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ABSTRACT 

This study explains the factors that influence millennials 

to increase their intention about purchasing a house in 

Jakarta. Improved economic growth in Indonesia, various 

infrastructure development and government policies that 

support investment in Indonesia should not cause 

problems that make property sales decline. With the 

number of youths aged 17 years to 35 years in Jakarta the 

numbering to 7,368,492 people in 2017 which is 72.4% of 

the total population of Jakarta means that most of the 

economic drivers in Jakarta are young people 

(millennials). For this reason, this study focuses on the 

desires and capabilities of this millennials in purchasing a 

house for themselves. Data collection in this study is using 

a questionnaire and processed using the SPSS 

application. With the target population is the millennials 

aged 19-35 years who live in Jakarta and its surrounding. 

We use theory of planned behavior (TPB) to find out the 

relationship between attitude towards behavior, subjective 

norm, and perceived behavior control on millennials 

purchase intention in buying a house in Jakarta. We also 

add supporting factors, namely property attributes, 

property surrounding and financial factors as additional 

factors that can increase the intention to buy a house to 

millennials in Jakarta. As a result, all of these factors, 

only the Subjective Norm factor has no positive 

relationship with purchase intention to buy a house for 

millennials in Jakarta. The most influential factor for 

millennials to increase their purchase intention in Jakarta 

is the perceived behavior control factor supported by 

financial factors. We also find that millennials like to buy 

houses at a price of Rp.400,000,000 - Rp. 600,000,000. 

Keywords: Purchase Intention, Millennials, Theory of 

Planned Behavior, Attitude towards Behavior, 

Subjective Norms, Perceived Behavior Control, 

Property Attribute, Property Surrounding, Financial 

Factor. 

 

1. INTRODUCTION 

Property buying and selling activities become one of the 

activities that play an important role in the economy of a 

country. Improved economic growth in Indonesia, various 

infrastructure development and government policies that 

support investment in Indonesia should not cause 

problems that make property sales decline. Indonesia, a 

developing country with a population of approximately 

264 million people in 2017 (Badan Pusat Statistik, 2018) 

and has a high population growth rate each year, makes 

businessman and investors consider that the property 

business is a very promising business area. Jakarta itself, 

the capital of Indonesia, is a center for business and 

entertainment and lifestyle activities, making Jakarta a 

very attractive place for Indonesians to live in. 

Housing as one of the primary human needs, makes this 

property business increasingly believed to have very good 

long-term prospects and will create good economic 

growth in Indonesia. With such excessive expectations 

and beliefs, the development of Indonesia's property 

business is booming and developing very rapidly. All 

businesspeople in Indonesia flocked to the property 

business sector which resulted in the number of property 

in Indonesia especially in big cities becoming over 

supply. 

With confidence and optimism in the property business 

field, these property businesspersons are only concerned 

with the supply side and ignores the demand side and 

property needs such as what is desired by the end buyer. 

Many factors make consumers will buy a property for 

investment or personal use that should be prioritized by 

the developers. As the generation that most influences the 

economic system in a country, the gen-y (millennials) is 

very unique to be researched about their desire to buy or 
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invest in property today. Moreover, in Jakarta, it is not 

uncommon when unmarried children choose to live alone 

except for work reasons, so in fact many of the children in 

Jakarta assume that their parents' homes will become 

theirs. Because ofthat reason, this research focuses on the 

factors that increase the purchase intention of gen-y 

(millennials) in Jakarta in buying property for themselves. 

With the number of youths aged 17 years to 35 years in 

Jakarta amounting to 7,368,492 people in 2017 which is 

72.4% of the total population of Jakarta (BPS, 2017) 

which means that most of the economic drivers in Jakarta 

are young people (millennials). Therefore, it is necessary 

to have certain knowledge about what factors are actually 

most needed by millennials to buy a house. By knowing 

what factors influence the decision of millennial 

generation in buying a house in Jakarta and its 

surroundings. This study aims to find out what factors are 

the most dominant and influencing the decision of 

millennials to buy a house in Jakarta and its surroundings, 

so that later it will help the developers to prioritize the 

most dominant factor in building a house in the city of 

Jakarta and its surroundings to increase the purchasing 

power of millennials in Jakarta and its surroundings. 

