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DISCLAIMER 

By attending the meeting where this presentation is made, or by reading the presentation slides, you agree to the bound by the following limitations: 

This presentation does not constitute or form part of and should not be construed as, an offer to sell or issue or the solicitation of an offer to buy or acquire securities of OJSC 
LSR Group (“hereinafter – the Company”) or any of its subsidiaries in any jurisdiction or an inducement to enter into 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 in this 
document has been prepared by the Company solely for use at presentations. This document and its contents may not be distributed, published, reproduced (in whole or in 
part) by any medium or in any form.  

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. None of the Company nor any of its shareholders, directors, officers or employees nor any other person accepts any liability 
whatsoever for any loss howsoever arising from any use of this presentation or its contents or otherwise arising in connection therewith. The information set out herein may 
be subject to updating, completion, revision, verification and amendment and such information may change materially. 

The information communicated in this document contains certain statements that are or may be forward looking. These statements typically contain the words «anticipate», 
«believe», «intend», «estimate», «expect», «will» and words of similar meaning. By their nature forward looking statements involve known and unknown risks, uncertainties 
and other factors which may cause our actual results, performance or achievements to be materially different from any future results, performance or achievements 
expressed or implied by such forward-looking statements. We assume no obligations to update amend or revise the forward-looking statements contained herein to reflect 
actual results, changes in assumptions or changes in factors affecting these  statements. Investment in the Company will also involve certain risks. There maybe additional 
material risks that are currently not considered to be material or of which the Company and its advisors or representatives are unaware.  

The forward-looking statements in this presentation are based upon various assumptions, many of which are based, in turn, upon further assumptions, including without 
limitation, management's examination of historical operating trends, data contained in our records and other data available from third parties. Although we believe that 
these assumptions were reasonable when made, these assumptions are inherently subject to significant uncertainties and contingencies which are difficult or impossible to 
predict and are beyond our control and we may not achieve or accomplish these expectations, beliefs or projections. In addition, important factors that, in our view, could 
cause actual results to differ materially from those discussed in the forward-looking statements include the achievement of the anticipated levels of revenues, profitability 
and growth, cost and synergy of our recent acquisitions and restructuring, the timely development and acceptance of new products, the impact of competition and 
competitive pricing, the ability to obtain necessary regulatory approvals and the ability to fund our future operations and capital needs through borrowing or otherwise, the 
ability to successfully implement any of our business strategies, the ability to integrate our business and to realize anticipated cost savings and operational benefits from such 
integration, our expectations about growth in demand for our products and services, the effects of inflation, interest rate and exchange rate fluctuations, and our success in 
identifying other risk to our business and managing the risk of the aforementioned factors, the condition of the economy and political stability in Russia and the other 
markets of operations and the impact of general business and global economic conditions.  

Under no circumstances shall this document constitute an offer to sell or a solicitation to buy securities in any jurisdiction, including the United States of America, and 
nothing in this document should be construed as a recommendation or advice to any person to purchase any securities. 

The distribution of this presentation in some jurisdictions may be restricted by law and persons into whose possession this presentation comes should inform themselves 
about, and observe, any such restrictions. 
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2018 GROUP OPERATING HIGHLIGHTS 

Source: company information 
*Above figures include parking at a conversion rate of 30 m2 per parking lot 

New contracts 
ahead of guidance 

• A new contract sales high of 1,002 th. m2 (920 th. m2 excluding parking space up 44% YoY) with 
a total value of RUB 93 bn (90.3 bn excluding parking space up 38% YoY)  

 

Average price 
reflects optimized 
mix 

• Prices broadly up, though a higher concentration of mass-market development sales led to an 
average price of RUB 98 th./m2 in 2018 

Solid launch 
pipeline 

•  684 th. m2  (620 th.  m2 excluding parking) launched across all market segments 

Stable completions 
•  Completions of  1,009 th. m2 (888 th m2 excluding parking  space, down 2% YoY) across all 

market segments, mainly due to changes in project scheduling 

Substantial building 
material volumes  

• 41% YoY increase in sand, 26% YoY increase in crushed granite and 8% YoY increase in ready-mix 
concrete reflect increase in demand, maintenance and improvements in logistics 

Share of mortgages •  Share of mortgage contracts reached 53% in 2018  



4 

2018 RESULTS HIGHLIGHTS – REAL ESTATE 
•  New contract sales of 1,002 th. m2 (920 th. m2 excluding parking space  up 44% YoY) with a total value of RUB 93 bn (90.3 bn              

excluding parking space up 38% YoY)  
•  Average price for  in 4Q 2018 was  RUB 99 th./m2, down 1% QoQ . 
•  Launched 684 th. m2  (620 th. m2 excluding parking space) across all market segments. 
•  Completed 1009 th. m2 (888 th m2 excluding parking space, down 2% YoY) across all market segments. 
•  Share of mortgage contracts reached 53% in 2018. 
•  1,002 th. m2 (920 th. m2 excluding parking space) sold in 2018, exceeding operating guidance by 9.5% 

