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Vision, strategy and competitive advantages

me  Our Vision

* To be a trusted partner with government to deliver vibrant and sustainable communities,
retail centres and social hubs

* To deliver our customers ‘a better way to live’
 To be Australia’s preeminent greenfield community developer

s OUI Strategy

 Create market leading capabilities for the development and management of
residential communities, retirement villages and retail centres across Australia

» Where possible, to bring all three businesses together in major projects under the one brand

» Work with government for the provision of early infrastructure (transport, education, jobs) to
embed community well-being

sl Our Competitive Advantages

» Faster speed to market by building trust with key approval authorities and other stakeholders

» Higher Residential and Retirement Living sales rates and prices by putting infrastructure on the
ground ahead of our competitors (seeing is believing for our customers)

» Higher occupancy in our retail centres through our retailer engagement strategy, focus on day-to-
day convenience and by not over-building

» Greater asset buying power by using our strong capital position to give vendors financial certainty




How do we measure success?

mmm Target financial outcomes

» 60%-80% of group earnings from recurring rents and deferred management fees
» 20%-40% of group earnings from development profits

« High visibility of future development profits by controlling an extensive land bank with efficient
use of capital

» Average 5%-6% through the cycle EPS growth from a combination of sustainable rental growth
and higher growth development profits

» Funded by conservative balance sheet with gearing (D/TTA) <25% while global credit markets
remain volatile

Target non-financial outcomes

« High employee engagement and low employee turnover
» High customer satisfaction ratings
» Global leadership in sustainability




FY12 guidance and key assumptions

Earnings outlook

* FY12 EPS expected to be around the same as FY11 (without taking into consideration impacts
of the share buyback of up to 5% of issued capital announced 19" August 2011)

» Target FY12 EPS for management incentive purposes requires 6% growth

Key assumptions we are making

* No further rises in interest rates in the short-term

* No material flow-on impact to the underlying Australian economy from recent global market
volatility

» Customer confidence and residential buying activity to steadily improve in FY12




Stockland




Variable market conditions across the country with no over-building

Weak sentiment delaying purchasing commitments Residential Communities net deposits

» Good employment and household income growth 2,000 -
underpinning purchasing capacity, however weak

sentiment is delaying major purchasing decisions:  *°% 7 1,377
770 1,112 1,092
506 890

1,757

— NSW buyer sentiment solid for affordable product; , , |

market for new homes stable -

264
187

500 | 287

— Vic market returning to more normal levels;
extension of State govt grant may underpin first

home buyer demand - Q1FY11 Q2 FY11 Q3 FY11 Q4 FY11 Q1FY12
=QLD =NSW =VIC WA

— WA impacted by weak established market and , N »
House completions remain within long term averages®

large stock overhang, but available stock on
market now falling 35,000 1

574 441

287

Quarterly Private Sector House Completions

32,500 A

— QIld sentiment improving; $10k QIld govt Builders
Boost Grant from 1 August 2011 should stimulate
market for new homes

30,000 A
27,500 -
25,000 -

No over-building of housing 22,500 1

20,000 -

Quarterly House Completions

» Supply has been relatively steady for the past
decade; there has been no overbuilding

17,500 A

15,000
1984 1987 1991 1994 1997 2000 2004 2007 2010

-5- 1. Source: ABS Cat. No. 8731.0 Building Approvals (Trend Series) to June 2011
2. Source: ABS Cat. No. 8752.0 Building Activity (Trend Series) to March 2011



Residential Communities - Increasing market share in growth corridors

Increasing market share and market reach

» Leading developer in key corridors with 29%
market share

» Focus on diversification and significant increases
in market share across NSW and WA; maintain
share in Vic and Qld

Enhancing geographic diversity
e Secured 27,0003 lots in FY11 with an end value of
$8.4bn on capital efficient terms

» Annual corridor review completed; currently in 23
of our 26 identified corridors

 Significant progress on portfolio diversity, with
7,600 lots acquired in NSW and WA

Target market much less volatile than upper end

» Middle market prices fell 1.3% compared to the
more volatile top end which fell 4.5% in the 12
months to June 2011

» Middle market driven by employment and interest
rate sentiment; less impacted by poorly
performing equities and global economic
uncertainty

Market share in active corridors?

Stockland
29% A 2%

Smaller Closest
Deve?osers Competitor
% V¥ 10
44% W 2% 5% V¥ 1%

Rest of top 10
22% - 0%

Diversified landbank across the 4 States?

