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ABSTRACT 

Rcsidcntial real estate dn'l'lopllll"llf III :\dlli, :\hha I~ qUill' an intl'fl'~tlllg ~uhil'c t The lllarkl,tll1g 

pcrsPCCtiVC on this i~sue "under rl'~('arl'hed, hence Ill()ti\';tting the CUITl'llt pro\l'ct , 

Though extensive litnatu n ' n '\'ll'\\' , l'1 )n~ldtati()ns WII h pl'rtint'n t 1I11lu~t ry p 1;t~ ' I'I~ and In .depth 

intervicw with per~()nnd Ilf Sun~hlllL' ( ' I)n~tnlctil)n I'l J: (Sunshine fl)r ~llIlrt) reln'ant data wcn: 

collcctcd and clualitatl\'cly analyzed , The l'xtl'mal l1\arking l'nVlfflnllll'l1I analy~q~ ~hows that thl' 

politico-lcgal markcting 1'11\' lr0I1I1\I'11 t I~ ~Iowlv IInprovlIIg , The ~OCI!I -t'L' IlIHIIllIC marketil1g 

cnvlronmcnt fav()r~ the uppl'r al1d 1l1llIdk' · illcl)ll1l' pl"Jpk' tl) hl' cu~tlJI1\I'rs III' fl'all'~tatl ' dl' \' l'lllpl' r~ , 

Thc global technological ad\'alln'~ ha\'(' IH)t \'l't pt'n1ll'atl ' d thl' ,t\,hb ,\haha Illark('t, \'1'1 th('n' IS 

indication that that it could help marketlllg n'all'statc through bettl'f CU~I'lml'r st'r\'iCl' and n't\ucl'd 

cost of housing, The deterillrating physlcall'n\' ll'flllllll'llt a III I plJllri\' dl'\'l'll)!lnl infrastructure of the 

city havc also hccn nbsen'eli as paradoxit'all'k' l1ll'llIs fal' lIlg Il'all'statl' d(,\'l'll)pns ill the l'apital. TWI) 

c10sc compctilors have hlTn fal('d (I :llIlIjll' tlll)r I'l'ldil(' .\l.llnx fallng) as hl'lng wl'akl'f than Sunshllll', 

I [owcvcr, Sunshine's rCSp0l1SIVl'I11'SS tl) the l'xll'rllal Illarkl'lIng l' nVlffllll1\l'nt IS rated only aho\'l' 

average on Extcrnal Factor Evaluation matrix , 

The internal cnvironmcnt of sUllshine COllstnlctil)n 1'1.e: has hl'l'n thl)rflughly analyzed , \ Ising tl1l' 

Internal Factor Evaluation matrix, Sunshine was r;ltcd only above avcragl' , 

Sunshine's market leadership image and apparcnt success in salcs have persuaded it to bc layered­

back i.n its approach in markcting, Sugt,'t:stions on how to better perform real estate marketing 

activities have been fonvarded in this paper, 

rurthcm1orc, further research areas that might shed I\\llrl' light IIltl) till!; IIlIlS! intelt:sting suhject an,' 

suggested, 
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CHAPTER ONE 

INTRODUCTION 

1.1 Background V'"" 

I-lousing, as an urban function, cl)nsti lull' ~ .till1ul half Ilf urhan land U~l' TIll' hlglll'~r prc lpllrllllll I~ 

observed in rhl: least lkveloping C()l llllrtl'~ whllsl' hllllslng and Sl'lIicllll'llf t\'pl'S all' di~pl'rSl'Ll dul' III 

the lack of appropriate constntClllln lec hnoll lg lc s and till' pn>ltfl'ratl1ln ,d" unpl.ullll'l1 St'ttil'Illl'IlfS. In 

\ being a dominant land usc, the: performance Ilf rhl' houslIlg ~l'Clor IS :t mailH IIltilcator Ilf rhl' SUCCl'S~ 

or failure of urban devclopmL'lll policil's. l'spl'clally that 1)1' urh.ul Llml pllky . TIll' hIStol~' I)f 

urbanization confirms that gO\"l'rtlllll'llt s thl!)uV,hout th!' Wlldd ha\'(' adl)pt!'d a \'a l"ll't y Id p,>lil'll's tl) 

encourage dle supply of ho using with \'arying degrel's I)f ~UCCl'~S . ()IlL' Ilt rl1t' Cl'llIral issues in policy 

relales to Ihl: contradictlollS hl'tWt'l'n Cll ll l"t' pt s 1)( 11IHI~llIg .I~ SI'!"\'lll' ,111.1 hllUSllIg ,IS .In l'l'llIlllnllC 

activity . 

The methods of addressing urban social prohll'ms diffn accordillg to IIH' period . /\t till' oUlset of 

urbanization, the uominant filml of s()lulJ()J) to urban problems was cllnSllkrl:d til ill' SOCial chiulh't' -a 

~ reform that advocated for a radical chanh't: III social and economic organtZaWln of socil't)', This 

<:; 

approach was tested but has had little success. The second approach tl) s'llving urban problem~ was 

through urban planning-an approach ()f lI11pllsing stricI clllllrol IJ\'CI urban aCII\'IIIL'S, Thi~ appnla0 

had its modest success in some: scc 10 rs, bu t I hI' command a III I con I r()1 1'0 rm 0 f u rhan m:t11 agclllt'n t 

had its limitations, One of the latest, but certainly not thl: last, approac hes to tackling ulhan prohlems 

uses predominantly economic means, l lrl>all dcvl'lopml'nt, 1I1clutilllg thl' supply ()f IHllISlllg, is scell as 

an economic activity, r: acilitating the housing market th rough spcci,Ll (kvelopment contmb, 

subsidies, financing mechanisms, etc. IS vieweu as a mechanism to promote comprehensive 

community development. In response to this move, real estale fOrtll of urhall dl'velopml'1l1 has 

emerged as an economic activity , 

~ The development of real estate is partly an outcome of specialization in the division of lahor. It is 

also a response to the organization of tlle urban economy, Demand and supply projection, partly the 

result of urban planning activity which promotes advanced plallning, is cl'lltral ill real l'stale 

development, However, tlle operation of real estate in the housing sector is less than normal, 

especially in a context where land supply docs not fully aelhert' to frel' market principles , TIll' 

Ethiopian urban development context, especially that 0 f the housing Sl:ClO r, is olle such examp le, 

Marketing Real Estate in Addis Ababa 



I\\ost of thc urban ce ntcrs in 1,:thilJpia , Inc illdllig , \ddl~ ,\h,d',I, \\'VI( ' ( 's t.I\lII ~ h('l1 aftt'l' th( ' sl'l' ''lld lIalf 

of thc twcntic th century, I\ccordlng to lkrhanll (:?,1x)'1), I:, tllll )plall 1( ' Ii {'stat{' form of ul'hall 

development commenced ill the mid I I)CJI Is , :\t till' SLlrl, \\'"rkillg, 11\' lI lg, alld I'('l' n'atioll ~ pan' 

produccrs were users th e m~' I\'l's, \\ 'hell reall'stat{' dn'cl l) pnll' llI hl'l', lIlll' ,III l'l:l)llI)III1\' Sl'Clol' 1)11 It s 

own, it started its opcratioll III thL' hl)lISlIlg ~ l'l ' t"r. Tltc 1( ',ISI)IIS Ii)\' ~ III ' 1I ,I 11111\'1' ,Ill' 1Il ' II 1)(' I' l'il'al' 11"1' 

arc the opcratH)nS of thc real estate tin'dupers dl)culllelltni. 

13crhallu (20()"l) ~tates that hl~ III\'l'Stlg;l!\1)1I IJt n'al {'statt' 1'1) fill 1)1' 11IHISIllg lidl\'( ' IY III :\ddlS :\\lah,1 

indicated the presence of various ISSUt'S thaI IIn'd all('IIII1)II , Thl'\(' IS Ill) 1"l'g" latl)ry Irall1l'\\'I)rk tl) 

control operations, the levcl of suhsidy nL'ct'ssary flJr the Sl'c tlJr IS uIHl'gulatl'll, alllllHI)lwrty nghts I)f 

rcal estate inve~tors and cllll-uscrs aft' unclear. \\or\'I)\'I'r, rcalestatt' dn'd"pm\'llIs catl'r 1'1)1' till' high ­

incomc groups , Its prospec ts f()r the midtill' alld 11)\\' -inC"IIIt' gnlllp, ",111('11 lilah, up I Ill' lII a l"nty Ilf 

inhabitants of url>an areas, are unticr-ti()cunll'nted, The COIlSClllll'llCl'S (II' such situations ()n the 

prospect of rcal cstate dcvclopmellt as a fonll h()uslIIg supply art' unclear. 

The city of Addis Ababa contllllll"S tl) l'XIH' l\CIICl' thl' dl'vl'illplllt'nl "I ullplalllll'd Sl', tic IIIL'n I a III I 

horizontal cxpansion morl' rapidly than t'\,l'f IlL'f()rt' , lkll' Wlr;Itl'l1 Ilvlllg CII\'lnJllllll'llt, dISO l'dCI'l'l1 

land managcmcnt, unplanncd urban dcveloptnetH, al>sence of dfL' c ti\'l' protnotillnal and regulatory 

framcworks, inadclluatc basic in fr,\stnlctuR' allli unhalanced pl)pulatil)n growth han' hl'conll' thl' 

biggest challenges 0 f thc city, 

Thc hOllsing problcm in Addis Ababa is acute ill both llualatatlve allJ llu;tlltllatlvl' tenns. As sited h}' 

Bedle and Dcbebe (2005) thc total hOllsing stock is :nO,(){)O, Out of this 121I,()(I() houscs arc used for 

tradc and businesses whik thc remaining, 2S(),I)()U, arc used fur rl'slLiclItml pUlpOSI'S. Thl' housing 

demand of the cstimated cityls 3.3 million pcoplc with an averagc family size () f six pcrsons is 

550,000. This indicates that there is a deficit of 18U,()OO houses in the city. 'Illis number docs not 

include thc housing shortagcs as a rcsult of population increase . The hOllsing sitllation ill /\ddis 

Ababa becomes even worse whcn the (Iualit)' and thc conditions I)f the h()usc~ arc considered. t\\any 

are crowded, dilapidatcd, substandard and makc shifts with n :ry poor or 110 sanitation filcilitics and 

with unhealthy environment altogcthcr. 

The dismtlliack of basic infrastnlctllre and li\' illg llllartl'fS, calls (i)r couragl'llIlS dmstic lIIl'aSUn,'s slIch 

as demolition of entire neighborhood and constnlction of new affordable houses, that make it 

possible for low and middle urban income inhabitants of the city, to aCllulre de "l nt shl'ltc!':; to fili:;c 

their children in a healthy environment. ' I11Cy will go a long way in improving thcir overall living 
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conditions and the ~ocial harmony amotlg j\ddi~ Abahalls , 1'l)llfl\vlIlg IIll' 1l'~tnlClunng I)f the :\ddls 

Ababa City I\dmini~trati()n in 2()(J3, the IlfluslIl,l!, prl)hk-Ill III thl' c Ity has IllTn gl\'l'll a spl'clal 

attention by launching a large-scale housing program with the (lhjl'l'Il\'(' of r('(luc ing housing 

deficiencies substantially within a period of five years, 

Investigators in real ('state Illostly come rrom l'nginl'l'rtng ,Inti Sl' ll'lll'l' h ,lL' kgnHlnd Thl'I'('i"l\'(', till' 

issuc IJr rl'all'~tate as a tll,lrketlllg managenll ' llt lield has n'lI 1)('1'1\ till' 111.1("1 ( 1)111"' 1'111)1 It',; ,', I\( hI'S 

1'1cnce, a cOlllpreh('nsl\'l' Pf[)It'ct that deals With till' toul Illarkl' tlllg pl'l ~ pt'C II\' l ' IS o f 11.lr.IIll ' Hlllt 

importance , It will fill the rcsearch gap, in that, it will address till' c h.t1knV,t's and OPP' l rtlillilit's fa c l'd 

by real e state companies in theIr effort t'l tlcsl)!,n alld t!l'll\'L' r Ihelr pn,duc t. \\ 'llh a fre sh pcrspl'c t!\'C 

on the salient issue~ end users, custolllers, pt,rtint'llt g'lVertllllL'tll o f(iCtals, reall'stalt' t!n'elo p t'rs, and 

other researchers will be in a better p()~itiotl ttl asses the risks im'()ln,d a III I will better bL' ahle til 

understand the prohlems and to ta c kle thClll IIltl'lllgL'nll ~' , 

The general <,;,bjectivc of this project is thus tl) fill the research gap III real estate devc\o]JIllcnl in 

Addis Ababa, The marketing perspectivc ()n ' this i~sue ha~ not bcen glvcn attcntiun, let al'lnc a 

proper onc, Investib'lltion on the cxtcmalmarketing t'nviflltllnt'nt that I~ prl'vaknt ha~ been d()nt' , To 

demonstrate illternal t'nvirollllll' llt analysis, .1 t'aSt' s llidy 'III Slinshllll' ( :'IIlSlIIl, ' llflll 1'1 ,(: has Itl't' ll 

carried out, 

Real estatc housing as a product, its marketing opport1lnitlcs and thrt' at~ pres(,nted , At\V('rtls('mellt 

and promotion have bcen discussed, The findings, analysis anu intcrprctations of this paper are 

aimed at giving a fresh pcrspective on this IllIlSt intcresting and most impllrtant subject, especially for 

a fast developing city such as Addis Ababa , 

1.2 Methodology 

1.2.1 Literature Review 

Literaturc rcvicw was conductcd to highlight the statc of research in the area Ilf real estate, 

The practice In other parts of the world has been uscd as an input for addl\'ssing marketing issues of 

real estate in Addis Ababa, 
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1.2.2. Data Collection and Presentatioll 

Data o n re a.! estate marketing cnvinlnnlt"nt \\"'l~ e l)lIn: ted thnlll)..!,h \' arlClll~ Illl·a ll ~. 

(A) [nterview with f-.:cy Players in [{cal htatl' [ndll ~ Ify 

This entails discllssing isslies decllled illlpofl.lIl1 r')f Ihe Illl[lI"r\" \\"11h !'l' Illllt' llI )..!,c)n·11lIllellt clfticl.ds, 

feal estatc developers, profc~sillllalengllllTrs, ,llchlln'ls alld 1I11>,lIl 1'I.IIlIH"rS 

(B) Observati()n and interview with sclecled Ih'a l I':slalt' I )cwllll1l"r 

The rea.[ estate deve[oper selectcd for thIS papl'f is Sli nshllll' ( :'JIlSlnICltcll\ ['[.e :. Thl' markeling and 

enginecring Dcpartmcnt~ havc hcen clll llac ln[ and have cC)opnalnl,n gl\' lllg IIlf()rtllalll)1l and 'n~ight 

into the company's marketing in formal" In . Slich a prima ry dala Ii) rt nnl Ihl' ha~l ~ r. I r illll" rnal 

marketing em·ironlllent analysis. 

(C) Findings, Analysis and Interprctatll ln 

The findings from the study havl' hel'1l P'l· St· lllt·d III de SC rtpll\'t· ti)rln IISIIl)..!, tlu.tl,tatl\·t· ,lIla lys,s. 

PESTLE, CPf'.. !, r.FI~ matrix. and [Fl ~ matrix analy ses han' hl't'n liSt'll fill' till'; !,lIrpOst·. 

Qualilative allalysis and Inlcrprelaltc lll ha\'(' hlTIl h,llldkd IISIIl)..!, Inall-( ·Illl)..!, prlllt"lplt·s. ( :It' ,lI llln, 

communication and delivcr; of valul' til co nsullll' rs has hn'n addll·ssl'd . Thl' hrl'adlh and 

interdependencies of m arketing issues arc not ()\'Crl()oked sincl' 1\()li ~t i c markl'ting appt'll;lch 

recognizes that "everything matters" with mark eting. Thl' c:ostin)..!, Illarketin)..!, system of Slinshilll' 

Construclion l'LC has bcen ll"altlatlvdy analyzed. Tht: ,Inalys,s clluplcd \\'ilh IIltcrpn: ratHlIl of thl' 

results has [cd to recommendations that cOlild he employed to fllnli~h all Illlpmvcd 1l1arkl'Illlg 

system. 

1.3 Significance 

The paper is a [cap III real estate rescarch in Addis Ahaha. ()n onl' hand. it intmtluct:,; a fresh 

perspective from which to view residential (t'al estatc developml'nt. ()n Ihe o ther hand. pmhlcllls 

that plague real estate marketing in Addis Ahaha arc addressed. with refercnce til ril(' case study . 

The beneficiaries of the study will not only he real estate developers (ex isting and potential) but also 

end users and other researchers. Housing is an expensive. yct very ill1[lllrtant "commodity". [t {imlls 

part of a country's infmstnlcturc. This clltails that. projects slIch as Ihis will he nlllst helpful. nut only 

to few interested individuaJs, bu t also to all countrymen at large. 
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1.4 Delimitation 

(A) Pu rpose 

The purpose f)f this study IS tf) 11Ighlight till" 1l1.Irkl'tlllJ.; ddtinlitlo ,llld '1i'i'l)rtUllItll'S ,If I't'Sldt' lltlal 

1'52:1 est:lte dc\'clnplllt'llt III !\ddls :\haha h,l' !IllS 111l1l!l 'd ~ll)IH ', II h:l ' l'lTIl dlTIl\l'd Sli fli, ' Il'Il! !II 

carryout interviews with key playt' £'S and no! !I) gl) IntI) dl,talit'll C\l s tflllll' r S\Ir\'l'\' , 0:t'ltl1l'r tlllll ' , nfH 

money available, d() not warrallt such a dl'talil'llln\'l'slIgat 1I11\. 

(B) Method 

The methodol()~y used is that of a cast' stlllh- , I-:\'( 'n t1l111lgh thl' \ 'l'I'\' r,Il '! that C ISt' studies tl'1ll1 tl) 

greatly simplify complex ISSUl'S, tht'y art' mllst 1ll'lptid In dl\lqratlng tht' salient issul' s alld thl'!'l'hy 

giving clarity of the pmblellls that arc hl'lIlg addrt'ssl'll. I knct', It IS 11l'''l'\'l 'd that till' IlIt'tlwd lIsnl IS 

consistent with the intended purpost' or o\Jjl'CtI\'l' of rill' projn' t , 

1.5 Organization 

This p roiect report is organized in to ['HI I' chap tns , The first chap tn IIltroduces the overall app roach 

of the paper by way ofintroductioll, ' Ill(' seClJlld chapter rn' iews current litnatllre in the field of real 

estate marketing. The third chapter prl'scnts tht' findings alld thl' analYSIS 1)1' thl' prlljt'ct , Thl ' r,)urth 

and final chapter g!VL'S c/)nC lusl/)\l~ alld rt'c/IIIlI11('IHla!IIJIlS 
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CHAPTER TWO 

LITERATURE REVIEW ON 

MARKETING FOR REAL ESTATE 

This chapter touches upon the salient issues Oil rcal estate and property Illarkl·tillg as addrcssnl hy 

other authors and researchers worldwide . 

This chapter is organized ~l~ follows : 

• The l\larke.:ting ){ole.: '-

• Marke.:ting Functiom 

• l\larket Scgmcflt;ltilln 

• Selling Techniljues 

• Developer's Viewpoint 

• Conclusion 

2.1 The Marketing Role 

Simply put, marketing is the skill of matching the needs of a huyer with the product of seller, for a 

profit. It is probably tme to say that development property used to he a soft-sell product. 1\n estate 

agent would erect a board, place an advertisement ano wait. ! low('vcr, Ilowadays, especially in the 

oeveloped world, those marketing property c..lcvelopme.:nts arc faced increasingly with a highly 

competitive and disceming market, and one demands better informatilln and Illore active attention to 

the selling process. 

2.1.1 The Agency Function 

The appointment of an estate agent is the usual ll1eans hy which the cOIl1Il1e.:rcial sector IIf the.: 

property development industry disposes of completed projects, where;l~ in the residential sector Illost 

major developers perform their own agency functions with or without the help of agents. 

Performing agency functions by developers themselves is also common pl.lce in the Addis !\I>aban 

context In addition, Ethiopian brokers commonly known as 'delala' arc the closest thing til :lgC'nls 

of the developed world. 'Dewas' arc most usually associated with small scale lening and play \'\:1)' 

little or no role in Addis Ababan real estate industry. There ha$ also becn a slight lCllllellcy on the 

part of some developers and local authorities to undertake agency on their own behalf. Nevertheless, 

despite criticism over recent years about tlle cluality of their work, it should nearly always be possible 

to gain a winder access to the market by retaining an agent. Dept:l1lling upon the nature of the 
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dcvclopmcnt and th(' cin,:ul11slancL"s 11I"l"'";I1II1I,1'. III rill" Illarkl"1 ,II rill" I III Il" " ,Ill "Igl" II I 1I11ghi Ill" l";r1lnl 

upon to pcrform somc or all () f Iht' follo\\"Ing usb: 

• rind suitable sitcs or properties (or dnTlopll1L"nl, fl"llt"n"IIJpll1L"nl Of rl"furillshl11enl on hehalf 

of clicnts; 

• H"cccivc instnrctions and liaise wilh IlIl" dl"'"l"lnpl"f al all ,"a dy slag'" III IIIL" pmjl"ct 10 (l lIlsidn 

the ovcrall conccpt of I ilL" P[lII"1S,"(] Sdll"llll" alld" III p ,lrllcul.lr, If I ,I(kalln" 1111 11I'lse ti:aIUrl"S 

of dcsign and layoul Ihal could add If I Ilf deiraci fnllll IlIl" lllark,"lallrlll\" II( IlIl" '"Olllplt"Il"l1 

property; 

• Providc h'Cncral eCOIHlmlC adVice alld In\'l"stigall" rt:lllal In"ds alld capllal valuL"s ill rL"Spl"c t of 

thc viability () f the projcct; 

• Advisc on potcntial occupier.; and lellallt l11ix; 

• Commcnt on thc planning il11plicati'llls and aSSISI ill discussllllls \\"1111 Illud aUlllorily Ilffit"L"I"s; 

• Advisc on thc possible necd fllf special huildillg alld 1Jl"(UI'""r.;' SL"r\'icl"s, as \n"11 as 

considcring thc gencral opcration o( (untrc l11anagelllcnt sen"lces; 

• Advise rcgularly th roughout Ihe pefll HI 0 f Ill" \"(" II 11111\["111 1 III Jl I"l"valllllg 111 ;\1 kl"1 ("I llltilill IllS; 

• Advisc, arrangc and implcmcllt a marketing str;ltq,')'; 

• Monitor responscs and handlc prospcctive occupier.;' illliulries; 

• Conduct ncgotiations with intcrcsted panies and IIlVcsligale till" (fl"dcnlials o( potcntial 

purchasers or tenant<;; 

• Advise and concludc thc fmal sales or lettings" 

With regard to paymcnt for thc various activltics dcscnbed above, It is usu"r1 for ,In agcnl tu ncglltiatc 

a separate fee for professional serviccs rendcred in connection with aC(luisition, dcvelopmellt 

appraisal, filllding devclopmcn t consultancy, p rojcct managclllcn t, Ic tting an d Illanagclllcn t" An 

interesting change that has takcn placc ovcr reccnt ycars in respect of offning estatc agcncy services 

and attracting instructions is thc increasingly libcral attinldcs takcn by profcssional instinttiollS 

towards advertising" This has allowed commcrcial agents 'luitc a broad scope in marketing their own 

services as well as their clicnts' property" (Ratcliffe and Stubbs ~O(1) 

There are said to be certain fitndamental Prcrclluisitcs to effcctivc agcncy, " "Iscd on rhe adage "if you 

have no informatioll, you have Ill) produci sail''' (I )eVl'lllllIlll"nl S),slL"lIlS ( :1)'111)I"allllll 11)1(\) " 1\IOl"l' 

specifically, the necessary market intelligence can be broken down into the following arcas: 

• Knoutillg !be OJJlIJerJ: 111orough markct knowledge involves knowing who owns the buildings and 

the land in the locality" Idcally, a good agcnt should gcneratc owner.;hip Jala on cvcry potential 

development of redevelopment site, for salc or not for sale, within his / her inrcrcst area" 
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• KlloJlfin,f!. the tellants: An able agent will galhn as l1luch IIIIIlll11allllll ;IS IlClsslhk Ilil It'nanlS, large 

and small, operating within the market .lfl'a, I'allll'ular ;lIlt'llllIlll Ill'lIlg p,lIll III l'XISllllg ll\ ;'10r 

tenants or high potential tenants , Tenant inlelligencl' shllldd gIl he )'ond kn(,wlng llal11l'S III 

knowing why a tenant IS thcre , \Vhy did a Il'nanl Slgll .1 !vast' I'll Illlt ' hutldlllg alld IIIlt I,l\ 

another;' \Vhat is the critical location and Sill' Crtll'llIlll rl lr Iht ' It'll.lIl1~ I )C)t' s 11 lL" tl'll.lIl1 lek 

heavily on street pattems, demographics, slgnagl', .Intl skillnll.d lC ll;' 

• N/OJ/7ng the deals: The acute agent wdl kno\\' ahour all IIllportant deals rransac tcd III lill'lr tnnrllrl', 

I' Such deals define the CCOI\llmIC charactl"f of thl' lllarkl'l, dl'lt'fIllllllllg Ihl' kn'l and pallnn 1'1' 

leasing and selling values , '111e in tilfmatlllll on cu rrenl and rccent deals IS nl)[ always (,lIsy tIl 

• 

r 

r 

. " 

uncover, helllg a matrertl(confidcnilalll' 1H'1\\'lTn Iht' palllt'S 111\I,Jn'tI , hUI .1 gCllHlIl'lallllllSllIp IS 

imperative between fellow agcnts and eXlqlllg IH'lSllL'CII\'l' Il'nanlS and 11lIl"l:hasl'fs , 

• KIIOJlfill,f!. the jJmJ>er,ry: l Jnderstanding Ihe phYSic al land and prlll'l'rty 1l1\'cnlory or all ,trL'a IS rhe 

comerstone of agent's practice , Knowledgl' o( Ihc typl'S 1'( pfClpl'rty In a given area, rllt' anHHlnt 

of each type, the speCial features of particular properties and Ihl' plans (or nl'\\' IHllJt'cts IS 

essential. 

• lVlOJJlillg the competition: rrom the viewpoint of the agcnt, as \\'ell as the client dcveloper, it IS 

important that he is aware of who else is in thc market, and what sizc share of the market they 

are likely to absorb, 13csides market share, It IS always wise to know how the compctltioll is 

operating, its strengths, its weaknesses and its markcting Sf ra tCgll'S (1)cv('lopllll'n t SYSlellls 

Corporation 1983) . 

2.1.1.1 Types of Agency 

There are four esscntial bases upon which an estate agent may he instnlcted 10 sell a 

development, 111ese are: 

• Sole agmry. A sole agency arrangement is one in which a single finn is instnlctcd to disposc of 

a property, Preferred by agents because, if they arc succl'ssfid 111 selling the developml'nt 

scheme, then they receive the full measure of commission. A nom1ai fee would be 1()" 'o of 

full annual rental value for letting and between 1.5 and 3% 0 f agn:l'tI p rice for a sale, 

• Joilll tJ.p'ellry: Where two agents are instnlcled by a developer 10 c()lIahorate in till' ll·tlillg (It' 

disposal of a property, a joillt agency is established , This arrangemcnt is most commonly 

used in the sale of provincial property where national ,lIld I()cal coverage is reLJuired, or in a 

scheme of mixed development where specialist marketing of particular componellts is 

thought desirable, It is also adopted whe~ a property IS considered especially difficult to sell 

and an element of competition is felt advisable, or where Dill' agent has introduced it 
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development to a client on the understanding that they will at least shart' in tht' agl'nc y, hut 

thr developer relluirl's tht' Illark,' tlll)', ~kdl~ "r :\I\I,lil("1 finn , \Itllllll)~h fl-,' s :11', ' Ill ',I',Iltl.dd, ' , II IS 

prohahle that the uevdopcr will han ' II) pa\' up arlllllHllHH' and half lill1l's tht' nllrmal ItT, 

divided by the two agents hy agrCt'lllt'nt. 

• Jllh '{{(~eINY It is always 1)1)('11 (1)1' all .1)',"1)( , IlIdl 'S'; "1'11111 ' 1"11 ,"ll1'l \\'I', I', III .11'1'1)1111 ,II1llilll'r 

firms ,L'> suhagl.!nl til assisl III the ll1.1rkellllg Ilr ,I paltl(' lilar prlllll'lly , TIll' 111 alii lit fft-n 'lll't' 

bClwcL'n suh-agL'ncy and 10lnt agl'llLy IS tilal tilt' rl'Sp')llstillltll' 1<) till' clll 'llf I(" StS with 11ll' 

principal finn in the formcr cast' alld ClJll1l1l1ssiolls It'lld II) bl' highn ill rill' laltt'f, 

• A/II/tip/t: (~Pf"ly \VhL'n sC\'cral agcllls art' IIldl\'ldually 1I1 s lruct l'd tl) dISPIl S" ,>I' a 11r<JPt'fl y alld 

commission is oilly payablc to Ihe agt'lll whl) ,'chit' \TS tilt' sak, a ll11dllpk agt'll cy IS filrtlll'li. 

Resort to such fDrm of a!-,'cilcy is Ilot normally taken III the Illarkt'ling Ilr de\'L"ioplll L' IH 

project, because it invariably leads tl) a cIln(uscd l11arketlllg campalgll, alH)rtlvc COSI S a III I 

SUspICion on the part of potelltial pu rc hasers Ihat for SIJIlIl' n' ;I"; IJII 1Ill' 1)('1J11"11\' IS dil'findl III 

sell. 

As already mentioned, some developmellt org:lIl1zatlCllls S()llll'tIIlH'S Ilpt til pnfllrlll tht' agt'IlL'y 

function themselves, which is usually tht' cast' ill !lur capital .'\ddis :\haba , III such circulllstanCl': s, 

an "in-house" team will assume responsibility ~H thl.! proll1l)tiol\ and disposal Ilf a schcll1t' , 

However, it should be recot-,rtllzc:d that l'stablishL'd finns of t'statL' agL'nts art' blllllid tl) ht' 1110 I\.' 

informed about, and have wider acccss to, both propt'rty and buslnt'ss rt'tluirl.!mcnts and 

opportunities, Only very rarely docs it benefit an indi\'idual dt'wlopn tl) markct a project entirely 

Oil its I)WII, 

The role of the provincial agent has also taken on a greater importance ov(;r the past few years in 

the field of development, Although major national firms of cstatc agcnts can offer unrivalled 

services in respect of the potential national and international occupancy market, and can also 

supply certain specialized support services such as research, planning and funding, local firms 

situated in major regional centers also supply invaluable expertise, The provincial agent tends to 

have a deeper knowledge of local markets, better information regarding the availability of 

suitable sites, a heightened awareness of tht' tnl(' state of prevailing planning pllliey and practice, 

and fuvored insight into the performance and intcntions of Illcal husinesses and landowllcrs, 

Furthermore, they will often have a superior understanding o( local valul's and It:turns, hcing 

privileged with the precise details underlying local sales conducted by private treaty, ,\t the bring 

stage they will also benefit from the accumulated experience of t'lltluirics received across a whole 

range of properties over time, giving thelll a good idea of thL' vagaries of the markl.!t , Their ready 
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availability to react to elHluirics and n 'sp'lIlll IlIrllflnalln' lv III l lU Ol l l) ll ~ II 'gan ltllg loca l St' I\"IU'S 

and conditions is an OllVHHIS alh-alll,lge 

2.1.1.2 Rules and Responsibilities 

The pmccdun's dictated by stalutory 1I1SInll\ll' III S MI' Wllk' rallglllg. !lur III S') hr a,; Ihn' I'llich 'Ill 

agents dealing with clients, rh ey cs,;t'ntlally fall III to t\\") afl'a'; : thl' C(H lrSt' 1)1' ac tll l ll 10 take a,; 

soon as c lient-agent ass()ciatilln begins, alld the cllnduc t rt"lulrnl ,IS Ihat rdatll ln ,; lllp pfllgrt'-;Sl's . 

As one leading authonty in tht' field explains, agt'nts and tln't'llJpt'fs I\l l\\' filct' a Criminal offi.'nct' 

of strict liahiliry (i.e . o ne in which tht' prllsecutlIJII IIt't'd prlln' 1I1'llh('( II1It'II1 t, ) tlt'n'l\'I' Ill) I' 1'\'I'n 

negligence), suhll'ct ollly t() tltt' po ss lhillt y 1)1' a\'1l1l11l1g 1' , )n\' ll'II')ll Wltl'lt' tilt ' 1!t'll'lIdalll ca ll prll\'l' 

that all reasonahle stt'ps alld dut' dillgt' II t"!' han' hel'll lakt'll (\1I1111'ldl 1 (I'n), \X 'hal IS rl' 'lull"l'd IS 

any infom1ation given should he acc urall', ')r at l(, as t 1\1)\ fid st' or mislt'adillg. Thl' dl'lailnl dl'gn'l ' 

o f ca re that mu st lJe taken ()Vt'f suc h marketing t()ols IS IlIlr ,IS yt'l clea r, hut considerahle cautio n 

will have to he exe rcised wilh sa lt' ~ ad~ 1)1' tillS kllld, :I lld lI 'f',llLlf llpd;ltlllf~ IlIlllt' ll.lk l'1l TIll' 

measurement of floo r are,L~ and rooms, whethcr rt'ialing III cllmlllL' lt:ialo r rl'sltll'lltlal propertll's , 

requires partic ular ca re , and resort will inevitability Ill: made to that uhi'lultous caveat 

"approximately", \Vhether regard to disclaimers, however, mo~ t authorities advise that they mu ~t 

be applied in as bold, precise and compelling a way as th L' statement [() which they relate, 

Developers and agents of good standing will havt' n (J thing Itl rl 'ar fmlll suc h k'gis latio n , hUI till' 

more respo nsible represc lltatives of property indu st ry ~ till ca ll filr thL' layi ng dll\vn of min im um 

standards of competencc allli expeflenct', wllh Illan), plcli: rnng a I"ull sys telll (ll" ltct'll~il\g or 

registration. 

Above all else, successful marketing in the propert), world de pe nds upon c onfidence ami 

credibility. It is distressing to record the lasting gratitude that both jounlalists and p o litic ians 

afford to estate agents for keeping thcm from occupying the lo west p os ition in repeated 

professional popularity polls. Nevertheless, in the commercial real estate marketing ficld, the 

winning and retaining of tnlst and confidence by client organizations, whether vendors or 

purchasers, is critical. I t is worth noting here that such rq,rulations that partic ularly cater for the 

real estate industry are not yet drafted for the Ethio pian market. 
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2.2 Marketing Functions J 
Current pres~uf(' on estate agent!' t() It't ()f !'t'll thl'ir dinll!" huddlng!' I!' kading II) a muc h Iltghn 

uegree of sophistication in the way dcvclnpmt'11I prl)l'ntll'!' an' markt'Il'l1. In addilll)n, as 1\\I)rl' and 

more commercial fl()IH !'pacc C')IllC!' I)n !'In'anl and d'!'I,,) sal hl'C')(llC!' l'\Tr hardl'r If) cnl'CI, !'I) Ihe 

realization that getting the product right \II Ihc ti~1 place grow!' e\'l'll !'tfl)ngl'r, ( :')(l!'l 'llul' ntly, 

howevl:i" faddish II nllghl SlTlll, rill' prfll'l'I'l\' w'lIld 1IIlISI galll a Ill' lll'l ulldl'fslalldlng 1)1' Ihe 

proceuures and functions o( lllarkl' l\llg, and at Ihe sallle 111m' kafll fl'l)(u 11ll' arra\' PI')L'('dllrl'S and 

nlnctions of marketlllg principles and practices that have het'll dlTel1 )pnl In other sail'S markers, 

hence the motivation for this p mjec!. In sta ling th I!', l\f)wl'\Tr, II shl )uld he app rl'c l.lIed Ihar rhl' 

marketing of p'lanned new de\'C'ltlpmcnts ahead I)f c()nsrnll'tilln hn'aks mall\' has ic IUarkl'lin); r\lll's, in 

that a potential customer cannot tt'st and CXpcrtl'llCC the llualttlcs 1)1' a produ c I Pfl'H III purcha!,l', The 

reputation of the developer and Ihe climatc of g()(Jd Will crealt'd hl'I\Wl'll Ihl)st' involvl'd In a 

potential sale or let becomes a cllicial factor in the marketing campaign , 

2.2.1 Marketing Tools - A usenil classification of the ()ur key tolls f)ftht , markl,ting m ;\ll an' IHflvltit'l1 as (,)lIl)ws: 

• i'vrarke/ researcb tlnd infoTlna/ion: It i.~ suggested that for the PUfj1IlSl'S of the estate profession thosl' 

two nll1ct1ons should be distinguished, because the term "research" is used h\' most major finn s 

')( cstatc agcnls Simply t,) dt'scflllc the c fJllcctltJlI Ill' lalgdy Il' lfI)SPl'ctIVl' St ;IIIStl l'S that shf)w 

trends and can I)t' used ()r prf)duc ilig (; 'It'l'ast!', w!tt'lt'a~ Iuall-cl Il' !'l'aldl III Ilw Inll' Sl'll!'l' IS 

• 

described as an "action orienteu procedure" aimed at informing the developer of a marketing or 

advertising plan , 

Adverlisill,J(. This is process of spreading ill(onnatlon I>y preparillg alld placing paid-for matenal 

such as space in newspapers and journals Ilf time in the broaucasting media , Advertisements ar~ 

always identifiable with their sponsor or originator, which is not always the C;1!'t.: with other filflllS 

of promotion or publicity, 

• Promo/ion: Covers those marketing activities, other than personal selling, advertising and puhlicity 

that stimulate consumcr's purchasing and a).,'Cnts' cf(cctivene!'!' such as display!', shows, 

exhibitions, and various non-recurrent sclling efforts not in thc ordinary routine, 

• Public RtlaliollS: The role of public rc\ati()ns IS to l'stahli!'h and maintain undep.>tilnding ilnd 

goodwill for the development organization's product and sl'lvicl's, activities and operating 

policies, In this, it is not only concerned \vid1 communicating fo r marketing purposes, but also 

for the broader purpose of creating a favorable atmosphere within which the organization may 

operate success fitlly, 

Marketing Real Estate in Addis Ababa 11 



= 

= 

2.2.1.1 Marketing Research 

The whole process of real estate l'ssL' nllall\, SIMI S ,,·tth market n.:st:a rch, rhe goal r)f wllll:h IS 10 prtlJl'Cf 

the rate of absorption for a partic ular prOpl' r1y pmdllct hased ()n the suppl y ant! demand filr sllnilar 

properties in a specified markel area , ( :ollduClnl al Ihl' oulser Clf Ihl' dL'\'l'lopnH'nl IH'IU'SS, thl' 

developer seeks t() identify an unfulfilled market need Ihar mighr 6.:asihility he Illcr on a spec dic sire . 

If the signs arc promising, a formal markel study might Itl' cll ll1lnissil llll'd and a Illarkl'ling plan I)f 

campaign prepared . 

The starting point of any marketing plan of ca mp;\Ign is the idcnlifica tlfln Clf thl' targt'r grClups of 

possible purchaser.; . Ih:search is, then·til rl', essl'nllal, and ir is really Cl nl )' in Il'Ct'111 yeals Ihal SIl lll(' lit' 

the leading firms of estate agents and a few 'If till' m;II')I' prClpl'ft y l!t-n'I"l'nll'nl CIlllll';1I1Il'S han' 

committed themselves to the serious analYSIS Clf the marke ls in which Ihey opnall' and cllnsldl· ... ltllln 

of the buildings they product' and sc ll. 1 Inf' lrtunall'ly this trend IS 1101 1I"IIO'd in till' !\ddis :\halt ;lIl 

context. 