2. LITERATURE REVIEW 

2.1 Gen-Y (Millennials) 

According to Manheim (1952), generation is a social 

construction where there is a group of people who share 

the same age and historical experience. Individuals who 

are part of a generation, are those who have the same birth 

year in a span of 20 years and are in the same social and 

historical dimensions. This opinion is similar to the 

opinion of Stafford and Griffis (2008) which states that 

millennials is a population born between 1980 and 2000. 

While millennials according to the United States Census 

Bureau (2015) are those born between 1982 and 2000. 

2.2 TPB (Theory of Planned Behavior) 

Theory of planned behavior is used in this study to find 

out that attitudes and norms are important factors in the 

formation of intentions (Ajzen, 1980). Ajzen (1985) 

explains that there are 3 factors that influence a person's 

intentions, namely subjective norm, attitude towards 

behavior, and perceived behavioral control which can be 

seen in Figure 1. 

 

Figure 1. Theory of Planned Behavior 

In general, the behavior and awareness of the importance 

of something that someone considers is dependent on the 

assessment of their own behavior towards the item, their 

own control over the decision to buy goods, and also the 

influence of others and the environment (Ajzen, 1985). 

A. Purchase Intention 

Anoraga (2010, p.228) defines that purchase intention is a 

decisionmaking process carried out by customers for 

products offered or needed by customers. 

B. Subjective Norm 

Fishbein and Ajzen (1991, p.45) define subjective norms 

as individual perceptions about whether it is important for 

individuals to think about the behavior that must be 

performed. According to Ajzen (2007, p.10), subjective 
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norms are the extent to which a person has the motivation 

to follow people's views of the behavior they will do. 

C. Attitude towards Behavior 

Fishbein and Ajzen (1991, p.45) describe attitude towards 

behavior as defined as positive or negative individual 

feelings about performing a behavior. This is determined 

through the assessment of one's beliefs about the 

consequences arising from the behavior and evaluation of 

these desires. 

D. Perceived Behavioral Control 

Fisbein and Ajzen (1991: 75) behavioral control is defined 

as a person's perception of obstacles in carrying out a 

behavior. Behavioral control views the control a person 

has of his behavior is on a continuum of behavior that is 

easily done with sufficient effort and resources. 

Based on this, we conclude the following hypothesis: 

H1: Attitude toward purchasing house has a positive 

effect on intention to purchase house. 

H2: Subjective norm has a positive effect on intention 

to purchase house 

H3: Perceived behavioral control has a positive effect 

on intention to purchase house 

2.3  Additional Factors Affecting the 

Intention to Purchase House 
As explained earlier, millennials is an interesting subject 

to study in residential purchase activities, because they 

have their own preferences for housing. Research on the 

factors that influence a person to buy house and customer 

satisfaction of a property has been done a lot, but looking 

at the fact that millennials in Jakarta fulfills 72.4% of the 

city makes the question whether millennials is able to buy 

a house in Jakarta, what factors which influences their 

intention in deciding to buy the house, because for young 

people in Jakarta buying a house is something that must 

be carefully considered and it has complex situations and 

conditions. Some of them have been helped by parents to 

buy house so they have high purchasing power and on the 

other hand some young people think that buying a house 

will spend their money for a lifetime because of the high 

price. 

In previous studies, it was found that the factors that 

influence one's intention in buying a house are property 

attributes, property views, and surrounding property 

(Said, 2012). 

A. Property Attribute 

According to Cupchik & Gicnac, (2003) property 

attributes have been studied in a lot of literature ranging 

from intrinsic housing attributes such as interior design, 

spacious, and extrinsic attributes such as exterior design 

and exterior space. 

B. Property View 

Green et al (2005) state that land area, floor area, number 

of rooms and bathrooms are clearly considered aspects 

called property views. When it is possible that an increase 

in households from one to three people will largely 

support larger space properties, spacious rooms, larger 

families prefer more rooms for which each person has his 

or her own personal space. 

