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Teaming up for
bigger profits

A look at the city’s top broker partnerships
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Latest from the Sunshine mind

Stuarr W. Erntory
Iy responsible for marketing the Time Warner
Center, with all the best amenities, hotel concierge service and the
city's prciest apartment at $45 malhon, mavbe luxury bec

When vou are alre

mnes
pass¢
Louise Sunshine has apparently moved bevond luxury living
and onto a new concept ~ inkmg real edtate and line ant
Luxury is such an overusad term,” said Sunshine. *V
s0 far bevond luxury
In the latest project for the city's most prominent residen-

cre

tal marketng company, The Sunshine Group is casting archs-
tect Rxhard Mexer's new glass tower at 165 Charle:
work ol ant.”

d

But marketing nvals question how onginal the new con-
cept s, and how far such high-concept selling can be taken
i

Some also said developers are doing more marketing m-

house now rather than using outside marketing
Last month, Sunshine launched the campaign for

roups

Merer's new condo, just south ol his two celebnty-filled
Perry Street buildings  The 31 apartments are bemg mar-
keted as “limited edition” residences, with signed Lucite

See MagkennG P22

Downtown

Linking fine art and real estate in new projects

Uprick N
HIGH=END MARKET
While inventory remains low
throughout Manhattan, the resi-
dential real estate market contine
ues 1o experience signilicant pooe
jumps, and the luxury segment has
been particularly active in rocent
weeks

Joanthan Miller. pressdent of
the apprassal finm Miller Samuel
Inc. and suthor of the Douglas
Elliman Manhattan Market Over-
view, said thore has been a little
surge i properties nocth of S5 or
S6 millon gomng o contract since
carly Februan
See Mawker 110

CORCORAN GETS

BIGGER IN HazprONs

Only six months afier making its
first foray into the Hampeons, the
Corcorun Group 1s now nearly tied
with Douglas Elliman for largest
tirm on the Esst End. Last month
Dayton-
Halstead, a century-old brokeruge

Corcoran  bought
with nearly 50 agents. Exocs say
i's all but over for remmnmg mde-
pendent firms in the Hamptons
See Coxcoran 3
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Pairs rare, but successful for some

Comtirmeed from cover

sales partnership, with partner-
ships defined as including two or
more brokers who work together
and splhit commissions

Working solo 13 the non in real
eslale, bul members of partner-
ships point out that they cam
more collectively than aloae and
find an sdvantage 1n bemg able
to bounce ideas off one another.
Many also pomnt out thear amunge-
ments provide more Mexibility and
fun than working bv themselves.

Clients nlso get two brokers for
the price of one. and are less likely
to be passed off to inexpenencal
assistants

Also. in a business where deals
change from hour to hour, sped
along by the Intermet, with many
people now amenable 1o hving
anywhere in Manhattan, some sce
il as & necessity.

Jo Swegel and Diame Kramer,
whose long-running partnership
was formed 15 vears ago al
MLBKave International Realty,
said they joined forces because
they were so busy

“It seems to be an up-and-com-
mg thing now,” Swegel smd. “In
New York, it happened because
you can't even take an hour off"

Owvemll, the numbers are still

small Roberta Bawilio, execu-
tive vice president al Willsam 13
May, estimates less than one
percent of brokers at her com-
pany are partnenng with an-
other agent. Chajet saud there
are sIX or 30 partnerships at
Warburg, which has 90 brokers.
Overall, there appears 1o be a
greater percentage nattonally
than in Manhattan.

Mamy tems are part of the
same familv. Dianne Van Lacr
und Carolyn Levitan are cous-
ms who work together at
Bellmare, Sheila and Elliott
Lokitz are a husbamd and wile

team al Corcoran, and Stephen
Kotler works with his brother
Michael at Douglas Elliman as pan
of o larger team, the Kotker Group

The family ties pount to a need for
ust m partnersiup amupgements

“Having a sibling as a pa
there is a trust level there”
Stephen Kotler. “We trust cach owmer
mplicily.”

Even with trust, o can be hard 0
form a lasting partnership. Many dis-
solve quickly, for a variety of reasons.

“A Jot of tmes its ego,” smd Kotk

Making sure the nght financeal
agreemenlts are m place s key,

“Many partnerships that don’t
last, it's because people start hav-
g score sheets,” sid Siegel

“You have to be really clear and
lay out up front what is the agree-
ment commng in and agreement
going out.” said Herve Sencquier.
who partners with Leonard
Stemberg ot Douglas Ellimun. “In
some cases, ft gets very ugly when

wople part”™

Basic mismatches are perbaps
the number one reason why teams
don’t survive, other brokers said.

“Hoth of the partners have to
be aqually motvated.” saxd Chapet.
And vou have to be open about it
if vou don’t think t's gomg well.”
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ANikki Field and Gillian Jolis

Company: Somimay's

Deans: ST mdllion in sales in 2003

lekl Freld and Gillum Jolis storted ot Ashforth Warburg Associutes m the mid-90s, and quickly becaome known as the “medical
team” there, finding a niche in sales involving doctors moving from Park and Fifth Avenues whose oflices were mostly con-
verted © residences. Field was named Ashforth’s rookie of the vear and was also nomnated for the REBNY Rookie of the Yeur
Award Sotheby's recrutted the duo m 1998, “Since then, our business has grown close w0 100 percent a vear,” sad Field, As
townhouse specialists, Field said the duo set an industry record m 2002 with the sale of five prestigious townhouses at record-
shattering pnices. They also achieved the haghest dollar amount per square foot for a townhouse m Camnegie Hill — selling 13 Fast
94th Street for 81,740 a square foot last year (the property went for $11.25 million). “Nikki is the negotistor per excellence,” said
Johs “Gillian has a good sensability for the assthetics of the market,” Freld sod
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