
 

 

When international owners are ready to sell or buy, that transaction typically 

takes longer and requires more patience on the other side. Jason Walker, 

another broker at Douglas Elliman, just brokered the sale of a $7 million 

downtown loft that was owned by a Middle Eastern princess. 

“It definitely added a layer of complexity to everything,” Mr. Walker said. “I 

had to be careful to manage the expectations of the purchaser. The offer 

came in during Ramadan so I stopped getting responses.” 

He added, “You had American buyers, a Middle Eastern seller and European 

lawyers – there were cultural sensitivities.” 

This is a segment of the market, the globe-spanning super-rich, that real 

estate firms are chasing the way other luxury brands are. To that end, 

Douglas Elliman and Knight Frank Residential, a similar high-end, London-

based brokerage, recently announced an alliance to serve and share clients 

buying property around the world – and to keep them from going to different 

brokerages in different markets.  


