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EDITORS’ NOTE Daniel Brodsky 
has an extensive background in 
real estate and urban planning. 
He is a graduate of the University 
of Pennsylvania and New York 
University, where he obtained a 
Master’s Degree in Urban Planning. 
An avid supporter of the Metropolitan 
Museum of Art since 1984, he has 
been the Chair of the Real Estate 
Council since 1996 and a trustee 
since 2001, and was appointed 
Chairman of the Board in 2011. 

COMPANY BRIEF For over 60 years, The Brodsky 
Organization (brodskyorg.com) has provided New 
Yorkers with over seven million square feet of lux-
ury housing in some of the best neighborhoods in 
Manhattan. The fi rm has developed and restored 
an array of timeless luxury buildings, including 
One Columbus Place, Chelsea Enclave, 12 E. 86th 
Street, 24 Fifth Avenue, and 135 E. 79th Street. 
The Brodsky Organization has also developed pre-
mier commercial, retail, and mixed-use proper-
ties, totaling one million square feet. In 2014, 
The Brodsky Organization commenced develop-
ment of an additional one million square feet of 
rental housing. Nathan Brodsky fi rst started reha-
bilitating brownstones and apartment buildings in 
Greenwich Village in 1951, and since then, The 
Brodsky Organization has dedicated itself to pro-
viding attractive living spaces for New Yorkers. 
Nathan’s son, Daniel Brodsky, joined the effort in 
1971, and today, a third generation of the family, 
represented by Dean Amro, Alexander Brodsky, 
and Thomas Brodsky, is continuing the tradition, 
while bringing new insight about today’s market-
place to the business.

How has the company evolved to where it 
is today?

The Brodsky Organization began with my 
father, Nathan Brodsky, approximately 65 years 
ago. He had a passion for renovating brown-
stones and other midsize buildings in Greenwich 
Village, many of which we still own today.

Before joining The Brodsky Organization, 
I was working for New York State while obtain-
ing my degree in Urban Planning from NYU. In 
1971, I decided to change my career focus to the 
private sector and join my father at The Brodsky 
Organization.

It was during this time that the organization 
shifted to a new strategy involving residential 

hotel conversions. My father was for-
ward-thinking and began to purchase 
neglected residential hotels to transform 
them into quality apartment houses. I 
aided him in the conversion process of 
several properties and soon this focus 
of our business began to thrive.

For a decade, we continued to 
renovate former hotels into luxury 
rental residences, including The Beaux 
Arts in Midtown East, The Croydon 
on the Upper East Side, and 24 Fifth 
Avenue in Greenwich Village.

In  the  1980s ,  The  B rodsky 
Organization expanded to new construction with 
larger condominium developments such as The 
Beaumont, which was profi table, with sales at 
$200 per square foot. As we began to gain a 
foothold in the new construction marketplace, 
we saw a steady increase in value and demand 
for these properties. Our latest condominium de-
velopment, 135 East 79th Street, has been selling 
at an average of $3,300 per square foot.

In the 1990s, we shifted our focus to the 
construction of large-scale rental buildings. As 
New York City was facing diffi cult times, we had 
to learn to adapt our residential properties. In 
1991, we developed a one-million-square-foot 
property, West End Towers, comprised of 1,000 
apartments, retail space, and a garage. We altered 
the 80/20 program for West End Towers to in-
clude a 20-year property tax abatement by work-
ing closely with the 80/20 expert Alan Weiner 
and local offi cials such as Ruth Messenger, the 
then-Borough President. As a result, West End 
Towers was the fi rst 80/20 rental with a 20-year 
tax abatement model. We found success in this 
model and we’re currently building our sixth 
80/20 building.

Over my 40 years in the business, I have 
seen the markets change dramatically. The 
Brodsky Organization has continued to main-
tain its position in the marketplace, however, 
by adapting to market needs while maintaining 
long-standing relationships and a consistent busi-
ness standard. I believe that our business will 
continue to evolve and grow for many years to 
come.

Is the 80/20 program going to be enough 
to meet affordable housing needs today when 
a large percentage of the population has been 
priced out of the market?

