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Colourful year predicted for Society 

 

 

 

 

 

 

 

 

The Society of Auctioneers & Appraisers (SA ) Inc. 
is thrilled to announce the re-appointment of 
Sharon Gray as President, and the appointment of 
Karen Green as Vice President for 2011-12. 

 

The Society of Auctioneers & Appraisers (SA) Inc. 
is the professional body representing the special-
ist interests of Auctioneers & Appraisers and pro-
vides representation for Real Estate,  Livestock & 
General and is best known for its hotly contested 
annual Messenger Community News~BankSA 
Golden Gavel and  The Schools      Auction Idol 
competition. For more information visit 
www.auctioneers.com.au. 

 

Sharon Gray has been appointed for her second 
term as Society President saying “My first year as 
president was sensational with membership and 
event attendances increasing in both numbers  

and turnover for the Society. I reapplied for Presi-
dent as I still have a number of things I want to 
achieve including building on our female      
membership and further educating the market 
on the benefits of the auction process so that it 
becomes an even more popular method of sale in 
South Australia. 

 

Sharon is a leading salesperson with Cocks Auld  

real estate and is a past Rising Star winner and 
2010 Golden Gavel Finalist in the Society’s           
Messenger Community News~BankSA Golden 
Gavel competition. 

 

Incoming Vice President Karen Green of Brock 
Harcourts Brighton has been an Society member 
since 2008 and brings a wealth of knowledge 
gained from her nineteen years in real estate in 
both the UK and Australia. Karen has competed 
in the annual Messenger Community News – 
Bank SA Golden Gavel competition in the Rising 
Star category in 2008, as well as being a Golden 
Gavel senior finalist in 2011.  

In her term as Vice President Karen is committed 
to members being provided with consistent and 
relevant information to assist them in the auc-
tion process as well as to promote a growing and 
diverse membership. 

“I am also keen to motivate other budding auc-
tioneers to “give it a go” as becoming an auction-
eer has changed my life – I love being able to 
take my vendors right through the entire process 
for listing and marketing to auction day and 
achieving a sale – there’s no feeling like it!” says  
Karen.  
 

Upcoming Events: 
Society Golf Day 2011—Friday 18th November 
Venue Mt Lofty Golf Course - 35 Golflinks Road 
STIRLING SA 5152 
Time: 8am for 8:30am tee off 
 
Christmas Drinks Celebrating 30 Sensational 
Years - Friday 2nd December 2011  
Venue: The Sebel Playford Adelaide 120 North 
Terrace ADELAIDE - Ball Room  
Time: 12noon for 12:30pm Luncheon  
 
Messenger Community News~BankSA Golden 
Gavel Launch 2012 - 23rd Feb 2012  
Venue: The Atrium, 8th Floor, Bank SA, 97 King 
William Street ADELAIDE 
Time: 6-8pm 
 

Media Contact for More Information:   
Sarah Coligan –Sarsaparilla Pr – PHONE: 
0404003061 EMAIL: sarah@sarsparilla.com 
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BankSA Family Pledge 

The Family Pledge option allows family members 
(the term ‘family member” refers to parents, 
grandparents and siblings) with equity in their 
own property, to help customers bridge the  
deposit gap and cover up front borrowing  
expenses, by providing a limited guarantee in 
support of our customer’s loan application.  
 
Our customers will be able to maximise the 
amount they can borrow against their own        
security, i.e. the purchase property, with this    
additional limited guarantee from a family    
member. 
 
The BankSA Family Pledge option is targeted to 
those customers who can utilise the assistance of 
family members to maximise the amount they 
can borrow against their purchase property. 
 
This feature attracts a new group of customers to 
BankSA and further widens our ability to meet a 
variety of customer's needs.  

It is targeted at both homebuyers and investors 
that have good ability to repay but lack the suffi-
cient equity to secure the additional funds they 
need to meet up front loan costs and expenses 
associated with the   purchase of their home or 
investment property. 
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Auction Success– Peter Kiritsis 

Successful in selling 45 Hughes St Nth, Woodville and 2 Kingsley Ave, West Croydon on the Wednesday the 5th of  October.  

