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SPRING MARKET SNAPSHOT
WHAT TO EXPECT IN 2017
Much has changed since the last newsletter!
We have just inaugurated a new president and
the negativity leading up to the election is over,
at long last. During the last 12 months many
changes occurred that were impossible to
foresee. Even the election and its effect on the
financial markets was not predicted by the media
or the financial sector.
Below is a brief review of the New York City
residential real estate market that covers the last
six months along with my take on what the future
may hold.
Generally, July is a slow month in terms of sales
of properties above $4 Million. This past July,
the market slowed significantly and did not
improve in August at all. Concerns about the
result of the election was a major factor and
consequently prices suffered appreciably. An
increasing number of sellers either lowered
their asking prices on their own or negotiated
prices down substantially.
As is normal in September, the sales outlook
brightened somewhat. With the advent of the fall
seling season and the exhaustion of waiting for
the election to take place, buyers began making
offers on properties. This was the beginning of a
release of some of the pent-up demand. October
sales accelerated and housing resale volume
rose in October, especially in the under $4 Million
price category. In some cases, contract prices
were higher than anticipated based on the recent
pessimism in the market. Sales volume in the
higher price ranges (over $4 Million) increased in
some cases as well.
Subsequent to the election many of the financial
market indices rose dramatically which aided in
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maintaining significant strength in the residential
real estate market. November was stronger
than the previous 10 months of 2016, in part
because of the strength of the financial markets
but largely because of growing demand, still
relatively lowered prices and low interest rates.

create more capital for corporations, thereby
spurring greater profits. Often this results in
corporations hiring more people and spending
more on expansion of their businesses.
3) Infrastructure projects: Historically our
economy is boosted when government invests in
national infrastructure projects. This is an agenda
item for the new administration.

At the end of November and into December the
market was again brisk in terms of an increase in
contracts signed. Of
particular note was
the number of $4
Million plus contract
signings. During the
week of November
27th there were a
whopping 37 contracts signed in this
category! Most of
those were in new
development condos
downtown and many
at 30 Park Place,
the Robert AM Stern
building in lower
Manhattan, a conApartment 19E at One Riverside Park - On the market
dominium building
which also houses a Four Seasons Hotel. During 4) Military spending: Increases in military
the week of December 5th, there were 30 con- spending tends to spread to many domestic
tracts signed for over $4 Million. However, given industries. This improves local and regional
the sluggishness in this category since January, economies and increases a confidence about the
the $4 Million+ market was down 15-18% in economy overall.
2016 over 2015.
Acting on these measures will be enough to
engender optimism in the business community
Overall in 2016, the $1 - $3 Million market fared at least for the next 6 months and may well
Manhattan’s new residential skyline
the best in terms of sales volume with co-ops translate
to a substantial increase in volume and
outpacing condos as co-ops are priced lower possibly prices of residential sales.
per square foot and represent a better value for
many buyers.
Psychological and practical reasons for
stronger sales:

LOOKING FORWARD - 2017

Most people believe that the new incoming
administration signals a pro-business position.
Below is a list of changes that are expected:
1) Lowering personal tax rates: Lowering
personal tax rates leaves additional funds
available for consumer spending. Historically, tax
cuts have helped to stimulate the economy.
2) Cutting corporate taxes: Cutting corporate
taxes and reducing regulations are designed to

In addition to the above there are psychological
factors that will have a direct impact on improving
the sales market.
1) Certainty: Up until November 9th, uncertainty
had an adverse impact on the market. Once the
election results became known, the uncertainty
that the election contest evoked was over. Based
on what we know about President Trump’s
agenda and a Republican administration, many
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people are assuming that the financial markets
will improve. If this happens as is expected, it will
give New Yorkers the sense that Trump is making
good on his promise to improve the economy
which will aid the market in the first half of the
year.
2) Tired of waiting: Whenever times are
uncertain people wait to see what will happen.
At some point, buyers get tired of waiting and
decide to buy. At that point, the pent-up demand

