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Bill Bridges is a Senior Sales Executive at Ballard Property 
Woollahra who, after 55 years in the industry, has seen his share of 
dishonest behaviour. It could be promising anything an owner wants 
to hear, maintaining contact with a seller after they have signed with 
another agency, or presenting negative feedback on rival agencies 
to prospective clients.

“The industry is very competitive and I like that, but you must not 
let it get to you,” Bridges says. “[Unethical agents] get the result 
they want if you let it get to you.”

And though it can be maddening to have to contend with 
mudslingers, there is a better way to deal with others’ lax standards 
than resorting to them yourself.

Industry ignorance
REINSW President Malcolm Gunning suggests the problem is one 
of ignorance rather than malicious individuals in the industry. 

“The reality is that the entry level to become an agent is quite 
low,” Mr Gunning said. “In other professions, a person entering 
the industry spends three or four years studying. This hard work 
translates into a level of esteem for the profession. 

“If a new agent spends one week training and then in their second 
week goes on to sell properties, there are any number of business 
etiquette rules they may be liable to break.

“They may not realise they are making mistakes that could end 
their career before it begins. 

“There is an expected level of business etiquette and reporting 
that’s required because you’re providing a service,” Mr Gunning 
said. “But the reason unethical behaviour takes place is the rush 
and lack of self-con� dence or education to get a listing.”

Blurred lines
The rivalry between real estate 
agencies usually encourages healthy 
competition and the best outcomes 
for sellers and buyers alike. But what 
should you do if your opposition 
gives in to unethical tactics?
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Community solution
In such cases, it’s up to the industry to set an example of good 
ethics and demonstrate that real estate isn’t just a career. 

Starr Partners CEO Douglas Driscoll acknowledges that 
maintaining, defending and building on a good reputation is a 
constant battle. “Continue to operate with honesty and integrity,” he 
advises. “It’s not just you; it re� ects on the whole industry.”

A good agent sells themself through their expertise and 
knowledge of the market. They will explain to the owner where 
a property sits in the market and what the expectation is based 
on comparable sales. 

When a client decides to go in another direction, they know 
to thank them for their consideration and put their time into 
other opportunities.

But more than that, agencies should make sure staff are properly 
trained. “A young agent may have academic ability, but he or she 
also needs to have experience as an assistant from an experienced 
agent,” Mr Gunning said. “Generally that does take place in the 
industry: if you’re new, you don’t usually walk straight in and start 
selling real estate. You work in a team and you commit as an 
assistant, and then you work your way through to becoming 
a lead sales agent.”

If your of� ce doesn’t have the capacity to train in house, REINSW 
also offers entry-level education, traineeships and licensing 
quali� cations that provide a formal quali� cation while gaining 
practical experience.

It’s the responsibility of everyone in the real estate community to 
keep standards high and ensure that agents are proud to uphold 
industry standards. 
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