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EDITORIAL 

2002 has shaped as one of the busiest years for 
some time. 

September 11 and the poor performance of capital 
markets around the globe have seen a re-rating of real 
property assets in New Zealand. However, the challenge is to 
always provide a product that is attractive to those who 
make decisions on investment in property. Then there is 
the ongoing challenge to ensure that people, places and 
spaces are maximised for the full benefit of the 
community, the individuals within them, and the 
economy. 

It was to this end that the Institute held its second 
annual conference in Rotorua in May. Among the 30 speakers were 
seven international speakers who talked on a range of diverse topics. 

Digital intelligence and the interaction between the computer and the 
built environment was an issue that provoked much food for 
thought. Indeed, the proposition was that buildings are computers and 
computers are buildings. The integration of technology into the built 
environment is pushing new boundaries. Digital intelligence is 
challenging the traditional 2D view of the world with the suggestion that 
it is a dimension of the past, being surpassed by 3, 4 and 5D concepts 
and realities. 

Emotional intelligence challenged our concepts of human capital, and 
what that actually means and translates into for us in our 
organisations, and as individuals. 

First hand experience of, and lessons from, September 11 
provided useful practical insights into risk management. Along with 
engineering insights and tales of personal experience the presentations 
provided an amazing experience. 

In this journal we have included some of the papers from these and 
other conference speakers. 

Water is one of the most important elements in any environment. In 

New Zealand we are seeing the emergence of new markets for water which 

are at a relatively immature stage.  To assist with the 

understanding of these markets, we have included a paper based on the 

Australian experience which will give some insights into where our New 

Zealand water markets may evolve to. 
The property asset base is made up of some $400+ billion and is 

crucial to the success of the economy and our communities. What you do 
as professional is therefore very important. I trust that the contents of this 
journal will provide you with insights and assistance as you go about 
doing your important work. 

Conor English 
Editor 
New Zealand Property Journal 
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Challenges confronting property 
valuation practitioners in Australasia

Background
The New Zealand Property Institute (NZPI) was 

launched in 2000 following the overwhelming support
for a new organisation by members of the New Zealand 
Institute of Valuers (NZIV), the Institute of Plant &
Machinery Valuers (IPMV), and the Property & Land 
Economy Institute of New Zealand (PLEINZ).

The new institute has a membership of some 3000 
key property professionals who provide services in a 
number of property related areas. These include;
property management, property consultancy, property 
development, property valuation, facilities management, 
plant and machinery valuation, financial analysis, real 
estate sales and leasing, project management, and
others.

The institute has 17 branches across provincial and 
metropolitan New Zealand, a number of overseas
members, and is affiliated to a number of other 
international property organisations, including RICS, 
PRRES, etc. The NZPI Registration Board provides 
registration in the following streams:
• Property consultancy
• Property management
• Facilities management
• Plant and machinery valuation

Members who are registered valuers are
administered by the Valuers Registration Board (VRB). 
The VRB's role is to ensure a minimum standard of entry 
for valuers becoming recognised by registration. Further, 
the VRB is responsible for keeping an up-to-date register 
of all registered valuers, and the issuing of annual
practising certificates. To obtain registration applicants 
must have obtained the age of 23 years, completed an 
approved tertiary degree and have not less than three 
years practical experience in New Zealand within the 10 
years immediately preceding applying for registration.

Australia
The Australian Institute of Valuers and Land 

Economists (AIVLE) was repositioned in 1998 in
response to the changing needs of, and influences on,
the property profession and renamed The Australian 
Property Institute (API).

The API is a national body with more than 7500 
members who are experts professionally involved in the 
valuation, administration and use of land, property, and 
plant and machinery. The institute has eight divisions

including the national office that are generally 
determined by the state boundaries of Australia.
Membership entry to the API is based upon tertiary 
educations standards, accompanied by recognised
practical experience, similar to the requirements of the 
NZPI. The members practice across a wide range of 
activities such as property valuation and analysis,
finance investment research, development subdivision, 
sales, leasing and management, and plant and
machinery valuation.

Closer links: The 1998 Trans Tasman Mutual
Recognition Arrangement

The Trans-Tasman Mutual Recognition Arrangement

(TTMRA) between New Zealand and Australia came 
into effect on May 1, 1998. Its objective is to reduce 
regulatory barriers to the movement of goods and 
services between New Zealand and Australia. For
valuers, it means that if a person is registered to practise 
as a valuer in New Zealand, then they will be entitled to 
practise an equivalent occupation in an Australian
jurisdiction (and vice versa).

However, every New Zealand applicant for 
admission as an associate member to the API will be 
referred to the divisional membership committee which 
shall satisfy itself as to whether or not the applicants who 
have an approved overseas degree, have a period of at 
least two years approved professional experience 
gained in New Zealand within the four years 
immediately prior to the date of application.

Issues and challenges facing property valuers in 
Australasia

A global profession: RICS
The Royal Institute of Chartered Surveyors (RICS) is 

an international organisation with some 108,000
members working in 124 countries (Armstrong, 2000). 
The importance of establishing a truly global profession 
was identified as a key part of the status agenda in the 
Harris Report of 1998. According to RICS chief executive 
Louis Armstrong: "From July 2001, the institute will
become more recognisably international with the advent 
of a governing council made up of representatives from all 
world regions. The governing council will make
policy for the whole profession. Globalisation of 
business has become a reality and the internet is forcing 
the pace of change. The overall mission of RICS is to 



elevate the status of the RIGS qualifications 
worldwide..."

Key strategic objectives are to:
• Increase the profession's influence and business 
potential worldwide
• Promote the qualification
• Attract top quality entrants, qualifying indigenously
• Create a global brand.

Priority areas for the next three years are Europe, 
USA, Australasia and China. The RIGS was established in 
Australia with an office in Sydney in December 1999. It is 
now attempting to enter the New Zealand market. 
However, there has been a degree of resistance from the 
local members and their institutes.

The property institutes within Australasia are 
already struggling to maintain membership levels and 
recruit new members and the entrance of RIGS to these 
markets is viewed unfavourably by many. All three 
bodies continue to compete for members and how 
successful they are in their recruitment efforts will likely 
be determined by the level of membership services 
offered at the most reasonable fee.

Undoubtedly, all members conscious of the need to 
strengthen their profession and have a more global
focus will view the benefits of an international 
organisation more favourably. However, some
Australasian members remain parochial and resistant to 
change in the face of the challenges of
internationalisation and doing business in the global 
economy. Sole practitioners are particularly at risk of not 
managing to keep pace with change and compete at an 
international level.

Concern has been expressed that the larger firms will 
get larger and that the sole practitioners will not be able 
to compete and will be forced out of business. It is true 
that the pace of change threatens the livelihood of many 
valuers and only those that can meet the
challenges will survive.

Legislative challenges:
New Zealand
A major change to the tradition of rating valuations in 

New Zealand occurred in 1998. The Rating Valuations Act 
1998 repealed the Valuation of Land Act 1951 and 
amended the Rating Powers Act 1988.

Under the previous legislation all properties in New 
Zealand had to be valued for rating purposes by a quasi-
government body: Valuation New Zealand (previously The 
Valuation Department). The new Acts formalised the 
corporatisation of VNZ and provided for the
appointment of a Valuer-General within Land Information 
New Zealand (LINZ) and for the creation of a crown-
owned company (Quotable Value NZ).

The new Act also provided for contestability of 
valuations   by 2002 all territorial authorities can choose 
who provides their valuations that they use for rating 
purposes. Thus, Quotable Value NZ has had to compete 
with other valuation service providers. The only

requirement is that the valuation services provided must 
be carried out under the authority of a registered valuer. 
Sending of notices of valuation to ratepayers is the
responsibility of territorial authorities. The Valuer-
General regulates provision of valuation services to local 
authorities to ensure national consistency (rather than 
provide these as previously).

This change has not only made the market for 
territorial valuations more competitive but also more 
contentious in terms of uniformity. Standardisation of 
methods and access to a central database is no longer
possible when the rating valuation work and associated 
databases are spread between various organisations. The 
quality and maintenance of those databases is left to the 
discretion of each independent valuation provider. This 
brings into question the quality and fairness of the
valuations for rating purposes where a level "playing 
field" is paramount.

Australian taxation valuations are still undertaken by 
the equivalent of the NZ Valuation Department, The 
Valuer General's Office (VGO). It will be interesting to see 
if similar privatisation and free-market moves that have 
occurred in New Zealand are replicated in
Australia.

Australia    a new tax system
The Goods & Services Tax became effective in

Australia on July 1, 2000. The introduction of GST

follows similar moves in New Zealand (1987) and 
Canada (1991). The Howard Government, re-elected in 
1998, made a major reform of the taxation system by 
reducing personal income taxation and introducing the 
Goods and Services Tax (GST). The chief executive of 
the Property Council of Australia, Peter Verwer, was 
quoted as describing the reform as "the most radical 
improvement in the tax system as it applied to property 
in the post-war period". However, there have been a 
number of questions raised by valuers over the 
application of GST to property transactions and also 
from a business-owner's perspective.

To help address these issues the Australian Property 
Institute established a national GST committee headed 
by KPMG tax partner Peter Poulos and other leading 
practitioners from the. property profession to review the 
GST legislation and provide advice to members. A
number of CPD events have been held throughout the 
country to clarify some of the issues relating to the
impact of GST on property. The API has since released a 
series of advice notes for its members on GST and real 
property. The package provides practical guidance to the 

property profession in applying GST to construction
contracts, leases and a number of other relevant topics 
and clarifies what should he considered when applying 
the GST.

One such issue that raised concern amongst valuers 
was the disposal of real property and GST. The API's
director of research and policy, Grant Warner, clarified a 
number of points concerning the methods of sale for the 
disposal of commercial property. There are three 
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methods of sale of real property for GST purposes: 
• The normal method (subject to full GST)
• The margin scheme; and
• A going concern

Under the normal method GST at a rate of 1/10th 
of the purchase price would be applied to the sale of a 
property. The normal method is best suited to the
disposal of real property that is not a going concern and 

where the purchaser can recoup the GST by way of a tax 
credit at the end of the tax period.

Under the margin scheme, GST is calculated at a rate 
of 1/11th on the difference between the purchase price of 
the property and the valuation of the property as at July 
1, 2000 (where the property is owned by the vendor
prior to July 1, 2000). Where the commercial property 
was not held by the vendor prior to July 1, 2000, and is
placed on the market after July 1, 2000, the margin is

calculated at the rate of 1/11th on the difference between 
the vendors original purchase price of the property and 
the current sale price of the property. Where the margin 
scheme is utilised as the disposal method, the purchaser 
cannot claim an input tax credit for the GST paid.

The margin scheme is best suited as a disposal 
method where the purchaser is a financial institution, a 
bank, life insurance company, superannuation funds or 
private individuals who have no entitlements to input 
tax credits. The margin scheme cannot be utilised if the 
property has previously been sold via the normal 
method. The margin scheme can be utilised if the 
property was previously sold as a going concern. This is 
because the acquisition of a going concern is not viewed 
as a taxable supply

A commercial property sold as a going concern is 
GST-free. For a commercial property to be sold as a 
going concern the following must apply:
• the purchaser must be registered or required to be 
registered,
• the sale of the property is for consideration, and
• the vendor and the purchaser must agree in writing 
that the supply is of a going concern.

In addition:
• the vendor must supply to the purchaser all of the 
things necessary for the continued operation of the
enterprise, and

• the vendor must carry on, or will carry on, the 
enterprise until the day of transfer of the property.

There is, at present, no defined level of occupancy of 
leased commercial premises included in the definition of 
going concern. Clarification on this issue is currently
being sought from the ATO. At present the sale of a 
commercial property with an income stream may be
viewed as a going concern. The vendor is responsible for 
remitting GST to the ATO. For the vendor to recoup the 
GST from the purchaser the sale contract must state the 
method of disposal utilised and include a clause requiring 
the purchaser to pay the GST to the vendor. Purchasers of 
commercial property do not have to be registered to
acquire property or be able to claim input tax credits.

They may however be required to be registered in order 
to claim an input tax credit.

Other issues raised by API members have included: 
• The quantum of GST payable on sales of newly
constructed dwellings, pre and post July 1, 2000, which 
have been pre-sold (off the plan) with no mention of GST 
in the contract.
• The quantum of GST payable on construction costs 
not spent by July 1, 2000, and applicability of the
margin scheme.
• Does a fixed price contract entered into before July 1, 
2000 impact on whether GST is payable?
• Does the liability for GST matter if the development 
project is residential versus non-residential?
• The GST liability for sale of a residential property 
(block of flats) previously held for investment purposes 
and settled either pre or post July 2000.
• The GST liability on the leases of non-residential 
property.
• Will landlords be able to recoup GST payable on 
building expenses regardless of whether or not a lease is 
explicit on the payment of GST?
• Is GST payable if a property is sold after July 1, 
2000 where there has been no capital gain?
• A lease entered into prior to December 2, 1998, not
fully paid, and with a review opportunity between July

8, 1999 and July 1, 2000, will be subject to GST from
July 1, 2000. However, clarification is needed on the
GST liability of a lease entered into in February 1996 for 
a 10-year term with a review to market every two years.

As can be seen from the above example and valuers' 
questions the issues relating to the treatment of GST are 
not straightforward. Clarification from the ATO will be 
required where interpretation of the Act is unclear.

Further, many valuers view the new legislation as an 

administrative "nightmare" as it has required them to
learn, develop and introduce new and involved 
accounting practices into their businesses. The national 
secretariat of the API has been working hard to answer 
all members' questions and has posted answers to these 
and other questions on the API web site at 
http://www.propertyinstitute.com.au/GST-Page.htm.

Professional indemnity insurance challenges 
(Australia)

There are currently no Australian insurance 
companies prepared to underwrite professional
indemnity (PI) for valuers and only one international 
insurer (Lloyds, London) that is willing to do so.
Further, the premiums have escalated sharply. 
Apparently, Australian valuers have claimed 350% of the 
premium pool for the last several years and if API does 
not institute compulsory annual risk management 
seminars for its members, they will not be able to get 
professional indemnity insurance at any price 
(Kooymans, 2001).

As a consequence, national certified practicing 
valuers in Australia have been forced out of the 



valuation profession because they can no longer 
afford professional indemnity insurance. Premiums 
for certified practicing valuers (CPVs) are between
$4000 and $12,000 per annum for an average of $1 
million in cover. This is an enormous expense
when CPV's fees average only a few hundred dollars 
and their incomes are often quite modest by
professional standards.

The high cost of professional indemnity insurance 
results from many factors, but huge court settlements 
make a hefty contribution. Australian courts have set 
precedents that allow for higher awards to litigants than 
is common in some other jurisdictions. The highest
settlement awarded to date has been for $3.5 million in 
1999.

"Senior members of the API appear to be
speculating that many valuation practices, if not all, may 
not be able to afford to arrange PI cover next year ..... if
this worst prognosis is correct, many practices will have
to consider whether to continue without cover or do
something else" (Spencer, 2001). Spencer, a sole
practitioner in Perth, Western Australia, points out that
many major clients require a continuing professional
indemnity cover before they will enter a valuation
contract. Valuers are understandably concerned about
what will happen with those clients in the event that PI
cover is unavailable.

The Australian Property Institute is currently
examining the problems of PI insurance within the
property profession and believes the crisis in PI
insurance is now an issue that state governments should
urgently examine if they want to ensure that Australian
consumers can afford the services of their professionals.
To begin addressing the issues the recently formed API
national council sub-committee on PI insurance sent
out a survey to all members on the March 16, 2001.
The aim of the survey is to ascertain members'
experience with PI to gain a detailed understanding of
the magnitude of the current "parlous state" of the PI
market.

This survey is the precursor to the development of a
number of strategies aimed at improving the market for
PI insurance for members on a short-term, medium-
term and long-term basis. The survey results will allow
the API to analyse the total premium pool, how it has
evolved in recent years and the claims ratios/relativities.
The statistics on claim type, property type, etc, will help
to isolate areas of risk and to formulate strategies to
alleviate the cost of insurance for members who do not
take on high-risk work. Meanwhile, uncertainty remains
about the future of the profession in the event that no
affordable PI insurance cover is available.

The level of fees
The level of fees for valuation services has been

dropping over recent years, partly due to the
competition for valuation work from non-traditional
suppliers of valuation services: banks, accountants,

0

lawyers etc. These related disciplines are seen by many 
valuers to be encroaching and poaching on their area of 
specialisation. While under fee pressure valuers, in an 
attempt to increase turnover volume, are pushed at an 
increasing pace resulting in greater risks of making
mistakes and lower grade work. To compound the fee-
issue the profile of the valuation profession appears to be 
suffering, partly as a consequence of the standard of 
work being conducted (low fees resulting in time
pressures: shorter reports and more mistakes) and the 
media attention to negligent valuers. It has become a 
vicious cycle.

Another compounding issue is the huge demand
being placed on valuers by banks who are requiring

a greater level of detail in valuations particularly for 
commercial lending on proposed developments.
Pressure to produce work involving greater detail 
and exactness is also coming from landlords and 
tenants in rent-review valuations. In practice, an 
increase in valuation detail and accuracy is to be 
encouraged but it is posing a major challenge for 
valuers as clients resist paying extra for the time 
necessary to achieve this.

A related issue is the use, or abuse, of the 
computer. While technological advancements have 
made valuers' tasks more efficient they also pose huge 
challenges to valuers to maintain high standards, 
especially when clients expect portfolios to be valued 
in ridiculously short time frames. The potential for 
error is enormous. Valuers are cutting and pasting 
documents incorrectly, printing out documents and 
sending them to clients without proof-reading them, or 
mistakenly sending out old drafts. All of these errors 
are a result of valuers trying to do too much in too 
little time, an indirect consequence of the low fees 
being charged.

The design and implementation of robust and

mandatory self-audit functions would help overcome
many of the potential pitfalls outlined here, according to

Daly (2001). The introduction and mandating of such 
functions would, ideally, be enforced by the professional 
body within each country.

Standardised valuation reports: An efficient process? 
In an attempt to standardise residential mortgage 

valuation reports in Australia and allow valuers to be 
more efficient while maintaining high standards of
practice, a report, and associated software package 
called Property Pro: API Residential Mortgage Short, form 
Report: Valuation and Security Assessment was introduced 
in 1997, and updated in 2000. However, there has been 
much debate over the use of a short-form report and 
whether residential mortgage valuations and associated 
reports should be standardised. Further, some teething 
problems occurred in the valuation methods 
recommended and methods of analysis used. These 
have since been addressed and Property Pro is now 
being trialled in New Zealand. 
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Valuing public sector infra-structural assets
Over the past few years there has been a worldwide 

movement towards public accountability and more
efficient resource management. As a by-product of this, 
together with the introduction of various legislations, 
the need has arisen to define, value and record local 
authority assets and resources, and to do so using
specific financial reporting guidelines. The main 
purpose of this process is to enable authorities to make 
the most cost-effective use of their capital and to ensure 
that no asset is overlooked or under-utilised. This 
exercise is not unique to Australasia, other countries are 
in the process of, or have completed, the collation of 
such data.

National professional bodies have worked at an 
international level to ensure a similarity of approach in 
response to the increased awareness of the need to
adopt common standards globally, as discussed below 
However, these developments are not without their
problems. For example, it is questioned if the methods 
of valuation are sophisticated enough to cope with the 
task, especially when dealing with assets that are held 
primarily to provide services to the community rather 
than to generate revenue, such as infra-structural assets. 
Most valuation methods are based on the assumption 
that property is purchased and held for financial gain 
and that it will be utilised to meet that purpose. Hence, 
the values being assessed do not fit in with the
philosophy of the undertaking concerned. Herein lies 
the problem.

Results from research conducted in 1995 both 
within Britain and New Zealand to determine the 
current practice of how local authorities record and 
value the assets they own showed that that the
procedures and methods adopted by local authorities, 
and the valuers they employ, varies widely (see Bond & 
Dent 1996, 1998 and Dent & Bond 1999).

Interestingly, British authorities are not required to 
value many of the more difficult to value asset classes, 
such as infrastructure and yet, the New Zealand
authorities are. There is ongoing debate over how to 
value infrastructural assets and whether they should be 
valued at all. For example, Birch (1991) stresses the
basis of valuation needs to reflect the value of the assets 
not only to the Crown but to the taxpayer also. Birch 
warns that the process of valuation should only be
carried out if it meets this objective and if it is a cost 
effective method of achieving its purpose.

Young (1993) is particularly critical of the process 
and questions how, by simply changing the method of 
accounting, this will achieve more efficient management 
and how, by valuing the assets, the use of them will
become more efficient. He also questions the need to 
value all assets or utilities involved, as some may in fact 
be liabilities rather than assets. He cites the views of
Auckland City Council that the value of infrastructural 
assets is irrelevant in terms of accounting or operational 
efficiency, and that the cost of the valuation exercise is a

waste of ratepayers' resources. "Auckland city executives 
believe that a valuation approximation obtained at little 
expense is all that is required for accounting and
managerial purposes..."

Given that the current legislation requires these 
assets to be valued in NZ, clear and specific guidelines
are required by valuers on the methodology to use when 
valuing infra-structural assets.

Thomson (1993) outlines the three traditional 
approaches to valuation and how applicable they are to 
valuing crown assets. He mentions that adopting the 
sales comparison approach for valuing city utilities is 
inappropriate as these are rarely traded so little market 
evidence exists upon which this approach relies. Even 
where sales do exist he feels these could not be sensibly 
compared due to New Zealand's small size. He considers
the net income approach to he invalid for valuing

(often) monopolistic businesses as price of services are 
not set by market forces and thus will not reflect net 
current worth, as defined.

The literature indicates that the replacement cost, or 
variation of this, has being relied on where no active
market exists for an asset and/or the assets are non-
income generating. This is the method that is generally 
accepted within the New Zealand profession for valuing 
infrastructural assets.

The replacement cost approach combines two 
approaches to value total property. The sales comparison 
approach is used to value the land, and a depreciated 
cost method is used to value the improvements. As 
mentioned above, the sales comparison approach is not 
appropriate where there is no market evidence and as 
land forms a large proportion of the total asset value, 
often, this approach dominates the cost approach. 
Herein lies one of the limitations to the traditional 
valuation method. However, given that it is primarily 
the improvements that give a public good asset its 
unique characteristics, this problem is not
insurmountable and comparable sales of similarly 
located vacant land are usually available.

Perhaps the most difficult aspect of the replacement 
cost approach is in the assessment of depreciation.
Depreciation is difficult to identify accurately, much less 
quantify. Accrued depreciation is defined as a loss in
value from any cause. The principal causes of accrued 
depreciation are physical deterioration, functional
obsolescence and external obsolescence. The most 
common and simplest method of assessing depreciation 
is by estimating the economic life of the asset and 
calculating the annual rate of depreciation that will 
reduce the value of the asset to nil by the end of its 
economic life.

For assets that are to be maintained in perpetuity, 
such as roading, an estimate of economic life is not 
sensible as the asset will be maintained in perpetuity.
The asset will, of course, suffer physical depreciation but 
to deduct this from an estimate of cost will derive a
value figure unlikely to be related to its true worth. For

1 
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example, to ensure the assets continued existence the 
physical depreciation will, in most cases, be rectified on a 
continuing basis. However, if this cost were to be
deducted from the cost of the asset, it would, over time, 
provide a negative value figure.

The approach to assessing depreciation, as outlined, 
assumes that depreciation accrues in equal annual
amounts over the estimated life of a property but this 
may not be the case and is difficult to prove. Further, 
obsolescence is particularly difficult to measure due to 
its largely intangible nature and uncertainties over
causes. Thus, any allowance for depreciation contains 
an element of judgment not capable of proof.

To date, little attention has being given to other 
possible alternative valuation methods that might better 
meet the valuation purpose, as outlined above.

The most recent method advocated, a refinement of 
the cost approach, called the optimised replacement
cost approach is considered by Thomson (1993) to be 
the most satisfactory method available particularly for 
infrastructural assets. The reason given for this is that it 
overcomes a number of limitations of the traditional 
replacement cost approach such as the assumption that 
the assets will be replaced with ones much the same as 
those existing. Horsely (1991) lists factors that the
approach accounts for including: exposure to private 

sector competition; obsolescence due to changes in 
public policy; or other confounding factors, such as 
industry regulation.

The idea behind the "optimisation" process is to 
take into account technological and functional
obsolescence by assessing replacement costs using 
"modern equivalent assets". For example, the
replacement of cast iron gas mains with polythene. 
Further, the process assesses the most efficient asset 
configuration for replicating the existing services
provided by the assets and, thus, does not need to

assess cost based on assets that are either under, or over, 
utilised which the traditional cost approach includes. The 
technique has been applied to the valuation of
some local authority infrastructural assets, for example, in 
Palmerston North and Auckland.

However, few advocates of this approach have 
provided practical examples of how it can be applied to 
various types of assets. Further, as the approach still 
requires the estimation of depreciation the problems, 
outlined above, with the traditional approach still 
remain. For example, in describing the method, 
Horsely (1994) simply mentions that the system or 
network can be depreciated on the basis of the service 
life of the individual components but provides no 
explanation of how the latter is derived.

How valuers go about estimating not only the 
lives of assets but also the most efficient asset
configuration is open to speculation. It would be of 
interest to know, for example, how the most efficient 
configuration of roading would be decided? According 
to a report by Deloitte Ross Tohmatsu on valuation
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methodologies to apply to the valuation of Crown 
Health Enterprises, the most appropriate asset

configuration and assessment of the existing asset 
structure against this requires engineering
assessments. This being the case the optimised

replacement cost approach will involve the estimates 
from not only valuers, but engineers as well, adding to 
the total cost of the exercise which may well be
beyond the budget of many local authorities.

For those assets with earning potential, such as 
water supplies, which operated as a monopoly where
prices were set outside of a contestable market Thomson 
(1993) recommends an optimised deprival value
methodology. The reason given for advocacy of this 
approach is that it takes into account the monopoly 
nature of the assets by setting values at:
• No greater than depreciated replacement cost 
(DRC), if discounted cash flow (DCF) is greater than
DRC

• No less than net realisable value (disposal value of 
the asset net of disposal costs), if DCF is less than NRV
• Discounted cash flow value, if NRV is less than
DCF, and this is less than DRC.

However, such an approach still requires the 
assessment of DRC, or variation of this and, as such, is 
open to the same criticisms outlined above. Further, as 
this approach requires the assessment of various value 
figures the time and cost of the valuation exercise will 
be greatly increased and, as mentioned, this may be 
beyond the budget of many local authorities.

Fortunately, some of the issues surrounding the 
valuation of infrastructural assets will be resolved with
the introduction of new valuation standards, as outlined 
below However, until these standards become widely
known and effective in 2002 inconsistencies in

valuation approaches are likely to continue.

Valuation standards
There is a huge range in both the quality of reports 

produced and the advice provided by valuers in
Australasia. To address this the NZPI and API standards

boards were established to set standards to the valuation 
profession and contribute to international standards. For 
example, the NZPI standards board currently focuses on 
three key areas:

1. To integrate the NZ and Australian Standards by 
the year 2002. This project will be an important step in 
the globalisation process for New Zealand.

2. There is a new financial reporting standard. The 
key changes for valuers are that market value existing 
use has gone as the standard has shifted to a fair value 
basis and secondly, that depreciated replacement cost 
has been strengthened as an application where there is 
no direct market evidence. The standard replaces SAP28 
and the fixed asset portion of SSAP3. The Standards
Board has worked closely with the Institute of Chartered 
Accountants of New Zealand through the review process 
to date. 



3. The International Valuation Standards Committee 
has recently released IVS 2000, a substantial document 
that has received international recognition by valuers, 
standards setters and institutional users of valuation
standards. This document will provide the substance for 
the rewrite of the New Zealand Valuation Standard 3.

In areas other than financial reporting, globalisation 
is also impacting with demand for standardisation in 
banking, securitisation and insurance reporting. Expert 
groups have been established for public sector property, 
securitisation, bank lending, and emerging markets.
Reports will be received from these groups over the next 
year. In addition, IVSC is working closely with the
European group valuers to have IVS 2002 adopted as

the primary standard document.

Summary
There are enormous pressures for valuers to 

produce more work but in less time and to meet 
increasingly complex and stringent standards of
professional practice. This is in addition to competition 
for valuation work from related professions: banks,
lawyers, and accountants, both nationally and 
internationally. Fee reductions to compete for work have 
become the norm.

The passage of new standards and legislations 
impacting on valuation makes it imperative for valuers 
to keep abreast of these. Attending continuing 
professional development (CPD) courses aids this 
process but many valuers are feeling, incorrectly, that 
the time and cost of these courses, in the face of 
increased business pressures, is not justified. It becomes 
a vicious cycle leading to falling standards of valuation 
practice and greater exposure to risk. It is perhaps not 
surprising then, that insurance companies are no longer 
prepared to underwrite valuers' PI cover. This puts the 
future of the valuation profession in doubt.

The way forward for the profession in Australasia is

open to speculation but appears to be pivotal on the 
following moves:
• Establishment of risk reduction and risk 
management processes including, mandatory self-audit 
functions,
• Introduction and enforcement of valuation 
standards relating to methodology and reporting,
• Internationalisation of services,
• Raising the profile of the profession both nationally 
and globally,
• Raising fees.

About the author: Sandy Bond, PhD, MBS, ANZIV is 

senior lecturer faculty of architecture, property, planning and 
ifne arts at the University of Auckland.

References
Armstrong, L. (2000). A Global Profession   Dream 

or Deliverable Goal?. Chartered Surveyor Monthly,
October, p. 12.

Australian Property Institute GST Page, [Online], 
Available: http://www.propertyinstitute.com.au/GST-
Page.htm [2001, April 19].

Birch, Hon. WE  (1991). Ministerial address: What 
are Government Requirements for Public Sector
Property. Paper presented at The Critical Issues in Public 

Sector Property Conference, Wellington, 9 -10 September.
Bond, S.G.  (1996). The Valuation of Local 

Authority Assets: Identifying the Appropriate
Methodology. New Zealand Valuers' Journal, November, 
pp.49-63.

Bond, S.G. & Dent, P. (1998). Efficient Management 
of Public Sector Assets. Journal of Property Valuation and 
Investment, Vol.16, No.4, pp.369-385.

Bond, S.G. & Dent, P.R. (1996). The Valuation of

Public Sector Assets: Identifying the Appropriate 
Methodology. Fifth Annual American Real Estate and 
Urban Economics Association Conference, Orlando, 
Florida, USA, 23-25 May.

Cooper, K.J. (1993). Public Sector Valuations. New 
Zealand Valuers' Journal, December, pp.11- 18.

Daly, G. (2001). Colliers Jardine, NZPI Wellington

Branch Committee member and Fellow of NZPI. 
Valuation Issues, [Online]. Available E-mail:
s.bond@auckland.ac.nz [2001, March, 26].

Dent, P & Bond, S.G. (1994) Public Property 
Holdings: Evaluating the Asset. Property Management 
(UK). Vol 11, No.4 pp.314-318.

Hardy, R. (1998). First-home buyers to feel the 
pinch. Sydney Morning Herald, 14 August, p.7.

Horsley, G. (1991). Asset Valuations and Site
Assessment: Knowing Where You Stand. Paper 

presented at The Critical Issues in Public Sector Property 
Conference, Wellington, 9 10 September.

Horsley, G. (1994). Valuing Infrastructural Assets in 

the Public Sector. Paper presented at The Public Sector 
Property Management Conference, Wellington, 27 April.

Karantonis, A. and Fiedler, M. (2000). The 
Application and the Impact of the GST to Property. 
University of Technology Sydney: Design, Architecture
& Building Working Paper No.1, September.

Kooymans, R. (2001). Challenges Facing Australian 
Valuers, [Online]. Available E-mail:
s.bond@auckland.ac.nz [2001, March, 22]. 

Parker, D. (2001). AREUEA, [Online]. Available E-
mail: s.bond@auckland.ac.nz [2001, March, 25].

Spencer, J. (2001). Challenges Affecting Australian 
Valuers, [Online]. Available E-mail:
s.bond@auckland.ac.nz [2001, March, 24]. 

Thomson, A. (1993). City Utilities Valuations, New 
Zealand Valuers' Journal, June, pp.23-27.

Young, R.P (1993). Market Valuation with No 
Market - Valuing Properties with Little Evidence, New 

Zealand Valuers' Journal, June, pp.28-36.

13 
nON ZaaIVnd



S JOLJ.''NGL



An institutional economic analysis of 
securitisation in real estate

Introduction
Real estate can without doubt be identified as the 

oldest form of investment known to man.
Even in the modern high technology economies 

real estate is a dominant economic factor, although 
the demands of investors and users have changed 
with time. The increasing need for high and secure 
returns, driven by the rising global competition
through open markets, also affects the investment in

real estate.
The intrinsic immobility of real estate calls for 

other means of economic exchange. Securitised real
estate is the logical answer to the demand for efficient 
international diversification of real estate portfolios. Yet, 
despite the theoretical charm of the solution,
securitised real estate has failed to meet the high 
expectations of potential investors.

There are many factors influencing the viability of 
securitised real estate. The new institutional
economics is a suitable instrument to analyse the 
decisive factors in the relationship between the 
investor and the management of the investment
vehicle, which ultimately determines the success of an 
investment form. The paper will use the new
institutional economics approach to locate the 
decisive determinants for the viability of securitised 
real estate and search for explanations for the 
moderate performance of many forms of securitised 
real estate.

The market for securitised real estate
Market developments in Germany and the 

United Kingdom
Germany as well as the UK lack an instrument 

similar to the American REIT. Real estate companies 
underlie the same regulations as all other publicly
listed companies. The market capitalisation of German 
real estate companies amounted to approximately 13 
billion euros in September 2001. In the UK the
situation is similar. The market capitalisation of 
British real estate companies exceeds £22 billion.

In Germany the number of listed real estate 
companies has seen a steady growth; however this is 
not due to the public placement of newly formed 
property companies but by the development of former 
non-property companies into the real estate business
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in the course of the closure of the original line of 
business. Moreover, it would be exaggerating to speak 
of a drastic growth and establishment of real estate 
companies as an investment vehicle for indirect real 
estate investments.

Currently the market has entered a phase of 
stagnation. This is illustrated by the example of the 
Bayerische Immobilien AG, which has recently
decided to put off its planed secondary offering, 
intended to increase its free float from 3% to 25%.

Furthermore the initial public offering of the Viterra 
AG, which was an alternative to a direct sale of the 
real estate subsidiary of the EON AG, was dismissed 
as an option due to the low expected price.

In Britain the development has even been 
regressive. Many companies have been taken private 
in the past year, due to the high discount on their net 
asset value. The trend towards going private in the UK 
does not only apply to the real estate sector, yet it is 
eminent there.

The development was started a year ago through 
the going private of the real estate group MEPC. BPT 
followed in March 2001, Delcaney in April.
Furthermore, Burford Holdings, Frogmore Estates, 
Regalian and the Moorfield Group were delisted. In 
many cases the current share price lies 25% and
more, in some instances even almost 50% under the

net asset value. This low valuation reflects not only 
the hesitance of institutional investors to place their 
stake in smaller companies; but also highly
capitalised real estate companies experience regular 
undervaluation, as the MEPC takeover proved. In this 
environment it is not surprising that even companies 
like Moorfield, that specialise in the takeover of
undervalued real estate companies, refrain from 
public listing.

Development of the REIT-sector in the USA 
Unlike in Germany and Britain, in the USA there is 

an institutionalised form of traded real estate securities, 
which have to fulfill certain requirements in order to be 
recognised as a REIT and receive tax exemption on the 
corporate level. The market capitalisation of REITs has 
seen a steady growth. From 1990 to 1994 the number 
of REITs has almost doubled, from 119 to 226. The 
market capitalisation has increased five times from 
$US8.7 billion to $US44.3 billion over the same 

Jou'PJAI



period. At the end of 2000 the NAREIT counted only 
189 REITs, but the market capitalisation has climbed up 
to $US140 billion.

The discounts on the net asset value are in 
average significantly lower than in Germany or
Britain. Furthermore, contrary to Germany or Britain, 
premiums on the net asset value can be observed.
This on the one hand documents the maturity of the 
investment vehicle REIT, on the other hand the better 
institutionalised incentives and tax privileges play an 
important role in the positive development of this
segment.

The authors focus on the institutional aspects of 
successful real estate investment vehicles. For this 
purpose the new institutional economics are applied 
to securitised real estate investments, to uncover the
mechanisms that enhance or inhibit the acceptance of 
this investment form.

The instrument of the new institutional economics
Adequacy and applicability
The focus of this paper is the systematic 

deficiencies of securitised real estate. Factors for the 
underperformance of individual securitised real estate 
products (such as differences in taxation, incoherent 
investment strategy, inefficient financing etc) are 
neglected (Compare Illustration 1). The aim is rather 
to distinguish the common deficiencies of the asset 
class securitised real estate. These can be found in the 
relationship between the management of the

Illustration 1: Context of the paper

investment vehicle and the investor, which is the 
subject of this paper.

Underperformance of a traded real estate 
investment vehicle as expressed in a discount on the 
NAV of the securitised real estate must be attributed to 
the investment vehicle including its management. If
differences in taxation and financing for directly held 
and securitised real estate are abstracted, only the 
relationship between investor and management can 
account for discounts or premiums on the NAV of the 
held real estate (Compare Illustration 2).

The analysis of the relevance of contractual and 
non-contractual relationships is domain of the new 
institutional economics. Therefore the theory is the
adequate tool to uncover the systematic deficiencies of 
securitised real estate. In the next step the
applicability to the matter will be established.

