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Fan Pier luxury units
sell out; more coming

With unusual in-house sales plan,
Fallon Co. keeps the brokers away

By Jon Chesto
GLOBE STAFF

All 118 units

in the 14-story
tower, being
built on Fan
Pier in South
Boston, have
been sold.
Brokers in
Boston say they
have noidea
what kind of
prices the units
commanded.
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Developer Joseph Fallon is
moving ahead with plans for a
second condo tower, now that
he has buyers lined up for all
118 units in the 14-story water-
front palace he is building on
Fan Pier.
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But some in the local real es-
tate industry still wonder about
his approach with the first tow-
er, known as Twenty Two Liber-
ty. Fallon Co. often spurned
buyer’s brokers and kept most
of the sales in-house, some-
thing brokers say is unusual,
even with luxury properties

like this one.

“We can’t get in,” said Joe
Wolvek, an associate director of
sales at Gibson Sotheby’s Inter-
national Realty. “Nobody can
get in. ... Ireally can't think of
any other properties, offhand,
where that’s the case in Bos-
ton.”

The tower’s success — and
Fallon’s approach — is a state-
ment about Boston’s real estate

market, in which projects like
Millennium Tower continue to
redefine the upper limits of lux-
ury in the city.

It’s also a testament to the
developer’s vision for the site.

Fallon and his financial
backer, MassMutual, made a
big bet on the future of Fan Pier
a decade ago by buying 21 un-
developed acres, largely con-
sisting of windswept parking

lots. Construction started slow-
ly at first, with the Institute of
Contemporary Art opening in
2006 and a solitary office tower
going up in 2010. But now, the
pier is a beehive of activity,
with scientists hustling into
Vertex Pharmaceuticals’ new
headquarters, diners visiting
trendy restaurants such as Bab-
bo and Empire, and construe-
tion workers climbing girders
as they put the pieces of Twenty
Two Liberty together.
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This condo tower will be
smaller than the glass-walled
office towers next door, and
more exclusive.

Mystery shrouds its market-
ing: Brokerage firms in Boston
say they have no idea what
kind of prices Fallon com-
manded for these units, which
range from a 500-square-foot
studio to a 3,500-square-foot,
three-bedroom penthouse. The
buvers’ identities also remain a
mystery, although the prices
and buvers eventually will be a
matter of public record, once
the transactions close.

It’s hard to find comparable
properties, given the lack of
new waterfront inventory.

CL Properties, a luxury bro-
kerage in Boston, says a rough-
ly 2,500-square-foot condo at
nearby Rowes Whart is on the
market for nearly $4 million,
for example, and a 1,600-
square-foot condo there is sell-
ing for nearly $2 million.

A number of buyers at
Twenty Two Liberty agreed to
buy two units and combine
them. The condo mergers will
bring the total units there to
around 110 by the time the
building opens in the fall,
Fallon said. Marketing and
construction began in the fall
of 2013. All of the condos have
substantial deposits from buy-
ers attached to the units, he
said.
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Executives at Fallon Co. can
tick off the amenities: the un-
derground parking garage, the
easy marina access, the 2,000-
square-foot fitness center, the
city park that will spring up
right outside.

But the biggest factor, they
said, is the unparalleled views.
Most of the units offer water-
front vistas, and some will
show off Boston's skyline and
the harbor in a 270-degree vis-
ta. Each unit will have floor-to-
ceiling windows and a terrace,
Fallon said, and some balconies
will be 50 feet long.

The windows in the Fallon
Co.'s office at the first Fan Pier
tower offer buyers a good sense
of the kind of scenery they

would be seeing every day.

“When people come in and
see how stunning this location
is, it takes their breath away,”
Fallon said. “People walkin. ..
and just stare out at the view."

Fallon said he handled sales
internally to ensure prospec-
tive buyers had what he called
“the best possible customer ex-
perience,” including a high de-
gree of customization. Fallon
said his waiting list of interest-
ed buyers exceeded the number
of available units by several
hundred. He said some buyers
brought in their own brokers,
but the majority of sales at
Twenty Two Liberty were han-
dled in-house.
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Fallon said he plans to start
work on Fifty Liberty, a similar-
ly sized condo building next
door, in September on the site
where Louis Boston's store is
located now — and to use a
similar marketing approach.
Louis Boston, doing business in
a temporary modular structure
since 2010, is expected to close
this summer.

Vivien Li, president of the

Boston Harbor Association,
said she is not surprised that
Fallon’s condos at Twenty Two
Liberty have sold out. After all,
she said, the citv has not seen
any new waterfront condos
since the InterContinental
opened on Fort Point Channel
roughly eight years ago.

“He was smart,” Li said of
Fallon. “They marketed it
themselves. It's almost like a
feeding frenzy among those
who are interested, [wonder-
ing], Howcan I getin?...1
can't tell vou the number of
real estate brokers who said,
Can you get me in? I have peo-
ple dying to buy.” *

In comparison, brokers said
they have been invited to bring
buyers to Millennium Partners’
luxury condo tower in Down-
town Crossing — and to receive
some colnmission revenue in
the process.

“They want vou to bring
your buyer there,” said Dave
Stenberg, manager of Boston
operations for Hammond Resi-
dential. The same, he said, has
been true for other relatively
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new luxury towers in Boston,
such as the Clarendon and 45
Provinece.

For these high-end projects
without habitable units to
show off in a tour, “the broker-
age community understands
that the people on site are in
the best position to present the
product [with] models, floor
plans, finishes,” Stenberg said.
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Wolvek, the Gibson Sothe-
by's agent, said that although
he doesn’t know the prices
Fallon received for the Twenty
Two Liberty condos, he believes
the developer left money on the
table by not working more
closely with local brokers.

“They could have com-
manded higher prices on the
units if they had put it out there
in the public sphere,” Wolvek
said. “You're going to have
more exposure and more com-
petition for the property ... if
you cooperate with buyer’s bro-
kers”

o >
FALLON CO. ARTIST'S RENDERING

Each condo unit at Twenty Two Liberty will have floor-to-ceiling windows and a terrace.




