
EDITORS’ NOTE Dottie Herman 
began her real estate career more 
than 20 years ago as a salesperson 
on Long Island, subsequently buy-
ing Prudential Long Island Realty in 
1989. She bought Douglas Elliman 
in 2003 along with her partner 
Howard Lorber. Under her leader-
ship, Douglas Elliman grew to be-
come the number four ranked real 
estate brokerage in the United States. 
Herman has been named among 
the 50 Most Powerful Women in New 
York by Crain’s New York Business, 
as well as one of The New York Observer’s 
Power 100 and by Inman News as one of the 
Top 100 Most Infl uential Real Estate Leaders. She 
is also host of WOR’s popular Saturday morn-
ing radio show Eye On Real Estate. In addition 
to her successful business ventures, Herman is 
also involved with the Katz Institute for Women’s 
Health and the Katz Women’s Hospital of the 
North Shore-LIJ Health System, Southampton 
Hospital, the American Heart Association, and 
Every Woman Matters Walk: A Walk for Women 
and their Families.

COMPANY BRIEF Douglas Elliman Real Estate 
(www.elliman.com) is New York’s largest resi-
dential brokerage, with more than 70 offices 
in New York City, Long Island, the Hamptons, 
Westchester/Putnam, and South Florida; more 
than 4,000 real estate agents; and a network of 
national and international affi liates. The fi rm 
is a strategic partner with London-based Knight 
Frank Residential LLP for all of their New York 
markets. Douglas Elliman ranked in the top four 
of all real estate companies in the nation in each 
of the fi ve years from 2007 through 2011. The 
company also controls a portfolio of real estate 
services, including Manhattan’s largest residen-
tial property manager, Douglas Elliman Property 
Management, as well as DE Title and DE Capital 
Mortgage.

How would you describe the New York real 
estate market today?

It’s on strong footing. The difference be-
tween now and the boom – from 2006 to 2008 – 
is that fi nancing is a key factor now so those 
people buying are stronger and more qualifi ed.

Also, foreign buyers are a bigger part of the 
market than they were in the boom. Everyone 
wants to put their money here because New 

York is stable and has become a lot 
more diversifi ed – it’s no longer just 
dependent on the financial district. 
Tourism in New York City was at its 
highest this year; it has been the safest 
big city in the country; and, there is 
no supply.

What are the benefits to be-
ing able  to  provide in-house 
financing?

I always had a mortgage company 
but when we went through the reces-
sion and all of the resulting reforms, I 
realized that you have to be backed. 

So I sought out partners and I went with a com-
pany that didn’t try to sell me – they were solid 
and committed to the real estate business, and 
that was Wells Fargo. They had no presence in 
New York at the time and now, they are the big-
gest loan originator in New York City.

People who purchase trophy $40-million 
properties have their own means of fi nancing or 
cash, but it’s normal here to deal with million-
dollar properties for which people need fi nanc-
ing. With the Dodd-Frank Act, there is so much 
legislation that makes it very diffi cult for a bank 
to give loans out because they’re going to get 
stuck with anything that isn’t perfect.

People often don’t understand the new 
rules so we need to make sure our clients are 
informed – I even have a credit coach now. 
Credit is important for the buyer but also for the 
seller because the highest bidder might take the 
property but then be declined for a mortgage.

Also, prior to Lehman Brothers, if you had 
your own business, you didn’t have to show 
money; today, if you don’t show money, you’re 
not getting a mortgage.

For retired people with good income 
who want to make real estate investments, if 
they’re not working, it’s almost impossible to 
get fi nancing today.

I have a huge Tri-State area audience for 
my radio show, so I wanted to position our 
company as one that would help even if you 
weren’t buying from us.

I put together a team comprised of a fi -
nancing expert, a credit coach, myself, and legal 
counsel, and incorporated that into Ask Elliman. 
Now people from all over the country can con-
tact us and ask questions.

This was important because the real es-
tate industry had a reputation that we wouldn’t 
waste our time if you weren’t buying from us.

Has the level of complexity within the 
industry had an effect on the type of talent 
you are seeking?

