
FRIS still bubbling with ideas  
after nearly 100 years

BY WABE VAN ENK

Hans Peter Fris (56) does not like to look 
back, but after 25 years as a managing 
director he cannot escape it. He has to get 
used to it anyway, because in 2023 the 
centenary of the family business Fris is 
on the agenda - a rarity in real estate. In 
an extensive interview at the half-full Fris 
headquarters in Amsterdam Zuidoost, he 
talks not only about the past, but especially 
about the future of international brokerage, 
about the learning moments in his organiza-
tion, the search for talent and the future of 
Fris.
After his studies in commercial economics, 
it was uncertain for a long time whether 
Hans Peter Fris would join the business. 
The run-up was difficult. Initially he enthu-
siastically drew up a business plan for his 
father based on the SWOT analysis he had 
just learned. My father thanked me, shoved 
the plan in a drawer and asked: are you 
coming to the auction? That’s when I knew: 
I shouldn’t work under him. I wouldn’t be 
able to change anything then. Only when 

he left did I become director. I sat down at 
his desk, pulled open the drawer and there 
was the business plan. Then I just started 
implementing it.’ 

EXPENSIVE LESSON
Grandfather Fris started with insurances 
and mortgages in Zaandam in 1923. He 
discovered there was more to be earned in 
Amsterdam and opened a branch on the 
Prinsengracht before World War II. This 
later moved to the Weteringschans, where 

he also started brokerage. His father Wouter 
and uncle Pieter were now also working 
in the family business. Fris senior also set 
up a development company for homes, but 
in the early 1980s the sky-high interest 
rates meant that project development in the 
Netherlands went awry. The family busi-
ness Fris also ran into problems, exacerba-
ted by the squatters’ riots on the site of the 
headquarters on the Weteringschans. With 
that expensive lesson in mind, Fris senior 
and his sons withdrew from project deve-
lopment and concentrated on third-party 
management and brokerage in a risk-averse 
manner. 
Hans Peter, the third generation of Fris, 
did not want to rely on the knowledge of 
senior, but wanted to master the field of 
brokerage of commercial real estate, which 
was still young in the Netherlands at the 
time. He approached the then market lea-
der, Cor van Zadelhoff, later the founding 
father of global player DTZ (now Cushman 
& Wakefield). Cor was a contemporary 
of my father and was willing to help me, 
but he had one reservation. He said to me: 

FRIS WONINGMAKELAARS IS INVOLVED IN THE SALE OF OLYMPIADE IN AMSTELVEEN: 
194 SUSTAINABLE AND COMFORTABLE APARTMENTS AND PENTHOUSES OF 53-181 M2 
IN AN ENTIRELY NEW PARK-LIKE RESIDENTIAL AREA. A PROJECT OF PROVAST

FRIS WONINGMAKELAARS ADVISES PROJECT DEVELOPER HEIJMANS WITH THE SALE 
OF VERTICAL EAST, WHICH WITH 112 OWNER-OCCUPIED UNITS OF UP TO 200 M2  
FULFILS A PIONEERING FUNCTION IN THE RAPIDLY TRANSFORMING SLOTERDIJK 

Brokerage Fris has experienced tremendous growth over the past quarter century under the 
leadership of Hans Peter Fris and continues to adapt to the changing real estate market.
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‘I’m willing to teach you to climb, but not 
in your own forest’. So I couldn’t work in 
Amsterdam, but I did get a job at Zadelhoff 
in The Hague, the domain of partner Frits 
de Kousemaeker. It was a golden time, 
although Frits was also careful. I was only 
allowed to do business with B-locations or 
in outlying areas of Leidschendam, Voor-
burg, Delft or Zoetermeer. 

