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question why these positive economic indicators
are not reflected in current real estate prices.
Most agents and industry experts indicate that
there is significant concern and uncertainty
about current affairs, as well as the future of
our country and the world. This concern instills
caution in both buyers and sellers, overriding
the positive economic indicators. Uncertainty
engenders fear, and fear paralyzes people.

Riverside Drive / West End Avenue Market Snapshot
VERY HIGH END SALES ($5M and above in the last 9 months)

General Manhattan Market
The spring real estate market is historically the
strongest sales season each year, and 2017 is
no exception. The difference this year is that
the market conditions have shifted and in many
market segments, prices have come down. In
other segments, prices are stagnant and in the
very few where there is a minimal increase in
value, price growth has not been consistent with
sellers’ expectations. Prices were reasonably
strong and rising throughout 2015 until early to
mid-2016, but as of June 2017, the market is
down approximately 20% from peak pricing, with
the higher end of the market suffering the most.
With so much press attention during upward
cycles, and with delays in new development
closings, sellers often put their blinders on,
expecting previous strong sales prices. As such,
it has taken a while for sellers’ expectations to
meet the realities of the market.
While the market is certainly still active, it is
not robust and many experts say prices are
normalizing from years of record price growth.
In addition, general sales volume has declined
since this time last year. As a result, those
owners who wish to sell have lowered prices to
the point where the property sells.
Many sellers, hoping to achieve a better
price, cite optimistic indications in the general
economy which include the highest stock market
level, the near-record low interest rates, and the
lowest unemployment rate in decades. These
facts bolster some sellers’ confidence, and they

In Manhattan, the higher end of the market had
been very slow in the first 4 months of the year,
with a limited number of sales. However, in the
month of May, thirty or more contracts were
signed each week on properties above $4M
which is on par with the last two years, showing a
sign of improvement. Of these, condos outpaced
co-op contracts signed by approximately 4
to 1. Higher sales volume and fewer days on

# of Sales

Average Price

Average PPSF* Average DOM**

CLOSED

Co-Ops
Condos

1
4

$5,500,000
$7,357,747

n/a
$2,250

158
316

IN CONTRACT

Co-Ops
Condos

2
2

$6,792,500
$6,347,500

n/a
$2,100

196
105

The highest sale on the Upper West Side in the last 9 months was the penthouse duplex at
190 Riverside Drive which sold for $12,147,722 or over $2,024 per square foot. The duplex
is a newly constructed 10-room home with 4,500 interior square feet and 3,000 square
feet private outdoor space. It was on the market for nearly 2 years and originally asked
$18,900,000. 173-175 Riverside Drive, Apt 10D is currently in contract and will be a very high
sale for the ‘D’ line in that building (8 rooms, 3 bedrooms, 3 bathrooms). The 4-bedroom, 4.5
bathroom penthouse at 732 West End Avenue had been on and off the market for 2 to 3 years
and is now in contract. It was asking $5,900,000 or $1,843 per square foot and considering
the number of days on the market, it would be a great price.

HIGH END SALES ($3.5 - $4.999M in the last 9 months)
# of Sales

Average Price

Average PPSF* Average DOM**

CLOSED

Co-Ops
Condos

8
3

$3,970,625
$4,411,620

n/a
$2,054

185
55

IN CONTRACT

Co-Ops
Condos

5
0

$3,795,500
n/a

n/a
n/a

123
n/a

The highest sale in this price category was Apt. 8/9 B at 173-175 Riverside Drive. It was a new
architecturally designed 10-room duplex home that sold in April for $4.95M. It was on the market
for a long time mainly because the renovation was very specific in style. It is the highest ‘B’ line
sale in the building to date. Apt. 11C at 515 West End Avenue is also a notable high price sale at
$3.64M for a classic 7. It was only on the market for 15 days.
*Condos accurately records square footage whereas co-ops are not typically noted as they cannot rely on
absolute accuracy. For this market snapshot, we are exclusively noting the price per square foot of condos,
however, a comparable co-op is typically somewhere from 5 to 25% lower depending on the building quality.
**Days on market.
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the market data correspond as the price point
lowers. The below $3M market is moving at a
more moderate pace. There are fewer active

buyers than normal, yet most are serious and
need or are determined to buy. Inventory levels
are steady with 5,558 listings on the market as

