






Time Title Room 

7/8/2018 (Sunday)

13:00 ~ Registration Oakwood Hotel 1st Floor

13:00 - 15:00 The 1st Women's Network Roundtable: What women must do, can do, will do  37th FL Asteria Room at Oakwood Hotel

15:50 -17:50 AsRES Board Member Meeting 37th FL Asteria Room at Oakwood Hotel

18:00 - 19:30 Welcome Reception Panoramic 65 at Oakwood Hotel

Time Title Room 

7/9/2018 (Monday)

8:00-9:00 Registration Premier Balloom  A&B

9:00-9:30 Opening Ceremony

9:30-10:20 Keynote Speech Dr. Edward Glaeser at Harvard University

10:20-12:00 Plenary Session The 4th Industrial Revolution and Real Estate

12:00-13:20 Lunch Premier Balloom  C

13:20-15:20 SESSION A

A_Panel 1 AsRES Sponsor Session by Housing and Urban Guarantee Corp.  Room : Red

Session 1 A01 Urban Amenities Room : Orange

Session 2 A02 Real Estate and Economy Room : Yellow

Session 3 A03 House Price Dynamics I Room : Green 

Session 4 A04 REIT Performance Room : Sky Blue

Session 5 A05 Information and Housing Markets Room : Navy Blue

Session 6 A06 Smart City and Land Development I Room : Purple

15:20-15:40 Coffee Break 

15:40-17:40 SESSION B

B_panel 1 IRES Panel on Infrastructure Performance and Challenges Room : Red

B_panel 2 Sponsor Session Land and Housing Corporation Room : Orange

Session 7 B07 Urban Development and Land Prices Room : Yellow

Session 8 B08 Housing Supply-Demand Analysis Room : Green 

Session 9 B09 House Price Indices and Hedonic Regression Room : Sky Blue

Session 10 B10 Private Equity Real Estate and REITs Room : Navy Blue

Session 11 B11 Real Estate and Trading Room : Purple

18:00-20:00 Welcome Dinner Premier Balloom  A&B

Time Title Room 

7/10/2018 (Tuesday)

8:00-10:00 Session C

C_Panel 1 Panel Session : Future research opportunities for Asian real estate (Main Speaker : Prof. Graeme Newell) Room : Red

Session 12 C12 Urban Development and Policy Room : Orange

Session 13 C13 Affordable Housing Room : Yellow

Session 14 C14 Urban Economics and Real Estate Markets Room : Green 

Session 15 C15 REITs and Listed Real Estate Companies Room : Sky Blue

Session 16 C16 Topics in Housing Policy I Room : Navy Blue

Session 17 C17 International Real Estate I Room : Purple

10:00-10:20 Coffee Break

10:20-12:00 SESSION D

D_Panel 1 AsRES Panel Session 'Tenure, Publication and Careers for Young Scholars ' (moderated by Dr.John Glascock ) Room : Red

D_Panel 2 AsRES Fellows' Forum Room : Orange

Session 18 D18 Urban Development and Land Prices I Room : Yellow

Session 19 D19 Green Building Room : Green 

Session 20 D20 Issues in Housing and Mortgage Markets Room : Sky Blue

Session 21 D21 Rental Market Room : Navy Blue

Session 22 D22 Topics in Housing Policy II Room : Purple

12:00-13:20 Lunch Premier Balloom  C

13:20-15:20 SESSION E 

E_Panel 1 AsRES Sponsor Session by Korea Association of Property Appraisers Room : Red

E_AREUEA AREUEA Sponsored session Room : Orange

Session 23 E23 Household Housing Choices I Room : Yellow

Session 24 E24 Mortgage Finance I Room : Green 

Session 25 E25 Taxation and Real Estate Valuation Room : Sky Blue

Session 26 E26 Commercial Real Estate I Room : Navy Blue

Session 27 E27 Price Volatility and Real Estate Markets I Room : Purple

15:20-15:40 Coffee Break

15:40-17:40 SESSION F

F_Panel_1 AsRES Panel Session  'Challenges and Opportunities on International Real Estate Investment (moderated by Dr. Kwanyoung Kim) Room : Red

