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Liz O’Kane Sharing hub 
space with other 

agents provides an 
opportunity for 
entrepreneurial 
estate agents to 
go it alone

Analysis

Opening the 
estate agent’s 
door to remote 
working

A
t a time of increasing 
pessimism about the 
effects of Covid-19 
on the traditionally 
more attractive retail 
and office sectors of 

the property investment market, 
residential investment (PRS) appears 
more appealing.

Demand for housing looks set to 
increase as a result of the Covid-19 
restrictions as more young adults 
are likely to seek their own accom-
modation, and those who used to 
spend on holidays and luxuries may 
save more in order to get a space of 
their own.

In contrast, commentators are 
raising concerns that many retailers 
may not survive the pandemic and 
that this could lead to more vacant 
retail properties. In the office sector, 
employers are expected to encour-
age more employees to work from 
home – thus reducing demand for 
office space.

A number of recent reports on 
PRS have pointed to it being more 
resilient in the face of the crisis.

“Investor sentiment remains posi-
tive for the PRS market as the market 
fundamentals and imbalance within 
supply and demand will still be there 
post Covid-19. PRS is still seen as 
one of the more relatively secure 
asset classes. Product that was being 
prepped to come to the market after 
Easter is now likely to be held, with 
a large number of assets possibly 
launched to the market later in the 
year,” read a joint report from agents 

Sherry FitzGerald and Cushman & 
Wakefield.

As the PRS investor pool has be-
come more diversified and deeper, 
the report said these trends “should 
aid the PRS market’s ability to re-
cover quickly with an increase in 
transactional activity towards the 
back end of the year”.

Agent Hooke & MacDonald ex-
pects investors to increase the por-
tion of residential properties in their 
portfolios as a result of the sector’s 
inherent characteristics and the cur-
rent crisis. Its latest report records 
four main residential investment 
transactions in Dublin in the first 
quarter of 2020 worth a combined 
€100 million.

Meanwhile, agent CBRE pointed 
out that as much as €672 million 
was spent on residential investment 
deals in the first quarter of this year, 
including student accommodation. 
This made it the largest sector of the 
Irish investment market in Q1 2020, 
accounting for 53 per cent of total in-
vestment spend. The agents estimate 
that as many as 14,800 residential 
units are now owned by institutional 
investors.

In total, 12 residential investment 
transactions were completed during 
Q1 2020, of which three comprised 
student sales.

A further reflection of how resi-
dential investment has come centre 
stage is that prime yields for these 
investments were as low as 3.75 per 
cent at the end of Q1 2020, according 
to CBRE.

With higher 4 per cent yields for 
prime retail and offices in Febru-
ary, this indicates that investors are 
willing to accept a lower return from 
residential which they considered 
less risky even before Covid-19.

Investor demand
Another reflection of investor de-
mand was seen in recent deals. The 
Irish Times reported that German 
fund Patrizia completed the €93 
million purchase of Marlet’s 166 
apartments in Mount Argus, Dub-
lin on April 3.

European investor LRC pur-

chased a portfolio of 61 apartments 
and three commercial units known 
as the Rathgar Road Collection in 
Dublin 6 for around the €18 million 
quoted by joint agents DNG and BNP 
Paribas Real Estate Ireland.

Nearby, the building company 
John Paul Construction sold a port-
folio of 40 apartments at Rathmines 
Square in Dublin 6 for around €16 
million to a European institutional 
investor advised by Avestus Capital 
Partners. DNG was the selling agent.

In Dublin 8, accountants Deloitte 
sold 102 apartments at Herberton for 
about €36 million. In north Dublin, 

an off-market deal saw 60 units sell 
for about €30 million.

Before the crisis, some residential 
developers had been undertaking 
speculative apartment projects on 
the basis that even if investors did 
not purchase them for the private 
rental market, their units could be 
sold for social housing. In the coming 
months the government will have 
extra reasons for encouraging more 
of this type of investment. For exam-
ple, such developments will house 
the larger numbers of unemployed 
unable to access private rented ac-
commodation.

New housing projects will also 
provide employment, thus helping 
to reduce the numbers dependent 
on social assistance.

A spike in demand for rental ac-
commodation may be accentuated 
by a drop in numbers who can afford 
to buy their own homes. Increased 
supply will help to curtail upward 
pressure on rents. With the Gov-
ernment already overspending on 
health and social welfare, it would 
need to encourage private investors 
to fund the new housing develop-
ments.

