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This presentation contains forward-looking statements within the meaning of federal securities regulations.  
Forward-looking statements are not guarantees of future performance and involve risks and uncertainties 
and other factors that may cause actual results to differ materially from those anticipated at the time the 
forward-looking statements are made.  Further results, performance and achievements may be affected by 
general economic conditions including the timing and robustness of a recovery from the current global 
economic downturn, the impact of war and terrorist activity, business and financing conditions, foreign 
exchange fluctuations, cyclicality of the real estate, including the sale of residential units, and the hotel and 
vacation ownership businesses, operating risks associated with the sale of residential units, hotel and 
vacation ownership businesses, relationships with associates, customers and property owners, the impact of 
the internet reservation channels, our reliance on technology, domestic and international political and 
geopolitical conditions, competition, governmental and regulatory actions (including the impact of changes in 
U.S. and foreign tax laws and their interpretation), travelers’ fears of exposure to contagious diseases, risk 
associated with the level of our indebtedness, risk associated with potential acquisitions and dispositions, 
and other circumstances and uncertainties.  These risks and uncertainties are presented in detail in our 
filings with the Securities and Exchange Commission.  Although we believe the expectations reflected in 
such forward-looking statements are based upon reasonable assumptions, we can give no assurance that 
our expectations will be attained or that results will not materially differ.  We undertake no obligation to 
publicly update or revise any forward-looking statement, whether as a result of new information, future 
events or otherwise.

The company’s calculations of revenue, operating income and other financial measures may differ from  
those used by other companies and, therefore, comparability may be limited.

Safe Harbor Statement
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Industry Strength 

• In 2005 and 2006, the Vacation Ownership industry continued to have rapid growth 
and positive demographic trends

• 16% CAGR for US sales since 2000

• $10.0B in US sales for 2006

• Penetration rates remain low among qualified consumers (~7%) 

• Target consumer base growing 30%+ over the next ten years

• Purchasing power of target consumers increasing 35%

• Owner base becomes brand loyal through great vacation experiences

Regatz: Resort Timesharing in the US

ARDA International Foundation June 2007

Conference Board Publication: The Road to Affluence 2010
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• Timeshare sales continue to show strong growth trends

• US Timeshare industry revenue growing at 16% CAGR since 2000
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3%US Lodging

5%Worldwide Timeshare

16%US Timeshare  

CAGRMarket

Consistent and Dramatic Growth in 
Timeshare Industry Since 2000

Consistent and Dramatic Growth in 
Timeshare Industry Since 2000

Industry Growth
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• Over 208,000 unique owners
• 13% of owners have purchased more than one week

• Continue to lead the industry in profitability
• 20%+ average annual growth (2002-2006)

SVO Overview

7--1Luxury Collection

26

5

2

11

7

Total Resorts

32214Unbranded & JV

4,6971516Total

5122

1,24864

3,06966

# Units (2)Resorts in Active 
Sales (1)

Resorts in 
Operation

(1) Includes resorts in operations, active sales, and the Phoenician resort
(2) Includes existing units and/or in active sales as of 6/30/07
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Competitive Advantages

• Continued use of multiple brands – Sheraton, Westin, St. Regis, & Luxury 
Collection

• Predominantly mixed use model leverages resort assets

• Focused on profitable business segments in the US, Caribbean and Mexico

• Able to command pricing premiums in common markets over competitors

• Combination of scale, multiple brands and price points, and efficient 
distribution model yields superior results

• Inventory and projects to support growth objectives over the next three years 
is more than 88% identified and owned today
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Brands

>$150k
35-74
$1M+

>$75k
35-64

$150k - $1M

>$50k
35-54

$75k - $750k

Target Customer
Household Income

Age
Net Worth

$195k - $1.6M/
Fraction

$14k - $128k/
Week

$8k - $53k/
Week

Price Range (2)

11%62%27%
% of Total 2007 

Contract Sales (1)

(originated sales)

(1) Excluding Harborside at Atlantis, before provision for loan loss

(2) Price ranges based on annual product

• Product portfolio well balanced and addresses the needs of a vast demographic audience
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Current Operating Strategy

• SVO’s operating strategy remains focused on developing and executing the 
mixed-use model to create value by leveraging:

• Hotels, amenity infrastructures and land holdings

• Resort management infrastructure and operating costs

• Marketing spend (room nights and customer incentives) internally

• Starwood brands

• SVO distribution capabilities within proven markets

• Support and enhance Starwood relationships with existing and prospective 
owners for new hotel opportunities

• Create positive system impact through incremental brand marketing 

• Create a valuable customer base of brand loyal, highly satisfied owners
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Mixed Use Economics

• SVO continues to add system value through VO and hotel synergies

Hotels SVO

Leverage

Resources

Amenities

Management 
Infrastructure

• Access to guests for tour flow
• Access to great brands
• Leverage existing assets & 
infrastructure

• Rooms for preview and explorer 
packages

• VOI Sales to hotel & vacation 
package guests

• Guaranteed occupancy year 
round

• Additional revenue from preview  
guests, renters and owners

• Leased hotel space
• Concierge services
• HOA shares in certain hotel 

operating costs

Benefits to Hotels Benefits to SVO
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Op. Income CAGR
SVO/ RES = 36%

HGVC = 20%
MVCI = 11%

Op. Income CAGR
SVO/ RES = 36%

HGVC = 20%
MVCI = 11%

22% 25%
26%

27%
28%

16%
12%

14%

16%
15%

23%23%

25%
24% 24%

10%

15%

20%

25%

30%

2002 2003 2004 2005 2006

Operating Income Margin

SVO/RES

MVCI

HGVC

(1) MVCI & HGVC from 10-K reports.
SVO/RES information from 10-K reports from 2004 & 2006 operating income and margins restated to include the gain on sale of receivables and 
equity earnings in unconsolidated JVs for purposes of making similar comparisons.
2006 data uses FASB 152, while 2002 – 2005 data uses FASB 66.

