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Some
newsư
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LAR ESPAÑA NOW

José Luis del Valle
ChairmanLar España



A journey to 
become leaders in retail

INVESTMENT 
INITIAL PHASE

CONSOLIDATION

SPECIALIZATION

VALUE CREATION

2014 2015 2016 2017 2018

ƩSn athkc the 
Spanish REIT 

leaderhm qds`hkƪ
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What have 
we built?

20
14

20
15

20
16

20
17

20
18

20
19

Parque Abadía
22 Retail Units
Cheste
Megapark Leisure

Rivas Futura
Galería Abadía

Albacenter
Anecblau
Alovera I
Villaverde
Arturo Soria
Las Huertas
Txingudi

Marcelo Spínola
Alovera II
P. de la Marina
Egeo
Nuevo Alisal
Albacenter Hyper
Eloy Gonzalo

As Termas
Alovera III
Alovera IV
Almussafes
P. Marina Hyper
Joan Miró
Lagasca99

El Rosal
Galaria
VidaNova Parc
Megapark

Gran Vía de Vigo
Vistahermosa
Palmas Altas
P. Marina (rest)
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Non-core divestments 
to focus on retail

20
14

20
15

20
16

20
17

20
18

20
19

Egeo
Villaverde 
Nuevo Alisal
Alovera I
Alovera II 

Arturo Soria

Alovera III
Alovera IV
Almussafes
Cheste
Galaria
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Remaining office

portfolio divestment and 

residential project 

delivery



PURE RETAIL PLAYER

Present in 

most 

regions
of Spain
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RETAIL LEADERS IN SPAIN

SQM GLA1
#1 IN SPAIN

1. Considering opening date of assets under development until 2020. Source: CBRE & Lar figures at September 9th, 2018.
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RETAIL PARKS 
#1 OWNER IN SPAIN

ASSET STAKES OWNED 
#1 IN SPAIN



Lar España
one of the large retail 
players in Europe

Source: CBRE. Excluding High Street investments.

Peer 1

Peer 2

Peer 3

Peer 4

Lar España

Peer 5

2017 Investment (Κ Mn)
5000
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Our way
to add value

Future 
Value

Undeniable 
Value Now

Cherry picked 
asset portfolio 
of dominant

assets

Rent increase 
potential from the 

existing retail 
portfolio

Ready to face 
the tech

challenge

Attractive 
dividend

policy

Additional rent 
increase potential 

from new 
developments

coming

Prudent 
leverage at 
attractive 

cost

55% of 
revaluation due 
to strong active 
management

15

Solid results
outperforming 
expectations



A retail focused
strategy

Value-Creation Potential Dominant Core+ tenants Soundness Protected

Investment Criteria 100% 
ownership

Target levered

IRR>12%

Customer journey 
analysis

Optimum size for 
area of influence

Optimal and 
fine-tuned tenant 

line-up 

Enhancement of 
entertainment 

areas 

Repositioning through 
targeted capex

Technology to know 
and influence

clients

Using technological solutions that 
differentiate us from the competition

Creation of unique 
shopping experiences
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Outperforming the 
retail market benchmark1

13.4%

15.0%

11.9%

9.1%

Shopping
Centres

Retail
Parks

Lar España Benchmark

Source: 2017 MSCI ƢIPD Spain Annual Property Index results
0- Sgd 1/06 HOC hmcdw enq Ro`hm `m`kxrdr 33 onqsenkhnr+ hmbktchmf ` sns`k ne 4/7 `rrdsr u`ktdc `s `klnrs ƹ07 Am hm sgd qd`k dstate market

% TOTAL RETURN PERFORMANCE

1

7.3%

7.8%

6.3%

3.4%

Shopping
Centres

Retail
Parks

Lar España Benchmark

% CAPITAL GROWTH

1

5.7%

6.7%

5.3%

5.5%

Shopping
Centres

Retail
Parks

Lar España Benchmark

% INCOME GROWTH

1
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Looking ahead to the 
new retail world

SOCIO DEMOGRAPHICS

The conversion of 
shopping centres
into communities 
that engage 
millennials

ENGAGING LIFESTYLE EXPERIENCES

Retail at the 
heart of the 
bnmrtldqƦr kdhrtqd 
activities 

OMNICHANNEL

Shoppers move 
seamlessly 
between the 
physical and 
digital retail worlds

TECHNOLOGY

Emerging 
technologies that 
have the potential 
to disrupt the retail 
sector, offering 
new opportunities
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Experienced 
manager

