TOP BROKERS

Ranking Fairfiel
County’s high-flyers

Adaptability is key for
top brokerages and
brokers in fast-moving

residential market

By ADRIENNE GAFFREY £ &% &

t homis fiated for

il gayen bathroom:

hat are buyers in Fair-
field County looking for?
Proximity to New York
City, new construction
and homes on the tony waterfront top
the list. With an area that spans more
than 800 square miles and a wide price

range, Realtors have to be adaptable as
houses move quickly.

To see who's winning in the competi-
he Real Deal looked at the

[single-family homes of $3

tive market,
sales volume

million and over in Darien, Greenwich,

New Canaan and the rest of Fairfield
cen June 2016 and May 2017,
ranking the top brokerages and brol

Countybet:

Leading the list was Houlihan Law-
rence, which was recently acquired by

Berkshire Hathaway HomeServie
Its total closed sales volume came in at

ed. Now, here we are in early July and

Darien’s year-to-date i

e are up 5 per-

cent. But more impressively, book pend-
ing business there is up almost 100 per-
cent” Meyers said.

Meyers reported that nearly every-
thing that hits the market with an ap-
propriate price is sold within two weeks,

frequently with multiple offers.

Where that slows, however, is at the
top. "It really continues to be a tale
the

of two markets” he explains. “There
entry-level segments that continue to be
inventory-constrained and very hot and
the high end of the market, where we're
seeing the opposite”
According to the MLS,

over

al

million in Fairfield County,

-s ofhomes

excluding Greenwich, are down 2
percent for the year to date. When it

“The pricing levels [for high-end homes]
have come down to such an extent that
they're actually bargains.”

BILL RAVEIS, RAVEIS REALE

ers, who runs

$375 million. Chris Mey
the firm, said it has been a year of cur-

for areas like New Canaan, the town has
rebounded strongly, with Meyers see-
ing sales up 20 percent. Other towns are
“If we had been talking
about Darien three months ago, I'd be

also doing well.

concerned about where we were head-
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comes to homes over $10 million, four

weresoldat this point last year while only

two have sold this year.

The high-end market — which Bill
Raveis, chairman and CEO of William
Raveis Real Estate (No. s on TRD's rank-

ing of top brokerages), defines as any-

thing over $5 million in Greenwich, $3
.5 million

million in New Canaan or $

in Westport and Fairfield — represents a

huge challenge for brokers and requiresa
much heavierlift to get things sold. This
generally means that getting someone to
apurchase takes much longer than
itonce did.
“This isn't 2004, 2005,
where people were just
arriving in Greenwich,
looking at five hous-
es and putting offers

TOTAL SAL
HOULIKAN

in. I find in the high-
er-end market, in the

'.j 5 (f)' ()‘.

a Beverly Hills | than a Connecticut

one, so Mosher got in touch with agents

in Dallas and Angeles to see if they
might have clients looking to relocate to

aproperty with an aesthetic they're
used toliving in.

The strategy has served
her well. “In an indus-
try where everything’s
'-.'?\ l about social media
/4
ES VOLUME 0F
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now and internet
, what gets

lost is that old-fash-

preser

ELLEN MOSHER

5 million-plus mar-
ket, people are looking
atanywhere from 20 to 40
illen Mosher of
Houlihan Lawrence, who ranked No.
1on TRD' list of top Fairfield brokers.
She's typically now working with up to 20

homes says

clients at a time while also coordinating
with brokers representing many more.
For Mosher, this means putting in a

bit more elbow grease. *I'm going back

to a more organic approach to it, where

Lam looking at surrounding areas. With

high-end homes, people are looking in

multiple ar They're not just looking
in Greenwich.

Bedford,” she says.
Maosher takes advantage of this by

They're looking in

reaching out to brokers in other high-

wealth locales to see if they are repre-
senting any buyers who might find what
airfield County. A current

they need in
listing in back-country Greenwich has a

Mediterranean style that gives it more of

ioned approach of re-
lationships and speak-
ing with other agents and

pounding the pavement abit”
she said.

Raveis said theres

' answer
to getting a top property to sell — slash
the price. *Its the best way to compete
now at the high end — pricing. All the
advertisements in newspapers, tradi-
tional marketing, that’s not it. It’s about
he says.

pricing.” As examples, he men-

tions a Westport home where the price

dropped from $6 million to $2.9 million

after three and a half years on the mar-
ket, and an instance where a friend who
million

purchased a Fairfield home for
and put another $1 million into it ended
up selling for just $1.5 million.

