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AGENDA

Formal Business

● Call to Order
○ Financial Statements
○ Fixing the Size of the Board
○ Election of Directors
○ Appointment of Auditors

● Adjournment
Q&A
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Q&A INSTRUCTIONS
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Forward Looking Statements
This presentation contains statements that are forward-looking. 

Forward-looking statements are disclosures regarding possible events, conditions, or results of operations that are based on 
assumptions about future economic conditions, courses of action and include future-oriented financial information.

These statements represent Melcor’s intentions, plans, expectations, and beliefs and are based on our experience and our 
assessment of historical and future trends, and the application of key assumptions relating to future events and circumstances. 
Future-looking statements may involve, but are not limited to, comments with respect to our strategic initiatives for 2023 and 
beyond, future development plans and objectives, targets, expectations of the real estate, financing and economic 
environments, our financial condition or the results of or outlook of our operations.

By their nature, forward-looking statements require assumptions and involve risks and uncertainties related to the business and 
general economic environment, many beyond our control. There is significant risk that the predictions, forecasts, valuations,
conclusions or projections we make will not prove to be accurate and that our actual results will be materially different from 
targets, expectations, estimates or intentions expressed in forward-looking statements. We caution readers of this document 
not to place undue reliance on forward-looking statements. Assumptions about the performance of the Canadian and US 
economies and how this performance will affect Melcor’s business are material factors we consider in determining our forward-
looking statements. For additional information regarding material risks and assumptions, please see the discussion under 
Business Environment and Risks in our annual MD&A.

Investors and others should carefully consider these factors, as well as other uncertainties and potential events, and the 
inherent uncertainty of forward-looking statements. Except as may be required by law, we do not undertake to update any 
forward-looking statement, whether written or oral, made by Melcor or on its behalf. 
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YOUR EXECUTIVE TEAM

Naomi Stefura
Chief Operating Officer 
& Chief Financial Officer

Years with Melcor: 15
Industry Experience: 17

Timothy Melton
Executive Chair & 

Chief Executive Officer

Years with Melcor: 50+
Industry Experience: 50+
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INTRODUCING THE REST OF THE TEAM

Randy Ferguson
Senior VP, Investment 
Properties

Susan Keating
VP,  Community 
Development Edmonton

Leah Margiotta
VP, Property Development

Graeme Melton
VP, Community 
Development Calgary

Sinead O'Meara
VP, Finance

Guy Pelletier
VP, Community 
Development Red Deer

Presenter Notes
Presentation Notes
Thanks Tim,
And while many of you know Tim and myself, I’d like to take a moment to introduce you to the rest of our team. These are the people who are responsible for all of the development projects we build, the investment properties we run and the communities we create. They really are a tremendously talented group of individuals that I’m proud to have as colleagues and friends. 
Our senior leadership team is comprised of 6 vice-presidents including:
Randy Ferguson, 
Leah Margiotta, 
Susan Keating, 
Graeme Melton, 
Sinead O’Meara, and
Guy Pelletier
Thanks to each of you and your teams for contributing to our excellent results for 2022.
And to all of our Melcor staff here today, none of what we accomplish could be done without your dedication – so I thank you for all your hard work. We also have many of our regional staff here today who have made the drive up from Calgary and Red Deer and I’m so happy to have you join us. 




Presenter Notes
Presentation Notes
100 years. 
This is such a remarkable achievement. 
While we are here today to report to you, our shareholders, on the annual results from 2022, we can’t help but acknowledge that right now, in the year 2023, the company is in its 100th year of business in real estate operations. 
We are so excited to share this incredible company birthday with you. Up here you can see 100 birthday cupcakes, with 100 birthday candles – we can’t light them – but wow, that’s a lot of candles…

And so today, We are proud to tell you the story of Melcor Developments – an Alberta based family business that now spans four generations. 
 



1923 - 1947
laying the foundation

Presenter Notes
Presentation Notes
This is a tribute to our history and we want to say thank you to those who contributed to Melcor and it’s predecessor companies over the past century.

1923. Ford’s model T is the best-selling automobile of the year. The first home game was played at Yankee Stadium. Time magazine published its first issue. Insulin is used for diabetes treatment for the first time. The original Hoolywood sign was erected and read “hollywoodland” to promote the name of a new housing development in the hills above LA. And Melcor started operations.





