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Choose M2 Telecom for all your 
business telecommunications 
needs – fixed line, mobile and data 
– and earn a monthly rebate  
of up to $98.*

REINSW has secured an 
agreement with M2 Telecom 
whereby members can access 
great telecommunications 
services at competitive rates, with 

the added benefit of receiving 
a monthly rebate off your 
telecommunications bill!

Earn a monthly rebate of up to $98*
If your total bill is over $700 in a 
month, then M2 will give you a $98 
REINSW member monthly rebate.* 
If you total bill is under $700, then 
you will receive a $50 monthly 
rebate.*

This means that in a 12 month 

period you may receive a rebate 

of as much as $1,176 – this is 

approximately the same as a full 

year’s Firm Membership with 

REINSW!

This will happen each and every 

month for as long as you are an 

REINSW member.

To receive a no-obligation  
proposal demonstrating the  
savings you can make on your  
existing telecommunications  
services, contact Aaron Dodds 
from M2 Telecom by calling  
0408 481 048 or emailing  
aaron@phoneandfly.com.au

To find out more about M2,  
go to www.m2.com.au
* rebate is ex GST

REINSW member benefits

realestate.com.au is Australia’s 
No 1 site for real estate. REINSW 
member agencies receive a 10% 
discount on standard subscriptions, 
platinum subscriptions and selected 
advertising products. 
Call 1300 134 174

realcommercial.com.au is Australia’s 
most popular commercial real estate 
website. REINSW member agencies 
receive a 10% discount on standard 
and platinum subscriptions. 
Call 1300 798 099

REINSW member agencies enjoy 
a 10% discount off the base 
premium for professional 
indemnity insurance with 
Realcover. Protect your business 
with Realcover. 
Call 1800 803 636 or visit 
www.realcover.com.au

Join the MBF REIA Corporate 
Health Plan and save up to 11%. 
You’ll also get one month’s free 
premium! (conditions apply). 
Call 1300 653 525

REINSW members receive preferential 
pricing and ongoing benefits – 
including reduced dealer delivery fee 
and complimentary nationwide Road 
Care Service – when upgrading  
to a Mercedes-Benz.  
Call REINSW on (02) 9264 2343 

Real Business First is the essential 
real estate benchmarking tool that 
is responsive to today’s rapidly 
changing business environment. 
Discounts for REINSW member 
agencies. 
Email sales@realbusinessfirst.com.au

Receive a 50% discount on your 
REINSW membership when you 
install a Splash Touch screen or 
Dynamic Screen window display. 
Call 1300 554 707 or visit 
www.splashdisplays.com.au 
 
 
 
 

REINSW are invited to become 
Rydges PriorityGUESTs. Receive 
special room rates, 20% off food 
and beverage, and much more 
at 35 Rydges hotels and resorts 
throughout Australia, NZ, the 
Middle East and the UK. 
Visit www.rydges.com/ 
priorityguest
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A fresh perspective
A young trainee salesperson  
who worked for me years ago 
had an adage hanging above  
his desk: “Nothing changes if 
nothing changes”.  

At the time, I was impressed 
with the sentiment conveyed by 
this simple sentence, and that 
sentiment has stayed with me 
over the years.

As I begin my journey as REINSW 
President the adage seems fitting 
– we must embrace and welcome 
change if we want things to get 
better.

And 2010 is sure to see things 
get better.

It is a special year for the new 
REINSW Board and I, as we 
continue the exceptional work 
and the business initiatives of 
Steve Martin and the previous 
Board.

It is also special because it is 
REINSW’s Centenary year – a 
momentous year in our history. 
You’ll notice our new Centenary 
logo, which will feature 
prominently and proudly on all our 
correspondence and marketing 
material, and we have a number 
of celebratory events to look 
forward to throughout the year.

2010 will also see new initiatives 
take flight: Realcover will roll out 
a suite of additional insurance 
products specifically tailored 
to the needs of real estate 
agents; Real Business First will 
provide new accounting and 
business management systems; 
and Property Data Online and 
realestateview.com.au will 
become a dominant force in the 
collection of property data and 
property marketing in NSW.

These exciting business initiatives 
will change the way we, as 
agents, run our businesses –  

and more importantly, will save  
us dollars along the way.

During 2010, REINSW will also 
bring you a new accreditation 
program. Real Accreditation – the 
REINSW Specialist Accreditation 
Program – is a significant step 
towards raising the bar of 
professionalism in our industry, 
and will recognise agents who 
strive to be the best and meet  
verified levels of expertise in their 
chosen field of practice.

No doubt 2010 will also present 
some challenges. Proposed 
changes to the Residential 
Tenancies Act will undoubtedly 
have a profound effect on 
the provision of property 
management services, and we’ll 
need to keep an eye on potential 
changes to the Property, Stock 
and Business Agents Act.

Many members have asked 
me what the market outlook 

is for 2010. I can only say that 
economic indicators certainly 
point towards a busy and 
prosperous year, and REINSW, 
as always, stands ready to 
provide members with the tools 
and support to ensure their 
ongoing success.

So as 2010 kicks off, I’d like 
to ask members to embrace 
upcoming changes in the 
knowledge that REINSW is  
going from strength to strength, 
and in the coming year will 
increasingly be the solution for  
all of your requirements to deliver 
a quality real estate service to 
your clients and to operate a 
profitable business.

 

Wayne Stewart
REINSW President

president’s message

dEC 2008
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CEo’s message

2009 WAS A GENUINE ROllER- 

COASTER RIDE.

We all prepared for a recession  
that was caused by greed  
and poor regulatory control of  
other countries.

And just when we sat on the 
precipice of the abyss, interest 
rates plummeted and our 
governments – both state and 
federal – threw money at us!

Every economist with the clear 
vision of hindsight seems to now 
know and fully understand how  
and why we were saved from 
economic disaster.

For my part, I am far more 
pragmatic and am just grateful 
to see, once again, good auction 
clearance rates and property prices 
exceeding estimates.

2010 will of course bring its own 
challenges. Some of these are 
already on our radar, including 
proposed regulatory changes for 
property management, residential 
sales and the profession generally.

We look forward in our Centenary 
year to facing the challenges of 
2010 with our members.

Real Accreditation
At the State Conference on  
27 November 2009, Board 
member John Cunningham 
unveiled Real Accreditation – the 
REINSW Specialist Accreditation 
Program. This Accreditation 
Program will be offered to 
members during 2010.

From a member’s perspective,  
I anticipate there being at least 
three primary questions in relation 
to the Accreditation Program: 
Why? What does it involve? What’s 
in it for me?

I will deal with these questions in 
order.

Why? From the inception of the 
current legislation in September 
2002, the REINSW Board has 
been concerned with the standard 
of entry-level education into the 
profession. In REINSW’s view, 
current entry-level education 
requirements are inadequate to 
allow entrants to develop the 
necessary skills, competencies and 
experience to deliver the service 
that consumers expect and the 
legislation demands. REINSW 
has lobbied constantly for change 
without success.

In the interest of protecting 
consumers and the profession, 
REINSW has resolved to give 
member agents the opportunity to 
have their superior skills  
and experience recognised  
by consumers.

What does it involve? In broad 
terms, existing REINSW members 
satisfying both education and 
experience criteria can apply for 
Specialist Accreditation within their 
particular facet of specialisation 
(e.g. residential sales, property 
management, auctioneering etc). 
Accredited Specialists will also 
be expected to undergo specific 
annual training in relation to their 
area of specialisation.

The finer detail of the Accreditation 
Program is currently being drafted. 
The Board is consulting with the 
various REINSW Chapters. In the 
meantime you can find out more 
by reading the background paper 
about the Accreditation Program, 
which can be downloaded from 
www.reinsw.com.au/accreditation 

What’s in it for me? Those 
members who satisfy the criteria 
and commit to the obligations of 
the Accreditation Program will have 
the opportunity to differentiate 
themselves within their market  
from non-accredited agents. 
Clearly this is a marketing and 
service delivery advantage.

I will be reporting further on this 
exciting initiative in coming months.

Real Business First
REINSW – supported by the 
resources and technology of 
Deloitte – launched Real Business 
First during 2009.

What is Real Business First?

Real Business First is a profit-
enabler - quickly showing  
Principals their key business 

drivers and underpinning intelligent 
financial decisions.

Real Business First is a 
benchmarking tool that enables 
subscribing agencies to assess 
their business performance within 
their market, franchise group, 
postcode or selected group. It 
identifies areas of concern and 
opportunities for improvement 
within the business. Also, a  
‘what if’ tool enables agents to 
ask the question: “If I could attend 
to this issue and improve my 
business, how would that affect  
my bottom line?”

If it is true that ‘knowledge is 
power’, then Real Business 
First will provide you with the 
knowledge, and accordingly  
the power, to improve your  
bottom line.

Real Business First may not make 
you a better a business person,  
but it will certainly make you far 
more informed.

There is a free trial until the end of 
March, and I encourage you to take 
advantage of this period to assess 
the product.

Take one minute, go to  
www.realbusinessfirst.com  
and register. 

Realcover
2009 was a successful year 
for REINSW’s majority-owned 
insurance company – Realcover.

Realcover expanded geographically 
during 2009 to offer its professional 
indemnity insurance products 

Accredited 
SpeciAliStS 
will hAve the 
opportuNity  
to differeNtiAte 
themSelveS  
withiN their 
mArket.
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to members of the Real Estate 
Institutes of Victoria and Tasmania. 
Realcover is also in productive 
discussions with other state  
and territory REIs, which  
we hope will lead to further 
geographic expansion of  
Realcover during 2010.

In response to member requests, 
I am pleased to advise that 
Realcover will be offering an 
expanded range of insurance 
products during 2010. These 
products will be available from 
February, and will include motor 
vehicle, office pack, director’s 
liability and landlord insurance. 

The Realcover Board, following 
extensive due diligence, has 
appointed Gallagher Broking 
Services as its broker nationally. 
Gallagher has successfully serviced 
the Victorian and Tasmanian 
markets during 2009, and have 
replaced Aon in New South Wales 
effective 1 January 2010.

With continued support from 
members, Realcover will achieve 
its goal of becoming agents’  
one-stop, customer-focused, 
quality insurance service provider.

It is an exciting time for Realcover 
with its product and geographic 
expansion, and REINSW looks 
forward to continuing the close 
working relationship with the 
Realcover Board.

Real Estate View and  
Property Data Online 
Without exception, at some point 
during every formal gathering of 
agents the question of why we 

continue to give our data away and 
buy it back is asked. The answer, 
sadly, appears to be that there is 
little choice.

That will change in 2010.

In September 2009, at a historic 
gathering of REINSW and  
REIV in Albury, a joint venture 
agreement was signed to make 
available to REINSW members 
realestateview.com.au (REV) and 
Property Data Online (PDOl).

REINSW is very excited about the 
opportunity to partner with REIV in 
relation to these services.

REIV has successfully offered  
these services to its members  
and has gained significant market 
share within Victoria over the past 
eight years.

To the credit of REIV, it has 
successfully launched REV and 
PDOl in Tasmania, South Australia 
and the Northern Territory. 
Acceptance and growth of REV 
and PDOl through member 
support within those states and 
territories has been encouraging, 
and is hopefully indicative of what 
we can expect in NSW.

I look forward to members’ support 
in using these products, and to 
taking control of this facet of our 
practice where costs continue to 
spiral out of control.

REI Forms Live
The REINSW eForms system will 
be replaced by a new and easier 
system called REI Forms live.

This is necessary as the agreement 
with our current IT supplier is 
ending, and therefore the current 
system will no longer be offered by 
REINSW after 21 March 2010. 

To replace it we have developed 
REI Forms live. Here are just some 
of the benefits of this new system:

• users are not locked into a 
contract, nor do they need to 
pay 12 months in advance. 
They simply purchase some 
credit (minimum $10) using a 
credit card and then pay per 
agreement/form as it is created

• information is entered straight 
into the form on the screen, so 
you can actually see the form on 
screen as you are completing it

• the form can be emailed directly 
from the system to clients, 
landlords, tenants etc

• the system can be accessed 
24/7 from any PC (home or 
office)

• reduces time in completing forms

• cheaper than buying a full pad of 
forms that may never be used, 
nor do members have to wait (or 
pay) for delivery

• friendly, technical support 
contactable via phone or email.

Importantly, REI Forms live will 
be the only authorised online 
forms system that uses REINSW 
agreements and forms. This is 
important because, as NSW’s 
peak real estate industry body, 
we ensure that all REINSW 
agreements and forms are legally 
compliant.

We are currently contacting 
REINSW members who use the 
eForms system to confirm the 
arrangements we’ve made for 
them. All eForms users should 
receive a letter by the end of 
February.

Members not currently using 
eForms will be able to use the REI 
Forms live system from 21 March 
2010. We will let you know how to 
register soon after that date.

Looking ahead
We learn from the past as we plan 
for the future.

2010 hopefully will not have the 
economic challenges that we faced 
in 2009. However, it will no doubt 
present its own challenges which 
we will be called upon collectively 
to face.

It promises to be an exciting year.

Tim McKibbin 
REINSW CEO

with coNtiNued 
Support from 
memBerS, 
reAlcover will 
Achieve itS goAl 
of BecomiNg 
AgeNtS’ oNe-
Stop, cuStomer-
focuSed, quAlity 
iNSurANce Service 
provider.

we leArN from  
the pASt AS  
we plAN for  
the future.
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Investors in the market
Investor demand from July to November either remained steady or 
increased, according to loan approval figures from Mortgage Choice.

In NSW demand stayed the same, but it increased by up to five 
percentage points everywhere else in Australia.

“This, along with stronger than expected employment figures, is a 
positive indicator for healthy growth in the 2010 property investment 
market,” said Mortgage Choice Senior Corporate Affairs Manager, 
Kristy Sheppard.

According to the latest figures, the strongest investor borrower 
demand is coming from SA and NT, which accounted for 34% of all 
loan approvals in November, followed by WA at 30%, Victoria and 
Queensland both at 24%, and 22% in NSW.

Sydney houses to hit $1m median
The median value of Sydney houses will be $1 million by the end of the 
decade, putting the great Australian dream of home ownership in doubt 
for many.

Just a decade ago, Sydney’s median house price was $328,000 with few 
believing it would surpass $500,000. It is currently around $620,000.

property with a green touch
Greg Paramor, one of the property industry’s golden men, has gone a 
distinct shade of green. His new Palm Beach house in Sydney’s northern 
beaches will be off the energy grid and be self-sufficient in water. And it will 
have no air-conditioning.

For Paramor, it’s about putting his money where his mouth is. For him, 
sustainable property is about saving and making money. It’s also about the 
logic of the property industry cleaning up its act.

As a former head of Mirvac, founder of James Fielding, Paladin and Growth 
Equities Mutual, Paramor says that whether you are a believer or sceptic on 
climate change is irrelevant.

For commercial property (as distinct from residential) sustainability is “self 
evident”. It makes sense – and it makes money.

“You don’t embrace this at your peril,” he said.

“I don’t care if you are a sceptic on global warming or [a] climate sceptic: 
efficient buildings make a lot of sense, so let’s ignore the climate change 
debate and ask does this make good sense. If you have a building and you 
can lower energy usage and lower your costs by 20%, 30% maybe, more 
than the building next door then you have the competitive edge.

“To my mind it’s just dollars and the efficiency of those dollars,” he 
concluded.

Article courtesy of www.thefifthestate.com.au

australia’s mcmansions biggest in world
Australians are piling on sitting rooms, family rooms, studies and extra 
bedrooms at the fastest rate in the world, with the size of our homes 
overtaking those in the US as the world’s biggest.

The typical size of a new Australian home hit 215m2 in the past 
financial year, up 10% in a decade, according to Australian Bureau of 
Statistics data compiled for CommSec.

Sydney houses are by far the nation’s biggest with new free-standing 
houses typically spanning 263m2 – providing more than 100m2 of 
indoor space per person.

But the high proportion of townhouses and apartments in Sydney 
pushes the average dwelling down to 205m2, just below the Australian 
average and about the same as in the US.

“Another way of looking at it is the number of bedrooms,” said 
CommSec Chief Economist, Craig James. “Around 20 years ago only 
one in every six homes had four or more bedrooms. By 2006 it was 
one in every 3.5 homes.

“While the fast pace of population growth points to the need for more 
and more homes, we are living in the biggest homes in the world. The 
simple fact is they could be better utilised.”

Biggest in the world
Australia 215m2

United States 202m2

New Zealand 196m2

Denmark 137m2

Greece 126m2
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Bushfire bunkers
With recent months bringing record temperatures across much of  
southern and inland Australia, bushfires are well and truly back in  
the headlines.

And after last Summer’s catastrophic Victorian bushfires, awareness of 
building design and safety in bushfire-risk areas has never been greater.

The release of a report on building recommendations by the 2009 
Bushfires Royal Commission in late 2009, with a particular focus on 
bushfire bunkers, was another timely reminder that the bushfire season  
is once again upon us.

The report makes seven recommendations regarding the need for  
a national standard for bushfire bunkers and urgent changes to 
construction requirements in bushfire-prone areas.

74% of people set for renovation
Over 74% of people taking part in the latest Archicentre online 
consumer poll have said they intend to renovate their existing homes 
within the next two years.

The results of the online poll, of over 540 home owners and conducted 
over the month of December, indicated that 74.6% would renovate their 
existing home, 14.6% would purchase a new property and  
10.7% would buy an investment property.

“For many home owners the renovation of the family home is a major way 
of building their superannuation and retirement funds, as well as having 
some time to enjoy living in a better quality and healthier environment,” 
said ACT & NSW State Manager of Archicentre, Angus Kell.

homes selling in secret
Thousands of homes are selling in secret, without a marketing campaign, 
online advertising or even a ‘for sale’ sign on the front lawn.

Affordable homes in Sydney are being sold moments after being publicly 
listed because real estate agents are giving hungry buyers in their own 
databases a sneak peek before properties officially hit the market.

REINSW President Wayne Stewart urged purchasers to get on agents’ 
databases for property previews in a surging market of “instant buyers”.

“Agencies have extensive databases, updated daily. Buyers come in through 
this marketplace and snap houses up before they hit the market officially,”  
he said.

airport blocks mega carpark
Sydney Airport has filed objections to the construction of a mega 16-storey 
carpark that would create competition for its lucrative parking cash cow.

The new 1,700-space carpark could potentially save customers almost 
$100 for a two-week stay, and will be built by independent operator  
Park & Fly.

