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NOT FOR PUBLICATION OR DISTRIBUTION, DIRECTLY OR INDIRECTLY, IN OR INTO THE UNITED STATES, JAPAN AND CANADA.

THIS PRESENTATION DOES NOT CONSTITUTE OR FORM A PART OF ANY OFFER OR SOLICITATION TO PURCHASE OR SUBSCRIBE FOR SECURITIES IN THE UNITED STATES AND SHALL NOT 

FORM THE BASIS OF OR BE RELIED ON IN CONNECTION WITH ANY CONTRACT OR BINDING COMMITMENT WHATSOEVER. NO SECURITIES MAY BE OFFERED OR SOLD IN THE UNITED 

STATES ABSENT REGISTRATION OR AN EXEMPTION FROM REGISTRATION UNDER THE U.S. SECURITIES ACT OF 1933, AS AMENDED (THE “SECURITIES ACT”), OR THE SECURITIES LAWS OF 

ANY STATE OF THE UNITED STATES OR OTHER JURISDICTION AND THE RULES AND REGULATIONS THEREUNDER. 

THIS DOCUMENT IS BEING PRESENTED TO YOU SOLELY FOR YOUR INFORMATION AND MAY NOT BE REPRODUCED, REDISTRIBUTED OR PASSED ON, DIRECTLY OR INDIRECTLY, TO ANY 

OTHER PERSON OR PUBLISHED, IN WHOLE OR IN PART, FOR ANY PURPOSE. 

This presentation is being made to you on the basis that you have confirmed you are not located or resident in the United States. 

This document and any related presentations have been prepared by No Va Land Investment Group Corporation (“Novaland” or the “Company”) solely for use at its presentation to prospective investors and 

may not be taken away, reproduced or redistributed to any other person. By attending this presentation, you are agreeing to be bound by these restrictions. Any failure to comply with these restrictions may 

constitute a violation of applicable securities laws. 

This presentation does not constitute or form part of, and should not be construed as, an offer to sell, subscribe or issue or the recommendation or solicitation of an offer to buy, subscribe for or acquire 

securities of the Company or any of its subsidiaries or affiliates in any jurisdiction in which such offer, solicitation or sale would be unlawful prior to registration or qualification under the securities laws of any 

such jurisdiction or an inducement to enter into an investment activity. No part of this presentation, nor the fact of its distribution, should form the basis of, or be relied on in connection with, any contract or 

commitment or investment decision whatsoever.

The information contained in these materials (“Information”) has been provided by the Company or, with respect to market data, industry data, and other industry statistics, derived from public or third-party 

sources and has not been independently verified. No representation or warranty express or implied is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of 

the Information or opinions contained herein and nothing in this presentation is, or shall be relied upon as, a promise or representation by the Company. It is not the intention to provide, and you may not rely on 

these materials as providing, a complete or comprehensive analysis of the Company’s financial or trading position or prospects. The Information and opinions in these materials are provided as at the date of 

this presentation and are subject to change without notice. None of the Company nor any of its respective affiliates, advisers or representatives shall have any liability whatsoever (in negligence or otherwise) for 

any loss howsoever arising from any use of these materials or their contents or otherwise arising in connection with the materials. 

This document contains, and any related presentation may contain, financial information regarding the businesses and assets of the Company and its consolidated subsidiaries. Such financial information may 

not have been audited, reviewed or verified by any independent accounting firm. The inclusion of such financial information in this document or any related presentation should not be regarded as a 

representation or warranty by the Company, any of its affiliates, advisers or representatives or any other person as to the accuracy or completeness of such information’s portrayal of the financial condition or 

results of operations of the Company and should not be relied upon when making an investment decision. 

This document is only addressed to and directed at persons in member states of the European Economic Area who are “qualified investors” within the meaning of Article 2(1)(e) of the Prospectus Directive 

(Directive 2003/71/EC) (“Qualified Investors”). In the United Kingdom, this document is being distributed only to and is directed only at Qualified Investors (i) who are persons who have professional experience 

in matters relating to investments falling within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2001 (as amended) (the “Order”) or (ii) who are high net worth entities 

falling within Article 49 of the Order, and other persons to whom it can otherwise lawfully be communicated (all such persons together referred to as “Relevant Persons”). This document is only addressed to and 

directed at persons in Hong Kong who are “professional investors” as defined in the Securities and Futures Ordinance (Cap 571) of Hong Kong and the rules made thereunder. In Singapore, this document is 

directed only to persons who are (i) institutional investors, as defined under Section 274 of the Securities and Futures Act, Chapter 289 of Singapore (the “SFA”) or (ii) relevant persons pursuant to Section 

275(1) or any person pursuant to Section 275(1A), in accordance with the conditions specified in Section 275, of the SFA. This presentation is not for distribution, directly or indirectly, to any person in any other 

jurisdiction, where such distribution is prohibited by applicable law.

For the purposes of Directive 2014/65/EU (as amended, “MiFID II”), the target market (MiFID II product governance) for any securities of the Company, if an offer proceeds, is eligible counterparties and 

professional clients only (all distribution channels), each as defined in MiFID II. Any such securities of the Company are not intended to be offered, sold or otherwise made available to any retail investor in the 

European Economic Area. For these purposes, a retail investor means a person who is one (or more) of: (i) a retail client as defined in point (11) of Article 4(1) of MiFID II; (ii) a customer within the meaning of 

Directive 2002/92/EC, where that customer would not qualify as a professional client as defined in point (10) of Article 4(1) of MiFID II; or (iii) not a qualified investor as defined in Directive 2003/71/ EC (as 

amended). Consequently, no key information document required by Regulation (EU) No 1286/2014 (the “PRIIPs Regulation”) for offering or selling any such securities of the Company or otherwise making them 

available to retail investors in the European Economic Area has been prepared and therefore offering or selling any such securities of the Company or otherwise making them available to any retail investor in 

the European Economic Area may be unlawful under the PRIIPs Regulation.