F_Panel_2 AsRES Panel Session 'Start-up Business in Real Estate'   Room : Orange

Session 28 F28 Household Housing Choice II Room : Yellow

Session 29 F29 Issues in Homeownership and House Prices Room : Green 

Session 30 F30 Sustainability and Commercial Real Estate Room : Sky Blue

Session 31 F31 Commercial Real Estate II Room : Navy Blue

Session 32 F32 Price Discovery and Imperfact Information Room : Purple

19:00 - 21:00 Paradise City Hotel

Gala Dinner

Time Title Room 

7/11/2018 (Wednesday)

7:00-8:00 AsRES Board Meeting 37th FL Asteria Room at Oakwood Hotel

8:00-10:00 SESSION G

Session 33 G33 Issues in Property Valuation Room : Red

Session 34 G34 Housing Price Room : Orange

Session 35 G35 Heterogeneity and Cycles in Real Estate Data Room : Yellow

Session 36 G36 Real Estate Markets Room : Green 

Session 37 G37 Real Estate Data and Rent Room : Sky Blue

Session 38 G38 Urban Development and Land Prices II Room : Navy Blue

Session 39 G39 Real Estate Firms Room : Purple

10:00-10:20 Coffee Break

10:20-12:00 SESSION H

Session 40 H40 Price Volatility and Real Estate Markets II Room : Red

Session 41 H41 Environmental and Real Estate Prices Room : Orange

Session 42 H42 Mortgage Finance II Room : Yellow

Session 43 H43 Smart City and Land Development II Room : Green 
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ABSTRACT 

The purpose of this research is to determine the difference between rational factors and 

irrational factors underlying dual motives in property decision based on a family life-cycle. 

The independent variables used in this study are rational factors and irrational factor.  The 

variables used to measure rational factors are physical, location, environment, and financial. 

Correspondingly, the irrational factors are psychology, emotion, intuition and socialisation 

variables. The dependent used in this study is dual motives, hence consumption and 

investment motives. The two data samples studied are younger couple and midlife household. 

The method of analysis used is a non-parametric test, which compares the differences 

between the two independent groups. As a result, this research bears three findings: the first 

implies that physical, environment, intuition, and socialisation significantly differentiate dual 

motives based on family life-cycle. Second, the study suggests that physical and socialisation 

significantly separate dual motives by younger couple. The last finding implies that no factors 

significantly distinguish dual motives in midlife household. 

Keyword: Dual Motives, Family Life-Cycle, Rational and Irrational Factor 
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1. INTRODUCTION 

The process of owning a residential house creates two motives: consumption and investment 

motives. Both motives together are also called as dual motives (Arrondel, Badenes, & 

Spadaro, 2010). The foundation of consumption decision is named as a financial aspect, 

while the decision to invest is based on the property aspect and the value of the property 

(Haavio & Kauppi, 2011). In making such decision, though it has been logically and carefully 

decided, there are psychological factors that bias the individual (Kudryavstev, Cohen, & 

Hon-Snir, 2012). A study by Suwitro and Njo (2015) shows how rational and irrational 

factors influence a consumer’s judgment when deciding to buy a property. Rational factor 

includes the physical condition of the property, a strategic location of the property, a 

comfortable neighbourhood of the property, and finally the financial health of the buyer. On 

the other hand, irrational factor includes the buyer's behaviour and way of thinking when 

making consideration to buying, the buyer's emotion that influences his desire and interest, 

the buyer's intuition, and the involvement of several other people in making the decision. The 

research shows how psychology, emotion, and intuition significantly differs the decision of 

consumption and investment, proving that there are irrational factors that influence the 

decision. 

 

The property market has a weak-form efficient, where price change in the market does not 

reflect complete information (Fama, 1970), making the property market inefficient with such 

bias. Fundamental variables are unable to completely explain the price change considering 

the existence of irrational factors that affect the decision of consumption and investment 

(Case & Shiller, 1990). Salzman & Zwinkels (2017) stated that understanding the property 

market’s behaviour could be beneficial in reducing the uncertain price change, while also 

explaining the reason for property purchase. Also, family plays a role in the property market. 
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The role of the family in the market would be able to show how the family’s life cycle 

corresponds with their need of residence. Family life-cycle is categorised into the family's age 

and the dependency of the child or children. Age is divided into younger, midlife, and older, 

while the dependency of the child or children is divided into couple, parents, and household 

(Lee, Park, & Montalto, 2000). 