WA 15%

Qld 45%

Vic 27%

NSW

13%

_g-L Source: Charter Keck Cramer, Research4, Stockland Research. Proportion of vacant land sales in all of Stockland’s active corridors where deposits were taken in FY11 (excluding North Queensland).
Comparison percentage based on 12 month period ending June 2011 compared to prior corresponding period which has been restated to reflect 12 months of data (previously 3 months)

2. Based on lots controlled
3. Includes The Vale and Whiteman Edge



Housing market - currently weak but it’s a cycle, not structural

Population growth well above housing starts? Large and growing housing undersupply?
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Rental vacancies remain at historical low#

Labour market supporting household income growth?

Unemployment rate 5%

6.5% 1

4% -
6.0% A National Vacancy
Unemé)l(t)yment rates below
55% - ate long-term
3% \\ -~ average
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Source: ABS 3. Source: ABS
2. Source: National Land Supply Council, 2nd State of Supply Report, 2010, Table A4.1: Projected 4. Source: REIA
demand-supply gap using medium household growth and medium supply projections
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Mortgage debt sustainability, bank mortgage lending is responsible

Sustainable debt - buyers are taking on less debt High risk loans are low and falling

80% Average Loan-To-Value ratio?

75%

70%

65%

60% -

55% -

50% -

45% A

40%

Jun 07 Dec07 Jun08 Dec08 Jun09 Dec09 Junl1l0 Decl10 Junll

Loan defaults remain low in Australia 90+ day delinquencies are low*

Defaulting Loans (%)™

Ya %
8 8
6 6
4 4
21 2

1991 1905 1999 2003 2007 20Mm

* - Per cent of loans by value. Includes impaired loans unless otherW|se stated. For Australia, data prior
to September 2003 based on loans 90 days in arrears ** Banks only; * Per cent of loans by number that

are 90+ days in arrears

.8- 1. Source: Australian Finance Group (AFG)
Source: RBA, APRA, LVR = loan-to-valuation ratio
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2.
3. Source: RBA, APRA, Bank of Spain, Canadian Bankers’ Association, Council of Mortgage Lenders, FDIC
4

Source: RBA, APRA, S&P

1.0

0.5
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Share of new loan approvals?

2008 ®m 2009 =2010 m2011

Low Doc LVR >90% Low Doc LVR >90%
] ]

Owner Occupiers
Investors

Per cent of outstandings

Banks' on-balance sheet loans

1.0
Loans in arrears”

Securitised loans*** Y%

1.0

Prime loans 0.5

1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 D-U
1995 1999 2003 2007 201

* Loans that are 90+ days past due but otherwise well secured by collateral

** Includes ‘impained’ loans that ane in arrears (or are otherwise doubtful) and
not wel secuned by collateral

*** Loans securitised by all lenders, 90+ days past due; excludes
self-securtisations

Sources: APRA, Pempetual, RBA, Standard & Poor's



Leading the market in development of affordable product

Meeting the affordability challenge Innovative, smaller product meeting customer needs

 Affordability still stretched by historic standards;
product innovation the key to meeting the

Stockland average lot sizes

challenge: 700
— Reduced average lots sizes by almost 20% in 600
3 years o P v 3%
— Increased proportion of lots developed under 500 1 S ¥ 10% V6%
450sqm from 27% in FY08 to 50% in FY11 > s81sqm
— Developed new housing solutions in partnership =
with builders (e.g. 8.5m frontages) 300 -
Deep customer insight creates customer value j_._._l
» Understanding price barriers to meet customer 200 T e Fv05 10 it
needs
» Early delivery of open space and social A preference for three bedroom houses is emerging?
infrastructure

« Community development initiatives in place for all
projects
Increased preference for three bedroom houses

» Decline in consumer preference for larger five
bedroom houses replaced by increased demand
for more efficient 3 bedroom houses

» Average 3 bedroom house sizes have fallen 25%
since 2007 in Stockland Residential Communities;
there is increasing demand for smaller houses as 2007 2011
customers seek more affordable product mfive bedroom ~ ®four bedroom  Wthree bedroom

-9- 1. Stockland Research




Continued focus on faster speed to market and improved return on NFE

Large and diverse land bank
» Total land bank of 90,200 lots; $2.4b Net Funds
Employed (NFE)!

» Provides 90% coverage of revenue targets for next
3 years

* 87% of book value comprises active projects (live
or due to commence in next 2 years)

» Circa 75% of NFE expected to be traded out within
5 years

Higher investment in NFE

 Active NFE up by circa $250m through
reinvestment of funds from Apartments wind down

» Active NFE return 14%, slightly lower than FY10
due to investment in 16 new projects delivering first
settlements in FY12/FY13

» Total NFE return 11% including medium/long-term
projects

-10-

2. Active projects comprise currently live or due to commence in the next two years.

0yrs

Active NFE ($m)

Land bank comprises mostly active projects?