It must be said, however, that ce rtain pic'c('s Clf puldished r('seard) ;!f'l ' III f;H'1 IU SI Sll 1l)IIl'h \\' IIllII1\\' 

dressing. The compilation of cmde vacancy rates for particular sectur.;, for example, says vt: ry little 

about market performance or prospects except at the most supe rficia l level. Broad indications of 

rental value across wide geographical areas might he us t:ful pmnHltional material for rill' firms 

concerned, hut CanlHJt be held 10 CI)llInllllle gn'atly III a hetter ullllL- rs lallllll)g of Ihl' prllpl' n y IH real 

estate market. Effective marketing increasingly will Jl:pL'ntl Up OIl mllrc rigorous resea rch into 

underlying conditions and determinants of ucmand and supply in the real ('state marke t. 

In practice, marketing o::search is usually concentrated on a tt' \\, rec urrent proltkm~, oftl'n o n a 

continuous basis, which may he grouped a~ follows : 

Up-Io-d{/Ie-markel klloJll/ed..~e 

• The size of the rt:gional and local markets filr particular killd~ 0 r prnpl'fty, normally I1ll'a~u n' d in 

floor space for commercial sectors anu dwelling units o r hahitahll~ rooms for h ous ing 

• Past pattems of demand and underlying economic, social, political, legal and technological 

factors t.hat arc likely to affect future levd s of demand, togl·t\lL'r with anJ indication of the 

timescale involved .lnd an y cyclical variatilllls . 

• Buying or rencing habits of consumer, alo ng with an ap praisal o f the possibk changes in attitude 

and behavior by both customers and funding ins titutio ns that mig ht take place. 

• Actual and potent ional market share commandcd b y the lkvt:\opmcnt rcal l'statt: organizatio n, 

and a breakdown of the market shares o f m ajo r competitnrs. 
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• (;eneral appreciation "fpast and p"sstld" filturl' In ' lltis III hr.) ,I.! S')( ' I" ""')IIf)IIII< ' 1"i'lII, l" )\ ' , ' nll ,l~ 

such !!lallers as populalion changt', llallf)llal III C')\)\, ' alld ":l.I"'lllllllll\', salt 's ,1I1l1 ')lI'I lllI , 

availability of finance, constnlction indusl!'Y pnr, lfI 11 ,1 nl't' and kglslall\'c Pl'l'r.l!'1l1anCl' and 

legislative or polilical c hange, 

O£'eTa/l poliD' alld {a(fio 

• An examinatHln of C'Jlllllt'tlti\'l: pnung ,tl1l(.: tUlt', alld plac tlL't", I'H)klng al whl'n' , h()w alld at 

what cost competitors pro!!lott' and ad\'l,rttSt, Ihnr propnllt" , 

• A consideration ()f how marketing COSIS "')lnpart' with fllllt'r ,'1),1, anti \\' 1111 "')IIIIH'IIII\'" t" )"S, 

anu what effcct any IClllngs dlffn hy <11111 I)f 1')t',III'lIl ')1' IYPI'.>I li S" , alltl wll \' 

• An evaluation of the prohahle cffeus I)f any r.ltilca l chan).,'l' III lilt, pfll' lng Slnll' luft' I)f tilt, 

developer.;' or competitors' pf()perty , 

• An appraisal of the effccr of Pfr}!!l'ltl()nal aClI\,lIy, Il)flklng at rill' drt'CII\· t' nl' ~ s "I' ad\'l'rllslllg copy 

and placement and the result inCelltl\'l~ schemes I'l hoth agcnts alltl purcllasers , 

The prodllt1 

• What is the company's reputation or i!!lagc for producing llualtty huildlngs and IH'lvlding a gClIld 

service to pun:haser.;? 

• How are previous de\'elopments thought I)f and used, and what features arc found to Ile most 

importan t by occup ie r.;? 

• Should any chanJ,'Cs be made to current or proPlJsnl dC\'l'I'lp!!l, 'nt IHOll'US III rl'spl'\.:t or design, 

layout, materials or services? 

• What propcrty managemcnt, legal or planll1llg n:stflctions mighl 1111111111 IlIl' ready sail'S or Il'tring 

of a development? 

• What are the strengths and weaknesses of previous development schemes constnlcted lw the 

company and by its competitors? 

Primary alld serolldary da/a 

• The data collection phase of marketing resean:h draws on two tllalll sou rces 0 f in formation, 

[ which are distinguished as primary and st:condary sources, IH aitcrtlativl'ly desk alld field 

research, 

• 

• 

Secondary sources are tho~ that already exist, but cOllsist of data collected for purposes 

peripheral to the main line of research in'luiry ill halld, so care must he rakcll to ellsu rc thilt the 

information is rclevant, can be atljllsteu to the present prohlem and is reliable , 

There are intemal and extcmal secondary sources , Intemall)" agl'nlS alld til'vt'iolwrs will have a 

mass of marketing information available from their own records, anti although it is not always 

collected systematically or in the most appropriate forlll, modem computerized data-processing 
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sptems arc making till' ,lcn'~~ tfl and l'xtral"llatlfln flf sliitahll' 1I11'If1llat\f 11l l'a~ ll ' r :lllli I : l ~ tl ' r. 

I ~ xtenlaliy, therc IS a growlIIg \\'l'altlt "I l'III"I ~ Itl'l1 IIllflllll.ltlflll 111 1111 l)thl' l , l gl ' I\I ~ , c Oll s uli a lll ~, 

professional bodies traLll' assrlClatlllll S, Il' searc h I)rgalll i' alllill '; .II III gr l\'el"lln1l'1l1 lk'partllll'lHS, 

Secondary SOllrcl'S sh()lild hl' c Ollsllltl'l1 Ill'Iflfl ' 1'IIIILlrl' III I)nglll.ll Il'~ l ', lrL' h IS ulldl' lt.lkl'll. 

Primary or field reseaxh will II slially l'l)\'l' r the Ilf ltl' IlIL" IlLllkl ' t dl'llLlllll , I ll' l'Ul'll'l ~ ' lli'l, rl ' Il ' IIL"l'S, 

the precise ci1ar,lctcnstics of the actllal 1)1' prr'l)osl'll de\"l' lllpllwllt, tlH' tl ' lIns o r S,IiL- Il r il'lllIl g , 

and the methods of advertl~lIlg, () nglll ,t! d ,tt a o r Ihl ~ ~f)rt Illa y hl' Cll lil'l: tl'd h y fl h sl' IYat lf l ll, 

experimelltation or sun'cy , ()ilscr\'arillil depends Iwanly UI"lI l till' skill and IlilWCli\'il ), l i t" Ihl' 

obsen'er. l ~xperil11entation I~ rarel y apprllpriatl' til the I'rrtpnt y Ill arkl ' t. :\nd Slln'l'\' call il l' ttl1ll' -

consuming and expcnS!\'l' 

Markelill,~ researdJ prrh'e.fJ 

Although reseaxh projccts III the property dn'elopml' llI Illarkel arl' not SlI SC l'ptlhk' til a Single 

and inflexible sC(llIenee of steps, the fillillwillg pmccdllrl' IS a lI sl' ful g\ildl' (( ;ilcs llnX): 

• Definition of thc prohlem, a step of Ihe greatest IIlII'llrtanCl' , and flllt' Irvatl'd In a cursflrl' wa\' 

too oftcn, 

• Specifica tinn 0 f t he in ff) rill a til III ft' lJl111l'1 \. 

• Design of the research prolect, taking into aCCOlltlt tht' means Il f Ililt;tlllln).!, the illtil rl1l<ttlOIl, till' 
I 

availability and skills of staff, the methods to hl' lIsed a III I the tllllL' <llld cost il\\' lllVl'tI , 

• Constmc tion and testing () fan y SlI r\'ep, lllll'stiollnai res Il r in tl' n 'll'WS, 

• Execution of the project, with arrangemcnts fl)r a check ()II the reliability ofelata collected , 

• Analysis of data, 

• Preparation of report and formulation of recommendations , 

However, it should ue recognized that marketing research neither provides a panacea nor 

guarantees success, but it docs assist in improving the cluality and confidence of decision making, 

2.2.1.2 Marketing Strategy 

Over thc past few years there has been a significant shift towards the devising ()f more liHlnally 

structured and deeply considered marketing plans for proposed development projects , Tht' 

advantages of a more rigorous planning process arc that diverse marketing activities c;tn he 

coordinated, crisis management can either he avoided 01" reduced tl\ a minimum, IllCaSUrl'lllt'nts of 

performance are easier to conduct against known standards, corrective measurements can be applied 

in sufficient time when required, and participation by all those involved c an encouraged with 

improved commitment and motivation (Giles 1978), 
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It has been ~tated that a markctlllg plall rfH (lrnp l' rt y ~ hould Ill' much thl' ~allll' a~ filr all\' f)llIn kllld 

of product, in that it Ilccd~ !fl , 

, , , strive to creatc the tangihle from the Illtangihle and prc~l'nt a cIJncept that will ~Iim ul atl' t11L' 

imaginatioll I)f thl' potl'ntlal c it( ' 111 Thl ~ ~ lIllpk n('('<1 hl'L'<lllH ' ~ 1111 l l\ ' diflillili tIl aChll'\'I' ,I~ I Ill' 

weightl)f cc)J1lmlilli l'at ll)lll ' hallll('l ~ alld till' Ill ,III'I'I ,t! 't '1l1 II I IIWlll illl'f" ' ;t ~l'~ ( '. Il' 11 \'('. 11 (\\'01 11 '; 1IJ X:,) 

Acceptlllg (hat thl' allllerallClIl I ~ a grc)~~ 'l\'l'r - ~lI llpltlic.lIi(1I1 , a tit\'I)llll' wa\' Id 1'l'nH' lllh(,1'I11 )!, Ih(' kn' 

variable that fl)rm Ihl' hasl s f)f Illarkt' tlllg stra ll 'gy alld nux IS kllll\\''' as "till ' (Ilur 1's", Ilallll'i\': 

• Procluct 

• Price 

• Place 

• Promotion 

A preferred means of Je~crihing the mo~t 1I1lpI Jrtant s teps in IHL'panng a markt:ting plan (I) takl' 

account of th e ke y variables involn' d in mark(,ting Illll'ratlfllls l:all I>l' 11\1)1\' (ull\' s tatl'll . I ~ fillll)\\' s, 

SelecI tbe ri.~bt tetlin 

In identifying, allticipating alld ~atl~fyillg cust<lllll'r rt'll1llrl'I11l'Ilt s, pndital>t!lIy -thl' \'l'ry Ilul> III 

marketing-it is essential that all tho~e involvcd in the t:ntire proCL'SS of dcvclopmcnt, from incepnlJn 

to completion and through to management afterwards, arc se lecred with a vicw ()f optimizing thl' 

collective effort of the professional tcam , The c hemi.~try hctwL'L'n those din: ctly concc l'I\L'lI With 

design and constnrction aJld those specifically re~ponsihle for thl' aenlal marketing campaign mu~t he 

right, It is not productive, for example, til have an architect whl) I~ either ohli\,lc)u~ Ilr un~}'mpailll'tic 

to the advice of the agent, or to have an agellt whl) is Ullc IJlllprl'ill'lldillg Ill' h()~til(' tf) tllIl~1' dl'~igllillg 

and buildi.ng the project, In the past the fonmt\ation of marketing stratc)...,)' has all ton oftcn hel'll left 

to the agent acting alone, and invariably too late in the development process , 

[del/tify tbt tarJ'P ,f!!VIIPS 

Properly conducted marketing research as outlined in prevIous sections should have identified the 

general categories of occupier that might be interested in the scheme in tluestion, and hopefilily the 

actual manufacturing. trading or business organizations who arc either activity looking for new or 

additional accommodation or who might conceivably be enticed into taking or moving premises, 

Often the most difficult task is to idcnti~' and reach the' pe'rslln withill thl' Ilrgallizatioll rL'sp()I1 : il>k' 

for taking the deCIsion, 
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A ,W'U tbe messa,p,e straf~f!Y 

This involves deciding on h()\I' hest tl) prl'sl' nt rill' spl'clal saiL,s L'ilaraL'lenSlll's or till' IHlIllllng. liS 

situation and wider surroundings , In till' ralhl'r "\I'hll \\'Illd" nddll'll \\'IJlld III' lllarkl'llng. this is 

known as creating the "unitluC' selling propO Sl llfJl1" fJr "I lS I''' , alld IS l' llt\l'I' rt!l'l1 \\'Ilh strivil1g to 

cIJI\Vey a C()llccpt Ihat wtll slll11ulalt' Ihe IIlLlglllallflil ." rltt, l"III ' IIII ,tI fll:nll'IL'r Ill' plllchaser, TIll' 

overriding aim in desi~lling general and spccific "I 'SI's" shl)lIld he III SlT Ihl' \l'h'liL' stralcgy III lerms 

of how it might benefit thc c\'(:nlual client. ThiS 01lght seem ,\ Inlle fJh\' IOIIS, hur SIIOlL'hll\l' a ,~~l'lKy 

practice, even in e.!c\'cloped coulltrics Itkl' Ihl' tll-:, has bel'11 l'xlrl'llldy Si,l\\, 10 IHl'akmg a\l'ay froll\1 a 

faidy standard and somewhat impers()nal property -()rieoted approlach IO\l'ards a OllHl' ()ngllial and 

individually directed user-hased approach , 

Il'l'n't( () mmmullililfinl/ f1/tJII 

I laving established the broad "message" abfJIII Ihe I'rfJpert\' Ihal IttTtlS If) IH' 1 ' /lI1\'l'~' l'lI, Ihe I1n:1 stl' l' 

is tl) plal1 h()w hl'st It IS Cllllll1lUl1lcatnl. :\l1 y "l'fJll1ll1l1l1ll:allllll s 1'1.111" \\'11Ik usually Cll111hllll' ,I \ ', trlelY 

of e.!irect ane.! iodirect selling tl'c hl1illlles, c,tlkd the "111arkl'llIlg I11IX", :tl l /If \l'hich Il'lill I I'L' L'.ll'eiiti 

orchestration, Direct mcthods such as thl' us,' III' brochull', pl'I'sIJ!lali/l'l1 Illail shIlts, largetnl 

nrntiatl/)11 1J ~ 1 r. . ('XIIlI"IIfIiI N ,lIld ,1)'.l' IlI ~· "'I'\IIII,II '. \\'dl """" I" I", "'II,It"I\I\/"" \\'111t 111,111",'1 

methods involving national a.nd loca.l mC'dltl. side ad\'ertising and contact nl'r\\'orks withl1l the 

property industry, ,\gain, these technilllll's may Sl'cm pall' llI ami f;lmiliar. Illlt till' l'arl~ and 

coordinated planning is often mi..;sing. There i.o; also a 11IlsIIil'l' lI'eallh Ilf fan' st'lling l'xpntisl' 

accumulatee.! in other fields ()f l1larketing Ih ,t! has lam largel y untappnl hy Ihl' I)fOPl'rl y pmll' ss i()ll. 

and might with advantage be explored and (,xploited , 

EIISJ{re jofItJJJ/-UjJ t.ldili(y 

There are two distinct aspects to [ollowlllg through on thc Clll11l11unlca ttons plan, First. thL'l'l' arc 

those endeavors that have to be made to stul\ulatc /lnly \'el')' mdd expressions of intcrest. :\Ild 

second, there arc those efforts to con\'crt strong interest inlo an actual salt.: and subsc'lucntly kecp 

the purchaser content. \Vith the formcr, an ah'Cnt markcting a rl';t! cstate property should be aware 

that there arc several kinds of barriers that may hlock their ahility to cOlllmunicatc and must l>l: 

overcome, or at least lowered, Those arc personal barricrs, arising [mill thc F,\ct that individuals 

difrer, and different people have to be approached in different ways; organizationall>arricrs, thrown 

up by administrative structures and hierarchies. so that finding thc right person and prcscnting the 

case in a corporately acceptable manner bt:cIJllles evcn mure vital; and mechanical barriers, which 

exist because some organizations lack the proper points of contact and channcls of communication, 

With the latter, translating a positive response into a trouble-free transaction, should simply be 

matter of competence and professionalism, keeping the custolllcr infonncd about progress a.nd 

handling all inquires and negotiations promptly, efficiently and pleasantly , 
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ASCert;LlIling an accurale tigun ' tiH rllt' ,,,,.11 ( ' ,,'I "I Ill.lIkt'lttl)', "" ((':II t"l.llt' tlt'\'t' IIlI'IlI"1l1 IS ,III 

extremely cJifhcult task , III rIll' (irst plact'. hl)\\"'\'l' r. rlh'Il' IS Iin'd li)1' a plall III I)ltI,' r II) til'l I' 1'1 11 I Ill' a 

budget , From this plall can he l'xlraclt'tI thl' \'an'HIS 11Iarkl'IIIIg al' ll\'lIll'S Ihal an' proposl'll. II has 

been sUgJ,'Csted that the filllowing proct'ss he adojl ll'li (\ Id(" ('I al 11)1)1 ): 

• 

• 

• 

• 

1\ plan IS filrlllulal,'d II) prtllllfll" Ihl' P'IHit,,'1 III Ihl' !'llg,'1 11I.lIk,'1 hy Iht ' d, ' \'('II)I"'ls .Ind 111\'11' 

agents as l'arly as pIlsslhll' III Ihl' d"\'l 'll)p "lt'1I1 1" 1 I( l'S~ 

The plan tyrically hegins with a desc nptll )n Clf thl' 111'l ll lu"1 :tnd rIll' I.lrgel markl'!. h.ISt'd '1I1 

earlier marke t n'sean:h including stal,'m,'nts ahl)ut hl)w Ih l' IHI ll luc l will Ill' allraCli\'l' II) Ill ' Ih,' 

target market and how Ihost' n 's llflll srldt' 1r 1) 11I 111:111,('1111): \\,111 " " It ' h Ihal 1II.IIht'I 

As more detail emerges. an l'xtcnSI\'1' c1wckllst Ilf pOSSlhll' aCII\'lIIl'S wilh in ",lch car"gory of lilt' 

marketing plan is prepared l'xcludlllg 111 I 1',';l.sIlnahk Id,'as , 

A realistic COSt estimate for each mark"llIlg aL ll\' II\' ',n Ih,' chl'ck list IS compiled. spanng no 

expense at th is stage, 

• The initial tond COSI ('slimal,' IS Ihl'll sl' nllllli;rl'li .llId pall'll d,,\\'n h y ,'X;lIl1l1ll1lg , ' I,)s,'I~' alld 

sClueezing tightly every itelll, I':ach acti\'ity must justify Itself. ,klcllllg rigorously those that do 

not, so that, although the net is cast widdy, only the hl'st (If what IS caught IS kept, 

• Some of the items in thi.~ prllet'ss Illighl hI' (lI11' -tllll(' 1II\"'Slllll'lltS. suc h as til Illig "UI a sho\\' unit. 

and might last tl1l: ' life of til(' markcIIIIg campa ign , \, 'hl'fl'as olhl'rs, su,'h as hfClChull's, mighl 

have to be feplacl'd rt'rtlHlica lly, Slill (lrlll't~ wdl fccur Ctl llllnu :dly, such a:- 11\l'lita charges, \\'hldl 

could keep mounting as the ,'a lllpolign 111It'1l ~ I(i"S , 

• The grand lotal is estilllall'ti; haVIng prnlic led how l'lIlg a PIl 'S" lll'" IS It'lllllll'li III 11ll' Illarhl'1 alld 

taking account of likely absorption ralt' s, 

Another approach, which can be used as a check Oil the alloVl', is to pOSl' the 'Iul' slion (lfho\\' many 

new contact~ will have to be Ill;tdl' and culr l\' ,tll'L11I1 ort lt'r 10 g"Ill ' CII,' sliffit'l"11 1 1")~III\'l' I('SI'''IlSCS tel 

achieve the predicted absorption nite? The cost of marketing those contacts can then be gaul-,'t'd, 

Commercial propert), marketlllg relics heavily upon II1Is "Pft)Spl'l"llng" approach, \\'ht' rcas fl.'sldclHlal 

sales rely more upon general advertising (l\lik's el al. I ~,)I), 

Yet a fi.lrther budget procedure has heen descrihed, tefmed Ihe "task Illl'thod" and hased upon a 

four-stage process: 

Market (\X'hat is it? Where is it?) 

Message (for that market) 

l\{edia (most effect and most dirl'l't) 
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1\!easuremellt (cost l'ffl'C !l\TIIL'SS alld rl'sults) , (( :lcavL'ly l(m·l) 

This task method rCLluircs IlhJ!-'C II\'L'S I,) hl' statl'll that markcting lludgL'ts 1'1)1' propl' rty dn'l'I()pmL'llt 

disposals are generally based UPI)Il tl1l' l'Xpl'rll' lIcl' alld ludgment 1)1' thL' dl'\'L' lllpn alld l11arkl'tlllg 

consultants invoked, !\Io n'()\,(, r, It IS 1!11pI)rtallt that a high degree "f fll'xihilit\' is a ff()rdl'd til ;\11,1\\' 

for the unexpected III the market. 

2,3 Methods of selling 

An agcnts' prime ohjccti\"e IS tl) ~'II or let propl' ny tin the hlgl1l'st prtet' or n ' IH ,I\'atlahk 111 the 

markct, not to pursue his/hcr OWI1 SUhWL'tl\'l' aSSl'SSllll'1H of\'alul', '1',) al'hil' \'l' thiS, the pl'llPl'l'ty must 

be frccly exposcd to the markl't 111 all ordnly 111.11111l'r. TI1l' 1I111St appmprtatl' ml'thl)d 1)1' sl' lIll1g ,I 

particular (ll'f)pert\' largely dl'pl'l1d~ "PI)I1 thl' lIalllll' 1)1 Ihl' PIl' II1ISl'S L'l) l1'l'llll'd .Il1d till' I'll' \ ', ldlllg 

market conditions, Four basic methods I)f property dlspl)sal call Ill' dlsting\llshl'll. 

IPn'wle Irell!Y J 

Straightaway, it should he statcd that the \",Ist m ;lIority I)f ,til sail'S alld Il,ttings 111 all tlH' !l\'l'r,tli 

property market arc noollally conducted hy pri\'atl' treaty , Thcrl' have hl'l' n periods whl'll l'xtl'rnal 

conditions ill the market havc cllellllr.lgl'd sllch pr;tClit'l's as n ' lIlalll'lIdl'rill)", alld fl)l'Il1al ,lIld IlIflll'l1l :tI 

tenders and public auctions are always popular fiH ccrtain sectors of the market, It has also hecn 

known for various kinds of IIlfonllal tender to he used til resolve difficult and competing 

negotiations, but sllch recoursc is rare , Private trcaty is thel'l'f"rC, the mllst prcvalclH method of 

selling property across all sectors of the dc\'clopmcnt marker. It Simply 1Il\'okes the setring of an 

a..~king pricc or rent and negotiating to achie"l' it. As fl'Hlf spacl' III most C()ll\'l' l1til)l1al developml'l1t 

schemes, either proposal or completed, is hought al1d sold lll'twl'l' 11 propl'rty pl'llfession,lis, the hasis 

of assessi.ng a reasonablc level of capital or rcntal value IS IIkcly to he vcry hmadly the san1l', 

Therefore, so long as the dcvcloper and his agent havc ~.'t the askil1g price, all should he wvll. 

However, there arc two main exceptions in the real estate world where sale of lal1d or huildings 

pusscsslIIg devcluplllelH putenwd, hut pnor to devclopment taklllg place, where offi;l's will he 

determined by many variable and unpredictahle filctors; allli secotldly, whl'fl' the market is especially 

lIncertain or volatile, Sometimes, much to everyone's su rp rise () ffers massive Iy exceed tht asking 

pnces, 

Public lIlICtioll 

This method should, in theory, ensure an orderly market, fiH, if the property has Ileen properly 

advertised, it should attract everyone With a serious interest and forc e them to reach a decision in a 

competitive atmosphere and with no opportunity to withdraw, The preparation of particular,; is 

critically important with this method of sale, because they lI1ust he delailed allLl accuratc, yl't clllicing, 

The overwhelming drawback in selling agreed or completed develuplllents at auction is that the 
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major financial institutions are rarely inten:sted ill huyillg at auclifJIl. 1\lfHl'()Wr, the\' arc IIOrlll ,llk 

ullwillillg to provitlc a timJ Cflllllllitlllt'1l1 tfJ a t1cvL'ifJpl'r \I'IShul!', If) hi I\, P'lIl'1t1l.ti dl'\'l ' lf)l'llll'III 

properties at auctioll, unkss pnhaps the valul' of the n:islillg huildillgs IS Il' s~ Ihall, S,IY 52 Illdlil)ll, 

and only thell if IllI)st of the ullCertalllties ahout thc proposl'Ll schl'Il11', partll.: ularlv Wllh rt'Spl'C I II) 

planning pennlSSIlJIl, havl' alrl'ady hlTl1 res"il-l'll. 

J :orma/ Itl/ritr 

The foollal tender, wherehy proSpt'Ctl \'L' purchasers are ill\' ited tl) Sulllllll st',tled hids f)1l 1)1' h\' a 

particular date, is similar to the auctif)n in that all the hids Cf) n stltul(' cO lltrac tual f)frers Ihat, if 

accepted, are hinding. As With the auctllJIl, It IS essential to rl'lluL"l' IlllCl'Ilalllllt'S If) a Illill illlllill , :lnd 

preferably to ohtain planlling consent heforehalld . This not only takes tilll(' , hut however assiduous 

the vendor and his agent, then: can he no guarantee that tht' CfJ nSt'llt ohtailled IS the m()st \'aluahlt, 

possible, and prospective purchasers will hid for what has hecn appnJl'L'd and not what rhl'\' thlilk 

they get, The great advantage of the forlllal tl'ndn is Ihal Ihl' highes l pf)ssihll' hid ti )r Ihe prr )pnty 

should be attracted, whereas at auction e\'en an especial1y kcl'n or special purchaser only has tn 

exceed the second highest offer. I\S has heen stated hy :\rlllf>ll - lolll'S ( I f)X ·I)· 

'Formal tenders arc particularly attractlvl ' fiJI' ulltil'vl ' l"lw<l !alld will'l! ' til<' Ilialllllllg SltualllJII IS 

quite straightforward, Most housc huilders have adetluatc finance and arc well gcared up to 

acquire residential building land at tender, hut hidders fiH industrial and commercial sites 

noonally recluirc filnding from instinltions and, (luilc reasollahility, insrltutinns art' reluctant tf) 

enter into founding commitments until the site is secure.' 

Informal lenders 

The infoonal tenders method involves the selling agent inviting single and highest hids, suhject to 

contract, form prospective purchasers attracted by an initialmarkering campaign. Ik:eause thnt' IS all 

interval between the acceptance of an oflCr and exchange of contracts, the method is said to hc 

vulnerable to the successfit1 bidder trying to renegotiate the oflCr onec other tenders have heen 

disappointed and possibly withdrawn, Nevertheless, it is argued that in spitc of this weaklless the:.: 

informal tender is often the best foml of sale for the disposal of development sites, So long as the 

procedures arc clearly established and abided hy, fitll and cOllsistent illformati()n givcn to all POI l' lltial 

purchasers, confidentiality maintained betwt't'n the parties regarding IllL' varif)us schenlcs proPllSl'd 

prior to tender, satisfactory financial assurances obtained alld a paeka,l,'l' f)f relevallt lega l clocull1l,1ltS 

circulated to all serious bidders shortly hef()re till' closing datt', 1Il0S1 of I ill' pmhlt' lll s ca ll he I\.' duct'd 

or eliminated (Armon-J ones 1984), Howeve r, the method docs dep L' nd UP()1l a high degree () f I rust 

and respect on both sides, 
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2.4 Market Segmentation 

It is ;tlmost goes without ~ayin~ that thl' prc lpnly markct I~ highly dl\ 'C N' \!I)t Ilnlr d()c~ Ihl!> applv 

to the rich variety of occupat,()nal market I'; sn'b III supp ly , hUI also II I till" \'arying r"'lu'rL"lIll'nl ~ 

within those market!>, th(' diff('rcnt salc!> tn:lln"lu,'s apprllpnall' III dlni:n'lll !>l"l' IOr!>, till" incIln!>I!>Il'llt 

attitude of differing client bodle!> alltl Illl' d'\'ngnlt apPf()acl1L" I.lkl 'n Illwards markcIlllg ad"plnl hy 

individual estate <lgcllc), pr<lc lin's , Thl" 11lllS! Il llLdd, ' 'q:lllt'III.IIIIIl h .IIl' ,hili", Il ili ll'';, IIHlu SI II .d 

property, and residemial property , SIIKl' II1IS paper I!> ahoul rl'sldl'lltl<ll propnty, a hrief IllL'lltlll ll 

about some I)f the ll10st notahk characlcf1!>llc!> Ihls sn' lor Ilf till' Illarkel IS apprtlpnatl' alld I'; 

discussed as follows , 

At the outset it should he <lppn'c ,atl'll Ihal rl' sidl'lltl<l1 d(,\'t'loI'11H'1l1 Ill' .111\' 'l';tll" lltn~ ' rs III Il l1(' mal"r 

respect from COlllll\C reial p ffljlcrry dnTl1 llllllL'll I III Ih<lt almosl all \'OI\llIH' IlIllISl ' hu dd(' r!> Il'llll II) 

employ their own sales t(,ams, alit! ha\'t' n:Ulllrst' tl) ('st<ltc agl'llt!> as ,I sl'I'II IHllillt' of SUpP()rt, if at .tli. 

Because of this, advertising assumes an e\Tn t1lore importallt rllk' ill thL' lIlarkning of Ililusing 

estates, for there is no network of agent!> a!> with thl' L'llt1llllercial s('ctor, ,wd Ilot thc same dl'grl'l' of 

high street representatiIJII as wilh til(' S('('lllld halld IlIlllsl' 1ll.IIkl'I 

Prior to development, whoever i!> respllllSihll' for markL'ting, ha\'ing established thL' ha!>ic demand till' 

accommodation in thc locality, the suitahility f)f the I()cality, the alllL'nitll's of the area and tht' extent 

()f likely compettlitJll, is well advl~(:d tt) stud y liml\l'r Il'Sldl'lltl .tI sail' S Il"'lIl'lb III all a"l'lllpt Itl lilill 

uut why any cancellations tOllk place , IHI -huYlllg atlltudes ar(' uillL' ,tI III thL' re';ldelitlal SCClt)!'. 

Advertising studies, converscly, can show what features and what kind of pn.'sc lltatlon i$ mllst 

effective in generating interest in a particular t!cvl'iI)Pllll'lt! , 

The usual mcthod of marketing employed nowadays hy the major house huilders is to fit out and 

fi.l[nish one of tJle complcted propcrtics in a schl't11C' a!> a show hIJuse , Thi, will thell he stilff('d up to 

six and half or cvcn sevcn days a wcck, remembcring that the majority o[ salcs are introduccd over 

the weekends. The advantage to the hous(' huildl'f is that th(' rcst Ilr Ihe dl' \,l'I0plllcllt can he 

monitored by their own agent, any damagc can be madc good immediately, access and response to 

inquires is almost instant, all the energies 0 f the sales fi)fce can he devoted tl) thc olle scheme and, in 

the case of phased development projects, in formation Oil r('ac tiolls "lid prohahle market trends call 

be fed back to the design team, With show houses, it i,; always wonhwhilc laying out thc garden to 

high standard and making sure that watcr and heating systems work efficiently, 

Marketing Real Estate in Addis Abaha 20 

~---=~======~------------------------------------------~/ 



r 

In the residential sector, the roll' of aggrt' ~~I\' e pnlll\fltlllli alld l1larhetlllg I ~ pmhahll' 1l1l1~t tclllllg at 

either elld "frhe 11l;lrket. I.lIxllry hr)\I~IIIJ'" \\'hl<'l1 IS 111""1"".1 III 11(' Ii\( , 1.11)", '1 rll' ~; rllll" If 11111 IIlIlSI Ill' 

Addis Ababan real estate dcvelopers, IS a \'Illattie anti unprl'llic tahlt- pnHluc l. \\'l'lI l.lrgeled , ~ k"If\"ly 

prC'sC'llt,' d alld ('xtI'IISI\'l'ly pla(,l'd ;111\-"111"111)', ' ,III 1l' ,Ip 1' 111111111111 " .11\ "1( '11.1 ,,, III( II I'. " ',III I' ,I 111.111( '1 .Ii 

reaching and attracting individual pllrcha~l'fs to whol1l l1larglll ,d , Inlllllllt ~ rlf \l1(llll'Y at Ill' M(lUml till' 

asking pnce arc of Itttle COIlSl'lIUt'IlCt' IJIlCt' th,'Y han' dec ldt'll Ihal Ihey \\'allt lill' h(lll ~e ( lI' ILlt III 

guestion, Iligh-tjualtry design and finishes, cllmlllllnl wllh all l'k'galltly till1ll"lll'd alld finnl ~ ho\\' 

unit, arc also an cssential ingredient in su cce ~ sfid luxury ,k\'l' I0l'n\l'Ilt~, 

At the othcr end of the market, cOl1lpetition ragl's to attract th(' fir~t - tlllll' huyl'1' , :\ kL' Y elt'n1l'nt of 

marketing strategy for first-timl' huyl'!' of hOU~lllg is the a\' ;lIlahilIl Y (If lll()rtg , l)!,l'~ , Virtually all till' 

major house huilders han' agret'mellt~ with 11Ill' I)r I1lIJlt' rd' th(' malll Illllldlllg ~ OCi"II(, S , givlllg re'ld~' 

access for potential purchascrs tl) nHJ!1gage finance . Th()se hlock allocartolls arc a particularly 

valuable- marketing tool whcn high demand causes mortgage IIUt' lIl'~ and il'ndllig r('~tnctl()n~ makt' It 

especially hard for first-time huyers. ()thcr IIlducl'll)('nt~ offl'fl'll a~ parr of a l1larkt,till)!, l1ac kagl' nti"11 

include OIlC or morc of thl' fj)lIowlng: 

• Payment hy the devtioper oflcgal ICes, ~urvey (l:t' ~ and ~tall\Jl duty 

• Payment of a mortgage protection policy for, ~ay, two tl) tlHL'l' years tl) ease the hurden of 

worry; this has been extended by at least IJIlt' volullle IlIJu~l' -huildl'r to the raking out, .)n 

behalfofthe purchaser, ofa personal pmtection policy agaill~t pl)~~ll>lt: redunda1\cy 

• Provision 0 f items 0 f housc hold fll rnitll rc and Ctlu iplllen t ~uch as cooke r, washing mach inc, 

refrigerator, fully fitted units and carpets; in SOIlll' slIIal1 starter \lllIt:; this can cvcn rcach to 

chairs, tables and beds 

• Removal expenscs 

• Subsidized mortgage repayments for up to onc year 

• Repurchase at guaranteed level<; of val\le 

All these concessions both hclp the developer's cash flow and givt' tlWllle!lt\lm to the sales drive. In a 

mixed development, moreover, the early salt: of thc smaller units may prove a \lseftd catalyst III 

stimulating intercst in the remainder ofhiglwr-pricetl in the schcme , 
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2.5 Selling Techniques 

It has bccn statcd that there are 11') IH'W Illcth'Hb "I' Illarkl' ting prfll1L'rt y a III I that all Ihal l'XISI ,Ill' 

rcfincmcnts of long-l'stahlisl1l'd 1l'l: llIlIlllll's (I\lIlln 1')K2), As wilh all )' hliSilll'ss \'l'nlUI'l' lllanagl'lll\ ' nt 

skills count cvery bit as much as till' prllllucl, pl'l'haps l'ven nllHl' Sl) wilh thL' markL,t1ng of propnty 

ocvelopments , For given Sllllilar Illllidillgs, III rflughly the sallll' Iflcatillll and Idt'nlical pronHHlfln 

budgets, apart from the uncxplalllL'd f'llhks of IhL' markets, diffl'rl'nc t's cfluld hl' attnhutt'll II) tilt' 

personal l\ualities of those managing thL' markctlllg campaign , N l'\'crthL'lt'ss, a haslc undnstalllllllg I)f 

the techllitlUCs brtlught to hear hy I'S lall ' ,1)~I ' 11I S III SI'I I Ill)', fl.I.)r span' IS all ,'o.;s,' nlial p ,lrl .d' tI\\' "\'1'1,011 

management of developmcnt proll'US , 

Pllblic rela/iollS 

Public relatiolls is a fflrm of u tltargc.: led prtllllOllfl1l allllnl al Iht' puhlt,: al hrgt', TIll' he sl gt: lleralor .)1' 

good public relattr)lls is ultimately the llualll ), .d' thl' Irall'Sl.ltt' l!t-n' I')11I1l\ '1l1 II St'lf, ~ t'\'t'rllH'II 's~ , It IS 

important to recognize that property development is rarely a popular ac tl\' it \' to thOse 11\ pl'I)xlIl1iry 'Jf 

a pr()po~cd prllj('t: t. ThC'y ofll'll view dl' vI' l"I'IlIl'1l1 ~ l ' I\l ' II\l ':' ,I ~ 1" ' 111)\ Idll'SIl ,iiiI' 1I11111 S" ' I' , ~ ' l l ' l.lih 

damaging and a threat to propcrty valul' s, TIH'rl'fllll' , tlH' SI'I\ SIII\,II )' wilh whll:h pnlpnl )' 

development proposals an.: handled can grt:atly affl'cI the acccptahilit y alld hL'ncl' the li..:asihilil Y of ,I 

project, 

The vcry way in which the developers prc.:sc.:1I1 Ihelllselves, the Cllllljl ,1I1 )' and Ihe rel :uned C()nSUllants 

to the political representative, professional officers, the press, intcfCsted partics and the gcncral 

public can all contribute to fostering a favorable impressiun , Supplying full information ano readily 

responding t() criticism in a sympathetic and constntctivl' mannl'f further assists in creating an (111t'n 

and positivc climate of opinion, Some developers establish an infofln:lti()n offic I' on the site' Ilr near 

thc projects, hold exhibitions, make presentations, cumluct thcir own ctlnsultation cxen:ises ;lnO 

produce a regular ncwsletter regarding project progress, In fact, l'wry aspect ()f thl' sclling pnlCt'SS 

described below should be secn as part of a hroad puhlic relations campaign aimed at men.:handising 

the development property , 

Brochures and partiCfl/ars 

This technique is widely used in Addis Ababa, Nantrally, both hrochures and more simplified fiJrms 

of property particulars must describe the intended or complell.:d development and convey 'lll the 

details that a potential occupier might require, Normally this will include somc or all of thl' following: 

• A geographical description of the general area, which identifies the precise location of the site or 

building 
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• COllllllullicatiolls f;ICiIIlK'S such as Iliad, 1.111, .ur .llld watl'!" Irallsp'lr( 1'1 and al,)ulld d1l' SChl'llll' 

• For sOllle killds ()f dl'\'l'I()PlIIl' lIl a hncf sflnal alld l'l" )lIlIlllic pnlfik IIf Ihl' ,In'a IS ad\'1sahlt', 

covering such matters as Sllllpplllg, l\llIl""lg, l'lIUCallflll alld rn' n'allllll.d fanittll's, as wt' ll as the 

presellce III vlCllllly of leatitllg C()IIII\\l'rCI;t1 fllgalll:!,III' IllS 

• Property particul;Jrs de"cnlllllg Ihl' an" JlIIIll'lILIII'III, ):1\,lllg all'.IS, h( ' IV,hls alld sl'('l'Ilil' .111f11l 

• A description of the services supplied III Ihe hutldlllg, such as gas, Wall'!", cahllllg alld ekcrriclty 

• The natllre of the interest heillg marketed, lIlgetilL'I" wllh a \l'lanl n:plallatlll\\ III' till' kasl' tl'nns 

and a declaratio\\ ahout the eXlstellce of all\' rcstrictlolls t'l Il'llllll' 

• An indication () f the price or rcnt heing sought 

• \Vho, how and where tl) cOlltact for III I) rl' III fllrlllal II III, aSSISlallCl' III' appoillllllt' llt \II \'IL'\\' 

• A saving or t.!isclaimer clause to !Hf)tl'CI till' agl'llI alld tht, dl,\'(' I.,!1L'I', which nllghl hl, along t11L' 

following lines: 

The agents, for themselves ant.! for the \'cndl)rs or lessors of this pmperty wh()st' agents they ,\l'l' 

given notice that plans and drawings are fi)r idl'lllificatioll purposes ollly alld do IIl)t fiHm part f)f allY 

COnlr;Jct, MeaSUrt'1IH'1I1S alld ar!'a, an' al'l'l'I,(IIII:lI(' .lIld alrl\llll).,h 1H'11I'\'( 'd 1111 ... ,1\<'111 ,11" ,III 11\11'11.111\)'. 

