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I. Our network: Our geographic scope 

• 138 affiliated brokerages 

• 950 offices 

• 45 countries 

• 26,700 sales associates 

 

Christie’s International Real 

Estate is the world’s most 

exclusive luxury real estate 

company, supported by the 

esteemed auction house. Use 

of the brand is limited to the 

world’s top brokers and shows 

that your properties and service 

meet Christie’s high 

standards—and stand above 

others in your market.  
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Current network breakdown 

I. Our network: Affiliate mix 

39 
Northeast US  

& Canada 

12 
Central US 33  

Southeast US, 
Caribbean & Latin 

America 

18 
Western US & 

Canada 

 
32 

EMEA  

4 
Asia Pacific 

Number of countries: 45 

N=138 
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I. Our network: Sales growth 

Global Affiliate annual sales volume by region 
2012 vs. 2013 
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I. Our network: How we differ from Sotheby’s 

 

 

 

 

 

Structure • Affiliate, charged a flat fee; affiliates 

independently owned with separate 

brand identity 

 

• Franchise, charged a percent  

of revenues 

Types of  

properties 

• Operates solely in the US$1M+ luxury 

residential market 

 

• Does not operate solely in the luxury 

real estate sector 

 

Ownership • Private company owned by Christie’s, 

which provides access to client data 

base 

• Public company owned by Realogy 

which also owns Century 21 and 

Coldwell Banker; no auction house 

relationship 

Name • Has name of parent and heritage that 

goes with it 

• Name licensed from Sotheby’s 



I. Our network: How we differ from Sotheby’s 

 
Comparative statistics: EOY 2013 
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I. Our network: 2014 Sales Highlights 

1.  David Ogilvy & Associates 

     $120 million USD 

     Greenwich, Connecticut 

  

2.  Ploumis Sotiropoulos Real Estate 

     $55 million USD 

     Peloponnese, Greece 

  

3.  Brown Harris Stevens- New York 

     $42 million USD 

     New York, New York 

  

4.  Brown Harris Stevens of The Hamptons & The 

     North Fork 

     $36 million USD 

     North Haven, New York 

  

5.  Brown Harris Stevens - New York 

     $33 million USD  

     New York, New York 
      

    $120 million   

Copper Beech 

Greenwich, Connecticut 
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II. Christie’s: Our Parent 

Founded by James Christie in 1766, Christie’s is the most famous and successful auction 

house in history serving important collectors with their acquisitions for centuries. 

The Christie’s family: 
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II. Christie’s: Growth 

• 53 offices 

• 12 salerooms 

• 32 countries 

• 80 categories 

• 450 sales annually  

 

May 12-13, 2014  
Post-War Contemporary 
evening sales achieved a 
combined total of US$879.5 
million, the highest total for 
any single auction in art 
market history. 

 

Bidders from 35 countries 
generated 26 new world 
auction records, 30% first 
time buyers.  
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II. Christie’s: 2013-2014 Sales Highlights 

$142,405,000   

Francis Bacon  

Three Studies of Lucian Freud 

WORLD AUCTION RECORD FOR ANY WORK OF ART 

Post War & Contemporary Evening Sale - November 12, 2013 
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$58,405,000 million USD   

Balloon Dog by Jeff Koons  

WORLD AUCTION RECORD FOR A LIVING ARTIST 

Post War & Contemporary Evening Sale- November 12, 2013 

$27 million USD     

Water Lilies by Claude Monet 

Impressionist and Modern Art auction- May 6, 2014  

 



• Exclusivity. We are the art world’s only      

real estate company. 

 

II. Christie’s: Our distinctiveness 

The intuitive synergy between art and real estate  

• Expertise. We are the real estate luxury 

authority. 

• Core values.    

• Exemplary service to clientele 

• Passionate expertise 

• Ultimate discretion and trust-based 

relationships 

• International Reach. We connect our 

Affiliates to Christie’s clients around the world. 
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As an exclusive Affiliate, you benefit from: 

 

• Global recognition through the trusted 

Christie’s brand  

 

• The competitive advantage in your market 

 

• Access to our marketing tools and services 

 

• Exclusive access to Christie’s clients 

II. Christie’s: Why brand matters 
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III. Service Offerings: To Agents 
 

Our Value  

Proposition to Agents 

Services to leverage 

your affiliation 

 

Enhanced services to 

market your properties 
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III. Service Offerings: Leveraging your Affiliation with Christie’s 

Website 

Newsletters 

and Social 

Media 

Thought 

Leadership 

Public 

Relations 

Branded 

Presentation 

Materials 

Metrics 

Services to 

leverage 

Christie’s brand 

Referrals 
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III. Service Offerings: www.christiesrealestate.com 
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III. Service Offerings: Branded presentation materials 

 

Digital presentation 

 

 

 

 

Bespoke marketing       

program brochure 

 

 

Corporate brochure 
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III. Service Offerings: Thought leadership 

• Luxury Defined: An Insight into the  

     Luxury Residential Property Market 
 

o New edition released in April 2014 

 

o Compares 10 of the world’s key markets for luxury real 

estate: Cote d’Azur, Hong Kong, London, Los Angeles, 

Miami, New York, Paris, San Francisco, Sydney, and 

Toronto  

 

o Notable features:  

• “What does $5 million buy around the world?” 

