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Who shared their views and experience?

Our 2026 study is based on a focused survey of 428 real estate agencies across Australia

Main office location Type of agency Respondents

2012 416
P 2014 460
19%
0 0 QLD
W
39%
NSW/ACT 2o ”
A%, 2023 431
VIC/TAS ® Franchise Independent
2026 428

Q: Which postcode is your business’ head office located in?
Q: Which is the most appropriate description for your agency?

NB: 2019 study was a short (<5 min) industry sentiment and pulse check, not full benchmarking



Respondent profile

A snapshot of the industry

Years of historical data reflect a snapshot of the industry

Business structure Tenure of operation Age of principal
% W 3% 4% 4% 3% 3% | 2% :
17% 13% 17%
29%  36% - )
b 44% 45% 47%  4g% | 45% .
66% e 25% 34% o
33%
67%  63% 3% 38%
5% 5% 51% 50% 49% | 53% 18%
15%
. Y EIEY
3% R0
2007 2009 2012 2014 2016 2019 2023 | 2026 2023 2026 2017 2023 2026
Ancillary services - Residential property management m Residential sales W <12 months 1-5 years 5-10 years >10 years mUnder 40 m41-50 © 51-60 m Over 60

Q: For the past 12 months, what portion of your residential real estate revenue has been derived from the
following?

Q: How long has your business been operating?

Q: What is the age of the principal business owner of your agency?



Responses spread across business size

A larger portion of smaller businesses than previous studies

Total respondent profile by revenue State respondent profile by revenue
WA _ 23% 29% 16%
QLD _ 21% 13% 29%
21% 23% 19%
VIC _ 22% 24% 16%
m <$2.5M $2.5M-$4.99M $5M-$9.99M $10M+ NSW _ 0% 6% 18%

m <$2.5M $2.5M-$4.99M $5M-$9.99M $10M+

I Q: What is your gross revenue for the financial year ending June 2026?
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Key observations




National house prices have held up or rebounded strongly
after every major shock over the past 40+ years

Nationwide hedonic sales price index, houses and apartments, all cities and regions

1000 AU$ median sales value
000s’
750 A/\/ /_/\
N
500 /._/
250 //
—
0

1982 1984 1986 1988 1990 1992 1994 1996 1998 2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022 2024 2026

Source: Macrobond, MAM Real Estate Strategy, as at October 2026. Past Performance is not indicative of future results.



Canada & New Zealand have seen sharper housing corrections
since post-covid peaks, partly reflecting the slowdown in

population growth

180 Dwelling Price Indices: Seasonally Adjusted, Dec-19=100
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Source: Macrobond, MAM Real Estate Strategy, as at October 2026. Past Performance is not indicative of future results.

Strictly confidential | ® Macquarie Group Limited
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Rental markets remain tight, reflecting solid demand, low

vacancy and constrained new supply

Rising gross yields will eventually attract investors (including more institutional capital) back
into the market, along with broad expectations that prices will resume growing again

Rental Housing Vacancy Rates (Units only) 20 Apartments Rental Growth %pa
7 % 6 month moving average, Cotality Data 3mth average rent (Cotality data)
vs. prior year

15

Brisbane

10
Sydney

4 2008-19 average

3 ”J\_\_ Sydney
I AT N o5 0

2010 2012 2014 2016 2018 2020 2022 2024 2026 2008 2011 2014 2017 2020 2023 2026

Source: MAM Real Estate Strategy, Macrobond, as at October 2026. Past Performance is not indicative of future results.

Strictly confidential | & Macquarie Group Limited 5



Housing affordability for purchase remains stretched for
potential new home buyers with limited equity

Australia’s Housing Affordability (capital cities, housing + units) How can housing become affordable again?