Active projects (live or commencing next 2 yrs) $2.1b (87% NFE)
47,900 lots

Medium-term projects $0.1b (4% NFE)
10,800 lots

$0.2b (9% NFE)
31,500 lots

1,600

1,400

1,200

1,000

lyrs 2yrs 3yrs 4yrs 5yrs 6 yrs 7yrs+

Strong return on Net Funds Employed (NFE)?

7 r 20%
m )
- 10%

Return on NFE (%)

FY09 FY10 FY11
== Average active NFE (includes capitalised interest)

= Qperating Profit (after interest in COGS) / average active NFE

1.  Based on net funds employed as at 30 June 2011 plus The Vale and Whiteman Edge $271m acquisition 1 July 2011; gross funds employed of $2.6b less deferred acquisition terms of circa $200m



Tarneit Skies Retirement Village, Vic

Retirement Living

Stockland




Delivering on our strategy to increase market share and returns

Retirement Living net reservations Strong portfolio growth and diversification
« Strong Q1 12 result driven by record monthly Portfolio
reservations in September 2012 Established portfolio 7,535 units over Significant increase
59 villages?! in scale
Accelerated growth through acquisitions National ranking #3 Clear #3 in market
. . . . . Market share? and geographic ~9% National platform
- Diversified geographically and established national  givercity geographt (6 states) onae
platform by ente”ng WA! SA and ACT markets Existing units turnover 416 units p.a. Strong turnover from

. . . mature portfolio
« Have critical mass in Vic, NSW and Qld e pore?

) ' ' ) ) Average village age 18.1 years More mature villages
» Acquired 3 RVG villages with accretive cash yield enhance cash yield
(Settled 30 June 2011) Development pipeline 3,400 units Strong organic
-Active 1,100 units growth potential
Svnerqies realised -Long-term 2,300 units
ahead Of plan etirement Iving net reservations
« Leveraging Stockland skill set in development w0 | s 217
(Residential) and asset management (Commercial 200 acouisition 4126
Propert |
perty) - :
100 100 92 i
o i 125 137 130
=
Q111 Q211 Q311 Q411 Q112
First sales m Established turnovers

-12- 1. Excludes Settlers East and Macarthur Gardens green field developments with first settlements due FY12
2. Share ranking based on number of units under management



Attractive industry fundamentals underpins outlook

Compelling demand drivers

» Expect demand for new developments of circa
$35b over the next 20 years (at current prices)

 Industry will struggle to meet demand, given
fragmented structure

Attractive long-run investment returns

» Business expected to deliver an ongoing unlevered
IRR of circa 12%, after overheads

» Stockland outperformed relative to this benchmark
over last four years

Stockland villages are appealing to residents

» Villages are active communities with 65 — 85 year
old residents; they are not nursing homes

 Villages offer facilities including dining rooms,
library, pool gardens, personal care and social
activities

* Annual residents’ survey shows 88% of residents
are satisfied or extremely satisfied with village life

* 56% of residents have referred at least one person
to a Stockland village; 30% of sales are the result
of a referral

-13-

Growth of >65 year old demographic is an opportunity

Population aged 65+ years

Millions of people

2010

2020 2030 2040

65+ population expected to more than double in next 30 years

Expect large increase in retirement village demand

$35b worth of new
property required to meet

demand (at today’s
prices and take-up rates)

4.1% pa
CAGR

Thousands of units

2010

2020 2030 2040
m Baseline demand @ current 5% take-up

B @ 8% take-up (reflects international benchmarks)



Retirement Living is expected to deliver net cash returns of ~12%

Development

A

20%

Established

~15%

~$50m

A

Wtd Avg
Pre-overhead .
unlevered IRR ~17%
\ 4
(5%)
\ 4

~12%

- 14 - Note: Excludes Aged Care

~$950m

* Investment hurdle rate for new village developments

* Investment in development is ~35% of total cash funds
employed

» Expected average FY12-13 turnover
~10% cash yield on cash invested

» Capital growth rate of underlying property
e Valuation assumes 3.7%pa
» Historical actual ~9%pa

~5%

* Overheads at expected FY12-13 run rate

» Estimated average FY12-13 cash funds employed in
established villages, development WIP and stock

» After all overheads and before benefits of tax and gearing
* Further scale efficiencies will reduce overhead cost and provide IRR upside
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Retail sales showing resilience

Value and convenience focus Retail sales 12 months to 30 September 2011

» Highly accessible centres offering strong %
value-for-money shopping

» Retail mix skewed towards higher sales growth
categories like food catering, food retail and retalil
services