 
Address: 45 Hughes St 
Nth, Woodville    
Price: $910,000 
Registered Bidders: 1 
Agent: Peter Kiritsis 
 

 
Address: 2 Kingsley 
Avenue,   
West Croydon        
Price: $630,000 
Registered Bidders: 2 
Agent: Peter Kiritsis 
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Auction Clearance Rates Hit 40% for October 

 October Auction Results 
 
Week Ending 30/11    35% 
Week Ending 25/11    49% 
Week Ending 16/11    44% 
Week Ending 11/11    31% 
 

  Average 39.75% 

 

   Figures supplied by REISA 

Why wouldn't you at least in the first instance embrace 
Auction and deal with the cash buyers first! 
 
In a so called tough market there is a 40% chance of an 
unconditional sale with settlement in usually 30-45 days! 
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The first ever Society of Auctioneers and Appraisers Car Rally! 

In third place – Team Cocks Auld (47 points) 
2nd place – Team Brock Harcourts Brighton-Hallet 
Cove  (51 points) 
And the winners by one point – Team Brock Har-
courts Ouyens-Casserly (52 points) 
 
Everyone that made the finish line enjoyed a sau-
sage sizzle and a beer (non alcoholic of course as 
Colley Reserve is a dry zone!). 
 
Each team was required to take a couple of pho-
tos during the course and we would love you to 
email those into the Society to use in our E-book. 
 
Thanks to everyone who participated and we 
hope that next year will be even bigger and bet-
ter. We already have some ideas to improve upon 
this years event! 
 
Don’t forget the golf day that is coming up in a 
few weeks Friday November 18th at Mt Lofty Golf 
Course. Grab a team of 4 and put it in your diary 
now. It will be another great day! 
 
Cheers, 
Sharon Grey M.S.A.A. 

Well Hello to all the Rally car drivers and crews 
who competed in the first ever Society of        
Auctioneers and Appraisers Car Rally on Friday. 
 
There were 14 teams vying for the opportunity to 
be the inaugural champions. Team Christine and 
Sam Auld were an early withdrawal from the 
race due to Subaru failure. 
 
Team Rob Forde thought the emphasis was on 
speed and was the first team back, however did  
 

 not make much of an attempt to collect the scav-
enger hunt items and answer the questions along 
the way. I’m not sure if you’ve heard this before 
Rob, but sometimes finishing quickly doesn’t al-
ways win the race! 
 
Team Sarah Briggs from Century 21 got lost and  
ended up at the finish line just as we were finish-
ing packing up and new sponsors Rooms with 
Style together with BANK SA, got tripped up with 
one of the clues and ended up at Marion instead 
of the finish line at The Buffalo, Glenelg!!!! 
 
So 10 of the 14 teams managed to find their way 
through the course without any major dramas 
and the top three teams were: 
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Car Rally Photos 

 

   10 



Car Rally Photos 
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Magic Tricks from Jason Andrew 

campaign. The total average shift for sold proper-
ties at the moment is therefore likely to be 22%. 
In the weeks since, the theory has been tested 
many times, and more often than not, it has 
been proven accurate. 

Unfortunately, acceptance of this truth on the 
part of the seller does not just happen by waving  
your magic wand. Inspections and offers remain 
the key driver to help make it possible.  
 
But being aware of the immense shift currently 
required over such a short space of time gives 
every agent even more reason to provide an 
overwhelming volume of timely and relevant in-
formation.  
 
The other option of course is crystal ball gazing - 
speculating that somehow a shift will not be 
needed and by auction day, the buyers will move 
up to make the seller’s price magically appear. 
Unfortunately, in the current climate that would 
be the equivalent of pulling a rabbit out of a hat.  
 
 
All the best, 
Jason Andrew 

One of our top agents had a call from his sister 
the other day, lamenting the fact that she could-
n’t put her home up for sale after a neighbour 
"gave away" her own house. The agent quickly 
jumped in and asked her not to tell him what it 
was sold for, but instead, to tell him how much 
the sellers had originally expected. She told him 
they’d expected around $340k, and after a brief 
pause, the agent said “so it sold for around 
$270k, right?” 

