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THE MARKET IN 2014
WHAT TO EXPECT IN 2015
Once again, the residential real estate market
in Manhattan registered a solid performance
over the past year with strong sales, albeit
with a persistent low of inventory. While the
average price per square foot continued to
rise, the market’s dynamics began to shift
during the second half of 2014 in part due to
an influx of new development units that came
on the market.
Aware of expanding options, many high-end
buyers lost a sense of urgency to purchase; as
a result some listings languished on the market
and in many cases serious sellers were forced
to reduce the price to become more competitive.
At the other end of the market, demand for
smaller, one-and two-bedroom units was strong
but sales slowed down due to a substantial
shortage of new properties.
To understand potential trends that may shape
the coming year, a review of last year’s activity
and patterns is in order.
Increasing new development inventory.
Last year, a steady increase in inventory
continued for three consecutive quarters
which marked the first sustained upward
trend in inventory in over four years. To put
this in perspective, inventory dropped to a
14-year low by the end of 2013. However,
the increase in listings was not consistent
across the board. Condo listings accounted
for the strongest increase in inventory, and
a large portion of the new condo listings
was attributed to an influx of listings in new
development projects.
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According to Corcoran Sunshine’s Report, the
number of new condo units will increase from
last year’s 3,112 to 6,287 units which are
expected to launch this year.
Declining co-op inventory.
While condo inventory grew and sales slowed,
demand for co-ops remained high and inventory
fell to an historic low, due in part to buyers
turning to co-ops after being priced out of
the condo market. Co-op inventory in the 4Q
2014 was down 4% compared to the previous
year. However the supply was uneven with a
disproportionate number of large, expensive
residences on the market; 41% of current
inventory is priced above $2M while only
21% of closed sales were in this range in the
previous quarter.

for smaller and mid-size units. Indeed there
is still strong demand in the lower end of the
market, and a continued lack of new inventory,
will continue to increase the price in these
categories.
Record setting prices in the luxury market.
While buyers were exhibiting more caution in
other segments of the market, the luxury market
(the top 10% of all sales) continued to set record
prices. It should be noted that most recently

Large, high-end homes vs smaller units.
During 3Q 2014, the average size of a new
development unit grew to almost twice the size of a
resale condo. This increase reflects several trends:
1) There has been a strong demand for larger
properties as baby boomers’ families expand,
2) There are more wealthy buyers who can
afford to purchase properties at the higher end,
3) There is a continued expansion of foreign and
domestic investors who feel that NYC real estate
is a safe investment,
4) Developers are able to sell properties for
more money per square foot as size and room
count increases, and finally,
5) Land and construction costs have skyrocketed,
and developers know that larger apartments
draw a higher price per square foot. They
build with this in mind to ensure that they not
only recoup their investment but also realize a
significant return on their investment. The focus
on developing large, high-end apartments to the
exclusion of small and more affordable units has
created a huge disparity in inventory levels.
The continued emphasis on building high-end
homes does not address the very real demand

Manhattan’s new residential skyline

many sales in the very-high-end developments
occurred along the stretch of 57th Street now
known as ‘Billionaire’s Row.’ This phenomenon
within the new development market has also
had a marked impact on the high-end of the
co-op market. In 2014, there were at least three
record co-op sales in the $70 to 80M range for
properties at 740 Park Avenue, 960 Fifth Avenue
and 834 Fifth Avenue. These figures were
unheard of in years prior to 2014.
Market misperceptions.
The public perception is that New York City
apartments are selling at accelerating speeds.
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The reality is that over the past five months
it has taken longer to sell properties in the
high-end market. There is also a misperception
regarding the number of all-cash deals
occurring in the marketplace, portrayed in the
press to be as high as 85%. This notion has
frightened away many first-time homebuyers. In
reality, less than 45% of all deals have been allcash, and when this statistic is shared, buyers
become less concerned about their willingness
to compete. Finally, it is important to note that
while there is tremendous attention paid to
luxury sales, the sale of properties under $3M
represent 73-75% of all transactions.

believed there will be some increase in 2015.
An anticipated rate hike and seasonal market
dynamics are two major reasons why the market
is likely to become very active in the first 6
months of the year. A rush to beat rising interest
rates will be felt first in the low and mid-range
segments of the market and subsequently an
overall positive impact on the rest of the market.
Confidence in the economy.
The leading economic indicators continue to
improve, resulting in growing confidence in
the overall economy. The steady improvement
in job growth, gains in the major stock market
indices, lower gas prices, and less political
uncertainty (with
the Congressional
election behind us)
are all factors that
have enhanced
economic confidence.
For sellers it is
imperative that you
remain competitive,
be realistic, and
obtain the best
possible advice on
pricing. There are
many factors involved
in proper pricing
and an experienced
broker will be able to
guide you based on
comparable sales,
specific variables
related to your
property, and your
particular goals.

