
sales pitch to foreigners, especially those
whose native currency has risen against the
dollar, (Canadians, Europeans and Austra-
lians all qualify) can help pick up the slack.
Another bonus: Since foreigners find it more
difficult to get financing here, they tend to
pay all cash.

Yet international buyers come with their
own set of issues. In cases where a buyer does
need a mortgage, U.S. and foreign banks tend
to drag the process out as they check credit
ratings and financial information abroad and
at home. It’s also standard protocol in some
other countries to “lowball” a property, typi-
cally offering about half of what a home is
listed for. Haggling often takes on a larger
role, too, with some foreign buy-
ers bargaining up to the very
end. “Don’t be surprised if the
buyer asks for the Ferrari at the
closing table,” says Olivia Hsu
Decker, a San Francisco broker
with many foreign clients.

While there can always be
odd demands in real-estate trans-
actions, they can be exagger-
ated by cultural differences, as
Michael and Karen Carroll dis-
covered while fielding proposals
for a five-bedroom oceanfront
home in Corolla, N.C., (asking
price: $7.4 million). One buyer
from Australia even proposed
via the Web that the Carrolls swap their home
for his 1,000-acre ranch. “I can’t go flying
around the world trying to figure out what
someone else’s property is worth,” says Ms.
Carroll, who turned the offer down. She has
also rejected offers from a few U.S. residents;
the property is still for sale.

Ken Knowles has gotten even stranger re-
quests. Since putting his $1.2 million home in
Auburn, Ky., on the international market a
month ago, Mr. Knowles has received an offer
from a person from Mexico who asked that a
caretaker be included in the deal, while an
Australian wanted Mr. Knowles’s grand piano
and backyard lawn tractor. A writer with a
return address in Nigeria promised to buy the
house—but first, requested Mr. Knowles help
him “transfer some funds” by supplying his
bank account and personal-identification num-
bers. “I never realized I’d have to sift through
so much mumbo-jumbo,” says Mr. Knowles,
the owner of an electronics firm who is still
looking for a buyer.

While no one keeps records of how many
foreign buyers are entering the U.S. market,
brokers say foreigners prefer resorts or sec-

ond-homes markets over most major markets.
According to the National Association of Real-
tors, there was a record of 2.82 million second-
home sales in 2004, up 16.3% from the year
before. Those purchases were more affordable
for foreigners whose buying power has in-
creased: The Canadian dollar has risen 30%
against the U.S. dollar over the past three
years; the euro is up 50% over the same pe-
riod, and the Australian dollar has jumped
39%.

Not all sellers are casting abroad for buy-
ers, of course, but the concept is catching
on—and could grow if interest rates continue
to rise, as they did last week. In that scenario,
the dollar would likely strengthen, economists
say, but it would also squeeze out more U.S.
residents who could afford an interest-rate in-
crease.

Already, many real-estate businesses are
stepping up outreach efforts. Later this year,
Century 21 plans to roll out an online service
that will hook up a foreign buyer with a
U.S.-based agent who speaks his language.
(Once the buyer finds an American property
on the company’s site, he will be able to fill

out an online form that will be for-
warded via the site to a U.S.-based
agent who speaks his language;
the agent will follow up.) To en-
courage real-estate agents to coop-
erate more across borders, the Na-
tional Association of Realtors
launched a program in November
that has begun registering agents
world-wide, if they pass a new on-
line exam in NAR’s database.
(The idea is that sellers will trust
a foreign agent with the certification and be
more likely to pursue a deal.)

Even builders are trying to cash in. Mar-
shal Rothman, a builder in Mill Valley, Calif.,
just sold a new six-bedroom home to a British
couple for $4.5 million, after advertising on a
free Internet site. In Cape Coral, Fla., the

Realmark Group has started targeting foreign-
ers with ads in Lufthansa inflight magazines;
it also posts signs and ads near the exit at the
nearby Fort Myers International Airport. The
company’s managing broker is Scottish, and a
senior sales executive is German; the archi-
tect is Cuban. Sales agents are required to
speak German or French. “We don’t wan’t to

miss anybody,” says Will Stout, the compa-
ny’s American-born owner. The company says
about 15% of its buyers are foreigners, up
from 10% two years ago.

But reaching buyers who live abroad isn’t
always easy. Because most foreign countries
don’t have multiple-listing services, simply
getting your house in front of the public can
be challenging. What’s more, brokerage firms
that work with foreigners have pretty high
standards, dollarwise—homes listed by
Christies average $5 million—and tend to
work in only a select number of states. For
their part, foreign buyers complain that U.S.
Web sites provide ample listings to consider,
but can skimp on practical information about
financing.

