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Lesser moves a hot property

Continued from Page A1
certainty.
But with some economic indicators pointing 

in a positive direction and rents at comparative 
bargains compared to the scorching rates that 
defined Manhattan’s real estate boom years, 
Monday, like many landlords, found its tenant 
far more amendable to getting a deal done.

230 Park, a building iconic for straddling 
the avenue opposite Grande Central Terminal, 
has been known as a more affordable option 
on one of Manhattan’s priciest stretches and 
hence has been at the front lines of a leasing 
revival driven in large part by tenants eager to 
cash in on deals in the market.

Robin said that in the latter half of 2009, 
when activity slowly began to pick up from 
moribund levels, Monday signed about 
130,000 s/f of leases, many of them renewals 
to keep existing tenants in place. That leasing 
picked up in the first quarter, he said. Already 
100,000 s/f of deals have been signed he said. 
Like last year, many of them are renewals, 
such as the deal with Satterlee, which has been 
a tenant in the building for almost 25 years.

The law firm Lathrop & Gage also renewed 
its lease in recent months, expanding onto the 
34-story building’s entire 24th floor, a roughly 
21,000 s/f space.

But the building has also attracted new ten-
ants. Earlier this year the amusement park Six 
Flags signed a deal to relocate to 230 Park’s 
entire 16th floor, which is also roughly 21,000 
s/f, after entering bankruptcy and severing 
the current leasing commitment it has for its 
corporate offices elsewhere in midtown.

Robin said that in the deal with Satterlee, 
the yearlong pause allowed the market to 

rebound slightly back in the landlord’s favor 
from rock bottom levels last year. Still, he 
said that tenants continue to hold most of the 
leverage during negotiations.

“Satterlee definitely got the benefit of sign-
ing a long term deal in a market that favors 
tenants,” Robin said.

There have been anecdotes that landlords 
are becoming less willing to lease large blocks 
of space in deals that stretch far into the future 
at such a low point in the market and that some 
may be contemplating whether to hold off fill-
ing vacancies until rents rise.

Robin said that Monday hasn’t seen the 
market tighten to this extent but that he was 
keen to arrange deals for the building’s va-
cancies in stages, so that they don’t appear as 
daunting blocks that could erode the landlord’s 
bargaining position.  

The building’s biggest vacancy is a 100,000 
s/f opening in the base, the entire 7th floor and 
a contiguous 30,000 s/f portion of the 6th.  
Robin said that Monday was contemplating 
whether to splice that space into several sepa-
rate units or to try to lease it to one big user.

“The opportunity is to identify a Fortune 
500 tenant or a law firm who likes the lower 
floors and is excited by the chance to get one of 
the best deals on Park Avenue,” Robin said. He 
added that, before the downturn, asking rents 
in the building were at least $20 per square foot 
higher than what Monday is offering today.

The company, however, could cut the space 
up into separate offices, which would allow 
them to market the block to a wider array of 
tenants and lease it one unit at a time, which 
could capture rental increases if the market 
tightens.

Monday deal cements faith in rebound

The March 2010 composite 
U.S. Shopping Center Execu-
tive (SCE) Opinion Survey 
Business Barometer from 
the International Council of 
Shopping Centers (ICSC) 
posted its first improvement 
in thirty two months.

The positive change in 
industry conditions was wide-
spread with solid improve-
ment in sales and customer 
traffic. 

For March, the SCE Busi-
ness Barometer increased by 
4.5% points. This increase 
brought the barometer to 
52.6%, crossing the 50% 
growth threshold for the first 
time since July 2007.  

“March 2010 marked an 
important turning point for 
the U.S. shopping center 
industry,” noted Michael P. 
Niemira, chief economist 
and director of research for 
ICSC.

“After nearly three years of 
contraction, shopping center 
executives are finally opti-
mistic on the current state of 

industry conditions across all 
five performance measures.”  

The SCE Business Barom-
eter consists of two indexes 
(SCE Current Evaluation 
Index and SCE Expectations 
Index) which can range from 
0-100%.  

A reading of 50% means 
industry conditions are rela-
tively unchanged; below 50% 
signifies deterioration; and 
above 50% notes improve-

ment. 
The indexes are aver-

ages of five performance 
measures — year-over-year 
sales growth, year-over-year 
customer traffic, changes in 
occupancy rates, changes in 
rent spreads and changes in 
capitalization rates — for the 
current situation and the six-
month outlook, respectively.

To view the full report, go 
to www.icsc.org

Leslie J. Garfield & Co. 
announced the long-term retail 
lease of 228 East 58th  Street, 
a two-story plus basement 
retail space between Second 
& Third Avenues.

The space is comprised of 
3,000 s/f  with 650 s/f of base-
ment plus 1,00 s/f of outdoor 
terrace. It was recently gut 
renovated and delivered as is 
to Interieurs furniture com-
pany, which signed a 10-year 
lease at $37,000 per month, or 
$148 psf.

The space featured a brand 
new all glass façade with 
double heigh ceiling, entry-
way, new plumbing, security 
monitor and speerate HVAC. 
In addition, the sidewalks were 
heated for the tenant’s convenience.

Mathew Lesser, director at Leselie J. Gar-
field who represented the landlord, Lehnenberg 

Properties LLC commented, 
“We waited for the right ten-
ant to come knocking in the 
door and moving uptown 
will allow Interiuers the op-
portunity to cater to the D&D 
District.”

Curtis Woodside of Rice 
7 Associates represented the 
tenant.

Lesser said the previous 
owners installed the heated 
sidewalks as an “amenity and 
convenience.”

 He explained, “By having 
heated sidewalks, the com-
mercial tenant does not worry 
about snow removal and 
shoveling during the winter. 
Additionally, I guess there 

is less possibility of someone 
slipping during nasty weather conditions. It 
is also nicer and cleaner for the residential 
tenants upstairs.”

Robert K. Futterman & Associates (RKF) completed 
the sale of the 2,658 s/f retail condominium 5 East 44th 
Street. The asset was sold for $2,550,000. 

RKF directors David Alani and Brian Segall of the 
firm’s investment sales division, RKF Investment Sales 
& Advisory Services, represented the seller, Vintage 
Group. The buyer was 2792 Ocean Realty, LLC.

Situated in the Midtown/Grand Central District, the 
retail condominium at 5 East 44th Street is at the base of 
the Number 5 Condominiums, a new 24-unit, 20-story 
boutique residential development designed by Philip 
Johnson (left) and Alan Ritchie Architects.

The retail condominium consists of 1,698 s/f on the 
ground floor and 960 s/f in the cellar. 

RKF Investment Sales & Advisory Services is under the 
leadership of executive vice president Jeff Fishman.

Johnson-designed condo sold
 

 


