
Chester Higgins Jr./The New York Times
Barbara van Beuren

SQUARE FEET | THE 30-MINUTE INTERVIEW

Barbara van Beuren
By VIVIAN MARINO
Published: December 1, 2011

Ms. van Beuren, 55, is a managing partner of Anbau Enterprises, a
Manhattan developer that specializes in for-sale residential real
estate. The company’s projects have included 110 Central Park South
and 120 West 72nd Street.

Ms. van Beuren, a registered architect
who once ran her own firm, manages
the business with her husband,
Stephen Glascock, the company
founder.

Interview conducted and condensed
by VIVIAN MARINO

Q How is it having your husband as your business
partner?

A We really recognize and acknowledge each other’s
strengths and weaknesses.

If you can take the ego out of it, then you’re not going to
have a problem. It’s not so much a matter of deferring to —
because we’re both very opinionated — but it’s just knowing
where your strengths and weaknesses are and letting the
other person do what they do best.

Q What are your strengths?

A I do the design, marketing and sales. He does the acquisition and the finance,  and we both 
get involved in the construction.

Q You started as an architect, as did your husband. How has that helped you
as developers?

A You see the world differently. We understand space and buildings in a different way
than a lot of developers. It is understanding construction and design, and how to evaluate
a property. We’re not really investing in development — we’re interested in building.

Q Speaking of building, have you considered expanding into the hot rental
market?

A Our business model has really been to build and sell, though at this point we would



really like to diversify a little bit, and if we could find a rental property we’d be interested,
definitely.

We would love to do rentals. But you need a certain size building — at least 100,000
square feet — to really make it viable, and today we just really haven’t found the property
at the right price. Many of our buildings are really too small to justify as rentals.

Q Is business good?

A It’s good for certain segments of the residential market, and that segment would really
be high-end properties that are well located and well constructed. Those that have come
on the market recently — and there haven’t been a lot — have just flown out the window.
So we’re confident our project on 124 West 23rd Street will fit the criteria.

Q Tell me about that project.

A That one is 40 units; it’s a 16-story building. We plan to start sales at the end of
February, beginning of March, and have construction completed by June.

Q What will the price points be?

A I can’t really talk about that, because our offering plan hasn’t been declared effective.
It’s fair to say that it’s competitive with new construction product that’s coming to the
market.

Q What’s the status of your project at 39 West 23rd Street?

A Thirty-nine we bought recently from the bank — U.S. Bank — and it’s going to be a 23-
story glass tower. We really haven’t determined the unit mix — it’ll probably be two
apartments per floor with some full-floor penthouses at the top. It will be a very high-end
building.

Carlos Zapata is the architect, and it’s in a landmarked district. We are in the process of
completing the drawings, and we hope to begin construction on it in the next 9 to 12
months. Occupancy may be 20 months after that.

Q Do you have any other projects in the pipeline?

A We never stop looking, and we’re looking for opportunities to partner with institutions.
Obviously, down markets are a good time to be buying.

Q Would you characterize the New York market as down?

A It’s a down market in the sense there hasn’t been a lot of building. People are having a
hard time getting construction lending for projects. There is some product that is not
doing well, and it’s usually product that has not been well designed, at the lower end of
the market. The high, high end is doing very well. There’s a dearth of quality product.



I wouldn’t say I do the farm work — I hired a farm manager and livestock manager. We
sell in local farmers’ markets — we were in Union Square — and we’re going to sell online
locally.

Q Anbau Enterprises has also done repositioning work.

A At this point if I never did another renovation I would be perfectly fine. The problem
with renovations is you never really know what you have until you start tearing it apart.
It’s like trying to fit things in an envelope that were never meant to be.

Q I understand you also raise grass-fed cattle on a farm in Rhode Island.

A My parents bought it in the ’70s and they were going to develop it — it’s 240 acres — but
then the real estate market crashed. I kind of got into it because of my interest in land
conservation.