The distribution of this document and any related presentation in other jurisdictions may be restricted by law and persons into whose possession this document or any related presentation comes should inform 

themselves about, and observe, any such restriction. Any failure to comply with these restrictions may constitute a violation of the laws of any such other jurisdiction. This document may not be acted on or 

relied on by persons who are not eligible to invest in securities offered by the Company. Any investment or investment activity to which this communication relates is available only to persons eligible to invest in 

securities offered by the Company and will be engaged in only with such persons. 

Disclaimer
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The information contained herein is preliminary, limited in nature and subject to completion and amendment. All opinions and estimates included in this document speak as of the date of this document (or 

earlier, if so indicated in this document) and are subject to change without notice. Neither the Company nor any of its affiliates, advisers or representatives make any undertakings to update any such information 

subsequent to the date hereof. 

This document contains certain “forward-looking statements.” All such forward-looking statements are subject to certain risks and uncertainties that could cause actual results to differ materially from those 

contemplated by the relevant forward-looking statement. Such forward-looking statements are made based on management’s current expectations or beliefs as well as assumptions made by, and information 

currently available to, management. Caution should be taken with respect to such statements and you should not place undue reliance on any such forward-looking statements. The Company does not 

undertake to revise forward-looking statements to reflect future events or circumstances, nor can it give any assurance that future events will occur, that projections will be achieved, or that its assumptions are 

correct. 

This document contains certain statistical analyses. Numerous assumptions were used in preparing the statistical information, which may or may not be reflected herein. The Company has not verified such 

information with independent sources. As such, no assurance can be given as to the statistical information’s accuracy, appropriateness or completeness in any particular context; nor as to whether the statistical 

information and/or the assumptions upon which they are based reflect present market conditions or future market performance. The statistical information should not be construed as either projections or 

predictions or as legal, tax, financial or accounting advice. 

By attending this presentation and/or accepting a copy of this document, you agree to be bound by the foregoing limitations and conditions and, in particular, will be taken to have represented, warranted and 

undertaken that: (i) you have read and agree to comply with the contents of this notice including, without limitation, the obligation to keep this document and its contents confidential; (ii) you will not at any time 

have any discussion, correspondence or contact concerning the information in this document with any of the directors or employees of the Company or its subsidiaries nor with any of their customers or 

suppliers, or any governmental or regulatory body without the prior written consent of the Company; (iii) you agree not to remove this document, or any materials provided in connection herewith, from the room 

where such documents are provided; and (iv) you are an eligible investor attending this presentation outside the United States.

Disclaimer (cont’d)
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1.  Overview of Novaland



Novaland – #1 residential developer in HCMC(1)

with a market share > 2 times larger than the next closest competitor

 Established in 1992 and listed on the HCMC Stock Exchange (HSX) in 2016 with 
c.USD2.5bn as of 31st Dec, 2018

 Currently employs over 1,100 employees

 #1 in HCMC with 24% of market share in 2017(1)

 One of the largest land banks in HCMC

 Portfolio focused on mid-end to high-end residential segment, making Novaland
primed to tap into Vietnam which has the largest proportion of middle income 
population in ASEAN

 Primarily focused on residential with some commercial, office-tel, township and 
hospitality

 Strong track record of selling more than 27,000 units since 2009, handed over nearly 
14,500 units as of 31st Dec, 2018

 8 new projects handed over in 2018 

 Focus on medium-scale projects with close-to-complete legal status in prime locations 
in Ho Chi Minh City

 11 projects, all in HCMC, with nearly 1,247,000 sqm of NSA under development

 Land bank of 6.52mn sqm in HCM City, sufficient for at least 7 – 10 years of 
development

 High visibility on earnings as a result from its existing US$1.5bn(2) of cumulative pre-
sales to be recognized up to 2020.

Source: Savills.
(1) Based on Savills’ analysis of total number of transactions involving Grade B apartments within Ho Chi Minh City in 2017.
(2) As of 31 Dec 2018

The dominant homebuilder of quality residential homes in the fastest growing city of Vietnam
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Largest
residential 
developer
in HCMC

Focused
on the 

mid-end 
residential
segment

Strong brand 
recognition 

and excellent 
track record

Good
quality project 
development in 
prime locations 

throughout 
HCMC

High 
degree of 
earnings 
visibility



Snapshot of Novaland’s undisputed leadership in HCMC 
residential market

L e a d i n g  r e s i d e n t i a l  d e v e l o p e r  i n  H C M C  b y  a n  u n a s s a i l a b l e  m a r g i n

Dominance snapshot 2018 Key financial snapshot (1)

24%
market share

within HCMC(2)

27,000
Units Sold Since 

2009(1)

USD3.3bn
of GDV Sold since 

2009(1)

USD141mn
NPAT

y.o.y Growth: 103%

USD656mn
Net Revenue

y.o.y Growth: 58.1%

34.0%
Gross margin

y.o.y Growth: 21%

Market share > 2 times larger than the 
next closest and almost equivalent to 
the next 3 competitors combined

Strong and proven track record 
of growth

Capturing the Huge Middle 
Income Opportunity (4)
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Cumulative Net Saleable Area (NSA) % of middle class in HCMC’s 
population

High-end and luxury

Mid-end

Affordable

5.0%

88.1%

6.9%

24%

9%

9%
7%
7%

44%

24%

9%

9%

7%

NVLG

Ha Do Corp
Vingroup

Phu My Hung

Keppel Land

Others

Vingroup

Phu My Hung

Keppel Land

As of 31 Dec 2018
Note: USD/VND: 23,303. 
(1) According to unaudited consolidated 4Q2018 financial statements.
(2) According to Savills’ report 2017
(3) Excluded Madison and Park Avenue
(4) Distribution based on middle-class household disposal income of USD1,000 to USD10,000 p.a.

5

9 37
144

538

847

1,322

1,733
1,883

2011A 2012A 2013A 2014A 2015A 2016A 2017A 2018F

Cumulative Net Saleable Area (NSA) (3)

9 28 107 394 309 476 411 150

Years sold NSA (‘000 sqm)(1)



Emergence of Novaland as the dominant residential player in HCMC

Source: Company information, Bloomberg, FactSet.
Note:
(1) As of 31st Dec 2018.

