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Like me, are you confused about the amount of property 
on the market at the moment? It’s very easy to be.  

Whenever I am speaking with one of our members about 
what they are seeing at the moment, with the exception 
perhaps of those in Adelaide, they tell me that it is 
extremely tight for listings. This is backed up by media 
headlines such as “low stock driving up house prices”.  
But when we look at the total amount of property we 
have listed for sale, we find that we have more than we 
had this time last year. So, what is the truth?

Our Listings Data Report, prepared every month by our 
data analyst Will Clark reconciles both of these realities. 
The report supports the anecdotal position that the 
amount of new listings (that is, a listing that has come 
to market in the last 30 days) coming onto the market 
has fallen materially in most markets over the past year.  
The year on year comparison of new listings in the 2023 
April quarter versus the 2022 April quarter shows falls of 
up to 25 per cent in Sydney and Melbourne, with Adelaide 
the only capital showing growth.

Will’s report also confirms that the total listings on the 
market has increased compared with a year ago. The year 
on year comparison of total listings in the 2023 April 
quarter versus the 2022 April quarter shows an increase 
of up to 15 per cent. A lot of these listings aren’t being 
actively marketed.  

It seems that despite the very strong sales results being 
obtained in the market at the moment, the majority of 
those sellers that came to market earlier this year, or even 
in late 2022, but did not sell and still have their property 
listed quietly for sale, are waiting for better offers.  
A year ago, just 27 per cent of our listings had been on 
the market for more than 90 days. Presently, it is nearly  
43 per cent. Though we have seen some sellers in this 
category successfully re-fresh their sale campaign by 

taking their property back to auction, the majority  

have not.  

But what about longer term trends and insights?  
It’s dangerous to simply compare current market data with 
data that covers activity that occurred in the 12 months 
prior to the 2022 interest rate rises. The market run from 
mid 2021 to early 2022 should probably be confined as 
an outlier. So how then does what we are seeing now in 
regards to new listings, and total listings, compare to what 
occurred over the past 10 years?

Well, whilst we are experiencing a drop in new listings in 
2023 compared to 2021, 2023 is still a strong year for 
new listings compared to any other year in the past 10 
years. But as for total listings on the market, whilst it is 
currently higher than the last few years, it is well below 
the 10 year average.   

Hence the opportunity for confusion! The trend for 
new listings and total listings have moved in opposite 
directions in the past year. And whilst these trends may 
be true for the recent year or so, the trend is the opposite 
if you take a 10 year view.  

What is not confusing is the auction data at the moment. 
We are currently experiencing very high auction bidder 
numbers and clearance rates right across our network. 
The recent auction by the team at Ray White Parramatta 
of a home in Northmead had 35 registered bidders, and is 
a great example of the buyer competition being created. 
The opportunity is there for sellers that have been on 
the market for some time to reactivate their marketing 
campaign to take advantage of what we are seeing now.  

Dan White 
Managing Director 
Ray White Group

A  M E S S A G E  F R O M  O U R 
M A N A G I N G  D I R E C T O R
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After rising by 1.8 per cent since the start of the year, 
Australian house price growth took a breather, declining 
slightly by 0.2 per cent. The stabilisation wasn’t completely 
unexpected. The drivers of price growth are still in place - 
there’s a shortage of stock, population growth continues 
to accelerate and construction problems continue.  
But at the same time, we’ve had 11 interest rate rises and 
many people are coming to the end of their fixed loans.  
We’re in recovery but it’s likely to be stop/start for quite 
some time. 

Although price growth has started, we’re yet to see a 
pick up in properties for sale. Ideally we’ll start to see 
more sellers enter the market over coming months. While 
winter is not generally a strong selling season, it’s likely 
that by spring, we’ll be back to more normal levels of 
stock availability. This is particularly the case given that 
prices are likely to be back to where they were at the 
2022 peak by the second half of the year.

In this month’s Ray White Now, we take a look at where 
homes are starting to sell more quickly. Days on market 
remain historically low but have increased significantly 
from where they were 12 months ago. 

For our commercial section, we look at how the market 
has been faring for properties priced under $2 million.  
For first time commercial property buyers, this is usually 
the entry point. As interest rates have risen however, 
we’ve begun to see less activity at this price point. 

We hope you enjoy reading this month’s Ray White Now.

