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Thu 12th Dec
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Thu 19th Dec

2014
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Sales & Prop Mgmt
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Tue 11th Feb

Ballina
Sales or Prop Mgmt

Mon 17th Feb

Tweed Heads
Strata or 

Sales & Prop Mgmt
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Business Success ~ is it more 
than just good luck……..
As we draw towards the end of another year, we tend to contemplate 
how we are travelling in relation to our lives, both from a profession-
al and a personal perspective.  From the professional level, in the 
property industry, the majority of businesses are small businesses 
and often they are family focused.  This means that the success of 
the business is absolutely crucial to the lifestyle of the people who 
own the business.  There are two sides to business success, namely 
compliance and planning.  Those of you who have attended our CPD 
sessions this year would have had the opportunity to discuss the Su-
pervision guidelines, a small business is reliant on compliance and 
the best place to start is the supervision within the agency dealing 
with:

1. Banking practices
2. Trust Account reconciliation
3. Comparables – agents opinion of price
4. Disclosures – advertising, beneficial interest
5. Complaints and grievances
6. Evidence that you are doing it all

If you are a small business, we believe that in order to chalk out your 
strategy for long-term success, there are three core aspects that you 
as a business owner need to address:

1. Make customer service your unique selling position (USP) 
You may be on the same playing field as the big boys in the busi-
ness and the rules of the game may remain the same. But you alone 
decide your team strategy and how you want to play the game. To 
stand out from the crowd of other small businesses and stand your 
ground in the face of competition from the larger corporations, you 
need to woo your customers with something that they don’t get too 
often from other companies – excellent customer service.
In my experience, any business that treats its customers well, keeps 
its promises, and does not take customers for a ride is worth staying 
with, even if it is just a start-up and yet to prove itself.
When your customer service strategies are high, customers are un-
likely to complain if something is not going the way they expected for 
example getting offers at the price that they as a vendor expected.  
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Bankstown
Sales/Prop Mgmt

Tue 3rd Dec

Parramatta
Sales/Prop Mgmt

Wed 11th Dec

Sydney
Business Broking

Wed 18th Dec

Wollongong
Sales/Prop Mgmt

Thu 19th Dec

2014

Sydney
Strata

Fri 17th Jan

Castle Hill
Sales/Prop Mgmt

Wed 29th Jan

Penrith
Sales/Prop Mgmt

Mon 3rd Feb

Bankstown
Sales/Prop Mgmt

Wed 5th Feb

2. Don’t bite off more than you can chew
Most small businesses that fail commit this mistake – they aspire for 
too much in a bid to compete with the larger fish in the pond and are 
then surprised when they fall far short of their goal. Your aspirations 
must correspond to your capabilities – if you take on more work than 
you can handle, you not only lose out on time, effort and money, 
your reputation also takes a severe beating.  So work within your 
limitations, push your efforts to the extreme, and you are sure to taste 
success.

3. Practice what you preach
A small business comprises of a limited number of employees 
and is more like a family working together than a corporation with 
hierarchical rules and policies.  So unless you set an example for 
your employees, they are not going to be motivated to work hard 
to push your company higher on the scale of success.  Also, when 
you expect them to do all the hard work while you slack off and take 
things easy, you are not only setting a bad example but also setting 
yourself up for failure.

Remember, it is your company; so you have to lead the pack in 
working hard towards achieving your goals.  When you treat your 
employees well, they are loyal to your company and work hard for its 
success.

Til next time, 
Wishing you every success in your business ventures, 

Rosy Sullivan 

http://www.acop.edu.au/real_estate_licence_courses.html


CERTIFICATE OF 
REGISTRATION 

COURSES
Baulkham Hills 

Mon 2nd – Wed 4th Dec

Parramatta 
Mon 9th – Wed 11th Dec

Sydney 
Mon 16th – Wed 18th Dec

2014

Sydney
(Dist Ed + 2 day workshop)
Sat 18th - Sun 19th Jan

Gosford
(Dist Ed + 1 day workshop)

Tue 21st Jan

Our 2014 Calendar 
is available on our 

website.

FINANCE AND 
MORTGAGE 

BROKING 
COURSES

Cert IV in Finance & 
Mortgage Broking

Sydney
Mon 20th - Wed 22nd Jan

Dip of Finance & Mort 
Broking Mgmt 

Upgrade for existing Cert IV holders

Sydney
Mon 16th - Tue 17th Dec

In the past fortnight, in addition to a very full suite of courses running 
in our training rooms in St Andrews House, our trainers have been 
busy with travel to Newcastle, the Blue Mountains, Orange and 
the Northern Beaches. They have conducted a variety of courses 
ranging from real estate, CPD (breakfasts, day time and evening 
courses), mortgage broking and a really fun auctioneering program. 
It is all activity in the city at the moment with the city light shows 
happening in Town Hall Square (right outside our windows), 
Christmas carols playing everywhere – including Rosy playing the 
Michael Buble Christmas CD non-stop, and the decorations in our 
office as well as our building.   Anthony is back from holidays with 
loads of energy and new ideas for us all to implement.
We have all been busy attending functions such as the breakfast 
launch of the Landmark Harcourts Benchmark report this morning at 
the Sheraton on the Park with insightful addresses from Dr Andrew 
Wilson from Australian Property Monitors and Mark Sowerby from 
Blue Sky Alternative Investments.  It was a great way to start the 
day and learn so much from an economic perspective about the 
property market.  
Rosy and John attended a Christmas function on a harbour cruise 
with smoothfm and spent a most enjoyable afternoon meeting 
fellow advertisers from the radio network.

Is it Time You Upgraded to Your 
Licence?

ACoP runs a Fast Track program which, in conjunction 
with Recognition of Prior Learning (RPL) assessment, 
will enable you to complete your Real Estate Licence 
qualification in 5 days with take home assessments.

We will also assist you with completion and submission 
of your licence application to NSW Fair Trading free of 

charge.

Free Assessment
Send us your resume & copies of any qualification 
transcripts you may have for a free and confidential 

preliminary RPL assessment.

https://www.facebook.com/AustCOP
http://www.linkedin.com/pub/rosy-sullivan/7/a67/899
https://twitter.com/College_Aus
http://www.housenet.com.au/australian-college-of-professionals/
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Watch this 
space......

Sir Learnalot 

is coming


