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Palava’s product mix evolution – a perspective

	
	2018-2020 (3 years)
	2021-2024 (4 years)
	2025-2028 (4 years)

	Overall goals
	Residential: Volume growth driven – aiming for 15% volume CAGR and price growth to cover any increase in costs.
Office: Focus on starting the economy and doing what it takes to get critical mass.
Other: Creating the lifestyle base to move to start transition from Casa led to Aspi led residential.
	Residential: Volume growth driven - aiming for 15% volume CAGR and price growth to cover any increase in costs.
However, focus on changing mix to more Aspi vis-à-vis Casa customer.
Office: Expanding the pace of office growth to average of 10,000 new white collar jobs p.a.
Other: Creating the talent and lifestyle base to move from a PBD (low cost office) to a SBD (high quality office).
	Residential: Profit growth driven - aiming for 10% profit per sq. ft. CAGR, while growing volume @ 5% CAGR
However, attract increasing volume of hi-end residential.
Office: Continue with creation of 10,000 jobs p.a. but with 70%+ coming from high quality offices.
Other: Invest in culture and other activities which attract hi-end residential and high quality offices.


	Residential LIG / staff
	1 room and 1 bed units; exclusively for those who are likely to work in Palava; pricing @ 10-20% discount to casa; Avg. annual sales: 500 units
	No change in unit specs or TG; volume growth at par with aspi and hi-end volume growth.
	No change in unit specs or TG; volume growth at par with aspi and hi-end volume growth.

	Residential Casa
	1,1.5,2 and 2.5 bed units; pricing @ 6000 psf saleable (2017 level); Avg. annual sales: 4000 units
	No change in unit specs; Avg. annual sales: 6000 units
	No change in unit specs; Avg. annual sales: 6000 units

	Residential Aspi
	2 and 3 bed units, 20% larger than comparable in Thane, prices which are 5-15% premium over Casa; Avg. annual Sales: 200 units
	No change in unit spec or price positioning; Avg. annual Sales: 600 units
	No change in unit spec or price positioning; Avg. annual Sales: 1200 units

	Residential Hi-end
	3 and 4 bed units – full floor / (semi/) independent, prices which are 5-15% premium over Casa; Avg. annual Sales: 25-30 units
	No change in unit spec or price positioning; Avg. annual Sales: 100 units
	No change in unit spec or price positioning; Avg. annual Sales: 200 units

	Office – Low end iThink
	Target steady state rental of $0.5-0.6 psf leaseable (2017 level) (may have subsidies at start); Avg. annual leasing: 500,000 sft; Target audiences like BPO, cost driven businesses (take up rental occupancy within Palava residential)
	Avg. annual leasing: 500,000 sft
	Avg. annual leasing: 200,000 sft

	Office – High end iThink
	Target steady state rental of $0.9-1.1 psf leaseable (2017 level) (may have subsidies at start); Avg. annual leasing: 100,000 sft; Target audiences like KPO, Banking, Pharma, value added IT/ITeS, other front office (take ownership within Palava residential)
	Avg. annual leasing: 500,000 sft
	Avg. annual leasing: 800,000 sft

	Family entertainment / Retail
	Phase 1  of FED to be operational; part 1 of riverfront to be developed; high street retail to become vibrant
	FED to be complete; high street retail to continue to grow; mega mall/similar to open by 2023/24
	Mega mall/similar to be opened.?

	Medical
	Good quality pharmacies and dispensaries <reconsider use of hospital building in Phase 1>
	Tertiary care hospital to be operational by 2021/22, followed by private clinic building; 
	Introduce Palava wide medical insurance scheme on line of NHS UK

	Higher Education
	Technical and skilling institutes to be started with capacity of min. 2000 passouts per annum
	Capacity to be steadily grown to 5000 students per annum with focus on high quality of passouts; Arts oriented courses to be started.
	Foreign institutional tie-ups to be done

	Schools
	1 school (capacity; 2000-2500 students) opening per year from 2018 onwards. 
	1 school (capacity; 2000-2500 students) opening per year.  Of this, one to be IB curriculum to attract hi-end buyers (with capacity of 600-1000 students), preferably in 2021.
	1 school (capacity; 2000-2500 students) opening per year.  Possibly one more with international curriculum basis utilization of 1st IB school.

	Culture
	Regular (600-800 seater) auditorium to be built; Artist studio’s etc to be held; PCMA to have focussed culture promotion arm with meaningful budget
	Culture opex budget to grow significantly.
	A global standard Culture Centre / Museum to be built with involvement of India’s prominent artists.



Other – Future readiness – Key trends:
1. Shift away from fossil fuel and personal vehicles:
a. Plan for shift to electric buses from 2018 and 100% electric by 2020 and related infrastructure.
b. Plan for 10% electric vehicles by 2020 and 50% by 2025 and related infrastructure.
c. Future MLCPs to be planned to be converted to other uses (eg. office) as car usage reduced. To enable this, all parking to be given on 9 year lease only @ Rs. 1 per year <agreement needs to be updated under special conditions>.

