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EDITORS’ NOTE Pamela Liebman 
began her career as an agent at 
Corcoran. She became a partner in 
1990 and was appointed President 
and Chief Executive Offi cer in 2000. 
Liebman studied at the University 
of Massachusetts, Amherst, and at 
the European Business School in 
London. She is recognized as a lead-
ing real estate expert by top domes-
tic and international media outlets 
such as The Wall Street Journal, The 
New York Times, and Financial 
Times and, since 2007, has consis-
tently been  recognized as one of the most pow-
erful women in New York by Crain’s New York 
Business.

FIRM BRIEF Founded in 1973, Corcoran 
(corcoran.com) is one of the largest residential 
real estate fi rms in New York. After expanding 
to other luxury markets and acquiring lead-
ing fi rms in the Hamptons and South Florida, 
Corcoran now operates 27 offi ces, employs more 
than 2,200 agents, and has achieved sales of 
over $21 billion annually.

What is the state of the New York real estate 
market?

The market’s very challenging because 
there are a lot of outside infl uences that are causing 
people to pause when it comes to making a 
buying decision. I can’t emphasize enough how 
much the changes in the SALT tax affected the 
psychology of high-end buyers. If somebody’s 
going to buy today, there has to be a real reason 
for them to buy – a major life event or a truly 
irresistible value. 

We are seeing a skyrocketing interest in 
high-end rentals right now. The prices are going 
up and the concessions are going down. 

With the strength of the Corcoran 
brand, are there opportunities to expand 
into new markets?

We are actively exploring our options 
in new markets. We announced last year that 
we’re going global, and we’ve been talking 
with potential franchises around the world. We 
are also looking at company-owned opportuni-
ties. We are about to open two new offi ces in 
Miami’s South Beach and Bal Harbour neigh-
borhoods. We’ve always understood the spiri-
tual connection between New York and Miami, 
so this is a natural expansion for us. 

While Corcoran is known for 
its expertise and leadership in sales, 
how important is Corcoran’s focus 
and commitment to rentals?

It’s extraordinarily important for 
us to provide the highest level of 
service in every area of the business 
we cover, whether it’s rentals, sales, 
or new developments. Our tagline – 
“Live who you are” – really says it all. 
We don’t believe a renter should have 
a lesser experience than a buyer. And, 
of course, today’s renters are tomor-
row’s buyers. We’re so committed to 

the rental business that many years ago we 
acquired Citi Habitats.

Will you discuss the value that Corcoran 
Sunshine Marketing Group brings to 
Corcoran?

Corcoran Sunshine is known around the 
world as a leader in the new-development 
space. I’ve seen this fi rsthand during our fran-
chise discussions; potential partners will often 
bring up Corcoran Sunshine and for good rea-
son – the company’s acknowledged dominance 
in handling the most prestigious projects has 
really brought amazing results.

Are brick-and-mortar offi ces still impor-
tant to foster collaboration?

I think it’s so important to have agents 
come to an offi ce, and the new offi ces that 
we’re building have collaboration spaces, cafés, 
meditation and yoga rooms, even places for 
new moms to be with their babies. We want 
our agents to use the offi ce, because if they’re 
not talking to each other, they’re not learning 
from each other or facilitating deals. 

Looking forward, I think we’ll have a 
smaller brick-and-mortar footprint, but a much 
better one. It pains me to see empty offi ces – in 
our business and in general. Everything’s about 
mobile, so agents can work anywhere, but at 
Corcoran we value collaboration and we know 
that being in an offi ce, with a team, adds to an 
agent’s professional growth.

There is a tremendous amount of agent 
movement from fi rm to fi rm. How frustrat-
ing is this and what are the keys to building 
agent loyalty?

It is extraordinarily frustrating, and we 
are trying to do a better job of retaining talent. 
We’ve been lucky to have so many loyal agents, 
professionals who’ve grown up with Corcoran 
and appreciate the brand. One of the things that 
keeps people here – and that continues to bring 
great agents to Corcoran – is our reputation for 
being able to grow an agent’s business. There’s 
a big disruptor in the industry today, a company 
that’s spending a lot of money and making a lot 
of promises. But writing checks to get agents on 
board isn’t the same as helping them grow their 
business. We take agents who come to Corcoran 
from a different profession or right out of school 
and we turn them into top agents. That is the 
Corcoran difference.

How important is it for you to find 
the time to be with clients and out in the 
market?

I feel that I have a big responsibility as 
a leader to be out there with clients and cus-
tomers, and consistently touching base with my 
brokers. As a real estate executive, there’s really 
nothing more important than showing your love 
to your agents.•
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EDITORS’ NOTE For the past 38 
years, John Usdan has grown the 
company his grandfather started in 
1925 and built an integrated invest-
ment, development and manage-
ment platform. He has expanded 
Midwood’s portfolio to over 140 
retail, residential and offi ce proper-
ties in nine states and the District 
of Columbia. Beyond Midwood, 
Usdan’s philanthropic interests are 
primarily focused in education and 
the arts. He is a Trustee Emeritus of 
Wesleyan University, past chair of 
Wesleyan’s Capital Campaign, and was previ-
ously Chair of the Brandeis International 
Business School. Usdan is currently a Trustee 
of The Brooklyn Academy of the Arts, Board 
President of the Usdan Center, Past Board 
President at Bronx House and on the corporate 
board of Merchants National Properties.