It all began with a 
man scanning 
Edmonton’s west 
horizon, exploring 
opportunities and 
achieving his 
dream of helping 
young families 
purchase a home of 
their own.

Presenter Notes
Presentation Notes

It all began with a man scanning Edmonton’s west horizon, exploring opportunities and achieving his dream of helping young families purchase a home of their own. That man was Louis Timothy Melton, or LT as we’ll refer to him.





Presenter Notes
Presentation Notes
A century later – his grand children and great grandchildren survey the impact that the company has had on the Edmonton region and realize that indeed, LT Melton’s vision has been realized. Melcor has brought home ownership to 10s of thousands of Edmonton and area families over the years, and has had a substantial impact on Alberta. On this Google earth overlay of Edmonton and surrounding region, the blue represents historic communities that Melcor developed and the green is our current active developments.



Presenter Notes
Presentation Notes
LT named his company Stanley Investment Company after his oldest son, Stanley Louis Melton, who was three years old when the company was founded. LT, his wife Doreen and 3-yo Stan are highlighted in this photo of the family enjoying time with some friends. 




Presenter Notes
Presentation Notes
This is the place it all began - Stanley Investment Company’s first office. 
LT rode his bicycle to meet with clients, and sold lots in the Jasper Place area for $100 with $5 down and $5 per month in payments.
The family lived on the second floor of the building in the early years. The location of the building was the corner of 101 Street and 102 Avenue, the present day site of Edmonton City Centre just a few blocks north of here.



Presenter Notes
Presentation Notes
In 1932, the company name was changed to LT Melton Real Estate, and the company began to expand throughout the growing metropolis of Edmonton and surrounding communities. 

LT specialized in the village of Jasper Place west of Edmonton. 



Presenter Notes
Presentation Notes
This massive billboard is an example of early advertising for LT Melton Real Estate. The billboard proclaims “organized for service…specialized for value.”



Presenter Notes
Presentation Notes
One of Melton Real Estates’s significant transactions was arranged by LT in 1949 when he negotiated the sale of dairy farmland to investors looking to build Edmonton’s first drive in movie theatre. LT did not make any money on the transaction, but did it for the good of the community and his commitment to Jasper Place.

The size of the theatre is evident in this aerial shot from the 1960s.




Presenter Notes
Presentation Notes
Today, Melcor remains committed to building amenities into our neighbourhoods and commercial projects that bring people together: 

amenities such as this modern day reclining seat cinemas in Jensen Lakes…



Presenter Notes
Presentation Notes
Our Golf courses




Presenter Notes
Presentation Notes
Community Gardens and orchards



Presenter Notes
Presentation Notes
And playgrounds and gathering spots of all kinds





Presenter Notes
Presentation Notes
This is a photo of Mike, LT and Stanley Melton. 

While LT grew his business, Stanley grew up and went on to serve his country in WWII. He was a member of the 49th Loyal Edmonton Regiment.



Presenter Notes
Presentation Notes
Stan received 7 medals for his service, including three stars for service on the frontlines in France, Germany, Italy and Britain, where he met his wife, Peggy. 

Stan returned to Edmonton with Peggy and baby Timothy Charles in 1945. His dream was to be a farmer; however, he started helping out his father in one of the branch offices and his leadership, people skills and business sense quickly became evident. In spite of declaring from an early age that he did not want to be involved in the real estate business, Stan was hooked.




1947 - 1973
the building years

Presenter Notes
Presentation Notes
1947-1973 The building years
In 1947, Stan bought the company from LT, whose health was failing. LT died in 1951.



Presenter Notes
Presentation Notes

The post war period and Stan’s unique strategies brought growth and expansion throughout western Canada. 

Melton’s progressive style of real estate and the top notch, well trained sales team took the Edmonton real estate market by storm.


By 1953, Edmonton’s population was 170,000 and there were 16 Melton branch offices, each strategically situated in a section of the city to provide specialized service to the area. This provided up-to-date market data and was considered a strategic competitive advantage. 




