CTR group si podmanuje drazdansky trh

CTR group is seizing the Dresden market

ana Horvatha CEO real estate spolecnosti CTR group jsme
pozadali, aby nam firmu i jejf aktivity predstavil.

Se vase spolecno

Nase spole¢nost dlouhodobé piisobi ve tiech hlavnich oblas-
tech podnikéni. V oblasti vyroby a distribuce stavebnich hmot,
zejména je aktivni v obchodé s cementem a v tézbé a zpra-
covani zeolitu, coZ reprezentuje pismeno ,,C". Pismeno ,T"
znamend transport, tedy obchodni a privétni leteckou do-
pravu, ,R" je real estate, realizace reziden¢nich a komer¢nich
developerskych projekt, a to v Cechach, Némecku a na Slo-
vensku. Real estate zaroveri délime do dalsich dvou podsku-
pin - prodej a prondjem. Na3e spole¢nost nékteré z projektdi,
které realizuje, ddle provozuje. Napf. reziden¢ni projekt v Pra-
ze 2 Albertov Rental Apartments, coz je 270 pIné zafizenych
byt(i, nebo business centra v Kosicich. V segmentu ndjemnfho
bydleni bychom chtéli pokracovat i nadale a pfipravujeme pro-
jekty v Kosicich, Drazdanech a Regensburgu, kromé toho na
némeckém trhu provéfujeme i dal3f lokality.

O UujcLc

Letos v kvétnu jsme dokonéili projekt 17 luxusnich byt v Pra-
ze 5 - Residence Vyhledovd, kde doproddvame posledni 3 by-
ty. Aktudlné mame ve vystavbé Atrium Kobylisy, 140 bytd
v Praze 8, v tésné blizkosti stanice metra a jesté letos chceme
zahdjit vystavbu projektu Panorama Prazacka v Praze 3.V r(iz-
nych fazich ptipravy pak mame dal3i rezidencni projekty
v Karling, Nuslich a na Zizkové.

Ano. V portfoliu ale mame i dal3i projekty, které budou obsa-
hovat kromé bytd také kanceldfe a retailové prostory. Jedna
se o projekty v Praze — Viktoria Zizkov Center, Drézdanech
i v Kosicich.

V Kosicich mame tésné pred fazi realizace projekt Rezidencia
pri radnici, ktery je unikatni zejména svoji polohou v histo-
rickém centru Kosic. Prodej bytt jsme jiz zahdjili letos v f{jnu.
Je to nejvétsf projekt, ktery aktudlné stavime - 390 bytd,
z toho 270 k prodeji a 120 k prongjmu. V Kosicich také pro-
vozujeme business centrum s 18 000 m? kancelaFskych ploch,
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Nejvétsi rozdil je podle nasich zkusenosti jednoznaéné
v rychlosti vyFizenf stavebniho povoleni. Doba od koupé po-
zemku po ziskan{ stavebniho povolenije v Némecku i na Slo-
vensku vyrazné kratsi nez v Praze. Dllezité pfi tom je, Ze na

které jsme sami realizovali, a pak je3té obchodni centrum.
V Bratislavé mame ve fazi pfipravy jeden reziden&ni projekt.

Kosicky trh je pochopitelné vyrazné men3f nez prazsky, nic-
méné ho vnimame jako stabilnt. Klienti se zajimaji o provozni
ndklady novostaveb. Velka ¢ast z nich pfichazi s myslenkou
pofizeni nového bytu na hypotéku se zapo¢tem budoucich
tspor na provoznich nakladech a energiich. Spis tedy nez na
investici si byty kupuiji skute¢né k vlastnimu bydlent.

