
Savills 
Residential Projects





Savills focuses on  
providing exceptional  
results and building 
relationships based  
on integrity and trust  
with empathy for the  

client’s vision.



With a rich heritage and a reputation for excellence that dates back 
to 1855, Savills is a leading global real estate provider listed on the 
London Stock Exchange.

A powerful combination of global connections  
and deep local knowledge provides Savills with  
an almost unparalleled ability to connect people  
and property. Savills extensive Asia Pacific network 
spans offices throughout Australia, New Zealand, 
China, Hong Kong, India, Indonesia, Japan, Korea, 
Macao, Malaysia, Myanmar, Philippines, Singapore, 
Taiwan, Thailand and Vietnam.

Savills advises corporate, institutional and private 
clients, seeking to acquire, lease, develop or realise  
the value of prime residential and commercial  
property across the world’s key markets.

Savills is a company that leads rather than follows,  
with over 600 offices and associates throughout the  
UK, Europe, Americas, Asia Pacific, Africa and the 
Middle East. With over 27,000 staff operating out of  
over 60 countries, we seek out people who possess  
that rare mix of entrepreneurial flair and rock solid 
integrity, and are focused on delivering clients with 
advice and expertise of the highest calibre. 

About  
Savills
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Savills Residential Projects provide the full breadth 
of services for each development from pre-planning 
through to post-completion. By appointing Savills 
as the sales and marketing agent, our clients benefit 
from a wholly professional service. As part of our 
appointment, we will undertake and diligently  
perform all of the below services in consultation  
with the development team.

Our services include:

   Pre-planning advice  
(including mix, design, finishes)

  Site sales management 

  Display suite design

  Sales and marketing strategy

   Before and after sales care  
(eg. briefing sheet, settlement process)

  Advertising and marketing programme

  Brand strategy and management

  PR and promotions

Savills Residential Projects manages the sales and marketing of 
an extensive portfolio of projects, from luxurious house and land 
packages to premium off the plan apartment projects.

Through the best people, systems, technology  
and information platforms, we deliver comprehensive, 
dedicated and successful project marketing and  
sales solutions aligned with the needs and outcomes  
of our clients.

We hold regular training and briefing sessions to ensure 
sales staff are well versed and on message when dealing 
with prospective buyers. It is critical that all agents are 
armed with detailed knowledge of the project, the area  
and any competing projects.

Savills Residential Projects is committed to servicing  
our clients’ needs and requirements to the highest  
quality standards, and provide an additional service  
to our most valued clients. 

Savills Residential 
Projects
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The Savills 
Difference 

Our services and resources extend far beyond a single 
division, creating a deep understanding of market 
conditions and opportunities that are offered to our 
clients which is unparalleled by any other company. 
With a hands-on approach from key staff, we have 
established a business platform and culture that 
not only remunerates based on performance but 
encourages team work. We operate under four key 
pillars that differentiate our business from competitors:

  Service

  Knowledge

  Reach

  Teamwork

In Australia, we offer the full spectrum of services  
from providing strategic advice to managing assets  
and projects and transacting deals:

  Sales 

  Leasing 

  Valuations

  Asset Management

  Project Management

   Strategic Corporate  
Real Estate Services

  Property Accounting

  Facilities Management

  Residential Services

  Research

The Savills team prides ourselves 
on our ability to connect with our 
clients and to create positive and 
meaningful working relationships. 
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The Savills 
Difference 

Savills Network
Savills has developed a comprehensive sales platform 
in the Asia Pacific Region. The International Marketing 
Division in Asia has international coordinators  
and personnel in key cities throughout the region  
in Hong Kong, Singapore, China, Taiwan, Malaysia  
and Indonesia. 

We regularly brief our international colleagues,  
so that should market conditions alter, the Savills 
international network will allow for greater efficiencies 
and access to prospective purchasers who are  
qualified and ready to purchase immediately.

