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NEWS
Broker retreat turns out best in classLuxury takes

a nosedive
By Alicia Hartgrove

Over 100 agents “graduated” from 
the New York Real Estate Academy’s 
first Urban Retreat session last week.

Co-designed by the Academy's co-
founder Esther Muller with the Dean 
of Touro College’s Graduate School of 
Business Dr. Michael Williams, PhD, 
the event featured a roster of high-
profile speakers that included Dottie 
Herman, Adrienne Albert, Stan Ponte 
and Jonathan Miller.

The aim was turn out a new and im-
proved real estate professional capable 
of tackling the issues that arise during 
any market, good or bad.

“We believe we are establishing a 
baseline [in education] for a successful 
career,” said Williams. “This industry 
is in its infancy. It is ripe and necessary 
to have a level of understanding and 
knowledge before approaching savvy 
consumers or you’re out.” 

The retreat was held at the New York 
Athletic Club and, over the three-day 
event, some 25 of the industry’s most 
accomplished brokers and managers 
gave seminars.

Although the course was open to 
anyone, brokers received the New York 
Department of State required 22.5 hours 
to renew their license.

Williams spoke on the last day of the 
retreat about achieving the highest level 
of excellence in the profession. “You are 
the architect or victim of your own fu-
ture,” said Williams, adding that the key 
to success is to continuously re-invent 
yourself. “Problems can’t be solved 
with the same level of thinking that was 
used to create them.” 

The Dean also urged brokers to 

Adrienne Albert of the Marketing Directors, one of 
the Retreat speakers, with Esther Muller.

become avid readers, 
everything from business 
journals to lifestyle maga-
zines, market reports and 
data. That information, 
he noted, enables brokers 
to be a one-stop source 
of knowledge to their cli-
ents. “You don’t have to 
be smart to be great,” said 
Williams. “You just have 
to be smart enough.” 

Speaker Dawn Do-
herty, vice president of 
strategic development at 
StreetEasy.com, the real 
estate tracking service, 
addressed the issue of 
technology and how to 
drive your business with 
online applications. 

Brokers and agents 
who attended said they 
found the retreat informa-
tive. Shirley Benfante, 
sales agent at B.P. Vance 
Real Estate, was surprised 
to learn about how many 
new projects are still go-
ing up in this economy.

With this increase in stock, she said, 
“We all have to be patient. The market 
will improve eventually, but for now we 
see high and low-priced listings selling 
but not middle priced listings.” 

Marjorie Oberlander, an agent at 
Gonzalez Oberlander & Holohan LLP, 
attended primarily for networking. “The 
pep talks are interesting,” she said. “It is 
very important to network though, and 
I was surprised to discover how some 
people don’t have relationships with 

clients or colleagues.” 
Williams and Muller have high hopes 

for expanding the Urban Retreat series 
and plan a national and international 
expansion of the program.

The next three-hour urban modules 
will be at Touro College on Mar. 25, 
Apr. 1,8,15,20,22, and 29. Topics will 
include co-op board requirements, credit 
availability, and new disclosure require-
ments. The next three day, 22.5 hour 
Urban Retreat will be May 13, 15 and 20 
at the New York Athletic Club.

Ian Levine has formed a strategic alli-
ance between his property management 
firm, Spandrel Property Services and 
Stribling & Associates.

As part of the arrangement, Stribling 
& Associates, as well as its affiliate Stri-
bling Marketing Associates, will assist 
Spandrel in the creation of property man-
agement opportunities at multi-family 
residential developments across the city. 
In addition, Levine will educate Strib-
ling’s sales agents on critical property 
management issues facing residential 
property owners.

“This alliance with Stribling & As-
sociates goes a long way toward enhanc-
ing our third-party business development 
efforts,” said Levine, who is the founder 
and president of Spandrel Property 
Services. 

The alliance comes on the heels of 
various other efforts by Levine to gain a 
greater percentage of the property man-
agement market share with third party 
developers. 

Last year, he a director of opera-
tions and rolled out the state-of-the-art 
Sage Timberline software program to 
improved client reports. Levine also 
completed a major rebranding of the 
company.

The Real Estate Board of New York 
(REBNY) honored two industry execu-
tives at its annual Residential Manage-
ment Leadership Awards Breakfast at 
the Roosevelt Hotel. 

Elly Pateras, vice president/senior 
managing director for Douglas Elliman 

Property Management received the 
Residential Management Executive of 
the Year award.  

Dorothy Vermeer, vice president of 
H.J. Kalikow & Company, LLC, was 
presented with the Community Service 
Award.  

“Elly and 
Dorothy are 
two of the 
finest leaders 
in the field 
of residential 
manage-
ment,” said 
REBNY 
president 
Steven 
Spinola. 
“These wom-
en are among 
the most 
respected in-
dividuals in 
the industry.  
These honors 
are well 
deserved 
because of 
their tireless 
dedication 

and because they serve as role models 
for their colleagues.” 

Pateras, a real estate property man-
agement executive for more than 17 
years, currently oversees a team of 
account executives who are responsible 
for managing 60 buildings in New York 
City.  

Vermeer is a 30-year veteran in the 
residential management business and 
has been an active member of REBNY’s 
Residential Management Council. She 
has also been involved with the Associa-
tion of Real Estate Women (AREW) for 
28 years, and serves on the board of the 
organization’s charitable fund, which 
supports Women in Need, a non-profit 
that helps women and families become 
independent. 

The charitable fund provides scholar-
ships to students in real estate studies in 
New York City colleges. Vermeer has 
helped to raise $65,000 for the charitable 
fund as well as $100,000 for scholar-
ships.

Andrea Nierenberg, founder of 
The Nierenberg Group and three-
time best selling author, served as the 
guest speaker of the event.  She is a 
networking and business relationship 
expert.

REBNY honors top residential managers

Dorothy Vermeer (left) of H.J. Kalikow & Company and Elly 
Pateras of Douglas Elliman Property Management.

Levine forms 
new alliance

Where have all the rich folks gone? 
That seems to be the question begged by 
Stribling Private Brokerage, the division 
of Stribling & Associates that sells to the 
uber-wealthy.

In a new report, Kirk Henckels, 
executive vice president and director 
of Stribling Private Brokerage, said the 
multi-million dollar deals that propped 
up the market’s sales numbers in recent 
years have all but vanished.

“There has been a structural shift in 
the luxury market,” said Henckels. “Pre-
viously, the luxury segment dominated 
the market and yet, currently, it is not 
possible to determine the price declines 
in this sector because there is simply not 

enough empirical data 
to suggest a pat-

tern.”
The market
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