Manhattan Real Estate Quarterly Review

FALL2015
2014
Fall

Licensed Associate
Real Estate Broker

IN THIS ISSUE
CURRENT MARKET REVIEW
TOWNHOUSE MARKET
STAGING TO SELL
NEGOTIATIONS
AVENUE Q & A
UPCOMING RESOURCES

MARKET REVIEW
First Half of 2015

Co-ops, Condos, New
Development & Townhouses
The 2015 spring residential real estate market
was, by most accounts, a strong market. Sales
prices and volume in Manhattan were up across
almost all sectors. Based on the closed deals,
the average sales price per square foot and new
inventory increased over the same time period
as last year. Some of the key causes behind
the growth of this year’s market includes a
continuing strong local economy led by job gains,
a flourishing tech sector, low mortgage rates, and
the highest average Wall Street bonus per person
since 2007. Inventory grew a notable 12% from
Q2 2014 to Q2 2015. It is important, however, to
put this increase in perspective by comparing it
to previous near-historic low figures: there were
11,216 listings on the market in Q2 2009 and
5,773 in Q2 2015.
Within this active market, however, some
discrepancies appeared in certain segments,
mainly co-ops, resale condos, and townhouses.
It should be noted that the data is based on
closed sales signed during the previous 3-6
months. In the first 6 months of the year, the
press was having a ’field day’ reporting on the
sensational record-high closings on Billionaire’s
Row and elsewhere. All were mainly new
development condos. During this same period,
the stock market was somewhat volatile, and
the apprehension over an interest rate increase
was also a cause for concern that sales prices
may slip lower. Additionally, there were a few
articles in the press that further deepened

buyers’ fears that the market was getting
precipitously overheated.
It was during this time, mainly in the second
quarter, that I and many of my fellow agents
began noticing buyers’ concerns about the
market. This took many sellers by surprise
because they believed that a quick sale at a high
price was “a given,” and yet many apartments –
primarily co-ops with some resale condos – sat
on the market much longer than expected. In a
few cases, apartments were sold for lower prices
than previous sales of similar units.
While the press did focus on the ultra-high end, in
many other segments of the market – particularly
lower and mid-range co-op and resale condo
apartments – there were indeed many bidding
wars and quick sales.
The under $3 million
market seemed to be
the strongest, but it was
not necessarily a rosy
picture for everyone.
Condos fared better
than co-ops and units
under $3 million sold
more rapidly relative to
those co-ops priced at
$3 million and above.
The single strongest
segment of the market
was new development:
new buildings and older rental buildings
converted to condominium or co-ops propped up
sales figures city-wide.

The Co-op Market
Since the recession in 2008, the co-op market
has struggled in certain price areas, but due to
several factors it has picked up a bit over the past
two years. With the influx of new development

and rising prices in the condo market, co-ops
have offered a better value and as a result, prices
have slowly increased. Also, co-op inventory fell
to a historic low over the past several years and
demand increased, partly due to buyers turning to
co-ops after being priced out of the condo market.
This year, however, co-op inventory was up 7%
in Q2 2015 from Q2 2014. Although a moderate
increase, it was the first year-over-year inventory
gain for co-ops since 2011. Co-ops still dominate
the market share compared to condos, and even
with new developments there was a shortage of
inventory compared to the demand. For example,
4,617 of the 8,011 sales in the first half of the
year were co-ops. While the co-op market closely

reflected market-wide trends in the first half of
the year, one statistic stands out: the average
time to sell a unit fell by 9%, to just 94 days for
the overall co-op market.
Although sales prices inched up, and in a few
instances there were record co-op sale prices,
the increases have not, in any way, matched the
increases in the condo market. Co-ops prices

[Continued on page 2]
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were 32% lower than the sale of condos based
on median price per square foot in the second
quarter. For comparison, the average co-op price
in Q2 was $1.319M and the average condo price
was $2.045M. The median price for a 2 bedroom
co-op was $1.275M, and the median price for a
2 bedroom condo was $1.805M. Properties that
were overpriced were hurt significantly in this
market. Many sellers (particularly in the market
above $3 million) felt that their co-op should sell
at the same percentage higher as condos and
pressed their agents to set an asking price for their
properties at an even higher listing price. Even
agents, buoyed by the stronger condo market, felt
that the co-op market would follow suit.
In the low and mid-end of the market, sellers
were more cautious about pricing and as a
result, sales volume and general prices were up.
However, in the mid to high-end of the market
($4 million and up), sellers and agents were often
overly aggressive with initial asking prices only to
suffer for months following the listing’s launch.
As a result, in many cases sales prices were well
below expectations, and in the mid to high-end
were lower than the same time period in 2014.