1992
2007

2009

2011

2012

2013

2014

2015

2016

2017

1995

2018

 Nova Group was 
established  by in 1992 in 
the agriculture business 
through its subsidiary 
Anova Corp, focused on 
veterinary medicine and 
animal healthcare products 

 Nova Group started 
development of villas for 
rent in District 2

 Nova Group 
diversified, with 
businesses in 2 
segments:

− Anova Corp: 
Clean food 
supply chain

− Novaland
Group: Real 
estate industry

 Started 
construction of 
Sunrise City 
(3 phases: South, 
Central and North)

 Focused on 
mid-end segment

 Started Tropic 
Garden

 Completed: 
Sunrise City –
South Tower

 Started 2 
projects:

−The Prince 
Residence

−Lexington 
Residence

 Started 
construction of: 
− Galaxy 9 
− Icon 56
− Rivergate
− Sun Avenue
− Lucky Palace
− GardenGate
− Orchard Garden
− Tresor
− Lucky Dragon

 Successfully 
raised 
USD50mn 
convertible 
preferred shares 
from Dragon 
Capital and Vina
Capital

 Launched first resort project, Azerai Can Tho
Resort

 Received additional USD50mn unsecured loan 
from Credit Suisse

 Raised USD390mn from CB and Equity

 Mkt cap c.USD2.5bn(1)

 Launched The Grand Manhattan

 Introducing NovaHills Mui Ne Resort & Villas

 Projects portfolio: 
40+ 

 GFA: ~9.8mn sqm

 Successfully raised 
USD230mn from 
foreign investors 
(debt and equity) 

 IPO & Listed on 
HSX (Mkt cap 
USD1.2bn) in 
December

 Received USD30mn loan from 
Maybank

 Received USD75mn unsecured 
loan from Credit Suisse

 Included in MSCI VN Index, Van 
Eck ETF, FTSE VN Index and 
VN30 Index

 Launched: Victoria Village
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Significant boost in connectivity will accelerate demand for pipeline projects

Novaland portfolio located in prime locations in HCMC

Source: Company information.
Note: As of 31 Dec 2018
(1) 17 completed projects. For details, please refer to Appendix.
(2) 11 under development projects. For details, please refer to Appendix. 
.

Metropolitan linesCompleted project(1) Under development(2)
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17.0%

N
S

A
G

D
V

 f
o

r 
c
o

m
p

le
te

d
 a

n
d

 u
n

d
e
r 

d
e
v

e
lo

p
m

e
n

t 
p

ro
je

c
ts

Total NSA
2.1mn sqm

Total GDV
USD4.0bn

Completed
projects

Under
development

O

B

P

E

F

G

P

D

A

C

Q

IJ
B

C

E

F

G

H

J

D

K

L M

N

H

A

7

K



District 7

Binh Thanh
District

Tan Phu
District

Binh Tan
District

Tan Binh
District

Go Vap
District

District 6

District 10

District 5

District 8

District 3

District 1

District 4

Binh Chanh District

District 2

District 9

Thu Duc
District

Phu Nhuan
District

Tan Son Nhat
International Airport

HCMC
CBD

N

C

I

K

Nha Be
District

District 11

X

R

Q

District 12

D

S

P
H

3 km 6 km 9 km

Land bank located in prime locations and expected to 
appreciate in value

Metropolitan lines

Novaland’s existing landbank has a GDV of c.USD7.4bn(1). Prime landbank is expected to 
further appreciate in value given proximity to upcoming metro line.

Source: Company information.
Note: As of 30 Sep 2018
(1): Not included Project X and Project Y

Ho Chi Minh City

T
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Land bank Location
Land area 

(m²)
Status

Project C Dist. 2 1,360,001 Owned

Project D Dist. 12 91,121 MOU

Project F Dist. 2 50,000 Owned

Project H Dist. 2 97,055 Owned

Project I Dist. 2 830,308 MOU

Project K Dist. 4 31,527 Owned

Project P Dist. 2 302,240 Owned

Project Q Dist. 9 1,348,353 MOU

Project R Dist. 9 1,586,407 Owned

Project S Dist. 8 500,475 Owned

Project T Dist. 9 316,076            MOU

Project X Dist.3 4,531 MOU

Project Y Dist.2 3,748 MOU

Total HCMC land bank 6,521,842

Representing GDV of USD7.4 bn
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Strategic roadmap

Source: Company information.

 During phase 3 
(2025 onwards), 
Novaland Group will 
develop in 3 areas:

 Real Estate

 Tourism

 Ecocity

2007 – 2015 2025 & beyond2015 – 2025

S
h

a
re

h
o

ld
e

r 
v
a

lu
e

 Focusing on residential 
in HCMC to become 
the Number One brand 
in HCMC

 Continuing to focus on HCMC while 
selectively reviewing opportunities elsewhere

 Expanding into hospitality and tourism

 Novaland has now 
successfully 
accomplished the 1st 
phase, concentrating 
on medium end 
apartments

 In phase 2, the company 
continues to focus on key 
apartment products, 
expanding into integrated 
resorts and Tourism

Stage 3

Stage 2

Stage 1

Novaland has been executing its strategy of focused growth over time with compromising on quality and 
profitability, and is now on track for its next trajectory of growth
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Powerful multi-format, 
with international 

operators, in 
combination with 

developer branded 
assets to cover a 
growing market of 
clientele profiles

Highly scalable 
expansion via the 

systematic 
identification and 

acquisition of well-
located and large-
scale land parcels 

which can be 
redeveloped.

Growth of the 
Novaland ecosystem 

to cater to modern 
lifestyle and the 

creation of synergy 
between various 

Novaland products.

Selective focus on 
international and 
domestic tourist 

destinations that have 
strong potential to 
become the next 

regional resort hubs.

DEVELOPMENT STRATEGY
HOSPITALITY PROPERTY

The Group will 
build a developer and owner 

business model to accelerate the growth 
of the hospitality platform through a high velocity 

capital recycling strategy via recurring income from hotel, 
resorts and other facilities, and proceeds from selective for-sale hospitality 

assets.