THE REAL THING
After a few years, Hans Peter was ready 
for the real thing. He got his chance when 
fellow brokers from Zadelhoff The Hague 
started Helm & Wesep. For them, his 
commercial economic education at the HES 
Amsterdam was of great added value. After 
4.5 years of pioneering and building this 
office, a new opportunity presented itself. 
At that time Herman de Lint founded the 
development company Provast together 
with Hans Schröder. He became my ‘emi-
nence grise’, with whom I regularly had tea 
to listen to his wise advice. During one of 
those sessions, Teun Hulshof of the firm of 
the same name walked up to me. Circum-
stances prevented him from managing his 
company for the time being and he asked 
me to stand in for him. 
Together with Gijs Bessem (now general 
manager of KroesePaternotte) he accepted 
the challenge and was able to show that he 
could run a business independently. At that 
time Hulshof Makelaars was an organiza-
tion with about 17 people, and thus a good 
size bigger than Helm & Wesep. During 

the Hulshof period father Fris knocked on 
Hans Peter’s door asking if he was inte-
rested in continuing the family business. 
His father and uncle had worked for W. 
Fris Makelaardij for almost 50 years and 
wanted to take it easy. 
Hulshof proved to be the stepping stone for 
Hans Peter to take over the management of 
the family business in his thirties; not as the 
youngest employee or son of the boss, but 
as someone who had proven himself to be 
a director elsewhere. Under his leadership, 
family business Fris grew in 25 years in 
relative silence, under the radar of interna-
tional competition, from nine employees to 
just under 100 colleagues. 

Hans Peter is a dealmaker, but also pays a 
lot of attention to the less attractive aspects, 
such as property management and research. 
The dream of every family business is to 
have a successor, but one does not yet exist. 
Hans Peter does not want to put any pressu-
re on his children. ‘It will be a while before 
my son and daughters are that far along, 
although our oldest is currently doing an 
internship at Fris.’ He likes it when they 
choose their own path, just as he once did. 
And yes, if you end up in the family busi-
ness, then of course that’s the best thing.’ 

AUTOMATING AND DIGITIZING
So what is the secret behind the success? 

FRIS YOUNG PROFESSIONALS AND INTERNATIONAL COOPERATION

Many people don’t know it, but Fris also 
has an international connection: Corfac 
International Corporate Facility Advisors 
and from DIP - Deutsche Immobilien 
Partner. 
There is a story behind that. Hans Peter 
Fris: “At Fris we have a class of young pro-
fessionals, who in 2017 visited Aengevelt, 
one of the best-known German business 
brokers. After the visit, I received a call 
from the third generation owners, Lutz 
and Wulf Aengevelt, asking if we could get 

acquainted. It clicked right away. It creates 
a bond that you are not only the director, 
but also the owner of a family business. 
Aengevelt made sure we were connected 
to DIP.’
When the connection with DIP also 
brought business successes, such as a 
recent investment deal with a nursing 
home in Jena, Germany, Fris Young 
Professionals wanted more. The young 
talents went to London in 2018 to talk to 
the RICS (Royal Institution of Chartered 

Surveyors) and to Farebrother, a London 
business broker dating back to 1799. 
‘Farebrother got us excited about a global 
network of independent brokers, Corfac 
International. Now we are affiliated with 
that as well.’ Corfac handles more than 
10,000 rental and sales transactions, with 
a value of €7.6bn last year. ‘Our coopera-
tion with Aengevelt and Farebrother and 
with the organizations DIP and Corfac are 
examples of what ambitious people at Fris 
are getting done.’

FRIS WONINGMAKELAARS WAS INVOLVED IN THE SALE OF FRED IN AMSTERDAM: IN THE MIDDLE OF THE CRISIS, 
PROVAST DARED TO DEVELOP 67 RENTAL AND 110 OWNER-OCCUPIED APARTMENTS IN A MIXED RESIDENTIAL 
AREA ON THE ZUIDAS. DESPITE THE TIMING, THIS PROJECT WAS SUCCESSFULLY MARKETED

