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T here seems to be a current over-

reaction by property people, par-
ticularly valuers, to the claimed discov-
ery of a multi-tiered rental market for
commercial property. This discovery has
been claimed since the realisation of a
significant downturn in the direction of
the commercial property market follow-
ing on from the collapse of the
sharemarket in October 1987.

As a consequence of the sharemarket
collapse and the subsequent downturn
in the economy there has been an over-
supply of office accommodation and
warehouse and industrial premises,
causing intense competition among
landlords forprospective tenants. Natural
market forces have dictated that levels
of asking rentals are being reduced in
this over-supply situation and if lower
rentals prove to be insufficient
inducement to fill tenancy vacancies,
landlords find it necessary to offer low
cost or free interior fit-outs, rent holidays
or even cash inducements to attract
tenants to theirparticularpremises. These
circumstances cause considerable
irregularities in the rental market when
comparisons are made with tenancies
thathaveonlyjustcommencedbutwhich
had been arranged in the extremely
buoyant commercial rental market
immediately prior to the sharemarket
collapse. And comparisons will
inevitably be drawn with existing rental
levels for previously occupied premises.
Hence the claimed momentous
discovery, by some, that a multi-tiered
rental market has developed. And valuers
are being accused of being either mislead
by this multi-tiered rental market or of
choosing to ignore it altogether. Valuers,
it is observed, are adding weight to these
accusations by disagreeing amongst
themselves about the existence or effects
of the claimed multi-tiered rental market.

In a market as imperfect as the prop-
erty market inevitably is, it is not at all
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Editorial Comment

Rediscovery of the multi-tiered rental market

difficult to produce a list of statistics which
purport to show that a certain situation is
fact. But in such an imperfect market,
being as it is, influenced by a large number
of players with widely diverse aims and
aspirations and having differing opinions
of current trends it is not at all surprising
that some confusion will exist.

However it is important to reflect on
what elements were present in the prop-
erty rental market in the ever recurring
cycle of a boom period before a bust. In
the period 1984 to October 1987, there
was an almost unprecedented boom in
demand for commercial office and
showroom premises and industrial ware-
house and factory space. Prospective
tenants competed with one another for
available premises to such an extent that
often very large sums were paid for so
called "key money" or "lease goodwills"
and often successful tenants agreed to
lease terms which required their payment
of items of operating expenses which had
previously been strictly the responsibility
of the landlord.

As a consequence of this very high
level of demand, which occurred almost
throughout the whole country, rental lev-
els increased dramatically. In fact the rate
of increase was so rapid that the incum-
bent Minister of Finance found it neces-
sary to introduce rent control in the form
of the Rent Restrictions Regulations 1984
under which rent increases were pegged
to previous increases in the Consumer
Price Index.

So what did this frantic market sce-
nario produce? Inevitably a mix of rental
levels from unprecedented new highs for
new lettings in mainly new premises, large
increases for existing tenancies prior to
the introduction of rent control and later
extremely modest increases when the Rent
Restriction Regulations were introduced
particularly for tenancies with infrequent
review periods.

How, you may wonder, could valuers

possibly cope with such an impossible
scenario and assess "fair market rents"
for rental reviews? But they did and
there was no comment, so far as can be
recollected, of the inequities of a multi-
tiered rental market. But clearly it did
exist and to a greater extent probably
than the present "recently discovered"
(re-discovered) multi-tiered rental mar-
ket.

Were the irregularities of the 1984-
1987 rental market any less or any more
difficult to rationalise than the irregu-
larities in the 1988-1991 market. It is
suggested they were not as:

1. The Rent Restrictions Regula-
tions 1984 introduced a mechanism that
artificially set a level of rental just as a
"no reduction in annual rental" clause in
a current lease may produce an artificial
rental.

2. Prior to the introduction of the
rent restrictions regulations 1984 and
following their abolition, rentals were
being reviewed for existing leases fol-
lowing the trends of "the market" for
new letting rentals but with landlord and
tenants or sometimes their arbitrators
deciding on the relativity of those rental
levels just as landlords and tenants or
their arbitrators are deciding on the rela-
tivity of current rental levels now.

3. Some new leases were being
taken up at the new "high" levels of
rental then just as some new tenancies
are being taken up now at new "low"
levels of rental.

So as valuers, let us continue to do as
we have always been required to do  to
interpret the market as it exists, so far as
possible in an impartial and an inde-
pendent manner and avoid the indignity
of being seen to take a certain position in
respect to a phenomenon which has re-
cently been loudly hailed but which is
definitely not new - the multi-tiered
market.

Trevor J Croot.
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Annual Manuscript Competition

Conditions of Entry

The New Zealand Valuers' Journal Editorial Board offers an annual Award for a
leading article to be published in the Journal.

The Award has a value of NZ$1000 and shall be paid to the successful applicant
who meets the following conditions:

10.
1.

The competition is open to any author of an original work based on
research into or comment on a topic related to the valuation of real
property and entries should be submitted to the General Secretary, New
Zealand Institute of Valuers, PO Box 27-146, Wellington.

The article shall not have been submitted to any other journal or
publisher prior to being submitted for entry into the competition.

The article shall not exceed 10,000 words including any equivalent
space where illustrations, diagrams, schedules or appendices are
included.

The manuscript shall be typewritten.

The author shall supply a short synopsis of the article, setting out the
main thesis, findings or comments contained in the article.

The author shall provide a brief biographical note which may be
published.

The closing date for submission of manuscripts shall be 1st April in
each year and any winning article shall be published in the Journal.
Judging shall be by the Editorial Board and shall be on the basis of the
relevancy, quality, research and originality of the articletothe principles and
practice of valuation. The judges' decision shall be final and binding.
The Editorial Board shall not be bound to make an award in any year if
no article meets an acceptable standard.

The winning manuscript shall become the property of the New Zealand
Institute of Valuers and the author shall agree as a condition of
receiving the award to pass copyright to the Institute and no reprinting of
the article shall take place without the express consent, in writing, of the
Editor of the New Zealand Valuers' Journal.

All unsuccessful applicants for the Award shall be advised.

The decisions of the Editorial Board on any matter relating to the
competition and Award shall be non-reviewable and correspondence

shall not be entered into nor reasons given for the decisions of the
Board.
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The Editor,
I would like to express my disbelief at the
recent judgement of Justice Tipping re-
ported in the September issue of The New
Zealand Valuers' Journal. While my
knowledge of this particular case is lim-
ited to the material reported in the journal,
it appears to me that Mr Wall, on evidence
presented to him at an arbitration, has
concluded the existence of a multi-tier
leasing market with respect to new lettings,
right of renewal and rent reviews. Justice
Tipping in his judgement, with particular
reference to Lease Clause 3(j)(iv) of the
Lease, lends his weight to this view. the
judgement makes reference to the compa-
rability of premises and Justice Tipping
extends this concept to include the com-
parability of tenure and states "in other
words, to get a truly comparable situa-
tions, one needs to look at premises as
similar as possible to the subject premises
in cases where the lessee is the subject of
a rental review rather than the subject of a
new lease or renewal of an existing lease."
How long will the valuation profes-
sion be forced to labour under the ill
conceived notion that a rental review can
provide any sort of better gauge of market
rentals than a new letting? It seems to me,
in simplest terms, that a new letting is a
market transaction and a rental review is
not. It will be noted that the lease document

apparently refers to a "current market
rental" notarental tobe fixedbyreference
to otherrental review agreements. Itwould
seem some people have difficulty in in-
terpreting the meaning of this phrase, par-
ticularly the word "market". This word in
the broader valuing context has already
been clearly defined.

For example, by substituting the word
"open" for "current", and "value" for
"rent" the definition of the term "open
market value" as taken from Guidance
Note 3 of the NZIV Asset Valuation
Standards provides a useful guide. This
phrase is defined as the price at which an
interest in the property might reasonably
be expected to be sold at the date of the
valuation assuming;:

« a willing seller;

* reasonable period within which to ne-
gotiate the sale taking into account the
nature of the property and the state of
the market;

* that values will remain static during
that period;

« that the property will be freely ex-
posed to the open market;

* that no account will be taken of any
higher price that might be paid by a
purchaser with a special interest.,

How can an agreement between two
contractually bound parties unable to
pursue alternatives be regarded as a market

REAL ESTATE INSURANCE
CORPORATION LIMITED

Professional Indemnity
Insurers to the VALUATION
Profession

Contact:
Geoff Ladbrook
Manager, Professional Risks
Willis Faber Johnson & Higgins Limited
PO Box 3327
Auckland 1
Tel. (09) 309-0583
Fax (09) 796-295 DX 2007 Downtown Auckland
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transaction. The notion that a single
commodity, be it office accommodation,
motor vehicles, a ton of wheat or whatever
might be capable of having two or any
number of potential markets or market
prices, seems a strange concept to me.

Furthermore, the idea that rent re-
views constitute the best evidence is
fraught with practical difficulties. If rent
reviews are to be based upon rentals
achieved from prior rent reviews, then we
must assume that rentals upon review will
be fixed in perpetuity.

Do we accept rental levels fixed by
virtue of ratchet clauses within the lease as
constituting market evidence? Surely an
absurd proposition.

Ronald Bernstein and Kirk Reynolds
in their Handbook of Rent Reviews cover
this issue quite succinctly where they state
in Chapter 8.5:

...the prominence of rent review
transactions has, in some cases, resulted
in settlement becoming self generating
with subsequent open market transactions
not confirming the levels obtained. The
quality of evidence arrived from rental
transactions in terms of weight which can
be attached to it when forming opinions of
value will depend upon the circumstances
of each case. As a general rule, however,
the descending order of weight is open
market lettings; disagreements between
the valuers; determinations by Court un-
der Part 2 of the Act 1954; arbitrator's
award; determination by independent
experts. Evidence derived from rent re-
view transactions can never by wholly
conclusive unless supported by evidence
of open market lettings.

While sole reliance upon new lettings
to determine a market rental might be
regarded by some as being an extreme
view, it has considerably more merit than
reliance solely upon rent reviews.

Any other conclusion in my opinion
only gives credence to our critics who
describe valuation as a lunatic science. It
is fortunate that the issue before Justice
Tipping was not the question of what
constitutes the best evidence in the rent
review procedure, therefore his comments
should notbe regarded as setting any form
of precedent.

Indeed I am aware of a recent arbitra-
tion involving a substantial Central
Auckland office building that involved
both the valuers and legal counsel, where
all concerned specifically agreed that no
inference could be taken from his decision.

yours faithfully
K G McKeown, Principal,
Robertson Young Telfer (Nthn) Ltd
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Marketing Your Firm's Valuation Expertise

A Diagnosis and Prescription for More Business

or many professional valuers, the

Foffice workload is all too often con-
sidered to be determined by external fac-
tors beyond the firm's control. The number
of valuation assignments requested by
clients logically seems directly related to
the general level of real estate activities in
the immediate area, such as the number
and relative size of-

1 building permits being issued,

2. commercial lease review,

3. public improvements projects requir-
ing condemnation proceedings,

4. residential and commercial loan
originations,

5. insurance valuations,

6. foreclosures, bankruptcies, etc that
routinely require the services of a
valuer.

For the purposes of this paper we will
contrast two hypothetical firms "A" and
"B". The general attitude of Firm "A" is
that their volume of business is dependent
solely on the real estate industry's health
and external factors beyond the firm's
control.

It seems, however, that in every mar-
ket there always appear to exist valuation
firms that at every stage of each business
cycle, have enough business that they are
constantly growing and/or referring their
excess business to trusted colleagues with
other firms. During "good" times or "bad",
Valuation Firm "B" always seems to op-
erate at a comfortable level of optimal
capacity.

For the purpose of this paper, we will
consider the fundamental difference be-
tween Firm "A" and "B" and discuss
differences in philosophies and approaches
to ethically obtaining additional valuation
business. We will also assume that the
valuers of each firm are equally qualified
and consistently produce valuations of the
highest quality and professional stand-
ards. Likewise we will assume that Firm
"A" and "B" prescribe to New Zealand
StandardsofProfessionalPractice and the
Code of Ethics.

The Passive Approach to Marketing
Firm "A"'s Valuation Expertise
After 15 successful years, "Theoretical"

Firm "A" has built up a "significant"
client list of satisfied customers and has

by J S Baen & C S Croft

PhD is Professor of Real Estate, Valuation
and Property Management at Lincoln University—
Canterbury. He has held various teaching positions at
the University of North Texas and atNorth Lake College,
Texas, USA. He is still in

involved in

property

consultancy and real estate
businesses in Texas.

Property

University Hi C,*U'Mnt teaching role is diverse, ranging
from larger j rst year introductory property courses to
advanced valuation methodology. He specialises in

statutory valuation teaching

relied on this repeat business as the bread
and butter of their valuation business. In
short, the firm has allowed the high qual-
ity of their professional work in the past to
become the primary marketing tool for
their future.

A careful review of the past year's

Table A
Source of Gross Income Firm Number
|l AH Of
Projects
Repeat Business 180
Referrals from clients 50
Referrals from other valuers 30
New business  Valuer generated 10
Totals 270

Number of valuers =7 (Owner and 6 associates)
Secretarial help =2 and Office

Annual Overhead (excluding valuer salaries) Net

income to firm for salaries

Average income/valuer (includes owner)

office receipts revealed the following di-
agnosis of the firm's primary sources of
income on an annualised basis(Table A).
Further distillation of the data
categorised the nature of the valuation
assignments for the previous year into the
following categories (Table A-1)

Number of Gross Annual /of
Clients Income In§ Gross
Income
8 364,000 70
4 93,600 18
3 41,600 8
1 20,300 4
16 520,000 100
= 182,000 37
= 338,000
= 48,285

Average billing per project = $520,000/270 = $1,926.00

New Zealand Valuers' Journal



Table A-1

Valuation Assignments and Sources Gross
of Income for Firm "A" Income
Existing Commercial 10
New Commercial Construction 2
Existing Residential 7
New Residential Construction 35
Existing Office 5
Office Lease Reviews 10
Land Valuations 11
100%

The seemingly broad capability
developed by Firm "A" is impressive,
however, it should be noted that 57% of
the firm's business involves new
construction projects which can vary
dramatically from year to year in a given
area due to normal and sometimes harsh
construction and business cycles. This,
coupled with 70% of the income to the
firm being derived from repeat business
involving eight primary clients, puts Firm
"A" in an economic environment that
mightbe comfortable during "good" times,
but strenuous during slow construction
periods.

Table B-1

Valuation Assignments and

Firm "B"s Aggressive Approach to
Marketing Valuation Expertise

Firm "B" is considered by many to be a
"newcomer" and has only been in the
valuation business for four years. Not
having a built-up stable of clients, Firm
"B" has had the opportunity and challenge
to seek and accept valuation assignments
having a broader range and scope and thus
the firm is not considered specialized in a
given area or type of property.

TableB
Source of Gross Income -Firm Number
HBH Of
Projects
Repeat Business 10
Referrals from clients 6
Referrals from other valuers 1
New business Valuer generated 86
Totals 103

Number of valuers = 2 (Owner and 1 associate)
Number of new valuation associates =

Secretarial help = 1 (Trainee Secretary)
Annual Overhead (excluding valuer salaries)
Net income to firm for salaries

Average income/valuer (includes owner)

The reputation forFirm "B", however,
is one of reliability in terms of getting the
job done without regard to how large or
small the valuation assignment might be.
Chances are good that Finn "B" accepts a
few assignments at a below cost level of
fees generated.

A review of their past year of valua-
tion business revealed a different client
profile from that of Firm "A". (Table B).

In further analysis of the valuation firm

Number of Gross Annual %of
Clients Income in § Gross
Income
4 27,520 20
6 16,512 12
1 2,752 2
40 90,316 66
51 137,600 100
= 41,280 30
= 96,320
= 48,160

Average billing per project = $137,600/103 = $1336.00*

‘Lower overhead as A% of total fees generated allows more competitive fees to
be profitable for Firm "B" that would not be so for Firm "A"

Gross Income

Sources of Income for Firm "B" % $
Existing Commercial 5 6,880
New Commercial Construction (Referred to Firm"A") 0 0
Existing Residential/Flats 8 11,008
New Residential Construction (Referred to Firm "A") 0 0
Existing Office and Rent Reviews 10 13,760
New Office Construction 0 0
Land Valuations 12 16,512
Single Family Homes (63 total) (sources a-¢)
a. Real Estate Agent Referred 6
b. Lender Requests (Mortgage Firms) 31
¢. Vendor Requests 3
d. Buyer Requests 9
e. Solicitor Requests 14 20 27,520
Subtotal Valuations 75,680
Consulting Work at $75/hour (825 hrs billed)
a. feasibility projects 2 11 15,136
b. marketing/rent study 1 6 8,256
c. post foreclosure valuation 4 5 6,880
d. court deposition 3 1 1,376
e. court appearance and research 5 9 12,384
f. miscellaneous 2 7 9,632
g. condemnation hearings 1 5 6,880
h. teaching valuation class at Lincoln University 1 1 1,376
61,920
137,600
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"B", the previous year's activity of the
relatively new firm revealed the follow-

ing sources of income for the various
services offered. (Table B-1)

A General Valuation Business Plan

Owners of the valuation firm should have
a written business plan whose primary

goals are to:

1 Meet or exceed the professional stand-
ards of practice,

2 Meet the needs of individual clients as
well as the community at large,

3 Operate at an optimal, comfortable,
and profitable level of efficiency in
order to maintain quality of the valu-
ation services rendered,

4 To tum away business that is not cost
effective.

No one but the firm's principal owner
can best decide the size, rate of growth and
number of employees a valuation office
should have. A "bigger" shop having more
associates, employees and larger over-

heads, requires something more than



valuation skills. Management of people
and marketing of additional valuation
services offered to cover overheads and
administration of the larger firm is cer-
tainly not for everyone.

While valuation engagements were
once primarily relationship driven, in to-
day's more competitive market all too
often clients are more interested in the
"cheaper" report which maintains a rea-
sonable quality. This style of valuation
reporting can give independent valuers
and smaller firms having lower overheads
the advantage.

The growth rate of any firm (if any)
should not occur except in a natural,
gradual fashion such that management
skills and volume of valuation work re-
quired does not outrun the firm's owners'
capabilities and financial resources.

Firm "A" for these very reasons has
consciously or unconsciously opted for a
larger shop with higher overheads and
administration requiring little expansion
or contraction of personnel during the
various business cycles. The owner of
Firm "A" has a comfortable lifestyle, en-
joys his/her work, sets his own hours and
has no plans for growth in the future. His/
her business plan is in motion and work-
ing on the philosophy of "bigger" is better
and bottom line profits are not the primary
objective.

Firm "B", however, has a five year
written business plan that calls for maxi-
mizing his/her valuation/consulting busi-
ness volume capabilities and net income.
On a limited budget he/she has created a
Ifexible staff that can be added to or reduced
according to the volume of valuation busi-
ness generated.

A Marketing Plan for More Business

We will assume that both "Firm "A" and
"B" share the traditional modes of mar-
keting their valuation business within the
Code of Ethics and generally accepted
standards of professional practice.

They both utilize the customary ad-
vertising methods such as advertisements
in trade journals, telephone directories,
etc. Likewise, each firm utilizes business
cards and attractive signs at their places of
business.

Salesmanship is often associated with
real estate brokerage and the mere men-
tion of the word somehow does not seem
to fit conceptually with many valuers' self
conceived notion of "professional prac-
tice". And yet, we all agree that sitting in
the office waiting for valuation business to
walk or phone in, is a good way not to
remain in business for very long.
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Internationally, other professions in-
cluding solicitors, accountants, engineers
and others, have in recent years been
wrestling with what place professional
marketing ("hard-sell" promoting) and
advertising play in their industries.

The following are suggestions and
techniques that can be considered for cre-
ating more business opportunities for pro-
fessional valuers in New Zealand.

1. Prepare a Professional Resume (CV)-

Each time a valuer calls on a prospective

client it is as though he/she is interviewing

for a job. The fact is they are! An updated,
professionally printed, resume can be used
as a reminder to the prospective client of
one's excellent qualifications long after
the interview. The CV should go beyond
the customary one or two page "Statement
of Qualifications". Areas to be included in
the document should include:

a Designations/professional qualifica-
tion

b Degrees/education

c. Specific valuation papers completed
(by title)

d. Other property papers completed

3 Related business papers completed f

Professional papers presented

g. Research activities and articles pub-
lished

h. Partial client reference list with tel-
ephone numbers and type of service
performed (or perhaps letter of recom-
mendation from former client)

i. Types of valuation services you offer.
A complete professional CV has many

uses beyond a hand delivered formal in-

troduction to a prospective client.

a.. CV's may be mailed with a covering
letter to persons known to be in need of
valuer services. Prospective clients
often appear hidden in the news arti-
cles of the morning paper. Examples
include a person's name mentioned in
association with corporate moves,
relocations, litigation, plant expan-
sions, etc.

b. When volunteering your time to speak
to community groups, CV's are help-
ful to those making your introduction
(and quite often summaries about your
professional background are included
in newsletters prior to your speech).

¢. Solicitors, accountants and bankers
often use the professional CV as a
formal referral document which states
your qualifications as an expert.

In summary, the properly prepared
CV when prepared on the valuation firm's
stationery can be a powerful marketing
tool. Every member of the firm should
always have one available in their brief-

case to supply to a prospective client.
They build confidence, sell the firm, the
individual, and cost pennies to produce.

2. Prepare a Sample of Your Work

A neat presentation that clearly portrays
the quality of your work should be avail-
able for prospective clients to review.
Samples of all types of your work can be
an important bridge between what the
client thinks they want versus the research
product they may recognise. A client de-
siring a short and simple market valuation
on a property may be willing and eager to
request (and pay for) a more comprehen-
sive report which supplies important eco-
nomic and/or financial information about
a particular property or market area. Edu-
cate and market your capabilities by
showing them examples of what you and
your firm can do.

3. Maintain a Daily, Weekly and Monthly
Action Plan

In order to better organize your planned
activities to achieve the volume of valua-
tion work desired.

Example: Call on three mortgage of-
ficers/solicitors/real estate agents per week
who may be in need of valuation services.
4. Become active in at least two
professional or service organizations
within the community.

Example: The local branch of the
Real Estate Institute, NZ Society of Ac-
countants, etc.

5. Offer to teach, guest lecture, or speak

- on the subject of real estate valuations
at the local University or Polytechnic and
to interested citizen groups. Don't assume
the public understands what valuers are,
much less what is involved in professional
assignments and related services that
valuers can provide beyond the typical
valuation.

Example: projections, feasibility
studies, market analyses, etc.

6. Co-operate with other valuers by of-
fering data, assistance, advice when ap-
propriate, and NZIV branch participa-
tion. Let them know you are a profes-
sional and excited about your profession.
There seems to be more "joint" assign-
ments between firms lately with large
assignments being shared by multiple
firms.

Example: Lincoln University cur-
rently has two highly respected valuation
firms who have joined together to value
the plant and equipment for the entire
campus.

7. Be supportive of local real estate jour-
nalists and offer assistance. Commen-
taries and interviews on real estate sub-
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jects that may be of interest to the general
public and will indirectly lead to more
valuation business.

Personnel Plan to Handle More Business

The owner of Firm "B" maximizes the use

and flexibility of his office personnel plan

by:

1. Hiring a "secretary" with the typing
skills necessary for valuation reports
who also has a desire to become a
valuer. His/her "trainee" status in-
creases theirresponsibilities to include
research, customer relations, report
writing (and review!), internal man-
agement, as well as needed secretarial
skills.

2. Hiring valuation "interns" from the
local Universities can allow the office
to grow on a very flexible basis. In-
ternship programmes provide edu-
cated, quality research assistants at a
pace comparable to your business
growth. These part-time valuation
students can work vacations and after
class at "below" market hourly rates
and are good value for money! The

firm also is given a rare and non-
committal view of a prospective
graduate prior to graduation. Of course,
the work must be closely supervised,
reviewed and documented prior to
utilization in any commercial situation.

The valuer, who is also an instructor or
guest lecturer at the local University, has
every opportunity to interview several
qualified intern candidates each semester.

While Firm "B" cannot at this time
justify more full-time associates (except
at the risk of lowering net income), the
owner has opted for a compromise that
could very well lead to his/her goal of
having five full-time valuers in the office
within five years. The broad base of
business which is highly diversified in
terms of types of assignments will pay off
in the future.

The owner of Firm "B" is very active
professionally in his community. He often
donates his time, advice and property re-
lated talents to various community groups.
What are his reasons for doing so? He
seems busy enough!

1. Genuinely help his community.

2. Raise the credibility and professional
image of the valuer in the community.

3. Generate additionalbusiness contacts.

4. To informally meet and come to know
potential employees, trainees and
promising valuation interns.

Conclusion

Valuation firms should conduct frequent
in-house analyses and profiles of their
sources and types of valuation business in
order to better assess their office competi-
tiveness (profitability) and define where
they are in the market, and more impor-
tantly, where they would like to be. The
analysis of valuation assignments and
sources of income, coupled with a firm's
marketing plan for increasing their vol-
ume of work or a more stable stream of
work, can be a valuable and healthy busi-
ness practice.

Remember, include time and effort in
local community projects and functions
which do not immediately contribute to
the bottom line! The future of your firm
and the profession will be positively im-
pacted over the long haul! A

Current Problems 1n the Valuation of Commercial
Ground Lessors' Interests in New Zealand

his paper is a corollary to a similarly
named one I presented last year to

the Taranaki Branch of the New Zealand
Institute of Valuers' 50th Jubilee celebra-
tion seminar* which dealt primarily with
residential ground leases.

I feltthatpaper stopped short of dealing
with some of the crucial current issues
particularly relevant to commercial and
industrial ground leases.

The NZ Scene

I will start by briefly outlining the form of
ground lease tenures we have in New
Zealand, colloquially called "Glasgow"
leases, and the factors leading to the cur-
rent highlighting of commercial lessors'
interest valuation problems.

"Glasgow" leases are (generally) 21
year perpetually renewable ground leases,
whereby the lessees erect all buildings and
improvements, with the rentals fixed for
21 year periods between renewals on the
basis of a "fair annual ground rental" with-

by R L Jefferies

dney Jefferies B CA Dip'

":the NZJV and a foundingme

Property Management Institute of

land. He isSeniorLecturer in PropertyAdmin
iituation and Valuation at Auckland Univeri
sity and is a consultant to his public valuation
practice Barratt-Boyes Jefferies in Auckland.
Rod Jefferies is the current President of the
New Zealand Institute of Valuers This paper
was presented to the Australasian Real Estate
Educators' Conference held at Lincoln _Uni
versity 3-5 December 1990.

out regarding the value of the improve-
ments on the land.

The bulk of these leases resulted from
land development programmes,
reclamation and subdivisions undertaken
by large landowners as a way of disposing
of the holdings or sites, but creating a
perpetual income in preference to selling
the land. These leases originated in the

FOOTNOTES: 1. Current problems in Ground Leasehold Valuations, (1989) NZ Val. December p 18

March 1991

latter quarter of last century and continued
as a popular form of title up until the
1960's. With the inflationary economy of
the 1970's and since, they have fallen out
of favour. Since the 1970's new ground
leases have generally been leased on a
terminating basis with rental review terms
of five or seven years.

Glasgow leases are found in pockets
throughout the breadth and length of 0
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the country, coming under the provisions
of (now) the Public Bodies Leases Act
1969, which controls their creation,
administration, and renewal procedures.
The ground rental assessments are defined
by the Act but are determined more within
the framework of precedents set by
arbitration awards and court decisions,
and also highly influenced by local
practices.

There are also a number of other similar
leases, such as Maori reserved lands leases,
Crown leases, local body leases and others
under various enabling legislation, each
with varying terms and conditions as to
rental reviews, use limitations, freeholding
rights, and some are terminating leases.

The bulk of the non-Crown leases are,
however, held by church trusts, local
authorities, port companies, and Maori
incorporations and trusts.

The Valuation Problems

Valuations for rental purposes and market
or mortgage valuations of the lessees'
interests represent a significant proportion
of both rural and urban valuation practice
in this country. However, the valuation of
lessors' interests have not been a frequent
requirement, until quite recently.

The valuation problems, encountered
in the past, have centred around two
aspects:

a. the determination of a ground rental
percentage to apply to the land value

at the date of assessment, to determine

the "fair annual ground rental"; and
b. the valuation of lessees" interests

where the lessee(s) have paid for (but
do not own) the improvements, -
with many theories having been
propounded for modelling therationale
of leasehold purchasers in determining
the amounts payable for these interests,
especially the rights to the perpetual
renewals.

In the last two to three years, however,
problems have emerged in relationship to
the proper methods of valuing lessors'
interests. It is the nature of these problems
and the valuation of these interests that I
want to examine. These problems have
been highlighted by a number of factors
which I wish to briefly outline.

Factors Highlighting Lessors' Interests

1. A number of trustees and beneficiaries
of church and charitable trusts as well
as Maori incorporations have become
increasingly concerned with the effect
that inflation and rising land values
have had on the income return from
these "locked in" investments. This
has caused them to question the value
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of these investments, to seek ways of
improving thesereturns andto enhance
the value of their investmentportfolios.

2. Some of these lessors have sought to
improve their income returns and to
maintain the earning power of their
investments by introducing
freeholding policies which encourage
lessees to buy the land. The proceeds
are then re-invested in initially higher
yielding commercial or industrial
properties which provide more
frequent rent reviews and capital
growth for their investment portfolios.
However, this has involved a "trade-
off" of security for more frequent rent
increases, but in the current
commercial property climate in New
Zealand the latter benefits are not
necessarily being achieved.

3. The wisdom of these freeholding and
re-investment policies have needed to
be assessed by measuring the
performance of each type of investment
in terms of rental income, capital gain,
the risks, the security offered (witness
the recent boom/bust of the property
investment market), and having regard
to the long-term nature of these
perpetual trusts. In addition, there are
the moral, social, historic or ethnic
values or attachments to these lands.
In the case of Maori landowners there
has also been the issue of the perpetual
alienation of their lands which has
irked them and for which redress is
being sought under various claims
before the Waitangi Tribunal.

