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Coronavirus and what it 
means for Property
The coronavirus (COVID-19) pandemic has 
shaken the global investment markets 
and is having a huge economic impact 
worldwide. The uncertainty surrounding the 
coronavirus is affecting consumer confidence 
and the ongoing imposed restrictions are 
slowing down most business activity on a 
national scale. As we are writing this, the 
full implications of the coronavirus outbreak 
and the impact from the growing restrictions 
being imposed are filtering through the 
economy. 

Before we assess what the impact of the 
coronavirus will be on property, I would like to 
share with you a few known facts about the virus.

Briefly, to infect, the virus must enter the body 
through openings like our mouth, nose or eyes. 
Apparently, the virus does not remain airborne 
and it only travels a short distance in small 
droplets of fluid. Therefore, avoid touching 
surfaces that other people may have touched, 
sneezed or coughed on as some people may be 
infected and may not yet know. To prevent the 
spread of the virus practise good hygiene, always. 
Wash your hands with soap regularly, sanitise 
often and do not touch your face before doing so.

Based on what we are told the virus has the 
potential to spread exponentially (hence the 
imposed restrictions to slow it down), and we 
are also told that a large percentage of us will 

come in contact with the virus unless the physical 
distancing measures are adhered to. Most 
people infected will only suffer cold and flu like 
symptoms but sadly it can be fatal when it infects 
elderly people and those with certain underlying 
health conditions or weakened immune systems. 
The good news is that about 99% of the people 
infected recover.

From a property timeline perspective, a virus that 
affects the economy for four to six months will 
come and go in a short time frame just like many 
other viruses and world crisis have done in the 
past - SARS, the swine flu, the bird flu, 9/11, GFC.

The full extent of the damage to the economy, as 
more businesses are forced to close their doors, 
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EDITORIAL

BY PAUL KOUNNAS, DIRECTOR

Letter
from the
editor
Dear Reader,

We hope you are keeping well during 
this unprecedented and challenging 
times we all find ourselves in.  

I have delayed sending out our 
Autumn newsletter because events 
have been changing so fast, altering 
the landscape and what we can and 
can’t do.

The main article in our newsletter 
is about the coronavirus and the 
impact it is having on the property 
market. 

The full extent of the damage to 
the economy is yet to be realised. 
The next few months will be hard 
as more businesses shut down 
and people isolate. This is directly 
impacting property. As the number 
of transactions and inquiries are 
dropping, so are prices. But this will 
pass, things will recover, although 
we don’t know when, we do know 
that they will get better.

As auctions and open houses are 
now banned, at Hudson Bond 
it’s business as usual because 
inspection by appointment, one-
on-one, is the way we have been 
showing and selling houses for 
many years. This is the Smart Sale 
way to buy and sell property.

The Smart Sale model of selling is 
outlined on page two. It is market 
proof.

Our last article is the ‘Auction 
Bunny’ and although auctions are 
banned for now, agents will jump 
back into them again as soon as 
they can because auctions are great 
for the agents, not so for sellers and 
buyers. This article provides some 
helpful insights behind the scenes of 
the auction system.

For those who need to buy and 
those who need to sell, we are 
available to assist you through these 
challenging times. We look forward 
to helping you should the need 
arise.

Practise good hygiene and stay safe 
and healthy.

Best wishes,

Paul Kounnas

Your reserve price  

alongside your Smart
Sale closing date

Hudson Bond Real Estate is proud to present 
the easiest and most successful property sales 
process achieving amazing results with the least 
amount of stress. This internationally-acclaimed 
process not only removes the need for 
invasive open homes and expensive marketing 
campaigns, but it also removes any pressure to 
to sell below your comfort level.

• PERSONABLE • ONE ON ONE 
• ZERO COSTS • SAFE

THE SMART 
SALE

List your property with 
Hudson Bond and set 
your price.

            Offers will be 
           negotiated privately
        by each team member 
    and will be sealed and 
 kept confidential 
until presented.

Accept, decline, 
or negotiate on 
any offer. You are
in control, this is
your Smart Sale. 
 

On your Smart Sale
end date, all offers 
will be opened 
with your Hudson
Bond agent.

Your property 
will be marketed 
at your price. Once 
we have an offer we 
will set an end date to 
present all offers. 

WHAT YOU NEED TO KNOW:
•  ZERO costs! The Smart Sale process is cost-free, with the agents simply taking 

their standard commission rate only when the property sells. 

•  Hudson Bond manages the entire process from start to finish. Your privacy and 
security are guaranteed; no stress, no risk.

•  The entire sales team work together to sell your property for the highest possible 
price, not just the listing agent and his assistants.

•  The Smart Sale is a private process which removes comparative bidding, allowing 
true value to be reached. It is truly competitive NOT comparative.

