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MANAGEMENT DISCUSSION SECTION

Operator: Greetings and welcome to the MarriottVacations Worldwide Third Quarter2014 Earnings Call. At
thistime, all participants arein alisten-only mode. A brief question-and-answer session will follow the formal
presentation.[Operator Instructions] As areminder, this conference is being recorded.

Itis now my pleasure to turn the conference over to your host today, Mr. Jeff Hansen, VP, Investor Relations.
Thank you, Mr. Hansen. You may begin.

Jeff Hansen

Vice President-Investor Relations

Thank you, and welcometo the Marriott Vacations Worldwide third quarter 2014 earnings conference call. I am
joined today by Steve Weisz, President and CEO; and John Geller, Executive Vice President and CFO.

I do need to remind everyone that many ofour comments today are nothistorical facts and are considered
forward-looking statements under federal securities laws. These statements are subject to numerous risks and
uncertainties, as described in our SEC filings, which could cause futureresults to differ materially from those
expressed in or implied by our comments. Forward-looking statements in the pressrelease that we issued this
morning, along with our comments on this call, areeffective only today, October 16, 2014,and will not be updated
as actual events unfold.

Throughout the call, we will make references to non-GAAP financial information. Youcan find a reconciliation of
non-GAAP financial measures referred to in our remarks in the schedules attached to our pressrelease, as well as
the Investor Relations page on our website at ir.mvwe.com.
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I will nowturnthe call over to Steve Weisz, President and CEO of Marriott Vacations Worldwide.

Stephen P. Weisz

President, Chief Executive Officer & Director

Thanks, Jeff. Good morning, everyone, and thankyou for joining our third quarterearnings call. This morning, I
am pleased to discuss our performancein the third quarter as well as the continuing implementation ofour
strategy to return capital to ourshareholders. I'll then turn the call over to John to provide more detail on our
segment results and an outlook for the remainderofthe year. We'll then open the call for yourquestions.

Results for the third quarter reflected a continuation ofthe trends we have seen over the past several quarters.
Adjusted EBITDA improved 8%to $54 million, driven primarily by improvementsin our rental and resort
management businesses. Total company contract sales, excluding residential, increased $ 6 million, or 3%, to $167
millioninthe third quarter.

VPGimproved 6.9%over the third quarteroflast year, marking the 12th consecutive quarter of VPGimprovement
since we became a public company in November2011.Since then, VPGhasincreased by 40%, a truly remarkable
improvement underscoring the success ofour sales and marketing initiatives.

The third quarter VPGimprovement of6.9%to $3,477 was due primarily to an increase in the average number of
points purchased percontract, as well as higher pricing and a slight improvement in closing efficiency. These
gains were partially offset by reduced tour flow which was below the prior-year period by roughly 4%, primarily
due to fewer owner tours as our owners are choosing shorterstays at our resort and utilizing our Explorer
program to try new vacation ex periences.

While we continue to develop programs to drive owner tours, we also remain focused on new programs to help
increase first-time buyer tours and, in turn, fuel overall tour growth. Due to the extended ramp up period for these
marketing programs, we expect the fourth quarter tour flow this year to be roughly flat compared to the fourth
quarter of2013,excluding the impactofthe extra weeklast year. In addition,in the first quarter ofnextyear,we
will further expand several of our marketing programs intended to generate first-timebuyer tours that will lead to
future tour growth.

While we have experienced some near-term volatility in our tour flow, incremental tour generation is only one of
the toolsthat we use to generatelonger-term contract sales growth. Another is VPG growth, which we have
consistently demonstrated and which has also helped drive ourimprovement in development margin.

New resort destinations with on-site sales distributions can also generate growth by driving first-time buyers, as
well as adding excitement to ourexisting owner base. Itisimportant to point out that ourfocusin all three of
these areas gives us confidence we will drive our tourtop line growth in future years.

Shifting to our resort management and other services businesses, results improved $ 3 million or 15%over the
third quarter oflast year to $23 million, continuing the trend we have seen throughout the year. Resultsin the
quarter reflected higher fees earned from ourexchange company and from managing our portfolio ofresorts.

