


Bargains, selection plentlful
for city condominium buyers
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out towering high-rises
bulging with hundreds of
units. While smaller build-
ings in other areas of Chi-
cago sold out, many Loop
high-rise units languished
on the market. As the eco-
nomic meltdown and un-

Gail Lissner

if they're going to sell any-
thing, they're going to have
to adjust the price,” said
Mark Sutherland,

Development Corp., devel-
oping 550 St. Clair, a 26-story
condo tower in Chicago’s
Streeterville neighborhood.

How big an adjustment? A
sizable one, said Nicholas
Gouletas, CEO of American
Invsco, which instituted
drastic discounts of up to
$150,000 per unit at its Pri-
vate Residences at Ontario
Place last month. The reduc-
tions on upgraded one-bed-
room units pushed their
prices down to $219,000 to
$245,000.

“The developers thought
they would make a profit.
That's gone,” he said. “Then
they put in some equity.
That's gone, And then the
bank had a loan for some-
where between 40 to 60 per-
cent. Now you're going to the
bank and asking them to
take a haircut. . . . I've been
in this business for 40 years,
and my father before me. We
have five generations of
Gouletas family members in
this business. I've never seen
this before. | see this as a real
buyer's market.”

With the resale market
remaining week, the condo
glut has forced sellers to cut
prices as well. Since May
2006, Kevin Kelly, a real es-
tate agent at Coldwell Bank-
er's Lincoln Park Plaza of-

Alan Lev, nresldent of Elelgravla Gmup at 600 M. Lake Shore Drive, one of his ﬂrm s condo
developments. Belgravia cut prices at 565 Quincy, a 241-unit bullding at Jefferson Street and
Jackson Boulevard, by up to nearly a third. TERRENCE ANTONIO JAMES/TRIBUNE PHOTO  *

fice, has owned a South Loop
condo in the historic Prairie
Avenue District near Soldier
Field: He put the unit up for
sale 6% months ago, has
reduced the price three
times and still has received
no bites from potential buy-
ers.

“It's been challenging,”
said Kelly “You have to sepa-
rate yours from all the other
condos down here. There are
400 to 500 condos on the
market in the South Loop,
minimum. There's just an
oversupply It's a supply-and-
demand issue. Right now, the
supply is outweighing the
demand. But I believe mine
will sell in the next 30 days.
It's priced right, and it's at its
time in the market to sell.”

It's likely a losing strategy
for potential buyers to sit on
the sidelines, waiting for
prices to drop further, said
Alan Lev, president of Bel-
gravia Group, which cut
prices at 565 Quincy, near
Union Station, by as much as
30 percent in mid-January.

“I think they're going to
miss the opportunity on
several fronts,” he said.
“Prices are at rock bottom,

they'll lose out on the tax
credit, and I believe interest
rates are going to tick up
later in the year. I can see
why a year ago people would
have waited. But today, 1
believe if they do, they're
going to kick themselves and
say, ‘Boy, I really should have
béught.” "

Others believe the dis-
counting will continue at
least through the end of this
year, and not just because of
the glut.

“Ithink it's goingtobea
while, at least until excess
inventory is reduced,”
Sutherland said. "It has a lot
to do with the unemploy-
ment situation, the lack of
consumer confidence and
the credit crunch. It's not as
easy now to go out and get a
mortgage.”

Lissner said the nature
and extent of price reduc-
tions, and howbroadly they
are being promoted, vary
enormously, building by
building.

“We see different devel-
opments employing different
discount programs,” she
said. “Sometimes, they are
limited-time offerings. Some-

times, they will have loss
leaders and only reduce
prices on select units to get
people in the door and to
maintain their image, Other
developers are going in and
reducing all their prices.
Some are doing it quietly;
some are advertising it to the
world.”

While free flat-screen TVs
and upgraded appliance
packages were typical of the
incentives developers offered
in the last decade, discounts
are the new incentive.

“The market has moved
beyond cutesy incentives.
Buyers are motivated by
cash, and thus price dis-

- counts are what move buyers

to take the plunge and buy,”
Lissner said.

“We are definitely seeing
many developments now
include parking in the unit
pricing, and that, too, is, in
effect, a price discount,” she
said. “Because construction
on most of the units has
already been completed, we
are seeing less focus on free
unit upgrades, although
developers may change a
countertop if that is what it
takes to make a sale.”
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Astorla Tower has cut prlcesm to 25 percent

Where the deals are

*
‘A sampling of condo developments where

prices have been sharply discounted:
B Astoria Tower & Spa, a 30-story, 248-unit Art
Deco-style high-rise at the northwest corner of
9th and State streets in Chicago’s South Loop.
Prices have been discounted by 10 to 25 percent
in the final phase of condo sales, said Kelth
Giles, president of Weichert Realtors — Frankel
& Giles,
W 550 St. Clair St. Units in the 26-story, uz-unlt
building 200 feet east of Michigan Avefiue at the
southwest corner of §t. Clair and Ohio streets
have been reduced twice, said developer Mark
Sutherland. Prices were knocked down 20 per-
cent a year ago, and another 15 percent in mid-
November:
M 565 Quincy St. The 241-unit condo develop-
ment at Jefferson Street and Jackson Boulevard
has seen prices cut by up to 30 percent.
B Michigan Avenue Tower II, a newly con-
structed 267-unit high-rise at 1400 S. Michighn.
More than 40 units in the building were sold ata
Now. 15 auction; another 20 have sold since, Giles
said. Current prices from $175,000 to $500,000
are about 20 percent less than they were,
B Private Residences at Ontario Place, a con-
version of an existing 467-unit high-rise apart-
ment building at 10 E. Ontario St. Units were
discounted up to $150,000, with base prices now
ranging from $219,000 to $245,000. Only a few
units remain. By the end of February, developer
Nicholas Gouletas hopes to have available for
buyers a 3.875 percent fixed FHA loan locked in
for the first five years.
B At the 116-unit Prairie District Lofts, a timber-
beam loft condominium conversion at 1727 S.
Indiana Ave. in the South Loop, one-bedroom,
one-bath lofts are priced at $262,800, reduced
from $299,800, and two-bedroom, two-bath lofts
are priced at $299,800, down from £375,800. A
three-bedroom, two-bath loft is priced at
$339,800, down from $429,800.

— Jeffrey Steele



