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For a few days or a few months stay close to 
home when you can’t stay at home

Accommodations comprise of separate bedrooms, living rooms, and dining areas 
with fully equipped kitchens, stylishly appointed bathrooms,  

most with balconies and extraordinary views of New York City.

Living well is the best revenge
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furniture that 
fits

Sale
20%Off

with this ad 
through May ‘09

There are eight million space stories in the crowded city.And as many solutions
as there are problems. Our job is to help you make the most of your home and 

office space.And find spaces and places for the things that matter.

We measure, design and install our modular furniture for a custom fit solution.

Visit our showroom for a free design consultation amid two floors of space 
efficient displays.Architect owned,we believe that the best solutions 

start with your story and your ideas.

Custom fit modular furniture solutions for homeandoffice
...because New Yorkers have everything but space
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BY Jillian BluMe

It seems that every time you check 
the real estate market, it’s even more 
puzzling. Pricing is all over the charts, 
and it’s increasingly harder to price 
your apartment. Buyers have radically 
different concepts of value and sellers 
have no idea whether the market will 
dip lower or begin to rise. There are even 
brokers expressing confusion.

Of course, why there’s all this 
confusion is no mystery. The economy is 

still falling, and the job market remains 
dismal. 

“We are definitely going through a 
market correction as far as prices,” says 
Jacky Teplitzky, a managing director at 
Prudential Douglas Elliman. “We have 
more inventory on the market, and we 
have definitely shifted from being a 
seller’s market to a buyer’s market in 
a very sudden way. In New York, we 
thought the whole sub-prime crisis was 
not going to touch us, but basically, after 

Lehman Brothers failed, we definitely 
saw a big change in the Manhattan real 
estate market.” 

But the truth is not black and white. 
According to Dottie Herman, President 
and CEO of Prudential Douglas Elliman, 
there are buyers who are selling their 
apartments at a lower price, but they’re 
also able to upgrade at a better price. 
So for buyers, this may mean it’s a great 
time to purchase a property. For sellers, 
this may be a time for patience. “A lot 

of people give you their opinions, and 
they act like it’s a fact,” says Herman. “So 
a lot of misinformation gets out there. 
I think what The Observer is doing is 
great because they’re putting together 
a panel of expert people who are not 
there to sell anything and can give people 
information about what’s really going on, 
actual facts, and that’s going to help them 
take advantage of opportunities.”

What brokers and developers do 
agree with is that the current market 

Take Advantage of Today’s 
Real Estate Market
Top brokers and a developer share tips for getting the best deals
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BROKEN
HEARTDON’T BE

  DISCOVER REAL VALUE

File Number CD07-0470. The complete offering terms are in an offering plan available 
from the sponsor. Coldwell Banker Previews New Developments is a division of Coldwell 
Banker Hunt Kennedy. Each office is independently owned and operated.

EQUAL HOUSING
OPPORTUNITY

SUPERIOR AMENITIES

SPACIOUS HOMES FROM THE $300’S TO $1M+

SALES CENTER:
101 HUDSON ST. 17TH FL

JERSEY CITY

201.433.2609 77HUDSON.COM

MORE SPACE. MORE VALUE.
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Great deals happen when 
you wish upon a star

NO Down Payment•NO First Payment•NO Bank Fee
Just  Tax  and DMV Due on Del ivery

Vehicles Include Premium 1 Package,
Navigation, Sirius and more

SilverStar Mercedes-Benz

2009E350 4MATIC

2009ML350 4MATIC
OR

$589 per month lease
for 48 months

2009 S550 4MATIC, Stock # 17006, 48 month lease includes 7,500 miles per year based on Tier 1 (one) credit with Mercedes-Benz Financial,
MSRP$96,555, purchase at lease end for $41,109.65. Lease excludes DMV fees andtax. Lessee responsible for excess wear. Offer valid for in-stock
vehicles through 5/31/09 • 2009 ML350 4MATIC, Stock #16966T, 48 month lease includes 7,500 miles peryear based on Tier 1 (one) credit with
Mercedes-Benz Financial, MSRP$52,695, purchase at lease end for $22,808.85. 2009 E350 4MATIC, Stock#16619, 48 month lease includes 7,500
miles per year based on Tier 1 (one)credit with Mercedes-Benz Financial, MSRP $56,045, purchase at lease end for $24,249.35. Leases excludes DMV
fees and tax. Lessee responsible for excess wear. Offer valid for in-stock vehicles through 5/31/09