PROJECTION
2015 SPRING MARKET
The stage is now set for a strong spring market
due to a combination of several factors: low
inventory, pent-up buyer demand, record low
interest rates and a strengthening economy
which led to an increase in consumer confidence.
Historic low interest rates.
Interest rates remain low and are currently
in the mid-3% range for a 30-year fixed rate
loan. Although it is unlikely that the interest
rate will increase anytime soon, it is widely
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It is also extremely
important to take
the time, and in
certain cases spend
the money, to make your property ‘showready.’ In a more competitive market, buyers
have become increasingly wary of overpriced
properties and are more selective, thus it
remains critical to offer the best possible
presentation of your property. This spring may
present a great opportunity to garner top dollar
for your home.
For those buyers who are discouraged after
being outbid over the past year and have
stopped looking actively, this market, thanks
to increasing inventory and low interest rates,
might present one of the best opportunities to
finally purchase the home of your choice.

BY NEIGHBORHOOD:
4Q 2014 MARKET SNAPSHOT
UPPER EAST SIDE
Co-ops: There was a modest 5% growth in
average price per square foot since 4Q 2013
and a strong 12% increase in median price.
The categories with the most significant
year-over-year growth were studios and onebedrooms with the median prices up 9%. Twobedrooms were up 4%, and three + bedrooms
up only 2%.
Condos: The sales in the East Side Condo
market shifted toward larger units in the 4th
quarter compared to both the previous year
and the preceding quarter and as a result,
the market experienced significant growth in
median price. The overall median price was up
39% for East Side resale condos versus 4Q
2013, while price per square foot increased
12% to $1,484. Prices of three-plus-bedroom
units increased most significantly registering
36% increase over the previous year and 47%
from the preceding quarter.
New Development: In the new development
market, two particular buildings saw the most
new development sales in the fourth quarter:
Manhattan House (220 East 66th Street) and
515 East 72nd Street. A number of closings at
the luxury development The Marquand (11 East
68th Street) has considerably boosted East Side
sale prices overall; median price was up 19%
and average price per square foot increased
from 10% to $2,419 since from 4Q 2013.
UPPER WEST SIDE
Co-ops: There was a modest 5% growth in
average price per square foot from a year ago,
but the median price remained flat. The only
category where there were significant increases
was the two-bedroom market where the median
price was 15% higher compared to 4Q 2013.
Condos: There was a remarkable 17% increase
in average price per square foot compared to one
year ago while median price grew by only 5%.
New Development: The super-luxury building
One57 had four closings in 4Q 2014 and the
extremely high prices heavily affected averages
overall in the new development market. There
was an enormous 139% annual growth in
average price per square foot (from $1,432 to
$3,427) and 250% annual growth in median
price from $1.6M to $5.595M.
Continued on page 6
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maximizing value

RENOVATING TO INCREASE VALUE
A question that I am often asked is, “Should I
undergo renovations or make kitchen, bathroom
or system upgrades before I list my home?”
The answer to this question is not the same
for everyone and depends on many factors
including the condition of the property and the
current market as well as personal dynamics.
There are typically three types of buyers in
the market: 1) those who want a completely
renovated property, 2) those who are willing to
make limited stylistic changes to personalize the
home and, 3) those who are open to a partial or
full renovation to accommodate their own needs
and preferences. In any market I find that most
buyers are interested in renovated properties
that ‘show well’ and these are the listings that, if
priced right, sell quickly and for the best prices.
Purchasing real estate is an emotional
experience and most buyers are easily swayed
by properties that are well-designed, renovated
with high-end finishes and appliances, and
decorated beautifully. Even in a market with
limited inventory, a home that shows well and
does not require a buyer ‘with vision’ will have a
significant advantage over comparable listings
that do not show well. That being said, a buyer
who is willing to undertake a renovation may not
want to pay for someone else’s choice of design
and finishes which is something to keep in mind.
Let’s review some basic scenarios:
Renovating now for future added value.
Renovating with a potential resale in mind
means selecting designs and materials that
will appeal to the widest range of buyers.
If the renovations you are contemplating fit
that description, and you will be happy living
with these upgrades, then it could be a very
good idea to renovate. However, if you want
to do a high-end renovation, but to a very
specific taste or style, it may not be the best
investment. Also, keep in mind that if you are
not planning to sell for several years, certain
designs and finishes may go out of style
by the time you are ready to list, although
certain upgrades, such as high quality kitchen
appliances, have enduring appeal.
Renovating kitchen and baths.
Kitchens and baths are typically rooms where
you can add the most value. When buyers see

