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New business name, a broad range of solutions
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Industry
Headwinds

Operational & economic

Build & operating costs
continue to rise but house
prices remain flat

Buyer affordability and
mortgage interest rates
temper demand

Cost of building finance &
overall margin squeeze

2.

Policy

Planning system — LPA’s not
progressing local plans

Nutrient Neutrality locking
up an estimated 145,000
plots

Building Safety Act -
impact on development
viability, urban and SME
builders

New Homes Quality Board

3.

Government

Upcoming election TBA

No support for housing in
Spring Budget

Competition Markets
Authority



Market data

Housing market is resilient with demand

metrics moving in the right direction

Sales agreed up 9% year on year

58% (7/12) regions of the UK seeing House price
growth

Supply of homes for sale currently 20% higher
than 12 months ago

Average asking price achieved is 96.1% (up from
95.5% in Q4 2023)
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Sales agreed running ahead of March pre-pandemic levels

Sales demand and sales agreed index - rolling monthly — 5yr average =100
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Source: Zoopla Research - Demand is specific, single consumer enquiries regarding homes for sale on Zoopla, sales are homes
sold subject to contract — both measures are on a monthly average on a per estate agency branch basis



House price inflation remains negative in southern England

House price inflation by region and country %yoy
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Still a buyers’ market but sales prices stablising

% of asking price achieved
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House price inflation over last 3 years and 12 months
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The impact of higher interest rates

Buying power with no change in monthly repayments
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Demand for New Build versus Resale

Three factors impacting

demand
1. End of Help to Buy
2. Affordability

3. New Build premium

New Homes

Resale

2022 Q1 2022 Q2 2022 Q3 2022 Q4 2023 Q1 2023 Q2 2023 Q3

Zoopla: New Homes v Resale Demand



20% of population want to buy/sell a home in next 2 years

Profile of the population by intention to buy/sell in next 2 years

Buy/sell next 2
years, 20%

Watching market no
immediate plans to
move, 20%

No plans to move,
60%




FTBs and upsizers key buyer groups — what hooks/motivations?

How today’s would-be buyers (next 2 years) describe their status/requirements

looking for a ‘Location seekers’
particular feature, Jump in households looking
12% to move to a new area over
last year

first-time buyer, 36%

‘Upsizers [ bigger homes’
32% want to move location
i.e. move out of area

move to a different
location, 32%

‘Feature seekers’
12% want to move to another

location to get what they want.

move to a smaller
home, 14% move to a bigger

home, 38%



The value of green credentials of new homes

How important is the energy rating of a property when buying?

44%

25%

25%

4%
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Extremely Very A Low Not a
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Source: Zoopla Research

Resale homes

New homes

1.3%

Don't
know



Three areas where your sales & marketing teams can H

have an immediate impact

Identify Qualify Experience

How to reach in market buyers? Asking the right questions Stand apart from competition



Buyers looking further afield in face of affordability pressures H

% applicants looking >10 miles from where they live today
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Identi

HA area

Limited demaond now.
some for the 2-bed in
HAQ but generally
dispersed.

UBarea

Again some demand
and supply
particularly for the
2-beds but weak and
dispersed.

10 km

W area

Continues to drive -bed
and 2-bed demand.
FBeds in undersupply in
Wi4, W2 and W9. 2-beds in
undersupply in W5 Wi4
and W9. More supply has
hit the market in W2
(Fbed) and W3 (2-beds)
however so there is more
local competition.

TWarea

Limited demand ond
competition in TW8 has
increased for the Fbeds.

Email Leads (New Homesonesule)
Based on email applicant leads

Bedroom Bund

Price Band ONE TWo THREE FOUR
£125,001 - £250,000 3%

£250,001 - £375,000 " 5%

£375001 - £500,000 0% %

£600,001- £700,000 2%

£700001 - £825,000 1

Grand Total 5% 23% 59% 12%

OVER_FIVE Grand Total

3%

2%

37%

37%

2%

100%

New Listings (New Homes+Resale)
Bosed on new instructions on Zoopla

Bedroom Band

Price Band ONE WO THREE FOUR
£125,001- £250,000 3%

£250,001 - £375,000 3% 3%

£375,001- £500,000 4%

£500,001- £700,000

£700.,001 - £825,000 6%
Grand Total 0% kir4 42% 16%

OVER_FIVE Grand Total
3%

%

28%

45%

2% 8%

2% 100%
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Qualify

40%

What needs are being identified by Sales Advisors?

31%

Of callerswere inno
chain eitherFTB’s
(27%) of Investors (4%)

29%

Of callershad an
agreementin principle
for the purchasevalue

Reason for Search Whatelse Location Price Number of Timeframe  Other or cash financein
move duration  have you range beds pluce
viewed?

30%

20%

10%

0%

Source: Zoopla Research Q12024



Experience

Today

47%
converted to
abooked
appointment

P revRow
opon NOBODY'S
HOME
RIGHT NOW
WE'VE JusT
PUT DOWN

FRESH ROOTS

NEW
HOMES
QUALITY
B OARD

Tomorrow

“the uber map is a psychological moonshot, because it does not reduce
the waiting time for a taxi but simply makes waiting 90% less
frustrating”

— Rory Sutherland, Alchemy: The Surprising Power of Ideas That Don't Make
o d TV, ‘4
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Ssummary

Macro challenges
remain stable

e  High interest rates impact
affordability for high LTV
borrowers

e  Geo-political environment

e Inflationary & Income
measures improving

Housebuilders

Motivated buyers exist but the
industry needs to invest & level
up it's experience for buyers

Aim to reach new cohorts of
buyers that are in market today
- 44% demand for New Build
comes from >10 miles

Value of green credentials

Outlook

20% of UK population want to
move in next 24 months

Renting more expensive than
buying in many markets -
Scotland, Wales, Northern
England & Midlands

Buyers unwilling to compromise



The leading software, data & insight business in
residential property

Alex Rose
alex.rose@zoopla.co.uk

linkedin.com/in/alexjrose/

Houseful
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