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Join other agents earning consistent, generous 
commissions whilst offering your clients a unique 

45% annual yielding investment in the USA.

For savvy investors worldwide, these luxury mini hotels offer exceptional 45% annual rental 
returns, backed by the world’s largest oil companies  Located in booming North Dakota’s 
Bakken Oilfi elds, which has both the USA’s largest GDP per person and lowest 
unemployment, of just 2%.

 For motivated and professional companies / individuals, now is the same for you 
to offer your clients a truly unique, in-demand opportunity and generate generous 

commissions of up to 15%

End user
• Huge projected rental yields of 45% per year

• Optional 4 year rental guarantee at 25% NET per year

• Invest safely – all funds held in escrow for peace of mind

• Massive rental demand - 15,000 oil workers, and rising without 
suitable accommodation

• Rental income supported by the largest oil companies in the 
world including Exxon Mobile, Chevron and Halliburton

Agents
• Generous commissions of up to 15%

• Commissions paid fast - usually within 2 weeks of reservation

• Full marketing and sales support materials provided

• Deal direct with a proven and established USA developer

• Proven track record of other partners / agents earning large 
commissions

Want to earn up to

15%
Commissions?

North Dakota Developments LLC
300 North Dakota Avenue
Suite 105C, Sioux Falls
SD 57104, USA

Lucrative opportunity for 

professional and motivated 

companies / persons only



Netherlands and Ireland were next, 
with funda.nl and daft.ie, reaching 
13.5% and 13.2% of the population 
respectively.

Rightmove were at the top for the 
UK, reaching 10.6% of the population – 
not surprising, given that it’s where two 
out of three UK buyers fi nd their new 

homes and where 80% of UK properties 
are marketed. 

OPP spoke to Shameem Golamy, 
head of Rightmove Overseas, who 
believes that the company became so 
successful among UK portals because 
they try to work with the best agents 
and developers. “Good agents are 
also good marketers so they tend to 
advertise the best products,” he said. 
“By us having the best stock on our 
website, it attracts more buyers. More 
buyers attract more sellers... and there 
we have it.” Indeed, statistics showed 
that three times as many leads were 
sent through the site in January 2013 
compared to last year.

Even the UK government has 
jumped on the portal bandwagon, 

creating www.gov.uk/fi nd-
government-property. 

The website lists 
government-owned 
properties that are 
available to rent or buy. 

But where will I fi nd 
the time to maintain 
all of my property 
listings? There is no 
doubt that it can be a 
time-consuming task, 
especially if you are 
marketing properties 
on a series of different 
portals. For this 
reason, there are an 

increasing number 
of ‘data feed’ 

websites, or 

Propertyportalwatch.com used 
Google Ad Planner to take a look at 
the world’s market leaders in property 
portals (Jan 2012). They found that 
Australian portal realestate.com.au 
topped the charts – they reached 17% 
of the population each month. Other 
fi gures show that the site accounts for 
68% of the total minutes spent looking 
at property across the top 10 sites. The 
site also received 3.5m unique visitors 
in May 2012, more than double the 
portal in second place. They were 
also top for page views and session 
duration… the positive fi gures just 
seem to go on.

Closely behind were Luxembourg’s 
athome.lu, reaching 15%, and 
Belgium’s immoweb.be, which reached 

14%. The 
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Advertising your property online is fast becoming the norm, but how to market them to reach the biggest, and 
best, audience is often tricky – that’s where property portals come in. Easily accessible and tailored according 
to buyers’ needs, portals are universally benefi cial. Candice Ritchie explores the long list of advantages

Meet the listing legends

“How can you 
maximise your 
market exposure 
with minimal time 
and effort?”

PROPERTY PORTALSBUSINESS

You’re ready to sell your home 
and move into somewhere 
new, but you don’t want to 

use an estate agent. What’s the fi rst 
question that plays on your mind? 
Usually it’s ‘where will I fi nd a buyer?’ 
Alternatively, you might be an estate 
agent or developer who is looking to 
increase your number of leads. How can 
you maximise your market exposure by 
a substantial amount, with minimal time 
and effort? The answer to both of these 
questions is a property portal.

Property portals are websites which 
collate property listings from various 
sources. They enable buyers to fi nd 
their new home more easily and with 
access to a wider selection, 
and help sellers increase 
the amount of leads 
they receive on 
property sales. 

management tools. Virtual Portal 
(www.virtual-portal.co.uk) for one, 
allows you to enter all of your data at 
once, and individually select which 
property should appear on which portal. 
The Property Portal Feeder (www.
propertyportalfeeder.com) does the 
same, but it will also automatically 
optimise and resize images, saving you 
the time of having to manually adjust them. 

OPP spoke to Stuart Sermon, 
Director at Property Portal Feeder, who 
said that the feeder was specifi cally 
designed to address the issues of 
uploading and maintenance time. “What 
makes us unique is that we will validate 
the property information and send it in 
the preferred format of each portal,” he 
said, “This ensures that all properties 
are accepted by the portals and can be 
found in all levels of the portals’ search 
results.” He also pointed to their client 
satisfaction, stating that many believe 
they can improve by allowing agents to 
manually enter information. “The one 
common factor with all of our clients is 
they are serious about what they do and 
what they want to achieve,” he added, 
“Just scraping their website and putting 
the data in a feed would be a waste of 
their money.”

