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The Real Estate Industry in India stands
resilient presenting a promising growth
frajectory for 2024 amidst the globall
economic uncertainties. Real estate as

an asset class has convinced investors
across the Globe with growing confidence
driven by government initiatives, improved
fransparency, and accountability. Today
foreign institutional investors continue to
remain the largest conftributors at 63% share
of total investments. Equity route confinues
to dominate in real estate at 81% share

of total investments. The government’s
pragmatic policies, legislation and fiscal
SOPs have virtually boosted the overall
demand for real estate.

Over the last few years, luxury living has
taken on new dimensions, with investors
from across the globe demanding a fine
blend of opulence and avant-garde
amenities. This isn'f just a shift in aspirations
among our populace, but a testament
fo India’s emergence as a global hub for
upscale real estate investments. The real
estate landscape witnhessed a notable
shift fowards luxury housing, signifying a
nuanced change in buyer preferences.
The sale of luxury homes during Q1

'23 witnessed an annual increase of
approximately 151% with spike in industry
frends.

From affordable housing to luxury category, the
preferences have undergone a fotal fransformation over
the years. India’s luxury housing market has experienced
a significant fransformation, reshaping the way we
perceive luxurious living foday. The new definition of
luxury is integrating smart homes and sustainability

with a blend of community-focused designs. Today,
homebuyers seek more than just a residence, they desire
an integrated lifestyle that encompasses amenities
addressing the future needs of family wellness. With the
rise in disposable income, COVID-19 intferlude, and work
from home (WFH), homebuyers are looking for spacious
homes. This has significantly increased demand for
bigger and luxury homes across the country. Yet another
perceptible shift in frends noticed is the shift from renting
to homeownership. The realisation of the importance of
owning a home, coupled with the favourable buying
environment will continue to drive a strong homebuying
sentiment.

FICCI - Anarock Homebuyer Sentiment Survey is timely
and relevant in foday’s context and it has done

a yeoman service in guiding property developers
through the perception of homebuyers in the fast-
changing market scenario. As the objective of the
survey is to provide all stakeholders a deeper insight

intfo the residential market scenario from a consumer’s
perspective, it assumes greater importance from the
developer’s point of view. As we move forward, the
future of luxury housing in India is being crafted by a
fusion of technology, environmental awareness, and a
sense of community—an embodiment of the evolving
preferences of today’s discerning homebuyers. | am
confident the findings of the report would be most useful
not only for realtors, but also for consumers, government,
research & academic institutes, and the industry. The
ideas and deliberations arising out of this report would go
a long way in reflecting on the way forward.
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Amidst unprecedented global
uncertainties beginning early 2023,
the Indian real estate sector not

only weathered the storm but has
emerged as a beacon of resilience
and adaptability during the year.

On annual basis, housing prices rose
between 10% to 24% across the top 7
cities, primarily due to increased input

costs and strong demand. Interestingly,

despite price rise we saw a significant
jump in housing sales and new
launches. As per ANAROCK Research,
2023 saw all-fime high housing sales
of nearly 4.77 lakh units across the

top 7 cities, 31% more than 2022, thus
creating a new peak in 2023.

Meanwhile, amidst this strong demand,

several developers had a healthy
pipeline of new project launches
during the year across the top 7 cities.
Nearly 4.46 lakh units have been
launched in the year across the top 7
cities as against nearly 3.58 lakh units in
2022, thus seeing 25% yearly jump.

Amid this sfrong growth momentum,
we fried to gauge the mood of the
prospective homebuyers and analyse
their preferences in the changing
scenario. While few preferences have
altered in the new-normal scenario,
there are few that remain unchanged
in contrast fo early COVID-19 period.
For instance, demand for bigger

ANAROCK

VALUES OVER VALUE

homes remains strong even now despite rising prices
with nearly 50% respondents preferring to buy a
3BHK home, followed by 38% for 2BHK.

Notably, some trend reversals are also seen to be
happening. Investors are once again returning to
the market. As seen, over 36% respondents in H2
2023 are looking to buy property from an investment
perspective as against 26% respondents back in the
COVID-19 period (H2 2020). Likewise, demand for
ready properties has shrunk considerably and stands
at the lowest end of the preference chart. As of

H2 2023, the ratio of ready homes to new launches
stands at 23:24. This indicates a complete trend
reversal compared to H1 2020, when the ratio was
46:18.

