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Commentators often talk about ‘the property 
market’ in broad terms, yet the UK property sales 
market is actually made up of many parts – some 
more niche than others. Retirement properties, 
generally defined by a minimum age occupation 
restriction and either made up of apartments 
within purpose-built developments or retirement 
villages, are one such niche. 

As the market leader for sales within the 
retirement property sector, we know that whilst 
the dynamics of this section of the market 
generally mirror the domestic market, there are 
some important differences. 

Through our new quarterly updates, we aim to 
shine a light on these differences and provide 
further insight into this niche but growing sector 
in order to raise awareness of key issues among 
industry decision makers, as well as put forward 
our thoughts on areas for improvement.

In this first update, our figures indicate the 
turbulent year the UK property market has 
undergone, characterised by falling stock levels, 
which in turn has driven up values. We have seen 
similar price rises in retirement properties and 
whilst there are regional differences, the overall 
increase year-to-date is in the region of 5%.

However, retirement stock levels are generally 
steady and have not experienced the 15% drop on 
2014 levels that has been seen within the 
domestic market. We explore some of the effects 
of this drop in domestic property stock levels on 
the retirement market in the ‘In Focus’ section of 
this first review. 

Looking forward, while the retirement property 
market may not be experiencing the same 
dramatic declines in stock as the main housing 
market, there are still not enough suitable 
properties to meet the potential demand of an 
estimated 3.5million older homeowners who will 
soon be looking to downsize. This will be a theme 
we further explore, and put forward potential 
solutions to, in future quarterly reviews. 

We hope you find our first market update an 
interesting and insightful read.

Nick Freeth, Managing Director,  
Retirement Homesearch 
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A Retirement Homesearch survey of customers* who have recently moved into a retirement 
development revealed some of the reasons why they downsized and the factors involved in making a 
particular purchase.

*65 recent  customers responded to this survey

The most important factors in deciding to move 
to a retirement property were:

71%Safety and security

68%Having a development 
manager on site

58%Having less responsibility 
for property maintenance

45%Having a  
monitoring service

44%Companionship and 
socialising 

The main drivers for buying a particular 
retirement property were:

50%Location

48%To downsize from a 
larger property 

40%To be closer to family 

18%Reduced mobility 

3%Bereavement 

Retirement Homesearch Quarter 3 2015 facts and figures



In Focus: Knowledge is key in 
supporting older people to find the 
right home 

The UK’s housing shortage is a well-publicised 
problem, with falling stock levels being blamed for 
pushing up property prices. Not enough new homes 
– or affordable new homes – are being built, leading 
to first time buyers in many areas becoming edged 
out by buy-to-let investors. Rising rents and tighter 
lending criteria are compounding these issues for 
the proportion of the population trying to get on the 
housing ladder.

But the housing shortage is also having 
consequences on a different part of the market. 

This lack of domestic property stock is leading to 
increasing numbers of high street estate agents 
entering the retirement market, but often without 
the necessary expertise to advise these sales. 

It is an important distinction that retirement 
properties are not care or nursing homes. While 
security, sociability and support are key features of 
these developments, they are designed for active, 
independent living within a protected environment. 

Whereas once residential high street estate agents 
may have avoided the retirement market, due to 
these properties carrying more complex lease 
arrangements and restrictions (as well as lower 
prices), with housing stock so low, retirement 
properties are now seen as a ready source  
of instructions.

At Retirement Homesearch we believe competition 
is integral to any market to drive innovation and 
improvement for the customer. Our concern in this 
area is that many high street estate agents do not 
have the experience or expertise to advise on these 
complex deals. As such, we are concerned to see a 
higher number of sales to older homeowners of 
properties that cannot accommodate their needs.

In order to best serve the needs of older 
homeowners looking to downsize into retirement 
properties, it is crucial for those managing the sale 
to work closely with managers at retirement 
developments in order to assess each potential 
resident’s needs and wishes. As part of the sales 
process, Retirement Homesearch introduces 
potential buyers to prospective Development 

Managers, who can advise on the suitability of the 
specific development.  This is really important in 
ensuring that when potential residents and their 
families are making these massive purchasing 
decisions, they are doing so in the full knowledge of 
what they are signing up for.

We strongly believe this is an area that needs more 
attention and will be working closely with industry 
bodies and policy makers over the coming months 
to ensure that older homeowners are protected. 

Although retirement properties currently account 
for just 2% of UK private housing stock – around 
120,000 units – with the UK’s ageing population 
firmly in mind, this is set to be a growing area for 
high street estate agents. We must ensure that the 
new entrants to the market have the right 
experience and expertise in place to deal with these 
complicated issues. 

Knowledge is key, and access to specialist 
knowledge and expertise in this complex area will 
fundamentally ensure that customers’ needs are 
always put first.
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