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After a longtime
focus on small deals,
Bob Knakal goes
after higher-priced
assighments

By Aoast Pwcus
obert Knakal calls his move into
the realm of mega-deals s slow
and steady progression.” Slow
and steady is a wild understate-

mentfor Knakal, co-founderand chairman
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firn, Massey Knakal Realty Services,

Knakal, 51, is by genernl industry con-
sensusamongan elite group ofinvestment
sales brokers. But nnlike many of his suc-
ceasful counterpatts, Knakal got there
mostly by selling smaller buildings priced
vnder 850 million.

His one big breakout sale, a $179 mil-
lion, 345-unit residential portfolio for de-
vdopu-H-rryMlddmiuﬂoo-l.wua

by, iotal hi

Now, however, unﬁrmuﬁnmthe
Erenetic Axron Jungrels, whofarsurpassed
hitnin sales last year, Knakal is going afer
mmmmwmdwﬁhm

Andsofarthisy gol
aroll. Lest rmonth, hehad th
mml;nmmuhndlpmpuﬁuurpm-
{olios ol $100 million and above,

“Itiseasy topigeonholesomeoneintoa
q)edﬁcnklu.lndwmeliam ity difficult

that PR aakal ““But
mmwﬁnghudmdunmwum
wecando.”

The $10 billlon man
Knakal told The Read Deal that he and his
now 13-member team have closed more
than $10 billion in sales at nearly 1,500
properties since the fifm launched more
than 25 yesrsago.

While lhoseﬁgummnnntbeindn—

Howeves, s handful of institutional-Jovel
beekers have sold (armorein terma of do)-
larvolume over the years, inchuding Eastdil
Secured's Doug Harmon and Adam Sples,
who did more than $10 billion in 2013
alone, and CBRE Group’s Darcy Stacom,

that [ will doover $2 billion thisyear,
Nelson, who has his own 10- b
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tear, thesecond largest et the firmbehind
Knakal, said, “We sre definitely handling
larger, institutional-grade assignments.”
He noted that while the deals the pair
worked on in the past were at lower daliar
amounts, they set the dvo up well formov-
inginwshigher pricerange.
'Whmmmmeeﬂuwllhmwnn-.

rdal b 4

‘lDO ml!l!on,dhnu wamioknowyw.r
track record,” Nelsonsaid.

'Wehnmdloamzpkofpeuple.[m
we did not find a good fit, and felt that the
natural progression the company was on
would being us to even larger transactions.
And that has played out," he said,

There is & potential downside to vying
for the larger deals, insiders say. Big firms
like CBRE and Cuthman & Wakefield,
which currently feed Massey Knakal leads
on smaller deals, would tkely stop doing
that, said one broker at a large firm. But,

“Itis easy to pigeonhole someone into a specific niche,
and sometimes it’s difficult to break that stereotype. But

we are working hard to demonstrate what we can do.”
BOR KNAXAL, MASSEY KNAKAL REALTY SERVICES

whosells $10billion every couple years.

Still, over the past year, Knakal bas
ramped uphis large listings,

Tn January, he and compavy pariner
Jumes Nelson announced the listing for
a 1.2-million-square-foot site in Hudson
Yards cmed by the Rosenthal family that
Islikelytosell forsbout $200million. And,
slong with Thomas Donavan and Jason
Preuss, Knakal was hired tnsell . 53-bufld-
ing portfolio in Kew Gardens, Queens, for
Hudson Realty Capital, which is likely to
Ietch more than $225 million.

"1 have been focused on snd wanted to
dolargerdealsin the past twoyears,” Knakal
sakd. *I did over $1 billion [last year], and
based on $400 million done already [in
2014)and $1.7billion inlistings, I feel con-

Even before the Macklowe portfolio
cosed In 2004, Knakal was well positioned
tolend pricierdeals,

In 2002, he was marketing an 11-build.
ing package of Manhattan multi-family
prop it s |y h i haced ax.
set management firm Greystar Rea] Fstate
Puml!ulMF’mmaMImm
mez h rifolioof
Emﬂdemidmhnlhnﬂdinpmhmn-
tract to sell for $320 miltion. But despite
belng just s few million dollars apart, the
deal collapsed and the packags was recap-
italized, Knaka! said. Two years later, with
new decision makers overseeing the port-
Tolio, the investment company HFF was
hired, and sold the buildings in several piec-
8 over seven years. Knakal said in about

the source sald, it might only beone or twe
refermalsayear.