4. Portreforms, introducedby theLabour
government, have resulted in the
formation of port companies to take
over the operational aspects of the
previous harbour boards and this has
resulted in the transfer of vast amounts
of non-port related (mainly reclaimed)
leasehold land to the contiguous district
and regional authorities (or in joint
ventures).

5. Local government reform has resulted
in the merging of many small local
bodies into larger City or District
Councils, many of whom have pockets
of leasehold and other lands not
specifically contributing to the
objectives of local government. The
value of retaining public ownership of
these lands is being questioned.

6. The tightening of budgetary pressures
on central and local government,
coupled with the introduction of "user-
pays" and "commercial"
accountability, has required asset
valuations to be undertaken. In the
pressure to reduce the burgeoning

public debt, surplus assets have
therefore come under close scrutiny.
The validity of government, both at
central and local level, to remain lessors
of land perpetually leased for non-
government related uses has been
questioned.

7 Other government departments,

Crown corporations and state owned
enterprises (SOE's) have been forced
to re-assess their asset values and to
trim balance sheets and budgets. This
has resulted in asset sales programmes,
sometimes of the whole enterprises,
and in particular surplus assets or assets
not contributing to their corporate
missions. Some of these assets have
been lessors' interests in ground leases.

8. The previous National government's
budgetary decision to increase land
tax rates in 1981 to 2 cents in the dollar
of land value, coupled with the huge
subsequent increases in government
land values as a result of the
commercial property boom of 1985/
87; and further coupled with the Labour
government's decision to cease to
exempt harbour boards (and thus the
port companies) and local bodies from
paying land tax; brought sharply into
focus the need for a close look at the
basis of apportionment of land values
for land tax purposes. Both lessors and
lessees were affected, particularly in
Wellington where a government
revaluation was carried out as at 1
May 1987, reflecting the height of the
boom conditions. Auckland followed
with a revaluation as at 1 May 1988,
but not issued till November of that
year, by which time the District Valuer
reflected the severe downturn in the
market, but not sufficiently to take the
sting out of the land tax impact.
Contributing also to the problem was
the huge increase in the tax net resulting
from the reduction of the exemption
threshold to $10,000 land value per
taxpayer. This effectively meant
virtually every commercial and
industrial property was liable for land
tax and many lessees and lessors not
previously paying land tax were faced
with increased outgoings in the
retrenching post sharemarket crash
economy. This led to a number of
objections to Valuation New Zealand's
valuations and the method applied to
the assessment of both lessors' and
lessees' interests in the process of
apportioning land values for the
respective assessments of land tax of
ground leased properties. In 1989, the
Labour government, beginning to bend
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under pressure from all fronts, reduced
the rate of land tax to 1.5 cents in the
dollar for the 1989/90 assessment year,
with a further reduction to 1 cent in the
dollar for the 1990/91 assessment year.

9. The valuation problem was further
complicated by the fact that these
lessors' interests have rarely, if ever,
sold in the open market. Most
transactions which have taken place
being transfers between related trusts,
or when freeholded to the lessees. It is
only in very recent times (this year)
that various portfolios of these lessors'
interests have been available "on the
market", mostly quite unofficially, and
in mostcases lessors have been seeking
the more profitable freeholding option.
However, the market among
commercial ground lessees is not
particularly conducive to that solution
at present! Some arm's length lessors'
interests sales to third party investors
have been concluded, but unfortunately
"shrouded" in secrecy agreements,
though one sale of five lessors' interests
as a block in Wellington has now been
registered “ on the titles and can be
analysed, but the basis of the actual
price determination is not available.

The True Nature of the

Ground Lessor's Investment

What lessors have as freechold owners of
the title to any of these ground leased
properties is an interest which is
encumbered by the perpetual (or less
commonly terminating) rights of
occupancy of the lessees. Therefore the
lessors enjoy only a part of the "bundle of
rights" attached to the title. The most
important right  that of occupancy and
use of the land is in the hands of the
lessee. The only significant right held by
a Lessor is the right to receive ground
rental from the lessee(s) and the security
(if any) provided by the improvements
paid for by the lessee. In the event of non-
payment of the ground rental the ground
lessor has priority rights of re-entry, ahead
of first mortgage and other claims a
right rarely exercised, to my knowledge,

- lessors rather bowing to opt for some
form of rental deferment in genuine cases
of lessee(s") hardship (especially in the
case of residential land). With the
downturn in the New Zealand commercial

property market, the prospect of lessees
walking away from leases, particularly
vacant or redevelopment sites, which had
their ground rentals reviewed during the
boom in land values, increases this
potential "downside" to these
investments.'

The Value of a Lessor's Interest

The value of a lessor's interest, at any point
in time, is the investment value represented
by the present value of the future net rental
cash flow from the ground rentals to be
received in perpetuity (or in some cases
over a long-term terminating period). This
value is, however, invariably substantially
less than the full unencumbered land value.

The value of a lessor's interest, in
market value terms (on a willing-seller/
willing-buyer basis), is what price a lessor
could achieve in selling this investment
for, to another "arm's length" third party
investor. As these lessors' interests are
rarely traded on the open market, this
provides a problem for valuers to obtain
market evidence as a basis of accurately
assessing their market worth. This current
valuation issue has been highlighted by
the recent debate over the transfer of such
interests from harbour boards to port
companies and local government. Now
acquired, the asset values of those local
authorities are under scrutiny in the current
environment of government requiring
adequate returns on the market value of
non-socially orientated investments of
public funds.

This problem has also been brought
into focus by a recent Wellington court
case4 over the assessment of lessors'
interests for land tax purposes, though this
case was taken by a lessee, in objecting to
Valuation New Zealand's apportionment
of the Land Value appearing on the
Government Valuation Roll (assessed as
at 1 May 1987) for land tax purposes (as at
31 March 1988).

This has also been a serious issue for
lessors, such as the harbour boards (now
port companies), and local government
lessors who became liable to pay land tax
on their lessors' interests. In many cases
seriously eroded the income therefrom,
and in some cases the land tax exceeded
the actual ground rental near the end of a
long rental term. Fortunately, the
Government exempt residential land from

2. A sale from Railways Corporation to CML Insurance which is analysed later in this paper.,

the impact of land tax, but it remained a
problem with commercial and industrial
land leases until the 1990 Budget and the
subsequent passing of the Land Tax
Abolition Act 1990, which reduced the
rate to 0.5 cents for every dollar of
assessable land value for the 1991/92
assessment year, and abolishes it as from

1 April 1992.

Methods of valuation
Various methods are in use in New Zealand
by valuers to assess lessors' interests:

1. Valuation New Zealand method:

The Department, to apportion the land

values, first assesses the lessees' interests

then the lessors' interests, and proportions
the land value accordingly. The interests
are assessed as follows (according to the
explanation given in the Tower
Corporation decision):
Lessees' interests:

a. a value for the right of renewal
expressed as a percentage of the land
value (varies with the local market
conditions); plus

b. the value of the unexpired portion of
the lessees' rental benefit to run
calculated by taking the land value
times the current ground rental
percentage rate (rack rent or market
rent); less the actual ground rental;
discounted over the period to run at a
market (effectively a monetary)
discount rate.

Lessors' interests:

i. the current or rack ground rent

capitalised in perpetuity at a monetary

rate of interest; less

the detriment to the lessor of the

unexpired term (ie the same figure as

the benefit to the lessee in (ii) above is
used); plus

the value of the lessors' right to review

ii.

ii.
the rental in light of market values at
the end of the current term allowed as
a percentage of (i) and (ii) above
(normally 5%).

2. Rental shortfall method:

i. the current land value times the current
ground rental percentage; capitalised at the
monetary discount rate; less

ii. a deduction of the amount by which
the actual ground rental is less than the
current ground rental (as calculated in
(i) above); discounted at the monetary
discount rate over the period to run.

3. Two recent Auckland examples of this are: (i) after a three year delay in bringing a renewal to a major arbitration hearing, the lessee did not

exercise the right of renewal on receiving the Award, leaving an old and uneconomic building on the site, with a signicant land tax and rating liability
now resting on the lessor; and (ii) where the lessee went into liquidation during the renewal process and the mortgagee in possession did not consider it
was worthwhile to proceed with the renewal and the lease lapsed, again being a redevelopment site with minor existing buildings.

4. Tower Corporation v Valuer-General and Wellington City Council, Wellington Land Valuation Tribunal No.2, Reserved Decision dated 25 July 1990 (LVP

NOS: 87-90/89)

March 1991
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3. Yield method:

The actual ground rental is capitalised (in
perpetuity) at an appropriate "yield" or
(effectively) an overall capitalisation rate.

4. A discounting method:

i. the actual or contract ground rental is
discounted over the term to run at the
monetary discount rate (appropriate
adjusted for management, and lessors'
outgoings and risk)'; plus

ii. the reversionary interest in the future
rental increase (at renewal or review
as the case may be) is calculated by
taking the land value times the current
ground rental rate; capitalising this
figure (in perpetuity) at the monetary
discount rate (appropriately adjusted
for risk, and the review term)6; and
deferring that figure to the end of the
term to run at a real rate of return (the
monetary rate less an allowance for
anticipated long-term inflation).

Examples of these methods applied to
three typical commercial leases in Auck-
land each assumed to have a land value of
$1,000,000 of varying terms to run out-
lined below

Once the valuer has overcome the basic
problems of assessing land values in the
current market, has a defensible ground
rental basis and arrived at a suitable
discount rate (problems enough in
themselves!), the methodology and
appropriateness of each method of
valuation needs to be examined carefully.

Method 1:

Step 1(i) treats the assumed current
ground rental (if re-assessed) as a
purely non-inflating cash flow in per-
petuity. This is unrealistic, hence step
1(iii), as an attempt to adjust for this.
Step 1(ii) simply adjusts for the rental
shortfall to the next review adopt-

ing the same discount rate as used in
the lessee's interest valuation. There

Basis.

Monetary discount rate 15%pa

Ground rental rate: 9%pa

Long-term inflation rate: 5%pa

Real discount rate: 10%pa

Land value $1,000,000

EXAMPLE: (a) (b) (©

Years to run 5 12 19
Contract ground rental $6000pa $15,000pa $85,000pa
Method $ $ $

1(3): 600,000 600,000 600,000
1 (ii): -309,913 -442,751 -33,538
1 (iii): [5%x(1) + (ii)]: 14,504 7,862 28,323
Total 304,591 165,112 594,785
% of land value: 30% 17% 59%
2 (1) 600,000 600,000 600,000
2 (ii) -309,913 -442,751 -33,538
Total: 290,087 157,249 566,462
% of land value 29% 16% 57%

3: Yield 02.5%=240,000 079/_214,286 @13.5%-629,630
% of land value: 24% 21% 63%
4(i): 22,137 88,550 570,153
4 (ii): 368,348 186,041 93,963
Total: 390,485 274,591 664,116
%o0 land value 39% 27% 66%

(All calculations are half-yearly in advance, as is the common form of rental payment)
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may well be sound reasons why a
higher discount rate may apply to the
lessees', or vice-versa, the lessors'
interests having regard to their respec-
tive typical monetary opportunity costs
and the risk differences having regard
to the merging between current ground
rental and the contract ground rental.
Step 1(iii) is entirely arbitrary, a point
made well by the objector in the Tower
Corporation case, and which the Tri-
bunal did not seem convinced about. It
does not reflect the varying potential
nor the tern to run, unless a variable
percentage is used. The use of a
standard percentage as in the examples
shows that the greatest addition is made
for this factor immediately after a re-
newal, compared to the years leading
up to a renewal where this potential
becomes greatest. This is not logical.
The method does not address the man-
agement and outgoings issues either.

Method 2: suffers from the same
criticisms as for Method 1, as it is
essentially the same, though expressed
another way. All the risk and lessor's
outgoings have to be adjusted for in
the discount or capitalisation rate.
There is no specific allowance for the
lessors' potential in future land value
rises.

Method 3: is reliant on a very subjective
capitalisation rate, unless there are a
lot of sales of similar interests with
similar terms to run and risk factors
(which there isn't). It is very difficult
to allow adequately for variations in
the potential for future rental increases
in this method, and therefore is not
reliable.

Method 4: is more complicated as it al-
lows for the allocation of different
risks to the components of value.
Though the same monetary discount
rate is normally used in Steps 4(i) and
4 (ii), these can be varied to adjust for
risk, such as when the contract ground
rental is very low and thus very secure,
or alternatively when it is high such as
in the case of some renewals during
the boom, or to allow for other
locational or security risks.

Step 4(ii) is an attempt to bring into focus
the impact of the future rental increases,
on the assumption that current land
values are the markets' interpretation
of all future benefits of ownership in
current real terms. The use of the real
rate to discount this benefit over the
term to run assumes that the future
increases in land values will move in
relationship to inflation. If the location

New Zealand Valuers' Journal



is such that there is a strong likelihood
that land values will increase at a higher
rate than inflation, then this real rate
could be reduced appropriately, or
vice-versa. When dealing with leases
of shorter than 21 year review terms
and/or with terminating leases the
monetary discount rate (effectively
used in this step as a capitalisation
rate) can be reduced to reflect the
improved form of investment (ie a 3
year rent review terminating lease may
justify a rate of say 10%pa - see
under a later heading and in Table 6).

The method is in effect a proxy for
a full discounted cash flow method,
assuming that, because of the long
term rental period and perpetually re-
newable nature of these interests, a
reversionary value at the end of the
current term to run can be represented
by capitalisation of the rent in perpe-
tuity, rather than a series of 21 year
cash flows. The use of a real rate of
return, coupled with the reliance on
the current land value, removes the
nonsense of predicting future land
values to arrive at future ground rentals
only to have to discount them back
again at a discount rate that must also
allow for inflation. The simplicity of
these assumptions are the method's
virtue, and solidly based on urban land
economics principles.

The Appropriate Discount Rate:

The differences in the approaches will
depend on the appropriate rates adopted
for the ground rental, the discount rate, and
the real rate of return built into the cal-
culations.

In the Tower Corporation case, the
valuer for the objector used the same rate
of 8.5%pa for both the current ground
rental percentage rate and the capitalisation
rate applied to the rack rental capitalisation
in adopting Method 2 (i) above
(effectively valuing the lessor's interest at
the lease renewal date at 100% of the land
value!). He agreed, however, with
Valuation New Zealand's monetary
discount rate but applied that only to the
shortfall in rental inMethod2(ii). This was
the essential difference in the dispute. He

Footnotes:

also challenged the arbitrary nature of

VNZ's allowance in Method 1(iii). After

a three-day hearing the Tribunal found the

objector's case was unproven. Not a very

helpful decision in some ways as, though

VNZ's assessment was in effect upheld,

the Tribunal did not really bring down any

helpful criteria to apply to this critical
factor of the appropriate discount rate to
apply, nor the appropriateness of the
methods of valuation to be applied.

The recent sale (in June 1990) of the
five lessors' interests in Wellington in-
volved part of a group of properties which
were the subject of a major Arbitration
before McGrath QC as Umpire to deter-
mine their ground rentals for a 21 year
renewal as from 1 April 1988. The total
ground rentals amount to $776,240pa be-
ing an award at 8.0%pa of land values
totalling $9,703,000. The sale is recorded
in the Wellington Land Transfer Office at
a consideration of $5,742,387 and can be
analysed a number of ways.

(a) Assuming the land values and ground
rental percentage awarded by McGrath
are still applicable as at the date of sale
and that a "real" rate of return is 10%pa
and adopting the methods as above,
the following "returns' are determined
(by trial and error spreadsheet
analysis):

Method 1: 14.2%pa monetary discount rate

[5% allowance in 1(jii)]

Method 2: 13.5%pa monetary discount rate

Method 3: 13.5%pa yield rate

Method 4: 153%pa monetary discount rate

(Methods 2 and 3 give the same rate as there is no

rental shortfall on these assumptions)

b. Assuming that land values have fallen
by 15% since 1 April 1988, that the
ground rental rate would now be
appropriate assessed at 7.75%pa, and
that long-term inflation is 4%pa, the
following "returns" are similarly
determined:

Method 1:  14.1%pa monetary discount rate

Method 2: 13.3%pa monetary discount rate

Method 3: 13.5%pa yield rate

Method 4: 14.6%pa monetary discount rate
Other variations of the assumptions

could be used, but within a reasonable

range of inputs the likely market indicated
monetary discount rate that reconciles with

the price paid at June 1990 is 13.5%pa to
15.5%pa depending on the method
adopted.

These rates compare to the average
five-year Government Stock yield for June
1990 of 12.31%pa and the average first
mortgage housing rate of 14.9%pa.7

Lessors' Interest Values Over
the Cycle of Rental Reviews:

During a 21-year rental term of a ground
lease, the lessors' interest values will re-
duce, when expressed as a percentage of
land value, from a high point of 60% to
70% at the point of lease renewal, and
reach a low point near the mid-point of the
term, as low as 20% to 30%. The lessor's
interest then begins to climb in value as
the prospect of a significant ground rental
increase at the next renewal impacts on
the present value of this potential.

When expressed as a graph, the les-
sors' interests, as a % land value, follows
an "s" curve over a 21-year cycle of terms
to run as shown in Chart 1(page 16), which
is an approximation of the average "best
fit" curve based on an analysis of Auck-
land "Downtown" and "Port" ground
leases. (Individual lease variations are in
some cases significantly different from
this curve).

It also highlights the effect of the
downturn in values since 1987, with some
ground rentals having been fixed at the
top of the market, with the subsequent
decline in land values and ground rental
percentage rates resulting in these lessors'
interests representing a higher than normal
percentage of current land value. In a
"normal" market (if there is such a thing
now-a-days) of a continually upward in-
clining level of land values, one would
expect the curve to peak at the renewal
date of the lease. This is the case in respect
of Auckland Eastern Suburbs residential
leases as shown in Chart 2. (p16).

In contrast, Chart 3 (pl6) being
Auckland 5-year rent review commercial
and industrial ground leases, (many of
them also being long-term terminating as
well) shows a shallow curve between 60%
and 70% over a 5-year term. This high-
lights the improved performance of and
better investments that these more I

5. In this method the allowance for management (which is not insignificant) and other outgoings can alternatively be dealt with separately, based on realistic
current annual estimates and capitalised at the monetary rate of return, and deducted from the calculation based on the contract ground rental. The
problem that occurs in practice is that the land tax liability was not known before such an apportionment is made when being applied to the Government
Valuation apportionment. Where the lease is near the end of the term and the land tax assessment is known, such as valuaitons for sale or asset purposes, this
figure could exceed the present value of the rental to run. This negative effect is not taken into account or recognised by VNZ on the basis that any land tax
impact is already decapitalised by market forces into the land value!
6. Or more simply by multiplying the land value by the ground rent % divided by monetary rate % <« see article Current Problems in Ground Leaschold

Valuations, (1989) NZ Val. December p 18.

7. Reserve Bank of New Zealand, Weekly Statistical Releases.
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CHART 1
AUCKLAND CBD COMMERCIAL & INDUSTRIAL modem forms of ground leasing provide

Lessors' Interests as % of Land Value (made possible by the Public Bodies
Leases Act 1969 introducing rental re-

views at down to five-year intervals in
new leases).

Freeholding Policies
and Potential Capital Gain

When a lessee wants, or can be induced, to
freehold the land bypurchasing the lessor's
interest, a price can usually be achieved
which is substantially higher than the in-
vestment value of the lessor's interest.
Sometimes the lessee is prepared (or is
000 ) required under legislation) to pay up to the
e =1 r full land value if they want to own the
YEARS TO RUN ('[O next renewal) applying to Crown leases for example,
provides for a deduction to be made, from
the land value exclusive of improvements
(with some limitations)', based on a fixed
formula, quaintly called a "goodwill", that
CHART? applies to the freeholding of certain crown
AUCKLAND RESIDENTIAL leases. Some church and other charitable
Lessors' Interests as % of Land Value trusts have current freeholding policies
which vary, but generally grant a
0 freeholding allowance which recognises
) the term to run until the next renewal,
45 - resulting in between 0% at renewal and up
0 . to 35% (maximum, at mid-term) as a
5 - deduction from the land value in fixing
30 o - o the net freeholding price.9 However, these
25 generally apply only to residential land
20 with commercial or industrial leases usu-
15 ally freeholded at full land valuel0 or dealt
10 with as special dases.11 Some Maori in-
5 corporations, on the other hand, have
0 freeholded their land at a premium above
1 23 4 5 6 7 8 9 1011 12 13 14 15 16 17 18 19 20 21  aland (or unimproved) value to their lessees.
Therefore, the lessor has a potential
YEARS TO RUN (to next renewal) capital gain or profit on freehcl))lding, -
where the lessee freeholds the land at a
price in excess of the calculated lessor's
interest. Where there is a likelihood or
CHART3 possibility of this happening, it will tend

AUCKLAND CBD COMMERCIAL & INDUSTRIAL to enhance the market value of the lessors'

interests, even to a third party purchaser.
1 0 >
Lessors' Interests as % of Land Value However, the greater the incentives needed

to attract lessees to freehold, the lower the
0 70%60- added value of this potential! Making al-
Foo% - lowance, where appropriate, for these
freeholding profit potentials over and
above a calculated lessor's interest, makes
the exercise a very difficult one. The de-
gree of potential will vary from one locality
to another and also depend on other fac-
tors such as potential site amalgamation
of separately leased properties forming
redevelopment blocks. or where land is
leased to adjoining freehold owners.

3 4 5 The Value of the
YEARS TORUN Lessors' Interests to Lessees

From the Lessees' point of view, there are

O
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many factors which may impinge on whether they are interested
(or able) to freehold, and what price they may be prepared to pay.
Sometimes a premium may be attached to a lessee's opportunity
to convert the property to a freehold, either to be rid of the ground
rental liability and the future uncertainties that presents, let alone
the enhancement in value and marketability created by converting
from a leasehold to a freehold title. Many residential leasehold
owners, who are emotionally attached to their "homes", fre-
quently pay a premium (compared to the added value) just to
own their own home as a frechold. Some commercial properties
may be unattractive in the market as investments on leasehold
land, ie Asian buyers who do not understand nor are interested in
investing in other than freeholds.

Thus, a lower net building income capitalisation rate will
normally apply to a freehold compared to a leasehold. When the
"added value" of acquiring the freehold is calculated, the in-
creased value and saleability may make freeholding "good business".

For example, the following shows the effect of a 1% differ-
ence in the freehold versus leasehold capitalisation rate on a large
new office tower, hypothetically in Auckland.

Basis: Years to run 16 years

Land Value: $15,000,000

Ground rental: $500,000pa

Net building income: $5,000,000pa

Freehold capitalisation rate: 8%pa

Leasehold capitalisation rate: 9%pa

Leasehold value:
Leasehold Value:
($5,000,000-$500,000) pa capitalised

@ 9%pa $50,000,000

Frechold value:
$5,000,000 capitalised 9 8% pa $62.500.000
Added value to freehold: $12,500,000

The added value to the lessee, in this example is 83.3% of the land
value.

The calculated lessee's interest in the land (based on the
Auckland situation, all calculations based on payments half-yearly in
advance would be:

(a) Benefit to run:
[($15,000,000 @ 9%) - $500,000]pa x P.V.

for 16 years @ 15%pa $3,448899, 357711

(b) of renewal:
say 25% x $15,000,000 = $3,750,000
7
Say: $9,240,000
As % of'land value 62%
Added value 1O the lessee:
Land value: $15,000,000
Less lessee's interest (as above): $9,240,000
Added Value: 760,000
As % of'land value = 38%

Clearly, in this example, the lessee could afford to pay more
than the "added value" based on a calculated lessee's interest in
the land basis. It would be unreasonable, however, to expect the
lessee to pay the full $12,500,000 added value on a capital value
basis. The lessee would surely also look at the gain that the lessor
would make.

The calculated lessor's interestin the land (using Method 4)
would be:
(i) Present value of rental:

$500,000;a x P.V. for 16 years @ 15%pa $3,229,160
(ii) Present value of rever}§i\(}n, 16
($15,000,000,x 5po. OV
$1.888.795
$5,117,955
Say: $5,120,000
As % of land value = 34%

Thus the lessor would gain ($12,500,000 - $5,120,000) =
$7,380,000 or 49% of the land value, just because the lessee may
be in a position to benefit that much! No prudent lessee would
hand that much profit over to the lessor, and a more quid pro quo
solution is likely to result from negotiations where both the
lessor and lessee will profit out of the freeholding.

The above analysis takes into account the effective added
value of the building which the lessee paid for, and it seems fairer to
arrive at a solution which deals solely with the respective
interests of the lessee and lessor in the land value.

A "rule of thumb" which has been evidenced in these
situations in 'Auckland is where the price is negotiated in the
range of 50% to 60% of the difference between the lessor's
interest and the land value. Applying a 50% difference in the
above example indicates the following:

Lessor's interest: $5,120,000
Add: 50% ($15,000,000= $5,120,000) _ $4,940,000
Indicated freeholding price: $10,060,000
As °% of land value = 67%
As a ""freeholding deduction” 33%
On this basis:

The lessee gains in terms of added capital value less
freeholding cost: $12,500,000 $10,060,000= $2,440,000

As%?° of land value= 16%
The lessee gains in terms of added value in the land:
$15,000,000 $9,240,000 = $5,760,000
As %of land value 38%
But at a cost of: $10,060,000
As%ofland value= 67%

The lessor gains: ($10,060,000 $5,120,000) = $4,940,000

As % of land value = 33%>!

It would appear that in such situations that the lessor will
"gain" far more than the lessee, as the lessor has the upper hand
in agreeing or not to the frecholding. Clearly there is a point at
which a commercially prudent lessee would not be prepared 0

Footnotes: 8. ie the rental benefit discounted over a maximum of 11 years to run, and prescribing the rental rate and the discount rate applied (to be the same).

9. The Anglican Church Trust Boards in Auckland, since 1976, have a policy that relates the freeholding allowance to the present value of the lessee's rental benefit to run
discounted overhalf theperiod to run, with a maximum of 20%. This applies to certain qualifying residential leases only. TheDilworthTrustBoardin Auckland has made a
special freeholding offer in June 1990 to their residential lessees, with restricted single family houses use clauses, whereby they will be able to frechold at the full
(unrestricted)land values less a munimum allowance of 10% increasing in the middle of the 21-year terms (according to a predetermined schedule) to

32.5% together with the option of a cash discount or terms payment. This offer expires at the end of November 1990.

10. Almost invariably these have been at the full land value, irrespective of the term to run, and usually affected by other factors such as the amalgamation of

redevelopment sites.

11. One case in Auckland in December 1988, however, involved a lease with 17 years to run based on an old industrial use ground rental where the lessee/developer had
obtained a specified departure for a multi-storey car parking building, which the developer was intending to sell off in unit titles. A freeholding price was negotiated
which represented a discountof approx 35% on the fullvalue of the land or approx 55% of the difference between the lessors interest value and the freehold land value.
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to freehold, where there is an unreasonable
margin of "profit" to the lessor in
freeholding. The deal needs to be poten-
tially profitable to the lessee, however,
who will nevertheless look at the benefits
to be recouped in terms of total value (ie
including any current or proposed build-
ings).

In the current market, where there is
such little demand for redevelopment land,
and where existing buildings are not using
the land to its highest and best or most
profitable use, the attractiveness of
freeholding is constrained by the potential
added value of refurbishing current build-
ings or in the longer term value for rede-
velopment when the market turns into the
next boom phase.

It is therefore more likely that
freeholding options will only be attractive
to lessees with substantial buildings on
their land, or where amalgamation and/or
redevelopment is in the planning.

The above type of analysis is applied
to the previous three examples to com-
plete this discussion as follows:

CHART 4

AUCKLAND COMMERCIAL & INDUSTRIAL Ground Rentals
as %'s p.a. of Land Value and Lessors' Interests
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negotiating with lessees, or making various
freeholding offers.

Where the lessors are open to negotia-
tion, many are not, taking a "take it or
leave it" stance  then there is the poten-
tial for lessees to negotiate a trade off of

EXAMPLE () (b) ©
Lessee's Interest $ $ $
(i) Benefit to run: 309913 442,751 33,538
(i ) Right of renewal 250.000 250,000 250.000
559,913 692,751 283,538
As % of land value: 56% 690,0
Added Value to Lessee-
Land Value 1,000,000 1,000,000 1,000,000
Less: Lessee's Interest 559913 71 283.538
440,087 307,249 716,462
As % of land value: 44% 31% 72%
Lessor's Interests 50% Difference Land Value Less Lessor's Interest)
Lessor's Interest: (Method 4): 390,485 274,591 664,116
50%(LV $1,000,000 above) As 695242 637,295 832,058
% of land value: 70% 64% 83%
As freeholding allowance: 30% 36% 27%
Lessors' Interest as % L.V. 39% 27% 66%
profit" on above basis: 31% 37% 17%

Clearly, lessors who are contemplating
selling their lessors' interests will realise
greater values for their interests if they
can freehold to lessees.

This explains why lessors are reluctant
to sell their interests on the open market,
and are pursuing freeholding options, by

the lessors' potential profit to their own
benefit in trying to conclude a freeholding
that has an element of quid pro quo in
sharing the benefits to both parties. Natu-
rally neither can benefit without the other
coming to a mutually beneficial agree-
ment.

U Cround Rental as % Return on Lessor's
Interest Value

The True Investment Comparison

When comparing the returns from invest-
ments in ground leases with other types of
investments it is the lessor's interest
value that is the proper basis to relate
ground rental income to, not the freehold
land value.

This is highlighted by the erroneous
(and somewhat emotive) claims by some
of the players in the current pressure for
Maori leasehold reform.12 The Maori
"prescribed" leases do have their prob-
lems, and reform is probably justified, but
they are not in that different a position to
other lessors of leasehold land in New
Zealand (putting aside the quite separate
issue of how these lands came to be leased
off on perpetual terms in the first place).