Just sold at Metropolitan Tower 146 West 57th Street, 72C

the second quarter market-wide at $895K. The
average price was $1.493M in the first half of
the year.

Upper East Side

Upper West Side
Due to the Upper West Side’s continued shortage
of inventory, co-ops on the West Side took
the shortest time to sell relative to any other
segment of the market in Manhattan. Co-op price
increases overall were mostly positive year-overyear but significantly less dramatic than condo
sales, which are being driven up by high-end
and new development sales. The West Side also
had the highest resale co-op median price in

On the Market

255 West 84th Street - 2AE

The co-op market showed some significant
growth over last year on the Upper East Side, in
terms of the average price, which rose 15-16%
over last year. The average price of a co-op in
Q2 2014 was $1.641M and in Q2 2015, it was
$1.902M. Alternatively, there was no positive
growth in average price per square foot. This is
important as it reflects a certain malaise in the
market. The average median price of a co-op
in the second quarter was $875K, which was
slightly lower than the West Side median.

The Resale Condo Market
Due to a market shift toward new development
(a large number of new developments launched
for sales in the first half of 2015), the number
of resale condo sales declined by 9% from the
same time period last year. Inventory did increase
in the second quarter, up to 2,222 units – a 14%
increase year-over-year. However, inventory
levels are still near record lows. With little to
no restrictions on ownership, the condo market
is open to everyone including foreign buyers,
investors, and non-primary residents. This market
is not as affected as much by overpricing as the

co-op market, as there is a higher demand and
a larger pool of ready, willing, and able buyers.

Upper West Side
There was a higher number of sales of studios
and one and two bedroom categories in the first
half of the year, which may have contributed to a
7% decrease in average sales prices since last
year’s second quarter ($2.254M in Q2 2015 and
$2.419 in Q2 2014). Interestingly, in the first
quarter, the average sales price was $3.009M,
27% above the Q1 2014. However, this
significant gain in average price had a lot to do
with multiple closings over $10M at Time Warner
Center, Trump International, and 15 Central Park
West – all of which are prized by foreign buyers!
The average median price was $1.3M (over
$400K more than co-ops).

Upper East Side
There were double-digit gains (23%) in the
average price per square foot of resale condos
on the East Side over last year, which was
significantly higher than gains in the co-op
market. The average price for a co-op was
$1.902M and the average price of resale condo
was $2.721M. ($1,181/SF and $1,821/SF
on average respectively). The average median
price of a resale condo was $1.5M (over $600K
greater than co-ops).

Triple Mint Corner 10-Room Home
The Alameda
Ultra high-end luxury renovation
Old-world detail, scale and elegance

$8.225M
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The New Development Market
New development units led the way in terms of
record sales prices. The large number of high end
sales in the new development market had a huge
impact on the overall perception of the NYC real
estate market, yet new development currently
makes up only 11% of the total market! It is
evident why there was so much press attention
on this segment: new development closings in
Q2 2015 increased 64% from a year ago, and
available new development listings were up 30%
compared to last year. (There were 294 sales
in Q2 2014 and 481 in Q2 2015). Record high
prices of a small percentage of units can skew
the average or median price point of a market
segment higher. For example, closings of high
priced units at the Carlton House (21 East 61st
Street) and The Charles (1355 First Avenue at
72nd Street) pushed the East Side median price
for new developments to $7.328M! The next
highest median price of any neighborhood was
nearly half that at $3.954M downtown.
Properties sold off the floor plans also have an
appeal to buyers who are looking to purchase
“pre-construction”, who will have better choices
within that building and will potentially see values
appreciate by the time they close 1-2 years down
the road.
In addition, the finishes in brand new luxury
buildings in many cases have a much higher
design aesthetic and quality, ultimately creating
a spectacular product. In the past 20 years,
it was more common for people to buy an
apartment for the floor plan, the views, and the
building cache – they would expect to customize
their unit once it closed. Now developers want
prospective purchasers to buy unfinished units in
part because the finishes can be tailored to the
buyer’s needs. Working with top “star” architects
and international designers has become more
common in this luxury segment.

Location and views that cannot be disturbed in
those new ultra-luxury buildings, especially on
‘Billionaire’s Row’, have – for good reason –
become status symbols.