"The pricing levels have come down to
such an extent that they're actually bar-
gains. ['ve never seen them like this be-

fol

7 he says. While he acknowledged
that this is a very unpleasant reality for

Ellen Mosher,
Houlihan Lawrence

sellers, he seesitas arare opportunity for
buyers toland properties that they might

never have been able to even envision liv-

ing inadecade ago. "Its just really a very
special time at the high end. The owners
themselves

happy with it. But I'm certain the people

re certainly not going to be

buying it are he said.
Interest in the area can be attributed

toseveral factors, according to Alexander

Chingas, a partner at Riverside Realty
Group. Among them is the diversity of
offerings across towns, which .uppmh to

avariety of different buyers. “The

areas of Fi 1d County are always llu

so everything

strongest performer
from Greenwich to Fairfield .|[onu the

water always does very well”

His company is based in tony \\\\lp\)ll

which offers public beaches and a town-

owned country club. Adjacent is the
town of Fairfield, where prices start at

under a half million and reach into the

tens of millions. “That’s a big strength
1o this area, that there are a lot of points
of access for people to get whatev
that thy
still maintaining an approximately one-
"Ch
Proximity to New York City is one of

nis
ey need or are looking for while

hour commute to the city Vs,

the biggest draws, making towns like
Greenwich, Darien and New Canaan par-
ticularly desirable. "Generally. the closer
you are to New York City, the more attr

tive to alot of potential buyers. Many of
our clients, maybe most. commute inand
out of New York City, so the farther east
you goin Connecticut the farther you are

away from that central hub,” said Joe Val-
vano, president of Coldwell Banker Res-
idential Brok
Westchester County, which wa
TRD's ranking of top brokerages.
Consumers seem to be moving toward

ge in Connecticut and

don

more urbanized experiences within Con-
necticut. *“The millennials and the baby
boomers tend to be looking at similar
properties in many cases. They tend to
be looking at properties that are close to
transportation, many that are in town.
You see in Stamford and some other
communities they're building high-rise
condos, townhouses that are in walking
distance to shopping. to transportation,”
Valvano said.
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“ [Buyers] want something that is absolutely ready to move
into without having to do any work.”

CHRIS MEYERS, HOULIHAN L

The coast offers a huge appeal and
an exception to the phenomenon of
high-priced properties being slow sell-
ers. “Unique waterfront, it almost
doesn’t matter the price point,” says Di-
ane Ramirez, Chairman and CEO of
Halstead, which clocked in at No. 4 on
the

Ifthere’s one thing that brokers unan-

anking.

n, it's that their clients are

imously agree

overwhelmingly opting for new homes

over resale properties. Meyers said h
never seen the preference be higher, ob-
serving that the premium on new con-
struction is 15 percent above a compa-

rable home built only &

few y

that spread used to be between

10 percent. He believes people see the

price jump asbeing well worth the conve-

nience of avoiding renovations. “The old
adage in real estate was to buy the worst

home on the best block, if you will, and

eate value by renovating and
making improvements. Today most buy-
ers seem to have the opposite approach.
They want something that is absolutely
ready to move into without having to do

any work" he said.

Ramirez echoed his point. “Everyone
right now, for some reason, loves new.
You could have a renovation that's five
orl0y

new — it’s not the new of today,

ars old, which you look at as still

"shesaid.

“The developers today, they really get

what the consumer wants. They're doing

Continued on page 32
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Top $3M+ brokers in Fairfield County in the past year

BROKER FIRM SALES VOLUME
1 Ellen Mosher Houlihan Lawrence $56,721,510
2 Joseph Barbied Sothelys Inemations Realty $44,550,000
3 Christopher Finlay Halstead $40,878,000
4 BKBates Houlihan Lawrence $36,404,000
5 L Sothedy $35,265,500
6 Julie Cowarch Houlihan Lawrence $35,137,500
7 Shelly Tretter Lynch Sotheby's Imtemationsl Realty $31,270,000
8 Tamar Lurie Cokdwell Banker $30,230,000
9 MicheleTesei Houlihan Lawrence $29,175,000
10 AnneWard Houlihan Lawrence $24,675,000
1 mm:";:ﬂ?v:“’m) Wlliam Raveis Reol Estate $23,787,000
12 Stephen Archino Sotheby”s intemationsl Realty $22,840,000
13 Robin Kencel Douglas Blliman $22,169,000
1 i nanw:»& . $21,600,000
cialpi-Malloy
15 Russall Pruner Houlihan Lawrence $21,050,000

o dosed sales of §3 mitk
1, 2017. Agent cred

Seurce: TRD anilys ecied in Fairfield County during the period June 1

3 re Darien MLS, Greenmich MLS, New Canaan MLS
an mum Ceanecticut MLS (CMLS). Only singlefamiy homes were congidered; no condo cwnhouses
Jemn e crediied Wwith both buyer's and listing sides; hor where the
once. All 3gents were contacted for Apents were
“roam" 1 they cotsted ot muo.m.vu g sales.
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Diane Ramirez,
CEO, Halstead

Continued from page 31

their homework. What they're bringing
into the kitchen and the bathrooms,
especially, is beautiful. Its the soaking
tubs and the materials they're using.”

Brokers across the board also agreed
on the necessity of homes being priced
realistically.