Nerida Conisbee 
Chief Economist 
Ray White Group 

T H I S  M O N T H  I N 
R AY  W H I T E  N O W
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Cover: 18 Etna Street, Isle Of Capri, Gold Coast proudly marketed by Rebecca Moffrey of Ray White Burleigh Group.4
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A S  T H E  M A R K E T  R E C O V E R S ,  
T H I S  I S  W H E R E  H O M E S  A R E 
S E L L I N G  Q U I C K E R
Nerida Conisbee | Chief Economist, Ray White Group

There are fewer properties coming to market but the ones that are have been taking longer to sell. Days on market hit 
an historical low in June last year, hitting an average of 22 days. Since then, this has risen to 31 days. With price growth 
back on the move, it’s however likely that this will start to soon decline again. In the meantime, there are many suburbs 
that have homes already selling a lot quicker than last year.

In Sydney, the suburbs that are selling a lot faster than last year are neighbouring suburbs Blakehurst and Penshurst  
in the south. Not surprisingly, the faster speed in which these suburbs are selling has also led to price growth.  
Blakehurst’s median is up 15 per cent since last year, while Penshurst is up 1.7 per cent. 

In Melbourne, the premium beachside suburb of Albert Park is now selling 35 days quicker than it was at the same 
time last year. Prices are only marginally higher than last year, however are likely to continue to see increases in 2023. 

Image: 251 Marmion Street, Cottesloe proudly marketed by Deborah Brady of Ray White - Cottesloe | Mosman Park6



Queensland is topping the country for population growth and it’s Brisbane’s more affordable suburbs that are selling 
quickest as a result. Ipswich has a median of $510,000 and homes are selling 14 days quicker than last year. 

It was hard to sell homes in Strathnairn in Canberra 12 months ago but that has dramatically turned around. It’s still 
taking 48 days on average but it’s a lot quicker than the three months last year. Houses in Coombs and Throsby are 
also selling a lot quicker. 

Adelaide house prices are almost back to where they were at the peak last year and two premium suburbs are now 
selling a lot quicker already. Walkerville and Unley are selling more than three days quicker than last year. Plympton is 
slightly more affordable and homes are selling 22 days quicker. 

Similarly to Adelaide, Perth’s median price will be back to where it was at the 2022 peak in the next couple of months. 
The two suburbs that are now selling a lot quicker are very affordable. Midvale and Hillman have medians well below 
$400,000. 

Darwin was the first city to hit its 2022 peak after having experienced a very mild downturn. Houses in Woodroffe are 
now selling 32 days quicker than last year, while Rapid Creek houses are selling 18 days quicker. 

Finally, in Hobart, there are no suburbs that are selling faster than this year compared to last. However with price 
growth again occurring in this city, homes will start to sell a lot quicker for the remainder of the year. 
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During the COVID-19 period, we saw an influx of new 
buyers enter the commercial market arena. Low interest 
rates, rising residential prices and uncertainties in the stock 
market made commercial property an interesting prospect 
for diversifying investors. Commercial investments 
vary in price considerably, and for new entrants the 
affordability of these properties with solid rental returns 
were quickly realised, causing a large uptick in investment 
activity. However, as interest rates started their upward 
movement last year, we were quick to see many buyers, 
in particular mum and dad investors and first time buyers, 
exit the market, leaving more experienced buyers behind.

This has had a significant impact on volumes with results 
from Q1 2023 highlighting a 60.8 per cent decline in 
asset sales in the sub-$2 million price point compared 
with the same period in 2022. Q1 2022, however, was 
the peak of activity, with this period recording $3.06 
billion in sales up from Q1 2021, where activity started 
to ramp up as interest rates bottomed out, recording 
$2.64 billion in the quarter. 2021 overall was a busy year 

for this smaller investment class as buyers flocked from 
across the country, eager to pursue assets regardless of 
borders with income growth potential in particular in the 
industrial market.  

Vanessa Rader | Head of Research, Ray White Group

S U B - $ 2  M I L L I O N  A S S E T  C L A S S  
A C T I V I T Y  H A S  S L O W E D ,  I N  L I N E  
W I T H  I N T E R E S T  R A T E  M O V E M E N T S
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For the first quarter this year, there has been $1.99 billion 
in commercial sales completed in the sub-$2 million price 
range. While this is down on the prior two years, it still 
represents close to 2,000 transactions across the country. 
New South Wales remains the most active asset class to 
invest in, with both volume and number of sales ahead of 
Victoria. These two states have always been the premier 
market for small investors, with Queensland coming in 
next. However this year there’s been some change, as 
activity in South Australia has taken out third position for 
the first time ever, off the back of increases in the medical 
and childcare space. Queensland garnered good results 
over the past few years as buyers looked to the sunshine 
state due to its strong interstate migration and limited 
lockdowns keeping businesses open, compared with the 
southern eastern states.  