On the Market

Upper West Side
There were very few new development closings
in the first half of this year. Closings in the nowfamous One57 averaged nearly $6,000 per
square foot, which affected average square
foot numbers significantly. On the other end of
the spectrum was a wonderful new conversion
of a prewar rental to condo called the Mirabeau,
located on 91st Street and Amsterdam Avenue,
which had several closings averaging $1,800 per
square foot. Due to the limited number of new
development closings in the beginning of the
year and the widely varied price points, the Upper
West Side averages are less indicative of the true
market condition than other neighborhoods.
50 Riverside Boulevard (between 61st and 62nd
Street) is another new development which had
90% of the units in contract over the summer.
Closings have just begun to take place; however,
these closed sales do not figure into the picture of
the first half year’s sales. There are also several
luxury conversions on the Upper West Side that
have opened sales offices since April. They
include The Astor (235 West 75th Street), The
Chatsworth (344 West 72nd Street), 360 Central
Park West (at 96th Street) and The Orleans (100
West 80th Street). A new building at 1 West End
Avenue (between 59th and 60th Streets) also
commenced pre-sales in May of this year and
will have 246 units with an estimated occupancy
at the end of 2017.

Upper East Side
Closings at several premier properties in the first
quarter, such as The Carlton House (21 East 61st
Street) and The Marquand (11 East 68th Street),
drove prices upward (41% surge in average

170 East End Avenue - 5J
Sun-filled Luxury Corner Condo
Spectacular Park and River Views
Superb East Side Location
Premier White-glove Building

$3.695M

Web #3501773

price in the first quarter and 36% increase in the
second quarter from a year ago). The East Side’s
new development median price rose to $7.328M
in Q2 from $4.95M in the first quarter as there
was a significant increase in the sale of larger new
development apartments in the second quarter.
With the strong possibility that interest rates
might increase before the end of the year, (a
brief reprieve from the Fed came in September)
buyers appear to be more cautious and
discerning. Pricing conservatively, relative to
other comparable homes, will most likely attract
buyers and could encourage a bidding war.
Additionally, staging a property and making
it “show ready” is well worth the time and
money spent to create the best impression and
certainly can result in a higher price. For those
considering selling this fall, an owner can benefit
from a continued shortage of inventory. If you are
considering your options, I am happy to discuss
your specific goals and evaluate the value of
your property in the current market.
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townhouse market
The Townhouse Market
Typically the townhouse market is analyzed on a
yearly basis as the average number of closings in
this market are very low; the past 6 year average
has been 224 sales. There were 275 closings
city-wide in 2014 and only 127 of them were
single-family. Below is a snapshot of sales in
different neighborhoods in the first two quarters
of 2015.

Upper West Side
There were 18 townhouse sales (both multi and
single-family homes) in the first half of this year
(January 1 through June 30) on the Upper West
Side above 57th Street. To put this in perspective,
there were only 27 townhouse sales in 2014 all
year from 34th to 110th Street on the West Side.
The average number of West Side single-family
sales in the past 3 years is 18, and the average
number of multi-family sales over same time
frame is 10.
Single-Family Sales
Below is a list of all the single-family homes that
closed during the first two quarters this year.
After less than 5 months on the market, one of
the last remaining houses on the avenue, 247
Central Park West, closed in January for $25M;

the record high for a single-family home on the
West Side.
326 West 89th Street sold at $12.5M; a 20’
wide house with 5 stories and 7,000 square feet
on a Riverside Park block. ($1,785/SF)
26 West 71st Street sold at $11.9M; a 17’ wide
house with 4 stories and 5,500 square feet on a
Central Park block. ($2,163/SF)
296 West 92nd Street sold at $5.771M; an 18’
wide house with 4 stories and 3,240 square feet.
($1,781/SF)
125 West 87th Street sold for $5.4M; a 17’ wide
house with 4 stories and 3,400 square feet that
needed TLC. ($1,588/SF)