• Jewel box markets  

 

 

 

 

• Vineyards by Christie’s International 

Real Estate  

• Atlantic Insights 

      Regional insight reports produced quarterly 
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III. Service Offerings: Marketing your properties 

Magazines 

Property 

Brochures 

Advertising 

Development 

Project 

Marketing 

Bespoke 

Marketing 

Enhanced 

services to 

market properties 

Signature 

Marketing 
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III. Service Offerings: Magazine  
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IV. Signature Marketing Program: Overview 

Signature Program Participant                

723054 Maniniowali, Kona, Hawaii   

• Innovative templated digital marketing 

 

• Co-branded 

 

• Designed for properties priced between 

US$2-5M  

 

• Alternative within the enhanced  

marketing program 
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IV. Signature Marketing Program: Offerings 

1. Recommendation letter 

2. Custom listing presentation 

3. Agent endorsement package 

4. Homepage feature 

5. Digital and print postcard 

6. Digital and print brochure 

7. Custom quarterly newsletter 

8. Digital advertising 

 Signature program participant        

Casa Bella, Treasure Cay, Bahamas   
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IV. Signature Marketing Program: Winning the listing  

2.  Custom listing presentation 

1.  Recommendation letter 

• Crafted on agent’s behalf and sent  

from regional Senior Vice President 

 

• Endorses your agents  
 

• Tailored to the property; Includes  

agent bio and photo 

 

• Comprehensively outlines program  

and services 
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IV. Signature Marketing Program: Winning the listing  
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IV. Signature Marketing Program: Winning the listing  
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IV. Signature Marketing Program: Winning the listing  
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IV. Signature Marketing Program: Winning the listing  
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IV. Signature Marketing Program: Winning the listing  



IV. Signature Marketing Program: Listing secured 

3.  Agent endorsement package 

• Features flash drive, digital presentation, 

corporate brochure, and White Paper 

 

• Promotional pen and branded tote bag 
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IV. Signature Marketing Program: Property marketing 

4.  Homepage feature 

• Highlighted in a special Signature  

properties section on 

www.christiesrealestate.com 

 

• Analytics measured and provided 
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IV. Signature Marketing Program: Property marketing  

5.   Digital and print postcard  

6.   Digital and print brochure  

• Full color two-page brochure 
 

• Print ready files provided 
 

• Email to clients 

• Full color 
 

• Print ready files provided 
 

• Email to clients 
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IV. Signature Marketing Program: Property marketing 

7.  Custom quarterly newsletter 

• Featuring your property along with  

news from Christie’s 

 

• Instrumental tool in reinforcing your 

affiliation 

8.  Digital advertising 

• New York Times 

• Wall Street Journal 

• Country Life 

• DuPont Registry 

• JamesList.com 

• PropGoLuxury.com 

• Robb Report 
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IV. Signature Marketing Program: Structure and details 

Sanctuary on Lake Murray, Lexington, SC 

3304 Monte Sereno, Santa Fe, NM 

Signature Marketing Program  

fee per property 

• US$750 annually 

 

• 10% of the list commission upon sale 

More information 

• You may join the program at any time 

during the year by contacting  

Natalie Hamrick: +1 312 980 3502; 

nhamrick@christies.com 
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1. Set your goals 

• Set personal and financial goals 

• Write a business plan 

• A business plan is your roadmap 

 

2.    Find your niche market 

• Niche markets offer specialized opportunities 

• How are you unique? 

• The Christie’s brand marks you as the expert in the                               

          luxury market place 

 

3.      Prospect for new business 

• Cultivate a pipeline of business 

• Follow-up persistently 

 

4.    Be a good listener 

• Take responsibility for understanding what                       

the client says 

• Summarizing demonstrates understanding 

• Listening strengthens the relationship 

 

5.    Define your value 

• Determine what is important to you 

• Decide what you want people to gain from knowing 

          you and working with you 

• Your values will become your guiding principles, 

increasing your productivity and bringing you  

          satisfaction 

 

 

 

 

 

 

 

6.       Take responsibility 

• Hold yourself accountable 

• Be able to deal with problems 

• Solving the problem often builds good client relationships 

• Responsibility equals success 

 

7.       Create enthusiasm 

• What motivates you: money, winning, beating the 

competition? 

• Even if you don’t feel enthusiastic, “pretend” 

• Make sure you finish with excitement, confidence, and 

positive energy 

 

8.       Establish clients for life 

• Create a friendship 

• Ongoing communication builds relationships 

• Let customers know the value you’re providing 

 

9.       Network 

• Join networking groups 

• Collaborate with others 

• Stay connected 

• Build partnerships 

 

10.     Commit annually to your education 

• Attend a Christie’s International Real Estate conference 

• The more you know, the more confident you are! 

 

V. Top 10 tips: Enjoy the journey 
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