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Our core offering is the ability to integrate the various service skill sets into a cohesive solution for 
development, operations and overarching advice. Service streams include:

TRANSACTIONS BUY + SELL

• Agency/Brokerage

• Operator Selection

• Due Diligence

• Vendor Representation

• Interested Party Assessments

• Bid Advisory

• Transaction Management

• Leasing

DEVELOPMENT

• Project Concept & Design

• Development Management

• Commercialisation of Design

• Integration of Development
& Operations

• Feasibility Assessment

• Planning

• Alternate Use Analysis

• Finance Arrangements & 

Co-ordination 

ADVISORY AND FINANCE

• Operations

• Feasibility & Best Use Studies

• Strategic Consulting

• Restructuring Services

• Investment Risk Analysis

• Portfolio Assessment

• Debt & Equity Sourcing

• Refinancing

• Valuation Management

• Joint Venture/Equity 
Participation

• Independent Advisory

• Debt Restructuring

STRATA/COMMUNITY TITLE

• Scheme Concepts

• PDS & Prospectus
(AFS Licensed)

• Offer Structure

• Project Design and 
Commercialisation

• Operator Selection

• Project Marketing

EXPERT’S REPORTS

• Independent Expert Reports

–Prospectus

–PDS

• Expert Witness

– Independent Court Reports

– Litigation Support
& Management

• Stakeholder Management

• Refurbishment

ASSET MANAGEMENT

• Asset Management

• Strategy Development & 
Implementation

• Operations Implementation

• Financial & Operational 
Reporting

DRANSFIELD is a specialist 
professional services organisation 
advising the tourism, finance and 
property industries.

Established in 1993, our experience 
includes acting as principals and  
independent advisers to a wide 
range of hotel and resort assets, from 
backpacker to 5 star, city hotels and 
regional resorts, and  single and 
multi-site operations.  

With over 20 years experience in this 
sector, Dransfield have acted on a 
spectrum of projects involving over 
55,000 hotel rooms and numerous 
food and beverage outlets in over 
500 hospitality enterprises 
throughout Australia.

Dransfield’s resources and 
experience enable us to provide a 
wider range of complementary 
specialist services than many 
traditional advisory firms. Our team’s 
experience and training ranges from 
accounting and finance to property 
development, legal and asset 
management.  

For more information, visit 
our website:

www.dransfield.com.au

or call us:

Ph: +61 2 8234 6600
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Transactions – sell side
At Dransfield we provide a complete suite of transaction related services are designed to maximise value and reduce 
transaction risk. Dransfield act as lead sell side agents in complex transactions informed by numerous buy side 
assignments
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Experience gained from over $3 billion in 
transactions including selling, buying and preparing 
assets and portfolios for exit. Dransfield offers a unique 
and diverse skill set that achieves transaction 
outcomes above expectations.

Dransfield identify credible best uses and create 
structured transactions to unlock special value. By 
creating value we close price gaps and resolve 
objections using our specialist knowledge and 
resources. We also develop ways to mitigate perceived 
buyer risk reducing transaction time and risk of 
transaction failure.

Dransfields sell side service focuses on the total 
transaction timeline rather than the traditional agency 
model.

We present assets having clearly identified best uses 
with the flexibility to modify these for specific purpose 
buyers. We communicate complexity in a simple 
manner that helps bidders manage stakeholders and 
avoid objections. We often work with traditional agents 
allowing them to present prospects identified by their 
network, whilst taking custody and leading the total 
transaction process.

Sell Side Transactions

Pre Sale Advice

A Dransfield pre-sale review answers the key value 
unlocking questions, prior to engaging with 
prospective purchasers. 

Brokerage & Vendor Representation

Dransfield are licensed estate agents and we bring 
discipline to the full three stage sale process to 
present assets, unlock value and reduce transaction 
risk:

Stage 1 – Getting ready for market
Stage 2 – In the market
Stage 3 – Closing

Brokerage and Vendor Preparations services include:

• Information memoranda and asset presentation
• Dataroom management
• Bid and bidder evaluation
• Bid negotiations
• Developing and assessing alternative use/value 

adding schemes  
• Developing asset and operational restructuring 

options

Sell Side - Project Experience

Ribbon Hotel and Residences, Sydney 
$700M+

NEXT Hotel Sale, Brisbane $133M+

Murray Street Perth – Development Site 
$40M+

Townsville Holiday Inn Site

Australia 108 – Development Site Sale $40M+
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Transactions – buy side

Buy Side Transactions & Purchaser Due Diligence

Dransfield offers a unique and diverse skill set that provides flexibility in problem solving and 
creates structured transactions to overcome execution impediments. We can create value for 
all stakeholders to close price gaps and resolve terms.

Dransfield have undertaken acquisition and pre-investment due diligence on multiple 
occasions for clients and have also acted as principals.

We have structured methodologies and checklists that enable us to efficiently and completely 
identify and manage risks including price adjustments where necessary.

We have considerable experience in leading and working with bid teams. We know what to ask 
and what the answer means. We can provide a complete Transaction Management service.
Our experience and stored knowledge is invaluable in identifying pre-purchase opportunities, 
assessing risk and managing acquisitions.

Our broad skill set means we can:

• Source and contract with new Management

• Source and contract JV Partners and Financiers

• Create break up strategies where required

• Identify executable Development opportunities

• Identify executable Re-positioning opportunities
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At Dransfield we provide a complete suite of transaction related services are designed to maximise value and reduce 
transaction risk. Dransfield acting as lead buy side agents in complex transactions informed by numerous sell side 
assignments

Buy Side - Project Experience

Mirvac Hotel Group for Accor Hotels $250M+

Discovery Group $155M+

Bell City – $130M+

Private Equity Fund $350M acquisition

Hotel Grand Chancellor – Gold Coast $80M+
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development
Dransfield recognise the unique and challenging development circumstances for hotels & resorts in Australia. We take 
a “whole of development” approach to reduce project risk and cost.
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Dransfield have acted as advisers and principals in 
many hotel and resort development projects.  

There is a limited pool of experienced hotel and resort 
developers in Australia and there has been consistent 
project failure at the capital level. This is usually caused 
through poor project concepts and related 
overcapitalisation.  

New projects must compete with established assets 
and operations that have often been acquired at a 
discount to original cost. These have a lower average 
cost per room and room rate to provide an acceptable 
return and can undercut new hotels. This creates an 
unusually complex situation which requires expert 
participation in design and capital discipline. 

Feasible development relies on a relatively small 
overlap between stakeholders – developer, owner, 
financier and operator - that needs to be skillfully 
managed.

Dransfield have experience in each stage of the 
development lifecycle from concept to conclusion, 
including project sales. Our projects have ranged 
from large upscale city hotels to regional resorts 
throughout Australia.

Dransfield recognises and manages the potential 
conflict between operators and developers and 
return on capital requirements. A successful 
development is not just the sum of the parts, but how 
they are integrated. 

Dransfield provides a full suite of development 
services supported by specialist project tools tailored 
for hotel development.