To make a valid comparison, it is
really the internal rate of return13 on the
value of the investment which is valid, not
the income "yield" at any point in time.

However, turning to the simplistic in-
come "yield" criteria which is being ap-
plied, let us look at the evidence from a
recent analysis of both commercial and
industrial leases as well as residential
leases in Auckland.

CHART 4 (above) shows the "best
fit" curve on an analysis of 21-year com-
mercial and industrial ground leases in
the downtown and port areas of Auck-
land. Ground rents as a percentage return
on land value shows the effect of the
boom in land values in the 1985/87 period
and since falling backward. Leases with
up to 13 years to run show a return of less

Footnotes: 12. "The Injustice of Maori leases At a time when the rental return on commercial property is more than 10 per cent, Maori landowners are
getting an average return of 1.6 per cent. Its like having $100 in the bank at 1.6 per cent interest. For every $100 of land they own, Maoris receive on
average $1.60 a year rent, whereas other commercial landowners receive more than $10. It is an injustice any landowner would be anxious to remedy." From
a brochure A Plea for Fair Rent produced by the Maori Land Authorities Group, September 1990.
13. In some recent analyses of a sample of Church ground leases in Auckland, long-term historical Internal Rates of Return were found to lie in the range of
13% pa to 20% pa based on estimated lessor's interest values at the beginning and end of the periods reviewed( in excess of 21 years).
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CHART 5

AUCKLAND RESIDENTIAL Ground Rentals
as %'s p.a. of Land Value and Lessors' Interests
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m Cr. Rent as % of Land Value

than 2%pa on land value. The average
will, of course, depend on the weighting
within each portfolio of leases chosen to
study. For example, the approximate 190
leases in this study showed an average
over all types and terms of 2.7%pa.
CHART 5 which shows the "returns"
from Auckland Eastern Suburbs residen-
tial ground leases, where a smoother and
not so dramatic, but still substantial, in-
crease in land values took place during the
boom of 1986/87, since haltering but
having recovered and continuing to in-
crease albeit more slowly. It shows that
with leases with up to 14 years to run, the
"return”" on land value is under 2%pa.
Clearly, on this criteria, ground leases
appear a poor investment but are they?
Both charts also show the "returns"
based on the calculated lessors' interest in
each case, with again the "best fit" ap-
proximation curve. This analysis clearly
shows that these long-term 21-year leases
show quite acceptable "returns" of over
9% to 10%pa over the initial five to six
years of their terms. It is only when they
are approaching five to six years from
their renewal dates, that the returns fall
below 2%pa. For over half of their terms
(11 to 12 years) "returns" of below 5% to
6%pa are achieved. Again the average
will depend on the mix of leases in a
portfolio. The same Auckland commer-
cial and industrial analysis example
showed a 6.2%pa average "return". These
returns are assumed acceptable, resulting
from the valuation methodology applied,
because of the offsetting impact of the
prospect of substantial ground rental in-
creases at the next renewal, as illustrated
by the upward rising curve in the Lessors'
interest values in CHARTS 1 AND 2 in
the period leading up to the renewal date.
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U Cr. Rent as 7, of Lessor’s Interest Value.

What is also clear from such an analy-
sis is that these interests cannot be valued
successfully on a simple income "yield".
Just because some leases sell at a certain
"yield" rate, this cannot be applied to any
other leases which may have different
terms to run, location and other factors to
be considered.

Complications and Their Impact

on The Valuation Process

Apart from the problems already discussed
and the need to select an appropriate
valuation methodology, there are a number
of complications which arise in practice
which I refer to briefly. Each of these,
however, really deserves more research
and analysis.

a. Allowing for the impact

of different terms.

A number of ground leases are termi-
nating and require slightly different
treatment. If the termination date is
very long-term the Lessor's interest is
likely to only vary marginally from a
perpetually renewable lease. As the
termination date becomes closer,
however, and particularly within a 21-
year time frame, then the reversionary
prospect of regaining the full freehold
value becomes significant. Any im-
provements compensation provisions
in the lease need to be considered too.
Methods 1 to 3 will not adapt to allow
for terminating leases while Method 4
will. The correct way to adjust for this
in Method 4(ii) would be to discount
the full land value at the real discount
rate over the period to run, if within the
final term of the lease; but if there are
further rights of renewal to be exer-
cised before termination it is more

appropriate to use a lower monetary
discount rate as a capitalisation rate in
the formula. I attach in Table 6 (p.20)
an extract from a spreadsheet pro-
gramme showing the tabular adjust-
ments I have used for this factor in the
valuations used in the Auckland
analyses.

b. Differing rent review periods.
Similarly, a lease which provides more
frequent rental reviews will need to be
adjusted for two factors:

i. the lower ground rental percentage
rate that will apply to the land value to
determine the current ground rental;
and

1i. a more attractive investment, best
reflected in lowering the discount rate
used as a capitalisation rate in the
formulain Method4(ii). SeealsoTable

6 where adjustments are made for
these variations.

The net effect on the lessors' interests
should be to enhance their values
compared to those with longer rental
review periods.

c. Differing risk:

Where locational factors give rise to
greater than normal risk, such as
changing neighbourhoods, or lack of
demand, then higher than normal dis-
count and/or capitalisation rates would
need to be used.

Other adverse factors which can affect
the value of lessor's interests could be
dealt with in a similar fashion and
include:

* poor demand for alternative uses
should the lessee not exercise a re-
newal;

» old improvements and uneconomic
uses of the land where the lessee may
not have the ability orcapital to put the
land into a higher use, which blights
the neighbourhood, or for which there
is no general demand due to current
market conditions.

« historic designations on buildings,
which restrict the ability of the lessee
to utilise the land to its highest andbest
use, and brings unusually high
restoration costs and or higher
maintenance costs coupled with
inefficient floor area ratios. This
problem is likely to come before an
arbitration over the proper basis of
fixing the ground rental in such cases.
The lessee could claim that the Historic
designation precludes the lessor from
giving any required consent to
demolish the building and therefore
acts as arestrictive use clause affecting
the amount of ground rental that it k
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BASIS: OF LESSOR'S Ground Rentals as per Table

(See below)

INTEREST: below
Real Discount Rate: 0.09
Monetary Discount Rate: 0.1 55
Valuation Date 30/3/90
Present Value of Rent to Run: Rental per quarter, Disc O Monetary Disc Rate/4, over Term to Run, All Calcs
B.O.P. Factors
Reversionary Cap Rates is Monetary Discount Rate for 21 yr Perp.: Less allowance for shorter
rental review and Term.
Land value reversal Ground Rental % Reversionary Cap Rate
Reversion: P.V. of L.V. x Reversion Multiplier, disc ® Real Disc. Rate, to next Rent
Review Date
Ground Rentals %os
Term: 21yr 14yr 10yr Tyr Syr 3yr
Perpetual: 0.09 0.085 0.08 0.075 0.07 0.065
Terminating: 0.0%5 0.08 0.075 0.07 0.065 0.06
Reversionary Cap Rates (RevCapRate)
Term 21lyr 14yr 10yr Tyr Syr 3yr
Perpetual: 0.155 0.145 0.135 0.125 0.115 0.105
Terminating: 0.125 0.115 0.105 0.095 0.085 0.08
Land Reversion Multiplier
Term 21yr 14yr 10yr Tyr Syr 3yr
Perpetual: 05806 0.5862 0.5926 0.6000 0.6087 0.6190
Terminating 0.6800 0.6957 0.7143 0.7368 0.7647 0.7500
TABLE6

is "fair" for the prudent lessee to pay.
Both the uncertainty over this issue,
and the risk that a historic designation
could be placed on buildings in the
future, must have a negative effect on
lessors' such
designations exist, are likely or a
possibility in the future.

Delays in arbitrations and the costs
thereof including the loss of interest
on unpaid ground rentals pending the
award. Even so, a lessee taking the
building rental but not paying any in-
creased rental pending the arbitration
outcome, could still walk away from
the lease, quite legally. If the building
was old and there was no immediate
prospect of selling the interest in the
lease or redeveloping the site due to
market conditions, the awarded ground
rental could so exceed the building
rental income that the lessee could
regard the negative effect as completely
offsetting any value in the rights of
renewal, and not exercise the right of
renewal. The lessor then runs the risk
of receiving the lessees building and a
substantially reduced rental return al-

interests where

beit regaining the freehold (less costs
of demolition and site clearance), land
tax and rating liability continuing!

d. Portfolio values versus

individual property values

When valuing a portfolio of lessors'
interests the question arises as to the
effect that the mix of leases of differ-
ent terms will have on the saleability
and thus the value of the portfolio as a
whole. In addition, some economies
of management can be achieved, and
the possibility of "working" the port-
folio to buy out some lessees and free-
hold others to improve the land own-
ership parcels, especially if including
adjoining sites in redevelopment loca-
tions, providing potentials that are not
possible if leases are dealt with in
isolation.

If there is a spread of property types,
locations, lease terms and review dates,
there may be some spreading of risk.
A well spread range of lease review
dates will provide a portfolio with a
progressively increasing rental in-
come, and be more marketable com-

pared with a portfolio where all, or the
bulk of, the leases all come up for
renewal at the same time. The latter
may also give rise to the potential of
lessee group action in "fighting funds"
for resisting ground rental increases
and thus not only delay the income
Ifows pending the outcome of arbitra-
tion but also incur greatly increased
legal and valuation costs, as well as
loss of interest on the unpaid rental
pending the awards.

e The complication of

archaic lease terms

Some old leases which were created
before the turn of the century have
archaic rental formulae, such as the
prescribed “five per cent per annum of
gross capital value less the value of
substantial improvements”. These will
always give rise to difficulties of the
lease interpretation and provide ground
rentals that are well below normal
market levels at renewal. If the pre-
scribed formula in the leases (or legis-
lation) are interpreted to require the
existence of the actual improve- 0

Footnotes: 14. Some of the prime Auckland Eastern Suburbs waterfront land at Mission Bay and Kohimarama is held under such leases (5% formula), and
the Melanesian Trust Board as lessors has long had a policy of not freeholding such prime positions, except in most special circumstances.

15. However the Labour government belatedly announced before the 1990

clection that it had decided to implement the recommendations of theSheehan

Commission of Inquiry Into Maori Reserved Lands (1975) as follows: (i) lessees will have the balance of their current terms plus another 21 years before the
Government will decided what to do about future tenure; (ii) there will be a new statutory formula for rent of 6% for rural and 7% for urban land on an
unimproved basis (lessees will be compensated by Government); and (iii) rent reviews will be at 7-year intervals not 21-year intervals. (Minister of Justice,
press conference and associated Cabinet minute of 30.10.89; and 10.10.90 Capital Letter Vol.38 NO-39 (599).
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Regression Analysis Application to Rental
Assessments 1n Dunedin

' n Dunedin we have experienced steady
growth in the retail rental market, a
reversal of the trend presently being felt
in some other main centres. This is evi-
denced by rental levels in the Golden
Block area of the city having increased
over the past year by as much as 20% to
30%. Some nationwide retailers have
voiced their objections to these rental
levels, citing the general economic down-
turn together with office and retail space
surpluses in the main centres, as their
primary reasons. One such objection in-
cluded a "simple linear estimation" from
an Aucklandlawyerhaving about as much
statistical validity as a "Gut Feel". The
worrying part was that here was a lawyer
who knew something about statistics and
computers and was prepared to use it. If
we as valuers cannot critically analyse
these computer based statistical tech-
niques and use them to our own advan-
tage then we are doing so at our own risk.

In light of these objections we were
moved to justify our own traditional valu-
ation techniques. The problem was not so
much in coming up with exactly the same
figure but to support these techniques by
some other method of assessment.

With the advent of computer software

0 from previous page

ments and therefore actual use to take
precedence; or where there are spe-
cific restrictive use clauses, then the
lessors' interest will be even more
depressed in value. The only hope (for
the lessor) is to be able to re-negotiate
the lease terms, but lessees will require
fair compensation if their interests are
adversely affected. Other solutions lie
in freeholding to the lessees14 such as
the Dilworth Trust in Auckland are
currently attempting to do. The lessee,
if able and willing to freehold, will
always be prepared to pay far more for
the acquisition of the freechold than a
third party investor.

In many cases these lessors' interests
would be such poor performers that
they would have little or no prospec-
tive market among investors. How to
value them is areal problem I have not
yet had to address!
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by M Jackson

packages, virtually anyone can perform a
"regression analysis", but not everyone
can analyse and examine just what the
resulting equation and prediction mean. If
a person off the street were to give you a
price of a house or office block, what
would be the first question you asked?
Probably, "where did you get the informa-
tion?" and "How was it derived?" You
must be able to do the same thing when
dealing with computer generated output.
Probably the most basic (and most easily
forgotten) assumption made when deal-
ing with machines (from hand held calcu-
lators to main frame computer systems) is
that the operator should know in the first
instance, approximately what the answer
will be. If this is not the case then too much
reliance is placed on the machine and if
any errors do occur they cannot be picked
up and corrected.

I will attempt in PartOne of this paper,
to outline and explain regression analysis
from a valuation perspective, in concept,
procedure and statistical breakdown, then
move on with two recent examples ap-
plied in Dunedin and their subsequent
analysis. There are a vast number of very
detailed analytical techniques that can be
used (see Bibliography 1, 2, 3), but the

Conclusion

This paper has highlighted the current
problems and issues facing valuers in New
Zealand involved in advising lessors and
investors as to the value of commercial
and industrial "Glasgow" leases.

Though these leases have been part of
New Zealand's property scene since early
colonisation, it is only recently that the
problems of the lessors and the value of
their interests have been brought into the
"limelight".

This has largely been triggered by
changing economic conditions and land
taxation policies. Though the latter has
had a reprieve, the problems remain and
are unlikely to fade until solutions to this
form of unsatisfactory form of land tenure
are resolved. Legislative reform of the
leasehold system is however a "can of
worms", which successive governments
in New Zealand have been happy to have

emphasis here will be on a few practical
methods that can be carried out quickly
while still offering relevant information
on the fit and predictive strength of any
regression study. 0

enquiries about but not to initiate change
or implement their recommendations.'s

Meanwhile the administrators, lessees,
and valuers of these leases will have to
grapple with the problems bequeathed to
us by those pioneers who saw a dichotomy
between land ownership and land use, and
introduced the "Glasgow" lease and its
variants to provide land desperately needed
for rural development and urbanisation of
this country.

Little did they envisage the long-term
effects of inflation, economic develop-
ments, and the overlay of legal precedents,
monetary and fiscal policy, which now
impacts on the benefits of ownership of
these leasehold lands.

I hope this paper has helped to cast
some light on the current state of flux
occurring in this important area of New
Zealand land tenure, albeit from a some-
what narrow valuation aspect. A
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PART ONE
The Concept Behind
Regression Analysis

Most valuers have heard of "line of best
fit". It is what we do every day when
valuing anything. We simulate (or"draw")
this "line" in our heads, by gathering as
many current and comparable sales as are
possible and ordering them relative to
their price.

Every comparable property, including
the subject property we wish to value,
consists of a "bundle of theoretical rights".
These rights, captured physically in terms
of depth, frontage, area, title, etc are then
modified, subjectively by location, inter-
est rates, the general economy, etc. Each
property then can be broken down into
components of value, being either objec-
tive or subjective in nature.

When we describe the subjectproperty
as "good" or "poor" relative to our current
and comparable sales evidence, we are in
fact performing a comparative value
judgement in our heads, we place or order
the subject property on a line "drawn" in
our mind. This line, made up of the current
and comparable properties together with
their respective sale prices is our own
simulation of the market for the subject
property as it exists today. This can be
shown graphically by listing each compa-
rable property in terms of its price (see
Graph 1 below).

This is a simple graphical representa-
tion of what we do initially in valuing a
property. When we next consider the
property we wish to value we must find an
approximate rule that models (or simu-
lates) these comparable properties in terms
of their sales price, onto which we can
place the subject property. This rule is
achieved by "drawing" an approximate
"line of bestfit" through the known points,
for example, Line A or Line B. It is easy to
see that Line A provides the best approxi-

Graph 1 35
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mation, or "line of best fit".

Thisistheimportantpart!Why is Line
A the best approximation of the data
points? It is simply the line_closest to the
data points, or put even more simply it is
the line that has the least amount of de-
viation between itself and the data points.

There are two ways of drawing this
line (or curve):

a. by hand (that is, in the mind), or

b. by mathematical equation.

If we go back and study the history of
depth tables we see this same situation.
That is, which is better in trying to model
a diminishing return on value in terms of
depth, a hand drawn depth curve or a
mathematically based depth curve. In John
A Zangerle's Principles of Real Estate
Appraising (Second Edition) 1927, at p
112:

"All depth curves in use, except three,

until 1926 were adjusted to definite

and fixed percentages of value which
the projector thought certain parts of

a standard lot should enjoy. These

guesses, in most cases, were marked

on cross-sectional paper and a line
drawn through these points determined

the percentage for all other depths.

Such table necessarily involved inac-

curacies and irregularities."”

In Urban Land Appraisal (1940)
published by the National Association of
Assessing Officers, in relation to depth
curves, we find:

""Some of the better known rules have

a mathematical character; others are

simply smoothed curves which are

based on no known mathematical for-
mulae.”

It should be noted, the depth curves
that have remained most in use, have been
the curves based upon a mathematical
formula.

"Regression analysis" then does
nothing more than "draw"a line that best
simulates current market conditions in
terms of known and comparable sales
evidence. Since a computer cannot actu-
ally draw this line as we conceptually do
in our heads, it gives us the next best
thing, an equation of that line. This line
may be straight, but it can also be curved.

The computer when performing a re-
gression analysis, sees each property only
as a group of objective (or physical) value
influencing components, considered im-
portant for that type of property. It firstly
links each property in terms of its price
and physical characteristics and then, sec-
ondly, by finding (or drawing) the line
with the least amount of deviation be-
tween itself (the line) and these known
and comparable observations. It effec-
tively orders these properties with respect
to current market conditions, expressed
usually as current market price. While
any subsequent subjective assessment, if
required, is still left to the valuer doing the
study, this theoretically should have been
incorporated into the initial comparable
sale price figures.

This ordering can also be shown
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graphically in an example (see Graph 2
opposite), where three comparable obser-
vations of rental amount are known, to-
gether with their rentable areas. When
two lines of best fit are subsequently drawn,
by hand in this instance, we see in the
graph, that line (B) has the smallest amount
of deviation between itself and the known
observations (that is, X(1), X(2) and X(3)),
in fact the line's total deviation is zero. It

is therefore the line that best fits or ex-
plains, with respect to current market con-
ditions, the three rental amounts in terms
of their rentable area.

In regression analysis this line of least
deviation is derived mathematically and
we square these deviations because a
negative deviation is equivalent to a posi-
tive deviation when expressed relative to
zero (see Table 1). The computer then
develops a line or curve, expressed as an
equation, that shows the comparable
property sale prices, in terms of their
physical characteristics. The property to
be valued is then broken down into these
same physical characteristics and placed
onto this line, that is into the regression
equation.

do, if we were to value a property simply
in terms of its physical characteristics.

An Overview of the
Regression Procedure Relative to
Traditional Valuation Techniques

When determining the value of some
property (defined as an accumulation of
value influencing variables or "bundle of
rights") using traditional techniques, there
are a number of general steps that every
valuer will go through in his or her mind:

1. Determine the type of property to be
valued and isolate out the main vari-
ables influencing its value.

2. Gather any comparable evidence of
those same variables as they exist in
the marketplace at the present time
and, of their subsequent effect on value,
measured generally as price.

3. Place or order these value influencing
variables in terms of those value/price
observations.

4. Ascertain the subject property's ex-
pected valueby placing its own unique
variables within that order of value
influencing variables, that is, place the

Table 1
Analysis of Line A
Rental Actual Line A Deviation Deviation Total (m2)
Aream?2 Rental Prediction Amount Squared Deviation
50 $100-00 $150-00 $50-00 $2,500
100 $200-00 $300-00  $100-00 $10,000
150 $300-00 $450-00  $150-00 $22,500 $35,000
Analysis of Line B
50 $100-00 $100-00 80-00 80-00
100 $200-00 $200-00 $0-00 $0-00
150 $300-00 $300-00 $0-00 $0-00 $0-00

If a property of say 120 m2 were to be
valued in terms of its rentable area, then
the use of Line B would be the most
appropriate and accurate. If the equation
for Line B was:

Rental = Area x $2.00, then,

Rental = 120m2 x $2.00 = $240.00.

this total square deviation not only
allows the computer to mathematically
develop a regression line by reducing this
figure to as close to zero as is possible, but
also allows us to statistically test the line
in terms of its total deviation or error (see
"Statistical Breakdown of the Regression
Equation").

In summary therefore, regression
analysis could simply be considered as a
computer trying to explain or predict the
subject property's expected price in terms
of its physical and objective characteris-
tics. It does nothing more than we would
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subject property in relation to the other
comparable properties and their asso-
ciated value influencing variables.

If we look at the above as a general
explanation of the traditional sales com-
parison approach to valuation, then we
can show that the regression analysis pro-
cedure has many features in common with
the traditional valuation technique, prin-
cipally that the steps taken in regression
analysis follow the same general pattern
but in a far more objective and critical
fashion, that is:

1. Determine the type of property to be
valued and also which variables are
likely to influence its value, normally
done through correlation analysis. This
step, in traditional valuation has had a
tendency to be taken for granted. For
example, when determining the rental

for a shop many valuers would simply
reach for the traditional depth tables,
and would do this possibly without
even sitting back and actually deter-
mining what variables are in fact in-
Ifuencing shop rental levels.

2. Gather any current and comparable
evidence of those particular variables
and their effects on the dependent
variable observed, that is value or price.
This then makes sure that we are only
using comparable sales evidence with
respect to those value influencing
variables determined in step 1 above.

3. "Regress" the value influencing inde-
pendent variables to the dependent
variables or value observations. This
will not only ascertain whether or not
the independent variables can beplaced
or ordered relative to the dependent
variable but also, to what degree. The
process of regression is the math-
ematical equivalent of what we already
do in our own minds, that is determin-
ing the importance of each value in-
Ifuencing variable in relation to the
price.

4. If a relationship can be established (to
a reasonable degree) then a prediction
of price or value can be achieved by
placing the subject property's unique
variables, expressed usually as "X(i)"
variables into the "line of best fit"
equation.

Statistical Breakdown
of the Regression Equation:

The Concept of Total Error

If theory states that any regression analy-
sis simply minimises the sum of the
squared deviations between the proposed
regression equation line (or curve) and the
actual or known values, then the amount
of deviation there is, can also be consid-
ered a measure of the potential error in the
regression equation.

The total potential error of a regres-
sion equation (y) is known as the total sum
of squared deviations, or SST and is meas-
ured by the formula, (Ya Ym) where Ya
is the actual or known dependent variable
and Ym is the variables' means.

Any statistical analysis of a regression
equation is then based upon the break-
down of this total error or deviation, into
its two components through the following
formula:

SST = SSE + SSR
where, SSE is the unexplained error or
deviation and,

SSR is the explained error or de-
viation, that is "explained" by the regres-
sion equation. 0
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Or more simply,

The total error of the regression equa-
tion = The unexplained error + The ex-
plained error.

The explained error (SSR) is that de-
viation allowed for in the regression equa-
tion and presents no real problem. It is
however the unexplained error (SSE),
which has not been accounted for in the
regression equation and over which we
have no control, that presents the real
problem. It is therefore this value in rela-
tion to the total error that we must con-
sider in every regression analysis study.

As is seen in the above formula, when
the unexplained error (SSE) of the equa-
tion is small (and SSR is large) relative to
the total error (SST), then the regression
equations' independent variables are seen
to explain a large percentage of the total
error or deviation in the dependent vari-
able. It is this unexplained error (or its
converse explained error) and its ratio
relative to total error that gives us our
measure of the regression equation's fit
and predictive strength.

An alternative method of explaining
this concept is graphically (see Graph 3)
where SST is equal to the total deviation
from the mean of the known dependent
variables, that is, Ya Ym, SSE is equal to
the deviation of the actual values from

their fitted values, that is, Ya Yfand SSR
being equal to the deviation of the fitted
values from the actual value mean, that is,
Yt - Ym. Note that the notation used is
primarily for the benefit of the word
processing program where:
Ya=Yi
Ym=Y
A
Y=Y
The Measures of
Fit and Predictive Strength
In most regression studies there are four
practical measures that can be used to
assess the fit and predictive strength for an
equation generated by the regression
process. All are based upon the break-
down of the total potential error (SST)
into its two components, that is the unex-
plained error (SSE) and the explained
error (SSR):
1.The Coefficent of Determination (12) where
2 (SST SSE) SST
orr2=SSR/SST
or 12 =1-(SSE/SST)
2. The Adjusted Coefficient of Determination
(Adj12) where
Adj 12 =1-((SSE /n-k-1)/(SST /n-1)]
3. The F Test Statistic (F), where
F=(SSR/k)/(SSE /n-k-1)
4. The Standard Error of the model (Se), where
Se =(SSE /n-k-1)*1/2

Graph 3

Yf (1)

r-r-r ---r
Xm
Xa

Where

M+@)=0)

(1)= SSE or the unexplained error

(2) =SSR or the explained error

(3) SST or the total potential error or (SSE=SSR) Xa
=known dependent variable

Yf=predicted value

Ya = actual value

Ym = mean value
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All four measures are primarily indi-
cators of the overall fit or correlation of
the model and, with the exception of
number one also allow for the spread or
variance of the errors' assumed normal
distribution. Put more simply, the de-
nominators reflect the fact that the accu-
racy of the model is dependent upon the
number of observations initially made (n),
with an associated allowance for the
number of variables included in the model

().

Part Two

Two Recent Examples

Two regression studies have recently been
conducted in our practice in response to
rental level objections. The first was a
relatively simple extrapolation based upon
rentable areas in a shopping mall complex
in order to back up traditional valuation
techniques when applied to larger shops
in the mall. The second, a more compli-
cated exercise (which we are still working
on) to analyse, support and if possible
predict retail rental levels in the central
city area of Dunedin. Both exercises in-
volve retail rentable areas only and while
differing in complexity, the regression
procedure and statistical analysis involved
remains similar. The results of the regres-
sion studies are as follows (Tables 2&3
opposite,graphs 4&5 over page.)

General Points Relating to the Studies
1. Linearity

In the first exercise the rental amount
was assumed to be linearly related over
the range of areas studied. While theory
states that extrapolation outside this range
is unwise (see Bibliography 8 and 9) the
strength of the relationship and low pre-
dictive standard error suggests that within
reason, a certain level of extrapolation
could occur. In the second exercise a far
more involved set of variables were as-
sumed and tested over a wide range of
areas. Theory again would suggest that
area, display area, quality, and pedestrian
count would influence rental levels and
that both area, and display area are posi-
tively related to rental levels but at an ever
decreasing rate, therefore we were after,
in mathematical terms, a double order
quadratic function with the two XA2 co-
efficients less than zero.

2. A Practical Point About Time

In our initial regression studies on the
central city retail area, a time factor was
allowed for by creating another independ-
ent variable of the year and monthly
fraction of the year. This was then re-
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Regression analysis for shopping mall complex

shop Nos Area(m2) Rent (pa) ent variables. Unfortunately the result
1 168.00 $31,920.00 h d that tal level d .
’ 78.00 $14.820.00 showed that rental levels were decreasing
3 97.00 $19,329.00 over time. But the explanation was rela-
4&5 169.00 $32,112.00 tively simple. With such a wide range of
g 13'38 ig’;gg-gg rental levels and relatively few observa-
10 112.00 $22.392.00 tions, we were seeing that most of the
13 73.00 $14,604.00 larger retail shops had their rent renewals
14 147.00 $27,936.00 and reviews at earlier dates resulting in
15 78.00 $15,600.00 the total tal t ine to d
16 7200 $14.400.00 ¢ total rental amount seeming to decrease
17 64.00 $12,804.00 over time. This therefore is potentially a
18 54.00 $10,800.00 major problem in practical regression
Regression Output: analysis studies, especially where the
Constant 1109.117 . O .
Std Err of Y Est 380.8916 range of observations are limited. While,
R squared 0.997436 in our case, it may have meant a lessening
No of Observations 13 of the objectivity of the study (see below)
Degrees of Freedom Il it was felt the overall results would be
more accurate and plausible if at first we
conservatively time adjusted the rental
o amounts. In this case a positive 10% per
F Statistic: 4279.5020487 thl di diust t
Ad] R: 0.9972031245 annum, monthly compounding adjustmen
St Error: 380.89169206 was used.
o I should also point out, while being of
Shop Area (m2) Prediction importance in the comparison of rentals,
Shop A 307.00 $57,770.96" the ti fact . t in fact 1
Shop B 253.00 $47.804.38 the time factor is not in fact a value
TABLE 2 Shop C 255.76 $48,313.79 influencing component of an actual
Multiple Polynomial Regression Analysis TABLE 3
George & Princes Street Retail Rental Levels
Comparable retail ~ Condition Retail Space Time Adj(10°9) Area Area Quality Quality  Interaction Ped. Count
Premises (Quality) Rent(pa) Rental (1090) (Sqm)  (A2)  (F+D)*Q™)N  (*2) (1716/90)
Retail Area A(1/90) +10% $121,673.00 $131,108.26 303.76 92270.14 4950 2450.25 15036,12 31.22
Retail Area 6(3/89) -10°10 $102,454.00 $118,959.89 361.69  130819.66 36.67 1344.40 13261,73 27.24
Retail Area C(3/89) 0% $122,562.00 $143,493.25 406.00 164836.00 42.40 1797.76 17214,40 2871
Retail Area D(1/90) -10% $86,929.00 $93,670.00 243.00 59049.00 36.18 1309.12 8792.18 31.22
Retail Area E(7/90) +10% $59,890.00 $61,399.70 117.60 13829.76 3542 1254.58 4165.39 26.08
Retail Area F(8i90) 0% $114,051.60 $115,960.30 438.66  192422.60 34.83 1213.13 15278.53 27.31
Retail Area G(5/89) +10% $48,375.00 555,704.29 76.00 5776.00 25.23 636.75 1917.78 31.22
Retail Area H(8r89) +10% $105,300.00 5118,272.59 270.00 72900.00 4290 1840,41 11583,00 31.22
Retail Area 1(3,90) +15% $102,950.00 5109,107.40 34397  118315.36 43.05 185291 14806.35 19.87
Retail Area J(3'90) 0% $172,000.00 8182,287.26 564.00  318096.00 5564 3095.81 31380.96 28.71
Retail Area K(1/90) -10% $8,503.30 58,645.61 42.87 1837.84 1 433 205.35 614.3321.07
Regression Output:
Constant -75483.013756
Std Err of'y Est 6503.0122154
R squared 0.9924361718
No of Observations 11
Degrees of Freedom
X Coefficients 87.791732206 -0.3563221294 31428447512 -51.74947915 8.0263045528 1986.723168
Std error of Coef 116.08926643  0.2305037985  2076.8033489 43.557247344 5.1799568547  584.6787777
Property: Retail Area 2 Area(m2) Area(12)  Display Area(m2) Display(12) Interaction Pedestrian Count
Subject Property input Data: 5698  3246.7204 19.88 395.095129 1132.59146 27.24
Computer Prediction:  $33,595.06
Statistical Analysis
Indep Var1 Indep Var2 Indep Var 3 Indep Var 4 Indep Var 5
Student T Test Stan 0.7562433194  -1.5458405971 1.5133087843 -1.1880796494 1.5494925494
Critical T Value (95%):
Overall F Test Stat: 87.472123536
Critical F Value (95%):
Adjusted "r2": 0.9810904295
St Error: 6503.0122154
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gressed together with the other independ-



rental amount. That is when determining
a rental for a retail area, the rental amount
will be determined in relation to other
comparable rents as at a specified point in
time and no other. This may be considered
hypothetical but it is also practically very
important, since it underlies the "Current
Market Value" definition. Therefore, in
regression studies where only the com-
ponents of value are being isolated and
analysed, any time adjustment should, in
theory, be made external to the study
itself. That is, if we were to ask a retailer
what factors he or she considers to be
important in the setting of a rental level a
whole range of answers may come forth,
for example frontage, display area, area,
pedestrian count, depth, turnover, interest
rates, etc. What would not be mentioned is
"time", except in the future context of the
lease term and right of renewal dates.

