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Background & Context
A number of key data points have been utilised to 
understand existing performance and predict future 
turnover for Sydney’s Western Harbour

Historical analysis (e.g data compared to 2019 will be impacted by inflation, 
forward looking forecasts exclude inflation and are at 2023 prices)
*Turnover for Crown and Star does not capture the value of all wagers. 
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Precinct 
Performance in 
22/23 & beyond…
Colliers Strategic Advisory and Retail Strategy & 
Analytics teams have been commissioned by New 
Sydney Waterfront Co to apply a data driven 
approach to understanding current performance 
trends across Sydney Western Harbour, and to 
provide a forward-looking view to predict future 
performance that accounts for the key drivers of 
performance and how they are anticipated to 
change over the next 10 years.

Transaction data from 
Mastercard

+
Publicly available 
reports for major 

turnover contributors 
(e.g Crown*, Star*, 

Sydney Theatre 
Company, ICC etc..) 

Mobility data 
from Colliers 

Insights 
Platform

Domestic & 
international 

tourism 
projections

Sydney & NSW 
economic 

forecasts and 
projections

Consumer 
demographics 
and profiling

Colliers deep 
understanding of  
the local market

Complete 
understanding 

of precinct 
performance
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Background & Context

Location definition: 10 key areas within New Sydney 
Waterfront used for analysis and turnover estimates

Colliers 3

Ultimo 

Blackwattle 
Bay 

Darling
Square

Darling 
Harbour South

Pyrmont 

Cockle
Bay 

King St

Wharf

Barangaroo
Walsh
Bay 

Darling 
Harbour North



Business

Current Performance

01

Colliers 4



Business

Current Performance Estimate

• Based upon the latest analysis of MasterCard transactions 
alongside the Colliers mobility and footfall data, it is estimated 
that total precinct generated turnover of $4.1bn

• 79m visits to precinct in the last 12 months generated $4.1bn in 
turnover

– 74% of visitors typically spend whilst visiting the precinct, average 
visitor spend is approx. $165

– Key drivers of spend focused on leisure, socialising and eating out

– All spending visitors spend on Eating Out, irrespective of the primary 
reason for visiting

– Highest expenditure typically from those visiting for cultural activities 
and food and drink

– Highest spending in north-eastern sub-precincts with Cockle Bay 
typically having the highest average spend per trip

– Average transaction values grew throughout 22/23 and were up  an 
average of +18% vs. 2019

– 6/10 precincts exceeded 2019 performance levels during FY22/23

– Bars & Restaurants and Hotels & Accommodation have the best sales 
performance versus equivalent 2019 months

Historical analysis (e.g data compared to 2019 will be impacted by inflation, 
forward looking forecasts exclude inflation and are at 2023 prices)
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Annualised 22/23 total 
precinct turnover of $4.1bn

$4.1bn
Total Precinct turnover

79m
Total precinct visits
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4.6%

0.5%

1.7%

10.7%

17.4%

0.2%

4.9%

14.6%

25.4%

1.1%

5.4%

13.6%

2.8%

0.0%

3.9%

15.3%

33.7%

0.3%

3.3%

23.3%

26.5%

1.0%

2.0%

8.1%

At a work or business meeting

Study

Shopping

Meeting friends or family

Food or drink

Lifestyle activity

Cultural activity

Passive activity

Exploring the area

Staying at a hotel

Passing through

Other

Visit reason (all visitors all precincts)

Main Reason Other Reason

Current Spending Behaviours

Key drivers of spend focused around leisure, 
socialising and eating out

Notes: Passive activity e.g. sitting in a park, taking in the views | Cultural activity e.g. cinema, art gallery, theatre  | Lifestyle activity e.g. 
hairdresser, gym, beauty salon

Source: Visitor survey – Nov 22
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Main reason for visiting the precinct typically much more likely to be 
(all precincts) …..

International
visitors

Domestic
visitors

Local
residents 

Workers

• Shopping
• Meeting someone else
• At work or a business meeting
• Passive activity/relaxing

• At work or a business meeting

• Exploring area
• Eating out
• Passive activity/relaxing
• Meeting friends or family

• Meeting someone else
• Staying at a hotel
• Exploring the area



Business

$165 
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Average visitor spend (all spenders)

May-23 Nov-22 Average

26%

74%

Visitor spending

Non-spenders Spenders

Current Spending Behaviours

74% of visitors typically spend whilst visiting the 
precinct, average visitor spend is approx. $165

• Average visitor spends $165 per trip, with visitors spend the most on Cultural/Leisure activities and accommodation

– But the most popular category is Eating Out, with 95% of spenders transacting on this category

• Around 11% of visitors also spend on pre-booked activities relating to accommodation ($738), cultural activities ($172) and 
lifestyle activities ($187)

– This expenditure would be in addition to the average in precinct spend of $165 

Source: Visitor survey – Nov 22 / May 23
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Meeting friends or family
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Spend Index

Current Spending Behaviours

Highest expenditure typically from those visiting for 
cultural activities and food and drink