Inourrental business,resultsimproved $3 million to atotal of $11 million in the quarter. While revenues were
flat, results reflected lower costs associated with the inventory for rent.

Inour Asia Pacific segment, as we've said before, growth depends on new destinations with strong on -site sales
potential. Insupport ofour targeted growth in this area, we have created anew Managing Director position based
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in the region to lead this segment. With strong development and global operations experience working previously
for both our company and Marriott International, I am confidentour new Managing Director will be a catalyst for
the strong future growth we expect from our Asia Pacific segment.

Asit relatesto our inventory in this segment, due primarily to operational and regulatory constraints that affect
our ability to sell our18 unitsin Macau through our Asia points program, we have decided to sell the units as
unbranded, whole ownership residential units instead. We expect to generate gross sale proceeds of
approximately $30 million from the sale ofthe Macau units, whichwe intend to reinvest in new timeshare
destinationsin the region with strong on-site salesdistributions.

Asit relatesto our excessland and inventory, we are pleased with our progress on disposing of a significant
portion ofthese assets. Subsequent to the end ofthe third quarter,we completed the sale o fa parcel ofland
located adjacent to our Disneyland Paris property for approximately $3 million.

Aswe mentioned previously,we also signed an agreement to sell our property at Kauai Lagoonsand we continue
to workthrough the due diligence process. Additionally, we havesigned a purchase and sale agreement to sell
excessland and inventory, aswell asa golfcourse, at our property in Abaco. While the due diligence process
continues on both ofthese efforts, I must continueto emphasize that until these sales are closed, there is a risk
that we will not complete thesetransactions.

Turning to our capital allocation strategy, we remain focused on generating strong cash flow and optimizing our
balance sheet. Aswe havesharedin the past, our strategy for the deployment ofthat cash is unchanged. First, we
look for opportunities to reinvest in our business in ways that meet our strategicneeds and requirements. And
second, we seekto return excess capital to shareholders.

We implemented our share repurchase program just one yearago. And since then,we have repurchased nearly 3.4
million shares ofthe 3.5 million shares originally authorized at an average price of $55.23 per share. This
represents almost 10%ofour shares outstanding at that time.

With the board's initial authorization effectively exhausted, and given our strong cash position and cash flow
outlook, I am pleasedto announcethat our board ofdirectors has authorized us to repurchasean additional 3.4
million shares, representing approximately 10% ofour shares currently outstanding.

Our sharerepurchaseprogram hasbeen just the first step in the implementation of our capital allocation strategy.
To thatend, I am also pleased to announce that ourboard ofdirectors declared our first quarterly dividend of
$0.25 pershare payableon November12 to holders ofshares as of October 28. Going forward, we will consider
increasing our dividend based on the company's earnings and performance while taking into accountour future
free cash flow generation and investment needs.

With that, I'll turnthe calloverto Johnto provide a more detailed look at our third quarterresults and outlook for
theremainder ofthe year. John?

John E. Geller

Chief Financial Officer & Executive Vice President

Thank you, Steve, and good morning, everyone. We experienced another quarter ofsolid performance as adjusted
EBITDA was up $4 millionto $54 million over the third quarter oflast year. This was primarily driven by
continued improvementin our resort managementand other services business as well asimproved resultsin our
rental business.
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While we do not adjust EBITDA for the impact ofrevenuereportability like we do for developmentmargin, I want
to point out that reportability did negatively impact performance in the quarter by $2 million. Contract sales in
North America, excluding residential, improved 2%, driven by improved VPG, which was up 6.9%. While the VPG
improvement was partially due to increased pricing and closing efficiency, we also sawmorethana 3%
improvementin average points purchased per contract.

In North America, adjusted segmentresultsimproved $2 million overthe third quarter of2013 to $89 million,
and adjusted development margin was $ 35 million, a $3 million increase over lasty ear. Adjusted development
marginimproved by 3.3 percentage points, driven by over 4 percentage points ofimprovementin product cost
offsetby a1 percentage pointincrease in marketing and sales costs.