EXPANSION STRATEGY



LODGING

TOURISM DEVELOPMENT

TRANSPORTATION (CUSTOMERS)

LOGISTICSTRAVELING SERVICES

ENTERTAINMENT FOOD & BEVERAGE/ RETAIL

SHOPPING

NovaWorld, NovaBeach, NovaHills. 

Hotel & resort (3 star- 6 star)  (branded villas)

Second home: Condotel, apartments, 

villas…

Cooperation with the other local 

and international travel agencies

Promoting cultural programs/ festivals

Water park, Theme park, Aquarium, 

Safari, Zoo, Golf, Entertainment center 

(game, racing, karaoke…)

Road transportation, air travel, waterway 

Transportation, storage, suppy of goods

Self-organizing or alliance, association 

with the partners

Franchise or alliance, association 

with the partners

+Traditional Products: local specialities, traditional village

+ Modern shopping: Branded store, shop

NOVATOURISM

NOVATOURISM
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TOTAL LANDBANK

74%
HOSPITALITY

TOTAL LANDBANK

2,650
HECTARES

26%
RESIDENTIAL
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2.  Key investment highlights



Key investment highlights

Dominant player in HCMC with the best exposure to Vietnam’s growing 
middle class affluence and housing consumption

Brand leader, synonymous with quality, due to established track 
record and solid operational performance

Strong visible growth underpinned by high quality pipeline and 
landbank

Low risk and capital effective business model supported by strong 
cash flow generating capabilities

Proven and experienced management team with strong execution track 
record and guided by strong corporate governance policies in place

1

2

3

4

5
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Strong GDP growth and consumer spending with 
price stability …

Source: SAP independent industry report; Economist Intelligence Unit (EIU); IMF World Economic Outlook Database (July 2015), ICAO (2014 annual report), Boston Consulting group, ADB database, BMI.
(1) Middle class population refers to households with annual disposable incomes of between US$1,000 to US$10,000.

Highest population proportion among workforce in ASEAN

5.2%
4.8%

4.4%

3.1% 3.0%

1.6%

Vietnam Philippines Indonesia Malaysia Thailand Singapore

5.8%
5.3% 5.1%

4.2%

2.7%
2.2%

Vietnam Philippines Indonesia Malaysia Thailand Singapore

The fastest growing economy in ASEAN

Projected GDP CAGR (CY2016-2030)

The fastest growing disposable income in ASEAN

(2016E-2021E)

Population with age range between 25 – 44 as % of total population (2016)

One of the largest middle class population(1) in ASEAN

1

88.1%
83.5%

72.1% 70.9%

27.3%

0.3%

Vietnam Philippines Thailand Indonesia Malaysia Singapore

48.7% 48.7% 
43.9% 42.7% 

40.3% 39.0% 

Vietnam Malaysia Indonesia Thailand Singapore Philippines
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… underpinned by a stable exchange rate…

Source: Economist Intelligence Unit (EIU); Global Insights, Bloomberg.
(1) Indexed as of reference date of 22 Feb 2017.

Relatively stable VND performance vs. other ASEAN 
currencies(1) Robust foreign reserves

Increase in FDI and remittance rates Inflation under control

Inflation growth (%)
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Vietnamese government has 
focused on driving stable and 
sustainable economic growth 
since 2012, with a focus on 
maintaining stable price levels 
and reducing inflation
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HCMC Bangkok

Kuala Lumpur Manila

Shanghai

…with residential market poised for growth

Source: JLL Research; Economist Intelligence Unit (EIU); Global Insights, Bloomberg.
(1) Based on top quintile household incomes and an entry level apartments across cities

One of the highest rates of urbanization in ASEAN…
… but housing still significantly more affordable than 
regional peers

Vietnam’s mortgage market is significantly underpenetrated 
compared to regional peers Vietnamese residential prices have significant room to run

Prime Residential Price Growth (Index: 2006 = 100)

1

33%
44%

53%
49%

74%

100%

54% 56%

71% 72%

86%

100%

Vietnam Philippines Indonesia Thailand Malaysia Singapore

2014 2050

+12
%

+18
%

+23
%

+12
%

0%+21%

Urbanization (share of total population living in urban areas)

4.0 
4.7 4.9 

6.9 
7.5 

HCMC Kuala Lumpur Jakarta Bangkok Manila

Home Price-to-Income Ratio (x) in 2017(1)

1.9%
4.9%

20.0%

49.5% 50.6%

Vietnam Philippines Thailand Malaysia Singapore

Residential 
upside 

potential

Total home mortgage loans outstanding as % of GDP in 2016
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Positive demand-supply dynamics in HCMC condo 
market

Source: CBRE, JLL Research.

1

New launches Sales

39,838

31,106
33,431 32,914

2017 population: 
>13mn. (include 

unregistered residents) 

Landed properties drop in new supply in 2018

Completed stock vs. HCMC population

Launches and sales forecast for condos for 2018 and 2019

(Units)

2016A 2017A 2018E 2019E 2016A 2017A 2018E 2019E

Affordable Mid-end High-end Luxury

31,850
33,450

30,213
31,299

18

9,700

147,000

Villa/Townhouse

Condominium

HCMC being the preferred destination for FDI

2,781  2,798  
3,172  

3,405  

6,506  

Hanoi Binh Duong Thanh Hoa Bac Ninh HCMC

(USDmn)



Highest infrastructure spending will boost real estate 
capital values

Vietnam is the leader in Southeast Asia’s infrastructure race – spending billions to attract foreign investments

6.8%
5.7%

2.7% 2.6% 2.3% 2.3% 1.9% 1.7%
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2016 Infrastructure spending(1) as a % of GDP

Source:  CBRE.
Note: (1) Public and private sector infrastructure investment in 2016 as a % of GDP.