And right he was. Although the agent had man-
aged to earn a new-found respect from his 
stunned sister, his “magic trick” was actually 
quite simple – it’s plain statistics. Our recent Sep-
tember quarterly data revealed an average ven-
dor shift of 7% for properties sold under the 
hammer on auction day, on top of the average 
shift of 15% made from the seller’s original price 
expectations at the commencement of the  
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Presentation Skills for Messenger Community News 

The Society provides presentations skills coaching and 
mentoring for Sponsors  where  selected sales consult-
ants deliver a presentation and then critique and advise 
is given by Society Head Trainer, Brett Roenfeldt FSAA 
in fine tuning each performance such that it brings out 
the individual personality of each presenter. Powerful 
presentations are all about being yourself and creating 
your own unique style and how to deliver a short sharp 
speech that leaves your audience impressed and want-
ing more. This group is the absolute best yet! Vibrant, 
creative and sensational! They were Wendy Griffiths, 
Courtney Seeley, Matt Canny, Louise Reid & Tim Bailey. 
Whilst their performances were all first class, we will in-
vite them back in early 2012 to see if they can again 
raise the bar and blow our socks off again like they did 
this time. 
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From the desk of Sue Tuk 

Hi Garry and Brett, 
 

I would like to thank you very much for 
the     fantastic effort and energy you put 
into our staff at Messenger.  
 

We have seen more confidence with our 
people after having the training with the 
both of you and the feedback you pro-
vided on the presentation day was invalu-
able.  

The relationship between the Society and 
Messenger is worth its weight in gold and 
I just wanted to again say thank you for 
your support to assist our business. 
 
Kind regards, 
 
Sue Tuk | Group Sales Manager 
Messenger Community News  
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Something for the Superstitious! 

Chinese numerology and Feng Shui for 2011 This year we 
are going to experience four unusual dates: 1/1/11, 
1/11/11, 11/1/11, 11/11/11,and that's not all; Take the 
last two digits of the year you were born and the age you 
will be this year and the result will add up to111 for every-
one!!!! 
 
      This is the year of MONEY. 
 
Also, this year, October will have 5 Sundays, 5 Mondays & 
5 Saturdays. This happens only once every 823 years. 
These particular years are known as Moneybag years. The 
proverb goes that if you send this to eight good friends, 
money will appear in the next four days, as is explained in 
the Chinese feng shui. 
 
   Good luck. This only happens once in 800 years 

 

Regards 

John Turner  - General Manager 
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Building Energy Efficiency Disclosures Act 2010 

of: 
·         New office buildings where the certifi-

cate of occupancy is less than 2 years old 
·         Strata titled buildings 
·         Short term leases of 12 months or less 

In reality, the Act will only apply to a small per-
centage  of the commercial buildings in SA, 
being essentially larger City and Fringe office 
buildings, plus a few large regional office 
buildings.  

3.    How will this new legislation affect 
 auctioneers? 

The act shouldn’t affect auctioneers in any way. 
The owner/agent/property manager of af-
fected commercial premises need to obtain 
their BEEC certificate before commencing to 
sell or lease a building and disclosure must be 
made on all advertising material and made 
available to buyers and tenants when re-
quested. It doesn’t need to be read out by an 
auctioneer, as in the case of the  R4 or R5 
Form, or anything like that , but in certain cir-
cumstances where I thought the rating was a 
positive selling feature of the building I might 
incorporate it in my general overview of the 
benefits of the building.  

 

1.  What are the main changes to          
 Legislation that take affect    
 November 1st ? 

 
It is not a change to existing legislation but in 
fact brand new legislation, called the Building 
Energy Efficiency Disclosure Act 2010.  
 
By way of general background, in an effort to 
tackle the growing greenhouse gas emissions 
from larger office buildings and improve the 
energy efficiency of larger buildings in the fu-
ture,  the Federal Government conceived a 
programme of benchmark rating and manda-
tory disclosure of the energy efficiency of 
commercial buildings in a consistent fashion, 
making it easier for companies to buy or lease 
more energy efficient space. The intention be-
ing that this will create a market based incen-
tive for owners to improve their existing 
buildings and/or design and build new build-
ings with better energy efficient design fea-
tures/materials/ plant and equipment/
management technology etc. that may cost a 
little more initially but prove an investment in 
the long run. 

