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Few parts of the United States have 

improved more dramatically over a gen-

eration than the New Jersey Gold Coast. 

This area along the Hudson River, 

which includes Jersey City, Hoboken, 

Edgewater, Fort Lee and other commu-

nities, used to be considered a down-

market alternative to New York. Its de-

mographic was mainly working-class 

families, and young professionals who 

couldn’t afford Manhattan prices. 

However, in the past 20 years the 

Gold Coast has blossomed. Various im-

provements in public transportation 

have made it one of the most connected 

areas in the U.S.—a region where you 

can “get anywhere from anywhere” in a 

few minutes. Luxury condo and rental 

options abound. Amenities match or 

excel those of any other urban area. The 

shopping, dining and cultural scenes are 

all grown up—and the Gold Coast is 

attracting commercial investors as well 

as residents. 

 

MULTIGENERATIONAL APPEAL 

Until recently regarded as more of 

a young people’s market (aside from 

older families that have lived there for 

generations), the Gold Coast now ap-

peals to all ages. It still attracts young 

singles, couples and families, but now 

families with school-age children, and 

empty-nesters, are also looking at it as a 

destination that combines a relaxed, spa-

cious and gracious lifestyle with easy 

access to Manhattan. 

“The Gold Coast is a pretty broad 

market,” says Gabe Pasquale, senior 

vice president of sales and marketing at 

Landsea Homes, a development compa-

ny based in Irvine, Calif. 

“It runs from south of the George 

Washington Bridge to Jersey City, and 

it attracts a sophisticated, diverse clien-

tele because of its proximity to Manhat-

tan, along with the vibrant lifestyle and 

amenities that the area now offers. New 

construction opportunities, such as 

Avora, are very limited, which is help-

ing to drive sales velocity here.” 

Mr. Pasquale focuses on “the bull-

seye” of the Gold Coast: the town of 

Weehawken, where, he says, his Avora 

condo development is “the best com-

mutable location” on the Gold Coast. 

“Here, you pay substantially less 

than what you’d pay in Manhattan—and 

you have more square footage, more 

amenities, and a parking space,” he 

adds. 

Craig Klingensmith, the division 

president of Lennar Northeast, a home-

builder with its headquarters in Miami, 

agrees that the Gold Coast is now at-

tracting a sophisticated, diverse demo-

graphic, not just millennials. 

“Over the past four or five years, 

we’ve seen a boom in the creation of 

rentals, condos and retail here,” he says. 

“We’re becoming better known to peo-

ple from all the boroughs of New York 

because of the value we offer, and the 

great public transportation.” 

 

COMMERCIAL OPPORTUNITIES 

Moreover, says Mr. Klingensmith, 

the Gold Coast still offers plenty of op-

portunities for investors in commercial 

real estate, as well as for residents. 

Increased population density has 

led to more demand for retail, and de-

velopers are looking harder at the Gold 

Coast as an office and hotel destination. 

“More people are hearing about the 

Gold Coast, and are looking for oppor-

tunities,” he confirms. 

Katherine Strauss Burger, a tech-

nology industry professional living in 

Hoboken, has seen the Gold Coast ma-

ture over the past 33 years. She says that 

her husband, a proud New Yorker, often 

declared, “I’m never gonna live in Jer-

sey,” but the relatively low prices in-

duced the couple to move to Edison in 

1984, then to a high-rise apartment 

building in Hoboken in 1996. The evo-

lution of the Gold Coast has been dra-

matic—in a good way, she says. 

“Hoboken made the transition from 

being a hardscrabble working-class 

community to a young city,” she says. 

“I love the convenience. I’m three 

blocks from the PATH train, and three 

blocks from the ferry. I can easily take 

the ferry if I have a meeting in down-

town Manhattan.” 

 

URBAN VARIETY 

Other communities along the Gold 

Coast are becoming equally attractive, 

Ms. Burger adds. Jersey City ismuch 

bigger than Hoboken: a real city, with 

considerable variety. 