79
109 164

253
268

280271

203

149

183

152
129

99
82

73

$0

$100

$200

$300

2002 2003 2004 2005 2006

Operating Income (1)

SVO/RES

MVCI

HGVC

Starwood Vacation Ownership & Residential Delivers Best in Financial Results

Total Revenue CAGR
SVO / RES = 30%

HGVC = 22%
MVCI = 13%

Total Revenue CAGR
SVO / RES = 30%

HGVC = 22%
MVCI = 13%

353
439

640

889
1,005

1,840
1,721

1,279
1,147

1,502

650
554

421
345296

$0

$500

$1,000

$1,500

$2,000

2002 2003 2004 2005 2006

Total Revenues (1)

MVCI 

HGVC

SVO/RES

Financial Performance
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Inventory Pipeline

• Summary of existing and future inventory pipeline

1) Includes resorts in operation, active sales, and the Phoenician resort

2) As of 6/30/07

3) Excludes Whole Ownership Projects

4) Based on owned land and average density in existing marketplaces

5) Future units indicated above as well as elsewhere in this presentation include planned time share units on land owned by the company that have 
received all major governmental land use approvals for the development of timeshare.  There can be no assurance that such units will in fact be 
developed and, if developed, the time period of such development (which may be more than several years in the future).  Some of the projects 
may require additional third-party approvals or permits for development and build out and may also be subject to legal challenges as well as a 
commitment of capital by the company.  The actual number of units to be constructed may be significantly lower than the number of future units 
indicated. 

# Resorts

In In Active Pre-sales/  Future Total at

Brand Total  (1) Operations Sales Completed Development Capacity (3) Buildout

Sheraton 7                6                6                2,711            358                1,347             4,416            
Westin 11              4                6                825              423                896               2,144            
St. Regis 2                2                2                51                -                -                51                
Luxury Collection 1                -             -             -               7                   5                   12                
Unbranded 3                3                -             124              -                1                   125              
Total SVO, Inc. 24              15              14              3,711            788                2,249             6,748            

JV 2                1                1                198              -                40                 238              
Total including JV 26              16              15              3,909            788                2,289             6,986            

# of Units (2),(4),(5)
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Growing Existing Properties

Completed – 615 units
Under Development – 288 units

Build out – 1415 units

Completed - 272 units
Under Development – 70 units

Build out - 502 units
Under Development – 7 units

Build out – 12 units

Under Development – 78 units 
Build out – 296 units

Completed - 92 units
Under Development – 54 units

Build out – 186 units

Completed - 426 units
Under Development – 112 units

Build out – 538 units

Under Development – 179 units 
Build out – 179 units
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Developing New Properties

36 Units 
Selling in Spring 2008

382 Units
Sales in 2009

304 Units 
Selling early 2006

45 Units
Selling early 2008

300 Units
Selling Fall 2007

64 Units
Selling early 2008

152 Units 
Selling Fall 2007

113 Units
Selling early 2008

Desert Willow Phase III

390 Units 
Selling in Fall 2008
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Financing Operations

• Propensity to finance continues to be slightly above 70% of VOI Sales

• Weighted average interest rate on all outstanding VOI loans is approximately 13%
• 2006A Securitization weighted average coupon was 14.57%

• Average FICO scores continue to rise
• 2006A average FICO was 685
• 2Q Financed sales average FICO was 718

• Total portfolio under servicing is approximately $786M at the end of 2Q, which 
includes loans that have been securitized by SVO

• Default and delinquency rates continue to stay at historically low levels
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Conclusions 

• Loyalize customers with a strong 
brand connection

• Generate premium margins

• Provide visible growth and less 
cyclicality

• Create substantial earnings from 
its owner base & resorts – both 
short term and long term

Starwood’s entry into Vacation Ownership has proven  strategically successful, 
leveraging assets.  Results to date have been excep tional – continuing growth 

opportunities are substantial.  This successful bra nd extension will continue to:

• Generate highly satisfied 
customers at the resort experience 
level

• Create strong system economics 
within the timeshare model and the 
hotel income statements

• Overall brand enhancement 
through marketing efforts



Appendix
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Sheraton

Sheraton Resorts

• Sheraton’s Vistana Resort

• Sheraton’s Vistana Villages

• Sheraton’s Broadway Plantation

• Sheraton PGA Vacation Resort

• Sheraton’s Desert Oasis

• Sheraton Kauai

• Sheraton’s Mountain Vista
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Westin

Westin Resorts

• Westin Ka’anapali Ocean Resort

• Westin Ka’anapali Ocean Resort North

• Westin Kierland Villas

• Westin Mission Hills

• Westin Lagunamar Ocean Resort

• Westin Desert Willow

• Westin Princeville

• Westin Aruba

• Westin Riverfront

• Westin Los Cabos

• Westin St. John
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St. Regis
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The Luxury Collection


