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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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