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I. INTRODUCTION AND SCOPE OF WORK
 

A. 	 INTRODUCTION 

The stated overall goal of the USAID Shelter Sector Reform Program for Armenia is to help 
establish private and free markets capable of achieving a more efficient and equitable allocation of 
economic resources for housing and urban development, with the associated benefits for consumers in 
an increased quality, choice and availability of affordable and standard housing for the population of 
Armenia. 

Within the privatization program of the housing stock and the housing production, the obvious 
need is the creation of private market forces and capabilities to manage, service, allocate and develop 
housing on an ongoing basis. 

The establishment of a professional real estate industry in Armenia, which is capable of leading the 
country through the privatization program to a normal housing market, is the main focus of the tasks 
outlined in this report. Since the intermediaries are the real estate professionals (i.e. real estate brokers, 
appraisers, property managers, developers and builders) it is essential and urgent to assist the country to 
organize, train, educate and promote these intermediaries so that the trust level of both Government and 
the population in the free market system is raised and confirmed. 

B. 	 SCOPE OF WORK 

The main objective of this first visit was to assess and assist the Armenian Real Estate Association 
(AREA) in the identification and development of a core of professionals and programs to serve as the 
vehicle to train and to prepare the new generation of real estate professionals for a democratic, free 
market system. 

The 	major tasks which were targeted and implemented during this visit are as follows: 

1. 	 Developed and delivered a workshop on "The Fundamentals of Real Estate Brokerage" to an 
audience of over 80 persons active in real estate. 

2. 	 Developed and delivered a workshop on "The Fundamentals of Real Estate Finance and 
Appraisal" to an audience of over 80 persons active in real estate. 

3. 	 Interviewed over 15 AREA member and non-member real estate firms at their place of business, 
to assess their needs and to assist them in finding answers to their queries. 

4. 	 Developed and delivered a mini-workshop on "The Basics of Real Estate License Law" to 
AREA Board of Directors and Housing Sector Government Officials. 

5. 	 Reviewed and set up a "Market Transaction Reporting" format and analysis program for use 
by AREA and Government officials. 

6. 	 Reviewed and assessed AREA's educational and public relations programs. 
7. 	 Reviewed, addressed and assisted AREA Board of Directors to finalize the Business Plan and 

the formulation of the first steps for implementation. 

The objective and tasks of this visit are described more fully in the attached Exhibits, Scope of Work 
and Supplementary Communications. 



I. EXECUTIVE SUMMARY
 

Remarkable progress has been made since the Summer of 1994 when ICMA's advisor, Mr. Steve 
Anlian, and a group of graduates from the American University of Armenia organized the Armenian 
Real Estate Association (AREA). The member firms of the so called "Real Estate and Stock Exchange" 
group, the forerunners of the Association, appear to have reorganized and integrated in AREA. The 
reported increase in the volume of transactions by AREA members indicates the consumer public's 
gradual acceptance of the role of the real estate brokerage industry. The continued collaboration of the 
Government officials with the organizational and business activities of AREA should lead to the 
Government endorsement of regulating the real estate brokerage market. 

The real estate industry today consists of approximately 80 individuals representing an estimated 30 
firms. The firms' business age ranges between 3 months to 3 years. The industry seems volatile in the 
number of active individuals and firms. I was informed of several closings, regroupings and 
reorganizations within the industry since its formation. AREA reports 17 member firms and 7 pending
applications. My conversations with non-member firms indicated that they would join AREA when 
membership services are provided. See Exhibit D. 

The typical firm consists of a principal who has a business license and a seal, and 3 to 5 co-workers, 
full time and part time. Generally, each firm has a floor dispatcher who functions as an office manager
and a messenger. The role of the "agent" or "broker," as they are called intermittently, is to find buyers
and sellers, negotiate the price, prepare the minimal paperwork, register the sale and collect the 
commission. Some firms employ part time students to canvass the "black market" for leads, others take 
part in the "black market" on behalf of buyers, sellers or themselves. Few firms offered services such 
as touring guide, car rental, rooming, etc. 

Escrow and settlement services are not required, since a typical transaction takes 24 to 72 hours; 
settlement is all cash; the sale or purchase is generally oral; and the exchange is a single page document. 

The commission structure varies frequently. It ranges between 3 - 5%of the sale price and is paid
by the buyer or the seller. The commission is shared typically 50 - 50, however, there is a wide 
variation on this practice. The broker will typically pay, out of pocket, for recordation expenses and 
"gratuity" to get the job done. Incidence of non-payment of the commission owed appears to be high,
thus creating a high degree of mistrust and anxiety amongst the brokers. Since the real estate market 
is not regulated by agency, contract and license laws, the practice of brokerage is varied and changing. 

Financial information is not readily shared amongst the brokers. However, an estimation of the 
net commission earned may be made. For the average transaction price range of 3,000 - 22,000 dollars, 
the average commission of 4% will produce 120 - 880 dollars, out of which 5 - 10 dollars is spent on 
recordation and "gratuity." Jt is known widely that transaction prices reported to the government are 
much lower to minimize the 10% sales tax levied by the government. 

The "real estate black market" as it is referred to in Armenia dominates approximately 60 - 70% 
of all transactions. The "black market" name is inherited from the pre-independence days, where 
"housing vouchers" were exchanged amongst people. Because there are no licensure laws regulating the 
real estate market, the "black market" is legal. AREA member firms, however, make a concerted effort 
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to distinguish between themselves and the "black market." The reported number of transactions 
annually, in the entire market, seems to range between 5,000 - 6,000 dwelling units, mostly multi-family.
Thus AREA's share of the annual transactions ranges between 1,250 and 1,500 sales. See Exhibit E. 

Additional players in the real estate brokerage market are firms established from within the Housing
and Inventory Departments of the Government, who perform the same functions as members of AREA. 
The reported reason for this unique arrangement are two-fold. First, to encourage competition and 
second, to allow government employees job opportunities when the departments are reorganized or 
disbanded. 

The reporting and monitoring of the sales activities in the market isvery basic and new. The two 
sources of data utilized come from (1)AREA for sale price levels, and (2)the Inventory office for the 
number of sales. For all practical purposes, there is no formal market monitoring system in place. It 
is my opinion that accurate information will be available when the real estate market is regulated
through the enactment of the real estate license law and the establishment of settlement and recordation 
procedures similar to US practice. In the meantime, the expansion and the implementation of the ICMA 
initiative through AREA will be a practical and useful step. See Exhibit F. 

In spite of the deplorable and severe economic condition of Armenia, the attitudes and actions of 
its people and Government are admirable. I find a great sense of hope, resolve, self-discipline, and 
dignity in the businessmen and the consumers. There is a genuine sense of gratitude towards the 
Government and the people of the United States of America. There isan urgent willingness on the part
of all of the Armenians to listen, consider and embrace the ideas, concepts and proposals delivered by
the technical assistance programs of USAID and ICMA. My experience in Armenia has intensified my 
trust in our great Country and its people, and it has reaffirmed my commitment to the objectives of 
USAID in Armenia. 

However, I observed a great need for more time, communication and understanding in the "process"
of the delivery of our technical service, so that the recipients may absorb what is delivered and may 
create their own ideas. 

The following conclusions and recommendations are made based upon my review, assessment, 
observation and conversations during the very short "three week" period of my visit. 

III. FINDINGS, CONCLUSIONS AND RECOMMENDATIONS 

A. PROFESSIONAL TRAINING OF AREA MEMBERS 

Generally, professional training programs are most useful when the trainees have had a reasonable 
period of work experience. The real estate industry and its active members in Armenia are 
professionally young and immature. Therefore, the initial professional training program should be 
linked to the goal of certifying the existing members of AREA, pending the enactment of the Real Estate 
License Law. The initial program should be designed to include Ethics, License Law, Contract Law, and 
Valuation Techniques. The period of training and certification should be over 12 months, and each 
AREA member should be required to be certified. 
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In an effort to pave the way for this program, Mr. Anlian and myself met with Mr. Michael 
Kouchakdjian, Director of the American University, and discussed an extension program for the delivery 
of the training, with a future goal of formalizing a Real Estate Program under the Business Management 
and 	Administration Department. The Director is agreeable to work with AREA, ICMA and USAID 
to create such an extension program. 

This effort will certify approximately seventy-five (75) individuals, and prepare at least three (3) 
trainers to continue the program. The trainers are identified in the Business Plan of AREA. 

Comment: "When we were children we talked, walked, ate like children, but when we became 
adults we began eating solid food." It is my opinion that the American real estate business management 
and marketing training programs are premature by at least two years. 

B. 	 THE REAL ESTATE LICENSE LAW 

The drafting and enactment of this law is crucial for the success of the real estate market and the 
association. The areas of technical assistance that may be provided are: 

1. 	 Assist to draft the law by a Committee consisting of Government and AREA members. 
Facilitate the translations, discussions, review and enactment as needed. The goal is to expose 
the professionals to the concept of self-governance. 

2. 	 Assist in the formation of the Real Estate Commission; the organization, management of the 
staff and the business of the commission. 

3. 	 Assist Government Officials to embrace the idea of allowing the public to govern itself. 

C. 	 THE MARKET MONITORING AND MULTIPLE LISTING SERVICE PROGRAMS OF AREA 

The 	establishment of the Multipie Listing Service program should become the priority of AREA, 
so that the members begin to receive this essential service and justify payment of the higher membership 
dues required for self-sustaining the association. AREA is in the process of applying for financial and 
technical assistance for EERPF and EURASIA Foundation for this purpose. I am in direct 
communication with Mr. Van Huyck to facilitate the approval of this funding. 

The current market monitoring and reporting program needs to be expanded next, to include other 
major cities and towns of Yerevan. The importance of this program will become more evident to the 
Government as the real estate privatization process nears completion and land use and taxation issues 
come into focus. It is recommended that the current AREA program be considered as a pilot program 
to be rolled over to the Department of Urban Policy in an expanded form and to be used for public 
policy as well as for industry. 

D. 	 THE PUBLIC RELATIONS PROGRAM OF AREA 

Any effort to plan and implement a basic public relations program by AREA will produce 
significant results in building trust and confidence amongst the players of the real estate market, namely, 
the real estate professionals, the consumers and the Government. The focus of such a program should 
be in informing and educating the public at large on free market real estate operations. 
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Specifically, for obvious reasons, the media of Radio and Television should be utilized to inform the 
public on the association goals and activities including the code of ethics, the license law and other 
market transactions or contractual matters between consumers and the real estate professionals. In the 
absence of adequate printing and publication industries; with the minimal telecommunications network, 
and a weak postal service, radio and television broadcasting represents the cheapest and fastest way of 
informing the public on the real estate market place. Simple, short visu- and narrative messages may 
be designed to deliver the desired information to the public. Obviously, AREA should be ready with 
a staff to execute such a public relations effort. 

In conclusion, I believe the efforts of USAID and ICMA to extend to the Armenian people the 
much needed technical, financial and moral support is excellent and most appreciated. The direction of 
the programs in place, to assist the Armenian real estate industry in playing its vital role in the housing
privatization process is on target. Much more assistance will be needed in the areas of effective 
management and maintenance of the existing housing stock, and in the production of new housing. The 
enormous sunk capital in incomplete housing construction is heartbreaking. I strongly recommend that 
USAID extend its assistance in developing strategies for the completion of these housing structures. The 
benefits are multiple in terms of employment, consumption, production and an active real estate 
industry. A task force, if not in place, is the first step towards this goal. 

IV. TRAINING WORKSHOPS 1,11, 11 

A. WORKSHOP I: THE FUNDAMENTALS OF REAL ESTATE BROKERAGE 

The workshop was held on April 15, 1995 at the American University. It commenced at 10:00 am 
and ended at 4:30 pm. The Workshop was attended by over eighty (80) persons who represented almost 
all of the AREA member firms, Government officials for the Inventory Bureau and the Housing 
Division, and some graduate students. 

The format of the workshop consisted of presentation of topics followed by participatory question 
and answer sessions. The attached Exhibit A represents the workshop book handed to the attendees 
translated into Armenian. The technique of delivery consisted of the simultaneous audio-visual overhead 
projection of the topics delivered. The attendees were encouraged to write down ideas and concepts as 
they heard and saw them. 

Utmost care as employed to deliver simple, clear and exemplary concepts and ideas with the express 
purpose of posing salient questions, exposing opportunities and encouraging the attendees to derive their 
own conclusions at their own pace. (It has been quite scary for me to see myself being asked to think 
like a communist.) 

The most challenging and thought provoking discussions centered around: 
1. The role of the broker. 
2. The vast opportunities available in the real estate business. 
3. The law of agency. 
4. The issues dealing with contract law. (None of these have any experientialcontext to then) 
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The least amount of interest was demonstrated towards discussions dealing with organizing, opening 
and managing the real estate firm. The main reason for this lack of urgent interest in these discussions 
is the fact that each firm and broker is preoccupied by its basic daily survival needs. The main reason 
for the high interest in legal and contractual matters affecting their business is the fact that each firm and 
broker is focused on competing with a major black market, justifying its right to earn a commission as 
an intermediary, and getting paid. 

B. WORKSHOP II: THE FUNDAMENTALS OF REAL ESTATE FINANCE AND APPRAISAL 

The workshop was held on April 22, 1995 at the American University. It commenced at 12:30 pm
and ended at 4:30 pm. The workshop was attended by over eighty (80) persons who represented almost 
all of the AREA member firms, Government officials from the Inventory Bureau and the Housing 
Division. 

The same format and techniques of delivery were employed. The participants demonstrated great 
enthusiasm and keen interest in the topics discussed. The attached Exhibit B represents the workshop 
book delivered to the attendees. 

The most challenging and thought provoking discussions centered around the three methods to 
estimating value. Some attendees were disappointed that mathematical formulas were not utilized in 
estimating values, reminding me the varied and highly educated background of the attendees, and their 
notion of market value. 

The discussions on financing did not create much enthusiasm mainly due to the notion of borrowing 
money over a long amortization period; and due to the extremely high interest rates charged by banks. 
However, many understood the role and need for financing sources in sustaining a healthy housing 
market, where consumers are able to buy and sell real estate on an affordable and regular basis. They 
did understand that as values rise, buying and selling on all cash basis may become harder thus 
suffocating the tender housing market. 