0

2

4

6

8

10

12

1961 1962 1963 1964 1965 1966 1967

MLS Sales Volume (1967 Annual Report)

Edmonton Calgary

Presenter Notes
Presentation Notes
Melton Real Estate began expanding across western Canada by the mid 50s, adding the cities of Calgary and Red Deer and then Vancouver in the 50s, Saskatoon in the 60s and Winnipeg, Regina, Kamloops, Victoria and Kelowna in the early 70s.
 
This chart from Melton Real Estate’s 1967 annual report demonstrates the growth in MLS sales volume. 

Melton Real Estate was the MLS Sales Volume Leader for 7 consecutive years in Edmonton and 4 consecutive years in Calgary.



Presenter Notes
Presentation Notes
In 1953, the company started using the Melton Real Estate “For Sale” tri-pod, which soon dotted hundreds of front yards all over the city.




Presenter Notes
Presentation Notes
Billboards like the ones pictured here were placed all throughout Edmonton in the 40s, 50s, and 60s.

The company’s famous “call a Melton man and start packing” slogan was introduced in this period, and appeared in advertisements all over the city, including bumper stickers on the salesmen's cars.



Presenter Notes
Presentation Notes
Billboards were also used to pass on positive messages like this example from 1954.



Presenter Notes
Presentation Notes
Here, the company made a play on their size compared to other realtor service companies.



Presenter Notes
Presentation Notes
And when making a choice, eeny meeny miny Melcton – was the way to go



Presenter Notes
Presentation Notes
 and this one suggesting that Melton Real Estate had the listings for all of Edmonton’s finest homes.



Presenter Notes
Presentation Notes
This photo is of the south west branch sales team with the office in the background in 1967. 

Under Stan’s leadership, Melton Real Estate prospered and diversified into a fully integrated real estate company and included complementary service offerings such as mortgages, insurance, home construction and land development. The land development offering helped feed listings to the brokerage.



Presenter Notes
Presentation Notes
Advertising campaigns also promoted other Melton businesses, such as Melton Homes. The connection between getting married and buying your own home was LTs original vision and is nicely summed up by this billboard.




Presenter Notes
Presentation Notes
Home plans included neighbourhood models such as the Glenora and the Lynwood. The price of the Glenora model was $12,871 dollars with interest and principal payments of $83 per month. 



Presenter Notes
Presentation Notes
Other Melton marketing innovations included providing free, comprehensive city maps to the public, and the guaranteed sales plan which guaranteed the sale of a current home so that a new one could be purchased. 

Together, these marketing innovations contributed to the success of Melton Real Estate

From the late 1950s through to the 1970s, Melton Real Estate expanded to a peak of 40 branch offices and over 500 sales agents, becoming the leading broker in western Canada with sales of $222 million.



Presenter Notes
Presentation Notes
Stan Melton felt strongly that employees should have the ability to own a piece of the company for which they work, so in 1968, Melton Real Estate became a publicly traded company on the Vancouver stock exchange. The company graduated to the Toronto Stock Exchange in 1972. This tradition of employee company ownership carries on today with Melcor’s Employee Share Purchase Plan which matches employee contributions to purchase Melcor shares. Many of our employee shareholders are with us here in the room today. 



Presenter Notes
Presentation Notes
Tragically, Stan Melton died of a sudden heart attack in November 1973 while at the Western Final football game between the Edmonton Eskimos and the Saskatchewan Roughriders at the age of 54. He was at the prime of his business career and was well liked and respected by all Melton staff and industry colleagues.



1974-1998
developing a future

Presenter Notes
Presentation Notes
1974-1998 Developing a future
Stan was a charismatic leader who was loved by those he worked with, and through his leadership, he had also built a strong board and senior management team who were able to carry on his vision. 

Immediately following his death, the Board appointed Garry Holmes as president of the company.



Presenter Notes
Presentation Notes
Tim Melton had been with Melton Real Estate for three years when Stan died. He worked in residential and commercial sales in Edmonton, Saskatoon and Calgary. He was appointed president in 1975 when the brokerage business was at its peak. 

The dilemma Tim faced was whether to continue the growth and expansion of the brokerage business to eastern Canada, or to focus on the growing and lucrative land development activities that the company had started.



Presenter Notes
Presentation Notes

In response to changing trends in the brokerage business, the company made the difficult, but prudent decision to divest of the brokerage division. 

