History of the Real Estate Institute of New Zealand Inc
This article is based on extracts from the History of the Real Estate of
New Zealand Inc, in three volumes from 1915 to 2000.

In the Beginning

This photo of Queen St, Auckland – dated 1914 – was presented to the Auckland District
office of the REINZ. An inscription reads: “Presented 1970 by Samuel Vaile & Sons Ltd –
Established 1875.” That trading name Samuel Vaile survived into the 21st Century.

The origins of the Real Estate Institute of New Zealand Inc go back to the local associations of land
agents (as real estate agents were called in those days) operating in major centres of population in the
early 1900s. Even earlier than that were ‘agents’ representing the British Government to formalise
land acquisitions by the Crown followed by agents of the colonial land settlement companies
involved in property transactions leading up to the start of organised European settlement of New
Zealand in the 1840s.
In the early 1900s, representatives of some of those collectives of private enterprise land agents
began to look at the larger picture, no doubt stimulated by the passing of new legislation, the Land
Agents Act 1912 – which came into effect on January 1, 1913. After meetings of representatives of
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the Auckland, Waikato and Wellington associations in Wellington in 1914-15, the Dominion Estate
Agents and Land Auctioneers Association was formed in Wellington on July 22, 1915. That body
eventually became the Real Estate Institute of New Zealand (REINZ).
According to a commemorative article published in the New Zealand Real Estate Journal in 1939, the
first association of real estate agents to be formally established was the Land and Estate Agents and
Land Auctioneers Association of Auckland (Incorporated), formed in 1912, under the presidency of
Captain W Frater. The association apparently merged with the Institute in 1930, becoming its
Auckland branch.
The new Dominion Association of 1915 busied itself in what was to become a never-ending effort to
define and refine real estate business practice and to unify practitioners and their personnel into a
forward-moving industry group. As well, there was much work to be done to develop ethical
standards, cultivate a suitable public image for real estate agency practitioners and to grapple with the
“industry issues” of the times. Then, of course, there was perhaps the most frustrating, timeconsuming and without doubt potentially rewarding work of all – building strategic contacts in
business, professional and political circles.

Legislation
More than a century of organised real estate agency administration has involved the REINZ (and
originally, the Dominion Association) in countless informal and formal contacts with Prime
Ministers, Ministers of the Crown, Government and Opposition MPs and influential officials. Those
contacts have ranged from telephone calls to one-on-one luncheons to appearances before Select
Committees, all done with the aim of keeping politicians and officials informed and to try to ensure
legislative changes were generally acceptable to Institute members and, of course, to the public.
The first business meeting of the Dominion Association in 1915 was adjourned to allow delegates,
along with the Association’s secretary and its legal adviser (a King’s Counsel) to “wait on the Prime
Minister (Rt Hon. W F Massey) for the purpose of discussing amendments to the Act which the
Association wished to obtain”. That Act, of course, was the Land Agents Act of 1912.
Since that first door-knocking mission, a multitude of other Real Estate Agents Acts have followed –
more often than not after exasperating delays - plus some significant legislation coming into effect to
influence real estate agency practice and to develop property law generally. To mention just a few of
these legislative developments . . .
•

The 1912 Land Agents Act was replaced, after years of representations and anxious waiting,
by the Land Agents Act 1922. That Act was amended from time to time but real change came
with the passing of its 1953 replacement (first drafted in 1938 but mothballed with the
outbreak of World War 11). As the wait for the new Act dragged on with new issues being
resolved there was a change of Government in 1949 and more points for debate were raised.
To resolve a major impasse in negotiations, the Institute amended its rules to meet some nonnegotiable requirements of the Stock and Station Association. Those issues concerned REINZ
membership in respect of its companies and managers of land departments or branches
involved in real estate transactions who were not qualified for associate status by examination
(at that time 14 of the principal officers of the 34 stock and station companies were already
fully qualified members of the Institute). At that time, the Institute was under additional

2

pressure as its membership was declining. It was stated that in Auckland, for example, there
were “almost as many non-member agents as there were members of the Institute.” To try to
force some movements, the Institute wrote to all Government MPs stating that its desire to
have the Bill enacted was “a genuine concern to see an improvement in the status of the
profession from which our members derive their livelihood, and above all, to create a service
for the public which will be beyond reproach.” The 1953 Act came into effect of January 1,
1954. It lifted the status of land agents, required business brokers to be licensed, recognised
qualifications for Institute membership and tightened control on the issuing of land agent’s
licences. Under a later amendment, a “fitness” provision (knowledge and experience)
provided some uniformity in the assessment of applicants for real estate licences in
Magistrate’s Courts.
•

A new Act which finally identified land agents as real estate agents was passed in October
1963. The Real Estate Agents Act 1963 had involved immense input and negotiations by the
Institute and it was later hailed as a major step in the real estate agency industry’s
professional development. The Minister of Justice, Mr Hanan, took an influential role in the
drafting of the Bill and later, shortly after his death in 1969, was posthumously elected a life
member of the Institute in recognition of his support in getting the Bill through Parliament.
The new Act required a certificate of approval for salesmen and as from April 1, 1964, every
real estate agent automatically became a member of the REINZ, although there was provision
for conscientious objectors. A membership report showed that 295 new members joined as a
result of the introduction of the new legislation. The Act also authorised the Institute to set up
a self-disciplinary process for members.

•

In 1976 came the “mother of all Acts” - the current Real Estate Act with amendments - which
among many other things introduced measures to achieve greater accountability of practising
individuals and, above all, it introduced real estate licensing and discipline via a new and
independent authority, the Real Estate Agents Licensing Board. Prior to this licensing had
been a function of Magistrate’s Courts. This period in real estate history also produce calls to
stamp out “farming” of licences and unlicensed rental operators and to require all
salespersons to be members of the Institute. But effective counter-action was slow to arrive in
the case of illegal and fringe operators because of the tenacity of illegal and fringe operators
to continue in business. As well, the perceived solution in respect of proper control of
salespersons by having all of them come under the umbrella of the Institute did not eventuate
simply because there was a split between those members of the Institute who favoured such a
move and those who opposed it equally as strenuously, arguing that such control was the sole
responsibility of individual licensees.

•

Other legislation impacting on real estate agency in more recent times includes the
Residential Tenancy Act, the Commerce Act, the Fair Trading Act and legislation that
introduce the Goods and Services Tax (GST).
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Incidentally, there have been temporary measures that ran on long after their ‘use by date’ to the
concern of the public and the real estate agency industry, including:
•

The Servicemen’s Settlement and Land Sales Act 1943, commonly called the Land Sales Act,
introduced as a wartime emergency. The Institute campaigned to have it repealed “long after
it had outrun its usefulness.” It was an attempt - later publicly declared to have failed - to try
to maintain property values as they were at December 15, 1945. The Act, which was not
repealed until 1950, created two difference scales of valuation - one being for pre-1942
buildings which were valued in accordance with the cost of replacement as at December,
1942, the other being for buildings constructed after 1942 which were valued as at the date of
erection. Meanwhile, ways were found to circumvent the Act, with under-the-table payments
(illegal) being a principle one.

•

The Tenancy Act - another wartime quick-fix in the 1940s - was enacted to control rents and
it, too, became a long-term fixture. There were amendments to it in the early 1950s with the
Government of the day announcing it was the intention “to gradually eliminate tenancy
restrictions.” That, of course, was not to eventuate - instead, changing political philosophies
and different perceived social needs along with overseas trends in consumer protection
legislation eventually led to new tenancy legislation which attempted to protect the rights of
both tenants and landlords.

Those two examples were rather like history repeating itself, as real estate agents way back in the
1920s were campaigning for the removal the Rent Restriction Act - introduced as an emergency
control during the First World War!

Land Tax Scare
When Government officials floated the idea of the possible introduction of a Land Tax in the mid1980s, meetings were held with interested parties including the Institute and other related landrelated groups. Rumbles occurred throughout the country, especially from property owning groups
and individuals expressing their concerns in letters to the correspondence columns in newspapers.
The Institute contracted outside resources to produce a booklet explaining its opposition to the
proposal, with emphasis on “the public interest”. The proposal eventually disappeared into the
government administration filing system where no doubt it will emerge again in due course.

National Organisation/Representation
As stated earlier, the Dominion Association originally consisted of delegates representing the three
independent founding land agents and property auction associations based in Wellington, Waikato
and Auckland. Those affiliated associations were entitled to be represented at national meetings or be
involved in voting on the basis of one delegate for up to 30 members, two delegates for up to 100
members and three delegates if their membership exceeded 100 members.
As the desire to join a national association of like-minded land agents and land auctioneers spread
slowly, quite slowly in fact, associations from other areas of the country joined. These were:
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 Otago 1917
 Canterbury 1918 (after having declined an invitation to join as a foundation member)
 Taranaki 1919
 Hawkes Bay 1921
 South Canterbury 1923
 Wanganui 1923
 Nelson 1927
 Poverty Bay (later renamed Gisborne) 1927
 Southland 1927.
 In 1954, the Auckland District split into two for the formation of the 13th branch, Northland.
The concept of transferring powers from the independent associations to the national body was raised
from time to time, but pride and belief in keeping control fully at local level thwarted those with a
national vision. In 1923 the Hawkes Bay Association delegation to the national conference moved
that the question of forming one land agency association with branches in each district to exercise
local control but that initiative was reported to have “met with a bleak reception” and found little
support. In that same year Otago moved that the cumbersome title of the Dominion Estate Agents and
Land Auctioneers Association of New Zealand be changed to the Real Estate Institute of New
Zealand. The change was made shortly after that meeting and in 1926 it was reported that the
Institute had been registered as an incorporated society.
The 1924 meeting was the first to be held in Auckland, the future home of the national office. By
then the total membership of the nine affiliated associations was 455.
In 1925 A E Renouf repeated the Hawkes Bay call for one Association with branches in districts
exercising local control, but the remit was rejected, although that persistence is historically attributed
to having “paved the way” for a more liberal outlook and within a few years a new constitution
“based on the principles so ardently advocated by Mr Renouf” was adopted.
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Officers and Delegates at the 13th Annual Conference of the REINZ, held at Wanganui October 3-5, 1928.
From left, back row: E. Jackson, Jun (Tara), H. Hewitt (HB), A. Yarndley (Tara), E. F. Liffiton (Wang), H.R. Beauchamp
(Wang), T.A. Cooper (Wang).
G.D. Virtue (Sth Cant), T. McIndoe (Auck), N. Gow (Well), W.J.A. Thompson (Sec. Auck), Dunbar Sloane (Well), F.R.H.
Brice (Wang), A. Sorby (Waik).
E Jackson, Sen. (Tara), W.J. Potter (Auck), P.W. Stabb (Otago), D. Spedding (Otago), G. Crawshaw (HB), P.B. Foote
(Sth Cant), C.E. Shallcrass (Sth Cant).
R.P. Meek (South), A. Gould (Nel), P.J. Crump (Auck), A.E. Carver (Well), H.J. Stott (Well), R. Badger (Cant/West), C.E.
Jones (Cant/West).
L. Deans Ritchie (Otago), C.J.S. Harcourt (Vice-P, Well), H.J. Duigan (Pres, Wang), A. W. Clark (Vice-P), Auckland,
H.W. Heslop (Cant/West).

At the 1929 conference, a Wellington remit called for the constitution of the REINZ to be altered to
provide for only one incorporated society for the whole of New Zealand and that all membership be
direct to the body’s local branches to administer the affairs of their own districts. The principle was
approved and a subcommittee appointed to take the matter further.
A motion to restructure the Institute into the one national body with branches to continue with local
administration was eventually carried, but noting that the Auckland Association was to confirm
acceptance. It was agreed that the procedure would be for each separate Institute (Association) to
pass a resolution to disband and at the same time to hold a meeting where new branch officers would
be elected. New rules would also come into effect and that point the existing funds of the respective
districts (branches) would be safeguarded.
At this time the Institute was experiencing a funding difficulties, the period being the Depression
years. No conference was held in 1931. Membership was declining (some agents were being forced
out of business by the impact of the Depression) and the cost of preparing the new constitution had
been considerable as a result of extra meetings, legal expenses and heavy printing costs. The new
president D M Spedding reported in 1931 that all local Institutes (branches) had ratified the new
constitution, which was therefore in effect.
6

National president D M Spedding, who announced ratification of the new constitution.

