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he past few years have been

challenging for property de

velopers but the optimistic

managing director of IJM

Land Bhd, Edward Chong, is

unfazed. Always with a ready
smile, Chong greeted us warmly when we
met him at 1JM Land’s show gallery for
the interview.

“Have you seen this project?” asks Chong
happily, pointing to the scale model of LIM
Land’s latest project, Riana South in Cheras.
He has reasons to be happy,after all, the devel-
oper sold over 300 of the 500 units launched
in one weekend. A very good response, con-
sidering the current market condition.

1JM Land has proved itself to be resilient
over the years, much of which can be attrib-
uted to its prudent approach. While its rev-
enue in the 2016 financial year (FY2016) was
lower than that in FY2015,Chong is quick to
point out that in general, 1JM Land's per-
formance has been stable and he expects
FY2017 to be better.

With improving market sentiment,Chong
has exciting plans for I/M Land. They in-
clude the launch of the RM1.8 billion Riana
Dutamas in Segambut and the construction
of The Light City in Penang, an integrated
waterfront development with a gross devel
opment value of over RM4.5 billion.

Here is an excerpt from the interview:

City & Country: How have the past 12
months been for 1IM?

Edward Chong: 1 cannot say we are at our
peak, but our performance has been relatively
good and stable for the past year or so.1 would
say we are doing pretty well, considering
the climate we are in. The most important

ales accordingly. We need to do our
best. Financial performance-wise, the 2017
financial year (ended March 31) was better
than Fy2016. We should be able to sustain
our performance in FY2018.

What does doing your best in the cur-
rent environment entail?

It is critical for us to manage a balancing act.

From a buyer's
perspective, | believe
that they like to be
assured that when

they buy fromus, they
will definitely get their
property at the end of
the day." —c

We need to manage our cash flow, make sure
we continue to stay relevant and be able to
meet all our financial obligations. We don't
want to launch all our projects and find
that we only sold 30% to 50% of each,which
means we can't complete them because we
do not have the cash flow.

In that sense,we have to ensure that what-
ever we put on the market today must be a
product that will be well taken up and each
project will be able to stand on its own feet
and be completed. This means sometimes
we need to find niche products that work.
We are very selective. Unless we know we
will have at least a 50% take-up rate, we will
not launch the product.

Ultimately, cash flow is the lifeline of any
company. Our job is to make sure we can
complete the project; it is a healthier way
of management. From a buyer’s perspective,
I believe that they like to be assured that
when they buy from us, they will definite-
ly get their property at the end of the day.

What is your opinion on the market
sentiment now?
In the last six to nine months, I would say
that it has been on an upward trend. We
could see a noticeable difference at proper
ty expos and road shows as well as people
visiting show galleries ... there were more
people. Even in other locations, you would
find that people are more interested in buy-
ing property now than a year or 1% years ago.
It could be pent-up demand. Usually,when
there is a market downturn or a correction,

people will refrain from buying as they think
the market will crash. They think they may
be able to get properties at lower prices, but
in general, prices have been stable.So, aftera
year or two, they realise that nothing much
has changed and maybe it is better to buy now.
In terms of sales, there is a pickup, but
financing is still an issue. People are still
unable to get the loan margin they want.
Nevertheless, there is a slight improvement
in the number of loan approvals. Conversion
of interest into sales is taking longer these
days because you can no longer get loans ap-
proved within a week like we used to.

What kind of growth are you looking at
and what is your strategy to achieve it?
We have been conservative in the last few
years. We are now looking to sustain our
previous years’ sales or at least keep them
at a stable level. The main thing is to make
sure that the products we launch cater for the
specific needs of today's market. The high-
end market is not as strong as before,so we
know the response will not be positive. But
if we are able to launch a product at a cer-
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tain affordable price range and make sure
that it is the right one in the right location,
the response should be strong. For the past
year or s0,all of our launches have achieved
more than 50% sales.We don't set very high
sales targets. We have to be realistic.

