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KADE Hancock remembers d¡iv-
ing around looking at houses in
Sydney's eastern suburbs for
hours everyday.

It wasn't for any aspirational
purposes, but rather homework
for abusiness ideahe had.

He looked at what was for sale
and what was being renovated.

The then 25-year-old had an
idea for a professional project
management services business in
the residential construction
sector. "I did some research ofthe
dollar value of the market looking
at how many ienovations were
going on roughly per sheet, how
many streets in the suburb and
what the potential was, and this
was duringthe depths of the GFC
(global financial crisis)," he said.

His research showed the east-
ern suburbs had a high concen-
tration of unrenovated property.

As a result of his research, Mr
Hancock decided to concentrate
his business there.

"Ifs the only area we are seeing
higher returns on an average
renovation spend on a property,"
he said.

"Out west, I guess you gener-
ally don't see a return on your
money when you renovate."

Mr Hancock started his busi-
ness 2Y2years ago andtheplanhas
paidoff.

His company, Home Projectz,
established in 2008, has com-
pleted more than 60 projects
worth more than $8 million.

The work has ranged from

Kade Hancockat one of his renovationprojects, in Randwich in Sydne/s estern suburbs

house and apartnent renovations
to new houses and entire apart-
ment block refurbishments.

Mr Hancodc said there was no
defining moment in his career
early on that got him started. It
was more of a "natural pro-
gression of wanting to work for
myself',hesaid.

"I always had an enhepreneuri-
almindset"

But properly was always in his
blood.

Straight after high school, he
had joined the family property
business and eventually started
managingprojects.

He then had a stint in the min-
ing sector in Western Australia,
buildingmines.

After 2% years in qining, he re.
turned to property.

From there, he started renovat-
ing a few homes for fiends and
developed some ofhis own prop-
erty. "I just saw a massive gap in
the market for the type of service
thatwe offer," he said.

He sees his firm's mainpoint of
difference as its abilþ to deliver
home owners reduced construc-
tion time frameS, fixed-price con-
hacts andbetterqualþ.

Not long after staring Home
hoj ectz he expanded the business
to incorporate a frrll-serviced pro-
ject development company.

The aim of Home hojecE De-
velopment over the next few years
is to expand that arm of the busË

ness further to incorporate larger- fu¡bished to deliver retums to the
scale residential development and investor.
projectmarketing 'Investors can buy, renovate

The business is now poised to and sell usually within a six to
undertake the refurbishment and l2-week timeframe, with profits
expansion oftwo Bondi apart- typicaUy between $SO,OOO to
mentbuildings overthene<tyear, $150,000,"hesaid.
worth$lmand$3m. For Mr Hancock, thevision for

As part of Mr Hancock's vision the company has been there from
for the business, he recently dayone.Andtwoyearsafterstart-
created a property sourcing com- ing the business he believes he is
pany that is foansedon padcaging not far from fulfiIling that vision.
residential investnents forprivate "Everything seems to happen
investors. ,,,, quickerthanlexpect,sohopefrrlly

For example, in renovations, it
was developing a product to de-
liver a low-budget renovation,
based on modular building.

"It will be a newway of thinking
around renovations to lower
prices andgive economies of scale.
"That's how I plan to dominate
that sector of the market."

Mentors have also played an
important role for Mr Hancock.
One of them is US motivational
speaker Anthony Robbins. "I read
probably a book a week on busi-
ness development... top l0
Harvard Business books," he said.

"Everytime I finda goodidea or
listen to a good idea that seems
practical, I ky always to apply it to
tr"bud*r".xrìi.Ðb,


