
Easter is one of the key events in our community’s 
calendar. Full of symbolism and tradition! Hopefully it 
doesn’t sound disrespectful but, traditionally, it also 
seems to have a powerful influence on real estate 
activity! 

Easter marks the end of summer. We’re used to 
seeing activity levels ease until the next spring. 
So what happened this year? Well, New Zealand 
didn’t pause for an instant with three of our top 
five businesses internationally located in central 
Auckland! It’s the most powerful story in recent 
times. But Australia, even now in full election mode, 
was far from tawdry coming in at 18 per cent over 
last year. So our total figure of $2.44billion was 
pleasing. 

What was pleasing was the resilience of New 
South Wales. Of course, when two massive sales 
are announced (two homes in Point Piper selling 
at prices which project them into the top three 
sales of all time in Australia) it has to be a tonic 
for the market. Both sales were made to Chinese 
purchasers. 

Powerful results continued in Perth. Interest rates 
in Australia are again under debate. Amazingly, talk 
about softening the Australian economy is back in 
vogue.

Yet there’s plenty to be confident about at the 
present time. Crisscrossing news of world trends 
and events is not creating any hesitancy in open 
for inspection numbers. The reduction in the overall 
housing stock on the market is, to us, a sign of 
confidence by sellers that prices are likely to improve. 
Might this prove to be a resilient winter market? 

Supporting this were our strong Loan Market 
numbers for April (submissions up 20 per cent 
on the previous year) reflecting this underlying 
confidence. The fact that our lodgements are greater 
than our settlements is a further indicator that buyers 
are preparing themselves to commit. Supporting 
hope for winter market activity!

Disturbing reports indicating continuing decline in the 
value of rural properties (created by the uncertainty 
in live export markets) is becoming a significant 
question that needs to be resolved by governments. 
 
Activity across our commercial markets continues to 
be promising. Being led by an extraordinary increase 
in the value of listed property companies. How good 
for the property industry to have investors sensing 
that they need to work hard to get a worthwhile 
return on their savings rather than leaving those 
funds in cash management trusts etc. 

What is new at Ray White?

The importance of Chinese purchasers in Australia is 
beginning to mirror the experience in New Zealand. 
Our new document “Ray White and China” highlights 
three astonishing stories where Ray White has 
created an integration in Chinese activity. A key 
integration role in the Chinese market. 
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James Zhou was in Milan, Italy in late 

2012. He was there to assist his buyer of 

the Palazzo Versace on the Gold Coast to 

seek consent from House of Versace. A 

condition of the contract for the purchase 

of the $68.5m hotel required Versace’s 

approval of the purchaser. This was the 

final step in a process that James had been 

working on for over 6 months.

His Ray White office is in Sunnybank 

Plaza, in the heart of Brisbane’s Chinese 

community. 

In addition to his local residential real 

estate business, James has developed 

a remarkable track record for building 

relationships with large off-shore and 

on-shore Chinese investors. “It helps 

enormously in building trust with my buyers. 

The Chinese see this as a very important 

credibility factor”.

He explains his strategy in developing 

his buyer relationships. “Generally, when 

mainland Chinese buyers come to Australia 

to look for property, they generally have 

a small team of advisors around them to 

assist. It is very important for me to be 

well prepared and equipped with rich 

local knowledge and culture when the 

opportunity occurs so that he is ready to 

serve them.” 

James with CEO of House of Versace Mr. Bocula at Gianni Versace 

former residence at Milan, Italy.

James with the vendor of Palazzo Versace Hotel, MD of Sunland Group 

Soheil Abedian and his wife Anne in Milan, Italy.

1

1 Palazzo Versace Hotel, Gold Coast 

Sold by Ray White’s James Zhou to a Chinese purchaser

“Initially these buyers want to ask me lots of 

questions. My career, my background, my 

family life. I am very open. I often have them 

to my home to see where I live. Nothing is 

more open than that!”“The buyers of Versace had been looking 

around the Australian property market with 

another party for almost two years. But 

that did not worry me. I sensed that this 

buyer was very genuine, but it wasn’t clear 

that anyone had taken the time to ask the 

right questions. I challenged them on what 

they wanted so I could be most effective 

for them.”
It is interesting to talk with James on how 

he determines whether his potential clients 

are genuine. As these investments take a 

very long time to bring together, how does 

he qualify them? “I look for two things. 

Firstly, they need to be asking me the right 

questions initially. And secondly, I must 

feel confident that I can be of real value 

to them in helping them secure what they 

are looking for. If I can’t answer these two 

things confidently, I will let someone else 

help.”

So what else is James up to? He has 

just recently acted for a buyer to buy 

$7m of units in the Hilton Hotel on the 

Gold Coast. And he has another client 

returning to Australia soon to look for an 

iconic residential home. “There is a lot of 

opportunity at the moment!”. Not only was James’ buyer approved by 

Versace (“there was never any doubt in my 

mind!”), he is now helping his buyer look at 

more opportunities.
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Outdoor Dining - Palazzo Versace Hotel 

Grand Ballroom - Palazzo Versace Hotel 

All this is building from our remarkable business in 
Indonesia where Ray White is now the clear country 
leader. Our planned new office in Singapore is just 
another part of the transformation. 

New offices in Australasia are particularly exciting. 
Sandringham and Forrest Hill in Auckland together 
with Ashburton on the South Island, Wandoan 
and Miles in Queensland plus two new offices 
in Townsville. In Sydney we have a new office in 
Brighton Le Sands and in Melbourne we have two 
new offices in Brunswick and Craigieburn. 

As foreshadowed last month, White Private sold 
Kelmscott Plaza in Perth for a satisfactory $15million. 

On the commercial front, marketing commenced for 
the fabulous Legion Cab site in Surry Hills which is 
already attracting substantial interest. 

Ray White Marine continues to become a stronger 
and stronger player - now selling some of the more 
expensive vessels in Sydney. 

Our monthly White Paper is now also published in 
Mandarin. 

Brian White
Joint Chairman
Ray White Group
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