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International Property Investing Basics 3 

- “Strategy and Team”

By Ziv Magen

O
k, you’ve got your country, your area, your legal and financial reps all lined up (‘watch my 
back!’), and are now ready to take on the brave and exciting new world you found yourself in. 

But how? What strategy to pursue? Who to contact? Where to find them? Well, the good 
news is that, from here on, it’s really not very different from anything you’d do “back home”. 

So we can easily break it down to small, manageable pieces that are familiar and easy to implement, wher-
ever in the world you happen to be operating.

THE STRATEGY

Your approach, like your choice of country, should be a localized version of whatever you’re comfortable 
with personally.  Stay fully aware of the fact that, perhaps as opposed to your experience and tendencies, 
you can no longer micro-manage or be physically involved, “hands-on”, in any of the work. You will now 
have to rely on professionals to act as your hands, legs, ears and eyes on the ground.
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So if you like to flip houses, short-sale, have a nose 
for the best potential in properties on the market, as 
well as the know-how required to manifest that po-
tential, renovate, tenant (or not) and sell or keep, at a 
tidy profit - by all means, keep on doing it - only you’ll 
now need to find the right people to do it for you.

If you’re a buy and hold, cashflow/growth kinda guy, 
don’t like renovations and vacancies beyond those 
absolutely necessary, and prefer to build a larger port-
folio of fully functional moneymakers that requires the 
minimum attention and maintenance - by all means, 
keep on doing it - only you’ll now need to find the 
right people to do it for you...

Getting the picture? It all boils down to -

THE TEAM

This is where the fun and fine tuning starts, and 
where the real money can be made. Just be your-
self. Choose the same kind of people you’d normally 
work with locally. If you’d use turnkey operators and 
proxies, find a few reputable ones and get them bid-
ding against each other. This is a particularly useful 
strategy if, like institutional investors, fund manag-
ers, etc., you plan to diversify and delve into several 
countries, states or areas.

If you’d “do it all yourself”, find the kind of profes-
sionals the turnkey operators would, in no particular 
order of importance.  Regardless of your particular 
strategy and management style, you’ll need them all 
at some stage, so make sure to find at least two or 
three of each, to ensure competitive pricing and re-
dundancy. Also, hone your team building and man

agement skills in the one area (essentially becoming a 
“turnkey operator” yourself), before exploring another. 

Here’s a list of the professionals you’ll need and where 
to find them. Always remember that reliable word-of-
mouth referral, while reducing the extent of due diligence 
and background checks required, does NOT eliminate 
the need for both to be religiously performed on each 
and every one of the below professionals:

1. Realtors (listing publications)
2. Property managers (listing publications- 
    rental sections- often also the realtors)
3. Insurance agents (local directories)
4. Certified translators (online)
5. Maintenance/Renovation professionals (ask your 
    realtors and property managers)
6. Foreign Exchange/Banking Professionals (every-
    where, start with 2-3, narrow down to one)

This is all the infrastructure you need in place to start 
operating. “Get localized”, in the sense of learning about 
the areas, vacancies, population trends, industries, 
nearest big cities, popular and affordable transportation 
options etc. These are the criteria that you’ll be picking 
and choosing your properties with. There’s no better 
place to start building those lists than your local listings 
(MLS) websites. Close relationships with realtors, word-
of-mouth referrals and grapevines come much, much 
later.

Fine tune your list to perfection. Replace team mem-
bers.  Unify functions.  Get the best out of the profes-
sionals you utilize, and remain flexible.

Stay on top of your market with current news, local in-
vestor forums and the experience of your team mem-
bers.

Your approach, like your choice 
of country, should be a 

localized version of whatever 
you’re comfortable with 

personally
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Above all, remember that, as a remote investor, 
you’re practically immune to the real-estate inves-
tor’s worst enemy - emotion. 

By associating with, listening to, and following the 
advice of local pros, and rarely visiting in person, you 
can focus on the final and most important building 
block of your international property portfolio- 

THE NUMBERS

PUTTING IT ALL TOGETHER

* If you can get those numbers in managed or semi-
managed condos, go for it. As a remote investor, the 
least hassle the better. If you can remove almost all un-
expected costs in one fell swoop and with one monthly 
fee, as is normally the case with condos, that’s the way 
to go. In certain countries, however, that may not be 
possible. Meaning, the returns projected by condos will 
not meet your criteria.  Or, the diminished growth poten-
tial inherent in condos will kill the deal for you. In those 
cases, go for the smallest and newest possible struc-
tures in your criteria, on the largest possible amount of 
land (only within your chosen areas, of course).  Again, 
this is to minimize unknown maintenance and structure- 
related hassles.

* Don’t forget to factor in finance costs and travel ex-
penses on those first few deals. And, just to make sure 
you don’t quit your day job or forsake other areas of 
your portfolio too early, take another 20-25% reduction 
in income per annum to cover for your learning curve. 
We all make mistakes. This is how we learn. No lying to 
yourself, remember?

This is as simple as it gets. No magic formulas or 
crazy assumptions. Numbers tell no lies - except the 
ones you’d tell yourself, and if you lie to yourself, 
stop - it’ll cost you your pants.

How to stop lying to yourself? Easy. The same way 
you ensure your team’s “professional expectations” 
don’t come back and bite you on the bum. With 
three grains of salt -

1. Open that excel sheet, put in the purchase prices, 
reasonable purchase expenses, reasonable rent ex-
pectation, reasonable vacancy and maintenance ex-
pectations, reasonable renovation expenses if any, 
reasonable running costs, and reasonable inflation/
appreciation/depreciation expectations.

2. Work out the bottom line.

3. Assume everything just got 25% worse.
Property management,insurance, maintenance, va-
cancy costs, purchase expenses, inflation, incoming 
rent - the lot.

Still attractive? You got yourself a darn good deal, 
pardner.