It is worthwhile to read the attached Exhibit E, News Paper Article on the Seminar. Besides poor 
translation, there is a lack of communication on this issue. 

The seminar was followed by a closing ceremony. I presented the Board of Directors of AREA; 
promoted the goals of AREA; presented the American Flag to the President ; presented REALTOR 
memorabilia such as membership pins, T-shirts, etc. This was followed by a catered reception. 
Marketing of AREA had already begun. 

C. WORKSHOP III: THE BASICS OF REAL ESTATE LICENSE LAW 

This mini-workshop was held on April 27, 1995 at the offices of the Director of the Department
of Urban Policy, Mr. Andranik Andreasian. It commenced at 10:00 am and ended at 12:30 pm. The 
workshop was attended by the representative AREA Board of Directors, The Department of Inventory, 
The Department of Housing and the Department of Urban Policy. See the attached Exhibit C. 
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The purpose of this workshop was to present and discuss the urgent need, the basic concept and the 
implementation process of the Real Estate License Law. The attendees were given a visual chart 
outlining the nature of the license law so that a consensus and an agreement may be reached at the 
workshop, for the drafting and enactment of the Real Estate License Law. 

The Real Estate License Law is expected to: 
1. Eliminate the pervasive black market. 
2. Encourage the growth of a professional real estate brokerage industry. 
3. Help stabilize volatile price levels. 
4. Build trust in the private and free housing market. 
5. Build trust in the Real Estate Association. 
6. Establish trust between the Government and the private sector. 
7. Introduce self-governance within the Real Estate Industry. 

The issue of "trust" is big in Armenia, and specially amongst the consumers, the brokers, and those 
government officials who manage Lhe housing privatization process. There are "brokerage firms" within 
the departments of Housing and Inventory, set up by government officials to compete with the public! 

The Real Estate License Law, as proposed, will be self-governing and self-sustaining, an idea which 
is alien to both the private and the public sector. The Government fears losing control and the public
fears responsibility and leadership. We were able to convince the attendees that they should support the 
proposals, in spite of the obvious difficulties, for no other reason than experimenting one democratic 
way of claiming accountability. Mr. Andreasian stated that a draft may be prepared within a month and 
enactment within six months. 

V. ASSESSMENT OF THE STRUCTURE & OPERATIONS OF THE REAL ESTATE FIRMS 

The purpose for visiting the real estate firms at their place of business was to see the physical
environment of each firm and hear the needs first hand. This task was most difficult and yet most 
rewarding to me. 

The typical size of a firm consisted of 4 - 5 persons, occupying one or two average size offices with 
bare furnishings, minimal communication lines or office equipment, generally dark and cold and often 
depressing, but always organized. 

The typical firm is organized by a broker-owner with 3 - 5 assistants, agents or employees as they 
are called. There is usually a "floor dispatcher" who performs as the messenger/the processor/the office 
manager, especially when telephone communications fails. The broker-owner carries a "seal" in his 
pocket issued by the Government to do business with. 

These firms, whose business life ranges between 3 months to 3 years, are the pioneers of the free 
real estate brokerage industry in Armenia. The individuals are all highly educated and sturdy, both 
physically and in spirit. They do not complain about their hardships. They have thought out the 
market place well, and they know all the basics of canvassing, targeting, prospecting, qualifying and 
selling. Their knowledge is gained through insight and a strong need to survive. If we can picture the 
early American settlers we can appreciate these firms well. 
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The needs of all the firms is similar: 
1. Elimination of the black market. 
2. Enactment of license and contract laws. 
3. Office equipment, supplies and electricity.
4. Training in the basics of the business and the Code of Ethics for a civilized conduct. 
5. Professional encouragement. 

The most prevalent questions raised are: 
1. How to convince consumers to enter into written listing agreements. 
2. How to convince buyers and sellers to enter into written agreements. 
3. How to assure the payment of the commission. 
4. How to beat the black market. 

I left all of these firms with lots of encouragement and support to become active members of 
AREA. Their attendance of both workshops in full force, and their repeated requests for more time 
with them leaves me to believe that they all appreciate and are truly grateful to the devoted people of 
the United State, USAID and all of the TDY's. The attached Exhibit D outlines the schedule of the 
visits and some basic information on each firm where available. 

VI. ASSESSMENT OF THE MARKET MONITORING PROGRAMS OF AREA 

The Market Monitoring Program of AREA is in a very embryonic stage. The ICMA and Steve 
Anlian's efforts have produced essential statistics very effectively, especially in the absence of ongoing
information systems in the market place. I commend highly Mr. Anlian's insightful efforts to quickly 
create an embryo for growth. 

I assisted Miss A. Hovhanissian, a statistics major, to develop a very simple format to report on 
market transactions and prices, by districts or zones for the City of Yerevan. The report includes 
narrative and visual components to assist firms and public officials to utilize the information for business 
and policy issues. The information may not always be accurate. 

A great deal of work is needed to develop a comprehensive reporting system. AREA anticipates
the implementation of such a system commencing with a "multiple listing" program in addition to the
"transactions" report described earlier. Attached isExhibit E,the draft report. See "Recommendations." 

VII. ASSESSMENT OF THE PROFESSIONAL EDUCATION PROGRAM OF AREA 

There is no formal Professional Education Program in place, but it is expected that there will be 
one (see Section III A). While the need for an ongoing education and training program is indisputable,
the timing and the extent of such programs must be considered carefully. The typical firm and its 
members are focused on one goal today. That goal is to survive daily as individuals and as a company.
As it is discussed fully in "Recommendations," the goals of AREA should focus on: 

1. Teaching the Code of Ethics, to build a moral foundation for the industry. 
2. Teaching the basic License Law, to produce trained professionals.
3. Teaching the basic Contract Law, to assist in the daily business of "selling and buying." 



None of these three areas require a legal background. All of these areas are essential to create a trusting, 

uniform and predictable market place behavior by all participants. 

VIII. ASSESSMENT OF THE PUBLIC RELATIONS PROGRAM OF AREA 

There is no formal Public Relations Program of AREA, and it is important that there be one as 
soon as possible. In the absence of written and printed publications that inform the AREA members, 
the public and the government about the real estate market; in the absence of a reliable 
telecommunications media, the short term focus should be the development of a public relations program 
via the radio and the television media. The specific goals of the program should be: 

1. The promotion of AREA and aspects of the Business Plan. 
2. The Code of Ethics, and its benefits. 
3. The License Law, and its importance. 

Therefore, informing the consumer how the real estate market functions should gradually weaken the 
black market, and encourage buyers and sellers to seek professional help. See "Recommendations." 

IX. THE AREA BUSINESS PLAN IMPLEMENTATION, APPLICATION
 
TO EERPF AND EURASIA FOUNDATION FOR FUNDING
 

The work of Mr. N. Flynn, the President of EERPF in Yerevan, has already produced results that 
will be remembered for a long time. The AREA Business Plan was reviewed and discussed by myself 
and a small group of AREA Board members. having been briefed by Mr. Van Huyck, EVP of EERPF, 
prior to my trip to Armenia, I was successful in focusing on those business goals that will produce the 
most results with the least amount of initial funding. The attached Exhibit H is a copy of this plan. 

Essentially, the Business Plan calls for the Mission of the AREA to focus on creating a professional 
real estate association who is dedicated to a civilized, trusting real estate market place. 

The initial funding requested from EERPF/EURASIA Foundation should produce the following 
results: 

1. Establish a simple Multiple Listing Service Program. 
2. Establish a simple market monitoring program. 
3. Provide standardized transaction forms for use by AREA members. 
4. Certify all of the members of AREA by training a core of trainees in the areas of: 

a. Code of Ethics. 
b. License Law. 
c. Contract Law. 
d. Evaluation. 
e. Business Management. 

The certification shall precede the enactment and implementation of the National Real Estate License 
Law and it shall become a voluntary demonstration of commitment to the public and the government. 
See "Recommendations." 
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EXHIBIT A - THE FUNDAMENTALS OF REAL ESTATE BROKERAGE AND
 
LIST OF ATTENDEES
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USAID Urban Developinent I lousing D.evelopiment
&
 

ICMA Intenational City/County Management Association
 

PRESENTS
 
A
 

WORKSHOP 

THE FUNDAMENTALS
 
OF
 

REAL ESTATE
 
BROKERAGE
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ANTON YERGA'I"
 

President
 

AYRF. INC.
 

Real Estate Development, Marketing & Management
 

A Service Company
 

6303 Little River Turnpike, Suite 200
 
Alexandria, Virginia 22312
 

Anton Yergat is the founder and president of AYRE INC., a multi-service service 
corporation set up for the purpose of providing real estate development; marketing, selling, 
leasing; and property management services to joint ventures and partnerships of its own 
account; and selected owners and investors. 

Anton Yergat's formal training and educational discipline consists of Architectural 
Engineering, Urban Planning and Economics, Marketing, Finance, Real Estate Appraisal 
and Real Estate Brokerage. 



HOW TO GET THE MOST OUT OF THIS SEMINAR
 

The real value of a semi1!ar is ill what you take fromi it. What you gain depends on 
you, as well as on us. Here are a few simple guidelines to help you make tile most of this 
learning opportunity. 

1. 	 Know what you am after. Establish some clear goals belore the prograil begins.
 
Write them down and keep then in mind as you participate.
 

2. 	 Get involved. Do not hesitate to ask questions or share information. Your 
participation will increase your own ability to retain wlhat you learn. 

3. 	 Enjoy learning. Relax. Focus entirely oni the program and what you can gain from it. 
Keep a positive attitude and an open mind. 

4. 	 Take notes. Make them as clear and complete as you can. The process will help set 
the information firmly in your mind. It will also make it possible to share what you 
have learned with your co-workers or boss, or give yourself a refresher course later. 

5. 	Meet others. 'Fake advantage of this opportunity to get acquainted with others in your 
field and build you network of contracts. Find out about other attendees' special areas 
of expertise. Exchange business cards. 

6. 	 Make an action plan. Take time during the seminar to make a list of specific ways 
you can make use of the new ideas and information you have obtained. Begin right 
away to make use of what you have learned. You may wish to us the following sheet 
to start your action plan. 
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ACTION PLAN
 

A formal action plan will help you to implement the ideas you gain froni this seminar. 
When you hear something that sparks an idea, write it down. The purpose is to 
immediately capture your ideas so that you can get started on theim right away. 

I. 	 IDEA 
Principal Benefit 
Major Problem
 

Timeline
 
Approach
 

2. 	 IDEA 
Principal Benefit 
Major Problem 

Tinieline 
Approach 

3. 	 IDEA 

Principal Benefit 
Major Problem 

Timeline 

Approach 

4. 	 IDEA 
lrincipal Benefit 
Major Problem 
Timeline 

Approach 

5. 	 IDEA 
Principal Benefit 
Major Problem
 

Tinieline
 

Approach
 

6. 	 IDEA 
Principal Benefit 
Major Problem 

Timeline
 

Approach
 V-i 



SECTION I 

REAL ESTATE BROKERAGE IN i'EISPECI'IVE 

1. Who is a bmker9 

"A broker is one who offers to buy and offers to sell for another for compensation or 

arranges for the negotiatim of contracts o"various types. 

If. 	 Who needs a bmke'? 

"The seller who represents himself has a fool Ibr a client." 

a. 

b.
 

C. 

d. 

e.
 

f. 

III. 	 The Real Estate Market and The IIu~kemge Indusiiy, Op1qluiities. 

a. Existing Housing Stock, Approximately 	 Dwelling Units 

b. 	 New lousing Demand,Approximately Dwelling Units 

C. 

d. 

e. 	 Residential 

f. 

RF, Ilrokerisge, Section I 	 IPage I 



g. 

i. 

I. 

k. 

I. 

Ill. 

IP. 

p. 

q. 

r. 

S. 

t. 

tI. 

IV. Response to Change: 

a. 

b. 

C. 

d. 

e. 

h.
 

RF Flrokerage, Section I 

PIivatization; Complexity of Decision Making. 
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V. Real Estate Brokers: 'Tie Marketplace for Real Pmpeity liisactions. 

a. 

b. 

C. 

d. 

e. 

RIE Ilfrkefnge, Section I (rnge3 



A REAL ESTATE TRANSACI'ION
 

Property Owner Wants to Sell ILicensed 
Real Estate Agent 

Identify the Property LISTING AGREEMENT Value tie Property 

Advertise 

OFFER 
Buyer Evaluates Property and Contract Law 

ACCEIIANCE 

Mortgage, Deed of Trust FINANCING Sources of F-inancing 
No Money. No Sale 

Deed Preparation CLOSING Insurance, Taxes, Title, 
Title Examination Land Use 

OWNEISI iII' 

Fee Simple, Co-Op, Condo, ILease. Option. Contracts, Rights 

WELCOME TO THE COMPLEX WORLD OF REAL ESTATE 

Referral 

RI! Irokerage. Section I Page 4 



SECTION If 

ORGANIZING THE BROKERAGE INDUSTRY 

The Law of Agency 

a. 

b. 

c. Partly Statutory: I7nact Statutes of Fraud 

d. Partly Administratively Regulated 

* Adopt rules and regulations governing all phases of the industry 

!1. The Agency Relationship 

a. Creation of an Agency 

b. Principal: 

c. Agent: 

RF whokerape. Section II Page I 



d. 	 Listing Agreement: 

e. 	 Responsibilities and Obligations: Realtors Code of Ethics 

Fiduciary: 

* 	 Utmost care: 

* 	 Obedience: 

* 	 Loyalty: 

• 	Advice:
 

P
Prompt Notie: 

f. Broker extends his Agency Relationship to his subagents 

0 

Ill. 	 The Listing Agreement: Example 

a. 

b. 

C. 

d. 

e. 

If. 

g. 	 Brokers duties to other Brokers 

* 	 Multiple Listing (MiLS): 

RIE lirokerage, Secion II 	 Page 2 



IV. Types of Listing Agnmementq 

a. 

b. 

C. 

d. 

V. I'mtecting the Biuker Commission 

a. 

b. 

