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LOUIS BOUGATSOS
LIC. REAL ESTATE 

SALESPERSON

631.506.1008

JESSICA BELL 
LIC. REAL ESTATE 

SALESPERSON

917.969.1643

DENISE BORNSCHEIN
LIC. REAL ESTATE 

SALESPERSON

631.871.6201

TRISH GICHAN-MAGINSKY 
LIC. REAL ESTATE 

SALESPERSON

631.921.2004

PAUL HENNEFORTH
LIC. REAL ESTATE 

SALESPERSON

631.793.5249

RACHAEL HULSE
LIC. REAL ESTATE 

BROKER

631.902.0488

RICHARD RAWDIN 
LIC. REAL ESTATE 

SALESPERSON

631.680.7205

.

465 MIDDLE L INE HIGHWAY,  SAG HARBOR,  NY |  $6,995,000 

COLDWELL BANKER RELIABLE REAL ESTATE
•  C O L D W E L L B A N K E R H A M P T O N S . C O M  •

MLS# 3285708

Prestige • Pedigree • Power
THE GLOBAL LUXURY DIFFERENCE

Prestige • Pedigree • Power
THE GLOBAL LUXURY DIFFERENCE

WESTHAMPTON WESTHAMPTON WESTHAMPTON BEACHBEACHBEACH

631.288.0400631.288.0400631.288.0400

HAMPTON BAYSHAMPTON BAYSHAMPTON BAYS

631.728.8070631.728.8070631.728.8070

SOUTHAMPTON SOUTHAMPTON SOUTHAMPTON 
VILLAGEVILLAGEVILLAGE

631.287.7707631.287.7707631.287.7707

BRIDGEHAMPTONBRIDGEHAMPTONBRIDGEHAMPTON

631.613.1660631.613.1660631.613.1660

NEW YORK CITY           NEW YORK CITY           NEW YORK CITY           

718718718...921921921...310031003100

BAY RIDGEBAY RIDGEBAY RIDGE
BROOKLYNBROOKLYNBROOKLYN

718718718...921921921...3100 3100 3100 

BENSONHURST BENSONHURST BENSONHURST 
BROOKLYNBROOKLYNBROOKLYN

718718718...921921921...310031003100

BEDFORD BEDFORD BEDFORD 
STUYVESANTSTUYVESANTSTUYVESANT

718718718...921921921...310031003100
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Real estate agents affi liated with The Corcoran Group are independent contractors and are not employees of The Corcoran Group. Equal Housing Opportunity. The Corcoran Group is a licensed real estate broker located at 590 Madison Avenue, Ny, NY 10022. All listing phone numbers indicate listing agent mobile number unless otherwise noted. All information furnished regarding 
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exact dimensions, Corcoran advises you to hire a qualifi ed architect or engineer.

Mary K. Slattery  
Licensed Associate RE Broker
m: 631.375.9943
mary.slattery@corcoran.com  

slatteryhamptons

Ranked among the top 1.5% of real estate professionals
in the United States  by America’s Best*

2022 Member of Corcoran’s Multi-Million Dollar Club
Ranked among the top 1.5% of real estate professionals
in the United States  by America’s Best* SCAN for additional information

Serenity On Shinnecock Bay Southampton
Spacious Shinnecock bayfront shingled gambrel-style home with waterside pool on .80 acre lot has just been listed for sale. There are 4 bedrooms plus a large bonus room for a home office or “get away” space with 3.5 baths on 
3- levels. The primary suite with private deck walks out to the pool area. Two additional guest rooms are situated on the main level with a shared bath. The fully finished, renovated lower level has an additional walkout guest bedroom 
and bath. The lower level also features a living room with large screen TV, a spacious laundry room, and a custom 1200-bottle wine cellar. The upper level is all living space featuring an open kitchen, dining, and living room with wood 
burning fireplace and half bath. The stunning bay view is visible from both the main level and upper level decks as well as the primary suite. The 20x40 waterside pool has serene bay views. Additionally, there is a pathway down to the 
bay beach for kayaking, paddle boarding, and walking. Sandringham Beach is a hidden gem in Southampton and this waterfront Hamptons home is ideal for summer or year round living. $5,500,000 | Web# 903882

Let a consistently ranked Top Producer guide your next real estate investment.

For over two decades, I have been fortunate to call the Hamptons my full-time home. Working in real estate has allowed me to share this vibrant, 
year-round East End community with each of my clients, and has introduced me to meaningful local organizations that I am proud to support.

