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DEVELOPMENT OF A NEW URBAN

CAMPUS FOR THE DUBLIN INSTITUTE

OF TECHNOLOGY AT GRANGEGORMAN

By  Terry Prendergast, BSc, MPhil, MSc, MIPI

Dublin Institute of Technology, Faculty of the Built Environment and Campus Planning Team

“The plans for Grangegorman are ambitious; a flagship development providing a

modern consolidated campus for the Dublin Institute of Technology, as well as purpose

built mental health facilities and primary health care for the local community. It would

create new economic and social opportunities for people living in this part of Dublin

and improve the health and education infrastructure of the City. Our future economic

success will depend on innovation and skills. Investment in education and training,

lifelong learning and research will help us to earn our living in the world economy.”

An Taoiseach, Mr Brian Cowen TD,
25 May 2009
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An Taoiseach, Mr Brian Cowen TD, describes one of the most

ambitious educational and health development projects ever

undertaken in the State which is currently underway at the

former St. Brendan’s Hospital, Grangegorman, Dublin 7: 

The 30 hectares Grangegorman site will be redeveloped to create

21st century facilities to meet the needs of DIT, the HSE and

surrounding communities. The project will relocate all elements

of DIT from its various locations across the city to a single

campus and will provide modern health facilities for the HSE,

creating a new education and health campus and new urban

quarter. 

Background to the Development of
the Campus

DIT grew out of a collection of technical and professional

institutions stretching back to 1887. Reflecting this rich history,

DIT is currently located in a number of sites scattered across

Dublin City. Some of these buildings are familiar Dublin

landmarks such as DIT Bolton Street, Cathal Brugha Street,

Kevin Street and Aungier Street and Rathmines. More than

22,000 students are enrolled with DIT on full and part-time

programmes that range from apprenticeship to degrees through

to PhD and post-doctoral research. Having grown organically

over a long period of time, the potential for DIT to continue to

develop and to meet key strategic national objectives, is

compromised by the limitations of this diverse infrastructure

and building stock.

Recognising the potential to enhance third level educational

provision, the Government took the decision in 2002 that a new

consolidated DIT campus would be developed at

Grangegorman, in DIT’s heartland of the inner city of Dublin.

Complementary with the DIT campus, the Government

proposed new healthcare facilities, all to be integrated in a new

city quarter. 

St. Brendan’s Hospital at
Grangegorman 

St. Brendan’s Hospital at Grangegorman is one of the oldest

public institutions in Dublin, providing mental health services

for over 200 years. The land within St. Brendan’s is a largely

undiscovered gem in Dublin’s north inner city. The walled site

has remained virtually untouched for decades and for the most

part has been separated from the communities living around it.

Those parts of the Grangegorman site which are in use include

a number of buildings which are architecturally important and

are Protected Structures but which are no longer suitable for

modern mental healthcare delivery.
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What the Development Aims to
Achieve

The overall aims of the Grangegorman development are

ambitious and can be described as follows: 

• develop a world class integrated campus for DIT– a flagship

development within higher education in Ireland,

incorporating leading edge design, educational innovation

and technology. 

• redevelop St. Brendan’s Hospital and other local clinical

services on a state-of-the-art integrated healthcare campus

which enables a high class service model to be delivered by

the HSE. 

• generate community benefit through enhanced physical

environment, sport and recreational facilities, arts and

cultural spaces, social and educational amenities, and

economic opportunity. 

• achieve excellence in architecture, urban design and

sustainability and protect the architectural heritage of the

site. 

• develop a new city quarter which links with and adds value

to its surrounding neighbourhoods and the city in general

and articulates Dublin City Council’s vision for the City as

expressed in the City Development Plan 

• maintain a communication strategy throughout the delivery

of the project that facilitates appropriate consultation.

• develop a major science and technology park com-

plementing the research, development and innovation

activities of the Institute and underpinning the aims for the

city. 

• develop residential accommodation for 1800 students on

site.

Organisation

The Grangegorman education and health campus is being

procured by the Grangegorman Development Agency (GDA),

which was established by Government in 2007. The GDA is

charged with handling the overall planning, development,

procurement and construction of the campus on behalf of the

DIT, the HSE, the Dept. of Education and Science and the

community, handing back buildings to individual users as they

are developed. 

The GDA works closely with the DIT, the HSE, the local

community, local authority and statutory agencies in procuring

the campus. The GDA is chaired by Mr. John Fitzgerald, former

city manager with Dublin City Council and Mr. Gerry Murphy

is CEO.  

Master Planning for the
Grangegorman Campus

An important initial step in the development of the campus has

been the development of a master plan to guide development.

The master plan clearly identifies how the Grangegorman site is

to be developed and integrated into the surrounding

community and wider city. The master planning framework has

been created by the international firm of Moore Ruble Yudell

and its Irish partners Duffy Mitchell O’Donoghue, selected

through an international design competition operated by the

GDA. Over many months the master plan team interacted with

all key stakeholders in producing a comprehensive master plan

for the entire site encompassing land use, architectural

conservation, transport and movement, urban design,

landscaping, sustainability, building height and building

configuration etc. 

The master plan allows for the creation of a new urban quarter

within Dublin’s north inner city. It integrates a state of the art

higher education campus for DIT with high quality health

facilities for the HSE to meet the needs of a large urban

population while embracing the city and the local area

surrounding the site. Its design will transform the

Grangegorman site into a permeable, multi-functional part of

the wider city. It will invite the whole community to use both

its outdoor green spaces and its new educational, health,

recreational and other facilities.

(see http://ggda.ie/strategicplan.html )

Complementary Uses on the Campus

In order to create a vibrant environment, retailing facilities such

as coffee shops, bookshops, retail outlets and student

accommodation are woven through the development to

promote an animated quarter and living campus. A major

‘Cultural Hub’ will be created to build on DIT’s activities in the
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visual and performing arts, and in the process will create a

destination in its own right. Incubation and enterprise

floorspace will be developed. In addition to the HSE and DIT

facilities, the Grangegorman site will accommodate a new

primary school. Space is provided for Dublin City Council to

co-locate a branch library with the DIT library.

Sustainability 

At the core of the planned Grangegorman development is the

achievement of sustainable development. The aim is to deliver

a sustainable project reflecting social, economic and

environmental resources. On an environmental level, the new

buildings on the site will achieve energy efficiency. Existing

Protected Structures will be given a new lease of life with new

vibrant uses. The biodiversity of the site will be respected and

enhanced. 

Under ‘Transport 21’ the Luas Line D will extend to

Broadstone Station and to Liffey Junction bringing back into

use an existing unused rail reservation at Broadstone and in the

process creating a major new means of public transport serving

the development and the surrounding neighbourhoods. The

planned Metro North Station at Parnell Square and Eccles

Street will be within short walking distance of the campus.

Walking and cycling to and from the campus will be promoted.

A significant number of students will live on campus, which

will be largely pedestrian.

The development will generate positive socio-economic impacts.

Through its major focus on knowledge creation, research and

development and innovation, the development will support and

underpin Dublin City and the greater Dublin region as an

engine for national economic prosperity as identified in the

National Spatial Strategy. It will support and implement key

objectives in national and international economic strategies as

identified by the Government, state agencies and related bodies,

the EU and the OECD. During construction 450 full time jobs

per year over an estimated 10 year period (or 4,500 in the life

of the project) will be created. Through the creation of many

new facilities such as student accommodation, sports facilities

and a science park, in the order of 1160 additional jobs will be

generated. 

Delivery of the Grangegorman
Project 

Structured and carefully programmed implementation in the

coming years will be central to the successful delivery of the

Grangegorman development. In parallel to the preparation of

the master plan, the GDA has developed an overall financial,

procurement and delivery strategy, referred to as the Strategic

Plan. The Draft Strategic Plan is currently before Government

and once approved, will be placed on public display. 

The GDA is preparing to submit for Strategic Development

Zone (SDZ) designation of the Grangegorman site by

Government. SDZ designation facilitates development which,

in the opinion of the Government, is of economic or social

importance to the State.  Under this process the GDA will set

out a detailed vision for the development of the site, in the form

of a Draft Planning Scheme, which will be placed on public

display and put before the elected members of Dublin City

Council.

The SDZ status will allow for further certainty in terms of

timing of project delivery. Site infrastructure works are expected

to commence in 2nd quarter of 2010, with design teams for the

first DIT buildings being procured this year by the GDA.

Construction of a mental health facility on the site, with access

from the North Circular Road, is planned to commence in

2010. 

Conclusion

The Grangegorman development will have a major impact on

the economic, social and cultural life of the Greater Dublin

Region and of the country.

The nature of the project is centred on promoting access to and

participation in lifelong learning, research, innovation, training,

cultural activities and sports in addition to improving health

care. The site will remain in public ownership and will provide

a major resource to generations of users in the decades ahead.

Dublin City and the immediate north inner city communities

will benefit through the significant learning, research, enterprise,

cultural, health and sporting facilities being created. ■
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The Present Situation

In recent times property prices have collapsed and the number of property transactions

decreased to a trickle. Layoffs and salary reductions in property firms have become the

norm. Property companies have only been sparsely represented at graduate recruitment

fairs.  These signals have been seen by potential students for property courses in Ireland

and they have reacted. This response does not appear to take account of the lag between

applying for a property degree course and graduating. The lag is normally of at least four

years.  Demand for property courses for the 2009-10 academic year has reduced

dramatically.  In some cases, the intake for the first year of courses has been deferred.

Entry points, for courses that require them, are lower in 2009 than in 2008, which in

turn had a lower requirement than 2007.

Figure 1 shows the change in the academic points requirement on one of the property

courses on offer in Ireland. 

Source: Dublin Institute of Technology

Note: The points for this course are shown as it was the only one in the Republic of Ireland

that retained its name and content over the period shown.

Property Cycles
and

Property
Education
By Paul Kelly, Academic Director IAVI

A tautology worth

considering in the

present economic

circumstances is

that “cycles are

cyclical”.  Booms

are always followed

by slumps and

slumps are followed

by recoveries.

This will be

reflected in the

demand for

property education.  
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The supply of places on property degree courses did not change

in 2007 or 2008, so the declining number of entry points

required indicates a real decrease in the level of demand for the

courses.

