
www.TheRealDeal.com www.TheRealDeal.com May 2006 00

May 2011  Vol.9 No.5

www.TheRealDeal.com   May 2011  41

Continued on page 104

BY CANDACE TAYLOR

In the current landscape of Manhat-
tan’s boutique real estate firms, it’s all 
about the haves and the have-nots: 

those who have reality TV shows, and 
those who have not. 

As real estate junkies know, boutique 
brokerages Core and Gumley Haft Kleier 
last year began starring in HGTV’s “Sell-
ing New York.” The hit reality show follows 
brokers as they shepherd wide-eyed clients 
through cavernous lofts, and badger obsti-
nate sellers into dropping their prices. 

Both firms, which were relatively un-
known outside of New York before the 
show, say the exposure has paid off finan-
cially. The impact of the hit show seems 
particularly dramatic for Gumley Haft 
Kleier, a family-run firm headed by Up-
town superbroker Michele Kleier and her 
husband, Ian, along with their daughters, 
Samantha Kleier Forbes and Sabrina Klei-
er Morgenstern. The family, collectively 
known as “The Kleiers,” seems tailor-made 
for reality TV stardom, with their glamor-
ous Park Avenue listings, celebrity clients 
and close family bond.

The show already appears to be help-
ing Gumley Haft Kleier snatch market 
share from other real estate companies. 
This year, it shot up to No. 3 on The Real 
Deal’s ranking of top boutique firms, from 
No. 6 last year. Core took the No. 2 spot and 
Leslie J. Garfield & Co. ranked No. 1, a spot 
it’s held since The Real Deal began ranking 
boutiques in 2009.

“This year has been spectacular,” Michele 
Kleier said, adding that she and her daugh-
ters now can’t go out on the street without 
being recognized, which has translated into 
more client inquiries and exclusive listings. 

“We are getting much more visibility and 
more clients,” she said. For example, she said 
she recently spoke to “someone from Italy 
who watches the show and wants to buy an 
apartment here.”

When The Real Deal gathered its data 
last month, the firm had 26 active residen-
tial Manhattan listings worth $84.2 million, 
up significantly from $53.9 million last year 
at this time, and from $51.8 million in 2009. 
(Michele Kleier noted, however, that when 
the data was gathered last year, she hadn’t yet 
put her spring listings on the market.)

Of course, their newfound fame has 
its drawbacks. “Walking outside in flip-
flops, you feel a little self-conscious,” she 
laughed.

Plus, she noted, they have to be on the 
lookout for potential clients who aren’t seri-
ous about buying or selling, but simply want 
to be on television.

Shaun Osher, the CEO of 52-agent firm 
Core, also said “Selling New York” has ben-
efited his firm’s bottom line.

“There’s nothing that I could have done 
more powerfully to spread our brand within 
such a short amount of time in 60 countries 
globally,” Osher said. The firm had 64 active 
Manhattan listings worth $173.6 million as 
of last month.

Due in part to exposure from the show, 

“we’ve definitely seen our business grow” in 
the past year, Osher said. 

That’s most noticeable in the new develop-
ment marketing arena, where Core has his-
torically focused much of its attention. The 
firm is currently working on seven soon-to-
be-released projects, including 305 West 16th 
Street, which is slated to hit the market this 
spring, Osher said. “We’ve never had a bigger 
pipeline of product than we do now,” he said.

But Core, like most boutique firms, saw its 
dollar volume of listings decrease from this 
time last year, dropping to $173.6 million 
from $251.8 million in April 2010. 

 Firm heads attributed the overall decrease 
in listings to the fact that properties are now 
selling faster than they did during the down-
turn, rather than lingering on the market.  

“There’s a lot less inventory on the mar-
ket,” Osher noted. (He also disputed The 
Real Deal’s figures, saying he believed the 
total figure for Core should be higher.)

As of last month, the nine-broker firm 
Leslie J. Garfield had 19 listings worth 
$215.3 million, compared to 39 worth 
$319.4 last year at this time. 

The firm’s head, Jed Garfield, said a buy-
er just signed a contract on a townhouse his 
firm had listed at 21 East 70th Street. The 
house, asking $22.5 million, went on the 
market in September, and had seen “no 
activity” for months, Garfield said. 

“Then three weeks ago, three people 
starting bidding against each other,” he 
said, noting that a commercial buyer end-
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Top residential firms 2011
A dose of reality Small firms see results 

from TV stardom

From left to right: Sabrina Kleier Morgenstern, Michele Kleier and (a pregnant) Samantha Kleier Forbes.

1          1  Leslie J. Garfield & Co.    $215.3 million   $319.4 million  19 39             10         9 

2        2  Core      $173.6 million   $251.8 million  64 68         52         57

3        6  Gumley Haft Kleier   $84.2 million    $53.9 million   26 16         39         34 

4        4  Fox Residential Group    $44.8 million    $89.9 million   22 29         44         41

5        5  Mercedes Berk Ltd.    $36.9 million    $65.6 million   8 13         9         9 

6        3  The Modlin Group   $31.9 million    $107.1 million   8 9         4         5 

7        --   Key Ventures    $24.1 million    --    8  --         16         -- 

8        --   Heddings Property Group  $20.2 million    --    12  --          13         -- 

9        --   Think Properties NYC    $18.1 million    --    4  --          7         -- 

10      10 Barak Realty     $16.1 million    $16.2 million   29 36         31         35

11 TIE 11 Olshan Realty Inc.    $12.6 million    $16.1 million   11 8         9         9 

11 TIE  9  Weichert Realtors, Mazzeo Agency $12.6 million    $18.9 million   20 25         42         46 
         
Source note: All data was gathered from the OLR listing portal early last month, except for the number of Manhattan agents, which is from each firm’s website. Rankings include only Manhattan-

based brokerages and active Manhattan residential listings updated within 120 days leading up to the time of the survey. “Boutique” was defined as firms with 5 to 60 agents.   
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