5.8%

0 3.4%
2.9% 3:3% °

» September 2011 comparable moving annual
turnover +3.4%; strong supermarket growth of
5.8% offset by weaker discount department stores -2.1% _ o
Supermarkets Discount Specialty shops  Mini Majors / Total

Increasing market share in operational centres department Cinemas / Other

Stores
» Specialty sales growth driven by proactive asset
management:

— Strategic retail remixing to lift quality of the offer
and match local trade area needs

— Targeted allocation of capital to upgrade facilities
and aesthetics to improve customer experience

Well positioned assets

OGN Pk oRrNMWAMAMOGOD N

» Majority of centres #1 in primary trade area

» Centres are an important social hub for
communities - over 60%?! of portfolio in key
regional cities

-16- 1. Based on book value at 30 June 2011



Delivering on our strategy of re-weighting to Retalil

Retail Portfolio re-weighting?

» Acquired $241m of quality assets in the key growth
areas of Hervey Bay and Point Cook

» $2.2b! development pipeline on program and
budget

Office and Industrial

» Disposed of a further $150m of small and
management intensive assets in FY11

» 82% of office portfolio now A grade = Retali
Customer is core to delivering our strategy :E:f:mal

* Realigned leasing team structure to provide a
seamless approach to retailer account management

Commercial Property strategy

In depth analysis of online retail spend

 Study commissioned with the Quantium Group of REEY

over 1lbillion credit, debit card, BPAY and PayPal
transactions from 2 million Australians

» Findings confirm that online is a small (4-5%) but
growing part of the Australian retail landscape

Develop larger, higher quality retail assets with strong trading record
and in areas of market growth

Leverage Stockland’s integrated model and land bank

Office and Industrial

Own and manage a quality office portfolio in major markets
» We actively manage our centres and take a flexible

approach to retail mix planning, based on robust
market research Asset sales to fund retail development pipeline

Focus on large, flexible industrial estates close to major transport hubs

-17-1. Cost to complete at 30 June 2011
2. Approximate weightings by asset value
3.

Weightings exclude Myuna Complex, 150 Charlotte Street and BankWest Tower



Long-term fundamentals underpin strategy

Sound retail fundamentals National retail demand outstrips supply?

 Population growth drives retailer demand for new ‘OOZSS’? _”;“'1“0“
retail space in growing trade areas 700 | s

« Current active construction pipeline implies :gg : [ i )
undersupply §4oo _ o §

Stockland centres outperform market averages ’ 22‘; 1 i 1: g

» Key assets have inherent growth prospects 100 - 17
through redevelopment: . 00 01 02 03 04 05 06 O7 08 09 10 11 12 13 e
— Highly productive centres - well above Urbis e Supply s Under Consiructior?  ====10 year average supply == Population

averages Redevelopment potential within existing portfolio

— Benefit from long sales history, relationships with
Centres planned/under development outperform

anchor tenants and detailed knowledge of trade 4, 4 Urbis Averages?
areas $12,000
— Opportunity to create quality assets without $10,000
compromising convenience $8,000
Actively managing challenges of online retailing $6.000
 Build greater flexibility in development plans ZZZZ

» Continued focus on building loyalty and amenity

. . Green Hills Wetherill Park Townsville Shellharbour
e.g. improved food offering, play areas, parent
Fm— Spec MAT $psm %l?negevdAgvgﬁ)spnr}\ent)

rooms (planned for development)

-18- 1. Source: ABS, JLL
2. Source: Urbis Retail Averages: 2010 Sub Regional report

e Jrbis Averages 2009/2010 Sub
Regional Spec MAT $psm



Retail development pipeline on program and budget

$300m projects came on line in FY11, trading ahead Retail development pipeline

of expectations

Estimated Estimated 0 %
: total cost to leaead come  specialty
» Rockhampton, North Shore Townsville, and ot complete  Sased  IACOTE  income
) (sm) ($m) y vield leased
Merrylands stage 2B and 3A all delivered and
. Under Construction
trading well
Merrylands 395 145 6.5% 75% 65%
. . Completed Nov-12
» Rockhampton achieved value uplift of 34% on :
Townsville 175 115 6.5% 52% 32%

$118m cost over life of project - yield on cost 8.1% Completed Jul-12

Highlands 1
Completed Nov-11 35 20 6.1% 79% 48%

$935m projects under construction

Shellharbour

Completed Sep-13 330 270 7.6% 24% 5%

» All anchor tenant lease agreements and fixed price
Sub-total 935 550

building contracts executed

Identified projects expected to commence in the next 2 years

» Specialty shop project leasing on budget and Hervey Bay 120 120 B

demand from national retailers remains strong

Green Hills 350 350 7.25-7.75%

Future projects Gladstone 125 125 7.25-7.75%
« Hervey Bay expected to commence in FY12/FY13, St o9 o9
Gladstone redevelopment to be brought forward uture 1,075 1,075