Strong 
Corporate Governance

Retail focused 
portfolio

Sustainable 
investment 
Strategy & 
Dividends

Continuous 
innovation and 
digitalisation

Value
is our demonstrated DNA

RIGHT 
PLATFORM

Size
Synergies

Developments
Rotation

RIGHT 
TIMING

Cycle
Opportunity

RIGHT 
RESOURCES

Operational
Financial
Know-how

01

02

03
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A new retail company,
for a new retail world

VISION

To create unique shopping 
experiences through the 
combination of retail and 
entertainment, linking the 
physical and digital worlds

MISION

To offer unique shopping 
experiences through the 
profitable management of 
our new-generation retail 
assets, with an intensive 
use of the technology and 
being the best partner for 
our retailers and 
customers. Always with 
ultimate goal of 
maximizing our 
shareholderͻs return

RESPONSIBILITY

Corporate Focus

QUALITY

Customer Focus

INNOVATION

Market Focus

ALIGNMENT

Investor Focus

VALUES
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A new retail company,
focused on all that matters to our clients & investors

14 
ASSETS CERTIFIED

8 In-Trd ƩUdqx Fnncƪ
2 In-Trd ƩFnncƪ

2 New-Athkc+ ƩUdqx Fnncƪ

+ developments expected

EPRA Gold Award 
in Financial Reporting (BPR) 

for 4th year running

EPRA Gold Award 
in Sustainability Reporting 

(sBPR)

In October 2017, ILUNION 
formally acknowledged Lar 
Dro`ɑ`Ʀrefforts to enhance 
universal accessibility at its 

properties and to 
accommodate persons with 

disabilities

Eloy Gonzalo office 
building: 

AENOR universal 
accessibility certification 

for the refurbishment work
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AN ATTRACTIVE RETAIL COMPANY

Momentum of real estate in 
Spain yield compression

1

2

3

4

5
6

7

8

9

10

Proven asset management 
skills/ strong op. Results

Innovation 
strategy

Value creation from 
developments

Value from asset
revaluation

Attractive dividend policy

Optimal debt management

Acquisition pipeline aimed at 
increasing retail platform

Upside from existing retail 
portfolio

Unlocking value from asset 
rotation
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LAR ESPAÑA & 
GRUPO LAR

Luis Pereda
ChairmanGrupo Lar



Grupo Lar as the best 
possible external manager 

Stability in ownership 
and corporate 
governance

Solid management 
team

Geographical 
diversification

Product 
diversification

Trusted manager 
and partner

Pereda family 100% 
ownership

Corporate governance 
measures 

(4/9 independent directors)

321 people in 
7 countries

50 years of experience

Presence in Europe and 
Latin America

Developers, investors & 
managers of shopping 

centres, offices, residential, 
industrial & logistics

Co-investor & industrial 
partner of institutional 

investors and Hedge-funds

Manager Lar España
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Partnerships and joint ventures
with top-tier investors and corporate clients

Joint Ventures 
with long and successful track record

Partnerships and Joint Ventures
to invest in different assets and geographies

25



External management by Grupo Lar
the optimal strategy for Lar España

Á Granularunit configuration and diverse tenant base
Á Requires greater time and skill than other asset classes

(e.g. offices, logistics)

Retail property requires skilled, hands -on managementΊΊwhich Grupo Lar is uniquely qualified to provide

Á 60% of value uplift (1) to date has resulted from active
asset management

Á Active asset management will continue to be key to
delivering returns in the coming years

Á Retail sector facing new market demands
Á Essential to innovate and adapt to ensure enduring

appeal to retailers and consumers

Á Lar España can draw upon the expertise of GrupoK`qƦr
investment professionals

Á External management provides scalability and cost -
efficiency

Operationally 
Intensive

Active 
Management 

Responding 
to Change

Scale

Expertise

Profitability

Á Grupo Lar has over 45 years of experience in the
Spanish property market

Á Full range of expertise through sourcing, investing,
developing and managing across sectors and retail in
particular

Á Access to extensive platform allowing LRE to pursue
accretive opportunities

Á Relevant savings for LRE since the agreement will take
effect 15 months before the previous agreement ends

1.In accordance with last independent appraisal as of December 2017.
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A new Investment Management Agreement
with best-in-class practices across European REITs