The issue of making New York City afford-
able to the vast majority is a complex one and, 

of course, of great importance. As construction 
costs and land values continue to rise, it has be-
come diffi cult to build housing that is affordable 
to a majority of the population. Developers are 
forced to look at what they can realistically af-
ford to build given that land costs are at least 
$200 per square foot and construction costs have 
risen to over $350 per square foot. This is in 
stark contrast to when we fi rst began building 
and land was available at $50 per square foot and 
construction costs averaged $100 per square foot.

I agree with the Mayor about the impor-
tance of ensuring affordable housing for the av-
erage New Yorker. The 80/20 program certainly 
helps address the affordable housing needs be-
cause the market rents are high enough to help 
carry the affordable apartments in Manhattan, 
Brooklyn, and Queens. I am not sure if the 80/20 
program alone, however, will meet the incredible 
demand for affordable housing in New York.

What type of challenges does The 
Brodsky Organization encounter when look-
ing for new development opportunities?

The Brodsky Organization takes pride in 
being a risk-conscious, hands-on company. I op-
erate the company with the help of my nephew, 
Dean Amro, and two sons, Thomas Brodsky and 
Alexander Brodsky, as well as a tight-knit staff of 
40 employees.

We tend to be very selective about the work 
we pursue and carefully choose each project to 
ensure it fi ts our long-term strategy. As each proj-
ect is truly a labor of love, we prefer to own 
what we build by utilizing our own equity for 
each project.

Currently, we are developing rental proper-
ties located in two of New York City’s most thriv-
ing neighborhoods. We are building an 80/20 
rental development in Morningside Heights, 
which will contain approximately 430 apart-
ments, as well as a 440-unit market rate rental 
building on Flatbush Avenue in Brooklyn. The 
Brooklyn property will be situated on the site 
where Acadia is constructing a large shopping 
center.

Are you surprised by the evolution of 
some of New York City’s neighborhoods?

I fi nd that New York City is an ever-evolv-
ing city. Ten years ago, I did not think Brooklyn 
would fi t in with our building strategy. Now, 
downtown Brooklyn is considered a prime de-
velopment area along with many other viable 
locations throughout the city that I would have 
never considered a decade ago.•

Daniel Brodsky

Reinventing 
New York City Housing

An Interview with Daniel Brodsky, 
Managing Partner, The Brodsky Organization
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EDITORS’ NOTE Stephen Dannhauser 
joined Weil, Gotshal & Manges LLP in 
1975. He was named as the fi rm’s 
Executive Partner in 1989, becoming 
Chairman in 2002, a position he held 
through the end of 2012. Dannhauser 
continues in a consulting capacity 
through 2015. He has been an advisor 
to members of senior management of a 
number of public and private compa-
nies including UnitedHealth Group, 
Goldman Sachs, Lehman Brothers, DLJ, 
Merrill Lynch, and Macquarie. He has 
also played a leading corporate counsel-
ing and crisis management role in a number of major 
corporate restructurings including Chase Manhattan 
Mortgage and Realty Trust, Guardian Mortgage 
Investors, and Drexel Burnham Lambert, Inc. He 
is routinely named in leading legal publications 
and directories, including International Financial 
Law Review, The Best Lawyers in America, and 
Lawdragon. In 2007, the National Minority Business 
Council awarded Dannhauser its Chairman’s Award 
for his long-standing support of women- and minor-
ity-owned businesses. In 2006, Legal Momentum 
awarded Dannhauser its inaugural Champion for 
Diversity award. Also in 2006, the YWCA of the City of 
New York recognized Dannhauser with its inaugural 
“Man of the Year” honor. Dannhauser was the 2007 
recipient of the New York State Bar Association’s Root-
Stimson Award for Community Service. Dannhauser 
graduated from the State University of New York at 
Stony Brook with a B.A. with honors in 1972 and 
from Brooklyn Law School with a J.D. with honors in 
1975.

FIRM BRIEF Founded in 1931, Weil, Gotshal 
& Manges LLP (weil.com) has been a preeminent 
provider of legal services for more than 80 years. 
With approximately 1,200 lawyers in 20 offi ces 
worldwide, Weil has been a pioneer among U.S. 
law fi rms in establishing offi ce locations interna-
tionally, allowing the fi rm to partner with clients 
wherever they do business. The fi rm’s four depart-
ments – Corporate, Litigation, Business Finance & 
Restructuring, and Tax, Benefi ts, and Executive 
Compensation – and over two dozen practice 
groups are consistently recognized as leaders in 
their respective fi elds.