Ken MacDonald, head of Hooke 
& MacDonald, pointed out that all 
stakeholders need to be encouraged 
and incentivised to provide housing 
infrastructure and housing for both 
private and public housing sectors.

Perhaps the government should 
allow developers to resume work 
early where they are completing 
projects with Part V social housing. 
Already the government has sig-
nalled that about 1,000 homes on 
35 social housing sites which are 
currently near completion are to be 
finished. These projects include local 
authority builds, developments by 
approved housing bodies and public/
private partnerships.

The government should also in-
clude apartment developments 
where the developer will commit 
to selling or letting to an approved 
housing body, including those which 
will be sold on to an institution with 
guaranteed rents at 85 per cent of 
market levels.

Reports suggest PRS market is more 
resilient to effects of the pandemic 

BY TINA-MARIE O’NEILL

Savills Ireland has hired De-
clan Sexton to join its invest-
ments division as an associate 
director.

Before joining Savills, 
Sexton was Dunnes Stores 
property department’s asset 
manager, where he worked 
on shopping centre manage-
ment, retail lettings, acquisi-
tions and disposals.

He also spent six years with 
JLL’s investment division, ad-
vising on sales, acquisitions 
and asset management for 
various clients.

He began his career in 
general commercial agency 
and valuations with Cohalan 
Downing in Cork after quali-
fying from Limerick Institute 
of Technology with a BSc in 
Property Valuation and Man-
agement.

Domhnaill O’Sullivan, Sav-
ills Ireland’s investment di-
rector, said: “We are delighted 
to welcome Declan on board 
at what is – despite Covid-19 – 
a very busy time for our busi-
ness. Although Declan won’t 
be physically joining the team 
until restrictions on move-
ment are lifted, he will, like 

the rest of us, work remote-
ly – helping us to complete 
active transactions and drive 
new business development.”

Savills has one of Ireland’s 
largest property investment 
advisory teams, with 12 full-
time employees. 

Under the guidance of 
O’Sullivan and Fergus O’Far-
rell, the team has worked on 
some of the most high-profile 
property investment deals in 
the current cycle, transacting 
about €10 billion of direct real 
estate assets in that time.

Former Dunnes man 
Sexton to join Savills 
division as director

W
here is the remote control? Thanks 
to the coronavirus, most of us find 
ourselves working remotely from 
home probably for the first time, 
as well as working in the home. 
There’s a distinct difference, al-

though, ‘Where’s the hoover?’ is the question that will 
ensure temporary hearing loss.

As someone who has worked mostly solo and there-
fore remotely for years, I’ve always considered my car 
as my primary office. I can see it from my kitchen table, 
my secondary office. My usual pattern of work is as 
follows: home office admin on Mondays and Fridays; all 
meetings, viewings, business lunches and other ‘out and 
abouts’ are on Tuesdays, Wednesdays and Thursdays. 
Now I’m just in, and Zoom is the new ‘out and about’.

The world of an estate agent is a full-on, moveable 
one. You’re always on the move. Appraising and valu-
ing properties for the purpose of a sales instruction, 
descriptive writing of brochures, arranging and attend-
ing viewings of those properties already on the books, 
managing vendors and those bidding, dealing with both 
sides‘ solicitors and, on occasion, banks. Ensuring all 
media is up to date and ready for print, launching prop-
erties, and being available on Saturdays for open view-
ings. There’s a wide variety of work and a long way to go 
before any commission is earned.

I’ve long wondered why estate agents in Ireland feel 
the need for a big shop window. There’s no passing 
trade. The bling, on street office space, marbled recep-
tion and Barcelona chairs definitively placed so a pro-
spective vendor or purchaser can sit nervously, while 
waiting to be called to negotiate. Unless a meeting is 
scheduled, it’s rare that any prospective client walks in 
off the street. And if they do, the person they need to 
see is more often ‘out and about’ by the very nature of 
the business. So it’s back to the phone to follow up, and 
invariably that meeting will take place in the prospec-
tive seller’s home, which is exactly what you want to 
happen.

Extortionate rent
So why the need for big rents and multiple-office dom-
ination when everything on the planet is online? The 
big shop windows in Ireland are MyHome and Daft. 
My business is initially research. I don’t walk into estate 
agents’ offices, ever. We chat on the phone, I glean the 
information I need and either proceed or eliminate as 
I’m going along. Then I set 
up my viewings and, even 
when it comes to the bid-
ding process and further 
negotiations, I still haven’t 
been into their office. No 
need. The web and the 
phone are my friends. Ex-
tortionate rent eating into 
profit is not.