3. The Analytical Value
of the T Test Statistic

While being of use in very simple re-
gression exercises, problems arise when
dealing with relatively complex studies.
When the number of independent vari-
ables increase in response to the increased
variability of the dependent variable, a
condition called "collinearity" may arise.
This collinearity occurs where the sup-
posed independent variables are in fact
correlated or partially correlated with each
other (a violation of a basic regression
assumption) resulting in a wider range of
estimated regression coefficients occur-
ring in repeated samples.

While there are methods of ascertain-
ing and reducing the extent of this corre-
lation, for example a Correlation Matrix
or Factor analysis, there is still no critical
value above which we can say that this
correlation will in fact cause problems. If
you are dealing with highly correlated
variables, then in theory, the one least
correlated with the dependent variable
should be removed.

Collinearity has two major effects on
the analysis of the study:

A. An interpretation of the coefficients
cannot be relied on for any slope or
change analysis.

B. The analytical value of the T test sta-
tistic cannot be relied upon, since the
increased range of coefficients will
usually result in a larger than expected

variance or standard deviation, ex-
pressed finally in a lowerT test statistic

than may in fact be the case. There is
also the added problem of Type 1
errors occurring (* times) as a result of
the numerous T tests required.

It should be noted that while affecting
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the above, collinearity does not generally
influence the fit and predictive strength of

the overall model, except in highly corre-
lated cases.

The effect of collinearity on the T test
statistic is shown in the Central City re-
gression study when tested for the signifi-
cance of the interaction variable (see be-
low).

4. The Use of the Interaction Term
Again in relatively large regression stud-
ies where the number of independent
variables will usually be large, two (or
more) variables may reinforce or inter-
fere with each other, that is, they may
interact in some way. The most common
method of dealing with these interaction
effects is by adding into the regression the
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cross-product of the interacting terms. In
our study, Area and Display area were
suspected of interfering with each other,
their cross-product was therefore added
and initially a simple T test used to meas-
ure the suspected interference (or other-
wise). The results were as follows:

T Test Statistic = 1.549

t(0.975, 4) =2.776

Normally we would conclude that since
1.549 < 2.776, then at the 95% level of
significance the interaction effect was not
significant, but it was also seen that the
removal of the interaction variable:

1. Decreased rz to 98.78%,

2. Decreased Adj rz to 97.57%,

3. Decreased the F Test statistic to 81.68,
4. Increased Se to 7,357,

and its addition had the opposite ef-
fect. We therefore concluded that possibly
collinearity existed and was adversely af-
fecting the T test statistic.

This was subsequently confirmed by a
simple regression of the area and display
area variables (12 = 62.3 %). The result of
this was a reduction of the T test statistic
by an increase in the variables standard
deviation.

The interaction term was, as a result
left in our study, since it not only in-
creased the predictive accuracy but also
the fit and correlation of the overall model.
5. Display Area Quality
and Pedestrian Count
"Display area quality" is simply a recog-
nition that not only does frontage and
depth affect rental levels but also the qual-
ity of frontage and depth.

For example, a large retail premises which
is presently of a high quality in appear-
ance, was initially an old toy shop on two
levels, which was subsequently renovated
at the tenant's own cost. The rental assess-
ment therefore had initially been based
upon a poor quality shop, with subsequent
renewals having allowed for the extensive
lessee improvements. Given the above we
allocated a 10% adjustment to its Display
Area to reflect the condition of the shop
when the rental was initially fixed. The
quality percentage adjustments are as fol-
lows:

Good: +10%

Average: 0%

Poor: -10%

Comer site: +15%

While it has been found that frontage
has a more direct effect than depth on
value (the philosophy behind the depth
table) we wished in this study, to remain
as independent and as objective as possi-
ble and allow the regression procedure to
assess the ideal frontage to depth ratio by
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equating the display area (frontaget depth)
to the total rental amount.

"Pedestrian Count" figures are from
the 1990, annual pedestrian count survey
of the central city area and allow in the
study for locational influences on rental
levels. The square root of each count was
taken primarily to minimise the differ-
ences between individual counts in any
one area, and was also done as a result of
having found that as we moved into the
higher pedestrian count areas the indi-
vidual differences in the counts were of
lessening significance, as compared with
the lower count areas.

Statistical Analysis of
the Two Recent Examples
1. The coefficient of determination (I')

Both studies show high r2 values in-
dicating a strong linear relationship or
fit between the dependent variable (y) and
the independent variable (or variables).
This is shown in our original formula as:

(Large) SSR + (Small) SSE = SST

or in other words, a large amount of
the total error has been explained by the
regression equation.

The higher 12 in the central city retail
study is expected since we would like to
think that with every extra independent
variable added, the amount of unexplained
error would decrease. This is also the
concept behind the Stepwise Regression
procedure.

2. The Adjusted Coefficient
of Determination (Adj €)

The adjusted coefficient of determina-
tion is a more detailed and accurate method
of ascertaining the overall fit of the model
in that it allows for the number of observa-
tions and variables included. The differ-
ence between the rz figure and the Adj r2
figure is the effect made on the study by
the number of observations and variables
used. The effect on a study with few
observations and many variables is that
the numerator in the Adj rz formula will
tend to be smaller (due to the increased
number of variables, "k") than in the for-
mula's denominator. The resulting Ad-
justed Coefficient of determination will
therefore also be smaller.

We can see that in the shopping mall
study the Adj r2 figure of .9972, is only
.0002 removed from the rz value. Our
conclusion is thus that the small number
of variables included has not adversely
affected the study and that possibly, due to
the high correlation shown (in this case)
the shopping mall rentals are not signifi-
cantly affected by any other factors.

In the central city regression, if area
alone was again used the difference be-
tween the Adj r2 and r2 values may well
have been as small as above, but the val-
ues themselves would be lower.

We are therefore in a trade-off situa-
tion in that while increasing the number of
variables will potentially increase the
correlation and fit of the equation itself (as
shown in the rz figure), if the number of
observations are not correspondingly in-
creased, or at a high enough level already,
then the overall predictive strength and fit
of the model (as shown in the Adj r2
figure, F test statistic and standard error)
will decline.

We see that in the central city regres-
sion while the number of variables in-
cluded is large, relative to the number of
observations, the measures of the models
overall fit and predictive strength have
remained high, indicating the relevance of
the number of variables to the effective-
ness of the overall model.

3. The F Test Statistic

In the formulation of the F test statistic
we see that it measures the ratio of ex-
plained error to unexplained error, ad-
justed for the number of observations and
variables included. It thus again measures
the overall effectiveness of the model in
terms of the amount and breakdown of
inherent error. A model that does not
explain the data well and consequently
has a low rz and Adj r2 value would
therefore have a low ratio of explained to
unexplained error and also a low F test
statistic.

The F test statistic has a critical value
above which it can be said that the model
has significance in respect of its useful-
ness. In the Central City study, the critical
value table for the F distribution at the
95% level, shows the overall models
minimum critical value as:

£(5,60) = 2.37.

We can see that the F test statistic for
the Central City study is above this mini-
mum value (2.37< 87.47) and together with
the other ratio measures we can again
conclude that the study is relatively ac-
curate in assessing the overall relationship
between the dependent and independent
variables

The F test statistic is also of use in
determining whether or not another in-
dependent variable should be added in
terms of increasing the model's accuracy.
Generally any variable that increases the
F test statistic of the model should be
considered worthwhile and included.

4. The Standard Error of the Estimate

While all other measures mentioned 0
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give relative values, the standard error of
the estimate gives the actual value of
unexplained error inherent in the model.
While this may seem direct and to the
point, if not seen in relation to the depend-
ent variable or total error, this error value
can be misinterpreted.

The standard error amount must be
seen, at the very least, in relation to the
dependent variable. A standard error of
10,000 should be seen as reasonable if the
dependent variables are in the millions.

In our central city study while we see
initially a high standard error amount this
must be looked at in the context of the
entire study, that is, a measuring of rental
levels from $20,000 to $180,000. With
the mean rental at around $95,000 the
standard error represents an approximate
+/- 7.0% error term. That is, put simply,
each dependent variable when initially
explained by the equation, has on average
a +/- 7.0 % unexplained error associated
with it. This will increase when a predic-
tive or expected value is required. Note
that this is not a confidence interval. This
is again shown in Table 2 where the
standard deviation (SD) of the percentage
differences in the actual and predicted
values are derived. The result shows that
the unexplained error of the estimate (as
measured by Se) should lie between +/-
7.9% of the mean (which is approxi-
mately equal to 0) on average 95% (+/-
2SDs) of the time).

Residual Analysis
Centre City Regression Study
Actual Fitted Residual  %Yoftom
Rental (S)  Rental($) Actual
131,10826 12978834 131992 101
118,959.80 11589021  3069.68  2.58
143,49325 13685603 663722  4.63
93,670.00 10337149 -970149 -1036
61,399.70 6155578 -15608  -0.25
11596030  118037.30  -2077.00  -1.79
55,704.29 52899.51 280478  5.04
11827259 11682683 144576 122
109,107.40 10027737 116997  -1.07
182,287.26  184260.14 197288  -1.08
8,645.61 8827.061, -18145 210
Mean 02010
SD.:  3.96%

This should be considered in light of
the traditional +/-10% used by valuers
today and considering the wide range of
rental types and levels involved in he
study. I should also state that while theo-
retically this may be considered slightly
inaccurate, a measure of practicality must
be considered. If required the statistical
analysis can be taken further, but if all
reasonable evidence suggests that it is not
required, then all we need do at this point,
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is make sure that the model is sufficiently
accurate for our purposes.

Conclusion

There are two primary uses of regression
models:

1. Expected and Predicted values, and

2. Correlation and Trend analysis.

The first is the most commonly used
with the second being somewhat forgot-
ten in the rush to get the first. But corre-
lation and trend analysis must always be
subsequent to any prediction being made
and, even considered in its own right, is a
very powerful analytical technique. Trend
and variable analysis are vital in any valu-
ation office and the regression analysis
technique not only gives a statistical based
"line of best fit" but also a relative meas-
ure of the accuracy of that fit and of the
associated variables. This occurs even
before any predictions are made.

The regression analysis procedure
forces us to objectively isolate and deter-
mine critically which factors truly influ-
ence value, not just accept another rule
made in some other place for some other
time. For example, in respect of the deter-
mination of rentals using depth tables, are
we in a sense trapped by tradition into
saying that retailers primarily place value
on their premises firstly with respect to
frontage and then with respect to depth.
Do retailers, when determining the value
of the premises for retail use, look at the
shop in a two dimensional perspective of
frontage and depth? If they do not, then
why use a diminishing return depth table,
originally the "Harper-Edgar Depth Ta-
ble" (100 foot standard), used and devel-
oped primarily for determining two di-
mensional land values. I would suggest
that after frontage the next most important
variable would be either Display Area
(that is ((2 x Depth) + Rear))) or more
simply Area.

While not criticising diminishing re-
turn tables in concept, I feel that possibly
more research is required to determine a
shop rental table that more adequately
expresses the factors that do influence
shop rental levels. To say that the depth
table is good indicator of rental value is
only saying that in the past it has been the
only measure used to calculate theserental
levels. This is not only acircular argument
but also a self fulfilling one.

In our Central City regression study I
have used Area and Display Area (Front-
age + Depth and modified by Quality) as
possible indicators of retail rental levels
and with reasonable success. In consid-
ering a table that attempts to model retail
levels in terms of diminishing returns,

possibly the use of either Area or Display
Area should be considered. Both are af-
fected by diminishing returns after a cer-
tain point and would not only provide a
more theoretically accurate method of
modelling rental levels (in a three dimen-
sional sense) but also be as easy to ad-
minister as the Depth tables used today.
Regression analysis should then, at
the very least, be brought in to critically
analyse and if possible support any tradi-
tional valuation figures. In our practice to
date we have used the technique for both
supporting traditional valuations and cor-
relation analysis with reasonable accu-
racy. Recent examples have included:

CASE 1 (Shopping Mall equation)

Premises Traditional Predicted
Valuation Value
Shop 1 $58,320 $57,800
Shop 2 $48,060 $47,800
Shop 3 $46,032 $48,300
CASE 2 (Central City Rental Equation)
Premises Traditional Predicted
Valuation Value
Retail Area 1 $77,248 $78,405
Retail Area 2 $35,140 $33,595
Retail ARea3  $114,000 $108,706
Retail Area4 $75,000 $80,964

All four measures of statistical analy-
sis were satisfactory in assessing the use-
fulness of the models for both prediction
and trend analysis. Regarding predictions
probably the most important measure is
the standard error (considered in relation
to the dependent variable), but note that if
the equation does not model the data
sufficiently in the first place then no pre-
diction can subsequently occur. Regard-
ing trend analysis, 02, Adj "2, and the F
test statistic shouldbe considered themain
measures, in that they provide a relative
measure of both unexplained and ex-
plained error.

Regression analysis therefore, should
not be seen as some theoretical procedure
that has no practical usage. It has, in fact,
as discussed, many similarities with
standard valuation techniques. The main
difference is that in regression analysis
the valuer uses a computer to objectively
determine the majority of what he or she
normally has determined in his or her own
head. The final figure is still subject to the
valuer's perception of the marketplace
but the methodology used to arrive at that
value is less likely to have any error asso-
ciated with it, especially if arrived at by a
separate method of assessment.

I should again reiterate the analysis
used must be considered in a practical
sense, there is no need to perform
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Valuation Standards
The Role and Work of TIAVSC

he International Assets Valuation
T Standards Committee (TIAVSC) is
now eight years old. Although in human
terms that places the committee in
adolescence and in earthly terms it is
hardly measurable, those eight years have
capped at least a half century of worldwide
movement towards professional standards
for valuers. With the shrinking of our
planet today and the growing realisation
that we share both a world community and
economy it is especially important that
valuers and the business community
everywhere understand the role of the
TIAVSC and the standards it establishes.
Substantial amounts of the world's
economic resource are in fixed assets,
importantly including land, buildings,
machinery and equipment. Although there
are certainly some individuals and
enterprises with such wealth that the
accounting for these resources may hardly
be a concern, the majority of assets are
accounted for and reported in some
fashion. Unless there are common
understandings as to how they are reported
for financial purposes, confusion and mis-
understandings are fostered. Experience
also shows that absence of standards, or
failure of standards enforcement provides
fertile ground for misrepresentation, fraud
and other abuses.

Development and o
_ .e(thhcauon
of valuation stanards
It is likely that nothing in the recent
history of the valuation profession is as

0 highly accurate statistical tests on the
analytical measures where the type of
study and its application does not warrant
it. What is needed in regression analysis
is a quick, easily understood methodol-
ogy of procedure and subsequent analysis.
I hope I have in the above given that.
Bibliography

1. Neter, Wasserman, Whitmore; Applied
Statistics, 3rd Edition (1984) Allyn & Bacon

2. Keller, Warrack, Bartel; Statistics for Man-
agement and Economics, (1988) Wadsworth.

3. Neiswanger; Elementary Statistical Tech-
niques (1949) The Macmillan Co.

4. Horngren, Foster; Cost Accounting, A
Managerial Emphasis, 6th Edition (1987)
Prentice-Hall International .

March 1991

by G J Horsley

exciting, or as far reaching, as today's
developments in the area of valuations
standards. The valuation or appraisal bod-
ies of about 30 nations are members of the
committee and many have individually,
or collectively in regional groupings, made
particularly noteworthy strides over the
past 10 years in the further development
of local standards. Both causes and effects
for these developments can be briefly
reviewed.

Many of you are probably aware that,
since the early 1980s, the Japanese Asso-
ciation of Real Estate Appraisers has
participated with TIAVSC. The work of
Mr K Ohkochi and Mr I Matsui on behalf
of the Japanese Association of Real Estate
Appraisers has been outstanding and has
contributed to the dramatic achievements
of TIAVSC in such a short time.

TIAVSC grew from the successes of
the Royal Institution of Chartered
Surveyors in the United Kingdom, and
later that of other European valuers who
were able to have valuation standards
incorporated into the laws of the European
Community in the mid 1970s.
Simultaneous developments in Japan,
Australia, New Zealand, Canada, the US
and other countries and the growth of
international business and investment
activity, led to a distinct need for
international valuation standards.

In less that 10 years TIAVSC has
gained international recognition through
the United Nations, published and distrib-

5. Brown RJ; Best Predictive Model in Multi-
ple Regression Analysis, Appraisal Journal,
October 1974.

6. Trippi RR; Comparison of Linear and
Nonlinear Models of Residential Property
Value, Appraisal Journal, October 1974.

7. Morton TG; Factor Analysis,
Multieollinearity and Regression Appraisal
Models, Appraisal Journal, October 1977.

8. McFarlane and Fibbens; Regression Tech-
nigues, New Zealand Valuers Journal, Sep-
tember 1990.

10. National Association of Assessing Offic-
ers; Urban LandAppraisal, 1940 Assessment
Practice Series; No.2.

11. John A Zangerle; Principles of Real Estate
Appraising, 2nd Edition (1927) Stanley
McMichael Publishing Organisation.
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uted a full body of standards in the form of
Guidance Notes and Background Papers,
and increased international awareness to
the adoption of common standards. Even
where standards differ among nations,
TIAVSC is available to identify these
differences and to reduce market misun-
derstandings, both for participants and
professionals.

TIAVSC is now a force to be reckoned
with, but it needs the involvement of na-
tional standard setting bodies, and profes-
sional bodies such as the International
Accounting Standards Commiittee, if it is
to truly succeed in its objective of promot-
ing worldwide acceptance and observ-
ance of valuation standards and proce-
dural guidance in the valuation of fixed
assets for inclusion in financial statements.

At any local, national or international
level, standards must be understood as
dynamic living guides for professional's
practice.

They mustberelevant tocurrentmarket
needs and reflective of basic principles of
practice. They must become standards of
the marketplace and of each professional’
daily practice.

They must avoid dogma, yet be suffi-
ciently understandable to be effective
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and enforceable. They must be thought-
fully developed, yetresponsive and timely
in their formulation.

Most of all, standards must be made
part of the daily lives of each appraiser or
valuer worldwide. As they apply them
and insist on their application by others,
they increase the value of their endeavours
and enhance their ability to serve society.

TIAVSC Standards.

The published papers of TIAVSC are
prefaced with a booklet that introduces
the Guidance Notes and Background Pa-
pers, includes a list of TIAVSC members,
and provides an Index and a Glossary of
terms for the remainder of the papers. In
addition to country names, the names of
representative organisations from each
country are also listed.

GN 1 and BP 1 deal with the classifi-
cation of fixed assets. They distinguish
between Fixed Assets (those intended for
use on a continuing basis in the undertak-
ing's activities) and "Other Assets" which
are classified as Current Assets.

Fixed Assets are then categorised as
Tangible Assets (land and buildings; plant
and machinery; fixtures and fittings; tools
and equipment; and payments on account
of tangible assets and assets in the course
of creation), Intangible Assets (research
and development costs; concessions;
patents; licenses; copyrights; trade marks
and similar rights and assets; goodwill;
and payments on account of intangible
assets), and Financial Assets (shares in
group companies; loans to group compa-
nies; shares in related companies; loans to
related companies; investments other than
shares in group or related companies or
loans; loans other than to group or related
companies; and company's own shares).
When serving as an asset valuer, the valuer
is normally concerned only with the valu-
ation of tangible assets.

GN2 establishes the standard for an
Asset Valuer.

It specifies that such individuals must
have "good repute", an appropriate de-
gree at a recognised centre of learning or
an equivalent academic qualification, and
suitable experience and competency in
valuing fixed assets in the location and
category of the asset.

Special qualifying experience is rec-
ognised. Also provided for are standards
in any State which does not have recog-
nised academic qualifications or recog-
nised bodies.

GN3 and BP3 provide basic standards
for valuation of land and buildings. GN3
states "the basis of valuation of land and
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buildings as fixed assets for financial

statements must reflect the fact that these

assets are in continuing use by the under-
taking for the purpose of its current activi-
ties".

In accountancy terms the value of a
fixed asset to an undertaking is:

a. net current replacement cost, or if a
permanent diminution in value to be-
low net current replacement cost has
been recognised;

b. recoverable amount.

Net current replacement cost repre-
sents the cost of replacing or recreating
the particular asset in its existing condi-
tion.

Conceptually, the valuer should ap-
proach the assessment of net current re-
placement cost of land and buildings on
the basis of:

a. value in the open market, or where a
market value cannot be assessed;

b. depreciated replacement cost. The
basis of valuation will normally be
determined by the nature and use of
the property.

"Market value" often described as
"open market value" is defined as: "...the
price at which an interest in a property
might reasonably be expected to be sold at
the date of valuation assuming:

a. a willing seller

b. a reasonable period within which to
negotiate the sale, taking into account
the nature of the property and the state
of the market;

c. that values will remain static during
that period;

d. that the property will be freely ex-
posed to the open market, and;

e. that no account will be taken of any
higher price that might be paid by a
purchaser with a special interest".
When valuing land and buildings as

fixed assets for financial statements, the

valuer will normally report valuations on
the basis I explained above.

However, for properties that are surplus
to operational requirements and those held
by the undertaking as investments, market
value shall be estimated.

If for any reason there is a departure
from these procedures, a suitable expla-
nation should be embodied in the Valua-
tion Certificate or Appraisal Report.

The Valuation Certificate or Appraisal
Report is covered in GN4 and BP4. These
emphasise the importance of setting forth n
the report the specific nature of client
instructions and the use the client pro-
poses to make of the valuation.

These disclosures assure common
understanding of the work product and

help avoid misinterpretations or abuses.
Items normally included in the report in-
clude date of valuation; basis of valuation;
information and assumptions; state of re-
pair; plant and machinery (if applicable);
taxation, stamp duties, registration
charges, and other costs arising on acqui-
sition or disposal; government grants;
overseas properties; non publication
clause; liability to third parties; property
schedules; and a signed valuers certifi-
cate.

The BP states that draft copies of the
report are sometimes submitted for re-
view of factual content.

GN 5 deals with categories of proper-
ties held as Fixed Assets. It expands on
GN 1 and BP 1 by discussing each Fixed
Assets category. It distinguishes between
non-specialised and specialised proper-
ties in dealing with owner occupied prop-
erties.

The former are those which are usu-
ally bought or leased in the open market
for their current or a similar use and for
which a market value can be ascertained.
The latter are those which are rarely (if
ever) sold for a continuation of their cur-
rent use except as part of a sale of the
business in occupation due to their spe-
cialised nature. Examples of specialised
properties include oil refineries, chemical
works and traditional buildings in isolated
or unusual locations.

Plant and machinery valued with
buildings is covered by GN 6 and BP 6.
These are identified as "building" service
installations provided by the owner for the
purposes of making the best use by the
occupying business of the building and
any open land lying within the cartilage of
the property.

They are distinct from the plant, ma-
chinery and equipment which are used
solely for the industrial or commercial
processes carried on by the business in
occupation. Generally no separate valua-
tion of business service installations is
required.

Valuation of depreciation to buildings
is discussed in GN 7 and BP 7. Distinction
is drawn between proportional allowances
taken by accountants (historical cost ac-
counting) and depreciation considered for
valuation purposes.

In the latter context, depreciation is
defined as "the measure of the wearing
out, consumption or other loss of value of
a fixed asset whether arising from use,
effluxion of time or obsolescence through
technology and market changes". GN 7
points out that "Assets may be stated
under historical cost accounting either:
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a. atactual cost with or without subse-
quent depreciation, or:

b. at a current or previous valuation, with
or without subsequent depreciation,
based either on the market value or the
depreciated replacement cost ap-
proach".

Consideration of works of adaptions
and fitting out is covered in GN 8 and BP
8. Both freehold and leasehold situations
are included.

The GN provides two separate possi-
ble valuation bases in addition to histori-
cal cost.

GN 9 deals with the valuers relation-
ship with the auditor. This GN was con-
sidered necessary because the separate
professional tasks of auditors and asset
valuers are frequently interdependent ei-
ther wholly or partially.

The GN establishes guidelines for
working with auditors, either as an inter-
nal or an external valuer. It also clearly
distinguishes between the disciplines of
audit and asset valuation.

GN 10 and BP 10 deal with the valua-
tion of plant and machinery and GN 11
deals with depreciation of plant and ma-
chinery.

It emphasises that in some countries,
legislation requires that fixed assets, cur-
rent assets and assets that are neither fixed
nor current be separately identified. Plant
and machinery is normally considered a
tangible fixed asset.

Valuation of plant and machinery
should always be on a basis that conforms
with the intentions of the owners of the
undertaking and is compatible with that
used for the valuation of the land and
buildings in which the plant and machinery
is located.

The standards states that where only
the plant and machinery is to be valued, it
should be on a basis consistent with that
which would be appropriate for the land
and buildings, had they to be valued. There
should be a clear understanding between
the client and the valuer as to the extent of
the items to be valued as plant and ma-
chinery rather than as land and buildings.

GN 12 provides standards for valua-
tion of work in progress. This covers
building work of a capital nature which
has commenced but has not been com-
pleted at the relevant date.

Valuations for security for loans is
covered in GN 13 and BP 13. The GN
specifies that for properties owned and
occupied by the borrower, market value
should be estimated on the assumption
that vacant possession would be given on
a sale.

For properties held as investments,
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market value should have regard to any
contracted lettings.

The standards establish that it is con-
sidered misleading to value a property for
security for a loan on any basis other than
market value, as this might be construed
to mean that the property has a realisable
value different from market value.

Forced sale value is not considered
normally appropriate as the basis of
valuations for security purposes.

The recently released GN 14 deals
with assumptions and limiting conditions
both in respect of the client's instructions
and in the valuer's completion of his valu-
ation task.

In addition to these GNs and BPs,
TIAVSC also has various Background
Papers covering leasehold interests, nega-
tive values; existing use and alternative
use values; valuations having regard to
trading potential; the valuation of rural
assets; the valuer's relationship with the
client and the valuer's relationship with
other professional advisers.

Additionally, a discussion paper cov-
ers the effects of changing prices with
particular reference to the valuation of
fixed assets.

There has also been discussion on
several proposed papers. They include
Environmental factors and pollution as
they affect the valuation process,
Unitisation and securitisation, and the
Valuation of public sector utilities. Other
valuation areas and issues are under dis-
cussion and will result in additional GNs
and BPs.

It is the intent of TIAV SC to anticipate
professional areas where statement of
standards is needed, and to react in a
prompt and practical manner when needs
are brought to its attention.

Blueprint for the Future

The valuation profession showed great
vision when it set up the International
Asset Valuation Standards Committee in
1982.

Few then anticipated the globalisation
of the world'sproperty markets, the recent
movement towards a market economy in
Central and Eastern Europe and increases
in technology that now makes the work of
TIAVSC so vital.

For those who believe in the self
regulatory system, it is vital that the
componentparts mutually ensure that there
is a proper understanding of the require-
ments of each sector.

Investments across frontiers is con-
tinually increasing, this is true in the
context of East West dialogue, the invest-

ment activities of the World Bank and
overseas investment by the institutional
funds of many countries including Japan.
The multi-national companies are ex-
panding their activities.

In all these fields the investor is de-
manding common standards and the dis-
closure of more information. The profes-
sion did foresee these developments and
are active in meeting the challenges.

The sovereign ability consists in
knowing thoroughly the value of things.
This maxim was set down by La
Rochfoucauld in 1665.

Eightyears later, Benjamin Whichcote
wrote: Every profession does imply a trust
for the service to the public.

Then in 1833 SamuelTaylorColeridge
remarked: Every true science bears nec-
essarily within itself the germ of a cognate
profession and the more you can elevate
trades into professions the better.