Securitised real estate can be met in many forms 
across the continents. An efficient application of the 
new institutional economics however limits the
analysis to two parties: principal and agent. The 
investor is the principal while the management acts as 
the investor's agent. The approach lends itself to basic 
equity investment vehicles (eg, REITs, property 
companies, property shares), as they can be described 
effectively in the above-mentioned form.

In order to generate comparable and concise 
conclusions, the relationship between principal and
agent must be reduced to the essential determinants, 
which will be shown next. 

Securitized Real Estate

• Greater investment flexibility 
• Better diversification of risks

Economic Aspects Institutional Aspects

• Higher liquidity No required
Higher fungibility operational
Entranced knowledge
geographic and Limited liability
typological •  Redirection of
diversification attention to

• Possibility of small investment
investments performance

• Discounts on the NAV 
due to:

Economic Aspects Institutional Aspects

Differing taxation Management
Differing valuation deficiencies,
methods resulting in:

•Lackof
transparency 

• Unprofitable
investments

...domain of the
Principal-Agent Theory
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Illustration 2: Principal-Agent-Relationship

Investor 

Principal

Premium or Discount
on NAV Investment Vehicle

(incl. Management)

Agent

potent�ai�ir�tiny�t

�ent at Real Estate

Basics of the new institutional economics 
The new institutional economics was established 

as an extension of the classical economic theory to 
include the economic relevance and characteristics of 
institutions. The new institutional economics also 
deals with the economic analysis of legal contractual 
relationships, which apply for instance to the 
relationship between an investor and the management 
of his investment.

At its core lies the separation of ownership and 
control, which is typical for securitised
investments. This is subject of the agency theory, 
which is sub-domain of the new institutional
economics.

The agency theory deals with the contractual 
relationship between two parties. The principal 
employs the agent to fulfill a task in his place. To 
satisfactorily complete the task the principal also 
grants the agent a limited freedom of choice. The 
information after the closed contract is considered 
distributed asymmetrically in two ways:

1) the efforts of the agent cannot be observed 
directly by the principal and

2) the agent makes an observation that the 
principal does not make. Furthermore it is too costly
for the principal to acquire the information. This 

problem field is known as moral hazard.

A further aspect of the agency theory deals with 
asymmetric information before the contract is
completed. The agent has better information 
concerning his qualities than the principal. This 
constellation is known as adverse selection. It was 
originally taken from the insurance industry, where 
the insurance taker has better knowledge of his 
personal risks than the insurance company. Hence 
the insurance company faces the risk that only 
people with higher than average risks buy 
insurance. This leads to an inefficient distribution of 
risk as well as economic disadvantages for the 
insurance company.
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HAS Assets

Analysis of the relevant principal-agent 
constellations in securitised real estate

Pre-investment relationship
Real estate investment vehicles compete for 

capital. Investors have to decide how they place their 
capital. The investment decision is guided by two 
attributes, risk and return. In theory the investment 
process could be reduced to finding the investment 
opportunity with the best risk-return ratio. However, 
risk and return are uncertain attributes. Investors 
have only limited means to distinguish profitable 
investment opportunities. Information is not always 
sufficiently available as well as costly to acquire. 
Therefore investors have to make an investment 
decision based on incomplete information. This is 
especially the case for securitised real estate 
investments.

This situation bears the danger of the 
phenomenon of the "lemon market" described by 
Akerlof in 1970. Applied to securitised real estate 
markets this describes a state in which the profitable 
investment vehicles leave the market because 
investors are not willing to pay the full price for a 
potentially unprofitable investment, due to their lack 
of information. As more and more profitable 
investments leave the market the average investment 
quality will further decrease, making investors even 
more hesitant to place their capital. This will 
eventually lead to a collapse of the market.

The continuous privatisation of public property 
companies in the UK could be an instance of this 
phenomenon. However, in order to substantiate this 
conclusion the profitability of the companies taken
private and the ones remaining public would have to 
be determined.

In principle adverse selection applies to all 
investment opportunities under asymmetric
information. Why should it be of special relevance 
for securitised real estate?

In this context it is helpful to consider the 
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economic characteristics of the asset class real estate. 
Especially the lack of transparency and the
heterogeneity of real estate can be substantial sources 
of adverse selection problems. Institutional investors 
have still comparably little experience with
securitised real estate and its management.

The negative effects of adverse selection are 
twofold. On the company level they hinder the 
acquisition of new capital and raise the danger of
hostile takeover due to undervaluation in the capital 
market. On the aggregated level the market will be 
inefficient due to thin trading and low general
demand. To counter the problem of adverse selection 
the quality of an investment should be determinable 
by the investor prior to the placement of his capital.

Post-investment relationship
Once investors have placed their capital the 

management of the real estate company could act
opportunistically, investing the money to maximise 
their own benefit. The likelihood of moral hazard 
increases if there is no need for raising further
capital in the future. Opportunistic behavior of the 
management is made possible through the
asymmetric distribution of information between 
principal and agent. The principal (investor) has no 
direct control over the actions of the agent 
(management).

Moral hazard can occur in many forms. This 
begins with the amount of effort that the
management puts into the fulfillment of its tasks. 
The principal has no means to control the effort
directly. The output of the management, determined 
by the success of the investment vehicle, cannot be 
attributed to the potential effort of the management 
as other environmental factors influence the success.

Should the investment be profitable it cannot be 
concluded that the success is due to the quality and 
effort of the management, as sheer luck or a rising 
market may be the causes. The same holds true for a 
less profitable investment. As the management has no 
incentive to put in its full effort, through the lack of 
control, the likelihood of a sub-optimal
development increases.

A further danger implied by the asymmetric 
information can be seen in the managerial decisions 
of the agent (hidden actions). The interests of 
principal and agent are not identical. While the 
principal maximises his wealth through profitable 
investment of his capital, the agent maximises his 
wealth through the payments for his services.

The compensation of managers traditionally 
correlates with the value of the managed assets. This 
implies an inherent incentive for managers to 
increase the amount of assets under his management. 
This can lead to investment decisions, which are not 
in the interest of the principal, thus reducing the 
value of his investment and shifting wealth from the
principal to the agent. Real estate investments are

vulnerable to this problem, as one bad investment, can 
harm the profitability of the entire company, due to the 
high investment volume of real estate.

Deduction of problem solutions
Pre-investment relationship
The central aspect of the adverse selection 

problem is the uncertainty regarding the quality of 
the investment. The investor needs credible proof of 
the quality of a potential securitised real estate 
investment, which is called a "signal" in the 
terminology of the new institutional economics. The 
more information a company discloses about the 
held real estate the more credible becomes its 
professionalism and quality orientation. The 
European Public Real Estate Association recommends 
publishing information on the sub-portfolio and on 
the property level. For a detailed listing of the 
recommended information for disclosure see
appendix.

Another way to establish credible proof of the 
quality and value of the property is the expertise of a 
reliable independent third party Thus the true 
quality of an investment can be revealed to the 
investor. Furthermore, the employment of a third 
party is self-enforcing, as investors will only place 
their capital with companies that have been 
examined by the independent institution, thus 
creating an industry standard.

Accordingly, the European Public Real Estate 
Association (EPRA) recommends that all valuations 
of the company's property should be conducted by 
external valuers to "maximise investors' level of
confidence in the objective nature of the valuation"
Furthermore, EPRA recommends that asset

valuations should be disclosed at least once a year, 
and all assets owned by a company should be valued
as of the same date.

A further suitable tool in this context is rating. 
Rating can take place on two levels: at the corporate 
level and the property level. This gives real estate 
companies the opportunity to proof their quality
concerning management and assets.

Rating combines a large variety of facts into a 
brief assessment. The investor can use the
assessment to focus on the relevant factors for his 
investment decision. The rating takes the role of a 
signal, which communicates the quality and the risk 
exposure of the investment vehicle to potential
investors. Notably, the agent will only send out the 
signal, if the associated costs (rating fees etc) are 
lower than the expected benefits (lower cost of
capital, positive investment cash-flow, stable market 
capitalisation etc). On the basis of the information 
conveyed in the signal and his own assessment the 
principal can make his investment decision.

An additional signal to investors are professional 
investor relations, offering potential investors 



detailed information on the strategic orientation and 
the current assets held by the company. The
provided information should include location and 
type of assets held as well as the current tenants 
including their solvency. Companies with high
quality assets are more likely to provide the 
information, thus giving investors a signal regarding 
their quality.

However providing transparency for the 
investors also bears the risk of giving competitors 
too much insight into the internals of the company. 
Furthermore, the provided information can weaken 
the negotiation power for the sale of assets, as the 
estimated value has been revealed to potential 
buyers.

Generally the investor faces two factors when 
placing his capital, the quality of the assets and the 
management. While the assets can be accounted for 
to a sufficient level (depending upon the
transparency provided through the management), 
the management is an uncertain factor to the
investor. To resolve some of the uncertainty, the track 
record (if available) of the management can be taken 
into consideration.

Luts Ristow, the former chairman of the RSE AG, 
can serve as a positive example. When he took over 
the management of the TAG Tegernsee Immobilien-
und Beteiligungs-AG the stock price went up more 
than 100%, due to his excellent track record as a
manager.

Post-investment relationship
After the investment the principal faces the 

danger of moral hazard. As with adverse selection 
the source of the problem is the asymmetric
distribution of information and non-congruent 
interests between principal and agent. Two
possibilities of opportunistic behavior have been 
described. While the level of effort that the
management puts into its responsibilities is harder to 
control, the, investment decisions, which may or may 
not be in the interest of the principal are more
essential to the overall profitability.

Level of effort
Since the level of the agent's effort eludes the 

principal's control (apart from the control over
presence at work), the principal has to ensure that it 
is in the interest of the agent to invest his full effort.

This is generally achieved through management 
incentives. The key to successfully implementing 
management incentives is to achieve virtual
congruence of the interests of the principal and the 
agent. Then the asymmetric distribution of
information will not be of further relevance. 
Management stock option programmes are a popular 
incentive, however they fail to meet the principal's 
objectives. The asymmetric pay out structure of 
stock options lets its value increase with the 
volatility of the underlying stock. This can lead the
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management to take risks, which are not in the interest of the 
principal.

Incentives generally are of monetary nature. 
Therefore, the first requirement for an incentive is a 
parameter that it is linked to. Possible parameters are 
the stock price, the net asset value, profit, turnover 
etc. The principal has to decide which parameter or 
which combination of parameters reflects his 
objectives best. There is no universal answer to this 
question, as it depends on the type of company and 
its stage of development. Nonetheless some 
assumptions can be made for real estate investment 
vehicles.

Stable cash flows, steady growth and low risk are typical 
characteristics of real estate investments.
These attributes should be reflected in the investor's objectives. It 
would be a mismatch if a growth
oriented investor placed his capital in real estate, as his expectations 
will not be met. Real estate,
securitised or not, is a long-term investment, often used as a hedge 
against inflation. Therefore a steady development of the net asset 
value is a suitable
objective and incentive parameter. In an efficient 
market the net asset value must then translate into a 
corresponding stock price of the securitised real 
estate.

Once an incentive scheme has been drawn up it 
must be substantiated through the corresponding
operating figures. An effective incentive scheme must define clearly the 
numbers by which the success of the agent is determined.

A conflict of interest can arise by the fact that 
the operating figures are usually provided by the
management, which thus determines its own success 
(unless the stock price is the basis of the incentive 
scheme). It may be advantageous to contract the
services of an independent institution such as an auditing firm and 
professional real estate appraiser to verify the data.

As both principal and agent are aware of the asymmetric 
information distribution, it is in the interest of the management to 
create the
informational transparency by its own effort, thus avoiding 
intervention by the principal.

Investment decisions
As the principal's agent the management is held to run the 

business according to his interests. This applies to the operative 
decisions as well as to
investment decisions. As the profitability of a real 
estate investment vehicle depends mainly on its
assets, investment decisions are of great importance. 
Besides determining the profitability they can also 
alter the characteristics of the portfolio. A low risk 
portfolio can be turned into a high risk investment 
through the participation in large scale project
developments. While this can in the best case lead to a higher yield, it 
cannot be concluded that such a
path would lie in the interests of the principal, who 



might see him/her forced to sell his/her stake. 
There are two factors, which drive the

investment style of a real estate vehicle. The primary 
factor is the self-prescribed focus or specialisation 
and thus strategic outline of the vehicle. This serves 
as a signal for investors, who look for a specific type 
of investment.

The secondary factor is the individual

investment style of the management. The key 
problem is the lack of directional control over the 
management of the property assets, due to the 
separation of ownership from control. In order to 
avoid investment decisions, which do not meet the 
objectives of the principal, a form of governance is 
needed. The aim is to verify, that all investments are 
within the scope of the strategic outline.

While the incentive schemes that govern the 
level of effort of the management can also serve as an 
incentive to avoid unprofitable investments, as these 
negatively influence their compensation, they cannot 
inhibit investments, which change the risk-return 
characteristics of the portfolio.

On the opposite, if the incentive scheme is 
implemented as a bonus without downside potential 
(which resembles a financial option) the
management may be encouraged to take greater

risks. Therefore it would seem wise, to implement an 
incentive scheme, which also allows for negative
bonuses, if the economic aims are not met. While 
this may seem harsh for the management, it only 
reflects the economic situation of the investor. By 
establishing congruence of the interests of the
principal and the agent, it can be ensured, that the 
agent acts in the interests of the principal.

Transparency
The most efficient counter measure to principal-

agent constellations is the avoidance of asymmetric 
distribution of information. While many of the
world's largest publicly listed companies have 
learned the importance of transparency and investor 
relations, this lesson has not reached the majority of 
real estate companies.

The value of a real estate investment vehicle is 
based primarily on the value of the underlying
assets. This is expressed in the net asset value 
approach to real estate companies. Therefore it is 
only logical to communicate the net asset value on a 
regular basis to the capital market, which should be
based on appraisals by independent and qualified

appraisers. Not doing so will almost certainly lead to a 
discount on the share price, as uncertainty is
always punished by investors who try to protect
their interests.

However transparency does not stop there. The 
net asset value is only a static indicator of the assets' 
value. Investors require detailed information on the 
future development of the real estate portfolio in

order to assess the dynamic value of their investment 
as well as reproduce the stated net asset value. These 
are the fundamental requirements for analyst
coverage, which is a necessity for efficient pricing. 
Furthermore institutional investors will require ad 
hoc publicity. Transparency is the key to efficient 
pricing, which is in the interest of the agent.

In order to control the relative performance of a 
real estate security the shareholder needs a
benchmark. To be expressive the benchmark needs 
to be a compilation of property companies with the 
same investment focus and strategy. This is difficult 
if property companies lack a strategic outline, as it is 
the case with many German property companies,
which invest in various types of real estate in several 
countries across Europe. Furthermore, the number of 
comparable companies is relatively low, which
diminishes the chances for compiling a
representative benchmark. For instance, there is only 
one German real estate company that focuses
exclusively on shopping centres.

Conclusions
The limited success of securitised real estate, 

despite its obvious advantages, raises the question 
about the obstacles that this investment form faces.

Corporate governance has been an important 
issue in the development of the global capital
markets. Typically countries with well-developed 
corporate governance mechanisms also have the 
strongest capital markets in terms of size and
turnover. The protection of the investor's interest is a 
key feature for the acceptance of an investment
vehicle. This also applies to securitised real estate.

The paper dealt with the most eminent problem 
fields regarding the protection of investors' interests. 
The agency theory was employed for this purpose. 
The two sources of agency problems were identified 
as the inherent conflict of interests between investor 
and management and the asymmetric distribution of 
information between the two parties. Furthermore 
counter measures were introduced, to limit or
eliminate the negative effects. Most importantly, the 
avoidance of asymmetric distribution of information 
through efficient investor relations to achieve
transparency. Secondly the need for an effective 
management incentive scheme that truly reflects the 
investor's interests.

Combined these measures can create the 
professionalism that today's investors require of
modern investment opportunities. Naturally agency 
issues are only one determinant for a successful
investment. The profitability, which is influenced by 
the economic framework and conditions is a key
factor for the future acceptance. However investing 
capital has always and will always be a matter of 
trust, which correlates tightly with an efficient
corporate governance.
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Appendix
EPRA best practices policy recommendation, 

October 2001
Information to be provided on investment and 

development assets.
(Investment properties)

Information on sub-portfolios as appropriate (eg, 
appropriate sector, region or city):
• Area in square metres
• Average rent per square metre
• Annualised net rent based on current rent roll
• Market rents (ERV) if fully leased at current

market rents
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• Cash flow
• Operating profit
• Fair market value
• Vacancy by area and rent
• Description of lease expiration profile
• Top 10 tenants by rental income
• Rental income breakdown by tenant business

sector
EPRA recommends that a complete list of the 

properties owned should be provided.
The following information should be provided 

for each property/building in the portfolio:
• Address
• Land area
• Lettable building space
• Type of property (eg, the respective proportion of

office/retail/residential/storage, etc.) 
• Occupancy rate
• Acquisition date
• Percentage of ownership (and commentary on

control provisions)
• Form of ownership (eg, fee or leasehold

ownership)
• Year of construction completion/major

refurbishment
Development Assets
Information on sub-portfolios as appropriate: 

(e.g. appropriate sector, region or city):
• Development costs, including costs to date, costs

to completion and capitalised interest
• Breakdown of lettable area according to regions

and usage (e.g. office, residential, etc) 
The following information should be provided 

for each development project:
• Address
• Type of property (eg, the respective proportion of

office/retail/residential/storage/etc) 
• Lettable building space
• Expected date of completion
• Percentage of ownership (and commentary on

control provisions)

• Status (eg, planning permission/under

construction/letting status, etc) 



Managing successful 
Maori Farms

Ngati Whakaue Tribal Lands (NWTL) is one of 
many successful Maori land based organisations
scattered throughout New Zealand that has managed 
its way through the ups and downs of the primary 
sector of the economy and is flourishing today    still 
owned by the descendants of its original owners.

These owners came together more than 40 years 
ago and put their land holdings into a single
incorporated entity in return for pro rata 
shareholding in the incorporation    effectively a 
private company, but governed by the Maori Land
Act rather than the Companies Act. There are

important differences in the two governing acts 
which have significantly different impacts on 
governance and shareholding   but also many 
similarities.

My role is that of gneral mnager and I carry out 
the executive requirements of NWTis committee of 
management - the equivalent of a board of directors 
under the Companies Act. I have been in the role for 
two years and intend to make only general
observations about interesting issues facing successful 
Maori farming organisations that I have observed.

One notable point is that they have survived intact 
and are moving forward today with unchanged 
ownership compared to so many other farming (and 
industrial) businesses and companies in New
Zealand. NWTL for instance is now 42 years-old with

a sound balance sheet. I find that an interesting 
statistic for what is in effect a private family farming
organisation.

Maori owned farms may have been farmed 
conservatively in many instances but they have
survived and are now moving ahead. I'm mindful of 
the golden first rule of business: "survive". So many 
New Zealand organisations have not survived in
recent decades.It is interesting to look at why 
organisations survive or fail -

1) organisational competence is a key issue;
2) meeting the needs of the market place is

another; or

3) providing value to owners - something that

varies widely according to the weighting owners 
apply to different values, financial and cultural.

A major reason for the longevity of Maori owned

farms is, I suspect, the conservative legislation 
controlling such organisations. Perhaps the major 
result of the legislation is the good management 
systems it fostered. On the other hand there has 
been a high price associated with the conservatism 
for instance, perpetual leases with peppercorn rentals

have been a major problem for 
owners

There is now a strong forward 
movement in a number of such 
organisations taking place
throughout the country building 
on a strong base. Ngaitahu and 
Whakatu in the South Island and
Tainui, Mangatu, Tuwharetoa, NWTL, and PKW in
the central North Island are perhaps among the better

known and are providing a lead to the rest. There are a 
growing number of others - keeping their heads
down and getting on with the job. This growth is 
good news for their owners and for New Zealand. 
There is a real renaissance going on   not based on 
handouts but on sound commercial investments.

However the conservative nature of the
legislation, while it has preserved ownership and the 
organisations themselves, at the same time appears to 
have thrown up some real challenges for these
organisations as they now invest in growth and seek 
to increase benefits to their owners.

Separation of owners from direct involvement in 
the business

An inevitable result of gathering land into 
sizeable units and running them as farming or
forestry businesses on behalf of many owners meant 
the people left the land for the cities and urban life. 
Modern business practice has replaced people with 
efficient systems and machinery. This is true of all 
New Zealand farming businesses. Also, New Zealand 
farming in general lost its glamour as a career for
young people.

These large farming businesses now face a real 
challenge in attracting young descendants hack into 
farming careers, getting modern agri-business
education and filling the staff roles required. Once 
people have left the land it is hard to attract them
back    it's a tough physically challenging life, so very 
different to urban life.

This issue is one of the great challenges facing all 
New Zealand farming and Maori farming
organisations.

On top of the economic and social drivers faced by 
all, Maori organisations suffered as well from other 
factors such as the land being leased to Pakeha
farmers for a number of generations or being run by 
"Maori Affairs" - as it was called   on behalf of
owners. The owners became totally separated from 
their land in an active operating capacity
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Many Maori farming organisations have 
acknowledged this challenge and are beginning to 
address it in a positive fashion   but there is a long 
way to go.

1. Financing growth   ownership structures and 
governing legislation

While the legislation succeeded in preserving the 
entities intact, it also enshrined non-tradability of the 
assets to a considerable extent. I believe the
modernising of such legislation to ensure its 
continued relevance in a modern world is one of the 
challenges facing owners.

This non-tradability places some unique 
constraints on providing security for financing new 
investment in growth activities, often preventing it. 
Hence leasing options or zero development options 
often being chosen by owners.

There are no simple answers and often heard 
simplistic pakeha criticism misses the point in my 
view. On the one hand the conservatism has
preserved the asset ownership intact. On the other, it 
has made investment for growth very difficult.
Investment is synonymous with risk as we all know 
so well. Who is to say, in the long run, which is more 
important    short-term gain over long-term survival 
of ownership.

2. Term of outlook   rates of return
It is clear to me that many Maori organisations

take a very long-term view   much longer,
generations longer than pakeha   and 
commensurately look for lower immediate returns 
and risk profile.

That long-term strategy is now paying off. Such 
organisations are now well placed to face an exciting 
future supplying a much more sophisticated and
higher returning world food market. They are also 
looking to diversify into other sectors of the NZ 
economy and off-shore as well.

3. Aspirations of owners
The migration from the land and subsequent 

effects on ownership and governance legislation plus 
the longevity of ownership over generations has led to 
large numbers of shareholders. The aspirations of 
owners vary widely and are often quite different from 
the short-term profit orientation of a "single 
generation" farming business.

There have always been strong cultural ties to the 
land    and I believe these have been strengthened
despite ownership becoming more diverse and
individual shareholding reduced to smaller and

smaller parcels.
The dividend cheque to a single owner of a large 

family farm is significant today. For example, this last 
year surpluses of $40 per stock unit for sheep and 
beef farms was common. If you have 25,000 stock
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units    that is $1 million profit. For a single-family 
ownership this is significant and profit orientation
looms large.

But if there are many owners, some with small 
shareholdings, the dividend might only be a few 
dollars each.

The focus quite naturally shifts towards rather 
more meaningful aspects of ownership. For instance:

(a) The ongoing well-being of the asset for 
future generations    providing a strong symbolic and 
cultural foundation and spiritual base for the iwi 
involved, providing identification with "roots". I 
sometimes think many New Zealanders are crying out 
for such a sense of place. I think this aspect of Maori 
farming organisations is important to understand and 
quite wonderful.

(b) Finding other ways to deliver tangible 
benefits to beneficiaries:

• Education scholarships
• Venture capital    eg. Lake Taupo Funds
• Iwi investments in other industrial sectors

4. Governance/leadership evolvement
The legislation controlling such organisations was 

designed around the leadership systems pertaining to 
past eras.

All large-scale businesses today face an enormous 
challenge to ensure their governance evolves fast
enough to meet the challenges of a rapidly changing
environment.

The highway of corporate New Zealand is littered 
with the carcasses of the organisations whose
boardrooms did not keep up. Air NZ, Fletcher
Challenge, Brierley. Those former giants of the New

Zealand meat industry Fonterra ... we wait with 
baited breath!

Large scale Maori farming organisations are no

different and face just the same needs:
• They have a problem with the migration from the

land as I have already described.
• They also face leadership succession processes 
more suited to a more stable era    an era that is likely 
gone forever.

This particular challenge - that of leadership and 
governance    must be faced and overcome for these 
organisations to continue to prosper over generations 
to come.

Governance and leadership quality is one of the
greatest challenges facing New Zealand corporations

of all shapes and sizes today.

5. Triple bottom-line reporting
What is interesting is that the challenges I have 

referred to are really no different to the new wave of 
"triple bottom-line goals" now increasingly being
focused on by modern corporations.

They are all seeking to embrace enduring values
that will promote their longevity   to answer the 
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questions: what's it all about? What is their enduring
purpose for existing?

There is a wonderful book that examines the 
attributes of 100 longest enduring corporations called 
Built to Last. A very interesting study. They are all 
about 100 years old    IBM, Johnson & Johnson, 
Ford.

They seem to have employed triple bottom-line 
goals to various extents, from way back and often 
without really appreciating they did so.

I see many similarities in today's large Maori 
farming organisations    again often without knowing it 
but those underlying goals are there.

Take for example NWTFs strategic purpose. The 
purpose of Ngati Whakaue Tribal Lands incorporated 
is:
• To benefit the people of Ngati Whakaue Tribal 
Lands Inc    shareholders and beneficiaries    and 
increase their opportunities in life
• To safeguard and improve corpus lands
• To maximise shareholder wealth

NWTFs committee of management certainly 
embraces all these challenges in a positive fashion as 
do many other similar organisations.

In my view large Maori farming organisations in 

New Zealand are beginning to play an increasingly
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important role in the development of New Zealand as a 
nation. They are Maori organisations that have
never been based on handouts nor do they seek 
special assistance. They are commercial, successful 
and forward looking.

They face many unique challenges but are 
addressing these challenges positively. The leaders
among them are showing the way.

There will need to be increased efforts and 
changes on the one hand but preservation of great 
values on the other. As a nation we would do well to 
warmly support their success. In my view prejudice 
and "tall poppy" syndrome gets far too much support 
in this country    to a debilitating extent. It seems a 
national past-time for New Zealanders to knock New 
Zealanders. Worse, there seems to be a commitment 
to prejudiced reporting and discussion where we 
wallow in the negative views of NZ life.

I believe this country needs to openly celebrate 
success and prosperity if we are going to move
forward.

NWTL is certainly concentrating on a positive 
future and it is a great privilege to be involved with 
such an organisation at such an exciting stage in its 
life.

NZPI Property Card   each of NZPI 3000 
members are entitled to the NZPI Property 

Card. This gives entry to institute events at 

discounted prices along with access to 

discounted products and services available 

only to members. For example 30%

subscription discounts to the award 
winning Unlimited magazine, office

supplies, accommodation   average savings 

have been estimated of over $3500 across a 
range of products. 
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Towards an understanding of 
indigenous property rights

Abstract
The notion of such rights has resulted in a wide 

ranging re-examination of accepted concepts of
property rights. The paper presents a disconcerting 
challenge to valuers to understand property rights 
as conceived in the indigenous world, and their
worth.

Introduction
Since the decision in Mabo v Queensland (Mabo 

No 2) (1992) 1 75CLRI, there has been a growing 
recognition in Australia that existing property
rights per se are poorly understood. Before 
attempting to comprehend enigmatic forms such as 
indigenous property rights, Jeremy Campbell 
usefully provides us with general guidance for the 
task ahead suggesting that as one:

...trawls through the history and philosophy of 
truth... material (will be found] for a sharper
argument that meaning, interpretation, conjecture, 
opinion, belief are increasingly the "nets in which we try 
to catch the real world"...

Familiar property rights such as land and 
minerals have seen the development over the past 
century of a body of valuation theory and practice, 
which has been supported by case law. These 
historic roots of theory and practice are now being 
questioned, due to a need to conceive a method of 
assessing compensation when indigenous property 
rights are extinguished or impaired. The valuation 
profession has found it necessary to relinquish its 
grip of some basic principles which have their 
source in the way in which property rights are 
understood, and then valued.

Existing compensation methodolgy
When familiar property rights such as land and 

minerals are compulsorily acquired, the loss
incurred by the dispossessed owner can be assessed 

through the examination of a number of heads of 
compensation which have been constructed by the 
courts over a long period.

All of these heads of compensation, except 
solatium have their source in the assessment of a
quantifiable loss which can be evidenced physically 
in one way or another. When land is removed from 
the possession of an owner, this is a physically
observable phenomenon. When the costs associated 
with the re-establishment of a business are
tabulated, one can contrast the financial situation 
prior to the compulsory dispossession often with 
considerable accuracy.

Even broader losses can be assessed. As the 
economist David Pearce points out many social and 
environmental costs that are incurred have a 
"price", it is just that compulsory dispossession of 
property rights results in the crystallisation of loss, 
and hence a need for quantification, or "pricing" of 
that loss. As Pearce observes:

(h]ere then is a basic source of market failure, 
although it may seem slightly odd to call it that since 
markets do not in fact exist at all, in that many
environmental services are being treated as if they were 
free because they are owned by everyone    there are no 
individually ascribed property rights.

Addressing indigenous property rights
When we are faced with assessing

compensation for the dispossession of a holder of 
indigenous property rights, we are presented with 
both familiar physical losses such as the inability to 
access land, and unfamiliar losses such as spiritual 
and cultural impairment. This latter class of losses 
lies at the core of the task encountered when
assessing "just terms" compensation for a 
dispossessed holder of indigenous property rights.

Indeed, it has been suggested by anthropologist 
Diane Smith that conventional principles of 
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valuation have little if any use in determining such 
compensation, given that spiritual and cultural
attachment can pervade all constituent parts of a 
particular native title. At the 2001 Native Title 
Representative Bodies Legal Conference in
Townsville, she discussed this issue in some detail in 
her paper entitled Valuing Native Title: Negotiating the 
cultural perspectives and multiple statutory
pathways to compensation under the Native Title Act 
1993, and it is compelling reading.

However, it appears highly unlikely the courts 
will dismantle the current framework of
compensation law and practice when formulating 
an acceptable approach to the assessment of
compensation when indigenous property rights and 
interests are extinguished or impaired. Rather, the 
courts would appear more likely to construct a
further head of compensation which deals with 
spiritual and cultural attachment. This task will 
involve valuers, property lawyers and the courts 
taking on the territory and language of previously 
untravelled notions of property rights.

Language is an important tool in this exercise, 
and we are limited in how to meaningfully describe 
spiritual and cultural attachment. However, in
surviving language from medieval times we can 
garner a glimpse of property rights with their rich 
spirituality, a facet which pervaded all of medieval 
society. This language could be a useful tool in 
attempting to describe unfamiliar facets of
indigenous property rights.

For example, "home" is an old English word 
which describes to the reader the place where one 
lives permanently, especially as a member of the 
family or household. It is often used to represent 
the centre of family life, figuratively demonstrating
a person's feelings or consciousness.  Alternatively

the old English word "house" does not achieve this
purpose, merely providing a bland functional

description of a habitable structure, with no 
reference to familial connection.

From this fragment of language, there is every 
possibility that compensation law and practice may 
find the way of expressing the meaning of spiritual 
and cultural attachment in the context of the
esoteric world of property rights. All of this

discussion is however too imprecise at present for 
the valuation profession which is grounded in
observing physical phenomenon.

Importantly, recent research suggests that a 
more comprehensive tabulation of fundamental
characteristics of property rights ought to provide a 
level of certainty for the valuation profession such 
that a meaningful description of indigenous
property rights can be constructed. There is 
considerable attraction to a form of comprehensive 
specification of fundamental characteristics which 
appears to have been first described by Anthony

Scott, of the Department of Economics, University 
of British Columbia in 1986. He describes a test for
property rights which relies upon the identification

of a minimum of six fundamental characteristics 
which he asserts to be present in any property right
namely duration, flexibility, exclusivity, quality of

title, transferability, and divisibility.
Spiritual and cultural attachment is an intrinsic 

component of indigenous property rights and
interests and can be captured and analysed by this 
test for property rights, and therefore meaningfully 
described in a manner which will be of assistance 
to the valuer. A diagrammatic representation has 
been prepared which describes the results when 
this test is applied to indigenous property rights 
overall:

Divisibility Flexibility

Transferibility Exclusivity

,Quality of Title

It will be seen that in duration, exclusivity, 
divisibility and quality, indigenous property rights 
exhibits scores approaching 100, while flexibility 
scores 40 and transferability 0. A maximum score is 
100 while a score of 0 indicates that this 
characteristic is totally absent. The advantage with 
this method of describing property rights is that it 
enables a comparison to be undertaken between 
more commonly encountered rights such as land 
and minerals, and indigenous property rights and 
interests arising from a particular location.

It offers considerable hope that indigenous

property rights when examined in this manner may 
display the content attributable to spiritual and
cultural attachment, and other current heads of 
compensation ordinarily encountered when
property rights are compulsorily acquired. By 
contrasting each of the displays in a manner not
dissimilar to a kaleidoscope, the space attributable 
to spiritual and cultural attachment could be
discerned.

Conclusion
At the outset it will be recalled that Jeremy 

Campbell reminded us that truth is relative and
malleable, and urged the sourcing of "material for
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a sharper argument". This is indeed the task ahead 
as we gain a greater understanding of the complex 
rights and interests which together form the notion 
of indigenous property rights. These are property 
rights which have clearly not been encountered
before with any regularity, however the 
requirements for just and fair compensation 
suggests that the common law world is now being 
required to address the nature and content of these 
seemingly enigmatic property rights.

It is a task which the valuation profession in 
both Australia and New Zealand must squarely
face, and it is a task which is fraught with difficulty

and complexity. It is also an enterprise for which 
the valuation profession is ideally suited.

About the author: John Sheehan is national native 
title spokesman for the Australian Property Institute. He 
is a distinguished scholar in the disciplines of land 
economy and planning.
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Remaining competitive in 
the eBusiness world

Introduction
Combining the skills of fast decision making 

along with the critical flexibility required to remain 
competitive in the eBusiness world are emerging as 
key skills for property managers.

Learning objectives:
1. Define how to apply eBusiness strategies 

needs to match property realities.
2. Understand the cultural and technological 

challenges you will face when migrating to
eBusiness.

3. Gain factual data that can be used to 
implement the strategies.

Where are we?
What a fascinating few years we have just 

experienced. The emergence of the internet and its 
associated tools and solutions has become one of 
the standard communication mediums of business 
worldwide.

Our profession has approached the internet 
tentatively in context to other industries (banking,
investment, books, flowers, etc). Although internet 
tools like e-mail have become part of everyday
business life, other internet solutions like
collaborative project extranets are only now

beginning to be viewed as useful tools for our 
projects and the facilities we manage. The promise 
of e-commerce in our industry is also a far way from 
becoming an everyday reality.

In essence, our industry's use of the power of 
the internet has barely even scratched the surface. 
But change is a constant and our industry is
standing at the rim of the chasm of opportunity.

The change we are experiencing today is 
happening at an unprecedented rate. Many are 
calling this rate of change and increased
connectivity the "net economy" The internet has 
allowed businesses to streamline processes and 
make them more efficient, which has driven
competition and productivity further than we've 
seen in the past. Thus, this "networked effect" has 
dramatically changed the way our global and

national economies operate and interoperate and 
how people expect to be serviced.

Our profession is just beginning to awaken to 
new ways of working and finding new revenue and 
profit streams due to this net economy., By not
totally abandoning all existing processes and 
relationships of the "old economy", but rather 
integrating net economy tools and views, our 
profession and our industry are poised for
unprecedented growth and prosperity. This is the 
reality of eproperty.

The internetworked (net) economy
How does our profession position itself to 

benefit from this internetworked (net) economy?
First we must realise that a new value network 

has been created by the internet. The human and 
intellectual capital that can be brought together in 
an instant, regardless of time or geography is the 
new wealth creator.

Second is the physical manner in which these 
people are brought together (extranets, wireless, etc), 
sometimes called structural capital, is how your
property business and organisation will reach its goals.

The net economy, meaning bringing people, places 
and things closer together, is the next phase of where 
our industry is heading with the internet. By choosing 
to plan your IT decisions on connectivity between
your people and data, you and your business will be 
well positioned as an eBusiness.

An eBusiness primer
Interconnecting your company into global 

information and product markets through web-
based eBusiness tools is a beginning step to
understanding the changing role you and your 
business will play in the net economy.

By using eBusiness tools like collaborative project 
extra nets, you will be able to see first hand the 
efficiencies created by:
• Giving project team members in every part of 
the information supply chain access to key
information from anywhere, at anytime;
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• Making well-informed, multi-party decisions 
more quickly;
• Communicating to the rest of the team in real
time;

• Automatically archiving all activity into a
permanent, digital project record.

The real property dot com industry ($US700 
million of global investment as of December 2001, 
according to a study by the digit group) has been 
designing, building and providing these type of 
web-based tools over the past four years. In all 
there have been nearly 100 companies that have 
entered or have announced plans to enter the
eBusiness service provider market for real property

In most cases these are being designed as 
"hosted solutions", meaning that your data and
most of the functionality of the software both reside 
offsite in servers maintained by the dot com. The dot 
com acts as an ASP (application service
provider), selling you the use of that functionality 
and the access to your stored data over the internet 
on an as-you-go basis. This is a fundamental
change from the traditional business model of

having to buy, install and maintain software on 
your own computers. The ASP will keep the
software up to date, and all you need is a standard 
web browser to use it.

Your company can now try a number of 
providers in this ASP approach without having to 
invest in software or commit to standardising at 
this point in the development of the market.