» Green Hills and Wetherill Park planning processes Total development

ineli 2,220 2,220
extended Pipeline

-19- 1.  Lowyield due to strategic early development of centre to drive increased sales of residential lots, generating higher total project returns



Minimal lease expiry risk in Office and Industrial portfolio

Office NOI down 5.2% due to asset disposals
Industrial NOI up 2.7%

Office and Industrial rent at risk 2
Office

Industrial

FY12 FY13 FY12 FY13 FY12 FY13
Comparable NOI growth: $m $m $m $m $m $m
. . Total vacant
— FY11 - Office +2.8%, Industrial +7.5% space/leases 19.0 41.3 6.8 22.6 25.8 63.9
. . . expiring
— FY12 - expect slightly lower growth in office, flat Management
in |nd ustria| expectation of (10.5) (34.6) (3.4) (18.8) (13.9) (53.4)
likely renewals/
. . . new leases
28,000sgm office and 18,000sgm of industrial
. Potential risk
leased in 1Q12 from vacant $8.5m  $67m  $34m  $38m  $11.9m  $10.5m
and
Office occupancy 96%?! including space under uncommitted

refurbishment : :
Lease expiry profiles3

Solid leasing performance lifted industrial

occupancy to 99.8% Office chu;stnal
Vacant acan
Office WALE up slightly to 4.3 years, Industrial 2% FY12 e Pz

down slightly to 3.2 years due to short-term leasing

2 FY16+
deals 379,
. . H FY16+ Fris
Active marketing campaign program underway for ", 11%
over $400m of Office assets* FY13
FY14 36%
13%
FY15 EY15
13% 12% FY14
4%
WALE: 4.3 years WALE: 3.2 years
-20-1. Excludes assets held for sale 3. Based on area and excludes assets held for sale
2. Based on market rent and excludes assets held for sale, includes vacancies at 1/7/11, 4. Including 52 Martin Place, 175 Castlereagh Street, 452 Flinders Street

assumes gross effective rent on fully leased basis
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Capital management initiatives

5% on market share buyback Balance sheet metrics at 30 June 2011

 Security price has fallen to a level that does not S&P rating A-/Stable
reflect the underlying value of our business nor Drawn debt! $3.0b
Stockland’s strong capital position Cash on deposit $0.2b
° Buyback funded by sale of non core office and Available undrawn committed debt facilities $0.5b
industrial assets and the deferral of uncommitted Gearing (et debt? / total tangible assets) 22.0%
expenditure Interest cover 5.3:1
« Bank facilities in place to manage any funding Weighted average debt maturity 5.9 years
timing differences; minimum liquidity buffer of at Debt fixed/hedged 59%
least $500m will be maintained Weighted average cost of debt for FY11 5.7%
« Acquired 45.9m securities at an average of $2.86 Weighted average cost of debt at 30 June 2011 6.3%

. : 4
for a consideration of $131.6m Long-dated drawn debt maturity profile3

Prudent debt levels maintained

700 1

» S&P A- Stable rating confirmed oo | |
» Weighted average debt maturity 5.9 years 500
e $176m raised for 10 years through USPP in 1Q 12 400 {

300 A

» Pro forma gearing to remain around 22%, below

target range 25% — 35% of tangible assets 200 1
100 4

* No refinancing issues - $32m debt maturing in ,
FY12 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY27 FY36
DMTNs ®mUSPP EMTNs

-22.- Excludes bank guarantees
Drawn debt less cash
Excludes offset of $0.2b cash on deposit

Total buyback of Stockland securities as at 24 October 2011

pPwhE
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Upgraded earnings growth delivered despite weaker market conditions

FY11 FY10
Statutory Profit $754.6m A 57.7% $478.4m
Underlying Profit? $752.4m A 8.7% $692.3m
Underlying Earnings per Security! 3l.6cents A 8.6% 29.1 cents
Distribution per Security 23.7cents A 8.7% 21.8 cents
NTA per Security $3.65 Al7% $3.59
Gearing 22% 18%

-24- 1. Underlying Profit reflects statutory profit as adjusted in order to present a figure which reflects the Directors’ assessment of the result for the ongoing business activities of Stockland, in
accordance with the AICD/Finsia principles for reporting Underlying Profit