A major crisis came with the advent of the Second World War, leading to real estate personnel
leaving to serve in the Armed Forces, tighter controls on finance, financial hardship for property
owners with mortgages and for both tenants and landlords. As well came tight control on the
availability of fuel, tyres, tubes, etc, which threatened the necessary mobility of real estate agents.
With the passing of the Servicemen’s Settlement and Land Sales Act, agents were advised in 1943
that necessary amendments required under the Act had been made to the Institute’s agreements and
authority to sell forms. Agents were advised to obtain fresh authorities for all of their current listings!
The war, and before it the Depression, and eventually the national call to assist in the rehabilitation of
returning servicemen by lowering restrictions to help ease them back into the workforce added
further frustrations to the ambitious plan of many in the Institute to limit membership to those who
had passed the Institute’s examinations or holding other appropriate academic qualifications.

War-time national president G S Boyes.
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A War-time Executive of three members chaired by national president G S Boyes was established to
run the affairs of the Institute, with many delegates and senior elected officers being unable to attend
meetings or being fully involved in the war effort. Even so, progress continued and the War-time
Executive set up a subcommittee to look into the possibility of the Institute establishing a company
membership category.
At the end of the war in 1945 the annual conference meeting in Auckland agreed that Institute affairs
between Council meetings should be vested in four Auckland councillors as an executive committee.
Local councillors had performed a similar role when the Institute’s operation was totally based in
Wellington. Interestingly, even when the national president of the time was an Aucklander, the postwar national executive was chaired by someone else - for many years by L K Garlick. This continued
until the national Executive (eventually to become the Council) was enlarged in 1965 when it was
agreed that the chairman would be the national president.
An increasing workload on the executive led to councillors being allocated areas of responsibility eg, membership, finance, publications - with each councillor operating on one of three
subcommittees.
By this time - six years after the appointment of a full-time secretary with one assistant - staffing
comprised the national secretary, an assistant national secretary, a senior type/clerk, a part-time typist
clerk and a part-time office assistant. It could be said that this period marked the corporate birth of
New Zealand real estate administration (see National Headquarters section).

1976 Real Estate Agents Act
The 1976 Real Estate Agents Act introduced major changes for the industry, far more than any
previous Act controlling real estate agency practice. The Institute prepared itself by drawing up new
rules based on the Bill and discussions with senior Government officials to facilitate changes
expected in the new legislation.
Prior to this time, a total of 29 councillors - elected by their branch annual meetings - had given
complete authority to allow the national Executive, working within guidelines, to manage and control
the affairs of the Institute. The new rules came into effect on April 1, 1977, increasing the number of
the national Executive from eight to 10, and that Executive became the Council of the Institute with
its function to administer, conduct and manage all business affairs of the Institute. Councillors from
the districts were then called delegates, and branches were from that time called districts.
In 1978 it was decided to call in consultants to make recommendations on the restructuring of
Institute administration, possibly incorporating a new position of chief executive officer. At that point
the current secretary/manager, Sid Hansen, resigned. He was succeeded by Eric Keys as executive
manager, an extended position designed to relieve councillors of many of the duties of administration
they had assumed since earliest times.
Attempts to revive the idea for the Institute to engage in long-term planning of its policies and
activities occurred in 1984, with a councillor John Malyon, who was experienced in such
programming in his job in the stock and station industry, chairing the 3-man subcommittee. Their
report became something of a blueprint that, over the years, was expanded and later involved the
whole Council and senior executives of the Institute’s administration, eventually with an outside
consultant facilitating discussions at the planning meetings.

8

In the early 1990s, Institute members elected two women to their national Council for the first time. This was the Council
in 1992: From left, back row:
Rex Hadley (Waik/BoP), Andrew Harcourt (Well), Don Kindley (Otago).
Brian. MacPherson (South), Clyth MacLeod (Auck), Colin Brown (Waik/BoP), Dale Simkin (HB).
Cathy Allen (Auck), Eric Keys (executive director), national president Dick Kirk (Auck), vice-president Kent Prier
(Cant/West), Joan. Harnett (Cant/West).

Members attending the annual conference/AGM in Nelson in 1994 were told that, in response to their
constant complaints about firms of solicitors openly trading in real estate, and with the launching of
at least one “solicitors’ property shop” the institute had to date spent more than $100,000 in legal
challenges on the right of solicitors to engage in property transactions other than directly on behalf of
clients. Another fringe operator to appear was the Private Sale Company which was establishing its
activities throughout the country.
A blow-out in expenses, due in part to allegations about “over-spending” on overseas travel to
conventions, but very much caused by much heavier legal bills and expansion of member services,
led to a group members at the 1994 conference/AGM in Nelson calling for an independent audit on
the whole structure of the Institute and the “balance of representation”. The motion was passed In
March 1995 the Council discussed the Coopers & Lybrand report in committee.
However, arising from that independent study came a plan for a major restructure of the Institute, a
fine-tuning of its focus and services and improvements to its interface with members generally.
At a special meeting far reaching decisions were made that subject to Council approval would
determine the actions of the Institute over the next 10 years. Weaknesses and strengths as seen were
identified in this strategic planning assessment. The salient features of these decisions were:
•

That the REINZ represents the interests of all persons engaged in real estate and the rules be
reviewed to ensure that this stance be reflected in the wording.
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•

That salespersons be granted automatic membership to the College of Salespersons with
membership costs covered by the salesman’s fee, each to receive Journals and the right to
vote at district level only.

•

All associates to have the right to vote at district and national level and licensees to have an
additional vote. With company associates, the principal officer to have an additional vote.

•

There will be three regions, Northern, Central and Southern with eight councillors elected
from the regions and three voted for on a national basis. Councillors will be elected on a twoyear basis and for a two year term. Councillors elected on a regional basis must have at least
one year’s experience on a district committee but those standing on a national basis need have
no such experience and all can stand for only one position. Presidents will be elected for a
two year term, the immediate-past president with voting rights and powers remains as a sitting
councillor for the duration of the current president’s term of office and there will be no
members co-opted to Council except for specific purposes and who will have no voting rights.

•

There will be a review of Council meeting structure, the possible use of an 0800 line.

•

Councillors to receive an allowance of $150 per day while away from their office on Institute
business and the president to receive an honorarium of $40,000 per annum with no daily
allowance.

It was decided that the president would go to all districts in March to introduce and discuss the report.
On completion of that structural review, members were advised that while other matters in the report
caused little or no comment, there appeared to be resistance to the salespersons’ situation [voting
proposals] and some compromise might be required.
Coopers & Lybrand were to review the progress of recommendations in its financial and
management audit report and were to be invited to attend a Council meeting to discuss progress.
Interestingly, after an initiative expressed by some members, the Council agreed that allowances
reduced following the implementation of the Coopers & Lybrand reporter be reinstated to the former
[higher] rates of $300 per day for councillors, $400 for the vice-president and $500 for the president.
The national president, Kent Prier, reported at the Institute’s annual conference/AGM in New
Plymouth in August 1995 that implementation of the Coopers & Lybrand report had improved
accountability to members. Cost saving programmes had been put in place including a streamlined
system to reduce expenses and gain a greater control on authorisation of Council expenses.
The following year it was reported that a deputy chief executive (David McLeish), legal/licensing
executive (Betty Robb) and a membership services executive (Bob Blake) had been appointed to fill
those new positions as part of the ongoing restructuring process at the national office. As part of
moves to progressively eliminate the engagement of part-time outside secretaries in smaller districts
it was decided to rename the Institute district secretaries in Auckland, Wellington, Christchurch and
Dunedin as district managers, and that the titles executive director and deputy executive director be
changed to chief executive and deputy chief executive and to rename the various head office
executive officers managers of their respective departments.
On April 1, 1999 the Northland and Hawkes Bay administrations were merged into Auckland and
Wellington regions respectively. The Nelson District was to merge into Canterbury/Westland later
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that year, with Southland administration being incorporated into the Otago district office the
following year.
There was some criticism reported in 1996 at the Institute becoming quite heavily involved
financially in a joint venture with the Auckland MLB to develop an Internet listings service limited to
members and their clients. The critics were told that it was better that the membership be in control of
this new media for promoting property sales than having outside commercial interests assuming that
control. Bob Fisken, a Dunedin real estate pioneer in establishing a company website, reported that
his agency had already secured two sales over the Internet that the office would otherwise have not
transacted and he believed that RealENZ, the Institute’s joint website, could be a success story with a
bright future. The following year it was announced that an Australian real estate listing operator had
purchase, on invitation, a one-third shareholding in RealENZ.
The strengthening of the administration, particularly with a deputy executive director with
accountancy and planning experience, allowed the administration in 1990 to implement a formal
business plan programme and other management systems which also focused on implementation of
the strategic plan and assisting to update it annually. This, together with the establishment of special
project focus groups involving invited members, assisted considerably to raise internal administrative
efficiency and accountability to members. A little later the administration suffered the loss of
education manager, Joanne Birdling, who made significant contributions in the introduction of the
new education standards and phasing in the operation of the Council as an Industry Training
organisation. She was replaced by Paula Denby-Gibbs. Another loss was David McLeish, who joined
an associated company, RealENZ. He was not replaced.
In the year 2000 the Council responded to annual meeting comments and initiated an investigation
into the possibility of winding up the Real Estate Insurance Corporation which appeared to have
served its purpose.
A report in website progress stated that in July 200 there were 37,500 listings on the RealENZ
website from 960 contributing offices with the site attracting 11,800 visitors a week.

Umbrella Land Organisation
Although there was concern that a Property Management body had been formed outside of the
REINZ, it was the new Property Management Institute that initiated a meeting to consider the
formation of an umbrella organised for property related bodies. The first meeting of the Property
Management Institute, New Zealand Institute of Valuers and the Surveyors Institute was held in 1980
and from that meeting an invitation was extended for the REINZ and the town planners and quantity
surveyors groups to attend the next combined meeting.
It was suggested that an embracing organisation should be created based on the Royal Institution of
Chartered Surveyors in Britain. Later meetings were held at the REINZ headquarters. Not of
inconsequence to these exploratory talks were the different levels of qualifications among the
participant bodies but also their respective aims and objectives. Also apparently resting uneasy on
some participants was the fact that the REINZ membership was numerically stronger and their
Institute’s income and assets greater than the other groups and probably all of them together. For
whatever reasons, these exploratory talks eventually ended.
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Talks were later resumed to discuss mutual issues and eventually some of the parties would carry
through merger, rather than “umbrella” negotiations without involvement of the REINZ.

Membership
Originally, land agents operated as a one-man business, with emphasis on ‘man’. The land agent
would definitely have been male, almost all of whom either worked alone or with perhaps a clerical
assistant. Those originals moved about on foot or by horse and trap, as until after the First World War
motor vehicles were few and far apart.
Some agents added a rent collector or two as they grew their business, perhaps adding a small
peripheral revenue stream such as an insurance agency or offering a valuation service. Salesmen
eventually came on to the payroll as a growing and increasingly more affluent population began to
trigger subdivisions, especially from the 1930s. But it would be a long time before partnerships or
company operations became relatively common.
Equally slow to appear were real estate saleswomen, apart from the wife or daughter assisting in a
family business plus isolated instances of women breaking into the field through demonstrating
outstanding ability. Prolonged absence (overseas visit to the UK) or illness or even death of a real
estate agent would occasionally see a woman assume control. The earliest record found by this writer
of a woman possibly taking charge was Mrs L Cambridge, of Cambridge & Cadman, Shorts
Building, Queen St Auckland, who was admitted as a member of the Auckland Association in July
1919. Mrs Christine Barfoot, whose husband Val (founder of Barfoot & Thompson Ltd) had recently
opened a real estate agency in Newmarket, passed the Institute’s inaugural examinations in 1926.
Females began to be recruited in greater numbers in the 1970s, when larger offices and multipleoffice businesses began to really take off. Indeed, it was only from the 1960s-1970s that the
unwillingness of most buyers and sellers to deal with women in any sort of financial transaction, and
even males under the age of 30ish, began to change significantly.