In-house Research Team 
Savills Residential Projects is supported by a highly 
respected in-house Research division that covers  
retail, office, residential and industrial property markets 
across Australia. Savills Research Australia monitors  
and analyses trends in all Australian markets as well  
as having good relationships with research teams in 
Savills Asia and Europe. The division’s views are widely 
quoted and are acknowledged as being independent, 
objective and soundly based.

Support from Savills Research gives the Residential 
Projects team access to the latest industry trends  
and findings. The team constantly monitor industry  
data, press, third party research and has access to  
the coal face ‘operatives on the ground’, allowing  
for real time market updates and fluidity in all of our 
project marketing campaigns.

National PR Management 
Savills is fortunate to have a national marketing team 
including a dedicated national PR team. With a focus  
on residential development and luxury sales, our  
PR team has achieved great success on many of our 
residential projects. With incredible industry contacts 
and a sound working knowledge of the residential 
climate, the clients of Savills Residential Projects  
benefit greatly from their collaboration and expertise.  

Luxury Residential  
Sales Team
Savills is a world leader in the successful sale of luxury 
real estate and boasts great success throughout the 
world in high-end residential sales including One Hyde 
Park in London. This international reputation brings 
unmatched databases and contact lists to the Australian 
prestige market, and the local Luxury Residential Sales 
team’s expertise and experience is complemented by 
this global exposure.

The Sydney Luxury Residential team is very well 
connected and dedicated to high-end sales in Sydney; 
an unparalleled team within a residential business 
division. Most recently, our Sales Associate introduced 
the buyer to Sydney’s most expensive residential sale  
in more than a year of nearly $39 million in value. The 
team is dedicated to high-end sales, both in apartments 
and private homes and is committed to working with 
their clients to achieve the highest sale result. 
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Savills Residential Projects  
is a dynamic team with a  
passion for property and the 
drive to succeed. Throughout 
2014 our division has grown to  
an unprecedented level, gaining 
traction and recognition at a  
national and international level. 
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Specialist Sales
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Resources
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Luxury Residential  
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Divisional Director
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Project Director 
Australia and Asia Pacific
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Ged Rockliff 
Head of Residential  
Projects
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Projects Team



Ged Rockliff   Head of Residential Projects 

Ged is in a unique position having been involved in all facets of residential development 
over the last 25 years, with a strong background in development/construction, property 
finance and real estate marketing. Ged has also undertaken over $200 million of residential 
development in a principal capacity.

Working in investment banking at Macquarie during the 1990s, Ged has been involved in 
the funding (debt and equity) of over $3 billion of development and investment property. 
His role included all facets of account management including overseeing the project 

marketing of Macquarie’s projects. Ged has also privately advised and arranged equity (both private and institutional 
including offshore) for a range of developers and builders and has a strong background in structured finance and 
preferred or syndicated equity placements. Having undertaken development himself, Ged has a unique understanding 
of the various levels of development from initial feasibility studies, planning, funding, construction and successful project 
marketing campaigns. Ged is committed to a hands-on approach and takes a personal interest in the performance of 
each project.
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Irene Lau   Project Director, Australia and Asia Pacific

Irene is fluent in English, Mandarin, Cantonese, Hokkien, Teochew and Malay and brings  
a wealth of experience to the Savills Residential Projects team in the execution of launches 
and sales strategies. She is also committed to promoting various projects to the Savills 
Asian networks and is responsible for marketing projects on road shows throughout Asia. 
Irene has an unparalleled understanding of cultural differences and provides invaluable 
advice in the production of marketing imagery so those cultural sensitivities are taken  
into account.

Irene has previously worked for an industry leader in the residential projects industry, and was recognised as part of this 
company’s $750 million club. Her proven track record includes the successful launches of some of Sydney’s landmark 
projects including Metro, The Residence, The Quay, Eliza and Union Balmain. 

