Sunteck Realty Ltd. Sunteck

SRL/SE/72/20-21 Date: 3" March, 2021

The Manager, Listing Department The Secretary, Listing Depal:tment,
National Stock Exchange of India Ltd Department of Corporate Services
Exchange Plaza, BSE Limited '

Plot no. C/1, G Block, Phiroze Jeejeebhoy Tower,
Bandra-Kurla Complex Dalal Street,

Bandra (East), Mumbai- 400 051 Mumbai — 400 001

Scrip Code: SUNTECK Scrip Code: 512179

Dear Sir,

Sub: Updates
Pursuant to provisions of the SEBI (Listing Obligations and Disclosure Requirements),

Regulations 2015, please find attached copy of Company’s presentation. Further, the copy of
the aforesaid shall be available on website of the Company.

Kindly take the same on record.

Thanking You,
For Sunteck Realty Limited
>

) —
(> OVAS =

v %//

Rachana l-k garajia

Company Secretary

Email add: cosec@sunteckindia.com CIN: L32100MH1981PLC025346

5th Floor, Sunteck Centre. 37-40 Subhash Road. Vile Parle (East), Mumbai 400 057. Tel : +91 22 4287 7800 Fax ‘' +91 22 4287 7890 Website : www.sunteckindia.com '
CIN - L32100MH1981PLC025346



Sunteck Realty Ltd.

INTRINSIC VALUE
MARCH 2021




Disclaimer Sunteck

By attending the meeting where this presentation is made and any additional material is provided (“Presentation”) or by reading the Presentation, you (“Recipient”), agree to be bound by the following limitations. This Presentation
has been prepared on the basis of the estimates of the management of Sunteck Realty Limited (the "Company” or “Sunteck”), for the sole and exclusive purpose of providing information to the Recipient about the Company and its
business, and is not and should be construed to be, directly or indirectly, an offer and / or an invitation and / or a recommendation and / or a solicitation of an offer to buy or sell any securities of the Company in any jurisdiction, nor
shall part, or all, of this Presentation form the basis of, or be relied on in connection with, any contract or binding commitment or investment decision in relation to any securities of the Company. No offering of securities of the
Company will be made except by means of an offering document containing detailed information about the Company. Securities may not be offered or sold in the United States unless they are registered or exempt from registration
requirements under the U.S. Securities Act of 1933, as amended. There will be no offer of securities in the United States.

The distribution of this Presentation in certain jurisdictions may be restricted by law and persons into whose possession this Presentation comes should inform themselves about and observe any such restrictions. This Presentation is
strictly confidential and may not be copied, published, distributed or transmitted to any person, in whole or in part, by any medium or in any form for any purpose without the prior written consent of the Company. The information in
this Presentation is being provided by the Company solely for the purposes set out herein and is subject to change without notice. Further, this Presentation does not purport to be all-inclusive or necessarily include all the information
that the Recipient desires in its evaluation of the Company. The Company relies on information obtained from sources believed to be reliable but does not guarantee its accuracy or completeness.

The audited consolidated financial statements for Fiscals 2016 onwards have been prepared in accordance with Ind AS and the same for prior years have been prepared in accordance with Indian GAAP. This Presentation contains
statements which may pertain to future events and expectations and therefore may constitute forward-looking statements. Any statement in this Presentation that is not a statement of historical fact shall be deemed to be a forward-
looking statement, and the Recipient agrees that such statements may entail known and unknown risks, uncertainties and other factors which may cause the Company’s actual results, levels of activity, performance or achievements
to be materially different from any future results, performance or achievements expressed or implied by such forward-looking statements. There can be no assurance that the results and events contemplated by the forward-looking
statements contained herein will in fact occur. None of the future projections, expectations, estimates or prospects in this Presentation should be taken as forecasts or promises nor should they be taken as implying any indication,
assurance or guarantee that the assumptions on which such future projections, expectations, estimates or prospects have been prepared are correct or exhaustive or, in the case of the assumptions, fully stated in the Presentation.
The Company assumes no obligations to update the forward-looking statements contained herein to reflect actual results, changes in assumptions or changes in factors affecting these statements.

