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hotel with a well-known name like Trump (above), without the burden ifarranging the rentals. 

arranged a few hundred condotel mortgages, even 
for small units without kitchens, mostly with small 
private banks. "When you're condotel shopping, 
ask the salesperson which lenders have already 
written mortgages for the property," he says. 

But don't ask how much money you'll make 
from the rental program. While the condotel you 
buy may generate some money, salespeople sell the 
units only as vacation homes. Developers are so 
skittish about discussing revenue - thus invoking 
stringent regulations from the Securities and 
Exchange Commission - that they've completely 
separated the sales and rental program functions. 

Ray Velazquez, director of sales for St. George 
Residences & Condo Hotel, works from an office 
near the future luxury project's site, in Coral Gables, 
Fla. But he refers all rental program questions to the 
Fort Lauderdale office of Rich Richardson, owner 
relations manager for Hilton Hotels, which will 

manage the 200-unit property. 
Mr. Richardson can give no specifics - the 

project won't even open until summer 2008 - and 
tells prospective buyers to check out the rate and 
occupancy levels of hotels in the area that'Jre open 
now. Hilton, like all condotel operators, has 
devised a system so that all rooms in the rental pro­
gram receive their fair share of paying customers. 
"Room allocation rotates like a carousel," Mr. 
Richardson says. 

Mr. \Vaun says he purchased the least expensive 
condote.l units available in his selected resorts, 
spending less than 5200,000 for his Michigan unit 
and about $250,000 last November for a one-bed­
room unit in the Mayfair Hotel & Spa in Coconut 
Grove, Fla. He says rental revenue from his 
Mayfair unit more than covered his mortgage pay­
ment and maintenance fees for December through 
March, but dropped off in April. 


