000

$6,000

$6,500

$109,250

$12,935

$12,935

$132,500

$15,841

$15,841

$27,000

Staircases, Balustrades And Handrails
Plumbing - Sanitary Fixtures, Tapsets, Whitegoods & Hot Water Service
Electrical Services & Light Fittings

$51,500

Communications & Data, Security, Equipment And The Like
Heating & Cooling
Fire Protection And Detection
Lifts
Pc Allowances And Provisional Sums
Site Preparation, Demolition, External Works & Services Etc.

Paving, Driveways, Fences And Gates

$10,000

Landscaping, Grassing, Planting, Decks, Pergolas, Etc.
Outbuildings, Sheds, Etc.
Inground & Other Services (Electrics, Hydraulics...) & Water Tanks

$46,000

Relocatables / Temporary Accommodation

3016 curzon street CP01 TrSum 29/05/2012 3:48 PM

Architectural Brief + Advice: Union Memorial Church
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COST PLAN - Cost Summary

CONSTRUCTION PLANNING AND ECONOMICS PTY LTD

29 May 2012

Cost Plan - Report 1/Feasibility Design Stage
51-57 CURZON STREET, NORTH MELBOURNE
Rectifications and refurbishments to Union Memorial Church

COST SUMMARY

Critical

Accessibility Accessibility 2 Added-value

Preliminaries, Site Costs, Supervision & Overheads
Builders' Site Establishment, Running Costs, Supervision, & Final Clean

$386,687

$64,655

$64,655

$63,527

Attendance And Overheads Etc.

$209,100

$31,800

$35,900

$38,500

$1,881,626

$366,484

$413,935

$444,279

Sub Total - Building Works
Escalation, Contingencies, Design Fees, Client & Other Costs, Etc.
Program, Staging, Site & Timing Costs, Market And Escalation

3.6%

$91,600

$5,900

$6,500

$7,000

Design & Brief Change Contingency Allowance

6.0%

$118,000

$22,000

$25,000

$27,000

Contract Contingency

3.3%

$78,000

$10,000

$11,000

$12,000

$27,000

$5,000

$6,000

$6,000

$2,196,226

$409,384

$462,435

$496,279

Excluded

Excluded

Excluded

Excluded

$2,196,226

$409,384

$462,435

$496,279

Design & Documentation Fees

Excluded

Client & Other Costs

Excluded

Project Contingency

1.2%

Sub Total
G. S. T. - Goods & Services Tax
Totals

3016 curzon street CP01 TrSum 29/05/2012 3:48 PM
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13. Appendix
Appendix G – MtE Property Options Report
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Mark the Evangelist Futures Project
Property Options Report - DRAFT

Version Control: v5 (04/11/2015)

Introduction
This document provides an update and outline of the proposed Property Options to be considered as a part of the Mark the Evangelist
Futures Project. This Property Options report will at a high level outline the preliminary property options to support the Congregation’s
mission in a financially sustainable environment.
This document includes:
• A Planning Outline of the policies that impact the site
• Market Outline of projects on the market or that have recently sold
• Development Options to be considered as part of the process
• The Development Briefs outlined for further investigation
• Next steps
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Planning Outline
The site identified by Mark the Evangelist for consideration in the Business Case falls within the City of Melbourne
Council. Any Planning Permit will have to be lodged with City of Melbourne and comply with the following Policies
and Overlays. The main constraints placed on the site are:
• GRZ1 – Schedule 1 does not specify the maximum building height limit.
• DD031 – Design & Development Overlay ‐ Specifies a maximum height of 10.5m
• HO292 & HO3 – Heritage Overlays listing the site as ‘a place of heritage significance’
• PO12 – Parking Overlay
o Car parking is to be provided at 1:1 for one and two bed units and 0.3 for every patron in attendance of
the church.
o Car parking is to be provided at 0.4 for each student that is part of the maximum number of students on
site at any time.
Detailed input and consultation will be required by a Heritage Consultant, Architect and Heritage Victoria in any
proposal put forward. The above is subject to further planning advice.
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Planning Outline (Cont.)
Initial investigations in to the Planning environment in which the site is located, shows the main constraints placed on the site are:
Planning Zone &
Overlay
DDO31

Condition

Property Affected

Design and Development Overlay 31 specifies
that the maximum building height should be a
maximum of 10.5m

•
•

59‐61 Curzon Street
Flats 1‐3, 579
Queensberry Street

Initial planning advice has indicated that we
will be restricted to no more than four storeys
at this location.