Park & Fly runs short and long-term airport parking for 1,240 cars on land 
next to the development site.

It is seeking to expand in order to meet overwhelming demand by people 
wanting to avoid Sydney Airport facilities.

Consumers shrug off rate rises
Australian consumers have entered the new year with rising 
confidence, shrugging off a trio of interest rate rises.

The Westpac-Melbourne Institute consumer sentiment index rose 
by 5.6% in January to 120.1 index points (from 113.8 in December), 
halting two months of decline amid increases in interest rates.

The confidence index is 33.6% higher than a year ago, Westpac said.

“This is a very strong result,” said Westpac Chief Economist Bill Evans. 
“The index is seasonally adjusted and therefore takes account of 
traditional January optimism.

“Nevertheless it is still above its level of last September prior to the 
Reserve Bank’s record three consecutive rate increases over the three 
months from October to December.

“The share market also supported confidence with a rise of 4.2% 
although petrol prices did increase by a solid 4.4%,” he said.
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2010 MARKS REINSW’S 100TH YEAR 

– A REMARKABlE MIlESTONE IN THE 

HISTORY OF ANY ORGANISATION  

AND ONE OF WHICH REINSW IS 

ExCEEDINGlY PROUD.

Over the course of the year, the 
Journal will feature stories and 

anecdotes of interest, showing where 
we have come from and just how 
much things have changed.

And each month we’ll be featuring 
a decade in the life of REINSW. This 
month we look at REINSW’s first  
10 years – 1910 to 1919.

We need your help. If you have photos 
of members, details or memories of 
festive events, or information about 
interesting REINSW happenings or 
milestones, we’d love to hear from you.

Please email your ideas to 
centenary@reinsw.com.au

REINSW celebrates 100 years

The first  
decade
1910 to
1919 

1910
• REINSW starts 

its life as the Real 
Estate Auctioneers’ 
and Agents’ 
Association 
(REA&AA)

1911
• 31% of Sydney’s 

homes were owner-
occupied

• Beachside areas 
such as Manly 
began to attract 
the attention of 
developers

• REA&AA issues 
the first Scale of 
Charges (distribution 
continued until 1981)

• REA&AA draws 
up the first uniform 
sales contracts and 
tenancy agreements

1913
• Cronulla caught 

the keen eye of 
investors and land  
in the area was 
selling for £2,400 
per acre

how things have  
changed!

REINSW started its life as the 
Real Estate Auctioneers’ and 
Agents’ Association (REA&AA), 
at a time when the economy was 
growing strongly and Sydney was 
experiencing one of its periodic 
property and building booms.

In the early 1900s just about anyone 
could set themselves up as a real 
estate agent.

There were no sanctions in place 
for those who began business as 
an agent, but lacked the requisite 
experience or knowledge. There 
was no requirement that an agent 
had to maintain an office or keep 
books of account. There was no 
compulsion to protect the funds of 
clients by depositing money into 
trust accounts.

Without controls imposed upon 
the conduct of agency business, 
charlatans and clever hucksters 
were able to operate as agents.

By 1910, an overwhelming feeling of 
discontent had come to dominate 
the thinking of the better class 
of agents in Sydney. City and 
suburban agents alike were affected 

by cut-throat competition and 
were being tainted by the odious 
reputation that some agents were 
giving to the group as a whole.

localised attempts to systematise 
agency practice were obvious 
failures and approaches to 
government to intervene produced 
no effect. However, a network of 
contacts had developed across a 
very broad spectrum of city and 
suburban real estate agents.

Drawing on the goodwill he had 
developed across this network, 
agent Richard Stanton called a 
meeting on 22 September 1910 to 
discuss the state of the profession 
– over 80 real estate men filed into 
the meeting. Following the meeting, 
a resolution was passed that an 
association to represent real estate 
agents be formed.

By 14 December 1910, 68 
members were signed up and 
officers were appointed – with 
Alexander Walter Scott Gregg 
elected as President.

And the Real Estate Auctioneers’ 
and Agents’ Association was born.

The information in this article 
was drawn from The Sign of the 
Waratah – a history of the Real 
Estate Institute of New South Wales 
by Terry Kass.

a TypICal SuBuRBaN agENCy 
BuSINESS EaRly IN ThE 
TWENTIETh CENTuRy. IN 1898 
R T foRSyTh, a youNg REal 
ESTaTE agENT, opENEd a humBlE 
WoodEN offICE IN WIlloughBy. 
STIll opERaTINg Today, foRSyTh 
REal ESTaTE haS BEEN aN REINSW 
mEmBER foR almoST 60 yEaRS.

During the early years, the Real 
Estate Auctioneers’ & Agents’ 
Association (REA&AA) was 
an active proponent for the 
registration of real estate agents.

In 1915 the Registration Bill was 
drafted, stipulating that a Register 
of Estate Agents be kept and 
that agents were required to be 
of good character. The Bill also 
provided that agents each had 
to pay a £500 bond, created a 
procedure for de-registration, 
stipulated that all agents establish 
trust accounts and that all 
engagement of agents be in 
writing.

Unfortunately, the fact that the 
REA&AA did not represent all 
agents affected its success. 
The Bill was introduced into 
Parliament in 1917 but ultimately 
failed to garner sufficient political 
support and did not become law.

a first attempt  
at regulation

8 fEB 2010
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1914
• The declaration 

of war in August 
1914 quickly took 
the heat out of the 
market, sending 
many agents out of 
business

1915
• The Census 

showed that only 
18.2% of males and 
9.2% of females 
owned any land  
at all

• Fair Rents Act 
enacted. REA&AA 
President Henry 
Gorman later 
stated that the 
Act caused fear 
among investors 
and reduced the 
volume of property 
transactions

1916
• Of 3,000 estate 

agents in NSW, 
200 belonged to 
REA&AA

1917
• Registration Bill, 

which called for the 
registration of all 
real estate agents, 
fails to become law

1919
• Between 1910 

and 1919, the 
population of 
Sydney grew by 
183,900

REINSW Presidents

• AWS Gregg  
1910-1915

• Henry Gorman  
1916-1920
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Awards for Excellence
Join us as we celebrate 100 years 
at the REINSW Awards for 
Excellence Gala. 

Since 1910, REINSW has worked 
hard to ensure that the highest 
standards of professionalism are 
maintained within the real estate 
industry in NSW. 

The evening will pay tribute to this 
year’s top performers and celebrate 
the success of the industry in 
grand style.

Real Estate Excellence
Following Sunday’s sports and 
networking events, join the industry’s 
finest at the official Real Estate 
Excellence Conference at Darling 
Harbour. The 2-day conference will 
present renowned experts and 
leaders in the industry who will equip 
you with the skills and knowledge to 
take you to the next level, now and 
into the next 100 years. 

The conference will offer top speakers 
in the main theatre as well as streams 
in sales and property management. 
(CPD points applicable)

REAL ESTATE EXCELLENCE
Conference and Awards Gala
9-12 October 2010

Real Estate Excellence Conference 2010
11-12 October 2010

Sydney Convention & Exhibition Centre, 
Darling Harbour

$1300+GST ($900+GST if booked by 31/03/10) 

Register at www.t1events.com

REINSW Awards for Excellence Gala
7pm, 9 October 2010

Sydney Convention & Exhibition Centre, 
Darling Harbour  

$225 pp (table of 10 - $2000) 

11905_REINSW ADVERT_1.ai   1   4/02/10   10:41 AM
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adRIaN WIlSoN – lICENSEE-IN-ChaRgE of WIlSoN pRopERTy agENTS –  
haS pRomoTEd hIS agENCy’S aWaRdS SuCCESS oN vIdEo. To vIEW  
ThE vIdEo, go To WWW.youTuBE.Com.au aNd SEaRCh foR ‘WIlSoN  
pRopERTy agENTS pRofIlE’.

Striving for excellence

how do I enter?
From Monday, 1 March 2010  
you will be able to download  
a 2010 REINSW Awards for 
Excellence Entry Kit from the 
REINSW website – go to  
www.reinsw.com.au and click  
on ‘Awards for Excellence’ in  
the ‘Events & Awards’ menu.

Fill in the entry form and tick  
the Award categories you would  
like enter. 

Send the completed entry form  
along with your submission  
to REINSW by Thursday,  
13 May 2010.

THE 2010 REINSW AWARDS FOR 

ExCEllENCE CAN GIVE YOU THE 

EDGE IN YOUR QUEST FOR BUSINESS 

SUCCESS.

Unlike many franchise awards, the 
REINSW Awards for Excellence 
are not based on the number of 
sales or listings. Judges are looking 
for demonstrations of innovation, 
excellence and professionalism. 
So whether you’re part of a large 
franchise group or work in a small 
independent agency, you’re in  
with a chance.

And winning an REINSW Awards 
for Excellence is more than just a 
recognition of your achievements – 
you don’t necessarily need to win  
in order to ‘win’.

The Awards provide an opportunity 
to review your business through 
the submission process. Many 
businesses are prompted to 
analyse, adapt and improve their 
plans and strategies – leading 
ultimately to further success. 
Defining direction, attracting 
business opportunities and gaining  
a competitive advantage are all 
benefits of the Awards.

Even if you don’t win, you  
might be a finalist. Finalists and 
winners are able to promote their 
achievements and make the most 
of their success.

Entries open on Monday, 1 March 
2010 – so start thinking about  
your submission today!

Real Estate Excellence 2010
REINSW is excited to announce 
Real Estate Excellence 2010 –  
a two day, national real estate 
Conference celebrating excellence 
in our industry.

The inaugural Real Estate 
Excellence conference will be 
held on Monday, 11 October and 
Tuesday, 12 October 2010. 

For more information about Real 
Estate Excellence 2010, please 
refer to the opposite page. 

You can keep up to date with 
the 2010 REINSW Awards for 
Excellence and the Conference  
at www.reinsw.com.au.
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Key dates
Entries open
Monday, 1 March 2010

Entries close
Thursday, 13 May 2010

Finalists announced
July 2010

Winners announced
Saturday, 9 October 2010  
at the REINSW Awards for 
Excellence Gala

Real Estate Excellence 2010
Monday, 11 October and  
Tuesday, 12 October 2010



The year ahead for  
property markets
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HOW DOES THE YEAR AHEAD lOOK 

FOR THE RECOVERING PROPERTY 

MARKET? THE RECENT ANZ PROPERTY 

OUTlOOK REPORT REVEAlS SOME OF 

THE KEY TRENDS TO BE ExPECTED IN 

THIS COMING YEAR.

The report, which focuses on 
both the residential and commercial 
property sectors, says the official 
interest rate will rise over the next  
year as the overall economy recovers.

However, it suggests that despite 
the rising cash rate and the phasing 
out of the first home owners grant, 
prices will increase with investor 
sentiment set to grow.

Residential property
For the residential property market, 
the phasing out of the first home 
owner’s grant will test its strength, 
but shortages of housing and 
improved investor sentiment will 
push prices higher and keep the 
industry strong.

“The remarkable rise in Australian 
house prices in 2009 has finally 
silenced the doomsayers. The 
national median house price has 
risen by an impressive 10% over 
the first 10 months of the year 
buoyed by low interest rates, 
the first home owner boost 
(FHOB) and tightening underlying 
fundamentals,” Economist Alex 
Joiner said in the report.

The report points out the claims 
of an initial market crash at the 
start of the financial crisis failed to 
recognise differences between the 
Australian and US markets. It says 
the financial crash occurred due 
to the collapse of home lending 
standards, with “predatory lending, 
fraud and ineffective prudential 
supervision” involved.

“In contrast, strong prudential 
regulation and conservative lending 
practices kept sub-prime lending 
to less than 1% of the Australian 
mortgage market,” he said.

As a result, the report claims the 
outlook for the residential property 
market is quite strong. It notes 
national median house prices rose 
by 10% in the first 10 months of 
2009, and expects a resilient market 
performance in 2010.

“While we still expect a deceleration 
of prices in 2010 as the FHOB is 
removed and interest rates are 
lifted towards ‘neutral’, recent 
momentum suggests price gains 
could be stronger than anticipated.

“Despite a marked rise in properties 
for sale, auction clearance rates 
have remained high in recent 
weeks and an upgraded economic 
outlook and improved job security 
will continue to boost investor and 
homebuyer confidence,” he said.

However, the report claims the 
greatest issue facing the market 
is inadequate supply, and says 
unless significant action is taken 
to remove impediments to home 
building Australia will face a 
shortage leading to a “deterioration 
in affordability”.

“Moreover, each day underlying 
housing demand remains above 
new supply, the market tightens 
further. We estimate that underlying 
housing demand is running  
at an annual rate of 200,000  
while dwelling completions are 
expected to fall to under 130,000  
in 2009-10.”

“With the market already extremely 
tight (reflected in near record low 
rental vacancy rates in most state 
capitals), an additional shortfall 
of 70,000 dwellings will have a 
marked impact,” Joiner stated.

Commercial property
In commercial property, the report 
claims while valuations have fallen 
over the past two years prices are 
approaching a low point, and that 
capital raisings in the industry have 
lowered the risk of asset sales.

Office property is now prepared 
for a “soft landing”, with rents and 
capital values set to grow.

In the retail sector, the report says 
the rising number of international 
tourist arrivals will help the market, 
while falls in industrial capital 
values over the last two years are 
“expected to come to an end”.

In the industrial property market, 
the report claims the volatile market 
has seen business investment in 
new construction fall 15% in the 
year to June. And while price rises 
seen during 2006-08 are “unlikely 
to be repeated”, the report claims 
market growth is expected to 
remain strong.

“We anticipate demand for 
manufacturing and warehousing 
space will begin to recover in line 
with the economy. Demand for 

vacant stock has remained fairly 
robust and any existing excess 
supply should be soaked up 
relatively quickly given the still 
low levels of construction in the 
pipeline,” Joiner said.

As a result, the report says falls 
in rents will be minimal over the 
next year. It notes a drop in the 
September quarter of prime yields 
of 100-150 basis points to about 
8.5-9%, with secondary yields 
moving 150-200 basis points up 
to 10%.

The report also says transaction 
activity is set to remain subdued 
for some time, which will impact 
capital growth, but that cautious 
investors will begin to return as the 
overall economy recovers.





WAYNE STEWART IS 
PASSIONATE ABOUT 
POSITIVE CHANGE. 
HE BELIEVES THAT BY 
FOCUSING ON CONTINUAL 
IMPROVEMENT OF BOTH 
THE INDUSTRY AT LARGE 
AND REINSW, MEMBERS 
WILL REAP THE BENEFITS.

Positive  
plans
14 fEB 2010
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Positive  
plans

DURING HIS TERM AS PRESIDENT, 

WAYNE PlANS TO CONTINUE TO 

PROMOTE REINSW’S TRADITIONAl 

STRENGTHS AND AlSO EMBRACE 

FRESH, NEW WAYS OF THINKING  

IN ORDER TO ACCOMPlISH OUR 

FUTURE GOAlS.

A positive culture
Wayne Stewart grew up in a real 
estate environment, learning all 
about time management and long 
working hours from an early age. 
From the start, he was instilled with 
the understanding that the success 
of your own business directly 
correlates to the amount of hard 
work and creativity you invest – 
“the more you put in, the more you 
get out,” Wayne explained.

For Wayne, a large part of “putting 
in” is investing time and effort in 
workplace culture and fostering 
a positive and supportive team 
environment.

“I’ve found that assisting your 
team in setting productive goals 
for themselves, giving them 
ownership of those goals, and then 
encouraging and rewarding them 
accordingly, instills a wonderful 
culture that is contagious and 
positive,” Wayne said.

He believes that the same applies 
across the board, whether you are 
running a small business or a larger 
organisation such as REINSW.

“I’m in the envious position of 
being part of this sort of culture 
both in my own business and here 
at REINSW. I’m proud and lucky to 
be part of two exceptional teams.”

A proud member
It was 25 years ago that Wayne 
became a member of REINSW. 
His first formal responsibility came 
quite early on, when he was 
asked to join an REINSW planning 
committee.

“I found it so encouraging to  
work with a group of passionate 
agents,” he explained. “We were  
all essentially competitors, but  
were able to work together to  
build a real fraternity – fostering 
service, training and ethical  
benefits for all members and  
the community.”

“I would like to think that today 
I’m still part of a real estate 
fraternity – that in both my 
business and at REINSW I can 
share my life experience and 
professional experience openly 
with my colleagues, and that I am 
respected for doing so.”

Many people have asked Wayne 
why he wanted to become 
REINSW President.

“I’ve always been very proud to 
be an active member of REINSW,” 
Wayne explained.

“After being Vice President for  
a number of years, I felt that it  
was fitting for me to step up to  
the challenge of being President 
and lead this great team as it  
fulfills many of its current and  
future goals. 

“By being active and showing 
leadership capabilities, you 
become part of a team and culture 
that is not only inspirational, 
but also very rewarding – both 
professionally and personally.

“The friendships and alliances you 
make can teach you a lot and can 
provide some fantastic, lifelong 
relationships. These are priceless 
benefits – benefits that simply 
cannot be bought.”

Looking to the future
Over the next two years and into  
the future, Wayne sees REINSW 
further consolidating its reputation 
and status as the real estate 

industry’s key representative  
body and believes that 
membership of REINSW is quickly 
becoming a ‘must have’ for all real 
estate agents working in NSW.

“As our industry has changed,  
so too has REINSW,” he said.

“The true benefit of being a 
member is that it keeps you at  
the forefront of key changes to  
our industry and the way we  
do business,” he said.

“Being a member gives you access 
to the industry’s finest and most 
up-to-date training – from entry-
level courses, to licensing, to skills-
based training and more. Members 
also receive great savings, not 
only in relation to training, but also 
on a wide range of products and 
services that are specific to real 
estate practice.

“REINSW is also at the 
forefront in the development 
and implementation of tools 
and solutions aimed at helping 
members to deliver a quality real 
estate service to their clients and 
to operate a profitable business. 
Initiatives such as Real Business 
First, realestateview.com.au and 
Property Data Online will surely 
become an essential part of 
running every agency.

“Today we live and work in an 
environment that changes daily, so 
it’s particularly exciting for me as 
President that REINSW can deliver 
these benefits to our members,” 
Wayne said.

“i’ve AlwAyS BeeN 
proud to Be AN 
Active memBer  
of reiNSw.”



