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Lifestyle va:

« Develop and manage affordable, high quality,
age-qualified villages

« Generate secure, long-term, sustainable annuity income

¢ Business commenced in 2003

« Land for 1,400 plus sites

* NPAT FYO07: $7.2m

¢ Net assets as at 30 June 2007: $18.9m

Snapshot
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LifestYle
What we do ..... /Z'gt

Two key activities and revenue streams

-

Land development and home sales Village management
« Development profit + Annuity income stream
* Long term & secure
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Lifestyle s

How it works

BROAD ACRE LAND

« Typical land size: 5-10 hectares

« Generate 22-28 units per hectare

« Can support land price of $200,000 - $850,000 per hectare
< Focus on outer suburban and regional areas
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Lifestyle «ax

How it works

« Infrastructure developed

« Staged approach

« Main entry and facilties in initial completed stage

« Average infrastructure costs range from $35,000 - $50,000 per unit site

Commercial in confidence |




How it works
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Lifest)le «a?
Development — a unique model

< Sale proceeds fully recover sunk costs including:
« Primary infrastructure
* House construction

Lifestyle Communities retains ownership of land
+ Building permit exempt

« Land tax exempt

« Stamp duty exempt

< Able to develop on a variety of land zonings
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Lifestyle «a+
Generate annuity income

+ Managed under Residential Tenancies Act (Vic)
« “Lifestylers” pay $130.76 per week site fee
« Majority of residents are eligible pensioners and can access Federal
Government rental assistance of $52 per week
« Site fee fully funded by pension and rental assistance

« LIC income secured through 90 year lease
« ‘“Lifestylers” tenure secure and occupancy guaranteed
* No vacancies going forward
« Site fee increases annually, greater of CPI or 3.5%
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Focus group findings

Who will buy?
A typical customer

« Over 55 and could be working or retired

+ Living in existing home for last 30 — 40 years

» Neighbourhood has changed

* House needs some improvement / maintenance
+ Garden needs too much maintenance

« Equity locked up in the house

One of our customers

Peter and Eileen Sylvester

« Lived in Melton before they retired

< Both on the aged pension

« Both worked for the Good Samaritan Industry

* Moved into Brookfield Village in June 06

« Attracted to Brookfield by the security
someone to do their garden

social activities that they could join in on and not
have to worry about driving home

“The second best thing we have ever done
The first was moving to Australia.”




Another customer ...

Joy Briggs

« Lived in Melton and moved into the village in June 06

« Bought at Brookfield Village because there was nothing
else around that offered her independence in being able
to cook her own meal and her life not be ruled by a clock

+ Retired as a nurse 15 years ago
* Aged pensioner

+  She loves being around people

« President of the social committee

« Doesn't have to worry about the lawns and gardens
as it is all done for her

“‘Moving into Brookfield has been above my expectation and

is the best thing | have ever done.”

Why move?

Inability to care for home Attractiveness of new home
Loneliness & isolation Companionship
Security fears Security  physical/financial
Death of partner Social activities
Heath problems Location
Financial/Social Affordability
Divorce Overall cost to live
Loss of Job

What are people
looking for in the future?

Top 5 answers from research groups...
* Security — physical & financial

* Contentment

* Friendship

* Happiness

* Simplicity

“Time and the opportunity to do things we
want to do (not have to do).”




Market Summary

Drivers of industry growth

3 key drivers

1. Changing demographics — the ageing of Australia

2. Changing perceptions with consumers
< Increased acceptance of independent living within a gated community

3. Changing perceptions with financiers and money markets
« Industry now heavily supported

Population growth 65+

« Primary growth: Impact of an ageing
Australian population on housing
demand

+ Secondary growth: Increased
market penetration — more ageing
Australians want to live in a
community based village

+ Demand for retirement units
over the next 10 years
+ 75,000 units in Australia
+ 19,000 units in Victoria
ABS projected population growth for those aged 65 + Based on 5% peneuation

+ 2.6M at June 2004, projected 4.6M in 2021
* 7Mto 9M in 2051




Changing perceptions

 Australian industry is in its infancy when compared to
markets in USA & UK

« 4% of market penetration in Australia compared
to 12% in USA

Not everybody is “wealthy”...