Alignment with current 
Business Plan

1

2

3
4

5

6

7

Provides continuity and 
certainty

Lower management 
fee

Enhanced Corporate 
Governance

Removal of promote 
equalisation

Performance fee 
capped

Fee partially linked to 
market capitalisation

27



Grupo Lar
fully committed to the company

9.99% 
Stake

2nd largest
shareholder

Largest
stake of an 

external manager

COMMITMENT ALIGNMENT
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552,415

452,738

442,518

439,094

371,518

369,766

294,930

279,702

247,643

221,192

14

77

15

10

12

4

14

6

8

8

Lar España

Peer 1

Peer 2

Peer 3

Peer 4

Peer 5

Peer 6

Peer 7

Peer 8

Peer 9

Owned GLA (est.) Nbr. Assets

Intensive active management 
in the biggest retail portfolio in Spain

RETAIL PARKS 
#1 OWNER IN 

SPAIN

29

SQM GLA1
#1 IN SPAIN

1. Considering opening date of assets under development until 2020. Source: CBRE & Lar figures at September 9th, 2018.



Retail density
in Spain

Source: JLL, Q4 2017 Note: Only includes current Retail and/or Leisure Complexes offering in excess of 5,000 sqm of GLA 
(GLA/1,000 inhabitants). 
(*) There are no Retail Complexes in the province of Teruel.

GLA/1,000 inhabitants Density

More than 500 Very high

400 - 499 High 

300 - 399 Medium

200 - 299 Low

100 - 199 Very low

Less than 100 Opportunity

(*)

The retail density of shopping 
centreGLA in Spain is below the 

average of Western Europe

340 sqm / 1,000 inhabitants
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Developments are gradually reactivating 
after of a long period of inactivity

EUROPEAN DEVELOPMENTS COMPARISION
Sqm weight of planned openings in 2018-2019 over the existing stock

3.2% 5.4% 7.7%0.3% 1.6% 1.9% 2.4%
HUNGARY PORTUGAL ITALY SPAIN GERMANY HOLAND POLAND

Source: CBRE, Does not include leisure centres or centres based on hypermarkets
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Using Grupo Larͻs experience
and capacity of development

SAGUNTO

SEVILLE

32

In operation

45,136 sqm
GLAQ2 2019

Estimated Opening

100,000 sqm
Retail and family 
leisure area



Solid H1 2018 
performance

ƹ008-6 Lm 
in logistics portfolio disposal

82.5% over acq. price

ƹ001-4 
in rest of 2018 divestments 

24% overacq. price

ƹ64-5 
in 2018 acquisitions 

@ avg. NIY of 6.2%
Asset 

Rotation

+20.9%
in Property operating result

+12.4% Recurring EBITDA

33.8%
Portfolio revaluation 

since acquisition 
(before invested capex)

10 quarters 
outperforming the market

in retailers declared sales (+2.0%) 
& footfall (+1.1%)

Operating 
Results

VidaNovaParc 
already opened

100% GLA signed

Lagasca99
86% 

already sold

Palmas Altas
73%

of GLA signed & committed
Developments & 
Refurbishments

Eloy Gonzalo
100% 

occupancy reached
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Lar España - Grupo Lar
a successful future 
together

alignment

commitment

expertise
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MOVING FORWARD

Miguel Pereda
BoardMemberLar España 
CEO Grupo Lar



E-commerce has an important role
to play in the new retail world

0.9% 10.5% 12%
FOOD FASHION SHOES & LEATHER

WEIGHT OF E-COMMERCEIN TOTAL RETAIL SALES
% of retail sales in Spain

22%

25%
26%

21%

26%

0%

5%

10%

15%

20%

25%

30%

2012 2013 2014 2015 2016 2017
0

5000

10000

15000

20000

25000

30000

35000

Volume Annual Chg%

E-COMMERCEEVOLUTION IN SPAIN

ƹLm

Source: CNMC Source: CBRE, CNMC, INE
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4.2%
E-COMMERCE OVER 

TOTAL RETAIL SALES



The need for coexisting
in our times

A new hybrid form of 
commerce is emerging

Customers will soon shop 
seamlessly online and 
offline

RESEARCH
PRODUCTS

MAKE 
PURCHASES

PHYSICAL

̹WEBROOMING̺

̹SHOWROOMING̺

ONLINE

PHYSICAL
NEED

ONLINE

SHOPPING CENTRES
Investing in digital interfaces
with  customers

RETAILERS
Investments in online e -
commerce and in-store pickup

E-COMMERCE RETAILERS
Opening physical stores to 
solidify their brands
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The first time in history,
the consumer market includes 6 generations

4.4

10.2
11.2 11.6

7.1

2.1

1928-1945 1946-1964 1965-1980 1981-1997 1998-2016 2017-?

