CONCRETE THOUGHTS

A Thank-You Note -

This REBNY honoree has many to thénk for success in his
accidental vocation

was sincerely humbled to learn

that I was going to be this year’s

recipient of the Real Estate
Board of New York’s Louis Smad-
beck Broker Recognition Award.
I'm extraordinarily appreciative
to REBNY, Steve Spinola, Bill Mon-
tana and the commercial board of
directors for this honor—and to
everyone who has, even tangen-
tially, been a part of this wonder-
ful ride.

Probably the nicest thing about
being notified that I would receive
this award is that it made me take
a step back and consider the whole
history of my career. And
when I did that, I imme-
diately started thinking
of all the people who’ve
helped me along the way,
without whom ! would
never have been consid-
ered for this recognition.

My first serious expo-
sure to the real estate in-
dustry took place by acci-

eyed kid. Jack Fatigati was always
willing to answer any of the hun-
dreds of questions I had, and Tom
Mallaney taught me that, despite
the commonly accepted rule, nice
guys can finish first. 'm fortunate
to count Jack and Tom among my
good friends to this day, nearly 30
years later,

fter graduating from Whar-

ton, I decided to take a full-

time position with CB in their
Manhattan office. On my first day
on the job, I met this other young
guy named Paul Massey. He had
worked for CB in the
same summer program,
in Boston, and he’d also
decided to give the build-
ing sales business a go in
the Big Apple. CB had
about 50 office leasing
brokers in New York at
the time, and four build-
ing sales brokers, inctud-
ing Paul. The three other

dent, during spring break sales brokers each had
of my freshman year at M about 20 years of expe-
the Wharton School, in Columnist rience and wanted noth-

1981, when I, along with

just about every oth-,

er Wharton kid, wanted to be the
next hot shot to take over Wall
Street., ] wanted a summer job that
would look good on my résumé, so
I applied at every commercial bank
and investment bank I saw in Ber-
gen County (which is where I grew
up). I walked out of a Paine Web-
ber office in Continental Plaza and,
across the hall, I saw “Coldwell
Banker.” I thought it was another
hank, so I dropped my résumé off
there, too.

Just a few hours later, I received
a phone call asking me to come in
for an interview the next day. There
was no Webin 1981, so I went to the
library prior to the interview to do
some research on this bank so that
I'd be prepared. When I discovered
that Coldwell Banker was a real es-
tate company, 1 almost didn’t go
to the interview. But [ went, and it
was the only company to offer me
summer employment, so I took the
job somewhat reluctantly.

From my first day there, I loved
it. It was an energetic environment
with hardworking people making
a lot of money and having a lot of
fun. The result was three college
summers working at CB. It was
there that I developed friendships
with two senior brokers who were
willing to befriend a young, wide-
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ing to do with the young
kids—so, on my second
day on the job, Paul and I formed
a partnership that has lasted for
26 years and counting. Thousands
of days and tens of thousands of
conversations later, I can say that
I have been so lucky to have a great
business partner who has driven
me to do better than my best every
day. Thank you, Paul.

The CB years were so much fun.
There was a group of us who all
started together and went through
the “start-up phase” of what was a
very challenging but exciting busi-
ness, Johnny Maher, Kevin Danehy,
Paul Myers, Bob Stella, Bob Law,
Kim Mogul, Jackie Mansfield and
many others were all there with
Paul and me, and we all fought to
make our mark on the industry.
Dinners often consisted of one pur-
chased beer and the systematic dis-
mantling of the free hors d’oeuvres
bar at the Charley O’s in the ground
fioor of 437 Madison Avenue.

Paul and I closed our first
transaction in March of 1985, a
20,000-square-foot commercial
building located at 1421 Third Av-
enue that almost burned down the
night before the closing. But the

- building survived; the sale closed;

and when we got back to the office,
our mentor, Gerry Bridges, was
happy to take “the rookies” to a

grand dinner at Smith & Wollensky.
Gerry was a 50-year veteran of CB
who could not have been nicer to
us. Unfortunately, he passed away
last year, but Paul and I will always
remember his kindness to us in our
formative years. In two weeks, our
firm will present the 21st annual
Gerald W. Bridges Salesman of the
Year Award to our top agent.

In the early days of prospecting,
I was fortunate to sfumble upon
Louis Brause, who owned two prop-
erties in the territory I was cover-
ing. In my first cold call to him, I ex-
plained that I wanted to meet with
him to discuss what Paul and I were
up to in our new division at Cold-
well. Lou suggested a meeting at
his office at 52 Vanderbilt Avenue. I
said, “Vanderbilt Avenue? Where's
that?” I can just imagine what kind
of second thoughts that response
must have-given him. Fortunately
for Paul and me, Lou kept the meet-
ing and became a great friend to us.

There was no Web in 1981,
so I went to the library prior
to the interview to do some
research on this bank so
that I'd be prepared. When
I discovered that Coldwell
Banker was a real estate
company, I almost didn’t go
to the interview.

