
REBNY DEAL OF THE YEAR
Staying power leads veteran Pulitzer to lifetime prize

Corinne Pulitzer, winner of the Henry Forster 
Award for Lifetime Achievement.

By Holly Dutton
Veteran Douglas Elliman broker Corinne 

Pulitzer capped off nearly three decades in 
residential real estate being honored with the 
Real Estate Board of New York’s (REBNY) 
Henry Forster Award at the agency’s annual 
residential deal of the year awards Oct. 28.

“I think it’s really a highlight of the 
coming together of my career,” Pulitzer told 
Broker’s Weekly. 

“I’ve always been a person wanting to 
give back and share. I’ve been in real estate 
for over 28 years and attended many of these 
awards and just marveled at these people 
who made time to give back. It’s just so 
heartwarming to be appreciated and to know 
you’re on the right track.”

It was an uneven year for Pulitzer busi-
ness-wise, with rising prices keeping many 
first-time buyers at bay. 

“I’ve had a lot of repeat business which 
is great, especially in times of uncertainty, 
when people trust and come back to you,” 
she said. 

But inevitable ups and downs in the mar-
ket aren’t something that scare Pulitzer. 

In 1987, the Long Island native was a 
rookie agent in New York City, the same 
year that the nation experienced “Black 
Monday,” when stock markets around the 
world crashed simultaneously in one day. 

“I didn’t know any better and it was my 
first time in a downturn,” she recalled. “I 
went into serious selling situations – people 
who had to sell or had to buy, or people who 
had cash – all of the above applies in any 
down market.” 

She ended up doing “a lot of hand-hold-

ing” for nervous buyers, and especially sell-
ers, many of whom had just bought proper-
ties recently and were selling them at a loss. 

“The best thing about a more seasoned 
broker in all of these environments is that 
you have the experience and you can address 
a lot of the concerns,” she said.

Pulitzer gained that experience after a 
background in teaching high school English. 
She went to college at New York University, 
where she majored in English, and taught 
at Washington Iriving High School after 
graduating. She left teaching not long after 
and joined a program that gave high school 
kids internships in the private sector. 

“I really got a taste of it and thought, hey, 
maybe I’d like this, too,” she said. She went 
into business with her boyfriend at the time 
in fashion, and was soon running a division 
of the company. After a divorce, looking to 
switch gears, a friend suggested her business 
background would be great for helping run 
a residential brokerage she was looking to 
start. 

“I hit the ground running,” she said of 
helping start the company. “At first it was 
exciting, then it became a serious revenue 
stream.”

She cut her teeth in the co-op world, at 
a time when many buildings were being 
converted to co-ops, and developed a deep 
understanding of the co-op process and 
co-op boards. Then she met Dottie Herman, 
who offered her a position with Douglas 
Elliman. 

“We really hit it off, I liked her vision, I 
knew Douglas Elliman would be a growing 
company, and she had such wonderful and 

inspiring ideas,” said 
Pulitzer. She started 
as the head of the 
professional develop-
ment division, then 
became a manager, 
but then went back 
to brokering deals, a 
part of the business 
that she missed. 

As a broker for 
the last five years, 
she looks to continue 
doing what she’s 
always done, and 
believes “knowledge 
is power.”

“The more we up-
grade the image of real estate brokerage and 
get more information, the better the business 
is,” she said. “When I first came in, the repu-

tation was nothing like it 
is today. REBNY had so 
much to do with that.”

Pulitzer takes part in 
chairing membership 
committees and teach-
ing continuing education 
classes with REBNY, and 
helping develop curricu-
lum for New York State 
continuing education 
courses. 

“I’d like to see new 
people in the business 
stick to the career and 
give it longevity,” she 
said. “So many are inter-
ested in making money 

and, when it doesn’t happen as quickly, we 
lose some. The staying power is what it’s all 
about.”
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