Nase spole¢nost méla zamér pasobit na dal$im trhu. Hledali
jsme trh, ktery je stabilni, predvidatelny a zaroveri geograficky
snadno dostupny. Logicky ndm z toho vy3lo Némecko. Vstup
na némecky trh je pro nds i ndvratem ke kofentim, historicky
prvn{ predchtidce spole¢nosti CTR group byl zaloZen na Gizemi
SRN.

obou zahraniénich trzich se dodrzujf spravnf lhaty a nedo-
chazi tam k obstrukénim fizenfm ve smyslu rtiznych odvo-
Ianf, jejichz cilem je oddalit vystavbu nebo vystavbé dplné
zamezit. Nase spolecnost ma projekty zejména v centralnich
lokalitach a napf. v Némecku jsme nékteré pozemky koupili
pfimo od mésta nebo spolkové zemé Sasko. Pokud koupite
pozemek v centralnf lokalité, mate pfimo v kupni smlouvé
uvedeno, dokdy musite zacit stavét a dokdy musite realizaci
stavby ukoncit. To vnimdm v porovnan{ s Prahou jako za-
sadnf rozdil.
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Pokud budeme mluvit o stavebnich materidlech nebo stan-
dardech vybaveni byt(, tak to je v podstaté stejné nebo
srovnatelné jako u nds. V Némecku se klade vétsi diraz na
ochranu proti hluku nebo prehfivanfinteriéru a na tspory pri-
marni energie. Pro projekty od urcité velikosti je méstem sta-
noven reviznf statik, ktery dohlizi nejen na realiza¢ni doku-
mentaci a statické vypocty, ale kontroluje i samotné
td. Jde sice o placenou sluzbu, nicméné ji povazuiji za tcel-
nou.

Projekt Residenz am Zwinger v Drdzdanech je ve vy3si cenové
relaci, minimalné vy33f stfed. Z prodejti, které tam dosahu-
jeme, vnimam, Ze klienti jsou ochotni si za vy3si standard a za
dobrou lokalitu priplatit. Co se tyka néjakych odlisnostt, fekl
bych, Ze némecky klient ocekava, Ze u byt 2+kk a vétsich ma
koupelnu pfistupnou pfimo z loznice. To je jedna z dispozic-
nich odchylek. Naprostym standardem je podlahové topeni.
‘ Némecky klient se vice zajimd o technické a technologické

standardy budovy, zatimco na Slovensku o provozni naklady
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bytu. Po nékterych pfipadech, které se na Slovensku udaly, se
zajimajf i o statiku a zda je stavba z tohoto pohledu pod kon-
trolou. V Némecku ma také kazdy projekt mistnost pro kola
ato, Ze se lidé dopravuijf na kole i do zaméstnan, je naprosto
bézna soucast Zivota. Nase pravnicka, kterd vystudovala
v Mnichové a dlouho tam Zila, byla zvykla jezdit do kanceldre
na kole kazdy den. V Praze tato zvyklost nenf.

V Drazdanech pfipravujeme dva dalsi projekty, také v centru
mésta. Nase spolecnost se jiz stala nejvétsi developerskou
spole¢nosti v Drazdanech. CTR group tam ziskala velky respekt
na trhu a je vnimana jako velice profesionalni spolecnost.
Provozujeme vlastni obchodni centrum v historickém centru
mésta, které bychom zérover chtéli vyuzivat i pro obsluhu za-
jemctl o prondjem bytl. Aktudlné mdme v nasem portfoliu
v Drazdanech vice nez 500 bytl a zajimdme se o dalsi akvi-
zice. Samoziejmé jsou to dlouhodobé plany, nebot absorpcni
kapacita Drazdan, co se tykd bytu, se neda srovnavat s Pra-
hou. Nasim cilem bylo, a to se i povedlo, mft pozemkovou
banku v Drazdanech, abychom projekty postupné mohli da-
vat na trh a méli tak zajisténou kontinuitu. Projekt v Regens-
burgu, ktery pfipravujeme, je uréen k prondjmu (ndjemnf
byty). CTR group md zdjem vstoupit na trh i v dal3im némec-
kém mésté. Myslim si, Ze jsme velice blizko akvizici, ktera by
mohla byt nejvétsi akvizici nasi spole¢nosti za poslednf obdobf.

Mnichov je velice sloZity trh... Peclivé ho sledujeme a ¢ekame
na vhodnou pfileZitost. Nenf ale nasi prioritou.