The improvement in product cost was primarily driven by the mix ofinventories sold, which resulted partially
from the success ofour inventory repurchase program. Our marketing and sales costs were up slightly in the
quarter and part from anincrease in costs associated with programs intended to generate future newbuyertours.
We had beeninvesting in these programs for almost a yearwith their costs partially offsetting the efficiencies
gained in developmentmargin from higher VPG.

As Steve mentioned earlier, we are ramping up several of our marketing programs going forward. But even with
this additional investment, we expect ourfull year marketing and sales coststo be in line with last year. With
continued improvementin product cost,we expect full-year North America development margin to be at the
higher end ofour guidance range of23%to 24%, an improvement ofroughly 200 basis points over last year.

Shifting to our rental business, results in our North America segment improved $1 million over last yearto $8
million. This was primarily driven by a 3% increase in keys rented and lower cost ofinventory available for rent.
Based onthese current trends and our expectations for the fourth quarter, we expect our total company rental
results for the full year to be roughly $23 million to $25 million, exceeding our 2013 results by approximately $13
million to $15 million.

Turning to our resort management and otherservices business, resultsimproved $4 million to $22 million in our
North America segment. This was primarily driven by $2 million ofimproved exchange company fees and an
additional $1 million of management fees.

Inour Asia Pacific segment, results were $1 million, animprovement from flat results in the third quarteroflast
year. With newleadership locatedin the region, and the cash we expect to generate from the sale ofthe Macau
units, we are excited about our future opportunities for growth.

Inour Europe segment, adjusted results were flat compared to the third quarter oflast yearas we remain on
strategy, whichisto sellout of our developerinventory and continueto operate our world -class resorts in this
region.

Inour financing business, revenue, net ofrelated expenses was $19 million, down $1 million from the third
quarter oflast year. While the trend has been that our notes receivable balance continues to decline faster than we
are originating new notes, we expect this trendto stabilizein 2015 as our top-line salesvolume continues to grow.
Staying on thistopic, subsequentto the end ofthe third quarter, we completed a $250 million note securitization
witha 96% advance ratethat resulted in $240 million ofgross proceeds to the company.

Let me take a moment to discussthe impactofarisinginterest rate environment on this securitization, a topic
which generates many questions. Since last year's securitization, we haveseen the underlying benchmarkinterest
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rate increaseby roughly 60 basis points. However,therehas been an offsetting tightening in the creditspreads of
approximately 50 basis points. So, the overall borrowing ratehas only increased slightly from 2.21%last year to
2.29%this year. Additionally, we have made some changes to our lending programs, which have resulted ina
higher weighted averagecoupon on our notes. All ofthese factors combined to generate an excess spread of1,046
basis points, 11 basis points strongerthan we achieved last year.

Turning to our balance sheet and liquidity position, since the beginning ofthe year, real estate inventory balances
declined another $70 million to $794 million. This includes $ 446 million offinished inventory, representing just
over two years of contract sales at our current pace.

The company's total debt outstanding decreased $140 million from the end of2013 to $538 million, including
$534 millionin non-recourse debt associated with our securitized notes. In addition, $ 40 million of mandatorily
redeemable preferred stockremains outstanding. At the end ofthe third quarter, cash and cash equivalents
totaled $146 million. We also had $197 million in available capacity underour revolving credit facility. As a
reminder, these balances do notinclude the impact of our recent securitization, which occurred subsequent to the
end of the third quarter.

Taking into account the execution of our securitization, which was strongerthan anticipated earlierin the year,
and other improvementsin our operational activities, we are increasing our 2014 adjusted free cash flow guidance
by $40 million,resultingin a new range of $230 millionto $245 million.

Asareminder, ourguidance assumes we will spend $30 million to $40 million for the acquisition ofinventory at
new destinations before the end ofthisyear. However, to the extentthis spendingis deferred into next year, it
could haveanimpactonfree cash flowin 2015.

