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Each year, I write this newsletter to provide
you with a comprehensive review of the prior
year in the Manhattan residential real estate
market along with an assessment of what
may happen in the spring market. As we begin
2016, we find ourselves in the throes of a rocky
financial market, and many in the industry are
wondering what effect such volatility will have
on New York City real estate. As experience has
shown, current fluctuations in the market do
not necessarily have a long-term effect on sale
prices. In fact, in years past, the New York real
estate market has often outperformed the Wall
Street financial markets. Since we are still at the
beginning of the year, I caution readers not to
overreact but to stay the course with their plans
to buy or sell, because the market will evolve
throughout the year and beyond.

A GENERAL REVIEW OF 2015
All statistics and reports on sales in 2015 are
based on actual closed deals. In this regard,
it is important to explain the trends of the
market we have experienced and how they have
affected the number of new signed contracts
over the past year. In times of economic
uncertainty, there is often a disconnect between
data from closed transactions and newly signed
contracts/new business. For example, some of
the highest closed sales reported at this time
will be the ones where a buyer signed a contract
for a new development apartment a year or two
earlier. The closed sales data should be referred
to as “Reported Market Data” versus new
business, which is “Real Time Data.”

In “Reported Market Data,” the number of
closed sales in 2015 was one of the highest in
Manhattan real estate. This was much higher
than previous years in large part due to the
closings of properties in new development.
As a result, the median sales price of $1.1
Million exceeded the last pre-Lehman high,
set in second quarter 2008 at $1.025 Million,
which was the last time it surpassed the $1
Million mark based on closed sales information.
Additionally, average sales price per square
foot and sales volume based on closed sales all
showed sustained growth throughout the year.
One data point of note was that the volume of
2015 sales over $10 Million was down 14%
from 2014, which indicates a lower demand in
this category.
Throughout 2015, many sellers became
frustrated as they were unable
to realize the high prices they
expected, specifically because of
differed perceptions of buyers and
sellers about the market. This
made it difficult to bridge the gap
between the two parties in order to
consummate a deal.

Licensed Associate
Real Estate Broker

MARKET SEGMENTS
The NYC market consists of many different
types of housing in various locations and
buildings which have different and distinct
qualities in terms of architecture and amenities.
Each segment is affected in a different way
depending on supply and demand as well as
other factors, especially location.
Re-sale Co-ops
• Prices of uptown sales of co-ops were flat
overall. Spring 2014 was a peak time for co-op
sales prices uptown. Of course there were
exceptions, with some record sales for unique
properties.
Prices of downtown sales of co-ops were also
flat, but the inventory of co-op buildings was
much smaller than uptown.
•

Jonathan Miller of Miller Samuel, a
top market analyst and appraiser,
talks about sellers and agents
listing properties using “aspirational
pricing.” Aspirational pricing is
common in good markets and often
produces high prices. However, in
a normal or moderate market, it is
tantamount to wishful thinking where
Penthouse at 463 Greenwich Street
sales price expectations exceed
the market value by a reasonable degree. Mr.
Re-Sale Condos
Miller feels that we have seen and will continue
• Overall, sales prices of resale condos were
to see a lot of “aspirational pricing” - many
on par with 2014; as above, there were higher
overpriced listings that never end up selling and
sales that bucked the trend.
require a price reduction to achieve a sale. This
New Development (new construction):
is an important point which current sellers and
• Overall, depending on the building, this
buyers should keep in mind. Proper pricing is
segment was a little stronger, but time may
particularly important in a normal or transitional
show whether there will be a slowdown in this
market; it can make the difference between a
quick high sale and a prolonged time on market, segment depending on how the market evolves.
which eventually will require a price reduction.
Continued on page 2
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market review
Continued from page 1

• The

• There

were a few exceptional new buildings
where expectations were met. One such
building is 220 Central Park South, which
is ultra-high end in a special location with
unobstructed views of Central Park.
New Development (conversions from rental to
condo or co-op):
• This market has fared reasonably well as
developers have been “raising the ante” in terms
of interior décor and design. Another reason is
that developers were ‘listening’ to the market
and creating layouts that work for today’s buyer.
Townhouses
The townhouse market fared well in some areas
and less so in others.