% Gross Median Household Income to Meet
Mortgage Payments on Medium Priced Properties*2 [

. Mortgage rates | o " "
<o 17% in early 90s | | Mortgage rates Ky " * Further near-term prices adjustments
) | 8.5% in 2008 \
" \
\,”
z
" « Incomes need to rise relative to prices for a
- sustained period
""" i
1
! * Supply needs to rise relative to household
’V\J ! formation rates (proxy for demand)
30%
+ Mortgage rates need to come down (eventually)
I
20% !
1986 1996 2006 2016 2026

Source: MAM Real Estate Strategy, APM. Macrobond, as at September 2026, 1. Assumptions: LTV 75%, 25-year term, P81 loan, Median city household incomes (ABS / Oxford Economics), Median city prices {APM), Standard discounted variable rates (RBA). 2. Implicitly includes an interest rate buffer as the analysis is based
on the RBA's standard discounted variable rates which are higher than newly funded loans,

Strictly confidential | ® Macquarie Group Limited 19



The surge in Al capex and data centre development is drawing
N significant amounts of capital, energy and labour

US Real (Cost Adjusted) Construction
70 Spending by Sector:
Value Put in Place (equivalent to work done)

Annual -
Office
60 | us$ billions
2014 prices
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Data Centres (0.2% of GDP)
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10
0
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Australia's Real (Cost Adjusted) Construction Activity

‘Other Commercial’ Construction (mainly data centres)
12

Annual
AU$ billions
10 2003 prices Approvals
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Source: MAM Real Estate Strategy, Macrobond, as at September 2026. Past Performance is not indicative of future results.

Strictly confidential | ® Macquarie Group Limited

Nominal Construction Activity
‘Other Commercial’ Construction (mainly data centres)

18 Annual
AUS$ billions
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Structural strength, cyclical opportunities

Structural growth intact, market rate risk skewed up

Sizeable correction, not a crash

Housing leads the economy (Disinflation effects underestimate)

Construction stays constrained (Data Centers)




The real estate industry challenge

To stay ahead, agencies need to lead the change in all areas of business.

] ]
S ] Ay
Profitability continues to be People and productivity have Planning for the future
impacted by operating costs and never been more important. and a new generation of leaders
margin pressure. More automation Effective leadership to model requires consideration in a
but MUCH more regulation and and optimise will be core to challenging environment
compliance business sustainability and scale

Significant changes in the sector
particularly regulatory change and tech disruption >
are creating cost, volatility and unpredictability.

A




Finding a new normal.

FY26 data shows that performance was stabilising - even
improving. How will agencies maintain this with the market turning?

2 i n grew profits Key
' Average margins in FY26, up from investment

Smaller businesses made higher
The portion of businesses margins in FY26 s e

reporting increased revenues

8 O
has risen by 0] 0 — 0 85 aD = ]
35 /Osince FY23. 18 /0 3.2/0[31‘. G o @ (@J =0

margin growth on FY25 &8¢ @ o~
The portion of businesses But larger businesses’ margins HERIAG FEReIT

reporting decreased revenues are more stable year on year.

"halved. 16% Lot

margin growth on FY25

Businesses
>$2.5M
revenue

15
NB: Profits have been calculated before principals’ remuneration



Focus on productivity

The keys to maintaining and elevating business performance

People

+ Attract and retain talented people

* Support with processes and tools Increase
* Nurture soft skills efficiency
Platform Process Improve

. . profitability
Technology investment + Documentation
that boosts: L @ - Support for people
* Client experience :t'j \j « Automate, outsource, offshore
* Employee experience « Improve administrative clarity Riﬂ:ﬁi::?ff
* Operational efficiency Platform Process + Ensure understanding and

adherence °

Strictly confidential | © Macquarie Group Limited
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Revenue change

Revenue performance is at its steadiest 12-month trend since 2014.

Change in revenue over prior year

o I 15 ”\/\D
The portion of agencies
s S reporting decreased revenues
. ’ has halved; from 41% in 2023 to
19% in 2026.

. IncreaSEd Maintained Decreased Q: What is your gross revenue for the financial year ending June 2026?

Q: What was your gross revenue for the financial year ending June 2025 (the previous financial year)?



Current FY profit change

Year on year performance has improved overall, though a third of
the industry is still seeing a decrease in margin on FY25.

Change in profit v prior financial year

o012 | 5% a2
oot | 155 18
2016 | 165 2%
coto | 2 s5%

2023 [E 28% 43%

2026 s7%

M Increased Maintained Decreased

Q: What is your predicted net profit for the financial year ending June 2026?
Q: What was your net profit for the financial year ending June 2025 (the previous financial year)?

