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I
mran Mohamed, CIPS, a real estate 
broker with IM Global Realty in 
Kissimmee, didn’t plan to pursue 

international transactions. But in the first 
year of his career, he fell into it after a 
chance encounter with a Canadian busi-
nessman vacationing at Disney World. 
The man saw Mohamed’s profile online 
and contacted him. Mohamed took the 
businessman on a tour of Orlando and 
showed him several properties.

Once back in Canada, the business-
man pulled together a forum to connect 
Mohamed with some of his Canadian 
colleagues. “I was surprised by the mis-
information they had about Florida real 
estate,” recalls Mohamed, who wowed 
the group with a presentation about short 
sales. The Canadian dollar was strong at 
that time. 

This cobbled-together trade mission 
turned out to be lucrative for Mohamed. 
Five people purchased properties 
immediately (“a $200,000 to $400,000 
cash investment”) and several others 
expressed interest in future purchases. 
“This event created the backbone for my 

business in the international market,” 
Mohamed says.

Trade missions are generally interna-
tional trips organized to explore global 
business opportunities, learn about a 
foreign market and build relationships. 
However, not everyone can afford to go 
on a trade mission. That’s why you should 
look for opportunities in your own back-
yard, including those offered at the Flori-
da Realtors and the National Association 
of Realtors annual conferences.

Here’s what you need to know to 
navigate the global real estate 
market:

BEFORE

• Pinpoint your target market. Look at 
statistics to understand where foreign 
buyers in your market are coming from. 
By reviewing NAR research, broker-as-
sociate Diana Galavis, CIPS, with Watson 
Realty Corp. in Jacksonville determined 
a lot of Canadians search for properties in 
her area. So, she focused on local, national 
and global events related to that market.

T R A DE  MI S S IO N S

Rock the Global
Meet & Greet

Whether you’re 
attending 
a global 
conference 
locally, taking a 
vacation abroad 
or going on a 
structured trade 
mission, you 
need a game 
plan. Here are 
some strategies.

BY LISA A. BEACH
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• Research. Learn about the real estate 
industry in the country you’ll visit or 
specialize in, because transactions are 
often handled differently. For example, 
Galavis says “in Canada, they do mortgag-
es differently and having that information 
strengthens your value proposition.” You 
also should study the country’s culture, 
education, political climate, current 
events and demographics.

• Identify and connect with key con-
tacts. Research brokerages in the country 
you’re targeting, as well as  lenders, tax 
attorneys and insurance agents. Contact 
the country’s tourism bureau and cham-
ber of commerce. Think about people 
you already have relationships with, such 
as Realtors at global branches of your 
company, NAR members and agents with 
specialty designations such as Certi-
fied International Property Specialists 
(CIPS). A month before your event, con-
nect with people you want to meet and 
make appointments.

• Bring materials. Business cards, 
custom fliers and brochures on your area 
are ideal to bring. “Prepare double-sided 
business cards, with English on one side 
and the local language on the other,” 
says Ileana Bogaert, broker-owner of 
Bogaert’s International Realty in Marco 
Island. To expedite phone calls, include 
the United States country code and your 
local area code on your card. Also, spell 
out your state (Florida not FL) as well as 
full names, titles and designations.

• Prepare a presentation. If your meet-
ing allows for a presentation, Mohamed 
suggests creating a PowerPoint to show-
case your market. Splurge on a business 
card with a built-in flash drive. This 
allows prospects to easily access your 
presentation and your contact informa-
tion at their convenience. 

DURING

• Meet in person. While emails and 
phone calls are efficient for planning and 
follow-up, meeting face-to-face helps 
you cement the personal connection. 
“Investors are looking to place hundreds 
of thousands of dollars in your hand,” 
explains Mohamed. “To do that, they 
must first feel that connection and trust.”

• Prioritize events. Your time is limited, 
so choose events based on their strategic 
importance. Alicia Matheson, CIPS, 
president of Matheson Global Consulting 

in Orlando, attended her first 
trade mission through NAR’s 
Women’s Council of Real-
tors. The group went to Rio 
de Janeiro, which hosted an 
International Women’s Real 
Estate Conference. “I met 
over 60 real estate agents and 
acquired new global partners 
I still work with today,” says 
Matheson. 

• Educate first. Remember, 
it’s about educating prospects 
on your market and the value 
of buying property in the Unit-
ed States. The best strategy? 
Educate first and market 
yourself last.

