
A N N U A L  R E P O R T  2 015

SIMONDS GROUP LIMITED

Mailing address: 
Locked Bag 4002

South Melbourne VIC 3205
Level 1, 570 St Kilda Road

Melbourne VIC 3004

Telephone: +61 3 9682 0700

ABN 54 143 841 801  ASX Code: SIO

simondsgroup.com.au

Email: company.secretary@simonds.com.au

SHARE REGISTRY

Boardroom Pty Ltd
Level 7, 207 Kent Street

Sydney, NSW 2000

Postal Address:
GPO Box 3993

Sydney, NSW 2001

Telephone: 1300 135 167

International: +61 2 8016 2891

Email: simonds@boardroomlimited.com.au

S
IM

O
N

D
S

 G
R

O
U

P
 A

N
N

U
A

L R
E

P
O

R
T

 2
0

1
5

SIMG0113 Simonds 2015 AR_1_Covers.indd   1 28/09/2015   11:53 am



The Simonds Group 2015 Annual General Meeting will be 
held on Wednesday 18th November at the Pullman Hotel 
65 Queens Road, Melbourne, commencing at 1:00pm
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“ The past 12 months 
have been an exciting 
period for our business 
as we have transitioned 
from a private family-
owned business to a 
public company…”

Dear Investors, 

Welcome to the Simonds Group’s inaugural Annual Report. 
This report aims to provide our investors with a further 
understanding of the opportunities and growth ahead  
of us in the coming years. 

The past 12 months have been an exciting period for  
our business as we have transitioned from a private family 
owned business to a public company following our IPO in 
November 2014. 

This transition has not only provided great challenges but 
also great excitement; with the past year being one of hard 
work, great commitment, and it has required a huge amount 
of energy, drive and intense activity across a number of 
fronts. I am proud to say that our team and staff have truly 
showed the depth of skill, knowledge and passion that we 
have within our business. 

At the core of our company are our two key businesses 
Simonds Homes and Builders Academy Australia (BAA). 
I am immensely proud of what these businesses have 
achieved in their respective markets, both with strong brand 
awareness, continued growth and recognition as leaders 
within their industries. With more than 65 years experience, 
Simonds Homes truly is “The Great Australian Builder” 
and BAA continues to stay true to its core values of being 
‘builders training builders’. 

I am pleased to report that the Group has exceeded the 
forecasts outlined in the prospectus. Both Simonds Homes 
and BAA have achieved higher profits than forecast, as well 
as site starts and student numbers respectively. Both of 
our businesses compete in challenging markets and we are 
proud that each business unit continues to grow organically 
on the strength of their market leading brands. 

I look forward to another prosperous year in FY16 and thank 
you for your continued support.

Gary Simonds  
Chairman

SIMONDS GROUP

Chairman’s welcome
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Dear Investors, 

Following our first year as trading as a public company, I am 
pleased to report that our FY15 results have enabled us to 
deliver a number of positive outcomes for our Shareholders. 

A maiden share dividend of 5.3c per share (fully franked) 
was announced which reflected a 65% payout ratio for the 
seven month trading period since the company listed in 
November 2014. 

In addition to the strong dividend payment, the Group also 
announced an on-market share buy-back program as part of 
the Group’s overall capital management strategy and focus on 
increasing value for  shareholders. The buy-back program was 
strongly supported by the Simonds Group’s Board  and  will 
see the Group buy-back up to 5% of the total shares on issue. 

Pleasingly, the Group’s strategic priorities continue to be 
executed in line with the companies overarching strategy 
and in many cases these strategies are ahead of schedule. 
With a strong national building market and Builders Academy 
Australia’s (BAA) exceptional growth, Group revenue 
increased by 16.7% on FY14 to $634.4m. 

Both Simonds Homes Australia (SHA) and BAA posted record 
profits for their respective businesses and it is anticipated that 
this growth will continue in FY16 as both businesses set new 
benchmarks for their own performance. The Group’s pro forma 
EBITDA result of $34.8m was an increase of 61.1% on FY14.

Letter from the  
Managing Director & CEO  

A year of continued growth

FY15 was a year of solid growth for the Group. This result 
reflects numerous strategic decisions taken over the past 
three years and has been reinforced by very strong market 
demand for both new homes and quality training in the  
VET sector. 

SHA achieved record site starts of 2,471 dwellings, 
which was up 11.8% on last year and this increase was 
aptly assisted by maturing strategic plans in our three 
growth states of South Australia, New South Wales and 
Queensland. BAA added a second Certificate IV course  
in February 2015 which was very well received and course 
expansion is set to continue with some exciting opportunities 
due to come into effect in FY16. 

The $4.0m acquisition of City-Wide Building and Training 
Services (CWBTS) was finalised in July 2015 and will play  
a key role in continuing Builders Academy Australia’s growth 
over the coming years. CWBTS is strategically located in 
Tweed Heads which is on the border of New South Wales 
and Queensland, giving BAA access to train students in 
both states. 