VI. The Contmct: Example 

a. Expressed Contract: 

b. Implied Contract: 

c. How a Contract is created to be Legally Valid 

VII. Performance and Discharge of Contracts 

b. 

C. 

RE Brokerage. Sectlon 11 Page 3 



Viii. Bmtach of Coitrct 

a. Failure to perform without a legally recognizable reason 

IX. Practicing Law: Who should wmite the Contract? 

a. Ilistorical: 

b. Current: 

c. The Real Estate License is not a permit to practice law. 

RE Brokerage, Section II Page 4 



SECTION III 

REQUIREMENTS FOR THE SUCCESS OF 
THE BROKERAGE INDUSTRY 

1. The Real Estate Association 

a. Objectives 

b. Jurisdiction 

c. Membership Categories 

d. Election and Qualifications for Membership 

e. Privileges and Obligations of the members 

f. Professional Standards and Arbitration 

RFElrkerage, Sectiol III I'age I 



H. Fonnal Continuing Ptufessional Educaion; Who will pimvide it? 

a. 

b. 

C. 

Ill. Teclmnical amid Manageial Assistance to the Indusny 

IV. A Real Estate Financing Maikes 

R!, llrokcinge, Sectiln III Page 2 



SECTION IV 

ORGANIZING, OPENING AND MANAGING 
THE REAL ESTATE FIRM 

AN OFFICE 

1. Establish a Business Plan 

a. 

b. 

C. 

d. 

C. 

f. 

11. 

g. 

Otganizing and Opening the Ofice 

a. 

b. 

C. 

d. 

e. 

f. Budget, Books and Records 

RE Irokeinge, Seclini IV Iage I 



Ill. On-going Sales Management 

a. 

b. 

C. 

d. 

IV. Illing Sales Associates 

a. Recruitment 

b. 

C. 

V. On-going Tmining Sales Associates 

a. 

b. 

C. 

d. 

e. 

VI. Advertising and l'iniotion 

a. 

b. 

C. 

d. 

VIi. Miscellaneous 

RF Brokerage, Sectioni IV Page 2 



EXHIBIT B - THE FUNDAMENTALS OF REAL ESTATE FINANCE AND
 
APPRAISAL AND LIST OF ATTENDEES
 



USAID Urban Development Ilousing Development
& 

ICMA International City/County Managemewl Association 

PRESENTS 
A 

WORKSHOP 

THE FUNDAMENTALS
 
OF
 

REAL ESTATE
 
FINANCE & APPRAISAL
 



PART I
 

SECION I
 

REAL ESTATE FINANCE & THE BROKERAGE BUSINESS
 

i. The Imlmrlance of linmicing: Souires of fuids ft buy Real Estae. 

a. 

b. 

C. 

d. Buyer's Perspective: 

e. Seller's Perspective: 

RE, Apprisfal, Pnrt i. ScCIIon I Page I 



!1. 	 The Role of the Broker 

a. 	 Identify and introduce to buyer available sources of Iinancing to close the sale 

and earn the conmnission. 

b. 	 Qualify the buyer for capability: 

RIF Appriani, Pail 1.Scclion I 	 l'nge 2 



PART I
 

SECTION 11
 

METHODS OF FINANCING REAL ESTATE
 

i. Pmmissory Notes & Security instimnents, The Monlgage 

a. Promissory Note: 

b. Deeds of 'I'rust: 

II. Types of Pmmissojy Notes 

a. Straight Note: 

b. Amortized Note: 

c. Ilybrid Notes: 

Ill. Pmmissoiy Notes and Deeds of Tnst Agweimentb nt enfoireable by Law. 

RF Appilkal, Port I. Section II rage I 



IV. 	 First, Second, Thilrd, Junior Morlgages and Deeds of Tiust 

a. 	 The order of security interest and subordination. 

b. 	 Foreclosure Issues, Satisfaction according to priority. deihult on Junior Trusts; 

Sale Proceeds inadequate. 

c. 	 Other Provisions found in Promissory Notes and Deeds of Trust: 

0 

V. 	 Alternative instrments of Financing, Under Iflationaiy and Volatile Nauket 

a. 	 Variable Rate Mortgages
 

" The Economy:
 

" Lenders Perspective:
 

* 	 Borrowers Perspective: 

b. 	 Renegotiable Rate Mortgages 

c. 	 Graduated Payment Mortgages 

RIE Apprnkal. Part I. Section 1 Page 2 



d. Flexible Loan Insurance Morigages 

e. Private Sources of Money 

f. Institutional Sources 

g. Government Backed/Guarapnteed Financing 

RIAppr alqal. Paf I. Sectilo II lnge 3 3 S 



PART 11 

SECTION I 

THE BASICS OF REAL ESTATE AI'I'RAISAL 

I. 'The Appraisal Pmcess; IPeispective. 

a. Market Value: is it Fair? Whose opinion? 

b. Principals of Value 

c. Market Forces Create Market Value 

d. Buyers and Sellers Create Market Valvc 

e. Professional Appraisal Societies and Their Role 

f. Professional Brokers and Their Role 

RU Appraisal, Pan II.Sectioni I oige I 9 



iART II
 

SECTION Ii
 

METHODS OF APPRAISAL
 

I. The Market Comparison AppInch, Exanmme: 

a. 

b. 

C. 

d. 

e. 

f. 

g. 

hI.
 

j. 

k. 

I. 

Ili. 

II. Cost Approach, Example: 

a. 

b. 

RV Apprn inI, Pnl II,Section I Page I 



d. 

e. 

Ill. Income Appmach, Example: 

a. 

b. 

C. 

d. 

e. 

f. 

IV. Gruss Rent Multipliers and the Weakniess (of (RMs 

a. 

b. 

V. Market Aplmach to Vacant Land 

a. 

b. 

VI. Condominiun, Alpament and Coopenllive Aplpuoisal 

a. 

b. 

RIE Apprnilqnl, Iarl II.Scctlio II Page 2 



PART 11
 

SECTION III
 

APPLICATIONS AND CONSIDER TIONS
 

1. Depreciation 

a. 

b. 

Ii. Choice of Appiraches, and I)eveloping the Applniser 

a. 

b. 

I11. Appriser's Best Estimate 

a. 

b. 

IV. The Appmisal Repoit 

a. 

b. 

C. 

d. 

e. 

r. 

V. Prfessional Liability 

a. 

b. 

RE Apptatsal, Powl I, Sectlnn III Page I 



VI. Condominium, Apanlment and Cooperative Apinisal 

a. 

b. 

RI' Appraniln. Pntl II.Secthim, III Page 2 
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THE BASICS OF REAL ESTATE LICENSE LAW
 
Prepared by USAID/ICMA, Anton Yergat, April 26, 1995
 

SELF-GOVERNANCE BY LAW
 

* GOVERNMENT: UNDER ITS POLICE POWER 

I ESTABLISHES THE LAW 

* 	 PURPOSE: To protect the public interest against fraud, dishonesty, 
misrepresentation and incompetence on all real estate transactions 

PRESlI)ENT/IRIME MINISTERIMINISTER 

SAN PEOO FENTITY WAITATE DOMMISPTES
 
5ProfEessionals, ICizen,1 GovMernmen
 

ISSUE,RENEW,ENFORCE,SUSPEND,REVOKE,DENY,
 
ISSUE REQUIREMENTS,APPROVE SCHOOLS AND
 
COURSE MATERIAL,LEVY FINES
T
 
WHO IS REQUIRED TO BECOME LICENSED •IT DOES NOT 

ANY PERSON OF ENTrITY WHO1 BUYS, ARBITRATE DISPUTES 
SELLS, RENTS, OR OFFERS TO BUY, ESTABLISH COMMISSIONS 

SELL, RENT OR NEGOTIATE TO BUY, ESTABLISH STANDARD FORMSSELL, RENT 	 ESTABLISH CODE OF ETHICS 

THE COMMISSION REFERS 

OPERATORS WITHOUT LICENSEETO 
THE COURT SYST EM REAL ESTATE ASSOCIATIONS MAY DO 

____ ____ ___ ___ ____ __I ALL OF THE ABO VE 

THE COMMISSION IS INDEPENDENTI OF ANY ASSOCIATIONS 
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EXHIBITI D 

THE SCHEDULE OF MEETINGS AND CONTEXT 

APRIL 10, 1995 

Met with Mr. S. Anlian and Mr. E. Sienkiewicz to discuss my trip mission, schedule 
of events, meetings and received insight on the market place. 

Met with the property management team of the "Triangle" demonstration project and 
received indepth understanding of the issues. I suggested that additional housing units 
should be included to obtain better scale economies in the demonstration. 

APRIL 11, 1995 

Met with the Board of Directors on AREA and Government Officials of the Inventory 
and Housing Department and discussed in detail ICMA goals, objectives, tasks and 
interests for my mission. The most important discussion rested on the identity of the 
Real Estate and Stock Exchange and its relationship to AREA. It became apparent to me 
that in order for AREA to succeed in the long run, it will be necessary to dissolve 
definitively The Real Estate Stock Exchange. It is my belief that this will take place soon. 
'rie issue is one of conflict of interest between the majority share holders of the firms 
that made up the Real Estate Stock Exchange, and who dominate the Board of AREA. I 
believe the Board will attempt to move to inclusion and openness so that flew firms may 
join AREA. 

APRIL 12, 1995 

Met with Caloria Ltd. and Fort Ltd. The Caloria staff consists of five agents and one 
principal broker. The company has a "floor dispatcher," part-time accountant, ten to 
fifteen students acting as referral agents to procure listings of "Ilomes for Sale" from the 
black market and idcntifying buyers. The visit lasted for most of the day and I witnessed 
the operations of a typical firm. 

APRIL 13, 1995 

Met with the Real Estate Stock exchange, the only remaining company who bears this 
name. This firm was set up to coordinate the public relations, advertising and training 
functions of the Exchange. The firm does not coordinate any longer these functions and 
it is expected to change its name. 

APRIL 14, 1995 

Met with the Chief and Deputy Chief of the Department of Inventory and Registry of 
the City. The department has established a real estate brokerage firm for the purpose 
of competing with the market place. 

Met with Compact Ltd. 

qI
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APRIL 17, 1995 

Met with Tigris and 'IVT which are two to four person firms housed in the same 
building sharing space, desks and telephones. 

APRIL 18, 1995 

Met with Kapital president, Vladimir Galstian. The firm has laid off all of its agents 
temporarily for lack of business, it became apparent that this firm is reorganizing to 
focus on real estate development. 

Met with AGAT and DIA, two small firms, consisting of five to six agents. Neither of 
these firms are members of AREA because of differences with tile AREA Board on certain 
issues. They stated that they would join AREA when a multiple listing service is offered. 

Met with PAS and the i)irector of Yerevan Department of lousing. PAS is another 
hybrid public-private real estate firm, formed under the supervision of the Department. 
Trhe Director state that when all of the housing stock is privatized, everybody in the 
Department will need employment for a living, hence PAS. 

APRIL 19 1995 

Attended the weekly meeting of the members of the Real Estate Stock Exchange. The 
purpose of the meeting was to exchange information on listings and buyers. This weekly 
meeting is very practical because of the absence of a multiple listing service program and 
adequate telecommunication systems in the Country. 

Met with the president and the vice presilent of AREA Board to finalize the AREA 
Business Plan. The meeting produced the specific programs for which AREA is seeking 
funding. 

Met with Gloria, Brokservice and Lota in the afternoon. 

APRIL 20, 1995 

Mr. Anlian and myself met with Mr. Andreasian, )irector of Urban Policy. I breifed 
the Director on the need and the mechanism for enacting the Real Estate License Law. 

Met with Mr. Vahrarn Avanissian, )eputy Minister of Finance. I briefed the Deputy 
Minister on the need and the mechanism for enacting the Real Estate License Law. 

Both of these meetings were conducted to prepare for the mini-workshop on the 
Basics of Real Estate License Law in a joint session of AREA Board members and 
Government Officials. 

Both officials expressed concern over the self-governance and collection of fees from 
the licensing activity. 
APRIL 21. 1995 

Met Yans, a three month old firm with three agents, which set up an office ill a 
ground floor dark apartment. The owner appeared to be very bright and motivated. Like 
all other firms, his motto is to stay alive till the break of dawn! The office condition was 
very poor and unhealthy. 
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APRIL 26, 1995 

Attended tile AREA Board of Directors meeting and took part in the discussions and 
subsequent approval of the Business Plan, and the programs for submission to EERPF for 
funding. 

APRIL 27, 1995 

The mini-workshop was attended well by AREA Board Members, Government Officials 
from the City Housing Department and the Inventory Department. This workshop will 
set the basis for the drafting and enactment of tile Real Estate License Law. More effort 
should be placed in this type of public-private cooperation. 

Mr. Anlian and myself met with Mr. Michael Kouchakdjian, the Director of tile 
American University of Armenia, and presented the idea of establishing an extension 
program for the purpose of certifying the members of AREA. The idea was fully endorsed 
by the Director. The next step for ICMA is to prepare a proposal for discussion. 

Mr. Anlian and myself met with Mr. Ray Morton, General Development Director of 
USAID. The purpose of the meeting was to deliver my oral exit debriefing report. I 
summarized the scope of my work and my accomplishments, together with general 
observations andi insights into the effective delivery of technical assistance to Armenia. 
Mr. Morton offered to write a letter of endorsement of tile l3usiness Plan Funding 
requests from EERPF and EURASIA Foundation. 

APRIL 28, 1995 

Met with Mr. Anlian and reviewed tile trip mission and tasks. The remaining time 
was spent wrapping of last minute paperwork and documentation. 

The attached lists the companies, addresses andt telephone numbers. 
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-- -- -- -- -- - ---

-----------------------------------------------------------------------

List of Other Real Estate Organizations in the City of Yerevan 

NAME OF ORGANIZATION Address Phone 

"KAPITAL" (REAL ESTATE 1/3 F.Bjuzandi Sir, VI-fl. 562-666, 561-491, 580-543 
STOCK EXCANGE) 

"TIGRIS" LTD. 8 Abovian Sir., room 22 582-352, 561- 403 

"PAS" LTD [;A------ ---- ---- 5 G.- Lousavorich Sir. 589-992, 528-962--------. --- c--S-r--------------------------------

------------------ f--Htotel-- "Yerevan"~------- -- -- -- -------- -- -- -- -- -- -- -- -- "AGAT" LTD. 56 1-549 

"ARMBROK" LTD. 53 Manushian Sir. 252-786------------ - ------------------------------------ si - -1 tr---------------1: 

"AR-2000" LTD. 14 Pushkin Sir,-------------------------------F 253-460hWii-1----------------------

"AKCERN" LTD. 22 N. Zarian Str. 

