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RESEARCH INTO PROPERTY MARKET DYNAMICS IN DELFT: TERMS OF REFERENCE 

 

1 ABOUT THE CENTRE FOR AFFORDABLE HOUSING FINANCE IN AFRICA 

 

The Centre for Affordable Housing Finance in Africa (CAHF) is a not-for-profit company with a vision for an 

enabled affordable housing finance system in countries throughout Africa, where governments, business, and 

advocates work together to provide a wide range of housing options accessible to all. CAHF’s mission is to make 

Africa’s housing finance markets work, with special attention on access to housing finance for the poor. We 

pursue this mission through the dissemination of research and market intelligence, supporting cross-sector col-

laborations and a market-based approach. The overall goal of our work is to see an increase of investment in 

affordable housing and housing finance throughout Africa: more players and better products, with a specific 

focus on the poor.  

Our work covers four main areas: (1) understanding housing markets, (2) monitoring housing sector perfor-

mance, (3) exploring innovation in housing finance, and (4) supporting housing finance market development.  

Since its formation, the CAHF has come to be known as the most comprehensive and up to date source of in-

formation on housing finance in Africa. Its research and other material is regularly used by investors, lenders, 

pension funds, and other financiers; legal practitioners, researchers and academics; policy makers and other 

housing finance practitioners to scope and pursue the opportunities for extending access to housing finance 

across Africa. As a thought leader in the sector, CAHF is a respected advocate for financial inclusion in housing 

finance in Africa. Our work is available on our website: www.housingfinanceafrica.org . CAHF is also the Secre-

tariat to the African Union for Housing Finance – see www.auhf.co.za.  

Under CAHF’s fourth theme—supporting housing finance market development—is a research pilot on RDP re-

sale in South Africa. CAHF wishes to appoint a service provider to undertake the research. 

 

2 PROJECT BACKGROUND 

http://www.housingfinanceafrica.org/
http://www.auhf.co.za/
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The South African government has delivered over three million housing units over the last two decades. The 

majority of these units have been fully subsidised, designed for individual ownership. The intention of this de-

velopmental policy and the accompanying subsidy instruments was to address the chronic undersupply of af-

fordable housing through the scaled provision of starter/basic units. 

 

 

Of these, at least half are formally registered with the deeds registry. While the Housing Act stipulates that 

government subsidised housing cannot be sold within the first eight years after occupation, by 2015, houses 

built between the start of the programme in 1994 and 2006/7 can now be legally traded. According to research 

undertaken by the FinMark Trust in 2010, this could comprise as many as 1,3 million properties across South 

Africa (red bars, in the chart below). 

This stock offers an important opportunity to address key challenges especially in South Africa’s so-called “gap” 

housing market. It has been noted that the gap housing market comprises households who earn too much to 

qualify for the BNG housing subsidy and too little to qualify for mortgage finance to afford the cheapest newly 

built house on the market. About 25% of households in South Africa earn within this range, between R3 501 and 

about R10 000 per month. Government subsidised houses, however, are generally cheaper than new stock—in 

Delft, they currently sell for less than R100 000. Together with the FLISP subsidy, the financing required for 

such a house could technically be affordable to a household at the bottom end of the gap market range—that 

is, a household earning as little as R3 500 per month. Banks, however, do not generally offer such small mort-

gage loans, and terms are often inappropriate for such low-income earners. Given the potential supply that the 
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resale of government subsidised housing might offer to households in the gap market (and the upstream hous-

ing investment opportunities this offers to potential sellers who are able to realise the asset value of their hous-

ing), it is worth considering ways to address these constraints. 

With the introduction of the BNG policy in 2004, an additional policy goal was to create vibrant housing mar-

kets, through the provision of subsidy houses. However, these markets remain constrained for many reasons 

(including the eight-year limit on sale of houses, as well as the lack of title deeds, high transaction costs and so 

on). While formal financial institutions are interested in venturing into these areas/market segments, their lack 

of knowledge on the functioning of local markets and the needs/behaviours of households are obstacles to the 

design of more appropriate financial tools and engagement strategies.  

