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Providing members with opportunities 

that keep you at the leading edge of the 

profession is a key objective of National 

Council and all the state and territory 

Divisions. 

The International Property Conference 

must be a date for your diaries.  General 

Peter Gosgrove AC MC will talk about 

“Leadership in adversity”. Other key 

topics are “Specialised Parks” including 

technology and marine parks, listed 

property trusts, population issues, disaster 

recovery and property rights.  Perth is the 

host city (April 2010) and I look forward 

to seeing you there. Further information 

is at www.ipc2010.com

Additional professional opportunities 

exist in the changes to Continuing 

Professional Development (CPD).  The 

revised CPD point structure will ensure 

members obtain a balanced perspective 

each year of 10 points from structured 

activities and 10 points from property 

topics.  Details of the changes are 

available at  

www.api.org.au – By-Law 20.4

The Future Professionals Program (FPP) 

is another National Council initiative 

that will assist graduates entering the 

profession.  Pilot programs will be rolled 

out over 2010 with all modules available 

by 2011.  The focus is on “skills” and the 

practical applications of “professionalism”, 

“valuation” and “property economics”. 

There will be a range of modules in 

four sections covering professionalism 

and skills in the areas of effective 

communications, ethics, professional 

interviews and report writing. Subjects 

covered are as diverse as inspections and 

recording, data interpretation, corporate 

real estate, written communications, 

relationship management, tax and GST – 

all from a practical perspective.  

FPP will be compulsory for entry to 

Associate Membership (AAPI), Associate 

Membership (CPV) and for joining 

the Residential Property Valuer (RPV) 

designation. 

I wrote to all members in November 

on changes to the payment due date 

for professional fees. This is the first of 

what will be a continual roll out of some 

administrative changes to API functions 

through the introduction of the Australian 

Property Institute’s new Contact 

Management System.  This is one of the 

most significant operational investments 

in the history of the Institute. It is both 

technically and operationally challenging.  

I must recognise the extraordinary work 

being done by Tony Gorman (WA), 

Immediate Past President James Pledge 

(SA), Grant Warner (National Director) 

and Division Executive Officers Cathy 

Sirel (ACT), Andrew Bell (QLD) and 

Amy Guy (VIC) who, together, lead the 

Task Force on this complex process of 

transition. 

The CMS will unlock efficiencies and 

opportunities in the provision of services 

to members across the administration.  

Of most significance will be the way 

in which members interact with the 

Australian Property Institute – through 

a single web portal with visibility for 

national CPD program, events, news, 

statistics, relative information and a 

national member search function.  Like 

most good systems, members will be able 

to pay fees on-line, make purchases, book 

events on-line and check the status of 

membership details, including CPD points.

These changes are both exciting and 

challenging for us all. I seek your patience 

and support as the new format becomes 

“live”. Members should start to see 

changes early in 2010 with the new 

website and entry level for members 

available in March.

David Moore

President 

Australian Property Institute

“The Spencer test is an impregnable 

fortress of judicial wisdom which 

continues to be applied today because 

in the 100 years since it was formulated 

no judge, barrister, academic, valuer or 

politician has been able to improve upon 

it.  For every valuer, the Spencer test 

remains as the only complete answer to 

that most frequently encountered and 

difficult of questions: What is the market 

value of this property?” (Grant Allan and Paul 

Walker, Australia and New Zealand Property 

Journal.)

During these unprecedented market 

conditions, the valuer members of 

the Institute can stand proud of the 

professionalism applied to the role they 

are playing in the nation’s economic 

recovery. In previous pages of the Journal, 

I have maintained the steadfast belief 

in the principles of relevant valuation 

practice by our professional members as 

stated in the Institute’s Property Standards 

Manual.

In my June column I talked about 

the Institute at the “crossroads of 

change”.  National Council‘s decision to 

develop new professional Certifications 

to broaden the depth of the API 

membership and effectiveness in the 

wider property profession will take time 

to fully mature. But Certifications that 

recognise Plant and Machinery, Funds 

and Facilities Management, Property 

Development, Education, Law and 

Consulting, to name a few, will enable 

the Institute to concentrate on providing 

additional support services to these 

influential fields of practice.

API NATIONAL PRESIDENT’S REPORT

David Moore

API National President



I am pleased to report good progress 

on a number of initiatives and activities 

within the Property Institute as we 

approach the end of the current year and 

enter with a degree of optimism into the 

next 12 months.  

2009 proved to be one of the more 

challenging recessionary periods for 

some time.  Despite this, nearly all of the 

members I have met have managed to 

maintain their affairs and views of the 

property market in New Zealand and 

have continued to steadfastly provide and 

improve upon offering independent and 

professional advice to their clients and 

the general public. Similarly the Property 

Institute continues to be more active in 

promoting the benefits of using a trusted 

property professional, as well as providing 

core services to our membership and 

establishing the community gateways for 

those advancing their professional careers 

within the property sector.

As I recently reminded delegates at the 

annual graduate induction day for 2009, 

it would appear timely for those recent 

graduates to now enter into the property 

industry at a time where the worst of the 

economic adjustments were behind us. 

Similarly, it would be good to learn from 

our current membership if the worst was 

behind most of their clients and that new 

light can now be seen as we emerge out 

of the darkest of woods. Most members I 

meet share similar views.  

For our trans-Tasman readers, if you’re 

intending to visit New Zealand over the 

summer period please feel welcome 

and at home. When you travel around 

PINZ PRESIDENT’S REPORT

Ian Campbell

PINZ President

New Zealand you will see that our 

property sector has – like other sectors 

in the New Zealand economy – faced 

considerable challenges during the 

past 12 months. Accordingly, the next 

few years will be viewed as a period 

of managing risk, consolidation and 

opportunity. 

Investors in both residential and 

commercial sectors would have 

experienced far greater tightening 

in credit lines than before, as well as 

experiencing a upwards drift in long-

term mortgage lending rates.  Again, our 

Reserve Bank has kept the official cash 

rate (OCR) at 2.5% for a number of 

economic reasons. However, commercial 

banks are already planning to see the 

OCR increase around the second quarter 

of 2010. For investors contemplating 

commercial property, access to funds and 

the cost of credit would be more difficult 

to find than before. There has also been 

a gap emerging in the former mezzanine 

finance market catering to short-term 

projects, which was once offered by a 

number of finance firms which have now 

almost entirely disappeared. Difficulty 

in accessing credit lines, particularly 

within the commercial sector, has been 

influenced on the greater part by our 

major banks’ own exposure and risk in 

the development sector.  Banks caught 

by failed developers are trying their 

best to manage themselves out of tricky 

situations.

As I may have indicated before, the 

good news is that we are now seeing 

positive signals given a recent increase 

in consumer confidence according to 

the current ANZ-Roy Morgan survey 

coupled with an increase in construction 

activity. Real estate firms are reporting 

an increase in sales volumes. Residential 

vacancy rates are also falling and rents 

are becoming more stable, according 

to a recent report by the First National 

Group.  However, these small gains will be 

closely monitored by our Reserve Bank if 

any residential and construction recovery 

influences higher levels of inflation. 

When distilling all the information at 

hand, there may still appear to be a 

real gap in market perception that the 

New Zealand economy will improve. 

Therefore, I am always mindful that, given 

a positive outlook, we are still seeing 

certain sectors of the economy that are 

in reverse. With the high New Zealand 

dollar, manufacturers are closing plants, 

the most recent been the closure of the 

Bridgestone Tyre Plant in Christchurch.  

Also, current unemployment is forecast 

to rise above 6%.  More applicable and 

a factor to watch is the home loan 

affordability index. The index is now at its 

lowest level for 12 months, according to 

a recent BNZ survey. The survey showed 

that the proportion of after-tax income 

needed to service an 80% mortgage 

for a median price house ($350,000 in 

September 2009) rose to 59.7%, when 

a prudent sustainable level is far less at 

around 40%.  

For further information on any 

matter contained in this article, it is 

recommended that readers obtain 

independent property or valuation advice 

through any one of our independent 

professional members of the Property 

Institute of New Zealand (Inc) or by 

visiting the institute’s website at  

www.property.org.nz 

I would like to take this opportunity to 

wish all our members and readers of the 

API/PINZ Journal a safe and enjoyable 

summer ahead. 

Ian Campbell 

President

Property Institute of New Zealand
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Introduction

In Australia over the past decade housing 

affordability has become a critical issue 

and there now exists a considerable body 

of work on the topic in terms of housing 

policy (Yates et al., 2006, 2007; Maclennan, 

2005; Ong et al 2009), metropolitan and 

regional planning (Gurran, 2008; Costello, 

2009), household budgets and housing 

debt (Karantonis, 2009; Kupke, 2007; 

Small, 2009) and employment (Yates et 

al 2006). Home ownership has become 

especially difficult for those on low or 

moderate incomes (Berry, 2003; Kupke, 

2008). Many of those within these income 

categories work within the service sector 

and can be defined as “key workers” in 

that they deliver essential community 

services such as health, social services, 

education, safety and emergency services 

(ODPM, 2005). Such workers may be 

priced out of the housing market across 

large tracts of a city, especially if they 

represent single-income households, 

with consequences for both employer in 

worker shortages and employee in long 

commuting distances (Yates et al, 2006; 

Yates, 2006). This paper seeks to add to 

the existing body of work by examining 

change in terms of access to home 

ownership by first-time purchasers who 

are key workers within Adelaide, Brisbane, 

Melbourne and Sydney between 2001 

and 2006 and attempts to quantify the 

pressure on these households for multiple 

incomes in order to achieve home 

ownership. The findings are also placed 

within a spatial context for Adelaide in 

terms of where key workers live and 

work in order to identify the commuting 

distances which must be accommodated 

in order for them to afford a home. 

Analysis

In this section the opportunity for house 

purchase within Adelaide, Brisbane, 

Melbourne and Sydney for all category 

of employee is compared for 1996, 

2001 and 2006 based on gross median 

incomes for each city (ABS 2001, 2005). 

In other words it is considering the 

opportunity for first-time purchase for 

Abstract

This paper examines changes in the opportunity for home ownership 

by first-time buyers who are key workers within Adelaide, Brisbane, 

Melbourne and Sydney between 2001 and 2006. Key workers are 

defined as those who deliver essential community services such as 

health, social services, education, safety and emergency services. Such 

workers as first-time buyers may be priced out of the housing market 

across large tracts of a city, with consequences for both employer in 

worker shortages and employee in long commuting distances. This 

paper identifies the pressure on key worker households for multiple 

incomes in order to achieve home ownership. The findings are also 

placed within a spatial context for Adelaide in terms of where key 

workers live and work in order to identify the commuting distances 

which must be accommodated in order for them to afford a home. 

Key workers
housing affordaKey workers and housing affordability

Dr Valerie Kupke

Dr Valerie Kupke is a Senior Lecturer at 

the University of South Australia’s Centre 

for Regulation & Market Analysis. She 

holds tertiary qualifications in economics, 

geography, property and education and 

her research interests are in housing and 

housing policy. 

Contact: valerie.kupke@unisa.edu.au
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all single-income households on low 

and moderate incomes, including key 

workers. A moderate median income 

is then calculated as 1.2 times the gross 

median income for each city and a low 

income as 0.8 (SA Government, 2007). 

An affordable home purchase price for 

a low income and a moderate income 

household has then been determined 

as 3.6 times these income levels (SA 

Government, 2007). This multiplier has 

been gazetted by the SA government as 

indicating an affordable purchase price 

for a first-time buyer and it recognised 

as a more conservative ratio than some 

which may range up to five times median 

income (BankWest, 2008, 2009; Burke, 

np). However in order to be consistent 

the same ratio has been applied across 

each city and whatever ratio is used 

the difference, in relative terms, in the 

opportunity for purchase between 1996 

and 2006 for these income groups is 

stark. The table above (Table 1) illustrates 

the first-home purchase opportunities 

for households in Adelaide, Brisbane, 

Melbourne and Sydney by comparing an 

affordable purchase price against median 

house price for 2001 and 2006 (REI 

2007) for different zones in each city. The 

affordable purchase price is based on a 

multiple of 3.6 times median income for 

low and moderate income households on 

a single wage. The three zones are based 

on distances of up to 6, 6 to 25 and 

greater than 25km from the CBD. 

Affordable purchase price versus 
median Income

In Adelaide (Table 1) a moderate income 

household on a single wage could have 

afforded to purchase a median priced 

house in the outer suburbs in 1996 

and in 2001. However by 2006 it was 

impossible even for those households on 

a moderate single income to purchase 

a median priced house in the outer 

suburbs. At no point could a low income 

household based on a single wage have 

afforded to purchase a median priced 

house in Adelaide over the 10-year 

period. 

In Brisbane (Table 1) those households 

on a moderate single income could have 

afforded a median priced house in 1996 

in the outer suburbs and perhaps in 2001 

could have afforded a median priced 

home in the middle suburbs as well. 

However by 2006 those households on 

single moderate income would have been 

priced out of even the outer suburbs 

based on median price. At no time could 

a moderate single income household 

have purchased a median or above priced 

house in the inner suburbs. In Brisbane 

Capital City Single low 

income affordable 

purchase price

Single moderate 

income affordable 

purchase price

Median house price 

-Inner suburbs (0 to 

6 kms)

Median house price 

- Middle suburbs (6 

to 25 kms)

Median house price 

- Outer suburbs 

(>25 kms)

Adelaide 1996 $64,696 $97,044 $164,000 $120,000 $86,000

2001 $109,475 $164,212 $258,000 $175,000 $123,900

2006 $142,808 $214,213 $421,000 $320,000 $230,000

Brisbane 1996 $71,735 $107,603 $185,000 $152,000 $120,000

2001 $117,861 $176,792 $297,000 $185,000 $125,000

2006 $170,514 $255,771 $500,000 $365,000 $280,000

Melbourne 1996 $74,281 $111,421 $240,000 $177,000 $115,400

2001 $126,697 $190,045 $390,000 $297,000 $210,000

2006 $162,923 $244,385 $540,000 $362,000 $285,000

Sydney 1996 $77,276 $115,914 $430,000 $351,000 $195,000

2001 $142,122 $213,183 $615,000 $410,000 $265,000

2006 $188,513 $282,770 $846,000 $621,000 $418,000

Table 1 First-Home Buyer Affordable Purchase Price v Median House Price

Source ABS Cat No 6523.0.55.001 Household Income and Income Distribution deatailed tables Australia REI Median House Prices by Zones Capital Cities

At no point could a 
low income household 
based on a single 
wage have afforded 
to purchase a median 
priced house in 
Adelaide over the  
10-year period. 
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low income households based on a 

single wage could not have afforded to 

purchase a median priced house at any 

time over the 10-year period even in the 

outer suburbs.  

In Melbourne in 1996 (Table 1) a single 

income household on a moderate 

income could only have afforded to 

purchase a median priced house in 

the outer suburbs. By 2001 even these 

dwellings were no longer affordable. 

A moderate income household on a 

single salary could not have afforded a 

median priced home in the middle or 

inner suburbs at any time while a low 

income household on a single salary was 

priced out of the whole market for the 

complete period. 

In Sydney (Table 1) a single wage 

household, even if based on a moderate 

income, could not have afforded to 

purchase a median priced house 

anywhere in the city over the 10-year 

period. 

This analysis shows the necessity for two 

wages for those households on moderate 

and especially low incomes in order 

to even purchase in the outer suburbs 

of each city. Most key workers are 

recognised as moderate income earners 

who are not eligible for social housing 

but are faced with a significant reduction 

in their housing options as affordability 

drops. To have any opportunity to 

purchase on single salary most would be 

priced out to the outer suburbs. 

Key workers and housing 
affordability

In the next section four key worker 

occupations are singled out for analysis; 

teachers, social workers, nurses and 

police. For each occupation a regional 

single median income which represents 

the income differential between cities has 

been calculated for 2001 and 2006 (ABS 

2001, 2005). The percentage of suburbs 

which are affordable to each group has 

been calculated based on median price 

for houses and for units and (RP Data 

2008) for each city at suburb level for 

both time periods. The regional salaries 

have been identified based on occupation 

codes published by the ABS (ABS 2001, 

2005). 

In terms of detached dwellings (Figure 1) 

some 35 per cent of suburbs in Adelaide 

were affordable to a teacher, 11 per cent 

to a nurse and about 5 per cent to police 

in 2001. By 2006 this had dropped to 

less than 4 per cent for both teachers 

and police. Nurses could no longer 

afford to buy a detached dwelling on a 

single income. In Brisbane (Figure 1) in 

2001 each occupation group could have 

afforded to purchase a house in at least 

20 per cent of suburbs. By 2006 none of 

these key worker groups could afford to 

purchase a detached dwelling in Brisbane 

based on a single income. In Melbourne 

in 2001 (Figure 1) some 33 per cent 

of suburbs were affordable to those in 

the police force with teachers being 

able to purchase a detached dwelling in 

about 5 per cent of suburbs. Again by 

2006 this was not possible for any of the 

Figure 1: Houses – % of Suburbs Affordable to Key Workers on a Single Income

Figure 2: Units – % of Suburbs Affordable to Keyworkers on a Single Income
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key workers based on a single salary. In 

Sydney in 2001 (Figure 1) only those in 

the police force could afford to purchase 

on a single salary a detached dwelling in 

about 5 per cent of suburbs.  

Units offer a more affordable option for 

each key worker group. In Adelaide even 

in 2006 (Figure 2) it was still possible for 

a single income worker in each of the 

four occupation groups to purchase a 

median priced unit in at least 4 per cent 

of suburbs. Teachers could to afford buy 

a unit in about 26 per cent of suburbs 

and police in about 30 per cent. However 

for each key worker this was a significant 

departure from the affordability that had 

been offered in 2001. Brisbane too was 

affordable in 2001 (Figure 2) especially 

for those in the police force but teachers 

could also have afforded to purchase 

a unit in some 55 per cent of suburbs. 

However by 2006 there had been a 

marked decline in affordability with only 

police being able to afford to purchase a 

median priced unit in about 5 per cent 

of suburbs. However Melbourne even in 

2001 was becoming expensive for those 

in these key worker occupations (Figure 2). 

Teachers could afford to buy a unit in 

about 15 per cent of suburbs and police 

in almost 50 per cent. By 2006 only police 

in Melbourne could look to purchase 

a unit on a single salary in about 2 per 

cent of suburbs. In Sydney (Figure 2) key 

worker households on a single salary 

have been essentially locked out of home 

purchase since 2001. In 2001 only police 

could have afforded to purchase a unit 

in some 15 per cent of suburbs. By 2006 

no key worker household in Sydney on 

a single income could afford to purchase 

even a unit based on median price. 

It must be recognised that affordability in 

this discussion has been defined in terms 

of median price and that first-time buyers 

may be able to purchase homes in one 

of the lower quartiles and indeed often 

do so. However these findings overall are 

consistent with those reported by the 

APC (2008) who suggest that most key 

workers on single incomes are continuing 

to struggle to buy a home. Based on a 

housing affordability benchmark of 30 per 

cent of gross income the APC (2008) 

report showed that none of the single 

income households modelled in their 

study could afford to purchase a home 

or a unit in any capital city. As well key 

workers were shut out of the market 

entirely if trying to purchase in Sydney or 

Melbourne. 

Key workers and location of 
affordable suburbs

A major issue for key worker households 

are the commuting distances that must be 

faced in order to purchase a home (Yates 

2006; Yates et al 2006) given that only 

the outer suburbs are affordable to most. 

In this section those suburbs which are 

affordable based on median price to the 

key worker group as a whole are broken 

down according to distance (Figure 3). 

This analysis is provided for Adelaide 

only for houses and for units (RP Data 

2008). Three rings are identified within 

the groups of affordable suburbs, those 

less than 5km, those 5-20km, and those 

greater than 50km from the CBD. 

Figure 3: Distance from the CBD of Suburbs Affordable to Key Workers

Figure 4: Health & Community Workers who live >20 kms from the CBD 

- place of employment
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In Adelaide in 2001 the majority of 

suburbs which were available to the key 

worker group for house purchase (almost 

60 per cent) were in the middle zone, 

5-20km from the city. However 10 per 

cent of affordable suburbs were in the 

inner suburbs within a 5km radius of 

the city. By 2006 almost 75 per cent of 

suburbs that were available to the group 

collectively were at least 20km from the 

city and none was within a 5km radius of 

the CBD. 

In terms of units (Figure 3) the majority 

of the suburbs that were affordable in 

2001 (60 per cent) and 2006 (58 per 

cent) were found within the middle zone 

some 5-20km from the city. The balance 

had shown a shift between 2001 and 

2006 in that the second largest group 

of affordable suburbs had changed from 

an inner to an outer location, more than 

20km from the city. Again this reinforces 

the problem of commuting distances to 

the CBD for the key worker groups in 

terms of affordable locations in which to 

purchase a home. However this is not 

such a problem for the key workers if 

the majority are able to find work locally. 

It may still pose a major problem for 

employers and the community at large if 

key workers show a strong preference to 

work close to where they can afford to 

buy. However this particular issue is not 

addressed here.

Key workers and commuting 
distance

This section identifies (again only for 

Adelaide) the main place of employment 

in 2006 for a sample of key workers 

living in what were identified earlier 

as affordable areas of the city such as 

suburbs in the north east, the south and 

in the outer hills region of Adelaide. For 

those health and community (Figure 4) 

workers who live in the local government 

area of Salisbury more than 20km away 

from the CBD, the majority (16 per cent) 

work in the city. The next largest group 

(just over 12 per cent) work locally in the 

next council area Elizabeth. 

For the same set of workers who live to 

the south of Adelaide in the council area 

of Onkaparinga (Figure 5) the majority 

work locally but the next largest group, 

some 10 per cent travel more than 20km 

to work. 

Teachers fare better with most of those 

who live in the south able to find work 

locally (Figure 6). 

However the majority of teachers who 

Health & Community workers who live in Onkaparinga Woodcroft SLA

(>20 kms from CBD) - % place of employment 2006

Source ABS Industry of Employment (ANZSIC931 digit) x Place of Work x Place of Residence
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Figure 5: Health & Community Workers who live >20 kms from the CBD – place of employment

Education professionals who live in Onkaparinga Morphett SLA
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Figure 6: Education Professionals who live >20 kms from the CBD – place of employment

Education professionals who live in Adelaide Hills Central SLA
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Figure 7: Education Professionals who live >20 kms from the CBD – place of employment
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live in the Adelaide Hills (20 per cent) 

commute more than 20km on a regular 

basis (Figure 7). This therefore reinforces 

the long commuting distances that are 

necessary in order to find an affordable 

home for key worker households, 

especially those based on a single salary. 

Key workers and mode of 
transport to work in the CBD

The final table (Table 2) considers the 

main mode of transport for all workers 

in general who live in affordable suburbs 

more than 20km from the CBD but 

who work in the city. Included in this 

group will be key workers and a major 

consideration must be that despite 

achieving an affordable location in 

which to live, many are still forced to 

spend considerable sums on transport, 

particularly private transport if public 

transport is not available. The analysis 

for Adelaide shows that a significant 

majority of workers who live in the outer 

suburbs and work in the CBD use the car 

as the primary means of transport and 

principally as a driver. For each of four 

council areas which are affordable to key 

workers the large majority of employees 

who work in the CBD travel as a car 

driver ; some 40.3, 52.4, 38.3 and 43.6 

per cent respectively. This translates into 

at least 40km a day in terms of a return 

trip which must add significant cost to 

the household budget and make meeting 

their housing costs more difficult. 

Conclusion

In conclusion, while there may be 

limitations in terms of a conservative 

multiplier, this study has identified clearly 

that for single income households, 

especially those on low and moderate 

salaries, aspiring to own a home is 

extremely difficult especially in cities 

such as Sydney and Melbourne but also 

more recently in Brisbane and even in 

Adelaide. And many of these low to 

moderate income earners fall within the 

key worker category.  For them buying 

a home on a single income is virtually 

impossible unless they are willing to live 

quite some distance from the CBD. For 

households who work locally this may 

not be an issue but the analysis in this 

study shows that in cities such as Adelaide 

a significant proportion of key workers 

travel considerable distances every day to 

work.  As such housing affordability has 

spatial as well as economic implications 

which heighten the mismatch between 

where many key workers can afford to 

live and where they are employed. An 

affordability index which built in the cost 

of transport to the main employment 

districts and/or services would seem a 

reasonable approach particularly for first-

home buyers. There are also significant 

LGA of Residence ( > 20 kms from CBD) - % of workers

Mode of Transport to the CBD Salisbury (C) -  

North-East

Adelaide Hills (DC) - 

Central

Onkaparinga (C) - 

Morphett

Onkaparinga (C) - 

Woodcroft

Train 5.5 0.3 5.0 1.3

Bus 24.4 20.3 27.5 26.2

Tram 0.0 0.0 0.0 0.0

Taxi 0.0 0.0 0.0 0.0

Car, as driver 40.3 52.4 38.3 43.6

Car, as passenger 6.2 5.8 6.3 7.7

Truck 0.0 0.2 0.0 0.0

Motorbike/scooter 0.6 0.6 1.2 0.7

Bicycle 0.5 0.4 0.0 0.6

Multiple methods 9.0 3.9 8.0 5.7

Walked only 0.5 1.3 0.0 0.5

Table 2 Workers and Mode of Transport to Work in the CBD 

(Source ABS 2006 Census SLA of Usual Residence x Place of Work x Method of Travel)

... buying a home on 
a single income is 
virtually impossible 
unless they are 
willing to live quite 
some distance from 
the CBD.
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planning and development issues as the 

need to move further out in order to 

find affordable housing also increases the 

pressure for urban sprawl. As such, urban 

sprawl could be the price of offering 

affordable housing to key worker or 

single income households. Alternatively 

recent moves in every city to integrate 

public transport and affordable housing 

development more effectively may help 

to alleviate the spatial mismatch between 

where many key workers live and work. 

In this paper Adelaide has been a focus 

in terms of place of employment and 

modes of transport but the need for 

long commuting distances are likely to 

be repeated for other cities around 

Australia though they may be better 

served by public transport. It would also 

be of interest to consider what planned 

public transport corridors would have 

to offer key workers in terms of shorter 

commuting distances and affordable 

housing and also to determine how this 

analysis works in terms of affordable 

rental accommodation. 
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Numerous media, government 

departments, property experts and 

economists predicted significant 

reductions in the median price of 

residential property throughout New 

Zealand during 2008, with a turnaround 

in the market in mid-2009.

This paper will analyse house prices in 

specific socio-economic locations within 

Christchurch over the period from 2006 

to mid-2009 to determine how significant 

the current housing decline is compared 

to the market peak in 2007. This study 

will review the change in residential 

property prices from 2006, variations in 

property listings since April 2008, sale 

volumes and days on the market across 

a range of housing sectors to determine 

the extent and range of any residential 

property downturn in the NZ recession.

Key words: Residential property, 

residential house sales, property returns, 

capital gain, property investment

Introduction

Home ownership in New Zealand 

has been one of the highest levels in 

the world, with 70% of the population 

owning/paying off their own home 

(NZ Statistics, 2008). In most cases the 

Abstract

The residential property market in New Zealand has been experiencing 

a boom and bubble period from 2001 through to mid 2007. Following a 

number of increases in the Official Cash Rate by the Reserve Bank and 

a decline in net migration numbers the housing market was perceived to 

be over-inflated and due for a major correction.

family home is the major asset of most 

New Zealand households, with very 

low participation in managed funds, 

superannuation or savings compared to 

other developed countries (Reserve Bank 

of New Zealand, 2008).

This fixation on home ownership and 

investment in a second home fueled a 

significant increase in residential property 

prices from 1999 through to 2007. 

During this period the median house 

price in New Zealand increased from 

$132,000 to $345,000 (Grimes and 

Aitken, 2005; Grimes et al, 2003; QV, 

2006, 2007, 2008).

However, at the end of 2007 the 

residential property market in New 

Zealand slowed and in January 2008 

predictions of a slowing property market 

were forecast based on the problems 

being faced in the US residential property 

market.

By March 2008, it was evident that the 

NZ residential property market had 

slowed and the median house price had 

fallen for the first time across most NZ 

centres compared to the previous period 

in 2007 (QV, 2006, 2007, 2008).