The Recipient acknowledges that it shall be solely responsible for its own assessment of the market and the market position of the Company and that it shall conduct its own analysis and be solely responsible for forming its own view
of the potential future performance of the business of the Company. The information contained in this Presentation is as of December, 2020 except as may be stated otherwise. Neither the delivery of this Presentation nor any further
discussions of the Company with any of the Recipients shall, under any circumstances, create any implication that there has been no change in the affairs of the Company since that date. The Company is not under any obligation to
update the contents of this Presentation or inform Recipient of any changes in the affairs of the Company. The Company hereby expressly disclaims liability for any errors, inaccuracies, or omissions, and representations and warranties
— express or implied, as provided within or in connection with this Presentation. Any clarifications, queries or future communication regarding the matters stated in this Presentation should be addressed to the Company directly. The
information given in this Presentation in the form of pictures, artistic renders, areas, consideration, project details etc. should not be construed to be or constitute advertisements, solicitations, marketing, offer for sale, invitation to
offer or invitation to acquire.The intention of this Presentation is not to sell or market the unit/s of any of the projects of the Company and is limited to only providing information to Recipient of the Presentation.

Note The project elevations are for representation purposes only and are the sole property of the Company and may not be reproduced, copied, projected, edited in any way without written permission from the Company.



Sunteck’s Approach Sunteck

Sunteck’s projects appear to be all over the map. Our bets are opportunistic and at the heart of the strategy is maximizing

shareholder value.

Sunteck’s intrinsic value is not a precise number. Different people analyzing Sunteck would come up with various valuations.

We are providing you the data we would like if our roles were reversed.

We believe the intrinsic value of Sunteck is a function of all the embedded value from all the deals and execution so far (1st
component) plus all the deals and execution to be done in the future (2" component) — discounted to present value at a

reasonable interest rate.

Sunteck is not only a real estate development company — it has over the years invested in growth ideas, which has led to

creation of intangible value for the company (refer Case Studies #1, 2,6, 7, 11 & 12).

With a promise to deliver more value to all of its key stakeholders, Sunteck excels on its true
strength from its successful track record of execution capabilities, robust sales and a strong brand

recall in MMR backed by new project launches across the pricing spectrum



Sunteck’s Approach Sunteck

We are presenting here the salient data from the past to help you figure out the 1st component of intrinsic
value. This same data can tell you something about Sunteck’s DNA to help you figure out the 2"dcomponent of

intrinsic value.

The diligent reader will note that we have made mistakes in the past as we have taken unique calls, most of
them have succeeded and resulted in high IRRs. Few of our calls have failed and turned out to be blunders but
that’s how we have grown the company from strength to strength. We will continue to make mistakes, but
without risking company’s financials, as we take more and more unique calls to grow the company

exponentially.

Similar to our recent acquisitions, we will continue to expand with our asset light development model —a

prudent risk mitigation strategy with minimal capital exposure to tackle unforeseen market risks.

All data is as of December - 2020 and project related numbers are basis revenue recognition and operational performance excl. overheads for

completed and ongoing projects respectively
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Case Study #1.1:

Approx. 2 acres of residential land acquired in 2006 from MMRDA in BKC for ~Rs. 140crores

Rs. 7 crores equity from Sunteck :: ~

Rs. 70 crores debt; Rs. 63 crores equity from Private Equity Investor L "~

! T

Private Equity Investor exited >20% IRR oninvestment : A
Completed in FY2014 -
64 apartments f --

1 AT

Success Factors: =N B
[

Well researched view of demand for high end residential in core CBD, typically
dominated by commercial developments in large globalcities

First mover advantage

Ultra-luxury apartments in BKC attracted premium clientele andpricing
World-class architecture and timely execution

Credible funding partners andnetwork effect of early buyers
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Case Study #1.2: Sunteck)

2 acres of land acquired in 2009 from MMRDA in BKC for ~ Rs. 520crores
Success of Sunteck’s Signature Island increased the BKC price by ~3x in 3years
Sunteck invested ~Rs. 150 crores
Partners invested ~Rs. 250 crores for an equity stake of 50%

Sunteck increased stake to 93.5% within 36 months of acquisition
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~Rs. 109 crores of investment made by private equity investor

Private equity investor exited > 20% IRR oninvestment

Signia Isles
76 apartments

Completed in FY2016

4

L

Signia Pearl
80 apartments

Completed in FY2017
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lCase Study #1.2: Signia Isles & Signia Pearl (BKC) Sunteck).

