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 “We’re taking master-planned communities 
out of the suburbs and we’re verticalizing 
them,” said Melendi, whose work on 1010 
Brickell will deliver such “insane amenities” 
as a bowling alley, rooftop lounge, and a host 
of children’s activities. “It’s really an urban 
playground 50 stories above Brickell.”
 All this talk of high rises aside, 13th Floor is 
a multi-dimensional developer. Beyond condos, 
the company has built or acquired such 
projects as multifamily development Sierra 
Grande in Naples, projects in downtown 
Dadeland, the Central Parc single-family 
community in Tamarac, the Highland Park 
medical office building in Miami and 3650 
Design Plaza in Miami’s Design District.
 Avra Jain worked closely with Karsenti on 
3650 Design Plaza. A former Wall Street trader 
and now a veteran of more than a dozen Miami 
real estate projects, she first met Karsenti in 
2012 when each had been offered a shot 
to buy a different Design District property. 
“Like so many other 13th Floor introductions, 
strangers soon became partners,” said Jain.
 In short order, Karsenti had negotiated and 
closed a deal and Melendi was pulling permits 
to transform an old school into a showroom.
 “As a group they have that experience 
to make those decisions and to make 
them quickly,” said Jain. “That’s where the 
opportunity lies.”
 13th Floor has assembled partners like a 
portfolio of properties, though Karsenti was 
quick to caution against picking partners who 
lack accountability or are driven by greed.  
 But as the development team has proven, 
a generational ethos of getting it done can 
lead to shared success.
 “Plus,” Karsenti added, “collaboration is 
just more fun.” � 
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SELLING

BY THE NUMBERS

The story of International Sales Group (ISG) is a tale of success, crisis, desperation, 
reinvention and ultimately perseverance to emerge as one of the region’s leading 

real estate sales teams. Philip Spiegelman and Craig Studnicky endured 
the Great recession and condominium meltdown by playing to their 

strengths and convincing others to stay the course.

By Jeff Zbar | Photography by Stephen BoxallPhilip Spiegelman and Craig Studnicky



t was a Monday morning in the 
summer of 2009, Philip Spiegelman 
and Craig Studnicky had arrived 
at International Sales Group’s (ISG) 
Aventura–office to find the forlorn 
faces of its demoralized sales force.
 At least, what remained of it. The 
year before, the team numbered 
450. It was part of a real estate 
sales and marketing juggernaut 

that sold thousands of condominium units 
across South Florida.
 But on that morning, it was down to 20 
representatives.
 The Great Recession had hit. Condo sales 
stopped cold. Rumors circulated that 30,000, 
maybe 40,000, units flooded the market. Forty–
thousand units meant 10 years of inventory to 
sell. Who could survive that?
 Besides, buyers vanished.
 Amid that backdrop, the executives faced 
their team.
 “There was no life in their eyes. We looked 
at each other and thought, ‘This is like 
running a funeral home,” said Studnicky. “We 
needed to give them a mission, a reason to 
get back out there and try. We needed a 
survival strategy.”
 Then someone raised the question: Were 
there really 40,000 condos on the market? 
Journalists reported it. Developers and sales 
teams repeated it. But what was the real 
number?
 Maybe if someone had hard numbers, the 
market, and especially the team at ISG could 
use them, if not as validation of the market’s 
situation, then as motivation to sell.
 The two men decided to find out.
 They had their people start calling real 
estate market research firms, area developers, 
anyone who had a true clue about how many 
units were out there.
 What they learned was shocking. In 
September 2009 there were fewer than 
15,000 units, or just a few years’ inventory.
 The team was energized, and now Spiegelman 
and Studnicky were on a mission. They had 
their findings, wrote a few articles, and packaged 
the articles into a newsletter. The issue was 
titled Perception vs. Reality.
 ISG shipped the report to brokers in the 
Northeast and Europe. They translated it into 
Spanish and sent it to Latin America. Brokers 
here and abroad had “the information they 
needed to go back to customers and say, ‘Now. 
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Here’s the urgency. Here’s the reason to get 
back in,” recalled Studnicky.
 By 2012 all of the 15,000 units were sold. 
The market returned and new development 
had arrived. 
 “Research was a survival technique,” said 
Spiegelman, who like his partner, started his
real estate career decades ago in the 
Northeast, but had no background in 
research. “We’re song–and–dance men, 
marketing–and–sales boys. But we had 
to cut through the rumors and myths that 
were so rampant.”
 Five years later, the ISG Miami Market 
Report is the go-to document many 
journalists, developers and sales reps in 
the US and internationally go to for guidance 
about the South Florida marketplace. A run 
of 5,000 copies of the 80-page report is 
published twice a year. It’s translated into 
Spanish, Portuguese, and Mandarin, and 
shipped globally. It’s also available in PDF 
format and on the ISSUU digital platform.
 It’s not just a reflection of the Miami marketplace. 
It symbolizes ISG’s renewed energy.
 Today, this energy is palpable in the 
ground-floor model unit at Echo, the Carlos 
Ott-designed luxury waterfront condominium 
in Aventura which ISG is the exclusive broker. 
It’s not so much the flow of buyers being led 
by sales reps through the Yabu Pushelberg-
designed and Artefacto-furnished interiors.
 Spiegelman, Studnicky and the firm they 
founded in 1994 has been responsible for 
some $8 billion in luxury condo sales. Maybe 
their story so closely mirrors the rise, collapse, 
and renewal of the condo market because 
they were so integrally involved with it.