During the first six months of 2008, 

a number of second tier financial 
This article has been  
peer reviewed.
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c
institutions collapsed or placed 

moratoriums on withdrawals. Towards 

the end of 2008, 22 finance companies 

in New Zealand had ceased operations 

(Eves, 2008). This placed further pressure 

on the residential property markets.

In the second half of 2008, the full extent 

of the US financial crises further impacted 

on the NZ economy, with continuing 

pressure on finance companies, bank 

lending policies and the availability of 

credit for residential housing borrowers.

2008 was a watershed year for the New 

Zealand residential property market. 

Despite the significant falls in interest 

rates to levels last seen in December 

2003 (RBNZ, 2008) and the subsequent 

improvement in home affordability, this 

was not reflected in the residential 

property market. 

The following analysis will track the trends 

in the Christchurch residential property 

market over the period of December 

2006 to June 2009 and compare this 

performance to the previous two years, 

which were the most active residential 

property sales periods in the last decade. 

The results of this analysis will then be 

used to show possible ramifications 

of this decline in the New Zealand 

residential property market if the current 

trends continue throughout 2009.

Research methodology

The data for the paper has been based 

on 15 residential suburbs in Christchurch. 

These suburbs were selected on the basis 

that they represented both a geographic 

and socio-economic areas within 

Christchurch city. All sales transactions 

for these suburbs were collected for 

the period November 2005 through 

to June 2009, representing over three 

years of the Christchurch residential 

property market. In addition to the sales 

transaction data, the listings for residential 

property in these suburbs were also 

tracked on a weekly basis to determine 

the average monthly residential property 

listings for each suburb, for the period 

April 2008 to June 2009. The listing 

data was collected on the basis of both 

freestanding residential property and 

units/townhouses. The suburbs selected 

are shown in Table 1.

Sales data was based on the Real Estate 

Institute of New Zealand sales database, 

with the weekly residential property 

listings being extracted from the main 

New Zealand internet sales site  

www.realestate.co.nz

This data was analysed to show 

changes in monthly listings based on 

socio-economic criteria, as well as the 

change in quarterly median and average 

residential house prices for the three 

socio-economic representative suburbs in 

Christchurch. 

In addition to the sales transaction 

data for the selected suburbs, the sales 

transactions for Christchurch were sorted 

to extract repeat sales from 2007 and 

2009 to determine the impact of the 

falling property market to individual 

properties to gain a more accurate 

assessment of the impact of the current 

New Zealand recession and world 

financial crisis on the NZ residential 

property market. These two years 

were selected for the repeat sales as 

they represent the years preceding and 

during the peak of the market and the 

initial decline. Repeat sales for the years 

2006 and 2008 were also analysed to 

determine at what previous price levels 

the current market has moved back to. 

Real estate agents were also canvassed 

to provide details of recent sales and the 

actual net value of sales of houses that 

sold in both 2006 and 2008.

Based on the results of this analysis, 

projections have also been made on the 

potential impact of expected continuing 

house price falls in New Zealand in 2009, 

particularly in relation to the significant 

residential house price reductions in the 

US.

Results

New Zealand saw record residential 

property sales in 2006 (106,000 

transactions) and although the number of 

In most cases the 
family home is 

the major asset of 
most New Zealand 

households, with very 
low participation 

in managed funds, 
superannuation or 

savings...
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sales in 2007 was slightly lower (92,000 

transactions) the median house price for 

New Zealand had increased significantly 

during 2007 (REINZ, 2008).

By March 2008 the median house price 

for NZ residential property had started 

to decline and this was also reflected 

in the number of properties being sold 

and properties being listed for sale (QV, 

2008).

Property listings

Figure 1 shows the average monthly 

listings for residential property in 

Christchurch from April 2008 to June 

2009. From this figure, it can be seen 

that the total residential property listings 

declined from an average of 1340 

properties in April 2008, to only an 

average of 629 listings in June 2009.

When the listings are broken down 

into houses and units/townhouses, it 

can be seen that the average number 

of listings for houses in April 2008 was 

938. Again the number of house listings 

declined from April reaching a low of 

450 properties in June 2009, a fall of 52% 

over the 15-month period. Media reports 

(REINZ, 2008) especially those from real 

estate firms had hoped that the move 

into the traditional high sales months of 

spring and early summer 2008 would 

improve total listings and sales. However, 

from Figure 1 and Table 2, it can be seen 

that listings rose slightly in October and 

November for houses but again fell in 

December to a low of 450 properties by 

the end of June 2009.

This fall in listings was also reflected in the 

actual number of property sales in the 

subject suburbs. Table 2 also shows that 

the anticipated increase in sales in the 

Spring of 2008 did not eventuate with 

fourth-quarter sales in 2008 at or below 

the first three quarters of 2008, which 

are usually the lowest sales periods in 

Christchurch.

A similar trend also occurred in the 

unit/townhouse property market, with 

392 units listed for sale in April and this 

average monthly figure falling to 293 in 

August. In the following two months the 

number of units listed for sale increased 

slightly to 309 in October; however since 

October 2008, the number of units being 

listed has again been falling, with only 192 

listed for sale in June 2009.

Figure 2 represents the average monthly 

listings based on the socio-economic 

classifications of the 15 suburbs in 

the study. From this figure, it can be 

seen that the trend in listings has not 

been consistent across the suburbs of 

Christchurch. This figure shows that the 

trend in listing numbers was similar for 

the middle and high socio-economic 

areas, with a decrease in listings from 

April through August, at which point the 

number of listings in the middle socio-

economic suburbs started to increase 

slightly before a slight decrease from 

November to December 2008, with a 

continuing decrease in monthly property 

listings from December 2008 to June 

2009. Listings in the high socio-economic 

suburbs declined form a high in April 

2008 to September 2008 at which 

point the number of average monthly 

listings has been increasing; however, still 

below the levels from April to June 2008. 

However, from January 2009, listings in 

the higher value suburbs has continued to 

Low Socio-Economic Middle Socio-Economic High Socio-Economic

Addington Avonhead Cashmere Hills

Aranui Halswell Fendelton

Bexley Papanui Merivale

Hornby Richmond Queenspark

Linwood Somerfield Sumner

Table 1: Study Suburbs

Figure 1: Average Monthly Listings: April 2008 to June 2009
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fall, with only an average weekly listing of 

higher value residential properties of only 

201 properties, less than half the number 

from April 2008.

Although the trends in listings were 

similar for the middle and high socio-

economic suburbs the trend for low 

socio-economic trends was very different. 

Figure 3 shows that average monthly 

listings for these suburbs, have not been 

as volatile as the higher value areas and 

the number of listings commenced to 

increase from May 2009, while the other 

areas continued to fall over these two 

months. The relative decline in listings for 

the lower socio-economic areas has been 

the least, falling from a weekly average of 

348 to 221 residential properties listed.

Figures 3 and 4 represent the break-up of 

listings across the various socio-economic 

suburbs in respect to houses and units/

townhouses. Again, it can be seen that 

the trends in listings has been different in 

respect to the two property types and 

the socio-economic status of the markets.

Again, the trends for the middle and 

high socio-economic suburbs for houses 

have been similar, showing a 55.5% and 

55.9% fall in average weekly house listings 

respectively, but the trend for the low 

socio-economic areas has been different 

in relation to total house listing numbers, 

as well as the months where listings 

bottomed and recovered. The low socio-

economic suburbs saw house listings 

decrease from 222 in April 2008 to 112 

in June 2009, which represents a decrease 

of 49.5%. 

The trends for unit/townhouse listings 

differ to houses. Figure 4 shows that 

the trends for the low socio and middle 

socio suburbs have been very similar 

from April 2008 to December 2008, 

but since January 2009 there has been 

considerable difference in the number of 

units/townhouses listed for sale across 

the markets. The decline in listings for the 

middle and higher value areas has been 

65.5% and 64.5% respectively but the fall 

in listings for the lower value suburbs has 

been significantly less at 24.6%, indicating 

that the investment market was under 

greater sales pressure than the other unit 

markets.

Property Sales

Total residential sales transactions for 

Christchurch have been:

2005 10,307 2006 10,510

2007 8,759 2008 5,485

Low Socio Middle Socio High Socio Total

Q4 2005 48 92 70 210

Q1 2006 69 103 77 249

Q2 2006 76 101 73 250

Q3 2006 69 77 67 213

Q4 2006 50 70 64 183

Q1 2007 53 67 44 163

Q2 2007 35 59 31 125

Q3 2007 31 47 24 101

Q4 2007 34 66 27 126

Q1 2008 32 53 28 112

Q2 2008 30 47 21 98

Q3 2008 23 52 21 95

Q4 2008 19 41 39 98

Q1 2009 40 83 36 158

Q2 2009 39 59 42 140

Table 2: Quarterly Sales: Selected Christchurch Suburbs: 2006-2009

Figure 2: Total Listings: Socio-Economic Areas: April 2008 to June 2009
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However, the study only includes 15 

Christchurch suburbs and their sale 

details and analysis are as follows.

Figure 5 shows the sales transactions 

for the suburb classification in the study. 

This figure shows that in the last three 

years the majority of sales have been 

in the middle price range suburbs of 

Christchurch (44%), with low socio-

economic suburbs accounting for 28% of 

all sales transaction over the period. An 

important aspect to note with these sales 

transactions is that approximately 70% of 

all sales transactions were at or below the 

Christchurch median house price for the 

three years.

This figure also shows that the sales 

transactions have being decreasing over 

the past three years, with 2008 sales for 

the subject suburbs being only 33% of 

the number of sales recorded in 2006. 

However, house sales numbers have 

increased over the first two quarters of 

2009, particularly in the middle socio-

economic suburbs, where quarterly sales 

figures have again reached mid- to late-

2006 levels.

Figures 6 represent the median house 

prices for the three socio-economic 

areas of the study. This figure show the 

continuing increase in house prices from 

2006 to 2007, with the subsequent fall 

in prices during 2008. This figure also 

shows that in the lower and middle value 

suburbs of Christchurch there has been 

a slight increase in the median residential 

property price in the second quarter 

2009. The increase in median price for 

lower socio-economic suburbs is despite 

an increase in sales and also in a period 

where listings are still high in comparison 

to the other socio-economic markets. 

This would indicate a strengthening in this 

market.

The fall in both median and average 

house prices was greater in the high 

socio-economic suburbs, showing 

a decrease of 8.9% and 11.4% for 

the median and average house price 

respectively for the years 2007 to 2008. 

This fall in median house prices has 

continued into 2009, with the median 

house price in the higher value suburbs 

down from $824,000 in fourth quarter 

2007 to $547,000 in second quarter 

2009.

Figures 7 and 8 provide details in relation 

to the average time to sell the properties 

in the various residential property 

sectors of Christchurch and the average 

difference between the asking price for 

the property and the final selling price for 

each of the past three years. Figure 7 shows 

that there was a reduction in the time on 

the market from 2006 to 2007 and this 

can be explained by the reduced number 

Figure 3: Average Monthly Listings: Houses: April 2008 to June 2009

Figure 4: Average Monthly Listings: Units: April 2008 to June 2009 
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of properties for sale in an increasing 

residential property market. However, in 

2008, the average time to sell increased 

above both the 2006 and 2007 levels for 

all the residential property sectors, with 

the longest selling period being for the 

low socio-economic suburbs, with the 

average selling period in 2008 being 79 

days (difference between the date the 

property was listed and the contracts 

going unconditional). Although the selling 

period for all areas has decreased slightly 

in the first two quarters of 2009, the time 

to sell is still higher than 2006 and 2007 

levels.

The difference between the average 

asking price of the property and the 

average final selling price is shown in 

Figure 8. It should be noted that this only 

includes those residential properties sold 

by private treaty; all properties offered 

for sale by auction are not included, as 

the actual listing date was not recorded 

in the database. In all housing sectors the 

price difference between the asking and 

selling price was negative, with a decrease 

in this difference from 2006 to 2007 

(again demonstrating the stronger market 

in 2007) and the difference increasing 

in 2008. The greatest average difference 

(actual amount and percentage) in 

the asking and selling price from 2007 

to 2008 was the residential property 

in the high socio-economic suburbs. 

Respectively, for Low, Middle and High 

socio-economic suburbs the difference 

from 2007 to 2008 was 67.2%, 114.1% 

and 155%. The reduced property listings 

and the increase in monthly sales across 

all sectors in the first two quarters 

of 2009 has seen the price difference 

between the asking and selling prices 

decreasing, especially in the high value 

suburbs. This appears to be more a factor 

of limited supply rather than an overall 

improvement in the market.

Quarterly sales analysis

Although the annual sales analysis of 

the subject property markets shows a 

decline from 2007 to 2008, it does not 

give a true indication of how each of the 

markets actually performed during 2008 

and when the decline in the price of 

residential property actually occurred. To 

present a more accurate picture of the 

property decline the sales transactions 

were analysed on a quarterly basis. These 

results for the average quarterly house 

price are shown in Figure 6.

Figure 6 shows that in all the Christchurch 

housing markets the peak in prices 

occurred in the last quarter of 2007, 

with all markets recording declines in the 

quarterly average house price from first 

quarter 2008 to fourth quarter 2008. The 

fall in average price in the high socio-

Figure 5: Residential Property sales: Study Area: 2006-June 2009

Figure 6 Median House Price: Study Area: 2006-June 2009
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economic from the 2007 peak to fourth 

quarter 2008 was $742,000 to $572,000 

(22.9%). For the middle socio-economic 

areas the fall was $433,000 to $361,000 

(16.6%) and the low socio-economic 

suburbs $284,000 to $241,000 (15.1%). 

This figure also shows that the price 

for higher value residential properties 

has continued to decline in 2009, with a 

14.1% decline from December quarter 

2008 to June quarter 2009. Over the 

same period the middle socio-economic 

areas showed a decline of only 1%, but 

the market in the lower socio-economic 

areas showed an increase in residential 

property prices of 9.2%

This figure also shows that the average 

price for residential property in the high 

and middle socio-economic suburbs in 

the last quarter of 2008 were at levels 

that were last recorded between the 

third and fourth quarters of 2006. In the 

low socio-economic suburbs the fourth 

quarter 2008 average price were at 

levels last recorded between the first and 

second quarters of 2007.

Conclusions and future 
implications

The above analysis indicated average 

house price declines from 16 to 22% 

depending on suburb location. A review 

of the repeat sales in Christchurch for 

the period January 2007 to November 

2008 show that of the properties that 

were sold twice in this period the decline 

in price ranged from 7.8% to 32.1%, 

with the lower end being sales that had 

occurred early in 2008 and then again in 

late 2008.

Repeat sales from January 2006 to 

November 2008 do not show the same 

decline in price but do support the 

above research in that Christchurch 

house prices in late 2008 were at similar 

levels to the market in mid-2006. If the 

current price declines in the Christchurch 

residential property market continue 

in 2009, then the average price for 

residential property, based on the 2008 

results, will fall to levels equivalent to first 

quarter 2005 for medium and high socio-

economic suburbs and second quarter 

2005 for low socio-economic suburbs.

On this prediction the average price 

for high socio-economic suburbs at 

the end of 2009 (if current economic 

trends continue) will be $452,000, a fall 

in price from the peak of 2007 of 37.7%. 

For medium socio-economic suburbs 

the average price at the end of 2009 

(if current economic trends continue) 

will be $310,000, a reduction on peak 

prices of 28.4%. In the case of low socio-

economic suburbs the average price at 

the end of 2009 (if current economic 

trends continue) will be $208,000, a 

reduction of 26.8%.

In the period January 2006 to November 

2008 there were 24,784 residential sale 

transactions in Christchurch. This number 

of sales represents approximately 16% 

of the Christchurch housing stock, with 

these sales being financed at relatively 

higher interest rates than the previous 

5-10 years. 

A further factor that has to be taken into 

account when assessing the loss that a 

home owner may suffer, in the situation 

where they have to sell their property in 

the next 12 months, is the cost of selling 

the property has to be deducted before 

their remaining equity can be calculated. 

When agent’s commission, marketing 

costs and legal fees are combined, this 

can result in a loss of 5% of the sale price 

before calculating any profit or loss. This 

situation actually means that an average 

reduction in price from 2007 to 2009 

of say 30% is actually a reduction to the 

seller of 33.75% (based on the original 

sale price). 

By the end of 2009 the residential 

property sales that occurred in 2008 

will be valued between 21.3% to 27.3% 

(on a net basis 25.05% to 31.05%) less 

than their 2008 price, with property 

purchased in 2007 being valued between 

26.8 and 37.7% (on a net basis 30.55% 

to 41.45%) less than their 2007 price. In 

Figure 7 Christchurch Residential Property Average Selling Periods:  

Q4 2005 to Q2 2009
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Christchurch the number of residential 

property sales in these two years totalled 

14,244 (2007, 8,759; 2008, 5485 sales). 

Any property that was purchased in 2007 

and had to be sold in the following 12 

months has the potential to achieve a 

net sale price 41% less than the purchase 

price. This would result in any seller who 

purchased at the peak of the boom, with 

a mortgage greater than 59% of the 

purchase price, being in a negative equity 

position. A similar situation would apply 

for any 2008 purchase being sold in 2009 

having the potential to achieve as low as 

31% less than the purchase price. Again, 

any homeowner in this situation with a 

mortgage greater than 69% of the original 

purchase price would be in a negative 

equity position.

This is also before any losses in owners’ 

overall equity based on money that has 

been put into their property in respect 

to improvements and repairs. Under 

this scenario the actual losses to a 

homeowner selling in the current market 

can far exceed the loss based on the 

original buying price and the subsequent 

selling price.

Such scenarios are often ignored when 

the loss on sale or potential loss of equity 

is calculated in a falling property market. 

There are a large number of home 

owners in Christchurch, who purchased 

property in 2006, 2007 and 2008 who 

would have carried out improvement 

work on the property from funds other 

than the original mortgage (increased 

personal debt, savings or credit cards). 

These costs have to be considered when 

assessing the impact of a falling property 

market, not just the gross sale price or 

official bank mortgage.

The number of people suffering 

mortgage stress or difficulty was 265,000 

in mid-2007 (Easton, 2007) and according 

to the NZ Statistics (2008) more than 

270,000 households are paying more 

than $400 per week for their mortgage, 

with 28% of all New Zealand households 

paying a mortgage in excess of $500 per 

week. On these figures approximately 

36,000 Christchurch property owners are 

facing mortgage stress or difficulty and 

approximately 37,000 property owners 

are paying in excess of $400 a week in 

mortgage payments.

With the prospect of house prices 

continuing to decline in 2009 at similar 

levels to 2008, there is the potential 

for 14,244 residential properties in 

Christchurch to be worth between 26% 

and 37% less than their purchase price in 

2007 and 2008 and with the potential to 

be facing negative equity if placed in the 

situation of having to sell the property in 

the current market.
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Introduction

Although valuation is largely focused 

on function and architecture is largely 

centred on form, there is a grey area 

in-between which is often referred to 

as the ‘form vs. function’ argument. In 

many ways architecture is one of the 

most public of arts, and at times, one of 

the more controversial e.g. the Sydney 

Opera House and Federation Square 

(Melbourne). While we can choose to 

avoid most forms of art that we care little 

for or actively dislike, we cannot avoid 

buildings or the designs of the streets and 

spaces around them. Architecture is all 

around us although it is not accompanied 

by rules of design or construction 

like other disciplines (Haldane, 1999). 

Today that public is increasingly having 

its say in the shape and design of the 

buildings in which they live and work 

– as clients, inhabitants, users, and as 

citizens concerned with the long-term 

environmental sustainability of the planet.  

Broadly speaking, architecture has a 

high profile in our society due to its 

widespread relevance to day-to-day 

life which is centred on the unique 

relationship between architecture and 

the built environment. Architecture is 

often divided into economic and cultural 

value, both of which are traditionally 

considered to be conflicting needs (Klufas 

2003). Architecture’s cultural value lies in 

its nature as a public good or externality, 

affecting positively and negatively those 

both in and around it. These effects 

are usually determined by those who 

commission the building, often through 

a lack of awareness or care. Change 

in values however is occurring and 

architecture is being utilised as a tool to 

positively influence such diverse interests 

as sustainability, economic viability, and 

productivity, and personal well-being. 

Architecture’s true value is its ability to 

accommodate these interests.  Whilst 

architecture links spaces and structural 

element together, urban design connects 

human activity, natural elements and 

architecture. 

While many forms of value exist, it has 

been argued that different values mean 

different things to different people, but 

most importantly they change at varying 

rates over time (Baier et al. 1969). For 

example in wider society there has been 

an increased interest in economic value 

from a broad media perspective, such as 

the level of investment in either the built 

environment or the general economy; at 

any given point in time this in turn may 

indirectly convert into future demand for 

a new building due to underlying financial 

demand, and hence indirectly increase 

demand for architecture. Historically 

there has been little attention given to 

one of the key drivers behind demand 

for buildings, namely their economic value 

both now and in the future. For example 

over a decade ago Mann (1997, p.31) 

argued that “one of the less fashionable 

but crucial issues of the discourse on 

This paper was first published in Architectural Science Review, 

Volume 52, Number 3, 2009, pp. 169-175(7).



tarchitectural theory is about what 

architectural design contributes to the 

value of buildings, and how this relates 

to the economic concerns assumed 

to dominate decision-making in large 

segments of the building industry”. Since 

the publication of this article there have 

been few if any articles encouraging the 

discussion about design and economic 

value.

It is important to raise the profile of the 

fundamental debate between ‘form’ and 

‘function’ where the latter is primarily 

interested in the ‘in use’ perspective of 

the building. It is not meant to provide 

the definitive answer to this debate but 

rather to initiate a discussion between 

property professionals on the relevance, if 

any, of these aspects. In other words many 

stakeholders are interested in and focus 

heavily upon the ‘value’ of the various 

components in a building, although it is 

practically impossible to disentangle the 

synergy created due to the combination 

of these building attributes into a single 

bundle. Design is one of the main 

attributes that is difficult to separate and 

accurately quantify. This paper examines 

the perspective of value in design 

and seeks to increase the awareness 

about what value actually is and what 

it means. It is anticipated this paper will 

raise the profile of the value discussion 

and provide a useful insight from an 

architectural viewpoint.

On economic and 
cultural value – 
externalities

Often the value of architecture to society 

is considered to consist of a combination 

of both economic and cultural value. 

Economic value comprises any direct use 

values of the cultural good or service in 

question (e.g. the income potential to 

a building owner) plus whatever non-

market values it may give rise to (e.g. 

enhanced corporate social responsibility 

for an investor). On the other hand 

cultural value is multi-dimensional, 

unstable, contested, lacks a common unit 

of account, and may contain elements 

that cannot be easily expressed according 

to any quantitative or qualitative scale 

(Throsby 2003), sharing many similarities 

with an externality. In economics an 

externality is a cost or benefit resulting 

from an economic transaction that is 

borne or received by parties not directly 

involved in the transaction. Externalities 

can be either positive, when an external 

benefit is generated, or negative, when 

an external cost is imposed upon others. 

It is a form of side effect, though not 

necessarily an unintended consequence.

Often the underlying tendency in 

modern societies, such as ours, is to 

find values that can be quantified 

reassuring (MacCormac 2005). However 

when we seek to make everything 

accountable in this way, subjective 

values such as aesthetics and beauty 

appear unmanageable and dangerous. 

This is predominantly because they 

cannot be readily quantified or easily 

measured.  The characteristics of cultural 

goods which give rise to their cultural 

value might include their aesthetic 

properties, their spiritual significance, 

their role as purveyors of symbolic 

meaning, their historic importance, their 

significance in influencing artistic trends, 

their authenticity, their integrity, their 

uniqueness. 
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Briefly it is useful to ask how cultural 

value might be determined. This is 

a critical question for a number of 

disciplines interested in art, culture and 

society. If the mind-set of a neoclassical 

economist were adopted, we might 

suggest that the cultural worth of an 

artistic good could be interpreted as 

being formed by a negotiated process 

akin to a simple market exchange. 

When a cultural good such as a painting 

or a novel is made available to the 

public, consumers absorb, interpret 

and evaluate the ideas contained in the 

work, discussing and exchanging their 

assessments with others. In the end if a 

consensus is reached, the assessed artistic 

value of the work could be interpreted 

as something like a cultural price; an 

exchange value reached by negotiation 

amongst parties to a market transaction, 

where the “market” is that for the cultural 

content of the work (Throsby 2003).

It has been argued that creative artists in 

fact supply a dual market: (a) a physical 

market for the good which determines 

its economic price and (b) a market 

for ideas which determines the good’s 

cultural value (Throsby 2003). In the 

good’s market there is a single price at 

any one time because of the private-

good nature of the physical work; in 

the ideas market, there are always 

multiple valuations as befits the pure 

public-good properties of artistic ideas. 

Note that prices in both markets are 

not independent of each other, moreso 

they are subject to change over time as 

reassessments of the work’s economic 

and cultural worth occur. 

Of course such a theory provides 

little joy for the empirical analyst and 

something more practical will be 

required if the notion of cultural value 

is to be made operational so that it can 

be incorporated into actual decision-

making in more than just intuitive terms 

(Australian Property Institute 2007). The 

task of assessing value in society is often 

undertaken for intangible goods, such as 

the value of naming rights for a building 

or the value of goodwill. In each scenario 

it is possible to identify the ‘added value’ 

that is added by the intangible good, 

which could arguably also be used when 

seeking to identify the added value of 

good design (Reed and Wilkinson 2007).  

One possibility is to deconstruct the idea 

of cultural value into some components 

and to seek simple scales to represent 

judgements based on defined criteria 

(Throsby 2003).

One approach to assessing intangible 

value is to consider the willingness to pay 

(WTP) for a non-traded product or good 

or service (Australian Property Institute 

2007); in this approach the measure 

of economic value is calculated by 

measuring how much money (including 

resources used to travel to the location) 

is willing to be spent by a visitor to access 

the location. Hence a location such as 

the Grand Canyon therefore has more 

economic value than a normal river. 

This approach could also apply to an 

architecturally designed building which 

draws many visitors e.g. the Sydney 

Opera House.  An alternative approach 

to assessing the value of non-traded 

goods such as national parks is that they 

are commonly assessed by identifying 

the individual intangible attributes or 

characteristics (e.g. view, social value) 

and allocating a separate value to each 

on a ranking system (Reed et al. 2003). 

The aggregate of the individual attributes 

would therefore equate to the economic 

value. 

The value concept

There are a many definitions of value 

throughout the world and although the 

wording differs, most definitions are 

similar in concept in that they seek to 

determine the ‘value’ or ‘worth’ at a point 

in time. However it is the user’s objective 

which ultimately dictates the type or 

approach to determining value. This can 

be further complicated from an economic 

sense if the value concept is not fully 

understood; since most economic 

valuations are used by third parties rather 

than the client alone, the intended use, 

not the user, of a valuation determines 

which definition of value is applicable. 

Figure 1 highlights the differences 

between tangible property and intangible 

property, where arguably design may 

in certain circumstances overlap both 

categories. For example certain aspects 

of design and architecture are often 

related to the architect’s reputation 

(intangible property) although linked to a 

specific building/location via real property 

(tangible property). This relationship 

shows the broad relationship between 

various attributes of a going concern such 

as an architecturally designed building.

... when we seek to 

make everything 

accountable in 

this way, subjective 

values such as 

aesthetics and 

beauty appear 

unmanageable and 

dangerous. 
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Individual well-being and 
productivity

In the past two decades a number of 

influential architects and planners have 

returned to the issue of how good 

design can enhance human values. All 

have prioritised the human use and 

experience of buildings and places; the 

ability of buildings and places to provide 

heat and coolness, light and shade, 

companionship and sanctuary, excitement 

and rest. They appreciated the value and 

cost-effectiveness of using good design 

to create more natural micro-climates in 

buildings, avoiding where possible artificial 

light, air-conditioning, and central heating. 

Notably this argument was not based 

purely on cost but also on grounds of 

psychological and physical health.

