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By ANNE BECKER

When it comes {o supporiing
a building’s change from rental
to condo, don't try preaching to
the soon-to-be-converted.

With low interest rates driv-
ing a hot sales snarket, many
owners of rental buildings are
trying to cash in by converting
to condos — and scoring sweet
deals.

But fenants Hving in soon-to-
be converted buildings often
feel shortchanged. The benefit
of  being an  insider doesn't
carry much weight, either, in
tliis pistol-hot market.

fAny time change oceurrs, iU's
an upsetting situation, even if
itk for the better,” said Mat-
thew Chook, sales manager at-
Devon Condominuwm, a 205-unif
apartmeni building in Murray
Hill, where many tenanis are
objecting to the building’s cur-
rent rental to condo conver-
sion.

I January 2002, Devon, for-
merly knowir as Mayiair North,
was purchased for conversion
by Property Markets Group,
which has converted at least
five other buildings in the last
three years.

Since then, tenants  have
formed an association to repre-
sent fair market renters in the
building who they say were il-
legally spooked out of their
apartments, and to negotiate
for purchasing tenants a better
insidery” discount than the five
percent  initially  offered  to
them.

Insiders aren’t privy to fabu-
lous discounts these davs —
partly because landiords don’t
need them to buy in order to
convert a building.

Since the 1990s, luxury dereg-
ulation laws have allowed land-
fords o attempt o vacate
apariments occupied by those
whe typically have little incen-
five o buy. Landiords can raise
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rents of rent-stabilized tenants
i they meet certain rent and in-
coime orderia, according to Mi-

i HBeckaan, a real estate at-

©ab Reckman, Leiberman
andes, LLE,
ks a far cry from the 70s
B whaen 25
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coyan  Group, One
Durkin nabbed an ecight-room
Park Avenue apartment {or just
$80,000 with an insider dis-
count back in 1978,

“In the old days, when the
¢ity was broke and it was hard
to get people o invest in real
estate, your nsider prices were
phenomenal,”  Durkin  said.
“Now vou're alwavs goipg o
have a large percentage of un-
happy  tenanis who have o
Jeave, Alter 25 years, the bell
Fras rung and i's thine 0 go”

But the sales market is so hot
right now that landlords have
no trouble selling aparimenis
to ouisiders — without any dig-
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dilseounts for renters i bulldings
oonveriing lo co-aps 2nd condns.
thiese days, 25% to 50% insider
dlscounts are few and far bebwesn,

uiis are Dbeing converted fo
condas, there was no need o
offer insiders more than an ini-
tial 10 percent discount. In just
four months, 150 units were
sold, said Douglas Bliiman bro-
ker Michael Shvo.

“The only reason we'd give a
discount is to sell, and we sold
S0 many units so fast that they
said, ‘Hell, were gonma raise
the prices,” ” Shvo said.

Whatever the discount, the
prevailing sentiment jor fene
ants in converting buildings is
often complete confision.

“Ts havd 1o communicale in
#  building  with 205 apasrt-
ments,” sald Tanuny Bieber, a

: tenant of  giy

-

about this and, as  tenants,
vou're 8 step behind when this
first happens.”

So, for now, in this Murray
il building the hattle confin-
ues,

Ellioit Joseph, a managing di-
rector of PMG, savs he e
pected fair-market renters io
puichase first and rent-stahi-
lized tenants (o negotiate indi-
vidual deals after the first clos-
g

“Initially, there’s fear and dis
trust of the sponsor. Bul very
guickly the tenants see ime
provermnents in the building &
aren’t dissatisfied with the cen
VErSIon prog ¢

in 12 woeks,
units  have  been
Chook.