"TANS" LTD. 3 Kievian Sir., apt. 9 271-533 

"AYAS" LTD I l'ananian Str. 
----------- --- -- -- - --- '---a-S------ -- -- ------- -- -- -- -- -- --- ----
"AGA" LTD. 20 Atcharian Str. 254-698 

"SEITAREAL" LTD. 
---------------- -

53/8 S. Partcv Sir. 254-667
35/------------------------------------------

"M- I" LTD. 25 1-296 
----------- -- -- ------------- -------- -- -- -- -- --------!c-- -- -- -- -- - --

"M-4" LTI. 22 N. Zarian Sir. 255-093 
------ - --- --- ----------- ---- -- -- -- -- -- ------- -- -- -- -- -- -- -- -- -"TVT" LTD. 62 Terian Sir., Apt. 63 587-847 

4~~~~~ri c'-4. ,44vvmQ%,-'' 
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hotel Ani, floor 7
 

3. ADANA & ORRAN 	Erevan-10, 18 Vartanants st, 554376,575059 Dalian Garik 

Dom 	 Kino, floor 2,ap. 16
 

Phone # Company president
Firm name 	 Address 

Avakian Ovsep " :,,
1."MERKURI 	 Erevan-1-;-pF-Saiat-Novi- 19; 565649,522904 -

Erevan-1, 8 Abovian st, ap. 22 582352,561403 Sapondjian Vardan

2. TIGRIS 

254698,584439 Grigorian Petia

1,, 4. AGA-2 Hotel Ani 

5. ARMBROK 	 Nairi Zarian 22 252786 Melkumian Surik, 
V l0,trvAk "4v,\ 

251296 Abrahamian Artal V
 
k16. COMPACT Nairi Zarian 22 


252787 Edoian Rubik V

V 7. BUSINESINVEST Nairi Zarian 22 


251214 Abrahamian Artak V

K8. KALORIA Nairi Zarian 22 


522857 Martirosian Levon V
 
r- 9. LOTA Nairi Zarian 22 


252780 Egiazarian Ashot \'

10. ATEN Nairi Zarian 22 


253156 Pogosian Artur vf/?-"4
 
.-11. BROKSERVICE Nairi Zarian 22 


252786 Kartashian Aristakes
12. ROLESEXPRES Nairi Zarian 22 


254793 Ayvazian Hayk
13. M1 Nairi Zarian 22 


251296 Ayvazian Argishti
14. ARGISHTI 10 	 Nairi Zarian 22 

Vi1 5. GLORIA 93 Nairi Zarian 22 253156 Grigorian Gagik V.Aff,,
 

254698 Muradian Tigran
16. AYAS Nairi Zarian 22 


Bznuni st. 562666 Galstian Volodia
 , 17. KAPITAL Erevan-10, 1/3 

,Q2. PS(-(lI.,L 	 8!rEST AVAILABLE Copy 
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arh20.docMarket monitoring ( March. 1995 ) 

A. THE PURPOSE OF THE HOUSING MARKET STUDY 

1. To develop monthly , quarterly, and semiannual reports on the number of 

transactions of housing units and on sale prices. 

2. To analyze and make conclusions based on the periodic reports. 

3. To determine the factors affecting the sale price. 

B. THE METHODOLOGY 

1. To use multiple linear regression analyses to determine the significant variables 

affecting sales price 

2. To use sales data obtained from the AREA member brokers and tran\I ation data 

from the inventory bureau "o Jr 

3. To employ graphicq illustrations to communicate the results 

3
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C. ANALYSES AND CONCLUSIONS 

1.Analysis of transactions by zones, six months (October 1994 - March 1995). 

Based on the analysis of Figures 13 and 14, zone 3 contained 990 transactions, 
representing 18 % of the total reported market transactions . This is followed by zone 5, 
887 transactions, representing 19 % of the total market transactions . Zone 7 contained 
the least number of transactions 433 , representing 9% of the total transactions. 

2. Analysis of transactions by type of housing units, six months (October 1994 -
March 1995 ). 

Analyses of the results for the month of March 1995 and the first quarter 1995 
(January, February, March), indicates that zone 5 rankedfirst in number of transactions, 
followed by zone 5 . The least number of transactions to (kq pl)ce in zone 7. 

3. Analyses of transactions by type of housing units and prices 

Based on the analysis of Figures 1,2, and 5 , the price levels of transactions by zones 
and type of housing units , the price level in a zone is not related to the number of 
transactions. For example, price level in zone 3 ranged between $5000 - $130%)0 for I to 
3 room housing units, and in zone 5 it ranged between $3200 - $6400 , while the number 
of transactions in both zones was approximately the same. 

The distributions of transactions by types of housing units indicates that 1room , 2 
room, and 3 room units were 36 %, 32 %, and 29 % consecutively. Four room units 
and single family units represented 3 %. 

Analyses of transactions by type of housing units and prices indicate that the average 
price of I room units ranged between $ 2500 to $ 6400, 2 room units ranged between $ 
4000 to $12,700, and 3 room units ranged between $6000 to %22,100. 

4. Finally, analyses of Figure 18, the average sale ($) per I sq. m . Zones 5,6, and 7 
indicate $69 per I sq. m , $ 53 per I sq. in , and $ 78 per I sq. m 

The results of this reportVconclusive evidence of the market place for average price 
levels and average sq. m values because the sales data represent only 10% of the 
transactions , and the period of reporting is only for six months 
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D. EXHIBITS 

FIG. I PERCENTAGE DISTRIBUTION OF TRANSACTIONS BY ZONES 

MARCH 1995 
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FIG.2 NUMBER OF TRANSACTIONS BY ZONES 
MARCH 1995 
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FIG.3 PERCENTAGE DISTRIBUTION OF TRANSACTIONS BY ZONES
 
MARCH 1995
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FIG.4 	NUMBER OF TRANSACTIONS BY TYPES OF HOUSING UNITS
 
MARCH 1995
 

SING.F. I
 

>3ROOM I
 

3 ROOM 2 276
 

0 	 60 1;0 15o 2;0 20 300 360 

Source: Inventory Bureau 

6 



arh20.docMarket monitoring ( March. 1995 ) 

FIG. 5 THE AVERAGE SALE PRICE ( S ) BY ZONES 
AND TYPES OF HOUSING UNITS - MARCIi 1995 
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FIG. 6 THE AVERAGE SALE PRICE ( $ ) PER 1 SQ. M BY ZONES
 
MARCH- 1995
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FIG.7 PERCENTAGE DISTRIBUTION OF TRANSACTIONS BY ZONES 
FIRST QUARTER 1995 
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FIG.8 NUMBER OF TRANSACTIONS BY ZONES 
FIRST QUARTER 1995 
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FIG.9 	 PERCENTAGE DISTRIBUTION OF TRANSACTIONS BY TYPES 

OF HOUSING UNITS,FIRST QUARTER 1005 
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FIG. 10 NUMBER OF TRANSACTIONS BY TYPES OF HOUSING UNITS 
FIRST QUARTER 1995 
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FIG.1 I. 	THE AVERAGE SALE PRICE ($) BY TYPES OF IIOUSING UNITS 

AND ZONES - FIRST QUARTER 1995 

30000 

i50025000 

A23000 

20000 

15000 
A4500 

5J088 
01 2400 

10000 \ 

500M1-00ff800 

*000 AZ 

5000 _Ae0UKJ 6 

5000 -*,*1 000 M 5 3M8 8G-M53800 
#300-03 *nX8-- 020 

0-I 	 I I I I I 

ZONEI 	 ZONE2 ZONE3 ZONE4 ZONE5 ZONE6 ZONE7 

ROOM -A-3 ROOM ----- 3ROOMJHL-*'ROOM -E-2 

Note : Prices not shown in a particular zone indicate that no information forms were 

submitted for this category ; it does not necessarily indicate "0" activity Therefore lines 

may be partial or interupted ("broken"). 

Source 	: Armenian Real Estate Association 

11 



Market monitoring ( March. 1995 ) arh20.doc 

FIG. 12 THE AVERAGE SALE PRICE ( $) PER I SQ. M BY ZONES
 
FIRST QUARTER 1995
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FIG. 13 PERCENTAGE DISTRIBUTION OF TRANSACTIONS BY ZONES
 
SIX MONTH - OCTOBER 1994-MARCH 1995
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FIG. 14 NUMBER OF TRANSACTIONS BY ZONES 
SIX MONTHS - OCTOBER 1994-MARCII 1995 
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FIG. 15 PERCENTAGE DISTRIBUTION OF TRANSACTIONS BY TYPES OF 
- OCTOBER 1994-MARCH 1995HOUSING UNITS, SIX MONTHS 
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FIG. 16 NUMBER OF TRANSACTIONS BY TYPES OF HOUSING UNITS 
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FIG. 17. 	THE AVERAGE SALE PRICE ($) BY TYPES OF HOUSING UNITS
 

AND ZONES, SIX MONTHS - OCTOBER 1994-MARCH 1995
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FIG. 18 THE AVERAGE SALE PRICE ( $) PER I SQ. M BY ZONES 
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F. SOURCE OF DATA 

These monitoring reports employ two sources of information for the data base used to 
construct the graphic illustrations: 

1. 	 Yerevan Inventory Bureau for overall quantities of transactions, their location, and 
types of residential units. These calculations are based on the total number of 
transactions registered at the Inventory Bureau during the month reported. 
Total number opftransactons is 916 march 1995 , 2248 first quarter of 1995 , 4930 
six months (october 1994-march 1995) 

2. 	 Armenian Real Estate Association (AREA) for information on actual prices of 
transactions, by types of residential units and location. These calculations are based 
on a samplings of total transactions as reported by information forms submitted by 
individual brokerage firms. 
Total number opftransactons is 92 march 1995 , 213 first quarter of 1995 , 350 
six months (october 1994 - march 1995) 

Note: Designated zones, shown on the map at the end of this report, do not represent 
official municipal /legal districting, but are dictated by valuation patterns as delineated by 
the Armenian Real Estate Association. 
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BUSINESS PLAN 

FOR
 
ARMENIAN REAL ESTATE ASSOCIAI'ION
 

FOR 1995 AND 1996
 

ENGLISH TRANSLATION BY: 

ICMA (UISAID ('owltractor) Iocal Tel.: (8852)-52-56-93 
Real Estate lnvesimcnt Regulation Section Intern. ('el/Fax): 011-7-8852-151-350 
Gov. Apparatus )cpt. of the Fconomy Mailing Address: 
Republic of Armcnita Steven .1.Anlian, ICMA Advisor, "C" 
Government Hlou,,c. Room 77 LISA II)/Yerevan 
Republic Square. \ crevan i)cliartment ol' State 
Arnenia, 37501 \Washingtoni. I(' 20521-7020 
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A. 	 External environment 

I. 	 Will [he economic conditions improve in tie next three years'?
 
.1. It will improve because of the following Factors:
 

I. .1. 	Positive changes in the Karabakh conflict; 
1.1.2. 	 Resuming the operation of the Armenian Nuclear Power Station in 

the midst 1995: 
1.1.3. 	 In 1994 GNP has increased by 0.5% compared with 1993; 
1.1.4. 	 'here is a trend of decrease ill banking loans: 
1.1.5. Stability of the Armenian national currency - dram. inflation rate 

of*which is 10% per year. 

1.2. 	 Impeding factors: 
1.2.1. 	 L.ow level of cmplovnIent: 
1.2.2. 	 Strength of bureaucracy; 
1.2.3. 	 Low level of income of the popUlatioii; 
1.2.4. 	 Banking loans are targeted to short-term commerce transactions; 

2. 	 Will the process of'privatization improve and will it continue in the next three 
years'.' 
2.1. 	 It will improve because of the following factors: 

2.1.1. 	 Adoption of a program of privatization and its implementation 
started at the end of' 1994 and in 1995. More than 300 small 
enterprises were privatized dturing this period; 

2.1.2. 	 The process of distribution of vouchers to people has finished; 
2.1.3. 	 The process of privatization of big enterprises has started. 

2.2. 	 Impeding fiactors: 
2.2.1. 	 The legislation provides huge diffierences for: 

a) privatization of' ig enterprises: 
1) privatization of small enterprises: 
c) privatization of state-owned enterprises to the lessee; 

'rivatization of group (a) ismuch less expensive that of the groups 
(b)and (c). In group tc) the market structures turned out to be the 
least protected. 

3. 	 Will lie number of'transactions \with real estate increase during (lie next three 
years? 
3.1. 	 It will incicase because oflthc fIllowing fictors: 

3.I. I n Yercvan. 2.723 Iansactions with apartments and private single-
Ifaiilv houses wreic egistered in 1991. 3.606 in 1992, 5,360 in 
1993 and 7.2)0 in I ()),I. and the average increase of prices of 
apartllents was 12.3"' per year: 

3.1.2. 	 IPo)sitivc economlic cfmigcs: 
3.1.3. 	 Initiation of privati/aliom of'the housing stock: 
3.1.4. 	 'eople become more accustomed to the market conditions; 
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3.1.5. 	 Significant demand Ior housing which cannot be satisfied because
 
of not affbrdability of prices.
 

3.2. 	 Impeding factors:
 
3.2.1. 	 Extremely bad legislative, legal and regulatory basis;
 
3.2.2. 	 Extremely low level of implementation of new mechanisms
 

[construction of new units ?] both in residential and non-residential
 
housing: 

3.2.3. 	 L.ow inconme level o lpolulation.
 

4. 	 Potecntial members of the association 
4.1. 	 At the beginning stage. in 1995 and 1996, tie association will accomplish
 

services in the area of iransactions with residential housing stock. As the
 
privatization process goes oil and the market develops, the area of
 
influence of the association will expand and include transactions with non
residential housing stock, as well as with land.
 