•

591‐599 Queensberry
Street
Manse building
Church Hall
51‐53 Curzon Street
2 Elm Street – MtE
Office

Heritage Register lists the properties as ‘a place
of Heritage significance, with a complex of
buildings of social and operational importance
to the Presbyterian Church since the 1860s.
Further advice and consultation required.

HO292

Heritage Overlay – Heritage Register No.H7.
Category: Heritage Place
Registered: 9th October 1974

PO12

Schedule 12 specifies that the maximum
parking space to each dwelling is no more than
one.

•
•
•
•

All properties affected

Constraint

Any development proposals will have to
comply with the parking ratios specified by the
City of Melbourne.

As part of the next stage a professional team (that will include; planning consultant, heritage consultant and architect) will be
assembled that will advise on the Planning Outline above and Heritage matters to enable appropriate proposals to be considered.
Page 3

Market Summary
SEMZ has begun initial desktop market research to inform initial proposals and feasibility studies. As part of our investigations we have used resources such as
RP Data and held initial conversations with Sales Agents and Marketing Groups around potential values in the area, both what has sold and what is currently
being marketed in the area.
General Area Profile:
• Size: 2km2 (6 parks covering 2% of total area);
Category
Mean Value
Minimum Value
Maximum Value
• Population of 11,749 (ABS 2011);
Apartment
• Predominant Age Group: 25-34 years;
$620,000
$540,000
$760,000
(2 Bed)
• In general people living in North Melbourne work in a Professional Occupation;
Appraisal Price Range
$620,000
• 31.2% of the homes in North Melbourne are owner-occupied
Category
Mean Value
Minimum Value
Maximum Value
• There are a high number of Renters in the area accounting for 66%
• Current median sales price of a house in the area is $1,710,000
Town House
$850,000
$565,000
$925,000
(2 Bed)
• Current median sales price of a unit in the area is $475,000
Appraisal Price Range
$850,000
• Capital growth in median prices for units has grown 16.3% since 2013
Category
Mean Value
Minimum Value
Maximum Value
• Capital growth in median prices for houses has grown 10% since 2013
House
• Capital growth in median prices for land has grown 7.8% since 2014
$850,000
$565,000
$925,000
(2 Bed)
• Area assumptions are based on North Melbourne postcode – 3051
Appraisal Price Range
$850,000
• Demographic data are taken from the Australian Bureau of Statistics
*Market values provided above are indicative only and subject to verification
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Property Options - Outline
Following consultation with Mark the Evangelist Congregation and members of the PCG, the workshops have resulted in the following Property
Options being formulated and identified for further investigation:
• Property Option 1: Status Quo “Do nothing”
• Property Option 2: Sell Site
• Property Option 2.1: Sell site and purchase new site
• Property Option 2.2: Sell site and rent alternative space

• Property Option 3: Develop Whole Site and Sell
• Property Option 3.1: Develop whole site, sell, and purchase new site
• Property Option 3.2: Develop whole site, sell, and rent alternative space

• Property Option 4: Stay and part sale/develop
• Property Option 4.1: Stay, sell 2/3 site from manse to Queensberry, and renovate church
• Property Option 4.2: Stay, develop and sell 2/3 site from manse to Queensberry, and renovate church
• Property Option 4.3: Stay, develop, renovate church and retain whole site
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Property Option 1 – Status Quo
Property Option 1: Status Quo “Do nothing”
The Status Quo Option is an important consideration in the process. It identifies the current state of affairs
and the result of taking no action. The Status Quo Option will also set the benchmark against which the
other options will be assessed.
• Following the review of Mark the Evangelists current financial position, a forecasted operational
cashflow** has been constructed:
• This reveals a constant financial loss each year.
Type

2015

2016

2017

2018

2019

Income

$565,400

$593,500

$603,115

$613,122

$623,412

Expenditure

$686,401

$683,600

$649,210

$661,786

$674,740

‐$121,001

‐$90,100

‐$46,095

‐$48,664

‐$51,328

$2,485,369

$2,395,269

$2,351,634

$2,307,964

$2,264,240

Operating
Income less
Operating
expenditure
Cash Reserve

The above demonstrates that at current projections the Congregation are losing circa $50k per annum
and that this figure will increase in to the future.

