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International Real Estate Best Practices Case Studies

The Certified International Property Specialist Network of NAR International provides
specialized services to real estate professionals-t both domestic and internationalt who are
interested or involved in the international real estate arena. Buyers and sellers involved with
international real estate transactions are encouraged to work with a REALTOR® who is a
member of NAR's CIPS Network and has earned the prestigious CIPS professional designation.

The CIPS designation is the educational foundation of the Network. CIPS designees have successfully

completed an intensive seven-day program of study focusing on critical aspects of transnational transactions
and also have proven hands-on experience in international real estate transactions.

; The Transnational Referral Certification is awarded by the International

g&gﬁ:‘;tmnal 9 Consortium of Real Estate Associations (ICREA) to real estate

Certification (TRc) Qrojessipnals Who'com,plete the requi,reg course of stu@y. This/ A -
M/ OSNIUAFAOIUAZY FduSada 02 0KS LINI Ol

manage international referral business, as a referring or receiving
agent. When initiating an international referral, look for the Transnational Referral Certification. Certified real
estate professionals are attuned to international referrals and will abide by ICREA business principles.

NATIONAL ASSOCIATION OF REALTORS®



From the Classroom to Your Real Estate Office

Lessons from th&€ase Studies

o What can | do right away to develop international real estate business? What can | do tomorrow? Next

week? In the near future?
o | 2¢ R2 L 3Si

A0 NISR Ay AYGSNYFGA2YL

o What is the value of studying international real estate and earning the CIPS designation if my market is

NBI t S

ot I

local?
e 12 OFYy L OGNXyaFSNI gKIFIG LQ@S fSINYSR Ay GKS
We put these questions to some members of the CIPS Network. They responded with insider tips and practical
advice you can implement today. The following stories are the voice of experiencet from beginners to
veterans.
Are you wondering if involvement in international real estate is right for you? The real estate professionals
whose stories follow are experiencing the global market at home and abroad. They can attest that
international real estate begins with your mindset and at the front door of your office.
Whether you are working toward the CIPS designation or have already earned it, these case studies offer ideas
you can use and role models for success.
The adventure is just beginning.
The CIPS Classroom Is Your First International Get Out There and Meet People
Opportunity When | travel | talk to everybody. Just listen and
Classroom experience is very valuable for the you will learn a lot. Take advantage of the fact that
opportunity to meet other students and @82dz FNB GKSNB FyR Gl

instructors. The real first transaction | did as a CIPS
was with another student in my class who sent me
areferral.

Danielle GrossenbacheciPse-PRO

The CIPS DesignationMeans Professionalism
The CIPS designation opened the opportunity for
me and gave me the confidence to pursue it.
Roger Minkoff,ABR CIPSGRI

After | became a CIPS, the real work began. | came
away with the tools to find the answers for my new
international clients. | knew the important
guestions to ask.

Leon KatzCIPSCRBTRC

When | refer a client, the CIPS or TRC designations
show that they have gone the extra mile to invest
in the profession.
James WyattTRC

to change yourself, just be respectful of others and
open to learning..
Marcella Paz CoherrrRc

Network! Network! Network!

It is absolutely about networking and referrals, the
business relies on it and you cannot do it on your
own. Effective networking is just vital.

James WyattTRrRcC

Learn where others come from and what their
areas of specialization are.
Marsha Pricecips
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International Real Estate Best Practices Case Studies

Association Participation is a Plus

If you come to conventions and talk to other
people and attend the presentations on
international marketing, you get incredible
marketing ideas.

Danielle GrossenbacheciPse-PRO

If members take advantage of all of the
international marketing tools and relationships
established for them, they have an unbelievable
marketing opportunity plus a real competitive
advantage in the marketplace.

Teresa King Kinng¥AE CIPSRCE

I can confirm the value of attending international
meetings, expanding your network, and
establishing friendships and connections
worldwide. My advice to you now?Attend
meetings. Make contacts.

Berith Malmberg,TRC

Participate in your real estate association and earn
the professional designationst CIPS and TRCt
because it helps you network and you will inspire
each other.

Christopher HallTrc

Sell Locally, Think Globally

| think a lot of times REALTORS® get the impression
GKIFIG aL R2y QG ol yid (2
gKe aKz2dzZ R L GF1S (GKAaA
are missing is that international real estate is in

their back yards.

Jacqui JeffresGIPSCRSGR| TRC

The buyers and sellers you are working with today
may be your international connections tomorrow.
Teresa King KinngYAE CIPSRCE

The global market is everywhere. As clients
become more global, it becomes more important
to have the education, contacts, and connections
to assist them.

Harold Bagwellcips

fAad
O Hhva Bateéice ¢ K S

Pick a Country and Get to Know It

Start by finding the country or area that interests
you. Book a vacation to a country you are
interested in, research it and follow up on your
research, visit places, talk to real estate
professionals.

Timothy McFaddencipse-PRO

Develop Your Web Site

Use the Internet to reach out. Combine the CIPS
knowledge and the Internet, to work fast,
effectively, and cost-efficiently. Take the evergreen
principles of real estate marketing and apply them
to how you do business on the Web.

Jack Peckhantciv cips

Build Your Team

Find out who else is a CIPS in your area or the next
town. Maybe you can try to develop some
strategies together, depending on your market and
the product you have to sell. Select a group of
other professionals, and invite them to a breakfast.
Say that it is your desire to work internationally
and work with their international clientst buyers
who come from abroadt and to market your
properties abroad. You would be surprised how
much help you will get from other professionals
0SSOl dzaS &2dz KSf L) (2
Danielle GrossenbachecgiPse-PRO

LINE LJS NI &
LRAYG GKIF QG
Working with foreigners is an exercise in patience.
LGQa y244 Ayadlydl
one time to see who you are and establish a
relationship. They come back six months or a year
later and they contact you again and will buy only
the third time they come.

Danielle GrossenbacheciPse-PRO

Expand Your Mindset

You need to be with people who think out of the
box and think out of the borders too.

Pam WardCIPSLTG TRGRCE

CKSNB Aad y2 adzOK (GKAy?3
A8t f SNEQ YI N &enEanarkets NB
The agent who continues to prepare for change

will continue to succeed in the quickly changing
world of real estate.

Harold Bagwellcips

2 NATIONAL ASSOCIATION OF REALTORS®
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From the Classroom to Your Real Estate Office

Personal Contact Makes the Difference
Today | probably have the same clients over and

A Mentor Can Help
For someone just getting started in international

overand|RA Ry Q0 R 2-mdil BecausddtM®2 dz3 KNBI f Saidl 6§ Sx KI @Ay3 |

was not aroundt it was personal contact.
Pam WardCIPSLTG TRC

You have to be an outgoing person and have the
ability to communicate with strangers in order to
build relationships. But the key to success is really
in the follow-up.

Debra Allen ABR e-PRQTRC

having an older brother or sister who can help you
and you can learn from their experiences.
Marcella Paz Cohermrrc

When | was in my early twenties | found it all a bit
daunting because | was dealing with much older
people, it was an age thing. If you are young and
feeling daunted by it all, try to find someone to
mentor you.

James Watt, TRC
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SIMA Leads to Business in Panama

Last April, | attended the SIMA
convention in Madrid, Spain. It
was a wonderful, very
entertaining, and educational
experience.

Debra Allen, TRG ABRe-PRO
Prudential Arizona Properties
Gilbert, Arizona

This was my first time attending
an international convention and
L RARY QU 1y2¢
The orientation program was
very well planned and gave me a
very good start in the
networking process.

On my first night at the
convention, during the social
hour, | made contact with
several U.S. brokers, agents, and
developers. Through the course
of the week, in the business as
well as in social settings, | met
agents from many countries,
including Bulgaria, Spain,
Panama, Jamaica, and
Argentina. They were all very
friendly, well informed about
their real estate markets, and
eager to share information with
me.

Once the education programs
began, | heard prestigious
speakers discuss subjects as
diverse as comparisons between
the U.S. and European markets,
new real estate and computer
platform capabilities, and
opportunities in the booming
Arizona real estate market. |
learned about growth in
Panama, met with several
Panamanian developers, and
made some great connections.

SIMA Yields Local Referrals
The best thing | did in Madrid,
however, was to complete the
requirements for the
Transnational Referral
Certification (TRC). As a TRC, |
have access to an international
referral network within which |

¢ K gaimarges horgesworddgide o

for my sellers, and receive buyer
referrals from other TRCs
around the globe.As soon as |
returned home, | followed up
with my new colleagues by
telephone, e-mail, and postcard.
The response was
overwhelming. | let it be known
in my local sphere about the
success of trip to SIMA. When
one of my clients told me he
was moving to the Sarasota
area, | was able to refer him to a
REALTOR® | met at SIMA who
works just minutes away from
where the client was moving.
She responded promptly to my
client, and was able to help him
find a home, where he will be
relocating shortly.

In Madrid, | met a developer
from Scottsdalet just fifteen

miles from my officet and |
attended a property showcase
for one of his developments.
There is currently a lot of
interest among my buyers for
those properties.

Panama is In!

But, best of all is that as a result
of the networking with
REALTORS® | met at SIMA, | was
able to participate in a trip to
Panama arranged by Carla
Rayman, a broker-owner from
Sarasota. In Panama, we met
with several groups. Grupo
Capital, a one-stop real estate
brokerage and legal firm, gave
us detailed information about
legal ownership in Panama for
non-citizens. Grupo Corcione
gave us a tour of their
residential developments,
Ocean Park Il and Greenbay |
and Il, properties with
phenomenal panoramic views
located in Costa Del Este, the
most valued real estate master
plan project in Panama. The
following day we met with Jose
Boyd, a broker with many years
of experience in Panama, who
educated us on the Panamanian
market and explained how
referrals are done between U.S.
and Panamanian agents.

