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“... selling non-local
properties is more
complicated than you
could imagine due to the
too many unknown factors
beyond your knowledge and
control.”
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A PERSPECTIVE

THE ALARM HAS GONE OFF
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At the half-year review press conference in July we announced
that the first half of 2016 had recorded a huge year-on-year
increase (84%) in the number of complaints. This is alarming
to the EAA and | believe the trade too. Although we should
be proud of our past concerted efforts in building up the
professional standard of the trade, we must always strive for
further improvement.

Let’s look at the figures more closely. Amongst the most
common types of complaints, there were 93 cases of “providing
inaccurate or misleading property information to clients”,
amounting to 38% (the biggest part) of all 248 complaint cases.

In these 93 cases, there were 50 cases (i.e. over half)
concerning the sale of shopping malls, which has contributed
considerably to the upsurge in the complaints figure. What’s
more, 48 out of these 50 cases were related to the same single
shopping mall.

In addition, there were also 10 cases concerning non-local
properties (there were only two in the same period last year), six
of which were about the same development in England.

All of the abovementioned 60 cases were not conventional
residential property transactions.

It is not surprising that due to the downturn in the residential
property market and fierce competition, licensees would
explore other business opportunities. However, diving into such
businesses might have risks attached if they are not handled
properly.

There is no shortcut to success in any business without sweat
and hard work. Selling something too easily might be too good
to be true. For instance, consumers might be attracted to
purchase less expensive properties with a higher “guaranteed”
profit forecast, but the results might not be promising and
sometimes even disastrous. Only well-informed and careful
decisions in property transactions are safe for both consumers
and licensees, while on the other hand, hasty decisions will
easily lead to disputes.

Just like the EAA has always reminded consumers to look
before they leap, | would also like to remind licensees that
prudence is the better part of valour. Selling something that
you do not know well could easily lead to misrepresentation.
A little understanding of the subject is a dangerous thing since
selling non-local properties is more complicated than you could
imagine due to the too many unknown factors beyond your
knowledge and control.

After all, it is not only the consumer’s savings that could be at
risk if things go wrong, but also the reputation and licence of the
agents who handle the transactions.
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NEW PRACTICE CIRCULAR ON THE ORDER AT FIRST-
SALE SITES CAME INTO EFFECT ON 1 SEPTEMBER
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The EAA is very concerned about the order of estate agents
at the sale sites of first-hand residential properties, especially
the participation of non-licensed persons in the promotional
activities. Hence, the EAA issued a new Practice Circular (No.
16-02 (CR)) titled “First Sale of Residential Properties — Order
at First-sale Sites” and it has become effective on 1 September
2016.

One of the new areas covered in the new Circular is about
the activities of non-licensed staff deployed by estate agency
companies in first-sale sites. Estate agency companies should
set out clear guidelines for non-licensed staff on the type of
work that they can and cannot undertake. Moreover, non-
licensed staff should wear a name tag prepared by their estate
agency employer, which shows his/her name, photograph and
the employer he/she worked for. Estate agency companies are
also required to assign at least one licensed staff as “mentors”
to supervise and monitor the non-licensed staff at first-sale
sites.

In addition, the Circular also reminds estate agents again
that they must not be over-aggressive when conducting
promotional activities, such as standing in the way of passers-
by, stalking and persistent solicitation despite indication by the
passers-by that they are not interested in making any purchase.

In order to enhance estate agency companies understanding
of the new Circular, the EAA has uploaded a set of relevant
“Questions and Answers” and samples of the required
documents on the EAA’s website (www.eaa.org.hk) for the
trade’s reference.
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The EAA held a press conference on 20 July 2016 at which its
Chairman, Mr William Leung Wing-cheung, SBS, JP, and Chief
Executive Officer, Ms Ruby Hon Yuen-ping, reviewed the EAA’s
work in the first half of 2016 and introduced its initiatives for the
second half.

