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THERE are few things that can gladden the hearts of New York real estate brokers as much as the thought of billions of dollars in bonuses paid on Wall Street, moving from hedge funds and buyout fees to brick and stone, or in some cases, glass and steel, as this uncertain year of wavering condominium and co-op price draws to a close.

Skip to next paragraph After all, the transaction records on file with the city government show that investment bankers, hedge fund managers and other masters of the universe (along with their well-remunerated support people) is a mainstay of the New York real estate market, especially at the upper end. 

And so nearly 200 real estate brokers, looking to increase their skills and improve their fortunes, filled a small auditorium in the basement of the Scandinavia House on Park Avenue 10 days ago to hear a panel of their colleagues reveal the secrets of “Gearing Up for the Bonus Season.”

“Almost all of us make more money when they make more money,” said Jeffrey Appell, a senior vice president at the Preferred Empire Mortgage Company, who moderated the panel, to laughter and applause.

Brokers are, by nature or training, cheerful and optimistic, and in a show of hands, most brokers in the room indicated that the market had picked up steam last month. Many of the speakers attributed this to the trickle-down influence of the expected supersize bonuses on Wall Street this season and their effect on the rest of the market. (Of course, a 10 percent rise in the Dow Jones industrial average since August may have provided a little juice to the real estate market, too.)

“Bonuses have a psychological effect; there is a very good vibe in the market,” said Jacky Teplitzky, a vice president at Prudential Douglas Elliman. Or as Ernie Goldberg, a vice president at the Corcoran Group, put it, the bonus buyers are getting other buyers to “step up to the plate.”

When it came to sage advice for their less fortunate brethren, the star brokers had but a few crumbs to offer. Leonard Steinberg, a broker at Prudential Douglas Elliman, said that brokers had to learn the language of Wall Streeters. Be informative, stick to the facts. “When you start speaking in broker babble,” he said, “they are turned off immediately.”

Not all buyers, of course, wait for bonus season. Among recent transactions was the $19 million sale of a co-op at 66 East 79th Street to J. Christopher Flowers, a former Goldman Sachs partner who formed his own investment fund, and who is listed by Forbes on its list of 400 richest Americans with a net worth of $1.2 billion. Then, Kenneth D. Brody, another former Goldman Sachs partner, who went on the head the United States Export-Import Bank during the Clinton administration, bought a fifth- floor apartment at 25 Sutton Place for $6.25 million. 

And property records filed last week showed that Jeffrey T. Silverman, a recently recruited managing director at Dahlman Rose & Company, a boutique bank, and his wife, Susan, bought a two-family house on East 94th Street for nearly $4.2 million. (They sold their two apartments in Carnegie Hill Towers, just down the street, for $2.4 million.)

Mr. Silverman said that he knew of colleagues who would show up for work in February with a new car, or a new downtown loft, or both, but that he bought before bonus season because he happened to get wind of a house with a backyard garden on the market in a neighborhood he had lived in his entire life. 