Team Profiles

Nigel Napoli    Divisional Director

Commencing work in the North West in 1996, Nigel simultaneously undertook the  
role of Director for Starr Partners Kellyville, along with the Land and Development  
division. Responsible for the very first subdivision within the North West precinct,  
Nigel led development process through to completion. This included sourcing new land 
opportunities, negotiating with Sydney Water Authority on behalf of major developers, 
representing major clients such as Australand, Stockland, AJ Jennings and Allam Homes, 
and facilitating the sale process with prospective buyers.

Now managing many large-scale projects at Savills Residential Projects, Nigel’s passion and dedication on each  
of his projects is evidenced by the outstanding success over the years, his strong client group and buyer network,  
along with outstanding profitable results on all projects completed.



David Poppleton   Director of Special Projects

David holds over 30 years experience in residential development and marketing 
management. With a degree in Environmental Planning and Urban/Regional Planning  
and another in Urban Estate Management, David has an extensive working knowledge  
of the industry. 

He has worked in local Government town planning; Lend Lease Homes in Development 
Management and Leighton Properties in Marketing Management before establishing 
Colliers Jardine Residential Project Marketing in October 1992.

David now plays an integral role in servicing major clients and special projects within the Savills Residential Projects 
division. He is committed to providing the best advice and consultation practices for his clients while maintaining 
excellent relationships within the industry. 

Peter Coulton   Divisional Director

Peter is a project marketing specialist working throughout Sydney over the past  
24 years. His sales record is extensive and far reaching with a strong following of loyal 
buyers. Peter has worked on the Kiah Willoughby project from the very first home sold  
in 2011, continuing to work on the project through to completion and has an outstanding 
track record with the downsizer/empty nester market.

His has consistently achieved stage sell outs and has managed the process on behalf  
of our clients. He has a strong working knowledge on integrated off the plan projects  

which will make him a valuable member of the sales delivery for each project.

Brittany Clout    Project Marketing Manager

Brittany has dedicated her career to launching large-scale residential projects on behalf 
of her clients. Working for the Land Development Agency in Canberra, Brittany managed 
the sales and marketing process of entire suburb releases to the public, with each project 
successfully selling out at the launch. 

Moving to Sydney, Brittany gained invaluable experience at CBRE Residential Projects, 
where she simultaneously managed the marketing of up to 17 off the plan projects 
throughout Sydney. With extensive experience in all facets of marketing and creative 

strategy, Brittany launched the Barangaroo residential development for Lend Lease in August 2013, totalling  
$300m in sales and sold out in just over three hours. Now Project Marketing Manager at Savills Residential Projects, 
Brittany oversees the project marketing and strategy of each new residential project across Australia.
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Tracey Hayward    National PR Manager 

Originally from Melbourne, Tracey moved to the United Kingdom in 1996 and joined Savills 
UK in 2006 where she specialised in the promotion of the residential market. Tracey was 
the national press officer for both London and the Home Counties, primarily dealing with 
the top end residential market.

Tracey joined Savills Australia in September 2012 where she was tasked with building the 
profile and brand of Savills Residential and Commercial, both nationally and internationally. 
Since that time, Tracey has increased Savills Residential Australia’s press coverage by  

30 percent, with notable coverage over the past few years including Fox News, BBC News, New York Times, South 
China Morning Post, CNBC Magazine, The Australian, Australian Financial Review, ABC News, Financial Times, 
International Luxury Property Collection, Wall Street Journal, Sydney Morning Herald, and Forbes. 

Jarrod Murphy    Associate

Following an international Rugby career and extensive experience in the education  
industry, Jarrod made the move into real estate in 2009. As a registered Valuer, Jarrod 
worked at Silver & Co, Carrington for over three years in the Commercial Sales and  
Leasing division. Jarrod broadened his experience by selling rezoned development  
sites throughout Sydney and has built a strong database of both buyers and sellers  
of these specialised opportunities. 