A century ago George Elliot com-
mented: The best augury of a man's suc-
cess in his profession is that he thinks it is
the finest in the world.

These four quotations set the frame-
work within which TIAVSC has consid-
ered its future.

As might be guessed, I believe that it is
vitally important to know thoroughly the
value of assets. Otherwise, decisions made
on deployment of resources by investors
and enterprises will be ill informed and
inadequate.

Like any organisation that pursues
collective excellence,TIAVSC hasaclear
picture of the business that it is in. This is
the development and promotion of inter-
national valuation standards and the im-
provement and harmonisation of valua-
tion reporting by business enterprises.

Three key objectives will determine
TIAVSC'spriorities  forthenextfiveyears.
These are:

e To develop truly international stand-
ards of valuation and reporting that
meet the needs of the international
property markets and the international
business community.

e To develop valuation standards that
meet the needs of developing and
newly industrialised countries and as-
sist with the introduction and imple-
mentation of those standards; and

* To identify where local or regional
standards differ and to work towards
greater compatibility between local or
regional requirements (whatever their
form) and international valuation
standards.
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Continuous Education: The Road to
Enhanced Professional Practice

T heNew Zealand Institute of Valuers

has a membership of 2070 spread
throughout a long and narrow country
which comprises two main islands.

There are five major urban areas in the
country each with a population of over
100,000.

However, more than half of the total
population of 3.2 million resides in the top
half of the North Island.

Thus for members to gather in one
location for conferences and seminars is
both expensive and time consuming.

Consequently the continuing educa-
tion programmes which are best supported
are those which are regional in nature.

New Zealand and particularly the
valuation profession, has been exposed to
the full force of economic change over
recent years.

The valuation profession in New
Zealand comes under pressure when the
property market rises, being described as
ultra-conservative if we are prudent, and if
we happen to provide high valuations
these are often accepted as representing
our sound grasp of future trends. Any
excesses are erased with time.

However when the property market
falls, the problems valuers face are
manifestly greater.

The 1987 share market crash triggered a
substantial decline in the value of
property in New Zealand.

Some doubtful valuation practice has
been exposed and has resulted in profes-
sional misconduct complaints to the In-
stitute.

As aprofessional organisation we have
two responsibilities: to the public to ensure
the valuation "product”" they buy is sound;
and to members to ensure they are equipped
to deliver an appropriate valuation.

These responsibilities demand the
development of sound professional prac-
tice and it is my view that enhanced pro-
fessional practice is developed by con-
tinuous education.

Undergraduate Education
Undergraduate tertiary education for new
entrants to the valuation profession is
provided at Auckland, Massey and Lin-
coln Universities.

32

by A P Laing

The association
between the
profession  and
the  Universities
has become in-
creasingly
important,
particularly in
the development
of the wvaluation
discipline and
the definition of

a philosophy for
the future of the
profession.

Continuing Education

A continuing challenge is to ensure that
the wider membership has access to edu-
cational opportunities appropriate to a
rapidly changing profession. Members
need to be encouraged or required to take
advantage of education programmes to
enhance their professional practice and to
ensure that implications of changes in the
working environment, particularly legal
and financial changes, are understood.

The Market for
Continuing Education in NZ

A recent survey of the valuation profes-
sion to gauge member requirements for
continuing education (CE) programmes
was carried out by Lincoln University
(Croft 1988).

The survey indicated that:

1. 49% of the representative sample of
166 valuers contacted responded and
of that number 59% had a university
education. Of those, 61% held a de-
gree qualification.

While the response to the survey
was small it does however provide a
valuable indication of the market, or
the CE requirements of our members.

2. The Government or State Owned
Enterprises section employed 35%
while 31% of the total sample were
employed in private practice.

3. The survey indicated valuers as a pro-
fessional group spend a significant
amount of work time outside valua-
tion in areas related to property.

Alex Laing, B Com, Dip Ag,
Dip VFM, ACA, FNZIV is
Senior Vice President of the
New Zealand Institute of
Valuers and is a Dunedin
partner of Ernst & Young.
Alex presented this paper at
the fifteenth Pan Pacific
Congress held at Seoul,
Korea in September 1990,

The Institute, being aware of this
trend, is widening its membership cri-
teria in order to accommodate prop-
erty interests additional to valuation.
Continuous Education programmes
must accommodate these wider inter-
ests.

4. The type of valuation work under-
taken by the group sampled related to:

Rural 39%
Residential 30%
Commercial/Industrial 26%
Other 5%

5. Topics forcontinuing education ranked
highest were project income appraisal
and income approach valuation tech-
niques, followed by the impact of
technological and economic changes
to the value of property.

Valuation techniques for specific types

of property were also considered im-

portant.

6. There was strong support for regular
provision of continuing education and
for a regular publication with an edu-
cational function.

Regional seminars were well endorsed,
but evening venues were not rated highly.
Telecommunication linked seminars did
not rate highly.

This result does contradict our expe-
rience in this field where we have had
more than 200 members in 25 different
locations participating in telecommuni-
cation nationally linked seminars held in
the evenings during winter months.

The survey indicated a generally posi-
tive response to continuing education by
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the valuation profession. The demand is
there; there is a receptive climate; the
challenge now is to develop the capacity
to meet the demand.

Responsibility for CE

The role of the three teaching universities
and the high quality of undergraduate
professional pre-entry education has al-
ready been mentioned.

An opportunity exists to develop closer
links with the universities by encouraging
them to make available to members their
expertise and facilities to provide CE op-
portunities.

Learning by example is

the area in which the

profession itself can be
best involved

The provision of university education
in New Zealand is undergoing major
changes (Education Amendment Bill,
1990; Ministry of Education 1988) with
matters relating to equity, accountability
and equal opportunity being issues.

Now is seen as an appropriate time to
foster partnerships with the universities
who are, of necessity, seeking closer rela-
tionships with industry and commerce.

Learning by example is the area in
which the profession itself can be best
involved.

An important adjunct in successful
continuing education will be the innova-
tive and professionally successful practi-
tioners.

The profession is its members and
those members shape the profession. In
common with the practice followed in
accountancy seminars provided by the
NZ Society of Accountants, leading
valuation practitioners should be encour-
aged to be involved in CE programmes.

The wvaluable education resource
available from other professions should
beaddressed. Associated professions, such
as accountants and solicitors provide edu-
cation programmes frequently suitable for
valuers.

The reverse situation is also true. A
further advantage of inter-professional
programmes is the confidence which par-
ticipants gain by interacting with a wider
group.

Responsibilities of the Institute

The Lincoln University survey revealed a
strong demand for further education in
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"project income appraisal" and "income
approach to valuation".

Because the valuation profession is a
branch of the financial services industry,
some cues for development and change
can be taken from the developments ap-
parent within that industry.

Traditionally the strength of valuers
has been that of making and justifying
valid comparisons within an existing mar-
ket structure.

The weakness is that we have tended
to do so with reference to the property
market only and in so doing have failed to
recognise trends observable within the
wider commercial community.

This has been a particular problem
when there has been a dearth of property
transactions.

A primary aim of the CE programme
must therefore be to educate members in
the role of the wiser financial services
industry and how it impacts on their par-
ticular property section.The importance
of dividend yields derived from the share
market will be lost on valuers who do not
have an adequate grasp of the workings of
the wider financial services industry.

As the Institute widens its member-
ship criteria to accommodate a fuller
spectrum of property interests, the widen-
ing of the CE curriculum to accommodate
the requirements of the wider member-
ship will be required.

In summary, our education philoso-
phy must be to provide an awareness of
the financial services industry and pro-
vide a wider range of tools for income
stream based valuations.

Mandatory or
Voluntary Requirements

In other countries undoubtedly there are
problems similar to ours in which gener-
ally the most able of our profession are
those who attend education courses while
the less able are absent.

The Institute is therefore currently ad-
dressing the issue of whether CE should
be by mandatory or voluntary education.
The Council has discussed this and estab-
lished that an initial policy of voluntary
requirements of 45 hours every three years
be set with a policy of moving towards a
similarmandatoryrequirementwithin  five
to six years.

To ensure that opportunities are avail-
able to members who practice in more
isolated areas to enable them achieve the
targets set, a "generous" set of conform-
ing criteria is being considered and may
include:

* private study

* technical meetings

« residential courses

» approved "in-house" programmes

* day conferences and seminars, in-

cluding those with associated pro-
fessional bodies

» written technical examinations

« authorship of articles etc

« branch meetings which include a

lecture.

The Institute is considering adopting
the Royal Institution of Chartered Sur-
veyor's model for CE reporting which
involves an annual voluntary declaration
by each member.

The road we need to
follow.... 1s that which
provides and ensures
we benefit from sound
continuous education
opportunities.

Conclusion

In this paper I have emphasised a close
liaison with the Universities who have the
educational philosophy and the teaching
skills to provide the sound CE programmes
we need.

I have also identified the need and
advantages to be gained by involving
members of our profession.

When considering content I have opted
for a CE programme of sufficient breadth
to accommodate the wider financial serv-
ices industry and have also suggested sup-
porting co-operative CE ventures with
relevant professions within that industry.

The road we need to follow to ensure
the valuation product we provide con-
stantly improves and meets the public's
needs is that which provides and ensures
we benefit from sound continuous educa-
tion opportunities. A
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Professional Opinion or Judgement

hen asked to prepare and read this
paper on the topic Professional

Opinion or Judgement Is That All?, |
found myself in some dilemma as to

whether in this presentation I should recite

a lengthy list of all relevant cases pertaining
to the accepted duties and responsibilities

of the valuer and comment accordingly,
or alternatively, should I consider this

particular topic from the point of view of
the client and layman and what he expects

from our particular profession.

Upon further reflection and research, I

rapidly decided that the case law on the

Is That All?

by P J Mahoney
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subject has been well documented in many

leading cases and text. Accordingly, what I
will endeavour to do, is to submit to you for
consideration and discussion some
observations as to our particular role as
professionals in giving advice.

Responsibility and Liability

The topic as such initially raises the inevi-
table question: to whom are we responsi-
ble and to what extent are we liable for our
actions in giving advice or any failure on
our part to meet acceptable standards? In
this paper it is my intention to address and
speculate as to the expectations of the
instructing client, the public, and also our
own profession as to what extent our role
as practitioners in the art of valuation
obliges us to met.

In most areas of commercial activity
throughout the Western World and par-
ticularly since the 1960s and 1970s, the
voice of the consumer has grown in
strength and numbers to the extent that
most of our parliamentary or governing
bodies have enacted legislation to provide
protection to and to define the rights of the
consumer.

For this noticeable change in social
responsibility, some suggest that we can
perhaps point the finger at that renowned
crusader, Ralph Nader, in his prolonged
battle and campaign with the Automotive
Industry in America.

Has Deregulation Changed Anything?

In most judicial jurisdictions, we have all
probably noticed the continuing trend to-
wards commercial reform specifically in
the areas of : deregulation, removal of

34

protection from monopolies and cartels,
anti-trust legislation and the like. This
trend I believe is a reflection of society's
demand to protect consumers' interests
with: a greater freedom in commercial
activity and also an obligation on the part
of the supplier to afford some undertaking
or obligation with regard to the substance
and quality of services or product pro-
vided.

The Professional

Addressing the topic in terms of the pro-
fessional in giving advice, I believe that at
the outset it is essential for us to define the
word "Professional". In the broader sense,
a professional can be described as one
who undertakes an activity for financial
gain. By this definition anyone of course
who is employed would be considered a
professional. However, in a narrower
sense, a "Professional" means a person
who relying on highereducation or special
skills obtains remuneration based on this
specialist knowledge.

In a strict sense then, the Professional
is a person "who applies advanced train-
ing in a complex, systematic discipline to
meet the needs of the public". It is a fact
then, that a professional as such in serving
the public by bringing highly specialised
skills to bear on the problems, imposes
upon himself certain responsibilities. The
lay person, lacking any specialised train-
ing to fully evaluate and understand the
judgements professionals must make,
therefore must of necessity trust the pro-
fessionals to make decisions in his best
interest.

Seoul, Korea in September 1990.

A professional therefore, is a person
who displays considerable skill and com-
petence in his chosen activity. Remunera-
tion will follow as a by-product or rec-
ognition of the degree to which the skills
demonstrated have been beneficial to the
recipient.

The Law and All That

Accepting the premise that a professional
has specialised skills and knowledge, to
what extent therefore is he obliged to
display and exercise this knowledge and
skill in serving his craft?

The general principles of responsibil-
ity and liability under English and Com-
mon law, in respect of the valuer, have
been well documented and recorded. In
particular I refer to the decision of:

LF Goddard in Baxter V Gapp & Co
(1938) where it was held that the valuer's
first duty was to use reasonable care in
coming to the valuation which he was
employed to make and he mustbe taken to
have held himself out as possessing the
experience and skill required to value the
particular property.

In the same judgement, the learned
Judge also stated that:

"Aswe are all liable to make mistakes,

a valuer is certainly not to be found guilty
of negligence merely because of his valu-
ation turning out to be wrong. He may
have taken too optimistic or too pessimistic
a view of a particular property. One has to
bear in mind that in matters of valuation,
matters of opinion must come very largely
into account.”

When the same case was taken to
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Appeal (1939) All E.R. 752 the decision
was upheld by Du Pargl.] where he stated:

"It is of course quite clear that the
mere fact that there is an over-valuation
does not of itself show negligence. Gross
over-valuation, unless explained, may be
strong evidence either of negligence or of
incompetence."

It was some 25 years later, however,
that a significant case namely : Hedley
Byrne & Co Ltd v Heller & Partners Ltd
established a clear principle that a pro-
fessional in giving advice owes a duty of
care not only to his client but to anyone
who might reasonably be expected to rely
upon such advice.

Significantly this decision overturned
the principles established in an earlier
case: Candler v Crane Christmas & Co
(1951) All ER 426, where the issue to be
determined was whether a false statement
in accounts and reports made carelessly
but not fraudulently by accountants was
actionable by a third party.

In this case the accountant's advice
was acted on by a third party to whom the
information had been shown for the pur-
pose of deciding whether to invest money
or not.

The question asked of the Court was
whether the third party who made the
investment in reliance on the accounts and
thereby lost money, had a right of action
against the accountants. In this particular
case, the decision was that there was no
right of action.

In his dissenting judgement, Denning
LF quoted as appropriate to the issue then
before the Court some interesting remarks
passed nearly a century earlier:

One of the greatest areas
of concern is where the
professional adviser
provides services and
advice outside their area
of specific expertise.

"A country whose administration of
justice did not afford redress in a case of
the present description would not be in a
state of civilisation."

The brief reference to these two cases
is I believe important to us as professional
advice givers, to enable us to fully com-
prehend our present role in our particular
chosen area of expertise where valuation
reports are often treated as much travelled
documents. The valuer must accept and
recognise that in preparing his report, there
is the reasonable expectation that the re-
port will be shown to and relied upon by
another party.

A Changing Role?

In past decades, the role of the valuer,
appraiser or chartered surveyor was gen-
erally clearly identified and the param-
eters of his work and expertise were rea-
sonably well defined. However, the change
in business patterns and competition
among professional groups and disciplines
has in recent times tended to see a merging
or overlap of various spheres of activity
and pecuniary interest. It is in this area of
advice giving and representation that I

"...building industry consultants now facing a legal quagmire.."
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believe we must clearly identify our role
and more importantly our competence
and ability to provide advice outside our
specific area of expertise.

Professional opinion and judgement is
of course the usual defence catchcry of
any professional who is challenged on his
or her opinion. Such a defence may well
be upheld provided the valuer/appraisers
can clearly demonstrate that he not only
possesses but also exercises the necessary
special skills expected of one practising
within his profession. But does one's re-
sponsibility really stop there?

In one or two countries, building in-
dustry consultants are now facing a legal
quagmire as the number of law suits against
them tends to grow. Law suits against
professional advisers have, I understand,
become endemic in the USA and there are
clear indications that this trend is devel-
oping in the South Pacific namely Australia
and New Zealand. Significantly, as a
particular industry encounters a downturn
and when the economy turns sour, what
were formerly good clients often become
litigious opponents who is some cases can
be desperate to minimise their losses
suffered on specific enterprises.

Sticking to the Knitting
One of the greatest areas of concern is
where the professional adviser provides
services and advice outside his area of
specific expertise. Frequently we are
poorly instructed as to our specific task
and this can lead us to perform functions
for which we are not specifically qualified
but for which we could well be held le-
gally accountable.
A reported English case in 1989,
Richard Roberts Holdings Ltd v Douglas
Smith Stimson Partnership & Ors,
highlights the dangers of the
professional stepping outside its
specific area of expertise. This case
related to a claim against an
architectural firm which was
initially commissioned to design a
dye works for a manufacturing
company. The firm subsequently
found itself responsible for the
selection of a tank lining.

After two years the tank lining
became detached and the
manufacturing company initiated
proceedings against the architects
claiming damages for a breach of
contract and negligence.

In the Judgement against the
architectural firm, thCeourt
upheld

the general principle that "a party
could be held liable for matters o
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which it had assumed responsibility even
if it did not have the necessary expertise
and even if this was known to the person
relying on it".

If, as in this instance, an architect or
other consultant ventures into a field in
which he is not an expert, then rather than
rely upon disclaimers, he should take a
positive position and make a firm recom-
mendation that specialist independent
advice be taken.

In the words of one commentator
"consultants of any kind would be well
advised to stick to the confines of their
craft or obtain advice from independent
experts".

The responsibility of
professional people to
undertake their work in a
reliable way is an obvious
necessity in the commercial
world.

The Courts Diverge

The responsibility of professional people
to undertake their work in a reliable way is
an obvious necessity in the commercial
world.

However, the question often arises as
to how far the responsibility extends and
what is the extent of the reliability in
financial terms. This has already been
referred to in two of the earlier cited cases
namely Candler v Crane Christmas & Co
and the renowned Hedley Byrne & Co
case.

However, a recent judgement of the
House of Lords on the question of profes-
sional responsibility and the extent of
liability is indeed most interesting. The
decision delivered in the case of Caparo
IndustriesPLCvDickman & Ors dealt with
the reliability of audited accounts.

The specific issue before the House of
Lords was whether the auditor could be
liable to shareholders or members of the
public who relied upon the audited ac-
counts of the Company and later found
the accounts to be wrong.

Caparo owned shares in the public
listed company Fidelity PLC. After re-
ceiving audited annual accounts showing
a lower than predicted profit, it began
buying further shares in Fidelity and later
made a successful takeover bid. Follow-
ing the takeover, Caparo sued the audi-
tors, Touche Ross & Co alleging that the
accounts were inaccurate and misleading
in that they showed a pre-tax profit of £ 1.2
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million when in fact there was a loss of
£400,000.

Caparo claimed Touche Ross had been
negligent and claimed it had purchased its
further shares and mounted its takeover
bid in reliance on the audited accounts.

The Judge who first considered the
preliminary issue decided that the auditor
could not be liable but this decision was
reversed by a majority decision of the
Court of Appeal. The auditor then ap-
pealed to the House of Lords.

The House of Lords in its decision was
unanimously in favour of the auditor's
appeal.

In its decision, the House of Lords
held that auditors who failed to detect
errors in the accounts of a public company
are not liable to shareholders or members
of the public who rely on the company's
audited accounts in deciding to buy shares
in the company. Liability for financial
loss caused by erroneous audited accounts
was confined to certain situations. Liabil-
ity could arise when the auditor gave the
accounts to aknownrecipient fora specific
purpose, the auditor knew of that purpose,
and the recipient relied upon the accounts
and acted upon them to the recipient's
detriment. Knowledge that some uniden-
tifiable potential investor might rely upon
the accounts in deciding for example to
purchase did not mean that the auditor
owed a duty of care to the potential in-
vestor, even if the investor was an existing
shareholder.

The Law Lords in their decision appear
to have reviewed the fundamental basis of
liability and negligence and rejected the
modem approach of extending liability to
the public at large, in favour of the more
traditional approach where the principle
of "proximity' appears to be most relevant.

One of the three reported cases sup-
porting Caparo's argument was the ma-
jority judgementof the New Zealand Court
of Appeal in its decision of Scott Group
Ltd v McFarlane (1978) 1 NZLR553. In
this particular case, Scott Group made a
successful takeover offer for a company,
John Duthie Ltd, relying on the audited
accounts. Subsequently it was discovered
these accounts overstated the assets.

The majority decision from the New
Zealand Courtof Appeal held that Duthie's
auditors owed Scott Group a duty of care
and were therefore liable for breach of it.

Although the Caparo Industries PLC
v Dickman decision is from such an emi-
nent authority, decisions of the House of
Lords are not necessarily binding on New
Zealand Courts. At the present time
therefore, the Scott Group decision re-

mains the law in New Zealand and binds
New Zealand High Court Judges. The
New Zealand Court of Appeal is however
free to depart from its own previous de-
cisions, but whether it will do so remains
to be seen.

Conflicts of Interest

This can be a particular area of concern to
many professionals and especially to those
who render client services through cor-
porations and partnerships of some size.

The prime object of
fiduciary law 1s to
safeguard the interests
of beneficiaries.

The use and potential abuse of specific
information available to the organisation
can be of constant recurring concern. It is
in this particular area of handling modern
business and professional practices, that
apparent conflicts of interest can provide
some of the greatest difficulties particu-
larly in reassuring the client and public
that the individual client's interests are
properly safeguarded. We are all no doubt
familiar with example in our own country
where the question of conflict of interest
can arise in company takeovers and insider
trading.

Without endeavouring or even sug-
gesting to proffer any legal comment or
advice on this particular issue, it is how-
ever important that we do understand the
underlying principles of fiduciary rela-
tionships. As I understand the position,
the prime object of fiduciary law is to
safeguard the interests of beneficiaries in
such a relationship. A fiduciary being one
in whom the client places trust and can be
described as:

One, who has power and authority
placed upon him by another, such that he
should be taken to have assumed so to act
in the interest of such a person.

In today's more complex business
world of inter-woven interests, the prob-
lem of maintaining this client relationship
often results from the change in the struc-
turing, practice and pursuit of various
business and professional enterprises.
Increasingly we are aware of financial and
professional business operating through
corporate or large partnerships, employ-
ing large numbers of persons offering a
multiplicity of services to the client. In
such a capacity these organisations can
become the databank of information on a
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scale not previously contemplated. The
inevitable gathering of information by
such businesses and the conduct of their
diverse activities can wittingly or unwit-
tingly give rise to conflicting interests.
For this reason, that as the nature of
functions performed by such organisations
change over time , they can bring with it
fiduciary responsibilities being expected
and demanded from such an organisation.

Professional Confidentiality

It is generally well recognised that all
professionals are subject to a legal and not
merely an ethical duty to maintain confi-
dentiality of information acquired from or
about their clients when acting in a pro-
fessional capacity.

However, conflict can and often does
arise under the following two principal
situations.

The first is where the conflict arises in
relation to the fiduciary's duty of loyalty
to his client. The general conflict of duty
and interest rule require the professional
to disclose to each principal if he is being
remunerated by another. Also he must
disclose any personal interest in the trans-
action. Failure to do so can of course carry
quite severe consequences and in some
cases it may constitute a criminal offence
(Secret Commissions Act).

The crucial matter in such a situation
is the nature of disclosure required to
produce a fully informed consent by the
parties. Disclosure should be of such a
nature so as to fully appraise each client in
turn as to the extent to which the profes-
sional adviser's actions on his behalf will
or may be compromised. Each client must
be informed to the extent to which the
professional will by virtue of double em-
ployment, act and be capable of acting in
that party's interests, given the possible
conflicts which might arise  a potential
minefield for stockbrokers and some fi-
nancial consultants.

The general rule has been expressed in
an earlier English judgement in an agency
case in the following terms:

Fully informed consent apart, an agent
cannot lawfully place himself in aposition
in which he owes a duty to another which
is inconsistent with his duty to hisprincipal.

The particular phenomenon which
often generates a conflict of duties, is the
acquisition in one relationship of confi-
dential information which, if available for
utilisation in the other, could possibly
affect the other party's consent to the
professionals continuing to act in the mat-
ter. In such a situation, the professional
must clearly indicate that his possession
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of certain knowledge compromises his
ability to act in the client's interest. The
other party must be informed of this and
the relationship terminated.

The second situation relates to what is
often called separate matter conflicts. The
issue here is usually one of the effects the
possession of confidential information can
have on the discharge of the professional
responsibility to others.

This principle was illustrated in the
case Black vs Shearson Hammill & Co
where a stockbroker committed his agents
to encourage clients to purchase shares in
a company on the basis of positive infor-
mation made available about that company
when he, in fact, was in possession of
confidential information which indicated
that the company's situation was in effect
precarious. The stockbroker in this case
was held liable for fraud.

The problem of non-use of confiden-
tial information can arise for a multiple
service organisation in demonstrating that
the information has not in effect been
used. This can well apply where another
department orperson innocently performs
a service or act which may give the im-
pression that such confidential informa-
tion has been used to advantage.

In another situation the valuer or ap-
praisers may have possession of confi-
dential information gained from another
assignment which may beparticularly rel-
evant to the task at hand. The issue here is
whether the valuer must reveal this
knowledge or is it sufficient that he merely
has an obligation to base his judgement on
such knowledge.

In some types of fiduciary relation-
ships, as part of the duty of care, the
professional may be required to make
available to the client all "relevant knowl-
edge" including confidential information.
If the professional is not able to do this and
he obviously cannot where the informa-
tion must remain confidential, then he
should refuse to act. However, if he does
act without complying with this duty he
renders himself potentially liable in negli-
gence for any loss suffered.

The obvious issue in these situations is
whether the large scale multiple service
organisation or professional practice
should be permitted to avoid these poten-
tial liabilities through claiming a state of
ignorance in the person or persons who
actually provide the service to the client.
At law, a company is one entity no matter
how many and dispersed its various de-
partments. A person who engages the
services of a partner or employee acting as
such engages the services of the whole

firm and not merely of the persons who
actually render the service.

Trust a Professional

When one bears in mind the requirement
of trust and loyalty as a pre-requisite to
any professional adviser/client relation-
ship, the maintenance of such trust and
responsibility has to be weighed against
the pursuit of the business interests of the
organisation offering such services.

In this regard, the words of the late Sir
Owen Dickson, Chief Justice of Australia,
are indeed most pertinent:

Unless high standards of conduct are
maintained by those who pursue a profes-
sion requiring great skill begotten of
special knowledge, the trust and confi-
dence of the very community that is to be
served is lost and thus the function of the
profession itself is frustrated.

The Profession's Responsibility

It will be apparent from the foregoing
comments that as professionals we do
have a responsibility and duty not only to
the instructing client but also to the gen-
eral public. If we breach this responsibil-
ity we let down our profession and thus
deprive the public of trust in a body of
professional people who can be relied
upon.

Accepting the definition of a profes-
sional person as being one who applies
advanced training and specialist skills to
meet the needs of the consuming public,
this then distinguishes the professional
from the layman.

If lay people cannot fully understand
the prac tices of professionals and therefore
are not able to judge the correctness of
their actions, the profession itself must set
and maintain standards that will serve the
public interest.

It is not in my view sufficient that the
protection of the public relies solely upon
market forces of competition and general
acceptance.

It may well require that the profession
itself should engage in some form of peer
review to determine whether decisions
made by members of the profession are to
the benefit of the client or the individual.

Self regulation by the profession is
therefore particularly important to the
extent that we have a special responsibil-
ity and obligation to provide some degree
of consumer protection to the public.
Whilst we may well monitor and accredit
educational institutions to maintain and
improve the academic standards of gradu-
ates and future members of the profes-)
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A Commentary on Professionalism

he winds of change are sweeping

T throughout the professions. Com-
petition has shaken them out of their 19th
century attitudes in time for the 21st cen-
tury at the end of this decade. It is time to
reflect a little on the nature of profession-
alism and to see how it can retain its
essence for valuers in this new age of open
competition.

The idea of a profession is based on
learning, skill and ethical conduct. Here
we come across old-fashioned words like
competence, experience, integrity,judge-
ment and independence.

The traditional concept of the profes-
sions were those callings that ‘professed'
knowledge, hence medical practitioners,
the clergy, teachers (or professors) and
lawyers.

Since then accountants, engineers and
similar university-trained occupations
have claimed professional status. Most
are fully justified, but occasionally each
profession has had its embarrassments.
Dickens wrote about unscrupulous law-
yers, nevertheless their wide knowledge
and general standard of conduct has made
the occasional black sheep all the more
prominent.

Because their job is often to be an
advocate for their client, seemingly re-

lion, establish ethics committees to dis-
cipline members who act against the best
interest of the profession and the public,
and provide guidelines as to minimum
standards and report content - is this
enough?

I believe that in current times with
more sophisticated business practices,
expanding areas of expertise, an ever
presentdesire to service clients in a fiercely
competitive market, there is areal danger
that the practice of our particular profes-
sion along with many others, can so easily
become merely a business whose success
may be measured solely by dollars and
profit.

We therefore need to remind ourselves
that the purpose of a true professional is to
serve the public interest. This may well
require a return to self restraint which has
always been the essential discipline of any
profession.

Whilst a business person may act in a
professional manner, he or she is not
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property administrators in Auckland,

gardless of the truth, their ethical stand-
ards, have at times, brought them in to
opprobrium.

Combine that approach by turning
some of them into politicians and you
have a recipe for trouble. By the very
nature of business, it is not a profession,
yet it employs professionals to help it in its
objectives and some have higher stand-
ards than some so-called professionals.

Although the Courts have long ac-
cepted the professional standing of Insti-
tute members, valuers can be said to have
finally 'arrived' when the Universities
accepted that valuation was an appropri-
ate subject for study within their hallowed

obliged to do so. A professional however

is not only expected but obligated to do so.

The essence of a professional there-
fore, is one who acts independently of his
own self interest.

In conclusion, I believe that as pro-
fessionals in practising our particular craft,
we have a clear obligation and duty to:

* The client- to display integrity, total
independence and objectivity and
provide well documented and re-
searched opinions.

e The public to satisfy it that we are
a professional body and that our mem-
bers have the necessary training, skills
and discipline to carry out their par-
ticular tasks.

