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A London executive-search firm is joining forces with a vet-
eran investment manager in order to expand its U.S. recruiting 
arm.

Mark Antoncic has joined Sousou Partners as president, 
managing partner and head of the Americas. He is also negoti-
ating to buy an unspecified interest in the company, led by chief 
executive and co-founder Ghada Sousou.

The addition of Antoncic “will allow us to significantly ex-
pand our U.S. platform,” Sousou said. “In addition to our tra-
ditional search and consulting business, we can now offer ac-
curate and robust advice at the investment and property level.”

Antoncic began his career at Eastdil Secured — then Eastdil 
Realty — in New York and was a partner when he left in 1999. 
He then founded New York-based TriLyn Investment, which of-
fers investment-management and advisory servicers. TriLyn 
teamed up with Bahrain-backed Investcorp on several funds. 
More recently, it has advised wealthy individuals. TriLyn will 
continue to operate, working in conjunction with Sousou.

Antoncic said his broad experience will enable Sousou to ex-
pand beyond recruiting by offering advisory services in a range 
of sectors, including investment management, asset manage-
ment, investment banking, capital-raising and guidance on ac-
quisitions and dispositions. “As an example, if a client is look-
ing for a first hire as head of acquisitions, we could help them 
incubate teams or find operating partners to put them with,” 
Antoncic said. “Or we could help them with deploying capital . 
. . in addition to building out teams with the right candidates.”

Antoncic said the broader focus will position Sousou to be 
a one-stop advisory shop for clients. He said the company will 
look to either buy or form partnerships with other recruiting or 
advisory firms to further build its platform.

Sousou, which was founded in 2001, has offices in New York 
and London. The boutique shop has traditionally focused on 

the real estate and infrastructure sectors, working on a retainer 
basis. The firm’s traditional recruiter services include job place-
ments, compensation advisory work and leadership team as-
sessments. Its global client base includes private equity firms, 
sovereign wealth funds and family offices. 
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Veteran investment banker Kevin Stahl has le�  JLL and started his own shop. He’s founder and managing principal of Skyhawk Capital, which advises clients on capital markets and strategy. Stahl had joined JLL as a managing director in 2016 to help expand the brokerage’s M&A advisory business. He previously had a brief stint as an executive manag-ing director at net-lease brokerage Stan Johnson Co. Before that, he was a partner and head of real estate advisory services at Perella Weinberg and co-head of U.S. real estate banking at RBC.

Fund-raising pro Patricia Riordan Chalian has joined M20 Private Fund Advisors as 
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Blackstone Scoops Up ‘Last-Mile’ PortfolioBlackstone has agreed to pay roughly $950 million to buy a 13.3 million-square-
foot industrial portfolio in the Southeast from MDH Partners and Harvard Univer-

sity’s endowment.Most of the 104 properties are smaller, “last-mile” warehouses in urban areas. At 
the estimated price of $71/sf, the initial annual yield would be just under 6%.

CBRE and Eastdil Secured marketed the package for Harvard and Atlanta-based 
MDH, which began accumulating the portfolio in 2014 — when many investors 
were more focused on larger, big-box warehouses.Blackstone was considered a likely buyer when the o� ering hit the block in May, 
partly because MDH chief executive Jeff Small has a history with the New York invest-
ment giant. In addition, Blackstone recently has been an active buyer of smaller ware-
houses suitable for direct-to-consumer delivery spurred by e-commerce.

O� ering materials pegged the portfolio’s occupancy at 90%. Two properties wereSee BLACKSTONE on Page 9DC Offi ce Sales Surge After Sluggish HalfWhat started out as a slow year for Washington o�  ce sales is now on course to 
rank among the busiest of the past decade.Some $1.4 billion of large properties have traded hands or gone under contract 
already in the second half — and a whopping $3 billion of properties have hit the 
block (see Market Spotlight on Page 11). Market pros say there’s more to come.

If just half the current listings resulted in sales that closed by yearend, the annual 
total would roughly match last year’s $4.3 billion, the second-highest volume since 
the downturn, according to Real Estate Alert’s Deal Database. If a few more deals go 
through, the tally could pass 2015’s post-crash peak of $4.9 billion.

But those are big “ifs,” according to some market pros, who see potential for a 
disconnect between buyers and sellers on valuations. While owners are looking to 
capitalize on rising prices, investors have concerns that ongoing construction may 
so� en occupancy rates and rents, particularly for older Class-A properties.

“¦ e market is at a bit of a crossroads right now,” said Nathan Edwards, a senior
See SURGE on Page 10Unizo Picks Buyers for 2 Midtown NY Offi cesUnizo Holdings has struck preliminary agreements to sell two Midtown Manhat-

tan o�  ce buildings for at least $440 million in total.A partnership between TIAA unit TH Real Estate and Taconic Investment of New 
York has emerged as the winning bidder for the roughly 400,000-square-foot build-
ing at 440 Ninth Avenue. It’s unclear if the duo has signed a formal contract yet, 
but the price being discussed was north of the expected, or “whisper,” price of $250 
million, or $625/sf, according to sources. CBRE is advising Unizo, a Japanese invest-
ment manager.

Separately, Broad Street Development has won the bidding for the 312,000-sf o�  ce 
building at 370 Lexington Avenue. ¦ e tentative agreement values the building at 
about $190 million, or $610/sf. Cushman & Wakefi eld is running that sales process.

Meanwhile, Unizo continues to market the 255,000-sf o�  ce building at 321 West
See UNIZO on Page 8
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