Mr Leung pointed out that the EAA received a total of 248
complaints in the first half of 2016, which was a year-on-year
increase of 84%. “Issuing non-compliant advertisements” and
“providing inaccurate or misleading property information” are
the two most common categories of complaints. Significant
increase in the number of complaints might be due to the
economic downturn in the property market, fierce competition
among the trade and the enormous pressure faced by some
individual practitioners.

The EAA has also taken action or imposed sanctions on a total
of 182 licensees in the first half of 2016. A total of 26 licences
were revoked and 18 licences were suspended. Separately, the
number of qualifying examinations candidates and individual
licensees dropped in the first half of 2016 while there was a
slight increase in the number of company licences, which has
amounted to a record high of 3,266.

In the second half of 2016, the EAA will reinforce its effort on
monitoring estate agents’ practice in the sale of various types of
properties. Besides, regarding the recent cases of fake property
vendors, the EAA will update the existing related practice circular
in the near future.

W B K B E & B
ESTATE AGENTS AUTHORITY
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EAA’S CERTIFICATE PROGRAMME IN PRACTICE
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Aiming at enabling the licensees to master the necessary
legal knowledge and practical skills in effective estate agency
practice, the EAA will launch in October 2016 a new structured
programme titled EAA’s Certificate Programme in Practice. In
order to increase interactions between the participants and
instructors, this programme will be formatted as seminars,
complemented with analyses on non-compliance cases,
scenario discussions, class activities and exercises.

This programme is designed to lay a solid foundation for
the less experienced licensees. It will also help the more
experienced licensees refresh their knowledge and skills. To
meet the learning needs of most practitioners, the programme
will be conducted in Cantonese at this stage. The EAA will study

the feasibility of conducting the programme in English later.
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¢ Responsibilities of Estate
Agents — Act Properly and
Ethically
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 HHERE The programme is structured into the following three modules

formed by ten 3-hour classes:
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Module Two (3 classes)

i (IEEER R
ESTATE AGENCY LAW AND
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e Other Laws Relating to Estate
Agency Work
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e Essential Knowledge on
Conveyancing Practices
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Tenancy Matters
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Searches
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e Understanding Encumbrances
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At the end of each module there will be a module-end test.
Those participants who completed the programme and
passed all the tests will be awarded a certificate. A list of the
participants who obtained a distinction grade at module-end
tests will also be published at the EAA website and/or relevant
publications subject to participants’ consent.

For details, please refer to the EAA website: www.eaa.org.
hk or call 2111 2777 (Continuing Professional Development
Scheme).
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BRIEFING SESSION ON THE “HONG KONG PROPERTY
FOR HONG KONG PEOPLE” MEASURE
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A briefing session on the “Hong Kong Property for Hong Kong
People” measure organised by the Lands Department was held
on 17 August 2016. Representatives from the major estate
agency companies and the trade associations have been
invited to attend the said briefing.

Details of consent under Special Condition No. (16)(a) of
the Conditions of Sale of New Kowloon Inland Lot No. 6516
and New Kowloon Inland Lot No. 6517 and the operational
arrangements for application to the Director of Lands for prior
written consent for alienation of residential units within a period
of 30 years from the date of the Conditions of Sale are set out
in the website of the Lands Department.

To facilitate licensees to understand more on the subject,
a related CPD seminar was held on 12 September 2016.
Licensees are also advised to read more information about
the measure at the website of the Lands Department
(www.landsd.gov.hk).
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UPDATING OF SPECIFICATION OF TERRORISTS
AND TERRORIST ASSOCIATES
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The EAA is notified by the Security Bureau regularly on the
updates of the list of terrorists and terrorist associates from the
United Nations Security Council Committees. Licensees should
adopt measures to help combat money laundering activities
and pay attention to the updated list.

Please note that the United Nations has issued an updated
list of terrorists and terrorist associates and a notice was
published in the Gazette on 2 September 2016. Licensees may
read the notice at the Government’s Gazette for more details
(www.gld.gov.hk/egazette/pdf/20162035/egn201620354941 . pdf).

