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August 2006 saw a continuation of the low levels of new property coming onto the
market that we have experienced throughout Winter this year - with the exception of
the South Island provincial region which has seen an early increase in Spring activity.
Buyer activity remains strong across the country with the shortage of new listings putting
buyers under significant pressure to not only find their new property but also secure it
ahead of other buyers.  Looking at the property on hand statistics and the increases on
last year, some would suggest buyers have plenty of choice but what the statistics
don’t show is a crucial aspect that many sellers are missing.

Buyer activity is maximized during the crucial first three or four weeks a property is
placed on the market.  If a property comes to the end of this period and hasn’t sold, the
buyers are sending a clear message that the price expectations of the seller are in
excess of the market.  The only other reason for no activity is that the marketing

programme is insufficient to attract buyers, ie, no one knows it is for sale.

With stock levels well above this time last year sellers need to take action to ensure
their property doesn’t languish during the crucial September to December prime Spring
selling season.  Getting back in front of buyers is not difficult.  Sellers can reduce their
price, change the marketing strategy by investing in higher profile tools or change to an
active programme such as an auction campaign.  Our best advice to sellers in this
situation is to demand a direct answer from their sales consultant as to why their
property hasn’t sold.  Any issue can often be quickly and easily rectified but sitting and
waiting won’t help.  Act now before Spring passes by.

Bryan Thomson, CEO
Harcourts New Zealand

SOUTH ISLAND
PROVINCIAL August 2006 August 2005 % Change
Exclusive Listings 337 274 +23%
Auction/Tender 47 54 -13%
Property on Hand 1,780 1,353 +32%
Written Sales 366 333 +10%
Average Price $258,000 $246,000 +5%
South Island provincial centres experienced a very positive month.  The increase in
both listings and sales compared to August 2005 reflect the great value available
throughout our largest Island.

NORTHERN August 2006 August 2005 % Change
Exclusive Listings 620 670 -8%
Auction/Tender 83 93 -11%
Property on Hand 1,850 1,724 +7%
Written Sales 584 730 -20%
Average Price $486,000 $437,000 +11%
Another tight listing month.  The significant drop in sales reflected an exceptional August
in 2005 rather than any major change in August 2006.

CENTRAL August 2006 August 2005 % Change
Exclusive Listings 459 489 -6%
Auction/Tender 75 59 +27%
Property on Hand 2,064 1,661 +24%
Written Sales 476 530 -10%
Average Price $303,000 $270,000 +12%
Another balanced month through this region with Hamilton strong and key coastal
areas starting to be more active.

WELLINGTON August 2006 August 2005 % Change
Exclusive Listings 429 434 -1%
Auction/Tender 93 114 -18%
Property on Hand 1,704 1,358 +26%
Written Sales 440 493 -11%
Average Price $281,000 $269,000 +5%
The tight new listing numbers remain a challenge for buyers in the lower North Island.

CHRISTCHURCH August 2006 August 2005 % Change
Exclusive Listings 659 649 +2%
Auction/Tender 68 80 -15%
Property on Hand 2,500 1,828 +37%
Written Sales 649 611 +6%
Average Price $359,000 $322,000 +12%
Another strong month in the Garden City with both demand and price being positive.



Contact for further details

While every effort has been made to ensure that the information in this publication is accurate we recommend that, before relying on this information, you seek
independent specialist advice.
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Bryan Thomson, CEO,
Harcourts New Zealand
Tel: 09-520 5569 or 0274 780 478

Jo-Anne Clifford, General Manager,
Harcourts New Zealand
Tel: 09-520 5569 or 0274 921 866

Paul Wright, Executive Director
Harcourts International Ltd
Tel: 03-348 8784 or 0274 320 488

Kim Shannon, National Rural Manager,
Harcourts New Zealand
Tel: 027 220 2937

Harcourts Buys Mortgage Express

Harcourts International Limited announced in early September that it had become the full owner of
the mortgage broking company it was instrumental in setting up eight years ago, Mortgage Express
Limited.

Launched in 1997 with AXA as a joint venture partner,
Mortgage Express was most recently owned as a joint
venture between Harcourts and Perpetual Trust, before
becoming a wholly owned Harcourts subsidiary.

While Harcourts has long focused on meeting the public
demand for a “one-stop-shop” service when purchasing
property, launching Mortgage Express was considered
to be a radical move with no other real estate organisation
in the country owning such a subsidiary at the time.

Chief Executive Officer of Mortgage Express, Andrew
L’Almont, said while it would be ‘business as usual’ for
its clients, the focus was on growing both the number of
brokers and the locations throughout the country.

“Over 60 percent of our business is repeat and referral
providing our clients with the security of working with a
recognised qualified broker.  While around half of our
clients come from outside of Harcourts, we have
maintained a strong synergy with Harcourts since day
one.”

Mortgage Express brokers work with a panel of 12 lenders
with Mr L’Almont adding that around 30 percent of most
banks’ business now came through brokers.

“They provide a valuable service for both the public and
the banking industry.  People look for unbiased advice
and choice to compare not just interest rates, but home
loan packages that will suit their own lifestyles which is
what we can assist with.”

Harcourts Rural
Spring Delivering Sunshine and Business

Early September certainly provided more ‘Spring-like’ conditions in most parts of the country with
plenty of sunshine and higher temperatures than seen in past months.

News Update

Currently averaging around $60 million a month in settled
loans, Mortgage Express is now the largest non-franchise
mortgage broker in New Zealand with all 35 of its brokers
qualified NZMBA members through an in-house training
programme.

Harcourts International Executive Director, Paul Wright
said, “This is a great opportunity for Harcourts to further
develop Mortgage Express.  Our market place continues
to change and offer opportunities for growth, with
Mortgage Express an important part of our group of ‘value
added services’.”

The mood amongst rural New Zealand always seems to
lift at this time of year with farm conditions more enjoyable
to work on.

Spring is also the start of the traditional ‘selling season’
for a lot of rural properties as they tend to look their best
from a viewing perspective.  This is certainly the case
this Spring as it follows a particularly harsh Winter this

year which saw more sombre sales volumes.  As a result,
Harcourts’ Rural team is already reporting good activity
early Spring in terms of buyer and seller enquiry.

One of the issues to be considered in the rural sector for
those considering the sale of a rural property is to plan
their approach and strategy early on.

Everything from timing, most suitable method of sale and
recommended promotion and marketing required to effect
a satisfactory sale is a process that should involve key
personnel throughout, allowing adequate lead in time to
plan accordingly and ensure the process is trouble free.

In addition to a knowledgeable rural real estate sales
consultant, those personnel should include the rural
property owner’s accountant, solicitor, and even farm
advisor and livestock representative.  This ensures all
required areas of the sale process are in order, so the
seller is able to maximise the opportunities to achieve
the best and smoothest outcome for all parties involved.

Kim Shannon
National Rural Manager


