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Who is acquainted with me knows that I do not care much about football. Therefore 
for me the defeat of the German team against Italy was not as hard as for many col-
leagues of the real estate industry. Anyway, there was no European championship 
before I watched as interested as EURO 2012. Because with the venues Poland 
and Ukraine this time two countries were in the focus of a general public that by 
nature are often subject matter of SPH Newsletter. As different and multifaceted both 
countries are the great attention they have attracted far beyond the small group of 
real estate and investment experts is pleasing. Let us hope this interest will last after 
EURO 2012 has fi nished.

With all the football euphoria the start of the “Russian Year in Germany” and vice versa 
the “German Year in Russia” was lost a bit. In June, the year has started and will fi nish 
next summer. This issue’s article about “Infrastructure in Russia” might be a small contri-
bution to this great event.  Who argues now that we would have taken the topic also 
without the offi cial cause of the “Russian Year”, is right: Yes, we had planned it anyway.  

Apart from that we are looking back on two events in Vienna and in Schwechat near 
the Austrian capital. Some of you, dear readers, I have met there. All the others can 
read here what they might have missed. 

I wish all of you a beautiful summer. We will stay on board for you and are already 
preparing the next issues for August and September.

Yours

Andreas Schiller
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MagNeSia SHoPPiNg ceNtre iN 
MaNiSa oPeNed
Magnesia, Redevco’s third shopping centre in Turkey, opened its doors to the public. 
The centre is located the city of Manisia in the Western part of Turkey and is the first 
shopping centre in the city that has more than 300,000 inhabitants. Magnesia shop-
ping centre comprises more than 65 units within a total area of about 19,000 square 
metres of retail space. It accommodates a hypermarket, cinema, food court, leisure 
facilities and a playground.  

Pbb aNd UNicredit aUStria:  
PaN-cee refiNaNciNg 
pbb Deutsche Pfandbriefbank and UniCredit Bank Austria AG have jointly underwritten 
a EUR 148 million senior facility to refinance an office, logistics and retail portfolio 
across Central and Eastern Europe. The portfolio is owned by Aviva Investors Central 
European Property Fund (AICEPF). pbb is acting as agent of this financing transaction, 
with the underwriting of the facility being provided by pbb and UniCredit Bank Austria 
in equal shares.

The portfolio consists of twelve assets with approximately 196,000 square metres in 
total: six office buildings located in Warsaw, Katowice and Prague, as well as four 
logistics assets and two retail properties. It is recognized as one of the premier mixed-
use real estate portfolios in Central and Eastern Europe.

ebrd fUNdiNg HigHway to by-PaSS 
SaiNt PeterSbUrg city ceNtre
The European Bank for Reconstruction and Development EBRD has committed to a 
loan of up to EUR 200 million to fund a 11.7 kilometres section of a new toll road 
by- passing the historic city centre of Saint Petersburg. EBRD  thus joined four other 
banks in raising a total of nearly RUB 59 billion (equivalent to EUR 1.5 billion) for a 
project which could divert up to 140,000 vehicles a day from this World Heritage 
site. The other banks funding the project are Russia’s Bank for Development and Foreign  
Economic Affairs VEB Vnesheconombank (RUB 25 billion), VTB-Capital and Gazprom-
bank (each of them RUB 17 billion), as well as the Eurasian Development Bank  
(RUB 10 billion) founded jointly by Russia and Kazakhstan. 

The 46 kilometres by-pass motorway will connect the city’s major commercial port with 
the Saint Petersburg Ring Road in the south and with the Scandinavia motorway to 
Finland in the north. The new road will form an integral part of Pan-European Transport 
Corridor IX linking Helsinki, Saint Petersburg, Moscow, Kiev and the cities of southern 
Europe. 

The EBRD is also an anchor investor in another major infrastructure PPP project in Saint 
Petersburg, the reconstruction and modernisation of the city’s Pulkovo airport, signed 
in April 2010.

Magnesia Shopping Center is the first 
modern mall in the city of Manisa in 
the Western part of Anatolia.
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iMMofiNaNz: firSt reSideNtial 
 develoPMeNt iN PolaNd
Immofinanz Group has officially started construction on the Debowe Tarasy Residen-
tial Estate (Phase III) in the city of Katowice. It is the group’s its first residential develop-
ment project in Poland.

Debowe Tarasy III will deliver 317 apartments in three buildings: one with 11 storeys  
and two with five storeys each. Development activities will be carried out by BU-
WOG International, a subsidiary of Immo finanz Group, specialised on residential 
development projects. Completion of Debowe Tarasy III is scheduled in 2013. The 
total investment for the project amounts to EUR 21.7 million.

“The success of Debowe Tarasy Phase I and II combined with the rising demand for 
upmarket middle class apartments encouraged us to further extend our project and to 
enter the Polish residential market as a developer”, commented Daniel Riedl, Member 
of the Executive Board of Immofinanz Group. “The starting conditions for Debowe 
Tarasy III are perfect: In December 2011 we fully acquired the remaining 30 percent 
stake from our former joint venture partner TriGranit. We have a valid building per-
mit, financing is secured and we completed the pre-sales phase with reservations for 
more than 20 percent of the planned space”, explained Daniel Riedl. 

blackStoNe eNterS  
tHe tUrkiSH real eState Market  
Blackstone Group has acquired Redevco’s entire Turkish portfolio and management 
platform. The transaction includes three shopping centres: the 53,000 square metre 
Gordion Shopping Center in Ankara and the 33,000 square metre Erzurum Shop-
ping Center in Erzurum, both opened in 2009, as well as the recently opened 
19,000 square metre Magnesia Shopping Center in Manisa. Financial details of the 
transaction were not disclosed.

Ken Caplan, Senior Managing Director and Head of European Real Estate at 
Blackstone, commented: „We are very excited about our first real estate investment 
in Turkey. We see Turkey as a promising market for additional investment in the  
retail sector.“ 

ece takeS over MaNageMeNt  
of Mega Mall iN Sofia
Austrian developer Real4You Immobilien commissioned ECE with the leasing out and 
the management of Mega Mall in the Bulgarian capital city of Sofia. The shopping 
centre Mega Mall is being constructed in the west of the city in the Lyulin district and 
will provide around 24,000 square metres of rental space on four floors and more 
than 100 shops, cafés, and restaurants. The centre is scheduled to open in autumn 
2013. ECE takes over the leasing out from Raiffeisen Real Estate Bulgaria. In 2010 
ECE opened their own 51,000 square metre Serdika Shopping Center.