*The measure for financial sustainability is 10% of annual expenditure. **SEE APENDIX A for detailed breakdown of Income & Expenditure
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Property Option 2.1 – Sell and purchase new site
Property Option 2.1: Sell Whole Site - purchase new site
Under this Option, we will investigate a preferred method of disposal to maximise the value of the site for
the Congregation and identify the parameters MtE will have to purchase a new site for Worship and
Mission.
• Obtain either or both:
• Valuation (subject to additional cost)
• Submission from Selling Agents for Estimated Selling Price (subject to additional cost)

• Determine if selling proceeds are adequate to achieve financial sustainability and purchase a new
space for Worship and Mission
• Initial investigations have shown that the site in its current state and entirety would be worth in the
region $11m*.
• The space requirements of Mark the Evangelist Congregation is 817m2. This will provide SEMZ with
the parameters to identify a suitable site within budget after missional costs are accounted for.
*Value provided is indicative only and does not constitute a formal valuation.
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Property Option 2.2 – Sell and Rent
Property Option 2.2: Sell Whole Site and rent
Under this Option, we will investigate a preferred method of disposal to maximise the value of the site for
the Congregation and provide MtE with suitable parameters by which to identify an appropriate property to
lease for Worship and Mission.
• Obtain either or both:
• Valuation (subject to additional cost)
• Submissions from Selling Agents for Estimated Selling Price (subject to additional cost)

• Determine if proceeds are adequate to achieve financial sustainability and rent a new
space for Worship and Mission
• Initial investigations have shown that the site in its current state and entirety would be worth in the
region $11m*.
• The space requirements of Mark the Evangelist Congregation is 817m2. This will provide SEMZ with
the parameters to identify a suitable site within budget after missional costs are accounted for.
*Value provided is indicative only and does not constitute a formal valuation.
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Property Option 3.1 – Develop Whole Site, Sell & Purchase new site
Property Option 3.1:
Under this Option SEMZ will explore the full development potential of the site with a view to maximise
proceeds and minimise risk to the Congregation. The land value and Development profit estimated to
be generated on sale of the whole site will be put towards finding alternative suitable premises to
purchase for Worship and Mission. The Option will:
• Determine if development proceeds are adequate for the expected risk
• Determine if development proceeds are adequate to maintain financial sustainability and purchase a new site to
relocate the Congregation.
• Research alternative suitable premises for purchase (Indicative only).
• Opportunities for development:
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•

Corner Site

•

Vacant open space to the rear of the manse

•

Integration (subject to heritage and council approval), manse and church office

•

Conversion (subject to heritage and council approval) of:
•

Church

•

Church Hall

Property Option 3.2 – Develop Whole Site, Sell & Rent Alternative Space
Property Option 3.2:
Under this Option SEMZ will explore the full development potential of the site with a view to maximise
proceeds and minimise risk to the Congregation. The land value and Development profit estimated to
be generated on sale of the whole site will will be put towards finding alternative suitable premises to
lease for Worship and Mission. The Option will:
• Determine if development proceeds are adequate for the expected risk
• Determine if development proceeds are adequate to maintain financial sustainability and rent a new site to
relocate the Congregation.
• Research alternative suitable premises for leasing (Indicative only).
• Opportunities for development:
•

Corner Site

•

Vacant open space to the rear of the manse

•

Integration (subject to heritage and council approval), manse and church office

•

Conversion (subject to heritage and council approval) of:
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•

