


871,000	
  new	
  driving	
  commuters	
  



11,726	
  new	
  non-­‐residen8al	
  spaces	
  



The	
  solu8on	
  

	
  
	
  
	
  

	
  
	
  
	
  



	
  
	
  
	
  

	
  
	
  
	
  

There	
  is	
  a	
  trend	
  



List	
  
search	
  

book	
  

Divvy	
  handles	
  all	
  the	
  bookings,	
  payments,	
  
invoicing,	
  and	
  repor7ng	
  

An	
  independent,	
  cloud	
  hosted	
  market	
  place	
  allowing	
  asset	
  owners	
  to	
  generate	
  
revenue	
  from	
  car	
  spaces	
  and	
  drivers	
  to	
  lock	
  in	
  long	
  term	
  parking	
  

A	
  ‘plug	
  and	
  play’	
  solu8on	
  



Asset	
  managers	
  manage	
  parking	
  inventory	
  
from	
  a	
  central	
  dashboard,	
  in	
  real-­‐7me,	
  with	
  
the	
  leasing	
  flexibility	
  they	
  need	
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The	
  8ming	
  is	
  right	
  
	
  
	
  
	
  

	
  
	
  
	
  



Tipping	
  point	
  

The	
  industry	
  was	
  well	
  posi8oned	
  for	
  growth	
  through	
  2011-­‐12,	
  
with	
  demand	
  for	
  parking	
  growing	
  faster	
  than	
  industry	
  capacity.	
  	
  

Australian	
  ci8es	
  in	
  the	
  most	
  expensive	
  parking	
  globally.	
  Top	
  
10	
  monthly:	
  Perth	
  and	
  Sydney,	
  Top	
  4	
  daily:	
  Melbourne	
  and	
  
Sydney	
  

On-­‐street	
  commuter	
  parking	
  has	
  vanished,	
  and	
  parking	
  
fines	
  grow	
  year	
  on	
  year	
  

	
  
	
  
	
  

6,059,972	
  Australian	
  commuters	
  drive	
  to	
  work	
  each	
  day	
  
in	
  2011,	
  up	
  from	
  5,404,040	
  in	
  2006	
  

	
  
	
  
	
  

9-­‐10%	
  office	
  vacancy	
  implying	
  over	
  6,600	
  unused	
  office	
  spaces	
  	
  
available	
  to	
  be	
  marketed	
  online	
  in	
  Sydney	
  and	
  Melbourne	
  alone	
  

Over	
  30,000	
  local	
  searches	
  for	
  ‘long	
  term	
  parking’	
  each	
  
month	
  



Right	
  place,	
  right	
  8me	
  
Focused	
  on	
  improving	
  asset	
  u8lisa8on	
  and	
  tenant	
  
services.	
  Invested	
  in	
  Liquid	
  Space.	
  Engaged	
  Divvy.	
  

Interested	
  in	
  rolling	
  the	
  concept	
  out	
  na8onally	
  

Presented	
  Divvy	
  to	
  their	
  biggest	
  client	
  

	
  
	
  
	
  

High	
  level	
  focus	
  on	
  using	
  technology	
  to	
  improve	
  tenant	
  service.	
  
Final	
  contracts	
  with	
  legal	
  team,	
  proper8es	
  earmarked	
  

	
  
	
  
	
  

Proper8es	
  earmarked	
  for	
  Divvy,	
  final	
  contracts	
  with	
  legal	
  team	
  

Focused	
  on	
  improving	
  tenant	
  services	
  through	
  technology.	
  
Proper8es	
  earmarked	
  

Engaged	
  Divvy	
  to	
  drive	
  incremental	
  income	
  

Rolling	
  Divvy	
  out	
  na8onally	
  



The	
  market	
  
	
  
	
  
	
  

	
  
	
  
	
  



Industry	
  at	
  a	
  glance	
  

	
  
	
  
	
  

Revenue	
  	
  (2011-­‐12)	
   	
  	
  

$1.3bn	
  
	
  
Growth	
  (2012-­‐17) 	
  	
  

2.9%	
  
	
  
Market	
  share	
  

Wilson	
  Parking	
  52.3%	
  
Secure	
  Parking	
  18.1%	
  
	
  



Actual	
  Market	
  

	
  

Source:	
  Parkopedia	
  

Wilson	
  and	
  Secure	
  appear	
  to	
  be	
  dominant	
  players,	
  however,	
  the	
  majority	
  of	
  
buildings	
  have	
  no	
  car	
  park	
  operator	
  –	
  this	
  is	
  the	
  ‘grey	
  market’	
  

Sydney	
  CBD	
  contracted	
  car	
  parks	
  

67	
  
	
  

1,196	
  



The	
  opportunity	
  

	
  
	
  
	
  

	
  
	
  
	
  



�
1.  To	
  deliver	
  the	
  most	
  advanced	
  parking	
  

u8lisa8on	
  technology	
  to	
  the	
  property	
  
industry	
  

2.  Aggregate	
  a	
  highly	
  fragmented	
  market	
  
place	
  

3.  Establish	
  a	
  plaaorm	
  that	
  delivers	
  
addi8onal	
  tenant	
  and	
  commuter	
  
services	
  

�

Our	
  mission	
  



Connec8ng	
  supply	
  with	
  demand	
  

	
  
	
  
	
  

	
  
	
  
	
  

	
  
	
  
	
  	
  



Interna8onal	
  opportunity	
  	
  

	
  
	
  
	
  

The	
  global	
  parking	
  market	
  is	
  significant	
  (US$100bn+)	
  
	
  
Divvy	
  will	
  partner	
  with	
  interna8onal	
  players	
  to	
  capitalise	
  on	
  the	
  global	
  opportunity	
  	
  
	
  
	
  
	
  
	
  
	
  	
  



The	
  model	
  
	
  
	
  
	
  

	
  
	
  
	
  



Business	
  model	
  

We	
  take	
  15%	
  commission	
  on	
  each	
  transac8on	
  

	
  

BOOKED	
  BAYS	
  
Year	
  3	
  

	
  

14,000	
   $566	
  

AVG	
  	
  MONTHLY	
  RENT	
  
In	
  Year	
  3	
  

	
  

MONTHLY	
  FEE	
  REVENUE	
  
Year	
  3	
  

	
  

$1.2m	
  



	
  
	
  
	
  

	
  
	
  
	
  Deliver	
  solu8on	
  for	
  under-­‐u8lised	
  parking	
  bays	
  

Integrate	
  with	
  other	
  plaaorms	
  

Deliver	
  short-­‐term	
  access	
  solu8on	
  

First	
  point	
  of	
  contact	
  communica8on	
  

Deliver	
  solu8on	
  for	
  parking	
  management	
  

Business	
  stages	
  



	
  
	
  
	
  

	
  
	
  
	
  



	
  
	
  

Nick	
  Aus8n	
  
nick.aus8n@divvy.com.au	
  
0404	
  455	
  863	
  

Alex	
  Gale	
  
alex@divvy.com.au	
  
0412	
  254	
  612	
  

Contact	
  details	
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