So,what is it that the market needs now
and how is IJM Land catering for these

needs?
We can't say that every market is the same.
However, if you benchmark across the
country, decent products priced between
RM500,000 and RM700,000 tend to get
snapped up quite quickly. Of course, each
location has its own unique features, so we
have to be sure that the product in a par-
ticular location is right for the market there
and ensure that we have the right strategy.
A good example is our recent launch, Riana
South,which is a residential project in Bukit
Manda'rina,Cheras. People can live there fora
long time unlike serviced apartments,which
tend to be small and most occupants will
have to move toa bigger unit after a few years.
CONTINUES ON PAGE 100
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We've priced Riana South at RM561,000
1s,and on one weekend, we were able

to sell 300 of the 500 units launched.
As long as the market sentiment remains,
wewill continue tolaunch more such products.

What can we expect to see in the cen-
tral region next year?

Our Seremban 2 and Bandar Rimbayu town-
ships are the anchors in the central region.The
latter is one of the best-performing townships
in the group and the take-up rates for our re-
cent launches have been very strong. I believe
Bandar Rimbayu will continue to grow and
prosper. We are working on the commercial
precinct now ...we'll see what we can do to
make it more interesting and different.

We will also be launching landed homes
in Shah Alam 2 in Puncak Alam. This is one
of the new hot spots. A lot of developers are
building or going to build in this corridor.We
are one of the pioneers there, having started
in 2001 when there was hardly any sign of
life. The early years were difficult, but in the
last five years, sales have been very strong.

We will be launching Riana Dutamas in
Segambut in a few months’ time.This project
is strategically located and is slightly differ-
ent as it is targeted at a younger market. We
are looking at first-time homebuyers and
upgraders from the surrounding areas. In
Segambut, it is about urban regeneration —
factories will move farther away from the
city and these sites, being close to the city
centre,will see great demand. The built-ups

of the Riana Dutamas units will be between
653 and 1,177 sq ft and their average sell-
ing price is RM550 psf. We are very excited
about this project as it will play a key role
in transforming Segambut.

Seremban 2 will continue to outperform.

All our launches have been snapped up
quite fast, even for terraced houses priced
at RM500,000 to RM600,000. If you look at
the house prices in KL and Seremban, we
can't say Seremban homes are definitely
cheaper. Those who buy in Seremban 2
have high expectations as it is a premium
township. We will be launching some ter-
raced houses that are a bit more compact
and priced more attractively to cater for
another group of buyers.

There will also be apartments priced at
between RM280,000 and RM320,000. This
project is called Safira Apartment. We are
working within a certain budget to suit the
target market ...it is sort of a corporate so-
cial responsibility initiative. The develop-
ment will be located next to the Seremban
courthouse, district police station and land
office — within the government precinct. We
want to offer this product to civil servants
because they are serving the nation and we
feel obligated to help them own a home. It
is not a government-controlled project like
Rumah Selangorku; it is our own.

What about the northern and southern
regions as well as Sabah and Sarawak?
In Penang, we have launched Waterside
Residence @ The Light and the take-up rate

has been very positive.We were sellingatan
average of RM700 psf for units with built-ups
of more than 1,000 sq ft. The more expensive
ones and those facing the sea are fully sold.

Coming up next is 3 Residence in Karpal
Singh Drive,which will be located next toThe
Maritime,one of the most happening places
for F&B (food and beverages) and entertain-
ment on the island. It is a different product
from The Light. It is leasehold, close to a lot
of amenities and will be priced attractively.
We expect it to be sold in no time.

Next year, we will launch The Light City.
We will start with the first apartment block
called The Mezzo @ The Light City, the shop-
ping mall,convention centre and hotel. Our
vision is to create a coastline similar to that
of Hong Kong. Every visitor to Hong Kong will
8o to Kowloon's coast and look at Hong Kong
island ...its coastline. The Light City will be
our core product in the northern region due
toits sheer size ....we are talking about a gross
development value of over RM4.5 billion.

On the mainland, we are currently de-
veloping landed properties in the 131-acre
Pematang Sanctuary in Bukit Mertajam and
will be launching Phase 4 in the first quarter
of next year, We are looking for more land
but are in no hurry to commit to anything.
We still have a land bank in Penang that can
last us for a while.

Inthe south, it isvery much a landed propo-
sition for now as the market for high-rise units
is very challenging. We will study the market
to find the right time to launch high-rises.

