HARRIS PARTNERS

REAL ESTATE REPORT

ISSUE 154

HOW’S THE MARKET?
Stock levels up, sales market patchy

The Inner West performed quite well during winter.
The market was undersupplied for listings as vendors
waited out COVID-19. A lack of supply created
competition amongst buyers and confidence in sellers.
That optimism from vendors eased slightly in the first
month of Spring as stock levels surged.

in the Inner West. Buyer enquiries, inspection numbers,
bidders per property, days on market, median prices
and clearance rates all demonstrate sufficient buyer
interest to support prices.
The average sales campaign is drawing 100 plus
buyer enquiries and between 30 & 40 parties attending
inspections. Most campaigns draw 3 or more bidders
who make offers showing depth in the market. These
bids don’t always meet the vendor’s target price, but
the fact a few buyers do actually submit offers, helps
vendors and their selling agent assess and understand
the current market value.
44 Allen St Glebe sold for $2,270,000 after 24 days
on market with 5 buyers submitting offers. There were
139 enquiries and 74 parties attending inspections
during the campaign.
A depressed market is one where enquires are low,
Open Inspections are near empty and the owners don’t
receive any offers during their sales campaign. None of
these characteristics are present in the current market.

44 Allen Street, Glebe sold for $2,270,000 after only
24 days on the market with 5 offers being made.
There were some particularly strong sales during
September but they were the exception, not the norm.
Quality real estate still enjoyed strong buyer demand,
highlighting the flight to quality mindset of buyers.
Overall, buyers found the buying conditions slightly
more favourable in September than in June and July.
Many of the Key Performance Indicators used to
assess market conditions suggest a fairly stable market

In April 2020, each of the major retail banks issued dire
forecasts as to what could happen to house prices.
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ACCURATE PRICING
The key to selling

The Inner West property market stopped rising through
COVID-19. We can debate if it has just stagnated or
whether it is falling, but there is no doubt the market
has stopped rising.
There have been some exceptional sales throughout
2020 showing there is still good buyer demand in the
market.
The key for property sellers is to price accurately relative
to the current market conditions. It is worth noting that
different segments of the market are performing better
than others. Inner city houses, particularly larger family
homes have been nearly immune during COVID-19,
whereas there seems to be an oversupply of apartments
in many Sydney suburbs.
In the booming markets of recent years, the market
tended to rise as one. As market conditions become
more unpredictable during COVID-19, the market is
no longer performing in unison as one. To transact
prudently, remember there are markets within markets.
Apartments are underperforming houses. Conversely,
luxury apartments with views that appeal to baby
boomers are performing better than generic poorly
constructed high-rise apartments on busy roads and/
or in suburbia.
When assessing the market’s performance at large,
forget the reported auction clearance rate of 60% to
70%. That’s a very questionable number given so
many failed auction campaigns go unreported. The

true auction clearance rate in Sydney is closer to 50%
than 70%.
Regardless of what you are selling, the best way to
attract the market is to quote the market price. Genuine
buyers will enquire, inspect and bid on fairly priced
properties. In many cases, quoting a fair price causes
competitive bidding which leads to a high price for the
vendor.
To ensure you price accurately, identify 3 comparable
listings on market and 3 comparable sales. Don’t
outsource this to the agent. Form your own view on
the price of your property and then cross reference that
with your agent.
Many vendors got stung in September by underquoting.
The agent encourages a strategy of pricing below the
market price to attract more buyers. The fault line in
this strategy is a lot of stock came on the market in
September. Some vendors found the promised excess
buyer competition as a result of underquoting didn’t
eventuate. The vendors had inadvertently cheapened
their property in the eyes of the market.
If you are selling, a careful and critical assessment
of how the market is performing in your category
will ensure you price correctly and ultimately sell for
more. The best sales results come after a competitive
process. If you price accurately for the current market,
you will have buyer competition at the desired price
point.

HARRIS PARTNERS RECENT SALES
44 Allen Street, Glebe

$2,270,000

341 Darling Street, Balmain

$2,600,000

4 Barker Street, Lewisham

$1,421,000

106a Short Street, Birchgrove

$2,185,000

67 Alt Street, Queens Park

$2,950,000

12 Crystal Street, Rozelle

$1,100,000

80/50 Roslyn Gardens, Rushcutters Bay
2/1-13 Grafton Street, Balmain

$995,000
$1,800,000

31/20 Pyrmont Bridge Road, Camperdown
16 Lodge Street, Forest Lodge

$785,000
$2,950,000
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Extending the 90-day minimum period of notice
landlords must give tenants for certain other
evictions not related to rental arrears

The continued resilience to date has been a pleasant
surprise as the economy and property market push on
in the face of unprecedented challenges.

On the whole, we have found tenants and landlords
have negotiated fairly and sensibly in instances
where the tenants were financially distressed due to
COVID-19.

Vulnerabilities
Taking a contrarian perspective, unemployment,
diminishing financial support from the Government,
dwelling oversupply and a lack of investors in the
market represent risks heading into 2021.

Those few opportunistic tenants seeking to gain
an unjustified advantage from COVID-19 became
apparent very quickly. Most importantly, a good
property manager should be able to negotiate a fair
and reasonable compromise between tenants and
landlords using the State Government’s measures.