FY11 - key achievements

Residential

v" Significant progress in wind down of Apartments business - circa $350m net cash
inflow in FY11 for reinvestment in Communities

v’ 27,000 future Communities lots secured on capital efficient terms, total 90,000 lots now
owned or controlled

v Market share growth in existing corridors and enhanced geographic diversity

v Nine new projects to be launched in FY12

Retirement Living

v’ Scalable national platform established with Aevum fully integrated
v Ten developments underway in four states
v Acquired three further established villages with accretive cash yield

Commercial
Property

v Reweighting into Retail with circa $490m invested in development and acquisitions

v’ Delivering on strategy to create retail centres which act as a social and community
hub - more resilient to market downturn and online threat

v Funded partly by $308m of asset sales, and a further $73m under contract

Financial
Management

v Fully-funding growth internally - no current need for new equity or significant new debt
v Low gearing (22% Debt/TTA) and long-dated debt (average 5.9 years)
v Prudent cost management

Strategic
Weightings

v Asset and profit growth across both recurring and trading businesses
v FY11 Operating Profit split: 71% recurring/29% trading




FY11 Results and key metrics - Residential Communities

FY11 settlement volumes slightly down,

Strong profit growth post global financial crisis

but price per sgm significantl

$m # contracts $ price per sqm
330 1 302 307 e o -
300 A 278 274 +12% 6,000 1 405 403
350 362 - 400
250 5,000 A
+9%
200 A 4,000 - - 300
150 - 3,000 - 200
4,188 4,303 5,236 5,097
100 - 2,000 A
- 100
50 - 1,000
0 | I I . 0 — — — — — 0
FY07 FY08 FY09 FY10 FY11 FY07 Fyos FY09 FY10 FYil
= EB|T ($m) === Operating Profit ($m) | ot Settlements (LHS) == Average sale price per sqm (RHS)
Improving margins through price ,
P 9 9 ough p Record contracts on hand to settle in FY12
growth and cost efficiencies
# contracts $m
30% - 29% 2,800 - - 600
485
2,400 A Aol | 500
2,000 A
25% - 400
25% 1,600
280 L 300
1,200
22%
% 4 L 200
20% 21% 21% 800
| L 100
400 1,132 2,288
15% 0 0
EYO7 FY08 FY09 FY10 FY11 Jun-07 Jun-08 Jun-09 Jun-10 Jun-11

e EB|T % to sales == Qperating Profit % to sales mmmm Number of Contracts on hand (LHS) =====$m value of contracts on hand (RHS)
- 26 -



FY11 Results and key metrics - Retirement Living

Retirement Living is now making a

Aevum acquisition was business transformational meaningful profit contribution

Ne of Units Established Units $m %
8000 - 60 - -8
7000 - 50 - waron [/
6000 - L 6
5000 - 40 1 L 5
4000 - 30 A L 4
3000 - 20 L 3
2000 - L 2
1000 A 101 L1

0 - 0 L o

30-Jun-09 30-Jun-10 30-Jun-11 FY09! FY10 FY11

mmmm Operating profit ($m) (LHS) ====9% Group profit (RHS)

Achievi anifi : ; I Development pipeline will deliver
chieving significant economies of scale cash profits and further cost efficiencies

6‘%3 Overheads as a % of Average Net Funds Employed (NFE) i\';ggunits Retirement Living Development pipeline 1500
5 4
4 1 1,000 A
3 A
2 1 500 -
1
0 - o A
FY09 FY10 FY11l FY12-FY13? FY14-FY15 FY16+
-27%.  FY09 has been restated to reflect changes arising from AASB140 " Projects in progress W Projects not yet started ® Future pipeline

2. Timing subject to market conditions



FY11l Results and key metrics - Commercial Property

Strong growth in Retail NOI, Strong and consistent Retail comparable growth;
Office NOI down due to asset sales Office & Industrial improving but more volatile
$m Net Operating Income (NOI) % Comparable NOI growth
%507 e a Industrial
200 - $3206/m g - +7.5%
L — o
250 A e 6 A
Retail
200 - Office 4 A +4.6%
/ $183m
150 - -5% 2 Office
- +2.8%
00 - Industria
100 —_— $77m 0 A\ e
50 1 +3% -2 A \/
0 4 4
FYO7 FY08 FY09 FY10 FY11 FYO07 FY08 FY09 FY10 FY11

Retail development pipeline to be delivered in

stages to manage cash flow and delivery risk Sl RS Sty Tiiline

$m Expected average annual spend circa $400m % Weighted average portfolio valuation cap rates
1,200 A 9 4
Industrial 8.5%
1,000 A
g Office 7.8%
800 A
Retail 7.2%
550 —_—
600 - 7
400 A
6 4
200 A
0 5
Total value of projects Total value of projects Future pipeline
under construction expected to start in Dec-07 Jun-08 Dec-08 Jun-09 Dec-09 Jun-10 Dec-10 Jun-11

