
	 rospects are good
	 Despite	the	incessant	financial	cri-	
	 sis	 and	 turbulence	 in	 the	 stock	 and	
commodities	 markets,	 we	 stand	 by	 our	
opinion,	 expressed	 repeatedly	 in	 News-
letters,	 that	 prices	 of	 top-quality	 proper-
ties	on	 the	northern	Costa	Blanca	 remain	
stable.	The	 growing,	 not	 to	 be	 underesti-
mated	 interest	 from	 wealthy	 Russian	 in-
vestors	 is	 playing	 a	 decisive	 role	 in	 this	
regard.	The	considerable	economic	upturn	
in	Russia	has	created	a	new	generation	of	
young,	self-assured	entrepreneurs	 that	 re-
ally	 impresses	 us.	 An	 unprecedented	 de-
velopment	is	emerging	here	which	no	one	
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would	have	dared	 to	predict.	We	 remem-
ber	at	the	beginning,	the	reservations	felt,	
at	 the	 time,	by	many	owners,	when	 there	
was	 talk	 of	 potential	 Russian	 buyers,	 but	
should	 you	 consider	 the	 situation	 today,	
however,	 only	 a	 few	years	 later,	 attitudes	
are	entirely	different.	Any	firm,	today,	who	
maintains	a	contact-list	of	well-to-do,	po-
tential,	Russian	buyers	is	held	in	the	high-
est	esteem	among	home-owners.	From	our	
point	of	view,	such	contacts	are	an	indis-
pensable	 requirement	 for	 our	 business	 to	
prosper,	and	results	speak	for	themselves.	
One	 should	 add	 to	 that,	 though,	 that	 alt-
hough	we	are	only	aware	of	the	first	gene-



ration	of	buyers	 from	hearsay,	 the	second	
–	exceptions	apart	–	is	an	entirely	different	
matter	altogether.	It	appears,	nevertheless,	
especially	 with	 the	 banks,	 that	 a	 certain	
prejudice	 still	 prevails,	 but	 we	 are	 sure	
that	will	change	very	soon.

Material assets have their benefits
The	 noticeable	 stagflation	 in	 upmarket	
properties	 –	 modest	 turnover	 at	 strong	
prices	 at	 the	 highest	 level	 of	 the	 market	
–	 may	 also	 indicate	 that	 the	 majority	 of	
homeowners	 are	 showing	 little	 inclinati-
on	 to	 agree	 to	 price	 concessions.	 There	
are	 obviously	 reasons	 for	 this	 behaviour,	
above	all,	the	belief	that	prices	are	remai-
ning	 stable	 and	 it	 is	 extremely	 difficult,	
at	 present,	 to	 invest	 ones	 money,	 crisis-
proof,	 elsewhere.	 Should	 anyone	 be	 pre-
pared	 to	 pay	 anything	 approaching	 the	
asking	price,	 then	business	 shall	 proceed	
swiftly.	 Not,	 however,	 at	 an	 unsatisfacto-
ry	price.	Obviously	it	goes	without	saying	
that	we	aim	to	negotiate	at	this	point,	but	
understandably,	 our	 capabilities	 are	 limi-
ted.	Things	 may	 appear	 differently,	 if	 the	
owner	has	a	definite	goal	in	sight	and	the	
timing	 of	 the	 sale	 is	 favourable.	 For	 ex-
ample,	the	noticeable	trend	for	quite	some	
time	 has	 been	 that	 substantial,	 relatively	
expensive	properties	of	elderly	people	are	
frequently	 being	 sold,	 in	 order	 that	 they	
may	change	to	less	burdensome	properties	
within	the	immediate	vicinity.	That	makes	
a	lot	of	sense.	For	many	an	English	owner	

such	a	 sale	can	be	worthwhile,	as	due	 to	
the	strength	of	the	Euro	against	the	English	
pound,	an	attractive	profit	of	at	least	25%	
and	more,	can	be	secured	on	the	currency	
rate	of	exchange.