Upper East Side was on-par with the
previous year, although overall it took longer to
sell each house. There were over 40 sales of
single-family homes last year. Two record sales
were both grand prewar single-family mansions
over 12,000 square feet; 125 East 70th Street
for $37M and 41 East 70th Street for $33M.
• The

Upper West Side showed a slowdown
in sales of single-family homes. There were
approximately 20 single-family sales in 2015.
Most of the sales took place in the 2nd half of
the year.
Downtown house sales increased with
approximately 50 single-family sales last year;
a marked increase over the two previous years
where both averaged 36 sales. The highest
ticket price sale Downtown, 16 East 10th Street,
•

closed in September for $38.5M. The singlefamily mansion was fully renovated, offered over
10,000 square feet and is located just off Fifth
Avenue.

PROJECTIONS FOR 2016
Factors that can influence the market:
Interest rates: Since the Fed’s rate increase,
mortgage interest rates have been steady if
not lower. Given current market violatility, it is
not likely we will see the Fed increase rates
further. So far, there has not been any significant
adjustment related to interest rate levels, which
bodes well for the upcoming spring market.
The falling price of oil: The falling price
of oil has ultimately wreaked havoc in the
financial markets, resulting in volatility and
unpredictability in the stock market. Foreign
markets are stumbling, Europe never fully
recovered, and Russia and the Middle East have
been hurt because of the depressed oil prices.
Disclosure of identities mandated by
the Treasury Department: The Treasury
Department announced that it will begin
mandating the disclosure of identities of
“secret buyers” of Manhattan (and Miami)
homes costing $3 Million and above.
This applies to cash-only transactions
conducted using shell companies like limited
liability companies, or LLCs. The recent
announcement caused quite a stir in the
Manhattan residential real estate community,
but the real impact remains to be seen.
Political uncertainty: The increase in global
conflicts and terrorism has been in the spotlight.
The recent Paris attacks coupled with the
continuing war against ISIS and the potential
for additional attacks weighs heavily in peoples’
minds. Moreover, 2016 is a presidential election
year, and many candidates have been voicing
their concerns about our nation’s security; such
talk precipitates heightened anxiety and may
contribute to the volatility in the market.
In addition to the factors mentioned above, over
which we have little or no control, there are
many other factors that can directly impact the
market. Here is a list of those primary factors:
Fewer foreign buyers from Europe, the Middle
East and Russia are expected to purchase condo
units in New York City, which might ultimately
impact the co-op market. In addition, China
hit a bubble and its strong economic growth
could not be sustained. Reports are showing
Continued on page 7
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CUT THE CLUTTER – AND MAKE THE SALE
Amanda Wiss, Professional Organizer, Urban Clarity

When prospective buyers see your home, they
want a blank slate onto which they can project
themselves and their future lives. If your home
is highly customized (that indigo mood wall, or
that incredible print you scored at a Chelsea
estate sale), or even a little lived-in (the last
10 years of your children’s school pictures are
adorable to you…), buyers struggle to envision
themselves there. Think of a showing as a first
job interview: you want to appear polished and

someone more objective, like your realtor or a
professional organizer. They will come in with
fresh eyes and quickly identify elements that
need to change.
2. Make Lists: As you’re evaluating each
room, take notes and make lists of what needs
to be accomplished there. It may help to break
it down to two lists, “must-do” and “wouldbe-nice”, to prioritize the tasks. For example,
repainting your entire brownstone may not
be realistic, but repainting a single bedroom
might. If renovating your entire kitchen is not
on the horizon, consider switching out cabinet
or drawer pulls, or updating countertops or
appliances.
3. Start Tossing! Get down to the dirty work
of removing excess by throwing away or by
donating items you don’t need anymore.
Things you truly can’t part with can be moved
into storage or a second home temporarily.
If you can’t make up your mind, think about
enlisting a professional. When you start digging
into closets and cabinets, and your whole life
is sprawled out on the floor, it can feel terribly
overwhelming.