I am pleased with our success in the third quarter. VPG continues to improve. We are booking new buyer tours
ahead ofschedule, and free cash flow continues to grow. To that end, we expect to return even more capital to our
shareholdersdueto recently declared dividendand the approved increasein our share repurchase authorization.

Our dispositions remain on track to produce even more cash flow, and we expect adjusted EBITDA to be at the
higher end ofour $190 million to $200 million range. We have performed well through three quarters this year,
and I lookforward to providing an updateon the fullyear and our thoughts on 2015 on our next call. As always,
we appreciateyourinterestin MarriottVacations Worldwide.

And with that, we will now open the callup for Q&A. Latonya?
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QUESTION AND ANSWER SECTION

Operator: Thankyou. At this time, we will conduct a question-and-answer session. [OperatorInstructions] One
moment while we poll for our first question. Our first question comes from Steven Kent with Goldman Sachs.
Please proceed with your question.

Stephen P. Weisz

President, Chief Executive Officer & Director

Good morning, Steve.

StevenE. Kent
Goldman Sachs & Co.

Hi. Good morning;justa couple ofquestions. First,I don't knowifyou've mentioned, what percentageofsales are
from new versus existing and what's the trend? And maybeyou could also comment —1I think, Steve, you made
some comments early on aboutownertoursand I don't know if they were slowing or —there was some comment
there to which I didn't completely understand?

Stephen P. Weisz

President, Chief Executive Officer & Director

Sure. Let me seeif I can clarify. Last year,we had roughly 60%ofour sales came from existing owners buying
additional interests in our product. That number is down slightly, like 1 point, 1.5 point. So, and ergo, the
remaining portion ofthatis for first-time buyers. So, think ofit now as 58.5% of owner tours versus 41.5% offirst-
time buyers. We have said for some time now that our goalisto try to getbackto a more historical view ofa
roughly 50-50 mix ofexisting owners versus first-time buyers, but I've also said it'll take us some time to get there.

Regardingyourquestion aboutclarification on owner tours, this has been atrend for the year so far. What we're
finding is that our owners, while they still visit our resorts, they oftentimes visit for shorter length of stay. You may
recall with the institution of our points program backin 2010, people that elected points as an additional use
option for their ownership now havethe ability to stay for less than seven days at atime. They want to stay three
or four daysone placeand go for three days someplace else; they can certainly do that. Because they are on -site for
a shorter period oftime, sometimesowners are reluctant to sign up to take a timeshare tour which does take a
portion oftheir vacation experience.

So we see that happening. The other thing that's happening, ofcourse,is because ofthe popularity ofo ur Explorer
options, which allow peopleto take vacations that are not directly affiliated with our resorts, things like cruises or
tours or the like, we also see that take-up rate to be rather substantial, which is great news from our owners'
perspectivebecause they appreciatethe added variety of our product. But as a result, it makes generating owner
tours alittle bit more difficult.

We pivoted early onto try to generatemorefirst-timebuyers. Our tour generation for first-time buyers has been
quite good. What the reality is, however, is that it takes anywhere from 9 to 12 months from the time you book a
tour for that tour to actually be on-site and to actually take the tour and hopefully become an owner with us. I
don't know if that's helpful or not.
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StevenE. Kent
Goldman Sachs & Co.

No, that was helpful, Stephen. Just acquisitions, you'vetalked on and offabout that in the past, especially about
getting maybeinto some ofthe mid-level price points. Can you give us an update there and whether that's
something thatis onthe frontburner?

StephenP. Weisz

President, Chief Executive Officer & Director

Yeah. Well, clearly, acquisitions is clearly on the front burnerfor us. We've been spending quitea bit oftime in a
number ofthe markets that we've identified as wanting to haveadditions to the portfolio, placeslike New Y ork
and San Diego, Miami; Big Island, Hawaii; Mexico,obviously Asia Pacific. And so we havebeen spending alot of
time there trying to find the right opportunity. At the same time, we've been having discussions with numerous
parties about being potential asset light partners and we feel relatively confident about our ability to do an asset
light transaction in virtually any ofthose markets that we talked about. But we just don't have a deal to announce
as ofthis pointintime.

