Almost everything inside the apartments at Fifty Third and Eighth, a new Midtown
condominium, is for sale, from the modern chairs and nubby rugs to the fluffy
towels and kitchen flatware.
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look like, these developers are presenting
comprehensive design visions that can be
bought on the spot.

When sales began at Fifty Third and
Eighth, in February 2015, the development
team had created preliminary model units
designed by Ash NYC, a design and devel-
opment firm, purely for show. But when
people began inquiring about buying those
units furnished, the team switched strat-
egies and partnered with Design Within
Reach to create new model units in a similar
modern style, where such purchases are en-
couraged.

“The more that people were asking, the
more we thought it would be a great idea to
offer this to the market,” said Reid Price, an
associate broker at Douglas Elliman Real
Estate who is the director of sales for the
project. “It's one more way to differentiate
our product.”

Jordan Feldman, an associate of HFZ,
noted that “a lot of people are first-time
buyers here,” who sometimes struggle to
envision a completed home. “Even though
we already had model units, we thought we
could attract a lot more buyers by making
them feel like everything’s been done for
them already.”

The program has attracted four buyers
since it was introduced last November, in-
cluding some who will use their apartments
as pieds-a-terre, said Daniel Gaouette, an
account executive at Design Within Reach.
“I have a client right now who needs it done
quickly because she’s going to be gone for
the next three months,” he said. “She just
wants some in-stock pieces, so she feels
comfortable.”

At101 Wall, a financial district condomini-
um, the developer, the Claremont Group, is
offering something similar. It has created a
range of furniture packages with the
project’s designer, Amsterdam-based Piet
Boon, and Lepere, the New York showroom
that sells Mr. Boon's muscular, minimalist
furniture collection. Each design scheme in-
cludes a number of suggested furniture lay-
outs and three color palettes from which to
choose.

“When buyers move in, they can have the
full Piet experience, from flooring to furni-
ture to carpets to drapes to accessories,”
said John Lari, a principal of the Claremont
Group. “If it helps us get our buyers excited
and makes it a less stressful process and
move for them, we’re all for it.”

Mr. Boon said, “It’s a total concept, but
customized for the customer,” noting that
Lepere will coordinate changes and person-
alization of the packages with his office.
“My intention is not to make a standard
unit, but something special for each per-
son.”

Dominic Lepere, the owner of Lepere,
added: “It’s full service. We’ll meet with
buyers throughout the process, help select
everything, and then coordinate the ship-
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Sign a Contract, Then Pack Your Toothbrush

Developers offer fully dressed,
move-in-ready apartments,
for a price.

By TIM McKEOUGH

At Fifty Third and Eighth, a condominium
development at 301 West 53rd Street, al-
most everything is for sale. Beyond the
apartments themselves, the modern
leather sofas, nubby rugs and factory-in-
spired lamps displayed in model units are
all available for purchase. So are the crisp
bedsheets, fluffy towels, multicolored bowls

ping logistics and final installation.”

The development’s sales team will begin
offering the packages, which range from
about $90,000 for a one-bedroom apartment
to about $150,000 for a three-bedroom, to
buyers in the coming weeks.

Riham El Batanouny and Oussama Ja-
mal, who live in Cairo and Dubai, are in con-
tract to buy a two-bedroom pied-a-terre at
101 Wall for about $2.3 million, and plan to
take advantage of the program.

“We went to the sales office, and asked if
they had this kind of offering, because it’s so
beautiful,” Ms. El Batanouny said. “We live
overseas, and it would be very difficult for
us to go through the whole process of fur-
nishing. To have it given to you as one pack-
age is just amazing.”

At 160 Leroy, a condominium in the West
Village, the developer Ian Schrager is offer-
ing his own twist on turnkey apartments.
“We're offering design services that allow
you to walk into an apartment that has ab-
solutely everything,” he said. “You just have
to bring your toothbrush.”

The French designer Christian Liaigre
has already designed some furniture pieces

A three-bedroom apartment at
One57, top left, is available fully
furnished for $20.1 million, and
$19.15 million empty. The dining
set and other furnishings at
Fifty Third and Eighth, top
right, can be purchased
separately. At 101 Wall, above,
the developer has created a
range of furniture packages.

and streamlined flatware used to acces-
sorize the spaces.