Generally speaking approximately 75% 

of a typical company’s total costs are 

related directly to staff salaries (Warpole 

2000). Practically anything a business can 

do to make staff more productive and 

to reduce absenteeism through illness 

will most likely pay dividends. Staff costs 

far exceed energy building costs so user 

contentment is more important to the 

employer than good environmental 

design, although the relationship is 

reciprocal. A healthy and satisfying 

workplace is invariably a productive 

one. Continuing with this argument, 

good architecture and design can have 

benefits and impacts beyond aesthetics. 

For example this may be in the form of 

greater feelings of safety and security, 

greater legibility and assurance, and in 

a greater sense of locality, identity, civic 

pride and belonging. In achieving this, 

architecture can be a vital part of a wider 

notion of ‘quality of life’, therefore directly 

influencing the productivity levels of a 

company and in turn its value.

The links between economic value 

and design have been highlighted 

by studies into green buildings and 

sustainability (Myers et al. 2008). It has 

been demonstrated that a building 

incorporating actively pursued sustainable 

design has also enhanced the occupants’ 

perception and use of the building, which 

in turn has increased its economic value 

as well as its social sustainability. This 

argument has also been supported by 

research into residential housing and 

design, where houses with sustainable 

design features have converted into a 

higher market value (Reed et al. 2008).

Well-being – crime

This element is not environmental 

determinism in a Darwinian sense, but 

rather is basic commonsense thinking 

about how traffic and spatial layout can 

either enhance or detract from human 

interaction. Human interaction, and the 

principle of the natural surveillance of 

places through high levels of use, can help 

reduce opportunistic crime. Using spatial 

design to create more liveable, sociable 

places is now part of the architectural 

palette. The economic externalities of 

good estate design clearly may include 

lower crime rates, lower demand on 

health provision, and possibly even better 

educational attainment in the long term 

(Warpole 2000).

It is worthy to note the increasing 

importance which is attached to 

design as a means of forestalling and 

preventing crime. The arguments about 

Figure 1 – Tangible v. Intangible Property

(Australian Property Institute 2007)
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the relationship between housing layout 

and design and crime became rather 

contentious in the 1980s because they 

appeared so deterministic. Nevertheless 

the fact remains that most police forces 

in England and Wales today do have an 

‘architectural liaison officer’ who may be 

called upon to comment on planning 

applications. Thus architects are becoming 

much more conscious of the impacts 

for good and bad which the design of 

buildings and their configuration can have. 

It has recently been argued that:

The design-affects-crime debate may well 

become increasingly important. Indeed, the 

courts in America are increasingly holding 

landlords and others liable for failing to take 

sufficient security precautions to prevent 

criminal attacks on their tenants and guests. 

Third parties are being increasingly sued 

for premises liability, especially if a criminal 

attack can be partially attributed to poor 

design (Warpole 2000).

The design of 
organisational change

One long-standing assumption about 

architecture, deriving principally from the 

arts & crafts movement, is that a building 

is a ‘total work of art’; every detail from 

the garden layout, the detailing of the 

elevations, to the floor surfaces, doors 

and even door handles, should effect an 

integrated vision of the whole experience. 

However the integration of exterior and 

interior design becomes more difficult as 

information technology (IT) and lifestyle 

changes proceed at a faster rate than 

building design or adaptation. While cities 

last for many hundreds of years, and 

some buildings last for centuries, interiors 

and interior uses often change every 

decade or so.

Today one of the key architectural 

and design skills is the continuing and 

effective design and redesign of building 

interiors, particularly office interiors. 

Successful companies are keen to use 

design-architecture to complement, and 

even accelerate, organisational change. 

In the old fashioned, hierarchical office, 

design was about the separation of 

powers and responsibilities; today in the 

most advanced companies it is about 

aiding greater workplace informality and 

communication.

Modern office design recognises that 

in an era of mobile phones, laptop 

computers, team working and the 

increasing value of new ideas, traditional 

office design often obstructs and 

confounds good communication. Money 

saved by cutting out unnecessary 

desk space, unused board rooms, or 

redesigning space that is badly used, can 

be spent on improved workplace facilities, 

or reinvested. This is a valid example of 

the added economic value that careful 

design thought can bring both directly 

and indirectly to an organisation. Given 

that office buildings are said to be now 

the largest capital asset of any developed 

nation and are where over half the 

workforce are employed, then the role 

of architecture and design in creating, 

efficient, employee-friendly, productive 

and adaptable settings is of major 

economic importance in its own right.

Indeed many of the most dynamic 

companies now want to use design-

architecture to accelerate organisational 

change. At present interior design and 

architecture are no longer separate 

from the management ethos or even 

the day-to-day working practices of the 

new company, but rather are integrated 

with the management style. In order 

to achieve the maximum benefits from 

design, the architect has to study the 

working practices of the company. This 

includes consideration about how its 

employees use their time and space, 

how they relate to each other, and how 

greater interaction and communication 

can be achieved through new layouts 

and facilities. Arguably the initial financial 

investment in customised architecture 

and design can often be recouped within 

a few years, after which savings on office 

rents and greater productivity come into 

their own.

The flagship effect – regeneration

The economic regeneration occasioned 

by innovative and successful architecture 

is no longer regarded as an unexpected 

bonus; notably the best architects see 

their work as being integrally involved 

in the renewed vitality of urban life and 

culture. One of the clearest examples of 

how ‘flagship’ architectural projects can 

have a clear economic impact on the 

towns and cities in which they are located 

is Frank Gehry’s spectacular design for 

the Guggenheim Museum in Bilbao, Spain, 

in turn regenerating a run-down part of a 

failing industrial riverside site and already 

attracting some 3 million visitors a year. 

The spending power of these visitors not 

only supports the running of the museum 

but has helped revive the economy of the 

city as a whole. There is no doubt that 

people are coming to see the building 

as much as the artefacts it contains.  

Such projects also contribute to what is 

today described as ‘cultural tourism’. This 

trend has grown out of the enormous 

demand by people, both nationally and 

internationally, to visit places of interest 

including galleries and museums as part of 
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their use of leisure time. Furthermore this 

has been evidenced in the proliferation 

of public art and architectural guides. The 

concept of the pleasant environment, 

including amenable and good quality 

architecture, is clearly central to peoples’ 

perception of what makes a town or city 

a good place in which to work and live.

Architecture, economics 
and prime costs

With public and private expenditure 

soaring during the 1950s and 1960s, 

it was increasingly evident that simply 

measuring and valuing work undertaken 

was an inadequate technique to justify 

continuing commitment to expenditure. 

When OPEC increased oil prices 

fourfold in the early 1970s and again in 

1979, higher building costs became of 

paramount concern. The cost of energy 

did more to improve the basic design 

and cost procedures for architecture than 

most other technical innovations of the 

time (Warpole 2000). 

Architecture and prime cost 
reduction

Skills and expertise of the architect 

can provide cost-effective solutions to 

complex problems, not only saving money, 

but providing extra benefits in terms of 

increased space, easier access and more 

efficient working and living conditions  

(Carmona et al. 2002). Alternative 

options, while sometimes ostensibly 

cheaper, frequently fail to achieve the 

same benefits and/or savings. Being 

creative to order, and within very tight 

physical and financial constraints, is the 

unique architectural skill (Warpole 2000).

Architects not only have to design 

buildings that look good and work well, 

but another of their key skills, often less 

appreciated by the public, is the ability 

to fine-tune the design of a building to 

meet the demands of a very difficult site 

while still working within fairly major 

cash constraints. Combining off-site 

preconstruction with onsite planning and 

detailing can produce buildings which are 

both economic and bespoke. Developing 

imaginative forms of new housing is also 

a challenge to the architect, for while 

many builders or developers could ‘knock 

something up’ in the form of a standard 

family house on a flat, greenfield site, 

shoe-horning a complicated building 

into a gap left by other buildings and the 

existing street plan is a real test of the 

architect’s design skills. The skills of fine-

tuning a complex building and fitting it 

into a difficult site are going to be needed 

more in future, as pressures to build on 

urban brownfield sites, or adapt existing 

buildings, continue and increase. In such 

circumstances standardised forms of 

construction and formulaic design simply 

do not work (Warpole 2000).

PFI and the shift to lifecycle 
costing

Prior to Private Finance Initiatives (PFI), 

accounting procedures in public utilities 

and government in the United Kingdom 

ensured an effective disregard for the 

crucial aspects of value represented 

in running and maintenance costs 

through the life of a building. Capital cost 

continued to rule supreme, despite the 

energy cost hikes. It has taken the recent 

surge of privatisations, and accompanying 

Private Finance Initiatives to begin to shift 

this focus in the public sector. 

Whilst PFI has not fully lived up to its 

original intention, a major benefit has 

come about through its driving of quality 

(and thus design) standards up as a life 

cycle approach is taken. With Facility 

Management firms involved in the risk, 

design quality is enhanced, with attendant 

capital cost implications. When this and 

maintenance is capitalised at NPV, the 

benefits are apparent (Loe 2000).

It is no longer sufficient to consider 

the costs and value of construction 

independent of the manner in which 

clients look at buildings. Ultimately 

clients are interested not just in the 

productivity of the building process but 

in the occupancy costs in relation to their 

own economic objectives. Clients are 

now becoming interested in a new and 

most important concept: measuring the 

productivity of building use through time 

(Loe 2000).

Further lifecycle costing concerns 
– sustainability

Increasingly the architects are being 

asked to innovate and think much more 

creatively in order to achieve greater 

environmental sustainability. This means 

taking greater regard for the orientation 

of the site, local topographical and 

environmental factors which need to be 

taken into account, and designing and 

fine-tuning buildings that take advantage 

of these factors to minimise energy 

use – and therefore revenue costs – 

and provide comfortable and pleasant 

environments in which to work.

The re-use of old buildings, whilst 

marginally more expensive, reduces the 

embodied energy utilised in a building 

project where embodied energy is 

referring to the quantity of energy 

required to manufacture, and supply to 

the point of use, a product, material or 
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service (Halliday 2005). Therefore an 

architect’s ability to adapt a brownfield 

site to take advantage of this pre-existing 

energy greatly influences a project’s ability 

to achieve sustainability. 

Additionally the recycling of waste 

materials for new purposes, advocating 

low-energy design and designing 

buildings that are less costly to operate 

and adaptable to meet changing future 

needs, also help to achieve this goal. This 

may seem to be an optimistic target, 

but already interesting new buildings 

are happening which demonstrate that 

meeting these varied and eminently 

desirable conditions can be done 

(Warpole 2000).

Value management

Value management is a function oriented, 

systematic approach which aims to clarify 

and satisfy the needs of the customer, 

whether the customer is the client, the 

end-user, stakeholder/s or the wider 

community within which the proposed 

scheme is to be sited. It is about bringing 

together a multi-disciplinary team 

consisting of designers, cost consultants, 

representatives from client organisations, 

end-users, stakeholders, and, in some 

circumstances, members of the wider 

community in order to identify the 

purpose of the project itself and the 

activities it is to accommodate (Loe 

2000). This concept is quite different to 

the commonly accepted ‘market value’ 

definition of value which relies directly 

on the ‘willing buyer – willing seller’ 

understanding in an economic sense (API 

2007).

Project teams benefit from the clarity, 

focus and improved communication 

which value management studies provide, 

and for the client a holistic solution to 

their needs emerges.

In operation, value management is a 

structured, systematic, analytical process 

which seeks to satisfy customer needs (i.e. 

functions) by ensuring that all necessary 

functions are provided at the lowest total 

cost. Its purpose is to ensure that value 

for money is achieved; in order to do this 

it takes into account a project’s whole life, 

from inception through to disposal, and as 

such is a facilitator of LCC. 

At the core of value management lies 

the technique of value analysis and the 

relationship between function, cost and 

worth (Fisher et al. 2004). The analysis 

of the functions to be provided by a 

project is of great importance, and 

involves clearly and succinctly identifying 

what things actually do i.e. what functions 

they actually perform. When identifying 

functions the proposed project is not 

considered in isolation, but rather in the 

context of the whole scheme or system. 

The systematic view of the project 

accorded by this approach enables those 

involved in a value management study 

to view the scheme as a whole and 

to see how the proposed project fits 

into that scheme (Loe 2000). While it 

is no substitute, the technique of value 

management is one further tool to be 

used to enhance good design. This holistic 

view of the construction/procurement 

process is very useful in integrating an 

entity’s desired goals, facilitating change.

Conclusion

Property professionals should be aware 

that architecture and design are playing 

an increasingly important role in the 

interior planning and refurbishment of 

industrial and commercial buildings. This 

is especially so as part of the means by 

which businesses, and the organisational 

cultures which they develop, adapt to 

meet new circumstances and challenges. 

Growing concerns about environmental 

sustainability have been quickly responded 

to architecturally. Notably there already 

being a number of pioneering examples 

of sustainable buildings which offer 

new ways of thinking about how the 

sophisticated use of new technology, 

when coupled with innovative design, can 

achieve more for less with relation to the 

capital and revenue costs of adapting or 

designing buildings. 

The role that architecture and design 

are today playing in the regeneration 

of towns and cities, and in contributing 

to the greater sustainability of changing 

patterns of work, domestic life and leisure, 

is significant.  Good design is helping 

restore ex-industrial buildings to new 

uses. Given that more and more housing 

is going to be developed on urban 

brownfield sites, the skills of architects 

and designers in adapting old buildings, 

or in creating new developments on 

difficult ‘infill’ sites, are likely to be needed 

even more than ever before. In addition 

greater thought needs to be given to the 

planning of urban spaces and functions 

to bring about sustainable long-term 

benefits.

From a property perspective it should be 

appreciated that good design need not 

be more expensive, whether in capital 

or revenue terms, and can bring about 

other benefits to users and the wider 

public; both of whom have to live with 

the buildings and settings that result. 

Architecture is one of the most public 

of arts and clearly good design can add 

enormously to the quality and vitality 

of the urban or rural setting. Indifferent 

design, or endless rows of standardised 

buildings and ill-fitting developments 

can, cumulatively contribute to a form of 

urban entropy, a general deadening of the 

visual and even spiritual qualities of the 

places in which we live and work, leading 

‘the long term winding down of the 

system as a whole, in terms of aspiration 

and the quality of life.’ Good design has 



the capacity to make everything work 

better, economically and socially, and bring 

benefits to all.

The techniques for capturing economic 

value within the context of market forces 

are well represented and skilful. The 

industry is adept at exchange value but 

have still to weld to this technique the 

means of measuring the benefits that 

well designed buildings bring to the social, 

political, urban, and image values. This is 

possibly the construction industry’s next 

and greatest challenge.
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Introduction

Part I of this article dealt with two key 

objective valuation issues. Firstly, an 

outline of the content of a valuation 

report through to the adoption of the 

valuation technique and model. Secondly, 

an introduction to initial objective 

techniques in the market inference 

approach that seeks to move away from 

older, more intuitive-generated valuation 

predictions. 

The introduction to objective techniques 

covered some basic statistical concepts 

and then focused those on examining 

relationships of relevance for the valuer 

with particular regard to determining the 

most appropriate Unit of Comparison 

and then Unit of Value. It was suggested 

that given current levels of computer 

technology, the objective examination 

of the relationships between the chosen 

variables should be routine, using graphs 

of plots and the statistics, Coefficients 

of Correlation (r) and the Coefficient of 

Determination (r2).

Part II will now build on the initial analysis 

of determining an appropriate Unit of 

Value by examining three valuation model 

types and then completing the valuation 

report content. A strong, pragmatic, ethic 

A model is an hypothesis that relates the data to the question in 

some useful way, but the theory and data must interact to provide 

useable results. Useful theoretical relationships are limited by 

the availability of data, and masses of data are limited in their 

application until possible relationships can be established to convert 

current fact to future prediction.
 James A. Graaskamp

provides the basis for the methodologies 

examined – “does it work?” Importantly, 

this includes the requirement to 

demonstrate relevance by rigorous 

testing and, being mindful of the outcome 

and any limitation, not solely focused on 

the scientific elegance of the model.

Valuation modelling

As there are many variables which might 

be relevant to the valuation outcome, it 

is usually necessary to simplify the critical 

relationships and so structure the data 

to focus the resultant information on 

the valuation issue. A model is used to 

simplify the critical relationships and to 

structure and organize the data.

A decision model has three basic inputs 

and three constraints. Firstly, there must 

be a question to be answered – this 

might be the definition of value or price. 

Secondly, data – which could be that 

gleaned from the market and often 

constrained by its quantity and quality. 

Thirdly, a theory or an hypothesis that 

allows for the editing and focusing of the 

available data on the question.

Examples of basic valuation models 

include;

a. Market Inference or Market Sales 
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approach, commonly called Direct 

Comparison Approach:

 Value or price = comparable sale price 

+/-adjustment to subject.

b. Income capitalisation approach:

 Value or price = rent or income/cap. 

rate, or, income multiplier or years 

purchase.

 The simple model is to use a Gross 

Income Multiplier. However, if expense 

data is available in sufficient quantity 

and quality then a Net Income 

Multiplier can be considered.

The three constraints to the application 

of valuation models are firstly, the 

level of knowledge of techniques and 

data management together with the 

skill of the valuer ; secondly, the level 

of understanding and acceptability by 

the client of the valuation process used; 

and thirdly, the cost effectiveness of the 

valuation process used to answer the 

question posed.

Part I of this article described the three 

general approaches to valuations being:

Market Inference, Simulation and 

Normative, which can be successively 

considered if necessary. The rest of the 

article then examined the initial steps 

that can be considered in objectively 

identifying the prime Unit of Comparison. 

In all approaches it is probably best to 

first make adjustments for sales terms 

and conditions to that stated in the 

value or price definition. If applicable, 

adjustments for time might then be made. 

This should leave only the market and 

property variables to be modelled. 

This article now builds on that initial 

analysis by offering the basics of four 

objective models.

In the materials that follow, the exhibits 

are taken from the Excel spreadsheet 

used in the valuation. In some tables the 

numbers are rounded to fit the page size. 

Further, it is not intended to refer to all of 

the statistical output.

1.    No adjustments

There are few instances where virtually 

no adjustment/s to sales prices is/are 

available or necessary. This might occur 

with vacant lot sales where all or most 

areas are the same and there are 

perhaps small differences in prices where 

no rational reason/s for these price 

differences can be identified. 

In such cases, some sort of average can 

be considered. Readers are referred 

to Rost & Collins, Land Valuation and 

Compensation in Australia Chapt. 4 (page 

100, 3rd edition) for legal comment on 

this approach.

Unless the sales prices are identical, then 

basic statistical analysis on the now single 

variable sale price is recommended.

 There are many statistical software 

programs available, in addition to the 

analysis options provided by Microsoft 

Excel. Higher levels of analysis, together 

with much greater ease and speed are 

often available for at least ‘in-house’ 

analysis from software such as Minitab 

and SPSS. Most computer software 

will ‘describe’ a variable and include 

Number (of cases), Mean, Standard 

Error of the Mean, Median, Minimum, 

Maximum, and Standard Deviation. Some 

programs provide more information. A 

visual picture of a single variable can be 

obtained by constructing a histogram or 

for two variables a simple graph of sale 

prices versus lot area. It is good objective 

practice to examine the above properties 

in any variable being considered in real 

estate analysis.

In addition to the three basic measures of 

central tendency, the mean, median and 

mode, consideration of a ‘trimmed mean’ 

might be appropriate for use and where, 

in the case of Minitab, 5% of the smallest 

and 5% of the largest numbers are 

automatically trimmed and the remaining 

90% are averaged to produce this 

statistic. For example, in order to retain 

the qualities of the mean, this procedure 

helps remove possible distortions or 

‘outliers’, if present, at both ends of the 

range.

The valuer should now consider the 

descriptive statistics and histogram in 

order to choose the central tendency of 

the prices. Further, the range as described 

by the maximum and minimum values 

may be modified by reference to the 

Standard Deviation and perhaps the 

Standard Error of the Mean, which is 

technically more appropriate.

2.  Regression analysis –  
two-variable or simple 

Where the analysis reveals a strong r2 

between price and one other variable, 

often based on area but not exclusively, 

and the valuer believes that no further 

adjustment variables can be identified, 

then the quantity of the subject’s unit 

of comparison is applied to the unit of 

value adopted from the sales. This could 

be done by examination of the graph 

used in the identification of the unit of 

comparison. However, a more objective 

approach would be to consider using 

simple (two-variable) regression analysis 

to generate a regression equation to use 

as the predictive tool.

Regression analysis is considered the 

most widely used predictive technique 

in statistics. As with the testing of 

different units against price in Part I, the 

computer allows quick and easy access to 

regression, the generation of a predicting 

equation and other useful statistics 

dealing with quality issues.

The form of the two-variable regression 
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equation is usually shown as:

y = a + bx, where, in this case,

y = the dependent variable or price

a = is a ‘constant’ (coefficient).  

Its value is where the regression line 

intersects the y axis on a graph,

b = another coefficient which describes 

the slope of the regression line based 

on the incremental value increase (or 

decrease if the slope is downward 

sloping) based on the value of each unit 

of the independent variable, and

x = the value of the independent variable 

or unit of comparison, or where relevant, 

the unit of value.

If you were hand drawing the line of best 

fit (or the regression line) on a scatter 

plot of the properties then the line 

(linear) is drawn joining the value of the 

‘constant’ and point where the means of 

the x and y variables intersect. 

Generally, the line should not be 

extrapolated beyond the plotted values 

as there is no evidence to indicate where 

the relation is outside of the known 

data. For example, given the sales shown 

in Exhibit 1, it would be dangerous to 

assume you could make value predictions 

for properties with areas of more than 

32,942 m2 or less than 5,074 m2, as they 

would lie outside the data range, as 

illustrated in Exhibit 2.

In valuations, the regression equation 

provides the answer to the pattern of 

prices of the sales and its strength, given 

the values of the unit of comparison (the 

‘x’ values) and sale price (the ‘y’ values) 

of each of the comparable sales. As 

valuations are largely about discovering a 

pattern in the sales, regression can be a 

very valuable tool for the valuer.

The following example of sales of vacant, 

inner-city industrial sites illustrates the use 

of the simple regression model.

Exhibit 1 sets out the raw data as obtained 

for the valuation of a comparable site with 

an area of 13,820 m2. 

The next step was to test the strength 

of the relationship with possible units 

of comparison using both a graph and 

r2. Using Excel, and for convenience, the 

chart or graph can provide the ‘line of 

best fit’, r2 and the value of the regression 

coefficients.

Note that the Excel chart below reverses 

the generally accepted order of the 

coefficients in the regression equation. 

Generally this equation would be written 

as y = -666,679 + 684.83b.

The valuer regarded this as “an 

exceptional r2” (0.998), and, feeling that 

it would not be necessary to make any 

other adjustments to the comparable 

sales, decided to complete the regression 

analysis. 

Exhibit 3 shows the Excel output.

Note: the Standard Error of the Estimate 

(like the Standard Deviation) shown 

as $398127.8 is an absolute measure 

of variability or dispersion, whereas 

r2 is a proportional measure of the 

observed variation in y or the prices 

that is explained by the x variable. As a 

general proposition they will be negatively 

correlated, or, 1-r2 and the Standard Error 

will increase or decline in value together.

An examination of this output confirms 

the close relationship, as expected, 

between price and area. In this case, the 

important checks of r2, the standard error 

(of the estimate), and the t statistic of 

the b coefficient (38.84) suggest that this 

data, limited as is often the case with land 

Sale No. Area Zoning Price Date $/m2

6 7,624 Ind 1 $4,100,000 Jul-07 $538

9 15,515 Ind 1 $9,700,000 Oct-07 $625

13 5,074 Bus 3 $3,171,250 Dec-07 $625

14 8,671 Bus 3 $5,514,143 Dec-07 $636

15 32,942 Ind 1 $22,000,000 Feb-08 $668

Exhibit 1:  Inner-city Industrial Site Sales

Exhibit 2:  Graph of City Industrial Site Sale Prices and Areas
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valuations to only five sales, provides a 

reasonably robust equation for use by the 

valuer.

The valuer then proceeded to further 

test his model by using the equation to 

predict the value of each of the sales and 

examining how accurate the model is. This 

is often referred to as Residuals Analysis.

This is a critical test. If the model does 

not reasonably predict the prices of the 

set of sale properties from which the 

valuer intends to make his prediction, it 

clearly is not worthy of use. If it does, it 

confirms that the model works on the 

sales and, as the valuer has chosen this 

subset of properties as one which can 

include the subject, then the valuer can 

proceed with confidence.

The predictions are easily calculated by 

either using the Excel Inset Function of 

‘FORECAST” or by constructing the 

equation, as shown in Exhibit 4. 

In this case the valuer proceeded to make 

his value or price prediction using the 

regression equation, thus:

Subject price = -666,679 + 684.8278 x 

13,820 = $8,797,642.  

This is @ $637 per m2.

The valuer also reported a range of from 

$8,399,514 to $9,195,769 based on the 

Standard Error.  This is $608 to $665 per 

m2 and represents a range of +/- 4.5%.

In this case, the valuer adopted his 

method primarily on the unusually strong 

value of the r2 (0.998) calculated with 

area. Nevertheless, he also had regard 

to the other possible important variable, 

zoning (but found it seemed to have 

no material impact), the quality of the 

model when tested on the sales and the 

location of the subject area’s value in the 

sales set. Although two of the residuals 

seem high, they are offset by the strong 

performance of the other three. As he 

was then satisfied, the value conclusion 

was reached.

3.   Regression Analysis – three 
or more variables or Multiple 
Regression Analysis (MRA).

Most problems in real estate analysis 

require the consideration of more than 

one dimension; that is, more than one 

dependent variable has a measurable 

impact on valuations or price. MRA is 

Exhibit 3

Industrial Sales –Regression Analysis

 Coefficients Standard Error t Stat P-value Lower 95% Upper 95% Lower 95% Upper 95%

Intercept -666679 303869.6729 -2.19396241 0.115824 -1633728 300370.3 -1633728 300370.3

X Variable 1 684.8278 17.6326174 38.83869239 3.76E-05 628.7129 740.9427 628.7129 740.9427

ANOVA 

 df SS MS F Significance F

Regression 1 2.39097E+14 2.39097E+14 1508.444 3.76E-05 

Residual 3 4.75517E+11 1.58506E+11

Total 4 2.39573E+14

SUMMARY OUTPUT  

Regression Statistics

Multiple R 0.999007

R Square 0.998015

Adjusted R Square 0.997354

Standard Error 398127.8

Observations 5

Exhibit 4

Residuals Analysis

Sale # Area Price Predicted Residuals Var. %

6 7,624 $4,100,000 $4,554,449 -$454,449 -11.08%

9 15,515 $9,700,000 $9,958,425 -$258,425 -2.66%

13 5,074 $3,171,250 $2,808,138 $363,112 11.45%

14 8,671 $5,514,143 $5,271,463 $242,680 4.40%

15 32,942 $22,000,000 $21,892,919 $107,081 0.49%
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an extension of simple, or two variable, 

regression and takes the form of:

Y = a + b
1
x

1
 + c

2
x

2
 + d

3
x

3
…… 

Thus MRA allows for the simultaneous 

consideration of more than one 

independent variable or real estate/

sale characteristic for which adjustments 

need to be made. While the form of 

the equation seems simple and easy to 

construct once the valuer has determined 

the variables which need adjusting for, 

MRA can become very complex. Its use 

in mass valuations has been explored for 

many decades in much detail with mixed 

results. 

This article, however, is focused on the 

valuation of a single or small group 

of properties and seeks a pragmatic 

solution using the assistance of MRA 

when appropriate. The valuer draws 

on knowledge from many disciplines 

and his ultimate expression is in the 

form of a number, after the analysis of 

other numbers in seeking a pattern. 

Clearly, reasonably strong elements of 

mathematical and statistical skills must 

form part of his armoury.

Real estate data violates four important 

regression assumptions or rules.

(1) MRA assumes that the independent 

variables are (reasonably) 

independent of each other. 

 In real estate many variables are 

closely associated. For example, size 

of house, number of rooms, number 

of bedrooms and living area can all 

be expected to be closely correlated, 

or are collinear. This condition is 

called multicollinearity. The strong 

presence of this factor often gives 

rise to apparently nonsensical and 

‘weak’ coefficients of the independent 

variables. Further, there is the 

practical problem of dealing with 

a larger-than-needed number of 

variables, including their collection 

and screening if others are a proxy 

for their values.