The EAA reminds all licensees that any suspicious cases of
money laundering should be reported to the Joint Financial
Intelligence Unit (www.jfiu.gov.hk).
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Nowadays online platforms for property transactions and
social networking websites are getting more and more popular
and provide new promotion channels for the estate agency
trade. In addition to traditional newspaper advertisements
and street advertising, many estate agents also issue
property advertisements online now. Although some of
these advertisements may be eye-catching and attract
people’s attention, licensees should note that they must
provide accurate property information when issuing property
advertisements online.

ONLINE ADVERTISING IS ALSO
REGULATED

Online promotion is convenient, far-reaching and cost-effective.
Therefore, many estate agents choose to issue advertisements
via online property platforms, social networking websites
(such as facebook, Instagram and Weibo) and even mobile
messaging apps (e.g. WhatsApp). Recently, some websites
have claimed that they can use augmented reality technology
to produce videos to showcase properties in an attempt to
replace the traditional way of inspecting flats.

Regardless of the medium or format of advertising, all
advertisements issued by licensees for promoting properties
are regulated by the EAA. The EAA conducts cyber patrols
from time to time and monitors online property platforms
closely. Hence, it is important for licensees to verify the property
information before issuing any advertisements.
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All the requirements which licensees must comply with
for advertising under the Estate Agents Ordinance and
its subsidiary legislations are also applicable to online
advertisements. Some of the relevant requirements are: the
vendor’s written consent must be obtained prior to the issuance
of advertisements for residential properties. Likewise, licensees
shall not advertise the residential property at a price or on terms
different from those instructed by the vendor. In addition, the
property information provided in the advertisement (such as the
address of the property, year of completion, property view and
floor area) must be accurate.

Furthermore, licensees must exercise due care and due
diligence in the use of photographs in advertisements. For
example, photographs of property A must not be used to
advertise property B, even if the two properties belong to the
same development with the same property area and layout but
are on different floors.

Licensees should also specify the date when the advertisement
was issued and must verify the information from time to time
in order to ensure it is up-to-date. Advertisements must be
removed as soon as is practicable after the residential property
concerned is no longer available for sale or leasing, or upon the
termination of the estate agency agreement concerned.

BE MINDFUL WHEN ISSUING FIRST-SALE
ADVERTISEMENTS

With an increasing number of estate agents participating in the
sale of first-hand residential properties, estate agents must be
aware that the relevant advertisements must comply with the
Residential Properties (First-hand Sale) Ordinance. Otherwise,
estate agents may commit a criminal offence.
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For example, licensees must not issue the “intended unit
price” of any first-sale development before the issuance of
the price list. In fact, no advertising is allowed before the
consent to sell of that development has been obtained. Estate
agency companies must also seek the written consent from
the developer before issuing any related advertisements or
promotional materials.

When preparing any related promotional materials, estate
agencies must take all reasonable steps to verify the accuracy
of the information contained in such advertisements and seek
the vendor’s endorsement in writing of the accuracy and
completeness of the information contained before issuance.
Furthermore, only the saleable area of the property can be
adopted as the basis for quoting the floor area information and
unit price of the property in the advertisement.

VERIFY AGAIN BEFORE PUBLISHING

Smartphones and the Internet are indispensable in our
modern lives. Compared with the traditional medium, issuing
advertisements by mobile phones or on the Internet is much
more convenient and flexible, which fits the fast-paced nature
of the estate agency business. Nevertheless, such convenience
may cause licensees to neglect the importance of ensuring the
accuracy of the information in the advertisement.

Pressing the “send” or “upload” button on mobile phones or
the computer keyboard is easy. What counts is to verify the
accuracy of the information before pressing the button. While
capitalising on modern trends is important, a professional
estate agent should always comply with the regulations or else

no good publicity will come from it.
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EXAMINATION COMMITTEE

In this issue of Horizons, we interview Ms Gilly Wong
Fung-han, Vice-chairman of the EAA’s Practice and
Examination Committee, about her thoughts on the work
of the Committee and the trade’s performance.

