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WFI is a trading name of Wesfarmers General Insurance Limited ABN 24 000 036 279 AFSL 241461. Contact WFI for a Product Disclosure Statement to help decide if our policies are right for you.

In fact, we’ve put over 160 friendly faces into our local branches across Australia. That’s because at WFI, more than 
90 years in the business has taught us that personal service from a dedicated Area Manager is something our clients 
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The Real Estate Journal is printed on paper 

that is totally derived from resources which 

are managed to ensure their renewability for 

generations to come.

The Real Estate Journal is a member only publication from the Real Estate 

Institute of New South Wales. To find out more about membership, call  

(02) 9264 2343, email membership@reinsw.com.au or visit www.reinsw.com.au

Average monthly 

distribution 4,307 copies

Agencies can help raise awareness for the need to be  
vigilant about child safety near windows and balconies.
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MEMBER REWARDS

REINSW member rewards

Earn a monthly rebate of 

up to $98 (ex GST) when 

you choose M2 for all your 

telecommunications needs.

Call 0408 481 048 or  

visit www.m2.com.au

With the Mercedes-Benz 

Corporate Programme, 

REINSW members can receive 

up to $4000 in discounts.

Visit www.mercedes-benz.

com.au/corporateprogramme

Enjoy a cost-effective 

advertising solution with free 

multi-loading to the large 

portals and free access to a 

rental archive.  

 

Visit www.realestateVIEW.com.au

Discounts on protecting your business

Professional indemnity insurance is 

essential for all real estate agents, 

protecting you, your business and  

your reputation against potential  

claims alleging breach of professional 

duty. Without it, you’re putting your  

business and personal assets at risk.

Let Realcover protect your business  

and your reputation.

Obtain a no-obligation quote from 

Realcover by calling 1800 955 396.  

It’s not just the savings – if you have  

a claim there are no upfront legal costs.  

You only pay legal costs upon settlement if 

you are found to be at fault, providing more 

security and protection for your business.

The Realcover story
Realcover was established by REINSW 

after the collapse of HIH in 2001. Many 

agents were left uninsured and faced 

spiralling insurance costs. Realcover has 

driven insurance costs for professional 

indemnity insurance down by around  

50 per cent.

Realcover is not like a commercial insurer 

that may decide to settle a claim against 

an agent’s wishes – we understand that 

in real estate your reputation is everything 

and we will fight to protect it.
 

For more information or to obtain a quote 

call 1800 988 396  

or email realcover@ajg.com 

REINSW members receive 

a 25% discount on the 

subscription price for 12 months 

for this online client survey tool.

Visit www.realsatisfied.com.au/

reinsw

REINSW members enjoy a 25% 

discount off the base premium 

for professional indemnity 

insurance with Realcover.

Call 1800 988 396 or visit

www.realcover.com.au

Access the latest and most 

comprehensive sales and 

auction results collected via the 

REINSW call centre.

Call 1300 695 645 or visit  

www.propertyDATA.com.au

The benchmarking tool for the 

real estate profession. Discounts 

for REINSW member agencies.

Call REINSW on

0408 414 971 or visit  

www.realbusinessfirst.com

With Realcover, members get 25 per cent off professional indemnity 
insurance and the money stays in the industry!

25%  
OFF*
PI INSURANCE 
FOR REINSW MEMBERS 
 
* Discount off the base premium for   
professional indemnity insurance with Realcover.
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Trading Reference Australia 

(TRA) offers a free three-month 

trial of its tenant database to 

REINSW members.

Call (02) 9363 9244 or visit 

www.tradingreference.com



PRESIDENT

REINSW Major Partners

When former President Steve 

Martin handed me the baton in 

November 2009, I knew I had  

big shoes to fill.

But I also knew that Steve and 

the REINSW team had laid strong 

foundations, and my two years at 

the helm have been about building 

upon those foundations and 

continuing to improve member 

services and political lobbying. 

In a fluctuating marketplace 

where there is continuous 

negative media about failing 

world economies and the 

constant threat that the housing 

bubble is about to burst, REINSW 

has enjoyed success with our 

business services and initiatives. 

However, we never lose sight of 

the fact that new challenges are 

always there to confront us, and 

our members, daily. 

We’ve had a number of key 

lobbying successes, with our 

voice being heard on issues such 

as residential tenancies reform, 

the removal of the ad valorem tax 

on property registrations, and the 

expansion of the ‘empty nesters’ 

stamp duty exemption. 

But we still have plenty of work to 

do, and always will.

Improving services for  

all REINSW members

The development and introduction 

of products like realestateVIEW.

com.au, propertyDATA.com.au 

and Real Business First emphasise 

our intention to provide first-class 

services that save money and 

provide maximum professionalism 

to real estate businesses. 

We emphasise the need for our 

industry to have control of its 

own data and note once again 

that the timing of this is very 

much in the hands of members 

as these products are taken up.

Our industry-owned insurance 

company, Realcover, has 

continued to grow and now has 

policies in every state.

The release and development 

of other insurance products will 

ensure that our members have 

access to the most up-to-date 

and cost effective products for 

themselves and their customers. 

Looking forward

Finally, it has been another 

year of excellence within 

our industry and this was 

showcased at the recent 2011 

REINSW Awards for Excellence 

Gala Dinner. The Awards for 

Excellence were an incredible 

display of the real estate talent 

that continues to come to the 

forefront. Congratulations to all the 

participants, finalists and winners 

– you do the industry proud. 

Signing off 

I would like to sign off by 

thanking the many people 

who have assisted and guided 

me over the past two years, 

none more than the REINSW 

team. I have never witnessed 

a more passionate, caring and 

responsible group of people who 

work together providing the very 

best services for our industry. 

Thank you for everything and I 

look forward to working with you 

all again in the future.

To the members, new and old 

friends from around the state and 

country, I look forward to hearing 

your future stories and watching 

you grow in your respective 

corners of our industry. 

It has been with absolute pride 

and pleasure that I have served 

my term as President and I look 

forward to assisting the new 

President and Board for the 

coming two years. 

Going from strength to strength

Wayne Stewart 

REINSW President
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CEO

In NSW, professional indemnity 

insurance is mandatory for a 

variety of professionals who 

practice in and around the 

property market. Solicitors, 

conveyancers, valuers, architects 

and tax agents – they all require 

professional indemnity insurance 

in order to practice their 

profession of choice.

It is anomalous that there is 

no requirement for real estate 

professionals to maintain 

professional indemnity insurance.

It would, in my view, come as 

a complete surprise to many 

consumers that real estate 

agents are not required to 

maintain professional indemnity 

insurance. That surprise would 

only be exacerbated should they 

discover that the NSW Parliament 

had always intended to provide 

consumers with protection, but 

successive Labor ministers – 

despite having the legislative 

authority to act – have failed  

to do so.

Consumers at risk

Professional indemnity insurance 

was always intended to form 

an integral and significant part 

of the regulatory environment 

for the delivery of real estate 

services in NSW.

The failure of successive 

governments to activate the 

insurance component of the 

legislative architecture as 

contemplated by parliament 

has exposed, and continues to 

expose, consumers to loss.

There are identifiable and 

inherent risks associated with  

the provision of the services of  

a real estate agent.

Those risks can, to some extent, 

be managed through a well-

structured regulatory environment 

and the voluntary adoption of best 

practice policies and procedures.

However, the risks cannot 

always be totally eliminated and 

recipients of services may be 

exposed to loss.

The concept of utilising insurance 

as part of the overall management 

of risk is widely accepted and 

it is a complete anomaly that 

consumers are not afforded 

that protection when receiving 

services from a real estate agent.

The role of REINSW

REINSW seeks to promote the 

interests of members and the 

property sector, and in doing 

so we have made a number of 

submissions over the years to  

the NSW Government.

Most recently, REINSW made 

a submission to the current 

Minister for Fair Trading, 

Anthony Roberts, promoting 

the introduction of mandatory 

professional indemnity insurance 

for real estate agents in NSW.

While we wait for the NSW 

Government to do what 

it promised to do when it 

introduced the Property, Stock 

and Business Agents Act back  

in 2002, REINSW has decided  

to take action.

From 1 July 2012, in order to be 

eligible to be an REINSW firm 

member, a real estate agency 

must have a minimum of  

$2 million in professional 

indemnity insurance cover.

A clear advantage

REINSW strongly believes that 

professional indemnity insurance 

should be mandatory for all real 

estate agents – and we know that 

most agents agree with us.

The vast majority of real estate 

agents voluntarily maintain 

professional indemnity insurance 

and are in a position to respond 

to consumer loss should it arise. 

It is unfair that those agents who 

elect not to maintain professional 

indemnity insurance can compete 

with those who do on a level 

playing field.

By mandating that professional 

indemnity insurance is a 

condition precedent to REINSW 

membership, members will 

have a clear point of distinction. 

Consumers will have the clear 

choice of dealing with an REINSW 

member who has professional 

indemnity insurance or a non-

member who may not!

No PI is an anomaly

Tim McKibbin 

REINSW CEO

For up-to-the-minute news on issues that affect you
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Peter Michael,
michaels Camera Video & Digital

To take addvannntage of thhese sssavinngs, 
call uus toodayyy:

wwww.mynnetfoone.ccom..au/bbbusinnesss

“The hardware is very simple to set up... it’s giving us the 
fl exibility that we didn’t have with our old phone system” 

All businesses are looking for future-proof, fl exible and cost 

effective solutions for their business communications.

