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'Close to 87% of
property sales in
the 12 months to
May 11 were
units.”
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Your property is unigue. It has individual features and benefits that will
influence the value of it in ways that overall statistics and median
prices can't accurately predict. In the same way, general news reports
of what is happening overall in the Australian property market are not
necessarily relevant to your property and the local area.

Understanding exactly what’s happening in your suburb and the
surrounding areas can help you understand the value of your
property.

The first thing to consider is the size of the market; how many
properties were sold in the past year? From this we can gauge if there
is a lot of competition for buyers or if there is very little — both
situations have their strengths and weaknesses and will influence the
value.

Of course, particular markets can change and sometimes rapidly.
Other areas don’t have the opportunity for significant change because
of existing town planning requirements, geographic features or market
appeal issues.

YrEnd May 11 House & Unit Turnover
Houses Units

Sales Value Avg Price Sales Value Avg Price

693,179

$170.9M

Source: Australian Froperty Monvtors. Figures have basn fltered to exclude developar salss and any related party ransactions.



With only 56 sales on
average per annum, this
IS a niche market place.



Varket Turnover

The graph below shows the number of sales by quarter for the last few years. The red dotted line shows the
average turmnmover per quarter during the calendar year.

It is important to understand the turnover rate and the seasonal influences of your area when looking to buy
or sell property.
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'Inthe 12 months to May 11, there
was approximately $2710 million
worth of properties sold in the
market place'
Source: Austalian Froperty Monitors. Fauras have hesn filterad to excluas developsar salas and any ralated party transactions,



Ray White is Australia’s most
searched real estate brand
on Google

Yet another reason why we're
the leading real estate group

Based on independent research using Google Insights




Crice Watch
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The next thing to consider is the split of properties in your local area — looking at what different
price bands properties were sold in and how many properties were sold in each price band.

In each market place there will be distinct segments and cne or more will have significant
turnover in their own right. This is another factor which will further influence the value of your
property.

The graph above shows the number of house and unit sales that have been made in each
calendar year broken up into price brackets.

Source: Australian Froperty Monitors, Faures have basn fltered to exclude develonsr salas and any related party transactions.



Did you Know"?

Approximately 54% of families in the
region ean less than $2000 per week.




Population Stats

Population by Age and Sex
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Population by Income and Family
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Source. Australian Bureaw of Statistics, Census 2006.



Dwelling Structures

Dwellings by Structure Type

% of Dwellings

House

Unit

Semi detached

Other

Not stated

Grand Total

10.86%

84.10%

0.88%

4.36%

0.00%

100.00%

) Structure Types
Dwell
Welings B Houss
B Unit
328 B Semi detached
W Other
W Not stated
2,687
27
134
0

'Only 11% of properties in
the area are houses®

Source. Australian Bureaw of Statistics, Census 2006.



Tenure lypes

Dwellings by Tenure Type

:e';j\;} l\ﬁ:d Dwellings % of Dwellings
M Being purchased
B Rented Fully owned 430 13.98%

B Tenure type not stated
W Other tenure type

Being purchased 520 16.91%
Rented 1,880 61.12%
Tenure type not stated 238 T7.74%
Other tenure type el 0.26%
Grand Total 3,076 100.00%

"It is critical to understand who is likely to be
looking to buy properties in your area."

Is it investors who will be looking to rent the property out?
Or is it a family looking for a long term home"?

Source. Australian Bureaw of Statistics, Census 2006.



REVAN )
opens his
first office
in the rural
township of
Crows Nest

Ray moves
with his family
to Brisbane,
and opens
his first city
business

Alan White
joins the
business,
the first
member
of the 2nd
generation
to do so

Brian White
joins the

business, the

first member
of the 3rd

generation to

do so

The second
REVAN )
office is
opened in
Chermside,
Brisbane

Ray White at

The tenth
office is
opened,
signalling
Ray White
was now
a genuine
network

REVAN )
becomes
affiliated with
Richard Ellis

Ray White
achieves
its first
AUD$100M
year

Ray White
joins the
ERA
interna-
tional
network

a glance

> Began in 1902 in Crows Nest Queensland. Today's network
consists of amost 1,000 individually owned and operated
offices.

> Employing over 5,000 sales agents and 10,000 real estate
professionals in total.

> Ray White is already the largest real estate group in
Australasia with annual turnover now exceeding $30 billion
AUD.

> Manages over 200,000 rental properties across Australasia

and helped 25,000 tenants move last year. Ray White

Property Management supports over 500 physical locations
through a combination of online training, mentorship
programs and software systems.
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Ray White Ray White The White Ray White Ray White Ray White Ray White Rural Ray White
achieves expands into family opens its expands expands is established, expands into
its first New South expands the 100th office into South into Western reconnecting New Zealand
AUDS$100M Wales and Richard Ellis Australia Australia Ray White’s
month Victoria business into roots back to the
New Zealand rural sectors of
Australia

> |Loan Market consists of around 500 mortgage brokers
and staff across every state in Australia and in New Zealand;
securing in excess of AUD$600 million per year in home
finance.

> Ray White Insurance was created in 1998 to provide
competitive policies for homebuyers and vendors.

> raywhite.com is the largest independent interet site in
Australasia, exceeding 420,000 visitors each month.

> Ray White Concierge is a complimentary service for vendors
and purchasers which facilitates settling in more quickly, more
easily, with greater support and with a minimum of fuss.

> Ray White Commercial sales exceeded 1billion AUD in the
last 12 months.
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