 

Family life-cycle profoundly influences the consumer and investor's need and preference, 

each being different depending on each stage (Preston & Taylor, 1981). Younger couple 

family type is a family of young age with no children. Their need would be different with the 

midlife household - a family with older age and having children who are no longer dependent 

on their parents (Lee et al., 2000). Considering its young age and their possessing no 

residence, younger family type has a higher probability of consumption motive. In 

comparison, midlife family type is at the stage where they already accumulated a more 

significant amount of riches, increasing their urge to invest in a residence as a preparation 

towards retirement. Lastly, as for the older family type, their need is no longer on investing, 

but to enjoy their retirement and to enter the stage distributing their riches (Dornbusch & 

Fisher, 1994). This condition shows that the dual motives in older family life-cycle are unable 

to show any difference. 

 

80% - 90% of the younger couple who buys a house for a residence has a higher probability 

of consumption (Speare & Goldscheider, 1987). However, younger couple oughts to use their 

fundings more carefully, since they have a more limited fund and they are obligated to 

manage their fund to support their life. Equally important, the younger couple has to consider 

the need of their future children.  A rational consideration is to be conducted to make that 

decision so that the family's preference is on a cheaper priced property. The purchased 
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residence would create a capital gain as a stepping stone towards moving into a better 

housing (Haavio & Kauppi, 2011). Furthermore, younger couple owns the chance to buy a 

property for investment, granted that their need for housing is already fulfilled.  

 

In the family cycle of a midlife household (a family that possess a residential house), the 

purpose of purchasing a property tends to lean to the reason of investment rather than 

consumption. Their extra funding is allocated as an investment, with the purpose of 

developing and maintaining their wealth (Dasso & Ring, 1989). Extra funding enables a 

family to make an irrational decision, due to the psychological bias that is involved in the 

decision-making process. This research aims to test the difference between rational and 

irrational factors in younger couple and midlife household in making the decision of property 

consumption as well as investment. Further research will be done on the different factors in 

both younger couple and midlife household. 

 

2. LITERATURE REVIEW 

2.1 Dual Motives 

The dual motives theory explains what underlies the decision of property purchase which is 

based upon the purpose of consumption and investment. Property purchase is aimed to fulfil 

one's need, yet the rest would be used for investment (Arrondel et al., 2010). The decision of 

consumption and investment could be observed from the initial goal of purchase, and not 

from the number of property that is purchased. Consumption signifies that the acquisition of 

property is to be used as a personal housing. The first property purchase aims to fulfil one's 

need, though the buyer might also consider investing (Malpezzi & Watcher, 2012). On the 

other hand, investment is an act of spending to secure profit in the future. Although the 

investor would receive a profit, the investor would also bear the risk of uncertainty – for a 
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higher risk would be compensated by a higher return. Property investor is responsible for 

taking care of the property and bearing the risk that might occur. In return, profit will be 

received from the rent money and capital gain (Dasso & Ring, 1989) 

 

2.2 Behavioural Real Estate 

Behavioural Real Estate is the application of behavioural economics in the field of property. 

Behavioural economics itself is the application of economic science in more realistic terms 

regarding preference, rationality, and decision making (Gibb, 2012). It combines economic 

science with social science, especially in psychology in the property area (Salman & 

Zwinkels, 2017). The research regarding behavioural real estate occurred with the weak form 

efficient property market condition. In this condition, information and fundamental variable 

are unable to define the price market accurately (Case & Shiller, 1990). Shiller (2005) 

suggests that investor applies Rational Optimizing (considering the profit rationally) and 

Utility Maximization (allocating the funding rationally for a maximum profit). Utility 

Maximization uses the assumption of Efficient Market Hypothesis (EMH), in which 

information can define the price entirely. However, EMH conflicts with the weak form 

efficient property market, which means that the amount would not be accurately defined. 

Fundamental inaccuracy in deciding property price could be explained through a behavioural 

real estate. Behavioural approach is divided into micro and macro approach. While macro-

oriented approach is related to the behaviour that affects one’s transaction with the market, 

micro-oriented approach refers to one's behaviour and their motivation (Ratchatakulpat, 

Miller, dan Marchant, 2009). 

