
EDITORS’ NOTE Dottie Herman 
began her more than 20-year real 
estate career as a salesperson on 
Long Island, subsequently buy-
ing Prudential Long Island Realty 
in 1989. Along with her partner, 
Howard Lorber, she bought Douglas 
Elliman in 2003. On a charitable 
basis, Herman is involved with First 
Women’s Hospital in New York and 
the American Heart Association.

COMPANY BRIEF With a network 
of national and international affi l-
iates, Prudential Douglas Elliman Real Estate 
(www.prudentialelliman.com) is New York’s 
largest residential brokerage, with over 60 of-
fi ces and more than 3,800 real estate agents. 
The company also controls a portfolio of real es-
tate services, including Manhattan’s largest res-
idential property manager, Douglas Elliman 
Property Management, as well as PDE Title and 
DE Capital Mortgage.

Following the challenges we’ve seen in the 
real estate market in New York City over 
the past 18 months, do you feel things have 
stabilized and do you see opportunities to 
return to growth in the market?

i	have	 seen	 the	market	 stabilize.	 in	 the	
spring	 of	 2009,	 people	 were	 still	 out	 look-
ing	but	weren’t	 sure	 if	 they	 should	buy	 for	
fear	 the	market	would	 drop	 further.	 by	 the	
summer,	business	picked	up,	and	each	month	
through	the	fall	got	busier	with	people	signing	
contracts	and	making	deals.	we	went	through	
what	was	traditionally	a	slower	season	for	the	
city	–	the	summer	–	into	the	fall	and	the	holi-
days,	which	is	usually	 the	slowest	season	in	
real	estate,	but	in	2009,	most	of	our	transac-
tions	were	 toward	 the	end	of	 the	year.	this	
showed	that	people	still	believe	in	real	estate,	
that	they	want	to	buy	and	take	advantage	of	
low	interest	rates,	and	they	had	the	sense	that	
the	market	was	stabilizing.

As demand picks up, will the prices 
come back, or do you feel we may never 
return to the levels we were at?

i	don’t	think	we’re	going	to	see	big	appre-
ciation	in	the	next	few	years;	we’re	going	to	see	
a	traditionally	modest	appreciation	as	it	always	
was,	perhaps	with	3	to	5	percent	growth.	the	
appraisers	and	the	banks	are	ultra-conservative	
and	often	are	appraising	properties	at	less	than	

they’re	worth,	so	if	they’re	only	lend-
ing	 to	 people	 who	 are	 qualifi	ed	 or	
have	a	substantial	down	payment	or	
pay	all	cash,	 then	prices	will	 tend	to	
move	sideways.

You have a new relationship 
with Wells Fargo. What made you 
feel they were the right partner?

i	 looked	 around	 for	 a	 year	 be-
cause	we	were	a	mortgage	broker,	and	
a	year	ago,	i	saw	that	was	going	to	be	
history.	i	knew	we	had	to	be	a	bank	
and	wells	Fargo	was	a	great	fi	t,	as	we	
shared	a	similar	vision.	whether	it	was	

wells	 Fargo	 or	 another	 partner,	 no	 bank	 has	
every	 single	product,	 especially	 in	new	york	
city	with	all	of	the	co-ops.	however,	they	were	
willing	to	give	us	the	banking	relationship,	and	
allow	us	to	broker	out	when	we	need	specifi	c	

boutique	 loans	 or	 products	 that	 are	 not	 the	
norm.	we	are	now	a	mortgage	banker,	but	we	
still	do	brokering.	

During the boom, developers were get-
ting into crazy numbers, offering buildings 
with a ton of amenities. Are those buildings 
going to survive?

	right	now,	we’ll	be	seeing	very	few	new	
residential	 developments,	 as	 developers	 are	
holding	off	until	at	least	2011.	with	completed	
new	projects,	what	i	think	we’ll	see	is	that	some	
will	 remain	 on	 the	 market	 as	 condominiums	
and	others	will	switch	to	rental	properties.	the	
majority	of	new	developments	were	built	with	

wonderful	amenities	and	most	now	offer	 real	
value,	which	will	 appeal	 to	 both	 buyers	 and	
renters.	new	york	city	has	a	stable	population,	
so	these	properties	will	absorb	and	the	build-
ings	 will	 occupy.	 so,	 yes,	 the	 new	 develop-
ments	will	survive	and	i	believe	that	many	will	
survive	well.	

You have a large group of brokers who 
experienced some great years, so when 
things slowed down, it must have been 
scary. How critical was it to communicate 
to them the long-term viability of the real 
estate market?

as	a	leader,	there	wasn’t	a	person	i	talked	
to	 that	experienced	anything	 like	 the	 real	es-
tate	frenzy	that	occurred	a	few	years	ago.	these	
days,	i	believe	it	is	important	to	move	forward	
and	give	agents	confi	dence	to	know	that	what	
we	sell	 is	what	people	live	in	and	people	are	
always	going	to	need	a	place	to	live.	i	view	the	
recent	downtown	 in	 the	residential	market	as	
an	opportunity	 for	 those	who	are	really	good	
in	the	profession	to	do	better	and	for	the	not-so	
experienced	agents	to	grow	as	they	face	more	
challenges.	

With so much management responsi-
bility, is it possible for you to fi nd time to 
deal with clients?

i’ve	 never	 been	 strong	with	 time	man-
agement,	 but	 i	 try	 to	 make	 the	 time	 to	 be	
accessible.	i	like	people,	and	one	of	the	great	
things	 about	 the	 real	 estate	business	 is	 you	
meet	 an	 array	 of	 people,	 and	 i	 enjoy	 that.	
i	 try	 to	 communicate	 through	 social	 media	
with	twitter	 and	Facebook	and	with	my	 ra-
dio	show	on	wor	on	saturday	mornings.	the	
most	 important	communication	 tool,	overall,	
is	 the	personal	aspect	of	a	 relationship,	and	
i	put	much	of	my	energy	 into	 relationships.	
people	still	want	 to	 feel	 there	 is	a	company	
that	hears	what	they’re	saying	and	cares	about	
them	as	individuals.

Do you ever look back and appreciate 
all you have achieved, or is it always look-
ing ahead?

it	has	been	a	great	journey	and	i	feel	lucky	
to	not	only	have	gotten	where	i	am	but	to	be	do-
ing	something	i	love.	i	didn’t	choose	this	career	
for	the	money	–	i	chose	it	because	real	estate	
is	my	passion.	when	you	are	doing	something	
you	love,	it	doesn’t	become	a	job	–	it	becomes	
part	of	what	you	do.	people	set	limits	but	with	
hard	work,	perseverance,	and	passion,	anything	
is	possible.•
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