Church

•

Church Hall

Property Option 4.1 – Stay, Sell 2/3 site from manse to Queensberry, and renovate church
Property Option 4.1:
SEMZ will investigate the possibility of subdividing the site in to two main parcels of land. The Northern part of the site will be sold (asis) and developed (by a third party) to provide proceeds to meet mission objectives and provide on going financial sustainability. The
Elm Street end of the site will be retained and renovated by MtE for Worship and Mission. Property Option 4.1 will:
•

•

•

Obtain either or both:
•

Valuation (subject to additional costs)

•

Obtain submissions from Selling Agents for Estimated Selling Price (subject to additional costs)

Retain the highlighted green area, which includes the:
•

Church

•

Church Hall

•

Church Office

•

Corner site (existing commercial building)

•

Vacant open space to the rear of the manse

•

Sell Victorian Terraces

•

Sell Manse

•

Sell remaining parcel as a whole

Sell the following parcels:

The above will be subject to planning and heritage advice and input to ensure any subdivision, sale and development generates
sufficient proceeds to meet the mission objectives and provides financial sustainability to the Congregation.
The option of including the church within the sale process will have the following impact :
•

Lower maintenance and ongoing costs associated with the church

•

Create minimal increase in sales revenue. However, will reduce the liability to MtE

To note that the City of Melbourne may be prospective purchaser. However, any offer presented will need to be at market rate, in order to be considered.
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Property Option 4.2 – Stay, develop and sell 2/3 site to Queensberry, and renovate church
Property Option 4.2:
SEMZ will investigate the possibility of subdividing the site in to two main parcels of land. The Elm Street end of the
site will be retained by MtE for Worship and Mission, with the Northern part of the site developed and sold to
provide proceeds to renovate the Church, meet mission objectives and provide on going financial sustainability.
Property Option 4.2 will:
• Obtain either or both:
•

Valuation (subject to additional costs)

•

Obtain submissions from Selling Agents for Estimated Selling Price (subject to additional costs)

• Retain and renovate the highlighted green area, which includes the:
•

Church

•

Church Hall

•

Church Office

•

Corner site (existing commercial building)

•

Vacant open space to the rear of the manse

•

Manse

•

Victorian Terraces

• Develop and Sell the following parcels:

The above will be subject to planning and heritage advice and input to ensure any subdivision, sale and
development generates sufficient proceeds to meet the mission objectives and provides financial sustainability to
the Congregation.
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Property Option 4.3 – Stay, develop, renovate church and retain whole site
Property Option 4.3:
SEMZ will investigate the possibility of the whole site being restored, developed and assets
retained by MtE for Worship and Mission, and to assess whether proceeds will meet mission
objectives and provide on going financial sustainability. Property Option 4.3 will:
• Retain the whole site and newly developed assets, which includes the:
•

Church

•

Church Hall

•

Church Office

•

Future development space

•

Victorian Terraces

•

Corner site (existing commercial building)

The above will be subject to planning and heritage advice and input to ensure any development
generates sufficient proceeds to meet the mission objectives and provides financial
sustainability to the Congregation.
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Preliminary Property Options – Outline Program
The below table is an outline staging program for each of the options. The program is indicative only and will be refined as
the commercial feasibilities of each option are identified along with funding requirements.
Option 2.1 ‐ Sell and Purchase new site
Task 1: Business Case
Task 2: Research Possible Sites
Task 3: Sale of Property and Purchase new site

Year 1

Option 2.2 ‐ Sell and rent alternative space
Task 1: Business Case
Task 2: Research Possible Sites
Task 3: Sale of Property and Lease of new site
Option 3.1 ‐ Develop whole site, sell, and purchase new site
Task 1: Business Case
Task 2: Design & Permit
Task 3: Development works
Task 4: Church restoration for residential conversion & sell
Option 3.2 ‐ Develop whole site, sell and rent alternative space
Task 1: Business Case
Task 2: Design & Permit
Task 3: Development works
Task 4: Church restoration for residential conversion & sell
Option 4.1 ‐ Stay, sell 2/3 site from manse to Queensberry and rennovate church
Task 1: Business Case
Task 2: Subdivide and Part Sale
Task 3: Design & Permit
Task 4: Church restoration and retain
Option 4.2 ‐ Stay, develop and sell 2/3 site to Queensberry, and renovate church
Task 1: Business Case
Task 2: Design & Permit
Task 3: Development works
Task 4: Church restoration & Renovation
Option 4.3 ‐ Stay, develop, renovate church and retain whole site
Task 1: Business Case
Task 2: Design & Permit
Task 3: Development works
Task 4: Church restoration and retain
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Year 2