Project Experience

Australia 108 – 300 Room, 5 Star

Taronga Zoo Eco Retreat

Sydney Harbour Foreshore Authority – 350 room 

Eco Point – 5 Retreat Resorts + Pipeline

Oxford Koala Re-development

1 2 3 4Site Assessment
Preliminary 
Feasibility

Structure &
Assessment Execution

We have developed a proven structured methodology to assess risk and feasibility for hotel 
development
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Development Services
Dransfield provides a full suite of development related services. We can undertake some or all depending on project 
needs & client’s skill sets & resources.
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Pre Sale Advice

• Site Selection & 
Assessment – access, 
infrastructure, location, 
zoning & approvals

• Initial Buildability

• Project Concept & Design

• Market Analysis & Outlook

• Competitor Analysis

• Product Positioning

• Supply & Demand Analysis

• Initial Total Project 
Feasibility Assessment 
(Development & 
Operations)

• Land Value

• Alternate scheme 
structures including Strata 
Title 

• Alternate Use Analysis 

• Risks & Mitigants

Structure & Detailed Design

• Development Management

• Design Brief

• Detailed Design Management

• Interior Design

• Work-up Alternative Schemes & 
Delivery Methods

• Planning Review & Development 
Approval

• Builder Selection & Appointment

• D&C Consultant Selection & 
Appointment

• Project Planning & Scheduling 

• Project Control Group 
Management

• Concept Review & Modification

• Value Management 

• Detailed Feasibility Analysis, 
including Operations Forecasts

• Integration of Development & 
Operations 

Ownership, Operation & Funding 

• Alternative Ownership & 
Operating Structures

• Joint Venture Assembly

• Operator Selection & 
Appointment

• Investment Analysis

• Financing Plan

• Finance Arrangement & 
Coordination (Debt & Equity)

• Sell Down/Exit Strategy

• Market Testing

• Stakeholder Reporting & 
Management

Execution

• Development Management

• Project Control Group 
Management

• Project Marketing

• Pre-sales

• Operator Agreement

• Business Plan

• Pre-opening and Opening

• Manage Legal Advisers,  
Documentation & Compliance
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Investment Services
Dransfield is a leading multi-skilled independent hotel investment adviser. Established in 1993 with 20 years experience 
in over 500 Hotels & Resorts
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Why Dransfield

• Dransfield have been advising investors for over 20 
years, through several market cycles, and at various 
stages of a hotel asset’s lifecycle 

• Dransfield understand different investor and lender 
risk profiles and their return requirements

• Dransfield have relationships with all of the major 
hotel stakeholders - developers, operators, owners, 
financiers

• With multiple specialist skills, Dransfield can 
integrate development, operations and finance to 
maximise asset value

• Dransfield are well placed to advise new entrants on 
all aspects of hotel investment.

Our Hotel Investment Services

Dransfield have the skills and experience to assist with:

• Funding Advice
• Buying new and existing hotels

• Selling - pre-sales and existing

• Asset Management

• Market Research and Analysis

• All Investment Structuring 

Dransfield are at the forefront of market knowledge 
and our clients have access to our extensive databases 
of sales, operational KPIs, owners and new projects.

Core Investment Services:

Acquisition – Buy Side Transactions

Due diligence, valuation, bid advisory, transaction 
management

Sale

Asset presentation and agency, value enhancement,  
IMs, dataroom, bid evaluation

Investment Strategy

Hold, sell, exit strategy and timing

Feasibility Assessment

Full project feasibility considering development, 
operations, financing and best use

Valuation

Business valuation and risk assessment

Development Management

From concept to completion, detailed design, 
financing, operations, exit

Asset Management

Strategic and performance review, operator 
selection, capex and redevelopment strategy

Project Experience

Accor’s Mirvac Hotel Acquisition >$250M

Private Equity Due Diligence $350M

Superannuation Fund Strategy >$200M

Intercontinental Hotel Group EV $400M

Tourism Asset Holdings Ltd – Acquire 30 assets
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Asset Management
Dransfield‘s asset management services range from owner representation and key stakeholder management to 
independent strategic advice and contract negotiation
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The Operator’s focus is on day to day operations and 
brand maintenance, rather than asset value

Hotel and resort investment has historically had higher 
risk than other forms of real estate, with key industry 
knowledge not freely available and ownership and 
management often separated by conflicting goals.  

Operating business needs often take precedence over 
asset needs. Owners feel disadvantaged by the 
Operator’s greater operational knowledge and control 
of day to day operations.  

Dransfield have operated & managed numerous hotels 
& resorts.

Dransfield provides a range of skills and experience to 
close the business knowledge gap.  This can bring the 
Owner and Operator closer together, or, when 
appropriate, help them separate.

Our experience in acting for a diverse range of clients 
and our disciplined approach to asset management can 
assist in changing operating practices and achieving 
desired returns.

Dransfield provides a wide range of asset 
management services to clients at varying stages of 
asset life cycles. By applying a set of disciplines, 
specialised procedures and tools, we offer a 
structured yet flexible approach to decision making 
and problem solving, from a whole of investment 
perspective.

Asset Management Services

• Owner Representation

• Key Stakeholder Management

• Financial and Operating Reporting and Monitoring

• Independent Strategic Review – opportunities, 
threats, risk management, value added solutions

• Assessment of Development/Refurbishment 

• Assessing Restructuring Options

• Feasibility and Investment Analysis

• Operation and Development Integration Strategy

• Operator Selection and Management Agreement 
Negotiation

• Interim Management

Project Experience

Art Series Hotels – MA Re-negotiation

Holiday Inn Surfers Paradise

Mantra Group – Growth Strategy

Indigenous Business Australia - $70M Portfolio

Sebel Harbourside Kiama
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Operations & Operator Selection
Dransfield have operated and managed numerous hotels & resorts. Services range from operator selection to a 
strategic review of operational performance or day to day management if needed
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Operational Reviews

Dransfield have undertaken a wide range of operational 
reviews on behalf of owners, investors, financiers and 
operators. This includes large 5 star hotels and small 
regional resorts.  

An operational review provides a specialist, 
independent means of assessing past and present 
performance, opportunities for improvement and 
reconstruction solutions. 

Our independent operating expertise has been 
recognised by major operators who have periodically 
retained us to review underperforming hotels.

Operator Selection

Dransfield has extensive experience in the selection 
and supervision of hotel and resort operators, ranging 
from luxury CBD hotels to regional resort 
appointments.

We are able to assess the commercial impact of 
contractual terms to achieve a balanced 
management/owner relationship. 

Dransfield have particular expertise in operator 
selection for strata title hotels, with the additional 
issues created by a Management Rights structure.

Integration of Operations & Development Schemes

Often the most difficult part of any tourism 
development is identification of the key operating 
elements of the project and integrating these with 
the development objectives.

Operations and Development have limited common 
understanding of each others’ needs.  Dransfield 
offers a communication and strategic link between 
these aspects to ensure a functional built product and 
operating environment.

Operational Management

Dransfield has managed a variety of assets, from 
reconstruction and insolvency engagements, to 
origination of a multi-site management company that 
also developed a large tourism and strata title asset 
portfolio.

We offer a flexible solution to management, which is 
particularly useful during a transition phase, when 
changing operators, or when there is a need for the 
integration of operations with development activity 
during a sell down period.

Project Experience

Soul, Gold Coast

Eco Point

Sebel Harbourside Kiama

Management Agreement Renegotiation 1,300 keys

Woolstore Apartment Hotel, Hobart
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Advisory & financial services
Dransfield provides independent advisory services to assess clients’ opportunities and threats, manage risks and 
devise value added solutions
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Services Overview

• General advisory

• Feasibility and best use assessments

• Lender advisory

• Debt & Equity financing

• Valuation reviews

• Workouts and reconstruction

• Market research

Our team has a unique range of practical skills and 
principal experience, having acted for all key 
stakeholders during each stage of a hotel and resort’s 
lifecycle.  Key stakeholders represented include asset 
owners, financiers, developers, operators and 
government.  

Advisory

Dransfield have a range of real world experiences as 
well as extensive advisory experience across a 
significant number and spectrum of projects.

Our combination of financial and industry expertise 
enables us to answer the critical questions that often 
face stakeholders. 

Feasibility and Best Use Assessments

Dransfield undertakes feasibility and demand 
assessments for developers, land owners and 
financiers. 

Dransfield then adds value and reduces risk by 
conducting a full development review and best use 
analysis, including alternative development 
approaches and sensitivity analysis for different  
development and operating assumptions.  