An all-female real estate office was operating as early as 1972 in Wellington. That was
followed by another Beltons Real Estate all-female office in and those Auckland “Beltons
girls” pictured here were, from left, D Smith (manager), D Martin, B Billyard, I Fitzgerald
and L Tait.
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Until 1926, membership of the Dominion Association had been confined to independent regional real
estate associations (on a delegate basis) and the president and vice-presidents (ex officio). A rule
change in 1926 provided for the admission of members of affiliated associations as individuals, under
the classification of ‘associate member’. Those associate members did not have voting rights but
they did have the right to obtain a national diploma issued under the name of the Dominion
Association - a really popular incentive as 533 associate members were enrolled in the first year, but
many it seems did not renew membership after getting their diploma. Incidentally, membership fees
from 1915 and for some years thereafter were 2/6d, though frequently special levies were applied.
A remit was defeated in 1928 which suggested that associate membership should be restricted to
those who had passed the Institute exams. At that time the Wellington Association had a rule limiting
associate membership and its delegates at the national meeting warned that the rejection of their remit
could bring the Wellington Association down and encourage the establishment of a rival body to the
Institute. However, the Wellington Association was told by the meeting to bring its rule regarding
associate membership into line with national policy. The crisis appeared to fade away, assisted no
doubt by the decision of the meeting to hold its next annual conference held in Wellington for the
first time in seven years. Also the then national president, C J S Harcourt, was a Wellingtonian.
At that 1929 meeting, Mr Harcourt reported that membership of affiliated Institutes was 578
compared with 567 a year earlier and he expressed concern about “a serious decline” in associate
membership - down 55 during the past year to 406.
The idea for a membership register for circulation emerged from that same meeting. Such a list was
produced and later appeared as a standard feature in the REINZ member’s annual diary.
With the introduction of a consolidated Institute with branches replacing former Associations under a
new constitution in 1931, the new rules introduced membership categories of ‘Fellow’ and
‘Associate’. Membership certificates were issued and the first annual meeting under this reformation
was held under Mr Spedding’s presidentship in Auckland in 1932.
At this time, to try to help combat economic hardship amongst citizens, the Government introduce
two measures that would further burden efforts by land agents to try to generate business income one was a Distress and Replevin Act (to protect the interest of tenants against action by landlords in
certain cases) and the Mortgagors Relief Act (to make a provision for the reduction of interest, rent
and other fixed charges).
In 1932, wearied with Government inaction on the updating of the 1921-22 Land Agents Act,
conference delegates resolved: “That this meeting decided that the time has come to approach
Parliament with a view to amending the present Land Agents Act to provide for the registration of
agents in the same manner as accountants are registered . . .”
That same year the Institute took up with the Government its dissatisfaction with “the small fines
inflicted by Magistrates on men operating (in real estate agency) without licences.”
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National president Gordon Harcourt . . . believed that about one-third of agents were not members..

Because of the difficult economic times no conference was held in 1933 when membership was
reported, as reliably as possible considering the circumstances, as 324 fellows and 24 associates. By
1936 total membership stood at 388, and president J G Harcourt made this interesting comment:
“There is about one-third of the total number of land agents through the Dominion who are not
members of the Institute.
By the following year membership had increased to 458 and just topped the 500 mark in the 1938-39
financial year. In 1938 it was reported that there were approximately 720 licensed land agents in New
Zealand.
In the mid 1950s the Institute moved to attract practising licensed agents who were not members, by
easing admission conditions in certain circumstances - conditions which the executive committee
described as “generous and adequate.” This had the desired result and for the year ended September
30, 1957, thirty-six new members were accepted under the new conditions while 10 qualified by
examination. Of those accepted, 10 were licence-holders, 8 employees, 11 principal officers of a
limited liability company and 6 applied as a partnership.
At the 1960 conference it was reported that an intermediate member category had been introduced for
persons not less than 35 years of age who met certain study/experience criteria, and that one third of
the 94 applicants for intermediate membership had already qualified by examination.
The Institute in 1960 amended membership conditions for entry of branch managers of stock and
station agent companies. Instead of continuing to require examination qualifications it was decided to
authorise REINZ branches the discretion to admit to full associate membership the branch managers
or land department managers of stock and station agency companies and trustee companies (where
such trustee companies already held company membership of the REI) located in towns with a
population of not less than 10,000 people.
A rival organisation to the REINZ - the New Zealand Licensed Land Agents Association - had
formed in the late 1950s and after lengthy negotiations it amalgamated with the REINZ in 1962 for a
united front to be presented with the passing of the Real Estate Agents Act 1963. Under that Act
(effective from April 1, 1964) all practising licensed real estate agents were required to be a member
of the REINZ. It was reported that the amalgamation increased Institute membership by 89 in the
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1961-62 financial year, resulting in individual membership passing 1000 for the first time, reaching
1103.

Surviving relic: This well-thumbed tea and biro stained handbook is one of
the few reminders around of the New Zealand Licensed Land Agents
Association which amalgamated with the REINZ in 1962.

In August 1962 the Institute’s membership totalled 1523. With the introduction of the provision of
the new Act, membership had advanced by August 31, 1964 to 1523, with 420 having been admitted
during the year. By the middle of the following year the membership of 1720 comprised 6 life
members, l004 first (licensee) members, 551 second members (non practising associates0, 25
intermediate members (limited members - ie, partly qualified) and 15 honorary retired members.
It was noted in the 1969 membership report that membership in all categories had reached 2280 and
there were 2467 registered salespersons throughout the country.
In 1970 the national Executive gave its support to the formation of an independent salesman’s
chapter in Auckland and a chapter was formed in Christchurch soon after that. Clearly by now the
Institute, through the assistance of the Real Estate Agents Act 1973 licensing and registration
requirements, was a substantial membership organisation of authority.
A proposal to establish a category of membership for senior people in real estate agency, under the
suggested classification of consultants, came in 1971 and another proposal followed a year later
suggested a category called real estate appraisal. Despite strong objections and the promise of a legal
battle by the Valuers Institute the later proposal proceeded to the stage of drawing up changes to the
code of ethics and rules. But after a long discussion at the 1974 conference in Christchurch, the
proposal for the appraisal status was defeated. An attempt to revive the proposal the following year
was also failed to secure sufficient support. The proposal for consultant was also dropped, apparently
because such a system cut across the work and responsibilities of real estate agents and it was thought
would introduce other conflicts.
In the 1980s the industry was shocked when the Department of Inland Revenue announced that it
could no longer accept the long-standing practice of allowing salespersons as individuals to deduct
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their work-related expenses from their income for taxation purposes. Thus began a very expensive
and time-consuming fight by the Institute on behalf of its members – a campaign that caused many
non-member salespersons to focus on the work of the Institute!
In October 1989 an action filed by the Institute over the Inland Revenue’s decision was heard in the
Christchurch High Court, but the decision went against the Institute. An appeal was lodged, to be
heard before a panel of five judges. However, it was abandoned when the Minister of Justice
indicated that a proposed Act change would allow real estate salespersons to deduct their workrelated expenses because of their traditional method of engagement of being remunerated through
commission share payment. Only those engaged formally as sub-contractors would be eligible for
that provision. Others would have to claim their expenses from their employer. However, in the
interim the initial decision stood, causing taxation and other administrative headaches for licensees
and their commission-only salespersons.
Consequently, the Institute organised legally prepared letters of appointment for the engagement of
personnel and distributed to all licensees those draft documents, to be created into final documents
according to the actual terms of appointment. Those licensees who were not overly precise with their
paperwork quickly came to accept that it was now necessary to have a formal engagement agreement
signed with every person - and especially so for salespersons classified as contractors engaged on a
commission only basis Almost all salespersons were on commission only remuneration.
With the Institute planning for the introduction of a College of Salesperson in 1995, the membership
category of affiliate was removed, effectively cancelling membership of 1063 affiliate members as
from March 31, 1996. Those who had current approval as real estate salespersons were invited to join
the College of Salespersons, with would give those persons limited membership rights, access to
almost full membership services and at the same time bring them under the coverage of the Institute’s
disciplinary processes.
By 2000, the membership of the following Institute categories were:
Individual licensees

506

Company licensees

790

Associates

1891

As at April 1, 2002, licensees were recorded as employing 12,641 salespersons.

The Term ‘Land Agent’
The original licensed practitioners (and the unlicensed ones as well) were called land agents. After
the renaming of the Dominion Association as the Real Estate Institute in 1923, there were numerous
attempts to get the term ‘real estate agent’ used instead of ‘land agent’, but without success for many
years. The battle in the official arena was finally won with the passing of the Real Estate Agents Act
1963 (at the very last minute, as the Bill was actually drafted as the Land Agents Bill.)
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In October 1967 a Journal article stated that it was surprising to find a number of licensees starting in
business, changing a trade name or forming a limited liability company, who were persisting in using
“the outmoded reference to the profession” of land agent.
An attempt was made in the late 1960s to introduce the American title “Realtor” but it did not catch
on with real estate agents or the public.
Initiated by a Wellington remit to the 1972 conference in Rotorua, it became obligatory for agents to
erase the words land agent from all signs, stationery and advertisements relating to the business
except where the words formed part of the registered trading name, effective within one year. Five
years later the Council asked district committees to apply pressure on members who still used
references to land agents unless the words were included in the company’s trading name.
Life member Stan Gillam, author of History of the Real Estate Institute of New Zealand, Vol. 3,
1978-2001, states the total membership at the time of the 1977 conference in all categories was 2624.
At that time when the Institute was moving to set up a membership category of property
management, it received advice that there was a proposal to independently establish a body to look
after the interests of those engaged in property management. The Institute eventually lost that
opportunity to be ‘home’ for commercial property managers as they established their own institute,
although many residential property managers remained with the REINZ.
At the 1978 conference the national president, Tom Molesworth, expressed his belief that all persons
involved in real estate transactions “should be directly under the umbrella of Institute membership.”
At the following special general meeting two former national presidents contended that the Institute
should be widening its doors. It was reported that total membership for the financial year was up by
338 to 2962 and the 4437 salesmen’s certificates issued or renewed totalled 4437, almost unchanged
on the previous year.

Branches
As stated earlier, joining the founders of the Dominion Association - Wellington, Waikato and
Auckland – between 1917 and 1927 were Otago, Canterbury, Taranaki, Hawkes Bay, South
Canterbury, Wanganui, Nelson, Poverty Bay and Southland.
In 1946, when it became known that some smaller branches could not pay the expenses of their
councillors to attend the annual conference, it was suggested that some smaller branches, notably
Gisborne (formerly Poverty Bay) and Nelson, could become sub-branches of an adjoining branch.
Although this met a mixed reception and did not proceed at the time, in years to come a number of
mergers would occur - for example, Gisborne becoming part of the Waikato/Bay of Plenty District
and South Canterbury merging to become a subdistrict of Canterbury/Westland.
The Auckland District split into two for the formation of the 13th branch, Northland, in 1954. This
was followed in 1965 when the Wellington sub-branch of Manawatu (originally proposed to be
called Central Districts) was given full branch status.
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At the REINZ Dominion Conference, Dunedin, October 1956: Front row, from left): D C Wilson Vice-President,
Canterbury), L M Wright (Mayor of Dunedin), W H Fisher (Dominion President, Wellington). 2nd row: F C Wilkinson
(Hawkes Bay), R M Wilkie (Otago), C K Crawshaw (Gisborne), C G Ranford (Taranaki), G C Gilmore (Auckland), A
MacDonald (Otago), J H Elliot (Otago Public Relations officer). 3rd row: G Grisbrooke-hills (Southland), A M Gordon
(Wanganui), H F Saunders (Waikato), J W Gallatly (Wellington), R H Brookbanks (Dominion Secretary, Auckland), L K
Garlick (Auckland), C S Hunt (Otago), M C Tierney (Auckland), R A Long (NZ Stock & Station Assoc., Otago). 4th row:
A B Kidson (Nelson), A R Bruce (Waikato), J D Arthur (Canterbury), F A J Carpenter (Canterbury), C Guthrie (Otago),
M Campbell (Otago). 5th row: J D Hanning (Secretary, Otago), A D Jolly (South Canterbury), G Gibson (NZ Stock &
Station Association, Wellington). Back row: D H Cavers (Auckland), J MacDonald (Otago), A H Cayzer (Otago), S
Butler (Otago).

At the delegates’ conference in 1977 two delegates successfully moved that a study of district
boundaries be undertaken with a view to consolidating regions and streamlining administration.
However, when the Council came to consider that proposal - and another than the district boundaries
be changed to create eight regions - the Council resolved to let the matter lie until the districts
themselves pressed for changes to the branch structure. It was a matter that would resurface again,
and again.

