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What to expect in 2017
Lower stock levels, record 
low interest rates and strong 
population growth will 
encourage buyer interest 
well into 2017. Agents were 
already filtering listings for 
February, well ahead of the 
close of the 2016 year – a 
very positive sign for the first 
quarter of 2017.

In Melbourne, growth is expected in a 
range of areas across the city. Houses 
in Melbourne’s outer suburbs have 
grown steadily throughout 2016, and 
given that days on market for the 
outer suburbs are the lowest in the 
state, at 28 days, this interest is likely 
to continue in 2017. 

Median Price Overview

Early indicators of the December 
quarter medians show another 
increase in the metro Melbourne 
house price is likely. Listings picked 
up in the month of December and 
auction sales were the highest on 
record. We expect this to carry over 
to the March quarter, though this 
will be offset somewhat by the usual 
post-holiday slow-down in January. 
The March quarter median price 
is therefore expected to also rise, 
though at a more moderate rate. 

Economic Overview

Victoria is Australia’s fastest growing 
state, and the Victorian economy has 
added more than 184,000 new jobs 
since November 2014, with more than 
93,000 of those full-time. The 2016/17 
Budget Update shows Victoria’s 
economy continuing to grow above 
trend and November ABS data shows 
that for the 2015-16 year, Victoria’s 

gross state product (GSP) grew by 3.3 
per cent. With the residential property 
market slowing in most states in 2016, 
Victoria’s market defied this trend and 

its strong economic indicators would 
indicate that the housing market is 
likely to remain solid in 2017.

Montmorency makes it to one 
of the Top 10 Suburbs 

North east suburb seeing strong 
buyer interest with a clearance rate 
of 81 per cent recorded in the year 
to September. Solid price growth 
experienced in 2016 and a median 
house price more than $100,000 
below the middle Melbourne median 
of $861,500. Likely to benefit from 
the ripple effect and buyers looking 
for value further from the city. Median 
price: $752,000.

 Suburb Last Year Last Quarter Quarter Annual
  Sept 2016 Dec 2016 Change Change

 Briar Hill $606,000 $690,250 13.9% 3.3%

 Diamond Creek $693,875 $730,000 5.2% 12.9%

 Eltham  $845,000 $890,000 5.3% 11.9%

 Eltham North $772,500 $850,600 10.1% 15.8%

 Greensborough $728,750 $743,806 2.1% 11.7%

 Lower Plenty $925,000 $1,020,000 10.3% 8.6%

 Montmorency $768,500 $850,000 10.6% 5.4%

 Research $933,200 $968,000 3.7% 9.9%

 Watsonia  $721,000 $675,000 -6.4% 6.2%

 Watsonia North  $720,000 $674,000 -6.4% 11.0%

 Yallambie $720,000 $800,000 11.1% 7.0%

YOUR LOCAL DEMOGRAPHIC MEDIAN
HOUSE PRICES IN THE DIAMOND VALLEY

Diamond Valley

PROPERTY
UPDATE

AUTUMN 2017
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Welcome to the Buckingham & Company Estate Agents Quarterly Newsletter.
This newsletter will keep you informed with valuable real estate property information and advice, whether you are selling, buying or investing.

Stuart Buckingham
Director

0411 743 336



For more information call our Sales Team now or visit www.buckinghamandcompany.com.au
Data & material source: realestate.com.au; best practice, rpdata, reiv and pdol. Disclaimer: If another agent has a current exclusive agreement in relation to your property,  please disregard this communication.

Many property owners ask 
the wrong questions when 
looking at tenant applications, 
potentially turning away 
suitable tenants because they 
focus on the wrong information.

Asking for too much personal 
information or looking for tenants 
with a lifestyle you like is not only 
intrusive but could lead landlords 
to turn away potentially suitable 
tenants by focusing on criteria that 
aren’t relevant. It doesn’t matter if 
they have green hair or go to church 
or vote X, Y or Z – but it does matter 
that they have a good track record 
for paying rent on time and leaving 
premises in good clean condition! 
Agents picking up the pieces after 
the event report that many people 
also don’t know how to analyse 
and interpret the information they 
end up with. Investors managing 
property for themselves often get 
too involved to be impartial. They 
know that maximising investment 
income is entirely dependent upon 
keeping arrears, vacancies and repairs 
and maintenance to a minimum 
and yield and capital appreciation 
at a maximum, but find it difficult 
to do in practice. Evaluating the 

There’s a fine line between 
presenting your home for sale 
to enhance its highlights and 
over-staging your home.

What sells a house? A home that 
is well presented, well priced and 
effectively marketed will sell.  So to 
sell your home, make sure that you 
have:  Undertaken thorough and 
objective research into what your 
property is worth, to ensure you’re 
well priced.   

1. Enlisted the expertise of a good  
 estate agent

two most important background 
checks - previous rental history and 
employment record – is difficult when 
you are inexperienced or emotionally 
involved with the property.* For 
example, tenants might pay their 
rent up to date upon vacating but 
might have been a problem during 
the tenancy. Or someone might be in 
full time employment for many years 
and still not be a good tenant. One or 
two factors are insufficient to build up 
a profile of a prospective tenant. On 
the other hand, inexperienced do-it-
yourselfers tend to ask for too much 
information, which means they end up 
with a longer vacancy because they 

2. Presented your property so that
 its highlights are showcased   
 and buyers can inspect it
 without distractions.

Gone are the days where a simple de-
clutter and clean is all that is needed 
to present your home for sale. Buyers 
are more and more sophisticated 
and expect a much higher level of 
presentation than ever before. But 
there’s a fine line between presenting 
your home for sale to enhance its 
highlights and slipping into cheesy 
magazine spread territory.

are never satisfied. Many investors 
are unaware that personal references 
are not a valid indicator of tenant 
reliability. Most agents report that, in 
all their years of managing property, 
they have never seen a bad personal 
reference. Friends and relatives don’t 
write negative things about those 
close to them and even if they do, 
prospective tenants are not going 
to offer bad references to landlords 
or agents. *Those asking for tenant 
references should remember to 
comply with all governing legislation 
and regulations that apply in the 
location of the property being rented.
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THE TEAM

 Terry  Nicole Peter Jeremy Simon Scott David Sue Ryan David
 Gazelle Buckingham Don Cleaver McEvoy Anderson Oakley Stone Buckingham McFarlane

 0438 196 480 0402 268 886 0410 609 006 0403 199 511 0412 319 046 0412 855 775 0439 397 284 0416 055 159 0423 506 187 0418 319 831

 Troy  Ashley Jack  Julie Lee Paul  Doug  Kevin Leon Brooke
 Clarke Maggs Pighin Sport Murray Harrison Kleuh Davy Clark Cleaver

 0439 286 780 0437 767 765 0439 209 545 0417 011 789 0428 119 262 0418 103 477 0438 844 132 0438 069 138 0411 045 281 0438 053 967

PREPARING YOUR PROPERTY FOR SALE 

HOW TO GET
THE BEST TENANTS! 


