





Waiting to enter the Prado Museum in Madrid, David Hogenkamp, a
television executive from Buffalo, said the strong dollar was a definite
factor in deciding to visit Spain, where the peseta is at 198 to the dollar,
near the lowest it has been since the 1950's. "We are planning to buy some
clothes, maybe some leather goods and jewelry," said his companion,
Maryanne Skiva, a C.P.A. from Buffalo. "I'm even going to do some
Christmas shopping."

They marveled at the low prices. "T've noticed that everything in general,
food, hotels, etc. is generally cheaper than in the States. We're renting a car
for 10 days to visit Barcelona and the southern coast and it only costs $167."
Mr. Hogenkamp said.

Europe is attracting all kinds of American tourists. "The increase is all
across the board -- it is not isolated to high-end tourism," Tom Souza, vice
president of the European division of Far & Wide, a Miami-based
consortium of 17 travel companies, said. "It's not just the strong dollar, there
is strong consumer confidence."

Not all American tourists, moreover, are booking five-star hotels and eating
in gourmet restaurants. Brett Wallace, 30, traveling with his friend, Jeff
Gust, 34, both from Wisconsin, flew out of O'Hare, and were on a male-
bonding trip, which included window shopping along Dublin's fashionable
Temple Bar area.

"We found a hot deal on Frommers.com," Mr. Wallace explained. He
seemed most interested in finding good deals in pubs. A pint of Guinness in
a Dublin pub costs $2.33, whereas a pint in London goes for $3.71. "We are
paying $:2.30 for a pint of Guinness," he said triumphantly. "That's less than
three bucks a pint. And, you don't have to tip."

Mr. Wallace splurged on a pair of black leather shoes for 60 Irish pounds.

Others are buying medieval stone farmhouses. "A year ago, the dollar was
worth about 1,800 lira, and now it is about 2,300, so, of course, Americans
find it much more tempting to buy a dream house in Italy," according to
Claudio Santi. a real estate agent at Tuder Immobilier, who helped arrange
the sale.

Marie-Helene Lundgreen, who works in the Belles Demeures department of
Daniel Feau Conseil Immobilier, a Paris real estate firm, explained that not
only was she getting many more American clients, but that the profile of the
average American client had become younger and wealthier in the last few
years. "It used to be older couples getting ready to retire; now I have new-
economy clients -- the 28-year-old trader who has a loft in TriBeCa and
wants a two bedroom pied-a-terre in Paris and can spend more than $1
million to buy the perfect place.”

Perfection, in Paris, means a prestigious location, views of Notre Dame or
the Eiffel Tower, large bathrooms, and exquisite furnishings. "For
Americans, Paris is a dream, but that dream 1s very specific," Mrs.
Lundgreen said. She noted that she recently sold a 200-square-meter duplex
penthouse apartment in St.-Germain-des-Pres for $2.5 million to an
American who made up her mind in one weekend.
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