C. Property Surroundings 

The buyer must consider the property environment before 

making a decision to buy a home. The environment is 

where the residents have lived in and are governed by 

mutual benefits, Hong, (2011), therefore, a good 

environment will affect housing prices. There are many 

types of environmental concepts that developers can use 

specifically to attract people to buy their property. A study 

by Hong, (2011) said that the best way to determine the 

type of environment is to look at the nature of the 

environment and facilities. 

D. Financial Factor 

In addition, financial factors also affect someone's 

intention to buy a house. (Chia, 2016). Previous research 

also found financial factors that support the intention to 

buy a house a combination of home prices, mortgage 

loans, and income and payment terms (Opaku, 2010). 

The hypotheses that emerge are: 

H4: Property attributes have a positive effect on 

intention to buy a house. 

H5: Property attributes have a positive effect on 

attitudes toward behavior. 

H6: Nearby properties have a positive effect on 

attitudes toward home purchase. 

H7: Display properties have a positive effect on 
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perceived behavioral control. 

H8: Financial factors have a positive effect on 

perceived behavioral control. 

 

Figure 2. Proposed Model 

3. RESEARCH METHODOLOGY 

3.1 Sampling Technique 
The sampling method used in this study was obtained 

using the quota sampling method. By selecting the 

sampling distribution for 200 millennials (18 years old – 

37 years old) living in Jakarta and its surroundings. The 

sampling technique used in this study was quota 

sampling. Usually this sampling technique is used data 

from the population relating to demographics (population) 

such as: geographical location, age, gender, education, 

income, etc.  

3.2 Data Collection and Analysis 
Data in this study used primary data and the technique of 

collecting data is by questionnaire. The instrument used in 

this study is Likert Scale. Likert scale is used to quantify 

the data obtained from respondents, the answers given to 

questions are given a value or a five-level scale score 

(Likert), scores 1 to 5 for the respondent's answer, namely 

from very insignificant, not important, quite important, 

important, to very important. 

We use Confirmatory Factor Analysis (CFA) to test the 

reliability and validity of the scale. The final process is to 

do a goodness of fit test using the Structural Equation 

Model (SEM) with multivariate analysis of the proposed 

model. All data were analyzed using SPSS software 

version 21 with the help of AMOS and Microsoft Excel. 

4. RESULTS 

4.1 Descriptive Analysis 
Based on the results of the questionnaire distributed to 

200 millennials in Jakarta and its surroundings, the results 

found that most respondents were 89% aged 20 years to 

29 years followed by 14% aged 30 years - 37 years, with a 

composition of 63% are women and 37% are male. As 

many as 73% of respondents live in Jakarta with 86% 

have bachelor degree. As many as 66% are private 

employees with an average monthly income of 62% are 

Rp. 5,000,000 - Rp. 15,000,000 of which 57% have 

expenditures of less than Rp. 5,000,000 per month. As 

many as 80% of respondents are single and 38% live 

alone. We also asked respondents about the range of 

house prices they like, which is 27% like the house price 

of IDR 401,000,000 - IDR 600,000,000 and 18% likes the 

house price of IDR 800,000,000 - IDR 1,000,000,000. We 

found that the mean value on the highest purchase 

intention variable, which is 4.755, is on the attribute "I 

want to buy a house" and as much as 4.706 is on the "I 

will try to buy a house" attribute. This result proves that 

there is a high desire and intention in the millennials in 

Jakarta to have a house. 

4.2 Reliability and Validity Test 
Based on the results of the Cronbach α test that we 

conducted using SPSS, we found that each attribute has a 

Cronbach α value greater than 0.70 as suggested. Based 

on these results, all constructs in this model have very 

good reliability. In addition we also found that the value 

of Composite Reliability (CR) is in the range of 0.735 - 

0.945, which means that each attribute in this model 

shows very good validity, and the value of AVE which is 

close to 0.6 and above 0.6 means that all factors can be 

accepted. 

Table 1. Results of Reliability and Validity Test 

 

Table 2 below shows the discriminant validity values 

between variables and other variables obtained from the 

square root of AVE. The results below explain that the 

AVE square root value on the relationship of each 

variable with itself is higher than the relationship of the 
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variable with other variables. This further confirms the 

results that this theoretical model has good reliability and 

validity values. 