Vietnam is the leader in Southeast Asia 

by a significant margin

HCMC’s Metro Line #1 PPP: North South 
Expressway

Long Thanh International 
Airport

• Biggest spender in Southeast Asia on 
infrastructure investment

• Infrastructure investments targeted at 
attracting foreign investments

• HCMC to benefit from significant 
infrastructure investment 

• HCMC: 5 new highway projects ongoing
with 2 metro lines under construction

• Infrastructure projects will contribute to 
development of real estate markets and 
higher capital values in key cities

• Novaland’s projects located near many recent 
and upcoming key infrastructure 
developments

1

Thu Thiem No. 2, No.4 Bridge
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Novaland’s competitive strengths

 Focus on medium scale 

projects with close-to 

complete legal status in 

prime locations

 Access to high quality 

land at competitive prices 

from private and 

government sector

 Proven ability to  acquire 

land bank with 

convenient access to 

supporting infrastructure 

and transportation systems, 

and appropriate value 

appreciation potential

 Project development team 

manages all aspects of site 

development, project 

construction and quality control, 

including review and approval 

of construction plans and 

progress

 Outsources nearly all its 

construction activities to both 

domestic and international 

contractors

 Leverage brand reputation by 

contracting with many sub-

contractors

 Develop and train its own  

sales team of more than 

300 staff. The only 

developer with a 

dedicated in-house sales 

team

 After-market service 

offering captures customer 

and enhances loyalty to 

Novaland

 Diversify sales force by 

outsourcing external agents 

depending on product type.

 Focus on mid-end 

segments at strategic 

locations across HCMC

 Market knowledge and 

research and development 

activities also play a key 

role across the value chain

 Diversified project  offering 

including apartments, office-

tel, commercial and 

hospitality (to commence 

operations), tailored 

specifically to requirements 

of customers

Source: Company information.

2

Focused strategy Land acquisitions Development & Operation Sales force
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Flexible saleforce strategy driving good sales flows 

Source: Company information.
(1) Includes sales from Madison, Park Avenue agreed under a management contracts where Novaland assists to sell units in exchange for a fee.

2

 Largest and dedicated in–house sales salesforce to cater to customer needs

Strong incentive structure with aligned compensation structure

Well-trained with required tools and information to market Novaland properties

Range of sales locations for customers across the city

High quality after-market service to enhance customer loyalty

After sales services include maintenance of common facilities, customer services 
e.g. reception areas, telephone hotlines and customer care centres, public utilities 
such as gyms, swimming pools, landscaping services, parking management, 
cleaning and electricity

 Innovative marketing strategies e.g. flexible payment, dedicated show flats and 
model homes, etc

Market research team stays abreast of latest sale techniques and offers

 Leverage strong reputation amongst customers to drive sales – particularly word-
of-mouth referrals 

 Focused on sales of Novaland projects

Able to identify customer needs and requirements to refer them to appropriate 
projects to generate sales

Diversify sales forces by outsourcing external agents depending on product 

type.

In-house 
sales team

300+ 
sales persons

Dedicated 
sales 

services

Tailored 
strategies

Diversifying  
sales forces
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Recent launches demonstrates robust demand

Source: Company information.
Note: USD/VND: 23,303 for all periods.
ASP for appartments (Botanica Premier and Saigon Royal) and Villas(Lakeview City)
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Launch: 1Q2016

• Mid-end mid-scale project
• GDV: USD 113mn

• Projected handover: 4Q2018

Launch: 2Q2016

• High-end mid-scale project
• GDV: USD147mn

• Projected handover: 1Q2019

Units

Units

Launch: 2Q2016

• Low-rise large-scale project
• GDV: USD 366mn

• Projected handover: 
1Q2017 to 4Q2018
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% absorptionCumulative units sold

FY16: 2,827

FY17: 3,442

FY16: 2,918

FY17: 3,064

FY16: 1,517

FY17: 1,662

FY18: 3,094

FY18: 3,472

ASP psm (USD )
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Unbilled contractual sales of c.USD1.5bn(3) as of 31st December 2018

Contracted sales (2018A) Locked-in Revenue to be recognized

168 

447 279

Low-rise
projects

High-rise
projects

Total

Low-rise projects High-rise projects

(USDmn)(USDmn)

Source: Company information as of 31 December 2018.
Note: USD/VND: 23,303.
(1) Lakeview City, Victoria Village, Golden Mansion, NovaHills Mui Ne, NovaBeach Cam Ranh
(2) Excludes Park Avenue and Madison which are NVL’s collaboration projects.
(3) USD1.6bn of cumulative pre-sales have already been contracted to be recognized up to 2020.

Healthy level of unbilled sales underpins high 
revenue visibility in 2018 / 2019

3

(1) (2)

23

333

1,171

Unbilled 

contractual sales

USD1.5bn



Novaland’s properties command a premium over market 
due to its reputable brand(1) Sizeable land bank to propel next phase of growth

Existing 6.52mn sqm of land bank is sufficient for the next 7 – 10 years of development

Focus on optimising land acquisition cost versus quality (location and accessibility) through 

dedicated internal acquisitions team

Focus on medium scale projects with close-to-complete legal status at prime locations

Source: Company information, Savills.
(1) Savills’ average selling price for each district in Ho Chi Minh City was compared against the performance of one of Novaland’s assets in the same district. These specific 

properties were subject to comparison: Sunrise Central, Water Bay, Saigon Royal, Botanica, Richstar, Lucky Dragon and Lucky Palace.

Unrivalled brand equity and well poised for future 
growth

3

(USD psm)

Land bank is getting scarce in HCMC, resulting in high barriers to entry for competitors. With the largest 
landbank in HCMC, Novaland will remain the dominant player in the foreseeable future

803 

2,624 2,582 

3,928 2,566 

1,471 

3,650 

2,594 

38 54 16 
505 

3,369 

4,095 

6,231 
6,522

2011A 2012A 2013A 2014A 2015A 2016A 2017A 2018

Owned MOU

('000 sqm)
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Fast turnover development process supported by 
unparalleled execution capabilities, maximising cashflow

4

Months 1 2 3 4 5 6 7 8 9 10 11 12 24-30 30~

Land 

acquisition

Planning and 

pre-work

Pre-sales

Construction

SPA

Delivery and 

after-sale 

services

Fast turnover development process

 Dedicated acquisitions team that proactively searches for 
project sites in prime locations at costs lower than market

 Comprehensive due diligence to ensure no title issues

 Speedy transfer procedure

 Strong design expertise with local knowledge

 Market research team utilize data analytics to evaluate 
customer preferences, market trends and evaluate 
optimum market pricing

 Cost team put together detailed cost model which is 
approved by BOD before approaching contractors

 Well trained sales teams provide support in bank loans 
and offer product packages that suit customers’ needs

 Experienced management and sales team with incentives 
to drive strong performance

 Robust cooperation with local partners to stay abreast of 
latest construction techniques

 Large number of concurrent developments allows 
Novaland to procure supplies at competitive prices

 Diversified base of contractors, with ability to select most 
competitive contract and pricing terms 

 Weekly reports sent to update the BoD on construction 
status with potential cost overruns flagged

 Strong cost and quality controls to ensure products are 
delivered on time and at a consistently high quality

 Dedicated delivery and after-sales management team
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Completion of 
foundation

Source: Company information.