 Multicollinearity can be reduced. 

For example, in the initial screening 

of all the variables in a correlation 

matrix; in those cases where there 

are strong correlations between 

two of the independent variables, 

the weaker variable (lower r value 

to the dependent variable) can be 

discarded. There are other techniques 

available such as the use of ‘Stepwise 

Regression’ and Factor Analysis, but 

these are beyond the scope of this 

article.

(2)  Regression assumes a linear 

relationship.

 Real estate typically illustrates 

economies and diseconomies of scale 

and such ‘curvilinear’ relationships 

can be easily explored and described 

as the ‘Trendline’ options in an Excel 

graph regression equation show. 

However, the valuer is generally 

operating with a small subset of 

properties where the magnitude of 

the critical variables is “acceptably” 

small. Part I of this article looked 

at this issue with the “Brunswick 

Warehouses”.

(3)  Autocorrelation or patterns in 

the residuals, i.e., a pattern in the 

differences between the actual sales 

prices and the predicted sales prices 

in the analysis. 

 The residual error should be 

randomly distributed. In real estate, 

where there is a pattern to the 

residuals, it is probably indicating that 

there is an attribute or independent 

variable left out of the analysis 

that’s interacting in a way that is 

unexplained by the variables which 

have been identified.

(4) Need for large numbers.

 Ideally the number of cases or sales 

should be equal to the number of 

variables plus a minimum of 30. (You 

can expect to have a higher level 

of confidence in a value outcome 

where you have 40 comparable sales 

rather than the same inference from 

only four sales). For most valuations 

the valuer almost never works with 

such numbers. 

 Nevertheless, valuations using 

regression often work reasonably 

well and its use as a check, if not as a 

primary method of valuation, should 

remain under consideration. 

The following case illustrates the valuation 

use of MRA.

The issue was to value or price 

more than 30 residential properties 

that had been used for temporary 

accommodation and were now being 

renovated prior to marketing and sale. 

During earlier construction and the 

temporary occupancy, pre-selling had 

produced in excess of 100 sales over 

two to three years out of a total of 

140+ properties. All properties had 

recommended asking prices made by the 

selling agent and the ‘reasonableness’ of 

these needed to be determined.

Sales analysis revealed that the prices 

achieved ranged from $700,000 to just 

over $1,000,000 and that the following 

factors or ‘value drivers’ had influenced 

price, viz 

number of bedrooms

based on outlook or exposure, and

The report, under “Valuation 
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Methodology”, then stated that the 

properties (both sales and subjects) were 

reasonably homogeneous, with sales and 

subject properties confined to the one 

project and that in general the properties 

provided large dwellings in excess of 

200m2 on broadly similar allotment 

sizes. Further that “a direct comparison 

approach has been utilised via multiple 

regression analysis”.

Such conditions are often considered 

suitable for regression-based predictions 

and this was then performed on the sales 

data. After further consideration, four 

quantitative variables with known exact 

features were ultimately adopted.

The equation had the form of:     

Y =  a + b
1
x

1
+c

2
x

2
+d

3
x

3
+e

4
x

4
+f

5
x

5
, 

where:

x
1
 =   lot area, based on m2,

x
2
 =  dwelling area based on m2,

x
3
 =  presence or absence of studio, a 

‘dummy variable’ was constructed 

where yes = 1 and no = 0,

x
4
 =  date of sale, based on monthly 

intervals

x
5
 =  a composite qualitative variable of 

subjective features such as location, 

private open space and dwelling 

type. A scoring schema ranked the 

properties for this variable being 

from 0.7 for property perceived to 

possess the worst overall ranking 

through to 1.15 for the property 

viewed as having the best overall 

attributes in this group

r2 =  94.3% and the report said “That is, 

94.4% of the variation in sales prices 

is explained by the regression”.

The Standard Error of the Estimate 

was shown as $16,679 and from this a 

generalised statement of the range of any 

forecasts based on assuming a reasonable 

normal scatter of predictions along the 

regression line was stated.

The valuer then produced a table of the 

ten predictions that varied the most from 

their actual sales prices. These ranged 

from 3.07% to 5.99 %. 

This seemed to confirm that a 

useful prediction equation had been 

constructed and the equation was then 

applied to the subject properties. 

The results of the analysis were then 

tabled beside the agent’s suggested 

pricings together with the differences 

between the two, both in absolutes and 

relative terms. Four properties had a 

variation over 5% and only one above 

10% being 11.4%. Where appropriate, 

notes were provided offering reasons 

why some particular differences could 

be expected from the ‘norm’ and in 

a small number of cases, adjustments 

for significant property presentation 

differences made. Note that these 

adjustments were for a factor not 

included in the basic model.

The overall difference based on the 

aggregates of the two prices was 2.39%.

The ‘reasonableness’ of the agent’s pricing 

was ultimately accepted.

4.   Market Inference using the 
Quality Points (QP) model.

 Most properties exhibit more than 

one dimension of value attribute. MRA 

can become complex and presents 

particular difficulties in the conventional 

single property valuation where in most 

instances only a relatively small number 

of cases or comparable sales are available 

for analysis.

In 1972 Richard Ratcliff adapted a scoring 

of weighted property attributes that 

enables a single score value to be given 

to each case or property including the 

subject. James Graaskamp demonstrated 

this process, to become known as the 

QP valuation model, in his monograph 

“The Appraisal of 25 North Pinckney” 

(1977). During the 1980s, Gene Dilmore, 

a highly skilled practitioner, expanded and 

refined the model after extensive use and 

harnessing the power of the computer. 

The concept was introduced to Australian 

and New Zealand universities and to 

practitioners in the 1980s, particularly 

during the series of seminars presented 

by Graaskamp in 1984. In 1995 Professor 

Tom Whipple from Curtin University 

provided a detailed discussion and 

explanation in his text, Property Valuation 

and Analysis, with an update in 2006. 

George Canning, a Canadian appraiser 

and John Marshall, a Melbourne property 

analyst, have adapted the QP model 

to an Excel spreadsheet and have 

demonstrated that these techniques 

can be of great assistance in providing a 

cost-effective way of delivering objective 

assessments with greater confidence 

in the valuation conclusions that are 

reached. 

 The basic steps using the QP model are:

1. Define, whenever possible by objective 

analysis, the prime unit of comparison. 

2. Where it is apparent that other 

property attributes need to be 

adjusted for, then set up a scale of 

these other variables of importance 

to the most probable buyer. Examples 

may include Linkages, Zoning, Site, 

Building Condition, and Exposure 

Characteristics.

A way of looking for the reason for 

developing this model beyond Step 1 is 

that there is the need to move the prime 

unit’s r2 with price as close to 1.00 as 

possible. 

3.   Apply weights to each of the 

attributes. 
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These should reflect the importance of 

each attribute in the buyers’ mind. The 

weights should add to 100%. Set up a 

scoring schema for each of the attributes.

It is suggested that the initial scores be 

based on, ‘better’ or ‘more than’, ‘typical’, 

‘worse’ or’ less than’, using 1 - 2 - 3 or 

1 - 3 - 5. Wherever possible the score 

descriptions should be unambiguous.

Such a simple scheme is easily 

understood and reduces the likelihood 

of argument about varying degrees of 

better or worse. However, users of this 

technique, both in the USA and Australia 

report that finer gradings which are more 

subtle in describing differences sometimes 

give better results.

Examples: 

a. Renovation required on Purchase 

(25%) (weight)

 5 = No major improvements needed 

3 = Some work needed for occupancy 

1 = Extensive renovation necessary

b. Linkage 

(35%)

 5 = Within 1km of shopping centre 

3 = Within 2km of shopping centre 

1 = Greater than 2km from shopping 

centre

 When the subject property has an 

attribute or a score not covered by 

the sales scoring schema then any 

adjustment should be made outside 

the model. 

4.  a.  Score each attribute of each 

comparable and the subject.

    b.  Multiply each score by the attribute 

weight. 

    c.  Add the weighted scores for each 

property and the subject to obtain 

a weighted score for each property

The valuer now has the following data:  

 -   price per unit of comparison for 

each comparable sale.

- weighted point score for each sale 

property 

- weighted point score for the subject 

property 

Notice that the scores for each property 

should now reflect, by adjustment, the 

relative overall differences remaining 

between them after accounting for the 

prime difference in the chosen unit of 

comparison. The only remaining space in 

a matrix of these two variables is for the 

value of the unit of comparison applicable 

to the subject property.

5.  Two alternative methodologies can 

then be applied to the sales data: 

 a.  Simple Linear Regression. 

 b.  Mean Points Score.

a.  Simple Linear Regression

1. Undertake two-variable or simple 

regression analysis where:

     The x variables are the sale properties’ 

point scores.

     The y variables are the sale properties’ 

price per unit of comparison

2. Apply the subject property point score 

to the x in the equation y = a + bx.

     This provides the price/unit for the 

subject. 

3. Apply the price/unit to the subjects’ 

number of units to produce the value 

prediction.

4. Quality measures

a.   Examine the Standard Error of the 

Estimate (SE), and use this to construct 

a preliminary

    range based on one Standard Error 

each side of the predicted value.

b.  Calculate a Coefficient of Variation 

(COV) where COV= SE / subject’s 

price per unit, or   Coefficient of 

Deviation (or Dispersion) – see below.

c.  Carry out variance or residuals analysis, 

by applying the regression equation to 

the sale properties. 

d.  Examine the residuals for magnitude 

in both absolute and % terms, and 

calculate a Mean Absolute Deviation.

e.  Examine the residuals for a pattern. 

The residuals should be randomly 

distributed. Should there be a distinct 

pattern then that suggests that an 

important attribute variable has not 

been accounted for in the current 

model.

Case Study using Excel

Excel or similar spreadsheets allows 

for the construction of a basic model. 

While the benefits from the automated 

calculations by computer spreadsheets 

should be well known to most valuers, 

they also provide the use of the SOLVER 

function which is an optimising function 

that can remove the subjective nature of 

some of the inputs.

The purpose of the valuation was to 

value or price an in globo parcel of land 

ready for residential subdivision into 80 

lots. 

Before entering the valuation model, the 

valuer determined (in this case):

condition of sale was warranted

required

yield for determining the prime unit 

of comparison, that area with price 

had an r2 of 0.138, and lot yield 0.567. 

Number of lots became the prime unit 

of comparison.

Exhibit 5 sets out the comparable sales 

and subject data, together with the 

weights and scores for each of these 

properties, culminating in the weighted 

score for each property.
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The weights, as shown, after they have 

been optimised by SOLVER, are discussed 

below. The initial entry in this case of five 

attributes might be 20% in each case, or 

those as judged by the valuer.

Exhibit 6 shows the Excel printout 

scoring schema adopted by the valuer 

after market analysis. The descriptions 

should be unambiguous and specific 

rather than general.

 In the original spreadsheet, the scores 

(Exhibit 6) lay to the right of the printout 

opposite the respective ‘Quality Attribute’. 

For example, row one shows the scores 

and each description for ‘Lot prices’ which 

is (now) shown (in Exhibit 5) as being 

weighted at 50.32%. In the case of Sale 

1, Lot Pricing is scored as a 3 (Sale 1’s 

estimated gross revenue per lot when 

sold was $120,000 and therefore within 

the range of $116,667 – $133,332 – see 

Exhibit 6), then the score was weighted. 

This procedure was followed for all 

five attributes and the weighted score 

totalled to 2.92. This calculation was finally 

performed on the Subject.

Exhibit 7 sets out the result of the 

regression analysis, including the Residuals 

Analysis and a graph of the relationship.

The predicted value of the subject 

property is shown as $3,641,180 with 

a preliminary range of $3,494,178 to 

$3,788.182 based on the Standard Error 

of the Estimate established.

This is followed by the measures of 

quality of the model, r, r2, residual or 

Date of analysis Mar 07

Number of comparable sales 8 Must be between 3 and 10 sales

Est. Monthly market Mov T 0.00% Per month

Initial r2 56.73%

Between price & lot yield

Sale # Weights 1 2 3 4 5 6 7 8 9 10

Property address Subject

Sale price 2300000 3285000 2650000 2440000 4100000 4400000 3050000 3E+06

Adjs for Terms & Conds  

of Sale

Sale Price Adj for T & C  

of Sale
2300000 3285000 2650000 2440000 4100000 4400000 3050000 3E+06

Time Adjustment 0 0 0 0 0 0 0 0

Time Adjusted Price 2300000 3285000 2650000 2440000 4100000 4400000 3050000 3E+06

Date 38991 38869 38808 38930 38869 39142 38838 38838 Mar-07

Number of lots 32 54 26 56 54 83 52 40 80

Adjusted Sale Price 2300000 3285000 2650000 2440000 4100000 4400000 3050000 3E+06

Cost price per lot 71875 60833.3 101923.1 43571.4 75925.93 53012.05 58653.85 75000

Quality Attributes

Lot Prices 

(est. Gross revenue/lot)*
50.32% 3 3 5 1 4 2 2 3 1

Efficiency 1.78% 4 4 3 1 1 4 5 3 4

Location 15.81% 1 1 5 1 3 3 1 3 3

Scale 21.86% 4 2 5 2 2 1 2 3 1

Market Resistance to Product 10.23% 3 3 5 2 2 1 4 4 1

100.00%

Total points score 2.92 2.48 4.96 1.32 3.15 1.87 2.10 3.10 1.37

* Note: the ‘Estimated gross revenue/lot’ figures are not shown on this spreadsheet extract.

Exhibit 5
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(5=>$150,000, 4=$133,333 to $149,999, 3 = $116,667 to $133,332, 2 = $100,000 to $116,666, 1 = < $100,000)

(5 = > 85% saleable area, 4 = 80 to 85% saleable area, 3 = 75 to 80% saleable, 2 = 70 to 75% saleable, 1 = < 75% saleable)

(5= 2nd/3rd Homebuyer Location, 3=Upgrade Location, 1=1st Homebuyer)

(5= < 30 lots, 4 = < 40 lots, 3 = 40-50 lots, 2 = 50 to 60 lots, 1 = > 60 lots)

(5 = Lot sizes 650 m2 & above, 4 = Lot sizes 600 to 649 m2, 3 = 550 to 599 m2, 2 = 450 to 549 m2,1= Lot sizes < 450 m2,

Exhibit 6:  Scoring Schema

Exhibit 7:  Regression Analysis

Sale # 1 2 3 4 5 6 7 8 9 10 Total

Y  
(Price Per Lot) $71,875 $60,833 $101,923 $43,571 $75,926 $53,012 $58,654 $75,000 N.A. N.A. 540794.66

X  
(Points Score) 2.92 2.48 4.96 1.32 3.15 1.87 2.10 3.10 N.A. N.A. 21.91

y  
(Y - Mean Y) 4275.67 -6766.00 34323.74 -24027.90 8326.59 -14587.28 -8945.49 7400.67 N.A. N.A. 0.00

x  
(X - Mean X) 0.18 -0.26 2.23 -1.42 0.41 -0.87 -0.64 0.36 N.A. N.A. 0.00

y2 18,281,334 45,778,743 1,178,119,439 577,340,162 69,332,160 212,788,860 80,021,724 54,769,881 N.A. N.A. 2,236,432,303

x2 0.03 0.07 4.95 2.01 0.17 0.75 0.41 0.13 N.A. N.A. 8.52

xy 776 1,730 76,389 34,069 3,396 12,632 5,714 2,690 N.A. N.A. 137,397.34

Mean Y $67,599

Mean X 2.74

b = sum(xy)/sum(x2) 16129.67

a = Mean Y - b* (Mean X) 23,423.40

Equation (Y = a + bX) Y = 23,423.40 + 16,129.67 *X

Subject Property X-value 1.37

Predicted Value Per Lot $45,514.75

Number of Lots 80

PREDICTED VALUE 3,641,180

Minimum $3,494,178 (One standard error)

Maximum $3,788,182 (One standard error)

Coefficient of Correlation 0.9955

r = sum (xy)/ SQRT (x2*y2)

Coefficient of Determination (r2) 0.9909
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variance analysis with particular reference 

to the ‘% variance’, the Standard Error of 

the Estimate and the COV.

This analysis was performed where 

SOLVER was asked to minimise the 

value of the COV, by varying the 

attribute weightings.  To do this the 

computer has generated different 

combinations (by iteration @ 30,000 

equations per minute) of the weights 

based on the scores and hence found the 

combination of weights that provides the 

smallest COV.

The valuer could now reach a valuation 

conclusion; however, one of the 

limitations of regression is the need for a 

large number of cases (n) of comparable 

sale properties. 

Consider the standard measures of 

dispersion. In the case of a single variable 

(k), the divisor in the Standard Deviation 

equation is n-1 (n = number of cases 

or comparable sales), and that where 

there are two or more variables such as 

in this analysis, the Standard Error of the 

estimate using n-k, the divisor is n-2 = 

6 in this case of eight sale properties. In 

Statistics this adjustment by ‘k’ calculates 

the ‘degrees of freedom’.

If we can use a single variable and still 

retain all of the information then such 

an approach should be considered. We 

can use the Standard Deviation and 

the divisor will be n-1,in this case = 7. 

Consider if you have only four or five 

sales. Regression works best when there 

are a large number of comparables.

This leads us to consider the Mean Points 

Score model.

Residuals Analysis

Sale # 1 2 3 4 5 6 7 8 9 10 Total

X - (Points Score) 2.92 2.48 4.96 1.32 3.15 1.87 2.10 3.10 NA NA

Y - Actual Price Per Lot 71875.00 60833.33 101923.08 43571.43 75925.93 53012.05 58653.85 75000.00 NA NA

Y - Predicted 70527.01 63474.78 103496.65 44729.07 74177.92 53631.35 57295.60 73462.28 NA NA

d - Difference (Residuals) 1347.99 -2641.44 -1573.57 -1157.64 1748.00 -619.30 1358.25 1537.72 NA NA

d2 1817082 6977224 2476136 1340125 3055516 383535 1844833 2364570 NA NA 20,259,024

% Variance (from Actual) 1.88% -4.34% -1.54% -2.66% 2.30% -1.17% 2.32% 2.05% NA NA

Standard Error of Estimate  

S = SQRT(sum(d2)/(N-2))

1837.53  

per lot

Coefficient of Variation 4.04%
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b.   Mean Points Score

1. Divide the $ unit of comparison value 

for each sale property by the point 

score for that property. 

    This produces a $ value or price per 

unit per point.

2. Calculate the mean and the standard 

deviation of this new variable

3. Multiply the point score for the subject 

by the mean of the $/unit/point

4. Multiply the subject property $ unit of 

comparison by the subject’s number of 

units of comparison to give the value 

or price prediction.

5. Quality measures

a.  Calculate the Standard Deviation 

of the full prices (SD), and use this 

to construct a preliminary range 

based on one SD each side of the 

predicted value.

b.  Calculate a Coefficient of Variance 

(COV) where COV= SD / subject’s 

price per unit, or Coefficient of 

Deviation (or Dispersion) – see 

below.

c.   Carry out variance or residuals 

Mean quality points method

Sale # 1 2 3 4 5 6 7 8 9 10 Subject

Total Points Score 2.87 2.25 4.87 1.45 2.66 1.94 2.22 3.14 0 0 1.70

Price per m2 per 

point

25,067.01 27,043.40 20,932.87 30,140.24 28,556.72 27,341.65 26,464.83 23,910.47 0 0 ?

Average Price per 

lot per point

$26,182.15

Standard 

Deviation

$2,864.31

Coefficient of 

Variation

10.94%

(Standard Deviation/Mean)

Subject Valn Calc. 

Average Price Per 

m2 per point

$26,182.15

Point Score 1.70

Predicted Value 

Per Lot

$44,601.80

Number of Lots 80

Predicted Value $3,568,144

Minimum $3,177,791 (One standard deviation)

Maximum $3,958,497 (One standard deviation)

Variance Analysis

Sale # 1 2 3 4 5 6 7 8 9 10

Points Score 2.87 2.25 4.87 1.45 2.66 1.94 2.22 3.14

Number of Lots 32 54 26 56 54 83 52 40

Predicted Value 

Per Lot

75072 58895 127482 37849 69612 50763 58027 82125

Predicted Value 2402318. 3180382. 3314532. 2119573. 3759073. 4213405. 3017421. 3285023.

Actual Sale Price 2300000. 3285000. 2650000. 2440000. 4100000. 4400000. 3050000. 3000000.

Variance or 

Residual 

102318 -104617 664532 -320426 -340926 -186594 -32578 285023

% 4.4% -3.2% 25.1% -13.1% -8.3% -4.2% -1.1% 9.5%

Exhibit 8:  Mean Quality Points analysis

AUSTRALIA AND NEW ZEALAND PROPERTY JOURNAL   DECEMBER 2009   253



analysis, by applying steps 3 & 4 to 

the sale properties. 

d.  Examine the residuals for magnitude 

in both absolute and % terms 

and calculate a Mean Absolute 

Deviation.

e.  Examine the residuals for a pattern 

as before.

Case study con’t.

Exhibit 1 & 2 requires no change.

However SOLVER is now set to minimise 

the value of the COV for this new model 

using $/unit/point.

Exhibit 8 sets out the results where the 

mean quality points are optimised.

This shows the predicted value to be 

$3,568,144. The preliminary range 

is based on a Standard Deviation of 

$389546 (rounded).

The quality statistics are then presented.

The next major step is to determine 

which of the two models is the best.

Exhibit 9 provides a comparison table of 

the key results taken from each of the 

two calculations based on the method 

being optimized.

After reviewing both model outputs, and 

ultimately on the basis of the much lower 

COV of the regression optimised model, 

the valuer adopted the central tendency 

as his prediction, $ 3,641,180. 

Note that while the r2 is very high, the 

residuals are significant in two cases. 

However, the valuer felt that a conclusion 

could now be reached and a range based 

the Standard Error of the Estimate (in 

this case as the two variable regression 

model has been adopted) reported with 

the ‘predicted value’ being the central 

tendency of that range.

The Mean Absolute Deviation, not shown 

in this spreadsheet, for the optimised 

regression was $1,497 and for the 

optimised mean quality points $2,482.

There are two other statistics worthy of 

brief comment here. 

1.  Coefficient of Variation (COV) and 

Coefficient of Dispersion (COD). Where, 

in valuation:

 COV = Standard Deviation (or 

Standard Error of the Estimate) / Mean 

(Subject’s predicted sale price).  

 COD = Mean Absolute Deviation (or 

Dispersion) / Mean, Median or Mode 

(Subject’s predicted sale price).

Both these measures convert an absolute 

measure to a relative one for ease of 

comparison between different outcomes. 

The COD is more suited to situations 

where there are fewer than, say 25 cases 

or comparable sales, and is a simpler 

statistic using whichever central tendency 

Comparison

Mean Quality Points Regression

Minimum Value $3,177,791 $3,494,178

Predicted Value $3,568,144 $3,641,180

Maximum Value $3,958,497 $3,788,182

Range (Maximum to Minimum) $780,707 $294,004

Range as % of Assessment 21.88% 8.07%

Coefficient of Variation 10.94% 4.04%

BASED ON THE ABOVE, REGRESSION IS PREFERRED METHODOLOGY

Exhibit 9:  Comparison between Regression and Mean Quality Points Models measure is chosen. However, COV is 

generally considered adequate overall. 

Given the ease of computation it is the 

author’s view that more statistics in the 

output is better than less. The important 

issue is to have an understanding of the 

information that each is offering in the 

evaluation of the models.

2.  Standard Error of the Prediction

The Standard Error of the Estimate, 

like the Standard Deviation, is a sort of 

average measure overall.

Depending where the subject property 

lies, say in the case of simple regression, 

along the line-of-best-fit, so will the 

impact of drawing a statement of variance 

or a range be influenced – the Standard 

Error has the same value at both ends of 

the value range.

The Standard Error of the Prediction in 

regression, like the Standard Error of the 

Mean, refers to the variance around a 

specific figure, in this case the predicted 

value or price. This is technically more 

correct. Hence the term “preliminary 

estimate” of the range is, in this article, 

where the Standard Error of the Estimate 

is used to produce a range around the 

predicted value.

The Case for the Quality 
Point approach 

This is one way of looking at Market 

Comparison. The price/unit/point method 

is a way of equating a variety of different 

attributes where, on any one element, 

the valuer could not find any or sufficient 

market support for adjusting at $/lot, $/

area or $/building area. 

The objective of most valuations is 

to answer the question “What will 

somebody pay for the subject?”

The ultimate test is to minimise the 

dispersion between the estimated sales 
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prices and the actual sales prices for each 

of the comparables.

If the model reasonably predicts the price 

at which any one of the comparables 

would sell, then the inference is that it 

should reasonably predict the price at 

which the subject itself would sell.

Most valuers probably do not go back 

and say “if the same logic is used on 

the actual sales then we would have 

predicted the following price” – but this is 

the ultimate test of the model.

It is not whether buyers really do assign 

a weight of 25% to that factor ; it is not 

whether buyers really do have a 1 – 3 – 5 

score in mind for each attribute, nor that 

the most probable buyers will all have 

the same attributes in mind. The whole 

objective of inference is whether, in fact, 

the predicted price is very close to the 

actual transaction, and so a system is 

needed that not only looks forward to 

the subject property, but also one that 

must allow the valuer to repeat the same 

logic process on the properties that have 

sold in order to see how reliable it was in 

those cases.

While the arithmetic has to be correct, it 

is not that which is significant. Ultimately it 

is the conclusion that is significant.

The same test applies to both models. 

It is interesting that some statistical 

packages such as Minitab automatically 

test back on the original Y values, and may 

also highlight those that have relatively 

large variances, say more than two 

standard errors.

None of the coefficients in regression 

(except perhaps for the first variable in 

Stepwise) have any real direct relation to 

how the buyer is thinking. It just works 

out that the sum of the computerisation 

in regression produces an answer that has 

the least-squares difference with what in 

fact is the real transaction price. 

This means that when using any inference 

of buyer behaviour we can use any 

model, but the objective is “does it 

reliably explain what happened in the 

past; because if it does, then we will 

assume it will reliably explain what will 

happen next”.

The critical test about a market 

comparison system is not only about the 

subject, but what it says the comparables 

would have sold for applying the same 

system.

The concern is about the dispersion 

of the predictions about each of the 

comparables before making a prediction 

about the subject.

There are other objective ways available 

to the valuer, particularly for the rating 

or mass valuer using automated systems 

and direct comparison such as the MKT 

COMP method also described by James 

Graaskamp during his 1984 Seminar 

tour. The Mkt Comp model is a direct 

comparison approach, where the valuer 

operates interactively with the computer 

model and relies on the application 

of Euclidian distance between the sale 

properties and each subject in a multi-

dimension form. Like the higher levels of 

MRA it is not intended to explore this 

any further here.

Completing the report

Having completed the analysis using 

the technique or model chosen, any 

adjustments that need to be made to the 

predicted value of price outcome due to 

any externalities should now be made. 

These might be made due to specific 

terms and condition, likely impact of any 

known bargaining positions, particular or 

likely political considerations and the like.

The next step is to test the model 

using another approach and to 

probably demonstrate, particularly in 

the investment case that the predicted 

price or value is rational. For example, 

in the case of an income property then 

the expected cash-flows need to be 

examined to at least determine solvency 

and the reasonableness of expected 

returns, i.e., will it work? Are they in line 

with market terms and conditions?

Finally, the value prediction is arrived at. 

This might often be on the basis of the 

central tendency of the output range, 

and the range and the terms of sale to 

be assumed. The range should be based 

on objective considerations such as 

differences in the terms and conditions 

of sale, the reliability of the data used and 

associated issues and not based solely on 

the preliminary and statistical range.

Conclusion

The report is the main medium of 

communication with the client and needs 

to be an appropriate answer to the 

question which has been asked, as well as 

the needs of the client in relation to their 

business decision. 

This two-part article has described the 

contents of a well structured report with 

Most valuers 
probably do not 

go back and say “if 
the same logic is 

used on the actual 
sales then we would 

have predicted the 
following price” 
– but this is the 

ultimate test of the 
model.
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a logical flow of relevant information 

leading to the adoption and application of 

an appropriate model specification and its 

application to the available data to solve 

the valuation question.

