5 TTEE s INVESTMENT FOCUS

FAESLX B
THE GHINESE ARE COMING s con

JEE * FERTE
7B LEE Rt S R IR R

NIKKI FIELD

SENIOR GLOBAL REAL ESTATE
ADVISOR, SOTHEBY'S INTER-
NATIONAL REALTY

94 YUE FALL 2014

B o=l R ITEAT—BOAS B B 28
FEHEMZELTHZUAEINE =4,
XUARRATRE. S8, BRAMEIT
FREB, RSB AEERIEKNEED)
B. CRMRHNEEERE T SIREHE
H, EFSRWEEERENVLFAEERLE
735%, MEPEEMPEZRNE, BILEE
2014%3AK, A1 2 ARFEBEEXER
W= EHEEER22012EE, HEIFTHTER
E24%, LA FREER1281CEE, S5
B 28 9%RILL PR, B EERT.

HELRZBTHNERSIKEHTMEEE -
FERER, EITENIIFE, XEBMTTT
RANEETEZMERER, MATSEE
“EE PEEREERERANEEBE A,
RAERERBAE, RENBEHTTE, UKk
MERAZPTIERH. & (BRERK) B
FEEREMTELATES, EEREDSY
BREEICR, BAREHAR1 200, SR
He2 B0 SR 2L N, RPELEREE
THIFRBEHENSHASE,.

Industry veterans believe that Manhattan’s residential real estate
market is now in the third phase of the four-phase market cycle: re-
cession, recovery, growth and over-supply. Foreign demand is defi-
nitely the key driver of growth. According to a survey published in
early July by the National Association of Realtors, foreign purchases
of U.S. residential real estate jumped 35 percent last year, with Chi-
nese buyers leading the way. Chinese customers purchased $22
billion in housing in the 12-month period ending in March 2014, or
approximately 24 percent of all foreign sales by dollar volume. This
figure is up from $12.8 billion, or around 19 percent last year.

“The Canadians, for the past 19 years, have always been the largest
purchasers. Chinese are the fastest growing. Just this second quarter,
the Chinese became number one purchasers in the U.S.,” says Nikki
Field, a senior global real estate advisor and associate broker at So-
theby’s International Realty and a source often cited in the residential
real estate sections of countless prominent newspapers, magazines
and trade journals. In The Wall Street Journal’s annual ranking of U.S.
residential real estate professionals, Field ranked in the top 120 na-
tionwide and in the top 15 in Manhattan for sales volume this year.
She has sold an unprecedented number of high-end apartments to
Chinese buyers.
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“THE CANADIANS, FOR THE PAST 19 YEARS, HAVE ALWAYS BEEN THE LARGEST
PURCHASERS. GHINESE ARE THE FASTEST GROWING. JUST THIS SECOND QUARTER,
THE GHINESE BECAME NUMBER ONE PURCHASERS IN THE U.5."
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“When the New York market slowed down at the end of 2008,” Field explains,
“our company’s chairman asked me where to look for new clients. | chose China,
Russia and Brazil. And | was particularly interested in China. So | started to make
trips there to develop relationships with potential clients.” Building relationships,
Field is eminently aware, is the key to doing business with the Chinese market-
place, which is why she regularly travels at least twice a year to China to establish
and strengthen bonds with her Chinese clientele.

On the subject of the skill set required to court Asian or Chinese buyers, Field con-
tends that “all those old American skills in selling and negotiating real estate, you're
not going to use them for Asians. The historically significant, deep skills in negotiating
that Asians have are far superior than Westerners.” The experience of working with
Asians, especially those from Mainland China, has provided Field with a whole new
perspective on how to move deals along. The traditional method had been to train
the buyer in the ways of the transaction, the protocol, etc. “But,” Field says, “we can’t
say that anymore, because we can’t and we won'’t train the Asian buyers. They don’t
need to learn our way. They are not buying through our structures or protocol. They
have their own ways and means to buy real estate and to begin their businesses.
We must understand their ways if we’re going to work together, it has to be a blend.
Obviously U.S. laws, but also an understanding of their culture, the traditions, the feng
shui; everything is important for people to feel comfortable.”

Asked to estimate the number of Chinese clients and overseas buyers she has
worked with this year, Field reports that “of the 40 Chinese buyers we’ve had this year,
half are in contract. For the first two quarters of 2014, 76 percent of my team’s sales
were with international buyers; it will be close to 80 percent by end of the year. And a
quarter of that business is with Chinese clients. It’s a huge shift of the buying target. It
will soon be 50 percent Asian/Chinese buyers in our portfolio.” 2 J
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