MyNetFone offers low start up costs and reduced ongoing 

expenses as well as the fl exibility to add or change lines as 

needed. Plus, you can keep your existing phone number so 

your customers can still fi nd you. 

MyNetFone combines the features of big business 

communication systems with the fl exibility and simplicity 

your business needs. Our experienced business 

specialists will work with you to fi nd the solution that is 

right for your business.

MyNetFone, the sound choice for your business.



Regional 
renters 
feel the 
pressure
 

The Hunter Region is feeling 

the pressure from the much-

publicised ‘lack of housing’ 

situation in Australia, with real 

estate agents and potential 

tenants feeling the strain from 

a lack of rental properties.

 

This ongoing ‘rental war’ 

created between tenants can 

see more than 50 people 

attending a house inspection 

at one time.

 

Towns like Muswellbrook, 

Maitland and Singleton have 

strong property markets at a 

time when many city markets 

are flat, because of the 

strength of economic activity  

in the Hunter region.

 

This promotion of the Hunter 

is great for the area and 

potential investors, but 

because of the economic 

growth, the lack of housing 

for current and potential 

employees is distressing, 

Todd Fisher from LJ Hooker 

Maitland said.

 

“I feel sorry for tenants 

as there is a one per cent 

vacancy rate,” Mr Fisher 

said. “It is not unusual for  

us to have 50 plus people  

at an open house. It is 

unbelievable.”

 

This desperate need for 

housing is caused by the 

$1.7 billion dollars worth of 

infrastructure designated to 

the area, creating hundreds 

of jobs for both local and 

new residents. 

 

The mining industry has also 

contributed to the desperate 

cry for housing, with 

employees moving to the 

Hunter from all over Australia 

and New Zealand.

IN BRIEF

Pop-up 
suburbia   
for more 
housing
Sydney has welcomed 

seven new suburbs since 

2009 and Jordan Springs  

is the latest addition.
 

Situated in Penrith,  

the $600 million scheme 

is expected to house 

around 6500 residents  

in 2450 homes within  

the next seven years.
 

The first residents 

are already moving 

into the 230-hectare 

development which, 

when finalised, will 

include a village centre, 

a school, a sporting oval, 

parks and playgrounds. 

Its proximity to a 

900-hectare regional 

park means there are 

also two lakes and 17 

hectares of open space 

suitable for biking  

and hiking.
 

Jordan Springs is seven 

kilometres from Penrith  

city centre and a one-

hour drive from Sydney.

New research by Savills 

reveals vacancy rates remain 

at historic lows across the 

Sydney metropolitan area.

 

In the 12 months to June, there 

was a 16.8 per cent decrease 

in unit sales and a 19 per cent 

decrease in house sales.

Median house and unit price 

growth continued to increase 

during the same period.

The average house price in 

June rose by 1.6 per cent.

The low vacancy levels have 

benefited investors who 

enjoyed increased demand  

and consistent rentals.

It is expected vacancy levels 

will remain low due to the 

continued disparity between 

the supply and demand of 

residential accommodation.

Sydney vacancy rate low

Claims made by some local and 

international economists that 

the Australian housing market 

is on the verge of collapse fail 

to take the fundamentals into 

account, says a leading real 

estate agent.

 

Leanne Pilkington, General 

Manager Laing+Simmons, 

points out that while strong 

population growth and a fall in 

housing starts mean demand 

will continue to outstrip 

supply, spring clearance rates 

are encouraging.

“It is not a bubble the 

residential property market 

needs to be worried about, but 

rather the lack of new supply 

and the barriers surrounding 

affordability,” she said.

 

Investors wary of the share 

market are buoying demand 

because they see real estate 

as offering greater security, 

according to Ms Pilkington. 

And the retirement of baby 

boomers could also have a 

positive impact on the market, 

particularly in markets that suit 

downsizers and sea-changers.

 

“There is the potential for 

increased demand for smaller 

dwellings in newer communities 

which could in turn increase 

availability of larger homes in 

established suburbs for families 

looking to upgrade,” she said.

 

Those spruiking a ‘bubble’ need 

only consider the fundamentals 

to realise the underlying strength 

of Australia’s housing market, 

Ms Pilkington added.

Bursting the property bubble myth
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REINSW 
IN THE 
MEDIA  
Changes to the stamp 

duty exemption for first 

homebuyers announced 

in the NSW Budget were 

discussed widely in print 

and broadcast media. 

Print
 REINSW’s concerns 

about the stamp duty 

changes were explained 

by CEO Tim McKibbin in 

an article for the Illawarra 

Mercury.

 REINSW President Wayne 

Stewart’s views about the 

stamp duty changes were 

featured in articles in the 

Northern Territory News 

and the Campbelltown-

Macarthur Advertiser. 

 Wayne also called for 

incentives for rural 

communities to support 

people affected by the 

changes to stamp duty  

in the Singleton Argus.

TV
 Tim was active on 

television about the 

Budget featuring on 

Prime 7 in Albury, 

Tamworth and  

the North Coast.

Supermarkets, restaurants, 

retirement and mixed-use 

developments will soon be able 

to gain Green Star certification, 

says the Green Building Council 

of Australia (GBCA).

The GBCA began releasing 

environmental rating tools in 

2003 to certify the design and 

construction and fitouts for a 

range of buildings, including retail 

centres, schools, universities and 

hospitals, multi-unit residential 

dwellings, public buildings and 

industrial facilities.

 

More recently the GBCA has 

been working with Coles, 

McDonald’s, Stockland and Rock 

Development Group to develop 

customised Green Star tools to 

rate projects that fall outside  

the current rating system.

 

Chief Executive, Romilly 

Madew, announced that the four 

companies now have “exclusive 

use of their Green Star custom 

tools” and will be registering 

new building projects which are 

expected to set new benchmarks 

for sustainability in their sectors.

“This is a watershed moment 

for the green building industry, 

as Green Star moves beyond 

its traditional influence 

and expands to reach new 

audiences and building types,” 

she said. “We want to see all 

Australians have the opportunity 

to live, work and play in Green 

Star buildings.”

New Green Star ratings

Sydney’s north shore office 

precinct is emerging as one 

of the strongest suburban 

market performers for 2011, 

underpinned by strengthening 

demand and improving  

market sentiment. 

 

CB Richard Ellis Research 

Analyst Alex Bedrossian 

said the latest North Shore 

Viewpoint report indicated a 

combination of falling vacancy 

rates as well as positive 

rental growth was likely to 

spur investor interest for the 

remainder of 2011 and 2012. 

 

The north shore investment 

market has staged a comeback 

with four major transactions 

totalling $275.3 million 

recorded in the year until 

September 2011.

 

CB Richard Ellis Senior Director 

Simon Fenn said the deals 

demonstrated improved market 

sentiment and equated to the 

highest level of sales volume 

for the north shore market 

since the 12 months  

to December 2008. 

Recovery underway on north shore

1 Bligh St, Sydney 

is the next  

generation of  

high-performing 

sustainable office 

spaces, with a  

6 Star Green  

Star - Office  

Design v2 rating.



As part of the Think Child Safe 

campaign, real estate agents are 

being asked to focus attention on 

the risks associated with children 

playing close to open windows  

or unattended on balconies.

Each year around 8000 children 

are taken to hospital as a result 

of a fall, including approximately 

50 who fall from a window or 

balcony. For a small number of 

children, this fall will be fatal. 

Falls occur more often in the 

warmer months when families 

leave windows and doors to 

balconies open both during  

the day and at night.

Children aged from one to five 

years are most at risk as they 

are naturally curious but lack the 

ability to recognise danger. They 

can fall out of a window which is 

open more than 10cm, even if  

a flyscreen is present.

NSW real estate agencies can 

play an important part in this 

campaign by helping to bring 

awareness of this issue to tenants, 

landlords and property managers. 

Preventing falls is particularly 

relevant today with many families 

choosing to rent in medium to 

high rise developments where 

unsupervised or unsecured 

windows and balconies could be 

dangerous to curious children. A 

few simple and straightforward 

steps that can be taken to reduce 

the risk are outlined in the Think 

Child Safe brochure. 

A Think Child Safe brochure 

listing the key safety messages 

for parents and carers has been 

developed by NSW Health and 

free supplies can be ordered 

(code FT454) from the Fair 

Trading website www.fairtrading.

nsw.gov.au or on 13 32 20. 

NEWS

Think child safe and reduce risk
NSW Fair Trading is calling on the real estate industry to join together and 
support child safety around windows and balconies.

Agencies can help raise 

awareness among parents and 

carers of the need to be vigilant 

about child safety around open 

windows and on balconies by 

distributing the Think Child 

Safe brochure information  

to tenants and landlords.

Property managers can help 

make a difference by being 

alert to potential fall hazards 

in rental properties when 

conducting inspections. 

 

Where possible, you might 

also include these safety 

messages and a brochure in 

your various communication 

activities such as newsletters, 

email alerts, correspondence 

and in-office displays.  

 

Free posters are also available 

(code FT455).