On the supply side for the 2009-10 academic year, the provision

of places on property related courses accredited as providing the

academic basis for membership of the IAVI and the SCS has

decreased. At the time of writing, (August 2009), Galway-

Mayo Institute of Technology (GMIT) has deferred the intake

on to the BSc(Honours) in property studies for the 2009-10

academic year and the IAVI has done the same for its part-time

BSc and Higher Certificate courses that are run in partnership

with the DIT.  The first year intake to these courses will re-

commence when the level of demand for them increases again.   

A particular reason for the dramatic reduction in applications

for the two IAVI courses is that students on the courses must be

working in full-time property related employment for the

duration of the course and there has been very little hiring by

property companies in 2008 and 2009.

The questions that arise from these observations are - will these

changes in the levels of supply and demand for property courses

be permanent or will the situation change, and, if so, when and

how?

The responses to these questions can be framed in terms of

‘economic’, ‘institutional’ and ‘societal’ factors.

Economic factors

It is assumed here that the number of students enrolling on

property courses will be linked to expectations about jobs in the

sector.  This in turn will be linked to the state of the economy.  

Analysis by the Economic and Social Research Institute (ESRI)1

has indicated that the recovery of the economy, as indicated by

an increase in output, will not occur until 2011, under an

‘optimistic’ scenario.  In this scenario Irish recovery is stimulated

by growth in the rest of the world.  It is assumed in this scenario

that growth in the rest of the world will start in 2010.  Under a

more pessimistic scenario, recovery in Ireland will be delayed.

However, the ‘green shoots of recovery’ seem to be emerging in

some leading economies.

Even under the ‘optimistic’ scenario, the housing market is

expected to lag this recovery “and growth in housing demand is

unlikely to take place until households become more positive

in their expectation about the economic outlook and job

security”2.  In this context, it is expected that unemployment

will peak in 2010 at about 17 per cent of the labour force and

decline to a fairly constant level of about six per cent in 2015

and subsequent years.

These outcomes are also supported for the short term by the

view of the Central Bank of Ireland.3

Institutional factors

People normally embark on property education because they

want to know more about property and/or to gain a

qualification that will advance their career.  Reputable firms

make it a condition of employment that employees already have,

or will obtain, a relevant qualification. There is currently no legal

requirement for people engaged in property services to have any

formal qualifications, relevant or otherwise.

This should change when the Property Services Regulatory

Authority (PSRA) is placed on a statutory footing.  Once the

Authority is legally established, all providers of property services

will have to be licensed by it.  The Bill on which the Act will be

based, states that the PSRA “shall in relation to the imposing of

licenses, specify and enforce  - (i) qualification requirements,

including levels of education, training and experience, and (ii)

any other requirements, including technical standards, and

appropriate ethical standards”5.

This will add a new dimension to the demand for property

education.  For the first time, those who undertake study to face

the demands of a difficult profession will be joined by others

who will be seeking property education solely because it will be

a legal requirement.  The consequent demand for education will

depend on the precise requirements of the PSRA for the

granting of various types of licence.  Appropriate education will

also inform participants about technical and ethical standards.

Societal changes

As society changes, the ownership and management of property

tend to change in response. For example, the property industry

has become more global, firms may sell off and lease back their

offices, the proportion of one person households may change,

occupiers may decide to rent rather than purchase and more

people may live in apartments. An example showing the

proportion of single person households in the State is shown as

Figure 2.  Another example showing the increase of apartments

as a proportion of new house completions is shown as Figure 3. 



The Property Valuer16

Source: Central Statistics Office

Source: Department of Environment, Heritage and Local Government

The extent to which property education incorporates these

changes will affect the relevance and attractiveness of courses to

students and employers. This in turn will affect the demand for

them.  To meet this demand, providers of property education

will need to constantly adapt existing educational programmes

by changing their content, delivery method and timing.

As public expectancy that property professionals are properly

educated increases, demand for courses that do not meet

nationally and internationally recognised educational standards

should fall away.  

Conclusions

The present difficult circumstances in the property sector are

cyclical.   A ‘bubble’ has burst.  Over time there will be a

recovery.

Over the next five years or so, it seems that the economic forces

affecting the property sector will cause the demand for property

education to decline.  There is unlikely to be an increase in

demand before 2011. 

Potential students should note that if they enter property courses

in 2009 and 2010, it will be at least 2012 and in most cases

2013 and 2014 before they complete the course. By this time

activity in the economy and the property market should have

increased and unemployment should have declined

considerably.

In the short term institutional changes may well act in the

opposite direction to economic ones.  The setting up of the

PSRA may increase the demand for qualifications.  The change

in the level of demand for property education caused by this

will depend very much on the precise requirements of the

PSRA.  This change may also lead to an increased emphasis on

technical standards and professional ethics.

The simplest and most objective way for the PSRA to set

standards would be for it to insist on the national standards for

Higher Education that are already in place.*

Societal changes, in particular the internationalisation of the

property sector and an increase in apartment living, have

increased the demand for property education. The

internationalisation of the property market supports the case for

insisting on internationally recognised qualifications.  More

apartment living increases the need for extra property

management material in traditional property courses.  This is a

market based change, which is difficult to assess but which may

be addressed by education providers. ■
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The long-awaited revaluation process is now underway – it has

been completed in South Dublin; Fingal will be issued at the

end of the year, to be effective for 2010; and in Dun

Laoghaire Rathdown the Valuation Order has been issued,

and the new list will come into effect for 2011. It is

anticipated that Dublin City Council will be the 4th local

authority on the Valuation Office list.

Seven years have now passed since the introduction of the

Valuation Act 2001. The main thrust of this Act was the

revaluation of the entire country within a reasonable

timeframe. The questions now are – “Is it working?”, and

“What is a realistic time-scale for its completion countrywide,

when it has taken seven years since the passing of the Act to

complete one revaluation?”

The purpose of the revaluation process is to ensure that up-to-

date valuation lists exist for all rateable properties in the state.

Basis of Valuation

For the purposes of a revaluation, the basis of valuation is

NAV (Net Annual Value), i.e. the open market rental value of

the property at the specified date outlined in the valuation

order. 

Valuation Date

The valuation date selected for South Dublin, Fingal and Dun

Laoghaire was September 2005. Currently, this date is causing

concern among ratepayers affected by a revaluation, who

question why the date was chosen at the “height of the

boom”.  This is a constant query from clients, who mistakenly

perceive that their rates bill is or will be higher than it should

be, given the contrast between current market conditions and

conditions in 2005. It must be pointed out that the base

valuation date is essentially irrelevant, as the local authority

“annual rate on valuation” (ARV) alters to ensure the same

levels of rates are payable, regardless of when the base date is

set. It is argued that a valuation date of 2005 is beneficial to

the process, as at that time there was significant market

activity allowing for sufficient comparisons to ensure a fair

and equitable valuation list. In the event that a valuation order

was signed today for a valuation date of September 2009,

there would be effectively no market evidence available to

valuers which would, in my opinion, result in a highly

contentious revaluation involving unrealistic levels of

resources from a Valuation Office point of view.

The valuation date chosen for the revaluation of Dublin City

will be interesting. On the one hand, from a practical point of

By Martin O’Donnell

BA FIAVI ASCS MRICS TRC

O’Donnell Property Consultants and

member of the Professional Services

Panel of the IAVI Council

Revaluation –
The Experience

So Far
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view, I believe it is sensible that the valuation date of

September 2005 be chosen so that the four local authorities in

Dublin would have the same valuation date. On the other

hand, there will be cries from many sectors (eg. the licensed

trade & retailers), for a more up-to-date valuation date to

reflect the downturn in the market, with the subsequent

difficulties of a lack of market evidence to support valuations.

Representation Stage

Following the making of a Revaluation Order, a Proposed

Valuation Certificate is issued, offering the ratepayer an

opportunity to lodge “representations” within 28 days.  This is

a new phase in the rating process since the introduction of the

Valuation Act 2001. Effectively, this is an informal way for the

ratepayer to challenge a proposed valuation, and allows an

opportunity for negotiation before the final valuation is

issued.  

In my opinion, this useful provision was not used to its

maximum potential during the South Dublin Revaluation

resulting in a significant number of first appeals. It is to be

hoped that we will see an improvement in this over the

coming weeks during the representation phase of the Fingal

revaluation. Basically, if the representation phase works the

number of appeals should reduce significantly.

First Appeals

If a ratepayer is not satisfied after the representation stage, an

appeal against a final valuation must now be lodged within 40

days of the Valuation Certificate being issued (previously 28

days).  All Appeals must be in writing, accompanied by the

relevant appeal fee, and must specify an opinion of what the

valuation ought to be, with at least two comparisons from

within the relevant local authority area.  This list of

requirements for a valid appeal is a new requirement under

the Valuation Act 2001. In my opinion these provisions are

onerous on the ratepayer, as there is a degree of valuation

experience now required to provide the obligatory alternative

valuation.  An appeal form submitted without an alternative

valuation or comparisons may be deemed invalid and rejected.

Therefore, great care is now required in lodging appeals. It

should also be noted that the appeals process is the same for

revaluations and general revisions.  The Commissioner is then

required to make a decision on appeals within 6 months of

having received the appeal. 

Valuation Tribunal

In the event that an appellant is not satisfied after the first

appeal process to the Commissioner of Valuation, a further

appeal may be lodged to the Valuation Tribunal. The appeal

must be lodged within 28 days with the prescribed appeal

form and the appropriate appeal fee. All Tribunal appeals

must be dealt with within six months. The Tribunal decision

is final in relation to quantum, however, there are further

rights of appeal to the High Court and Supreme Court on a

point of law only.

In the revaluation of South Dublin, 227 appeals were lodged

to the Valuation Tribunal. However, only 45 appeals went to

full hearing. Essentially, a new methodology of valuation was

applied by the Valuation Office to a number of different types

of property and in some cases the approach taken was only

agreed with agents during negotiations prior to Valuation

Tribunal hearings. Interestingly, in one Tribunal case in

relation to a number of nursing homes, the approaches taken

by both the revising officer and the valuer acting on behalf of

the appellant were not accepted by the Tribunal, and the

parties were asked to revisit the case again with a view to

agreeing a new methodology and in the event that they failed

to do so, to re-enter the case before the Tribunal. In my

opinion the low level of Tribunal appeal hearings indicates

that the South Dublin revaluation was a success from a

valuation point of view.