36-11 Northern BlvdLong Island City, NYLocated 2 minutes from the base of the 59th street bridge

7183612332Sales Hours: M-F 9 am to 7 pm • Sat. 9 am to 5 pm • SERVICE HOURS: M-F 6 am to
7 pm • Sat. 7 am to 4 pm • NIGHT OWL SERVICE: In by 7 pm—Out by 9 am next day

DMV License 7092713 LIC#1113253

Your Choice

$1299
per month lease for 48 months

2009 S550 4MATIC

Preminum 2 Package, Keyless Go,
Parktronic, Rear View Monitor

Observer Living 
Special

25% Off
All Murphy Beds

* Only with this ad for new orders placed through May ‘09

Visit us at the Observer Living Showcase to learn more about our  
Murphy Bed and storage solutions or enjoy a free design consultation  

in our two level showroom full of space saving ideas.

is going through a market correction 
as far as prices. “The market that we 
were in for the last six or seven years 
was not a real market because nothing 
in the world that I know of can go up 
20 or 25% a year forever, and there’s 
not too many lenders that lend money, 
and you don’t even have to have a job,” 
says Herman. In a recession, there 
are people who make a lot of money, 
and it’s a good environment for first 
time homebuyers because they will 
get mortgages at the lowest rates in 
30 years, according to Herman. “It’s a 
price sensitive market. If you have cash, 
if you have good credit, you’re going to 
be able to make very good deals.”

Kelly Mack, President of 
Corcoran’s Sunshine Marketing Group, 
an industry leader in residential 
developments, is optimistic about 
the real estate market. “Transaction 
volume, from what we’ve seen, reached 

its low in the fourth quarter of 2008,” 
she says. “First quarter 2009 numbers, 
in terms of transaction volume, were 
up about 13%. However, a majority 
of those increases were actually 
in the resale market versus in new 
developments. We’re not seeing that 
same trend of increasing transactions in 
new developments quarter to quarter 
just yet. A lot of that has to do with the 
fact that new development is really a 
different animal.”

In this section, The New York 
Observer asks some of the industry’s 
experts to share their knowledge and 
tips with our readers interested in the 
resale and new development real estate 
market.

New Developments
This is a complicated market 

that runs the gamut from impressive 
deals with developers lowering prices 

‘it’s a price sensitive market. if you have 
cash, if you have good credit, you’re going 

to be able to make very good deals. 

Dottie Herman, President and CEO of Prudential Douglas Elliman

The apthrop.
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THE FINEST NEW 
HOMES ON THE RIVER

866.452.4901      www.HenleyOnHudson.com

THE FINEST FINISHES. THE FINEST AMENITIES.
Directly Across The River From 42nd Street

 4 stories of luxury living
 River views from every home

 Private elevators
 2-car garages

Riverfront Brownstones from $1,515,000.
A Condo Penthouse with spectacular river views is also available. Priced at $1,475,000.

RE
GIO

NA
L A

ND
 

NA
TIO

NA
L A

WAR
D 

WINN
ER

BE
ST

 M
OD

EL
 H

OM
E 

 AS
 PR

ES
EN

TE
D 

BY
 TH

E N
JBA

 AN
D 

NA
HB

EQUAL HOUSING
     L E N D E R

This is not an offering. The complete terms are in an offering plan available from the sponsor. Lennar Sales Corp - Broker. Price subject to change without notice. 
Visit Lennar.com or henleyonhudson.com or see a Lennar New Home Consultant for further details. Offers are product and community specifi c and may not 
be combined. See New Home Consultant for details. Values on special offers are approximate. © 2009 Lennar Corporation. Lennar and the Lennar logo are 
registered service marks or service marks of Lennar Corporation and/or its subsidiaries. 02/09.