Introducing the new REINSW Board

Wayne Stewart
poSITIoN: pRESIdENT  
(NoN-mETRopolITaN)

agENCy: CENTuRy 21 
fIvE STaR pRopERTIES, 
NEWCaSTlE

Wayne began his 
career with training and 
experience in the fields of 
architecture and building, 
and joined the real estate 
industry in the late 1970s 
working in residential 
sales. In July 2000, 
Wayne bought out his 
employer of some  
20 years and remains the 
Principal of his Newcastle 
CBD business. He has 
been on the REINSW 
Board since 2003.

Wayne’s success has 
come from knowing his 
marketplace thoroughly, 
being focused on the 
needs of customers and 
having a true passion to 
assist them in achieving 
their property goals.

What is the best 
thing about being 
a member of 
REINSW?
The benefits of being a 
member of REINSW are 
multi-faceted. It’s great to 
be a part of an enormous 
fraternity of real estate 
agents. Equally, I take 
pride in being part of a 
professional organisation 
that delivers cutting-edge 
services to members.

What do you hope 
to bring to the  
2009-2011 Board?
My role as President is to 
ensure that the business 
initiatives successfully 
conceived over the 
last several years by 
REINSW continue to 
grow and succeed into 
the future, both for the 
benefit of REINSW and 
its members, and for the 
benefit of the industry as 
a whole.

Christian Payne
poSITIoN: dEpuTy 
pRESIdENT (SydNEy 
mETRopolITaN)

agENCy: payNE 
paCIfIC REal ESTaTE 
aNd payNE paCIfIC 
valuaTIoNS, 
CRoNulla

Early in his real estate 
career Christian decided 
to lead by example by 
becoming a member  
of REINSW. Christian  
has been an REINSW 
Director since 2001,  
and became Deputy 
President in 2007.  
He is also a member 
of the management 
Committee of the Real 
Estate Employers’ 
Federation, which allows 
him to provide valuable 
input into industrial 
relations matters.

Christian is dedicated to 
improving the standards 
of practice and level of 
service provided by the 
real estate industry.

What is the best 
thing about being 
a member of 
REINSW?
The best thing about 
being an REINSW 
member is knowing help 
is just a phone call away 
or a couple of clicks 
away. Belonging to the 
peak industry body also 
provides our agency with 
the most up-to-date tools 
and knowledge to enable 
us to run the agency 
and exceed our clients’ 
expectations.

What do you hope 
to bring to the  
2009-2011 Board?
I’ll be chairing the 
committee implementing 
the joint venture between 
REINSW and REIV that 
will mark our entry into 
the property data market. 
Also, with the profession 
facing inevitable 
nationalisation, I will be 
using my experience 
with REINSW, REIA and 
REEF to ensure NSW 
has the best structure 
possible for making 
representations in 
relation to any impending 
industrial legislation 
changes.

John Cunningham
poSITIoN: vICE 
pRESIdENT (SydNEy 
mETRopolITaN)

agENCy: CuNNINghamS 
pRopERTy, BalgoWlah

John has been a licensed 
real estate agent and 
registered valuer for 
over 30 years, and has 
run his own business 
since 1991 in the lower 
northern beaches suburb 
of Balgowlah. His team of 
28 highly-motivated and 
successful agents operate 
in a competitive market 
and are definite local 
market leaders.

John is passionate 
about the industry 
and improving its 
professionalism, and 
is looking forward to 
building on his past four 
years on the Board. He 
is a multi-award winner 
and recently received 
the REINSW John Grieg 
Award for Excellence for 
Community Service.

What is the best 
thing about being 
a member of 
REINSW?
Being an REINSW 
member means you are 
serious about being a 
professional real estate 
agent; that you respect 
your fellow real estate 
practitioners and are 
committed to ethical 
and fair practices. This 
goes back to the original 
reasons why REINSW 
was formed. We have 
the opportunity to shape 
our own destiny and as 
a united body to make a 
difference.

What do you hope  
to bring to the  
2009-2011 Board?
Over the past two years 
I have spear-headed 
several initiatives 
that will see REINSW 
truly represent all 
industry stakeholders – 
including an improved 
membership model and 
the introduction of an 
REINSW Accreditation 
Program that aims to 
raise the bar in relation 
to professional practices. 
This year I’m looking 
forward to seeing these 
initiatives come to fruition.

Malcolm Gunning
poSITIoN:  
vICE pRESIdENT 
(BuSINESS/
CommERCIal  
REal ESTaTE)

agENCy: guNNINg 
CommERCIal,  
SuRRy hIllS

Malcolm specialises in 
commercial property 
and is also a qualified 
valuer. He is Principal of 
his own family business 
– Gunning Commercial 
– where his wife 
and two of their four 
children work. Gunning 
Commercial currently 
operates from three 
offices in Hurstville, 
Surry Hills and Potts 
Point and focuses on 
commercial, industrial 
and retail property.

Malcolm is actively 
involved in the Sydney 
CBD business 
community and is 
a past Chairman 
and current Director 
of the Kings Cross 
Partnership – a 
business association 
that addresses 
business development 
in the area.

What is the best 
thing about being 
a member of 
REINSW?
The best thing about 
being a member 
of REINSW is the 
people – networking 
opportunities give 
members the chance 
to be able to mix and 
be involved with the 
best in the business. 
Membership also 
means you stay abreast 
of current marketing 
trends and policies 
governing the real 
estate industry.

What do you hope 
to bring to the  
2009-2011 Board?
I bring more than 30 
years of experience in 
all aspects of agency 
practice, including 
commercial, industrial 
and retail sales, leasing 
and management, 
along with property 
valuation. My 
experience will allow me 
to effectively represent 
commercial agency 
members.

Christine Clarke
poSITIoN: dIRECToR 
(NoN-mETRopolITaN)

agENCy: RaINE 
aNd hoRNE, CoffS 
haRBouR

Christine has been 
an active member of 
REINSW since 1990. She 
served as Chair of the 
Coffs Harbour Division for 
eight years and has also 
been part of the Political 
Advisory Committee. 
She is currently the 
Board’s representative 
on the Residential Sales 
Chapter.

Christine began her 
career in real estate in 
1988 and specialises in 
residential sales.

What is the best 
thing about being 
a member of 
REINSW?
Being a member of 
REINSW gives agents 
access to vital, up-
to-date information 
regarding industry 
practice, legislation 
and training. In 
this ever-changing 
business environment, 
it is essential to have 
instant support, as 
supplied by the REINSW 
Member Helpline and 
its experienced team of 
advisors.

What do you hope 
to bring to the  
2009-2011 Board?
REINSW continues to be 
the respected industry 
voice and consequently 
has the power to lobby 
both sides of politics 
in relation to property 
issues. I look forward 
to my second term on 
the REINSW Board, and 
as a country/regional 
Director I’m eager to 
contribute ideas and 
feedback pertaining to 
issues affecting “non-city” 
members.

Miles Felstead
poSITIoN: dIRECToR 
(RESIdENTIal REal 
ESTaTE pRaCTICE)

agENCy: mIlES 
fElSTEad REalTy pTy 
lTd, moSmaN

Miles started his career 
in property management 
almost 40 years ago, 
and has run a specialist 
property management 
business in Mosman 
since 1976.

Miles has been an 
REINSW member 
since 1976, and has 
served on the REINSW 
Property Management 
Chapter Committee for 
30 years. While on the 
Committee, Miles has 
conducted many property 
management seminars 
and forums in Sydney 
and country NSW.

What is the best 
thing about being 
a member of 
REINSW?
Having been an REINSW 
member since 1976, I 
am passionate about 
our Institute and the 
enormous benefits that 
membership offers. 
Whether you specialise 
in only one field, like 
I do, or in a range of 
fields, REINSW supports 
the industry through 
its various Chapters. 
Friendly, expert advice is 
always just a phone call 
away.

What do you hope 
to bring to the  
2009-2011 Board?
With respect to the 
current financial 
position of REINSW, 
the good governance 
and turnaround over 
the last two years says 
it all. As a continuing 
Board member, I intend 
to continue promoting 
Chapters and encourage 
members to be aware of, 
and take full advantage 
of, the huge range of 
support services REINSW 
has to offer.
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Brett Hunter
poSITIoN: 
dIRECToR (SydNEy 
mETRopolITaN)

agENCy: RaINE & 
hoRNE, TERRIgal-
avoCa BEaCh; 

Before joining the real 
estate industry, Brett 
enjoyed a wide-ranging 
career in South Korea, 
Thailand and the USA 
working with Korea Post, 
Viewlocity,PriceWater-
houseCoopers and BHP. 
located in two coastal 
locations, Brett’s team  
of 28 offer sales, 
auctions, rentals, holidays 
and strata management 
services. With his father 
and brother also in the 
company that started 
in 1951, they remain 
committed to growth  
and the provision of 
quality services.

Brett is closely involved 
with the Avoca Beach 
SlSC, is an organiser 
of ‘A Journey of 
Hope’ (mental health 
conference), the 5 
lands Walk (coastal 
art exhibition), and the 
Terrigal Ocean Swim & 
Avoca Beach HUNTERS 
Ocean Swim. Brett is 
a Justice of the Peace, 
has a Bachelor of Civil 
Engineering and an MBA.

What is the best 
thing about being 
a member of 
REINSW?
Being an REINSW 
member gives you an 
industry perspective – 
the guiding information, 
training and support 
each member has at their 
fingertips is fantastic. 
Our team often reference 
articles or research from 
REINSW when talking 
with clients.

What do you hope 
to bring to the  
2009-2011 Board?
Continued focus on good 
corporate governance, 
management and 
ensuring quality services 
for our members.  
I believe the energy and 
culture of a company 
starts with the leaders 
and I am committed to 
building a stronger and 
even more representative 
REINSW.

Graeme Hyde
poSITIoN: dIRECToR 
(NoN-mETRopolITaN)

agENCy: lJ hooKER 
poRT maCquaRIE 
aNd laKE CaThIE; 
NaTIoNal auCTIoN 
maNagER, lJ hooKER 
INTERNaTIoNal 
opERaTIoNS

Graeme joined  
lJ Hooker in 2001,  
when he became 
Principal of lJ Hooker 
Port Macquarie. In 2005, 
he also became Principal 
of lJ Hooker lake 
Cathie.

He is extensively involved 
in marketing leading 
project developments 
in Port Macquarie, and 
joined the lJ Hooker 
Corporate team in 2009 
as National Auction 
Manager.

Under Graeme’s 
leadership, his team  
has won many office 
awards, and has also 
won international 
marketing awards.

What is the best 
thing about being 
a member of 
REINSW?
Being an REINSW 
member gives you 
access to knowledge and 
support from industry 
experts. It also keeps you 
in touch and informed 
on changes affecting 
the industry on a state 
and national level, and 
changes that affect 
business requirements  
at an agency level.

What do you hope 
to bring to the  
2009-2011 Board?
I believe I have a good 
understanding of the day-
to-day challenges faced 
by agency principals 
and have a broader 
understanding of the 
issues facing agencies 
and our industry. I also 
have a strong working 
knowledge and passion 
for auction marketing and 
hope I can impart this 
knowledge to members 
and assist in the 
development and growth 
of auctions across NSW.

Sarah Lorden
poSITIoN: 
dIRECToR (SydNEy 
mETRopolITaN)

agENCy: SaRah 
loRdEN REal ESTaTE, 
BalmaIN

Sarah and her sister 
Kate established Sarah 
lorden Real Estate in 
1996, and they currently 
employ more than 30 
specialist staff. With a 
unique, forward-thinking 
approach, Sarah 
has developed this 
independent agency  
into one of Sydney’s 
most successful and 
highly-awarded real 
estate businesses.

Dedicated to delivering 
more to her clients, 
Sarah has nurtured a 
loyal customer base. 
She has also ensured 
that the success of 
her agency is shared, 
with Sarah lorden Real 
Estate recognised for 
its generous ongoing 
support of charities 
and local community 
organisations.

What is the best 
thing about being 
a member of 
REINSW?
At my own agency 
I continually seek to 
raise standards by 
examining best practice 
methods and introducing 
innovative ideas. REINSW 
membership helps me 
understand how other 
agencies deal with 
similar challenges. It also 
provides the opportunity 
to help others continually 
raise their standards and 
provide better service to 
the NSW public.

What do you hope 
to bring to the  
2009-2011 Board?
The changing state of the 
NSW property market 
will undoubtedly bring 
many challenges over the 
coming years. I hope to 
bring a fresh perspective 
to the Board, so that 
we can develop astute 
policy responses and 
equip REINSW members 
with the right tools and 
information to meet these 
challenges.

Leanne Pilkington
[poSITIoN: dIRECToR 
(CITy of SydNEy)

agENCy: 
laINg+SImmoNS

leanne has over 25 years 
experience in the real 
estate industry and in this 
time has developed an 
extensive knowledge of 
the full spectrum of real 
estate services. She has 
a thorough grasp of the 
issues that affect the NSW 
property market.

In her role as General 
Manager, leanne 
oversees the operation 
and growth of the entire 
laing+Simmons group, 
as well as focusing on the 
growth and development 
of each franchise. She 
plays an instrumental 
role in developing new 
products, services and 
training systems to meet 
the varying needs of each 
franchise.

What is the best 
thing about being  
a member of 
REINSW?
The interaction with  
other members and  
the opportunity to share 
knowledge and insights 
into the market. This 
enables us to better 
understand the attitudes 
and expectations of 
business owners, sales 
people and consumers, 
and stay on top of issues 
currently affecting the 
real estate market and 
the wider NSW property 
market.

What do you hope  
to bring to the  
2009-2011 Board?
While it’s impossible to 
know where the market 
will head, 2010 is sure 
to be a challenging 
year requiring strong 
focus and effective 
leadership. As a Board 
member I’ll be working 
with my colleagues, 
REINSW members and 
other groups to ensure 
the industry continues 
to move in a positive 
direction and meet the 
needs of members and 
the public.

Tony Santolin
poSITIoN: dIRECToR 
(NoN-mETRopolITaN)

agENCy: gRIffITh  
REal ESTaTE

Born and raised in 
Griffith, Tony commenced 
his real estate career in 
1989 after many years 
as a horticultural farmer 
and also a television 
advertising executive.

In 1994 he purchased a 
then ‘small’ local agency, 
which has now grown 
to boast the largest 
sales team and property 
management department 
in Griffith. Tony takes 
great pride in the fact 
that the agency provides 
exceptional service to 
Griffith and surrounding 
areas.

Tony has been an 
REINSW member since 
1994 and specialises 
in both residential and 
horticultural farm sales.

What is the best 
thing about being 
a member of 
REINSW?
The ability to mix with 
like-minded professionals 
who are looking to 
continually raise the 
standard of agency 
practice. Also, the easy 
access to education 
and training courses for 
our team, together with 
the valuable support 
of ethical advice and 
knowledge that we rely 
upon in isolated, rural 
areas.

What do you hope 
to bring to the  
2009-2011 Board?
I hope to bring a fresh 
approach and different 
perspective, particularly 
in relation to technology, 
marketing and training. 
I believe I’m a forward 
thinker and I hope I can 
pass my knowledge on 
to all members. I would 
like to think that I can be 
a voice for our country 
members.

Steve Martin
poSITIoN: dIRECToR 
(ImmEdIaTE paST 
pRESIdENT aNd REIa 
dElEgaTE)

agENCy: STaNlEy & 
maRTIN REal ESTaTE, 
alBuRy

Steve has been a 
member of the REINSW 
Board since 1999, 
and is the Immediate 
Past President and a 
Director of REIA. He has 
previously been Chairman 
of the Albury Division, 
and has participated in 
committees including 
Disputes, Political Action, 
Membership and Agency 
Services.

Steve has operated his 
own real estate business 
in Albury since 1988, 
specialising in residential 
and commercial real 
estate.

What is the best 
thing about being 
a member of 
REINSW?
REINSW has the ability to 
represent our members 
for practice and market 
support, and provides 
a united voice to 
Government. Being part 
of a group that can lobby 
for effective changes to 
the industry is vital.

What do you hope 
to bring to the  
2009-2011 Board?
Experience, coupled with 
passion, engagement 
and a preparedness for 
change.
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By real estate agents,  
for real estate agents

IT’S BEEN MANY YEARS SINCE HIH 

COllAPSED. AS TIME DUllS THE 

PAIN WE MUST NOT FORGET THE 

IMPACT THE COllAPSE HAD ON THE 

INSURANCE INDUSTRY - HITTING 

INSURED AGENTS ExTREMElY HARD.

In the wake of the collapse the 
REINSW Board decided it was time 
to take control of rising premiums 
and cover restrictions – and 
Realcover was formed!

REINSW seized the opportunity 
to create a long-term solution and 
set up a specialist professional 
indemnity insurance company – 
one that was by real estate agents, 
for real estate agents.

The primary objective of Realcover 
was, and still remains, to contribute 
to a more stable insurance market 
and provide agents with certainty 
regarding their professional 
indemnity insurance needs.

Realcover differs from other 
insurance providers in that it is not 
a scheme or arrangement, it is not 
a broker, and it is not a middleman 
– it is a fully-licensed Australian 
insurance company.

Realcover is a company focused on 
providing only the best to the real 

estate industry. It is the only  
real estate industry-owned 
professional indemnity insurer in 
Australia. And after bringing the 
business on-shore from New 
Zealand to Australia a little over  
12 months ago, the company is 
now ready for the next phase of  
its development.

This new phase includes a newly-
appointed broker – Gallagher 
Broking Services – as explained  
by Realcover Chairman John Hill.

“Realcover is expanding. Not only 
are we expanding geographically, 
but we are also expanding our 
product range,” John said.

“Because of this expansion, our 
new broker Gallagher will really be 
instrumental in helping us to deliver 
an even more comprehensive 
service to our clients. They have 

done a first-class job for us in 
Victoria, and will now handle all 
Realcover business.

“We truly believe they are the right 
company for the job.”

A new ‘state’ of affairs
Realcover insurance is now 
available in Victoria and Tasmania, 
and will soon be available in other 
States.

“By selling Australia-wide, we 
achieve a bigger premium pool,” 
John explained.

“Fixed costs are spread out and 
this results in lower premiums  
for agents.

“This expansion into other markets 
across the country will help keep 
Realcover premiums competitive,” 
he said.

“Becoming a national insurer  
is the way forward. Now that we 
have been registered on-shore  
in Australia for 12 months, we  
have had our first review with  
APRA and are excited to move 
forward this year in terms of 
expansion – new products, a  
new broker and launching into 
other States.”

New products such as landlords’ 
insurance and office insurance  
will be administered in association 
with Allianz.

