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Choose buyer’s
agent with care

Their specialist knowledge can be a godsend but they
may have conflicted interests, writes Duncan Hughes.

A great buyer'sagent can navigare a prop-
erty buyer through the sheals and sharks of
the real estate market and deliver a bespoke
outcomeon budget and on time.

builders, developers and ngents, as well as
checking on their experience and specialist
kmowledge of market segnients, regions and
the different needs of home buyers

But buyers newd to be ol
eonflicts of interest and fee structures that
can provide incentives for agents to bid up
the sale price rather than keep it down.

Industry veterans warn would-be cliens
to pick their adviser with all the care thar
they apply in choosing a kawyer or doctor by
asking g tbout thelr Lifs
experience and specialist skills,

“[Buyer’s] agents need to know when to
Told and when to fold.” says David Marrell,
adirector of buyer's advocate firm Morrell
and Koren, who spent 15 years as an auction-
eer before becoming a buyer's advocate
about 15 years ago, “That tvpe of knowledge
only comes from fence,”

Buyer's ngents are hugely popular In the
|1 15 Bt still sooount fora rel Ty
low proportion of purchases in Australia,
typically atthe $5 million top end of the mar-
ket or lower-value Investment propertics
on behalf of buyers with no time to do their
own homework

Buyer's agents should be members of
a professional organisation, such as a real
estate institute or the Property Buyer's
Agents Association of Australia, which pro-
vides some assurance abonr aperating
within standands and having professional
Indenuiity cover.

They specialise in searching, assessing
and negatiating the purchase of a property
on behalf ofa buyer. Most will scarcha mar-
ket, provide their client with a shortlist of
properties and then negotiate the deal.

Altematively, others will undertuke only
the iating, or auction bidding service.

Rich Harvey. chiefl executive of property-
buyer.comau, says: “Ask a buyer’s agent if
they are really ‘exclusive’ or independent’,

“If they accept sales commissions from
vendors or developers, they cannot be con-
sidered independent, as they are acting in
theinterests of the seller.”

Harvey says would-be clients should
check on an agent's capacity to research
amarket - get a sense of their networks with

Best home loans

“Choosing a professional buyer's agent
Gl save you hundreds of thousands of dol-
lars,” headds.

Patrick Bright. director of EPS Property
Search, says he regularly recetves calls from
property sellers wanting to list their prop-
erty in the hope he can find a matching
buver. Bright, wha says he has been involved
tn the purchase of more than $500 million
worth of property, says: "Many vendors
want us to put together a deal without the
stress amd strain of having the entire neigh-
Dourhood raipsing through their howse on
open days”

He also says it cuts out sales agent com-

; ) e

“I's not justabout what is on the marker”
says Bright, who claims his team of elght
agents is “flat out”, A Lot of propertics are
ot publicly advertised.”

Some buyer’s agent companics say they
can effectively manage servicing buyers as
wellas seflers, despite the problems faced by
other professions, such as investment
banks, in stopping valuable commercial
information being leukod.

“Most sellers want to test the value of the
thetr properties on the market,” says Harvey,

Itis also unlawful for an agent to receive
commission from the buyer and seller of the
same property.

“In the end you have to ask whose inter-
esls is the agent working for,” says Robert
Larazza, head of policy and public affairs for
the Real Estate Institute of Victoria. "A law-
yer can'targue both sides of a legal case. It's
alsonot golng to work sclling real estate.

Industry cstimates about the number of
buyer’s agents vary from about 100 to 350,

Lower interest rates amd weak share-
markets are re-energising the Sydney prop-
erty market and keeping Melbourne's
agents busy in the lead-up to the spring
Sles season.

Demand is also coming from eashed-up
overseas buyers, many of whom prefer to
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200

dollars
typical fee
charged by a
buyer's agent to
attend an auction

use the local knowledge of an agent, and

ing. assessing and negotianion - vary accor d-

investors buying properties, particularly for  ingtothe value of the property,

MY superannmuation schemes. Propertybuyer.com.au has a fixed fee of
Morrell savs salesof more than S5mill about S5 prop ledatless than

are invariably done privately or off market,  $500,000. Payments for deals valued over

rather than by auction. §500,000 are based on a schedule that usu-
Fees fora buyersagentvaryaccordingto  allyworksoutatabout 2 per centofthe value

the type of service being of the property, Other agents quote between

Having an agentattend an aucthon would
typically cost between $500 and $750, with
sucoess foes starting about S250,

Cost for a full service - involving the find-

1 percentand 2 per cent ol the sale price. Buy-
ers should remove any financial incentive
for anagenito sell at the highest price by cap-
pingcominissions, or negotiatinga fee.
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