Business is everywhere! On my
flight home | met a man who
was looking for property in the
Dominican Republic, but found
the prices too high. I told him
about Panama, about its growth
and the very reasonable cost of
living, world-class health care,

4  NATIONAL ASSOCIATION OF REALTORS®



From the Classroom to Your Real Estate Office

and hurricane-free tropical
climate. As an extra incentive |
told him about the low taxes,
stable economy, and the U.S.
dollar currency. | gave him my
OFNR I'yR W24&aSs
When | got back to my office, |
found an e-mail from the man
on the airplane to me and Jose
Boyd expressing an interest in
purchasing a home in Panama.
Currently, we are scheduled to
meet in Panama in July for a
home-finding trip.

Follow Up Is the Key to
Success

In retrospect, SIMA was the best
convention | could have

28R0Qa Ol NR®

Business is
everywhere!

“ o

attended to get started in
international real estate. The
networking with U.S. and
foreign brokers, agents, and

developers was inspiring. You
have to be an outgoing person
and have the ability to
communicate with strangers in
order to build relationships. But
the key to success is really in the
follow-up. I am certainly
planning to attend the SIMA
convention again in next year.

First published inGlobal Perspectives
in Real Estatethird quarter, 2006

Debra Allen is a REALT®Rvith Prudential Arizona Properties in Gilbert, Arizona. In 2007 she was honored as
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vineyard development in Mendoza, Argentina. Her hometownrisnBen, Germany and she is fluent in German. Ms. Allen
is also a Master Trainer for the US Army Family Readiness Program.

Debra Allen
Debra.Allen@pruaz.com
www.debraallen.com
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International Arkansas

At the age of 23, | found myself
back in my home town of
Pocahontas, Arkansas,
beginning a
career in

real estate.
LGdQa
town of
about 6,000
people,

most of
gK2Y L
known my
whole life.

Harold Bagwell, cips
RVI REALTORS
Pocahontas, Arkansas

LGQa I 1jdzA S
Delta meets the Ozarks. One
side is flat, row-crop terrain
where we farm rice, soybeans,
and corn. Drive across the river
and you get into what we locals
OFrtf aD2RQ&
five great little rivers, beautiful
views, and amazingly well-kept
ranches.

Having lived abroad, traveled
here and there, and worked in
an international business, | now
F2dzy R YeasSt¥
YSEGKE ae
real estate license and go to
work for the small company
where my parents had bought
and sold real estate for years.
When | went to see the broker
to inquire about when | could
start work, however, he told me
KS NBIffe
me. | was already feeling like a

fish out of water in my little
home town, and now my
perfectly laid plans were fizzling.

Undeterred, | called Ken Gill, a
REALTOR® | had met in my pre-
licensure course who | knew was
workind G261 NRA&
license and planning to take
over the relocation department
in a firm in Little Rock. He
recommended | talk to a
flourishing company in my area,
a wonderful startup experience.
Y Sy Q &rangirly ReBvorkt
one of the keys to success in this
businesst helped me in ways |
could not have imagined. My
new broker taught me that my

KA a

business longer, and were
generally the top producers in
their markets. So, | began to
look around for a course | liked,
and found the CIPS program,
and a subject that revived
something about which | was
degpPa}siBnbits) &

| flew to Redondo Beach,
California for a CIPS Institute. It
was a wonderful learning
experience and | made friends
and contacts there | still talk to
on a regular basis. But, | practice
in a little town in rural Arkansas.
How in the world was | going to
use a CIPS designation there? |
was aware that people were

pref A OSy & dzNB O 2 dzNEc&&hingthelRhéddd]

i 2 ¢ prepased BeNgs thefeal gife

situations | would encounter in
the day-to-day practice of real
estate.

The average sales price of a

PppzZnnnd LuUuQa
which a REALTOR® can
specializet 1 KSNB Qa
business. You have to know a
little bit about a lot of things in
order to survive. At the time,
the U.S. housing market was

g 2 y FOSNW andgmany ef M |
L) | y ¢ friends yege wondering whi |

was here instead of in a major
metropolitan market.

CIPS Designees are Top
Producers

@9 RdzOI G S
said. He taught me that agents

RA Ry Qi Witk magyglesignptiongmagen N

more money, stayed in the

y 2

8 2dzNRE Sf

wondering if | had completely
lost my mind. | was the only
CIPS, not only in my area, but
the entire state of Arkansas!
But, | had a plant to bring
global markets to me.

O 2 dzy ffomgirePocaentas, Atkgnspsisk A £ { & = o
y 2 Uhe Worlty Conds$Sol A Y

Pocahontas

LeBmye Bringsy/eu up to date:
While agents across the country
are scrambling to find buyers
and sellers, in my little Arkansas
town, | am having a record year.
My client list includes Honduran
builders, Korean investors,
Italian homebuyers, and
California transplants for whom
Arkansas is like another country.
Things are good.

Receistly, &TEPS desiyd@e| frénNJ
Atlanta, Georgia gave me a
listing referral in excess of $3.5
million. The only international

6 NATIONAL ASSOCIATION OF REALTORS®



From the Classroom to Your Real Estate Office

factor in this deal is the CIPS My CIPS designation has more

bSGg2Nl ® LGQA + RE¥SaihROARSI AT | thah paid fordtselft Aaddjast O

with two CIPS designees at the The global market is financially, but with the friends

helm, no international buyer or everywhere, even in rural FyR O2ftfSI3dzSa LQ@S

seller, just two REALTORS® Arkansas. As clients become the way that have greatly

working with the resources we more global, it becomes more enriched my life. The media

have been given and have important to have the 2FGSy Grftl1a Fo2dzi |

created. education, contacts, and YEN] SGeg 2N aaStt S
connections to assist them. If odzi LQff fSI @S @&2dz

Not long ago, | sold afarm to a €2dz R2y Qi {liya2 ¢ (0 tdaight: THeSeys fio such thing

Korean investort a 900-acre Fa | 0d22SNBEQ YI NJ S

ranch they planned to subdivide market, there is only an agentsQ

into an equestrian Your market is market. The agent who

development. They fell in love bigger than you continues to educate and

with the beautiful Ozark think . prepare him or herself for

Mountain pastures and woods change will continue to succeed

with a fishing stream flowing in the quickly changing world of

right through the middle of it, real estate. Your market is

neighboring state where your
clients want to buy a second
home, or how to effectively
refer a buyer to a real estate
professional in Europe or in
Mexico, they will find someone
who does. | hear agents say they

OFyQil FTFF2NR (G2 GF11S
attend conferences. | say you

OFyQil FIFF2NR (2 YAaa GKSYO®

and decided against developing
it. They wanted to sell it and
reinvest it into a cash-flow
property. | helped them find
investment propertyt an 80-
unit apartment complex about
an hour from the ranch, and
another fifteen minutes from
the second home | sold them on
a lake in a golfing retirement
community.

bigger than you think.

First published inGlobal Perspectives
in Real Estatethird quarter, 2008

-3a8a 2NJ
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Harold Bagwell traveled most of the world before beginning his real estate caesea REALTORN Pocahontas,
Arkansas. He is the brokeywner of RVI REALTORS&Nd currently the only CIPS designee in Arkansas. He was named
ITTA T&£ 2%!,4/2H -ACAUET A80 Oxt O1 AAO xt16 ET ¢11i 8

Harold Bagwell, cips
haroldbagwell@rvirealtors.net
www.revir ealtors.net
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A Commercial REALTOR® Goes Global

Land in California, a seller in the
Philippines, a buyer in India and
a deal closed in Hong Kong.
Going global can be financially
rewarding and lots of fun too.

Leon Katz CIPS TRC
Commercial Brokers, Inc .
Torrance, California

| started to write this story in
Hong Kong at the end of the
AREAS exhibition sponsored by
NAR and the U.S. Commercial
Service at MIPIM-Asia.

The real story began about eight
years ago, when | fell in love
with a Filipina real estate
broker, Susan Barlin, CIPS, who
had immigrated to the United
States in 1991. She had just
opened her own brokerage to
cap several years as a top sales
agent. | noticed her clientele
was really diverset new
immigrants, first-time buyers,
move-up buyers, and even high-
end luxury buyers. What caught
my attention, however, was that
her clients were not necessarily
from the Philippines or the
United States. They were from
everywhere. When | looked at
my own investor clients, it was

clear they were also from all
over the world.

When Susan invited me to

FGGSyR r SYA
Dt 206 € yR {S
RARY Qi GKAY]

was a commercial REALTOR®,
happy with what | was doing. |
went because she wanted to go.
But, that class was so interesting
to me, | decided to continue
with the full program and
become a CIPS. The CIPS
program really opened my eyes.
It also opened new doors to an
exciting international real estate
practice.

Acquire the Tools, Learn the
Questions

After | became a CIPS, the real
work began. The education gave
me a starting point from which |
could find and serve
international clients,
understanding that different
cultures, laws, and points of
view were all important. | came
away with the tools to find the
answers for my new
international clients. | knew the
important questions to ask.

| began to learn about my
chosen country, the Philippines.
At the same time, | began to
travel widely, and to meet many
very interesting people, learning
many things about their
cultures, beliefs, and business
practicest a self-directed
education. In fact, | traveled so
extensively, | had to get a new
passport because all the pages

yl
f
L

were full of immigration
2TFFAOSNRAE adl vYLa
parts of the world.