As a result of the acquisition, Builders Academy New  
South Wales and Builders Academy Queensland will be  
in a position to replicate the model that has seen such 
success for Builders Academy Victoria. The business as a 

SIMONDS GROUP
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whole will be well placed to grow its position as a high-quality 
training provider in an area of critical skills shortage. 

Another key highlight for FY15 was securing an expanded 
three-year debt facility with the Commonwealth Bank of 
Australia (CBA). The expanded facility of $39m will allow for 
greater flexibility to support the Group’s organic growth plans, 
as well as supporting future acquisition opportunities.

Mission and vision 

Given the growth of our business over the past few years, 
we are  no longer just a building company that operates 
primarily in Victoria. Our business is now far more diverse 
and is spread wider geographically than ever before. As a 
result, we have taken stock of where our business now sits 
and have adopted a companywide program to establish 
a new mission and vision statement that reflects our 
employees, our customers, our students and our investors. 
The result of this program was the following: 

We’re building futures…together

This is a hybrid version of our previous mantra, “We’re in it 
together…” which still means a great deal to myself, as well 
as our loyal employees. Beneath this new mantra sits our 
staff selected values that will drive our business forward  
and continue to keep our number one asset, our people, 
working towards our strategic priorities and their own 
professional development.

Our key strengths and drivers 

In order to achieve our aspirations, we need to understand our 
key strengths and drivers that have underpinned our success 
for more than 65 years. Whilst our market and businesses 
continue to evolve, the same key strengths and drivers remain 
consistent in achieving great quality outcomes: 

 › Recruiting and developing industry-leading talent – 
engaged, passionate and accountable employees and 
contractors 

 › Superior market knowledge with responsive tactical 
behaviours to ensure sales volumes 

 › Valuing customer feedback that underpins our 
technology, delivery and product innovation 

 › Focusing on delivering our products and services on time, 
every time, within budget, with a great quality outcome 

 › Meeting the financial requirements of our shareholders.

Safety 

The Group continues to look for ways to improve our safety 
systems and we pride ourselves as being a top performer in our 
respective industries. We provide a systematic and collaborative 
framework and we have chosen to align our systems 
and processes with an internationally recognised safety 
management standard. We take the implied moral obligation 
placed on us as an employer seriously, and we understand the 
legislative requirements in the jurisdictions that we work.  

We continue to promote a strong and ethical work health and 

safety management program by providing a framework that:

 › Identifies and control health and safety risks

 › Reduce the potential for accidents

 › Ensures legal compliance

 › Contributes to continuous improvement performance

Effective safety management provides the discipline required 
to achieve the ultimate goal of an injury and illness free work 
environment, also while achieving 100% legal compliance.  

Our markets 

We believe that both of our businesses strategically hit the 
most stable points of the building and training markets - 
affordable housing and skills shortages. These remain at the 
forefront of government planning and underpin key drivers of 
the Australian economy. Over the past year, much has been 
talked about in the media in regards to house prices and 
reviews within the vocational education and training (VET) 
sector. We believe that our businesses target the strongest 
parts of these markets and  they are proudly run with the 
very best governance practices. 

Our people 

I would like to take this opportunity to thank our loyal  
staff, trades, suppliers, trainers and industry partners. Your 
combined efforts over the past year have been exceptional 
and you continue to enable our business to deliver high 
quality, affordable outcomes for our customers and students.  
Thank you all.

Paul McMahon  
Managing Director & CEO

SIMONDS GROUP

Letter from the  
Managing Director & CEO continued…
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5.3c
DIVIDEND

(7 month period from listing)

16.7%
REVENUE

61.1%
EBITDA
(Pro forma)

11.8%
SITE STARTS

5,578
ENROLMENTS



Financial highlights 

Pro forma results

 › Gross Profit of $142.3m compared to prospectus 
forecast of $140.7m

 › EBITDA result of $34.8m compared to prospectus 
forecast of $34.0m

 › NPAT result of $21.1m compared to prospectus forecast 
of $20.4m

 › Earnings per share (EPS) of 13.9c

 › Return on capital of 154% 

Pro forma historical

 $m FY13 FY14 FY15 Prospectus
Revenue 547.3 543.8 634.4 638.2

Gross Profit 112.2 116.7 142.3 140.7

20.5% 21.5% 22.4% 22.0%

EBITDA 21.7 21.6 34.8 34.0

NPAT 11.3 11.7 21.1 20.4

EPS (cents) 13.9

DPS (cents) 5.3

Div Payout Ratio (on 7 month period since listing) 65%

Statutory Reconciliation ($m) EBITDA NPAT
Pro forma result 34.8 21.1

IPO Share-based Payments (non-cash) (26.8) (26.8)

IPO Costs (4.9) (4.9)

Restructure & Non-Recurring Items (0.7) (0.7)

Tax Adjustment 0.0 2.4

Statutory result 2.4 (8.9)

SIMONDS GROUP

FY12 FY13 FY14 FY15

467.4

547.3 543.8

634.4

Pro forma revenue ($m)

FY12 FY13 FY14 FY15

$7.3m

$21.7m $21.6m

$34.8m

Pro forma EBITDA ($m)
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Share buy-back and dividend
With strong operating cash flows and a previously 
announced $39 million 3-year corporate debt facility, the 
Group has long-term confidence in its capital management 
program. The capital management strategy, combined 
with funding assurance and strong operational cash flows, 
enabled Simonds Group to announce a share buy-back 
scheme effective from 7th September 2015. The Group 
intends to purchase up to 5% of issued capital as part of the 
share buy-back; approximately 7.5 million shares. 