The first thing I tell everyone is, you 
need to know what you don’t know; you 
can’t be an expert in everything. At Elliman, 
I have tried to put together a team that has 
experts in everything collectively, and the 
agents in all of my offices have the aware-
ness that I have; for example, loan officers 
that are there whenever they need them. We 
also do tons of training. In addition, I have 
a credit coach that talks to the offices, con-
ducts sales training, and explains how credit 
has changed.

The real estate broker has to have more 
knowledge than ever. Knowing properties is 
part of it but you have to know all of the other 
ingredients as well.

Does it surprise you to see areas of the 
city like Brooklyn becoming so trendy?

I used to think Brooklyn was the alter-
native to Manhattan because it was cheaper; 
now, it has its own identity. It’s one of the 
top fi ve hippest places to be in the U.S. You 
have to attribute that to how it has been devel-
oped. Long Island City is also being carefully 
developed. But it’s all based on the strength 
of Manhattan. You’re also going to see parts 
of Astoria and Flushing develop, because 
they’re still affordable. The trend is cities – 
younger people don’t want to drive like they 
did years ago. They also want to be near the 
action.

A lot of Baby Boomers, after they have 
raised their kids in the suburbs, return to the 
city because there are things to do there.

Is there an understanding of how im-
portant the real estate industry is to the 
success of New York?

New York is different than any other 
place in the country in that it competes in a 
global market. Price-wise, it is cheaper than 
London and other places globally. In the 
Knight Frank Wealth Report, it was listed as 
the number one place in the world where 
people want to live.

Also, I think New Yorkers are more com-
mitted to keeping their city vibrant. Mayor 
Bloomberg said that no matter what happens 
to the city, you can’t stop investing in it or you 
won’t have a future. New York is always plan-
ning for the future. It’s why the real estate val-
ues are the way that they are.•

Dottie Herman
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EDITORS’ NOTE Daryl Roth is a 
theatrical producer working in 
New York who is proud to hold 
the singular distinction of produc-
ing seven Pulitzer Prize-winning 
plays: Anna in the Tropics; August: 
Osage County (2008 Tony Award); 
Clybourne Park  (2012 Tony 
Award); How I Learned to Drive; 
Proof (2001 Tony Award); Edward 
Albee’s Three Tall Women; and Wit. 
This season, she is represented by 
Annie; Lucky Guy; The Testament 
of Mary; and Kinky Boots, the new 
musical with book by Harvey Fierstein and mu-
sic by Cyndi Lauper. Her more than 75 award-
winning productions both on and off Broadway 
include Caroline, or Change; Closer Than Ever; 
Curtains; De La Guarda; The Divine Sister; 
Driving Miss Daisy; Fela!; The Goat, or Who Is 
Sylvia? (Tony Award); A Little Night Music; Nora 
Ephron and Delia Ephron’s Love, Loss, and 
What I Wore; Mary Stuart; Medea; The Normal 
Heart (Tony Award); Old Wicked Songs; Our 
Lady of 121st Street; The Play About the Baby; 
Salome; The Tale of the Allergist’s Wife; The 
Temperamentals; Through The Night; Thurgood; 
Twilight: Los Angeles, 1992; Who’s Afraid 
of Virginia Woolf?; and The Year of Magical 
Thinking. Future projects include A Time To 
Kill, based on John Grisham’s classic best seller 
and adapted by Rupert Holmes. Recent hon-
ors include The Broadway Association’s 2013 
Visionary Leader Award; The Stella Adler 2012 
Harold Clurman Spirit Award; the 2012 Family 
Equality Council Hostetter-Habib Family Award; 
The 2011 Live Out Loud Humanitarian Award; 
and the 2010 Lucille Lortel Lifetime Achievement 
Award. Roth was twice included in Crain’s “100 
Most Infl uential Women in Business.” 

ORGANIZATION BRIEF Daryl Roth Productions 
(www.darylrothproductions.com; DRP) has 
produced more than 75 Broadway and off-
Broadway plays and musicals since its fi rst pro-
duction in 1988. DRP has recently extended its 
reach into fi lm and television. The Daryl Roth 
Theatre, which opened in 1996 in the land-
mark former Union Square Savings Bank, 
is home to the 299-seat main stage; the DR2, 
an intimate 99-seat theater that welcomes new 
plays as well as programming for young audi-
ences; and the D-Lounge, a cozy setting appro-
priate for cabaret and comedy.