Iessel' or purchaser must sallsl}' 11IIllscif as 1'1 1I1l'II :II I lIl.Il)' , N il Il'S\lIlIlStlllltt y IS I.ll-l'll 11)1" all Y ('1'\1)1", 

omission or misstatement in this hrnchun:, which does not consfltult' or forlll an)' part of an ofli: r or 

contract. No represcntation or warranty whatever is madc or givclI in this hrochure 01" dUI"ing any 

ncgotiations conscllucll t I he r(,OIl , 

Vogucs and sty le in brochures have challged ()\'er the ycars, from thc cnlclc lettillg I>rochull's of the 

1960s, through to somc of extra vag alit producliolls ofthl' I(n(ls alld \()I{()s, to IhL: rull color,l'xpcrtly 

dcsigncd and profL:ssionally laid-out pul>llC<llUJIIS of tuday, I':\'L:II Ihose arc beillg edged our or 

supplemented by audiovisual ca!'settc!' and tapes, NC\,l'nhl'icss, the hrnchuf\.' is likely to n.- main an 

important markcting aid, and great carc is now given to the prescntation of IIlfiJnnarron, so thar 

prospective purchasers or tellants can assimilate the relevant facts lluickly , TIll'n,' has also hcen all 

increasing emphasis over recent years on the usc of good graphic designers, artists' impressions for 

ncw dcvclopmcnt, and spccial~~t photography, 

As with direct mailings (discussed below), it is vital that thc hrochure falls into tht right hands . It l1\ ;ty 

be necessary to producc more than onl' bfflchurc durin).!; the COUI'St' I)f marketing a dl'veillpnH'1It 

scheme, It also pays to attach a reply-paid card simply re(luiring interested parties to tick a box if they 

would like to reccive fiHther details, 
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J>ress adlfrriJi/(p, 

Prcss atlvcrtisillg ohvil)usly I~ arrallgnl at n' ;ll"hillg the pOlell!!;d OccllpK' r I)r hi~ pf()fi:~~I/)lIal advl~l' I~ , 

Thcy will, h()wc\'cr, usually han' diffcrcllt rl'adillg hahit~ , The propnt\' profl'~~iollal I~ Ellrl\' 

prcdictahlc, alld ~cnllilly flf tilt' Il'all'~tall' I'llirtlal~ like 1 ;, ~latl'~ t ;az,'II,' III 111'11.1111, I~ ~f)lllt'tllIllg It! ,I 

timc-honoretl rinlal for thc commcn.:ial agl'lIt , TIll' pOIl'lItialoccupin is mflll' difficult tIl ddilll' , alld 

thc agcn t IllUSt altemp t to gau)..,'I." which p fI) fe~~ion~, hu~ille~~ 0 r tradl' migh t hl' ill ll'fe~led III ,I 

particular property fIr Ullit. l\l,'I.'llt~ I)fll'1I prcfi:r tf) dl' ~lglI Ihl' lr prl' ~ ~ ad\'l'rli~llIg If I filCdil ,lll' a dill t 

rcsponsc hy incof(1l)rating a r(,ply limll tfl Ill' filll'd 'lut ,lilt! n'tllrlll'li 

Commonly, agcllts have I1'COlirst' to spl'Cla!t~t ad\'l, rtlsillg ag,' IIC1,'S, althflligh SflllH' "f thl' \ ', ' n ' l.ilg,'s t 

firms have estah!tshcd thl'lr OWII 1I1 -llflUSl' alkl'rtlslIlg dl'p ,lrtml' nt~ , !'Ill' helll' r ,ltl\', ' rtISl'llll'lItS stalld 

out from thc crowd and hreak thrl)ugh thl' "IIIIISl''' flf CIIlllpl'tlllg dallll~ 1111 till' rl'adl'r~ ' alll'lIlillll 

The arc to bc charactcrized hy hcautiful photography or illu~tratil)n alld haw ~triking or unexpectl'd 

headlincs and featurc thc huildillg attracti\'{: ly or, in ad\'l,rtisillg language, make till' product thl' 

"hero" of thc auvcrtisclllcnt, The worst pr('~s advl'rtisl'llll'nls arl' l'il.lracll'riz,'d, alm!)st h\' dl'finltlllll, 

by havillg nothillg strikillg about them. alld likl'ly tl) put (lff n'ad,'r~ hy VlrtUl' I)f Ih,' dUltn, l'Ilflr\\, 

laid out dctail alld unimagillatl\'l' headlllll'~ alltl t1ll1stratlllll~ . l ;"fll,tally. I\\flll'fl\ ',' r, kalul'Illg till' 

idcntity of the abtCnts too prominl'ntly and Yl't also lacking a c onsistency III establishing a CIll'Pflt':ltl' 

identity criticizcd propcrty advertising. 

[t is gcncrally rccognized woriu wide that the real L'statl' market has hccollll' illcrL'asillgly sophisticalnl 

and dcvclopcrs far more awarc of the power (If thc ac\Vl'rtISl'nH'lIt. III partic ular that pl)ll'lltial t,'llallts 

and targctcd agcnts arc diffcrcllt markcts rClluirillg diffnellt techllillues . Some furlher COml1lellt~ hI' 

lcading advcrtising agcllcics make contradiclory pf)lIlt~ ahout advntislllg culture : 

• Good dcsign and c1cvcr idcas arc lIot cllough tl) ~cll a pmduct-you'VL' got to ullderstand wh;!t i~ 

important to thc audicncc, 

• The biggest mistake is to go for too complex an image, It nceds tc> he simplL' to ~u r'livL' what is a 

vcry nOIsy enVironment, 

• You must not bc afraid to be bold , The propcrty press has hccn flooded with nlll-of-thc-mill 

b u ilding adverts with s'luarc footages, agents' I()go~ alld pilL'S ()f slwppillg hags, YUUI' adverl h . l~ 

got to be diffcrcnt, 

• Any advertiscmcnt should bc jazz)' to lo()k at, hut it should he full of informatiun , 

• Humor has proved a particularly rich sourcc of inspiration fur corporate communication VIa. 

advertising, 

• A good picnll:c highl.ights both the building itsclf and its chief asset, its location , 
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• Because we arc alwap ()\'('rl'~rullatillg thl" 1I1lj10rtaIlCl" of product, aCC l'ptlllg that thl' product l' al1 

take ~ec()lld place to cI) IlCepI allll\\,~ t.tlklll): ,tllt)1I1 ~I)flletll lll): II lh"1 Ihall Ihl" ;111' ['Illl dlll/)lllllg Ill' 

hgh til1g. (I I all I ()In) 

()IlC.: of Ihe fnl~lrallolls fal'lllg Ihe ad\'('III'lllg IIU"I S II'~ , IIII\\'('\TI', IS Ih ,lI Ill<' I.-Iall\'" sun', 'ss ()I 

diffi::rent app!l)ache~ i~ difficult If) llUtllltlfy alld largel\' rnlJalll S a marin of ~lll'C\tlatlol1 , :\\ ()l1gsidl' 

press aJveni~lIlg is l'llitona\ co \'nah'l.:, II Illtl'l1 P,IP III kl'ql IC)urnah~ts IIdimlll'd r'lr Illark ... t 

development~, e~pecially for mal/)r or ullusual sc hl'llll's , This is IH"SI dllll, ' ill Ihe filOll I)f a PI'l'SS 

release accompanied by a good IlHll1/)chnltlll' phC)tllgraph \l'lIh capll/Ill al1d ff)lwanled persf)l1ally I() 

the appropriate j()umali~t, 

Diml mai/il(2. 

This form i~ u~d rarely ill Addis Ahaha , The us,' of ,'an,fully 1,lIgel .... 1 l11atl shols has hl'l' f)llll' :111 

internationally popular fonn of marketing c/)mlllunicatHlIl. Thl' tllain ad\'antagl' ~ are that: it l'nah!l 's 

direct contact to be made with individuals in the targeted f)ccupatif)l1al group; it is highly sl'il'CtI\'l' 

and it av()id~ unnecessary cin:ulatllln; It does 111)t Clltlllwt" al Ih,' same IlIlll' \l'lIh ()lill'r ; 1l"'l'rtISIIl ,l~ 

Illessage; il is f1exilde ill lerillS I)f gl"llgraphll',d all',I, 1Il"IIIl' IU ' \' alld d" SI) :Il, alld II IS ll'ialll'!'l\' 'lUll" 

and cheap tl) produce and di!'tnhull' , 

Mail shots arc normally lIsed to SlIpport a wider marketing campaign, and shollid hl' released ttl 

coincide with other advertising pillys, hut they Illay SlI llll' limcs hI' the SId!' llH'thf)d of jll'llllllltillll , It 

must be remembered, however, that the hulk of Jirect maille rlers enJ up in the waste-paper basket, 

They must, therefore be simply hllt compellingl)" written, preferahly well illustrated and addressed til 

a named managing director or finance director marked "pel~ollal" to circUlllvl'nt Dver- protL'cti\',' 

secretaries, 

Moreover, it should almost go without saying that direct mail is only good if a professional person 

undertakes a rapid follow-up, 111is is nonnally done over the telephone, in which context it is \vorrh 

quoting onc agent who states: 

1 have almost completely abandoned Jirect mail. Althuugh the cost uf teleph()ne marketing IS 

considerably higher, I have hecn able to persuade my e1it'llts til pay hl','ausl' Pl'l sl lilal targeting IS 

assured, there is a l()U% contact rate, a known rl'sponse le\'e l and it is easier to inrerpret levels of 

interest, (ibid,) 
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Despite the widespread uSt' or thl' \\'Ilrd PfllCl'SSOr alld 11ll" Illl·r('a sl'l1 1;1<"1111), II ) "pnSllllallzl"" kllt·I S, 

however, it is quite possihk: Ihat Ihl' t'ffeclin'llt'ss of Ihl" Ir.ldillllll.lI dllt' c l mail shol \\'ill dllllllllsh , 

Nevertheless, good clear and precist' CO\'t'nllg kIlns accIlillpallylng ulhn mailnl particulars \\'111 

always be an importallt marketlllg 11)1)1. 

Sideboards and hn"rdil~~r 

Perhaps the most familiar markctlllg aid IS Ihl' agl'IlI's huard, IHll\' ldlllg Ilil Iht' spot advertising of 

availability of property . I t is also common hcrt' in :\ddls ;\haha. Thl'ft' IS a It'ndt'ncy, h()\\,L'vl'\" tllr 

development sites during the c flllstnll'lioll penod If) Ill' \\'(' ighl'll dl)\\'11 \\'Ilh .1 I'lmill(' Ill" tId'll ' ll'nl 

boards - archilects, buildlllg COlltraclors, englllt't'l~ and tlUanlll)' ~UI"\'t ' yl>rs, as \\'t'll as dl'\ ' l'i')I1L'I~ and 

agents, In markeling It'nllS they aCllIt'\T lillie f)(" 11Illhlllg, ('WIl \\'ht' ll sellslhly grl)upl'tl as a slIlglt' 

display, unless considerable Ihought IS gl\'t' n 10 Iht'lr funclion anti Ir('alm('nl ,\lort'()\'n, I Ilt' rt' IS I)!it'n 

the lingering suspicion in the mind 1)1' Ihe chenl dt'\'t'II)IKr thaI Iht' hoard flll a complelL'd huilding 

does more to promote the image of the agent than It docs the Idt'llllly of till' de\'e1opment, 

However, the contribution made hy sale or letting hoards II) Ih,' I)\', ' r:1I1 mark,'lln): ,'allll'al)',11 sholiid 

not be underrated , ()n a new develupment such hllarus can he used nllt only ro state the dt,tails llf 

proposed building or buildings under constmction, hut abo he employed as a linking dlspl:!y 

describing the program of work allli the pmgn'ss til date . Casual visitors to the sitt' may wl'll Ill' 

potential occllPiers, and be converted into acnlal lenants hy the cl)nllnulllg ativ(' rtlst'l1\l'nt . 

Over, the past few years it is obviolls that much greater care has been expended upon the design lUld 

location of sideboards hy some leading property development cOlllpanit's. 1 )ignifieu artists' 

impressions and stylishly presented wording can only help to enhance hoth thc perceived (Iuality of 

the building and the corporate image 0 f the developer. Nt'verthdl'~~, it i~ important to ensure that 

boards are regularly inspected and maintained. Otherwise the oppositc reactions might he created . 

The development in photographic processing off('rs much mon' SCllpC fnr cn'atlvity and impa"t ill 

the use of sideboards, letting boards and posters , Large pictorial boards can be produced as massive 

enlargements of photographic transparencies or prints at a n::lativt.:ly little cost and can have a 

physical outdoor life of up to 18 months. 

Demollstration 

The residential sector has long relied upon 11e tangible demunstration of its wares to sell prop rty. 

No estate development of any size is complete and properly rcady for marketing until a furnished 

and fitted show house or flat is made available for inspection. 
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J\ m o ue rn surrogate for Oil site demllll~tratl)l" IS Ilf CIIUfSl', thl ' \'i delltap" , III pmt!\Il:lIlg thl's, ', as wdl 

as with actual tours of illSPl'c tllJll, It I ~ \\'llrt h Il'Cllgl\l i',1I1g that dll"fl' I~ a Ill'~t way to slHl\\" soml'()Ill' 

ove r the property, Preferred mutes sh ou ld , thcl~fon:, Ill' Illappnillut III alh'allCl', alld so arfallgcd as 

t() make th e first alld las t impre~sioll of till" reall'statl' d"\"L'loplllL"1lf th,' 11l1 1~ t (";IVllr.lhlt, (Butll'f I ()fQ) , 

Fo r malor schemes alld for pfCl\l"CtS that an.: se ll si tl\'l' Ilaturl', all o : l\lhltlllll Illlght hl' Ill" Cl'ssary , !\p art 

from disp lays put Oil a~ art of the process of ohtaillillg a plallllillg CO Il Sl' llI , till" majo flty of l'xhihits of 

real estate de\'e lo plllent Pllljl'ClS arc prl" parl"ll as p art Ill' ,' IJlP'Jl,lIl' plll llllltlfJll ~ III IlIlth thl' publIC ,1I 1l1 

private sector, It should he appreCIated, howl"\Tr, that thl' 1l1lJlllltlllg Ilf l'xl\ll>ltlllllS or, I;ll' th at 

matter, the partIcIpatIon III ( ' xhtlJ\tIlJIl~ organlzl'llb\' f)thl'r~, IS a l ' O~r1\' alld IlIllC -U Jll~UllllIlg "fLul'. 

TeuviJioll Oil d Radio 

The use of commercial televislIJIl to advcrtlse propert\' IS s till the l'XCl'PlIfJIl ralher Ihan the rule , The 

main reasoll for this is cost, ill terms filf hlllh pn'paratioll alld presc lltalll lll of matc rial. Dl'splte thl' 

expense, television is said to offer \vide coverage, to ht' an illlfllSIVC 1lll'lliulll thaI is well suilnl IIJ 

demonstrating a building to its !Jest advalltage, and til !Jl' capahlc of targ"lill)~ rq~illllal allt!il'Ill'l's wilh 

sOllle prt'ClslOI\. 

Local radio is being used fairly extensively for the advertising of property , ()pinions vary as to how 

effective it is , On the one hand, it is reasonably c heap, offers relatively Wide cO\'l'fage alld l' ;\11 lelld 

itself to the creative and striking communicatil)n of informalilJn , ()n thl' other, although it might do 

wonders for the agent's image, it can be arh'l,ed Ihat tht' transitory Ilaturl' of the message IS ulllikel y to 

sell property , The right people rarel y listen , except at thl' wrollg limt' , 

illcefllives 

Apart foan the rational agents' lunch, and more recently agents' breakfasts and coffee mOrlltllgs, 

more and incentives seem to be on offer in the market, This is uncharacteristic of the Addis Ababan 

market. Luxury cars, holidays abroad and add ional cash bonuses arc all dangled hefore those who 

can introduce a successful letting, At the same time, in a difficult market, then' is a continuing 

pressure to offer ever more attractive inducements to prospective occupiers, Rent free periods, low 

starting rentals, fitting-out subsidies, reverse premiums and options to break arc all employed at the 

moment, as arc incentives durillg negotiatiolls to securc a Icttlllg, They should, however, be 

introduced with carc, For it has been pointed out that if a rl'al l'Slatl' pmpt'rt )' has been correctly 

marketed and stands in rental terms on an ellual footing with competition, then ro llSC these factors 

prematurely can often erode the base for negotiation , In addit iOll, il is arh'\'l'd th at \'cry seldom is a 

businessman lured into the market place purely by marginal short-term financial inducemcllts, If the 
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property is right, ane! the ten11S c()mparatl\'l' ''' c'llIlpl,titi\'l', thL' dc al sh o uld hl' slruck l\f)(\\,lth slandillg 

Ihe trapping.; , Con\'l'rsl'ly, hl'l'a ll sl' rill'\' .II\' klll)WII 1' 1 , 'X ISI ill Ihl' Illar"l ' l Ih, ,\, Ill' l" >llll' t'XPl'l ' Il'l1. III 

any evcnt, they sholiid hI' prllpl'fly l"ISII'lI al Ihl' 'llII S(' 1 '11' illl' sc hl'lllt', as Sho ltld Iht' rl'l 'l'jlllflll 1ll'ld 

on compiction tel launch Ihl' hllddlllg '1111') Ihl' llIarkt'l, whl't111'r il ha s !I t'1' 1I prl' -I( ' I III' IIC)I ThiS has 

IIII\\' !l('C 'JlIH' all 1I1I1"lllalll p .111 ,II I Ill' 11"1111'1111)11 ,'.lIllp .lIgll, Ie II' Ihl' agl'llI .ll ld l"lIl h k'r ,IS \\'1'11 as Ihl' 

developcr, I knce, it desl'r\'('s l' :lrl'flll att,'IIII'III . II', [ill' I'xal\1l,l,', II is a 1'111(' 1t-IIIIIg 1\'l" ' I'II1I1I, rI\(' 

individual public n:laliolls or thosl' Cll llcl' rtl'li \\'lIh Ihl' pmpl'ny de"L'lop"ll'lt sholiid III I!' 1)(' .r1lel\\'l'l1 

to detract form the t'sse lltialmarkl,tillg thrll sl 

Olher approi1d;es 

More and more firrns of reall'state agellls as \\'l:1I as dl'vt"i' lpl'rs alld fillanclal IIISIIIIIIICIIlS art' uSing 

the service of puhlic relallllns adVisors , \\"ith Iht'ir C() I1 SIlIllL'r-hasl'd apprlJach, Iht' ral1gl' and \'a ncry of 

promotional activities are h()und to increase , \(arkl'ting plall s will Ill' I1HHl' pn>I'l.'ss i'lnally drawn up 

and more persistently pursued, Special e\,cnts and novel programs will ht:co mc a morc common 

feature ()fproperty promolion and markl' llng. 

'1'11(' \I~(' "f di ~ Jlla)' 11111(1("1" ,,/ a '!.-\'I'I"I>lIIl ' III, ~I Jll"l ' l.d lIallllllg .d ,I J,llIldlll,l~ Ilr illl ' gralll ,II 1l,lllllllg 

rights, the design of a compelling logo and graphics fiH a pmjl:ct, ground hreaking, topping out and 

opening ceremonies with attendant publicity the usc of holograms in demonstration UllltS, speclfll 

treatment of entrances and common parrs cllid callillg of p'lssihll' plln: hasl'fs, alld the dispalch or 

presentation of novelties are all well tried selling tcchnillllcs, r""(OI1,: recently the possihility ()f IIsillg 

"interactive" or "virtual reality" techniques has heell L'xplored hy sOllle propl:fry lk\'L'lopers to market 

their buildings, so that at the press of a hllttlln you can move arollnd the prelllis\' " and expL'l'ienL'l' 

different forms of finish, enclosure and fitting-out. I I C)\\'ever, it is costly, 

Again, whatever combination uf selling technillues is employed, the import'..Incc of effective follow 

up activity cannot be stressed enough, Few salcs arc closed lluickly, ami patience and pec;cverance 

are invariably required . Follow up should not stop once an agreement has hel'll maLie or a deal stnlck, 

It should continue between signing and moving in and heyond, into occupancy, The good name c)f 

the developer and the reputation of the agent are themselves intcgral aspects ()f prescnt anti fUlure 

promotion, marketing and sales, 
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2.6 Developers' Viewpoint J 
It should he Ihe f)\'crriding Ilhjn:livt· f)/" all t1t'\"t' I"l'efs "l't'I.IIIIJII III till' pn\'all' ~t'l" Illf I" t ' n ~ Uft' Ihal 

the buildings they pn>duce are lllarkl'Iahlt- , Thn' IllU ~ I, Ihelt'lim' , ,''' lIn'lItralt' Iht' 1ll1l1d~ Ilf all Iht' 

members of the profeSSional tcam. whl'tht'r they art' an: hllt' c Is, t'ngllltTrS, '1uanllt\" surn'),(HS, huiltlns 

or whatcver. upon thc markctlllg aspt'l"Is flf tht' IHIIIt"t ' 1. Till"" flllill Iltt' dt"\'l"i"I1t"l s' \'1t"\\'I)llilll tht'I\' 

are scvcral gencral factors that should ht' takl"ll III tf) aCUll11l1 III pLIIllllng Iht' l1larkt'ling t: amp 'li~~n f(lf 

almost any scheme I)f de\'eiopllll"1I1 

Th~ dlflia (}/I~p.r"1 

Thc qucstion ofmarkcting and the se\ecttflnl)flhost' who wtlllH" rt'sp'llIsihlt- tiH Ihl' ("hflln' 1)l', lgt'lll 

should hc made at the earliesl p()sSlhk slage III Ihe I\:al t'~lalt' dn'l"iI)JlIllt'nt pl"llCt'~S, It Illay well ht' 

that a potcntial dcvelopmcllt SIIe has llt"t'll 1I11rl)dut"t'd hy a 11artlluiar ,I)~t'nl. :\III 'rtla lln' ly, a Ilrtll 

might havc hcen instmcrcd by thc dn'cif)per, or hy a PfllSPt'CI I\'t' I)('cupin. 10 filld a sU ltahle 

dcvdopmcnt sitc because of their spccial kn()wlcdge I)f Ihe land Illarkt'l III a giwn loca lity, In h()th 

circ\l1l1stances the agent conccrned nllghl Wish tl) rt'l1lalll assIlCI,IIl"l1 with thl' I'l"IlI t"l.: I alltl ulltlt-rrak,' 

thc salc or letting, Indeed. it wfndd he sutvris lIlg If Ihn' tlld IlOt. :\lId III lit" \.' :t ~ t' flf.tll 1I111"1HIII('[llllI II ) 

a site it is difficult II) arrallge olhelwlst' , Ill)w('Vl' f, lit,,), Illa y 1101 Ill' 11ll' I'l' s l linll for tht' loh , III 

selecting thc right agent, scvcral tluestions could he poscd: 

• ,Natiollal or local? A national fiml of estate agents will ha\'t' a hrtlad C() \'l'r;lh'1..' of Illarkels and a 

widc range ofhusiness and property conlal' t~, hUI I)n small"t Ill' 111llrt' ddfit' ldl dl'\Tll)pl1lt'llI Ihl' )' 

may not be quite so hungry for success, t\ local flflll might be eager to perforlll, conveniently 

available and familiar with the local market, but they may lack the necessary knowlcdge and 

network of commercial contacts and ht' ullahle til supply cntaltl SUpp'lti sl'r\'ict.:s , ()ftell a 

combination of the two is the hest solution, 

• LofJ!,e or smaLR lvlltch of the same arguments as above apply to the size of estatc agency firm 

retained, It is remarkable, however, how man)' major uevclopers are increasingly willing to 

entntst the markcting of vcry large schcmes to vcry small practices , Again, thc answer is oftcn a 

joint instmction, 

• Firm or illdiLiduol? It is important to select and instnlCt agents with carc to cnsu rc that it is not just 

the right finn, but also the right person with in that firm who is fully responsible for selling the 

property, 

• ReIJl/or or illjrequ(ffl? Although there arc often compelling reasons for sticking with ~ln agent wht) 

has performed well in the past and has become a'xustomcd to the individual ways of a given 

developer, it can sometimes be bene 6cial to try ou t someone di ffertnt, 1':V('n in pm fessional 
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Clrclc~, familiarity occasi()nally can hrlTd l")IIII 'IllI'I , ,lilt! II I, :t!W ,I\" 1I1Il'Ies llng (I ) l'llIlll';\Il ' 

allernativc approaches , 

• (;ellert/fiJI or Jpecillfisl( ( :ertain l'~tatl' agl'nl~ galll ,I l'arlll"lt\ar rl ' II\llalll)n fill' Illarkl'llng n;l'l'I"li~l' III 

special ficlds, eithcr hy ~l'C ll)r Ilr hy h't'llgrapillc al :1Il'a , 1:,\"('1\ \\'lIh III ~ 1Il"h hroad l" al"glll"ll'~ :" 

shops, I)fficl's or IIlduslnal prenl\s,'s, Pl'rlilflll :lIll'l' ,'an \'ar\" , \\ '111t \ ' , ' 1"\' ~ I'I 'U,t!lyl'l'~ Ill ' pn>Pl'rly , 

such as leisurc or hOll'l pmjl'CIS, it I~ a hra\'(' ""\'l,llll'l'1', ')\" pl"l'hap~ a lilllll~ h 1)\1,' , wht) does not 

avail hil1lself/hcr~clf of specialmarkl'ting adncl', 

To gct thc best out of an agcnt It IS not Ilnly nl'cL'ssary (II appoll\t rlll'1ll al the inn'plHlIl of a project, 

but cqually csscntlal to Illakc SUfi' thaI they an' 11\\'1 I h-l'l I at l'\,l'ry s tagl' Ilf the dn l' IOpllll'llt Pt"IJCI' S~ , 

In this way, markcting F.lCtors art' IHl\lt into th,' original design and rill" agl'nt gains a deeper 

ulH.lcrstanding of thc nanln: of the pmpl'rty , :\!thollgh this c\IlSl' c llllah'Haltol\ rlHIHlgh (IUt tht: pt:rilJd 

of devclopmcnt is hound tl) he to the henl'fit of all cI)llcl'I"nl'lI, It I~ IlIlnl'thl'k'ss illl pl'l"a tin' that thert' 

should be clearly dcfUlcd tcnns I)f refcR:ncl' and ,'srahlishnl len'b Ilf responsihility fIJr marketing, 

This is cspccially tnle whcre two or mIJrt' agents an' instructl'll. 

The t...t til /r.clll(l! (,111,/,,111:/1 

It is cardinal priority for both the dcvcl()per and the agent tIl satts fy thelllsclVt: s tll.1I tht: Illarkt:tll\g 

campaign is properly planned and cVl'nly ~paccd , 1\S has heL'1l cOl\telllled : 

One of thl' WIlr.;t Ilffl' lICt'S IS tltl' 11I111IH'1111)\1~ lir ~ 1 Illl slt, lte ,l\' y 1)\'l'r -I':-,pIlSUrl' allt! 

comparative inactivity thcreaftcr. Plall it S'l that Y'lll hal'\' :t sem's o f Illldges rarl1l'r than (llll' 

forgcttablc blast. (Butler 1982) 

Another common failing among dcvclopment cOlllpanies is the tight allo wan ce Ill ilde fo r marketing 

at appraisal and projcct planning stages, It is astollishillg that, with the ellllrtn' lUS capital sums 

involved and the difficult markct conditions that prcvail, how little 1l1()lley is made aV;lilablt: fur 

marketing, Thc devcloper and ab'Cnt shoulLl, therefi)n::, agree Oil a reasollable budgL·t fi) r promlltion 

and markcting, remcmbcring that smalll'f, lL'sS promillL'lIt, huildillgs will 11ftI'll n,' llulre a 

proportionatcly higher sum spcnt on sclling them than do thcir larger, more splcndid, coullterparts, 

As already mcntioncd, thc contribution for the public relations firm t() thc promotion and marketing 

of propcrty dcvclopment schclllL's has growll IlVl'f the past decadt: or Sll, Althuugh thc cost of 

rationing the services of a good fim1 for public relatiolls consultants is additiollal to the usual agcncy 

commissions incurred, it is worth the developer consideration 0 f such cxpertise, particularly for those 

projects dependent upon public custom, Howcvcr, cxperience shows that It IS advisable to ncgotiate 

a fixed fee rather than wock to their preferred quantum mcrit basis, It is also important to make SUfC 
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that a good working relationship and clearly defincd tl'fl1l~ of rl' ll'n' nt"l' arl' l'~tah"~hed hetween the 

estate agent and the public rl.'lati(Jn~ firm. I)!ht'r\\'i~l' all dl'Illl'llt "f "U~p" ' I"1l can node thl' 

cffecti\'cnc!'~ ofhnth , 

Naturally. a real estate developer will al~f) wi~h to apprl'\'l' thl' IHIJPf)~,'d ~'Iling tl'l ' hlllll\ll'~ \\'ithllut 

re-examllllng thl' relative ml'nt~ I,r l)fhl'r\\' I~l ' ot ~ul' h Illl'tilfllb Iii ~cI"ng a~ hrflL'ilUrl'S, \'ILko~. prl'ss 

advertising. direct mailing. sidehoards, dl'mflnstranlJll 1I111ts, tt'in'ISIIJIl fir ratill', a dl'\'l'lfll1t' r shfluld 

have a basic understanding of thl' techni'llics 1I~l'l1 hy l'~tatl' agl'nt~ 11\ sdllllg nlH,r spacl', t\t thl' wry 

least it is necessary to select the nght agent III thl' tirst pIaCl' . :\t hl'~ t, It pl'fllllfltl' ~ a 11l'.tlthy c11111all' of 

confidcnce berweell thc agellt and dl'\'l'lopn. 

In any event. it is worth rcstating that thl'fl' an' rl'aily Ill' 1Il'\\' 1I1l'thlHls I,r Illarkl'tlllg I'I'flPl'rty. 1l1l'rl'ly 

refUlements of long-established technILlul'~ , I~ut With any husine~s vl'nIUrL' wherl' management skills 

count every bit as much a5 thl' product, so IS It \\/lth markl'tlng of rl'al pn>Pl'rty dl'\'L'lopmL'nt~, i"<Jr 

given similar buildings, in roughly the samc IrlCawln it I~ thl' (WI rkl'tlllg campaigns that make thl' 

difference. 

With potential occupiers becoming increasingly aware of their ~pacL' rC'luircmt'nts, it is important not 

to present marketing material in too na'i\'L~. or eVL'1I IIlsulating. a manlier. i\\orc()ver. if sufficient 

thought is given early enough In the rcalestate dC\'L'lopment program as to what exactly is involved, 

and where tjme and money L<; best expended, it may transpire that some of the tradittonal a\'l'nUes or 

marketing arc not necessary, 

MOlli!ori/~g mcJrke!i/~p" 

Once an agcnt has been instntctcd ami a marketing campaign agreed, It is L'ssential that the rl'al estate 

developer retain continuing contact with thL' agent tl) ' monitor pmgrcss. Reh'1.tlar mectings, at say, 

monthly, intervals, should be held, preferably on site, tv\oreol'er. the client del'eloper should alwavs 

insist that a writt(,n r('port I,n the prcvious n\CJllth's aCllvll)' IS submitted III hUH pnnf to thc mceting, 

This would itemize all the inquiries that had heen l1\ade ahout the propl'rty, till' nallll'S and pIISlli(1n~ 

of those inquiring and whether or not any \'L~it to viL'w had been arranged nr takl'n place, anti with 

what result, 

Where appropnate, an explanation of why i!l'luircrs had !Iut pursued their IntL'fCSt should he 

included, together with a reasoned :trg\lmen t ex,u11ining how sales and lettings have takcn placc in 

what are seen as djrectly competing properties. Thi.~ disciplinc is not popular with agcnts, and there 

might indeed be occasions when excessive adherence to the mutine bl'COll\l'S a hindrance, I I o\w\'c 1', 
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formality is easy to relax, but difficult 10 rL'a~~l'I"r. Thl' n'pllrtlng pmcl'~~ I1lU~I, Ihl'n' f'l!"l', he ~l'l' n as ,I 

genuine evaluation of progre~s and not a ml'rL' rllual. 

The developer will also normally wl~h to IH' t'linslIltl'l1 ll'g,lIlllIlg till' pn'~l' lllatllln and plal'l'nlL'llI Ilf 

advertisillg. Althllugh thl' a)..,'l'llt Will hl' 1111111 ' LIII1i1I ,11 \\' Itlt till' \.IIII)II~ \'l'hll k-~ 1')1 prclllllltlllg till' 

property to the be~t advantage, it is important as wdl tIl l·lllTk Ihat It I~ thl' dl'\'dllp"ll'nt that ha~ 

priorilY in all advert, and not thl' agL'nt's L·IIIIII.r:lfl' IIllagl' . :\lllIlhl ' l a\'I'lllll' \\'IIr1h l'Xpl()rlll~~ wlfh rllt' 

agent is the possihility of trailing editllrial ClIIll11H'nl Ihf<HlghlHII till ' l ' IHlr~l' III' tIlt' L·,lIl1palgn . It I~ h,lrd 

to assess the tme value ofeditlJrial ('xpo~url', hut It I~ frlT , 

There are several other matters worth !1lentllllllng rcgardlllg thL' n'latllln~hlp IIf thl' dC\'l'll)pn ,Inti the 

agent during the marketing process. ThesL' can Ill' ~ummarlzL'l1 a~ f,dlllws: 

• Resist the natural urge to tinker with ~uch matlL'l~ as Ihe dL'~ign and lilflnat Ilf till' brochun .. ' 

or the stnlcture and content for any con\'l'~ing lettl'f. If dissalisfied, reject them and do not 

compromise, 

• 1)1) nIH Ill' tC'lnt'tC'd til I'lit 11111 rill' a)',I' lIt II ,III "1'1"" ,11 II I', 1I1 ,1Iit- dill ', I I., ,I 1'''"'1111,11 

pun.:haser/lL'sst;t:, Always reli:r ~lIch I)rti: rs II) thl' agL'nt, li)f Ihl'n' IS Ilftk' pUIVClse served ill 

retaining an agent and cClnuuclllg Ilt'gatlon~ pnsClnally , In Ihi~ way, a ~l'c()ndary nl'g<ltiating 

position is reserved, 

• Do not chant,'C a)..,'Cnts miuway through marketing uilless theIr are \Try glHll1 n,' aSllns (ill' Sll 

doing. Continuity is one of the more important ingredicnt~ 0 f a marketing campaign , I f the 

service form the agcnt is through tot Ill' unsatisfact<lry. it is ofwn better to give them prior 

notice to (Iuit or a.~k them to r('-tellder for tlte instnlclioll against a major compctitor. It is 

remarkahle Itow rejuvenating this particular process can be , If, h')WL'\'l'r, tltl' dissati~raCII()n is 

deep-seated, then it is better to cut I()s~es and chanb'C agents forthwith , 

• Decide the degree tn which tlte property will he finisltL'd, and wItat hl'lp might he made 

available to any incoming tenants for finishing or fitting out, 

• Consider what kind and level of continuing services could ue provided by tlte client and on 

what basis, It can be arJj\,ed that, both to generate initial profitability and maintain income 

flow, the management of commercial property gcnerally need to he IIlllClt I 111l(,(' aggl'l.'s~i\'L' , 

'I'll SIll!\(' extcnt, tlterC'fort', dt'\'d<>pllll'nt d,ll'S 11111 l'nd IlilCl' a Illltldlllg IS phYSICally 

completed, but includes tlte estahlishlllt'ilt I)f a propl'rty l11anagl'nll'lll sy ~ Il'I1l , 

• Furthermore, in terms of marketing and management, tenants arc demanding more flexible 

leases as well as more flexible buildings, Tenants arc increasingly looking fill' ~horter leases 

with one-sided break clauses and it range () f ~upp()rting hu~illess and persllilal sl'l'vices. Thu~, 
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good lllarkl'lillg. wludl h.IS 'q~."d III glll,,1 1I1:t11.1).!,l'III"11i wlil II\.I Y .til ,'\"' 1 IlilJIl' II Ilpll I'Ll II I 

part in assuring the Succe~s of dt' \TI'JplllL'1I1 prlJjcc Is , 

• Pay fces promptly. and oncl' agrL'ul do not atll'mpt tt) 1'l'IlL'go tiatl', Th(,Il' is ,dlllllst a p ,lradllx 

in thc Il'a l l'state proP,'I1\' \\"Jrld wll"\l'hl' .1 11 agl'1I1 at'illl'I'llIg :t .1~1I,,,I'I"Il" ,.tI" 111'1"11111,1', I" 

somehuw not feit 1'1 Ilan' L'arlll'd 11l"lr Ii.T. whL'l'l'as Ihe long and CIIS" > 1' ,lInp,lIgn IS. in a 

strange way, thought 10 ha\'t' shoWIl \'alu(' t;lr IlIIHll'Y' 

• Consider within the o\Trall contl.'xt of marketing the corporale image of lil(' ciienl. In these 

days of greater acclHlIlIahlhl\' alld "\'t' r-growillg puillic awan'lIt'ss. Ih,' IIlIag(' a 1)t'0llt'r1Y 

developmcnt company portrays trl rill' puhlIc at large IS fast ill'C(l mlll,l' 'Jilt' of liS m()rL' 

valuable assets , "Public" in this Sl'nse refers to the whole professillnal .tnd cOIllIlll'n:ial 

setting in which thl' c()mpallY 

authorities, the ncws ml'dia, 

'Ipl' nll,'S, I'hus. II Inciud('s cill'nls. "III IlIK'IIIIl!'S, Illcal 

financial 111111;\1 lilliS, COII~lrUCII"IIS filill'. prcdi. 'ssional 

practitioners and prospective purcha~ers , 

In a busilless that. rightly or wfIlngly. is not l'xactly ('('n()wned fill' it~ high <'fhi,'al or aesthctic 

~tandard~, there is good ll'aSOIl (iJr properly dt'v,' lop"ll'lll "'"lIpallll" III :t sk 11l1'lIlS""','s a It'\I' Idlillg 

questions regarding their corporate image , It has ilel'n sUK~\.'stl'd Ihar thL'st' should IIlciutied the 

following: 

How do we think the public pen:ei\'cs us? 

How are we actually viewed by the public? 

How would we wish to be thought of? 

What image is most likely to assist us in achieving our objectives? 

(Charles \Vorth -.Joncs 1 <)}D) 

Unless, in the unlikely event of all the answers to thcsc 'lucsrions coinciding, the lIext proposltlon 

should be, "How do we go about Jcsigning ami implclllclltillg a desirable corporalc image?", This 

may involve a change ill attitude by members of the compan)', an adverti~illg campaigll, public 

relations exen:ises, or even a challge of name , In an)' event. the very act uf self-as~cssmellr can be 

both salutary and rewarding, 
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2.7 Conclusion 

[nnovation in the p[()ce~~ C)f IHlIIllC)tiull .llld Illarkctlllg is "')lIIHI tl) hapl't"Il , \\ 'hat cc) llfr')l\! s rhe 

agcncy businC'ss is the extent to whidl property profe~~ iollab cal l retaill Cc) llllllalld C)\"L"r the ~al,'~ 

t('am, 1\lrcati),. n' sc'arch wt)rldw((ll' 11.1\'" ~ 1tt)WIl ll'adHlg (jnll~ "t' 1'1I111)(' n'Ia'II)I" l'IIIl~ll lralll ~, \\ ' llh 

thcir skilfid manipulation t)f till' nll'dl a alld thl'lr f1.llr r.,r IHl) lll .ltl'lll. iI ,II' tl\' III('" IWgHlIIIII,l: til Ill ,iI,,' 

incursions into the agcncy field , :\ cco rdlllg t.) I{atc hffe &. Stub s (2()I) I ) education lin Ill arketing, il uth 

for cxisting Illelllb('r~ in prac tlCt" alld rur Ill '\\' "lltr;lllI ~ II) Iltl' 1 '~ r.II' " 1".li('s"" Il, will IWI 'IIIII(' (' \ ,' 1 

morc csscn rial. 

