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ELLIE JOHNSON 
‘Because nice does matter’

ఫ⓪᧚ᅲʁ߸ᮟҝ׮ₚ₎ⅶ⡢૾⥏

Ellie Johnson, president of Berkshire Hathaway 
HomeServices New York Properties.

A powerhouse in New York’s real estate indus-
try, a woman renowned for both her busi-
ness acumen and her charm, is building the 

New York real estate arm of one of the world’s most 
in!uential companies.

 Ellie Johnson is a name familiar to anyone involved 
in Manhattan’s luxury real estate industry. For almost 
11 years she ran a prestigious real estate o"ce on the 
Upper East Side in Manhattan. During her tenure, she 
grew the o"ce’s successful sales team from 70 to 140 
agents. Known for its abundance of highly polished 
women and men, her o"ce ranked #rst in sales reve-
nue for the company year after year. 

She has now been entrusted with building a full-ser-
vice real estate #rm on behalf of Berkshire Hathaway 
HomeServices, a company owned by business mag-
nate Warren Bu$ett, the second-wealthiest individual 
in the United States.

 
ELLIE’S JOURNEY EAST
Ellie’s childhood was in El Salvador, and her teen years 
and young adult years were spent in the United States 
on the West Coast. Her real estate career started in 
the San Francisco Bay Area, where she sold 14 homes 
in her #rst year. “I attribute the success to the manner 
in which I treated my clients; they always came #rst, 
the commissions followed,” she says, smiling warmly.

 In 2000, family brought her to New York from the 
West Coast. Although she found the Manhattan real 
estate landscape very di$erent, feeling it lacked stan-
dards for service and transparency to the consumer, 
she remembers going home and telling her husband, 
“You can fund me so I can start my own company, or 
I can become ladies who lunch.” He replied quickly, 
“Where do I sign?” Ellie recalls, laughing.
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 The company she established in 2002 was Execu-
tive Brokers.

 Ellie feels extremely blessed and fortunate that 
her experiences over the past 17 years in Manhattan’s 
competitive real estate industry have enabled her to 
achieve great success in her career.

 Her transition to Berkshire Hathaway HomeSer-
vices is another milestone on her résumé. She attri-
butes this to the high standards she sets for herself, 
her employees, and her sales executives.  

“The stars were aligned; it was a mutual meeting,” 
Ellie says of her new role. “I guess I have to say that I 
was at the right place at the right time, with the right 
people. And it was one of those things where I still 
pinch myself, and think ‘how did this happen?’”

She says Berkshire Hathaway HomeServices is al-
lowing her to build their company and their business 
in New York the same way that she built up her com-
pany. “That was very appealing to me,” she says. “They 
are very trusting of my judgment and decision-mak-
ing, guided by my CEO, Candace Adams.”

 
MANHATTAN LUXURY REAL ESTATE
Ellie has aligned Berkshire Hathaway HomeServices 
New York Properties to serve and provide services to 
all of her clients, be it at the highest end of the luxury 
market, or for someone buying their first home or a 
commercial property. It is also important to her that 
Berkshire Hathaway HomeServices’ clients get an 
immediate response and experience the highest level 
of service—the same level of service that allowed her 
to sell 14 homes at the beginning of her career. “This 
feeling can only be accomplished by ensuring that the 
client’s needs are the agent’s most important asset,” 
Ellie says.

 A Berkshire Hathaway HomeServices New York 
Properties partnership with the Doyle auction house 
puts her office on an exclusive pedestal with other 
players in New York’s luxury market.

 Ellie says that when you are working in certain lev-
els of the real estate industry, especially in the luxury 
markets, it’s synonymous to have the auction and art 
world components to the business. “And it’s reciprocal; 
by working together we can provide ‘white-glove’ ser-
vices to our clients, from a home’s contents to the sale 
of their home.”
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WORK–LIFE BALANCE  
Ellie compares the lifestyle of a broker with that of 
the gazelle that gets up every morning and starts run-
ning and doesn’t stop until the sun goes down. “We’re 
dealing with the global market, where di$erent time 
zones have created a 24/7 environment, similar to the 
hotel industry. For example, a client looking online at 
a potential investment, personal residence, or a studio 
apartment for his or her outbound college student is 
going to hit Send at four in the morning (ET) and ex-
pect an immediate response.”

 Understanding the pressures agents face, Ellie is 
a big believer in mindfulness in the workplace. She 
allows her agents to take time o$ when they need it, 
and she makes an appointment with herself every day 
to maintain her work–life balance. For Ellie, spending 
time with her family and maintaining mindfulness are 
always the top priorities.

 Dressed immaculately in an azure blue dress, 
Ellie is a picture of warmth and surprisingly down- 
to-earth. 

“I have had incredible mentors along the way—
people who were so willing to share their knowledge 
and skills—and I carry that through my career. I try to 
extend that to my employees and my sales team mem-
bers. They say that if you plant seeds you get !owers, 
and I try to weed my garden every day so that the 
weeds won’t grow,” she says, laughing.

 Her o"ce is home to a few special keepsakes given 
to her by some of her sales executives throughout her 
career, including an interesting sign that reads “Be-
cause Nice Matters.” It was originally given to her by 
one of her agents for her beach house. The sign had 
such an incredible impact that she has kept it in her 
o"ce ever since.

 “Because nice does matter. As the saying goes, say 
what you mean but don’t say it meanly, right?” she 
says, laughing.

 Ellie believes that having the right people is incred-
ibly important, and Berkshire Hathaway HomeSer-
vices’ executive team follows the same philosophy. 
Ellie was drawn to the fact that all the executives in 
the company’s residential arena started out in sales, 
allowing them to understand how the agents feel on 
the other side of the desk and to empathize with the 
pressures that agents face.
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 “Our chairman of the board for HomeServices of 
America, Ron Peltier—every time you walk out of a 
room where he’s present, you just want to hug him 
like a teddy bear,” she says. “These are very powerful, 
successful people, and yet they’re so approachable and 
willing to share their skills, their knowledge, their re-
sources in a way that you just want to do more.”

 Ellie has specifically chosen staff members who 
have “that integrity and that moral compass that 
aligns them to really respond to your needs.”

 Since the soft launch of Berkshire Hathaway 
HomeServices New York Properties in January, Ellie’s 
o"ce has received a great response from the broker-
age community, the general public, and the #nancial 
world. She attributes the success of this launch to 
Katharine Riggle, marketing director for New York 
Properties.

 “There’s such an incredible passion for Berkshire 
Hathaway HomeServices that people want it to suc-
ceed; there’s that energy that is underneath. It’s like a 
current underneath all of it,” Ellie says.

 In the financial world, Berkshire Hathaway is 

known for its core principles of integrity and respon-
sibility, and for its adherence to value investing. The 
company also provides shareholders with lucrative 
returns on investment.

 “I believe that the core values and foundation in 
which Warren Bu$ett created his companies, and his 
dedication and genuine interest in people and in hu-
manity as a whole, transfers through everything that 
is touched by that brand,” Ellie says.

 Though Berkshire Hathaway HomeServices of 
America is a relative newcomer to the United States real 
estate industry ( HomeServices of America was founded 
in 1998), it is the second-largest real estate company in 
the nation, with 42,000 agents across the country.

 Berkshire Hathaway HomeServices New York 
Properties is part of a global expansion e$ort that will 
see the company establish a presence in many markets 
in coming years.

Berkshire Hathaway HomeServices New York Proper-
ties is located in the heart of Manhattan on Madison 
Avenue and 57th Street.

Berkshire Hathaway HomeServices New York Properties on Madison Avenue and 57th Street.