“Jersey City used to be the low-

priced alternative to Hoboken, but I’m-

not so sure about that now. Bayonne is 

quieter, more residential, but that might 

be changing too, now that the Light Rail 

has opened it up and developers are 

looking harder at it. We’re also seeing 

new construction in Weehawken and 

West New York. Union City and Gut-

tenberg are lived-in residential areas,” 

she says. 

“The Gold Coast isn’t cheap, but 

it’s cheaper than the City—and you’re 

paying for the convenience and location. 

I enjoy seeing all different ages and 

types when I’m on the PATH, and tome, 

that’s America.” 
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Mixed-use projects are luring com-

mercial tenants and investors to the 

New Jersey Gold Coast. Retailers, res-

taurateurs, and large and small users of 

office space are looking at Jersey City, 

Hoboken, Newark, Newport and other 

communities as cost-effective alterna-

tives to NewYork. 

Richard Wernick, executive leasing 

director atThe Ellipse, the 41-story 

LeFrak development in Newport, notes 

that the Jersey City/Newport area con-

tains bountiful residential options, at 

rents well below Manhattan’s. He calls 

Newport “a self-contained community,” 

where LeFrak has developed 15 resi-

dential buildings in the past 30 years. 

The Newport Mall offers retail at all 

price points; hotels and fine dining are 

also part of the mix. “Newport has its 

own PATH stop, plus access toNJ 

Transit buses and the ferry. You’re 

roughly 20minutes from Midtown Man-

hattan. 

Newport has Newport Green, its 

own private park, a short walk from the 

Ellipse; you’re close to Manhattan’s 

cultural offerings. We’re seeing a mix-

ture of young professionals and families 

moving in,” he says. 

Glenn Beyer, senior managing direc-

tor of RKF, a real-estate services firm 

that specializes in retail leasing, notes 

that the increased urbanization of the 

Gold Coast means there are more mixed

-use developments. This has resulted in 

him doing more leasing in urban set-

tings, in a market that was formerly 

driven by strip centers in highway loca-

tions. 

“We’re still in suburbia, where the 

roads are conducive to retail,” he says, 

“but they’re not making anymore land, 

and the key to growth is density. 

You’re seeing more residential pro-

jects going vertical on the Gold Coast, 

and retailers should take notice.” 

Mr. Beyer urges residential develop-

ers to figure the retail component into 

the mix in the early stages of a project, 

and build for the type of retailer that 

will do best in that building. 

“The successful model for retail in a 

residential building,” he says, “is to put 

it on the ground floor, with a clear span, 

wide storefront, and high ceilings. The 

top retailers need a certain storefront 

dimension. 

“The majority of our leasing lately 

has been on the ground floor of residen-

tial buildings, but we’ve had some suc-

cess with upscale restaurants on the 

ground floor of office buildings. 

Retailers who have been successful 

in Manhattan and Brooklyn are seeing 

that they can have similar success in 

Jersey City and Hoboken, now that we 

have density and affluent average 

household incomes. Jersey City is a cul-

tural sweet spot for millennials, who 

can afford to live there or in Jersey City 

Heights. 

“Those tenants are used to certain 

goods and services, and retailers will 

reinvent themselves to serve that cus-

tomer, maybe with a smaller footprint,” 

he concludes. 

Art Johnson, senior vice president of 

Liberty Harbor North Urban Renewal, 

reports that 10 years ago, foreign inves-

tors in commercial real estate wouldn’t 

even look at the Gold Coast—but now 

it’s a popular destination for capital. 

“We have an eclectic group of peo-

ple living here: more nationalities and 

religious groups than you’ll find in-

many parts of the country. 

“Years ago, people didn’t want to 

give up the lifestyle of the city,” he 

says, “but now we have that lifestyle.” 
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With its vistas of the Manhattan 

skyline, the Hudson River and the 

Statue of Liberty, the New Jersey 

Gold Coast is a prime market for high-

rise residential development. 

Many tenants and buyers are will-

ing to pay a little extra for a view, es-

pecially since that “little extra” is still 

cheaper than Manhattan’s and Brook-

lyn’s tonier neighborhoods. Several 

rental and condo projects are inwork, 

just completed, or about to break 

ground on the Gold Coast, giving pro-

spective residents plenty to choose 

from. 