Dransfield mitigates development risk by considering 
the total investment and development feasibility, in 
addition to expected operating performance.

Our combined development and operational 
experience enables us to commercialise a hotel 
project’s design in the pre-development phase. This 
involves improving master plans and undertaking 
detailed design before committing significant capital.

Project Experience

Intercontinental Hotels Portfolio $400M

TAHL – IPO for 30 Hotel Assets

Mantra Group Board Advisory

Medi-Hotel Joint Venture

Colonial First State - Prospectus
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Advisory & financial services
Dransfield provides independent advisory services to assess clients’ opportunities and threats, manage risks and 
devise value added solutions
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Financial Services

Dransfield provides a complete range of financial 
services to hotel and resort investors, developers, 
financiers and operators 

Lender Advisory

Our advisory services are designed to assist financial 
institutions in determining whether to make an initial 
loan, loan extension or to secure appropriate loan 
protection.  

Project Finance

Dransfield can assist in securing finance  for new 
developments and operating assets.  Our experience in 
acting for both debt and equity enables us to address 
their key questions, and structure an appropriate 
risk/return offering.

Valuation Reviews

Dransfield have a detailed understanding of the 
valuation process.  We bring a commercial approach 
and  transactional experience, which looks forward, as 
well as considering historical sales evidence.  

Workouts & Reconstruction

Dransfield has the experience to assess the financial 
position of an entity in times of financial stress

Our combined industry and insolvency expertise 
enables the design of a workable restructuring plan 
which takes into account the varying needs of 
interested parties.

A workout or reconstruction is not necessarily public 
and does not involve the formal appointment of an 
insolvency practitioner. 

Dransfield’s relationships with industry participants 
enables us to introduce new parties that can help 
solve financial distress.

Project Experience

Indigenous Business Australia Portfolio

Crowne Plaza Newcastle

Holiday Inn - Melbourne Airport

Grocon – Hotel Advisory

Twin Creeks - Luddenham
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Independent experts
Dransfield provides independent analysis that can assist market offerings and formal or informal dispute determination
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Our Services

Dransfield offers a range of independent expert 
services including:

• Independent expert reports for product disclosure 
statements and prospectuses, including assessment 
of forecasts. Dransfield is the holder of an Australian 
Financial Services Licence

• Independent analysis and expert reports for 
disputes, litigation and board advisory

Litigation Experience

Dransfield have provided expert testimony on 
numerous occasions on a wide range of hospitality 
related matters, in Supreme Courts throughout 
Australia, Land & Environment Courts and the 
Federal Court.   

• Acted for the major shareholder in a shareholders’ 
dispute on the effect of building an additional golf 
course and hotel at a regional destination

• Acted for a purchaser to ascertain the effect on 
hotel value, of non completion of a masterplan for a 
remotely located precinct  

• Acted for shareholders to assess the impact of a 
change in management on profitability 

• Acted for a fund manager to ascertain whether the 
hotel was being operated in accordance with the 
standard required by the lease

• Acted for receivers who were seeking to complete 
pre-sales contracts which were being contested 
by purchasers. Opined on the appropriateness of 
operator selection and the effect on hotel 
operations and value

• Acted for an international hotel operator in 
assessing whether hotel performance had 
deteriorated as a consequence of the operator's 
performance or market conditions

• Acted for an insurer to assess the net business 
interruption loss from fire damage to an 
accommodation and conference centre

• Acted for an operator to assess the future trading 
prospects of a convention and exhibition centre 
and valued the management rights in a 
partnership dispute

• Acted for a developer to calculate the economic 
impact of closing half of the hotel rooms and 
converting them to luxury residential use 

• Acted for the owner of the property in a 20 year 
rental dispute involving reserved rent in excess of 
$100m 

Project Experience

Hilton - Sydney

Indian JV Arbitration >$200M

Barnbougle Dunes

City of Sydney vs Meriton Apartments

Kawarau Falls Station
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Strata Title
Dransfield has the specialist skills to overcome the unique issues, risks and documentation requirements of the strata 
title development model
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Dransfield have acted on numerous strata title hotel 
and resort projects, often from initial concept to 
completion. We have a well developed methodology 
and precedents for the design and delivery of strata 
title/management rights development schemes. 

Project Marketing

Strata title tourism products typically require multiple 
end buyers with different investment criteria than 
residential or single takeout buyers.  

Dransfield have developed, tailored and executed 
project marketing strategies that present a market 
friendly offering for both investment and lifestyle 
purchasers. Dransfield can also integrate a Shared 
Ownership platform for strata developments which can 
reduce ownership costs by more than 80%, by only 
paying for the amount of the home an Owner wants to 
use. 

Regulatory Framework

There is an extensive and complex regulatory 
framework for both the offering and management of 
strata title hotels.  Dransfield has experience in 
developing strata title schemes that comply with the 
full requirements of the Corporations Act as well as 
schemes that secure relief from the more onerous 
requirements of the Act. 

Development Approval 

Dransfield have experienced the more complex 
development approval process for strata projects, 
where the collective development must respect the 
individual owner’s requirements and regulatory 
framework. 

Operations 

Dransfield has the experience to  provide guidance to 
the operator  in managing the needs of collective 
ownership and acting as trustee of a range of 
individual owners, complying with state and national 
legislation.

Commercialisation

Many strata title schemes have struggled to find end 
buyers, having been poorly conceived. Dransfield 
have identified numerous interrelated factors that 
need to be considered and balanced to achieve a 
commercially acceptable and sustainable strata title 
hotel or resort. 

Expert’s Reports

Dransfield holds an Australian Financial Services 
Licence and prepares independent expert’s reports 
for inclusion in prospectuses and product disclosure 
statements for strata title offerings.  We also act as 
an independent expert in dispute and litigation 
matters. 

Project Experience

Sebel Harbourside Kiama

Angourie Rainforest Resort

Quay West Brisbane

Mercure Hobart & Launceston

Pacific Bay Resort
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Shared Ownership
The key to Shared Ownership is to reduce the entry and ongoing costs of a second home, by only paying for the amount 
of the home an Owner wants to use. This typically reduces ownership costs by more than 80%
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What is Shared Ownership

Shared Ownership is a new form of holiday 
ownership which recognises that it is a second home 
that is not used all of the time. Typically, six to eight 
owners buy a share in the home, entitling each 
owner to 6-8 weeks usage per year.

Shared Ownership enables a holiday home to be 
convenient and accessible, significantly increasing 
the market of buyers and quality of holiday home 
they can enjoy. 

Owners’ Perspective

• Owners are on title as tenants in common

• Owners occupy their house for typically between 
6-8 weeks a year

• The property is fully managed on the Owner’s 
behalf

• Usage has been pre-allocated and contracted

• Usage allocations can be swapped with other 
Owners

• Capital can be returned on expiry of the initial 
agreement term (6-10 years) or on sale of a share

• Independent Owners’ representation by 
Dransfield

This creates a holiday property for use and long 
term investment rather than a finance driven 
product.  

.

Our Services

• Design of Fraction friendly property
• Establishment and management of compliant schemes
• Project Marketing and Sales Management
• Financial Structuring
• Documentation (PDS, Owners’ Agreements, 

Management)
• Operations and development integration
• Ongoing owner management

Stakeholder Benefits

The Developer
• Alternative strategy to sell down stock
• Can co-exist with whole of home sales and resort 

operation
• Increases the market size of potential buyers
• Establishes sales evidence for valuation purposes
• Decreases the level of direct competition

The Operator
• Gains an additional source of quality room stock
• Reduces interaction with Owners to a single point
• Strengthens management capabilities for proposals
• Reduces issues related to investment owners’ returns
• Increases patronage to brand

The Financier
• Potential to add premium to stock for valuation 

purposes
• Creates sales evidence
• Alternate strategy to sell down existing stock
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Publications & Presentations
Dransfield are up to date with market knowledge through our broad spectrum of mandates and dedicated research 
team
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Market Intelligence

As an industry specialist, Dransfield invests significant 
resources in gathering and assessing market 
information. This includes information on:

• Hotel sales
• Hotel owners
• Operational KPIs
• Strata offerings 
• Legislative changes
• ABS statistics

Dransfield have developed a comprehensive 
Knowledge Management System which enables this 
raw data to be analysed and applied to individual 
project needs. 