A : T’T52012¢¢_Hﬂ£ﬁ”*)%5€/\ﬂ#ﬂ%& Q:  You have been a Board member of the EAA and
EZALEEETFE - ENMAEERBA] served as the Vice-chairman of the Practice and
REAEHEE R IR TZEIE ? TTﬂ(%%% Examination Committee (“PEC”) since 2012. Were
HYHEBEBENDZ— N  {EAEETRKER you familiar with the real estate business before
B ? joining us? Could you share with the readers of

Horizons your feelings on serving on the EAA
Board?
B: RHFEESRKEDIINE - REHeL A: | have served on the EAA Board for almost four
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years. It is good to work with the fellow Board
members and PEC members as they are all
talented people dedicated to public services. We
all share the same enthusiasm. Before joining the
EAA, |, like any other ordinary consumer, only
had a basic idea of what the estate agency trade
does for a living. Now | understand more about
their practices and, of course, the regulations
put on them and the nature of their businesses.
Their work is complex and in fact very dynamic
in meeting the need of buyers and sellers. This
profession requires expertise, including strong
technical knowledge, diligence, persistence and
quality customer services.
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In the past three to four years the EAA has
issued many practice circulars to enhance our
requirements on the trade’s practice. What do
you think of the current professional standard of
the estate agency trade, compared to a few years
ago?

During the years | served on the PEC there were
a number of practice circulars issued to provide
guidelines on various subjects to the trade, either
issued in light of new government measures or due
to emerging business trends or issues. Through
such regulatory work, as well as the continuous
educational work of the EAA, the trade has a
higher professional standard and an increased
awareness of compliance. However, | understand
that the trade is currently experiencing a difficult
business environment. While | believe most of the
experienced players in the trade are able to deal
with the ups and downs, the newcomers need
to be reminded and educated about their duties
more consistently, not only by the EAA but also
by their employers, the estate agency companies.
Companies should value and nurture their young
staff as potential assets, not as dispensable pieces
on a chessboard. In this regard, many of our
guidelines have strengthened the responsibilities
of estate agency companies to manage their
frontline staff properly.

As the Chief Executive of the Consumer Council
you are familiar with all sorts of consumers’
complaints. Could you share with us your thoughts
on how to balance consumers’ expectations with
the trade’s business needs?

Consumers’ expectations for the services offered
by estate agents have been increasing over time.
The estate agency trade is maturing and our
tradesmen are both flexible and smart. As such,
| believe there could be multi-win solution for all,
where the trade could do good business and
consumers could also have a good deal. It should
not be a zero-sum game and every party including
the EAA should continue to chip in their effort. On
one hand, continuous education for consumers
is important as well-informed and careful home-
buying decisions are critical to a healthy property
market. On the other hand, the trade needs to be
reminded to elevate their practice standard, so
that there will be fewer arguments and disputes.
That said, | believe the EAA will continue to be both
the watchman and the guardian at the same time,
upholding the professional standards of the trade
to benefit both the trade and consumers.
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INTRODUCTION

Licensees should make a full disclosure of any conflict of
interest to their clients in relation to the properties they handle.
Otherwise, they may be subject to disciplinary action by the EAA.

INCIDENT

Two estate agents were appointed by a vendor of a shop
property and arranged for the vendor to sign a Provisional
Agreement for Sale and Purchase with a purchaser. The
purchaser was a limited company which was beneficially owned
and actually controlled by the two estate agents, despite the fact
that the sole director of the limited company was the niece of one
of the estate agents. However, the vendor was not informed of
this. Shortly after, the property was resold to another purchaser
through another agent of the same estate agency company at
the price of $4,500,000 on top of the original purchase price. The
vendor discovered the identity of the estate agent’ s niece and
the resale. Feeling deceived, he claimed compensation against
both agents and lodged a complaint with the EAA.

RESULT

The EAA Disciplinary Committee was of the view that the
two estate agents failed to disclose the conflict of interest in
the property transaction. They were in breach of paragraph
3.7.2 of the Code of Ethics, which provides: “estate agents
and salespersons should avoid any practice which may bring
discredit and/or disrepute to the estate agency trade”.