“We believe Allianz can provide 
the best service for these new 
products and look forward to 
working with them as we continue 
our expansion,” John said.

A unique offering
“Realcover are specialists in the real 
estate arena – with PI insurance the 
main focus,” John said. 

“Realcover knows the industry, 
knows the scenarios, knows the 
agents. We are set up to do what 
we do best for the long-term.

“We are committed to providing the 
most specialised service to agents.

“When the possibility of an 
insurance claim arises, it can  
be a very stressful experience. 
Realcover can alleviate that  
stress by providing assistance  
and advice quickly through our 
hotline. The hotline is directly 
manned by arguably the best 
lawyer in this field.”

He goes on to further highlight 
the benefit of the advice hotline 

reAlcover iS 
A compANy 
focuSed oN 
providiNg oNly 
the BeSt to the 
reAl eStAte 
iNduStry.

JohN hIll 
REAlCOVER  
CHAIRMAN
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that Realcover offers to all insured 
agents.

“Although many agents may not 
experience a legal demand such as 
an insurance claim, this situation 
is becoming more prevalent and 
therefore the importance of instant 
advice is valuable.

“The hotline is available pretty much 
24/7, so agents can speak to a 
professional immediately to gain 
advice on any given situation or 
event involving PI insurance issues,” 
John said.

Offering agents an experienced 
contact who can give instant 
advice is an extremely valuable and 
efficient service, providing agents 
with the information they need, as 

and when they need it. It is cost 
effective and time effective, as you 
don’t need to shop around to get 
professional advice on a situation 
or event. Insured agents can simply 
call Realcover to access instant 
advice.

John also points out that when 
choosing professional indemnity 
insurance it is critical to look at 
more than just the cost of the 
premium. He suggests that you 
look at the overall package, 
including what claims service and 
advice is available throughout the 
policy period.

Strength to strength
“The concept of Realcover is just so 
compelling, and we want to work 
towards it being a national cover 
option. We will increasingly offer the 
industry a place at the table and 
control over our insurance.

“This will only happen if agents 
continue supporting us,” John 
concluded.

Support Realcover – your industry 
insurer. For more information or to 
obtain a quote for your insurance 
needs, call the Realcover team 
at Gallagher on 1800 988 396 or 
email realcover@ajg.com.au

Gallagher Broking Services –  
the appointed agent for Realcover  
in NSW and the ACT
Founded in 1985, Arthur J Gallagher in Australia has rapidly  
developed a reputation as one of the more innovative and forward-
thinking brokers, risk managers and underwriting agents in the region.

Gallagher specialises in the provision of insurance broking and 
advisory services to associations, corporate entities and professional 
firms. Their mission is always to provide professional advice to their 
clients, and not just a product. 

As wholly-owned subsidiaries of Arthur J Gallagher & Co, the 
Gallagher Group of Companies in Australia enjoy the support and 
resources of one of the largest insurance broking and risk advisory 
organisations in the world.

The Realcover team at Gallagher is led by Robyn Adcock, who has 
specialised in professional indemnity insurance for over 20 years. 
Robyn has had a long association with Realcover and believes very 
strongly in its philosophy – particularly the process of managing claims 
and applying the lessons learned to improve the risks of the industry.

Gallagher is excited to be part of the team at Realcover and 
are committed to continuing long-term sustainable solutions for 
Realcover’s clients.

The Realcover Board
John Hill – Chairman
John Hill is the Proprietor of John l Hill & Co at Burwood  
specialising in commercial real estate since 1977. He was an 
REINSW Director from 1989 to 2009, and was President from  
1999 to 2001. John was instrumental in setting up Realcover.

Tony Brasier
Tony Brasier was the CEO and Chairman of Colliers International 
Holdings (Australia) limited between 1999 and 2009. He is now 
Chairman of PRD Nationwide, a wholly-owned subsidiary of  
Colliers International.

Chris Fitzpatrick
Chris Fitzpatrick is a Director of Fitzpatricks Real Estate, an 
independent agency located in Wagga Wagga, and has been  
involved in the property industry for 30 years. He was an REINSW 
Director from 1989 to 2009, and was President from 2001 to 2003, 
during which time Realcover was formed.

David Taylor
David Taylor has over 30 years experience in senior corporate 
positions and in the military. His insurance background was 
highlighted by his term as Managing Director of lawCover – the 
professional indemnity insurer for the legal profession in NSW.

Tony Cope
Tony Cope is the Managing Director of Risk Advisory Services  
(RAS) – Realcover’s minority shareholder – and has over 20 years  
of risk consulting and insurance experience.

Nancy Rainbird
Executive Officer

our New Broker 
gAllAgher will 
Be iNStrumeNtAl 
iN helpiNg 
reAlcover deliver 
AN eveN more 
compreheNSive 
Service to clieNtS.
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Put your business first – subscribe to Real Business First today!
www.realbusinessfirst.com

Even if you know what your cash-flow, projections and profits  
are, do you know how these stack up to the best in the industry? 
Are your numbers above or below average? What aspects of  
your business could be improved to deliver better results to the 
bottom line?

Your agency could become more profitable with access to the 
right information.

Real Business First allows you to see how your business stacks 
up against competitors and model potential changes to increase 
your profits.

This essential real estate benchmarking tool will help you 
strengthen your business by identifying real business 
improvement opportunities.

Just $49.50 per month for REINSW members
($69.50 per month for non-members. Prices include GST.)

You know your  
office accounts,
but do you know 
how they stack  
up against other 
agencies?
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BY SUSAN HUll
REINSW EDUCATION & TRAINING  
MANAGER

Well my Christmas wish certainly 
came true and I have been busy 
getting out and about, talking to 
agents in NSW and other States 
about training opportunities, 
licensing and, most importantly, 
the differences in the quality and 
standard of training provided  
across jurisdictions.

There are some RTOs (dare we call 
them that) claiming to have exclusive 
national coverage, and asserting that 
they are able to provide licensing 
training on a ‘fast track’ or ‘RPl only’ 
basis – or worse still, claiming that a 
five-day course meets all licensing 
requirements for all States and 
Territories.

I am happy to say that, for the most 
part, they are in the minority, and that 
there are quality RTOs out there that 
are well aware of such antics.

Our role as the peak industry  
body is to ensure that consumers 
have as much information as 
possible to enable them to make an 
informed decision. Needless to say, 
it has been an interesting exercise 
to date.

On returning to work after 
Christmas I was given two quotes – 
both by Benjamin Franklin that  
I think will be on my mind all year: 
“the only thing more expensive than 
education is ignorance” and “being 
ignorant is not so much a shame, 
as being unwilling to learn.”

Food for thought indeed, because 
if we continue to accept poor 
standards and look for the quick 
fix, it will inevitably result in big 
expenses for everyone!

We often look to professional 
athletes and sporting heroes  
for motivation in our careers, 
and we can glean valuable 
management insight from the  
way sporting teams are trained  
to peak performance.

Kevin Sheedy knows what it  
takes to get a team to perform 
at optimal levels.

As perhaps the most successful 
coach and team builder in recent 
AFl history, he is known for his 
dedication, perseverance and 
thoughtfulness. He is an innovator 
who has been at the forefront of 
many changes to the game in 
the last 25 years and has been 
instrumental in the implementation 
of education programs for players.

At the Residential Sales Conference, 
Sheedy will share his passion for 
building high-achieving teams and 
show you how to ignite your sales 
team and kick goals in 2010!

Sheedy is part of an exciting 
conference program, including:

Why we will come knocking  
on your door
lindsay Cornish – Investigations 
Manager, NSW Office of Fair Trading

Comparable sales –  
tips for agents
Colin Rooke – Dyson Austen

Compliance – protecting  
your commission
David Pentecost – REINSW 
Compliance Auditor

Effective exchange and deposits
Tony Cahill – legal author and 
commentator

An afternoon panel session will also 
canvass issues and topics affecting 
residential sales and buyers’ agency.

Don’t miss it – this conference 
is a must for all residential sales 
professionals and buyers’ agents!

REINSW members $245  
Non-members $299

Register online today at  
www.reinsw.com.au or call  
(02) 9211 8707.

Events sponsors: 
Deposit Power and Snap Printing

Residential Sales Conference: tuesday, 23 february 2010

REINSW 
TRAINING  

LIFT-OuT

NEWS
National licensing, and what it  
will mean to the industry, is 
on everyone’s lips – and will 
undoubtedly continue to be a  
source of rumour and innuendo  
for the better part of 2010.

REINSW is represented on two 
National Committees and two State 
Committees tasked with the chore  
of wading through draft legislation 
and submitting proposals and  
ideas to aid the process.

REINSW will be reporting back 
to each Chapter Committee on 
progress, and feedback will  
be sought from agents and  
students alike.

Anyone interested in providing 
feedback or working with REINSW 
on this important initiative can email 
Susan Hull at shull@reinsw.com.au

Happy New  
Year!

KEVIN SHEEDY – SpeciAl gueSt preSeNter



REINSW Training Calendar
mArch/April 2010

 CPD workshops – go to www.reinsw.com.au for course descriptions and prices

  Course in Property Practice (full and part time as indicated) 
Sydney and Wagga Wagga $590, Canberra $750/$850 
Price includes REINSW Student Membership 

  Real Estate licensing Course (full and part time as indicated)
Sydney $3370/$4225, Canberra $3550/$4550 (flexible enrolment options available).

  Forums $25/$50

Prices are indicated as member/non-member and GST inclusive

moN TuE WEd Thu fRI SaT SuN

1 SYDNEY CPD                                                                                     
Setting up your agency                                                                                                  
(9.30am-1.30pm)

3 4 5 6 7

CANBERRA                                                                                                          
Course in Property Practice (full time) - 5 days

SYDNEY
Course in Property Practice  
(part time) continues

SYDNEY 
Real Estate Licensing Course (full time) - Week 3 
Managing Agency Finances – 5 days

SYDNEY
Course in Property Practice (full time) – 5 days 

SYDNEY                                                                                     
Valuers Forum                                                                      

SYDNEY
Real Estate Licensing Course  
(part time) continues

8 9 10 11 12 13 14

SYDNEY
Real Estate Licensing Course (full time) - Week 4               

SYDNEY
Course in Property Practice  
(part time) continues

SYDNEY CPD                                                                                       
Creating impact and influence                                                              

SYDNEY CPD                                                                                               
Forums@4  

CANBERRA  
Real Estate Licensing Course  
(full time) starts – 3 weeks

SYDNEY
Real Estate Licensing Course  
(part time) continues

15 18 19 20 21  

SYDNEY
Real Estate Licensing Course (full time) - Week 5 
Agency Administration and Recruitment - 5 days

SYDNEY
Course in Property Practice  
(part time) continues

SYDNEY
Course in Property Practice (full time) – 5 days AND 
Business Broking Course in Property Practice (full time) – 3 days

WAGGA WAGGA                                                                                                        
Course in Property Practice (full time) – 3 days

PORT MACQuARIE                                                                                
Property Management  

ECHuCA CPD                                                                                                
Win the Business                                                                                    

SYDNEY
Real Estate Licensing Course  
(part time) continues

22 SYDNEY CPD                                                                              
Win the Business                                                                                    24 25 26 27 28

SYDNEY
Course in Property Practice (full time) – 5 days AND 
Strata Management Course in Property Practice (full time) – 3 days 

SYDNEY
Course in Property Practice  
(part time) concludes

SYDNEY 
Real Estate Licensing Course (full time) - Week 6 (optional) 

MuSWELLBROOK CPD                                                                                     
The Lease and the Law                                                                                            

ARMIDALE CPD 
How to have a compliant agency                                                                      

GOSFORD CPD                                                                                                
The Lease and the Law                                                                               

NEWCASTLE CPD                                                                                         
The Lease and the Law                                                                               

SYDNEY
Real Estate Licensing Course  
(part time) continues

SYDNEY Property  
Management  
Conference

TaKE advaNTagE of flEXIBlE 
ENRolmENT opTIoNS!
The REINSW Real Estate Licensing Course has been specifically 
designed to suit your needs.

Enrol in any individual week and enhance your professional development. 

Call REINSW Training on (02) 9211 8707 for more information.

MARCH

2

16

23

17



Go further with reiNSw education & training 
www.reinsw.com.au/training 

APRIL

moN TuE WEd Thu fRI SaT SuN

29 maRCh 30 maRCh 31 maRCh 1 2 
PUBLIC HOLIDAY

GOOD FRIDAY

TERM 1 ENDS-
school holidays start

3 4

SYDNEY CPD                                                                                          
The Lease and the Law                                                                                                                                             

SYDNEY
Real Estate Licensing Course  
(part time) continues

5 
PUBLIC HOLIDAY 
EASTER MONDAY

6 7 8 9 10 11

SYDNEY CPD                                                                                          
Setting up your agency                                                                       

SYDNEY
Real Estate Licensing Course  
(part time) concludes

12 13 14 15 16 17 18

SYDNEY                                                                                                        
Course in Property Practice (full time) - 5 days

SYDNEY CPD                                                                                       
Creating impact and influence                                                              

19  
TERM 2 STARTS

20 21 22 23 24 25  

SYDNEY                                                                                                         
Course in Property Practice (full time) - 5 days

SYDNEY CPD                                                                                          
Playing It Smart – Essential 
OH&S for Property Managers                                                                     
(9.30am-1.30pm)
WOLLONGONG CPD                                                                                             
How to have a compliant agency                                                                      
(9.00am-1.00pm)

26 
PUBLIC HOLIDAY 

ANZAC DAY

27 28 29 30   

SYDNEY CPD                                                                                           
Win the Business                                                                                 
(9.30am-1.30pm)

TAMWORTH CPD                                                                                          
The Lease and the Law                                                                              
(9.00am-1.00pm)

ARMIDALE CPD                                                                                          
The Lease and the Law                                                                              
(9.00am-1.00pm)

MOREE CPD                                                                                          
The Lease and the Law                                                                              
(9.00am-1.00pm)

WaNT To KNoW moRE?
You can find out more about all of our courses by going to www.reinsw.com.au – 
simply click on Course Schedule in the Training menu.
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For more information or to register for a course call (02) 9211 8707 or go to www.reinsw.com.au/training 

Trainer of the 
month
ANNETTE FERRARI

Annette Ferrari has been a 
popular member of the REINSW 
training team for more than 10 
years, and has worked in the 
real estate industry as an agency 
Principal and sales specialist for 
almost 20 years.

She is a highly-qualified trainer, 
with a Masters in Behavioural 
Science, a Bachelor of Arts 
(Communications Studies), and  
a Bachelor of Adult Education.

Expertly facilitating all 
programs offered by REINSW, 
Annette couples her diverse 
understanding of the subject 
matter with thorough theoretical 
analysis.

Annette’s practical day-
to-day agency knowledge 
is complemented by her 
entertaining style, making her 
a favourite among students. 
Her professionalism and 
passion for the industry is 
reflected in the patience and 
encouragement she accords  
her students.

FORUMS @ 4

Bill Evans (Westpac’s Managing Director Economics) 
will discuss the global economic environment’s 
impact upon the Australian property market and give 
his outlook for the year ahead. Bill will interpret the 
‘big picture’ and distil complex economic trends into 
user-friendly terms.

Sydney 10 March 2010

One Forum @ 4 event: 
REINSW members $80 / Non-members $110

Four Forum @ 4 events: 
REINSW members $260 / Non-members $350

PLAYING IT SMART – ESSENTIAL  
OH&S FOR PROPERTY MANAGERS 

Your expert trainer will present case studies that 
highlight critical OH&S issues. Learn simple steps 
to implement systems within your agency to protect 
yourself, your tenants and your owners from injury 
and litigation.

Sydney 20 April 2010

Cost $199 REINSW members / $245 Non-members

WIN THE BUSINESS

This interactive course is designed to help you 
create more listings. Increase your success - come 
away armed with 10 prospecting strategies and  
7 steps to help you prepare for a negotiation.

Echuca 16 March 2010
Sydney 23 March 2010
Sydney 27 April 2010

Cost $199 REINSW members / $245 Non-members

THE LEASE AND THE LAW

Ensure you understand the respective rights of 
all parties to the Residential Tenancy Agreement. 
Find out about the important terms and gain an 
understanding of how to apply the Residential 
Tenancies Act on a daily basis.

Muswellbrook 22 March 2010
Newcastle 23 March 2010
Gosford 24 March 2010
Sydney 30 March 2010
Moree 27 April 2010
Tamworth 28 April 2010
Armidale 29 April 2010

Cost $199 REINSW members / $245 Non-members
Muswellbrook and Moree $55 per person.
These regional courses are provided with the assistance  
of the NSW Office of Fair Trading.

BUSINESS BROKING  
COURSE IN PROPERTY PRACTICE

Are you a strong negotiator? Do you have a high 
level of community involvement and a ‘can do’ 
attitude? If so, this exciting 3 day course will give 
you the basic skills necessary to start a successful 
business broking career.

Sydney 15 March – 17 March 2010

Cost $590 per person

STRATA MANAGEMENT  
COURSE IN PROPERTY PRACTICE

Strata Managers may be responsible for maintaining 
common property, arranging building insurance, 
raising levies and managing by-law breaches. Learn 
what skills are required to set you on the path to a 
successful strata management career.

Sydney 22 March – 24 March 2010

Cost $590 per person

HOW TO HAVE A COMPLIANT AGENCY

Hear practical solutions for agency success and 
learn how to meet industry best practice. This 
course will identify your strengths, giving you the 
tools to succeed in this ever-changing economic 
environment.

Armidale 23 March 2010
Wollongong 20 April 2010

Cost $199 REINSW members / $245 Non-members

REINSW Conferences
mark these dates in your diary today

Residential Sales Conference 
Tuesday, 23 February 2010

Property Management Conference 
Wednesday, 17 March 2010

Strata Management Conference 
Wednesday, 26 May 2010

Holiday & Short-Term Rentals Conference 
Wednesday, 18 August 2010

Commercial Property Conference 
Wednesday, 15 September 2010

Women in Real Estate Conference 
Wednesday, 27 October 2010

Young Agents Conference 
Wednesday, 1 December 2010

REIACT REAL ESTATE LICENSING 
COURSE (FULL TIME ) - 3 WEEKS

The next step for real estate agents who have a 
Certificate of Registration. As a licensed real estate 
agent you can manage your own agency and take 
greater responsibility for the marketing, management 
and sale of property.