HOW YOUR REAL ESTATE AGENCY CAN HELP
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While many people are happy 

to leave the city behind for a 

sea- or tree-change, a Harvard 

economist has found urban 

living actually offers more 

benefits to its residents and the 

environment than suburban and 

rural developments.

Though city living is not ideal 

for everyone, Professor Edward 

Glaeser offers a new selling 

point for metropolitan agents 

with clients looking for a 

greener, healthier lifestyle.

Professor Glaeser believes 

building up is the best way to 

keep prices affordable and living 

standards high, and advocates for 

change to planning restrictions on 

height and heritage protection.

Zoran Veleski from Crown 

Property Group Australia said, 

in his experience, buyers move 

to the city or country for a range 

of reasons, including lifestyle 

or work change. But he agrees 

building up will probably be 

a trend in years to come as 

the next generation look for 

affordable housing options.

“I think in years to come buyers 

that want to live within a five to 

10 kilometer radius of the city 

will be looking for alternative 

living in an apartment complex 

which would be more affordable 

for Generations X and Y, and I 

think they will also be looking for 

green friendly options,” he said.

“At present most buyers are 

asking if there is access to either 

internet or pay TV, we don’t get 

the question raised regarding 

greener friendly options.

“I think it is still very new in 

our area, but where you have 

more new growth areas in the 

west, south and north west of 

Sydney, these questions would 

be raised more.”

Instead of criticising the towering 

heights of cities like Manhattan, 

Professor Glaeser says they’re 

an example of a reasonable way 

to fit a large number of people 

and businesses on a small 

amount of land.

In his book, Triumph of the City, 

Professor Glaeser argues that, 

far from being dirty hotbeds of 

crime, cities are actually healthier, 

greener, and more culturally and 

economically prosperous places 

in which to get the most out of life.

Professor Glaeser travelled to 

some of the world’s most densely 

populated cities including 

Manhattan, Athens, London, 

Tokyo, Bangalore, Kinshasa, 

Houston, Boston, Singapore 

and Vancouver, to demonstrate 

the many lifestyle and economic 

advantages that come with living 

in urban environments.

He reports rates of heart disease 

and cancer are lower among 

residents of Manhattan than the 

US as a whole, that city dwellers 

on average use 40 per cent 

less energy than suburbanites, 

and even in the poorest cities 

citizens have better access to 

Going up for greener living
City living could be the answer for people seeking a greener, healthier lifestyle.

NEWS

City dwellers on 
average use  
40 per cent less 
energy than 
suburbanites.
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employment and health services 

than those living in surrounding 

rural areas.

Professor Glaeser is an 

advocate of upward mobility 

and mixed use residential and 

retail development. He says 

planners and citizens need to 

overcome their “fear of heights” 

and believes building up rather 

than out, should be embraced 

in the future.

Professor Glaeser cites 

Singapore, Hong Kong and Tokyo 

as examples of cities that function 

well “because their height enables 

a huge number of people to work, 

and sometimes live, on a tiny  

sliver of land.” 

In 2010 the Australian 

Conservation Foundation 

released their Sustainable Cities 

Index, which provides a snapshot 

of the comparative performance 

of Australia’s 20 largest cities. 

Sydney was ranked 12th in the 

index with Darwin named the 

most sustainable.

Each city was ranked across 

three categories: environmental 

performance, quality of life  

and resilience.

The aim of the report was to 

encourage healthy competition 

between cities, stimulate 

discussion and suggest new 

ways of thinking about how cities 

can be sustainable.

Australian Conservation CEO 

Don Henry said with our cities 

ranked among the most livable 

in the world, more needs to be 

done to ensure our cities are 

also sustainable.

“The impact of our cities 

and wasteful consumption 

of resources, combined with 

substantial population growth, 

poor planning decisions and 

lack of infrastructure investment, 

has come at a cost to our 

economy, society and the 

environment,” Don said.

“Sustainability is about learning 

to live within our environmental 

means while increasing the social 

cohesion and liveability of our 

cities. Our car dependent cities, 

which today fuel asthma, obesity 

and biodiversity loss, could be 

transformed into cleaner, more 

efficient places with great public 

and active transport and amenity, 

and happier, healthier residents.” 

The ACF Sustainable Cities Index 

can be found by visiting  

www.acfonline.org.au  

1. Darwin

2. Sunshine Coast

3. Brisbane

4. Townsville

5. Canberra-Queanbeyan

6. Hobart

7. Melbourne

8. Gold Coast-Tweed

9. Cairns

10. Bendigo

11. Toowoomba

12. Sydney

13. Launceston

14. Adelaide (equal ranking)

14. Ballarat (equal ranking)

15. Albury-Wodonga

16. Wollongong

17. Newcastle

18. Geelong

19. Perth

ACF 2010 
SUSTAINABLE 
CITIES INDEX



New communication 

technologies have already 

changed the way real estate 

agents run their businesses, with 

many agents now accustomed  

to having an online profile 

dedicated to promoting 

themselves and their agency.

Having this online presence 

has served many agents well, 

with their website and profile 

allowing a positive, but often 

only one-way, communication 

to their clients.

But as consumers become more 

vocal about their experiences 

through dedicated online rating 

websites, agents could find 

these new trends in technology 

and social media a little more 

challenging to navigate.

The next evolution

Though there are no industry-

recognised or official sites 

dedicated to rating agents or 

agencies in Australia, consumers 

are already able to have their say 

on general sites which allow them 

to rate services and products and 

social networking sites.

Brett Hunter, Director of Raine 

& Horne Terrigal-Avoca Beach, 

said he believed it was only a 

matter of time before websites, 

similar to Trip Advisor that 

publish reviews and comments 

from travellers based on their 

experiences, became popular  

in Australia for other goods  

and services and agents need  

to be ready.

“It’s the next level of evolution, 

where people can come and 

make their own comments,” he 

said of an agent’s online profile.

“We’re at a ‘watch this space’ 

stage, but it’s certainly something 

to start talking about. There are 

people and companies that are 

running their own profile websites 

with testimonials, and rating 

websites are the next step on that.”

Great for good agents

Brett said overseas, particularly 

in the US, agent rating sites have 

begun to emerge and generally 

have been positively received, 

though he stresses the Australian 

sites wouldn’t necessarily be 

based on this model.

“Some of them have been great 

vehicles for good agents in 

America, and detrimental for bad 

agents,” he said.

Though Trip Advisor has recently 

come under scrutiny in the 

media after accusations some 

hotels have contributed ‘fake’ 

reviews to boost their profile, 

Brett said he believed, if used 

properly, similar websites would 

ultimately be beneficial for the 

real estate industry. 

“When it’s completely unbiased, 

I think it’s a great idea. It’s 

important that consumers 

can share their good and bad 

experiences,” he said.

 

“The problem is at the moment 

most agent rating websites are 

sponsored, so agents are able 

How would  
you rate?
Will the rise of websites allowing 
consumers to rate products and 
services, including real estate 
agents, change how you work?

IN BUSINESS
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In tune.
Banking that understands
the real estate business.
In Westpac, you have a bank with the tools to keep your business in the best of health. As Australia’s fi rst bank, we’ve been backing 

Australian businesses for almost 200 years. 

We’re industry experts.  Our Real Estate Specialists work closely within the industry, they’re familiar with the challenges and 

opportunities facing the sector and know what works. And what doesn’t.

We’re Focused.  On delivering business strategies and solutions tailored to the real estate sector including:

fi c real estate rent roll policy to help you invest in your business.

Trust accounts to help you meet your regulatory obligations.
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We’re local.  Your Westpac Real Estate Specialist is a local, single point of contact who knows your industry and will connect you with 

the expert team and resources available at your local Business Banking Centre.

To fi nd out how we can help; 

Call  Jason Roach, National Industry Leader, Real Estate on 0448 455 556

Email  jasonroach@westpac.com.au

Visit  Your local Westpac Branch and speak to the Bank Manager

Things you should know: This information is current as at September 2009. Westpac Banking Corporation ABN 33 007 457 141. 189812 (04/10)

It’s the next level of evolution,  
where people can come and  
make their own comments.

to edit or exclude comments 

they might not like and that’s  

a major issue.

Build consumer confidence

Brett said that while a 

consumer-based model where 

customers and clients can leave 

honest comments might make 

some agents nervous, it would 

build consumer confidence  

and promote best practice  

in the industry. 

“While it’s scary for agents, it’s 

still good for agents,” he said.

“It will also be a forum where 

agents can proactively respond 

to comments – similar to social 

networking sites.”

Brett said with the right model 

and delivery, he believed the 

websites would be used by 

genuine consumers and not 

exploited by competitive real 

estate agents.

“I think good agents will behave 

appropriately,” he said.

“I think agents will see the 

opportunity to be proactive and 

use it in a positive way, knowing 

that being negative towards 

other agents will only detract 

from their own brand.” 
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In the case of Burnet v Gubbay 

[2011] NSWSC 977, the vendors 

(Mr Burnet and Ms Clancy) entered 

into a contract to sell their home at 

Collaroy Plateau to Ms Gubbay on 

12 December 2009 for $2.3 million.

The purchase

Ms Gubbay, as purchaser,  

signed a Contract for Sale, and 

gave a cheque for a deposit  

of $230,000.   