Further, luxury homes are gaining further momentum.
According to the survey, even while the budget
range of INR 45 lakh to INR 90 lakh remained the
most preferred budget for over 33% of prospective
homebuyers, premium and luxury homes are gaining
significant fraction. At least 46% respondents now
prefer to buy homes priced >INR 90 lakh.

Notably, at least 75% property seekers prefer to have
balconies at home so as to get the feel of more
open spaces within a home. Another 74% want
homes of superior construction quality. Interestingly,
31% prospective buyers still feel the need for a small
office space or a separate study room in their new
home. The hybrid work model is the key reason for
this demand.Besides these, we also intercepted
several other interesting frends and | sincerely hope
you enjoy reading these in the survey.

SURVEY
METHODOLOGY

ANAROCK Consumer Sentiment Survey is an attempt to gauge homebuyers’
preferences in the prevailing scenario, invariably leading fo emergence of
significant trends in the Indian residential real estate industry. ‘

The main aim of the survey is to provide all stakeholders — consumers, developers,
investors, sellers, and owners including local and expatriates — deeper insights
into the Indian property market purely from a consumers perspective. This survey
was conducted by ANAROCK Research between Jul to' Dec (2023). The online
survey saw nearly 5,510 participants responding to it via different digital sources
including email campaign, web link and messages.

The sample was carefully selected so that it would give a relatively fair
representation of the overall population demographics in terms of geographical
distribution, gender, and age. Thereafter, the answers collected were analysed
in-house and data was correlated to the present economic conditions. The
views expressed in the report are completely unbiased.

Respondents Cities




6 ANAROCK - HOMEBUYER SENTIMENT SURVEY - 10™ edition | H2-2023

DEMOGRAPHIC
PROFILING

oot B P i R
Fagrd 't 1 R R
) ATty S 17 SRR y
f | 35 ',: £ “; ¥ y
‘ Ao b -'E “;f.’% ; ender
{ ) ( ;
” - -

Typology
" MALE | FEMALE

50%

Annuadl
Family Income

INR 10 Lakh

Between
INR 16 Lakh = INR 20 Lakh

Between
INR 11 Lakh = INR 15 Lakh

Between
INR 21 Lakh - INR 25 Lakh Above

- Between INR 35 Lakh

INR 26 Lakh - INR 35 Lakh
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BEST ASSET CLASS BEST ASSET CLASS FOR INVESTMENT
FOR INVESTMENT 70%

As per the current 60%
situation, which is the best 50%
Asset Class for investment ? 40%
30% —29%
20%
10% -~
Real estate is the most preferred asset class for investment for i — 6%
over 57% respondents, down 3% against previous survey. Pre-COVID HI1-2020  H22020  H1-2021  H2-2021  H1-2022 H2-2022 H1-2023  H2-2023

(1" Wave) (Unlock post (2" Wave)

COVID

Real estate as the best asset class option has seen a 3% decline compared to 19 Wave)

the previous survey. Over 57% respondents now consider real estate as the best
investment option, followed by the stock market which is favoured by 29% in the
current situation. Real Estate Fixed Deposit Stock Market

In contrast, preference for gold withessed a meagre rise, although ranking
at the bottom of respondents’ investment options despite the surging gold
rates. Currently, only 6% respondents view gold as their preferred choice for
investment.

Notably, sentiments towards Fixed Deposits (FDs) have experienced a positive
boost in the wake of rising interest rates by banks. Over the past two years, FDs
as an asset class have witnessed a noteworthy surge in preference among
respondents, with 8% of them now favouring FDs.

The current interest rates for FDs go as high as 7% or even more depending
on banks, senior citizen, tenure etc. This is the key reason that has influenced
investors and contributed to the growing appeal of FDs as a reliable and safe . .
investment option. R T o ! =
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FUTURE PLANS FOR
THEIR INVESTMENTS

When we asked investors
about their future plans / goals
for their investment — those
who chose other asset classes
(40%) over real estate?

Real estate has emerged as a major
component of most investors’ portfolio and

is indeed crucial for portfolio diversification.
According to the recent survey results, a
noteworthy trend among investors is that a
significant portion (31%) of respondents who
currently allocate their capital into diverse
assets ulfimately find themselves drawn to Real
Estate. As they amass capital gains from other
investment options, the alluring prospect of
acquiring a property becomes an appealing
option, offering long-term stability and growth.