The downside of trying several providers is 
time. There are no standards yet, so each system 
has its own workflow, business rules and
organisation, and it will take time for your staff to 
learn how to use each system and comparatively 
evaluate them.

Also, many of the dot corns are start-ups that
were funded sometime in 1998-2000 by venture

capitalists hoping to take them public within short 
period of time. That now being highly unlikely, 
some will not receive further funding and will be
unable to continue operations. You don't want to be 
working with one of those when their time runs
out. Looking at the stability of the organisation 
behind the Web site may be more important than 
looking at the functionality when deciding who to
try.  Our suggestion is to look at who will make the 
transition from a first to second generation
property dot com by matching the following 
criteria to your dot com of choice:
• Are they linking their online services to legacy

property software systems?
• Do they provide trusted content?
• Are they allowing for customised and 
personalised interfaces for end users?
• Do they have 24x7 customer support and do 
they resolve customer issues in a timely manner? 

• Do they have solid property industry personnel, 
who really understand process, working for them?
• Once these set of metrics are answered, you can 
make a more informed decision.

Basic IT strategy
In the minds of our profession, the realities of 

managing bricks and mortar have far outweighed 
the benefits of bits and bytes. This mind set is
slowly being replaced with the reality that 
information systems, when properly implemented, 
used and maintained, can be an enormous 
competitive advantage in the marketplace.

The convergence of the property industry with 
information technology (IT) and the net economy is 
providing the catalyst for unprecedented growth that 
is being witnessed in new offerings of IT tools.
Knowing what these tools are and how to implement 
them can be a frustrating exercise unless you set an 
IT strategic framework to see how these tools, when 
you discover them, can be useful to you and your
business. By looking at how the IT industry creates 
and uses its IT framework, your property eBusiness 
can begin to reap the benefits of IT.

Called three tiered architecture by many in the 
IT industry, the basic structure of IT systems today 
are being built in three distinct categories:
• Databases - the foundation of data, structured 
to be re-used many times. Oracle and Microsoft 
Access are database examples.
• Applications  this is where the "number crunching" 
happens. Modular, task-oriented applications are what we 

have traditionally used. Archibus and Microsoft Word are 
application examples.
• Browsers - Browsers are no longer defined as 
just web browsers like Microsoft Internet Explorer 
or Netscape Navigator, but are now considered any 
viewing device that can input a request and publish 
the result via an application and database. Cell
phones and Palm devices are considered browsers.

By breaking down your IT systems into these 

three categories, your property eBusiness will be in

the position of using IT in new, more flexible ways.
After creating your IT framework, it would be

beneficial to look at how your people use IT and at 
what stages different applications take the lead
during a project.

By using both the three-tiered architecture 
approach to your IT infrastructure and a project 
lifecycle stage method breakdown for user
applications, your IT strategy will provide benefits

of not becoming obsolete before its time.

Data flow versus documents
One of the most critical steps one can make to 

adapt to the nature of the net economy is to change 
your view of information from documents to data.
The property industry is document-centric in the 
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form of drawings, specifications, O&M manuals, 
valuations, etc. The fundamental nature of how we 
do business is based on documents that are usually 
linked to contractual obligations.

Our industry's first information technology 
tools created electronic versions of our traditional 
documents in the form of CAD, Microsoft Word
documents and other "files" that stored information 
that we needed to procure and manage a building 
project. This is about to fundamentally change.

The power in using a business communication 
platform like the internet is in managing the flow of 
individual pieces of data that can make up a
document when you need a document. This means 
that the information technology tools that you
choose today should not just create documents, 
they should be feeding a database and be able to 
generate reports. The value of data is greater than
the value of documents when used to communicate
property information.

An analogy can be made to the financial 
markets. Financial data is constantly flowing 
through the financial industry in the form of
earnings reports, revenue projections and other 
financial data. When a company needs to measure 
itself, it generates reports in the form of balance 
sheets and income statements.

In a similar manner, traditional "reports" can 
now be generated from property project data that are 
captured in tools like Object Oriented CAD and 
project extranets. The flow of project data is
immense, but the tools used to measure the project's 
performance or meet contractual obligations are
becoming easy to use and will take the place of 
traditional "silo-style" document creation.

Many property firms have installed document 
management systems to help them get a handle on the 
vast amount of documents necessary on their projects. 
With database-centric solutions becoming more 
accepted, we are maybe seeing the end of document 
management and the beginning of data management.

This transition will be littered with failed 
attempts by users that do not differentiate
documents and data and their inherent values.

With documents, you are creating a data silo 
with limited value, meaning that the document has 
value at that moment in time and usually for one 
project at a time. When in data format, you have 
the flexibility to generate reports, integrate into
other systems and create a mechanism for new 
revenue streams and/or cost savings. A basic
understanding of the value of data versus the value 
of documents can help you make smarter
information technology decisions.

Real property e-commerce
Electronic commerce (e-commerce) is not just 

about business-to-consumer, monetary sales.

Automatic internet-based procurement holds the 
potential to dramatically redesign and improve
purchase-to-order processes for goods and services 
by creating virtual business-to-business markets that 
can be customised to reflect a company's
contracts, business rules that can be globally 
accessible over the purchaser's intranet or through
an extra net service.

These virtual procurement channels employ a 
self-service business model and enable the delivery 
of dynamic content, applications, project
information, project management, and decision 
support information at the point of purchase.

To date, the internet has primarily been portrayed 
as the latest and greatest channel for sales and
customer service. But when the smoke clears from the 
initial blast of e-commerce hype, internet technologies 
will prove to be catalysts to improve supply chain
management processes, particularly in the property 
industry procurement and purchasing processes. We 
have recently seen reports that pinpoint the first
quarter of 2003 as the breakthrough time for e-
commerce in our industry.

But there is a question emerging concerning the 
conventional wisdom of today's e-commerce
models.  This new thinking states that pure internet

plays will not be the stand-alone, e-commerce 
marketplaces they are being sold as today. There 
must be an integrated strategy that incorporates the 
existing bricks and mortar world with the point 
and click process of the internet to create a clicks 
and mortar environment.

This new environment takes into account the 
reality that not everyone is computer savvy, but
allows them to participate at their own level of

technology, even a fax machine. The ability to have 
one foot in the physical world and one foot in the 
virtual world, linked together through commerce is 
the next phase of commerce over the internet.

The problem with property dot com
eMarketplace companies is that they seem to forget 
who the purchasing audience is. What may seem 
like a good business idea in the world of academia 
does not always translate well to the real world,
and unfortunately, many venture capitalists (VCs) 
are just realising this critical mistake that the
majority of their funded property dot com 
eMarketplace companies are hopelessly lost, losing 
millions of dollars.

The integration of old economy suppliers with 
new economy dot com web efficiencies, means an 
interesting and profitable model begins to emerge. 
Taking a lead from the dot corns, the traditional 
property suppliers of the world are linking their 
inventory to transaction marketplaces they run for
their own profit.

The interesting piece of the model to watch is if 
the existing dot coms approach the old economy 



suppliers as a FTD-style service to survive or if the old 
economy suppliers choose to enter the dot corn space 
with applications of their own, discarding the majority 
of existing dot corns to the trash bin of history.

Next steps
Understanding and using the next phases of the 

internet will require careful insight and fast
implementation in order for your property business 
to transform into an eBusiness and remain
competitive. This net economy approach learns 
from the past in order to create the future. The
traditional linear process of procurement that hands 
information off at incremental times indicates that 
nearly 80% of all costs are embedded into a property 
project during planning and design before its tossed

over the wall for procurement and fulfillment. 
This vision integrates solutions and content in 

an environment for project team members to 
communicate, coordinate and collaborate 
information in a smarter way. It is all about getting 
innovative projects designed, constructed and 
managed faster with fewer mistakes, thus saving
time and money by exploiting the velocity of

internet to collapse time and distance.

About the author: Paul Doherty, AIA, is managing 
director of the US-based Digit Group. Doherty is a
registered architect and one of the property industry's 
most sought after lead consultants and integrators of IT 
and the net economy. 
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Signs of maturity in 
Australian water markets 

Further, it was the policy expectation that markets 
would achieve this in a socially equitable way, since

Abstract
In a mature water market with many active buyers 

and sellers and with a free flow of information about 
supply, demand and prices paid, prices should not
vary greatly at any given time. Willing buyers should 
always be prepared to pay the going price set by the 
most efficient and highest value producing irrigators. 
This paper will analyse the prices paid in two water 
markets in Australia in order to establish the level of 
price dispersion and how this has changed over time 
and to identify which factors affect the prices offered 
and accepted by buyers and sellers in order to identify 
signs of market maturity.

The buyers' and sellers' perception of the purchase 
and sales price will also be analysed as an indicator of 
the market participant's knowledge of prevailing
market prices. The paper shows that in the emerging 
market prices fluctuated widely and markets generated 

some inefficient outcomes. As markets matured and 
restrictions on trade were eased, price fluctuations
were reduced and market outcomes became more 
rational. Major determinants of water prices and 
lfuctuations are market restrictions, water use
efficiency, value of commodity produced and the 
bargaining strength of the buyers and sellers.

Introduction
Markets in water rights or entitlements emerged in 

Australia in 1983, when it was first introduced in

South Australia and have since increased in use and 
operations (Bjornlund and McKay, 2001b,a). This 
process has been driven by the need to reallocate an 
increasingly scarce resource among competing users
and to move water to higher valued and more efficient 
users, and away from inefficient low value users on 
unsuitable soils.

Such reallocation would achieve a number of 
policy objectives: it would increase the total value of
output from the limited resource, with both significant 
economic and social benefits, and reduce
environmental degradation caused by irrigation.

the sellers would receive some compensation from the 
buyers.

Water was traditionally appurtenant to land and 
could therefore not be sold separately thus preventing 
the above reallocation. This has changed dramatically 
during the past 20 years to a degree where today all

Australian states have either formally introduced water 
markets and separated the land and water rights, or
are in the process of doing so. This process is most 
advanced in the three southeastern states: South 
Australia, New South Wales and Victoria.

The National Competition Policy has spurred this 
process on by sweeping reforms of the water industry 
and other industries previously controlled by
government entities, such as telecommunication, 
electricity, gas, and rail services. The states have
committed themselves to implement these programmes
and are under severe financial penalties from the

Federal Government if they fail to do so. 
For water markets to achieve the discussed 

benefits it is imperative that they reach maturity as 
quickly as possible. While markets are still immature, 
inefficient outcomes and often politically undesired 
impacts will often be the result of market forces. 
Market maturation is an important consideration when 
investors evaluate risk and thereby determine their 
required discount rate for acceptable investments. This 
decision in turn determines value.

Within immature markets, price dispersion is high 
and investors require a high discount rate, whereas in 
mature markets investors are willing to accept lower
discount rates. As more sophisticated and diversified

property rights are defined, market liquidity is 
improved and the potential number of investors
widened, thereby increasing the marginal utility of any 
property right.

The first section of this paper describes the study 
area and the factors influencing water trading policies 
within them, the second section explains the
methodology applied in this research, the third section 
outlines the data used, while the fourth section
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discusses the outcome of the hedonic models applied 
to the data. The fifth section provides an overview of 
the relevant literature. The sixth and major section 
discusses the findings of the research. This section is 
divided into a number of subsections: the first one 
discusses price dispersion over time, while the other
subsections discuss the anticipated price determinants. 
The seventh section provides an overview of the signs of 
maturity identified in this paper, while the final
section provides some conclusions.

The study area
This research is based on an analysis of transfers of 

permanent water entitlements in two irrigated regions 

with different water use characteristics and water
allocation policies. Both areas are located in the southern 
part of the Murray-Darling Basin (Figure 1). In June
1995 the Murray-Darling Basin Commission decided to 
place a cap on water extraction within the basin set at 
the 1993/94 level of development. Member states can 
therefore not in any year extract more water than they 
would have done with the infrastructure and other
developments in place during 1993/94 (MDBC, 1998).

This step was taken because water extraction in 
the basin had continued to increase and was predicted 
to continue to do so, if no steps were taken to prevent 
it. Such development would have significant impacts 
on the ecological system of the basin and thereby its
productive capacity with significant environmental and 
socio-economic implications. This cap will have an
impact on future water allocation levels.

At the end of the study period for this project, in 
December 1996, the cap had not yet had an actual

Figure 1: The Murray-Darling Basin
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impact, but irrigators had started to come to terms with 
its inevitable long-term implications, causing some to 
start buying permanent water in preparation for this
impact. The cap has since had a significant impact on 
the allocation policies especially in Victoria and New 
South Wales. South Australian irrigators have not felt
the impact as badly since the cap for that state was set at
the 1993/94 level of entitlements and not development.

The River Murray in South Australia (SA)
This region has three sections: the Riverland, 

stretching along the River Murray from Blanchetown to 
the SA/VIC border, dominated by horticulture and 
viticulture, the lower reaches of the river dominated by 
broad acre farming and dairy, and the lakes area with 
broad acre farming and emerging viticulture.

Irrigators have water entitlements, either as part of 
an irrigation district or as an individual irrigator
pumping water from the river (a private diverter). 
These entitlements are generally accepted to be 100% 
secure - that is, they will be delivered in full every 
year. Trade was introduced on both a permanent and 
temporary basis in 1983, the first Australian state to do 
so.

From the beginning trade was only possible 

among private diverters. In 1989 trade was expanded

to allow irrigators within irrigation areas to trade with 
each other. This ability was put into legislation with the 
Irrigation Act 1994. Trade between irrigators
within irrigation areas and private diverters was made 
possible in 1995 when irrigation area authorities were 
issued with a license under the Water Resources Act 
1990. Finally trade was fully included in legislation 
with the Water Resources Act 1997. (Bjornlund and 
McKay, 2000a).

South Australia took early voluntary steps to 
reduce water extraction from the River Murray in the 
1960s and 1970s by reducing water entitlements down 
to actual or committed use (Bjornlund and McKay, 
1998). As a result of this conservative and responsible 
behavior by the SA government, the MDB cap was set 
at the 1993/94 level of entitlement rather than the 
1993/94 level of development (MDBC, 1998). As a 
result water trading in SA has been able to activate 
unused water without any impact on the general level 
of annual allocations to all irrigators.

The Goulburn-Murray irrigation district (GMID) in 
northern Victoria

The predominant and high-value water use in this 
region is permanent pastures for dairy, with large areas 
of low value production such as broad acre cropping 
and annual pastures for grazing of cattle of sheep in 
the western part.

To understand the following discussions, it is 
necessary to explain the allocation policy in Victoria.

All irrigators have a water right, with a security of 
delivery of 97 out of 100 years. In addition, sales-



Figure 2: The Goulburn-Murray irrigation district and directions of trade 
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water allocations are announced every year, as a 
percentage of water right, depending on the availability 
of water in the storages. The level of sales-water has 
traditionally been very high often in excess of 100% of 
water right. The long-term mean of sales-water is now, 
with the cap in place, expected to be about 60% of 
water right (Murray Water Entitlement Committee, 
1997), but fluctuates widely. Many irrigators, with 
permanent pastures depending on traditionally high 
levels of water rights, are therefore buying water to 
compensate for the reduction in annual sales-water 
(Bjornlund and McKay, 2002).

The GMID is supplied by two different systems: 
the Goulburn and the Murray system (Figure 2), with 
the Murray system traditionally having higher sales-
water allocations. Annual water trading was introduced 
on an experimental basis within some irrigation areas in 
1987. Both permanent and temporary trade was
included in the Water Act 1989,. but regulations for 
permanent trade were not in place until 1991, and the 
first permanent transfers were registered in January
1992.

Trade was both possible within irrigation areas and 
between private diverters, but, not between the two

The Northwestern Region

The Southwestern Region

The Eastern Region

groups. This was made possible when the Water Act 
was amended in 1995 (Bjornlund and McKay, 2000a). 
Over the years spatial restrictions on trade between 
different rivers and irrigation areas have been eased but 
some restrictions are still in place. Trade cannot take 
place from the Murray system to the Goulbum system 
but can in the opposite direction.

The Victorian Government's reaction to the cap 
was to retain the high level of reliability of supply of 
water rights and adjust total water use to stay within 
the cap by reducing annual sales-water allocations. As
water trading activates traditionally unused water, total 
water use increases, with reductions in annual sales-
water allocations as a consequence.

The methodology
In this study, hedonic functions have been applied 

to transactions of permanent water entitlements, to
identify the factors determining the buyers' and sellers' 
willingness to accept prices. The hedonic theory sets 
itself apart from property appraisal, by shifting the
focus of interest from determining the value of the 
commodity to determining the partial value of its
underlying characteristics. Griliches (1971) did some 
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of the early work on hedonic price functions when 
analysing car prices. He did so in order to improve the 
way price indexes are adjusted to distinguish the 
proportion of price increases caused by quality 
changes from those caused by inflationary price 
increases.

The theoretical framework is developed around 
the fact that many commodities are heterogeneous 
goods, consisting of a bundle of characteristics in 
different quantities. These goods cannot be un-
bundled, and the characteristics sold separately; 
neither can they be re-packaged. Buyers in the market 
are therefore shopping around, finding the bundle of 
characteristics, which best suits their purposes. If 
enough of such packages including different quantities 
of each characteristic are sold in the market, a hedonic 
price function can be identified:

P(Z) = f(Z1................. Zn),
where P(Z) is observed product prices and Z1 to

Zn is the bundle of product characteristics. Solving
this function for a large number of transactions will
establish the value of each of the Z characteristics.

The issue of the functional form of the hedonic
function has been widely discussed (Halvorsen and
Pollakowski, 1981; Milon et al., 1984), and rather
mechanical methods have been developed to establish
the best fitting form (Box and Cox, 1964). However,
this study attempted to keep variables in a linear form,
unless strong theoretical arguments or empirical
evidence suggest that a non-linear form should be
used. This approach ensured the most consistent
interpretation of the coefficients. Even though this
approach can be at the expense of a drop in
explanatory power, it has often been followed in the
literature because of the easier ability to interpret the
outcome and especially make comparisons between
models.

In the process of building the final models, a
number of issues have to be considered. One key
assumption is that the independent variables, the Zs,
in the equation, are truly independent, that is, no
multicollinearity exists. This is especially important in
a study like this, where the emphasis is on the relative
magnitude of the estimated coefficients, rather than
the predicted value of the dependent variable.

To ensure this, scaled condition indexes, and their
associated variance-decomposition proportions have
been used (Belsley, 1991). The advantages of this
approach are that it identifies the variables involved in
interdependency, and provides measures of their
severity This enables the analyst to better identify the
potential impact of such interdependencies on the
outcome. If the involved variables are not of key
concern for the analysis, the remaining coefficients can
still be used.

The second key assumption is homoscedasticity,
which means that the population disturbances have
the same variance or that there is no pattern in the
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residuals. Since there is no universally accepted way of 
testing for this and several methods exist, often
yielding contradictory results, two different methods
have been applied - the Langrange Multiplier Test and

the Breusch-Pagan-Godfrey Test (Gudjarati, 1995). 
Finally the risk of misspecification of the model 

has to be considered, that is the omission of relevant
variables, inclusion of irrelevant variables or the use of 
wrong functional form. For this purpose Ramsey's
Reset Test has been used (Gujarati, 1995). No model 
discussed in the findings section is in violation of any 
of these assumptions based on the above tests and
conservative parameters set in the literature (Gujarati, 
1995).

The data
Within the GMID information about water 

transfers including: date of transfer, volume traded, 
water use prior to trade, size of water right and name 
and address of buyers and sellers were obtained from 
Goulburn-Murray Water. For the period from 1992 to 
1994 mail questionnaires were used and responses 
were obtained from 188 or 64% of all buyers and 149 
or 53% of all sellers. For the 1994 to 1996 period 
telephone interviews were conducted with 100 or 35% 
of all buyers and 100 or 41% of all sellers.

Along the River Murray in South Australia 
information about water transfers including: date of 
transfer, volume traded, water use prior to trade, 
entitlement size, and name and address of buyers and 
sellers were obtained from the Department of 
Environment and Natural Resources office in Berri for 
private diverters and in Barmera for irrigation area 
irrigators. For the period from 1987 to 1994 mail 
questionnaires were used, and responses were obtained 
from 146 or 58% of all buyers and 122 or 52% of all 
sellers. For the 1994 to 1996 period telephone 
interviews were conducted with 100 or 72% of all 

buyers and 103 or 45% of all sellers.
In order to obtain information about prices in both 

study areas it was necessary to interview the buyers
and sellers, since prices are not registered in any 
public register. During the interviewing process 
property and personal characteristics were also 
gathered.

The models
The hedonic models for sellers and buyers within 

both study areas and for both study periods are
displayed in Appendix 1, 2, 3 and 4. For simplicity,

linear models have been preferred. The only exception 
is the sellers' model within the GMID (Appendix 1). In 
the linear version of this model most of the variables 
were insignificant. Therefore, a non-linear model has 
been reported even though it is more difficult to
interpret. The model fulfils all statistical requirements 
and when tested proved superior to the linear model. 

Individual variables follow non-linear forms where 



such transformations were anticipated due to the 
nature of the variable and empirical observations.
These exceptions are "time since sale", where the 
graphs in Figures 3 and 4 indicate that a non-linear 
relationship was present and the variable "size of 
transfer", where economic theory suggests that
economies of scale will cause this variable to be non-
linear.

The models have quite good explanatory power 
(based on adjusted R2) ranging from 44.1% for the 
sellers' model during the first period in SA to 77.2%
for the buyers' model during the first period within the 
GMID. Generally, the buyers' models have the highest 
explanatory power, with the exception of the models 
for the second study period within the GMID. This
could be an indication that the market was a buyers' 
market, where the buyers set prices depending on
their individual circumstances. Variables are generally
significant at the 0.01 or 0.05 level. In some instances

a one-tailed test was used, since the coefficient had the 
anticipated sign.

Comparing these results with the two other 
applications of hedonic models to water transfers
identified in the international literature, namely the 
studies by Colby et al (1993) and Challen (2000), the 
above results become very acceptable. The study by 
Colby et al achieved an explanatory power of 54%
using a sample of 97 water purchases and the study by 
Challen an explanatory power of 64% using a sample of 
178 observations. Both of these studies base the
explanatory power on the R2 and not the adjusted R2 
resulting in a comparatively higher explanatory power 
than the one reported in this study using adjusted R2 
values.

Literature review
A review of the international literature only 

revealed two previous studies applying hedonic
functions to water market prices: one in the US (Colby et 
al, 1993) and one in Australia (Challen, 2000). The study 
by Colby et al used only secondary data
preventing the model from accounting for individual

personal or water use characteristics. The study 
analysed water transfers within a study area, which 
was dominated by cross-sectoral transfers under the 
prior appropriation doctrine in the southwestern part 
of the US.

The data set, however, included two important 
variables, which intuitively should have a significant 
impact on the buyers' willingness to pay. The first was 
the presence of high profile buyers such as a
municipality, a power station or a mine. The second 
was the priority date of the water right, which
indicates how certain the holder of the right is of 
actually receiving the water every year, and therefore is 
an obvious determinant of the willingness to pay.

Anecdotal evidence within the study region as well 
as economic theory, suggests that these two variables

should be major price determinants. The model also 
included a non-linear transformation of the quantity of 
water sold using a logarithmic transformation. The
variable had a negative sign showing that prices 
decrease with volume traded reflecting the general 
economic law of decreasing marginal return and 
economies of scale.

The study by Challen (2000) was based on water 
transfers along the River Murray in South Australia
during the 1987 to 1996 period. This study area is the 
same as one of the study areas in this paper and covers 
the same time period. Challen based his analysis on 
surveys of water buyers and agents facilitating water 
transfers and secondary data provided by the relevant 
department.

This survey provided information about prices and 
some information about the intended water use and the 
involvement of brokers. The model also used
information about major commodity prices and 
information about volume of water trade and date of 
transfer provided by the department. Challen found:
1) there was a relationship between some commodity 
prices especially citrus for processing and chardonnay 
vine grapes showing a positive but less than linear
response of water prices to commodity prices; 2) the 
involvement of a broker resulted in an increase in price 

of A$20 per ML or about 5% on an average price of
A$425 per ML. It could be noted here that 5% proved to 
be the standard brokerage fee for permanent trading 
during the first two years of the interstate water
trading pilot programme (Young et al, 2000); 3) the 
rehabilitation levy paid within some districts caused a 
decrease in water prices; 4) that buyers in the
Riverland paid lower prices which was opposite to 
expectations; and 5) that buyers intending to apply the 
water to vegetables and orchards paid a premium.

When comparing this analysis to the one discussed 
in this paper it should be noted that: 1) the analysis is 
based on buyers only; 2) not all information is
provided by the buyers themselves but by the involved 
broker; 3) 85% of the buyers in the sample used
brokers, while research has shown that only about 
60% of all buyers during the period used brokers
(Bjornlund and McKay, 1999); 4) the analysis involved 
only one model covering the entire period.

Another factor discussed in the literature is related 
to the ability of water to trade freely both spatially and 
between different classes of irrigators. Any attenuation 
placed on the free movement of water will reduce the 
exposure to market participants and the variety of
users able to bid. Such limitation of trade will reduce 
the price of water as well as the volume of water
traded (Gardner, 1985). The proficiency and efficiency 
of the market is another important determinant of
prices and price fluctuations. Brown et al (1982) found 
that water prices increased the more proficient the
market operated.

Other characteristics influencing price within the
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study area should be associated with factors related to 
the individual buyers' and sellers' ability to use the
water to produce a profit. The highest value producers 
should be willing to pay the highest prices and thereby 
outbid the lower value producers. The same line of
logic also suggests that the more efficient water users 
should be willing to pay a higher price, since they can 
produce more output per unit of water applied.

Two more factors were anticipated to have an 
impact on the price of water. The first is the size of 
transfer. The general rule of economies of scale
suggests that the larger the quantity of water traded 
the lower the per unit price as found by Colby et al
(1993). Howe et al (1990), however, argued that larger 
transfers save the buyers the trouble of identifying and 
negotiating with several sellers and many transfer costs 
are constant regardless of the quantity of water
transferred thus reducing the cost per ML for larger 
quantities. Both of these issues should increase the 
buyers' willingness to pay for larger volumes.

The final reason is associated with the buyers' and 
sellers' bargaining strength. Dragun (1983) argued that 
the final transfer price should be determined by the
bargaining position of the parties. This is supported by 
the fact that many irrigators sold because they were in 
financial difficulties: the most important reason for
selling water was because the seller needed the money 
(Bjomlund and McKay, 2002), about a quarter of the 
sellers sold water on which their existing production 
depended and had no plans to reduce their irrigated 
production, and 71% of the sellers used the proceeds 
from the sale to pay this year's bills (Bjomlund and
McKay, 2000b). Likewise, many buyers within the 
GMID purchased water to support their significant
investments in permanent pastures, milking herd and 
equipment when annual sales-water allocations
declined (Bjornlund and McKay, 2002). Irrigators under 
such pressure to buy or sell should be willing to pay 
higher prices or accept lower prices.

This section has discussed the various factors or 
characteristics potentially influencing price based on 
existing literature. The following sections will analyse 
to which extent these factors have actually influenced 
price within the two study regions based on the
hedonic functions. When building the models, 
attempts were therefore made to include significant 
variables measuring the impact of these factors either 
directly or as proxies. The models for the two periods 
do not contain the same variables since changes to 
policies, and the relative profitability of various crops, 
have changed over time, and insignificant variables 
have been eliminated in the model building process.

The findings
The first part of this section will discuss price 

dispersion and trends, while the following parts will 
discuss the various value determinants derived from 
the hedonic models.
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A. Price dispersion and trends
To give an impression of price dispersion and 

trends as well as market activities, Figures 3 and 4 
show the minimum and maximum prices paid, the 
number of transactions on a quarterly basis and the
volumes traded on an annual basis. Trade in SA shows 
a much stronger growth in volume traded, number of 
transfers, and prices as well as lower price dispersion.

Figure 3 shows that until 1994 trade had its 
seasonal fluctuations, but stayed at much the same
overall level with trade escalating after 1993/94. The 
year of 1988 saw very high volumes traded due to a 
single buyer, a new major almond grower. Until the 
beginning of 1991, maximum prices went up and
down but with a slow upward trend. During 1991 and 
1992 the trend tended to go slowly downward, while 
from 1993 to 1996 prices went up at a rapid pace.
This continued until 2000, when prices culminated at 
A$1100-$1200/ML, but has since declined to around 
A$1000/ML.

The maximum and minimum prices indicate 
substantial price dispersion during some periods. 
Minimum prices seem to have stabilised over the
period, whereas maximum prices still show some high 
blips caused by individual buyers willing to pay above 
market prices. As an example, one milk processor,
buying water for industrial purposes, caused the high 
purchase price of A$560/ML in the third quarter of
1990. Both minimum and maximum prices seem to be 
quite stable during the period from mid-1995 to the end 
of 1996, indicating a maturing market.

Figure 4 indicates that within the GMID the 
dispersion between minimum and maximum prices 
remained high throughout the five-year period. 
Minimum prices were very volatile whereas maximum 
prices remained stable with a slowly increasing trend 
from the first quarter 1994 and then accelerating 
during 1996 toward A$500/ML. This could suggest 
that the efficient dairy producers, which are the major 
water buyers and the highest value producers within 
the GMID, set the maximum at a level they can justify.

The fluctuating minimum prices reflect a thin 
market, where some irrigators are under pressure to 
sell at times when no efficient and high-value
producing irrigators are buying and therefore have to 
sell to opportunistic buyers at lower prices. This
lfuctuation suggests an inefficient market. The trend of 
increasing prices continued until 2000, when prices 
culminated at around A$800/ML driven by demand 
from the vine industry in Sunraysia downstream of the
GMID.

Prices have since come down to a level around 
$600-700/ML, due to reduced demand caused by a 
decline in new contracts for wine grapes. The general 
price level, with exemption of the very low minimum 
prices, seems to reflect the ACIL report's (1984)
expectations of between A$200 and A$400 per ML. 
The large price dispersion seems to reflect the potential 
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Figure 3: Minimum/Maximum Prices and Number of Permanent Transfers 
The Murray River   South Australia: 1987-1996 

0 

Quarter of transfer 

A   Minimum 4 Maximum No of transfers

Volume (ML): Standard deviation as % of mean quarterly price:

1987 3290 1992 2398 1987-92:18%
1988 5861 1993 6908 1992-95:12%
1989 3149 1994 5422 1995-96: 6%

1990 2769 1995 7490

1991 963 1996 4176

Figure 4: Minimum/Maximum Prices and Number of Permanent Transfers
GMID   Victoria: 1992-96
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A  Minimum 4Maximum - No of transfers

Volume (ML): Standard deviation as % of mean quarterly price:

1992/93 2715 1997/98 16349 Consistently above 20%

1993/94 8100 1998/99 23283

1994/95 6369 1999/00 18173

1995/96 9941 2000/01 16851

1996/97 8230
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buyers' opinion when interviewed by ACIL, proposing a 
price level between A$50 and A$500/ML.

The price dispersion between minimum and 
maximum prices appears higher within the GMID.
This could reflect the greater diversity of the nature of 
water rights within the GMID. The sales-water
component varies between private diverters and 
irrigation areas and between regions. Also different
spatial restrictions on trade exist. In comparison water 
rights in SA are more uniform and no spatial
restrictions exist. This corresponds with the findings of 
Colby et al (1987) and Gardner (1985). Telser (1978) 
suggested that under such market conditions proper 
price levels would not be formed and prices therefore 
lfuctuate widely

The minimum and maximum prices displayed in 

Figures 3 and 4 still indicates some price dispersion 
raising doubt about whether the market has actually 
matured. However analysing standard deviations of 
quarterly mean prices in South Australia shows that 
the standard deviation as a percentage of quarterly 
mean prices reduced significantly from around 18% 
from 1987 to June 1992, down to around 12% from 
June 1992 to June 1995 and further reduced to
around 6% from June 1995 to December 1996.

This analysis indicates that price dispersion has 
reduced significantly and Figure 1 shows that both 
volume of water traded and number of transfers
increased further indicating a maturing market. A
similar analysis of quarterly mean prices within the

GMID shows steady and very high standard deviations at 
a level consistently around or above 20% of
quarterly mean prices. The reasons why individual 
quarterly minimum and maximum prices still fluctuate 
are analysed in the findings sections of this paper and 
show some signs of a maturing market within the
GMID.

Market activities within the GMID have also

increased significantly since 1996 to a level where 
volumes of water traded have been consistently
between 16,000 ML and 24,000 ML per annum since 
June 1997 (See Figure 4)

B. Spatial restrictions and restrictions on 
transfer between different classes of irrigators

Restrictions on transfer between different classes of 
irrigators were removed within both study regions in 
1994 and within the GMID spatial restrictions were
eased but some still remain. The analyses confirm the 
findings of Gardner (1985) that the larger the
geographical area within which the water can be 
traded, the higher the price. Within the GMID, during 
the first study period, this was expressed in three 
different ways. Within the Northwestern Region (see 

Figure 2), where trade could only take place within and 
between the three irrigation areas (Kerang, Cohuna and 
Swan Hill), water was traded for A$85.79/ML less
according to the buyers' model and A$107.07/ML less

according to the sellers' model (Appendix 1).

The reasons for the lower price within this region 
are: 1) the inability to trade water to the eastern
region, where most of the high value producers are 
located and therefore most of the demand; and 2) the 
fact that this region is supplied from the River Murray, 
which traditionally has received consistently higher 
annual sales-water allocations.

No changes took place to the spatial restrictions 

within the northwestern region from the first to the 
second period, but the cap and water markets started 
to make an impact. It became apparent that the level 
of annual sales-water allocations would be reduced 
and a maximum level made standard throughout the
GMID. The northwestern region would therefore no

longer be able to receive sales-water allocations in 
excess of 100%.

Irrigators having relied heavily on the higher sales-
water allocations therefore came under pressure to
purchase additional water rights. Demand for water 
within the northwestern region therefore increased 
from the first to the second study period with the 

effect that the price reduction came down to
A$66.62/ML in Cohuna and to A$33.29/ML in Kerang. 
In the sellers' model the reduction came down to
A$60.24/ML and was only significant in Kerang, which

is most severely suffering from salinity problems. 
During both study periods, it was possible to trade 

water from the eastern region to the northwestern 
region. This however did not take place. The high 
value producing irrigators in the dairy areas of Cohuna 
have been able to compete successfully for water 
within the northwestern region. They have apparently 
been able to satisfy their demand from sellers within 
the region and have seen no reason to purchase 
additional water at higher prices from the eastern 

region.
During the first study period it was not possible to 

trade water between private diverters and irrigation
areas. This prevented the high value producers within

irrigation areas from buying water from private 
diverters who traditionally have large volumes of
unused water. Private diverters wanting to sell water 
therefore had to sell to other private diverters, and 
accept the price they were willing to pay The buyers'
model suggests that private diverters paid $167.93 less 
while the sellers' model suggests that private diverters 
received A$84.82/ML less. As a consequence, volumes 
traded among private diverters were quite low

During the second study period trade between 

private diverters and irrigation areas was introduced 
with the effect that the volume of trade involving 
private diverters increased by 167%, and the price 
reduction declined to A$40.68/ML in the buyers'
model, and to A$34.27/ML in the sellers model. This 
decline in the sellers' model was only if a private

diverter was selling to a private diverter. If a private 
diverter was selling to an irrigation area buyer the 
price paid was equivalent to other sales. 



This again shows that the price level is reduced if 
spatial or other restrictions are placed on water trade. 
The changes from period one to two show the impact 
of increased competition for water introduced by the 
removal of impediments to trade, but also indicate 
imperfections in the market. The private diverters
selling for A$34.27/ML less must be ill informed of the 
recent policy changes and the price level within
irrigation areas.

The final spatial impact is within the Southwestern 
region (Figure 2). During the first study period the
findings indicate that irrigators within that region 
purchased water for A$32.33/ML less than irrigators
within the eastern region. On the other hand irrigators

within the southwestern region selling water only sold 
for A$16.57/ML less than water sellers in the eastern 
region. The difference between the sellers' and the
buyers' price reduction must be caused by internal 
trade.

Some sellers within the southwestern region are 
obviously not aware of the price level in the eastern 
region and therefore allow buyers within their region 
to purchase at lower prices. Other irrigators selling to 
buyers in the eastern region are getting better prices, 
with the effect that the coefficient in the sellers' model 
indicates a smaller price reduction with a much larger 
standard error representing the higher level of
variation.

This reduction in prices in the southwestern 
region is not significant in the second study period.
This can be caused by two factors. First, some spatial 
restrictions on trade have been removed and second, 
sellers in the market might be better informed about 
their options and about price levels within the GMID. 
This suggestion could be supported by the fact that the 
use of water brokers went up by 47% from the first to 
the second study period. In conclusion, early markets 
failed to be efficient due to inefficient information
lfows and spatial and other restrictions on trade.

In SA, spatial restrictions were not imposed during 
any of the study periods. However, it was not possible 
to trade between irrigation areas and private diverters 
during the first period. As a consequence, only 26% of 
all transfers took place within irrigation areas during 
the first study period.

During the second period, 26.3% of the buyers 
were from irrigation areas compared to 70.9% for the 
sellers. The proportion of irrigation area sellers thus 
increased by 170%, while the proportion of buyers 
remained unchanged. Price variations caused by
location were not as predominant in SA. In the first 
study period, the only spatial variable of significance 
was that buyers within the Waikerie irrigation area 
paid A$90.71/ML more. This is the major citrus
growing area and during the first study period the 
citrus industry experienced good profits compared to 
other commodities.

