Terwnbumises Offering
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*'ANeW Luxurleche Townhouses Offer Amemtles :

NICHE from page 9
isyettobe determined.
A broker at Prudential Douglas
Elliman who is overseeing the Ab-

- erdeen sales, Leonard Stemberg,
. gaid making condominium-like-

* amenities available in a brown-
. “stone are “a New Yorkfirst.”
The lack of a doorman is one of
the most-common complaints
from brownstene buyers, accord-

ing to the founder of Vandenberg .
" Inc., Dexter Guerrieri, a specialist .

. . intownheouises. “Every buyer asks,
. “What do I do about packages?"”
he said.
That’s a weakness Mr. Cum-
mings, a partner in Manhattan

builder Solomon Equities before -

launching Greenwich, Conn.-
: based ‘Aberdeen Properties 15

years ago, aimed to address when -

he envisioned the new venture in
spring 2006. “No one was reno-

vating old brownstones as a busi-
" - ness,” he said. “This was an under-_

served niche in the market.”
Mr. Cummings does acknowl-
edge the risk of his venture. “In a

challenging market yot can’t be

: &coeky ? he said. Still, “we’re tiot -
selling to a financially sensitive

marketplace. Our customers

.aren’t people who need Fanme

Mae mortgages.”

A real estate lawyer that repre-
sents lenders, Marc Shapiro, said
projects that appeal to high-end

buyers are more attractive candi- -
~dates for loans. “What lender’

would not be interested in-areal

estate opportunity that falls out-

side of the weaknesses in today‘s

market?” Mr. Shapiro, who isa -

partner in the Real Estate Group
at the law firm Orrick, Hemngton
& Sutcliffe, said.

- For now, at least, there’ appears .
~ to be a deep market of very high-

end buyers for Manhattan real es-
tate. The recently completed,
Robert A.M: Stern-designed 15

"Central Park West racked up somne
'$2 billion in sales, while 823 Park
_Ave., where sales have averaged

about $3, 469 a foot has sold all of
its units.
- Still, very Wealthy buyers also

* are knewn to be picky about loca-
‘tion and quality,and aren’t swayed

. bygimmicks. The butler-equipped |

* $40 million penthouse at One

Madison Park on 23rd Street, for |

- example, has sat on the market for
“ayear. Meanwhile, three high-end

apartments at 11 Spring St., in- |

"cluding a $17.95 million tr1p1ex

penthouse witha prlvate elevator,

‘have failed to sell since going on-

the market in July 2007.

Ta appeal to buyers in the $10-
million-pius market, “it has to be
the best of the best,” the develop-
er of 828 Park Ave., Elliott Joseph,
a principal at Pi'operty Markets

-.Group, said.

‘Many involved in the market are
hopeful that the combination of

" condeminium services with the
_benefit of owning a home will
. make the Aberdeen townhouses a

SuCCess.
“There are deﬁmtely buyers out
there” for the project, the execu-

tive director of development mar-

keting at Halstead Property;: Ste-

" phen Kllegerman, said.
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