LIVING/WORKING



Hans Peter: “We have deliberately chosen 
not to have our head office in the Zuidas, 
but in Amsterdam Zuidoost. We don’t want 
to come across as arrogant at all. We pre-
sent ourselves as a knowledge organization 
with a lot of local knowledge, but with a 
personal touch. 
Years ago Fris already organized internal 
courses: from building to customer. We 
want to be an open, approachable and pro-
fessional organization, primarily focused 
on people, our customers. We do this by 
automating and digitizing as much as possi-
ble, which allows us to spend more time on 
our customers. This was the reason that we 
changed the name of the parent company to 

how to find us. The small managers will 
fall by the wayside because they can no 
longer get the systems right.’
He has noticed that property and facility 
management are becoming increasingly 
intertwined in modern hybrid buildings that 
have multiple functions. ‘Coordinating this 
properly creates added value for both te-
nants and owners. The goal of the exercise 
is to create better tenant satisfaction, so that 
tenants stay longer in their rented space. 
This leads to an improvement in the direct 
return for the investor, because there are fe-
wer mutations and therefore fewer mutation 
costs and friction vacancies.’

UNHEALTHY INCENTIVE
You hear sounds that investors are deman-
ding more and more, while meanwhile 
there is pressure on rates. Managers and 
therefore ultimately owners will incre-
asingly have to deal with tenant satisfaction 
surveys. This will remove the unhealthy in-
centive to judge all services solely on cost 
efficiency. It is important that clients ulti-
mately pay for quality. Many institutional 
investors still use a hybrid model, whereby 
they outsource part of the management and 
have their own people perform part of it. I 
think that in the future many investors will 
make a choice: insourcing (where parts of 
the process are placed with specialized par-
ties) or complete outsourcing, where scale 
is an important factor.’ 
Can Fris keep up with the increase in scale 
independently? ‘We do take over positions, 
such as the Vastint portfolio of 300,000 m² 
that includes the well-known Atlas Arena 

Fris Real People.’
In addition to the databases of the NVM 
and its own database, Fris obtains know-
ledge about its clients primarily from 
the property management organization 
with 5,500 homes and 2.5 million m² of 
commercial real estate. This makes Fris 
a medium-sized player, just under the top 
five. Before Corona, dealmakers often 
looked down on property management be-
cause the margins were low, but now over 
a third of Fris’s total turnover comes from 
management. I find property management 
interesting as a stable growth market. More 
and more (very) high net worth individuals 
are investing in real estate and they know 

1. B-Tower Rotterdam (2020)
Real estate asset manager Patrizia has added 
the B-Tower in the center of Rotterdam to 
its portfolio. The B-Tower is a 19-story buil-
ding, currently in use by Urban Residences. 
Fris advised the seller.

2.  Office and business space in Cruquius-
werf in Amsterdam (2019)

Area developer AM has signed the purchase 
agreement with Midvast for the office and 
industrial space in project Cruquiuswerf in 
Amsterdam. Hereby the under construction 
building of 1683 m² LFA becomes the 

property of the real estate company. Fris has 
advised the seller.

3. Health center in Amsterdam (2019)
Medisch Centrum Ganzenhoef, located on 
the Bijlmerdreef in Amsterdam Zuidoost, 
was built in 2000 as an office building for 
Rochdale. A few years ago, the building was 
transformed and renovated into a first- and 
second-line healthcare center. The building 
has been sold to the Belgian healthcare real 
estate investor Cofinimmo. The seller was 
advised by Fris.

In addition to some of the projects of the Fris Residential Brokerage and Management 
divisions described in the images, Fris Business Brokers was involved in the following 
transactions, among others:

FRIS MANAGES 25 APARTMENTS IN BUITENVELDERT IN AMSTERDAM ON BEHALF OF 
BRIXVAST

ON BEHALF OF STICHTING ALANI, FRIS MANAGES INTER ALIA 45 APARTMENTS IN 
CAAPSE HOEK IN CAPELLE AAN DE IJSSEL

NOTABLE TRANSACTIONS



office complex in Amsterdam Zuidoost, but 
not organizations. I am a proponent of or-
ganic growth. Ultimately it’s about the qua-
lity of the property management services, 
and that stands or falls with the commit-
ment and expertise of the employees. It is 
very difficult to recruit the right people, and 
we do everything we can to subsequently 
retain them for our organization. It is not 
our goal to become the biggest party. Our 
goal is for the market to recognize us as the 
party where they can best and confidently 
place the very large importance of real 
estate investments.’