30 East 65th Street, Apartment 8AB

professional, impressive but not overly dramatic.
Most important in creating that positive first
impression is clearing out the clutter. It makes
your home feel lighter and more attractive,
which in turn means more offers and a faster
sale – not to mention a more organized and
peaceful state of mind for you at this hectic
transitional moment. But the clearest path
through the clutter isn’t always obvious. Start
with these steps to get you closer to a clean,
ready-to-sell living space.
5 STEPS TO GETTING YOUR HOME READY
1. Look Around, with Different Eyes: It’s
hard to be objective when it comes to beloved
items in your own home. That said, now is
the time to carefully evaluate. Assess what
really needs to go, what can stay, and what
may need to be tweaked. Do a walk-through
of each room, and be honest about what
might throw off a prospective buyer in each
space. Don’t trust your own judgment? Enlist

A professional organizer will help you sort
through it all: disposing of items in bulk,
handling donations, shredding old files,
recycling electronics and more. For items you
wish to remove during showings but don’t
want to part with, an organizer can coordinate
movers and get those valuables safely into
storage. It’s a daunting process, but one that
can be managed well with some outside
assistance.
4. Consider Additional Finishes: Once
you’ve cleared out the clutter, you can think
about any work you might undertake to get
your space truly shining such as refinishing
floors, repainting, reupholstering or replacing
furniture. A relatively small investment can pay
off exponentially.
5. Put It All Back Together: Now it’s time
to reassemble your space, arranging what is
left after the decluttering in the most appealing
way. At this stage you may also need some
new additions. A piece of artwork or furniture,
a mirror in an entryway, new bed linens, a
thoughtfully placed vase of flowers – these

Five Easy Fixes
You Can Do Today!

1

Clutter is an unavoidable nuisance for most.
But when it comes to selling a property, it is a
serious hindrance. Decluttering your space may
be the most important preparation for showing
your home – and for landing that coveted asking
price, or much higher.

1. Swap out all the mismatched

hangers in your closet for uniform
ones. It makes the entire closet
neater, saves space and becomes
more inviting.

2. Stock all bathrooms with white

bath towels. White feels clean and
neutral in a good way.

3. Dispose of newspapers, magazines,
and excess paper everywhere. An
open space lets a buyer imagine
how they want to inhabit the space.

4. No matter how adorable, pets

should not be present during
showing. Moving the dogs’
monogrammed beds out of sight
makes a significant difference in
selling your home.

5. While children’s stuff can be

present, minimize excess toys and
definitely move large pieces of
children’s gear offsite to create a
more streamlined abode.

details make a difference when prospective
buyers see a home for the first time.
Remember, this process can feel exhausting
and anxiety-provoking, but it is temporary and
it’s ok to ask for help. A professional organizer
will help you through the process. So take a
deep breath and get ready to visualize your
next amazing home.
Amanda Wiss
Founder, Urban Clarity LLC
Phone: 917.449.9700
amanda@urbanclarity.net
http://urbanclarity.net
Featured in the Wall Street Journal!
See “How a Pro Helps Tackle Clutter”
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LANDMARKS PRESERVATION 101
What can and cannot be done to your landmark building?
By Hansel Hernandez, Historic Preservation Specialist

There are often many questions related to
renovating or modernizing certain elements of your
brownstone façade or your prewar apartment that
is within in a landmarked district. The Landmarks
Preservation Commission provides oversight on
all improvements ensuring the history of the city
is well-preserved for years to come. There are
many complexities related to navigating the ins
and outs of building department permits, as well
as application and filing processes, so it is best to
have a general idea of what is allowed and what
is not regarding the work you are intending on
undergoing. Hansel Hernandez provides answers
to many of the most frequently asked questions.
What is a landmark façade?
The Landmarks Preservation Commission (LPC)
has jurisdiction over a designated
Individual Landmark, or any building
inside a designated historic district. Work
proposed on the main street façade, the
side, secondary facades, the rear façade,
and the roof of any of these buildings has
to be pre-approved by the Commission
before the proposed work can take place.

