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Rebecca Cavallaro knows luxury real 
estate inside and out. A methodical 
planner and researcher, the native 
New Yorker puts her talents to work 
24/7 until she reaches her clients’ 
goals. No wonder she regularly ranks 
in the top 3 percent of NRT brokers 
nationwide.

Rebecca’s organized, efficient nature 
guided her approach to her own 
career. She spent two decades as a 
fashion professional, but many of 
her friends were in real estate, which 
seemed to be an amazing profession. 
She researched it for two years. 
“I asked questions, took classes, 
attended real estate conferences. 
I wanted to figure out how to do it 
successfully,” she says.

In her late 30s she earned her real 
estate license. She was fortunate 
enough to meet a top broker at 
Soth  eby’s International Realty who  
agreed to be her mentor. “That 
was lucky,” she says, “because she 
changed the course of my trajectory, 
taught me the most effective business 
practices and I became Sotheby’s 
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nominee for the prestigious REBNY 
Rookie of the Year Award.”

Much of her work now centers 
around Central Park, but she re
searches neighborhoods to find the 
best deals for her international and 
investor clients. “I try to find the next 
neighborhood that will be coming up 
in 510 years,” she says. “I started 
selling a lot in Hell’s Kitchen, and 
now all the cool restaurants and 
boutiques from downtown have 

discovered that area as well.” She 
predicts that Long Island City will 
be the next big hub.Co
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With a degree from FIT in advertis
ing and marketing, Rebecca always 
considered marketing a huge part 
of selling. That’s especially true 
for her now, when she has to reach 
people all over world. Sotheby’s 
has a builtin marketing platform, 
but Rebecca does her own mar
keting as well, through avenues 
such as the Wall Street Journal, 
local magazines that go into luxury 
buildings, brochures she creates, and 
social media. She also markets to a 
network of REALTORS® around the 
world in case they have a client who 

wants a New York pied a terre or 
is being transferred here. She does, 
essentially, everything. Clients know 
when they hire her they’re getting 
the full package.
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Once a transaction has closed, Re
bec ca continues the relationship 
personally with phone calls, cards 
and articles she thinks will be of 
benefit. She’s planning to take a 

page from her mentor’s 
playbook and bake for 
clients, too.

Good food appeals to 
everyone, of course, and  
Rebecca and her hus
band like to explore 
New York’s incredible 
restaurants. When she  

has time, she loves relaxing in Cen
tral Park, where she finds quiet trails 
that make her feel like she’s in the 
woods. She and her husband get 
out to Long Island often to be with 
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For more information about Rebecca Cavallaro of Sotheby’s  
International Realty, New York, New York, please call 212.606.7641,  

visit www.RebeccaCavallaro.com or  
email Rebecca.Cavallaro@sothebyshomes.com

family, and they travel to far-flung 
places.

Giving back to New Yorkers is im
portant to her as well. She is a proud 
sustainer of the New York Junior 
League, supporting women and 
children as well as playground and 
community improvement pro jects 
across New York City.

Whatever Rebecca tackles, she edu  
 cates herself thoroughly in order  
to offer her clients more benefits. 
She’s earned several cer  tificates,  
including Certified Negotiation Ex-
pert, Cert ified Buyer Representa-
tive and Cert ified Prop erty Manager 
to manage her outoftown clients’ 
properties. When she attends con
ferences, she asks people from 
other parts of the country what 
they’re doing, because it may be 
something she isn’t familiar with. 
And on her days off, she attends 
all the open houses so she’ll know 
every property on the market and 
be able to give her clients realtime 
information. Who could ask for 
anything more?


