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FHBs hit market in 2014 

There will be a 21 per cent increase in first home buyers (FHBs) 
in 2014, according to research conducted by LJ Hooker.

The novice home purchasers will be 
influenced by continued affordability including 
record low interest rates, according to the 
report First Home Buyers; A Dynamic and 
Changing Market.

The enthusiasm from first home buyers 
will enable current owner-occupiers the 
opportunity to upgrade to their second or 
third home to better suit their current lifestyle.

LJ Hooker’s Research Manager Eric Barnes 
says, “First home buyers – along with 
investors – underpin the market’s momentum 
of transactions so are an essential 
component of the real estate cycle.

“By introducing new capital into the market, 
they enable upgraders to transact.’’

LJ Hooker estimates 110,300 FHBs are 
looking to make their first real estate 
purchase in 2014 – a marked increase from 
90,551 this year.

The anticipated number of FHBs expected to 
enter the market this year are:

Victoria 30,000
NSW 26,000
WA 22,000
QLD 20,000

SA 7,500
ACT 1,900
TAS 1,800
NT 1,100

Mr Barnes added many Generation Y 
Australians who were cashed up and 
established in their careers were now 
looking to buy.

“Typically these FHBs are well educated, 
tech savvy and market informed with a taste 
for quality housing,” he said.

“Some will be stay-at-home investors living 
with their parents and building equity through 
property investment prior to moving out.

“There is the real likelihood that these Gen Y 
buyers will leapfrog earlier generations in 
wealth terms – benefiting from property’s 
inherent compounding growth by entering the 
market at an early age.”

LJ Hooker’s research indicated an increase 
in the number of FHBs scheduled for 
next year.

Mr Barnes said at the end of the day, FHBs 
set the foundation for a stable society, since 
their livelihoods and their lives were “invested 
in people and places”. 

“For everyone though, buying their first 
home represents their single most significant 
purchase – a grounding, character building 
experience worthy of the effort.”

What women 
really want

The war of the sexes 
has discovered a new 
battleground – the arena 
of homeownership 
expectations. 

According to a recent Westpac Bank 
study, 87 per cent of Gen Y women aged 
between 18 and 34 say owning and 
paying off their home loan is a priority in 
their lives.

However, only 79 per cent of Gen Y  
men put home ownership high on their 
life goals.

The report also detailed that Gen Y 
women had a better understanding of the 
home loan market, with 81 per cent of 
female respondents understanding what 
a variable rate home loan was compared 
to only 60 per cent of Gen Y males.

They were also more likely to list 
repaying their home loan as an 
immediate and important goal, with 
73 per cent of Gen Y women listing 
faster home loan repayments as a 
goal – compared to only 56 per cent of 
Gen Y men.
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Promoting with a property signboard   

Signboards are one of the oldest ways to market 
a home or property.

A signboard is a vital part of any integrated 
marketing campaign for your property. 
The signboard signals your property is 
for sale and attracts the attention of all 
potential buyers.

While having a presence on the internet or 
in the press is very important when selling 
a property, not all buyers find properties 
through the mass media. For example, in 
many cases local residents look quietly 

for local properties for a change in size or 
location or as an investment.

Importantly, the signboard serves to capture 
potential buyers who may not be looking for 
properties in print or online searches. Buyers 
often find sign-boarded properties of interest 
when driving to the shops, to friends’ houses, 
the football or work.

Signboards are an investment in your biggest 
asset – your home.

Tips for buying at auction 

Auction clearance rates have 
strengthened across many of 
Australia’s capital cities since 
the start of spring. 

If you plan on going to an auction this 
season, there are some important factors to 
keep in mind.

A successful bid is binding. There will be 
no chance to change your mind afterwards 
as the purchase is unconditional. For this 
reason, you will need to familiarise yourself 
with the property. Your LJ Hooker agent will 
be able to provide you with forms specifying 
what is and isn’t included in the sale.

You may also wish to organise a building 
inspection before the auction and read the 
property’s title and all other legalities.

Before auction day you’ll also need to clarify 
your financial position and have any finance 
in place to be able to make that winning bid. 

In order to bid you will need to register on the 
day of the auction and for that you’ll need to 
bring identification. It’s a good idea to bring 
along a ‘minder’ who will help you avoid 
exceeding your pre-planned bidding limit. 

Being the successful bidder is an exciting 
moment but there will still be more to do on 
the day. You will need to sign the contract, 
pay the agreed deposit, nominate your 
settlement agent and take out an insurance 
cover note over your new property.

Where the 
buyers look    

When devising a 
marketing campaign, it’s 
important to consider all 
available promotions.

Many vendors simply choose online to 
promote their properties. However, News 
Corp Australia – owner of online portal 
realestate.com.au – has done research to 
show vendors should consider all options 
in order to capture the widest market.

According to the research – canvassed 
through data provided by the company’s 
online and print arms – 59 per cent 
of property hunters scoured digital 
and traditional media channels to 
buy property.

Also 79 per cent said the more serious 
they became about the purchase of a new 
property, the more sources of research 
and media platforms they used. Indeed, 
the more a property was advertised or 
promoted gave an indication to buyers  
of how serious the owner was to sell.

The research also indicated that 81 
per cent of people looked at their 
newspaper’s property section, even when 
not actively on the hunt for properties.

The findings can also be viewed in 
parallel with research undertaken recently 
by RP Data which indicated a combination 
of a print and online marketing campaign 
improved the chances of a home 
selling by at least 20 per cent and could 
significantly reduce the time it spends on 
the market.