Material Change of Circumstances
(MCC)

One of the most important changes wrought by the 2001 Act

relates to the means by which property can now be listed for

revision.  Once a revaluation (or a revision) has taken place, it

is now no longer possible to list the property for revision

unless some MCC can be proven to have affected the

property. A MCC occurs with the erection of new buildings,

an amalgamation or subdivision of property, physical changes

to property which result in a change in the value of that

property, and a change of rateable status. This provision has

caused concern from the start, which has been borne out by

countless examples of obvious inequities.  For example, under

this provision, a public house or a petrol station which have

been by-passed, and whose turnover is adversely affected as a

result, may not qualify for a revision. Likewise a worked-out

quarry, where further quarrying is impossible, may also appear

to be excluded.  The unfairness of these type of situations is

clear to all, and requires change if the Act is to be safeguarded
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from legal challenge.  It is also of vital importance that the

agent must be aware of the implications of the provision when

advising clients at revision stage, with the most pertinent

question being – “Is there an MCC?”

You will therefore note the importance of investigating a

valuation under a revaluation to ensure it is fair and

reasonable. As a result of the MCC provision, it may not be

possible to have the case revised until the next revaluation no

matter how incorrect the valuation may be. 

Notifications

Under the Valuation Act 2001, the Valuation Office has been

exonerated of all responsibility for ensuring that Valuation

Certificates are despatched, and received by the appropriate

person.  Unlike previously, when the VO had to prove that

the Certificate had been sent, there is no longer any

requirement for proof of despatch.  This particularly causes

problems in the case of vacant buildings, where the Certificate

may be sent to the unoccupied premises, and lie ignored until

after the representation or appeal date.  Because of MCC,

essentially there is now only one opportunity to fight a rates

assessment and even if the assessment can subsequently be

proven to be excessive, in the absence of an MCC, a request

for a revision to rectify the situation is not possible. This

introduces an extra requirement for vigilance on the part of

the Agent to ensure that certificates are received and dealt

with, so as to ensure that deadlines are not missed.

It is also apparent to me that in the current economic climate

prudent landlords are more aware of the rating assessments for

their investment properties. The fact is that in the event they

loose a tenant they are responsible for the rates payable and

the level of rates payable may have an influence on the ability

to attract a new tenant in the future. While landlords have a

right of appeal they are not part of the notification process,

there is a slight contradiction here. In my opinion it would be

prudent for landlords to request their tenants to advise them

of new rating assessments either in an informal way or

possibly by insisting they are notified as a condition of their

lease.

The Future of Revaluation

There is no time constraint on the Valuation Office to

complete the first revaluation of any rating authority.

However, it would appear to me that as we now have the first

one completed in South Dublin, involving a steep learning-

curve for all concerned, lessons have been learned from that

experience, and will be reflected in subsequent revaluations.

There is now no reason why the pace and number of

revaluations cannot increase significantly.

An area of concern for the revaluation process is the timescale

which has been involved.  Firstly, it was 6 years after the Act

came into effect in 2002 that the first revaluation in South

Dublin was completed.  Secondly, since the revaluation

process commenced, we are now operating at a rate of one

revaluation per year. With 88 local authorities throughout the

country, the poorest of mathematicians will appreciate the

unworkable nature of the current timescale.  This is further

complicated by the provision in the Act which stipulates that

2nd revaluations must be carried out within 5 – 10 years of the

first.  This could therefore easily lead to a bizarre situation

where 2nd revaluations in certain local authority areas will fall

due, while many first revaluations remain undone.  

The obvious answer to this problem is that the speed at which

revaluations are being rolled out must be increased

considerably.  To support this point of view it is interesting to

note recommendation 11.1 in the recent Commission on

Taxation Report 2009 which states:

“The revaluation initiative should be expedited to ensure

that a transparent nationwide valuation system, including

a cost-effective route of appeal, is in place as soon as

possible. Regular revaluations should be carried out

thereafter, in order to ensure that the valuation base

remains up-to-date. This should be done as provided for

in legislation, at intervals of not more than 10 years.”

Of course, the Valuation Office will, not unreasonably, argue

that the pace of revaluations is dictated by the resources

available to them to carry out the work. Given the current

state of the property market, there are many qualified valuers

currently unemployed or facing the prospect of it. Also, over

the coming few years there will be many graduates from

property courses facing the prospect of no employment within

our industry. Therefore, it is clear to me that there is now an

ideal opportunity for the Valuation Office to look to the

private sector and/or the employment of additional valuers to

expedite the revaluation process in an efficient and cost

effective way.  The employment of the private sector would be

a new initiative in the rating process and this concept of

outsourcing is in my opinion a real option as outlined in the

social partnership agreement “Towards 2016”. ■
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In April of this year, Karl Mullen, one of Ireland’s greatest

sporting legends, passed on to his eternal reward. Dr. Mullen,

former Irish Rugby International, was born in Courtown

Harbour, Co.Wexford in November 1926.  His rugby career

began while at school in Belvedere College, Dublin. He went

on to play his club rugby at Old Belvedere R.F.C., where he won

four Leinster Senior Cup Medals, 1945, 46, 51 & 1952. His

Inter-Provincial career saw him play for Leinster 16 times

between 1945 & 1951.

In 1946 he gained his first International Cap, and went on to

captain Ireland on 25 occasions between 1947 and 1952, during

which time he gained the reputation as the best hooker in world

rugby. He led his country through the golden era of Irish Rugby

when they won their first ever Grand Slam in 1948 and The

Triple Crown in 1948 & 1949, followed by the International

Championship in 1951. He qualified as a medical doctor,

specialising in gynaecology, and had a huge practice in Dublin.

He was married with eight children, his wife Doreen

predeceased him. 

In addition to his many other qualities Karl was a collector of

fine items, who had a very keen eye for Art, Irish paintings,

furniture, silver and glassware. His large house at Tulfarris in

Co. Wicklow was packed with treasures, and when he moved to

Dublin, some items were disposed of, while other items were

given to his now maturing family. As he further downsized to a

smaller property in Co. Kildare – Giltown Lodge, Kilcullen, when

he retired, he brought with him his favourite and personal

pieces.

After his death, his family, having each received personal items

of art, rugby memorabilia etc from their parents, decided to put

the entire collection, as he left it, up for auction. While there

were a few items which one or two of his children wished to

retain, it was agreed the fairest way was to put everything up for

auction and let the keenest sibling purchase at the sale.

As was expected the sale aroused great interest from Ireland and

abroad amongst art collectors, rugby enthusiasts, and patients of

Dr. Mullen alike.  The sale was held on the premises, the

contents viewed in the house, and sold in a marquee, when

thankfully the dismal weather held its patience for the duration

of the sale.

In these recession times (there I said it!), this sale was a welcome

relief for everybody interested in art & antiques.  It again proved

that whenever items of good quality, with established names,

fresh to the market are offered for sale, there are plenty of clients

available, who are prepared to pay a premium price.  There is,

no doubt, a difficulty in the lesser markets, with huge value for

anybody prepared to take a gamble on what three or four years

ago was making good money.  This market for good substantial,

old, and utilitarian furniture and effects will undoubtedly

return, and prove a good investment for the shrewd purchaser. 

Prices for the paintings, probably the largest single section in

the sale, where some fine artists were represented, included: Lot

A Unique
Auction
On July 21st Mealy’s, Castlecomer, 

Co. Kilkenny auctioned the personal

collection of Dr. Karl Mullen which included

some very interesting rugby memorabilia.

Report by Fonsie Mealy, FIAVI

Lot 414:
A most detailed
comprehensive and
interesting Scrap Album –
“The Invincibles” The
Mightiest All-Blacks
Presentation Copy to 
Dr. K.D. Mullen.

Realised: €5,500

Circle of Sir William Orpen (1878-1931)
“Study of two young Girls seated in a library with dolls,” O.O.C.,

bears signature upper right on (book-spine), 39" x 33"
(99cms x 84cms). (1)   Realised:   €10,000.
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108 Sean McSweeney €8,500 (Est. €5000/7000); Lot 109

€3,000 (Estimate: €3000/5000); Circle of Sir William Orpen,

Lot 105, probably one of the most admired in the sale, and the

late owners favourite, sold for €10,000 (Est. €7000 /10,000);

Circle of Wm. Leech, Lot 110 €2,200 (Est. €800 / 1500); Lot

112, by Nano Reid €2,000 (Est. €1500/2000); Lot 115, Camille

Souter, €800 (Est. €800/1200); Lot 242, Markey Robinson

€3,000 (Est. €1500/2500); Lot 316, Charles Brady €3,400 (Est.

€2,000 / 3,000); a group of 8 Portrait Lithographs after Louis

le Brocquy sold for €3,750 (Est. €3,000/4000). There were quite

a few paintings by the up and coming artist Karl Mullen Jnr.,

who works in America, and these sold very well, including

“Floral Abstract,” Lot 269, €1,700 (Est. €1200 / 1500).

A few items failed to sell from this section, most notably Lot

107, Edward Mc Guire’s “Portrait of Mrs. Doreen Mullen,” a fine

example of his work, with Mrs. Mullen wearing a half-length

mink coat, against a wall with attractive Wm. Morris wallpaper,

(Est. €5000/8000); and Lot 116, Patrick Scott’s “Device,” a

Tapestry Wall Hanging in bright red, purple and green, (Est.

€10,000/15,000). The Auctioneers are happy to report these items

were later sold for prices between estimates.

There were a few fine bronze sculptures as you would expect and

prices for these were also very satisfactory, including Lot 277,

Bronze Study of a Boy’s Head by Jerome Connor, €3,000 (Est.

€3000/5000); Lot 319, a large bronze figure, “Lady washing her

hair,” by Edward Delaney made €8,500 (and was purchased by

the artist’s family); Lot 317 “Alabaster Head,” by Gerda Fromel,

€3,000 (Est. €2,500/3500).