For the first time Immofinanz Goup is 
realising a residential development 
project in Poland: Debowe Tarasy III 
in the city of Katowice. 
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SPoNda PUrcHaSeS MoScow 
 office ProPerty
Helsinki-listed property investment company Sponda Plc has purchased Bakhrushina 
House office building in downtown Moscow for USD 47 million (approximately EUR 
37 million) from UFG Real Estate. Bakhrushina House is located at Bakhrushina Street 
32, at the intersection of Garden Ring and Bakhrushina Street, close to Paveletskaya 
metro and railway station. The building, completed in 2002, has a total of approxi-
mately 5,000 square metres of office and retail premises for rent. Salans Moscow has 
advised UFG Real Estate on the sale.

SberbaNk to acqUire deNizbaNk
Sberbank of Russia and the shareholders of DenizBank AS—Dexia NV/SA and Dexia 
Participation Belgium SA—have signed a definitive agreement for the acquisition of 
99.85 percent of DenizBank by Sberbank for a consideration TRY 6,469 million (ap-
proximately EUR 2,821 million). The transaction includes DenizBank and its subsidiary 
companies in Turkey, Austria and Russia. This transaction represents the largest acquisi-
tion in Sberbank’s 170-year history and is the latest step, following the recent acquisi-
tions of Troika Dialog and Volksbank International, in Sberbank‘s transformation from a 
domestic into an international financial institution.  

Helaba ProvideS fiNaNciNg for 
two PoliSH office ProPertieS
Helaba finances two office buildings in Poland for separate real estate funds of Deka 
Immobilien Investment GmbH with a total loan volume of approximately EUR 34 mil-
lion. The property located in Warsaw is “Dom 50 A&B” building in the Mokotów 
district with a floor area of 16,000 square metres, the other asset is “Artus Park” in 
Gdansk with a lettable area of 9,300 square metres. 

Helaba acted as Lender, Arranger and Agent through the „Northern and Central 
 Europe“ unit of its International Real Estate Finance division.

gtc SellS PlatiNUM bUSiNeSS Park 
to alliaNz
GTC Globe Trade Centre Group and Allianz Real Estate concluded a preliminary 
agreement on the sale of five office buildings in Platinum Business Park in War-
saw. The final price is EUR 173 million and will be subject to adjustment when the 
final  agreements are signed. Platinium Business Park is located at the intersection of 
 Domaniewska and Wołoska streets. The part of the complex that has been sold con-
sists of five completed buildings with a total rentable area of approximately 56,000 
square metres. Regardless of the above, GTC may develop on this site another build-
ing consisting of approximately 13,000 square metres.

Sponda has acquired the office  
building Bakrushina House in Moscow  
from UFB. Sponda has operated in 
the Russian market since 2006 and 
owns 10 properties in Russia after 
this transaction.
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New PozNaN główNy  
traiN  StatioN oPeNed
After only ten months of construction, the new 6,000 square metre Poznan Główny 
train station was officially inaugurated by the President of the Republic of Poland, 
Bronisław Komorowski. Poznan Główny was developed by joint venture partners 
 Europa Fund III managed by Europa Capital, and TriGranit Holding Ltd. The esti-
mated total development cost of the train station is approximately EUR 7 million.

The train station is the first phase of a project totalling 164,000 square metres of 
gross built area  that shall become Poznan City Center, an integrated transport hub 
and shopping centre, which will include 250 retail units, a coach terminal with 19 
bus platforms as well as a park & ride car park facility for public transport commut-
ers accommodating 1,500 parking spaces. The planned completion of the second 
phase is November 2013. 

In addition to this a third phase is planned on the site of the existing train station 
which will include conference, office and hotel facilities.

S iMMo to develoP “tHe Mark”  
iN bUcHareSt
Austrian investment fund S Immo will develop a 28,000 square metre office build-
ing in Bucharest under the name “The Mark”, with a budget of EUR 66 million. “The 
Mark” will be located at the crossroads between the future Uranus boulevard and 
Calea Grivitei, close to the office hotspot Victoriei Square. The project will include 
a 15-floor tower and a six-floor adjoining office building called The Podium. The 
project has been designed by Chapman Taylor architects. Colliers International and 
Jones Lang LaSalle real estate agencies are co-exclusive agents for the project.

edge caPital PartNeriNg  
witH tUrkMall 
Lebanon-based investment fund Edge Capital plans to invest USD 250 million in 
Turkey‘s real estate sector with retail developer Turkmall. The partnership carries the 
potential to attract USD 1 billion worth of investments in Turkey‘s real estate sector 
over the next 5 years, according to Levent Eyuboglu, Vice President of Turkmall. Turk-
mall is known for its shopping mall projects across Turkey.

“Edge Capital will primarily focus on lodging, congress centre and retail develop-
ment sectors in Turkey”, Edge Capital CEO Naji Boutros said about the deal. Edge 
Capital owns 25 percent of Turkmall Real Estate, the project development unit of 
Turkmall and will have shares up to 50 percent depending on the project. 

The Lebanese company will also be a partner to Turkmall‘s real estate projects outside 
Turkey. Turkmall is currently active in Turkey, Georgia, Azerbaijan, Russia, Kosovo, 
Bosnia & Herzegovina, China, Egypt and Iraq. 
 

Poznan Główny train station has been 
officially inaugurated. The new main 
station is part of a greater project 
that shall become Poznan’s new city 
centre.  
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coNStrUctioN Start of  
aUra ProJect iN yaroSlavl  
ECE is taking over the initial leasing and the centre management of the Aura shop-
ping centre, which will soon celebrate its start of construction in Yaroslavl. At the same 
time, the management contract for Immofinanz Group’s GoodZone shopping centre in 
Moscow was won. 