Year 3

Year 4

Year 5

Year 6

Next Steps
The next steps for the MtEF Project will be the following:
• Finalise Property Options Report – 15th of October 2015
• PCG Meeting No.3 – 23rd of October 2015
• MtE Church Council Property Options Meeting – 5th of November 2015
• Draft Property Brief Workshop – 10th of November 2015
• Property Brief Report Synod Review Meeting – 17th of November 2015
• PCG#4 Papers – 20th of November 2015
• MtE Congregation Property Options Meeting – 22nd of November 2015
• PCG Meeting No.4 – 27th of November 2015
• Appended
• Appendix 1 – MtE Five-year Forecast Operational Cash Flow (Status Quo position)
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13. Appendix
Appendix H – MtE Return Brief
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Mark the Evangelist Futures Project
51‐57 Curzon Street, North Melbourne. VIC
14 September 2015

1 RETURN BRIEF ‐ DRAFT
1.1 INTRODUCTION
The Mark the Evangelist Futures (MtEF) Project includes the assessment of the Property Options
associated with the available land together with alternative accommodation options in the context of
the congregations’ mission objectives (as agreed in MtEF – Resourcing our Mission – Property Options
Study Process & Benefits Paper). The report to be compiled is to satisfy the Synod Property Services
“Application Process” and requirements associated with the Phase 2B – Form 2B (project Business Case).
The site is owned by The Uniting Church in Australia Property Trust and is approximately 4,768 sqm
(Refer below Section 1.7 ‐ Property Details for more information). The MtE Congregation is the
beneficial user for the property. The Congregation incorporates UnitingCare Hotham Mission (UCHM)
who currently operate asylum seeker accommodation over two separate properties. MtE Congregation
would like to explore the opportunity to renovate the (currently) unused Church and investigate
appropriate Property Options to subsidise the works required and to reinvigorate the Congregations
broader community use and mission through those or alternative accommodation options.
Exploring Property Options will provide MtE the opportunity to investigate refreshing how they interact,
benefit and provide new flexible ways of meeting the future needs of the surrounding community and
provide lasting ongoing financial sustainability.

1.2 BUSINESS CASE PROCESS
The Business Case process will be as follows:
1.
2.
3.
4.
5.
6.
7.

Reconfirm and identify the MtE objectives and priorities with all stakeholders (Deliverable 1)
Develop Property Options to support the MtE mission objectives (Deliverable 2)
Undertake a preliminary Property Options evaluation
Evaluate preferred Property Options configurations with MtE (Deliverable 3)
Strategic analysis of Property Option with MtE (Deliverable 4)
Produce a detailed Business Case based on the preferred Property Option (Deliverable 5)
Undertake all activities in conjunction with MtE, UCHM and any other stakeholder as required

Task number 1 has already been completed being the finalisation of the Mission Objectives (as agreed in
the MtEF Resourcing our Mission – Property Options Study Process & Benefits Paper). The purpose of
this document is to reconfirm the objectives and priorities identified by the MtE. Approval of this Return
Brief is required by the Project Control Group (PCG) and MtE.
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1.3

INFORMATION PROVIDED
A summary of the information provided as a part of the briefing process is noted below.
Previous information compiled/provided:













Property Options Study Process and Benefits Paper
MtE Profit and Loss Budget for January 2015 to December 2015.
Property Services 2A Form
The Congregation of Mark the Evangelist : Mission Futures Paper
MtE Financial Statements for the Year Ended 31st December 2014
Victorian Heritage Register
Certificate of Title
Lease Agreements
Detailed site plans
Electrical Layout
Plan of Underpinning

Outstanding Information to be compiled:



Previous work undertaken provided by Case Meallin
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1.4 MTE MISSION OBJECTIVES
The Mission Objectives were agreed and ratified at PCG No.1 on 18th August 2015. The Mission
Objectives confirmed are:
Mission
No.
1

2

3

4

The MtE Mission Objectives
Being Served: Faithful
Christian Worship

 To worship God publicly with all
of our being, being fed and
nourished by the Spirit of God,
telling the story of God’s love and
grace as we have experienced
this through our Lord, Jesus
Christ.