4.2. 	 At the present time. tlhe associalion has 22 menibers.
 
4.2.1. 	 All association members are legal entities (firms) according to the
 

defilnition of memlwcship in the association's charter.
 
4.3. 	 Potentially. in Yerevan. there about 30 fimns which operate in the area of
 

real estate brokerage.
 
4.4. 	 There is a trend of increase oflthe number of real estate brokerage firms.
 

4.4. I. 	 The number of real estate brokerage firms will increase;
 
4.4.2. 	 Sone of the firms will expand and include new spheres of
 

activities in the real eslate area:
 
4.4.3. 	 Poorly organized Iirlis will terminate.
 

4.5. 	 Present and potential barricrs impeding development of business in the
 
real estate area.
 
4.5.1. .ack of the necessary legal basis:
 
4.5.2. 	 I.ow level ofpro lesslomalisin:
 
4.5.3. 	 Pcople are not psychologically prepared to satisfy their needs with
 

the help of' real estate brokerage firms;
 
4.5.4. 	 Insufficient adverising and marketing activities;
 
4.5.5. 	 Instuflicient material mnd tcclnical provision.
 

5. 	 Legal, regulatory and juridical basiS 
5. 1. 	 .Juridical barriers. 

5.1.1. 	 Ixtrcniely high lax i inrcreal estate transactions - 10% of the
 
price of each transaction:
 

5.1.2. 	 Neccssitv of'chagc oflold laws and regulations which regulate the
 
process of transactinms with real estate and first of all with notary
 
Contracts onl transactions:
 

5.1.3. 	 Lack of the mortgage law and law on collaterals;
 
5.1.4. 	 It is necessary for the ('enlral Bank of the Republic of Armenia to
 

niake a decision abcul i)erliiitting to accomplish real estate
 
transactions with any currency.
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5.1.5. 	 It is necessary to change the regulation about registration 
procedures of citizens ("propiskas"); 

5.1.6. 	 Itisnecessary to find an optimal tax rate for real estate 
transactions: 

5.1.7. 	 It isnecessary to develop amethod of real estate assessment. 
5.2. 	 Licensed professions 

5.2.1. 	 Real estate brokerage activity isnot licensed in the Republic of 
Armenia; 

5.2.2. 	 Not licensing of this prolession has created the situation in which 
many brokers operalc independently in the market, do not pay 
taxes, which is really harmltil fIm the image of the profession. 

5.3. 	 Legal proceedings 
5.3.1. 	 Taking into consideration the fitct that apart of laws and 

regulations has been aloplcd during the socialist period and are 
against the market relations. and the other part has market 
orientation, it beconlcs obvious that the first part is in conflict with 
the second one. As a rcsull, since there is no appropriate system of 
required market-orienled laws and regulations the existing system 
o"legal proceedings is inlllkctive. 

6. 	 Attitude of the community and geographical conditions 
6. 1. 	 Attitude oflthe communitv o real estate professionals 

6. 1.1. There is a certain trend of increase of respect towards activities of 
real estate professionals in the community; 

6.1.2. 	 In order to increase prestige ol'the profession, licensing of the real 
estate iprolcssions isnecessary. 

6.2. 	 Activities aimed at increase 1tihe mumber of real estate transactions on a 
professional level. 
6.2.1. reate and implement trailning capacity for brokers; 
6.2.2. 	 Create acomputer nct\\ork. 
6.2.3. 	 Provide necessary advelitisinmg campaign: 
6.2.4. 	 Solve numerous lcgail problems (laws and regulations of the 

Republic of Armenia). 
6.3. 	 At the present time. it is reasonable to be involved in real estate brokerage 

activities only within Ycre\ ;Ill. 
6.4. 	 What kind of.hou1sCs are relC ilcL, trrcd in the market (organized in the 

descending order: Iom the highlest to the lowest priority)? 
6.4. I. ApaItnients in StolC-1iad Ihuiltlings with concrete-nIade walls, 

lh4ors and ccilings. midlillp oved planning, where the height of the 
ceiling is at least 2.75 I ltes: 

6.4.2. 	 Apartments ill shtnl-llladc buildings with wood-made walls, floors 
a1d ceilings, amnd illipirmed planning: 

6.4.3. 	 Iligh-rise buildings: 
6.4.4. 	 Stone made biiildinig \\itli insullficient planning level and low 

ceilings - 2.5 meters. 
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6.4.5. 	 Cassette [?] buildinigs. 
6.5. 	 What kind of services do the clients want from the real estate 

professionals? 
6.5.1. 	 Select real estate units which correspond to their needs; 
6.5.2. 	 Provide necessary docutlinillation after closing the transaction; 
6.5.3. 	 Assess areal estate unit: 
6.5.4. 	 Guarantee closing ol'a transaction according to the terms of the 

contract; 
6.5.5. 	 Provide consullatiOlIs to clients on issues related to trends of 

changes in prices of real cstale. legal issues, seismic stability of 
buildings. insulatioll 0iapart ments. and so on. 

7. 	 The most essential factors ol'the exterimal environment on which the association 
can positively inlluence (organized in the order of the highest to tlu 'owest 
priority). 
7.1. 	 Create the necessary legal basis: 
7.2. 	 Increase (he professional leel of brokers: 
7.3. 	 Decrease the taxes on acli\i!ies in real estate area; 
7.4. 	 License the real estate profession:
 
7.5. 	 Improve the image of the association members. 

B. Internal Environment of the Association 

I .	 Property of the association 
1.1. At the present time. the association is temporarily located in the building 

which belongs to the Armenimi Real IIstate and Stock Exchange; 
1.2. 	 For normal operation of the association it is necessary to rent space with 

the area it"200 to 250 stUarte meters: 
1.3. 	 The association needs tables,chairs, cabinets, computers, copying 

equipnlet. and so oil. 
2. 	 Condition of the starf
 

2.1 . At the present time, the Ioartd of I)irectors is in the process of selection of 
acandidate for the position ,'assiciation's manager, which ,hould be a 
fitI hired the Board of Directors-ime employee.felbre IhCimiamger is 
will temporarily accomplish tlie imctions of the manager. 

2.2. 	 1Iired shll'of tie associatiom 
2.2.1. 	The executive manager of ihe association (manager); 
2.2.2. 	 Secretary:
 
2.2.3. 	Inlformation tlcparten (2 enployees): 
2.2.4. 	Planning deparlment (.'emplloyees): 
2.2.5. 	ILegal service (Iemplo elc: 
2.2.6. 	Accountant (I enlpho.C): 
..7. "I clIical staff'( Iemuph x ccL: 

3.Volunteers of"tile association 
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3.1. 	 Volunteers of the association ire employees of companies and 
organizations that are members of the association: 

3.2. 	 Volnteers of the association ,iainkv accomplish one-time orders of the 
Board of )irectors. In the Iture. \\ heln committees are orga-;zed in the 
association, the volntcers \\ ill be involvcd in specific activities of 
committees. 

3.3. 	 What comm i(tees should be Mgm i,'ed to satisl'y the needs of the 
association? 
3.3.1. 	 Arbitration committee which will regulate relations between the 

association members: 
3.3.2. 	 Legal committee which \\ ill lobby tle governmental and legal 

structures of the Repuliic o Armenia on behalf of the association 
iembers. 

4. 	 Services of the association 
4.1. What kind of services should Ilic association provide to its members? 

4.1.1. 	 Inlformation ol real cst1tc Ii aiisatiolns, 
4.1.2. 	 Inlloriation onIlesCed rcaICN ;ale unfits, 
4.I.3. 	 NlMarketing research [ (lietill estate market, 
4.1.4. 	 lraining to the ass0Ci;llion( iiimbers: 
4.1.5. 	 I.obbVilig legal andi 1-10\ Crinmital structures on behalf of the 

association members: 
4.1.6. 	 Inflormation to the awssciati m members on legal changes in the 

real estate sphere: 
4.1.7. 	 Provision of work Slmcclo flhe association members. 

5. 	 The most cssential f-actors olfthe internal civiroinlent 
5.1. 	 IBuilding and offlices oflic is, ,oci;iIIn: 
5.2. 	 ('reatinc l'al inlormalinn center I r lie association with concrete 

Illechallislls of use oflinlorimilltIoI. 
5.3. 	 Provision of'the assv 'iati nicim crs witi results of the marketing 

research: 
5.4. 	 Provision of the associaliol metald 'rs with documentation (forms and 

certificates) which will al h,\ 10 acciplish real estate transactions within 
the framework of the current Iceislation. 

5.5. 	 Provision of'the associaion ilicis with legal consultation. 
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Description of the Programs of Armenian RIal Estile Association 

I. 	 Str:tegic Objectivce I. 
1.1. 	 Support creation of the nceessarv legal basis. 
1.2. 	 Program. 

1.2. 1. 	Reduce the State tax oin real estate transactions from 10.0/ to 
1.0% 

1.2.2. 	 I)evelop and impleme.'nt a iiiethodology ofassessment of the 
housing stock. 

1.3. )escription. 
I.3. 1. 	At prescnt, people avoid registration of real estate transaction 

prices because of high tax rates oii real estate transa :ons and lack 
o1"methodology ol'assessi micut of the market value of the housing 
stock. As a result. thc SIatC looses significant amounts of money, 
the Ilrls cannot rcgislcr the real prices of transactions, and this 
creates conflicts with the lcuislation; 

1 .4. 	 Actions. 
1.4. I. Fulfill analysis ol'selling midltlbuying transactions of the housing 

stock for the period 11991 to 1994; 
1.4.2. 	 Select sources of hiniima inabout the number of sold apartments 

and about the market price, fOr smaller time periods within the 
above mentioned peil t : 

1.4.3. 	Provide reliability of i ili iliom about the prices of the sold 
housilrig tinaits: 

1.4.4. 	I)eterinie the fiactoi s \ic hhave impact on prices (price
detelmining Iactors) 

1.4.5. 	 I)e'elop a inllhodolph. of assessment of lthe housing stock and an 
appropriate coimiputer so\ :ure: 

1.4.6. 	 Create the balance ol actull cash inflow into the budget for the 
current fax rate., and Icrspccli ye cash inflow if the tax rate is 
receltCCd anld the mei lladh.v ol'real estate assessmcg is 

imllccieted.
 
1.5. 	 Results of tlhe program.
 

1.5. I. lhe association \\ill pl',\ tIhe role ol'an organization which 
accurately assesses the ma et value of real estate units, and these 
value is acccpLd h\ the p,1 ernment. This service is provided for 

1.5.2. 	 RIdtiction ofthe Stalc I;i\ \\ allow to generate revenues for theill 
Slac budget, md \\ill ;itltw citizens and organizations to 
violatc the law. 

1.6. 	 Terms. 
1.6.1. 	 Program 1.2.1 and items I 1.1. 1.4.2. and 1.4.6. will be 

accomplislhed ill ( illil l". 
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1.6.2. 	 lrogram 1.2.2 and itcms I.1.3. 1.4.4., 1.4.5. and 1.4.6. will be 
accomplished in 6 m itls: 

2. 	 Strategic Objective # 2 
2.1. 	 Provision of multiple-listing service and informational-advertising 

activities of the association. 

2.2. 	 Program. 
2.2.1. 	 Publishing of a wecl, lv no\ spaper for presenting real estate related 

issues. 
2.2.2. 	 Collection, processing and dissemination of information in order to 

increase effecliveness of cooperation of the association members. 
2.3. 	 I)escriplion 

2.3.1 . The program is designed io provide presentation and promuotion of 
real estate related isstucs 1 the association members and the 
association itself'. and Cal;llitll of aunified information basis for 
increasing effcctivclcss o 'ooperation of the association members. 

2.4. 	 Actions. 
2.4. I. Collection ofa stalT l'r the iiewspaper "Real Estate of Armenia", 

wihich will include an cdi ti . three correspondents, an operator. two 
assiSlillss, and anl accoiullH.t 

2.4.2. 	 Purchase of paper fbOr 4.I)0 copies of the weekly newspaper 
consisting of four pag-cs: 

2.4.3. 	 Covering the pullication expenses of the newspaper; 
2.4.4. 	 Paynment of the salat is o1 the newspaper staff; 
2.4.5. 	 Creation of aniplp11)JHriaJtC department (inibrmation department) 

which will collect. anal\ /c and dissemimate information; 
2.4.6. 	 l)evelopment of necessar fIrlns for reports, which will be 

distributed among Ihe interested association members for 
collection of inftr6namtii i: 

2.4.7. 	 )evelopment of ethical normts of conduct regulating relations 
between partners in Iiolcage operations and in information 
exchange: 

2.4.8. 	 )e'elopmcnt ol'ci ,li qnlci siltware which will provide eflkctive 
search of Inecessll'\ ititlnal i1l0. 

2.4.9. 	 Provision of classi lital itl ol the collected infbrmation on 
transactions and real c';Iac lease: 

2.4.10. 	Lease of space of 150)stlalc meters for the press-office; 
2.4. I1. Provision o1"3 comiltm,. hfi n which one to the press-office; two 

copyi,.ing nmachincs. f i, hich one to the press-office; one scanner 
Ibr common use: tIM) laer printers, from which one to the press
office: a flix lachi, oltonion use: ten phones. fr n which one 
the press-ollicc 

2.4.12. 	Purchase of of'lice ctlilpi ici I: 17 desks. fron which 7 to the press
office. 60 chairs. 0 I, I, -sidclyes - 2 to tie press-office, 80 meters 
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of curtain material - 20 meters to the press-office, 3 saves - one to 
the press-office. 

2.4.13. 	Office supply.
 
2.5. 	 Results of the program.
 

2.5.1. 	 The association, through its newspaper will act as a regulating
 
reliable source of in FOrniation on all aspects of the real estate area.
 

2.5.2. 	 In a year the newspaper vill become completely self-sustainable.
 
2.5.3. 	 The association and its members will get the opportunity to
 

organize advertising camnpaigns for a very low price or for free.
 
2.5.4. 	 The association will act as an organization which will help
 

effective operation of"the association members.
 