R E S O R T – S T Y L E  L I V I N G  AT  I T S  B E S T

towersbythebay.com  800.611.2403
IMMEDIATE OCCUPANCY 
NO BOARD APPROVAL

Resort-style Heated Swimming Pool · 5 Tennis Courts · State-of-the-art Fitness Center 
24-Hour Doorman & Concierge · Attended Garage with Valet Service

Large Terraces with Sweeping City, Bridge & Bay Views
On-Site Shops & Full-Service Salon & Spa · Entertainment & Media Room 

Now featuring Abigail Michaels Concierge, bringing luxury hotel service to everyday living.

18-15 215TH STREET   BAYSIDE, NY 11360

One Bedrooms from $300,000’s
Two Bedrooms from $400,000’s
Three Bedrooms from $595,000

A wonderful selection of 
residences still remain. 

But hurry, some particular layouts are 
nearly sold out and when they’re gone, 

they’ll be gone for good.

Live It Up At a Fraction Of The Cost 
Of Staying In Manhattan!

OVER 

80% SOLD

SALES  CENTER  OPEN DAI LY
11AM –  5PM

Offering By Prospectus Only, The Seville - File No. C800050, 
The Versailles - File No. C800053. Equal Housing Opportunity

or negotiating on other costs to catastrophe when 
funding has run out before a building is complete. So 
how does a buyer negotiate this market?

Andres Hogg, General Manager of Operations in 
the United States for Espais Promocions Immobiliàries 
knows something about new developments. He’s 
the head of development of the newly completed 
Twenty9th Park Madison. He reports that sales slowed 
down in September 2008, but have been picking up 
since February 2009. 

“Twenty9th Park Madison started at the end of 
2006. We were lucky enough to be a little bit ahead of 
the curve when we started closing units. We closed 
enough units so we weren’t at risk in terms of paying 
the balance with our lender,” Hogg says. “We sold 70% 
of the apartments at the price we were requesting, 
but in the last six months I would say the prices have 
dropped 10-15%,” His take on the new development 
market? “It’s a great time to buy into a new 
development that can deliver, meaning it’s finished, 
and you can move in tomorrow.”

Kelly Mack advises buyers to do their research 
before they contemplate buying into any new 
development. “There’s a lot of great product out 
there but there’s also a lot of inferior product out 
there. The most important thing to look for in a new 
development property right now is the credibility of 
the developer, the design of the product, the quality 
of the construction, and the amenities and lifestyle 

offerings that come with it,” she says. There’s a lot of 
new development inventory on the market right now, 
but it’s not going to last forever, according to Mack, 
because of the credit crunch a nd the financial markets 
that are basically frozen. 

“What’s happened now is that the entire pipeline 
of new development has in fact shrunk considerably,” 
says Mack. “As a result, we’re not likely to see a lot of 
those developments with world-wide recognition, by 
wonderful architects, with fantastic amenities and 
premier finishes, coming to market in the next five to 
eight years. So some of the new developments on the 
market right now are truly a unique opportunity.” 

Brokers agree that there is some room for 
negotiation on new developments, but it’s a very 
different case than a resale apartment on the market. 
“You have a big problem with the new development 
because when they established their pricing, they 
did it with their lenders, so lenders basically have 
certain expectations about what the prices should be,” 
says  Jacky Teplitzky. “So they cannot lower prices 
because they need to amend the offering plan from 
the Attorney General and they need approval from the 
lenders to do so. However, the consumer is looking at 
the published rates, let’s call it retail rates, but those 
are not the real prices. The real prices are going to be 
when you go to the sales office of those buildings with 
a broker and you sit down and you negotiate.” 