In addition, there are several 
directories which list the top property 
portals, and where you can fi nd them 
– essentially, lists of lists! A handy 
tool, you might think. However, with 
so many lists circulating the internet, 
whether in portal or directory form, 
a buyer is surrounded with a mass of 
sources and often, replicas. So how can 
this be resolved? The answer would be 
to create one major list. This, of course, 
is easier said than done, given the fact 
that new lists are created every day in 
our business-orientated culture. Another 
option would be to create a joint listing 
service that acts as both a portal and a 
directory – and that’s exactly the idea 
some companies have had.  

Mondinion.com, an international 
property portal and network of real 
estate portals, and SearchEurope.com, 
a web directory, recently joined forces 
to create a co-branded website for 
European real estate listings. The new 
website (www.searcheurope.mondinion.
net) will allow Search Europe’s visitors 
to search European real estate listings 
sourced from Mondinion.com. Both 
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to target their products directly to buyers 
in Singapore is a benefi t that is not to be 
sniffed at.

This has no doubt affected print-based 
marketing; especially since newspapers 
gained large amounts of revenue from 
estate agents advertising property for sale 
(we’ll be covering this in more detail in 
next month’s magazine). 

So what should you do when putting 
a property onto a portal? “Promote your 
services and state why a buyer would 
benefi t from working with you,” said 
Mr Golamy. He explained that buyers 
know that not every property for sale is 
online, so they engage with the agent and 
tell them about the property they have in 
mind so the agent can try and source it 
for them. “We recently found that 65% of 
buyers work with the agent online to fi nd 
their ideal property,” he said. 

Make an effort to respond to leads 
quickly, he adds. “When someone sends 
an enquiry, they are in buying mode. 
Responding to them two weeks later or 
with a dry automatic response on an email 
is not going to work.” He also notes that 
sticking by the buyer through the buying 
process is essential. 

 You should also ensure that your 
description doesn’t just focus on the 
property. “Buyers in research mode are 
hungry for all the information they can 
get and not necessarily just about the 
property,” he said.  Local knowledge and 
distances to amenities are all key selling 
points. 

An often neglected factor is photos; 
bright photos taken on a sunny day create 
the right impression, while a bad photo 
can put off potential buyers. Mr Ruggiero 
agreed: “The pictures should be high-
resolution, as they are the most important 
element to attract prospects – consider 
hiring a professional photographer to 
make your property stand out.” 

He also suggested that extensive 
information will help a prospective buyer 
fi nd the listing more easily, and you 
won’t waste time in showing the house 
to someone who isn’t interested – “it is 
important to fi nd a good trade-off,” he 
said. He also pointed to the importance 
of choosing the right portal for your 
audience.

Mr Taylor had a similar view - his top 
tip was to remember that “the way you 
market online depends on the buyer you 
are trying to reach.” Indeed, there is no 
point in putting your property onto Juwai.
com, for example, if you’re not trying to 
target Chinese buyers. 

Whoever your audience might be 
– whether it is a specifi c market, price 
or house – there will certainly be a 
portal that is suitable for your property. 
Yes, it will be time consuming, but 
data-feed websites are there to cater for 
this. From reaching an extensive buyer-
audience to targeting the right one, and 
even showcasing the best photos, 
property portals are a vital tool in the 
property industry. Don’t be the one to 
lose out, while others are reaping the 
benefi ts!

individual sellers and estate agents can 
list European properties for sale or rent 
for gratis. 

Nevertheless, whether separate or as 
one, both directories and portals will 
undoubtedly be handy time-saving tools 
for your business. 

Portals can also be helpful if you 
specialise in certain price ranges or 
housing types, as each portal has a 
different audience. Te Atrium (www.
teatrium.net), an international portal 
for luxury homes, is one example – 
their platform is aimed at purchasers 
who are looking for elite properties to 
buy or rent. It allows users to contact 
agents and developers, handpicked 
by the company, about the properties 
advertised on their portal. Uniquely, 
the portal also boasts a design section, 
where architects and interior designers 
can share their portfolios with users.

OPP spoke to Davide Ruggiero, the 
founder of Te Atrium, who told us that 
they chose to focus on elite properties 
owing to its exclusivity in the world of 
portals. “We believe that no portal has 
yet been able to address this niche with 
the right set of services for consumers 
and professionals,” he said, “and we 
have a solution that will address each 
need.” Referring to the site’s distinctive 
design section, he pointed to the link 
between property and design. “Many 
clients may be looking to renovate after 
they buy, or already own the property 
but want to improve it to the highest 
standard.” Te Atrium is also looking 
to launch an e-commerce platform for 
interior decoration companies by 2015.