The aim of this study, therefore, is to undertake research that makes legible and visible the practices, challenges 

and opportunities within these markets, towards the design of policies and tools that can fix the gaps in the 

housing transaction value chain.  

 

3 OBJECTIVE 

The objective of this study is to explore and document in detail, how the property market functions in Delft, a 

township in Cape Town. The study will consider actual market activity, both formal (houses or transactions with 

title deeds) and informal (houses or transactions without title deeds), and the various ways in which these trans-

actions occur. The study will look at a cross-section of the property market in Delft—a detailed analysis of how 

properties change hands and the various formal and informal methods employed by buyers and sellers in real-

ising the purchase or sale. We want to understand why specific methods or practices are used, as well as the 

problems that may or may not arise as a result. In this, we are seeking to understand how this segment of the 

property market might function more efficiently and effectively for the parties concerned. 

 

4 RESEARCH METHOD 

Regulatory and administrative procedures for residential property transactions in South Africa are well estab-

lished and, in many suburbs, this is how the property market actually works. In low-income neighbourhoods, 

however, various informal practices also exist: for example, properties may be sold without formal registration, 

and this may be facilitated by a person acting as an estate agent but with no formal registration. To understand 

the interplay between formal and informal processes, and why each is used in which context, an approach that 

teases out actual experience is necessary. We expect the research method to include a combination of surveys 

and focus groups (with critical actors identified in Part 1 through a process of actor mapping). The Service Pro-

vider is expected to identify the appropriate method for acquiring the information listed in the ‘scope of work’  

set out below. Where possible, information should be cross-referenced (among research informants) to ensure 

reliability and accuracy. Stories/narratives can be used where applicable.  
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5 SCOPE OF WORK 

 

The scope of the work is broken down into two parts. These include: 

 

a. Mapping the actors involved in the housing market in Delft 

b. Understanding and quantifying 

 Housing/household characteristics in this market 

 Funding and financing options for housing in Delft 

 Sale and conveyancing processes  

 

Together, the findings arising from these research components should provide a clear understanding of how 

the housing market is operating and, in particular, where its operation is blocked/constrained. The outputs of 

this study must create a knowledge base on which to build interventions to improve the operations of this mar-

ket.  

 

 

5.1. PART 1: ACTOR MAPPING 

 

Before interviews, surveys or focus groups can be conducted, it is important to know the actors operating in the 

Delft property market and how they fit into the housing transaction value chain. Part 1 of this project involves 

providing an overview of all of the actors that play a direct role in the property market in Delft. We expect these 

actors to include households (buyers, sellers, landlords), city housing authorities (as well as provincial authori-

ties to the extent that their actions impact directly on Delft), housing financiers (banks operating in the area, 

non-bank lenders, stokvels etc.), and those who assist with transactions (estate agents, police, brokers, etc.).  

 

 

5.2. PART 2: UNDERSTANDING AND QUANTIFYING THE MARKET PROCESSES 

 

i. HOUSEHOLDS AND THEIR HOUSES  

 

Since households and the demand they express ultimately drives the housing market, it is important to under-

stand the trends in their characteristics in the study area. It is also important to understand households/housing 

trends since it is at this scale that improved financial products could be designed.  

 

It is particularly important to understand trends relating to: 
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 Housing typologies and housing uses (i.e. interesting variations might include home-based enter-

prises, petty landlordism, etc.) 

 Issues pertaining to income/employment type/insurance 

 The ways in which households come to live in their property (i.e. received from state, inherited, 

purchased, etc.) and proof of tenure (covered in more detail in part 4) 

 The scale and type of investment in improving the properties  

 Households’ knowledge/perspective/trust with regard to formal conveyancing and formal finan-

cial institutions  

 Any other information relevant to understanding household decision-making with regard to fund-

ing and transferring houses.  

 

ii. FINANCING/FUNDING DYNAMICS 

 

In most cases, housing that is acquired must be paid for (obvious examples of exclusions are housing received 

from the state or inheritance). It is very useful to understand how households currently pay for housing units 

that they purchase in this area—from a range of sellers—and how they fund extensions/investments in their 

properties. 