Business performance

63"

of agencies maintained
or grew profits in FY26

Up from

5 7% in FY23



Profit performance

Profit margins have not made any significant moves since our

last study.
While margins have remained
steady, profits in dollar terms

Net profit margin over time

17.2% have seen healthier growth.
16.8%
16.5% 16.4%
16.0% 16.0%
15.4%
$626,839
2023
$790,441
2014 2016 2019 2022 2023 2025 2026
2026

I Historical benchmarking data 2026 benchmarking data

Q:What was your net profit (earnings before interest, taxes, depreciation, and amortisation, (or (EBITDA) for the financial year?



Profit profile by business size

Smaller businesses have the
Profit margins fluctuate as businesses grow and highest FY25/26 margins but
scale. have seen negative growth.

FY26 profile by business size YOY margin and change by business size

<$2.5M - 28% 2% 39% 21%
19% 1.0%pt
18Y%
’ 1790 1:2%pt \17%
16%
$2.5M-$4.99M 25% 28% 47% s
12% 12%
$5M-$9.99M 29% 32% 39%
-3.2%pt
$10M+ 42% 35% 24%

<$2.5M $2.5M-$4.99M $5M-$9.99M $10M+

W Loss or breakeven 1-10% 11-20% Over 20% mFY25 FY26 Growth

Q: What is your predicted net profit for the financial year ending June 2026?
Q: What was your net profit for the financial year ending June 2025 (the previous financial year)?



Profit performance by state

Profit by state clearly reflects each state’s market characteristics.

Profit profile by state
2023 B 26% 49%
NSW
2026 HEE 31% 20%
NSW and VIC data reflects the
2023 DN 17% 46% more challenging markets
O 026 mm 33% 33% agencies are operating in.
2023 27% 23% QLD and WA performance
A oo - - echoes their far stronger and
flourishing markets.
2023 16% 84%
1
WAS 2026 mmm 1% 77%

m<=0% 1-10% 11-20% m Over 20%

Q: What is your predicted net profit for the financial year ending June 2026?
1 WA a smaller sample size with outlying trends



Business performance

Drivers of FY26 profit growth

Looking backwards, a buoyant market has been the main driver of growth

Drivers of profit growth in FY26

National By state

Improving market conditions / _ 61% NSW 47% 30%
sales values
Higher sales volumes 45%
Productivity improvement 27% VIC - 55% 30%
Staffing cost decreases 22%

Acquiring another business - 20%

QLD 37% 21% 26%

Commission fee increases - 17%

General operating cost decrease - 15%

WA 38% 23%

=
B
=

Offshoring

m Improved market conditions / sales values
Higher sales volumes
Productivity improvement
Q: Which of the following factors have contributed to profitability increases in FY26? Select up to 3. Stafﬁng cost decreases
B Acquiring another business



Drivers of FY26 profit growth

Looking backwards, businesses have already begun focusing on productivity gains as the market cycles

Drivers of profit growth in FY26

National

Improving market conditions /
I 61
sales values

Higher sales volumes 45%
Productivity improvement 27%
Staffing cost decreases 22%

Acquiring another business - 20%
Commission fee increases - 17%
General operating cost decrease - 15%

Offshoring - 14%

Q: Which of the following factors have contributed to profitability increases in FY26? Select up to 3.

By business size

<$2.5M

$2.5M-$4.99M

$5M-$9.99M

$10M+

57% 11%

42%

43% 29%

37% 47%

m Improved market conditions / sales values
Higher sales volumes
Productivity improvement
Staffing cost decreases

B Acquiring another business

Business performance

18% 25%

25%

29% 19%

37% 16%



.
Focus areas to maintain performance

Looking to the future, operational efficiency and organic growth strategies are key.

Focus areas to maintain performance

National By state
10%
16%
27%
W Operational efficiency Organic client retention and growth = Cost rationalisation

Inorganic growth and expansion W Pricing



.
Focus areas to maintain performance

Looking to the future, operational efficiency and organic growth strategies are key.

Focus areas to maintain performance

By business size

National
10%
16%
27%

W Operational efficiency Organic client retention and growth ~ Cost rationalisation

Inorganic growth and expansion W Pricing



EXpenseS Business performance

Salaries and commissions are agencies’ most significant expense.