In the beginning of next year,we will be
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FINANCIAL YEAR-END: (RM MIL) 206 205 204 2013 2012
Revenue 1160 2,030 2046 1250 1206
Pre-tax profit 174 514 701 320 282
Paid-up capital 1559 1559 1559 1416 1388
Shareholders' funds 3641 3545 3285 2627 2430
Profit attributable to shareholders 96 345 : 533 215 194
Dividend payout ratio (%) Nil Nil 6 5 4
COMPLETED PROJECTS
PROJECT/LOCATION TvPE GOV (RM)
Serl Riana Residences,
‘Wangsa Maju, Kuala Lumpur Condorminium 620mi
EPIC @ Iskandar, Johor Condominium 441mil
The Light Collection IV, Penang Condorminium 525 mil
Residensi DeBunga, Kuala Lumpur Semidee & bungalow 125mil
ONGOING PROJECTS
PROJECT/LOCATION TYPE GOV (RM)
Seremban 2 & 52 Heights, Seremban Mixed development 6.8bi 1995
Bandar Rimbayu, Shah Alam, Selangor ~ Mixed development Tibi 2013
Austin Duta, Johor Mixed development 16bi Oct 2015
The Light Waterfront, Penang Mixed development 14bd Dec 2016
Bukit Manda'rina, Kuala Lumpur Mixed development BO3mil April 2005
IN THE PIPELINE : .
Above: Riana South sold over 300 launching terraced houses in Sebana Cove
PROJECT/LOCATION e GOV (RM) EXPECTED LAUNCH :
of the 500 units launched in one Resorts in Pengerang, Johor. 1 foresee very
::rf D:I:‘(::::L IKU&' TR bR Zutisﬂ w:gg weekend strong demand for this product because of
'MEKTPIE Kmr‘i'm "-e--dm'm’w"‘* Siomi i the Petronas Refinery and Petrochemical
KD 3' Kuar:nn ‘_‘mi o &20mi 301 Below: The Light City in Penang Integrated Development (RAPID) project.
Bt PE;‘ - L h e S0 will be LM Land's core product in In fact,we were invited by Petronas to hold
.”.e f ":_ - mb e ___I_:_a_' BTN the northemn region road shows on its premises. Petronas had
S Pt S e started to identify employees who will be
transferred to Pengerang and wanted them
to know the properties available there,
The market in Pengerang is complete-
ly different from that in Johor Baru as its
growth is spurred by RAPID. People will
start moving there and businesses will

follow suit. It won't be just Petronas em-
ployees, those providing supporting ser-
vices will also be going there.

Those working in oil and gas sector are
generally paid well, so when they move to
Pengerang, the spending power in the area
will rise and business opportunities will
increase. Expatriates may choose to live in
a slightly different environment, and Seba-
na Cove offers a better ambience than the
surrounding areas. We have a marina, golf
course and clubhouse ready. I think Sebana
Cove will be one of our core townships by
next year.I believe Petronas will be sending
its first batch of employees to Pengerang
around end-2019, which means they want
completed properties by then.

As for Sabah,we will continue with our 395-
acre Bandar Utama township in Sandakan.

Is I’M Land planning to grow its inter-
national market?

We are still delivering on our Royal Mint
Gardens project in London. We are waiting
for the last approval for Phase 2 because
in our original scheme, there was a hotel,
which we have now turned into a residen-
tial component.

We are exploring more projects in Lon-
don and our focus is not necessarily on Cen-
tral London.We may be going out farther to
zone 4 or 5,but they have to be strategically
located, next to underground stations. We
developed our maiden project in Central
London because we needed a prime loca-
tion to showcase our brand. Subsequent
projects should cater more for the locals
because we believe such demand is much
more sustainable.

We have been exploring Australia but have
yet to find something we like. The foreign
exchange issue has made things a bit more
challenging.1 know I can make money from
a project in Australia, but if the foreign ex-
change rate takes a drastic turn,all our profits
will be wiped out.So, for oversea projects,we
need to be more diligent and study the risks.
Weare in Vietnam and China as well and will
continue to explore both markets. o
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