tired or original bathrooms or
outdated kitchen appliances
and old cabinetry they see a
property that requires work,
and this perception can
significantly impact value
in their eyes. Sometimes
a $10,000 - $20,000
investment in renovations
can yield a higher sales price
of $100,000 - $200,000
or more. If you decide to
renovate before listing,
make sure you seek advice
on finishes, fixtures and
appliances to be certain
your renovation will have the
widest appeal for buyers.

Before

Estate condition properties.
Properties that are in ‘estate’
condition (typically not
upgraded or renovated in
decades) often yield lower
sales prices based on the
amount of renovation work
required to make them
‘move-in’ ready. These
properties require buyers who
have vision. There is also a
perception among many that
they can negotiate a deal. It
375 West End Avenue - 7CD
is best to shift that view by
investing to properly prepare the home for sale. complete facelift. The executor of the estate
did not want to undertake a full renovation
Some of the most basic tasks might include
so my team and I helped the seller arrange
applying a fresh coat of paint, fixing anything
to make basic repairs, install new kitchen
that is broken, re-grouting bathroom tile,
counters, appliances and fixtures, paint
re-glazing original tubs and refinishing floors.
walls and cabinetry, and refinish floors. Then
Modern upgrades such as new appliances,
we staged every room. Even without major
counters, cabinetry and backsplash, flooring,
renovations, with a relatively small amount of
fixtures and vanities can make all the
work you can make a major difference in the
difference. If furnishings in the home feel tired
property’s appearance and sales price. In this
or dated it is a good idea to empty the home
case the apartment sold quickly, and near the
and have it staged.
asking price.
SEEKING THE BEST GUIDANCE
Many brokers do not have the breadth of
When you are ready to sell, an experienced
experience in design and renovation that my
broker will be able to guide you on how to
team has, nor would they be able to provide
prepare your home for showing and discuss
all the services that it takes to assist a seller
optional steps that may be taken to achieve the
in achieving the best possible sales price. A
highest possible sales price.
recent example of our work involved staging a
seven-room apartment, including taking on the
I recently sold an estate condition apartment
role of designer and liaison with contractors to
on Central Park West that was in need of a

After

Continued on page 6
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planning ahead

INSIDE THE RENOVATION

Top 5 Things to Consider Before Beginning the Process
By Lee J. Stahl, President, The Renovated Home
One reason many buyers are willing to pay
the premium prices commanded by new
construction is for the convenience of moving
into a freshly minted home built with top-of-theline materials and systems.
Yet there is another category of buyer – a
rare, determined and fearless type looking to
create a unique space that speaks to his own

assessment of the condition and the scope of
work required to realize your vision.
So, what are the first things that you should
take into account BEFORE you begin the
process of renovating?  
Top 5 Planning Phase Tips:
Number 1: Conduct a bank
reference on everyone on your
design team.
The architect. The contractor.
Everyone. No matter how creative or
inspiring the team members are, no
matter how many recommendations
they produce, or magazines and
reality TV shows they have been
featured in, at the end of the day
this is a business transaction. As
the saying goes, “funding makes
the rocket ship fly to the moon,” and
without proper financial backing
– with their money, not yours – I
guarantee the job will never get
done. Under-funded architects and
contractors are the single greatest
reason why projects drag on, and
ultimately don’t get done.

Floor through residence on Park Avenue by The Renovated Home

sensibilities and needs. This is the buyer in
search of a renovation project. If you are such
a buyer you will come across many properties
in need of work, requiring anything from a
mild makeover to a full blown gut renovation.
With 25 years of experience, I feel strongly that
knowing what you are getting into from the start
is a crucial first step in the renovation process. I
strongly recommend that you should not commit
to a renovation until undertaking a thorough
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Number 2: The change order.
Imagine going into a fine restaurant,
ordering a steak for $50 and while
you are eating, the waiter comes
back to your table over and over
again to explain that the chef didn’t
realize his cost for the steak was
higher, the cost of gas for the stove
went up, and the busboy asked
for a raise – so the $50 steak
will now cost you $110. Sound
ridiculous? Well, in the design
and construction business this goes on every
day. There is nothing that strikes fear in
the hearts of those about to renovate than
horror stories about change orders derailing
budgets and schedules. Change orders are very
unwelcomed surprises and they kill projects. The
easiest way to avoid change orders is to be sure
to work with an architect/design/contracting
team that prohibits them unless you, and only
you, change your mind on a specification.