Relative to the moderate tierwe have looked, there have been a few candidates out there that we've looked at and
even after spending some time on some ofthese opportunities we've concluded, at this point in time, we haven't
seen anything yet. However, we continue to lookand be interested in this space. And ifwe see the right thing come
alongthat meets our —the strategic objectives as well as obviously our investment metrics we believe we'd
certainly be preparedto pull the trigger.

StevenE. Kent
Goldman Sachs & Co.

Okay. Thank you.

Stephen P. Weisz

President, Chief Executive Officer & Director

Thank you.

JohnE. Geller

Chief Financial Officer & Executive Vice President

Thanks, Steve.

Operator: Our next question comes from Chris Agnew with MKM Partners. Please proceed with your question.

Stephen P. Weisz

President, Chief Executive Officer & Director

Hi, Chris.

Christopher James Wallace Agnew
MKM Partners LLC

Thanks very much. Good morning.
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Stephen P. Weisz

President, Chief Executive Officer & Director

Good morning.

John E. Geller

Chief Financial Officer & Executive Vice President

Good morning.

Christopher James Wallace Agnew

MKM Partners LLC

I'wanted to come backto owner tours. I thinkyou had been expecting alittle bit of sequential improvement in
tour flow, not a sequential decline. Had some ofthe initiatives that you started earlier in the year, understanding
and given that we understand that it takes 6 to 12 months to impact, were some ofthose initiatives less than
successful? So, canyou give us alittle more color on the sequential plan?

Stephen P. Weisz

President, Chief Executive Officer & Director

Yeah, happily. Actually, just the opposite. They'vebeen —not only met our expectations, they've actually exceeded
it except for one thing. We thought it was going to be more 6 to 12, it nowlookslike it's more like 9 to 12 months
before people actually take their vacation.

And whenyoustop to think about it, it actually makes some sense. People, oftentimes, when you are able to
generate a first-time buyer booking, they may be in the process ofenjoying an existing vacation elsewhere, which
means they're not goingto queue up to take another vacation in six months.

We had hoped that that would be —come alittle soonerbutit's just takinglonger. But actually we have been very
pleased with what'sbeen happening in terms oftour generation. It's just the timing of when that tour comes
through the house thathas missed our expectations a bit.

Christopher James Wallace Agnew
MKM Partners LLC

Got you. So, that said, should we expect sequential improvement going forward as we head through 2015?

Stephen P. Weisz

President, Chief Executive Officer & Director

Absolutely. Absolutely.

Christopher James Wallace Agnew

MKM Partners LLC

Got you. On cash flow, free cash flow,  knowyou outlined that you've raised yourguidance,and you outlined that
inventory spendcould movethat even higherifyou don't spend the cash. But thinking about your normalized free
cash flowwhich you outlined ofkind ofa $150 million, is there somepull forwardin thisyear that will cause
normalized free cash flowto be lower next year? And what are the different moving pieces there? Thanks.

JohnE. Geller

Chief Financial Officer & Executive Vice Presicent

FACTSET:callstreet 9

1-877-FACTSET www.callstreet.com Copyright © 2001-2014 FactSet CallStreet, LLC



Marriott Vacations Worldwide Corp. vac) @ corrected Transcript
Q3 2014 Earnings Call 16-Oct-2014

Yeah. Yeah, I mean, we obviously have not put anything out for 2015. I thinkwhat we've talked about at least for
2014 and 2015 historically hasbeen the fact that you saw somemoving parts with the inventory burning down and
giving us some benefit. On the flip side, youhave the paydown ofthe pre-Spin Marriot Rewards liability and that
those should kind ofoffset. Obviously for 2014 we've executed b etter than that and we've been able to,to your
point, defer some ofthat inventory spend. So, we'll get backto youin the next quarterin terms ofthe outlook for
nextyear. But we're still thinking that overall free cash flow should approximate what our normalized free cash
flowshould be for next year. But we're still working through the bits and pieces ofthat.

