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Hello and a warm welcome to the
March 2017 edition of REIA News.
I would like to take this opportunity
to formally thank REIACT, in particular
Michelle Tyan and Stan Platis, for all
their hard work in hosting the 12th
REIA National Awards for Excellence
at the Hyatt Hotel Canberra last week.
I thoroughly enjoyed the evening and
judging from the positive feedback
received from both REIA and REIACT,
the evening was a huge success.
My sincere congratulations to all
of the state and territory finalists
and special congratulations to the
winners of the 16 Awards. Images
from what was a great event have
been included in this edition.
I was particularly impressed by the
high standards, enthusiasm and
professionalism of all award entrants.  
The night of course would not
be possible without this year’s
sponsors which were: Terri Scheer,
realestateVIEW, Rockend, Coverforce

Insurance Broking, The Real
Estate Conversation, Compare &
Connect, commercialVIEW.com.
au and PrintForce. Your generous
support is much appreciated.
As we approach the May Budget it is
heartening to see that the Government
is considering a comprehensive
package aimed at housing affordability
and first home buyers which was the
focus of REIA’s Pre Budget Submission.
Policies to address housing from
cooperation between all levels of
government are required. Improving
housing supply and tackling the deposit
gap faced by aspiring first home
buyers is the appropriate focus. There
is speculation that REIA’s policy of
providing first home buyers access to
their superannuation to bridge the gap
is under consideration. This edition of
REIA News has an article that dispels
the myth that allowing first home
buyers access to superannuation will
make them worse off in retirement.

Mr Malcolm Gunning
REI A P r e s i d en t

Follow us on Twitter @REIANational

This article is brought to
you by REIA Chief Executive
Officer Jock Kreitals
Jock can be contacted at
jock.kreitals@reia.com.au

FIRST HOMEBUYERS
A CC E S S T O S U P E R N O T
A RADICAL IDEA

With the 2017 Budget just a little over a month away REIA is heartened that the Government is
considering a comprehensive package aimed at housing affordability and first home buyers.
Whilst details are not known there
has been speculation that first home
buyers may be allowed access to
their superannuation to bridge
the deposit gap. This has been a
long held policy of the REIA.
The possibility of this occurring
has had many critics claiming that
should this occur home buyers will
be worse off in their retirement.
One of the biggest hurdles young
people have in buying their first
home is saving enough money for a
deposit and the transaction costs.
With rising house prices, the dream of
owning a home is becoming difficult
to attain. Surveys show that not only
are aspiring homebuyers saving for
longer but are also using debt to meet
their deposit requirement including
personal loans and credit cards.
With first homebuyers finding it
increasingly difficult to enter the
housing market, home ownership in
Australia is declining after four decades
of stable levels. Many young people
already have a partial deposit, access to
their super would make the difference
but they aren’t allowed to make the
decision to access what is after all
their own money until they retire.

Too much attention has been
focused on the accumulation of a
nest egg through superannuation
at the expense of other more
practical considerations which
not only improve the quality of
life at an earlier age but result in
a greater retirement ‘nest egg’.
Superannuation and home ownership
are both components of a retiree’s
‘nest egg’ and not competing
products as many would have us
think. By buying earlier in life retirees
have every prospect of having a
higher equity on retirement and a
larger ‘nest egg’ on downsizing. It
is nonsense to suggest that early
access to superannuation for a home
deposit would undermine retirement
savings and create new risks.
Access to superannuation for the
purchase of a first home could
help reverse the trend of falling
home ownership and address the
looming social problem of large
numbers of long-term renters aged
45 years and over remaining in the
rental sector and possibly requiring
rental support in later years.
Giving first homebuyers access to
their own money in a superannuation

fund should not be a radical idea.
The use of retirement savings for
a first home purchase has already
proven to be successful in Canada,
New Zealand and Singapore.
It is ironic that superannuation
funds that invested in residential
investment property have provided
the best returns for their members
over the last 20 years yet don’t want
to see individuals investing in their
superannuation contributions in
real estate. What is the difference
between investing in someone else’s
home through your super fund
and using your super contributions
to invest in your own home?
REIA believes in the benefits of
continuing the high ownership
level in Australia, particularly as
the population ages, and strongly
encourages the Government to help
implement solutions, including giving
access to superannuation, that will
assist aspiring first homebuyers.
The Government should be
applauded for considering a holistic
approach to housing affordability
which includes giving access to
superannuation for first homebuyers.
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The focus of this month‘s REIA News is on the annual awards recognising the best performers
across a wide spectrum of categories including residential, commercial, rural, sales, property
management, buyers agent, marketing, communication and innovation.
The Real Estate Institute of Australia’s
12th National Awards for Excellence
were held at the Hyatt Hotel Canberra on
Thursday 23 March 2017. At the National
Awards it is the winners at the state level
competing against their peers.  It is the
ultimate accolade to be a national winner.
The annual awards are an industry
highlight. They acknowledge the hard work
and effort by individuals and agencies in
achieving the best results for their clients
and encourage and promote excellence and
best practice in the real estate profession.
The Awards recognise the outstanding
contributions of those in the real estate
profession, rewarding them for their hard
work, community service and consumer
focus.  Being a national winner brings
with it not only the recognition of being
the best of the best but it also brings
monetary rewards. Past national winners
have attested that being a national
winner attracts many tens of thousands
of additional revenue to the agency.
Customers too benefit. The competing
professionals and agencies set new
benchmarks in customer service and
contribute to best practice in real estate
sales and management – not just by the
winners but by all those that enter the
competitions.
Winners of sixteen categories have been
awarded the highest honour in Australian
real estate.

The ACT is celebrating, taking four of the
sixteen categories, including the recipient
of the Residential Property Manager of
the Year, Renee Bink of the Independent
Property Group.  Two further awards
were won by the Independent Property
Group, Stephanie Graham won the
Achievement Award and Sofia Ligeros
won Corporate Support Person of the
Year.  Ray White Belconnen took home
Medium Residential Agency of the Year.