Number 3: Planning ahead pays off.
A successful renovation project is all about
thoughtful design, sourcing and specifying
BEFORE the hammers start swinging – not
after. In the absence of exacting specifications,
placeholders for materials will always result in
change orders, additional costs, project schedule
overruns and unnecessary contention. Resist
any temptation to work with someone willing to
start a project without exact specifications and
pricing in place with the expectation that once
things get going everything will miraculously
“figure itself out.” This never happens.
Number 4: Numbers don’t lie.
In a market that is highly competitive for
architects and contractors it is not uncommon
to receive an unrealistic initial price for a
project, only to have the budget double, triple
and sometimes worse. It happens every day
and it turns what should be a creative and
enjoyable process into a true nightmare. Be
aware that quality materials and workmanship
cost reasonable amounts of money and low
budgets from the outset never pan out. Don’t
be seduced by a lowball estimate - it never
turns out well.
And the final and potentially most important tip?
Number 5: Be realistic and manage
expectations.
Simply stated, a 4,000 square foot
apartment cannot be gut renovated in 3
months for $250/square foot, no matter what
an architect, designer or contractor might
tell you. If you start with a realistic timeline
and budget you will avoid the feeling that
everyone you meet is telling you a different
story once work begins.  While each project is
different and budgets vary, a good estimate for
a gut renovation at the basic level starts in the
mid-$300/square foot range and climbs from
there. Unless you aspire to have your new home
featured in Architectural Digest the high end
of a gut renovation tops out at around $725/
square foot. After that, it is less about the value
of the engineering and more about very specific
designs and unique finishes and materials that
surpass even the high end of the spectrum.
Lee J. Stahl
President
The Renovated Home
1477 Third Ave, 2nd Fl.
New York, NY 10028
T: 212.517.7020 ext. 104
F: 212.517.7029
C: 917.848.3256
www.therenovatedhome.com

Deanna Kory Tel. 212.937.7011 Fax 212.230.8191 - www.deannakory.com - DEK@corcoran.com

negotiating for success

THE IMPORTANCE OF THE BROKER’S NEGOTIATING SKILLS

Knowledge of the Market
Comprehensive knowledge of
the market is sine qua non
to effective negotiations, as
the broker is much better
equipped to deal with their
counterpart to achieve
better results for their
prospective buyer or
seller. The broker must
have deep knowledge,
especially in the area where
a would-be buyer or seller needs
to buy or sell a property and must
know about every property that was sold
and closed in the same category, apartments
currently available on the market, current market
trends (i.e. whether it is a buyer or a seller’s
market) and the demands for the property being
sold or sought after. In addition, it is critical for
the broker to know the price of comparable units
in other areas of the market to provide the buyer
or seller a wider range for comparison.
Understanding the Buyer’s or
Seller’s Needs
Regardless of how critical knowledge of
the market is, the broker must have a clear
understanding of the buyer’s and the seller’s
requirements and needs. They must be certain
that their understanding exactly reflects that
of the prospective buyer/seller. This includes:
1) the motivation behind selling/buying, 2) the
readiness, willingness, and ability to transact,
3) buyer’s/seller’s time frame, 4) prior
experiences in the market, 5) understanding
of the market’s trends, 6) flexibility a buyer/
seller may have on pricing, 7) what their ideal
deal would be, 8) how sensitive they are about
their finances, and 9) how forthcoming they

are in their dealings. To be sure, the more the
broker knows about their clients, the better
they can negotiate on their behalf.
Appreciating the Buyer or Seller’s
Psychological Disposition
Whereas understanding the buyer’s and
seller’s requirements and needs is central
to negotiation, understanding their mindset,
emotions, concerns, anxiety, prior bad
experiences, disappointments, need to
safeguard sensitive information, and finally,
their expectations must all be carefully

considered to satisfy the buyer’s and
the seller’s needs in these areas. Discerning
their feelings and mindset are of paramount
importance to the negotiating process because
often buyers and sellers do not wish to
disclose such feelings, fearing that it may work
to their disadvantage.

