
Footnote: Median prices are the mid-point of the prices that properties sold for in the quarter. While the figures can show a 
trend, they do not necessarily mean prices are rising or falling, but indicate the prices predominating in the area. For instance 
a lower price in a quarter can indicate lower priced properties predominating in the sales made during the quarter and the 
opposite for rises in median prices
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Welcome to 
this, the first 
edition of our 

new property market 
report newsletter.
We have resurrected 
the  ‘Independent’, 
the publication we 

produced many a year ago, because we 
believe property owners and prospective 
purchasers in the vicinity of our offices in 
Ashfield and Petersham have not been 
getting reliable, local information to make 
intelligent decisions in regards to property.
Furthermore, I worry about the quality of 
media reporting. They sometimes get onto 
a theme such as ‘market bubble’ and  give 
people a totally erroneous impression of 
what is happening in the market.
Over the years, I’ve often observed that 
suburb market trends do not always follow 
overall trends of the State.
Articles in a state-wide or national 
publication give a broad picture view of 
what’s happening, but not in sufficient 
detail of specific localities.  

Local factors important

Local factors such as road changes, new 
developments, rezoning, proximity to 
shopping, educational, special medical and 
other facilities and transport are typical 
examples that only affect properties within 
a locality.
When buying or selling a home or 
investment property, factors such as recent 
median price growth, timing, the level of 
demand  for the area, growth potential, 
likely rental income, the level of vacancies 
in the area all warrant consideration. That’s 
the sort of thing we’re going to report on.
Many of my family are involved in this 
agency. As a family, we want to be seen as 
responsible Real Estate Agents who share 
this area with you and who genuinely care 
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Locality Mar Qtr  
Sales

Median  
Mar 2016

Median  
Mar 2015

Growth  
Year %

Median Rent 
Per Week

Rental yield 
Last year

Ashfield  

Houses 
Total 3119 28 $1,459,000 $1288,000 13.28% $725 2.68%

Units 
Total 8857 71 $669,500 $600,500 11.51% $495 4.32%

Petersham  

Houses 
Total 1960 18 $1,351,500 $1,173,000 15.22% $820 3.68%

Units 
Total 2409 15 $704,500 $624,000 12.87% $540 4.43%

Marrickville 

Houses 
Total 6121 46 $1,298,000 $1,103,500 17.59% $845 3.80%

Units 
Total 7057 53 $642,000 $573,000 12.03% $490 4.48%

for the success that our clients have in their 
ventures into property.
Our aim for this newsletter is to give 
you an accurate perspective of the local 
market and to make a useful contribution 
to your success in property – immaterial 

of whether you are an owner/occupier, 
property investor or tenant.
We hope you find this newsletter 
interesting, and above all, useful.
Tim Simpson 
Principal/Licensee

NDEPENDENT PROPERTY NEWSI Reporting on the Ashfield - Petersham property market 

Ashfield: 28 Hercules St   Petersham:  448 Parramatta Rd  emails      admin@brough.net.au
phone    02 8753 2300   phone           02 9509 0300         sales@brough.net.au
sales       02 8753 2333   sales              02 9509 2333   website:       www.broughandtaylor.com.au

Leading the way since 1926 and still going strong!

YOUR QUARTERLY SUBURB STATISTICS



WHAT’S HAPPENING IN THE LOCAL PROPERTY 
MARKET RIGHT NOW?

Despite the media constantly 
harping on about the property 
market being near to collapse, 

we can tell you that sales are still 
happening in the Ashfield and 
Petersham areas.
Houses in particular, are still selling well. 
Units on the other hand are attracting 
a little less interest unless they’re well 
located and well presented.
If they’re well finished and well located, 
they’ll certainly sell which indicates that 
for units anyway, buyers have become a 
little more particular.
Thanks to continuing strong rental 
demand, most of the home units are 
selling to investors.
Sales of houses on the other hand are 
primarily being driven by owner occupiers 
and there’s no doubt  that good prices are 
still being achieved. 
There is however, a shortage of supply.

Savvy buyers

One aspect of the market that is important 
to recognise is that buyers are savvy and 
by trawling the internet they’re well aware 
of current market values. 
They’re wary of anything that appears to 
be priced above current values.
If you’re a seller, you’ll still achieve an 
excellent price with amazing capital 

growth if you’ve held it for a few years, but 
you need to be mindful that it is foolish to 
price your property ahead of the market.

Tempo has changed
A year or so ago, you could do this and 
the market was likely to come up to you, 
but that’s not the case now as the market 
tempo is back to what we would call a 
normal healthy tempo rather than running 
gangbusters.
We expect this reasonable level of enquiry 
to continue.  