•  Vendor can accept, reject or negotiate any offers. 

•  The end result? A fast and hassle-free sales process that achieves the highest 
possible price for your property with no hidden costs.

THE 
SMART SALE

5 STEP
PROCESS
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is yet to be fully realised. There will be 
some temporary and some permanent 
changes to many industries. Some 
companies will experience an increase 
in business while others will close their 
doors.  

Things will eventually get better, 
although we don’t know when, we know 
they will. Isolation measures may work 
to a degree, and eventually we’ll find a 
vaccine and life will get back to normal 
again. That’s not to say the next few 
months won’t be hard, for some they will 
be devastating, but things will recover, 
the markets will recover.  As we are 
writing this there are reports that China 
and Korea have the spread of the virus 
under control. The search for a vaccine is 
well advanced in many countries, as are 
various cures.

Federal and state governments have 
introduced massive spending measures 
to counteract the recessionary effects 
of the fall in economic activity. The level 
of liquidity pumped into the economy 
will end up helping the economy bounce 
back.

Ultimately with so much 

liquidity in the system 

it eventually ends up 

in property, pushing up 

demand and prices.

To assess the impact of the current 
slowdown on property, it’s worth looking 
at the past. Historically, property 
has performed relatively well against 
negative economic shocks. In the short- 
term property transactions will fall as 
we go through this crisis. To what extent 
values might fall remains uncertain.

The crisis will have a short-term effect 
on property as some people become 
less confident and sit on the sidelines 
waiting for things to become clearer. 
But if you intend to sell in the next year 
or two, you should seriously consider 
selling now and getting on with your life. 
Don’t wait because it might get worse 
before it gets better. But if it doesn’t 
matter if you stay where you are for 
the next five to ten years, you may than 
be better off waiting for the market to 
recover before selling. It becomes a 
lifestyle choice.

In a few years from now this virus 
would have had no influence where the 
property market will end up because the 
underlying fundamentals supporting the 
property market have not changed. Let’s 
look at the fundamentals of the housing 
market to help us better understand the 
outcomes of the current situation.

Interest rates are the lowest in our 
history and could go even lower. The low 
interest rates are making it easier to own 
a home. In fact, it is currently cheaper to 
be paying off a mortgage than it is to be 
paying rent.

Australia’s population is growing at 
the rate of around 350,000 people a 
year. This means we need about 170,000 
new dwellings each year to house all 
these people.

We have a declining housing supply 
which will lead to an undersupply of well-
located properties in our cities.

Many businesses will suffer, particularly 
those in the tourism and hospitality 
industry. The government’s stimulus 
packages will assist many businesses 
stay afloat but sadly some will not 
survive. This will lead to a temporary 
rise in unemployment. But once this 
is over, and it will be, governments 
worldwide will ramp up their spending, 
like we’ve never seen before, to get the 
economy going again, and this will create 
new job opportunities.  

Also, the share market volatility will, 
if anything, make investors look at 
real estate as an alternative secure 
investment avenue.

Historically, real estate 
has always performed well 

over the long term, 
especially following a 

stock market collapse. 

If you are considering buying this is an 
opportune time to buy now. You should 
take advantage of the short-term 
downturn the market uncertainty may 
cause by buying now while there are 
fewer buyers competing. 

In the words of Warren Buffet “Be 
fearful when others are greedy and 
be greedy when others are fearful”, 
because this too shall pass and you will 
be disappointed if you did not act now.

The Smart Sale is the 

safest way to Buy and Sell 

in any market

As public auctions and open houses are 
now banned, we would like to emphasize 
that inspection of properties with 
Hudson Bond are by appointment only, 
one on one. Inspection by appointment 
is what we specialise in and have been 
selling houses this way for many years. 

At Hudson Bond, we have always invited 
our interested buyers to a personal 
one-on-one Smart Sale inspection. 
We always felt that it was a better 
experience, allowing people the time 
and space to explore a property without 
rubbing shoulders with strangers. 
Particularly now when it’s essential 
to stay a healthy distance apart and 
because we conduct one-on-one 
inspections, we are totally prepared to 
help you.

So, at Hudson Bond it’s 
business as usual because 

this is the way we have 
always worked. We don’t have 
to restructure our processes 

to sell your home.

The Hudson Bond team look forward 
to helping you buy your next home in 
the safest way possible, by one on one 
inspections. Homeowners, rest assured 
we will sell your property with minimum 
risk by controlling who inspects your 
property, with qualified cashed up 
buyers, enabling you to move forward 
with your life.

For those who would prefer not to leave 
their home, you can take advantage of 
our Personal Video Tours. Available via 
FaceTime, WeChat, WhatsApp or Skype - 
we offer a live one-on-one personal walk 
through which you direct. Bookings are 
required in advance. 

