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What now for the
PROPERTY MARKET?
covid outbreaks to test
buyer sentiment
The 2021 Financial Year starts the same as the
New Year did – with Sydney experiencing a COVID
outbreak and dealing with restrictions and lockdowns.
Clearly the current outbreak and response is far more
serious than in January.

and the threat of further lockdowns are the key to the
Sydney property market’s fortunes in the short term.
The NSW Government has promised financial aid for
impacted individuals and businesses as a result of the
lockdown.

The New Year COVID outbreak coincided with the
property market beginning a 6 month price boom that
is still in existence at the time of writing. Only time will
tell how the market at large performs in the second
half of 2021. Unfortunately, small businesses (and
their staff) will wear the brunt of the financial impact
of the current outbreak. A side effect of this is the RBA
and Governments are likely to maintain their current
easy monetary bias until we firmly break out the other
side. In turn this easy money will likely flow into asset
prices if we follow recent history.

Rental market

The immediate indicator to watch in July and August is
buyer sentiment. The speed with which the June 2021
outbreak shut the city down, then the state and then
essentially the whole country demonstrates the end of
COVID is a long way off.
Buyer sentiment can be identified by buyer enquiry,
open inspection numbers, bidders per property, auction clearance rates (provided they are accurate), new
home loan applications and days on market.
Until the recent outbreak occurred, APRA stepping in
with regulation to curb lending was a growing risk to
the current boomtime conditions. APRA may now opt
to sit on their hands a bit longer, to ensure they don’t
crush the market.
In addition to buyer sentiment, employment conditions

Another crucial element of the property market has
been the rental market. Signs of distress emerge quickest amongst casual workers from impacted businesses and industries when lock downs occur. Sustained or
continual lockdowns will throw more pain into the rental
market. Hopefully neither lockdowns nor rental distress become commonplace in the market again.
The closure of the international borders for the past
15 months has ravaged the rental market, as dwelling over supply outstripped tenant demand. Many
Sydney landlords have taken a hit to the income they
receive from their investment property. Retirees living
off the rental income from their investment properties
are feeling the pinch also. Many investors who have
a mortgage over their property have probably seen
their mortgage repayments fall faster than the decline
in rental income – which has offset their income loss.
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Identifying and Avoiding
SELLER’S REMORSE
Given the strength of the market throughout 2021, a lot
of sellers find themselves afflicted by seller’s remorse.
Buyers who have bought a property often suffer buyer’s
remorse. Buyer’s remorse stems from a sense of guilt or
regret from the buyer that they bought the wrong home
or over paid. Seller’s remorse works in reverse where
the vendor feels they sold at the wrong time and/or for
the wrong price.

The greatest prevention of seller’s remorse is planning
and research before transacting. If you research the
target markets that you intend to both buy and sell
in, you will have a nuanced understanding of current
market prices.
If you do plan to purchase prior to selling, it is crucial
that you get a delayed settlement on the purchase. This
allows enough time to run a full and patient campaign to
achieve full market value for your existing home.
If you are pressured or committed to sell a property, you
may find yourself being crunched by circumstances (or
your real estate agent). Anyone that is crunched in a
real estate transaction usually ends up being afflicted
with remorse.
High pressure sales tactics lead to remorse for the client
after the transaction. As a client of the agent, you need
to decide whether you are being given decisive market
intelligence or are a potential victim of a high pressure
sales tactic.

Selling into a rising market is preferable
to selling out of a falling market

Be wary of sales people that don’t allow you time to
think. Every sales training book ever written has a
section on how to overcome ‘we want to think about
it’. As a lawyer once mused, ‘real estate agents move
quickly and lawyers move slowly, they both do so for
the same reason. They both know that people change
their mind’.

Sellers who sell before buying in the name of safety
can get caught out in strong markets such as we have
experienced during 2021. It is a horrible feeling to sell
into a rising market only to see prices on your proposed
purchase rising whilst you are ‘out of the market’. This is
why many people, wisely or not, choose to buy before
selling in a strong market.

Selling into a rising market is preferable to selling out
of a falling market. We all want to sell at the top of the
cycle and buy at the bottom of the market. Anyone who
achieves either of these objectives usually does so from
luck more than planning.

Another cause of seller’s remorse is vendors that
are not following the market closely. They sell for
what seems a high price. Only when they enter
the market as a buyer do they realise they sold for
a high price, but not the highest possible price.

To avoid seller’s remorse, ensure that any decision to
sell is a considered position. If the market continues
to rise after you have sold, you can be comforted in
knowing you achieved the best possible price on the
day you sold.
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In June 2021, the NSW Government had announced
plans to bring international students back into
Sydney via purpose approved student accommodation. This would have been a boon for the rental market at large.
The key points of the NSW Government plan were:

•
•
•

Up to 250 students a fortnight would arrive on
chartered flights,
Universities would foot the bill for quarantine
including security and accommodation, and
About 50,000 international students are still 		
waiting to return to NSW to study.

NSW Treasurer Dominic Perrottet said the figure
of 250 students per fortnight would increase to 500
students by the end of 2021. The Government backed
plan would not interfere with current hotel quarantine
arrangements.
Before the pandemic, approx. 250,000 international students were studying in NSW — making international students the state’s second-largest export.
The student’s departure back in March 2020 created an instant crash in rental markets located around
universities. This sharp drop in rents rippled out across
many parts of Sydney.
If the current plan to bring students back into
NSW falls over, it will be a blow on many fronts
to many parts of the economy. Conversely, if
the plan comes together, it will probably signal the bottom of the cycle for the rental market.

