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Review of Manhattan’s Uptown Luxury Real Estate Market

MANHATTAN
RESIDENTIAL REVIEW & THE LUXURY MARKET
The residential real estate market in New York City has
been maintaining a steady pace of sales this year with
prices upholding values and in some cases exceeding
expectations. In fact, Corcoran’s 3rd quarter closed sales
figures show the highest number of transactions since the
2nd quarter of 2008. This defies the conventional perception
of lackluster sales activity nationwide and creates a sense
of disbelief among those not involved in our market. Indeed
there is good reason to conclude that, given the current
state of the domestic and world economy, the New York
real estate market must be suffering as well. Interestingly
enough, despite the overall unstable economic picture, our
real estate market has remained healthy and fairly immune
to current economic conditions thanks to historically low
mortgage rates, tight inventory, and the weak dollar.

Significantly, Manhattan’s luxury market is also
experiencing robust sales.
Corcoran’s most recent quarterly report reveals that pricing
in the luxury market increased over both the 2nd Q 2011
and the 3rd Q 2010. At $4.25 million, the luxury median
price increased 9% from last quarter and 4% from a year
ago. Most impacted by the downturn after the collapse
of Lehman, the luxury market was slow to recover but
has bounced back in the last two years and is gaining
momentum in the market.
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LUXURY MARKET Q & A
WHAT IS THE LUXURY MARKET? Manhattan’s luxury market is usually
defined as the highest priced 10% of all sales. The luxury market includes
properties that sell from $3 to 6 million, the higher-end $6 to10 million homes,
and beyond that, the very high-end $10 to 20 million properties. Above $20
million is considered the ultra high-end or top of the market.
WHICH UPTOWN NEIGHBORHOODS HAVE THE LARGEST CONCENTRATION
OF LUXURY HOMES? There are more luxury properties on the East Side
where there are more established condominiums and single-family high-end
townhouses as compared to the West Side. Also, on the East Side, there are
two avenues of luxury homes, Park and Fifth Avenues, which have a total
of three street sides as opposed to Central Park West which has only one
side of the street for residences. Still, the West Side is catching up in highend inventory with the advent of the newer condominiums with spectacular
Park views: 15 Central Park West, Time Warner Center, Trump International
Condo, and the yet to open 157 West 57th Street building located across from
Carnegie Hall.
WHICH PROPERTIES HAVE A GREATER VALUE, THOSE ON CENTRAL PARK
WEST OR FIFTH AVENUE? All things being equal, in the co-op or townhouse
market the Fifth Avenue property would sell for a higher price. In the condo
market, two comparable properties would most likely have equal value.
HOW IS THE LUXURY MARKET FARING? Generally speaking, the luxury
market is strong. In several Manhattan neighborhoods, high-end and ultra
high-end houses and apartments are selling exceptionally well. For example,
according to data compiled by Corcoran, on the East Side there were five sales
of more the $20 million this past quarter alone, compared with just one sale
last year. Citywide, the average price per square foot for all luxury homes is
now $1,947, an increase of 6% from the last quarter and 8% from a year ago.
It is important to note that condominium sales are making up more and more
of the luxury high-end market and are outpacing high-end co-op sales.
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IS THE ENTIRE LUXURY MARKET SELLING WELL? Here we need to
distinguish between two types of apartments which I’ve labeled, “The Unique
Home” and “The Traditional Home.” The first category is the special or “unique”
home which include luxury properties in noted buildings on the major avenues
(Fifth, Park, Central Park West, Riverside Drive and West End Avenue) or where
you might find an exceptional apartment, or perhaps a townhouse that has
not come on the market for 30 years. Such unique homes even could be
apartments or houses which are not in a prime building or location but may
have a distinctive element or elements, such as: 1) fabulous architectural
details, or 2) an extraordinary river, park or open city view or 3) a special
provenance or history associated with the property. These properties tend to
sell quickly and command, in many cases, record prices.
Then there is the “traditional” home – by that I mean a prewar classic 7- or
a classic 8-room co-op, or a 3 to 4 bedroom condo, without highly desirable
features or prime location that would set it apart from the competition. These
properties are less immune to market fluctuations as compared to the “unique”
home, yet they still sell well if priced correctly and staged, if necessary, by a
professional. If not, in many cases they languish on the market.
ARE PRICES LIKELY TO INCREASE FOR LUXURY HOMES? There is an
interesting phenomenon presently happening within the luxury market. The
ultra-high-end inventory is expanding. Between 15 Central Park West, Time
Warner Center, The Trump International Condominium and 157 West 57th
Street, prices have jumped to astronomical numbers. The building under
construction at 157 West 57th Street will consist of some one and two