A few days after exchange, the 

purchaser’s solicitor wrote to the 

vendors’ solicitor, and informed 

him that the purchaser’s bank 

was going to dishonour the 

deposit cheque.

 

The purchaser’s solicitor also told 

the vendors’ solicitor that the 

purchaser could not afford to pay 

a 10 per cent deposit or even a 

five per cent deposit.

The bank did subsequently 

dishonour the deposit cheque.

Negotiations  

prove fruitless

Under clause 2.5 of the standard 

Contract for Sale of Land, if the 

bank dishonoured the deposit 

cheque, the vendors had the 

right to terminate the contract.

 

However, instead of immediately 

terminating the contract, the 

vendors entered into negotiations 

with the purchaser, to give  

her a chance to put up a  

suitable deposit. 

There were discussions as to 

whether it would be acceptable 

to the vendors for the purchaser 

to provide a bond for 10 per 

cent or five per cent of the 

purchase price. However, these 

discussions proved fruitless.

The purchaser’s solicitor also 

proposed that the vendors 

accept a deposit of $50,000 but 

this was deemed unacceptable.

 

After about a week of negotiations, 

the vendors’ solicitor made a final 

proposal and said if this was not 

agreed to by 5pm that day, the 

vendors would exercise their right 

to terminate the contract.

 

The same day, the purchaser’s 

solicitor rejected this final 

proposal and also stated that 

the purchaser intended to send 

a cheque for $50,000 to the 

vendors’ agent as the deposit.

 

The purchaser’s solicitor did write 

that day to the vendors’ agent, 

enclosing a cheque for $50,000 

and stating that this money was 

the deposit. The agent banked 

this cheque.

The vendors’ solicitor then served 

a notice terminating the contract.

 

The purchaser’s solicitor denied 

that the vendors had been entitled 

to terminate the contract.  

 

Further, the purchaser’s 

solicitor said that the vendors’ 

purported termination had in 

fact been a wrongful repudiation 

of the contract. He said that 

the purchaser accepted that 

repudiation, and that the 

purchaser now terminated the 

contract, and that the $50,000 

should be returned to  

the purchaser.

 

The vendors then sold the 

property to a new purchaser. 

However, the price they obtained 

was only $1.95 million – 

$350,000 less than Ms Gubbay 

had agreed to pay.

Vendors 
compensated 
after auction 
ordeal
A buyer at auction was 
successfully sued and ordered 
to pay compensation to the 
vendors after she was unable to 
honour the Contract for Sale.

BY ALAN CONOLLY, SENIOR PARTNER, 
WITH IAN BENSON, SOLICITOR FROM 
AR CONOLLY & COMPANY LAWYERS

LEGAL



The vendors then sued Ms 

Gubbay in the Supreme Court  

of NSW for that $350,000.

 

The Court’s decision

When the case came before 

the Court, it was not in doubt 

that, if the vendors had been 

entitled to terminate the contract 

on 30 December 2009, they 

were entitled to judgment for 

the shortfall in price: that is, 

$350,000. 

Ms Gubbay claimed the 

vendors had not been entitled 

to terminate because the 

agent had banked the cheque 

for $50,000. She claimed the 

vendors had thereby elected 

to keep the contract alive, and 

had therefore lost the right to 

terminate under clause 2.5  

of the standard terms of  

the contract.

Alternatively, Ms Gubbay claimed 

that, because the agent had 

banked the cheque for $50,000, 

the vendors had waived their 

rights to terminate.

 

The Court held that the 

acceptance of the $50,000 

would only have constituted an 

election or waiver if the vendors 

had agreed to accept the 

$50,000 as a substitute deposit 

for the $230,000. However, the 

vendors had not done this.

 

Further, the agent had been 

obliged to bank the cheque for 

$50,000 by section 86 of the 

Property, Stock and Business 

Agents Act 2002 (NSW), which 

states that money received for 

or on behalf of any person by 

an agent in connection with 

the agent’s business has to be 

deposited into a trust account.

During the trial, Ms Gubbay’s 

legal representatives altered 

their argument to say that the 

failure of the vendors’ solicitor 

to write to the purchaser’s 

solicitor to tell him not to send 

the cheque for $50,000, and  

the retention of the money 

in the agent’s trust account, 

meant that the vendors had 

elected to keep the contract 

alive or waived their rights  

to terminate.

 

However, the Court held that 

the retention of the $50,000 was 

no more than payment by Ms 

Gubbay of part of the deposit,  

in the face of an obligation to  

pay $230,000.

 

The Court therefore gave 

judgment for the vendors,  

and awarded them damages  

of $350,000 plus interest. 

The purchaser’s 
solicitor also 
told the vendors’ 
solicitor that the 
purchaser could 
not afford to pay 
a 10 per cent 
deposit or even 
a five per cent 
deposit.

At Direct Connect, we assist your tenants, purchasers and vendors 

by connecting their utilities when they move, saving them time and 

taking the hassle and stress out of moving.

We understand that what really matters to you and your business is 

excellent service, real guarantees and great rewards. That’s why we 

provide industry leading benefits to all of our members, such as:

  Premium service guarantee

  Guaranteed highest commissions

  A local office and Account Management team in your state

  A choice of leading suppliers for your customers

  Direct Connect’s Pre-Paid Visa Card and more

agents.directconnect.com.au
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FEATURE

passion and

purpose
The Real Estate Journal asks four successful women for their take  
on building an outstanding and rewarding career in real estate. 

BY GAYLE BRYANT

Every agent knows that 

nurturing strong business 

relationships, being willing 

to take a chance and having 

a positive outlook are the 

foundations for professional 

achievement. And while 

there are as many different 

approaches as there are 

successful agents, they also 

have a lot in common.

Check yourself before  
you wreck yourself
Kirsty Spraggon spent 15 years 

as a sales agent, a career 

that saw her ranked in the top 

one per cent of individuals 

in RE/MAX’s global network 

of 121,000 agents. Now a 

relationship-building specialist 

and motivational speaker, 

Kirsty believes having the right 

attitude and being able to deal 

with setbacks are crucial for 

success in this industry.

 

“I remember first starting out 

being too scared to make cold 

calls or go and do appraisals,” 

Kirsty said.

“But I worked out you need 

to be comfortable with feeling 

uncomfortable. Fear and anxiety 

are part of the process and it’s 

okay to feel that.”

Kirsty says you also need an 

understanding of how different 

states of mind can impact your 

work. While you may enter a 

meeting feeling very positive, if 

you receive negative feedback this 

can have a big effect on how you 

feel and the attitude you project.

 

“You may leave the meeting 

feeling depressed and take this 

negative mood with you into 

your next meeting,” she said.

 

“I follow the saying ‘check yourself 

before you wreck yourself’. Look 

in the mirror to see if your stance 

is saying that you feel negative 

and do something about it before 

you see anyone else.”

Staying positive
Rachel Rose is the Chief 

Operating Officer of property 

managers Rose & Jones. She 

says no business would survive 

without a positive attitude.

“In our business, people come  

to us for a service and they  

don’t want us to be negative 

about the market,” she said.  

 

“If a property isn’t being leased 

quickly, you don’t want to tell 

someone it’s because it’s too 

dark. You find something more 

positive to say, like ‘it wasn’t 

big enough for them’.” 

While obstacles or setbacks 

can lead to a negative attitude, 

motivational speaker Catherine 

DeVrye says you should turn  

them on their head and let them  

become opportunities. 

“We always have more choices 

than we think we have,” she 

said. “We have the choice 

to be victims of change or 

victors. I believe you should 

focus on what you can change 

and don’t waste energy on 

what you can’t as you cannot 

change the past.”

Rewarding relationships
Another driver of success is 

the type of relationships that 

are developed. Kirsty said she 

realised quickly in her career 

building good relationships is key. 

“I won business early on when  

I was clearly not the best person 

for the job but I developed 

networks to get me through  

the door,” she said.

“But relationships take 

time – you won’t necessarily 

get business straight away. 

Generally there is a nine to 

18-month incubation period 

from the time you meet 

someone to when you  

do business.”

Kirsty remembers once being 

told by a trainer to forget about 

‘Nescafe appraisals’ but she 

followed her own instinct.

 

“What the trainer meant was 

forget about having coffee with 

people who were not ready to 

buy or sell,” she said. 



Mary Curran and 

Rachel Rose 

believe a positive 

outlook and being 

willing to take  

a chance, are  

good foundations  

for success. 
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We have the choice to be victims of change or victors.  
I believe you should focus on what you can change and  
don’t waste energy on what you can’t as you cannot  
change the past.

“At the time he told me this I 

had 15 listings and, of those, 

13 involved people I had met a 

year before and kept up regular 

‘Nescafe meetings’ with. The 

key to good relationships is to 

stay in touch.”

Property agent Mary Curran 

agrees about the importance of 

building relationships. 

Throughout her 20-year career 

with Ray White Lower North 

Shore, Mary has consistently 

been named among the top 

10 salespeople within the Ray 

White Group.

 

“My business is 80 per cent 

referral,” she said. “With clients, 

you need to talk to them about 

their whole life in order to show 

that you care.”

Mary said she liked to ‘hook 

into’ what interests people.

“I don’t want them to think 

I just want to talk about 

property,” she said.

“You need to have a general 

interest in people if you want  

to be successful.”