2.6. 	 Terms.
 

2.6.1. 	 Items 2.4.1., 2.4.1 1.. 2.4.12.. and 2.4.13. will be accomplished in 1
 
month;
 

2.6.2. 	 Item 2.4.2. will be accomplished in 1year;
 
2.6.3. 	 Item 2.4.3. will be accomplished in 9 month;
 
2.6.4. 	 Item 2.4.4. will be accomplished in 6 months;
 
2.6.5. 	 Item 2.4.5. will be accomplished in I month;
 
2.6.6. 	 Item 2.4.6. will bc accomplished in 1.5 months;
 
2.6.7. 	 Item 2.4.8. will be accomplished in 2 months with further
 

development of the program:
 
2.6.8. 	 Item 2.4.9. will be accomplished in I months;
 
2.6.9. 	 Item 2.4.10. will be accomplished in 1 year.
 

3. 	 Strategic Objective #3 
3.1. 	 Information about the condition of the real estate market.
 
3.2. 	 Program.
 

3.2.1. 	 Analysis of the real estate market.
 
3.3. 	 Description.
 

3.3.1. 	 Necessity of this program is dictated by the fact that many
 
financial institutions, in order to increase reliability, im to real
 
estate firms for assessment and prognosing of prices of real estate
 
units, being sold or bought.
 

3.4. 	 Actions.
 
3.4.1. 	 Creation and providing salaries to the appropriate department of
 

AREA - Department of Ilanning.
 
3.4.2. 	 Analysis of changes inprices of real estate in Yerevan during the
 

period of 1991 to 1994.
 
3.4.3. 	 Quantitative analysis ofsold real estate units in Yerevan during the
 

period of 1991 to 1994.
 
3.4.4. 	 Trends of changes in prices of real estate and number of sold units
 

in Yerevan during the period of' 1991 to 1994;
 
3.4.5. 	 Analysis and trend of'changes of factors affecting prices (price

determining factors) in 'crevan during the period of 1991 to 1994;
 

9 
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3.4.6. 	 Analysis of groups o1 buyers working in the Republic and outside 
of it, taking into consideration dynamics of development of the 
economy; 

3.4.7. 	 Analysis and trends oflchanges in economic indicators; 
3.4.8. 	 Solution of the Karabakh conflict, energetic problem and the 

blockade. 
3.5. 	 Results of the program. 

3.5.1. 	 The association will provide confidential information to its 
members about trends ol"changes in prices of real estate (housing 
stock), which will have positive impact on the financial situation of 
real estate firms and on their prestige. 

3.6. 	 Terms. 
3.6.1. 	 Items 3.4.1. to 3.4.8. \\ ill he accomplished in I year and further. 

4. 	 Strategic Objective #4 
4.1. 	 Provide basic norms and principles of the profession and opportunities of 

increasing professional level and training. 
4.2. 	 Program. 

4.2.1. Develop and imnplemicni a Code of Professional Ethics; 
4.2.2. Implement a methodology oI' real estate appraisal; 
4.2.3. Develop a training program lbr association members 

4.3. 	 Description. 
4.3.1. 	 This program will be accoinplished mainly by the specialists of the 

ROA, using materials and experience of the U.S., taking into 
consideration the existing local conditions and traditions. For this 
strategic objective, besilcs organizing training courses in Armenia, 
also some training or stludy tours will be organized to other 
countries, which will help the association members to get familiar 
to achievements of olhcr cotntries. 

4.4. 	 Actions. 
4.4.1. 	 Study of the codes ol ethics ol1 real estate associations in the U.S. 
4.4.2. 	 Development and adoption tl'lthe Code of Professional Ethics 

(CPE) by the general niceling of the association. 
4.4.3. 	 Promotion olthc CII ol lIhc association in mass media. 
4.4.4. 	 Presentation and clarilicaiI( of cases of violation of the CPE of 

AREA in the mass ncdia. indicating the names of persons who 
failed to meet the rqtlmirmenilts of the Code. 

4.4.5. 	 Study of the mcthodoloies ol' real estate (housing stock) appraisal. 
4.4.6. 	 Periodical (once per month) presentation of general price indicators 

for one square meter ol housing for all territorial zor s of Yerevan 
by all association iciminhcs. 

4.4.7. 	 Organization ofcouscs hir getting familiar to the principles of the 
CPE of AREA. 

10 
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4.4.8. Organization of courses fr getting familiar to various 
methodologies of real estate appraisal, including housing stock 
appraisal methodology developed by AREA. 

4.4.9. 	 Study of the regulations having direct relation to real estate 
transactions in the lRepublic of Armenia; 

4.4.10. Study of the regulations lIm ing indirect relation to real estate 
transactions in the Republic of'Armenia; 

4.4.11. 	Study of the legal practice methods in foreign countries in the area 
of real estate transactions: 

4.4.12. 	Study of the regulations ol'the Republic of Armenia related to 
construction and reconstruction; 

4.4.13. Study of the tax legislation olthe Republic of Armenia; 
4.4.14. Organization and planning oftreal estate firms, and development of 

business plans: 
4.4.15. 	Organization ofniecti"ds \\ith colleagues from other countries, 

business tours: 
4.4.16. '[raining of Realtors to iiiake contracts on a universal basis. 
4.4.17. Provision of the members oi AREA with copies of recently 

adopted laws and regulatilons of the ROA related to real estate area. 
4.5. 	 Results of the program. 

4.5.1. 	 Providing the highest dCgrcc of integration of real estate firms 
(offices) and increasing thcir image in the public. 

4.5.2. 	 Providing stability, clear oblectives and legal basis to the 
association mcmbers. 

4.6. 	 Terms. 
4.6.1. 	 Items 4.4.1., 4.4.2. ani .1-1.." will be accomplished in 2 months; 
4.6.2. 	 Items 4.4.4. to 4.4.17. \\illIbhe accomplished in 1year and will be 

continued further. 

5. 	 Strategic Objective N5 
5.1. 	 Accomplishment of real estate transactions in all spheres on a universal 

basis. 
5.2. 	 Program. 

5.2.1. 	 Development ofdocuiicii \\Ihich will allow to conduct any real 
estate transactions within the li'amework of the current legislation 
of the Republic ol Arniciiia aind on the entire territory of Armenia. 

5.3. 	 Description. 
5.3.1. 	 At the present time, the sitiation in the area of legal registration of 

documentation ischaotic. 
5.4. 	 Actions. 

5.4. 1. Development ofall kinds f inrms and certificates for privatization 
of residential and non-ireidctnial housing stock (taking land into 
consideration), 
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5.4.2. 	 Development of all kinds of Ibrms for transactions or exchange of 
residential and non-residential housing stock (taking land into 
consideration); 

5.4.3. 	 Development of all kinds of IOrms for transactions of inheriting of 
residential and non-residential housing stock (taking land into 
consideration); 

5.4.4. 	 Development of all kinds of lbrms for transactions of alienation of 
residential and non-residential housing stock (taking land into 
consideration); 

5.4.5. 	 Development of model contracts for transactions, lease, and 
exchange of real estate. 

5.5. 	 Results of the program. 
5.5.1. 	 Development and implemelntation of these forms, blanks and 

certificates will provide normal functioning and elimination of 
anarchy in the above mcntioiied area of activities. 
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Form #1 
Two-Year Budget of Armeni:an Real Estate Association 

Budget Article 

Salaries of the management staff
 
Executive Director of the Association 
Secretary 
Head of Information Department 
Operator 
Head of Planning Department 
Economist 
Accountant 
Lawyer 
Technical assistant 
Total salary 
Lawyer 
Technical Assistant 
Total salary 
Administrative expenses 
Rent of the office space (300 sq.meters) 
including 50 sq. nmeters lbr press-office 
Charge for use of' 10 telephones 
Distance calls 
Subscribed press 
Advertising 
Business trips 
Unexpected expenses 
Total administrative expenses 

(iii US Dollars) 

1995 


840 

420 

560 

280 

56(1 
-19( 
560 

560 

250 


4,5211 

4.800 

151 

20)0 
10 0 
7(11 

5.000 
1.01) 

12,311) 

1996 1997
 

980 1,100 
490 560
 
600 650
 
320 .150
 
600 650
 
530 550
 
690 750
 
690 750
 
280 350
 

5,180 5,170 

4,800 4,800 

900 900
 
200 300
 
180 200
 
800 1,000
 

5,000 5,1'0 
1,000 1,000 

12,880 13,200 
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Form #2 
Budgets for Strategic Goals of Armniula Real Estate Association 

(in US Dollars) 

Budgets of programs, actions according to each 1995 1996 1997
 
strategic goal and comments
 
Strategic Goal #1
 
Budget of Actions for Sections 1.4.1, 1.4.2, 1.4.3 - - 
and 1.4.6 is formed from salaries of Planning 
Department 
Section 1.2.1 _ 

Sections 1.4.4 and 1.4.5 1,500 
Total budget of Program 1.2.1 1,500 
Strategic Objective #2 
Budget of Actions 
Section 2.4.2 - paper 5,000 kilos 6,500 4,000 
Section 2.4.3 4,400 5,000 5,500 
Section 2.4.4 2,600 3,000 3,500 
Section 2.4.6 and 2.4.7. is formed from salaries of 1,500 500 -

Planning Department (Form i1) 
Section 2.4.8. 
Section 2.4.9 is formed from of salaries of 
Information Department (Form #1) 
Section 2.4.10. considered in administrative 
expenses (Form #1I) 
Sections 2.4.11., 2.4.12., and 2.4.13. considered in 
capital expenses (Form 112) 

Total budget of prograni 18,000 8,500 13,00 

Strategic Goal #3 
Sections 3.4.1, 3.4.2, 3.4.3, 3.4.4. 3.4.7 - is lirmed 

from salaries of Planning Departnent 
Total Budget of Programi 3.2.1 is completely 
formed from salaries of Planning )cp:rtmcnt 

-

Strategic Goal #4 
Budget of Actions 
4.4. 1. Specialists of the ROA 400 
4.4.2. and 4.4.3. the association newspaper 
4.4.6. from administrative expenses 
4.4.7. Specialists of the ROA 300 300 300 
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4.4.8. Specialists of the ROA 
4.4.9. and 4.4.10. Specialists of the ROA 
4.4.11. Business trips are considered in 
administrative expenses 
4.4.12. Specialists of the ROA 
4.4.13. Specialists of the ROA 
4.4.14. Specialists of the ROA 
4.4.15. Business trips are considered in 
administrative expenses 
4.4.16. Specialists of the ROA 
4.4.17. From the funds allocated for accounting and 

legal services (Form # 1)
 
The Total Budget of program 4.2.1 is formed at 

the cost of salaries of Planning Dept.
 
Strategic Goal H5.
 
Budget of Actions 
Sections 5.4.1, 5.4.2, 5.4.3, 5.4.4. and 5.4.5. -
Specialists of the ROA 
Total Budget of the program 
Total Budget of all programs 

Capital Expenses 
1. 	 5 computers 
2. 	 2 copying machines 
3. 	 1 laser printer 
4. 	 1scanner 
5. 	 1 fax machine 
6. 	 10 phones 
7. 	 Office equipment including equipment Ibr tile 

press-office ( 17 desks, I big table for meetings. 
60 chairs, 6 hook-shelves, 3 saves) 

8. 	 Office supply 
Total Capital Expenses 

Total Expenses 

Grand total 


300 
400 

400 
400 
350 

300 
-

2,850 

1,500 

1,500 
23,850 

1995 
3,000 
2,000 
2,400 
1,300 

700 
150 


5,000 
1,500 

16,050) 
39,900 
56,730 

icmal82.doc 

300 300 
400 400 

400 400 
400 400 
350 350 

300 300 

2,450 2,450 

500 
I 

500 

11,450 15,450 

1996 I 1997 
2,000 

-

-

-

-

150 

1,800 2,000 
3,950 2,000 

15,400 17,450 
33,460 36,360 

-: 15 
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Form #3 
Balance of Incomes and Forhlicoming Expenses 

of Armenian Real Estate Association 
(in US Dollars) 

Budget Articles 1995 
1. Income 
1.1. Membership fees 4,000 
1.2. Admission fees 800 
Income generated from implementation of 
programs 
Objective #1 
a. Services of real estate appraisal 1,000 
b. Legal and accownting consultations 1,000 
Objective #2: Publishing 5,000 
Objective #4: Training courses (for brokers and 
appraisers) 1,000 
Objective #5: Sales of packages of documentation 500 
Total Income 13,300 
Total Expenses 56,730 
Net Income (43,430) 

1996 1997 

6,000 
2,000 

8,000 
3,000 

2,000 
2,500 
8,000 

3,000 
4,000 

12,000 

2,506 
500 

23,500 
33,460 
(9,960) 

3,000 
500 

31,500 
36,360 
(4,860) 
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EASTERN EUROPEAN REAL PROPERTY FOUNDATION
 
FINANCIAL SUPPORT APPLICATION
 

Submit the Financial Support Application in English (the Foundation will pay for the translation upon 

submis-ion of an invoice) to Ihe Following Address: 

Alfred P.Van Huyck
 
Executive Vice President
 

Eastern European Real Property Foundation
 
Suite 550, 700 11th Street, NW
 

Washington DC 20001
 
Phone 202-383-1296 or Fax 202-383-7549
 

' 
__"_DATE OF APPLICA7ON: &ft".A: 2 / 

ADDRESS OF THE ASSOCIATION: nit___... 22 ____ 

FAX NUMBER. 2,L Lq_:1 PHONE: .25 V.791 2,'2 2 

NAME OF CONTACT FESOA 

LIST BiNK ACCOUNT INFORMATION TO FACILITATE VIRE TRANSFERS (print clearl., to avoid
 

mistakes):
 

Bank Name:- ± e~& AK 

0Bank Addresr: KoOC'.' nx t>AC2MCL2AhAX6 
LQ A z. 1 cIa. . 700 .25 .,x 3262 ,12L?..,Name of Account. R 

_ _ __Account Number.__ _ __._ _ 

SViF Code (opti~n,.. 

