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365 Ocean in Long Branch, developed by Mark Built Homes and marketed 

by CB New Homes, is so comfortable,some vacation homebuyers don’t ever 

want to leave. MARK BUILT HOMES 
 

C OVID-19 upended the concept of vacation for millions who believed getting away involved cruise ships 
and plane rides. Now, people are escaping everyday stress by not going far at all.  
 
In February, right before the pandemic, Steve Gjolanga and his family closed on a three-bedroom 
condominium in 365 Ocean on New Jersey’s northern shore in Long Branch. The property is an hour drive 
from both their home in Fort Lee, New Jersey, and from the family’s business in Manhattan. “It’s amazing,” 
Gjolanga says, “to be only an hour away and be on vacation. Our summer was 100 times better, safer, more 
fun and easier than it could have been.”  
 
“We have a four-year-old boy and he spent all summer at the beach across the street,” he adds. “The building 
has luxury appointments, including a beautiful meeting room and pool. Even when it gets colder out, we’ll 
probably spend most of our time there.” 
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365 Ocean, a seven-story oceanfront building just south of Long Branch’s thriving shopping and dining 
center, was developed by award-winning Mark Built Homes. David Schoner, vice president of Coldwell 
Banker New Homes, the property’s exclusive marketing agency, says that 70% of its 57 condos are sold. All 
have at least two bedrooms and two baths, plus full-sized gourmet kitchens and private terraces or balconies. 
Prices range from the low $900,000s to $2.7 million. “One penthouse, with an enormous balcony facing 
right on the ocean, is still available,” Schoner says. “Most buyers are from New York and New Jersey using 
their 365 Ocean condos as a second or third home.”  
 
WATCHING FOR SEAGULLS  

 
The 17-story Asbury Ocean Club in nearby Asbury Park is also drawing buyers from New York City and 
nearby New Jersey communities, says Jodi Stasse, senior managing director of Corcoran Sunshine, the 
building’s sales and marketing team. “Buyers are looking for a drivable escape,” Stasse says, “a private 
residence near the ocean that they can lock and leave when it’s time to return to their primary homes.”  
 
Investment banker Mark Boidman, of Short Hills, New Jersey, closed on a two-bedroom unit in June and 
moved in with his children, ages 8 and 11. “It’s been an amazing experience,” he says. “If you have to work 
from home, you may as well work from a beach. The children love the ocean and boardwalk and the nice 
park across the street. And we love the amenities. We watch movies in the building’s screening room—a 
private theater just for us.”  
 
Other amenities include a large heated pool and sun deck, a spa, fitness center, library and game room, a 
business center with private offices and a glass-enclosed lounge. Residents can also use the amenities and 
services of the Asbury Ocean Club Hotel, operated by Salt Hotels, that occupies the building’s fourth floor. 
“The hotel and concierge services allow our owners to celebrate special occasions and share vacations with 
family and friends,” Stasse points out.  
 
RETIRE TO A RESORT  

 
Asbury Ocean Club, developed by international firm iStar, has 130 residences, including six duplex 
penthouses. The largest penthouse, with four bedrooms, four bathrooms and 2,300 square feet of outdoor 
rooms, balconies and a rooftop terrace with outdoor kitchen, was listed at $5.9 million this year. “Another 
residence recently sold to someone across the country who wanted a place where they could entertain local 
family during the holidays,” Stasse says. “They made their decision via virtual tours and video calls.”  
 
The building’s one-bedroom apartments start at $897,000; two-bedrooms start at $1.2 million and three-
bedrooms at $1.6 million. Condo owner Boidman says he has only one regret: “If I’d known the pandemic 
was going to last this long,” he says, “I would have bought a larger unit.”  
 
Yet another trend is driving condo sales along the northern shore. “A larger percentage of our New Jersey 
buyers are capitalizing on the desires of city dwellers to move to large suburban homes,” says Jane 
Betancourt, sales director at The Lofts at Pier Village in Long Branch. “It’s a perfect opportunity for empty 
nesters to ‘right-size’ by buying a resort style property at the beach.”  
 
Retired executive Gerard Criscuolo had sold his large house in West Long Branch and moved into a one-
bedroom unit at The Lofts in February. “This place has everything,” Criscuolo says, “a pool, fitness center, 
high-end appliances, even a dog-washing station. I never pictured myself doing this, but I’m living in a 
resort on the Jersey Shore.” 
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