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6 TIPS FOR LANDLORDS
DURING COVID-19

Not only have landlords faced years of stagnant rents,
but the recent crash in rental prices as a result of
COVID-19, has been particularly galling. As frustrating
as the current circumstances are, the key for landlords
now is to ensure that they make good decisions in bad
times to help ease their financial burden.

terminate a lease, sell a property or book a tribunal
meeting to resolve a dispute, you should ensure
that you and/or your Property Manager are familiar
with the current legislation and how it relates to
your circumstances. Your Property Manager is not
responsible for the change in legislation, but they are
responsible for remaining updated and keeping their
clients updated of any changes in legislation.
COVID-19 is a long way from being over, so there
may still be changes in legislation over the next twelve
months.

50 Ryan Street, Lilyfield sold for $2,007,000 by
Silent Auction after 4 parties submitted bids.

Tip Two – Avoid leaving your property vacant – the
main enemy of landlords in any market is vacancy, not
a lower rent. Landlords that refuse to accept the market
drop in weekly rents due to COVID-19, ultimately may
have their properties sit vacant for some time. There
is evidence that rents are down 15 to 20% in some
segments of the housing market. The smartest thing
a landlord can do now, is to accept and respond to
this immediately. It is much better to receive 80% of a
property’s former full value, than to receive 0% of its
full value by holding out for a higher rent in the next
week or month.

To assist, we have put together 6 tips to assist
landlords during COVID-19.

CONTINUED ON PAGE 3

Tip One – Stay on top of changing legislation – many
aspects of the Tenancy Act have been changed since
March 2020, in order to deal with COVID-19. Most of
the legislative changes have been aimed at benefiting
or giving relief to tenants in their time of need. Before
making any decision to accept a lease application,
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CONTROLLING THE AGENT
What are standard terms for an agency
agreement and what is fair?

Home sellers are well advised to scrutinise their agency
agreement prior to signing it. The selling fee, advertising
costs and expected selling price are all key elements
of an agency agreement, however, the devil is often
in the detail. One commonly overlooked component of
an agency agreement is the ‘Exclusive Agency Period’.
As market conditions normalise, agents that over
promise on their service levels and/or the expected
selling price will be caught out.
In a market that punishes agents who over price listings,
there will be increased instances where home owners
want and/or need to change firms – an instance rarely
seen during the boom.
In many agency agreements, there is a clause stating
that the ‘Exclusive Agency Period’ will be ‘90 days
after the auction’. This works out at around 120 days
of exclusivity, even if the auction fails and the client
is unhappy. Some agency agreements are a set time
frame of 90 days.
Given the purpose of an auction is to sell on the day
– it begs a very good question. Why does an agent
need 90 days exclusivity post auction? In fairness,
not all auctions conclude on the day and it is common
for negotiations to spill over into the next week or two
before the property sells, but 90 days?!

The best way to control an agent is
by controlling the time frame in which
you are exclusively committed.
When a home seller who really needs or wants to sell
signs a 120 day ‘Exclusive Agency Agreement’, they
unwittingly hand complete control to the agent.
If the price and service don’t meet the agent’s promises,

the home seller is stuck until the completion of the
‘Exclusive Agency Period’.
At the point of signing the agency agreement, it’s crucial
a home seller understands the legal and practical
ramifications of the agreement. A phrase often used
by sales people when it comes to paperwork is ‘it’s all
standard’.
When signing a contract (which an exclusive agency
agreement is) it is important to remember everything
is negotiable.
The best way to control an agent is by controlling the
time frame in which you are exclusively committed. An
exclusive period in which the agent has time to deliver
on the promises they have made is fair and commercial.
If the agent believes in the auction process, engage the
agent until the day of the auction. If the agent’s claim
is to ‘have interested buyers’ offer them a few weeks
exclusivity to show the buyers through your property.
In addition, ask for all agents to put their promises in
writing. If the property sells below the agent’s suggested
price, will the agent reduce their commission? If not,
why not?!
Home sellers also need protection against being
conditioned. Conditioning is when the agent praises
the property before gaining the listing and once listed,
systematically channels negative feedback about the
property to the vendor, with the express purpose of
driving down the vendor’s price expectations.
If your property remains unsold at the end of the
exclusive agency period, that is not necessarily the
catalyst to change your agent. Rather, it’s that you
maintain control as the vendor.