Taken as a whole, the buildings in a designated
historic district come under the purview and
protection of the Landmarks Commission.
How do you make changes to a landmark
façade – what is the process?
First you will need an application form. You
can obtain an application and a copy of filing
instructions from the Landmarks Commission’s
Web site, www.nyc.gov/landmarks, by calling
311, or in person at their offices, 1 Centre Street,
9th Floor, New York, NY 10007.
Applications must be accompanied by
photographs, drawings, building material samples
and/or photo-montages to illustrate the existing
condition of the feature that is to be repaired or

What is the difference between a
landmark building and a building
within a designated historic district?
There is no difference in the level
of protection between an Individual
Landmark and a building located in
a designated historic district. The
difference would be that the Individual
Landmark would have more architectural,
historical, or social significance relating
to the history of the City of New York. The
Individual Landmark would have eminent
architectural importance associated
with a famous and prolific architect(s),
or feature significant craftsmanship or
particular building technique; important
historical events would have taken place
in it; or groundbreaking social issues, or
an illustrious person would have been
associated with it. At the same time, a
row-house, office building, apartment
building, or commercial storefront in
a historic district may, as a whole,
contribute as part of the streetscape
which contains special architectural
character in that particular neighborhood.

4

The San Remo at Central Park West and 74th Street

replaced, and the proposed new work. You can
call the Landmarks Commission and speak to
a staff member to discuss which materials are
needed, or to arrange a meeting at their offices
for further discussion of the proposed work.
After you complete the application form, and add
the necessary descriptive materials, you can mail
or deliver them to the Commission where they
will be docketed and assigned to a staff member.
The staff member then determines whether
the application is complete, and which type of
permit is needed for the proposed work. The staff
member will contact you to discuss the proposal,
the materials, and to indicate if anything else
is needed to process the application and issue
the work permit. The applicant has to wait until
receipt of the Landmarks permit in order to do
the proposed work.
The Commission issues two types
of permits for work to be done on
designated buildings:
Certificate of No Effect (CNE)
• Issued when the proposed work
requires a Department of Buildings
(DOB) permit, but either does not affect
the protected architectural features of
a building, or meets criteria spelled out
in LPC’s Rules for specific alterations to
the exterior of buildings
• Work covered: interior renovations,
plumbing and heating equipment
installation; rear wall alterations,
cleaning or repair that requires DOB
approval, such as Local Law 11 repairs
• Valid for four years
• Public hearing not required
Permit for Minor Work (PMW)
• Issued when the proposed work
does not require a Department of
Buildings (DOB) permit, and which
either meets the criteria under LPC’s
Rules for specific exterior alterations or
is considered to be good preservation
practice
• Work covered: exterior painting,
replacing doors or window sash,
installing storm windows, or masonry
restoration, cleaning or repair, and
restoration of architectural detail
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What is the process to install new windows?
No permit required:
• Weather stripping, caulking, puttying
• Replacing broken glass
• Repairing suspension systems (cords, pulleys,
etc.)
• Repairing or replacing window hardware
• Repairing window components by partial
replacement, scraping, filling, or sanding
• Painting window sash or frames the same
color
• Installing most interior storm windows or
panels
• Installing interior security gates or grilles
• Installing regulation child guard
Permit required:
• Painting window sash or frames a different
color
• Installing new window sash or frames
• Installing exterior storm windows and exterior
storm window frames
• Installing or removing exterior shutters
• Installing window awnings
• Repairing or altering window frames
• Installing or removing exterior security window
grilles or bars
• Changing the shape or design of window
openings
• Blocking in existing windows or opening up
new ones
• Restoring original or architecturally appropriate
window openings
• Replacing (extensive) original window materials
or consolidating with epoxies or other plastic
If you live in an apartment building and want to
replace your window sash or frames you require
a permit from the Landmarks Commission. With
your application you should include photographs
of the existing windows, measured drawings of
the existing windows, measured drawings of the
proposed new windows, and a color chip of the
color that is changing. You generally get these
materials from the window installer.
What is the process to install through-wall
A/C units?
No permit required for installing:
• Window air conditioners that don’t require
brackets affixed to the exterior, or don’t alter the
window sash or frame
• Window fans that don’t require brackets
affixed to the exterior, or don’t alter the window
sash or frame