Silent Gen Baby Boomers Gen X Millennials Gen Z Alpha Gen

Source: INE, Spanish population

Mn
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CUSTOMER 
KNOWLEDGE

know more about our 
visitors and their behaviour

DIGITALISATION

Next generation technology 
sn dmg`mbd btrsnldqrƦ 

experience

The opportunity of
living in our times

The use of technology and big data Customer-oriented innovation

OMNICHANNEL

Omnichannel shopping platform, enhancing 
btrsnldqrƦ rgnoohmf dwodqhdmbd

EXPERIENCE

Shopping centresbecome destinations, that 
are central to the communities

39



Understanding 
btrsnldqrƦ intqmdxr

Why customers visit shopping centres?

VALUE CONVENIENCE EXPERIENCE SOCIALIZATION SERVICE 
CENTRE

Knnjhmf enq Ʃu`ktd enq 
lnmdxƪ Immediateness

Click & Collect

Shopping as a leisure 
activity

In-store brand 
connection

F&B and entertainment

Meeting point Product support

Product returns

40



Experiences become 
the new anchors

New tech 
personalises the experience

F&B 
experience

Leisure & entertainment
experiences

Shopping centres increasingly need to be destinations

Personalised 
promotions and 
new services

Smart fitting 
rooms 
(augmented 
reality) & 
customization

Places of social 
interaction

Environments are 
as important as 
the food

Become part of 
our 
lifestyle

Leisure offerings 
boost footfall and 
dwell time
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by
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Leading the transformation
TES Project

Lar Españais leading the digital transformation
in the Spanish retail sector

DIGITALISATION EXPERIENCE ESG

TECHNOLOGY ENGAGEMENT SUSTAINABILITY (ESG)

by
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Shopping centre managed by data analytics 
TECHNOLOGY

Selective marketing campaign manager

SEEKETING

BIG DATA

WIFI SOCIAL MEDIA WEB

E-COMMERCENOODLES STORE

APP

FOOTFALL

by
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Shopping centres become consumer engagement spaces
ENGAGEMENT

Shopping centres are evolving to shopping, dining and entertainment centres
that provide customers with unique experiences

OPTIMAL 
COMMERCIAL
MIX

Addition of new and 
more attractive 
brands and tenants 
image improvement

CREATING
SHOPPING
EXPERIENCE
DESTINATIONS

Where customers 
can enjoy their time 
both shopping and 
being entertained

CUSTOMER
CENTRIC

Personalised
customer 
experience.
Quality services offer
(parking, toilets,
pick-up pointsΊ)

Dynamic, comfortable and urban spaces Foodcourt areas appealing destinations Enhancing the in-store experience

by
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Strong commitment towards sustainability
SUSTAINABILITY

Incorporation of environmental 
criteria in new acquisitions & 

developments 

Continuous improvement in the 
management, awareness and 
minimization of environmental 

impacts 

The positioning of the customer 
as the centre of the business 

model

The promotion of the 
construction and building of 

sustainable buildings

ENERGY EFFICIENCY WATER MANAGEMENT AIR QUALITY SOLAR POWER

SUSTAINABILITY 
CERTIFICATIONS DIGITALISATION CUSTOMER JOURNEY IMPROVEMENT 

SALES

by
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The necessity 
of the three

DIGITALISATION

Evaluate the visitor 
experience at our 
shopping centres

EXPERIENCE

offer a unique and 
standout value 
proposal and 
transform the centres
into destinations

ESG

Strategic positioning 
of each one of our 
properties

TECHNOLOGY ENGAGEMENT SUSTAINABILITY (ESG)

by
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Greater knowledge to increase 
customer overall satisfaction

UNDERSTAND CUSTOMER TRENDS

Avg. dwell 
time

+7.7% prev. year

Avg. sales1
per visitor

+24.9% prev. year

Map out the route 
they take

CREATE A UNIQUE AND 
STAND-OUT OFFERING

INCREASE CUSTOMER 
OVERALL SATISFACTION

Identify 
customer profiles

How they spend their time &
money during their visit

by

481. Declared sales