Ta myslenka tady byla. Ocekdval jsem vétsi zajem klientd
z Ceské republiky, nicméné piedpoklad se zatim nenaplnil.
Ce$i zatim drazdansky trh za ielem investice neobjevili,
i kdyz tam z Prahy po dalnici dojedete dfiv nez do Brna.
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Prostfednictvim vlastniho managementu. Za Gspéchem spo-
le¢nosti CTR group na domdcim i zahrani¢nim trhu je vysoce
profesionalni tym fidicich pracovnik s vysokym nasazenim.
Pokud vstupujeme na novy trh, vzdy presné definujeme klien-
ta a produkt. Veskeré zadanf pfichazi od nas a projekty si Fi-
dime sami. Zarovef vyuzivime sluZeb mistnich architekto-
nickych spole¢nosti, které ndm zpracovavaji projektovou
dokumentaci. Samotné stavby realizujeme formou general-
nich dodavek nebo subdodavatelskym systémem.
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the name of the comp

ny CTR Group

seems difficult at first but it is simple. It defines

the areas in which the company operates: cement, - =

transport and real estate.

e asked the CEO of the Real Estate company CTR Group,
Jan Horvdth, to introduce the company and its activities
to us further.

What does your company focus on?

Our company has been, in the long term, operating in three
main business areas. In the area of production and distribution
of building materials, being especially active in business with
cement and mining and processing zeolite, which is represented
by the letter ‘C’. The letter ‘T’ represents transport, that is busi-
ness and private air traffic (services) and the letter ‘R’ stands for
real estate, the realisation of residential and commercial devel-
opment projects in the Czech Republic, Germany and Slovakia.
We then divide real estate into two further sub-groups - sales
and leasing. Our company also operates some of the realised
projects. For instance, the residential project in Prague 2- Al-
bertov Rental Apartments - with 270 fully equipped apartments
and the business centres in Kosice. We would like to continue
within the segment of rental housing and are also preparing
projects in Ko3ice, Dresden and Regensburg. Apart from that,
we are also investigating other locations.

How do you present yourself in the local real estate market?
This May, we completed a project of 17 luxurious apartments in
Prague 5 - the Residence VWhledova, where we are selling the last
three apartments. Currently we have the Atrium Kobylisy with
140 apartments in Prague 8 under construction, the project located
within the immediate vicinity of the underground station and this
year we want to commence construction of the Panorama PraZacka
project in Prague 3. Then we have other residential projects in
Karlin, Nusle and Zizkov, all at different stages of construction.

So it is primarily residential development?

Yes, it is. However, our portfolio also includes other projects,
which will, apart from the apartments, also include offices
and retail premises. Those projects are located in Prague -
Viktoria Zizkov Center, Dresden and Kosice.

What projects are you realising in Slovakia?
In Kosice, we have the project Rezidencia by the town hall be-
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fore its realisation phase. The project is mainly unique for its
location in the historical centre of Kosice. The sale of apart-
ments has already been commenced this October. It is the
largest project we are currently constructing - 390 apart-
ments whereby 270 are for sale and 120 for lease. There we
also operate a business centre with 18,000 sq m of adminis-
trative premises that we realised ourselves and then also
a shopping centre. In Bratislava, we have one residential proj-
ect at the preparation phase.

How is the real estate market currently working in the east of
Slovakia?

The Kosice market is obviously significantly smaller than the
Prague market. Still, we see it as a stable one. Clients are in-
terested in operational costs in new buildings. Many come
with the idea of acquiring a new apartment via mortgage in-
cluding future savings on operational costs and energies. So,
they would rather purchase apartments for their own hous-
ing than for investment.

How did the CTR Group get to Germany?

Our company had the intention to operate in another market.
We were looking for a market that was stable, predictable and
also geographically easily approachable. Germany fitted the pic-
ture. Entering the German market also represents a return to
our roots as the historically first predecessor of the CTR Group
was founded in the area of the Federal Republic of Germany.