Hotel Futures Annual

Since 1997 we have produced and distributed Hotel 
Futures, a market forecast of hotel revenues for the ten 
major cities in Australia. This report also presents and 
analyses historical occupancy, average room rate and 
room supply and demand information.  

Hotel Futures has a proven track record for accuracy in 
predicting hotel revenue trends and is used by many 
operators and owners as the basis for their strategic 
revenue asset plan.

Presentations

Dean Dransfield is regularly engaged by industry 
participants to present on various tourism related 
topics. 

Dransfield have also developed many specialised 
presentations and seminar programs on key issues 
relevant to those involved in hotels and resorts.

Dransfield prepare tailored presentations for many of 
our clients and provide access to our knowledge 
bank for specific needs.



www.dransfield.com.au
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The Ribbon Darling Harbour Sydney
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Distinguishing Transaction Features – Key Risks to be managed

• This was a complex transaction with multiple stakeholders, including the Sydney Harbour 
Foreshore Authority (land owner), NSW Planning, (as a State Significant Project), existing 
tenancies, the Developer/Vendor, an offshore Purchaser and a Preferred Operator.

• Largest single hotel transaction in Australia stepping outside the comfort zone of prior 
experience and comparable evidence 

• The development site had no proven income stream or direct comparable which meant that 
detailed credible financial analysis was required to ensure that prospective purchasers had an 
appropriate level of comfort on the potential performance.  This was supported by securing 
several forecasts from alternative managers

• Turnkey sale -sold off-the-plan, not conditional on any apartment pre-sales to individual 
buyers and prior to securing a hotel/serviced apartment operator (vacant possession). 
Options included hotel only or whole property

• Step in rights for the vendor if forward funding ceased

• An early stage design without interior architecture and design advanced where we needed to 
provide the developer with cost certainty as the process evolved the buyer with quality 
certainty and the operator with adequate say in fitness for purpose

• Physical, commercial and legal elements were structured to facilitate separate ownership and 
operation of the hotel, retail, management rights and serviced apartments

• 99 year leasehold with significant Lessor oversight, 

• Fund through structure in the development phase decreasing costs, development capital 
needs and increasing ROI but requiring a more complex transactional structure and 
confidence in the development team and value proposition at all points in the development 
process.

• The complex transaction, as a result of key terms under the lease agreement, was completed 
in a relatively compressed timeframe with financial close required within 8 months of 
approaching the hotel investor market

• The subject site had not received final DA Approval. The Vendor was able to effectively 
illustrate their capacity to manage any DA risk appropriately.

• Completing this unique transaction was predicated on being able to simplify and effectively 
communicate complex concepts to the various stakeholders and finding innovative ways to 
manage cost/risk issues that was satisfactory to all relevant parties.

• The shortlisted bidders had alternative preferred physical and legal schemes which meant that 
Dransfield were concurrently working on multiple development schemes with associated 
alternative financial, legal and development analysis
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The Ribbon Darling Harbour Sydney
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Dransfield’s Role

Dransfield had a pivotal role in the transaction, acting as the Vendor’s Representative, Lead Agent and Commercial Adviser.  Activities undertaken 
included:-

• Hotel market assessment and asset positioning analysis to support change of use from a commercial scheme

• Creation of multiple credible hotel and serviced apartment schemes 

• Assisted in managing approval risk through the sales process with no pre-existing hotel approval

• Feasibility assessment – Robust and well credentialed financial modelling to support value with no proven income stream including identifying in excess of $70 million in 
project savings and $20 million worth of additional line items needed to ensure a fit for purpose and profitable project

• Investment and yield analysis.  Finessing schemes to optimise risk/return profiles (and preparation of a pricing grid to guide pricing where income was uncertain)

• Contextualising and integrating the hotel offering within the overall Ribbon development, including physical, operational, legal and financial aspects in providing overview 
documentation that simplified the offering

• Commercial input into the design brief, value management and cost plan review

• Developing the retail sell down strategy for the serviced apartments, within the context of the managed investment framework

• Commercial and financial structuring, including the purchaser fund through on a with or without coupon basis

• Targeting and interfacing with a range of prospective purchasers to maintain competitive tension, including active/passive investors and owner/operators

• Managing the marketing process, including the IM, Dataroom and preparing due diligence materials (including a number of 1 page information sheets on special interest 
areas)

• Briefing the legal team and preparing term sheets across a suite of transaction documents

• Creating a Project Brief that gave the vendors costing certainty and the purchaser quality and look and feel certainty despite being in an early stage of the design process 
for a high-end product that ultimately may require operator input.

• Commercial review of transaction documents

• Operator selection, negotiations and analysis of forecasts

• Commercial assessment of offers and negotiations with the preferred bidder from commencement to close

Following financial close, Dransfield was appointed as the Purchaser’s Representative (with the Vendor’s consent), to oversee the ongoing development of 
the hotel design to ensure longevity and overall suitability for long term operation.  The purchaser also retained Dransfield to continue negotiations with 
the preferred operator and both the Vendor & Purchaser retained Dransfield to source alternative operators in the event that they could not conclude 
suitable management arrangement. The Vendor and Purchaser recognised that our continued involvement in the project was beneficial to both parties and 
their common interests in ensuring a design that was for local conditions, a sensible interpretation of operator brand standards and which worked in terms 
of form, functionality and finish.
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Accor Acquisition of Mirvac’s Hotel Portfolio >$250M
Dransfield were retained as transaction adviser to Accor in its successful bid for the Mirvac hotel management business. 
This included a joint venture acquisition of the wholesale fund interest with Singaporean fund manager, Ascendas.
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Mirvac Limited placed its hotel portfolio on the 
market in 2011, in order to concentrate on investment 
and development activities in other sectors.

On offer was:
• The Mirvac Hotels & Resorts management business 

of 48 hotels incorporating 6,100 rooms across 
Australia and New Zealand;

• Two 100% owned hotels; and

• A 49% interest in the $550m Mirvac Wholesale 
Hotel fund which owned 7 properties incorporating 
2,000 rooms.

Accor were the number one Australian hotel operator, 
however its portfolio prior to the Mirvac acquisition 
predominantly comprised hotel management 
agreements.  Dransfield’s specialist expertise assisted 
with advice on managing issues on the Mirvac 
Management Rights assets. 

Due Diligence

• Dransfield undertook commercial due diligence on 
a complex mix of assets:

• Management Agreements

• Franchise Agreements

• Strata title apartments / management and letting 
rights

• Leases

• Freehold (owner operated)

• Assessment of tenure through contractual 
provisions or ownership of management and 
commercial lots

• Review of strata title schemes’ compliance with 
management investment scheme provisions under 
the Corporations Act

• Cost risk identification and quantification

• Review of financial performance of hotel assets 

• Benchmarking against comparable hotels and KPI 
analysis

• Preparation of commercial issues papers

Business Valuation

• Review of reasonableness of financial forecasts

• Preparation of bid model

• Calculation of bid parameters, adjusting for known 
and unknown costs and risks 

Transaction Management

• Project management of multiple work streams 
(financial, legal, IT)

• Led external negotiation team

• Management of dataroom interface

• Liaison with Vendor’s other specialist advisers

• Preparation of property summaries 

• Review of sale contract and other transaction 
documents

• Advice on stakeholder management 
(owners, future branding)

• Board presentations to local and 
offshore headquarters

• Bid letter terms and conditions

• Pre settlement advice

• IT integrator
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NEXT Hotel Brisbane
Dransfield were retained as the exclusive lead agents in the 
complicated sale and lease back transaction of the 304 room NEXT 
Hotel and Forever 21 Retail Asset, undertaking key strategic and 
advisory  roles throughout the sales process.
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The Opportunity

A newly redeveloped mixed use investment property launching the NEXT hotel brand and 
Australia’s first Forever 21 retail asset, located in Brisbane’s high-profile Queen Street Mall 
to be sold under a sale and leaseback structure with the owner/operator to retain 
management of the Hotel, and to recycle capital.