MID TO HIGH END SALES ($2 - $3.499M in the last 9 months)
# of Sales

Average Price

Average PPSF* Average DOM**

CLOSED

Co-Ops
Condos

37
11

$2,571,716
$2,917,954

n/a
$1,490

110
102

IN CONTRACT

Co-Ops
Condos

17
5

$2,613,823
$2,753,333

n/a
$1,554

62
87

Co-ops dominated this price category and there were 48 sales in the last 9 months of mostly 6
or 7 room apartments. The low average days on the market is another indicator of moderately
strong sales activity. This market segment was a very healthy one and sales prices are close to
where they were over the last couple of years, with a little weakness only in certain locations or
buildings. While the market overall was a stronger seller’s market two years ago, it is now more
equal between buyers and sellers, and the sales prices of the $2 to $3.5 million category have
remained steady.

MID END SALES ($1 - $1.999M in the last 9 months)
# of Sales

Average Price

Average PPSF* Average DOM**

CLOSED

Co-Ops
Condos

62
13

$1,472,964
$1,347,230

n/a
$1,347

67
66

IN CONTRACT

Co-Ops
Condos

32
3

$1,469,511
$1,398,000

n/a
$1,255

75
40

Sales in this price range are primarily two bedroom apartments. It is notable that this category
is the fastest moving market segment with an average of only 67 days on the market, which
means well-priced apartments are selling quickly. It is also interesting that condos have a slightly
lower average sales price in this category than co-ops. This is likely because the lower price per
square foot number for condos means that it is an older condo or there is some flaw in the condo
property. Most condominiums are selling at much higher prices per square foot. Overall in this
market segment, because it is so active, you will still see some bidding wars with less room for
negotiation. Most of the sales closed at or above their original asking price.

LOW END SALES (Below $1M in the last 9 months)
# of Sales

Average Price

Average PPSF* Average DOM**

CLOSED

Co-Ops
Condos

118
12

$655,413
$781,291

n/a
$1,307

131
53

IN CONTRACT

Co-Ops
Condos

32
0

$641,871
n/a

n/a
n/a

82
n/a

There were only 7 two-bedroom apartments sold under $1M in the last 9 months. Most of
the 119 sales were either 1 bedroom apartments or studios. There were only 12 units out of
130 closed sales that were condos. This was certainly the strongest price segment in terms
of volume, however it may be slowing slightly as indicated by the average days on market of
124. This is still not a long period of time, but for this price point it is inching up. The lowest
price sale in the area was a studio (Apt. 1405) at 310 Riverside Drive, which was never on the
market and sold for $325,000.
*Condos accurately records square footage whereas co-ops are not typically noted as they cannot rely on absolute accuracy. For this
market snapshot, we are exclusively noting the price per square foot of condos, however, a comparable co-op is typically somewhere
from 5 to 25% lower depending on the building quality.
**Days on market.

2

of June 4th, which is 1.7% higher than one year
ago; 1,482 new listings came on in May, which
is 10.6% down from one year ago according the
real estate data crunch site Urban Digs.
One of the benefits to a buyer now is there is
less competition, lower prices, and sometimes
increased negotiability as sellers are coming to
grips with market conditions. Sellers who want
to sell still can achieve a strong price if they
position their property properly--that means
creating the best possible presentation (of the
apartment and marketing materials), and most
importantly, proper pricing from the beginning.
Pricing competitively can drive interest--the
property can sell faster and higher, and most
importantly, a seller will avoid the dreaded stale
listing stigma.