So where does this leave 
all the experienced estate 
agents and important-
ly, newly licensed estate 
agents, many who are laid 
off or who have not yet 
properly worked in the 
industry? Now is the time for change; the traditional es-
tate agency operation in Ireland is due a huge overhaul, 
and the sooner that is accepted – and with a complete 
pivot in the mindset – the better. So, how does one take 
on ‘remote control’, or self-employment?

It’s a scary prospect, and our minds will start to quiver 
with doubt. That is the nature of psychological warfare 
with ourselves and pushing beyond it. This is a good 
time for anyone with an entrepreneurial spirit to forge 
ahead in the residential property industry, yet share 
space with like-minded agents wanting to do the same 
thing. And here’s one way of exploring how to get going.

Keller Williams Ireland is part of the largest real estate 
corporation in the world and has more that 180,000 
licensed agents globally under its brand. The most vital 
piece of information is that the agent makes up to 90 
per cent commission on all sales, plus ongoing referral 
commissions. The KW Southside Property Hub is due to 
open in Sandyford. The centre will welcome all property 
professionals, not just those under the KW umbrella, 
and offers the following and more:

Reduction of your fixed costs by up to 70 per cent, in-
clusive of utilities, rates and internet. Rental of an office 
or desk where you will be able to plug in your business 
any time, and at part-time rates if you prefer. Adminis-
tration facilities include a dedicated professional listing 
company who will visit your clients, photograph your 
properties, draft descriptions, brochures and upload, al-
lowing you time to source and close deals.

Other partners also include an in-house convey-
ancing specialist, BER assessor, surveyor and mortgage 
provider, enabling agents to offer a full suite of property 
services to their clients – and all in-house.

There is also a Keller Williams technology trial period 
and training for those who may decide to join the brand, 
opening your world to overseas referrals and agents 
while building your personal brand.

Time to get remote working under control . . .

Liz O’Kane is founder of lizokane.ie, presenter of Buyers Boot-
camp on Virgin Media Player, and a former presenter of (RTE’s) 
House Hunters. She is the first buyer’s agent to join Keller Wil-
liams Ireland. Follow her on Twitter @thelizokane or email her 
at hello@lizokane.ie

Unless a 
meeting is 
scheduled, it’s 
rare that any 
client walks in 
off the street
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Colliers International 
is marketing a gen-
erous ground floor 
office at 3046-3050 

Lake Drive in the Citywest 
Business Campus in Dublin 
24 for sub-letting.

The property, which spans 
1,375 square metres (or 14,800 
square feet), is centrally lo-
cated within the campus and 
provides easy access to the 
M50. 

It is also within a ten-min-
ute walk of the Luas Red Line 
and multiple Dublin Bus 
routes. Citywest Shopping 
Centre is also close by, to-
gether with numerous cafés, 
restaurants and local services 

and amenities.
The available space is being 

offered fully-fitted to a very 
high standard with a contem-
porary, modern design. 

This includes breakout ar-

eas, meeting and board rooms 
(which can accommodate 
groups of up to 90 people), 
wall graphics and writeable 
walls, private phone booths, a 
large kitchen area and shower 

facilities. A generous parking 
allocation of 55 car parking 
spaces is also available.

Paul Finucane of Colliers 
said: “3046-3050 is a unique, 
fully-fitted and furnished, 
‘plug and play’ solution, 
available on a sub-lease with 
minimal fit-out costs within 
an established business park 
with very low vacancy lev-
els.”

Colliers is quoting €322 
per square metre (which 
equates to about €442,750 
for the space), and €750 per 
car space per annum. 

The property is available 
immediately under flexible 
lease terms.

More details are available 
from the agent at 01-633 3700.

Citywest office space is up for grabs

Donal 
Buckley

Will the private rental sector be 
the least hit by Covid-19? Demand 
from its diverse investor pool could 
aid a quick recovery

Marlet sold 166 apartments in Mount Argus in Dublin to a German fundFairway, Cualanor, Dun Laoghaire

102 apartments at Herberton in Dublin 8 were sold by Deloitte

Aerial shot of the Rathgar Road Collection in Dublin 6

Lake Drive at Citywest Business Campus in Dublin 24

The available space is fitted to a very high standard

Declan Sexton: new 
appointment at Savills