FOREIGN BUYERS
In the height of the market, foreign buyers were
eager to buy property in New York City, often as
they sought safe haven from their economies.
Even though foreign buyers constituted much
less than half of the condo sales purchases,
because of the weak dollar, sales were brisk
and led to higher prices. That market cooled
dramatically in 2015 and more so in 2016
because the lower exchange rate against the
dollar. Many speculate that there could be a
resurgence of foreign buyers in our market,

THE NEW DEVELOPMENT MARKET
New Development (new buildings or
renovated conversions of rentals to condos)
have consistently been in the news primarily
because of the super high-end sales figures
and the creation of “Billionaire’s Row” along
57th Street. It is worth noting that the
inventory of available units has increased
since 2014 in part because of the building
boom and more recently because of a
decrease in sales.
Important figures to consider in this area are
as follows: The New York City Department
of Buildings construction permits issued
for Manhattan reached a record number of
10,000 units in 2015. This was partly due
to developers wanting to take advantage
of the strength of the market but more
importantly due to the expiration of a very

to purchase creates a situation where properties
tend to sell more quickly and often at a higher
prices. As stated above, we did experience
a growing demand this fall. I believe this will
continue well into 2017.
3) New inventory/new year: Traditionally,
owners decide to put their units on the market
at the beginning of the year. New properties, if
priced right, can sell quicker and prompt other
sales. After January 1st the combination of New
Year’s resolutions and bonus money in hand
more often than not translates into a strong NYC
residential real estate market.
4) The impact of the increase in interest
rates: As rates are low and slowly increasing,
many want to get in and buy before rates further
climb; this factor in and of itself spurs buying.
And while some may argue that an increase in
rates may mean a slowdown in the market, if the
overall economy improves, the real estate market
will continue to be strong.

2

beneficial tax abatement (421a) at the end
of 2015. By mid-2016, there were only
permits issued for 634 units in Manhattan.
The other aspect to consider with a slower
market is the current pipeline of inventory of
new development condo units: that pipeline
at the end of 2016 was 16,456 units and
by mid-June it was not much lower: 15,931
units. While that may seem high, consider
this fact: In 2007, the last peak of the
market, the number of condo units in the
pipeline was nearly 26,000!
Anyone looking at new development today
knows that for the most part, developers
are hurting….and deals are to be had. And
while there are a few exceptions and some
bright lights recently, it remains to be seen
how this market fares overall.

this may be doubtful still because of the low
exchange rate against the dollar.
New York City as well as several other US large
cities, are considered safe havens for foreigners
to invest money. This fact is further enhanced
because of other developments:

• Brexit makes investing in London more
unpredictable and NYC more appealing.

• Concerns over China/US relations worry
many Chinese who have been continually
taking money out of their country to
invest mostly in the US and other solid
foreign markets.

• Russian buyers are reportedly coming
back to the market. This too remains in
doubt however because of the continuing
weakness of the Russian economy.

• Other foreigners who were sitting on
the sidelines like Japanese and Indians
because of the pre-election uncertainly

may now jump on the bandwagon
especially if the US economy look stronger
again once the new administration begins
to implement its economic agenda.
SEASONAL CYCLES
Seasonal cycles are almost always a factor in
terms of sales volume and prices. Traditionally,
the first half of the year is stronger than the
second half. In general, historic cycles in NYC are
influenced by a few important factors:

• Bonus Money – Even if bonuses are
stagnant, buyers have additional funds
in their pocket. And with optimism about
future business, many would want to
buy now to take advantage of properties
coming off at lower prices. Bonuses
are announced and awarded from late
November through March. We typically
see an uptick in sales during and right
after bonuses are awarded.

• New Year’s resolutions – Many come
back from a Christmas/New Year holiday
break resolved to purchase a new home.