Salesperson of the Year, the first time a

NSW also had a rewarding night, taking
three major awards, including Michael
Crombie of Colliers International
NSW as Commercial Salesperson of
the Year, CBRE NSW won Commercial
Agency of the Year and Hugh Bateman
of the Property Shop in Mudgee won
the Community Service Award.

a third-generation estate agent and

South Australia took home three major
awards with Toop&Toop winning the Large
Residential Agency of the Year, the
Communications Award and the
Innovation Award.
Victoria celebrated with Karli Dunham of
Just Business Brokers.com winning Business
Broker of the Year and Kristian Etherington
of Ray White Commercial Victoria winning
Commercial Property Manager of the Year.  
CBRE Victoria was inducted into the REIA
Hall of Fame for winning the Commercial
Agency of the Year in 2014, 2015 and 2016.
Natalie Downton of Downton Property
Hobart won the highly coveted Residential

Tasmanian has won this category since the
introduction of the REIA National Awards
for Excellence in 2006.
The prestigious President’s Award for
2017 recognising significant contribution
made by an individual to the real estate
profession was presented by REIA
President, Malcolm Gunning to Neville
Sanders of Victoria. Neville Sanders is
his 50 year career in real estate has
morphed through valuations, residential,
commercial, industrial real estate and
property management, then to owners’
corporation management.   Neville became
a Member of the Real Estate Institute
of Victoria (REIV) in 1971 and joined the
REIV Board in 2006 and served two terms
as President of REIV in 2013 and 2014.
Neville served as the Victorian Director
on the Board of the Real Estate Institute
of Australia’s (REIA) from 2012 to 2014
and further served two terms as the
REIA President in 2015 and 2016.
The Assistant Minister for Cities and
Digital Transformation, the Hon Angus
Taylor, MP attended the evening
representing the Prime Minister.
»» continued
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The recipients of the 2017 REIA National Awards for Excellence are:
Business Broker of the Year

Achievement Award

Karli Dunham

Stephanie Graham

Just Business Brokers.com, VIC

Independent Property Group, ACT

Proudly sponsored by RECON

Proudly sponsored by RealestateVIEW

Buyer’s Agent of the Year

Commercial Salesperson of the Year

Kent Cliffe

Michael Crombie

Momentum Wealth, WA.

Colliers International, NSW

Proudly sponsored by Compare & Connect

Proudly sponsored by Coverforce Insurance Broking

Corporate Support Person of the Year

Residential Salesperson of the Year

Sofia Ligeros

Natalie Downton

Independent Property Group, ACT

Downton Property Hobart, TAS

Proudly sponsored by Coverforce Insurance Broking

Proudly sponsored by RealestateVIEW

Residential Property Manager of the Year

Commercial Agency of the Year

Renee Bink

CBRE NSW

Independent Property Group, ACT

Proudly sponsored by Rockend

Proudly sponsored by Terri Scheer

Small Residential Agency of the Year

Commercial Property Manager of the Year

Mint Real Estate, Claremont, WA

Kristian Etherington

Proudly sponsored by Terri Scheer

Ray White Commercial Nunawading, VIC
Proudly sponsored by Rockend

Community Service Award

Medium Agency of the Year

Ray White Belconnen, ACT
Proudly sponsored by RealestateVIEW

Hugh Bateman

Large Residential Agency of the Year

The Property Shop, NSW

Toop&Toop, SA

Proudly sponsored by Compare & Connect

Proudly sponsored by RealestateVIEW

Innovation Award

President’s Award

Toop&Toop, SA

Neville Sanders, Whittles, VIC.

Proudly sponsored by Rockend

Communications Award

Toop&Toop, SA
Proudly sponsored by RECON

The Re al Estate Institute
of Australia’s 12th 
National Awards for
Excellence Proudly
sponsored by
Gold
Sp o n s o r
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Protect
your
client’s
rental
property
and
income
Award winning landlord insurance from $1 a day*
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Call 1800 804 016 or visit terrischeer.com.au

ou

Loss of rent
Malicious and accidental damage by tenants
Theft by tenants
Flood, storm and water damage
Damage by pets
May be fully tax deductible

ue

Terri Scheer is Australia’s leading landlord insurance specialist, offering protection for your client’s rental
property from risks that standard building and contents insurance may not cover.

n din g v

Landlord Insurance
Australia

Australia’s Leading Landlord Insurance Specialist
*Across Australia, 82% of Terri Scheer customers paid $1 or less a day for their Landlord Insurance policy. Premium is based on all Terri Scheer Landlord Insurance policies purchased or renewed in the 18
months to 01/05/14 – 30/11/15, inclusive of taxes. Conditions and eligibility criteria apply. Consult your tax advisor in relation to tax deductibility of premium. Insurance issued by AAI Limited ABN 48 005
297 807 AFSL 230859 trading as Vero Insurance. In arranging your insurance, Terri Scheer Insurance Pty Ltd ABN 76 070 874 798 AFSL 218585 acts under authority given to it by Vero Insurance. Read
the Product Disclosure Statement before buying this insurance and consider whether it is right for you. Call 1800 804 016 for a copy.

Winners 2017
Winners of the REIA National Awards for Excellence 2017
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1. President’s Award: Neville Sanders , Whittles, VIC
2. Hall of Fame: Mark Coster representing CBRE VIC
3. Medium Residential Agency of the Year: The team at Ray White Belconnen, ACT
4. Large Residential Agency of the Year: Genevieve Toop and Suzannah Toop, Toop&Toop Real Estate, SA
5. Small Residential Agency of the Year: Peter Clements, Mint Real Estate, WA
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1. Commercial Agency of the Year: Cameron Grier, CBRE NSW 2. Commercial Salesperson of the Year: John Marasco collected on behalf of Michael Crombie of Colliers International NSW
3. Residential Salesperson of the Year: Natalie Downton, Downton Property, Hobart,TAS
4. Achievement Award: Stephanie Graham, Independent Property Group, ACT
5. Communications Award: Genevieve Toop and Suzannah Toop, Toop&Toop Real Estate, SA
6. Corporate Support Person of the Year: Sofia Ligeros, Independent Property Group, ACT
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1. Buyer’s Agent of the Year: Kent Cliffe, Momentum Wealth Property, WA
2. Community Service Award: Hugh Bateman, The Property Shop, NSW
3. Innovation Award: Genevieve Toop and Suzannah Toop, Toop&Toop Real Estate, SA
4. Commercial Property Manager of the Year: Kristian Etherington, Ray White Commercial, Nunawading, VIC
5. Residential Property Manager of the Year: Renee Bink, Independent Property Group, ACT
6. Business Broker of the Year: Gil King of REIV collected on behalf of Karli Dunham of Just Business Brokers.com, VIC
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1. Top row (l-r): Gaye Gunning, Malcolm Gunning, Belinda Butler, Stan Platis, Susan Platis;
bottom row (l-r): The Hon Angus Taylor, MP, Jock Kreitals and Carolyn Parrella
2. Carolyn Parella, (Terri Scheer)
3. Stephanie Graham, Renee Bink & Sofia Ligeros, Independent Property Group
4. Neville Sanders and Malcolm Gunning (REIA President)
5. MC – Andrea Close
6. Stan Platis (Dexar Group) and Enzo Raimondo (RealestateVIEW)