Aura shopping centre in Yaroslavl is the former ECE project “Golden Ring Gallery”, 
which is now being realized with the new partner Renaissance Development. ECE 
is taking over the leasing out and management, Renaissance Development will be 
responsible for planning and construction. “Aura” will contain a leasable area of more 
than 60,000 square metres and house 220 shops on four sales levels. A total of 
approximtely 850 parking spaces are to be provided to the customers. Opening is 
scheduled for fall 2013. 

StaffiNg
Timothy Bellman has joined Invesco Real Estate as Head of Global Research. He 
will focus on global asset allocation and coordinate the research efforts led by the three 
regional heads of research in North America, Europe and Asia-Pacific. Timothy Bell-
man joins from ING Real Estate Investment Management where he spent the past seven 
years, most recently as Global Head of Research and Strategy. Prior to joining ING, 
Timothy Bellman was with Jones Lang LaSalle and LaSalle Investment Management as 
the Regional Director of Research and Strategy for Asia-Pacific. 

Sean Briggs has been appointed Managing Director of Retail Agency for Eastern 
Europe at Colliers International. His remit covers Colliers’ retail agency business across 
Central and Eastern Europe, Montenegro, Albania, Greece, Russia, Ukraine and the 
Baltics. Sean Briggs has 26 years of experience in the real estate sector in the UK and 
CEE. Prior to joining Colliers, Sean Briggs worked for AIG/Lincoln and for ING Real 
Estate in Poland. 

Valentin Gavrilov is the new Director of Research Department of CBRE in Russia. 
He started his career in 1998 at the National Bank of the Republic of Belarus and had 
been regularly promoted up to position of Deputy Head of Monetary Policy Depart-
ment. In 2008 and 2009 he worked in the Moscow office of McKinsey & Company, 
and in 2009/2010 he was Head of Finance Department and Board Member in 
Home Credit Bank, Belarus. Prior to joining CBRE, Valentin Gavrilov worked as Head 
of Management Consulting business line in Belarusian private company EnterInvest. 

Kristof Verstraeten has been appointed as Commercial Director Continental 
 Europe of Goodman Group. The appointment comes as part of a major reorganisa-
tion of the Group’s European management team driven by the growth of its European 
business. Kristof Verstraeten is now responsible for all commercial operational matters 
across the continental European markets where Goodman is present; this includes asset 
and property management, development and capital transactions. 

The future Aura shopping centre  
in Yaroslavl: The project formerly  
known as Golden Ring Gallery  
will be developed by  Renaissance  
Development, ECE is taking over the 
leasing and the centre management.

above left: Timothy Bellman 
above right: Sean Briggs
below left: Valentin Gavrilov
below right: Kristof Verstraeten
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two interests could meet: on the one 
hand a number of traditional real estate 
investors are looking more and more at 
investments in infrastructure. one the 
other hand russia has urgently to im-
prove and enlarge its infrastructure. 

Since long Russian authorities know about 
the problems in the area of infrastructure, 
a sector that has become a predominant 
topic regarding further economic develop-
ment of the country. If airports, railways 
and railway stations or the road network, 
if energy and water supply or waste dis-
posals—in every field improvements are 
urgent, because the lack of investments 
in infrastructure has increasingly negative 
impact on economic growth. 

Most obvious are the transport problems 
in Russia. The largest country of the world 
has a road system of about 650,000 
kilometres, two thirds of which are bitu-
minised. According to the Ministry of 
Transport of the Russian Federation only 8 
percent are multi-lane roads. For compari-
son: With about 7 million square kilome-
tres Russia is four times larger than the USA 
by area, but the road net in Russia is not 
even 10 percent of that in the US (about 
6.4 million kilometres). What makes it 
even worse: the road system is exposed 
to an increasing pressure. Outside the cit-
ies 75 percent of the transport volumes 
of goods and persons are running over 
the roads. Since 2002 the number of cars 
has nearly doubled to 40 million, and it is 
estimated that by 2020 there will be an 
increase by further 20 million. Roads and 
highways are at the edge of their capaci-
ties, and goods traffic is “running” with an 
average of 12 kilometres per hour. 

The railway system is not offering an al-
ternative. The Russian railway network 
has 87,000 kilometres (about 40,000 

kilometres are electrified). In the USA 
where since decades the railway network 
is shrinking there are still about 228,000 
kilometres. Also with the enlargement of 
air-traffic and the construction of modern 
airports Russia has a substantial back-
log. In total the country has nearly 500 
airports, only 55 of which have paved 
runways at a length of more than 3 kilo-
metres. Waterways as well are suffering 
from lacking development. All in all navi-
gable waters of about 96,000 kilometres 
are available—72,000 kilometres in the 
European part of the country and 24,000 
kilometres in Siberia. But cargo shipping 
is strongly depending from meteorological 
conditions. Water level control by reser-
voirs and a deepening of the waterways 
could put things right. As well improve-
ment of harbours is necessary. 

According to official estimates the nega-
tive impact of the neglected infrastructure 
in Russia is worth 3 percent of the coun-
try’s gross domestic product, others are es-

timating the loss still higher at 7 to 9 per-
cent (in 2011 Russia’s GDP was at USD 
1.85 trillion). Since long time the World 
Bank is pointing out that there are no suf-
ficient funds provided for the maintenance 
of the Russian road system. Oleg Skvorts-
ov, Chairman of Public Council of Federal 
Road Agency in Russia, explained more 
detailed what it meant. In the EU coun-
tries, for example were annually spent be-
tween EUR 8,000 and EUR 16,000 for 
the maintenance of every road kilometre, 
in Russia only EUR 2,000. In addition, 
road construction in Russia is one of the 
most expensive worldwide. According to 
the Ministry of Transport the construction 
of one road kilometre costs between USD 
1.8 million and USD 700 million. 

In spring 2012 the Government of the 
Russian Federation has estimated govern-
ment spending of converted EUR 500 bil-
lion for road construction until 2020. At 
the same time a federal Road Fund was 
founded that should provide further EUR 

real ProPerty:  
iNfraStrUctUre ProJectS iN rUSSia

Regarding the area of the country the railway network of Russia is rather small. 
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10 billion every year for the construction 
and modernisation of traffic infrastructure. 
The aim is to construct 500,000 kilome-
tres new roads and to enlarge the railway 
system by 21,000 kilometres until 2030.  