• New York City school cycles and
summertime move-ins – Buyers with
children in schools most often wish to
move over the summer. Since an average
closing takes between 60-90 days, a
contract needs to be signed by May or
at the latest by June to close and move
over summer vacation. In addition, there
are private school acceptances that begin
in mid-February through mid-March.
Decisions to purchase a home are often
made as soon as the new school is
chosen.

PREDICTIONS FOR NYC 2017
Information about the residential real estate
market can be found on a variety of news
outlets and real estate websites. Many articles
are based on facts from the last two years and
take into account Trump’s known agenda and
an overall Republican government. Across the
board, sentiment ranges from mild to strong
optimism in terms of volume of sales and price
improvement in the $10 Million and below
category. For the higher end, naysayers point
to lower prices nationwide. According to 2017
assessment made by Realtor.com about sales
prices and volume, relative to other cities across
the country, the New York metro area ranks #23.
They estimate that prices will improve 3.9% and
volume 6.48%. My educated guess is that New
York City itself will see a higher percentage in
each of these categories.
Continued on page 4
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maximizing value

SEQUENCE OF EVENTS IN A
TYPICAL TRANSACTION
The following article is a chapter from The New York City
Real Estate Buyers Guide by Deanna Kory

Buyers and sellers often ask about timing. It is
essential to be prepared and have the opportunity
to anticipate what you will need and when. Below
is a typical sequence of events and provides a
good overview of what to expect. If your deal is
running outside of these parameters, it is a good
idea to contact your broker or attorney to see if
anything is wrong. The typical time period from
negotiation to closing is 8-13 weeks if nothing
is delayed.
Negotiation (3-5 days)
The buyer submits a verbal offer to his
broker to be conveyed to the seller. This
is followed up in writing with a financial
statement, mortgage pre-approval letter,
and background information so that the
seller can evaluate the offer. If the offer is
within range, the seller generally comes
back with a counter-offer. This process
continues until an agreement on price,
closing date and financing amount is
reached. Sometimes if an offer on a condo
or townhouse is truly all cash, a financial
statement may not be required.

regarding terms of the contract take place
between the two attorneys. During this due
diligence period, the buyer’s attorney goes to
the managing agent’s office and reviews the
recent co-op or condo board meeting minutes.
At that time, any questions on the building and
its finances are typically answered. Be aware
that unforeseen issues can arise and a skilled
attorney and broker will assist in navigating this
time period.

the new york city real estate

BUYERS guide
The Complete Guide to Buying Real Estate in New York City

Accepted Offer (1-2 days)
Once an agreement is reached, the broker
collects the information for the Deal
Summary: the seller’s and buyer’s names,
the attorneys’ names, the terms of the
deal including closing date, amount being
financed and inclusions and exclusions
of personal property in the apartment.
The Deal Summary is distributed to
the buyer, seller, and their respective
attorneys. In addition, documents relating
by DEANNA KORy
to the building’s structure and finances The Deanna Kory Buyers Guide, contact us for a complimentary copy!
are delivered to the buyer’s attorney for
review – this includes the original offering plan Inspection
and all amendments and the last two years of the Prior to contract signing, a buyer should do a
building’s financials. Typically, the seller’s broker walk-through or hire an inspector to inspect the
assists in procuring these documents, should the apartment or house. Most of the time, hiring
seller not have them. The contract is prepared an inspector is not critical for the purchase
by the seller’s attorney, and then is sent to the of an apartment since many of the structural
components cannot be remedied by an
buyer’s attorney.
individual owner (heating, pipes, etc). A walkDue Diligence
through or inspection prior to contract signing
The buyer’s attorney then reviews all building is especially important if the apartment is being
documents, as well as the contract of sale sent purchased in “as is” condition. The term “as is”
by seller’s attorney. If necessary, negotiations refers to the condition of the apartment at the