Richard Wernick speaks enthusias-

tically about the 41-story LeFrak de-

velopment in Newport, where he’s 

executive leasing director. He says it’s 

LeFrak’s most ambitious project yet, 

adding that the company is getting 

more andmore ambitious as to the 

size, scope and amenities of its pro-

jects. 

 

LOOKING OUT 

“Move-in started in late summer,” 

he reports, “and it’s more than 50% 

occupied, 70% leased. We have a 

rooftop pool, barbecue area, lounge, 

gym, fitness center—but it’s more 

about what you’re looking at from 

your apartment. 

Even as low as the fifth floor, you 

have to be close to the window to see 

land. 

We have 10 units per floor, four 

with extra-large terraces, twowith di-

rect Manhattan views. Studios start at 

$2,565 per month; three-bedrooms 

start at $6,000.” 

Gabe Pasquale, senior vice presi-

dent of sales and marketing at Landsea 

Homes, points to high amenities and 

low prices at his Avora condo project 

on the Weehawken waterfront. 

He points out that upscale residenc-

es in Manhattan “are selling 

from$1,800 to $2,000 per square 

foot,” while at a new West Side devel-

opment “you’ll pay $3,000 per square 

foot for a new condo, with rentals in 

the same area from $100 per square 

foot. 

“At Avora, we average $1,000 per 

square foot, with a price range from 

the $800,000s to $4 million for a pent-

house unit—plus your own parking 

space. 

We’re directly across the street 

from the NY Waterway Ferry Termi-

nal with service to Midtown and 

Downtown Manhattan, steps from the 

Light Rail with service to Hoboken 

and Jersey City, and several NJ Trans-

it bus lines at the front door. 

“It offers unprecedented views of 

Midtown Manhattan, and incredible 

amenities including an outdoor pool, 

grilling areas, sanctuary garden, grand 

salon lobby, screening room, refrigera-

tion section for grocery delivery, bicy-

cle and stroller storage, private dining 

room, board room, Internet lounge, 

gaming room and a fitness center.” 

Lennar also has two ongoing pro-

jects on the waterfront inWeehawken: 

The Avenue Collection, which is a 

series of boutique condominium build-

ings; and Henley on Hudson, a sepa-

rate luxury waterfront community. 

 

MANHATTAN SKYLINE 

Fisher Development Associates is 

building Vantage, a 45-story rental 

property featuring floor-to-ceiling 

glass, in Jersey City. Brian Fisher, 

president of Fisher Development, says 

Vantage offers views of the Statue of 

Liberty, Liberty Harbor Marina and 

Liberty State Park to the South, and 

the entire Manhattan skyline to the 

east. 

Amenities include a swimming 



pool, waterfall, lawn, full-size basket-

ball court, barbecue stations, dog runs, 

play areas, indoor gym/health club, 

lounge areas, and a rooftop observa-

tion deck. 

“The layouts are a little larger than 

typical,” he claims. “Our studios are 

mostly just under 600 square feet; one-

bedrooms are 780-790 square feet; 

two-bedrooms are 1,200-1,300 square 

feet, with glassed-in showers. In Van-

tage, you have a little more space at an 

economical cost, which drives a lot of 

people from Manhattan and Brooklyn, 

where the trend is to build smaller 

apartments for more money. 

“Jersey City has great bars and res-

taurants and it has become a mecca for 

dining, nightlife and the arts. As for 

accessibility toMidtown, Vantage is 

situated minutes from the Grove Street 

and Exchange Place PATH Stations, 

steps from New York Waterway ser-

vice into NewY ork and two blocks 

from the Marin Blvd. Light Rail Sta-

tion.” 

Henry L. Waller, division vice 

president at Toll Brothers Apartments, 

agrees that Jersey City today is all 

grown up, with an urban feel and fab-

ric. 

 

BUILDING COMMUNITIES 

“Its buyer profile is what Hoboken’s 

was 10 years ago,” Mr. Walker says. 

“My generation fell into Hoboken 

when we got out of college, because we 

couldn’t afford Manhattan. Many of us 

stayed, got married to other people who 

lived there. 