FY12/13

Spent to date B Estimated cost to complete



FY11 Results and key metrics - financial management

Maintaining conservative gearing in Low average interest cost through active

response to global credit concerns? debt management and hedging

ICR and

net debt DITTA
6 r 35% 14% A
29% 5.3x
5 - 30% 12% A
4 22% F 25% 10% A
- 0, B
| 20% 8% 7.0%
F 15% 6% A \/- 5.7%?
7 2.8 r10% 4% 1
1 1.9 2.1 L 50 206 |
0 0% 0%
FYO07 FY08 FY09 FY10 FY11 FYO07 FY08 FY09 FY10 FY11
mmmm Net Debt ($bn)  ====|CR (LHS)  ======D/TTA % (RHS) == \arket price of 5 year debt including margin (for A- credit)

=== Stockland actual WACD including margin

A- rating provides access to global debt markets
achieving long-dated debt maturity profilel FITLEIE (s L BT Sl

$m $m Corporate and Business Unit net overheads
_ 500 1~
700
600 1 400 -
500 A % change

300 A from FY10

400 A
. -4.5%
300 A 200 - . -2.7%

200 A
I 100 - +1.4%
100 A
0 - 0
FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY27 FY36 FY07 FY08 FY09 FY10 Fy11®
EDMTNs ®USPP BEMTNs mCorporate  ®mCommercial Property Retirement Living  ®Residential

-29- 1. Includes offset of $0.2b cash on deposit
2. Excludes cost of hedge restructuring
3.

Excludes Aged Care



Consumer confidence and household savings

Consumer confidence is weak - households are saving more

» Households were naturally cautious post global : - 16%

financial crisis L 1206

» This caution has been amplified by global market - 8%
uncertainty and rising cost of living (interest rates, food

prices, utility bills)

10 year average savings 1ate e __J ____________ L 4%

F 0%

* Monetary policy has been tightened due to the mining -4%
Jun. Jun Jun Jun Jun Jun Jun Jun Jun Jun Jun Jun

boom, putting further pressure on the majority of 0 o0l 02 03 04 05 06 07 08 09 10 11
households that don't feel a direct benefit

Consumer sentiment (LHS) e Household Saving Ratio (RHS)

Our thoughts and actions in response

» Greater household saving is good for the economy in the long-term, but it's challenging for consumer segments
while it happens

» |t will level out as confidence returns and consumer spending should revert to a sustainable trend (population
growth plus inflation)

* Australia’s long-term economic outlook is positive based on its extensive resources and proximity to Asia, but
conditions are likely to remain weak throughout FY12

» Our response is to continue to focus on the basics:

— Deliver the right products and services desired by our value-conscious customers
— Manage working capital and costs tightly

— Keep our debt low and long-dated
-30-



Housing market - currently weak but it’s a cycle, not structural

The short-term issue - weak market conditions

Market conditions

Monthly detached house approvals

» The housing market has softened during 2011 4,000 1 are well below trend for QId and WA
 Inourview, it is a cycle not a structural correction and 350 1
pent up demand should emerge in 2012 g 3,000 4
Our response = zzzg
* Focus on the basics - product, price, customer service ;: 11500 |
« Maintain affordability and price/value advantage against = ; 5
our biggest competitor, the established market 500 4
* Minimise working capital and develop projects in smaller 0
stages 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011
Vic NSW Qld WA — — -10 yr state averages
Housing affordability s i We continue our strategy to shrink lot
« One of the biggest challenges faced by Australian 700 sizes and drive affordable product
residents, present and future
« It is embedded through a structural supply/demand 600 1
imbalance and is unlikely to change in the short-term
« State governments are being more proactive in freeing 500 1
up supply, but this will take some time to flow through
Qur response 400 1
» Product innovation is our competitive advantage -
smaller lots, more efficient housing, lower price points 300 A
« This is a long-term strategy, not just a response to
current market conditions 200

FY08 FY09 FY10 FY11l
mmmmm Average size of Stockland settled lots

-31-
1. Source: ABS Cat. No. 8731.0 (Trend Series), Stockland Research to May 2011



Impact of online retailing on traditional bricks and mortar

Online is a threat to traditional shopping but building less new space provides a natural ‘shock absorber’

% % of total retail sales made online! sgqm Australian retail floor space per capita? Impact of

8 1 } population growth
UK 7.6% 25 without any more

7 new space

2.1 sgm 0.1sgm per capita
6 2 2.0sgm 1.9 sgm = 2.3 million sgm
1.8 sgmV¥  of new space

5 | =—US 5.0%
AUS 4.8%

4 A 1.5 A1

3 B

2 1.