/CItECK CATEGORY OF FINANCIAL SUPPORT REQUEST: 

o Direct Administative Support
 

O3 Financial Support for Association Program Activities
 
0 Financia! Support for Assoclation Professional Development
 
[ rinancial Support for Special Puros AclhlUes
 

,
TITLE OF THE PROJECT: 0 .Cc, kLJ L 4, A 

UCLA-~ 



03,"03 .95 09 25 alll I I 1 Il 

OBJECTIVES OF THE PROJECT RELATED TO THE BUSINESS PLAN: aa._ A"AA, 

ds~'~,4 UALA4t - w-A- aaoi-w. :t 

DESCRIPTIONF THE PROJECT 

HOW WILL THE PROJECT BENEFIT THE MEMBERS OF THE ASSOCIATION (be specific In terms of 

numbers of persons benefiting): 

DETAILS OF THE PROPOSED PROJECT 

DESCRIBE THE OUTPUT OR PRODUCT or THE PROJECT. D .. 4 AAj _ 

HOW LONG WILL ITTAKE TO COMPLETE THE PROJECT INCALENDAR DAYS OR MONTHS: 

3 AAL._. JAA. 

ercoT AVAII.ADLE COPY 



US .,U ,. 11V: _U "Ty~ I I II I I.... 'H{' 

IDENTIFY THE PHASES OF THE PROJECT IN MEASURABLE TERMS (these phases will be used to
determine when financial payments will be made by the Foundation, include expected date of phase
conpletion and a brief descnption of the project status a! the conclusion of the phase) 

Phase One: 

Phase Two: r 

Phase Three: bk4E iJALA. £ AfLGbWaAAAAa, 

Phase Four: _________________________ 

LIST PERSONS WHO WILL WORK ON THE PROJECT FOR THE ASSOCIATION C!st nsm and level of 

effort in person days of work, indicate if the contribution is for pay or volunteerl: 

ct 60"__ 

P&\t0 vv N cz -- - v s. .. 

INDICATE WHAT PROFESSIONAL SUPPORT, IF ANY, IS DESIRED FROM THE FOUNDATION FOR
THE PROJECT: 

PrST AVAIL AIrl.r COpY 
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DESCRIBE HOW THE ASSOCIATION WILL EVALUATE THE PROJECT UPON COMPLETION:
 

FINANCIAL DATAS WAT IS
THE TOTAl. FINANCIAL REQUEST INUS DOLLARS:
 

WHAT ISTHE TOTAL CASH CONTRIBUTION OF THE ASSOCIATION INLOCAL CURRENCY:i.(use USS dollar equiv'alienl using the current exchange rate)

1 ,S_ _ _ _ _ _ _I 

; LIST INKIND CONTRIBUTIONS OF THE ASSOCIATION WiLL MAKE, IFANY (in kind contributions Include 
*,donated raterials, equipment, supplies, or services) 

WIITREVENUES WiLL THE PROJECT GENERATE FOR THE USE OF THE ASSOCIATION (Include the 
calculations by which the revenue estimates are generated) 

prI A\'AIL AIl.[V 1OPY 
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FILL INTHE PROJECT BUDGET TABLE 

US DOLLARS LOCAL CURRENCYITEM 
(to be provided by Foundation) 'use USS equivatients) 

(',o to provided by Asscm.) 

PROFESSIONAL SERVICES 
(days x daily rate) 

-___ • __,_2 324 

DIRECT COSTS FOR PROJECT 

Travel Costs 

Hotel and Meals 

Translator Services 

Interpreters
 

Material Purchases (list) 

SUB TOTAL DIRECT COSTS /5 6' 4' 

Hr'T AVAIL Af.I E COPY 



I;1
 
GENERAL ADMINISTRATIVE COSTS (related to the project appl~caliofn only) 
Rent
 
Postage 


_ _ _  _Phones and Fax _ _ _ _ _ 

Office Supplies
 

Library
 

Printing Costs
 

Accountng and Legal Services 

Other Costs (list) 

SUBTOTAL ADMINISTRATION 

GRAND TOTAL FOR PROJECT 

NOTES ON THE 1UDGET CALCULATIONS (indicate the sssurrp!Ons underlying the budget total listed
above use additional pages as neede-) 

"-(-if" 
 A r r 



EASTERN EUROPEAN REAL PROPERTY FOUNDATION 
FINANCIAL SUPPORT APPLICATION 

Submit the Financial Support Applcation in English (the Foundation will pay for the translallon upon
submiion of an invoice) to the Following Address: 

Alfred P.Van Huyck
 
Executive Vice President
 

Eastern European Real Property Foundation
 
Suite 550, 700 11th Street, NW
 

Washington DC 20001 
Phone 202-383-1296 or Fax 202-383.7549 

DATE OF APPLICATION:_ 2 7 

ADDRESS OF THE ASSOCIATION: Cut .4/- 22 

FAX NUMBER: .2- / PHONE: 2.5 4'. .2,.-.2-7 .. 

NAME OF CONTACT FERSON:- . 
LIST BANK ACCOUNT INFORMATION TO FACILITATE WIRE TRANSFERS (print clearl' to avoid 
mist2kes): 

Bank Name: *fh AKP 
Bank Address :jQ J j3 re i/ 
Name otcon: 

Account Number. . Q... -___ _ __I 

SVAFT Code (option3l:___________________________________ 

./CHECK CATEGORY OF FINANCIAL SUPPORT REQUEST: 

Direct Administ,ative Support .,VA Ai11 : (crrv 
[] Financial Support for Assoation Program Activitics 
O Financial Support for Association Professional Development
o Financial Support for Special Pur'oscActiviUes 

TITLE OF THE PiIOJr['CT: ... i" .(, , PI,. 
ok ' 4i • ( o/ | 

-I-X)V 01 
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OBJECTIVES OF THE PROJECT RELATED TO THE BUSINESS PLA.:LY. ,,. 

DESOR PTION OF THE PROJECT: w "m'"'' ',. .% . " p ._t _... 

HOW VALL THE PROJECT BENEFIT THE MEMBERS OF THE ASSOCIATION (be specific In terms of 

numbers of persons benefiting): 

tb 190 AAAA. 

DETAILS OF THE PROPOSED PROJECT 

DESCRIBE THE OUTPUT OR PRODUCT OF TIE PROJECT; p-J

6,c tip to 

HOW LONG WILL ITTAKE TO COMPLETE THE PROJECT INCALENDAR DAYS OR MONTHS: 

!I:7>i ,''AiL r r, 'yv ..,, 7, 



IDENTIFY THE PHASES OF THE PROJECT IN MEASURABLE TERMS (these phases will be used to 
determine when financiail payments will be made by the Foundation, include expected date of phase 
compleVon and a brief descnplion of the project status at the conclusion of the phase) 

Phase One: Al LAJ AA0-4). 19. 
A, 'A4, , -. 

Phase Two: 

L WLLWOK- tt 'PROJE l OcilrN 
Phase Three: Tr\U v 

c1I&a6L'%t Co4 AtAte- &vC% 

Phase Four: ________________________________ 

LIST PERSONS WHO' WLL WORK ON 'THE PROJECT FOR THE ASSOCIATIO 4 (s! m and level of
 
effort inperson days of work, indicate if tihe
contribution is for pay or volunteer): 

INDICATE WH-AT PROFESSIONAL SUPPORT, IF ANY, IS DESIRED FROM THE FCUNDATION FOR 
THE PROJECT: 

A..L AbU-t-_c t 

.3 I L+ 

P+"i . '/ ( j 



DESCRIBE HOW THE ASSOCATION WILL EVALUATE THE PROJECT UPON COMPLETION: 

FINANCIAL DATA 
WHAT ISTHE TOTAL. FINANCIAL REQUEST INUS DOLLARS: 

WHAT ISTHE TOTAL CASH CONTRIBUTION OF THE ASSOCIATION IN LOCAL CURRENCY:f. (use USS dollar equivalient using the current exchange rate) 

LIST IN KIND CONTRIBUTIONS OF THE ASSOCIATION WILL MAKE, IF ANY (in kind contributions Includedonated materials, equipment, supplies, or services) 

WHAT REVENUES WILL THE PROJECT GENERATE FOR THE USE OF THE ASSOCIATION (Include thecalculations by which the revenue estimates are generated) 

f",Ut]
'~/',ItL bf3l. 
 CPy 
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FILL IN THE PROJECT BUDGET TABLE 

ITEM US DOLLARS 
(to be provided by Foundation) 

PROFESSIONAL SERVICES 
(days x daily rate) 

LOCAL CURRENCY 
(use LISS equivlients) 
(to bo provided by Asscc.) 

Is./O o/ - *,o 

./Sx /) !q • 
(2S9x J,,). 5 
DIRECT COSTS FOR PROJECT 

Travel Costs 

-c 
- 50O 

Hotel and Meals 

Translator Services 

Interpreters 

Material Purchases (list) 

..2 co . A- ottO 

SUB TOTAL DIRECT COSTS . &62
 



GENERAL ADMItISTRATIVE COSTS (related to the project applfcation ony) 

Rent 

Postage 

Phones and Fax 

Office Supplies 

Library 

Printing Costs 
_ '______ 

Accounting and Legal Services 

Other Costs (list) 

SUBTOTAL ADMINISTRATION s 0000 y 

GRAND TOTAL FOR PROJECT 

NOTES ON THE BUDGET CALCULATIONS (indicate the assumplons underlying the budget total listedabove use additional pages as needed) 

4~L CC'PyCOPY



03/03/95 o.q: 2. . ' I'II I I t R-EP.F ' 0o 7 

EASTERN EUROPEAN REAL PROPERTY FOUNDATION
 
FINANCIAL SUPPORT APPLICATiON
 

Submit the Finar-cial Support Application in English (the Foundation willsubmission of an invoice) to Ihe Following Address: 
pay for the translation upon 

Alfred P.Van Huyck

Executive Vice President
 

Eastern European Real Property Foundation

Suite 550, 700 11th Street, NW
 

Washington DC 20001
Phone 202.383-1296 or Fax 202-383.7549
 

DATE OF APPLICATION:-A 97 

ADDRESS OF THE ASSOCIATION:-
2 

.......
 o.. 37s.S- , A rvNe . 
FAX NUMBER: 

PHONE: ,5- -. , - " ;, 9 
NAME OF CONTACTIPERSON: 

IcotLIST BANK ACCOUNT INFORMATION TO FACILITATE WIRE TRANSFERS (print clearly, to avoidmistakes): 

Bank Name: " P- r A K 
Bank Address-j( -A 5 --- ULk AA,3 (2,A-M eAi" q
Name of Account .- OA CtAirca 6aA k 
Account Number: O9 
SWIFT Code (option3): 

'CHECK CATEGORY OF FINANCIAL SUPPORT REQUEST: 
13 Direct Administrative. Support . - ,, ; ,K 
M 

Financial Support for Association Program Activities'Financial Support for Association Professional Development1 Financial Support for Spacial Purp.ose Actlvitles 

TITLE OF THE PROJECT:P~ S 'A'., %"o, ¢,o, ,' ,,P-. ,I ' ,.t 



03/03,1195 0 :2S 'a1l lJI - . EEIIF" 
-P 

OBJECTIVES OF THE PROJECT RELATED TO THE BUSINESS P ,N:_L 
C_.. vi 

DESCRIPTION OF THE PROJECT:-- IT E AMBR OTH OCAObe w.c 

HOW VALL THE PROJECT BENEFIT THE MEMBERS OF THE ASSOCIATION (be specific in terms ofnumbers of persons benefiting): 

_1 , pe oAs,.,s 
. & A L~d ..
 S...... ...... L 

DETAILS OF THE PROPOSED PROJECT 

DESCRIBE THE OUTPUT OR PRODUCT OFTiE PROJECT:-, 
L JL dA F l : 

O L TA A O M - A 

HOW LONG WILL ITTAKE TO COMPLETE THE PROJECT INCALENDAR DAYS OR MONTHS: 



IDENTIFY THE PHASES OF THE PROJECT IN MEASURABLE TERMS (these phases will be used todeternmine when financial payments will be made by the Foundation, include expected date of phasecompleCton and abrief descnption of the project status at the conduslon of the phase) 

Phase One: 1. a~~~o~,i a JIAA C I O 

/%0 )JJ. A 

Phase Two: E cJ { :& ie?'t P -U 

P -.se Three: 

IA LUi1LAA 

Phase Four:_ 

LIST PERSONS WHO WiLL WORK ON THE PROJECT FOR THE ASSOCIATfON iffsfn.mes end leve! ofeffort inperson days of iork, indicate if the contribution is forpay orvolunteer): 

A1tCA 

INDICATE WHAT PROFESSIONAL SUPPORT IF ANY, IS DESIRED FROM THE FOUNDATION FOR 
THE PROJECT: 

I V'~/,, IX ,
 



DESCRIBE HOW THE ASSOC!ATION WILL EVALUATE THE PROJECT UPON COMPLETION: 

0-

FINANCIAL DATA 
WHAT ISTHE TOTAL, FINANCIAL REQUEST INUS DOLLARS: 

WHAT ISTHE TOTAL CASH CONTRIBUTION OF THE ASSOCIATION INLOCAL CURRENCY: 
(use USS dollar equivalient using the current exchange rate) 

LIST IN KIND CONTRIBUTIONS OF THE ASSOCIATION WILL MAKE, IFANY (inkind contributions Include :4 

donated rnaterials, equipment, supplies, or services) 

I' 
WHAT REVENUES WiLL THE PROJECT GENERATE FOR THE USE OF THE ASSOCIATION (include thecalculations by which the revenue estimates are generated) 

!(]
 



_____ 

FILL INTHE PROJECT BUDGET TABLE 

ITEM US DOLLARS LOCAL CURRENCY 
(to be povided by Foundation) 	 (use USS equivagents) 

(lo be provided by Assccm) 

PROFESSIONAL SERVICES
 
(days x daily rate) R .1 

2. (5c% ,L l 3O/ _0-0 /I# 

DIRECT COSTS FOR PROJECT 

Travel Costs 	 --_ _ _ _ _ _ _ 

Hotel and Meals 

Translator Services ___ 	 -

Interpreters 	 - -_ _-


P Cto,"CoA 	 3o0'oo 
Material Purchases (list) 

__- __-_ __y___200(2O 	 _____. 

2. T'o 	 ,______ 2 00v_3. CoPy ,A e-., 	 ,.,., 

7. " 	 , 0I)Jk :SUB TOTAL DIRECT COST S .f 



__ 

GENERAL ADMItISTRATIVE COSTS (related to the project appl;cation or,!y) 

Rent .~1329 
_ 

Postage 

Phones and Fax 309 J 

Office Supplies 

Library 

Printing Costs 

Accounting and Legal Services 

Other Costs (list) 

SUBTOTAL ADMINISTRATIO14 3 '60 

GRAND TOTAL FOR PROJECT 

NOTES ON TIIE BUDGET CALCULATIONS OIndicate the assumptons underlying the budget total listedabove use additional pages as needed) 
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April 28 - May 6, 1995 
"Pas" #16 

ANFW COMES FROM \WEST 

Anton Ycrgat, fo'mdcnaid chairman of AYRL- INC (cooperation of Providing 

Services) conducled tile scminar on "Financing Methods and Evaluation Principles of the 

Real Estate" which was held il (he Ameiican University of Armeiiia in April 22. 

