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Objectives

1. To support the competitiveness of the property
investment and management of Finnish /
international companies operating in Russia

7. To provide information on:

- market practices of property management, as well as
availability and quality of services

- availlability, quality and usability of property market
information

3. To develop the transparency and market practices of
the Russian property market — focus on St.
Petersburg and Moscow areas

/L. To create a basis for continuous specialist services:
— market information and benchmarking services
— advisory services related to property management




The two approaches

KTI: Property market information

-economy
-market structure and players
-market volumes
-transactions
-space demand and occupier needs

-market practices
-returns, yields
-rents
-vacancies
-operational costs

-service supply
-players
-market practices
-contract terms
-service quality
~occupier and investor services
-lifecycle management
-Ccosts
~energy efficiency, environmental issues

Poyry: property management,
service provision and
procurement
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Added value for participants

o Short-term benefits

— Independent information on St. Petersburg and Moscow
property markets, practices and players

— ldentifying and supporting competitive advantages and
business opportunities

— Strengthening networks between investors, construction
companies and service providers

— Analysis of the effectiveness of the selected business model,
benchmarking with other market participants

Recommendations for developing property management
processes

*  Long-term benefits:
— Increasing transparency, more sophisticated market practices

— Clarification and unification of terminology: increased
understanding within partner networks, clarity of agreements
and service descriptions

— Improved conditions for systematic life-cycle management

v Improved overall conditions for property business for all market
v ! participants




Two levels of participation
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option 1| option 2
Possibility to give input in project’s focus areas and X X
research questions
Company-specific benchmarking report X
Analysis and recommendations for development of the selected
business model
Analysis of the key indicators of the portfolio, five objects
Possibility for company-specific workshops / feedback meetings
Invitations to project’s seminars and workshops X X
Project report and seminar X X
A
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Process and outcomes

1. Analysis of
participants’ needs

2. Defining service
focus areas

3. Service concepts,
pilot projects

4. Disseminating
results, reporting

 Analysing participants’
needs with regards to
market information and
development of property
management
« Analysing existing market
information, identifying
needs for development
» Markets / market practices
of property management
* Service frameworks:
*Market information
*Support for property
management

Description of typical
operating models and
processes of property
investment and
management
Parameters of key market
indicators, definitions of
terms

Identification of key
submarkets

Designing processes of
gathering data and
reporting of market

« Designing the
benchmarking database
and processes

« Service concepts for

«Consultancy services:
clients, process, tools

« benchmarking / market
information service:
distribution channels,
frequency, other
characteristics

Reporting the general
results — all participants
Company-specific
reports on selected
assets / portfolio
Seminar for releasing
the key results in St.
Petersburg (Moscow?)
Published summary
report
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Applied methodology

« Interviews with participants
/ other market players

* Analysis of key documents

* Workshops: defining key
terms and definitions

* Analysis of case
organisations / portfolios
and assets (interviews, site
visits, analysis of
documentation)

* International
benchmarking

* Analysis of market
information, assessment of
its quality and needs for
development (interviews,
workshops)

* Workshops

» Testing the service
concepts in case portfolios
/ assets:

*Gathering data,
analysis, reporting
*Testing the process
and tools — gathering

feedback

l

1. Analysis of
participants’ needs

l

2. Defining service
focus areas

3. Service concepts,
pilot projects

» Workshops
*company-specific
«all participating
companies
» Result seminar
eInvitations for wider
network

4. Disseminating
results, reporting




Network

* Project carried out by:
— Poyry Building Services Oy
— KTI Kiinteistotieto Oy (KTI Finland)

® Sponsors / participants
— Tekes

— Finnish / international companies operating in Russia
* Investors
« Corporations
» Construction companies
» Service providers: management, maintenance and advisory

* Others:
— Local specialists (advisors, potential local partners)
— Universities (Finnish / Russian)

— Professional (trade) organisations / education companies /
others




Schedule and budget

2009
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Project kick-off

PHASE 1

Analysis of current status, identification
of client needs

PHASE 2

Defining service contents

PHASE 3

Defining service concepts and processes

PHASE 4

Reporting, disseminating results

* Project schedule: October 2009 - December 2010

* Participation fee:

e Level 1: 5000 € + VAT
* Level 2: 10 000 € + VAT
 Participation covers both sub-projects (Poyry’s and KTI's)
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* Increased knowledge and understanding of the markets
 Extensive networks and new contacts
e ° Identification of business opportunities and competitive advantages— participants, KT,
W Poyry
= w *Developing and testing service concepts
k‘ ® Increased transparency of markets and market practices
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Poyry Oyj, KTI Kiinteistdtieto Oy

Brief introductions
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Poyry’s wide network

Poyry is a global consulting and engineering firm focusing on the
following sectors: construction services , forest industry, energy,
traffic systems, water and environment

Transportation Water & Construction
Environment Services
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POyry’s Real Estate Consulting services Ve

Our team provides services in matters broadly relating to technical, economical and
strategic needs arising from real estate. Our strengths arise from our long experience
and our expertise to examine these issues from different perspectives and our
continual desire to improve our services to fulfil the changing needs of our clients and
interests groups.

Process and
organisational
development

Maintenance
management
consulting

Jatkuva Strategic
kehitys sourcing

Life-cycle & '
sustainability
consulting

Transactions and
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KTI: an independent property market specialist Ve

Mission statement:

KTI's information and research services improve the profitability and
competitiveness of our clients’ property business

Established in 1993 by RAKLI (Association of Building Owners and
Construction Clients), Finnish Real Estate Federation and Turku School of
Economics

Independent and neutral specialist
Staff: 20 specialists

Continuous co-operation with ca. 60 companies and all major public sector
organisations

Co-operates with all major universities

Extensive international co-operation network:
IPD, INREV, EPRA, ERES, Nordic FM, ULI, RICS
i‘ University of Reading, Cass Business School, KTH

POYRY
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KTI. specialist areas and services

Property Property market | | Rental market & Customer Property
investment & information & rental relations & real management
finance analysis management estate services & Occupiers
Benchmarking services
Market information and analysis
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For more information, please contact us!

Poyry Building Services Oy
Pekka Metsi, tel: +358 40 529 6509
Karoliina Rajakallio, tel +358 400 477 561
Markus Tretjakov, tel. +358 40 511 6190
E-mail: firsthame.lastname@pdyry.com

KTI Kiinteistotieto Oy
Hanna Kaleva, tel +358 40 555 5269
Satu Haaparanta, tel +358 400 535 919
E-mall firsthame.lasthame@kti.fi
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