The valuation models examined are 

objective in approach and pragmatic in 

the use of the mathematical and statistical 

tools. These models can be tested for 

quality in prediction and are defensible. 

An understanding of the use of residual 

analysis enables the valuer to have a 

robust measure of the quality of his work. 

The ultimate key is to use the method, 

which under the given circumstance, 

consistently produces the best results. 

The models examined here are modern, 

using modern thinking and modern 

technologies.

It is intended to conclude this series of 

articles by providing a further example 

of the Quality Points method, further 

discussion of the construction of the 

scoring schema, issues to be considered in 

reporting a range of values and a model 

report outline. It is also intended to 

provide comment on the references used 

in this series which can of assistance to 

the valuer using the techniques covered 

by this two-part article, computer access 

to a library of highly regarded valuation 

reports, and to acknowledge those 

colleagues who assisted in the production 

of this series. 



Destroying
Coastal LandDestroying Coastal Land Values

Introduction

The predicted rise in sea level and 

associated increasing storm action over 

the next half century is colliding with 

settled property law for tidal properties, 

much of which is held on the eastern 

Australian coast by either local councils 

or in private ownership. Callaghan and 

Helman of the Centre for Coastal 

Management at Griffith University have 

examined severe storms events along 

the east coast since European contact in 

1770, and concluded there will be not 

only damage or destruction to beachfront 

properties, but the coastline will also be 

“changed forever”.1

While severe storms are cyclical, the 

duration of the cycle is extremely difficult 

to predict due to the “many factors 

involved”, according to Callaghan and 

Helman.2 Over the past 30 years they 

also observed that there have been “a 

relatively low number of storms”3 and 

that the worst storm period was in the 

1860s and 1870s causing permanent 

alteration to the coastline.

As a result, land use planners are already 

attempting to assess the effects of sea 

level rise and storm events on land 

potentially threatened. Vulnerability 

mapping is a critical tool in the 

development control process, and Harty 

observes that:

 …where existing land uses and 

development are identified as being at 

This paper was presented to the Joint Australian Property Institute 

(Victorian Division) and Spatial  Industries Business Association 

Seminar “Destroying Coastal Land Values”,  18 August 2009.

risk, new zones and development controls 

should be developed and applied to 

implement management actions to avoid 

and minimise impacts through strategies 

that protect or remove the risks from sea 

level rise.4

In mid 2009, the Australian Department 

of Climate Change released a report 

by Professor Will Steffen of the ANU 

Climate Change Institute which reported 

that faster change to the climate was 

occurring with more serious risk than 

anticipated:

 The climate system appears to be 

changing faster than earlier thought likely. 

Key manifestations of this include the 

rate of accumulation of carbon dioxide in 

the atmosphere, trends in global ocean 

temperature and sea level, and loss of 

Arctic sea ice.5 

Importantly, Steffen notes that faster 

climatic change has implications for sea 

level rise now expected at the upper end 

of projections by the Intergovernmental 

Panel on Climate Change (IPCC) of 

around 0.8m by 2100.6 However, he 

points out that sea level rises larger 

than the range of 0.5-1m, perhaps 1.5m 

“cannot be ruled out”.7 Even a modest 

rise of 0.5m which lies around the centre 

of IPCC projections may result in impacts 

which are quite remarkable:

 … the consequences can be surprisingly 

severe. Enhanced vulnerability to 

inundation of low-lying islands is a 

prominent example, but many coastlines 

John Sheehan

Deputy Director, Asia – Pacific Centre for 

Complex Real Property Rights, Adjunct 

Professor Faculty of Design Architecture 

and Building, University of Technology, 

Sydney,  Chair Carbon Property Rights 

Committee, Past President NSW Division, 

API,  

Director, Spatial Industries Business 

Association Australia.
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around the world, especially sandy 

coastlines, will be subject to increased 

erosion and will retreat landwards. One 

of the more dramatic consequences 

of modest increases in sea level is the 

disproportionately large increase in the 

frequency of extreme sea-level events 

associated with high tides and storm 

surges. A 0.5m rise in mean sea-level 

could cause such extreme events to 

occur hundreds of times more frequently 

by the end of the century … an event 

that now happens once every 100 years 

would be likely to occur two or three 

times per year.8

As regards storms and extreme events, 

Steffen does point out that it is difficult 

to ascertain whether these occurrences 

“have been increasing over the past 

several decades”9  due to quality and 

limited time sets. Nevertheless, the IPCC 

has found that even the lowest targets to 

reduce global greenhouse gas emissions 

by 50-85% below 2000 levels by mid-

century would still lead to sea level rises 

significant enough “to cover low lying 

island states”.10 Rajendra Pachauri, IPCC 

Chair, has raised the question whether 

“much greater regional detail on the 

impacts of climate change”11 should have 

been included in the IPCC research, other 

commentators such as Gwynne Dyer 

stating that:

... [s]ome scientists now believe that sea 

levels appear to be rising almost twice as 

fast as the [IPCC] report predicts.12  

Recently 15 Australian climate 

researchers wrote in a joint article about 

the increasing evidence of climate change 

stating that sea level temperature rises 

of 2-3 degrees Celsius (or greater) could 

see the Greenland ice sheet irreversibly 

decaying which from this one event could 

lead:

 … to a sea level rise of up to about 

seven metres13

In response to the threat of sea 

level rise, the Australian states have 

attempted to provide information to 

local government and development 

aspirants regarding adaptation to rising 

sea levels. However, unsurprisingly, there 

are cross-jurisdictional differences in sea 

level benchmarks which is of concern to 

property developers and owners dealing 

with insurance matters in particular :

 If property owners are made liable 

for the cost of sea level rise it is highly 

unlikely that insurance groups will 

continue to take on the risk. And if a real 

estate investment trust cannot insure its 

buildings, then the market value of the 

buildings is likely to fall significantly.14

Jane Hamilton, Professor of Accounting 

at La Trobe University, is currently 

researching the impact of climate 

adaptation on large ASX listed 

companies and has already reported 

that  environmental sustainability issues 

are increasingly being incorporated into 

risk-management procedures. Importantly 

she observes in respect of coastal lands 

as follows:

 … [a] less common example, although 

not outlandish, would be businesses 

with property situated in low-lying areas. 

“With a risk of the sea level rising, they 

have to take into account relocation 

costs.”15

Also, Hamilton concludes that such 

companies will need to change the 

standard of reporting which is currently 

“variable”16 obviously to meet the 

continuous reporting requirements of the 

ASX in particular. 

In 2008 the Victorian Coastal Council 

published the Victorian Coastal Strategy 

2008 which attempts to address 

prospective sea level rises of between 

0.4m and 0.8m by 2100, and the impact 

upon future development.17 Subsequently, 

in July 2009 the Victorian Climate Change 

Green Paper18 was released as the first 

step leading to the proposed release of 

a White Paper on climate change in late 

2009 and a draft Climate Change Bill.  The 

state’s planning system is a major tool 

for climate adaptation, with the Green 

Paper identifying sea level rises and storm 

events in particular for  “potential action”, 

stating:
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 Victoria’s planning system determines 

what land is suitable for particular uses 

and could act as a trigger to consider 

the climate change risks associated with 

new developments. To do this, planning 

provisions must be based on accurate 

and relevant information, clear  policies 

and robust standards in areas such as 

sea level rises, flooding ….19

Victoria’s natural ecosystems which are 

already stressed are at risk from the 

additional impact of climate change, and 

as regards coastal areas the Green Paper 

observes that:

... [c]limate change poses significant risks to 

the Victorian coast and managing these 

risks presents considerable challenges 

for the Victorian Government and local 

governments (which share responsibility 

for planning and managing natural 

and built assets on the coast) and for 

residents, businesses and communities. To 

make good decisions about the future of 

the coast, we need to better understand 

the potential impacts of climate change 

on key coastal and marine assets, water 

patterns biodiversity and ecosystems. 

We then need to translate this research 

into policy and planning approaches 

that address sea level rises and climate 

change risks, and into new approaches 

to managing key coastal and marine 

assets, water patterns biodiversity and 

ecosystems.20

In a similar vein, the NSW Department 

of Environment and Climate Change 

published in February 2009 a Draft Sea 

Level Rise Policy Statement21  setting 

benchmarks for sea levels in 2050 at 

40cm above 1990 mean sea levels and 

in 2100 at 90cm above 1990 mean sea 

levels.22 The Statement has been issued 

in part to guide local Government in 

assessing development applications, and 

states that:

 The Department of Planning will be 

preparing guidelines on how sea level 

rise should be considered in land use 

planning and development approval 

decisions by councils. This will also provide 

guidance to landowners, infrastructure 

providers and developers.23

However, NSW Deputy Premier Carmel 

Tebbutt has stated that “there will be 

no regulatory or statutory requirements 

to comply with the benchmarks”.24 

Coastal local government which bears 

the responsibility for assessing most 

development applications apparently 

regards the Statement as inadequate, 

with Mayor David James of metropolitan 

coastal Pittwater Council stating on 24 

February 2009:

 If there’s no support from the 

government, it leaves us damned if we 

do and damned if we don’t … if we 

approve something within the 40cm 

limit, we could be subject to damages if 

it subsequently floods or is eroded, but if 

we refuse it we can get carted off to the 

Land and Environment Court.25

Subsequently, on 18 July Mayor James 

issued a sobering assessment of the 

impact of sea level rises on the local 

Government area of Pittwater stating:

 [t]he impact of climate change on 

Pittwater is potentially significant, given 

the nature of our coastline with its many 

kilometers of soft shoreline. Current 

measurements from the National Tidal 

Centre show that Pittwater will be 

subject to sea level rise at the rate of 

1cm every three years.26

Unsurprisingly, the Australian Council 

of Local Government is pressing for 

“national legislation on planning and risk 

controls for local councils to address 

climate change”.27 The absence of 

mandatory compliance with the NSW 

Statement on sea level rise has resulted 

in pressure being placed by the Sydney 

Coastal Councils Group on the State 

Government for a State Environmental 

Planning Policy to provide certainty and in 

particular to provide:

 … clear guidance on how sea level 

rise benchmarks, as well as other 

climate change considerations, are to be 

implemented by councils in their planning 

and development assessment process.28

Sadly, the response of state and local 

governments to prospective sea level rise 

and storm events remains inadequate, 

explained in part by concern that much 

existing development along the Australian 

coast is of very high value. If future ‘green 

field’ development or redevelopment 

of existing properties is constrained or 

even denied, claims for compensation 

and subsequent litigation are an obvious 

concern for government. Nevertheless, 

the NSW Statement attempts to offset 

any such claims through the following 

disclaimer:

 Coastal hazards and flooding are natural 

processes and the Government considers 

that the risks to properties from these 

processes appropriately rest with the 

property owners, whether they be public 

or private. This will continue where these 

risks are increased by sea level rise. 

Under both statue and common law, 

the Government does not have nor does 

it accept specific future obligations to 

If there’s no 
support from the 

government, it 
leaves us damned if 
we do and damned 

if we don’t
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reduce the impacts of coastal hazards 

and flooding caused by sea level rise on 

private property.29

Conversely, recent doctoral research by 

Michael Hiatt30 at the Duke University 

School of Law suggests that long settled 

property law particularly the common 

law doctrine of erosion and accretion 

will need to be revised to accommodate 

the impending collision between climate 

change and tidal private property. Hiatt 

points out the anticipated sea level rise 

will present hitherto unknown challenges 

to property law, especially where:

 … vast amounts of private lands that 

are submerged by the ocean … have 

become tidal lands and waters subject to 

a public trust …31

Hiatt also notes there is an urgent 

need to address outdated concepts of 

property law given that a 1m increase in 

sea level would result in approximately 

25,000 square miles (64,750sq.km.) of the 

lower 48 US states being submerged in 

the next century. However, he observes 

that population, property investment and 

values in coastal areas have continued 

to rise rapidly regardless of the sea level 

threat.32

Finally, Hiatt observes that the Fifth 

Amendment of the American Constitution 

which requires just compensation to 

be paid when private property rights 

are extinguished never contemplated 

the effect of climate change.33 The 

Australian Constitution at s.51(xxxi) sets 

out similar guarantees of compensation 

when private property rights are 

commuted, but the colonial drafters of 

the 1890s would  similarly never have 

envisaged climate effects. Hiatt raises the 

tantalising prospect of whether increasing 

inundation of tidal private property could 

be construed as a Government taking 

invoking the payment of compensation.

The notion of climate related 

compensation will doubtless arise in 

some future litigation in Australia. The 

issue to be decided will be whether 

there is a passive acquisition of private 

property rights over time as envisaged in 

the common law principle of erosion, or 

whether  state and/or local government 

has acted in a manner which has at least 

partially caused climate change and hence 

erosion.

Arguably, owners of private property 

along the Australian coast must have 

already garnered an anticipation that 

some or all of their land may become 

submerged over time through sea level 

rise and increased storm events. If so, 

the potential inundation of these lands 

is merely a reasonable expectation and 

risk of ownership of such lands, and 

hence compensation may be unavailable. 

Conversely, the increasing intersection 

between climate change and property 

law may result in innovative jurisprudence 

to ameliorate unanticipated impacts on 

private property rights and hence values.

Interestingly, the Victorian Climate Change 

Green Paper recognises the role of the 

private sector in climate adaptation and 

identifies insurance and “the protection 

of private property” are areas where the 

private sector:

 … is generally best placed to manage 

climate change risks.34
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Requirements under 
Australian Accounting 
Standard AASB 3 – 
Business Combinations

AASB3 Business Combinations was 

developed in July 2004 as the equivalent 

to International Financial Reporting 

Standard 3. It is applied to all business 

combinations occurring in reporting 

periods after 1 January 2005. 

The objective of AASB3 is to ensure the 

reliability and comparability of information 

provided by a reporting entity in its 

financial statements about a business 

combination. Where a business acquires 

or is merged with another business, the 

acquirer has to account for the assets 

and liabilities of the acquiree at their fair 

value1 as of the acquisition date and the 

total purchase price paid allocated to 

the underlying assets and liabilities in a 

manner that reflects their fair value.  

AASB 3 specifies the financial reporting 

by an entity when it undertakes a 

business combination. A business 

combination is defined in AASB as a 

“transaction or other event in which an 

acquirer obtains control of one or more 

businesses”.2 AASB 3 specifies that 

all business combinations should be 

accounted for by applying the acquisition 

method.

Applying the acquisition method involves 

the following steps:

identifiable assets acquired, the 

liabilities assumed and any non-

controlling interest in the acquiree; and

a gain from a bargain purchase.

The steps of the acquisition method are 

provided below.

Understand the 
transaction

The acquirer is defined in AASB3 as 

“the entity that obtains control of the 

Summary

Much of the work undertaken by the professional plant & 

equipment valuer with an accounting focus is in the area of business 

combinations. Central to corporate development globally is the 

accuracy of financial results and the value of a company’s core 

business assets. Valuations are required for a variety of purposes 

including purchase price allocations for acquisition accounting, tax 

consolidation and stamp duty. Valuation disciplines involved with the 

above include business, intangible, brand, real estate as well as plant 

& equipment.

Plant and
Equipmen
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has undertaken valuations throughout 

Australia, Asia, Africa and South America 

assisting clients with independent 

valuations to support their positions on 

purchase price allocation, stamp duties, 
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other tax and financial related issues.

Plant and equipment valuation in  

business combinations
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acquiree”.3 Usually, the acquirer can be 

identified due to the level of control it 

has to govern the financial and operating 

polices of the other entity, or if it acquires 

more than one half of the voting rights 

of the other entity. Sometimes however, 

it may be more difficult to identify the 

acquirer. In these cases, the acquirer 

may be the entity which has a greater 

fair value in the combination, or if the 

management of one of the combining 

entities dominates the new management 

team of the combined entity. AASB127 

– Consolidated and Financial Statements 

can be used to provide guidance in the 

identification of the acquirer.

AASB3 states that the purchase price of 

the business combination is the aggregate 

of the fair values, at the date of exchange 

of assets given, liabilities incurred or 

assumed, and equity instruments issued 

by the acquirer, in exchange for control 

of the acquiree; plus any costs directly 

attributable to the business combination.

The purchase price allocation 
process – allocating cost of 
business combination to the 
assets acquired and the liabilities 
and contingent liabilities assumed

The purchase price allocation (PPA) 

process is shown in Figure 1.

As at the date of acquisition, the acquirer 

has to allocate the cost of the business 

combination by recognising the acquiree’s 

identifiable assets, liabilities and contingent 

liabilities at their fair value. Historically, 

acquirers have commonly adopted the 

acquiree’s net book value as their opening 

values or acquisition cost, however 

the acquisition method involves the 

recognition of all assets and liabilities at 

their fair value as at the acquisition date 

as net book value is unlikely to meet the 

measurement requirements of cost and 

fair value.

Fair value is defined by the International 

Financial Reporting Standards as: “The 

amount for which an asset could be 

exchanged or a liability settled between 

knowledgeable willing parties in an arm’s 

length transaction.” 4

AASB 116 Property, Plant and Equipment 

provides some guidance as to how 

fair value for tangible assets should be 

measured. It states the following:

“The fair value of land and buildings is 

usually determined from market-based 

evidence by appraisal”5 and

“The fair value of items of plant and 

equipment is usually their market value 

determined by appraisal.” and “If there 

is no market-based evidence of fair value 

because of the specialised nature of the 

item of property, plant and equipment and 

the item is rarely sold, except as part of a 

continuing business, an entity may need to 

estimate fair value using the income or a 

depreciated replacement cost approach.”6

Whilst not a requirement of accounting 

Figure 1
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standards, valuations that are required 

to establish the fair value of tangible 

assets for allocation should preferably 

be undertaken by qualified valuers, 

specialised in either plant and equipment 

or real estate. The valuers should ideally 

be accredited by an industry specific body, 

such as the Australian Property Institute, 

the American Society of Appraisers 

or the Royal Institute of Chartered 

Surveyors in the United Kingdom.

Valuation methodologies 
– plant & equipment

Tangible assets should be valued based on 

the appropriate application of the income, 

market, and cost approaches. Although all 

three approaches should be considered 

in a valuation analysis, the fact pattern 

surrounding the acquisition, the nature of 

the assets, and the availability of data will 

dictate which approach, or approaches, 

are ultimately utilised to calculate the 

value of the tangible asset. The three 

approaches are detailed below.

Market approach

The market approach measures value 

based on what other purchasers in the 

market have paid for assets that can be 

considered reasonably similar to those 

being valued. When the market approach 

is utilised, data is collected on the prices 

paid for reasonably comparable assets. 

Adjustments are made to the comparable 

assets to compensate for differences 

between those assets and the asset being 

valued. The application of the market 

approach results in an estimate of the 

price reasonably expected to be realised 

from the sale of the asset.

In practice, sales prices, especially for 

intangible assets and specialised tangible 

assets, are rarely available since these are 

typically transferred as part of the sale of 

a business, not in piecemeal transactions. 

Furthermore, because many assets are 

often unique to a particular enterprise, 

a comparison between enterprises is 

difficult.

For these reasons, it is often problematic 

to apply the market approach for 

the valuation of intangible assets and 

many specialised tangible assets. It is 

however typically used for assets that are 

commonly traded in the market such as 

certain real property assets, general plant 

and equipment, motor vehicles, etc.

After analysing the comparable sales, it 

can be seen that sale numbers 2 and 3 

most closely match our subject asset. 

The next step is then to compare those 

sales to the subject asset for example, 

in terms of condition, location and 

market conditions at the time of sale, 

and accessories purchased with the 

subject asset. Adjustments then have to 

be made to the sale prices of sales 2 and 

3, e.g. for sale 2, the price would have 

to be adjusted downwards as the unit 

has only done 1,200 hours compared to 

our subject’s 1,400 hours, while the sale 

price of unit 3 would have to be adjusted 

upwards to compensate for the difference 

in condition between the subject asset 

and the comparable sale. This would give 

us a hypothetical value of approximately 

$900,000 for our subject asset. The valuer 

should also consider value adjustments 

necessary on the comparable sale 

resulting from the cost of acquiring the 

asset. These could include the cost of 

capital (which varies over time depending 

on the condition of the debt and equity 

markets), freight considerations, and in 

some circumstances, installation costs.  

Whilst the adjustments of the sales 

prices are subjective (and in this case 

theoretical), the valuer can demonstrate 

that he/she has investigated relevant 

market transactions.

Income approach

The income approach focuses on the 

income-producing capability of the 

identified asset. The underlying premise of 

Example of market approach valuation

In this example, we 

have a hypothetical 

subject asset of a D9 

dozer.

Subject Asset – 2006 

Caterpillar D9T with 

1,400 hrs in very good 

condition.

Sale Date of 

Sale

Model Manufacture 

Year

Hours Condition Sale Price

1 4/08 Cat D9T 2007 800 Very good $1,100,000

2 3/08 Cat D9T 2006 1,200 Very good $950,000

3 4/08 Cat D9T 2006 1,400 Good $870,000

4 4/08 Cat D9T 2006 2,000 Poor $750,000

5 3/08 Cat D9T 2005 1,800 Good $790,000

Comparable Assets
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this approach is that the value of an asset 

can be measured by the present worth of 

the net economic benefit (cash receipts 

less cash outlays) to be received over 

the life of the asset. The steps followed in 

applying this approach include estimating 

the expected after-tax cash flows 

attributable to the asset over its life and 

converting these after-tax cash flows to 

present value through “discounting”. The 

discounting process uses a rate of return 

that accounts for both the time value of 

money and investment risk factors. Finally, 

the present values of the after-tax cash 

flows over the life of the asset are totalled 

to arrive at an indication of fair value.

Discounted cash flow and capitalisation 

approaches are commonly used to 

determine the fair value of intangible 

assets and of income producing real 

property assets such as commercial office 

buildings, etc.

The income approach is generally 

not considered to be appropriate to 

determine values for plant & equipment 

assets because it is not usually feasible 

to attribute income to an individual 

property unit or the units of equipment 

that constitute an operating entity, since 

the assets contribute to earnings only in 

concert with all other economic factors 

of the business.

Cost approach

In valuing tangible assets, the cost 

approach relies on the principle of 

substitution and recognises that a prudent 

investor will pay no more for an asset 

than the cost to replace it new with an 

identical or similar unit of equivalent utility. 

Under this approach, the fair value of an 

asset is determined by reference to the 

reproduction or replacement cost new of 

modern equivalent assets, optimised for 

over-design, over-capacity and redundant 

assets, and adjusted to reflect losses in 

value attributable to physical depreciation 

and obsolescence.

It is important that the valuer 

understands the difference between 

replacement cost and reproduction 

cost. The replacement cost is the 

current cost of a similar asset having the 

nearest equivalent utility as the asset 

being appraised. Replacement costs are 

calculated by obtaining the new cost of 

the asset from suppliers with additional 

direct and indirect costs being added. 

Examples of direct costs include material 

costs such as foundations, the asset itself, 

the labour costs associated with the 

installation of the asset, and also additional 

costs such as freight and handling. 

Added to this are the indirect costs, 

such as engineering design, procurement, 

construction insurance, finance costs and 

other professional fees as applicable.

Reproduction cost is the current cost of 

reproducing a new replica of the asset 

being appraised using the same, or closely 

similar materials. They can be found using 

the above method, but can also be found 

by using trending techniques which reflect 

the movement of price over time applied 

to the asset’s historical cost and cost to 

capacity calculations.

In order to reflect the loss in value 

attributable to physical deterioration 

and obsolescence in the assets valuers 

adopt various depreciation profiles. The 

depreciation methods considered typically 

include straight-line, diminishing value and 

direct market comparison profiles. 

Straight-line depreciation is typically used 

for structural and infrastructure type 

assets, where only physical obsolescence 

is considered to have an impact on value.

The diminishing value depreciation profile 

is typically used for assets that diminish in 

value due to two or more obsolescence 

factors. Valuers also endeavour to adopt 

depreciation profiles that reflect typical 

market behaviour having regard to the 

appropriate life and residual value.  The 

forms of obsolescence that should be 

considered are:

service potential consumed compared 

to the service potential remaining in 

the asset as a whole.

from changes in the design and 

materials of construction of currently 

available assets. As manufacturing and 

construction techniques improve and 

lower cost materials become available, 

it becomes possible to construct assets 

with equivalent or improved output 

at lower cost levels. This form of 

obsolescence is particularly apparent 

in new or emerging technologies and 

is reflected in the calculation of the 

replacement cost new having regard 

to the lowest cost modern equivalent 

assets.

from changes in the design and 

materials of construction of currently 

available assets; however the impact 

on value is measured by reference to 

changes in operating costs rather than 

reductions in capital costs.

external economic factors. It is defined 

as the impairment of desirability or 

useful life arising from economic 

forces, such as changes in optimum 

use, legislative enactments that restrict 

and impair the right to use the assets 

for their intended use, and changes in 

supply and demand relationships.

Although the standard declining and 

double declining balance profiles are 

the mathematical curves often used by 

valuers (as they are offered as a work 

function in Mirosoft Excel), they are not 

the only declining balance curves available 
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and should not be used exclusively 

as they may not reflect the market 

profile of the asset.  The valuer needs 

to research the market in which the 

subject asset sits and analyse the forms 

of obsolescence affecting the asset and 

adopt a curve depreciation profile which 

is a best fit for the market.  Depending 

on the aggressiveness of depreciation 

in the subject market, (which takes into 

consideration all forms of obsolescence) 

the appropriate curve may well be a 

variance to the “standard” declining or 

double declining profiles. For example, the 

profile which is a best fit for the market 

may well be 0.5, 1.5 or 5 times declining 

balance.

In order to highlight the various declining 

balance profiles available, we will value 

the same D9 dozer used in the market 

approach example provided above and 

apply various depreciation profiles.

Subject Asset –  
2006 Caterpillar D9T

Current (2009)  

Replacement Cost  ..................... $1,225,000

Estimated Economic Life  .............. 15 years

Age  .............................................................. 3 years

Remaining life ....................................... 12 years 

Residual Value  ..................................  adopt 5%

Using the variables above, several 

depreciation curves can be plotted 

(Figure 2) in order to assist with valuing 

the asset using the DRC basis.

The following depreciated replacement 

cost values are calculated for the 

three-year-old asset using four different 

depreciation profiles.

Straight line  .......................................  $995,000

Declining balance  ..........................  $675,000

Double declining balance  ..........  $800,000

Varying balance  

(1.5x declining balance)  .............  $890,000

The valuer needs to undertake 

research into the market and review 

sales evidence in order to assess the 

depreciation profile which most closely 

matches the actual depreciation profile 

of the market.  In the example above, if 

research indicated that previous sales for 

a similar asset included a seven-year-old 

D9 dozer for $600,000, a nine-year-old 

for $410,000 and an 11-year-old model 

for $315,000, the valuer would then plot 

those values and use their judgement 

to establish a profile which most closely 

fits the sales.  The more sales evidence 

available, the higher the chance that a 

close fit can be established between 

the market and a curve derived by the 

valuer.  In this example, based on the 

sales evidence, the 1.5 x declining balance 

profile most closely matches the market 

for D9 dozers.  Therefore, in the absence 

of comparable sales evidence for a three-

year-old D9, the valuer could adopt a 

value of approximately $890,000.

When using the cost approach we note 

that International Valuation Standards 

require that:

 “In reporting the value the valuer 

shall identify the valuation method as 

depreciated replacement cost noting that 

the value can only be adopted in the 

accounts of the entity if the relevant test 

of either adequate profitability or service 

potential is applied and met. (IVS GN8 

clause 5.12.2)”7

The test of adequate profitability is the 

final step in the application of the cost 

approach and is required to identify 

and measure economic obsolescence. 

Economic obsolescence is defined as the 

loss in value or usefulness of a property 

caused by factors external to the asset. 

Because economic obsolescence is usually 

a function of outside influences that 

affect an entire business, it can best be 

measured using the income approach or 

by comparing the value of the enterprise 

or cash generating unit (“CGU”) as 

a whole with the values allocated to 

the assets and liabilities used by that 

enterprise or CGU to generate cash 

flows.

Other methods of depreciation that may 

be considered by valuers include units-

of-production based methods, sum-of-

the-years-digits depreciation and Iowa 

survivor curves.