The Facts

The landmark hotel and retail property underwent a comprehensive AUD 50 million 
renovation to take advantage of the prime location for business travellers on weekdays and 
leisure travellers after hours and on weekends. On completion the property comprised 
almost 2,000sqm of prime retail space, and a 304-room, 4.5 star NEXT Hotel along with 
extensive complementary facilities including a large club floor with an outdoor pool 
overlooking Queen Street Mall, and over 1,300sqm of food and beverage, recreation and 
meeting facilities.

As lead agent and advisor Dransfield spent 12 months preparing the asset for sale to ensure 
that it had the widest market appeal and the strongest prospect of success to achieve a 
goal sales price as close to completion as possible. 

To ensure as much of the operational risk was removed from both the Hotel and Retail 
components, from the purchasers point of view, Dransfield overlayed a market friendly 
lease and sale structure. 

Dransfield successfully negotiated the sale for AUD 133 Million +

There was also a deferred purchase price component dependant on the success of the 
retail tenant leading to incentive rental. 
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advisory  roles throughout the sales process.
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Key tasks 

• Developing the overall realisation strategy for the vendor

• Independent review and adjustment of the operating forecast for the Hotel

• Structuring of the financial components of the Hotel Lease to ensure that a maximum price 
was achieved whilst also creating value for the lessee and reasonable risk for the 
prospective Lessor

• Commercial preparation of the Lease and Sales and Purchase Agreement,

• Prepared extensive due diligence materials that overcame the pre completion status of the 
building

• Managed the usual construction issues arising around physical completion

• Brought in specialist retail agent JLL and their hotel team to facilitate specialist retail skills 
and distribution

• Total Transaction Management and Vendor representation

The sale and leaseback structure ensured that SilverNeedle would continue as manager after 
the sale. It also created an institutionally acceptable structure which saw almost all of the 
operational risk of the hotel removed and brought in a range of non-typical domestic and 
international buyers.

Key Hurdles Overcome

• Leaseback

• Mixed use

• New brand

• Off market

• Pre-completion
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Australia 108 Melbourne
The Australia 108 hotel represented a unique opportunity to acquire 
an iconic luxury hotel at a wholesale price through off the plan 
commitment. The viable scheme facilitated a land sale at over $40m 
and well above valuation
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Dransfield were engaged by the experienced development team to:

• Advise them on how to commercialise the design, to meet both the investor and operator 
markets and integrate with the larger residential component.

• This led to the iteration of several major scheme variants, from 300 rooms at the top of 
the building, to 200 at the bottom of the 100 storey building. Dransfield worked side by 
side with the design and build team to value manage the entire project

• Identified potential operators and negotiated terms

The project came from the development team behind the highly successful Eureka Tower, an 
88 storey building which also redefined the Melbourne city skyline. The final scheme was:-

• Mixed use development of a 209 room hotel averaging 51sqm rooms

• Aspirational public facilities located in high-rise floors (levels 58-59) promoting 360 
degree panoramic views of greater Melbourne, including restaurants, bars, conference and 
club

• Recreational floor including 20m pool, gym and spa

• Wholesale Entry Price - $475k per key (subject to final specifications) to underpin 
development pre-sales

• Strong project visibility - Iconic building with world class design

• Scale and Luxury Positioning

• Vacant possession with operator offers

• Design and fit-out input available for early adopters

• Residential letting pool and servicing

On completion and approval of a viable scheme the site was sold for over AUD 40 million 
and well above valuation, to an offshore buyer.
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Murray Street Perth
Development Site with Approvals sold for over $40M+
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Dransfield were engaged by the party holding the option over the land who had secured 
DA for two towers of commercial and residential. With the softening of the office market 
the potential returns failed to meet IRR and other key financial Hurdles.

Problem: A development site with approvals for office and residential at a time when 
office markets are declining.

Solution: Introduction of a Hotel Retail and Serviced Residence to achieve highest and 
best use.

Our role was to assist in developing a new scheme for the office tower looking to extract 
as much value as possible for this prime Perth CBD location.

A viable scheme which included significant retail on the lower floors, Hotel in the middle 
and residential on the upper floors to unlock value and show potential for the site was 
developed.

Subsequently the property sold with the existing approvals to an offshore buyer for well 
above acquisition price.

Key tasks in this engagement included:-

• Commercialisation of scheme

• Design review and product mix between retail, hotel and residential

• Detailed feasibility assessment

• Market positioning and review

• Preparation of Due diligence material and IM

• Operator review
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Art Series Hotels
Dransfield were retained on behalf of the owner’s to assist with their 
ownership strategy
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Central to this engagement was a review of the current 3rd party management of the 
3 Art Series Hotels and Bell City Complex

Operator Selection

• Review of existing operator performance including benchmarking to comparable 
operators using our extensive benchmark library

• Assessment of management structure

• Renegotiation of management agreement between the owners and the existing 
operators which resulted in a significant uplift in value of the underlying assets

• Clearly defined the roles to be played by each party to ensure the active owner 
was able to control the assets going forward without encroaching on the 
operators capacity to fulfil their duties

Growth Support

• Following the renegotiation of the Management Agreement for the hotels 
Dransfield were subsequently engaged on a number of other matters, primarily to 
assist in the growth of the Art Series Brand. These roles included:-

• Independent assessment of a new mixed use development in Adelaide for the 
purpose of securing comfort from the financier. This included both a scheme and 
market assessment

• Review of an opportunity in Perth for a new Art Series Hotel including whether 
the scheme would be complementary to the ownership structure

• Ongoing informal advice
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Taronga Zoo Wildlife Retreat
Taronga Zoo appointed Dransfield as lead consultant, through a select tender process, to assist in developing a high end 
short term accommodation offering at the iconic Sydney Harbour location
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Site Selection

• The initial engagement involved undertaking detailed site assessments of 
several potential locations to determine the preferred location of the retreat 
considering several key factors:-

Initial Scheme Concept 

• Working with the Zoo, architects, QS and services consultants developed a 
full hotel scheme concept that met several objectives identified by the Zoo

- Services Provision and 
associated costs

- Cost to build

- Integration with the Zoo
- Guest experience and 

operations

- Total project cost
- Revenue objectives
- Integration with the existing 

precinct
- Enhanced offering of the existing 

convention centre

- Preservation of the Zoo’s core 
operating mandate

- Space Planning
- Enhancement of cultural, creative 

and recreational objectives

Detailed Operations Plan

• Following the acceptance of the initial scheme DHR worked up a full 
operations plan for the asset including:-

Detailed Scheme Development, value management, risk analysis and funding

• Dransfield participated in all key steps of the NSW governments Gateway 
Review Process, including value management workshops and Interviews 
with treasury and review panels

• The Gateway committee have supported the proposal for a 65 room upscale 
retreat with a project cost of approximately AUD $35m

- Long term operating forecast
- Manning guide
- Operations and ownership 

structure assessment
- Service offering

- S&M, A&G and Maintenance 
structures

- Integration of F&B offering with 
existing Conference Centre



P

Twin Creeks Golf Club & Development sites
Dransfield were retained by the developer to add value to a multi-
zoned site prior to taking to the market. A robust DA approved Resort 
scheme was developed and tested to improve income and exit value
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The developer was looking to recycle its capital, having completed the Golf Course & 
Club and the majority of residential lots. The site included a large area of 
undeveloped land, with a parcel slated for a Resort. The developer had prepared a 
Resort Scheme and sought Dransfield’s advice on its suitability and how best to 
maximise the land’s sale value. 