12 months from pre-sales, the 
typical take-up rate of the overall 
project is 50-70% and essentially, 

the project then becomes self-
funded as Novaland can use the 

cash collections and project level 
debt to complete the project
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Strong marketing sales provide self-sustaining 
cashflows for residential development 

Source: Company information.
Note: USD/VND: 23,303 for all periods; 
(1) Does not include cash outflow of US$1.9mm arising from project design expenses.
(2) This project was self-funded/ unleveraged

Illustrative cash movement

-

78 

42 

3 

2013 2014 2015 2016

Pre-sales

USDmn

(14)

37 

13 
-

2013 2014 2015 2016

Net cash flow(1)

- - 9 

113 

2013 2014 2015 2016

Accounting revenues

USDmn

USDmn

Cumulative cash outflow and inflow

2013 2014 2015 2016

Cash outflow Cash inflowUS$mm

Foundation built: 1Q 2014 Expected hand over: 4Q 2015

Actual hand over: 4Q 2015

Lexington
Launch: 1Q 2014

4

Strong project IRR of 95%(2) was achieved in the Lexington development

Project broke 
even at 50% –
70% take up 

rate
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Accelerated payments by customers support strong 
cashflow generation

Cash
82.4%

Bank loan / 
mortgage

17.6%

Standard
30.0%

Option 2
50.0%

Option 3
15%

Option 4
5%

Standard

Accelerated – Higher upfront payments with discount

Option 2 Option 3 Option 4

Foundation Up to 30% 45-55% 50-90% >90%

Superstructure Up to 70% Up to 70% – –

Delivery Up to 95%

Land use rights certificate 100%

Discount – 3-4% 5-7% 8-12%

Payment schedules

Customer payments breakdown – for all projects

By payment schedule By payment method

Approximately 70% of Novaland’s customers make payment on accelerated basis

4

Source: Company information.
27
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Diversified funding sources and solid track record of 
access to public and private capital markets

Strong partnership with established investors and banks

Source: Company information, Bloomberg, FactSet, data as of 31 Dec  2018 
Note: US$/VND:23,303

Share price performance in 2018

 First major index inclusion in MSCI Vietnam Index in Jan 2017

 Early inclusion in the VanEck Vectors Vietnam ETF in March 2017, 

weighted 6.49% of total NAV as of Dec 31st , 2018

 Further inclusion in the FTSE Vietnam Index and FTSE Vietnam All-
Share Index weighted 5,4% and 3,35% of total NAV as of Dec 31st, 2018 
respectively

 Others: MSCI Vietnam Index, STOXX Emerging Markets 1500 Index, 
S&P Select Frontiers Index and BNY Mellon New Frontier Index, 
VNSISO Top 20 (Sustainable Index)

4

Potential dilution events

Outstanding equity-

linked securities 
Value

Estimate # of common 

shares to be issued for 

conversion

(mn shares)

 GW Supernova Pte.
Convertible loan

US$30mn 22.98

 Convertible Preference 
Shares

6.83 mn
shares

20.49

 Convertible Bonds US$240mn 97.49

TOTAL DILUTIVE EQUITY ISSUE 140.96
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Experienced management team with strong 
execution track record

#

Board of Directors

Senior Management

Indicates years of experience in the relevant industry

5

Source: Company information

David Proctor
Independent BOD Member

 More than 30 years experience in finance and banking across Asia and
Middle East.

 Used to be Chairman of Bank One Mauritius; CEO of Al Khalij Commercial 
Bank, Qatar; CEO (Dubai and Europe) Standard Chartered Bank; and 
CEO Thailand Bank of America.

30+
Mrs. Hoang Thu Chau, MBA
Deputy General Director, BOD Member

 Executive MBA, FHNW University of Applied Sciences and Arts,
Northwestern Switzerland

 B.A, Van Lang University (Vietnam), in Accounting and Finance

 Over 16 years of senior experience at Novaland Group, setting up the 
accounting system of the Company

16+

Mr. Bui Xuan Huy, MBA
Chief Executive Officer, BOD Member

 Executive MBA, FHNW University of Applied Sciences and Arts,
Northwestern Switzerland

 B.S, HCMC University of Polytechnic (Vietnam), in Construction 
Engineering and Industrial Management

 More than 20 years of senior experience in project developments

20+

Mr. Bui Thanh Nhon, MBA
Chairman of the Board of Directors (BOD)

 Executive MBA, HSB-TUCK, Dartmouth College (USA)

 Member of YPO and WPO

 Founder of the Company

30+
Mrs. Nguyen Thanh Bich Thuy
Independent BOD Member

 A Strategist and Senior Executive with over 20 years of international 
experience

 Has led negotiations, provided advisory services for the highest levels of 
political, government and corporate leaders across the globe including 
Asia, US, Europe and the Middle East 

20+

Mrs. Duong Thi Thu Thuy
Chief Commercial Officer

 B.S, HCMC University of Economics (Vietnam), in Economics

 More than 16 years of senior experience in sales management 
and consulting in the property industry

16+

Mr. Duong Hong Cam
Chief Investment Officer

 B.S, HCMC University of Polytechnic (Vietnam), in Construction
Engineering

 More than 15 years of experience in project management, especially in 
residential property