Riverside Drive-West End Avenue
In most cases, the condominium market
more strongly exhibits the effects of declining
sales volume and prices than sales in the coop market. New development that has been
hit the hardest on the Upper West Side has
been in the Riverside Boulevard area. Prices
have recently come down on the Boulevard
and sales have begun to pick up. While this
stretch does not impact the Riverside/West
End market directly (which is largely made up
of co-op buildings and not much in the way of
new construction), it does have a psychological
effect on a buyer’s perception of the market.
There are some weaknesses reflective of the
overall market; however, generally the Riverside/
West End market has remained stable with a
steady volume of sales at reasonably consistent
prices. As seen in the general market, the higher
price points have experienced fewer sales with
downward pressure on prices. On Riverside and
West End, the higher the price point over $2M,
the stronger the pressure for lower sales prices.
The market under $2M has been less affected
by market fluctuations and as of now remains
reasonably strong.
Having sold
hundreds of
properties located
in almost every
building in the
Riverside – West
End area, I have a
keen understanding
of proper pricing and staging, and a proven record
of achieving high sales prices. I am happy to
answer any questions you may have regarding your
specific real estate goals and how
to achieve them in today’s market.
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On the Market

Deanna Kory Exclusives

110 Riverside Drive, PH16A
$7,650,000

Deanna featured on the June
cover of The Real Deal Magazine!

Web ID: 4084872

Spectacular 9-room corner Penthouse duplex with
unobstructed Hudson River, Riverside Park and
open city views from every room!

375 West End Avenue, Apt. 9AB
$4,999,0000
Web ID: 5124061

Sun-filled and elegant, this grand-scaled corner
8-room home located in the heart of the Upper West
Side is truly one-of-a-kind!

321 West 78th Street, Apt. 9E
$3,750,000
Web ID: 5130781

Unique and rarely available south-facing and quiet
7-room home with modern conveniences, traditional
details throughout and open city views!

The Real Deal’s TOP Manhattan
agents issue was just released.
The Deanna Kory Team is at the
top of the list at #9 in the city and
#1 The Corcoran Group!

Exclusive Resources

The Deanna Kory Team has created many exclusive educational resources for buyers and NYC homeowners. These guides are unique
within the industry offering professional, experienced insight and knowledge from one of the leading brokers in Manhattan.

The NYC Real Estate Buyer’s Guide

the new york city real estate

BUYERS guide
’

The Complete Guide to Buying Real Estate in New York City

by DEANNA KORy

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!

For a complimentary copy of any of our exclusive books,
please contact us at dek@corcoran.com or (212) 937-7011.

Living on Riverside Drive
living on Riverside Drive
Presented by Deanna Kory

“Living on Riverside Drive” is a beautiful book of photography
uncovering many aspects of life on this picturesque
thoroughfare. This journey through images showcases the
unique scenery, history, architecture and community along
the Drive. Living on Riverside Drive is one of a series of books
produced by the Deanna Kory Team. Others include “Living
on....Central Park West, Fifth Avenue and Park Avenue.”
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Experience.

The Deanna Kory Team Advantage
Deanna Kory has sold many beautiful homes in the vast majority of
cooperatives and condominiums in the Riverside Drive - West End
neighborhood. She understands the market and the community as
she has made it a main focus of the sales she has achieved over
the past 30 years. As specialists in the area, The Deanna Kory Team
knows what it takes to market these properties effectively, achieve
high prices and handle complex deals.
Call us at 212-937-7011 or email DEK@Corcoran.com

The Deanna Kory Team

Riverside Drive and West End Avenue Sales Sampling
Address			
110 Riverside Drive, 12B
50 Riverside Boulevard, 24A*

Price
$4,000,000
$7,100,000

22 Riverside Drive, 12/13
685 West End Avenue, 12EF
300 Riverside Drive, 6A

$7,200,000
$2,380,000
$2,370,000

310 West 86th Street, 9B
180 Riverside Drive, 8C

$3,750,000
$2,575,000

Address			
670 West End Avenue, 8F

Price
$3,525,000

50 Riverside Boulevard, 19E
110 Riverside Drive, 16E
310 West End Avenue, 12CD

$7,600,000
$2,772,000
$3,595,000

60 Riverside Drive, 8BCD
180 Riverside Drive, 6E
595 West End Avenue, 9th Floor

$5,325,000
$2,075,000
$7,450,000

Address			
401 West End Avenue, 3A*
760 West End Avenue, 7AB

Price
$2,299,000
$2,800,000

235 West 71st Street, 7th Floor
375 West End Avenue, 7CD
180 Riverside Drive, 3C

$9,000,000
$4,000,000
$3,000,000*

400 West End Avenue, 10D
37 Riverside Drive, 15B

$2,600,000
$3,310,000

*represented the purchaser

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.