Easy to sell.
Easy to apply.
Easy to deal with.
Hey, what are mates for?

brokers.adelaidebank.com.au

Adelaide Bank a Division of Bendigo and Adelaide Bank Limited ABN 11 068 049 178 AFSL/Australian Credit Licence 237879. (S56254)(12/16)

I ndustry heads down
the professional path

Real estate industry leaders are
moving forward with plans for
professionalisation as the
industry sits at the crossroads,
according to REINSW.
REINSW President John Cunningham
said that after many years of lobbying
for increased education and standards
the NSW Government has acted and
in doing so has provided REINSW
with the education foundations to
pursue recognition as a profession.
“The need for greater accountability
and transparency in the ever
increasing complexities of property
transactions has led to a clear need for
recognisable property professionals
who offer trusted advice, service
and expertise to stand up and be
counted,” Mr Cunningham said.
REINSW has created an advisory
group of key industry leaders
and stakeholders, which had its
first meeting last week (15 March
2017) to create the structure
and agree on the path forward
for property professionals.
“The group was formed initially
from the panel of industry thought
leaders from last year’s REINSW
Industry Summit where the focus
was on professionalism. The core
group has been expanded to include a
number of other industry leaders and

influencers to ensure we have carriage
of the broad spectrum of property
professionals,” Mr Cunningham said.
The group consists of REINSW
President and Director of Cunninghams
John Cunningham, REINSW Deputy
President and Managing Director of
Laing+Simmons Leanne Pilkington,
Vice President and Director of Raine
& Horne Coastal Brett Hunter, board
members Peter Matthews CEO of
Province Agents and Kylie Walsh
General Manager of Di Jones, along
with Shannan Whitney Director
of BresicWhitney, Ewan Morton
Managing Director of Mortons,
Chris Mourd Head of Real Estate for
LJ Hooker Group, Brad Caldwell-Eyles
Managing Director of 1st City Real
Estate Group, Doug Driscoll CEO of
Starr Partners and Lisa Pennell Head
of Marketing for Ray White Group.
“For the past three years REINSW has
been formulating plans behind the
scenes and creating the environment
for these first steps to be taken.
“The advisory group meeting signalled
the official beginning of that journey.
The diversity of the group is its
strength. The clear message of all
participants was not only the need
for professional recognition, but also
the urgency to expedite and resource
the project was loud and clear.

“The challenge is to create the critical
elements of a profession: Ethics,
Education, Experience, Examination
and Entity in such a way as to achieve
a new benchmark for standards,
processes and behaviours that are
clearly understood by both the
profession and consumers alike.
“The consumer experience and a
trusted status are the key tests of
any profession and these are also the
goals for the real estate profession.
“The advisory group has now set
up committees to deal with each of
the five elements of professionalism
which, once reviewed and submitted
for broader Industry feedback,
will form the framework for an
application to the Professional
Standards Authority of Australia.
“The next step on the journey will
be an Industry Leaders & Influencers
Think Tank on 24 May where 40 to 50
of the best and brightest will discuss
the project, its milestones and as a
result decisions and commitments
will be made on moving forward.
“Members of the industry will soon
be faced with making a decision as to
what path they are going to take, the
path to trusted professional advisor or
the path to just connecting the dots
in a low service low expertise process
environment,” Mr Cunningham said.
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Extracted from Real Estate Market
Facts December quarter 2016
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AFFORDABILIT Y
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EXTRACTED FROM ADELAIDE BANK/REIA HOUSING
AFFORDABILITY REPORT, DECEMBER QUARTER 2016

Quarterly Australian weighted average
median house price is $743,776
Quarterly Australian weighted average
median other dwellings price is $$572,254

Dec
2016

Sept  
2016

Dec
2015

Proportion of family income required to meet:
Home loan repayments

30.4%

29.5%

32.4%

Rent payments

24.4%

24.2%

24.6%

Median house prices up:
Sydney 5.1% to $1,134,075
Melbourne 5.0% to $770,000
Brisbane 2.6% to $513,000
Adelaide 1.1% to $440,750
Hobart 11.7% to $430,000
Perth 1.0% to $525,000
Canberra 5.3% to $621,000

VIC

Both housing affordability and
rental affordability declined
over the past quarter.

QLD

Median house prices down:
Darwin 6.1% to $516,250

The number of new home
loans increased by 4.2%.

SA

South Australia has the second lowest
average loan size across the country.

WA

At 26.6% Western Australia has the
highest proportion of first home buyers.

TAS

Tasmania recorded the greatest
decrease in rental affordability.

NT

Rental affordability improved
for the Northern Territory.

ACT

ACT recorded the lowest increase in
home loan affordability for the year.

Median other dwelling prices up:
Sydney 3.4% to $719,696
Melbourne 3.0% to $563,500
Hobart 6.0% to $302,000
Darwin 4.3% to $460,000
Median other dwelling prices down:
Brisbane 2.7% to $399,000
Adelaide 1.3% to $330,000
Perth 3.5% to$415,000
Canberra 1.2% to $425,000

NSW	Monthly home repayments
increased over the past quarter.

This article is brought to
you by Ray Ellis, CEO of
First National Australia

HOUSING BUBBLE
S P E C U L AT I O N
UNWA RR A N T ED

The chief executive of Australia’s
largest network of independent
real estate agents, Ray Ellis, says
constant media speculation about
the risk of an Australian housing
bubble is based on overseas
analysis that fails to account for
Australia’s unique market
circumstances.
‘The Organisation for Economic
Cooperation & Development’s recent
assertion that Australian house
prices may represent a threat to the
economy is similar to much of the
foreign commentary we’ve heard
before; it fails to fully appreciate
the nature of our economy, how
Australians invest, and where
they want to live’ said Mr Ellis.
‘Australia is the only country in the
world where nearly 40 per cent of
its population wants to live in two
capital cities that together comprise
less than 0.3 per cent of the country’s

landmass. Historic low interest rates
have combined with overall positive
economic conditions, and a national
preference for housing investment
over shares, to drive up house
prices in Sydney and Melbourne.
However, this is not the case across
regional Australia and in Perth where
house prices are still falling.’
First National Real Estate is of the view
that unless there is a sharp increase
in interest rates or a sudden rise
in unemployment, there is limited
potential for a housing prices crash.
‘Both scenarios are unlikely’ said
Mr Ellis.
‘The Reserve Bank of Australia’s
(RBA) preference would in fact be
for further cuts to official interest
rates if that didn’t increase the risk
of further inflating house prices.
While rates will eventually have
to rise, that’s clearly not the RBA’s
choice while inflation remains below
target and the country is not at

full employment. And, with 1.1 per
cent economic growth announced
last week, a significant increase in
unemployment is also unlikely.
‘In reality, Australia has no oversupply of property, data shows new
construction approvals are trending
downwards, and the country’s
lending standards continue to be
strong, which contrasts sharply with
the conditions that led to housing
bubbles bursting in many countries
following the Global Financial Crisis.’
Issued by: First National Real Estate
Stewart Bunn, National
Communications Manager, 1800
032 332 or 0413 624 317