Successful because I know the Hamptons

Be where you want to be.
Consult with a seasoned, community-oriented broker, who knows your neighborhood.
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Vincent 
Horcasitas
Tennis Pro To Luxury Real 
Estate Extraordinaire

By Ty Wenzel

V incent Horcasitas has become 
a legend in Hamptons real 
estate. He is ranked regularly 
among the top one percent 

of real estate agents in the nation by �e 
Wall Street Journal and sold just shy 
of $198 million in exclusive listings in 
2019 — with $5 billion in sales during 
his 30-year tenure in East End real estate. 
His history as a professional tennis player 
gave him his competitive edge that has 
continued to position him as one of the 
leaders of the luxury market. We sat down 
with Saunders & Associates’ Horcasitas to 
learn more about his history and methods 
as he continues to grow as the Hamptons 

real estate extraordinaire that he is.

Vincent, you studied in 
California. Are you local to the 
East End? If not, how did you 
�nd yourself here and how 
did you get into the luxury 
real estate market, ultimately 
leading every brokerage you’ve 
been at?

I went to Long Beach State, we were 
number two in the country in tennis. I 
came out here in 1995 to run a tennis 
club for Taylor Fritz and quickly fell in 
love with the area. I just thought that I 

would be good in sales and I wanted to try 
something di�erent than tennis and in my 
�rst six months of selling Hamptons real 
estate, I sold eight homes.

We love watching your social 
media content. Your open 
house at 88 Rose Way looked 
like fun and the way you lay 
it out is very approachable. 
What are some of your stan-
dard marketing strategies for 
those who trust their homes 
with you?

I would say not to oversell and to give 
information. Knowledge is power. When 
you know the homes that are around you, 
what they’re selling for, what they’re on 
the market for, how the construction of 
the property is, how it was developed, and 
how it got to the market in the �rst place. 
Most of these projects I see from the be-
ginning of selling them the land and I see 
it go from the sale of the land to what the 
architect has to say, what the builder ends 
up building, their �oor plans, and I’m able 
to deeply understand the project better 
than the average person.

You have closed over $5B in 
the Hamptons. What is your 
secret? What sets you apart 
from so many others in this 
bracket?

I work harder than the other brokers.

We’re sure that it was chaos 
during the pandemic — you 
are someone with a very 

strong team. How do you 
delegate your work within the 
organization?

We have a diversi�ed team and our 
strengths all complement each other. �ey 
work incredibly hard.

When selling or buying prop-
erty here, how deep do you 
go with your clients and cus-
tomers — is there a discovery 
process on what their vision 
outcome is?

It’s a very direct conversation. Buyers 
these days know what they are looking 
for, if there is something that I think will 
work for them and I think it’s a good deal, 
I make sure to bring it to their attention.

You went to college on a 
tennis scholarship. Is it still 
a big part of your life? Do 
you think the competitive-
ness from professional sports 
added to your sales prowess? 
Or does a history in sports 
offer something else?

I would say that whatever sport that you 
play, if it's a competitive sport, you tend to 
usually be a better salesperson because you 
can take a defeat and you know how to 
win. When you’ve been working on a deal 
for 60 days for $10 million and it blows 
up on you, you're not crushed. It’s just a 
loss, you go on, you pick up and you move 
on and you win the next one.

As the market continues to 

correct since the pandemic, 
how is it going for you? How 
did rentals do for ’23? Also, 
are homes coming to market 
and growing your inventory?

Rentals are a big part of our business and 
the rental numbers are o� from last year 
probably by about 30 percent. But there 
are still rentals that are getting done on a 
regular basis. We represent 25 exclusive 
listings and our inventory is going up and 
down depending on which homes go into 
contract and which homes sell. Currently 
we have sold 15 properties for this year 
and we have 15 in contract.

What are your predictions for 
the rest of ’23 and ’24 in 
regards to the market and 
interest rates and how that 
might affect real estate on the 
East End?

I think under $3 million, the interest 
rates have an effect on purchasing, and 
over $3 million, it has less of an effect 
on your purchase. We’re still very low 
on inventory, we only have about 1250 
units on the market and there are still a 
lot of buyers that are looking to pur-
chase out here.

You must be incredibly busy, 
especially in the summer. How 
do you enjoy your downtime, if 
there is any?