I Success Factors:
® Retained residential presence in sought after CBD of BKC
¢ Complementary product to Signature Island
*  Well researched
*  Network effect of previous buyers

° Execution and delivery timelines

© 2020 Sunteck Realty Limited, All Rights Reserved.



Case Study #1.1 & 1.2: Sunteck
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~80% sold across the 3 BKC residential projects

Particulars Till Date Additional (Estimated) Total

Revenue / Bookings ~Rs. 3,500 cr ~Rs. 1,800 cr ~Rs. 5,300 cr

Project Operating Margin ~Rs. 1,950 cr ~Rs. 1,300 cr ~Rs. 3,250 cr




Case Study #2: Sunteck)

High-end luxury residential development in Borivali, a western suburb of Mumbai
Bought ~2 acres land in 2007 for ~Rs. 53 crores
Developed premium high-end residences, targeting large families in the micro-market
No comparable product in the vicinity at thetime

Investment in land: ~ Rs. 53 crores
81 apartments; ~90% sold

Completed in FY2018

Particulars Till Date Additional (Estimated) Total
Revenue / Bookings ~Rs. 260 cr ~Rs. 30 cr ~Rs. 290 cr
Project Operating Margin ~Rs. 100 cr ~Rs. 10 cr ~Rs. 110 cr

Success Factors
Unique premium luxury product
Thorough research to identify appropriate product design for the micro-market
Strong brand recall post successful presence in BKCand ODC

Lessons Learned
Large format apartments: Ticket size too large for the micro-market
COVID-19 made the larger apartments attractive; >30 units sold in last 6 months



Case Study #3A: #3B:

Joint Development Agreement (JDA) in 2006
(Sunteck stake: 50%)
Land brought in by the landowners; construction

cost incurred by Sunteck

Investment in construction: ~Rs. 20 crores
Potential equity value: ~Rs. 130crores
Completed in FY2009

Leased Model (occupied primarily by Sunteck)
0.75 lakh sq ft (Sunteck’s area)

Sunteck

Land acquisition in 2007

Investment in land: ~Rs. 13 crores
Project Operating Margin: ~Rs. 55 crores
Completed in FY2015

100% of project sold

Total Sales / Bookings: ~Rs. 90 crores
~0.70 lakh sq ft

First to envision and execute commercial project in an emerging location of VileParle

Superior connectivity

Close proximity to Andheri & Ville Parle stations, Western Express Highway, Airports as well as
commercial hubs such as SEEPZ, MIDC & Bandra-Kurla Complex



Case Study #4: Sunteck)

JV in 2007 to build commercial office park inGoa
Sunteck invested Rs. 5 crores for 50% equitystake
1.1 lakh sq ft (total area)
Sunteck was responsible for development and construction
Landowner was responsible for sales and marketing

Completed in FY2015

Dispute with landowners due to his wrong practices; Court receiver appointed
on the premises at the behest of SRL

Sunteck has retired as a partner

Maximum estimated loss of receivables: ~“Rs. 15 crores

Learnings:
Partnership with an unknownpartner

For future projects, a potential partner’s past track record, compliance and ethics to be key criteria for selection
Sunteck will only deal with blue chip partners when responsibilities areshared

Sunteck will not give up complete control of Financial Accounts and / or Sales & Marketing



Case Study #5: Sunteck

Premium residential property situated in the city-center area of Chhaoni in Nagpur. 36 luxurious 4BHK flats with all
the amenities

Land bought under JV model for Signia Skys in 2008
36 apartments; ~“65% sold
Completed in FY2015

Sunteck’s share:
Investment in land: ~Rs. 7 crores
Revenue / Bookings to date: ~Rs. 23 crores
Unsold Inventory value: ~Rs. 14 crores
Total Project Operating Margin: ~Rs. 9 crores (~Rs. 4 crores till date)

Learnings:
To be selective in acquisitions outside Mumbai Metropolitan Region (MMR)

Premium residential market still nascent in Tier 2 cities
Ticket size is too large for Nagpur