NFolriCouhtEeR TvioD 2 A y 3
A gaatingn®, OheDeak L
y SO hepeoplel had thai Sy R ¢

good fortune to meet was a
Philippine land banker who liked
to purchase, hold, and develop
land. He owned thousands of
acres of land around the world.
One of his California properties
was a very large parcel of landt
more than 5,000 acres. His
original plan was to develop the
property, put up schools, a golf
course, housing, and
commercial centers. Knowing
the parcel was probably too
small to realize his vision, |
asked him if he would sell it. He
agreed, and | began to market
my new listing in the new world
of the Internet. | posted the
property at
WorldProperties.com.

One Deal Leads to the Next
In the process, | learned a lot
from my clientt a very special
man with an interesting
background. He introduced me
to other investors, and | became
very busy.

Then, a local brokert
representing an Indian clientt
contacted me about the land
listing. After quite some
research and due diligence, his
client expressed a real interest
in the property. In the midst of
the negotiation, | left on a real
estate trade mission to China

8 NATIONAL ASSOCIATION OF REALTORS®
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From the Classroom to Your Real Estate Office

and went from there to the headed for Thailand, for another possibility of opening operations

AREAS exhibition to market my series of meetings. Since | in a third country.

services to overseas investors. So, what does all this mean? For

The Indian buyer suggested we - ~ YSz AdQa o6SSy Fdzy |

meet in Hong Kong to negotiate
his purchase of the 5,000 acres

think and work globally. I've

After two days of learned that doing business with

negotiations in

in California. . A people from other countries,
(rrc +1l though challenging, is very
After two days of meetings and closed the sale of worthwhile. I've learned a lot
negotiations in Hong Kong, California land and continue to learn and study
aided by the Internet, the cell owned by a the international market every
phone and the fax machine, | Philippine resident, day. It all begins with a little bit

of education and a desire to do
something internationally.

closed the sale of 5,000 acres of

California land, owned by a to a buyer in India.

Philippine resident, to a buyer in . v

India. First published inGlobal
started to write this, a number Perspectives in Real Estatfirst

About two months have passed of international opportunities quarter, 2007

since | began to write this have come my way, including an

FNGAOE Sd LQY € S| dferfidn a orRigibujekts

airport in two hours, after a purchase 32,000 acres of land in

series of meetings with the U.S., the signing of a joint

government officials and venture development

business leaders in Vietnam. I'm agreement between parties in

two foreign countries, and the

Leon Katz is president a&Zommercial Brokers, Inc. (CBI) and LRK International Realty Investments, Inc. of Torrance,
Calif., and one of the founding members of CREBA, Inc. (USA), part of an international group of REALJ&RIBpers,
financial and political members committed tonproving real estate development in the Philippines and to expanding
into other countries.

Leon Katz, CIPS CRB TRC
leon@chire.com
www.chire.com
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The Other Broker is Your Customer

| think our first customer is
really the other broker with a
CIPS designation.

Danielle Grossenbacher, ciPS e-PRO
Brown Harris Stevens
New York, New York

The CIPS designation really
helped me establish a network

of excellent professionals who |
trust and who trustmet A (0 Q &
very significant part of my
business. If you have the
designation it makes a

statement that you are out

there to reach the world.

My best leads come from other
REALTORS® who look at my Web
site. About two years ago | was
contacted out of the blue by a
CIPS broker in Denver who saw
Y& 2SS0 ariuSo >
personally at the time but she
started sending me clients. Then
about a year ago she decided to
move to Ireland. | would say
right now she is sending to me
every month three or four
groups of investors from

Ireland. | went to Ireland and we
did a series of seminars on the
New York market. From these

S

ASYAYIl NBeEinglsiQY adAff

months later, people who are
coming to purchase either
individual condos or small
commercial properties. | have
some groups looking for larger
properties, like $50 or $100
YAfEAZ2Y D LGQA
because they go back home and
al &3 & hhi§ greatlbrokerS i
AY bSg , 2NJ] ®¢
Manhattan 2 the Ultimate
Status Symbol

My market is Manhattant
smack in the middle in
Midtown. Because the euro is
becoming stronger, it seems like
Europeanst as well as South
Americans and Asianst feel like
this is their time to buy a piece
of Manhattan. Buying in
Manhattan is always the
ultimate proof of success. You
can show your keys and say,
GKSNB Aa vYe
C2N] ¢ YR GKS
about it and | feel very good
about selling them something
that suits their requirements

and their budget. An interesting
thing about Europeans is that
they tend to come into the
market at the times when the
i8cAI Buyef e 166> S U
numeroust summer and also
between Thanksgiving and mid-
January. Well, those are the two
periods when foreigners like to
come for vacation in New York.
Between trips to Fifth Avenue

for shopping, they also now

think real estate. So this is very
good for me because it keeps

my business even all year round.

YdAKSRPYAFIEY

Relationships are extremely

important to foreigners when

they come to the United States

FYR AT GKSe& GNyzad &
want to let go of you. But

working with foreigners is an

LI G ASyC
instant reward. A lot of

foreigners, they come one time

to see who you are and

establish a relationship. They go

back. They come back six

months or a year later and they

contact you again and will buy

only the third time they come. It

takes patience

Network in the Classroom

| would really recommend that
people network in the CIPS
classroom. When | took the
classes | met some people who
were in areas where | never,
never thought that there would

I LI NbeWhergstifrom afiy fdvefgner.
o BaBtifeNFere Fifydheir CBR 2 R

designation to differentiate
themselves and it worked to
their advantage. People value
the fact that you can market to
other areas. Actually, the real
first international transaction |
did as a CIPS was with another
student in my class who sent me
areferral. You get more
business, even in the states,
locally or through referral, from

thisnetw2 NJ @ LG Q& y20 y
that you are going sell someone
propertiesabroadt A 1 Q& Y 2 NB

likely you will sell to a foreigner
some property in your own
town. So | would say, right now,
nobody should be shy or

10
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From the Classroom to Your Real Estate Office

wondering whether this is going
to give them an advantage.

Personal Chemistry
Attending NAR conventionst it
is a must. Networking at NAR
conventions with other CIPS
designees is extremely
important and usually leads to
some business. When you see
people face-to-face there is
some kind of chemistry between
you that works very well. If you
come to conventions and talk to
other people and attend the
presentations on international
marketing, you get incredible
marketing ideas from a lot of
people.

Build Your Sphere

Just coming out of the
classroom? Wondering what can
you do tomorrow? Check out
who else is a CIPS in your area
or the next town. Invite these
people to a breakfast and try to
develop some strategies

together, depending on your
market and the product you
have to sell. You could pool your
resources to market in other
countries or to attend

\
You would be

surprised how
much help you will
get from other
professionals
because you help to
develop each
otEAOG O AC
. 7

conventions and international
exhibitions of real estate or do
seminars on your market.

Select a group of other
professionalst an attorney, an
appraiser, an architect, an
interior designer, and a mover is
not out of place around the
table because sometimes they
have the tips before yout and

invite them to a breakfast every
two to three months and you
pay the bill. Say that it is your
desire to work internationally
and work with their
international clientst buyers
who come from abroadt and to
market your properties abroad.
You would be surprised how
much help you will get from
other professionals because you
KStLI 2 RS@St 2LJ
business.

Five years ago | was focusing

only on the locals and mostly on
one building which was like a

small city with 863 condos. Can

you imagine the difference? |

was focusing on one building,
Y26 LQY ¥F20dzaSR
The world has changed a lot and

we need to change constantly

too.

Danielle Grossenbacher is a Manhattan siaist with more than twenty years of national and international real estate
experienceAfter obtaining a degree from The Graduate Institute of International Studies in Geneva, Switzerland, she
joined the Canadian Foreign Service and spent ten years athnohich provided her with firsthand experience in
relocation. As a real estate broker since 1981, she caters to a worldwide clientele of diplomats, UN professionals,
business executives, international investors, and transferees. She speaks English,, lenoian, and Spanish.

Danielle Grossenbacher, cIPS
d.g@attglobal.net
www.dgrossenbacher.com
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International Real Estate Best Practices Case Studies

The Wide Angle View

| strive for total globalization,
not just one referral. | aim to
cement a relationship and then
build business on the back of
business and this can be agents
from one country to another.

Christopher Hall, TRC
Christopher Hall Estate Agencies
Norwich, Norfolk, U.K.

There is no reason in this day
FYyR 3S gKe
capable of marketing the
properties listed by REALTORS”
in the U.S. and selling them to
the client of, for example, a
German or Australian agent.

C2NJ YSE GKSNBQa
an adrenalin rush with every
RSIf® L fA1S-G¢2

angled in my view of
AYGSNYFGA2Y I
passionate about it. My visits to
the US and contact with
REALTORS® not only refresh me
but fuel me with excitement and
a rush that lasts for a couple of
months. Can you imagine what a
rush that is?

Properties Create U.K. Buyer
Referrals

It is important to note that
essentially referrals are property
based. We in the UK need the
product to develop the referrals.
When it comes to referrals,
some REALTORS® might think
agents in the UK have a list of
ready buyers; they are basically
looking for access to a client
bank. If only that were true. The
reality is that we need the
properties to create the buyers
and nowadays the choice is
phenomenal so the property or
location has to stand out from
the crowd.