Following the official statements of the Rus-
sian government Western companies are 
invited to take part in the modernisation of 
infrastructure and will have a good stroke 
of business. This was at least the message 

for the German Minister of Transport at 
his recent visit in Moscow. However, the 
question has to be if infrastructure projects 
in general and in Russia especially are at-
tractive for investors.  

In general, there is to state an increasing 
interest in infrastructure investments espe-
cially by institutional investors. In the past 
they preferred core properties and triple-A  
government bonds, but both assets are 
characterised by decreasing returns. Invest-
ments in properties and bonds with more 
attractive returns show higher risks. There-
fore they are more or less avoided. Infra-
structure investments, instead, could help 
to generate higher returns and are offering 
a cash flow calculable to a large extent. 

Roads and car parks, harbours, airports, 
power plants, power grids, the systems of 

water supply and waste water disposal as 
well as social infrastructure facilities like 
hospitals, schools and kindergartens are 
“real” as well as real estate. However, 
there are significant differences between 
the two asset classes. 

Furthermore, in contrast to real estate the 
investor often does not even “own” the 
infrastructure facilities. What is also differ-
ent is the long-term commitment (30 years 

and more). That means that the decisive 
moment of an infrastructure investment can-
not be the rising value. What has higher 
significance is the income component: the 
regular cash flow. 

In this regard infrastructure investments 
have advantages real estate assets can-
not offer. Tenants can leave, but nearly no-
body can separate himself e.g. from pow-
er supply. To keep at this example: Also 
in economically difficult times everybody 
can try to save energy as far as possible, 
but he can never do without totally. In oth-
er words: The income from infrastructure 
assets is depending from macro-economic 
developments only for a small extent. An-
other characteristic of infrastructure assets 
is a monopolistic or at least oligopolistic 
structure, i.e. there is only a very small 
number of competitors.

What is including a certain risk: to a large 
extent infrastructure services and goods 
are subject to government regulations. 
What that means becomes evident re-
membering Germany’s nuclear phase-out 
ahead of schedule. While rents are main-
ly determined by supply and demand, i.e. 
the market, the forecast cash flow of infra-
structure projects is determined by regula-
tion and the performance of the investment 
is often depending by political decisions.  

To come back to Russia: No doubt, re-
garding the huge amount of necessary 
infrastructure modernisation and enlarge-
ment there is great potential for invest-
ments in infrastructure. But the depend-
ency of political decisions is still higher 
than in Western countries, a fact that will 
keep investors reluctant, the more as pre-
dictability is not really one of the pre-emi-
nent characteristics of political authorities 
in Russia. 

On the other hand Russia needs know-
how from outside to develop its infrastruc-
ture and to catch up with other Euro pean 
countries. And the authorities are willing 
and prepared to take advantage of the 
support from outside. An example is the 
Sapsan, the high-speed train connecting 
Moscow and Saint Petersburg devel-
oped by Siemens. | Marianne Schulze 
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Mainly outside the cities roads are in a rather bad condition, often not bituminised and all but safe. 



On the road to success in Russia

ECE is gathering pace in Russia: it’s taking over the leasing and management of the 
“AURA“ shopping center that will soon celebrate the start of construction in Yaroslavl. 
ECE was also awarded the management contract for the “GoodZone“ in Moscow, 
opening at the end of 2012. Not surprising, given the success of its first center in 
Moscow, the “Vremena Goda“ premium mall. Under the management of ECE, 
turnover was increased by 28 % in the first three years.

AURA, Yaroslavl GoodZone, Moscow Vremena Goda, Moscow

ECE Projektmanagement G.m.b.H. & Co. KG
Heegbarg 30, 22391 Hamburg, Germany
Phone: +49 (0) 40 60606-0, Fax: +49 (0) 40 60606-6230
www.ece.com, info@ece.com

Shopping | Office | Traffic | Industries
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it was a successful event, the conference 
“real talks about cee/See” that took 
place on June 14, 2012 in vienna.

More than 250 representatives of the 
real estate industry found their way to 
Palais Niederösterreich in Vienna’s 1st 
district. Here the “Real Talks about CEE/
SEE” went off. Palais Niederösterreich, 
along the street a rather modest building, 
showed itself as a real architectonic jewel 
with its ancient halls, the large inner court-
yard and its stately balcony-terrace and 
was an impressive stage for the one-day 
conference. 

Organiser of the event “Real Talks about 
CEE/SEE” was the Austrian business 
magazine “Gewinn” that so far had been 
responsible for the conference programme 

of the trade fair “Real Vienna”. When in 
spring the organisers of the fair, Reed 
Exhibitions Vienna, cancelled the fair, it 
caused a strange mix of understanding 
and lack of understanding in the real es-
tate industry: understanding because after 
a good start “Real Vienna” has become 
smaller and smaller during the last years; 
lack of understanding, because conferenc-
es and similar events are still necessary for 
the real estate industry and of great inter-
est for the exchange of information, ideas 
and experiences. And which country and 
which city would be more qualified for a 
conference about CEE than Austria and its 
capital city of Vienna where many of the 
activities in Central, Eastern and Southeast 
Europe have their jumping-off point? 

To solve this dilemma Sylvia Foissy, since 
long in charge of the conference pro-

gramme of “Real Vienna” decided to con-
tinue with the well-respected and success-
ful event, but now limited to only one day. 
In the view of the extremely short time for 
preparing the conference the programme 
was impressing: All in all there were 18 
panel discussions about actually impor-
tant themes and topics. There were ques-
tions of general interest like “Austria and 
CEE: Who is headed where and why?”; 
there was a special focus on countries 
like Russia, Turkey and Poland; and there 
were topics like “Financing for project 
developments in CEE: What are the re-
quirements to be met?” and “Investment 
strategies and portfolio optimisation: how 
are investors and asset managers going 
forward?”. Discussions about the differ-
ent segments retail, residential and hotels, 
about aspects of urban development and 
about the relationship between infrastruc-

Pp a l a i s Niederös te r re i ch

faSciNatiNg PreMiere

Already the inner court-yard of Palais Niederösterreich was a surprising contrast to the modest exterior view of the building.
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ture and real estate were completing the 
wide range of topics. Among others par-
ticipants of the panel discussions were 
Bruno Ettenauer, CEO of CA Immo, Franz 
Jurkowitsch, Chairman of the Manage-
ment Board of Warimpex AG, Manfred 
Wiltschnigg, Member of the Executive 
Board of Immofinanz AG and Holger 
Schmidtmayr, Member of the Manage-
ment Board of S Immo AG.