Projects




Case Study #6: Sunteck

Integrated development in Oshiwara District Centre (Mumbai) — evolved and refined CBD vision of BKC xidy "
- Q.C.:
RECEIVED
Sunteck identified the next growth destination within Goregaon (W) - planned and being SE—
G
developed as a CBD by MMRDA, the same planning authority which delivered BKC successfully HAVE BECUN AT
’HE&/ENUFx
Research identified under valued potential of ODC, Goregaon (W) - discounted prices compared SwunteCk

GOREGAON (W)

to neighboring micro-markets such as Goregaon (East) & Lokhandwala (Andheri West);

also surrounded by prominent commercial developments like Nirlon, Nesco, Mind Space, etc.

MMRDA undertook significant infrastructure improvement: improved East West connectivity,

inclusion of Ram Mandir station on Western railway line and development of various 90 ft roads

Value creation through acquisition of 23 acre land for only ~Rs.425 crores (fully paid for) at

N
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<Rs1,000 / sq. ft.

Proposition of well designed apartments along with multiple amenities at attractive pricing in a

strategic location



Case Study #6: Sunteck).

~65% of the launched inventory sold

Avenue 1 completed in FY2021; Avenue 2 completion expected in FY2022; 4th Avenue completion

expected by FY2024 and future phases

Particulars Till Date Additional (Estimated) Total
Revenue / Bookings ~Rs. 1,700 cr ~Rs. 2,900 cr ~Rs. 4,650 cr
Project Operating Margin ~Rs. 700 cr ~Rs. 1,500 cr ~Rs. 2,200 cr

Potential equity value from commercial and retail project (5t Avenue): ~Rs. 5,250 crores

Potential annual rental income based on current expectations: ~Rs. 425 crores

Emerging micro-market with limited commercial supply; multiple pre-lease enquiries

Success Factors:

Early entrant in a planned CBD, with Sunteck’s research based on MMRDA future blueprints

Focus on integrated development

Diversification into rent-yielding commercial assets with potential of ~Rs. 425 crores annual

rental income |
5th Avenue

Note: Pictures are for representational purposesonly



l Case Study #7: Sunteck World, Naigaon Sunteck ).

! Aspirational Luxury residential development in Naigaon(MMR)
®  Sunteck capitalised on its strong brand by acquiring a project in the aspirational segment, under the asset light JDA model
°  Potential development of ~150 acres at Naigaon - an emerging western suburb between Borivali and Virar
®  Introduction of a new “World” brand — offering aspirational luxury homes in sub Rs. 1 crore bracket
*  Portfolio diversification with an entry into affordable segment
®  ~Rs. 50 crores upfront refundable deposit in 2018

¢ Sunteck controls development, construction, marketing and sales

DEC 2019 A A ‘ J DEC 2020
ACTUAL SHOT e | ACTUALSHOT

e v
DEC 2018
ACTUAL sHoT

NAIGAON

© 2020 Sunteck Realty Limited, All Rights Reserved.



’lCase Study #7: Sunteck World, Naigaon

! Sunteck WestWorld (Phase 1)

.l Record sales of 1,500+ apartments;

! Launched in FY2018; delivery targeted by earlyFY2022
1 Sunteck MaxxWorld (Phase 2)

! Record sales of 1,800+ apartments;

! Launched in FY2020; completion targeted by FY2023

| Expected project completion: 7 years

Particulars Till Date Additional (Estimated) Total
Revenue / Bookings ~Rs. 1,050 cr ~Rs. 3,350 cr ~Rs. 4,400 cr
Project Operating Margin ~Rs.375cr ~Rs. 1,300 cr ~Rs. 1,675 cr

Above numbers are SRL’s share only (net of JDA partner’s share)

! Success Factors:

*  Well researched acquisition and product configurations
*  Asset light model with minimal upfront capital commitment

*  Expedited execution post acquisition

Sunteck)
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Case Study #8A #8B Sunteck
#8C

JDA done in 2010 JDA was done in 2015 Commercial project at Andheri

~2 lakh sq ft investment grade ~2 lakh sq ft investment grade ~1 lakh sq ft investment
commercial development commercial development grade commercial