time of the contract signing. For example, if the
apartment is being purchased with appliances in
working order prior to closing appliances must
be in working order. Note, there is a difference
between “working order” and “good working
order.” Therefore, it almost always a good idea
to walk through the apartment prior to contract
signing and in essence perform a pre-closing
walk-through to know exactly what you are
getting.
Contract Signed
(1-2 weeks from accepted offer to signed contract)
Following the review, the buyer’s attorney will
have the buyer sign the contract and write a
check for a 10% down payment, usually made
out to the seller’s attorney’s escrow account. The
process from accepted offer to contract signing
typically takes 1 - 3 weeks if there are no
major issues.
The contract and down payment are delivered
to the seller’s attorney, who has the seller
countersign the contract and return it to the
buyer’s attorney who then sends a copy to the
buyer.
If the buyer is financing the purchase, he must
immediately apply for the loan. The contract
generally specifies a time period for this
process. A standard contract allows 5 business
days for the buyer to apply to a lender.
Board Application or Waiver
(2 weeks from contract signing)
If co-op or condo board approval is required,
documents required for the application must
be submitted to the board by the buyer within
2 weeks (standard language in contract is 10
business days) or a negotiated time period that
is specified in the contract. The documents
are sent to the buyer’s broker who reviews,
collates, and submits them to the seller’s
broker, who does a final review before it’s sent
to the managing agent. The buyer’s broker is
responsible for ensuring that the application is
complete, compiled correctly, and presented
properly. The managing agent reviews the
papers and distributes them to the Board of
Directors (co-op) or Board of Managers (condo).
Board Interview
(3 – 4 weeks since package submission)
For a co-op, a board interview date is set, and
the buyer meets with the Board at the appointed
time. This is usually set within 3-4 weeks of
receipt of the board package but in some cases
(often summer is a slower time) it can take up to
2 months to coordinate an interview.
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Advice for Buyers and Sellers in this market:

We are about to embark on a year with some
unpredictability if the recent past is a gauge.
As events take place in the economy, domestic
politics and in foreign policy, the financial and
real estate markets will react. I will be watching
and keeping you posted as events unfold in my
monthly emailed reports.

BUYERS: Be prepared for an active potentially
fast paced market. Inventory is still low in certain
categories so when good apartments priced
appropriately come to market, they often sell
quickly and at a higher price. This means that a
serious buyer should prepare what they need to
make an offer:

1. Fill out a REBNY Financial Statement.
2. Obtain a written mortgage preapproval from
a mortgage broker or bank.

3. Choose a real estate attorney.
4. Speak with your broker as to how best to
strategize to present your offer.
SELLERS: Because of the potentially strong
market, sellers may once again benefit. My advice
is to make sure the apartment shows well, price
the property close to the market value which in
fact is a a key to attaining the highest price, have
a plan as to where you want to live once you sell,
and finally carefully choose a broker to represent
your apartment.
The Deanna Kory Team knows what
it takes to market properties effectively
and achieve record high prices. We price
analytically and our valuation 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.

SEQUENCE OF EVENTS IN A TYPICAL TRANSACTION
For a condo, the Board needs to waive its “Right
of First Refusal”, which can take up to 30 days
from receipt of the package. Interviews are rarely
required.
Walk-through and Closing
(1-2 weeks after approval or waiver)
Once there is an approval or waiver, the buyer can
close within 1 to 2 weeks. The attorneys arrange
the closing and make sure all parties necessary
to the closing are available. They include: the
buyer’s and seller’s lawyers, the managing agent,
and, if financing is involved, the lawyers from the
banks representing the buyer and the seller. Just
prior to the closing the buyer conducts a “walkthrough” of the property to make sure it is in
acceptable condition to take possession.

1. Electricity: Seller to turn off on day
of closing/Buyer to turn put into
his/her name on day of closing.
2. Cable TV: Seller be sure to call and
have cable boxes picked up/Buyer
to call to have cable tv installed.
3. Telephone if a landline is or will
be installed: Seller to turn off if
installed and buyer to call to install
on a certain day.
4. Post office: Seller/Buyer should
go to post office and request a
change of address

Please note: Co-op and Condo boards will not
review documents until a mortgage commitment
letter is received. A commitment letter may take
between 4-6 weeks to procure. Please check
with your broker about timing.