Being Served: Diverse
spiritual expressions

 Develop diversity of
opportunities to meaningfully
connect with God and grow
spiritually in addition to Sunday
morning worship.
 To exercise pastoral approaches
to formation and discipleship
while equipping people for
mission, mindful of the transition
the congregation is undertaking.
 Through UnitingCare Hotham
Mission, to provide support and
accommodation for asylum
seekers, homework’s clubs and
financial education assistance for
children, food bank services for
disadvantaged people, and
funding local English‐language
programs for immigrants and
asylum seekers.
 To sponsor public conversations
on matters of public interest and
develop other perspectives and
community service activities at
the local, national and
international levels.

Serving the Community
– Service

Serving the Community
– Evangelism

 To create or find appropriate
spaces for dialogue – not
necessarily in our own space –

Property Objectives

 To provide a worship
space for
approximately 50 to
60 persons with
options to increase
capacity for events
(i.e. Wedding,
Funerals and Baptisms
etc.) up to 200

 To provide a worship
space and flexible
meetings and
community areas. (Size
requirements to be
confirmed by the MtE
Space requirements.)

 To provide a base for
the UCHM Community
workers (Size
requirements to be
confirmed by the MtE
Space Requirements)
 Provide a flexible
community space with
audio and visual
equipment for activities
and presentations
 To provide facilities to
serve hot and cold food
and beverages.
 To provide flexible
community space,
3

5

Serving the wider
Church

which is central to telling the
story of God‐in‐Jesus effectively.
 To create ways for members to
involve themselves in
conversation relating to faith
themes already taking place in
the community.
 Using resources within the
congregation to make a positive
contribution to the life of the
UCA and the wider church.
 To resource and equip members
for leadership of the church, and
their participation in God’s
mission where they are.

divisible into smaller
class rooms and
meeting areas.

 To provide flexible
community space,
divisible into smaller
class rooms and
meeting areas.
 Provide facilities to
serve hot and cold
beverages and food
serving facilities.

Against each of the Mission Objectives, broad property objectives have been identified in discussion
with MtE Representatives. These will inform the scope of the Property Options available to achieve the
mission goals and ongoing financial sustainability.

1.5 UNITINGCARE HOTHAM MISSION (UCHM)
UCHM is an expression of the congregation’s community service. UCHM major projects are as followed:
Programs Provided On‐Site
‐

Asylum Seekers Project: The congregation currently houses nine (9) asylum seekers.

Projects Provided Off‐Site
‐
‐
‐

Local food bank: run and administer the local food bank along with assistance from St
Albans Anglican Church
Homework Clubs: Operate numerous local homework clubs to assist young children in
North Melbourne and Kensington
English Language Program: UCHM has funded a local English language program for both
immigrants and asylum seekers.

It is understood that MtE wishes, where possible, to maintain the current level of mission activities
associated with UCHM.
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1.6 VICTORIAN TERRACES (591‐594 QUEENSBERRY ROAD, NORTH MELBOURNE)
The five Victorian terraces are currently under commercial leases. In total the Victorian Terraces take up
699m2 of land under General Residential Zoning (GRZ1). These Terraces also have heritage and further
planning overlays.
593 Queensberry
Street, NORTH
MELBOURNE VIC
3051
88

595 Queensberry
Street, NORTH
MELBOURNE VIC
3051
103

597 Queensberry
Street, NORTH
MELBOURNE VIC
3051
83

599 Queensberry
Street, NORTH
MELBOURNE VIC 3051

Land Size (m2)

591 Queensberry
Street, NORTH
MELBOURNE VIC
3051
93

Bedrooms (No,)

2.5

2.5

2.5

2.5

2.5

Bathrooms (No.)

1

1

1

1

1

Carparks (No.)