Fully deployed, this share buy-back would result in 
annualised EPS growth and the Board believes it 

represents good value for shareholders where Simonds’ 
shares are trading at a significant discount to the 
underlying value. This buy-back enhances the Group’s 
existing capital structure whilst still maintaining appropriate 
balance sheet capacity to fund both organic growth and 
expansion strategies. 

The Simonds Group Board was also pleased to announce 
the Group’s maiden dividend of 5.3 cents for the 7-month 
period since listing. This dividend represented a payout ratio 
of 65% which was in keeping with the Group’s previously 
stated guidance on payout ratios.   

Balance sheet
The Group continues to maintain low debt levels utilising its 
existing facility to cover the working capital requirements of 
the investments into display homes. However, as at 30 June 
2015, the only debt drawn on the corporate debt facility was 
$2.8m of asset lease finance. This 3-year $39.0m corporate 
debt facility reflects the confidence of the Group’s  lending 
partner and provides significant certainty for the Group in 
planning future growth strategies. 

The increase in ‘Other Assets’ of $8.3m mostly reflects the 
payment for the acquisition of the Builders Academy New 
South Wales and Queensland business (CWBTS), and the 
ongoing investment in the Group’s IT transformation project. 
There was also a $1.4 million movement in Deferred Tax assets. 

The Group has an ongoing commitment to improving 
productivity through technology; this investment, over FY15 and 
through to FY16, is a reflection of the commitment to further 
streamline the Group’s sales and construction operations. 

Balance Sheet ($m) FY15 FY14
Assets  › Cash / Equivalents 5.5 15.9

 › Receivables 45.0 42.9

 › Inventories 71.7 63.9

 › PP&E 7.4 6.8

 › Other 14.5 6.2

Total Assets 144.1 135.7

Liabilities  › Trade / other payables 75.7 82.8

 › Debt 2.8 2.9

 › Provisions 18.2 17.4

 › Other 20.7 17.7

Total Liabilities 117.4 120.8

Net Assets 26.7 14.9

SIMONDS GROUP

SIMONDS GROUP ANNUAL REPORT 2015   •   9



10   •   S IMONDS GROUP ANNUAL REPORT 2015



Cash flow
Simonds Group’s operations continue to produce significant, 
consistent cash flows from both the residential construction 
and registered training businesses. Cash flow from operations 
was $9.5m for FY15 after providing $10.3m of income  
taxes paid. 

Summary Cash Flows (pro forma) ($m) FY15 FY14
Cash flows from operating activities

Receipts from customers 609.0 538.3

Payments to suppliers/employees** (588.2) (516.2)

Interest paid (1.0) (1.2)

Income taxes paid (10.3) 0.0

Net cash generated from operating activities 9.5 20.9

Cash flows from display homes activity

Net cash from display homes activities** (15.7) 6.2

Cash flows from investing activities

Net cash from investing activities (8.4) (2.6)

Cash flows from financing activities

Net cash from financing activities 4.2 (22.1)

Net increase (decrease) in cash (10.4) 2.4

Cash / Equivalents at end of the year 5.5 15.9

**Pro forma summary reflects proceeds (investment) in Display Homes separately

Investing in display homes
As outlined previously, the display home expansion across 
all of Simonds Homes Australia’s regions (in particular in 
Queensland and New South Wales) resulted in a significant 
investment of over $15.7m in  FY15. Once opened, these 
displays will be sold and leased back under normal investment 
arrangements and will provide a net inflow of display home 
cash flow during FY16. 

SIMONDS GROUP

Financial highlights continued…
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Board of Directors

Gary Simonds  Chairman

Gary established Simonds in 1949 and has had a career spanning more than 65 years within  
the Australian homebuilding industry. Gary has dedicated his career to growing Simonds into one of 
Australia’s leading home builders. Gary holds directorships for a number of private Australian companies. 

Paul McMahon  Managing Director & Chief Executive Officer

Paul has over 15 years experience working in the Australian homebuilding industry having initially joined 
Simonds in 1999. He has led the executive team of Simonds Group for the last 7 years and has overseen 
the significant growth of Simonds Homes Australia. Paul was responsible for the successful establishment 
of Builders Academy Australia as well as the Simonds Group’s listing on the ASX.

Susan Oliver  Non-Executive Director

Susan is currently a Non-Executive Director of CNPR Limited and Coffey International Limited. Susan is also 
Chair of Scale Investors Limited. Her past Directorships include Chair of Fusion Retail Brands Pty Ltd as well 
as being a former Non-Executive Director of VLine Corporation, Programmed Maintenance Services Limited, 
Transurban Group Limited, Just Group Limited, Centro Properties Group and MBF Australia Limited. Susan 
has been a company Director for more than 19 years and has expertise in building profitable enterprise, 
restructuring and turnarounds. She has senior management experience in both public and private sectors 
spanning construction, urban renewal, policy, professional services, innovation and industry development. With 
a background in strategy, marketing, technology and scenario planning, Susan also manages her own advisory 
practice and start-up information technology companies and is founding Chair of an angel investor group.