Ncve rthelcss, thcn.: arc no magiC formulae to the an of Ill arkt"ti ng, I t IS simp ly a logica l stage-hY-StagL' 

approach that cmplo)'s a range of rcchlli tluC' s alld disciplilll's, alld ir i~ Ih t" fi nll th ai lIS,'S all Ih t" 

appropriate t<.:ch lli'luCS and skills that will c real,' the sy " ergy thai sells. 
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CHAPTER TIIREE 

FINDINGS & ANALYSIS 

3.1 External Marketing Envirollmental Analysis 

In thi..~ section the hrcner,.1 externallllarketillg t'nVlfIlIllllcnt of the real es tale illdustry in Addis :\haha 

is covered. Political, econfJll1ical sClclal, tl'chnologl l"a l. legal anti physiL"a ll'llvirollllll'ntal L"Il lllp()nents 

arc addressed. In addition. competitor analysis is also carned IlUt. 

3.1.1 Politico-Legal Environment 

I-lousing PoliCIes nnplell1cntcd III (': thulpla 

The housing sector has heell slIilJl'ctcd t() a vartety of Inll' r\'l'IIIHlns I)\'("r lill ' pasl :\() yea rs, which 

provide importaJlt les~ons to allY real estate dC\'L'lOpllll'lIt endl':!"or ill the housing Sl'ctl)r. 

A. The Pre 1975 Ji!l{(}/ioll 

The housing market du ring t his pc riod call he cha raclt' rt:t.nl a,; I I ill' opt'roliing ()n f"rl"t' Illar"I't 

principles. Landlords were leasing ulilall land and cIlIl!'lnll:lillg It'sidelllial IIIlll '; l' '; II) Il',ld,lI ,;, ,1I111 

there was no restrictIon with regards to rhe selling and bU)'lIlg of h ouses . Neve rrlll'less, there was a 

felt need for some foml of govcrnment intcrvclltioll, particularly III the IOW -II\Cllllle housillg sphl'1"e, 

as 

"It has been evident for several years Ihat thc currellt workillgs ufprivatc 

enterprises in housing have nor, and willllCH, tackle the seri()us problem whic h 

exist in Ethiopia without the development of a fiml, reaitstlc, lung-rant,'C hOllsing 

programme by government" . (IEC, . 19()7: 7) 

Thus the govcrnment, which thcn had littlc involvcment In the housing scctor, was cxpected to 

provide low-cost housing without inhibiting the role 0 f the private sector wh ich was at that time 

mainly cate ring for mediu m and high income groups (1 E(;. 1967). 

Morcover, this laisscz f,.irc condition was unc ()f the factors blamed for the unplanncd dcvelopmcnt 

of most urban centers, in addition to the very high cost of rent tenants had to pay during this period 

(Gulte, 1989). This is espccially important when one lo()ks ar the highly skewed Jisrrihution of urll.111 

houses. In the late 1960s, it was cstimatcd that only 5'10 of Addis Abaha's population owned about 

95% of the city's urbaJl lruld, while 55% of thc hOllses in thc city wcre rcntal hou scs. (Gulte, 1989) 

This resulted in very high urbaJl land pnccs, for 'there was no narional government or municipal 

jurisdiction that controlled the rise in laJld priccs or stoppcd raJllpaJlt speculation: as a rcsult of 
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which, 'the majority of the urball pOJlulatlllll \\'a~ f'lIcnl I" h\'l' III highly crowded alld l'()llgl'~Il'l1 

dwellillg, Illostly built alld oWlled by ~Illall - ~calc lalldl'lnls , till hlg l'~Iall' IlWlll'r~ nl'Vl'r ~ollght I'l 

invest in low or middle income hOllsing'. (( ;ultc, I ()XCJ) 

B, '7mp/j,il" Poudn 01/ Ilollrill.~ (f ')7, - f ')8(,) 

Jlroclamattclll No , 47/1 ')75 n,lIl!lIlalizl'l1 allurball land, 11Igh rt~c apartlllcnt alld Illticl' hlltldlllg~ and 

extra hau~e~ without dirl'ct compl'll~atielll as thl' Illalll rallllilal 'If Ihl' procLlIllalll )1l was (I) gct rtd "f 

"usurious landlords". It is wIJrth Ilothing thaI til(' IllIlSI 11ll11')r1alll 1I1l1l1l'dl,lIl' effecls Ilf thl' 

pr<Jc\;lIwltl'JlI W(,I(, a Iq~«' S ~I\ ' I ' Il'lllll 11'"1 "II IIIl' ,lIllIllllll III 1l'11I (hl'I\\'l'l'll 15 ,111.1 5(1" II) I,ll Il'Il.II1lS 

who were paying a monthly rcnt less than 14·\ I,:t birr, alld Ihe Cllllllllg 1111.) plctun: I)f t!1Il'ct 

government involvement in the ~rhere ofhousillg pro\'is lon. 

As a result, sincc the mid 1 (J7()s thc rolc of institutionalized filnn s I)f priva tl' h'lIl Slllg provision was 

totally relegated, and this was assumed to he handlcd hy the go\'eIllIllL'llt. In the \'t ', lrs that follO\vcd 

the govcrnment was working towards a complete control of the IWlIsing markct. II l'IlCllllra,L,'I.' d ~df­

provi..~ian as the main form of housing ~upply. The proclamatl!111 p rohihitcd the camillg of rl'lltal 

income by illdividuals which ill ('ffcci hn':lllll' Ih(' I'Xl ' hlSIVl' nghl III Ih(' I'lIhl'l' ~I ' I ' I\llll. Ih' plltllllg 

conditions far the transaction of urhan h()u~es the governlllent assumed complete control of the 

housing market. 

It could be stated that there wcn: Ilot l'Xpltctl pllhcll'~ "II 11Illl~lllg lIlllil I ()X (I. TIll'rl' wcre, howl'\'l' r, 

certain implicit policy objectives (in the filrtll e,f ntlt'~ alld rl'gulati()Il~) III he n:1l I in JlroL"iamallllll 

No,47/1975: 

• The governmcnt became the sole oWller of urban land ano "extra houX's" , C:onditi () l1~ 

were put on the selling of houscs, and obtaining rental inco me from hou!'ing was prohibited; 

• Central associations were expectcd to devclop urban lalld which started to he assigned free 

of charge to attract potential house huilde rs, although a ceiling was set for the size of iand 

plots to bc assigned at 500m2; 

• Speculation in urban land was to be controlled thmugh fortnal procl' durl's that illvlllwd 

Kebc!c judicial tribunals, Official recommcndation from Kebelcs was ncces~ary to get urball 

land which would he given after provlIlg that the pnson d()e~ 1l()1 halT <l llIlIher house; <llld 

• The Ministry 0 f Urban Development and I-lousing (MlJD II) was resp()n~ihle for providing 

tcchnical assistance including thc issuance of site plans alld estimatio n 0 f cOllstnlction costs , 

The latter was used to chcck whether a prohlem can afford It) huild the Iype of house which 

he/she is intcrested in, 
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III order 10 lI11pl(,I11I'111 Iht' pI"I)(").II11alll"t, ,I hll"t.lIl'illl ' al ~ lllI l lllll ' III I ' rI'a" 1 )\\,..111'1'\ .'\SS''' ' lalll)IlS \\';I~ 

establi~hed by the (;m'CfIlmt'lIt whIch W,IS compost'l l or 'I ' c!\('!vs' '1 ' l'frl')~llas' alld (\'llllal 

I\ssociatiolls with the tlll'1I 1\ !,lIlqry flf 1 IlIlI -; llIg .lllll I 'rltall I kn'lIJllml'll1 al rI\(' \I)P, l,el1l'les alld 

Agency for the ,\dmillistrali'HI of I{nll.rl ! I'>ll st's ( :\ :\I ZII ) \ \TIl ' III ,' ltalW' 'li ,Idlllllllslt'nllg 

nationalized houses renting bt:lo\\' alld ahIJ\'t' )(11) I:,r. IlIfr pn mIJlldl, 1\'SI1l'l:II\'L,ly, I~oth were ;t1so 

expcctcd to CClIlStOICt hOllses for relit. Tht' Illhall d\\'I' lI, 'r.;' ;lSS''' ' lal'')Il S (1' ,lrlll' ,d.lrly ""h,'le-;) .lItd 

the AAIU I played important roles ill admillistenllg lIatiollaltzl'l1 I)cHI S"S, III pa'1il' lIlar, "L'Irl'Il's ltavL' 

bccn ill charge of llIanagillg h'Jll st'S Wliit ml)llthly relll It' ss dtall 11111 1·:t.I"rr whik- IhL' mallagL'IllL'llt Df 

houscs rented lO() Ft, birr and ahovL' has Iret'll the task of .'\ ,\IU I. TItL' I,elrek-s \wrt' ,\'sp'msihk tl) 

managc houses ill thcir jllrisdiction that is to collec t rnlt, 10 lIlll!t'rtak,' m;lIntl'Il ;IIICe works alld 10 

constnrct low-cos t housing and 10 pay allowancL'S IIJ Prt'\' I'JlIS lalldlords, !\ IllaXII1\Um allowance Ill' 

250 Et, birr per month was gi\'('n to thl)~t' who had IHI llIeallS Df li n'lihl)'HI'>lhn thall rClltal iIlCOIl1L', 

for cxtra houscs wcre natiollaltzl'll with'llH allY ,ltrL'ct cDllIpL'nsat")1l hlrthLT 

• The initial respons,bilttics of 1\1l1l)11 inc ludcd in addili'lIl 10 its primary task Df illsurillg tlte 

propcr implcmciltatioll of tlte prodalllatioll, coon llltatlll,\: tlte aL' livllit's "j' urban dwdln's' 

associations, formulatillg url.>an de\'Clopmcllt alld h()usillg policies, preparing ho using 

standards, delincating boundaries for uriJall centers, prep aration of tr)\Vn alld urban plalls 

and fnllowing up of their pfl)per illlpl(,llI('ntatil)ll , 1,;lIn \\,t'n' added lasks r"'''It'd l<l rill' 

provision of basic constrllctl()I\ materials, and encouraging the organizatIon of houslI\g 

cooperatives , 

• The Housing and Savillg Balik (IISB) gave' credit til thost' whf) (,1l1l1l! "rrllrd I,) hilI'!',,\\, 

money to constnlct thcir own houscs; 

• Constmction matcrials started to be produced and distributed 1> )' state owned e nterpnsl' s; 

and 

• Thc governmcnt was also illvolved III the actual COIIStOlCI1I11I of Illlildlllgs (g()\'Cl1l ll1l' lIl 

offices, public scrvice relldcrillg cstahlishlllC'llts) as il I'slahlishnl thl' IIIHlsIIlg (:O ll st ruelll )1I 

Corporation, 

As a result of reductions in the amoullt of n ' llt to 1>(; paid, Ihosl' who liSt'l l to pay It'ss 1,1·\ 1':1. hirr 

have bcncfited, III the sphere of house C()llStolction, however, it i~ only the better off who got the 

opportunity to constmct thcir own houses, both using their own IllOlIey alld/or cred it ohtained from 

the HSB, For instance, during the period 1975-85, only 1 U% 0 f the houses were constnlcted by own 

fund, while around 82% of the housing loan was given to families with monthly income higher than 
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S(J() I':t. hirr. III like fIlallller Ilwn: thall ')'1", ,, Ilr thl' Illl' lllj,l ' l ~ " I h')lI ~ lllg C(I') I1l'ratl\'l' ~ Wl'n' with 

mOllthly illcollle highn thall Silt) 1,:1. 1mI', whilL' tI\I) ~l' wllh Ill l" Hlll' I"ghl'!' thall 1111) 1,:1. hirr \\'l' I\' 

mon,' than H(I(l " (( ;lIlte, I ()H l») , 

The (ea.~ihility /)f the implic it p' l liCl(,~ ('all 1)(' (' 11111111<'111( ' " ""'11 IW" ,I"l'l'l ' ts till " "1l~tllll'llllll Ilf 11( ' \\ ' 

housl's alld thl' l'fllldult)1l III llatll)llal,zl'l 1 h'llI Sl'~ . 

FaMe 3,1,1,1 j'i l/mIJ/'rrJ(J /O/fI ('f (.IIJ/lfm,ktlIJ)' / L· II\l/ (1')7(, - If)'):!) (/:),O/J, II)I)J) 

Type of Building 

Low-cos t h()u~es 

Apartment huilcling~ 

Villas 

Office buildings 

I jostel 

Completion of lInfillished houses 

I3uilding Annexes 

Self-help houscs 

Addis Ababa 

11 '1(, 

.1H 

X7 

In 
l) 

()f) 

I l)X2 

Regio1ls 

,1(,lll 

I W) 

Total 

() 7St) 

1() 

HH 

1 (l() 

() 

::!SH 

22 III 

While the urhan hOllsing need is estimated at arollnd 7S,OI}() units per year, thl' number of houses 

constmctcd during the period 1/)7()-HI was Ililly ~()nll' '1,11111), whil'h rl'pfl' Sl'ntl'd It- ~s than 7" '" of the 

total hOllsing need (Cultc, llJWJ & Cutema I l)ln) , 

It is also likely that one deterring factor for some people (particularly tlmsl' who were living in hOll sl's 

rented from Kebeles or j\ARI I) from building their own houses has hl'en the fact that rents 

remained frozen to this day, but which have heen decreasing in I\.'a l terms due to in Oation, Ihat is, it 

is cheaper to rent than to build ones own house. 

There has been a lot of uncollected rent due to the poor rent collection efficiency on the part of 

Kebeles, and there ha.~ not been a system of penalty for rent arrears. Some of the tcnants can nut 

easily pay the accumulated rent, particularly thosc with fixcd incolllt', due to their economic Situation 

which was aggravated by wagc freczes. soaring inOation, rising unc l11plo),l11('nt and sh()rtage ofhaslc 

goods and serviccs (Mulatll and Yohanncs llJ88) , 

The government has not been in a pO~lti()n l'vcn to Illaintain thc IHluscs it nationalized let alone 

make any sizab Ie can tribu tion to additional housing stock, [n pa rticula r, the main tella nee 0 f house s 

under Kebele administration has been very limited , This is because l":'cbc les have neither the 
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n'S(lllrct'S Ilor ill(' PI ' I'SI)IlIH'1 II) IIIHII'lt.lk( ' h"II "III)', 111.11111, ' llall<'l ' \\'I llk s, II"u Slllg Whll 'h .111 ' 1( 'IlI 1'1 1 

below 4 Et, hirrpermonlh acc"ullled 1'01' '\(, ,'\" " "flhl' IIlIal ("('nted housl's inl:,i1ll" I'la , (('S, \, lc)fJI ) 

In particular, the illllCllilit of hudgl'1 alllicatni h y "l'hl'll's 1', 1(" lllaintl' llanCl' or hou slllg has hl'l' ll \ 'l'IY 

low, III ill(' c asl' or ,\ddis Ahah.I, II was l' Sllillall'l1 III lit' hl'IWl'l ' 1I I alld :2"" ,,j Ihl ' 1 '~ llIll;II('(1 

rcquiremcnts (l [t>.IS, 1 f)HH ), Thu s, most lh\'l'lIl1lg h'HI Sl'S haw allllfist c llll1pll'tl'l\' dl'\Hl'u illl'd 

( :urrellriy, howc\'(:r, SO!lll' dwelk'rs of "l'hl'k' 11Ilu sl' s have s tarted II) make nlallltl'nallCl' (alld l' \'VIl 

cxtcnsion) work:; as the), call IlIlW get thl' [1l'rtllissioll to d,) so fmlll l, chl,It's SII IOllg as t11l'Y will 11111 

ask rcnlnd for thc maintcnance Cf)st Ihl'y IIl CUr. They Illay also ha\'l' all 1I1 Cl'lltl\'I' III suh -It' r a [1()rtlflll 

f) f the house, 

As thc followillg llu()tatioll Siglilfil' s, as l'ar'" as Ihl' 1 f)Hl)s thl' h'JlI Slllg pIIIll\l'lll III the Cl llllltl,' h .I'; 

reachcd an acutc stagc , 

"The familiar stories of housing shortages in sflCialist statl'S - of long waitillg lis ts of 

young families without housillg of familil's wilh childrl'll who haw fllllgrmvlI their 

currellt spacl', alld of f;lIllllies who wish III mll\'l' IIl'arl'r tIl wII("k III' (('1,)(';11( ' III or\l('(" 

cities arc told agalll ill 1·:t1ll"pla, oilly Ih('y all' Wfll'SI''' (1\lul.ltu :lIltl 1',,11.11111I'S, l'IXX) 

Starting in thc mid 1980s, thc govcrnmcnt's official policy respl)nse to the dismal pnfiJrlntlnc l' of thl' 

sector was in favor of sclf-hclp housing 01y pri\'atc and cooperatlvc lIlitiativl's) with retalilcd promise 

of its role in thc provi.~ion of low -cost houslIlg, Thus its main goal was Ihat Ill' stillnl\allllg thl' 1\1)11 

government sectors to activcly participate in the production () f housing, I ts explicit objectives wen' 

those related to space and material ccollomy and thc promotion 0 f housing cO(Jpl'ftltivl's , 

C. "Explia'I" Polici~ 011 HOIIJilig (198()) 

The policies, which were implicit in Proclamation No , 47 1975, despite their concern for l'llulty, 

created serious bottlenecks in the housing sector, and the largest share of the housing need remained 

unmet. The housing policy doculllcnt issued by the governmellt (Proclamati()11 2():2/ 1 ()HC,), and thl' 

associated regulations were responscs to sever problems faced with regard to h.jusing which, by the 

eady 1980s, had already reachcd a /i.tll-blown disaster. Problems were enc()ulllered, particularly in 

Addis Ababa, in providillg scrviced lalld , [t also hl'C;Ullt' difficult tl) make atIl' lluatl' cOllstruction 

materials available , So serious were the problems that the government issued a directive in 1984 to 

halt the allocation of It[ban land all oyer the coulltry until a national h()using policy would bL: 

fonnulated along a socialist line, The directivc also totally banned the selling and huying of h()u~s , 
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The f')fl1lulalHlll r)f the h'lUSIIlg P,1I11'Y ")Ilk 1I1I1Il' 111.111 1\\" 1 \1',1" <llIllllg \\'hldl 11II h'JlI~I'~ \\','1\' 

cOllstnlCtcd except the Cllfllpll'ltrlll of fhl' alrl"llh' qartl' tI fhl' ""IISlnll'IIIJIl~, I )urillg t111'~l' IW'I \,l'ar~, 

the housing prohlem hlrtlwr dl'tl'noralt'd, whdl' slglllfica 11 I lInl)ffic lal h,lll';lIlg trallsaUUln wa~ 

propagatlllg. ~IOrCIl\'I'r, tiCSI'll" thl' ,'XISt,'IlU' "f 11'):1 , 1.1111)11 Ih ,ll 1""lulllll'l1 rill ' ,',mllllg III III ") Il1\' 

frolll hOllse relit, Pl'r)pit' \"l'rt' slIhll'ttlll): till'lr it'HI "" 

It must be IHlted rhat rht' dm'etl\'\' was dTl'l'II\'l' all ,,\','r 11ll' "llllllr\' <1' '';1"1" rlu ' 1'"'Q'Ill'l ' ,II 

differcllces III ICfIIlS ofllrhall lalld alld IlIlllSIIlg IH'lhk'flls IrOlll '))11' lIrh,lll c, ' IIIl'f 1'1 allr)litl'1'. 

Themailloi>jectf\.l..lfth •. pollcyhashl.l.Il.I. ;II.: l. .llldfll.lIl.l.Iall .•.• IIIl))lly.whlch\\ .. I~I.llll.al. hll.\.I.d hy 

non-public participatloll, partlclliarly hy IIllil\'ldllab wh'l \\" Hlld 'JI'gallli'I' thl'IIl~I'h-\'S III cI)Opl'rall\'\'S, 

in the constnlctioll r)f standardized dwellillg hr)lIsl's , It also l'Il\'lsagl'l 1 that Ihl' gO\'l'rtlllll'1l1 \\'oliid hI' 

the sole buyer of potelltial hOllSl'S III hI' s,dd hy Ihl' lr ,,\\'Ill't'S , Thll s ,uIIJlhl'f "hll'CII\'I' or rill' !loilc), 

was to achieve hlrther conrrol on thl' hOllsing fllarkl't. 

The instntments used to achic\'C Ihc Ilhjcctivl's of Ihl'sl' policy gUldl'iilll's wcrl': 

• Iiollsillg stalldards : TIll'S" wl'rl' 1111 ',1111 I .. ad1l"\'" !>'Jlh sl' ,ln' ,lllll 1II,II"I\,d l'\ ',HIIlIll Y, I,y \\'ay 

of ensuring that the constnlctH)n of housl's \\'IHdd he tilll'l\\'ttlg srandards Jc\'cl()pcd hy thl' 

MUDH, To this effect, the ceiling for the m ;Lxilllulll allowable size of land per household 

was reduced from 'ill() III 2S()Ill~, alld a \','rlll'al illl'rl'lIll'lll, a "( ; !,llIs" IWlIsillg was 

encouragcd along with thc pf()\'lsillll of Cllllll1lUnal grccll arcas , l\['lfl ' ()\'l'r, IWlIsttlg spacl' 

(floor area) was to be regulated hctwel'1l l·i alld 7()11l~ I'er h'lllsl'ilOld , These stalldards alsl I 

require that in case of cooperatives duplex houscs, two 11l~ per household , Thl'~ standards 

also relluirc that til case of cooperatives dllplex hous,'s , Two housl's having a common wall, 

should bc constnlcted to save urban land spacl' and C()llstructHlII Illatl'riak 

• The Promotion of I lousing Cooperatives: Dwclling house constnlctioll c()operati\'l!s welt' 

encouraged, -nlC main arb"llll('nt he hind prolll()ting c()()pcrali\'cs is Ihe assulllprion tllat 

scale economies of scale can bc easily realizcd, both in arranging for thc delivery of 

constnlction matcrials, and the development () f C()IlUllOn in frastntc t1l rc, Coope rativt;s we re 

to bc providcd with a subsldizcd credit at annual interest rate of 45"1 .. againsr !()% paid hy 

individuals , Moreover, they were given priority in tht' assignllll'llt of urhan land, provisi()n 

of credit and allocation of cotlStmction matcrials , 

• Subletting: Subletting was made Ilffici,tI and strangdy Cltrlligh I'lIc'HIt'agl'd t() alil'viatl' thl' 

housing problem , Since then there was significant s\lbletting & it incl\lded th()~~ hO\lses 

administered by Kebelcs, 

Muketing Real Estate in Addis Ababa 40 



The policy cOllld not, Ilf lw('n' r, achin'c ~ iglllrl c;lIll rl'~ l1ll ~ III Ih l' ~l' h"r,' Ill' low-l'II~r hl lll~ lllg I'llI' rill' 

poor. As th()~e 10 h(' o~allii'l' d In COI) Pl'l'.ltt\' l' ~ 1l1l1~t Itl ' unitt \\'Ilrth y, I11 I)~ t III' thel11 \\'('rl' \\ Ilh 

higher income (a ml)nthly inco l11l' of2')() 1:,1 IlIfr alld aho\'l' ), :\ ~ ~lI lt ~ ldi zl' d t'rl'lill wa~ pro\'ldL'd II) 

all those organized in C I)(lp('f~tivl' ~, irn' ~ I'I'I ' II\ '" III' rill' ~ I /I ' 1)1' Ih"11 IIlt'I IIIH' , iiII'll ' \\, :h lilllll"" 

opp()rtunlty IIH rill ' Il' ~~ "l'lIn 1)11 III g, ' lllllg ,Ill"" 1l1l1 IIldy III "Inl ll 11111 ,t1" . II) 1I11t,lIl Lllld , 

co nstnlction materials, elC, 

bllrcallcrat~ to take hallk I O;\I1~ for hl)lI ~ lllg , :\llhl ll lgh ~l) llll' f; lI 11t1 ll'~ h.I\'l' lakl'1l rllI~ Il pPl)rt\lntr \', 

many arc di~couragl'd Ity Ihl' ~ h f) rrag" 1)1', Il II~ln\( ' 11 1) 1l 111 ,l ll'I I:t1 S, \\'11It'l1 ,lit' r.III"Il('(1 as a i" Illh, ' \' 

essentials, and the II) Calllln I)f a\';lIla1>ll' Silo, whic h a:'l' I\fll' ll Oil i1lL' pl'nphl'ly ," II IWIlS" , (,\ htlat\l 

and Yohanlles . 1 'JHH) 

FlIrther the government'~ credit po licy wilh \'eg.ml til hllll Sltlg IS cnllc lzed liH fa\'o ritlg the nlltldle 

and \lppcr itlcome groups to have access II) "Inltl II) IHltld h' lll1" s. h)\' III :- LItI Cl', III Ihl' I11ld I ()711s, 

abollt thrcc Y\larters t)f all hO\lsing loans W(,llt fill' hl lrmwl'rs whosl' 11111111hl)' IIICOml' ranged lip to 1,:1. 

birr SO'l. This incol11(; gfllllp shan'(\ Oilly a '"Iann I)flh,' IIl1al at! va llt·"" 11\ ;1\ 1 III Ih, ' ,'ad\' IfJ')()s, 

Table 3.1,1,2 ,\Nji ill IISH I ..t}(IIi,· II) I )illi'I1'II1 JII({JIIII' ( ;nJII/lt' 

Borrowers'Monthly 0/0 of Borrowcrs % of Borrowcrs % shift 

Income (Et, birr) (1976/77) (1990/91) (1976 - 1990) 
-- -

Up to 100 1.~ -- - 1I)(l.O 

101 - :lOt) ,17 :! H.I) -lH,H 

301 - 500 24 ,2 ") .2 +6,() 

501 - 700 10,7 2H.5 +17,8 

700+ IS ,C) 12,, \ + I(J.5 

Total 100,U \(KJ.l) -

There has been a significant shift in crcdit provision from thc lowcr to thc higher income bmckcts , 

In spite of the observed increment in thc volumc of loans, it was clearly s('('n that grollps earning lip 

to 100 Et. birr per month wcre complctely repcalcd from the loan pic ture , i\lcanwhik:. those earning 

bctwcen 101 and ~O() faced major declinl' , ()n thl' cl llllrar), . till' !tanks Clnltt tlppul1unir)' shifred 

slightly to earners ofEt. birr 301 to 500 and thosc above that Icvel highly bcne fit ed from the shift, 

On the other hand, subletting has had a considcrablc income redistrib\ltion effect 11\ favor of low 

income families , 
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To realize the objectives Df tht" pl)lIcy, addllllJllal III SllllIlll)ll S \\'t'i"t" t"slahllsht'l1 1I1ld('r Iht" .\llllIstry I)f 

U rban Development & I lousing ('\!l IDII) . Till s t"nladnl Ce lla ln rL'cJrganii'arll)n \\'Jlhrn the .\ Iinist r\, . 

1\ cooperativc promotil)n dcpartl\\l'liI \\'as 1'1) 11\\ ('( 1 
III .ll ldlll llJl, a 1\1Iddlll)'. ,\ (al e n als -;lIp l'lll' ~ 

Enlerpnsc and an I rban (jl)lISlIlg ( :'JIlSIIlIL' rll)ll Jo:rlll'rpnsl' \\'CIl' SI' I lip as Sl'n ll-alirOnc)n\(llIS 

institutions . 

A significalH nUlllher of hOll ses have ht"l'n l'f) Il Slllll'rnl arlcr 11ll' a nnlllllll'l' llll'nl clf ' tllL' se ('xl'licit 

policies on h()using. Ilowc\'L' r. the Imp!t'l1\l'nlalll Jn or Ihl ' pol icy has (;tn, d p mh lellls n'latnl te) 

h o using finance, sl!ortagc of constnlctll)n Illall'flals and urhan land . ,\lorC()\'l'r. till' diffindly tl) 

fOnllally obta.in u rhan land II) lIu rid hI llises CI)n I rrllutnl II) till' \\,ldl'SP Jl'ad III f, 1n1l.d IHluSlIlg in the 

peripheries o f urb an Ccnters, IIl c luding :\ddts :\hah a. 

AmOIiIl/ of Harms COlls/mc/ed 

Table 3,1.1.3 shows the total amount of h Oll ses UlIISlrUClnl dtll'llig l 'n(1 _ lC)C)2 With hank IClan s. 

Data is Ilot re-adil )' availahle fClf Ihl) sl' l)llIl Sl'S tilt' 1'lln~rnll ' rllJlI Id \\'hll ' h I" s(' lr lill.lcll·I'd alld Ih"s(' 

cfJ nstnlCtcd b y l l[)i\s . 

A significant number of ho uses have bee n ccl n slnl c led afln Ihl' ;lIl nOllnCCllll' nr ()r this p(llic)" 

Including the yea r ill which Ihe prrx.:lam a tHlil was ISS lI Cd, m l)re Ih all twelve r1lclll sa nd hOll ses wen: 

constntctcd with ba.llk loalls within a five years perrod (fro m 1l)i)C) [I) ]l)e)(I). This accounts for IlHlrl' 

than 47% of the ho u ses cOllsrnlcted dunng tht" whole pcri()d fiH which dala IS ;1\·.Iiblhll' , (I is alsl) 

interesting to note that more than 86% of the h ouses cl) n st nl ctl'd dllflng those fivt' years WIlL'rL' hy 

members ofhollsing cooperatives, 
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T flNe 3.1.1.? N/(Il/!;ero/! lo/(rer /-iI/lillii'd I))' f /1(/1/, i JrJlJl!li{' f I.\"/l (I ')7fJ I 'j')l) 

Number of Houses constmctcd by: 
.-c-. 

-- P('r cellI sli:lre of e:ldl 

Year 
Members of Housing 

IndividuaL<; Total year 
Cooperatives 

---
197() - :1:=i .l :1 .'):1 I.-I 

- - -- -- --
IIn7 - I (,7:=i 1(,7,) (, ') 

--- - -
11)7R 411 111·17 111') ') ·1 1 

- -
1 (n9 2211() I 1(,(, :\:\7') I.l .2 

-- --- - - - ---- -----
1981) 807 lIn I () .lll 7.') 

1981 222 S:111 7(,11 :111 
-- -

1982 I S.1 -11l2 (, :1:=i '") -_ .:-l 

198.1 2()1 S.1-1 ns 2') 

1984 289 SI:1 HII2 .1 .1 

11)85 ll()ll ·1-1-1 1.112 S.1 
~-- ----- -- -

19R() 77() ')·1 Hn J ·1 

1987 4282 114 ·1:1()() 17.1) 

1988 2328 1<)1 251 <) C).X 

----
19R9 ()41 (,2(, 1,)(,7 (, I 

--
II)I)U 22() 1 (,2.1 2()14 11.4 

--1991 51) :l'JS 44S 1.7 

1992 24 2()4 2H8 1.1 
-------- - - --- --

Total IS,4()2 111,152 2S,()4-1 11)( J.{) 

A subsidized credit scheme W~L~ introduced rhat was (;lvoring more housing c()()peranvt.:s rlun 

individual house builder.; were associated wirh rhe new housing p()l icy Isslled ill 11!H(1. Coo)1cra ti\"l's 

were entitled to get a subsidized credit widl interest rate of 4.5% per annum, where as inuiviuuals 

were charged 7.0% . However, the Bank's financial lilllilari()ns did n()t allo\\' it to t'lllertain Ihl' 

demand for credit put forward by all housing cooperatives. The forma tio n of additional housing 

cooperatives has been stopped once again rill those cooperatives, whic h haw stann l cons tl1tc lio;l, 

finish building their homes. 

The standards, which were meant to be used all over the country, L'tlta ilt:d certain difficulties . ThL' 

maximum area ofurba.n land to be allocated to individual families (which was reduced to 250 m:?) and 
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thc maximum ccilingoff1()IJr ~race (\\'Illc h \\'.1 ' II) Ill' rt 'g\ilaIl'lI hl'l\\'l'\'1l 1,1 alld 7 11 Ill :) I' fillilld III hI' 

gCI1l!rally small, particularly III Ihllsl' tl)WII" Wlll ' I\ ' thl' I.llId 1"llldl'lll W.IS 10" Sl'\' l'l. \11)\t'I)\'l' I', thl'St, 

statH.laros, In addition, such standards must abl) t' l)11 Sldl'l' l' llIllallc lal' tllrs , as It will Illlt hl' 

approprtate to recllllllllend thl' saml' typl' 1)1' hllll"ng standards ac \'l) "" .ill c lllllatll' Zllnl'", 

Thc reouctions of thl' lllaXlIllllIll allll\\'ahle SI/l' lit' hl)ldlngs II) ~:illlll : was suhJl'c l III Cl'lrlCISIllS, 

particularly for its hlanket approach as it \Va" appllc ahle all I)\'l'r rhl' \'I)UI11,,', I knn', ,lIlI)thl'l' 

rcgulatlon was issued which l'stablished thl' IlllllilllUIll SIZI' 1)\ (,11)ts (I) he prll\' llkd Ii II' lilt' 

constmction of new dwcllings at 144m:, whlll' thl' maXlIl1UIll \\'as (,')I}Ill : , willc h \\'IHild depl'lld U('I III 

the level 0 f thc u rhan ccnter an d t he grade Il t' Ia nd (CI HlllCii Il f St a tt' Spl'l'Ial I )l'Cl'l'l' N, l. I :i / I 1)1)1 IJ, 

The decree also allowcd a mon' relaxed cl' illIlg fllr the rllt.iI 11I)1)\' art'a Whit'll Il1lght I'cad\ u(, to I XI} 

The supply ()f constnlction matt'rials IS \\'Ilrlh di sl'uSSlIlg 1lt'1'\' , \ Ianl' Ilf tilt' lal'gl' -sl' all' huildlllg 

material manufacturing enterprises wcn: manah'l.'d hy the g()\'l'fnll\t'llt. Il0wl'\,I' r, since lilt' tiOI11t'SlIt ' 

produetil)ll o( buildillg Illalerials has hl'l'll 11I11Itt'lI, Ihl' 111 ;'11)111 ), ,II Ilails, l'()ll'ugall't! IIllIl ,III.! 

enforcement bar, and to somc cxtent cemcnt ha\'(' hecn III1P()rtl'd, 

The Buildi.ng Materials Supplics Entcrprise has heen distrihuting constnlctilln alltl huilding material s 

with thc following 0 ffieial p no n ty : first til gllVertlmCIlt p IIllccts (Inc luolllg non-houslllg 

cOl1stmction); sccond to dwelling house construction cooperati\'cs (whl'nt' \ 'cr they Me prL'sent); and 

fina.l.ly to individual house builders, llowc\,er, gi\'cn the lo\\, real income of urban houscholds, tilt' 

effective dcmand of thc majority of the population II) huy constnlction Illaterials has hcen w\'\' 

limited, 

T{/ble 3,1,1.4 Approximale ( ;"il Pliel' Per II fjor [[own Imill lI'il); diU/'Il'1I1 1//(IICliIlLt 

Year Chicka (mud) Hollow Blocks Bricks 

1976 200 230 25U 

1978 27lJ 32lJ 3S() 

1!JH2 3()5 41t1 ,I S() 

1986 .t15 .t7S ~')-
J_J 

199() SJ(J () 1 (J 625 

1993 700 80(J 875 

Source for 1976 and 1978 lhe IISU :IS qllolcd III t\tm:~ 70, 1,)!!7, willI,. lo r 19!!2, 19!!6, 1 ')')l) , ,,d 1 '),)3 Ihe HSU 
as quoted in Eyob 1993 
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It is worth mClltiollillg that the \'iliagizallllll IHI'gr;llll whll'h \\'.IS IIllpll"I1ll"IlIl"l1 III I1lr.i! ,11\' a,; allHlllll 

the samc pcriod, cntailed additiollal dcmand for (1)IlSlr\l(tlllll matenal,;, parricuLlrh ,'cJl'nlg.ltnl ire 1Il 

,U1d nails which wen' meallt for roofillg purpIl';c,;, Tilt,; cIllllnhutl'l1 III till' \\'l)r';I ' l1lllg of Ihl' ,;uppl\' 

situation nfthe c()nstmctilln matenals III thl ' ulhal1 .111',1' 

1\5 not mall)' hOllses wert' CllnSlnll'lcd 111 Ihl' laS! 1\\' " dl'(,;llll " , tilt' hl)lIslllg dl'll1alld lIas ,ll"' lllllli! :III'd 

over the years , Thl' hiJIISIIlg IHohll'lll has IIITI1 als'l aggLI\', IIl'l1 h\ , 

• DClllographlc factors: Ne w household fllnn :ltll l l1 nlral -urhall migratll lll which has rcslIltt'd 

from diffC"rt'ntial, though Ilot l1eCl'ssa l dy l'ffiL' Il'Il! , IIdl,lll rUlal gro\\'th , Thl' IS a l:I1I 1SI'l lul'l1l'I' 

of til(' various macro alld sectoral PfJitUl"S r.,llowl"d hI' tltl" gl)\'I'fIll111'llt, I'artll'li!arll' th" ~l' 

rclated to urhan employmellt alld nlral markl'tlllg whdl Wl'fl" ).,'l'lll'rally .Iga lllst the nlral 

sector. 