Moving to McGrath in 2013, Jarrod enjoyed advising agents and industry contacts  
of the development potential of selected properties and sites, and actively sourced new development opportunities 
for his clients and contacts. Now an integral member of the Savills Residential team, Jarrod oversees new site sales 
opportunities, as well as identifying new business development strategies and off the plan sales for the division  
and broader Savills network. 

Tony Leong    Associate

Tony holds a Bachelor of Building (Hons) at UNSW and has more than 30 years of direct 
management experience in the property industry, particularly in the leisure, tourism and 
residential integrated projects. Up until January 2009, Tony was the Development Director 
for a well-known Dubai-based international development company.

Tony is responsible for promoting and marketing Savills’ real estate services to Asian 
clientele in Australia and abroad, and is fluent in English, Cantonese, Mandarin and Malay; 
bringing a wealth of experience to the Savills Residential Projects team.
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Developer Ceerose 

Project Size 19 Apartments 

Year Launched September 2013

Gross Realisation $80,000,000

Selling Experience 
Each apartment furnished to a high standard, with inspections by appointment only to 
maintain exclusivity

Sales Prices Sale Price - $2,100,000 - $6,000,000  |  Price p/sq m - $23,000 sq m - $32,000 sq m

Rate of Sales 
Relaunching it to the market in 2013, Savills quickly achieved six sales  
of the entire-floor apartments

Completion Date October 2014

Description

Savills was engaged by the developer following the initial sales launch and prior to 
construction. Savills worked closely with their nominated creative team to rebrand the 
iconic project. Relaunching it to the market in 2013, the Savills team quickly achieved six 
sales of the entire-floor apartments; all at multi-million dollar prices.  

Developer Starryland Australia

Project Size 774 apartments in total over 11 buildings

Year Launched First stage launched in May 2014, second Stage launched August 2014

Gross Realisation $176,900,000

Selling Experience 
Stage 1 was launched without a display suite or full suite of marketing material
Stage 2 was launched at the custom built display suite in Parramatta

Sales Prices
One bedroom from $399,000  |  Two bedrooms from $520,000 
Three bedrooms from $830,000

Rate of Sales 124 apartments sold during first launch weekend, majority being sold in the first 3 hours

Completion Date End of 2016

Description

The first Australian project for Starryland, Savills Residential Projects was involved in all 
facets of the campaign and took on an advisory and educational role to assist Starryland 
in building their company and reputation at a national level, while successfully launching 
the Promenade project in 2014. Our project directors have built strong relationships with 
Starryland and continue to work closely with the team on Promenade.

Developer Oakstand 

Project Size 235 apartments 

Year Launched September 2014

Gross Realisation $215,000,000

Selling Experience 
Both stages were sold from a custom built onsite display suite. Strong PR and response 
from locals assisted in the initial marketing campaign to attract interest throughout Sydney

Sales Prices
Studios from $585,000 | 1 bedroom: $615,000 - $880,000  
2 bedroom: $850,000 - $1,700,000 | 3 bedroom: $1,300,000 - $2,880,000

Rate of Sales 
Stage 1 successfully sold out at launch weekend, Stage 2 achieving steady sales 
throughout Q4 2014

Completion Date First stage completed 3rd quarter 2016 | Second stage completed 3rd quarter 2017

Description
Savills played an integral role in the initial planning assessment, design competition, 
apartment design and finishes, all of which led to $25 million increase in revenues prior 
to the sales launch.

Eliza, Sydney

Promenade, Parramatta

Mezzo, Glebe

Case Studies
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Developer Sunland Group

Project Size 262 houses and 12 land lots

Year Launched First stage launched August 2014, second Stage launched October 2014

Gross Realisation $209,000,000

Selling Experience Stage 1 sold out in a fortnight, Stage 2 70% sold out in one weekend

Sales Price Ranges From $750,000 up to over $950,000 

Rate of Sales 
Releasing  32 to 42 homes in each Stage, Savills created a controlled and individualised 
selling experience achieving stage sell outs within a fortnight of each launch

Completion Date December 2015

Description

Sunland was extremely responsive to the initial submission and presentation, which 
highlighted our in-depth research and knowledge of the Sunland brand and vision.
Enjoying a successful working relationship on Dahlia, Savills is now speaking with 
Sunland about future opportunities throughout Australia.