There is constant TV coverage in
the UK about real estate. It has
created a greater demand to
buy abroad but it has also
confused buyers as now they

. R (i 6 KSNBH| ¢dBionsid shd
L ak &e%@éﬂ% %fas greaq \%lue for trl]cérfbu[ﬂd
0 dzb SihBineRE dh b

0KS Y2ySeés o6 dz
buy on price alone. You have to
find a way to narrow it down

and make your properties
attractive. Buyers need to have

S ol S cloteind ot

L andprogfof agood location. ., =and TRC. Why? Because not only

ome
clients, by e-mail, to a
REALTOR®. The clients took a
flight to Florida on Friday
afternoon, spent Saturday and
Sunday viewing properties and
made an offer on Monday
morning before departure. The
deal closed a few weeks after

GKFG FTyR GKSe@
todayandnot3 2 y S

agent in the UK to support

Kl @8

GKSY® 9@SNEB2YySQa

Education, Distinction,
Inspiration

What is important? Education,
Training! | was among the first
in the UK to earn the
Transnational Referral
Certification designation
0S0lFdzaS LQY
an edget obtaining best
property to market and finding
buyers. The TRC is a distinction
both in the UK and USA and
brings agents and REALTORS®
together naturally to
collaborate.

\
| want to cement a

backofbusmess.J

Participate in your real estate
association and earn
professional designations, CIPS

are you viewed as

i erm Ias v ledgeable and
N‘Bi E]orl(%ﬁré*erréld ﬁnh L oifomiedgestle and @

professional but, take it from
me, it helps you network and
you will inspire each other. That
said, just getting qualifications
and a designation is not enough.
You need to prove it. My

dzSaiAzy A& 6l

Of 28 SNXK¢
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From the Classroom to Your Real Estate Office

No Need to Wear wn Your R2Yy Qi KI @&shde2 ¢ SforWardto making lifelong

Shoe Lea,ther . ] leather down by traveling the _ friends, enjoy, and do business.

C2NJ u0Kz2asS <c2dzal a globeithdryo theeftitiziight L QR

recommend using the NAR people. You can come to NAR

liaison officers in countries to conferences and also large

get market information and for Faa20Al GA2yaQ S@Sydaz tA1S Ct2NRARI
hooking up with the brokers in or California, and international

other countries that are part of events such as SIMA, and meet

the association network. You other professionalst look

Christopher Hall is a Past President and Honored member of the National Association of Estate Agents. He is also a

AOANOGAT O OPAAEAO i1 ETOAOOI AT O AT A bneb el @ause piofe@83A OO0 AOT C
throughout the UK, the European Continent, the Mediterranean and Caribbean, as well as the United States. He is well
ETTxT AO A OAAI AOOAOA OAAETTITCU OOAT AOAOOAO doiyA EAO xI

Christopher Hall, TRC
ch@chrishall.co.uk
www.chris-hall.co.uk
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International Real Estate Best Practices Case Studies

International Real Estate in the Backyard

| think you learn best from
experience and maybe when
you have some suffering with it.

Jacque Jeffresss¢iPS CRSGRI TRC
Infinity Real Es tate Services
Westminster, Colorado

Pre-CIPS, one way | learned was
losing $5,000 in a listing
situation where | did not
understand the culture that the
client was coming from. And in
the same time frame, | had a
phone call from my Web site
from a gentleman from France,
who saw my Web site, and was
looking for a residence for his
niece who was coming to
Colorado to attend school. As
$SQONB Gl f1Ay3
nice conversation, his English
gl a
talking square metersand IQ Y
talking square feet. So, both
situations convinced me that |

RARY QU 1Yy26
and it was high time that |
learned.

LISNFSOGz L

International Real Estate is
Local

| think a lot of times REALTORS"
3Si
want to list property in
Timbuktu, so why should | take
GKAa Oflaaké
are missing is that international
real estate is in their backyards.
Denver has communities of
people from Mongolia, Vietnam,
Korea, Russia, and Hungary and
we have a large Hispanic
community. All these different
people are living in Denver. You
meet them in your everyday life
and you meet them as clients,
so you need to understand
them.

Pre-real estate, | did sales. I sold
everything from cosmetics to
diesel fuel additive. | worked in
country club management for a
very long time too. From these
experiences, | found that | have
the ability to connect and bond
with people and build
relationships. | just plain like
LIS2 LX S

How to get started international

Iy Ral egtated hirst of allyl thigk S g

you need to decide what area is

NS special INterest tayeuy!

chose Mexicot Puerto Vallarta
Adad Yé
working with an agent | met

g K I (i throughghe GIPS gasses gn3

development project in Mexico.
| also have a special interest in

YR AGQA

aGN2yYy3a Ay

Hungary. Denver has a very
active Hungarian community.
Three years ago we hosted an

0§ KS A YLINSB A& a A Rbpunditdéde missidntfronR 2 vy Q

. dzRF LISad FyR y2g8 g€

to try to do a trade mission from

¢ K S Dehv@r toBudapdstFOkniler G K S &

also has a trade mission going to
India.

Look around and see what
associations are in your city. Call
the embassies and consulates
find out what kind of activities
are going on. Join the World

r N\

Why take this
class? The pointis
international real

estate is in the

back yard.

. o

Trade Center, they have events
all the time. Go on the trade
issions. ertise self.
B o ooy dae ®
specialtyt your countryt find
out if they have a local
newspaper. Doing business in
. _Mexico is not an easy thingt tell
KS Q&eople that you know how to do

sﬂ%tgaﬁs%tio%tge%. It [LtJS v
akeSsome leg workand a littlé
imagination. For example, |
developed a brochure a couple
2F &SI NAR |32
available in Denver and it lists
area in square meters and prices
in euros.

2 &aKksz
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From the Classroom to Your Real Estate Office

Believe It, Achieve It lets me be physically and what you can dream you can

So often agents have blinders on mentally capable. FOKAS@ZS IyR LQft ad
about doing business the way going.

GKS@ Q@S |t gl @& ReseRiayAl mevaREAYTER® (i 2

met ¢ S Q NXging@verytling who is in her seventies and way

FYR AF L R2y Qi OéutinfAintérhsiok A G>X L Qf f

get left in the dust. And, | plan technology and | wanted to say

to do real estate as long as God G2 KSNE aL olyd (G2 0SS @&2dz 6KSy L

ANER ¢ |rdallyBaieve that

Forty years of professional experience in sales and management has enabled Jacqui Jefftéssasubstantial real

estate business serving the metro Denver area. She spent five years in Madrid through a military transfer in the early

Ovbt O AT A AAOGAT T PAA AT AEEET EOU &£ O OEA 1 AT COAQGdelsAT A OEA
enhanced her ability to work with foreign nationals from many different cultures. She actively sponsors baseball and

soccer teams in the metro Denver area and enjoys watching those games when some of her twelve grandchildren are

playing.

Jacquelyn Jeffress, CIPS CRS GRI, TRC
Jacqui@DenversBest.com
www.denversbest.com
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Associations Connect Markets

International real estate is such
an important part of the Miami
YEN] SGd b! wQa
Cooperating Association
relationships have served as the
basis for everything that we do
internationally.

Teresa King Kinney, CAE CIPSRCE
REALTORS Association of
Greater Miami and the Beaches
Miami, Florida

In fact, it all began with a phone
call from NAR, about thirteen
years ago, asking what our
association was doing to assist
members with international
marketing. We started by
putting a small blurb in our
newsletter announcing the
formation of an international
group and there was a huge
response. With that, we were
off and rolling.

The first international
relationship we had with any
association was with SECOVI.
Brazil is so important to the
Miami market and vice versa.
One of our members who was
also an active member of
SECOVI helped us formalize

what had been an informal
relationship with them. At about

LINIhebande tifrie westrfed G K S

working with the Eastern
European Real Property
Foundation (the forerunner of
the International Real Property
Foundationt IRPF) to see how
we might assist with their
efforts. And, we also connected
with the Russian Guild of
Realtors. We actually became
partner associations with the
Brazilian and Russian
associations before NAR
launched its Ambassador
Program. Now, if you go to the
Russian Guild of Realtors Web
site, there is a link to Miami
properties on it and we have a
link to their properties.

Associations Connect Markets
If NAR had not had these
international relationships we
would not be where we are
G§2RI&8d b! wQa
Association agreements have
enabled our members, through
all of the past thirteen years, to
connect with other markets and
our association to connect with

2U0KSNJ I aa20AF GA2

a sister-cities relationship for
real estate.

Making Markets

Over the years a lot has changed
for us. Once we brought
international practitioners
together and started learning
from them, we were able to
create a unified presence in the
marketplace that members
could piggyback on and use to

establish credibility. Through
relationships and exposure, as
well as the NAR services,
connections, and resources that
we tied into or helped create,

6SQOPS KSf LISR 2dzNJ Y&

tremendously. | believe we have
actually helped make markets
too. FNAIM'/Paris is a good
example. When we first got
together, they were just starting
their MLS and still struggling to
make it operational. Now Paris
and RAMB are the first in the
world to do an international IDX

gAGK 2dzNJ YSYOSNARQ f

The Competitive Edge

If members take advantage of
all of the international
marketing tools and
relationships established for
them, they have an unbelievable
marketing opportunity plus a
real competitive advantage in
the marketplace. Everything

/ 2 2 13 WAR hiasicrgaed and

allowed us to tag onto helps

RAMB members go into any
YIN] Sz S@Sy AF
relationship with that market.

l YRZ

international business is such an
important one. Almost the

entire local Miami market is
internationally connected. We
emphasize to members that the
buyers and sellers you are

working with today may be your
international connections
02Y2NNRgd 2 SQNB
showing our members how to

! Federation Nationale de IQnimobilier
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From the Classroom to Your Real Estate Office

get business from the
Transnational Referral System.