Landlords are still dealing with the 10 to 20% drop
in rental prices. To date, there does not seem to be
any chance of a quick rebound in rents. The sharp
drop in interest rates has helped offset the drop in
rents. Dwelling oversupply and tenants experiencing
employment distress is probably the root cause of the
pain in the rental market. It is interesting to note that
most regional markets in NSW are not experiencing
such a sharp correction in rental prices as what Sydney
has. Realistically, landlords can expect rents to remain
flat until the International borders re-open.
The international borders re-opening is so important
to the fortunes of the rental market because of the
jobs in tourism and travel that will recommence - along
with the increase in demand from prospective tenants
who will help absorb the dwelling oversupply. It is
unlikely the rental market will recover anytime soon on
domestic demand alone.
Government response
The Federal and NSW State Governments have
performed pragmatically and avoided ideology
throughout COVID-19. This has ensured the right
economic response/policy has been adopted at critical
junctures. To ensure continued stability in the property
market, it is crucial the Government continues to
support vulnerable industries and people. I think we all
acknowledge there will be a huge price to pay at the
end of the pandemic but the alternative is unthinkable.
In late September, the NSW Government announced
an extension to the moratorium on evictions.

The Federal Government has announced that it would
simplify bank lending rules to free up credit in a bid to
stimulate the economy, which slid into its first recession
in nearly 30 years.
The changes will ease the regulatory burden and
reduce the cost and time faced by consumers and
small businesses seeking to access credit, Federal
Treasurer Josh Frydenberg said:
“The flow of credit will be absolutely critical to our
economic recovery,”
“Though credit is cheap now with interest rates at
record lows, consumers have found it more difficult to
obtain the loans they seek, with many giving up due
to tough lending laws” Frydenberg was quoted as
telling reporters on the day these new measures were
announced.
In summary, given the magnitude of the issues facing
the property market, the ongoing buyer support and
vendor resilience suggests the property market can
avoid a COVID-19 crash. Interestingly, the retail banks
are looking to revise their dire forecast from earlier in
the year.

Key measures the NSW Government extended were:
•

•
•

Preventing landlords from evicting COVID-19
impacted tenants for rental arrears unless they
have attempted to negotiate a rent reduction in
good faith
Allowing tenants impacted by COVID-19 to apply
to the NSW Civil and Administrative Tribunal to end
fixed term agreements in certain circumstances
Stopping landlords or agents from listing a
COVID-19 impacted tenant on a tenancy database
if they go into rental arrears

The average sales campaign is drawing 100 plus buyer
enquiries and between 30 & 40 parties attending inspections.

Gazump and Gazunder
ONLY THE CONTRACT COUNTS

The success of a real estate transaction is only
consummated when the agreement has been
contractually finalised. The period between the
buyer and seller being in verbal agreement and
contractual agreement can take up to 2 weeks.
Whilst solicitors negotiate on the detail, the deal is being
held together by goodwill on both sides. The goodwill
for the buyer to keep their offer on the table and the
goodwill for the seller to honour their promise to sell.
Whilst goodwill is holding the transaction together,
don’t make the mistake of thinking that legal obligation
is holding it together, unless the contracts have been
exchanged.
It is common for another buyer whom was interested in
the subject property to suddenly make a play for it when
they are told that another offer has been accepted. Until
contracts have been exchanged, legally the agent must
submit all offers to the owner.

hope that the buyer does not get cold feet about the
transaction and that practical issues like the building
inspection and finance sorts itself out.
A buyer is legally entitled to verbally negotiate a nonbinding agreement with the vendor and then withdraw
without penalty. In a falling market, it is common for
buyers to fear overpaying. This manifests itself in
actions such as withdrawing their offer, or even reducing
their offer after it is accepted. When a buyer reduces
their offer after it has been accepted, the seller has
been gazundered. It is an unpleasant tactic, but one
that happens, so one needs to be aware.
Whether you are buying or selling, you have not
bought or sold until contracts have been exchanged.

In these circumstances, some owners will honour their
original position with the first buyer – some owners will
take the highest offer available. Different people have
different opinions on what the right course of action is
in these situations.
Gazump - a situation in which the price for real
estate or land is raised by the vendor or their
agent to a higher price than what was previously
agreed upon.
Gazunder - to reduce an offer on a property
immediately before exchanging contracts,
having previously agreed a higher price with
the seller.
If the original buyer is outbid after their offer is accepted,
they are more than likely going to feel aggrieved and
be upset at being gazumped. They are only really
gazumped if they are not given a chance to beat or
match the new offer. Being outbid is different to being
gazumped.
The risk between verbal and contract agreement
is equally nerve wracking for the seller. They live in

Until contracts have been exchanged, legally the
agent must submit all offers to the owner.
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99A Evans Street
Rozelle
$2,100,000
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56 Hawthorne Avenue
Chatswood West
$1,725,750
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45/77 Hereford Street
Forest Lodge
$875,000
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31/20 Pyrmont Bridge Road
Camperdown
$785,000
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18/24 Albyn Street
Bexley
$445,000
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12 Crystal Street
Rozelle
$1,100,000
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80/50 Roslyn Gardens
Rushcutters Bay
$995,000
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106a Short Street
Birchgrove
$2,185,000
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67 Alt Street
Queens Park
$2,950,000
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4 Barker Street
Lewisham
$1,421,000
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1/30 Alfred Street
Lilyfield
$1,400,000
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1

121 Flood Street
Leichhardt
$1,875,000

3

1

1