 

To address this question, the following information would be useful:  

 

 Demand and willingness to pay for housing (i.e. effective demand) 

 Funding techniques and their relative proportion (savings, sale of assets, loans from bank, 

stokvels, microfinance institutions, material loans, subsidies (such as FLISP), employer support, 

sweat equity, etc.)  

 Payment schedules and conditions (i.e. interest rates and timeframes on loans received, etc.) 

 Process and consequences in cases of foreclosure/non-payment  

 

 

iii. SALE AND CONVEYANCING PROCESSES 

 

This section should work to identify the ‘typical’ channels or mechanisms for house sale and transfer in Delft 

(include both formal and informal processes which are followed). It is important to understand the scale of the 

transactions and how incidents are spread across the various channels.  

 

Channels should include a ‘start to finish’ framework and might cover: Identifying a buyer or seller, agreeing on 

a sales price, sale, and transfer. For each step that is identified AND for each of the typical channels, it is im-

portant to have a clear breakdown of:  
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 Actors (revisited from Part 1) 

 Offices (location and function)  

 Costs and fees who is responsible for them 

 Timeframes  

 

Furthermore, it is important to get a sense of why households chose the afore-documented channels. It would 

be useful to unpack factors/drivers such as (but in no way limited to): 

 

 Affordability  

 The competitiveness of the sale process. (Is it a buyer or seller’s market and did this impact on the 

choice of channel?) 

 Administrative complexity/blockage  

 

 

6 PROJECT OUTPUT  

 

The service provider is expected to provide the Centre for Affordable Housing Finance with a succinct but com-

prehensive report that responds to the issues set out in these terms of reference as well as a slide presentation 

of around 20 slides that conveys the core messages arising in the report. Although the report will be integrated 

with other material for inclusion in a final document it must be able to stand alone, telling the story of how the 

residential property market in Delft functions (or doesn’t function), and presenting the conclusions and findings 

together with the basis for reaching them. 

 

 

7 PROJECT TIMEFRAME 

 

The project has to be completed within six weeks of contracting. 

 

 

8 PROJECT BUDGET 

 

Bids should be between ZAR 200 000 and ZAR 300 000, including VAT. 

 

 

9 CONTENTS OF PROPOSAL 

 

Proposals to undertake this project must include: 
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i. Statement of qualifications of firm(s) (if no previous work record CAHF).  

ii. Name and CV of staff members responsible (i) for overseeing the work; (ii) for undertaking the 

work.  Some level of local representation in the countries targeted for the study would be pre-

ferred. A consortium of consultants is welcomed. 

iii. Fee proposal and costs estimate, indicating the basis of calculation of fees.  

iv. Capacity building and black economic empowerment are key objectives of CAHF. In rendering 

the service the consultant must endeavour to achieve these goals.  South African consultants 

must report on their BEE accreditation.  Other capacity building efforts can also be proposed, 

such as the use of students to support the research process, or workshop methods to engage 

with a wider stakeholder sector in each country.  The focus of such capacity building would be 

on the use of data to consider and understand the role of housing in national economies. The 

proposal must comment on the manner in which the consultant intends to give effect to the 

capacity empowerment objective. 

v. Familiarity with the Centre for Affordable Housing Finance in Africa’s work is important.  See 

www.housingfinanceafrica.org. 

 

10 PROPOSAL ASSESSMENT 

 

Proposals will be assessed according to: 

i. Relevant, demonstrated competence of firm in this area: 15%  

ii. Demonstrated expertise of key individuals to be involved in this project: 20%  

iii. Content and quality of proposal: 30%  

iv. Affirmative action scorecard (if South African firm) or use of local service providers: 15%  

v. Financial proposal: 20% 

 

 

11 SUBMISSION OF PROPOSALS 

 

Proposals should be addressed to Mr. Samuel Suttner. The deadline for submission is at 12h00 on 17 December 

2015, sent by email to samuel@housingfinanceafrica.org. Once the selection process has been completed, 

CAHF will issue a contract confirming the appointment of the service provider. 

 

 

 

http://www.housingfinanceafrica.org/