AFTER

• Follow up regularly. After 
connecting with a prospect, 
Galavis follows up within a 
week, then twice a year with 
emails. She says, “I’m culti-
vating that relationship, so 
they’ll think of me when they 
need someone in Florida.” 
Mohamed sends the literature 
he didn’t take on the trip, a 
photo he took with the contact 
during his visit and periodic 
updates.

• Expand your network. Once 
you’ve developed your global 
relationships, Mohamed 
advises asking for “letters of 
introduction,” not recommen-
dations. “Relationships work. 
Transactional approaches 
rarely do—especially in global 
real estate.” 

Galavis concurs, noting, 
“International business is 
not a quick sale. It’s about 
being there for prospects 
when they’re ready.” Case in 
point: Galavis just closed a 
transaction with a buyer she 
met four years ago on a trade 
mission trip to the Dominican 
Republican. 

Think globally, nurture and 
plan for long-term efforts. #

Lisa Beach (lisabeachwrites.
com) is an Orlando-based free-
lance journalist and copywriter.

Research Tools
To find current information on international property 

activity and connect with people conducting 

international business, check out these online 

resources:

• CIPS Directory: nar.realtor/designations-and-

certifications/cips-designation/cips-search 

• NAR Global Alliances: NAR maintains formal 

relationships with real estate associations in 73 

countries to help you establish business partnerships 

and referral opportunities.    

nar.realtor/global/global-alliances 

• Global Business Councils: These groups offer 

globally themed education, programming and 

networking. nar.realtor/global/global-business-

councils 

• Realtor.com: Search for active listings around the 

world. realtor.com/international 

To learn about international culture and 
etiquette, read these resources:

• Book: “Kiss, Bow, or Shake Hands,  

Sales and Marketing: The Essential 

Cultural Guide From Presentations and 

Promotions to Communicating and 

Closing,” by Terri Morrison

• Book: “Access to Asia: Your Multicultural 

Guide to Building Trust, Inspiring Respect, 

and Creating Long-Lasting Business 

Relationships,”  

by Sharon Schweitzer J.D., with  

Liz Alexander, Ph.D. (forward by)  

Bob Waisfisz

• Article: “Mind Your 

Online Manners: Email 

etiquette for working 

with international buyers 

and investors”  

by Sharon Schweitzer, 

Florida Realtor, April 2017

CHRISTOPHER ZOLLER: 
Make the Most of a Foreign Trade Mission

In the video, Zoller explains how an in-person 

conversation is your goal when attending 

international trade mission trips. He shares tips 

on how to connect and plan strategically to build a 

pipeline to the international real estate market. 

floridarealtors.org/christopherzoller 

Watch and Learn!
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Y
ou just received a lead from a buyer in China 
interested in one of your properties. You shoot 

off an email to get the conversation going, starting 
with, “Hey, great to hear from you!” Getting to the 
point, you write about the property’s details and ask 
about the buyer’s budget. Wanting to move the pro-
cess forward, you end with, “Let’s chat to discuss 
this further. How does 2 p.m. on April 25th sound?” 
To convey your friendliness, you close with your 
first name and phone number.

Unfortunately, you might have already killed the 
deal with your first email. 

Without understanding the cultural differences 
when dealing with international buyers, your 
informal, to-the-point email probably offended this 
Chinese buyer. In the United States, we’re direct 
and informal. But in China, they’re indirect, formal 
and polite. So you should always establish the rela-
tionship first, starting with an appropriately formal 
but warm greeting and closing with “Best regards,” 
followed by your full name and title in the signa-
ture. In addition, China (like most countries in the 
world) uses the 24-hour clock, so your suggestion 

of a 2 p.m. phone call is, at best, confusing and, at 
worst, ethnocentric and offensive.

Modern email manners matter, especially in 
a global marketplace. Moreover, email etiquette 
varies cross-culturally. To help make your real 
estate transactions successful, consider these dos 
and don’ts:

WITH AN INTRODUCTORY EMAIL: 

DO use an email handshake with a personal intro-
duction. Start with polite conversation, such as 
inquiring about the weather, to establish rapport.

DON’T jump right into business; it comes across as 
too abrupt. In the West, we are linear and logical. In 
the East, everything is cyclical, which means that 
they focus on building a relationship first rather 
than rushing to close a transaction.