Salespersons
A proposal that payment of “a reasonable basic weekly sum” be paid to salesmen as from April 1,
1978, marked the start of an ideological difference between members (and, indeed, salespersons)
which to this day has not been resolved. On that occasion, as on other occasions to come, the
proposal was dropped simply because no research had been done, and support was insufficient to
press for such change. Of course, how and to what extent salesmen (later salespersons) were paid was
not directly the business of the Institute and its Council and committees because members generally
considered that those matters were private and confidential between the licensee/manager and
salesperson.
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However, the increasing numbers of salespersons being attracted into real estate sales, with the
promise of extremely attractive incomes for those who became star performers, pressure was kept on
the Institute by members to control the annual intake of new salespersons. It was widely believed that
by having a basic wage, licensees/managers would be forced to recruit more skilfully to avoid paying
wages to sub-performers as opposed to taking on almost anyone and trying them out. Moving to
upgrade the employment relationship between licensees and salespersons, the Institute published
letters of appointment for salespersons and other staff, prepared with the assistance of legal advisers,
and recommended the use of such formal letters of appointment by all agents. Of course, many firms
already had long used such a professional approach, but many others relied only on a simple letter
confirming new staff appointments. But the larger issues of how to control the inflow of salespersons
and even the opening of new offices in areas already overpopulated by real estate offices remain
unresolved, partly because successive Governments towards the close of the 20th Century adopted
the philosophies supporting open competition and the reduction of entry restrictions within trade and
professional groups.
Provision had been made to allow salespersons and other personnel closely associated with real estate
agency to join the Institute as affiliate members. In 1982 dissatisfaction was being expressed by some
full members about some salesperson affiliates who apparently were falsely giving the impression to
buyers and sellers that affiliate membership was a higher professional qualification than that of nonmember salespersons. At that time a total of 5196 persons were officially approved as real estate
salesperson but within three years the national president, Peter Cook, reported to the Institute’s
annual meeting that there had been a huge increase in the numbers of approved salespersons - up
36% on the previous year.
Although it had been policy for many years in the Journal to avoid the use “salesman” - and many in
the industry also used the term “salesperson” it was not until 1988 that the misnomer was addressed
at an annual conference of the Institute. Former national president Merv Neill moved a remit, which
was passed, calling for such a change to be made, and soon after salesperson became widely used. It
replaced “salesman” in all other Institute publications and eventually it was announced that the Act
and regulations had been amended to become “neutral gender.”
In 1996, upon the creation of the College of Salespersons which replaced the Institute’s affiliate
membership category, it was reported that some 3000 salespersons had applied to be admitted to the
college.
It was recorded that 12,641 salespersons were working for licensees as at April 1, 2000.

Remits & Notices of Motion
Proposed changes to rules, statements on ethical practice and the style of real estate agency practice
generally were raised at national meetings from the outset in 1915, more often that not being placed
into the debating arenas as remits or notices of motion. At times up to 50 such items were presented
at the national annual meetings.
Author of the History of the Real Estate Institute of New Zealand, Vol. 2, 1915-1946, W J A
Thomson, wrote:
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“The Seventh Annual Meeting was faced with an average crop or remits, none of which was of
outstanding importance. Many of the remits brought forward over the years at these annual
meetings were of real value, but many were stillborn and did little more than afford delegates
the opportunity of exhibiting their debating skills.”
It is clear from readings of reported discussions and the decision-making on remits and notices of
motion that such forums allowed delegates or all members at open meetings to “chew the bone,” so
to speak. It is fascinating when reading the full version of the history of the Institute and perusing the
archive of Journals how various issues appeared to be sometimes supported or defeated according to
the weight of emotional, parochial and even superficial arguments expressed. On the other hand,
often very significant and far-sighted decisions emerged from that energetic debating.

An historic photograph from the REINZ Conference/AGM in Hamilton in 1998: From left, Sue
Brown and outoing REINZ president Colin Brown with special guests, the Maori Queen, Te Arikinui
Dame Te Atairangikaahu, and the president of the USA National Association of Realtors in the USA,
Layne Morrill and wife Brenda.

Forms and a ‘Universal Tariff’
At the second annual general meeting of the Dominion Association in 1917, the Waikato Association
reveal what was to become its enduring penchant for moving ground-breaking remits/notices of
motion that continues to this day. Waikato moved:
“That it is highly desirable that a uniform ‘Authority to Sell’ and ‘Agreement for Sale and
Purchase’, also, a ‘Uniform Tariff of Commission’ be adopted throughout the Dominion as
quickly as possible and that the tariff of our Association is the most equitable one.”
Easier said than done.
Although the national association was a grouping of “like-minded men” it came to pass that
personalities and deep-seated regional practices and Government delays with legislative updating and
its economic policies of the day would determine the development of two such fundamental bulwarks
to the nationalisation of real estate agency practice. In fact it would be many, many years before a
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‘universal tariff’ was generally adopted throughout the land. Eventually it was abandoned after being
ruled incompatible with the Government’s programme launched in the 1980s aimed at creating a
more open and competitive business environment within New Zealand.
It was way back at the Dominion Association’s conference in Dunedin in 1925 where it was stated
that a uniform tariff had been adopted for the South Island.
A year later an Institute subcommittee optimistically reported that uniformity in respect of tariff “is in
sight” but apparently an unresolved difference between Auckland and Wellington commission rates
led to other North Island Associations backing off from committing themselves.
In 1929 it was reported that Wellington had amended its tariff to conform to the majority of North
Island Associations.
A subcommittee later reported back to the national conference that a commission scale for the North
Island, as suggested by Auckland, was recommended with the proviso that a charge of 5% be on the
first £300 except for Hawkes Bay which would retain its present tariff (5% on £500).
The ensuing debate was lively, assisted by Mr Cox (Hawkes Bay) who suggested that as the matter
affected North Island members, he did not think that South Island members should speak on it. The
champion for those who disagreed with that comment was a very popular past national president, Mr
Deans Ritchie:
“I am a delegate to this conference, and as long as I am a delegate, I am going to vote as I think
fit.”
The matter was referred back to the subcommittee to try to make further progress.
It was reported in 1930 that Poverty Bay, Hawkes Bay and Taranaki were prepared to come into line
with the rest of the North Island provided attempts were made to get a definite New Zealand tariff. In
an endeavour to get the break-through it was suggested that if agreement on one universal tariff could
not be reached, then perhaps there could be one for the North Island and one for the South Island. At
that stage the commission in the South Island was 5% on £500, whereas in the North Island it varied
from 5% on £300 to 5% on £500.
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The years passed and in 1945 it was reported that the goal of a universal tariff had been reached subject to the approval of branches - of a rate of 5% on the first £500 on sales of freehold property.
There was further delay before the matter was finalised, partly due to the Institute’s own rules and
delays in getting Price Tribunal consent. Although the official history of the Institute, Vol 2, reports
that conclusion came in 1950, when a detailed Dominion scale of charges was printed, in a rummage
through REINZ archives in 2002, this “Tariff of Commissions” illustrated above was found – dated
1946. Perhaps it was not implemented until 1950 as the earlier report states. Whatever, the rates in
this little publication of 1946 and the rates gives for 1950 are identical: On sales of freehold property
the commission was 5% on the first £500 and 2.5% on the balance up to £50,000. On sales exceeding
£500,000 the rate was 2.5% on the first £50,000 and 1% on the balance.
This long awaited schedule remained unchanged for many years. This eventually frustrated members
of the Institute who felt they were entitled to have their schedule updated periodically to preserve
established margins. Finally the Minister of Justice announced that perhaps some changes could be
made if they could be justified by the findings of an independent study. The Council accepted this
idea as better than nothing but rather surprisingly the responses from the 237 licensees receiving a
questionnaire from the investigating accountant “was very poor.”
Author of History of the Real Estate Institute of New Zealand, Vol. 2, 1946-1978, Victor Murray,
wrote:
“The matter came to a head at the annual meeting of members in Rotorua on September 26,
1972. A plea of urgency had been made during the year by a group of Auckland members and
it was felt that a showdown was imminent in view of the fact that some of the more active
members had gone to the meeting armed with proxies. Before the meeting opened 11 members
lodged 133 proxies . . .”

National president E M Harcourt . . . Institute must act legally in this matter.

Commenting on the general feeling throughout the industry, national president Ted Harcourt, at that
meeting said there were some for and some against the proposal to lodge another application for
adjustments to the scale of charges and those who wished to force the issue. He would not be party to
any illegal action which would adversely affect the Institute. There appeared to be too many licensees
and salesmen in the industry - an increase in numbers reflected a decrease in incomes. He suggested
that perhaps it would be better for members to put their own house in order first.
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Despite the proxies used, the motion to initiate an amended scale of charges was defeated by 105
votes to 83.
Earlier, Mr Harcourt had reported to the Council annual meeting that the previous year there had
been optimism that the Minister of Justice would be recommending a new scale at a flat 3%, but Mr
Riddiford’s illness and then retirement left the Institute to deal with a new Minister, Sir Roy Jack
who advised that in view of the Government’s anti-inflationary measures he was unable to approve
any increase to the scale.
The Institute pointed out in 1974 that the estate agents’ average free for an average sale had fallen in
percentage points from 4.99 in 1935 to 2.59 in 1974, to little avail. The following year a legal opinion
advised that the current economic stabilisation regulations would preclude any application for a
review of the scale from succeeding.
From then, the matter continued to be pursued and in August 1977 the Council announced it had
established a new scale of professional charges to take effect from August 15. The main change was
the introduction of a basic fee of $100 and a rise in commission to 3% on the first $100,000 and
thereafter 1.5%. At the same time the Institute sought legal advice about its planned implementation
of the new scale - whether sanction would be required from the Government or the Price Tribunal.
The reception from newspapers was far from encouraging. Some of the published comments were
hostile, calling the new rates a very large rise.
The Prime Minister, Mr Muldoon, told the Institute to revert to its former scale - or else. He
questioned the Institute’s right to make such an increase and said he would soon authorise a
regulation that would withdraw that right if it existed.
The secretary for the Trade and Industry Department advised that it would carry out an investigation
of the new scale. That would take time.
In view of such reaction, the Institute withdrew its new scale.
At this stage the Real Estate Agents Act 1976 was due to come into force on April 1, 1977. Under
that new Act, the Institute had power to prescribe fees on its members’ behalf without reference to
the Minister of Justice. However, according to a Department of Trade and Industry, any increase in
fees would become subject to the provisions of the Prices Regulations 1974 - a ruling that the
Institute’s legal opinion from R E Harding, QC, did not agree with.
It was eventually decided to work the proposals through with the department and assist with its
survey. The department advised in due course that it did not have the manpower to conduct the
required survey and said no early decision was anticipated unless the Institute was prepared to assist.
The Institute commissioned an independent survey, with the independent assessors, the Institute and
the department finally agreeing on the terms of the survey.
After studying the survey report the department wrote to the Institute to confirm agreement with the
scale sought by the Institute, except that instead of the commission charge of 3% the commission
would only be 2.75%. The department also agreed on an amendment to the charges for leasing.
The announcement of the new scale of charges on August 12, 1978 reportedly “passed almost
unnoticed by the press”.
At the Institute’s conference in Dunedin six weeks later the president, Tom Molesworth, reported
that it was very satisfying both personally and to members of Council that the results of the survey

23

vindicated the scale which was adopted by Council last year and which had to be deferred by
Government decree. He praised members who had assisted in the survey.
A review of the leasing, letting and property management sections of the scale of charges
commenced in 1984, with the intention to remove them from the scale as from April 1985.
The scale was finally abandoned with the introduction of the Commerce Act, and at the 1987 annual
meeting national president Peter Cook complimented members on their response to the revocation of
the scale, adding the following its removal, with very few exceptions charges had remained
“remarkably steady in a market having one of the lowest commission rates in the world.”
In respect of a call in 1917 for some ‘universal’ forms, action was almost immediate in comparison
for the wait for a universal tariff. The Dominion Association referred the matter of sale and purchase
agreement forms to its solicitor, requesting that a clause be inserted referring to the Finance Act,
1918. The secretary was instructed to advise solicitor Skerett, KC, “that land agents do not like their
agreement to contain anything very formidable or which might cause suspicion or hesitation in
getting them signed” - wording that reflects opinion in at least some quarters even to this day!
By 1919 the national executive had issued authority forms to affiliated bodies, but as the national
body was considered more of an advisory body than a superior body to its independent affiliate
associations, the national executive diplomatically stated that associations were free to continue using
their own forms if so wished.
Other forms were produced and revisions occurred from time to time.
During the 1967 conference at Wairakei it was disclosed that the Auckland District Law Society had
printed and distributed to members in its district a new form of agreement for the sale and purchase
for urban sales. It was very different to the Institute’s form and negotiations were underway between
the ADLS and the Auckland branch of the Institute to reach an agreement on a form acceptable to
both parties and, ultimately, to the national body. This commence a long-lasting publishing
arrangement between the ADLS and the REINZ which led to a joint agreement form being
distributed and legally recognised throughout the whole country, and the production of other joint
forms would follow.