Good relationships are crucial 

if a property management 

business is to succeed. In her 

organisation, Rachel said it was 

difficult to build relationships 

with tenants because they are 

transient, but maintaining them 

with the landlords who are her 

clients is critical.

“A lot of our relationships  

have occurred organically,”  

she said. “This is because  

we are also a buyers’ agency 

and we form a relationship 

when we help someone buy,  

so if they then want to rent it 

they come to us as we have  

an existing relationship.”

“Over the years we have 

terminated two clients  

because we didn’t agree  

with what they wanted us  

to do with the tenants – you 

have to do the right thing by 

people,” she said.

“We tend to only lose clients 

when they sell their properties 

and we find if they buy again 

they come back to us.”

Daring to be different
Being passionate about your 

work and also being willing 

to take a chance can also 

contribute to success.

Kirsty says her enthusiasm 

shows through in her work, 

including in several advertising 

campaigns she has run that 

aimed to make her stand out 

from the crowd. 

“My best campaign was when 

I convinced a friend who was 

developing a building site on 

a busy road to let me advertise 

on a billboard that was set  

up,” Kirsty said.

“The photo was four times the 

normal size of me but it was 

the best campaign I ever did. 

It cost $500 for a year and 

people’s recognition of me 

went straight up.”

Kirsty said sometimes you 

might “cop a bit of flak” for 

doing campaigns like that but 
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in her case it worked and lifted 

her credibility enormously.

Likewise, Mary said she was 

known for being daring and that 

gets her noticed in the industry 

and by clients.

“I have visited 70 countries and 

done many amazing things such 

as climbed Kilimanjaro, walked 

with lions in Zimbabwe, and 

ridden a horse in a Jordanian 

desert,” she said. “Rather than 

put out a boring newsletter I can 

include the things I’ve been up to 

and it sets me apart.”

 

She says one of the benefits of 

people knowing these things 

about her is that they can see 

she’s not a quitter, which they like 

if you’re selling their house. 

Kirsty said it is also important 

to be creative if you are seeking 

media exposure.

“When I was working as a sales 

agent I would call journalists and 

tell them what I was up to. Often 

the local papers would need 

content so I would find an angle 

that was local and newsworthy 

and more often than not they 

would cover it,” she said.

It’s also important to utilise  

a variety of ways to publicise 

yourself, including blogging.

“These days you don’t have 

to wait for someone to ask for 

content; you can put it up and  

be in charge,” Kirsty said.

“There is social media such as 

Facebook but any content you 

provide needs to be of value. 

A lot of agents think it needs 

to be about property but your 

clients might not want to know 

about property until they’re 

ready to sell or buy.”

One thing that Kirsty found 

worked really well for her was 

a newsletter she sent out that 

included vouchers for the local 

fish and chip shop. 

“People would keep my 

newsletter on their fridge and  

if they ran out of vouchers 

would ring and ask me for 

another newsletter,” she said. 

“It had my details on it and  

I found when they were ready 

to talk property they would talk 

to me as I’d already built the 

relationship. It was also a great 

way for me to align with local 

businesses who would offer  

the vouchers.”

However you map out your 

goals for the future or choose to 

tackle daily challenges, there is 

one thing all four women agree 

on: the key to success is hard 

work and not giving up. 

Hear more from Kirsty  

Spraggon and Catherine  

DeVrye at REINSW’s Women  

in Real Estate Conference on  

9 November 2011. They will  

join Chris Keeble and Susie 

Elelman as guest speakers at  

the fifth annual event.

FIVE KEYS 
TO SUCCESS

1. Build good 

relationships  

and maintain them 

even if your contacts 

don’t want to buy  

or sell immediately.

2.  Don’t always talk about 

property with your 

clients. Get to know 

about all aspects of 

their lives.

3.  Maintain a positive  

attitude even when  

you are experiencing 

setbacks.

4.  Stand out from the  

crowd by running 

creative campaigns. 

These don’t have  

to cost a lot.

5.  Be creative with the 

media, especially  

local newspapers 

which are always  

after local content.
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We are looking for talented 
people to join our network.

If you are looking to build a career in Sales,  
Property Management or administration contact: 

Greg Oddy: 0402 259 150 
or email: goddy@ljhooker.com

Rebecca Narayan: 0421 863 957  
or email: rnarayan@ljhooker.com

 Bill Russell: 0411 274 425  
or email: brussell@ljhooker.com  
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Every trainer brings their own 

delivery style and personality to 

the session, but underpinning 

this is a solid understanding of 

adult learning principles and a 

‘tool box’ of techniques to use 

in the classroom to help with 

your learning experience. 

Of course everyone learns in a 

different way, so when training 

a group, no single technique 

or size will fit all. It is your 

trainer’s job to respond to the 

diversity and needs of the 

group, environment, individuals 

and other elements within the 

learning paradigm.

To stand in front of a group and 

share knowledge and learning 

can be tough, and to be 

effective a trainer needs to have 

many different ‘tools’ and know 

when and how to use them.

Variety is the key to keeping 

people stimulated and 

engaged to maximise the 

opportunity to learn.

The world of learning is 

amazing and complex. Here are 

just a handful of things trainers 

consider and techniques they 

might use during a standard 

training session. 

The learning environment

Trainers must consider the 

environment – is it inviting 

and conducive to learning? 

Lighting, external or internal 

noise, smell, space, comfort 

and positioning of learning 

aids can all impact on how 

effective the training is.

Different learning styles

In delivering the session, 

trainers must cater for the range 

of ways individuals learn and 

process information. Visual 

aids may be useful for some 

learners, while audio and text 

may be better for others. 

Some people learn better 

during interactive sessions, 

while others prefer listening or 

watching. Incorporating a range 

of techniques is essential.

Effective delivery

A trainer also needs to be 

able to find the right pace to 

deliver their information, with 

the session structured for 

the most effective delivery. 

‘Chunking’ information into 

segments can help learners 

work through a piece of 

learning in a systematic way. 

Recapping and reflecting 

is one of the most powerful 

learning tools, and time  

should be set aside for this. 

Making learning fun

This is a key ingredient in any 

successful training session. 

People learn best when 

it is fun and it is a proven 

fact when integrated into 

learning effectively can create 

memorable learning moments.

The delivery of the session 

should include a range of 

techniques to help learners 

understand the information. 

Clear and concise 

explanations are useful, 

as are real life stories and 

examples that communicate 

a key learning principle.

When you next go to learn, 

remember there is no single 

technique or rule that fits all. 

What goes on 
behind the scenes 
in the training room?

From where a learner sits it might 
seem like a simple process but there 
are many complexities, challenges 
and techniques your trainer works 
with to facilitate learning.

BY MICHELLE MORCOMBE, REINSW EDUCATION  
& TRAINING MANAGER 



REINSW Training Calendar
DECEMBER 2011/JANUARY 2012

DECEMBER 2011

MON TUE WED THU FRI SAT SUN

1 2 3 4

SYDNEY CPD
The ABC of compliance 
(9.30am – 1.30pm)

SYDNEY CPD
Growing your rent roll 
(9.30am – 1.30pm)

DEE WHY CPD 
Creating impact and influence
(9.00am – 1.00pm)

PARRAMATTA CPD
An agent’s guide to tax and property 
investment (9.00am - 1.00pm)

Creating impact and influence

5 6 7 (9.00am – 1.00pm) 8 9 10 11

SYDNEY
Real Estate Licensing Course (full time) - week 5
Client and agency communication (full time) – 5 days

SYDNEY
Certificate of Registration Course (Real Estate) (full time) - 4 days 
(9.00am - 5.00pm)

CANBERRA
REIACT Certificate of Registration Course (Real Estate) (full time) - 5 days
(9.00am – 5.00pm)

TWEED HEADS CPD 
The ABC of compliance 
(9.00am - 1.00pm)

SYDNEY
Young Agents end-of-year function

COFFS HARBOUR CPD
The ABC of compliance 
(9.00am - 1.00pm)

SYDNEY CPD
Essential OH&S for property 
managers (9.30am – 1.30pm)

12 13  14 15 16 17 18

SYDNEY
Certificate of Registration Course (Real Estate) (full time) - 4 days 
(9.00am – 5.00pm)

SYDNEY CPD
The nuts and bolts of residential 
tenancies (9.30am - 1.30pm)

SYDNEY CPD
Prepare for selling like never before 
(9.30am - 1.30pm)

SYDNEY CPD
Creating impact and influence 
(9.30am - 1.30pm)

19 20 21  22 23 24 25

SYDNEY
Certificate of Registration Course (Real Estate) (full time) - 4 days 
(9.00am – 5.00pm)

SYDNEY
Auctioneers Accreditation - 3 days 
(9.30am – 4.30pm)

           26
BOXING DAY

  27
PUBLIC HOLIDAY

28 29 30 31 JAN 1
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CPD workshops – go to www.reinsw.com.au for course  

descriptions and prices

 Certificate of Registration Course (Real Estate) (full and part time  

as indicated). Price includes REINSW Student Membership 

 Licensing Course (full and part time as indicated)

Forums and Divisional meetings

LISMORE CPD
The ABC of compliance 
(9.00am - 1.00pm)



www.reinsw.com.au/training

  keep learning with REINSW Education & Training

JANUARY 2012

SYDNEY 
REINSW Awards 

for Excellence 

Gala Dinner

MON TUE WED THU FRI SAT SUN

2
PUBLIC HOLIDAY

3 4 5 6 7 8

9 10 11 12 13 14 15

SYDNEY
Certificate of Registration Course (Real Estate) (full time) – 4 days  
(9.00am - 5.00pm)

SYDNEY CPD
Creating impact and influence 
(9.30am – 1.30pm)

SYDNEY CPD
An agent’s guide to tax and property 
investment (9.30am – 1.30pm)

16 17  18 19 20 21 22

SYDNEY 
Certificate of Registration Course (Real Estate) (full time) - 4 days 
(9.00am – 5.00pm)

SYDNEY CPD
ABC of compliance
(9.30am – 1.30pm) 

23 24 25  26
AUSTRALIA DAY

27 28 29

SYDNEY CPD 
Prepare for selling like never before 
(9.30am – 1.30pm)

SYDNEY CPD 
Maximise your new management 
success rate (9.30am – 1.30pm)

           30   31 FEB 1 2

SYDNEY
Certificate of Registration Course (Real Estate) (full time) – 4 days
(9.00am - 5.00pm)

SYDNEY CPD
Grow your sales in 100 days
(9.30am – 1.30pm) 

WANT TO KNOW MORE?