 

One of the important aspects of a buyer's behaviour is their making a decision such as 

purchasing a property. Koklic & Vida (2009) stated that the decision of purchasing is affected 
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by both rational and irrational factor, because of the existence of two kinds of needs that each 

possess: utilitarian and hedonic needs. Utilitarian is when a consumer is pondering 

objectively upon a product based on its value and utility. On the other hand, hedonic is when 

the consumers satisfy their needs subjectively and for the sake of Pleasure (Gibler & Nelson, 

1998). Utilitarian needs are influenced by rational factor, and hedonic needs are affected by 

irrational factor. Furthermore, a rational decision is a form of a reflective mind that consider 

things for a long-term, analytically, and with effort (Stanovich, 2010). Rational thinking is 

different for each, for each has a different preference for a property's feature that he or she 

wishes for a property to have. Such thought would influence their decision on a purchase. 

The features include the physical condition, the environment, the location, the financial 

condition, and the law applied – these are the rational factors. However, for individuals who 

use more of their feelings, their decision making is more likely to be influenced with 

irrational factors (Kudryavstev et al., 2012) such as psychological state, emotion, intuition, 

and socialisation (Suwitro & Njo, 2015) of the individual. 

 

2.3 Rational Factor 

 The physical quality of property includes immobility, indestructibility, and nonhomogeneity 

(Dasso & Ring, 1989). Ratchatakulpat et al. (2009) described that physical property is the 

size of the property, number of bedrooms, presence of a garage, interior design, quality of 

construction material, the layout of the property, architectural style, convenience in property 

maintenance, number of bathrooms, and presence of a garden. Location becomes the most 

crucial aspect because accessibility is more important than luxury and property quality (Lan, 

2011). Location shows the placement of a place in relation to other places (Fanning, Grissom, 

& Pearson, 1994). The indicators include an ease of access to the property, presence of other 

surrounding property that could reduce the property’s value, the road with in front of the 
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property, the density of the traffic around the property, distance to school, work, shopping 

avenues or mall (Suwitro & Njo, 2015), distance to a market, and distance to a hospital 

(Fernandez, Oliveira & Hochheim, 2001). The neighbourhood might create a favourable 

exposure or in contrast, an unfavourable one. The indicator used is the condition of the 

neighbourhood, the welfare of that neighbourhood, the safety, the quality of the school 

nearby the property, the presence of green space around the property (Suwitro & Njo, 2015), 

and the cleanliness of the neighbourhood (Saw & Tan, 2014). Moreover, finance is the main 

factor because purchasing a property requires a huge amount of fund that confines for a long-

term (Koklic & Vida, 2009). Reed & Mills (2007) proves that financial factors influenced 

305 of the decision made. Indicators of a financial factor include the price of the property, the 

amount of loan interest - both during the time of loan or in the future, the maximum amount 

of retrievable loan, the maximum amount of monthly loan, the payment period, and the 

length of time the property is offered (Ratchatakulpat et al., 2009; Suwitro & Njo, 2015).  

 

2.4 Irrational Factor 

Psychology is the key to explain what causes a bias in human behaviour (Kumar & Goyal, 

2015). Thy psychological state of a consumer and investor such as overconfidence, 

conservatism, familiarity heuristic, money illusion, loss aversion and herd behaviour affects 

the decision-making process (Beracha & Skiba, 2014; Suwitro & Njo, 2015).  A consumer or 

investor who is over-confident is assured that their profit would be bigger than the loss. When 

an investor or consumer has a lot of experience in property, they would have less 

overconfidence.  When an investor or a consumer is conserved or has a slow reaction to 

information, this would be considered as conservatism or having slow reaction to 

information. This adjustment would slowly affect the property market, and therefore the 

buyer who realizes this would be able to take this opportunity before the property price 
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changes (Beracha & Skiba, 2014). Familiarity Heuristic is related to the pre-acquired 

information, which will be used as a basis for decision making. When deciding to buy, the 

consumer and investor would choose to buy a product that they are familiar with rather than 

an unfamiliar yet a profitable product (Kumar & Goyal, 2015; Beracha & Skiba, 2014). Also, 

Herd Behaviour is a behaviour that comes to light under the influence of other people. Herd 

behaviour gives a social pressure and could cause a buyer to not decide on his own (Salzman 

& Zwinkels, 2017). A consumer or investor is most likely to buy a property that is wanted by 

many people, causing the price to rocket. However, the property might not be as popular in 

the future (Haavio & Kauppi, 2011). Money Illusion is defined as a buyer’s failure to evaluate 

an alternative because of a property’s value (Salzman & Zwinkels, 2017). An investor uses 

the wrong reference to decide a property's value, such as the price difference that is not 

applied to inflation. An excellent price difference could cause an investor or consumer to 

predict the price increase, although it may not happen in the future. Loss aversion is the act of 

an investor or consumer not willing to attain a loss. Therefore they try to hold onto the losing 

property (Beracha & Skiba, 2014). Morrison and Clark (2016) stated that losing a house 

which has a significant meaning and clinging memory is defined as a loss. It is very natural to 

avoid loss. However, being too excessive could cause someone to become biased in making 

the decision (Salzman & Zwinkels, 2017). The loss obtained is not only materialistically, but 

also psychologically. 