During the second study period, when irrigation 

area irrigators became more active in the market, 
spatial issues as well as irrigator type became more
significant in the models. The models in Appendix 4 
indicate that private diverter paid A$46.65/ML more 
than irrigators within irrigation areas. The sellers'
model indicated that private diverters sold for 
A$17.33/ML more than sellers within irrigation areas.
As in the similar model for the sellers within the

GMID, it was found that the standard error of the 
coefficient in the sellers' model was quite large and the 
coefficient therefore only significant at the 0.1 level.

This is caused by the fact that most irrigation area 
sellers sold to private diverters and therefore sold at 
higher prices, while irrigators selling within and
between irrigation areas sold for less. This difference in 
market behaviour produces higher variation and must be 
a result of lack of information flow in an inefficient 
market. This is also reflected in the variable "use
broker". If the seller used a broker the seller received 
A$22.17/ML more corresponding with the findings of 
Challen (2000) among the buyers.

Within irrigation areas the irrigators selling to 
private diverters used brokers more frequently than
those selling to other irrigation area irrigators. The use 
of broker is a proxy for market proficiency as
discussed by Brown et al (1982). The sellers using a

broker benefit from the broker's market knowledge. 
Finally, water sold out of the Lakes area sold for 

A$40.47/ML less. This is not a reduction caused by 
restrictions on trade or different classes of irrigators. It 
must be an expression of market inefficiencies. Water
sellers within the Lakes area were mainly low value

producers with broad acre production or no water use 
at all. Water therefore had a relative low value to these 
sellers. They must have accepted lower prices out of 
ignorance about the real value of water for high-value 
producing irrigators in the Riverland approximately 
400-600 km upriver.

In reality an irrigation area irrigator in the

Riverland sold water for A$23.14/ML more than a 
private diverter in the Lakes area. These findings are
contrary to those of Challen (2000) but in accordance

with expectations.
The difference in the findings could be due to the 

fact that the result in this study is based on analysis of 
irrigators selling water out of the Lakes area while
Challen's model is based on irrigators buying water into 
the Lakes area. The sellers within this area are low value 
inefficient irrigators or irrigators who never used their 
water, while the buyers within this area are 
predominantly vineyard, both new greenfield
developments and expansions of existing operations.

C. Water use efficiency
Various measures of and proxies for water use 

efficiency were included in all models. During the first 
study period in SA irrigation methods were included 
in both the buyers' and sellers' models (Appendix 3).
The buyers' model clearly indicated that the more 
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efficient the irrigation method the more the buyers 
were willing to pay.

For each hectare the buyers had with drip 
irrigation, they would pay an additional A$5.17/ML. 
The other irrigation methods had a negative impact on 
the willingness to pay: micro jet sprinklers by 
A$0.15/ha/ML, overhead sprinklers by A$0.63/ha/ML 
and furrow or flood irrigators by A$1.96/ha/ML. That 
furrow and flood irrigators were capable of buying 
water at a lower price indicates inefficiencies in a thin 
market where no other buyers are present, or where 
lack of market information prevents sellers and buyers 
from identifying each other.

This lack of information caused the Department of 
Environment and Natural Resources to publish a list of 
all licence holders giving information about
entitlement and actual water use in 1994 to assist 
buyers in identifying potential sellers.

The sellers' model indicated that irrigators using 
micro jet sprinklers, which is one of the most efficient 
irrigation methods for horticultural crops, sold water 
for A$20.02/ML more for each hectare being irrigated 
by micro jet sprinklers. This could represent irrigators 

selling water which has become surplus due to the
introduction of a more efficient irrigation method. 
Such irrigators were in a position where they did not 
have to sell. They were located within the Riverland, 
where most of the demand was and therefore were
most likely to establish contact with potential buyers.

During the second study period (Appendix 4) the 
issue of irrigation method was not significant. This 
represents a maturing in the market. That the
inefficient irrigators were no longer capable of buying 
at lower prices might be a result of better knowledge 
about supply and demand along the river.

This could reflect the increased use of brokers as 
well as the release of the list of water entitlement and 
water use figures in 1994. This is a positive
development from both an economic and 
environmental perspective. The only irrigation 
method represented during the second study period 
was centre pivot in the sellers' model. Sellers having 
100% of their irrigated area under centre pivot sold for 
A$50/ML less. Centre pivot is the most efficient 
irrigation method for broad acre and vegetable crops 
and therefore most commonly found in the Lower 
Murray and the Lakes area. This price reduction is 
therefore likely to be a proxy for the low value 
producing broad acre farmers in the lower reaches of 
the river.

Within the GMID it was not expected that 
irrigation methods would be an important issue due to 
the predominance of gravity irrigation. However 
drainage, laser grading and re-use systems were likely 
measures for water use efficiency. Within both the 
sellers' and buyers' models and during both study 
periods the presence and extent of off-farm drainage 
access were significant price determinants. 

During the first study period the measure was the 
cost of drainage. The higher the drainage cost paid to 
the GMW the higher the price. The drainage cost
depends on how big a proportion of the irrigated area 
is connected to public off-farm drains. During the
second study period both the sellers and buyers paid 
and got approximately A$18/ML more if they had
access to off-farm drainage either in the form of public

or private drains.
D. The value of commodities produced and the 

productivity of buyers and sellers
The types of production, as well as various 

measures of the productivity of the buyers' and sellers' 
properties, were represented in all models. In SA, 
water use was only significant in the sellers' model 
during the first study period. The sales price decreased 
the larger the proportion of the irrigated area in citrus, 
and increased the larger the area in stone fruit. That 
some citrus growers sold water for lower prices during 
that period, when the citrus industry was otherwise 
experiencing a good time, must reflect inefficient 
irrigators with low quality planting not capable of 
maintaining production and profits at a level 
representative of the citrus industry in general.

During the second study period, vegetable and 
horticultural growers, except citrus, paid highest prices 

followed by vine growers. Vine growers paid less for 
water because they purchased large volumes of water 
for major new developments and therefore operated 
from a position of strength. That citrus growers paid 
less reflects the findings in the irrigated land market 
during that period that water used for citrus 
production did not command its previously higher 
prices (Bjornlund, 2001) and reflects the changing 
fortune of the citrus industry due to increased 
competition for cheaper imported concentrates as 
tariffs were reduced. The findings regarding citrus are 
also supported by the work of Challen (2000) who 
found that prices for oranges for processing (Valencia) 
was the most significant commodity price affecting the 
price of water.

The buyers' model showed that irrigators wanting 
to increase the application of water on existing crops 
were willing to pay higher prices. This could indicate 
that these buyers expected to increase productivity 
from existing infrastructure without any further cost.
The marginal value of water applied for this purpose is 
likely to be high. Buyers wanting to apply the water on 
new crops were also willing to pay higher prices. This 
could reflect that these buyers are going to apply the 
water on choice soils, using the most productive
varieties and most efficient irrigation technology. 
Finally, buyers wanting to expand existing crops paid 
less for water. These buyers are mainly within 
irrigation areas where the price level generally is lower 

and where soils are likely to suffer from the long-term 
impact of irrigation reducing the productivity of water.

In the Riverland, sandy soils are considered the 
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most productive soil type for horticultural crops, 
especially citrus. It was therefore not unexpected that 
the sellers' model during the first study period showed 
that the price increased with the proportion of the 
irrigated area with sandy soils. This is likely to be a 
measure of the more efficient farmers selling marginal 
proportions of unused water and therefore not in a 
position where they have to sell below going prices. It 
is also likely to represent the fact that citrus was the 
economically best performing crop during the first 
study period.

The sellers' model during the first study period 
also showed that sellers, perceiving that they had 
severe water quality problems, were selling at lower
prices. This is likely to represent inefficient producers 
farming in unsuitable locations such as anabranches or 
other backwaters, where water quality is worse than in 
the main river. Such irrigators will have a low
production and their planting and other irrigation 
infrastructure will therefore have lost all or part of 
their value. Irrigators in this position are often in
financial difficulties and under pressure to sell, and are 
therefore willing or forced to accept lower prices.

Within the GMID both the first and second study 
period showed that price was related to the area of
permanent pasture for dairy, which is the highest value 
water use in the area. The buyers are willing to pay
increases with the area in permanent pastures for dairy, 
while the sellers are willing to accept lower prices the 
larger the area in annual pastures.

During the second study period, dairy had a dual 
impact on sales prices. First, the larger the proportion 
of the selling farm in dairy production the lower the 
sales price. Second, for each hectare the selling
property has in permanent pastures for dairy the 
higher the sales price. This reflects the findings of the 
first study period, that the more land the sellers had 
with annual pastures for dairy the lower the price, 
since the presence of annual pastures for dairy raises 
the percentage of the farm in dairy production.

This was tested by replacing the variable
"percentage of irrigated land in dairy" with the variable 
"number of hectares with annual pastures for dairy". In 
this model the latter variable was significant with a
negative sign, confirming the findings of the first study 
period. Introducing this variable into the model

however resulted in the variable "number of hectares 
with permanent pastures for dairy" being insignificant 
and an overall reduction in the explanatory power.

The test however confirmed that the two dairy 
variables in the model reflect that irrigators with many 
hectares of permanent pastures for dairy are selling at a 
premium, whereas the presence of annual pastures for 
dairy cause a reduction in price. This suggests that 
efficient dairy farmers with excess water sold at a 
premium, whereas less efficient dairy farmers sold at 
lower prices.

Buyers who intended to expand their irrigated area

for cattle production and sellers who intended to 
reduce their irrigated area for cattle as a consequence 
of the water transfers, bought and sold for higher 
prices. This could indicate that the cattle industry has 
niches of high profitability. Irrigators expanding into 
these segments of the market are willing to pay good 
prices. For the buyers it could also reflect the fact that 
a significant proportion of the buyers expanding their 
cattle production consisted of non-commercial farm 
properties. Other irrigators electing to reduce their 
irrigated area for cattle must be doing so as a rational 
business decision rather than out of financial distress 
and therefore able to sell at higher prices.

E. The volume of water traded
The volume of water traded was significant in 

more than half the models. However, the impact on
price was not consistent, reflecting both the findings of 
Colby et al (1993) and the arguments presented by
Howe et al (1990).

During the first study period in SA prices 
decreased with volume traded. In the buyers' model 
this was reflected by the coefficient having a positive 
sign and a reciprocal functional form. Buyers were 
willing to pay almost A$77/ML more, if they bought 
one ML and A$7.7/ML extra if they bought 10 ML. 
One of the reasons could be that most of the small 
volumes were traded within irrigation areas, where 
buyers did not have to produce an irrigation drainage 
and management plan as a part of the transfer process 
thus lowering transfer costs and increasing the 
willingness to pay, and probably also because many of 
the buyers of small volumes were hobby or "lifestyle" 
farmers willing to pay a premium in pursuit of their 
non-economic objectives. In the sellers' model, this 
was reflected by the coefficient having a negative sign 
and linear form indicating that for each ML increase in 
the volume traded, sellers received a lower price 
following the findings of Colby et al (1993).

During the second study period, both the sellers' 
and the buyers' model showed that small volumes
traded at lower prices. The coefficients had a negative 
sign and followed a reciprocal functional form. Buyers 
would pay $89/ML less if they purchased only 1 ML 
and A$8.9/ML less if they purchased 10 ML. This
could reflect that the department tightened the transfer 
procedures for small transfers significantly increasing per 
ML costs for small transfers.

The same trend was found in the buyers' model 
during the first study periods within the GMID. The 
reduction for 1 ML here was A$141 reducing to
A$14.10/ML if 10 ML were purchased. Both of these 
findings support the arguments of Howe et al (1990). 
That most models had volume in a reciprocal form 
clearly indicates that the price differences are most 
important for very small volumes, as the volume
increases the price difference decreases rapidly.

F. The bargaining strength of buyers and sellers 
The bargaining position of the buyers and sellers
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can be difficult to measure and quantify. A number of 
variables indicating the market power and financial 
strength of the buyer and seller or variables
functioning as proxies for such factors were included 
in most models. Size of the sellers and buyers either in 
form of the number of irrigated hectares or the volume 
of water entitlements were significant in most models. 
The theory was that the larger buyers and sellers were 
negotiating from a position of strength. The larger
irrigators are more likely to be able to conduct the sale 
or purchase at a time of their choice, that is, when
better prices can be achieved.

During the first study period in SA, the
entitlement of the sellers was significant, showing that 
the larger the entitlement the higher the sales prices. 
During the second study period, the sellers' model
included the variable "number of irrigated hectares", 
which is closely related to the size of the entitlement.

That model indicated that the larger the sellers' 
irrigated area, the higher the sales price. The buyers'
model for the second study period showed that buyers 
who did not have any prior entitlement, paid $19 less. 
This reflects that many of the buyers not having any 
prior entitlement, were large new enterprises such as 
vineyards, purchasing large quantities of water. This
again must represent a position of strength in the

bargaining process.
Within the GMID a similar relationship was found. 

During the first period sales prices increased with
property size. The functional form of the variable 
indicates that the increase was most significant for
small farm sizes. The second period found a negative 
relationship between the number of irrigated hectares 
and sales price, the variable followed a linear form and 
the reduction was only minor with a reduction of 6
cents per ha or A$6.00/ML for a property with 100 ha.
This is likely to represent the large extensively farmed

irrigated properties in the two western regions. 
Irrigators within the GMID have a tradition of 

using large quantities of annual sales-water and in 
many instances have established permanent pastures 
on the strength of such annual allocations. It was 
therefore considered that the extent to which the 
buyers and sellers used their water right prior to sale 

should be an indicator of their bargaining position.
A buyer using in excess of 130% of their water 

right prior to purchase must have been under some 
pressure to increase their water right within an
environment of declining annual sales-water 
allocations. In the same way, it must be considered 
that sellers having used in excess of 130% of their 
water right prior to sale must be under some kind of 
pressure to sell. Such a sale will cause a reduction of 
their existing irrigated area or increased exposure to 

future cuts in annual sales-water allocations.
During the first study period the percentage of 

allocation used was significant in both the sellers' and 
the buyers' models. The buyers' model indicated that
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the larger the proportion of their water right the 
buyers used, the more they were willing to pay. A
buyer using 200% of water right was willing to pay a 
premium of A$28/ML. The sellers' function followed a 
squared form. This indicated that the price reduction 
accelerated, the larger the proportion of the water right 
the seller used. A seller using 200% of water right was 
willing to accept a price reduction of A$72/ML.

G. The impact of personal factors on the 
willingness to pay and accept prices

The final factor analysed was the sellers' personal 
characteristics. These are factors such as age, length of 
farm ownership and the reasons for selling and buying. 
In SA, the model for the second period reflected two 
factors: the sellers' age and the importance of "retire" as 
the reason for selling.

Older farmers sold at lower prices with an irrigator 
of 70 years selling for A$30.50/ML less than a seller at
40. This could reflect inefficient farmers, who have not 
kept their farm up to date and are now selling, because 
the farm has become unviable. On the other hand,
older farmers, who are selling because they make a 
conscious decision to retire, and therefore intend to 
use the proceeds from the sale as part of their
retirement plan, are selling for higher prices by as 
much as A$27/ML.

This difference might reflect their different position 
in the bargaining process. The older farmer selling to
retire might more properly have investigated what

water prices were and be able to time the sale to get a 
better price. On the other hand, the inefficient older 
farmer might be under financial, health or family
pressure to sell and therefore did not find out what the 
proper market price was, or was unable to hold on to 
the water until a higher price was offered.

Within the GMID, the sellers' model for the 
second study period included the variable "years of 
farm ownership". This variable indicated that the
longer the sellers have owned the property the lower

the sales price. As with the variable "hectare irrigated" 
in the same model, "years of farm ownership" has a 
fairly insignificant impact on sales prices. It is likely to 
represent farms in the southwestern region where the
largest proportion of the sellers (75%) had owned their 
properties for 10 or more years.

The sellers' model also indicated that sellers who 
made a conscious decision to reduce the irrigated area, 
possibly as part of a restructuring of the property and 
as part of a whole farm plan, sold at higher prices.

H. The awareness of prevailing market prices 
among buyers and sellers

The buyers' and sellers' perception of the agreed 
price as being either cheap or expensive was included 
in most models as an indicator of the market
participants' knowledge of the prevailing market 
prices.

During the first study period only the buyers were 

asked to rate how they perceived the price as being 
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very cheap to very expensive on a one to seven scale. 
The variable was significant at the 0.01 level within 
both study areas, clearly indicating that the buyers
were well aware when they managed to buy water at a 
good price, and when they had to pay a high price to 
get what they needed. During the second study period, 
both the sellers and buyers were asked about their
perception of the price. In SA, this variable was not 
significant in either the buyers' nor the sellers' model.

This could reflect the graphs in Figure 1 showing a 
narrowing of the gap between the minimum and the 
maximum prices as well as the sharp fall in standard 
deviations. This indicates that the market has matured 
and that bargains are not available any more.

Within the GMID, the buyers' perception was still 
significant at the 0.01 level reflecting the significant 
dispersion between minimum and maximum prices 
shown in Figure 2. The variable fails to be significant 
in the sellers' model. This could indicate that the
sellers are less aware of the prevailing market 
conditions and are not aware when they sell water at 
less than the going price, which corresponds with the 
general lower adjusted R2 values of the sellers' model. 
This indicates a still immature water market.

Signs of maturity in water markets
The following provides a review of the major 

indicators of a maturing market within the two study 
regions both based on the hedonic models discussed in 
this paper and events in the permanent water markets 
since the end of the study period.

Within the GMID:
• The removal of barriers to trade between irrigation 
areas and private diverters resulted in higher volumes of 
water traded and a reduction in the price difference 
between the two types of water entitlements.
• The price difference between the eastern part and 
the southwesten part disappeared from the first to the 
second period indicating a better flow of information 
and the easing of some restrictions on trade.
• The use of market facilitators increased from the
first to the second study period by 36% for buyers and 
47% for sellers (Bjornlund and McKay, 1999).
• Significant increase in market activity since the 
end of the study period.

Along the River Murray in SA:

• Also in SA the removal of barriers to trade between 
irrigation areas and private diverters resulted in an
increase in the volume of water traded.
• Irrigators within irrigation areas, aware of the 
ability to sell to private diverters, obtained a better 
price.
• The use of brokers increased from the first to the 
second study period by 35% for sellers and 8% for 
buyers (Bjornlund and McKay, 1999).
• During the first study period inefficient irrigators 
were able to buy water at much lower prices due to lack 
of market information. This was not the case during the

second study period when the relevant department had 
increased the information level about supply and
demand and the use of brokers had increased. 
• Price dispersion was significantly reduced: the 
standard deviation of prices went down from 18% to 
6% of the mean quarterly price.
• The buyers' perception of the price as cheap or 
expensive ceased to be efficient in the second study 
period reflecting the reduced price dispersion.

Conclusions
This paper has analysed transactions in the 

permanent water markets in Victoria and South
Australia prior to December 1996. Hedonic models 
were applied to transactions during two time periods:
before and after 1995. This year was chosen because in 
both states trade was made possible between irrigation 
area irrigators and private diverters, significantly
freeing up market operations.

In both states market activities increased 
significantly in the previously subdued section of the 
market. In South Australia this section was irrigation 
areas where significant volumes of excess water existed 
and limited space was available for expansion. As a 
result of the changes in 1995 the number of water 
sales by irrigation area irrigators increased by more 

than 170%, with all the increase being sold to private 
diverters, where the bulk of expansion took place
within viticulture and horticulture.

In Victoria the subdued section was among private 
diverters with significant volumes of unused water and 
predominantly low value water uses. Sales by private 
diverters therefore increased significantly after 1995, 
with the increase predominantly going to irrigation
areas, where demand was high from the dairy industry.

The price difference between the two sections in 
the market evened out, however, if trade took place 
between a buyer and a seller both within the subdued 
section, water was still trading at a lower price. Spatial 
restrictions on trade also exist in Victoria. The analysis 
showed that the more restricted the market, the lower 
the price and as restrictions eased and annual
allocations were evened out, prices became more 
uniform.

Within a sector of the GMID, with low value 
production and significant salinity problems, water
sold at lower prices during the first study period. This 
difference was reduced after 1995. However, it was 
again found that if trade took place between buyers and 
sellers both within the low value producing area, water 
was still traded at lower prices.

The above findings suggest that price dispersion 
did decline over time as irrigators gained more
experience with market operations, suggesting that 
markets have matured. However, it is also suggested 
that there is still an inefficient flow of market
information causing some irrigators to sell at lower 
prices. Since 1996 markets have matured further with
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increased use of water brokers and the emergence of 
water exchanges (Bjornlund and McKay, 2001b) and 
this process is ongoing (Bjornlund 2000 and
Bjornlund and McKay, 2001a).

Three other main findings emerged: 1) efficient 
and higher valued irrigators were willing to pay higher 
prices and capable of achieving higher prices when 
selling; 2) buyers and sellers in the strongest 
bargaining position paid lower prices and received 
higher prices; and 3) older farmers tended to sell for 
lower prices unless they did so as part of a planned 
retirement process.

About the author: Dr Henning Bjornlund is Research 
Fellow at the Center for Land Economics and Real Estate 
Analysis, School of International Business, University of 
South Australia.
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APPENDIXI

Hedonic Models   Water Transfers within GMID, 1992-94

Buyers model Seller model Functional
Variables: (i SEp a SE3 form/sellers

Private diverter -167.93 11.70- -84.82 14.48- Dichotomous
Co, Ke, S.H.' -85.79 7.35- -107.07 11.06- Dichotomous
P.H. and Boort -32.33 14.08-* -16.57 11.17yr Dichotomous
Quantity (ML)' -141.35 72.72-
No allocation' 59.49 12.11-

Use % of a11° 0.14 0.03- -0.0018 0.0012y  Squared
PP dairy (ha) 0.11 0.06"
AP dairy (%) -2.06 0.98** Linear
PP sheep (%) 8.35 3.42** Log

Property size (ha) 3.29 0.66* Square root
Drainage cost 4.87 1.91* 1.37 0.67*- Squared
Quarter of transfer -3.13 0.96- -0.39 0.11 * Squared
Increase ex. Crop' 2.55 1.02•

Decrease irrigations 9.38 4.00** Log
Perception of prices 6.28 2.25'
Constant 268.85 14.96- 307.13 7.53*

n 144 106
Adj. R' 0.77168 0.6709
SEE 29.83 31.57
F 44.94 22.4

'Sign. attbe 0.01 level, -Sig. at the 0.051evel, yr Sign. st the 0.1 Ievel (seta these tiro variables ere aignifinet uaisg a once tailed test, 
iilchean bejustiaed since the signs are as expected). (he)=numb*rofhactarm inthat lead once;(%)=% of total irrigation main" 

land use; PP   pernunem pastures; AP   amual pastures m reciprocal ftmctional form, 2 the buyer had no aaoationprior to 
this purebsos 3The buyers or sellers total allocation priorto this transaction, ° The buyer's orseller's water use as * peroentage of their total 
atoca on priorto this tosses tioa 5 The importance of Increasing the area ofoxistiug sop (as rated bythe buyeron a 1-7 scale, 1= not 
imptiortant; 7= extremely importmt), a The importance of demsssiag the irrigated area (an rated by the eellert'The buyer or the seller me 
within the Northwestern part (Karen& Cohuoa and Swan Hii¢ 'the buyers perception ofthe price as being very cheap = I to 7-very e,pemive 

APPENDIX 2 

Hedonic Models   Water Transfers, GMID, 1994-96 

Buyers model Seller model
Variables: a SE(i P SEa

Private diverter (0,1) -40.68 15.25•
Buyer private diverter (1,0) -34.27 10.17*
Cohuna (0,1) -66.62 10.22•
Kerang (0,1) -33.29 16.03** -60.24 9.28*
Shepparton (0,1) -21.20 7.97•
Rochester (0,1) 31.15 11.34*
Hectare irrigated (ha) - 0.06 0.02•
Off-farm drainage (0,1) 18.12 10.14ty 18.22 6.63•
Years of Fann ownership - 0.40 0.17**
Quarter of sale (squared) 0.76 0.12- 0.74 0.09•
Perception of price (1-7)1 15.83 3.02*
Water quality problems2 5.90 1.90•
PP dairy (number of ha) 1.07 0.39•
PP dairy (a/o) 0.50 0.12•
Dairy (a/o) -0.44 0,11*

Sheep (%) 0.29 0.08•
Reduce cattle (ha) 1.06 0.24•
Expand cattle (ha) 5.23 1.69•
Constant 319.27 13.78- 387.22 6.89•

n 125 114
Adj. R2 0.58604 0.63475
SEE 39.98 27.64
F 18.55 18.85

*Sign. at the 0.01 level, ** Sign. at the 0.05 level, 46ign. at the 0.1 level.
(2%12= no%w oftotal irrigated area; (ha) =number of hectares in that land use; I see Table 1;

ater quality problems, 7 = severe problems.
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APPENDIX 3

Hedonic Models   The Water Market The River Murray   SA, 1987-1993

Buyers model Seller model

Variables: p SEP 3 SEP
Non-farming user (0,1) 38.83 17.09••
Furrow irrigation (ha) - 1.96 1.123,
Overhead sprinklers (ha) -0.63 0.363,

Drip irrigation (ha) 5.17 1.63
Under canopy (ha) -0.15 0.04"
Micro jet sprinklers (ha) 20.02 7.20"
Quantity sold (ML)' 76.90 36.50**
Quantity sold (ML) -0.10 0.04"
Allocation (ML) 0.03 0.0153,
Quarter of sale (1-28) 2.06 0.59" 1.39 0.733,
Perception of price (1-7)2 24.79 4.19"
In Waikerie lA (0,1) 90.71 21.12"
Land in citrus (a/o) -1.21 0.28"
land in stone fruit (%) 0.37 0.24
Land with sandy soil (%) 0.34 0.13
Water salinity
problems (1-7)' -14.02 3.27"
Constant 210.90 20.89" 339.19 15.46"

n 114 84
R2 0.545 0.441
F 16.05 9.19
SEE 45.60 51.39

*Sign. at the 0.01 level, **Sign. it the 0.05 level, pSiga. at the 0.1 level (all two tailed) 
(he) =number of hectares in that land with that characteristic, (%)= %or irrigated land with that 
characteristics ' Size of transfer were included in the reciprocal functional form.' see Table 1; ' same as 

for water quality problems in Table 2 

APPENDIX 4 

Hedonic Models   The Water Market, River Murray in SA, 1994-96 

Buyers model Seller model

Variables: P SEP D SEP
Quarters since sale (1-12)' -0.88 0.06• - 1.03 0.11"
No prior allocation (0,1) -19.06 8.42**
Land in vine (*/r) 0.15 0.083,
Land vegetables or
horticulture excl. citrus (%) 0.28 0.09"
Land in vegetables (%) -0.39 0.11*
Expand under canopy (ha) -0.30 0.13**
Land with centre pivot (%) - 0.58 0.25**
Private diverter (0,1) 46.65 7.33" 17.33 9.653
Lakes Area (0,1) -40.47 20.29**
Quantity sold (ML)2 -89.15 30.49" -46.68 24.39**
Irrigated land (ha) 0.29 0.05"
Increase area of existing
crop (1-7)' - 3.08 1.18"
Increase water on existing

crop (1-7)' 3.12 1.20"
Grow new crops (1-7)' 2.01 1.243,

Retire (1-7)' 3.91 2.223,
Sellers age (years) -1.15 0.32"

Use broker (0,1) 22.17 8.42"
Constant 506.12 11.76* 580.53 16.48*

n 156 101
R2 0.689 0.600
F 35.55 16.00

SEE 34.71 32.49
* Sig. at the 0.01 level, ** Sign. at the 0.05 level, rpSign. at the 0.1 level (alt two tailed) 
(he) = number of hectares in that land with that characteristic, (%) = % orr irigated land with that 
characteristics. 'using a squared functional form, ' using a reciprocal functional form,' reasons for
selling and buying: I-not important to 7 = very important 
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How the new Local 
Government Bill deals with 
property issues

The Public Works Act is also under review, with a 
bill expected to follow the submissions on the
discussion paper. The major feature of the Bill is that it 
gives territorial authorities the same capacity to carry 
out any activity as companies currently have. Presently, 
territorial authorities need specific authority under the 
Act, or other legislation, to undertake any activity. We 
set out below a comparison between the current
position in the Act and what the Bill proposes.

Acquiring and maintaining property
Current

LGA 225 - Councils may acquire and maintain 
property necessary for the efficient and effective
performance of their functions.

LGA 225(2) and 247F and section (16) of the 
Public Works Act empower councils to acquire land 
under the Public Works Act for public work.

Proposed
LGB 9(2) full capacity will entitle councils to 

acquire the land they need for their purposes.
LGB 165 authorises councils to purchase, or take 

in the manner provided in the Public Works Act, land 
for the purposes of or in connection with any work 
councils were empowered to undertake before July 1, 
2003.

Comment

LGB 165 seems unnecessary and confusing. The 
clause can be interpreted so councils can only
purchase land for public works. Possibly, councils' full 
capacity could be read down in respect of the purchase 
of land, by the specific provision in the Bill clause 165.

The reference back to what could be done before 
July 1, 2003 will create difficulty in the future as
councils will have to refer back to what could be done. 
The Public Works Act itself is the subject of review, so 
there may not be any body of precedent under any
new legislation as at July 1, 2003.

Section 16 of the Public Works Act empowers 
councils to acquire land under the Public Works Act

for any "local work". Under the Public Works Act local 
work means: "A work constructed or intended to be 
constructed by or under the control of a local
authority, or for the time being under the control of a 
local authority."

That definition and Section16 provide a wide 
power for councils to use the Public Works Act for
works. Where councils need to acquire land for non-
public works, councils' full capacity would enable 
them to seek to acquire the land in the same manner 
as anyone else.

The review of Public Works Act will deal with the 
extent to which councils can compulsorily acquire
land and what they must do when they wish to 
dispose of public works land. There is no need to 
bring those issues into LGB.

Purchasing land by installments
Current
LGA 228 entitles councils to acquire land by 

installments.
Proposed
LGB 9(2) full capacity will allow this.

Power to sell
Current

LGA 230   power to sell subject to the passing of a 
resolution following public notice. The power to sell is 
restricted by the procedures and requirements of 
various other statutes, eg, the Public Works Act and 
Reserves Act 1977 (RA).

LGA 572    power to develop and sell property 
held for commercial or industrial purposes.

Proposed
LGB 9(2) full capacity will enable councils to 

dispose of land. However, this is restricted by:
- LGB schedule 5 clause 31(1)(c) which prevents 

councils from delegating the power to purchase or 
dispose of assets, other than in accordance with the 
long term council community plan.
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- LGB 126 which imposes restrictions on the 
disposal of parks.

- LGB 128 which imposes restrictions on the 
disposal of endowment property or land held on trust.

However, the Bill clause 128 is more liberal than 
the Act section 230 as the minister may approve other 
uses of such property. Councils can still sell such
property unless the instrument of endowment or trust 
prohibits this. The Act required councils to apply the 
proceeds to the purchase of other land. The Bill
entitles council to apply the proceeds to another 
purpose identified by them as long as they attempt to 
contact the donor of the land and ascertain their 
views, and the council has notified its intention to 
dispose of the property in its long-term community 
plan. - The processes to be dealt with for the disposal 
of land in the Public Works Act and Reserves Act.

Leasing
Current
LGA 231 - general leasing power, which 

constitutes councils leasing authorities under the 
Public Bodies Leases Act (PBLA). This has the effect of 
making that Act apply to council leases, unless 
otherwise stated.

LGA 232 relating to cinemas.
LGA 233 relating to leases to other territorial 

authorities.
LGA 236 relating to leases to the Crown. 
LGA 341 relating to leases of space above and 

below roads. This provision remains as part XXI of the 
Act will not be repealed.

LGA 345 relating to leases of land not required for 
road   stays as per the Act section 341.

LGA 553-557 and 560 and 561 relating to leases 
of flats and houses and leases of land held for housing.

LGA 572 relating to leases of land held for 
commercial or industrial purposes.

LGA 591 relating to carpark leases. 
LGA 596    leases for purposes relating to 

promoting public health and wellbeing.
LGA 597   leases relating to medical practitioners' 

surgeries.
LGA 598   leases relating to promoting 

community welfare.
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LGA 601 - leases relating to promoting recreation 
and community development.

LGA 661 - relating to leases of stock dips. 
Proposed
LGB 9(2) full capacity, plus the Act sections 341 

and 345 relating to roads.
LGB 260 states councils will cease to be leasing 

authorities under the PBLA from when the Bill comes 
into force. However, PBLA will continue to apply to 
existing leases under PBLA and renewals of those
leases. The specific powers of leasing in section (45) of 
the Public Works Act and the Reserves Act will
continue to apply.

LGB 9(2) full capacity will be restricted to the 
extent of provisions in trust or endowment
instruments. Leasing provisions of the Burials and 
Cremations Act will continue to apply.

Easements
Current
LGA 235 - power to grant easements. 
LGA 238    power to grant easements under road 

for conduits for petroleum and other purposes   this 
remains as part XXI of the Act will not be repealed.

Proposed
LGB 9(2) full capacity, but restricted by specific 

provisions of the Reserves Act and the Public Works 
Act and any specific provisions of trust or endowment 
instruments.

Development and use of property
Current
LGA Part XXXII Land Development for Housing, 

Commercial and Industrial Purposes.
LGA Part XXXIII Farming and Afforestation. 
LGA Part XXXVI Recreation and Community 

Development.
LGA Part XXXIIX Urban Renewal. 
Proposed
LGB 9(2) full capacity.

Mel Easton is a partner at Phillips Fox. 



Local Government 
(Rating) Bill passed

The new Bill represents a significant overhaul of 
the previous rating legislation, with the government 
endeavouring to update and simplify existing powers 
and responsibilities to meet the needs of modern local 
authorities.

There were some last minute changes to the Bill as it 
went through the committee of the House. These
include:
• clarification that the transitional provision for 
leases entered into before August 8, 2001 continues to 
apply if a lease is renewed by a lessee on the same 
terms and conditions;
• the introduction of a new power allowing the 
government to bring in regulations prescribing how 
local authorities may assess rates for sewage disposal
on land used by educational establishments   but only 
after consultation and the preparation of a government 
report;

• the removal of proposed category which would 
have allowed targeted rates to be charged by reference 
to the number of visitor stay units in a rating unit
preventing councils from charging "bed taxes";
• an amendment to the Local Government Act 1974 
clarifying that "internal borrowing" by a local authority 
is permissible;
• further consequential amendments to the Rating 
Valuations Act 1998; and
• various other minor amendments to "tidy up" the 
Bill.

The new Bill applies for the rating year beginning 
July 1, 2003.

Local authorities will now need to audit and 
amend their rating processes to ensure that they 
comply with the requirements of the new Bill.

Chris Mitchell is a partner at Phillips Fox.
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Summary case law

High Court
- Lease
- Valuation
- Maori Reserved Land Amendment Act 1998, s 4 
A-G v Williams 5/11/01, Doogue J, RO Harrington, 

HC New Plymouth AP34-43/01
Lease - Valuation   Farming leases of Maori 

reserved land in Taranaki   Amendment to Maori
Reserved Land Act changing terms of lease but allowing 
for compensation for leaseholders   Two methods of
assessing amount provided   Compensation could be 
assessed under schedule or calculated by Land
Valuation Tribunal   Lessees' claim for compensation 
dealt with by Tribunal   Crown appealed from
Tribunal's assessment   Whether Tribunal's approach to 
interpreting legislation correct   Whether determination 
of market values wrong in fact   Whether
determination justifiable - Whether Tribunal's 
jurisdiction limited to awarding compensation for the 
three listed matters in s 4(1) Maori Reserved Land 
Amendment Act 1998.

Held, Tribunal's obligation was to comply with 
operative provisions - It is for Tribunal to determine 
value in accordance with valuation law  Appropriate 
for Tribunal to treat value as of 1 January 2001 as
consequence of factors referred to in s 4(1) - No basis 
for Crown to interfere with Tribunal's approach in using 
customary methods of determining market value of
Taranaki dairy farms   Open to Tribunal to accept 
tenure discount method adopted by lessees' valuers
Tribunal entitled to infer that factors in s 4(1) were the 
only ones affecting value   "Investment model"
favoured by Crown not necessarily appropriate to 
farming operations   Appeals dismissed.

(32pp)

High Court
- Unit titles
- Breach of rules
- Exemplary damages
- Appropriate defendants
- Whether fiduciary
- Strike out application
- Unit Titles Act 1972, ss 14(4), 37(11),(12), 40, 

51
(2)

Manning v Body Corporate 12641129/11/0 1, Master 
Faire, HC Auckland CP89sd01

Strike out application   Dispute between unit 
proprietor and secretary of body corporate   Stratum 
estate in freehold for each of four principal units and 
an accessory unit pursuant to Unit Titles Act 1972 -
Second defendant was secretary appointed by body 
corporate - Fourth and fifth defendants owners of
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principal units A and B and associated accessory unit 
Plaintiff owner of principal units C and D.

Under first cause of action plaintiff sought 
appointment of administrator to exercise powers of 
body corporate and its committee to exclusion of body 
corporate and its committee   Defendants sought to 
strike out second to fifth defendants from this cause of 
action because no relief was sought against them.

Held, second to fifth defendants should not be 
struck out from first cause of action   Third to fifth 
defendants' rights are affected by the making of an
order under s 40 - Second defendant would be affected 
by appointment of administrator by virtue of s 40(3).

Under third cause of action plaintiff sought general 
damages of $15,000 and punitive damages of $20,000 
against second defendant for breach of duty
Defendants submitted that plaintiff's claim for damages 
should not be allowed because no recognisable
psychological injury had been pleaded and therefore 
compensatory damages could not be allowed   Whether 
primary victim of negligence can recover damages for 
mental injury falling short of recognisable psychiatric
illness.

