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INTRODUCTION

Licensees should maintain good order in first-sale sites when
carrying out promotional activities, including not committing
behavior which may endanger the safety of drivers and other
road users. Otherwise, they may be subject to disciplinary
action by the EAA.

INCIDENT

EAA staff discovered a salesperson standing on the road
when they drove to the first-sale site of a development for
inspection. The salesperson was soliciting business by
waving the promotional materials of that new development
to the drivers of the vehicles passing by. When the EAA staff
pulled over, that salesperson rushed to the car and handed
over the promotional materials, claiming that he could
introduce them to the new development.

RESULT

The EAA Disciplinary Committee was of the view that the
salesperson failed to comply with the guidelines of the
related Practice Circular by standing on the carriageway or
intercepting vehicles, which endangered the safety of drivers
and other road users. He also distracted drivers heading
for or passing by the first-sale site by waving promotional
leaflets to beckon the drivers of the vehicles. Therefore, he
was in breach of paragraph 3.2.1 of the Code of Ethics which
states: “estate agents and salespersons should be fully
conversant with the EAQ, its subsidiary legislation, this Code
of Ethics, and other guidelines issued by the EAA from time
to time and shall observe and comply with them in the course
of their practice”.

Having considered the nature of the case, the Disciplinary
Committee decided to reprimand the salesperson, impose a
fine of $2,000, suspend his licence for 14 days, and attach
a condition to his licence requiring him to obtain 12 points in
the core subjects of the CPD Scheme in 12 months.
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COMMENT FROM TRADE
The EAA and trade associations strive to enhance the professional
standard of estate agency practitioners through various means over
the years, with the aim to develop a positive image of the trade.
However, such professional image is damaged by individual practitioners
who intercept cars and solicit business on the road. Providing
quality services is the way to survive under the present competitive
business environment.
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DISCIPLINARY HEARING CASE: FAILING TO

HONOUR PROMISE OF CASH REBATE
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INTRODUCTION

Licensees should honour the incentives they promised
their clients. Otherwise, they may be subject to disciplinary
action by the EAA.

INCIDENT
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A purchaser purchased a first-hand residential property
through a salesperson. Before signing the provisional
agreement for sale and purchase (“PASP”), the salesperson
promised that a cash rebate of 2% of the property price would
be offered to the purchaser upon completion of the property.

After entering into the PASP, the salesperson filled in and
passed to the purchaser a cash rebate confirmation form
which stated the amount of cash rebate and was signed
by another salesperson. The purchaser then signed the
form and the salesperson provided her a copy of it.

One year later, after the completion of the sale and
purchase, the purchaser moved into the property and
asked the salespersons for the rebate. However, no
reply was received from the salespersons. In light of the
salespersons’ reluctance to respond, the purchaser made
enquiry to their supervisor but still received no reply.
Feeling aggrieved, the purchaser lodged a complaint with
the EAA.
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