The good news of course is the recent 
reduction in interest rates. 
That generally lifts the spirits of buyers as it 
gives them greater buying capacity which 
in turn helps prices.
A property market moves in cycles, so 
we would advise that if you’re thinking 
of making a move in the near future that 
involves selling your property, now maybe 
a better time than later in the year.

RENTAL MARKET REPORT

A steady trickle of enquiries from prospective tenants is 
ensuring that rental levels continue to remain firm in 
Ashfield and Petersham.

This is despite ongoing media predictions that Sydney is likely to 
see rentals having to be reduced as a result of higher vacancies.
Having said that, it is important for rental properties to be well 
presented and represent fair value. 
The important thing for property owners is to be astute by 
ensuring their property represents reasonable value for money and 
that if maintenance work is needed it be attended to promptly.

Transition Period
The beginning of the year is traditionally the busiest time - known 
as the ‘transition period’ because many tenants relocate for travel, 
work, university and schooling.

We conducted an interesting trial in this period by opening our 
office between Christmas and New Year.
There were a surprising number of people pleased to find us able 
to help them. The end result, we’re almost certain to do this again, 
rather than close for the entire Christmas to New Year term.

Saved by new clients!
The other aspect of the start to the year was a considerable number 
of property owners coming to us, seeking a good management 
team to look after their investment property.
Some were new investors, others transferring from agencies 
they were not happy with. The influx was fortuitous as the good 
marketing strategy that we have in place would have left us 
embarrassingly short of properties to offer tenants, had these new 
managements not come on board.

Steady demand results in 
rental levels remaining strong



One of the 
greatest myths 
in real estate 

sales and property 
management is that 
you can save money 
by using the services 
of so called ‘on-line’ or 
‘discount agents’.
Discounters want 
people to buy the 
concept they’ll save 
money, yet it has 
been shown time and 
again that there are 
significant expenses 
in operating a real estate agency and 
the only way costs can be reduced is by 
reducing the service. 
This is particularly so in property 
management where it is essential 
to maintain property inspections, 
keep exacting records, maintain trust 
accounts, have good contacts for 
emergency work and be well placed  for 
tenants to find you.
When it comes to selling property, sellers 
who believe they’ll save money with a 
discounter, must realise that they can’t 
determine the true cost of that decision 
until the property is sold.
It’s important to be aware of what you’re 

using an agent for. Many people think it’s 
to find a buyer – that’s true, but it is only 
part of the picture.
One of the most important aspects to 
employing an agent is for the agent to 
negotiate the best price he/she possibly 
can.
The question arises: If an agent is 
prepared to lower his/her fees, then what 
is likely to happen when supposedly 
negotiating on your behalf to obtain 
the best price possible?  You can hardly 
imagine them holding off from the sale 
to achieve best price.
So, you need to understand the 
potentially huge ramifications of 
perceived savings. 

In real estate you get 
what you pay for

If you have ever wanted proof that 
auctions work- how about this 
stunning price that we recently 

achieved in Padstow?
The auction for a three bedroom home on 
a 607sqm block facing parklands, attracted 
60 people with 15 registered bidders.
We received 22 bids to close the price at 
$1,320,000.
Brough & Taylor’s Tim Simpson and Gino 
Morvillo, who handled the sale for the 
client, said the sale achieved a stunning 
price and was proof that our auctions are 
the way to go in this market.
Needless to say the client was delighted. 
And it’s not just houses that sell well via 
auction.
We recently achieved an excellent sale for 
the owner of a two bedroom apartment in 
Gower Street, Summer Hill.

And here is proof:   
Re: 16a Beckett Ave, Ashfield.
“After having Brough & Taylor manage 
a rental I owned in Ashfield for 10 years I 
engaged them to sell the property. “The 
decision to appoint them was an easy choice 
due to the rental period being seamless – 
appropriate tenants were always found, 
communication was immediate if there was 
ever a problem and the rental income was 
received on time every month.
“Tim Simpson initiated the marketing and 
sale process, and Gino Morvillo dealt with 
prospective buyers in a most professional 
manner. Both showed a genuine interest 
through the campaign to achieve the best 
possible outcome.
“The proof of the successful marketing 
campaign was shown on Auction Day with 

a large number of bidders present.
“Thank you to the whole team at Brough & 
Taylor for your honesty, courtesy and help 
over the last 10 years and for achieving a 
result that far exceeded our expectations. I 
would highly recommend Brough & Taylor”
Ann Scaturchio
If you’re considering selling your home or 
investment property in the near future, the 
current time is perfect for an obligation-
free market estimate.
We can explain how to we achieve 
the greatest impact with cutting edge 
marketing techniques and give advice 
on the best means of presenting your 
property to the market.