Dahlia, North Kellyville

Developer Breen Holdings 

Project Size 160 blocks of land with 27 premium beachfront lots

Year Launched February 2015

Gross Realisation $185,000,000

Onsite Selling 
Experience 

A custom built display suite will be built onsite prior to Christmas 2014

Sales Price Range $850,000 - $2,000,000

Rate of Sales 
The premium beachfront lots are planned to be auctioned late February 2015,  
with stage launches to follow

Completion Date 2015 - 2016

Description

A high profile development located on Greenhills Beach in the Sutherland Shire, and 
the site has been in the Breen family for decades. A premium and extensive marketing 
campaign will be launched at the end of 2015 following the increase in predicted 
revenue throughout 2014.

Shearwater Landing, Greenhills Beach

Developer Spencer Simmons

Project Size 26 apartments

Year Launched August 2014

Gross Realisation $20,500,000

Selling Experience 
The display suite was constructed in a retail space in Lane Cove Village, attracting 
strong interest from the local market and the Savills local database of buyers 

Sales Price Ranges
One bedroom from $560,000 | Two bedrooms from $760,000
Three bedrooms from $995,000

Rate of Sales 23 of 26 apartments were sold within 2 weeks of the display suite opening  

Completion Date December 2015

Description
Savills were engaged at a sales and consultancy capacity to advise on 
apartment layouts, design and finishes leading to a highly successful project 
launch in August 2014. 

Birdwood, Lane Cove
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Developer Sydney Park Estate 

Project Size 36 apartments

Year Launched November 2013

Gross Realisation $26,561,000

Online Selling 
Experience 

Previously a petrol station, a display suite was constructed in the shop with  
comprehensive sales track

Sales Price Ranges $545,000 - $1,100,000

Rate of Sales 
Over 70% sold prior to the public launch, these sales were achieved over two weekends 
in December 2013 and January 2014 without the display suite being complete, and the 
project achieved a sellout of all apartments available at launch.

Completion Date June 2016

Description
The prices Savills achieved were in excess of 30% above the original valuation.  
Savills is working with the developer to reconfigure the top floor apartments to  
maximise revenue for the final release.

Ara, Erskineville 

Developer EDG Capital

Project Size 76 Houses 

Year Launched December 2010

Gross Realisation $146,117,000

Selling Experience A custom built display was utilised prior to construction commencing at the end of 2013

Sales Prices Highest sale: $2,850,000   |  Average sale price: $1,919,434

Rate of Sales 
The homes were released over 8 stages to maintain an individual sales approach which 
saw increased pricing throughout the stages

Completion Date 
Stage 1 - settled, December 2012  |  Stage 2 & 3 - due for completion August 2014
Stage 4, 5, 6, 7 & 8 - December 2014

Description

Savills played an important part in the design and consultation process, helping to 
redesign the floor plans for greater efficiency and assisting with the finishes selection to 
create a premium offering to buyers. Through this process, they achieved an increase 
in GR from $95,000,000 to $146,000,000. Limited number of houses released in each 
stage allowing Savills to increase prices according to market conditions and demand.

Kiah, Willoughby

Developer BPI Property Developments 

Project Size 46 apartments

Year Launched October 2013

Gross Realisation $35,700,000

Selling Experience 
Display suite was located in the heart of Lane Cove Village which attracted strong 
interest from local buyers in the area

Sales Price Ranges
One bedroom from $545,000 | Two bedrooms from $785,000
Three bedrooms from $958,500

Rate of Sales 
The project was launched with a grand opening held in late November 2013.  
Savills sold all but one during the launch period

Completion Date March 2015

Description

Savills was engaged prior to the lodgement of the DA in 2013. Working across all 
facets of the project, Savills provided detailed advice to the developer, which included 
recommending internal layouts in order to maximise revenue. The approved marketing 
budget was $430,000 and Savills sold all apartments while only utilising $175,000 of 
the budget.