5. Coordinate move-out/move-in:
Buildings often require advance
notice to reserve the elevator
and sometimes an extra person
to assist in a move-in. Make sure
to call management and/or the
resident manager of the building
to arrange this.

Pre-closing Checklist
On the day of or day prior to the closing, a buyer
will perform a pre-closing walk-through:

6. Cleaning of apartment: Prior to
closing, seller is required to leave
the apartment in “broom clean
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condition” and free of debris. Buyer
should arrange for a cleaning
service right after closing if move
in is right after closing.
7. Keys: Seller should bring all sets
of keys to the closing. Buyer: it is
recommended that buyers change
the lock of the apartment upon
purchase as often keys to the
apartment are in the hands of other
people such as past housekeepers,
friends, family members etc.
Remember to leave as set of keys
for the superintendent to allow
them access to the apartment (or
if you lose your keys!)
Sequence of Events in a Typical Transaction
is a chapter taken from our new book
The Deanna Kory Buyers Guide.
To request a complimentary copy
of our book, please contact Deanna at
dek@corcoran.com or 212-937-7011.
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HOW DOES AN APPRAISER DETERMINE VALUE?
By Mike Friedman
President, Brentwood Property Appraisal, Inc.
If you have ever looked at a home appraisal,
you know that they are quite comprehensive.
Appraisals are technically an appraiser’s opinion
of a property’s market value, but appraisers
have not yet reached
the stature of simply
sending a quick email
to the bank with their
opinion. Appraisers are
governed by their own
industry’s rules as well
as requirements from
their bank clients, and
appraisers must back
up their opinion with
proper methodologies
and written reports
typically ranging from
25 to over 50 pages. So,
you might ask, can it be
just a coincidence that
the appraisal typically
comes in at the exact
same number as the
sales price? The short
answer is no, there is no
coincidence.

could have a wide range of prices. By the time
all adjustments are made, a typical appraisal
may still end up with a range differential among
comparable properties of up to 10% or more.

There are three basic approaches to value. The
income approach, the cost approach and the
sales comparison approach. The most practical
and relied upon approach to valuing houses,
condos and coops in established markets is the
sales comparison approach. This is when recent
sales of similar properties in the neighborhood
are analyzed to determine what the property in
question (the subject property) would have sold
for in their place. This method makes adjustments
based on the property’s differences and arrives at
the adjusted sales prices. Those adjusted sales
prices tell us what each property would have sold
for if it possessed the same characteristics as the
subject property.

Most appraisers would be perfectly happy
stopping there and giving the client a range of
values (which is still considered an appraisal).
However, most banks require one specific
number, and the loans are based on that number.
It is the appraiser’s job to reconcile the data and

‘‘

In areas like Manhattan, where no two properties
are alike, it takes a great deal of experience
and analysis just to figure out what the proper
adjustments for the various attributes should
be. Every building is different and every unit has
its own characteristics (view, floor level, quality,
condition, architecture, building amenities, etc.).
Even the most recent and most relevant sales

‘‘

There are instances where
specific buyer or seller
motivations may impact the
transaction, or there may
be unique features about
a property that appeal to a
limited market.

determine what the number should be within
that adjusted range. Keep in mind, appraisers
are also required to analyze any current listing
or pending sale of the subject property, as well
as any recent transactions. At this point, the
appraiser gets to apply some rational common

