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9 Years of our Newsletter
Our Newsletter appeared for the first time in 
January 2001. Since then, there have been 64 
editions, available to read on our website www.
hg-hamburg.de. However, as there has not 
been much of an uplifting nature and also very 
little new to report, last year only eight editions 
appeared, after twelve in the years 2006, 2007 
and 2008. Although even now there is still no 
real turn for the better in sight, we can report, 
all the same, that the picture has brightened 
up since the beginning of this year, by which 
we mean to say that recent increased interna-
tional interest in our properties, is giving cause 
for confidence once again. A number of very 

promising contacts leads one to assume that 
the economic position could improve within 
the foreseeable future. Furthermore, it should 
be of interest for our collaborating partners 
and clients to know that the business model 
adopted by the Hanseatische Gesellschaft has, 
as expected, proven to be a sound, far-sighted 
and timely concept. 

We remain on course
For colleagues and collaborating partners of 
the Hanseatische Gesellschaft, not forgetting 
the home owners who have entrusted the sale 
of their properties to us, there are many rea-
sons to look confidently to the future. The two 
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most important points are that, firstly, we have 
a large range of high-class properties on the 
northern Costa Blanca at our disposal, and, 
secondly, in the last 10-15 years our activity in 
this region has resulted in a network of agents 
with international connections being built up, 
whose clientele – at present predominantly 
from Eastern Europe – is looking for such prop-
erties. It is conceivable that a considerable po-
tential for growth is still attainable in both areas. 
Our active sales pursuits are as indispensable 
to our homeowners as our property portfolio 
is valuable to our business partners. We have 
reported for quite some time in our Newsletter 
that it increasingly makes sense to move closer 
together and to share experiences, as well as, 
bringing knowledge and expertise together 
for the common good within a working team 
and community of interests, in order to pre-

serve “road holding” in these difficult times. 
At this point the Hanseatische Gesellschaft has 
proven itself to be a trustworthy, loyal ally, be-
cause, due to the fact that we are one of the 
oldest established concerns engaged in the 
property business on this coastline, we have 
valuable connections at our disposal, as well 
as the necessary “knowhow” to provide effec-
tive guidance. Not only does the renowned 
photographic work of our properties, which 
our partners require for marketing purposes 

at exhibitions and their websites, play a part, 
but also many other services, which we offer, 
have now proven to be useful. That includes, 
not least, the highly responsible task of view-
ing and examining the properties documents, 
in order to ensure a smooth sales completion. 

It is good to know
At this point, aside from any calculated opti-
mism, we would like to get round to talking 
about the advantages that have been hidden 
from all of us in this crisis and now believe 
should be revealed. Prices would be the first 
thing to consider. We recall the grotesque, 
out-of-hand price increases of previous years 
which threatened to escalate again and again, 
finally reaching a state that was unrealistic. The 
stagnating, at a high-level property market had 
come to a virtual standstill. The nightmare is 
now over and the crisis has made the idealists 
see sense. There are hopeful prospects for mod-
erate price expectations in the future, which 
are already coming to light now amid active 
negotiations. Obviously it remains uncertain 
as to how prices will truly evolve in individual 
cases and at which level they will stabilize. 
But it appears that good sense is making an 
appearance and the majority of homeowners 
will succeed with modest price expectations, 
and we believe that buyers and sellers alike of 
high-quality properties will be able to antici-
pate the turbulence of times to come in a com-
posed manner. Premium property prices have 
indeed experienced a price correction world-
wide, but they are, in each case, saleable, in 
contrast to the middle class, something that 
cannot be claimed of all properties. The relo-
cation of sale proceeds, whether for liquidity 
procurement or reinvestment, is almost always 
possible without serious losses, because price 
corrections have also taken place elsewhere. 

Making use of time
At this point a quote from Oscar Wilde comes 
to mind, which we have chosen for our Janu-
ary and February advertisements in CASAS & 
VILLAS that we do not wish to keep from you. 
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It goes as follows: “What is a cynic? A cynic is 
a man who knows the price of everything and 
the value of nothing”. By which the articulate 
Irishman makes it clear to us with his sharp hu-
mour that there are, indeed, people who claim 
to know the price of everything but have no 
idea of the true value. Profound, amusing food 
for thought for people who are involved in the 
sale of a property and must, on the one hand, 
reach a balance of understanding between the 
purchase price, and, on the other, the value 
the property may have for them. For our ad-
vertisements in BELLEVUE at the beginning of 

this year, our slogan is no less sophisticated, 
in which we cite the words of the Roman phi-
losopher Lucius Annaeus Seneca: “It is not too 
little time that we have, but too much time that 
we do not make use of” Ask yourself: How can 
we make better use of our time?

On one’s own account
At this point we would very much like to ask 
our collaborating partners to inform us in de-
tail, whenever possible, a few days in advance 
regarding the wishes and expectations of their 
clientele, so that we can select a meaningful 
choice of properties to view and to prepare for 
appointments in a timely manner. A faultless 
organization is important for clients who do 
not wish to be tired out by unproductive view-
ings and is helpful for homeowners, because 
they frequently are present and need time to 
prepare for a viewing. 

It is essential for the team of Hanseatische 
Gesellschaft to receive client reports regard- to receive client reports regard-
ing viewed properties in order to be able to 
consider possible alternatives. For our part, a 
meaningful and successful performance in-
cludes ascertaining which available proper-
ties have a positive effect on clients and if they 
correspond to their price-range. A detailed, as 
open as possible discussion with clients and 
their agents is, therefore, essential after ini-
tial viewings. Should language barriers arise, 
which can be the case with Russian clientele, 
the Russian agent, who should always be there 
every step of the way, must help. 

In conclusion, we would, once again, like to 
thank our partners for the absolute trust shown 
and assure them that cooperation backed by 
trust is the most valuable, fundamental busi-
ness principle, and one which we will always 
respect and regard highly.
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