Finlayson, Lane Cove

Case Studies Cont.
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Developer Hyecorp Property Group

Project Size 181 apartments

Year Launched 2013

Gross Realisation $86,000,000

Onsite Selling 
Experience 

Savills successfully launched 3 buildings over a nine month period 

Sales Price Ranges

Studios from $400,000 | 1 Bedroom from $455,00
1 Bedroom + study from $520,000 | 2 Bedroom from $615,000
2 Bedroom + study from $650,000 | 3 Bedroom from $849,000 
3 Bedroom + study from $1,175,000

Rate of Sales 
Approximately 95% of the 181 apartments were sold prior to construction  
starting in November 2013 

Completion Date April 2015

Description
Savills sold the site to Hyecorp Property Group and facilitated the design and floor 
plans of the project. The prices achieved exceeded the developer’s expectations with 
continual increase in pricing throughout the campaign. 

Sevana, Lane Cove

Developer Australasia Properties Pty Ltd 

Project Size 10 apartments including 2 converted from the church hall and penthouse 

Year Launched November 2012

Gross Realisation $27,300,000

Selling Experience 
Savills experienced overwhelming interest from local professionals and downsizers who 
were eager to buy into a historic and unique project in the iconic Paddington location

Sales Prices $1,550,000 to $2,750,000

Rate of Sales 
6 of the 7 apartments available were sold in quick succession. The remaining  
apartments converted from the former church hall will go to market before construction 
commences to maximise on revenue

Completion Date December 2014

Description

Savills were engaged to sell the newly created boutique residential and retail project on 
the historic St John’s church site, one of the oldest and most well-known properties on 
Paddington’s Oxford Street strip. The penthouse was sold at a record price to affluent 
local downsizers who are stung advocates of the development and offering. 

St Johns, Paddington

Developer EDG Capital 

Project Size 125 apartments

Year Launched June 2012

Gross Realisation $98,000,000

Selling Experience 
During the later stages of the project, a display suite was constructed approx 200m from 
the site, which Savills managed

Sales Price Range
One bedroom from $450,000 | Two bedrooms from $750,000
Three bedrooms from $1,565,000

Rate of Sales 50 apartments sold during the initial launch period, with 122 sold prior to completion

Completion Date December 2014

Description
Savills sold a combination of 1, 2 and 3 bedroom apartments with eastern elevation and 
direct views to the Sydney CBD. Average sales prices were $850,000, with many sales 
up to $15,900 per sq m.

Trieste, Ultimo



Ged Rockliff 
Head of Residential Projects

Tel. +61 408 729 095 
Email. grockliff@savills.com.au

Irene Lau 
Project Director 
Australia and Asia Pacific

Tel. +61 432 333 383 
Email. ilau@savills.com.au

Nigel Napoli 
Divisional Director

Tel. +61 408 883 300 
Email. nnapoli@savills.com.au 

David Poppleton 
Director of Special Projects

Tel. +61 404 883 363 
Email. dpoppleton@savills.com.au

Peter Coulton 
Divisional Director

Tel. +61 414 883 000 
Email. pcoulton@savills.com.au

Brittany Clout  
Project Marketing Manager

Tel. +61 432 169 822  
Email. bclout@savills.com.au

Jarrod Murphy 
Associate

Tel. +61 420 371 178 
Email. jmurphy@savills.com.au

Zoe Foster 
Executive Assistant

Tel. +61 413 930 191 
Email. zfoster@savills.com.au

Level 7, 50 Bridge Street Sydney NSW 2000  Tel. +61 (0) 2 8215 8888

Contact 
Us





Savills Residential Projects
savills.com.au/residentialprojects


