Local davvy,

International Flair

Elena Blunizer bas traveled the world,

By CHris NEGELEIN

speaks three fﬂnguage.f
and knows exactly what ber clients want.

Leather, wood, sand and marble are the elsments that
accent Elena Bluntzer's home in South Miami, They are also
the elements that zeem fo fill her e a5 one of the fop real es-
tate brokers on the recantly-sold Fisher ksland.

Rumors still circutate on the final cost for the private en-
clave, $70 milon was the fast unconfirmed number that Eura
Fund Properties is said to have paid the Melk family for the is-
land. Bluntzer ssid residents are excited about the purchass,
anticipating the compary will invest in capital improvements
for the 20-year-oid comamunity.

Bhunizer herself can be secretive when it comes to real
estate. She refuses to divulge who paid $8.7 milkon for the
most expensive condo resale on the iske at 7274 Fsher lsfand
[ir. She represented both the buyer and seller in the deal last
Novemnber, According 1 public records, a resident of the
istand, Matias Garfunkel, is the new owner. Bluntzer doesn't
expect the sake to hold the record for long, however, in part be-
causa Euro Fund Properties fas already begun 1o raise prices,

Thanks to her parsonal philosophy in lif2 and wark, she
won't mourn the boss of her record-halding tile.

“You can't stand still in real estate,” Bluntzer affirms. *i
o Sleep late, you just gave yoursel & demation. You ahways
have: to be moving.”

And as she moves, she says she's keeping an open
mind and looking for a0 adventure. That quest has taken her
around tie world—from the Canibbean 1o Africa and Europs.
The 2,900 souare foot home that she and her husband, Chris,
awn s filled with mementos fram thesr trips. Sands from beach-

es worldwide it on their desk, and a mounted gazells head
hangs on the wall

‘I leamned {0 hunt from my husband. When | met hém |
was just a city slicker,” she said, | leamad the sport is about
respect and caution. You should only kill what you can eat.”

The couple’s love of hunting and travel prompied them
1o go with & jungle theme for the landscaping sumounding
their home, Bluntzer added. Despite the outdoor theme and
the hunting trophies on the wall, the house is uncluttzred and
efegant.

*| ke simple, clean with clear lines,” she disclosed. “T'm
into quality, not quantity. in 19 years of real estate, 've seen 3
Iot of large houses but only two realty said ‘home’ o me."

Bhuntzer came to real estate from the intemafional pri-
vate banking business. She wanted more opportunities, yet io
keep her toes in the international busingss sceng. She was
well prepared for that arena, with fluency in Spanish, English
and French.

Tve always been fascinated with linquagss,” she said,
adding, “1went to a girls' school and we had students from all
aver the warld.”

She gave hersalf 3 year to either maka it or break it
Some: of her first clients 18 years ago are repeat customers
today.
Stceass in the luory real estate market is one part ed-

atos Dy Lie fravesn.

Views of the 58.7 millhon home at 7274 Risher Island Hhat
Bluritzer recently brokered,

ucation and one part customer service, she assers. “Knowl-
edge is power, If you can walk into 2 house and show that you
appreciate how 2 Monroe is it and arrangad in a room, then
your clients will rust you. They know you understand their
tastes and style.”

The sacret to her success includes 2 sofid understand-
inig of thee details of architecture, art, investment straiegies, le-
gl contracts and local communities. With much of her busi-
ness being repeat cliznis, Bluntzer said customer service sl
demands 110 percant.

“Your relationships are always evalving,” she states.
*(Clients become friends and it obligates you to do your best. |
have clients call me and ask ‘Do you remember whers the
pipes were in the wali®”