The second most significant reason for investing;
as indicated by 25% of respondents, is to use
the capital gains to start a business in the
future. Following closely behind, 17% of the
respondents are driven by the objective of
saving for retirement while 15% have prioritized
building an emergency fund. Additionally, 12%
respondents allocate their investment gains
towards fulfilling their dream vacation. These
results demonstrate the varied financial goals
and aspirations of investors, highlighting the
importance of tailor-made investment strategies
to achieve their objectives. '

~ 58% Millennials & 39%
Generation-X respondents intend

to utilize their investment gains for
purchasing a home in the future.

®)

31%
Buying a Home

12%
Vacation -

25%

Starting
a Business

- 15%

Emergency
Fund

17%

Retfirement

GENERATIONAL GAP IN INVESTORS PRIORITIES

7

”‘ Generation Z

~

I—
: 36%
‘ .
T 5%
. ™ Millennials
/ g
i / N
3%

'//'
: " 10%
.8 &

Generation X

Y ——
3%
22%

% Baby Boomers

2%

\
45%
3%

Buying a Home Vacation @ Starting a Business
Emergency Fund Retirement

8
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END-USE
OR INVESTMENT

The Indian residential market continues to be
predominantly driven by end-users, with 64%
survey participants buying properties for self-
use. This trend is expected to continue in 2024
as well because homeownership provides
immense satisfaction and security, especially
during uncertain times and exigencies.

That said, there has been a notable shift lately
with investors again coming forward to take
the plunge in real estate. When compared

to the H2 2022 survey, there has been a 7%
increase in the proportion of parficipants

who are buying a property from investment
perspective rather than for self-use. At present,
a significant 36% of the prospective buyers aim
to purchase a property from an investment
perspective. This change underscores the
growing trend of viewing real estate as a
profitable investment avenue, attracting
individuals seeking to leverage the potential
returns offered by the property market. More
so, the large influx of new supply by the large
and listed developers has once again boosted
the confidence of investors.

Interestingly, over 86% of investors are looking
to invest in peripheral and suburban areas

while majority end-users’ favourable budget
range is between INR 45 lakh to INR 90 lakh.

Over 86% of investors are

looking to invest in peripheral

or suburban areas.

END USE VS INVESTMENT

100%
90%
80%
70%
60%
50%
40%
30%
20%
10%

0%
Pre-COVID  H1-2020 H2-2020 H1-2021 H2-2021 H1-2022 H2-2022 H1-2023 H2-2023
(1" Wave) (Unlock (25
post COVID  Wave)
1s' Wave)

b B End-use Investment
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PREFERRED STAGE
OF CONSTRUCTION
Wk stage of properly

would you prefere

Demand for ready homes is seen to be on a decline and
stands at the lowest end of the preference chart. There has
been a noticeable shift between ready properties and new
launches across various cities. As of H2 2023, the ratio of
ready homes to new launches stands at 23:24. This indicates a
complete trend reversal compared to H1 2020, when the ratio
was 46:18.

One primary reason behind this shift is the increased supply
of new projects from large and listed developers. These
established developers have garnered higher confidence
among prospective homebuyers due to their reputation for
timely project delivery. In the past, new launches were mostly
dominated by smaller players, leading to numerous delays

in project completion, which eroded buyer confidence.
Consequently, buyers favoured ready homes.

Presently, the scenario has changed. With reputable and well-
known developers entering the market, their new projects are
witnessing remarkable growth in housing sales. This renewed
trust in the capabilities of established developers has led

to a greater interest in new launches, narrowing down the
preference gap between ready homes and new projects in
the real estate market.

~ Ratio of ready homes to new
launches in H2 2023 is 23:24
. against 32:24 in H2 2021.
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CONSTRUCTION STAGE PREFERENCE AMONG HOME BUYERS

100%

N P X X X X 50
90% N i X 2 3
80% ¢ §
()
R X
70% g o R oﬂ' = 5 30 o
S [00] N N 0 o N
60% 0 = = = 2
- ©
50% X < - - o -
. 9 > X X g R X
0% N o % IV N ~
30%
20% © o N
2 © 3 fr\) [00]
10% X K ~N N ~ N
3 5 N
0%

26%

27%

23%

Pre-COVID  H1-2020 H2-2020 H1-2021 H2-2021 H1-2022 H2-2022 H1-2023

(1" Wave) (Unlock (228
post COVID  Wave)
1" Wave)
I New launch property Ready to move-in

To be ready within 6 months [l To be ready within a year

H2-2023
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s 3 BUDGET PREFERENCE AMONG HOME BUYERS
100% 3% 3% 4% 4% 4% 4% 4% 6% M
‘ol o0 Bl | = =N g .