Table 2 Correlation between the Variables 

 

4.3 Goodness of Fit and Hypothesis Testing 
Then, we identify the factors that influence millennials in 

buying a house in Jakarta by analyzing the exploratory 

factors using AMOS 22.0 to test the goodness of fit of this 

theoretical model. We must eliminate the link between the 

view property and perceived behavioral control to get 

good results. So we find that the chi-square test value of 

2422,918 shows that the variables in this study are 

correlated and reject the hypothesis 0 which means that 

this data is suitable for factor analysis. Based on these 

results we also find that all goodness of fit values are in 

accordance with predetermined criteria which further 

confirms the facts about the suitability of this research 

model. 

Table 3. Goodness of Fit Results 

 

After knowing the value of the reliability, validity and 

suitability of the model on the data for factors that 

influence housing for millennials in Jakarta, then, we test 

the hypothesis with a causal structure pattern that 

connects the factors that influence millennials in buying a 

house. From the 9 hypotheses, there are 7 supported 

hypotheses, hypothesis 2 with a value of p> 0.05 is 

rejected which means there is no significant relationship 

between the Subjective Norm factor with the Purchase 

Intention for millennials in Jakarta in buying a house 

Table 4. Hypothesis Results 

. 

While hypothesis 1, which describes the relationship 

between millennials behavior, has a significant 

relationship with intention to buy a house in Jakarta. 

Hypothesis 3, which contains the relationship between 

behavioral control that is owned by millennials and their 

decision to buy a house, also has a significant 

relationship. We also find that there is a relationship 

between property attributes and attitudes toward 

millennials behavior in deciding to buy a house. Likewise, 

further with hypotheses 4,6,7 and 9 whose results have a 

positive influence which can be seen more clearly in the 

figure below. 

 

Figure 3. Result of the Research Model 

5. Discussion 
Based on the results of hypothesis testing, it is known that 

only hypothesis 2 is rejected, while other hypotheses are 

accepted. Based on the factor loading standard values, we 

found that the highest value is found in millennials 
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attributes planning to buy a house, which means 

millennials in Jakarta already has a plan and desire to buy 

a house with factors that can be seen in the results and 

explanations as below. 

5.1 Attitude towards behavior to Purchase 

Intention 

The results of hypothesis testing in this relationship 

indicate that there is a positive relationship between 

attitude towards behavior towards purchase intention. 

This shows that attitudes towards the purchase of housing 

for millennials in Jakarta have a significant and consistent 

influence. Based on the results of the analysis of the 

loading factor the highest attribute in this factor is a profit 

of 0.77 which means that the millennials consider that 

buying housing in Jakarta is beneficial and increasing 

their intention to buy housing. These results support 

previous research conducted by Zhang et al (2018) which 

states that there is a positive relationship between attitude 

and purchase intention. 

5.2 Subjective norm to Purchase Intention 

The results of hypothesis testing in this relationship 

indicate that there is no positive relationship between 

subjective norms on purchase intention. This shows that 

the norms in their environment do not influence 

millennials to have an intention to buy a house in Jakarta. 

This result does not support previous research conducted 

by Maichum (2016) which states that there is a positive 

relationship between subjective norms and 

purchaseintention. 

5.3 Perceived Behavior Control to Purchase 

Intention and Financial Factor to Perceived 

Behavior Control 
Based on the results of the analysis conducted by the 

author found that the most influential factor on the 

intentions of millennials in buying a house in Jakarta is 

the perceived behavior control factor, which means 

control of someone's own ability to purchase a house is 

their main factor in buying a house. And based on these 

results, the supporting factor of perceived behavioral 

control is the financial factor, so to have control and 

confidence in the ability to buy house, millennials must 

consider their financial factors. It can be seen that the 

value of the relationship between these two variables also 

has the second highest value. If you look at each of the 

attributes of the perceived behavior control factor, the 

attribute of millennials confidence in resources, their time 

and desire to occupy has the highest standard loading 

factor value is 0.782. While on the financial factor, the 

attribute with the highest loading factor value is regarding 

the percentage of down payment in the purchase of the 

residence. These results support previous research 

conducted by Ajzen (2002) which states that perceived 

behavior control has a positive relationship with purchase 

intention and also research from Razak, Ibrahim, Hoo, 

Osman and Alias (2013) confirms that financial 

considerations have a very strong influence on the 

intention of buying a home. which states that there is a 

positive relationship between financial factors and 

behavior. 