Christopher James Wallace Agnew
MKM Partners LLC

Got you. And the Marriott Rewards liability that's going to be settled up and finalizedin 2016, can you just remind
us onhowit's going to play out?

JohnE. Geller

Chief Financial Officer & Executive Vice Presicent

Yes. Sowe'll — yeah, yeah. We'll continue through the end of2015 pay offthe redemptions as they come in. So,
remember, we pay based on kind ofactual redemption cost for that pre-Spin liability. So, we'll pay down through
actual and then whateverisleft over, we havea contractual agreement with Marriott to calculatethat liability and
that will get cleaned up in the first quarter of2016.

Christopher James Wallace Agnew
MKM Partners LLC

Excellent. Thankyou.

Operator: Our next question comes from Bradford Dalinka with SunTrust. Please proceed with your question.

Brad G. Dalinka

SunTrust Robinson Humphrey

Hi. It's Brad Dalinka on with Patrick Scholes.

Stephen P. Weisz

President, Chief Executive Officer & Director

Good morning.

Brad G. Dalinka

SunTrust Robinson Humphrey

Good morning. Wanted to askyou guys on the inventory side. Obviously, there's — the last time you talked about a
possible asset light deal that could offset, is that something that couldstill be done in the needed timeframe? And
then my second question is just onthe balance sheet.I knowthere'sbeen sometalkabout you'vegot corporate
level debt. Has there been any more talkabout that?

Stephen P. Weisz

President, Chief Executive Officer & Director

I'll take the asset light question. AsI thinkI referenced previously, we are hard at work on trying to identify some
new project opportunities. And I would expect that in the very nearfuture, we'll be able to announce something,
notonly interms ofthe new development opportunity but also in terms of doing with an asset light partner.And
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havingsaid that, we don'thave —I mean, I certainly wish I could have announced something today, but I expectin
the verynear future you're going to hearabout that.

JohnE. Geller

Chief Financial Officer & Executive Vice Presicent

And onthe corporate debtpiece, I think, as I've talked about in the past, given our performance and how the
rating agencieslook at us, we potentially have someexcess debt capacity. We'll continue to look to optimizethe
balance sheet, justlike we've done on the asset side to-date in terms ofburning down inventory and returning
cashto shareholders onthat front. But longer term, we're going to do everything we can to make sure we 'vegot
the right balance sheetthat also gives us flexibility to be opportunisticon deals at the same time, too.

Brad G. Dalinka

SunTrust Robinson Humphrey

Thank you.

Stephen P. Weisz

President, Chief Executive Officer & Director

Thank you.

Operator: Our next question comes from Steve Altebrando with Sidoti & Company. Please proceed with your
question.

Stephen P. Weisz

President, Chief Executive Officer & Director

Hi, Steve.

Steve T. Altebrando
Sidoti & Co. LLC

Hi. Good morning. Thankyou.Just wanted to get your latesthigh-level thoughts on development margin. Do you
feellike — you'vecome along way, obviously. Do you feel like you're bumping against a ceiling going forward, or
areyoukind ofrethinking the ceiling basedon the recycling program?

Stephen P. Weisz

President, Chief Executive Officer & Director

Yeah.Idon'tknowthatthereisaceilingon development margin. I thinkthere's some practicalities here. I mean,
we've obviously made alotofprogressin product cost. We've made alot ofprogressin sales and marketing cost.
And the questionis, howhighishigh? And we don't really know that to be true —or what the answer ofthatis. But
I'would expectthat onthe product cost arena we're, callit, 30%, in that range. I suspect we're probably at or near
optimizationin product cost.It could movealittle bit, but I don't think there's going to be a substantial movement
there. Sales and marketing cost, I think clearly as you add more top-linesales, you get good leverage and good
gearing effect onyour fixed sales and marketing cost. The variable costs, obviously, move with the volume; and,
they can come down.

