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This slide presentation contains statements that constitute ñforward-looking statementsò within the meaning 
of the Securities Act of 1933 and the Securities Exchange Act of 1934 as amended by the Private Securities 
Litigation Reform Act of 1995.  These forward-looking statements include, among others, our statements 
regarding (1) strategic initiatives with respect to our assets, operations and capital and (2) the assumptions 
underlying our expectations.  Prospective investors are cautioned that any such forward-looking statements 
are not guarantees of future performance and involve risks and uncertainties, and that actual results may differ 
materially from those contemplated by such forward-looking statements.  A number of important factors could 
cause actual results to differ materially from those contemplated by forward-looking statements in this slide 
presentation.  Many of these factors are beyond our ability to control or predict.  Factors that could cause 
actual results to differ materially from those contemplated in this slide presentation include the factors set 
forth in our filings with the Securities and Exchange Commission, including our annual report on Form10-K, 
quarterly reports on Form 10-Q and current reports on Form 8-K.  We believe these forward-looking statements 
are reasonable, however, undue reliance should not be placed on any forward-looking statements, which are 
based on current expectations.  We do not assume any obligation to update any forward-looking statements 
as a result of new information or future developments or otherwise.

Certain of the financial measures appearing in this slide presentation are or may be considered to be non-
GAAP financial measures. Management believes that these non-GAAP financial measures provide additional 
appropriate measures of our operating results. While we believe these non-GAAP financial measures are 
useful in evaluating our company, the information should be considered supplemental in nature and not a 
substitute for the information prepared in accordance with GAAP. We have provided for your reference 
supplemental financial disclosure for these measures, including the most directly comparable GAAP measure 
and an associated reconciliation in the appendix to this presentation as well as in our most recent quarter 
supplemental report and earnings release, the latter two of which are available on our website at 
www.dukerealty.com.  Our most recent quarter supplemental report also includes the information necessary to 
recalculate certain operational ratios and ratios of financial position.  The calculation of these non-GAAP 
measures may differ from the methodology used by other REITs, and therefore, may not be comparable.
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Who We Are
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Camp Creek, Atlanta, GA
(Dickôs Sporting Goods)

Founded 1972, IPO 
1993; enterprise 
value ~$12 billion

486 modern 
facilities; 

144 million Sq Ft

21 major U.S.  
logistics markets;

980 Tenants

Baa1/BBB+ credit 
ratings; very strong 

corporate 
governance

Largest pure play 
domestic-only 
industrial REIT

WHO WE ARE

Member of S&P 
500 Index



Superior Asset Quality

Deep and Experienced Management Team; Vertically Integrated

45 Year Development Track Record; Significant Value Creation

Core Portfolio supports Low Volatility, Property NOI Growth

Best in Class Balance Sheet; Consistent AFFO Growth

Conservative Dividend Payout Ratio with Dividend Upside

Why Duke Realty?Why Duke Realty?
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Chesapeake Commerce 5501 (Amazon), Baltimore, MD

WHO WE ARE



of industrial operating and development experience as 

primary driver of company growth

big-box focus resulting in higher credit quality tenants 
with fewer overall tenants to manage

focus in key trucking, rail, air cargo and shipping 

corridors

with contractual rent escalations and increasing rental 

rates on rollover; capture strong market rent growth; low capex 

and highly occupied development project deliveries

Industrial Advantage
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secular trends driving an extended cycle of incremental 

demand for modern industrial product

45 Years

MODERN BULK 
DISTRIBUTION

ñTIER 1ò MARKETS

GROWING NOI 
STREAM

E-COMMERCE & 
SUPPLY CHAIN 

RECONFIGURATION



KEY INDUSTRIAL BUSINESS DRIVERS & 

STATE OF THE MARKET
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Brick ón Mortar Sales(4)

Correlation(1)

Growth 

Forecast Trend

75% 
correlated to modern 

logistics facility (2) absorption

13-15%(3)

40% 2.0-3.0%(4)

40% 1.0-2.0%(4)

55% 2.2-2.5%(5)

50-60% 1.5-2.5%
(6)

Demand: Macroeconomic Indicators / Drivers

(1) Per CoStar Portfolio Strategy (CPS) ñLeading Economic Indicatorsò for logistics ;  (2) Modern, logistics facility defined as >1995 age and 250K+ SF size, correlation 

assumes 1-4 quarter lead;  (3) Forecasts per CPS;  (4) Retail Sales represents ñRetail Sales & Food services, ex Auto & Gasò, as of Q2 per Census Bureau and CPS, ñBrick 

ón Mortar Sales represents Retail ex-A&G less E-comm; (5) Per 9/20/17 FOMC projections;  (6)  Represents 2017 forecast for industrial production, per Moodyôs Analytics.