Expense profile - national Expense profile - by state

WA l 39% 30% PX7 3% N3%2%%  12%

4%
Staff salaries and
1% L QLD 39% 9 sl 5%  6%1% 119
commissions take up g 28% 6 6%1% 11%
64%
35%
3% 0 ’
of expenses viC 43% 28% k7150 | 6% | A%19%4%
up from 62%
in 2023
— NSW - 40% TR 5. [ oo 2a% 10%
[ Principals’ remuneration Salaries Sales commissions IT and comms B Marketing
M Training and HR B Rent and premises I Franchise fees Compliance and regulatory B Other

Q: What was the total expenditure for financial year ending in June 2026 on the following expenses?



Expenses

Salaries and commissions are agencies’ most significant expense.

Expense profile trends over time

2026 35% 29% 3% 5% 1% 4% | 3%
2023 34% 28% 2y 4% 1% 4% 5%
2017 27% 17% 4% 6% 2% 7%

[ Principals’ remuneration Salaries Sales commissions IT and comms B Marketing

B Training and HR B Rent and premises [ Franchise fees B Other

Q: What was the total expenditure for financial year ending in June 2026 on the following expenses?



Expenses by business size Business performance

Expenses outside salaries, commissions and principals’ remuneration climb as revenue grows.

Expense profile - by size

<$2.5M _ 40% 21% 2% I ) 4% 3%
$2.5M-$4.99M - 44% 24% K70 3% 1% 5% 4% 7%
$5M-$9.99M - 40% 26% A/l 4% 1% 5% 3% 11%
$10M+ - 39% 25% 3% 7% 1% 5% 4% 9%
[ Principals’ remuneration Salaries Sales commissions IT and comms B Marketing
M Training and HR B Rent and premises [ Franchise fees Compliance and regulatory [ Other

Q: What was the total expenditure for financial year ending in June 2026 on the following expenses?



A look at the outliers

A significant sized group of agencies are best placed to navigate this turbulent environment well,
achieving profits of over 20% and growing revenues in FY26.

Defining traits

Outliers

Property management 53%
core to revenue

Lower sales volume 124
but more sales per agent 44

Fewer PUM 613

but more PUM per PM staff o5

Higher property
management commissions 7.3%

Less likely to lose PUM to o)
competitors 14%

Strategic drivers

Focus areas

Cybersecurity Economic
vulnerabilities conditions

More principals aligned to strategy

[

Margin
compression

82%

B Revenue generating Non revenue generating
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Property sales

/\/ [I Average number of sales by agency
Number of cors N 12
properties sold ot N -
>ales performance is otc |
trending back down,
reflective of market
downturn, o0 N 15

178

2023

2026 157

Q: In the past 12 months, what was the total number of sales
completed by your business?



Sales commission trends

Commission rates over time

0,
2.33% [I\/\
2.22% T -
> 18% Commission averages did
not move since our last
e11% benchmarking study.

L5 L5 Agencies must keep their
focus on articulating and
delivering a strong value
proposition.

2009 2012 2014 2016 2019 2023 2026

Q: What is your average commission rate charged to vendors following
the sale of a property (excluding GST)?



Sales commissions trends by state

Sales commission trends are reflective of their state property
markets.

Sales commission rates by state 5 49%

2.41%

2.10% \/\
2.05%

1.80% In stronger markets, sales
169% commissions fell slightly but
1.59% remain higher than the rest of
the country.

1.76%

In softer markets, it is even

more critical to ensure value

and quality are a part of your
NSW VIC QLD WA winning proposition.

B 2023 2026

Q: What is your average commission rate charged to vendors following 34
the sale of a property (excluding GST)?
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Property management portfolios

At a national level, property management portfolios have compressed slightly.

Properties under management - national trend Properties under management - by state
910 904
2000 | 75
900
2012 | 5
890 884
2014 | s0s 880
2016 G 5o 870
860 859
2010 I 729
850
2023 | ¢7:
840
2026 | 757
830

NSW VIC QLD

Q: How many properties does your business currently manage?