Having considered the nature of the case and the amount of
money involved, the Disciplinary Committee reprimanded the
two estate agents, suspended their licences for six months, and
required them to obtain 24 points in the core subjects of the CPD
Scheme in 24 months.

Regarding the compensation claim by the vendor in a civil
litigation against the two estate agents, the High Court decided
that the two estate agents were liable to pay compensation to the
vendor of the property.
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\reference when setting the list price.
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COMMENT FROM TRADE

A professional estate agent should fully disclose to his/her client any
conflict of interests in relation to the property handled by him/her.
Licensees should provide the vendor with the identity of the prospective
purchaser and disclose in details their relationship with the prospective
purchaser. Besides, licensees may consider conducting a property
valuation by surveyors or banks, or checking the transaction record of
similar properties. Such information can be provided to the vendor as
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DISCIPLINARY HEARING CASE: FAILING TO VERIFY
THE “CERTIFICATE OF ELIGIBILITY TO PURCHASE”
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INTRODUCTION

Licensees should protect and promote the interests of their
clients, including verifying the validity of the documents
required in the transaction of flats under the Home Ownership
Scheme (“HOS") Secondary Market. Otherwise, they may be
subject to disciplinary action by the EAA.

INCIDENT

A HOS home owner appointed a salesperson to list his
property for sale in the HOS Secondary Market. Before
arranging for the vendor to enter into the Provisional
Agreement for Sale and Purchase (“PASP”), the salesperson
told the vendor that he had verified that the purchaser had a
“Certificate of Eligibility to Purchase” (“CEP”) and he then
gave the vendor the deposit paid by the purchaser.

However, the vendor was informed by the salesperson later
that the CEP held by the purchaser was issued by the Hong
Kong Housing Society for the Flat-for-Sale Scheme and it
was not applicable for purchasing his property. As a result,
the vendor cancelled the transaction, but the purchaser
commenced a civil action to claim for the deposit as well as
other compensation against the vendor. The salesperson
explained that all the information on the PASP had been
filled in when he arranged for the vendor to enter into the
agreement and he believed that the salesperson appointed by
the purchaser had verified the CEP beforehand. Thus, he did
not ask for the CEP to be verified.

15
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COMMENT FROM TRADE

Estate Agents Ordinance, its subsidiary legislations and the Code
of Ethics have provided clear guidelines on the points-to-note
for practitioners when handling residential property transactions.
Practitioners should follow such guidelines to protect both the vendor
and purchaser. The salesperson in the case is not conversant with the
procedures. Though he only acted for the vendor, he failed to verify the
CEP. One of the most important duties of a professional estate agent is
to protect the interest of his/her clients.
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COMPLIANCE WITH THE COMPETITION ORDINANCE

CGRFIED)BER2015F12 81482 E A
™, EEZ LR - REISHRBETEN
BERITR - CRERODBERARSITE
PEMEREE - AENL  BEERRE
TCRFEPDFHEERS - BRABEH
FIETHES| - A ERIBRESER
EHERBREBRETCGREFHEG) -

RIARFEEAS CGRFED) REERE
X EEHRE - BEEBN2016%6H
21B M6 A2Z2EBFHFEHLEENR
REBMG D RIABERE N RE R R
FE o

ERESRE  BFEHBREERRALM
EMEBRCGRFED)  MEEREE
BRI ATGEAREERE RRSEAEST
CBRFHEB) FrEs i mEs] -

M5B EERZ R - & HE173ML
exg2H -

The Competition Ordinance, the objective of which is to prohibit
conduct that prevents, restricts or distorts competition in Hong
Kong, has come into full effect as from 14 December 2015.
It applies to all sectors of the economy, including the estate
agency industry. In light of this, the EAA issued a practice
circular which sets out certain guidelines to assist estate
agency practitioners to comply with the Competition Ordinance
when carrying out their estate agency business.

