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ICENSING

NUMBERS

The total number of licensees at the end of the year under review was 17,607.
Of these 14,857 were individual licensees and 2,750 were company licensees.
There was a slight increase of 2% in the total number of licensees over the
figure at end March 2002. There were 3,131 individuals who joined the trade

as fresh entrants during the year, of whom 84% were salespersons.

Under the Licensing Regulation as amended in October 2001, previously licensed
individuals who had met all licensing conditions before the end of 2001 may
re-enter the trade without having to fulfil the education and examination
requirements again within 24 months from the expiry of their last held licences.
During the year under review, 1,472 individuals thus qualified rejoined the

trade and obtained licences.
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The ratio between salespersons and estate agents changed substantially from
the peak of 1t0 6.1 in January 2000 to 1 to 1.45 in March 2003. This change
may be attributed to many factors, including practitioners who changed their
estate agent licences to salesperson licences as they gradually realised the
extensive range of work that could be performed by salespersons, and the
daily availability of opportunities to sit the computer-based salesperson
qualifying examination for those who wished to launch their careers in the
trade. The EAA has always viewed this as a healthy trend as the rationale
behind the two-tier system is that the salesperson licence marks the entry level
to the trade, while those taking up management level responsibilities should

apply for the estate agent licence.
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AGE DISTRIBUTION

As at March 2003, the overall average age of individual licensees was 37.4
years, slightly below the 38 years of the previous year. Among the salespersons
the majority (74.5%) were within the 21 to 40 range while 75.6% of the

estate agents were within the 31 to 50 range.
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EDUCATIONAL ATTAINMENT

As at March 2003, there were 18.6% of all individual licensees who had attained
an education below Form 5 standard, these being practitioners who qualified
for the licence with exemption from the educational qualification and having
fulfilled other licensing requirements during the three-year transition period
from 1999 to 2001. There were 20.4% of all individual licensees who had an

education above From 5 standard.
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BRAES EXPERIENCE IN ESTATE AGENCY WORK

TEFMBRFEATF » 39%E 1 25FMENIE TIEL Among all the individual licensees, 39% had experience in the trade ranging
5 38%E6E1SFLE ° from 1 to 5 years while another 38% had 6 to 15 years of experience.
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AR COMPANY LICENSEES : SIZE OF OPERATION

WEREEHREABDDEFR - PEBRE - HEX Most of the business establishments in the estate agency industry are medium
F=ZAK - U%AE—EHEE - HASHEIAL to small entities. In March 2003, 94% of the company licensees were single-

JEERERIEAT A 16K o shop operations, and there were only 16 companies which operated five or
more shops.
BFRA BRI R HE # Number of Shops Operated by Limited Companies 1,491
B RS F A5 Number of Shops Operated by Partnerships 248
BB 4L RAREY R4 Number of Shops Operated by Sole Proprietorships 1,011

BIRAF EREE BEEE
Limited Company Partnership Sole Proprietorship
—& /545 With 1 Shop 838 226 941
— ZP9RE 54 With 2 to 4 Shops 65 1 31

FfEsk A 54 With 5 Shops or More 16 0 0
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ESTATE AGENT CARD

An identity card was issued to all individual licensees towards the end of
the year to provide a uniform and easy to recognise means for consumers
The Estate Agent Card had

been advocated by members of the trade for some time and the EAA

to identify them as licensed practitioners.

deemed it appropriate for this instrument of identification to be issued

when the licensee population had become more

BEFEAREAL e stabilised after the transition period. The Card
ZRER - BRRES :-ltST#E'E AGENTS AUTHORITY carries the name and photograph of the
B BERARS - BBe ’%r licensee, as well as the number, type and expiry
IR R B AR A L e date of his licence. It is valid for the duration
MR E) A AR R - m@%ﬁ“‘“m of the licence of its holder and renewable with
ERRS—OFERT - 55 P LiCEHEH BN EATE the licence, and the photograph of the licensee,
NGV ER S C = N 31-12-2003 having been digitally archived, will be re-used
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for a number of years.

THE LICENSEE LISTING TELEPHONE ENQUIRY SYSTEM

The Licensee Listing Telephone Enquiry System was another capital project
accomplished during the year under review. While the register of licensees
had hitherto been accessible only at the EAA Resource Centre or through the
Authority’s website, the System would allow both the general public and the
trade to gain instant access to information in the register by using the telephone.
The System will be operational from April 2003 and callers to the System hotline
will obtain the name of the licensee and the expiry date of his licence upon
keying in a licence number. This will prove to be a convenient means for the
community to obtain data on the licensee register, and also to help prevent

fraudulent use of the Estate Agent Card.