In 1976, the sale of the brokerage division to AE LePage (now known as Royal Lepage) was completed for $4.25 million. As a result of the transaction, the company name was changed to Melcor Developments and the focus of the company shifted to land development and investment properties.



Presenter Notes
Presentation Notes
Since 1966, the company’s headquarters have been located at the corner of 103 Street and Jasper Avenue. Melton Real Estate bought this 2 storey building with plans to eventually expand. 

The giant Melton’s sign had a rotating “Call a Melton man and start packing” topper.



Presenter Notes
Presentation Notes
On the left, The company’s 1972 annual report cover featured a rendering of the proposed expanded Melton building, while the photo on the right is the building today, which is still the home of the company’s head office.



Presenter Notes
Presentation Notes
Through the late 70s, Melcor continued to plan and build communities throughout western Canada – 
from Country Club, Primrose, and Westridge in Edmonton.
To Dalhousie, Forest Heights and Hawkwood in Calgary
And many communities in between








Presenter Notes
Presentation Notes

The company began acquiring and building apartments, commercial and office buildings in the 1960s within the Investment Properties division. At one point, Melcor’s portfolio included over 1.2 million sf of suburban and downtown office space, industrial projects, retail centres and low-rise residential construction such as the award winning Hillington project depicted here. 



Presenter Notes
Presentation Notes

The late 70s brought buoyant economic conditions to Alberta, and Melcor prospered. In 1977, the growing town of Spruce Grove annexed a substantial chunk of Melcor owned land. 

Melcor developed a significant portion of the city, particularly around the Links golf course.





Presenter Notes
Presentation Notes
Several Melcor and Melton developments captured national and international awards for innovation and for excellence in energy efficient design. 

44 Capital Boulevard, on 108 Street in Edmonton, was one such building. At 380,000 square feet, the wide building has been described as a skyscraper turned on its side.

While a crowning achievement, this building was also a financial strain on the company in the 80s in conjunction with the major recession that hit Alberta. The building was completed in 1982 and sold in 1984, along with many other properties that were in the Melcor portfolio during these tough times.



Presenter Notes
Presentation Notes
In 1982, Melcor opened The Links at Spruce Grove. The company’s first golf course has proven to be one of the areas most popular courses for tournaments.

Many of Melcor’s Spruce Grove communities border the Links. 



Presenter Notes
Presentation Notes
The prosperity of the late 70s came to a sudden halt in the early 1980s with falling oil and gas prices and the impact of the national energy program. In 1982, the company posts its first and only loss to date.

Melcor’s foresight to focus on land development – and on investing in the United States - carried it through this devastating recession, that brought many industries to their knees. Melcor emerged better focused than ever.

This slide is an illustrative plan of the Village Oaks community Melcor developed in the 80s in California.






Presenter Notes
Presentation Notes
This aerial photo is the built out result of the Village Oaks development.

By 1983, Melcor’s US sales exceeded 13 million dollars and served to offset troubled Canadian markets

By 1988, developments in both California and Arizona were concluded and the US branch offices were closed.



Presenter Notes
Presentation Notes
Melcor also continued its on-again, off-again home building status. This business was the first to feel the impacts of changing economic conditions and was quickly scaled up or down as a result. 




Presenter Notes
Presentation Notes
By 1998, investment properties owned had dwindled to only 360,000 square feet, with many properties forced to be sold during the recession of the 1980s to manage cash flow and service debt. 



1999-2023
rebuilding & harvesting

Presenter Notes
Presentation Notes

1999-2023 rebuilding, growth and harvesting
The recession of the 80s had a lasting impact on Alberta, and it took many years to achieve full recovery. By the late 90s, the company was in a position to start rebuilding.
�As usual, Melcor steadfastly provided a balance between financial stability and managed growth. 



Presenter Notes
Presentation Notes
Mr. Ralph Young was named president in 1997 and added the CEO title a few years later in 2000. Ralph started with Melcor in 1971, and we are all grateful for his over 50 years of service to the company. He currently remains active as a board member for Melcor Developments and the Chair of the board for Melcor REIT.
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Presenter Notes
Presentation Notes
With the 2002 appointments of Darin Rayburn, who headed up the Investment Properties division, and Brian Baker, who headed up the newly formed Property Development division, Melcor began amassing commercial assets once again, through both acquisition and internal development.