Going out to good restaurants. I love 
going out on a boat, playing tennis, and 
taking my dogs for long walks.

Courtesy Photo
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J. J. 

Find your 
place in the 
Hamptons.

Unique Compound Opportunity 
East Hampton Village | 1.5 Acres | 4BR, 3.5BA Main House with Professional Kitchen, Two Fireplaces 
Guest House with 1BR, Full Bath, Kitchen, Fireplace, Living Room, Laundry and Two Patios | Heated 
Gunite Pool | 3rd Structure Housing a Large Garage | $5,900,000 | Web# 897273
THE HAMPTONS TEAM : 631.553.7324

Stunning Custom Built Remsenburg Traditional

Modern Farmhouse-Style Home

Beautifully Appointed Inside & Out | 5 BR | 5 Full & 2 Half BA | 4,655 SF | 1.02 Acres  Entertain 
and Relax in the Free-fl owing Interior Spaces | Resort-like Backyard with Outdoor Kitchen, Pool, 
Outdoor Fireplace & Hot Tub | 5-Car Garage | $4,699,000 | Web# 896604
LORI FRANCESCANI : 516.578.0751

Completed June 2023 | Masterfully Renovated & Designed | 5 BR | 4.5 BA | 3,100 SF  | Open 
Ceiling & Free-fl owing Concept | High-end Appliances and Finishing Details | First Floor 
Primary Suite | Lushly Landscaped .91 Acre | Heated Saltwater Pool. $3,695,000 | Web# 890001
LORI FRANCESCANI : 516.578.0751

Southampton Village Traditional
Classic Shingle-Styled Home | 5 BR | 4.5 BA | 5,596 SF | 3 Fireplaces | Formal Dining Room
Family Room | Eat in Kitchen with Breakfast Nook and 2 Full Pantries | Well-Landscaped 
Half-Acre | Covered Front Porch | Pool | 2-Car Garage | $4,395,000 | Web# 903688
GEOFF HULL (Lic. as J. Geoffrey Hull) : 516.236.1527

Beautiful Sanctuary | 4 BR | 2 BA | 2,000 SF | Open Floorplan | Two Fireplaces | .56 Acre 
Wrap-around Mahogany Deck | Heated Pool | Flagstone Patio | New Mahogany Roof Deck with 
Panoramic Views | Newly-installed Wide-plank Cedar Fencing | $2,250,000 | Web# 902009
HELEN STUBBMANN : 631.375.3778

Waterfront Cottage
Shinnecock Hills | New to Market | Views of the Peconic Inlet, Cold Spring Pond and Peconic Bay 
3 BR | 2 BA | 1,722 SF | Open Floorplan | Covered Front Porch | Large, Enclosed Back Porch  
Room for Pool | Broker/Owner | $1,599,000 | Web# 903626
PAM JACKSON : 631.384.1277

J. J. J. 

Beautiful Modern Design in Montauk

Courtesy Photo
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W hen Terry Cohen 
pivoted to Hedgerow 
Exclusive it was a shock 
to the local real estate 

landscape. While Hedgerow operates in 
stealth mode with little marketing, adding 
Cohen legitimized the agency from a two-
partner operation into a brokerage proper. 
After all, she has a way of doing that and 
it is certainly a part of her legacy. She was 
one of the �rst brokers who joined Saun-
ders & Associates and saw it grow into 
one of the most talked-about and power-
house brokerages on the East End.

It’s easy to believe that a broker at this 
level could be stereotyped into a jaded 
realtor — it’s the opposite with Cohen. 
After selling more than $2.5 billion in 
Hamptons real estate during her 20-year 
tenure, she is calling for positivity in the 
industry.

Much like Los Angeles is the industry 
town of entertainment, a big part of indus-
try in the Hamptons is real estate. �e real-
tor grind is a big part of moving everything 
else on the East End, from restaurants to 
trade to where people hunker down during 
global pandemics. Yet while so many have 
reaped the bene�ts, there is an undercur-
rent of negativity, according to Cohen, a 
callousness in dealings, manipulation, and 
the disregarding of disclosure for the buck. 
She is calling for positivity and leading by 
example.

“We’re all talking about how to allevi-
ate some of this really negative behavior. 
We’re frustrated with some of the tenor 

of the brokerage community — that is a 
problem. It’s kind of like one of the things 
I’d like to do in my last go-round,” Cohen 
said of the local industry complex. “I want 
to see if we can make this a better place to 
work.”