‘‘

It is critically important to
establish a strategy at the
outset in order to achieve
the highest possible price
for the seller or lowest
price for the buyer.

‘‘

One of the most important qualifications of a
real estate broker is his/her ability to negotiate
effectively. Buyers and sellers ought to seek out
brokers who have high level negotiating skills
and use them to buy or sell their property. What
makes a broker a skillful negotiator is not only
understanding the negotiating process but also
navigating through the multiple issues that a
real estate transactions entails. The broker’s
effectiveness as a negotiator rests on a number
of other critical areas of expertise, without which
the broker cannot effectively negotiate and
conclude a deal successfully.

Developing a Negotiating Strategy
Before commencing the negotiations, it is
critical to ascertain that a buyer is qualified
financially to buy should he/she find the

desired property consistent with their budget. It
is also important to determine that the broker
for the seller and broker for the buyer are
committed to working toward a successful sale.
Needless to say, without having all the
information above, the broker cannot possibly
negotiate effectively. But once the broker is
satisfied that he/she has gathered and absorbed
all the information they need, they will now be
in a position to develop a negotiating strategy.
To do so, the broker must first and foremost
establish in his/her mind the fair market value of
the property in question and how consistent
that value may be with the buyer’s or the
seller’s expectations.
It is critically important to
establish a strategy at the
outset in order to achieve
the highest possible
price for the seller or
lowest price for the buyer.
To that end, a skilled
broker would sketch on
paper the whole give and
take of the negotiating process from
the moment the initial offer is made.
This basically provides a road-map that allows
the broker to guide whomever they represent
on the steps they should take along the way. All
this must be generally consistent with what the
buyer wants to pay and taking into account the
price the seller is willing to accept.
There are dozens of twists and turns in any
negotiation. What buyers and sellers need to
know is that the broker representing them fully
understands the intricacies of negotiations and
shares with them the general strategy to give
them a clear picture of the negotiating process.
In the final analysis, buyers and sellers do not
want a broker who simply carries messages
from one party to the other. They want a broker
who strategizes and has a keen sense on how
to bridge the gap between the two sides while
ensuring that both buyer and seller emerge
mutually gainful. Indeed, this is the key that
will help smoothly facilitate the signing of the
contract once there is an accepted offer.
More nuanced details on negotiations
will follow in the next newsletter.
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resources

Coming Soon!
Deanna Kory’s
Buyer’s Guide

RENOVATING TO INCREASE VALUE
renovate the kitchen
with attractive finishes
and high-end stainless
appliances. We had a
signed contract after only
10 days on the market,
and for $100,000 above
the asking price.
Whether you are
thinking about the
future resale value of
your home or you are
preparing to sell in the
near term, I am happy
to answer any questions
you may have on what
it would take to create
the best first impression
and highest sales price
for your home.

Purchasing real estate in Manhattan
can sometimes be an overwhelming
experience. As a result, buyers often
rely on professional real estate brokers
to show them properties and guide them
through all the intricacies of the market.
The Buyer’s Guide was designed to assist
you in understanding what is involved
in purchasing residential real estate in
Manhattan, and it will demonstrate how
we can provide you with the best service
throughout the process.
This is a comprehensive guide and
unlike anything you have seen before!
Topics covered include Assessing Value
and Developing an Offer, Financing your
Purchase, How to Position yourself in a
Multiple Bid Scenario, Preparing a Co-op
Board Application, The Board Interview,
Buying a Townhouse and much more!
If you are interested in a complimentary
copy of The Buyer’s Guide, contact us at
212-937-7011, DEK@corcoran.com or
visit www.deannnakory.com

From my experience,
a seller who works
to improve the
appearance of a
property that doesn’t
show well will almost
certainly be rewarded
in the end with a higher
sales price.

Before

After
91 Central Park West - 10F

BY NEIGHBORHOOD: 4Q 2014
DOWNTOWN*
*(below 34th Street excluding the Financial District and
Battery Park City)

Co-ops: Downtown co-ops showed moderate
but consistent growth in the 4Q 2014 compared
to the same period a year ago, with a 6%
increase in median price and a 2% increase in
average price per square foot. Prices of studios
and one-bedrooms had annual gains in median
prices but three-plus-bedroom units declined
by 25% versus a year ago (from $2.89M to
$2.175) and 18% versus the previous quarter.
Condos: The year-over-year average price
increased 6% per square foot and the median
price was up 3%. All submarkets showed an
increase in median price except the three-plusbedroom which decreased 14% from 4Q 2013.
www.DeannaKory.com