bedrooms, but the majority of the units will be large apartments that begin at
$20 million and are rumored to be priced up to $100 million. These properties
will increase the value of similar apartments and push the pricing standard to
a higher level.
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WHO ARE THE LUXURY HOME BUYERS? The largest group of buyers
includes current and former New Yorkers as well as people from across the
United States looking to own a second home or investment property in the
city. Foreign buyers are also a growing presence. Buyers who come here from
other countries are currently taking advantage of two things: the weak dollar
and the opportunity to move money out of their own country and into a “safe”
investment. For many New York is the center of the world, yet housing prices
here are not among the highest in the world: our average price per square
foot is $1,061 while London’s is $1,590, Paris’s is $3,287 and Singapore’s
is $1,561 to name just a few locales. Luxury condos and townhouses in
Manhattan are good “buys” for foreign purchasers.
HOW DO YOU DETERMINE THE PROPER PRICING FOR A LUXURY HOME?
There are many challenges in establishing value in the high-end, but it is best
to start with the properties that most closely resemble the property in question
in terms of location, size, condition, special features, building, and amenities.
Not only is it important to look at what is currently on the market and what has
recently sold, but it can be very useful to look back historically and get a sense
of what “similar” properties have sold for over a number of years to establish a
baseline of sorts.
Even then it isn’t always easy to know how to make use of this information.
Just recently an apartment at 15 Central Park West, purchased in the height of
the market for $6,800,000, sold for $17,000,000. This is a trend I am seeing
often in this category: Very high-end properties (above $10 million) are in
many cases selling for prices higher than anyone would expect.
IS IT A GOOD IDEA TO RENOVATE BEFORE SELLING? I rarely answer
“yes” to this question. In my experience, an apartment that needs a major
renovation doesn’t deter most luxury buyers as long as it “shows” well. For this
reason, I often recommend a certain amount of staging. Staging is best done
by a professional stager who can inexpensively create a beautiful presentation
of a property. There are, however, those properties that even without staging
or the proper presentation will sell well. These are properties that meet the
buyer’s specific requirements which often include some special aesthetic or
other criteria.
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That being said, prices are highest for a perfectly renovated home-one that
is in keeping with current styles and that appeals to a wide variety of people.
While those who are buying at the very high-end will still renovate even
an existing beautifully renovated apartment because they want to “make it
their own,” the appeal of a renovated home is often greater because of the
presentation.
WHEN IS THE BEST TIME TO SELL? I’m frequently asked about the best
time to put a property on the market. It’s important to consider a variety of
factors, including: 1) the uniqueness of the property, 2) the level of inventory
in that location and 3) the demand. Properties above $10 and 20 million are
selling in almost any season. But the typical apartment in the $3 to 6 million or
even $6 to 10 million range, without any distinguishing features, would most
likely benefit from coming on the market during peak buyer activity. We see the
highest volume of sales happening in the first and second quarters of the year
and this would be the best time for a typical property to come on the market.
WHAT IS DIFFERENT ABOUT NEGOTIATIONS IN THE LUXURY MARKET?
There may be more room to negotiate the higher end prices, but if the
apartment has no equal, then it follows that a negotiation may not yield a
significantly lower price. As a rule, however, I encourage my high-end buyers
to do their homework and make an educated first offer. To sellers in this
market, I advise them to leave room in their price for negotiations.
Yet the basic principles of negotiation remain the same for all price categories.
A real estate broker can play a significant role in negotiations by taking into
account market conditions, uniqueness of the property, and the buyers’ and
sellers’ mindsets and motivations. Moreover, a real estate broker who believes
in the property and its real value, and has a clear sense of his or her seller’s
need to sell can make a huge difference in making the whole process both a
positive and rewarding experience.
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on the market
The Penthouse at 1235 Park Avenue
A Very Special One-of-a-Kind Home!
Extraordinary features come together in this exquisite triple mint
four bedroom-three-and-a-half bath four-corner Penthouse home
on Park Avenue. Rarely available, this top full floor apartment
offers spectacular 360 degree open city views from its own
private 2,200 square foot landscaped wrap terrace and from
every interior room!
Select high-end finishes and systems are utilized into every detail.
Rarely seen craftsmanship and design are found in this Park
Avenue Penthouse home combining the ultimate in location, style,
and comfort.