COMPANY BRIEF For over 90 years, Midwood 
(midwoodid.com) has cultivated a diversifi ed 
real estate portfolio comprised of retail, offi ce, 
residential, mixed-use and net leased proper-
ties. Founded in Midwood, Brooklyn in 1925 by 
Samuel Lemberg, the company has grown into a 
sophisticated investment and development plat-
form that owns over 140 properties in nine 
states and the District of Columbia comprising 
in excess of 3,500,000 square feet with a develop-
ment pipeline of several million square feet. 
Today, the company actively seeks to acquire 
investment and development opportunities in 
its primary markets of New York City, Boston, 
Philadelphia, Los Angeles and Washington, D.C.

Will you discuss the history and heritage 
of Midwood and how the company has 
evolved?

Midwood was founded by my maternal 
grandfather, Samuel Lemberg. He came to this 
country in 1905 when his family fl ed Russia and 
specifi cally the pogroms that had occurred in 
Kishinev in 1903, which were particularly vio-
lent against the Jewish population.

My grandfather, as he told the story, was 
very modest, with a very dry sense of humor, 
tried a number of jobs before he started sell-
ing real estate in Midwood, Brooklyn in the 
mid-1920s. 

Other than Downtown Brooklyn, Brooklyn 
Heights and Carroll Gardens, the rest of Brooklyn 

at that time was pretty rural and in the 
1920s there was development pres-
sure, so developers started subdivid-
ing farms and building single-family 
and two-family homes. 

He managed as a salesman to sell 
three houses in his fi rst weekend. He 
made $600 which was more money 
than he had made in the previous six 
months and he decided the real estate 
business seemed like a pretty good 
business.

During the late 1920s, a lot of how 
real estate was fi nanced was through 

private syndications. We would call it securiti-
zation today, but they were private syndicates 
of investors who would put up the money that 
would become the debt on real estate assets, so 
when the Depression came around, and unem-
ployment hit nearly 30 percent, most of the 
building owners and developers couldn’t ser-
vice their debt.

My grandfather recognized, along with his 
partners Joseph Lubin and Joseph Eisner, 
that there was an opportunity to buy that debt 
for literally a penny on the dollar. So when the 
Depression happened, he was able to buy the 
debt securities that encumbered, for example, a 
100-unit apartment house for $100.

He would then take over the management 
of the buildings because he had a large broker-
age and management company.

His bet turned out to be a good one and 
by 1945, at that point my grandfather was 50 
years old, he recognized that he had this very 
significant business and no one to succeed 
him. He started liquidating their portfolio of 
apartments and he established the Lemberg 
Foundation which was a charitable founda-
tion principally to provide support and educa-
tion to the children from the displaced people 
from the Holocaust who were emigrating to 
New York in very large numbers. He set about 
a course of simplifying his business and giv-
ing his money away. 

At the same time, he continued to operate 
a portfolio of signifi cant assets, whether it was a 
major offi ce building in New York or Pittsburgh. 
In 1963, he suffered a heart attack and he really 
accelerated the divestment of his operating 
properties. By the time he passed away in 1981, 
we had a portfolio of about three dozen proper-
ties, some of which was land. They were all net 
leases except for one property.

When I graduated from Wesleyan University 
in 1980, my grandfather called up a friend of his 
who had been a partner at a really well-known 
real estate fi rm of its day and asked if he would 
give me a job. 

In March of 1981, at the age of 22, my 
grandfather told me it was time for him to 
retire and for me to run the business. When 
my grandfather passed away at the age of 86 in 
July 1981, I was left with the business. I knew 
how to collect the rents. I knew how to pay the 
expenses. I knew how to read a lease. That was 
about it. I had a lot to learn, and fortunately my 
grandfather had a few friends who I could call 
and were very helpful to me.

By 1985, I was buying, renovating and 
managing a number of apartments and needed 
to commit to hiring people to operate them. 
I didn’t feel that I was ready to manage the 
number of people that were required to prop-
erly manage residential buildings, so I decided 
to sell most of the buildings.

I started developing industrial buildings on 
land that we owned. We had another partner 
that owned a large piece of land in Stratford, 
Connecticut, so we formed a joint venture and 
we developed a large industrial park.

I decided that renovating walk-ups wasn’t 
large enough scale. It was a headache and 
required a lot of people. I changed my business 
model to developing, buying and redeveloping 
shopping centers and building industrial and 
fl ex buildings in the mid-to-late 1980s.

By 2008, I started to really put my efforts 
into building an integrated investment and devel-
opment company. It has taken awhile, but today 
Midwood has 50-plus people in our New York 
offi ce. We have offi ces in Boston, Philadelphia and 
Los Angeles and the reason why we have those 
offi ces is because we have signifi cant real estate 
assets that we are developing in those markets. 

What do you tell young people inter-
ested in a career in real estate?

They need to learn that making mistakes 
is the best thing they can do. You can’t be fear-
ful. You have to put yourself in a position of 
responsibility. If you have an opportunity, grab 
it and accept responsibility for your decisions.

Most young people who come out of really 
good schools are used to getting the answer 
right. As a result, if they don’t know the answer 
to the question, they don’t raise their hand as 
they don’t want to risk answering the question 
incorrectly, and that holds them back.•
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