
B-1Real Estate / Design James Lane Post

September 2025

James Lane
— Real Estate & Design —

www.jameslanepost.com

HARALD GRANT



B-2 James Lane Post September 2025

408 Old Montauk Highway, Montauk | elliman.com/415920

elliman.com

Visit us at the new

© 2025 DOUGLAS ELLIMAN REAL ESTATE. EQUAL HOUSING OPPORTUNITY.  2488 MAIN STREET, P.O. BOX 1251, BRIDGEHAMPTON, NY 11932. 631.537.5900

ESCAPE  |   ENJOY  |   EXPLORE  |   ENERGIZE

EMBRACE  |   EXHALE  |   EXPERIENCE  |   ENGAGE

ENVISION 
YOUR 

FUTURE
IN THE HAMPTONS



B-3Real Estate / Design James Lane Post

Harald 
Grant
On Trust, Perseverance, And 
The Evolution Of Hamptons 
Luxury Real Estate

By Ty Wenzel

W ith more than $4.5 billion 
in career sales, Harald 
Grant has long been 
recognized as one of the 

most accomplished brokers in the Hamp-
tons. A top producer at Sotheby’s Interna-
tional Realty for over three decades, he has 
helped shape the region’s luxury market. 
From guiding ­rst-time buyers to connect-
ing with multiple generations of high-net-
worth families, Grant’s approach has always 
centered on long-term relationships.

In this conversation, he re�ects on the prin-
ciples that have sustained his success, the 
evolution of the Hamptons market, and the 
values passed down from his early mentor, 
his late mother-in-law, Pat Patterson. He 
also shares candid insights on navigating 
competitive negotiations, adapting to shi�-
ing buyer expectations, and the joy of seeing 
his son, Bruce, follow in his footsteps.

You’ve sold over $4.5 billion 
in real estate during your 
career. When you look back, 
what do you think has been 
the most important factor in 
maintaining that level of 
success for over three 
decades?

Consistency and trust. In this business, it’s 
not about a single great year; it’s about show-
ing up, year a�er year, with the same dedica-
tion, attention to detail, and commitment 
to doing right by your clients. Real estate is 
a relationship business, not a transaction 

business. I’ve made it a point to be present 
for my clients long a�er a sale is completed. 
�at follow-through builds a reputation you 
can’t buy, only earn over time.

As one of the first salespeople 
at Sotheby’s International 
Realty’s first Hamptons office, 
how have you seen the local 
luxury market change since 
those early days?

When I started, the Hamptons were known 
for their charm, open landscapes, and the 
quiet allure of old estates. Today, it’s an in-
ternational brand unto itself — buyers come 
from all over the globe, not just New York. 
Properties have evolved from traditional 
summer homes to year-round estates with 
every modern convenience. �e pace has 
changed, too; deals move faster now, thanks 
to technology and the sheer demand. But the 
heart of it, the unique mix of ocean, farm-
land, and community, remains the same.

Your mother-in-law, Pat 
Patterson, played a key role in 
your start. What lessons from 
her still guide you today?

Pat taught me two things that I still live by: 
always tell the truth and always be present. 
She had a rare combination of elegance and 
directness. She could walk into a room and 
command respect without raising her voice. 
I learned from her that clients remember 
how you made them feel just as much as 
what you achieved for them.

Many brokers want to build 
a referral-based business like 
yours. What do you think 
keeps clients coming back to 
you year after year?

Discretion, reliability, and results. High-net-
worth clients want someone who under-
stands their lifestyle without having to spell 
it out, who can anticipate needs before they 
arise, and who keeps their con­dence. Over 
the years, I’ve worked with multiple gen-
erations of the same families. �at doesn’t 
happen unless you’ve built trust that lasts 
beyond one deal.

What sets the Hamptons 
luxury real estate market 
apart from other high-end 
markets around the world?