Plus, compay co-{founder Paul Massey
noted that because the firm sends business
beck 1o pther firms, *I can't imagine that
stopping”

Getting temitorial

Knakal grew up in Maywood, N.J., theson
of a school principal and stey-at-home
mother. His grandfathers, who swere both
from Prague, were small businessmen,
and provided him with an entrepreneur-
indstrezk.

In 1961, hebegan in commendial real es-
lakeas & sumimnver research analyst at Cold-
well Banker Commercial, a precursor to
CBRE Group. Two years lter he got his li-
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cense,and in 1984, teamed up with Massey
to form a property group at the firm.

The pair struck out on their own in
1988, launching Massey Knakal and ex-
clusively representing sellers. Although
they co-founded the firm, they play dif-
ferent roles in day-to-day operations, with
Masseyfocusing on mannging the business
and Knakal on developing deals.

They also adapted Coldwell Banker's
territory structure. Under Massey Knakal's
system, which isstill inusetoday, everybro-
ker is assigned to one of 54 regions in the
city and New Jersey. The company is the

only brokerage in the city that uses sucha

system today.

One advantage is that the brokers end

up with a block-by-block understanding
of their territory, forcing them to know
virtually every owner and generating con-
stant leads. That has helped the company,
whichhas104investment sales brokersand
agents, sell more buildings than any other
firmin thecity over the past decade,

But some outsiders say the dovmside
is that the territory system limits agents’
knowledge to their one aren. In addition,
commercial and multi-lamily portfolic
owners, whooften havebuildings scattered
geographically, typically prefer tapping bro-
kers with broader experience, That leaves
Massey Knakal vulnerable to competition
for large portfolio sales. In recent years,
Jungreishas had an edgein the market for
the 100 million-plus, multi-famity deals.

Knakal, whose own territory includes
Hudson Yards, Midtown West and Penn
Station, often gets listings outside that
range. But like any other broker at the
company, when that happens, Knakal is
required to workwith theterritory’sbroker
and split the commission, even if he's the
lead on the deal.

Knakal, whositsinacubicleinthe firm's
open bulipen layout, declined to disclose
what percenthe orany other broker ks paid
when acommission isshared.

Someindustryplayerscriticizetheprac-
ticeoffirmheads, including Knakal, acting
asbothabrokerand an owner, arguing that
it presents a conflict of interest. For exam-
ple, if Knakal approaches a junior broker
about a commission split, he has the up-
perhand.

Knakal said the structure of the firm pre-
ventsthat sortofabuse of power, sayingheis
incentivized to give a decent splittosjunior
broker, because that broker might have a
deal in his territory at some point.

In addition, some criticize the prac-
tice of owners heading up large company
teams, saying it provides them with an un-
falr advantage over junior brokers at the
finm. Knakaldefendedthe practice, though,
noting that he is generating enough busi-
nesstosupportthat system.

Nelson added that Knakal’s relation-
ships are incredibly beneficinl to the firm.

“Bob, with his contacts, brings in a lot
of institutional-style business. For anewer
agent, they might not have that access, For
Bobtobringin theseapportunitiesisagreat

thing for the firm,” Nelson said.

Knakal is also adamant that he does
not invest in real estate, saying it’sa con-
flictofinterest. Itis asensitive pointinthe
industry, because many brokers quietly
invest in deals as minority partners, but
fewadmittoit, insiders said.

Lastyear, he told the New York Times
that he doesn't invest in real estate, But
last monthhetold TRDhehad made pas-
sive investments in afew deals, although
he would not say when or where.

Through a search on real estate data-
base PropertyShark, TRD identified at

Top, cotnpany codounder Paul Massey. Bottom,
Massey Arakal's Jamen Nolson has werksd on
esaveral big deals with Knaksl.

least two properties Knakal had a stake
in: The 10-unit rental building 2112 Hon-
eywell Avenue in the Bronx, which was
purchasedin 2004 for $585,000and sold
in 2007 for $980,000, and the six-unit
18-11 Linden Streetin Queens, purchased
in 2002 for an undisclosed amount and
sold in 2012 for §885,000, He declined
to confirm either address.

Otherthan hispersonalvesidernices,he
said he never purchased an investment
propertyon hisown.

“I have wmade a few passive invest-
ments, always with other partners who
sourced the opportunities, and viewed
themmoreas helpingafriend than mak-
ingan active, hands-on real estateinvest-
ment,”he said.

Numbers man

Knakal, whois married and hasa §-year-

olddaughter, ismeticulouswhen it comes

to keeping records and setting goals. ]

get hired 31 percent of the time that 1do
Continued on page 112
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