What has your strategy been for positioning 
Weil, Gotshal & Manges for the future?

The major changes that were made included 
the creation of an international platform. We could 

see as early as the late 1980s how busi-
ness and capital fl ows were being re-
confi gured globally, and wanted to be 
balanced geographically and substan-
tively in order to serve our clients wher-
ever and however they required legal 
counsel.

Operating at that scale is a serious 
leadership challenge, and one of the 
things that becomes evident early on is 
the need to have good people around 
you all the time who buy into and help 
you develop the vision, and then bring it 
to fruition. It requires a total team effort.

What is the scope of your current 
activities?

Now that we have gone through a leadership 
transition, I have continued to try to help build the 
business and open my client relationships to the 
broader fi rm, particularly by including younger 
partners in pitches and client interface sessions. 
When you have worked with clients for many 
years, you don’t just turn a switch and have some-
one show up in your place – client transition re-
quires the time and patience of all involved.

When we were growing the fi rm, I spent a 
lot of time on building our relationship with the fi -
nancial institutions – clients like Lehman, Goldman, 
DLJ, Merrill Lynch, and Macquarie – because we 
weren’t a household name on Wall Street at the 
time. I continue to nurture our relationship with 
fi nancial institutions.

As part of the transition process, I wanted to 
continue to work with some clients while diving 
deeper into my pro bono and philanthropic work. 
Since 1999, I have chaired or been CEO of the 
New York Police and Fire Widows’ and Children’s 
Benefi t Fund, which was founded by my friend, 
Rusty Staub. We raise money and try to provide 
assistance to the families of those who have given 
their lives in the line of duty in New York City. 
We have raised over $150 million through the years. 
Many of the widows have become our friends and 
so appreciate not just the fi nancial but the human 
support. We’re trying to see if we can raise enough 
additional capital so the organization can become 
self-sustaining.

I also chair Boys & Girls Harbor in Harlem, 
which is dedicated to the advancement of inner-city 
youth. We have created an educational model with 
multiple components including pre-school and 
after-school education, and a conservancy for the 
performing arts. We want to be best-in-class in terms 
of pre-school education and Kindergarten-prep 

by providing hands-on certifi ed teachers with a 
quality classroom environment. We’re in the early 
stages, but we have multiple classes of students 
that were all deemed Kindergarten-ready this go-
around. Our goal is to service between 500 and 600 
students in East Harlem in the pre-school.

In the process of trying to be more inti-
mately involved in the Harbor’s mission, we 
created a course called Life Lessons. In this, I 
teach inner-city students from surrounding pub-
lic schools and talk about overcoming obstacles, 
the notion of choice, overcoming hatred, and 
expanding horizons. I’ve been bringing a guest 
lecturer to each class – typically someone who 
has come from an inner-city background and, 
gone on to do something interesting. Guest lec-
turers have been diverse in career backgrounds 
as well – coming from investment banking, 
technology, law, music, not-for-profi ts, law en-
forcement, human resources, and the fi rst re-
sponder community, among others.

How do you maintain the culture of 
your fi rm as you grow across borders?

A lot of it has to do with the people you at-
tract. When one grows like we have, not every 
move will be a perfect success, but we did our 
best to bring people aboard who understood the 
culture. Two vital elements that we enforced 
were our team-oriented nature and our approach 
to compensation through meritocracy and fairness 
over time.

There is a lot of front-end work. After people 
come aboard, we work really hard to support and 
integrate them, and make them feel like they’re part 
of something special. Working together on com-
mon projects is a big plus.

How challenging has it been to differenti-
ate the fi rm’s strengths?

We must provide substantive excellence – we 
can’t pitch without that. But it’s also about being 
visible and having deep relationships in the com-
munities in which we operate. Building those re-
lationships across geographies and cultures takes 
enormous time and effort, but success is unlikely 
without that work. I joined the fi rm almost 40 years 
ago because it was comprised of smart, hard-
working attorneys not born to privilege who had a 
desire to build something special. This was a differ-
entiating point for me, and I believe it is for clients 
and potential clients. It is quite gratifying that many 
clients with whom we have worked hard to build 
relationships over the years have become or remain 
personal friends – there is nothing better in the cli-
ent service business.•

Stephen J. Dannhauser

Fostering Substantive Excellence
An Interview with 

Stephen J. Dannhauser, Weil, Gotshal & Manges LLP
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