		

Duplex Tower Penthouse at the Majestic
Dream opportunity to create one-of-a-kind duplex Penthouse
home high above Central Park on the 31st and 32nd floor of the
famed Majestic creating an exceptional home unlike anything
else in the city! The home will feature two stories showcasing the
most spectacular vantage point overlooking Central Park and the
Manhattan skyline.
Rarely does such a special property come to market. The
combination would produce a dramatic sun-filled tower duplex
featuring two floors of breathtaking Central Park and skyline views
from every room and numerous layout possibilities including
two-three bedrooms, two-three bathrooms and a full formal
entertaining floor. The possibilities are endless!
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Deanna Kory’s Recent Luxury Sales Sampling
262 Central Park West, 13E

Corner 8–Room with Breathtaking Park Views

285 Central Park West, PHN

Spectacular 9–Room Penthouse

140 East 63rd Street, 12E

Luxury 2 Bedroom Condo

845 West End Avenue, 14A*

One-of-a-kind 4 Bedroom Condo

1 Gracie Square, 9th Floor

Full floor 9-Room with Open River Views

1148 Fifth Avenue, 6C*

Triple Mint 9–Room Home

685 West End Avenue, 16A*

Beautifully Renovated 4 Bedroom

309 West 102nd Street

Triple Mint Designer Townhouse

101 Central Park West, 6G

Designer-Renovated 7-Room

1165 Park Avenue, 10C

Sun-filled Corner Classic 8-Room

215 West 92nd Street, 4AB

11 into 9–Room Combination

63 East 82nd Street*

Six–story Single-Family Mansion

610 West End Avenue, 11D

Classic 8–Room in Top Building

610 West End Avenue, 10D

Mint High-floor Classic 8-Room

235 West 71st Street, 4th Floor* 12-Room Luxury UWS Condo
*represented purchaser
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							Deanna Kory
							Senior Vice President
							The Corcoran Group
Deanna Kory is widely known for her cutting edge marketing placing the utmost
importance in attaining the highest sales prices for her clients. Deanna is able to
achieve such success because of her brilliance in marketing. She is noted in the
industry as an example of how to attain the most elegant and highest level of
exposure for her exclusive properties, as well as consistently for creating
innovative marketing tools to present properties in the most effective,
appropriate and valuable way. A testament to Deanna’s marketing
success is the sheer variety, number and depth of her transactions:

•

Deanna sales of luxury properties include a wide variety of apartments: including
$10-12 million homes in top buildings on Central Park West, Fifth and Park Avenues,
to downtown lofts and many condo sales city-wide.  

•

Deanna has marketed and sold townhouses of all varieties including a record sales
price of a townhouse in Brooklyn Heights of in excess of $10M

•

In addition to marketing apartments and townhouses, Deanna has headed up a
several sales teams in major new developments including one $300 million dollar
development where she was responsible for over $100 million in sales within 9
months.   She is lauded in the industry and by her loyal clientele for her brilliance in
marketing and for facilitating the best possible sale for the seller.

“

“

Deanna has always ranked among the top agents
in the city and nationwide.

•

Ranked #3 Sales Team at Corcoran in 2007, 2008, 2009 and 2010

•

Ranked #9 Sales Team in the nation as listed in the Wall Street Journal

•

Consistently ranks within the list of top agents city-wide and nationwide each year, as
well as being bestowed with many other honors year after year

•

26 years of experience in the industry

•

Has sold well over $1 billion of residential real estate in the last decade alone

the corcoran group real estate - 660 Madison Avenue, New York, NY 10065 - DEK@corcoran.com
The Corcoran Group is a licensed real estate broker. Owned and operated by NRT LLC.