15+



4.  Novaland’s recent development



New handed-over projects in Q3 and Q4

31

The Sun Avenue
District 2

Sunrise Riverside
District 7

3rd Quarter 

4th Quarter 

Newton Residence
Phu Nhuan District

Saigon Royal Residence
District 4

Richstar Residence
Tan Phu District 

Orchard Parkview
Phu Nhuan District



Launching The Grand Manhattan

32

THE GRAND MANHATTAN

Project Aerial

New project launching ceremony dated Oct 28, 2018
Tatiland and MGLand became project’s official distribution agents on Sep 10, 2018

 Location CBD, District 1, HCMC

 Site area (hectares) 1.40

 GFA (sqm) 183,178

 Product type
Apartment, Commercial, 

Hotel

 Launch date for residential 
sales

4Q2018

 Handover date 3Q2020



Introducing The Palace Residence

33

 Location District 2, HCMC

 Site area (hectares) 5.00

 CFA (sqm) 457,187

 Product type
Apartment, Office,  

Shophouse

 Introducing date 4Q2018

 Handover date 1Q2022

THE PALACE RESIDENCE
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Introducing NovaHills Mui Ne Resort & Villas

Conference “Spot lights of hospitality market in Mui Ne – Phan Thiet and 
introducing Novahills Mui Ne Resorts & Villas project” dated Oct 14, 2018

Project Render

Introducing ceremony dated Oct 14, 2018

 Location Mui Ne, Binh Thuan

 Site area (hectares) 40

 Product type Villas

 Number of units > 600 villas

 Average land area 200/ 300/ 400 m2

 Introducing date 11 Nov 2018

 Expected completed date 2020

NOVAHILLS MUI NE RESORT & VILLAS
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Pipeline launches

As always pioneering the market in landbank and development, the Company is 
working without cease on pushing the following pipeline projects in terms of legal 
approval and other procedures to get them launched as early as next year.

Project Location Land Area (ha)

Project F Dist.2, HCMC 5

Project H Dist.2, HCMC 10

Project P Dist.2, HCMC 30

Project T Dist.9, HCMC 159

Project X Dist.3, HCMC 0.5

Other hospitality projects
Cam Ranh,

Phan Thiet – Mui Ne
TBU



5,802 

4,500 

6,500 

2017 2018 2019

+44%

SALES TARGET

3,596 

4,585 

5,900

2017 2018 2019

+42%

HAND-OVER UNITS

11,632 

15,152 

18,000

2017 2018 2019

SALES REVENUE

(Units)
(Units) (VND bn.)

2019 Business Plan
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3.  Key financial highlights
3.  Key financial highlights



Handed over units

Average selling price(2)

Accumulative sales performance(1)

Sales performance

(Units)

Accumulative sold NSA(1)

(’000 sqm) (USD/m2)

Source: Company information as of Dec 30, 2018
(1) Not including Madison and Park Avenue
(2) ASP for apartment was calculated by presales from Jan to Dec 2018. USD/VND: 23,303
(*) Not including selling price of Madison and Park Avenue 

38

2,141 2,095 

1,629 

4,324 

East West South Central (*)

(Units)

1,903 2,020 

3,596 

4,591 

2015 2016 2017 2018

847 

1,322 

1,733 
1,883 

2015 2016 2017 2018

12,034 

19,302 

24,791 
26,144 

2015 2016 2017 2018



Gross profit Revenue

(VND bn) (VND bn)

20% 28% 34%

NPAT EBITDA 

(VND bn) (VND bn)

39

18% 23% 21%

Margin ratio

Growth of revenue and profit 

1,340 
1,583 

3,257 

5,156 

2015 2016 2017 2018

6,673 
7,359 

11,632 

15,290 

2015 2016 2017 2018

+31%
+58%

442 

1,659 2,062 

3,280 

2015 2016 2017 2018

+59%

830 

1,002 

2,807 

4,550 

2015 2016 2017 2018

+62%

22%

16% 37% 43%44%

Source: Company’s Consolidated 4Q2018 Financial Statements



Debt/ Equity

Key credit metrics

Source:Company’s Consolidated 4Q2018 Financial Statements 
(*) Debt = long-term borrowings + short-term borrowings
(**) Net debt = long-term borrowings + short-term borrowings – cash and cash equivalent

Debt/ Total assets

(VND bn) (VND bn)

Net debt/ EquityEBITDA / Interest expenses

(VND bn)(VND bn)
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Debt Profile

Payment schedule Debt breakdown by currency

Type of debt

432

254

153

63

241

0

50

100

150

200

250

300

350

400

2019E 2020E 2021E 2022E After 2023E

(mn USD)

USD, 
47.0% VND, 

53.0% 

Bonds, 29%

CB, 20%

CL, 2%

Loans, 49%

Source: Company information, December 31st, 2018
Exchange rate: USD/VND: 23,303



THANK YOU

Contact information:

Investor Relations

Phone: +84 906 35 38 38 Ext. 3126

Email: ir@novaland.com.vn
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ASEAN peer comparison

Return on equity - 2017A
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Land bank 

(mm sqm)
164(1) 10(2) 6 5 39 20 6 23 103 NA 13 44 NA NA NA NA

Net margins 

(%)
16.6(1) 37.7 17.5 18.3 9.4 35.4 26.7 15.8 31.9 14.2 10.7 11.0 31.9 14.2 10.7 11.0

Net D/E (x) 0.51(1) (0.25) 0.90 (0.18) 0.11 0.78 0.83 0.32 0.91 1.00 0.58 0.43 0.88 0.80 1.42 0.47

Property sales 

(US$mm)
1,283(1) 48 485 123 6.7 15.6 19.5 16.3 1,933 525 560 550 989 659 279 272

23.7%

19.7%

16.1%

9.6%

19.5%

16.3% 15.6%

6.7%

15.0%

10.7% 10.6%
9.2%

20.9%

14.6%
12.1%

8.6%

(%)

Source: Company filing. Additional sources used are indicated in the notes below.
Note: US$/VND:22,734. Return on equity refers to net income / total equity.
(1) From IPO investor presentation and prospectus.  
(2) Estimate from VNExpress.