The silver section showed great resilience, and some very good

prices were achieved; Lot 159, Canteen of Cutlery, €2,400 (Est.

€1600/2500); Lot 148, Important set of 4 Irish cast silver

Candlesticks €8,500 (Est. €8,000/10,000) and many others. 

In the furniture section there was spirited competition for all lots,

including Lot 61, Set of 10 reproduction mahogany Dining

Chairs in the Chippendale style, €5,200 (Est. €2500/3500); Lot

62, good quality reproduction triple pedestal mahogany Dining

Table, €2,800 (Est. €1200 / 1800); Lot 63, a matched set of 10

mahogany Dining Chairs, €2,800 (Est. €1200/1800); Lot 181, a

mahogany bow fronted Settee, €800, (Est. €800 / 1200); Lot 215,

pair of heavy cast iron Garden Benches €1,300 (Est. €300/500).

The Rugby Section at the end of the sale was eagerly awaited,

and the crowd that remained knew exactly what they wanted,

and were very determined in their bidding.  There was

representation from the I.R.F.U., private collectors, and former

greats of Irish Rugby, including our fellow auctioneer Fergus

Slattery, and from the British & New Zealand Rugby Unions.

Lot 381, fine collection of approx. 60 original private and press

photographs of Ireland’s campaign during 1948/49 Season sold

for €700 (Est. €400/600), to the I.R.F.U.; Lot 406, €700 (€700

/900) an important collection of approx. 165 original

photographs (various sizes), of the Lions on Tour to  New

Zealand in 1950, was bought by Caleb Kyle, as a present for his

father, (the famous Dr. Jackie Kyle), who lost all his own

photographs in a house fire some time ago.  Lot 392, an Irish

Rugby Scrapbook, 1946 – 1949, sold for €1,000 (Est.

€700/1000); Lot 414, a large Scrap Album of “The Invincibles,

- The Mightiest All-Blacks of All Times,” relating to New Zealand’s

1925-26 Season, compiled by a Wm. Rankin & presented to

Karl Mullen as Captain of British & Irish Lions in New Zealand

in 1950, was bought by New Zealand Rugby Union for €5,500

against an estimate of €1500/2000.

Despite the undependable weather, a very large crowd attended

the sale. There were approx. 420 lots on offer, and we achieved

approximately 80% clearance on the day. ■

Lot 148:
An important set of 4 Irish cast silver Candlesticks, George III
period, by John Walker, Dublin c. 1770. (4)

Realised: €8,500

Lot 319 -   Edward Delaney R.H.A. (b. 1930)
Important large bronze Figure, "Lady Washing her Hair,"
49" (125cms). A very attractive Garden Water Feature. (1)

Realised:  €8,500
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Introduction

The much anticipated Commission on Taxation Report ( “the

Report”) was received with a considerable degree of familiarity

given the widespread leaking of its main contents in the run up

to publication. The Report focuses on the medium to long-term

effectiveness of the Irish taxation system, and in particular, on

the development of a tax system that provides greater equity and

assists in economic growth. 

The Commission has stated that it does not advocate an overall

increase in the levels of taxation, but rather a broader and less

volatile tax base. 

This article will focus on the proposals in relation to the taxation

of Irish property, and in particular, will analyse the Report’s most

significant recommendation – the introduction of an annual

property tax. 

Annual Property Tax/ Stamp Duty on
Residential Property

In light of the current Budget deficit position, which many

commentators lay mainly at the door of over-reliance on

bumper residential stamp duty receipts in the later years of the

boom and in particular those in 2006 (€1.3bn) and 2007

(€1.01bn), it was inevitable that the Commission would

recommend a movement away from transactional stamp duty

receipts and a movement towards an annual tax levied on

property. The Commission’s position is summarised as follows:-

A rebalancing of the existing tax system to provide for a

more stable tax base is desirable and an annual property tax

will help achieve this. The restructured property tax system

that we propose will help reduce economic distortion arising

from the present emphasis on transaction based property

taxes. It is appropriate to move away from an undue

reliance on stamp duty – where the tax revenues are

contingent on the level and value of property transactions.

A property tax would provide a reliable revenue stream that

cannot be avoided and can therefore provide stable revenue

for the Exchequer and, in due course, local government

financing. (Pg.7, Commission on Taxation Report) 

In essence, the Commission views an annual property tax as a

supplement to an amended stamp duty regime, which the

Commission believes will deliver stable revenue receipts without

the current distortive effects of stamp duty on the residential

market. 

Annual Property Tax – Key Features
The Report recommends the introduction of an annual property

tax (APT) payable in respect of all residential property – both

principal and non-principal private residences. The key features

of the proposed APT are:-

• Payable by the property owner (as opposed to occupier) by

reference to the open market value of the property using

valuation bands;

• Limited exclusions including local authority and social

housing;

• Administered by Revenue and operating on a self

assessment basis – requirement to make a property tax

return at least every three to five years with the valuation

returned being used to calculate the tax for the following

three to five year period;

• General waiver system for those on low incomes;

• Valuations to be supported by an accessible valuation

database; 

• Exemption for purchasers of principal private residences

who paid stamp duty during the previous seven years;

• Excludes housing units held as trading stock.

Commission on Taxation Report 2009 –

Property Related Issues

Darragh McCarthy
Tax Manager, Real Estate & Infrastructure Group, Deloitte

outlines the proposals in the Report which will impact on property
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The Report provides an indication of the level of APT payable

at various valuation bands using two indicative rates – 0.25%

and 0.3% of open market value as set out in the table below. It

is important to note that these are examples only and are not

necessarily indicative of the level of APT if implemented. 

Annual Property Tax & €200 Charge on Non PPRs

Some residential landlords may argue that they already face an

alternative version of an APT in the newly introduced NPPR

€200 charge per residential property. In recognition of this fact,

the Commission recommends the abolition of the €200 charge

on the introduction of the APT. 

In effect, the APT would merely extend the charge currently

faced by residential landlords to principal private residents albeit

that the APT would be calculated differently. 

Annual Property Tax & Amended Stamp Duty
Regime

The question arises as to how an APT would interact with the

existing stamp duty regime. Firstly, it is important to note that

the Commission does not propose the substitution of an APT

for the existing stamp duty charge, but rather the APT is to

co-exist alongside an amended stamp duty regime. 

The proposed amended stamp duty regime would have the

following characteristics:-

• No stamp duty would be payable by owner-occupiers –

no distinction between first-time buyers and non-first-

time buyers, and no distinction between new and second-

hand properties;

• Stamp duty should continue to apply to investors, but at

a lower rate. According to the Commission “[a] lower rate,

which would not discourage investment, is appropriate”. No

indication is given of the likely rate other than that it

should be lower than the existing rate on commercial

property.

• Stamp duty on commercial property to remain

unchanged, however this should take account of

corresponding rates in other EU jurisdictions particularly

the rate in the UK.

Annual Property Tax - Potential Winners & Losers 

So who are the potential winners and losers from the

introduction of an APT together with an amended stamp duty

regime? The main net beneficiaries are non-first time buyers

looking to trade up/down to second-hand properties. This group

will save the considerable stamp duty charge, which should

more than offset any APT chargeable. 

Apart from this group, taxpayers as a whole should benefit from

the improved stability of the tax base arising from an APT.

Surprisingly, the main net losers from an APT would be first-

time buyers who are exempt from stamp duty under the current

regime, but would receive no relief from APT under the scheme

proposed by the Commission. Consequently, it is likely that

political necessity would require that any scheme to be

introduced would contain some element of relief for first-time

buyers. 

Investors would face a reduced level of stamp duty (no specific

rate is proposed in the Report), which should balance with the

increased cost of an APT under the current proposal. No relief

Valuation Band Charge P.A (0.25%) Charge P.A. (0.3%)

A 0 - 150,000 188 225

B 150,001 - 300,000 563 675

C 300,001 - 450,000 938 1125

D 450,001 - 600,000 1,313 1,575

E 600,001 - 750,000 1,688 2,025

F 750,001 - 1,000,000 2,188 2,625

G 1,000,001 - 1,500,000 3,125 3,750
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from APT is proposed for those Investors who are unable to let

their property due to market conditions.

Impact of Uncertainty on Residential Property
Market
It is unclear what effect the Commission’s proposals will have

on the Irish residential property market, however it would be

expected that non-first time buyers of second-hand properties

would be reluctant to pay a considerable level of stamp duty

only to see the stamp duty regime changed on foot of the

introduction of an APT. It would therefore be advisable for the

Government to commit to refund any stamp duty paid on foot

of such a purchase in the event that such a purchase is

subsequently exempted within a short period of time.

Abolition of Stamp Duty/CGT Relief on
Transfer of Site to a Child  

On the grounds of equity the Report recommends the abolition

of the existing reliefs from stamp duty and capital gains tax on

the transfer of a site from a parent to a child for the purpose of

building a principal private residence. 

Zoned Development Land – Windfall
Gains & Recurrent Tax 

The Commission seeks to reduce the benefit accruing to those

land owners who gain from a land rezoning by proposing an

additional capital gains tax charge on increases in land values

which accrue from land rezoning. The Report is silent on the

rate of additional tax on such windfall gains and how such a

windfall gain could be accurately captured. It is also unclear

whether such a windfall tax would apply retrospectively – if not,

it is unlikely to have broad application given the existing supply

of zoned land throughout the country. 

In order to avoid the “hoarding” of so-called “land-banks” by

developers, the Commission proposes the introduction of a

recurrent property tax on undeveloped land, which is otherwise

available for development. The Commission recognises the

practical difficulties in designing and implementing such a tax.

In practice, it is difficult to see how such a tax could be designed

and implemented effectively given the subjective nature of land

“hoarding” and the protracted nature of land development in

general.

Broadening the Commercial Rates Base 

The Report recommends broadening the commercial rates base

to include State properties, bed-and-breakfast premises,

guesthouses and self-catering accommodation operated on a

commercial basis. Other properties currently exempt such as

educational institutions should be part-rated having regard to

their level of commercial activity. 