Asset light model with minimal Asset light model with development

upfront capital commitment minimalupfront capital commitment Project Operating Margin: ~Rs. 150
Sunteck’s area share: ~56.5% Sunteck’s area share: ~55% crores

Project Operating Margin: ~Rs. 160 crores Project Operating Margin: ~Rs. 175 crores RERA date for completion — FY2022
RERA date for completion — FY2023 RERA date for completion — FY2023 Completion of project expected by
Completion of project expected byFY2022 Completion of project expected by FY2022 FY2022

Entry into investment grade commercial offices enhanced Sunteck’s brand in BKCCBD
and Andheri commercial hub

Asset light model; low risk in capital-intensive BKCCBD
End-to-end control by Sunteck



Case Study #9: Sunteck

Premium landmark projects nestled in the financial hub of Navi Mumbai - Airoli offering uninterrupted waterfront views

Land bought under JV model for Signia Oceans in 2009 and for Signia Waterfront (Airoli) in 2010 from CIDCO for ~Rs. 116crores

Sunteck’s share

Land investment: ~Rs. 58 crores

Signia Oceans

Particulars Till Date Additional (Estimated) Total
Sold out
. Revenue / Bookings ~Rs. 160 cr ~Rs. 65 cr ~“Rs. 225 cr
Completed in FY2015
Project Operating Margin ~Rs. 45 cr ~Rs. 25 cr ~Rs. 70 cr

Signia Waterfront

Above numbers are SRLs share only (net of JV partner’s share)
~65% sold

Expected completion by FY2021

Success Factors
Well researched location
Superior connectivity to prominent areas like Vashi, Mulund, Powai & Eastern expressway

Established micro-market with world class social infrastructure, i.e., malls, international schools, hospitals and close
proximity to proposed Panvel airport




Case Study #10: Sunteck

Sunteck entered into a redevelopment agreement with the society located in Andheri (W) in 2013. Standalone
premium residential tower comprising of mostly 2 & 3 BHKapartments.

Sunteck development potential: ~0.5 lakh sqft
47 apartments; ~90% sold
Expected completion by FY2021

Particulars Till Date Additional (Estimated) Total
Revenue / Bookings ~Rs. 68 cr ~Rs. 8 cr ~Rs. 76 cr
Project Operating Margin ~Rs. 21 cr ~Rs. 2 cr ~Rs. 23 cr

Success Factors
Superior connectivity to International Educational Institute, medical facilities, local train stations, domesticand

international Airports

Upmarket residential micro-market with significant demand

Asset light model

Redevelopment will be huge in Mumbai over several decades as the city’s housing stock is mostly very old and
dilapidated with invaluable land
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Case Study #11:

In FY2021, Sunteck Realty acquired a new residential project under its asset light
strategy with minimal upfront capital commitment in a strategic location with of
Vasai with untapped demand

~45 lakh sq ft of saleable area of residential development

Sunteck’s revenue share: ~74%

Sunteck’s expected Sales: ~Rs. 3,500 crores (net of JDA partner’sshare)
Sunteck’s Project Operating Margin: ~Rs. 2,250 crores

Project targeted to commence by FY2022

Success Factors

Unique opportunity to develop apartments offering unobstructed sea views
Minimal upfront capital commitment

Well established social and civicinfrastructure

Sunteck
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Case Study #12:

In FY2021, Sunteck Realty added another project on JDA model with minimal
upfront capital commitment in emerging location of Vasind

~26 lakh sq ft of saleable area affordable residentialdevelopment
Sunteck’s revenue share: ~80%

Sunteck’s expected Sales: ~Rs.950 crores (net of JDA partner’s share)
Sunteck’s Project Operating Margin: ~Rs. 400 crores

Project targeted to commence by FY2022

Success Factors

Nominal upfront capital commitment
Second transaction with landowners basis strongrelationship
Expansion of Sunteck’s ‘World” brand portfolio

Superior connectivity as project located along a National Highway

Sunteck
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Case Study #13: Sunteck

Sunteck Crest Sion, Central Mumbai

5 Acres of land acquired in 2007 under JV cum JDA model for ~Rs. 40 crores in Sion Central Mumbai
JV partner includes Ajay Piramal Group
Sunteck’s share of JV: 50%
Sunteck’s total expected Sales from this project: ~Rs. 480 crores (net of JV Partner’s share)
Ongoing discussions with Partners for way forward; Project targeted to commence by FY2025