o Mg O 20% 25% 249 I .
e 80%  18% 16% 26% 26% 24%
- IDEAL 70% Il ——
Wl — N 26%
~ BUDGET RANGE ¢ o o M
;o 50% 429 35% 34% 33%
\ What is the[elils[c[5) ] for 40%

your investment? 30% ] -

we B B B B B B
I I I I 25% 28% 29% 2
10% B N I I
oz _ N I I I I I I I I
ff( Pre-COVID  H1-2020 H2-2020  H1-2021  H2-2021  HI1-2022  H2-2022  H1-2023  H2-2023

According to the survey results, even while the budget range of INR 45 = (I"Wave)  (Unlock (20

lakh to INR 90 lakh remained the most favourable budget for over 33% of pﬁf"v%a\é')D RIENE]

prospective homebuyers, premium and luxury homes are gaining fraction.

At least 26% respondents now prefer homes in the range of INR 90 lakh to e

INR 1.5 crore. Over the past three years, there has been a noticeable shift in SeLh T B <INR 451ckh INR 45 lakh - INR 90 lakh

A y ¥ N . e
hOUSIhg demond, with a SIghIﬁCOnT ]9% decrease in the share of homebuyel’s .A':'r “ : INR 90 lakh - INR 1.5 Cr - INR 1.5 Cr-INR 2.5 Cr >INR 2.5 Cr

opting for affordable homes. Buyers of these affordable homes continue to
be in the wait and watch mode which inevitably has prompted developers
to reduce new supply in this budget category.

ANAROCK data indicates that new supply share in the affordable category
has shrunk considerably in the last two years across the top 7 cities — it has
declined from 26% in 2021 to just 18% in 2023. Back in 2019, the share was 40%
of the total new launches.

. Homes priced >INR 1.5 Cr
\ gain traction with 20%
referring it in H2 2023
ainst 12% in H2 2021.
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CITY WISE BHK PREFERENCE y &
¢ . 'I,vlil '# W :
O o et | ey
0 39% i :
- GO 477 '
Bengaluru 0 10% :
BH K | . ‘ : ; ‘ ) AR\ @m0 5%
1p} . | il 0 36%
PREFERENCE | | | e R T R e
L ; | _ G210 0 Al s e
\Wiglelf BHK -type : :
do you prefer? e ‘ E= ) S e
'Delhi-NCR O 6% '
| | : 8 @0 4% ‘
In a trend reversal, demand for 3BHKs has : . i L 44%
surpassed that of 2BHKs. Current survey i G0 487
results indicate that 50% of property PAN INDIA BHK CHOICES Hyderabad O 4%

seekers now prefer 3BHK units, while 37%
~ prefer to buy a 2BHK apartment. If we
compare it with previous year’ survey,
“demand for 3BHKs has been on the rise
from nearly 42% in H2 2022 to nearly 50%

4%

o

lluifh e 0 k5%

Az ; G0 47%

- in H2 2023. This trend signifies the growing Kolkata (0 3%
preference for large and bigger homes
despite life returning to normalcy post 179
. e = GO A
the ponde@c. _O.  44% 4
. : : 37% A GEE——0 357
In fact, demand for bigger apartments o . 0O 4%
refuses to wane despite life returning to Mumbol—MMR ot
normalcy.across the country and rising 45% : :
residential prices. Latest ANAROCK data [ G 10%
also indicates that average flat sizes in . ) 40%
top 7 cities hawe grown by 11% annually : : - G 45%
last year — from 1,175 sq. ft. in 2022 to . .Pune 0 5% ’
1,300 sq. ft. in 2023. Back in 2021 and .
2020, the average flat size across the top . 1BHK 2BHK mmm 3BHK 4BHK & Above . ‘ +
7 cities were comparable to 2022 - 1,170 ’h “Ll G 47 ?
sq. ft. in 2021 .and 1,167 sq. ft. in 2020. Inner circle: H2-2023 | Outer Circle: H2-2022 i i 2 20% o7
: Other Cities O 7%

‘ ‘ . . 1BHK 2BHK mmm 3BHK 4BHK & Above

~ Bigger homes dominate

. W ¢ . " On deep-dive, it emerges that demand for SBHK.opor’rmen’rs is particularly high'in ci;ries like
buyer' demand/ 50% Bengaluru, Chennai, Hyderabad and Delhi-NCR, with the majority of survey respondents

respon den 1-5 pre fer 3BHK$. ' . preferring it over other BHK types. Alternately, in cities like Mumbai Metropolitan Region (MMR),

‘maximum respondents (44%) preferred 2BHK apartments as their most favorable BHK-typology.
Interestingly, 1BHK units are in demand maijorly in the western markets of MMR and Pune, where
4 17% and 10% of the survey respondents, respectively, voted in favor of this option. This data
‘ highlights the varying preferences for apartment sizes in different cities across the country.
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TOP 3 HOMEBUYER
DEMANDS '

What are the top three
demands that must be
implemented in the upcoming

housing projects |[el=Xle[sI¥e]([el=]

changes and basic amenities!