The wide range of topics, the top-class 
Austrian and international participants in 
the panel discussions and the density of 
the one-day event were the formula of suc-
cess for the “Real Talks about CEE/SEE”. 
This success is not only demonstrated by 
the number of visitors, but as well by the 
lounges in the “networking area” where 
market participants were presenting them-
selves and inviting to talks. The 9 com-
panies and organisations that made use 
of this possibility were among others TPA 
Horwath, Raiffeisen Bank International 
and Bundesimmobiliengesellschaft BIG 
(Austrain Federal Real Estate Company), 
the service providers Vasko + Partner and 
Reiwag Facility Services GmbH as well 
as Serbia Investment and Export Promo-
tion Agency SIEPA and Mura Regional 
Development Agency from Murska So-
bota in northern Slovenia. 

Viktor Wagner, CEO of Reiwag, as well 
as Wolfgang Vasko of the civil engineer-
ing company Vasko + Partner, Astrid 
Kares, Head of Marketing at BIG and 
Karin Fuhrmann, Accountant and Manag-
ing Director of the tax advisory and audit 
company TPA Horwath were full of praise 
about the event. 

But not only by the Austrians the confer-
ence was well received, also the interna-
tional participants like Manfred Cieleback, 
Head of Research of Patrizia AG, Ger-
many, Cristian Vasiliu, Managing Direc-
tor of the Romanian Facility Management 
Association in Bucharest, and Vladimir 
Volkov, Business Development Director of 
Luxembourg Investment Group showed 
themselves happy with the results of their 
trip to Vienna and their participation in 
the “Real Talks about CEE/SEE”. Florian 

 Schneider, lawyer and Managing Partner 
of the Moscow office of international law 
firm Salans, commented: “For me, there 
were many good talks in a concentrated 
atmosphere. As well the panel discussions 
were characterised by upfront statements 
and plain talkings. It was not the common 
bubbling you often have at fairs and simi-
lar events.” E.g. in the panel discussion 
about Poland Jerzy Jedrzejewski, Head of 
Department of Trade and Investment at the 
Embassy of Poland in Vienna, entered into 
a discussion with member of the audience 
Miran Gajsek, Head of Urban Planning in 
the Slovenian capital of Ljubljana, about 
the status of the realisation of the Pan-Euro-
pean transport corridor from the Baltics to 
the Balkans in their respective countries.

Some participants of the conference had 
to decide to listen to a panel discussion, 
to stay in the “networking area” for further 

talks or to go out to the balcony terrace to 
enjoy the warm and sunny weather (and 
have some talks there). Latest after lunch 
time there were so many individual talks 
were in the focus so that the programme 
in the conference rooms was nearly dis-
pensable.

However, the participants of the event 
showed themselves quite disciplined. Both 
the closing panel discussion and the fol-
lowing awarding of certificates by ÖGNI  
Österreichische Gesellschaft für nach-
haltige Immobilienwirtschaft (Austrian So-
ciety for Sustainable Real Estate) had a nu-
merous attendance. In regard of the many 
topics and talks during this day it cannot be 
amazing that invited by Franz Jurkowitsch 
of Warimpex the organisers and others in-
volved in the event met in a near-by beer 
garden at Schottenkloster (Scottish Abbey) 
for a final get-together. | andreas Schiller 

18 panel discussions and a lot of individual talks characterised the conference.  
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this was the general motto of this year’s 
real corp, the 17th international confer-
ence on Urban Planning, regional devel-
opment and information Society that took 
place May 14  –  16 in Schwechat near 
vienna in austria. 

Indeed, it was a very international confer-
ence. At Multiversum in Schwechat, the 
venue of this year’s Real Corp, there have 
met not only participants from nearly all 
European countries but from all over the 
world. Although an academic conference 
Real Corp was far from boring and the 
wide range of topics could be interest-
ing also and especially for the real estate 
industry. Rapid demographic, social and 
economic development of cities and the 
question how to integrate these changes 
in the long-term urban planning to keep 
cities attractive for their inhabitants are 
themes which are a burning issue for the 
real estate industry as well. 

However, there are large gaps between 
planners and property industry players, or 
as the Vienna-based landscape architect 
Evelyn Susanne Ernst stated: “Although 
Real Corp has the term ‘real’ in its title, 
there are nearly no real estate develop-
ers attending or present at the Real Corp 
conference. But I can assure you that usu-
ally regional and urban planners do not 
visit real estate conferences either.” Ac-
cording to her, different driving forces of 
urban and regional planners on the one 
hand and real estate developers on the 
other are preventing a real dialogue and 
a better cooperation. While urban and 
regional planners “have as their responsi-
bilities the ‘eternal’ consequences for the 
society”, real estate developers “take their 
decisions according to economic calcu-
lations for the investment period”. But to 
reach their goals planners and developers 
are depending from each other.

A series of workshop sessions was dedi-
cated to the topic “mobility”. Whoever 
tried to move through Moscow during 

rush hours knows that increasing mobility 
can result in rising immobility. But also in 
cities  with a more continuous development 
mobility is one of the most complex topics 
and becomes more and more difficult to 
plan. Not only the transport volumes of 
persons and goods have increased, at the 
same time the more and more complex 
environmental regulations for transports 
in the city has to be taken into account. 
These regulations aim to prevent at least 
the individual traffic. Modern IT systems 
enable several (pilot) projects that might 
help to facilitate mobility and to control 
and regulate the traffic flows in a way that 
takes away the pressure on stakeholders. 

Mobility has its price in a manifold sense. 
It is not only the running costs for car and 
fuel or for tickets of the  public transport 
systems. In general, these expenses are 
rather easy to calculate. However, it be-
comes more difficult to take into account 
the more indirect costs. Corresponding to 
the “energy pass” for each kind of build-
ing a group around Manfred Schrenk, 
Chairman and driving force of Real Corp 

and Managing Director of CEIT Central 
European Institute of Technology and CEIT 
Alanova, is developing a “mobility pass 
for residential real estate”, an on-line tool 
that calculates the “real price” for mobility.  

