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Access to European Land Property Information
by linking up national services:

Lessons learned by EULIS
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Context: open financial markets in Europe

You can also raise money with a
mortgage effected in Japan

NRC-Handelsblad (NL); September 2007
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Objectives EULIS

Easy world wide access to

European land and property information

to promote and underpin a single 
European property market
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What is EULIS?

A service for Europe
for professional customers
Online access
Information about individual properties
Reference information
Through a single portal
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A brief history of EULIS

• eContent-project (2002-2004)
proof of concept; information sharing in 
(emerging) European market; thrust of EU-
extension; experience in geo-sector

• EULIS-programme (2004-2007)
policy support (green paper on mortgage credit); 
business case; getting operational

• EULIS-service (2007 - )
permanent service
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Characteristics EULIS solution

• content at national land registers/cadastres

• common terminology (semantics; Eulis-English)
• reference information on data and processes

• central portal for connecting and billing
• customers serviced by their national provider

low cost interoperability organised bottum up
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National distributor
and supplier

National distributor
and supplier

National distributor
and supplier

National distributor
and supplier

National distributor
and supplier

National distributor
and supplier

EULIS Portal

The EULIS solution



www.eulis.orgwww.eulis.org

Where are we now?

• The portal is live
• Six countries are connected
• More in the pipeline
• Setting up governance structure
• Good reputation
• A lot of support

- DG Internal Market & Services
- European Mortgage Foundation
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Top risks

Insufficient take-up by users

Inadequate roll-out across Europe
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Countering risks

Insufficient take-up by users
- additional marketing efforts
lending institutions, real-estate agents, credit-rators, pilot customers
(focus shifts from lending opportunities to risk assessment)
new customers: enforcement agencies

Inadequate roll-out across Europe
- look for support and possible cooperation
Sponsors, Inspire, eJustice
Cooperation is more fruitful than competition
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Other experiences

• Right of access to data varies (availability)
• National institutional context varies considerably

• Customers operate internationally but are 
organised nationally

• Customers support European activities
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• Cooperation works!
• Operational success requires (hard) work:

- nationally (participants)
- marketing

• Grow step by step:
- Let business model and organisation mature
- Interoperability: multilingual services, product development
- Strive for convergence, rather than harmonization

• Keep your eyes open (market, opportunities, threats)
• Look for sponsors

Lessons learned
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See you at www.eulis.org