People have to understand what exactly they can 

The Prime.
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CASTLE-STYLE AT UNBELIEVABLE VALUE
455 Central Park West, Condo
$14,000,000 or $30,000 Rental

THE FIELD TEAM

EAST SIDE MANHATTAN BROKERAGE I sothebyshomes.com/nyc
38 EAST 61ST STREET  NEW YORK, NY  10065
NIKKI FIELD SENIOR VICE PRESIDENT,  ASSOCIATE BROKER  I  T 212.606.7669  I  NIKKIFIELD.COM

E X C E P T I O N A L  V A L U E
P R E M I E R  P R O P E R T I E S

2009 PRICE FOR MASTERPIECE
1 Central Park South, The Plaza
$13,750,000 or $25,000 Rental

PRICED TO SELL PRE-WAR PENTHOUSE
38 East 85th Street, Co-Op
$6,350,000

EMERY ROTH WITH NEW MARKET PRICE
1000 Park Avenue, Co-Op
$5,400,000

PREWAR CONDO NEW TO MARKET
291 Central Park West
$2,800,000

PARK AVENUE BARGAIN
1111 Park Avenue, Co-Op
$2,200,000

VALUE DRIVEN ON EAST RIVER
860 United Nations Plaza, Co-op
$1,850,000

V I S I T W W W. N I K K I F I E L D . C O M F O R P H O T O S A N D D E T A I L S

PRE-WAR CONDO SPECIAL
444 East 57th Street
$1,650,000

AFFORDABLE PRE-WAR LOFT
222 East 71st Street, Co-op
$1,580,000

Sotheby’s International Realty, Inc. is owned and operated by NRT LLC. Sotheby’s International Realty® is a registered trademark.
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negotiate. It’s much easier to negotiate 
on everything else but the actual price 
because the developer wants to keep 
the prices high, according to Teplitzky. 
They can negotiate on closing costs, 
or getting credit on construction costs, 
and in some cases on the price, but 
it depends on the developer and on 
how much inventory they have left. 
“Which is another problem because 
the consumer doesn’t have any way of 
knowing the true number of units that 
are still for sale in the building. Because 
when you go to a sales office and they 
tell you 70% has been sold, well, 70% 
of what? Of the units that have been 
released for sale? Or of the total number 
of units that the building has?” 

Brokers agree that it’s risky to buy 
into a new development where the 
construction hasn’t been completed. “It 
depends on how deep the developer’s 
pockets are,” Teplitzky says. “Always 

take a broker with you. There are a lot of 
problems right now in new construction, 
and you really need guidance. 
Unfortunately I see a lot of buyers going 
to sales offices on their own because 
they actually think they can get a better 
deal if they don’t take a broker with 
them, and they end up basically burning 
themselves. I’m not saying it because 
we get a commission, but I’m saying it 
because there’s a lot of information about 
the developer and the building that the 
consumer does not have.”

The Resale Market
There generally tends to be more 

room for negotiation in the resale 
market, and there’s more information 
available. “It’s not like it used to be 10 
years ago when co-op information was 
not public information, where condo 
information, by the time it got registered, 
it was five or six months after the sale,” 
Teplitzky says. In the era of the Internet, 
with sites like Property Shark and 
Street Easy, everything gets recorded 
immediately, and everybody knows 
what’s going on. “Even in the posh 

Use AMNY source code for $5 o� admission.
Featuring numerous new developments, celebrity 
speakers, interior designers, open bar, and more!

Find out how you can purchase New 

York real estate now from Ivanka Trump 

and the CEOs of Corcoran, Prudential 

Douglas Elliman and Halstead.

Observer Living

The Puck Building
Thursday, May 14, 5-9:30pm, $10

Register now! observerliving.com

Panel series and exhibitor showcase; co-presented by

Ivanka Trump
EVP, The Trump Organization
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so some of the new developments  
on the market right now are truly a  

unique opportunity.”  
Kelly Mack, President of Corcoran’s Sunshine Marketing Group
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Millbrook real estate, llc 
Licensed real estate brokers and consultants 

Maxwell goodwin and george langa, principals 
Serving dutchess and columbia counties in New york 

www.MillbrookRealEstate.com  T. 845 677 3525 

Period millbrook home 
C18 house with guest cottage and separate 
office on 10 acres with gorgeous views of 

Millbrook’s famous hunt country.  This is 
one of  the best locations in the area.  