 

Emotion is defined as a social attachment with one’s residence, developed through a feeling 

of security, a deep meaning, and a feeling of identity (Salzman & Zwinkels, 2017). Each has 

a different level of emotion depending on their feeling towards the selected property. Also, an 

intuitive mind is described as reasoning done through intuition, without intrusion. Reflective 

mind, on the other hand, is reasoning done analytically (Stanovich, 2010). Salzman & 
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Zwinkels (2017) define a feeling that surfaces immediately when looking at a house, then the 

house is chosen at first sight, as an intuitive mind – since the decision is spontaneous and 

intuitively done. Finally, socialisation is defined as making a decision that is influenced by 

the people around someone. Social pressure could cause someone to choose based on the 

majority. This decision is usually influenced by a reference group such as the broker, the 

developer, one’s friend, and family (Suwitro & Njo, 2015). 

 

2.5 Family Life-Cycle 

Family Life-cycle is the stages of a family from the beginning of marriage until retirement. 

Lee et al. (2002) divide family life-cycle according to their age, and Seo & Lim (1984) 

divides them according to the children's dependency. The merging of both divisions would be 

defined as the following:  

Table 1. Stages of Family Life-Cycle 

Stage Description 

Younger Singles Family age of  < 45 years old, unmarried and having no child 

Younger Couples Family age of < 45 years old, married and having no child 

Younger Parents Family age of  < 45 years old, married with a child or children 

Midlife Parents 
Family age of 45 – 64 years old, married with a dependent 

child or children 

Midlife Household 

(pre-retired or retired) 

Family age of 45 – 64 years old, married with an independent 

child or children 

Older Parents 
Family age of > 64 years old, married with a dependent child 

or children 

Older Household 

(pre-retired or retired) 

Family age of > 64 years old, married with an independent 

child or children 

Source: Lee et al. (2000)  

 

According to the Family Life-Cycle division above, this research would see if there is any 

difference between rational factor and irrational factor in making dual motives decision, 

focusing on younger couples and midlife household. The stage of younger couples is the 

family that is recently married, mostly not having their own house yet. Therefore, any 
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decision to purchase of property is for consumption (Lee et al., 2000). Nevertheless, the 

purchase may also be motivated with the idea of investment, when the couple has already 

owned a residential house. The decision of consumption is based upon the utility of the 

property, and the decision of investment is based upon the property’s value. Some factors that 

are considered rationally is the physical condition of the property, the location of the property, 

the property's neighbourhood, and one's financial condition. Furthermore, psychological 

factors also play a part in the process of making the decision and therefore can cause the 

decision to be biased. 

 

For younger couple, the physical factor of the property is given more attention since a house 

is to be lived in for a long time. The family would also consider a house that could be 

improved or upgraded in the future for the sake of the children. First, the younger couple 

would find a property where it is more comfortable and nearer to commute to work, and also 

closer to public places such as the hospital, malls, and the market. A safe and clean 

neighbourhood is also a priority since the family is preparing the house to be ideal for raising 

a child (Lan, 2011). Investment motivation, however, is focused mainly on their wish to 

receive a capital gain. Therefore, the family would look for a property that is easier to be 

resold with the added value of the property. Lastly, financial factor becomes the most 

considered aspect by a younger couple, because their pay raise may not compensate the 

inflation of the house price (Fauizi, 2017, para.15). A limited budget drives a younger couple 

to make a decision carefully, because buying an overpriced property would cut down their 

fund for other needs (Lee et al., 2000; Koklic & Vida, 2009). 