NEW SHAREHOLDERS
Hans Peter Fris wants to find shareholders 
for parts of the company in the future, in 
order to be able to attract talent. He disco-
vered that his strength of being involved in 
everything could also be Fris’s weakness in 
the future. 
In doing so, Fris is playing chess on several 
boards: he wants to expand not only the 
property management business, but also the 
residential and commercial brokerage busi-
ness. We are innovative in our management 
and brokerage activities. Our corporate 
brokerage, for example, has had its own 
‘matching tool’ developed that allows us 
to quickly match supply and demand for 
investments internally. Our residential 
brokerage has made great strides since Ro-
bert Haagsma took office earlier this year: 
better staffing, tighter processes, new custo-
mer-friendly website and a collaboration 

with De Woonexpert for the sale and rental 
of new housing projects.’ 
His father’s plan to broaden his horizons 
with project development is less suited to 
Hans Peter. It does get asked, though. Then 
I’m willing to step in temporarily, but it 
remains an exception. Our core business 
is and remains management, brokerage, 
research and insurance.
Fris recently divested the management of 
Home Owners Associations. ‘The scale was 
not right. We had become too small. Maybe 
it was also a factor that I just didn’t like it 
anymore.’ 
�
Hans Peter is working on further changes: 

‘I think I’m involved in too many deals and 
do too much acquisition. Ultimately it has 
to come from the people themselves. That’s 
why I try to encourage enterprising colle-
agues to participate in the entrepreneurial 
activities of their business unit or to bring 
enterprising professionals into our compa-
ny from outside. This succeeds when they 
can also participate in the share capital of 
this business unit’. Examples already exist: 
Marc Poelmann of Fris Investment Care 
has been a partner since 2015 and Emiel 
Sijtsma of Fris Vastgoed Management 
has been a partner since 2018. ‘With the 
managers of the other business units we are 
in talks.’

Before Christmas, Hans Peter Fris established a charitable foundation, Fris for Children. 
‘That actually came about by accident. I was so fed up picking out Christmas presents. You 
don’t want to know how much time and money I was spending on that annual show. I star-
ted asking myself: with what purpose am I doing this? After all, the people with the most 
expensive package already had a whole wine cellar full. I was fed up and we all started 
working together for a good cause: the 50,000 children in the Netherlands who receive no-
thing extra for birthdays and holidays and often cannot go on school trips. We immediately 
went about it the right way by setting up a non-profit foundation. So far, Fris voor Kinderen 
has raised € 30,000-60,000 per year. It’s nice to see what happens to the money, and in the 
end I think the clients like it more than a few bottles of wine. I don’t know if I’m allowed to 
tell you, but last year at a party I ran into a very well-known developer. We were discussing 
Frisbee for Kids and he just so pressed a hefty check into my hand. Isn’t that great? With 
Fris voor Kinderen, for example, we organize annual fields days together with the Child-
ren’s Foundation, or we refurbish a family replacement home. Fris for Children is now part 
of our CSR policy, with which we make clear how Fris wants to be relevant to society.

ON BEHALF OF MARIENHAVEN, FRIS MANAGES 109 APARTMENTS IN WARMOND 
(INCLUDING 13 SHORT-STAY APARTMENTS)

ON BEHALF OF HOORNE VASTGOED, FRIS MANAGES 16 APARTMENTS IN 
MIDDENHOVEN IN AMSTELVEEN. 

LIVING/WORKING

FRIS FOR CHILDREN