Matthew Chun  Non-Executive Director

Matthew has over 22 years of senior management and corporate advisory experience and currently 
runs a private property development and advisory business based in Melbourne. He was previously an 
Executive Director and CEO of ASX listed company, Becton Property Group. Prior to Becton Property 
Group Matthew held positions at Cbus Super Fund and Coles Myer. Matthew holds a Bachelor of 
Economics from La Trobe University, a Graduate Diploma in Property, Graduate Diploma in Applied 
Investment and Finance and is a licenced estate agent.

Richard Colless  Non-Executive Director

Richard founded and served as Executive Director of Pacific Mutual Australia Limited, a major Australian 
and New Zealand real estate fund manager. His previous roles included being on a range of public and 
private company boards. This included being a member of the JPMorgan Australia Advisory Board, 
consultant to the NSW Premier’s Office, Director of Events NSW, Non-Executive Director and Chairman 
of ING Real Estate Management Ltd. Richard was also Chairman of the Sydney Swans AFL from 1994 
to 2014 (the longest serving chairman in the AFL).

Leon Gorr  Non-Executive Director

Leon has for over 40 years practiced as a solicitor, rendering services as a client-trusted adviser. He has 
been involved within the house construction industry throughout this period. Leon joined HWL Ebsworth’s 
commercial group in 2011 acting as an advisor across commercial transactions and investments, corporate 
governance and compliance, tax planning and dispute resolution matters. Leon is currently a director of 
W.A. Blue Gum Ltd (19 years) and Balanced Securities Limited (16 years) and was previously a director of 
Starpharma Ltd. In 2011 Leon was acknowledged as a ‘Tax Legend’ at the 50th Tax Institute of Victoria 
State Convention for his contribution to the tax profession. Leon holds a Bachelor or Jurisprudence and 
Bachelor of Laws, Masters of Administration and is admitted as a Barrister and Solicitor of  the Supreme 
Court of Victoria and Federal and High Court of Australia.

SIMONDS GROUP
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Diversified earnings strategy 

Discover Developments is a newly formed arm of the 
business that will bring two key benefits to the group: 
earnings diversification and land supply to SHA. The first 
two land parcels were secured in FY15, resulting in a total 
of 67 house lots. Several potential land opportunities will 
continue to be investigated. 

Simonds Group recognise that it continues to be best suited 
to a capital-light model, therefore future developments 
are likely to be entered into land funds that contain 2-3 
projects per fund. The intention is for Simonds Group to only 
take a modest stake in each fund and also receive project 
management fees through facilitating the projects internally. 
This strategy will diversify earnings for the Group through a 
minimal risk approach. 

Simonds Group has no intention of becoming a large land 
vendor and will only secure land sites that can deliver on 
the strategic and financial metrics that have been identified. 
These developments will typically be parcels that are either 
too small for the major land vendors or in regional areas that 
are not being serviced by other land developers. 

Simonds Group has come a long way from when it was 
solely a building company with operations only in Victoria 
and this is reflected in the FY15 results of Simonds Homes 
Australia (SHA) and Builders Academy Australia (BAA).

For a long time the business has had a strategic focus 
on broadening revenue streams, not only geographically 
but also by identifying opportunities to grow the business 
through product and brand diversity. This evolving strategy 
will help deal with the peaks and troughs of both market and 
business sector conditions.  

BAA contributed a significant EBITDA result of $10.4m 
which was approximately 30% of the Group’s overall EBITDA 
result. SHA continued to increase its revenues and recorded 
an EBITDA result of $24.7m for FY15. Looking ahead to the 
next few years it is envisaged that the proportion of earnings 
between BAA and Simonds Homes Australia will remain 
relatively consistent with this past year. 

 › Exceeded prospectus forecast

 › FY15 pro forma EBITDA of 
$24.7m (Prospectus $24.3m)

 › 2,471 site starts (excluding 
Madisson Projects Australia)

 › Exceeded prospectus forecast

 › FY15 pro forma EBITDA of $10.4m 
(Prospectus $9.8m)

 › 5,578 course enrolments

 › Land development division

 › First site acquired in FY15

 › Plans to develop 2-3 projects of 
50 lots p.a.

SIMONDS GROUP
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Market forces
VET training

Demand for new housing to remain strong
Due to a combination of underlying demand, migration and 
low interest rates, national housing commencements are 
forecast to remain strong for the remainder of the decade. 
Although there is expected to be a slight reduction in overall 
national site starts, that is only in comparison to the boom 
period experienced over the past two years. All states that the 
Group operates within are expected to have housing starts 
at levels similar to, or higher than, long-term averages, with 
Queensland being the state with the most anticipated growth.

The housing industry continues to be underpinned by 
population growth and in particular, overseas and interstate 
migration. Although the forecast net migration figures are not 
at the heights of recent years, migration will continue to be a 
consistent driver of activity in the Australian housing industry. 