sense to this whole process. If the sales price is
within that adjusted range most appraisers would
conclude that the current sales price seems to
be a reasonable value opinion, assuming the sale
appears to be a typical
arms-length transaction.
The banks want to know
what the typical buyer in
the market would pay for
the property under normal
circumstances, in case
of the rare and unlikely
scenario that they would
need to foreclose on the
property and sell it to
recoup their money.
There are instances
where specific buyer or
seller motivations may
impact the transactions
(between family members, foreclosures, divorce, etc.) or there may
be unique features about
a property that appeal
to a limited market. Additionally, some properties trade ‘off market’, without standard market
exposure, yet are still publicly recorded. These
sales are often excluded as comparables, if identified as not consistent with the market. When
appraisals are done for these types of transactions, it is likely that the appraised value may
differ from the contract price. When that is the
case, the appraiser is generally expected by the
bank to reconcile and explain the discrepancy. So
remember, when the appraiser asks you about
the details and circumstances of the transaction,
they’re not just being nosy.
Mike Friedman is the founder of Brentwood Property
Appraisal. Founded in 1994, Brentwood Property Appraisal
has become the nation’s premier appraisal company
covering the high-end residential market in New York City,
Washington DC and Southern California.

New York Contact: Shimon Pagovich
Phone: (212) 464-8522
shimon@brentwoodappraisals.com
www.brentwoodappraisal.com
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architectural history

STUDENT HISTORY DETECTIVES
EXPLORE THE UPPER WEST SIDE
By Andra Moss, Landmark West!
Last month a Corcoran broker spotted something
unusual outside a W. 71st Street row house:
a cluster of school kids, clipboards in hand,
talking excitedly about stoops and pointing up at

classroom study, in Spanish and English, with
child-focused walking tours and hands-on design
and building projects for K-5 students from every
corner and population of the Upper West Side.
Following imaginative in-class activities
that introduced basic architectural
concepts and vocabulary, PS 199’s crack
team hit the pavement on a beautiful
early November day for a neighborhood
walk. Along West 71st Street, the savvy
Detectives could now point out parts
they saw on each façade: the dentil,
bracket, cornice, stoop, window, door,
and ornament. Clipboards at the ready,
the kids then put these parts together to
create their own detailed drawings of the
brownstones – amazing!
Meanwhile, a few blocks away, a
second grade class of “Local History
Detectives” from PS 87 followed clues
in historic photos to discover how their
neighborhood and the Museum of
Natural History had changed over the last
100 years. Who lived on these blocks –
where did they come from and where did
they shop, eat, and go to school? Was
the PS 87 building the same? Who was
Margaret Meade?

“Building Detectives” on the hunt on the UWS

Each school year local Upper West Side NGO
LANDMARK WEST! introduces some 1,500
elementary school kids – the next generation
of preservationists and community advocates
– to architecture, neighborhood history and
historic preservation through its award-winning
education program, Keeping the Past for the
Future.
Available free of charge to NYC schools since
1995, Keeping the Past for the Future integrates

Does your family love exploring
the Upper West Side? Check
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Want KPF in your school? Contact Rudie
Hurwitz, Youth Education Director, at
landmarkwest@landmarkwest.org.
Since 1985, LW! has led efforts to
preserve and educate the public about
the rich architectural heritage and
special character of the Upper West
Side, starting with our very youngest
citizens. Today, LW! is the proud curator
of the neighborhood’s more than 3,500
designated landmarks (up from only 337
in 1985), including such icons as the
Dakota and the American Museum of
Natural History, plus blocks of brownstone
rowhouses that give the Upper West Side
its distinctive character. To learn more,
visit: www.LandmarkWest.org

Piecing together such clues from the
past is bringing the Upper West Side’s
rich architectural history to life for
hundreds of kids who live and study in
the neighborhood.
“Our students not only sketched
and designed, wrote poetry and
learned new vocabulary, they
were also thinking deeply about
the whys and hows and making
connections between the past,
present and future,” enthused PS
9 second grade teacher Cindy
Merkelson. “Most importantly,
they had enormous fun while
learning important and exciting
information.”

cornices. Was this a junior appraisers team in
training? No – it was a second grade class from
PS 199’s “Building Detectives” on the hunt!

out KPF’s innovative workbook, My Preservation
Journal, neighborhood maps, historic photos, art
supplies, and more all free online at
http://www.landmarkwest.org/education.
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Deanna Kory Team Exclusives ON THE MARKET