It’s the combination of proximity and 
exclusivity. �e Hamptons are close enough 
to New York City for a quick escape, yet feel 
like an entirely di�erent world with open 
skies, endless beaches, and historic villages. 
Add to that a limited supply of truly prime 
locations, and you have a market where top-
tier properties will always be coveted.

In recent years, how have 
buyer expectations for luxury 
properties in the Hamptons 
changed in terms of design 
and lifestyle amenities?

Buyers today want turnkey perfection. In 
the past, it was common for someone to 
purchase an older home and spend years 
renovating. Now, they expect a property 
that’s ready on day one, with state-of-the-art 
technology, wellness amenities, and spaces 
designed for both entertaining and privacy. 
Home gyms, spa facilities, in­nity-edge 
pools, and seamless indoor-outdoor living 
are high on the list.

With your decades of 
experience, what trends do 
you see shaping the Hamptons 
market over the next 3 to 5 
years?

I think we’ll see continued strength in the 
ultra-luxury segment, driven by both do-
mestic and international buyers. Sustainabil-
ity and energy e�ciency will become more 
important, especially in new builds. We’ll 
also see more demand for properties that 
o�er privacy while being close to village life 
— people want both seclusion and access.

Inventory has been a 
challenge in many markets. 
How do you handle situations 
where there’s high demand 
but limited supply at the top 
tier?

It comes down to relationships. In a tight 
market, some of the best opportunities never 
o�cially hit the market — they’re handled 
quietly. My job is to know about those prop-
erties before anyone else, and to connect 
the right buyer to the right seller at the right 
time.

You’re known for being 
discreet and approachable in 
an industry that can be 
stressful. How do you balance 
confidentiality with closing 
deals?

You have to respect your clients’ privacy 
as if it were your own. �at means never 
discussing their business outside the room 
and handling negotiations without unneces-
sary noise. At the same time, I’m a strong 
advocate for my clients when it’s time to 
close a deal. Discretion doesn’t mean being 
passive — it means being strategic.

Can you share an example of a 
particularly challenging 
negotiation and how you 
successfully brought it to a 
close?

Early in my career, I had a deal where 
the buyer and seller were tens of mil-
lions apart in expectations. It could have 
fallen apart at any moment. I focused on 
finding common ground — not just in 
price, but in terms of closing timelines, 
contingencies, and even personal touches 
like allowing the seller to host one last 
event at the home. In the end, both parties 
walked away feeling they’d won something 
important. That’s when you know it’s a true 
win-win.

For buyers entering the 
Hamptons market for the first 
time, what’s your most 
important advice?

Decide what matters most to you — loca-
tion, acreage, ocean access, architectural 
style — and be prepared to act when the 
right property comes along. In the Hamp-
tons, hesitation o�en means losing the 
property to someone else.

Your son Bruce recently 
joined the real estate industry. 
What has it been like to see 
him follow your path?

It’s incredibly rewarding. Real estate is not 
an easy business, and it’s not for everyone. 
But Bruce has the work ethic, the patience, 
and the natural ability to connect with 
people that make him a great broker. Watch-
ing him build his reputation while bene­ting 
from the foundation we’ve laid has been a 
proud moment for me.

How do your interests — like 
boating and military/naval 
history — help you recharge 
and stay focused in such a 
competitive business?

Boating, in particular, clears my head. Out 
on the water, there’s a peace you can’t ­nd 
anywhere else; it’s just you, the boat, and 
the horizon. For those hours, I can truly 
step away from the pace of the business and 
let go of all the responsibilities waiting on 
shore.

The Hamptons is about 
community. How do you stay 
connected to the community 
beyond your work as a broker?

I’ve always believed you can’t sell a com-
munity unless you’re part of it. I’m involved 
in local organizations, support events, and 
spend time in the same places my clients 
do. Whether it’s at a charity bene­t, the lo-
cal marina, or simply walking through the 
village, I stay engaged with the people who 
make the Hamptons special.