This was similar for Western Australia. During the past  
two years, this market recorded a strong increase in 
activity - notably from interstate buyers speculating in the 
robust economy of Western Australia despite stringent 
border controls. 

However, the affordability which was discovered during 
these last few years in markets such as South Australia, 
Tasmania and ACT, has grown enquiry levels and, as a 
result, activity in these markets remain elevated compared 
to pre-COVID-19 results.
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Buyers continue to actively seek out industrial assets in the current environment given the high occupancy and strong 
gains in rental growth over the past couple of years. Owner occupiers also are active in this segment of the market - 
small businesses looking to shelter from the uncertainties in accommodation costs, purchasing via their SMSF keeping 
activity levels up despite the growing interest rate environment. Industrial continues to be the most active asset class 
to invest in, it has represented approximately 44 per cent of the total turnover for the last three years and remains the 
number one choice for buyers at this smaller price point. Office and retail historically have been attractive investments, 
smaller strata office suites or retail space, and freehold strip retail dominating this price range. With changing retail 
conditions and working from home hampering the broader office market, activity has softened a little for these assets 
with many buyers more selective and the reduced urgency in the marketplace pressuring price.  

The sectors of the market which have grown over the last few years and continue to be in demand are various 
alternative assets, these are income generating investments with long, quality leases in place often referred to as “set 
and forget”. Service  station activity has been overtaken by the demand for childcare and medical facilities while fast 
food also remains an investor favourite. The hotel and tourism sector has also had a busy few years, while there are 
limited opportunities in this price point; regional motels and pubs have seen an uptick in activity, and similarly, caravan 
park properties.  

One of the major changes we’ve seen in results this quarter compared to the same period in 2022 and 2021 is the 
reduction in activity in regional markets. The rush to purchase over the last few years saw many buyers move up the 
risk curve to secure an asset as competition grew, often looking not just interstate but to regional markets where 
affordability was greater.  This trend has declined with those buyers in the market at the moment being more thoughtful 
and selective with their investment purchase which is likely a trend to remain for the medium term.
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W H Y  S E L L  N O W ?
Bianca Denham | Head of Performance and Recognition, Ray White Group

April is always a quieter month in real estate and this 
year was no different. Juggling school holidays, Easter 
and Anzac Day long weekends meant we only saw 20 
working days in Australia. These factors have possibly 
contributed to the drop in new listings coming to market, 
with the nation’s focus being pulled to other priorities.  
Overall we’re sitting at approximately 17 per cent fewer 
new listings compared to the same period last year.  
Buyers are expressing a frustration around availability 
of suitable properties; this could create a fantastic 
opportunity for anyone thinking of coming to market in 
the current climate. 

But what about the time of the year?

Some people feel winter is not the ideal time to place 
your property on the market, however the cooler months 
allow the opportunity to showcase some of your home’s 
features that you may not have considered. Here are 
some tips for you to make your home feel welcoming if 
you are selling during the cooler months.

Light it up

Ensure all of your light fittings are clean and in good 
working order. Especially with mid-week twilight open 
inspections, having your home brightly lit will showcase 
the interior features as buyers make their way into  
the property.

Warm it up

Heating should be on and fireplaces lit. Showing how 
cosy your property is at a cooler time of the year, can 
really make a house feel like a home. Let the sunshine in. 

Especially if you have north facing windows, open up the 
curtains and blinds and let the warming winter sun show 
your property’s year-round versatility.

Outdoor spaces

Do you have an outdoor heater or fire pit? Get those 
stoked up and highlight the adaptability of your outdoor 
spaces in both warm and cool seasons.

The way to the heart is through the stomach. Having 
cookies or bread baking in the home as buyers pass 
through can make the experience even more enticing. If 
you’re not a native cook, you can buy the frozen variety, 
it will do the job just as well.