You can find out more about  
all of our courses by visiting  
www.reinsw.com.au  
click on Course Schedule  
in the Training menu.



TRAINER OF  
THE MONTH
BOB JURY

With more than 30 years 

experience as a professional 

auctioneer, Bob Jury is a  

true auction guru.

Bob is a licensed real estate 

agent and an accredited 

auctioneer.

He is also a licensed business 

agent, stock and station agent, 

and strata manager. 

Still actively involved in sales 

and auctions, Bob combines a 

wealth of practical and anecdotal 

experience together with a 

delivery style that effectively 

provides students with an insight 

into the fascinating specialty  

of auctioneering.

Bob’s depth of knowledge 

is second to none, and the 

commitment and enthusiasm 

he brings to the classroom is 

evidence of his passion for  

the industry. 

CREATING IMPACT AND INFLUENCE

Real estate practice is about winning the business. 

Vital to securing new business is the ability to 

create impact and only then will you gain the ability 

to influence decisions. This workshop will cover 

aspects of strategic image management, and 

analyse the psychology of influence.

Dee Why 1 December 2011

Sydney 15 December 2011

Sydney 13 January 2012

CPD 12 CPD points (Learning Category 3)

AN AGENT’S GUIDE TO TAX  
AND PROPERTY INVESTMENT 

With many people investing in property, it is essential 

for real estate agents to have an understanding of 

the issues investors need to consider as they make 

their purchase decision.  By becoming conversant 

with the correct application of the relevant tax laws, 

you will be able to help your clients avoid some of the 

common mistakes investors can make. 

Parramatta 2 December 2011

Sydney 10 January 2012

CPD 12 CPD points (Learning Category 3)

ESSENTIAL OH&S 
FOR PROPERTY MANAGERS 

Effective Occupational Health and Safety (OH&S) 

management is essential to the long-term success 

of any business. This course is a general course 

looking at OH&S for all property management  

staff, with some coverage of both residential  

and commercial aspects of OH&S. 

Sydney 9 December 2011

CPD 12 CPD points (Learning Category 3)

THE NUTS AND BOLTS OF 
RESIDENTIAL TENANCIES 

The Residential Tenancies Act 2010 is now in place 

and some of the changes have proved challenging 

for property managers. How is your agency 

coping? This practical session will discuss the  

how to’s and provide helpful tips for property 

managers dealing with the changes to the 

residential tenancies regime.

Sydney 12 December 2011

CPD 12 CPD points (Learning Category 3)

THE ABC OF COMPLIANCE
 

Would your agency pass a compliance audit by NSW 

Fair Trading? This course offers comprehensive and 

practical guidelines for agency success. Learn how 

to set up and conduct a compliant agency, ensuring 

your commission and reputation are protected.

Sydney 1 December 2011

Tweed Heads 6 December 2011

Lismore 7 December 2011

Coffs Harbour 8 December 2011

Sydney 18 January 2012

CPD 12 CPD points (Learning Category 3)

PREPARE FOR SELLING  
LIKE NEVER BEFORE 
 

Top sales agents know that preparation is key to 

increasing their sales, and therefore their bottom 

line. There are many potential pitfalls in the sales 

process – from the sales campaign, to staging the 

property and meeting potential buyers, all the way 

through to when the property is sold. Brush up  

your skills and make sure that your properties  

are at the top of the list.

Sydney 13 December 2011

Sydney 23 January 2012

CPD 12 CPD points (Learning Category 3)

REINSW MEMBER HELPLINE

Call (02) 9264 2343 or email helpline@reinsw.com.au

With a wealth of practical, hands-on experience in the real estate industry, David Small, 
David Pentecost and Ann Banister can offer expert advice on legislation changes, 
tenancy issues, sales matters, agency agreements and much more.

Free and exclusive to REINSW members, no question is too big or too small.



TO FIND OUT MORE PLEASE CONTACT OUR  
SALES TEAM ON SALES@REALESTATEVIEW.COM.AU  
OR CALL 1300 695 945

Reasons to subscribe to 
realestateVIEW.com.au8

Over 200,000

6. LISTINGS ONLINE 5

1. KEYWORDS TARGETED ON GOOGLE VIA PAID SEARCH 1

10,000,000
OVER
2. UNIQUE VISITORS EVERY SINGLE MONTH 2

1.2million

OV
ER

6,300

OVER 1,900

OVER 
90,000 250,000OV

ER

OVER 4,000

1 Based on the total number of keywords targeted in the realestateVIEW.com.au adwords account.  2 1.2 Million unique visitors includes myhome.com.au traffic.  3 Data based on Google Keywords Tool.      
4  Based on agents listing on the realestateVIEW.com.au site in August 2011.  5 Based on total number of listings onsite in July 2011.
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The 2011 REINSW Awards for Excellence winners were revealed  
at the industry event of the year.

Celebrating our stars

On 15 October 2011, REINSW members from across the state 

gathered to celebrate the achievements of their peers at a  

special gala dinner. The prestigious event was held at the  

Sydney Convention and Exhibition Centre, where REINSW 

members were recognised for their innovation, expertise  

and contribution to the industry. 

“Those who have taken out the Award in their category truly reflect 

the highest possible standard of professional expertise, talent 

and skill,” REINSW President Wayne Stewart said. “From those 

just starting out in their career to some legends of the real estate 

industry, the 2011 winners of the Awards for Excellence  

are deserving of the highest honour that we can bestow.”

All photos from the night by Oneill Photographics 



1

2 3 4

The Woodrow Weight Award is named after the legendary OBE 

recipient who was REINSW President between 1964 and 1965, 

and was the first Australian to be elected World President of the 

International Real Estate Federation in 1977.

 

“The Woodrow Weight Award is the highest accolade that we can 

give to one of our peers, and it is an honour to award it to Steve 

Martin,” said REINSW President Wayne Stewart.

 

A member of REINSW for more than 20 years, Steve has been 

involved at all levels – Chapters, Divisions, the Political Action 

Committee, and right through to Board level.

  

“You will not find a stronger advocate of REINSW,” Wayne said.

Steve became REINSW President in November 2007. It was a 

tough – but rewarding – two years, marked by the global financial 

crisis and its effects on the property market.

 

The unprecedented turbulence in the financial markets meant 

most businesses had to take extreme measures to survive – 

REINSW included. 

Steve, in conjunction with the Board and management team, 

had tough decisions to make including staff redundancies and 

restructuring of the business. A testament to his hard work 

and commitment is the fact that REINSW has since gone from 

strength to strength.

 

Since stepping down from his position as President, Steve  

has remained closely involved with REINSW, is actively involved  

in his local Division and is a current member of the  

Realcover Board.

 

“Throughout his term – and indeed since – Steve’s commitment  

to REINSW has been unwavering,” Wayne said. 

“It is his passion and commitment to REINSW and the industry 

that makes Steve stand out.”

 

A fierce advocate and lobbyist on behalf of agents and the 

industry, Steve has always led from the front. He has never been 

afraid to stand up and speak his mind, and then immediately pitch 

in to help make a difference.

 

“The true meaning of the Woodrow Weight Award is really about 

leadership, and Steve is a true leader in our industry,” Wayne said.

 

“His commitment and dedication to the real estate industry is 

matched only by his commitment and dedication to REINSW.”

30   Real Estate Journal   November 2011

1. STEVE MARTIN, 2011 WOODROW WEIGHT AWARD RECIPIENT
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2011 REINSW AWARDS FOR 
EXCELLENCE  

WINNERS 
2. AUCTIONEERS 
Peter Matthews 
Ray White Lower North Shore

3. AUCTION MARKETING
Danny Grant  
Ray White Lower North Shore

4. BUSINESS AGENT
Con Tastzidis 
CST Properties

5. BUYERS’ AGENT
Jacqueline Parker 
House Search Australia

6. COMMERCIAL AGENCY - LARGE
CB Richard Ellis
Accepted by James Patterson 

Presented by Steve Bruss, representing Award sponsor 

 
INCORPORATE Design is a team of expert designers and 

project managers who will manage every aspect of your 

corporate or commercial fitout or relocation.