• "Anomalous" demalld r.>r urhall h()uslllg: :\ slglldicallt Ilumhl'f of dwclllllg houses Wl'r\.' 

cOllvcrtcd ill to \'arious Iloll -rc,;idclltlal U';l'S such as : offiet's of g()\'l.:rtlml'IH, puhlic alld 

political organizatiolls as wcll as illto puhlic shops, litl'!'Olcy SdllH'is alld lihraries, Silllil:11 II, 

associatcd WIth the flourishing of the ill formal scctor III urhall areas, mallY dwellillg housC's 

started to bc cOllverted into restaurants, hars, sl1llps, l'tl' 

Thc discrepallcy betwet'n tht' gross hOUSIng Ill'ed alld thl' t'apacit~, to hudd r.,rtllal houses 

rcsulted III thc ('xranslIlIl of scattefl'd settll'Il1t'Ilts alld 1I1 c fl 'ased dt'llsitll'S III 10\\, -ln cll lllt' 

areas, 

"llrhan renrheries to which c ncflJachmeilt of modertl activilll'S take plan' \\'l'n..' 

sold by the original nwll sC'tticrs to urhanites , Illdividuais resold aClluirl'd plots 

through iUegal reparcellatioll, The illegal holding later expanded either to periphl'fal 

sCJuatters or resold to husinC'ss inrcfl'sts at shadnw land markct prin' '' , (A ssl't':I , 1 i)C),l) 

As a result, the potcntial cost of urhan rcstnlCUlrlng and upgrading grew, It is worth notillg III this 

regard that one of the issues that encountered many of the emerging regional ilnd municipal 

gove01ments has been demolishing of houscs that were cOllstnlcted without official pennits, :\s 

these houses are constmcted with individual f\lnd (i ,e" withnut hank IO:llls), the), indica tl'd tltl' 

potential of private sector housing demallu, if at least plots wcre readily available for housitlg 

construction, On the other hand, although figures are not readily available about thl' tutal \lumber of 

houses demolished as part of these interventions, they have definitely cnlltrihlltnl to n'dllct\11I1S In 

the total hOllsillg stock, 
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By way Of ~UIll!llary, durillg the pt'r1IHlllt,tWtTIl I ln ~ alld 1 ()I)I), the g() I'L'nllll,'IH att"lllptnl III C() lltl'll! 

almost the \\'11Ille facet of titt' 11Il\I S lll,l~ s,'ullr hy Illll'S lilIlg bOlh dirt'CI alld lIltilrn' t 1'01'L' It's Il il th,' 

housing ~ecr()r. ,\(orc ~pl'c ifi c ally , If all,'mplnltll Clllllllll tilt' fillatlL'iallll ,lrk"t tht'l ll lgh lI s nl (lII Op' lly 

Oil banking operations, tlte tt"citll Cl IClgy I I f Itllll ~ lllg , tit,' P rCl LillCIlIlI l allLi dlstnhll I II III I) i' l:l) ll s tn it: tll In 

materials ,llld later hy l'st;tI>iISltlll): it I) lI SIi 1,1', ' 1.11111 :11(1,;, 111 till ' 1.1I1d Illad, t' l " II',IS lit t' !>111l' 11 II' IIt ' r ,1I1ti 

allocator oflalld , 

0, The C UI7'/?II/ Si/url/ion 

It was only ill !I)<J() Ihat tht' gll\'l' llllllt'III g,I\',' slg llab ah(lllf lI S p tlss iI>ie II Iit-rallllll () f IHt\';If,' S,'Ut lr 

participation III the pro\'isiClIl Clf 11IlliSlIlg as par! Ilf ilS " ,\!ixt'tl h ,:O llllllllC I'l litC!''', :\llltoug h :I 

response to the di~mal pCrf')rnl:lllct' of the Cl\'l' rall ,'Cl lflom y, Ihls Jl Cl hcy Slan cL' W,IS also ass() c latn l 

with eCOIH)mIC and pClltllca l rl'filntl s 111 Iht' prn'lI lliS soCtall sl t' l llillll'lt' S, II was dt' llIlIlIlg ,I 

complementary interaction ()f state c()()peratin' and pril'alL' ()wn,' rshlp ill m:lJllr sectors of tilt' 

economy , The housillg sector individuals Wt'f,' t'lltitied to huild rt's id,' ntlal, produc tion ant! S,' IYI,',' 

facilities as well as offices with rights to rt'1l1 Ilr seli tll"111 (\, '1'1 ': , I IJIIII) , 11'1II't'WI', slHlrtagt' Ilr lallti 

and cOllstnlcti()n materials remailled sevcr cClllstraillls Oil lOp 1)( tltt ' appar\' 111 reluU ;1I1t't' lIn tilt' part 

of potential trlVcstofS, 

Following the change III g()n~ mmellt III ~(ay I eYJI , the Trallsitlllllal (;I)I'L'ntmcnt of 1,~ t1l1opia ( [,(;1 ':) 

came with an official policy of revitalizillg the housillg market hy privatizatioll of lIrhan h()uses, The 

economic policy of the transitional period states that: 

• The state will retain owncrship ()f lIrhan land hut will l'nSlII'L' lIS t"luilablt' distrihlllioll for 

housing constmctiOll 

• The state will issue and cnforce rehrulations, create favorahlc conditions to promCHl 

integrated urban developmcnt and encourage the puhlic to take adv:tlltage ()fthe poiJc)'; 

• Depending on the availahility of resources, gOVCfllrtl,' llt agcnc ies wtfl ill' ,'nc()urilged III 

constnlCt, rent and sell low-cost houses; 

• The state will issue regulations to protect the rights ()f h()th landlords and tenants (1'(; I,: 

1991) 

It is worth noting, that macro policies, thought not rH,:cessarily sector-specific, do have a hearing on 

thc pcrfom1ance of the housing sector (Berlnne ant! (;etac hew, I <J() ~), I'-Ill' example : 

• The devaluation of the Ethiopian currency is reflected In tt'rrtlS ()f increascs on the pricl' of, 

particularly imported building materials; 
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• Associatcd with the lihl'ntlizatlfll1 Ilf th,' Ilal1klll): ~ ' ( ' llIr, Iht' IH(,\,IIIII~ 1111l1~lllg alld S:I\'1I1.", 

Bal1k is !lIlW n:~hnstl'I1l'l1 as Ihl' ( :'II1Slolctlllll ;tl1d I~USllll' SS Bal1k, ,ll1d It 11.IS ,' I"lll' up with a 

new service haskl't in addllilln 10 crnlll dlrl'clly l11eanl lilr IlI>uslng: 

• The increase in hank 1111t'rl'SI ral,'~ III I')"" I'l'f \'I ' af ILlS 1I11j11111',,'d III)! III rill' 1I ' !.III\ ... lit-hi 

rl'pay 111t: 11 I Clpal' lIy ()f P' Ilt'I1II,d IlIlrlll\I't'I S, willi,' li S 111111' )1111 ,ll'llh",1I1(1I1 ,1,' 1'11" all sn ' ll)!'S 

had S()lIll' 1I11l'acl al I .. ,I!' I 1111 1'"'\'" ", si\' 1.1\'1)1('(1 ,'I)IIIIt" ,III\'(' ""(""1~~, 

• Price decontrl)l measurl'S lI11pll'llll'nll't1 III rht' wh!)ll' 1'L"llllllll~' art' n.' fkunl '"1 f;lcll)f\'-gall' 

pncl's I)f l11al1U faclurnl hlirldlllg 111:1ll'llal ,; whll'h art' ht'll1g' 11I1I1Illl< HlSly rn'lsnlul)w,lrds; 

• Decclltralization has rl'sulted III ,Idd,trllllal hllll Slllg demal1d r'Jr go\','nlll1t'111 workers 

assigned is some regional, zOllal and "\\'L"rnla" capllals. II would also claim a Significant 

number of residcntial houscs fi)r officl' USl', ul1ld adt"lu :L1t' "nict' 1;IClhll,''; aI',' hudl t'sPt'c l,t1ly 

inuriJan centers which had lower, admil1istraTl\'c SlalIl S; 

• The govemment privatized houses heil1g managed h~' 1' l'helL's and ,\ :\H,I I, and it has 

estahlishing Ihe ()ffice of tht' Salt' of II'luSt'S ()will'd h\' lilt' (;')\'l' l'Illlll'llt, TIlt' task 

elHolsted to the :\h'CI1C), IS 11Ighl)' d"l11al1dlllg as II w'lldd It'lllll'" Ihl' dl'l,'1'I11111allllll Ill' rllt' 

selling pnce (valuatlol1 of the IlOuses), Idl'l1lt1icalloll of L"ilgddl' hu yers and arrangel11el1l r'Jr 

ade(luate finance, The fi rs t targe ts 0 f such P ri \'arizat I< III Wl'rt' tilllSl' Iwusl's ul1dn :\ ,\I{I I 

which accollnt for a small share of the total housing Slock which Wl'R' likely to he pri\'alizcd: 

• l'vlcaSlllTS have hl'el1 takel1 III 1'I.'1'1.1t't' rill' adI1111I1Slr:lII\'(' all"L',1l1l1l1 lit' IIlh,11l 1.1I1d hI' illl 

auction system, Associated with thiS, the rate of rl'llt on urhan lalld payahle associat!'d with 

the private usc of houses was to be detcnnincd b)' till' R'gional council considering t1w lewl 

of the urban center, the grade of the land and the pU'lH)~l' r.>r which the land wa~ to he put 

muse, 

In keeping with the decentralization polic}', AddL" Ahaha was gin'n r('gillilal status and Iwcanlt' 

Region 14 Administration, Its original name was reinstated 111 1 e)en when thl' h'dnal Cowrt1ment 

granted it a Charter (proc.No87/1997), lll{; 1 <)97 Charter was rcvi~ed and the administrative link 

with the Federal Govemment was revisited in 2002, (Proc, No 311/2UU2), The I CJ97 Charter of 

Addis Ababa repealed it previous position as a regional govcrnment, but the City n:taincd 

administrative autnn()my over most or ils affairs ilH'hlding planning and "Xl'I'IIII"" I II' "l' \,,'1"11I11I'nt 

projects, The immediate legal effect of the decentralization policy and the creation of autonomous 

regional states was the making of AdJis Ababa a besiq,rcd island wilh limited possihility of physical 

expansion, This situation has not curbed the expansion of the City until now, I [owever, a new 

phenomenon of urban expansion is observed at the urban fringe I)f the City, 
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The Jeveloprncnt of cdgt' c llit'~ fhaf alt' IlIghl\' Illlknl fll !\ddi ~ !\haha hUf d" Ililf fall Ulldl'!" II ~ 
Iurtsdicfioll ~rt' hlTollllllg a n'a)III' )'"r I'X:III1!,I(' , HII)I ,,, k ]{, ', t1 I ' , ~ f:tl, ' I' II", (')")'111,1', ,I ''111 ,''1 fll\\ ' II SII1)1 

(auout I,SUU houscs that could accollllllodatt' ahoul 7, ::;(11) 1" 111l"atlllll) III I q.~t ' Tall; , all'a i': llrrh -t'ast 

of. J\Jdis Ababa, In thc \, 'estt'rn part Ilfllll' ( :tl y, \\ '"I"ft, Soul.. IS dt'\'t'I"I)IIl.\: al :111 ,"alllllllg 1.lIt' as a 

result of land aUocatillll by thc (lronllya l{cgllJllal SI,IIt' Tht' samt' holds Inlt' fo arcas alollg alllll ;lI or 

outlets of the City, In fact the (hollllya 1{t'gllm:!1 Siall' CIlIl sldns all I,llld \\'Irlull I()klll radlllS along 

Addis Ababa as urban land , Land R' tlUt'sts in this an'a arl' 111'afl'l1 slillilar II) rt' llu, ' SI~ III urhan Cl'llIers 

in the Region , (Consolidatcd (h"llllya l{l')._,'ulaflllll ~Il. 1/ 1')')'::; : :\n2') , This silualion alllpltlil's the 

besieb>cd nanl re 0 f :\ddis :\baha 

The long-term dcvcl')plllcnt stralegy or rill' (;O\'l' fllIllt'nl Ilf 1': lhlllpla li lL'USt ,S IJlI agncullural 

development -led industrializalion 1 ': I'IU,)I ;(21)(~) , TIll' 1Il'\'('l llplllt'nl ,,(rural area s \\'a s t'xpl'Cled I" 

rcsult in a H't/ll cl'd rural -urhan Illlgralloll ; a cLI ~s ll'al allll Ulhall pllllt'y, h"luI( ' III IlTogllli'" Ulhall 

development as a principal vchlc le to )..,'Cncral llatHlilal dC\TIIJPlllt' llI negates \wll -t'stablisllt'd facts 

about the role of cities III tht' social allti l'CIlilIJI1l1C t!n'dlJpllll' llI or llatltJllS ! 'i"( :II S( I 1)1)(,), This 

SltU;ttHJn IS changlllg IIOW; pllIl('l('o; fhaf (' II h,1 Ill'( ' Uri' ,111 <1"\',,1"1"11"111 ,Il l' 1111.1('1 1'"'I',II ,lfl'''I Slllll' 

2001. 'nlese include urball devclopmellt policy, urhall plallilillg la\\', Ilallllllal hu"dlllg law, IHlU ~ lllg 
policy, and various initiatives that cilhallce good gowmanCt' and l' conllmic dC\'t'lopn1t'nt. 

Public ownership of land alld free allocatioll of dcvclopmenl land hl'lll'lits Iho se \\'h" alrt'ady possess 

land and those who control land allocation, Tht' malll 'Jh)l'CII\'t' Ill' rhl' urhall lalld ll'asl'illJld policy 

(proc, No, 80/1993) was to p roviJe monetary value fiH the u tiliz;ttf()tJ I) f UI ban land , III this respt ct 

the leasehold policy of lancl is one step ahcad of Ihe prcvlllus poltClL'S on lalld , Dt'larl objectlves or 

the leasehold policy include : 

1. to II1crease IIlcome for urban areas so that they could provide III ttcr St'r\' ICCS, ( ' ~pt'cially 
housing, 

2, to increase transparency in rhc peollil S)'StClll llf laml hokltng alltl utiliza[uJn and to do ,twa)' 

with discriminatory trcatl1lcnt of applicants and to fight cOfl1lpriOll, and 

3. to regulate the appropriation of unjustified gains realized during the transfer of rights to 

utilizes II man land, 

The mam {Catures of the leasehold policy (Proc, No. 8U/1993) that had direct hcaring to hOllsing 

include its scope of application, property ri '~hts related to transfer, Illorrgaging, compensation and 

associated taxes or duties, ways of acquiring new development IfInd, manner of fixing rate and 

modalities of lease fee payment, and duration of lease period, Proc No , 8U/1993 was amended in 
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2UU2 as it proved incffective . The cOIll(1an~IlIl ~hows that IllOSt of Ihl' Prtlhlt' Il1S \\,hll·h Ihl' 11Il" ' illll S 

leasehold policy faced wert' addressed hy Ihl' alllL'nded poliuy . The Illain pnlic y pn>\'isilllls (as thl'\' 

rate to hOllsing) that were amended arc sho\\'n in Tahle :).I . I.:=i, 

Tahle 3,1,1, :; ( .iWIj>IIf7I011 l)/rim'If)/)///I'IIfl ill rill' ' ;(,I/mti ( IrI/t1l1 , Jlliri J J'I /I('IIIJ/t! J 'oll,1/' 1 

(fI(/oj>fed /;7)/1/ fl ed)lllI If 2{J{)'1) 

Criteria Proc,No.80/1993 Proc, No, 272/2002 -Lease rate - 1\linimum ratl' I)f rent to hl' Sl·1 - It llt" I) ( Il' ,lSI' III II(' dl'll'flnlnl"l1 11\' 
and - AC!1lal rate tf) hl' dl' lt" nl1l nl"l I h y puhlic ( :111' adllllnis I ral 1I1Il ') r l{egll)!lal 
provIsions tcnder on I)' ( ;f)\'l'nlnll'nls 
for housing - hH low CI)st hosing If)\\'l'sl ratl' - No nl1111111UIII leasl' ralt' I\t'ginnal 

- h>r higher cost-similar tl) olher USl'S f)r ( :ity ( ;')\'l'1"I1Illl'nt can pt' nlll t 
land up II) nil kasL' p a\,ll1l'nt 

Land - Public tendering only - I'uhllc tendering (llllnilllUIll ratL' If) 
allocation hl' SI'I ) 

- \! l'gl lIlatl()n (Illinimum ra It' t() Ill' 
set) 

- 1;0 r IHluslng - to hl' reh'ulatcd hI' 
( :ity nr H.c~ional ( ; I)\'CfIlll1l'tlts 

-Launching of - Period II) Ill' reglliated h)' ( ' It)' f)1' Hl'gi'lIlal - I'l' fIl)" I,) hl' 1'l' \'1I1 :1I1' " hI' ( 'II" ." " constriction Cove rlllllcnt:; Ih'gional (;()\'('fIllllcnts (t hl' salllt") 
Grace period Not specified - Pe ri()t1 I,) hl' regulatl'd by C ill' 1)1' 
for 

Rq~\()nal (;()VCfIlnlCnls 
completion 
of 
developments 

-Size of land Nut reb'1.liated N, H rl'gulaled 
holding 

Scope of - All new developments existing passi()ns - :\11 urban land lIndt:r thc rt'nl 
application 0 f - Existing possession upon transfer f)f tillt: III Syslem anti kasdll ,Id sysll'lll, 
the policy ways other than inheritance - hH lands III >t In the kase h! )Id 

s)'stt:1ll period ()f trans fe r II) 

lease hold to Ill' dl'l.:idcd by C ity or 
l{l'\!ional (;o"l'rIlmt'nts 

Title transfers - Lessee can trans fc r ngh t; - Lessee can trans rer right for tilt' and Ulcome - Can mortgage the holding, or collect income period the kase is valid 
from land for lip to thc le;L~e rent only - (:a n nlt>rtgagc thl' holding. 
held through - lncollle from transfer of right has lease 

no limilali()lIs 
Lease Period - Based on level 0 f urban center and type of - Category of towns limited to 

use class Addis Ababa level and otlwrs ollly 
- Period fixed fi)r each level of urball cell ter - l ise classes for !\ .:\ , levcl from :=i(J-

fro 50-99 years (]C) years, ()thcrs from 70-99 years 
- H ousing-persollal=99, kasal de= 6lJ yea rs - I lousing: personal and 

Icasahle=')<) years 
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3.1.2 Socio - Economical Environlllent 

l~thi(Jria is a countr)" which pn' ~l'lltly "f)\ 'l'r~ all an' ,l 1,1' 1,1.'\1,,'\1\11 kll1 ~ III thl' rl',l~Il)1l that IS klll)WIl as 

the 110m of :\fricl. :\s (Jilt' ofthl' oldl'st IIldq1l'lldl'llt nalilln s flftl1l' \\'flrld, II has a Illllg history "f 

illdigenous urhall dcvelopmellt :--.J "'H'tiH'I, '"", tilt' "1111,111'1' I', 1''' ''' ' lltll' "'H' "I II ... 1 .. ,lst IIlh"IlI;-"t! 

nations of Afnca wltll only ail,,"r 17"" Ilr It~ Pl)p"iatlllil 1I\' IIlg III IIlhall Sl'tt!l'Il1"llts , :'-.." llll,tlll'il'SS, III 

view of the fact the coulltry\ tOLd populatlllil SUl' 11.1S ,tirl'atl\' p ,ls sl'd the 71 milllllli Illark, II IS tltL' 

secolld most populous Cfllilltry in sllil -sahrall :\frll';t It IS Illl! tld'iindt to Sl'l' that till' ailsolw" SIZl' 'II' 

its urban population is Ilot small. In addition t'l thiS, Ihe clluntry IS presently wltlll'ssing 'lilt' of thL' 

highest rates of urban growth in the world , I.l' , aililut S"" pn annllln , 

.., 
Ethiopia IS currently undl'rgolllg lllarkL't -ofll'ntl'l1 ll' I; II111 S ,\ s' a It'sult ,d' th,' n ' j"lrtll pnlgralllnll' 

there ha"e been itllpnl\'CtllL'llIS In l'L" )f)l)ll\ll' qail",t\' ,'Iltl grfl\\'th III t, ' !'IllS ,d I'('al l ;1 ) 1', \\'Iu.-ll has 

reached an average of S.(I'Yo per anllUlll , ~'lIllL' prflgn'ss has hl'L'1l .lL'hin'nl III rl'ofl('ntlll.l', pUhllc 

expenditure to IIlfrastnicture and social Sl'ctor tlevl'lopllwnt, Ilo\\'l'\'l'r thl' cost and a\'ailahihty ()f 

land in Addis has heen identified as an obstacle to privatl' Sl'Ctl()ll dl'VL'loplllL'llt and IS associatl'd with 

the cities l{)"!., UIlL'lllployllll'llt rat,' , I 1H'1l1pl")'llll'llt IS 11;11 til 111.1.-1)' high allllBlgst IS .~ ') war "Ids, Th,' 

informal sector accounts for (dO l" of total clllplo)'IIl"llI, 7()1~ " of\\'hich IS c lltllprisnl OfW1l1lll' 11. (II.< 1, 

1996) 

The total public debt of the country has beell rislIlg considerahly ill thl' rec(,llt past , hlr IIlstallC(, 

during the 2003/2003 fiscal year tht: total extemal and dOlllestic Illltstanding dehts of the count!)' 

increased by 9.6 and 8.6% respectively over the previous fiscal year. ()Il thl' whole , the rota I 

outstanding external debt 0 f Ethiopia stoou at ( 1St) (J,8 Billion ar the end 0 f the 2( )02/2()()J fiscal 

year. Comparatively the total domestic outstanding dl'ht st()lld at 1,:1. IlIfr 2(>.S Billlllil at till' l'nJ Il( 

the same fiscal year, The country paid more than Et, hirr 1.1 hillion during thl' sanw period to settle 

both extemal and internal debts . I Iowe"er, in 2()()4/2()()5 almost all dehts we re cancelled by wes tern 

nations (USD 6 billion) , 

Changes in exchange ratcs of Et. birr against thc I lSD during the last tell years ha\'(' hel'll su ch thar, 

the valuc of Et. birr has been falling steadily aJbeit at a slow nne , I\s shown in Table 3,1 ,2,1, till' 

auction average marginal exchange rate of Et. Ilirr ro thc ( lSI) roSl' fmlll a Inw (If 1,: 1. hirr S,77 in the 

1993/1994 fiscal year to a hIgh of Et. birr il .(J2 in 2()03/2(H)4 fiscal year. COlllparari \'L' ly p arallel 

market rates changed from Et, birr 7,05 to Et. birr 8,68 during the same periuo, 
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T(/ble 3./.2.1 (."/;(II~f!,I'1 ill I ~."\:dli/lll!.(· 1~ '11t' (/:t. /Jin/ 1'.\"/)) /1)1);/ /1)'). / 2{J{) / :lOU/ 

--- ----

Year 
Exchangc lbte (Et. birr/USD) 

Action Avcragc Marginal Ratc Parallcl Markct Ratc 
- ---

I ()In / I 1)1)·1 ~77 7 II~ 
-- -- - --- -- - - - - -_. - -

I C)<)4/1 1 C) S (L:?~ 7 .. \11 
-- - - - ---

I C)C):;/ 1 ')% (>..\2 7.(,·1 

1 ')%/ I I)Cn (, ;)11 7 1(, 

I ,)fJ7 / 1 <)C) B (LXX 711X 
-

1 ')')X/I ')1)1) 751 7.(,1) 

IfJ99/2(X)(1 X.I-l Xli 

2UUU/2(K)} Il .:n X.7') 
- -

2001 /2(j()2 H54 HJ,') 

2002/20U3 B.SH H.71 

2003/2(X)4 H'():? HJ)H 
. . 

It is well known that thc highly accclerated urban growth that Fthiopia i~ presently witncs~ing IS 

primarily a product of high nltcs of natural increase and nlral -urban mlgratll)n ThiS highly 

accelerated urban growth rate is naturally heing rdlcl·tcd ill the- rapid spa llal ('xpan~II)1\ I)f till' I ' XI~tIlIJ~ 

urban cClHcrs as well as in the emergence of new town~. II()wever, a~ the country's economy i~ still 

primarily agricultural and as its (;DP per capital remain~ fixed at ahout S 1 (XI.(HI, the !;lct remains that 

its accelerated urban growth rate is not acc()mpanied hy a c()mmensurate growth 11\ the urhan 

economy. Thus like most urban centers of thc developing countne~, Ethiopian citlcs ;Uld towns are 

presently facing a plcthora of problems including acute and ever w()l~ening housing shortage. 

insufficient solid and licluid waste managcmcnt. poorly dcvclopcd access roads, notoriously clogged 

and smclly drainagc channcls, scnous shortagc of potahle water. inat!e1luate health and cducational 

services and a growing problcm of uncmployment and poverty . 1·:thilJpia, is recognized as Olll' of the 

poorest cOlUltries in Africa and its urban poverty is particularly conccntratcd. A stratef,'Y to address 

poverty has bcen developed in the country's Sustainable Developlllcnt and P()verty Reuuction 

Program (SDPRP). TI1C strategy aims at reducing urban P()\'t't1)' mainly by improving urhan 

governance, providing infrastructufC, alleviating housing problems, improving access to lanu, crcatll1g 

employment opportunities and cnhancing environmclltal sanitation. I t envisages strcngthening 

urban govcrnance and in doing so to imp rove the delivery () f III un icipal selvices, chic f1y through legal 

and institutional rcfo011s that arc accompanied hy capaciry huilding programs. \\then it comes to 
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IHlllSillg alld illfrastructul1' 1)f1J\'ISIIJII, li S ,11111 IS II) LIlIIll' It \'al'll)lI S "1')',1.111111)', I\lII)', I.IIII~ \\'111t illl ' 

III i1ll' ,11l',1 III l'IIII,I'I\'IIH' 1I1 

~~l'I)('ratlllll, lilli' .. [till' I"IJV,LIIII "\ 1 .. ,1(1111)" ,011.11<,),,11'" I', I .. .!l '''gll ,1111111111>1( '111(' 111 (')0.11 ' 11 "1\( ' 1,"1.1" \\,,"ks 

programs that c rcatl' lolt IlPPllltUllItil'S Ihrflug h cash-f'lr \\'I)f'k Ill' fllllll -I;,r \l'llrk, Thl' plllglolill ,d~'J 

en \'Isages pronlf)tion 'If mlenl fin,IIILl' III Sli lutll lll , 

cooperativcs, proviSloll 'If \"I("IIIIlllal alld sk tll s tlaillillg I'rllgcllll s that Ill ' ll' II> 1))111111111 ' sl' lf 

employmcnt and Ifllt c rl'allllil ;1I1t! pnJllllllIIJIl fll Cll llllllUllll y h,lsl'l1 rl'hahtillall'lll I'l'Ilgrams 1;11' 

disauvalltagct\ gnJlll's such as Ihl ' l'llk'd\', CI1 IIIIIIl'n' Iai SI'X \\,lll"kl'I~, SlllTt ,' llIldl"l'1l alld Il'l,halls, \\ 'llh 

regarus the urban envtronmt'nt, thl' I'nlgram cllIl'Ily alillS al IIllIHI1\'lllg accl'SS til c ll' all Wall' l", 

constmcting va rtous Iype s Ill' sa llllary fac tlllil's alld lI11pnJ\'llIg Ihl' I llallagl'1I11'11I III slliid alld Illlllill 

waste primarily in ways that will help gCIll'rall' l' llll'lllyllll'llt at appl"l'l:iahlc sca1t-s , 

Even though nearly all of the urball ce llters of 1': lhiflpia arl' suffl' rillg fl'f)lll 11ll' killd Ilf I'rohlt'llls 

mentioncu aIH)ve. It appears that it IS ,\ddl s :\haha, the Ilatlllilal 1' ,II'IIai tltal is 1'"'sl' llll\' dl sl'l:I\'illg 

most of these troubles ill thClr WIlrst forllls , /\tldis Abaha, willch was foullded by 1 '~ lllpl'f'() r tlklltlik II 

in 1886, is presently a primatc city which is approximately 1-1 liml's as largl' as I ) irl' I );Iwa. the Sl'l:Olld 

largest city in the country , Although official statistics puts its population size as 2,H million ill July 

2004. mm;t authorities on the suhject t(,lld III hllid Ihl' vie\\' Ih:ll till' 1IlIISI 1Il'l'l'I'I,dtll' (' SllIll ,lll' IICtllI' 

size of its inhabitants is not less than 3.5 million , 'Il)ere arc prrllect iom that thi s figure willincrea~l' 

to 12 million in 2025, "!11C importance of the city tlDCS not ollly lie ill ils size a ill I the filCt that it is thl' 

national capital. Due in part to its unparalleled location ncar Ih(' gt'ogr;lphic center flf thl' nation with 

road and air connections to the various comers of the country. it is also the commercial capttal of the 

country, Added to this is the filet that it i~ a mcltlllg pot of the dlversl' cultures of the HII or so 

various ethnic groups of Ethiopia, Of no less sigllificance is thl' fact Ihat it is the diplomatic capital 

of Africa, as the scat of the headtluarters () f the I J • [LA and the African l lnion , 

Out of the endless development related problems that Atldi.~ Ababa i~ pre~ently facing, it appears 

that it is the poor housing conditions of the majority of its residellts Ihat is l'f)'lllg aitHl(1 fill' 

immediate solution, Although a number of attempts have been made ill the recellt past to improve 

the conditions of housing and physical in frastnlctu re ill the city. It appears that most u f those efforts 

have failed to produce the desired results , 

It has been noted by Rerhanu (2004) that the cost of real eSlale developml'lll is Vl'l')' t'xp~'llsivl" This 

has led most real estate developers in the capital to cater for upper and middle class customers, The 
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culture of such households is IlIlt 'lhly gl'ttillg Wl' Sll' rnli'l'lI , :\1l1flllg Ihls grtlll!', pn 'll' l\ 'llCl' III' Iluc lear 

fanlilv over the extelHkd (al1lsl~' IS hl'Cl)llllllg \.', 11111111 >II 

On the other halld, thl" lowl'r d,I"" I" Ilot tiII.IIH·I,1I1v ,dtlswilt 1"1lt"1"'"I1' , 111 tlllll " 'It" 1I11l"rnlll!~ ,lilt! 

othel Il"StlVltWS, It 11l"l"lls Ifl "sit 1111 "" till ' "11111"", 111 1.111'1." III 1It111'I\\' I ~(", 1) 1 11111 'lid\" thl' ,'"dl'lldl"l1 

fan1il\' hut also nelghhors alld (fll'llds . Till" IS IW l';IlISl' tl,ldltlllll,1I t t'~II\'It Il' S ,Ill lllill'll P.lrts IIr 
I ~ thi()pians livlllg l'\"("n 111 IIrhall ',' Iltns like :\d,lIs :\I>,lh,1. I r ,I f.lIlllh' has thl' l';lP,II ' II \, thl" Cl' ll'mllllll'S 

could he held at hig hotels . I lllIIKl" tilt" "PI'("I" d,ls" th,' 10\\"("I" e LlS, ,',1I11lIlt at'li ,,', 1 Ill"" Ill' IlL', ' thn 

need to usc there own place (or such occaSUlllS . 111 ilddltll)Il, I ,~ tlll<)plall f; lIld preparatlllll alsl) 

requires space aroulld the h()llll' 

This phenol1lenoll IS apparellt III low ellS t h'IlI'lllg PIlIII' L' tS III :\ddl~ :\hah,1. Thllllgh till' IHOll'cr IS 

£ltlly backed hy the City Administration as bl'1I1g;t pn)jl'c t ('Jr the Jll'llplt-, thl' lhn ' lIl ' rs telld \11 lilld It 

very difficult to properly use the condomllllllllls , Their su hslstenl"l' usuallv depl'lld s Oil daily scllilf 

groceries and house made alcoh()llc drillKs. 1.1\'illg III sllch hllildillgs ,It-tns thnll rro lll sll ch acti\'itll's, 

Hence, the usual housing sllllitiflll of big sillgll'-('II11dy II111t hlJlISl'S is tllll I'XI" ' ll "I\T alld sillalin 

apartmcnts arc ullprActlcal (or thl" PI)llf. Thl" rl' fore, Il'all'statl' ,1t-\"l' IOpllll'l1t~ \\"IlII"1 hl" targeting the 

upper and middle class of the city , 

The basic facts support thi~ all;lly~ls Sixty 0" "I' :\ddl o; :\lI ,dl ,I'" 1'"l'lILIIIIIII 11\"(" III ' ,"";"IIlt, , 11II\Tlt y', 

only 26% of the population earn an average Ill()nthly h()uschl)ld illl.:()llle ()f Ill()n: thall (17() I,:t I,:t, hirs:, 

and practjcally all income groups have an extremely Il)\\, saving capacity and the macro -l'C()IlOmIC 

growth scenarios for Ethiopia do Ilot suggl'~t that this will change Sllon , IlllllSillg which mlTts 

desirable standards (at a minimum cost oflS,(H)() Et, IlIfr per hOllst"iHlld) is Simply Ollt of reach of the 

vast majority of the population, A realistic estimatioll 0 f expressed demand is, thercfIHe: 

• about 50 - 6()% of the population, the poor, d() nl'ither have the capacity tll build or 

mai.ntun houses according to usual standards of 'decency', nor do they have the capacity to 

contribute significantly to equippi.ng their residential areas with services; 

• Another 20-30%, low-income group, nught lust have the capacity tll lIlvest velY small 

an10unts between (J() and 1 S() Et , hirr pl'f n\lJllth into housing , ThIS might lust he l'lHlugh 

for tile most basic houses and very limited cllulpmcnt with services , 

• Only 10-25 %, medium and high income group, of thl' populatioll arl' ahle to afford 'decent' 

housing and residential areas (Koerner, 2(XXl) , 
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3.1.3 Technological Environmcn t 

The technologicalmarkcting l' n\'lflJllIllt'llt felr ,'Illl~trll\'lllill Illdll ~ tr \' :\ddl~ :\haha I ~ rdatl\'t'I\' ~tahk, 

This i~ surprising hecausc nl'W tl'c hn'llll)...'Y III thl' ,")Il~tnl,'tll)1l IIHllIQn' III .ill I)\'cr till' \\'.)rld I~ 

c hanging the (,1ce () f u rhanizatl l)1l rapidly , 

Reinforced concfCte tl'chnoloh'Y has ht'l' nu~l'\1 fi)r Illlln' thall ,III \'L'a~ III I,:th,op,a, 1':\'l'1l thollgh nl'W 

CI)de~ and ~ t a lldards havl' hcl'll dl'\'"I"I)('d a~ rn'L'lldy a~ Se pleillher ::!IHI, thl' fa, ' 1 rl ' lllalll ~ Ihat a 

co nsc ious search for hettl'r-co~ t l'frl'nl\"' lll'~ ~ h a~ Illlt IWnlH'all'l1 Ih,' hll ~ llll' S~ sl'kl't'lI' , I{('~l' ar,' h 

ins titutes suc h a$ ,\Jdis Ahaha I lli\'l'~tI\, ha\'l' Ilot shl)wn Ill) n,'\\' \ 'Iahll' C'lIlstrllC tll )1l Inatl'nal I)r 

tcchnl'luc that would illcn'as(' \'I) Il Slnl ,' llIlIl SpLTd, 1I1l'1l'aSL' 'plalll\' III d""" ',I"" IIS1 

Quite recently, hl)\\'C \'l'r, thl' :\ddl~ :\haha ( :il\, :\dlllllll~tr; IIII)1l h . l ~ l'lllhalkl'llllp'lIl ~uch a n's,'arl'h , 

The first pilot proll'cts on Il)w n)~ t 11I )u~ lng USl' a l'l)llllllllatlllll ,d' n'lllfi)lt'l'd L" lIH' I1.: ll', pl1. 'cas t 

concrete and some c limlllation ()f nOIH:s!'ential huilding componl'nts such as plastning to holll)\\, 

block walls, In addilHlIl, ('COIlOIllIl'S of scale \ \ ' \'1'1 ' l"l'd II) a,kalll.lgl' IIHllllgh huddlllg a lllaSSI\'\' 

number ofhouscs at a time, In additll)Il, c,'m,' 111 ~lIpply was 111)1 a diffindl\' hn'au s,' till' gl)L'l'I'll1Ill'1lI 

gave priorily to thi s prlljn' t. It IS rl'pllrtl'd that till' "IIIISlnl,' I""1 CIlS t dl'L'il'asl'l1 til HIIiI 1,: 1. hll'l / Ill ~ 

from the conventional constnlction cost of ahout 1 ')IMI 1,: 1. hirr /m: Constnluion :\hl'ad (( k tr)her 

2005), Some offiCials from the municipality haw hel'n heard as ccllnlllcniing oil this figurl" The 

alleged figure ofR()() I ~ t , hlrr/Ill : the y Solid IS all , ' x .IK~"ratll)ll ,llld till' actllal ligllrl' I~ I::!IIII - Illlll 1,: 1. 

birr/m 2 

In any case the technological cnvironillent is hOllnd l!J cha llgl' Will' ll till' I ·:t lll()pian market 01'l'lls up 

through global forces , This would take a form of IInportlllg tt'chllol()h'Y at first th,'n modi~'ing It, 

Finally it will be a constit1.lcnt part of the constlllc tio ll technoloh'y of not only Addis /\haha, hut also 

the rest of Ethiopia, 

Some of the major technological developmcnts that could readily find application to the real cstate 

industry include prefabrication using concrete, pre-stresse d & post stressed concn::te and steel 

framing, However, ntrther investigation, not only to such structural tl'c hnological solutiOIl hut also 

to other architectural and finishing pro ducts would make any real ('state developer a trend settn 

rather than a mere follower. 

The information technology is another area that deserves mention hcre as It h as revolutionizecl the 

way business is done allover the world , In particular marke ting real -estate u sing web bascd 

applications could be mentioned, 
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Accordillg to Sillg alld/,hollg (2(lIlI) rllIn' ,lll'as III' IT -Illducnl advalltagl's cllltid Iil' (' Xpvct( 'd III till' 

real C'~tate and c()n~tnlctil)n I'flJn' ~'n, If ;1 nl'twlilk ~\'Stl'lll CIII hl' ~uccv~slitlly IIllpll'lllL'ntnl a ill I 

accepted 1>)' u~er~ : 

C:'"llpre';';11111 or IlIllV .11It! 11111«"" I', IIIH ' III IIH ' jlIlS.;tI.t,' 11I11"OIIWS 1II.It ' .111 Iil' f.1l til!.II,'" II.I 

all illtegraled piatt/mil 

2, I...:.II()wled).,'C c()ntcilts would rl'Cel\'L' gfllWlIlg attentioll fnllil tht' pnISp,'l'tI\T w~tl'm users 

3. I{econfig\lratioll of IllISIIIl'SS CIIllCqlt alld :«.:opt· tak('s plan' , \\'hl,'h as a \l'Sttit 11'(lltid lead tIl 

the emer!,'Cncy of a IlL'W bu~int'ss mllllel alld the crl'atioll of amplt' busint'ss Opportllllltll'S filr 

systC'm users that possess the fir~t - m'IITd alil-alltage . 

Such a system is deH'loped for a luxury n' al l'statl' dt'\'L'I()pn III :\ddls :\hah ,1. l{q11lrtctlly , It ha~ 

greatly helped the follow-up I)f the c'lIIstnluioll of Ihe real estatl' pnlpnl\' . hlrthcfln1lrt', II h ,IS 

facilitated information flow from marketer or head office t() cOllstructioll sitl' . i\!orc'll'cr, customl'!"!' 

arc able to give infonnation as tl) Ivhat they wallt with regards to Ihe particular spl'cificatilJlls Ilf Ihl' 

property and they could in turn ceceivv inf'lflnatioll Oil thl' typv 1)( IHIlllucts alld St'IYllTS till'" wdl hl' 

receive and the cost !!llpilcatllJII rlwrco!. 

3.1.4 Physical Environment 

As reported by Asfaw 2()(JS. therc IS HU"" 1c\'L:1 I)f SIUIIIli'.atlllll III :\ddls :\haha . The phYSical 

conditions of the housing units are detcnoratl'd alld mosrl), hl'yolld rq) '1I1". TIll" lo\\, IVl'l'1 Ill' s('n' ices 

and amenities and infrastnlcture, scarcity of open spaces arc filrthcr indications of thl' p()or qualiry of 

most housillg stock ill the city. 