Summary

The Commission has proposed a number of wide ranging

reforms to the taxation of property in Ireland. In many cases it

is unclear as to the feasibility of the proposals in practice. In

particular, the proposals concerning additional tax on windfall

gains on zoned development land and a recurrent tax on

undeveloped zoned development land need further clarification.

The Commission recognises the inevitable back-lash from those

who believe themselves to be negatively affected by its

proposals:-

There will be a natural tendency for all who will be affected

– which is almost all of us – to argue that they are a special

case and should be exempted. Where such argument is

indulged, the inevitable consequence is to increase the

burden commensurately on the rest. (Foreword: Commission

on Taxation Report) 

Only time will tell whether this Report represents the future

scope of property taxation in Ireland. Much like the McCarthy

report on reductions in public expenditure which preceded it, it

remains to be seen what, if any, of the Report’s key

recommendations will survive to implementation. In spite of

this, given the obvious long-term nature of property investment

and development, it would be advisable for all those involved in

the Irish property sector to be mindful of what may be coming

down the track. ■

Darragh McCarthy is a Tax Manager in the Deloitte Real

Estate & Infrastructure Group specialising in the Irish property

sector. Our Real Estate & Infrastructure Group brings together

experts with many years of industry and professional experience

in tackling the complex issues surrounding construction, property

ownership and leasing.  Please contact us on 01-4172200 to

discuss how we can assist you in dealing with your property

related issues.
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Branding may not be high 

on the list of priorities in these

challenging times but Barbara shows

that this may require a rethink. She was

one of 31 graduates from the IAVI/DIT

BSc (Hons) Property Studies course in

2009. The following article is an extract

from her dissertation.

Is selling houses any different from selling
margarine

Ask a margarine salesman in the Second World War how to sell

a product that simply was not there. When there was no

margarine left to sell, Stork continued to advertise. Stork

margarine survived the rations. Stork was one of the only

companies to continue to advertise in the U.K. throughout the

war. Stork survived long after the war, becoming an iconic brand

in the great world of margarine.

What can estate agents learn from this humble margarine’s

success? Surprisingly, a lot.

History has shown that businesses that survive boom-and-

bust cycles have consistently invested in branding - even

when finances were scarce. 

Ireland’s current business environment is one of uncertainty.

Budgets have been cut-back in all sectors. With the property

market currently facing challenging times, estate agents may

question the relevance of branding.  

The dissertation on which this article is based looked at

branding from an estate agent’s point of view. What is branding

and how can estate agents use it? Why should an estate agent

invest in branding in a recession?  

Branding is a subject that many estate agents shy away from. It’s

seen as something that marketing departments or franchises do.

All estate agents can use branding to improve their business, big

or small. Branding applies to large companies, members of

franchises or affinity groups and the individual sole trader.  A

brand can offer reassurance and trust. Under financial pressure,

a vendor will seek to reduce the risk of choosing the wrong agent.  

Businesses need to consider the image that they would like to

project of themselves. Ways of making this ‘projection’ include

signage and websites.  Branding can be used effectively on a low

budget. Offices and staff are of key importance.   

Property booms and slumps are cyclical. By investing in their

brand, estate agents are investing in their long-term success.

Businesses that weather this storm will be more competitive in

future.  

What is branding and where did it come
from?

Branding is no new concept.1 In fact, it dates as far back as

Greek and Roman times. Shopkeepers hung pictures above

their shops so the illiterate could identify their speciality. 2

Branding

RECESSION
your way through a 

By Barbara Kelly BSc (Hons) MIAVI



Bakers branded their batch so that purchasers would know who

made it.  A bad loaf gave a bad reputation.

Over time, branding grew. Cattle were branded, criminals were

branded, even tomato soup was branded. Today’s iconic brands

have survived the test of time. Fine examples are Guinness,

Campbell’s soup and Coca Cola. 

(Est. 1759)                   (Est. 1860) (Est. 1892)

In the 1980’s, the subject of branding became quite

controversial. Hostile takeovers and ‘Dawn Raiders’ made news

headlines. 3 Companies were buying up major brands paying

enormous prices way beyond quoted share prices. The best

known example was Nestlé’s bid for Rowntree. Nestlé paid £2.5

billion, six times the company’s reported asset value. Did Nestlé

pay this huge figure for a secret chocolate recipe? 

What Nestlé recognised in Rowntree was the strength of their

brand, the power of goodwill.

Branding defined

Brands offer added values over and above those of competitors.

Added value is a feeling consumers have that the brand offers

more than competitors. “The successful brand is an identifiable

product, service, person or place, augmented in such a way that

the buyer or user perceives relevant, unique, sustainable added

values which match their needs most closely”. de Chernatony 1

Brands are not confined merely to a product or indeed a service.

Since the 1980s, definitions of brands have evolved to cover

political parties, public utilities, individuals and even countries.4

Brands play an integral part in marketing strategy. It can provide

a foundation from which other advertising can work.5

According to Garrett Kinsella of KDNINE Advertising &

Marketing, estate agents have been slow in adopting branding

as a business strategy. There was less of a need for estate agents

to differentiate in the ‘70s, ‘80s and subsequent boom years.

The property market has been traditionally territorial and based

on family connections. “As markets decline ……  investment in

branding will become more important for a lot of people,

particularly estate agents. A good brand will be reassuring to the

consumer”

Why should an Estate Agent be branded?

Enormity of the transaction: Selling a home is regarded as one

of the most stressful processes in a lifetime. For vendors, the

outcome of the transaction may have long-lasting financial

effects. In choosing an estate agent, a vendor is putting their

financial fate in the hands of one company or individual. 

As Kinsella points out, “It’s a big decision for most people. Even if

the house is small, it’s probably the biggest purchasing or selling

decision of their life”.

Intangibility: What an estate agent provides is a service, not a

good. It cannot be touched or felt.  A service cannot be

evaluated by consumers prior to purchase. For example, a

consumer cannot sample a haircut or try out a surgical

procedure.6

Estate agents are not to be trusted!  

Trust: Whether fact or fiction, public opinion of estate agents

tends to be, in general, negative. This perception was supported

by the findings from consumer focus group research done for

the dissertation on which this article is based. Strong brands

increase customers’ trust of the invisible. The greater the

perceived risk associated with the purchase of the product, (good

or service), the more important is the need to use brand as a

risk-reducing device.

You’re only as good as your last deal!

Reputation: For estate agents, a good reputation is paramount.

It is the basis of the gaining the next instruction.

As another part of the research for the dissertation, a selection

of principals of estate agency firms were asked “what do you

think is most important to clients when choosing an estate

agent?”

One Principal replied “I think its back down to reputation,

professionalism, particularly in the market that we’re in now”.

Differentiation: It is vital for any business to stand out from
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the crowd. It must be different from competing brands, be

better in some recognisable way. Creating a unique strong

identity and the identification of values of the business are vital

in order to differentiate from competitors.

Kinsella advises “The first step is to stand for something. The second

step is probably to be different’.

Consistency: A service is ultimately delivered by people who

by definition are ‘heterogeneous’ or different from each other. It

is difficult to ensure that the same standard of service will be

delivered by two different people in a company. Consistency is

a key element of branding.2

Added Value: Branding can aid an estate agency by elevating

the service above the commodity level.  It is why a vendor is

prepared to pay more for the services of one estate agent than

another. 7

Brand Recognition, Brand Recall and Brand
Association

One Principal stated“…ultimately we’re all after the one thing.

We’re all after name recognition”. The consumer should recognise

the brand, remember it and have positive feelings towards it. “I

think it should be a reflection of who and what you are”. One focus

group participant stressed just how important this is. “If there

one was one sign I didn’t recognise, I probably wouldn’t go with

them”.

Brand Identity vs. Brand Image

A Brand Identity is how a business would like to be seen.  An

estate agency can try to project an image of itself through

advertising and marketing. How the consumer interprets this,

however, may be entirely different. Identity represents the firm’s

reality while image represents the perception of the consumer.

The gap between ‘company reality’ and ‘consumer perception’

has to be minimised or eliminated. 8

Consistency is crucial. Through various promotional strategies,

the brand concept has to be stressed. This will facilitate

recognition and recall of the brand instead of competitor brands.

A communication strategy that is inconsistent will dilute the

brand.

The differences between brand identity and brand image are

shown in Box 1

Box 1. Brand Identity and Brand Image
Brand Identity Brand Image

Source/company focused Receiver/target audience
focused

Created by managerial Created by perception of
activities the consumer

Encoded by ‘brand Decoded by ‘brand
originator’ receiver’

Identity is sent Image is received/ 
perceived

Nandan9

How an Estate Agent can implement a
Brand Identity 

According to Grace and O’Cass10, the following areas should be

examined when formulating a Brand Identity:

•  Brand name •  Signage, brochures and advertisements

•  Office •  Slogans

•  Staff •  Website

•  Stationery •  Sponsorship

A strong name is vital, whether it is a family name or a company

name. When opening a second office in a new location, a

Principal of an affinity group said “Branding is crucial because I

would find it very difficult to trade just as a sole trader under my

own name”.   

The strength of name of an organisation is important in

establishing trust. Slogans can be highly effective as a

communication of brand identity if done so correctly. Slogans

can aid brand recall and create positive brand associations if

correctly executed.11

Investment in high quality signage and websites is very

important. Both are main points of contact when a prospective

purchaser is carrying out an information search on a property.

When considering brand communication, organisations should

concentrate on giving their brand a personality. 

Interestingly, the focus group also revealed that householders

who receive flyers assume that if an area was targeted in a leaflet

drop, the company must have potential buyers for that area.

Furthermore, it was agreed by some that more attention would

be paid to flyers if photos of negotiators were featured on them.

“At the height of it, I was getting flyers in my door every week…

‘Thinking of Selling or Buying?’ But not recently”.

Website: A website that is easy to navigate is an effective brand

communication point. Estate agents lose out when consumers
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look up the ‘Big Two’ (MyHome.ie and Daft.ie) portal sites. It

is worth investing in an up-to-date site.

Word-of-Mouth: There are few other businesses that word-of-

mouth is as important to as estate agency. As the Principal of the

stand-alone firm stressed, “our business is run on word-of-mouth”.

