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Operator: Good morning, my name is Julianne and I will be your conference operator today.
At this time, I would like to welcome everyone to the JAVER conference call. All lines have
been placed on mute to prevent any back ground noise. After the speakers’ remarks, there will
be a question and answer session. I would now like to turn the call over to Melanie Carpenter
of i-advize Corporate Communications. Please go ahead.

Melanie Carpenter: Thank you and good morning everyone.

Welcome to the JAVER Second Quarter 2009 conference call. It is my pleasure to introduce our
speakers joining us today from Monterrey, Mr. Roberto Russildi, the Chief Executive Officer of
JAVER, and Mr. Eugenio Garza, the Chief Financial Officer.

Their presentation will be followed by a question and answer session. Questions will be taken
from investors and analyst. If you're a member of the media and you have guestions, please
follow up with i-advize following the call.

JAVER is one of the largest privately owned housing development companies in Mexico,
specializing in the construction of low-income, middle income, and residential housing. The
company is currently present in the states of Nuevo Leon, Aguascalientes, Tamaulipas, and
Jalisco.

Please note that some comments made today may constitute forward-looking statements,
which may include those regarding future economic performance and results of operations,
strategic plans, objectives, goals and targets, future developments in the markets in which the
company operates or seeks to operate. For a complete note on forward-looking statements,
please refer to the quarterly report which was distributed yesterday.

If you haven't received the quarterly report issued yesterday or you require any assistance
during the call as it pertains to JAVER, please contact i-advize at 212-406-3695. And now
without further ado, I'm very pleased to turn the call over to Mr. Roberto Russildi, the
company’s CEO. Please go ahead, sir.

Roberto Russildi: Good morning everyone and thank you very much for joining us today for
JAVER's Second Quarter 2009 conference call. On behalf of the entire team at JAVER, we are
very pleased to host our first conference call. We look forward to making this a quarterly
event. I will briefly review the events of the period, our outlook, and then I will turn the call
over to our CFO, who will go over the quarterly results.

Let me start by saying that these past few months have been very momentous for us at
JAVER. In July 2009, we successfully issued senior unsecured notes into the financial markets
for $180 million. The use of the proceeds was as follows: approximately $140 million was



allocated towards the refinancing of our syndicated loan, and $40 million was utilized for the
payment of a distribution to our parent company in order to repay the totality of the financial
indebtedness.

The issuance was the first one by a Mexican non-investment grade issuer since the beginning
of the crisis, so we were very satisfied with this transaction. Over 50 global investors
participated, and we see this as evidence of the market’s confidence in the overall housing
sector, as well as in JAVER. We believe that this is an exciting time for the housing industry
and the larger players, such as JAVER, are enjoying the benefits of a stable demand in housing
and government support to the industry.

The trend we have seen during the recent months, following the financial crisis, is that while
mortgages are flat, our market share is increasing as more smaller players find it very difficult
to secure financing. So the fact that we are very well capitalized and stable puts us in a very
good position to field future growth and take advantage of current market conditions.

In terms of sales for the second quarter of 2009, JAVER sold 3,891 units, compared with 3,218
units for the same quarter of 2008, representing an increase of 20.9%. Sales were driven by
middle income unit sales, which grew 98.3%, while low-income and residential home sales
declined during the quarter. Middle income sales represented the largest portion of the total
units sold, reaching 45.3% of total units titled and 48.5% of housing revenues for the second
quarter of 2009, compared to 27.6% and 30.6% respectively for the second quarter of 2008.

We believe that this tremendous growth in the middle income sales is due to the resiliency of
this segment within our geographic areas of influence. Additionally, the middle income
segment customer continues to be primarily financed through the traditional Infonavit
program, as well as through the Infonavit total program, where the mortgage is provided by
both Infonavit and Banamex. These programs target the skilled labor customer base, which is
prevalent within Javer’s coverage area.

Prices across all of JAVER's product segments continue to rise at or above inflation rate.
Despite the change in the product mix during the quarter, which leaned toward the middle
income housing sector, compared to the second quarter of 2008, average prices increased
slightly to 301,000 pesos for the second quarter of 2009 from 296,000 pesos in the second
quarter of 2008.

Our macro developments, such as Valle de Lincoln in Monterrey continue to show the resiliency
of the scale in our business model, as we're able to offer large volumes of competitively priced
homes just when the competition is running out of supply in our areas of influence. Starting in
the second half of 2010, we should have at least five micro developments, each of which will
consist of more than 10,000 units, contributing to our titling pipeline.

Another important breakthrough during the quarter was the introduction of a new product line
within our affordable entry-level developments. The “Verona” a prototype, it's a quadruplex
unit that is being constructed with a molding system, where four houses averaging 47 square
meters in construction are built on two adjacent 90 to 105 square meter plots. The land



savings allows us to price our product $20,000 to $30,000 pesos below a comparable single
unit and still make a little more absolute gross profit than with a single unit.

This lower price point allows us to greatly increase the target market for the development,
reaching the two to four minimum wage earning Infonavit workers. We have been encouraged
by the commercial acceptance of the product so far and plan to selectively include it within
sections of our macro developments.

Commercial lot sales reached 15.9 million pesos with no significant block sales of multiple lots
during the quarter, as we experienced previously during the first and fourth quarters of 2008.
JAVER expects commercial lot sales will continue to be sold in bulk as has been the case in the
past and depending on the construction progress at each development.

We're currently working on a number of initiatives to increase the attractiveness of our
commercial lot inventory for private and institutional investors. In essence, one of the projects
we are working on is pulling a number of commercial sites within different developments we
are currently working on. So that debt and our equity investors can participate in the
economics of that particular vintage of commercial lots.

As of June 30, 2009, JAVER had 29 housing developments in four states. The company’s total
land bank reached approximately 86,500 units, of which about 41,200 were owned outright
and 45,300 were held to land trust schemes. We're excited about our land acquisition pipeline
and expect that in the next few quarters we will announce a significant increase to our land
bank with a very modest use of capital.

On another note, the increase in the home titling versus our construction spending during the
last 12 months supported an overall working capital cycle improvement from 389 days in 2008
to 343 days as of June 30, 2009. JAVER continues to expect improvements in the working
capital cycle for the remainder of 2009. Given the company’s focus on maintaining the
projected level of home titling with a much lower level of home construction. Thus, lowering
inventory level and generating strong cash flow.

The big news this quarter in Mexico was the HIN1 virus, which basically shut down certain
markets throughout the country, mainly Mexico City, during the month of May. Although,
businesses and governmental offices we depend upon were shut down for a certain period of
time, we did not experience any major impact on our home titling for the quarter. The
outbreak currently seems to have stabilized and we hope that it remains that way.

As you know, Infonavit continues to be the main provider of financing for our clients within our
areas of influence. Although we do have presence within the Fovissste system, and SHF
financing, our customer base continues to mostly come from the formal sector of the economy,
where the Infonavit benefit makes the most economic sense in the home purchasing decision.

We have been positively impressed with Infonavit’s home originating figures for the first half of
the year and continue to be encouraged by the recent statements about having increasing
their originating target for the year from 450,000 to 500,000 homes. We continue to receive
encouragement from Infonavit to step up our construction efforts in 2010 as registered homes
starts for the industry as a whole are down by nearly 40% for the first half of the year.