Canberra 9 March 2010 - 26 March

Cost $3550 REINSW/REIACT members / $4550 
Non-members



putting coordination fees 
into perspective

By KymBal duNNE

fAir remuNerAtioN 
for ServiceS 
iS eSSeNtiAl 
to eNcourAge 
improved 
mArketiNg, 
NegotiAtioN ANd 
mANAgemeNt 
StANdArdS.

CONJuNCTION AGENCY

LEASING FEES FOR COORDINATION AND 
INTRODuCTION AND TENANTS uSuALLY

lEAD lEASING AGENTS CHARGE 

COORDINATION FEES IN RETURN FOR 

COORDINATING GENERAl lEASING AND 

MARKETING ACTIVITIES ON BEHAlF 

OF COMMERCIAl BUIlDING OWNERS. 

THE COORDINATING AGENT’S ROlE 

IS ExTENSIVE AND INVAlUABlE, YET 

THEIR FEES CAN BE AS lITTlE AS 25% 

OF THE TYPICAl lEASING FEE. IS THIS 

FAIR REMUNERATION?

Coordinating agent as 
representative
Coordinating agents represent 
building owners, providing them 
with essential information about 
their property’s leasing potential, 
and introducing and providing 
access to prospective tenants.

In addition, they advise the owner 
on issues influencing their lease 
offering, including recommending 
market rental rates, rental terms, 
rent reviews, suggested property 
improvements, the optimum way  
to present premises etc.

On a broader level, coordinating 
agents interface with the general 
leasing community, supplying 
up to the minute information on 
properties and hosting property 
inspections.

Coordinating agent as 
administrators
The coordinating agent’s role 
is very responsible, highly 
accountable and comprehensive. 
They prepare lease proposals, 
receive offers and communicate 
responses to both parties. In 
addition, the coordinating agent 
manages lease negotiations from 
the initial offer right through to 
sign-off, obtaining certificates of 
insurance and bank guarantees 
and any other financial information 
that relates to the tenant’s prospects.

In cases of conflict, for example, 
over which agent introduced 
a prospective tenant, the 
coordinating agent must arbitrate 
and resolve the matter. If there is 
potential for the coordinating agent 
to be conflicted, the matter  
is referred to the agent’s Principal.

Coordinating agent fees
The coordination fee has 
traditionally been based on a 
success-only arrangement that 
usually equates to as little as one 
quarter of the typical leasing fee. In 
most cases the fee for introducing 
the tenant remains as 100% of  
the scale.

Taking into consideration the  
extent of the agent’s role,  
m2 Office Leasing believe that
the current remuneration fees do 
not reflect the responsibilities and 
work undertaken.

In our view, the reward should  
be double the current fee paid; 

i.e. 50% of the leasing fee scale. 
If this amount is applied under the 
traditional payment of 100% + 25% 
= 125% of scale, the introducing 
leasing fee will fall from 100% to 
75% of the scale to accommodate 
the increased coordination fee. 
This apportions the reward as 60% 
introduction and 40% coordination, 
as opposed to the 80/20 split 
currently applied.

If property owners wish to reward 
the introducing agent with a 100% 
fee scale, the coordination role and 
leasing fee should be 150% of the 
leasing fee scale.

Looking to the future
Fair remuneration for services is 
essential to encourage improved 
marketing, negotiation and 
management standards offered by 
coordinating agents.

In addition, fair remuneration will 
discourage coordinating agents 
from hiding offerings from the 
general market in an effort to 
receive the highest possible fee.

It is wise to remember that a 
speculative fee is not payable 
unless the supplier of the service 
has performed all of the contracted 
duties. In terms of leasing space, 
the leasing agent will only succeed 
by delivering a tenant that is willing 
to pay monthly rental for periods that 
are usually no less than three years.

Rather than driving fees 
downward, leasing coordinators 
should focus on improving their 

service standards. Enhanced 
standards of service will result in 
more successful office leasing 
arrangements, creating a ‘win win’ 
situation for all parties.

Meanwhile, property owners 
should spend more time focusing 
on quickly leasing their vacant 
space and less time worrying about 
reducing their coordinating agent’s 
fees. After all, vacant space is a lost 
income opportunity.

Kymbal Dunne is a director and 
co-founder of m2 Office Leasing. 
With over 30 years experience, 
he is highly respected in the real 
estate industry for displaying 
a commitment to tailoring 
professional, timely and financially 
viable solutions to meet client 
needs. Kymbal is also Chair of the 
REINSW Commercial Chapter.
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something “green”. Maybe a commercial building with solar panels

There are significanT benefiTs on 

offer for commercial building 

and reTail asseT owners in a 

greening world. iT’s abouT being 

smarT says KeiTh gunaraTne, 

ceo of eP&T global – a leader 

in energy conservaTion and 

environmenTal soluTions.

Times are changing
we are living in ever-changing 
times. a recent study showed 
that the top 10 in-demand jobs in 
2010 did not actually exist in 2004. 
and we are currently preparing 
students for jobs that don’t exist, 
using technologies that haven’t 
been invented, in order to solve 
problems we don’t even know are 
problems yet.

similarly, it is remarkable that not 
so long ago climate change was 
a topic for minority green groups. 
Today, public awareness of climate 
change and an acceptance of our 
contribution to climate change is 
driving change.

at the copenhagen climate 
change summit in 2009, world 
leaders accepted that climate 
change is happening and that 
we are contributing to it. it was 

disappointing, however, that  
they couldn’t agree on binding 
targets.

The upside is that in many  
instances lawmakers lag behind  
the market, and i suspect that 
emissions reductions may follow  
the same path.

This is happening in the united 
states, where President obama’s 
stimulus package is driving the 
green industry at full steam, while 
the senate will most likely either 
block or water down the cap & 
Trade scheme.

similarly in australia, Prime minister 
rudd’s policies are driving change 
while the emissions Trading scheme 
will most likely be rejected by the 
senate again.

So what can be done?
blue-chip companies around the 
world are treating energy as a 
strategic resource:

•	 In	the	last	12	months	alone,	
sportswear company nike 
has reduced its overall co2 
emissions across the company 
and its supply chain.

•	 In	2009,	Intel	was	the	No	1	
renewable energy purchaser 
in the us, buying 1.433 billion 
kwh annually. Pepsico came in 
second, buying 1.226 kwh.

•	 Wal-mart	–	the	world’s	largest	
listed corporation – leads the us 
retail	sector	in	energy	efficiency	
and renewables.

•	 Apple	has	just	filed	a	patent	for	
transparent solar cells for devices 
such as the iPod.

There are good reasons for these 
blue-chip companies to capitalise 
on these emerging trends. one of 
the traits these companies have 
in common is that they anticipate 
change and act quickly.

Overcoming the barriers
Technology is not always the  
only barrier for asset owners to  
reap	benefits.

There are other factors – such as 
lack of capital, energy and water 
efficiency	not	being	core	business,	
split incentives for businesses that 
rent	their	premises,	small	profit	
margins for suppliers due to lack of 
scale, and aversion to the unknown 
(complex technologies) – that can 
also be challenges.

however, these barriers are not  
just	confined	to	the	realm	of	 
energy-efficiency	–	so	asset	
managers can and should  
overcome these challenges.

in australia, the department  
of climate change and water’s 
nabers (national australian built 
environment rating scheme) has 
been a catalyst to drive energy 
efficiency	over	several	years.	 
and the green building council’s 

Benefits for asset owners  
in a greening world 

By Keith Gunaratne

public awareness 
of climate 
change and an 
acceptance of our 
contribution to 
climate change is 
driving change.
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something “green”. Maybe a commercial building with solar panels

design-rating scheme has helped 
australia’s building sector to build 
energy-efficient	buildings.	Also,	
the Property council of australia 
has been effective in promoting 
the greening of buildings and has 
provided an excellent forum to share 
knowledge.

The national strategy on energy 
Efficiency	(NSEE),	agreed	to	by	the	
council of australian governments 
(coag) in July 2009, includes 
mandatory disclosure of nabers  
for	any	office	building	over	2000	 
sq m at point of sale or lease. This 
will come into effect from 1 July 
2010. This disclosure combined 
with rising energy costs, which in 
12	months	have	exceeded	inflation	
almost 10 fold, will drive energy 
efficiency	to	another	level.

Significant benefits
Commercial	office	and	retail	asset	
owners who implement effective 
energy-efficient	projects	can	future-
proof their business against ever-
increasing energy costs, thereby 
making their assets attractive to 
potential tenants and buyers.

for example, in 2009 alone, eP&T 
global partnered with leading 
commercial and retail asset owners 
in australia to reduce their utility bills 
by $14 million and reduce their co2 
emissions by the equivalent of 700 
million car kilometres. application 
of these savings to the bottom line 
could have potentially increased 
asset values by up to $300 million.

Energy	efficiency	is	cost	negative.	
So	EP&T	Global	financed	some	of	
these projects and also successfully 

obtained federal and state 
government grants to overcome 
some of the barriers commercial and 
retail asset owners were facing.

smart companies should recognise 
that energy is a strategic resource, 
not a commodity. reducing energy 
usage will provide them with a 
competitive advantage.

Keith Gunaratne is CEO of EP&T 
Global – a company providing 
energy conservation and 
environmental solutions. Go to 
www.eptglobal.com.au

smart companies 
should recognise 
that energy 
is a strategic 
resource, not 
a commodity. 
reducing energy 
usage will 
provide them with 
a competitive 
advantage.
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Measuring customer 
satisfaction

By avril hoGan

how do you creaTe a cycle of 

lucraTive PosiTive referrals 

wiThin your marKeT? iT all  

sTarTs wiTh gaining cusTomer 

feedbacK in order To undersTand 

where your sTrengThs and 

weaKnesses lie.

in real estate, as in most other 
industries,	the	cost	of	finding	new	
customers far outweighs the cost 
of satisfying existing customers. in 
cases where dissatisfaction exists, 
it	is	imperative	that	you	find	the	
source of this and make changes 
as soon as possible to ensure 
the problems don’t continue to 
multiply.

i use the term ‘multiply’ because 
an unhappy customer will tell 
many others, creating a domino 
effect. on the other hand, happy 
customers also tell others and that 
results in referrals.

a referral is uniquely powerful in 
that the business becomes yours 
to lose, rather than you having to 
work hard to acquire it – it is there 
for the taking, as long as you are 
professional.

initiating new relationships with 
referred customers and following 
through on commitments is key to 
developing business. if examples 
of superior service are known and 
communicated by your customers 
within your market, your business 
will establish a bond with the 
community which in turn will pay 
dividends.

however, not every transaction 
goes perfectly. it is just as important 
to understand what doesn’t work 
well as it is to know what does.

in contrast to the positive referral, 
you can also receive negative 
feedback from the community 
or customers you serve. such 
referrals or feedback contain 
important information as to what 
processes, services or other issues 
need	to	be	fixed	or	changed.

The question is though, how do 
we get to that position of lucrative 
positive referrals within our market? 
it starts with gaining customer 
feedback.

Customer feedback
in the real estate industry it is vital 
to measure customer feedback.

even though you may have 
complete	confidence	in	your	
offerings, gaining a better 
understanding of people’s opinions 
about your service and the service 
of your staff offers valuable 
information that can help you and 
your company grow.

in real estate, this means ensuring 
that	people	are	referred	specifically	
to you and that you retain your 
customers for future transactions.

Why measure customer  
feedback?
first of all, nurturing relationships 
with your customers can save you 
money in the long run.

remember, retaining existing 
customers is more cost-effective 
than winning new business – and 
satisfied	customers	often	provide	
the most effective marketing by 
recommending your company to 
their friends, family and colleagues.

as an agent there is one 
fundamental goal for a real estate 
agent’s success – more property 
listings. referrals have the inherent 
intangible power to make real 
estate agents’ sales and earnings 
soar to new heights.

Never	forget:	satisfied	clients	
produce referrals; and referrals 
produce more income.

How to measure customer 
feedback?
The most common method of 
measuring customer feedback  
is surveys.

you may already conduct your own 
in-house customer satisfaction 
surveys. remember, you must 
integrate the results you receive 
from such surveys into your 
business as soon as possible.

asking your customers their 
opinions directly via a survey  
works well for gathering information 
on people’s feelings and reactions 
to your service. if you are 
conducting the survey in-house, 
the following tips will help you  
to make them as effective  
as possible.

Objectives
before you begin putting together 
your survey, make sure you  
know its main objectives. This 
forward thinking will help ensure 
you are collecting the most  
relevant and useful information  
from your customers.

Survey method
surveys can be conducted 
internally, however independent 
parties employing customer 
surveys tend to get more honest 
answers than the company or 
person	or	firm	doing	the	survey	
themselves.

in some cases, the respondent 
may wish to remain anonymous.  

retaining existing 
customers is 
more cost-
effective than 
winning new 
business – 
and satisfied 
customers often 
provide the 
most effective 
marketing by 
recommending 
your company 
to their friends, 
family and 
colleagues.
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if anonymity is requested or 
promised you must respect this.

consider how you conduct 
the survey: in person, over the 
telephone or by email or mail.  
each offers a different experience. 

Questions
some basic questions to pursue 
include whether the person was 
satisfied	with	the	transaction,	how	
happy they were with the service, 
how likely they are to use you 
again and whether they would 
recommend you to others.

when writing the survey,  
remember that you can include 
closed questions – much like  
a multiple choice test – or open 
questions, which welcome  
any type of response. some 
business	owners	find	the	first	 
too limited, while the second  
can	be	difficult	to	analyse.	
combining the two (e.g. asking 
for further comments after a 
choice) may provide the most 
comprehensive information and 
measurable result.

it’s best to keep your questions 
short and succinct so that 
respondents	find	the	survey	
straightforward to complete.  
ask yourself whether the question 
is important or a ‘nice to know’. 

be sure to ask the client “how  
can i better serve you next time”.  
Tell the client their input would be  
most helpful.

ask if the respondent would like 
to be followed up with concerning 
any problem. This opens the door 
to improving your relationship with 
that one customer who for some 
reason	may	not	be	satisfied.	If	the	
respondent requests this, ensure 
that someone takes the time to 
follow up. if no follow-up occurs, 
this leaves room for additional 
customer dissatisfaction as an 
expected communication did not 
take place.

Timing
administer the survey as soon as 
possible after the transaction is 
complete, because the respondent 
will be more likely to remember 
pertinent details and give 
constructive feedback.

Results
create a customer satisfaction 
index (csi) to track and monitor 
your service customer satisfaction 
level. Provide each client a survey 
to track their level of satisfaction 
with the service you have provided. 
assign each survey a satisfaction 
level numbered from 1 to 10.  
one meaning lowest and 10 the 
highest level.

set a goal to maintain a customer 
satisfaction level ranging from 9 to 
10. don’t accept a low baseline. 
work towards a high level.

consistently build on your strengths 
and improve your weaknesses.

surveys of client experiences 
should be a continual exercise, 

done at pre-determined points in 
the buying decision. Tracking a 
client through the experience can 
be	very	beneficial,	i.e.	at	time	of	
closing, three months after moving 
or a year later. feedback may vary 
depending on the time of survey so 
do not compare results taken one 
day after closing to results taken 
three months after closing.

You have the results.  
Now what? 
after you have gathered 
information, what do you do?

first you will need to analyse the 
results and determine if there are 
any customers that requested to be 
contacted. second, you will need 
to analyse the results in aggregate 
(totalling the responses to each 
question) and determine if there are 
any common patterns and trends. 
What	general	and	specific	changes	
can you make to address the 
feedback and improve services?

a third-party research company 
– such as insightrix – can offer a 

variety of analytical techniques, 
including key driver analysis 
to identify those factors most 
impacting customer satisfaction.

regardless of whether you are 
using the advanced analytics 
offered by a third party, or are just 
measuring and monitoring the 
results in house, being aware of 
customer satisfaction and acting 
on the results should put you at the 
forefront of the real estate agents in 
your market.

Just imagine the number of 
referrals coming in from happy 
clients. use the above methods 
as a marketing tool to get more 
referrals, increase sales and income.

it’s a win-win opportunity for your 
business.

Avril Hogan is the Director of  
Insightrix Research – a full-service 
research firm specialising in data 
collection and statistical analysis. 
For more information, go to   
www.insightrix.com.au  
or call (03) 5381 1116.

Insightrix conducts the monthly  
Vacancy Rate Survey on behalf  
of REINSW.

a referral 
is uniquely 
powerful in that 
the business 
becomes yours  
to lose, rather 
than you having 
to work hard  
to acquire it 
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holiday and short-terM rentals

researching consumer  
demand for holiday homes

By dirK hertFord

The school of leisure, sPorT 

& Tourism aT The universiTy of 

Technology sydney recenTly 

comPleTed a sTudy of consumer 

demand for holiday homes on 

The cenTral coasT and mid norTh 

coasT. This was The firsT JoinT 

reinsw-uTs Tourism research 

ProJecT, wiTh uTs drawing on 

iTs well-esTablished Tourism 

Program and ParTnershiPs wiTh 

a number of leading Tourism 

organisaTions.

The holiday and short-term rentals 
area of agency practice has long 
been lacking in consumer research.

agencies providing holiday rental 
services tend to be small to medium 
in size and so, according to the 
researchers, “the industry is comprised 
of various management styles because 
every operator works differently”.

The researchers had six objectives 
for the study:

•	 To	identify	the	facilities	that	are	
most important to guests when 
selecting a holiday home.

•	 To	identify	the	services	that	are	
most important to guests when 
selecting a holiday home.

•	 To	establish	how	guests’	
demographics may affect the 
choices made by consumers 
when selecting a holiday home.

•	 To	compare	and	contrast	the	
accommodation tariff with the 
facilities and services that guests 
perceive to be most important.

•	 To	establish	why	guests	choose	
to stay in a holiday home over 
other types of short-term holiday 
rental accommodation.

•	 To	identify	estate	agents’	current	
provision of services to guests 
and establish the extent to which 
agents obtain and utilise their 
feedback.

Those surveyed included current 
holiday home users, former holiday 
home users and managing agents.

consumers were interviewed in 
depth and their responses make 
compelling reading.

Facilities and services
The most important facilities 
identified	were	fully-equipped	
kitchens, televisions and furniture, 
with the three most important 
property features being ambience, 
quietness and views.

The most important service 
to guests was cleanliness. 
maintenance was second, and 
agent response times was third.

The researchers found that the top six 
reasons for choosing a holiday rental 
over other types of accommodation 
were additional space, comfort, 
cost effectiveness, ability to self 
cater, extra facilities and location.

agents’ attention to detail was also 
important. one respondent said “if 
you’re paying a decent amount for 
a holiday, you want to have a nice 
holiday – you don’t want a poorly 
run place”.