Property management productivity

Despite an overall decrease in average PUM, the industry has seen a significant uptick in property
management productivity.

Properties under management per property manager -

Properties under management per property manager
operties under management per property manage by state

146

133 132
2014

103

126
120
101 90
122
116
127
NSW VIC

m 2023 m 2026

2016

2019

2023

2026

QLD

| Q: How many properties does your business currently manage?



Property management over time

How are you enabling increased productivity of your property management team in line with the
increasing importance of property management as a revenue stream?

Property management portfolio productivity over time

23%

18%

13%

122 116 127

103 101

2014 2016 2019 2023 2026

mm PUM PUM per property manager Efficiency change (cumulative)



Property management income

Income per property - Income per property -
by business size by state
$2,700 $3,342

$2,500 $2,458
$2,357 $2,525
$2,300 $2:301 $2,288 $2,237
$1,790

$2,100

$1,900

$1,700

$1,500

NSW VIC QLD WA

<$2.5M $2.5-$4.99M $5M-$9.99M $10M+



Property management commissions

PM commission squeeze, like sales, has slowed significantly. It’s
critical to prioritise levers other than pure price to win business.

Property management commission rate: Property management commission rate
National trend By state

1.3%

0,
nsw R, 5.50%

5.60%
7.0%
0,
vic I, 5.90%
5.60%
6.8%
6.7% 6.7% oo I — 7.0
7.40%
wa I — s.50%
8.40%
2014 2016 2019 2023 2026 2025 - 2026

Q: What is your average property management commission rate,
excluding GST and add-ons such as statement fees?



Getting the balance right

Do you know your Fixed Cost Coverage Ratio and Sales To Breakeven?

Fixed Cost Coverage Ratio Sales to Break Even
(FCCR) (S2BE) Per salesperson, per month

Fixed Costs

FCCR

Recurring Revenue

Average Net Sales Commission
per property to your business

Recurring revenue

Fixed costs

Salespeople

12
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Staff turnover

75% of agencies maintained or grew their team size in FY26, taking average headcounts from 22 to
over 30.

Employees: current numbers, exits, and entries

Full-time employees Property managers

2 7%
58% Ii—ly rosmcaarac\)gpeer;t)éhan ged
57t 4 316 ESt]EI 23 79 21 employers in FY26

recruited Exited v 35% in FY23.

Q: How many people in the following roles are currently employed in the business, onshore and
offshore?

Q: In the last 12 months, how many employees in the following roles have left your business?
Q: In the last 12 months, how many staff have you recruited into the following roles?



Property management remuneration

Nationally, salary composition has trended towards incentivising performance with bonus

Remuneration types offered Property manager salaries
96%
Base salary
Junior PM - $22,817 $88,849
53%
Discretionary / performanced-based bonus

W Salary = Bonus

20%
Other/non-financial incentives

2023 m2026

Q: When it comes to your property managers, how do you typically remunerate them?
Q: What is the current average remuneration for your property management team on an annual basis?



A look at the outliers

Outlier agencies have more productive property management teams who are incentivised by
performance-based bonuses.

Junior property manager remuneration Senior property manager remuneration

Other agencies 75% Other agencies 79%

PUM per property management FTE

N Outliers [N
B Bonus and incentives

Q: What is the current average remuneration for your property management team on an annual basis? Other agenC|eS 88

Base salary



Sales remuneration

There has been a shift towards commissions across the states.

Remuneration types offered Sales commission split

Base salary not surveyed in 2023
Base salary

32%

m Sales agent/ sales

. . . 60%
Debit/credit retainer system _ 46 47% team
’ Retained by
business
59%

Commission
70%

14%

Other/non-financial incentives l - Ave rage GCl $ 1 9 9 ) 1 1 9

per sales agent

2023 m 2026

Q: When it comes to your sales staff, how do you typically remunerate them?
Q: What is the average sales commission split in your business?
Q: What is the average GCl earned per sales agent, pre-commission split?



People and culture

Onshore, outsourced and offshore staffing solutions

8%

of headcount is offshored
or outsourced, on average,
compared to 2% in 2023.

Offshoring and
outsourcing
models

. Do not offshore functions

Offshore 1 or more staff members
Offshoring remains a

popular model 53%
amongst real estate

agencies.