Cohen reminds us that they are indepen-
dent contractors and at her level, they are 
also brands unto themselves. She sees an 
opening that if brokers on this level start 
speaking the same language, people will 
become allies with one another no matter 
the brokerage they hang their license at.

When asked how one can change the lan-
guage regionally she explains that the bro-
kers who believe that it’s time to change 
the tenor of negativity need to become 
allies. “If we all work together, we all make 
more money,” she said. “It’s all about trust 
and you hope that the good guys win.”

Cohen says that she’s not a salesperson 
and that she wouldn’t be comfortable 
hard-selling, and that she is an informa-
tion person. “I give information,” she said, 
“so that my clients and customers make 
the best decisions. Having knowledge is 
great but sharing that knowledge with 
people is key. If they trust you with it and 
you’re giving them the tools to make the 
right decision — that is everything. I’m a 
conduit to good information and I like to 
think that we work collaboratively.”

Scouring RealTrends we see many local 
agents on there killing it. Working trans-
parently and communally is what Cohen 
wants to see happen despite the intense 

competition within the Hamptons real es-
tate market. “Sure, I always want to win,” 
Cohen expanded. But not if “it means 
selling your soul.”

At the level she was selling, she found 
herself calling Hedgerow founder, Gary 
Cooper, to learn more about the real estate 
climate at her inventory range. She has 
never cared whether the property she sold 
was $1 million or $20+ million. “�e label 
over $10 million is insane to me,” she ex-
plained. “I’ll start from a million to $80M 
— it doesn’t matter to me.”

�e stealth methodology at Hedgerow is 
new to Cohen who integrated it into how 
she grew at her previous brokerage, which 
promoted her proli�cally. “I needed more 
of that here so I developed a hybrid that 
�ts nicely,” she explained. She is someone 
who knows what works for her and she 
knows how to weave the two methodolo-
gies seamlessly. “Starting from scratch and 
innovation doesn’t scare me at all.”

When discussing all of the new broker-
ages that built o£ces in the Hamptons, 
Cohen says, “Teams came out during and 
after the pandemic. �e reason I came to 
Hedgerow is because I wanted to incor-
porate my knowledge and also to get more 
knowledge — to have more conversations 
with people. �at’s all it’s about: to be a 
better broker. I give that to my clients so 
that they make the best possible decisions. 
�at’s the bottom line and what I want.”

Cohen has an entrepreneurial spirit that 
involves wanting to learn and grow de-

Terry 
Cohen
And Her Mission 
For Positivity In 
Real Estate

By Ty Wenzel

spite being at the top of her game. �ere 
is a bootstrap mentality that comes with 
growing a company that is meaningful for 
her. “Learning,” she said. “I need to keep 
learning to grow.”

�e kind of pro�ciency she wants more of 
is through a synergistic spirit in the indus-
try, which she feels is part of the Hedge-
row culture. “So and so is looking over 
here — the knowledge could be di�erent 
coming from di�erent companies,” she 
illustrates to make her point. “To see that 
we’re all helping each other out, trying to 
�gure out how to be there for people. To 
�nd ourselves saying, ‘Oh, wait a minute. I 
just talked to this person. She has some-
thing that would work, I want you guys to 
talk.’ �ere are lots of ways to help each 
other and that’s what we’re doing here at 
Hedgerow. It crosses the lines and in the 
end it’s about community.”

“What’s happening in the country and 
in the world is what’s happening in real 
estate. Bad behavior is being rewarded,” 
she explained. “Look at politics. �ere’s no 
talking and it’s all about taking sides. If 
there is something wrong with a situation, 
you have a moral obligation to call it out. I 
just want to start a conversation about it.”

In regards to the market, she goes back 
to 2017, 2018, and 2019 and how pric-
ing prohibited sales. Cohen felt that there 
had been a miscommunication between 
how much money was being made in New 
York and how it was not translating to the 
East End for the �rst time ever. “�e mar-
ket in the city was so strong but people 

were waiting on the sidelines to buy here,” 
Cohen explained. “Until a couple of de-
velopers lowered their prices, people came 
and bought the houses. It was six months 
before the pandemic. Homes were selling 
again with the prices that they should 
have been at all along. �en Covid hit.”