CONTINUED FROM PAGE 1
Tip Three – This will pass… – the rental market will
improve and rents should return to normality sometime
in the future – it is just a matter of when. The rental
market acts a little differently from the sales market.
In sales for example, if you drop the selling price of
your property and make a sale, you don’t get a second
chance to sell your property for a higher price in an
improved market. For rental properties though, if you
reduce your weekly rental price to secure a good
tenant during COVID-19, you will be able to increase
the rent again in the future when both the market and
the economy improves. Lower rents are a ‘for-now’
thing, not a ‘forever’ thing.
Tip Four – Maintain maintenance and keep investing
in your investment – tenants are more likely to vacate
properties which are neglected, particularly in a soft
market when there is an excess of available rental
stock. Vacancy rates are currently at record highs in
many suburbs. If a tenant vacates, the landlord may
have to lower the rent when they re-let it. In addition,
they will have to pay for advertising and leasing costs
and may even have to accept a lesser quality tenant. It
is best to try and avoid these situations by maintaining
your property well.
Even in this current COVID – 19 climate, good maintenance is still a financially sensible thing to do. Treat
the money you put into your investment property as an
‘investment’.

Tip Five – Renew the lease – when the lease term
is due for renewal, update the lease and recommit the
tenant. In a falling market, tenants are far more likely to
vacate a property if they are in an expired lease. Many
landlords are reluctant to enter into a lease renewal
negotiation because the tenant may ask for a discount.
This is an understandable concern. However, if you
don’t maintain control of the lease term, Murphy’s Law
says that the property will become vacant at the worst
possible time. The worst possible time to have a vacant
investment property is December. Not many tenants
want to take up a new lease just before Christmas.
Furthermore, not every tenant will be looking to take
advantage of the COVID-19 situation. The hassle of
finding a new place and moving, in order to save a
few dollars each week, is simply not worth it for many
tenants. Many tenants will be happy to negotiate a
lease extension in good faith.
Tip Six – Develop a good working relationship
with your Property Manager – make it easy for your
Property Manager to communicate with you and give
feedback about your property, tenant and facts about
any changed legislation. In this environment, landlords
and Property Managers need an open and professional
relationship in order to successfully navigate a way
through the unprecedented challenges which have
emerged from COVID-19.

104 Hereford Street, Glebe sold for $1,972,000 by Silent Auction after 8 parties submitted bids.

HOW’S THE MARKET?

3 trends emerge as a result of COVID-19
COVID-19 has disrupted life in so many ways. We
look at three distinct trends that have emerged in the
property market during and as a result of COVID-19.
The regions, particularly lifestyle markets, are
experiencing a noticeable increase in buyer demand,
from those leaving the larger cities. The stay home,
isolate and work remotely factors arising from
COVID-19 are causing buyers to make lifestyle
changes more permanent, by moving out of the
larger cities, namely Sydney and Melbourne. There
is evidence that a similar trend is happening in North
America. Back here in NSW, stories of really strong
buyer demand in markets such as the Southern
Highlands, the South Coast and Byron Bay/Ballina
are common. Open house attendees in many lifestyle
markets now outstrip those in many suburbs of Sydney.

(BIS) Financial Stability Board bail-in provisions. A
bail-in creates a write off or conversion into shares (in
a failing bank) of what that bank owes to unsecured
creditors, instead of the government bailing the bank
out (as was the case during the GFC). As a bank
depositor, you are an unsecured creditor of that bank.
So, to be clear, this means that the bank can write off
(take) your deposit, or a percentage of it, or use your
deposit to buy shares in their failing business which you
would then own a part of.’

Many employers who were concerned about a drop in
productivity from team members working remotely are
pleased to concede employee productivity has actually
gone up. This only adds to the appeal of regional
markets.
Investors selling – a disproportional amount of the
sales stock on market during winter has been investors
selling out. As rents drop and prices remain relatively
stable, many investors sitting on paper profit are
taking the opportunity to sell out. Most of the selling is
in the apartment market as low rents and high strata
decimates landlords cash flow. Buyers looking for a
surge of distressed landlords selling quality homes
may be left disappointed. But there is no doubt
that investors of both houses and apartments are
increasingly happy to take a profit, if one exists and
wipe the debt/mortgage.
If you do sell out and go to cash, make yourself familiar
with the definition of ‘Bail In’. During the GFC, we had
‘Bail Outs’, next time regulators have the power to
enforce ‘Bail Ins’. One clean and succinct explanation
of a ‘Bail In’ comes from ‘Ainslie Bullion’:
‘One of the key outcomes of the G20 Summit held in
Brisbane in 2014 was the agreement amongst those
nations around the Bank for International Settlements’

The regions, particularly lifestyle markets, are
experiencing a noticeable increase in buyer
demand during COVID-19.
Baby Boomers are on the move. COVID-19 has
been the catalyst for many baby boomers to adjust
their affairs. That often involves selling the family
home and moving to a lifestyle property or market.
The baby boomer generation is generally accepted as
being between 1946 and 1964 meaning boomers are
now between 56 and 74 years of age. Property prices
have held fairly well thus far. As a result many boomers
have or are in the process of selling the family home
to reduce their exposure to the property market and
unlock equity in the home. This was always going to
happen but there is mounting evidence that COVID-19
is fast tracking the plans of many baby boomers.
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