In 1994, of me total housing units in Addis :\haba fJ7% were IlOn-storieu (CS/\' I') ') H) . t\!ost of the 

houses are built up of non - durable materials (earth floors. timiler and mlld walls, ,·IL). !\ccording rtl 

As£aw (2005), 82% of tl1e total housing stock is woou and muu walled, \vhile hlllises with stone, 

concrete block and birck walls accounted foc 11.(),~ '" . t\\orl'OVef, :,)}" '" all hOllsin).,: units han.: mud 

floor. In addition, since most of the public houses arc more than 4() years old ",ilh no significant 

maintenance, they arc in a very bad state of dnerioGHioll. St\ldics conducted on hO\lsing and ufficial 

figures stated tlnt 15% of the housing units in I ()()4 demanded imnll'diatl' cl'placl'ml'n t hecausl' the), 

arc already collapsing. The Millcnnium Del't.:Iupment (;oals (t\lDCs) urban sectoc need assessment 

study revealed tl)at 80% of the housing units and neighborhoods .lrL.' silims and that S()'Y'" of the 

housing units need to be replaced by 2015 to meet the MD( ;S, Th(' (; IS data of 10% also suppocts 

mis statement indicating tlnt 80% of the total housing stock was ill ncl.:u 0 f high levcl of 
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maintcnancc, {\ll)rc than !en ),l'ars h ,I\'l' p ,lssnl t.\' ~ lllll ' Ih(,11 \\'1111 111)11 Ill('ailingfid Ill,llIllcllallCl' 1)1' 

upgrading I)f hou~ing lIIlIl s, ( !til('Ia ,'I .d, 21111'1) 

The Addis !\baba i\laster Plan (211112) stat, ', Ihal, ,11"" I) I' till' hllllSlIlg lInils III tilt' City .trl' C)\'l' l' 

crowoed, l\ccfHding to thc CC llSUS, ()II" n of thl' lota l h, )usln): lInliS has on\\- I)n,' 1)1' 1\\'1) I'I)I)I\\S , Thl' 

a~;crage IHIIll\Jcr of rlloms per houslIIg UIIII \\'a~ :!,() wl11'rl'as thl' a\"'I';I)...'1.' hl)u~l'I1Ilid SIi',' \\ '.I~ aboul 

five , 'Ill is makes the a\'erage rIll)m dcn sil\' of 2 p,' t'Sllns pn rtllllll. Thl)ugh Ihl' I N Ilahitat 's 

standaro of o\'cr-{;rl)wdcdllcss IS ahl)\'" 2 ,:; 1" 't'So ll~ pl'1' fllIlIlI, Ih,' slIlal\ SIZC 1)1' Ihl' fllI)I11S III ,\ddls 

Ababa makes the C)\'l'r c fll\\'Licdlll' SS c nll c t\ 

The figure s f()r pers()ns pn IHlllslng dt'n s' ty .tr,' abl) alarrlllng, ( :l)nsldl'l'Ing that all tht' hmlsln).!, units 

arc uscd for ft'sit\ential purpose s, thl' a\'l'rag" 11Illls,'11I)ld SIi'l' IS alll )ul ().() , I r Ihl' nonl'l'slt1"lItlalllllIIS 

arc omitted, thcll the dl'llslIY wC)uld hl' hlglll'r Ihall 111 p,' rsolls pcr hllllSlllg UIlIt. ThiS IS 

extraordinarily beyond acceptahlc ran)..,'1.' s agallist allY II1tertlalil)nal standards , (!\ddis :\haha mastl'l' 

plan, 2002) 

The othcr cnlcial ph YSical paral11eter wl)rth cC)nsldl'rtng IS tilt' aV;lIlahtillY I'" anll'nlll,'S , 

Though 96,7% of the housing stock had access to tap watn supply, -L),}~' o get till' scr.'icl' Ilut side 

their compounds, sometimes at distant locatil)ns, i\lort'o\'cr, according to Addis Ahaba \Vater and 

Sewerage Authority (AA\VSA), water supply cO\'l'r;lgc of Ihl' c ity 1l11,,'tS ollly ()C)"" of the dl'mand , 

This is a clear indication of the shortagc of water supply, 

Electric power supply for lighting is relatively good, where C)S,lJ% of all housing units have access, 

though not all have private meter (Asfaw, 2(116), ()f the Illtal hllu sll1g units 741~" ha\'e toilet !ilCilitics, 

where as 63,1% of these are mainly shared pit!', Twcllt), fi)!lr % ofllllusing units had no toi\c,t facility 

at all except public open space!', C;reatcr than 2(),2IYu of tht' houses have no bathing and kitchcn 

facilities , 

In the recently developed residential areas, the.: formall y huilt housing units arc hy far in Ill'ttl'l' 

conditions, but they lack the necessary ill fra-stnlct11 rill facilitics like access roads and wate r supp I)" 

The sewer system ill Addis Ababa i!' conllected to only 1()(I() units although it was Illiginally built to 

serve 38,462 units or about 200,(XJO people , 

It could easily be observed that the overnll Addis j\bahan physical l'Iwirollme.:tH is not that which is 

befitting of an international city, Not only arc there wide spread slums, as discllssed extensi\'ely 

earlier, but also the condition of the roads, (which stands al density of 15,2%) pedestrian walks, 
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traffic island gardcns etc arL' rather di ~ lH"arrl"lllll ,I~ . III additlotl, rill' 1:I\ ·t Ih ,lt thl' l'n\'If'lJllIlll'nr.d 

re~lIati()ns (Jfthe ciry arc nllt pmj1L'rly lI11plt'IlH'llll't! call'l'~ lilrrllL'r ,lIf,lalld ;1I1d watL'f pOllllllflll, It I~ 

not uncommon to see hean' tOlcb ill till' Ci!\' that ~pil d,lrk ~ n\l)kl '. I\I\'L'I~ arc SI) pollllfl'li that till'\' 

smell had a mile awa\'. 

Thc total road area CIl\'l'ragl' of rill' capilallll ~IH' , I \\'a.' 1 7(,~ knl : , whll ·h IS Iln'" (,.1"" of till' IIIIal 

built up area (Jf the city. Thert' I ~ a ~t,'ady Inc rL'asl' III till' road length frol11 \'car to \'l'ar. 1'lIrL'xa lllplL' 

the tlHal asphalt mad length 01 (,Hlkl11 In II)I)H ILlS glllWII til 77Hk l11 III ~1Xl- 1 (l'altl,1I 1\L'ptJII fin 

Developing ( rhan Indicators, ~I)()~) ThiS IInlHfI\'l 'nH'llI , thllllgh doL'S ha\'l ' l' Il\'i"1I 111H' llr.d 

consClllicllces, is still Important as an 1I11t'gral parr l>t lalld dl'l'L'lopolL'1l t !r Ir II rhan grllwth , 

The real estatc dcn'luper, hencl', IS faced with a difficult SC\' llalIfJ ()Il ()IlL' h,llld, cO lHrihlltlllg 

positivcly with ncw developmcnts replaclllg (Jld dilapidated l'stahbhml'ots IS l' nL'ouraging, ()II till' 

othcr hand, such human interfCn.' nce in the physica l t'nVlmnlllt'nt on'ds to ht, ciosL'ly checked so as 

not to causc filrthcr environmental dl'gradatIfJll . 

3.1.5 Competitors 

Thcre arc about 2JO real estate developers ()pl'fating in :\ddls :\hah ,\. Thl'lr total fl'glstl'l't'd cap ital IS 

G,l billion Et. birr. The total list fmm hhiopian IIl\'l'stml'IH !\utht Jfity is attachnl III the appendIX 

It should be stresscd here that then: IS hlJulld to he irmttatltltl alld distortloll ill this dara . The 

limitation is that not only is thc list incompictt, hut also docs nllt givl' infonnatioll with regards to till' 

performance of the companies, while the dist(Jrtlflll has to dt) with market iIllPl'l'fi: c tioll. l\ccnrdlllg 

to officials at Addis Ababa IllvestmelH Office, then.: has heen a ~teady increase III registration tlf 

investment liccnsc during times of cement shortage. This is attrihutahle tll the apparent privilch'1..: a 

real estate developer with invcstment license will have o\'cr pCll ple without licensc in getting 

prefcrence for gctting ccmcnt consignment. This he/she wlJuld resale at a plotil, hence creating 

market upset for houscs, In addition, this list is not updated as real estate de\'clopments who haw 

returned their license and not involved in the sector are flot deleted from the lisr. 

The ~:/ real estatc dcvclopments selected for the cOlllpetitive allalysis ;tn' -Ayat I{l'al I ~s tate and 

J labitat Ncw I;lower Ilollles, These Iwo n'all'statt's an: aillilng the Illtlst actl\'l' real t'statl's III tIll' City. 
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A. Ayat Re.?l Est.?te Developmel1t 

/.J)(rJlioll ami f)cSCri/Jtilill oj the O m:/I)/ 11I1rI11 

Ayat Rcal Estatc Dcn;hlpllll'llt I ~ lo ( ,lll'd III Yl'ka ~ uil c ll r ( r,Hl1l l' r J('llehl' dls lrtL' t, \'i " m 'd ,1 2 H, 

r..:ehcle (H) , l' Olell(' is ')Ill ' or til<' l' XI' ,IIISI ' )1l , IIl ', I ~' III !II<' I ': ,ISll ' lll 1'.111 .d .. \ddls ,\I) ,lh ,\ wlllL' il I"IS 

c'JIllinucd 10 attract tic\,el"llllll'IIIS or tldll' Il' 1l1 kllllb, hOlh fi Hlllal alld III ti I rill a I Sllln' IhL' I (n';l)s . . \ yat 

Rcal Estatc Dc\'clopmcllt hllcrpnsL' (:\yal fflr shfnl ) I ~ tht, firs t pri \'all ' I'l'all' s lall' tlt·\'t'lf ' pl'l' III :\ddis 

Ababa. !\yat got appro\'al of Its 11l\'eSIIIlL'1l1 plall ,lIlti appltt'll tin Jalld III I ') '):') . It tf)llk thret' Yl'a rs tf l 

gct lalld . '[llc processes 1II\'()ivt'l1 III !Ill' I.llld anplISlllf))1 sh'I\\'t'd hIgh 1('\·l·ls fli' IIlrflnllalll\ . TIlt' 

dcvclopment sitc was idcntified ily Ihe I\' al eslale tin'l'loper irrl'spt'c tlVl' of tht' ph asillg of 

dcvcllJpmcnts ofurhall art'as . :\n·'Hdlll)..: If I Iht' Illallagt'IIIl '11I or .\ \'al Ihl' ta t'l f)) S hlr lilt' t' IIfIIU' fi r 

thc site wcre the case to actlum' the lalld , least' Prlc t', accl'sslildllr of rllt' Sill', alltl topog raphIc al 

situatH)lIs. The area was all opell grazlllg lalld . This has l11illllllizt'l1 tilt' c ')lIlpeIlSal"lIl to ilt' paid to 

the formcr landholders. Thc devcloplllent an' a is localed al Iht' olllskirls of Ihl' urilan al'ea, so rill' 

leasc pricc was rclatlvcly low (Et. hirr 12'J/1Il=) . The silt' was accesslille via all asphaltetl madlhat was 

constnlctcd III th e I'JHIJs a!> part of the SpeCial II'lIlslIl)..: l'nlll'C I. hlrtherttlfll'l', J('lleile IS ')IIt' or I Ill.: 

districts for high (Iuality stonc quarrics in .'\ddis t\haha. llelll'e tht' de\'l'loplllcnt site IS I()cated ncar a 

vital constmction matcrial s()u!\:c. 

Ayat has plans to dcvelop ultllllatcly 6,S()() dwellings, shopplllg centers , puhlic facilit Ies allll 

recreational centers, Thc wholc dcvclopmcnt was planned to bc dc\'l'ioped ill st'vcral phasc:;. 

Lal1d acquisitiol1, dcvclopllU:llt pl:UUJillg :l1Jd spatial cIJ:lr.u.:tt:rislJ·Cs 

LJlld acquisitioll 

In the acguisition of land, Ayat negotiatcd with the I\ddi:; I\h.lha ( :ilY (;mTnllllt' nt as well as the 

farmers. 'lllc mcthods of ncgotiation uscd by Ayat with the F,wllt: rs include providing inccmiw:; 

(training, on ::;itc job, financc, etc.), disseminating informatilln '1II how the), will he treated by tilt' 

Addis Ababa City Governmcnt (AACC) if they do not cooperate, and also employing a privalt' 

security force to hold thc land , In thc ncgotiation for compcnsation, Ayat was on thc sidc of the 

farmers. More paymcnt for thc farmcrs would hclp Ayat to htCt thc land lIlore easil y than if Glnnl '':' 

were dissatisficu. Thc compcnsation was paid directly hy "yat hut the fcc was deductcd frum the 

lease price. The rate of compensation for thc farmcrs was ahout 5 Et. birr/m2. Thi:; ratc was highcr 

than the rate of compensation that thc City C-;ovcrnmcnt paid ill othcr areas . For l' xample, in 

Mekanissa area, farmcrs rcceived about Et, birr 3 .7S/m2, (Bcrhanu, 2()()4) 
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Thc SIZC of the development an'a If) II(' II ~ ('(I 1"11 hIHI SIII.l'. IS ;t1t"111 2'1." hl'l ' lan's. TIll'n' was 

disagreelllclll hetweell tht' City :\dmIlIISlraltllll .Ind '\yat 'III Ihl' palt .lI lal1d th .lI sllIlltid he " hahll' tl) 

leasc fcc raymcllt" alld "lease -free" land . Thl'llIgh I1l'glltlatl'1I1 all all'as lIsnl rllr thnlligh - traffic alld 

rcsidential opell spaces wcr\, l'x"mlllnl 111l11l 11 '.1,,' lI T 11' 1\\'1' \('1 , II W.I' 1IIIItkt"i\, Ih,ll Ihl' Sill 'S 

I' XI'I lip Il'll fflJlIl it-a ' l' itT wlluld Ill' kepI "1" ' 11 1,,1 IIIl' Jlllltifl . I Ill'll' h.1l1 .tlll 'ad \' IIlTl1 \' IIllatllln III II1IS 

provIsIon and hou ses \\Tn: alrl'ad\' cllnstnll ' tnl '111 "l'l' ll Sp .I(L'S .llId ' Ill pllJl s rl' sl'f\'l'd hlr p"hllC 

facilities in the appn)\'l'd plan . 

Ayat village was plallnl'd as a self-c llllt ;"IIl'lllll'lghllfllh,Jllll \\ 'hl' lI li tll\' 1it-\'l' II II1L'd It wl) lIld han' all 

nccessary facilities. :\yat plans tl) act as a dl' \'l'lopcr, not ,IS till' so iL- ,)\\'Ill'r Ill' all thl' fa c tlltll'S til he 

providcd in this village , 

HOlISe T)pes ulld Ihe l{e.rirlenlr'ai I',lllem 

Thcre arc maillly three hlluse types ill the dn'dllplllL'llr : I) stalldard hlJ\I Sl'S , 2) spl'cial hflllSl'S, alld ~) 

low cost houscs, Thc stalldard hf)uses wert' slIhdi\'lde d inll ) \'Ilia Iyp t' and IWII SH)rl' \' type ((; + I), TIll' 

plot sizl's fflr Ihe \'Illa I)'pl ' rallgl' rl/J1ll a II1IIIIIIHIIII III 22') III ,Itllllll ' l 'lll ' 1\\'1l SI'Jlt'\' hllll,t ' I\,PI 'S h,l\t' 

plots of 3!)U- S()()m~ , The millimum house arl'a III till' stalldard h/JuSt' s c atl'gorv IS Hi l m ~. TIll' spec ial 

houscs werc planllcd to be built Oil n.'lluesr . Size Ilf pillts alllll1tluse Iypes wert' Illlt de filled . The Illw 

cost type was Ilot rcally that lo\\' Oil cost. Thl' l\'rlll as used hy :\rat simply implil's the c llllstrllUioll 

would 1I0t h(' complete . N/J Sill' w/Jrk wdlltl ' d'IIIl' ,111.1 II/J 'l' IYICI' 'I";lrtt' r ",dllt"dl Ily thl' dn'L'i')lwr. 

The plot sizcs for this housc tyre rallh'1.' from Ill') III :?c,(}m=. Th" 11\IIIInllim Sl;-l' of a house 011 suc h 

plots is 25m~. 

Thc composition of houses was typically J\ddis Ahaha style. Thne arl' two bl()ck:; : the main housl' 

and a servicc quartcr. Concretc frame stnlC!1IIl.' and an infill of either concrete bl()ck or brick was 

used in the constmction. Nonc of thc houscs wcre attachcd to cach other (evcll those callcd low C()st 

houses). Thc main building matcrials uscd for fucadcs wcre cOllcrctc hlocks and red brick . In some 

cases decorative stonc was uscd ncar the cntrance. A front garden was pwvided ill most GISt'S . ThL" 

development does not have a gcncral water-hornc scwage disposal system. Instead, each hOllse has 

its own septic thank locatcd in thc frollt gardcll , \o'mllt rellces arc C()lllp()sl'd of stone work, CIlIICl'l'te 

block wall and iron works. Boundarics hetwl'l'1l plots ha\·e connetl' hlock wall of up til two IllI'ICrs. 

The height and dcsign of thc frollt fencc complies with tht: ( :ity's planlling stalldard. Ayat claimed tt) 

havc madc continuous consultatiolls with pmspcctivl' hllllll'()Wlll'l'S ahout havillg similar fl:llcl' 

designs. Thc one-timc and onc-devclopcr m()dc ()f dcvelopmcllt has produced a clear road Ilctwork 

and a unificd strcctscapc, Each block is developcd with (111)' Ollt' hUIISl' typc , Thl' development of 

houses of similar design for a fi..Jllcngth of block \vas rarc ill Addis Abaha. 
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Modalities oj //oIlSifl2, /)CI'!!lnpment 

Ayat startet! as a rcal estatt:: dn't'ilJlwr, hut .ll1alvsl'; I)r Its '111t'CltllllIS showcd that 11 was 111 ;11111\' a 

managemel1t cOl1sultal1t rather rhal1 a lk'\"l'I"pt'r, CllI'l1ts ,'h')lI'l' .1 1, II)r Sii'l', I')('atlllll alld hO\lsl' t\'pt' 

Tht::)' als/J CIl/)/ISl' tht' lIleth/Jd /Jrpayllll'lIt IlIlIlI '11Il' ,II t\\" l I)l'tl' IllS I) "asll, or~) II10rtgagl' , Tltl' Llsh 

methl)d I)f paylllellt was arrallgt'd III slIdl ;t wa\' tll.tt .-IlI'lIt :-- I'.IY III IlIsLtllllll' lIl S 1'11)1"JlIIIIII ," 1'1 till' 

progr<:ss of thc C()l1SrnlCtll)n, :\t cOlllplctlllll of thL' Iltlust', tht' clil'llt 111llSf han' p;lId all C()s ts, III rht' 

mortgage systel1\ the clicl1t was rt'll"irl'd to pay (III"" 'It' Iht' l" lllstnll'II'llll"IS! ar rill' hl'gllllllng al1d tilt' 

remaining 4()O/ '1 with Il1ten'S! 'l\"l'r "I' til thlrt\' yt'ars pl'fI'lIl ( 'lIll1 ' llIk thl ' 11I'lrtgagl' lillnl or hflllSlIlg 

developmel1t was I1l)t operatlol1al. Thl'n' aft' als'l h'lust's Whll'il :\y .1I II\tL'l1ds r'l dl'\'l' lllp With ItS OWII 

capital, al1d st'll tht'1Il ('Itltt'r ('JI' ,' .1S1t I)f IIHlllg.lgl' , lillI, III0l' h'llI s,'s rL'I''':Sl' 1I1 a \Try slIIalll'an 'Ir 

the deve lopm(,11 t, 

The developer was workil1g ma'nl~' with cllt'ltrs' captral. TIlt' clll'lItS Sl'l'1II rll Ill' shar,'llIlltll'rs and till' 

developer simply a mal1agcml'l1t cOl1sultal1t. Thl' fitll -c 'lst - cash-paylT grllllp c'll tld h;II 'e taken land 

from the Lcase O(fice o( till" cit\' atilllinislr,lIi')ll all" ('llIl'll)\'l'd a "'llIlr.lI ' ll)\' Till ' 'llIJllg,11',"\'s "'lItI" 

have borrowed 11\')l1e), had tlte,,: l>el' lI accl'SS t'l III)USIIIg lilt;IIICl' , I'lte I'lglcal COI1l: IUSI()1I limll rhls 

analysis would be that potcl1tial home huilders wcrl' ohligt'd to rl'sllrt til such L'Xpl'nsl\'t' options 

mainly due to the obscurity and the il1l'fficiel1cy I)f thl' lal1d dt'iI\'l'I\' s\'s rl'l1\ a III I 11 ll' IHlIl -l'l',PClI1S1\'l' 

flllallcial system III rite COUll t ry , 

During the 1997-20()() pen()d the C()llStnlCtlll11 of housL's was carriL'd out hoth Il\' ,\\'at Construction 

I3rigade al1d labor c/Jntractors, TItL're was 1111 third party til chL'ck thL' 'iliality fIr ,',,,lstnlct\l)I1: thL' 

technical department of the City (;ovcrtll1lcnt had no capacity to contl'lll COl1lp!t;lIlCl' to approvl' d 

plans, As a result clients had to accept what was Oil o(fel'. But hy 2()(J(1 :\yat was pL'l'~uadcd hy the 

City authoritie<; to e01ploy two cOllsultant firms to supL'l'\'i~t' ('ollstnll,tioll worb, I twas o!lSl'[\'l,d that 

client.s have various demands that could not he fully satisfied wlthour the intel'\'l ' lItlol1 of a third 

party, The intervention of the owners during constmction might hl' good filr the fin ." result; hut this 

is a peculiar form of real estate dewlopment, 

Socio-ecrJllomic groups served fry Ayal 

Cost 0 f development for the lea.q size houst' (two rooms) on the least size plot (I U.1m2) amounted 

to about 45,000 Et, birr (as of 2()Ul), The sale price of such hllllSl'S was ahout S(J,IIO() Et, hirr and 

57,000 Et birr for cash and mortgage, respecti\'ely , I f the sale was on mortgage, it r('cluired an i.nitial 

deposit of about 25,000 Et, birr. "l1,e r<:mail1ing 32,UU() li t, birr had to be paid O\'t'\' a maximum of 

thirty years, This requires a monthly installment of about 125 Et, birr. Assuming that all capital will 
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be borrowed from co III I11lTc ia I hallk ~ (at Illtt ' rt ' ~t ratt' Il( 1II,:1 IY" per allllllm) thi ~ Ifla11 I ~ affflrdahlt, III 

less than .1°/n of hlHIsehl)lds ill :\ddl'; :\haha .\llln 'fl\'(' r Ihl' 1I1ill.11 dt' llll ~ il fd ' 1:1 hlrr 2:;, 11(111 i ~ ,I 

burdcn that most h()usl'hnld~ l'alll11)( ,Iflilrd tl) 1' ,1\' 1'1ll' :;aIt' I'l'In' dnt'S 11111 St't' lll III lIt' 11I11.lll'd 1 .. 1' 

Ihe standartl of C()II~tnlctlflll l'l11plf l\'('[1 hl'!\' Thl' It'aSt' rn' (whic h al'l'fllllllnl '; Ir ,11l/l lil ,111"" 1) ( Ihl' 

CI)IlSlnlctioll Cost of Iht' ~ In ,dl, ' q hOll ';(' ) ha ' "f)lIlfrilllll'l1 III Ih, ' 111.1',11 111 ',1 I" rill' 111111 '; 111)', 
dt'vt'I')Pllll' III , 

The lll\'estigatioll cOlltlucted In ItIelltify the ~11C IfI -I' C I1l1lllllic groups wh() would hl' lillUlt' reSIdents (If 

/ !yar mender showed that they an' high 11\('1)(11(' IH'r~ llIl ~ 1111t'1 ;lIll1g 11) Ih, ' 1'1'1\';11(' St''' 'llr, ,\lth(lug ll II 

was Ilot possible t() confirm the prnp()rtllll),I1('Oplc will ) II\'(, ;llld \\ 'f) rk ahn ladl:' lII SIilute a suhslallli ,d 

part of tht' futllre IHI1l1t" I\\'I1l'r' III Ihl ' dl'n'IIlI'I»"III I' Ih" I ~ Ih l' I ' a ~ t ', tlll ' lI II IS likely Ihat 1111' 

economic status of the legal IWI11('o\\' llt' rs .Il1d Ihe ;lc lual n'sll1t-llts would \'ar\' , The ,lh ~t'1I1 1't' 
homeowners may ["('nt out theIr dwcllillgs fH Ihey may ha\'(' a ,'; t'ColltI Iwuschold or riwir f)\\ '11 

occupying the dwellillg, 'Illis siluatioll will c realt' all arl'a wilh a dual SYSlt'1l1 : a Ilflusillg class clearly 

indicating the occupants and housillg class with differCllt occupalll / fl\V11l'f Slal11S, \[(Jrl"lI't' r, : \t ,1I 

real estate de\'elopment is likely If) he all ISblld f)f middle ,llld high IIll'Olllt' gl'flups alllltl \'( ' 1), 11 ,\\' 
in(r)!llc households , 

B, J-Iabif:1f New Flower //OI1JC,<; Pic, 

Descriptioll of Estate 

Berta-Habitat (eM(:) housing estales arc foulld al tWI) Sill'S ill /\ddis /\haha : al I ' fllt'll(', 1l(' ;II' Ill(' 

Special Jlousing ;tlld at Kaliti , Bl)th si't:s are ahout I () kill away fmlll Ihe ( :It)' Ct:ll1t'1', [[ahllar I l'll' 

Flower Homes Pic, and Berta I lousing [)('\'cloplllt:11t ()rganizatiun art: siSler cOlllpanies, The firsl 

specializes in real estate ue\,elopment planning, uesign, and markel ing whilc tht: latter ope rales as a 

contractor. These establishments also have affiliated companies that supply wall, flf)()r, anti coo fin g 

materials and workshops [or the production of n1l't;ti and wood components IiII' buildings, /\s a 

contractor, Berta has experience in land anti housing de\'elopmcnr as early as th l' mid 197()s, Thl' 

town houses it developed at \Volln Sefer in Addis Ahaha exclllplil)1 its approach , This gatt'll 

community has a well-organif.ed servicc systclll with limited accessihility to olltsitit:I~ , 

The real est;tte development at Kaliti is locatcd ahfllit H(J() mete rs fro lll I )c1He /.e it l{oat1 , Big sto res, 

workshops industrial and agro-industrilll plants occupy the area arountl the housing estate , Kaliti lies 

in the Southern part of Adtlis Ababa where the majorit), of industrial estahlishments are locatcd . This 

estate was a dairy farm for over thirty years , The site belonged to thc Bcrta I [ahitat own e rs' fillllily 

since the private landholding period, J{cgardless 0 f its location and the neighboring properties, this 

Marketing Real Estate ill Addis Ababa --- - ---- 61 



housing estate is designed as all l'xclllSI\'C 11I ,1~h ,'I.ISS 1, 's ldelli lall'Sral l" , :\1 l'l)ll1l'klllll', Ih, ' l"SIarl' \\'dl 

have aholl! :2(J() h'Jll1CS, all artdicl.!1 I.lk,', ,llld ,Ill III dllllr as \\"l"1I as Il1Itd'lllr rl"Vn'allllllal lacdlill'S, 

(Rerhanu 2U{)-I) 

1.Dlld acquisifioll, [Jel'('/fJp",ellf [)/IJI/lIIII(~ (/1111 I'pilfi,,/ ( /lIII"III/NllfI,1 

As mentioned earlier, till" Ilahilat \!l'W 1:IIl\\'l'r 111l1lll"S hllltSlllg l'st,lIl' al I" tilll was plannl'tl 1)11 

previously held land , Tht' IHIlCl'dlln' fllr Ihl' CIl Il\'l'r.;1I1 1l III' lalld lISl' starts wlIh a lalldht,Ider ,lpplylllg 

for change of use hy pre~enting pOlJCc t pndik , Ifplalltllng l'II Il Sl"IlI IS g)\','Il, t1ll"n sill" planning alld 

design for capital prr'll"cts wtlIIHI)l"l'l"d 1 tplill sllhllll sslll n Id till' pl' lpllsnl I.lyfllli ,lIlt l dl'Iad lk~lgll~, 

the City's planning and hllildmg perllltt departllll'tlt r\"\'ll'\\,S till" IHllllllsal and lIpfln hllfillllll'ni I)f 

requirements a huilding pennit IS ISSUl'l1. I kwltlper.; an' "XI1l"ctl'l1 "I adhnl' Itl Ihl' appl"Cl\"l'd ~"l" 

subdivi.~ion plan and hllilding I.lyfllli alld dl"Iail dl'Signs , Thl" dn"("lopn has passnl Ihrollgh this 

process but the amhiguity ahollt spaCt' standards alld ahollt Ihl" ptl\\",'r ot" th,' (: ily (;O\,,'rtlllll'nt till 

land held period to the It:aschold po\tcy has ct)lllplicatll)ns , I f a dn'c1oper htlfils Ihl' minimulll 

standards, subdivision plans and huilding designs clH lld h" appro\'('d , Th,' lllll'Slioll is in till' :Ihsl' nt'l ' 

of a maximum limit for land holding a III I clear spacl" standards, whd\' at thl" sa Ill" tlllle ,kclanng lalld 

a public property, what arc the cme na for Sill' dC\'l'loplllcnt~ Spac,' standards shollid hl' applicaldl' 

city-wide, Variations may he acceptahle to a cl'ftain 1e\'CI, hut in a city \\'hne h()rizllIl!alexpanslon is 

to be curbed, where the size I)f land flH indiVidual allocalion IS getting It'ssl'l' and lessl' r, thl' 

development nfve!), wide grel' n - fi,'kls in till' sl'l'\'il'l'~ arl'as IlrtlH' ( 'IIY slll'h as Iialltial Nt'w 1;lowl'\' 

Homes Department, produces IneffiCient urhan system, 

Housing Types and J)/~ysifa/ Dm:/opmCllf 

This housing estate has basically six types of IUlllses, The plot sizes range (film ~5()-1 (lUll 111 : and till' 

area of the houses from 72-:289m1, One of the peculiarities of this hlHlsing estatl' is tl1l' usc Ilf 

basemellt floors for service rooms and the incorporation of carports within the maim huilding, Thl' 

Eastward slope and the larh1C size of the estate has facilitated the usc () f h ase ment floors, \Vhe n the 

site is fitUy developed, it will have shopping f,lCilitatl's, a gathering, catning and indoor as wl'lI as 

outdoor recreational facilities, and all artificial lake ill lieu of the wetland wilhin Ihl' prell1lSl' S, TIll' 

developer plans to create a gated-community wherl' thl' hOllsing ('stall' will hl' self-sll fficil'nl, re ncl't I 

and gated, InteOlal roads and facilities will he privately owned, This might he a natura l reaction a~ 

the surrounding area is not of a similar standard, 

AiJordability of the HOlIJi/~g Estate 

The mi.nimum cost of a housing unit at the Kaliti site is ahout I':r, Ilirr S()(J,()()(I, TIlt' method or 
financing the development is through users capital. Each house is dl'veloped Ii)!' a real client. 
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/\pplic;ults register h>r a h()u~e Type alld pll)T ~ I;tt' ,)f Their ')WIl ('h'lIn' , I '1)'1I1 agnTIllL'llt, l'lll'l lI~ ;Irl' 

requireu to pay a dowll payml'1l1 of ,"lIllIT III"" of Ihl' (")~T of lilt' hOll , l' 11'1)(' tllL' y (' IIf) ,\" 1'1 lL' 11 , 

client~ are [('lluired to pay ill",dlml'llls ,If ('nlalll slag(', of Ihl' COllslnll' llt)11. (:lll'IlIS L'all l>rtll,l!; Ihelr 

OWII supervisor to IIHllllfor lillallf\' alld pan' of l'OIlSlnlL"lI'lIl Ikrr,1 ;Il'IS ,IS ,I (" lIlIl.l, ' lor alld Ilal>II ,1 1 

11'1I11t's ;IS a c' lIl~lIlraIlT III Thl' d('\'('I"llIIH'111 IlIfI"" S 'I hlflligh iiiI' ,111 , 1I1.1~('llll'llI Il.lhlf.lI 111l1t)('s 

super\'i.~cs the works, aUThl)ri;t(,s \'artallfJIlS III dl" lgll ,II rJ\(' 1("ill( 'S I ,>I, 1I "'''II1l'IS, alld als'l 111',1:')\1 ,11( '" 

costs for the \'anatlollS With The C lll' lll ~, 1'1lL' \\'I1IJIl' '1 llL'Cl!ltlll rl'Sl'IlIhk', ,I Ilflrtllal ')WIIl'r-c oll~ulralll ­
contract()r (I)rm 1)( L'lJIlSII1Il'fIIlll ll1allag('I1ll'11I \ ' ,111,11)1111" tilal ,11( ' ,II""'llI ,dd" "1 Ihl' dt'\'t' I"I1l'r ;11\ ' 

thell spcclficd ill the agn:l'Il1('nt I>el\\'('l' lI L'UsT')m('~ alld Ilallilal II'"IH'S ( : usl ') nlL'r~ can lloT ~Pt'l' tf y 
diffCrcnt matcrials that thc sistl'r companies do IIIH prl)dllCL', 1I')\\'l'\'\'r, with III Ihl' limits 1)( IhL' 

agreemcnt, customers are assured I,) get a properly 1)( Iht'lr Ilklltg \\'llhlll Ihl' TlIlI l' alld The l>lIdgeT Ih( 'y 

agreed with the rcal e~tatl' developer, though Thl'l'l' ha Iwell \\'Id,'sl'rl'ad \" llllplallllS wilh regards t,) 

timcly delivery , 

Socio-((onomit' (;rolfpJ Jm'f:ri ~J)' /he I :'.I /tl/e 

Thc cnst of h()lIses is ;1 g,)od illdicall)r 1)(' Ihl' ('('''I\flllll(' grllllllS 111 1,\, '1'1"\,('" hI' a It'lIISIII.1 : 

ucvell)I)(t)ellf. JII lilt' SIIIJwcT 1t'lllSl' COST I>l'lIlg OVl'r Italt a 1111111011 1,:1. 1>11'1' , Ihl' CUSl'lml' ls ot Ihls n 'a l 

estate developer must be high-illcome groups, I twas nllt p1)~slhk TI) gl'T ~ufficiL'nt Llata to dl'scril>e 

the social and econnmic characTl'ri~tic~ ()f L'iil'IIT~, hut discuss ioll s wilh fl'w elil'llTs and IlalllTat 

J Jomcs inuicaTed that the lllaJIlrIT), arl' 1': ThloJlI;tns rl'sldl1lg ahroad alld fi: \\' Illl~IIll'SS operators III rill' 

country, In fact, most of tile clicllIs arc not sheITC-r-lll'ed)' hou se holds , l{arllL'r, the Jlun,:has\' o (ll1lllll's 

in such real estates is part of accumulatlllg property <lnt! a way of up\\ 'ard Illohdity III sonal and 

economic sp he res, Those ill tervit'wcu indicated thei r pre fl' It' nL'l' Ii) I' T hl' l'sta te on IfS l' xc IU~lvellL'ss. 
the high quality 0 f its in frastnlcture and open space stallc/ards, 

3.1.6 CPM Analysis 

The fuct that Ayat Real Estate PLe is the fi~t real estate devel()per since tlte f;lil of the l)er,L,'1le and 

the fact the Habitat - Berta is a merger of companies with markning and extensive consrnlcti()n 

experience make them close competitors of Sunshine ( :o nstruction 1'1.( : lS unshinL' (ill' short) in thL' 
real es tate sec to r. 

Using the aforcprcsemed information alld through further consultation with clients sales agents, 

architects, developmellt plalllll'~, alld l'lIgilll'l'I's 1)f Thl' IW1) C1)IIlPl'TIII)rS Thl' fiJIl()\\'lllg cUlllpe Tlti\'l' 

profile matrix (CPM) is developed , 
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Sunshine Construction I-b bi ta t - fie rta N cw Ay:1t Real 
I Critical Success PLC (Real Estatc) Flowcr Ilomcs Estatc PLC 

Wcight 
, 

Scor 
, 

factors Rating Scorc Rating- Scorc Rating 
c 

------ - --
Location & II.) ·1 I ~ :l (1111) .\ II.') 

neighborhood 1 
i 

- - -- - - - -- ---- ---
Imagc o f company Il.~ ·1 11.1i .) 11 .(, I II .:? 

(promotion) -I 
Financial position 11 .1 :l 11 .:l .\ Il .:l ") II") \ 

-- I--~ Product Quality II.~ .1 I J.(, :? (1.-1 

(workmanship & 

finishing) 
f--- -- ---

Delivery nnw () .I I 11 . 1 I Il.l I (i. I 

punctuality 

Customer scrvicc O.\lS --I (1.2 ·1 (1 .2(1 I (I.( IS 

Price compositcncss IJ.l)S 1 (1.1 S 2 II.I ') (1.1 -
Total I.{J(J :lAS :U,!i 1 .HS 

. 
Kcy: IlIC ralUlg v:uu('s are .. lollow.: 1 - 111.1''' w('~ kJl(·" , 2 - IIllllOC Wl'okll'·", 1 - .1I11,"C 51"·111/,11., 4 - lIl'I"C SIf(' lIg,h 
(David, 1999) 

A note on the critical factors selected for the ( :I'l\1 analysIs IS in order. I t is apparent that getting 

developed land with a good ncighborhood is considl'rcd Vl'ly important lilr real cstatt' property 

purchasers who are mostly upper class pcople. 

As with othe r products, real esta te m arke tlllg IS heavtly III nUl' nced hy till' IIllage I) r thl' dC\'e!Opl'r. 

Custolller alld the l:,'Clleral public develop this imagl' with IIlfillCIICl' from advertisement anu 

promotion. In addition, thc history of the company is closely checked by most purchasers hdi)rc 

making a purchase. 

The financial position, product lluality and pllnctwtlity of delivery arl' interrelatcd factor.:>. These 

factors influence the constnlction competence of the develuper. In general, it should be noted that 

construction project management, technical competence and financial capacity arc the majo r 

elements of the constntction industry of not ollly Addis Ababa but also of the e ntire country. These 

elements arc so poorly cultivated that the cfJnstnlction indust, )" and hcnct' thc rcal cSlatc 
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(kl'elopment ~ect()r, is ~uffcnllg fnlm dl·la\"\'llp!1)Il', ·I:-; . p')I)r \\·,,,-kmall,hlp alld tilll:-;hillg alld c lallll ~ 
alld cf)lIlllL'rclail1l~ (rom parrll':-; \\'llh 1Illtidtill('d ,·')!III.II·llI.d .IgI1'l'IIH ' 11I~ 

C: u~tf)l1lt'r serv ice i:-; hl'CO llllIlg IIIf)n' ,lIld 111')1(' 11111"111.1111 1 '~ I'n ' l,dl\ t'lr ' l'n'ln' 1I1l11l~lrll'~ . \fll'r Ihl ' 

opellillg up 'Ifthl' 1': r1WlPI ,tlll"" )!If)!II\' t"llI ,lIk"l t'"1 1·· .. 1·11",'1'1.1111,,1'1111 · ... ;1., .111' II'ot 'lid\" I h.tlll ' II" ,I' .] 

to prodllct: lII'If\' \\,111> hl' lll'r lillalll~' alld ~1' 11 al 1" 11111'1'1111\'1' 1"1l ',·,; ],lIl ai " , II) IIl'al Iill' ClI~"lIl1l'r \I 'IIi1 

utnHlst rcspt'ct. Th'Hlgh a 11 l' \\' Cfl llCl'pl 1'1 1': 11>1' 11)) ,111 11l1 ~1I 11 ·';'1·';. l'\1~1I)llIl'r ~1'IYIlI' I>a~ hl 'l"1111,' ,III 

importa.nt factor ill markl'tlllg rl·a l,·~ tatl' 111 :\ddi :-; :\],aha . 

Apparcntly, prtce c()mp<.:titi\'ellt'~~ though Ilot as IIl1poflalll r'lr lilt' 11I" .iI IIIC( )Illl' grollp as Ii,,' thl' 

middlc income, IS still an IIHlica lioll o( comp,·IIII\·clll'Ss . II glll'~ \\'lIh l)lll s. tyillg Ihal 11ll11rIJ\'l'IIICIlt 111 

tcchnoloJ...'Y both in miltenal" alld IlICtllfJ\1 of l'/IIISrnll ' llIlIl l'flllid Il'ad II) 11)\\'1' 1' ,'<>II~ lnll'llI lll L"ISls. 

This is exclllplified ],y thl" :\ddl~ :\haha 11'1l1 ~ lIlg alld (;'1'1. c<> IIah<>rarlllll ( 'olldilinilllulll II()lI~lI1g 

Projcct, which ~sultt'd in a IO\\,l"ft'd C() II~rl1lcrioll C<>SI. Tht' It· ror,·. Ihl' n'al"slall' dcvl'lopl'l's arc all 

poor with regards to their price cOllllwtitin'm:ss alld <ill lIot yt'l SIT till' 1Il'l·d tIl tackle till' isslll" 

according to table 3.1.16.1, :\yat IS rated hl'low aVl"fagt' (2.~). whl"fl' as J I:thllal Nt'\\' Flowl'!' Iloll1l's 

are just above avcrah'l· · SUII~hllll' IS dOing t'XCl·PIIIIII.dly \\'dl as ' ·'IIIIP.lIl·d \\'lIh Ihl' 11>rtlll'r 111'11 

3.1.7 EFE Analysis 

I laving slich it backgrollnd Oil tht' l'xtt:rtlal lIIarkl'!llIg l'II\' lflllllllt'11I alld lIsillg rill' extl'rnal filctor 

evaluation matrix (ErL:.j ~h()wll hel()w, the finll~' respollsl' to extl'rnal t'llvifCJnl11t'lltal thrl'at~ alld 

opportunities are analyzed. Ilere the factor.; are arrived at thfl>ugh clJlls\lltatilJn with differcnt urhan 

planning, architectural and engineering consultant~ a real estate del'ci'llwr, two Il.'all'st;ttl' lila rketl'rS . 