S u c c ession planning for
real estate prin c ipals
and partners

If you were no longer at the helm of your agency,
would it continue to prosper and grow?
It takes many years of hard work
and dedication to build a successful
real estate agency that enjoys good
local market share, and boasts an
experienced and established team
of well-performing agents. However,
without an effective succession plan, it
may be difficult to maximise the value of
your endeavours when you eventually
decide it’s time to sell up or retire.
However, succession planning is not
something you just develop when you
are thinking about your exit strategy. In
fact, every business owner, regardless
the size of their business, should have
a succession plan in place from the
moment they commence operations.

Securing the future of your business
A succession plan is a valuable investment
for you, as well as your business.
Whether you are planning to simply
sell up, looking to retire, or are forced
to leave due to illness, incapacitation
(or even death), an effective succession
plan acts as a blueprint for the
smooth transition of the ownership
or management of your business.
It provides the “who” and the “how”,
that ensure your business can continue
to grow and flourish, even if you
are no longer holding the reins.

Developing your succession plan
A succession plan needs to be tailored
to the individual circumstances of your
business, and then regularly reviewed
and adjusted to reflect changes (such
as growth, expansion, acquisition, new
partnerships, mergers, and so forth).
It should be developed in conjunction
with professionals who can provide
guidance on legal, taxation, accounting,
insurance and governance issues.
At its simplest level, you should consider:
• Who will replace you, and whether it
will be a full or partial succession
• Your exit timeframe
• How the plan will be implemented.

further. You also need to be realistic
about whether they are capable of taking
on this role and its responsibilities.
When determining your successor,
your considerations should include:
• What role will they play?
• How will it differ from yours?
• Do you want to exit the business
completely, or retain an active
role? (If so, that role should be
clearly defined and outlined.)
• Will there be an exchange
of business equity?
• Is there a business partner or
partners that need to buy out a
departing owner/director?

For a larger real estate business with
one or more partners, multiple offices,
or a complex management structure,
the succession plan should also include
contingencies that reflect the various
risks to the business should any one of
these key performers be sidelined.

• Is there someone in the business
already being groomed to take over?

Finding your successor

• If your business partner dies,
would his/her spouse expect
to come into the business?

The question of “Who” will take over the
reins is something that requires close
consultation with all key stakeholders.
Their plans for the future, or their vision
for the business, may be different from
yours, so this is something that needs to
be agreed on before developing the plan

• Is there a family member
with aspirations to run the
business in the future?
• Will you need to look outside the
business for a suitable candidate?

Like any other business agreement – such
as Partnership or Director’s Agreements
– your succession plan should be
professionally drafted by a specialist,
and signed off by all parties concerned.
»» article continues

»» continued

Timing your exit…
Succession planning is something that
needs to be done well in advance of
retirement. Depending on the size and
structure of your real estate business,
and whether or not you have identified
a potential successor (or successors), it
may take a number of years to effectively
implement your succession plan.
To help you sell the business at maximum
value, you may also need to spend time
transitioning the business away from being
overly reliant on your own sales skills and
client relationships, and instead, help build
the profile and talents of your successor.

…and preparing for the unexpected
Despite the best of plans, an unforeseen
event – such as illness, disablement
or death – can lead to the sudden exit
of an owner, director or key person.
In such a situation, a succession plan
will need to be effected in a hurry.
By developing a succession plan at an early
stage of business operations, and then
reviewing and revising it as the business
grows and evolves, it’s easier for all
stakeholders to settle on the actions and
processes to take place in any scenario. It
also enables them to agree in advance on
the value of business equity changing hands.

Implementing your plan
A succession plan should take into account
your personal and business goals, and may
force you to contemplate matters that can
be quite daunting or confronting (such
as an involuntary exit). There are also a

number of legal, accounting and insurance
issues that need to be considered.
That’s why it makes sense to consult with
a professional in the field. In addition to
guiding you through the thought processes
about your “Who”, and helping you work
out the most reasonable “When”, they
can assist in facilitating the “How”, by:
• Connecting you with legal
specialists who can formalise
your Succession Plan Agreements,
including Buy/Sell Agreements
• Reviewing any existing Partnership
Agreements
• Helping you determine how voluntary
and involuntary exits can be funded (e.g.,
insurance, borrowing, personal equity)
• Recommending and placing risk transfer
policies to suit your needs (e.g., Buy/
Sell funding, Partnership protection,
Key Person protection – whichever
is relevant for your business).

How AON can help
Early preparation of your plan, and
seeking professional advice, are two
keys of an effective succession plan that
will leave your business well prepared
for any event that leads to the exit of
principal, partner or key executive.
Aon works with a group of business
succession planning professionals,
including our own in-house financial
planners, and can provide you
with access to a dedicated law firm
that specialises in the execution of
Management Continuity agreements.
For further information about succession
planning for real estate principals
and partners, or to find out more
about run-off cover, contact your Aon
Affinity Real Estate Client Relationship
Manager, or call 1800 466 894.

P rote c ting yourself against potential past c laims
Whether you sell your business, retain an interest in it, or just close the doors and walk
away, it’s important to protect yourself against any potential future claims relating to
your previous work.  While many Professional Indemnity (PI) policies include a period
of “run-off cover” – that is, a continuation of your PI for a specified period after you
retire or cease trading – it’s important to know the length of that cover, and whether
or not you need to buy additional run-off cover.
There is a common misconception that the PI cover you had in the past (while trading),
will continue to protect you for any claims against your work during that period.
However, PI is a special type of insurance that operates on a ‘claims made’ basis, which
means that the policy will only respond to a claim if the policy was in effect at the time
the claim was made.      
Many PI policies issued by Aon include seven years of run‑off cover at no extra cost.

The endorsed insurance broker for the Real Estate Institute of Australia, the Real Estate Institute
of Queensland, the Real Estate Institute of Western Australia and the Estate Agents Co-operative.

Residential
Strata Insurance
Strata Insurance protects the interests and the assets owned and
managed by the Body Corporate committee. In the event of damage
occurring, having the security of insurance can make the process
considerably less stressful and expensive.

