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A brief history

The Brookfield Multiplex connection

he Awards

People — making the most of the team
Property Management — our foundation
Sales — the challenges

Building our Brand
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History — The Dark Period
1996 - 1999



The Enlightened Period
2000 — 2009

* 5 offices — 4 in Sydney, 1 in Brisbane

1000 properties under management
$130M in General Agency Sales
$140M of off plan sales

Building Management — 11 contracts
across 5 sites

45 people
JV with Brookfield Multiplex
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How did this happen?

 The Wharf, Woolloomooloo
— A business model we could replicate
— Fuelled our business
| went to a conference
— We began again
— Network of like minded principals
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The Brookfield Connection

2000 The Wharf, Woolloomooloo

2004 Multiplex Morton Pty Ltd, a joint
venture

2007 Everything Merged into one
2008 Brookfield buys Multiplex

2010 Morton & Morton 59% owned by
Canadian property services company
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Two More Points to Note

o Still a family firm

* Non Selling Principals
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Managing the People

e Excellent service needs excellent
people

e Right people, right bus etc

« Human beings, they’re.........
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Simple and Easy to Remember
- $10M

Surround it with Emotion

— Pride

— Respect

— Fulfillment

— Joy

Creates Purpose

Keeps you on Track




Mission

 To be an employer of choice, not only for the
Infrastructure we offer, but also because of the
commitment we make to the SUCCESS OF OUR

PEOPLE

« M&M will be made up of smart, educated, honest
and self aware people who strive on a dally basis
to do their best, such that the service we offer is
an INDUSTRY BENCHMARK

e To build a residential agency INSTITUTION



Company Values

Team work

Integrity

Disciplined Entrepreneurship
Care and respect
Leadership



Values of the Sales Team

Client focus

Not into mediocrity

A desire to win

A capacity to give

Not just about the money



| have a dream...



Go the Smart Boardroom



_ook for Quirky or Out of the Box
Recruiters

_ook for struggle

Personality Profiling - McQualig
Behavioural Interview Technigues
Education is Good

REEF

The Feeling







Financial Structure

Induction

Communicate and create a bond
Create opportunity

Go Hard, Go Fast, Go Early

Personal development using McQuaigs
The Sales Team



Young Person Syndrome

e Up to age of 25

« Males particularly susceptible

e Confuse personal and business
e Tend to react emotionally first

e Consider themselves more skilled than they
actually are

e Think of themselves first
* Everything learnt the hard way
e Think they are smarter than me



We’'ve been members of everything
Mix It up

Necessary for motivation

Its amazing what you know

The School of M&M
— My head to Dictaphone

To Pay or not to pay
The Sales Coach

Remember to train you
— Peers, mentors, coaching, leadership



Why Property Management?

Saves us every time there Is a downturn
The more managements the more sales
Allows us to take risks

Asset value

We were good at it



Checklists, Checklists, and more

Checklists \




e Pods

— 170 to 260 managements each
— Property Manager plus assistant

e 3 Leasing Consultants
— New Business targets

e 1 full time New Business Consultant
— Do their own leasing



Portfolio KPI's

Property Managers Leasing & New Business




Property Marketing

Professional Photos on all listings

Virtual Tours where possible

Push to get floor plans

Embrace internet products

Properties look better and you look better




Embrace Technology

REST Professional - Action and Conversation
PDA for condition reports

Electronic document management — FileSmart
1Form

RBIS

Intranet for centralised documents

Only tradesman who email invoices & accept
EFT

Eradication of fax and cheques



Niche market
Team of 13 — agency and project
Getting rookies started - High burn out

Minimum standards performance &
behaviour

Constant recruiting
Teams are the future

Database & sophisticated relationship
marketing

Sales Coach
Weekly sales meeting and training



Building our Brand

Purpose of brand
— Attract people

— Attract Sales and Property Management
Leads

Do a good job

Design everything ourselves
— Except for Logo

Client focus



Marketing Collateral



mortonandmorton.com.au



Invested in portal products

XML feed to any website we can find
Search engine optimisation

Google analytics

All vendor paid

Social media

Blogging



Look after your people
Have a vision that comes from the heart
Maintain culture and values

Be open to learning — leave your ego at
the door

Don’t settle for mediocrity
Execute well
Keep throwing punches