After more than 35 years in 
the business, what still excites 
you about selling real estate in 
the Hamptons?

Every property here has a story, and no two 
deals are ever the same. I still get excited 
when I walk into a home with breathtak-
ing views or see a client’s face light up when 
they’ve found the one. �e Hamptons is a 
rare blend of beauty, history, and possibility 
— and a�er all these years, it still feels like a 
privilege to be part of it.

Learn more about Grant by visiting 
haraldgrantrealestate.com.

Bruce and Harald Grant. 
Courtesy of Sotheby’s 
International Realty
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Christie’s International Real Estate Group pairs strong local expertise with an iconic global brand 
recognized in art, real estate, and luxury goods. We are proud to be part of a vast and trusted 

network spanning 50+ countries and territories around the world, in addition to our 30+ 
o   ces and 1,100+ associates throughout the Tri-State area. Exclusive synergy with Christie’s Auction 

House creates the unique opportunity to promote our listings in global galleries and salerooms, 
including fl agship salerooms in New York, London, Hong Kong, Paris, and Geneva.

© 2025 Christie’s International Real Estate Group, Equal Housing Opportunity.

26 Park Place, East Hampton, NY 11937 | +1 631.771.7004 | hamptons@christiesrealestategroup.com

Global Reach. Local Expertise.

Visit us in Th e Hamptons
26 Park Place, East Hampton, NY 11937



B-5Real Estate / Design James Lane Post

Global reach. Local expertise. 
All Represented And Sold within the last year by Industry Leader, Bonita DeWolf

Bonita F. DeWolf
Licensed Associate Real Estate Broker

BDeWolf@christiesrealestategroup.com
516.982.0946

26 Park Place
East Hampton, NY 11937

2024 Christie’s International 
Real Estate Group, Equal 
Housing Opportunity

2024 
Real Estate Group
Housing Opportunity

Bonita DeWolf is a renowned broker and a trusted advisor to 
countless real estate clients. With 30+ years of experience, Bonita 
is recognized throughout the Hamptons real estate community for 
her collaborative style and ethical approach to business. Her loyal 
group of satisfied clients appreciate her expertise, discretion, and 
dedication to fulfilling their long-term real estate goals. Her expansive 
knowledge of the Hamptons spans from Southampton to Montauk, 
with a particular focus in her home territory of East Hampton, and 
Amagansett, where she has sold numerous oceanfront properties.

5 Dering Lane, East Hampton | 6 Bedrooms • 9 Bathrooms • 6,002 SF | Final Sale: $4,950,000

20 Dominy Court, East Hampton | 5 Bedrooms • 6 Bathrooms • 3,142 SF | Final Sale: $3,125,000

45 Meadow Way, East Hampton | 3 Bedrooms • 2 Bathrooms • 1,900 SF | Final Sale: $2,650,000

78 Surf Drive, Amagansett | 4 Bedrooms • 4 Bathrooms • 1,820 SF | Final Sale: $2,600,000

149 Marine Boulevard, Amagansett | In Contract | 2 Bedrooms • 4 Bathrooms • 1,442 SF | Last Ask: $9,995,000
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Real Estate 
Confab
Expert Predictions: 
East End Neighborhood 
Real Estate Trends For 
The Next Five Years

By Ty Wenzel

Sea Green 
Designs 
Celebrates 25 Years With A 
Summer Of Style, Wellness 
& Coastal Living

By Ty Wenzel

This summer season, Sea Green 
Designs is celebrating 25 years 
of mindful coastal living. �e 
studio has planned a series of 

events that invite the community to connect, 
unwind, and ­nd inspiration.

Founded in 2000 by Shannon Willey, the 
Southampton design studio and boutique 
has become a popular destination for those 
who appreciate timeless style and sustain-
able living. To mark this milestone, Willey 
created a lineup that combines the beauty of 
the Hamptons with her core belief: design 
that bene­ts both the soul and the planet.