Homebuyers' preferences have altered
significantly in the last few years. Their choices
are now dictated by the new redlities including
the hybrid work model or need for larger and
open spaces both within and outside a home.
Many now prefer to make risk-free investments
even if it comes af a premium. Therefore, one
of the major demands by the homebuyers
(74%) is improvement in construction quality.
The fact is that large and leading developers «
are doing robust sales now, primarily because
they give a sense of confidence and assurance
to the buyers for timely project delivery and
good quality products. Likewise, at least 75%
 property seekers want to have balconies
at home so as to get the feel of more open
spaces within a home. Gone are the days
when buyers needed more space for utilitarian
purpose only.

One of the interesting demands as seen by 31%
prospective buyers is the need for a small office
space or a separate study room. The hybrid
work model is the key reason for this demand.

Balcony
Availability

o)

Construction Qudli’ry
Improvemen’r/Assuronce

Office/study
room/corner availability

) ‘I ' .: f;
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PREFERRED
LOCATION

Where do you intend

to buy your [slfe] o111 )44

A
Demand for ho mes |h the city peripheries remain strong, with at
least 36% of survey respondents preferring it over other areas.

Homebuyers are attracted to the peripheries largely because of

- the availability of a bigger home at relatively affordable prices,
improved connectivity, and developing infrastructure.

The hybrid work model continues to influence this trend.

Many offices have adopted the hybrid work model, requiring

- employees to work from the office for a few days in a week. This
flexibility allows individuals to consider living in the peripheries
while still being able to commute to work when needed.

However, it's worth noting that the preferénce for buying homés_

in the peripheral areas has declined in the last two years. In
H2 2021, 43% of respondents favored the peripheries, but it .
decreased to 36% in H2 2023. Consequently, there has been
a shift in inclination back towards suburban areas because

many of these areas are now well-developed and yet reio’rivel‘y .

affordable compared to the city centres. In the current survey

- (H22023), 30% of respondents chose suburban areas as their first
choice for buying a home, compored to only 25% (H2 2021) who
preferred suburban oreos

- Out of 36% respondem‘s who
prefer peripheral areas, 53%
are Investors & 47% are End-
Users; in last survey 39% end-
users preferred the peripheries.

City Centre Within city limits Suburban Area Peripheral Area

- 50%

- 40%

End users 86% 3% g 62% 47%
Investors 14% - 27% 38% : 53%

LOCATION PREFERENCE AMONG HOME BUYER

30%
20%

10%

0% | = =
City centre Within city limits Suburban area Peripherial area

I H2-2020 (Unlock-Post COVID 1 Wave) [ HI1-2021 (2@ Wave) H2-2021
B H12022 R H22022 I H1-2023- [ H2-2023
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Individuals within the lower family income group have indicated a substantial
impact on their disposable income. »

4 ' ' A noteworthy majority of survey respondents, particularly those with an annual family income
“below INR 10 lakh” (92%) and in the rangerof “INR 11 lakh to INR 15 lakh™ (78%), emphasized
a significant impact on their disposable income, attributing it to the challenges posed by high

IN FLATI O N ' : ; inflation. However, the group with a higher income bracket indicated only a moderate effect.
\ ' Over the last few years, one of the segments most adversely affected by inflation is the affordable
: e i residential sector. The target audience for these homes has been significantly impacted post the
How has hlghm : pandemic, leading potential buyers to adopt a cautious “wait and watch” approach due to
affected your ‘ \ the rising costs of property acquisition. Consequently, developers have constrained new supply
disposable income? in response to the subdued demand. As a result, both the new supply and sales share in the

affordable segment remain low at present.