She cites that the 1 to 3 percent interest 
rates also made it impossible to ignore 
East End real estate market. “Everyone 
thinks it was just Covid,” she said. “Before 
that, �nancing was practically free. �e 
market escalated during the pandemic. 
We’re back to where developers are build-
ing, but not as many.”

Buyers are looking for new builds, ac-
cording to Cohen. “Where we are seeing 
di£culty is in older homes and not great 
locations, especially for rentals. Inventory 
that is coming up will be homes from 
2010 but not newer homes from 2019 on. 
If they do come on, they’ll be snapped up 
like that,” she said, snapping her �nger. 
“Anything �ve years or newer will be at a 
premium price.”

Terry Cohen wants to start a movement. 
To �nd brokers at every level, especially 
the top tier, to come together and say 
enough is enough with the cynicism, and 
that they need to work together to bring 
more positivity to the Hamptons real 
estate market with the hopes that it might 
trickle to the rest of the world.

To learn more about Terry Cohen, vis-
it www.terrycohenteam.com.

Courtesy Photo
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Hal Zwick
Licensed RE Salesperson
hal.zwick@compass.com
631.678.2460

@hamptonscommercialre   |  hamptonscommercialre.com 

Jeffrey Sztorc
Licensed RE Salesperson
jeffrey.sztorc@compass.com
631.903.5022

Stunning Mixed-Use Compound on Newtown Lane. 
Two retail take-out food units, eight apartments, and 
four-bedroom house and garage units are being 
transformed into additional retail. This complex alone 
has facilitated the goal of extending the main business 
district. A truly unique property!

The Premier Commercial Opportunities on the East End
105–107 Newtown Lane, East Hampton

A rare opportunity to own a significant hotel asset 
in the heart of downtown Montauk. The compound 
consists of four lots with 43 keys, including eight 
apartments and a cottage. The size, along with the 
pool and location make this one of Montauk’s unique 
hospitality venues.

Sands Motel, Montauk

Bayfront, 27-key motel with a lobby, clubhouse, pool, 
boat launch, gym & more!

The Bayview is a well-kept motel on the west side 
of Tiana Bay in Hampton Bays. The 1.1-acre parcel 
consists of 12,000 sf that was fully renovated in 2014.
Zoned Resort and Waterfront Business -- a truly great 
investment property with a proven financial track 
record.

Bayview Resort, Hampton Bays 

Multi-structure, multi-family complex in Sag Harbor 
Village. Set on a beautiful village street, this trophy 
property sits on 1/2 acre. A traditional three-bedroom
main house has been fully renovated. Set behind 
the main house is a +/- 4,000 SF apartment building 
consisting of four two-bedroom units and one one-
bedroom apartment with shared outdoor space and 
ample parking. A unique investment!

58 Howard Street, Sag Harbor

Courtesy Photo
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When looking for an attor-
ney, one tries to �nd the 
best in that speci�c �eld. 
For the Adam Miller 

Group it’s a coup to have a lawyer like 
Denise Schoen who has been practicing 
since 1998 and holds a J.D. summa sum 
laude degree from University at Bu�alo 
School of Law and an undergraduate 
degree summa cum laude in pre-law from 
Long Island University Southampton. 
Schoen’s legal specialty is in zoning, mu-
nicipal, and real estate law — one of the 
most sought after and busiest sectors on 
the East End.

What made you pivot to the 
Adam Miller Group after 
having your own practice?

While I enjoyed having my own private 
practice, I came to a point in my career 
where I felt collaboration with colleagues 
was the best way to advance my career. I 
have known Adam since he began work-
ing at a local �rm and then opened his 
own �rm in 2007. After working together 
for so many years on transactions together, 
it was evident to me that the Adam Miller 
Group was the place for me. �e tim-
ing, for both of us, could not have been 
better. Adam has curated a dream team of 
professionals and I was able to pick up his 
land use and zoning practice and run with 
it with the full support of my colleagues. 
My goal as a partner with the �rm is to 
grow its land use practice to its fullest 

potential while providing insight and 
experience to our existing clients to guide 
them through the regulatory approval 
process e£ciently.

With everything the East End 
community has been through 
since 2019, what are some 
legal changes you saw that 
came from the aftermath of 
the global pandemic?

�e East End has become a permanent 
place of residence for many more people 
than ever anticipated since the pandemic. 
Faced with the reality of mortality, I 
believe many individuals decided to live 
where they love to vacation. �at has 
changed the way families live in their 
residences and has resulted in a plethora 
of renovation or reconstruction of existing 
homes to become suitable for year-round 
living. In turn, this had led to increased 
activity for zoning and land use practitio-
ners.