* The profession that we as members
clearly demonstrate in our everyday
professional work, that we do provide
independence, integrity and
competence which are absolute pre-
requisites to justify recognition as true
professionals. A

halls to degree status. Yet this in itself is
not enough.

Indeed it is only the beginning,
knowledge is only apre-requisite, it is the
use of that knowledge with skill, compe-
tence, integrity and judgement that lies
behind the idea of professionalism. It is
the end result that concerns the clients,
the Courts, and the public. It is their
acceptance (or rejection) of members as
individuals or as a whole that must in the
long run be the true test.

The word professionalism has more
than one meaning, which in itself leads to
a certain amount of confusion. On one
hand it means that someone is being paid
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for doing a job that others do as a calling
or without thought of financial reward.
The clergy are at one extreme and foot-
ballers are at the other.

Doctors used to be grouped with the
clergy as being a calling, but the modern
system of ‘pay up, no tick' has lowered the
status of some to being closer to that of a
business, albeit a “professional' business.
The Olympic amateurism of obvious well
paid athletes has only helped blur the
distinctions between unpaid and paid per-
formers (or professionals). Whether All
Blacks should make something on the
side out of their ‘amateur' game has ex-
acerbated the effect that economic pressure
is having on today's ethical standards.

It was, at first, a shock to hear a jour-
nalist at a recent Institute function freely
admitting to being biased. He acknowl-
edged selecting only those news items he
considered newsworthy for his readers. In
answering a question about bad property
news, one journalist pointed out that his
job was not to cover up the true situation.
And neither should he. Journalism does
not claim to be a profession, often priding
themselves on being a trade. In endeav-
ouring to promote the interests of of the
valuation profession this journal will not
hesitate to publish unpleasant facts or fair
criticism.

A professional journal must have
higher standards than the ‘press'. Yet the
editor is still free to decline to publish

anything he thinks unsuitable. Freedom
implies choosing. Choice is often a matter of
selecting the wheat from the chaff.

Valuers must also make choices.

That brings me back to the crux of true
professionalism to which valuers aspire.
Ethics require professionals to conduct
themselves in a manner appropriate to

their profession.

Their work must be tops, their
knowledge must be comprehensive, up-

to-date and, of course, skilled, competent
and truly independent. Lack of true inde-

pendence has been recently blamed for

some bad loans.
Professions require dedication and hard
work. Those who wish to succeed in their

profession must like doing what they do.
This lightens the load. They must respect
their calling and be enthusiastic for it.

That is one of the secrets of success.

My personal definition of “work' is
doing what I don't like doing. It follows
that most of my time is spent doing things
that are not really ‘work' to me. On the
other hand merely because I am not paid
for doing a job does not make it any less

‘work'. As so often happens, far too much
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of my time is spent in doing what someone
else wants me to do. This can be fun, or it
can be very hard work depending on my
own attitude. Just to make the point, I put
statistical and tax returns in this latter
category.

Booms cover up the sloppy perform-
ance of people, investment decisions, and
governmental and other administrations.
Downturns in the business cycle and keen
competition give excellent opportunities
to improve professional performances.
Most of those who have responded to
quick ‘cheap' jobs have found the folly of
their way. But there are always some who
never learn.

Because high standards of perform-
ance must be placed at the top of the list of
criteria of professionalism, those who
profess to know what they are about, should
in fact know.

Integrity means more than doing your
homework. For valuers it does not mean
putting you client's interest above all else,
because the valuer's real “client' is the
truth. As Shakespeare put it:

This above all. to thine own self be true,
And it must follow, as the night the day,
Thou canst not then be false to any man.

It is in the performance of each indi-
vidual member's work that reputations of

professional competence are established.
Neither 'registration' of members nor in
membership to the Institute per se is
enough.

Indeed it is the other way round. In the
end our profession earns its reputation
from the quality and expert advice com-
petently and independently given by its
members.

By your work and conduct you will be
personally judged; and by your work and
conduct the valuation profession will also
be judged.

Each and every member has that
personal professional duty and responsi-
bility to maintain the highest standards of
competence and integrity by the very act
of “professing' to belonging to our pro-
fession.

When the next changes occur, there
must be no lowering of individual stand-
ards, and what is more there should be no
occasion to do so.

Standards must gradually improve as
new techniques and methods are found to
make reports and valuations better for the
end-users.

The essence of professionalism is
knowledge and this means keeping up-to-
date. To help members achieve this ob-
jective is one of the raison d'etre of this
Journal. A

The New Zealand Valuers Journal
Three-Year Binder

To help keep your quarterly copies of the Journal in a tidy
and readily accessible reference library, the NZIV is now
offering its members a special NZ Valuers Journal Binder.

Attractively finished in navy, the binders are made of solid
cardboard and feature the Journal title in gold lettering on
the spine. Each holds up to 12 issues of the NZVJ.

The binders can be ordered by
posting the following form with the appropriate remittance to
K W Crawley Ltd,
P 0 Box 464, LEVIN.

De

NZ VALUERS JOURNAL BINDER ORDER FORM

Please send L
To the following
Name:

Address:

binders ® $14.50: total costof  $

39



Compiled by Leonie Freeman

Databases - What Are They?

by A J Senojak

he following is a brief introduc-

tion to some of the concepts of a
database and its application to property
valuation.

Definition

A database is a collection of data which
are shared and used for multiple purposes.
Any one user does not perceive all of the
types of data in the database, only those
that are needed for his or her job.

An excellent example of a database is
Valpak, a sales retrieval system with which
most if not all New Zealand valuers will
be familiar.

Information associated with the prop-
erty sector has become increasingly im-
portant as the market attempts to correct
an over investment of funds and an his-
torical surplus of accommodation. Com-
puters must play an important part in this
process for whether one is valuing, man-
aging or selling properties or has some
other role, you are dealing with large
volumes of data in conjunction with a
changing market place. Information on
sales, rentals, analysis worksheets and
suchlike are required quickly, efficiently
and in many different formats.

At present, and similar to the Valpak
programme, the Institute of Valuers have
developed a package designed for the
query and retrieval of rental information
called Rent Pak. However, if your office
requirements are most extensive than this
package has to offer, in addition to the
requirement for sales, building outgoings
and other priority information, you may
well consider the development of an "in-
house" construction quality database.

Despite the initial outlay required and
the inherent problems associated with
getting a program developed specifically
for your company, this may well be a
satisfactory option in your particular
situations. Obviously considerations such
as the size of the firm and level of detail
required in your database have to be
evaluated together with the costs and in-
stallation horizon.
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The Valuer's (or Management)
Role in Development

Valuers need not be concerned with the
technical aspects of database design as
this is the domain of the programmer. The
valuer must however be able to clearly
communicate to the programmer the data
required and the manner in which it is to
be represented and retrieved from the da-
tabase.

This is often complicated by the fact
that different users use different names for
the same data item, for example, categori-
sation of property as "commercial" or
"office" which invariably refer to the same
type of building. A high degree of preci-
sion is therefore needed in representing
the data.

In essence it is up to individuals to
ensure that the data they need are truly
represented in the database, correctly de-
fined, appropriately organised and pro-
tected.

Why, change from your existing
system?

A traditional filing system has a high level
of "redundancy"”, in other words, the same
type of data is stored in many different
places.

Secondly, a traditional file system is
inflexible as requests for information to
be grouped in different formats cannot be
easily handled. In other words, the data
cannot be processed in new ways without

restructuring, for example your current
rental schedule which has insufficient
room for a column covering concessions
in the central City.

The real key to understanding how a
database works is the concept of "data
independence".

To illustrate this concept, the writer
finds it easiest to think of a database as a
central and sacred storage unit.

Everyone has access to it, though in
doing so they do not alter the database
records.

In other words, data independence oc-
curs when the programs work independ-
ently of the data and vice versa. In a
practical situation, a valuer may extract
several rentals, however, importantly the
original information is intact and secure
so that the next user can query the database
without any restraints.

Summary

In summary, the database in my opinion
does have considerable application for
valuers. This can range from a simple
solution for a small practice to a highly
complex and fully integrated property in-
formation database for larger offices. So
whatever your circumstances, if you, like
most valuers, wish to avoid the frustration
of endlessly searching through paper
documents for that missing piece of evi-
dence, take heart and as a solution consider
the possibility of a database. A
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Housekeeping Tips
for Computers

Thefollowing 'Keypoiftts' are obtained front the computer magazine
Interface. They are part of a regular Column providing Tips forBusiness
Users on a wide rage of useful issues. Thefollowing article focuses on
Backing Up data stored on your computers.

BACK UPS

Backups what are they? Why bother?
Are they really necessary? How are they
created? If you have ever asked one of
these questions, read on

Experience has shown many new
computer users get confused by backups,
and often think that myster and magic
surrounds them. In simple terms, abackup
is just a copy of the data that is stored on
the storage device (be it hard or floppy
disk) that is used daily.

It is just like transferring a song from
a record to an audio tape. The record stays
intact, and the audio tape contains a copy
of the song.

Backups can also be copies of pro-
gram disks and these copies are usually
made before the program is used. The
copies are for daily use and the master
disk put into storage as the backups. How-
ever, this does not apply in all cases as

some programs will ask for the master
disk, for indentification of a licensed user,
at irregular intervals.

Backups of your master disks should
still be made, unless they are copy pro-
tected.

Therefore, backups are a must. They
provide security by being able to replace
lost data. Sounds simple, but data can be
lost in a number of ways: human error,
theft or burglary, and computer malfunc-
tion.

Creating abackup is dependent on: the
operating system of the computer, the
storage device on or in the computer and
the storage device the backup is made on.
If you cannot find and/or cannot under-
stand the information in your manuals
relating to backups, get your supplier to
help you compile a checklist for backing
up with clear concise instructions on how
to complete one.

There are somebasic guidelines which can
be followed for all systems:

1. The backup disks should be rotated in
three sets  a set being the number of
disks required to hold the information
being copied to them. Label your sets
clearly eg Set A disk 1, Set A disk 2.
Change the sets each time to ensure
that if anything goes wrong in the back-
ing up process, you still have your last
set. There is no security in using just
one set all the time.

2. Only you can decide on the length of
time allowed to lapse between back-
ups, according to how important that
work is to you and how difficult it
would be to recreate.

3. If you have some information that you
are about to print copious reports from
- eg end of month on an accounting
systems - do a backup before you
print.

4. Always do a backup before any end of
month rollover in an accounting sys-
tem.

5. A monthly set of backup disks should
also be used to create a complete backup
each, and this set should be stored
offsite ( the bank safe is a good place).

Hot off the Press Statistics Information

The Department of Statistics "hot off the
Press" information is now available via
Starnet.

Starnet is a similar linkage system to
that currently offered by Valuation New
Zealand which enables your computer at
your office to link up using VNZ Link and
a modem with the large database of
property information held by Valuation
New Zealand.

Hot off the Press is a news release
service offered by the Statistics Depart-
ment that provides the latest statistical
information to subscribers.

This information covers a wide vari-
ety of topics of significant social, eco-
nomic and business interest.

These releases summarise down the
key information tables and an informal
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commentary on the significance of the
data is provided. This information is vital
to business planners and decision makers
as well as researchers, teachers and the
media.

Currently the information is embar-
goed until release, and is then mailed or
faxed to subscribers.

Subscribers can nominate which re-
leases they wish to receive and the method
of dispatch. Currently, fax transmission is
the quickest option, but still takes many
hours, especially when there are problems
on recipients' fax machines.

The solution then lies with Starnet.
The Department of Statistics is now of-
fering us data via Starnet and will curently
dispatch Hot off the Press releases to all
subscribers who select the Starnet option,

immediately the embargo is lifted. This
means that Starnet subscribers will be
amongst the first to receive the key infor-
mation. A bulletin board in Starnet will
keep users appraised of the release timeta-
bles so they can log on and receive the
information at the appropriate time.

Statistics Department subscribers must
join Starnet to enjoy this enhanced method
of receipt. Starnet users who wish to re-
ceive this key information must subscribe
to the Hot off the Press service.

All enquiries regarding this new
source of information should be directed
to:

Department of Statistics,
Kevin Eddy or Margaret O'Sullivan.
PO Box 2922.

Wellington. Phone (04) 729 119. A
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Legal Decisions

IN THE HIGH COURT OF
NEW ZEALAND
(ADMINISTRATIVE DIVISION)
WHANGAREI REGISTRY

AP 33-42/89

the Land Valuation

Proceedings Act 1948

IN THE MATTER of the North
Auckland Land

Valuation Tribunal

in proceeding

LVP No 429/88

UNDER

BETWEEN The Valuer General

Appellant

AND ALAN R KERR, JOHN VIVAN
KERR, GERALDINE E KERR
and COLLEEN A KERR all of

Whangarei, occupations unknown.

Respondents

JUDGMENT OF TOMPKINS J
AND MR JOHN WALL

The Appeal

The Valuer-General has appealed under s
26 of the Land Valuation Proceedings
Act 1948 against a decision of the North
Auckland Land Valuation Tribunal de-
livered on 4 August 1989.

The owners of 10 units held under
the Unit Titles Act 19 72 located in Com-
merce Street, Whangarei, had objected
to the land values assessed to each unit
in the Whangarei City revision valuation
as at 1 July 1988. In each case the basis
of the objection was that the land value
was too high.

At the hearing before the Tribunal
the objectors were represented by their
valuer, Mr J F Hudson. The appellant,
the respondent before the Tribunal, was
represented by the District Valuer, Mr R
J Malone.

In its decision the Tribunal allowed
the objections by amending the valua-
tion roll by substituting the land
valuations as assessed by the objector's
valuer.

The objections were thereby allowed
in full. It is against that determination
that the appellant has appealed.

There were no appearances before us
on behalf of the respondents. One of the
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respondents had written to the court
advising that the reason for his not be-
ing represented is that he could not
afford counsel. Since the hearing before
the Tribunal some of the then objectors
have sold their units.

The Property

Annexed as a schedule to this judgment
is a plan showing the location of the
units in relation to Commerce Street.
The separate properties comprise prin-
cipal units A to J, and accessory unit 1 on
unit plan 101481, being a unit title
development under the Unit Titles Act
1972.

In addition, as shown on the plan
there is what is described as "common
property", being property common to
all units and over which the owners of
each have common rights. These units
are off Commerce Street, a warehous-
ing, light industrial location within rea-
sonable proximity to the Whangarei
central business district.

The followingtable shows the Valuer-
General's land value and the objector's
land value for each unit. The latter, of
course, became the roll value pursuant
to the Tribunal's decision.

Val. General's ~ Objector’s

Land Value Land Value

Unit A $55,000 $34,000
Unit B $32,000 $19,000
Unit C $24,000 $16,500
UnitD $24,000 $16,200
UnitE $24,000 $15,900
UnitF $24,000 $15,600
Unit G $24,000 $15,300
UnitH $24,000 $15,000
Unit] $24,000 $15,000
UnitJ $24,000 $17,000

As it will be seen from the plan, unit
A and unit B have a frontage direct onto
Commerce Street. All the remaining
units have their access to Commerce
Street over the common property.

The Basis of the Valuation

"Land value" is defined in s 2 of the
Valuation of Land Act 1951 as meaning
the sum which the owner's estate or
interest therein, if unencumbered by
any mortgage or other charge thereon,

might be expected to realise at the time
of valuation if offered for sale on such
reasonable terms and conditions as a
bona fide seller might be expected to
impose, and if no improvements had
been made on the land. The task there-
fore is to assess what might shortly be
described as the market value of the
land without improvements as at 1 July
1988.

Section 3 of the Unit Titles Act 1972
enables the registered proprietor of an
estate in fee simple to subdivide the
land into:

"(a) Two or more principal units; and
(aa)  Such number of accessory units
(if any) as the registered proprie-
tor may wish; and
(b) Common property being so much
of the land as is not comprised in
any unit."
Thus the owners of each of the units
A to J also hold an undivided share as
tenants in common in the common
property.

It follows that in assessing the land
value of each unit there must also be
included the value, if any, to that unit,
of the undivided share in the common

property.

Unit Differences in Land Value
It was contended by Mr Hudson in his
evidence before the Tribunal that there
should be a difference in the land value
of units C to J inclusive to allow for the
difference in the distance of each unit
from Commerce Street. Those differ-
ences are apparent in his valuations as
adopted by the Tribunal and shown on
the above schedule.

There was no specific evidence from
either valuer on this issue. Mr McGuire
submitted that the Tribunal should have
accepted that there should be a differ-
ence in the land value for this reason
only if there were proved to have been a
cogent reason for doing so.

Not only did neither valuer express
an opinion in his evidence-in-chief,
there was no cross-examination on the
issue either.

Under s 6 of the Unit Titles Act
before the unit plan is deposited there
must be assigned to every principal unit,
and every accessory unit, a unit entitle-
ment to be fixed by the Valuer-General
or a registered valuer on the basis of the
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relative value of the unit in relation to
each of the other units on the unit plan.
Mr McGuire in his submissions stated
that when this unit plan was deposited,
the valuer responsible for assigning the
unit entitlement made no difference in
relative value between units C to J. But
as this was not referred to in the evi-
dence before the Tribunal, little weight
can be attached to it.

There are two competing considera-
tions. One is that a unit closer to Com-
merce Street could have a greater value
than a unit further away simply because
it is more readily accessible, particularly
to pedestrian traffic in Commerce Street.
The competing consideration is that the
units closer to Commerce Street will
have the inconvenience of the greater
volume of vehicular traffic passing in
front of them to reach the units further
from Commerce Street.

It is our view that in this case, and in
the absence of any clear evidence to the
contrary, these competing considera-
tions balance each other.

It is our conclusion that in the present
case there should not be any differential
between unit C and unit J for this reason.

There is, however, a reason for mak-
ing some small adjustment in respect of
unit J because it has adjoining it acces-
sory unit 1.

The legal access to this unit is over its
common boundary with unit J. The
actual access to this unit is over the
adjoining reserve.

It is available to be used, and is used,
by the occupier of unit J for parking. Its
availability for this purpose therefore
adds to the value of unit J to a small
extent.

Comparison with other
Sales and Valuations

Each of the valuers produced consider-
able evidence of what can generally, but
in fact somewhat inaccurately, be de-
scribed as comparable sales.

There was a dearth of sales evidence
of comparable properties, and such
comparisons as there were, were made
more difficult as a result of the downward
movement of the market that occurred
in the latter months of 1987 following
the sharemarket collapse in October of
that year.

Hence, any comparison with sales
after 1 July 1988 is only valid if there has
bee made an allowance for the move-
ment in the market.

Mr Malone in the figures that he
produced relied to some extent on com-
parable government valuations. Al-
though as a general proposition it is
desirable that, as the principal reason
for the assessment of land value is for
the purpose of rating, there be parity
with roll values of similar properties (see
Valuer-General v McPherson (McVeagh
and Babe, Land Valuation Case Book
422), comparisons with other roll val-
ues can be of only limited value in view
of the definition of land value to which
we have already referred which makes it
clear that the value is to be assessed by
reference to the value of the land on the
market.

If the evidence otherwise establishes
that the value fixed by the Crown to
which objection is taken does not accord
with market value, that it accords with
other values fixed by the Crown may
only mean that those other values are
also incorrect.

Another problem that arose in the
comparisons Mr Hudson made is that,
because of the scarcity of industrial va-
cant land sales, most of the comparisons
were with sales of industrial property
with improvements.

The land value then had to be as-
sessed by deducting the improvements
from the sale price. In each case Mr
Hudson took as his assessment of the
value of the improvements the im-
provements as valued by the Govern-
ment Valuer.

This would have a variable effect. In
some cases where the sale being com-
pared was below the Government
valuation, it could result in a higher
value being deducted for the improve-
ments, resulting in a lower land value.

There is a further factor. All but two
of the comparisons Mr Hudson made
were with separately surveyed lots, not
units under the Unit Titles Act. In the
industrial 2 zone a building may not
exceed 70% of the area of the site, but
where land is held under the Unit Titles
Act the unit is defined by the building
itself so that the building may occupy
the whole of the land.

This must, at least to some degree,
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affect the land value.

The Common Property

Mr Hudson in his assessments of value
did not add anything to the value of the
land in each unit because of the owner-
ship of the common property. Mr
Malone, however, considered that there
needed to be an adjustment because the
common property, as well as providing
access to the units, also provides some
parking.

Mr Hudson rejected this on the
grounds that the fact that people park
on the common property is no different
than if they chose to park on a public
road.

In our view some, albeit only a small,
allowance can properly be made for the
advantages of parking on the common
property. It constitutes about 30% of
the total area.

It is marked off with 30 car parks.
That factor to some degree affects the
valuation of the land within each unit.

Conclusion

We do not propose to examine in detail
the comparisons made by each valuer,
but we have considered them. Having
regard to these comparisons, and also
taking into account the factors that we
have discussed relating to location in
relation to Commerce Street and use of
the common property, we have reached
the conclusion that the land values for
each unit should be:

Unit A $47,000
UnitB $27,000
UnitC $21,600
Unit D $21,600
UnitE $21,600
Unit F $21,600
UnitG $21,500
Unit H $21,600
UnitI $21,600
UnitJ $22,600

The appeal is allowed to the extent that
the valuation roll will be amended to
show the above valuations. There will be
no order as to costs. A

New Zealand Valuers' Journal



Professional Directory

New Zealand Institute of Valuers

NORTHLAND
COUTTS MILBURN -

REGISTERED VALUERS & PROPERTY CONSULTANTS

117 Bank Street, Whangarei.

P O Box 223, Whangarei.

Phone (089) 484-367, 484-655. Facsimile (089) 480-854
W A F Burgess, Dip V.F.M., AN.ZIL V.

L G Fraser, Dip VEM., AN.ZLV., M.ZSFM. C

S Coutts, AN.ZLV, FRELN.Z.

V M Winiata, B. Comm (VPM)

R G Clark, Dip V.F.M., AN.Z.LV.

MOIR ASSOCIATES
REGISTERED VALUERS
Kerikerl Office,

P O Box 254, Kerikeri.

Phone (0887) 78-500.

Paihia Office,

2nd Floor, Paihia Mall,

Marsden Road, Paihia, P O Box 264.
Phone (0885) 28-149.

G H Moir, Dip.Urb. Val.,, AN.Z.LV.
S R McNally, B.Ag.Sci., AN.Z.ILV.

ROBISONS
REGISTERED VALUERS
17 Hatea Drive, Whangarei.
P O Box 1093, Whangarei
Phone (089) 488-443, 489-599. Facsimile (089) 486-662 J
F Hudson, V.P.U., AN.ZILV. M.P.M.L
A C Nicholls, Dip.V.FM., AN.ZLV., M.N.ZS.F.M.
T S Baker, V.P.U., AN.Z.I.V.
G S Algie, Dip.Urb. Val, AN.Z.LV.
J M Clark, BPA.
D M McNaughton, Dip VFM, ANZIV, MNZSFM.
R R Potts, B.Com, VPM
M J Nyssen, B.Com, VPM (Urban)

AUCKLAND

BARKER & MORSE LTD
REGISTERED VALUERS
1st Floor, Westpac Plaza, Moana Avenue, P
O Box 15, Orewa.
Phone (0942) 65-062, 64-194. Facsimile (0942) 65-082
Lloyd W Barker, Dip.Urb.Val.,, AN.Z.LV.
Mike P Morse, B.Ag.Com., AN.Z.LV.
David J Grubb, B.Com.(V.P.M.), AN.ZILV.

BARRATT-BOYES, JEFFERIES
REGISTERED VALUERS AND
PROPERTY CONSULTANTS
Pearson Housse, 10 Titoki Street,

Parnell, Auckland.

P 0 Box 6193, Wellesley Street, Auckland.

Phone (09) 773-045, 797-781 Facsimile 797-782

D B C Barratt-Boyes, B.A.(Hons), F.N.Z.LV.

R L Jefferies, Dip.Urb.Val., B.C.A., FN.ZLV.,FPM.IL R
W Laing, AN.Z.LV., ARE.LN.Z

M A Norton, Dip.Urb.Val.(Hons), AN.Z.LV.

BAYLEYS VALUATIONS
PROPERTY CONSULTANTS, ANALYSTS
& REGISTERED VALUERS
3rd Floor, 73 Symonds Street, Auckland
P O Box 8923, Auckland 1, DX 27
Phone (09) 396-020 Facsimile (09) 776-450
Kerry A F Coleman, AN.Z.ILV., M.P.M.L.
Jonathon G Edwards, B.P.A., AN.Z.LV.
John G Dalzell, B.P.A., AN.Z.LV.
Peter P Precey, B.P.A.

C.F. BENNETT (VALUATIONS) LTD -
REGISTERED VALUERS AND PROPERTY CONSULTANTS
9th Floor, Countr'ywide Centre,

280 Queen Street, Auckland.

P O Box 5000, Auckland 1.

Facsimile (09) 732-367.

Phone (09) 799-591 395-463

R M McGough, Dip.Urb.Val.,F.N.Z.1V., M.P.M.L
A G Hilton, M.D.A., AN.ZLV.

LV Brake, AN.ZILV.

R M Ganley, Dip Val.,, AN.ZLV.

I D Delbridge, V.P.U., AN.Z.LV.

D E BOWER & ASSOCIATES LTD
REGISTERED VALUERS AND PROPERTY CONSULTANTS
First Floor, Windsor Castle Tavern, Cur Parnell Rd & Windsor St P O
Box 37-622, Auckland
Phone (09) 390-130. Facsimile (09) 390-556

David E Bower, Dip.UrbVal., AN.ZLV., AREIN.Z, ANZIM.

M.P.M.L

BROCK & CLAPCOTT VALUATIONS LTD
REG VALUERS, PROPERTY CONSULTANTS &MANAGERS
15 Anzac Street, Takapuna.
P O Box 33-796, Takapuna.
Phone (09) 499-277,498-589, 460 005. Facsimile 497-191, DX 570. C
E Brock, AN.ZLV., AREIN.Z, AN.ZILM.
G J Clapcott, Dip.Urb.Val.,, AN.Z.IV.

MICHAEL T CANNIN-
REGISTERED VALUER AND PROPERTY CONSULTANT
1 Herbert Street, Takapuna.
Phone (09) 498-517.
M T Cannin, AN.Z.LV., A.C.LS.

COLLIERS INTERNATIONAL
REGISTERED VALUERS, LICENSED REAL ESTATE
AGENTS, AUCTIONEERS, PROJECT AND PROPERTY
MANAGERS
Level 23,151 Queen Street, Auckland 1.
P O Box 1631, Auckland 1. DX 7
Phone (09) 735-450. Facsimile (09) 372-065
Russell Eyles, V.P. Urb, AN.Z.LV.
John W Charters, V.P.(Urb & Rural), AN.Z.LV. S
Nigel Dean, Dip Urb Val., AN.Z.LV.
Perry G Heavey, V.P.Urb., AN.Z.1V.
Roger J Pheasant, Dip.Urb.Val.,, AN.Z.LV.
Alan D Roberts, Dip.Val, AN.Z.LV.X.P.M.L.
Mary-Jo Patterson, BComm. (V.P.M.)
Bruce H Waite, B.Com (VPM)
Patrick J Daly, B.P.A.

DARROCH & CO LTD
CONSULTANTS & VALUERS IN PROPERTY,
PLANT & MACHINERY
1 Shea Terrace, P O Box 33-227, Takapuna, Auckland 9.
Phone (09) 461-677. Facsimile (09) 463-246
N K Darroch, F.N.Z.LV., Dip.V.F.M.,Val.ProfUrb., M.P.M.L
A.C.R.Arb.
W D Godkin, A.N.Z.I.V.
S B Molloy, AN.Z.LV., Dip.Urb.Val.
E B Smithies, AN.Z.I.V.
J D Darroch, B.Com.(Ag.) V.F.M.,Dip.V.P.M.
W W Kerr, AN.Z.1V., Dip.V.E.M.
G Cheyne, AN.Z.L.V., B.Corn,. Dip Urb Val.(Hons)
C T Munting B Com, V.P.M.
L.M.Parlane, AN.Z.ILV.,B.B.S
A J Senojak, AN.ZLV.,B.P.A.
C R Gemmell, B.Com (Ag),V.F.M..D V.P.M.
L M Freeman, A.N.Z.1.V., M. Com (7p. M.) Hons.
J M Dunn,
D M Koomen, B.B.S.
A M Hogg, B.Com(Ag), V.F.M., Dip V.P.M.
A A Alexander M.LP.M.V.
C Scoullar M.ILP.M.V.
G Barton B.P.A.
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EDWARD RUSHTON NEW ZEALAND LIMITED

VALUERS & CONSULTANTS,

PROPERTY, PLANT & MACHINERY

5, Owens Rd,

Epsom, Auckland.

P O Box 26-023, DX6910 Epsom.

Phone (09) 609-595, Facsimile (09) 604-606

W ] Carlton, Dip.Ag., Dip.V.F.M., AN.Z.LV.

L M Gunn, AN.ZIV., AREILN.Z.

R D Lawton, Dip.Urb.Val.(Hon.), AN.Z.LV.

M X Martin, AN.Z.LV., ARE.LN.Z.

D N Symes, Dip.UrbVal., AN.Z.LV.

M L Thomas, Dip.Urb.Val., AN.Z.LV.

S H Abbott, AN.Z.LV., FR.E.LN.Z. (Consultant)
H F G Beeson, Dip.Urb.Val.,, AN.Z.LV., FHK.S.
D A Culav, Dip.Urb.Val.,, AN.Z.LV.

D J Slatter, B Ag., Dip Val, Prop Mgmt.

Plant & Machinery Valuers affiliated to NZIV
T Sandall.

GUY, STEVENSON & PETHERBRIDGE

PROPERTY CONSULTANTS

& REGISTERED VALUERS

21 East Street, Papakura,

P 0 Box 452, Papakura.

Phone (09) 299-7406, 299-6152.