With Aon you’ll:
•

Deal with a dedicated Strata Insurance Consultant with
industry experience

•

Receive dedicated claims assistance

•

Save time and receive 3 quotes as required

•

Get tailored cover to best suit your clients’ needs, be it
coverage or price

•

Receive commission on each new policy placed if you
become a distributor*

Speak with one of our Residential Strata Specialists:
Call

02 8623 4297
Email

strata@aon.com
or visit

aon.com.au/strata
* Conditions apply. Commissions Payable are 5% for Residential Strata only. For full conditions and requirements to become an
authorised distributor, please refer to our Distributor Agreement. For full policy wording please contact 1800 456 610. © 2017
Aon Risk Services Australia Limited | ABN 17 000 434 720 | AFSL 241141. This information is general in nature and should not
be relied on as advice (personal or otherwise) because your personal needs, objectives and financial situation have not been
considered. So before deciding whether a particular product is right for you, please consider the relevant Product Disclosure
Statement or contact us to speak to an adviser.
AFF0727S 0117

Open2view is your one stop shop
for real estate marketing

Ready to take your
marketing to the
next level?

From photography and video, to print services and floor plans
- we can help you get the most out of your property marketing efforts.
Contact:
Sheree Brennan
0400 176 954
sheree.brennan@open2view.com

Professional Photography / Twilight Photography / HD Videos / 3D HomeView Tours / Printing Services
Walkthrough Tours / Real Estate Signboards / Aerial Photography / Interactive Floor Plans

SAVE THE DATE
AUSTRALASIAN REAL ESTATE INSTITUTES’
AUCTIONEERING CHAMPIONSHIPS 2017
ADELAIDE CROWNE PLAZA HOTEL

5-7 SEPTEMBER 2017
The Australasian Real Estate Institutes’ Auctioneering Championship
brings together the winner and runner-up of each of the Australian
State REI Auctioneering Competitions and the winner and runner-up
of the national REINZ Auctioneering Competition.

South Australia looks forward to hosting
both Championships this year and putting
on a show that - just like the competitors
– is simply the best of the best.

This article is brought to
you by Mal Smith, Chief
Executive, REI Super

L o wer v o l u ntary
c ontributions limits
f r o m 1 J u ly 2017

The maximum amounts you can
contribute to your super
account before and after tax are
going down on 1 July 2017

New before tax limit
From 1 July the annual cap on beforetax (concessional) contributions to
super will be reduced from $30,000
to $25,000, regardless of your age.
Note that before-tax
contributions include your
employer (SG) contributions to
super and salary sacrifice.
New after tax limit
From 1 July 2017 the after-tax
(non-concessional) contributions
limit will also be lowered, from
the current cap of $180,000 per
annum to $100,000 per annum.
And members who have a
superannuation account balance
of more than $1.6 million will
no longer be allowed to make
after-tax contributions.

For more information contact
REI Super Helpline on 1300 13 44 33

I t ’ s ab o u t time: I nman
Conne c t N ew Y ork 2017

This article is brought to
you by Alister Maple-Brown
Ceo, Rockend

Time. Don’t you wish you had more of it? We all have the same 24-hours each day to get things done, but
often the level of professional success we enjoy comes down to how much we can fit into those 24 hours.
How technology can help agents make the most of their time was the overwhelming theme of Inman
Connect New York 2017.
Everyone’s time is limited. It doesn’t
matter who you are or what you do, we
all have the same number of hours and
minutes in our day and it’s a constant
battle to get everything done.
Enter technology. How can technology
help agents do more in the same amount
of time and provide a more focused
and valuable experience for clients?
Time was the strong theme I picked up
over the course of three days at Inman
Connect New York 2017 – a real estate
conference that explores current industry
trends and technology, and focuses on how
agents can leverage the benefits of change
and innovation to grow their business.
Here are four ways the American real
estate industry is looking to technology
to have a real impact on agents’ time
and what we can learn from them.

1. Relationships
Real estate has been and always will be
about relationships and technology will
never change this. Agents are selling what
is often someone’s biggest asset and it’s
a complex transaction. People want to

deal with people, so while technology
can help facilitate a transaction it will
never completely replace people.
As an agent, technology is your friend.
It’s an important tool to use and can help
you think outside the box and do things
more efficiently and effectively. But
singularly, it isn’t the answer to everything.
Fundamentally, real estate is a people
business; that face-to-face interaction will
always be the most important element.
The value of technology lies in its ability to
save us time. By letting technology do what
technology can do – which is a lot of the
more mundane tasks – agents can get back
to building stronger client relationships.
Good agents need to be able to give
good advice and positively influence the
interaction with clients. Being able to do
this effectively is only going to become
more important as agents incorporate
more technology into how they operate.
Technology enables agents to provide a
better quality of interaction, more touch
points and make communication more
efficient – freeing them up to have more
time for personal interactions with clients.

2. Integration
Without doubt, there’s a lot of
great technology out there. Think
of pretty much any task you do on a
day-to-day basis in your agency and
there’s a piece of technology aimed
at making the ‘doing’ easier.
But no single technology supplier
provides the entire solution for every
need their customers have. That’s why
suppliers need to work together to
integrate their technology solutions.
Suppliers need to have a healthy symbiotic
relationship to benefit customers and their
business success. None of us are silos. As
a supplier, our reason for existing is to
enable our customers to be better at what
they do. Our success as a business depends
on us being able to help our customers
be successful in their business. We want
to help our customers work better, faster
and more efficiently so they can provide
an even better service to their clients.
Integration can help make this a reality.
Integration poses a real conundrum for our
American counterparts, mainly because of
the sheer size of the real estate industry.
»» continued

»» article continues

How can they bring it all together? How can
they get everyone talking to each other?
In Australia, given the smaller size of our
industry, we have a real opportunity to
create integration standards and work
together in a way that improves the
experience between ourselves and our
customers, as well as the experience
between our customers and their clients.
It’s already happening and as more
and more suppliers work together, the
time agents save by not having to jump
between different systems, not having to
re-key data and more will only increase.

3. Big data
We’ve been talking a lot about big
data here in Australia for a while,
and it’s a topic of conversation in the
American real estate market as well.
Data is generated by everything around us
at all times. Every digital process and social
media exchange produces it, and systems,
sensors and mobile devices transmit it. It’s
collected in hundreds of ways including
surveys, online audience tracking, industry
statistics, client feedback and more.
But it’s not the amount of data that’s
important, it’s what agents do with
it. How can new algorithms and data
collection points help agents identify
potential clients who are more likely to be
in the market to list their home? How can
agents save time by using data to be more
efficient in their prospecting activities?