In order to enhance the licensees’ understanding of the
Competition Ordinance and the EAA’s relevant practice
circular, representatives of the Competition Commission were
invited to speak at two sessions of seminar on the Competition
Ordinance on 21 June 2016 (Cantonese session) and 22 June
2016 (English session).

During these two seminars, participants were given an
overview of the Competition Ordinance and the EAA’s Legal
Counsel also explained the EAA’s guidelines on compliance
with the Competition Ordinance in a bid to enhance licensees’
knowledge in this respect.

These two sessions of seminar were well received by 173
participants.
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PRACTICE Q&A

B (EEXIA > HINEMREAKBMANERRIBAN—LEIIEM -
In Horizons, we will answer selected enquiries commonly raised
by licensees concerning estate agency practice.
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Can | provide in an advertisement the saleable area information of a second-hand residential property
provided by the vendor of the development in a sales brochure?

REHNZBE(FIR12-02 (CRYWRTE - ABFMAEBRSACRERENYEGEE - HELHE
MEEMNERXERNENERHETREN _FEEVEEREE - A RKREHERNST TG
THEEEEHASTARERYEFMRENEREE - A - HEAZSRAAMEERNSEERER
HYERR ©

According to the requirement in Practice Circular No. 12-02(CR), if the saleable area of the second-
hand residential property provided by the Rating and Valuation Department or the agreement for sale
and purchase of the first assignment of the property registered in the Land Registry has already been
provided in the advertisement, the saleable area information of the property previously provided by the
vendor of the development in a sales brochure may also be provided. However, licensees should clearly
specify the source of information for each of the saleable areas.

WEREREESET  A-FERNUERTHE - IRTUEHENREEL  STATAR
il ?

Is there any limitation on setting the negotiation range for the list price of a second-hand residential
property instructed by the vendor?

WEREALERUEREEE T wwm  WEEEREE - A > HEAREE  BRIFEDGEINE
EER - BRIESPAIRROIELARE S ERIEGET RO UERR -

Estate agents may discuss the price range of the list price with the vendor to facilitate negotiation with

purchasers. However, licensees should be reminded that the advertised list price can only be varied
from the list price instructed by the vendor in the estate agency agreement with written instructions of

?

the vendor.

y4
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ABC IN ESTATE AGENCY
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D FOR “DEED OF MUTUAL COVENANT”
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A “Deed of Mutual Covenant” (‘DMC”) is a contract in the form
of a deed usually entered into by the developer of the building,
the manager appointed by the developer and the first person to
purchase a unit in the building. It contains detailed provisions
for the management of the building and maintenance of the
common parts and sets out the powers and duties of the
manager.

A DMC is binding on all owners and their successors in
title, even though the latter are not parties to it. The units of
the building are sold subject to and with the benefit of the
provisions of the DMC.
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The EAA receives a delegation from the
Qinghai Province Administration for Industry

to introduce the key functions and the
regulatory work of the EAA. The exchange
was well received and the participants were
interested in the sale of first-hand residential
properties in Hong Kong.

2016-07-29
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The EAA receives a student delegation
organised by the Legal Education Fund Limited
comprising 46 law students and teachers from
various universities in the Mainland and Hong
Kong. The students show great interest in the
role of estate agents in property transactions
in Hong Kong and ask well-thought questions

during the Q&A session.

58558
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SENECE EVENTS AND ACTIVITIES

2016 EF9R108 Rk 2 1\ F 8 E
PUBLIC SEMINAR HELD ON 10 SEPTEMBER 2016
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Following the overwhelming
response to the EAA’s first and
second public seminar held in
September 2015 and March 2016,
another public seminar titled
“Key Information of Residential
Properties” was held on 10
September 2016.

BERMRV LS T/ NRE LT EEER
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The seminar, hosted by Metro Finance Radio
programme host Ms Grace Lam, had invited
renowned columnist Ms Agnes WU, the immediate past President of the Hong Kong Institute of Surveyors Sr
Vincent HO, JP, together with EAA member Mr Simon SIU, BBS, JP, and EAA Senior Manager (Complaints)
Mr CHAN U-keng, both solicitors, as speakers. They shared insights on the property market trend, key
Information of Residential Properties such as “Terms of Government Lease”, “Encumbrances” and “User
Restrictions”, as well as important points-to-note when appointing an estate agent to handle property
transaction respectively.

