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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.
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Horizons your feelings on serving on the EAA
Board?
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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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