National Headquarters
The original home of the Dominion Association was Wellington, simply because that was where the
national body was formed in 1915, and more particularly, that was where its foundation secretary, G
R N Wright, resided. Having those earliest meetings in Wellington must have been a financial burden
to the host Wellington Association and its principal officers but no complaints were recorded and
indeed their hosting became legendary and set the standard for other regions to follow.
The first meeting to be held outside Wellington was the eighth AGM in 1922 in Christchurch,
hometown of the then national president, H W Heslop. It became practice, which continues to this
day, to hold at least one AGM/conference within the district of the current president during his term
of office (usually two years).
The national office of the Institute remained in Wellington until 1924 when it shifted to Auckland
when W J A Thomson was appointed secretary. That move north was to remain a smouldering issue.
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It was often reported on discussions at conferences that the national office should be in Wellington.
According to Victor Murray, author of the History of the Real Estate Institute of New Zealand, Vol. 2,
1946-1978, this pro-Wellington lobby “culminated in a decision at the 1975 conference in
Christchurch that suitable property should be sought in Wellington for the purpose of siting
headquarters there. This, however, was not followed up.” In fact, the real reason for that proposal was
the expectation that when new legislation passed and if it created a licensing authority, that the
authority was likely to establish itself in Wellington so the Institute should therefore shift to be in the
vicinity of the authority. As it turned out, the licensing board, once created, decided to locate in
Auckland and look up premises diagonally opposite the Institute’s national office in Wakefield St.
R A W Barnes was appointed as the Institute’s first full-time secretary in 1961 and the first national
offices of the Institute were established in the MLC Building, opposite the Auckland Town Hall in
Queen St, operated by secretary Barnes and an office assistant. The Auckland branch of the Institute
engaged Ron Barnes as its secretary, and although the branch later engaged its own secretary (and
eventually more staff) ever since it has rented office space in the Institute’s premises.

74-76 Wakefield St, where the site was shared by REINZ HQ and tenants.

The Institute moved in 1966 to its own national headquarters in refurbished premises at 74-76
Wakefield St, just a little distance away from its vacated MLC offices. Many members assisted in
that momentous step up by helping to finance the Wakefield St purchase and development by taking
up £25 debentures bearing 5% interest (these debentures raised £23,450, a considerable sum in those
times).
The Institute’s senior life member, Mr Foote (Timaru), who was national president in 1925-26, spoke
at the opening ceremony on September 16, 1966. He said:
“The Institute’s seal, freely translated, says ‘Happy is the man who owns his own home’. Now
we at last have followed our own advice.”
In time, due to the increasing workload requiring more staff, extensions were made to the national
office premises in 1972 and again in 1977.
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In 1982, at a time when there was pressure on office space at the national office, there was discussion
on a report about the possibility of relocating the headquarters in Wellington - but reaction to the
suggestion appeared to be mostly negative.
An offer from a developer to buy the Wakefield St property was declined by the Institute but later
when a new offer from the firm was received, the Institute began looking for new headquarters and
settled on a two-storey stand alone building with carparks at 202 Parnell Rd. The Parnell Building
was officially opened by the Minister of Housing, Helen Clark (years later to become Prime
Minister) on December 4, 1987 and remained the head office of the REINZ at the time this Vol. 3 of
the Institute’s history was being compiled.
[In 1992-93 a property was purchased by the Institute in Newmarket which was leased to the
Real Estate Licensing Board which relocated from its Wakefield St premises.

The new national headquarters at 202 Parnell Rd shortly after the facelift to the new premises and staff shifting into it
from the Wakefield St premises which were sold and later demolished.

Discipline
In the late 1950s attempts were made to introduce a system of arbitration for the settlement of
disputes between members. But in 1958 it was revealed that the Wellington Branch faced a serious
legal problem when a member refused to submit a dispute to arbitration because he felt there was not
dispute or difference within the meaning of the rules. The following year the rules were amended to
strengthen the application of the Arbitration Act under the Institute’s rules and a disputes committee
was appointed. In 1969 further changes were made to the rules and it was decided that the
disciplinary committee would comprise three members, one of whom would be a barrister and
solicitor selected by the branch, but not being the branch’s solicitor.
Over the years the Institute’s disciplinary system has been refined and expanded in dealing with
public complaints but the administration preferred to have members settle their disputes
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independently, though often Institute offices were made available for such purposes. A lot of effort
has been put into training and overall supervision to ensure that the regional disciplinary
subcommittees carry out their effectively and fairly and that investigations, hearings and decisionmaking achieve consistency throughout the country.

Journal
Foundation member J H Jackson (Auckland) suggested to fellow delegates in 1915 that “a journal”
be published. But other issues and the Great Depression pushed that idea into the background until
August 1938 the very first issue of the Real Estate Journal appeared. The quarterly or less frequent
publication was suspended shortly after the outbreak of the Second World War and publication
resumed from August 1946.
In the early 1950s a professional journalist, E V Sale, was commissioned to produce articles for the
Journal and it gradually was built up into a ‘trade’ publication of high quality, while at the same time
remaining a one-person production operation.
The Journal appeared bi-monthly from October 1968 and monthly in 1990.

The Journal of December 1999 was an End-of-the- Century special issue.
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Education
The drive to raise professional standards of members and their personnel began after the Institute had
slowly built up its membership base from 1915. But direct involvement was even slower coming, no
doubt because the fledging Institute for many years remained more of an advisory body, with
Associations members operating totally independently.
In 1925 a code of ethics submitted by the Canterbury Association, referred to as “The Ten
Commandments” was adopted by the national body “for voluntary use.” Within a year four
associations had adopted the code, two had not and three were reportedly undecided, which doubtless
presents the rather fluid state the national body and its affiliated Associations operated in those times.
Also in 1925, and significant in historical importance, the first examination committee which was
one of the most powerful committees to be set up in the Institute’s history, submitted its first report.
This pioneering national committee comprised H W Heslop (national president 1922/24), L Deans
Ritchie (national president 1918-1919) and P B Foote (national president 1925-27).

The Institute’s first Examination Committee, comprising Messrs Heslop (left), Deans Ritchie and Foote.

The big news at the 1927 conference was the performance of candidates in the Institute’s first
professional examinations. There were 111 entrants, 95 of whom sat the examination, 74 obtained a
full pass, 14 passed in two subjects and only 7 failed all three papers. Based on low numbers engaged
in real estate agency in those days it was an extraordinary performance, never to be repeated, and in
fact examination candidates in following years tailed off quite alarmingly. But 1927 was a time for
real celebration and pride. All three members of the First Examination Committee sat and passed the
examination with Messrs Deans Ritchie and Foote (the then national president) achieving very high
marks. But it was another former national president, H J Duigan, who inspired others in his local
Association in Wanganui to study for the examination that was the standout story. Little Wanganui
had the most candidates of any centre, with 20, of whom 17 passed all three papers. Continuing to
lead by example, Mr Duigan himself clocked up marks of 95, 92 and 90 out of 100 for each paper!
This educational euphoria would have masked the examination committee’s earlier disappointment of
learning that the University of New Zealand had advised that it was unable “to have the Institute’s
examination programme brought under the auspices of the University.” Another problem would be
the looming Depression, during which and for some time afterwards the numbers sitting the
28

Institute’s examinations tailed off badly until a revival occurred from 1949-50 with the updating of
the syllabus.
An innovation occurred in Christchurch and Auckland in 1959 with the formation of study coaching
groups where in each centre weekly classes were held under the tutorship of a barrister and solicitor,
covering the whole syllabus as an alternative to study by correspondence.
A new examination policy, developed in association with the Technical Correspondence Institute,
occurred in 1966 with the new examination syllabus comprising six papers taking over from the old
3-paper syllabus. The TCI was confirmed as the only REINZ approved tutorial body.
Cross-credits in examinations were agreed to between the REINZ and the Valuers Institute to
commence in 1973.
New education standards came in with the Real Estate Agents Act 1976. Students were then required
to complete stage one of a new syllabus before making application for a salesman’s certificate. TCI
quickly set up the preliminary course, as stage one become known and was complimented by the
Council for its rapid response and for the quality of the written assignments.
Desire for the establishment of a diploma course at a university were rekindled in the early 1970s and
in 1974 the Council formed a subcommittee to look into all aspects of education to set a framework
to serve the Institute membership for the next 10 to 15 years. A principle recommendation was for a
4-stage education programme, beginning with a course for intending new sales personnel, stage two
would be for sales personnel to progress on to qualify for associate membership of the Institute, stage
three would qualify a member academically as a licensee and stage four would relate to postgraduate
study and continuing education. Massey College (later to become Massey University) expressed an
interest in introducing a Bachelor of Business Studies degree with real estate management as a study
option. Massey announced it 1977 it had commenced planning for such a degree course to commence
in due course when funding was available.
The Institute appointed Mrs R McGregor as its first education officer. A new 10-paper education
syllabus began in the 1980s, first with two papers as a prerequisite for a salesman’s certificate, papers
3 to 6 for qualified person’s status and papers 7-10 for associate status, the full effect of the syllabus
to apply from January 1, 1984.
In 1983 it was reported that the new preliminary course had settled down and that the Justice
Department was hopeful that the education system would relieve the Institute of the QP system in
due course.
Through the establishment of the Real Estate, Valuation and Property Management Foundation, landrelated bodies were contributing to the funding of property-related degrees and diplomas at Massey,
Auckland and Lincoln Universities. By 1990 the REINZ had contributed $43,000.
In 1993 new education officer Joanne Birdling informed the Council on the process of getting the
Institute’s qualifications on to the framework of the new New Zealand Qualifications Authority and
Council responsibility in acting as an Industry Training Organisation from September of that year. It
was reported that the unit standards were to be completed by December 1994 and the qualifications
and completed units registered with the NZQA framework in March 1995. Delivery of the new
National Certificate in Real Estate was due to start in January 1966 and the National Diploma in Real
Estate a year later.
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Like the First Examination Committee before him, life member and former national president Bill
Matthewson was a leading hand in the development of REINZ education through the 1980s and into
the 1990s.

Following the example of the outstanding contribution by some earlier presidents/pastpresidents to the development of REINZ education standards, Bill Matthewson of Tauranga
gave exemplary service to education before, during and after serving as national president
1984-1985.

The Institute, having being criticised through earlier surveys and member comments at meeting for
failing to adequately communicate with members, was soundly criticised by some members in 1993
for planning to increase the level of education for branch managers (the level which replaced and
upgraded the QP qualification) without first having advised district committees and members
generally of that intention.
A former national president, Ron Hewitt, responded by saying that the industry was under greater
political and public scrutiny than every before and branch managers needed more education.
However, the 21st Century would arrive without the Institute being able - through lack of solid
support - to introduce compulsory ongoing education for all, especially licensees. Nevertheless,
entry-level standards for salespersons and standards for higher qualifications had risen to appropriate
professional levels - achieving the dreams of those early pioneers pushing for real estate education
standards to reach university level.

‘A Land Agent’s Duty . . .’
The 1930 conference was held in Napier, under the presidentship of T H Gill (1929-30). By this time
the Depression was ravaging business throughout New Zealand. At that earlier 1930 conference Mr
Gill reported that indications were that there would be no quick recovery . . . “land agents should use
their every endeavour to combat the elements of pessimism and in that manner also do something for
their town and country.”
That stimulated a former president, Mr Foote to offer this appraisal:
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“The land agent’s duty is to the public. He will only exist as long as the public has any use for
him, and as long as he satisfies he will remain.”
Tragically, Mr Gill was killed during the Napier earthquake when attempting to rescue a staff
member. The Institute initiated fund-raising activities to assist the rehabilitation of surviving
earthquake victims.