Design & Operating Concept

• Dransfield reviewed the existing resort scheme and developed alternative schemes 
to improve viability and increase the utilisation of and returns from, the existing 
Golf Course & Club business (e.g. F&B, conferencing). Development options 
including strata title and single title were assessed relative to market depth and 
exit value.

• The suitability and cost effectiveness of a range of management options was 
evaluated for various business components (accommodation, F&B, club).

• The preferred scheme was worked-up, design brief prepared, architect selected 
and drawings reviewed by Dransfield to optimise the design.

• DA approval was obtained for a multi-stage Resort development

Resort Feasibility & Transaction Structuring

• Dransfield tested the operational and development feasibility of the combined 
Resort and Golf Club business. The worked-up resort scheme and feasibility was 
made available to the prospective purchaser as a guide to upside potential

• A complex mix of assets was part of the sale package, including various land 
parcels, businesses, shares and memberships. Dransfield presented this in a 
simplified manner and structured the transaction to provide a balanced risk/return 
profile for both vendor and purchaser.

The combination of Dransfield services from concept development through to sale, 
drove an efficient and high value add outcome, with a direct and positive impact on 
exit value
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Indian JV Arbitration
Dransfield acted for a major global operator who successfully defended a USD$200m claim for damages by its 
joint venture partner. Dransfield had a pivotal role in identifying and applying the appropriate valuation 
methodology in a complex damages calculation exercise
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Background

Our client and its joint venture (JV) partner had entered into a 
Development Agreement and Management Agreement for the 
development and management of a certain brand of hotels in India, 
which we will refer to as “Brand X”.

The agreements established a Development Company in which the JV 
partner owned the majority interest and established a Management 
Company in which our client owned the majority interest.

Under the Development Agreement:

• The Development Company was granted a first right of refusal to 
develop and own Brand X hotels in India; and

• Our client was prohibited from independently developing hotels in 
India which are substantially the same as, or of an equivalent 
standard to, Brand X hotels.

Subsequently, our client opened a number of hotels in India, which were 
not Brand X.

The JV partner claimed that this was in breach of the Development 
Agreement and claimed USD$200m in damages for lost profits.

The matter was determined through arbitration by the International 
Chamber of Commerce .

Dransfield Expert Opinion

Dransfield critiqued the lost profits calculation and valuation 
methodology applied by the opposing independent expert and we 
provided an alternative calculation under what we considered to be the 
correct methodology.

Various areas were considered in our analysis, including:

• The appropriate discount rate and capitalisation rate for existing and 
future hotel developments with different risk profiles

• Reasonableness of forecast operating profits and underlying 
assumptions

• State and outlook of the Indian Hotel market

• Development cost and pipeline assumptions

• What makes a hotel substantially the same as another brand

• The impact of rebranding and introducing a new brand in the market, 
on ARR and occupancy of an existing brand
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Oxford Koala Monument Apartments
Dransfield acted for the owner of a redevelopment of a 350 room older city hotel as part of a mixed use complex which 
included substantial commercial and retail
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Dransfield was engaged by the owner to undertake a 
range of multi-disciplined services including day to day 
management, lease negotiations, assessing development 
options and acting as co-agent to structure and 
co-ordinate a complex sale transaction.  

The Oxford Koala Hotel had operated for 30 years on a 
leasehold basis as part of a substantial mixed use 
development with 3 road frontages. Dransfield was 
involved in the management and redevelopment of this 
substantial site in a number of capacities over a period of 
more than 10 years. 

Initially Dransfield acted as the tenant’s financiers 
representative (1990) for 6 months. As part of this role 
Dransfield operated the hotel and sold the leasehold 
interest to an overseas operator, establishing a 
relationship with the landlord/owner.

Our next role was to assist the owner in managing debt 
reconstruction in the property downturn of the early 
1990s. This was as part of a property portfolio exceeding 
AUD $400M including development sites and office 
buildings.

In 1999, Dransfield was again asked to assist the owner to 
manage the hotel tenant, having failed to upkeep the 
hotel. Dransfield negotiated a surrender of the lease, 
acquired the fit out from the financier and developed a 
range of re-leasing and redevelopment options.

In conjunction with real estate agents, Knight Frank 
Expotel, Dransfield negotiated a significant long term 
lease upgrading the hotel to 4 stars as a large boutique 
hotel. This involved a $20M tenants’ contribution and 
resulted in a 25% value uplift.

Due to an overseas reorganisation, the new tenant 
chose not to take up the lease and the property 
again became available in a much softer post 
Olympic market. Our client was insulated from the 
tenancy failure due to the substantial bond we had 
negotiated. New market conditions required a 
change in strategy where residential was “hot” and 
hotels “cold”. We devised a scheme to subdivide 
the building so the hotel could be sold separately 
for use as a hotel or residential conversion.

Agreement for the sale of the hotel had been 
reached in principle when September 11, 2001 
occurred. The purchaser sought to renegotiate the 
transaction and we negotiated a reduced minimum 
price with participation in any upside from 
redevelopment. The structure included a complex 
Development Management Agreement that 
minimised duplication of land transfer costs 
between the vendor and purchaser. Through 
participation in the design process, approval was 
received for a 70% increase in floor area which 
resulted in a significant uplift in the purchase price.

The transaction was completed and the 
development of Monument Apartments 
commenced. The owners equity had increased well 
over 100% through these two transactions which 
relied on the consistent application of multiple 
disciplines. Monument is now a high-quality, 16-level 
apartment building including 86 one-bedroom, 69 
two-bedroom and 36 three-bedroom apartments 
with a mix of single and double story layouts.
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Eco Point Management
Dransfield originated a Resort Asset management company that acquired, developed and operated caravan parks to 
achieve superior returns through better land use. This often involved sensitive sites with leasehold and heritage issues. 
Once established with a pipeline of future deals Dransfield sold our interests to the JV funding partner
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Over five years Dransfield created the EcoPoint 
group of resorts selling our interest in late 2006. 

The EcoPoint concept grew out of an 
opportunity to service two clients’ needs by 
bringing the parties together.

In 2000 a client who owned two substantial 
tourist parks was in the process of converting 
them to resorts. The client initially asked 
Dransfield to assist them in raising capital by 
bringing in a partner to continue the asset 
expansion.

Coincidentally, at the same time another client, 
an investment bank, approached us to assist 
them to develop and implement a strategy to 
invest private equity into the caravan park 
sector. This client believed the time was then 
right to participate in the better use of coastal 
land and that the transformation would require 
higher levels of capital and operational expertise 
than many existing owner operators.

Dransfield introduced the parties and this led to 
tailored solution different to both clients’ initial 
expectations. The owner determined that they in 
fact wished to sell a majority interest, but wished 
to stay involved in the development of the 
assets. The investment bank had a change in 
circumstances and decided not to invest in the 
asset class at all! 

Dransfield provided a solution by introducing a new 
investment bank. The Investment bank thought these 
assets required a different management structure and 
Dransfield facilitated this by forming an operating 
entity owned in conjunction with them, EcoPoint. 
EcoPoint would manage and develop the assets on 
behalf of a group of passive investors and co-invest 
with them. A strategy was developed to grow the 
assets under management and seek to improve the 
operational performance by operating as a group to 
take a profit upon sale.

EcoPoint grew to manage three resorts and two 
tourist parks (with substantial future development 
potential). EcoPoint Resorts operated as a group with 
centralised Marketing, Executive Management and 
Administration.