TRC Makes Referrals A
Reality

The TRC course makes referrals
real. RAMB presented the first
Transnational Referral
Certification (TRC) course in
French for Paris association
members. We demonstrated
how to search Miami listings in
French, forward listings to
clients and customers, and set
up automatic searches.

NAR has helped us recognize
opportunities too. For example,

S RARY Qihinglab6d ¢

SIMA at first. But, when SIMA
asked RAMB to get involved, we
knew it was a high-quality and
worthwhile expo because of

b! wQa

have an established relationship _
¢ S Q@S comnfitteS WIRNER ¥ 2 NJ

gAGK {La! X
five years in a row, taken
exhibitors, and promoted it to
our members.

Market to Market

b! wQa -to-madiktS (
initiative is so important
because when national
associations create platforms

and services to help markets
connect, the business happens.
A REALTOR® in Sarasota, who
had been a member of FNAIM/

7~ N
When national

associations
create platforms
and services to
help markets
connect, the
business happens.

N o

Paris for many years and knew

- gbeutjour ties with the Paris

association, had been trying to
start referral business. At that
YSYoSNDa
Sarasota association, and Florida

Ay @2t @S Y Sy &seciatppgetwitipti® Paris

Faaz20Al GA2Y Q&

FNAIM/Paris delegation
attended the NAR Convention
for the first time, we helped set
up a meetings for them to
connect with other markets. For
example, we connected them
with [the] Manhattan
[association]. Associations have
to follow through, but that all

happened because one member
wanted to do referral business.

| recently attended the Russian
Guild of Realtors Annual
Congress. Being there is truly
fA1S
immediate connection. The
same is true of the relationship
with SECOVI, even the first time
| went there. The relationships
are very strong and so is the
level of trust and admiration
between the associations and

f SFRSNAE® LGQaA
you learn can from other
associations and other markets
that you can apply in your own
association.

Can you imagine? |t all started

dzNH A Y 3 2 withf 4 phonecall #dfNAR.

Today, we probably have ten

. times the number of RAMB

S E fadmis thvdived in

international real estate
compared with thirteen years
ago. And, RAMB recently
completed its twelfth Annual
International Congress.

Teresa King Kinney is Chief Executive Officer of the #/@@thber REALTORAssociation of Greater Miami and the
Beaches, which includes a 1,08@mber Local International Council. She is a veteran of 35rges an association

executive for REALTGRassociations. Ms. Kinney states that the key components of a successful international program
are education, information, marketing, and networking.

Teresa King Kinney , CAE CIPS RCE

tkinney@miamire.com
WWW.miamire.com
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International Real Estate Best Practices Case Studies

International Referrals Made Simple

| was accustomed to doing
referrals within Sweden, and in
Scandinaviat the northernmost
part of Europe, which also
includes Denmark, Norway, and
Finlandt but this was my very
first experience with a really

A Xeyhationaf €

Berith Marlmberg, TRC
Skandia Maklarna
Goteborg, Sweden

Referrals are not very common
in Sweden, perhaps because
Swedish people only move an
average of once every 27
yearst within large cities,
perhaps once every 10 or 12
yearst and rarely outside of
Sweden. Compare that with the
United States, where people
move, on average, every seven
or eight years.

But the world is getting smaller
and smaller. Young people are
traveling a lot. After finishing
school they become
backpackers and travel all over
the world. They get to know a
lot of people and learn a lot
about the countries they visit.
So, when they start their

OF NBESNE:=Z AlGQa

to take a job in another country.
People are moving to Sweden
from around the world and |
believe that international
referrals will become more
commonplace in Sweden in the
future.

NEFSNNI f o

Attend Conventions, Make
Connections

My first international referral
actually began about 10 years
ago when | attended my first
NAR Convention in my role as
President of the Swedish
Association for Real Estate
l3Sydax
attended regularly since then. A
couple of years ago, when | was
leaving to go to the Convention,
a client in Sweden asked if |
could help him out. He had a
property in the Bahamas that he
wanted to sell. | had absolutely
no idea how to manage this, but
of course | said yes. | brought
the information about the
property to the Convention and
began to look for a broker from
the Bahamast perhaps rudelyt
by reading name badges very
carefully. At last, at the
International Welcome
Reception, | ran into a man from
the Bahamas. He promised to
help me and took the property
information back to the
Bahamas with him. It was
almost two years before he
found a potential buyer, but he
finally did.

oA3 RSI ¢

aNTt Il NEBI

Let You Clients Know Your

Are International

| got this referral just because

my client knew | was going to

the U.S. to meet a lot of foreign

brokers. The experience taught

me to talk about my business

and let my clients know that |

have the ability to represent

GKSY AYOUSNYIlFGA2YI§

CIPS Network member for

almost five years. That

involvement is beginning to pay

2FF NAIKG y20d LQOBS

second International referral.

And the third one is on its way.

YFdzy RSi® LQ@S

r~ N
The experience

taught me to talk

about my business

and let my clients
know that | was

international.
\ v

The second referral was fun
because it got me started in a
new career as a private
detective. Another broker in the
Bahamas contacted me. He had
a client who wanted to buy a
ALISOAI T LINRPLISNI& |y
find the owner who had lived in
Sweden but was no longer at
the address under which the
property was registered. He
asked me to help him find the
owner and offered to split the
commission with me.

Just when | was about to give up

F 2 NJ (i kt&epearch, | made some final
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From the Classroom to Your Real Estate Office

phone calls to people who lived
in the house where the man
used to live and to some
neighbors in that area. | learned
the owner of record was
deceased, but that he had a son.
I quickly found the son who very
pleased to hear that something
he thought was absolutely
worthless was not. And | was
happy to collect my commission.

So, I can confirm the value of
attending international
meetings, expanding your
network, and establishing
friendships and connections
worldwide. Every trip, every
journey, begins with just one
aiSe | 2dzQ@S
first step towards international
referrals by joining the CIPS
Network. My advice to you
now?

Attend meetings. Make
contacts. Just keep walking!

First published inGlobal
Perspectives in Real Estatrst
quarter, 2003.

4

Ft NBFRe GF1Sy @&2dzNJ

Berith Malmberg is managing director of Skandia Maklarna in Gotebp&weden and has been in real estate for more

than 25 years. She served as president of Maklarsamfundet, the Association of Swedish Real Estate Agents (ASREA), for
Six years, is appointed by the Swedish government as a member in Board of SupervisioatefAtgnts, and serves as
managing director for. You can reach her at +46 31.403900 or at

Berith Malmberg, TRC

berith.malmberg@skandiamaklarna.se

www.skandiamaklarna.se
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The Adventure Continues

| started out in business
brokerage, working for a firm
based in Colorado, in
telecommunications company
mergers. | was recruited to
Georgia by one of the leading
brokers in Atlanta.

started listing properties in
Thailand just after the 1997 LQtf G1F1S |y !
Asian economic crash. This was IANRdzL) G2 ¢KI AT
during the time of the Thai baht been all success. | gained a
RAAI a0GSNJ I yR Y2 asecor® flamilyi ik Thailanceandiia R Q &
construction cranes were sitting steady stream of buyers. The

idle in Bangkok. In 1999 we had adventure continues.

listings on two high rises in
Bangkok and had to figure out
quick what to do. My broker

CIPS Directory the First Place
to Look

1SLI aleAay3a (2 YBi®théQPs réfersf diréctorfi K A y |
S Oy R2 (KA A& oé forleyergthing includingJi
alF@Ay3as a2 SQft T dowastic tefergals. Iknowilzan

FAIdzZNBE A G 2dzi ®¢ countonaCIPSdesignee. For

Timothy McFadden, CIPS e-PRC
Metro Brokers/ GMAC

Real Estate

Atlanta, Georgia

When | relocated to Georgia,
business brokerage required a
real estate license in the state of
Georgia and | was licensed in
Georgia in 19961 the same year
as the Atlanta Olympics. L QY
now with GMAC Metro Brokers,
which is both the largest GMAC
franchise in North America and
the largest real estate firm in
Georgia. We have more than
three thousand agents and
there are seventy languages
spoken in our company.

Two Thai High Rises, One
Economic Crisis

| was always interested in doing
business in Asia and began
exploring places. | actually

| already had some international
experience but | was struggling
over what to do with these
properties. | enrolled in a CIPS
class and met the current
officers of the International Real
Estate Council in Georgia.
Through the CIPS connection, |
met and talked with another
designee and had an
opportunity to see her business
plan for a similar property.

About the same time that |
relocated to Georgia, | also
started an e-mail
correspondence with a Thai high
school student who wanted to
come to the U.S. for studies. |
made a trip over to Thailand,
met the exchange student who
had been e-mailing and the
whole family. It turned out that
a member of the family was an
attorney. My family-connection
attorney is now my go-to guy for
Thailand. He came to
Washington DC in 2007 to
attend the Midyear Meeting and
visited the capital.

me, the CIPS designation is the
lifeblood of what | do. When |
was recruited into GMAC, |
would never have had the
confidence to get involved in
international real estate. CIPS
gave me the credentials and the

O2yTARSYOS® LGQa

Now, the CIPS directory is the
FANRG LX I OS L
distinction for domestic too. It
says the person is someone | can
trustt they are the best and
most reliable. | think that other
designations do not compare to
CIPS.