�e celebration kicked o� on July 31 with 

an anniversary cocktail party at the Main 
Street showroom. Guests enjoyed coastal-
inspired cocktails and light bites from local 
favorite Feniks. Maureen Calamia, author of 
Enchanted Earth, gave a wellness talk, and 
guests received curated gi�s that re�ected 
Sea Green Designs’ path toward intentional 
living.

On August 2, sustainable fashion took the 
spotlight with a pop-up from designer Cat 
Donohue. A few days later, on August 7, 
attention shi�ed to �e Naturalist’s Salon, 
Sea Green Designs’ showcase at the 2025 
Hampton Designer Showhouse. Inspired by 
the French salons of the 18th century, the 
space featured botanical patterns, organic 

textures, and artistic pieces designed to 
spark conversation. �ey also hosted “De-
sign Your Destiny,” which included personal 
tarot readings.

�e season continued on August 8 with 
Meet the Artist: Casey Chalem Anderson. 
�e renowned coastal painter will unveil 
exclusive, ocean-inspired prints created just 
for Sea Green Designs.

�roughout the summer, the store will o�er 
special-edition home goods, private Golden 
Hour design consultations, and opportuni-
ties to support Hearts to Homes, a charity 
that helps young adults transition from 
foster care to independence.

“�is milestone is not just about looking 
back at where we started,” Willey said. “It’s 
about honoring the values that shaped us — 
sustainability, connection, and beauty with 
purpose — and creating moments that bring 
those values to life.”

The East End has long been in�u-
enced by changing trends in de-
sirability. For our panel of luxury 
real estate experts, predicting the 

“next big thing” is not guesswork. �ey fo-
cus on reading the signs before they become 
evident to the wider market. From subtle 
lifestyle changes to infrastructure improve-
ments, new restaurants, or a steady �ow of 
buyers, these early signals o�en highlight 
the areas that will show growth over the next 
­ve years.

While desirability remains high across the 

region, we asked our experts to predict any 
East End hamlet or neighborhood that may 
stand out as an “it” location over the next 
­ve years for buyers and sellers.

Susan Lahrman, 
Saunders & Associates

From my experience, I am seeing “it” Hamp-
tons trickling over to Shelter Island. While 
Shelter Island has already been in the mix 
as a popular second home destination for 
the savvy buyer, it is de­nitely on the radar 
of the market-wise younger demographic 

buyer now. I’ve noticed an uptick in listings 
on the Island, especially with new construc-
tion. With the Hamptons tight with invento-
ry, you now have Shelter Island as an option 
with access to both the North Fork and the 
South Fork, while also o�ering buyers a 
remote destination with divine restaurants, 
beaches, and inns, while still maintaining 
the privacy they crave, which is a win-win!

Susan Breitenbach, 
The Corcoran Group

�is is a hard question to answer, as I think 
each part of the Hamptons is the “it” place 
to be for some — it all depends on your 
speci­c taste and lifestyle. With that in 
mind, I think it’s best to give a synopsis of 
all the areas, and your readers can pick what 
appeals to them. All boast their distinct vibe, 
and there is no wrong choice! 

Southampton, especially this year, has great 
energy with fresh stores, restaurants, spas, 
salons, plus the new movie theatre, includ-
ing an IMAX cinema, which is an excel-
lent new addition! �e estate section and 
beautiful ocean beaches, including Cooper’s 
— which the kids love — are a staple of our 
region as well. Sagaponack, Bridgehampton, 
and Wainscott, with their farm stands and 
country feel, are pretty special too, with 
apple and pumpkin picking for the kids. 
Many people appreciate the more rural feel. 
Meanwhile, East Hampton, with the Maid-
stone Club and Lily Pond Lane, is a world 
of its own with some spectacular high-end 
shopping. Water Mill is very under-the-

radar and has some beautiful estates without 
a large village center, which some really like, 
and it’s in the middle of it all. 