E-Commerce

Retail Sales(4)

GDP

Inbound Port Traffic, Intermodal Rail, 
Retail Inventories, Industrial 

Production 

MARKET OVERVIEW 8



E-Commerce penetration and growth rate signal 

continued outsized growth

Growth Rate: E-commerce 
vs. in-store sales

E-commerce as a % of Total 
Retail Sales

2.5%
2.9%

3.4%3.6%
4.0%

4.4%
4.8%

5.3%
5.8%

6.4%

7.2%
8.0%

8.7%

3%

16%

-15%

-5%

5%

15%

25%

35%

YOY %

E-comm sales capturing greater proportion of 

overall retail sales ïprojections 

are a rise to 15-20% by 2020

IN-STORE

E-COMMERCE

Source: Retail sales (incl A&G) and Ecomm sales as of Q2 per Census Bureau; if exclude 
A&G, penetration rises from 8.7% to 13.3%.  E-comm sales capture in 2020 per eMarketer.  

E-comm sales growing approximately 

15% annually ~ 4x to 5x
rate of bricks and mortar
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Demand: New industrial square footage needed to keep up
with growth in e-commerce sales

Incremental SF 

estimated from 

E-Comm per year
(square feet millions)

$1 billion of E-commerce sales 

requires approximately 1 million SF 

of fulfillment space(1)

Projected E-comm sales(2) from 2017 

through 2020 could drive approximately 

292 million SF of incremental 

demand

(1) Metric per CBRE, Cushman & Wakefield, NAIOP. (2) Assumes continued E-comm sales growth from 2015-2016 run rate of 15%
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Demand: E-Commerce warehousing different from traditional
distribution ïrequires more square footage

E-commerce sales requires approximately 3x the 

square footage(1)
in a modern fulfillment center compared to traditional 

warehouse space that support bricks and mortar stores

Traditional 

Warehousing Inventory           
(stacking, pallets)

E-Commerce Inventory
(aisles, bins, SKUôs, returns)

(1) Per CBRE, a ñ3:1ò ratio is an approximation of needed space comparing the two distribution models.  
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Supply: Supply in better shape than last cycle, supported
by stronger occupancy and rent growth backdrop

Stronger Rent 

Growth this 

cycle

Total Under 

Construction as % of 

Stock at ~1.6%
compared to nearly

2% at the last 

peak

+

Source: CoStarôs all industrial  *National index comprising 54 major Core Based 

Statistical Areas (CBSAs) as defined by U.S.OMB. As of 8/17/2017

=

Vacancy Rates 

today at ~4.5% 

are 350 basis 

points lower
than last peak
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2.8% 1.9%
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Market Rent 
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ASSET STRATEGY |  

OPERATING PORTFOLIO

Park 840 (Starbucks), Nashville, TN
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RELIABLE. ANSWERS.

Seattle

Northern

California

Southern 

California

Dallas

Houston

Indianapolis
Cincinnati

Raleigh

Atlanta

St. Louis

Nashville

Columbus

Minneapolis-St. Paul

Savannah

Washington DC

Chicago New Jersey

Eastern/Central 

Pennsylvania

Baltimore

Concentration by NAV

$300MM ï$500MM > $750M$500MM ï$750MM$100MM ï$300MM

Portfolio Geography

Diversified in 21 major 
industrial logistics markets

South Florida

Central Florida

Growth focus in 
Tier 1 markets

55% Tier 1 
market exposure

PORTFOLIO 14

Note: Cap rate estimates for NAV per CBRE semi-annual cap rate survey plus an adjustment factor per DRE relative portfolio quality by market.