Find the Passion, Find the
Confidence

For someone just starting out in
international real estate | would
say start by finding the country
or area that interests you. Book
a vacation to the country you
are interested in, research it and
follow up on your research, visit
places, talk to real estate
professionals. Say you are
interested in the country, shake
hands, invite other real estate
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professionals to luncht it
creates and solidifies
relationships. Find what you are
passionate about and you will
find the confidence. The

jdSaiAzy Aa askhif RAFTESHNBY O3

you going to make with your
I Lt {

Look at your strategy. You can
book your vacation first and
then work in your business or
your business first and work in
your vacation. Decide what is
most important to you and take
it seriously. Invest in your
business. Getting the
connections is what you want to
accomplish.

Personal Connections Make
the Difference

Personal connections make all
the difference. | was reluctant to

RSaAIyl GA2yKE

go to Vietnam. | said that |

would never go there. But, | had
the opportunity to visit and stay
in a home. | got to know a family

directory is the
first place I look.
)y 060 A A
for domestic too.
It says the person
IS someone | can
tru st.

o

whose children were studying in
the U.S. and | spent a Christmas
with the family. It was a
wonderful experience and it

Of 2aSR (KS agl

on Vietnam. | now do business
there.

NJ OK I LJG SNE

Be local around the world.
Telephone technology is
developing rapidly. You can
transfer calls from your office to
your cell phone seamlessly and

I NJvirtually anywhere in the world.

Finally, go where your
competition is not. | attend the
national restaurant show and

LQY G4KSNB 06SOI dza s
O2YLISGAGAZ2Y AayQio

restaurant franchisors to find
out about their development
plans and formulate a business
strategy based on what | learn.

FT2NJ YS

Timothy McFadderis the 2008 president of the Northeast Atlanta Metro Brokers Association of REALT @r52009

president of the International Real Estate Council in Geordi@. entered the real estate business after having careers in

the Federal Credit Union, retail technology stores, business brokerage, consulting, and as a writer. He has invested more
than two decades in doing business with the international community. His real estate services include residential and
commercial marketghroughout southern states as well as Vietnam, Thailand, Hong Kong, and other areas of Asia.
Currently he is the broker for commercial real estate, business brokerage, and land and international real estate for

Metro Brokers/GMAC Real Estate in Atlanta.

Timothy McFadden, cipse-PRO

timothy.mcfadden@metrobrokers.com

www.galandfinders.com

21

Y



International Real Estate Best Practices Case Studies

| Want To Be Your International Strategy

also named exclusive /168t Qa ¢NRLIKE t NP

Earning the CIPS designation
prepared me for the most
exciting business and personal
challenge of my life, as exclusive
international regional manager
F2NI /oSt Qa

8

Roger Minkoff, ABR,CIPSGRI
Minkoff & Associates,
REALTORS, LLC

St. Thomas, U.S. Virgin Islands

enabled me to combine my

passion for real estate with my
[ | 6 IBve of Gutdoodspais| Bt 3
believe that home buying

international regional manager.

WSLINB&aSydAy3
Properties is a new endeavor for

¢ NP thikcémpanyNRyousrjoli A S a ® should not be an extreme sport.

outdoor and wilderness sports,
then you are probably familiar

with their retail stores and r N
catalogs. Their trademark is The The CIPS

2 2N RQa C2 NBawe a (| h ddésignativig NJ
they have provided everything opened this

for the sportsman, from

equipment to servicgs, since A
mMocm® ¢KS [ FoStHpa. ¢S to
Properties is a natural it
outgrowth of services for their pursue It.
clientele. The CTP Web site is ~ 7
fA1S | afAFTSadtetsS a[{¢
focuses exclusively on CIPS Opened the Door

recreational propertles. The With my extensive background
CIPS connection is an extended .
in real estate and land

network and family. | hope to

opportunity for
me and 3_Z]ve“me

0SSOI dzasS Al

development, and my love of

nature and the environment, |

CIPS gave me the confidence to have the rare opportunity to

approach the executives of . . enjoy to the maximum both my
AL Ax L < . « oriented properties and co- A .

/oSt lQa |yR al e e EJT g4 [g;%ﬁ% &J“[ &K g\z)?aﬁ[o%oér?aleﬁaéeandmy

be your international strategy. brand avocationt outdoor sports. The

The outcomet a hew CIPS designation opened this
[t t]ﬁj lﬁi u t%atl love
§prl]}}é. §r iﬂidis ip with

opportunity to participate in opportunity for me and gave me
I oSt Qa ¢ NILIK?®S the confidence to pursue it.

the U.S. Virgin Islands and | was

Roger Minkoff is the pricipal broker of Minkoff & Associates, REALT®RS.C. In addition to recruiting brokers

worldwide for exclusive country territories as CTP participating brokers, he assists buyers, sellers, and investors

anywhere in the world. He is international regiondl AT ACAO &1 O #AAAI A0 401 PEU 001 PAO

use the CIPS network first to
enroll brokers who list
recreational and outdoor-sports

Roger Minkoff, ABR,CIPSGRI, TRC
realadvisor@usvirealtor.com
www.usvirealtor.com
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Use the Internet to Reach Out Globally

The world is really flat, you
know. That may sound a bit
strange, but the Internet has
enabled service levels and

Jack Peckham,ccim, Cips
Real Estate Cyberspace Society
Boston, Massachusetts

O2YYdzyAOlF GAZ2Yya
had before. Everything we are
doing today on the Web is
making the world smaller and
flatter.

For those who are just starting
out with a CIPS designation, my
message would be first, that you
have to understand how others
do businesst G K I G Q&
the CIPS education. Second, use
the Internet to reach out.
Combine both, the CIPS
knowledge and the Internet, to

work fast, effectively, and cost-
efficiently.

Use the Internet to Reach Out
Take the evergreen principles of
real estate marketing and apply
them to how you do business on
the Web. For example, we used
to send thousands of postcards.
Today, take the knowledge of
communication and how to
market with postcardst that
methodologyt and combine it
with the Web. Use the Internet
to reach out and touch clientst
in Tokyo, the Far East, the UAE,
Switzerland, or anywhere.

Recently, | had a listing on a $12
& Rillhod [§/drofe®d@ri€ damn in
bSég
pool of buyers for a property
like that and how many buyers
can | reach with the usual
marketing methods? The point
is, through the Internet | was
able to reach out to a targeted
list of potential buyers
worldwide. There were thirty

0 K S inguirigs within thetfirst three

days and a Swiss buyer under
contract in the fourth week.

| first got involved with
technology in 1962 when |
founded the Data Realty

9y It yRd ¢ KSNGQamaking e ¢ ¢

Corporation using early
technology and a huge
computer to match buyers and
sellers. Today, we can reach out
and touch a client in two
minutes. Just imagine five years
from now how we will do
business?

The Web Changes Everything

Can you envision how

technology and the Web will

change the way we do business?

L 0SSt ASOSnseefve O yQIil
years down the line and predict

r N\
Everything we

are doing today
on the Web is

world smaller
and flatter.

how we will do business. Think
about what we can do today
with e-mail, live online chats,
virtual tours, online conventions
and expositions, matching
buyers and sellers, matching
properties with buyers. If we
can do all of this today, imagine
what we can do in five years? |
believe we are walking through

I R22NJ OFt ESR dal §S3

John M. Peckham is executive director of REcyber.com, the Real Estate Cyberspace Society. His syndicated column,
Selling in Cyberspacappears in theNew England Real Estate JournaheFlorida Real Estate Journaland many
other publications. He is the author & Master Guide to Income Property Brokeragdn more than forty-five years in

real estate, he has sold more than $1 billiondommercial/investment properties.

Jack Peckham,cciv CIPs
bostonjack@earthlink.net
www.recyber.com
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An Unexpected Journey

People often speak about
hindsight and how if they had
only known yesterday what they
know today that they could

have done a better job. In many
ways that is true, but what we
often fail to think about is how
much we gain from an
unexpected event.

Marsha Price, CIPS TRC
Coldwell Banker Residential
Brokerage

Boston, Massachusetts

Last May, at the REALTORS®
Midyear Meetings in
Washington, D.C., | attended the
CIPS International Breakfast. As
is the custom in such a small
group, we all introduced
ourselves. It is always
interesting to listen to where
others in the group come from
and what their areas of
specialization are. That act of
introducing oneself is a way of
re-affirming the concept of a
small well-networked group of
real estate professionals that
operates in a very large world.

A Unexpected Contact Pays
Off

At the conclusion of the
breakfast Nita Pichedvanichok, a
CIPS designee from Whittier,

California who was serving as
the NAR President's Liaison to
Thailand, approached me. Nita
was looking for a CIPS in Boston.
Nita needed help finding a
second home in Boston for
customers from Thailand. Their
children were to attend various
schools in the Boston area and,
because these students were far
from home, their parents
wanted them to have a place to
congregate.

Two weeks later, the customers
came to Boston. We toured
properties in various Boston
neighborhoods. They chose a
four-bedroom condominium in
one of Boston's most beautiful
buildingst but not without
consulting Nita! Because of the
relationship that Nita had
established with these
customers, and she knew some
of the issues that they would
not feel comfortable discussing
with a new REALTOR®. When
Nita flew to Boston to inspect
the property, she was equipped
to sort out féng shui issues that
pertain to the purchase of new
property. Her relationship with
the customers and her
knowledge of féng shui helped
the transaction move forward
and the buyers felt secure with
their decision. Nita and |
combined our strengths to make
the buyers feel comfortable and
the transaction go smoothly.