The Rich & Unique History of NYC Architecture
The history of New York City’s architecture has always
been of special interest for Deanna. Over the years
she has researched and written or commissioned
architectural histories for hundreds of apartment
buildings and has enjoyed sharing these histories with
those who reside in these buildings. For the full list of
buildings, visit www.deannakory.com and if you would
like a copy of the architectural history of your building,
please contact Deanna at dek@corcoran.com.
Permits required for installing:
• Window units that require brackets affixed to
exterior or alter the window sash or frame
• Central air conditioning systems that require
exterior condenser units, chillers or fresh air
intakes
• Through-the-wall air conditioning units
• Split heating and cooling systems
If you live in an apartment building and want
to install a through-wall A/C unit it requires a
permit from the Landmarks Commission. The
proposed unit should be centered beneath a
window opening, the exterior grille should be
mounted flush with the exterior wall, and the
exterior grille has to be painted to approximate
the color of surrounding masonry. With your
application you should include photographs of
the building or area where you are proposing the
installation, measured drawings, and a color chip
of the proposed color of the exterior grille. You
generally get these materials from the A/C unit
installer.
A good first step for either new windows or
through-wall A/C’s would be to check with the
building management to find out if the building
already has a Landmarks-approved throughwall A/C unit or window replacement Master
Plan. The Master Plan would have the approved
window and/or AC unit drawings, which were
reviewed, approved, and granted a buildingwide permit sometime in the past. This would
eminently expedite the application process with
the Commission. All you need to include with your
application are copies of the approved Master
Plan drawings and photographs of the area
where you are proposing the unit installation or
photographs of existing windows. If management
is unsure about the Master Plan, you may call the
Landmarks Commission to find out if in fact the
building already has one.
What is exempt from a Landmarks
designated area/what are the exceptions?

As a general matter, the Landmarks Preservation
Commission regulates all outside facades and the
roof of all designated buildings. It also regulates
“hardscape” features, such as the installation of
sidewalks, paths, front areaways, rear gardens,
patios, etc., but does not regulate “landscape”
features. In addition, the Commission generally
does not object to proposed interior alterations in
a designated house or apartment, but it is does
review interior work which requires a Department
of Buildings permit. This type of review is done
in an expeditious manner and only takes a few
days.
What if the back of a building is not in a
Landmark area?
The rear of designated buildings comes under
the jurisdiction of the Landmarks Commission, as
stated above. All buildings facades and the roof
come under the purview of the Commission.
Can you do thru wall A/C in back of building?
Yes you can, see instructions for filing for a permit
for the installation of A/C units.
If you are a townhouse owner or on the Board of
your building and would like more information and
consultation on how to handle landmark issues,
you can reach Hansel by email at hansel5@
hotmail.com
Hänsel Hernández is an architectural conservator
specializing in the preservation and rehabilitation
of historic buildings and monuments, and cultural
resource management. He received his Master’s in
Historic Preservation from Columbia University. He
lives in New York City and
has worked for the New York
City Landmarks Preservation
Commission, the Getty
Conservation Institute, the
National Park Service, The
American Academy in Rome,
and the Museum of the City
of New York.
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STARTING A RENOVATION IN NYC
By Donna Paul, President, Designer Previews

It is no secret that buyers purchasing a new home
in the complex and competitive New York City
real estate market are confronted with an array
of decisions, some more daunting than others.
Among the most challenging can be a renovation.
Once an apartment is purchased most buyers
face some kind of renovation. Hard stats on
percentages are understandably hard to pin
down, but anecdotally, nearly 50%, if not more,
of new buyers intend to renovate to some extent.
Renovation can be an expensive undertaking.
Having the right professional team in place will
make the difference. It’s far more than just hiring
a contractor. Construction drawings are what

After listening to many clients repeatedly voice
the same concerns, I’m sharing a list of those
frequently asked questions.
How do we explain the new look we want?
Clients often ask to help identify the style they
want for their home so that they can explain it to
their potential designer. They hear so much about
“modern, contemporary and transitional,” yet
those words can mean different things to different
people. And they’re just labels that often don’t
describe what they really want. An experienced
consultant goes deeper, to help focus and
interpret what clients mean so they are confident
about expressing their desired renovations.