Average: 14.3%
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Lucky Dragon(2)

 Location Dist.9

 Land area (sqm) 9,024

 Launch date 2Q14

 Handover date 4Q16

 Takeup rate 98.7%

 ASP (USD) 1,126

Sunrise City

 Location Dist.7

 Land area (sqm) 51,261

 Launch date 2Q11

 Handover date 4Q14

 Takeup rate 99.0%

 ASP (USD) 1,598

Tropic Garden

 Location Dist.2

 Land area (sqm) 25,028

 Launch date (1) 3Q14

 Handover date (1) 2Q16

 Takeup rate 100%

 ASP (USD) (1) 1,251

The Prince Residence

 Location Phu Nhuan Dist.

 Land area (sqm) 4,644 

 Launch date 1Q13

 Handover date 4Q15

 Takeup rate 99.2%

 ASP (USD) 2,215

Lexington Residence

 Location Dist.2

 Land area (sqm) 19,928 

 Launch date 1Q14

 Handover date 4Q15

 Takeup rate 99.9%

 ASP (USD) 1,256

Icon 56

 Location Dist.4

 Land area (sqm) 2,904 

 Launch date 1Q14

 Handover date 4Q15

 Takeup rate 99.4%

 ASP (USD) 1,994

Galaxy 9

 Location Dist.4

 Land area (sqm) 6,228 

 Launch date 1Q14

 Handover date 4Q15

 Takeup rate 100%

 ASP (USD) 1,344

Lakeview City

 Location Dist.2

 Land area (sqm) 301,060 

 Launch date 2Q16

 Handover date 1Q17 to 2Q19

 Takeup rate 99.8%

 ASP (USD) 3,144

Orchard Garden

 Location Phu Nhuan Dist.

 Land area (sqm) 4,303 

 Launch date 4Q14

 Handover date 1Q17

 Takeup rate 99.8%

 ASP (USD) 1,453

Gardengate

 Location Phu Nhuan Dist.

 Land area (sqm) 4,887 

 Launch date 4Q14

 Handover date 2Q17

 Takeup rate 100.0%

 ASP (USD) 1,629

Lucky Palace

 Location Dist.6

 Land area (sqm) 3,876

 Launch date 3Q14

 Handover date 2Q17

 Takeup rate 99.5%

 ASP (USD) 1,710

Rivergate

 Location Dist.4

 Land area (sqm) 7,069 

 Launch date 4Q14

 Handover date 3Q17

 Takeup rate 82.3%

 ASP (USD) 2,340

The Tresor

 Location Dist.4

 Land area (sqm) 5,780 

 Launch date 4Q14

 Handover date 3Q17

 Takeup rate 99.7%

 ASP (USD) 2,312

Kingston Residence

 Location Phu Nhuan Dist.

 Land area (sqm) 4,604

 Launch date 2Q15

 Handover date 4Q17

 Takeup rate 97.5%

 ASP (USD) 2,326

Source: Company information
(1) Metrics for Tropic Garden 1.2
(2) Metrics for both Lucky Dragon lowrise and apartment developments
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M N O Wilton Tower

 Location Binh Thanh Dist.

 Land area (sqm) 7,169 

 Launch date 3Q15

 Handover date 2Q18

 Takeup rate 100%

 ASP (USD) 1,537

Golf Park

 Location Dist.9

 Land area (sqm) 25,398

 Launch date 3Q15

 Handover date 1Q17

 Takeup rate 100%

 ASP (USD) 740

H
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Project details (Completed)

P The Botanica

 Location Tan Binh Dist.

 Land rea (sqm) 9,028 

 Launch date 1Q15

 Handover date 2Q18

 Takeup rate 99.5%

 ASP (USD) 1,506

QQ



Newton Residence

 Location Phu Nhuan Dist.

 Land area (sqm) 2,807 

 Launch date 2Q16

 Handover date 1Q19

 Takeup rate 90.5%

 ASP (USD) 2,313

Sun Avenue

 Location Dist.2

 Land area (sqm) 38,073 

 Launch date 1Q15

 Handover date 2Q18

 Takeup rate 98.7%

 ASP (USD) 1,832

Orchard Parkview

 Location Phu Nhuan Dist.

 Land area (sqm) 9,184

 Launch date 3Q15

 Handover date 4Q18

 Takeup rate 99.8%

 ASP (USD) 1,493

Sunrise Cityview

 Location Dist.7

 Land area (sqm) 15,720

 Launch date 2Q15

 Handover date 4Q2018

 Takeup rate 96.8%

 ASP (USD) 1,695

Richstar

 Location Tan Phu Dist.

 Land area (sqm) 27,802

 Launch date 4Q15

 Handover date 4Q18

 Takeup rate 99.7%

 ASP (USD) 1,319

Victoria Village

 Location Dist.2

 Land area (sqm) 42,777

 Launch date 2Q17

 Handover date 3Q19

 Takeup rate 84.9%

 ASP (USD) 2,990

Botanica Premier

 Location Tan Binh Dist.

 Land area (sqm) 16,330

 Launch date 1Q16

 Handover date 4Q18

 Takeup rate 98.3%

 ASP (USD) 1,691

Sunrise Riverside

 Location Nha Be

 Land area (sqm) 39,305

 Launch date 3Q15

 Handover date 3Q18

 Takeup rate 80.8%

 ASP (USD) 1,497

Saigon Royal

 Location Dist.4

 Land area (sqm) 6,669 

 Launch date 2Q16

 Handover date 4Q18

 Takeup rate 98.1%

 ASP (USD) 2,924

Source: Company information
*: Based on total units sold thus far, representing 7% of the entire number of units, against the number of units launched thus far.
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H Golden Mansion

 Location Phu Nhuan Dist.

 Land area (sqm) 15,129

 Launch date 3Q15

 Handover date 2Q18

 Takeup rate 99.7%

 ASP (USD) 2,016
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Project details (Under development)

I

Grand Manhattan

 Location Dist. 1

 Land area (sqm) 14,002

 Launch date 4Q18

 Handover date 1Q22

 Takeup rate* 53%

 ASP (USD) 6,016
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