The Federal Government  introduced the legis-
lation back in 2010 requiring owners and les-

sors of larger office buildings to disclose an up
-to-date Building Energy Efficiency Certificate 
(BEEC) when they sell or lease space of 2000 
square metres. They gave the industry a 12 
month transitional period to get organized in 
regards to the reporting requirements, which 
ends on the 31st of October this year. There-
fore from the 1st of November 2011 a BEEC 
must be disclosed and made public via regis-
tration on the Building Energy Efficiency Reg-
ister.  

2.   Is the 2000sqm rule cover           
 combined/singular?  
 
In general terms, the act requires disclosure 
when: 

·         An owner who sells or leases an of-
fices tenancy with a Net Lettable Area 
(NLA) of 2000sqm or greater 

·         An owner who sells or leases a whole 
building with a NLA of 2000sqm or greater 

·         A tenant who sub-leases a space with 
a NLA of 2000sqm or greater 

·         An owner who sells an office ten-
ancy  less than 2000sqm, though part of a 
building with a NLA of 2000sqm or 
greater. 

 
The act does not require disclosure in the case 
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Building Energy Efficiency Disclosures Act 2010 

as more assessors are accredited and owners 
and managers get better at capturing the date 
the assessors require. 
 

I trust this email is sufficient for you at this stage, 
but as I have said earlier, feel free to edit the    
order and/or content of the questions as well as 
adding any other questions you feel will round-
off the article and email it all back to me for fur-
ther comment. I would appreciate the opportu-
nity to see the final draft just if changes are 
made. 
 
Any queries, feel free to call or email. 
 
 
 

 

 

4.   Where can I find more information 
 on this new legislation? 

 
The easiest place to start is searching the web 
for ‘Commercial Building Disclosure’ where 
you will find an array of info from the Govern-
ment, in particular the CBD website 
(www.CBD.gov.au) as well as some other non-
government organizations such as the Green 
Building Council of Australia 
(www.gbca.org.au) and other commentators. 
Otherwise, feel free to speak to our Building 
Operations Manager at McGees who is inter-
state as I write this article going through the 
process becoming an accredited assessor.  

5.  How do you see the new legislation 
 working?  
 
The BEEC must be prepared by an accredited 
assessor and include: 

·         a NABERS energy rating (expressed as 
a 0–5 Star rating  and calculated on an as-
sessment of a range of operational bench-
marks including energy & water consump-
tion, waste management and indoor envi-
ronment quality) 

·         a tenancy lighting assessment 
(benchmarked against industry best prac-

tice) 
·         general energy efficiency guidance. 

NABERS assesses properties in their opera-
tional performance based on the past 12 
months. The information generally sought by 
an assessor will include: 

·         The NLA of the building  
·         A comprehensive Lease Summary 
·         The normal business hours of occu-

pancy and after hours occupancy 
·         Evidence of vacancies  
·         energy usage – energy consumption 

information which supplies the base 
building services, fuel used for on-site 
generation 

·         non-utility meter – validation of CT ra-
tios and wiring 

·         A plan of the building showing the 
supply of gas and electricity to the build-
ing. 

 
Obviously the cost of a NABERS rating will de-
pend on the size and complexity of the prop-
erty to be assessed, as well as the quality 
and  availability of the  required informa-
tion.  At this early stage, a NABERS rating can 
typically costs anywhere between $3000 and 
$5000 for a reasonably sized premise but his-
tory has shown us this will become cheaper 

Regards, 
Simon Lambert 
Managing Director 
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Members Reporting Monthly Auction Results 
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Members Reporting Monthly Auction Results 



Members Reporting Upcoming Auctions 
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Members Reporting Upcoming Auctions 



Goals and Aspirations of Society Board Members 

As a Board Member my goals and  
aspirations for the Society & Members 
are as follows:  
 
 To keep the Society & it's members at the  

forefront of  technological changes. 
 