Priced at $1,950,000 

1860 Victorian nr. Millbrook 
4 BR and 4.5 Bath on just over 3 acres with 

streamside setting. Many new updates.  
Across the lawn is a converted barn with two 

good income producing apartments.  
Priced at $999,500  

Your sporting paradise! 
492 acres with panoramic mountain 

views, trails, streams and ponds. Huge 
choice of home sites. Great horse farm 

potential. Priced at $7,900,000 

New meets old!
Geothermal heat and A/C in restored 1700’s 
home.  5 BR and 4 baths house on 76 acres of 

open and wooded land. Two ponds stream 
and Catskill views. New 40 x 60 horse barn .   

Priced at $1,850,000 

So many real estate listings.

One address.

Thousands of New York’s brokers. 

All their exclusive listings.

One web site.

THE ULTIMATE HOME PAGE

Find out why ResidentialNYC.com has become the first

stop for New Yorkers looking to buy or rent a home!

buildings on Park Avenue, where it was 
very hush hush and nobody knew what 
apartments were selling for, everything is 
now an open book.”

 Sellers need to understand that if 
everything is an open book, the buyers 
know exactly how much an apartment 
traded for 5 years ago, and most of the 
buyers actually know how much a seller 
bought that apartment for. “Because 
the consumer has a lot of information 
at their fingertips, sellers need to do a 
lot of homework,” Teplitzky says. “You 
can’t really price an apartment by the 
traditional way of pricing, which used 
to be to take six months of sold and 
closed. Well, guess what? It doesn’t 
work anymore. Because six months ago, 
we were in a different market. So you 
have to do much more research, and in 
order to do that, you have to work with 
an extremely savvy broker who can put 
together a whole analysis, and not only 
for 2009. You have to go back in time. You 
have to go back to 2005 and 2006 prices.”

As you read this, the market is 
changing, and if a seller doesn’t keep 
up, they will price themselves out of the 
market. They may have people coming 
to see their apartment, but it will be 
unlikely they will sell it. And whether 
you are seeking to sell an apartment, buy 
a resale apartment, or buy into a new 
development, working with a broker is 
essential. 

“You absolutely need a very good 
broker, and I want to say seasoned 
broker,” says Reba Miller, president 
of RP Miller & Associates. “Seasoned 
doesn’t always mean over 20 years in the 
business. Seasoned could be someone 
who has a great passion for the business 
and will work their utmost to guide 
and hold the hand of a buyer and a 
seller. We’re trained, we know how to 

negotiate, and we have recommendations 
about what makes a good deal and what 
doesn’t make a good deal.” There’s 
always information you can learn from a 
good broker. 

“It’s a matter of value shopping 
today,” says Miller. “Everyone definitely 
feels that they want to have more value 
than ever before, and of course we all 
value things differently. So for each 
individual, it’s about what it is that they 
value the most and what they want to 
pay for the least.”

We’re in an economy right now 
where everyone is expecting to negotiate, 
whether it’s a new development or a 
resale. Buyers are savvier than ever 
before, and brokers are more important 
than ever. With enough research, a 
broker who can skillfully negotiate, and 
a little luck, this market is filled with 
opportunity.
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BY Jillian BluMe

There’s a lot of confusion about 
what’s going on in the real estate 
market in New York and how people 
should handle it. What is your take on 
what’s going on in the market?

Basically what we’re seeing is 
a resetting and stabilization of the 
market that would have probably come 
a number of years ago if it hadn’t been 
for extenuating circumstances such 
as 9/11. When 9/11 hit, the New York 
City real estate market was taking a 
bit of a breather, velocity of sales had 
slowed a little, prices seemed to have 
been leveling off versus the double digit 
appreciation that we were seeing for the 
previous two or three years. That event 
basically helped us skip a cycle because 
a tremendous amount of support came 
from New York City, and programs were 
implemented to rebuild the downtown 
area surrounding the Ground Zero site. 
So our bull market period got extended.

Now we’re seeing the national 
economy and the local economy suffering 
a recession, and because of that, real 
estate prices and real estate values 
have settled and retracted. Although in 
comparison to the national marketplace, 
New York City real estate has still fared 
very, very well.

Would you say that the market is 
different in terms of what’s going on 

in resales and what’s going on in new 
developments?