In 2013, Brian became president of the company and in 2017, Darin followed suit.
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Presenter Notes
Presentation Notes
We also resumed amassing raw land for future development in strategic growth corridors, including the 2011 purchase of 1000 acres of raw land in the Denver area that would eventually become our Harmony development. 





Presenter Notes
Presentation Notes
Following the US housing market crash in 2008, we issued a $40 million convertible debenture and invested heavily in the US. 

In addition to the raw land purchased in Denver, we acquired residential rental units in Arizona and Texas. The Dakotas – pictured here – was recently sold in 2022.

In total, we bought 969 units for $86 million Canadian and have since sold 884 of those units for $167.41 million Canadian, doubling our investment with sales taking place in 2015-2016 and 2021-2022. 


 



Presenter Notes
Presentation Notes
In 2013, Melcor spun off the Melcor Real Estate Investment Trust, otherwise known as Melcor REIT, with an Initial Public Offering of $91.3. The proceeds were used to purchase 27 properties with 1.57 million square feet of gross leasable area from Melcor Developments. The photo on the right was from the official signing of the closing documents, which literally lasted hours, and I don’t think my hand will ever be the same.  To date, the REIT has paid out $5.98 in distributions to unitholders.



Presenter Notes
Presentation Notes
Communities developed during this period include a variety of lot profiles to meet the needs of modern home-buyers, with everything from multi-family developments, including duplex and townhome lots, to single family estate communities with walk out basements and amenities such as ravines, golf courses and lakes. 



Presenter Notes
Presentation Notes
The eagerly anticipated beach and lake at Jensen Lakes opened last summer and is a huge hit with residents of all ages.



Presenter Notes
Presentation Notes
This is the Harmony Community Centre in Denver, which includes fitness equipment, meeting space, and a pool. This community centre won the Metro Denver Home Builders Association award for best community amenity in 2022.



Presenter Notes
Presentation Notes
The mixed use community of Greenwich brings New York style brownstones and condo style to Calgary and continues to be built out around our anchor tenant, the Calgary Farmers’ Market. 
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Presenter Notes
Presentation Notes
The quality product that our property development team builds is consistent from rendering to full build out as seen in this example of an office building at the Village at Blackmud.



Presenter Notes
Presentation Notes
And here, the completed product



Presenter Notes
Presentation Notes
And in this example of the rending of the Landmark Cinemas at Jensen Lakes Crossing in St. Albert.



Presenter Notes
Presentation Notes
And the completed product.



1923-2023
a century of traditions

Presenter Notes
Presentation Notes
When thinking about the success of Melcor, staff always reminis on the rich traditions.
Many of the traditions that were started when the real estate brokerage was growing remain in place today.
Going back through old company photos is so much fun, whether is the Klondike Days bbq or the kids Christmas – all of these traditions remain today. 
Every year at Christmas, staff receive a grocery gift card to buy a turkey, a tradion that started with real turkeys being distributed in the brokerage days. 



Presenter Notes
Presentation Notes
Some other very important traditions include our Service Awards, which have proudly been handed out for over 70 years as staff hit 5-year service increments.



Presenter Notes
Presentation Notes
22 people are now members of Melcor’s quarter century club, recognizing employees who have served 25 years with this company. Here you can see Carol Wallace receiving her award.



Presenter Notes
Presentation Notes
This 25 year recognition earns you a picture on the Quarter Century club wall in our Edmonton head office. Many employees have more than surpassed the 25-year mark, hitting 30 years an onwards, such as Karen Albarda and Emma Pears, pictured here.



Presenter Notes
Presentation Notes
Another long standing tradition are the Melcor management meetings, where, in addition to an obligatory group photo, there are educational sessions on leadership development and strategy development discussion.
This consistent annual organizational training and group bonding, has grown staff throughout the eras and has led to most promotions and senior leadership coming from within the company. 




Presenter Notes
Presentation Notes
Management Meetings in Kelowna have been a tradition in the most recent generation.



Presenter Notes
Presentation Notes
With many held at our Black Mountain golf course – and I can’t help but comment that  those are some serious golf pants. 