2007 2008 2009 2010 2005 2010 2015 2020

B Existing retail space B Projects Under Construction

Our retail development strategy is designed to address the risk of increased online shopping

2016 forecast proportion of online Stockland’s forecast 2016
. . . sales by clothing category clothing mix skewed to lower
* Flexible development plans and retail mix risk categories
* Not overbuilding, e.g. Shellharbour will have total of % %
220 specialty shops 35 100 1
. 30 1
» Focus on day-to-day value and convenience o5 |
* Increasing proportion of food, leisure, retail services 20 - .
and entertainment 15 A
* Many centres are in regional areas and become the 1(5)
natural social hub of the community , . 0 [ [
« Our decisions are based on extensive research in Value  Mid  High Premium Rent PA Area (sqm)
partnership with Quantiums3 mValue ®Mid ®High = Premium

. e ) ) . . Source: The Quantium Group?
-32- 1. National statistical agencies, Michael Baker Independent Retail Consulting and Morgan Stanley.

2. Michael Baker Independent Retail Consulting, Stockland estimates
3. Refer to disclaimer page 34



Carbon price - we are well prepared; minimal initial impact

Carbon emissions performance

* We are not liable to purchase carbon credits

Our current GHG emissions total 166,000 tonnes?,
mainly from electricity usage in Commercial Property
buildings

We reduced our GHG intensity by 34% for Office and
16% for Retail between FY06 and FY11

Targeting a further 7% reduction in GHG intensity for
Office and 20% for Retail by FY14

FY11
FY10
FY09
FY08
FY07

FY06

Office GHG Intensity?

e FY06-11
970 V34%

103.8
113.3

127.8]

136.6 |

Anticipated impact of a carbon price

FY11

FY10

FY09

FY08

FYO07

FY06

Retail GHG Intensity?

74.6 FY06-11
0,
60 V16%

74.6

77.2 |

82.2 |

88.6)|

Operational impact

» We expect the carbon tax to add a maximum of $4m p.a3 in electricity and gas costs from FY13

» Approximately 50% can be passed onto tenants
Development impact

» Retail: Modelling of pipeline indicates average increase of 0.4%?* in retail development costs
» Residential: Additional cost of new house and land circa $2,5004 (virtually all from the house component), 0.6% of

average project home cost
— No material margin impact to SGP

— New houses are more energy efficient than older houses; typical energy savings for a new home versus a
similarly sized home built before 1995 are approximately $800p.a.> (three year payback)

» Additional home building costs likely to be passed on to consumers over two-three years, similar to GST experience
» Retirement Living: Estimated additional cost per unit circa $1,8004, 0.6% of average unit cost

-33- 1. Scope 127,000 tCO2-e, Scope 2 139,000 tCO2-e
2. kgCO,-e/m?
3.

Assumes 100% pass on of carbon credit costs by our utility suppliers

Source: Energetics: Refer to disclaimer page 34

IPART Household Survey 2006 - Energy use for four person household occupancy, BASIX



Stockland Corporation Limited
ACN 000 181 733

Stockland Trust Management Limited
ACN 001 900 741

25th Floor
133 Castlereagh Street
SYDNEY NSW 2000

DISCLAIMER OF LIABILITY

While every effort is made to provide accurate and
complete information, Stockland does not warrant or
represent that the information in this presentation is free
from errors or omissions or is suitable for your intended
use. The information provided in this presentation may
not be suitable for your specific situation or needs and
should not be relied upon by you in substitution of you
obtaining independent advice. Subject to any terms
implied by law and which cannot be excluded, Stockland
accepts no responsibility for any loss, damage, cost or
expense (whether direct or indirect) incurred by you as a
result of any error, omission or misrepresentation in
information in this presentation. All information in this
presentation is subject to change without notice.

Slide 32: Independent research by the Quantium group
using Market Blueprint data. De-identified transactional
data for over 2 million customers. Data re-weighted
using Census; bias-free and population representative.
Includes credit card, debit card, BPay and PayPal
transactions. Over 1.5 million transactions per day; 1
billion plus in aggregate.25,000 retailers across a broad
range of Stockland relevant categories. Includes
transactions from Jan 2010 to Feb 2011 inclusive.

Slide 33: Energetics: This information is of a general
nature only and has not taken into account Stockland’s
objectives or particular financial situation. This
information should not be relied upon for making any
investment decision and no warranty is given to its
accuracy.