Held, in a negligence claim for mental injury a 
plaintiff cannot recover damages for mental states such 
as distress or humiliation which fall short of 
recognisable psychiatric illness Defendant must have 
performed an actionable wrong for plaintiff to be 
entitled to exemplary damages   No recoverable loss has 
been caused and no cause of action has been made out   
Third cause of action struck out.

Under fourth cause of action plaintiff contends 
second defendant has breached its statutory duty to 
plaintiff   Plaintiff sought damages under s 37(12) -
Defendant submitted it is not under a statutory duty 
and s 37(12) does not give plaintiff cause of action 
against it.

Held, s 37(11) defines who is bound by the rules 
and therefore who can be sued for breach of statutory 
duty under subs (12) - Subsection (11) does not
designate corporate secretary and therefore no action 
under s 37(12) can succeed against it   Fourth cause of 
action struck out.

Under fifth cause of action plaintiff alleged second 
defendant breached fiduciary duty to plaintiff
Whether the defendant owed fiduciary duty to plaintiff.

Held, no generally accepted fiduciary relationship 
exists between body corporate secretary and individual 
proprietors such as exists between lawyer and client etc
- On assessment it was clear secretary was not fiduciary
- Fifth cause of action struck out.

Under sixth cause of action plaintiff claimed 
defendant chairman of committee breached statutory 
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duties and was liable under s 37(12)(b) - Whether 
chairman breached duty imposed on him pursuant to 
rules.

Held, submission that plaintiff could only sue body 
corporate and not individual proprietors for breach of 
rules was rejected - The committee exercise powers and 
duties of body corporate   Individual committee
members must be under duty to perform duties of 
body corporate - Where rules are breached the body 
corporate has breached the rules and the committee
members have breached their obligation to abide by the 
same rules   Any other construction would render a
Court order enforcing the rules nugatory   Sixth cause 
of action not struck out.

Seventh cause of action alleges defendant chairman 
of body corporate committee owes fiduciary duty to
plaintiff.

Held, chairman not fiduciary   Seventh cause of 
action struck out.

Orders made accordingly. 
(19pp)

Court of Appeal
- Appeal
- Procedure
- Summary judgment

- Boundaries
- Contract
Junior Farms Ltd v Ormiston Park Estate Ltd 

13/12/01, CA209/01
Appeal by plaintiff   Plaintiff had sought to sell 

floodplain area surrounding stream to local council 
Area on two certificates of title limited as to parcels -
Plaintiff later agreed to sell 50 acres of land to Hampton 
Securities Ltd as industrial land   Boundaries uncertain
- Agreement for sale of land by Hampton to Ormiston 
Ormiston's parent company Farmers Deka guaranteed 
sale   Ormiston's surveyors prepared plan dividing land 
into 3 lots - Plaintiff claimed it had only sold 50 acres 
with the balance to be reconveyed to it   Claim that
Hampton had agreed to compensate it if Ormiston 
obtained more than 50 acres   Whether plaintiff's case 
sustainable.

Held, letter relied on by plaintiff did not 
contemplate retransfer of anything but floodplain 
When consenting to plan deposit to allow floodplain to 
be retransferred plaintiff made no mention of other lots
- Claim could not succeed   Appeal dismissed.

(9pp)

High Court
- Lease

- Assignment
- Consent
Laurence Farms Ltd v Richardson Chapman 6/11/01, 

Master Thomson, HC Wellington CP182/01
Lease - Assignment   Consent - Application to set 

aside default judgments against defendant   Whether

defendant released from continuing liability under lease
- Whether Fair Trading Act breached   Whether 
assignment clause in lease breached by failure to obtain 
plaintiff's consent and deed of guarantee   Whether 
plaintiff's claims subject to arbitration agreement in 
lease   Whether substantial defences existed   Whether 
failure to file excusable - Whether judgment irregularly 
obtained.

Held, material before the Court raised genuine 
dispute   Defendant's delay not sufficient to convince 
Court that leave should not be granted for that reason 
alone - Plaintiff had rightly conceded it would not be 
irreparably harmed by granting of application
Application granted.

(7pp)

Court of Appeal
- Agreement for sale and purchase
- Deposit payable in instalments
- Forfeiture of instalments made
- Requirement to pay balance of deposit
- Contractual Remedies Act 1979, ss 5, 8, 9 
Garratt v Ikeda 13/9/01, CA44/01
Appellant unconditionally agreed to buy residential 

property from respondent for $1,830,000 - Standard 
form contract required appellant to pay $180,000
deposit in three instalments - Appellant paid first two 
instalments of $25,000 each but failed to pay third
instalment of $130,000   Respondent allowed extension 
of time - When third instalment still had not been paid 
respondent validly cancelled contract keeping $50,000
- Summary judgment was granted in respondent's 
favour for recovery of $130,000 (balance of deposit)
plus interest   Appellant appeals - Whether obligation 
to pay balance of deposit was extinguished by
respondent's cancellation (s 8(3)(a) Contractual 
Remedies Act) - Whether s 9 Contractual Remedies Act 
provides relief.

Held, s 8(3)(a) does not divest unconditionally 
accrued rights   Unconditionally means there must be 
no impediment to enforcement of right at point of
cancellation   An unpaid deposit is recoverable after 
cancellation as an obligation already unconditionally 
existing   Respondent did not have to give another 
notice of cancellation after his first one - Contract
expressly made time of essence for all three instalment 
dates   Relief under s 9 was precluded by 's 5
Contractual Remedies Act   Relief would not have been 
granted at any rate - There was no reason to depart
from ordinary cancellation rules   Appeal dismissed.

(23 pp)

High Court
- Civil procedure
- Injunction
- Lease

- Distress
Lloyd Holdings Ltd v Hudson Ltd 5/12/01, Morris J,
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HC Auckland CP592-S
Civil procedure - Application for interim injunction 

to prevent defendant lessor from distraining against
plaintiff's chattels pending hearing   Lessor sublet 
premises to law firm   Defendant owned next-door 
premises, had planned demolition work
Representations made to plaintiff that inconvenience 
would be minimal and rent could be reconsidered if 
demolition and reconstruction effects caused problems
- Effects made it difficult for sublessor to carry on 
business - Plaintiff claimed it had suffered losses -
Plaintiff withheld rent as set-off against breach of quiet 
enjoyment clause in lease - Rent paid into special bank 
account - Defendant advised plaintiff that it intended to 
distrain for rent - Whether serious question to be tried
- Whether damages adequate remedy.

Held, not clear that defendant was responsible for 
construction company's activities which had caused
problems - No evidence that defendant had authorised 
actions complained of   Nothing to suggest that
arrangements with construction companies fictitious 
thus justifying lifting of "corporate veil" - Discharge of 
interim injunction ordered.

(8PP)

High Court
- Building Act
- Conviction

- Unsafe dwelling
- Admission of further evidence
- Building Act 1991, s 80(1)(b); Summary 

Proceedings Act 1957, s 119(3)
Law v Wilson 13/12/01, Glazebrook J, HC Auckland 

A110/01, A113/01
Appellants were found guilty of permitting

building to be used by tenants (couple with four 
children) as dwelling house when building was not safe 
or sanitary for that purpose - Fined $40,500 -
Appellants appeal conviction and sentence   Seek leave 
to adduce further evidence - Effects of hydroponic 
marijuana cultivation   Evidence from pest expert and 
evidence going to character of tenants   Whether 
evidence available at trial - Whether relevant, capable 
of belief and might effect outcome of trial - Whether in 
interest of justice.

Held, above tests met - Leave granted to adduce 
further evidence.

(8pp)

High Court 
- Maori land
- Status
- Rehearing
- Application out of time
- Land Transfer Act 1952, s 62; Te Ture Whenua 

Maori Act 1993, ss 43, 81, 88, 122, 125, 133, 136,
140; Maori Land Court Rules 1994, rr 2(2), 21, 22, 24, 
26, 34
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Edwards v Maori Land Court 11/12/01, Ronald 
Young J, HC Wellington CP78/01

Plaintiffs have been sole owners of 133 hectares of 
Taranaki dairy land since 1993 - Plaintiffs signed
contract with third defendants to sell land subject to 
Maori Land Court ("MLC") granting change of status 
from Maori freehold to general land   MLC granted 
change of status   Contract for sale of land became
unconditional - Plaintiff's sisters objected to change of 
status and method by which change had occurred
Injunction granted preventing transfer of land to third 
defendants   MLC granted application for rehearing out 
of time - Present proceedings were filed before
rehearing could be considered - In current proceedings 
plaintiffs seek judicial review of MLC's decision to grant 
rehearing and a quashing of that decision   Alleged
failure by MLC to consider and give reasons for 
granting leave to apply for rehearing out of time.

Held, grounds for judicial review were made out by 
plaintiffs - Judge needed to illustrate he had considered 
application for leave before considering the application 
for rehearing  Judge failed to hear at all from plaintiffs 
and failed to give any reasons for decision   Judicial
review of MLC's decision granted   Order of MLC 
quashed   Application for leave to bring application for 
rehearing referred back to MLC for hearing   Third 
defendants' application for specific performance 
adjourned pending resolution of MLC litigation.

(50pp)

High Court
Mortgage
Mortgagee sale
Property Law Act 1953, s 103A

Westpac Banking Corp v Down 14/12/01, Harrison J, 
HC Auckland, CP317-IMO 1

Mortgage - Mortgagee sale   Westpac applied for 
summary judgment against Mr Down for amounts
owing on three separate loans including $500,000

mortgage entered into on 25/3/99 for three-unit 
Christchurch property   Mr Down defaulted on debts 
and Westpac sold his property at auction on 15/3/01 -
Allegation that Westpac breached s 103A Property Law 
Act 1952 by not obtaining best price reasonably 
obtainable for property   Whether Mr Down entitled to 
relief under Part I Credit Contracts Act 1981 - Westpac 
had obtained valuation indicating a combined value for 
the properties at $477,00 with a forced sale value of 
$405,000 - Mr Down had paid $780,000 in 1998 -
Counsel for defence emphasised discrepancy between 
sale and purchase prices - Mr Down produced two 
undated agreements for sale and purchase: one for two 
units at purchase price of $500,000 and second for unit
3 at purchase price of $250,000.

Held, Mr Down had suffered from dramatic drop in 
property value - However, Westpac's process had been 
appropriate - Court required expert evidence that
Westpac breached statutory duty  Argument that 
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responsible bank officer would advise selling at top end 
of scale in price range of $405,000 to $477,000 lacked 
credibility   No arguments of estoppel made
Arguments that Westpac refused to give Mr Down 
details of transaction, or a copy of valuer's report stating 
that three units sold as block might yield price range of 
$365,000 to $385,000 not directly relevant  Judgment 
for plaintiff  Westpac entitled to costs on a 2B category.

(9pp)

High Court
- Residential tenancies
- Arrears owing
- Counterclaims
- Residential Tenancies Act 1986, ss 55(1), 77(2), 

85, 119
O'Shea v Brown 14/12/01, O'Regan J, HC Auckland 

APIIO-PLO1
Residential tenancies - Ms B rented property from 

first appellant   First appellant applied to Tribunal for
termination of Ms B's tenancy alleging rent in arrears for

22 weeks - Ms B filed counterclaim   Inspection by 
Auckland CC - Premises dangerous and unsanitary 
Ms B moved to accommodation owned by second
appellant   At hearing Tribunal ran out of time to hear 
all matters raised by second appellant and Ms B
During hearing Ms B admitted rent had not been paid 
At end of allocated time Tribunal made order
terminating tenancy and ordering payment of arrears to 
first appellant   Tribunal subsequently heard Ms B's
counterclaims and rejected them all   Stay of orders was 
granted in District Court - District Court found

Tribunal should have heard Ms B's counterclaims before 
terminating tenancy because s 55(1) did not exclude 
rules of equity   Tribunal needed to determine whether 
Ms B had equitable right of set off before determining 
whether order under s 55(1) could be made
Subsequent hearing of Ms B's counterclaims did not 
remedy deficiencies in earlier process because there was 
a degree of prejudice   District Court judge quashed 
Tribunal's orders and ordered rehearing on all issues.

Held, District Court analysis is correct - Wording of s 
55 does not over-ride analysis in Grant or Hamilton Ice 
Arena - Determination of landlord's claim for rent should 
in fairness involve determination of claims
which could lead to equitable set off  Tribunal should 
determine both landlord's claim and tenant's
counterclaim before determining whether order should 
be made under ss 55 or 77(2) - Appeal dismissed.

(8pp)

High Court
- Breach of contract
- Misrepresentation
- Building Act 1991, s 91(2)
Klinac v Lehmann 6/12/01, Glazebrook J, HC

Auckland AP15-01

Breach of contract   Misrepresentation     Appellant

entered into agreement to sell property to respondent -
Partial settlement effected leaving outstanding sum
owed to appellant   Appellant filed proceedings 
Respondent filed defence and counterclaim claiming 
that appellant had misrepresented status of building 
work and breached clauses of sale and purchase 
agreement   Building work done several decades ago 
District judge, following a Hamilton CC decision, held 
that breach of contract claim statute barred by s 91(2) 
Building Act 1991 - Held misrepresentation defence 
was not statute barred   Appellant appealed decision on 
grounds that two defences cannot be differentiated.

Held, no basis for distinguishing two defences as 
per Contractual Remedies Act 1979 - Both limitation 
period under Limitation Act and s 91(2) start from date 
of alleged breach of contract of sale of property not
from date of antecedent building works - Defence and 
counterclaim in pre-contractual misrepresentation not 
statute barred   Appeal dismissed.

(18pp)

High Court
Lease

Re-entry
Injunction

Governors Ltd v Anderson 7/12/01, Wild J, HC 
Wellington CP21 1/00

Re-entry based on alleged non-payment of rent and 
failure to keep premises in good repair   Tenant applied 
for interim injunction restraining landlords form
preventing tenant taking possession of premises   Order 
sought for landlords to deliver up possession   Interim 
injunction allowed   Opposed by landlords - Landlords 
re-entered premises in interim.

Held, landlords re-entry to premises in face of 
injunction   Genuine dispute concerning overpayment 
of rent   Court unlikely to have rescinded interim 
injunction   No grounds for implying term that 
landlords could act on fresh breach by tenants into 
injunction   What was sought to be implied contradicts
express terms of injunction   Evidence of conditional

contract for premises and installation of staircase 
showed intention to "steal a march" on tenants -
Landlords in breach of injunction  Application to 
rescind injunction failed.

(6pp)

High Court
- Compulsory acquisition

- Public Works Act 1981, s 40
- Procedure
- Application
- To strike out
The Sisters of Mercy (Roman Catholic Diocese of 

Auckland Trust Board) v Attorney-General (No 2) 
14/12/01, Randerson J, HC Auckland CP219/99

Compulsory acquisition   Procedure - Application
To strike out   Earlier judgment dismissing defendant's
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application to strike out plaintiff's claim   Declaratory 
relief sought under s 40 Public Works Act   Whether 
defendants had breached statutory obligation to offer 
compulsorily acquired land back to plaintiff  Two of 
former defendants struck out of proceedings -
Waitemata District Health Board substituted for 
Waitemata Health Ltd   Waitemata District Health
Board brought second application to strike out parts of 
proceedings - Whether Health Sector (Transfers)
Amendment Act 2000 precluded relief.

Held, post-2000 version of offer-back clause was 
intended to apply to land that had been subject to ss 
40-43 Public Works Act 1981 as at 10 May 1993
which had been transferred at least once under Health 
Sector (Transfers) Amendment Act 2000   New version 
widened exclusion but meaning remained essentially 
the same   Under both versions there is no impediment 
to operation of ss 40-43 if land no longer used for
purposes of transferee - No practical change in use of 
land   Still arguable for plaintiff to establish rights
under s 40 at trial   Application dismissed.

(15pp)

High Court
- Summary judgment
- Mortgage
- Powers of sale
- Property Law Act 1952, ss 92, 103A 
Harts Contributory Mortgages Nominee Co Ltd v 

Bryers 19/12/01, Fisher J, HC Auckland CP403-IMOO
Summary judgment   Mortgage   Powers of sale 

Plaintiff alleged defendant owed sum sought as
guarantor for four companies   Mortgages over strata 
title apartments given as security   Service of default 
notices under s 92 Property Law Act   Defendant
sought finance for residential development   Four 
companies of which defendant was director owned six 
of 14 strata titles in proposed apartment block   Four 
companies leased their properties to another letting 
company owned by defendant   Letting company not 
successful - Payments under mortgage in arrears - No 
payments made   Plaintiff appointed receiver 
companies for the mortgagor companies   Receivers 
found building in state of disarray   Receivers 
auctioned property   Whether Property Law Act notices 
defective   Whether collection fees wrongfully included 
in amount   Whether plaintiff breached its realisation 
duties as mortgagee.

Held, date intended by notice would have been 
obvious to reader particularly in context   Guarantors 
received similar notice and must have known same
period involved   Defendant familiar with requirements 
of s 92(2) Property Law Act   Plaintiffs could have
relied on remedial effects of s 92(1A) - Plaintiff's issuing 
proceedings asking for collection commission to be
paid to itself was unequivocal direction that payment 
be made to it   Section 103A Property Law Act did not 
apply to defendant as guarantor   Express contracting
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out - Tenancy venture failed and receiver justified in 
selling with vacant possession  Judgment for plaintiff.

(20pp)

High Court
- Injunction; interlocutory; concurrent judicial 

review
- Previous resource consent

- Standing

- Views; privacy; damage to interiors 
Grieve v City Developments Palliser Ltd 4/12/01, 

Durie J, HC Wellington CP213/01
Inter-partes application for interlocutory injunction restraining 

defendant from selling townhouses under construction until Wellington
CC had certified that all statutory and regulatory requirements had been
complied with, and validity of resource consent granted to carry out 
work had been determined through
concurrent application for judicial review   Defendant 
had obtained resource consent in 1999 to develop site
on steep slope - Site contained existing home above

townhouses being built on balance of site - However, 
defendant had built before subdividing property and 
required new resource consent to provide for number 
of units and additional works carried out   Plaintiffs 
had agreement to purchase existing home when title 
issued, and had taken possession as tenants when
second resource consent granted   Preliminary question raised on 
standing of plaintiffs to proceed with action Defendant contended sale 
and purchase contract had been avoided under s 63 Real Estate Agents 
Act
Plaintiffs no longer had any legal interest in the land 
Plaintiffs concerned that townhouses spoiled views and 
impinged on privacy, and that steep embankment cut 
close to home had caused cracking in interior and was 
less secure than retaining wall originally proposed
Alleged that by not notifying council that plaintiffs were persons likely to 
be affected, defendant had breached contract, and breached duty of care 
to plaintiffs.

Held, Court satisfied that purported forfeiture 
under s 63 Real Estate Agents Act was of no effect 
Plaintiffs retained legal interest that enabled them to
proceed with application - Court considered plaintiffs had arguable 
case   As occupiers and prospective
purchasers they were entitled to notice of application for resource 
consent   However, plaintiffs had entered into agreement knowing of 
projected development and had recorded particular provisions to 
facilitate
development - Had opportunity to record in contract any 
specifications for townhouses as might have been mutually agreed   In 
terms of injunction being
equitable remedy, Court concluded equities lay with defendant   
Refused to grant injunction   Costs
awarded to defendant on basis of category 2 band B. 

(20pp) 



High Court
- Sale and purchase agreement
- Breach of contract
- Strike out application
Court v McBreen 13/11/01, Master Yenning, HC 

Christchurch CP73/00
Defendant agreed to sell land to plaintiff

Defendant not registered proprietor of land   Land held 
in name of Eagle Spares Ltd   Agreement subject to
vendor entering agreement with Eagle Spares to 
purchase land   Defendant's solicitor advised plaintiff 
Eagle Spares no longer willing to sell land to defendant
- Second letter confirmed this, stating contract was at 
an end - Three months later plaintiff learned Eagle
Spares agreed to transfer land to defendant Defendant 
seeks to strike out plaintiff's third amended statement 
of claim.

Held, cause of action for breach of contract by 
failing to comply with implied term is inconsistent with 
other aspects of plaintiffs' pleading   Therefore second 
part of para 17 of statement of claim cannot stand and 
is dismissed   Duty of good faith will not be implied 
into commercial contract such as this   Paragraph 18 
cannot stand and is dismissed as it refers to failure to 
act in good faith   Cause of action in estoppel cannot 
be sustained on facts pleaded and is struck out 
Amended pleading to be filed and served within 14 
days.

(14pp)

High Court
- Lease
- Breach
- Guarantee
- Liability

Polperro Corp Ltd v Thompson 20/12/01, O'Regan J, 
HC Auckland CP187/00

Lease - Breach   Rent - Liability   Defendant one of 
two guarantors of sublease granted by plaintiff to ML 
Restaurant Ltd - Breach of lease - Plaintiff sought
damages from plaintiff under guarantee   Complaints 
about alleged use of premises as tavern rather than
restaurant as licensed   Re-entry by plaintiff for alleged 
non-payment of rent   ML Ltd sought relief under s 
118 (2) Property Law Act 1952 - Terms of settlement 
and variation of lease agreed between parties   Failure 
to pay rent owing under settlement   ML Ltd and
defendant deliver up possession   Defendant paid 
$45,000 to plaintiff claimed to be in full and final
settlement of claim   Extent of defendant's liability

under guarantee.
Held, Judge in previous proceedings explicitly held 

that terms of settlement and variation binding on ML 
Ltd  Judge would have explicitly excluded guarantors 
if she had intended to make finding that they were not 
similarly bound  Judge's decision estopped defendant 
from denying consent   Payment of $45,000 only
barred further claims for rent or operating charges and

LA /

associated costs   Failure to yield vacant possession 
caused plaintiff to lose Corporate Host agreement 
Defendant liable for loss of bargain damages
Reasonably foreseeable that failure to do so could 
prejudice ability to lease greater area of building   Total 
damages of $456,168 awarded to plaintiff.

(2Spp)

High Court
- Summary judgment

- Drainage and landscaping work
- Subdivision
- Local Government Act 1974, s 122C(1)(a) 
Royal Palm Beach Estate Ltd v Tauranga DC 

12/12/01, Master Kennedy-Grant, HC Tauranga 
CP12/01

Plaintiff and defendant each applied for summary 
judgment   Plaintiff alleged agreement with defendant 
that plaintiff to carry out drainage reserve development 
and landscaping work on subdivision for payment of 
$935,085 - Defendant denies agreement   If there was 
agreement then defendant contends it is unenforceable 
because ultra vires or no consideration  'Whether there 
was such agreement between parties - If so whether
agreement is enforceable   Whether ultra vires 
defendant - Whether supported by consideration.

Held, there was no such agreement between parties
- Letter was not offer capable of acceptance - It was 
statement of what defendant intended to do (whether 
or not plaintiff agreed) - Clear that defendant was not 
willing to separate cost of reserve development and 
landscaping independently of settlement of land
acquisition - Letter was immediately rejected   If there 
was such agreement between parties it was not ultra 

vires defendant - Obligation of local authority to
manage funds prudently cannot be said to be one of its 
purposes - If there was such agreement between parties it 
would fail for want of consideration   No benefit to 
defendant under agreement   Plaintiff's application for 
summary judgment dismissed   defendant's application 
for summary judgment granted.

(23pp)
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Awards

Roy Vernon Thompson   NZPI Life Membership 
As the New Zealand Property

Institute's first life member it is wholly 
appropriate that the recipient is Roy 
Thompson whose property career has 
traversed all of the respective valuation 
and property related disciplines and 
who throughout a 36 year career in
property has attained and fostered the 
highest standards of professionalism 
and integrity

Thompson's property career began
in Christchurch in 1968 and he quickly achieved 
qualification as ANZIV & AREINZ. Through the 70s and 
early 80s, based in Wellington, Thompson was the NZ 
property investment manager for T & G/National Mutual 
forming an investment portfolio in excess of $1 billion.

Throughout his career, Thompson has been a long 
serving and distinguished member of both the foundation 
institutes of the NZPI. He was one of the founding
members of PMI culminating in his role as national 
president of the institute in 1981 & 1982 and being 
awarded fellowship in 1985.

In the late 80s Thompson assumed a role as director 
of the Hat-courts Corporation and also became national 
president of BOMA   now the Property Council. Our 
industry owes Thompson a great debt of gratitude.

His endeavours, and those of his peers, at the 
inception of our foundation institutes and at the inception 
of property as a professional discipline, have contributed 
hugely to the standards, ethos and aspirations represented 
by the NZPI today.

Thompson's career has spanned the growth of 
professionalism within our industry. Countless members 
of the property fraternity have sought his advice and both 
New Zealand and Australian practitioners mark him as a 
property professional and leader of the highest order.

In March of this year Thompson retired from 
Thompson Wentworth, the professional property services 
company he founded in 1989. During his time there, 
Thompson has continued to mentor the careers of 
property graduates in his employment and has continued

to do his part in ensuring property 
professionals are the suppliers of choice 
by the general public.

Malcolm Russell Hanna   NZIV Life 
Membership

Malcolm Hanna commenced his 
valuation career in February 1962 as a 
trainee valuer with Gordon Harcourt 
Limited under the direction of John 
Harcourt (a past president and life

member of the New Zealand Institute of Valuers). 
Hanna remained with Gordon Harcourt Limited from 

1962 to 1965 when he joined the valuation practice of 
Gellatly Robertson where he became a partner shortly 
thereafter. He remained with that firm through various 
changes (Gellatly Robertson through to Robertson Young 
Telfer) until 1994 at which time he resigned as a director 
of the Wellington office and the national practice to set up 
as a sole practitioner, a chartered arbitrator, real estate 
adviser and registered valuer specialising in matters 
relating to arbitration and litigation.

Hanna was recommended for membership of the 
student group of the New Zealand Institute of Valuers in 
March 1962 and from then on he took a keen and active 
interest in the affairs of the institute.

Hanna completed his examinations in 1965 and in

that year was awarded the council trophy for the student 
who completed the examination with the most merit.

He was secretary of the Wellington branch of the 
institute from 1964 to 1967 and became a full member of 
the branch committee in 1966 and subsequently chairman 
of the branch.

Hanna was a member of the education committee and 
board of examiners of the institute from 1971 to 1975 and 
was an examiner in academic subjects and the practical
oral examinations in Wellington.

He was appointed the dominion publicity officer in 
1971 and became the first chairman of the publicity and 
public relations committee, a position he held until 1975.

He has attended a number of Pan Pacific conferences 
and was a principal speaker at the 7th Pan Pacific
Congress in San Francisco in 1973 and a commentator at the 
8th congress in Rotorua in 1975. Hanna was also co-
author of the paper Education and the Valuing Profession and 
was a contributory author of Urban Valuation in New
Zealand Volume II, one of the major textbooks of the 
institute. He has represented the institute on several inter-
professional committees, particularly those relating to 
replacement insurances.

He was made an associate of the New Zealand 
Institute of Valuers in 1966 and became a fellow of the 
institute in 1977. He was admitted as a fellow of the 
Chartered Institute of Arbitrators in 1978 and is a 
foundation member of the Arbitrators and Mediators 
Institute of New Zealand and for a number of years has 
served as a member of the national arbitration panel of 
that organisation. He was invited to join the American 
Society of Real Estate Councilors, which is widely 
regarded in the USA as one of the most prestigious 
professional real estate groups and was the first New 
Zealander to be so invited.

Hanna was appointed by the government as one of its 
two representatives on the Valuers' Registration Board and 
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served continuously on that board for 15 years from 1973 
to 1988, nine of those years being deputy chairman. He was 
a member of the Wellington Land Valuation Tribunal for ten 
years and was a Director of Valuation New Zealand and 
Quotable Value New Zealand for three years.

He has appeared as an expert witness on a broad 
range of real estate and valuation matters before the High 
Court as well as the Land Valuation Tribunal, the 

Environment Court, the Waitangi Tribunal and has also 
been involved in many major arbitrations.

There are few members who have given the service to 
the New Zealand Institute of Valuers and the valuing
profession that Malcolm Hanna has. He is well recognised 
for his valuation work throughout New Zealand and is 
held in high regard by his colleagues and the Wellington 
branch for the presentation and quality of his work and 
the enthusiasm and his support for the profession as a
whole. Hanna continues to take a keen interest in the 
institute.

J M Harcourt Memorial Award  Neil Kelvin Darroch
Darroch's long record of 

service to the New Zealand 
Institute of Valuers culminated
with the Pan Pacific Congress at 
Auckland in April 2000.
Darroch chaired the organising 
committee that spent some four 
and-a-half years preparing for 
what was a most successful
event due, in no small part, to his 
stewardship. While Darroch's 
modesty would no doubt
prevent him from accepting all of the plaudits for the 
congress, all other members of the organising committee 
would readily accept and acknowledge he was the
helmsman and main motivator.

Darroch was educated at Auckland Grammar School 
and joined the Lands & Surveys Department as a rural ifeld 
cadet after obtaining his University Entrance in 1953. He 
graduated from Lincoln College in 1958 with a
Diploma in Valuation and Farm Management and 
commenced his property career with the Department of 
Lands and Survey as a field officer in Palmerston North 
where he became an intermediate member of NZIV, was 
registered as a rural valuer in 1963 and became an 
associate member of the institute in 1964.

The following year he was transferred to Auckland 
and in 1967 commenced the NZIV professional urban 
examinations. In 1969 Darroch joined the Auckland 
Harbour Board as a property officer and in 1971
established himself in private practice in Takapuna on 
Auckland's North Shore where he is still based today.

Almost immediately Darroch became active in the 
Auckland branch of the Institute of Valuers giving his time 
to lecturing students at Auckland University and helping 
to prepare valuers for the institute's practical and oral 
examinations. Darroch joined the branch committee in

1975, was branch chairman in 1977/78, became a 
member of the Property Management Institute in 1978 
and an associate member of the Institute of Arbitrators in 
1980.

During this time Darroch's practice began to expand 
to the extent that he became one of the highest profile 
valuers in the country with the formation of the national
practice of Darroch & Co. He has always been seen as an 
innovator and leader in both institute matters and "the 
business of valuation and property". Darroch has
participated as a speaker at seminars and conventions and 
his status was recognised in 1985 with the awarding of a 
fellowship. Darroch was chairman of the Massey
University Property Foundation from 1994 1998.

Darroch's interests include boating and saltwater 
fishing. He is also an active grandfather to his
grandchildren.

Over the past 30 years Darroch has, both directly and 
indirectly, played an influential role in the careers of a
number of valuers, many of whom hold prominent 
positions within the industry today. He has been a selfless 
contributor on a number of fronts.

Brent McGregor   Young Property Professional
The Young Property Professional 

of the Year was awarded to Brent
David McGregor. This award was 
created by the New Zealand Property 
Institute board in recognition of 
excellence in the field of property by a 
young professional under 30 years of 
age. Westfield New Zealand sponsored 
the award.

McGregor is an NZPI Auckland 
branch member and works within the 
real estate group of Ernst & Young. He
came from a national valuation practice where his 
experience had been in valuation and consultancy over a 
wide range of property types within New Zealand, Asia 
and the Pacific Islands.

He has extended his skills to take a broader 
view of property both through his academic
qualification (a Masters Degree in Property Studies 
from Lincoln University) and in his recent work in 
such diverse areas as financial structures for real 
estate, tax implications of different real estate
structures, real estate consulting, and some direct 
involvement in the transaction end of the real estate 
market through the provision of tenant
representation services.

McGregor authored many of the regular Ernst & 
Young articles which are provided in each issue of The 
Property Business and these have encompassed a wide 
range of topics as befits his skill and special areas of 
interest.

McGregor is a shining example of the professional 
excellence that is displayed by many of the younger 
members of our profession.
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Antony McEwan
Born in Wellington in 1957 and moving to 

Auckland at primary school age, Antony McEwan grew 
up and attended primary and secondary school at 
Blockhouse Bay. He began his career in valuation in 
1974 under a valuation cadetship with Valuation New 
Zealand incorporating fulltime employment with 
university studies. McEwan gained a Diploma in Urban 
Valuation from Auckland University in 1977.

McEwan remained with Valuation New Zealand 
until 1980, with the majority of this time based in the 
greater Auckland area, but with two years in
Northland. During this period McEwan gained 
experience in the valuation of residential, commercial 
and industrial property together with small rural 
holdings. After registration McEwan, a keen 
yachtsman, sailed from New Zealand through the 
Pacific as part of a year's OE.

Upon returning McEwan joined Marc Sheldon's
one-man practice, initially covering the full spectrum 
of valuation work. McEwan's efforts and the quality of
his work have been a contributing factor in the growth 
of Sheldon & Partners.

McEwan is now a senior partner and director of 
the valuation consultancy practice of Sheldon &
Partners, which has grown to be one of the larger 
valuation practices operating within the greater
Auckland region. It currently employs 11 valuers plus 
support staff. On a day-to-day basis, McEwan is
involved in the joint administration of the valuation 
practice, administration of computer systems and 
training of valuation staff.

With the expansion of the practice McEwan now 
specialises in North Shore City industrial and
commercial work, although he continues to undertake 
valuations throughout the greater Auckland area. His 
scope of work spans from portfolio, disposal and new 
development valuations through to rental assessments, 
negotiation and arbitration.

McEwan is well respected by his peers as an 
impartial and able valuer, able to cope with complex 
technical and legal issues. As a result, members of the 
institute have appointed him to act as an arbitrator and 
umpire in a number of significant valuation disputes. He 
has also given expert valuation evidence before tribunals 
and the District and High Courts.

Following on from a survey of lending institutions
conducted by the Australasian Self Storage 

Associations, McEwan was appointed by that 
association as a recommended "panel valuer". He has 
attended overseas seminars on the valuation of self-
storage facilities.

McEwan has been an active member of the 
Auckland branch of the New Zealand Institute of 
Valuers since 1988. During this time he has been 

convenor of the statistics, new legislation and
education subcommittees.

McEwan is a senior member of the New Zealand 
Property Institute and has been co-convenor of the 
membership committee of the Auckland branch. In 
that role he has made a point of maintaining the
standards of the profession and encouraged younger 
members to uphold standards and advance their
qualifications.

McEwan is currently branch chairman, having just 
moved into his second term in this role.

Outside of valuation, McEwan's interests centre 
around his family. He is married to Marcia and they 
live on the North Shore with their three children, two 
girls and a boy. A busy work and family life limits
McEwan's time for other activities although he still 
finds time for some golf, a little social cricket and 
various aquatic activities.

Brian Kellett
Born in Aberdeen Scotland in 1937, Kellett 

studied mechanical engineering in Edinburgh,
qualifying in 1963. He then served a five-year general 
engineering apprenticeship with United Wire Works in 

Edinburgh and after a two-year break for National
Service rejoined the company for a further seven years 
reaching the position of assistant engineer.

From 1968 to 1969 he worked as a project design 
engineer of tubular heat exchangers and pressure
vessels for Motherwell Bridge Thermal.

In 1969 he joined Andrew Denholm Scotland as

engineer/chief draftsman responsible for development 
and design of high volume bakery ovens and electrical 
systems. He dealt with clients on technical matters and 
in the course of this travelled extensively in Europe.

In 1976 he became an engineer at Taylor 
Richardson and was responsible for costing of fans, 
dust collectors, attenuators and perforated metal 
products manufactured by the company. In December 
1976 he was appointed company engineer reporting to
the general manager. Duties included selection and 
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design of the company's products and production 
machinery. In May 1977 Kellett was appointed
engineering manager and in December 1981 general 
manager of the firm reporting to the board of directors. 
In this capacity he was responsible for the total
operations of the company, which employed more than
40 staff.

In 1987 Kellett joined Beca Valuations, Auckland 
as manager of plant and machinery and infrastructure 
valuations leading a team of plant and equipment
valuers who have carried out major valuation 
assignments for leading companies both within New 
Zealand and overseas, as well as government 
departments, educational institutions, healthcare 
providers, and local authorities. Under Kellett's 
leadership Beca Valuations has become recognised as a 
pre-eminent specialist in infrastructure valuations such 
as power generation assets, roading, water and 
drainage reticulation and treatment plants.

Kellett has a high degree of technical competency 
and has introduced computer based systems and
procedures that allow for mass appraisal of assets. 
Qualifications and memberships he has gained during 
his career include: Higher National Certificate 
(Mechanical Engineering) - Heriot Watt College
Edinburgh; Computer Basic Programming; Auckland

Technical Institute; Plant & Machinery Valuations -
Massey University, Chartered Engineer; Member
Institute of Mechanical Engineering London; Member
Institute of Professional Engineers (NZ); Senior

member   Institute of Plant & Machinery Valuers; 
Registered Plant & Machinery Valuer (NZPI) and 

Registered Engineer (NZ)

Kellett was one of the founders of the New 
Zealand Institute of Plant and Machinery Valuers 
(IPMV) circa 1990. This was the first formal
organisation in New Zealand to organise and regulate 
plant and machinery valuers and promote nationwide 
plant and machinery valuation standards. Kellett
devoted a lot of personal time and travelled regularly to 
Wellington during the set-up phase of the institute 
prior to 1990.

Kellett was Auckland branch chairman of the 
IPMV from 1991-1992 and national president from
1992-1994 and served on many membership interview 
panels and sub-committees during the formation of the 
institute. Kellett was largely responsible for writing the 
IPMV Plant and Machinery Valuation Standards issued 
in April 1998.  These are still the current plant and
machinery valuation standards formally recognised by 
the NZPI.

Kellett initiated the plant and machinery valuation 
course at Auckland University in 1996 and has been 
responsible for running the course as head lecturer up to 
the present day. This was the first, and remains the only 
specialist plant and machinery valuation
qualification available in New Zealand. 

Following the merger between the IPMV and the

NZPI, Kellett served on the NZPI education committee

in 2001. He has published many papers and articles 
for the IPMV, NZ Valuers Journal, NZIV and other
technical publications.

