
EDITORS’ NOTE Shortly after join-
ing The Corcoran Group as a bro-
ker in 1985, Pamela Liebman was 
named Director of the company’s 
fi rst downtown offi ce, which grew 
from 12 to more than 70 agents un-
der her guidance. She was appointed 
to her current position in 2000. 
Liebman studied at the Uni versity of 
Massa chusetts Amherst and the Euro-
pean Busi ness School London. She 
is frequently quoted as a real estate 
specialist by leading news organiza-
tions, and in 2002, she was named 
one of New York’s rising stars in crain’s annual 
“Forty Under 40” article. In 2003, the new york 
post selected her as one of the 50 most powerful 
women in New York. 

COMPANY BRIEF Founded in 1973, The 
Corcoran Group (www. corcoran.com) is the 
largest residential real estate fi rm in New York. 
After expanding into other luxury markets, ac-
quiring leading fi rms in New York and Florida, 
the fi rm now operates 48 offi ces and employs 
more than 2,000 agents. 

Are you happy with Corcoran’s business 
over the past year?

this business was built from the ground 
up, and every piece that’s in place is very 
strong. we have a solid core, dedicated people, 
and a strong culture. no matter what changes 
the market has experienced, we’ve stayed true 
to our culture. 

Is high-end luxury your target market, 
or is it broader?

that’s the market everybody likes to talk 
about. it’s the one that gets all the press, and it 
certainly drives the average sales price, but the 
reality is we’re very broad-based. we don’t want 
to focus only on the $10 million house deals, 
but we probably have captured a larger share 
of that market than anyone else. 

How challenging is it to differentiate 
Corcoran? 

the differentiating factor is our brokers. no 
other fi rm in new york has the number of bro-
kers we have achieving the kind of success they 
do. most fi rms have one or two stars; we have 
15 superstars and several hundred stars. they’re 
very loyal to us, and we to them. 

Are you surprised by how the Internet 
has transformed the industry?

in the beginning, 
we were a bit more fear-
ful than we should have 
been. we knew this was 
going to impact the real 
estate world and the 
world itself. we jumped 
on it early and continue 
to invest in it. it’s our 
second most important 
tool after our brokers. i’m surprised 
by how many people reference the 
corcoran site and how many brokers 
from competing fi rms say to me, “you 

have the best web site.” it’s music to my ears. 
Why was it the right time to expand 

into the Hamptons and Palm Beach? 
they were a natural fi t with our new york 

business. we have so many clients from new york 
who use us in the hamptons or in palm beach, 
and they like dealing with one company.

Do you foresee expanding into other 
markets down the road?

i have an eye on miami because that’s an-
other great potential area for us, but now is 
not the right time. i’d love to expand further in 
new york if the opportunity presented itself. 
over the next couple of years, i wouldn’t be 
surprised if we make acquisitions.

New York doesn’t seem affected by 
the country’s real estate challenges. What 
makes it unique?

there’s nowhere i’d rather work in real es-
tate than new york. people live here because 
they want to, not because they have to, which 
makes a big difference. new york has so many 
opportunities in so many different businesses, 
and it’s exciting. 

Is there an understanding among 
young people about career opportunities 
in real estate?

i entered the business in the ’80s, and 
there has been a huge change since then. this 
is a tough business. as the real estate market 
became an area of focus, people really started 
paying attention. we are seeing more people 
right out of college entering the profession. also 
people leave professions; lawyers and even 
doctors fed up with health care have gotten into 
real estate and become successful. it’s not easy 
to make the big bucks – you have to work hard 
and have a knack for the business, but there’s 
a much higher level of respect for real estate 
professionals today than in the past.

How important has it been to fi nd a di-
verse workforce?

i’m very proud of our diversity program. 
we were the fi rst company to have a diver-
sity program and to require our brokers to go 
through fair housing training. last year, we were 
honored by the empire state pride agenda for 
our initiatives for gays in the workplace. 

Is philanthropy an obligation for lead-
ers, and how important is it to make time 
for it?

business leaders have a responsibility to 
give back and set an example. we have such a 
generous group of people working at corcoran, 
and it’s important i set the tone from the top. i’m 
involved in several different foundations. wipe 
out leukemia Forever is one that i started be-
cause someone close to me was diagnosed with 
leukemia several years ago. i recently joined the 
board of the intrepid Foundation; the Fallen 
heroes Fund is something that we all need to 
pay attention to. you can’t be everything to ev-
erybody, so i select causes where i can enact 
change and produce results. 

Because your time is pulled in many 
directions, is it hard to give up control in 
certain areas?

years ago, people might have called me a 
control freak. over time, i’ve learned to be bet-
ter at delegating. it’s hard, but it’s something you 
have to learn as you evolve as a leader. if you 
don’t surround yourself with people you trust, 
then you can’t grow. i learned early on from 
some great leaders that you have to let people 
make decisions and let them fail because it’s the 
only way they learn. 

Is the business still exciting?
i love doing deals. that’s where the fun 

and the action are. i’m not good behind a 
desk. i’m terrible with paperwork. that’s why 
i have a couple of great assistants. i know my 
strengths.•
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