Dransfield supervised the development of 
one resort from a “greenfield” site and the 
redevelopment of the other two resorts. 
In late 2006 Dransfield sold its 50% 
interest in EcoPoint to the investment 
banking partner, having identified that the 
continuing growth of the business 
required a single owner. At the time of 
sale assets under management were 
approximately AUD $85M with future 
development potential in respect of those 
assets of approximately AUD $100M.

Three new sites were also under 
discussion/development including the 
AUD $200M development of the Noosa 
North Shore Resort and Beach Road 
Holiday Homes by a Petrac/Valad joint 
venture. 

Dransfield retained involvement in the 
management and development of this 
substantial group of unique tourism 
assets. The sale of our interest in EcoPoint 
means our Resort development and 
operations skills and resources are now 
available for all clients of Dransfield. 

The EcoPoint venture showcased the 
wide range of practical skills and 
resources available at Dransfield. An 
introduction to some of the EcoPoint 
assets follows.
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Murramarang Resort

Murramarang Resort is located near Bateman’s Bay, 
NSW, in Murramarang National Park. The resort has 
absolute beach frontage and includes 104 villas, 
restaurant, 600 square metres of conference space 
and other resort infrastructure.

Myall Shores Resort

Myall Shores Resort is located in Myall Lakes National 
Park, NSW, and occupies over 1.5km of lake frontage. 
The resort was developed from a substantially 
Greenfield site to an operating 4-star resort and now 
includes 74 villas, resort pool, restaurant and 
conference rooms.

Angourie Resort

Angourie Resort is located 5 minutes from Yamba on 
the NSW North Coast. The resort has recently been 
strata titled and includes 66 one and two bedroom 
units (with approval to construct an additional 40 
units), restaurants, conference room, spa and beauty 
facility, resort pool and kids’ entertainment areas.

Cairns Villa & Leisure Park

Cairns Villa & Leisure Park is a traditional caravan 
park offering permanent and tourist rates located 10 
minutes from Cairns CBD. The long term plan for the 
site is part or complete residential conversion.

Brisbane Nestle Inn

Brisbane Nestle Inn is located in Wynnum, QLD, 
12km from Brisbane CBD and 4km from Moreton 
Bay. The site is approximately 7 hectares and is 
surrounded by residential estates. The long term 
plan is residential development.

Transactions

The structure and ownership of EcoPoint 
Management was the initial transaction followed by 
individual asset acquisitions and associated 
transaction management. This included debt and 
equity raising. Dransfield was involved in the 
sourcing and acquisition of each asset.

Asset Management

Dransfield’s acted as asset manager of the 
operating and development elements of each 
asset. This included creating coordinated 
business and development plans.

Operations

Dransfield directed day to day management 
including appointment of senior staff, sales 
and marketing strategy, reporting processes 
and cost control. Over time we developed a 
management team that enabled us to 
disengage from day to day operations.

Development Management & Strata Title

Dransfield were development managers for 
the Myall Shores Resort from a largely 
greenfield camping site to a 74 villa 4 star 
resort facility. Dransfield also supervised a 24 
villa expansion at Murramarang Resort. More 
recently, Dransfield coordinated the strata 
titling of the Angourie Resort including 
developing the structure and documentation 
for the sub-division. We also supervised 
development applications to secure a 50% 
increase in room stock significantly increasing 
the underlying land value.

Independent Experts

We coordinated the offer structure and 
Product Disclosure Statement for the strata 
sale of the Angourie Resort.
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Noosa Blue Resort
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Noosa Blue Resort is located on Noosa Hill, 
Queensland. There are 65 one bedroom apartments, 
Bar & Bistro and a 200 square metre conference 
centre. The Resort has won many tourism awards since 
opening including Best Value Accommodation 2006 
and 2007 in the prestigious The Australian Travel and 
Tourism Awards.

Dransfield has had a long association with this resort 
which was transformed from the Oasis Palms Motel.

Dransfield was initially engaged by the owner’s bank to 
review the motel’s performance for funding purposes.  
The bank became comfortable with the asset.

The owner then had the opportunity to acquire a part 
interest in a substantial new Management Rights 
Scheme, The French Quarter, which at 108 rooms was 
one of the first large serviced apartment resorts. An 
unusual mix of 50% one bedroom suites and 50% two 
bedroom suites.

Over time Dransfield assisted the client secure a 100% 
interest in the Management Rights Scheme. Operation 
of this Resort was a strategic move to assist in the 
design and operation of the proposed new Resort on 
Noosa Hill.

Dransfield was then engaged by the Owner/Developer 
to assist in the creation of Noosa Blue. Dransfield 
participated in all stages of the development and 
establishing operations including:

• Commercialisation of the design including units, 
pool, conference facilities etc.

• Operational and total project feasibilities
(preliminary and final).

• Arranging construction and term financing.

• Project cost and funding reviews.

• Project marketing strategy including compliance 
with the new Managed Investments Act and still 
securing market acceptance.

• Investment analysis for prospective investors.

• Appointment of General Manager.

• Operations and marketing plan for the resort.

Noosa Blue was a ground breaking project 
specifically designed to meet the market 
circumstances of the day. The strata sales market was 
slow and the site then considered a secondary 
location. With the developer we designed an 
investment friendly product. This included a 
guaranteed return underpinned by value 
management in development costs. A strong 
operating profile supported by conference 
infrastructure and a unique selling position as an 
indulgent couples resort.

The Noosa Blue project was a success with original 
unit sales 20% above valuation and initial operating 
performance exceeding pre-commencement targets.  
The funding structure enabled the developer to 
access a substantial development profit from a thin 
equity base in an adverse market.

Dransfield was engaged by the Owner/Developer to assist in the creation of Noosa Blue. Dransfield participated in all 
stages of the development, and the project was a great success. With the unit sale 20% above expectations.  
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Sebel Harbourside Kiama
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The Sebel Harbourside Kiama is a strata titled hotel 
located on the NSW South Coast, 90 minutes south of 
Sydney. The hotel consists of 88 fully self contained 
guestrooms, bar, restaurant and bistro all surrounding an 
1871 heritage-listed, bluestone conference centre.

Dransfield was initially engaged to prepare independent 
forecasts for a Product Disclosure Statement. Upon 
discovering that the project was not fully funded this 
engagement evolved into acting for the first mortgagee 
to take control of the hotel, complete its development 
and devising a full Asset Management and realisation 
strategy. This project involved a range of service 
streams.

The combination of services enabled replacement of the 
insolvent Developer and achievement of equity like 
recovery for a debt provider.

The Sebel Harbourside is Kiama’s only large scale 4.5 star 
hotel and has been welcomed by the local community 
and Council in improving the regions marketability and 
providing a valuable regional Arts facility.

Development

• Development Management of the construction and 
fitout of hotel rooms and heritage conference 
facilities.

• Project feasibility assessment.
• Land & Environment Court proceedings to retain 

development rights, and development of a 
Management Plan.

• Defect identification, costing and rectification.

Transactions

• Negotiation and restructuring of the 
Management Rights Scheme including Letting 
Agreements, Management Agreements and the 
associated legal documentation of a Strata 
Scheme development.

• Development and implementation of detailed 
asset realisation strategy by component.

• Appointment of a Project Marketer and leading 
development of the Project Marketing Strategy.

• Managing the sale of the management rights and 
commercial lots.

• Preparation of Information Memorandum and 
PDS to enable sale.

Operations

• Preparation of a business plan, detailed budgets 
and long term Operations forecasts.

• Sourcing a recognised Brand and Operator 
(Mirvac Hotels - Sebel) including negotiation of 
related agreements.

• Asset Management through sell down period.

Financial Advisory

• Debt recovery management and analysis under 
alternate realisation options.