Upper East Side
There were quite a few sales in the first half of
this year on the Upper East Side, including 21
single-family homes above 59th Street. There
were 63 sales—both single and multi-family in
all of 2014 and 45 of them were single-family
(34th to 96th Streets). The average number of
East Side single-family sales in the past 3 years
is 54 and the average number of multi-family
sales over same time frame is 15.
Notable Single-family Sales
In stark contrast to the West Side, the East Side’s
highest price sale in the first half of 2015 was
125 East 70th Street, which closed for $37M
in January. This 40’ wide, 12,000 square foot
mansion was built in 1965 by Paul and Bunny
Mellon. ($3,083/SF)
12 East 77th Street sold at $32M; a 25’ wide
house off Fifth Avenue with 5 stories and 11,450
square feet. A historic property with a famous
roster of past owners including Gloria Vanderbilt.
($2,794/SF)
26 East 80th Street sold for $19.85M; a 23’
wide house off Fifth Avenue with 5 stories and
7,450 square feet. ($2,664/SF)

Downtown
In downtown neighborhoods (Chelsea, Flatiron,
Gramercy, West and Greenwich Village, Soho, and
Tribeca) the first half of this year, there were 24
single-family closings. Almost all of them were in
either the West Village or Greenwich Village with
only 2 in Chelsea and 1 in Soho/Nolita.

Record 2014 sale at $14M, 226 West 71st Street
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Note: Single-family sales over $10M in 2014
increased 13% over the previous year, putting

372 West 11th Street

Architecturally Stunning
River View West Village Townhome
Visit the website for a full overview of
features, floor plans, renderings & finishes.

$11.9M

www.372West11.com

upward pressure on average and median
price last year; $9,443,000 and $7,250,000
respectively. The average number of downtown
single-family sales in the past 3 years is 35 and
the average number of multi-family sales over
same time frame is 28.
Notable Single-family Sales
West Village
278 West 11th Street sold for $25M in March.
Triple mint, this designer-renovated 25’ wide
home boasts 4,920 square feet, making this a
record price per square foot sale at $5,081/SF.
Greenwich Village
20 East 10th Street sold for $18.25M in June. Also
triple mint, this 25’ wide house features 7 working
fireplaces and state-of-the-art high-end systems.
Chelsea
231 West 22nd Street sold for $9.5M in May.
Featuring an immaculate renovation with 6,000
square feet and 1,450 exterior square feet,
comprised of a front and back yard and roof deck
with a swim spa and resistance pool.
Soho/Nolita
32 Dominick Street sold for $4.1M. Built in
1826, this 3.5 landmarked Federal style house
was in need of renovation.
Selling a townhouse in Manhattan is a highly
complex process and takes experienced brokers
with an excellent track record of successful sales.
I would be happy to discuss any questions
you have regarding timing, strategy and your
property’s value in the current market.
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Stylishly Staged to Sell
A conversion in Chelsea gets a modern new look
thanks to high-end customized staging.
Luxury buyers demand more than just a great location and an attractive
price: they look for a property that speaks their language, visually.
For one condo conversion in Chelsea, the challenge was to create an
atmosphere that would help efforts to set a high price per square foot
benchmark with the first units on the market. The building had an edgy
glamour, with classic architectural details and an almost industrial-chic
feel. As a result, the staging couldn’t be cliché. The property demanded
a nuanced approach to interior design.
Finding the right designer who understood the building’s unique
character could have been a challenge. In this case, it was as easy as
making a single phone call or email. Viyet, an online marketplace for
buying and selling designer pre-owned furniture, was the perfect place
as they recently introduced a new staging program that was developed
to address the needs of high-end real estate. The service matches
developers with vetted designers who understand the luxury market.
Drawing on their extensive library of stylish consigned furniture and
accessories (which come directly from designers and their high-end
clients, as well as showroom samples), the designer creates a bespoke
decor plan tailored to the specific project. Viyet also facilitates the
immediate delivery and installation of the chosen pieces.
Viyet matched this project with House Beautiful “Next Wave” designer
Antonino Buzzetta. He was perfectly suited for the task at hand, with an
instinctive understanding of how to balance uptown style with downtown
edge. Buzzetta’s first order of business was creating a concept for the
penthouse unit. Here is a look at the “before” and “after”:
Living Room
The unit had great
bones, with large
windows, beamed
ceilings, and darkstained floors. An
angled wall gave
the living room a
unique character.

Before

Buzzetta went bold in a surprisingly neutral way. Here, large-scale abstract art
brings dynamic energy to the room while taking advantage of the expansive
wall. The three canvases also mirror the three windows, balancing the room.
Further, Buzzetta chose furniture and accessories that felt as modern as the art,
but had a tailored look. The pieces are grouped in a conversational arrangement
around a contemporary rug, giving the open space a feeling of intimacy.
Dining Room
The transitional space
between the living room
and kitchen presented
the perfect opportunity
to incorporate a dining
room, which has become
a highly-sought feature
for the upscale market.