2nd Floor, 3 Osterley Way, Manukau City.

P 0 Box 76-081, Manukau City.

Phone (09) 277-9529.

A D Guy, Val.Prof.Rural., F.N.Z.L.V.

K G Stevenson, Dip.V.F.M., Val.Prof.Urb., AN.Z.I.V.
P D Petherbridge, M.N.Z.1.S., Dip.Urb.Val., AN.Z.I.V.
R.O. Peters, BBS, Dip. Bus. Stud., Reg.Val.

HARCOURTS VALUATIONS

REGISTERED VALUERS

404 Khyber Pass Road, Newmarket, Auckland. P
O Box 703, Auckland

Phone (09) 520-7406, Facsimile (09) 303-4913.
D R Kilby, Dip.Urb.Val.,, AN.Z.LV.

M Jensen, B.B.S.

B Shadbolt, Plant & Machinery Valuer

HOLLIS & SCHOLEFIELD

REGISTERED VALUERS, FARM
MANAGEMENT CONSULTANTS

Queen Street, P O Box 165, Warkworth.

Phone (09) 425-8810 Facsimile (09) 425-7727
Station Road, Wellsford.

P 0 Box 121, Wellsford.

Phone (08463) 8847. Facsimile (08463) 8846 R G
Hollis, Dip. VFM,, FN.Z.SF.M., ANZILV.GW
H Scholefield, Dip.V.F.M., FN.Z.LV.

JENSEN, DAVIES & CO LTD
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PROPERTY CONSULTANTS, MANAGERS &
REGISTERED VALUERS

349 Remuera Road, Remuera,

Auckland.

P O Box 28-344, Remuera,

Auckland 5, DX 5303.

Phone (09) 520-2729, 524-5992, 524-6012. Facsimile (09) 520-4700.

Rex H Jensen, Dip.Urb.Val., FN.ZLV. M.P.M.L

Alan J Davies, Dip.Urb.Val,, AN.ZILV.

Dana A McAuliffe, V.PUrb.,, AN.Z.LV.

David R Jans, Dip.Urb.Val., AN.Z.LV.

Bruce W Somerville, Dip.Urb.Val., AN.ZLV., ARE.ILN.Z,
M.P.M.L

Philip E Brown, Dip.Urb.Val.,, AN.Z.LV.

Ian R Armitage, V.PUrb., AN.Z.L.V.

JONES LANG WOOTTON LIMITED
VALUERS, INTERNATIONAL PROPERTY CONSULTANTS
AND MANAGERS, LICENSED REAL ESTATE DEALERS
Downtown House, 21 Queen Street, PO Box 165, Auckland.
Phone (09) 396-382 Facsimile (09) 397-628 J
R Cameron, F.R.I.C.S,F.S.V.ALM.P.M.I. R
R Cross, Dip Bus (Val), A.A.LV.
J P Dunn, Dip.Urb.Val.,, AN.ZLV., AR.EIN.Z, M.P.M.. R
L Hutchison, Dip.Urb.Val.,, AN.ZLV., M.P.M.IL.
R WMacdonald, A.R.I.C.S.,A.F.I.V.
A D McMabhon, B.Sc., ARICS
P R Wade-Ferrell, A.A.L'V., FS.LE., AREIA.MPM.L S
Borich, Val.Prof.Urb., AN.ZILV., AR.EILN.Z, M.P.M.I. D
R Jans, Dip.Urb.Val.,, AN.Z.LV.
C J Loughlin, Dip.Urb.Val.,, AN.Z.LV., AS.LE, MPM.IL R
Bent, B.P.A.
G A Burns, B.P.A.
CG Cardwell, B.P.A., AN.ZLV.
SY T Chung, BPA, AN.Z.IV.
S F B Corbett, Dip Urb VAL, AN.Z.I.V.
P J Davies, B.Sc, A.R.I.C.S, A ALV, A R.EILA.A.S.CE.
J E Good, B.P.A.
D L Harrington, B.Com(V.P.M.).
A J Harris, B.Sc., B.P.A.
D B Humphries, M.P.A.
McCulloch B.B.S.
F J McGuckian, B.C.A., AR.E.LN.Z
P R Mead, B.P.A.
P D Turley, B.B.S. (VPM)

P JMAHONEY VALUATION SERVICES LTD
REGISTERED VALUERS
7th floor, Wyndham Towers, cnt Wyndham & Albert Sts,
Auckland. P.O. Box 6144,Auckland
Phone (09) 734-990, Facsimile (09) 303-3937.
Peter ] Mahoney, Dip.Urb. Val., FN.Z.1.V.,, M.P.M.1.
John A Churton, Dip.Urb.Val., AN..Z.L.V.
Ross A Porter, B.Com (V PM), ANZIV.

MITCHELL HICKEY & Co
REGISTERED VALUERS AND PROPERTY CONSULTANTS
153 Lake Road, P O Box 33-676, Takapuna, Auckland 9.
Phone (09) 456-212 DX 3037 Facsimile (09) 452 792 J
B Mitchell, Val.Prof., AN.Z.LV.
J A Hickey, Dip.Urb.Val., AN.Z.ILV.
C M Keeling, B.P.A.,AN.ZLV.

PLATT AMESBURY & CO
REGISTERED VALUERS
Level 4 Financial Focus House, 235 Broadway, Newmarket, P
0O Box 9195 or DX 5006, Newmarket, Auckland 1.
Phone (09) 524-2390 Facsimile (09) 529-1368
Philip R Amesbury, Dip.Urb.Val.,, AN.Z.I.V.
Eileen Fong, Dip.Urb.Val., AN.Z.LV.

R.A PURDY & CO LTD-
REGISTERED VALUERS & PROPERTY CONSULTANTS
34, 0 Rorke Road, Penrose, Auckland
P O Box 12-444, Penrose, Auckland 1.
Phone (09) 597-123 Facsimile (09) 592-678
Richard A Purdy, Val Prof.Urb., AN.Z.I.V.

RICHARD ELLIS LIMITED
VALUERS, INTERNATIONAL PROPERTY CONSULTANTS
& MANAGERS, LICENCED REAL ESTATE AGENTS
Quay Tower, 29 Customs St West
P O Box 2723, Auckland
Phone (09) 770-645, Facsimile (09) 770-779
M J Steur, Dip.Val., AN.ZLV., M. P.M.I. B
R Catley, B.P.A.
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ROBERTSON, YOUNG, TELFER (NORTHERN)LTD
PROPERTY INVESTMENT CONSULTANTS, ANALYSTS &
REGISTERED VALUERS
7th Floor, D.F.C. House, Cnr. 350 Queen & Rutland Streets,
Auckland. P 0 Box 5533, Auckland. DX 1063
Phone (09) 798-956. Facsimile (09) 395-443.

R Peter Young, BCom., Dip.Urb.Val.,, FN.Z.ILV., M.P.M.L

M Evan Gamby, Dip.Urb.Val., FN.Z.I.V., M.P.M.I.

Bruce A Cork, Dip.Urb.Val., AN.ZLV., FHK.ILS., AREINZ T
Lewis Esplin, Dip.Urb.Val., AN.Z.LV.

Ross H Hendry, Dip.Urb.Val., AN.Z.LV.

Trevor M Walker, Dip.Val,, AN.Z.LV.

lain W Gribble, Dip.Urb.Val., FN.Z.I.V.

Keith G McKeown, Dip. Val. AN.ZIL V.

David Ching, B.Sc.,B.P.A.

Consultant: David H Baker, FN.Z.1.V.

ROLLE ASSOCIATES LTD
INTERNATIONAL PROPERTY AND PLANT & MACHINERY
VALUERS AND PROPERTY CONSULTANTS
77 Grafton Road, Auckland. PO Box 8685 Auckland.
Phone (09) 397-867. Facsimile (09) 397-925
A D Beagley, B.Ag Sc, AN.Z.LV.

C Cleverley, Dip Urb.Val.(Hons) AN.Z.LV.
C J Heron, Dip.Urb.Val.,AN.Z.LV.

M T Sprague, Dip Urb Val.,, AN.ZLV.

P R Hollings, B.P.A.

P E McKay, B.P.A.

C J Pouw

J G Lewis

SEAGAR & PARTNERS

PROPERTY CONSULTANTS & REGISTERED VALUERS
Level 3, 71 Symonds Street,

(Georgeson Bravo Tower), Auckland

Phone (09) 392-116,392-117. Facsimile (09) 392-471
137 Kolmar Road, Papatoetoe.

P O Box 23-724, Hunters Comer.

Phone (09) 278-6909, 277-9369. Facsimile (09) 278-7258
22 Picton Street, Howick. PO Box 38-051, Howick.
Phone (09) 535-4540.

C N Seagar, Dip.Urb.Val.,, AN.ZLV.,, MPM.. ] M
Kingstone, Dip.Urb.Val., Dip.V.F.M., AN.ZLV.M A
Clark, Dip.Val., AN.Z.L.V.

A J Gillard, Dip.Val., AN.ZLV.

A Appleton, Dip.Urb.Val.,, AN.Z.IV.

W G Priest, B.Ag Com., AN.Z.LV.

P D Reynolds, B. Ag Com., AN.ZLV.

IR McGowan, B Com.,(V.P.M.)

0 Westerlund, B.P.A.

SHELDON & PARTNERS
REGISTERED VALUERS
GRE Building, Ground Floor, 12-14 Northcroft St., Takapuna. P
O Box 33-136, Takapuna.
Phone (09) 461-661 Facsimile (09) 495-610
R M H Sheldon, AN.Z.LV.,N.Z.T.C.
A S McEwan, Dip.Urb.Val.,, AN.Z.LV.
B R Stafford-Bush, B.Sc., Dip.B.LA., AN.ZLV.J
B Rhodes, AN.Z.LV.
G W Brunsdon, Dip.Val. AN.Z.LV.

STACE BENNETT LTD
REGISTERED VALUER AND PROPERTY CONSULTANTS
97 Shortland Street, Auckland 1.
P 0 Box 1530, Auckland 1.
Phone (09) 3033-484. Facsimile (09) 770 668
R S Gardner, FN.Z.I. V.
R A Fraser, Dip Urb Val.,, AN.ZLV., AREILN.Z.
A R Gardner, Dip Urb Val.,, AN.Z.IV.

SIMON G THOMPSON & ASSOCIATES
REGISTERED VALUERS & PROPERTY CONSULTANTS P
0 Box 99, DX Box 10-505, Warkworth.
Phone (09) 425- 7453. Facsimile (09)425-7900
Simon G Thompson, Dip.Urb. Val, AN.Z.LV.

TSE GROUP LTD
REGISTERED VALUERS & PROPERTY CONSULTANTS
Owens House, 6 Harrison Road,
Heritage Park, Mt Wellington.
P.0.Box 6504. Auckland
Phone (09) 525-2214. Facsimile (09) 525-2241
D.J. Henty, Dip.Val., AN.Z.LV.

WARWICK ROPE & COMPANY LIMITED
REG VALUERS, PROPERTY CONSULTANTS & ANALYSTS
1 Nile Road, PO Box 33-1222, Takapuna.
Phone (09) 464-134,DX 3034.. Facsimile (09)410-3554
R W Rope, B.B.S.,, N.Z.C.LS., AN.Z.IV.
D E Bradford, B.Ag.Com (VEM)

THAMES/COROMANDEL

JORDAN, GLENN & ASSOCIATES
REGISTERED VALUERS AND PROPERTY CONSULTANTS
516 Pollen Street, Thames. P O Box 500, Thames.
Phone (0843) 88-963. Facsimile (0843) 87456 M ]
Jordan, ANN.Z.1.V., Val.Prof.Rural, Val.Prof.Urb. JL
Glenn, B.Agr.Comm., AN.Z.LV.

WAIKATO

ARCHBOLD & CO.
REGISTERED VALUERS AND PROPERTY
MANAGEMENT CONSULTANTS
37 Thackeray Street, Hamilton.
P O Box 9381, Hamilton.
Phone (071) 390-155.
D J 0 Archbold, J.P., FN.ZLV., M.P.M.I,, Dip.V.F.M.
K B Wilkins, AN.Z.LV., Dip.Ag., Dip.V.F.M.

GLENN E ATTEWELL & ASSOCIATES LTD
REGISTERED VALUERS & PROPERTY CONSULTANTS
6th Floor, Ernst & Young House,

Cnr Victoria/London Streets, Hamilton

P O Box 9247, DX No. 4227

Phone (071) 393-804. Facsimile (071)346-100
Glenn Attewell, AN.Z.I.V.

Sue Dunbar, AN.Z.LV.

Wayne Gerbich, AN.Z.LV.

Michael Havill, A N.Z.I.V.

BEAMISH AND DARRAGH
REGISTERED VALUERS AND
FARM MANAGEMENT CONSULTANTS
P O Box 132, Te Awamutu
Phone (07) 871-5169
CR Beamish, Dip V.F.M., AN.ZI.V., M.N.Z.S.F.M.
J D Darragh, Dip Ag., Dip V.F.M., AN.ZI1V. Reg'd M.N.Z.S.F.M.

CURNOW TIZARD
REGISTERED VALUERS AND PROPERTY CONSULTANTS
1st Floor, Arcadia Building, Worley Place. P 0 Box 795, Hamilton.
Phone (071) 383-232. Facsimile (071) 395-978
Geoff W Tizard, AN.ZLV., A Arb.ILN.Z., B.Agr.Comm.
Phillip A Curnow, AN.Z.L.V., A.Arb.IN.Z., M.P.M.L

DYMOCK & CO -
REGISTERED PUBLIC VALUERS
P O Box 4013, Hamilton.
Phone (071) 395-043.
Wynne F Dymock, A.N.Z.1.V., Val.Prof Rur., Dip.Ag.

FINDLAY & CO

REGISTERED PUBLIC VALUERS

PO Box 4404. Hamilton

Phone (071) 395 063

James T Findlay, A.N.Z.1.V, M.N.Z.S.F. M.DipVFM, Val (Urb) Prof

D E FRASER -

REGISTERED VALUER & FARM MGMT CONSULTANT
86, Alpha St, P. 0 Box 156, Cambridge.

Phone (071) 275-089

Donald Fraser, Dip. V.F.M. AN.ZILVM.N.Z.S.F.M.

HARCOURT VALUATIONS LTD

REGISTERED VALUERS & PROPERTY CONSULTANTS
Clifton House, 846, Victorla Street, Hamilton.

P 0 Box 9325, Hamilton North.

Phone (071) 395-085

A E Sloan, B.Com (Val & Prop Management)

LUGTON, HAMILL & ASSOCIATES

REGISTERED VALUERS, PROPERTY CONSULTANTS
P.O.Box 9020, 1000 Victoria Street, Hamilton. Phone 383-181

David B Lugton, Val.Prof., FNZIV., FREINZ., A.C.LArb. M.P.M.L
Brian F Hamill, Val Prof.,, ANZIV., AREINZ. A.C.I.Arb., M.P.M.I.

Kevin F O'Keefe, Dip.Ag.,Dip V.F.M., AN.ZLV.
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MCKEGG & CO
REGISTERED PUBLIC VALUERS
POBox 1271 Hamilton.
Phone (071) 299-829
Hamish M McKegg, AN.Z.1.V., Dip.V.F.M., Val.ProfUrb.

ROBERTSON YOUNG TELFER (NORTHERN)
PROPERTY INVESTMENT CONSULTANTS,
ANALYSTS & REGISTERED VALUERS
Regency House, Ward Street, Hamilton.

PO Box 616, Hamilton

Phone ((Y71) 390-360 Facsimile ((Y71) 390-755B J
Hilson, AN.ZLV., M.PM.I,, ARICS.,FSV.A.DJ
Saunders, B. Com. (V.P.M.), AN.ZI. V.

J R SHARP
REGISTERED VALUER
12 Garthwood Road, Hamilton. P O Box 11-065, Hillcrest, Hamilton.
Phone (071) 63-656.

J R Sharp, Dip.V.F.M., FN.Z1V., M.N.Z.S.F.M.

SPORLE, BERNAU & ASSOCIATES -
REGISTERED VALUERS,
PROPERTY CONSULTANTS
Federated Farmers Building, 169 London Street, Hamilton. P
O Box 442, Hamilton.
Phone (071) 80-164.
P D Sporle, Dip.V.FM., AN.ZLV., M.N.Z.S.F.M. T J Bernau,
Dip.Mac., Dip.V.F. M., FN.Z.LV.,, MN.ZSFM. L W
Hawken, Dip.V.F.M., Val.ProfUrb., AN.Z.LV.

ROTORUA/BAY OF PLENTY

ATKINSON BOYES CAMPBELL
REGISTERED VALUERS, URBAN & RURAL
1st Floor, Phoenix House, Pyne Street,
P O Box 571, Whakatane
Phone (076) 88-919, 85-387. Facsimile (076) 70-665
D T Atkinson, AN.Z.1.V.Dip V.F.M.
M J Boyes, A.N.Z.1.V. Dip Urb Val.
D R Campbell, AN.Z.1.V. Val Prof,Urb & Rural.

CLEGHORN, GILLESPIE JENSEN & ASSOCIATES
REGISTERED VALUERS AND
PROPERTY CONSULTANTS
Quadrant House, 77 Haupapa Street, Rotorua. P
O Box 2081, Rotorua.
Phone (073) 476-001, 489-338. Facsimile (073) 476-191.
W A Cleghom, FN.Z.LV.
G R Gillespie, ANN.Z.LV.
M J Jensen, AN.Z.I.V.
D I Janett, Dip.V.F.M., AN.Z.LV.

GROOTHUIS, STEWART, MIDDLETON & PRATT
REGISTERED VALUERS, URBAN &
RURAL PROPERTY CONSULTANTS
18 Wharf Street, Tauranga
P O Box 455, Tauranga
Phone (075) 84-675, 81-942.779-607
Maunganui Road, Mount Maunganui.

Phone (075) 56-386.

Jellicoe Street, Te Puke

Phone (075) 38-220.

H J Groothuis, AN.Z.I.V., M.P.M.I.

H K F Stewart, AN.ZLV., M.P.M.L,, A.C.LLArb. J
L Middleton, A.N.Z.I.V., BAg.Sc., M.N.Z.LA.S. A
H Pratt, AN.Z.ILV., M.P.M.L.

J R Weller, B.Ag.Com

JONES, TIERNEY & GREEN
PUBLIC VALUERS
& PROPERTY CONSULTANTS
Appraisal House, 36 Cameron Road, Tauranga.
P O Box 295, Tauranga.
Phone (075) 81-648, 81-794. Facsimile (075) 80-785
Peter Tierney, Dip.V.F.M., F.N.Z.LV.
Leonard T Green, Dip.Urb.Val.,, AN.Z.LV.J
Douglas Voss, Dip.V.F.M., AN.ZLV.
T Jarvie Smith, A.RLB.A., AN.ZLV., AN.ZIA.
Murray R Mander, Dip.V.F.M., FN.Z.I.V.
David F Boyd, Dip.V.F.M., AN.ZIV.
Malcolm P Ashby, BAgr.Comm., AN.Z.LV.

C B MORISON LTD

(INCORPORATING G F COLBECK & ASSOCIATES)
REGISTERED VALUERS, ENGINEERS & PROPERTY
DEVELOPMENT ADVISERS
107 Heu Heu Street, Taupo. P O Box 1277, Taupo.
Phone (074) 85-533. Facsimile (074) 80-110
G B Morison, B.E.(Civil),M.LP.EN.Z., M.I.C.E., AN.Z.LV.
G.W. Banfield B.Agr.Sci., AN.Z.LV.

REID & REYNOLDS
REGISTERED VALUERS
13 Amohia Street, P O Box 2121, Rotorua.
Phone (073) 81-059.
Ronald H Reid, AN.Z.LV.
Hugh H Reynolds, AN.Z.L.V.
Grant A Utteridge, AN.Z.LV

VEITCH & TRUSS
REGISTERED VALUERS
Ist Floor, 4-8 Heu Heu Street, P 0 Box 957, Taupo.
Phone (074) 85-812.
James Sinclair Veitch, Dip.V.F.M., Val.ProfUrban, A.N.Z.I.V.
Donald William Truss, DipUrb.Val., Reg.Valuer, AN.Z.IL.V.,M.P.M.I.

GISBORNE

BALL & CRAWSHAW
REG VALUERS, & PROPERTY CONSULTANTS
60 Peel Street, Gisborne.
P 0 Box 60, Gisbome.
Phone (079) 79-679. Facsimile (079) 79-230
R R Kelly, AN.Z.LV.

LEWIS & WRIGHT
ASSOCIATES RURAL & URBAN VALUATION, FARM
SUPERVISION, CONSULTANCY, ECONOMIC SURVEYS
139 Cobden Street,
P 0 Box 2038, Gisbome.
Phone (079) 79-339.
T D Lewis, BAg.Sc., M\N.Z.S.F.M.
P B Wright, Dip.V.FEM., AN.ZLV., MN.Z.S.FM.
G H Kelso, Dip.V.F.M., AN.Z.LV.
T S Lupton, B.Hort.Sc.

HAWKE'S BAY

LOGAN STONE LTD
REGISTERED PUBLIC VALUERS, PROPERTY
MANAGEMENT CONSULTANTS
209 Queen St East, Hastings.
P 0 Box 914, Hastings.
Phone ((Y70) 66-401. Fax ((Y70) 63-543
Gerard J Logan, B.AgrCom., AN.Z.LV., M.N.Z.S.F.M.
Roger M Stone, AN.ZIV.,, M.P.M.L
Phillip J White, B.P.A.

MORICE & ASSOCIATES
REGISTERED VALUERS, REGISTERED FARM
MANAGEMENT CONSULTANTS
80 Station Street, Napier.
P 0 Box 320, Napier.
Phone (070) 353-682. Facsimile (070) 357-415 SD
Morice, Dip.V.FM.,FN.ZLV, M.N.ZS.F.M. SJ
Mawson, A.N.Z.1.V., Val.Prof.Urb.

NURSE & ORMOND-
AGRI-BUSINESS, PROPERTY & MANAGEMENT

1 Bower Street, Napier

P O Box 221, Napier.

Phone (070) 356-696. Facsimile (070) 350-557 W A
Nurse, B.Agr.Com., AN.ZLV., MN.ZSFM. AW
A Ormond B.Agr.Com (Econ).

RAWCLIFFE & PLESTED
REGISTERED VALUERS, PROPERTY & FARM
MANAGEMENT CONSULTANTS
116 Vautier Street, P O Box 572, Napier.
Phone (070) 356-179, Facsimile (070) 356-178
T Rawcliffe, FN.Z.I.V.
M C Plested, AN.Z.LV.
M I Penrose, A.N.Z.L.V.,
T W Kitchin, A.N.Z.LV. B.Com (Ag) M.N.Z.S.F.M.
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SIMKIN & ASSOCIATES LTD
REGISTERED VALUERS, PROPERTY
CONSULTANTS AND MANAGERS

58 Dickens Street, Napier.

P O Box 23, Napier.

Phone (06) 8357-599. Facsimile (06) 8357-596

Dale L Simkin, AN.Z.IL.V., AR.E.LN.Z.,, M.P.M.L
Dan W J Jones, B.B.S., Dip. Bus.Admin. AN.Z.IV.

NIGEL WATSON
REGISTERED VALUER, REGISTERED FARM
MANAGEMENT CONSULTANT.
HBF Building,
200W Queen St, Hastings.
P.O.Box 1497, Hastings.
Telephone (070) 62-121. Facsimile (070) 63-585
N.L. Watson, Dip.V.FM.,AN.ZLV., M.N.Z.S.F.M.

TARANAKI

HUTCHINS & DICK LTD
REGISTERED VALUERS AND PROPERTY
CONSULTANTS.
53 Vivian Street, New Plymouth.
P O Box 321, New Plymouth.
Phone (067) 75-080. Facsimile (067) 78-420
117 Princes Street, Hawera.
Phone (062) 88-020.
Frank L Hutchins, Dip.Urb.Val.,, AN.ZILV. A
Maxwell Dick, Dip.V.F.M., Dip.Agr.,AN.Z.LV.
Mark A Muir, V.P.Urb., AN.Z.LV.
Tan D Baker, V.P.Urb., AN.ZILV.

LARMERS
REGISTERED VALUERS, PROPERTY MANAGERS
AND CONSULTANTS
51 Dawson Street, New Plymouth.
P O Box 713, New Plymouth.
Phone (067) 75-753. Facsimile (067) 89-602
Public Trust Office, High St, Hawera. Phone (062) 84-051 J P
Larmer, Dip.V.F.M.,, Dip.Agr., FN.ZLV.,, M.N.Z.SFM.RM
Malthus, Dip.V.F.M., Dip.Agr., V.P.Urb.,, AN.ZILV.PM
Hinton, V.P.Urb., Dip. VPM., AN.ZLV.,, M\P.M.L M A
Myers, B.B.S.(V.P.M.)AN.Z.L.V.

WANGANUI

BYCROFT PETHERICK LTD
REGISTERED VALUERS AND ENGINEERS, ARBITRA

TORS AND PROPERTY MANAGEMENT CONSULTANTS

162 Wicksteed Street, Wanganui.

Phone (064) 53-959. Facsimile (064) 54-111

Laurie B Petherick, BE, M.LP.ENN.Z., AN.Z.IV.
Derek J Gadsby, BBS (VIn & Ppty Mgt), Reg'd Valuer.

HUTCHINS & DICK LTD
REGISTERED VALUERS AND
PROPERTY CONSULTANTS,
Comer Rutland St/Market Place, Wanganui.
P O Box 242, Wanganui.
Phone (06) 345-8079 Facsimile (06) 345-7660
ANZ Building, Broadway, Marton.
Phone(0652)8606
Gordon T Hanlon, VP Urb., AN.Z.LV.

CENTRAL DISTRICTS

CHALLENGE VALUATION SERVICES LTD

REGISTERED VALUERS AND CONSULTANTS
186 Broadway Avenue, Palmerston North

P O Box 48, Palmerston North

Phone (063) 89-009. Facsimile (063) 68-464

Mark F Gunning, B.B.S., AN.Z.L.V.

Trevor M Pearce, B.B.S. AR.E.LN.Z., Reg Val.

TREVOR D FORD

REGISTERED VALUERS

82 Fergusson Street, Feilding.

P O Box 217, Feilding.

Phone (063) 38-601.

Michael T D Ford, AN.Z.LV., ARE.IN.Z.
M R Tregonning, Dip.Ag., DipV.F.M.

HOBSON WHITE VALUATIONS LTD-

REGISTERED VALUERS

PROPERTY & MANAGEMENT CONSULTANTS
6 Linton Street, Palmerston North

PO Box 755, Palmerston North

Phone (063) 61-242 Facsimile (063) 591-840 Brian

E White AN.Z.LV., ARE.ILN.Z., M.P.M.I. Neil H
Hobson AN.Z.I.V., M.N.Z.S.F. M.

MACKENZIE TAYLOR & CO

REGISTERED VALUERS & PROPERTY CONSULTANTS
Midway Plaza, Cnr. Broadway Ave. & Albert Street,

P 0 Box 259, Palmerston North.

Phone (063) 64-900.

G J Blackmore, ANN.Z.I.V.

H G Thompson, AN.Z.I.V., AR.E.LN.Z.

J P MORGAN & ASSOCIATES

REGISTERED VALUERS AND PROPERTY CONSULTANTS
222 Broadway & Cnr. Victoria Avenue, Palmerston North.

P O Box 281, Palmerston North.

Phone (063) 62-880. Facsimile (063) 69-011. P

J Goldfinch, FN.Z.IV.

D P Roxburgh, AN.Z.LV.

B G Kensington, A.N.Z.LV., B.B.S.(Val. & Prop.Man.)

P H Van Velthooven, AN.Z.I.V., B.A., BComm(Val. &

Prop.Man.)

Consultant-MA Ongley, AN.Z.I.V., A.R.E.LN.Z.

COLIN V WHITTEN

REGISTERED VALUER & PROPERTY CONSULTANT P

O Box 116, Palmerston North.
Phone (063) 76-754.
Colin V Whitten, AN.ZLV., FRE.ILN.Z.

WAIRARAPA

WAIRARAPA PROPERTY CONSULTANTS

REGISTERED VALUERS AND REGISTERED FARM
MANAGEMENT CONSULTANTS

28 Perry Street, MasteI'ton

P O Box 586 Master'ton.

Phone (059) 86-672, Facsimile (059) 88-050 D B

Todd, Dip.V.FM.,AN.ZLV. MN.ZSFM.B G

Martin Dip.V.F.M. AN.Z.LV.

P J Guscott, Dip V.F.M.

E D Williams, Dip V.F.M.,AN.Z.LV,M.N.Z.S.F.M.

WELLINGTON

BAILLIEU KNIGHT FRANK (NZ) LTD

INTERNATIONAL VALUERS, PROP CONSULTANTS,
MANAGER & REAL ESTATE AGENTS

Level 1, Royal Life Centre, 23 Waring Taylor Street.

P O Box 1545, Wellington. DX 8044

Phone (04) 723-529 Facsimile (04) 720-713

A J Hyder, Dip. Ag., AN.Z.LLV. MPML P

Howard, BBS, MPMI.
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DARROCH & CO. LTD.
CONSULTANTS & VALUERS IN PROPERTY,
PLANT & MACHINERY
291 Willis Street,
P 0 Box 27-133, Wellington.
Phone (04) 845-747. Facsimile (04) 842-446
M A Horsley, AN.ZL V.
G Kirkcaldie, F.N.Z.I.V.
C W Nyberg, AN.ZILV., AR.EILN.Z

A G Stewart, BCom., Dip.Urb.Val., FN.Z1.V., ARE.IN.Z. A.CI

Arb M.P.M.L.

R D Dewar, B.B.S.

T M Truebridge, B.Agr (Val) AN.Z.ILV. AP
Washington, BCom., V.P.M. AN.Z.LV. M.G.
McMaster, B.Com (Ag), Dip. V.P.M. P Crew,

B.Com., V.P.M.