Now, having said all that, the one thing you have to be mindful ofis as we move to first-timebuyers, VPGs from
first-time buyers havea tendency to be slightly lowerthan our existing owner VPGs. That's largely because ofthe
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closing efficiency percentage thatyou're going with first-time buyers. So you sometimes run a slightly highersales
and marketing cost.

So,I mean, our goal is going to be to continue to try to drive that development margin as high asit can be. I think
I'vesaid ona couple of different calls so far this year that I would caution that don't put a straight line on the
improvement that we'vemade over the last coupleofyears in development margin, because I thinkit'simpractical
to think it's going to move quiteat that pace; but, we're going to keepworking hard at it.

Steve T. Altebrando
Sidoti & Co. LLC

Okay, that's helpful. And then, is there material operating losses being run through the P&L from the two
properties under contract? What is it, Hawaii and Abaco?

JohnE. Geller

Chief Financial Officer & Executive Vice Presicent

Yeah, for both ofthose —they both have golfcourses associated with them, so thereare operating losses associated
with the golf courses. And then, obviously, there's carrying costs. These are large parcels ofland, real estate taxes,
things like that. So you probably have, callit, $8 million or so, give or take,oflosses that would essentially go
away.

Steve T. Altebrando
Sidoti & Co. LLC

Okay.And then, how about Ritz-Carlton inventory in terms of operating losses currently?

John E. Geller

Chief Financial Officer & Executive Vice President

Yeah, we still have, call it, about $ 10 million ofunsold maintenance fees related to Ritz-Carlton. We're working
through selling that inventory off. But I think asyou're aware, there unfortunately isn't alot of rental offset we get
onthose carrying costs...

Steve T. Altebrando
Sidoti & Co. LLC

Right.

John E. Geller

Chief Financial Officer & Executive Vice Presicent

[indiscernible] (30:49) on the Marriott. And so, it's still going to be another, call it, a couple ofyears till we finally
move thoseunsoldmaintenance fees and get those outofthe P&L.

Steve T. Altebrando
Sidoti & Co. LLC

Okay.Thanks very much.

Stephen P. Weisz

President, Chief Executive Officer & Director

Thank you.
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Operator: Our last question comes from Bob LaFleur with JMP Securities. Please proceed with your question.

Stephen P. Weisz

President, Chief Executive Officer & Director

Hi, Bob.

RobertA. LaFleur
JMP Securities LLC

Hey.How areyou?

Stephen P. Weisz

President, Chief Executive Officer & Director

Well, fine. How are you?

RobertA. LaFleur
JMP Securities LLC

Oh, I'm outstanding and improving, as they say.

Stephen P. Weisz

President, Chief Executive Officer & Director

Good.

RobertA. LaFleur
JMP Securities LLC

Anyhow, my question is, canyou give us a little more background on the Macau situation, the expectation for
those proceeds and howyou see them being deployed? Arethereother opportunitiesin Macau or is that justa bad
market for timeshare? And then a second unrelated question, could you just review sort ofthe fixed and variable
component ofsales and marketing so we can get asense oforder of magnitude?

Stephen P. Weisz

President, Chief Executive Officer & Director

Yeah. So, let's go to Macau first. Macau is — we bought 18 unitsin a condominium building in Macau several years
ago.Andinthe interim, since we purchased Macau, there were some changes to the local laws that made it
problematicfor usto be able to sell these units through our Asia points trust. Now, what was happening was, we
were still allowing our owners to visit there and stay there, but we couldn't put them into the points trust because
of the change in the law.

Asyoumightimagine, Macau is a little different than trying to do business in North America because the
influence ofthe government and how business works there. And so, as aresult, what we found was that the best
answer was, rather than try to fight City Hall, so to speak, and try to get a variance to theirruling, we decided the
better thing to do was to simply take those units because they were not in the Asia points trust and dispose of
them on a whole ownershipbasis. The market for whole-ownership condominiums in Macau is still quite vibrant.
And so,wedon't think we're going to have a difficult time moving that.
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The proceeds from thatwillbe about $30million. As we havesaid all along, our goalisto grow additional
presencein Asia Pacific through new resorts. We'll use that $30 million to help fuel that growth. So that'show
we're going to use that cash.