Kinsella warns that“…word-of-mouth can destroy a brand in an

astonishingly quick period of time”. 

Staff: Staff play a vital role in the brand success of a company.

One Principal stressed the importance her staff are to her

business’ brand. “They are everything, everything.” Consistency

in telephone manner and staff interaction with the consumer is

vital.

According to Kinsella, “people are a point of contact, people do

represent the company and by implication they do represent the

brand. Every point of contact should be reflective of the brand”

The Irish Property Market 

Figure 1 shows the changes in house prices and rents in Ireland

between 2003 and 2009 

Figure 1: Changes in House Prices and Rents 2003 – 09.12

From Boom 

According to the ERSI Permanent TSB House Price Index,

national house prices rose by 9% each year from 1996 to 2006.13

• National house prices increased by 270% between 1996

and 2006 – compared to a total rise of just 30% in the

consumer price index.

• The average cost of a house in 1996 was €75,000. Ten years

later (2005) the average cost had increased to €280,000. 

• In one year (1998) average national prices grew by 30%. 

• A third of the current total number of houses in Ireland

(547,000 houses – known as ‘the housing stock’) was built

in the last ten years. 

To Bust

In the background of a global banking crisis, Ireland’s economy

has suffered deeply.  The Irish Property Bubble has officially

burst. 

According to the latest Permanent TSB / ESRI House Price

Index (31/08/09), house prices have now fallen from their

height of February 2007 by 24%.

What would be a good branding strategy

for the next few years?

“I would say, being alive next year! Keep the head above water and

just keeping it tight…… I think all business strategies are out the

window at the moment”.

When asked, all Principals cited cutting costs to survive as a

necessity. Views varied, however, on how to do so. One Principal

hinted that these cut-backs might extend to staff. “Consolidate

whatever we can. …this might mean letting certain staff go.” In

contrast, another Principal said “My strategy also is to see if I can

retain my key staff”. 

Another Principal took a more long-term view on business

strategy. Having been in business for many years, he has seen

economic ups-and-downs before. “You want to make sure that

when business is being done, you’re the guy that people are going to

do business with.” “…if there are five or six brands of estate agents,

it’s the one or two that you remember that will get the decision when

the market picks up”

Kinsella gives solid advice for estate agents to reinforce their

brand in a recession. Branding can be done effectively on a tight

budget. “…if you don’t have enough to do local press advertising,

you show it in your stationary… spend the money on your materials

and the way you present yourself………………whatever money

you have, make it count”.
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Benefits of Branding for different types of
estate agency firms

Box 2 shows the findings of the research done in the dissertation

which forms the basis of this article.  It shows how different

types of estate agency business can benefit from branding

Box 2. Types of Estate agency business and
benefits of branding

Type of Business Benefits

• The Stand-Alone Business – Differentiation
– Brand Association

• Franchise/Affinity Group – Brand Recognition
Member – Market Penetration

• Large Company – Trust
– Perceived Quality of Service

The Principal of the stand-alone business recognised that she

would not be able to compete against the larger companies.

Therefore her strategy was to differentiate herself as a niche

business. “I always thought I would not win if I was going up

head-to-head against the big four or five.” She, however, did not

want to be confined to the regulations attached to a franchise.

The Principal of the affinity group firm used branding to break

into a new market.

“I needed to have a recognisable name over my door from the word

go”.

The Principal of a stand-alone business was asked if he thought

that he could compete against the branding efforts of franchises

and/or affinity groups over the next few years?

He replied “Some (businesses) were bigger than me and I was

bigger than some. Then the franchises came along. We were all going

to invest heavily. Those of us that made the decision to invest in

franchises were going to have to invest in that and those that wanted

to remain independent were going to have to re-invest in their own

business so they could be seen to stand out from the franchises. Five

years into the cycle ……we found that we were all back at the same

level again.”

Conclusion

The property industry is cyclical.  There tends to be ‘booms’ and

‘busts’, even though some are more pronounced than others.

People in businesses should realise this. Estate agents who

weather the present storm should be more competitive in future.

Businesses instinctively adapt their strategy to cutting costs so

that they survive a market downturn. There is strong logic,

however, in working to maintain a brand. Brands yield many

benefits. This is particularly so in estate agency where trust and

a personal connection are critical. 

History has shown that businesses that survive boom-and-bust

cycles have consistently invested in branding. Some of the

world’s biggest brands have seen many market highs and lows

over the years.  What does a can of tomato soup, a pint of the

black stuff or, indeed, a humble block of margarine have in

common? They are all still here. 

Estate agents are no different. By branding their way through a

recession, estate agents are investing in their long-term success.

Branding can contribute to an estate agent’s survival in a fallen

market and success in a recovering one.

Full thesis title: ‘Irish Estate Agents: The Importance of

Being Branded in a Transition Market.’ Thesis submitted

in part fulfilment of the IAVI/DIT BSc(Hons) in Property

Studies, 2008.
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Banks are indispensible to the efficient functioning of the

economy. Right now they are unable to carry out their normal

functions (e.g. providing lines of credit to individuals and

business) because they are underfunded. They are rationing

credit because they do not have enough funds. The funds they

need to lend to borrowers come from deposits, equity and

bonds. During the ‘boom period’ banks did not have enough

funds from deposits and had to rely on the inter-bank market to

borrow the funds they needed in order to lend. According to

the Central Bank ‘net foreign liabilities’ of commercial banks in

Ireland, (a proxy for bank borrowing from other banks and the

international market), rose from 10% of GDP in 2002 to 60%

of GDP in 2007. To borrow this money the banks issued bonds

or IOUs. (Incidentally, analogies with the Swedish experience

are misleading because Swedish banks at the time were not

exposed to inter-bank lending). 

With the collapse of the sub prime market and the onset of the

credit crisis, banks became unwilling to lend to each other

because of fears of the quality of their loans books and the fear

that they would not get their money back. The end game came

when Lehman Brothers collapsed and inter bank flows of funds

completely dried up. In essence the property bubble has burst,

the banks are broke and we need to rescue them. The solution

is to take these ‘toxic’ assets off the banks balance sheets.

The NAMA route is to force banks to take losses on loans now

and not over time and this, it is hoped, will start the recovery

quickly. The quicker this is done the more likely it is that lenders

and investors will supply capital to banks because of the reduced

risk. This is one of the advantages that NAMA has over

nationalisation which requires a restructuring, reorganisation

and a subsequent reflotation. The time dimension is important

because the life-blood of business is liquidity.

Much of the debate surrounds the valuation of the loans that

NAMA will buy. I put forward my views on valuation

methodologies in the last issue of the Property Valuer Summer

09. The burning issue is how much should be paid for these

loans? (Incidentally NAMA is buying loans and not property.

This is an important distinction which I explain below).

Proponents of NAMA say that the State won’t pay anything to

banks. Instead it will issue them with IOUs (bonds) which the

banks can sell to the ECB in exchange for cash. (Ireland’s answer

to quantitative easing). But if the properties are disposed at a

price less than their long term economic value it will mean a

transfer of wealth from taxpayers to banks.

However, proponents (Alan Ahearne in particular) also suggest

that NAMA is likely to generate surplus cash for the taxpayer

and at worse break-even. The Department of Finance and the

National Treasury Management Agency estimate 40% of the

loans being taken over are paying interest at on average 3.5%

variable - remember NAMA is taking over ‘good’ loans as well

as ‘bad’ loans. The interest paid by the government on these

bonds issued to the banks will be 1.5%. This surplus, I estimate

(assuming €54bn bond issue to buy the loans and a €68bn book

value on the loans) at circa €330m annually. This assumes that

when interest rates rise property developers will be able to pay

the higher interest rates. But NAMA or indeed any other

solution will only work if policies designed to boost the

economy’s competitiveness are undertaken at the same time.

(Incidentally, there is ferocious debate as to the true cost of

capital of these NAMA bonds, mostly taking place in the

irisheconomy.ie website. I won’t bore you with my own view on

this here but – if you are interested - I have left my own

comments on the site.)

Furthermore because the government holds options worth a

25% stake in AIB and BOI the State has benefited to the tune

of €825million as a result of the recovery in the market value of

the banks shares. This is in addition to the €560 million return

STUDENT FOCUS

NAMA versus Nationalisation –
how to deal with the banks’ toxic loans?
In the summer issue of The Property Valuer Tom Power gave his view on

valuation methodologies, in this article he explores the question of whether

NAMA is a better option than nationalisation.
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per annum the taxpayer gets from the government’s €7billion

injection into the banks.

By applying realistic long term economic valuations on these

properties, disposal by NAMA in the future would be enough

to pay off the bonds in full (and possibly make a profit). It is also

worth noting that c20% of the loans relate to foreign property,

mostly in the UK where the indications are that recovery has

started.

Although it is difficult to come up with a figure of the possible

drop in values, the government has put 47% on peak-to-trough

and because NAMA will dispose of properties over time the

appropriate valuation is long term economic value. Assuming a

book value of €68bn and a loan to value ratio of 77% gives the

underlying properties a valuation of €88billion at their peak.

Giving a 47% drop in value from peak to trough implies an

underlying value of €47bn. Adding to this the estimated €9bn

in long term economic value NAMA will pay €54bn - a write

down of 30% on the loans. 

This process, suggests Alan Ahearne, may understate the value

of the properties because it assumes that all properties were

bought in the boom. So, as an example (using my own

calculations), suppose that an asset was bought, say 10 years ago

for €100 with a loan of €77. Ten years on at its peak this asset

would be valued at, say, €300. A 47% drop in value now would

imply a valuation of €159 on a loan of €77. Given the 30%

write down on loans, NAMA will purchase this loan for €54

which has an underlying value of €159. 

In addition Aherne suggests that many of the loans, particularly

on buy to let investment properties bought in the boom and

which are now in negative equity, might be worth more than the

underlying property as investors may choose to pay off the loan

rather than default.

