
How the US real estate  
industry really works 
I have said before in previous communications that although 

at first I was delighted to see that the real estate industry in the US was licensed, which is something many of us have been 
campaigning for in the UK for years, however bearing in mind it only takes 5 days 
classroom training to qualify it is in my opinion is hardly worth the paper it is writ-
ten on. That said, I have to say that the marketing system which every realtor is 
automatically involved in is excellent and ensures that every potential buyer is 
aware of your home if it is listed for sale. 
 

In the UK, to sell a home you 
would normally go to a high street 
estate agents office, they would 
put a board up, advertise it on 
their web site, in the newspaper 
and on some of the national web-
sites such as rightmove or prime 
location, your agent is the only 
person working for you so your 
sales force is as many as are based in the office which, can vary from 3 to 10 
sales staff. 
 
In Florida, realtors are self employed and to comply with legislation they at-
tach themselves to a brokerage, who hold the responsibility of compliance. 

These are the high street companies you see and think are the equivalent of estate agents offices. 
 
When you contact a realtor and ask them to sell your home, they list the property on a system called the MLS (multiple listing 
service) which every brokerage uses. The moment the property is listed it becomes available to every realtor to sell. To give 
you an indication, in Orlando/Kissimee this would be over 8000 individuals who are your sales force, compared to the 3 to 10 
in the UK high street office. All realtor web sites link to the MLS, so a buyer searching on line, with a realtor, via a brokerage 
or literally any other way will always have access to your property whoever you list it with and with odds of 8000 to 1 it is very 
rare that the listing agent actually sells your home directly.  

 
What this means is that it makes absolutely no difference 
what company you use to sell your home, as the system en-
sures that each property is marketed exactly the same.  
 
A realtor will request permission from the listing agent to 
show the home to a potential buyer and if the showing is suc-
cessful will draw up a contract which is then sent to the listing 
agent. This is where the listing agent earns their money as 
they advise you and 
‘should’ work hard to 
negotiate the highest 
price for you.  
 

Brokerages set up their realtors with glossy selling packages when they visit to value a 
home, this is to impress the homeowner, but in reality there are only two important fac-
tors you need to take into consideration when selling a home.  
 
 
How much experience has the listing agent and are they dedicated to achieving 
best price for you, or just doing a deal? 
 
Do they produce high quality photographs of the home on line, so that a potential    
buyer is motivated to view the home? 
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Thinking of selling ? 
          Is there a best time of year to list a home ’for sale’ to achieve maximum price ?  
 
When we first opened our brokerage in Florida some years ago, 

we initially thought that our business would be the busiest from 
January to April (when the temperatures elsewhere in America/
Canada get very cold and the snowbirds are in town) and quieter 
at other times of the year due to the lower number of potential buy-
ers around. Based on this assumption, if we had been asked the 
question above 5 years ago, we may very well have thought that 
these were the times when the best price would be achieved for a 
home…. 

There is no doubt that these months are still our busiest as we do 
handle a lot more new listings at this time of year and the showing 
levels are most definitely at their highest, however you need to 
look more closely at the facts to understand the market. 

Generally, snowbirds spend Christmas at their ‘other‘ homes and 
arrive in Florida either in late January or the beginning of February, which tends to make the early months of the year a bit  of 
an unpredictable period with limited activity.  

When they arrive, they are so pleased to get away from the cold that they tend to spend the first month or so relaxing and 
enjoying the warmth before they start seriously looking for a property to buy. If they have decided that this is the year for 

them to go from renting to having their own base, that now 
takes us into March, in fact it is very apparent that the level of 
showings increases in March and most offers come in, in 
April. If you think about it logically, if you are a buyer and are 
going to be in town for 4 months and want to find the best 
home possible, you will keep looking all the time you are here 
and only offer when you are satisfied you have found exactly 
what you are looking for. 

There is a very large percentage of visitors who like the idea 
of buying and waste a lot of realtor’s time looking around 
houses and then deciding to remain as they are. In fact some 
even treat viewing homes as a hobby, hence our increased 
showings. 

As indicated above 5– 6 times more homes are listed in 
these early months as opposed to any other time of the year 
which means that there is high competition and based on the 
supply and demand scenario giving choice, buyers are very 

much in control. Low offers are often received and instead of having the option to negotiate, if they fail with the first property, 
then they put a low offer in on another one and so on. 