Demographics
data was collected on age, gender, 
rental amount paid and number 
of stays in holiday homes. The 
majority of guests were found to be 
families, followed by couples and 
then those staying with friends. The 
majority of guests were female, and 
there were many respondents who 
had stayed in holiday homes more 
than 15 times. 

despite many traditional beliefs 
between male and female 
preferences for properties, the 
researchers found that between  
the genders “there was no 
difference in preferences”.

Analysis of consumers  
by rental cost
The project’s analysis of consumers 
by rental costs found that those 
guests	who	identified	their	tariff	
as being in the top 25% stated 
the most important facilities were 
‘views’, followed by ambience, off-
street parking, balcony/entertaining 
area, air-conditioning and fully-
equipped kitchen.

The lowest 25% of spenders 
identified	their	most	important	
facilities as fully-equipped kitchen, 
then	television,	sufficient	furniture,	
off-street parking, quietness, 
ambience and laundry facilities.



Surprising finding
One	surprising	finding	was	the	
disparity between the services  
that agents perceive to be 
important and those services  
which they actually provide.

The research found that agents’ 
perceptions of the services 
most frequently demanded were 
identified	as	cleanliness	of	holiday	
home on arrival, followed by clear 
communication and friendly staff. 
while guests also stated that 
overall cleanliness of the holiday 
home on arrival was important, 
their second preference was overall 
maintenance and upkeep of the 
property followed by the estate 
agents response times  
to	fix	problems.

The researchers have 
recommended each agency include 
“a	specific	section	identifying	
the inclusions and exclusions 
in holiday homes” to avoid any 
misconceptions of what to expect.

differences in owner expectations 
impact the property and the 

research showed the need for 
managing agents to be sensitive 
to different owners. Those owners 
who are purely investors and those 
who used their holiday homes 
themselves provided different levels 
of furnishings and equipment. 

Benefits of the research
This research enables reinsw to 
more effectively train agents on 
what customers want from holiday 
homes. The holiday & short Term 
rentals chapter is now examining 
the	research	findings	in	detail,	and	
is seeking to partner with uTs for 
more research in the future.

Dirk Hertford is General Manager 
at Park Beachside Real Estate and 
is Chair of the REINSW Holiday & 
Short Term Rentals Chapter.

The researchers – Kate Francis and 
Nick Howell – would like to thank 
agencies on the Central Coast and 
Mid-North Coast for their help with 
the research.

Most important facilities

respondents were asked to identify the facilities that were  
most important to them when selecting a holiday home.

fully-equipped kitchen 58.5%

Television 45.6%

ambience 39.2%

Sufficient	furniture	 38.3%

Quietness 38.2%

views 36.2%

Least important facilities

respondents were also asked to identify the facilities that were 
least important to them when selecting a holiday home.

baby facilities 42.3%

disability facilities 42.2%

fire place 38.8%

spa bath in bathroom 34.3%

outdoor spa 31.7%

Pet friendly 31.1%
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ProPerty ManaGeMent

the case for reform

in november 2009 The office of fair 

Trading released a consulTaTion 

drafT of The ProPosed residenTial 

Tenancies bill 2009.

while ofT advised that the bill 
would not be introduced into nsw 
Parliament until 2010, they gave 
stakeholders little more than one 
month to make submissions in 
relation to the bill – a bill which 
proposes some of the most radical 
changes in decades to the control 
and management of hundreds of 
thousands of rented residential 
properties in nsw.

it’s no secret that demand for 
residential rental accommodation is 
exceeding supply. The combination 
of increased demand and investors 
preferring alternate investment 
opportunities has resulted in an 
acute shortage of stock.

it must be remembered that a 
place to live is not a right or a 
privilege, but a necessity. if nsw 
cannot provide this, then people 
will have no choice but to move to 
a location where it is available.

investors select an investment  
for a return. investors are generally 
not driven by a desire to provide 
housing. rather, they simply  
want, need and expect a return 
on their investment. on many 
occasions, those investors are 
dependent upon that income to 
meet their own living expenses 
and/or mortgage commitments. 
not surprisingly, if investors do 
not	have	confidence	in	the	returns	
flowing	from	their	investments	they	 
will select other more certain streams 
of investment return.

reinsw believes that a number of 
the reforms proposed in the bill will 
deter existing and future investment 
in this crucial market.

The objective of reform
There is clearly a pressing need 
for reform in some areas of the 
residential tenancies regime in 
order to shift the balance of power 
back towards a more equitable 
balance between landlords and 
tenants. a general observation that 
the balance is currently skewed in 
favour of tenants, at the expense of 
landlords, will certainly shock no one.

The ofT has stated that one of 
the objectives of the bill is to “fairly 
balance the rights and obligations 
of tenants and landlords”.

such an objective is laudable, however 
reinsw does not believe that the bill 
meets this objective. if anything, the bill 
will shift the current imbalance further in 
favour of the tenant.

in the current economic climate 
where property taxes, income 
tax and capital gains tax already 
significantly	erode	a	landlord’s	
return on investment, measures 
that will further erode the rights 
of landlords will only devastate 
landlord	confidence.	Once	this	
occurs, investors will turn to other 
investments, including interstate 
property, rather than nsw property.

reinsw’s primary concern is 
that any change to the residential 
tenancy regime must be made 
with a view to making investment 
in nsw rental properties attractive 
to investors. To ensure long-term 
economic growth and investment 
in nsw, the nsw property market 
– upon which the government is 
heavily reliant for revenue – must 
be attractive for both nsw and 
external investors.

The process of investing in and 
managing nsw rental properties 
needs to be made simpler than in 
other jurisdictions but it must not, in 
the process, become inequitable.

Clarity and certainty
another objective of the bill is 
stated to be a “[reduction in] the 
level of disputes, by providing 
greater clarity and certainty in  
the legislation”.

The introduction of measures 
that have the potential to further 
increase the level of disputes in 
residential tenancy matters cannot 
be	justified,	and	will	do	nothing	
to reduce the current number of 
disputes in residential tenancy matters.

reinsw believes that the introduction 
of measures that will erode investor 
confidence,	such	as:

•	 enabling	tenants	to	break	
leases with minimum notice or 
compensation;

•	 enabling	tenants	to	conduct	
cosmetic repairs and alterations 
without a landlord’s consent;

•	 altering	the	tenants	on	a	
residential tenancy agreement 
(transfer and sub-letting);

•	 frustrating	termination	
proceedings; and

•	 increasing	the	disparity	between	
notification	periods	to	end	
tenancies for landlords and 
tenants,

are fraught with danger and cannot 
be recommended nor supported.

Updating the law
The third stated objective of  
the bill is that it will “modernise  
and update the law in line with 
current practices”.

There are many provisions in the 
current act that work well and do 
not require ‘modernising’. every 
change from current practice that is 
proposed to be made will increase 
compliance costs for landlords, and 
administrative and training costs  
for agents.

reinsw believes that there is little 
merit in updating the law to permit 
practices that are currently illegal 
or to introduce provisions that 
are demonstrably impractical and 
unworkable.

The old adage of “if it ain’t broke, 
don’t	fix	it”	is	particularly	apt.	There	
is simply no need to change for 
change’s sake.

What’s changing?
it’s important to note that nothing 
will change immediately, as the 
bill has not yet been introduced 
into the nsw state Parliament. 
reinsw understands that this 
is scheduled to occur in 2010, 
so there is still time to lobby 
for changes to the bill before 
Parliament considers it.

it’s not possible to outline all of the 
proposed changes in the hundreds 
of pages of the bill. however, the 
following is a selection of some of 
the	most	significant	changes.

Fixed-term tenancies
section 98 of the bill will enable 
tenants to break a lease, during 
the	fixed	term,	without	any	special	
grounds by giving 14 days notice to 
the landlord.

This break clause will be subject 
only to the payment of a ‘break 
fee’, which will not exceed six 
weeks rent. details of the maximum 
amount of ‘break fees’ for long-
term leases (over three years) have 
not been released.

This single, dramatic change to 
current practice has the greatest 
potential of any of the proposed 
changes in the bill to utterly 
destroy	investor	confidence	in	the	
residential tenancy market. what is 
the point of a landlord entering into 
a	fixed-term	tenancy	that	will	be	
unable to be enforced?

By saM KreMer
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To rub salt into the wound, the 
period of notice which a landlord 
must	give	to	end	a	fixed-term	
tenancy is proposed to increase 
from 14 days to 30 days. in 
circumstances where the tenant 
already	knows	when	a	fixed	term	is	
to end, why should this period  
of notice increase?

Periodic tenancies
section 85 of the bill increases the 
notice period required to be given 
by landlords to tenants (who are 
out	of	fixed	term)	from	60	days	to	
90 days. 

while the section provides that the 
cTTT must now make a termination 
order if the notice has been validly 
drawn and served, the bill still gives 
the cTTT jurisdiction to determine 
when vacant possession is to occur 
if a tenant challenges the landlord’s 
termination notice.

The bill does not set a maximum 
time limit between the date the 
cTTT makes a termination order 
and the date it nominates that 
vacant possession is to be given 
by the tenant. once served with a 
90-day termination notice by the 
landlord, a tenant can give vacant 
possession at any time.

Frustration of repossessions  
by tenants
section 89 of the bill provides a 
mechanism whereby a tenant who 
is already, or habitually, in arrears 
can frustrate a landlord’s efforts 
to regain possessions of their 
premises on the ground of non-
payment of rent.

The effect of the section is that 
orders for possession and warrants 
for possession issued by the cTTT 
will cease to have effect if the 
tenant pays their arrears at any time 
prior to vacant possession being 
given or the warrant enforced.

The tenant will not have to apply to 
the cTTT seeking the suspension 
of an order for possession or 
warrant. The section also makes 
no provision for the recoupment by 
the landlord of the costs incurred in 
obtaining the order for possession 
or warrant.

Cosmetic changes
section 66 of the bill provides that 
landlords must not unreasonably 
withhold	consent	“to	a	fixture,	or	to	
an alteration, addition or renovation 
that is of a minor or cosmetic 
nature”.

There	is	no	definition	of	what	“a	
minor or cosmetic nature” is, or 
what “an alteration, addition or 
renovation” is. indeed, the terms 
“addition and renovation” and 
“minor and cosmetic nature” are 
almost mutually exclusive. what 
is minor or cosmetic to a tenant 
will usually not be what is minor or 
cosmetic to a landlord.

in addition, a minor or cosmetic 
change made by one tenant will 
not necessarily suit the next tenant. 
minor or cosmetic changes may 
also result in damage which is 
irreversible.

section 66 is backed by 68 of the 
bill, which sets out that a tenant 
may apply to the cTTT for an order 
that	the	tenant	may	install	a	fixture	
or make a renovation, alteration or 
addition to the residential premises 
without the consent of the landlord.

while the bill contains provisions 
concerning the removal, 
rectification	and	cost	of	such	
matters at the end of the tenancy, 
the potential for dispute will occur 
at the beginning, during and at the 
end of tenancies, and landlords risk 
being considerably out of pocket as 
a result of this proposed change.

Partial transfers of  
tenancies or sub-letting
a landlord’s right to decide who 
inhabits a property will be able 
to be challenged. section 75(5) 
of the bill will enable a tenant to 
apply to the cTTT to review a 
landlord’s refusal of consent to a 
partial transfer or sub-letting to an 
additional tenant, or tenants, that 
the landlord would not otherwise 
accept as a tenant.

The cTTT will be able to permit 
the partial transfer or sub-letting 
if the landlord’s failure to consent 
is unreasonable (the word 
“unreasonable”	is	not	defined).

The concept of permitting 
sub-letting without the consent 
of the landlord and for there to 
potentially be an increasing stream 
of sub-tenants will simply open 
a Pandora’s box of issues for 
landlords and their agents.

Rent control
section 44 of the bill does not, 
unfortunately, clarify some of the 
past uncertainty (and case law) 
relating to what matter the cTTT 
must, or may, take into account 
when hearing application by a 
tenant that rent, or a rent increase, 
is excessive.

for example, there is no 
compulsion in the bill for the cTTT 
to take the market rent of the 
premises into consideration when 
making a determination.

The way forward
There are a myriad of other 
provisions that substantially shift 
the balance of power further in 
favour of tenants. The bill will 
entirely change the manner in 
which property managers do 
business, necessitating changes 
in day-to-day practices and 
procedures.

further, much information about 
how the bill will operate will be 
contained in a new residential 
Tenancy regulation. a draft copy  
of the regulation is nowhere in 
sight – so it is impossible to know 
what other surprises may be in store!

in recent weeks, reinsw has met 
with the nsw opposition in order 
to voice our concerns regarding the 
disastrous impact of the bill. we 
have also requested a meeting with 
the ofT to discuss our submission.

reinsw believes that far from 
reducing the level of disputes, the 
bill will introduce a regime whereby 
the potential for disputes will 
increase	significantly,	and	we	will	
continue to actively lobby on behalf 
of members.

in a market where many landlords 
are already deriving a marginal 
return, measures such as many 
of those proposed in the bill may 
well be the straw that breaks the 
camel’s back.

To view a copy of REINSW 
submission to OFT on the 
Residential Tenancies Bill  
2009 (NSW), go to  
www.reinsw.com.au/rtasubmission 

If you would like to share your 
views about the proposed changes 
with us, please go to the Property 
Management Chapter page on our 
website – go to www.reinsw.com.au 
and click on ‘REINSW Chapters’ in 
the ‘Member Centre’ menu. 

REINSW would like to particularly 
thank members of the Property 
Management Chapter Committee 
for their input and insight in 
preparing the REINSW submission.

there is clearly 
a pressing need 
for reform in 
some areas of 
the residential 
tenancies regime
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less Than Two years old and The 

reinsw young agenTs chaPTer has 

reached an incredible milesTone. 

in december, membershiP of The 

chaPTer hiT 1,000!

Officially	launched	in	June	2008,	in	
just 18 months the young agents 
chapter has gone from strength 
to strength. reaching 1,000 
members in december means 
that the chapter is now the third 
largest reinsw chapter, and it will 
continue to grow as more than 100 
industry newcomers join its ranks 
each month.

A success right from the start
dave skow and lisa surian 
both put their hands up to help 
set up the framework for the 
young agents chapter, and were 
instrumental in promoting the new 
chapter in its early stages.

“The chapter will provide a means 
to network and connect with like-
minded professionals,” lisa said 
at the time. “it will bring new ideas 
into reinsw and will provide a 
base for younger professionals to 
have their say when it comes to the 
direction that the institute will head 
in the future.”

and the chapter has certainly lived 
up to this promise.

in particular, the chapter has been 
instrumental in implementing a new 
student member category to the 
reinsw membership structure, 
and instigated the introduction of 
two new young agents categories 
in the reinsw awards for 
excellence program.

creating networking and training 
opportunities	specifically	for	young	
and new agents has been a central 

objective of the chapter, and the 
inaugural young agent conference 
in november 2009 stands out as a 
one of the chapter’s great success 
stories.

Support for young agents
“1,000 members – wow!” said 
young agents chapter chair, 
braden walters from True Property. 
“it’s really encouraging to see the 
membership numbers continuing 
to rise.

“and why wouldn’t our industry’s 
up and comers want to be involved 
with young agents!

“young sales agents can often 
feel discouraged as it takes time 
to build up a referral network, 
and property managers can feel 
isolated when they face an abusive 
tenant and don’t know where to 
turn for encouragement and help. 
The young agents chapter gives a 
voice to these industry newcomers 
and provides opportunities for 
networking, support and fun,” 
braden explained.

“we’re planning a number of 
events in 2010 and would love 
to see more agents get involved. 
come along and see what we are 
all about.”

If you are under 35 or have been 
in the industry for less than three 
years, jump on board! Joining the 
Young Agents Chapter is free for 
individual members. For more  
information or to join, call REINSW 
Membership on (02) 9264 2343 or 
email membership@reinsw.com.au 

younG aGents

1,000 and still growing

dave sKow and lisa surian – FoundinG 
MeMBers oF the younG aGents ChaPter

john MCGrath shares his wealth oF KnowledGe 
at a reCent younG aGents event

younG aGents taKe the ChanCe to networK at the ChaPter’s 
1st Birthday Party

younG aGents ChaPter CoMMittee MeMBers  
andrew lutze, eddy PiddinGton and Braden walters.

ChaPter sPonsor
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residential sales

Buyers’ agent:  
friend or foe?

By john CunninGhaM

The aucTioneer calls for an 

oPening bid. silence is The sTern 

rePly from The crowd gaThered 

hoPing To TaKe advanTage of a 

sofTening marKeT. Then, charging 

in on his whiTe sTeed comes The 

buyers’ agenT wiTh a sTrong 

oPening bid. saved again!

That’s how we’d like to see it, and 
often it is the case – but never 
guaranteed.

unfortunately, it seems that buyers’ 
agents are seen by sales agents 
less as friends, and more often as 
foes.

To the inexperienced agent who 
is not sure enough of themselves, 
let alone the motives of the buyers’ 
agent, dealing with a buyers’ 
agent can be daunting. however, 
if you step back and look at the 
relationship impartially, there are 
two inescapable facts: 

•	 The	salesperson	wants	to	secure	
their vendor the highest possible 
price.

•	 The	buyers’	agent	wants	to	
secure the property for their client 
at the lowest possible price.

in actual fact, whether a 
prospective purchaser engages 
the services of a buyers’ agent or 
not, no buyer wishes to pay more 
for a property than they really have 
to – this is just human nature.

so, why the drama sometimes?

i believe the answer often lies with 
the attitude of the sales agent. 
all they really need to do is open 
their arms wide and welcome the 

buyers’ agent (and their client), 
instead of resenting the buyers’ 
agent’s involvement. it is no 
different to dealing directly with a 
purchaser, providing you are an 
ethical sales agent who plays it 
straight – because if you are  
used to playing tricks you will  
get caught out.

in my agency we love specialist 
buyers’ agents because they:

•	 are	licensed	real	estate	agents	
and are subject to a similar 
regulatory regime as sales 
agents. you are dealing with  
a fellow professional.

•	 have	genuine,	qualified	clients	
who have a desire to do a deal. 
when a buyers’ agent turns up 
you know you have a serious 
prospect. generally a buyer only 
engages the services of a buyers’ 
agent if they are ready to buy.

•	 understand	the	detail	of	contracts	
and can eliminate frivolous issues 
which often jeopardise deals. 

•	 make	sure	finance	gets	approved	
on time.