Philip Spiegelman

Status Total Buildings Total Units Total Sold % Sold Total Unsold

Delivered 7 974 949 97% 25

Under Construction 44 8,537 7,104 83% 1,433

Pre-Construction 34 6,164 1,702 28% 4,462

Totals 85 15,675 9,755 62% 5,920

TOTAL NEW CONSTRUCTION CONDO UNITS SOLD AND AVAILABLE FOR SALE EAST OF 95 

Sources:  Integrated Realty Information System (IRIS); Dade County Property Appraiser; Multiple Listing Service (MLS); Florida Division of Corporations; Google Map and Streets; Internet; project 
specific Developer owned websites; on-site sales staff (if available) and field visits to each building or site.
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was no easy task,” said Allen. Broward is a 
stretch for many Latin Americans. Most don’t 
even know Palm Beach County exists.
 “They helped the Latin buyer understand 
it’s 45 minutes from Miami,” he said. “That 
market is a tough market. Craig doesn’t 
sit behind a desk and dictate. He gets his 
hands dirty.”
 Helping buyers understand the market and 
making those connections remains ISG’s 
focus. Whether the executives are working to 
network or distributing the report to brokers 
and agents, they’re helping to sell Miami.
 “If you’re thinking about buying a second 
home, and you read the report, we get you to 
the edge,” said Spiegelman. “We’re ultimately 
salesmen. We’re creating a story. All you have 
to do is follow the story. When you do that, 
Miami starts becoming the most exciting city 
in the world. We sell Miami better than 
anybody.” �

use all of this information to help to paint a 
picture of Miami as a secure and stable 
investment opportunity.
 As popular as the report is, Spiegelman 
and Studnicky have no plans to commercialize 
it. They’ve been approached about doing 
private-label editons or selling advertisements 
within its pages; the closest they’ve come is 
creating a branded version for a partner, the 
Related Group.
 From sales of distressed assets during the 
recession to developing markets in Broward 
and Palm Beach counties, Related’s relationship 
with ISG runs deeper than the market report, 
said Matthew Allen, executive vice president 
and COO with the Related Group.
 “ISG has helped rebrand South Florida. 
They’ve lured foreign investors to Related’s 
Casa Costa development in Boynton Beach. 
As of publication, all but seven of the 330 
units had sold at the oceanfront property. It

Selling South Florida
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 ISG was a juggernaut. With South Florida’s 
condominium boom in the lead-up to the 
recession, the projects ISG represented were 
synonymous with South Florida’s hot condo 
market. From Marina Blue in Miami to Fisher 
Island; Peninsula in Aventura to Mizner 
Grande in Boca Raton, developers called on 
ISG to sell their projects to buyers eager to 
purchase and indulge on the market’s excess.
 Property Markets Group (PMG) was one of 
those developers. In 2006, during the run-up, 
the developer hired ISG to sell its MEI project 
in Miami Beach. ISG was able to fetch $1,000 
per square foot, a figure unheard of at the 
time in Miami Beach.
 When the market crashed, only 15 percent 
of buyers showed up for the closing. The rest 
fled and left behind their 10 percent deposits. 
Again, PMG hired ISG to sell the inventory—
and sell they did.
 “They sold 135 condos twice,” said Ryan 
Shear, principal with PMG, which is developing
Echo Aventura, Echo Brickell and SAGE 
Beach Hollywood, the boutique property ISG 
is also selling.
 For PMG, ISG also is a deal-finder. Just 
three years ago, the five acres on which Echo 
is rising was home to Australian pines along 
Aventura’s famed Thunder Alley powerboat 
hub. This was the last developable waterfront 
parcel in Aventura. The story goes that an 
elderly woman owned it for 20 years or more. 
When she finally decided to sell, she gave it 
to a broker. The broker called Studnicky, who 
called Shear.
 PMG bought the parcel for $27 million. The 
190 units under construction are starting at 
$1.2 million and rising to $4 million.
 “They’re beyond loyal,” said Shear, for 
whom ISG has sold $800 million in real estate 
in the last 18 months. “We have $1.1 billion to 
sell in South Florida. If we build it, they sell it.”
 ISG today is back to selling to buyers 
throughout the US and Latin America. The 
company has offices in Caracas, Bogota, 
Sao Paulo, Rio, and Buenos Aires. They’re 
reopening an office in Panama and looking 
at Mexico.
 With the ISG Miami Market Report going 
into its sixth year, a team of researchers, writers, 
editors, and designers always are on the hunt 
for market news and trends. They’ll turn to 
Miami technology entrepreneur Manny 
Medina’s organization for news about the 
growing innovation and tech space. They’ll 
call officials with Miami International Airport 
for stats on international travel, and PortMiami 
for data on global trade or Panamax shipping. 
They’ll talk with developers for trends on condo 
inventory, pricing, and new product. They will
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BROWARD’S BESTBROWARD’S BEST

Photography by Stephen Boxall

Broward County is celebrating its 100th anniversary and things have never 
looked better. It has transformed itself from a beach town to a world-class 
destination with a strong arts and culture scene, lively convention center, 
active port, and expanding international airport.  
 
Its schools are improving at a rapid pace—21 of its high schools received 
a letter grade of A from the state. Community leaders continue to make 
education is a top priority.
 
With an expected population growth from 1.9 million in 2015 to 2.1 million in 2025, 
it is clear Broward is no longer overshadowed by its big sister, Miami-Dade. 
 
Showcased here are some of the individuals who are assisting Broward to 
be its best.