Keep it clean

Wet outdoor areas can create havoc as people transition 
from outdoor to indoor spaces. Make sure you have new, 
clean doormats, both indoors and out. You can consider 
asking people to remove their shoes as they move from 
outdoors to indoors to keep your floors clean and tidy.

Seasonality aside, the persistent shortage of new housing, 
rental properties and increased migration are putting 
significant demand on the second-hand housing market. 
Buyers don’t choose to buy because the daffodils are in 
bloom, they’re driven by factors much more meaningful 
than that. There is high demand and low supply; now 
could be a fantastic time to sell your property.
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The Reserve Bank of Australia (RBA) this month announced the cash rate moved up 0.25 basis points to 3.85 per cent. This 
follows the release of inflationary data that showed annual inflation had cooled slightly in the March quarter (7 per cent) 
compared to the December quarter (7.8 per cent). While many homeowners across the country have been impacted by the 
changing cash rate, has it impacted other loans, such as a car loan? The answer is - it depends.

How does the cash rate impact car and personal loans?

The cash rate is the rate charged for banks and lenders to borrow and lend cash from one another overnight. This is then 
used as a benchmark for lenders to charge for interest rates on their own products, including home, personal and car loans 
as well as savings accounts. This means that as the cash rate increases, often the interest rates set by the banks and lenders 
also increase across their products.

Will I need to pay more for my car or personal loan?

If you already have a car or personal loan, you’ll only notice a difference if you have a variable rate. When the cash rate 
increases, it’s likely your lender will also increase its interest rates meaning your repayments will increase. If you’re on a fixed 
rate, your repayments will not change until your fixed-rate period ends. If you’re considering taking out a personal or car loan, 
the increased interest rates across the board mean it’s important to compare lenders to find the right product that offers a 
competitive rate. If you have a home loan and have grown your equity, you may be able to refinance to access the funds you 
need to purchase a new car. A broker can have a look at your situation and recommend a strategy or shortlist of products 
that are right for you.

Andrew Thompson | National Director, Loan Market Group

C A S H  R A T E  R I S E S  A G A I N :  
D O E S  I T  I M P A C T  C A R  A N D 
P E R S O N A L  L O A N S  T O O ?

Image: 34 Mullens Street proudly marketed by Matt Lancashire of Ray White New Farm.12



The information provided in this article is on the understanding that it is for illustrative and discussion purposes only. Whilst all care and attention is taken 
in its preparation any party seeking to rely on its content or otherwise should make their own enquiries and research to ensure its relevance to your specific 
personal and business requirements and circumstances. Terms, conditions, fees and charges may apply. Normal lending criteria apply. Rates subject to change.  
Approved applicants only.

What can I do if my repayments increase?

Increasing repayments can put strain on your household budget, but there are steps you can take to see if you can limit the 
impact. Some options to consider include:

•	 Extra repayments - check if your loan allows for repayments above the required amount. This can bring down the 
principal faster and reduce the total amount of interest you pay.

•	 Negotiate - if it’s been a while since you negotiated with your lender, or your circumstances have changed (such as your 
credit score has improved), you may be able to negotiate a lower interest rate on your current loan. A broker can do this 
on your behalf.

•	 Refinance - if your lender won’t offer a lower rate, a broker can compare your loan to others on the market to see if you 
could be better off elsewhere. If another loan better suits your situation and/or has a better interest rate, your broker can 
arrange for your loan to be refinanced to the new lender you choose.

What can I do if my fixed rate is due to expire?

If your fixed rate is due to expire in the coming months, it’s a good idea to speak to your broker to compare the variable rate 
it will roll into to other products on the market. This is because the variable rate may not be the most competitive and the 
loan may not be ideally structured for your goals. 
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Ray White’s first auction house, ‘The Shed’ Crows Nest, Queensland.

A B O U T  R AY  W H I T E
Ray White is a fourth generation family owned and led business. It was established in 1902 in the small Queensland 
country town of Crows Nest, and has grown into Australasia’s most successful real estate business, with more than 930 
franchised offices across Australia, New Zealand, Indonesia and Hong Kong. 

Ray White today spans residential, commercial and rural property as well as marine and other specialist businesses.  
Now more than ever, the depth of experience and the breadth of Australasia’s largest real estate group brings unrivalled 
value to our customers. A group that has thrived through many periods of volatility, and one that will provide the strongest 
level of support to enable its customers make the best real estate decisions.
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