 

Though the decision is made rationally, younger couples could not avoid the psychological 

factors. Psychological factors that differentiate dual motive is overconfidence and money 
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illusion, emotional bond, intuition, and socialisation in making the decision. There is an 

emotional bond between an individual and a neighbourhood (Salzman dan Zwinkels, 2017), 

for the couple would wish that a neighbourhood becomes a conducive, safe, and comfortable 

place for their child to grow up in. Intuition, however, does not become their primary 

consideration in making the decision (Lee et al., 2000). Socialisation factor in dual motive 

shows a significant difference. In a younger couple, they are most likely to look for 

information from a reference group because of their lack of experience (Rani, 2014). 

Reference group such as family or friends is the most trusted sources for consumers, and 

investors mostly trust the broker or developer. 

 

On the other hand, a midlife household stage has more funding since their expense had started 

to reduce. Its need for housing has already been fulfilled, and its loans for the house or 

vehicle has already been paid off (Lee et al., 2000). The excess fund owned drives the midlife 

household to irrationally makes the decision and not rationally. The motive of consumption in 

a midlife household is more unlikely, though might be possible if the new property could give 

the family better welfare.  

 

The property physical need ideal for a midlife household is influenced by the size of the 

property and the ease of looking after it. Since their stage is older, their physical activity is 

limited, including to look after a property (Spanier, 1979). A bigger property is more unlikely 

to be selected because taking care of it would be troublesome. Unlike when it comes to the 

need for investment, the quality of the building material has to be strong enough not to be 

often renovated, because the primary purpose is for housing. The main consideration of the 

location is for the property to be near a market and a hospital. The neighbourhood is 

considered to having a green and clean environment, to have a better quality of life (Saw & 
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Tan, 2014; Lan, 2011). Price is also an important factor, though with extra funding the family 

would not need to rely on making a house credit (Lee et al., 2000). 

 

Psychological factor also plays a part in the dual motives decision making in a midlife 

household. Behaviours that influence the decision-making process are loss aversion, 

overconfidence, and herd behaviour. Loss aversion is the fear of losing a house with a lot of 

memories in it (Morrison & Clark, 2016). Overconfidence and herd behaviour appears when 

buying a popular property and being optimistic that it would be profitable in the future. The 

problem is, however, that the higher the property value is, the higher the price. Also, the 

property popular now might not be popular in the future. Therefore, the capital gain will be 

harder to attain (Saw & Tan, 2014; Lee et al., 2000; Haavio & Kauppi, 2011). Emotional 

factor that involves the feeling of security and comfort midlife household lives in a house 

(Salzman & Zwinkels, 2017). Intuition also plays as much role in making the decision, 

mainly based on the experience had before. Similarly, socialisation factor such as information 

from a reference group, especially closer and trustworthy family members, drives the 

household in making a decision (Rani, 2014). Investor, on the other hand, receive 

socialisation through the broker and developer. The statements above creates these 

hypotheses: 

H1 : There is a difference between rational and irrational factor in the dual motive 

property decision making, based on the family life-cycle. 

H2 : There is a difference between rational and irrational factor in the dual motive 

property decision making for the Younger Couple. 

H3 : There is a difference between rational and irrational factor in the dual motive 

property decision making for the Midlife Household. 
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3. RESEARCH METHODOLOGY 

 Comparative research is applied to compare one variable or more toward two or more 

different samples; In this case, this research would compare the difference between rational 

and irrational factor toward consumption and investment decision of the group younger 

couple and midlife household. The population of this research is individuals residing in 

Surabaya, selected with purposive sampling with criteria as the following: 

a. Younger couple is married couples that has not yet any children. 

b. Midlife household age between 45-64, are married and having children that are no longer 

dependent on their parents and no longer lives with the parents.   

 

Table 2. Empirical Indicator of the Research Variables 

Variable Empirical Indicator 

Dual Motives 1 = Investment; 0 = Consumption 

Rational Factor Physical, location, neighbourhood, and financial condition 

Irrational Factor 

Psychological (Overconfidence, Conservatism, Familiarity 

Heuristic, Herd Behaviour, Money Illusion, dan Loss Aversion); 

Emotion; Intuition; Socialisation 

 

Before starting the difference test, validity test, reliability test, normality test, and 

homogeneity test is put into practice to prove if the data is appropriate. After fulfilling the 

tests above, the difference is tested through the T Test or Mann-Whitney U test. 