There are similarities and there are 
differences. The differences are that 
in the past, buyers would buy into new 
developments because they not only 
wanted to have something new that was 
never lived in before with the latest and 
greatest finishes and amenities, but the 
market and the economy were flying, so 
the buyers were actually making money, 
at least on paper, before they even closed. 
Buyers were basically speculating, based 
upo n the bull market price, that if they 
bought something today, a year or two 
from now when they close, not only were 
they going to have a great new home, but 
that home would have appreciated on the 
developers dime versus on their dime. 

Today, people are less likely 
to speculate because there’s more 
uncertainty in the economy. So the 
marketplace is in more competition 
today than it would have been in the past 
because today the majority of buyers 
who are purchasing are purchasing 
because they have an immediate need 
for shelter and housing, not because 
they’re looking to make a quick buck 
and year or two from now. So there’s 
a lot more competition between the 
new developments that are completed 
and still selling units and the resale 
marketplace than you ever would have 
seen in the past.

What would be your advice for 
someone who is trying to sell their 
apartment right now?

Price your apartment competitively 
with very recent sales in your 
neighborhood, sales that have occurred 
in the last two or three months, but 
make sure that you’re pricing your 
apartment in comparison to something 
that is similar. Don’t try to price your two 
bedroom post-war co-op on the Upper 
East Side with a lobby that was renovated 
ten years ago and with very little 
amenities in the building to the brand 
new condominium down the street that 
offers every bell and whistle. Number 
two is to have a plan. Make sure you work 
with a broker who is knowledgeable in 
your market area and that they provide 
you with weekly feedback from buyers 
and brokers so that you know where you 
fall within the marketplace. 

I would also suggest that any seller 
educate themselves by getting out and 
seeing what the competition is. Go to 
open houses, have your broker take you 
out to see who your competition is, so 
that you can truly say to yourself, ‘if I was 
in the market today, where would I put 
my apartment versus the competition if I 
was the buyer?’

What would be your advice 
for the buyer trying to buy a resale 
apartment?

Purchasing a home is a very personal 

and stressful exercise. My first piece of 
advice would be not to ask everyone that 
you know for their opinion. Don’t get 
buyer’s remorse once you find a place 
that you love because your circle of 
friends tells you that you’re paying too 
much and you can get a better deal. 

Educate yourself in the marketplace, 
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get out and see as many apartments as 
you can within the range of what you’re 
looking for. Don’t compare your budget 
to an apartment that’s truly unattainable. 
Do your homework on the building. 
Make sure that the building has strong 
financials and that the developer who 
built the building has a good reputation. 
Work with a broker because working 
directly with a seller can be difficult 
because they have an emotional 
connection to the property. Go and get 
yourself pre-qualified for a mortgage so 
you know what you can truly afford. Give 
yourself enough time to find that right 

home so that you don’t feel pressured 
when your lease is up or the contract 
on your apartment is about to close. 
You don’t want to make a decision that 
you’re not comfortable with because you 
don’t have the time to spend making that 
decision.  

What would you tell a person 
who is looking to buy into a new 
development in this market?

First, get pre-qualified for a 
mortgage. Make sure the developer has a 
good reputation for quality construction 
and following up on any type of post-

closing items, and look for developments 
with tax abatements if possible. The 
longer the tax abatement, the lower your 
monthly cost is going to be for a longer 
amount of time. Don’t get wowed by 
amenities because amenities can change 
unless it’s a fixed amenity like a gym or 
a roof deck or something that’s tangible. 
Just make sure that it’s a building that 
you want to live in regardless of all the 
other amenities in the building, and then 
take those amenities into consideration 
only as a factor to help distinguish one 
product from another once you decide 
that the apartments are basically equal in 

their value to you. 
I would also suggest that buyers not 

believe everything that they read on a 
blog or hear from their friends as far as 
the deal that they got. A lot of people like 
to brag that they got the best deal, and 
I know firsthand that people have said 
that they’ve gotten deals or concessions 
in buildings that we sell that never 
happened. You can’t worry about what 
your neighbor got or your friend got. Just 
focus on yourself. 

—Jillian Blume
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