 To provide solutions for members to commu-

nicate with the membership. 
 

My experience is: 
 
 2006 - 2008. Auctioneer Carnet Australia 
 
 2008 - Current. Independent Auctioneer, sell-

ing by public auction around 25,000 items, 
taking roughly 100,000 live bids. Items include 
property, cars, trucks, antiques, wine, holi-
days, kitchens  ect. with the highest being 6.4 
Million and the lowest being just 1 Dollar. 

 
  2010 - Current. Qualified as a Nationally Ac-

credited Trainer specializing in Auction.  
 
 

About me personally & my passions in 
life: 
 
 36 Years of Age, Single never married, live in 

North Adelaide 
 My passions in life is Volunteering in the com-

munity, travelling, I must say Auctioning, and 
teaching and encouraging people to auction. 

AJ Colman 
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Goals and Aspirations of Society Board Members 

Paul Clifford 

 

 
As a Board Member my goals and  
aspirations for the Society & Members 
are as follows:  
 
 To offer constructive and energetic support to 

the existing board members with their issues. 
 
 Complimenting the metro based board        

members by giving an insight into regional     
issues. 

 

I would like to achieve the  
following as Board Member: 
 
As a country based Board Member, I would like 
to see more of a focus on Regional Schools com-
peting in the Schools Auction Idol program. 
 
Also strong on my agenda would be to see more 
country auctioneers seeing the benefits of com-
peting in the Messenger Community 
News~BankSA Golden Gavel Competitions, plus 
seeing a strong presence of website promotion of       
upcoming auctions. 
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As a Board Member my goals and  
aspirations for the Society & Members 
are as follows:  
 
 To help drive the auction process as a        

preferred sales method by helping to organise 
‘educational’ events for members 

 
 

I would like to achieve the following as 
Board Member: 
 
 Have an input into the general direction of real 

estate in South Australia.  
 

My experience is: 
 
 12 years in Real Estate Sales 
 1.5 years Auctioneering 
 1 year on the Society board 
 

 
About me personally & my passions in 
life: 
 
 Real Estate/ Auctioneering  
 Design/Marketing 
 Travel 
 Spending time with family and friends 
 Sports fan (Soccer) 

Damian Popowycz 

Goals and Aspirations of Society Board Members 
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As a Board Member my goals and  
aspirations for the Society & Members 
are as follows:  
 
 To be ‘all encompassing’ of our membership 
 To encourage members from general and live-

stock auction fields to have more participation 
in the Society 

 

I would like to achieve the following as 
Board Member: 
 
 Greater participation from members in all 

fields of Auctioneering & Appraising 
 To make the society mutually be beneficial for 

Sponsors and Members 
 To increase the profile of the auction method 

of marketing for property 
 To include sales attributed to the auction proc-

ess count in statistics 
 

My experience is: 
 
 10 years sales 
 8 years auctioneer 
 
 

Sharon Gray  

Goals and Aspirations of Society Board Members 

About me personally & my passions in 
life: 
 
 Playing touch football 
 Coaching my girls netball team 
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AucDocs  - Changes to Tenancy Forms 

The Tenancy forms have been 
changed by regulation recently 
(1/9/2011) and we have 
updated the forms in our    
system. 
 

Please check that 
you are   using  
version 2.16 
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LIVESTOCK 
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LIVESTOCK ROUND–UP 31/10/2011 
 
WOW—What a big week for the livestock industry! 
 
Young ewes from Warrawee Park—Keith sold at a new national record of $290 with many ewes         
exceeding $250 at off-shears sales around the state. A huge result for producers & a real vote of      
confidence in the industry from buyers prepared to let their cheque books do the talking. 
 
What’s supporting these record breaking numbers at such dizzying heights? A combination of lamb 
prices—with many sales hovering around the $150 mark per head, the most solid wool prices seen in 
20 years & lack of female breeding stock numbers fuelling the demand. 
 