Out of season, the buyers that are in town are far more focused as they have arrived , not to stay for months, but purely to 
buy a home ready for the next season. These buyers are then faced with far less choice and in many instances we get more 
than one offer on a property and have the ability to negotiate to achieve maximum price. Less homes are available so com-
petition and choice is limited, especially if someone wants to buy 
on a specific community.  

Out of season realtors who work specifically with buyers are lined 
up looking for properties in specific communities and with the abil-
ity to offer on their clients behalf. 

SO….. After a politicians reply to a question, what time of the year 
is best to list a property to achieve best price….well actually any 
time of the year works as when you weigh up increased volume 
against more focused activity they come out as pretty equal…. 
Sorry a Politicians response again, but at least now you under-
stand the market a bit more. 

Want to know what your home is worth ? Just e mail the address to  

valuations@simplythink.net for a report and valuation by reply 

mailto:valuations@simplythink.net


Helen  

Acuna 
The first thing you find out when 

working with a bank in Florida, is 
that the systems are often very 
different from the UK and it can be 
difficult to muddle your way 
through the web sites and other 
information to do simple things, 
such as,  set up standing orders, 
pay bills and transfer money. If you call, by the time you have 
got through to customer services, your frustrations have risen 
and of course nobody actually knows you. 

Helen has lived in Florida for over 13 years and works for  C1 
bank, who offer a very personal service.  Due to Helens un-
derstanding of the British systems and the differences,  we 
personally as individuals and a company have found it a 
breath of fresh air to deal with her, as she goes out of her 
way to help and is available straight away at the end of a 
phone or e mail. 

Helens  role within the bank is in customer services and she  
is always happy to speak with anyone needing banking facili-
ties.   

C1 bank have mortgage packages, which are now available 
to non US resident on new mortgages and remortgages. Alt-
hough this is not Helens department, give her a call or e mail 
and she will happily introduce you to the right person in the 
branch. 

 

Tel: 001 239 333 0890          E: helen.acuna@c1bank.com 

Anthony 

Korda 
We get a lot of calls from 
people considering emi-
grating over to the States 
and it is nice to be able to 
pass them over to some-
one who we have used 
ourselves and trust implic-
itly.  

The immigration process is a mine field and there are compa-
nies and attorneys who see it as an opportunity to charge 
fees which are beyond ridiculous. 

Anthony is an Immigration Attorney originally from the UK, 
where he practiced as a Barrister for many years, and where 
he retains a practice.  

Anthony emigrated to the United States with his family in 
2007 using the EB-5 Investor Visa program and now focuses 
his practice on business and family related immigration cas-
es, with an emphasis on EB-5.  

Anthony was recently voted one of the top 25 EB-5 Attorneys 
for the second year running, by EB-5 Investor Magazine and 
is available to assist and advise anyone considering a move 
to the US, whether through an immigrant visa or non-
immigrant visa category. 

Anthony handled our company and personal visa and we are 
now applying for our green card under is expert guidance.  

Tel: 001 239 566 1913            E: AK@kordaburgess.com 

FIRPTA          Foreign Investment Real Property Tax Act …. Loop holes 

Under the above act, the company that deals with the closing of a real estate sale ’ by law’ has to withhold 10% of the sales 
price, which is sent to the IRS in lieu of capital gains tax whether it is due or not. Recovering this money involves the submis-
sion of a tax return and you could be waiting for some time to get the money back from the IRS. 

A large number of realtors are limited on their knowledge of this act and as they 
may not act for many international owners, just let this withholding take place. 

There are loop holes which can often be used to release these funds at the point 
of sale, depending on how the buyer is intending to use the home. As all of our 
clients are British, we are up to speed on anything that either is an assistance or 
a hindrance, so talk to us first before you make your decision on listing your 
home.   simon@thebritishrealtorinflorida.com 
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 Rising market but possibly  
falling values for older homes 

 

The Worldwide media love to 
report market collapses and 
also market recoveries as this 
is interesting to a large num-
ber of readers or viewers. 
Most realtors work with buyers 
and are looking to motivate 
more potential customers, so 
their web sites, newsletters, e 
mail blasts and any other pos-
sible form of communication 
are loaded with encouraging 
facts and statements, such as 

‘now is the time to buy!. However mediocre facts relating to specific areas of 
the market tend to only make the back page of the tabloids and as it does not 
benefit the realtors is not announced. Here are the hard core facts …. 