The caption on this photograph reads: “Gill Bros Auction Mart, Hastings, destroyed by
earthquake 3rd February 1931 in which Mr T H Gill, past-president, REINZ, lost his life in a
gallant attempt to rescue an employee.”

Public Relations
The Institute budgeted for spending on public relations activities - originally called propaganda when subscriptions were raised in 1951 to produce £1000 annually for that purpose. Spending began
with the passing of the Land Agents Act in November 1953.
In the 1960s two Auckland newspaper journalists were commissioned to produce articles, ‘Real
Estate and You’ and a companion series, ‘Looking at Real Estate’ which were distributed to selected
newspapers as a complimentary information service for their readers. Thereafter newspapers, ranging
from metropolitan dailies to rural community newspapers often used and re-used articles from those
series in special property supplements and/or in their regular real estate sections.
That liaison with the press was good public relations, or was it too good? The Wellington branch of
the Institute commented that the articles had so educated the public “that many are now proceeding
with [property] transactions on their own account.”
In 1974 the Institute engaged public relations consultants, Eric White Associates, to prepare and
implement a PR programme “aimed at achieving greater recognition and at ensuring better liaison
with Government”. But, as happens within membership organisations and even companies, there
tends to a philosophical difference between those who see the value in funding well-targeted and
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well-managed PR programmes and those who resent money being invested in areas that do not
produce a very transparent result that can readily be evaluated. So from that period onwards the
debates and powerful persuasion against spending on many PR programmes have been almost as
persuasive as those who have pushed for commitment - though in many instances the criticism was
aimed at achieving greater accountability for justifying such expenditure.
It was apparent that with the great diversity of personalities, sizes of businesses and focus on
particular sectors of the market that unanimous support would never be achieved from the
membership. But it was agreed at top levels that investment in PR could achieve very positive results
especially from image-building, and over the years huge amounts of money have been spent on
everything from ‘Meet your friendly local real estate agent’ type of interfacing to full-blown
advertising campaigns running over several months on national television.
In 1977 the Institute appointed a new Journal editor, Graham Reddaway, who also was required to
act as public relations office. Soon afterwards the PR contract with Eric White and Associates was
terminated, others were contracted to conduct short-term campaigns but eventually the Council
accepted the need to permanently maintain on standby a firm of PR consultants in Wellington.

A series of promotional ads for the REINZ and its membership, fronted by TV personality Dr Brian Edwards, ran on
national television in the mid-1980s. Here one of the advertisements is being filmed.

A trial scheme to collate mortgage interest rates from leading lenders early each month and distribute
the information in chart form was authorised by the REINZ in 1990 for distribution under the
Institute’s name to the news media and other parties, including the Government. This quickly became
sought after and upon becoming a permanent service has been one of the Institute’s successful PR
ventures. Undoubtedly a star performer in the area of PR for the Institute has been circulation to the
media, MPs and selected organisations of the Institute’s monthly statistics since the late 1980s. In
turn, the production of that statistical data from information supplied by contributing licensees has
been acknowledged by some members as one of the best services they have received from their
Institute - which is good PR from within!
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The Canterbury/Westland District of the REINZ, in association with the Christchurch Press,
ran a number of most successful Home Buyers Seminars in the 1980s. They were often
packed with citizens eager for knowledge.

Overseas Contacts
A small party of New Zealand real estate agency personnel attended the New South Wales Real
Estate Institute’s golden jubilee convention in October 1960, and that is believed to be the first
organised overseas group tour by real estate agents. Since then a number of groups have left on visits
to Australia and to places much further away, including the international conventions of the National
Association of Realtors (NAR) in the United States, FIABCI (the Paris-based International Real
Estate Federation) and APREF (the Asia-Pacific Real Estate Federation).
In turn, real estate groups from many countries have visited New Zealand and in more recent years
representatives of the Australian Real Estate Institute and the Queensland Real Estate Institute have
attended the conference/AGM of the REINZ, and vice-versa. On a number of occasions since the
1990s the current president or a senior presidential nominee of NAR has attended the Institute’s
AGM and in recent years it has been customary for the national president and executive director of
the REINZ to attend the NAR convention as official representatives.
This special relationship between the NAR and REINZ was formalised in 1971 when the Institute
affiliated with the NAR and the national presidents became honorary members of the other
organisation during their term in office.
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In the early 1970s New Zealand joined APREF and later became a member of FIABCI. An offer
from the REINZ president, Ted Harcourt, to APREF to hold its 1976 congress in New Zealand was
accepted and at the conclusion of that congress in Christchurch - the first international real estate
gathering to be held in New Zealand - Mr Harcourt was elected president of APREF, and served in
that post with distinction. The REINZ secretary-manager, Ron Barnes, was elected deputy secretarygeneral of APREF. New Zealand was formally inducted to membership of FIABCI at the 1977
congress in Amsterdam.

The opening session of the APREF Convention underway at Christchurch in October 1976.

The APREF congress was held in Auckland in 1993, attracting many overseas delegates, and as a
result of registrations and very generous support of sponsors, the following year a net profit in excess
of $4000 - after expenses and donations to charities - was transferred to FIABCI as an ex gratia grant
to cover expenses.
Two years later the Institute moved to discontinue involvement with FIABCI and instead focus on
strengthening its real estate links with Australia and the USA.

Diary & Handbook
The Institute’s first diary and handbook appeared in 1959 with a print run of 500, of which 450 were
sold. Over the years scores of other publications have been issued, with the Sale and Purchase
Agreement form for residential property – in its various upgrades – being almost as old as the
Institute itself. During the property ‘boom’ of the late 1980s sales of this form topped 250,000 in the
peak year. The diary, of course, became something of a real estate ‘Bible’ to past generations of
licensees, managers and salespersons.
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This is the earliest of the Diary & Manual that could be located (in 2002) in the REINZ
archives – it is the fifth in a long line that have been published. Noel Jones of Nelson was
listed as the national president. The “Scale of Professional Charges” showed commissions
on freehold were unchanged on those in the “Tariff of Commissions” folder dated 1946.
Auckland agency listings spanned a mere four pages at a time when Auckland phone
numbers were five and sometimes six digits while agents in small centres had three or fewer
digits to remember and recite - Matamata Real Estate Ltd, for instance, was Phone 4. Stamp
duty on a mortgage was 5 shillings and the Manual was where the real estate salesman could
confirm that 9/10ths of a link equalled 7.1 inches and one found the capacity of circular
tanks, when asked, by multiplying the diameter by itself and then by five times the height. For
example, if the diameter were 6ft and the height 6ft, the real estate salesperson would
mentally multiply 6 x 6 x 30ft and nonchalantly declare – “1080 gallons, approximate
capacity”.

Fidelity Guarantee Fund
When the first Land Agents Act was passed in 1912, according to a review on this subject by the
national president, R S Newcomb in 1950, insurance companies charged a premium of £5 for the
£500 bond required to be held in the name of each licensed land agent. Representations were made to
insurance companies to reduce the premium, but they declined. That prompted in Auckland the
formation of the Land Agents Guarantee Company Limited for the purpose of issuing land agents’
bonds. The bondholders were the shareholders, that is before a bond would the issued the applicant
had to take up a £50 share.
Wrote president Newcomb in 1950:
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“As far as the cost of bonds is concerned this company is possibly unique. In the whole 36
years of its existence there has not been one claim.”
However, the company had attracted only 95 shareholders.
After negotiations, the Institute decided that to prepare for bonding provisions under the upcoming
new Act, it would levy members up to £10 and buy out of the shareholders of the guarantee
company, and with the cooperation of the directors of the company a mutual working arrangement
proceeded as a stop-gap measure and it was agreed that the nominal value of shares in the company
(valued at £10,000) would be reduced to 500 shares of £20 each instead of 200 shares at £50 each.
These negotiations continued because the introduction of new legislation was delayed. By 1955 the
company had been 43 years in existence without a claim on it being made and, further, 75% of each
bond was underwritten by the New Zealand Government State Fire and Accident Insurance Office.
With the new arrangement with the institute in place, 34 members took up shares in the restructured
company and were issued with bonds.
The following year it was reported that further applications for bonds had come from agents in many
parts of the country. With the on-going delay with new legislation, the Institute continued
involvement with the bonds company while building up its own fidelity guarantee fund, the target
being at least £30,000.
Initially the bonds were for £5000, but they later rose to £2000 and a little while after the longawaited passing of the new Act in 1963 the bonds were set at £10,000. Interestingly, when the new
Act provided for a fidelity guarantee fund to replace the land agent’s fidelity bond scheme, and the
new fund was brought up to its minimum level, the bond scheme could not be immediately wind
down after it issued its last bond because claims could have been brought against the company for a
further six years under the Statute of Limitations. It was eventually reported that “the first and only
claim against the company to be successful came several years after the Institute’s fidelity fund was
established (February 1, 1965).”
The foundation chairman of the fidelity fund management committee was Stan Gillam, author of Vol.
3 of the history of the Institute.
In 1967 at the conference at Wairakei it was reported that the fidelity fund was only $13,400 short of
the minimum of $150,00 sent down by the Act as the figure at which the fund was to become full and
contributions would cease. It exceeded that minimum by $21,000 during the next year.
Delegates were shocked to learn at the 1972 conference in Rotorua that the Inland Revenue
Department had ruled that the fidelity fund was liable for tax on income received. Also caught in this
ruling were the funds of the Stock Brokers Association, the New Zealand Law Society and the New
Zealand Society of Accountants. Representations for exemptions were refused by the Minister of
Finance. Eventually the Institute in 1973 had to pay tax amounting to $19,191 for the years from
1967.
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The REINZ National Council of 1993-94. Front row, from left, Cathy Allan, Eric Keys (Executive Director), Dick Kirk
(President), Kent Prier (Vice-President), Joan Harnett. Middle row: Brian MacPherson, Clyth MacLeod, Colin Brown,
Dale Simpkin. Back row: Rex Hadley, Andrew Harcourt, Don Kindley.

By 1994 the Fidelity Guarantee Fund had exceeded $1 million, and with multi-office real estate
companies holding huge sums in their trust accounts it was decided to take out a ‘catastrophe’ cover
on the fund. It was reported in 1996 that ‘catastrophe’ insurance cover had been taken out for the
fund for $5 million, costing $30,000 annually.
Successful claims against the fund were still quite rare, though in the 1994 financial year one claim
for $28.000 had been paid out involving liability resulting over a farmed out licence.

Professional Indemnity
Insurance cover against some of the risks of being in business is considered essential today but even
so it is a relatively recent protection scheme.
The REINZ was offered a scheme in 1965 by a firm of brokers who had established a professional
indemnity facility for the New Zealand Law Society. Late in the following year the brokers were
authorised to make a direct approach to members of the Institute, but only 19 took out cover.
Another move came in 1971 when a Hawkes Bay remit was carried asking the Institute to investigate
the matter further. The following day a solicitor addressed the conference on the subject, and make
members aware “of their vulnerability in very clear terms.”
Unfortunately, it was found that only a very few insurance companies were at all interested in
offering PI cover and the Institute, perhaps wisely, hesitated about setting up its own fund when so
little background information about claims, premiums and trends were known. It was eventually
decided to support the formation of a society - rather than set-up a company with the statutory
minimum requirement of $100,000 capital - under the Industrial and Provident Societies Act 1908, to
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be called the Real Estate Insurance Society. The society would have no fixed capital but would issue
shares to members, the number of shares determining the amount of capital. The target date for
commencement of business was set at April 1, 1975.
The society was located at Hamilton, where its chairman, Institute stalwart Bruce Lugton, resided,
rather than being based at the national office of the Institute, as it was a separate organisation
belonging to its contributing members.
The society budgeted for $10,000 to be lodged as required with the Public Trustee under the
Insurance Companies Deposits Act but then came a bombshell - the Government was to increase the
deposits required to $500,000 from all insurance companies starting business after July 26, 1974.
The society made immediate representations to the Minister of Justice to use discretionary powers to
give the society an exemption to this new provision, but the long wait to finally get that approval
meant the society delaying its start-up by a year.
In its annual report in September 1978, the society reported its funds had risen to $32,703, and net
profit after tax was $8530. The society had been advised of seven possible claims during the year but
none had been proved by the time of the annual meeting.
In 1988 it was proposed that the REINZ should take over the Real Estate Insurance Corporation
following a study of the society’s financial position, future prospects and the importance of the
service it provided to members. It was decided to incorporate the society as the Real Estate Insurance
Company Limited with a board of six directors, two to be appointed by the REINZ, and that the
Institute would fund the society by a further $100,000 to be covered by way of preference shares.