Before

After
Here, Buzzetta chose a large faceted pendant to define the dining area. The
light’s angled construction nods to the angular elements within the unit, and
also suits the elegant-yet-bold concept of the penthouse. A round table offers
maximum surface space and doesn’t interrupt the flow of the floorplan. The
open rectangular base gives the piece a sculptural presence. Each of the
chairs has a graceful stainless steel frame that picks up the nickel finish of the
pendant. Finally, the black leather upholstery introduces a luxurious element
of texture.
In all, the project – from start to finish – was finished in mere weeks. Once the
penthouse sells, the pieces can be moved into the next unit, or they can be
re-consigned with Viyet.

After

In addition to being a great
resource for staging, Viyet can
also help de-clutter before a
sale, or provide a simple way to
sell furniture you might not want
to take on your next move (or, to
help make room for a fabulous
new model). You’ll be surprised –
your unwanted furniture may be
worth more than you think.

Jennifer Koen

VP Business Development
jennifer@viyet.com
www.Viyet.com and
http://pages.viyet.com/staging-hub/
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WHAT A BROKER MUST CAREFULLY CONSIDER
BEFORE COMMENCING NEGOTIATIONS
In my previous newsletter I spoke about the
importance of the broker’s negotiating skills.
In this article, I delve into what the broker
must carefully consider before embarking on
negotiations to consummate an accepted offer.
More often than not, buyers and sellers choose
their broker based on his or her qualifications
and personal attributes. On the whole, they
are not oblivious to what the broker’s qualities
should be before they determine who would be
their broker of choice.
The elements that must enter the
negotiating equation:
First: Whether
the broker
represents
the buyer
or the
seller, it is
critical to
establish
the fair market
value of the
property. An overpriced
or fairly priced apartment makes a
huge difference in how to develop a negotiating
strategy, and the give and take built into it
in order to reach a mutually accepted and
satisfactory meeting of the minds between
buyer and seller.
Second: It is extremely important for the broker
to understand as much as possible about the
prospective buyer or seller for clues as to how
they may negotiate. A broker should keep in
mind that the client’s experiences directly
impact the negotiations and the outcomes.
That is by fully appreciating where they have
lived, whether they have bought before and
what their experiences have been, allows the
broker to provide a better service and be more
sensitive to the client or the customer’s needs.
A buyer who has bought and sold homes in
the Midwest US will have had a totally different
experience to draw upon versus someone
who has bought and sold homes in France,
for example. Therefore, appreciating their
past experiences which may give a clue to
their negotiating approach greatly facilitates
the negotiating process, provides greater
satisfaction to the customer or the client while
engendering confidence in the broker.
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Third: It is also good to try to understand how
a buyer or seller might negotiate and what
their training in negotiation may be. A good
negotiator will understand that someone who
has attained a law degree was likely trained in
the art of negotiation. And yet, someone who
has a high level science degree may not have
the same training. Because of training alone,
a person may end up negotiating differently. In
all negotiations, the broker should demonstrate
a real appreciation and understanding of the
client-customer’s life and work to build a
strong rapport because this will provide clues
as to how they want to be treated. To
be sure, brokering is very
personal and every
individual in any
transaction
deserves to
be treated
with utmost
care and
understanding.
Should at any time
another ready, willing, and able buyer
be introduced by a co-broker, the listing
broker must weigh the negotiations solely
to the benefit of the seller. Under no
circumstances should the broker manipulate
the negotiation to favor a direct buyer in order
to obtain the whole commission. The listing
broker must always be guided by what is best
for his or her seller and chose the buyer that
serves that end.
Finally, the broker must know as best as
he or she can the attorney representing
his or her client and always be prepared to
provide the attorney any and all information
or documentation the broker may have.
Here too, developing good relations with the
attorney is extremely important to facilitate
the transaction to the full satisfaction of the
client or the customer.
To be sure, the role of the broker is pivotal
in any real estate transaction and must at
all times bear in mind that he or she is not a
mere messenger, and how they play their role
could make or break a deal. Their commitment,
honesty, knowledge, patience, and perseverance
are sine qua non to the success of any
transaction, however intractable it may be.