If young people feel that they have security in their jobs and 
interest rates are at reasonable levels, then they will most 
often look to enter the housing market. Unemployment 
appears to have stabilised in most parts of the country and 
although bank lending has tightened up somewhat, Simonds 
Homes Australia’s target market of affordable housing should 
continue to have strong demand.

Opportunity for growth in the  
building and construction ‘vertical’
Builders Academy Australia (BAA) operates in the vocational 
education vertical of building and construction which focuses 
on the significant  number of training opportunities that sit 
within the building and construction industry. The vertical 
has the third highest level of students being funded by 
governments and it is primarily driven by a combination of 
skills shortages and a vast number of experienced trades 
without formal qualifications. 

There is a significant upside to increasing the scope of course 
offerings. BAA has only just scratched the surface with this 
vertical and will continue to build on the existing programs by 
rolling out further programs in the next few years. 

The national skills shortage list highlights that a large 
proportion of occupations currently in shortage sit within the 
building and construction industry. This reinforces a promising 
future for BAA, as support for up-skilling in these areas is 
essential and unlikely to be compromised. 

Source: HIA July 2015 update

Source: NCVER 2014 calendar year

Source: NCVER (data reflects BAA FY15 student enrolments / NCVER 2014 funding statistics)

Detached dwellings forecast (000’s)

Top 10 govt. funded verticals by student numbers (000’s)

BAA’s share of funded 
students in vertical

 BAA 4.2%

 Other Providers 95.8%

Housing
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Building futures  
through our communities

SIMONDS GROUP

Simonds Group have been building quality homes for 
Australians for over 65 years. We believe in creating 
affordable homes where our customers raise their families, 
realise their dreams and where vibrant communities are 
created. The spirit of community is in our DNA at Simonds 
Group and our people are a great testament to this.  

Throughout our proud history, our employees have 
proactively recognised opportunities to provide support in 
local communities where our combined contribution has 
made a significant difference in the lives of many.

We believe that building futures and enriching lives is much 
more than housing construction. At Simonds Group we 
help individuals in our industry achieve their goals and build 
prosperity, by creating homes where families come together, 
fostering inclusive communities and through delivery of high 
quality training programs. 

That is why over the months and years ahead you will see 
us striving to create opportunities that will enable more 
Australians to build their own futures and further enrich  
their lives. 

This means using our core competencies to work with 
partner programs to support less-fortunate people in our 
communities; providing scholarships for disadvantaged 
individuals to learn a trade; and for us to continue to invest in 
localised programs where our employees work and live.
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Health 

When their lives were touched by cancer, the Simonds family were moved by the care and support that they received 
personally from Cabrini Health.  Through this experience they learned the significant impact that Cabrini has on 
thousands of patients and their families every year. Simonds commitment of $300,000 over the past 3 years to the 
Cabrini Foundation has supported the development of an Acute Clinical Services facility to ensure that they can 
continue to provide leading edge healthcare and medical support to those in need. 

For us to achieve our objectives we must engage a 
workforce that reflects diversity in all forms including 
gender (See page 54), skills, experience and ethnicity, 
because this is the makeup of our communities. We will 
include our employees in all of these endeavours so as to 
ensure they continue to be engaged, loyal and proud to 
work for us and feel they can express this in ways that are 
meaningful to them.  

As we expand and deepen our corporate social responsibility 
programs, we will do so with a commitment to our Simonds 
Group values of integrity, respect, honesty, loyalty and trust.

Sport 

Sport is a key ingredient in creating friendships, 
building local connections and creating communities.  
Engaging in localised sport builds inclusion and 
creates harmony. In our 65 years we have supported 
hundreds of local football, netball, boxing and other 
community-based clubs where citizens come together 
for health, engagement and fun.  

This year we have not only continued our very public 
support for Geelong Football Club but we have 
maintained our commitment to supporting local clubs 
that are at the heart of their community.  

SIMONDS GROUP
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Simonds Homes Australia 
is the Group’s residential 
building business that 
predominantly specialises in 
the affordable housing market 
through the construction of 
detached homes. Established 
more than 65 years ago in 
Victoria, Simonds Homes 
Australia is one of Australia’s 
iconic building brands with 
operations in Victoria, New 
South Wales, Queensland 
and South Australia.
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Exceeding forecasts

Record site starts, EBITDA and revenue
FY15 was a very strong year for Simonds Homes Australia 
(SHA) with the full year results exceeding the prospectus 
forecast. During the year 2,471 site starts were commenced 
and the businesses grew revenue by 12.0% to $600.2m. 
Significant work has gone into establishing operations in 
Queensland, South Australia and New South Wales. It is 
pleasing that all of these states are now profitable in their 
own right and are very well-positioned for further growth.

The expansion of the businesses display home program is 
ahead of schedule and at the end of FY15 there were 108 
display homes open across 59 geographical locations. The 
number of display homes will continue to increase over the 
next 12 months with a significant investment in expanding our 
footprint in New South Wales, Queensland and South Australia.