Galloping Inflation
The volatile nature of the real estate business cycle has its origins lost in history. However, members
of the REINZ (and Dominion Association before it) had the extremes of two World Wars and several
depressions, including the Great Depression of the early 1930s, as stark reminders that times can
change - dramatically. And a reverse influence can also apply when supply, demand and values in the
property market run riot.
Inflation soared as a result of growth beginning in the 1960s and accelerating into the 1970s. In 1973
the Institute’s bemused retiring national president, Ted Harcourt reported:
“The mind boggles at the prospect of reviewing a year which embraces a change of
Government, the most active market ever, galloping inflation, speculators on the chopping
block, landlords being eliminated, nuclear bombs in our backyard, strikes and industrial unrest,
skyrocketing costs and ever-present over-population in the industry.”
Many members said that the 1972-73 year provided the most buoyant market that they could recall,
with property prices rising 16.8% on the previous year.
In February 1974 new president Ralph Simpson wrote:
“For most of 1973 most of us enjoyed the warm climate brought about by a continuing
unlimited supply of mortgage finance. We had the wonderful situation of banks almost begging
use to borrow for our clients and happily arranging short term bridging finance. We had a
lovely situation of the majority of legal firms ringing and informing use of the countless
amounts of trust funds they have to invest. We have had insurance companies and building
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societies all in the lending field to a large extent. The suddenly, almost overnight, in midNovember the wells ran dry and now the wind blows cold.”
The Government, of course, had to move hard to avoid the country being blown apart financially.
Introduced in Parliament were the Property Speculation Tax Bill, the Income Tax Amendment Bill
and the Rent Control Bill. At one stage the Minister of Trade and Industries called for a report on the
effect auctions were having on escalating values, this for the purpose of prohibiting or controlling the
sale of residential property by auction. However, the sudden drying up of finance change things
dramatically. The bubble had burst.
This led to a call at the 1974 conference for the Institute to establish a finance society. However, this
did not proceed because of legal obstacles and technicalities, together with an apparent lack of
enthusiasm among the membership.
Gradually the pressures on the economy eased.

Rent Collection
It was presumably with great satisfaction that the Institute head office released this report in 1979-80:
In reply to the Institute’s request for clarification on the question of leasing, letting and
collection of rents the Police Law Office confirmed that the following persons were required to
be licensed under the terms of the Real Estate Agents’ Act 1976.
1. Those persons who for a fee collect rent and also advertise in the newspaper when one of
the buildings becomes vacant.
2. Where a person who collects the rent for a fee, advertises when the premises become
vacant for new tenants and also periodically checks the premises to see that they were
being kept in good repair and the like.
3. Where a person collects rents for a fee, advertises vacant premises, periodically checks
them and additionally takes people to view them as possible tenants.
4. All the numbers 1-3 categories applying as above but including actual signing contracts
with new tenants (a) on behalf of the owner or (b) arranging the signing of the contract
between the new tenant and the owner direct

Imperial to Metrics
A massive change occurred in New Zealand in 1967 when the country changed from sterling
currency (pounds, shillings and pence) to decimal currency (dollars and cents). Then, by the early
1970s preparations were being made for the metrication of weights and measures, including land
areas.
Agents were reasonably quick, in most cases, to use metrics (initially, in dual currency form) in their
advertisements but it took a great deal of time amid some stubborn resistance, before everyone began
- repeat began - thinking, talking and writing in metric measurements. More than 30 years later, at
the turn of the century, there would still be oldtimers - and some not so old - still struggling to come
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to terms with metrics. At the same time a younger generation coming into their midst in business or
as clients who had never seen a pound note or had any idea how many miles away was the UK.
By mid-1975 the process of moving into metrics in land measurement had advanced to the stage
when the Metric Advisory Board was able to declare that all areas exceeding four hectares (about 10
acres) would be expressed in metrics from January 1, 1976, even if the basic information was in
imperial measurement.
Legally, from April 1, 1978, no one could deal in anything other than metric units but tolerance,
applied education and an extended phasing in period occurred.
The Institute took a pro-active part, becoming involved from the early days of planning for the
introduction of metrics. By mid-1978 the Council was appealing to all agents to use metric units and
it suggested to the Metric Advisory Board that it believed the Board should instruct newspapers to
enforce the use of metrics by refusing to publish advertisements which did not use them.
Agents involved in rental and leasing transactions were still quoting in square feet instead of square
metres at the arrival of the 21st Century, claiming their clients preferred it that way. They argued that
the perception was that premises “seemed to be larger to them when described in square feet”.

Sunday & Other Trading Trends
Growth in the development of beachfront and lakeside subdivisions from the 1950s enticed some
land agents and their salespersons to be on site on Sundays, thereby drawing attention to themselves
as “being at work” on a day which for most of the 1900s had been observed as “a day of rest” except
for those performing essential services. Many still did not work on Saturdays, believing a 5-day
working week was sufficient.
In 1960 the Institute was advised that the Police Department had secured a legal opinion that real
estate agents operating on Sundays were breaking the law. It really was a breach that could be
overcome, if the agent (or salesperson) worked very discreetly, because the relevant section of the
Police Offences Act stated that if was illegal on a Sunday for any person “in any public place, or in
view of any public place, to carry on his calling or transact business.” Presumably an agent would not
be in breach if he were to sign up a buyer inside the agency’s caravan, parked on private land and
with the blinds drawn.
However, views within the Institute were split on this trading issue, and at the 1960 conference in
Whangarei it was reported that the executive had advised members against trading on Sundays. It
was even considered inadvisable for the Institute to seek an exemption for real estate trading on
Sundays.
Even so, building firms and land agents (members and non-members) continued to advertise open
homes on Sundays. Eventually a building firm and its land agent who was a member of the Institute
were reported to the police, and the case ended up in Court. The Magistrate commented that the find
would impress on others who may be disposed to act on Sundays that they were committing a breach
of the law.
When the Police Offences Amendment Bill was being considered in 1963 the Secretary for Justice
requested the views of the REINZ on the matter of Sunday Trading. The Institute decided to support
the status quo, with the majority of councillors “strongly opposed to altering the restrictions.”

40

The matter was raised again in 1979 when the question of Sunday Trading was raised by the Nelson
district and its illegality stressed by head office “although it was understood that in some areas the
law was not observed. This recognised the changing trend in real estate practice which was later to
become the norm,” wrote Vol. 3 history author, Stan Gillam.
Saturday trading legislation was passed in the mid-1980s, allowing the return after a long absence of
Saturday shopping, and within the next few years resistance against Sunday Trading clearly was
caving in and the law for that day was also liberalised. Interestingly, some traders including real
estate agents continued to restrict their business to either five week days (commercial agencies) or six
days but closing on Sundays. Some real estate agents closed on Sundays but their salespersons
operated open homes and took clients back to the “closed” office to do the paperwork for
transactions. Of course, with the development of information/communication technology really
beginning to take off from the mid-1980s, more and more business was being conducted away from
the office by real estate salespersons, some of whom were operating mobile businesses – but under
the direct control of their licensees.

Qualified Persons
The introduction of the 1976 Real Estate Agents Act attempted to answer the Institute’s concern
about inadequate levels of control in main offices and branch offices by suitably qualified personnel.
This produced the category of “Qualified Person” or QP as such persons became known within the
industry.
Linked to this category was what became known as “the QP ratio” which limited “unqualified”
salespersons to no more than three for every qualified person in that office. Soon it became apparent
because of the rather high inflow and outflow of salespersons in offices and particularly the position
of licensees operating branches in small localities that such an arbitrary restriction presented
difficulties with compliance. Thereafter dissatisfaction with the QP system was a discussion point at
many meetings, with even calls for the system to be replaced, but a long time would pass before that
would happen.
At the Institute’s conference in 1981, John Pike, legal adviser to the Justice Department,
recommended the tightening of the qualified person’s duties and qualifications. He also cautioned the
meeting that loss of control could well mean the loss of the Act and scale of charges.
In 1987 a senior member, Scotch MacDonald, a leading figure in innovative marketing and sales
trends in real estate agency in New Zealand, startled the 1987 conference in Christchurch when he
called for the QP system to be abandoned. Later his motion calling for this and other changes was
passed 29-27 - success by a narrow margin but this initiative marked an important turning point in
New Zealand real estate office management.
Legislation removing the QP ratio and setting up the status of branch manager (through examination
and experience) became effective on December 1, 1989.
It was assumed that this settled the control of offices by the licensee and/or branch managers and that
business would continue on that way for ... well, ever? But already the industry was under the threat
of further change, possibly very significant change. The Government had commenced a study of 170
occupations in respect of occupational licensing.
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Probably because of the way such studies grind on, most of it going on in the background, it appeared
to be ignored outside the Council meeting room and mentions in presidential reports. It was also
difficult to predict what changes - if any - would the study group recommend in an age of
“deregulation”. However, successive presidents, councillors and senior administrators generally
agreed that no matter how radical the ultimate recommendations would be, some form of
licensing/regulatory control would be necessary for the property market “in the public interest.”
Those in the real estate industry with seasoned political awareness believed that some indications of
what lay ahead might be revealed in the new Law Practitioners Act due in the later 1990s, but
progress with the final drafting of that Bill was slow and the 21st Century arrived with the
Government still to reveal its hand.

The REINZ National Council of 2000-2001: From left, front row: Les Smith, Eric Keys (Executive Director), Graeme
Woodley (Vice-President), Rex Hadley (President), Max Oliver (Immediate Past President), Ross Green. Back row,
Murray Cleland, Howard Morley, Garry Denley, Frank Blewitt.