The units-of-production depreciation 

method is based on a production unit or 

hours used. For example, if an asset has 

a life of 10,000 hours with an acquisition 

cost of $50,000 and a 5% residual value 

Figure 2
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(thereby making the depreciable amount 

$47,500), the depreciation cost per unit is 

$47,500/10,000 which equates to $4.75 

per unit. The depreciation of an asset may 

vary in each accounting period, depending 

on the amount of units produced or 

hours that the asset was utilised in any 

given period.

When using the sum-of-the-years digits 

method, annual depreciation is calculated 

by multiplying the depreciable cost by a 

schedule of fractions. For example, if an 

asset cost $50,000 with a residual value 

of 5% and a life of five years, you firstly 

calculate the sum-of-the-years digits, i.e. 

15 (5+4+3+2+1). Depreciation rates 

are then calculated as 5/15 x $47,500 

for the first year, 4/15 x $47,500 for the 

second year, and so on, to 1/15 x $47,500 

for the final year. Sum-of-the-years 

digits depreciation is a methods used in 

accounting depreciation.

In other markets (generally North 

America), some valuers adopt “Iowa” 

depreciation profiles. These depreciation 

profiles were developed at the Iowa 

State College through a process of 

observations and classifications of the 

ages at which industrial assets were 

retired. Depreciation rates of an asset are 

calculated depending on the percentage 

of assets surviving at a given retirement 

age. There are many different types of 

Iowa curve available for use. The type of 

curve most appropriate to use depends 

on when the greatest frequency of 

retirements is expected to occur for a 

given class of assets.

The Iowa depreciation curves are 

classified as follows:

occur at age less than the normal 

useful life;

retirements occur at ages equal to 

normal useful life; and

occur at an age greater than the 

normal useful life.

Furthermore, each of the modal curves 

in Figure 3 are split further into a number 

of more defined curves. For example, 

within the right modal family, there are 

five curves (R1 to R5) with depreciation 

profiles as shown in the chart below.

Unlike the diminishing value method, a 

residual value (value expected for an 

asset at its retirement) is not ascribed. 

The R3 curve is the most common curve 

adopted, as it is statistically in the middle 

of the five right modal curves. When 

selecting the curve to adopt, the nature 

of the assets needs to be considered. 

For example, with capital intensive, 

low technology manufacturing assets, 

a reasonable proportion of assets may 

remain in service beyond the normal 

useful life, thus a right modal curve would 

be selected. The R3 curve assigns a longer 

life than the R2 curve, and thus assigns 

a greater value to newer assets, whilst 

assigning less remaining life to older assets.

The decision of which of the above 

depreciation profiles to apply should 

ideally be made by the valuer during the 

scope of work discussion. The method, 

or methods, chosen will depend on 

the type of assets being valued and the 

information that is available.

Assessment of  
remaining useful lives

One of the factors impacting on the 

accuracy of a valuation is the effective life 

adopted for a particular asset or asset 

class. The effective useful life of an asset is 

the estimated life of the asset, assuming 

continued use in its present function, 

as part of a continuing and ongoing 

profitable business. It is considered to 

be at the end of its useful life when 

operating and maintenance costs exceed 

its actual profitability.

The standard and frequency of 

maintenance is a significant factor in the 

determination of the effective lives of 

assets. Generally, a regularly maintained 

asset will have a greater effective life than 

an identical asset that is inadequately 

maintained.

The normal useful life of an asset used 

for calculating fair value may (will likely) 

be different to the tax or accounting lives 

used to calculate tax or written down 

Figure 3: Iowa Right Modal survivor curves8 
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values. Normal useful life used by valuers 

is the estimated number of years that 

an asset will actually be used before it is 

retired from service. An asset’s normal 

useful life may be longer than its tax or 

accounting life.

Consistent with commonly accepted 

valuation practice, remaining lives of 

certain asset classes located on leasehold 

premises should be limited by the 

remaining lease term. For example, life 

of mine operations will have an effect on 

the remaining useful life of an asset, and 

hence its fair value.

Goodwill calculations

assets on fair value adjustments

goodwill

Generating Units

It is important for there to be interaction 

between the experts responsible for the 

tangible and intangible asset valuations as 

their combined values must fit within the 

enterprise value of the combined entity. 

Any excess between the cost of the 

business combination and the acquirer’s 

interest in the net fair value of the 

identifiable assets, liabilities and contingent 

liabilities should generally be treated as 

goodwill.

Conclusion

When allocating the cost of a business 

combination, it is a requirement to 

establish the fair value of the tangible 

assets. As net book value does not 

always equate to fair value, a tangible 

asset valuation should be undertaken by 

qualified professionals with the values 

being allocated over assets in the fixed 

asset register.

Adopting net book value as a proxy for 

fair value instead of undertaking tangible 

asset valuations can significantly under- 

or overstate the value of a business 

enterprise.

Further, where values are also required 

for the purpose of establishing a tax 

cost base for the acquirer, valuable tax 

depreciation benefits may be foregone 

by the acquirer where values are not 

determined appropriately.

Notes

1 Fair value definition – “the amount for 

which an asset could be exchanged between 

knowledgeable, willing parties in an arm’s length 

transaction” – Australian Accounting Standards 

Board AASB 116 Property, Plant and Equipment 

July 2008, Definitions

2 Australian Accounting Standards Board AASB 3 

Business Combinations March 2008, Appendix A 

Defined Terms

3 Australian Accounting Standards Board AASB 3 

Business Combinations March 2008, Appendix A 

Defined Terms 

4 Australian Accounting Standards Board AASB 3 

Business Combinations March 2008, Appendix A 

Defined Terms

5 Australian Accounting Standards Board AASB 

116 Property, Plant and Equipment July 2008, 

Definitions

6 Australian Accounting Standards Board AASB 

116 Property, Plant and Equipment July 2008, 

paragraphs 32, 33

7 International Valuation Standards Eighth 

Edition 2007 - International Valuation Standards 

Committee

8 Condition-Percent Tables for Depreciation of 

Unit and Group Properties. Robley Winfrey,  Iowa 

State College, Engineering Experiment Station 

1942
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It was probably inevitable that Graeme 

Horsley would spend his professional life 

associated with real estate of one sort or 

another. After all, his father was among 

the first in the business in Auckland’s 

eastern suburbs, and while still at 

secondary school the young Horsley was 

already helping out by showing clients 

around properties.

That, he says, is where his love – or 

interest – in property came from. He 

went on to qualify as a valuer in 1965; 

then followed 24 years in public practice 

with the Northern Building Society, 

Harcourts, and the formation of Simpson 

Horsley Nyberg in the late 1970s before 

joining with Neil Darroch.

It was a conference in Melbourne in the 

early 1970s that proved something of a 

turning point for Graeme Horsley. “I came 

home from that after being indoctrinated 

into the world of global valuations,” he 

said. “Suddenly the world would open 

and all sorts of assets would need to be 

valued.”

One of his own milestones was the 

valuation of Lion Breweries – which he 

said was the first time a fee for valuation 

had gone past $1 million in New Zealand. 

“The whole office worked on it,” he 

recalled.

He then spent a period of 14 years 

through to 2004 as a partner in Ernst 

& Young New Zealand as national 

director of real estate within Ernst Young 

whole life  
real estateA whole life in real estate

This year’s New Year Honours list brought recognition for Graeme 

Horsley’s lifetime in and around the valuation and real estate 

professions when he was appointed a Member of the New Zealand 

Order of Merit. Now living in the Bay of Plenty, he continues his 

business life as an independent property consultant and professional 

director. He spoke to Peter Hamling.

Corporate Finance Ltd. “I had become 

interested in far more than just valuation 

of assets,” he said. It was period he clearly 

enjoyed – working on major corporate 

and public sector issues – and that he 

now looks back on with considerable 

affection.

There’s certainly not been any lessening 

of his workload in the last five years – 

including as it does such intriguing and 

diverse assignments as the valuation of 

23 historic lighthouses around the New 

Zealand coast, appraising specialised 

property such as power stations, energy 

distribution systems, TVNZ’s Avalon 

studios and even the New Zealand Police 

College.

He’s also built-up a huge knowledge of 

airports that has seen him advise on 

valuations and property strategies at 

several major New Zealand airports and 

others throughout Australia and as far 

afield as Malaysia. 

Then there’s been valuation and 

consulting assignments in the tourism and 

leisure sectors ranging from golf courses 

and ski fields to 5-star hotel properties 

in New Zealand and around the Pacific 

Rim; providing expert opinion to support 

litigation on valuation matters; providing 

his services as an arbitrator ; and his 

current appointment as an additional 

member of the High Court on land 

valuation proceedings.

Somewhat modestly he observed in the 

interview for this article that “I do seem 

to be in demand for expert opinion 

work”.

For much of his career Graeme has 

also been a prolific author on valuation 

and related matters, and he’s presented 

papers at industry conferences in many 

parts of the world. 

He’s certainly far from slowing down 

and also has several current government 

appointments and directorships that 

demand his time. Among these are his 

roles as deputy chairman of the Bay of 

Plenty District Health Board, chairman of 

Ngati Whatua o Orakei Corporation and 

directorships of the AMP New Zealand 

Office Trust management company, 

ING Medical Properties Trust and Trust 

Investments Management Ltd.

Then of course there’s been his long-

standing and continuing interest in the 

New Zealand Institute of Valuers, and 

more recently the Property Institute.  He 

was president of NZIV in 1985-1987 

and for 12 years was the institute’s 

representative of the International 

Valuation Standards Committee and its 

chairman between 1989 and 1993. His 

work for the institute led to him being 

made a Life Fellow in 1998.

Peter Hamling is the editor of 

Commercial Property New Zealand

Suddenly the world would 
open and all sorts of assets 

would need to be valued.
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Legal NoLegal Notebook
Recent cases, headline issues  
and new legislation

Dr John Keogh

Barrister at Law

Dr Keogh commenced practice at 

the NSW Bar in 1990 with a focus 

on property, planning, building and 

construction law and commercial 

matters and was awarded a law 

doctorate from UTS in 2000.

~ SUPREME COURT OF QUEENSLAND – COURT OF APPEAL ~ 

Beatle’s island paradise remembered in sub-lease litigation

Hamilton Island Enterprises Ltd v Boss & Ors (2009) QCA 229 (11 August 2009)

The main issue in this case was whether the 

trial judge erred in concluding that Hamilton 

Island Enterprises Ltd (“HIE”) acted 

unreasonably in withdrawing consent to 

the Respondents’ assignment of the subject 

lease.  The Court of Appeal, constituted by 

Fraser and Chesterman JJA and Wilson J, 

found that the trial judge had not erred.  

The facts

HIE as sub-lessor holds a Perpetual 

Country Lease over the whole of 

Hamilton Island, which is the second 

largest inhabited island of the Whitsunday 

Islands situated close to the east coast 

of Queensland. In 1984 HIE granted a 

sub-lease over an area of 2.26 hectares 

of the island to former member of the 

Beatles, Mr George Harrison. The sub-

lease was for 94 years with a 99-year 

option and Mr Harrison built an exclusive 

waterfront house on the property called 

“Letsbeavenue”. 

Mr Harrison passed away in 2001 and the 

sub-lease was assigned to the Trustees 

of the Estate (“the Trustees”). The sub-

lease was replaced by a new sub-lease 

in 2007, which was substantially on the 

same terms but with a slight adjustment 

to the boundaries. The new sub-lease 

runs for approximately 70 years with 

an option to extend the sub-lease for a 

further 99 years (12 September 2007 

to 31 March 2078) and includes a clause 

that the Trustees cannot assign the sub-

lease without the written consent of the 

Minister and the sub-lessor. HIE cannot, 

however, “arbitrarily or capriciously” 

withhold consent. 

Clause 1.1(g)

“The Sub-Lessee hereby covenants and 

agrees with the Sub-Lessor:  

...

(g)(i) not to assign this Sub-Lease 

to any person or corporation 

whatever without first obtaining 

the written consents of both the 

Minister administering the Land 

Act 1994 and the Sub-Lessor 

 PROVIDED THAT the Sub-

Lessor’s approval shall not be 

arbitrarily or capriciously withheld 

in the case of an assignment to a 

person or persons or corporation 

who is or are acceptable to the 

Minister administering the Land 

Act 1994 and entitled to hold 

the Sub-Lease and who is or are 

financially sound and respectable 

(the onus of providing which shall 

be upon the Sub-Lessee) and 

who shall execute a Power of 

Attorney in the terms of Clause 

7 hereof and a covenant to be 

prepared by the Sub-Lessor’s 

Solicitors to be bound by the 

terms of this Sub-lease as if he 

were the Sub-Lessee herein 

named but no premium or fine 

shall be payable in respect of any 

such assignment. [my emphasis]
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Legal No
On 11 January 2008, the Trustees entered 

into a contract for sale of their property 

with Northaust for $8.5 million. HIE 

consented to the assignment upon the 

condition that Northaust would execute 

a Deed which would bind it to comply 

with an extensive set of regulations 

promulgated by HIE to govern the 

conduct of residents and others present 

on the island (“the HIE regulations”). 

Many property owners on the island 

had covenanted to comply with the HIE 

regulations but Mr Harrison and the 

Trustees had not. Northaust was not 

willing to bind itself to comply with the 

regulations, resulting in HIE withholding its 

consent to the assignment. 

The trial judge’s finding

The trial judge held that HIE’s refusal 

to consent to the assignment was 

unreasonable pursuant to s121(1) of the 

Property Law Act 1974 (Qld) and that the 

Trustees were entitled to assign the sub-

lease to Northaust without HIE’s consent. 

The Trustees subsequently assigned 

the sub-lease to Northaust, were given 

the Minister’s consent to transfer, and 

registered the assignment pursuant to the 

Land Act 1994 (Qld). HIE appealed the 

trial judge’s decision, seeking an order that 

Northaust reconvey the sub-lease to the 

Trustees. 

The Court of Appeal 
findings

The Court of Appeal resolved the issue 

in this case by analysing the effect of HIE’s 

regulations as compared with the terms 

of the sub-lease and a consideration of 

HIE’s reasons in withholding consent to 

the assignment unless Northaust bound 

itself to observe those regulations. The 

Court of Appeal held that, in resolving 

the current issue, it is not necessary to 

decide whether HIE’s refusal of consent 

was ‘arbitrary and capricious’ pursuant to 

clause 1.1(g) of the sub-lease. Rather, the 

issue was solved by applying s121 of the 

Property Law Act 1974 (Qld). The section 

contains a deeming provision that ensures 

consent is not unreasonably withheld.

Relevant legislation

Property Law Act 1974 (Qld) 

Section 121 - Provisions as to covenants 

not to assign etc. without licence or 

consent 

(1) In all leases whether made before 

or after the commencement of this 

Act, containing a covenant, condition, or 

agreement against assigning, underletting, 

charging or parting with the possession 

of premises leased or any part of the 

premises, without licence or consent, such 

covenant, condition, or agreement shall

(a) despite any express provision to the 

contrary, be deemed to be subject

(i) to a proviso to the effect that 

the licence or consent is not to 

be unreasonably withheld, but 

this proviso does not preclude 

the right of the lessor to require 

payment of a reasonable sum 

in respect of any legal or other 

expenses incurred in connection 

with the licence or consent ... 

[my emphasis]

HIE’s arguments

HIE argued that the initial 1984 sub-lease 

affects the construction of the sub-lease 

assigned to Northaust, the Court of 

Appeal did however reject this argument 

as: 

 [64] ...on the necessary objective analysis 

of the language of the sub-lease read 

in light of the context in which it was 

granted, the parties did not intend that 

the construction of the provisions of the 

sub-lease should be influenced by the 

contract for the grant of the lease.

 [65] The parties contracted for the 

grant of a sub-lease which was to be 

assignable by both parties. In view of 

the substantial length of the term of the 

sub-lease and the option, it was likely 

that at least the sub-lessee would in fact 

seek to assign the sub-lease. It was also 

likely that persons becoming sub-lessees 

or sub-lessors by assignment decades 

after the original grant of the sub-lease 

would have no knowledge, or at best an 

imperfect knowledge, of terms of the 

1984 agreement and the commercial 

object of those terms. Although the 

parties to that agreement must be taken 

to have known its terms and the relevant 

background, reasonable parties in their 

position must surely also be taken to 

have intended that the legal effect of 

the sub-lease would remain constant, 

regardless of the very long passage of 

time during the term of the sub-lease 

and regardless of any assignment of 

the sub-lease or the reversion. It seems 

objectively unlikely in those circumstances 

that the parties to the agreement 

contemplated that an assessment of 

the legal rights of subsequent assignees 

under the sub-lease might be significantly 

HIE sought to obtain 

a substantially 

more advantageous 

contractual position 

than that upon which 

it had insisted at the 

time of the grant
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influenced by the antecedent agreement.”

The Court of Appeal referred at [67] to the analogous 

considerations of Gleeson CJ, Gummow, Kirby, Hayne and 

Heydon JJ in Westfield Management Limited v Perpetual Trustee 

Company Limited [2007] HCA 45; (2007) 233 CLR 528 at 

539 [39] a case which concerned the construction of an 

easement over Torrens System Land.

HIE argued that the application of its regulations on 

Northaust merely represented the status quo; that all 

residents on the island, including Mr Harrison, had in fact 

accepted and observed the regulations by complying with 

them. HIE produced evidence that many sub-lessors on the 

island would favour the imposition of many of the regulations. 

The Court of Appeal rejected this argument primarily on the 

basis that it does not prove that it was reasonable for HIE to 

withhold its consent to the assignment. 

HIE submitted that the person in control of Northaus 

undertook building work on the property without obtaining 

the necessary approvals under Queensland law, and that 

this should be taken into consideration when assessing 

the reasonableness of HIE’s withholding of consent to the 

assignment as it goes to Northaust’s ‘respectability’. There 

was, however, a powerful body of evidence suggesting 

that the real reason that HIE refused consent was due to 

its inflexible policy that anyone who wanted to take an 

assignment must subscribe to HIE’s regulations. 

HIE argued that Mason J’s decision in Secured Income Real 

Estate (Australia) Ltd v St Martins Investments Pty Ltd (1979) 

144 CLR 596 supported the view that a landlord is entitled 

to justify refusal of consent to assignment by reliance upon 

a ground not taken at or about the time of refusal. However, 

HIE conceded at trial that if Northaust signed the Deed, HIE 

would consent to the assignment, which shows that HIE did 

not base its refusal to consent upon any concern about the 

personal characteristics of Northaust. 

Burdens additional to those imposed 
by the sub-lease

The Court of Appeal found that the HIE regulations would 

impose burdens additional to those imposed by the sub-

lease, as the sub-lease entitles the sub-lessee (and to some 

extent its invitees) to:

 Quiet enjoyment of the property

 Be present on other parts of the island

 Use roads on the island

 Use resort facilities on the island 

 Repair, maintain, restore or improve the existing house or 

construct additional buildings, provided in each case that 

the work is consistent with the use of the demised land 

for the purpose of a single private residence.

... while the HIE regulations give HIE a right to, for example:

Exclude any person (sub-lessee or other) from the island 

who breach the HIE regulations.

 Restrict the use of motor vehicles on the island and 

permanently suspend a person’s right to drive.

 Prohibit any construction or operation of a development 

on the island and building plans must be approved by HIE 

in addition to Council approval.

 Prohibit damage or removal of vegetation, with tree 

removal being considered a ‘last resort option’.

... furthermore, the regulations vest ‘absolute control’ over 

the island in HIE and the right of any person to reside on the 

island is, according to the regulations, a ‘privilege’ granted by 

HIE which can be rescinded by HIE for whatever reason it 

sees fit.    

HIE’s withholding of consent was 
unreasonable

In conclusion, HIE’s refusal to consent to the assignment was 

unreasonable as:

 “[147] ... HIE sought to obtain a substantially more 

advantageous contractual position than that upon which 

it had insisted at the time of the grant ... HIE withheld its 

consent to the proposed assignment to Northaust by insisting 

upon the imposition of new terms which would substantially 

erode the rights conferred by the sub-lease; and HIE imposed 

the condition not because of any characteristic of Northaust 

but because HIE believed that it was in its own interests 

to impose the condition in all cases and regardless of any 

assignee’s personal characteristics. 

Further reading

A short expose on George Harrison’s Australian island 

haven can be found in the online magazine Architectural 

Digest at http://www.architecturaldigest.com/homes/ 

features/2007/08/harrison_article_082007
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property   in te l l igence  for   today  and  tomorrow

1300 VALUER
1300 825 837

www.propellvaluers.com

T | 1300 733 693
F | 1300 730 288
www.opteonpropertygroup.com.au

Incorporating the practices of:

Southwick Goodyear Pty Ltd
Valuers and Property Consultants

Peter Southwick FAPI

Glen Goodyear FAPI

Peter Lornie AAPI

Daniel Sander AAPI

David Geytenbeek AAPI

Tim Dobney AAPI

Richard Wood AAPI

Joanne Gaetjens AAPI

James Holland AAPI

Lani Davidson AAPI

Paul Buxton AAPI

Jourdanne Bone AAPI

Craig Farley AAPI

Certified Practising Valuers

AMA House, Unit 7, 161 Ward Street, North Adelaide SA 5006

Tel: (08) 8267 2112 Fax: (08) 8267 3160 Email: sg@southwickgoodyear.com.au

 Adelaide Whyalla Mount Gambier

Knight Frank Valuations

Level 25 Westpac House

91 King William Street

ADELAIDE  SA  5000

T: 08 8233 5222

F: 08 8231 0122

E: admin@sa.knightfrankval.com.au

Alex Smithson FAPI
James Pledge FAPI
Nick Bell AAPI
Jason Oster AAPI
Zac Vartuli AAPI
Simon Pascoe AAPI
Craig Barlow AAPI
Mark Robins AAPI
Derek Royans AAPI
David Coventry AAPI
Lucy Graham AAPI
Chris Hill PMAPI
Paul Scrivener GAPI
James Wardle GAPI
Tom Walker PMAPI
Samuel Tucker GAPI
Will Stone GAPI
Andrew Danson GAPI

www.knightfrank.com.au

Rob Simmons, AAPI, Director

Preston Rowe Paterson Adelaide Pty Ltd  
Suite 4, 2A Daws Road, Ascot Park SA 5043 
E adelaide@prpvaluers.com T (08) 8277 0500  
F (08) 8277 0533  www.prpaustralia.com.au
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Propell  National  Valuers
Offices Australia Wide

Resident ia l   Commerc ia l   Retai l   Industr ia l   Rural

property   in te l l igence  for   today  and  tomorrow

1300 VALUER
1300 825 837

www.propellvaluers.com

TASMANIA

Incorporating
D. Saunders & Co.
Established 1905

SAUNDERS & PITT
David Saunders B.Ec. Dip.Val. FAPI Andrew Pitt Dip.Val. AAPI, AREI

Russell Cripps B.Bus Dip.Val. FAPI, AREI 
Certified Practising Valuers
14-16 Victoria Street, Hobart
Phone: (03) 6231 3288  Fax: (03) 6231 3688
Email: saunderspitt@bigpond.com

VICTORIA

Knight Frank Valuations

Level 31

360 Collins Street

Melbourne  VIC  3000

T: 03 9604 4600

F: 03 9604 4773

E: jperillo@vic.knightfrankval.com.au

Joseph Perillo FAPI
David Way AAPI
Michael Schuh AAPI
Samuel Murphy AAPI  F Fin
Samantha Freeman AAPI
David Keenan AAPI
Charles Parsons AAPI
Leigh Morris AAPI
Karen Prendergast AAPI
Chris Safstrom AAPI
Jenny Shellard AAPI
Michael Duque AAPI  F Fin
Anastasia Jens AAPI

www.knightfrank.com.au

Damian Kininmonth, FAPI, Director
Neal Ellis, AAPI, Director

Preston Rowe Paterson (Melbourne) Pty Ltd
Level 3, 482 Bourke Street, Melbourne VIC 3000
E melbourne@prpvaluers.com T (03) 9602 1333 
F (03) 9602 1337  www.prpaustralia.com.au

550 People 
55 Offices 

Every State  
& Territory

Commercial Retail Industrial Residential Rural

If you’re thinking of joining a quality 
organisation, visit htw.com.au or 
email employment@htw.com.au

Quality people 
Quality systems 

Quality clients 
Quality support 

T | 1300 733 693
F | 1300 730 288
www.opteonpropertygroup.com.au

Incorporating the practice of:
Brothers & Newton- Opteon

Servicing the whole of 
Tasmania with offices in:

Valuation of all property types

TASMANIA

Knight Frank Valuations

5 Victoria Street, Hobart TAS 7000
T: 03 6234 5866  F:03 6224 3218,  matthew.page@au.knightfrank.com

Matthew Page, AAPI

Ian Wells, FAPI

Steve Yannarakis, AAPI
www.knightfrank.com.au

Directors - Charles Brothers; Andrew Cubbins; Scott Newton; William Reynolds 

Hobart - Timothy Beck; Richard Carhart; David Hanlon; Richard Macqueen; Greg McNamara; 

Lou Rae; Carrie Rooke; Frank Sablowski; Richard Steedman; Stuart Wigston; Paul Wilson

Launceston - Gavin Lipplegoes; Neil Mayne; Brian Mantach; Nick Wordsworth;  

Mark Youngman; Annita McCarthy; Shayne Amos

Devonport - Sam Astell; Brian Chandler ; Geoff Taylor ; Garry Hearps

 Launceston Office Hobart Office Devonport Office

 Level 1, 53 Brisbane St 7 Castray Esplanade 49 Best Street

 ph: (03) 6333 0420 ph: (03) 6224 2343 ph:(03) 6424 3440

email: info@independentvaluers.com.au

website: www.independentvaluers.com.au

valuations  commercial sales  leasing

15 George Street, Launceston 
TAS, 7250.    Ph. 03 6331 1511

1/10 Wilson Street, Burnie 
TAS, 7320.    Ph. 03 6431 8344

Rob Dixon 
AAPI, B.Bus (L.Econ)

Doug Marshall 
AAPI, B.Bus (Prop. Studies)

Richard Edwards 
AAPI, B.Com (L.Econ)

David Johnson 
AAPI, Assoc. Dip. Val.
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VICTORIA

CB Richard Ellis (V) Pty Ltd  Level 32, Rialto North Tower, 525 Collins Street, Melbourne VIC 3000
T: 61 3 8621 3333  F: 61 3 8621 3330  www.cbre.com.au

Property Valuations
Valuation & Advisory Services

Melbourne
 Peter Fay  AAPI Peter Dickinson  AAPI Andrew Lett  AAPI Stephen Thomas  AAPI
 Amy Tilden  AAPI Shannon Huang  AAPI Katie Ward  AAPI Chris O’Brien  AAPI

Hotels & Leisure

 Peter Grieve  AAPI Kire Georgievski  AAPI

Plant & Machinery

Nicholas Munn  AAPI

Mulgrave
 Bruce Kerr  AAPI Ryan Pritchard  AAPI Stuart Hooper  AAPI Nathan McNabb  AAPI

South Yarra
 Trent Hobart  AAPI Amy McGrath  AAPI 

Sam Paton  FRICS FAPI Ag.Econ MAARES 
Ben Rose  B.AgSc

Sam Paton & Associates
(In Strategic Alliance with Performance Viticulture Plus 

and CJA Lee Property Pty Ltd)

Australia’s Leading Independent Dedicated 
Agribusiness Valuations Consultancy

Providing Agribusiness, Property Compensation  
and Specialist Property/Viticultural/Wine Sector advice 

throughout Australia

Email: sampat@sampaton.com.au    Web: www.sampaton.com.au
Ph: (03) 9822 1333     Fax: (03) 9822 1444

Nicholas Bond AAPI

Trevor Crittle AAPI

Andrew Kollmorgen AAPI

Nicholas Tassell AAPI

Carmela Powell AAPI
Level  1/501 Church Street  Richmond  VIC 3121
T 03 9428 7676 www.avaproperty.com.au

Damian Kininmonth, FAPI, Director
Neal Ellis, AAPI, Director

Preston Rowe Paterson (Melbourne) Pty Ltd
Factory 17, 1140 Nepean Highway, Mornington VIC 3931
E mornington@prpvaluers.com T (03) 5975 0480 
F (03) 5975 0427  www.prpaustralia.com.au