Presenter Notes
Presentation Notes
And Here we are now, at our most recent meeting held in Kelowna this past fall – on our joint venture owned lakefront property soon to be developed in North Clifton Estates.



Presenter Notes
Presentation Notes
Divisional meetings are also an important tradition, like this most recent Community Development team meeting in Canmore Alberta, where employees from across our many regions can get together for comeraderie and to share best practices, identify problems, and brainstorm solutions.



2022
where we are today

Presenter Notes
Presentation Notes
So – that brings is us to today – 2022. Where are we now?



2022 FINANCIAL RESULTS
REVENUE GROSS MARGIN NET INCOME

$241.7m 48.9% $89.4m
2021 $315.6m 2021 44.4% 2021 $56.3m

FFO EPS DIVIDENDS PAID

$60.9m $2.75 $0.58
2021 $81.3m 2021 $1.70 2021 $0.44

78

Presenter Notes
Presentation Notes
2022 was a solid year for the company. 
We reported revenue of $241.7 million and net income of $89.4M. Revenue was down year over year. primarily due to a lack of sales activity in the US, From a Canadian perspective, revenue was stable year over year. 

We also reported net income of $89.4m, up from the prior year, however Because our accounting results can be skewed by fair value gains, we focus on Funds from Operations, or FFO, as a measure of performance. FFO eliminates all of the non-cash items included in net income and management therefore feels it is a better representation of the true operating performance of the business.  In the current year, FFO was $60.9 million, down from $81 in the prior year. However, not included in FFO was the sale of the Dakotas condo property in Phoenix Arizona which generated $35million in Canadian cash to the company. This cash was used to pay down our operating line subsequent to year end, helping to reduce our interest costs going forward during the high interest rate times. 

In 2022, we continued to increase the dividend, paying out $0.58 per share, up from $0.44 per share in the prior year. This is consistent with our company goal of returning profits to shareholders.

In addition to dividends paid, in our focus on increasing shareholder return, we were very active in our NCIB program. We allocated and spent over $22M buying back over 1.6 million of our shares and subsequently cancelling them. This represented our full 5% allowable purchase of issued and outstanding shares under the NCIB program. We do not currently have an active NCIB program in place, however this continues to be an initiabive we believe in and it will be discussing at our upcoming Board meetings. 



2022 KEY METRICS | KPIs 
LOTS SOLD (CAD) LOTS SOLD (US) COMM/MF/IND LAND SOLD

1,060 — 27.40
2021 1,261 2021 280 2021 8.83

SF TRANSFERRED OCCUPANCY ROUNDS PLAYED

36,846 88% 123,442
2021 118,734 2021 84 % 2021 136,77

9
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Presenter Notes
Presentation Notes
We sold 1060 lots in Canada, but did not complete any lot sales in the US. The US housing market responded much stronger to the increased interest rates and builders were dealing with long construction times due to supply chain issues. We have seen a resurgence in that market in 2023 and expect to see sales resume this year.

The property development group complete the construction of over 36,000 sq ft in retail space, which it transferred to our Investment Properties division for management. 

Occupancy rates increased from 84 to 88%, thanks to the strong efforts of our leasing teams, and our property management teams, who provide top service to our tenants. 

And last but not least, our golf courses had another tremendous year, with over 123000 rounds of golf played. Due to weather, we had a shorter season in 2022 that the prior year, so rounds were down – however despite the decrease in rounds, the courses actually recorded increased profits, made up by strong food and beverage and tournament revenues.  




Q&A
In person: approach a mic
Online: type your question in the chat 

Presenter Notes
Presentation Notes
In closing, I just want to thank all our past and present employees, board members and stakeholders. 
Melcor and predecessor companies were going concerns throughout the Great Depression, World War II, the 80s, Y2K, 9/11, a global pandemic and many more momentous events that shaped the past century. Melcor has survived though booms and busts, fluctuating oil prices and changes in management.

Although proud of our past, we know that continued success rests in the future. At Melcor, the operative word is Tomorrow, not yesterday, and we look forward to serving the generations ahead.

This concludes the formal portion of our meeting. We’d now be happy to take your questions. Nicole will remind us how Questions will work.
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