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At the end of the last cycle when Steven Hurwitz was marketing condo offices in Doral, the 

project was by his own admission a flop. 

Then the crash and the recovery happened, 2011 rolled around, and the senior vice president at 

Coral Gables-based Continental Real Estate Cos. brokered the sale of 90,000 square feet of 

Class A office condos in that city, achieving a sellout. 

"Like everything else in real estate, it's always a matter of timing," Hurwitz said. The broker is 

now involved in condo office projects in downtown Miami and Aventura. 

Somewhat subdued during the first stage of the latest real estate boom, interest in condo offices 

has driven several conversions of office buildings over the past year. Now developers are 

funneling demand for the investment assets into new buildings in Aventura and Coral Gables. 
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"Everything is selling, small and big units at about the same rate. The interest is there," said 

developer Harvey Hernandez, who is working on the conversion of an office building at 14 NE 

First Ave. in downtown Miami. 

He explained the fact investors can depend on a steadier and less management-intensive 

stream of income from condo offices than buying blocks of condos is attractive to out-of-town 

buyers. 

"Our buyer base is actually very similar to the buyer base for residential condos. At the end of 

the day, these buyers are looking to park money and own a piece of a city that they believe in," 

Hernandez said. "But a big difference is the following: People start getting a check the moment 

they close." 

Sales at his downtown condo office building are targeting $350 per foot with cap rates close to 5 

percent. 

"In terms of cap rates, office condos remain in cap rates all over the map because you have a 

very disparate group of buyers," Hurwitz said. "We see cap rates as low as 1, 2 or 3 percent or 

as high as an 8 or a 9." 

Part of the reason is the different way in which sellout strategies for condos have been executed 

in the past. Historically, Hurwitz said condo offices were popular when designed as medical 

plazas and marketed to doctors as tenants. Near the end of the last cycle, conversions were 

executed on office buildings to sell off pieces to investors. 

"The development community said, 'If we're doing it in residential, let's do this in office as well,' 

and targeted groups looking to buy and sell," he said. 

But the strategy backfired as disparate ownership affected the quality of management and 

leasing in converted condo offices such as 1200 Brickell Ave., according to Hurwitz. When 

some buildings didn't sell out, developers offered fire sales on residual units, which killed 

investors' profit projections. 

Developers are mindful of those mistakes and trying to sell properties to investors with deeper 

pockets, who may be able to buy full floors for example instead of individual suites, he said. 

"If you're selling floors, you're not talking about more than five to seven owners," Hurwitz said. 

"As a broker, I have a lot more confidence in a project that's going to maintain a semblance of 

cohesion." 

 



Limited Supply 
That's the strategy in a project Hurwitz is brokering in Aventura, where developer Integra 

Solutions is planning 100,000 square feet of office space as part of a larger mixed-use project. 

Integra purchased and converted two downtown Miami office buildings into condos last year. 

Victor Ballestas, a principal at the company, said he is targeting an average price of $500 per 

square foot for those office condos, with investors receiving $27 to $28 net in annual rents. 

Sweetening the pot, investors will have to pay only 30 percent up front for their units. 

"What we like about the condo office is obviously that there's very limited supply versus other 

segments, like the residential condos that are kind of being oversupplied," Ballestas said. 

"People will probably realize that it's a good investment vehicle as opposed to" residential 

condominiums. 

Besides the projects in Aventura and downtown Miami, Coral Gables is seeing investor interest 

in office condos. The Solution Group plans a Class A office building at 1200 Ponce de Leon 

Blvd. with 97,000 square feet of office space and 47 suites. 

Investor interest is high enough that developers say they are looking for other buildings for 

conversions or lots for new construction. 

"It's a great product, and I wish we could do more of them," said Edgardo Defortuna, founder of 

Fortune International Group. His firm is in charge of sales at the condo conversion project 

Hernandez is developing in downtown Miami. "It's just not that easy to buy a building." 

Hernandez agrees. "We have been looking for the last 10 months for another building, but 

nothing," he said. 
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