Q: How many people in the following roles are currently employed in the business,
onshore and offshore?



Retention strategies

Business culture and rewarding contribution remain the most
valued way to retain staff.

Retention strategies most valued

86% 2023 m 2026
72%
60% 0
57% 59%
49% 50%
41%
37%
° 35%
23%
18%
Business culture Recognition and reward of Development or progression Competitive variable  Flexibility regarding how and Competitive fixed

contribution opportunities remuneration where they work remuneration

I Q: When it comes to retaining your staff and supporting their mental health and wellbeing, which of the following strategies do you value most?

People and culture

@

Flexible work may be
becoming less of a driving
factor in employee value
propositions.



Mental health and wellbeing

Increasingly important as staff become more productive and
efficient with larger workloads and more complex portfolios

Mental health and wellbeing support offered

82%
69%
37% 37%
21%
I :
Social and team-building Processes to manage ~ Employee Assistance Mental healthand ~ Wellbeing days/mental ~ None of the above
events workloads Program wellbeing health leave

training/development

Q: When it comes to retaining your staff and supporting their mental health and wellbeing, which of the following strategies do you value most?

8%

Subsidised health and
wellness activities

People and culture

ol

Over 10% of
respondents don’t
offer wellbeing
support at their
agency.



Some alarming facts

54%

Experience Struggle with
anxiety relating mental health &
to workload switching off

Experience
symptoms of
burnout

Source: Revive Project 2020-2021
MRI Voice of Australian Property Managers 2024, Victorian Coroners Office

13 people

per 100,000

Deal with Average annual

suicide rate for
real estate
employees

aggression
& abuse



=,

Mental health and wellbeing i =

If you're looking for more information on how you can support
your team and their wellbeing, consider the Rise Initiative. R

It's a wellness charity dedicated to empowering real estate
professionals. REAL CARE

Mental wellness for the

real estate industry

A wellness coach in your pocket

|

H
v 4, tx
= S m
U

T-
ile

2 2@:c 2

§
> EH
!5

Rapid Relief Self Care Performance SOS Help

GET STARTED
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Succession and acquisition

Demographics
by state

Age of principal - by state

Age of principal - national 2023 16% 45% 7%

W 06 s 18%

16% 2023 16% 22% 9%
VIE 026 17% 11%
49% are
>50 years 2023 26% 18%

of age /sy W0 o0 e 18%

33%

2025 |G 1o
WA o5 8 1ax

B Under 40 © 41-50 51-60 © Over 60

Under40 m41to50 m51to60 Over 60

Q: What is the age of the principal business owner of your agency?



Realising business value

The environment to realise value through succession and exit is becoming complex.

Future plans: ownership and involvement

B Ppartial internal sale

Full internal sale
37%

0
3 1 A) Sale to external party
of respondents do not have a

are planning a No sale plans but removal of day-to-da i
succession in the invoIvenEl)ent y y documented succession plan.

next 2-5 years
4 No matter the age or tenure of

your business, planning for your
next generation is critical.

B Planning, but no sale for 2-5 years

" No sale or succession plans

B unsure of plans

Q: Are you considering succession in the next 2-5 years? If so, what do your plans look like?



The acquisition market

A third of respondents have immediate acquisition plans, and most have their sights set on scale.

Respondents planning to acquire Reasons for acquisition

Increasing scale | 71%
Expanding client base [N 1%
Opportunistic acquisition || NN 3%
. Entering new markets or locations [ N RN 32%

Acquiring talent | NENEGEGEGE 25%
66%

Defending market position [ NG 16%

Acquiring new capabilities [ INNEGNG 14%

3 4% Succession planning [N 11%
Q: Are you looking to acquire another business in the next 12 IOO ki ng to va u i re i n th €
go\;\‘lthhast. are the main reasons for considering acquisition of n eXt 2 - 5 yea rS

another business?
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What lies ahead?