6

Continued from page 3

Continued from page 2

New Development: A high number of closings
in certain Downtown buildings contributed to
price and market share volatility in the overall
new development market. There were more
than 10 sponsor sales in each of the following
buildings: Chelsea Green (151 West 21st
Street), Huys (404 Park Avenue South), 160 East
22nd Street, The Leonard (101 Leonard Street),
and 508 West 24th Street. The number of onebedroom sales doubled from last year, pulling
down the median price overall by 6%.
It is expected that 2015 will be another exciting
year in the Manhattan real estate market. Be
sure to keep up with exciting sales, market
trends and all the latest data by signing up for
our monthly e-newsletters, visiting our dynamic
website or following us on Facebook or Twitter.

Facebook.com/DeannaKoryTeam

Twitter.com/DeannaKory
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on the market

Deanna Kory Team Exclusives ON THE MARKET

201 East 62nd Street - 6D
Asking $2.295M
Sunny and gracious 3 Bedroom, 3.5 Bathroom home. Fully
renovated. Grand scaled rooms. Full service co-op.

595 West End Avenue - 9th Floor
					
Asking $7.995M
Beautifully renovated prewar duplex condo. 5-6 Bedrooms. 4900 square foot home. Elegant details, top of line finishes
including Smallbone kitchen, marble bathrooms, central a/c and Crestron system. Outstanding 1500 square foot master suite!
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463 Greenwich Street - PH
Asking $8.9M
Luxury Gold Coast Tribeca penthouse loft with huge roof deck
& open city and river views. Gorgeous top-of-line renovation.

S

E

S

372 West 11th Street
Asking $11.5M
River views! Brand new architecturally stunning West Village
4 Bed, 4 Bath townhome. Gorgeous kitchen opens to garden.

52 East 64th Street 		
Asking $16.9M
UES ‘Gold Coast’ 19th Century Townhouse. 20’ wide with
8000 squre feet of interior space on an elegant block.

351 West End Avenue
						
Asking $10.9M
Grand Historic 5-6 Bedroom renovated townhome contains many original details: wood wainscoting, ceiling detail and
elegant mantels. 6 working fireplaces. Bright light and amazing deep garden views. Nearly 7000 square feet.
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Experience.

The Deanna Kory Team Advantage
Deanna Kory has distinguished herself as one of the leading agents in Manhattan overall as well as continously
ranking among the top 3 brokers in sales volume within the Corcoran Group every year. Deanna carefully
selected every member of her team to provide the same level of service that her clients have come to expect.
With 30 years of experience in the real estate industry, Deanna Kory knows what it takes to market properties
effectively, achieve high prices and handle complex deals.

Sampling of Deanna Kory’s Recently Closed Sales
Address				
508 West 24th Street, PHN*		
9 East 96th Street, 12B		
123 West 92nd Street, Townhouse
310 West 86th Street, 10A		
1220 Park Avenue, 13D*		
33 West 95th Street, Townhouse

300 Central Park West, 23G
522 West End Avenue, 3AB		
137 Riverside Drive, 6BC		
100 Riverside Drive, 7CD		
22 Riverside Drive, 14AB		
50 West 96th Street, 4A		
180 Riverside Drive, 3C*		
230 West 78th Street, 8A		
875 Park Avenue, 11D*		
140 Riverside Drive, 18K		
30 East 65th Street, 15B		
21 East 22nd Street, 7DE		

Price
$11,400,000
$2,195,000
$5,500,000
$3,750,000
$4,080,000
$6,100,000

Address				
755 West End Avenue, 11A		
131 Riverside Drive, 7B		

$10,495,000
$4,580,000
$5,220,000
$5,300,000
$4,650,000
$3,250,000
$3,000,000
$5,300,000
$6,450,000
$3,295,000
$2,895,000
$2,820,000

Price
$2,405,000
$5,000,000

163 East 82nd Street, Townhouse
520 LaGuardia Place, 6N*
160 West 77th Street, 9A

$15,500,000
$2,610,000
$2,165,000

226 West 71st Street, Townhouse
375 West End Avenue, 7CD
*represented the purchaser

$14,000,000
$4,000,000

Interested in what is happening today in NYC real estate?
Want to keep up with the latest trends, market information and get tips from the experts?
Deanna Kory on Facebook and Twitter.
Facebook.com/DeannaKoryTeam

Twitter.com/DeannaKory

www.DeannaKory.com

corcoran

corcoran group real estate

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.