This mobility pass is more than only a 
“green idea”, it has a very concrete back-
ground. Cities are continuously growing 
into the urban sprawl because property  
prices and rents are lower there. But dis-
tances to be travelled become longer and 
thereby accident risks higher. Also time 
passed only for transport reasons is increas-
ing with every kilometre outside the city. 
As well CO2 emissions are strictly related 
to the distances travelled. What all these 
facts mean in the medium and long term is 
still hard to estimate. Therefore all these el-
ements are part of a new on-line tool that 
calculates the individual costs, time, risk 
and environmental impact. This “mobility 
pass for residential real estate” can help 
to raise environmental awareness and 
show that sometimes a supposed cheap-
er housing outside the city can be paid 
too expensive. | christiane leuschner 

re-MiXiNg tHe city

The venue, Multiversum in Schwechat, is an example for “an urban intermix”. 
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background

a happy sun is the brand of the Sonnen-
tor products that have made well known 
the waldviertel in lower austria all over 
the world. Moreover, the happy sun is a 
symbol that even an economically un-
derdeveloped region has its strengths—
they only have to be recognized and 
it has to be taken advantage of them.  

The Waldviertel in the northwest of Lower 
Austria is generally characterized as an 
“economically underdeveloped” region. 
The region did not benefit by the opening 
of the Iron Curtain, quite the contrary: the 
industries once allocated in the region—
mainly textile and machine building indus-
try—changed to the Czech Republic and 
other CEE countries. Fragmented agricul-
ture, meadows and woods are the main 
characteristics of the Waldviertel, but as 

well high unemployment and shrinking 
and aging population because mainly 
younger people seeking employment are 
leaving the region. 

In Europe there are many regions like the 
Waldviertel, and their people feel often 
left behind the general development of 
their country. But also these economically 
underdeveloped regions have their poten-
tial and offer opportunities. These have 
only to be recognized and realised. Who 
once jumped at the chance and mean-
while has to tell a success story is Johan-
nes Gutmann, Founder and Managing 
Director of Sonnentor, a trading company 
specialised in organic food products (no 
longer only) from the Waldviertel. 

Who does not know the slender and wil-
lowy man would not suppose by the first 

glance that he is a successful business 
founder and manager. His personal trade-
mark: small red glasses and long-weared 
but resilient leather trousers. In these trouser 
he get dressed with the greatest pleasure 
at opportunities when others are putting 
on their smoking. In general conventions 
devoid of meaning are not his guideline 
and against the general “do’s and don’ts” 
he is rather critical. “Who is doing and 
thinking only what many others have done 
or thought before does not get on. To cre-
ate something new one has to do, think or 
plan things in a way different to all others 
before”, is his credo. And his story seems 
to be the best proof.  

As the youngest of five children he should 
have taken over the farm of his parents. 
But he did not like this idea very much. 
He completed a commercial education at 
Handelsakademie, a vocational commer-
cial high school in Austria. Its graduates 
have been qualified for studies at univer-
sity. But Johannes Gutmann was not really 
attracted by studies in the capital city of 
Vienna. He stayed in the Waldviertel re-
gion and worked through different jobs. 
But apparently neither he nor his bosses 
seemed to be happy with each other. 23 
years old, Johannes Gutmann was sick 
to death of an employee’s life. Horrifying 
nearly all around him he declared to do 
his own business. 

The niche he wanted to start with was 
quickly found. He was and is silver-
tongued. At school one of his nicknames 
was ‘Schmähling’ (‘Schmäh’ is the Austrian 
expression for stories with some sense of 
humour behind them), and by his educa-
tion he was familiar with marketing tools. 
He assembled the—at that time only—few 
organic farmers of the vicinity proposing 
them to cultivate herbage and to produce 
herbal teas and herbal tea blends which 
he wanted to bring to market and to sell. 
Of the five addressed organic farmers 
three were willing to share his business 
idea and to get involved. They did not 

SUNNy bUSiNeSS iN a difficUlt regioN
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have very much to loose. They were con-
vinced to have good products but they 
had neither time nor know-how to market 
these products in the right way. The trend 
to organic products was just starting in 
Austria, and like everywhere else the first 
farmers changing to organic agriculture 
were considered as more or less “green 
nutcases”. 

On the other hand Johannes Gutmann 
had the right touch for good stories 
around the herbs and teas he wanted to 
sell. He found a lot of ideas in the tradi-
tions of folk medicine and of those who 
know about herbs like Saint Hildegard of 
Bingen, the founder of naturopathic medi-
cine Sebastian Kneipp in Germany or the 
Austrian herb priest Weidinger. And Jo-
hannes Gutmann was willing to intinerate 
first through the region, later through the 
country to promote and sell the products. 

The deal with the farmers was quite sim-
ple: the farmers produce, store and dry 
the herbs themselves, Johannes Gutmann 
takes a certain amount of it every week 
and pays for it one week later. If the farm-
ers are packaging the herbs according to 
his recipes he paid the double. At any 
case he provided the packaging materi-
als and labels.

At this point the first idea has already 
sprouted: not to sell only this or that herb 
or spice individually but to create blends 
with the about 25 herbs growing in the 
Waldviertel. Johannes Gutmann started 
his business in his neighbourhood: What 
ever the weather was like, he built up 
his stand—no, not on the market, but in 
front of a restaurant whose owner he was 
 acquainted with—and sold his products. 
At the same time he listened very carefully 
at his clients, taking in what they need 
and want. 

Today, nearly a quarter century later, the 
‘one-man show’ has changed into a com-
pany with 170 employees plus free lanc-
ers and a revenue of EUR 24.7 million 
2011/2012. The subsidiary with 75 em-
ployees in the Czech Republic generated 
further revenues of EUR 5.7 millions. Son-

nentor is exporting its products in 51 coun-
tries all over the world. The raw products 
are provided by meanwhile 150 organic 
farmers not only from Austria but as well 
from Germany, the Czech Republic, Ro-
mania, Albania, India and Tan sania. Fur-
thermore, there are 13 Sonnentor shops: 
11 in Austria, one in Germany (Munich) 
and one in Japan (Tokyo) where people 
can buy the meanwhile more than 700 
different products. 