N/A

N/A

N/A

N/A

N/A

Weekly Rent ($)

615

570

590

500

490

Current Lease Start
(dd/mm/yy)
Current Lease End
(dd/mm/yy)
Estimate Value ($)
(Source: RP Data)
Zone Legend

20/04/2015

28/03/2012

31/01/2015

4/11/2013

12/09/2013

19/04/2016

N/A

30/01/2016

N/A

11/09/2015

870,000‐
1,100,000
GRZ1 ‐ General
Residential
HO; HO292; PO;
PO12

870,000‐
1,100,000
GRZ1 ‐ General
Residential
HO; HO292; PO;
PO12

870,000‐
1,100,000
GRZ1 ‐ General
Residential
HO; HO292; PO;
PO12

870,000‐
1,100,000
GRZ1 ‐ General
Residential
HO; HO292; PO;
PO12

870,000‐1,100,000

Planning Overlays

100

GRZ1 ‐ General
Residential
HO; HO292; PO; PO12
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1.7 COMMERCIAL/RESIDENTIAL SPACE (579 QUEENSBERRY ROAD, NORTH MELBOURNE)
The 2‐storey commercial space and 3 x walk‐up townhouses are positioned at the corner of
Queensberry and Curzon Street on approximately 738m2 of land. This area does not have any existing
heritage overlays, however has minor planning overlays.
Currently the air conditioned commercial space is being occupied by Global Education and Training
Group Pty Ltd, with a lease in place until April 2017.

Description

579 Queensberry
Street, NORTH
MELBOURNE VIC 3051
(Flat 1)
‐ Currently vacant
‐ On the market

Carparks (No.)

N/A

Rent ($)

$1,600 ‐ $1,700
(monthly)
N/A

Current Lease Start
(dd/mm/yy)
Current Lease End
(dd/mm/yy)
Bedrooms
Approx Land Area
(m2)
Planning Zone

579 Queensberry
Street, NORTH
MELBOURNE VIC
3051 (Flat 2)
‐ Leased property
‐ Lease terms to be
clarified
N/A

579 Queensberry
Street, NORTH
MELBOURNE VIC
3051 (Flat 3)
‐ Currently utilized to
support the Asylum
Seeker Project
N/A

$1,955 (monthly)

N/A

TBA

N/A

59‐61 Curzon Street,
NORTH MELBOURNE VIC
3051
‐Commercially let
property
‐ 3 year lease agreement
N/A
$35,000 (year 1)
$72,100 (year 2)
$74,263 (year 3)
1 May 2014

N/A
2

TBA
2

N/A
2

30 April 2017
N/A – Commercial

TBC

TBC

TBC

283m3

GRZ1 – General
Residential
Parking Overlay

GRZ1 – General
Residential
Parking Overlay

GRZ1 – General
Residential
Parking Overlay

GRZ1 – General
Residential
Parking Overlay
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1.8 FINANCIAL
The following financial status has been provided by MtE. It is understood the financial objective of the
CC of MtE is to avoid ongoing deficit budgets and maintain ongoing annual surplus.
Congregation of Mark the
Evangelist
Income and expenditure summary
2016
Forecast
Budget
Income
Offerings
Total Hotham Mission Revenue
Donations - special maintenance
UCA Grants/Donations
Donations church buildings
Rent and Property
Rental Foregone
Interest
Earnings – UCA Funds
UCA GST Rebate
Miscellaneous Receipts
TOTAL Revenue
Expenditure
Wages and Salary
Feasibility Study

$78,000
$45,000

2015
Revised
Budget
$

2014

2013

Actual
$

Actual
$

$816,330

$653,199

$100,000
$500
$500
$591,500

$77,000
$40,800
‐
$4,800
‐
$268,000
$82,000
‐
$90,000
$800
$2,000
$565,400

$154,000
$46,600

$145,500
$40,000

Property Operational Expenses
MtE Programs
Worship Related
Admin Expenses
Hotham Mission
Property Renovation
TOTAL Expenditure