WHEN SELECTING THE BEST GREETING: 

DO begin your email with an appropriate greeting 
such as Dear Mr./Ms. (Last Name), Greetings, Hel-
lo Mr./Ms. (Last Name), Good morning, or Good 

afternoon. (See International Email Guidelines 
sidebar for country-specific greetings and closings.)

DON’T use “Hey” or “Hi” as your greeting, as they’re 
both too casual in the global arena. 

WHEN DEALING WITH AN URGENT MATTER:

DO understand that not all cultures are as time 
conscious as the United States. We say, “Time is 
money,” and we talk about the end of the business 
day, the annual budget, business quarters, etc. In 
other cultures, particularly Eastern ones, they 
think in terms of decades and centuries, and that 
plays out in many ways. 

DO consider including the degree of urgency in the 
subject line if, for example, you need signatures 
by a certain date. Use Action Required for urgent 
matters and Action Needed for important mat-
ters. Write a clear, specific subject line both in the 
destination language and in English. Don’t leave the 
subject line blank or write Hello.

WHEN REFERRING TO DATE, TIME, TEMPERATURE, 

MEASUREMENT AND MONEY:

DO approach your interactions with a global 
mindset to avoid confusion and sidestep offending 
international customers.

Email etiquette tips for working with International buyers and investors.

For a helpful resource 
on international 
conversions, check out 
“Access to Asia: Your 
Multicultural Guide to 
Building Trust, Inspiring 
Respect, and Creating 
Long-Lasting Business 
Relationships,” (Wiley 
2015, available in 
hardcopy and ebook).

BY SHARON SCHWEITZER, J.D.

Start (and end) your emails with a proper greeting and closing for 
correspondence with customers from countries that buy in Florida: 

UNITED KINGDOM:

Greeting: “Dear Mr./Ms.  
(Last Name),”

Closing: “Kind regards,” or  
“All the best,”

Do: Thank a recipient for his or her 
email, and let the person know 
that you look forward to further 
communication from him or her.

Don’t: Sign off with “X” (stands for 
“XOXO” and is commonly used 
in informal UK correspondence), 
which is too informal for business 
correspondence. 

GERMANY:

Greeting: 
•  For a male: “Sehr geehrter Herr” 

+ Family name 
•  For a female: “Sehr geehrte 

Frau” + Family name

Closing:

•  Mit freundlichen Grüßen:  
“Best regards”

Do: Read any previous 
correspondence to determine 
formality level of the email.

Don’t: Begin the conversation too 
informally; err on the formal side 
until your correspondent sets  
the tone. 

FRANCE: 

Greeting: 
• For a male: Bonjour, Monsieur
•  For a female: Bonjour, Madame 

or Mademoiselle

Closing:

•  Salutations respectueuses: 
“Respectful salutations”

Do: Remember that France’s 
business culture is known for 
its hierarchy and formality. Use 
appropriate titles.

International Email Guidelines

Don’t: Begin your email with 
a request or a question. 
The French appreciate 
pleasantries at the beginning 
of an email and are generally 
less direct than their U.S. 
counterparts.

CHINA: 
Greeting:

•  Name + 尊敬的 (zūn jìng 
de): “honorific”

Closing: 敬祝健康 jìng zhù 
jiàn kāng: “Wish you health” 
•  望一切顺利 wàng yí qiè 

shun lì: “Best regards”

Do: Include your full name 
and title in the signature. 

Don’t: Forget to greet your 
correspondent with 你好 

nǐho, or “Hello,” at the email 
beginning. 
Download Chinese fonts for 

your computer at https://

cooltext.com/Fonts-

Unicode-Chinese.

ARGENTINA:

Greeting: 
• For a male: Distinguo Señor 
•  For a female: Distingua 

Señora or Señorita 

Closing: 

•  Se despide cordialmente: 
“Yours faithfully.” Used 
when correspondent is 
unknown.

•  Atentamente: “Yours 
sincerely.” Used when 
correspondent is known.

Do: Use professional titles, 
which are very important in 
Argentinian business culture.

Don’t: Wait too long to 
respond to any international 
customers; respond promptly.

NETIQUETTE

CULTURE

GLOBAL

Mind Your Online Manners! 

NOW 
YOU 
KNOW

DON’T use “Hey” or “Hi” as your greeting, as 

they’re both too casual in the global arena.
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