 

4. ANALYSIS AND DISCUSSION 

Table 3 describes the background of the respondents. The table includes the monthly income, 

the housing status, and the number of property ever bought. This purpose is to fit the purpose 

of explaining the condition of property ownership of each respondent. The younger couple 

group is dominated with the goal of consumption, while the purpose of investment dominates 

midlife household. The statement agrees with the research done by Speare and Goldscheider 
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(1987) that states how younger couple is more likely aiming for consumption because of their 

need of a house, and midlife household aims for investment. The average income of younger 

couple is lower than midlife household. 56% of the younger couple range between Rp. 10 – 

25 million, while 66% of the midlife household range between Rp. 25 – 50 million. As for the 

housing status, 68% of the younger couple owns a house, and the rest either rents or stay in 

the parents’ or relative’s house. Younger couple that does not own a house still aims for 

investment, because their need for housing is fulfilled through the parent's house or renting. 

Table 3. Respondent Demography 

Respondent Criteria 
Younger Couple Midlife Household 

Consumption Investment Consumption Investment 

Total 34 25 15 26 

Monthly income 

≤ 10 million 5 1 1 3 

> 10 million – 25 million 22 11 4 5 

> 25 million – 50 million 5 10 10 17 

> 50 million 2 3 0 1 

 

Housing status 

Parents/Relative’s House      6 3 0 0 

Rent 8 2 0 0 

Personal 20 20 15 26 

Number of property bought 

None 13 5 0 0 

1 property 20 15 13 10 

2 property 0 3 0 13 

3 property 1 2 2 3 

 

Before testing the hypotheses, validity test and reliability test must be done. The result of 

validity test is considered as valid if the r-value > r-table (0.195). The reliability test would 

show that the variables of physical, location, financial condition and socialisation to be 

reliable if it has the value of Cronbach’s Alpha > 0.60. Lastly, the neighbourhood, emotion, 

and psychology are proved feasible and dependable for the next test if the Cronbach’s Alpha 

range between > 0.40 – 0.60. The result of the normality test shows that the data is not 
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normally distributed, and therefore Mann-Whitney U Test is used to test the difference (Table 

4).  

 Table 4. Differentiating Variable in the stage of Family Life-Cycle 

Variable All Family Younger Couple Midlife Household 

Physical 0,003 ** 0,001 ** 0,825 

Location 0,068 0,374 0,847 

Neighbourhoo

d 
0,006 ** 0,051 0,139 

Financial 0,547 0,094 0,739 

Psychological 0,174 0,613 0,208 

Emotion 0,627 0,937 0,076 

Intuition 0,012 ** 0,306 0,278 

Socialisation 0,009 ** 0,030 ** 0,272 
 Significant  ** p<0.05 

 

The respondents, according to each of their motives, show different rational factors when 

deciding to purchase a property. The factors includes physical and neighbourhood variables, 

as well as irrational factors such as intuition and socialisation. The grouping in younger 

couple shows that rational factor of physical and irrational factor of socialisation differentiate 

the decision between consumption and investment. In midlife household, however, there is no 

difference between rational factor and irrational factor when deciding to purchase with each 

of the respondent’s motive. 

 

 The difference occurred in rational and irrational factor shows that the investor group has a 

higher mean value than they buyer group. The investor has a more consideration when 

deciding to buy a property concerning rational factor. Nevertheless, irrational factor also 

plays a role in influencing the psychological response of the respondents.  
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Table 5. Differentiating Indicators in Dual Motives of Family Life-Cycle 

Indicators 

All Family Younger Couple 

Consumption 

Mean 

Investment 

Mean 

Consumption 

Mean 

Investment 

Mean 

Rational Factor 

P3 (Having a garage) 2,96 3,18 3,00 3,32 

P4 (Interior design of the property) 3,18 3,41 3,12 3,52 

P5 (Construction material) 4,02 4,25 4,08 4,12 

P6 (Layout of the property) 3,86 4,06 3,92 4,16 

P7 (Architectural style) 3,31 3,63 3,20 3,64 

E2 (The welfare of the area around the property) 4,35 4,51   

E3 (The view from the property) 3,04 3,39   

E4 (Security of the property’s area) 4,73 4,96   

E6 (Presence of a green area near the property) 3,51 3,71   

E7 (Cleanliness of the neighbourhood) 4,65 4,73   

Irrational Factor 

I1 (At first sight, I believe that the property is 

the right one for me) 
2,82 3,18 

  