Amagansett is also lovely and reminds me 
of what the Hamptons were like 20 years 
ago! �en there is Montauk, very happen-
ing, especially for those who like parties and 
nightlife, although a little far out for some. 
All that said, Sag Harbor is one of my favor-
ites and is busier than ever, with the quaint 
yet bustling village leading to a spectacular 
waterfront full of yachts. It’s full of delicious 
restaurants, unique shops, and a fun movie 
theatre. It simply has everything and will 
continue to thrive!

Hal Zwick, Compass

Water Mill is the community to watch over 
the next ­ve years. It is special due to its 
unique blend of historic charm, natural 
beauty, and cultural richness. It is a presti-
gious hamlet in the Hamptons, known for 
being the only East End community with a 
working watermill and windmill, surround-
ed by farm ­elds, woodlands, and waterfront 
areas. 

�e area boasts a vibrant arts scene an-
chored by the Watermill Center and the 
Parrish Art Museum, which celebrate the 
region’s artistic heritage. Wealthy and celeb-
rity residents are drawn to its quiet, upscale 
lifestyle with sprawling estates, modern wa-
terfront homes, and access to beautiful, less 
crowded beaches like Flying Point Beach. 
�e community’s emphasis on sustainable 

agriculture and preserving historic and 
natural resources adds to its appeal.

From a residential growth perspective, Wa-
ter Mill is characterized by a strong demand 
for luxury and multi-generational homes. 
Multi-family townhouse communities have 
started to be developed, and additional ones 
will probably be added.

Commercial focus will be on sustainable, 
smart growth to avoid sprawl, with the 
evolution of the existing pedestrian-friendly 
shopping developments. I predict the down-
town area will become a more integrated 
community, with new retail, food, and enter-
tainment venues being added, making this a 
true destination.

In summary, for the next ­ve years, Water 
Mill is expected to see continued demand 
for upscale residential properties, single-
family, and townhouse communities. Com-
mercial growth is likely to focus on enhanc-
ing lifestyle and retail experiences aligned 
with smart growth principles, maintaining 
the hamlet’s balance between exclusivity and 
community vitality.

Jack Richardson, SERHANT

Westhampton Beach is my pick for the 
next “it” Hamptons village. �e downtown 
revitalization has transformed Main Street 
into a vibrant, walkable hub while preserv-
ing its small-town charm. It’s the closest 
true Hamptons village to the city, giving it 
an edge for weekenders, and prices remain 
more approachable than Southampton or 
East Hampton. Layer in pristine beaches, 
a growing dining and cultural scene, and a 
surge of year-round residents, and you have 
the recipe for a breakout market. In ­ve 
years, I see Westhampton Village standing 
shoulder to shoulder in popularity with the 
East End heavyweights, only with easier 
access and a fresh energy that today’s buyers 
are craving.

Daintrie Zega, SERHANT

If I had to predict the next “it” destination in 
the Hamptons over the next ­ve years, my 
money would be on Noyac and Springs — two 
historically overlooked neighborhoods show-
ing early signs of transformation. �ese quiet 
bayside communities o�er pristine beaches 
and stunning sunsets yet remain signi­cantly 
more a�ordable than oceanfront counterparts. 
With inventory persistently low across the 
Hamptons, buyers are increasingly looking 
beyond East Hampton and Southampton’s 
traditional enclaves. Noyac’s proximity to Sag 
Harbor’s cultural scene and Springs’ Ac-
cabonac Harbor access provide an authentic 
maritime character while still o�ering develop-
ment potential. Both areas attract the creative 
professionals and young families who previ-
ously transformed Montauk and Amagansett, 
positioning them perfectly for those wishing to 
have the true Hamptons experience.