The big difference is that agents in
America can get their hands on a much
wider range of data points because their
privacy standards are far less stringent
than ours here in Australia. So while
we can look on with interest and learn
lessons from how the American real
estate industry is leveraging the power
of big data, we need to put it in the
context of what’s achieveable given
our more limited access to data sets.

4. Remarketing
Have you ever searched for a new TV
or appliance online? The next thing
you know, you’re seeing ads for that
TV and those appliances on every
website you visit. That’s remarketing.
Remarketing is not new. What’s new
is how agents are using it to more
effectively direct their advertising spend.
While it’s not cheap, it’s highly targeted.
Which would you prefer? Spending
$1000 blasting 1000 people on your
database about a property or spending
$1000 to target just three people who
are far more likely to engage with the
property and become a buyer?
It’s a change of mindset. How can agents
use technology and data together to
ensure they’re speaking to the right
people? And how can they save time by
better focusing their marketing activities
– rather than ‘spraying and praying’.

It’s all about innovation
There’s always a lot of talk about
innovation. It’s a buzzword that everyone
throws around – and it was no different
at Inman Connect New York 2017.
But I think many people misunderstand
what it actually is. Innovation isn’t just
about sitting in a room and coming up with
a new idea. It’s also about taking an idea
you’ve seen somewhere and repurposing it
in another environment. It’s about viewing
an idea from a different perspective, and
adding one plus one to come up with three.
As a supplier to the real estate industry,
it’s important for us to always be on the
lookout for the next innovation and the
next way of doing things. Our customers
aren’t simply paying us for our software
solutions. They’re paying us to show them
the pathway into the future. And to do this,
we need to look beyond our own software
solutions and explore how ideas from
further afield can add value to what we do.
By going to events like Inman Connect, we
can see what’s happening in other markets
– what’s working and what’s not – and
bring back the best ideas to apply to our
own market. It’s not just about chasing
the next shiny thing. It’s about chasing
the next shiny thing that can benefit our
customers, the industry and the market
overall – and save everyone time.

DO YOU KNOW THE
I N D I C AT I N G S I G N S O F A
CL ANDESTINE DRUG L AB
AT Y O U R P R O P E R T Y ?

• Is there evidence of pre-paid cash long-term
rental agreements?
• Are the windows blacked out?
• Is there evidence of chemical containers
lying around?
• Is there a toxic smell?
• Are there always issues upon site inspection
times?
• Are there areas you are excluded from inspecting?
• Tennants departed from site leaving a trail
of rubbish?

These indicators may point to
the presence of a clandestine
drug lab or ‘cook house’.
You may be exposed to the
harmful residual bio film left
behind after a ‘cook up’ and it
can be a serious health issue
if you make contact with it.
If you are unsure, please call us
at ASB Environmental Pty Ltd,
as we can offer, testing,
training and decontamination
Australia wide.

Professional Methamphetamine Drug Lab Cleaning & Asbestos Solutions
Professional

Efficient

Reliable

Prompt

Free Call 1300 760 800 for all enquiries
Class A & B Friable – Non Friable Licence No: 2301502
Asbestos Assessor Licence No: A120649
ABN: 97 164 848 604   Free Call: 1300 760 800
Postal Address: 3 Ebony Court, Bushland Beach QLD 4818

FIABCI

Getting ready
for Andorra!
W hat you c an
e x pe c t at this
year ’ s W orld
Congress

Looking forward – and in a smart way – is what this year’s World
Congress is all about. The theme, “Smart City, Smart Building” conveys
the timeline focus of the program.  Smart cities will change the future
of our industry.  The Congress program offers many opportunities to
hear from experts and visionaries, including innovation in real estate
development and the associated global trends and opportunities;
how smart cities are shaping the urban agenda, how we live in the
21st century, and how the web 3.0 is transforming our society.

T e c hnology in
the spotlight

Technology is the underlying constant in our changing cities and
professions.  “Technology continues to drive the real estate business
in new directions”, says FIABCI World President Kirkor Ajderhanyan.
“Consumers shop online for homes and to find out information about
the home buying process and technology provides opportunities for
real estate professionals to fill this need. Some have predicted new
technology may force the real estate professional out of the transaction.
Still, real estate professionals will continue to play a role helping
coordinate today’s technology and consumers within the housing
platforms. Commercial brokers, developers and managers are also
using technology tools to work with current and future clients, and
to develop solutions to make properties more energy efficient.”
“Attending the World Congress in Andorra provides an incredible
opportunity to have access to experts who will address technology
and other important themes driving our industry,” continued President
Kirkor. “With less than 70,000 inhabitants representing 100 nationalities,
Andorra is an open and multicultural society with a high standard of
living, and a dynamic and diverse business sector with a prosperous
economy. It is an innovative country and leader in the field of technology
– making it an outstanding location for our 68th World Congress.
»» continued

FIABCI

Getting ready
for Andorra!
P rogress on
V isi o n 20/20

Beyond the Congress Days, there will be three days of organizational
meetings, discussing and reporting on our implementation of the
Vision 20/20 program to provide the best services to our members
and to help our Chapters to be more connected to the real estate
profession in their countries in order to play a major role.
FIABCI members travel to the World Congress for a variety of reasons…
to network, do business, participate in governance meetings, hear
speakers on timely topics, explore the local market, enjoy area
sights and more. Of course, most come for more than one reason;
typically packing in some of each into the week-long Congress.
Attendees can look forward to meeting real estate industry players from
more than 65 countries and enjoy numerous opportunities to network,
including during cultural and social events and property tours.
“The opportunity to come together with professionals from all sectors
of our industry is an important member benefit – and one not to be
missed in 2017 in Andorra,” says World President Kirkor. “Our World
Congress is a time to come together to share the best practices that will
be a driving force to promote the best tools with latest technologies and
working experience from real estate professionals around the world.

For more
information,
travel details
and registration
form click here.

Industry Update
Industry news from around Australia

Transfer duty concessions for off-theplan apartments required to improve
affordability and housing diversity
A recent REIWA survey of WA property
seekers found 64 per cent of respondents
would be more likely to buy or invest
in off-the-plan apartments if transfer
duty rates were amended to be more
in line with house and land packages.
REIWA President Hayden Groves said
current transfer duty rules around
off-the-plan purchases distort the
WA property market by favouring
house and land packages.
“Apartments sold off-the-plan are liable for
transfer duty on the full sale price of both
the land and apartment, whereas house and
land packages are typically only charged
transfer duty on the land component.
“Not only does this create a disincentive
for buying an apartment, it places
an unfair financial burden on those
buyers who do choose to purchase
off-the-plan,” Mr Groves said.