INFLATION AFFECT

ik : h . ON DISPOSABLE INCOME
The impact of inflation on disposable :
income is currently less pronounced ] EFFECT OF INFLATION ON DISPOSABLE INCOME
- compared to the findings of last S . AS PER ANNUAL FAMILY INCOME
year's survey j

In the most recent survey conducted in the 100%

secc.m.d half of 2023, a minimum pf 55% of 90% 479 48% 22% 26%

participants reported a notable impact of 80% 92% 78%

inflation on their disposable incomes. This °

percentage marks a substantial decrease 70%

from the 61% recorded in the previous year's 60% R

survey (H2 2022), potentially attributable to 50% 60% 55%

the downward trend in inflation observed in °

India during 2023. While inflation has very much 40% 43%

eased in Indiq due to The persistent efforts of 30% 16%

the RBI, the disposable income of numerous

individuals continues to be affected by it. An 20% 20%

additional 40% of the respondents r;por’red = Insignificant Moderate | Maijor : 10% 0

a moderate impact, while a mere 5% stated Sy 5 % % %

that the impact of inflation on their disposable Outer pie: H2-2023 | Inner pie: H2-2022 ’ 0% m | £ /0|
3 INR10Lakh  -INR15lakh  -INR20lakh  -INR25lakh  -INR35lakh  INR 35 Lakh

B nsignificant Moderate Major

‘._* '_"Hmmm‘? ~
"“”Illm >
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IMPACT OF

HOME LOAN RATES
[ihome loan inferest rate

increases in the given % range,
how deep willit impact your
home puying decisione

N

Low home loan rates were .one of the major
factors influencing housing sales across the
cities since the pandemic. Even while the

" rates headed north between 2022 and early
2023, housing demand remained undeterred
‘essentially because the rates remained lower
than that during the global financial crisis of

_ 2008, when it went as high as 12% and above.

What is encouraging presently is the fact that
the RBI has kept the repo rates unchanged
in its last three bi-monthly policies which
inevitably keeps home loan rates in single-
digits only. The unchanged home loan rates
will only add to the overall positive consumer
sentiments. Additionally, given that housing
prices have escalated across the top 7 cities
in the last one year, at least the unchanged
home loan rates will give some relief to the
homebuyers. Going forward, we may expect
the momentum in housing sales to continue
in the wake of the unchanged repo rates
coupled with the resultant stable home loan

rates and positive economic outlook on India.

In present survey, over 73% respondents
stated that their home buying decision would
not be impacted if rates hover below 8.5%,
while if its breaches the 9% mark it would
have a very ‘high impact’ on their home
buying decisions (for 88%). For rates between
8.5% to 9%, around 48% of respondents
anticipate a ‘moderate impact’ on their
decision-making. e