211 Central Park West - 10B
Asking $6.15M
Elegant and Grand 6-Room with Spectacular Views
6 Rooms, 2 Beds, 2 Baths

63 East 82nd Street - Townhouse
					
Asking $23.75M
Originally built at the turn-of-the-century, the house is fully renovated and every inch has been masterfully conceived with the
finest finishes, innovative systems and luxurious amenities. 20’ wide, Elevator, 6 stories, 9,000+ SF.

the new york city real estate

BUYERS guide
The Complete Guide to Buying Real Estate in New York City

863 Park Avenue - 5E
Asking $3.65M
Grand and Gracious Prime Upper East Side Classic
7 Rooms, 3 Beds, 3 Baths

Coming this Spring!
THE DEANNA KORY BUYERS GUIDE
The COMPLETE Guide to Buying Real Estate in NYC
The Deanna Kory Team has created many 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.

by DEANNA KORy

If you would like to be one of the first to
receive a complimentary copy, contact us:
DEK@corcoran.com or deannakory.com

Purchasing residential real estate in New York City can be an overwhelming experience. With an array of ownership
options – co-ops, condos, cond-ops, new development and townhouses – the New York City real estate market
gives a buyer many choices. In addition, the purchasing process is unique and more complex than elsewhere in
the United States.
This Buyer’s Guide is a comprehensive resource that contains valuable and detailed information on every aspect
of buying a property in New York City including 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,
understanding the REBNY financial statement and so much more!
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Experience.

 Wall Street Journal Top 100 Nationwide
In the top 6 Teams in NYC since the ranking was created

The Deanna Kory Team Advantage

 #1 in Sales in Manhattan
The Corcoran Group			

2015

 East Side Sales Team of the Year
The Corcoran Group			

Ileana Lopez-Balboa

Stacey Pashcow

2013 - 2016

Lynn Nguyen

2009-2016

 Corcoran Group Top 5 Agents
Among the top 5 for 15 years

			

2001 to present

 Real Deal Top 75 Manhattan Agents
Ranks agents based on Listings Marketed 		

2010-2016

 Member President’s Council and Multi-Million Dollar Club
Top 25 Agents in Company Wide 			

Deanna Kory

Carlin Wright

2001-2016

Cindy Kitch

Sara McNeil

The Deanna Kory Team’s Recent Sales Sampling
Address			
177 East 64th Street Townhouse
180 Sixth Avenue, 8B		
40 West 77th Street, 11F

Price
$8,450,000*
$5,500,000*
$3,500,000

455 Central Park West, LM17
1 West 72nd Street, 28AB
30 East 65th Street, 10/11E

$6,850,000
$2,830,000
$2,775,000

310 West 86th Street, 9B
1965 Broadway, 15E		
1155 Park Avenue, 11NW

$3,750,000
$2,700,000
$6,850,000*

www.DeannaKory.com

corcoran

corcoran group real estate

Address			
180 Riverside Drive, 8C
201 East 62nd Street, 6D

Price
$2,575,000*
$2,190,000

50 Riverside Boulevard, 19B
1165 Park Avenue, 7C
670 West End Avenue, 8F

$6,800,000
$4,490,000*
$3,525,000

60 Riverside Drive, 8BCD
260 Park Avenue South, 3D
241 West 107th Street Townhouse
1060 Park Avenue, 7F

$5,325,000
$3,495,000*
$2,260,000*
$2,350,000

Address			
50 Riverside Boulevard, PH4A
150 East 73rd Street, 6D
45 East 85th Street, 9D

Price
$19,500,000*
$3,500,000
$3,500,000

235 West 71st Street, 4th Floor
170 East End Avenue, 5J
110 Riverside Drive, 16E

$8,700,000
$3,695,000
$2,772,000

1065 Park Avenue, 27AB
310 West End Avenue, 12CD
300 Riverside Drive, 6A

$5,100,000
$3,595,000
$2,370,000

*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.