And it can be just as hard to snag a foreign
buyer willing to pay your price as it is to find
an American one. In spite of a flurry of inquir-
ies from Europeans over the holidays last De-
cember, real-estate broker Mercedes Huff in
Jackson Hole, Wyo., says no deals ever mate-
rialized. The pickings have been even slim-
mer in Los Angeles, according to broker Jeff
Hyland. “We haven’t seen Europeans take ad-
vantage of the dollar here. I’m still waiting
for it.”
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Conforming
Mortgage Rates
Average daily rate for a
$165,000 mortgage loan.*

Jumbo
Mortgage Rates
Average daily rate for a
$335,000 mortgage loan.*

30-YR
FIXED

15-YR
FIXED

1-YR
ARM

30-YR
JUMBO

5/1-YR
ARM

THIS WEEK XXX% XXX% XXX% THIS WEEK XXX% XXX%

LAST WEEK XXX XXX XXX LAST WEEK XXX XXX

LAST MONTH XXX XXX XXX LAST MONTH XXX XXX

LAST YEAR XXX XXX XXX LAST YEAR XXX XXX

*With 20% down payment. Source: bankrate.com, as of Tkkkk xxx

For Sale: Mogul Manse
GUESS INC.’S founder and former chief executive
Georges Marciano has listed his Beverly Hills home for
$32 million. The two-story, Mediterranean-style estate has
an Old Hollywood past: it was originally built in 1927 for
Columbia Pictures founder Harry Cohn. The home,
which measures 23,306 square feet, has 10 bedrooms and
14 baths and sits just around the corner from the Beverly
Hotel. Mr. Marciano, who started Guess with his three
brothers in the 1970s, bought the home in 1988. The es-
tate sits in a walled and gated community and has a ten-
nis court, pool, nine fireplaces and a 30-seat theater.
Stephen Shapiro, of Westside Estate Agency in Los Ange-
les has the listing. Mr. Marciano, 56 years old, declined
comment. The property joins several high-profile homes
up for sale in the area, including a Malibu estate once
owned by actor Michael Landon and listed at $28 mil-
lion, and Pickfair, the legendary Beverly Hills home once
owned by film stars Mary Pickford and Douglas Fair-
banks, listed for $27 million. Actress Pia Zadora now
owns Pickfair.

Piano Man’s Discount
SINGER Billy Joel has reduced
the asking price on his Sag Har-
bor, N.Y., home to $4.2 million
from $5.4 million. It’s the piano
man’s last remaining Hamptons
property, according to Biana
Stephanian of Allan Schneider As-
sociates, his listing agent. Mr.
Joel, 55, has owned other property
on New York’s Long Island, includ-
ing an East Hampton home sold in
2000 to comedian Jerry Seinfeld
for a then-record $32 million. Mr.
Joel still owns a home in Oyster
Bay as well as an apartment in
Manhattan’s TriBeCa neighbor-

hood, according to his publicist, Claire Mercuri, who said
the singer was unavailable for comment. The renovated
18th-century home measures nearly 4,000 square feet, has
four fireplaces Mr. Joel added and is licensed for commer-
cial and residential use. It has views of the harbor and
two boat docks. Ms. Stephanian said that although the
Hamptons real-estate market is still strong, lowering the
price is likely to get a quicker sale. The second children’s
book that Mr. Joel has written based on his song lyrics,
“New York State of Mind,” is set for release this fall.

Lendl’s Connecticut Serve
The Connecticut estate of former tennis great Ivan

Lendl is for sale, listed for $25 million. The property,
which straddles Cornwall and Goshen in Litchfield
County, has 43,527 square feet of living space and sits on
just over 450-acres. (An additional 230-acre, jointly owned
with a neighbor, is also part of the sale.) Local brokers
say property is among the areas priciest, but given its
size, it could easily fetch its asking price. Mr. Lendl, 45
years old, retired from professional tennis in 1994 after
winning 94 career titles, including three US Open champi-
onships. He held the number one ranking at four sepa-
rate times during his career, including a two year stretch
between 1985 and 1987. Born in Czechoslovakia, he be-
came a US citizen in 1992.

The three-story Georgian-style house has 10 bedrooms,
12 bathrooms and an indoor pool. It was built in 1992 and
includes a horse barn, caretaker's house and tennis
court. A basketball court and outdoor pool with pool
house is also on the property. Mr. Lendl couldn't be
reached. ,Carolyn Klemm, of Klemm Real Estate in Wash-
ington, Conn., has the listing and declined comment.