The Féng Shui Factor
Sensitivity to a belief in féng
shui is important. A REALTOR®

who is culturally sensitive
should ask if the customer
believes in féng shui. Some may
say that they do and others may
not. Nita believes that it is
advisable to inform your
customers that you have
worked with others who believe
in féng shui; then let the
customer tell you if it is an
important factor and what
would be considered good féng
shui. Each country has different
beliefs. For example, a west-
facing door may not be good for
a buyer from Thailand but may
work for a Chinese or
Vietnamese buyer. The
REALTOR® must discover what is
important to the individual
customer.

Nittaya Pichedvanichok, cips
CCIM, CRBCRSGRI,TRC

Coldwell Banker Ambassador
Realty

Whittier, California

Going the Extra Mile

But this is not where the story
ends. Two months later our
customers returned to Boston
to take their children to school
and close on their new
condominium, which still
needed to be furnished.
Subsequent to a closing, | would
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normally not continue working
with the buyers. Because these
customers were from a different
country and culture, I cleared
my calendar and for one week |
worked with them to find
furniture, sheets and pots and
pans, rugs, lighting, televisions
and everything else needed to
furnish a home. Just because
the transaction was closed did
not mean that it was
appropriate to leave my
customers to find their own way
in a new and different culture. |
needed to include services that |
would not ordinarily provide.
Two months after the closing
the occupants of the
condominium arrived. In the
meantime, | had scheduled and
received deliveries of all the
merchandise and made sure
that all was arranged as my

customers had planned. They
found their beautiful new condo
cleaned and fully furnished.

~ N
We combined our

strengths to make
the buyers feel
comfortable and
the tran saction go
smoothly.

~ o

Combining Strengths for
Success

Only as a collaborative effort
could this have worked as
smoothly as it did. Nita and |
partnered well, exchanging
information throughout the
process, learning from one
another, and improvising as

necessary in order to assure that
all would go smoothly. We were
in constant contact with the
buyers and one another. | like to
think that in an industry based
on service, we have provided
the extra service the buyers
needed. Nita and | have learned
and gained much this
experience.

FNASYR bAGl 3
0S| dzi A Fdzf ¢

First published inGlobal
Perspectives in Real Estateecond
quarter, 2005

Marsha J. Price, CIPERCis a relocation expert who specializes in the purchase and sale of luxury condominiums and
homes in downtown Boston and Cambridge. She is a Research Affiliate WittaMl is currently working with the City
of Boston on a study of the real estate market with the goal of addressing the affordable housing issue.

Nittaya Pichedvanichok, CIRECIM, CRB, CRS, GRI,heR®ffices in Whittier, California and Bangkok. Steecializes
in apartment buildings and other development projects and in serving international clients and investors. She speaks
Thai, Chinese, Vietnamese, English, and French.

Marsha J. Price,CIPS TRC
Marsha.Price@NEMoves.com
www.NewEnglandMoves.com

Nittaya Pichedvanichok, CIPSCCIM CRB CRSGRI, TRC

ThailandRealtor@yahoo.com
www.nittaya.ismyreagent.com

25



International Real Estate Best Practices Case Studies

Finding the Mother Lode at the Panama Spectacular

My husband, Kosta, and | have
always been very international.
He was born and raised abroad,
has worked in several countries,
and has visited many more; |
lived in Europe for three and a
half years. So, it seems natural
that a nice portion of our
business in South Orange
County, California is with foreign
nationals relocating or buying
investment properties.

Terry Theodorou, CIPSTRC
Barton Wyatt Estate Agents
Virginia Water, Surrey, U.K.

We started to keep an eye on
Panama. It has an easy flow of
currency. It also had the
infrastructure that we were
seeking. Kosta and | are
proponents of ecotourism, and
we like tropical climates. We
wanted a country that had a
stable political climate offering
easy repatriation of funds, plus
a good quality of life with some
of the creature comforts to
which we are accustomed: high
speed Internet access, our
favorite TV shows, good medical
facilities, shopping, and
entertainment. Finally, we
sought a place where English
was a second language, and one
that wasn't too far from home.

A Big First Step

Now came the next big stept
making contacts in Panama. As
CIPS, we received an invitation
from former Ambassador Juan
Sosa to the Panama Spectacular
2005. This annual event hosted
by the U.S.-Panama Business
Council promotes real estate
investment between the U.S.
and Panama. Before our trip,
one of our biggest concerns was
how, after we made the trip and
found the contacts, we could be
assured of getting paid for any
business we transacted. | sat
down, considered what we
wanted to accomplish on this
trip, and drew up a business
plan.

TRC A Perfect Fit with CIPS
The advent of ICREA's
Transnational Referral
Certification (TRC), a perfect fit
with our CIPS designation, was
the answer to our concerns. As a
TRC, if you send a referral
overseas via the Transnational
Referral Contract designed by
the International Consortium of
Real Estate Associations, and
the agent on the other end
somehow forgets to pay you,
you have the right to a review
by an ICREA arbitrator. There
are guidelines and a process in
place to enforce the agreed
upon payment. There are
penalties and serious
consequences for not complying
with the findings of the
arbitrator. This gave us the
confidence we needed to really

put together a plan, and go for
it.

Then, we began to establish a
reputable network of
professionals around ust a
lawyer, a title company, a
developer/builder, and a real
estate agent who worked with
them. We met and networked
with the very first licensed real
estate agent in Panamat whose
license number is 0001t and
many other reputable agents
who adhere to a Code of Ethics
like our own. We researched
ways to hold title, ways to
obtain a residency visa, and
ways to retire to Panama for
U.S. baby boomers with an eye
on the international horizon.

Finally, Kosta and | reviewed our
plan and decided that, for the
portion of our trip where we
would actually go out and visit
properties, we would split up to
cover as much ground as
possible. This turned out to be
great decision, because Kosta
found a project he truly believed
in.

Panama is Spectacular

The PanCanal View project is a
luxury gated condominium
complex of three 35-story
towers where you can "be a
witness to history from your
own home" when the expansion
of the Panama Canal takes
place.
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When Kosta introduced me to
the developer, my first question
was, "Can we get the exclusive
right to sell your project in
California in the U.S.?" He said
yes, we shook on it, and went
on to discuss the terms of the
agreement. Then, he took us on
a tour of the project site and the
surrounding areas. We were
thrilled with the location and
the potential it offered.

We continued finalizing the
terms of our agreement for ten
days after we returned to the
U.S. It wasn't easy as our
developer was in Dubai at that
time, and there was a ten-hour
time difference. We'd awake at
midnight to work with our
developer via telephone and fax
to Dubai. Finally we were
rewarded with an agreement
everyone could live with. It

provided compensation for his
Project Manager who is the
developer's real estate agent in

r “
ICREA's

Transnatio nal
Referral
Certification is a
perfect fit with
our CIPS
designation.

Panama, and for our subagents
here in the U.S. And, it gave us
the Exclusive Right to Sell all
properties in the PanCanal View
project in the U.S.

After we secured our Exclusive
Right to Sell in the U.S., the real
work began, marketing the
project and getting it sold. We

decided to host a Panama Living
Seminar in Irvine, California. We
had five weeks to get the first
one together and we sold 50
percent of the junior
penthouses located in phase
onet approximately $3.6
million worth of real estatet in
four hours. Last week,
Ambassador Sosa introduced
me to someone as "the
American REALTOR® who has
sold more real estate in Panama
than anyone else in the U.S."

First published inGlobal Perspectives
in Real Estatethird quarter, 2005

Terry TheodorougciPsTRCis REALTORwith Buy A Home In America in Lake Fore§talifornia. She is also vice
president and cefounder of KT Home Loans.

Terry Theodorou, CIPS TRC

terry@BuyAHomelnAmerica.com

www.BuyAHomelnAmerica.com
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Just Go and Get Out There!

When | started in international
real estate, | had a focust the
Bahamas. Now, my husband and
| are developing a thirty-five
acre project in Freeport Grand

s

Pam Ward, CIPSLTG, RCE TRC
Celestial Realty
Juno Beach, Florida

Bahama with twenty-one estate
home sites priced up to $1.5

YAtEA2Y F2NJ GKS

owned this land for at least
eighteen years and decided to
create a development site. We
have both personal and
professional ties to the Bahamas
az GKIFIGQa K2g
0 KSNE® L Hiea
minutes by private plane, and
my husband is a pilot by hobby,
SO we can get there quickly, be
in another world where we can
let our hair down, and still be
back at work on Monday. We
thought why not gather up
some people who have the
same ideat retiring or working
and commuting to work in
another country?

Be Where Your Custaners
Are

| started networking with CIPS
and TRC and networking is the

g S

2dza i

way to go. You need to be with
people who think out of the box
and think out of the borders
G22d ¢KS
FNASYRAKA LI
a hallmark of CIPS and
international real estate.

Look where your customers are
coming from. Boating is one of
the biggest attractions in the
Bahamas so we have advertised
in the boat show edition of
Distinctive Home®Realize that
2dza
right now in your sphere, there
is business somewhere else. You
need to go where the money is.

Association Involvement is a
Plus

ijeyo(ﬁl q())r stzat§[a§rs§i tion is
involved in‘internati al
estate it can really help you
network. When | was getting my
CIPS, I was a real pioneer. | had
to travel to another board to get
my.classes.in. It was just myself
an(_té’aéS e%tpf?@?g involved
in iﬂtg i ‘Haﬁn my board, so |
went to the REALTOR®
Association of the Palm Beaches
(RAPB) because they were doing
international education and
Bahamas trade mission trips. |
completed three trade mission
trips with RAPB; when | became
a director for my home board |
kept pressuring them for a
budget line item for us to have
courses on international real
estate and speakers to make
people aware that there is
business. I introduced my board
to the Madrid SIMA Conference

in 2007. My association

president went with me to share

info on Jupiter-Tequesta Hobe

LIS2 LX S sSo@ndliStingyadito irttrgdice
L Q @ S ouivrésdrt @realtoMddny Wb dref

not aware of it.