Kellett is currently serving on a liaison committee
with the Audit Department regarding infrastructure 
valuations and is retiring at the end of 2002.

Kellett has upheld high standards throughout his 
career and has made an outstanding contribution to 
the development of the plant and machinery valuation 
profession through his role in the formation of the
IPMV, drafting the IPMV Plant Valuation Standards and 
the valuation course at Auckland University. He is
highly regarded by other plant and machinery valuers 
and senior NZIV members and has always remained
approachable and willing to devote time to assisting 
other institute members and students.

Chris Orchard
Orchard was born in 1959, in Blenheim, and 

educated at Marlborough Boys College. Orchard 
moved to Wellington and joined the government
Valuation Department as a cadet commencing in 1977 
and immediately joined the institute as a student
member. Urban study and examinations were 
completed and the institute's practical and oral 
examination successfully completed in 1980.

Orchard then studied for the institute's rural 
professional examinations, completing the practical 
and oral examination in 1983 thus achieving a
distinction held by only a handful of members who 
initially trained in the urban field.

Orchard was admitted as an intermediate member 
in 1980, became registered in 1982 and was advanced 
to associate membership in 1984. Orchard worked for 
the department for 11 years, all in the Wellington
office, rising to the position of senior district valuer. 
During that time Orchard became a well respected
member of Wellington's valuation community and was 
well known for his willingness to help practicing
valuers.

By 1988 the call back to Blenheim and private 
practice was too strong to resist and Wellington lost
Orchard to the long standing Blenheim firm of Hadley

and Lyall. Orchard remained in that practice until 
1999. During his time with the Nelson/Marlborough 
branch Orchard took an active role which saw him 
participating as a branch committee member for six 
years, newsletter sub-editor one year, branch vice-
chairman two years and as a branch councillor for four
years.

In 1999, Orchard returned to Wellington where he 
has worked with Warwick J Tiller & Co and Knight
Frank (NZ).

Orchard is an excellent supporter, promoter and 
ambassador for the institute. His attitude extends to
his conduct in business as he constantly promotes high 
standards to the general public and business
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community. Orchard is a respected, senior member of 
the valuation fraternity

David Simpson
Simpson was born in 1937 and educated at 

Nelson and Wellington Colleges. He commenced 
employment in the property industry with the city
valuer's office of the Wellington City Council in the 
mid-1950s. He then moved to the government
Valuation Department, on to the valuation division of 
Harcourt and Co, and then joined Simpson, Horsley, 
Nyberg and Stewart in a practice from which the
Wellington office of Darroch & Co evolved in 1986. 
Simpson moved from Darroch to work on his own 
account in 1990 and continues to practice as Simpson 
Valuations.

Simpson joined the New Zealand Institute of 
Valuers as a student in 1957 and qualified through the 
urban professional examinations in 1965 gaining 
registration and associateship in the same year. His 
practice base has encompassed residential, lifestyle, 
commercial and industrial properties throughout the 
Wellington region and his consistency and 
thoroughness has endeared him to his fellow 
professionals, and to the public over many years.

Simpson offered himself for Wellington branch 
service to the New Zealand Institute of Valuers early in 
his career, and has been a great supporter of the 
profession through his commitment to institute 
meetings, pedestrian counts, seminars, workshops, and 
conferences both in New Zealand and overseas. He is 
remembered as one of the most regular contributors to 
the institute's Statscom cost information newsletter for 
many years.

As a senior member of the profession, Simpson has 
been a real strength in sharing his knowledge and 
experience with other valuers.

Donald Knight
Knight has been involved in the valuation 

profession for 30 years. His introduction to valuation 
was made as a valuation cadet in the Valuation 
Department at Wellington. He became registered in 
1975. His interest and knowledge of valuation 
principles lead to Knight lecturing valuation for three 
years in valuation I for urban professional institute 
qualifications.

He spent time in the Valuation Department's 
Christchurch office before taking a position as loans 
manager for Trust Bank Southland in Invercargill. In 
1986 he rejoined Valuation New Zealand in the Nelson 
office, a position he still holds today.

Knight is QVs principal valuer of commercial and 
industrial property and has broad knowledge and
experience in consultancy and valuation in this area. 
He has an excellent reputation both among clients and 
the broader property profession for his technical ability 
and knowledge in law relating to valuation of property. 

His opinion is often sought from property 
professionals.

He has been active in the New Zealand Institute of 
Valuers' affairs, having served continuously on the
Nelson/Marlborough institute committee from 1987 to 
2000. Knight held the offices of chairman in 1993-94 
and branch newsletter editor for many years. His
articles and views on valuation matters are widely 
published and his willingness to freely give his time to 
other valuers in discussing property issues holds 
Knight in high regard.

Knight was an active sportsman playing hockey at 
national and representative level for several years. He 
continues to enjoy tramping and other outdoor
activities..

Garry Dowse
Dowse is currently employed as a lecturer at 

Massey University, teaching Applied Valuation 1, 
Advanced Valuation 1, Applied Valuation 2, and a 
post-graduate paper, Contemporary Issues in Real
Estate. He is also involved in teaching real estate block 
courses at Massey and Albany campuses.

Before joining Massey in 1995, Dowse worked as a 
valuer for Quotable Value and for the Palmertson
North valuation firm of Blackmore and Associates. He 
currently has active valuation participation, through 
resolving local valuation disputes, in the role of
arbitrator.

He has had a long association with the NZPI, 
having served on the local branch of the NZIV and
NZPI as a committee member for a period of around
10 years. He played a major role in the organisation and 
delivery of the successful bi-annual Massey Spring 
Seminars held in 1997, 1999 and 2001.

Dowse is closely involved in the production of the 
Residential and Commercial Real Estate Market Outlook 
Series, published quarterly by the Massey University 
real estate analysis unit. He has produced a significant 
number of articles and papers on real estate and given 
a number of addresses, including those to The Pacific 
Real Estate Society conferences. Dowse has also given 
radio interviews on property issues, produced articles 
for the Valuers Journal, and co-authored (with Professor 
Bob Hargreaves) a chapter on NZ rating systems for an 
international textbook edited by Professor McCluskey.

Dowse has recently completed the final paper in 
his Masters of Property, and has a background in
sports through soccer and the completion of a number 
of Rotorua Marathon events. Aged 40, he is married to 
Donna and has three school aged children.

Grant Utteridge
Utteridge was born in Christchurch, educated at 

Otago Boys High School and graduated from Lincoln 
University in 1981 with a B.Com (VPM) covering both 
urban and rural disciplines.

In 1982 he joined the Valuation Department in 
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Rotorua and remained with it until 1987 involved in 
all types of valuation work throughout the Bay of
Plenty/Taupo region.

He gained registration as a valuer in 1985 and was 
granted associate status by the New Zealand Institute of 
Valuers in 1986.

Utteridge joined the firm of Reid & Reynolds, 
registered valuers and property consultants, Rotorua in 
1987 and was admitted as a partner of that firm in 
1989 and remains today with that firm as a director 
responsible for marketing operations and information 
technology systems as well as the commercial property 
consultancy and valuation side of the business.

The commercial sector of his work includes 
industrial and tourism and he has been involved in the 
assessment of the impact of contamination on land 
value. Utteridge was also a member of a national 
working party examining proposed changes to the 
Maori Reserved Land Act 1955. He is the body 
corporate secretary for a local shopping centre and has 
been extensively involved in a wide range of rental and 
leasing negotiations.

Utteridge is well recognised by his peers and the 
Rotorua business community for his skills,
competence, integrity and ethical standards.

For more than 10 years Utteridge has played a 
prominent role in the activities of the local branch of
the NZIV/NZPI including two years as chairman and as 
convenor of the organising committee for the 1999
national conference in Rotorua.

In 2000 Utteridge was chairman of the judging 
panel of the Rotorua section of the Master Builders 
Homes of the Year competition.

Utteridge is a married man with young family and 
is an avid sportsman and has been actively involved as 
a player and administrator in squash, rugby, cricket
and triathlons and is currently chairman of Squash Bay of 
Plenty.

As can be seen Utteridge has been actively 
involved in his profession and the community and has 
gained the respect and esteem of people in both 
arenas.

Ian McDowell
McDowell was born in Rotorua, educated in 

Rotorua and graduated from the University of
Auckland with a Diploma in Urban Valuation in 1966.

In 1964 McDowell joined the New Zealand 
Institute of Valuers as a student member attached to 
the Auckland branch and became an intermediate 
member in 1967, advanced to associate in 1971 and 
gained registration as a valuer in 1970.

McDowell's early working life as a valuer was with 
Yarntons in Auckland and after a short overseas trip he 
returned to Rotorua in 1971 and joined his father, the 
late Gordon McDowell, FNZIV, in the firm now known as 
McDowell & Co.

McDowell & Co, a real estate and valuation firm,

was founded in 1911 by McDowell's great-grandfather 
and is now one of the largest real estate companies in 
Rotorua with an independent valuation division.

The company is headed by Ian McDowell who, 
whilst being heavily committed in his managerial role, 
is also actively involved in valuation and property
management activities.

McDowell is also the Rotorua District Council 
valuer, a position he has held for many years.

From 1974 to 1990 McDowell served on the 
branch committee of NZIV including two years as 
chairman. He also served continuously during that
period on the tariff subcommittee and was a member of 
the 1975 Pan Pacific Congress organising committee and 
the 1984 national conference organising
committee   both events held in Rotorua.

McDowell continues to actively support branch 
activities.

In addition to his service to the NZIV, McDowell 
has held a number of positions on the regional REINZ 
including a term as president.

McDowell is held in high esteem by his peers and 
the Rotorua community and is recognised for his
professional skills and competency and high ethical 
standards.

His considerable managerial and professional skills 
are well demonstrated by the success of his company.

McDowell is a married man with a teenage family
and is active in the community in particular in the

Rotary Club where he has been president and also in 
the Rotorua 4-Wheel Drive Club.

Malcolm Alexander
Malcolm Alexander was born in Wellington in 

1947 and attended Rongotai College. After leaving 
college, Alexander commenced employment with the 
Wellington branch of the then government Valuation
Department as an urban valuation trainee. As a student 
member of the institute, Alexander studied the urban 
professional examinations and passed the final
practical and oral examination in 1970.

During Alexander's student training period, his 
practical experience included a period with T&G 
Mutual Life Society. Alexander then rejoined the
Valuation Department between 1969 and 1971. After 
this he then joined the Hutt Valley's then most
prominent valuation practice, Holmes, Foster & Co, 
where he was involved in the full range of urban
valuation work.

Alexander was registered as a valuer in 1972 and 
was advanced to associate status in 1973.

After 10 years with Holmes, Foster & Co, 
Alexander worked for a development company for 
three years followed by a short period practicing on 
his own account before being invited to join a recently 
established Lower Hutt partnership, Appraisal 
Valuations.

In 1994, after 10 years with Appraisal Valuations,
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Alexander established his own practice, Alexander 
Valuations. Alexander's wide variety of experience, 
mainly in the Hutt Valley, is keenly sought after by 
clients in the business community and he is held in 
high esteem by the valuing profession. Alexander is 
well known for the thoroughness he strives for when 
advising clients on property matters.

Alexander has had a long involvement with branch 
committees and helping to arrange branch activities, 
culminating in holding the onerous position of
secretary/treasurer for more than four years.

Michael Connolly
Connolly was born, raised and educated in 

Christchurch. Following completion of his secondary 
schooling, Connolly worked in the construction 
industry in New Zealand and overseas and in 1981 
entered the valuation profession attending Lincoln 
University as a mature student. He completed his 
Bachelor of Commerce (Valuation and Property
Management) degree in 1983.

Following graduation, Connolly moved to 
Australia and was employed as a valuer by the South 
Australian Department of Lands progressing to the 
position of senior regional valuer. Whilst in Australia, 
he was a member of the Australian Institute of Valuers 
and became an associate of the Australian Institute of 
Valuers in 1987. His work in Australia involved all 
facets of valuation including specialist commercial, 
viticulture and coastal developments as well as early 
development of computer assisted valuations for rating 
and taxing.

Following his return to New Zealand in 1989, he 
joined United Building Society (which became United 
Bank) working in both valuation and property
management areas. Connolly obtained his New 
Zealand valuation registration in 1991 and
progressed to member of the Property Institute in
1994. He is an associate of the Real Estate Institute 
of New Zealand.

Following the purchase of United Bank by 
Countrywide, Connolly was employed by Simes as a 
property manager before moving to Colliers Jardine to 
establish and manage its property management 
division in Christchurch. Connolly currently heads the 
Colliers International property management division, 
which is one of the largest in Christchurch.

Connolly was active on the Canterbury branch 
committee of PLEINZ for a number of years and
served as national councillor for PLEINZ in the period 
leading up to the formation of NZPI. He was an active 
supporter of the new institute and assisted during this 
period with his experience of the formation of the
Australian institutes while in Australia.

PLEINZ branch committee work included 
organising seminars for CBD and fostering the buddy 
system with Lincoln University.

Since the formation of NZPI, Connolly has
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continued his involvement in the institute's affairs 
serving on the national membership committee, the
local branch committee and also was a member of the 
organising committee of the inaugural NZPI
conference 2001 in Christchurch.

Connolly is highly respected by his peers in both the 
valuation and property management arenas within the 
Christchurch property profession. He is a model of 
integrity and has been generous with his time to others 
within the property profession through his
involvement with PLEINZ and more recently NZPI and

also in the fostering of young property professionals in 
Christchurch.

Connolly is married with four children and is 
actively involved in sporting committees associated 
with his children's sporting interests.

Neil Lyons
Lyons originally trained as a draughtsman and 

started work for the Dunedin firm of A & T Burt. For 
a number of years he worked as a project manager for 
Arrow International and was involved in a senior role 
working on a number of wide and varied projects for 
Arrow International.

In 1995 Lyons set up his own consultancy 
business: Accord Consultants. Lyons is the managing 
director of the company, which is involved in both 
project management and development work, for a 
range of clients. Lyons is a registered property 
consultant.

Lyons has been heavily involved with the institute 
in Otago/Southland after becoming a full member in 
1987.

Lyons has served on the local branch committee of 
the Property Management Institute since 1990 and is 
still a committee member of the Property Institute.
From 1993 to 1996 Lyons was the branch chairman of 
the Property Management Institute and from 1996
until the merger of the two institutes in 2000, Lyons

was branch councillor for Otago/Southland. 
As well as being both chairman and councillor (for 

a time concurrently) Lyons has been involved in many 
initiatives of the local committee. He was instrumental in 
organising the successful series of workshops run by the 
local branch for a number of years.

On a national basis Lyons was convenor of the 
publishing sub-committee at a time of major changes 
and improvement to The Property magazine. Lyons is 
an unassuming individual, and is not the sort of
person to "sing his own praises". He is well known in 
property circles and Lyons is highly regarded within the 
property industry.

Lyons is married to Colleen and they have two 
grown children both living overseas. Lyons' leisure
time spent travelling, playing golf and tramping. He is 
also involved in the development of his Omahau
Downs property near Twizel for the tourist market 
with the development of a tourist lodge. 
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Paul Keane
In 1969, Paul Keane became involved in the 

shopping centre industry in New Zealand starting with a 
company named the Fletcher Trust and Investment 
Company in Wellington as centre manager of 
Wainuiomata Shopping Mall.

After three years he was transferred to 
Christchurch where he managed the Northlands 
Shopping Centre and subsequently became the South 
Island manager for Fletcher Trust and Investment 
Company, being responsible for shopping centre 
activities throughout the rest of the South Island 
including places like the relocation of the then 
Cromwell Town Centre, and developments in 
Queenstown and Dunedin and research in Gore.

Transferring back to Wellington in the late 1970s, 
Keane became the Wellington regional manager for the 
Fletcher Trust and Investment Company, which
subsequently changed its name to Challenge Properties 
following the Fletcher Challenge merger. His
responsibilities in Wellington were both retail and 
commercial activities and such activities included the 
development of Fletcher Challenge House in
Wellington, incorporating Lambton Square Shopping 
Centre underneath, the completion of the BNZ
Shopping Centre project and management of the total 
building in Wellington, and a range of small
developments.

In 1984, the company transferred him to 
Auckland as general manager for Challenge Properties, 
with the new role encompassing both shopping centre 
and commercial activities throughout New Zealand.

In late 1988, he formed a company called Retail 
Consulting Group, which focused its attention in the 
areas of the retail market providing consulting services 
to retailers and shopping centre owners.

During this time, Keane has worked on major 
projects throughout Australasia, including Fiji's fist 
modem shopping centre in Suva, Downtown
Boulevard, Westgate Shopping Centre, New Zealand's 
first bulk retail centre and undertaken roles for New 
Zealand's leading companies including St Lukes Group, 
Christchurch International Airport, Tourism Holdings, 
Civil & Civic, Sky City, Bank of New Zealand and
Armstrong Jones.

Keane is recognised by his peers as a leader in the 
retail management and development fields. He was one 
of the foundation members of PLEINZ and has served 
on the committee in the education, social, and CBD
portfolios, giving his time freely in presenting seminars 
to institute members, and presenting research papers on 
retail dynamics and demographics.

Peter Doolin
Doolin has 18 years of experience in property 

development, including four years in a major London 
firm acting for developers of industrialist states and 
retail developments.

Doolin is a property partner in the Auckland office 
of lawyers Phillips Fox.. His practice concentrates on 
commercial property developments including
purchases, sales, subdivisions and leasings. His 
particular specialty is retail and shopping centre 
developments.

Doolin has been an active member in PLEINZ and 
latterly NZPI. He has been instrumental in providing 
the NZPI with significant sponsorship, both financial, 
in services and providing extensive research papers, 
presentations and seminars in such areas as the review 
of the Auckland District Law Society new lease format, 
property research, syndications of properties and
commentaries on Resource Management Act 

legislation.
Doolin is a regular presenter on legal and property 

law issues on behalf of the institute and the CBD
seminar programme. As a partner in a prominent law 
firm, Doolin has been a champion for institute
members and their professional involvement in the 
property fields.

Thomas Esplin Lewis
Lewis is a practice manager of the Auckland 

valuation company of TelferYoung (Auckland), as well 
as being one on of the national directors.

Lewis commenced with the Valuation Department 
in 1964, moving to Auckland in 1966 as a cadet to 
attend Auckland University.

On completion of his training and gaining his 
Diploma in Urban Valuation, Lewis joined a property 
management company on the North Shore, and then 
moved to Barfoot & Thompson valuation division, 
rising to valuation manager.

Lewis joined Robertson Young Telfer in 1987, 
where he has specialised in retail, commercial and 
insurance valuations.

Lewis has contributed to the advancement of the 
valuation profession in Auckland in a major way. He has 
given freely of his time to assist junior valuers, and has 
taken a keen interest in the training of a number of 
valuation graduates throughout his career.

Lewis lectures at Auckland University on insurance 
valuations and has given lectures to other valuation
practices on this topic. He provided significant 
background information and assistance to the
committee, which reviewed the insurance valuation 
report guidance notes in 1994 for the Technical
Handbook.

Lewis has taken an interest in litigation area of 
valuation, being appointed umpire or arbitrator on 
numerous occasions, as well as acting as an expert 
witness.
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Costings

Floral  ostings

Levin Lifestyle    April 2002
Contributed by John Rimmer-Arends, TA Valuation Ltd. 
Construction: 4 bedroom, dining, family room, 
lounge, ensuite and study. Internal access garage.
Concrete slab with timber frame. Split stone concrete 
brick cladding. Pre-coated steel tile roof. Plaster board 
wall and ceiling linings to paint finish.
Areas: Total 251m22
Contract Price: $187,223 (incl. GST) 
Analysis:
Total: 251m2 $745/M2 Modal Rate: $880 Multiple:
0.85
Notes: Not included: water tank, septic tank, power to 
site, carpets, drapes, light fittings and site
development. Cost including power, septic and water 
calculated to $215,000 or $856 per m2.

Rangiora, Canterbury Westland   House, November
2001
Contributed by Denis J Milne, North Canterbury 
Valuations
Construction: 4 bedroom, 2 bathroom hip roofed 
bungalow with integral double garage situated on a 
level section. BV wall, Coloursteel rib roof, double 
glazing, Stonewood Homes Ltd.
Areas: Garage 38.14m2

Dwelling 170.17m2
Net Contract Price: $145,546 (excl. GST) 
Analysis:
Total: 170.17m2Modal Rate: $609.59
Notes: Country build factor 1% of contract price per 
10km.

Hastings, Artesian Well    September 2001 
Contributed by John Reid, John Reid and Associates 
Construction: 125mm steel case to depth of 38
metres, including 3-metre stainless steel screen, all 
headworks for irrigation purposes, plus permit costs. 
Contract Price: $9,500 (excl. GST)

Notes: Quote also received for 150mm well at $14,300 
and 200mm well at $17,600

m, w,, zoo/end ps'opoo>ay JOUONAL

Residential Costings

Levin   April 2002
Contributed by John Rimmer-Arends, TA Valuation Ltd. 
Construction: 4 bedrooms and office, ensuite and
internal access garage. Concrete slab and timber frame. 
Textured plaster over 45mm external insulated
cladding. Steel tile roof. Plasterboard wall and ceiling 
linings. Average quality fittings for a house of this size 
and cost.
Areas: Total 233m2
Contract Price: $226,000 (incl. GST) 
Analysis:
Total: 233m2$970/m2 Modal Rate:$880 Multiple: 1.1 
Notes:Does not include carpets, drapes and other
chattels. No driveway, fencing or other site 
development.

Commercial Costings

Hastings, Transportable Office Building
September 2001
Contributed by John Reid, John Reid and Associates 
Construction: Sited on wooden skids, fiber cement 
wall cladding, aluminium joinery, fully lined, 
Coloursteel iron roof.
Areas: Total 24m2
Contract Price: $15,319 (excl. GST) + air 
conditioning unit $3,350
Analysis:
Office: 24mz $638/m2 Modal Rate: $929.30 Multiple:
0.69 Air conditioning unit 24m2$140/m2 Modal 

Rate: $929.30 Multiple: 0.15 
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Napier, Seal Around New Development
September 2001
Contributed by John Reid, John Reid and Associates 
Construction: Excavate to 100-150mm depth, supply 
and compact base-course material, seal with grade 3 and 
5 racked in chip seal.
Areas: Total 750m2
Contract Price: $15,023 (excl. GST)

Analysis:
Total: 750m2 $20.03/mz Modal Rate: $929.30 
Multiple: 0.21

N  E  W   Z  E A  L  A  N  D

p roperty
INSTITUTE

Napier, 2 Level Showrooms    September 2001 
Contributed by John Reid, John Reid and Associates 
Construction: Concrete foundation, trimline
Coloursteel exterior cladding, plus powder coat 
aluminium joinery and trimline Coloursteel roofing. 
Each unit is to be provided with a kitchen sink bench, 
toilet plus hand basin. The interior is to be lined with
9.5mm Gibraltorboard walls and ceilings while each 
unit has access to a small balcony area on the upper 
lfoor.
Areas: Ground Floor 314m`

First Floor 249m2
Contract Price: $257,000 (excl. GST) 
Analysis:
Total: 563m`$456/mzModal Rate: $929.30 Multiple:
0.49
Notes: Price includes all fees including vehicle crossing 
of $3,600. All five units separately metered and will be 
leased individually.

Need a Registered valuer,
property consultant, 

plant and machinery

valuer, manager, plant or 
facilities manager?
Use a registered NZPI

member. 

www property.org.nz 
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Why become a member of 
NZPI ? 
NZPI's primary objective is to represent the interests of the property 
profession in New Zealand. 

The New Zealand Property Institute: 

• Promotes a Code of Ethical Conduct

• Provides Registration    the formal recognition of experience and certified qualification of

excellence

• Provides networking opportunities

• Assists in forming professional partnerships

• Provides a marketing tool in the approach to new and existing clients

• Provides The PROPERTY Business 6 times a year in partnership with AGM Publishing

• Distributes national NZPI newsletters and email updates

• Delivers a National and Branch CPD programme

• Offers membership with the International Facility Management Association (IFMA)

• Offers other international linkages

• Offers networking opportunities between the profession and the universities through the

NZPI "Buddy Programme".

• Promotes annual NZPI Industry and Student Awards

• Delivers an annual NZPI Conference

• Offers links and information through the NZPI website wwwproperty.org.nz

• Provides regular branch breakfast and lunch seminars

• Promotes the annual Property Ball in partnership with the Property Council.

• Provides NZPI Confidence index and NZPI JobMail.

For more information on our services to members contact the 

NZPI National Office: Anthony Robertson PRESIDENT
Peter Noonan DIRECTOR 

Gary Sellars DIRECTOR 

John Church DIRECTOR 

Gerard Logan DIRECTOR Chris 

Seagar DIRECTOR Mark 

Sigglekow DIRECTOR Conor 

English CEO 

Westbrook House • 181-183 Willis St • PO Box 27-340 • Wellington 

New Zealand • Telephone 64-4-384 7094 • Fax 64-4-384 8473 

wwwproperty.org.nz • Email: conor@property.org.nz 
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Professional Directory

NORTHLAND

BAY OF ISLANDS VALUATION
74 Kerikeri Road, PO Box 825, Kerikeri. 
Phone (09) 407 6677
Facsimile (09) 407 6259 
Email boiprofs@xtra.co.nz

Dale L Simhin, REG VAL, ANZIV, SNZPI, FREINZ

COUTTS MILBURN LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS    VALUERS IN
NORTHLAND SINCE 1965

PO Box 223, Whangarei. 
Phone (09) 438 5139
Facsimile (09) 438 4655 

Bill Burgess, DIP VFM, FNZIV, FNZPI

Anne Mattin DIP VAL, REG VAL, ANZIV, ANZPI

For a full range valuation services 
Northland wide

GARTON & ASSOCIATES NORTHLAND

REGISTERED VALUERS 

Whangarei Head Office:
193 Kamo Road, Regent, Whangarei. 
PO Box 5031, Regent, Whangarei. 
Phone (09) 437 7776
Facsimile (09) 437 7063
Email contact@gartonassociates.co.nz 

R H Garton, B AG COM, ANZIV, MZNIPIM, SNZPI G 
Thomas, B AG SC, ANZIV, SNZPI

M J Craven MA (CANT), ARICS

Kaitaia Office:
136 (A) Commerce Street, Kaitaia. 
PO Box 92, Kaitaia.
Phone (09) 408 1724 
Facsimile (09) 408 6041
Email  kaitaia@gartonassociates.co.nz 
Kerikeri Office
Phone: (09) 407 4570

Z Lucich, B APPL SC, RURAL VAL & FARM MGMT, DIP BS 

URB VPM, REG VAL, ANZPI

Kerikeri Office
Phone: (09) 407 4570

MOIR VALUATIONS

REGISTERED VALUERS 

Kerikeri Office:
PO Box 254, Kerikeri. 
Phone (09) 407 8500 
Facsimile (09) 407 7366

G H Moir, ANZIV, SNZPI, REG VALUER 

M K McBain, BCOM (VPM), ANZPI, REG VALUER 
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PROPERTY SERVICES NORTHLAND LTD, 
MEMBER OF DTZ NEW ZEALAND
GROUP
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, PROPERTY & FACILITIES
MANAGEMENT.

1 Dent Street, PO Box 1444, Whangarei 
Phone (09) 438 3400
Facsimile (09) 438 0330 
Email: dtz@whangarei.org.nz 

A Wiseman, MNZIPM, SNZPI 

D McGee, PROPERTY MANAGER

TELFERYOUNG (NORTHLAND) LTD
VALUERS PROPERTY ADVISORS 

17 Hatea Drive, Whangarei.
PO Box 1093, Whangarei. 
Phone (09) 438 9599
Facsimile (09) 438 6662 
Email
telferyoung@northland.telferyoung.com

A C Nicholls, DIP AG, DIP VFM, FNZIV, FNZPI T 

S Baker VPU, FNZIV, FNZPI

G S Algie, DIP URB VAL, FNZIV, FNZPI 

M j Nyssen, BCOM VPM (URBAN), ANZIV, SNZPI 

J B J Schellekens, BCOM VPM (URBAN), ANZIV, SNZPI

D J Rattray, B APP SC (RURAL), DIP BS (URBAN), DIP 

BUS ADMIN (PROPERTY), ANZPI

Nigel Kenny, DIP SURV (C E M), VALUER, ANZPI
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AUCKLAND

BARKER AND MORSE 

REGISTERED VALUERS 

Hibiscus Coast Office:
Level 1, Westpac Plaza, Moana Avenue, 
Orewa.
PO Box 15, Orewa. 
Phone (09) 427 9903
Facsimile (09) 426 5082
West Auckland: Phone (09) 836 3010 
Auckland: Phone (09) 520 5320
North Shore Office: 2/43 Omega Street,
Albany.
Phone (09) 520 5320 
Facsimile (09) 415 2145
Email enquiries@barkermorse.co.nz

Mike Morse, B AG COM, ANZIV, SNZPI 

Russell Grey, BCOM (VPM)

Erik Molving, BPA, ANZPI 

Mike Forrest, BPA, ANZIV, SNZPI

Michael Nimot, BBS DIP MGMT HEALTH SECTOR,

ANZIV, SNZPI

Peter Res tall, ANZIV, SNZPI, AREINZ 

Peter Wright, BBS, ANZPI

Penelope Marshall, BBS (VPM)

BARRY RAE TRANSURBAN LTD
CONSULTANTS ON URBAN DEVELOPMENT 

Victoria Square, 2/143 Wellesley Street
West,
PO Box 90921, Auckland. 
Phone (09) 309 2555
Facsimile (09) 309 2557 
Mobile 025 275 3330
Email barryrae@transurban.co.nz 
Web wwwtransurban.co.nz

Barry Rae, DIRECTOR, ARCHITECT/PLANNER, B ARCH 

(HONS), CERT EKISTICS (ACE GREECE), DIP TP, FNZIA, 

FNZIA, MNZPI (PLANNING), MNZPI (PROP) 
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BARRATT BOYES, JEFFERIES LIMITED 
REGISTERED VALUERS & PROPERTY 
CONSULTANTS 

The Old Deanery, 17 St Stephens Avenue,

BAYLEYS PROPERTY ADVISORY
CONSULTANTS, ANALYSTS, REGISTERED 
VALUERS & PROPERTY MANAGERS

Maritime Square, 4 Viaduct Harbour 
Avenue, Auckland
PO Box 8923, Symonds Street, Auckland 
Phone (09) 309 6020
Facsimile (09) 358 3550 
Website wwwbayleys.co.nz
Email: first name, first letter surname @ 
bayleys.co.nz

Bayleys Valuations Ltd
Allen D Beagley, B AG SC, MNZIPIM, ANZIV, AREINZ, 

SNZPI

Mark E Harris, BBS, DIP BUS (FIN), ANZIV, SNZPI, 

AREINZ, AAPI

Garry D Lopes, BBS, ANZIV, SNZPI 

Bayleys Research
Gerald A Rundle, B COM, BPA, ANZIV, SNZPI 

Peter J Sluyter MA(HONS), BPA, ANZIV, SNZPI

Cameron Melhuish, B APPL SCI, DIP BUS, ANZPI 

Bayleys Property Management Ltd
Tom J Donovan, BBA (USA) FINANCE 

Chris R Johanson, BAG SC, MNZPI 

Peter N Wilson, BA, B PROP, ANZPI

Bayleys Corporate Real Estate Services
Brett L Whalley, B. PROPADMIN, ANZIV, SNZPI

Parnell
PO Box 6193,Wellesley Street, Auckland. 
Phone (09) 377 3045
Facsimile (09) 379 7782 
Email value@bbj.co.nz 

R W Laing, ANZIV, SNZPI, AREINZ

M A Norton, DIP URB VAL (HONS), FNZIV, FNZPI 

D N Symes, DIP URB VAL, ANZIV, SNZPI

P Amesbury, DIP URB VAL, ANZIV, SNZPI 

K P Thomas, DIP VAL, ANZIV, SNZPI

R D Lawton, DIP URB VAL (HONS), ANZIV, SNZPI R

McG Swan, DIP URB VAL, ANZIV, SNZPI 
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BECA VALUATIONS LTD
139 Vincent Street, Auckland.
PO Box 6665, Wellesley Street, Auckland. 
Phone (09) 300 9100
Facsimile (09) 300 9191
General Manager: Alistair Thomson

77-79 Thorndon Quay, Wellington 1 
P 0 Box 3942, Wellington 1
Phone (04) 473 7551 
Facsimile (04) 473 7551 
Manager: Peter Steel

Level 3, PricewaterhouseCoopers Centre 
119 Armagh Street
P 0 Box 13960, Christchurch 
Phone (03) 366 3521

Facsimile (03) 366 3188 

Manager: Trish Tescos 

Property:
Ceri Bain, BPA, ANZPI

Peter Schellekens, B SC, DIP VPM
Trish Tescos, BCOM (VPM) (RURAL & URB), SNZPI 

Dean Askew, ANZPI

Malcolm Penny, BCOM (VPM), P G DIP COM, ANZPI

Asset Management:
Peter Steel, BE, BCA, MICE, MIPENZ, C ENG 

Ian Martin, BSC, BCA, MIPENZ, MIWEM

Tom Clarke, B SC
Paul Wells-Green, BSC, BE (HONS)(CIVIL), ME, R ENG, 

MICE, MIPENZ

Stuart Ritchie, B E (MECH) 

Richard Smedley, BE
Marvin Clough, BE (ELEC)

Plant, Machinery & Infrastructure:
Brian Kellet, C ENG, M I MECH E, MIPENZ, FNZPI, R 

ENG

Simon Badham, B E (MECH) 
John Howell, BE (MECH)

Cliff Morris, QS
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CB RICHARD ELLIS LIMITED
VALUERS, INTERNATIONAL PROPERTY 
CONSULTANTS & MANAGERS, LICENCED 
REAL ESTATE AGENTS

Level 32, Coopers & Lybrand Tower, 23-
29 Albert Street, Auckland.
PO Box 2723, Auckland. 
Phone (09) 377 0645
Facsimile (09) 377 0779
Email first initial and surname@cbre.co.nz

M J Steur, DIP VAL, ANZIV, FNZPI 

M G Tooman, BBS, ANZIV, SNZPI 

A P Stringer, BPROP, ANZIV, SNZPI 

P T Ryan, BBS, ANZIV, SNZPI

T J Arnott, BCOM (VPM), REG VALUER 

S M Jackson, BPROP, ANZPI

M D Ogg, BCOM (VPM), REG VALUER 

C D Stewart, BPROP

M C Coster, BCOM (VPM)

Plant & Machinery:
H Pouw, SNZPI

COLLIERS INTERNATIONAL NEW
ZEALAND LIMITED
VALUERS, LICENSED REAL ESTATE AGENTS 
AUCTIONEERS, PROJECT AND PROPERTY 
MANAGERS

Level 23,151 Queen Street, Auckland. PO 
Box 1631, Auckland.
Phone (09) 358 1888 
Facsimile (09) 358 1999
Email firstname_surname@cj-group.com 
Website www.colliers.co.nz

Alan McMahon, FRICS, MNZPI, AREINZ 

S Nigel Dean, DIP URB VAL, FNZIV, AREINZ, FNZPI 

John W Charters, VP (URB & RURAL), FNZIV, FNZPI, 

AREINZ

R W Macdonald, FRICS, ANZIV, FNZPI 

Samantha Harsveld, BPROP, REG VALUER 

Rochelle Carson, BPROP BCOM 
Vikki Nettleship, BSC (HONS) 



PROF S.SIONAL DIRE'=  Y

D E BOWER & ASSOCIATES LTD 
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

PO Box 25-141, St Heliers, Auckland. 
Phone (09) 309 0130
Facsimile (09) 528 8307

David E Bower DIP URB VAL, ANZIV, SNZPI, AREINZ, 

ANZIM

DAVID KEYS PROPERTY CONSULTANCY
LIMITED
PROPERTY CONSULTANCY, INVESTMENT 
ADVICE AND DEVELOPMENT/PROJECT 
MANAGEMENT.