•	 bring	a	commercial	mind	to	 
an emotional experience for  
the buyer.

in summary, a sales agent needs 
to treat a buyers’ agent in the same 
manner as if they were a buyer –  
if you provide excellent service they 
will provide repeat business!

John Cunningham is Director  
of Cunninghams Property and  
REINSW Vice President.

found a ProPerTy you ThinK is 

greaT for a clienT and They don’T 

share your enThusiasm? don’T 

JusT walK away from iT – clienTs 

need you To helP Them choose 

which one To buy.

“I haven’t seen enough”
early in the project clients may 
feel that they are not in a position 
to compare because they haven’t 
seen enough, and they may not 
have	yet	built	up	the	confidence	
and trust in you.

Present them with comparable 
sales in the past three months. 
Talk them through exactly how the 
property you’re recommending 
compares to those comparable 
sales and to others currently on 
the market. review in detail how 
the property matches their brief 
and why you think this really is one 
worth going for.

“It doesn’t meet all my  
requirements”
it’s unlikely that any property 
will offer everything on a client’s 
wishlist.

helping your client be realistic and 
come to grips with the choices they 
must make is very much the role of 
a buyers’ agent. again, a detailed 
review of recent sales can be 
invaluable in demonstrating what  
is achievable within their budget.

if all else fails, let it go – better 
you pass up a property a client is 
unsure about than push them into  
a purchase they’re not happy  
with later.

Gina Machado is a buyers’ agent 
with Finders Keepers Buyers 
Agents and is a member of the 
REINSW Buyers’ Agents Chapter 
Committee.

Buyers’ aGents

helping buyers  
to recognise a  
good property

By Gina MaChado
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reCent Federal GovernMent 

Grants have led to an  

inCreasinG nuMBer oF  

ProPerties BeinG insulated,  

however soMe insulation  

ContraCtors are doinG the 

wronG thinG!

in 2009, the nsw fire brigades 
attended	26	fires	across	NSW	
which	were	caused	by	roofing	 
batts being laid incorrectly over 
down lights.

“covering down lights with 
combustible	material	like	roofing	
batts is dangerous and puts 
people’s lives at risk,” said  
acting commission of nsw  
fire brigades, John benson.

The australian standard states that 
any type of combustible insulation 
must be 200mm away from 
halogen lamps/lights.

Property managers should be 
aware that if insulation is being 
installed as part of the federal 
Government’s	Energy	Efficient	
homes pages, the contractors 
must be registered. you can 
check whether or not an installer is 
registered by checking the installer 
Provider register maintained by the 
department of the environment, 
water, heritage and the arts 
at www.environment.gov.au/
energyefficiency	or	by	calling	 
1800 808 571.

There are also several other 
precautions you can take to  
prevent	fires	in	properties	under	
your management:

•	 Check	that	the	installers	 
are aware of the air gap 
requirements in relation to  
down lights.

•	 Regularly	check	the	down	 
lights to prevent any build up 
of wind-blown debris, such as 
leaves, in the roof cavity and 
eaves, or for vermin damage  
near the down lights.

•	 Install	smoke	alarms	in	the	 
roof area.

You can find out more at  
www.fairtrading.nsw.gov.au 

strata ManaGeMent

renovating a strata lot

By Gary adaMson

a CoMMon query asKed oF  

strata ManaGers when a new 

owner PurChases a residential 

strata unit, villa or townhouse 

is: “i want to renovate the 

ProPerty. what is Mine and  

what is CoMMon ProPerty?”.

The simple answer in a general 
sense	is	in	the	definition	of	a	“lot”	 
as	detailed	in	the	Act,	which	defines	
a “lot” as consisting of the air space 
extending from the upper surface 
area	of	the	floor	to	the	lower	
surface of the ceilings and the inner 
surface area of the external walls.

it should be noted that unless 
otherwise stated on the registered 
strata plan, any internal dividing 
walls will remain the property of  
the lot owner. in the event that  
the lot has two levels – such as  
with	a	townhouse	–	the	floor	
between the two levels and the 
stairs are both considered to be 
common property.

notwithstanding the statutory 
definition,	it	is	not	always	a	
straightforward matter to determine 
what is private property and what is 
common property. in each case it 
will depend upon both the statutory 
definition	and	the	manner	in	which	
the strata plan lodged with the land 
Titles	Office	has	been	registered.

as an example, the registered 
plan may have a narration that 
may	define	the	private	lot	as	all	
the air space above the surface 
of the concrete slab. under these 
circumstances,	any	tiles	affixed	
to	the	floor	in	such	areas	as	the	
bathroom, laundry or kitchen would 
be the private property of the lot 
owner. it also may be that the 

registered plan is silent on the  
same matter, in which case the 
statutory	definition	would	deem	 
the	tiles	affixed	to	the	floor	area	 
as common property.

Just to complicate matters,  
there are other provisions within  
the legislation that may also 
affect what is common property 
depending whether the strata 
scheme was registered prior  
or subsequent to 1 July 1974.

in view of the potential 
complications of undertaking 
renovations which may affect 
common property, strata managers 
must ensure that all lot owners 
(proprietors) are made aware of 
their obligations before proceeding 
with the alteration of a strata lot. 
depending on the extent of the 
works and the impact to common 
property, it may be a requirement  
to obtain the consent of the 
owners’ corporation and may 
also require the registration of an 
‘exclusive rights of usage’ by-law.

Gary Adamson is the Managing  
Director of LJ Hooker Strata  
Management – NSW and is the 
Chair of the REINSW Strata  
Management Chapter Committee.

ProPerty ManaGeMent

roofing batts a  
potential fire risk
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from 1 January 2010, The real 

esTaTe indusTry is covered by  

a new federal award.

within the new award is a 
superannuation provision specifying 
the default super funds that can  
be	selected	by	a	real	estate	office.	 
rei super, the industry super fund 
for real estate, has been named in 
the award as a default super fund.

What does the new Award super 
clause mean for employers?
if your business was in operation 
on 12 september 2008 and you 
had	an	office	default	super	fund	in	
place, you can continue to use that 
super fund as your default.

if you are starting a new business 
or are an existing business with 

no default fund, and your staff are 
subject to the federal real estate 
award, you are now required to 
choose one of the funds named in 
the	Award	as	your	office	default	fund.

What about super choice?
super choice still applies, so staff 
can still elect to have their super 
paid to a different complying super 
fund	from	the	office	default.

Why do we need a default super 
fund?
offering a default fund is part of 
meeting your superannuation 
guarantee obligations. There are 
advantages in having a default 
fund, in particular that you are 
telling staff where their super will 
be paid to if they do not inform you 
otherwise.

What is a clearing house?
many super funds offer additional 
services to employers that use 
them as their default super fund, 
including a clearing house.

a clearing house enables you to 
pay all staff super to your default 
fund. The clearing house then 
forwards the relevant amounts to 
individually chosen super funds. 
This can condense multiple 
payments into one transaction. 
rei super offers a clearing house, 
mercerspectrum, free to all 
employers who choose rei super 
as their default super fund.

How do we inform staff of our 
default super fund?
all staff are to be provided with an  
aTo standard choice form within 

28 days of their commencement. 
This form can be returned to you 
by a member of staff to inform you 
of their chosen super fund.

If you would like more information 
on superannuation or using REI 
Super as your default fund, please 
contact us at bdm@reisuper.com.au

Disclaimer
The information contained in this article 
does	not	constitute	financial	product	advice.	
however, to the extent that the information 
may	be	considered	to	be	general	financial	
product advice, rei super warns that rei super 
has not considered any individual person’s 
objectives,	financial	situation	or	particular	needs.	
individuals need to consider whether the advice 
is appropriate in light of their goals, objectives 
and current situation. members should obtain 
and read the Product disclosure statement for 
rei super before making any decisions. rei 
superannuation fund Pty ltd  abn  68 056 044 
770 afsl 240569.  rse l 0000314                 

Modern Federal  
real estate award

KEYNOTE PRESENTATION
Savvy ways to grow your rent roll
Julie ryan 
real estate marketing consultant

Residential tenancies reform
Tim anderson 
reinsw senior property management 
compliance advisor and trainer

How tenant databases can help you
gai williams 
managing director, Trading reference 
australia

Social media for property management
Julie ryan 
real estate marketing consultant

ProPerty ManaGeMent ConFerenCe
reinsw eduCation & traininG

Unlock the possibilities
Wednesday, 17 March 2010

as the dynamic profession of property management 
continues	to	evolve,	you	need	to	find	new	ways	to	
meet	client	needs	and	benefit	your	business	in	order	
to differentiate yourself.

at this one-day conference, reinsw has brought 
together a group of inspiring thought leaders who are 
passionate about property management and full of 
practical, useful ideas.

be inspired to look at your industry in a different  
way and unlock the possibilities!      

Venue
rydges world square,  
389 Pitt street, sydney

Time
registration from 8.30am  
event 9.00am – 4.00pm

Cost
BOOK BEFORE 3 MARCH 2010  
AND SAVE! 

reinsw members - $199 
non-members - $245 
(standard price after 3 march 2010 
reinsw members - $245 
non-members - $299)

CPD
12 points

Register online today at  
www.reinsw.com.au

EVENT SPONSORS REINSW MAJOR PARTNERS:
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By Chris Gray

wise investMent:

new year. new strategies.

wiTh a new decade uPon us, 

many of us will be reviewing our 

invesTmenT sTraTegies – or re-

educaTing ourselves so ThaT we 

can advise clienTs on The besT 

sTraTegies To TaKe from here on.

whether you’re investing for 
yourself or passing knowledge to 
prospective buyers (or vendors), 
keep the bigger picture in mind. 
some buyers get so excited about 
buying a property, they often make 
an emotional decision – which is 
usually a poor one – rather than 
a	financial	decision.	Many	don’t	
realise they have made a poor 
property purchase until they go to 
sell or have issues tenanting the 
property many years later.

a poor purchase may result in 
little or no capital growth or rental 
income for months at a time, 
thereby leaving the property 
investor out of pocket. it’s important 
to know the median house price, 
capital growth rates and rental 
yields of your area if you are  
going to buy well – you must  
do your research.

while taking some action is 
normally better than doing nothing, 
buying over-priced property can set 
you	back	years	financially.

as owner of a substantial portfolio 
and a professional buyer for 
others, i recommend prospective 
purchasers that want to do it 
themselves need to see at least 100 
homes in the area in which they 
intend to buy. a purchase that will 
provide a capital growth of 7-10 
per	cent	and	yields	of	about	five	
per cent is the key for investors that 
want to build long-term wealth.

well-chosen properties in key hubs 
in australia generally double in their 
value and produce consistent yields 
– and this was part of the key to my 
success. here are 10 points that 
will help you achieve high capital 
growth and yields in your own 
property investments.

• Do your research. look at as 
many properties as possible 
to get an idea about prices in 
your area – what adds value, 
which types appreciate faster, 
how to get a good deal (getting 
properties at much lower  
than market value), and what  
are the pitfalls of a too-good- 
to-be-true deal.

• Get the property valued 
before you buy. even if you’ve 
viewed 100 properties in an area 
and checked what they sold 
for, their relative sizes and their 
aspects, buyers can still pay 
overinflated	prices	for	properties.	
i’ve seen literally thousands of 
properties in my area over the 
last decade and i still pay for 
an independent valuation every 
time i buy. it ensures that i never 
overpay for a property and that 
i haven’t accidentally missed 
something.

• Get the property valued 
before you renovate. one 
of the biggest misconceptions 
investors have is that the more 
capital they spent on a property, 
the	more	profit	they	will	make.	
This isn’t always the case. a 
valuer can tell you what your 
home is worth now, what it will 
be worth after, and whether your 
$30,000 kitchen renovation will 
actually add $30,000 to your 
home’s value.

• Get a good property manager. 
having a good property manager 
is the best way to maximise your 
rental income and to ensure 
that it rises with the market. 
most self-managed properties 
are under-rented as owners are 
often	terrified	about	upsetting	the	
tenant and then having a vacant 
property. not only will a good 
property manger maximise your 
rental but they will also get onto 
any arrears a lot quicker and will 
inspect your property to see that 
it’s well maintained.

• Location, location, location. 
look for areas with potential for 
high growth and yields. important 

things to look for are proximity  
to public transport, leisure 
activities (parks, beaches and 
lakes), and proximity to work 
and schools. Pay for some 
independent research, which 
will tell you what the highest-
rated suburbs are. The better 
performing suburbs are often the 
best suburbs from decade to 
decade.

• Buy ‘better’ properties. 
Physical factors to look for 
when researching properties 
are good-sized bedrooms,  
off-street parking, good 
positioning, and a uniqueness 
that sets the property apart from 
others in the street. These will 
ensure the property grows in 
value and desirability. on top of 
that, if the property is median-
priced most of the population 
can afford to buy or rent it, which 
means it will rarely be vacant and 
will sell fast if need be.

• Buy blue chip. cheap 
properties are often cheap 
because they are not in great 
demand and there’s plenty to 
choose from. it’s often worth 
paying market value for a better 
property in a top suburb than it is 
to get a discount for something 
that no one else really wants. 
blue chip will mean different 
things in different areas, and so 
that could mean two-bedroom 
units in some and four-bedroom 
houses in others.

• Buy at, or below, market 
value. There are ways to acquire 
good properties below market 
price.	In	a	flatter	market,	for	
instance, clearance rates are 
around 50 per cent, making 
properties harder to sell. here, 
buyers have greater bargaining 
power. unrenovated properties 
in good areas can fetch lower 
prices and provide good yields 
post-renovation. another is 
buying an emergency sale when 
vendors are hard-pressed to 
sell	to	finance	a	recent	buy	or	
relocation.

• Get a good mortgage broker. 
as an investor that’s trying 
to build a portfolio as fast as 
possible, a good broker is one of 
the most important professionals 
on my team. if i can borrow 80 
per cent of a property’s value 
rather than 70 per cent, it means 
my limited deposits go 50 per 
cent further as i only need to put 
20 per cent down rather than 30 
per cent. it’s not always about 
getting the cheapest rate, and 
the more legwork the broker 
does for me the more time i can 
spend	finding	a	better	property.

• Stick to your strategy. every 
investor requires their own 
strategy, as circumstances vary 
and everyone is risk adverse to 
a different level. work out what 
works	for	you.	Once	you	find	the	
strategy, stick to it. you need to 
be aware of other opportunities 
and get other advice, but often 
these can be distractions. a 
good strategy doesn’t have to 
be complicated – it’s often the 
simple things that work. my own 
strategy is to buy and hold, as 
to sell and re-buy takes most of 
your	profits.	The	technique	 
I	use	is	to	refinance	my	property	
yearly where possible and use 
part	of	the	cash	to	cashflow	my	
properties and part as deposits 
on costs on further properties to 
keep my portfolio growing.

Chris Gray is a leading property 
expert who provides professional 
opinion in national media. He hosts 
Your Money Your Call on Sky 
Business News on Friday nights. 
Chris is a qualified accountant, 
buyers’ agent, and mortgage 
broker, and an investor since age 
22. He is now CEO of property 
portfolio company Empire, 
which searches, negotiates and 
renovates properties for time-
poor professionals. For a FREE 
copy of his latest book, The 
effortless empire: The Time-Poor 
Professional’s guide to building 
wealth from Property, visit 
www.yourempire.com.au
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Venue
rydges world square,  
389 Pitt street, sydney

Time
registration from 8.30am  
event 9.00am – 4.00pm

Cost
BOOK BEFORE 3 MARCH 2010  
AND SAVE! 

reinsw members - $199 
non-members - $245 
(standard price after 3 march 2010 
reinsw members - $245 
non-members - $299)

CPD
12 points

Register online today at  
www.reinsw.com.au
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Residential vacancy rate – Compiled by Insightrix on behalf of REINSW

Check out the latest rate for your area. You can use it in your newsletters, information packs and discussions with potential investors!

Sydney vacancy rate

SYDNEY Dec-09 Nov-09 Oct-09 Sep-09

inner 1.3 1.5 1.3 1.4

middle 1.5 2.3 1.5 1.4

outer 1.2 1.1 1.0 1.0

Total 1.3 1.6 1.3 1.3

hunTer    

newcastle 1.8 1.6 1.6 1.6

other 1.4 1.8 1.5 1.4

Total 1.6 1.7 1.6 1.5

illawarra    

wollongong 2.7 2.0 1.8 1.6

other 1.1 1.1 1.7 1.8

Total 1.8 1.5 1.8 1.7

cenTral  
coasT 1.5 1.3 1.5 1.6

Inner Sydney Inner West Lower North Inner East Sydney

 Week Number Auction Number Auction Number Auction Number Auction
 Ending Auctioned Clearance  Auctioned Clearance Auctioned  Clearance Auctioned Clearance 
   Rate  Rate  Rate  Rate

 3/1/10 0 snr 0 snr 1 snr 0 snr

 27/12/09 8 snr 2 snr 2 snr 4 snr

 20/12/09 63 69.4% 27 75.9% 28 74.2% 51 79.2%

 13/12/09 112 75.8% 51 87.0% 85 62.4% 90 73.7%

 6/12/09 102 82.1% 57 75.9% 58 76.6% 103 85.2%

 29/11/09 110 87.0% 47 87.2% 117 65.9% 125 85.3%

 22/11/09 93 76.8% 35 76.9% 96 80.6% 103 70.2%

 15/11/09 90 77.3% 40 87.8% 73 70.0% 80 75.3%

 8/11/09 75 75.9% 41 75.6% 86 81.1% 83 72.2%

 1/11/09 108 82.0% 31 87.1% 84 72.5% 119 74.0%

 25/10/09 69 69.1% 27 82.8% 55 63.5% 66 72.2%

 18/10/09 74 80.7% 21 76.2% 47 75.0% 35 73.7%

did you realise that your rent roll information is used by the reserve bank of australia when making its interest rate decisions? reinsw vacancy rates  
are	a	significant	source	of	property	information	for	economists,	so	make	sure	you	contribute	by	sending	us	your	vacancy	rate	figures	each	month.	