• Investment analysis for prospective investors.
• Board advisory for Mortgagee.

Dransfield was initially engaged to prepare independent forecasts. This evolved into further assistance with finishing the 
development and then an Asset Management and realization strategy. 
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The Old Woolstore apartment hotel Hobart
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Upon completion in 2001, The Old Woolstore 
Apartment Hotel was Australia’s largest serviced 
apartment hotel. Comprising 242 hotel rooms, studio, 
one & two bedroom apartments, it was completed in 
2 Stages with Stage 1 in 1997 and the addition of 124 
apartments completing Stage 2 in 2001. This is a multi 
award winning hotel, taking out the prestigious 
Qantas Australian Tourism Awards in 2008 for Best 
Deluxe Accommodation in the 4-4.5 star category.

This large apartment hotel has four distinguishing 
characteristics:

• It is in a small market (Hobart).
• It is run independently rather than by a chain.
• It is outstandingly profitable.
• It was until recently held by a single owner (the 

apartments remain strata title).

The Old Woolstore Hotel is the conversion of an old 
wool store in a good but not great location in Hobart 
behind the historical market leader, The Sheraton 
with its waterfront address.

This thinly capitalised development has gone on to 
achieve a capital profit, enabling the original investor 
and developer (Mr Don Neil) to fully repay the major 
equity partner (CBus) and take over 100% ownership 
with substantial equity. Occupancy, profit per room 
and return on investment substantially exceed 
industry standards. Dransfield’s primary role was to 
assess the investment from the position of the debt 
providers and equity partner, Cbus. CBus decided to 
get actively involved in asset management and 
introduced Dransfield to the project in 2001 on 
completion of Stage 2.  

Over 3 years, Dransfield provided to an independent 
operator many of the tools that would have been 
available had they joined a multi national chain. This 
included creating a business planning process with 
measurable and identifiable objectives across all of 
the business disciplines including marketing, 
administration, finance and asset maintenance. 

Dransfield restructured the management agreement 
with the General Manager from one which would 
have frustrated the asset sale to a market friendly 
arrangement where both parties’ interests were 
taken into account. Through a combination of 
working with the joint venture owners and the 
general manager, net profit increased from 24% of 
revenue in 2001 to 35% in 2004/2005. 

This enabled an increase in asset value 
of over 70% and the retirement of the 
debt and equity introduced by the 
financing party despite the project 
originally being 95% geared.

Dransfield provided a range of services 
for The Old Woolstore including:

• Asset Management.
• Advisory on the refurbishment of 

Stages 1 and 2.
• Developing the first formal 

Operations and marketing plans for 
the hotel.

• Preparation of detailed budgets 
and long term forecasts.

• Detailed analysis and interpretation 
of monthly operations.

• Considered the sale of the building 
under strata title scheme.

• Restructured the management 
agreement into a lease.

Since refinancing the original 
Developer has retained Dransfield to 
consider alternative asset strategies.

Dransfield were engaged as asset manager on this institutionally owned asset which had recently increased its room 
stock from 118 to 224 suites including conference and food and beverage facilities. We strategically advise them through 
this growth phase of their $24m investment.
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Noosa North Shore Resort is a joint venture between 
Petrac Pty Limited, a Brisbane based developer, and 
Valad Property Group, a listed developer and funds 
manager. Noosa North Shore Resort (“NNSR”) 
occupies 91 hectares of pristine land 15 minutes north 
of Hastings Street, Noosa. The site is bordered by Lake 
Cooroibah and the Great Sandy National Park. Access 
to kilometers of pristine beaches that connect to Fraser 
Island are only 1km away.  

The site is made up of a North and South side that is 
divided by Beach Road. There are five major precincts.  
Petrac acquired the Greenfield South side of the 
precinct in 1999 and subsequently acquired the North 
side in 2004. This was a strategic option to ensure 
control of the quality of service delivery and product in 
the entire precinct. The North side presently includes a 
basic Resort and Tourist Park operation which added 
management and operations complexities to the 
development project. 

Petrac’s vision for the site is to provide tourist 
accommodation across a range of styles and 
prices. A range of onsite activities and venues for 
interpretive, educative and management 
functions will be built. The master plan for the 
sites includes:

• 90 high quality Beach Houses 
(3 bedroom+), priced $1M+

• 41 4 ½ star eco friendly villas 
(2 bedroom)

• 70 units in small clusters
• 200+ site tourist park which includes school 

camp facilities 
• Restaurant and bar
• Multiple function rooms and theatres
• Day Spa
• Eco Wilderness Centre
• Equestrian Centre and stabling
• Multiple resort style pools
• Tennis courts
• BBQ areas
• Kids entertainment facilities
• Gymnasium
• High Ropes Course
• Multiple resort style pools
• Tennis courts
• BBQ areas
• Kids entertainment facilities
• Gymnasium
• High Ropes Course

These facilities are spread across the five 
precincts and require both collective and 
individual market positioning for operations 
and property sales. 

The NNSR project had a gross value of 
approximately AUD $200 million and was 
the only approved tourism operation in the 
Noosa North Shore Precinct. 

Petrac began discussions with Dransfield in 
mid 2006 to explore alternative 
development and operation options for 
several precincts on the sites. At this stage 
Petrac had secured development consent 
and commenced construction of the 90 
Beach Houses and preliminary master plan 
approval for the second precinct on the 
South side comprising 41 eco friendly villas 
and some ancillary facilities.

After several months reviewing the project 
and understanding each others skill set, 
Petrac and Dransfield reached a common 
vision and agreement. The two 
organisations worked together to jointly 
deliver the North and South site as a fully 
integrated set of resorts to be renamed 
Beach Road Resort. 

Dransfield’s role in this project included 
both operational and development 
responsibilities.

Dransfield was recently engaged to manage the existing and future operations and to integrate the five new precincts as 
they came online.
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Development

Dransfield adopted a holistic approach for the 
development of the entire site. Key tasks include:

• Critical analysis of existing plans, proposals and 
capital expenditure budgets.

• Master planning the second South and Northern sites.
• Analysis and staging of design and construction.
• Develop cost effective design and construction 

methods.
• Liaising with architects, engineers, planners and 

contractors to provide a marketable design 
compatible with future operations at the Resort.

• Develop the strata title market offering and 
supervising the marketing program.

Reviewing the overall site master plan and designing an 
integration strategy that linked each of the sites 
physically and from a marketing and operational 
perspective.

Reviewing and remixing the ancillary facilities on offer 
and rebalancing the built product for long term 
sustainability.

These tasks were shared with the Developer, working 
hand in hand over a period of 8 months. Petrac was the 
developer responsible for project delivery. Dransfield 
participated in the Development outcomes, subject to an 
agreed hurdle, to align our interests with the Developer.  
Development was planned to occur over a five year 
period.

Operations

Dransfield was engaged by Petrac to manage the 
existing and future operations and to integrate each 
of the new precincts into the operations as they 
come on line. It was important to retain operational 
control in the development team, given the staged 
delivery over time and diverse nature of site 
elements.

Petrac recognized Dransfield’s ability to add 
immediate value, which enabled them to focus on the 
more financially significant development aspects of 
the project. As part of Dransfield’s operational role, a 
branding and awareness strategy was developed to 
integrate the development and operational goals of 
the project.

A summary of our roles in the operation of resorts is:

• Supervision of day to day operations.
• Prepare detailed operating budgets and Business 

Plans.
• Design an integrated marketing strategy.
• Developed daily, weekly and monthly financial 

reporting systems for the operational 
requirements of the Resort.

• Board reports incorporating all of the above.
• Implemented revenue and cost control devices.
• Ensure the developed product provides balanced 

and sustainable accommodation support facilities.

Dransfield was recently engaged to manage the existing and future operations and to integrate the five new precincts as 
they came online.
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