Factors affecting the industry

»

. " ROUTINE OPERATIONS MARKET RESILIENCE
Impact of issues vs preparedness

Least prepared for the impacts of: Regulatory change & AML

«  Economic conditions

Talent shortages and wage pressures
* Margin pressures

* Al disruption

PREPARATION (% PREPARED)

°
Cybersecurity risks
Economic conditions
°
® Margin pressure
OPERATIONAL GAPS Al disruption ° Talent shortages/wage pressure PRIORITY RISKS
\ © <

Q: How much of an impact do you feel the following industry issues will have on your business and future decision-
making in the next 2 years?

Q: And how prepared does your business feel to manage for these issues and challenges? IM PACT ON BUSIN ESS (% SlGN I FICANT IM PACT)



Why Al, why how?

The pace of change is only accelerating

84% 2 /% 64% 1 hour 714%

of Australians using increase in revenue predict Al use has on average saved are seeing return
Al at work? growth per increased their by each employee on investment
employee? revenue, profit per day by using Al4 from generative Al°

and/or cash flow3

From Chatbots to Agents Barriers Have Collapsed The End of Search?

Al now handles complex, multi-step Plummeting costs and no-code builders Conversational Al provides instant,
workflows. Your team shifts from 'doers' mean your team can create Al tools synthesised answers to complex
to 'reviewers and strategic partners'. without data scientists. questions, replacing manual research.

1 Future Ready: Australians and Al Workplace Tech, Tech Council of Australia

2 Al Jobs Barometer, PWC
3 Al Adoption in Australian Businesses 2025 Q1, Department of Industry, Science and Resources

4 Working Through Change, Adecco Group
5 Google Cloud’s Generative Al Index, Google Cloud
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Artificial intelligence

Al use in the real estate industry is broad, but not deep. Al use in the real estate agency
. of respondents use Al
Impactof Al Levels of Al adoption 8 4% in their agency
implementation in agency
Al use cases
37 24%
0
Marketing and content creation || N NN 59%
Communications || NG 37%
CRM and database management [ NG 35%
51% Workflow/admin automation || NN 33%
48%
’ Lead generation and qualification | 24%
B significant change B8 Exploring Strategic Property management support [N 25%
Some change Experimental . Transformational Market analysis and reporting | 22%
No change Operational

Training, coaching and support [ 14%

Q: Which of the following statements best describes your business’s current stage of Al adoption?

| Q: Has Al fundamentally changed any business processes?
Q: If you use Al in your agency, which of the following are you using it for?



Al by business size

!mpact of Al implementation Levels of Al adoption
In agency By business size

Al use - by business size

By business size

92%
88% 096 7% 7%
81% 18%
76% 339, 24% 17%
43% 30% 32%
52%
57% 37%
57% 50%
43%
45%
m E __ B ks . . 3
<2.5M $2.5M-$4.99M $5M-$9.99M $10M+ <$2.5M  $2.5M-$4.99M $5M-$9.99M $10M+ <$2.5M  $2.5M-$4.99M $5M-$9.99M $10M+
. Significant change . Exploring Strategic

Some change Experimenting  [J] Transformational

Operational

Q: Has Al fundamentally changed any business processes?

Q: Which of the following statements best describes your business’s current stage of Al adoption? NO Change
Q: If you use Al in your agency, which of the following are you using it for?



Al barriers

Strategic Al use and implementation is less prevalent in the industry, largely due to a lack of confidence
in options, security and systems. However, a large portion are planning to solve for these gaps.

Barriers to Al adoption Preparation for Al

Lack of internal expertise | 46% Data infrastructure and cleanliness review _ 37% 33%

Uncertainty about which solutions to choose ||| [ N NN NG 33%
Staff training and development || SEOE 31% 39%

Data security concerns || NN N 32%
Al strategy development  ||lEGH 46% 43%
System integration challenges || N NN 23%

Consultation of external experts _ 28% 47%
Staff resistance to change || N NN 25%

Not a strategic priority at this time || N | NI 20% Reviewed or changed approach to offshoring | NCOIMEE  20% 52%
High cost of implementation || AN 19% Recruited a dedicated technology leader or technology J .
team N6 16% 69%

Perceived low ROI [ 10%

H Implemented Planning Not on roadmap

Q: What are the primary barriers preventing your business from adopting new technologies, or further increasing use, including AI?
Q: How has your business approached the following capabilities in relation to potential or scaled Al adoption?