In addition, the researcher's Judl:,'lnent and experience i~ aL~() used. The welgln given to each extcrnal 

factor is also arrived through the samc proce~s . I lowcver, the rating is based on in -depth interview 

of the Marketing and B\lsine~s Development Department I Icad :tnd Fn)~ill('('rillg Se rvin's Ilead 1)( 

Sunshine Constmction PLC. C\!oreover, personal ohservations of the tWI) departlllC'llts in aClion and 

consultation with engineer.; and salcs agents of these departlllcnts have 11('l'1l lI~ed . Flirthenl1lll'c, the 

researcher's experience as Cllstomer of Sunshine ConstnlcriOIl I'I ,C has aisil provcd illstnllllCntal ill 

this analysis. 
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Key External Factors l Weight I Rating I Weight Score I -
( Jp/,lIrtlllli!y I -- -

I Impmvl'mL:llt III lalld policy 11 . 1::' ' \ I)JJII 

2 Illcreased h()U~illg demalld ill the 1:111' 11 . 1::; , II ., IS 

- - -
3 Glohal tre nd of specialization III hOUSlllg dl'lll'ny 11 , 111 ,I 11.-11) 

4 Covcrtlml'llt 1 ~llc() ura )...'t'I111' l1t tl, tht' Sl'I ' lIH II \1 ) \ Illll 
- - - --

Threat 
- - --- -- -- --

1 Lack IJ ,2 I) f trallspa rellcy ill C\I rrylllg !.il1d 11\ -; lUll 

:2 ( :cml'lll <": l'OllstfllCIII'1l Illall' n ,d avatlalldill' al1d 11,:2 \ II . :2() 

price escalatioll I 
- -

3 Lack ofDevelo(1l'd lalld lUll 
.., 

11.21) i -

4 Lack of private fillallcl' II . \11 \ II . \11 I -- ------ I To till \.1)11 ') --_.:1:1 I 
--~ --- --, 

Key: R211J1J!, of .. = Ih" n''lip''Hl~C' JI~ ~ 'q)(,rllJr .. '\ = till" 1l ''' I H'"~C' I" ,11,0\1 ' ,1\'C' r.'g" , 2 =: till" 11' ''' 1'"11 -' '' , .. ,t\'c'r.'hl' , :11111 I tilt , 

respouse is poor. Rcspout;C ill this t:'lbl(' n ·btC:4\ III ('xtc'rll:tl ( ' II\'IPII III H ' IlI. 

The average sco re of2.5:l~ prc~crihcd hy D;II'id ( I I)IJC)) , i~ ~ati~fil'll. It is hl'IlCl' I\.' adily apparl' nt thar 

one of the leading firm~ III the indu~try, SUIl~hilil', IS oilly a 1IIIIc alII II' , ' an'rage lI'ilh " ~l'() n ' I)f2.::'S 

on the E.FE matrix , ' l1l1s says a lIlt ahout thl' Opl'I'atlClIl of the real ,'Slate market. l lnlikl' till' 

developed world, the Addis Ahahan Illarkl't i~ tllinan t " r Illedillnl' 1\'~ J1"I1 '; l ' "r r,' "l l'S l.lt\' dnT IIlPl'I" 

to its external marketing environment. 

3.2 Internal Marketing Environment Analysis 

As mentioned in the methodology of this projecr in depth intervicIVS were carried our. T\I'o 

managcrial staff, Marketing I lead alld Ilcilt! of Ihl~lIlc~S I kl't"lo(1llll'nt and \'ul>"c \{clallClns Sel,'lce 

and Engineering Services Head were interyiewed . In addirion, onl' Illark l't llig pl'fsonllcl and Clnl' 

development cngineer were extensively consulted. The intervicw schedule is attached in the 

appendix of this paper. fourthenl1<)f(" some relevant source doculllents thaI Wl't'l' furnished hy rh,'s,' 

people are included in the appendix . 

The interview questions are categorized as general, marketing resea rch and infotlllatioll, overall 

(marketing) policy ant! tactics, the product, marketlllg ~trategie:-;, market sl'gml'n tation , selling 

techniques and internal (overall) environment. Though mos t of tht: inrl'rviews lastnl m orc than one 
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hour and though the sa mpling I~ 1l1e)(l.' Ill' CClIl \ 'l' llil' ll cC sampling, cart' ha~ 11<'('11 Takcn nllt Te) 

inTroduce hlils IIlTIl Thl' anall'sl' J'l1l' IIlTt 'n'It'\\'S \\'('It ' n'cllrdl'l1 and ndl.11lSTI\'t'll' Tlall St' nlll'd , TIll' 

notes that were taken du rang lI1fe '''It'W we n' t'e lI11pe llllHiL'd with rill' T rallSl'npT le )n Te) IHe ,dul'l' ,I raIl'''' 

realistic \' iew of the intemalmilrkl'T1ng ('I\\'lre )11I11('nt, 

3.2.1 General Intenlal Envirolllllellt 

The interviewces co nfinnni the !;ICt That rl'al ('STaTl' agent~ which arl' nl)rtnall l' In\'IlI\'l'd WITh Thl' 

marketing of real ('state in Thl' dn'l'le,pl'l1 wllrid an' rare III .'\ddi~ !\il :tI,,1. :-;\IIlShlllt' ( 'elllsTnlt' Ti'lll 

PLC, consistcnt with This Trelld ha~ Its OWIl 1l1arketillg dcparTml'nT That I~ dln'cri\' al ' l'Olllltahk TI, tilt' 

Real Estate Development whldl IS a cCln' IIlI S IIH'~S , (I{l'fi:r Til l'X C l' lpT ~ CI( ( :IlI11P,IIlI' I'rolilt' III rill' 

annex) This business ilrm l~ in tum dlrLTtI\' acceJllllTahlt- To thl' 111 ,lllaglllg din'CTIlL III addlTillll, IT 

works closely with the other serV ICl'S 1)1' thl' company such as l'nginl't'rillg and material proliuctH)n 

services, Sales arc usuillly dOlle Thrllugh ~alaril'd markl' Tillg : l gl' llT ~, Thou,l:h The fll'rf;)rt11anCl' I,f soml' 

extemal people \vorking fiJr COllllllission cannot he discountl'll. f.',lllplllylllg an l'XIl'rtlal agent wllllld 

have definitely aidcd the cClmpan)' to ha\'(' mllrl' markl'llng informaTIC)ll. 

Sunshilll: ( :IJnsTruCliCln 1' ,1 .. <: parT,t:lIlatly Ihl' rl'all'sl:II(' h\lSllll'S~ lint! IS t'Xl'l'lll'11Clllg l' a~ y salt's, ThIS 

is attributable m ore tel the acute hllu~ing shllrtagl' Than any tiling, Thl' l!t-\'l'IIJpn ha~ ~tartl' d work OIl 

184 villa type singic -famtly hous('~ and owr :iIHI apartnll'nlS III Thl' p:t~T elllt' and half \ ' t'.tr~ , In 

addition, ')5 villa Iype real ('STall' hflllSl'S arc I't' lng cl' n ~ln I Lll'l1. TIlt' sail'S 1'1' Ihls la~1 l)alCh wa~ dOll l' 

in the past month , J\ll of thc~(' housl's found hlll'l'I~ in nl) tlml' co nlinn lng lilt' I ' X I ~tC Il Ct' of l'a~I' 
sales , 

Sunshine bought land on le ;L~c from The CIT)' administration ahull t Th !\.'l' Yl'ars agl) , The land 

acquisition process was lengthy and cumbersome, It cntatled Itngthy neg()tiations \\'tlh no prol1li~l' 

of positive out come, Finally, after the ' rca l' c hall)..,'1,' of thl' municipalilY admi nis tratillll in :2 ()():2, tilt' 

process was smoothened and the land was ~l'cured, TIll' tolal plClt area Clr land ~t'curl'd for IWlISltlg 

real estate is 291 ,6:2811l~, 

The cllstomers of Sunshine acc Illostly the 1':Thiopian diaspClra (arollnd 7:)I~II) ' They art' m()stly 

people who \\'fluld like to own pnlpcrry ill IlClIllt'i ,lI111 or pl'Clpll' who \\'I)u ld like t l) Sllpport f.lI11ily 

back home , This ~mup is mostl y interestet! with thl' villa type or single t;llllily unit typology and is 

affluent enough to afford the purchase , Thc rest arc UpPl'l' ilnd Illiddk income.: It·side.: nts ()f the 

capital. 
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III addilioll, l1\oSI CUslOIIlt'rs ;\1\ ' "hscr\'('d III II(' .IIII.Il 'lnll" 11I1I' III}', Il'al " , 1.11, ' 11'"11 , 11l1 ~ 1l1l\( ' \lI ' I ' ,IlI ~ I' 

of its rcputatf()11 Accordill~ to till' !\Cllllg .\I.trkctlllg I lead S\lIl ~ IlIl\( ' 11.I ~ 11ll' rl'I'\l1.1I1I11I lit' hl'lIlg 

financially strong with a well -t1t'I'clllpl'l1 COIl-lnICi" III l1\allagt' lllt'1l1 ~y~II·lll . TllI~ I~ rt'ally luollg to 

pun:hasc~ a~ timely delivcry. which IS CIIIl~ldl'rl'll II, hl' dlrt'l ' lIy IIlthll ' llcl'l1 hy Ihl'~c compt'lcllcil'~, is 

onc of the most importallt wallt~ IIf tht' market 

Apparcntly thc cn()rll\()U~ demand for hllu~t'~ III till' Clly has madl' 1Ill' markt'ting pl'lIpk' It'~~ than 

cnthuscd to try and discover the market IIlfoflllalllJlI Oil Ihl' deal parllculafitiL'~ of Ihe property 

market, Thcy know vcry little alld are IlIlt h\lsy '~: aIl1l1l\g thl' mark('IIIlV, 1'll\'irOlllllt' llt . Thl'y havl' 

namcs of rcal cstatc devcl(Jp('~ but With rl'gard~ III markl't shart', Slrt't1glh , Wt'aklll'~~ alltl markt,ting 

stratcgy thcy have alnll)st 110 IIlformatllJlI. Till' olher n'a~111I fin thl~ mlghl hl' Ihl' tilc t that culturally. 

research is givcn vcry utrlc lI11portanct' , III SUII~hlllt' too, hUllchc~ han' ht't'll ndillg Its al'm'llIt'S, 

Though intuition IS lIot to bc totally discoulltl'd, it is prudenl til aid It 1\'Ilh rL'~carch fact , I I OIV\'Wt', 

gcncrally, thc staff C(Jnsider~ the compctition a~ we ilk wilh rt'gard~ 10 UIII.;(ruuilln I'XPl'f'tlSt', financial 

position and business ulldcrstalldin~ (most auually tend til be of "hit .1I1d-nln" melltality) , ThiS 

corroboratcs with persollal IIhst'rvalloll III 1Ill' rl'seardlt'r's fln flllll'r 1\\'1) n: al l ' ~!alt' de\'dop,'I':' 

mcntioncd carlicr, lIamcly /\)'ilt alld I labitat 1'.:I'W 1:lolvl' r IllImes. 

Government regulation with regards to Icasltlg land is gIven impllftalll.:l' in Sunshinc . This is 

understandablc since dcvcloped lalld is bccoming a scarce commolhty, llellCl.' tllming out to hc one 

of the key succcss factors ill real estatc dcvclopmcllt. In addition, sillcc Sunshine apartmcnts art: not 

completed yet regulation with regards to condominiulll housillg is givcn s''t'f)ndary attclltion, if givl'n 

attention at all. Thcrcfore, property malUlb'Cllll'nt of sold houses is IHH a hUfIllllg ISSUl.' 11\ Sunshinc at 

least for now . Rut it could hc sensed Ihat illl.lgt' cOllcioUSIlt'sS would IlIIlS! likely (ll'l,:,uatll' Sunshllll' 

to take up this rolc at least in thc initial few yea~ after suhmission . 

Performance of thc government, rcal cstate devclopers, custf)me~ and suppliers is raled fair hy thl' 

intcrvicwecs, Onc striking phcnomcna to nOll.' here is thc across-the-hoanj tendency () f customcrs to 

ask for modifications in dcsign. '/\ man's home is his castlc'. is tnre in evcry sense of thc adage . 

It is surprising to note that hanks arc compcting among thelllseives til gil'\' Illf)rtgage dcals to ( ) \Vner~ . 

However, up llntilnow, thcy only support customers who have paid S()U, u of the hOllsing cost. On 

u1e othcr hand, foreign companics who have employed Ethiopian purchasers who live abroad givc 

mortgage deals to them so that thcy could financc Iheir real estatc propert y. 

--- ---- ---- 68 Marketing Real Estate ill Addis Ababa 



3.2.2 Marketing Research and Information 

Markct rescarch in Sun~hin(" L' IUXIU)' rathn than ncce~~ lt\' , It I~ Ilot dl~pllll'li that market 

information is important hut II cou ld l'a~tly hl' Iloticl'd that It i~ IlIll lIrgl'lll , Thl'll ' I,)rl', m()~1 ()f till' 

information incorporatcd in this Sl'Ct1l11l i~ Itllltlt'(1 ill applicalioll lalilutil' tilll' If) Ih(s I'hl'Il0llll'Il011. 

t\skcd about the act'lal alld pOlellllall11arkl'l ,h,lIr flf thl' ( :olllpall\', 11ll' 1IlII ' I'\'H:\\'IT' I'llIrid Illlt PUI ;t 

fi!:,'llrc their allswer, just that they haH' Ihe 111)11\ shal\' of thl' market IS thl'lr dOI11I1I ,lllIlg percepttoll , 

As to possiblc past and nmlrc trelltis, lalld, C()tlstnICltOIl matenals, stalu~ Ilf loca l c()ll~tnlcti()n 

industry and abundance of cheap lallllr have hlTIl r,used hy Ihe Illll' l'\'ll'WlTS , 

Land has always hecn a source of power cOltilicl III 1':lhiopia , Thl' Irl'lld has hn'll fill' the 

govcmmcnt to hold land and favor group~ through hestowillg dC\'l'lopl'd lalld , ~ow the trend is 

very slowly changing through the lease systelll , (Refer tel Section 1,1,1 oflhi~ paper.) 

Cement has become one of the most precious cOlllmodities III the Clll\~tnlctH)n industry , I f this 

trend continues thell the cOIl!ltnlctioll mdllsrry's advalll'l' will ill' )..:rl'atly halllpl'lnl. Illlport "I 

cement is allowed onl)' recently and its effcct is Ilot yet seell , I II)penlll)" thl' ce ment shortage will not 

be as critical as in the past fcw year.;, 

Thc cOIlMnlcliot\ illdwllry is ~till all IIlf,lIl! III l~tll\IlPIII. It h,lS all l'l\Ut1IlIlUS PUll'II!IaJ ti)r growth , 

One of the strengths that it could gather from the envirollment IS abulldallt cheap lahor. 

The overall marketing policy and tactics of cl)lllpetitors was logically reasolled to Ill' very expenslvl' 

according to Sunshine's Acting Marketing I lead , Most real estate developers an: late int\) thl: 

industry when compared to Sunshine, Therefore, they are goillg through the most expcnsive pha:;e 

of advertising heavily, This Sunshine has already done through advertisement:; in television l~ radio 

programs, web pagc advertisements and adverti.~emcl\(s placed in prillt media such as magazines and 

newspapers. Bill boards have also been used , In addition, as trend sctter ill the real cstate industry, 

its acquisition of land has been publicized by the government through the publicly owned tclcvision 

and radio news , Therefore, Sunshinc spends comparatively less on advertisements, I t is now trying 

just to maintain its image through promotional activiti('~, A good l' xallll'k' is the \,\'urld CliP 2111l(1 

promotional program that has becn mnning on FM \{adio in the month of June 20U6 , 

Since most real estates dcvelopmcnts cater fur uppcr and middle class people, telc"ision is rated as 

number one media for promotion and advertisement, Sunshine throws big ballllul'lS and patties for 

customers, employees and its affiliates, This has fostered a kindn.:d spinr towards the company, 
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Though no thought out illCl'llrl\'l' ~c hl' IlH" n:i~t, rill' gl'lll'roll~ IIllcxlwl'rl'd rl'\vard n'Cl' I\'l'l1 h~' a 

machille operator has had ;1 Ilig l' flt-l' r fill rhl' Wfll\.. (orL'l', This Illwr.lrflr \\,<I~ ).:1\'l' ll a 1\ ' ~ldt'llll,d 

home as a bonus for long and fnlitfllll'mpl')\'llll' llt with the company, 

3.2.3 The Product 

The credibility anti lI11age of a It'al t'~rarl" dl'\'cilipn IS IlIll' I)f rhl' IllO~r lI11p"rlalll a~~t'I~ a propl'rry 

developer could not tIo withflllL Sll ll ~h llie ill Ihi~ rl'ganl rarl'~ Illuch Ill'lln rhan Clllllpt'lilllrs, 

However, other ;L"pects of tlll' tlltal augnll'IlIl'l1 pflltlUCt arc for Ihl' n\() ~t pari lll'gleCtl'tI , Though 

design modifications to meet customers' rellllirL"llll:nts a III I a vanct), of material choicl's from which 

customers could ch oo~e abound the agen t~' fUllctioll i~ Ia rgely o\'e r1ookl'l1. () f parr iClila r impilliance 

is property manab>crnent, Before, during and aftn dl'\'t'illpnll'llf ~ill' a III I target Illarkl't idl'llliricarion, 

building typolob'Y devclopmcnr, CIHl~tnlcttoll follow -up, Selltllg, alltl butldlllg managelllent arc parts 

of the product, SUllshille trie~ to halldle SOl Ill' aspccts likc Ihe sellillg Oil Its OWIl, hut the advalltage 

of input from specialized fllnctiollal agents could be a bettL'r tllol ttl produce amon,' l'llhanced 

product, 

Timely delivery IS very important III this industry . Ilowc\"er, delay in completion on promised 

date has proved to be a major cause () f frictioll between Su nshine and its customers, The rcason 

for this problem given by the engineering services head were too short an estimate of 

construction time, ovelWhelming housing demand and shortage of cement. 

The information sources on the augmented product delivery could Ill' hoth intemal and external. 

The internal access to such information is mw;tly through fi>nllal nll'(,tings held every fortlught. 

The external sources of lnfonnation arc consultants, both managemcnt and architect\lfal and 

engl.1leers. However, C\lstomers, agents professional bodies and r('searchers arc not used 

effectively, Stil~ some of the intervieweL's helieve that the market is reprcsellted hy the customer 

that specifics his/her needs . 

3.2.4 Marketing Strategy 

The marketing team is very important for the marketing strateb')' tl) lil' dlt:ct iw , To this effect, 

recmitment and selection of the marketing perslmnel at Sunshine is !-,rivcn due attention. 

Qualified people are invited to apply for the vacant posts and screened metiC\t!ously. It is worth 

mentioning here that recommendation hy inteOlal personllel is Lluite COlllllllJn and most cases 

result in employment. 111is is quite expect1ble in an African setting where references are given 

more credit than qualifications. 
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Rcscarch which could greatly aid Illarketlllg stratq~y IS Ill>! 1I ~ l'l1 to Idt'Iltify targt't gl'llUpS, Tht' 

reasoll for this is that salt's .1I't' t'asy .llld rill' hOllSIIl ,~ dt'lilalld IS 1J\'l' ndll'llllillg, It IS, hClll't', t'aslt'r 

to cxplam salcs succcss thall to try alld Ulldl'rstalld target Illarkets . 

For IlOW, SlIllShlilC IS Ilot illterested III St'\llllg 111' \\' IHIlIll'rt\' lIlllt! thl' Ill'xt I :, Ihillpiall N l'\V )'t'ar. 

Thcrefore, in hroad tt'rlllS, .1" l'xpR'ssed 11\' l'.lch II1Il'f\' \t' \\'I'l', SlIllShllll' Ilt'l'ds III Illltid lIS IInag" 

by stressillg currelH activities and hy expl\'SStllg Its (lIllIr,· growth pOlt·lltia!. This IS an illdicatHlll 

on thc cffcctivcncss of company commuilicatioll of Illarkt'tillg gllak 

Thc markcting mcssagc IS C()mnHIIlIc;\tl'd til till' market thn>ugh ;1 c() mhinatlon of dirl't:! 

0)fochurc) alld illdir''l't sdlll1g tt'Chllllllll 'S (t·()Ilt.It't lll'tWllI ks, I'"'"S alld 11.11\(lIl.tI Ill' \\ ' ~ .I).!.ell cy) , 

Press advertisemellts includc placemcllt ill Capitaillewspapt'r alld .'\1\1l1 wCt'kly paper. 

The marketillg activity IS fiJllowcd up through mectlngs . \Vccklv mcctlllgs arc held every 

Monday at Hcad Office allli site mcetillgs arc held evcl)' two wceks (()Il cvery othcr Sunday) . 

Such mcetillgs have helped ill illf'lflllati'JIl flllw alld art· IIlstllll111'l1tal to rill' SlICC,'SS of till' 

marketing c ffo rts . 

In such a big company, such as SUllshillt' It is incredihle to hear that thnc is IlO formal markctillg 

budget. Though thcre arc allocatHHls for marketillg activities, they arl' 1l0t planllcd alld telld to 

be sporadic. 

As part of thc marketillg stratcgy, the method of selling was in'lllirl'J ahollt. It was Ical'llt that it 

is the same as found in almost all other rcal estatc dcvelopers-Privatc Treaty. 

3.2.5 Market Segmentation 

Both competitors and Sunshinc cater for the samc uppcr alld middlc class groups. As already 

mentioned, this is the group that could afford such expellsivc housillg. This would currently 

cost around 3000 Et. birr/m2, 

Luxury housing in Sunshine's tcrms is sillgle-family unit typc~, whcre as 1l()1l-luxllry hOIl~ing arc 

located in multifamily blocks. According to the Actillg IVl;trkcring Ilcad the luxury coLlcction is 

not that luxurious per se . TIlesc houscs, howcver, arc of better (Illalit)' fillishes havillg biggcr 

room sizes and more filnctional facilities. 
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In marketing luxury housing all aspt'cts of tht' prllpen\' all' 11l111llrt.lllt. ( ~ ualit\' of dt'slgn alld 

finishes, elegantly fitted units, and location and locality arc alll'tlually lI11pllrtant, 

Observing the acute hflUSlllg nt'ed Id thl' l'Ity, It IS 11IIt slIrpnslllg II) hI' III II >rIlll'l1 that Sunshlllt' 

docs nothing to induct' sales anlOllg nl'W huyers , Though IIlflrtgagl' proccsslIlg is factlltatcd hy 

Sunshine, still this is dllllt' after sales has .dle.ldy laknl pLln' .llld SUIl ~ hIlH ' Ius I IIIII,l'tl'd :'i ll"" IIi" 

the paymcnts , The houses are used as collatl'ral !'Ilf nlflrtgagt' loans , 

3.2.6 Selling Techniques 

The selling technitlues used hy Suns hint' illclude puhlic rt'lations, hff)c hur,' ~ ,lIld partic ulars, pn.: ss 

advcrtising, sideiJoards and hoardIngs, dl'llHlnstratlflil using sho\\' lllllt S, tell' \'IS\fln and h'lardings , 

DIrect mailing and 1I1CentlVl'S art' nIH used , 

3.2.7 Internal Markcting Envirolllllcnt 

Currently the process of markcting invokes image huilding acrivitll 's, L'lIStl lllll'l:; pa yme llt fllll()\\, ­

up. malenal change relIUII'l' llll'll! and 1\' IllIl 'SI IHIlCl'SSlllg 1111111 <:Ill' llI ,lIld l clII slrll c lilll1 prclg l\'SS 

assessment of sold and new houscs, 1\s mcnti()lll.:d earlicr this is 111Onitorl'd using l1.:h'1.da r formal 

mee t1l1 gs, 

One clement ofthc inte mal marketing cn\'irllnmcnt is the cllmpall)' stnl c turl', The diagrammatic 

scheme is attached in tlle company profile in the annex , It was den'l()ped by an exteOlal 

management consultant, The devclopmcnt of the cOlllpan y stnlc tul\' \\'as Illad l' during a period 

of relative inexperience on part of the management, Now that the work is he ing done and 

personnel are more familiar with the re1luirC'ment of till'ir joiJs, f\ll,t111'r l\'\'iSlIlIl "I' Ihl' str\lct\ll\' is 

thought to be in order. 

Sunshine is staffed with qualified personnel with loyal attittllie towards the c ompany, This has 

made the intemal marketing environment conducive for hlcilitati()n of plUper design of product. 

Moreover. customers are treated with utmost respect and ('very little want the}' have is givcn 

importance , 

With respect to property development design. Sunshine employs thl! e)(p('rtl ~l' of renowned 

professional consultants, In this regard. Sunshine defUll!S the type of property that the target 

market is likely to buy and design is done accordingly, Hence. though specialized agents are not 

employed, Sunshine itself acts in the capacity of one, 
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Procedures that have ari:;cn through nqH'rit'ncl' on rill' joh art' heillg U~l'll rl) gO\Tnl dady \\'"rk , 

These have proved rl) Ill' efficll'llr f"r rhl' dl'allllgs of Ihl' company . II l~ \'L'r) Imp0rtallt f()r rt'al 

estate and constnrctU)1l cOlllpanlt'~ til han' SUL'h cOllduci\'l' t'Il\' I('(llllllt'nl:; , i"Inanclalmallt'l-:; art' 

settled promptly in Sunshlllt" \'( 'I)rk flrder:; art' processt'd effic ienlly , It I:; ullll:;ual ()f 

constnrction companies tl) have ~uLh 'Illllllth wIlrkillg procetlurt'~ ' I kllCt', II cfluld hl' said thaI 

this is one other area flf intl'l1lal srH'ngrh for SUllshlllt', 

The working atmosp hc 1\.' and thc ow r.dl climate at Su n sh inc i:; C( lI11nll'IHlahlt' , I ~mp I())'t'l's a rl' 

friendly and Cl)urtcous wllh t'aeh IHht'!' and .dsII wllh llulsldt'l-:; Tht,y .Ift' \Try t'()I)IH'r.IIIVt', ht' (t 

in handling customers or III working at technIcal mattcr:; (1Il tht'ir own desk , Tht' lighting of 

offices, thc posh fumitures and tht' exct'lient finisllt':; (If tht' Ilt'ad (lftict' huilding, l:ollllllunicatl' 

an ambicncc of good tlualitlcs and high cla~s , It has a pfl:;itl\'l' I III pact fln cu:;tomer:;, :;incl' it 

radiatcs thc dcveloper's a:;plratu)n for l' xcellcnct' , Tht' sitt' officl':;, .IS well, art' hy far tilt' ncatl'st 

looking that the researchcr havc :;('cn In mort' than half a dl'cade ,)f t'nginet'fing pmfes:;ional 

cxpenencc, 

If cement shl)nagc is tht' IlIlInhcr onl' t'xlt'fnal chalknge, thcn pf'I)ti::;sillllal (architl'cr, urh,ln 

planner or cnginecr) t1.IOlover is at thc top most of the intemal challcll).,"C list, though this might 

sound like a contradiction to a cOllllllendable working climate, a c1,)scr observation of cult1.lre 

will shed light into the issue , 1 t ha:; become a culturl' alllong young profe:;:;iollal architt'cts and 

engineers in the constnrction industry to change johs with little or no lI11provemt'nt in tht, bell(' fit 

compensation they receive, The problem is that most profcssional Oil cOllstnrction sites tend to 

dislike having to dcal with personncl manns, Since they art' tt'chnil'.dlv wt'li \Tr:;et! they rake up 

managerial posts as a way of up-ward Jllohility ill thcir career. IIOwt'\'L'r, most start complaining 

abollt thc 'non professional' challcngcs and start fi.:cling as getting dt' - ~killcd, Thercfore, thcy try 

their hands on ncw jobs just to stay abreast of currcnt con:;tnlction ll'chn()lo ,\ ~\' and :;oml'hl)w 

stay excited in the industry through creating variety in their expcrience , 

It is worth noting that cmployment of other tcchnical staff, such as machine operators tend to he 

very expenSIve, 

To tackle these problems head on, Sun:;hillt' ha~ made arrangel1lcnt tf) train technical staff on its 

own and in association with other training ccnters, 

The increase in constnrction material cost and the scarcity of ccmCIH is driving Sunshinc into 

backward integration, It has hccn making usc of its wood ;!\\llllletal w()rkshop to supply it with 
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necessary firrinhTS, such as dllor and window. In addiric>Il, il prr,dul"t·~ ~1lCl1L' cllIlsrrllclilln inpuls 

each as gravel. This has helped thl' company's pcrfllrlllancl' dUring Iwrlllli s Cl!"( 'llIlsrnll' Illln IIlpUt 

scarciry. Very n·n'ntlr. tll(' C0Cl1p .1I1V h.ls ilIad\' a In'all' I" 11\1 \' S(I,"II11 (111I1l1:ds ,,( ('('IlIl ' lli I' \'I'I\, 

three months fmm a pri\'arl' imp()nl'r. 

The intcrvK'wLTs SL'L'Ill til Ill' forward l'IIlklllg. 1\lall}' ClPllIlrllIllllll" 1,,1' )'.rll\\·I]1 al\' \'I~lIall/( ' (1. 

Letting fttrlllshed apartml'llts, gettl1lg IIHII the horel hUSlill'SS and ~ l'cun ng IWlll' land fiJI' 1'\'.11 

estate house renting (10-2() building with 1 (J - 12 stC)rL'Ys) arl' l'Il\'lsag('d a spall I d- liw years. 

3.2,8 Internal Factor Evaluation (IFE) Mau-ix 

The above prescntation and analysis of findings c()uld Ill' a gOlld pn·ludL' rill' further (Iualiti\,r 

analysis lIsing IrE matrix . ,\dditlonal filctors through ohscr\'atilln haw h\'\ 'n Illclltlfil'd in an 

effort to develop this matrix. Intuitiw ]lIdgml'1lt is IIsed to cI)me up with weights and raring 

figures . 

A brief commellt on table 3.2.8.1 is in order. Sunshinl' rared jusr ah,,\'l' avnag\' in IFI': matrix . 

Yet it is one ofthc most succ('ssfitl rcall'statc devcl()pers III /\dtlis Ahaha. It cCluld, therefore, he 

induced that above anything else, positive market filfCCS and in particlllar thL' overwhelmlllg 

housing demand drive the market performance of Sunshine's real esta e busine ss. 
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KEY INTERNAL FALl'ORS I WEIGlnJ _ RATING ! \VEIGHTED SCORE 
--- -- -

INTP.RN/ II . . IT/</ :f\'(,TII 
-

1. 100% sales and letting of property I J.( I~ .1 I II.l~ 

2. Increased inb()und cash fl()\\' 1).1 ·1 I I.-I 
I 

3. Visionary CU ) 11.11:1 ., 11.2 

4. Reputation as ethical and reliable 1).:1 ·1 11 .2 

5 . Financial and beur()cratic efficiency 1).11:1 ·1 11 .2 

6. Forward looking staff I J.( IS 1 I I. 1 :1 

7. Efficient promotion 1).111 ., Il.-l 

H. Fairly divcrsdini(lfHtfililll 115 .1 11.1'1 

9. Backward integrtlted (supply of constnlction 11 .(1'1 1 11.1'1 

materials such as gravel) 

INTERNAL l~/~/IKNE.I". I'I:.I" 

-
1. New to the real estate market (1.5 2 U. l 

2. Difficulty retaining professionals (1 .1 1 0.1 

3. Delayed schedule of the first batch of real Il.l 1 (1.1 

estate property 

4. No comprehensive plan of making usc of the U.s 1 U.s 
overwhelming housing demand 

5. Enoonolls back log on housing (l .LlS 2 (1.1 

6. No control on cement supply 0.1 1 0.1 

TOTAL 1 255 

Malor weakness (ral11lg - I), a IlliHor weakHess (ralJlIg - 2) , a 1I11110r slrclI~lh (rallll~ = 3), or a ,,'",or 8Irc,,~dl (r~llIl~ 
= 4). IUtings :ue lhlls cOIIII".ny-hued, wher~ as ",,,iW'lS iJl lahl .. 6 are Ullll1Slry hued (David, 11)<)'1) 
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CHAPTER FOUR 
CONCLUSIONS AND RECOMMENDATIONS 

CONCLUSIONS 

Extensive literature review, in depth illtl'[yinv with pers()llllei from ~ullshillc COllstolcti()n PLC, 

discussions real estate developmellt l · lll'llt~. l ' f"I~ultaIHlIl~ wllh ddkr('llt I\ddi~ 1\\>al':1 ('il\' 

Admlllistration executtves, consultations ,nth pm[esslf)llal C!lnsultillg urhan plallners, architects 

and engineers, consultation with a real estatt' devcloper a III I pmfesslfJllal employee of real estatt' 

developers have been uscd t() gather alld allalyse data ()II marketing n'a l estate in Addis !\\laha. 

Qualitative analysis based on these and personal obscrvati()11 alld illt\llt1ve ludgmellt wen: used to 

arrive at conclusions. 

Real estatc in Ethiopia and in particular ill thc Capital, Addis Abaha, is heco ming an att ractive 

business after the eady 1990's. '!lIe socio-cconomic groups that are servcd by real estate 

developers tend to be the middle and upper income group . The ohvious reaslln for this is the 

expensive nature of property development. The techllological ellvirollment ill the constolctioll 

industry in general seems to be very stable in the COUlltry. Ilowever, costs millimizing 

technological improvements have itecil IllIroducnl t() Ihe AddiS J\it.titan lIlarkcr through low-

cost hOllsing scheme supported by the City Administration. Real estate deyt:inpcrs in the city are 

faced with the challenge Df a degraded physical cnvirolllllcilt .11It! .1 j1fHJriy dCn'I(Jpl"l1 

infrastrucolre of Addis Ababa. 

Competition in the real estate industry is rathcr ullcllncenllng. l lslII)!; a simple- C:P!\\ analysis 

Sunshine Construction PLC is found to he by far bcttcr its other two d()sct competitors: Ayilt 

Real Estate PLC and Habitat New Flower Homes PLC. 

Another analysis technique used in asscssing the extemal marketing environ1l1cn t is EF I~ matrix . 

Here, Sunshine's score is just above average indicating medium respllnsiveness of the Company 

to the external marketing environmcnt. 

The internal marketing environment of Sunshine Constnlction PLC wa~ invcstigatcd uSlIlg 1n­

depth interviews and personal obscrvation. Brochures and Company prufile have been sOldied. 

Visit to Sunshine's Ge~i site developmcnt was made. Ovenlll, Sunshine fared just above the 

average mark on the IFE matrix. It is the salient finding 0 f th is paper that more than anything, 

enormous housing demand is the major factor driving SUllshine' performance. The major 

inhibiters, on the other hand, are acute shortage of cement in the city and difficulty in retaining 

professional personnel. 
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RECOMMENDATIONS 

Relying on the ever 'insatiable' dcmand fllr housing to he the marketing ~rratq,'y for real estate 

will not prove effective for long. Thl' glohal trends III real estate industr\' call ti,r hetter 

markcting rescarch and strategy . 

HecommendtJ/ioll /0 JUlIJhille COlls/me/ioll /)/.C 

1. Employ an a!,>cnt or a marketing c()nsultant that will aid the:' in -h()u se the house-marketing 

departmcnt with on its markcting activities. 

2 . Invcst timc, cffort and moncy tt) develop a prtlpcr marketing strategic plan fi,r n'a l estate 

development. 

3. Workout a detailed implementation plan for accllIllplishnlL'nt of till' str.ltl'glC plan . 

4. Fostcr, among the cmplfl)'e:'l's, the hal))t of maklllg market ohservatll)ll ~ 

RecommetJdtJ/ioll for further s//((!)' 

1. Real Estate property as a product is expensive. I f it IS 10 hc made avail,thle to the majority of 

thc middle -income group and partlCldarly to the first tin\(' huyer.;, alrl' mativl' tl'c1\1wlllgy and 

fInancial schemes necd to be investigated. 

2 , The marketing aspect of rcal estate IIlVcstlgatlun In this paper did not include an all-out 

rigorous customer necd asscssment. If further research is pursucd in this most interes tmg 

subject, with emphasis on this aspect, it wuuld give a more concrete plL:turl' of the situation 

in Addis Ababa. 
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I~--.-u~at estate ,-nve:strtlet,c-r--ro)e-

s. Om of Name of Investor Region of Capital Porm Temp 
No. Permit Investment ActIvtty Invostment (In '000 BIIT) Employment Employmont 

1 Wass Develpoment & real estate enterprise PlC Real estate construction and housing Addis Ababa 455,030 00 2010 a 
2 27~r~ RAVAN INVESTMENTS PLC Realestate Dewlopment(G+O-G+9) AddIS Ababa 389,338.00 151 250 
3 1I1 .. Aug-04 AVAT PLC Real Estate Development /G+51 AddIS Ababa 311 ,35200 10 0 
4 14-Nov .. 97 Jukerose Ethiopia PlC Real estate and housing development Addis Ababa 21 t 681 .00 46 a 
5 3Q...Nov-.re Paci1ic Link Ethiopia INC. N. Ltd. Co. Real Estate Development Addis Ababa 180,00000 50 700 
6 16-Aug-{)5 GEBEREMIKAEl MAROOS Realstate development AddIS Ababa 168,00000 48 800 
7 2O-.AJ1-05 S.N.B. Business PlC Real estate dewiopment AddIS Ababa 160,00000 500 2000 
8 19-Mar-04 Bashanfer Trading PLC Real Estate Addis Ababa 128,500 00 10 a 
9 1C) .. Mar~ FOUNDATION REAl ESTATE PlC Real Estate DeveIopmet /G+4/ AddIS Ababa 117.260 00 0 16 

10 14-Mar~ SAKA PLC Real Estate DeveIopmet /G+ 121 AddIS Ababa 112,100 00 22 a 
11 8-Mar-{)5 KAME REAl ESTATE PlC Real EstatelG+ 11 AddIS Ababa 111,9nOO 50 502 
12 3.Jan.{)6 Getty Enterprise(ProprietarylL TDIElhiopian Branchl Real Estate DewIopment AddIS Ababa 110,00000 5 
13 1-Mar-{)5 Daniel Tekeba Adnew Real Estate ~nt AddIS Ababa 100,00000 40 360 
14 22..feb-05 ELSASET LEMA KASAYE Real Estate DewIopmentIG+6/ AddIS Ababa 100,00000 40 JOO 
15 28..felHl6 PAN AFRICA PlC Real Estate (G+O-G+3) AddIS Ababa 97,073 00 80 0 
16 26-Aug-04 MENAGESHA PlC Real Estate o.wIopmentIG+91 Addis Ababa 93,~00 15 a 
17 23-Feb-05 J F INTERWORLDPlC Real Estate DewIopmentIG+21 Addis Ababa 86,650 00 90 Jl0 
18 29-Mar-{)5 MOHAMMED MUSTEFA A8AS Real Estate DewIopment AddIS Ababa 83,00000 10 150 
19 12.Jan~ SENISHION CONSTRACTION PlC Real estate dewIopmentIG + 131 Addis Ababa 80 00000 10 20 
20 11 ·May-06 Friedrich Hess Real Estate Development AddIS ~aba 70 000 00 46 160 
21 13-Jan-C3 Karakore Real estate P L C RuJ estate dewIopment AddIS Ababa 6728160 290 0 
22 31-Jan-05 YESHJ PlC Real Estate DeveIopmentIG+3I AddIS Ababa 62.688 00 100 150 
23 23-Ju1..99 ShoIa Share Company Real Estate develpment 1R8Sldenciai conS!rud>Onl AddIS Ababa 6189560 53 32 
24 9-Mar-04 VoserTegegn Real Estate ISuIIding constructJonl AddIS Ababa 61}00 00 20 100 
25 17 .. Mar-{)5 ADDIS ABABA MARKET CENTRE MERKATO PlC Real Estate DewIopmentIG+ 4/ AddIS Ababa 60 357 00 8 a 
26 10000y-04 Ngan Ching che Real estate dewIopment AddIS Ababa 6000000 50 300 
27 100Aug-04 Nuba PLC HousJngIR .... , Estata Dewlopmenl AddIS Ababa 6000000 10 './Q 

28 18 .. Aug-{)5 TEKlEBRHAN AMBA YE Real estate AddIS Ababa 6000000 40 300 
29 22 .. May~ Top View Real Estate PlC Rul Estate DewIopment AddIS Ababa 5500000 J8 122 
30 100Nov-{)5 WOBHILL TRADING ReaJestate DeveIopment(G+O-G- 2) AddIS Ababa 55,00000 14 8 
31 9-0ec-05 SHEGER PLC Real estate dewIopmentIG+ 121 AddIS Ababa 501 ,396 00 20 10 
32 22-Ju1..04 Ologo PLC Real Estate dewIopment (prelabncated House tuldlng ConstructIOn AddIS Ababa 5300000 100 200 
33 II·Feb-05 TSEGAAND MULUGETA PlC Real Estate DeveIopmentIG-lI AddIS Ababa 52,220 00 20 350 
34 2O-Fe0-06 KANGAROO PlAST PLC Rul Estate ~t (G-l ) AdolS Ababa 5209500 29 m 

Marketing Real Estate in Addis Ababa Al .. 1 

.. 
\, 

...... , 

\ 
\. 



