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On behalf of all of the team at JOHNSTON 

DIXON Quality Property, welcome to our 

latest mOVE magazine featuring many 

of the finest properties for sale or lease 

around Brisbane.

Over recent weeks we have been able to 

announce the formal commencement of 

a new dedicated Commercial Sales and 

leasing Division, set up to complement 

other existing arms of JOHNSTON DIXON. 

Activity across the property market 

broadly over recent weeks has been 

slower than usual for this time of year 

thanks to an extended run of public 

and school holidays that jointly have 

significantly interrupted flow. 

A positive factor for the market though has 

been the recent and pleasing turnaround 

in fresh residential listings to the market 

after what can only be described as a 

very slow start to 2011. 

Property management continues as the star 

performing sector of the property market 

as we move further through 2011. This has 

been due to both more people choosing 

to rent than to buy as housing affordability 

has fallen away, and the short term inflated 

demand from January’s floods. 

Ends. 

Promoting Values in Property

Our company motto of ‘Promoting Values 
in Property’ may be able to be interpreted in 
duplicate ways but it is far from duplicitous as 
we mean it from both perspectives. 

As most successful people know, good times 
may come and go but reputations (good or 
bad) last forever.

Following this you reap what you sew theme, 
most also know that there is never a right way 
to do a wrong thing, that we should always 
seek to do the right thing by all wherever 
possible. By doing that, the worst that can 
happen is we may lose a bit of business (but 
none of our highly valuable credibility).  

These are values that we are happy to be 
found guilty of promoting. 

We are equally content to be found guilty 
of promoting dollar values in our business, 
which we do for all of the property that we are 
entrusted to represent. 

I am so often bemused when I hear from 
clients that they’ve been told they shouldn’t 
look at property through us because we 
always chase top dollar for our vendors. 

As if that should be news!. Of course we 
always want the best possible outcome for our 
clients. Anyone who thinks otherwise needs to 
revisit what real estate agents are paid for. 

So yes, we do formally confess also to trying to 
improve the value of all the properties we are 
hired to represent.We do this because it is the 
right thing to do obviously but also because 
we don’t really have a choice, not having ever 
encountered too many people in the market 
prepared to pay a good price for a property 
without at least some active ‘encouragement’ 
from our end.  
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