AVERAGE PRICE FOR APPARTMENTS  (RUBk / SQM) COMPLETIONS (TH. SQM) 

NEW CONTRACT SALES (RUB BN) NEW CONTRACT SALES (TH. SQM) 

Source: company information 

Note: YoY calculations are based on the full figures *ADJUSTED figure including parking at a conversion rate of 30 m2 per parking lot 
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2018 NEW CONTRACT SALES BY PROJECT (BY m2 SOLD) 

SAINT PETERSBURG URALS MOSCOW 

11% 

55% 

29% 

5% 

Nakhabino Yasnoe 10.66%

Luchi 55.58%

ZILART 29.37%

Leningradskoe Shosse
4.54%

Source: company information, not accounting parking sales 
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10% 

28% 

14% 

4% 

14% 

Kalina Park 9.72%

Tsvetnoy Gorod 20.08%

Shuvalovsky 9.95%

Civilization 28.10%

Novaya Okhta 14.23%

Zvezdny Duet 4.44%

Others 13.48%

20% 

13% 

9% 

15% 

24% 

13% 

6% 

Michurinsky 20.06%

Khrustalnye Klyuchi 13.26%

Flagman 9.30%

Meridian 15.26%

Tsvetnoy Bulvar 23.75%

Voskhod 12.49%

Others 5.88%
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REAL ESTATE DEVELOPMENT: QUARTERLY DYNAMICS 

•  New contract sales amounted to 319 th. m2 (300 th. m2 excluding parking , up 15% QoQ, 39% increase YoY).  
•  Value of contracts was RUB 30 bn (RUB 29.7 bn excluding parking  up 13% QoQ , 26% increase YoY). 
•  Share of mortgage contracts in 4Q 2018 was 51% across the Company. 
•  Most completions took place in 4Q in-line with project schedules. 

NEW CONTRACT SALES (TH. SQM) NEW CONTRACT SALES (RUB BN) COMPLETIONS (TH. SQM) 
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Source: company information 

Note: YoY calculations are based on the full figures, *ADJUSTED figure including parking at a conversion rate of 30 m2 per parking lot 
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NEW CONTRACT SALES 4Q 2018: REGIONAL FIGURES 

• Significant growth in new contract sales across all the regions, in both, QoQ and YoY terms.  
• 2018 growth reflects recent adjustments made to the Company’s product offering – leading to a more competitive 

proposition. The growth is also supported by consumer expectations of future price hikes given the most recent regulatory 
changes, as well as record low mortgage rates in 1H 2018. 

SAINT PETERSBURG MOSCOW URALS 

Source: company information 

Note: YoY calculations are based on the full figures, , *ADJUSTED figure including parking at a conversion rate of 30 m2 per parking lot 
 
 

RUB BN TH. SQM RUB BN TH. SQM TH. SQM RUB BN 
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BUILDING MATERIALS 

CRUSHED GRANITE (’000 m³) SAND (’000 m³) READY MIX CONCRETE (’000 m³) 

5 975 

7 538 

2017 2018

+26% 
  

1 052 

1 135 

2017 2018

+8% 

7 564 

2017 2018

+41% 

REINFORCED CONCRETE (’000 m³) BRICKS (mln units)  AERATED CONCRETE  (’000 m³) 