Affordability a concern for
WA property seekers
In addition, the survey also found 62
per cent of respondents considered
affordability the biggest housing
issue for our changing population.
“As Western Australia grows and the
population demographics of our state
change, we are going to need more diverse
housing solutions to better suit the needs
of our community,” Mr Groves said.
“Incentivising off-the-plan apartment
sales by aligning transfer duty rates
with house and land packages will help
improve affordability for West Australians

seeking alternative housing options and
re-balance the available stock by adding
more diversity to the market. At present,
80 per cent of all housing stock in WA is
standalone houses, which needs to change.”

REIWA scenario analysis
REIWA scenario analysis shows at current
rates, the transfer duty fee applicable to
a house and land package of $564,500
would be $7,315. By contrast, the
transfer duty fee for an apartment of
the same value would be $21,170.75.

Home buyers and business will save time
and money when engaging in property
transactions, under the NSW Government’s
new e-conveyancing reforms.

Benefits to home buyers and business
• Home buyers will be able to lodge
documents online 24/7, creating
flexibility with time critical transactions.
• In most cases, settlement and lodgement
will occur simultaneously instead of
at the convenience of the bank, which
can take days, weeks or months.

“That’s a difference of more than $13,000
and a huge disincentive for prospective
buyers and investors considering offthe-plan apartments,” Mr Groves said.

• Electronic funds transfers remove
the cost of cheques and are more
secure, removing the traditional
three-day wait for funds to clear.

The analysis found if a 50 per cent
concession on transfer duty for off-theplan apartment purchases were to be
applied, there would be a short term
loss for the state of up to $12.3 million.
However, ultimately, it could generate a
net growth of up to $9.2 million for the
state if sales increased by seven per cent.

• Electronic conveyancing eliminates
settlement fees and reduces the
potential for fraud and other issues that
arise around paper-based transaction.

“Even at a more conservative five per
cent growth in apartment sales, this
would still generate $3.1 million for
the Government,” Mr Groves said.
“We are calling on all political parties
to commit to improving housing
affordability and diversity in WA,
by creating an even playing field
for buyers and investors wishing to
purchase off-the-plan apartments.”

Paperless conveyancing
time line announced
By July 2019, all standard property
transactions in NSW will be conducted
electronically and all Certificates of Title
will be phased out in favour of e-Titles.

• There will be reduced labour
and preparation costs.
Minister for Finance, Service and
Property Victor Dominello said
the government was committed to
promoting innovation and ensuring
that policies reflected the digital age.
“These reforms will save home buyers time
and money by reducing settlement delays,
removing reams of unnecessary paperwork
and preventing fraud,” Mr Dominello said.
“The changes will also benefit business by
providing certainty and clear transition
timeframes for the implementation
of digital conveyancing, and reducing
costs associated with settlement.”
Find out more about the reforms on the
Land and Property Information website.

Making News
General national news

REIA launches course for agents
providing financial advice
The Real Estate Institute of Australia
in partnership with the Institute of
Public Accountants (IPA) has launched
a new training course for real estate
agents providing advice regarding
property as an investment.
REIA President Malcolm Gunning said
the RG146 Advice in Real Estate Course
designed by IPA and provided through
Mentor Education will allow property
investment advisers, mortgage brokers,
accountants, real estate agents and
property developers to discuss the general
drivers and considerations associated
with a property investment decisions.
“Offering this course to agents is part
of a broader strategy to professionalise
the industry and to provide clients the
level of advice they desire from agents
providing a comprehensive service.
“Upon completion of the course,
agents will have satisfactorily fulfilled
ASIC’s RG146 requirements and will
be able to offer general advice on
financial products and services. This
will also allow them to provide factual
advice on what the products are and
what they do,” Mr Gunning said.
Agents undertaking the course
will gain a nationally recognised
competency to provide factual advice
on financial products and services.
Factual advice is defined by ASIC as
“objectively ascertainable information
whose truth or accuracy cannot be

reasonably questioned”. This compares
to general advice which ASIC defines
as “advice prepared without taking
into account the client’s objectives,
financial situations or needs.
“ASIC have indicated that successful
completion of the RG 146 course would
allow agents to conduct seminars,
presentations, office and sales meetings
and to discuss in general terms other
such as Self Managed Superannuation
Funds. However, an agent would need to
need to be authorised by an Australian
Financial Services licensee to provide
this advice or alternatively obtain an AFS
licence themselves,” Mr Gunning said.
REIA commenced discussions with IPA
regarding the establishment of a tailored
course for Real Estate professionals in
regard to property advice following a
Supreme Court of NSW decision in October
2015 against Park Trent Properties Group
Pty Ltd regarding advice real estate agents
give particularly as it relates to SMSFs.
An outline of the course together with
enrolment details can be found at http://
www.publicaccountants.org.au/reia.
Members of REI’s that are part of REIA
will receive a 10 per cent discount.

Written instructions offer protection
REINSW President John Cunningham has
warned agents to always use the latest
REINSW Agency Agreement forms to
protect themselves from underquoting
and the Australian Consumer Law.

The law in NSW states an agent cannot
quote a price less than the estimated
selling price, or the owners instructed
selling price (whichever is greater). This
applies to properties sold by either private
treaty, or auction.
As a result, the wording of the standard
REINSW Agency Agreement private treaty
and auction forms were changed to
include an instruction that the agent
market the property at a particular price,
or price guide.
This is to avoid confusion on what
constitutes owner’s instructions and
assists greatly in ensuring that the
provisions of Australian Consumer Law
(ACL) are covered.
John said: “It is critical to obtain written
instructions from the owner that
authorises the agent to market the
property at a particular price, or price
guide.
“The Australian Consumer Law in relation
to real estate is very broad and open to
interpretation, so keeping detailed file
notes and having clear written instructions
are paramount to ensure transparency.
“Agents need to be aware of implications
of this in their selling price guides and
methods of operation.”
John added that without written
instructions, which offer protection
to agents, it can then be left to the
interpretation of the vendor or legal
teams taking action under ACL.