Tell us about your current 
role in government? And what 
does your day look like, for 
example?

After 10 years working for the village 
where I live, I am no longer employed by 
any municipality since that would create 
a con�ict of interest for me in represent-
ing other parties before the local boards. 
Instead, I now appear on the other side 
of the podium and regularly represent 

private applicants before the regulatory 
boards in Southampton, East Hampton, 
Sag Harbor, and North Haven. �at past 
municipal experience guides how I handle 
applications and how I make presenta-
tions to the boards. It has proven invalu-
able when I advise clients in determin-
ing how to frame their applications for 
optimal success.

Attorneys have specialties like 
corporate, criminal defense, 
real estate, land use, etc. What 
is your concentration and can 
you deep-dive on what your 
work as a legal specialist in 
that �eld entails?

I focus my practice on zoning/land use 
and real estate transactions. �ese are the 
two practice areas I have focused upon 
for the past 26 years. Becoming pro�cient 
in zoning law takes time and patience 
because each municipality has its own set 
of rules and its own way of interpreting 
those rules. So while the Town Code may 
be written in black and white, interpret-
ing what the Code means is the job of 
each building inspector. Not surprisingly, 
those determinations di�er based on the 
individual inspector in each municipal-
ity. And, unfortunately, it’s a practice 
area that can lead to a lot of heartache if 
the practitioner is not familiar with local 
regulations. For example, a client recently 
engaged us because her real estate attor-
ney was not aware that the property she 
was purchasing was already substantially 

Attorney 
Denise 
Schoen
What Citizenry 
Looks Like

By Ty Wenzel

over-cleared by local regulation. Ac-
cordingly, the sprawling green lawn that 
she loves and the “room for tennis and 
pool” which she fully intended to use, 
became impossibilities. A consultation 
with a land use practitioner might have 
saved this client from buying the wrong 
property for her.

As part of the Planning Board 
and Harbor Committee until 
2020 it seems like a natural 
progression that leads to 
becoming the Village Attorney. 
But you’ve also served as a 
volunteer medical technician 
with the Ambulance Corps, 
the Community Housing Trust 
and the trust that �nancially 
supports art programs for 
children in the Village, the 
Donald T. Reutershan Trust. 
Can you tell us more about 
the programs you are 
involved in currently and what 
it means to you as a citizen of 
Sag Harbor?

Giving back to my community is some-
thing that is part of the fabric of our 
family. My entire family is committed 
to giving back to our community. My 
husband and both daughters have served 
as volunteers for many di�erent organiza-
tions. Volunteerism is the bedrock of our 
small community in Sag Harbor and is 
what makes it so special and also a prior-
ity for me and my family.

What does citizenry mean to 
you?

Citizenry, to me, comes with a moral 
obligation to support the other individu-
als who live in your community in a way 
that works best for the individual without 
asking for anything in return.

What is it that you love about 
Sag Harbor so much and does 
your family have roots here?

Sag Harbor still resembles the place where 
I was born and raised. My family has deep 
roots in East Hampton but my husband’s 
family has deep roots in Sag Harbor. We 
selected Sag Harbor as the place to raise 
our family because we love it so much. My 
children received a top-notch education and 
were raised on a street where they could ride 
their bikes without safety concerns. What I 
love most about Sag Harbor is the way the 
village comes together at times of celebra-
tion and times of crisis. �ere is a real sense 
of place and belonging in the community 
that makes you feel like you are part of 
something bigger than yourself.

Do you live by any mantra? 
What is it?

My mantra is Be Kind.  I do my best to 
live by it every day even during summer 
tra£c!

To learn more about Denise Schoen, vis-
it www.deniseschoen.com.

Courtesy Photo
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Real Estate 
Confab
Taking The Real Estate 
Temperature For The 
Rest Of 2023

By Ty Wenzel

Inventory has modestly improved 
but interest rates are still very high. 
How do you think the East End 
market will play out for the remain-

der of the year and beyond?