What is the secret formula to your 
success?

I choose projects I feel passion-
ately about; a story that resonates with 
me and I hope will resonate with oth-
ers. I am drawn to challenging subjects 
that others might shy away from. 
I like to explore issues of family dy-
namics, identity and gender, religion, 
and race. One of the responsibilities 
and joys of being a producer is that I 
have the opportunity to infl uence how 
people might see the world.

In tackling those sensitive is-
sues, do you have to find a balance in ap-
pealing to a large group?

You do have to fi nd the balance. Some of 
the plays I have done are intimate stories and 
belong off Broadway in more intimate settings. 
Others need a larger venue, and that’s when 
Broadway is the right choice. 

Seven years ago, I saw a screening of 
a small independent English fi lm called Kinky 
Boots. I knew immediately it would translate 
into a wonderful musical. It deals with many 
subjects that are personal to me – the father-
son relationship, people having the courage 
to be true to themselves, compassion, and ac-
ceptance. Even though it has developed into 
a fabulous Broadway musical, the heart of the 
story is an intimate one, about how it takes a 
courageous person to go on a journey of self-
acceptance and ultimately accept other people.

Once I obtained the rights, my fi rst call was 
to Harvey Fierstein, who I felt had the right sen-
sibilities to adapt this story to the stage. I asked 
Jerry Mitchell to direct and choreograph, know-
ing he was the perfect person for this show, 
which needed uplifting staging and a bit of glit-
ter and glam. The next important call was to 
Cyndi Lauper, inviting her to join the Dream 
Team. She was in sync with the story. It was 
also important for me to have a collaborative 
producing team, which we put together as well 
as an amazing group of designers. 

The basic premise is this: Charlie Price has 
suddenly inherited his father’s shoe factory, which 
is on the verge of bankruptcy. Trying to live up 
to his father’s legacy and save his family business, 
Charlie fi nds inspiration in the form of Lola. A fab-
ulous entertainer in need of some sturdy stilettos, 
Lola turns out to be the one person who can help 
Charlie become the man he’s meant to be. As they 
work to turn the factory around, this unlikely pair 

fi nds that they have more in common than they 
ever dreamed possible and discovers that when 
you change your mind about someone, you can 
change your whole world.

What we have on stage now, with people 
leaping to their feet every night, is my dream 
come true. This is the kind of theater I want 
to do: I want to be able to say things that help 
people in their lives, to give people something 
to wrap their hearts and heads around.

Does this show have a broad market?
I’m so happy to see how many people are 

coming to see the show and talk about com-
ing back with their children. I would not have 
initially thought it a show for families, but there 
are issues Kinky Boots addresses, like bullying, 
accepting people who are different, and family 
in terms of how we honor our parents when 
we don’t follow the road they’ve chosen for us – 
these are all lessons that people are never too 
young to learn.

Are young people getting that accessi-
bility to arts and an understanding of the 
value of an arts education?

In an ideal world, there would be enough 
money allocated for these cultural arts in schools. 
Since, sadly, that is often not the case, it’s up to the 
public and those who work in the arts to elevate 
and support the arts in schools. There are a lot of 
wonderful nonprofi t theater companies in New 
York and other cities that have programs dedi-
cated to going into schools and working with 
students. It is beholden upon commercial pro-
ducers like myself to invite students to come and 
see our productions, and sometimes we can offer 
study guides and educational materials that will 
enhance their experience. 

How do you reflect on the success of 
Kinky Boots?

Every day, my heart is full when I see how 
the show is being received by our audiences. 
People are moved to tears, and moments later, 
they are clapping and jumping out of their seats 
in a totally joyous way. There is a great line in the 
show: “You change the world when you change 
your mind.” It’s delivered by a factory worker who 
never thought he’d meet or accept a drag queen. 
The factory worker’s journey has been one of ac-
ceptance, which is one of the major themes of the 
show that people take away with them.

I have always tried to use theatre to en-
lighten, educate, and of course, entertain. Kinky 
Boots seems to be accomplishing all of this with 
a fabulous story, music, and glam.•

Daryl Roth
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