To Sprögnitz where Sonnentor is based, 
are going 35,000 visitors on a “pilgrim-
age” every year. The small village be-
longing to the municipality of Zwettl has 
become apparently wealthy. And may be 
that is another reason that could explain 
the success of Sonnentor: Although Johan-
nes Gutmann is proud of the fact that since 
the first month he could make a living from 
his business, the close cooperation with 
his farmers was always very important for 
him. He himself is explaining the success 
of his company by his awareness “that 
you can do things only together with oth-
ers, that you need each other, that no one 
is greedy and trying to fleece the others”. 

This attitude comprises that he does not 
see his farmers only as “suppliers” but is 
sharing his success with them and seeing 
them as partners. Therefore he is taking 
into account their recommendations very 
seriously and is honouring them by show-
ing their picture or naming them on many 
of his products. 

He continues: “Economy is for all of us 
and we all are part of the economy. What 
we are experiencing today is an exagger-
ated capitalism that is rather unsocial than 
social market economy.” What he meant 
is shown in Sprögnitz: He could use fully 
automated packaging machines, but de-
liberately he tries to create as many jobs 
as possible in the region by this part of the 
business process. And if somebody asks 
for a job for himself, his son or daughter 
or if charitable donations are collected, 
the successful entrepreneur of the region 
has a sympathetic ear and an open purse 
and is willing to help.

However, he is no ‘soft boss’. Although 
in Sprögnitz all behave like a great fam-
ily and are on first-name terms there is no 
doubt what has to be done. Everybody 
has to engage himself for the company’s 
success and has to identify with the com-
pany’s philosophy. Who is not disposed 
to fulfil this claim will not keep his job for 
a long time. Saturation is another thing 
 Johannes Gutmann is not appreciating. 
 After the company has grown by a double-
digit rate annually during the last years the 
growth recently was at “only” 6 percent. 
For him it means time to give a clarion call 
and to remind people of their tasks.

Another characteristic of Johannes Gut-
mann is that he is a good story-teller. As 
a child he was fascinated by the local 
grocery store. He loved to poke there 
around and to listen to the owner’s stories 
about the different products. He, too, has 
become such a ‘story-teller’: He is telling 
stories about his farmers who are cultivat-
ing the herbs, and the spices and herbal 
tea blends have telling names. These 
names always point out something posi-
tive because “every negative has its posi-
tive counterpart”. Therefore a herbal tea 
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Johannes Gutmann with one of his first 
business partners, the farmers who were 
willing to work together with him.  
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that shall perk up all who are not a morn-
ing person is not named ‘tea against bad 
temper’ but ‘tea for high spirits’. 

Interesting and embarrassing is the way he 
is developing his products. He starts with 
an idea, a telling name and afterwards 
the respective tea or spice blend will be 
created. E.g. a spice blend is named ‘all 
the best’ and comprises onion, basil, pink 
pepper, oregano and beetroot as well 
as orange zest, liquorice and calendula. 
Also the tea blends are always mixed with 
petals that made the normally greyish-
green herbal teas colourful and visually 
more attractive. This for example was the 
idea of an elder lady named Grandma 
Zach, who was among the three farmers 
of the first day. 

Other ideas Johannes Gutmann collected 
by his clients when he was on tour with 
his stand in the first years of his business 
or later selling his goods in his small store. 
Still today his law is to listen carefully what 
clients are saying and what they are look-
ing for. Respectively the blends get always 
revised and ‘optimised’. 

But telling names and emotional stories 
about and around the products alone are 
no guarantee for business success. As well 
the quality has to be perfect. Latest since 
Austria’s EU accession organic products 
are subject to tight quality controls. Every 
supply of herbs, petals, leaves delivered 
to the warehouse in Sprögnitz will be 
checked of 450 possible residues before 
processed. Therefore Sonnentor products 
are distributed not only by Sonnentor 
shops but mainly by specialised shops for 
organic food and health shops.  

Expanding the number of Sonnentor shops 
is next step Johannes Gutmann is striving 
towards. He is targeting not only Austria 
but other countries as well. Especially in 
Germany he is identifying great potential 
for his shop concept. The reason for this 
strategy is ‘diversification’. Actually Son-
nentor is generating nearly 90 percent of 
its revenues by wholesale trade of organic 
products. “If they get a cold”, Johannes 
Gutmann is aware of, “we will have 
pneumonia.” To reduce this dependency 
he is in search of retail areas in prime 
locations, preferred in buildings “with a 

story behind”, but the last is not a neces-
sary precondition. But what is indispen-
sable for a franchisee: that he fits in the 
Sonnentor ‘family’, that he has passion for 
the products he want to sell and that he 
is using the marketing tools of Sonnentor 
in the right way and making the best of it.  

Sonnentor shops are very distinctive. They 
are remembering at the traditional mom-
and-pop-grocery stores. Also the shop 
in Sprögnitz quite large by area gives 
that impression. The shops invite to poke 
around and a small part with only two or 
three tables is always dedicated to some 
kind of gastronomy to taste the products. 

Whatever one is thinking about the Son-
nentor concept, fact is that Johannes 
Gutmann has developed a successful 
business idea out of the alleged disad-
vantages of his home region. He took 
what the Waldviertel has to offer—pure 
air, clean waters and soil rich of minerals 
where plants are flourishing very well—
and marketed the products successfully. It 
is as he said: “The best is worth nothing 
if you cannot sell it.” | Marianne Schulze 

Although quite large by area the Sonnentor shop in Sprögnitz has the atmosphere of a mom-and-pop-grocery store. 
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events

September 12  –  14, 2012
International Real Estate  
Investment Forum  
ProEstate 2012
what about: Main topics of the exposi-
tion and conference in Saint Petersburg 
are urban development and the real es-
tate markets in Russia. The event is organ-
ised by the  Guild of Property Managers 
and Developers (GMD) with the support 
by the Ministry of Regional Development 
of the Russian Federation and the Gov-
ernment of Saint Petersburg. International 