Cattle producers are seeing pleasing results with a market that continues to be very buoyant without 
the extremes that sheep producers are experiencing. Most quality weaner cattle selling in the   
$2.35—$2.50/kg range—or $650—$850 per head depending on weight, breed & quality!  
 
The important thing to remember is, be it record breaking sheep & lamb prices or more than            
satisfactory cattle returns is where these prices are being set? Always in the saleyard & always by  

 AUCTION! 
 
  Regards 
 
 Paul Clifford M.S.A.A. 





 

Sharon Gray M.S.A.A. President 2011\2012 
 

Recently the Society Board held its annual strate-
gic planning meeting where all Board Members 
were assigned their areas of responsibility and we 
devised a business plan with all Board Members 
participating in bringing their goals and aspirations 
to the table with the charter of advancing the So-
ciety and enhancing Membership benefits and 
services. 

REAL ESTATE AUCTIONEERS - professional devel-
opment and training and membership  
Jamie King and Damien Popowycz 
 
LIVESTOCK AND GENERAL AUCTIONEERS - Profes-
sional Development, Training and Membership –
Paul Clifford and AJ Coleman 
 
MEMBER COMMUNICATION, TECHNOLOGY, SO-
CIAL NETWORKING & E BOOKS  
AJ Coleman and Damien Popowycz 
 
SOCIAL EVENTS – Karen Green and Jamie King 
 
DRIVE THE SOCIETY – SPONSORSHIP, AUCDOCS & 
GOLDEN GAVEL TASK FORCE  
Sharon Gray and Karen Green 
 
All Board members were asked to provide an in-
sight as to their goals and aspirations for the Soci-
ety in the coming year and a summary of these 
are outlined below. 
 
On everyone’s agenda was the aim promoting auc-
tion within the industry as the preferred method 
of sale. Karen Green and myself have started visit-
ing offices throughout the metropolitan area out-
lining the advantages of the auction process along 
with the benefits of being a member of the Soci-

ety. Most businesses are happy to give us 15 min-
utes of their sales meeting time to speak with the 
staff and these meetings have been well received. 
 
With Paul Clifford Elders Strathalbyn joining the 
board, we hope to expand the schools auction idol 
into regional schools this year and get more in 
touch with what is happening in some of the 
country areas. Hopefully some of the rural auc-
tioneers will enter the Golden Gavel to show the 
City Slickers how it is done. Paul has achieved top 
ten status in the last two years and is keen for a 
regional auctioneers to take the title. 
 
The board also wants to see the membership have 
access to the latest technology to help promote 
their businesses, whether it be through social me-
dia networking or better use of the Society’s web-
page which is continually being updated to be as 
user friendly and beneficial as possible. 
 
The board would also like to see a greater involve-
ment from auctioneers in fields other than real es-
tate. The recent car rally was a great way to bring 
these auctioneers into the social side of the soci-
ety and hopefully encourage more participation 
and involvement in other areas and make the So-
ciety “all encompassing” of its membership. 

Succession Planning—Sharon Gray M.S.A.A. 
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After the 2011 AGM the Board Task Groups were shuffled around and Member Communication, 
Technology, Social Networking & eBooks task group will be organised by AJ Colman & Damian 
Popowycz. 
 
2011/2012 we will be planning different content (stories) for the eBook, these stories will be 
things like My First Auction Stories, changes in legislation, Sponsor profiles. If you have a story 
of interest please contact AJ or Damian. 
 
Website updates: You will notice in the coming months a facelift to the Society’s Homepage, to 
ensure it’s relevance, and remains up to date in this technologically advanced world we live in. 
 
Social Media: 
There is still keen interest and growth in the Society of Auctioneers Social Media Pages.  
Twitter: 50 Followers 
Facebook: 238 likes 
LinkedIn: 200 likes 
 
Members are also taking advantage of posting their upcoming auctions and successful auction 
results on the Society’s Social Media pages, feel free to showcase to our members through 
our social media pages any of your auction related experiences. 
 
If you have any queries on the Society Social Media Pages or would like to submit an eBook 
story, please call AJ Colman on 0411 554 262. 
 

Member Communication, Technology, Social Networking & eBooks 
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