How to land on that elusive per-
fect price can be easier said than done,
though. *Pricing is more of an art than it
is a science. You can getall of the empir-
ical data that's available, but it doesn’t

necessarily give you what the market val-
ue is for another property because each
property is somewhat unique and dis-
tinet,” Valvano said.

At Houlihan Lawrence, Mey
leaning heavily on market comps, using
real-time data that reflects activity from
within the last month.

“We're able to really pinpoint within
relatively small price brands where
buyers have been most active, [through]
both searches on our website and visits to

s s

homes. Obviously you're looking at the
proven market, whichis what's gone into

contract in the last four to eight weeks”

A 2.5 acee materfront peoperty in
Groeawich, listod for $12.5 milion,
offers usique views of the harbor
and Long Island Seand.
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Top $3M+ Brokerage Firms in Fairfield County

RANK FIRM SALES VOLUME
1 Houlihan Lswrence $375,347,510
2 Sotheby's Intemational Resity $256,340,490
3 Coldwell Banker $206,519,705
4 Histead $182,543,460
5 Wilkiam Raveis Real Estate $165,192,960
[ Berkshire Hsthaway HomeSenices $82,060,250
7 Viillisen Pitt Setheby s ktemations| Realty $79,284,000
8 Dougas Elliman $77,734,000
9 Danid Ogihvy & Associstes $45,209,998
10 Higgins Group $37,538,356

Source: TRD analysis of closed sales of $3 milion and over recceded in Fairieds County during the pericd June 1
2016 through May 31, 2017. Agent/brokierage credis were recanded in the Darien MLS, Greermich MLS, New

Canaan MLS and greater Connectis

where the

MLS (CNLS). Oriy sirg)e-famiy homes were cons dsred; no condomiiums.
townhouses o open lots were counted. Firms were cradited with Leth buper's and Ssting side:

sides were only

. Allfims

“You've got to have the video, you
have to have the drone shots, the 3D

walkthroughs.”

DIANE RAMIREZ, HALSTEAD

he said. “There are really micro-level
shifts happening in this marketplace
in real time, and the more that you're

able to draw on that nd

been on how best to nurture and maintain
relationships with clients, according to
Lance Pendleton, vice president of sales

and The firm re-

that insight when you make a pricing
decision, the better you're going to be.”
Approaches on how to get alegup on
the competition differ from firm to firm
andrange from the visual to the te
At William Pitt Sotheby's Interna-
tional Realty, ranked No. 7, the focus

cently began working with the customer

relationship management software Con-
tactually, which will give it eritical datato
better connect with its customers.

“The;
is about making sure that no or
acks" he said

re a platform that primarily

slips

through the ¢

Meanwhile, Houlihan Lawrence has
built a Facebook advertising tool that tar-
gets ads toward potential buyers in the
communities they operate in.

“We're seeing response rates from the
ads that we're able to generate through
there that are runs

x the industry norms for other types
dvertising. Its really about trying to
marry market dataand market informa-
tion with marketing platforms” Meyers

of a

explained.

Not all the strategies are tech-based.
Sometimes it simply comes down to
showcasing the property ina picture-per-
fect light. However, a regular old photo
doesnt cut it anymore. When a property
is listed in the eight figures, buyers are
going to want to see it shine from every

conceivable angle.

“It's nolonger that the beautiful, high-
definition photos are going todoit. You've
gotto have the video, you have to have the
drone shots, the 3D walkthroughs. You
need to differentiate your property for

the customerso that they absolutely want

toseeit” Ramirezsaid.

And more people are investing in
professional stagers to make the homes
ng. “Not only just
taking out and decluttering the existing
. but also bringing
innew furniture, doing stuff with paints
to go with more neutral tones,” Meyers
explained. "Buyers today tend to be really
drawn to clean simple styling, and the

even more entic

furniture that’s ther

whiter things are with the least amount
of furniture, the better”

When it comes to challenges, inven-
tory is one that’s frequently cited — for
different reasons. Where six months of
inventory isthe standard, Fairfield Coun-
ty is seeing that go much lower with more
modestly priced homes and much, much
higher with the top pri

“We've got some markets and price

S,

points where we've got three months or
two and a half months ofinventory. What
happens there is you get multiple bids,

multiple offers, but only one person can
“Then, what's hap-
pened in other markets where you've got
¢ high-priced properties, you might
have fiv atory”
These days, Realtors have to adapt
to market conditions at much greater

buy the house,” he sai

vel

sixyears' worth of inw

speeds.

As Pendleton observes, trends are
moving much more quickly than in prior
vears, “It really is strange because, again,
these things are starting to shift much
faster than they used to. Where you'd
have a certain trend for 10 years, it might
only last two now.”

Even the color schemes change rap-
idly. “Right now. we joke that everything
needs to be painted fifty shades of gray”
said Pendleton. me
—Harunobu Coryne provided research for

thisarticle