important to have good communication and trust
and enjoy a sense of confidence.
We know we need to work with a design
professional, but what are the costs?
Designers have different ways of billing. Most
common, is a flat fee for the early stage, called
“design and concept development.” After that first
phase, when furniture, fabrics, and decorative
items are purchased, there is a percentage of
mark-up on goods that the designer gets at a net
(discounted) cost that is passed on to you. That
mark-up can vary depending on the designer’s
experience and business ethics. On average the
mark up can be 25%; with most designers in
NYC it ranges between 30-35%.
With architects the pricing structure is different.
The most common way is by charging a certain
percentage of the overall construction cost of
project.
Do you need to hire an architect and an
interior designer to renovate our kitchen
and bathrooms?
The answer is; not always. It’s common that
homeowners assume that they need to hire two
design professionals. It’s often not necessary to
hire both. Many interior designers are expertly
trained to draw complex plans and have
done hundreds of kitchens, baths, and new
construction in NYC spaces. It is absolutely true
that all drawings presented for permit approval,
(and building approval) need to be stamped by a
licensed architect, and many interior design firms
have such a professional on staff.
We have some furniture we like and want to
keep; will a designer let us do that?
Yes of course. Any designer you hire has
to understand your attachment to existing
possessions and can weave these existing
pieces into your new look. These items need to
be looked at in the early stages of the project,
and then worked into the plan.

A West Village townhouse required a gut renovation

reputable contractors work from. They are drawn
according to the myriad rules and regulations that
exist in New York City, and one needs a licensed
architect and/or an interior designer for that.
But how do you get the right architect and/
or interior designer on board? Today with an
overload of information, much of which can be
incorrect or misleading, clients are often confused
on how to move forward. Whether facing a full-on
gut renovation, a moderate fix-up, or a simple redo of a few rooms, it can be overwhelming and
stressful. Finding the right designer or architect is
a job in and of itself.

What are the most important qualities to
look for in a designer-client relationship?
In a word: Chemistry. Honestly, it’s like most
things in life: a mutual understanding and good
communication between people that produces
great results. The essential ingredients have to
be there: It’s always about the ‘click’ – when you
meet the right designer you know.
Of course, evaluating their design skillset and
sensibility, their approach to the project, cost, as
well as their process, all need to feel right as well.
Designers do not need to be your best friend, but
you’re going on a journey with them, and it’s

For more information and expert advice,
please contact Donna Paul, President of
Designer Previews. For
more than 25 years
Designer Previews has
matched thousands of
discerning clients with
the best designer or
architect for any type
of project.
Donna Paul, President

212-777-2966 designerpreviews.com
NEW YORK | BOSTON | LOS ANGELES | MIAMI | THE HAMPTONS

6

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

market review

THE UPCOMING SPRING SEASON
that there is a slight slowdown in Chinese
investment in NYC real estate. However, those
foreigners who wish to invest money outside
their country will still look at New York real
estate as a safe haven.
Market volatility has an impact on buyers.
Fear and lack of confidence in the economy
affects buyers who wish to purchase a new
home, that said, this volatility may or may not
endure.
				
		
Sales
Avg PPSF
Resale Co-ops			
1Q2015		2,164 $1,102
2Q2015		2,453 $1,160
3Q2015		2,298 $1,210
4Q2015		1,914 $1,210
Resale Condos			
1Q2015		1,097 $1,731
2Q2015		1,300 $1,708
3Q2015		1,232 $1,688
4Q2015		996
$1,788
New Development			
1Q2015		515
$2,220
2Q2015		481
$2,426
3Q2015		558
$2,065
4Q2015		814
$2,142
				
Supply and demand. Manhattan market wide
is currently still considered under-supplied,
although most segments recorded a welcome
increase over the previous year. In many
segments, supply varied considerably by unit
size, and three of the four bedroom sizes were
undersupplied during 4th Quarter 2015. Studios
were the most undersupplied, one and two
bedroom residences were also undersupplied,
but had increases in supply compared to last
year. Three+ bedroom units were roughly equal.
This lack of supply of desirable apartments or
homes, coupled with strong demand still bodes
well for those sellers.
Bonuses are on par with last year, and
people with money in hand often look to buy a
home.
The new development market is the segment
that has attracted much media attention due
to high sales figures and ultra-luxury new
buildings. There are a lot of fluctuations and
potential gains that could take place that will
affect the 2016 new development market. The
following are factors to consider:

Continued from page 3

Developers are eternal optimists. Every
developer feels that their project is the best and
will engender the highest price. This is a good
thing in a strong market, and a liability if the
market falters.
•

On the Market
A Sampling of Deanna
Kory Team Exclusives

Land prices escalated to exceedingly high
figures. There are many developers and wouldbe developers who are looking to buy land, and
thus the demand is far exceeding supply.
•

•A

developer has to make exceptionally high
offers on land and feel confident that they can
garner a certain amount of square feet and
sell at a high price. In addition, labor and soft
costs have risen, creating a situation where a
developer must attain a certain high price to
cover overall costs.