That offering is the result of a partnership
between the HFZ Capital Group, the devel-
oper, and the furniture retailer Design
‘Within Reach, which dressed up five model
units with product availability in mind. If
buyers fall in love with a particular model
apartment, they can buy the whole furni-
ture package, ranging from about $39,000 to
$60,000, for their new home. If they want to
expand the selection, or change a few of the
pieces, they can meet with a member of the
retailer’s sales team. Or, if they’re smitten
only with the $9,400 sofa, they can order just

exclusively for the building. Working with
Mr. Schrager’s design staff, buyers have ac-
cess to those and other pieces designed by
Mr. Liaigre, along with a range of other
products and accessories to create a com-
plete home.

“You can buy pieces of furniture with con-
sultation and help from my staff, free of
charge, or even hire Christian Liaigre to de-
sign your apartment,” Mr. Schrager said.
“We doall of it

Some developers are taking the concept a
step further by offering complete turnkey
apartments that are fully decorated before
they're even listed for sale. At Ralph Walker
Tribeca at 100 Barclay Street, the Magnum
Real Estate Group and the CIM Group are
offering a handful of such apartments de-
signed by the firm Grade.

Ben H. Shaoul, the principal of Magnum,
said he discovered the demand for turnkey
apartments after buyers asked to purchase
model units at his previous developments.
“Some are international and don’t want to
buy their own furniture or hire a designer,”
he said. “Some are busy businesspeople
who don't want to deal with it, and some are
people who just like the furniture.”

The first of four initial turnkey units at
Ralph Walker Tribeca is now listed for $12
million, which Mr. Shaoul said is about $1
million more than it would cost empty. It
comes complete with Alvar Aalto bentwood
armchairs, a Holly Hunt cocktail table and
dining chairs, and a Lindsey Adelman
branching dining room chandelier.

“As we sell them, we'll continue to furnish
more units,” he said, “because we feel
there’s demand for this in the market.”

At One57,acondominium at 157 West 57th
Street, the Extell Development Company
recently hired the designer Jennifer Post to
give a three-bedroom unit the head-to-toe

that single piece.

At a time when it seems as if every new
development offers increasingly chic model
units, and as upscale home staging be-
comes ever more commonplace, a number
of developers in New York are taking show-
case apartments to the next logical step -
offering complete turnkey homes to buyers
through furniture packages, interior design
cor i an i dy apart-
ments where all the decorating is already
done. Rather than merely showing buyers
aspirational model units that demonstrate
what their apartments could potentially
CONTINUED ON PAGE 12

designer treatment.

Ms. Post not only selected a whole home's
worth of furniture, rugs and light fixtures,
but also ct d the interior i
She dropped the living room ceiling slightly
to add recessed lighting and create drapery
pockets, enclosed structural columns, and
built out a living room wall to add light
coves and showcase art. She also covered
every wall with Venetian plaster or wallcov-
ering, and added custom built-in furniture.

“I've been doing this more and more for
international buyers,” said Ms. Post, ex-
plaining that she designs luxury homes
from start to finish for clients who just want
them completed. “These people have three
or four homes, and they do not want to come
to New York and oversee design and con-
struction.”

The apartment, which would have been
$1915 million empty, is now listed for $20.1
million. If someone buysit, he or she will get
everything but the art (which is on consign-
ment from galleries), right down to the
soap, candles and books.

It wouldn't be the first furnished apart-
ment to sell in the building, which is about
80 percent sold. A previous apartment that
had been designed by Jamie Drake as a
model unit sold with all its furniture last
September for $28.5 million, $L5 million
aboveits price empty, when abuyer just had
to have the complete package.

“We were thrilled to sell that residence,
and realized there really is a market for peo-
ple who just want to come in, take it, and
move in,” said Graham Spearman, a senior
sales executive at Extell.

The company plans to build more
turnkey units at One57, Mr. Spearman said,
and at other properties in its portfolio. “For
us, there’s no risk involved,” he added, “be-
cause we know it's going to sell.”