M J Bevin, B.P.A. AN.ZLV., AREIN.Z, MP.M.I K
M Pike M.LP.M.V.

A A Alexander M.LP.M.V.

C Scoullar, M.I.P.M.V.

HOLMES DAVIS LTD-
REG. VALUERS &
PROPERTY CONSULTANTS
Auto Point House, Daly Street, Lower Hutt.
P O Box 30-590, Lower Hutt.
Phone (04) 663-529, 698-483. Facsimile (04) 692-426
A E Davis, AN.Z.LV.

Associate:

M T Sherlock, B.B.S., AN.Z.LV.

JONES LANG WOOTTON LTD

VALUERS, INTERNATIONAL PROPERTY CONSULTANTS

& MANAGERS, LICENCED REAL ESTATE DEALERS
Sun Alliance Building, 15 Brandon Street, Wellington P

0 Box 1099, Wellington.

Phone (04) 712-556. Facsimile (04) 712-558

S A Littlejohn, Dip.Urb.Val., AN.ZILV.

N R Hargreaves, B.Com (VPM) AN.ZI1.V.

AV Pittar, B.Com.Ag. (VPM), AN.ZILV.

GR Young, BPA

P J A Williams, B.B.S., (VPM)

B P Clegg, B.B.S.

GEORGE NATHAN & CO LTD
VALUERS, ARBITRATORS &
PROPERTY CONSULTANTS
190-198 Lambton Quay,

P O Box 5117, Wellington.
Phone (04) 729-319 (12 lines). Facsimile (04) 734-902
Stephen M Stokes, AN.Z.I.V.
Malcolm S Gillanders, B. Comm,A.N.Z.1.V.
Loretta A Kimble, B.Comm., V.P.M.
Steve Fitzgerald, B.Agr.Val.
Branch Office at:
112-114 High Street, Lower Hutt.
P O Box 30-520, Lower Hutt.
Phone & Fax (04) 661-996.

RICHARD ELLIS (WELLINGTON) LIMITED
INTERNATIONAL PROPERTY CONSULTANTS &
REGISTERED VALUERS
Westbrook House, 181 Willis Street.

P O Box 11-144 Wellington

Phone (04) 851-508. Facsimile (04) 851-509
Porirua Office: The Enterprise Centre, Hartham Place.
Phone (04) 374-033

Gordon R McGregor, AN.Z.LV.

Michael Andrew John Sellars, A.N.Z.1.V.
William D Bunt, AN.ZI.V.

Warwick E Quinn, AN.Z.LV.

Robert J Cameron, B.B.S.

Peter Young, B.B.S..Dip.Bus.Adm. AN.Z.LV
Penny J Brathwaite, B.B.S.

ROBERTSON YOUNG TELFER (CENTRAL)LTD

PROPERTY INVESTMENT CONSULTANTS,
ANALYSTS & REGISTERED VALUERS
General Building, Waring Taylor Street, Wellington 1. P
O Box 2871, Wellington.

Phone (04) 723-683. Facsimile (04) 781-635.

B J Robertson, F.N.Z.LV.

M R Hanna, F.N.ZI1V., F.C..Arb.

A L McAlister, FN.ZI1.V.

R F Fowler, AN.ZLV.

A J Brady, AN.ZLV.

W J Tiller, AN.ZLV.

T G Reeves, AN.ZLV.

M D Lawson B Ag, Dip V.F.M. H

A Clarke, B.Com.Ag. (V.FM.) M

J Veale, AN.Z.IV.

S P O'Malley, M.A. (Research Manager)

ROLLE ASSOCIATES LTD

INTERNATIONAL PROPERTY & PLANT & MACHINERY
VALUERS & PROPERTY CONSULTANTS

6 Cambridge Terrace, Wellington

P O Box 384, Wellington

Phone (04) 843-948. Facsimile (04) 847-055

A E O'Sullivan, AN.Z.ILV.M.P.M.I, AN.ZIM. Dip Bus Admin,
A.RE.IN.Z

D Smith, AM.S.ST., M.S.A.A,.MAV.A.

W H Doherty AN.ZILV.,M.P.M.I.

C J Dentice, AN.Z.1.V.,B.C.A. Dip Urb Val.

D JM Perry, AN.ZLV., ARE.ILN.Z.

A C Remmerswaal, B.B.S. (Val & Prop Man.), AN.Z.LV. S

J Wilson AN.ZLV., M.P.M.I. ARE.IN.Z.

B F Grant, B.B.S. (Val & Prop Man.), A.C.IS.

G M O'Sullivan, B.C.O.M.,A.C.A,,A.CLS.PR

Butchers, B.B.S.,(Val & Prop Man.)

A J Pratt

A G Robertson

EDWARD RUSHTON NZ LTD

VALUERS & CONSULTANTS,

PROPERTY, PLANT & MACHINERY

Wool house, Cur Brandon & Featherston Sts, Wellington. P
O Box 10-458, Wellington DX 8135 Wellington

Phone (04) 732-500 ext. 819, Facsimile (04) 712-808

T Edney, BBS, AN.ZLV., A ALV.

TSE GROUP LIMITED

REGISTERED VALUERS AND
PROPERTY CONSULTANTS

61 Hopper Street, Wellington.

P 0 Box 6643, Wellington.

Phone (04) 842-029, Fax (04) 845-065.

B A Blades, BE.,, M.ILP.EN.Z., AN.ZLV., M.P.M.L
K J Tonks, AN.Z.IV., M.P.M.L.

J D Stanley, AN.Z.1.V. (Urban & Rural)
F E Spencer, B.B.S., AN.Z.ILV.
M.E.Bibby, BBS

R J Q Murphy, B.Com (V.P.M.)

D L Stevenson, BBS

A C Brown, B.Com (V.P.M.)

WALL ARLIDGE

PUBLIC VALUERS, ARBITRATORS &

PROPERTY CONSULTANTS

3rd Floor, Southern Cross Bldg,

22 Brandon St., Wcllington

P O Box 10715, The Terrace

Phone (04) 499-1333, Facsimile (04) 499-1333

John N B Wall, F.N.Z.1.V., FCI ARb, Dip Urb VA1, MPML
Dale S Wall, AN.Z.1.V., Val Prof.

Richard S Arlidge, A.N.Z.1.V., Val Prof.

Gwendoline P L Jansen, A.N.Z.1.V. Val Prof
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NELSON/MARLBOROUGH

DUKE & COOKE
REG. PUBLIC VALUERS & PROPERTY CONSULTANTS
306 Hardy Street, Nelson.
Phone (054) 89-104.
Peter M Noonan, A.N.Z.LV.
Murray W Lauchlan, ANN.Z.1.V., AR.E.ILN.Z.

Dick Bennison, B.Ag.Comm., Dip.Ag., AN.Z.I.V., M.N.Z.S.F.M.

Consultant

Peter G Cooke, F.N.Z.I.V.

A GOWANS & ASSOCIATES
REGISTERED PUBLIC VALUERS, PROPERTY
CONSULTANTS (URBAN & RURAL)
52 Halifax Street, Nelson.
P O Box 621, Nelson.
Phone (054) 69-600. Facsimile (054) 69-186
A W Gowans, AN.ZLV., AN.Z.LL
J N Harrey, AN.Z.IV.
I D McKeage, BCom., AN.Z.LV.

HADLEY AND LYALL
REGISTERED VALUERS & PROPERTY CONSULTANTS
URBAN & RURAL PROPERTY ADVISORS
Appraisal House, 64 Seymour Street, Blenheim.
P 0 Box 65, Blenheim.
Phone (057) 80-474. Facsimile (057) 82-599
lan W Lyall, Dip V.F.M., Val. Prof. Urban, F.N.Z.1.V.
Chris S Orchard, Val Prof. Urban, Val. Prof. Rural, AN.Z.LV.

HAYWARD ROBERTS & ASSOCIATES

REGISTERED VALUERS, PROPERTY INVESTMENT,
DEVELOPMENT & MANAGEMENT CONSULTANTS P
0 Box 768, Blenheim. Phone (057) 89-776.

A C (Lex) Hayward, Dip.V.EM., AN.Z.ILV.

Brian P Roberts, Dip.V.F.M., Val.Prof.Urb., AN.Z.LV.
Consultant:

Ivan C Sutherland, Dip.V.F.M., AN.Z.LV.

CANTERBURY/WESTLAND

BENNETT & ASSOCIATES
REGISTERED VALUERS, PROPERTY CONSULTANTS
122 Victoria Street, Christchurch. POBox 356, Christ hurch.
Phone (03) 654-866. Facsimile (03) 654-867
Bill Bennett, Dip.Ag., Dip. V.F.M., V.P.(uUrb).AN.Z.LV.
Nick! Bilbrough, B. Com, V.P.M., AN.Z.LV.
Peter McLeod, Dip.Ag., Dip.F.M., Dip.V.P.M.
Andrew Owen, B.Com.(Ag) V.F.M.
Shane O'Brien, B.Com., V.P.M.

BENNETT, Gerald M
REGISTERED PUBLIC VALUER, (URBAN AND RURAL)
REGISTERED AGRICULTURAL CONSULTANT (N.Z. Inst
Agr. Sci) SPECIALISED PROPERTY SERVICES LTD,
10 Hunters Road, P O Box 34, Diamond Harbour, Canterbury.
Phone (03) 294-472.Facsimile (03) 294-472
G M Bennett, M.N.Z.1.A.S.,AN.Z.LV., DipV.F.M.

B J BLACKMAN AND ASSOCIATES
REGISTERED VALUERS,
PROPERTY CONSULTANTS
2 Convent Lane, Greymouth. PO Box 148, Greymouth.
Phone (027) 80-397 Facsimile (027) 4519
Brian J Blackman, Dip.Urb.Val.,, AN.Z.I.V.
Andrew G Gifford,, B Com (VPM)

DARROCH & CO LIMITED
REGISTERED VALUERS &
PROPERTY CONSULTANTS
Cnr Oxford Terrace and Armagh Street, Christchurch.
PO Box 13-633, Christchurch.
Phone (03) 657-713. Facsimile (03) 650-445
C C Barraclough, AN.Z.LV., B Com.
NIJ Johnson, AN.Z.1.V.

FORD BAKER REALTORS & VALUERS LTD

REGISTERED VALUERS &

PROPERTY CONSULTANTS

123 Worcester Street, Christchurch.

P 0 Box 43, Christchurch.

Phone (03) 797-830. Facsimile (03) 666-520

Robert K Baker, LL.B., FN.Z.I.V., FR.E.LN.Z.

Gordon E Whale, F.N.Z1.V., AR EIN.Z.

Errol M Saunders, DIP V.P.M.,AN.Z1.V. ARE.IN.Z., M.P.M.L
Martin R Cummings, Dip Urb Val., AN.Z.IL.V., M.P.M.L

Richard 0 Chapman, B.Com. (V.P.M.), AN.Z.LV., ARE.LN.Z.
John L Radovonich, B.Com.(V.P.M.), AN.Z.IV,AR.E.IN.Z.
Mark J McNamara, B.Com., V.P.M.

FRIGHT AUBREY

REGISTERED VALUERS &

PROPERTY CONSULTANTS

307 Durham Street, P 0 Box 966, Christchurch.
Phone (03) 791-438. Facsimile (03) 791-489. R H
Fright, FN.Z.LV., M.P.M.L

R A Aubrey, AN.Z.ILV.

G B Jarvis, AN.Z.LV.

G R Sellars, AN.Z.LV.

M J Wright, AN.Z.LV.

V C Aubrey, B.Com, (VPM)

J R Kingston, F.N.Z.1.V. (Rural Associate)

M J Austin, I.P.E.N.Z., R.E.A. (Plant & Machinery)

HARCOURT VALUATIONS LTD

REGISTERED VALUERS &
PROPERTY CONSULTANTS

1st Floor, 42 Rotherham St, Christchurch.

P 0 Box 8054, Christchurch.

Phone (03) 480-669. Facsimile (03) 488-778
B N Williams, AN.Z.LV.

K B Keenan, AN.Z.I.V.

ROBERTSON YOUNG TELFER (STHERN) LTD-

PROPERTY INVESTMENT CONSULTANTS,
ANALYSTS & REGISTERED VALUERS

93-95 Cambridgc Terrace, Christchurch.

P 0 Box 2532, Christchurch.

Phone (03) 797-960, Facsimile (03) 794-325.

Ian R Telfer, FN.Z.1.V., AR.E.LN.Z.

Roger E Hallinan, Dip.Urb.Val.,, FN.ZI1V., AREIN.Z.
Roger A Johnston, A.N.Z.LV.

Alan J Stewart, DipV.F.M., A.N.Z.1.V. (Urban & Rural)

Chris N Stanley, AN.Z.I.V.

John A Ryan, AN.Z.LV., AALV.

Mark A Beatson, A.N.Z.L.V., BComm.(V.P.M. - Urban & Rural)
Mark G Dunbar, A.N.Z.1.V.,.BComm.(V.P.M. - Urban & Rural)

ROLLE ASSOCIATES LTD

INTERNATIONAL PROPERTY AND PLANT & MACHINERY

VALUERS & PROPERY CONSULTANTS

256, Oxford Terrace, Christchurch. P O Box 2729 Christchurch.
Phone (03) 798-925, Facsimile (03) 796-974.

L 0 Collings, B.B.S. (Val & Prop Man.)

L C Hodder, B.Com (V.P.M.)

B R Nilsen, M.N.Z.LE.T.

B J Roberts.

SIMES VALUATION

REGISTERED PUBLIC VALUERS, PROPERTY
MANAGEMENT CONSULTANTS

239 Manchester Street, Christchurch.

P O Box 13-341, Christchurch.

Phone (03) 790-604.653-668 Facsimile (03) 793-107.
Peter J Cook, Val.Prov.(Urb), FN.Z.LV., FR.E.LN.Z.
Wilson A Penman, Val.Prof(Urb), AN.Z.IV.

Bruce H Alborough, Val.Prof(Urb), AN.Z.ILV., AR.E.LN.Z.
Thomas I Marks, DipV.F.M., BAgrCom., AN.Z.L.V.
David W Harris, Val.Prof(Urb)., AN.Z.L.V.

Donald R Nixon, Val. Prof(Urb), AN.ZIV.
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SOUTH CANTERBURY

FITZGERALD & ASSOCIATES LIMITED-
REG PUBLIC VALUERS &
PROPERTY CONSULTANTS
49 George St., Timam.
PO Box 843, Timam.
Phone (056) 47-066 Facsimile (056) 80-937.

E T Fitzgerald, Dip.Ag, DipVFM, V.P(Urb), FNZIV, MNZSFM. L

G Schrader, B.AgComV.F.M., AN.Z.LV.
- A member of Valgroup NZ Wide

COLIN McLEOD & ASSOCIATES LTD
REGISTERED VALUERS
324 East Street, Ashburton. P
O Box 119,
Phone (053) 88-209. Facsimile (053) 88-206
Colin M McLeod, AN.Z.IV., ARE.ILN.Z.
Paul J Cunnen, BAg.ComVFM., AN.Z.I.V.

MORTON & CO LTD
REGISTERED PUBLIC VALUERS AND PROPERTY
MANAGEMENT CONSULTANTS
11 Cains Terrace, Timaru. P
O Box 36, Timam.
Phone (056) 86-051.
G A Morton, AN.ZLV., AR.EIN.Z, V.P(URB). H
A Morton, AN.Z.LV., ARE.LN.Z.

REID & WILSON
REGISTERED VALUERS
167-169 Stafford Street, P 0 Box 38, Timam.
Phone (056) 84-084.
C G Reid, FN.Z.LV., FRE.LN.Z.
R B Wilson, AN.ZLV.,F.R.EEILN.Z.

OTAGO

MACPHERSON & ASSOCIATES LTD-

REGISTERED VALUERS (URBAN AND RURAL), AND
PROPERTY AND MANAGEMENT CONSULTANTS
Westpac Building, 169 Princes Street,

P O Box 497, Dunedin.

Phone (03) 477-5796, Facsimile (03) 477-2512.

Graeme E Burns, Dip.Urb.Val., FN.Z.L.V., F.P.M.I.
John A Fletcher, AN.Z.IV., AR.E.LN.Z., M.P.M.I. D
Michael Barnsley, Dip.Urb.Val., AN.Z.LV.

Kevin R Davey, AN.Z.IV., ARE.IN.Z

Jeffery K Orchiston, AN.Z.LV., M\N.Z.1.A.S.

Garry J Paterson, AN.Z.LV.

Bryan E Paul, AN.Z.LV.

Marcus S Jackson, B.P.A., B.Sc.

MALCOLM F MOORE
REGISTERED VALUER &
FARM MANAGEMENT CONSULTANT P
O Box 247, Alexandra.
Phone (03) 448-7763 Facsimile (03) 448-9531
Queenstown Office P 0 Box 64
Phone (0294) 4427020, Facsimile (03)44 27020

Malcolm F Moore Dip Ag, Dip VFM, VP Urban, ANZIV,MNZSFM.

PATERSON CAIRNS & ASSOCIATES -
REGISTERED VALUERS AND PROPERTY
MANAGEMENT CONSULTANTS
8 10 Broadway, P O Box 1083, Dunedin.

Phone (03) 477-5333. Facsimile (03) 474-0484

Murray C Paterson, BCom., M.LS.N.Z., AN.Z.LV.,, F.RE.LN.Z.

Stephen G Cairns, BCom(V.P.M.)., AN.ZILV.AREILN.Z.

SIMES DUNCKLEY VALUATION

REGISTERED PUBLIC VALUERS,

ARBITRATORS, PROPERTY MANAGEMENT

AND HOTEL/MOTEL CONSULTANTS.

2nd Floor, Trustbank Building, 106 George Street, Dunedin. P
O Box 5411, Dunedin

Phone (03) 479-2233. Facsimile (03) 479-2211

John Dunckley, Val Prof. (Urb), B. Agr.Com, A.N.Z.I.V.
Anthony G Chapman, Val Prof.(Urb), AN.Z.I.V.

Ah-Lek Tay, B.Com, (VPM)

Trevor J Croot, AN.Z.LV.

SMITH, BARLOW & JUSTICE

PUBLIC VALUERS AND PROPERTY CONSULTANTS,
URBAN & RURAL PROPERTIES

MF Building, 9 Bond St, Dunedin.

Phone (024) 776-603

John I Barlow, Dip. V.F.M, AN.Z.ILV.M.P.M.L

Erie W Justice, Dip.V.F.M., AN.ZILV., M.P.M.I.

John C Aldis, B.Ag,Com.(V.P.M.), AN.Z.LV.M.P.M.L

SOUTHLAND

BRISCOE & ASSOCIATES

REGISTERED VALUERS &

PROPERTY CONSULTANTS

183 Terrace Street, Invcrcargill.

P 0 Box 1523, Invercargill. Phone (021) 75-769

J W Briscoe, Dip V.F.M., FN.Z.LV., M.N.Z.S.F.M.

CHADDERTON & ASSOCIATES LIMITED-

REGISTERED PUBLIC VALUERS & PROPERTY
MANAGEMENT CONSULTANTS

P O Box 738, Invercargill.

Phone (021) 89-958 or 44-555

Tony J Chadderton, Dip.Val, AN.Z..V, AR.E.IN.Z, M.P.M.L.
Andrew J Mirfin, B, Com, (VPM).

DAVID MANNING & ASSOCIATES -

REGISTERED VALUERS, REGISTERED FARM MANAGE-
MENT AND PROPERTY MANAGEMENT CONSULTANTS
97 Tay Street, Invercargill.

P O Box 1747, Invercargill.

Phone (021) 44-042.

14 Mersey Street, Gore. Phone (020) 86-474

D L Manning, Dip.VFM, ANZIV, MNZSFM, Val.Prof.Urb, MPMI.

MUNYARD AND ASSOCIATES

REGISTERED VALUERS AND PROPERTY CONSULTANTS
36a Spey Street, Invercargill P O Box 441, Invercargill.

Phone (021) 84-256

Sharyn M Munyard, AN.Z.I.V

QUEENSTOWN-SOUTHERN LAKES APPRAISALS

REGISTERED VALUERS

AND PROPERTY CONSULTANTS

7 Shotover Street,

P 0 Box 583, Queenstown.

Phone (0294) 29-758. Fascimile (0294) 27-725.
P O Box 104, Wanaka. Phone (02943) 7461
Principal:

Dave B Fea, BCom.(Ag), AN.ZLV., AN.S.F.M.

ROBERTSON AND ASSOCIATES

REGISTERED PUBLIC VALUERS, PROPERTY
DEVELOPMENT AND MANAGEMENT CONSULTANTS
Bay Centre, 62 Shotover Street,

P O Box 591, Queenstown.

Phone (0294) 27-763. Facsimile (0294) 27-113.

Barry J P Robertson, A.N.Z.1.V., ARE.ILN.Z, M.P.M.I.
Kelvin R Collins, BCom.V.P.M.

Direct all correspondence for Professional Directory to General Secretary, NZ Institute of Valuers, PO Box 27-146. Wellington.
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OVERSEAS

AUSTRALIA

DARROCH & CO LTD
CONSULTANTS & VALUERS IN
PROPERTY, PLANT & MACHINERY
Level 7, Grosvenor Place, 225 George Street, Sydney 2000
Phone (02) 252-1766, Facsimile (02) 252-1701
Jeffrey Rosenstrauss, AAIV
Graham Beckett, ASTC (Val), Dip Urb Stud (Macq), FAIV,
FAILA,JP.

PRESTONS PROPERTY SERVICES PTY LTD
REAL ESTATE INVESTMENT CONSULTANTS & VALUERS,
NEW SOUTH WALES, A.C.T., QUEENSLAND & VICTORIA.
8/281-287 Sussex Street, Sydney, N.S.W. 2000, Australia.
Phone (02) 264-8288. Facsimile (02) 267-8383
Martin C McAlister, AN.Z.LV., A A.LV.
Gregory J Preston, A.A.LLV., A.S.L.E.

ROLLE ASSOCIATES PROPRIETARY LTD
INTERNATIONAL PROPERTY AND
PLANT & MACHINERY CONSULTANTS
Level 1, 680-682 Darling Street,Rozelle, Sydney, NSW 2039.
Phone (02)555-1800, 555-1900. Facsimile (02) 555-1440
G Q Vargas, B.Sc (Mech Eng).
G Newey.
E Lim, B.S. (Mech.Eng).
D I Gilbert, Assoc.Dip.Acct.

EDWARD RUSHTON PROPRIETARY LTD

SYDNEY

Rushton House, 184 Day Street, Darling Harbour, NSW 2000
Phone 02 261 5533

MELBOURNE

461 Bourke Street, Melbourne Vic 3000
Phone (03) 670 5961

BRISBANE

370 Queen Street, Brisbane QLD 4000
Phone (07) 299 1511

ADELAIDE

83 Greenhill Road, Wayville SA 5034
Phone (08) 373 0373

PERTH

40 St George's Terrace, Perth WA 6000
Phone (09) 325 7211

MALCOLM GARDER, A.A.L.V., DIP. T&CP (SYDNEY)

VALUER, PROPERTY CONSULTANT
& TOWN PLANNER

26 Wharf Road,

Balmain 2041,

Sydney, Australia

Telephone Australia (02) 810-3639

Institute of Plant and Machinery Valuers

BECA CARTER HOLLINGS & FERNER LTD
VALUERS IN PROPERTY,
PLANT & MACHINERY
132 Vincent Street, Auckland 1
P 0 Box 6345, Wellesley Street, Auckland.
Phone (09) 773-410. Facsimile (09) 778-070
P G Agius, M.I.LP.ENN.Z.,, M.I.P.M.V,, Eurling C Eng.
M. L. Mech. E. BSc (Hons), R.Eng.
I Arthur

BECA CARTER HOLLINGS & FERNER LTD

VALUERS IN PROPERTY,

PLANT & MACHINERY

77 Thomdon Quay, Wellington 1

P 0 Box 3942, Wellington 1

Phone (04) 737-551. Facsimile (04) 735-439

G Belcher, B.Com (VPM). AN.Z.1.V., Reg Valuer

S Berry, MLILP.M.V., AN.Z.IM.

W Blanchon, C.Eng, M I Mech. E, M.I. Plant. E, M.ILP.ENN.Z. E

Duignan, V.P. Urb., AN.Z.LV., Reg Valuer.
M Gerbich B.P.A.

R Gethen

E Gysberts, M.LP.M.V., Reg E.A.

B T Harrison, M.I.P.M.V., M.LM.1.

R Kan, Dip Urb Val,, AN.Z.IV., Reg Valuer.
B P Kellet, C Eng., M.I. Mech. E., M.I,.P.E.N.Z.
M.ILP.M.V.,R Eng.

R Maton, M.I.LP.M.V.

C Morris, Reg.QS

K Ouwehand, M.ILP.M.V. L Marine Eng.
I H Smillie, B.C.A., AN.Z.L.V., Reg Valuer
J D Walls

G Worner, C. Eng., B.E. (Mech)

March 1991

BECA STEVEN

A DIVISION OF BECA CERTER

HOLLINGS & FERNER LTD
VALUERS IN PROPERTY,
PLANT & MACHINERY
122 Victoria Street, Christchurch
P 0 Box 25122, Christchurch
Phone (03) 663-521, 797-965
Facsimile (03) 654-709

P Thompson, M.ILP.M.V., B.E. (Civil), M.LP.EN.Z., R Eng.

C Francis, C.Eng, M.[.Mar.E., M.I.Plant E.
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Publications and Services Available from the
New Zealand Institute of Valuers

ADDRESS ALL ENQUIRIES TO THE GENERAL SECRETARY, P.O. Box 27-146, WELLINGTON.
Prices quoted include GST, packaging and postage rates and are for single copies within N.Z. (For multiple copies packaging and

postage will be charged separately.) Cheques to be made payable to New Zealand Institute of Valuers.
PUBLICATIONS PRICE INC PACKING & POSTAGI

A CRITICAL ANALYSIS OF THE INCOME APPROACH
TO VALUING REVENUE PRODUCING REAL ESTATE

(Lincoln W North) 1985 19.00
AN INVESTIGATION INTO METHODS OF VALUING
HORTICULTURAL PROPERTIES
(J L Comely & R V Hargreaves) 19.00
ASSET VALUATION STANDARDS (NZIV) 1985
(issued free to members, otherwise by subscription) 52.00
HISTORY OF THE NZ INSTITUTE OF VALUERS 25.00
Free to members, otherwise by subscription
INDEX TO NEW ZEALAND VALUER'S JOURNAL 1942-1988 30.00
(Free to members but otherwise by subscription)
INVESTMENT PROPERTY INCOME ANALYSIS AND APPRAISAL
(R A Bell) Hard Cover Edition 64.00
Soft Cover Edition 52.00
Special price to bona fide students soft cover 44.00

LAND COMPENSATION (Squire L Speedy) 1985

LAND TITLE LAW (J B O'Keefe)

LEASING AND ALTERNATIVE FORMS OF LAND
TENURE (various authors) Papers from (1985)NZIV Seminar
METRIC CONVERSION TABLES

MODAL HOUSE SPECIFICATIONS/QUANTITIES 1983
N.Z. VALUER (back copies where available)
RESIDENTIAL RENT CONTROLS IN N.Z.

36.00 Limited stock only

6.00

Free on request
6.00
14.00

Free on request

(J G Gibson & S R Marshall) 19.00
THE NEW ZEALAND VALUERS' JOURNAL (back copies where available) 5.00
THE NEW ZEALAND VALUERS' JOURNAL

(subscription) 1990 50.00
THE NEW ZEALAND VALUERS' JOURNAL

(per copy current year) 12.50

URBAN VALUATION INN.Z. Vol. 1

Second edition (R L Jefferies) 1990

URBAN VALUATION IN NEW ZEALAND Vol I

1st Edition (R L Jefferies 1990) Per single issue
Student Price

Bulk discount price (20 or more)

Available 1991

105
75

Less 20% on full price

VALUATION OF UNIT TITLES (M A Morton) 5.00
VALUATION OF FIXED ASSETS FOR FINANCIAL
STATEMENTS (published by The International

Assets Valuation Standards Committee) 64.00
VALUERS LIABILITY: A Loss Prevention Manual
Lindsay T Joyce & Keith P Norris) 40.00
THE PRINCIPLES AND PRACTICE OF RATING &
RATING VALUATIONS IN N.Z. (J A B O'’Keefe) 21.00
MISCELLANEOUS SERVICES AVAILABLE
CERTIFICATE OF VALUATION FOR INSURANCE PURPOSES (Pads 100 forms) 15.00
VALUATION CERTIFICATE PROPERTY ASSETS (Pads 100 forms) 15.00
STATSCOM ANNUAL SUBSCRIPTION P.O.A.
SALES INFORMATION (Tape Diskette form, Microfiche Lists P.O.A.
VALPAK, RENTPAK Software programmes P.O.A.
TIES & SCARVES in various colours: red, green navy & grey. 16.50

Scarves navy only
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NEW ZEALAND INSTITUTE OF VALUERS
MISSION STATEMENT

The New Zealand Institute of Valuers encourages its membership to develop high
standards of professionalism and excellence through the provision of education, support
services and promotion.

The New Zealand Institute of Valuers' membership comprises professionally qualified
persons who value, appraise, advise, consult, manage, arbitrate and negotiate in all
respects of land, buildings and other real and personal assets.

STATEMENT OF OBJECTIVES

To achieve this the Institute will continue to

1

ok

~

Provide a framework within which members may advance their educational and
professional development within a diverse membership activity.

Provide a progressive organisation responsive to change and membership needs.
Provide channels of communication betweeen members, the organisation and
the public.

Encourage maximum member participation in the affairs of the Institute.
Develop, set and effectively maintain standards of practice for the benefit of both
the membership and public while ensuring fair and expeditious disciplinary proce-
dures are available.

Establish education, admission and categories of membership criteria and provide
appropriate pathways to admission.

Encourage research and develop viable services of benefit to members.

Develop closer association and cooperation with other professional bodies both in
New Zealand and overseas

ISSN 0113-0315