Photos courtesy 
Sea Green Designs
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Hamptons Commercial Offerings
Inquire For Additional Information & to Discuss Exclusive Off-Market Opportunities

Hal Zwick, Jeffrey Sztorc, Licensed Real Estate Salespersons. Real estate agents affiliated with Compass are independent contractor sales associates and are not employees of Compass. Equal Housing Opportunity. Compass is a licensed real estate broker 
located at 90 Fifth Avenue, 3rd Fl. NY, NY 10011. All information furnished regarding property for sale or rent or regarding financing is from sources deemed reliable, but Compass makes no warranty or representation as to the accuracy thereof. All property 
information is presented subject to errors, omissions, price changes, changed property conditions, and withdrawal of the property from the market, without notice. To reach the Compass main office call 212.913.9058.

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

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

@hamptonscommercialre   |   hamptonscommercialre.com 

716 Montauk Hwy, Montauk 

The Jewel of the Montauk Business District.
Multi Tenant Retail w/ Impressive Rent Roll.

45 S Euclid Ave, Montauk  

Mixed-Use Retail / Office / Apartment.
Three Levels in the Core of Downtown.

FOR SALE FOR SALE / FOR LEASE

313 Three Mile Harbor Rd, East Hampton

Premier Waterfront Dining & Event Venue.
Gorgeous Sunset Views On Spectacular Grounds.

1-15 Hill Street, Southampton

The New Commercial Hub of Southampton Village.
Newly Renovated, Highly Visible Multi-Tenant Complex.

105-107 Newtown Ln, East Hampton  

Showcase Mixed Use Compound w/ Strong
NOI at the Gateway to East Hampton Village.

84 S Emerson Ave, Montauk 

Oceanfront Hotel - Once in a Generation Asset.
26 Keys & In Ground Pool in Downtown Montauk.

363 Beach Rd, Hampton Bays 

Waterfront Hospitality Venue With Sweeping Ocean
Views From Wraparound Decks - 525 Person Capacity.

FOR SALE / FOR LEASEFOR SALE 

FOR SALE / FOR LEASEFOR SALE 

FOR LEASE FOR SALE 

32 Lighthouse Rd, Hampton Bays

Waterfront Restaurant (Leased) & 13-Key Resort.
Incredible Sunset Views Over Shinnecock Bay.
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A Curated 
Life By 
The Sea
Galerie Provenance Opens Its 
Doors In Bridgehampton

By Ty Wenzel

Located in a sun-drenched cottage 
in Bridgehampton, the newly 
opened Galerie Provenance 
House feels more like stepping 

into a friend’s beautifully arranged home 
than a design showroom. But make no 
mistake, everything you see, from the 1960s 
Charlotte Perriand bench sourced from Les 
Arcs to a weathered Swedish root bowl from 
centuries ago, is for sale.

What inspired you to open the 
Galerie Provenance House in 
Bridgehampton, and why did 
you choose this location?

We have a loyal client base Out East, so it felt 
like a natural evolution. A�er two seasons of 
pop-ups in borrowed spaces, I was craving 
permanence, a true home for Galerie Prov-
enance. I fell in love with this little street in 
Bridgehampton last summer while renting 
just a few doors down. It has this rare com-
bination of charm and accessibility — close 
to both the town and beach, nestled between 
beautiful farmlands.

How did your television career 
influence your approach to 
curating art and design?

I have always been fascinated by stories. 
Originally, it was people learning about 
di�erent subcultures. �at same fascination 
now drives my eye. I’m drawn to objects 
with history and depth. I can imagine the 
stories an 18th-century Swedish bowl that 
has been well-loved for years would share 
if it could talk. My art degree gave me a 
foundation, but it was years of listening to 
people’s stories that taught me how to see.

Can you walk us through the 
process of curating the space 
and selecting the pieces 
displayed at Galerie 
Provenance House?

�e space itself is a charming 1960s cottage 
— modest in size but bathed in natural light, 
with high ceilings and timeless features. 