<8.5%

Between
8.5% to 9%

Between
9% to 9.5%

> 9.5%
Increase

27

MODERATE IMPACT HIGH IMPACT
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Average Budget Average Capital i
Zone | pange for 2BHK (INR) | Value (INR/Sqft) lee2023 Sales
Central Pune INSi@rs L8 ICr 17,000 46,000
East Pune 58 lakh - 75 lakh 6,550 Homes sold
North Pune 55 lakh - 70 lakh 5,900 Up by 50%
South Pune 60 lakh - 75 lakh 6,650 compared to last
West Pune 60 lakh - 75 lakh 7,950 year same period
; Average Budget avaghilohs .
Zone 9 ge! | capital Value H2-2023 Sales
Range for 2BHK (INR)
Average (INR/Sqff) ul
Zone Ave"figez :Il_"zng Capital Value | H2-2023 Sales Kolkata Central | 90 lakh - 1.10 Cr 14,500 _
| ange for (INR) | ™ (iNR/sqft) Kolkata East | 40 lakh - 50 lakh 4,930 - 11,000 Homes sold
Mumbai Central Suburbs 1.6 Cr—2.5Cr 22,000 Kolkata North 35 lakh - 45 lakh 4,300 U % S are g 1o
Mumbai Western Suburbs 1.8Cr-2.6Cr 24,500 S i Kolkata South 40 lakh - 55 lakh 4,880 | last year same period
South Central Mumbai 33Cr-45Cr 35000 slpd it ey Kolkata West | 35 lakh - 45 lakh 4,100
Peripheral Central Suburbs 40 lakh - 55 lakh 6,100 Up by 48%
Peripheral Western Suburbs | 42 lakh - 58 lakh 6,500 compared fo last
: . year same period
Navi Mumbai 90 lakh - 1.2 Cr 8,800
.Thane 95 lakh - 1.40 Cr 11,200
Average Budget Average .
Zone | Range for 2BHK Rate H2-2023 Sales
Average Budget Average ; (INR) (INR/Sqfft)
Zone Range for 2BHK Capital Value H2-2023 Sales & _ 5 E oo
(INR) (INR/Sqft) Cenfral Chennai IMol@n=\2: G 7, 10,300 Homes sold
Gurgaon 90 lakh = 1.3 Cr 7,660 North Chennai 50 lakh - 65 lakh 5,500
- 32,000 Homes sold = South Chennai | 55 lakh - 80 lakh 5,800 Up by 41% compared to
Noida 85 lakh - 1.20 Cr 6,300 HOTTe : RS T o last yedr same period
Greater Noida | 40 lakh - 60 lakh 4,500 Up by 8% compared C H E N N Al edl v NG SUUATIS : ‘ ‘
Ghaziabad | 45lakh - 65 lakh 4,0501 il g P TIE RIS
Faridabad 42 lakh - 55 lakh 3,850 R '
Average Budget
Average Budget | Average Average Rate
Zone | Range for 2BHK Rate H2-2023 Sales Eone Rangz:lc;')BHK (INR/Sqft) 0 aisales
(INR) (INR/Sqft) =
Central Hyderabad IRCHSIESIC 8,000 33,900 Homes sold
Central Bengaluru 155 (Clr= 22(Elf 12,900 East Hyderabad 55 lakh - 70 lakh 4,750
East Bengaluru | 651akh - 1 Cr 6,300 33,300 Homes sold North Hyderabad | 55 lakh - 65 lakh 4,850 Cgrasgr‘;fﬁo
e iz geisll IRCY ] R SRl | 4460 Up by 36% compared to South Hyderabad | 45 lakh - 55 lakh 4,800 last year same
South Bengaluru | 55 lakh - 65 lakh 5,750 last year same period D E RA BA D West Hyderabad 65 lakh - 90 lakh 6,550 period
West Bengaluru 55 lakh - 70 lakh 6,050

B E N GA I. U R U Source: ANAROCK Research

Source: ANAROCK Research




PROJECTS NEARING COMPLETION
ARE MORE IN DEMAND

There has been a noticeable shift in
preferences among home buyers regarding
ready-to-move-in properties, new launches,
and nearing completion projects across
various cities. As of H2 2023, there is a
significant change in buyer preferences,
with at least 53% expressing a preference
for properties nearing completion, followed
by 24% for new launches and 23% for ready-
to-move-in homes. This marks a complete
reversal of the tfrend observed in H1 2020,
when the ratio of preference for ready-to-
move-in properties to new launches was 23:9

One key contributing factor to this shift is
the increased pricing of ready-to-move-in
properties over the years, driven by high
demand compared to other stages of
construction. Buyers are now prioritizing
properties nearing completion, possibly due
to a balance between affordability and the
assurance of possession in the near future.

INVESTORS NOW CONSIDER
RESIDENTIAL REAL ESTATE A VIABLE
INVESTMENT OPTION

Notably, investors are again coming forward
to take the plunge in residential real estate.
In comparison to the H2 2022 survey, there
has been a 7% increase in the proportion of
participants who are buying property from
investment perspective rather than for self-
use. In H2 2023, a significant 36% prospective
buyers aim to purchase a property from

an investment perspective. This change
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underscores the growing trend of viewing real
estate as a profitable investment avenue,
attracting individuals seeking to leverage

the potential returns offered by the property
market. More so, the large influx of new supply
by the large and listed developers has once
again boosted the confidence of investors.

AFFORDABLE HOUSING DEMAND
SHRINKS DOWN FURTHER TO 21% IN
H2 2023

Demand for affordable housing continues

to witness a decline - from 40% in H2 2020 to
just 21% in H2 2023. Over the past three years,
there has been a significant 19% decrease in
the share of homebuyers opting for affordable
homes. Buyers of these affordable homes
continue to be in the wait and watch mode
which inevitably has prompted developers

to also reduce new supply in this budget
category. ANAROCK data indicates that new
supply share in the affordable category has
shrunk considerably in the last two years across
the top 7 cities — it has declined from 26% in
2021 to just 18% in 2023. Back in 2019, the share
was 40% of the total new launches.