Because of ties to the Bahamas,
| had a focus but many people
R2y Qi o L
your roots, any connections or
contacts you have that would
help you choose, and focus on
one area. Maybe you have

5SSO dza 8§ A (i Q@ermAreoriSpakish haltkioyndl,y 3

or maybe you just love a
country. | picked the Bahamas
because | have a connection
there, but | could have chosen
to focus, for example, on Italy
because | love traveling there.

You Just Have to Go!

Or, think about where you
would want to be if you were
vacationing or buying a second
home somewhere and start
networking in that country. Go
and vacation there. Go out and
YSSi GKS
FIABCI events too. | was just
invited by FIABCI to a luncheon
at the U.N. and met all kinds of
people from worldwide, handed
out my brochures, collected a
lot of cards, and made a lot of
follow up phone calls and e-
mails afterward. You just have
to go!

g 2 dzf R

LIS2 LX So
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When | signed up for the trade the same clients over and over LQY §oingiftdSanather
missions | had no idea what FYR L RARYQimailR2 field or fin ad@hdzAnueS
would happen, but everything because that was not around gAUGK NBIf SaidlidsS Iy
was well organized and | met when | started in the businesst | found in international real
people who | would not have it was personal contact.l do sell estate.
been able to meet through a
Web site. The trade missions are Sometimes people think getting
Ay @ tdzr 6t S 0SOF dzafs Y‘é02 dzQ f { YI) S involved in international real
u need to be

a lot of contacts and you can estate means you have to speak

keep up with them and stay in with people who another language or it is
touch. | try to send a card with a think out of the intimidating. AnR A G Aay Qi o
LISNER2Y It y20S GKFjG Rokardthdinkd Jo1 & isnoneed to speak aforeign
nice to meetyou, letQa 1 SSLJ yout of the borders language, just come and learn
i2dzOK®é t0o. how to step outside of the box
and try something new. Think
Build on Repeat Business globally and think international.
If you are going to try to build beautiful condos and lifestyle LiQa GKS ySg¢ ¢gle (2
your business in international properties because of my the way of the future.
real estate it takes some time. It location, but it can be dull
took me probably ten of my sometimes. My reason for
twenty years in real estate to be getting into real estate was that
what | call a successful real it was fun and exciting to make
estate person. It takes that long deals go together. But | started
to network and get all these doing that so often that it
contacts. Today, | probably have became routine and | thought,

Pam Ward, brokerowner of Celestial Realty, has more than twenty years of experience selling both primary and
vacation getaway homes, condominiums, townhomes, and private villas. Oceanside and golf course resort communities
are her specialties. Travels throughout the world heaenabled her to network with all nationalities and learn their

customs. Her current work includes the development of an oceanfront gated community in Freeport, Grand Bahama.

Pam Ward, CIPSLTG, RCE TRC
pamcward@bellsouth.net
www.celestialrealty.net
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We only sell homes on golf
resorts and that came about
because of our location.

Barton Wyatt Estate Agents

sophisticated in respect of

people looking to buy overseas.
The biggest market abroad for

the U.K. is Spain, always has
0SSy LGQa 2yfe
by direct flights from a lot of
RAFFSNBy
weather. People are looking to
diversify their investments. But
also, because the UK market is
So expensive, the only way for
many to get on the housing
ladder is to buy abroad. First-
time buyers are going out of the
country to buy and build some
equity.

James Wyatt, TRC

Virginia Water, Surrey, U.K.

Bargain s in U.S. Real Estate
Dollar-based economies are a

Our office inis a place called bal\_IJEI FAY )

Virginia Water in Surrey, about business opportunity. The

twenty miles west of London. - NAOAaK

LGQ&a LI NI A Odzt + NI Ruing &gt ’I“Ofegl C}V“Eab‘@‘}/"o

golf club called Wentworth, UKS R2Zf

GKAOK A& LINEOI ot arketipg ¥h$“’3€5ﬁz‘ totpf
press in'the U.K. about the U.S.

most famous golf club. They
have three major international
tournaments every year
Ay Of dzRA y 3

prize,

our doorstep, this is where the

market and people are waking
up to suddenly realizing that

5 2 13y REAHordNgbiey R 18C8 (]
home in Florida now for not a
lot.

idKS
$2 million. Because it is on

idea of doing golf resorts came

from and also Virginia Water is

home
Tour.
therS

top pl
well.

We operate all over the worldt
America, Caribbean,
Mediterranean, Europet but
most of our customers are U K.
buyers, a lot of investors. The
U.K market is really quite

International real estate is a
very enjoyable part of the

to the European Golf e P oA
So we have a good link up 6dz@Aysaad LQGS
FyYR ot 2d 27 JdQngigis agput fhgeqyesrs.

ayers live in the area as
frankly on the back of hard

work. Sometimes you get it right
and sometimes you get it
wrong. | think in any business
you have to try a lot of new
ARSIa FyR
that not all of them are going to
work out. We tried a number of

A NLJ2 NJhaneponlCancedtratgich

things before we found the
winning combination.

Go Where the Money Is

woudd saKgetdeN dhereland | &

find out what you can make

322 R
GKSNBE &2dzQNBE 3I2Ay 3
money. Spain is half our

markett we put a lot of our

efforts into that market because

that is where the commission

and profits are. Have some

courage, get out there, take a

look, and see where the money

is to be made.

One of our policies in our
business is that there is nothing

YR F2N) dASA&Q&Ef FIANBF&2YS2y

been to see. So it does mean

LJ2 dzy’ R A & theielisBuge AmolinfoR A (i Q&
F 2 nrayeling. If you are comfortable

ik yo @ Aine-to-five @2 S NB& Q
international sales is probably

not for you. The last two years
LQ@S KIFIR a2 YdzOK
and meeting people and

experiencing different cultures

and different ways of doing

business. All of those

connections and the traveling

are paying off.

Td

NBuildfof BrustaydfCantadtsS Sy

To get another company to send

2SQ@S INRGY S NE yolNkfdrgalsRaked aslot of

maintenance. You can set up a
network, but you will need to
keep in constant touch. We
have a full-time public relations
professional who works at

& 2 dzQ @ S mahwiding dugnetiwotk @ itJd

has paid off big time. She keeps
in contact with our agent
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network, goes to see them, and
reminds them that they might
0S YAaary3d 2dz
encourage their customers to
think about buying overseas.

2 SQONB + avl ff
have one office and nineteen
agents, but we have a lot of
marketing initiatives that make
us appear much bigger and it is
working. Also, for us, our Web
arisS Aa
live without it and we put a
great deal of money into it. We
now have Web TV which is
streaming video of
developments.

Other agents who are looking to
do business with us have to
trust us. Trust is absolutely
important. When | refer a client,
the CIPS or TRC gives me hope
that the agent can do what |
hope they will do. These
designations show that they
have gone the extra mile to
invest in the profession.

Learn to Network Effectively
It is absolutely about
networking and referrals, the
business relies on it and you
cannot do it on your own. You
have to network effectively. |

went on a trade trip last year to
the U.S. and a lot of these guys
A Would jEstShrow ReaybIRitiess

\

dza |\ y SHayesop8 2 Hz i

courage, get out

there, take a look,

and see where the
money is to be

card and expect one back and
then they would just walk off.
And | thought, how am | going
to find out anything about you if
@2dz 62y Qi
people actually took the time to
stand there for just a two-
minute chat to find out if we
have something in common.

1 Ol dz £ € @&
three or four of these people
YR GK2as$s
business with because we
understand each other and
realize that we can make money
togethert I Y R L
without them. Effective
networking is just vital.

Actually, it took me awhile to
work out how to network
effectively. When | was in my

Gt 1K

O2dz Ry Qi

early twenties | found it all a bit
daunting because | was dealing
with much older people, it was
an age thing. If you are young
and feeling daunted by it all, try
to find someone to mentor you.
| was lucky because my mentor
was my Dad and he was
extremely successful. He was a
very good networker and he
taught me some of the simple

I 6az2f dzii St € DA W?cjte¢ | 2zt R y titdgs like treating everyone

equallyt with respect and
courtesy. We treat the guy
struggling to afford a $500,000
house just the same as the folks
who buy these unbelievable $20
miljioR hogses. ur gepeat §
business is extremely high.
Some of these guys who are
buying or selling these very
expensive homes will come and

LQ@S 1 SOyl fpthersadpd®is 4 & G K

house and they come back,

P NB 2y \8hieh | thigkys jugt smpzipgy

Not that long ago | had
someone who bought their
house with my grandfather.

YFE1S Ad

James Wyatt is a partner in the thregeneration family firm of Barton Wyatt, His responsibilities include the Lettings
and Management Department and International Sales. He lives in Virginia Water with his wifethrek children.

Pastimes include travel, motorsport, and the occasional game of tennis and golf. He is a member of the NATIONAL
ASSOCIATION OF REALT@ORSBABCI, and the National Association of Estate Agents. His column appears monthly in

the National Assoiation of Estate Agents magazine.

James Wyatt, TRC
www.bartonwyatt.co.uk
JW@bartonwyatt.co.uk
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