The display home expansion program is complimented by the 
long-term relationships SHA has with the major land vendors 
around the country; this continues to provide access to the 
best locations in new display villages and good volumes of 
sites on which to do house and land packages. 

FY08 FY12FY09 FY13FY10 FY14FY11 FY15

1,056

1,925

1,505

2,1702,151 2,211
2,129

2,471

Simonds Homes Australia site starts

SIMONDS HOMES AUSTRALIA
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Multi-brand strategy 
supporting diversified earnings

Retail
The retail market segment is where SHA generates most 
of its sales and this is underpinned by one of Australia’s 
most iconic brands, Simonds Homes. This brand has a 
well-established and diverse product range that suits both 
first home buyers as well as those looking to upgrade from 
their existing home. The brand is over 65 years old and is 
the biggest building brand in Victoria, it is also growing in 
market presence across the other states that the business 
operates within. 

During the past year a new brand has been established in 
the knock-down re-build segment of the retail market, that 
is branded as Metropolitan by Simonds. These homes are 
typically built within a 20 kilometre radius of the Melbourne 
CBD where there are older dwellings sitting on expensive 
land. These sites can either be one new home or dual 
occupancy sites and they have a higher specification than the 
Simonds Homes products and therefore have much higher 
contract values. Metropolitan by Simonds is only a presence 
in the Melbourne building market, however the intention is to 
replicate this model in other states in future years.

Wholesale
The investor market within Australia still remains very strong 
when it comes to detached housing and the Group’s Royce 
Property Group brand is continuing to perform very well in the 
investor segment. Royce Property Group typically build houses 
for local private investors looking to build their personal net 
wealth through rental properties. Sales are mainly generated 
through strong associations with professional service groups 
and the building contracts include landscaping, driveways and 
fences. This means that investors don’t have to do anything to 
the property before a tenant moves in.

Medium density and projects
SHA also operates in the medium density project segment 
through strong relationships with land developers. This brand 
is known as Madisson Projects Australia and all developments 
under this brand are business-to-business transactions. 
Madisson Project Australia typically build medium density 
townhouse developments and this market represents another 
opportunity for further growth for the Group.

WHOLESALE RETAIL MEDIUM DENSITY  
& PROJECTS

SIMONDS HOMES AUSTRALIA
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Simonds Gallery
SIMONDS HOMES AUSTRALIA

A key focus of Simonds Homes Australia is to ensure 
customers have the opportunity to add to their home as they 
desire and as their budget allows. This is beneficial to not 
only the company and our customers, but also our suppliers. 
In order to drive this, we continue to invest significantly in 
our gallery selection centres. During the past six months a 
market-leading Simonds Gallery was opened in Norwest 
Sydney, with a new gallery for the South East Queensland 
business under construction in Loganholme due to open in 
October 2015. 

With everything needed to personalise a customers home 
all under the one roof, these inspirational galleries allow 
customers to browse through the full range of products, 
finishes and colours that Simonds Homes has to offer.

Customers are booked in for a minimum of one full day where 
they receive a complete one-on-one service by qualified and 
experienced Interior Designers. Customers are also taken 
through a full electrical appointment where they can discuss 
lighting concepts, locations of power and TV points. Other 
electrical options such as heating/cooling, alarms, ducted 
vacuum and Home Theatre are also presented during this 
appointment.

A visit to the Simonds Gallery is the highlight of the building 
journey for most customers and the quality of the setting 
is constantly kept up to date with the latest offering from 
suppliers. The galleries are also used as a selling point with 
public access on weekends allowing potential buyers to 
experience what Simonds Homes has to offer. 
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Ballarat

Bendigo

Morwell

TraralgonWarragul Bairnsdale

Shepparton
Wodonga

Geelong/Torquay

Wangaratta

Warrnambool

  Display Centres 

Sustained success as Victoria’s no.1 builder
The Victorian business remains the flagship of the Group and 
despite a competitive market, Simonds Homes remains the 
number one house builder in Victoria with significantly more 
site starts than any other competitor. In FY15 the Victorian 
business saw site start growth of 7.5% with 2,027 homes 
commencing construction during the period. In addition to this 
growth there was a 14.0% increase in Sales Accepts for the 
year which signifies that FY16 will be another strong year for 
the Victorian business. 

Simonds Homes Victoria is a very mature business and as a 
result the display home program for Victoria is not in the same 
growth phase as some other states. The display home program 
for Victoria is predominantly focused on replacing older display 
homes that are no longer located in the best possible position 
to capitalise on sales in the growth corridors of Melbourne. 

Victoria 

Werribee

Tarneit

Melton

Sunbury

Epping
Craigieburn

Wallan

Pakenham

Cranbourne

Camberwell

Display homes continue to be built in regional areas that are 
either seeing significant growth or are underserviced by other 
builders. This regional strategy has seen Simonds Homes 
become the most recognised brand in most regional centres.

The Metropolitan by Simonds brand is set to expand its 
market presence from one display home to three in the next 
12 months, with display homes to be added in Balwyn and 
Caulfield. This will complement the existing display home 
on Burke Road Camberwell and they will be supported by 
a brand new Metropolitan by Simonds showroom in the 
heart of Malvern. The Malvern showroom will give existing 
and potential customers the opportunity to experience the 
specification level and quality that can be expected when they 
commence construction of their dream home. 

