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Parking sprouts as building wilts

Continued from Page 5

parking lot. The owner had planned
to erect a building on the 6,000-
square-foot site, but his plans fell
through last year,

Mzr. Ezrarty could not disclose
the terms of that deal, but he notes
that rents range from $3,000 per car
space to $8,000 per car space, de-
pending on the location and
turnover rate for parking. Evenat the
high end, those rents palein compar-
ison to the returns that developers
once expected to make on their
pricey properties. But the feeling is
that some income beats no income.

“Some sites won't be developed
for several years,” he says. “So they
mightaswell have cash flowandlease
their lots to parking operators.”

That is exactly what happened at
a prime midtown sitc on Eighth Av-
enue berween West 45th and West
46th streets. There, real estate giants
The Related Companies and Boston
Properties recently postponed plans
10 erect 2 high-rise office tower on
the site of an existing parking lot. Af-
ter buying air rights to expand the
site, this year they reversed course
and extended the lease currently held
by Champion Parking.

A stone’s throw across the avenue,
at 301 W. 46th St., TriBeach Hold-
ings had also demolished several
buildings that bordered a parking lot
asitprepared to putupa 38-storyho-
tel/residential tower. Instead, the de-
veloper reopened the parking lot.

Operators getting picky

“PARKING PROPERTIES scem to
come in waves,” says Robert Knakal,
chairman of Massey Knakal Realty
Services. “When the development
market is not booming, properties
remain parking lots until construc-
tion financing gets back on rrack.”

In some cases, longtime land-
owners are not waiting for that mar-
ket tumn. They are selling out and tak-
ing their bers off the table entirely.

After a developer had backed out
of plans to build on a 10,000-
square-foot parking lot near the
West Side waterfront, the landlord
sold it to the parking lot operator,
who was renting the space. The
price was a mere $300 per square
foot, according to Howard Green-
berg, president of Ace Capital Ven-
tures, who represented the owner in
the sale—a fraction of its formerval-
ue a5 a development site.

“Developers want to raise mon-
ey,” he says.

In addition, Mr. Greenberg re-
cently brokered the sale of 2 couple

of garages in new residential condo-
miniums—one for The Clarert
Group and another for J.P. Morgan
Chase and Apollo Realty. “If they
build something, they have to lease
it or sell it,” he says.

Faced with a mushrooming sup-
ply of potential parking Jots, opera-
tors are gettng positively picky. Al-
ready feeling the iil effects of the
recession and suffering from low
margins, they are unwilling to pay
much to buy raw land and relucrant
10 [ease it unless they're guaranteed a
multiyear run on good rent terms,

“We've seen lots of opportuni-
ties,” says Mr. Jones. “We just
haven't found one that makes sense
because the terms make it financial-
ly challenging.” O
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