Year to date
The official EOFY Core Logic numbers show that
Sydney housing rose 19.3% from January 1 to June
30 2021. Apartments rose 5.1% in the same period –
which is a welcome result for apartment owners given
the market conditions in late 2020.
Nationally, Sydney is the strongest performing
housing market in terms of percentage growth for
2021. It also has the highest median house price
at $1,224,000 coming in comfortably higher than
Melbourne in second place at $929,000.
In the Inner West specifically, large renovated family
homes have been the standout performer. Sales of
non-waterfront homes in Annandale, Glebe and Rozelle achieving $5 million, $6 million, $7 million and
even $8 million has become common. Similar trends
are being experienced right across the city as buyers
bid with pure emotion.
Waterfront luxury apartments have enjoyed phenomenal price growth too. As baby boomers downsize from
the family home, many have opted to move closer to
the city and capture views in the process.
Depending on how the National economy performs coming out of the recent COVID outbreak, the
property market could continue its current trajectory of
price growth through winter.
Buyers are well advised to accept the market is unlikely to settle down in the short term whilst stock
levels and mortgage rates are low. Add the easy
monetary policy and sound employment numbers and
the positive story should persist for now.
Buyers are well advised to ask themselves ‘how will
the current property prices look in the next 2 to 3
years time?’ Furthermore, it’s best to ask that question
before buying rather than after.
The frenzy like conditions thus far in 2021 have driven prices to unimaginable heights. Some would say
prices at these levels is a normal market functioning
with ‘willing seller/willing buyer’ dynamics at play. Others will caution we are sowing the seeds of a dramatic price correction in the future. Given property bears
have been banging on with this message for nearly
two decades – many have stopped listening to the
‘property crash’ rhetoric.

In the Inner West, large renovated
family homes have been the standout performer.

Prospective vendors looking to sell down some or all of
their residential real estate holdings may have to wait
some time before they see prices this strong again.
Then again…

PRESENTING
TO SELL

Agents and stylists have many options, tricks
and clever ways of presenting a property in its
best light – pardon the pun. These styling options
range from the sensible to borderline deceptive.

To avoid buyer’s remorse on settlement day,
identifying the following presentation tricks can
ensure you are not swept up in emotion and
inadvertently overlook pertinent aspects of the property.
Undersized furniture is a developer’s favourite. If and
when the final dwelling design creates small bedrooms or
tight living spaces, appropriately proportioned furniture
will be installed. Unless you can identify undersized
furniture, you may find your standard sized furniture
is too large for your new home, on moving in day.

Awkwardly positioned lights and windows will
probably sparkle on inspection day. Just ask yourself –
how easily will it be to clean the glass panel in the 10 foot
ceiling over the stair case going forward. Whilst you see
sparkling windows and dramatic architecture at the open
inspection, what you don’t know is the owner hired two
extendable ladders and a trapeze artist to clean them.
Inspection times can have a huge bearing on
the presentation of a property. Properties on busy
roads will have strategically set inspection times
during the day, avoiding the peak hour traffic.
Those with east facing gardens will show early in the
morning when the garden is sundrenched. Apartments
with south facing balconies will show in the evening
when the city skyline lights are shining.
Every property has both an optimal and a suboptimal presentation time during a 24 hour window.
As a buyer, inspecting the property at 3 different
times during the day will offer a broad perspective.
How will it look lived in? On inspection day, your
eyes will tell you what is there in the home. Your
observations will tell you what is not there but should
be. It is customary for owners to declutter if not
move out to get the styled look they want. Styling
usually involves hand picked pieces of furniture
that enhance the emotional appeal of the property.

When inspecting a property, take a moment to think
about what items may not be included in the sale
Mirrors, lights & plants can be a mixture of light
enhancement, or a clever diversion. Carefully
placed mirrors can bounce light around an otherwise
dark room, lamps in corners can mask the lack of
natural light whilst pot plants create privacy and
ambience that doesn’t exist once they are removed.
What’s not for sale? Many home buyers have
fallen for a property based on its appeal in totality.
The only problem with this criteria is the designer
furniture won’t be there once the sale settles.
Advice for novice public speakers is to imagine the
audience naked. I am not sure if this is good advice for
those in the public speaking space, but it sure is terrific
advice for home buyers – imagine the home naked.

Understandably, they won’t necessarily cater for the
practical side of life such as storage space for sports
gear, luggage cases and Christmas trees. Removing
selected yet necessary furniture items such as a
coffee table or dressing table can declutter a room for
the inspection. Practically though, you will want and
need those items when you are living in the property.
If you are inspecting a terrace, identify where
the bins live. As you tour a beautifully presented
property, ask yourself, ‘how will it look lived
in?’ and ‘what is not there that should be?’
Scented candles can create pleasant odours. They
can also be used to mask unpleasant odours such as
smelly drains, damp in the walls and moisture in the air.
An owner is well advised to present their property
in the best possible manner. A buyer is equally well
advised to remain circumspect during their search.
When it is all said and done, residential sales
contracts in NSW are caveat emptor – buyer beware.
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