Sydney weekly auction clearance rates – provided by Australian Property Monitors

 Dec-09 Nov-09 Oct-09 Sep-09

albury 2.7 2.3 1.8 1.5

cenTral wesT 1.9 1.5 1.8 2.0

coffs harbour 2.6 2.4 2.7 1.9

far wesT 0.4 - 0.4 0.6 

mid-norTh coasT 1.3 1.2 1.5 2.3

murrumbidgee 3.2 3.4 2.9 3.6

new england 1.7 1.6 2.9 2.0

norThern rivers 1.9 1.7 2.4 2.3

orana 2.3 1.2 1.1 1.2

riverina 4.2 2.6 4.1 1.5

souTh coasT 2.5 2.5 2.1 2.9

souTh easTern 2.5 2.5 5.3 0.8

 Number Auction 
 Auctioned Clearance  
  Rate

 1 snr

 33 snr

 408 70.4%

 658 65.0%

 646 73.8%

 712 71.7%

 619 69.7%

 578 68.9%

 561 70.1%

 608 72.4%

 385 72.3%

 422 66.5%

august 

2009

march 

2009

July 

2009

october 

2009

January 

2009

february 

2009

may 

2009

april 

2009

June 

2009

1.6

1.4

1.2

1.0

0.8

0.6

0.4

0.2

0.0

source: reinsw vacancy rate survey

september 

2009

november 

2009

december 

2009
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is one of your former emPloyees 

looKing To worK for a nearby 

comPeTiTor? maybe you have 

a TenanT Trying To TerminaTe 

a fixed-Term lease, alleging 

undue hardshiP if The Tenancy 

conTinues. or PerhaPs a QuesTion 

has been raised regarding The 

legaliTy of an agency agreemenT.

you know that it’s likely to end up 
in court, or at the tribunal. The key 
is to be prepared!

Preparation can often involve 
reference to comparable recent 
court and tribunal decisions to 
ascertain your chances of success, 
and to ensure you are equipped 
with the information you need 
to present your case in the best 
possible way.

But	how	do	you	find	those	 
recent court and tribunal  
decisions?

now there is a resource for 
members that is easily accessible 
on the reinsw website.

Benchmark – Real Estate Cases 
& Commentary is compiled 
exclusively for reinsw by 
ar conolly & company – a 
commercial/insurance	law	firm	
based in sydney. 

Benchmark sets out recent court 
and	tribunal	decisions	of	specific	
relevance to the real estate sector. 
importantly, it provides a succinct 
summary of key decisions relevant 
to real estate practice, drawing 
out the salient points of interest to 
agents and industry practitioners.

Decisions	are	classified	for	easy	
reference into categories such as 
employment, leasing disputes, 
gsT, rental arrears and more.

updated each quarter with new 
decisions, it will quickly become 
one of your key reference tools.

To view Benchmark – Real Estate 
Cases & Commentary go to  
www.reinsw.com.au/benchmark 

AR Conolly & Company also  
produce a daily Benchmark  
newsletter, which sets out  
recent court and tribunal  
decisions relevant to the banking, 
construction and insurance  
industries. For more information  
or to subscribe to the newsletter, 
go to www.arconolly.com.au 

reinsw is on the case

preparation  
can often 
involve 
reference to 
comparable 
recent court 
and tribunal 
decisions to 
ascertain your 
chances of 
success
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Wednesday, 10 March 2010
2010 ECONOMIC 
OUTLOOK
in these uncertain times the intricacies 
of the global economic environment 
and its impact on the australian 
property	market	can	be	difficult	to	
navigate.

That’s why it pays to hear from an 
expert!

Bill Evans – westpac’s managing 
director economics – will share his 
views on how the global economic 
environment is impacting upon the 
australian property market and give 
his outlook for the year ahead.

Venue
rydges world square,  
389 Pitt street, sydney

Time
registration from 3.30pm 
event 4.00pm – 6.00pm

CPD
3 points

Book for all four Forums 
@ 4 events and receive a 
discount!

One Forums @ 4 event 
 reinsw members $80 / 
non-members $110
Four Forums @ 4 events 
reinsw members $260 / 
non-members $350

MARK YOUR 
DIARIES
don’t miss the rest of the 
forums @ 4 series – put 
these dates in your diaries 
today and satisfy your cPd 
requirements for the year.

•	Wednesday,	 
9 June 2010

•	Wednesday,	 
8 september 2010

•	Wednesday,	 
24 november 2010

more information about 
speakers and topics for 
each of these dates will be 
available soon.

Focused and informative, 
the REINSW Forums @ 4  
series shines the spotlight  
on specific areas of agency  
practice and addresses  
issues relevant to current  
market conditions.

4 EvENTS 
2 hOURS EACh    
12 CPD POINTS

Register online today at www.reinsw.com.au
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Meet your Chapter Committees

reinsw is Pleased To inTroduce 

our new chaPTer commiTTees for 

The 2009-2011 Term.

we would like to thank all our new 
committee members for rolling 
up their sleeves, getting involved 
and playing an active role in the 
advancement of our industry.

Join a Chapter
reinsw chapters provide a forum 
for networking, sharing common 
interests, exchanging ideas and 
opinions, and developing new 
policies. belonging to a chapter 
gives	you	access	to	specific	
industry-related knowledge, 
support and business development 
opportunities.

Join a chapter and get involved in 
the future of your profession.

chapter membership is free for 
individual reinsw members. To 
find	out	more	or	to	join	a	Chapter,	
call (02) 9264 2343 or email 
membership@reinsw.com.au

Auctioneers Chapter
Chair
Peter matthews  
(ray white lower north shore)

Deputy Chair
david gray (ray white randwick)

Committee members
ben chaston (onsite auctions)
Tom Panos (news limited)
david sanders (sanders realty)
Phillip virgona (practice member)

Immediate Past Chair
Kate lumby

Business Agents Chapter
Chair
rodney crowfoot  
(ray white real estate dubbo)

Deputy Chair
charles verheyden (J mcarthur Pty ltd)

Buyers’ Agents Chapter
Chair
rich harvey (propertybuyer)

Deputy Chair
Jacque Parker (house search australia)

Committee members
irene cassidy (art of buying)
brendan Jack  
(buyer’s service or real estate)
dennis Kalofonos  
(sydney Property finders)
gina machado  
(finders Keepers buyers agents)
byron rose (rose & Jones) 
debbie upward 
(upward Property management)
henry wilkinson 
(homesearch solutions)

Commercial Chapter
Chair
Kymbal	Dunne	(m²	Office	Leasing)

Deputy Chair
barry Johnston (balmoral Partners)

Committee members
rod de la harpe (practice member)
robert dickins (savills (aust) Pty ltd)
Joseph gambino  
(The edge Property agency)
malcolm gunning (gunning commercial)
sara Pratt (Knight frank australia Pty ltd)
evan singer (practice member)
rick sombroek (shead first national)

Immediate Past Chair
Joshua charles

Holiday & Short Term  
Rentals Chapter
Chair
dirk hertford (Park beachside)

Deputy Chair
Justin butterworth (rent-a-home)

Committee members
david gordon  
(elders real estate byron bay)
angela King  
(K d winning real estate Pty ltd)
david Preston (Kingscliff sales & rentals)
Joanne Quirk (borrelli Quirk newcastle  
real estate)
bill Quirk (borrelli Quirk newcastle  
real estate)
rick wraight (Tea gardens real estate)

Property Management Chapter
Chair
suzie reid (laing+simmons double bay 
Property management)

Deputy Chair
gary Triganza (Kelly & sons real estate)

Committee members
Tim anderson (reinsw life fellow)
miles felstead  
(miles felstead realty Pty ltd)
John gilmovich (ray white nsw)
sandy hodgkins  
(epping first national real estate)
lyn Kimball (fitzpatricks real estate)
sandra mcgee  
(starr Partners merrylands)
michelle mclean (ray white sylvania)
colin rodgers (mcgrath cronulla)
lyn Tamsett (K g hurst real estate)
Jessica Thei (Think Property management)

Residential Sales Chapter
Chair
charles leahy (mcgrath residential)

Deputy Chair
ardi melikian (elders real estate collaroy)

Committee members
rodney burridge (century 21 Prime 
Property dural)
Kathryn hall (Kathryn hall real estate)
richard Jobson (practice member)
christine norris (Prdnationwide orange)
eddy Piddington (cunninghams Property)
Zoran veleski  
(crown Property group australia)
braden walters (True Property)

Rural Chapter
Chair
Phil rourke (landmark)

Deputy Chair
david nolan (webster nolan real estate)

Committee members
Patrick bird (ray white oberon)
michael gray (yass real estate)
Tim lyne (ray white rural moree)
andy madigan (practice member)

Strata Management Chapter
Chair
gary adamson (lJ hooker cronulla)

Deputy Chair
leo Paternoster  
(strata management specialists)

Committee members
ashley bassa (norwest commercial & 
industrial real estate Pty ltd)
sue dowling  
(dowling management services)
dean eades (lJ hooker cronulla)
shane foley (practice member)
heather lake  
(gilbey burgess strata management) 
christine nesbit  
(albury wodonga real estate)
carolynne Pitt  
(gilbey burgess strata management)

Valuers Chapter
Chair
colin rooke  
(dyson austen & co Pty ltd)

Deputy Chair
glen cremer  
(australian real estate services Pty ltd)

Committee members
Phillip Johnson (lJ hooker st ives)
frank Tweedie (practice member)
richard wood (practice member)

Young Agents Chapter
Chair
braden walters (True Property)

Deputy Chair
eddy Piddington (cunninghams Property)

Committee members
amanda browell-hook (morton & morton)
braden Johnson  
(Johnson Property group Pty ltd)
andrew lutze (cunninghams Property)
lachlan macdonald  
(ray white Point clare)
Jacqui Poulter (practice member)
dave skow (John mooney real estate)
chris stewart  
(Professionals fred andriessen)
Jessica Thei (Think Property management)
adrian wilson (wilson Property agents)



FeB 2010
real estate journal

43
PaGe

M
e

M
B

e
r

s
h

iP

PaGe

43
real estate journal

FeB 2010

are you looKing for a new sales 

agenT To Join your Team? or 

PerhaPs iT’s a ProPerTy manager 

you’re afTer. The recruiTmenT 

Process can ofTen be a long, 

Time consuming and exPensive 

Process. buT iT doesn’T have To 

be. wiTh reinsw’s real careers 

Job board you can find your nexT 

emPloyee wiThouT The exPense of 

adverTising or using a recruiTer.

The real careers Job board 
continues to grow in popularity as 
employers and job seekers alike 
discover	the	benefits	of	industry-
specific	recruitment.

amanda browell-hook, general 
manager at morton & morton, 
recently used the real careers  
Job board to recruit a new 
assistant Property manager and 
says	she	will	definitely	be	using	the	
service again.

“advertising our vacancy with real 
careers was absolutely free, and 

allowed us to reach job-seekers 
who were already interested and 
involved in the real estate industry,” 
amanda explained.

“our new team member was 
actually a recent graduate of 
the reinsw course in Property 
Practice, which also gave us the 
extra assurance that we were 
employing someone whose 
professional	qualifications	we	 
could rely on.

“here at morton & morton we pride 
ourselves on our exceptional staff, 
and we are thrilled to have been 
able	to	use	Real	Careers	to	find	the	
latest addition to our team.”

For fast results use Real Careers
Posting a job ad on the real 
careers Job board is free for 
reinsw members*, and ads 
remain online for four weeks.

as the team at Professionals 
Paradise found out however,  

great results from advertising 
with real careers means the 
recruitment process can be  
much faster than this!

Just two weeks after submitting  
an advertisement for a Property 
Officer	for	their	Casula	office,	 
they	filled	the	position.

“we had a great response by 
advertising through real careers 
and	will	definitely	be	using	it	again,”	
director sheena Zullo said. 

“not only did we save on a 
recruiter’s fee, we also found a 
candidate	who	was	qualified	to	
begin work immediately.”

Real Careers is changing!
Keep an eye out for changes  
to the real careers page in 
the coming weeks. our new 
streamlined form will make  
posting ads easier than ever,  
and a new-look listings page  
will make job seeking a breeze.   

Find your next recruit  
with real Careers

NEW MEMbERS

Westpac Banking Corporation 
mezzanine level  
341 george street 
sydney nsw 2000  

LJ Hooker Kurri Kurri 
Po box 303  
Kurri Kurri nsw 2327 

McNamara Adams
Ground	Floor,	Front	Office 
121 woodstock street 
mayfield norTh nsw 2304

Levadetes Property Group
suite 4 / 42-44 abel street  
PenriTh nsw 2750
 

Laing+Simmons Leichhardt
134 norton street
leichhardT nsw 2040

John Flood Estate Agents
91 bridge street  
muswellbrooK nsw 2333 

Jenny Nott Real Estate Pty Ltd
c/- ray white real estate
45 sydney road
manly nsw 2095 

Gundagai Real Estate
171 sheridan street  
gundagai  nsw 2722  

Dixon Advisory Property Pty Limited
Po box 29 
crows nesT nsw 1585

Chad Egan Property Group
suite 1, 24-26 Point street  
PyrmonT nsw 2009 

Associated Real Estate Pty Ltd
suite 12, upper ground floor
55 Phillip street 
ParramaTTa nsw 2150

2233 Realty 
suite 1
1033 old Princess hwy 
engadine nsw 2233   

Murray Vild 
90 calder road
rydalmere nsw 2116
 

Under The Hammer 
Po box 75 
maroubra nsw 2035

Sudora Pty Ltd
Po box 576
neuTral bay nsw 2089

Planet Properties
40 The strand 
croydon nsw 2132 
 

All Suburbs Strata Management Pty Ltd
Po box 142
liverPool bc nsw 1871 
 

Raine & Horne Tweed Heads/ 

Coolangatta
Po box 998  
Palm beach nsw 4221 

Sydney Business Exchange 
suite 1 
No	564	Pacific	Highway	
sT leonards nsw 2065 

Smile Property 
Po box 229  
freshwaTer nsw 2096

Mr K Wiseman 
gPo box 176  
sydney nsw 2001 
 

Mr B Chaston
37 cook road
Killara nsw 2071

mrs T oneill 
20 azalea street
mullumbimby nsw 2482
Mrs P Ellis 
11 bennett Place  
casTle hill nsw 2154
 

Mr C Wilson
34 bundock street
randwicK nsw 2031 

Ms J Poulter
suite 1  
319 malabar road
souTh coogee nsw  2034 

Tips for advertising  
with Real Careers
get the most from your job ad by 
providing a detailed description of 
both the role and your company. 
The more information you supply, 
the	better	your	chances	of	finding	
the perfect applicant for the 
position!

To view the Real Careers  
Job Board or to post  
your job ad, go to  
www.reinsw.com.au/realcareers

Do you have any feedback on  
the Real Careers Job Board? 
We’d love to hear from you.  
Email realcareers@reinsw.com.au

* $175 per four week job listing 
for non-members
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suPPlier direCtory

ONLINE ADVERTISING

realestate.com.au is australia’s no. 1 website  
for real estate, with more than 4 million property  

seekers visiting the site each month.  
10% discount for reinsw members.  

To advertise your business and listings:

Call 1300 134 174 or email  
reainfo@realestate.com.au

macquarie relationship banking are  
industry specialists in business banking  
solutions for residential and commercial  

real estate businesses.

Call Matt Ciallella on (02) 8232 4217  
or visit macquarie.com.au/realestate. 

bANKING SERVICESAGENCY FUNDING

express commission is australia’s largest  
and	most	trusted	provider	of	cash-flow	 
finance	to	the	Real	Estate	Industry.

To get your sales commissions paid now, 
call 1300 738211 or email  

info@expresscommission.com.au

looking for an eye-catching window display?  
one that stands out from the rest? Then you  
need to contact window displays for all your  

window display needs. 

Call (02) 9457 7888 or visit  
www.windowdisplays.com.au

DISpLAYS

splash provides multi-screen dynamic  
digital displays, transforming real estate  

shop fronts and promoting brand awareness.  
conveniently linked to realestate.com.au for  

the web at your window.

Call 1300 554 707 or www.splashdisplays.com.au

DISpLAYS

deposit Power is australia’s most experienced  
deposit guarantee provider with a proven  
history and reputation of paying claims.

Call 1800 678 979 or email  
depositpower@vero.com.au  
www.depositpower.com.au

DEpOSIT GUARANTEES

FINANCIAL SERVICES

realcover provides professional indemnity  
insurance	specifically	designed	to	protect	 

and support real estate agents. 10% discount  
for reinsw members.

Call 1800 803 636 or visit  
www.realcover.com.au

UTILITY CONNECTION

To use the connection service,  
call 1300 664 715 or email your details 

to agents.support@directconnect.com.au
and our agent services Team will contact  

you within 24 hours.

 bUSINESS SERVICES

benchmarking is now available to the real estate  
industry in a simple, cost-effective and real-time 
way. This essential business tool will help you  
to improve your bottom line. Just $49.50 per 

month for reinsw members.

 Visit www.realbusinessfirst.com.au

rei super, the industry superannuation fund,  
pays	no	commissions	to	financial	advisers,	 

reducing fund costs and providing a ‘lifetime  
of difference’ to fund members. 

Call 1300 13 44 33 or visit  
www.reisuper.com.au

INDUSTRY SUpER

The most powerful digital internet solution to  
display window listings. it’s cost effective and  

easy	to	manage.	Fully	customised	to	fit	 
your window and brand. 

Call 1300 767 116 or email info@ivisual.com.au 
www.ivisual.com.au

DISpLAYS

console is the market leader in property 
management, sales management and trusts  

accounting software solutions for the real estate  
industry, with over 10,000 users throughout  

australia and new Zealand. 

Call 1300 131 311 or visit  
console.com.au

IT

 offering all pool products, equipment installation, 
maintenance and repairs, chemical delivery  
and expert regular servicing, Poolwerx suits  

your needs and budget.

Call 1800 009 000 or visit www.poolwerx

pOOL SUppLIES

MEDIA

your investment Property offers readers  
cutting-edge information to help guide their  
investment decisions and is a must-read for  

anyone who is passionate about wealth  
creation through property.

www.yipmag.com.au

To use the connection service,  
call 1300 664 715 or email your details 

to agent.services@directconnect.com.au
and our agent services Team will contact  

you within 24 hours.

brw is australia’s only weekly business magazine 
that examines australian business. for real estate 
professionals, brw offers regular news, views and 

trends going on in the property industry.

Call 1800 032 577 or email  
brwhelp@brw.fairfax.com.au www.brw.com.au

MEDIA

TELECOMMUNICATIONS

earn a monthly rebate of up to $98 (ex gsT)  
when you choose m2 Telecom for all  

you telecommunications needs –  
fixed	line,	mobile	and	data.

contact aaron dodds on 0408 481 048 / 
or	email	aarond@phoneandfly.com.au 

www.m2.com.au





Full Page ad