I2 (I believe in my personal opinion when 

buying the property) 
3,45 3,67 

  

I3 (I believe the property would give me a 

significant profit) 
3,31 3,61 

  

I4 (I believe in my intuition based on my 

experience) 
3,67 3,75 

  

S1 (Before purchasing, I discussed with my 

agent or broker) 
2,78 3,10 2,68 3,16 

S2 (Before purchasing, I discussed with the 

developer) 
2,98 3,14 3,04 3,16 

S3 (Before purchasing, I discussed it with a 

friend) 
3,22 3,63 3,24 3,64 

S4 (Before purchasing, I discussed with my 

family) 
3,92 4,18 3,80 4,20 

 

4.1 Discussion 

The difference between rational and irrational factor based on the dual motive (consumption 

and investment) of the property in Surabaya is the physical and neighbourhood factor 

(rational) and intuition and socialisation factor (irrational). When a family decides to buy for 

consumption purpose, their primary consideration would be on the physical of the property, 

as well as the neighbourhood around it. The account is then adjusted with their capability of 

purchasing. In contrast, a family with the purpose of investment, though their main 

consideration is on the physical condition and neighbourhood of the property, will consider 

mainly on whether the property gives a good capital gain or extra revenue through renting it. 
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The amount of funding and the level of riches of an individual also drives one to be irrational, 

since the psychological factor of intuition and socialisation my cloud over their decision-

making process. Rationality dominates family with the motive of consumption – they would 

contemplate carefully, and they needed more time before deciding on buying a property in 

which they would reside. Lee et al. (2000) stated that limited funding in younger couple 

forces them to think more carefully and for a longer time before deciding. They would attain 

information about that property to their nearest acquaintances such as their family and 

friends. The information of experiences from their family and friends would strengthen their 

decision, and therefore the domination of considering through intuition would reduce. On the 

contrary, an investor would require a lot of information, especially regarding the prospect of 

the property in the future. That information would be acquired from the broker of a developer 

who has a broader knowledge about it. Experience and information about the prospect of 

property would drive the investor's intuition in deciding to purchase. The investor will then 

decide quickly, which leads to an irrational decision making.  

 

 The most important physical indicator leans toward the construction material, since both the 

buyer and investor desire the property to be strong and lasting for a long time. In one hand, 

the consumer wants a property that could be used for a long time, and on the other hand, the 

investor wishes that the property is strong enough that it does not need cost any renovation. 

Other physical indicators are interior design, the layout of the property, and the architectural 

style that would give added value to the investor. These, however, might be less beneficial for 

the buyer with a consumption motive. A buyer would prefer a house with a garage that gives 

a direct benefit when living in that house. Secondly, the neighbourhood indicator such as 

welfare, security, and cleanliness is also a significant indicator. Environmental indicators, 

namely the view from the house and the presence of green space in the area, does not give a 
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direct benefit for the consumer. However, investor desires that the property has a good view 

and a green space, for the property to have a higher price when rented or sold. Furthermore, 

midlife household does not show the difference between rational and irrational factor when 

deciding on a dual motive purchase of a property. As midlife household enters their 

retirement age, their concern for short-term purposes (consumption) and long-term purpose 

(investment) shows no difference. A need of housing has been fulfilled, and a house as an 

investment has been fulfilled too. The family no longer pursue more income to pile up their 

riches. They would prefer an environment where they can gather with their children, 

grandchildren, or friends around their house. 

 

5. CONCLUSION AND SUGGESTION 

Decision making in buying a property shows a difference between rational factor, namely 

physical and neighbourhood variables, and irrational factor, namely intuition and 

socialisation variables. This is caused by the existence of dual motives in property purchase. 

A test done on the group of younger couple shows that rational factor, particularly physical 

variable, and irrational factor, particularly socialisation variable, differentiate their decision 

making in the dual motive. However, the midlife household group shows no difference 

between rational and irrational factors in dual motives decision making. In the future, a 

control variable of age and income to be applied in the group midlife household is suggested. 

Its position as a buyer and investor is hoped to be better distinguished since the age range, 

and various income is not well described in this research. In general, midlife household group 

has a better financial condition than the younger couple, therefore making the midlife 

household group have more freedom in using their funds. Logical thinking, careful thinking, 

and psychological influence caused by a cognitive disability are caused by age factor would 

become one process when deciding on buying a property. 
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