7. COMMERCIAL AGENCY - SMALL
Gunning Commercial
Accepted by Daniel Gunning  

Presented by Steve Bruss, representing Award sponsor 

 
When it comes to your corporate or commercial fitout, 

INCORPORATE Design will listen to your needs and create an 

environment that reflects who you are, how you operate and 

how you want to be seen.

8. COMMERCIAL  
PROPERTY MANAGEMENT
Craig Lambert  
CB Richard Ellis

9. COMMERCIAL SALES & 
LEASING
Jenine Cranston 
CB Richard Ellis
Presented by Peter Reeve and Steve Bruss, representing  

 
The knowledge and experience of INCORPORATE Design 

will help you make the right decisions about space planning, 

design and budget to maximise the potential of your new 

corporate or commercial fitout.

10. CORPORATE SUPPORT
Danielle Dingwall 
Morton & Morton
Presented by Daniel Gonsalves, representing sponsor  

 

A leading real estate consultancy, RECD focuses on 

developing a ‘talent management’ strategy with clients, and 

finding the right people to create a strong foundation upon 

which to grow and maintain your business. 

11. DELIVERY OF ELECTRONIC 
PROPERTY DATA
Colliers International (NSW) Pty Ltd
Accepted by David Finnimore  

Presented by Simon Gilkes, representing Award sponsor  

 

 

LPI’s integrated framework connects the people of NSW to 

a comprehensive package of land and property services 

including land title registration, property information, 

valuation, surveying and mapping.

12. HOLIDAY &  
SHORT-TERM RENTALS
Raine & Horne Terrigal-Avoca Beach
Accepted by Amanda Coombe, Yvette Harris and Brett Hunter 

13. INNOVATION
Real Estate Partners
Accepted by Matt Angilley  

Presented by Fiona Blayney, representing Award sponsor   

 
  
Blayney Potential Plus is a property management, 

consultancy, coaching and training business that works  

with you to maximise the full potential of the people, 

products and profit of your business.

6 7
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14. JOHN GREIG OAM  
COMMUNITY SERVICE
Leighton Walters  
True Property
Presented by Jason Roach, representing sponsor 

 

  
A dedicated Westpac Specialist Real Estate Industry 

Banker can help improve business efficiencies with 

a solution tailored to your needs and using products 

designed for the real estate industry.

15. PROJECT MARKETING
David Milton 
CB Richard Ellis

16. RESIDENTIAL  
AGENCY - LARGE
Morton & Morton
Accepted by Ewan Morton  

Presented by Jacqueline Steele, representing  

 

  
realestateVIEW.com.au can provide your business with  

a cost-effective advertising solution to drive enquiries for 

your listings, with free multi-loading to the large portals 

and free access to a rental archive.

17. RESIDENTIAL  
AGENCY - MEDIUM 
John Flood Estate Agents (17A) 
Accepted by Sandy Warburton and John Flood

and True Property (17B) 
Accepted by Bob Walters

Presented by Yolanda Cardile, representing sponsor 

 
 

TRET is a full-service education company with  

a suite of events to meet the needs of the 

different categories and levels of experience  

within the industry.

18. RESIDENTIAL  
AGENCY - SMALL
Breakfast Point Realty
Accepted by Alison Beveridge  

Presented by Sue Dengate, representing Award sponsor 

 

 
With PoolWerx, you get valuable services that reduce 

problems and disputes with tenants, protect the 

landlord’s investment and assist with the presentation  

of properties for sale.

19. RESIDENTIAL  
PROPERTY MANAGEMENT
Katherine Gaitanos 
McGrath Estate Agents
Presented by Naomi Brand, representing Award sponsor 

 
As Australia’s #1 connections company, Direct Connect 

assists your tenants, purchasers and vendors by 

connecting their utilities when they move – saving them 

time and taking the hassle and stress out of moving. 

20. RESIDENTIAL SALES
Kingsley Looker 
Cunninghams Property
Presented by Michael Lynch, representing sponsor 

 

 
 
Realcover offers a tailor-made solution for your 

professional indemnity insurance needs. Realcover  

was created specifically for real estate agents –  

people just like you.

21. RURAL MARKETING 
Philip Rourke 
Landmark Operations Ltd

22. VALUATION
Mark Willers 
CB Richard Ellis

23. WEBSITE - CORPORATE 
Morton & Morton
Accepted by Nick Frankel and Ewan Morton  

Presented by Phil Kells, representing Award sponsor 

 
 

With a suite of web-based professional real estate 

surveys and detailed reporting, RealSatisfied is the 

customer satisfaction solution built specifically for real 

estate agencies.

24. WEBSITE - INDEPENDENT
Place Double Bay 
Accepted by Reece Coleman

25. YOUNG AGENTS - 
COMMERCIAL SALES & 
LEASING ACHIEVEMENT
Pamela Medich 
Colliers International (NSW) Pty Ltd
Presented by Mal Smith, representing Award sponsor 

 

 

REI Super is the natural fund of choice for those 

working in the property sector. As an industry fund,  

REI Super pays no commissions to financial advisers 

and provides a ‘lifetime of difference’ to fund members.

26. YOUNG AGENTS -  
RESIDENTIAL PROPERTY 
MANAGEMENT ACHIEVEMENT
Elizabeth Henderson  
McGrath Hunters Hill
Presented by Aaron Dodds, representing sponsor 

 

 

With M2 Telecom, REINSW members can access  

great business phone, mobile and internet products  

at competitive rates, with the added benefit of 

receiving a monthly rebate off your bill.



AFS 227017

 
 

 

Every agent in different, every claim is different – so you need an insurer 
that really knows your business.

Realcover is the only real estate industry-owned professional indemnity 
insurer in Australia. Established by real estate agents, for real estate agents, 
you can rely on Realcover to understand your business needs.

Let Realcover protect your business and your reputation.

Obtain a no-obligation quote from Realcover by calling 
1800 988 396 to find out how much you can save!
For more information, call 1800 988 396 or email realcover@ajg.com

* REINSW members receive 25% off Realcover’s standard professional indemnity insurance rates in NSW.
Standard underwriting and pricing criteria will apply in assessing the risk such as claims and type of real estate activity.
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Residential Sales and Property Management

REDUCE THE RISK 

Using a waiver form

A sample disclaimer form is 

available at www.reinsw.com.au/ 

realcoverwaiver 

The information in this article  

is of a general nature and 

individuals should always 

consider their own circumstances 

before making any decision 

regarding any Realcover product.

While care has been taken 

preparing this article, and the 

information contained in it has 

been obtained from sources 

that Realcover believe to be 

reliable, Realcover does not 

warrant, represent or guarantee 

the accuracy, adequacy, 

completeness or fitness for any 

purpose that the article may 

be used. Realcover accepts no 

liability for any loss or damage 

(whether caused by negligence 

or not) resulting from the use of 

this article.

Reduce the risk 
of open house 
inspections
Indemnity clauses can be an 
effective tool to use against  
the risk of a claim against you  
by owners and third parties.

BY NANCY RAINBIRD,  
REALCOVER CLAIMS MANAGER
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CHAPTERS Commercial

 

Call in the professionals

A simple fitout can fast-track office leasing  
and commercial agents adopting this approach  
are reaping the rewards.

BY CYNDI TEBBEL

First impressions count CASE STUDY
 

Case study: Before Case study: After



 

Waste not, want not

Case study: Before Case study: After

“It’s a specialised 
area that I don’t 
think agents should 
be expected to 
know in great detail. 
But they need to 
know where to go 
to find out.”
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Golden property in mining regions

CHAPTERS 

Opportunity for investment

Stimulus for development

The strength of the mining industry has boosted property and rental 
prices in regional areas. But will it continue?

Country

BY GAYLE BRYANT



Locals paying the price

As long as 
countries such 
as India and 
China need coal 
we will have  
a market.

Exclusive REINSW Member BenefitsEEEEEExxxxxxxxcccclllluuuussssiiivvvveee RRR

Dedicated member support team 

No obligation bill 

A monthly rebate off your bill of up to $98 

 
                                          

Samsung Galaxy S II                         

Unlimited standard voice and text within Australia

Up to $100 of Included International Calls

5 GB Mobile GPRS & Free Social Networking 

M2 Telecom is REINSW’s preferred  
Telecommunications supplier

Great Value Mobile Offers

Call M2 Telecom on 1300 552 085
or email member.enquiry@m2.com.au

     $99 
      per month
 
 

*Terms & Conditions Apply

comparison service



Expert advice is always close by
Keep REINSW’s Member Helpline contact details handy  
and always have expert advice at your fingertips.

Can a tenant vacate 
without penalty at  
any time after a landlord 
has served them with 
an end of fixed term 
termination notice?

Residential 

Tenancies Act 2010 

Residential Tenancies  

Act 2010

What rights does a 
landlord have under the 
Residential Tenancies 
Act 2010 where a 
tenant is being difficult 
regarding access for 
prospective purchasers 
to inspect the premises?

Residential Tenancies Act 2010

The answers to other commonly 

asked questions are available  

at www.reinsw.com.au/helpline  

in text and audio versions.

You can contact the Member 

Helpline by calling  

(02) 9264 2343 or emailing  

helpline@reinsw.com.au.