SIMONDS HOMES AUSTRALIA
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Queensland

Well positioned in a rising market
The Queensland business continues to grow with a 54.5% 
increase in site starts for FY15, with 173 homes commencing 
construction. The Queensland market has recovered from a 
lull over the past few years and is anticipated to remain quite 
strong for the medium term. The sales team in Queensland  
delivered a  very strong result in the past year and is continuing 
to achieve strong sales against more established competitors. 

The display home program in South East Queensland 
continues to expand with the recent opening of the first display 
home on the Sunshine Coast. By June 2016 the business will 
have 22 display homes open across 13 locations and will be on 
its way to being a household name amongst consumers. 

In addition to the display home program, a new head office 
with a market-leading gallery is due to open in October  
2015. This gallery will enable customers to have a far 
greater choice than previously available and will enhance 
the building experience for customers that have either 
already decided to build with Simonds Homes, or that are 
considering which builder they would like to use. 

Gold Coast

Brisbane

Ipswich

Sunshine Coast

South Australia

Continued solid results in a steady market
The South Australian business continues to deliver solid 
results and is an excellent example of what can be achieved 
in a smaller market that has been impacted by challenging 
economic conditions. FY15 saw a 21.0% increase in site 
starts in South Australia with 161 homes commenced and 
strong market-share growth expected to continue. 

Sales Accepts for FY15 increased by 43.9% when compared 
to FY14 , this has created a very healthy pipeline of work 
heading into FY16. This continued success has given the 
business confidence to invest into the South Australian market 
and that is reflected by the expanding display home program 
that is underway. Sites have been secured to increase the 
number of display homes in South Australia to 10 display 
homes across 5 locations by June 2016. 

Morphett Vale

Mount Barker

Adelaide

Gawler

  Display Centres      Coming Soon 
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NSW

Retail segment is the key to  
the second phase of growth
The NSW business had a busy FY15 while establishing 
its team and presence in the market. At the end of FY15, 
almost all of the 110 site starts were sourced through the 
Group’s wholesale division, Royce Property Group. This 
has allowed the business to establish trades and suppliers 
without having the overheads that come with having a 
retail business. A large number of these homes were 
constructed in regional towns such as Leeton, Orange, 
Griffith and Maitland. 

The fact that the booming retail market of Sydney has  
not yet been capitalised on, highlights the opportunity that 
lies ahead of the NSW business. The retail program is well 
under way with sites secured to enable the business to have 
11 display homes open across 5 five locations by the end 
of FY16. These will be complimented by a market-leading 
Simonds Gallery that was opened in May 2015. 

Central Coast

Penrith

Newcastle

Sydney

Wollongong
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Builders Academy Australia 
(BAA) is the Group’s 
vocational education and 
training (VET) business that is 
focused on quality training for 
the building and construction 
industry. Initially established 
10 years ago for training 
the Group’s own staff, BAA 
has undergone significant 
expansion and now offers 
external training across  
Victoria, Queensland and  
New South Wales.
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Quality training,  
compliance and growth

BUILDERS ACADEMY AUSTRALIA

Builders Academy Australia (BAA) delivered an outstanding 
financial performance in FY15, set against a backdrop of 
restructuring for growth, an intense focus on compliance 
and establishing new businesses in New South Wales and 
Queensland. The BAA team has truly done a remarkable 
job of keeping the business forging ahead through such a 
significant period of growth. 

BAA delivered on its prospectus forecast in FY15 by exceeding 
its EBITDA forecast by 6.1% and taking its revenues to new 
heights. These results have only been possible through the 
efforts of the Victorian business and this will be built upon 
through the acquisition of City-Wide Building & Training 
Services (CWBTS) which now gives BAA a launching pad into 
the Queensland and New South Wales markets. 

The business has found success through identifying 
dormant needs within the building and construction industry 

and the business is confident that it can replicate this 
method of success in Queensland and New South Wales. 

A major focus over the past 12 months has been to 
improve BAA’s ability to source students from its own 
internal sales activities and the results have been very 
strong. BAA’s targeted marketing strategy has resulted 
in more that 50% of its students being sourced through 
internal channels as opposed to third party referrers. 

It was recently announced that BAA has established an 
Independent Advisory Committee to support the business 
through future growth and industry changes. BAA prides 
itself on being best-in-class when it comes to compliance 
and governance; by having very well credentialed, highly 
regarded individuals offering advice and guidance, BAA will 
continue to have the very best practices in the industry. 
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BUILDERS ACADEMY AUSTRALIA

Course expansion to drive future growth
The second half of FY15 saw a significant increase in the 
number of course registrations. This was in part due to 
the continued demand for the Certificate IV Building & 
Construction. It was also a result of the introduction of the 
Certificate IV Workplace Health & Safety which is being 
completed by a large percentage of those students doing 
the Cert IV Building & Construction. Course Registrations 
are the lead indicator of performance for BAA and it is 
anticipated that registration numbers will continue to 
increase with the implementation of BAA’s strategic plans. 