Tim Barlow, AAPI, Director
Alex Ellis, AAPI, Director

Preston Rowe Paterson Gippsland Pty Ltd  
Suite 3, Powlett Arcade, 33 McBride Avenue, Wonthaggi VIC 3995
E gippsland@prpvaluers.com T (03) 5672 4422  
F (03) 5672 3388  www.prpaustralia.com.au

VICTORIA

550 People 
55 Offices 

Every State  
& Territory

Commercial Retail Industrial Residential Rural

If you’re thinking of joining a quality 
organisation, visit htw.com.au or 
email employment@htw.com.au

Quality people 
Quality systems 

Quality clients 
Quality support 

COLLIERS INTERNATIONAL CONSULTANCY AND VALUATION

Level 32, Optus Centre
367 Collins Street, Melbourne  VIC  3000
Tel: 03 9629 8888 Fax: 03 9629 8549

David Jessup AAPI National Director
Stephen Andrew FAPI National Director - Retail
John Conrick AAPI Director - Healthcare and Retirement Living
Jim Macey AAPI Manager
Jason Stevens AAPI Manager
Brent Lister AAPI Manager

Certified Practising Valuers www.colliers.com

ISO 9001 LIC 6350
SAI Global

Level 3, Building 3
195 Wellington Road, Clayton North  VIC  3168
Tel: 03 8562 1111 Fax: 03 8562 1122

Chris Dupen AAPI Associate Director

Valuation Advice throughout the Whole of the Gippsland Region

Offi ces:  Bairnsdale  Cowes  Leongatha  Sale  Traralgon  Warragul  Yarram

Head Offi ce: Ph (03) 5171 1000  Fax (03) 5171 1050

Specialist, Agribusiness and Compensation Advice throughout Australia

Melbourne Division: Ph (03) 9822 6700  Fax (03) 9822 1300

www.cjaleeproperty.com.au cjalee@cjalee.com.au

ALISTAIR W. MALE
- DipAgSc, FAPI -

CERTIFIED PRACTISING VALUER & PROPERTY CONSULTANT
Victoria & New South Wales

32 Rowan Street, Wangaratta VIC 3677
Phone: (03) 5722 3144  Fax: (03) 5721 7746

ALSO AT BRIGHT ,  MT.  BEAUTY  AND MT.  HOTHAM
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AUSTRALIAN PROFESSIONAL CARDS

Propell  National  Valuers
Offices Australia Wide

Resident ia l   Commerc ia l   Retai l   Industr ia l   Rural

property   in te l l igence  for   today  and  tomorrow

1300 VALUER
1300 825 837

www.propellvaluers.com

VICTORIA

WESTERN AUSTRALIA

Knight Frank Valuations

Level 10, Exchange Plaza,  
2 The Esplanade Perth WA 6000 
T: 08 9325 2533

Marc Crowe AAPI DIRECTOR 
Geoff Wilkinson AAPI DIRECTOR 
Jon Nicol AAPI 
David Bolton AAPI
Sean Ray MRICS
Todd Schaffer AAPI
Brendan Barbour AAPI www.knightfrank.com.au

LEVEL 25, 140 WILLIAM ST
MELBOURNE  VIC 3000
TEL (03) 8686 8000  FAX (03) 8686 8088  www.savills.com.au
SYDNEY  BRISBANE  MELBOURNE  PERTH  ADELAIDE

STUART FOX AAPI SIAN GUNSON AAPI
ROBERT CUNINGHAM AAPI ROSS SMILLIE AAPI
RAY BERRYMAN AAPI PAT DE MARIA AAPI
ELLA ROSVOLL AAPI BEN KOOPS AAPI
EMILY BULL AAPI JOSHUA JOHNSTON AAPI
JOE PHEGAN AAPI KELLY WOODING AAPI 
 

Adelaide  Brisbane  Darwin  Perth  Sydney  Victor Harbor

Certified Practising Valuers

BOB RICHMOND FAPI GRAHAM PACKER FAPI 

WAYNE SRHOY AAPI JOHNATHON FYSON AAPI

BEN FOY AAPI

26 Clive Street
West Perth 6005  Western Australia

T 08  9476 2000
F 08  9322 9416
E perth@mcgees.com.au

www.mcgees.com.au

T | 1300 733 693
F | 1300 730 288
www.opteonpropertygroup.com.au

Incorporating the practices 
of:

   Services-Opteon

ADVERTISE HERE

Contact Tremain Media  

on 02 9499 4599 or

Email: jonathon@tremedia.com.au

VICTORIA

John K Dowling FAPI FREI

Valuations and Expert Evidence prepared for:
• Litigation
• Compensation
• Rental Determination
• Mediation & Arbitration
• Sale, purchase & loan security
• Insurance & general purposes

Second Floor, 415 Bourke Street, Melbourne 3000
Tel: 03 9600 0422 Fax: 03 9600 1402 Email: johndowling@kldowling.net.au

K L Dowling & Co Specialist Valuers
Estate Agents & Property Managers

BARTROP REAL ESTATE BALLARAT
REAL ESTATE AUCTIONEERS & VALUERS

BRUCE E. BARTROP, FAPI, FREI, ACIS
Certified Practising Valuer

50–54 LYDIARD ST STH, BALLARAT 3350
“A Real Estate Office Since 1876”

Phone: (03) 5331 1011    F ax: (03) 5333 3098
Email: realestate@bartrop.com.au

T | 1300 733 693
F | 1300 730 288
www.opteonpropertygroup.com.au

Incorporating the practices of:

Ben Driller AAPI

Michael Hosking FAPI

Jane Saffi n AAPI

Laura Roberts AAPI

EGAN NATIONAL VALUERS (VIC)
400 High Street  Kew VIC 3101

PO Box 233  Kew VIC 3101

t 03 9853 3300  f 03 9853 3341

w www.eganvaluers.com.au

Adelaide  Brisbane  Canberra  Melbourne  Perth  Sydney  Auckland

Darren Evans, AAPI, Director

Preston Rowe Paterson Ballarat Pty Ltd  
27 Doveton Street North, Ballarat VIC 3350
E darren.evans@prpvaluers.com T (03) 5334 4441  
F (03) 5334 4501  www.prpaustralia.com.au

Gareth Kent, AAPI, Director

Preston Rowe Paterson Geelong Pty Ltd  
5c Little Ryrie Street, Geelong VIC 3220 
E geelong@prpvaluers.com T (03) 5221 9511  
F (03) 5221 2265  www.prpaustralia.com.au



NEW ZEALAND PROFESSIONAL CARDS

AUSTRALIA AND NEW ZEALAND PROPERTY JOURNAL   DECEMBER 2009   285

550 People 
55 Offices 

Every State  
& Territory

Commercial Retail Industrial Residential Rural

If you’re thinking of joining a quality 
organisation, visit htw.com.au or 
email employment@htw.com.au

Quality people 
Quality systems 

Quality clients 
Quality support 

Gavin Chapman AAPI

Blake Smith AAPI

Gordon Jeanes FAPI

Tim Anderson FAPI

Paul Rogers AAPI

Richard Hagon AAPI
Adelaide  Brisbane  Canberra  Melbourne  Per th  Sydney  Auckland

EGAN NATIONAL VALUERS (WA)
22 Hardy Street, South Perth, WA 6151

t 08 9474 1299  f 08 9474 1599

e egan@eganvaluers-wa.com.au

w www.eganvaluers.com.au

WESTERN AUSTRALIA

ADVERTISE HERE

Contact Tremain Media  

on 02 9499 4599 or

Email: jonathon@tremedia.com.au

AVP Valuers
26 Clive Street West Perth WA 6005 | T +61 8 9486 1800
www.avpvaluers.com.au

RICHARD BLOW AAPI (P&M) MRICS | JOHN HARVEY FAPI (Val) (P&M) MRICS

PROFESSIONAL INDEPENDENT 
VALUERS OF: 

 PLANT AND MACHINERY
 SPECIALIST PROPERTY
 INFRASTRUCTURE

Experience  |  Service  |  Confidence

AUCKLAND

MOIR MCBAIN VALUATIONS

REGISTERED PUBLIC VALUERS, EST. 1974 

Phone (09) 407 8500  Facsimile (09) 407 7366

Email office@moirmcbainvaluations.co.nz

Website: www.moirmcbainvaluations.co.nz

Mal McBain, B COM (VPM), MPINZ, REG VALUER  Bob Mitchell, VPU, SPINZ, REG VALUER

17 Hatea Drive, Whangarei. PO Box 1093, Whangarei. 
Phone (09) 438 9599  Facsimile (09) 438 6662 

www.telferyoung.com 
A C Nicholls, DIP AG, DIP VFM, FNZIV, FPINZ 

T S Baker, VPU, FNZIV, FPINZ 

M J Nyssen, B COM. VPM URBAN, ANZIV, SPINZ

G S Algie, DIP URB VAL, FNZIV, FPINZ 

D J Rattray, B APP SC RURAL, DIP BS URBAN, DIP BUS ADMIN PROPERTY, SPINZ

N P Kenny, DIP SURV C E M, MPINZ

M Aslin, DIP URB VAL, PG DIP COM, ANZIV, SPINZ

C L Russell, BBS VPM, MPINZ

J F Hudson, VPU, FNZIV, FPINZ 

A J Hunt, B.COM.AG VFM HONS, MPINZ  

M W Cottle, B APP SC RURAL, NZCD SURVEYING

D P HAWKINS, BBS VPM

GRIBBLE CHURTON TAYLOR LIMITED

REGISTERED VALUERS, PROPERTY CONSULTANTS & ARBITRATORS

Level 7, 70 Shortland Street,

PO Box 894, Auckland

Phone (09) 373 4990 Facsimile (09) 303 3937

Email gct@gctvaluers.co.nz

Iain W Gribble, DIP URB VAL, DIP BUS STD (DISP RES), FNZIV (LIFE), AAMINZ, FPINZ (LIFE)

Matthew Taylor, BPA, ANZIV, SPINZ

Patrick Foote, BPA, ANZIV, SPINZ

Michael T. Sprague, DIP URB VAL , FNZIV, FPINZ

Richard Lawson, B PROP, ANZIV, MPINZ

Auana Hobson, B PROP BA

NORTHLAND

HOLLIS & SCHOLEFIELD LTD

REGISTERED VALUERS & PROPERTY CONSULTANTS 
52 Queen Street, Warkworth. PO Box 165, Warkworth.   

Phone (09) 425 8810       Facsimile (09) 425 7732       Email warkworth@hsl.net.nz                 

Wellsford  Dargaville Freephone 0800 222 628   
Ray Hollis, DIP VFM, FMZSFM, SNZIV, SPINZ Guy Scholefield, DIP VFM, FNZIV, FPINZ 

Steve Jack, BCOM VPM, ANZIV, SPINZ Paul Robinson, BBS (VPM)

ADVERTISE HERE

Contact Tremain Media  

on 02 9499 4599 or

Email: jonathon@tremedia.com.au

Stuart Paterson, AAPI, Director

Preston Rowe Paterson WA Pty Ltd
Level 1, 46 Hill Street, East Perth WA 6004
PO BOX 6090, East Perth WA 6892 E valuations@prpwa.com.au 
T (08) 9221 1188 F (08) 9221 1711  www.prpaustralia.com.au
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EYLES McGOUGH LIMITED 

REGISTERED VALUERS & 

INDEPENDENT PROPERTY ADVISORS 

Level 5, 59-67 High Street, 

PO Box 5000, Auckland. 

Phone (09) 379 9591  Facsimile (09) 373 2367   

Email info@eylesmcgough.co.nz

Gerry Hilton, FNZIV, FPINZ

Robert Yarnton, ANZIV, SPINZ

Roger Ganley, ANZIV, SPINZ  

Bruce Cork, ANZIV, SPINZ 

Consultant Russell Eyles, FNZIV, FPINZ

BAYLEYS PROPERTY SERVICES

CONSULTANTS, ANALYSTS, REGISTERED VALUERS & PROPERTY 

MANAGERS

Maritime Square,4 Viaduct Harbour Avenue, Auckland

PO Box 8320, Symonds Street, Auckland 1150

Phone (09) 375 6875  Facsimile (09) 358 3550

Website www.bayleys.co.nz  Email firstname.surname@bayleys.co.nz

General Manager 
Nick Ansley BCOM VPM, SPINZ

Divisional Manager – Commercial
Nicholas Piper B MKTG, POSTGRAD DIP PROP DEV & MGMT

Bayleys Valuations Ltd
Allen D Beagley, B AG SC, MNZIPIM, ANZIV, AREINZ, SPINZ

James Pullin, BSC (HONS), MRICS, MPINZ

Bayleys Research
Gerald A Rundle, B COM, BPA, ANZIV, SPINZ

Ian Little, BSC (HONS), MRICS

Stephen Smith, BBS

Sarah Davidson BBS

Bronwyn Harverye B COM

Bayleys Property Services Ltd
Kane Goulden, BPROP, MPINZ

Paul O’Malley, IQP REGISTERED

Ken Hardley, BCOM

John Briant

Lucy Oliver MRICS

William Li, BPROP, BCOM

Andrea Wong, BPROP, MPLANPRAC

AUCKLAND

Auckland Office: North Shore Office:

Level 8, 369 Queen Street, Auckland PO Box 33 1472, Takapuna 0740

PO Box 5533, Auckland 1141  Phone (09) 479 3746

Phone (09) 379 8956   Facsimile (09) 479 5507 

Facsimile (09) 309 5443  

M Evan Gamby, M PROP STUD (DISTN), DIP URB VAL, FNZIV (LIFE), LPINZ

Lewis Esplin, DIP URB VAL, FNZIV, FPINZ Weston W Kerr, FPINZ, FNZIV

Trevor M Walker, DIP VAL, ANZIV, SPINZ  Matt Straka, BBS (VPM)

Ian D Delbridge, VAL.PROF (URB), ANZIV, MPINZ Nick Thompson, B COM (VPM), PG DIP BUS (FINANCE)

David J Regal, BPA, ANZIV, AAMINZ, SPINZ Aimee Martin, B PROP

Phil White, BPA, ANZIV, SPINZ Mark Maginness, B PROP 

R G (Bob) Hawkes, FNZIV, FAMINZ (ARB/MED), FPINZ 

PROPERTYWORKS LIMITED

PROPERTY CONSULTANTS AND REGISTERED VALUERS
PO Box 112104, Penrose, Auckland

Phone 0800 800 812  Facsimile (09) 5796141

Email: admin@propertyworks.co.nz  Website: www.propertyworks.co.nz
Brad Clarke, BBS DIP FIN, ANZIV, SPINZ

Chris Loughlin, ANZIV, SPINZ, AREINZ

BECA VALUATIONS LTD 

PROPERTY, PLANT AND INFRASTRUCTURE VALUATION SERVICES

www.beca.com/people/valuations

2/21 Pitt Street, Auckland. PO Box 6665, Wellesley Street, Auckland. 

Phone (09) 300 9100  Facsimile (09) 300 9191 

Email: marvin.clough@beca.com

Manager: Marvin Clough 

Level 3, PricewaterhouseCoopers Centre, 119 Armagh Street.

PO Box 13960, Christchurch

Phone (03) 366 3521  Facsimile (03) 366 3188

A member of the 2400 employee strong Beca consultancy group with offices in 
Australia, New Zealand, Asia, South America, the Middle East, UK and the USA.

R W Laing, ANZIV, SPINZ, AREINZ 

M A Norton, DIP URB VAL (HONS), FNZIV, FPINZ 

P Amesbury, DIP URB VAL, ANZIV, SPINZ 

K P Thomas, DIP VAL, ANZIV, SPINZ 

R McG Swan, DIP URB VAL, ANZIV, SPINZ

BARRATT-BOYES, JEFFERIES LIMITED

REGISTERED VALUERS & PROPERTY CONSULTANTS 

The Old Deanery, 17 St Stephens Avenue, Parnell 

PO Box 6193,Wellesley Street, Auckland. 

Phone (09) 377 3045  Facsimile (09) 379 7782 

Email value@bbj.co.nz

DAVIES BATLEY VALUERS LTD 

REGISTERED VALUERS & PROPERTY CONSULTANTS
29 William Pickering Drive.  PO Box 302-730, North Harbour, Auckland, 0751 

Phone (09) 414 7170  Facsimile (09) 414 7180

Email: enquiries@daviesbatley.com

Alan Davies, DIP. URB VAL, SPINZ  John Batley, DIP. URB VAL, MPINZ

Allen Keung, B.PROP, MPINZ

GARDNER VALUATIONS LTD

REGISTERED VALUERS & PROPERTY CONSULTANTS

Suite 5, Tudor Mall, 333 Remuera Road, Remuera, AUCKLAND

PO Box 128141, Remuera, Auckland  Phone: (09) 522 0022,   

Fax: (09) 522 0072  Email: gardnervaluation@xtra.co.nz

Principal:  AR Gardner FNZIV  FPINZ

AUCKLAND

North Auckland Office

Unit 12, 35 Apollo Drive

Mairangi Bay, North Shore City, 

PO Box 33-1080

Phone: +64 (09) 984 3333

Facsimile: +64 (09) 984 3330

Email:  

firstname.surname@cbre.co.nz
REGISTERED VALUERS, PROPERTY 
CONSULTANCY, RESEARCH, 
PROPERTY MANAGEMENT, LICENCED  
REAL ESTATE AGENTS

Valuation & Advisory Services
Michael Reay, B.PROP, B.COM

Hotel & Leisure Valuation
Stephen Doyle, BPROP, MPINZ, ANZIV

Shaun Jackson, BPA, SPINZ, ANZIV

Stephen Kidd, B.COM, (VPM), PG DIP COM

Plant & Machinery Valuation
John Freeman, FPINZ, TECHRICS, MACOSTE

Mike Morales, SPINZ
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Contact:  
Jason Sunderland 
Graham Barton

John Schellekens 
John Holmes
Angela Chaplin

Consultancy, valuation and transaction advisory

Realise your real estate potential Tel: +64 9 377 4790 
www.ey.com/nz

AUCKLAND

DTZ NEW ZEALAND LIMITED MREINZ

PROPERTY CONSULTANTS, REAL ESTATE  

AGENTS, PROPERTY SERVICES, RESEARCH, 

REGISTERED VALUERS, PLANT & MACHINERY

Level 16, Auckland Club Tower,  

34 Shortland Street, Auckland 1010

PO Box 3490, Shortland Street, Auckland 1140

Phone (09) 309 3040 Fax (09) 309 9020

Email: Auckland@dtz.co.nz  Web: www.dtz.com/nz

Offices also in Hamilton, Wellington, Christchurch and Dunedin

OUR TEAM OF VALUERS 
National Director Dave Wigmore BPA, ANZIV, SPINZ - dave.wigmore@ap.jll.com
National Director Arthur Harris BSc, BPA, Dip Man, Dip Bus (Fin) - arthur.harris@ap.jll.com
Associate Director Michael McLean B.Prop, ANZIV, MPINZ - michael.mclean@ap.jll.com
Manager Edward Bell B.Prop, ANZIV, MPINZ - edward.bell@ap.jll.com
Kate Tubberty B.Prop, MPINZ - kate.tubberty@ap.jll.com
William Hickey B.Prop, B.Com, MPINZ - william.hickey@ap.jll.com
Nicholas Steadman B.Bus.Man (RE & D), MPINZ - nick.steadman@ap.jll.com
Claire Gulliver BBS (VPM) MRICS ANZIV SPINZ - claire.gulliver@ap.jll.com
Karen Hawke B.Prop, MPINZ - karen.hawke@ap.jll.com 
Ben Johnson B.Prop, MPINZ - ben.johnson@ap.jll.com
Lisa Bryan BBS (VPM) - lisa.bryan@ap.jll.com
Nicholas Thacker BBS (VPM) - nick.thacker@ap.jll.com
Lewis Stradling BBS (VPM) - lewis.stradling@ap.jll.com
Carl Waalkens B.Prop - carl.waalkens@ap.jll.com

OTHER SPECIALIST JONES LANG LASALLE SERVICES
Research & Consulting - Manager - Chris Dibble BSocSc, PG Dip Mrkt & Prop, MPINZ - chris.dibble@ap.jll.com
Hotels - National Director - Dean Humphries MPA, FNZIV, FPINZ - dean.humphries@ap.jll.com

CONTACT DETAILS - AUCKLAND OFFICE
Level 16, PricewaterhouseCoopers Tower, 188 Quay Street, Auckland 1010
PO Box 165, Auckland 1134
Phone: +64 9 366 1666, Fax: +64 9 358 5088
www.joneslanglasalle.co.nz

Valuation & Advisory Services

COLLIERS INTERNATIONAL  

NEW ZEALAND LIMITED 

REGISTERED VALUERS, CONSULTANTS & PROPERTY ADVISORY 

Level 27, 151 Queen Street, Auckland. 

PO Box 1631, Auckland. 

Phone (09) 358 1888  Facsimile (09) 358 1999 

Email firstname.surname@colliers.com  Website www.colliers.co.nz

Ron Macdonald FRICS, FNZIV, FPINZ

Mark Parlane BBS ANZIV SPINZ

Michael Granberg BCOM, BPROP, MPINZ

Melaney Kuper B.ApplSc (RVM), DipUrbVal
Lianne Harrison BBS (VPM) 

Douglas Shorten BBS (VPM)

Nicky Watts BPROP

Amelia McKenzie BCOM, (VPM)

Darren Park BPROP

S Nigel Dean DipUrbVal, FNZIV, FPINZ, AREINZ

John W Charters FNZIV, FPINZ, AREINZ

Russell Clark BCOM (VPM) MPINZ

Anthony Long BPA, ANZIV, SPINZ

Andrew Jeffs BCOM BPROP

Melody Spaull BPROP

Rachel Smith BPROP

Anna Skelton BPROP

Jessica Nott BPROP

Andrew Stringer SPINZ, ANZIV  National Director, Valuation & Consultancy

AUCKLAND

LAWYERS
Level 27, Lumley Centre,
88 Shortland Street,
Auckland 1141
Ph: +64 9 358 2222
Fax: +64 9 307 0331
www.simpsongrierson.com

Greg Towers - Partner
greg.towers@simpsongrierson.com

Phillip Merfield - Partner
phillip.merfield@simpsongrierson.com

SHELDON AND PARTNERS LTD

REGISTERED VALUERS & PROPERTY CONSULTANTS 
Vero Building, Ground Floor, 12-14 Northcroft Street, Takapuna, Auckland. 

PO Box 33 136, Takapuna, North Shore 0740. 

Phone (09) 303 4378 – Central     (09) 486 1661 – North Shore 

(09) 836 2851 – West Auckland    (09) 276 1593 – South Auckland 

(09) 426 2661 – Hibiscus Coast

Facsimile (09) 489 5610 

Email valuers@sheldons.co.nz         Website www.sheldons.co.nz 

Directors 

A S McEwan, DIP UV, FNZIV, FPINZ B R Stafford-Bush, BSC, DIP BIA, FNZIV, FPINZ 

G W Brunsdon, DIP VAL, ANZIV, SPINZ  P A Sherrock, BPROP, ANZIV, SPINZ

J Jiang, ANZIV, MPINZ

Consultants 
J B Rhodes, ANZIV, SPINZ  T McCabe, BPA, ANZIV, SPINZ

A Pope, BBS, MPINZ A McDonald, ANZIV, SPINZ

G M Hardwick, DIP VAL, ANZIV, SPINZ J Clark, BPA, ANZIV, SPINZ

K A Cooke, ANZIV, SPINZ

Valuers
J Williams, BCOM, BPROP M Hall, BPROP

K Vulinovich, BPROP M Zhao, BPROP, BCOM

J Wong, BPROP N Westerkamp, BPROP

Research
L Evans

Auckland CBD Office

Level 9,  

PricewaterhouseCoopers Tower,  

188 Quay Street, Auckland

PO Box 2723, Auckland

Phone: +64 (09) 355 3333

Facsimile: +64 (09) 359 5430

Email:  

firstname.surname@cbre.co.nz

REGISTERED VALUERS, PROPERTY 
CONSULTANCY, RESEARCH, 
PROPERTY MANAGEMENT, LICENCED  
REAL ESTATE AGENTS

Valuation & Advisory Services
Stephen Dunlop, B.PROP, SPINZ, ANZIV

Campbell Stewart, B.PROP, SPINZ, ANZIV

Patrick Ryan, BBS, ANZIV, SPINZ 

Tim Arnott, B.COM (VPM), MPINZ

David Woolley, BBS (VPM), MPINZ

Nicole Roche, B.PROP, B.COM (HONS.), MPINZ, ANZIV

Caiti Morgan, B.COM (VPM), GC COM, MPINZ

Natalie Lowe, B.COM, B. PROP

Steven Harris, B.PROP, MPINZ

Will Valentine, B.PROP

Sasha Peters, B.PROP

Hotels & Leisure Valuation
See North Auckland Office

Retirement Housing & Healthcare Valuation
Michael Gunn, B.COM (VPM), SPINZ, ANZIV

Tom Stafford, B.PROP, MPINZ

Glenn Nicol, B.PROP

Residential Valuation
David Grubb, FPINZ, FNZIV

Plant & Machinery Valuation
John Freeman, FPINZ, TECHRICS, MACOSTE

Mike Morales, SPINZ 
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TOWNSHEND CULLEN ASSOCIATES

REGISTERED VALUERS & PROPERTY CONSULTANTS

Whangamata 604 Port Road (PO Box 86)

Ph: (07) 865 9298 Fax: (07) 865 9293

Whitianga 62 Albert Street

Ph: (07) 866 0387  Fax: (07) 866 4287

Paeroa 3 Princes Street (PO Box 80)

Ph & Fax: (07) 862 6625

Website: www.valuerstca.co.nz

John P Cullen SPINZ, ANZIV, AAPI, B COM AG (VFM)  Geoffrey Porter BAGSCI, SPINZ, ANZIV

Shane Rasmusen BBSVPM, MPINZ, REGISTERED VALUER Alison Young DIPVAL, MPINZ  

THAMES/COROMANDEL

JORDAN VALUERS LTD

 REGISTERED VALUERS & PROPERTY CONSULTANTS

Thames  516 Pollen Street, Thames, PO Box 500, Thames.