5.4 Property Attribute to Purchase Intention 

The results of hypotheses testing in this relationship 

indicate that there is a positive relationship between 

property attributes and purchase intention. This shows that 

property attributes such as housing prices, types of 

houses, house designs, age of buildings, ownership rights 

and developer’s reputation greatly influence the intention 

of millennials in buying a house in Jakarta. Based on the 

results of the analysis of the loading factor, the highest 

attribute in this factor is the home design that is 0.761, 

which means that the millennials considers that the design 

of the house in accordance with their preferences and 

wishes increases their intention to buy a house in Jakarta. 

These results support previous research conducted by 

Rohayu (2012) which states that there is a positive 

relationship between property attributes and purchase 

intention. 

5.5 Property Attribute to Attitude towards 

behavior 

The results of hypothesis testing in this relationship 

indicate that there is a positive relationship between the 

property attributes and behavior in buying a house in 

Jakarta. This shows that property attributes greatly 

influence the behavior of millennial generation to create 

intention in buying housing in Jakarta. These results 

support previous research conducted by Maoludyo (2015) 

which states that property attribute is one of the most 

important factors for someone in buying a residence. 

5.6 Property Surrounding to Attitude 

towards behavior 

The results of hypothesis testing in this relationship 

indicate that there is a positive relationship between 

property surrounding and the behavior in buying a house 

in Jakarta. This shows that the surrounding property such 

as proximity to commercial areas, public facilities, 

education and work areas as well as the quality of the 

environment, surrounding security and congestion are 

very influential on the behavior of millennials to create 

intentions to buy a house in Jakarta. Based on the results 
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of the analysis of the loading factor, the highest attribute 

in this factor is the proximity of the house to the education 

area that is 0.818, which means that the millennials 

consider that the closeness of the Education area for their 

children will increase their intention to buy a house in 

Jakarta. These results support previous research conducted 

by Maoludyo (2015) which states that property 

surrounding is one of the most important factors for 

someone in buying a residence. 

 

6. Conclusion and Suggestion 
Conclusions of this research are: 

a) Millennials in Jakarta like residential priceswith a 

price range of Rp. 401,000,000 - Rp. 600,000,000 

b) Attitude toward behavior greatlyinfluence the 

intentions of millennials in buying a house in 

Jakarta. 

c) Norms in the environment do not influence 

millennials to have the intention to buy a house in 

Jakarta. 

d) The most influential factor on the intention of 

millennials in buying a house in Jakarta is the 

perceived behavior control factor, which means that 

control over someone's ability to purchase a house is 

their main factor in buying a house. 

e) Supporting factors of perceived behavioral control 

namely financial factors are also very influential, so 

to have control and confidence in the ability to buy a 

house in Jakarta, millennials must consider their 

financial factors. 

f) Property attribute with the highest attribute, home 

design greatly influence the intentions of millennials 

in buying a house in Jakarta. 

g) Property attribute greatly influence the behaviour of 

millennials to create intention in buying a house in 

Jakarta. 

h) Property Surrounding with the attributes of 

proximity of the residential area to the education 

area is very influential on the behaviour of 

millennials to create intention in buying a house in 

Jakarta. 

 

Suggestions in this research are: 

a) To increase sales of property in Jakarta, developers 

can consider the factors desired by potential buyers, 

not just thinking about the wishes of the developers. 

Millennials in Jakarta actually have a plan and desire 

to buy a house in Jakarta if it suits their preferences 

and the price they are planning. 

b) For further research, it should be investigated 

regarding the causes of the millennials who are not 

passionate about buying a house and about the right 

way of payment for the millennials to buy a house. 

Also can be investigated for what type of property is 

right for the millennials. 
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