Firstly, the Florida market has recovered from the last bubble burst and in the 
last few years most properties have experienced good percentage increases in 
value, of up to 10% in 2013, 4.5 to 6% in 2014 and predictions for 2015 are 2% 
- 3.5%, dependent on what you read. 

In late 2013, property development companies saw the stability of the market 
and building sites, which had stood redundant or incomplete for many years 
suddenly started up again. New planning consents where granted for tens of 
thousands of new homes on virgin sites and by the end of the year, the show 
homes were built and homes were selling like hot cakes. It is forecasted that 
new homes account for anything up to 60% of all homes sold in Florida in the 
last year. 

Looking logically and bearing in mind a very large percentage of homes are 
purchased by owners who are not per-
manent residents of Florida, faced with 
the option of buying brand new home 
with a 10 year warranty, brand new ap-
pliances and all of the ‘togs and whis-
tles’ against an older home with no war-
ranty and potential maintenance issues 
and costs, it is no surprise that older 
homes are getting left behind. 

In the last 6 months many of the older 
communities have actually dropped in 
price and as realtors advising clients, 
we are being forced to reduce prices on 
older homes to attract buyers and 
achieve sales. These figures do not 
show in the media reports, as they are 
a smaller percentage of the market and when swallowed up with the success 
of the new properties, only have a minor effect on the overall figures. 

If your home is 10 years or older and you have been waiting for the peak time 
to sell, we would recommend you ask for a valuation today, but also a valua-
tion for 6 to 9  months past to assess which way prices are heading in your 
community.  valuations@simplythink.net  

 

Simon Brooker 

President & CEO 
After hearing too many stories of 
miss handled property transac-
tions for fellow British property 
owners in Florida, we set up the  
The British Realtor in Florida 
group  in 2010, with a view to 
offering a professional service 
which was tailored to our fellow 
countrymen and woman.  
 
Our objective is always to ensure 
that our clients are fully aware 
and protected from all of the 
property legislations and tax lia-
bilities, that are often not ex-
plained by realtors who rarely 
deal with international clients.  
 
When selling a home, we negoti-
ate hard to ensure that maximum 
price is always achieved and 
‘splitting the difference’ which I 
hear so often from realtors over 
here, is not necessarily the right 
way forwards ! 
 
I head the company and oversee 
all negotiations. I personally have 
just over 30 years experience in 
the industry, 25 of those in the 
UK working under the Royal insti-
tute of chartered surveyors guide-
lines and the last 5 here in Flori-
da, where I am based full time.  
 
If you have any questions about 
your property, our company or 
any other matters property relat-
ed or not and wish to speak with 
me either by e mail or phone, 
then please do not hesitate to ask 
for me. 
 
simon@simplythink.net 
 
Direct line: (001)239 682 4319 

mailto:valuations@simplythink.net
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Free immediate valuations 

Whether you are consider-

ing selling or just inquisitive 

we are happy to provide a 

valuation of your home for 

you with absolutely no obli-

gation. Simply send an e 

mail to us with the address of your Florida home and we can come back to you 

swiftly with a  report. We do not need access to the home as we are able to locate 

everything we need to know from various record sources that we have access into. 

                                       E Mail: valuations@simplythink.net     

 

 

 

 

The British Realtor in Florida 
Group offers reduced rates of 
commission for British home 
owners if asked to act in the sale 
of their property. 

The ‘ British Realtor in Florida Group ‘ is licensed under the brokerage Simply Think Florida Realty inc which is owned by 

Simon & Hazel Brooker. The head office for the brokerage is located at 2154 Corporation Boulevard, Naples Florida 34109.  

Tel 239 596 0445.  Lic # CQ1040139 

How do we compare ? 

For the third year running  

The British Realtor in Florida Group came out as 

one of the top performers in all locations. 

 

We are good at selling property ! 

Naples & Fort Myers:       Tel: 001 239 596 0445 

Miami & West Palm beach: Tel: 001 306 423 6266 

Orlando & Kissimmee:   Tel: 001 407 545 4158 

Sarasota & Bradenton:  Tel: 001 813 261 6598 

Tampa & St Petes:   Tel: 001 941 444 3970 

Valuations@simplythink.net 
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