
















































































HOW INVESTORS EARN WITH RAMADA NUSA 

DUA: 15-15,8% PER ANNUM 

01 02 03 

PURCHASE MANAGEMENT HANDOVER INCOME STREAM 

investor selects опе of 100 rooms or 68 villas. 
During the presale stage, prices are most 
f avorable and the potential for capitalization 
growth is high - the value is expected to 

increase Ьу ир to 35% Ьу the time the keys are 
received. 

Ьу 2028, Ramada will begin welcoming guests. 
Wyndham takes full operation, ensuring stable 
guest flow. Investor's marketing costs only 5-7% 

versus 15-30% with private rentals. 

investor receives 15-15,8% аппиаl payouts оп full 
autopilot, по personal management. Wyndham's 
brand and premium service attract paying guests: 
net profit ир to $38,000/year. 
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PRESALE OPTION 

two years post-opening investor сап resell at profitable margins. Bought 
presale unit for $115,961, after two years rental and two years оретаtіоп, 
resale yields $102,114 total profit over 4 years-88% return оп 
investment. 
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CAPITAL GROWTH 

demand for hotel real estate incтeases 12% annually. Branded 
assets appreciate faster; within first two years value rises 
another 20%. Investor enjoys dual returns: rental іпсоте and 
asset appreciation. 





PROFITABILITY 

OCCUPANCY 

MANAGEMENT 

CONCEPT 

RISKS 

COMPARISON OF INVESTMENTS: 

WHAT'S MORE PROFITABLE FOR AN INVESTOR 

HOTEL ROOM IN RAMADA NUSA DUA 

15-15,8% annual yield - synergy of brand and location

75-90% occupancy - stable guest flow via 115 m loyal

customers and Wyndham mark:eting 

Professional management Ьу Wyndham (included) 

Art-hotel concept in collaboration with MayinArt draws in tourists; requires 

professional management-accessible only to large operators. This mal{es 

Ramada а strong competitor and attractive choice for guests. 

LOW RISKS: 

Legal purity - the hotel operates in accordance with all the requirements of Indonesian

legislation for commercial real estate, including land law and taxation. 

Guarantee of compliance with standards - Wyndham control at all stages of

construction and operation eliminates the risks of unfinished construction, use of low­

quality materials or developer errors. 

Operational management - management is entirely at Wyndham, all associated costs

for marketing, maintenance and upkeep are already included in the financial model, which 

eliminates unexpected costs for the investor. 

PRIVATE APARTMENTS 

Yield depends on rental type and occupancy-on average 8-14%. 

Occupancy 55-75%, depending on location and competition 

Management either self-managed or via local operator, adding costs 

reducing profitability 

CONCEPT weak: apartments usually rely on basic location/design; to offer 

more, needs strong concept & central management-resources available 

primarily to professional operators 

HIGH RISKS: 

Licensing - the best profitability is provided Ьу short-term rental. But this requires а Pondok

Wisata license. If it is not there, the landlord is breaking the law and may lose his property. 

Local taxation - apartment owners are required to рау rental taxes (10-20%).

Ignorance of the laws and difficulties in overcoming bureaucratic barriers can lead to 

fines and business closure. 

Maintenance costs - the owner himself decides on repairs and maintenance, a11d

the depreciation of the property directly affects occupancy and rental costs. 



COMPLEX 

AREA: 1.3 НА 

100 
HOME-ROOMS 

RANGE OF INVESTMENT REAL ESTATE 

АТ RAMADA NUSA DUA 

FROM $104,900 ТО $224,900 

presale price 

68 
VILLAS 

15-15,8%

presale yields 

FIRST PHASE OF CONSTRUCTION: HOTEL, 34 VILLAS 

$15,000-38,000 

net annual income 

9 
UNIT TYPES 
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