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Welcome to the first edi-
tion of the Real Estate and
Business Agents Supervi-
sory Board's newsletter.
This publication is de-
signedto keep theindustry
up to date with Boavrd is-
sues and policy matters.

New Code of Conduct for WA

The Board has been working towards the adoption of a Code of
Conduct for Real Estate Agents and Sales Representatives
which, as far as possible, will be uniform throughout Australia.
WA has now adopted the final form which was settled by a

b committee made up of representatives from Victoria, ACT and

Western Australia. The Code came into effect from 1 July 1993. The newsletter is only a

brief summary of the
Board's activities and
you can obtain further
details by contacting the
Registrar.

where applicable then for
the purpose of sections 6
(1), 6 (2) and 6 (3) of this
Code the agent or the per-
son in bona fide control of
the agency shall have the

The new single code for both
Agents and Sales representa-
tive repeals previous codes.
Major items of interest are:

. Real Estate and Business

onus of proving that he or Agents Supervisory Board
ITEM (SOI-ICITING) she complied with the re- 4th Floor 251 Hay Street, East
3 quirements of those sections. Perth WA 6004
PO Box 6355, East Perth WA
6892

(5)  An agent who personally

(1)  An agent must not know- carries on an agency busi-

ingly induce or attempt to
induce a person to breach
a contract of sale, letting
or agency.

Anagentmustnot knowingly
induce or attempt to
induce a person to enter into
an agency contract which
would make that person li-
able to pay commission to
more than one agent in rela-
tion to a sale or a lease of

ness, the person in bona fide
control of the agency busi-
ness carried on by a corpora-
tion and the person in bona
fide control of the agency
business carried onby a firm
must —

(@  personallymanagethe
agency business full-
time

(b) carry out the princi-
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Two case
studies of the
Board's recent
inquiries and

| Co

any real estate or business. pal managerial duties prosecutions
of the agency busi-
ness, and 4 HOlW Eot
calculate
ITEM (BONA FIDE (c) frequently attend at — commercial
the offices at which leasing fees
6 CONTROI‘) theagencybusinessin S%an egasy
conducted.
formula

(4)

If a sales representative fails
to comply with the provisions
of the Act, this Code of Con-
duct or any other relevant
statutes, rules or regulations
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Have you met your
company's licence
conditions?




ITEM

(1)

(2)
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[FTSYE (COPYOF
B

TITLE SEARCH)

‘When an agent receives

instructions to offer real
estate for sale he or she
shall promptly obtain a
copy of the certificate of
title for thereal estate. (It
would be prudent prac-
tice for a conjunctional
agent to obtain a title
search also).

(CONFLICT
OF
INTEREST)

Anagent must notaccept
an engagement to act, or
continue to act, where to
do so would place his or
her interest in conflict
with that of the principal.

Anagentshallnotwithout
the prior written consent
of the principal, directly
orindirectly, purchase or
take on lease or be in any
concerned or interested,
legally or beneficially, in
the purchase or taking on
lease of any real estate or
business which the agent
isengagedtosellorlease.

An agent who directly or
indirectly purchases or
takes onlease orisinany
way concerned or inter-
ested, legally or benefi-
cially, in the purchase or
takingonlease ofanyreal
estate or business which
the agent is engaged to
sell or lease shall not de-
mand, retain or receive a
commission unless the
principal has agreed in
writing to pay the com-
mission at the same time
as or following the sign-

ITEM

12

An agent must communicate
all written offers to his or her
principal as soon as practica-

ble.

ITEM

1

(a)

ITEM

1

(2)

ing of the consent re-
ferred toinsection 10 (2).

agent has incurred in re-
spect of advertising, sign
boards, printed material
and promotions unless

(@) the principal has agreed
(AI'I' OFFERS TO in writing to pay the ex-
BE PRESENTED) pense.

(b) the agreement specifies

a maximum amount
whichthe agent may seek
or retain by way of reim-
bursement, and

the maximum amount is

(c)

(REFERRAL FEES handwritten on theagree-
3 TO BE mentand the amount has
beeninitialled by the prin-

DISCLOSED) dpal.

An agent must not de-
mand, retain or receive a
discountorrebate which
relatestoaservicebya
stocktaker or
tradesperson,
ortoadvertis-
ing,inconnec-
tion with a
transaction or a
service provided
by the agent unless
the agent has —

disclosed to his or her
principal the full nature,
extent and amount of the
discountor rebate sought
or to be retained, and

obtained the written con-
sent of the principal to
the seeking or retaining
of the discount or rebate

by the agent. If you would like a

full copy of the code
of conduct, contact
~ State Print - Station
~ Street Wembley
_ (Tel 383 8811)
_ orsee
 Government Gazette
. 0f29 June 1993
(pages 3164 - 3166)

(ADVERTISING)
3

Anagentshallnot seek or
retain reimbursement of
an expense which the







