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E A R N I N G S

A look at salaries in different real estate professions

Thanks a billion
New York City-based real estate titans on the Forbes 400 Richest in America 2006 list

 Name  Net Worth 
(billions) 

 Age Notes Forbes 400
ranking

1 Leonard Stern $3.7 68 Family’s real estate holdings include 39 million square feet of commercial space in New Jersey and 
New York City’s Soho Grand and Tribeca Grand hotels.

68

2 Paul Milstein & family $3.5 84 Milstein Properties controls more than 3 million square feet of office space and 8,000 apartments 
in Manhattan.

73

3 Joan Tisch $3.4 80 Widow of Brooklyn-born Preston Tisch, who with brother Laurence bought his first New Jersey 
hotel in 1946 and leased hotels in Atlantic City. Duo graduated to New York landmarks: Drake, 
Belmont Plaza and Regency.

77

4 Donald Trump $2.9 60 Latest planned Manhattan project is a 45-story, 411-unit condo-hotel tower on the western edge 
of Soho, to be the tallest structure in the neighborhood. Disputes Forbes’ net worth estimate, says 
he is worth $6 billion.

94

5 Leona Helmsley $2.5 86 Inherited real estate empire from husband Harry Helmsley. 117
6 Stephen M. Ross $2.5 66 Founder of the Related Companies. Has developed more than $15 billion worth of property across 

the country, including the Time Warner Center. Last month named chairman of the Real Estate 
Board of New York.

117

7 Mort Zuckerman $2.5 69 Co-founded Boston Properties in 1970. The REIT owns five office buildings in Manhattan, with a 
total of 6.6 million square feet. Publisher of the New York Daily News.

117

8 Tamir Sapir $2.0 59 Owns eight buildings in Manhattan with more than 7 million square feet. 160
9 Wilma Tisch & family $1.9 79 Widow of Brooklyn-born hotelier Laurence Tisch, brother of Preston. 189
10 Sheldon Solow $1.7 78 Developed 9 West 57th Street in 1972, now worth an estimated $1.5 billion. Currently turning un-

developed parcel on the East River into 4 million square feet of residential, commercial and retail 
space.

204

11 Steven Roth $1.4 64 Took control of Vornado Realty Trust in 1980; boosted $100 million market cap to $16 billion. Vor-
nado is the nation’s second-largest REIT.

278

12 Leonard Litwin $1.0 91 Principal and CEO of Glenwood Management, which today owns and rents 4,200 high-end units. 
Plans to open another apartment complex in 2007: the 50-story 10 Barclay Street in Lower Man-
hattan.

374

(Source: Forbes)

BY LAUREN ELKIES 
In a hot commercial real estate market, landlords do not have to be as aggressive about 
retaining existing tenants or enticing new ones. 

Some landlords even use the tight market conditions to avoid paying brokers a com-
mission on a renewal.

David Hoffman Jr., an executive managing director at Colliers ABR, said that the com-
mercial market has affected broker commissions. 

“There have been times recently when landlords have begun resisting paying commis-
sions on renewals,” said Hoffman, who represents both tenants and landlords.

Matthew Astrachan, an executive vice president at Cushman & Wakefield, concurred 
with Hoffman’s assessment of the tight commercial market. 

Landlords “don’t want brokers involved, and they are always trying to cut brokers out 
of that transaction,” Astrachan said, though he later added that this can happen in both 
hot and cool markets.

Several commercial landlord and tenant representatives said that landlords, espe-
cially those with foresight, will tend to compensate the tenant’s broker upon renewal if 
the broker is doing his or her job. 

Some brokers said it behooves the landlord to pay the commission.  
Landlords “don’t want to alienate the brokerage community in the landlord-favorable 

market because if they alienate them then they won’t be coming back to them in a down 
market,” said Peter Hennessy, president of the Staubach Company’s New York office, 
which exclusively represents tenants.

In a market more favorable to them, landlords are becoming more demanding of ten-
ant brokers to meet certain criteria. Brokers said that landlords consider some or all of the 
following questions when determining whether to pay a commission on renewal: does the 
broker have control and influence over the tenant; does the tenant view the broker as an 
adviser; does the broker know what he is doing and contribute to the process; is the tenant 
participating in the broker’s commission; does the broker have a good relationship with 
the landlord; and is the cost to lose a tenant greater than the price of retaining one?

BY VANESSA LONDONO

If you’re looking for steady 6 percent commissions on your sales, commercial broker-
age isn’t for you. 

For brokers who sell entire buildings or portfolios of properties, commissions are a 
negotiable point of each deal, whether it’s for Stuyvesant Town and Peter Cooper Vil-
lage, which sold for a record $5.4 billion in October, or the Old Dutch Mustard Company 
building in Williamsburg, which sold for $25 million last month. 

Some brokers speculate that the commission on the Stuyvesant Town deal was around 
$5 million, according to published reports, which would work out to approximately .09 
percent - a far cry from the 6 percent that would be paid to a residential broker, a cool 
$324 million. 

The deal between seller MetLife and buyer Tishman Speyer was brokered by Darcy 
Stacom of CB Richard Ellis, who declined to reveal her payout. 

Commercial brokers work on a sliding scale within certain price targets. Often, larger 
transactions mean a lower percentage. For example, a $10 million deal may see a 3 or 4 
percent commission.

“You aren’t going to see a $100 million building sale with a 6 percent fee,” said Mike 
Forrest, investment sales broker at Marcus & Millichap. “It’s more around 1 to 2 per-
cent.”

The seller of the property usually determines the commission. 
Commercial brokers typically operate on an exclusive basis, in which case the seller 

is responsible for paying the commission.
 “The biggest variable in the ultimate commission is the seller,” said Forrest. “Some 

sellers will fight to reduce the fee and sometimes the seller will insist on a co-broke and 
offer more of a fee.”

 Aside from the overall price, other factors are taken into consideration for the nego-
tiations of the commission, brokers say. 

Commercial brokers say the commission has to cover the extent of services they offer 
their clients - sometimes it’s the quality of the marketing effort, not the size of the sale.

Brokers say some landlords resist 
paying commission on lease renewals

Large deals like Stuy Town generate 
far less than 6 percent commission
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