 Phone (07) 868 8963 Facsimile (07) 868 8360

Whitianga Monk Street, Whitianga  Phone (07) 866 0929

 Email: jordanvaluers@xtra.co.nz Web: www.jordanvaluers.co.nz

John Jordan VAL PROF RURAL, VAL PROF URB, ANZIV, SPINZ

Bernard Kerebs DIP TCH, BPA VALUER, MPINZ

 

Manukau – Level 1, Cnr Te Irirangi Dr & Ormiston Rd, Botany Junction, Auckland

PO Box 258 032, Greenmount, Manukau 2141

Phone: (09) 271 3820              Facsimile: (09) 271 3821

Email: First name and surname initial (one word) @ seagarmanukau.co.nz

Mike Clark, DIP VAL, FPINZ, FNZIV Malcolm Hardie, FPINZ, FNZIV 

Joseph Gillard, DIP URB VAL, FPINZ, FNZIV Mark Brebner, B PROP ADMIN, SPINZ, ANZIV

Richard Peters, BBS, DIP BUS STUD, SPINZ, ANZIV  Ross Clark, DIP AG I, II, (VPM), SPINZ, ANZIV

Warren Priest, B AGR COM, SPINZ, ANZIV Jack Langstone, SPINZ

Ken Stevenson, QSM DIP VFM, VAL PROF URB, FPINZ, FNZIV Charlene Smith, B PROP, MPINZ

Carina Cheung, B PROP, DIP COM (FIN), MPINZ Pamela Smith, B PROP

Jared Shaw, B PROP

Pukekohe – 2 Wesley Street

PO Box 753, Pukekohe

Phone: (09) 237 1144              Facsimile: (09) 237 1112

Email: First name and surname initial (one word) @ seagarmanukau.co.nz

Richard Peters, BBS, DIP BUS STUD, SPINZ, ANZIV

INCORPORATING THE PRACTICE OF GUY STEVENSON & PETHERBRIDGE

SOUTH AUCKLAND

PROPERTY VALUATIONS LTD

PROPERTY CONSULTANTS & REGISTERED VALUERS

21 East Street, Papakura. PO Box 72 452, Papakura 2244

Phone (09) 299 7406  Facsimile (09) 299 6152

Email pvloffice@xtra.co.nz  Web: www.propertyvaluationsltd.co.nz

Peter Hardy, DIP URB VAL, ANZIV, SPINZ Peter Bennett, DIP VPM, ANZIV

Russell Martin, B AGR, ANZIV  Shonelle Townsend, BPROP

City – 

Level 8, 52 Swanson Street, Auckland 1010

Phone: (09) 309 2116              Facsimile: (09) 309 2471

Email: First name and surname initial (one word) @ seagars.co.nz

Manukau – Level 1, Cnr Te Irirangi Dr & Ormiston Rd, Botany Junction, Auckland

PO Box 258 032, Greenmount, Manukau 2141

Phone: (09) 271 3820              Facsimile: (09) 271 3821

Email: First name and surname initial (one word) @ seagarmanukau.co.nz

City Manukau
Chris Seagar, DIP URB VAL, FPINZ, FNZIV Mike Clark, DIP VAL, FPINZ, FNZIV

Ian McGowan, B COM (VPM), FPINZ, FNZIV Joseph Gillard, DIP URB VAL, FPINZ, FNZIV

Ian Colcord, B PROP ADMIN, SPINZ, ANZIV Richard Peters, BBS, DIP BUS STUD, SPINZ, ANZIV 

Reid Quinlan, B PROP ADMIN, DIP BUS (FIN), SPINZ, ANZIV  Warren Priest, B AGR COM, SPINZ, ANZIV

Stephen MacKisack, B AGR, SPINZ, ANZIV Ken Stevenson, QSM DIP VFM, VAL PROF URB, FPINZ, FNZIV

Andrew Buckley, B PROP ADMIN, SPINZ, ANZIV Malcolm Hardie, FPINZ, FNZIV 

Scott Keenan, BA, B PROP, MPINZ, ANZIV Mark Brebner, B PROP ADMIN, SPINZ, ANZIV

Jane Wright, BBS (VPM), MPINZ Ross Clark, DIP AG I, II, (VPM), SPINZ, ANZIV

Kelly Beckett, B PROP, B COM, MPINZ Jack Langstone, SPINZ

Glenn Paul, B SC, B PROP Carina Cheung, B PROP, DIP COM (FIN), MPINZ

Damon Buckley, B COM, B PROP Charlene Smith, B PROP, MPINZ

Jamie Ellis, B COM, B PROP Pamela Smith, B PROP

  Jared Shaw, B PROP

REGISTERED VALUERS  PROPERTY CONSULTANTS

S E A G A R  &
P A R T N E R S

JON GASKELL VALUERS LTD

REGISTERED VALUERS 

180 Vipond Road, Stanmore Bay. PO Box 75, Red Beach. 

Phone (09) 428 0608  Facsimile (09) 428 0609

Email jon@gaskell.co.nz Website www.gaskell.co.nz 

Jon Gaskell, DIP URB VAL, DIP VPM, ANZIV, SPINZ 

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, SPINZ  C M Keeling, BPA, ANZIV, SPINZ

AUCKLAND

South Auckland Office

Level 1, 7a Pacific Rise  

Mt Wellington, Auckland

PO Box 11-2241, Penrose, 

Auckland

Phone: +64 (09) 573 3333

Facsimile: +64 (09) 573 3330

Email:  

firstname.surname@cbre.co.nz

REGISTERED VALUERS, PROPERTY 
CONSULTANCY, RESEARCH, 
PROPERTY MANAGEMENT, LICENCED  
REAL ESTATE AGENTS

Valuation & Advisory Services
Peter Schellekens, ANZIV, SPINZ

Wouter Robberts, NDPV, MPINZ, ANZIV

David Fraser, B.PROP, B.COM

Chagalle Alach, B.PROP, B.COM

Plant & Machinery Valuation
John Freeman, FPINZ, TECHRICS, MACOSTE

Mike Morales, SPINZ

AUCKLAND
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BRIAN HAMILL & ASSOCIATES LTD

REGISTERED VALUERS, PROPERTY CONSULTANTS 

1010 Victoria Street, Hamilton. PO Box 9020, Hamilton. 

Phone (07) 838 3175  Facsimile (07) 838 3340 

Email info@hamillvaluers.co.nz  Website www.hamillvaluers.co.nz 

Brian F Hamill, VAL PROF, ANZIV, AREINZ, AAMINZ, SPINZ  Kevin F O’Keefe, DIP AG, DIP VFM, ANZIV, SPINZ

WAIKATO

PROJECT MANAGEMENT, BUILDING CONSULTANCY

PO Box 4327, Hamilton East. 

Phone (07) 856 6745

Email: pb.project.man@xtra.co.nz

BAY VALUATION LTD

REGISTERED VALUERS AND PROPERTY CONSULTANTS 
30 Willow Street, Tauranga. PO Box 998, Tauranga. 
Phone (07) 578 6456 Fax (07) 578 6392 Email office@bayvaluation.co.nz

80 Main Road, Katikati. 
Bruce C Fisher, ANZIV, SPINZ  Derek P Vane, ANZIV, SPINZ 

Ron B Lander, ANZIV, SPINZ, FPIA Lana M Finlay, REGISTERED VALUER, MPINZ

First Floor, 27 Spring Street
P.O. Box 2034,Tauranga 3140
Phone: 07 578 3494
Fax: 07 578 6455
DDI: 07 928 1301
Email: denis@propertymgr.co.nz
Website: www.propertymgr.co.nz

Denis McMahon 
cert.buliding.ind,  dip.L.G.A,  mpinz
Managing Director
Mobile: 021 947 646

Commercial & Industrial 
Property Management

Commercial Investment
Property Advice

Consulting Advice

ROTORUA/BAY OF PLENTY

DARRAGH VALUATIONS LTD

REGISTERED VALUERS, PROPERTY CONSULTANTS

Toll Free Phone 0800 300 151

John Darragh, DIP AG, DIP VFM, REG VALUER, ANZIV, SPINZ

James Cole, REG VALUER, ANZIV, AREINZ, SPINZ

Te Awamutu  

8 Teasdale Street  

Ph (07) 871 5169     

Fax (07) 871 5162

Cambridge  

32 Victoria Street  

Ph (07) 827 5089     

Fax (07) 827 8934

Otorohanga 

27 Manipoto Street  

Ph (07) 873 8705     

Fax (07) 871 5162

489 Anglesea St, Hamilton.

PO Box 616, Hamilton.

Phone (07) 839 2030

Facsimile (07) 839 2029

www.telferyoung.com

Doug J Saunders, FNZIV, FNZPI, B.COM (VPM) Roger B Gordon, BBS, ANZIV, SNZPI

Bill W Bailey, ANZIV, SNZPI, DIP. VPM Andrew Don, MPINZ, BBS (VPM), DIP BUS ADMIN

Liz Allan, MPINZ, BBS Rob Smithers, MPINZ , BBS (VPM )

Yoon-Jin Cha, MPINZ, BBS (VPM) Richard Graham, BBS (VPM) B.SOC.SC

Russel Flynn, MNZIV, MPINZ, B.AGR Jeff Alexander, MPINZ, B.PROP

WAIKATO

CURNOW TIZARD LIMITED 

VALUERS MANAGERS ANALYSTS (Incorporating Ford Snelgrove Sargeant)

Accredited Suppliers for Land Information NZ

42 Liverpool Street, Hamilton. PO Box 795, Hamilton. 

Phone (07) 838 3232  Facsimile (07) 839 5978 

Email admin@curnowtizard.co.nz

Web www.curnowtizard.co.nz

Geoff Tizard, B AG COM, AAMINZ (ARB), FNZIV, FPINZ 

Phillip Curnow, FNZIV, FAMINZ (ARB), FPINZ  Sara Rutherford, BCOM AG (VFM) 

David Smyth, DIP AG, DIP VFM, FNZIV, FPINZ Matt Silverton, BCOM (VPM)

Mike Beattie, ANZIV

Land Rights Analyst  Richard Barnaby

Ground Floor  

155 Te Rapa Road

PO Box 1330, Hamilton

Phone: (07) 850 3333

Facsimile: (07) 850 8330

Email: firstname.lastname@cbre.co.nz 

 

 
REGISTERED VALUERS, PROPERTY 
CONSULTANCY, RESEARCH,  
PROPERTY MANAGEMENT, LICENCED  
REAL ESTATE AGENTS

Valuation & Advisory Services
Matt Snelgrove, SPINZ, ANZIV

Gareth Munro, B.PROP

Plant & Machinery Valuation
John Freeman, FPINZ, TECHRICS, MACOSTE

Mike Morales, SPINZ
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HAWKES BAY

25 Pandora Road, Napier. 

PO Box 572, Napier 4140.

Phone (06) 835 6179  

Facsimile (06) 835 6178 

www.telferyoung.com 

M C Plested, FNZIV, FPINZ  M I Penrose, VPU, DIP VPM, AAMINZ, FNZIV, FPINZ 

T W Kitchin, BCOM (AG), ANZIV, SPINZ, MNZIPIM(REG)  

D J Devane, BCOM (VPM), ANZIV, SPINZ A D White, BBS (VPM), ANZIV, MPINZ 

A S Chambers, B AGR, ANZIV, SPINZ W H Peterson, ANZIV, SPINZ, AREINZ 

K Ho, BCA.GRAD.DIP M Apperley, BBS (VPM)

RAWCLIFFE AND CO

REGISTERED VALUERS AND PROPERTY ADVISORS 

77 Raffles 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), APINZ Paul Bibby, BCOM (VPM), APINZ

213 Queen Street West
Hastings New Zealand 
valuers@williamsharvey.co.nz

www.williamsharvey.co.nz

For independent, expert property advice, Call 06 871 0074

Paul Harvey BBS AREINA MPINZ WR Hawkins FNZIV FPINZ WJ Harvey FNZV FREINZ FPINZ Kirsty Miller BBS ANZIV MPINZ

TARANAKI

HUTCHINS & DICK LIMITED

VALUATION & PROPERTY

“OneYoung” @ 3 Young Street  Offices also at:

P O Box 321, New Plymouth 121 Princes Street, Hawera,

Phone (06) 757 5080 and Broadway, Stratford.

Facsimile (06) 757 8420

Email info@hutchinsdick.co.nz

Website: www.hutchinsdick.co.nz

Frank Hutchins, Dip Urb Val, FNZIV, FPINZ 

Max Dick, Dip Agr, Dip VFM, FNZIV, FPINZ, MNZIPIM 

Merv Hunger, B.Appl.Sc (RVM), Dip Urb Val, MNZIPIM

Roger Lamplough, BBS (VPM)

LOGAN STONE LTD 

REGISTERED VALUERS & PROPERTY SPECIALISTS 

507 Eastbourne Street West, Hastings.  PO Box 914, Hastings.

Phone (06) 870 9850 

Facsimile (06) 876 3543 

Email valuers@loganstone.co.nz 

www.loganstone.co.nz

Frank Spencer, BBS (VAL PM), FPINZ, FNZIV, AREINZ

Boyd Gross, B AGR (VAL), DIP BUS STD, FNZIV, FPINZ

John Reid, M PROPERTY STUDIES, B COM, FNZIV, FPINZ

Philippa Pearse, BBS (VPM), MPINZ

Robert Douglas, BBS (VAL PM), MPINZ

Jay Sorensen, B APPL SC (RURAL VAL, AGBUS)

George Macmillan, B COM AGRI (RURAL VAL)

PROJECT MANAGEMENT, BUILDING CONSULTANCY

PO Box 13179, Tauranga. 

Phone (07) 544 2057

Email: pb.project.man@xtra.co.nz

PD Barnett, SPINZ, PINZ REG PROPERTY MANAGER & REG PROPERTY 

CONSULTANT, CPCNZ, NZBSI, NZCB, REG COW, IQP

ROTORUA/BAY OF PLENTY

29 Heuheu Street, Taupo. PO Box 957, Taupo. Email info@vmvl.co.nz
Phone (07) 377 2900 or (07) 378 5533  Facsimile (07) 377 0080 

Bruce Morison, B E (CIVIL), MIPENZ, ANZIV, SPINZ  James Veitch, DIP VFM, VAL PROF URB, FNZIV, FPINZ
Geoffrey Banfield, B AGR SCI, ANZIV, SPINZ Richard Shrimpton, DIPVFM. ANZIV, MPINZ
Fraser Morison, BCOM, BSC, GRAD DIP BUS STUDS (UV)

Taupo  Ph (07) 378 1771

Whakatane  Ph (07) 308 0464

Peter Jenks, FNZIV, FPINZ

Ken Parker, FNZIV, FPINZ, FAMINZ (ARB)

JENKS VALUATION LIMITED

REGISTERED VALUERS & PROPERTY CONSULTANTS

Rotorua 1460B Hinemoa Street,

PO Box 767, Rotorua

Ph (07) 348 9071  Fax (07) 349 0640

Email jenksval@xtra.co.nz

GISBORNE

LEWIS WRIGHT VALUATION & CONSULTANCY LTD

REGISTERED VALUERS, PROPERTY CONSULTANTS AND FARM SUPERVISORS

139 Cobden Street, Gisborne.  PO Box 2038, Gisborne 4040

Phone (06) 867 9339  Facsimile (06) 868 6724  Email lw@lewiswright.co.nz

Tim Lewis, B AG SC, MNZIPIM  Peter Wright, DIP VFM, ANZIV, SPINZ

Trevor Lupton, B HORT SC, MNZSHS, C.P. AG  John Bowen, B AG, DIP AG SCI (VAL), APINZ

Peter McKenzie, DIP VFM, ANZIV, SPINZ Michael Blair, B COM, ANZIV, SPINZ

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, SPINZ  Roger Kelly, VP (URB), ANZIV, SPINZ 

Graham Tietjen, DIP AG DIP VFM, ANZIV, SPINZ

PROPERTY SOLUTIONS (BOP) LIMITED

REGISTERED VALUERS, MANAGERS, PROPERTY ADVISORS 
TAURANGA Unit 1/30 Willow St, PO Box 14014, Tauranga 3143

Phone (07) 578 3749 Facsimile (07) 571 8342

MOUNT MAUNGANUI 43 Maranui Street, PO Box 10317, Mount Maunganui 3152

Phone (07) 572 3950 Facsimile (07) 572 3951

ROTORUA 173 Old Taupo Road, PO Box 285, Rotorua 3040

Phone (07) 343 9261 Facsimile (07) 343 9264

Email info@4propertysolutions.co.nz  www.4propertysolutions

Simon Harris, B AG COM, ANZIV, FPINZ Phil Pennycuick, BCOM (VPM), ANZIV, FPINZ

Harley Balsom, BBS (VPM), ANZIV, SPINZ Garth Laing, BCOM (VPM), ANZIV, SPINZ

Paul Smith, BBS (VPM), ANZIV, SPINZ Mark Grinlinton, BCOM (VFM) SPINZ

Steve Newton, BBS (VPM), SPINZ Todd Davidson, BBS (VPM), SPINZ

TAURANGA
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LAWYERS
Level 24, HSBC Tower,
195 Lambton Quay,
Wellington 6140
Ph: +64 4 499 4599
Fax: +64 4 472 6986
www.simpsongrierson.com

Mike Scannell - Partner
mike.scannell@simpsongrierson.com

WELLINGTON

OUR TEAM OF VALUERS 
Director Mark Spring BCom, DipBusStud, ANZIV, SPINZ - mark.spring@ap.jll.com
Alex Robson BBS (VPM) - alex.robson@ap.jll.com
Clarke Vallance B.COM (VPM) - clarke.vallance@ap.jll.com
Josh Frame BBS (VPM) - josh.frame@ap.jll.com
OTHER SPECIALIST JONES LANG LASALLE SERVICES
Research & Consulting - Manager - Chris Dibble BSocSc, PG Dip Mrkt & Prop, MPINZ - chris.dibble@ap.jll.com
Hotels - National Director - Dean Humphries MPA, FNZIV, FPINZ - dean.humphries@ap.jll.com

Valuation & Advisory Services

CONTACT DETAILS - WELLINGTON OFFICE
Level 10, Lumley House, 3-11 Hunter Street, PO Box 10343, Wellington 6011 
Phone: +64 4 499 1666, Fax: +64 4 473 3300 
www.joneslanglasalle.co.nz

AON NEW ZEALAND

INSURANCE BROKERS - PROFESSIONAL RISKS

P O Box 2517, Wellington 6140

Ph: (04) 819-4000   Fax: (04) 819-4106

Email: doug.morton@aon.co.nz

85 The Terrace, Wellington.  

PO Box 2871, Wellington. DX SP 23523. 

Phone (04) 472 3683  Facsimile (04) 478 1635

www.telferyoung.com

C J Barnsley, BCOM VPM, ANZIV, SPINZ

M J Veale, BCOM VPM, ANZIV, SPINZ

G Kirkcaldie, FNZIV, FPINZ

J H A McKeefry, BBS VPM, DIP BUS FIN, MPINZ

S J Batt, BBS VPM, MPINZ

J C Lochead, BBS VPM, ANZIV, SPINZ

143 Powderham Street, New Plymouth.
PO Box 713, New Plymouth 4340
Phone (06) 757 5753
Facsimile (06) 758 9602
www.telferyoung.com

J P Larmer, FPINZ (LIFE), FNZIV (LIFE), FNZIPIM (REG), FAMINZ (ARB)

I D Baker, FNZIV, FPINZ

M A Myers, BBS (VPM), ANZIV, FPINZ

M R Drew, BBS (VPM), MPINZ

A G Boon, B PROP, ANZIV, MPINZ

F P McGlinchey, B APPL SCI, MPINZ

M G Burr

MANAWATU

BLACKMORE & ASSOCIATES

REGISTERED VALUERS, MANAGERS & CONSULTANTS
Cnr Victoria & Main Streets, PO Box 259, PALMERSTON NORTH

Phone: (06) 357 2700  Fax: (06) 357 1799

Email: thevaluers@blackmores.co.nz  www.blackmores.co.nz

Grey Thompson ANZIV, SPINZ Bruce Mainwaring ANZIV, SPINZ Peter Loveridge ANZIV, SPINZ
Garry Dowse FNZIV, FPINZ Bruce Lavender ANZIV, SPINZ Geoff Blackmore FNZIV, FPINZ

WANGANUI

3 Bell Street, PO Box 178, Wanganui 4540
Phone (06) 347 8448  Mobile (0274) 491 311
Facsimile (06) 347 8447 
Email admin@morganval.co.nz

Ken D Pawson, ANZIV, SPINZ, MNZIPIM (Director) 
Guy Hoban, B Com (VPM)
Tony Jones, B Com, DipCom (VAL), ANZIV, MPINZ 
Robert D Boyd, BBS (VPM)

REGISTERED VALUERS AND PROPERTY 
CONSULTANTS 

Phone 0800 VALUER

PALMERSTON NORTH

MORGANS PROPERTY ADVISORS

REGISTERED VALUERS, PROPERTY ANALYSTS & MANAGERS

Level 2, 65 Rangitikei Street,

Palmerston North.

PO Box 281, Palmerston North.

Phone 0800 VALUER or (06) 952 3750

Facsimile (06) 350 3718

Email admin@morgans.co.nz

Paul van Velthooven, BA, BCom, FNZIV, FPINZ (Director) Mob 021 360 257

Andrew Walshaw, DIP AG, DIP F MGT, DIP VFM, SPINZ Mob 021 224 0210

Jason Humphrey, B AG (VAL), MPINZ Mob 029 497 7323

Bianca Dougherty, BBS (VPM & FINANCE) MPINZ Mob 029 453 6000

Tony Jones, B.Com, DipCom (Val), ANZIV, MPINZ Mob 027 353 7706

Mel Manley, B.APPL, SCI, B SC Mob 029 497 3486

TARANAKI PALMERSTON NORTH

Brian E White, FNZIV, FPINZ 

Neil H Hobson, FNZIV, FPINZ 

Martin A Firth, ANZIV, SPINZ

HOBSON WHITE LTD 
REGISTERED VALUERS, PROPERTY MANAGERS & ADVISORS
Northcote Office Park, 94 Grey Street, 
PO Box 755, Palmerston North. 
Phone (06) 356 1242  Facsimile (06) 356 1386 
Email enquiries@hobsonwhite.co.nz

ACS Manawatu Ltd
 
 

30yrs experience in the lower North Island 
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52 Halifax Street, Nelson. PO Box 621, Nelson.

Phone (03) 546 9600  Facsimile (03) 546 9186  www.telferyoung.com 
Ian McKeage, BCOM VPM, FNZIV, FPINZ  Bryan Paul, VAL PROF URB, ANZIV, MPINZ

Ashley Stevens, BBS VPM, MPINZ Wayne Wootton, VAL PROF URB ANZIV,SPINZ

Rod Baxendine, DIP AG, DIP FM, DIP VPM, ANZIV, SPINZ 

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, SPINZ  F W Oxenham, VPU, ANZIV, SPINZ

 
 
20 Market St. P O Box 768 Blenheim P.+64 3 5789776  F.+64 3 5782806  
E. valuations@alexhayward.co.nz  I. www.alexhayward.co.nz 
 
A C (Lex) Hayward FPINZ FNZIV AAMINZ David  J Stark FPINZ FNZIV 
J F (Jim) Sampson ANZIV SPINZ  Bridget Steele ANZIV SPINZ 
Andrew  J Trolove APINZ   Abraham Moore APINZ 
Dianna Schulz  APINZ 

NELSON/MARLBOROUGH

42 Halifax Street, Nelson
P (03) 548 9104  
F (03) 546 8668
E admin@valuersnelson.co.nz
Motueka: P (03) 528 6123
Dick Bennison, DIP.AGR, B.AG.COM, MNZIPIM (REG) ANZIV, SPINZ     Rhonda Muir, B.B.S (VPM), ANZIV, SPINZ

Murray Lauchlan, FNZIV, FPINZ, AREINZ     Trudy Barnett, B.COM AG (AG MGMT & RURAL VAL)

Barry Rowe, B.COM (VPM), ANZIV, SPINZ  Ian Wallace, B SC (HONS), DIP BUS STUD, DIP AG SCI, MPINZ

ADVERTISE HERE

Contact Tremain Media  

on 02 9499 4599 or

Email: jonathon@tremedia.com.au

THE PROPERTY GROUP LIMITED
NATIONWIDE CORPORATE PROPERTY ADVISORS & NEGOTIATORS SPECIALISING 

IN PUBLIC LAND & INFRASTRUCTURAL ASSETS 14 OFFICES NATIONWIDE

Level 10, Technology One House, 86-96 Victoria Street, PO Box 2874, Wellington.

Phone (04) 470 6105  Facsimile (04) 470 6101

Email enquiries@propertygroup.co.nz   Website www.propertygroup.co.nz 

Advisors and Valuers in Property 
Level 1, 50 Manners St, Wellington.  PO Box 22-227, Wellington 6441

Facsimile: (04) 382 8443 
Tim Truebridge B.Agr. (VAL), ANZIV, SPINZ, AREINZ 

Phone (04) 385 8442 Email: tim@trueproperty.co.nz
Dale Wall ANZIV, SPINZ  

Phone (04) 384 8441 Email: dale@trueproperty.co.nz

Truebridge PartnersTruebridge Partners
WELLINGTON

PO Box 13286
Wellington 6440

Phone: 0800 145 554
Fax: (04) 8315102

Website: www.quickmap.co.nz
Email: info@quickmap.co.nz

Level 12, ASB Tower,  

2 Hunter Street, Wellington

PO Box 5053, Wellington

Phone: (04) 499 8899

Facsimile: (04) 499 8889

Email: paul.butchers@cbre.co.nz

REGISTERED VALUERS, PROPERTY 
CONSULTANCY, RESEARCH,  
PROPERTY MANAGEMENT, LICENCED  
REAL ESTATE AGENTS

Valuation & Advisory Services
Paul Butchers, BBS, FPINZ

Kathryn O’Connor, BBS (VPM), MPINZ

Ellen Atkinson, BBS (VPM)

Gerrard Wilson, BPROP, BCOM

Plant & Machinery Valuation
John Freeman, FPINZ, TECHRICS, MACOSTE

Mike Morales, SPINZ

COLLIERS INTERNATIONAL  
(WELLINGTON VALUATION) LIMITED

PROFESSIONAL PROPERTY SERVICES,  
VALUATION & PROPERTY ADVISORY

36 Customhouse Quay,  

Level 10, Craigs Investment Partners House, Wellington 6140

Phone (04) 473 4413  Facsimile (04) 470 3902

Email: first name.last name@colliers.co.nz 

Gwendoline PL Callaghan, FPINZ, FNZIV – DIRECTOR 

Michael A Horsley, FPINZ, FNZIV – DIRECTOR

Andrew P Washington, BCOM (VPM), SPINZ – DIRECTOR 

Jeremy A Simpson, BBS (VPM), MPINZ, REG VAL Kellie A Slade, BBS (VPM), MPINZ, REG VAL

Anna L Lomas, BBS (VPM), BA (BUS PSYCH) MPINZ, REG VAL Kristin J Anthony, BBS (VPM), MPINZ, REG VAL

Reuben Blackwell, BCOM, BSC (OTAGO), GRAD. DIP. VAL Anthony P Randell, BBS (VPM) 

Daniel J Lovett, BBS (VPM)

WELLINGTON

ADVERTISE HERE

Contact Tremain Media  

on 02 9499 4599 or

Email: jonathon@tremedia.com.au
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WAIRARAPA

WAIRARAPA PROPERTY CONSULTANTS LTD 

REGISTERED VALUERS & FARM MANAGEMENT CONSULTANTS 
28 Perry Street, Masterton. PO Box 586, Masterton. 

Phone (06) 378 6672  Facsimile (06) 378 8050 
Email: office@propertyconsultants.co.nz 

P J Guscott, DIP VFM, APINZ         M Clinton-Baker, DIP VFM, ANZIV, APINZ 

T D White, BCOM (VPM), APINZ 

Registered Valuers & Independent Property Consultants

1st Floor, Helard House, Cnr Helwick & Ardmore Streets, 
PO Box 362, Wanaka

Phone (03) 443 1433  Facsimile (03) 443 8931
Email info@centralproperty.co.nz 

www.centralproperty.co.nz

 Jodi Hayward, BCOM (VPM), MPINZ Wade Briscoe, FNZIV, FPINZ

Iain Weir, PG DIPCOM (VPM), AAPI, ANZIV, SPINZ

CENTRAL OTAGO

Level 4, Anthony Harper Building, 47 Cathedral Square, Christchurch.

PO Box 2532, Christchurch. 

Phone (03) 379 7960   Facsimile (03) 379 4325 

www.telferyoung.com 

Chris N Stanley, M PROP STUD DISTN FNZIV, FPINZ, AAMINZ

John A Ryan, ANZIV, AAPI, SPINZ  

Mark A Beatson, BCOM VPM, ANZIV, SPINZ 

Mark G Dunbar, BCOM VPM, ANZIV, AREINZ, SPINZ 

John C Tappenden, ANZIV, SPINZ

Victoria Murdoch, BCOM, VPM, ANZIV, SPINZ

Damian Kennedy, BCOM, VPM, MPINZ

CANTERBURY/WESTLAND

Level 6, 

PricewaterhouseCoopers Centre  

119 Armagh Street, Christchurch

PO Box 13-643, Christchurch

Phone: +64 (03) 374 9889

Facsimile: +64 (03) 374 9884

Email: firstname.surname@cbre.co.nz
 
 

REGISTERED VALUERS, PROPERTY 
CONSULTANCY, RESEARCH, PROPERTY 
MANAGEMENT, LICENCED  
REAL ESTATE AGENTS

Valuation & Advisory Services
Chris Barraclough, B.COM, FPINZ, FNZIV

Marius Ogg, SPINZ, ANZIV

Scott Ansley, B.COM (VPM), MPINZ

Ben Rosewall, B.COM (VPM), MPINZ 

Plant & Machinery Valuation

John Freeman, FPINZ, TECHRICS, MACOSTE

Mike Morales, SPINZ