Political Watch

Information and news from government

Property management reforms
On 11 November 2016 the South Australian
Government announced the introduction of
a property manager registration and Code
of Conduct for the real estate industry.
An employee of a registered land agent
performing residential or commercial
property management will be required
to hold a property manager or sales
representative registration.
The property manager registration,
associated qualifications and
transitional arrangements are subject
to consultation and passage through
the South Australian Parliament.
Qualifications for the new property
manager registration will be finalised
in the later stages of these reforms.
Consumer and Business Services (CBS) South
Australia reminds industry participants that:
• residential property managers are currently
not required under legislation to undertake
formal training or be registered; and
• commercial property managers
must still hold a land agents or sales
representatives’ registration.
Residential property managers choosing
to undertake property management
qualifications now cannot be certain
that these will align with the approved
qualifications and may be required
to undertaking further training.
A transitional period will be provided to
ensure industry participants have sufficient
time to comply with any new requirements.
The Code of Conduct for the industry
is currently being developed and will
also be subject to consultation.
Further information on the reforms,
including a draft Bill and Code of Conduct

will be released by CBS in the first
quarter of this year for comment.

Turnbull Government establishes
affordable housing taskforce

General enquiries about current
requirements under legislation, which
remain unchanged at this point in time,
may be directed to CBS on 131 882.

The Turnbull Government recently  
announced the establishment of the
Affordable Housing Implementation
Taskforce, which will develop an affordable
housing bond aggregator model for
consideration by the Commonwealth
and the States and Territories.

Longer leases for Victorian
home renters
Victorian renters will soon be able to sign
longer home rental leases with the five-year
cap on tenancy agreements set to be lifted.
Landlords and renters who want long-term
agreements will also be matched on a new
government website. Changes to the law to
allow longer leases will be made in 2018.
Currently, landlords can only offer tenants
standard protection leases up to five years
in length. But when asked if landlords
would be locked into a fixed rent cost for
the length of the lease, Premier Daniel Mr
Andrews said that was still to be decided.
“You have a whole lot of protections
that currently exist in a five year lease,”
Mr Andrews told reporters, “Those
protections will be mirrored, but we
want some further consultation on this
because there may be issues that are
specific because it’s a longer lease.”
Tenants and landlords will still be able
to break lease under the longer term
agreement. One in four Victorians rent,
and one in five renters live in their
property for five or more years.
Renter and mum Sharna Beves from
Caroline Springs says she is lucky their
landlord wants to keep them on long-term,
and that living year-to-year on uncertain
12-month leases would be “stressful”.

The Turnbull Government recognises that
housing affordability remains a concern
for many hard working Australians,
including the 30 per cent of Australians
who live in rented homes, and those who
rely on affordable and social housing.
An affordable housing bond aggregator
would allow a financial intermediary
to attract greater private sector
investment into affordable housing.
This would give community housing
providers access to cheaper and longer
term debt, freeing up capital for the
construction of new affordable housing.
An expert panel has been appointed to
guide the work of the Taskforce, drawing on
their broad experience from the financial,
affordable housing and government sectors.  
The establishment of the Taskforce
follows the recommendations of the
Affordable Housing Working Group’s
report which was endorsed by treasurers
at the Council on Federal Financial
Relations meeting in late 2016.
The Affordable Housing Working Group
will report back by the middle of the year.
The Treasurer will be discussing social
housing and housing affordability with
the states and territories at the Council
on Federal Financial Relations Affordable
Housing Working Group later this month.

The World

Property news from around the world

Call for UK stamp duty to be
changed in upcoming Budget
Stamp duty is prohibiting first time buyers
in the UK and should be altered in the
Budget later this month, preferably to
make sellers pay the tax rather than
buyers, a new report suggests.
According to the Yorkshire Building
Society report the latest figures
show that in 2016 just 26% of first
time buyers bought properties worth
under the stamp duty threshold of
£125,000, down from 47% in 2006.
It says that this means stamp duty was
paid by an unprecedented 74% of first
time buyers last year, significantly more
than the 53% paying the tax 10 years ago.
Along with this the proportion of first
time buyers able to find a home under the
stamp duty threshold has almost halved in
a decade as first time buyers increasingly
struggle to find properties under £125,000.
The stamp duty threshold was increased
to £125,000 in 2006 to keep pace with
house price inflation. The threshold has
remained the same since then, despite
the fact that the average house price has
risen by 35% since 2006, bringing more
properties into the stamp duty threshold.
To levy the tax against a similar proportion
of first-time buyers who paid the tax
in 2006, the government would need
to increase the threshold to £175,000.
Additionally, average wages have fallen by
1% in real terms over the same period.
Yorkshire Building Society is calling on
the Government to reform the tax in this
year’s upcoming Budget and points out

that making stamp duty a seller’s tax,
for example, would eliminate the cost of
the tax for first time buyers whilst also
helping those moving up the ladder.
It has worked out that if stamp duty was
being paid by the property seller, first time
buyers could save an average of £3,625,
while Londoners could save £13,171.
Similarly, those moving up the property
ladder could save an average of £4,154
across the UK and £9,762 in London.
‘In its present form, stamp duty does
not suit today’s housing market as
it pushes up costs for those looking
to buy, exacerbating affordability
issues in a market where prices have
vastly outpaced wage growth,’ said
Andrew McPhillips, chief economist
of the Yorkshire Building Society.
‘Levying the charge against sellers rather
than buyers will help to reduce costs for
first-time buyers, helping more people
to get on the property ladder. It would
also help those moving up the property
ladder, enabling them to move to a
more suitable property and potentially
freeing up smaller homes for first time
buyers to purchase,’ he pointed out.
‘Although this would help to alleviate
some of the effects of the housing
crisis, it does not address the root
cause which is the lack of supply. The
Government should implement the
proposals in their recent White Paper
and go further to boost housebuilding
so that there are enough properties
available for people to buy,’ he added.

Regional property markets
in New Zealand outpaced
Auckland in February
Property prices in two out of 12 regions in
New Zealand hit new record high median
sale prices in February 2017 as Auckland
was outpaced, the latest index shows.
Central Otago Lakes recorded the
largest percentage increase in
median price compared to February
2016 at 30%, followed by Northland
at 20% and Otago at 18%.
Overall, the national median price
increased to $495,000, up by $5,000
from January, and up 14.1% year on
year on a seasonally adjusted basis,
according to the data from the Real
Estate Institute of New Zealand (REINZ).
The number of sales for February 2017 was
up by 45% month on month, although on a
seasonally adjusted basis sales for February
2017 fell 8.9% compared to February 2016.
In Auckland, median prices rose a
seasonally adjusted 11% year on year,
although the median price dropped
$5,000 or 1% during February. The median
price rose an average of 10.6% over the
past three months, versus 10.5% over
the same period a year ago, indicating a
very similar performance between the
first three months of 2017 and 2016.
The index report points out that in
Auckland inventory has risen by 20%
over the past year, rising sharply over
the past three months. Over the same
period Auckland sales volumes were 8.9%
lower on a seasonally adjusted basis.
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