20 Normans Hill Rd, Onehunga, Auckland 
Phone (09) 634 9000
Facsimile (09) 634 9001 
Mobile 025 921 385
Email dkeys@ihug.co.nz

David Keys, LLB HONS, AREINZ, FNZPI

DARROCH ASSOCIATES LTD
CONSULTANTS & VALUERS IN PROPERTY 

Cnr Taharoto Road & Shea Terrace,
Takapuna, Auckland.
PO Box 33-227, Takapuna, Auckland. 
Phone (09) 486 1677
Facsimile (09) 486 3246
Email darroch.associates@xtra.co.nz J 

D Darroch, FNZIV, FNZPI

N K Darroch, FNZIV, FNZPI W W

Kerr, DIP VFM, FNZIV, FNZPI A J 

Batley, DIP URB VAL

J P Williams, VALUER

D.H. STEWART & CO
CONSULTING SURVEYORS & PLANNERS IN 
SUBDIVISION & LAND DEVELOPMENT

67A Waiatarua Road, Remuera 
PO Box 87 256, Auckland 5 
Phone (09) 524 0072
Facsimile (09) 524 0082 
Email david@dhstewart.co.nz

DH Stewart, DIP TP, FRICS, FNZIS, MIS (AUST.), MNZPI

DTZ NEW ZEALAND LIMITED MREINZ
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, REAL ESTATE AGENTS, 
PROPERTY & FACILITIES MANAGEMENT

Level 16, Auckland Club Tower, 34 
Shortland Street, Auckland
PO Box 3490, Shortland Street, Auckland 
Phone (09) 309 3040
Facsimile (09)309 9020 
Email auckland@dtz.co.nz

R A Albrecht, DIP URB VAL, DIP TP, SNZPI 

T Boyd, BCOM (VPM), ANZPI

R Clark, BCOM (VPM), ANZPI 

B R Clarke, BBS (VPM), DIP FIN, SNZPI 

W D Godkin, SNZPI
J Hill, BBS (VPM)
R J Impson, BBS (VPM), ANZPI B 
Johanson, PROPERTY MANAGER C 
P Johnston, BCOM (VPM) 
S Kelly, BBS (VPM), MNZPI

D I King, BPA, MNZPI

D M Koomen, BBS (VPM), SNZPI
S B Molloy, DIP URB VAL, FNZPI 

A E Moss, BBS (VPM), ANZPI

L M Parlane, BBS, SNZPI 

S Philp, FRICS, MNZPI E B 

Smithies, FNZPI

Research:
I E Mitchell, MBS (PROP STUDIES), B AG SCI, DIP URB 

ADMIN, SPR(NZ), MNZPI

Plant & Equipment: 
I W Shaw, SNZPI
P D Todd, BPA, SNAPI, ARICS

DUFFILL WATTS & HANNA LTD
PLANT, MACHINERY & BUILDING VALUERS 

384 Manukau Road, Auckland.
PO Box 26 221, Auckland. 
Phone (09) 630 4882
Facsimile (09) 630 8144 

Managing Director:
NF Falloon, BE, M I MECH E, SNZPI, MIPENZ
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DUNLOPSTEWART LIMITED
REGISTERED VALUERS AND PROPERTY 
ADVISERS

PO Box 37-930 Parnell 
Auckland
New Zealand
Phone (09) 580 0221 
Facsimile (09) 580 0227 
Email: sgd@dunlopstewart.co.nz 

Kerry Stewart, VAL PROF URB, P G DIP SC (ENV

AUDIT), MBA, ANZIV, SNZPI

Stephen Dunlop BPROP, MNZPI, REGISTERED VALUER 

Lain Parsons BAG (RURAL VAL), DIP BUS, MNZPI,

REGISTERED VALUER

EDWARD RUSHTON NEW ZEALAND
LIMITED
CONSULTANTS &VALUERS OF PROPERTY, 
PLANT& EQUIPMENT

Level 4,369 Queen Street, Auckland. PO 
Box 6600, Wellesley Street, Auckland. 
Phone (09) 377 2040
Facsimile (09) 377 2045

D A CulaV, DIP URB VAL, B V (FIJI), ANZIV, SNZPI E 

Gill, REG ENG M I MECH E, M I PROD E, SNZPI M 

Morales, SNZPI

R Graham, SNZPI

EYLES McGOUGH LIMITED
(Incorporating Blincoe Yarnton & Co)
REGISTERED VALUERS PROPERTY 
CONSULTANTS & ANALYSTS

Level 9, 280 Queen Street, Auckland. 
PO Box 5000, Auckland.
Phone (09) 379 9591 
Facsimile (09) 373 2367
Email eylesmcgough@xtra.co.nz 

Russell Eyles, FNZIV, FNZPI

Gerry Hilton, FNZIV, FNZPI 

Bruce H Waite, ANZIV, SNZPI

Roger M Ganley, ANZIV, SNZPI 
Herbert Blincoe, FNZIV, FNZPI, AREINZ 

Robert Yarnton, ANZIV, SNZPI

Consultant:
R M McGough, LNZIV, LNZPI
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JON GASKELL VALUERS 
REGISTERED VALUERS

5 Marie Avenue, Red Beach. 
PO Box 75, Red Beach.
Phone (09) 427 8070 
Facsimile (09) 427 8071

Jon Gaskell, DIP URB VAL, DIP VPM, ANZIV, SNZPI

HOLLIS & SCHOLEFIELD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

54 Queen Street, Warkworth. 
PO Box 165, Warkworth.
Phone (09) 425 8810 
Facsimile (09) 425 7732
197 Rodney Street, Wellsford. 
PO Box 121,Wellsford.
Phone (09) 423 8847 
Facsimile (09) 423 8846

R G Hollis, DIP VFM, FMZSFM, ANZIV, SNZPI 

G W H Scholefield, DIP VFM, FNZIV, FNZPI 

S A Jones, BCom Ag, DIP COM VAL, ANZPI

MAHONEY GARDNER CHURTON LTD
REGISTERED VALUERS, PROPERTY 
CONSULTANTS & ARBITRATORS

Level 10, 70 Shortland Street, Auckland. 
PO Box 894, Auckland.
Phone (09) 373 4990 
Facsimile (09) 303 3937 
Email mgc@clear.net.nz

A R (Tony) Gardner DIP URB VAL, FNZIV, FNZPI 

John A Churton, DIP VAL, ANZIV, SNZPI

Lain W Gribble, DIP URB VAL, DIP BUS STD (DISP RES), 

FNZIV, AAMINZ, FNZPI

Matthew Taylor, BPA, ANZIV, SNZPI 

Scott Keenan, BPROP, ANZPI

MITCHELL KEELING & ASSOCIATES
LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

153 Lake Road, Takapuna, Auckland. 
PO Box 33676, Takapuna, Auckland. 
Phone (09) 445 6212
Facsimile (09) 445 2792 
Email mithikee@xtra.co.nz 

J B Mitchell, VAL PROF, ANZIV 

J A Hickey, DIP URB VAL, ANZIV 
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NEIL DEVELOPMENTS LTD
111 Grafton Road, Auckland.
PO Box 6641, Wellesley Street, Auckland. 
Phone (09) 309 7838
Facsimile (09) 377 1398
Email kmaddison@neilgroup.co.nz 

Keith Maddison

JONES LANG LASALLE LIMITED
VALUATION, CORPORATE REAL ESTATE 
SERVICES, RESEARCH & CONSULTANCY

ASB Bank Centre, 135 Albert Street, 
Auckland.
PO Box 165, Auckland. 
Phone (09) 366 1666 
Facsimile (09) 358 5088

J R Cameron, FRICS, FSVA, ARIEINZ, SNZPI 

R W Macdonald, FRICS, AFIV, ANZIV, SNZPI

A J Harris, BSC, BPA, DIP MAN, DIP BUS (FIN), ANZPI

L L Otten, BCOM (vPM) M 

Somerville-Ryan, BPROP K P 

Tubberty, BPROP

PREMIUM PROPERTY MANAGEMENT
LTD
COMMERCIAL PROPERTY SPECIALISTS, 
BODY CORPORATES & MEDICAL CENTRES

Full Service Inc: Maintenance, Compliance, 
Fire Regulations, Insurance, landscaping 
Level 4, Jonmer Business Centre, 95
Hurstmere Road, Takapuna. 
PO Box 33-846, Takapuna. 
Phone (09) 444 1333
Facsimile (09) 489 9460 
Email david@jonmer.co.nz

PRENDOS LIMITED
REGISTERED VALUERS, BUILDING & 
QUANTITY SURVEYORS, ACOUSTIC AND 
DISPUTE RESOLUTION CONSULTANTS

1 Barry's Point Road, Takapuna, Auckland. 
PO Box 33 700, Takapuna, Auckland.
Phone (09) 486 1973
0800 PRENDOS (0800 773 636) 
Facsimile (09) 486 1963
Email prendos@prendos.co.nz 
Web  wwwprendos.co.nz

Directors:
Greg O'Sullivan, NMNZIBS, FAM INZ (ARB/MED), DIP 

BUS STUDIES (DISPUTE RESOLUTION), BRANZ

ACCREDITED ADVISER, REG BUILDING SURVEYOR, 

ADVANCED LEADR PANEL

Trevor Prendergast
Gordon Edginton, BCOM, ANZIV, REG VAL SNZPI 

Valuer Associates:
Rex Smith, DIP URB VAL, REG VAL, ANZIV, SNZPI 

Gavin Broadbent, BBS, REG VALUER

Grant Millen, BCOM, VPM, REG VAL, ANZPI 

Donovan Seagar, BPROP, VAL

Building Consultant Associates: 
Philip O'Sullivan, B E (HONS), MNZIBS, BRANZ 

ACCREDITED ADVISER, REG ENGINEER, REG BUILDING 

SURVEYOR

Ken McGunnigle, BSC (HONS), M PHIL (ACOUSTICS), 

ACOUSTICIAN, CHARTERED BUILDER, CHARTERED

QUANTITY SURVEYOR, ANZIQS, MNZIOB, BRANZ, 

ACCREDITED ADVISER, REG BUILDING SURVEYOR

Richard Maiden, BSC, MNZIOB, ANZIQS, BUILDING 

CONSULTANT, QUANTITY SURVEYOR

Sean O'Sullivan, MNZIBS, BRANZ ACCREDITED 

ADVISER, REG BUILDING SURVEYOR

PROPERTY FOR INDUSTRY LIMITED
(PFI)
INDUSTRIAL PROPERTY INVESTMENT 

Level 6, Tower Centre, 45 Queen Street,
PO Box 3984, Auckland. 
Phone (09) 302 0217
Facsimile (09) 302 0218 
Web www.pfi.co.nz

General Manager: Peter Alexander
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II-ESSICNAL DIRECTORY

R A PURDY & CO LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

1C Olive Road, Penrose, Auckland. PO 
Box 87 222, Meadowbank, Auckland. 
Phone (09) 525 3043
Facsimile (09) 571 0735 
Email valuer@rapurdyco.nz

Richard A Purdy, VAL PRO URB, ANZIV, RVF, SNZPI 

Dana A McAuliffe, VAL PROF URB, ANZIV, SNZPI 

Anthony P Long, BRA, ANZPI, REG VALUER

Rene J McLean, B PROP, MNZPI, REG VAL 

Alice Ng, B COM (VPM), ANZPI

ROBERTS MCKEOWN & ASSOCIATES
LIMITED
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Level 3, 156 Parnell Road, Auckland 
P 0 Box 37544, Parnell, Auckland 
Phone (09) 357 6200
Facsimile (09) 358 3030 
Email valn@robmck.co.nz 

A D Roberts, DIP VAL, ANZIV, SNZPI

K G McKeown, DIP VAL, DIP BUS (FIN), ANZIV, SNZPI 

R J Pheasant, DIP URB VAL, AREINZ, ANZIV, SNZPI

ROLLE LIMITED - INTERNATIONAL
PROPERTY PLANT & MACHINERY VALUERS 
& PROPERTY CONSULTANTS

Level 3, National Bank Building, 
187 Broadway, Newmarket
P 0 Box 8685, Symonds Street, Auckland 
Phone (09) 309 7876
Facsimile (09) 309 7926 

Email valuation@akl.rolle.co.nz 
M T Sprague, DIP URB VAL, FNZIV, FNZPI 

C Cleverley, DIP URB VAL (HONS), ANZIV, SNZPI 

J W Tubberty, BPA, ANZPI

C W S Cheung, BPROP ANZPI 
D Henty, ANZIV, SNZPI

L j Nelson, BCOM (VPM), ANZPI

B S Ferguson, BCOM (VPM), AREINZ, ANZPI 

Plant & Machinery Valuers:
T J Sandall, SNZPI
R L Bailey, NZCE (ELEC), REA, ELECT REGISTRATION, 

SNZPI

D M Field, SNZPI
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SHELDONS
REGISTERED VALUERS, PROPERTY 
CONSULTANTS

Guardian Building, Ground Floor, 12-14 
Northcroft Street, Takapuna, Auckland. 
PO Box 33 136,Takapuna, Auckland.
Phone (09) 303 4378 - Central
(09) 486 1661 - North Shore
(09) 836 2851 - West Auckland
(09) 276 1593 - South Auckland 
Facsimile (09) 489 5610
Email valuers@sheldons.co.nz

Directors:
A S McEwan, DIP URB VAL, FNZIV, FNZPI B R 

Stafford-Bush, BSC, DIP BIA, ANZIV, SNZPI J B 

Rhodes, ANZIV, SNZPI

G W Brunsdon, DIP VAL, ANZIV, SNZPI

Consultants:
B A Cork, DIP URB VAL, AREINZ, ANZIV SNZPI 

T McCabe, BPA, ANZIV, SNZPI

L J Pauling, DIP VPM, ANZIV, SNZPI M D 

McLean, BPROP, REG. VAL, ANZPI J 
Clark, BPA, ANZIV, SNZPI

P K Freeborn, BBS

B J Hanley B PROP VAL

SOMERVILLES VALUERS LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Office Park, 218 Lake Road, Northcote. 
PO Box 36 030, Auckland 1330.
DX BP65012
Phone (09) 480 2330 
Facsimile (09) 480 2331
Email somval@ihug.co.nz

Bruce Somerville, DIP URB VAL, ANZIV, SNZPI, AREINZ 

Murray M Pelham, BPA, ANZIV, SNZPI
Arthur Appleton, DIP URB VAL, FNZIV, FNZPI 

Stephen Boyd, BPA, DBA, ANZIV, SNZPI

Allen Keung, BPROP, ANZPI 
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SEAGAR & PARTNERS
PROPERTY CONSULTANTS & REGISTERED 
VALUERS

City Office:
Level 9, 17 Albert Street, Auckland. 
Phone (09) 309 2116

Facsimile (09) 309 2471 

Email @seagars.co.nz 

Manakau Office:
22 Amersham Way, Manakau City. 
PO Box 76 251, Manakau City.
Phone (09) 262 4060

Facsimile (09) 262 4061 

Email @seagarmanakau.co.nz 

Howick Office:
14 Picton Street, Howick. 
PO Box 38 051, Howick. 
Phone (09) 535 4540
Facsimile (09) 535 5206 
Email @seagarhowick.co.nz

C N Seagar DIP URB VAL, FNZIV, FNZPI 

M A Clark, DIP VAL, FNZIV, FNZPI

A J Gillard, DIP URB VAL, FNZIV, FNZPI 

M D Hardie, FNZIV, FNZPI

I R McGowan, BCOM (VPM), ANZIV, SNZPI 

W G Priest, B AG COM, ANZIV, SNZPI

I R Colcord, BPROP ADMIN, ANZIV, SNZPI 

R D Quinlan, BRA, DIP BUS (FIN), ANZIV, SNZPI

S D MacKisack, SNZPI, ANZIV
A R Buckley, BPR, ANZIV, SNZPI 

P D Foote, BPA, ANZIV, SNZPI

P S Beasley, ANZIV, SNZPI 

M Brebner, BPS, SNZPI

M R Gibson, BBS (VPM), ANZPI 

K E Moss, BPROP, ANZPI

S E McKinnon, BBS, ANZPI
R G Clark, DIP AG I, II (VFM), ANZIV, SNZPI 

M L Crowe, BPROP, ANZPI

C N Brownie, BPROP, ANZPI 

A J Farrelly, BPROP

SHELDONS
REGISTERED VALUERS, PROPERTY 
CONSULTANTS

Guardian Building, Ground Floor, 12-14 
Northcroft Street, Takapuna, Auckland. 
PO Box 33 136,Takapuna, Auckland.
Phone (09) 303 4378 - Central
(09) 486 1661 - North Shore
(09) 836 2851 - West Auckland
(09) 276 1593 - South Auckland 
Facsimile (09) 489 5610
Email valuers.sheldons@sheldons.co.nz 

Directors:
A S McEwan, DIP URB VAL, FNZIV, FNZPI B R 

Stafford-Bush, BSC, DIP BIA, ANZIV, SNZPI J B 
Rhodes, ANZIV, SNZPI

G W Brunsdon, DIP VAL, ANZIV, SNZPI 

Consultants:
B A Cork, DIP URB VAL, AREINZ, ANZIV, SNZPI T

McCabe, BPA, ANZIV, SNZPI

P K Freeborn, BBS 
B J Hanley, BPROP, VAL 

L J Pauling, DIP VPM, ANZIV

M D McLean, BPROP, REG. VAL, ANZPI

TELFERYOUNG (AUCKLAND) LTD
VALUERS PROPERTY ADVISORS 

Level 8, 369 Queen Street, Auckland.
PO Box 5533, Auckland. DX CP25010 
Phone (09) 379 8956
Facsimile (09) 309 5443 
Email
telferyoung@auckland.telferyoung.com

R Peter Young, BCOM, DIP URB VAL, FNZIV (LIFE), 

LNZPI

M Evan Gamby, M PROP STUD (DIST), DIP URB VAL, 

FNZIV, FNZPI

Lewis Esplin, DIP URB VAL, ANZIV, SNZPI 

Trevor M Walker DIP VAL, ANZIV, SNZPI

Ian D Delbridge, ANZIV, SNZPI
David J Regal, BPA, ANZIV, AAMINZ, SNZPI 

Tim E Nicholson, BPROP, ANZPI

Elise K Grange, BBS (VPM), ANZPI 
Pamela C Reid, BBS (VPM)
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THOMPSON & CO LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Level 1, 1 Elizabeth Street (opposite 
Courthouse), Warkworth.
PO Box 99 Warkworth. 
Phone (09) 425 7453 
Facsimile (09) 425 7502 
Mobile (025) 949 211

Simon G Thompson, M PROP STUDIES, DIP URB VAL, 

ANZIV, SNZPI

SOUTH AUCKLAND

CHOW:HILL ARCHITECTS LTD
ARCHITECTURE, URBAN DESIGN, 
INTERIOR DESIGN

Level 1, 131 Kolmar Road, PO Box 23 
593, Papatoetoe.
Phone (09) 277 8260 
Facsimile (09) 277 8261
Email darryl@chowhill.co.nz

Darryl Carey, B ARCH, ANZIA, MNZPI

GUY STEVENSON & PETHERBRIDGE
REGISTERED VALUERS & PROPERTY 
CONSULTANTS
6 Osterley Way, PO Box 76 081, Manukau 
City.
Phone (09) 262 2190 
Facsimile (09) 262 3830 
Email valuers@gspmkau.co.nz
21 East Street, PO Box 72 452, Papakura. 
Phone (09) 299 7406
Facsimile (09) 299 6152 
Email valuers@gsppkura.pl.net
2 Wesley Street, PO Box 753, Pukekohe. 
Phone (09) 237 1144
Facsmilie (09) 237 1112 
Email valuers@gsppuke.pl.net

Don Guy, VAL PROF RURAL, FNZIV

Ken Stevenson, DIP VFM, VAL PROF URB, FNZIV, FNZPI 

Derald Petherbridge, MNZIS, DIP URB VAL, ANZIV,

SNZPI

Richard Peters, BBS, DIP BUS STUD, ANZIV, SNZPI 

Peter Hardy, DIP URB VAL, ANZIV, SNZPI

Sonia Dryden, VAL PROF. URB, ANZIV, SNZPI
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MARSH & IRWIN
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Pukekohe Office:
13b Hall Street, PO Box 89, Pukekohe 
Phone (09) 238 6276

Facsimile (09) 238 3828 

Email marirwin@ps.gen.nz 

Papakura Office:
181 Great South Road, Takanini Phone 
(09) 298 3368 or (021) 683 363 
Facsimile (09) 298 4163

Malcolm Irwin, B AG COM, ANZIV, SNZPI 

Andrew Hopping, B COM (VPM), PG DIP COM 

Robin Bennett, B AG COM

Zane Alexander, B APP SC (RVM)

Jane Wright, BBS (VPM)

MAX G ADAMS & ASSOCIATES
REGISTERED VALUERS

7 Tobin Street, Pukekohe. 
PO Box 67, Pukekohe.
Phone (09) 238 9668 
Facsimile (09) 238 1828 

Max G Adams, DIP VFM, ANZIV

PROGRESSIVE ENTERPRISES PROPERTY
DEPARTMENT

Level 3, Cogita House, 20 Amersham Way, 
Manukau.
Private Bag 93306, Otahuhu. 
Phone (09) 526 2021
Facsimile (09) 526 2001
Email Adrian.walker@progressive.co.nz 

General Manager Property: AM Walker

THAMES / COROMANDEL

JIM GLENN
REGISTERED VALUER PROPERTY 
CONSULTANT

541 Pollen Street, Thames. 
Phone (07) 868 8108
Facsimile (07) 868 8252 
Mobile (025) 727 697

J Glenn, B Agr Corn, ANZIV, SNZPI 

Maria Stables-Page, BBS (VPM) 



JORDAN & ASSOCIATES
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

516 Pollen Street, Thames. 
PO Box 500, Thames.
Phone (07) 868 8963 
Facsimile (07) 868 8360

M J Jordan, VAL PROF RURAL, VAL PROF URB, ANZIV 

Richard Wellbrock, B APP SC, G DIP B S

Shane Rasmusen, BBS (VPM)

WAIKA1 O

ASHWORTH LOCKWOOD LTD
REGISTERED VALUERS, PROPERTY & FARM 
MANAGEMENT CONSULTANTS

169 London Street, Hamilton. 
PO Box 9439, Hamilton.
Phone (07) 838 3248 
Facsimile (07) 838 3390
Email ashlock@xtra.co.nz

R J Lockwood, DIP AG, DIP VFM, ANZIV, SNZPI J R Ross,
B AGR COM, ANZIV, MZNIPIM, AAMINZ, SNZPI J L

Sweeney, DIP AG, DIP VFM, ANZIV, SNZPI 

L R Robertson, MZNIPIM, ANZIV, ANZPI

I P Sutherland, BBS (VPM), SNZPI

ATTEWELL GERBICH HAVILL LIMITED
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Level 6, WEL Energy House, Cnr Victoria 
& London Streets, Hamilton.
PO Box 9247, Hamilton.
Phone (07) 839 3804 or 0800 VALUER 
Facsimile (07) 834 0310
Email agh@aghvaluers.co.nz 

Glenn Attewell, SNZPI
Wayne Gerbich, SNZPI 
Michael Havill, SNZPI
Peter Smith, ANZIV, SNZPI

Mike Paddy, SNZPI
David Urlich, BCOM (VPM), ANZPI
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BRIAN HAMILL & ASSOCIATES
REGISTERED VALUERS, PROPERTY 
CONSULTANTS

1010 Victoria Street, Hamilton. 
PO Box 9020, Hamilton.
DX GB22006 Victoria North 
Phone (07) 838 3175
Facsimile (07) 838 2765
Email brian@hamillvaluers.co.nz 
Website wwwhamillvaluers.co.nz

Brian F Hamill, VAL PROF, ANZIV, AREINZ, AAMINZ,

SNZPI

Kevin F O'Keefe, DIP AG, DIP VFM, ANZIV, SNZPI

CHOW:HILL ARCHITECTS LTD
ARCHITECTURE, URBAN DESIGN, 
INTERIOR DESIGN

119 Collingwood Street, PO Box 19208, 
Hamilton.
Phone (07) 834 0348 
Facsimile (07) 834 2156
Email chien@chowhill.co.nz

Chien Chow, B ARCH, ANZIA, MNZPI

COLLIERS INTERNATIONAL NEW
ZEALAND LIMITED
VALUERS, LICENSED REAL ESTATE 
AGENTS, AUCTIONEERS, PROJECT AND 
PROPERTY MANAGERS

Cnr Knox & Victoria Sts, PO Box 19 093, 
Hamilton
Ph (07) 839 2538
Facsimile (07) 838 0636
Email vancew@colliersmidland.co.nz 
Website www.colliers.co.nz

Vance Winiata, B.COM (VPM), REG VAL, SNZPI 

Michael Beattie, B.AG COM (VFM), MBA (HONS), REG 

VAL, SNZPI

Mark Jackways, B.AG COM (VFM), SNZPI
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CURNOW TIZARD LIMITED
VALUERS MANAGERS ANALYSTS 

42 Liverpool Street, Hamilton.
PO Box 795, Hamilton. 
Phone (07) 838 3232 
Facsimile (07) 839 5978 
Email curtiz@wave.co.nz

Geoff Tizard, B AG COM, AAMINZ (ARB), ANZIV, SNZPI 

Phillip Curnow, FNZIV, FAMINZ (ARB), FNZPI

T David Henshaw, DIP VFM, FNZIV, FNZPI 

David Smyth, DIP AG, DIP VFM, FNZIV, FNZPI

Conal Newland, (ANALYST) B APPL SCI, DIP BUS STUD,

DIP BUS ADMIN, ANZPI

Kay Maw
Property Manager: Richard Barnaby

Accredited Suppliers for Land Information NZ

DARRAGH, HONEYFIELD & REID
REGISTERED VALUERS, PROPERTY 
CONSULTANTS
REGISTERED FARM MANAGEMENT 
CONSULTANTS

TOLL FREE PHONE 0800 922 122
95 Arawa Street, Matamata. 
Phone (07) 888 5014
Facsimile (07) 888 5010 
Mobile (025) 736 597
31 Bank Street, Te Awamutu. 
Phone(07)8715169
Facsimile (07) 8715162 
Mobile (025) 972 670
188 Whitaker Street, Te Aroha. 
Phone &
Facsimile (07) 884 8783
15 Empire Street, Cambridge. 
Phone (07) 827 5089
Facsimile (07) 827 8934 
Cnr Lawrence & Tahoro Streets, 
Otorohanga.
Phone (07) 873 8705 
Facsimile (07) 871 5162

David 0 Reid, DIP AG, DIP VFM, REG VALUER, ANZIV, 

SNZPI

J D Darragh, DIP AG, DIP VFM, REG VALUER, ANZIV, 

SNZPI

Andrew C Honeyfield, DIP AG, DIP VFM, REG FARM 

CONSULTANT, MZNIPIM 

DTZ NEW ZEALAND LIMITED MREINZ
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, REAL ESTATE AGENTS, 
PROPERTY & FACILITIES MANAGEMENT

219 Collingwood Street 
PO Box 1442
Hamilton
Phone (07) 957 8683 
Facsimile (07) 957 3320 
Email hamilton@dtz.co.nz 

S Bradford, PROPERTY MANAGER

K Eschmann, PROPERTY MANAGER 

G Munro, SNZPI

DYMOCK VALUERS & CO LTD
REGISTERED PUBLIC VALUERS 

8 Beale Street, Hamilton.
PO Box 4013, Hamilton. 
Phone (07) 839 5043
Facsimile (07) 834 3215 
Mobile (025) 945 811
Email dymock@wave.co.nz 

Wynne F Dymock, DIP AG, ANZIV, SNZPI

FORD PROPERTY GROUP LIMITED
PROPERTY CONSULTANTS & REGISTERED 
VALUERS

113 Collingwood Street, Hamilton. 
PO Box 19171, Hamilton.
Phone (07) 834 1259 
Facsimile (07) 839 5921
Email admin@fordvaluations.co.nz 

Allan Ford, FNZIV, FNZPI

Leah Gore, BBS (VPM), ANZPI

PAUL BARNETT PROPERTY SERVICES 
LTD
PROJECT MANAGEMENT, BUILDING 
CONSULTANCY

PO Box 4327, Hamilton East. Phone (07)
856 6745
Email pb.project.man@xtra.co.nz

PD Barnett, SNZPI, NZPI REG PROPERTY MANAGER & 

REG PROPERTY CONSULTANT, CPCNZ, NZBSI, NZCB & 

QS, REG COW, IQP, BRANZ ACCREDITED ADVISOR 
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TELFERYOUNG (WAIKATO) LTD
VALUERS PROPERTY ADVISORS 

5 King Street, Hamilton.
PO Box 616, Hamilton. 
Phone (07) 846 9030 
Facsimile (07) 846 9029 
Email

telferyoung@waikato.telferyoung.com 

Cambridge Office:
Phone (07) 827 8102

Brian j Hilson, FNZIV FRICS, FNZPI 

Doug J Saunders, BCOM (VPM), ANZIV, SNZPI 

Roger B Gordon, BBS, ANZIV, SNZPI

KING COUNTRY

DOYLE VALUATIONS LTD
REGISITERED VALUERS & PROPERTY 
CONSULTANTS

47 Taupiri Street, PO Box 80, Te Kuiti 
Phone (07) 878 8825
Facsimile (07) 878 6693
Hakaia Streets, PO Box 416, Taumarunui 
Phone (07) 895 9049
Facsimile (07) 895 5515 
Mobile 025 953 308
Email adie.doyle@xtra.co.nz

Adrian P Doyle, BBS (VPM, MKTING), ANZIV, SNZPI 

Aileen Pennington, (PROPERTY TECHNICIAN)

KEVIN WRENN
AG CONSULTANCY SERVICES 

RD I, Te Kuiti.
Phone/
Facsimile (07) 878 7180

Kevin Wrenn, B AG COM, REG VALUER, ANZIV 

SPECIALISING IN SYSTEMS, STRUCTURES, AND SUPPORT 

BETWEEN YOUR BUSINESS AND YOUR FINANCIER. 20 

YEARS EXPERIENCE IN PRACTICAL CORPORATE 

AGRICULTURE.

ROTORUAIBAY OF PLENTY

BAY VALUATION LTD
REGISTERED VALUERS AND PROPERTY 
CONSULTANTS

30 Willow Street, Tauranga. 
PO Box 998, Tauranga.
Phone (07) 578 6456 
Facsimile (07) 578 5839
Email bayval@clear.net.nz
80 Main Road, Katikati. 
Phone (07) 549 1572

Bruce C Fisher, ANZIV, SNZPI

Derek P Vane, ANZIV, SNZPI 
Ray L Rohloff, ANZIV, SNZPI

BOYES CAMPBELL & ASSOCIATES
REGISTERED VALUERS (URBAN & RURAL) 

Level 1, Phoenix House, Pyne Street,
Whakatane.
PO Box 571, Whakatane. 
Phone (07) 308 8919
Facsimile (07) 307 0665
Email boyes.campbell@xtra.co.nz 

M J Boyes, DIP URB VAL, ANZIV, SNZPI

D R Campbell, VAL PROF URB & RURAL, ANZIV, SNZPI 

K G James, DIP VFM, ANZIV, SNZPI

CHOW:HILL ARCHITECTS LTD
ARCHITECTURE, URBAN DESIGN, 
INTERIOR DESIGN

Harrington House, Willow Street, PO Box 
13493, Tauranga.
Phone (07) 577 1219 
Facsimile (07) 577 9548 
Email keirin@chowhill.co.nz 

Keirin Hood, B ARCH (HONS), ANZIA
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CLEGHORN GILLESPIE JENSEN &
ASSOCIATES
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Quadrant House, 1277 Haupapa Street, 
Rotorua.
PO Box 2081, Rotorua.
Phone (07) 347 6001 or 0800 825 837 
Facsimile (07) 347 1796
Email CGJ@xtra.co.nz

W A Cleghorn, FNZIV, MNZIF, FNZPI 

G R Gillespie, FNZIV, FNZPI

M J Jensen, ANZIV, SNZPI

M L O'Malley, BCOM (VPM), ANZIV, SNZPI

HILLS WELLER LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

40 Wharf Street, Tauranga. 
PO Box 2327, Tauranga. 
Phone (07) 571 8436
Facsimile  (07) 571 0436 
Email hillsweller@xtra.co.nz 

R j Hills, B AG SC, ANZIV, SNZPI 

J R Weller, B AG COM, ANZIV, SNZPI 

A C Haden, B APPL SCI, ANZIV, MNZPI

JENKS VALUATION LIMITED
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Rotorua:
Tayforth House, 1145 Pukaki Street, 
Rotorua.
PO Box 767, Rotorua 
Phone (07) 348 9071 
Facsimile (07) 349 2811

Email jenksval@xtra.co.nz 

Taupo:

Phone (07) 378 1771

Whakatane:
Phone (07) 308 0464 

Peter Jenks, ANZIV, SNZPI

Ken Parker FNZIV, FNZPI, FAMINZ (ARB)

82 new z a/and praparty Jcc:rnn�

McDOWELL & CO
VALUATION & PROPERTY SERVICES 

1290 Eruera Street, Rotorua.
PO Box 1111, Rotorua. 
Phone (07) 348 4159 
Facsimile (07) 347 7071
Email paul@mcdowell.co.nz I G 

McDowell, DIP UV, ARIENZ, FNZIV, FNZPI P T 

Smith, BBS (VPM), ANZIV, SNZPI

MIDDLETON VALUATION
REGISTERED VALUERS URBAN & RURAL 
PROPERTY CONSULTANTS

18 Wharf Street, Tauranga. 
PO Box 455, Tauranga.
Phone (07) 578 4675 
Facsimile (07) 577 9606
Email value@middleton.co.nz
12 Girven Road, Mount Maunganui. 
Phone (07) 575 6386
Facsimile  (07) 575 0833 
Jellicoe Street, Te Puke. 
Phone (07) 573 8220 
Facsimile (07) 573 5617

J Middleton, B AG SC, ANZIV, MNZIAS, SNZPI 

A Pratt, ANZIV, SNZPI

P D Higson, BCOM (VPM)

PAUL BARNETT PROPERTY SERVICES 
LTD
PROJECT MANAGEMENT, BUILDING 
CONSULTANCY

PO Box 13179, Tauranga. 
Phone (07) 544 2057
Email pb.project.man@xtra.co.nz

PD Barnett, SNZPI, NZPI REG PROPERTY MANAGER &

REG PROPERTY CONSULTANT, CPCNZ, NZBSI, NZCB &

QS, REG COW, IQP, BRANZ ACCREDITED ADVISOR 



PROFESSIONAL DIRECTORY

PROPERTY SOLUTIONS
REGISTERED VALUERS, MANAGERS, 
PROPERTY ADVISORS

87 First Avenue Tauranga. 
PO Box 14014,Tauranga. 
Phone (07) 578 3749
Facsimile (07) 571 8342 
Email proval@xtra.co.nz

info@4propertysolutions.co.nz 
4/52 Girven Rd, Mt Maunganui
Phone (07) 572 3950

Simon F Harris, B AG COM, ANZIV, SNZPI

Phil Pennycuick, BCOM (VPM), ANZIV, SNZPI 
Harley Balsom, BBS (VPM), ANZIV, SNZPI

Chris Harrison, DIP URB VAL, ANZIV, SNZPI 

Craig King, BPA, ANZIV, SNZPI

Garth Laing, BCOM (VPM), ANZIV, SNZPI

REID & REYNOLDS LTD
REGISTERED VALUERS 

1231 Haupapa Street, Rotorua.
PO Box 2121, Rotorua. DXJP30037 
Phone (07) 348 1059
Facsimile (07) 347 7769 

Tokoroa Office: (07) 886 6698
Email: valuer@randr.co.nz 
Website: www.valuersrotorua.co.nz

Hugh Reynolds, FNZIV, FNZPI

Grant Utteridge, FNZIV, FNZPI 

Sharon Hall, ANZIV, SNZPI

Kendall Russ, BCOM (VPM)

TAUPO

DON W TRUSS & ASSOCIATES
REGISTERED VAUERS & PROPERTY 
CONSULTANTS

Level 1, Le Rew Building, 2-8 Heu Heu 
Street, Taupo.
PO Box 1123, Taupo. 
Phone (07) 377 3300
Facsimile (07) 377 2020 
Mobile (027) 4928 361
Email dontruss@xtra.co.nz 

Donald William Truss, DIP URB VAL, ANZIV, SNZPI

VEITCH MORISON VALUERS LTD
REGISTERED VALUER & ENGINEERS 

29 Heu Heu Street, Taupo.
PO Box 957, Taupo.
Phone (07) 377 2900 or (07) 378 5533 
Facsimile (07) 377 0080
Email vmvl@xtra.co.nz

C B Morison, B E (CIVIL), MIPENZ, ANZIV, SNZPI 

James Sinclair Veitch, DIP VFM, VAL PROF URB, FNZIV,

FNZPI

Patrick Joseph Hayes, BBS (VAL), REG VALUER, ANZPI 

Geoffrey Wayne Banfield, B AGR SCI, ANZIV, SNZPI

GISBORNE

LEWIS WRIGHT LTD
REGISTERED VALUERS, PROPERTY 
CONSTULTANTS AND FARM SUPREVISORS.