Can you compare the differences between the local and for-
eign market from your own experience then?

Based on our own experience, the biggest difference is clearly
in the speed of dealing with a building permit. The time from

Haus Merkur,
Drdzdany
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land purchase to the acquiring of a building permit is much
shorter in Germany and Slovakia than in Prague. What is also
important is that on both of these foreign markets they keep
to an administrative deadline and there are no obstruction
procedures in the way of various appeals that are to post-
pone development or to completely prevent it. Our company
mainly owns projects in central locations and in Germany, for
instance, we purchased some plots directly from the town
and from the Free State of Saxony. If you purchase land in
a central location, your purchase contract states until when
you have to commence the construction and before when
you must complete it. | see this as a fundamental difference
in comparison with Prague.

Is there some variance in relation to clients?

If we speak of building materials or the standard equipment
of apartments then it is basically comparable with the situa-
tion in our country. In Germany, they put more emphasis on
protection against noise or overheating interiors and the sav-
ing of primary energy. Projects starting from a particular size
have a structural engineer inspector appointed by the town
council. He supervises the realisation documentation and
statistical calculations and also controls the realisation of the
construction per se. It is someone who protects the interests
of both the council and clients. It is a paid for service but
| consider it very effective.

Which clientele do you want to approach abroad and how
does it differ?

The Residenz am Zwinger project in Dresden is at a higher
price level, minimally the higher medium. | see within the
sales that we have achieved there that clients are willing to
pay extra for a higher standard and a better location. As for
certain differences, | would say that the German client ex-

pects that one bedroom apartments and larger ones come
with an en suite. That is one of the differences with regards
to the layout. Floor heating is completely standard. The Ger-
man client is more interested in technical and technology
standards whilst in Slovakia they are interested in the oper-
ational costs of the apartment. After some cases that oc-
curred in Slovakia, they also show an interest in structural
stability and whether the construction is under secure con-
trol from this point of view. In Germany, every project comes
with a bicycle room and the fact that people also cycle to
work is a normal part of life. Our lawyer, who studied in Mu-
nich and lived there for many years, was used to cycling to
the office every day. This is not that usual in Prague.

What other projects are you preparing abroad?

We are preparing two other projects in the city centre in Dres-
den. Our company has already become the largest develop-
ment company in Dresden. CTR Group has gained great
respect in the local market and is seen as a very professional
company. We operate our own shopping centre in the his-
toric city centre and would also like to use it for serving clients
interested in the leasing of apartments. Our portfolio cur-
rently includes more than 500 apartments in Dresden and
we are interested in further acquisitions. Those are naturally
plans for the long term as Dresden’s absorption capacity can-
not be compared with Prague when it comes to the apart-
ments. Our aim was to have a land bank in Dresden in order
to be able to put a project onto the market gradually and thus
have some continuity secured. This was successful. The proj-
ect that we are preparing in Regensburg is intended for lease
(rental apartments). CTR Group is also interested in entering
the market in another German town. | think that we are very
close to an acquisition that might be our largest acquisition
within the last period.

So, is it Munich or?

Munich is a very difficult market... we are monitoring it care-
fully and waiting for a suitable opportunity. However, it is not
our priority.

Will you also aim the offer in Germany to Czech clients? Dres-
den is, after all, quite close...

The idea was there. | expected more interest from Czech
clients but the assumption has not yet been fulfilled. The
Czechs haven't discovered the benefits of the Dresden mar-
ket for investment purposes just yet even though you can get
there quicker than to Brno on the motorway from Prague.

How do you realise construction abroad?

Through our own management. The success of the CTR Group
is, on both local and foreign markets, supported by a highly
professional team with great enthusiasm. When entering
a new market, we always define the client and product ac-
curately and precisely. All instructions originate from us and
we control the projects ourselves. We also utilise the services
of local architectural companies that elaborate project doc-

‘umentation for us. As for the construction itself, we realise it

through general contracting or a sub-contracting system.
ARNOST WAGNER
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