No. Perm. 
Name ot Investor Inve.tment Activity 

35 1s.FetHl5 FREEOOM REAl ESTATE PLC Real Estate DoMoIopmentlG+ I 01 
36 1-Mar-05 MEMSAK INTERNATiONAl HOlOlNG PLC Real Estate OewIopmenUG+ I 2J 
37 24-Ma~ Pillar Estate PLC Real estate Development 
38 16-Feb-05 T K INTERNATIONAL PLC Real Estate DewIopmenUG+ 1 01 
39 12.Jan-05 GAO CONSTRUCTION PLC Real Estate DeveIopmenUG+41 
40 25.Jan-05 AlEMA YEHU KlOANEMARIAM GEZAHEGN Real Estate DewIopmenUG+91 
41 ~ FEBA ENGINEERING PLC Real Estate DewIopmenUG+2J 
42 II.Jan-()6 Abysinla Business and property Investment LTO(Elhiopian 8r.Inch) Rell Estate DewIopment 
43 22-Sep-D4 ING ABEBE AYAlEW Real Estate o.v.IoprnenUG+ 11 
44 25-Oct-02 Hlrnariam KeieIMwoO< Real estate dewlopment 
45 18-Sep-02 Stream Trading PLC Real estate dewlopment 
46 ~ TDH International PLC Real Estate DewIopment 
47 21~ KAlEB TRADE AND DEVELOPMENT PLC Real Estate DewIopmenUG+41 
48 ~ MESERET GEBRETSION NIGATU Real Estate DewIopmenUG+71 
49 7~.cs Flag M EngillMring PLC Real Estate 
50 l1-Nov.()4 GETU GELETE OUGDA Real Estate DewIopmenUG+91 
51 24-<la-05 KURTU INTERNATIONAl Real Estate Devo«lpmenUG+ 71 
52 3.Jan-()6 DANIEL KELEMEWORK Realestate o.v.Ioprnent(G+5) 
53 3-Feb-C6 ADOT INTERNATIONAL TRANING PLC Realestate dewlopmentIG+61 
54 19-Apr-S3 Gluon Nile Investment and Trading P L.C llnaclrvel Real estate dev & ronstructJon 
55 22.JarHJ2 AddIs Mender Real Estate OewIopment Share company Real estate development 
56 1S-Sep-m Fnendslup Business Group pic Real estate d~t 
57 11-~ Bemane Wo4du Real estate d~t 
58 31-Dee.Q4 Y ARED BESlRA T WELDEMESKEL OR JUPITER TRADING Real Estate ~tIG+8I 
59 1 O-F etKl5 EOIl PLC Real Estate Devo«lpmenUG+ 2J 
80 19-Oec..as AHADU PLC Real estate develo!mentIG+5I 
61 3-Feb-C6 BlRIKTI GIRMA MENGESHA Realestate develc9mentIG+61 
62 23-Nov-04 T DH. Intenabonal PLC Real Estate o.v.Ioprnent 
63 5-Mar-S6 MAG .ntemabonal Construction & Dev PLC Real Estate Devo«lpment 
64 26-Feb-S5 Habesha T r&dlng P L Co Real estate development 
65 3-~ GETAHUN BESHA Real Estate ~tIG+61 
66 ~ GETACHEW AYENEW ISHETE Real Estate Deveiop'nentIG + 81 
67 14-Nov-05 AMAM Investment PLC Real estate d~t 
68 24-FetHl5 BCOS GROUP LLC!ETHIO BRANCH! Real Estate Devo«lpment 
69 23-Fe!Hl6 GUELF AZJZ FAMILY GENERAL TRADING PLC Real Estate (G+5) 
70 18-Feb-C5 TITERA ZEWUOE Real Estate Devo«lpmentIG+91 
71 7-Feb-06 ZELEKE WAXENA Realestat. dvalopmenc/G+ 4 
72 17-Dec-{).S SEROUT SEMMA Real Estate Devo«lpmentIG+ 51 
73 8-Dec-03 Jaad Investment PLC Real Estate development 
74 18-Nov-OS ZElAlEM DESTA Realeslate ~G+7) 
75 16-Aug~ ASlU RLESTATE PLC Real estate deveIoprnen!{G+l-G +4) 
76 28-Dec~ ASTER TESFAYE RaaIes1ate ~(G+ 7) 
77 17-May41 ?tamed Construcoon PLC Real Estate ()eveqment 
78 l-Fe!Hl5 MARIO OIFAVERI Real Estate ~tIG+5I 
79 9-Aug-O.( Alamoudi Khaild Omara Real Estate ~t 
80 6-Nov.ro Ouguma Hundl8 Gada Real Estate D4M>~tlG· 101 
81 9-Dec-{)'s FITIW1 WELDA Y Real Estate Devo«lpmenUG + 71 
82 16.Ju~ G etad'lew Woldu Real Estate Development 
83 28-Feb-05 MEU<A NIDA Real Estate DeveIopmentIG+91 
84 2-Sep-(}( YEWUBDAR VIRGA HAlLE Real Estate DeveIopmentIG+8I 
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Re-glon of Capttal 
Investment (In "000 81", 
Addis Ababa 50.000.00 
Addis Ababa 50.000 00 
Addis Ababa 50,000.00 
Addis Ababa 50.000 00 
Addis Ababa 41 .000 00 
Addis Ababa 37,60000 

Addis Ababa 35,960 00 
AddIS Ababa 35,000 00 
AddIS Ababa 35,00000 
AddIS Ababa 33,790 90 
AddIS Ababa 33.44170 
AddIS Ababa 33 000 00 
AddIS Ababa 32.18200 
AddIS Ababa 3022900 
AddIS Ababa 30 00000 
AddIS Ababa 29.48100 
Addis Ababa 2S 192 00 
AddIS Ababa 27,700 00 

AddIS Ababa 2762200 
AddIS Ababa 27 ().l9 80 

AddIS Ababa 26m2O 
Add.s Ababa 25 237 00 
AddIS Ababa 2500000 
AddiS Ababa 2~ SOO 00 

AddIS Abat>a 2~ 400 00 
AddIS Abat>a 2388.300 
Add.s Ababa 23 77500 
AddIS Ababa 23 000 00 
AddIS Abat>a 21 133 80 
AddIS Ababa ;-::&:;5;A; 

AddIS Al>a t>a ::-::50000 
AddIS Al>aba 20 ().l000 

AddIS Ababa 2(;00000 

AddIS Al>at>a ~CXX)OO 

AddIS Ababa 2000000 
AddIS Al>aba 1590000 
Add", Al>a ba 1529800 
AddIS Al>at>a 1806500 
AddIS Al>aba 1800000 
AddIS Ababa 1606300 
AddiS Ababa 1625000 
AddiS Al>at>a 1596600 
Add", Al>aba 1564300 
AddIS Al>aba 1535000 
Add.s Ababa 1500000 
AddIS Abat>a 15 JOJ OC 
Add.s Abat>a 1500000 
Addis Al>aba 1J 219 70 
Add", Al>aba 1 ~ 200 00 
AddIS Al>aba 1 ~ 122 00 
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s. Date of 
~.am. ot Investor Investmont Activity Reglol1 r;f Capital Ponn Temp 

No. Pormlt Inv •• tment (In ·000 BI"I Employment Employment 
85 6-Oec-05 EAST METRO REAl EST A TE PLC R .. I estate dewIopmentIG+ 71 Addis Ababa 13,38100 50 8 
86 10-Sep-04 HAlLE ARAYAALEMSEGED Real Estate Development /G+51 Addis Ababa 13,065 00 8 2 
87 24-Aug-04 Messelecll Ze/leke 0Ia1lo R .. I Estate Development Addis Ababa 13,000,00 36 100 

88 3-May-06 YMD Construction PLC Real Estate Development Addis Ababa 13,00000 100 200 
89 14-0ec-05 DR AKlILU KJDANU Real estate de\IeIopmentIG+61 Addis Ababa 12,74800 10 20 

90 23-0ct-OO Said 8elayneh Cereals and oil seeds clearing and tah,na product producing Addis Ababa 12,369 00 73 0 
91 16-Aug-04 FELEKECH AFEWERK Real Estate DeYeIopment/G+ 1 ()( Addis Ababa 12,27000 25 325 
92 6-Mar~2 GM PLC Real Estate Development Addis Ababa 12,144 40 40 0 

93 29-Mar-05 ASKALE HASTE Real Estate DweIopmentIG+51 Addis Ababa 12,00000 12 8 
94 22-May-OO Yemerv Negs Real Estate development Addis Ababa 12,00000 6 0 
95 17-0ec-03 American Technology Gloop PLC Real Estate Development AddIS Ababa 11 ,90000 380 100 
96 21.Jun-06 Pad1ic Link Ethiopia Real Estate PLC Real Estate Development Addis Ababa 11 ,50000 100 1400 

97 16-Apr-04 Jhemma RS PLC Real Estate Development AddiS Ababa 10, 996 00 120 100 

98 16-~ Mam Trading PLC Cereals and oil seeds cleaning AddIS Ababa 10,65770 270 0 
99 22-0ec-04 SElFU TEKLEMARIAM HASTE Real Estate DeveIopmentIG+51 AddiS Ababa 10,64600 30 75 

100 6-Oct~3 Azeb Ephrem Cereals, 0.1 seeds & Crops processing & Expo/tlng AddiS Ababa 10 533 00 30 800 
101 11.Jan-06 SOlOMON YERDAW GEBRETSAOIK Real estate dewIopment /G+4J Addis Ababa 10 41 000 18 20 
102 9-Apr-99 Workishet 8ekele Dem<ssHl Real state development AddiS Ababa 10 21240 20 0 
103 16-Ju1-04 ADDIS ALEM BUSlNESS GROUP PLC Real Estate DeveIopmentIG + 51 Addis Ababa 1000000 30 200 
104 24.Jun-05 /IJnca Real Estate PLC Real Estate Development AddiS Ababa 10000:;0 0 
105 8-May~1 Bole TOONefS PLC Real Estata Development AddiS Ababa 1000000 13 0 
106 6-Feb-06 CHAlLENGE COFFEE TRADERS PLC (Meals Cleanng AddiS Ababa 10 00000 80 120 

107 31.Jan-05 MATIYAS PLC Real Estale DeveIopmentIG· 51 AddiS Ababa 1000000 35 IS 
108 29-Mar-05 PAVILION PLC R ~aI Estate Development AddiS Ababa 10 00000 5 2 

109 23-Feb-06 Taressa Etana Denu Real Estate Development AddiS Ababa 10 000 00 10 5 
110 17~ Trans Caprtal Eth PLC RNI Estate Development AddiS Aba ba 1000000 50 100 

111 3-May-OO AxIs Intemation PLC Real ~tate 1 G+51 AddiS Ababa 917000 19 0 

112 15-F eb-02 Magecon General ConsIruct>on Pic Real ~tata dewIopment Addis Ababa 9 IJI 40 23 0 

113 16-Aug~2 Boston Partners PLC Real estate developmenl AddIS Ababa 9 02 1 60 13 a 
'1 4 31-Oct-05 HAlLE MICHAJEL GEB.'<:= ANANIYA Real Estale ~ntIG . 7 AddiS Ababa 900500 25 ,:5 
11 5 11.Jan-05 DEMOZE BEKELIE YAM Real Estate DeveIopmentIG. 4J AddIS Ababa 9000 CO ~5 300 
116 100NoII-05 FISEHA ANDEMESKJEL ReaJeslate DeveIopment(G.4) AddiS Ababa 3975 00 3 
117 1-Oct~2 MIT PLC Real estate dewlopmenl AddIS Ababa S 3JJ 70 14 800 
118 23--Sep-99 Kunesnes Telae Real eslale AddiS I'baba 87 J 5 40 17 0 

119 l-N0v-04 Monuar PLC Real Estate d~ AddiS Aba ba 8700 00 50 25 
120 22-Oct~ Hulegeb Tirat PLC Real Estate ~nt /G . 31 AddiS Ababa 835800 48 IJ 7 

121 7·Dec-04 A H F INTERNATIONAL IMPORTER AND EXPORTER PLC Real Estate DeveIopmentIG.4J AddIS Ababa 8120 00 IS 5 
122 27·Apr-OO Tadesse Endeshaw Kurcho Real eslata/G+ 51 AddiS Ababa 8 114 30 10 0 

123 10-Sep-04 EthlO- samell PLC Real Estate development Addis Ababa 800000 50 100 

124 10-Sep-04 EthlO-Sameil PLC Real Estate DeveIopmenI AddiS Ababa 800000 50 100 

125 21.Ju1-04 KJDANE TILAHUN EWUNETU Real Estate DeveIopmentIG + 51 AddiS I'baba 800000 50 150 

126 l-Mar~ T G PLC Real Estate (G.S) AddiS I'baba 7 go.: 00 15 5 
127 8-Aug-OO TUlu & Her Family PLC 0.1 seed & cereal cleaning AddiS Ababa 7 8S3 00 25 a 
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s . D.t.of 
Name 0' Investor Region of CapttaJ Penn T.mp 

No. Permit Investlnenl Activ\t::y 
Investment (In ·000 BItT) Employment Employment 

128 ll-Aug.{)5 ATKILT DEREQE OOSHA METEQEM PLC Collection of solid _ Real city Addis Ababa 7.81000 60 60 
129 13-~ HIWOT LEMA Real Estate DewIopmenVG+41 Addis Ababa 7783 00 18 0 
130 7-Apf-C3 PLC PlltUm.Com. Real estate d<MIopment protect Addis Ababa 7.500 00 11 0 
131 3-Jul-OO Berhe GIllbanos Real estate /G+Y Addis Ababa 730000 6 a 
132 7-Oct.{)4 ALEMASH DERE!l«A Real Estate ~nt Addis Ababa 7 2S6 00 8 4 
133 27-Feb-06 K Z AND FAMILY PLC Real Estate (G+ 7) Addis Ababa 722700 10 30 
134 18-N0Y-05 FIKJRU DEBElA Realestate DewIopment(G+4) Addis Ababa 7.15200 10 20 
135 13-OecXl5 ADDIS ABABA SHIJRABE $IRA S C Real estate d<MIopmentIG+ 31 Addis Ababa 7 138 00 20 5 
136 ~ EISTRA P.l.C Real Estate DewIopment Addis Ababa 7.000 00 250 500 
137 27 -Oec.{)4 ISRAEL JEMBERE Real Estate DewIopmentIG+41 AddiS Ababa 6 .~2oo 20 70 
138 4-N0v-04 TllAHUN MESAFlNT Real Estate ~tIG+51 AddiS Ababa 658000 40 20 
139 22-Oct.{)4 TEDLA ABRAHAM Real Estate ~tIG+3I AddiS Ababa 635000 10 5 
140 7-080-04 MELKAM RAEYI REAL ESTATE PLC Real Estate o...~tIG+2J AddiS Ababa 620900 15 120 
141 3O-Qeo.04 AMBACHEW TESEMA DENEKE Real Estate DewIopmentIG+ 31 AddiS Ababa 6 010 00 10 a 
142 l6-Oct-C3 Hajl Ahmed Alfans Mohamed Real Estate ~t AddIS Ababa 600000 4 a 
143 25-Jan-05 YGF PLC Real estate dewiopment AddiS Ababa 600000 5 5 
144 7-Sep.{)5 THE GOlDEN PLC real estate(G+8~) AddiS Abatla 5 S3S 00 8 12 
145 22-Feb-06 YONAS GORFE Real Estate ~t (G+Q-G+l) AddiS Abatla 590000 10 a 
146 3O-Qec.{)5 YlSHAMU TIRUNEH Reaiestate ~t(G+5) AddiS Abatla 585200 10 10 
147 22-Sep.{13 B & B Kitto Trading PLC Real Estate ~ent (G+4) AddIS Ababa 55"900 54 a 
148 !>-Dec.{)5 GADA BlHON Real estate dewiopmentIG+41 AddiS Abatla 5 ' 00 00 12 2 
149 13-Jul.{)4 W~ NEBl Real Estate ~VG+51 AddiS Abatla 562'500 50 230 
150 3-Feb-06 GELILA SHETAYA WOlOHESANE Reaiestate ~VG+3I AddiS Abatla 5 ~"':xl 5 5 
151 22·Feb-06 TSEHAYE YlGIZAW Real Estate ~t (G+4) AddiS Abatla :.!.!5 C() 15 a 
152 12-Jun.{13 Aabaiyesaz Taktat pass Ltd ceo Real Estate ~I AddiS A!>aba 5~61 8 a 
153 lO.JurHl2 Muluneh Gegesa Real estate de,it AddiS Abatla 5 cl' 20 20 a 
154 22-Oec41 HAJI BEHAR ABOElA Real Estate ~tIG+41 AddIS Abatla 5::13 00 8 ~O 

155 9-Jan-06 BINEYAM THllAHUN BELAYNEH Real estale ~t /G+OI AddiS Abatla 5.:-co 00 10 5 
156 2S-May-06 Mubarak Rashed Mutlarak Mohammed AJ KNill! Roal Estate ~t AddiS Ababa 5::\.'() 00 50 
157 I!>-F eb-06 Pnme Real Estale PLC Real Estale ()e..~t ~ddls Al>aba :XC X 15 SO 
158 18-Aug.{)5 REDIAT DAGIM ENGINERING CONSTRUCTION Real estate ~t (G+2) AddiS ANba J ~'J :x: 16 a 
159 31-Jan-05 YlRDAW GEBREYOHANNES AWUGERE Real Estate Dev8opmentIG+3I AddiS Abatla J ~=1 00 10 50 
160 22-Nov.{)5 ISRAEL YESUF MOHAMMED Reaiestate Oevelopnent(G + 3) AddiS Abatla .! &:C 00 6 9 
161 11-Oct.{)4 HAlLIE INDASHAW Real Estate ~t /G+ 2J AddiS Atlatla .: ... .:5 00 JO 30 
162 22-0ec-04 A8IYl ABEAA AlEMNEH Real Estate ~tIG·51 AddiS Ab.loa .:~ :o 10 
163 21-Nov.Q2 Sol Real estate P LC Real estate ~ AddiS Ababa ..: 5-!-: 00 :0 0 
164 2-Oec.{)5 BlZUNEH DESALEGN Real estate ~tIG+41 ""ddls .\!>aoa ~ :-.-C :xl 10 5 
165 17 -Nov.{)5 KASSAHUN GOSSA Realestate OewIopment{G + 5) AddiS Abaoa J s.x ::0 12 3 
166 6-0ec.{)5 SELAM ZEWDIE AWASH Real estate dewloptne<lVG· 41 AddiS Ababa 4 5-."'" :xl 12 6 
167 24-Jan.{)5 TlBEBE WElDEMARIAM MEKASHA Real Estate ~tIG·81 AddiS Aoa::a ':':5: 00 8 200 
168 22-Nov-04 NISEBlHO YlFRU TEBlKACHEW Real Estate ~VG+41 AddiS Abatla J JJ' ::0 38 153 
169 4-Nov-04 WISDOM PARADISE PLC Real Estate ~tIG+41 AddiS Ababa .: .!?'J:O 10 0 
170 29-Jul41 T MERY PLC Real Estate ~VG+51 AddiS Ababa 4 7.l5 00 30 75 
171 4-Jan.{)5 lENA GESESSE mFE Real Estate DewIopmentIG· 2J AddiS Ababa 4 122 C() 15 10 
172 13-Mar-06 ASNAKE WAKEJE-'< R.aJstate~'::;·41 t,ddls Atlatla .: 1:3 Xl ]() 40 
173 23-Nov.{)5 ETENESH ASFAW GONCHELA Realestate De-1l!icOne<'~(G ' 4) AdclS ALaoa ..: )X :.: 6 5 
174 24-Nov.{)5 GIDEYE HAlLU TEl<lU Realestate De-.-eIopme<".t(G + 4) AddiS Abaoa ~ C\.'C ::0 20 10 
175 ~.oo Habitat New Flowe< Homes PLC Real estate d~t AddiS Abatla J :xx: 00 14 a 
176 ll-Jan-05 MOSHE AMIGA Real Estate DewIopment AddiS Ababa J ;A.'C 00 10 10 
177 15-Nov.{)5 MULUGET A LEMA MEKONINE Realestate Oevelopnent(G+ 3) AddiS :'t.aba 395100 9 a 
178 230Mar.{)5 ZlNASH ASEF A Real Estate Dev8opmentIG+51 Add:s :':.a:a 3 s:':) :xl 5 3 
179 8-Aug.Q2 Jemil Mohammed Abdu BIOer Real estate d~t AddiS .l.1:.aba 3879 60 5 30 
180 5-Qct.{)4 SEBLE KEBEDE Real Estate DeveIopmenVG+ 2J AddiS Abaoa 380000 10 100 
181 17-Jan.{)5 ZEREABRUK DESTA TEKlU Real Estate De lop en! AddiS Ababa 3 i9:1 00 12 20 
182 21-JurHl2 AQmas Shemeles (Or) Real state AddiS Abatla 3782 00 10 a 
183 2-Jan-06 RAHEL GEBERASlC« Realestate De-.eIoprni!nt;G + 3) AddiS Abaoa 3 '00 00 12 a 
184 29-0ct.Q2 Abera Tetfera Reaiestate development AddiS Ababa 358500 t8 a 
185 17-Nov.{)5 GIRMA NEWAYlBEHYlU Realestate De'leiopment(F IVe Flour) AddiS Atlaba 3550 00 7 45 

186 23-0ec.{)5 TSEHAY EBA Rul estate de.-el"P'T"'nVC+41 AddiS ... ll.ba 353":<> 10 20 
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No. Ponnlt 
Name ot Investor Investment ActJvlty 

187 16-Nov-04 GEBRAY GEBREYESUS Real Estate Development /G+ 2/ 
188 17 -Mar.()6 Roy Alan Gilmour Real Estate Development 
189 2-Aug-04 ATSEDE MELESE Real Estate DevelopmentiG+3I 
190 6-Jan-05 HAJMANOT BERHANU Real Estate DevelopmentIG+ 2/ 
191 3-Apr.()6 AMANUALE TEl<ElE ReaJestate Development(G+6) 
192 26-Oec-05 Vaga Erik Paul Eriksson Real Estate Development 
193 21.Jan-05 YESHEWAABEBA GEDAMU Real Estate Development 
194 25.Jan-05 HASTAMU OESTA BERHANE Real Estate Development/G + 31 
195 24-Mar-05 GETACHEW MOGES WElOEGIORGIS Real Estate DeveIopment/G+4I 
196 9-Feb-05 MElAK TRADING PlC Real Estate DevelopmentIG+ 31 
197 2().Jul-05 TAOESSE WOlOE RUFAHEl. WOlOE MARYAM Reale state development(G+ 2) 
196 23-Mar.()6 USE International Development Service PlC Real estate development 
199 9-Feb-05 HANA OEREJE Real Estate Development/G+ 5/ 
200 8-Nov-04 WERKU SHIKUR RNl Estate DevelopmentIG+3I 
201 22-Aug-02 Obadi International PlC RllSIdenbal real esta~ 
202 ~Nov-04 ABAYNESH GEBREMEOHIN GEBRE RNl Estate Development/G+ 41 
203 23-Aug-04 ABAYENESH AREGA RNl Estate Development/G+3I 
204 l-Feb-06 ctTENA GEMAlE RNlestate developmen(lG+ 31 
205 9-Nov-05 MEKONEN K10ANEMARIAM RNl Estate DevelopmentIG + 41 
206 7-0ec-05 RASlK SAMAN MOHAMMED Real estate development/G+ 31 
207 24.Qct-Ol t.4esselwori< Girma RNl Estate Development 
206 13-Feb-95 Falletta Sees MechanICal Cleaning Indvslry P L C ~~tllnery Construcllon & Cleaning-mills cJ (",eals Pulses 
209 26-Oct-05 ZINETU MOHAMED Real Estate DevelopmentIG+4I 
210 22-0ec-05 0AS0l PlC ReaJestate Oevelopmen!(G'4) 
211 22-Nov-04 SlSAY MEKUANINT KASSAHUN RNl Estate Developmen! 
212 31-May.()6 Mohammad Awad IAohamrMd Kretshan Real Estate Developmen! 
213 2.Jul-02 Mages Ayalew Real estate developmen! 
214 3-Mar.()6 Italian global Real Estale Dewlopmen! PLC Real Estate Development 
215 12-Aug-05 MURAD MUZEMIL ABOU Real estate devolpmenl(GC-5) 
216 2~Mar.()6 ABEl KAHISAY R ..... estate DevelopmetU{G'3) 
217 17 -F eb-05 FEKAOU ASFAW Real Esta!e Development/G·41 
216 7-Apr-04 BMGA Trading PlC Ce<uls & 0.1 Seed ClNrung 
219 s-0ec-05 Hiwot & Emmanuel Real Estale Real Estate Development 
220 lS-Feb-OS SENAJT ASMELASH Real Estate Oevelopmer.t/G. 2/ 
221 19.Jul-04 aSABET TEWELOE Se<N1 Cleanng 
222 I~Mar-C5 CUFTON WILLIAMS JAMES Real Estate Developmen! 
223 IS-Aug-05 ABERA GEBIREWAHD R~te Developm~6C·5) 
224 2~Nov-05 SOFONIYAS GEZAHEGN R ea.'estate Developmen((G + 4) 
225 IS-Mar-05 KRISTINA BRIDGET EDWARDS ~ farming and l....es:ock 
226 10-Sep41 Rawas Mohammad Awadkhbda Real Estate Developmen! 
227 IS-Aug-05 HASEN MOHAMED Y1MER rea!s:ate developmenl (6c·5) 
226 IS-Aug-05 AN WAY J PlC Real eslate developmen!(G'4) 
229 23-Aug-04 lsack Eyual Real Estate Oevelopmont 
230 lS-Aug-05 TEKLEBERHAN AMBAYE Realstate developmen: 
231 21.Jul-05 HUSEN SERAJ MOHAMED Rea." state Oevelopme-.t(G ' t ) 
232 2-Aug-05 KEFElENE HAJLU GEBERE SHADlQ R .. ", slate de-.elopm;,r-.,.GC-J) 
233 27-Jul-05 ENGENIER YONAS SHEMSU Rea. state developer(G·l-G+ 2) 
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Region ot Capital 
Investment (In ·000 Birr) 
Addis Ababa 3.500.00 
Addis Ababa 3,500.00 
Addis Ababa 3,41000 
Addis Ababa 336000 
Addis Ababa 3,300.00 
Add.s Ababa 3,250 00 
Addis Ababa 3,11500 
Addis Ababa 3,000.00 
AddIS Ababa 3,000 00 
Add.sAbaba 3,000 00 
AddIS Ababa 3,000 00 
AddIS Ababa 300000 
Addis Ababa 2.600 00 
Addis Ababa 2,67000 
Add.s Ababa 2,660 50 
AddIS Ababa 2.54400 
Add.s Ababa 2.600 00 
Add.s Ababa 260000 
AddiS Ababa 2590 00 
Add.sAbaba 258200 
AddIS Ababa 2550 00 
AddiS Ababa 254960 
Add.s Ababa 251000 
"'ddls Ababa 2 490 00 
AddiS Ababa 235000 
AddIS Ababa ] 015 00 
AddiS Ababa 20 11 30 
Add.s Ababa 200000 
Add.s Ababa 180000 
AddIS Ababa 1 -50 00 
AddiS "'baba 1 08700 
AddiS Ababa 15..'1800 
Add.s Ababa 150000 
AddiS Ababa 1 :'4000 
AddiS Ababa 100000 
Add.s Ababa 97000 
"'ddls Ababa ~OO 

AddIS Ababa 95000 
Add.s Ababa 90000 
AddiS Ababa 87000 
AddIS Ababa 76500 
AddiS Ababa -~2 00 
Add.s Ababa JOO 00 
AddiS Ababa 0000 
"'dd.s Ababa ~ 93 
'>'odls -'.baba 160 
AddiS Ababa 0 19 
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Interview Schedule 

I. (Jeneral 

1. \Vhn arc the real l'~tat(' agl'llt~ 111 :\ddl ~ :\haha :-

2 . \'(Ihat fi.lnction~ til) agt' Il!~ perrorl11 III :\tldl~ :\haha:-

3. Do you ~ee ('itsy sales; 

4. \X'ho is the lando\\'Ilt'r~ 

5. Ilow t:asy I~ It to get lantl fiJr dl'q'ltlPflll' llt:­

() . \Vh!) is huying real e~tate~ 

7. \Vhy arc the), buying tht: property they art: hUYlIlg:-

8. [[ow much informatillil do rllU ha\'e Oil the deal partic ulantll'~ of 1)J'0perty market? 

9. \Vhat do you know about thl' property fllarket~ Type, alllf>unt Ilr ('ach t\'P( ' , spL:c ial factures 

and plans for ne\\'~ 

10. Do you have infiHlllation about the cOl11pt'tition~ Nalllt', markl't shart' , ~trcngth, \\'t'akllt, ~s, 

marketing strategy' 

11 . What particular reguliltlollS apply for [('al estate markl'tlllg :-

12. How do you rate the perfom1ance of government, real estate dt'\'l'lore~, customers, agents 

and suppliers in the pmpert)' industry? 

13. \Vha! is the ~izc of I\tldis I\hahilll 11Iarket rtlr dw('llill}~ lInlts b\' t \' IH '~ 

14. What L'i the pattern of dL:l11illltl as Influenced hy ('COllllmlL', SOCIal, political, kgal alld 

technological factors? 

15 . What behaviors do consumcrs alld nlntling institutions exhihit? 

II. Marketing Research & InfoouatJon 

(A) Up-to-date I\larket Knowledge 

16, What do you think i.~ the actllal and p!)!t:llti,d market shart' I)f ylllir compally? Others? 

17. What general past and possible nJnIl1: trt' nds do you observe in broad economic tcm1s 

covering such matters as population change, national income and expenditure, sales and 

output, availability of finance, constnlctioll industry performilllce alld legislative or political 

change? 

03) Overall Policy and Tactics 
18, How and at what cost do competitors promote and adverti:;e other properties? 

19. How do you compare marketing costs with their costs? What would be implicatiun of any 

change in the cost policy? 

20, How and why do sales differ because of location or type? 
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21. \Vhat would rill' 111'l)l>al'),' ,'ff""1 Ill' If rlH'f" I' " r:"lil ' ,,1 1' 11 :(11)'," III 1"" fill' ' Inl\ IU« ' 1)1' lilt' 

Jevelr)pml'nts? ( :I)IllPL'lltIlJll' 

22 , Brie fly comment on the c ffL-ct I) f IHllm.}t il)llal actlnty, II)' }klng at thl' e ffecti\'l'ncs:; () f 

advertising and plaCCIlll'llt and th,' result !)f illl·CIIII\.,. ", ' lwllles rll 1'<lth agents and 

Ill. The Product 
23, \Vhat is the company\ reputati.ln or II 11 a),'I.' fi}r pfllllucing 'lualit\, huildill) ~s and pfl)"iding a 

good service to purchasers;' 

24 , How are previous developments t111}ught I}f alld usnl, alld what f,'atun ', are fillilld to he 

most important hy uccupiers;' 

25. Should an y chan),'Cs be Illad" til currcnt Ilr pfllposl'd d"\'t'IIJpllwllt pmjt'cts III respec t of 

design, layout, material or SC["\' ICl'S;' 

26, \Vhat property lllana)..,'t:Ill('nt, legal I)r planning restriction s 111Ight IIlhihir thL' rcady sales or 

lettillg I)f a devl'lopml'llr;' 

27 , What are the strengths alld wl'akllesses of prl'\'illus dl'\,l'lopllH'lIt S,'hl'llll'S ,' Il\lstructl'd hy the 

company and by Its c()lllpL:!it()rs? 

28, What mechanism do you use to ),'Ct data frllm intL'mal (like agents) and external (like 

consultants alltl professional hodies) s()urces;' 

IV, Marketing Strategy 
29, How do you select a marketing team? 

30. Do you usc research to identi~' target groups;' I f not why? If \TS, how has it helped you III 

your marketing stratcb')';' 

31. In broad telms what is your agreed marketing message' 

32, How do you communicate your marketing message? Please circk the applic ahle ones, 

(a) Direct: Brochure, personalized mail shots, targ(·ted circulation lis ts, 

exhibitions and agents reccp tions 

0)) Indirect: national alld localillcdia, Side advertising and c.lIltac t lIetwllrb 

within the property combination industry , 

(c) Combination 

33. How do you follow up the markctlllg activit y;' 

34, Do you have a marketing budget? 

35, What method of selling do you use? 

(a) Private treaty 

(b) Public auction 

(c) FOnl1al tender 
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(d) Inti,ntlalll'ndl'l 

(l') ('/lIllI1I1I;1111 ln~ ,d (.1) ( el ) 

( I) ()dll' I ~ , 1'1l'.1 ~" ' II('( ii, 

V, l\larkct Sc)..'1lK'lltiltllll) 
1(" \Vhat do "Oil Ihink is Ill(' IlIark,'1 ' 1'.I~IIII ' nl ,,1" " '111' ('ClIIIIll'IIIClI-S . In '~ 

17 , \,(,hat llIarkl't Sl'gllll'lI! tI .. YCl u l'a ll'r I .. r~ 

lH , I low would YOllr luxllry h'lllSllig IIl.lIhl'llIlg lhtll'l limll Ihal ,d ""11 luxury h'IlISlllg~ 

19, \V'hat Jo you Ihillk IS l'nll; ial rClr "lll'n'ssflli llIarkl' lillg ,d' IlIxliry h'JllSillg~ ~Oll ItIXlIl'\' 

housillg; 

(a) (~lIallly of tlt'Sigll &. fililshl' s 

(1)) Flcgallrly fi.lrtllshl'll alltl filll'li sho\\' IIIIIlS 

(J) (a) & (h) 

(e) (a) & (c) 

(f) 0» & (c) 

!J~ No priority, all art' ctilially illlp"rlallt 

40, How do you try to illduce sales at1Hlt1g ne\\' hu)'crs~ 

(a) Payment hy de\'elopmcllt oflcgal fccs, survcy fccs, stamp, dutY,l'tc 

0») l\faking payml'nt ()f m()rlgagl"s for Illilial ),l'ars 

(c) Provision IJfhlJusl'h()ld I'll fI III II rl' sllch as coo kl'r 

(d) Others, plea.o;c specify 

VI. Selling Techlll~llIes 
41. Which mcthods(s) do you 1I~ for sl'lIing~ 

(a) Public relations 

(b) Brochures & particulars 

(c) I'rc:ls advcrllsllIg 

(d) Direct mailing 

(e) Sideboards and hoardings 

(~ Demonstration 

(g) Television and hoardings 

(h) Incentives 

(0 Others, plea.~e specify _________ _ 
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/ 
YIII. I!lternal Markctill,l' F,!lYIPJJ11lKlll 

·H, I IQW do you !llOnlT'H IIll ' lll:lrkl ' tll1g~ 

liS , ()csc rilH' Ihl' 1I111 ' rl1 ,1I 111.Irkl ' III1g 1' 11\' 11'1>111111 ' 111 lit \' 11111' ""II1I',II1\' (Sln ll ' IIIIt ' , l' I' I ~" lll11'l. 

procedure-so tl'c hnolog\' . dllll,ltl' ('IC) 

,I(). \'( ' hal c halk' llgl" <I" \ ' 1111 ",I\ " '~ 

47 , \Vhat opportullltil'S d.) you t'xl'l'ct~ 

4il , I low do you intcnd to handll' y.lt lr pnll>kllls:' 
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2. BUSINESS VISION 

The trend of the past few years confirms that construction is booming at an increas-

ing rate. Utmost attention is given to the industry by the Government and Private 

Investc!"s. Records show that capital budget allocated by the Federal Government 

during the last four years has been increasing by over 40% pa. There is also a huge 

financial outlay from the private sector for construction and construction related 

investment. This trend is assumed to be on a continuous move for decades to come. 

Similar to other economic activities, the traumatic period of the previous government 

has cast its shadow on infrastructural development. Now that the situation has 

charged and an ambient condition has prevailed, we have to work very hard and 

rush with care to fill in the gap created during the lost years. 

We assume that there is too much to do in the coming. It requires a non-stop effort 

to meet the growing demand of construction . Sunshine Construction Private Limited 

Company underscores this fact and aspires to positively contribute towards meeting 

the demand. 
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3. COMPANY MISSION 

The company, as from its cst<lulishrncnt, had sct a targct to rcach thc toprnost level uf 

contractors' category, with the ultimate purpose of involving in the construction of mas­

sive and complex projects of any nature . It is evident that every move up the stages 

of each category requires additional input in terms of trained manpower, contemporary 

machinery and equipment, quality construction materials, effective project organization 

and strong financial support. The higher the stage the more complicated the chal ­

lenges would be. 

Sunshine Construction Private Limited Company has now attained the crown level of 

the category. However, there is a standing need for improved performance, through 

employmcnt of modcrn tochnology and automation of the work process. To put II 

in a nutshell, a continuous effort in building the working capacity of the company has 

become very important. 

The current status of the company shall serve as a spring board to the expected upshot 

in the future construction engagement. The attained capacity permits to comfortably 

handle up to three large- size road construction works, four high- riser blocks of build­

ings and quite a significant number of real-estate, villa and apartment-type housing 

projects. 

Through time and through hard work the company aims to ensure maximum customer 

satisfaction, playa significant role in the construction industry, strive to elevate and 

mechanize its work capacity, alleviate the existing housing problem in collaboration with 

other institutions, and by so doing add to the public economic welfare and social value 

at the national level, and secure reasonable profit to remain competitive in the construc­

tion market. 
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5. ORGANIZATION 

5.1 INITIAL REMARKS 

The years after the foundation of the comlJany are marked by strong and persistent 

organizational works. A number of structural adjustments were made to level up to 

changes and growth of company capacity. 

The sizeable work capacity the company has arrived at to date, incorporation of new 

business lines and projection of the construction growth path warranted a detailed pro­

fessional study of the organization of the company. 

Aware of this general attitude, the company acted without delay to have its organiza­

tion studied. It outlined a term-of-reference and invited eligible consultants and 

appointed one among them to carry out the study. The appointed consultant 

embarked on a thorough organizational study and after months of deliberation, it came 

up with interim reports, which were exhaustively reviewed and amended where nec­

essary by higher officials of the company. Now major works of the study is reaching 

completion and the new organizational structure, salary scale and benefit scheme is 

expected to be enforced as of September 2005. 
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5.2 ORGANIZATIONAL STRUCTURE 
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5.3 MANPOWER 

Manpower is the essential component of the entire construction workforce. Due atten­

tion was given by the company to hire required number of qualified personnel at all lev­

els of responsibility. As the number of projects and the corresponding work volume to 

be managed has been increasing these last years, a significant rise in manpower was 

observed. 

The number of permanent employees currently taken into service, classified by educa­

tional level and professional standard are shown as follows : 

" 

" 

" 

" 

" 

" 

" 

Bachelor Degree and above. ... ...... ... ..... ...... 25 

Diploma ........ ........ ...... ... ...... ... ........... ........... 63 

Semi - Professional/certificate/...... ... .. ... ....... 29 

High-School complete... .... ..... . ............ ...... .. .. 73 

Drivers and operators .................................. 126 

Skilled workers ... ........ ... ................... ....... ...... 81 

Unskilled workers ..................... ......... ... .... ... . 139 

Permanent Total 

Temporary Employs Average Total 
. Grand Total 

536 

2500! 
3036 

The number of qualified personnel will increase to more than double by September 

2005, when the staffing plan is carried out in accordance with the new structural adjust­

ment. 

Moreover, at different project sites, temporary employees of varied trades, numbering 

over 3000 at peak season, are hired and assigned. 
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