Another of our company awards is
named in his honor, recognizing all
of the guidance he provided.

As our careers progressed, Paul
and I became aware of the Real Es-
tate Board of New York and the tre-
mendous work it does on behalf
of our industry. In the mid-1980s,
we both set the goal of becoming
members of REBNY’s Sales Brokers
Committee—and after months of
harassing Jack Hill, who oversaw
the committee in those days, we
finally did. It was on that commit-
tee that we made several of the
relationships that we still cherish
to this day. The comradely nature
of the sales brokerage business in
New York would surprise many
people. Among our competitors,
we've met a lot of people whom

we regard very highly and consid-
er our good friends. In addition to
many others, these include Darcy
Stacom and Bill Shanahan at CB
Richard Ellis; Ron Cohen, Richard
Baxter, Scott Latham and Jon Ca-
plan at Cushman & Wakefield; Pe-
ter Hauspurg and Brian Ezratty at
Eastern Consolidated; and Woody
Heller at Studley. They are all the
finest of professionals and among
the nicest people you could meet.

Other brokers have helped me
in many ways. Mary Ann Tighe has
been an inspirational leader in our
industry and I congratulate her on
becoming the first woman to chair
REBNY. Steve Siegel is my real es-
tate big brother who has always
been there with the right advice
at just the right time, and I could
never forget one of the first bro-
kers I co-brokered a sale with, Sid-
ney Rosenthal, who taught me alot
about what being a sales broker
was all about.

I'm especially honored and flat-
tered when I note that this award
puts me in the company of s0 many
legendary brokers whom I respect
and admire, including Steve Sie-
gel, Ray O’Keefe, Dan Gronich,
Stephen Riker, Ben Fox, Mary Ann
Tighe, Eugene Hegy, Bruce Mos-
ler, Earl Atlman and my partner,
Paul Massey, who was the recipi-
ent three years ago. This recog-

. nition is particularly meaningful

to me as Lou Smadbeck was one
of those early members of the
Sales Brokers Committee whom I
learned so much from. He was gra-
cious enough to send Paul and me
a kind letter in November of 1988,
congratulating us on the opening
of our firm. That letter, and a photo
of Lou, hangs in the reception area
of our Manhattan office.

can also think of so many clients

to whom I owe so much. I apol-

ogize to each of you for not be-
ing able to mention you all here by
name. I must, however, acknowl-
edge a few. I'll be forever grateful
to Harry Macklowe for allowing me
torepresent him in several transac-
tions, including the sale of his mul-
tifamily portfolio, one of the most
rewarding transactions I've ever
worked on. Before Ofer Yardeni be-
came the maverick investor that he
is today, he was a sales broker, and
we completed the sale of a prop-
erty on West 28th Street together
in the early 1990s. I'm honored to
count him as one of my clients to-

day, having sold many properties
for him over the years.

Gary Barnett and Dov Hertz con-
tinue to impress me with their in-
sightful knowledge and straight-
forward approach. Seventeen years
of transactions later, I remain ap-
preciative of what they’ve done for
me. Frank Patafio, Russ Appel and
Joel Wiener continue to show con-
fidence in me year after year, and
I’'m very grateful. Joe Sitt has been
consistently great to work with,
and Andy Davidoff has not only
been a wonderful client but has be-
come a valued friend.

But no matter how small the
transaction, without the confi-
dence and trust of each client, a
track record cannot grow. There-
fore, I'm extraordinarily thankful
to each and every client with whom
I've ever worked.

The many past and present
members of my Massey Knakal
family have had a huge hand in
that track record—from all of my
partniers, including John Ciraulo,
Tom Donovan, James Nelson, Shi-
mon Shkury, Christy Moyle, and
Mike Wlody; to our management
team, including Gia LaMarca, Kyle
Mast and Ken Krasnow; to each
broker; to our part-time interns.
My personal team members, Jon
Hageman, Elysa Berlin, Tom Wil-

* loughby, Kevin Gleason and Greg

Postyn, and my personal assistant,
Erin Mitchell, are second to none
in terms of supporting my efforts.
Past team members include Danny
Hagan, Mike Desjadon, Mike So-
leimani, David Kalish, Casey Mc-
Cormrack, J.J. Stanton, Meyrick
Ferguson, Michael Decheser, Peter
DeCheser and James Nelson, who
is not only a partner but is a top
producer at the firm.

All T can say is thank you to all
of you, mentioned here or not,
who have participated in transac-
tions with me. This is a business in
which success cannot be attained
without significant help. I've been
very lucky to have had so many
wonderful people to enjoy this in-
credible job with, and also lucky to
have accidentally found a vocation
Ilove so much.

rknakal@masseyknakal.com

Robert Knakal is the chairman and
founding partner of Massey Knakal
Realty Services, and has brokered
the sale of more than 1,050 proper-
ties in his career.
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