Preparing your business for Al

Al preparation - by business size

Large agencies are in 61%
planning stages for staff
training. Smaller agencies

43%| are more likely to have Al strategy is at the
completed already. top of the industry’s
43% 13% | 22%  list toprepare for  42%
scaled use
26% a

32%
Boutique
! 34% 26% 35%

agencies are 35%

reparing to
preparing 38%
26%

optimise data 29% 9%

5%

Q.
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Data infrastructure and Staff training and

cleanliness review development goal for Al

m <$2.5M $2.5M-$4.99M

External expertise has been
- or will be - key to most
agencies’ Al journey

43%

18%

35%

15%

Completed .

On roadmap

$5M-$9.99M

26%

29%

21%

3

~l
X

Developed a clear strategic Consulted external experts on
Al Strategy

$10M+

What lies ahead?

We can assume most agencies
who are planning to change
their offshoring approach have

done it already.
A dedicated tech team or

leader is not a significant
priority for respondents

43%
35%
24% 220
26%
350 24% 21%
13%
18% 21%

18%

0,
50 W 10% |

Completed
On roadmap
Completed
On roadmap

Reviewed or changed Recruited a dedicated

approach to offshoring technology
leader/team



Three things we've learned

Al's true potential is unlocked when a clear business strategy is championed by an empowered team and fuelled

by your own unique knowledge.

1 Business Strategy
Before Al

The best Al initiatives start with a
business objective, not a tool. Al is a
powerful enabler of strategy, not the
strategy itself.

Start here:

Identify your top 3 strategic priorities.
Then ask: how can Al help?

Strictly confidential | © Macquarie Group Limited

2 Adoption is
Everything

Deploying Al is the easy part. Getting
people to embrace it is the challenge.
Combine visible leadership commitment
with organisation-wide empowerment.

Start here:

Leaders go first. Give every employee
access to a core Al tool and training.

3 Your Knowledge
is Your Moat

Off-the-shelf Al is a commodity your
competitors can buy too. Your edge is
applying Al to your proprietary
knowledge. Make it centralised and
machine-readable.

Start here:

Identify your most critical, inaccessible
knowledge. Pilot centralising it and
making it Al ready.
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How will your business respond?

Business leaders have more to navigate as the market complexifies.

| | ©
Continue the trajectory

of managing costs, People
nurturing productive
staff and staying agile
in a challenging market.

Enable efficiency and productivity
Support wellbeing and workload

Client service is key in a
relationship-driven industry

Consider succession as part of
your long-term strategy

&

Process

Increased expenses require increased
output

Streamline repetitive, time-
consuming tasks to increase value-
add activity

What lies ahead?

&

Platform

Create a technology and Al plan
tailored to your business

Start with tech strategy and
process mapping before
committing to platforms

Foster a learning environment
amongst your people



MACQUARIE
BANK

Talk with us

Richard McCabe

National Head of Real Estate
Macquarie Business Banking

005 90.9.0.0.9.0.0.¢
Richard.McCabe@macqguarie.com
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Important legal notice

The information in this presentation was finalised on 20 October 2026.

This presentation has been prepared by Macquarie Business Banking, a division of Macquarie Bank Limited ABN 46 008 583 542 AFSL and Australian
Credit Licence 237502 (‘Macquarie’).

The information in this presentation does not constitute advice. Before acting on this information, you must consider its appropriateness having
regard to your own objectives, financial situation and needs. The information provided is not intended to replace or serve as a substitute for any
accounting, tax or other professional advice, consultation or service. It is not a recommendation to adopt any pricing or commercial strategy, and
each business must make its own commercial decisions independently.

While Macquarie has taken all reasonable care in producing this information, subsequent changes in circumstances may occur at any time which may
impact accuracy. Graphs have been included for illustrative purposes only and have been derived from information provided by third parties that
participated in the 2026 Real Estate Industry Benchmarking Survey. Macquarie does not warrant the accuracy of any information provided by any
third party. Past performance is not a reliable indicator of future performance.

© Copyright is reserved throughout. The information contained in this document must not be copied, either in whole or in part, or distributed to any
other person without the express permission of Macquarie.

Strictly confidential | © Macquarie Group Limited
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