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Developers try ‘free’ chic
to sell their empty condos

Top decorators given
carte blanche; dazzled
buyers start bidding

BY AMANDA FUNG

WHEN ALBERT LABOZ got a call from
Hearst Magazines last winter, he was slow
to respond because he thought the caller
was just looking for advertising.

Instead, the media giant wanted to use
Soho Mews, Mr. Laboz’s new 68-unit lux-
ury condominium building, to promote
four of its magazines. The publisher agreed
to bring in well-known designers to dress
up three large units plus a penthouse with
high-end furnishings and interiors—all
for free—and feature them in upcoming
editions of Town & Country, Veranda and
others. The freebie is paying off hand-
somely for the Manhattan developer.

“The traffic uptick is tremendous,” says
Mr. Laboz,a principal at United American
Land, noting that 53% of Soho Mews
units are unsold after a year and a half of
marketing. “It’s no secret that the market is
challenging.”

In their scramble to lure buyers in a
market overcrowded with apartments and
undersupplied with buyers, developers are
struggling to increase their marketing ef-
forts without depleting their already
strained bank accounts. In recent months,
a number of developers have hit the show-
home jackpot. They are giving over vacant
units to designers who turn them into
handsome homes. Decorators get a free
canvas to show off their talents, and devel-
opers get a lavish unit that can fire the
imagination of potential buyers.

Openings spurred by success
AT LEAST THREE designer show homes
have opened at new luxury Manhattan de-
velopments in recent months,and more are
expected to follow, spurred in part by the
success they have had in generating traf-
fic—and sales.

With 8,300 Manhattan units on the
market as of the third quarter, standing out
in the crowd has never been more impor-

tant. For developers, selling those units has
become something of a marathon, with the
average time to log a sale now 167 days, ac-
cording to Prudential Douglas Elliman
and Miller Samuel Inc. Thatis up from 134
days a year ago and 124 days back in the
giddy market of 2007.

Against that bleak backdrop, the suc-
cess of show homes is positively inspira-
tional. Tribeca Summit, a newly convert-
ed 66-unit loft condominium, was
selected this fall by Metropolitan Home
magazine for its show home event staged
in conjunction with premium cable net-
work Showtime.

Top designers, including Marie Aiello
and Angel Sanchez, transformed two du-
plex penthouses at the former 1913-vin-

tage warehouse into opulent spaces with
design cues taken from the network’s pop-
ular shows, including 7%e 7udors and Dex-
ter. The cost of each was as much as $1 mil-
lion and was borne by the magazine and
the network.

By the time the six-week event ended
last month, it had drawn more than 1,500
visitors. More important, Tribeca Sum-
mit’s owners, who have been marketing
units since 2007, sold five apartments
recently.

“It brought an air of excitement to the
project,” says Ethan Eldon who developed
the building along with Joel Silver. “Show-
time came at the perfect time.”

Good deal for developer

sIMILARLY, Extell Development Co. didn’t
have to pay a dime for its show homes of
more than 8,000 square feet at its 24-unit
condominium at 535 West End Ave.,
which is scheduled for completion in the
winter. There, 15 designers spruced up the
apartments at their own expense in return
for exposure. The designs were inspired by
extraordinary women, ranging from fash-
ion icon Coco Chanel to First Lady
Michelle Obama. The opening gala lured
more than 300 potential buyers.

“In this market, partnering and barter-
ing is important to save some money,” says
Mike Katz, a broker at R.P. Miller & As-
sociates, which is marketing The Prime, a
nine-unitlimestone-and-glass luxury con-
dominium in the meatpacking district.

To sell the last two units in the build-
ing, developer Saxa Inc. agreed to let
trendy Italian furniture maker Poliform
use one unit as a showcase, outfitting it
with pieces that retail for a total of approx-
imately $200,000.

For those developers not lucky enough
to have designers do the work for free, the
order of the day is creating model units on
a shoestring. At the 73-unit Livmor in
Harlem, which is still under construction,
the developers put together a show home
for a mere $10,000.

“We are paying for it, unfortunately, but
the show home is relatively modest,” says
Phil Morrow, one of the developers of the
Livmor. “We wanted to show people that
you can make homes beautiful with a rea-
sonable budget.” ®
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