234 

160 

2017 2018

-32% 

290 

300 

2017 2018

+4% 

1,509 

1,418 

2017 2018

-6% 

10 699 



APPENDIX 
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LARGE LAND BANK 

LSR GROUP: A LEADING PLAYER IN RUSSIAN RESIDENTIAL REAL ESTATE 

TRUE FEDERAL 
PLAYER 

BALANCED CUSTOMER  
EXPOSURE 

SCALABLE LAND 
BANK 

SHAREHOLDER 
VALUE CREATION 

Completed, 1.0% 

#1 in St. Petersburg  

RUB 36.1 BILLION  
Distributed in dividends  

over the last 4 years 

8 YEAR TRACK RECORD 
Of dividend payments supported by 

well-invested cash generative 

building materials business 

PAYOUT RATIO AROUND 80%  
Average payout ratio since 2010 

Operating  
offices, 0.3%  

Construction  
stage, 44.6%  

Design and concept  
stage, 54.1%  

Enough for 
5 years of 
development1 

#3 in Moscow 

     ONE OF THE 
ONLY RUSSIAN 
DEVELOPERS WITH 
SIGNIFICANT 
PRESENCE IN KEY 
REGIONS 

    8.6 MILLION m2 
 OF NET SELLABLE 
AREA WITH 
MARKET VALUE 
OF  
RUB 185 BILLION 

       STRONG 
FOCUS ON 
SHAREHOLDER 
RETURNS 
THROUGH 
DIVIDENDS 

#1 in Yekaterinburg  

LEADING POSITION 

     PRESENCE IN 
THE MASS 
MARKET, 
BUSINESS AND 
ELITE SEGMENTS 

1 2 3 4 

By area 

Source: ERZ, company information as of 2018; portfolio structure per segment as of 31.12.2017 
Note: respective rankings on market position are based on m2 under construction as of  01.12.2018. 1) Assuming construction of 888  m2 per annum (2018 completions) 

STABLE DIVIDENDS FLOW HIGH QUALITY PORTFOLIO 

Elite  
13.0% 

Business 
37.8% 

Other 
8.2% 

Mass  
market 
40.9% 

By value 

St. Petersburg  59.0% 

Moscow 36.7% 

Yekaterinburg 3.4% Germany 1.0% 
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LSR GROUP INVESTMENT HIGHLIGHTS 

Source: company information 

• Supportive macroeconomic trends with falling interest rates 
and increasing housing affordability 

• Positive regulatory changes supporting industry consolidation 
lead by a smaller number of professional and highly reputable 
homebuilders 

• Increased customer focus on the quality of the apartments 
and infrastructure 

• Lower competition for land 

 

                    RIGHT INDUSTRY 

• Long-term commitment to dividend payments and balanced 
capital structure  

• Strong management team aligned with shareholders interests 

• Best-in-class and internationally recognized corporate 
governance system  

• Strong track record of delivering outstanding results  

• Long-term support from the key shareholder 

                STRONG LEADERSHIP 

• Company has recently completed its transformation by 
adjusting its product offering leading to increased 
affordability and more competitive proposition 

• End of large-scale investment cycle  

• Zilart is approaching cash-generative stage 

• Balanced project mix and development schedule going 
forward  

• Additional upside from FCF positive building materials 
business  

                       RIGHT POINT IN CYCLE 

• Truly federal level developer with leading positions across key 
markets presented in all residential housing market segments  

• Large and well-balanced portfolio with attractive customer 
proposition following latest market trends 

• Large-scale projects with a complete infrastructure and 
housing package  

• Existing land bank is sufficient from a quality and volume  
perspective  

           RIGHT BUSINESS MODEL 
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KEY OPERATING RESULTS 

Source: company information 

Note: 1 Operating results in these tables are rounded to whole numbers, calculations are based on the full figures *ADJUSTED figure including parking at a conversion rate of 30 m2 per parking lot 
 

REAL ESTATE1

  4Q 2017 4Q 2018 Change  % 4Q 2018 
ADJUSTED 

2017 2018 Change, %  2018 
ADJUSTED 

New contract sales, th. m2 216 300 39% 319 640 920  44% 1 002 

Completed, th. m2 690 739  7% 818 909  888 (2%) 1 009 

 
Real Estate - St. Petersburg   

New contract sales, th. m2 146 193  32% 200 407 562  38% 599 

Completed, th. m2 466 550  18% 589 607 644  6% 715 

 
Real Estate – Moscow 

New contract sales, th. m2 36  64 78% 73 122 199  63% 236 

Completed, th. m2 182 114  (38%) 153 193 114  (41%) 153 

 
Real Estate – Yekaterinburg 

New contract sales, th. m2 35  44 27% 46 110 159 45% 167 

Completed, th. m2 42  76 79% 76 109  131  20% 140 

            
BUILDING MATERIALS1  

Product 4Q 2017 4Q 2018 Change %  2017 2018 Change, %  

Crushed granite, th. m3 1 445 1 758 22% 5 975 7 538  26% 

Sand, th. m3 1 992 2 665  34% 7 564  10 699 41% 

Ready-mix concrete, th. m3 243  274 13% 1 052 1 135  8% 

Bricks, million units 62  71 15% 290 300  4% 

Reinforced concrete, th. m3 60 27 (55%) 234 160 (32%) 

Aerated concrete, th. m3 310  313 1% 1 509 1 418  (6%) 
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Contacts 
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For more information please contact: 

 

Igor Tsoy 
Director of Investor Relations 
 
E-mail: IR@lsrgroup.ru  
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