42

Franchise Phenomenon
By Stan Gillam, life member and author of History of the Real Estate Institute
of New Zealand, Vol. 3, 1987 - 2000.
While franchising of commercial product had been in operation for a very long time, it really began
to filter into the real estate industry in the early 1960s and progressed at an accelerated rate until into
the 1980s, whereafter it has progressed at a more steady rate.
In 1972, in that great national of private enterprise, only one to two per cent of American real estate
companies claimed a franchise affiliation but by 1982 there had been a massive jump to 21% with the
four largest franchises accounting for $US75 billion in sales of real estate. A survey at that time
indicated that 72% of all franchised firms claimed improvement in sales as a result of their affiliation.
The services offered by the franchises included finance, salespersons education and licensees’
seminars on business practice and modern approaches to the market.
One of the main appeals to licensees was the attraction of a strong brand name underscored by
national advertising which appealed to consumers as well, especially during difficult and stressful
economic times.
The first mention of real estate agency franchising in New Zealand occurred in the early 1980s and
prompted an article in the Journal by the then national president of the REINZ, Merv Neill, who
expressed considerable reserve about the development of such a trend. He noted Registration Board
disapproval of a brand name being used by a number of independent firms joining together to
develop a common marketing and support organisation. It was thought that promoting a common
association name could confuse the public. Merv Neill doubted that professionalism would become a
hallmark of franchisees and thought that the process could split the industry into factions.
The Journal also published an article from Collier Henderson of Hastings, who commented on the
process with faint praise but holding that it could yield a better discipline from its members than was
currently obtained through the Institute. He concluded by saying that the process would be generally
accepted by the public
And so it happened. In 1982 the then United Building Society which enjoyed a very high public
profile obtained a real estate agent’s licence and set the first New Zealand-based real estate agency
franchise in operation, first by acquiring real estate businesses but later - as with other franchise
operations - selling franchises to operators in return for an annual fee based on turnover plus a small
contribution toward a national advertising campaign. Training facilities were introduced which were
eagerly supported as were lecture sessions from overseas experts. Training seminars for managers
and licensees kept practitioners up to date with new and tried developments in the industry.
United was closely followed by Harcourts and Challenge group franchising operations. Although at
this time the real estate agency franchising movement in Australia had produced several large groups,
those operators for quite some time found difficulty in entering this country in their own right due to
legislative barriers.
United Realty was separated from its parent company and in 1993 was amalgamated with Ray White,
a large franchise association from Queensland which had expanded operations throughout Australia
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and the near east. This gave this very successful group an establishment of over 500 offices
throughout the area.
In 1996 L. J. Hooker came to terms with the New Zealand Challenge group allowing a further
Australian operation to locate in New Zealand. Meanwhile, the home-grown Harcourts franchising
group has reversed that process, entering Queensland in 1997 with the intention to expand further in
due course.
As well, there are two nationally configured real estate mutual marketing and support organisations both originating in Australia. The Professionals group, comprising some 95 offices throughout New
Zealand, is supported by a levy on members based on staff numbers and sales volumes while the First
National Group with 75 offices operates through payment of an annual membership fee. Both groups
are vigorous and outgoing, enjoying very close relationships among offices. They both claim as
benefits the much lower association fees than those charged by the large franchise groups.
It appears, that despite early misgivings, the principle of franchising has come to stay, that it has not
affected the wellbeing of the Real Estate Institute but rather due by their insistence on high standards
of practice have enhanced it
No research has been carried out to ascertain the proportion of sales to salespersons in franchise
groups against the self operating agents and the Institute has not compared the incidents requiring its
intervention between the constituents of the two philosophies now that franchising has settled down.
Relatively few agents resign from their groups although it was found in the USA that a number left
the franchise world for the reasons that fees were too high and/or the training systems did not meet
their expectations.
There is no doubt that the system must really assist the less able practitioners as well as improving
the lot of the more advanced members but like all enterprises the return dividends equate to the effort
invested. There are occasions of course where franchise does not reach its claimed objectives and this
could be because of the size of the local market, the distance apart isolating some operators or the
type of practice adopted by some agents that is not sufficiently compatible with the main purpose of
the franchise.
Real estate is so diverse as to personalities and practice that no set practice can compliment all tastes
and, no doubt, as practice in real estate becomes more liberated in this country there will be other
developments in the methods of introducing property to purchasers.
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Real Estate Agents Licensing Board
By Nola Drake, BA, a former registrar of the Real
Estate Agents Licensing Board.
The Real Estate Agents Act 1976, which came into force on April 1, 1977 replaced the Real Estate
Agents Act 1963 and made some important changes to the law governing real estate agents.
The principal change was the establishment of the Real Estate Agents Licensing Board which was to
be responsible for the granting of licenses to real estate agents and certificates of approval to
salespersons and have the power to discipline both.
The Real Estate Licensing Board as constituted comprises a chairman who must be a barrister or
solicitor, two persons appointed by the Minister of Justice on the recommendation of the Real Estate
Institute and two persons to be appointed by the Minister of whom only one shall be a real estate
agent. This latter provision did cause some confusion in later years with some arguing that it meant
that one of the Minister’s direct nominees had to be a real estate agent. As it happened during the
period of 1986 to 1992, the Minister’s appointees were two ‘lay’ persons, Lillian Chrystall and
Elizabeth Maskill, both of whom were architects although only Mrs Chrystall was in practice.
The first Board, under the chairmanship of Wellington barrister and solicitor John Galbraith Sclater,
had to find and set up premises for an office, establish proceedings for applications and hearings,
issue guidelines and forms and generally create the licensing authority “from scratch.” It was not
permitted access to the records from the Magistrates’ Courts which had hitherto dealt with real estate
matters under the 1963 Real Estate Agents Act, and each and every application required detailed
scrutiny.

Tom Molesworth (left), REINZ national president, and John Sclater, chairman of the new
registration Board (REALB), discuss the Real Estate Agents Act at the first meeting between
the board and Institute executive at the REINZ HQ in Wakefield St, Auckland.
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The initial Board comprised John Sclater, chairman, and two nominees of the Institute, former
REINZ national presidents Bob Baker from Christchurch and Bruce Lugton from Hamilton together
with the Minister’s appointees, Alice Wylie and David Morris, both of Auckland. As provided for in
the Act, each appointment was for a period of three years. However, that Board was re-appointed by
the Minister and continued with unchanged membership until March 1980 when a former REINZ
national president Horace Cassidy replaced Bob Baker. Then in March 1983, Bruce Lugton stepped
down to be replaced by Trevor Healy as the Institute’s other nominee.
In April 1986 Margaret Lee, then a Wellington barrister and solicitor, was appointed to the chair of
the Board and was joined by Trevor Johnston of Dunedin who replaced Horace Cassidy.
Margaret Lee did not see out her full three year term as she was appointed a District Court Judge and
in March 1988 Brian Blackwood, a former District Court Judge to the chair and remained as
chairman until his sudden death in April 1995. A year after Mr Blackwood’s appointment as
chairman, Trevor Johnston and Trevor Healy were replaced by former national president’s of the
REINZ, Bill Matthewson and Merv Neill. However, Merv Neill resigned after one year and was
replaced by Francis Fanning, a former Wellington District president. In 1992 the Minister replaced
his appointees with Cheryl Parsons, an Auckland businesswoman and Brian Crawshaw, a Gisborne
real estate agent who had served as president of that district. So, once again, there were three real
estate agents on the Board.
In 1995, arising on the death of Brian Blackwood, Allison Sinclair, a practising solicitor in an
Auckland law firm was appointed as chairperson to the Board by Doug Graham, Minister of Justice.
In 1996 a former REINZ Canterbury/Westland District president Roger Stark from Christchurch
replaced Francis Fanning, and in 1998, Paul Dudding, a past president of the Auckland District
replaced Bill Matthewson.
The first registrar was Margaret McGuinness, previously the REINZ Auckland branch secretary. She
resigned after her marriage in 1984 to be replaced by Jan Monk who resigned after two years. In
1986 Nola Drake became registrar. She retired in 1998 and was succeeded by Jill Wilson.
Outside the Jurisdiction
One curious thing about the new Act was the number of matters which were considered to be
“offences,” these been required to be dealt with by the courts and not falling within the jurisdiction of
the Real Estate Agents Licensing Board. For instance - “No Licensee shall carry on business as a real
estate agent under any name that is not his/her name.........unless the name has first been approved by
the Board” - or - “No licensee shall carry on the business of a real estate agent under more than one
name or description.” Both of these matters are offences and one convicted of either in the Court is
liable to a fine not exceeding $1500.
There are many matters like this which require a prosecution to be taken before a court. Over the
years the Real Estate Institute has come to consider that nearly all the “offences” in the Act could
more appropriately be dealt with by the Licensing Board. If ever there were a major rewrite of the
Act this would be an amendment supported by both the Institute and the Board.
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Limit for a Time on ‘Unqualified Persons’
When the new Act was presented to Parliament, the then Minister of Justice stressed the significance
of the inclusion in the Act of a limit on the number of unqualified salespersons who could be
employed at any place of business of a real estate agent. It was perceived that an agent had difficulty
in properly supervising large numbers of salespersons and the Real Estate Institute proposed a limit
on the number of unqualified persons to be employed at any one place. The limit was stated thus “no licensee shall engage or employ and unqualified person as a salesperson in his business if the
number of unqualified persons so employed at any one place of business would exceed three times
the total number of qualified persons engaged in the place of business.” It then became necessary to
define a “qualified person” and after considering a large number of submissions from the industry,
the definition was widened beyond that of being a person who was eligible to hold a licence.
Consequently a qualified person - or QP as the status came to be called - could be either a person
eligible to hold a licence or one who had passed exams for qualified persons and had at least three
years practical experience as a salesman in the preceding five years and was over 20 years of age. In
addition a “grandfather” provision allowed existing salesmen who had at least three years practical
experience and were over 20, also to be acceptable as “qualified persons.” Further a salaried
employee of a stock and station agent company who supervised real estate salesmen could also be
accepted as a “qualified person.”
Over the years the ratio and QP provisions in the Act became unworkable. Licensees found that they
had new sales staff who had passed the preliminary sales course and had met the character
requirements, all eager to commence work, but that the Licensing Board could not issue them the
necessary certificate of approval as there was no room for them at that particular agency because of
the ratio provisions. Then, too, the stories concerning QPs were quite hair raising! It was said that
there was quite a profitable business being conducted by some elderly or infirm former salespersons
who “sold” their names to allow desperate licensees to present them to the Board as being eligible for
QP recognition. There were rumours that even the dead were on the records as being QPs and the
“meet your QP evenings” were held on a regular basis at some local pub!
Although the Board was not aware of the Justice Department’s concern at the machinations of the QP
system, Mr Pike, of that department spoke at the REINZ Rotorua conference in 1983 and criticised
members’ attitude toward the system which, he claimed, had never been given chance.
It was not until 1989 that the Act was amended to repeal the ratio provisions and abolish the status of
qualified person. Under that amendment the status of branch manager was introduced, requiring
qualifications which in fact were not all that far removed from those which had been required for
QPs. However, initially, there proved to be a shortage of suitable applicants which might cause the
cynical to observe that there was something in the rumours.
Females ‘Recognised’ - in 1992!
Since 1976 there have been some eight amendments to the Real Estate Agents Act, including in
1992, a formal acknowledgement that both males and females operated in the industry! The 1992
Amendment introduced “gender neutral” terminology and allowed for the possibility that licensees,
salespersons, the registrar and even the chairperson of the Board might be female!
Applications - usually from the Real Estate Institute - which fall to be dealt with under the
disciplinary provisions of the Act, are for the suspension or cancellation of a certificate of approval of
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a salesperson or branch manager or the cancellation of a real estate agents licence. These types of
cancellation are of course, very serious as they involve the possibility of someone losing he/her
livelihood.
When the Licensing Board has to deal with these applications as a disciplinary tribunal the
proceedings follow closely the court procedure. Evidence is given under oath and both sides are
usually represented by legal advisers. Under the disciplinary provisions of the Act, the Board
(through its chairperson) has power to subpoena witnesses to attend the hearing. Unless special
application is made to the Board and granted, all hearings are held in public. The decision of the
Board is issued and is available to any interested party and the Real Estate Institute generally
publishes the decision in its Real Estate Journal.
The agent or salesperson involved in the disciplinary hearing has the right to appeal to the High Court
should the Board’s decision go against him/her. Any appeal must be lodged within 28 days of
notification of the decision. The Licensing Board takes no active part in any Appeal Hearing for the
Board acts judicially and is not partial as to the result of an appeal.
It is perhaps of interest to note that the Real Estate Agents Act does not provide any right to the Real
Estate Institute to lodge a formal appeal to the High Court against a decision of the Board, although it
does have the option to seek a judicial review of such decision.
Status of Licences
The types of complaint laid before the Board under the disciplinary provisions of the Act have ranged
from actions which have adversely affected the public directly, to the setting up of schemes to
circumvent the requirement to have only qualified people in charge of real estate agency business.
This latter practice has come to be known in New Zealand as “farming out” a licence, a term which
the Australian regulatory authorities at trans Tasman conferences came to appreciate over their more
prosaic term of “licence lending.”
While the disciplinary role of the Licensing Board has been exercised infrequently over the years
since 1977, the majority of matters coming before the Board for hearing are in respect of applications
for the grant of a licence or a certificate. The Board is required to be satisfied that the applicant is
qualified educationally and that he/she is a fit and proper person.
As every licence and certificate has to be renewed annually on application to the Board, the holder
comes under scrutiny each year. The Institute may lodge an objection to renewal and is required to
state the grounds for objection. The Licensing Board must then set the matter down for a hearing. If
after hearing the Board is not prepared to grant a renewal, the applicant is no longer able to operate in
the industry. The provisions in the Act in regard to annual renewal are, in fact, very narrow, the only
options being open to the Board are to renew or not to renew.
Whereas, under the disciplinary provisions of the Act which on the surface sound more serious, being
applications to cancel or suspend, the Board does have the options of cancellation and/or suspension
and/or imposing a monetary penalty. However, the serious implications of an objection to renewal where the outcome can only be “in” or “out” - is often overlooked by the licence or certificate holder
when he/she is deciding whether or not to engage legal representation.
There have been many changes in the real estate industry since 1976, such as the advent of
franchising and the universal use of computers and fax machines, but the requirements surrounding
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“effective control” still must be met and unqualified supervisors or long distance supervision is not
acceptable under the present act.
The Real Estate Institute and the Licensing Board have, on a number of occasions worked together
on the drafting of a new Real Estate Act, but an appropriate time to submit the matter to Government
has yet to present itself at the time of writing this article.

A Glimpse of Two Future Leaders

This photograph, taken at the REINZ annual dinner in Christchurch in 1999 captures two members
who would soon become future leaders of the Institute: From left, national councillor Graeme
Woodley (he became national president in September 2002) and wife Victoria from Christchurch
with Imelda and Rex Hadley from Hamilton. Rex, then the Institute’s vice-president, became national
president in August 2000).

ENDS
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