During the first pm't (4' the senminwr, Mr. Yeigat emphasized the principIc 

difference, which are prcscnit lode: btweencte United Stats of America and Republic 

of Armenia in the field o' ,e e:4tttte ql--purchase. Tii .peake' noted that the above 

differences mainly concc'n the financing of the teal cstate sell-pirchase. If in Armenia 

the sale is cartied out by tash and exclusively by bilateral basis through brokers or 

brokers' companies, it) United States Ill., crediting banlks are actively participating in the 

proces. The crcdits are shori-term all( long-tcrm. IHowever, the long-term credits with 

low interest ratct mc pievailing. Such fitonncing policy provids encouraging conditions 

foi all parfies pilicipatiiig in the deal both kir the owner mid buyer/futuie owner, 

htokering associntiot) wnd cieditinjg bhnk. I'articunrmly, every American family which is 

recognized solvent afict checking, ca ollain housitg due to fhe long-term credit, paying 

only asmaller part of the crrent riice of tile Iousing al'r,iroximately 10-20% at the time 

of the deal. The r'nainitg pot is p:id by the credilinig bmitk which aftervards, during 10

25 years exacts th. rutes ol'the paid amotmt fiom th, house owner. More than one banks 

cal participate it' the deal. III Ihi. caC. based on tile succession, of promissory notes, the 

priority in exanling the interest rottis kgi\¢n to the I1,11A which paid tile greater pull of 

the housing price. 

Mr. Ycrgat pointed that such finmcing policy not vily establishes opportmnity to 

6ireCUla'.e thle capital, but it Is a ',.011 Ol,hwnaniti'tian action I:eclse it enables people to 

have home, to organize their living bmsd on which th; iroductivy of work is increased. 

Il a tesult, the invested momnts with loe relevait stipplhentaiies, are being paid back to 

banks and again enter to the citeulation. 

The speakei noted tht suchlituicing policy is not an issue Iar Republic of 

Armenia of today. So -Fras the econom-y ha.s ltot stoliili~ed, the 'eal estate market has not 

formed comuplctcly. the .zolvency of6izs hre moot b:ec e'wlnte'l, etc.. it will remain an 

i.sue for tile fitu'C. Howeve , Fur Imh, neatest fultite, | :asu: accoiding to his data, certain 

linuucial enterprises are opiln to m1a11e.C scrious innie11o11s in the .phere of real estate sell

purchase even today. 

uoI 0 
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After the break (it is worth mentioiig thai emmiirtrs wer organizd oil the 

exttemely high level: silltlltcflio-!; tianslotiol), ar-Oholcs. miCrolhones. slides 
demonmtration dining fhe break-ho.pitable cafr, axcleui't ia fR.ihe.t, etc.). Mr. Yergat 

spoke about the evaluation .i inciples of hou.,ing. cottagus, land plots. Here we do not 
have principle diflerences, sfalrxd he, the dirf'enue may he is in Ill( procs,;ionalism, time 
duration (period) and paymiti. Thc iegistered hiohr:f.rs or reprcsentativcs of brokering 

companies have a right to evaluate the real estnie il th lUited Stales. The studics and 
ev'lualion of the real estac tal.e.; a Ihl'g time and is expensive. It should be ncittioned 

that fhe evaluation cam be done nert only fhr the real estate selling or buying purposes but 

also il rinking up the wills ill chl.cking the olv ency of- itiiens ad etc. In Armeinian 
also, noted the speaker, parallel to the completw- formation of the real estate market, 

people will have more aid more s,:,rinous altitude Io\via-ds the evaluation, and the 
professionalisi of hC prtcPss, \kill inu el..;e. 

Concluding the sectims of scir:inar, Mr. Yergat kindly gave detailed answers to 

the paticipants' questions and at the sanmolhe tried to sumntr-ize his considerations about 

the mentioned sphere in Armienia. The seminar waq ended by fhe unanimous willingness 

to conduct such octivities periodic,'l.y mid mno'c oflC. 

2 A A!J F.r,-pV 
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Attachment A 

SCOPE OF WORK 

Short-term Advisor on Real Estate Brokerage 

Background 

Over the summer of 1994, ICMA's Long-term Advisor Steve Anlian 
assisted a group of Armenian graduate students in business 
administration from the American University of Armenia in their 
efforts to form a professional association of 
professionals. Although they initially focused on 

real 
the 

estate 
nascent 

property management industry, they shifted their attention to the 
somewhat more developed real estate brokerage community where they 
received an enthusiastic response. Assistance was provided in 
initial feasibility students and business planning, culminating in 
the formation of the Armenian Real Estate Association (AREA) in 
early November. 

The Association was formally registered as an NGO in late 1994 with 
21 founding member firms. 

USAI- UDH and ICMA also obtained an agreement with the Eastern 
. 

tp 
. 

European R Property Foundation (EERPF) to explore adding Armenia 
-is-p ogram, beginning with an exploratory assessment mission 
and training event which occurred earlier this month. If EERPF 
concludes that AREA has good prospects for success, it will provide 
the Association with additional business planning assistance, 
possible seed money towards cost of staff, equipment, and operating 
costs, the nucleus of a real estate library, and access to the real 
estate information system maintained by the National Association of 
Realtors for its membership. 

In addition to this assistance for the Association itself, the 
member brokerage companies have requested introductory training in 
the business of brokerage itself and in the fundamentals of real 
estate finance. Anton Yergat, an Armenian American real estate 
broker who heads a full service real estate development and 
brokerage services firm, has been identified to deliver this 
training. 

Obiective 

To assist in the development of a nucleus of trained real estate 
professionals who can provide a vehicle for institutionalizing 
training of other professionals and who can support real estate 
market growth and operation. 

101t3F $1 AVdAILABl.E COP 



Tasks
 

I. In consultation with LTA Anlian, develop and present two
 
Saturday workshops, sponsored by the Association for its members
 
and other interested professionals. Topics may include:
 

- Valuation techniques for residential properties;
 
- "Prospecting" for clients;
 
- Fundamentals of real estate finance.
 
- Legislative issues of concern.
 

2. During the week, meet with individual brokerage firms on a one
to-one basis. Topics for discussion may include:
 

- Managing and Motivating Salespeople
 
- Managing Information
 
- Developing a Market Identity and Reputation
 
- Professional Ethics
 
- Managing and Encouraging Growth
 

3. Review AREA's market monitoring program and make
 
recommendations for improvements in collection and dissemination.
 

4. Review AREA's public education and public relations program, if
 
any, and make recommendations for improvement or establishment.
 

5. If AREA members are invited to participate in EERPF's June
 
conference in Krakow on "Expanding Real Estate Markets," assist
 
these members in preparing for the conference.
 

Reporting
 

1. Provide outline(s) and visuals for any workshops presented.
 
Include the topic of the training, the date and location, and the
 
names/titles of all participants.
 

2. Provide summary of each day's meetings with individual firms.
 
In particular, note areas of common concerns which might provide
 
opportunity for future training.
 

3. Provide brief memoranda on findings and recommendations about
 
market monitoring and public education/public relations programs.
 

4. USAID Briefings/Exit Report. The Advisor will be available, if
 
requested, to meet with the USAID Mission in the field on arrival
 
and/or departure from Yerevan and to brief USAID in Washington on
 
the .esults of the TDY. A brief Exit Report for the Mission (for
 
inclusion or expansion in the final trip report) will be prepared
 
for any exit briefing. Any meetings with the Mission or with
 
senior government counterparts should be coordinated through LTA
 
Anlian, including advance review of the exit report.
 

5. Trip Report. Within ten working days of completing the TDY,
 

P /,,, Af 1! (uPY 



the Advisor will prepare a trip report to USAID/ENI/EEUD/UDH and
 
ICMA describing the work accomplished during the TDY, the extent to
 
which the objectives were accomplished, any significant findings
 
and advice not appropriate for inclusion in reports to
 
counterparts. The trip report will contain any exhibit identifying
 
persons with whom meetings were held. (Note that Items 1-4 above
 
may be included as Attachments to the trip report.)
 

Candidate for this Assignment
 

ICMA proposes that Anton Yergat, an Armenian American with
 
extensive real estate development and brokerage experience,
 
undertake this assignment. His resume and biographical data form
 
are attached.
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text) . 

I've prepared supplementary report on my activities tu artach 4spart of weekly. Dale, you'll be

interested in City report.
 

Wallace included 
projected activities 
fcr April (in:,!ad ofmonthly) ; make sure Steve does same
 
next week.
 

4. MATERIAL REQUESTS.
 

(a) BROKERACP LICENSING met with First Deputy Min.ster -it4 in.,.,
Vahz am Avnesslan.
He mentioned that his staff will be drawiJng u it, nsingrequiremente for real estate brokers andvolunteered to send materials. (He reads 

I 
English; 1Ot :uLP ,:boithis staff who might be working 

on this). 

My suggestion is that Anton YergaL (Spelling) bring :nzttLis)

?

him and Steve try to set up 

with
 
J' meeting for him with Vahram and whomever he chooses tc a:;:.:iqtlli
work to. Let's helpassemble this material. Some examples may be in file- (L.11- platLic
bag of handouts from EERPF Ibelieve I Dale;gave also we collected a oflot ,Iple:, ofl-censing ordinances for Wallace and 

ofx. 
\...copies (I hope against hope) may be j.n briefing ,mat.erkal [i]N. 

DA.E: In briefing Yergat please encourage him to tninjk a.lhut what.
il our system ofregulation/certificatio-nipart- i(ula-, he would modify i( arav.!iinqgwe shou-jo be caeful Am,,:,Ii.i. Tit. . 

• NOT to replicate our absurd and corifusing de-signati. ,-,f rh..broker as the seller's agent (evenwhen engaged in hel.ping the buyer shop for a home).
 
(Note: you'll note the key on 
 my computer fut the finst vows) inl
the alphabet h.s 
just broken.
Seems to come nd go. useI'll :ircumlo-u0Li.Lone to elude thit.: pi(-bnlmletter if possible. Follow-up
note: "a" seems to be coming and going. Hlave tied to .,:. ,.irk .1nd11 
put back in where missinq)


k Miqht ask E'RP ,' if they have any examnles of good crdirk;ic..SSuggeqt, I[ possible, Anton
brinu -2pjes of (i) licensing 
 laws AND reulat ionn ,l,,vrnirg 
01 agout a describing tes-. /rif icat on, eq,u,,,,.iit.:, (3 ) 

rlea.?~or --ssociat ion entcaj st d a rG. 
~QA~Alsobrn copiesof similar" 4Lofor apprainciEron property) (Lihose Whol-puLt. If can't find easily, " 

r v'; ,' ,"; ; 1 {i c r 
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r~e.0t 8 appe~~ 0'Mayo
oofr'm ht omivg forwad wihth 
reato 
 0± 3~ ~ 

a 0oz,o ord inat e-wok
wkhus' in t he areas 6~ hos.g dIiuigrI, tat L 
Seems-.:o 

'?k 
Io 

, On bre a ntanc:e hebrIih and win 
 g todgeui vo1ved n'mnak ng pIo rams: work.
 
Wediscussed 
 Wi th th11t.he oe.i.rt~~~t 


4cuhori nmg land. iuc Lions~ aA LhIpoaiibi. ,:of earmarkihg pioceeds t*o ti U'fporr ipl emthoushg n i I L(:4 Lpivatza on po icy. Hexpressed: inters 
c.ifs:sist-i n6 ajce'i aiea IIhi3r -. aIe In W,Izr,)miaterials' to:revIew prior Lo ~ 

5. IMTNrSTRY. OF FPrNPJ4CC/ L I ENSTIN G FRATIt
 
Jim ChrjSt~1an arid, 
 had a ':wo-- hour etiimirii s Le±i - o P ih ir~ince- Vahra'M n~tn i~hF~~Airane nE-Lan, Most 'cif the - e tinq Was poverall llarc±al~ aIicuem rt (ScUs t141. 

-

of-pl ans for ho'using, finjicfW th'oyerall reform tsf.h(,e areasY Fine-infitmay affer i ItUhe h ou6ing 8tct:orLinr~wa's a I o'touched L'~upon. (Decaileai Criat iai eo 
ueirr


' up 
Ava~nesian- mentionerid thachsofeW 1,1arawing icL-nsing )ILy 

reu h ffici'irmn /eua.~rsfr real eTsta &brokev , 'i J11-4 rldi 01ne mocde1dlocumezite to review,: We tw~lhese ~hI' forLcomng TrDY ,and' W~o~ 
have 'im cotnsu1 bie ~th.aPPI icabiliy 

wly thrI' in~nc- Mi,'sL,(11t Hir6 te Armenian contextV 

6.,TAY INSPECTORATE AND PRO'PE'RY-TXJWTML
 
~ 
atwo meet.inge ,with Deputy IDiretr~'


Arme meiaterin 

0~~~eia 
 Wocii~n
on~f the. rerr-rtly, Ca.ted propectaA2avierd an t5 Laincoln Lnd. 1WI-i 

Iriot ~~a~Lte la9 t.year and he Seenin we II 11 ,6,rntke ,)ie'p tax concept$, AMrM,Sn .n seY n&( head. up t he 9,taff" e~ hasarged wt h :a rinin e1q' thf' pt'() tt rar~ o educatze, hi nelf hAXUt, ha )J'
Ala e ~~a t~" and theap-r 
 )Peoa'-ao t~
t~n 
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