But Te Atrium isn’t the only 
company with an exclusive feature. 
PropertySite.biz has a video posting 
capability, along with article and blog 
posting, while Propertyportal.com have 
an integrated property auction service 
(www.propertyportalauctions.com) – it 
seems that innovation in portals is key!

area and are the biggest foreign buyers 
in the central Paris, Ile-de-France area, 
with 16% of the market.

Indeed, many are taking advantage 
of the benefi ts of Juwai. In February 
2013, real estate marketing services 
company Previsite formed an exclusive 
partnership with the site, enabling 
their customers to promote to Chinese 
buyers. Eric Calosci, CEO of Previsite, 
said in a statement “This partnership 
with Juwai.com enables us to 
signifi cantly increase an agent’s chance 
of selling their property more quickly 
and at a higher price [to China], right 
from within the Previsite dashboard 
they already use every day.” 

By extending into Europe, Juwai 
is likely to see thousands of new 
European property listings – a large 
benefi t, given that European properties 
were viewed over 882,000 times by 
Chinese investors in January 2013. 
Juwai also has partnerships with 
Zoopla.co.uk (UK), Thehomepage.
com.au (Australia) and various multiple 
listing services in the US. 

OPP spoke to Andrew Taylor, who 
told us that he believes Juwai.com 
became so successful because of their 
ability to connect various markets with 
Chinese buyers. “Juwai.com is the fi rst 
business to bring together Chinese-
language buyers with the people who 
are developing and marketing property 
in other countries,” he said, “We’ve 
been lucky to succeed where others 
have tried and failed.”

He went on to say “We are hosted 
both inside and outside of China, so we 
aren’t blocked or slowed down by the 
Great Firewall of China like sites hosted 
in Western countries.” He also noted that 

the company knows how to serve, and 
focuses extensively on, Chinese high net 
worth consumers. “Other property sites 
attract users of all income levels, but 
only the high net worth users have the 
resources to buy overseas,” he said.

With 90 of the 540 million online users 
in China searching for property online 
each month, it is clear that the internet is a 
prevalent tool in property marketing – but 
why? It’s less costly, more accessible, and 
current. “Information is so easy to get 
hold of on the internet,” said Mr Golamy, 
“and buyers today are well versed in 
doing their research. I’m not entirely 
sure that an agent in today’s world would 
survive without an internet presence.” 

Mr Taylor added “The internet 
makes property information available 
to everyone, everywhere. It’s as simple 
as that.” While this is helpful for local 
industries, it is certainly a huge advantage 
for the overseas property industry. The 
ability for agents in France, for example, 

However, it’s not just the price or 
category of houses that have specifi c 
portals – so do markets.  A fi ne example 
is Juwai.com, which focuses on 
targeting Chinese buyers. Juwai was 
ranked the world’s largest international 
property search and information 
platform for Mandarin-speaking 
Chinese consumers. It is likely that 
their decision to create the website in 
Mandarin (from editorial content to 
buying guides, market analysis and 
even the call centre) contributed largely 
to this title – they are the fi rst site to 
map international listings in Chinese.

Andrew Taylor, co-founder of the 
site, told Propertyportalwatch, “It’s 
not enough any longer to just list 
property in English. Chinese will be 
the dominant language on the internet 
by 2015, and the Chinese are among 
the fastest growing group of property 
buyers around the world. We want to 
help agents market [their] property to 
Chinese buyers, wherever located.” 
Juwai has an English language 
administrative portal (www.juwai.com/
advertise), where agents can simply 
key in property data and select their 
criteria. Juwai will then take care of 
the translation, metric and currency 
conversions and mapping.

Perhaps their launch of the site 
in December 2011 was simply the 
right time. Over the last few years, 
the Chinese consumer has become a 
dominant fi gure within the real estate 
industry around the world. In 2011, a 
staggering US$28.7 billion was spent 
on overseas residential property by 
Chinese buyers – not surprising, given 
that over 63 million in China have 
the wealth and income to be able to 
purchase international property, and 
over 60% of these are already engaged 
in investment. Chinese buyers also 
account for 54% of the total value of 
purchases in the prime central London 
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“Whether separate 
or as one, directories 
and portals will be  
handy time-saving 
tools”

BUSINESS
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Sell in one of the 
World’s best-established 
tourism markets…
…and partner with an Award-winning developer 
with a proven track record of excellence and delivery.

There are numerous reasons why the Harmony Bay Resort and Spa in Turkey 
makes an awful lot of sense:
• An offi cial member of the Wyndham Hotel Group family - The largest hotel company in the World

• The resort will bear the internationally recognised and iconic Wyndham owned band ‘Ramada Resort’

• Fractional ownership from £11,688 - Full ownership from £61,600

• Fully SIPP conforming

• An immediate return on clients money of 4% a year during construction

• Construction well advanced and ahead of schedule

• A rental assurance of 8% for each of the fi rst two years’ ownership

• Clear exit strategy – Buy back options

If you wish to become a Sales Partner, then contact us today to fi nd out more. 

A K BUK

Relax | A well designed property portal can make an agent’s life easier
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