We didn’t want to overwhelm it. I tried to 
select pieces that are both comfortable and 
chic and would work well in the Hamptons; 
like our French René Gabriel chairs with 
Belgian linen cushions, Axel Einar Hjorth 
pine pieces with the perfect patina, and folk 
art like hand-carved 19th-century Swed-
ish horses, textural ceramics in beiges and 
oceanic tones.

Your collection includes both 
mid-century rarities and 
European antiquities. What 
draws you to these particular 
styles, and how do they blend 
in your vision?

For me, the beauty is in the mix. I’m endless-
ly inspired by contrast. Combining primitive 
pieces with midcentury design. I am drawn 
to wood with beautiful aged surfaces and 
pieces with old repairs. You can replicate the 
design, but nothing can recreate the patina 
that age and wear create. Combining pieces 
of all ages and origins creates a beautiful 
tapestry in a home, and the result is a more 
interesting, soulful interior, in my opinion.

What role does the “intimate 
and lived-in” feel of the space 
play in your design 
philosophy?

When clients walk into the Galerie Prov-
enance House, I want them to feel like 
they’re stepping into a real, soulful space. 
�e Bridgehampton cottage is a great canvas 
and allows people to envision how the arti-
facts will work in their personal spaces. You 
can sit, touch, and move things around. It 
becomes easier to envision how these pieces 
might live in your own space when you’re 
engaging with them organically.

How do you envision your 
clients interacting with the 
pieces in Galerie Provenance 
House?

I love when clients come in and start rear-
ranging things — pulling a chair from the 

corner to try at the dining table, mixing 
ceramics on the co�ee table, curling up on 
our shearling sofa mid-conversation. It’s all 
encouraged. We’ve created a space where you 
can feel the personality of the pieces. And ev-
erything from the artwork on the walls to the 
antique side tables is available for purchase. 
We also represent the estate of American 
Artist Benjamin Abramowitz, whose fabulous 
pieces adorn most of the walls.

How has the Hamptons 
influenced your creative vision 
since you discovered the area?

I am very inspired by the natural color pal-
ette of the Hamptons — the verdant green of 
the mature trees and ­elds, sandy beiges, the 
silvery blues of the ocean and ponds. I feel at 
peace here, which helps invigorate creativity.

What has been the most 
rewarding part of opening 
your first East Coast location 
in Bridgehampton?

I love meeting new people and helping them 
shape their spaces. I am not a designer, but I 
enjoy personally bringing some of our pieces 
into a home to see how they can work. As 
my kids get older, I am planning to be bi-
coastal and divide my time between Los An-
geles and Bridgehampton, with buying trips 
to Europe in between! I am originally from 
Boston, so being back on the East Coast feels 
like home to me — I couldn’t be happier.

Galerie Provenance has an 
impressive clientele, including 
AD100 designers and 
celebrities like Jennifer 
Garner, Amanda Peet, and 
Sandra Bullock. What do you 
think attracts these 
tastemakers to your 
collection?

I am fortunate to work with wonderful 
designers and private collectors. I think 
a similar sensibility and aesthetic is what 
draws people to our curation. We are a 
small business, and we work very closely 
with our clients over time to try to deliver 
exactly what they want. Working by ap-
pointment, it enables us to be thoughtful 
about our buyers and become familiar with 
their tastes. We can suggest pieces that 
haven’t even arrived yet and even source 

things from time to time.

The concept of “less but 
better” is central to your 
brand. How do you ensure 
each piece tells a lasting story 
and transforms a space?

I feel the last layer of the home is extremely 
important, and the accessories, the art, the 
unexpected sculpture or bowl, make all the 
di�erence. Having a perfectly aged vase with 
olive branches spewing out can transform a 
corner.

You’ve expanded to both the 
East Coast and Los Angeles. 
What has this growth journey 
been like, and what’s next 
for the Galerie Provenance 
brand?

�e growth has been organic and rooted in 
partnership. When Nicole DeRuvo joined as 
my business partner in 2023, her operational 
brilliance balanced my creative instincts. 
�at synergy gave us the structure to scale. 
�is is just the beginning of our expansion.