THE HOME FRONT

WHEN TRACEY BALLARD saw a
picture of a double chaise

lounge last fall, she wasn’t even sure
the eight-foot-wide chair would fit by
her pool—but she bought one anyway.
The circular lounge chair fits two peo-
ple and its split back allows one of
them to recline while the other sits up
and reads or eats at a table inset in
the center. The Tampa, Fla. interior
designer spent
$7,960 on the Har-
mony double-
chaise model and
$2,880 more for
the five-foot-wide
Bimini that sits
in front of a TV
on her porch.
One major advan-
tage of the chair,
she says, is,
“Two people can
cuddle up on it.”

Outdoor furni-
ture manufac-
turer Brown Jor-
dan International
says sales of dou-
ble chaises are
five times what they were two years
ago, at the same time sales of single
chaises have remained relatively flat.
The company, which introduced the
Harmony model last September, now
sells seven types of double chaises
and is adding another in July. At pa-
tio furniture retailer Berk’s in Santa
Monica, Calif., sales of double chaises
have increased more than 100% in the
past couple of years. According to
Paul Brown, an assistant manager at
Berk’s, “In the past, for every 10 sin-
gles, we might have sold one or two
doubles. Now we sell about five [dou-
bles] for every 10” singles.

The trend can be traced back to re-

sort hotels, which started putting beds
piled high with pillows by the pool
about a decade ago. These larger
lounge areas might have signalled re-
laxation and indulgence to guests, but
there was an economic reason they
caught on in the hotel business: Dou-
ble chaises take up less space than
two singles, offering hotels more pool-
side lounging per square foot. The
Ritz-Carlton Hotel in South Beach, Fla.,
which opened last year, offers nine
shaded double chaises by the pool. At a
cost of up to $200 a day to rent, says the
hotel, they’re booked every weekend.

Are chaises super-sizing because
people are? Not necessarily. Jerry Ep-
person, furniture analyst at Baltimore-
based investment banker Ferris, Baker

Watts Inc., says
that double
chaises were pop-
ular in the 1940s
and ’50s and had
a revival in the
early ’70s, but
are resurging
now for several
reasons. Baby
boomers are buy-
ing second
homes and want
to make them as
luxurious and
stylish as bou-
tique hotels. At
the same time,
Mr. Epperson
says, retailers

are “aiming at the second-home mar-
ket, which has been going pistols for
the past few years.” Retailers are also
pushing them because of the prices;
They start at about $700.

Romance is one other big reason
people buy these newfangled love
seats. But buyers don’t need to have
been hit by Cupid’s arrow to buy one.
Ken Ozturan, manager of the online
and catalog retailer CozyDays Inc.,
who expects a 100% increase in double-
chaise sales this year over last, states
the unromantic truth: “Would you
rather sleep in a twin or a double
bed? Even single people don’t sleep in
a twin bed.” —Laura Shin

FOR SELLCorolla, NC asking price $7.4M

Billy Joel

IT MIGHT AS WELL be spring cleaning.
Here are the five top-selling books that
came up on a recent search
of “spring cleaning” vol-
umes at Amazon.com. (We re-
moved titles on software, a mur-
der mystery and similarly irrele-
vant material.) Author Jeff
Campbell had three books in
the top five: “Speed Cleaning,”
“Clutter Control: Putting Your
Home on a Diet” and “Spring
Cleaning.” Also on the list: “The
Well-Ordered Home” by Kath-
leen Kendall-Tackett, subtitled
“Organizing Techniques for Inviting Serenity Into Your
Life.” Monica Nassif’s “Spring Cleaning: The Spirit of
Keeping Home” completes the list.

*The opening bid is Weekend Journal’s estimate of a reasonable starting point for negotiations to buy the property, based on past sales,
prevailing market conditions and interviews with local real-estate experts.

House of theWeek / BayWatch
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What: Two-story Mediter-
rean-style home with four
bedrooms, six baths in
11,111 square feet of liv-
ing space.

Where: Naples, Fla.

Amenities: Terrace over-
looking Galleon Bay, out-
door kitchen, 210 feet of
bay frontage. A den
comes with full bath.
Large terrace, overlook-
ing bay. Enclosed garden
with pool, spa, waterfall
and koi pond.