$133,000
$25,000
$16,000
$69,000
$181,000
$50,000
$674,600

$134,000
$26,000
$15,500
$73,000
$202,401
$50,000
$686,401

$669,075

$705,044

Cash surplus/(deficit) for the period

‐$83,100

‐$121,007

$147,255

‐$51,845

$2,606,370

$2,606,370

$2,489,782

‐

$1,891,536

$2,499,862

$5,000
$280,000
$82,000

Total cash funds on hand
At the beginning of the period
At the end of the period
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1.9 PROPERTY DETAILS
The following is a summary of the property details obtained to date:
Property:
Volume:
Description:
Area:
Heritage:
Zone:
Annual Rent:
Overlay:
Lease start:
Lease end:
Height Limit

51‐57 Curzon Street & 2‐4 Elm Street, North Melbourne
Volume 3187 Folio 214
Church, Manse, Children’s Centre (Supper Room), Church offices, Hall
3,331sqm
HO 292
General Residential Zone – Schedule 1 (GRZ1)
$19,620 (Child Care Centre)
HO292; HO3; PO; PO12;
20/04/2015
19/04/2016
Additional Planning Advice Required

Property:
Volume:
Description:
Area:
Heritage:
Zone:
Overlay:
Annual Rent:
Lease start:
Lease end:
Height Limit

59‐61 Curzon Street & 579 Queensberry Street, North Melbourne
Volume 3187 Folio 214
Commercial – Retail premises
738sqm
None
General Residential Zone 1 (GRZ1)
None
$72,121 (Commercial Tenancy)
1/05/2014
30/04/2017
Additional Planning Advice Required

Property:
Volume:
Description:
Area:
Heritage:
Zone:
Overlay:
Annual Rent:
Lease start:
Lease end:
Height Limit

591 ‐ 599 Queensberry Street, North Melbourne
Volume 3187 Folio 214
5 Terrace Cottages
699 sqm
HO292
General Residential Zone – Schedule 1 (GRZ1)
HO; HO292;PO;PO12
$27,716 (average per property)
20/04/2015
19/04/2016
Planning Advice Required
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Property:
Volume:
Description:
Area:
Heritage:
Zone:
Overlay:
Height Limit

445 Dryburgh Street
Volume 3187 Folio 214
Minister’s residence
213sq.m
HO292
General Residential Zone – Schedule 1 (GRZ1)
VHR Ref No H0007
Planning Advice Required

1.10 BOMAR CONTRIBUTION
The Congregation of Mark the Evangelist: Mission Futures paper references that in line with UCA
Regulations, Mark the Evangelist (MtE) is a Parish Mission. Given its status as a Parish Mission, any
property proceeds (from property sales or development proceeds) are not liable for BOMAR
contribution under BOMAR policy.
It is our understanding that MtE will have to make an application to BOMAR to be exempt from the
policy contribution. Otherwise the standard BOMAR policy contributions on property and development
proceeds are:



45% of Land Value on all property sales (if a property disposal)
45% + 10% of project proceeds after missional works (if a development project), to account for
additional risk of a development project and the time factor.

1.11 OTHER COMMERCIAL/FEASIBILITY ASSUMPTIONS
All commercial feasibilities are to be assessed for viability on commercial terms, using market
assumptions for cost, revenues, financing and bankability. Any non‐income producing elements (i.e.
missional works) are to be included within the commercial feasibility as a decretive cost. Any Property
Option assessed will have to pass a number of target hurdle rates set by Synod. These are:





Return on Cost >12%
Internal Rate of Return between 14 – 18%
Missional Works cannot be greater than the value of the land to be developed
The one selected Property Option is to be presented in Estate Master (valuation software)
format with three options to show:
o Commercial Development Only
o Missional works only
o Combined Property Option
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APPENDIX 1 – MTEF SPACE NEEDS
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Disclaimer
This report has been prepared for the Congregation of Mark the Evangelist. SEMZ Property Group has taken all due care in the preparation of this report. However, SEMZ Property Group and its
associated consultants are not liable to any person or entity for any damage or loss that has occurred, or may occur, in relation to that person or entity for any damage or loss that has occurred, or may
occur, in relation to that person or entity taking or not taking action in respect of any representation, statement, opinion or advice referred herein.
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