Under nationalisation all BOI and AIB shares will be bought

by the State at a price which will be determined by the level of

bad debts. (Although how this is done is not spelled out). All

bank loans will then be transferred to the proposed Asset

Recovery Trust at ‘current market value’. Banks would then be

‘reorganised’ and at some stage in the future their shares will be

re-floated. In addition there would be a ‘re-negotiation’ with

existing bond holders. In other words it is proposed to swap the

banks’ debt for equity. The argument for a re-negotiation with

bond holders is based on the unfairness of asking the taxpayers

to guarantee bondholders who receive higher returns to take on

the risk of possible default? Even allowing for a debt:equity swap

it is likely that the banks will need further capitalisation by the

State, i.e.,  nationalisation (a wipe out of shareholders) and

removing the banks from the stock market. 

In September 2008 when the government was faced with an

institutional run on deposits from Anglo Irish Bank it responded

by guaranteeing all liabilities, except equity holders (deposits

and bank bondholders). So, any attempt at a debt: equity swap

would effectively mean a default and a possible flight away from

risks associated with Irish government denominated debt (and

therefore a complete collapse of public services) or at least a

significant increase in the marginal cost of government bonds.

A research report by Bloxham stockbrokers concludes that

shifting all banks’ liabilities onto the balance sheet of the State

(nationalisation) should be avoided at all costs.  This, they

suggest, would have serious implications for the country’s ability

to fund its own borrowing requirements. “The full

nationalisation solution to the crisis would cost the taxpayer

upwards of €21billion”. So it is not just the €54bn of NAMA

bonds we need to consider, it is all government bonds. The bond

market is positive about NAMA and the view from the bond

market is that they won’t be positive about nationalisation.

In addition, opponents of nationalisation say that it ignores the

inherent value that a stock market listing has in terms of the

information it provides to investors. The research shows that

this information is valuable and has a positive influence on the

investors who provide funds to listed companies.

Because it is meant to be a ‘temporary’ nationalisation, re-

flotation will mean (sometime in the future) the government,

ironically, will have to find some ways of finding some true long

term value of the shares (a process that everybody agrees is

difficult). In order to incentivise potential investors to buy these

shares, they will have to be sold at a discount, which effectively

means transferring some taxpayers’ wealth to private individuals.

Nevertheless, as Dr Anthony Leddin of the University of

Limerick points out, there is no guarantee that banks will lend

to the domestic market and will instead lend to overseas markets

or just sit on the cash. So the NAMA option won’t necessarily

solve the banks’ liquidity problem. 

He further notes that the value of NAMA bonds combined with

annual budget deficits could triple national debt by 2010.

Because households recognise that high deficits will mean higher

taxes in the future they increase their savings, thus reducing their

demand further and thus prolonging the recession. But I’m not

sure whether this is not an argument in favour of

nationalisation. The cost to the taxpayer of nationalisation could

be more pronounced.  Having a sale now will mean full scale

nationalisation and a tripling of the national debt by 2010.

Either way the size of the national debt is going to soar.

Whatever option is taken the opportunity cost to the State is

huge. Imagine the huge actual returns that could be made, at

little or no risk, if the €54bn of government bonds were issued

to invest in the long term improvement in the education of our

children, the improvement of the nation’s health and the public

services generally. ■



Modernising land law 

The Land and Conveyancing Law Reform Act 2009 which was

signed into law on 21 July 2009 reforms and modernises Irish

land and conveyancing law.  It repeals about 150 pre-1922

statutes, in whole or in part, and replaces them with more

modern provisions and simplifies the law governing title to real

property. It is expected that most of the provisions of the Act

will come into effect before the end of the year.

Some of the key changes are as follows:

❖ It abolishes archaic laws and concepts such as feudal

tenure, fee tails and prohibits fee farm grants.

❖ The law relating to appurtenant rights and easements

which a person may have over another person’s land,

for example, rights of way, is clarified

❖ It abolishes various complicated rules relating to future

interests in land, including the rules against

perpetuities and accumulations and reforms the law in

relation to the variation of trusts.

❖ It modernises the law relating to co-ownership of land

and gives the courts wide powers to deal with disputes

between co-owners.

❖ All legal mortgages over land will be created by way of

a charge on the land. This means that the creation of

legal mortgages over unregistered land will be the same

as for registered land.

❖ More protections for mortgagors as regards the

enforcement by mortgagees of “housing loan”

mortgages will be introduced.

❖ The execution of all documents under seal by

individuals will no longer require the affixing of that

individual’s seal.

Upwards only rent review clauses. Section 132 of the Act ends

upwards only rent review clauses in new commercial leases. It

will therefore only apply to new leases from the date of

commencement of the section. Rent review clauses in these

leases will permit rent to increase, decrease or remain the same

by reference to the rent payable immediately before the review

date. It will not be possible to contract out of this provision.

There is uncertainty as to when or if this section will be

commenced.

ePlanning launched

On 1 July 09 the Minster for the Environment, Heritage &

Local Government, John Gormley launched a new policy for

ePlanning aimed at improving the planning system and making

it easier and more efficient for both individuals and planning

authorities. The new policy will allow for applications online

and for third parties to make submissions or objections online.

The new system is already running in Dublin on a pilot basis for

small applications. 

The Minister acknowledged that an online system was suitable

for smaller applications, but that at present there remain issues

for larger applications due to map and drawing sizes and large

accompanying documents.

RECENT CASES

Damages in lieu of specific performance

Case:  Joyce v O Shea High Court 31 July 2009 

Background. Specific performance is a court remedy that

compels one party to comply with the conditions of a

contract existing between both parties.

Facts. The plaintiffs (vendors) successfully sought specific

performance of a 2007 contract for the sale of development

land in Tullow, Co. Carlow to the defendant purchaser for

€10,734,356. The purchaser failed to comply with the order.

The vendors then brought further proceedings to dissolve the

specific performance order which was granted and for

damages in lieu.

Decision. The High Court in this case was concerned with

assessing the damages in lieu of specific performance for non-

completion of the contract by the purchaser. The valuation

report before the court in July 2009 valued the land at only
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€639,200 due to the falling property market, the large

number of newly build unsold houses in the town and the

fact that the planning permission on the land runs out in

2011. The planned relief road to service the land was put on

hold in May 2009 therefore it was suggested by the valuer

that the land would now be difficult to sell.

The court held that the measure of damages that the vendors

were entitled to were the difference between the contract

price and the value of the lands at the date of the dissolution

of the specific performance order (22 June 2009). The court

accepted the valuer’s report and the vendors were held to be

entitled to €10,734,356 less the €100 deposit and the current

market value of €636,200 which amounted to €10,095,056.

A previous decision granting the vendor interest for the delay

in completion was also affirmed.

Comment. This case shows how, in a falling market, damages

for failing to proceed with a binding contract for sale reflect

the nature of the market and can be substantial.

Estate agents and entitlement to fees 

Case: Estafnous v London and Leeds Business Centres Limited

[2009] EWHC 1308

Background. The general principle is that an agent is not

entitled to commission on a transaction unless the agent’s

services were the “effective cause” of the transaction.

Facts. LLBC agreed to pay Estafnous (an estate agent)

commission of £2 million on the sale of its sole asset, a

London property. The agency agreement specifically said that

the commission would be paid “upon the Intending Buyer

(or any other party related to or associated with the Intending

Buyer) completing a purchase of the property”. Estafnous

introduced the buyer to LLBC. However, in the end it was

agreed that LLBC (through a sale of its parent) would be sold

to the buyer rather than the actual property. Estafnous

claimed the agency agreement extended to a sale of shares

and therefore he was entitled to be paid his commission.

Decision. The English High Court held that Estafnous had

introduced the buyer to LLBC but that a contractual

agreement must use clear words to make a company liable

for paying commission on a sale of itself or its parent. The

court decided that the commission was only payable on the

sale of the property (as that is what the agency agreement

specifically said) and not on the sale of the shares. Although

the share sale gave the buyer control of the property, the

purchase of shares in a land-owning company is a different

transaction from the purchase of land. Therefore the court

determined that Estafnous was not entitled to his

commission. 

Comment. By structuring the transaction as a share sale,

LLBC was able to avoid paying commission. This case

emphasises the importance of drafting an agency agreement

clearly. However, as it is an English decision it would not

necessarily be followed in Ireland. 

Non-payment of rent: landlord and
tenant obligations

Case: Irish Life Assurance PLC v Quinn [2009] IEHC 153

Facts. The plaintiff landlord, Irish Life, took an action for

non-payment of rent and service charges against the

defendant tenant on foot of his guarantee to pay them for

premises at the Irish Life Mall in Dublin. The tenant argued

that the landlord was in breach of its obligation of good estate

management. This is on the basis that the anchor tenant in

the centre left and was not replaced by a tenant of similar

quality and that one third of the other units are vacant. The

tenant therefore claimed to be entitled to counterclaim for

the resultant loss of business. The tenant did not quantify

his loss.

Decision. The High Court held that the tenant was liable to

pay the amounts owing. The court noted that there was no

attempt by the tenant to quantify the loss alleged and no

suggestion that following the demand for payment the tenant

raised the issue of the landlord’s breach of the good estate

management obligation as a defence. The court further stated

however that if the tenant had raised the issue of the

landlord’s alleged breach much earlier he may have been

entitled to a set-off in equity in relation to a cross claim

arising out of the contract.

Comment. This decision shows the importance of raising

issues once they become a problem and keeping a written

record of all relevant correspondence. If the tenant in this

case had done so he may have been successful. ■
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Update on

IAVI Communications

By Conor O’Donovan
IAVI Communications Officer

conor@iavi.ie

There has been a significant amount of media coverage over the

past few months relating to topical issues such as NAMA, The

Commission on Taxation, An Bord Snip Nua Report, The

Property Services Regulation Bill and more. In order to keep

members as up to date as possible, we are disseminating IAVI

press releases and media commentary to members using several

online channels including the IAVI website, emails, newsletters,

the IAVI Facebook Group and the IAVI Twitter account.

We are also updating members regularly via emails and

SMS/Text messages in advance of National radio / TV

interviews with Council members and all media coverage is

available for members to read/ listen / watch in the Members’

area of the IAVI website. We would encourage you to visit the

members’ area and give us feedback at any stage on the media

commentary / coverage that the institute is receiving. If there

are particular issues you would like to raise or comment upon,

please email your sectoral representatives on National Council

directly via the IAVI National Council Newsletter/ website or by

posting your thoughts on the IAVI discussion forum in the

members’ area of the website.