Asking Price: $16.9 million

Opening Bid: $15.2 million

Listing Agent: Rebecca
Burnett at John R. Wood
Realtors, (239) 263-4637

Due Diligence: Jack Gomez and his wife, Patty,
are downsizing, moving from this 1.2-acre estate
to a condo nearby. Their children are grown,
and they want to spend more time at a home
they own in North Carolina. “We’ll see if it
works,” says Mr. Gomez, the founder and
former chief executive of Atlantic Pacific Auto-
motive, a Memphis, Tenn., auto-supplies distrib-
utor. The home, custom-built for the couple 10
years ago, was designed with entertaining in
mind. It has a large, open main room with
8-foot-high doors and a curved, solid-maple stair-
case; a sunset dock with seating for up to six
people; and three guest suites, including a self-
contained apartment with a kitchen and its own
entry. Mr. Gomez says he and his wife paid
about $6 million to build the home. It’s in the
Port Royal neighborhood, a 10-minute boat ride
from the Gulf of Mexico. —Troy McMullen

B y T R O Y M C M U L L E N

PRIVATE PROPERTIES

An Australian trying to
buy a home in

Kentucky asked the
seller to throw in a

lawn tractor and piano.

Dow Jones Real-Estate Index
Starter Home Index

Here’s the average sale price through Feb. 2005 in neigh-
borhoods, listed east to west, with high concentrations of
young, upwardly mobile professionals and executives. The

figures are based on average sales of homes in selected ZIP Codes with a
median income of $40,000.
TOWN/ZIP CODE FEB. 2005 FEB. 2004 CHANGE

Danvers (01923) $381,655 $337,712 13.0%

NewYork (10128) 1,217,732 816,405 49.2

Philadelphia (19106) 430,455 365,514 17.8

Alexandria, Va. (22301) 534,00 446,657 19.6

Raleigh, N.C. (27613) 258,623 213,390 21.2

Decatur, Ga. (30033) 218,815 246,489 -11.2

Tampa, Fla. (33647) 258,450 228,365 13.2

Phoenix (85044) 243,861 227,097 7.4

San Bruno, Calif. (94066) 524,120 426,629 22.9

Kirkland, Wash. (98033) 510,307 440,331 15.9

Source: First American RES

FOR SELLAuburn, Ken., asking price $1.2M

SOLDMill Valley, Calf. 3.75M
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Home View / Cleanup Time

1 RealEstateJournal.com: June Fletcher ad-
vises a reader on the best way to add an in-

law or nanny apartment to a property, in House
Talk; plus, see more House of the Week photos.

Sold inTranslation
Foreign Affairs

Think your home might appeal to a buyer
abroad? Here are some tips to reach foreign cli-
ents and to help a deal go through:

Consider advertising in American publications that
foreigners may read, including professional or
alumni magazines, trade or hobby newsletters or
Chamber of Commerce magazines distributed
abroad, suggests Beverly Hills broker Carmela Ma.
Rates in these venues can be low, and because
there aren’t many real esate ads in them, your
house will stand out. Or try local ethnic publica-
tions that might be shared with relatives back
home, like a Hispanic newspaper.

Many cultures are more formal than ours, so when
buyers visit, take your cues from them, says Sara-
sota broker Wendy Ross. For instance, some cul-
tures turn to relatives for financing, so don’t be sur-
prised if a large extended family flies in to tour
your home. Give particular respect to elders in the
family, since often they’re the ones who will green-
light the sale, even if they aren’t going to live in
the house.

Since foreign buyers often have a hard time establish-
ing credit with banks here, consider advertising your
home with seller financing. Offer a rate just below
that what local lenders are offering, perhaps adjust-
able to a lower rate in case the dollar rises against
the buyer’s currency. (You will manage the loan and
be paid periodically by the buyer).

Look for American real estate agents who have
lived overseas, have dual citizenships or travel of-
ten in other countries, even if you’re targeting En-
glish-speaking countries. “You need someone who
speaks the lingo,” says Daniel Webster Johnson, a
broker in Breckenridge, Colo. To find a “Certified In-
ternational Property Specialist” who has completed
the National Association of Realtors’ seven-day
course, go to www.realtor.org/international.

Unlike Americans who typically offer about 10% off a
listing price, foreign buyers tend to “lowballs” with a
bid about half of the asking price. “That’s only the
starting point in many cultures,” says San Fran-
cisco broker Olivia Hsu Decker. In counter-offers,
Americans tend to split the difference in price, but
some foreigners go up in slow increments, so be
prepared for lots of back and forth.

--June Fletcher

Lounging Poolside,
In Tandem
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