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IT’S A MATTER OF TRUST
Concerned at the thought of a real estate
agent suing you for commission?
You really shouldn’t be! We’re yet to see
an instance whereby a property owner
was inappropriately sued for commission.
It is important to realise that the law as it
applies to commission entitlement is as
much there to protect sellers interests as it
is the engaged agent’s commission.
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These laws are regularly invoked where a
buyer gets it into his or her head that they
may be able to buy a property cheaper
by approaching a seller direct (assuming
they’ve got the hide to attempt to do so).
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Introduction
Welcome to this March edition of MOVE
As we enter the key autumn marketing
period, some marked changes in market
fundamentals appear afoot which if they
were to continue could prove a real game
changer for 2013.
Listings continue thin on the ground and
we are now starting to see more and more
instances where buyers are missing out,
a vagary of the market that we have not
seen for some time (years in fact).
Much improved housing affordability from
plummeting interest rates and diminished
bank returns is also having an impact
in that for those not willing to chance
jumping aboard the roller coaster share
market ride, residential property is the
only investment alternative left that offers
better safe returns than cash, (and with
the bonus of future capital growth).

Even more unconscionable is the ever
popular scam where a buyer introduced
to a property by the one agent, colludes
with a second to try and rip off a seller.

Less direct but at least equally signiﬁcant
news has been yet another weather event
test for our much maligned Wivenhoe
Dam, the second in two months.

Some agents have this practise down to
a ﬁne art and typically put it into effect
by convincing a buyer who has shown
interest in a property through the listing
agent that if they make any offers through
them (and not the introducing agent), then
they will get it cheaper. Obviously such
inducement has a certain appeal to many,
but is equally clearly much contrary to a
sellers ﬁnancial interests.

During this latest one however, unlike
that of last month, no-one seemed to
panic (indeed most people didn’t bat
an eyelid). It’s has been quite amazing
how quickly raising the bar in the dam
management’s level of accountability has
calmed people’s nerves.
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Where the risk of double commission (plus
damages) proves to be a strong enough
disincentive for a seller to not be tempted
to let themselves be conned, everyone
wins. The seller wins because they get the
best price. The agent doing the right thing
wins because they get paid. The buyer
wins because they don’t miss out on their
preferred property (as usually happens if
they engage in any unseemly behaviour).
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The only dampener on what otherwise
seems a fairly fertile property ﬁeld is
the rather poor decision by our political
(mal) administration to embark upon the
most drawn out election campaign in our
history, predictably having the effect of
causing many people to sit on their hands
where they otherwise probably wouldn’t.

