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What's your latest residential project and
what makes it unique in the competitive
Miami real estate market?

Sinee we built: Bristol Tower and Santa
Maria in the 1990s, CMC Group has been
raising the bar for luxury real estate devel-
opment in Miami. We arc synonymous with
patient development, the highest quality
design and constraction, and the closest at-
tention to detail possible. Today, we are per-
feeting this formula with Brickell Flativon,
a condominium that personifics the new
urban Miami. | like to think a real estate
development is a reflection of a moment in

ime, That has been the case with all of our [
Lime, That has been the case with all of ous Buyer

preferences
are shifling
today—Ilurury
isnl necessar-
ily synony-
mous with the
waterfront. 22

projeets, and I helieve Brickell Flativon is a
reflection of Miami’s coming ol age as i cos-
mopolitan city with a thriving downtown at
its heart, With its distinet flativon shape and
prominent position in the heart of down-
town Miamis Brickell Financial Distriet, the
G=story Brickell Flatiron tower will be one
of the tallest residential buildings in the ULS.

upon its completion in 2019,



HAUTE LIVING

What trends have you notieed within the
luxury-condo developments  within  the
cily?

We have always targeted the higher end of
the market at CNC Group, and we find thal
our projects typically attenet a more discern-
ing buyer who is willing to pay a premium
for higher-quality materials, attention Lo
detail and unigque amenities. \We've seen this
al Santa Maria, Bristol "Tower, Porto Vila,
Grovenor House and now at Brickell

Flatiron,

What do you lind that Miami buyers value
most when looking for a luxury condo?

s Miami heecomes inereasingly arban and
cosmopolitan, buyer prelerences e shifl-
ing today—luxury isn't necessarily synony-
mous with the waterfront, There is a large
segment of buyers who yvalue convenienee,
aceess Lo retail and vestaurants, walkability,
proximily Lo Lransil, ele. This is the new Ni-
ami.

Where do most of your buyers come from?
Buyvers have primary hailed from the United
States—mostly domestic buyers from Mi-
ami and the Norvtheast—as well as European
and Latin=-American counlries sueh as Ven-
czuela, Mexico, Avgenting and Colombia.
Welve also seen buyers hail from Taly, Bra-
zil, China, Dominican Republie, Spain and

the Netherlands.

What makes the Miami real estate market
unique?

Miami has teaditionally been a magnet
for Latin=American (light capital, but ils

reputation as a sale haven for investment

is spreading in loekstep with its inercasing
accessibility, lifestyle and multicultural ap-
peal. Egually important is the fact that Mi-
ami is still asignificant bargain by compari-
son with other gateway eities like New York,
London, even Sao Paolo, Go o New York
and Toxury produet is trading for 82,500
per square foot, but there’s o heavier cash re-

quirement, which proteets the markel.

What trends do you foresee in condo de-
velopments within the eity in the coming
years?

1 think we'll see a trend towads larger over-
sized units that are more condueive to buy-
ers with families who are looking for full-
time or part=time living in Miami, These
Kinds of tmits are also more likely to appeal
to end-user residents Dvs, renters’ who are
alteacted o buildings in neighborhoods
wilh good walkability and clements that
add to their quality of Tife, sueh as access Lo

parks, schools, restamants, shopping, ele,

Favorite Miami neighborhood,

Downtown/Brickell, ol course! Miami is, for
the first time, aglobal eity, and that evolu-
tion has come on the heels of the develop-
ment ol aovertical wrban core in and around
Brickell Avenue and Greater Downtown Mi-
ami. The wrban appeal—the amenities, the
entertainment options, the walkability, the
aceess, Lhe diverse international business
communily—that will continue to drive the

Mismi markel in the foreseeable Tuture,
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