Source: Visitor survey – Nov 22
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• When considering the primary 
motivation for a visit, people 
visiting for cultural/leisure activities 
have the highest total spend per 
trip, at almost $280

• Conversely, people visiting for work 
spend the least (~$41)

High Low

Bubble size = Visitor %
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The Next 10 Years
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Drivers of future precinct performance

Future precinct performance and growth to be influenced 
by a range of factors 
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Tourism Population Economy ExpenditureInfrastructure

• Total international visitor numbers 
forecast to exceed pre-pandemic 
levels in 2025

• Those coming from overseas to 
visiting friends and relatives back to 
2019 levels in 2023

• Overall international travel to 
continue to grow beyond 2019 levels 
from 2025 onwards with volume of 
travellers around +16% above pre-
pandemic levels by 2027

• Future footfall and 
turnover projections 
account for residential 
and worker populations 
growth of between 
+13% and +15% up to 
2032

• Forecast Sydney and NSW level 
economic growth and 
performance will influence 
precinct performance up to 2032

• Future turnover projections 
account increased household 
consumption and expenditure of 
between 1.25% and 2.5% per 
annum up to 2032

• Future turnover projections 
account increased household 
consumption and expenditure 
of between 1.25% and 2.5% per 
annum up to 2032

• Whilst broader economic 
growth for NSW of between 
0.5% and 2.9% per annum up 
to 2032 is also accounted for

• Metro improvements to make 
precinct more accessible

• Sydney Metro City & Southwest -
due to open in 2024 include 
Barangaroo station

• Sydney Metro West - station 
planned for Pyrmont with opening 
post 2030

Impacts Footfall  Impacts Spend

Impact of development (both as a disruption and accelerant) will be considered in a future advanced analytic project



Business

 -

 1,000

 2,000

 3,000

 4,000

 5,000

 6,000

2022/23 2023/24 2024/25 2025/26 2026/27 2027/28 2028/29 2029/30 2030/31 2031/32 2032/33

Residents Workers Domestic visitors International

Future Performance

Source: Collier's forecasts / total precinct level / mid-point scenario | forecasts at 2023 prices and exclude inflation
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Sales anticipated to 
exceed $5bn by 2028/29

$5bn
Total precinct turnover(*)

by 2028/29

+21%
Versus 22/23

By 2032/33 total precinct sales forecast to hit 
$5.4bn

$4.1bn
$4.3bn

$4.6bn
$4.7bn

$4.8bn $4.9bn
$5.0bn $5.1bn

$5.2bn
$5.3bn

$5.4bn
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Future Performance

Sales estimated between $4.7bn 
and $6.2bn by 2032(*)

(*) Source: Collier's forecasts / total precinct level / mid-point scenario | forecasts 
at 2023 prices and exclude inflation
** NYU Furman Center for Real Estate and Urban Policy, The Benefits of the 
Business Improvement Districts; CBRE, Bond Street Report. 
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Range of scenarios have been 
generated when forecasting 
total precinct sales

Prudent: Lower economic growth 
projections assumptions applied 

Optimistic: Higher economic 
growth projections applied

Mid-Point: Blended average of the 
above scenarios

Forecast scenarios

$4.7bn

$5.4bn

$6.2bn

Research by urban think tanks and commercial real 
       f  m   how  h  ‘ o   bo    o  d v d  d’    BID 
model is a significant driver of growth(**) –
Increasing likelihood of the optimistic trajectory 
outcome. 
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Appendix

Disclaimer
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• This report is confidential to the addressee and Colliers accepts no responsibility whatsoever in respect of this 
report to any other person.  

• Any market projections incorporated within this report including but not limited to, income, expenditure, 
associated growth rates, interest rates, incentives, yields and costs are projections only and may prove to be 
inaccurate. Accordingly, such market projections should be interpreted as an indicative assessment of 
potentialities only, as opposed to certainties.  Financial, market and economic projections, estimates and 
forecasts are inherently uncertain.  Colliers cannot accept any liability should any projections, estimates, 
forecasts, data, recommendations or any other statements made in this report prove to be inaccurate or based 
on incorrect premises.  No warranty is given as to the accuracy of any projections, estimates, forecasts, data, 
recommendations or any other statements made in this report.  This report does not constitute and must not be 
treated as investment or valuation advice. 

• This publication is the copyrighted property of Colliers and/or its licensor(s). © 2023. All rights reserved.

• Colliers is the licensed trading name of Colliers International Retail UK LLP which is a limited liability partnership 
registered in England and Wales with registered number OC334835. Our registered office is at 50 George Street, 
London W1U 7GA.
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Paul Matthews
Director | co-Head of Retail Strategy & Analytics
+44 207 344 6782 |  +44 7920 072436
paul.matthews@colliers.com

Paddy Gamble
Director | co-Head of Retail Strategy & Analytics
+44 20 7344 6775  | +44 7966 323271
paddy.gamble@colliers.com

Sorcha True
Director | Strategic Advisory
+61 2 9017 6962  | +61 402 014 174
sorcha.true@colliers.com


