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When Darren Weiner turned thirty, leukemia struck.
His battle and eventual defeat of the disease rested upon the
support of an anonymous bone marrow donor – his perfect match.
Now, the 42-year-old founder of Antigen Realty helps clients find
their perfect matches in properties.
In 2007, he developed the real estate brokerage firm and relocation
company. To the public, the name stands for “athlete/entertainer
generation,” a description of the high profile and high net worth
clients Antigen Realty represents.
To Weiner, the name carries personal meaning. Antigens are
substances introduced to the body during marrow transplants. These
antigens can provide a second chance at life when matched exactly
between a donor and a recipient, as was the case for Weiner.
While attending the University of Arizona, Weiner became the
youngest certified agent in the National Basketball Association.
During his 18 years as a sports and entertainment agent, he
represented clients in 32 countries and maintained relationships
with real estate brokers.
A NBA general manager, with whom Weiner first met in his college
days, was Weiner’s first client. Although Weiner admits he lacked
experienced at the time of this first sale, he said the manager had
witnessed him build his career.
“To me, the core of the success of [Antigen Realty], short-term
and long-term, is in the relationships,” Weiner said. “It’s a constant
progress to build relationships. Business comes later.”
Weiner and an estimated 375 brokers and realtors have collectively
sold $20 billion worldwide, and have worked with 2,000 names in
sports and entertainment for Antigen Realty. This remains the
primary clientele, but the business has also attracted a primary

audience of high net worth individuals in the U.S. and Canada.
In October, a New York homeowner called Weiner. The client had
no connections to the sports and entertainment industries, but said
he felt his home was appropriate for Antigen Realty’s market. In a
matter of weeks, the property sold for $14 million.
The key to Weiner’s success is not only his ability to sell or rent
property, but also his ability to understand clients’ needs.
A person with a seven-figure income does not always need or want
a huge place to live, Weiner said. And realtors must consider the
physical and mental challenges athletes face when their jobs require
they uproot their lives and move to a new location.
Clients from both Major League Baseball and the National Football
League have told Weiner that he makes them feel comfortable
because he views them as more than just a name. Weiner said Antigen
Realty treats high profile individuals professionally, but also treats
them as humans.
“You can’t put yourself or your self-interests first, or you’ll be out
of the business before you know it,” Weiner said.
This attitude also led to Weiner’s support of charities. On a
personal endeavor, Weiner spoke on Capitol Hill about funding for
childhood cancer research. Professionally, he ensures a portion of
each of his sales impacts certain organizations, such as the National
Marrow Donor Program and the Florida Panthers Foundation.
Proceeds are often donated to the client’s choice of charity.
Through its specialized focus, Antigen Realty achieved one of
Weiner’s primary goals. The company is one of the few members
of a unique class of real estate business.
“I didn’t want anyone to look at what we did and say, ‘[Antigen
Realty] is just another real estate broker and agent,’” Weiner said.
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