211 Central Park West - 2G
Asking $7.85M
Stunning corner 9 into 8-room on the Park! 3-4 Bed, 4 Bath,
Eat-in Kitchen, W/D, Butler’s pantry. Historic white-glove co-op.

• There

are a large number of new development
buildings in the pipeline. As of now, 3,000
units are in the pipeline for the near term. That
number will increase as the year progresses.

THE GOOD NEWS FOR 2016
Positive things to remember during a transitional
market:
• There

are always people in the market who
must buy and sell.
• The

re-sale inventory is still low relative to
previous years.

863 Park Avenue - 5E
Asking $3.995M
Sunny and gracious Classic 7-room home. Mint condition,
exquisite detail, butler’s pantry, W/D. Boutique Prewar Co-op.

• The

Fed interest rate increases signals
confidence in the economy.
• There

are some opportunities for buyers in a
transitional market (certain market segments
may fare well while others suffer).
Proper Pricing is the Key to Success
When a seller prices an apartment based on
what the market will realistically bear, it will sell
and may even attain higher than the asking
price. We price apartments appropriately
and on average, our sales are at or above the
asking prices we establish. We provide an
extensive comparable analysis before pricing a
property. Most often our valuation of properties
is within 5% of sales prices. Proper pricing and
presenting a property in the best possible light
are key in this transitional market!
The Deanna Kory Team knows what it takes
to market properties effectively and achieve
record high prices. We price analytically and
our evaluation is usually spot on. We would
be happy to discuss your personal real estate
goals. Please contact me directly at
dek@corcoran.com or (212) 937-7011.

455 Central Park West - LM17
Asking $7.65M
5,317 sqft luxury duplex condo overlooking Central Park.
5 Bedrooms, 6 Baths. Historic bldg. Extraordinary amenities.

30 East 65th Street - 8AB
Asking $4.395M
Cold Coast luxury 3 Bed 3.5 Bath Upper East Side home. Custom
designer renovation, superb storage. Full-service co-op building.
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#1 at Corcoran in 2015!
With an excess of $235 million in sales, The Deanna Kory Team outperformed the competition in 2015. The Deanna Kory
Team are consistently named by industry colleagues as one of the teams they most respect and enjoy working with – small
wonder given their enormous capacity for hard work, and their sharp, intelligent approach to deal-making. In 2015 this
dynamic team dominated the residential sales market and earned their stellar reputation as the best in the industry.

Ileana Lopez-Balboa

Stacey Pashcow

Jane Martin

Deanna Kory

Lynn Nguyen

Carlin Wright

Cindy Kitch

Sara McNeil

Sampling of The Deanna Kory Team’s 2015 Sales
Address			
300 Central Park West, 23G
595 West End Avenue, 9th Floor
911 Park Avenue, 12A*

Price
$10,300,000
$7,450,000
$7,875,000

170 West 76th Street, 302
965 Fifth Avenue, 15B
1111 Park Avenue, 11D

$4,000,000
$4,750,000
$4,275,000

146 West 57th Street, 72C
1150 Fifth Avenue, 6B

$3,900,000
$7,600,000

www.DeannaKory.com

corcoran

corcoran group real estate

Address			
463 Greenwich Street, PH
161 West 75th Street, 12DE

Price
$9,500,000
$4,850,000

22 Riverside Drive, 12/13
170 East End Avenue, 5J
200 Riverside Boulevard, 39A

$7,200,000
$3,695,000
$3,800,000

211 Central Park West, 8K
310 West End Avenue, 12CD
150 East 73rd Street, 6D

$5,150,000
$3,595,000
$3,500,000

Address			
1965 Broadway, 10H		
160 West 86th Street, PH3*
30 East 65th Street, 12/13E*

Price
$3,075,000
$6,900,000
$2,665,000

267 West 89th Street, 4B
150 Charles Street, M10*
455 Central Park West, LM6

$4,375,000
$13,700,000
$3,400,000

37 Riverside Drive, 15B
$3,310,000
455 Central Park West, LM19
$4,400,000
		
*represented the purchaser

Facebook.com/DeannaKoryTeam

Twitter.com/DeannaKory
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.