There has been much discussion of late in relation to social

media tools, particularly in the USA, about potential

opportunities that exist for auctioneers to leverage channels such

as Twitter, Facebook, Linkedin and how they can be utilised to

communicate more effectively with current, prospective and

previous clients.

Social media tools provide the auctioneer with a simple

publishing platform with which to connect interact and

communicate with clients online. Traditionally, the ‘push’

marketing approach involved advertising property listings in

traditional media. In recent years the ‘pull’ marketing approach

encouraged prospective clients to actively search the auctioneers’

website, sign up for property alerts, SMS etc. While both of

these approaches are still important, the availability of social

media tools has facilitated a more conversational approach to

communication between an auctioneer and prospective client.

Blogs, video blogs and social networking websites such as

Linkedin, Facebook and Twitter are facilitating the sharing of

information, contacts, networking and the development of

rapport on a more social / personal level.

Fig 1: Flow of Communications
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The most popular social networks are LinkedIn, Facebook and

Twitter. 

Linkedin is a social network for business people. It allows

members to create a profile page, which lists their details in the

format of a CV. Members can then connect with other people

on the network and can join groups. 

Facebook is a social network for social people. Members can

create a profile page for themselves or a fan page for their

company. People can upload information about their social life

and interests and can connect with old and new friends and join

groups. 

Twitter is a free social networking and micro-blogging service

that enables its users to send and read messages known as tweets.

Tweets are text-based posts of up to 140 characters (like a text

message) displayed on the author’s profile page and delivered to

the author’s subscribers who are known as followers. Twitter is a

very useful tool to disseminate information quickly.

John Tuccillo, a business and economic consultant and former

chief economist with the National Association of Realtors who

was a keynote speaker at the IAVI ‘Survival of the Fittest’

conference in January spoke at a recent event in the USA for

real estate agents themed ‘Change the game before it changes

you’. Mr. Tucillo told attendees that two primary ‘game

changing’ factors over the coming years would be the

replacement of baby boomers with generation X and Y and the

social web. The key, he said is to be at the nexus of those two

trends.

Tips for Using Social Media 

Decide your strategy – before jumping in to create a

profile on all of the social networking sites, ask yourself

what you want to achieve out of it, which social networks

suit you best, how much time you are willing (and able) to

invest in your social networking activity and whether it is

the best use of your time.

Position Yourself Correctly – each social network is

different and each profile you set up will be presented

differently. It is important to ensure that your profile page

fits with the social network. For example, Linkedin is a

business orientated social network where members’ profiles

contain their work experience, in a similar format to a CV.

Contrast this to Facebook where members post more social

and personal content – photo’s, videos etc. 

Give more than you take – you must be prepared to

contribute to your network, to share content, to

acknowledge others, to engage and to actively start

discussions.

Add value – as an expert in your business and local area,

why not share your knowledge and promote your expertise.

Give your network a reason to read your tweets and your

blog, to comment on them and to share them with their

network.

Be authentic –Being authentic and sincere is as important

on the web as it is in real life. It is important to convey that

sincerity throughout your online communications, from

your website to your blog to your tweets.

Read Con Power’s article ‘Estate Agents have clicked on the new

way to sell’ about the IAVI and social media published in the

Irish Independent Property Plus magazine on 18th September

2009 which is available to download in the members’ area of

the IAVI website. You can also join the IAVI social network

groups online.

If you are considering developing a social network presence or

redeveloping your website or online marketing strategy, the IAVI

can offer independent and unbiased advice. For further

information please contact IAVI Communications Officer

Conor O’Donovan on (01) 661 1794 or email conor@iavi.ie.
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NIALL HASSETT

At a meeting of the Council on 25th June 2009 it was

unanimously decided to expel Mr. Hassett from the Irish

Auctioneers and Valuers Institute with immediate effect. It was

also decided that formal notification of Mr. Hassett’s expulsion

is to be published in the newspapers. Accordingly, a notice to

this effect appeared in The Irish Times and Irish Independent.

TENNIS TOURNAMENT

Eleven teams took part in the annual tennis tournament on

Wednesday 26th August in Lansdowne Tennis Club. Mercifully,

the summer deluge ceased for the duration of the tournament

although the players weren’t exactly blinded by the sun! The

regular teams were joined by some “new kids on the block”

making for a good mix with some welcome new faces.

Section A produced some interesting matches with Hooke &

MacDonald emerging as winners and McGinley Farrelly &

O’Connor (first time entrants) coming through as runners-up.

In Section B it was a very close run battle with Sherry FitzGerald

1 finishing ahead of Bennetts Auctioneers by a one point

margin.

In the semi-finals Hooke & MacDonald took on Bennetts while

Sherry FitzGerald 1 faced McGinley Farrelly & O’Connor. The

Bennetts men beat the Hooke & MacDonald combination of

Ken MacDonald and David Cantwell 5-0 but the Hooke &

MacDonald ladies had their revenge by beating the Bennetts

ladies 4-1. As Bennetts had won more games they went through

to the final. The second semi-final saw Sherry FitzGerald’s men

beating the McGinley Farrelly & O’Connor pairing 5-0 and the

ladies taking their match by a narrower margin 3-2. 

The final was set up for a dual between Sherry FitzGerald 1 and

Bennetts Auctioneers. Again, the Bennetts men proved

extremely strong and beat Simon Ensor and Colin Smyth   

6-2 while the reverse happened in the ladies with the Sherry Fitz

ladies beating Bennetts 6-2. This set up a mixed doubles decider

which Sherry Fitz won 6-1. 

For the second year in a row a happy Simon Ensor accepted the

Irish Times Perpetual Trophy from Stephen Farrell of The Irish

Times who are long standing sponsors of the event. 
Gabriel O’Brien (left) and Sean Collett in action with the impressive

Lansdowne Stadium in the background

The Savills 2 team enjoy the après tennis! Left to right: Sian Counihan;

Austin Garvey; Clodagh Harvey and Robert Hoban

The victorious Sherry Fitz team left to right: Jackie Horan;

Wendy Horan; Stephen Farrell (Irish Times);  Colin Smyth and

Simon Ensor.

I N S T I T U T E N E W S
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PAST PRESIDENT’S
DINNER

Fourteen Past Presidents gathered in No

38 for their annual dinner on Friday 26th

June. They were joined by IAVI President

Áine Myler, Senior Vice President Kersten

Mehl and Second Vice President, Roland

O’Connell.

The dinner affords the Past Presidents the

opportunity to meet and chat with friends

they may only see on an annual basis.

PRESIDENT’S
LUNCH

The President’s Lunch due to be

held on Friday, 16th October

2009 has been postponed until

Friday, 22nd January 2010 and

will be held in conjunction

with the Annual Conference

in the Burlington Hotel, Dublin.

The happy group – back row (left to right): John Dawson; James O’Halloran; Robert Ganly; Peter Tuohy; John Younge; Edward Carey; 

Roland O’Connell; Paddy Quinn; Kersten Mehl and Alan Cooke.

Front row (left to right): Brian Coyle; Tom Gavigan; Frank Meldon; Áine Myler; Brendan Donohoe; John Doyle and Tommy Lombard.

Brendan Donohue (left) and Brian

Coyle in deep conversation.

I N S T I T U T E N E W S
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YEARBOOK AND DIARY 2010

The 2010 Yearbook and Diary is currently in production. An order form for extra diaries has been emailed to

members. If you wish to order extra diaries in addition to the complimentary copy sent to all members and

associate members, please complete and return the form before 30th September as we cannot guarantee that

orders received after this date will be fulfilled.

RECENT ELECTIONS

At Fellowship level:

David Garvey, Chief Valuer, Dublin City Council 

Full Membership:

John Algar, Bardon & Co., Dublin

John Bannon, Bannon Auctioneers & Valuers, County

Meath

Paula Barrett, Corcoran Jennison Europe, Dublin

Trina Beakey, Savills, Dublin

Sinead Conlon, ESB, Dublin

Sarah Dyla, J. Murphy (Developments) Ltd, Louth

Helen Faley, Savills, Dublin

Emma Farley, O’Sullivan & Co., County Kildare

Denise Fox, Sherry FitzGerald Tom Foxe, County Meath

Terry Grissom, University of Ulster, Jordanstown

Thomas Stephen Henry, T.G. Henry & Co, Co. Tyrone

Jana Keane, Keane & Thompson Property Consultants,

Dublin

Jasmine Lim, University of Ulster, Jordanstown

James Loughrey, Titanic Quarter Limited, County Antrim

Brian McHugh, Vodafone Ireland Limited, Dublin

Rosemary McKeown, Raymond Potterton & Co., 

County Meath

Laura McMillan, McMillan Estate Agents, County Antrim

Serena Maguire, Sherry FitzGerald, County Wicklow

Paul Murphy, Lidl Ireland, Co Kildare

Mark Neylon, Neylon & Co. Co. Kildare

Sean O’Donoghue, Blackdoor Property Ltd, Dublin

Ronan O’hUallachain, Cleary McCabe & Associates, Dublin

Keith O’Neill, BNP Paribas, Dublin

Renu Singh, Lowe & Associates, Dublin

James Slater, Jones Lang LaSalle, Dublin

Kevin Tutty, Lowe & Associates, Dublin

Sinead Walsh, ODPM, Dublin

Associate Membership:

Sean Collett, Independent Valuations, Dublin

Norma Healy, Sherry FitzGerald, Cork

Gerard Keating, Red Rock Financial Services Ltd, Dublin

Lorraine Maher, Douglas Newman Good, Dublin

I N S T I T U T E N E W S
NORTH LEINSTER REGION
SEMINAR

The North Leinster Region held a very

successful seminar on the 8th September in

Bellinter House, Navan with the

interesting title of “How to manage

yourself and your business out of this

recession and win”. The speaker was Blaise

Brosnan of the Management Resource

Institute, Wexford.

Left to right: Blaise

Brosnan, MRI,

Wexford; Sarah Ryan,

Regional Chairperson

and Edward Carey, 

Immediate IAVI Past

President.