Asit relatesto sales and marketing costs, think ofit, roughly halfand half: half variable, halffixed. So, on amid -
40% sales and marketing cost from a reportability standpoint, think ofit 22%, 22% kind of thing.

RobertA. LaFleur
JMP Securities LLC

Okay.And then deploying those $30 million of proceeds, is that related to that project you seem really excited to
announce butjustcan'tdo ityet? Oris that something totally separate and further offin the future?

Stephen P. Weisz

President, Chief Executive Officer & Director

Ithink thereisa very, very likely candidate in the Asia Pacific region. ButI'd also say I think there's a very likely
candidate or two in North America. Now the question one, which onegets to the finish line first.

RobertA. LaFleur
JMP Securities LLC

Allright. Thanks, guys.

Stephen P. Weisz

President, Chief Executive Officer & Director

Thank you.

John E. Geller

Chief Financial Officer & Executive Vice President

Thank you.

Operator: At thistime, I would like to turn the call back overto management for closing comments.

Stephen P. Weisz

President, Chief Executive Officer & Director

Okay. Well, with most of 2014 behind us, I'm very pleased with what we have accomplished at this pointin the
year. We are achieving ourstrategies of driving performance across our businesses and returning capital to the
shareholders, and I look forwardto reporting on our results in the future.

Asalways, Ithankyou for your participation on our call today and your continued interest in Marriott Vacations
Worldwide. And finally,to everyone on the call and your families, enjoy your next vacation. Thank you very much.

Operator: Thankyou. This does conclude today's teleconference. You may disconnect your lines at this time and
thankyoufor yourparticipation.
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The information herein is based on sources we believe to be reliable but is not guaranteed by us and does not purport to be a complete or emor-free statement or summary of the available data.
As such, we do not wamant, endorse or guarantee the completeness, accuracy, integrty, or timeliness of the information. You must evaluate, and bear all risks associated with, the use of any
information provided hereunder, including any reliance on the accuracy, completeness, safety or usefulness of such information. This information is not intended to be used as the primary basis
of investment decisions. It should not be construed as advice designed to meet the particular investment needs of any investor. This report is published solely for information purposes, and is
not to be construed as financial or other advice or as an offer to sell or the solicitation of an offer to buy any security in any state where such an offer or solicitation would be illegal. Any
information ex pressed herein on this date is subject to change without notice. Any opinions or assertions contained in this information do not represent the opinions or beliefs of FactSet
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LICENSORS, BUSINESS ASSOCIATES AND SUPPLIERS DISCLAIM ALL WARRANTIES WITH RESPECT TO THE SAME, EXPRESS, IMPLIED AND STATUTORY, INCLUDING WITHOUT
LIMITATION ANY IMPLIED WARRANTIES OF MERCHANTABILITY, FITNESS FOR A PARTICULAR PURPOSE, ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. TO THE
MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW, NEITHER FACTSET CALLSTREET, LLC NOR ITS OFFICERS, MEMBERS, DIRECTORS, PARTNERS, AFFILIATES, BUSINESS
ASSOCIATES, LICENSORS OR SUPPLIERS WILL BE LIABLE FOR ANY INDIRECT, INCIDENTAL, SPECIAL, CONSEQUENTIAL OR PUNITIVE DAMAGES, INCLUDING WITHOUT
LIMITATION DAMAGES FOR LOST PROFITS OR REVENUES, GOODWILL, WORK STOPPAGE, SECURITY BREACHES, VIRUSES, COMPUTER FAILURE OR MALFUNCTION, USE,
DATA OR OTHER INTANGIBLE LOSSES OR COMMERCIAL DAMAGES, EVEN IF ANY OF SUCH PARTIES IS ADVISED OF THE POSSIBILITY OF SUCH LOSSES, ARISING UNDER OR
IN CONNECTION WITH THE INFORMATION PROVIDED HEREIN OR ANY OTHER SUBJECT MATTER HEREOF.
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