A tenant must 
not unreasonably 
refuse to agree 
to days and times 
when the premises 
are available for 
inspection. 

Have you received your removable stickers yet?
We want to make sure that you never forget the contact details for the  
Member Helpline again – and with our handy removable stickers you never will!

If you haven’t received your sticker, let us know by emailing helpline@reinsw.com.au

Peel off the backing paper. Stick it to your monitor, 
notice board, or wherever 
is best for you – it will  
adhere to any surface!

If it loses its ‘stick’, just 
run it under some water 
and it’s ready to go again. (02) 9264 2343  

helpline@reinsw.com.au

MEMBERSHIP



To find out more about REINSW 

membership, call (02) 9264 2343  

or visit www.reinsw.com.au

MEMBER PROFILE: LORIENA CORRIGAN

 

FULL FIRM 
Castleoak Properties 

D & V Properties Pty Ltd 

Excelink Real Estate 

Extreme Real Estate 

 

Link Real Estate 

LJ Hooker Haberfield  

Lorie Corrigan Real Estate 

Village Property Estate Agents 

Richardson & Wrench  

Sydney City Commercial 

Option Investment  

Australia Pty Ltd 

 
BRANCH FIRM 
McGrath Seaforth 

 

 

PRACTICE MEMBER 
Mr P J Hanscomb 

Mr E C Curtis 

Mr J He 

 
RECIPROCAL MEMBER 
Top Notch Property 
Management 

MEMBERSHIP

NEW MEMBERS

Education, training and support made joining 
REINSW a must for Loriena Corrigan.

“REINSW have a range of 
courses that you can do, which 
helps to keep you up to date 
with what’s happening.”

We provide NABERS Ratings 
& BEECs which are now due 1 Nov 2011 
If you are leasing or selling commercial property over 2000m2, are you prepared?

Call now to get your NABERS Rating. 

1300 10 72 80 1300 766 180



The results are in!
The 2010/11 member survey shows overall satisfaction remains high.

MEMBERSHIP

The Journal, 
Member Helpline, 
legislation updates 
and REINSW 
agreements and 
forms are all held 
in high regard.

BY PETER GRIFFIN,  
REINSW GENERAL MANAGER
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The overall result

Into the detail

Real Estate Journal,

Journal 

Member Helpline

Residential Tenancies 

Act

Training

publication of research

PRODUCT/SERVICE   2010 2011

Real Estate Journal   94% 93%

Free Member Helpline   89% 91%

Paper forms and agreements  88% 87%

Email communications   88% 87%

Legislation updates   86% 87%

Legal support   84% 87%

Online forms and agreements  82% 87%

Online compliance guide  81% 86%

Compliance Review Service  85% 85%

Entry level training   86% 84%

Licensing training   85% 84%

Website   82% 83%

Industry events and forums  84% 82%

CPD & Skills training   81% 81%

eLearning   76% 81%

Political lobbying   81% 79%

Awards for excellence   81% 78%

Books and other publications  79% 77%

Publication of research   69% 77%

Real estate products   74% 72%

Media coverage   63% 66%

Commercial benefits   62% 62%

OVERALL SATISFACTION   92% 92%

Political lobbying
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ADVERTORIAL

realestateVIEW.com.au  
to launch iPhone app 

Key features of  
the application

For more information, email 

sales@realestateview.com.au  

or call 1300 695 645.

Media coverage

Next steps

COMPETITION WINNER
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RESEARCH

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 Sep-11 (%) Aug-11 (%) Jul-11 (%) Jun-11 (%)

Inner 1.5 1.5 1.5 1.4

Middle 1.4 1.6 1.5 1.3

Outer 1.3 1.3 1.6 1.7

Total 1.4 1.5 1.5 1.5

HUNTER   

Newcastle 1.3 1.8 1.4 1.3

Other 1.8 1.8 1.6 1.3

Total 1.6 1.8 1.5 1.3

ILLAWARRA   

Wollongong 1.6 1.6 1.3 0.9

Other 1.3 1.5 1.3 1.4

Total 1.4 1.6 1.3 1.2

CENTRAL  
COAST 1.9 2.1  2.0 2.4

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

 02/10/2011 35 61.0% 12 64.3% 28 73.3% 44 61.2%

 25/09/2011 104 64.2% 40 63.6% 87 66.7% 106 50.4%

 18/09/2011 108 71.3% 42 66.7% 70 52.9% 75 54.3%

 11/09/2011 65 61.3% 35 71.1% 47 69.4% 63 60.0%

 04/09/2011 78 55.2% 28 65.5% 69 59.5% 68 53.1%

 28/08/2011 66 64.4% 23 69.6% 49 57.4% 77 56.3%

 21/08/2011 64 61.1% 25 69.2% 39 54.2% 46 59.2%

 14/08/2011 69 69.9% 37 71.1% 57 54.5% 51 71.9%

 07/08/2011 72 74.4% 12 40.0% 42 61.4% 44 58.8%

 31/07/2011 93 67.0% 27 53.6% 41 68.9% 53 53.6%

 24/07/2011 77 69.7% 32 70.6% 42 68.9% 53 67.8%

 17/07/2011 48 80.4% 24 54.2% 38 57.8% 45 63.6%

Sydney weekly auction clearance rates – provided by Australian Property Monitors

 Sep-11(%) Aug-11(%) Jul-11(%) Jun-11 (%)

ALBURY 1.7 1.9 2.0 2.4

CENTRAL WEST 1.4 1.3 1.7 1.6

COFFS HARBOUR 3.8 3.7 3.5 3.4

FAR WEST - - - -

MID-NORTH COAST 1.9 1.8 2.1 2.0

MURRUMBIDGEE 2.2 2.4 3.0 2.6

NEW ENGLAND 2.4 2.6 2.5 2.5

NORTHERN RIVERS 3.0 2.6 3.9 3.8

ORANA 1.2 1.4 1.6 1.7

RIVERINA 3.4 3.1 3.1 3.0

SOUTH COAST 2.9 3.1 2.6 2.6

SOUTH EASTERN 1.7 1.9 1.8 1.5

 Number Auction 
 Auctioned Clearance  
  Rate

 225 53.7%

 634 58.2%

 586 55.3%

 421 57.5%

 459 53.3%

 451 53.7%

 386 55.2%

 378 57.3%

 332 57.0%

 492 53.7%

 356 63.8%

 299 58.6%

1.8% 

1.6%

1.4%

1.2%

1.0%

0.8%

0.6%

0.4%

0.2%

0.0%

Source: REINSW Vacancy Rate Survey

Sydney residential vacancy rate

Jul 11 Aug 11Jun 11 Sep 11Jan 11Oct 10 Nov 10 Dec 10 Mar 11 Apr 11 May 11Feb 11
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Call Jason Roach on 0448 455 556

BANKING

Call 1800 988 396 or visit  
www.realcover.com.au

FINANCIAL SERVICES

call 1300 664 715 or email  
agents.support@directconnect.com.au 

UTILITY CONNECTION

Call 1300 738211 or email  
info@expresscommission.com.au

AGENCY FUNDING

Visit www.propertyDATA.com.au

DATA

Call: (02) 9904 4478

Email: daniel@recd.com.au

Visit: www.recd.com.au

RECRUITMENT

Visit www.realestateVIEW.com.au

PORTAL

Call (02) 9330 5555 or  
email registerasl@adept.com.au

IT

sound choice for your business.

COMMUNICATION

SUPPLIER 
DIRECTORY

To Advertise in the  
SUPPLIER DIRECTORY 

 
0414 881 300

ADVERTISE NOW

Call 1300 125 276 or visit  
www.smokealarmsaustralia.com.au

SMOKE ALARMS

Call 1300 10 72 80 or visit
www.beeccertificates.com.au

COMPLIANCE
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Contact us
Reception: (02) 9264 2343

Email: info@reinsw.com.au

Website: www.reinsw.com.au
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Studio Commercial

REINSW Managing Editor:

Disclaimer
Whilst the Real Estate Institute of New 

South Wales uses its best endeavours in 

preparing and ensuring the accuracy of 

the content of this publication, it makes no 

representation or warranty with respect to 

the accuracy, applicability, fitness, legal 

correctness or completeness of any of the 

contents of this publication.

The information contained in this publication 

is strictly for educational purposes only and 

should not be considered to be legal advice. 

Readers must obtain their own independent 

legal advice in relation to the application of 

any of the material published in this journal to 

their individual circumstances.

The Institute disclaims any liability to any 

party for loss or any damages howsoever 

arising from the use of, or reliance upon, any 

of the material contained in this publication.

The views and/or opinions expressed in this 

publication are those of the respective author 

and do not necessarily reflect those of the 

Real Estate Institute of New South Wales.

Small price to make  
a big difference
It could have bought her a new lipstick, but instead 
Kathryn Hall used a spare $50 to give an African 
village a new school building.

YOUR STORY

LAST WORD

 I thought ‘I’m just 
about to buy a 
lipstick for $50’ 
so I decided to 
donate that money 
instead. 

KATHRYN HALL,  
PRINCIPAL OF KATHRYN 
HALL REAL ESTATE

The Milami  

School now has  

more than  210  

enrolments from   

Pre-kinder to Grade Six.



02 9977 0011

Aerial photographs sell property. 