139 Cobden Street, Gisborne. 
PO Box 2038, Gisborne.
Phone (06) 867 9339 

Facsimile (06) 867 9339 
Tim Lewis, B AG SC, MZNIPIM 

Peter Wright, DIP VFM, ANZIV, SNZPI 

Gordon Kelso, DIP VFM, FNZIV, FNZPI 

Trevor Lupton, B HORT SC, MNZSHS, C PAG 

John Bowen, B AG, DIP AG SCI (VAL), ANZPI

Peter McKenzie, DIP VFM, ANZIV, ANZPI

VALUATION & PROPERTY SERVICES
BLACK, KELLY &TIETJEN REGISTERED 
VALUERS & PROPERTY CONSULTANTS

258 Childers Road, Gisborne. 
PO Box 1090, Gisborne.
Phone (06) 868 8596 
Facsimile (06) 868 8592

Graeme Black, DIP AG, DIP VFM, ANZIV, SNZPI 

Roger Kelly, VP (URB), ANZIV, SNZPI

Graham Tietjen, DIP AG DIP VFM, ANZIV, SNZPI

8
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HAWKES BAY

DTZ NEW ZEALAND (TURLEY & CO
LTD)
REGISTERED PROPERTY CONSULTANTS, 
VALUERS, LINZ ACCREDITED SUPPLIER

DTZ House, 100 Raffles Street, Napier 
P 0 Box 1045, Napier
Phone (06) 834 0012 
Facsimile (06) 835 0036
Email strategies@turley.co.nz

Pat Turley, BBS (VPM), REG PROP CONSULTANT & 

VALUER (PRINCIPAL)

AREINZ, SNZPI

Michael Lawson, B AGR, DIP VAL & PROP MGT, REG 

VAL, SNZPI

Wayne Smith, LINZ ACCREDITED, MNZPI 

Mel Douglas, BBS (VPM), ANZPI, VALUER 

Melanie Whyte, PROP TECHNICIAN

HARVEY COXON LTD
VALUATION SERVICES

200 Warren Street North, Hastings. 
PO Box 232, Hastings.
Phone (06) 878 6184 
Facsimile (06) 873 0154
Email HarveyCoxon@xtra.co.nz 

Jim Harvey, FNZIV

Terry Coxon, ANZIV, SNZPI

Paul Harvey, BBS
Karen O'Shea, BBS, ANZIV, SNZPI 

Hugh Peterson, ANZIV, SNZPI

Alex Sellar BBS, ANZIV, SNZPI 

Bill Hawkins, DIP VFM, FNZIV, FNZPI
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KNIGHT FRANK HAWKE'S BAY (TURLEY
& CO LTD)
REGISTERED PROPERTY CONSULTANTS & 
VALUERS

Knight Frank House, 100 Raffles Street, 
Napier
PO Box 1045, Napier 
Phone (06) 834 0012
Facsimile (06) 835 0036 
Email strategies@kf.co.nz

Patrick Turley, BBS (VPM), REG PROP, AREINZ, ANZIV, 

SNZPI, CONSULTANT & VALUER (PRINCIPAL)

Wayne Smith, LINZ ACCREDITED, MNZPI 

Michael Lawson, B AGR, DIP VAL & PROP MGT, ANZIV, 

SNZPI, REG VAL

Mel Douglas, BBS (VPM), ANZPI, VALUER 

Melanie Whyte, PROP TECHNICIAN

LOGAN STONE LTD
REGISTERED VALUERS & PROPERTY 
SPECIALISTS

209 Queen Street East, Hastings. 
PO Box 914, Hastings.
Phone (06) 876 6401 
Facsimile (06) 876 3543 
Email loganstone@xtra.co.nz

Gerard J Logan, B AGR COM, ANZIV, MZNIPIM, SNZPI 

Roger M Stone, FNZIV, FNZPI

Frank E Spencer, BBS (VPM), ANZIV, SNZPI, AREINZ 

Boyd A Gross, B AGR (VAL), DIP BUS STD, ANZIV

MORICE & ASSOCIATES LTD
REGISTERED VALUERS & CONSULTANTS 

116 Vautier Street, Napier.
PO Box 320, Napier. 
Phone (06) 835 3682
Facsimile (06) 835 7415 Email 
property@morice.co.nz Web  
www.morice.co.nz

Stuart D Morice, DIP VFM, FNZIV, MNZIF, FNZPI

Greg. S Morice, BCOM AG (VFM), ANZIV, SNZPI 

Erin L Morice, BCOM AG (VPM), SNZPI
Mark H Morice, BCOM AG (VFM), DIP FORE, ANZPI 
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TELFERYOUNG (IIAWKES BAY) LTD
VALUERS
PROPERTY ADVISORS 

1 Milton Road, Napier.
PO Box 572, Napier. 
Phone (06) 835 6179
Facsimile (06) 835 6178 
Email
telferyoung@hawkesbay. telferyoung. com 

M C Plested, FNZIV, FNZPI

M I Penrose, V P U, DIP VPM, AAMINZ, ANZIV, SNZPI 

T W Kitchin, BCOM (AG), ANZIV, SNZPI, MNZIPIM 

(REG)

D j Devane, BCOM (VPM), ANZIV, SNZPI 

F E Jurgen, BBS (VPM), ANZPI

RAWCLIFFE & CO - REGISTERED
VALUERS AND PROPERTY ADVISORS

70 Station Street, Napier. 
PO Box 140, Napier.
Phone (06) 834 0105 
Facsimile (06) 834 0106 
Email email@rawcliffe.co.nz

Terry Rawcliffe, FNZIV

Grant Aplin, BCOM (VPM), ANZPI

SNOW & WILKINS LTD
REGISTERED VALUERS & PROPERTY 
EXPERTS

204 Queen Street East, Hastings. 
PO Box 1200, Hastings.
Phone (06) 878 9142 
Facsimile (06) 878 9129
Email valuer@snowwilkins.co.nz

Kevin B Wilkins, DIP VM, DIP AG, ANZIV, SNZPI 

Dan W J Jones, BBS DIP BUS ADMIN, ANZIV, SNZPI, 

REG PUBLIC VALUER

Timothy J Wilkins, B AG, DIP BUS STD, ANZPI, REG 

VALUER

Derek E Snow, Dip VFM, ANZIV (CONSULTANT) 

Wairoa Office:
208 Marine Parade, Wairoa. 
PO Box 72,Wairoa.
Phone/Fax: (06) 838 3322 
Email wairoa@snowwilkins.co.nz

VALUATION PLUS    TON REMMERSWAAL
REGISTERED VALUER & PROPERTY 
CONSULTANT

38 Simla Avenue, Havelock North. 
Phone (06) 877 1515
Facsimile (06) 877 1516 
Web www.valuationplus.co.nz

Ton Remmerswaal, BBS, ANZIV, SNZPI

TARANAKI

STAPLES RODWAY
78 Miranda Street, Stratford. 
PO Box 82, Stratford.
Phone (06) 765 6019 
Facsimile (06) 765 8342
Email stfd@staplestaranaki.co.nz

R Gordon, DIP AG, DIP VFM, ANZIV, AREINZ, MNZFM, 

FAMINZ

HUTCHINS & DICK LIMITED
PROPERTY SPECIALISTS AND VALUERS 

59 Vivian Street, New Plymouth
P 0 Box 321, New Plymouth 
Phone (06) 757 5080
Facsimile (06) 757 8420 
Email info@hutchinsdick.co.nz
Also offices at:  121 Princes Street, Hawera. 
Broadway, Stratford.

Frank L Hutchins, DIP URB VAL, SNZPI 

A Maxwell Dick, DIP FM, DIP AGR, SNZPI. MNZIPIM

Mark A Muir, V P URB, SNZPI

Merv R Hunger, B APP SC (RURAL FM), DIP B S 

(URBAN), ANZPI

Athol M Cheyne, R M BOINZ 
Plant and Machinery:
Mark A Muir, SNZPI   PLANT & EQUIPMENT
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AL DIRECTORY

TELFERYOUNG (Taranaki) Limited
VALUERS PROPERTY ADVISORS 

143 Powderham Street, New Plymouth.
PO Box 713, New Plymouth. 
Phone (06) 757 5753
Facsimile (06) 758 9602
PublicTrust Office, High Street, Hawera. 
Phone (06) 278 4051
Email
telferyoung@taranaki.telferyoung.com

J P Larmer DIP VFM, DIP AGR, FNZIV, FNZPI MZNIPIM, 

FAMINZ

P M Hinton, V P URB, DIP VPM, ANZIV, SNZPI

M A Myers, BBS (VPM), ANZIV
R M Malthus, DIP VFM, DIP AGR, V P URB, ANZIV,

SNZPI

D N Harrop, BBS, ANZIV, MZNIPIM, SNZPI

WANGANUI

BYCROFT PETHERICK LTD
REGISTERED VALUERS & ENGINEERS, 
ARBITRATORS & PROPERTY
MANAGEMENT CONSULTANTS 

86 Victoria Avenue, Wanganui.

Phone (06) 345 3959 

Facsimile (06) 345 9295 

Waikanae Office:
26 Major Durie Place. 
Phone (04) 293 2304 
Facsimile (04 293 4308
Email bypeth@clear.net.nz

Laurie B Petherich, B E, ANZIV, SNZPI

Derek J Gadsby, BBS, ANZIV 
Robert S Spooner, BBS, ANZIV, SNZPI

GOUDIE & ASSOCIATES
REGISTERED VALUERS, PROPERTY 
CONSULTANTS

20 Bell Street, PO Box 156, Wanganui. 
Phone (06) 345 7815
Facsimile (06) 347 9665 
Email russgoudie@xtra.co.nz 

Russ Goudie, DIP VFM, AGRIC, SNZPI
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PALMERSTON NORTH

BLACKMORE & ASSOCIATES LTD
PROPERTY VALUERS - CONSULTANTS -
MANAGERS

Level 1, Cnr 617 Main Street & Victoria 
Avenue, Palmerston North.
PO Box 259, Palmerston North. DX 
PP80055
Phone (06) 357 2700 
Facsimile (06) 357 1799
Email  [name] @blackmores.co.nz 

G J Blackmore, FNZIV

H G Thompson, ANZIV, AREINZ, SNZPI

B D Mainwaring, ANziv, AVLE
B D Lavender BCOM (VPM), ANZIV, AREINZ, SNZPI P 

J Loveridge, B AG COM, ANZIV, SNZPI

HOBSON WHITE VALUATIONS LTD
REGISTERED VALUERS, PROPERTY 
MANAGER, ARBITRATORS

Level 1, Unit 7, Northcote Office Park, 94 
Grey Street, Palmerston North.
Phone (06) 356 1242 
Facsimile (06) 3561386

Brian E White, FNZIV, FAMINZ, FNZPI 

Neil H Hobson, ANZIV, MZNIPIM, SNZPI 

Martin A Firth, B AGR (VAL), ANZIV 
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HSK REALTY LIMITED MREINZ, 
MEMBER OF DTZ NEW ZEALAND
GROUP
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, REAL ESTATE AGENTS, 
PROPERTY & FACILITIES MANAGEMENT, 
HOTELIMOTEL CONSULTANTS

115 Princess Street, PO Box 1441, 
Palmerston North
Phone (06) 357 3243 
Facsimile (06) 356 5560
Email palmertson.north@dtz.co.nz

S Bird, B AGR, ANZIV

C Hawkey, BCOM AG, DIP BUS ADMIN, ANZIV 

M Martul, PROPERTY MANAGER

D Whitburn, PROPERTY MANAGER

S Shi, BBS (VPM), BE

M McCutchan, M AGR SC, ANZIV 

G Scott, RURAL MANAGER

K Herbert, HOTEUMOTEL CONSULTANT 

B Kendrick, COMMERCIAL/INDUSTRIAL 

K Kelliher, COMMERCIAL/INDUSTRIAL

LINCOLN G CHARLES & ASSOCIATES
PROPERTY VALUATION, RESEARCH & 
CONSULTANCY, PROPERTY MANAGEMENT 
& DEVELOPMENT, REAL ESTATE SERVICES

178 Broadway Avenue, PO Box 1594, 
Palmerston North.
Phone (06) 354 8443 
Facsimile (06) 356 5332
Email lincolngcharles@inspire.net.nz 

Lincoln Charles, BBS, ANZIV, SNZPI

MORGANS PROPERTY ADVISORS
REGISTERED VALUERS, PROPERTY 
ANALYSTS & MANAGERS

Level 1, State Insurance Building, 67-71 
Rangitikei Street, Palmerston North.
PO Box 281, Palmerston North. 
Phone 0800 VALUER or (06) 358 0447 
Facsimile (06) 350 3718
Email morganval.pn@clear.net.nz 

Paul van Velthooven, BA, BCOM, SNZPI

mob 021 360 257
Andrew Walshaw, DIP AG, DIP F MGT, DIP VFM, SNZPI

mob 021 224 0210
Jason Humphrey, B AG (VAL), NZPI 

mob 025 977 323

FEILDING

MORGANS PROPERTY ADVISORS
REGISTERED VALUERS, AGRICULTURAL 
CONSULTANCY SERVICES

NZ Post Building, PO Box 315, Feilding. 
Phone 0800 VALUER or (06) 323 1455 
Facsimile (06) 323 1447
Email morganval.fldg@clear.net.nz 

Ian Shipman, B AG SC, NZIPIM, SNZPI, mob 025 
933 486
David Roxburgh, SNZPI, mob 025 536 111

WAIRARAPA

WAIRARAPA PROPERTY CONSULTANTS
LTD
REGISTERED VALUERS & REGISTERED 
FARM MANAGEMENT CONSULTANTS

28 Perry Street, Masterton. 
PO Box 586, Masterton. 
Phone (06) 378 6672
Facsimile (06) 378 8050 
Email wpc@xtra.co.nz

D B Todd, DIP VFM, FNZIV, MZNIPIM 

P J GusCOtt, DIP VFM, ANZIV

M Clinton-Baker DIP VFM, ANZIV, ANZPI 

T D White, BCOM (VPM), ANZPI

T M Pearce, BBS, ANZIV, AREINZ
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WELLINGTON

CB RICHARD ELLIS LIMITED
INTERNATIONAL PROPERTY
CONSULTANTS & REGISTERED VALUERS 

Level 12, ASB Tower, 2 Hunter Street,
Wellington.
PO Box 5053, Wellington. 
Phone (04) 499 8899
Agency
Facsimile (04) 499 8889 
Valuation
Facsimile (04) 474 9829 

William D Bunt, SNZPI

Paul Butchers, BBS, SNZPI 

Philip W Senior SNZPI 
Jon Parker BBS, SNZPI

Sarah Hawkins, BBS, SNZPI 

John Stanley, DIP VPM, FNZPI

Plant & Machinery Valuers:
John Freeman, SNZPI, TECH. RICS, MA COST E

Research:
Megan Bibby, SNZPI

DAVID SIMPSON VALUATIONS LIMITED
VALUATION & PROPERTY CONSULTANCY 

100 Brougham Street, Wellington.
P 0 Box 9006, Wellington. 
Phone (04) 384 5769
Facsimile (04) 382 9399 
Email
dave@davidsimpsonvaluations.co.nz 

David M Simpson, VAL PROF (URBAN), FNZIV, FNZPI 

DTZ NEW ZEALAND LIMITED MREINZ
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, REAL ESTATE AGENTS, 
PROPERTY & FACILITIES MANAGEMENT

PO Box 1545, Level 1, 23 Waring Taylor St 
Wellington
Phone (04) 472 3529 
Facsimile (04) 472 0713
Email wellington@dtz.co.nz 

M J Bevin, BPA, SNZPI, AREINZ

D Chisnall, BBS (VPM), ANZPI D M
Beecroft, BBS (VPM), ANZPI R F 
Fowler FNZPI
C W Nyberg, VAL PROF (URB), FNZPI, AREINZ A G 
Stewart, BCOM, DIP URB VAL, FNZPI, A CI ARB T M

Truebridge, B AGR (VAL), SNZPI

A P Washington, BCOM (VPM) SNZPI 

N E Smith, BSC, MRICS, SNZPI

S A Bayne, BBS, (HONS), VPM, DIP BUS STUD (BUS 

LAW)

P Kerslake, MBA, MBS (PROPERTY), MNZPI, MNZIM 

N Bray, SENIOR PROPERTY MANAGER

P James, SENIOR PROPERTY MANAGER 

G Duckworth, BBS (VPM)

R Burnard, BBS (VPM), DBA (FIN), ANZPI J 
Hart, BCOM (VPM)

R Miller BBS (VPM), ANZPI 

C Shields, BBS (VPM), ANZPI 

A Morris, BBS (VPM), ANZPI

C Raumati, BCOM (VPM), ANZPI 

Research:
I E Mitchell, MBS (PROP STUD), B AG SCI, DIP URB 

ADMIN, SPR(NZ), MNZPI

Plant & Equipment: 
E A Forbes, DIP QS, SNZPI

G T FOSTER & ASSOCIATES
REGISTERED PUBLIC VALUERS & 
PROPERTY CONSULTANTS

PO Box 57-085, Mana, Wellington. 
Phone (04) 237 0053
Facsimile (04) 237 0054 
Mobile (025) 846 548 

Graeme Foster, FNZIV, AREINZ 
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JONES LANG LASALLE LIMITED
VALUATION, CORPORATE REAL ESTATE 
SERVICES, RESEARCH & CONSULTANCY

Level 14, ASB Bank Tower, 2 Hunter 
Street, Wellington.
PO Box 10-343, Wellington. 
Phone (04) 499 1666
Facsimile (04) 473 3300
Email andrewbrown@ap.joneslanglasalle.com

A C Brown, BCOM (VPM), AREINZ, MRICS, ANZIV, 

SNZPI

G R MacLeod, BBS (VPM), MNZPI

LINDSAY WEBB VALUATIONS LTD
HUTT VALLEY SPECIALISTS 

131 Queens Drive, Lower Hutt
Phone (04) 569 2095 
Facsimile (04) 569 9280 

Alan Webb, SNZPI

Bill Lindsay, SNZPI

NATHAN STOKES GILLANDERS
REGISTERED VALUERS, ARBITRATORS & 
PROPERTY CONSULTANTS

1st Fir, The Bakehouse, 6 Swan Lane, Te Aro 
P 0 Box 6524, Te Aro
Phone (04) 384 1316 
Facsimile (04) 384 1315 
Email steve@capitalvaluer.co.nz
Website wwwcapitalvaluer.co.nz 

Stephen M Stokes, ANZIV
Malcolm S Gillanders, BCOM, ANZIV, FNZPI
Frits Stigter, ANZIV, FNZIV

Branch Offices at:
60 Queens Drive, Lower Hutt 
P 0 Box 30260, Lower Hutt 
Phone (04) 570 0704
Facsimile  (04) 566 5384
12 Waiheke Street, Kapiti 
Phone (04) 297 2927
Mobile 021 431 854

ROLLE LIMITED
INTERNATIONAL PROPERTY AND PLANT 
& MACHINERY VALUERS AND PROPERTY 
CONSULTANTS

Level 12, NZI House, 25-33 Victoria Street 
PO Box 384, Wellington
Phone (04) 914 2800 
Facsimile (04) 914 2829
Email rolle@wlg.rolle.co.nz

W H Doherty, ANZIV, AREINZ, SNZPI 

C Orchard, FNZIV, FNZPI

V L E McCarty, BBS (VPM) NJ 

Fenwick, BBS (VPM), ANZPI R L 
McKenzie, BBS (VPM)
M D Bassett, BCOM (VPM), ANZIV, SNZPI 

P Kavanagh, BSC, AREINZ

Plant and Machinery Valuers: 
A J Pratt, SNZPI
D Smith, FNZPI, MSAA 

R L Slater MNZPI

M Taylor, BCOM (VPM)

Kapiti Office:
Unit 1, 180 Kapiti Road, Paraparaumu. 
Phone (04) 902 7655
Facsimile (04) 902 7666

C j Dentice, BCA, DIP URB VAL, ANZIVE, SNZPI

B F Grant, BBS (VPM), SNZPI

SELLARS VALUATION LTD
INDEPENDENT VALUER 

4/4 Inverlochy Place
PO Box 24-138, Wellington. 
Phone (04) 385 7267
Facsimile (04) 385 7268 
Mobile 025 248 3322
Email msellars@xtra.co.nz

Michael Sellars, REG VALUER, FNZIV, FNZPI
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TELFERYOUNG (WELLINGTON) LTD
VALUERS PROPERTY ADVISORS 

85 The Terrace, Wellington.
PO Box 2871, Wellington. 
DX SP 23523.
Phone (04) 472 3683 
Facsimile (04) 478 1635 
Email
telferyoung@wellington.telferyoung.com 

C] Barnsley, BCOM (VPM), ANZIV, SNZPI

A ] Brady MBA, FNZIV, FNZPI

A L McAlister, LNZIV, LNZPI 

M J Veale, BCOM (VPM), ANZIV, SNZPI 

G Kirkcaldie, FNZIV, FNZPI

THE PROPERTY GROUP LIMITED
NATIONWIDE CORPORATE PROPERTY 
ADVISORS & NEGOTIATORS SPECIALISING 
IN PUBLIC LAND & INFRASTRUCTURAL 
ASSETS, 11 OFFICES NATIONWIDE

Level 8, The Todd Building, Cnr Brandon 
St &
Lambton Quay, PO Box 2874, Wellington. 
Phone (04) 470 6105
Facsimile (04) 470 6101

Contact: Peter Sampson, Operations Director 
Phone (06) 834 1232
Facsimile (06) 834 4213

TSE WALL ARLIDGE LIMITED
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

9 Taranaki Street, Wellington. PO 
Box 9447, Te Aro, Wellington. 
Phone (04) 385 0096
Facsimile (04) 384 5065

Richard S Arlidge, ANZIV, SNZPI
Ken Tonks, ANZIV, SNZPI 

Dale S Wall, ANZIV, SNZPI

Jeremy Simpson, BBS, ANZPI

Tim Stokes, BBS
Michael Atkins, I ENG, DIP QA, REG P & M VALUER, 

ANZIM, SNZPI 

WARWICK J TILLER & COMPANY
LIMITED
REAL ESTATE INVESTMENT CONSULTANTS 
& REGISTERED VALUERS

Level 17, Morrison Kent House, 105 The 
Terrace, Wellington.
PO Box 10 473, The Terrace, Wellington. 
Phone(04)4711666
Facsimile (04) 472 2666 
Email anne@wick-tiller.co.nz 
Web www.warwick-tiller.co.nz

Warwick ] Tiller, VAL PROF URB, ANZIV, SNZPI 

Nicola R Bilbrough, BCOM (VPM), ANZIV, SNZPI 

Stephen G B Fitzgerald, B AGR VAL, ANZIV
Jason C Lochead, BBS (VPM), ANZIV

Jerome H A McKeefry, BBS (VPM), DIP BUS (FIN), 

ANPZ

Kevin M Allan, VAL PROP URB, FNZIV, FNZPI

NELSONIMARLBOROUGH

ALEXANDER HAYWARD LTD
REGISTERED VALUERS, PROPERTY 
INVESTMENT DEVELOPMENT & 
MANAGEMENT CONSULTANTS

Level 1, Richmond House, 8 Queen Street, 
Blenheim.
PO Box 768, Blenheim. 
Phone (03) 578 9776 
Facsimile (03) 578 2806

A C (Lex) Hayward, DIP VFM, FNZIV, FNZPI, AAMINZ 

David J Stark, B AG COM, ANZIV, SNZPI

J F Sampson, ANZIV, SNZPI 

Bridget Steele, BBS, ANZIV, SNZPI 
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DUKE & COOKE LTD
VALUATION AND PROPERTY SPECIALISTS 
FARM MANAGEMENT CONSULTANTS

42 Halifax Street, Nelson. 
Phone (03) 548 9104
Facsimile (03) 546 8668
Email admin@ValuersNelson.co.nz 

Peter M Noonan, FNZIV, FNZPI

Murray W Lauchlan, ANZIV, AREINZ, SNZPI

Dick Bennison, B AG COM, DIP AG, ANZIV, SNZPI, 

MZNIPIM

Barry A Rowe, BCOM (VPM), ANZIV, SNZPI 

Kim D Bowie, B AG COM, ANZIV SNZPI

Plant and Machinery Valuer: 
Frederick W Gear SNZPI

Motueka Office:
29 Wallace Street, Motueka. 
Phone (03) 528 6123
Facsimile (03) 528 8762

TELFERYOUNG (NELSON) LTD
VALUERS PROPERTY ADVISORS 

52 Halifax Street, Nelson.
PO Box 621, Nelson. 
Phone (03) 546 9600
Facsimile (03) 546 9186
Email valuer@nelson.telferyoung.com 

Tony Gowaas, V P (URBAN), FNZIV, FNZPI

Ian McKeage, BCOM (VPM), ANZIV, SNZPI 

Rod Baxendine, DIP AG, DIP FM, DIP VPM, ANZIV, 

SNZPI

Kevin O'Neil, BCOM (VPM)

HADLEY AND LYALL LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS URBAN & RURAL
PROPERTY ADVISORS

Appraisal House, 28 George Street, 
Blenheim.
PO Box 65, Blenheim. 
Phone (03) 578 0474 
Facsimile (03) 578 2599

J H Curry, DIP AG, DIP VFM, VPU, ANZIV, SNZPI F 

W Oxenham, VPU, ANZIV, SNZPI

GANTERBUHYIWESTLAND

BENNETT ROLLE LTD
REGISTERED VALUERS, PROPERTY 
CONSULTANTS

118 Victoria Street, Christchurch. 
PO Box 356, Christchurch.
Phone (03) 365 4866 
Facsimile (03) 365 4867

P JOHN GILCHRIST
194 High Street, PO Box 184, Rangiora. 
Phone (03) 313 8022
Facsimile  (03) 313 8080 
Email ctre@xtra.co.nz

P John Gilchrist, VFM, ANZIV, SNZPI, AREINZ, REG

VALUER (principal Coates Turnbull Real Estate 
Ltd)

MANNINGS CANTERBURY VALUATIONS
REGISTERED PUBLIC VALUER AND 
PROPERTY CONSULTANT

67 Worchester Boulevard, Christchurch.
5 Good Street, Rangiora.
PO Box 989, Christchurch.
Phone (025) 240 7808 or (03) 313 1045
a/h
Facsimile (03) 313 3702 or (03) 313 1046 
Email david.manning@xtra.co.nz

David L Manning, DIP VFM, ANZIV, SNZPI, VAL PROF 

URBAN, MNZIIM, MPMI (REG)

CB RICHARD ELLIS LIMITED
VALUERS, INTERNATIONAL PROPERTY 
CONSULTANTS & MANAGERS, LICENCED 
REAL ESTATE AGENTS

Level 10, Price Waterhouse Centre, 119 
Armagh Street, Christchurch.
PO Box 13 643, Christchurch. 
Phone (03) 374 9889
Facsimile (03) 374 9884

R W Gibbons, DIP VAL, ANZIV 

D J Barrett, BCOM (VPM) 
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COAST VALUATIONS LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

100 Tainui Street, Greymouth. 
PO Box 238, Greymouth.
Phone (03) 768 0397 
Facsimile (03) 768 7397 
Email coastval@xtra.co.nz

Brian J Blackman, DIP URB VAL, ANZIV, SNZPI 

Peter j Hines, BCOM (VPM), ANZIV, SNZPI

Associates:
Wit Alexander, DIP VFM, ANZIV 

Rod Thornton, BCOM (VPM)

DTZ NEW ZEALAND LIMITED MREINZ
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, REAL ESTATE AGENTS, 
PROPERTY & FACILITIES MANAGEMENT

Level 4, 76 Cashel Street, PO Box 142, 
Christchurch
Phone (03) 379 9787  Fax (03) 379 8440 
Email: christchurch@dtz.co.nz

C C Barraclough, BCOM, FNZPI 
L 0 Collings, BBS, AREINZ, SNZPI

M R Cummings, DIP URB VAL, SNZPI 

M L Stratford, BCOM (VPM), ANZPI M 
Ellis, MNZIPM (REG), ANZIV, SNZPI J 
Webb, BCOM (VPM)

E Clarke, PROPERTY MANAGER

Research:
I E Mitchell, MBS (PROP STUD), B AG SCI, DIP URB 

ADMIN, SPR(NZ), MNZPI

Plant & Equipment: 
B J Roberts, SNZPI
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FORD BAKER VALUATION LTD
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

424 Moorhouse Avenue, Christchurch. 
PO Box 43, Christchurch.
Phone (03) 379 7830 
Facsimile (03) 366 6520
Email fordbaker@fordbaker.co.nz 
Web wwwfordbaker.co.nz

Errol Saunders, FNZPI
John Radovonich, SNZPI 

Richard Chapman, SNZPI
Simon Newberry, SNZPI

Terry Naylor SNZPI 
Plant and Equipment: 
Richard Chapman, SNZPI

FRIGHT AUBREY LIMITED
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

764 Colombo Street, Christchurch. 
PO Box 966, Christchurch.
Phone (03) 379 1438 
Facsimile (03) 379 1489
Email 1st name + 1st letter of surname 
@fright- aubrey.co.nz

Raymond H Fright, FNZIV, FNZPI 

Graeme B Jarvis, ANZIV, SNZPI 

Gary R Sellars, FNZIV, FNZPI

David W Harris, ANZIV, SNZPI

WO (Bill) Harrington, FNZIV, FNZPI, MZNIPIM

Plant & Machinery Valuer: 
Michael J Austin, IPENZ, REA (P & M)

PLANT & MACHINERY VALUERS
REGISTERED PLANT AND MACHINERY 
VALUERS - CHATTEL VALUERS

PO Box 5573, Papanui, Christchurch. 
Phone (03) 354 5200
Facsimile (03) 354 5100 
Email info@plantvaluers.co.nz 
Web wwwplantvaluers.co.nz 

Kees Ouwehand, ING (MAR ENG), SNZPI 
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SIMES VALUATION
REGISTERED PUBLIC VALUERS 

Level 1, 227 Cambridge Terrace,
Christchurch.
PO Box 13 341, Christchurch. 
Phone (03) 377 1460
Facsimile (03) 366 2972 
Email simes@simes.co.nz

Peter J Cook, VAL PROF (URB), FNZIV, FREINZ, FNZPI 

William Blake, VAL PROF (URB), ANZIV, SNZPI

Mark McSkimming, BCOM (VPM), ANZIV, SNZPI 

Andrew McSkimming
Roger E Hallinan, FNZIV, FNZPI, (URB) 

Alan J Stewart, FNZIV, FNZPI (RURAL & URBAN) 

Fiona M Stewart, BPROP, SNZPI, REG VALUER

TELFERYOUNG (CANTERBURY) LTD
VALUERS & PROPERTY ADVISORS 

Level 4, Anthony Harper Building, 47
Cathedral Square, Christchurch. 
PO Box 2532, Christchurch.
Phone (03) 379 7960 
Facsimile (03) 379 4325 
Email
telferyoung@canterbury.telferyoung.com 

Ian R Telfer, FNZIV, AREINZ, FNZPI

Roger A Johnston, ANZIV
Chris N Stanley, M PROP STUD (DISTN) ANZIV, SNZPI, 

AAMINZ

John A Ryan, ANZIV, AAPI, SNZPI

Mark A Beatson, BCOM (VPM), ANZIV, SNZPI 

Mark Dunbar BCOM (VPM), ANZIV, AREINZ, SNZPI

John C Tappenden, ANZIV, SNZPI
Victoria Sprenger, BCOM (VPM), SNZPI

SOUTH & MID CANTERBURY

DTZ NEW ZEALAND LIMITED MREINZ
LAND RESOURCE MANAGEMENT AND 
AGENCY

1st Floor, Public Trust Building, Corner 
Church & Sophia Streets
PO Box 564, Timaru 
Phone (03) 684 8340
Facsimile (03) 688 0407 
Email timaru@dtz.co.nz 

M Barnett, AREINZ

R Ward Smith, DIP AG, DIP VFM, REG VAL

REID & WILSON REGISTERED VALUERS
167-169 Stafford Street, Timaru. 
PO Box 38, Timaru.
Phone (03) 688 4084 
Facsimile (03) 684 3592

R B Wilson, ANZIV, FREINZ 

S W G Binnie, ANZIV, SNZPI 

R R Potts, BCOM (VPM), SNZPI

OTAGO

CAIRNS AND ASSOCIATES Ltd MREINZ
A Member of the Knight Frank Group 
VALUATION, CORPORATE REAL ESTATE 
SERVICES & PROPERTY MANAGEMENT

PO Box 5744, Dunedin. 
Phone (09) 474 0571
Facsimile (09) 477 5162 
Email cairnsassoc@clear.net.nz

Director: Stephen G Cairns, BCOM (VPM), DIP
GRAD (OTAGO UNIVERSITY), AREINZ, SNZPI 

Geoff Butterworth, VPU, SNZPI
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DTZ NEW ZEALAND LIMITED MREINZ
REGISTERED VALUERS, PROPERTY 
CONSULTANTS, REAL ESTATE AGENTS, 
PROPERTY & FACILITIES MANAGEMENT

284 Cumberland Street, PO Box 5744, 
Dunedin
Phone (03) 474 0571 
Facsimile (03) 477 5162 
Email dunedin@dtz.co.nz 

A G Chapman, VAL PROF (URB), SNZPI

J Dunchley, VAL PROF (URB), B AGR COM, FNZPI

B Sharp, REG VAL, SNZPI

S Cairns, BCOM (VPM), DIP GRAD (OTAGO), SNZPI, 

AREINZ

A Holley, PROPERTY MANAGER

Land Resource Management Office 
43 Tarbert Street, PO Box 27, Alexandra
Phone (03) 448 6935 
Facsimile (03) 448 9099
Email alexandra@dtz.co.nz

B Taylor, VPR, SNZPI

K Taylor, MSC RES MGT, B AGR, SNZPI, FNZIPIM 

P Murray, BCOM (AG), VFM, M APPL SC, SNZPI

Research:
I E Mitchell, MBS (PROP STUD), B AG SCI, DIP URB 

ADMIN, SPR(NZ), MNZPI

Plant & Equipment: 
B J Roberts, SNZPI

CENTRAL OTAGO

CENTRAL PROPERTY
REGISTERED VALUERS 

1st Floor, Helard House
P 0 Box 362, Wanaka 
Phone (03) 443 1433 
Facsimile (03) 443 8931
Email Central.Property@xtra.co.nz

lain Weir, PG DIPCOM (VPM), AAPI, ANZIV, SNZPI 

Wade Briscoe, FNZIV, FNZPI

new zealanrl pervperey Jr1UrRNAL

LOCATIONS VALUATION QUEENSTOWN
LIMITED
REGISTERED PUBLIC VALUERS AND 
PROPERTY CONSULTANTS

Level 3, O'Connells Pavilion, Camp Street, 
Queenstown.
PO Box 717, Queenstown. 
Phone (03) 442 9079
Facsimile (03) 442 5179

Malcolm F Moore, DIP AG, DIP VFM, V P URBAN, 

ANZIV, MNZIPIM (REG), SNZPI

MACPHERSON VALUATION LIMITED
REGISTERED VALUERS (URBAN AND 
RURAL), AND PROPERTY CONSULTANTS

Level 1, 3 Duke Street, PO Box 416, 
Queenstown.
Phone (03) 442 5858 
Facsimile (03) 442 6858
Email macval@macproperty.com   Website 
www.macproperty.com

Alastair W Wood BCOM (VPM) AREINZ, SNZPI 

John Fletcher FNZIV, AREINZ, FNZPI

A Douglas Reid BCOM (VPM), SNZPI

Rory J O'Donnell BCOM (VPM), ANZPI

Leigh Mather BCOM (VPM) 

Investment Consultant:
Kelvin R Collins BCOM (VPM), AREINZ, SNZPI

Property Managers: 
Janye Harman BCOM (VPM) 
Joanne Conroy

MOORE AND ASSOCIATES
REGISTERED VALUERS & PRIMARY 
INDUSTRY MANAGEMENT CONSULTANTS

16 Brandon Street, Alexandra. 
PO Box 247, Alexandra.
Phone (03) 448 7763 
Facsimile (03) 448 9531

Email mfmoore@xtra.co.nz 

Queenstown Office:
PO Box 717, Queenstown 
Phone (03) 442 9079
Facsimile. (03) 442 5179

Malcom F Moore, DIP AG, DIP VFM, V P URBAN, 

ANZIV, MZNIPIM (REG), SNZPI 



PROFESSIONAL DIRECTORY

QUEENSTOWN PROPERTY LTD
REGISTERED VALUERS AND PROPERTY 
CONSULTANTS

O'Connells Centre, Queenstown. 
PO Box 583, Queenstown.
Phone (03) 442 9758 
Facsimile (03) 442 9714
PO Box 104, Wanaka. Phone (03) 443 
7461
Email dave@queenstownproperty.com 
Web www queenstownpropertycom 

Dave B Fea, BCOM (AG), ANZIV, SNZPI

ROBERTSON VALUATIONS
REGISTERED VALUERS & PROPERTY 
CONSULTANTS

Level 1, Bayleys Chamber, 50 Stanley 
Street, Queenstown.
PO Box 591, Queenstown. 
Phone (03) 442 7763
Facsimile (03) 442 7863 
Email rob.prop@xtra.co.nz

Barry J P Robertson, FNZIV, AREINZ, FNZPI

SOUTHLAND

CHADDERTON VALUATION
REGISTERED VALUERS AND PROPERTY 
CONSULTANTS

72 Peel Street, Invercargill 
PO Box 738, Invercargill 
Phone (03) 218 9958
Facsimile (03) 218 9791 
Email chadval@xtra.co.nz

Tony Chadderton, DIP VAL, AREINZ, ANZIV, SNZPI 

Hunter Milne, B AGSC (VAL), ANZIV, SNZPI

LAND INFORMATION SERVICES
SUPPLIERS OF LANDONLINE TITLE & 
SPATIAL INFORMATION, LINZ
ACCREDITED SUPPLIERS, LAND TITLE & 
STATUS INVESTIGATIONS

69 Deveron Street, PO Box 516, 
Invercargill.
Phone (03) 214 4307 
Facsimile (03) 214 4308
Email landinfo@paradise.co.nz 

Tony McGowan, MNZPI

TREVOR THAYER VALUATIONS
REGISTERED VALUERS AND PROPERTY 
ADVISORS

First floor, 82 Don Street, PO Box 370, 
Invercargill.
Phone (03) 218 4299 
Facsimile (03) 218 4121
Email ttval@southnet.co.nz

Trevor G Thayer BCOM VPM, ANZIV, SNZPI 

Robert G Todd, BCOM VPM, ANZIV, SNZPI 
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New Zealand Property Institute 

LIFE MEMBERS 

Admitted from the inception of the New Zealand Property Institute's founding institute, 

the New Zealand Institute of Valuers (NZIV), the Property and Land Economy Institute of New Zealand (PLEINZ) 
and the Institute of Plant & Machinery Valuers (IPMV) 

....any Fellow or Associate who rendered pre-eminent service to the Institute over a long period ........"

G B OSMOND G C R GREEN MRMANDERQSO

O F BAKER S MORRIS JONES R M McGOUGH

E EGGLESTON J BRUCE BROWN A L McALISTER

J G HARCOURT M B COOKE S L SPEEDY

O MONRAD R J MACLACHLAN CBE RPYOUNG

STACE E BENNETT W A GORDON J N B WALL

N H MACKIE D G MORRISON QSM P E TIERNEY

L E BROOKER J D MAHONEY R L JEFFERIES

J W GELLATLY E J BABE CVO G J HORSLEY

PLEINZ LIFE MEMBERS 

WALDEMAR KENNETH CHRISTIANSEN 

JOHN STANLEY GILLAM 

GORDON CHURCH DAVIES 

EVAN ERIC HARRIS 
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