Fabulous 
results from 
our auctions:

Westpac, the ANZ and the 
Commonwealth Bank and 
their subsidiaries have 

ceased lending money to foreigners 
wanting to buy residential property  
in Australia.
The only major bank continuing 
to lend to overseas purchasers is 
understood to be the NAB  which 
requires non-resident buyers to be 
employed, not self-employed or 
shareholders, must be met face-to-
face, and will only be lent up to 70% of 
the value of the property.
The other major banks are no longer 
providing any lending to a non-
resident, even if the applicant’s income 
is not relied on to meet serviceability.
Australian and New Zealand citizens 
and permanent visa holders with 
foreign income are restricted to loans 
for new housing only.  This comes with 
a maximum loan to value ratio of 70%, 
down from 80%.
The changes come on the back of 
rising concerns that fraud and money 
laundering are increasing among 
foreign buyers in the Australian 
property market.

Banks cease real 
estate lending to 
overseas buyers



 Brough & Taylor - independent and
                              a little different to the others!

In this issue we thought it might 
be a good idea to give you a little 
background on ourselves, especially 

as we’re independent - not aligned to 
any franchise organisation.
The Brough & Taylor agency, has been 
prominent in the inner west property 
market and beyond since 1926. We’re 
proud to be an integral part of the heritage 
of this vibrant corner of Sydney.
Our offices in Ashfield and Petersham  
are focused on property sales  and in 
managing  rental properties throughout 
the greater metropolitan areas of Sydney, 
from Ashfield to Seven Hills, Summer Hill, 
Petersham, Croydon, Harberfield, Ashbury, 
Canterbury, Croydon Park, Burwood, 
Lewisham, Stanmore, Newtown, Enmore, 
Concord, Camperdown, Erskineville, 
Redfern, Marrickville, Dulwich Hill, Padstow 
and beyond to the south west and 
northern suburbs.
Being a family-run business with a large 
contingent of our family participating, it’s 
extremely important to us that we maintain 

a reputation for professional ethics and for 
going the extra mile to deliver a stress-free, 
quality client experience. 

Property is our passion. 
In selling and managing properties – from 
heritage to brand new, we’ve embraced 
the latest tools, techniques and marketing 
materials, as well as cutting edge 
management technology. 
None of this works without a professional 
team, and accordingly, we’ve built a group 
of specialists focused in: 

• Residential Sales and Auctions, 
• Residential Property Management
• Commercial Property Sales, Leasing 

and Management. 
Our property management clients 
range from major investment groups, 
government departments and overseas 
investors, to owners with one property. 
We find that having a team of specialists 
ensures each division works more 
efficiently, effectively and successfully.

In order to do this our team members 
undertake continuing professional 
development to keep up-to-date on 
industry trends, legislative changes and 
new developments. 
The team members, many of whom have 
been with us for decades, embody the 
cultural diversity of our area. Several speak 
a language other than English, including 
Greek, Italian and Mandarin. 
Having been a part of the region, 
participating  in its development for many 
years,  we’ve experienced many property 
cycles, to give us an acute awareness of the 
economic and social changes which affect 
property owners, buyers and sellers.  
Brough & Taylor is a fully licensed Real 
Estate Agency - long term members of 
the Real Estate Institute of NSW, so you 
can be assured we will act ethically at all 
times, and in addition, we will be firmly 
committed to providing an outstanding 
service that gives premium results for you 
and your property.

Did you know that Ashfield was once 
home to an Australian motor vehicle 
manufacturing company?

The Australian Six motor car factory was once 
located on Parramatta Rd, near Frederick St.
The factory opened in 1920, building vehicles that 
featured a choice of five bodies, built from a mixture 
of local and imported parts, to compete against 
imported cars from the United States.
It traded under the motto ‘Made in Australia, by 
Australians, for Australia’ but sadly the motto failed 
to appeal to enough people and it closed in 1925.
The site became an AWA factory producing radio 
valves and other components before that too gave 
way to cheaper imports and the factory is no longer 
there.
On the other side of Frederick St was the Peek 

Freans biscuit 
factory, the tower 
of which was (and 
still is) a familiar 
site to passing 
motorists – being 
part of the 
Bunnings store.

Our team looks forward to 
serving you….

Did you know 
Ashfield was once 
home to a motor car 
manufacturer?
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