The Royal Class is here
As	 the	 Russians	 have	 become	 known	 for	
paying	 better	 prices,	 they	 are	 starting	 to	
pick	out	the	best	properties	on	the	market.	
It	would	not	 surprise	us	 if	 this	 trend	con-
tinues	 and	we	 find	ourselves	negotiating,	
on	 behalf	 of	 a	 good	 few	 owners,	 with	 a	
prosperous	Russian	who	is	prepared	to	pay	
the	asking	price.	In	view	of	noticeable	de-
velopments,	such	a	point	of	view	does	not	
appear	unrealistic.	Everything	must	be	just	
right,	though,	in	order	to	impress	this	new,	
powerful,	 but	 also	 highly	 discriminating	
clientele.	They	 speak	 hardly	 any	 English,	
but	 understand	 more	 than	 some	 appre-
ciate,	and	are	clever,	far-sighted		business	
people,	with	a	distinct	appreciation	of	all	
things	 special.	Only	 the	 finest	of	 the	 fine	
and	the	best	maintained	properties	will	be	
considered.	Basically,	you	could	say	 they	
are	like	a	new	Royal	Class	of	buyer	(please	
don’t	 ask	 me	 about	 the	 older	 generation;	
because	I	don’t	know	any).	If	one	extends	
this	line	of	development	that	appears	to	be	
opening	 up	 here,	 one	 comes	 to	 the	 bold	
assumption	that	one	day	the	best	locations	
–	and	not	only	on	the	northern	Costa	Blan-
ca	 -	 will	 be	 in	 Russian	 ownership.	 Only	
time	will	tell.

Service guaranteed
At	this	point,	within	the	context	of	our	re-
commendations,	that	will	appear	regularly	
in	 the	 future,	 we	 would	 like	 to	 bring	 our	
readers	attention	to	an	admin	-	service	of-
fice	 in	 Jávea.	The	 owner,	 Doris	 Schäfers,	
found	 her	 residence	 in	 Jávea,	 26	 years	
ago,	 through	 the	 Hanseatische	 Gesell-
schaft,	and	has	lived	here	ever	since.	She	
is	 a	 thoroughly	 charming,	 yet	 extreme-
ly	 competent	 business	 woman,	 who	 has	
built	 up	 an	 admin	 -	 service	 office	 over	 a	
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time	 period	 of	 10	 years,	 with	 such	 great	
diligence	 and	 a	 lot	 of	 enthusiasm	 for	 her	
work,	 that	we	would	not	 like	 to	keep	her	
a	secret	from	you.	You	may	contact	her	as	
follows:	Mrs.	Doris	Schäfers,	Costa	Levan-
te	Servicebüro,	Avda.	de	los	Fueros	2.	Tel.:	
96	579	24	51	–	Fax:	96	579	33	01,	Email	
Mrs.	 Schäfers	 direct:	 schafers@infonego-
cio.com.	On	the	internet	she	can	be	found	
under	www.javea.de/costa-levante.

Doris Schäfers keeps her word
The	 comprehensive	 services	 offered,	
alongside	 the	 “insurance”	 field,	 also	 in-
cludes	 the	 interesting	 topic	 of	 “property	
management”.	As	Doris	says:	“If	you	own	
a	house	 in	 Jávea	or	 the	surrounding	area,	
and	 don’t	 live	 here	 the	 whole	 year,	 take	

out	a	property	management	contract	with	
us	 and	 we	 will	 aim	 to	 fulfil	 your	 wishes	
conscientiously.	Our	 services	 include	 the	
arrangement	and	supervision	of	craftsmen	
and	 house	 staff,	 cleaning,	 reception	 and	
installation	 of	 tenants,	 payment	 of	 bills,	
meeting	deadlines,	 for	example,	 IBI,	etc.,	
visits	 to	 the	 authorities,	 translations	 and	
if	 there	are	communication	problems,	we	
will	accompany	you	and	interpret	the	do-
cument	for	you.	Should	your	presence	not	
be	 required,	 we	 will	 endeavour	 to	 reach	
a	completion	independently.	If	you	would	
like	 to	 bring	 your	 car	 to	 Spain	 with	 fo-
reign	 number	 plates	 or	 apply	 for	 a	 Spa-
nish	driving	licence,	we	will	deal	with	the	
process.	Should	you	be	over	60	years	old	
and	 the	 owner	 of	 a	 burdensome	 proper-
ty	 and	 need	 liquid	 funds,	 or	 to	 increase	
your	monthly	income,	or	would	like	to	sell	
your	 property,	 but	 wish	 capital	 to	 bridge	
the	time	until	the	sale	takes	place,	we	can	
help	 you	 to	 liquidate	 part	 of	 the	 capital	
tied	up	 in	your	property	assets.	 If	you	 re-
quire	 a	 hotel,	 a	 flight	 or	 a	 rental	 car,	 we	
will	find	you	a	favourable	rate.	And	should	
you	find	yourself	immersed	in	paperwork,	
we	will	do	our	best	to	help	you.”	The	head	
of	the	company	offers	you	the	opportunity	
to	simply	come	to	her	with	your	questions	
and	promises:	 “We	will	do	our	best”.	We	
know	Doris	very	well	and	know	that	she	is	
true	to	her	word.
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