Susan Breitenbach, The 
Corcoran Group

Recently we’ve seen the Hamptons real 

estate market start to pick up. As every-
one can attest, a lot of people are out here 
this summer. It’s been a good start to our 
season but still a less-intense market when 
compared to the conditions we experi-
enced during the pandemic. I’ve com-
pleted quite a few transactions and have 
close to another $50 million in signed 
contracts, but recent deals have not always 
been easy. �e properties that are selling 

are priced right and no one is overpaying. 
�ere are serious buyers out looking who 
will purchase if they feel they’re getting 
a good deal on a good investment. �e 
great news is if a buyer �nds a property 
they love, it can be a smart time to buy! 
�e rental market has been comparatively 
challenging this year with an abundance 
of inventory. A lot of people are vacation-
ing overseas versus close to home. It’s 
simply pent-up demand as the ability to 
�y internationally was limited over the last 
few years due to Covid.  While no one has 
a crystal ball, I expect that travel trends 
will begin to normalize next year — and 
as a result, we’ll see a big improvement.

Cynthia Kolbenheyer, The 
Corcoran Group

It’s true that we are still seeing lower 
inventory and higher interest rates when 
compared to recent years. However in my 
experience, when a property does come on 
the market that is priced to sell, it tends 
to go into contract quickly. Some owners 
who bought during the pandemic hoped 
to capitalize on their home by o�ering it 
as a summer rental. Due to the in�ux of 
for-lease properties on the market this 
season, they may have been unsuccessful. 
�ese buyers who purchased — at least 
in part — as an investment, may now 
consider selling their houses as the novelty 
of living full-time on the East End fades 
and the realization they miss ‘big city’ 

life sets in. As a result, I believe that we’ll 
have more new listings in the later part 
of 2023 and into 2024. Buyers who have 
the �nancial means to weather the higher 
interest rates may take advantage of this 
fresh inventory, thus driving more sales on 
the East End.

David Zazula, Saunders 
& Associates

First of all, interest rates are not very 
high. My �rst mortgage had a 12 percent 
interest rate and I was happy to get it. 
Historically 6 or 7 percent is not high, it’s 
about average. As to the question, we’re in 
a very weird place as far as the real estate 
market is concerned. We’re still processing 
what happened during the pandemic. I 
think inventory will increase for a variety 
of reasons, and transactions will begin to 
pick up. Markets are cyclical. We could 
be at the end of one and the beginning of 
another.

Randi Ball, The 
Corcoran Group

We have many buyers waiting to purchase 
in the Hamptons. Our biggest challenge 
is lack of inventory, and yes, we have seen 
a slight improvement but obviously need 
this number to increase. While interest 
rates are always monitored I believe our 
biggest hurdle will be �nding suitable 
well-priced properties for our buyers.

Sheri Winter Parker, 
The Corcoran Group

I specialize in the North Fork and I’ve 
had a very successful �rst two quarters. 
�ere is more inventory coming on each 
month — that said, with rates staying 
status quo for the season, this really is a 
good time to buy. Prices have leveled a 
bit and if something isn’t moving quickly, 
sellers are reducing their price. If the 
property is priced correctly, it will move 
fast. Waiting to jump in should not be 
your option!

Hal Zwick, Compass

I am a commercial specialist; therefore, 
I am witnessing a di�erent marketplace 
vs. residential agents. While we expected 
a downturn in our business this year, the 
opposite is the case. Business is stronger 
in certain categories. �ese include resorts, 
multi-family, food & beverage, whether 
traditional restaurants or take-out food 
entities, personal service, and commercial/
industrial properties. 

Interest rates have impacted traditional 
investment sites, which are mainly retail 
investment properties. �e market appears 
to be strong into 2024. We have already 
negotiated some retail and food & bever-
age deals that will not be e�ective until 
early next year. �e future is cautiously 
optimistic!

Real estate agents affi liated with The Corcoran Group are independent contractors and are not employees of The Corcoran Group. Equal Housing Opportunity. The Corcoran Group is a liicensed RE broker located at 590 Madison Ave, NY, NY 10022. All information furnished regarding property for sale/rent or regarding fi nancing is from sources deemed reliable, but Corcoran makes no warranty or representation as to the accuracy thereof. 

Modern Oasis
14 Randall Road, Southampton

4 Bedrooms | 3.5 Baths
3,930 SF | 1.6 Acres
Heated Gunite Pool

$3,195,000 | Web# 903829

Ellen Lauinger
L ic .Rea l  Es ta te Sa lesperson
m 516.857.3740
e l len. lau inger@corcoran.com

Courtesy Photos



B-10 James Lane Post Real EstateAugust 2023