Your reserve price  

alongside your Smart
Sale closing date
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Auction bunnies are homebuyers 
duped into bidding at an auction 
when they have no chance of being 
the successful buyer. The auction 
bunny reaches their maximum price 
at the auction before the price even 
hits the seller’s reserve price. There 
are numerous examples of this 
happening to buyers every weekend. 

Not only do these poor bunnies often 
get their hearts broken, they also lose 
thousands of dollars in ‘due diligence 
expenses’ – such as building and pest 
reports, valuations, strata reports and 
legal expenses.

Here’s what happens: An auction bunny 
asks the auction agent, “How much will 
this property sell for?” The agent gives 
the standard bunny-trap reply – they 
quote a price around 10% to 15% below 
the seller’s reserve price. For example, 
if the sellers want a million dollars, the 
auction agent will say, “We’re expecting 
bidding to start from around $850,000.”

If the auction bunny pushes the agent, 
saying something like, “Are you sure? 
Do you really think it will sell for such a 
low price?” the agent will say something 
like, “The sellers are keen and will meet 
the market on the day. The market sets 
the price.”

It beggars belief that business is done 
this way. It’s heartbreaking to witness 
someone go through the bunny process.  
It’s downright infuriating. But, welcome 
to the auction system as practiced by 
thousands of agents. 

The essence of the issue is 
underquoting. Think like a real estate 
agent for one moment. ‘How do you 
have an auction with only one buyer?’

Exactly, it’s impossible or downright 
embarrassing if you try. 

So, the agent needs multiple bidders on 
auction day to fuel the process. 
The agent needs to get a few bunnies 
along to the auction. How do you attract 
them? With an underquoted price. 
Who wouldn’t want a bargain in a strong 
market?

As agents say behind closed doors, 
“Quote em’ low and watch em’ go, quote 
em’ high and watch em’ die.”

Protection Points:
As a genuine buyer, you must do your 
best to protect yourself against the 
bunny tactic, rather than having to 
complain about it later. When it comes 
to misleading prices quoted by agents, 
believe nothing and check everything. 
The agents are right on one point – the 
market will ultimately set the price. If 
you are lured to an auction by what 
seems a low price quote, be assured, 
you won’t be the only buyer there on the 
day expecting to purchase a bargain. 

You and the other hopeful bidders will 
have been hooked by ‘bait pricing’. 

But, the more you inspect, research 
and follow the sales results in your 
chosen area, the more knowledge you 
acquire. And knowledge really is power. 
If your opinion of value is higher than 
the agent’s quote, you have probably 
stumbled on a bait price (underquote). 
At least you now know before you 
waste time and money on checks and 
searches. 

A few years ago, the Office of Fair Trade 
introduced fairly stringent measures 
to combat agents underquoting 
to homebuyers. These measures 
have certainly improved things for 
consumers, but they are by no means 
fool proof. To ensure you are not 
the duped bunny on auction day, 
avoid falling into the belief that the 
Office of FairTrade have stamped out 
underquoting. They haven’t.

Ask the competitor auction agents for 
their thoughts on price. These agents 
will have a fair idea of true value. Many 
times, other agents will tell you the truth 
about their competitor’s properties; 
they’ve got nothing to lose or gain. Be 
careful, though, some agents will run 
down any property that is not with their 
agency. Thankfully, this low rank tactic 
is fairly easily detected and you’ll rarely 
be fooled by it.  Look for objectivity and 
pragmatism in the assessment.

Attend other auctions. Ensure you 
understand the bluff and bullying tactics 
commonly used at auctions. Don’t be 
frightened. Decide what the property 
is worth (to you) and stay calm at the 
auction. Or, find a friend or relative who 
can bid on your behalf. 

Or you can make an offer before the 
auction. By law, all agents must pass-on 
all offers to all owners, although auction 
agents will not encourage this.

Follow these simple yet powerful points 
and you’ll rarely be an auction bunny. 
Good luck!

Outbid:
If the agent’s marketing price guide is 
accurate and aligned with the vendor’s 
reserve price and comparable sales, 
yet the final selling price exceeds the 
advertised price range/guide, you 
have not been misled. You have been 
outbid. This is important to differentiate 
between being misled into bidding 
by the agent and/or being outbid by 
another buyer in the market. 

Given interest rates and stock levels 
are both at historical lows, prices can 
sometimes exceed expectations.

An auction bunny is the naïve buyer who 
reaches their maximum price before 
the auction even hits the seller’s reserve 
price. The buyers are expended before 
the sellers are even ‘on the market’.

AUCTION 
BUNNY!
Reading the “play”

with auctions
By Peter O’Malley