EDGEER S| THBIB200MER - EERARSEENHMEBRRES RFRBE -

An audience of over 200 attended the seminar. The EAA will continue to hold public seminars on other topics
in the near future.
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STATISTICS

it EXAMINATIONS

IR EIE S
ESTATE AGENTS QUALIFYING
EXAMINATION
///'/
A=
N\ Passrate
(Y VN S 1.2
PO | No. of candidates | [N
Examination date | 888 ‘
14/06/2016

K8BEIH (#Z2016588318)

NUMBER OF LICENCES
(AS AT 31/08/2016)

L B8R Salesperson’s Licence

HEMRE(E AR Estate Agent’s Licence (Individual)

BEAKREE4 R Total no. of individual licences

37,044

HIEE IR (A F)) 4EFR Estate Agent’s Licence (Company)

3,275 ,

EIEMIZSR (2016FE1AZE8A)
NUMBER OF
COMPLAINT CASES

RECEIVED
(JANUARY TO AUGUST 2016)

SXa8IEH
SALESPERSONS QUALIFYING
EXAMINATION
////V
amE
Pass rate
YIS S 47.1%
=2 O \1’ No. of candidates | [
Examination date “ 1,017 /
22/08/2016 7
PR T

SEFIGEHIAE (#F2016E88318)
NUMBER OF STATEMENTS

OF PARTICULARS OF BUSINESS
(AS AT 31/08/2016)

Partnerships

213

Sole proprietorships

1,616
FOES
Total
6,455

EEENRKFREFEGER (2016F1AF8A)
RESULTS OF COMPLETED

COMPLAINT CASES*

(JANUARY TO 5 r 64
#E Total

I /RS Substantiated y,? 8

Il #5787 A2 Unsubstantiated

AUGUST 2016)
[l BRI Insufficient information to pursue
B EA4b GrnRm AR R EEmREMK FRE)

Others (include cases withdrawn or closed because of other reasons)

= R AFEEREZ some cases were carried over from previous years
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SRS (2016F18ESH)

NUMBER OF COMPLIANCE INSPECTIONS
(JANUARY TO AUGUST 2016)

—FRBHER (SEXHE ]

First-sale sites Estate agency shops

SN F HATHBE (2016::1AFSA)

NUMBER OF CASES ARISING FROM SELF-INITIATED

INVESTIGATIONS DURING INSPECTIONS
(JANUARY TO AUGUST 2016)

FERREMEBA L NVER
Cases completed from
self-initiated investigations and
were substantiated*

FTERENER
Cases arising from self-initiated
investigations

I REFRFAFEREZ some cases were carried over from previous years

gﬁ%&/ﬁgﬁgi%ﬁ RARREITE fEHMEE R X iTE

ACTIONS TAKEN
ACTIONS TAKEN AGAINST
LICENSEES OR

EX-LICENSEES I RigsaHn,
(JANUARY TO AUGUST 2016)* U B hfft
Admonishment/ Attachment/
ARNBEARAR AL reprimand slizeiion o

No of licensees or ex-licensees 136 conditions to licence

TTee

TR D B ER
Suspension

230 22

* AR A LA AEL I TERIBIE GhERIERG) MIEHAHER - EREBHAIRBRLELE - RIEEEEE
SR H M IER T AR AR ER Nt

* These actions were taken pursuant to powers under the Estate Agents Ordinance. Some actions may be disciplinary in na-
ture and others not, and they include the attachment of conditions to licences whether upon issuance or otherwise.

FEEERAEREZESHTE c BRAERBATKEES ARER AN TEGEERBRR -

# These cases were decided by the Licensing Committee on the ground that the licensees concerned were considered not fit
and proper to continue to hold a licence.
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