Real Estate Investment Forum ProEstate 
can be a first meeting point for all who 
want to get informed about the Russian 
real estate markets, about its character-
istics, trends and developments and who 
want to get in contact with Russian real 
estate professionals. 
where: Lenexpo, 103, Bolshoy 
 Prospect, Vasilievsky Island,  
Saint Petersburg, Russia
for further information and registration:
www.proestate.ru
www.gud-estate.ru

September 23  –  24, 2012
8th Conference of European 
 Cities and Regions 
what about: This year the annual con-
ference of European Cities and Regions 
is themed “Overcoming regional dis-
parities”. Because 2012 is the European 
Year for Active Aging, the first day of the 
event is focused on the topic “Solidar-
ity between generations: regional and 
local initiatives for active aging”. Tied 
up with this IRE Expert Forum is the fol-
lowing working group dealing with the 

SPH newsletter No. 12 | July 2012   20

Congress Reisen Fröhlich

T +49 69 29 78 287 +++ info@congress-reisen.de +++ www.congress-reisen.de

Messe/Fair Stadt/Town Datum/Date

    

P R O      S A I N T    1 2 0 9 - 1 4 0 9  2 0 1 2  

E S T A T E   P E T E R S B U R G              

Wir haben noch 
gute 

Möglichkeiten für Sie.

T +49 69 2978287

Preview to tHe MoSt iMPortaNt 
aUtUMNal eveNtS



events

topic: “Cost efficient health care & hos-
pital management on regional and local 
level”. Themes of the second day of the 
conference are “Financial strategies for 
location development”, “New perspec-
tives and strategies for decentralised en-
ergy supply”, and “Challenges in trans-
port infrastructure for regional tourism”. A 
main target of the conference is to offer 
sufficient possibilities for establishing new 
contacts not only with the representatives 
of the cities and regions but with the repre-
sentatives of the European Union as well.  
where: Grafenegg Castle, 
Lower Austria, Austria
for further information and registration:
www.institut-ire.eu

October 8  –  10, 2012
EXPO REAL
15th International Trade Fair 
for Commercial Property and 
Investment
what about: Since the first issue 15 years 
ago Expo Real has developed into one of 
the largest and most important B2B trade 
fairs for commercial real estate globally. 
Last year, across the 64,000 square 
metre site, 1,610 exhibitors presented 

themselves, their products and services. 
All in all some 37,000 participants were 
registered representing the whole range 
of the real estate industry: developers, 
project managers, investors, financing in-
stitutions, consultants and brokers, archi-
tects and planners, corporate real estate 
managers and expansion managers but 
cities and regions as well. The countries 
of origin totalled at 72, and with Aus-
tria, Poland, Russia, the Czech Republic 
and Russia among the top ten CEE was 
strongly represented at the fair.
where: New Munich Trade Fair Centre,  
Munich, Germany
for further information and registration:
www.exporeal.net

November 8  –  9, 2012
Real Estate Circle 2012
what about: The conference Real Estate 
Circle is regarded as the autumn meeting 
point of the Austrian real estate industry 
and its decision makers, from investors 
and developers to financing institutions. 
Topics being discussed are not only 
about Austria but also facing international 
trends and questions like “What impact 
the European debt crisis will have on the 

real estate industry”. With the strong fo-
cus of the Austrians towards CEE/SEE 
will be in the focus as well.
where: Courtyard by Marriott Wien 
Messe, Vienna, Austria
for further information and registration:
www.businesscircle.at

November 14  –  16, 2012
Mapic – The international 
 market for retail real estate
what about: Main target of Mapic is to 
bring together global retail and real es-
tate leaders to forge partnerships. Both 
are acting in quite different business 
worlds, but are in need of each other. 
Real estate people are developing the 
space, retailers need to expand. Espe-
cially for those who are expanding to 
Russia it will be interesting to hear that at 
Mapic 2012 Russia will be “Country of 
Honour“. Already by size and by number 
of cities with more than one million inhab-
itants Russia is an important market for all 
involved in retail and retail real estate.  
where: Palais des Festivals, Cannes, 
France
for further information and registration:
www.mapic.com
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book review

Before the outbreak of the fi nancial and 
economic crisis in 2008 investment in 
residential properties were considered 
as more or less boring. But meanwhile 
this segment has gained increasing at-
tractiveness. Mainly institutional inves-
tors are appreciating residential prop-
erties more and more as a stabilising 
factor of their portfolios because invest-
ments in housing are of low risk and are 
promising a relatively steady cash fl ow. 

However, the housing markets are not 
all the same, between the European 
countries there are substantial differenc-
es that are not only caused by different 
legal systems. 

To have a more intensive look at the Eu-
ropean housing markets and to have a 
view on the developments and trends in 
these markets not only from the practi-
cal but as well by the scientifi c side is 
the aim of a book, published by Patrizia 
Immobilien AG: “Urban horizons. Views 
and insights on the European housing 
markets”. Masterminded by Dr. Markus 
Cieleback, Head of Research at Patrizia 
Immobilien AG, the book comprises arti-
cles of several authors active in (scientif-
ic) research examining the interdepend-
encies between the economic, fi nancial, 
mortgage and residential property mar-
ket and having an analytic look at the 
individual European housing markets.

The range of topics is enlarged and 
complemented by a contribution from 
Erich Gluch of ifo Insitute for Economic 
Research on housing construction in Eu-
rope. Each of the seven articles in total 
provides references for those who want 
to immerse themselves into the respec-
tive theme. 

What makes the book inter-
esting are the questions of 
the relationship of housing 
markets and the (interna-
tional) economy, fi nancial 
markets and policies and 
if there are indicators 
that are able to show 
the further development 
of the housing markets. 
After the experiences of 
2008 one question is 
of an overall interest: 
How can bubbles on 
housing markets like 
those that had developed in Spain, UK 
and Ireland be avoided and are there 
instruments to counteract dangerous 
trends? 

Beside the general view on the Europe-
an housing markets and a more specifi c 
view on the market in Germany, Swe-
den, Finland and France the book might 
be interesting for all looking for invest-
ments in European residential properties.

iNSide viewS oN 
tHe eUroPeaN 
HoUSiNg MarketS
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