“The evolution of Hoboken has been 

south to north, the southern area being 

younger, with more amenities. Jersey 

City is on a similar track now, but it’s 

much more urban. You see many more 

high-rises, and a higher office popula-

tion that drives these amenities. 

Traditionally, these high-rise pro-

jects have zoning requirements that de-

mand ground-floor retail, which also 

helps build communities.” 

Another important demographic in 

Jersey City, says Mr. Waller, is young 

families not quite ready to move to a 

single-family house with a yard. 

“They still want more of an urban 

lifestyle,” he says. “Consequently, our 

percentage of three-bedroom units has 

gone up: close to 20% in some projects. 

Another important feature is versatile 

public spaces that can be used for par-

ties or for co-working areas. It’s isolat-

ing to work at home; sometimes you 

like to work around your neighbors.” 
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   A movement toward urban infill has 

been ongoing in many markets since 

the recovery from the Great Recession, 

and nowhere more obviously than the 

New Jersey Gold Coast. In many up-

scale, high-density markets, tension 

between condo and rental apartment 

development is still showing. 

   Conventional wisdom states that 

when the overall economy is booming, 

condos do better, because confident 

consumers are inclined to make a long-

term commitment. In an economic 

downturn, demand for condo units 

plummets, but rental properties are in 

demand, as individuals and families 

prefer not to buy until they feel more 

secure about their personal fortunes. 

Today, while demand for both condo 

and rental apartments is high on the 

Gold Coast, condo development is as 

strong as it has ever been since the ab-

rupt downturn of the late 2000s. 

 

JERSEY CITY CONDOS 

   “Whenwe started Gull’s Cove in 

2004 in Downtown Jersey City, we had 

two acres, zoned for 429 condo units,” 

recalls Art Johnson, senior vice presi-

dent of Liberty Harbor North Urban 

Renewal. “We decided to develop in 

two phases, because 429 units was 

more volume than we wanted to put on 

the market at one time. We started with 

322 units, in a 16-story building, right 



at the Bergen Light Rail train stop. 

When we started, it was in the middle 

of nowhere. Go there today, and you’ll 

find a thriving community with restau-

rants and shops. We completed the first 

building and sold out the homes, but 

the crash put a hold on the second 

phase. It wasn’t until three years ago 

that we decided we could build condos 

in Jersey City again. We’ve already pre

-sold 75% of the 107 homes in the sec-

ond phase at very good prices and will 

begin moving buyers in this fall. 

   “Most of the new buildings going up 

now are rentals, so we don’t have 

much competition. 

   Owners of rental properties are find-

ing that Jersey City is one of the few 

markets in the country where average 

rents per square foot have exceeded 

2006 levels.” 

 

MANY AMENITIES 

   “Prior to 2005-2006, we saw a lot of 

condo construction along the water-

front,” agrees Henry L. Waller, divi-

sion vice president at Toll Brothers 

Apartments. 

   “When the crisis hit, there was a lot 

of supply on the market, and it took 

many years for that supply to get ab-

sorbed. We didn’t see condo develop-

ment again till 2012-2013, although 

many developers continued to build 

rental properties, since people still 

wanted to live along the GoldCoast 

areas. The buildup of the area has been 

nice for us, since it provided a density 

that allowed so many amenities to 

come into this area. That has been a 

happy accident for developers who 

have dipped their toe in the water of 

condo since then. 

   “Toll Brothers is known for single-

family development. 

   We started building high-rise condos 

here and in Manhattan in 2004, and 

today that business ranges from5% to 

10% of our revenue in any given year. 

It’s not the central focus of our busi-

ness. Here in New Jersey, we currently 

have two properties that are selling: 

one is 1400 Hudson, in the Hudson Tea 

community in Hoboken, where units 

start at $799,995; the other is 10 Prov-

ost Street in Jersey City’s Arts District, 

which started selling in July and is 

now25% sold. That portion of Provost 

Street, between Morgan and Bay 

Streets, is going to be transformed into 

‘Provost Square.’ It’ll be a pedestrian 

friendly plaza with restored cobble-

stone paving, outdoor seating, land-

scaping, and a performing-arts thea-

ter.” 