Expected Project Operating Margin:~30%

South Mumbai

Acquired residential project in Nepean Sea Road, Mumbai for ~“Rs. 35 crin2018
Redevelopment project
Total area: ~2.5 lakh sq ft;
Total expected Sales: ~Rs. 3,000 crores
Project targeted to commence by FY2025

Expected Project Operating Margin: >~45%



Case Study #14: Sunteck

Sunteck Dubai

In 2015-16, Sunteck Realty entered into JV with Dubai-based conglomerate company to develop branded residences in Dubai
2.28 acres land; Sunteck invested ~Rs. 140 crores for 50% stake in JV and no subsequent investment required by Sunteck
Project located in Downtown Dubai, close to Burj Khalifa Tower and Dubai Mall - most sought after addresses in Dubai
Potential development area: ~8.3 lakh sq ft; Sunteck’s expected Sales: ~Rs. 1,700 crores
Adjusted profit share of Sunteck: >~ Rs. 1,000 crores

COVID has hit Dubai hard; Launch dependent on Dubai recovery/bounce back and expected to commence by FY’24 -’26

Success Factors

Opportunistic investment with minimal capital commitment
Dubai emerging as a strong global contender for second home options

15% of real estate buyers in Dubai arelndian



Case Study #15: Sunteck

Signia City: Jaipur

81 Acres of land acquired in 2009 under JV cum JDA model in a prominent location near Bani Park and Railway station of Jaipur
with an investment of ~Rs. 11 crores by Sunteck

JV partner includes Ajay Piramal Group; Sunteck’s share of JV: 50%
Sunteck’s total expected Sales: ~Rs. 2,400 crores (net of JV Partner’s share)
Project targeted to commence by FY2026

Expected Project Operating Margin:~20-25%



’l Summary: Project Wise Project Operating Margin Breakup Sunteck)

S.No. Tetae T Project Operating Margin

~Till Date ~Expected (Estimated) ~Total
Rs. Cr Rs. Cr Rs. Cr
Completed

1 Signature Island, Signia Isles & Signia Pearl BKC 1,950 1,300 3,250

2 Signia High, Borivali 100 10 110

3 Signia Oceans & Signia Waterfront®, Airoli 45 25 70

4 C)thers,2 59 5 64

Tt 2154 130 389
Ongoing

5 Sunteck City, Goregaon (W) —Residential® 700 1,500 2,200
6 Sunteck World, Naigaon 375 1,300 1,675

7 Sunteck Icon, BKC - 160 160

8 Sunteck BKC51, BKC - 175 175

9 Sunteck Crest, Andheri - 150 150

10 Gilbird Hill 21 2 23

Near Future

11 Vasai —New Acquisition - 2,250 2,250
12 Vasind — New Acquisition - 400 400
13 Sunteck City, Goregaon (W) — Commercial - 3,000 3,000
.~ Tfota . 50 560
Future
14 Sunteck Crest, Sion - 150 150
15 South Mumbai Project - >1,350 >1,350
16 Dubai Project - >1,000 >1,000
17 Signia City, Jaipur - >500 >500

Total 3,250 >13,250 >16,500

1Signia Waterfront is nearing completion; 2Includes Signia Skys, Sunteck Centre & Sunteck Grandeur; 3Avenue 1 is completed & Avenue 2 is nearing completion
Please note above table is only for Sunteck’s share and on the basis of revenue recognition & bookings;
As of Q3 FY21, Sunteck’s Secured Debt is Rs. 672 crs and Net D/E 0.24x. The overheads for the company including SG&A, employee, finance and other costs is approximately ~Rs. 12-15 crs / month



Contact

5th Floor, Sunteck Centre,
37-40 Subhash Road,
Vile Parle (East), Mumbai — 400057

Tel: +91-22-42877800

Email: ir@sunteckindia.com
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Email: ir@sunteckindia.com



mailto:ir@sunteckindia.com
mailto:ir@sunteckindia.com

	prez
	SRL Case Studies


{ "type": "Document", "isBackSide": false }