As seen in

Avenue Magazine
On The Beach Issue

What advice would you give someone
looking to buy real estate in your area now?
Look past bad décor. Because many buyers lack
the ability to visualize a space as it could be,
looking past bad décor or décor that is simply
not your taste or style can play a major factor in
achieving a lower purchase price. If you can see
what is possible, you may find the frog that can
become a prince. It is also important to consider
how long you plan to own the property you are
about to purchase. If you find a great apartment
and plan to be in it for a reasonably long term,
don’t worry too much about paying more than
you really want to. Negotiate as effectively as
possible but if an increase is required, it is often
wise to “go for it.” Over time, values increase
and if you love the apartment, your enjoyment
will more than make up for it.
What are some creative things you’ve done
to attract buyers to a listing? Any success
stories you can share as a result of that?
We are pioneers and have set standards for
creative marketing. I began writing a newsletter
nearly 30 years ago before companies
were creating newsletters. With my love of
architectural history, I researched and wrote the
architectural histories to hundreds of buildings
that included information that wasn’t readily
available to owners. We were innovators in
staging and remain the leaders in this area.
We created our own website and are now are
on our third version of the site. We also created
many different events to attract brokers to a
property including lectures on the history of
a neighborhood, live music, lunches, cocktail
parties and dance performances.
Left to Right: Deanna Kory, Sara McNeil, Stacey
Pashcow, Carlin Wright, Lynn Nguyen, Ileana
Lopez-Balboa, Jane Martin, Cindy Kitch
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A Sampling of Deanna Kory Team Exclusives

60 Riverside Drive - 8BCD
Asking $5.695M
Grand 10-Room Corner Home w/ Private Terrace & Spectacular Views

321 West 78th Street - 1A
Asking $4.495M
Grand, Gracious & Triple Mint 5-Bedroom Home near Riverside Park

30 East 65th Street - 8AB
Asking $4.395M
Luxury High-Floor 3-Bedroom Home w/ Stunning Designer Renovation

1 West 72nd Street - 28AB
Asking $3.6M
Extraordinary 19th Century Detail & Grand Proportions at “The Dakota”

Coming Soon!
The Deanna Kory Team has created exclusive educational resources for buyers
and sellers to navigate the NYC real estate market. These guides are unique
within the industry offering professional, experienced insight and knowledge
from one of the leading brokers in Manhattan. If you would like to be one of the
first to receive a complimentary copy, contact us:
DEK@corcoran.com or deannakory.com

Living on Fifth Avenue

The newest publication in the Deanna Kory Team’s exclusive book series is coming
soon! Living on Fifth Avenue will feature extraordinary images that capture all
aspects of life on this iconic thoroughfare. This one-of-a-kind book explores all of
the aspects of why owning a residence on Fifth Avenue is so special.

The Buyer’s Guide

The Deanna Kory Team’s Exclusive Buyer’s Guide is a comprehensive resource
covering topics such as: 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 so much more!
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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 The Deanna Kory Team’s Recent Sales
Address				Price
300 Central Park West, 23G
$10,300,000
595 West End Avenue, 9th Floor
$7,450,000
911 Park Avenue, 12A*		
$7,875,000
965 Fifth Avenue, 15B		
$4,750,000
22 Riverside Drive, 12/13		
$7,200,000
170 West 76th Street, 302		
$4,000,000
1150 Fifth Avenue, 6B		
$7,600,000
463 Greenwich Street, PH		
$9,500,000
161 West 75th Street, 12DE		
$4,850,000
375 West End Avenue, 7CD		
$4,000,000
200 Riverside Boulevard, 39A
$3,800,000
522 West End Avenue, 3AB*		
$4,500,000
508 West 24th Street, PHN*
$11,400,000
146 West 57th Street, 72C		
$3,900,000
22 Riverside Drive, 12/13		
$7,200,000
1111 Park Avenue, 11D		
$4,275,000
211 Central Park West, 8K		
$5,150,000
37 Riverside Drive, 15B		
$3,310,000
1965 Broadway, 10H		
$3,075,000
160 West 86th Street, PH3*		
$6,900,000
30 East 65th Street, 12/13E*
$2,665,000
150 Charles Street, M10*
$13,700,000
267 West 89th Street, 4B		
$4,375,000
455 Central Park West, LM6		
$3,400,000
455 Central Park West, LM19
$4,400,000
*represented the purchaser

595 West End Avenue, 9th Floor

1150 Fifth Avenue, 6B

463 Greenwich Street, Penthouse

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? Follow The Deanna Kory Team 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.