« 66% of all retirees are seeking housing under $250,000

* 75% of those over 65 are looking to live independently
(Seniors Housing Online Industry Research)

< 50% of people over the age of 65 have less than $300,000 in equity

(The Structure and Distribution of Household Wealth in Australia,
Melbourne Institute Working Paper No. 12/04 July 2004)

« The majority of the population over 65 cannot afford traditional
retirement accommodation

Market positioning




Business today

Development pipeline

Cost per Landcost  Sites availabl
Sites & raw cost hectare rent status per site for developme
Brookfield
60% sold 6,000 230
9 hectares (1.35M) 150k
Warragul Planning and
$11,000 180
15 hectares(2.01M) $134k dev. approval
Shepparton $
11,000 320
16 hectares (3.5M) $220k Dev. approval
Bendigo $155k Planning $6,000 220
8 hectares (1.25M)
Tarneit
Dev. approval $24,000 140
5 hectares (3.4M) 3680k PP
Lynbrook $730k Planning $31,000 360
15 hectares (11M)
TAL SITES 1,450

Typical village - Brookfield

229 Homes, 9 hectares

Currently 180 Lifestylers
living in the village

Commenced construction
November 2004

Strong sales rate, average
of approx 6 per month

Average sale price in 2007
is $196,000

Sales price growth of 25%
since Stage




Strategies for growth

« Capitalise on existing development pipeline

« Acquisition of additional sites:
* Metro Melbourne
« Regional Victoria
« Interstate

 Possible acquisition of existing “like” businesses
+ Ongoing investigation of other affordable concepts

+ Objective: 2500 developable sites under contract or
management within the next 3 years

Critical success factors

Land acquisition

Town planning

Appropriate design

Long term relationship with our customers
« Experienced internal sales team across the selling cycle
« Internal Project Management Team

« Internal Development Management Team
« Internal Village Management Team

Management experience

Board




Key people

Financials

Financial overview — profit & loss

$'000 FYO07
Revenue 9,245
Asset revaluation 7,187
Expenses (9,159)

NPAT 7,274




Financial overview — balance sheet

$'000 FYO7
Current Assets 9,814
Non-Current Assets 19,526
Total Assets 29,340
Current Liabilities (7,066)
Non-Current Liabilities (3,289)
Total Liabilities (10,355)
Net Assets 18,985

Financial overview - debt facility

+ Westpac - $30m global facility
e Land
« Development
« Equity redraw

Financial overview - debt facility
Equity redraw




Summary of income streams

Indicative development income - per unit

Earnings before interest and tax Low High
Revenue

House sale (ex GST) $170,000 $ 240,000
Less average costs

House construction costs $ 90,000 $90,000
Selling and administration expenses $ 22,500 $ 22,500
Total $ 115,000 $ 112,500
Earnings before interest and tax $ 57,500 $ 127,500

Balance sheet (at average cost)

Land (at cost) $ 25000 $ 25,000
Infrastructure and facilities $ 40,000 $ 40,000
Total $ 65,000 $ 65,000
Cash surplus/(deficit) ($ 7,500) $ 62,500

Indicative rental annuity from site
fees - per site per annum

Low High
Site fee (as at Oct 2007) $ 6,000 $ 6,800
Less
Site operating expenses $ 1,600 $ 2,400
EBITDA $ 4,400 $ 4,400

Note: Site fee increases at greater of 3.5% or CPI




Indicative income from share of
resale (DMF) - per site

Low High
Property resale price $ 180,000 $ 280,000
OMC % 15% 15%
Gross income $ 27,000 $ 42,000
Expected annual turnover 10% 10%
Average annual income $ 2,700 $ 4,200

Director shareholdings

As at Nov 2007
Brendan Redden — Chairman 25,000 0.0%
James Kelly - Managing Director 73,147,048 23.5%
Bruce Carter - Director of Finance 77,911,313 25.1%
Dael Perlov - Exec Director of Operations 73,397,282 23.6%
David Paranthoiene - Non-Executive Director 4,764,265 1.5%
Total directors holdings 229,244,908 73.9%
General public 81,128,303 26.1%
Total shares on issue 310,373,211 100%

FYO8 highlights

« New sites to commence development this year

« Conservative view on asset valuations

Internal sales targets being achieved

« Rolling average of 5 per month

« FYO08 NPAT to be at least 50% greater than last year

Additional site acquisition to continue in selected areas




Summary

« Market opportunity
< Exponential growth with the ageing population in Australia
< Affordability is key driver for housing demand in the future
* Most people don't have $300k+ to spend on housing

« Lifestyle Communities
< Services the affordable, age qualified housing market
< Full cash recovery of development costs
< Sustainable, long-term annuity income stream

Questions