DEMAND FOR LUXURY HOMES GAINS
TRACTION WITH 20% SEEKERS
PREFERRING IT IN H2 2023

Even while the budget range of INR 45 lakh

to INR 90 lakh remained the most favourable
budget for over 33% of prospective
homebuyers, premium and luxury homes are
gaining tfraction. At least 26% respondents now

prefer homes priced between INR 90 lakh to INR

1.5 crore while 20% prefer luxury homes priced
>INR 1.5 Cr. Back in H2 2021, just 12% home
seekers preferred homes in the luxury category.

BIGGER HOMES DOMINATE
BUYER DEMAND; 50% RESPONDENTS
PREFER 3BHKS

At least 50% of property seekers now prefer
3BHK units, while 38% prefer to buy a 2BHK
apartment. In previous years’ survey, demand
for 3BHKs stood at 42% (H2 2022). This trend
signifies the growing preference for large
and bigger homes despite life returning
to normalcy post the pandemic. In fact,
ANAROCK data also indicates that average
flat sizes in top 7 cities have grown by 11%
annually last year — from 1,175 sq. ft. in 2022 to
1,300 sq. ft. in 2023. Back in 2021 and 2020, the
average flat size across the top 7 cities were
comparable to 2022 - 1,170 sqg. ft. in 2021 and
1,167 sq. ft. in 2020.

BALCONIES TOP HOMEBUYER
DEMAND, PREFERRED BY 75%
PROPERTY SEEKERS

Homebuyers' preferences are now dictated
by the new realities such as the hybrid work
model or need for larger and open spaces
both within and outside a home. At least 75%
property seekers prefer to have balconies at
home so as to get the feel of more open spaces
within a home. Gone are the days when buyers
needed more space for utilitarian purpose only.
Further, around 74% prospective buyers now
demand improvement in construction quality.
Interestingly, 31% prospective buyers still feel
the need for a small office space or a separate
study room. The hybrid work model is the key
reason for this demand.
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About FICCI

Established in 1927, FICCI is the largest and oldest apex business organisation in India. Its history is closely interwoven with India’s
struggle for independence, its industrialisation, and its emergence as one of the most rapidly growing global economies. A not-for-
profit organisation, FICCI is the voice of India’s business and industry. From influencing policy to encouraging debate, engaging with
policy makers and civil society, FICCI articulates the views and concerns of industry. It serves its members from the Indian private
and public corporate sectors and multinational companies, drawing its strength from diverse regional chambers of commerce and
industry across states, reaching out to over 250,000 companies. FICCI provides a platform for networking and consensus building
within and across sectors and is the first port of call for Indian industry, policy makers and the international business community.
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ANAROCK

VALUES OVER VALUE

ANAROCK is the leading independent real estate services company with a visible presence across India and the Middle East. The
Company has diversified interests across the real estate lifecycle and deploys its proprietary technology platform to accelerate
marketing and sales on behalf of its clients.

Over the last six years, ANAROCK has expanded from being a residential-focused organization to complementary sectors including
retail, commercial, hospitality, logistics & data centres, industrial and land. The firm also specialises in strategic advisory, investment
banking, research & valuations and offers app based flexible workspaces and society management services. ANAROCK has
developed proprietary technology that is adopted across all its businesses.

ANAROCK has a team of over 2200 experienced real estate professionals who operate across all major
markets in India and the Middle East.

Please visit Eh'i.l E Follow us on in f X o

www.anharock.com .

[=]

AUTHOR: Sumeet Singh Negi
Assistant Vice President ¢ Research | sumeet.negi@anarock.com

EDITOR: Priyanka Kapoor
Vice President « Research | privanka.kapoor@anarock.com

DESIGNER: Aditya Kakodkar
Senior Associate ¢ Corporate Marketing | aditya.kakodkar@anarock.com

For bespoke research requirements, please connect with

Prashant Thakur
Regional Director & Head of Research | prashant.thakur@anarock.com

ANAROCK Property Consultants Pvt. Ltd.
1002, 10" Floor, B Wing, ONE BKC, Plot No. C-66, G Block Bandra Kurla Complex, Mumbai 400 051

© 2024 ANAROCK Property Consultants Pvt Ltd. All rights reserved.

Disclaimer: This publication is the sole property of ANAROCK Group, and must not be copied, reproduced or transmitted in any form
or by any means, either in whole or in part, without the prior written consent of ANAROCK Group. The information contained in this
publication has been obtained from sources generally regarded to be reliable. However, no representation is made, or warranty given,
in respect of the accuracy of this information. We would like to be informed of any inaccuracies so that we may correct them. ANA-
ROCK does not accept any liability in negligence or otherwise for any loss or damage suffered by any party resulting from reliance
on this publication.