At the end of FY15 the total number of enrolled courses 
was 4,155 which represents a very promising pipeline 
for the business heading into FY16. Although course 
commencements are expected to increase, many of the 
new courses will vary in fees payable; meaning that the 
number of enrolments are forecast to increase at a faster 
rate than revenue in future years. 

Student engagement and course quality are two of 
the foundation metrics that the business is built upon. 
BAA continues to qualify each student’s commitment at 
registration and aims to deliver courses which are engaging 
so as to ensure the best experience for all students. It is 
not possible to have every student who enrols complete 
their course, however it is very pleasing that 90% of 
students that enrolled in courses in FY15 had either 
completed their course or were still being actively  
educated at the end of FY15. 

BAA starts FY16 being positive about what the next 12 
months will bring, with a number of new courses set to launch 
by December 2015 and further courses to follow in 2016.

Course Registrations

Jul

688

Nov

643

Mar

1012

Sep

450

Jan

627

May

850

Aug

490

Dec

535

Apr

970

Oct

485

Feb

Introduction of 
Certificate IV WHS

824

Jun

844
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Investors will often hear BAA referring to the building and 
construction ‘vertical’. The vertical refers to BAA’s primary 
focus on delivering courses related to skills-shortage 
areas, including building and construction and other related 
industries. Although not all courses are presently on BAA’s 
scope, anything from an advanced diploma right down to 

Education Level Learning Description Status

Advanced Diploma Selecting contractors, overseeing work and quality,  
and liaising with the client

 › Expected to commence in 2H FY16

Diploma Specialised skills/project management skills.

Building and construction management

Business management

 › Commenced training in 2 qualifications

 › 2 more in late 2H FY16

Certificate IV Building and construction, sales, frontline management

Management qualifications

 › 3 qualifications

 › At least 6 more in FY16

Certificate III Trade qualifications.

Carpentry, joinery, paving, concreting, tiling etc.

 › 3 qualifications

 › At least 5 more in FY16

Certificate II Introductory building and construction courses  
and pre-apprenticeship

 › 2 qualifications

Short Courses 1-5 day short courses that provide experience to students 
in specialist areas

 › To be introduced 2H FY16

A proven strategy of  
‘builders training builders’

BUILDERS ACADEMY AUSTRALIA

short courses within this vein are considered part of this 
vertical. By having this highly focused approach, BAA can 
deliver better quality training, have a very clear marketing 
message, have expert trainers and an industry-leading 
curriculum by sticking with what the business knows 
best… building and construction. 

A key part of a Registered Training Organisations (RTO) 
strategy has to be compliance and governance and BAA is 
very supportive of the high standard that RTO’s are held to.  
The compliance requirements of  RTO’s  are stringent and 
those operating with loose compliance will continue to be 
found out. BAA is pleased to say that the business has not 
yet had any substandard audits and BAA is confident that its 
systems and Independent Advisory Committee will continue 
to hold the business in good stead. 

BAA continues to promote its catchcry of ‘builders training 
builders’. BAA is very proud of the quality of its trainers 
and this can only be achieved by having trainers with both 
practical and current experience. It is a requirement of 
all trainers working for the business, to not only have the 
necessary technical qualification but to also have recent 
hands-on experience. Many of BAA’s trainers are ‘on the tools’ 
during the day and then training in classrooms at night. 
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BAA’s marketing campaigns over the past 12 months have 
exceeded all expectations and with every radio or television 
ad that goes to air, the brand recognition of BAA rises. 
BAA is represented by a fictitious character named Bob 
who is a carpenter by trade and many Victorian’s have now 
heard Bob’s call to action. The feedback that has been 
received, not only from students but also from enquiries, 
has been nothing short of exceptional. 

The overall marketing strategy aims to drive potential students 
directly to internal phone lines. When BAA first ran a campaign 
during the AFL grand final in 2014, the business was inundated 

Branding success  
driving new students 

BUILDERS ACADEMY AUSTRALIA

with phone calls for the  following weeks. There is no reason 
to suggest that similar campaigns won’t be just as effective in 
New South Wales and Queensland in FY16 . 

BAA’s target demographic is very clear and this ensures  
that the marketing strategy and financial spend has a very 
high impact. By only operating in the building and construction 
vertical, the brand ambassador is able to cut through market 
segments, such as the recently launched plumbing courses. 
These campaigns also support BAA’s internal sales strategy 
which allows the business to have greater visibility over sales 
pipelines, increased control and efficiency. 
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Disclaimer

While every effort is made to provide accurate and complete information, Simonds Group 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, Simonds Group 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.

The material contained in this presentation is for information purposes only and does not constitute financial product advice. The 
information contained in this presentation has been prepared without taking into account the investment objectives, financial 
situation or particular needs of any particular person. Before making any investment decision, you should consider, with or 
without the assistance of a financial advisor, whether an investment is appropriate in light of your particular investment needs, 
objectives and financial circumstances. Nothing in this presentation is a promise or a representation as to the future. Statements 
or assumptions in this presentation as to future matters may prove to be incorrect and the differences may be material.  
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