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Agenda

The clock s ticking...

20 64 21 19
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General Election this presentation




Following a stop/start 2023, people appear keen to

“get on withit"” in 2024
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of people planning to
move home say the
election will not affect
their plans



Looking at previous elections, Sold Subject to
Contract (SSTCs) numbers have continued on trend
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The rental market does not appear to be significantly
influenced by an election runup

YoY change in rental unique demand
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The sales market




Time on market has been expanding (33 days in 2022
vs 64 days now) and so too have price reductions

Percentage of properties reduced
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Looking at 5 years’ worth of data the benefit of not
needing to reduce the priceis clear

Non-reduced properties:

Are 1.35 times more Half as likely to fall
A likely to be marked SSTC y through
\ 4 take 1/3 the amount of \ 4 Almost half as likely to

time to sell be lost to a competitor

But if you need to reduce, what works best?
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The majority of agents are waiting many weeks to

reduce

Listings reduced split by timing of reduction
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The additional time waiting to reduce increases the
overall time to sell e e o

properties reduced

after 8 weeks vs 79

Time on market split by timing of reduction days for the "2-4
weeks"” group
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Almost 30% of reduced listings are reduced more
than once; thereis an impact on time on market...
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The size of the reductionis correlated with the
likelihood of selling Sales rate

increased by
15% from
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Demand is a strong indicator of whether a property
will need a reduction

Reduction rate split by day first email received
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Pricing competitively and not having to reduceis
key, but, where needed, the stats support decisive

action

If a reduction is necessary:

Track timing

Do it as early Make it

Do it once of email

demand

as possible meaningful




Therental
market




The mismatch between rental supply and demand is
significant, but the story has been changing

May 2024 vs May 2019 vs May 2023

Rental demand

Rental supply

Advertised rents
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These changing dynamics have impacted the speed
at which the market is moving
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With time on market increasing in the rental market
we are seeing the number of reductions increasing

Percentage of properties reduced
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Properties that need to be reduced take significantly
longer to let; multiple reductions add further time

Almost four
times aslong
80 tolet

Time on market split by number of reductions
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Needing to reduce the listing also increases the
likelihood it will be lost to a competitor
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The majority of reductions happen between 2-4
weeks after listing, though many happen later

Reduction rate split by timing of first reduction
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The longer the wait to reduce, the longer the wait to
go “let agreed”

Time on market split by days until first reduction
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Waiting to reduce also increases the likelihood of
losing the instruction

Lost instruction rate split by days until first reduction
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The size of reductions on rental properties increases
as time goes on (and voids become more likely)...

Average size of reduction, by days until first reduction (2019 - 2023)
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The speed at which demand is received is a strong
indicator of how long it will take to let

Time on market split by day first email received
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It is better to not have to reduce, but if areductionis
necessary, the stats support decisive action

If a reduction is needed:

Track timing
of email
demand

Do it as early Make it

, Do it once .
as possible meaningful

Sales

Track timing
of email
demand

You may be
Do it once } able to reduce
by less

Do it as early

as possible




There are reports tools and services designed to help
generate time savings

New Best Price Rightmove Plus
Guide Reports

Lead to Keys

i Q



Thank you!

Look out for a French bulldog!
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