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MVP: Fried Frank's Jonathan L. Mechanic 

By Adrian Cruz 

Law360 (December 10, 2019, 12:14 PM EST) -- Fried Frank Harris 
Shriver & Jacobson LLP's Jonathan Mechanic led some of New 
York City's biggest real estate deals of the past year, including 
Maefield Development's $1.5 billion purchase of 20 Times Square, 
earning him a spot as one of Law360's 2019 Real Estate MVPs. 
                                                                                                                                                                                                                                              

HIS GREATEST ACHIEVEMENT OF 2019: 
Mechanic led a Fried Frank team representing JPMorgan Chase in 
the redevelopment of its headquarters at 270 Park Ave. in New 
York City by negotiating the transfer of 668,000 square feet of 
development rights from Grand Central Station to the site for 
$360 per square foot. The project involves the complete 
demolition of the existing building on the site and the construction 
of a taller building in its place. 
 
"Every time you walk up and down Park Ave. you see they're 
currently taking down a 1.8 million square foot building and 
they're putting up a new 2.4 million square foot building, which is 
a great thing for the Midtown district," Mechanic said. "270 Park is 
really the poster child of what city planners envisioned when they 
passed the Midtown East Zoning Plan." 
 
The development of 270 Park is the first project to fall under the 
city's 2017 zoning plan, which was passed to ensure midtown 
Manhattan remains one of the city's top business districts. 
 
One of the most difficult parts of the project was the number of different agencies and groups they had 
to deal with in order to get the construction approved, Mechanic said. 
 
First Mechanic and his team had to assist the bank with buying and moving the rights to the 270 Park 
site, he said. They then negotiated with the city to get the building construction approved and dealt with 
the Metropolitan Transit Authority to get approval for underground work. This all had to be done 
covertly to avoid a premature announcement of the project, Mechanic said. 
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"Everything had to be done at the same time so they could make one announcement," he said. "All that 
stuff had to be put in place and it all had to be done quietly because they didn't want to make an 
announcement until they had all the pieces of the puzzle put together." 
 
OTHER NOTABLE ACCOMPLISHMENTS THIS YEAR: 
Mechanic said he helped steer Maefield Development in a pair of deals in the Times Square area. The 
first one involved purchasing the DoubleTree Hotel on 1568 Broadway and replacing the existing 
building with a $2.5 billion entertainment, hotel and retail complex called TSX Broadway, he said. As part 
of the project, which is expected to be completed in 2022, the adjacent Palace Theater will be raised 30 
feet up from its current location and it will be integrated into the new construction with retail placed in 
the vacated space, Mechanic said. 
 
"It was one of the most complicated deals I've done and it was also done in a compressed time frame," 
he said. "It'll create a spectacular new interactive site with retail, this spectacular refurbished landmark 
theater, big signage, restaurants and a stage that will overlook Times Square. It's one of the most 
creative developments I've been involved in." 
 
Maefield also purchased the adjacent 20 Times Square for $1.5 billion. The complex houses over 
200,000 square feet of retail and entertainment space along with the Edition Hotel that opened in 
March. 
 
"That whole area of Times Square is being redeveloped by a guy who has a concept that seems like it's a 
fairy tale — except one of the buildings is up and the other's under construction," Mechanic said. 
 
WHY HE'S A REAL ESTATE ATTORNEY: 
Mechanic was exposed to the world of property development at a young age when his dentist father 
started dabbling in real estate. He still remembered how, at the age of 10, he was enthralled by the 
process involved in redeveloping a former supermarket building into offices for a company that turned 
out to be IBM. 
 
"When I was 10, [my father] gave me a hard hat and we walked through the closed-down supermarket 
together and he explained to me what they were going to do," Mechanic said. "I watched as they 
started renovations and a big sign was put up saying an office development was coming. A few months 
later, a guy drove up to our house and met with my dad and a few days later, he called back and said 
he'd like to take the whole building." 
 
After graduating from law school, Mechanic joined Fried Frank in 1978. He decided to spend six months 
in the real estate department before transitioning into litigation just so he had some experience in the 
field under his belt. The department chair at the time thought he had a knack for real estate, and 
Mechanic cited an encounter with the chair in which he showed him the firm's new headquarters as the 
reason behind his decision to stick with real estate. 
 
"He walks me up to this space under construction, shows me this beautiful corner office under the 
Statue of Liberty and says ‘You could be sitting in this office next to me and we could be changing the 
New York City skyline together,'" Mechanic said. "Not being completely brain dead, in about 20 seconds, 
I told myself that this real estate thing sounds pretty attractive and I became a real estate lawyer. Thirty-
something years later, it seems to have stuck." 
 
 



 

 

HIS ADVICE FOR JUNIOR ATTORNEYS: 
With the exception of five years as general counsel for a real estate developer, Mechanic has spent his 
entire legal career at Fried Frank, becoming the chairman of its real estate department. The experienced 
attorney said junior attorneys who are trying to break into the real estate field, or any field, must be 
responsive and show clients they actually care about their issues and concerns. 
 
"I can't tell you the number of people who don't recognize how important it is to show clients that you 
care as much about their issues as they do," Mechanic said. "For me, it's no different than if it were my 
own money. I think about it, I worry about it, I think about creative solutions to things and if somebody 
emails me at midnight, I generally respond to them at 12:01 just because people care to know that the 
people they entrusted important things to are paying attention no differently than if it was their own." 
 
— As told to Adrian Cruz 
 
Law360's MVPs are attorneys who have distinguished themselves from their peers over the past year 
through high-stakes litigation, record-breaking deals and complex global matters. A team of Law360 
editors selected the 2019 MVP winners after reviewing nearly 900 submissions. 
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