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Progress is being made
Although we are still not seeing an upward 
trend, progress is definitely being made, 
all the same. By saying that, we mean that 
movement has once again returned to the 
market. Interest exists, above all, in pro-
perties that offer something special, and 
prospective buyers are combing the mar-
ket for great deals. There is a lot of curio-
sity, and some even seem to be chasing an 
illusion. Agents, who are good listeners, 
committed and with an attractive property 
portfolio at their disposal should consider 
themselves lucky, because there are suffici-
ent prospective buyers. Tireless diligence 
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and a large amount of creative input are 
necessary, though, to be able to tempt a 
client. We believe that a good many peop-
le could find their property right now, be-
cause many want it now, without fail.

Clever buying in the crisis
The closely associated to us Bellevue, 
Europe’s leading property magazine, sup-
ports this view in its current April edition. 
It’s true, we find ourselves in the middle of 
a buyers market full of interesting oppor-
tunities. Almost anything is possible, and 
what is important is that we talk with one 
another and get to the bottom of what is 



feasible. The fear of many an owner that 
there could be a long period of time wit-
hout movement, has proven not to be true. 
What is required, though, in terms of com-
petitiveness, is that properties are presen-
ted in top condition and, in principle, the-
re is scope for negotiation.  Being ready to 
sell, also means to us, being open to a ti-
mely, serious offer. We can, in the meanti-
me, confirm that such an understanding is 
acknowledged by the vast majority of ow-

ners, though obviously we cannot know in 
advance what price will be paid in indivi-
dual cases, and neither can this be possib-
le even if we know the property well, be-
cause the price depends crucially on the 
extent of client interest in the house. The 
definite aim is to find the client a property 
with which he falls in love and must have, 
whatever happens.

An Oriental state of affairs
Obviously we will endeavour to the best 
of our ability, in the case of any owner fin-
ding it hard to relinquish their high price 
expectations and who believes they can 
wait until circumstances improve again. 

Often we are even asked to leave the pri-
ce unchanged, in order to convey, to the 
buyer, an impression of the value of the 
property before the crisis, and just wait 
for an offer. Meanwhile, we don’t think 
we are exaggerating when we speak of 
developing oriental conditions. The peop-
le seem to derive pleasure from haggling. 
Why shouldn’t we allow them the fun if it 
leads to success? In any case, one thing 
that is certain is that the asking price will 
only be paid in exceptional cases. Hagg-
ling is the order of the day, and has, in the 
meantime, become a strong component of 
our business. It’s good to know that price 
negotiations can, at times, proceed enti-
rely unproblematic, when definite interest 
exists. That is with good reason, because 
it offers sellers and buyers alike an advan-
tage. A welcome liquidity for one, and for 
the other, the capital placed in a crisis-
secure and probably extremely lucrative 
investment. 

Have we lost the desire?
We are continually asked in interviews 
why people want to acquire a home on 
the northern Costa Blanca. In the past, 
of course, the arguments in favour of 
buying in the south were quite different 
from today. As we know, properties were, 
at that time, very much cheaper, even if 
not nearly as solidly built as today, and 
living costs were, at that time, known to 
be only a fraction of what they are today. 
And, of course, the Mediterranean wea-
ther was much better than in Northern Eu-
ropean pastures. Everything seemed new 
to us, even adventurous, which very of-
ten was correct, in the truest sense of the 
word. It was exciting and the acquisition 
brought pleasure. People appeared to be 
happy and content. And today? Expectati-
ons seem to have increased immensely. In 
the past, a number of things which would 
have made us smile, make us discontent 
or even unhappy today. Even the wind, in 
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our esteemed collaborating partners for 
their continually pleasant and gratifying 
co-operation. We would like our business 
acquaintances to know that the associati-
on with them is held in particularly high 
regard by ourselves. We promise, for our 
part, all things said and done, that the 
partnership will be a constantly evolving 
success for all of us, although we all face 

a great challenge which will be extreme-
ly demanding. There is a lot to learn and 
also a number of things that could be done 
better. In difficult, emerging times it is es-
sential that our combined expertise and 
knowledge unites in the common interest, 
above all to the benefit of the client. We 
are confident that can be achieved.

fact, which is predominant on the coast, 
seems to have become more harsh and 
unfriendly, to say nothing of the abundant 
rain. Nowadays, houses have to be equip-
ped with every conceivable, technical re-
finement. When we talk to people who are 
here on the coast to view houses, we hear 
of how much they suffer, having to look 
at so many properties, without even ha-
ving found a single one that comes close 
to meeting their requirements. Many are 
at a loss and find the situation hopeless. 
The homeowners are impatient; to them, 
understandably, the sales process does not 
proceed quickly enough. Buyers are fru-
strated because they don’t think they can 
find what they are looking for. Obvious-
ly, we have exaggerated the situation, to 
make it clear that we have a problem.

Where are the buyers?
As we would like to be the bearer of some 
good news to all of you, allow us to tell 
you that they really do exist, people who 
have not invested their money in stocks 
and shares and are also very shrewd in ta-
king the view that their money is better 
invested, inflation-proof, in property than 
in a savings account or gold bars. And be-
sides, many are also convinced that now 
is the time to look out for something good. 
Certainly, few would argue with that. In 
any case, we, in a professional capacity, 
are already convinced of it.

Thank you to our partners
We would like to take this opportunity, 
at this point in the Newsletter, normally 
reserved for recommendations, to thank 
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