How does collaborating with 
other female-founded 
companies align with your 
vision for Galerie Provenance?

Galerie Provenance was born out of a per-
sonal passion that I was fortunate enough to 
monetize. �is business is a second act for 
me a�er two and a half decades in television. 
I am also a parent, and my two teenage chil-
dren are the greatest joy in my life. Finding 

a way to be a mother and also professionally 
ful­lled has been extremely satisfying. I love 
partnering with other female founders who 
are building something from the ground 
up — Jenni Kayne has become a longtime 
collaborator, and the women behind Para-
chute and Armadillo have created smart and 
iconic brands, as well.

What makes the residential, 
fully shoppable experience at 
Galerie Provenance House 
different from traditional 
retail spaces?

I have great respect for interior designers 
and their ability to envision how pieces 
will ultimately look once placed. For me 
personally, it helps to see items in situ, and 
I have seen it resonate with our clientele. It 
becomes easier to understand how it might 
live in your own home.

What can visitors expect when 
they book an appointment 
to visit Galerie Provenance 
House this summer?

Expect a deeply personal experience. Be-
cause we are by appointment only, clients 
get that custom, one-on-one moment. It 
enables me to spend more time with people 
and share stories about the various pieces 
of furniture and artifacts. It’s like visiting a 
friend’s home who just happens to have an 
incredible collection, and it’s all for sale.

Galerie Provenance House in Bridgehamp-
ton is open by appointment only throughout 
summer 2025.

Photos courtesy Galerie 
Provenance House



B-9Real Estate / Design James Lane Post

Lidia Bastianich Palak Patel           

Dennis PrescottJoni Brosnan

COOKBOOK AUTHORS BRUNCH 
& SIGNING FEATURING

Saturday, November 1, 12:30 PM

James Lane 
Fest
at Southampton Inn

Enjoy a three-course brunch & cookbook signing at 
Southampton Inn with chefs Lidia Bastianich, 
Dennis Prescott, Palak Patel, and Joni Brosnan, 
hosted by James Lane Post Editor At Large Bridget LeRoy. 

TICKETS ARE $125 • VISIT JAMESLANEPOST.COM



B-10 James Lane Post September 2025

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

RACHAEL HULSE
LIC. REAL ESTATE 

BROKER
631.902.0488

RICHARD RAWDIN 
LIC. REAL ESTATE 

SALESPERSON
631.680.7205

.

STUNNING NEW CONSTRUCTION 
IN QUIOGUE — NEAR THE VILL AGE OF 

WESTHAMPTON BEACH — BY TOPAZ BUILDERS
5 BEDROOMS • 4.5 BATHS

4,000 SQ.FT.  • 1800 SQ.FT.  BASEMENT 
9ʼCEIL INGS • SHY 1/2 ACRES 

HEATED GUNITE POOL
$3,050,000.00

RACHAEL HULSE
LICENSED REAL ESTATE ASSOCIATE BROKER

631.902.0488

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  •

WESTHAMPTON BEACH

631.288.0400

HAMPTON BAYS

631.728.8070

SOUTHAMPTON 
VILLAGE

631.287.7707

NEW YORK CITY           

718.921.3100

BAY RIDGE
BROOKLYN

718.921.3100 

BENSONHURST 
BROOKLYN

718.921.3100

BEDFORD 
STUYVESANT

718.921.3100

Prestige • Pedigree • Power
THE GLOBAL LUXURY DIFFERENCE

Prestige • Pedigree • Power
THE GLOBAL LUXURY DIFFERENCE

MARIA KEMP 
LIC. REAL ESTATE 

SALESPERSON
917-860-2965

A  B O U T I Q U E  O F F I C E  W I T H  A  G L O B A L  R E AC H
9 1  J O B S  L A N E ,  S O U T H A M P T O N ,  N Y  1 1 9 6 8




