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The guest house, where I stayed, 
was about 2,700 square feet, and I 
said, “This is what real estate’s really 
about.”

It was an exciting moment in 
my life, being 16 years old in high 
school, and getting to experience a 
different level of how people live.

What were some things you learned 
when you were staying with Marilyn 
Hoffman? She was truly the person 
to help me get started in real estate 
to understand how to position 
myself uniquely in the marketplace. 
She was old-school, but on the 
same token, she was an aggressive 
marketer.

She went after the wealthiest. She 

B etween a corporate exodus from the Bay Area to Texas and a rise in 
demand for more space amid a global pandemic, people are buying 
homes at an unusually high rate — and Jacob Sudhoff wasn’t about 

to skip out on that opportunity.
Sudhoff, CEO at Douglas Elliman Real Estate Texas, has had his mind set 

on expanding the New York-based company’s presence in the Lone Star 
State to Austin and Dallas since he helped establish its foothold in Houston 
in 2019, but the idea was to expand over time.

That changed when people from the West Coast and other parts of the 
country started moving to Texas in droves, Sudhoff said. And while it was 
not ideal to launch in two cities at once, Sudhoff said he’s happy he did it 
because business in those markets — and in Houston — is booming.

In a conversation with the Houston Business Journal for the May 4 
episode of the Texas Business Minds podcast, Sudhoff noted that in 
Houston, more than 30% of those who rented luxury apartments have 
vacated their units to purchase homes.

“That’s some of the highest numbers in history. It’s been amazing how 
many people just decided to purchase,” he said. “We’ve also seen a lot of 
people coming in from out of town — Chicago, New York, Los Angeles. It’s 
been great for Texas.”
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What got you interested in 
residential real estate? I used to ride 
horses. I was at a horse show when 
I was 16 years old and ran across a 
booth from a broker named Marilyn 
Hoffman. She used to sell castles, 
chateaus and ranches. I fell in love 
with it. I called her up and asked if 
I could work for her. She said yes, 
but she was in Dallas and I was 
in Corpus Christi. So, I flew up to 
Dallas and met her — she picked me 
up in a Rolls-Royce.

I lived in a 2,300-square-foot 
home in Corpus, my parents were 
lower middle class, and she took 
me to her home in Dallas, which 
was about an 18,000-square-foot 
house with a horse in the front yard. 

always said, “Start at the top, and 
work your way down.” So, we went 
after the biggest listings. We used 
to sponsor charity events, like the 
Cattle Baron’s Ball, and she would 
give away horses. My job was to take 
around the horse and be up on stage 
when we auctioned it off. It was 
amazing who I got to meet and hang 
out with.

At the time, I didn’t understand 
how that was going to affect me 
for the rest of my career, but it has 
resonated with me. I still  remember 
her techniques and aggressiveness. 
That’s what really set me apart in 
real estate. It got me off on the right 
foot learning from somebody like 
that. 

What was your most significant 
transaction? The transaction with 
Douglas Elliman was the most 
significant one. It took me the 
longest.

I’ve been in real estate since I was 
16 years old and got my license at 
18 years old. I was featured in Texas 
Monthly for being the youngest 
agent in Texas — I’ve done a whole 
bunch of deals. I’ve sold billions of 
dollars worth of real estate.

I got introduced to Douglas 
Elliman from a mutual client of ours 
— a billion-dollar family that had a 
condominium on Singer Island. They 
were also in Houston and met me, 
and said, “You need to meet Howard 
(Lorber), chairman of Douglas 

BY  JONATHAN ADAMS  |  jadams@bizjournals.com
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Elliman.”
They made the introduction, I 

flew up to New York and met him, 
and it literally took almost two years 
to get the deal done. Howard owns 
the company, and he’s never done a 
joint venture before. And I’ve never 
worked for anybody in my life. I’ve 
been an entrepreneur ever since I left 
(Hoffman).

He wanted to date before we 
marry, and for him it took almost 
two years. I flew up to New York 
every other week for six to eight 
months, meeting him and other 
people within the company. He 
wanted to see if I had the grit to stay 
with it.

That was the hardest transaction 

I’ve ever done. It was not just about 
numbers; it was about personality 
and everything else. He ultimately 
gave me the entire Texas territory as 
a joint venture with him.

What was it like trying to make 
that deal happen? (Lorber’s) not the 
easiest guy to talk to on the phone 
for me because he’s a New Yorker 
and I’m a Southerner, so I like to chit 
chat and he’s trying to get off the call 
in a matter of seconds.

The best thing to do was get in 
front of him, and so I literally bugged 
him and would not stop bugging 
him to get this deal done. We went 
through several iterations and looked 
at different ways to structure it, and 

of course he was just like, “Let me 
just buy your company.”

I knew deep down that was 
not going to work for me long-
term. I wanted to have a long-term 
relationship; I didn’t want to have 
to move again. I stuck to my guns 
about wanting a joint venture. And it 
worked.

The relationship we’ve built with 
Howard has been amazing. He’s 
introduced me to some amazing 
folks throughout the world.

What challenges have you faced in 
your career? I had no life when I was 
younger. I did a lot of stupid things. 
I spent more money than I should 
have. You just don’t know how to do 
things right all the time. You make a 
lot of mistakes.

When I got to Houston, one of the 
best things I did was find a mentor, 
which was a Chinese man named 
George Lee. I call him Mr. Miyagi and 
I’m Daniel-san. Truly, he has been 
very hard on me.

In the first several years of me 
doing business with him, he held 
me accountable, taught me how to 
manage my money — he was treating 
me like a son. He’s never had a son, 
and in Chinese culture, sons are 
very important. For him to do that, 
I could not have asked for a better 
mentor. I was blessed to have him in 
my life, and he’s still in it today.

What trends are you seeing in 
luxury real estate? It’s neighborhood 
specific, but pricing has gone up. 
We’re seeing record-breaking 
numbers per square foot. We’re 
seeing bigger yard spaces. We’re 
seeing less of the traditional finishes; 
people are going more contemporary. 
Homes are getting more of an LA 
look.

Houstonians are also starting to 
embrace luxury finishes. Before, 
that wasn’t the case. Now, we’re 
seeing it a lot more often. People are 
appreciating prefabricated kitchens 
that are European inspired. I think 
the reason for that is because they’re 
seeing it on Pinterest or Instagram, 
and they’re saying, “This is what I 
want.”

This interview has been edited for 
length and clarity.

For more from Jacob Sudhoff and other 
Texas business leaders, listen to the 
Texas Business Minds podcast on  
Apple Podcasts or Spotify.
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