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Navigating a 
Challenging Market
An apt characterization of the Manhattan resi-
dential real estate market during the first half of 
2019 is that it was challenging for all involved: 
buyers struggled with making an offer because of 
market uncertainty, sellers struggled with current 
market value because of downward price pressure 
and brokers struggled to navigate between them. 
While uncertainty and concerns have been 
present for some time, during the last 6-8 months 
anxiety levels have increased due to the potential 
trade wars and their impact on the U.S. economy. 
As such, discussion about the possibility of an 
economic recession have surfaced. 

Even with the above concerns and uncertainties, 
the number of contracts signed on properties in 
Manhattan this year have remained consistent 
relative to the past 2.5 years. The reasons for 
this are 1) many sellers have finally come to 
terms with market conditions and lowered prices 
2) there was and continues to be downward 
pressure on interest rates and 3) New York State 
enacted another tax law change. These conditions 
helped spur hesitant buyers to purchase a home 
in the second quarter. 

FIRST QUARTER 2019
The first quarter closed sales data showed 
declining prices and sales volume for the fifth 
consecutive quarter: market-wide closings were 
reported to be at the lowest quarterly number in 
ten years and the median price point was closer 

to sales figures of early 2015. This data reflects 
sales that had a contract signed 3+ months prior 
to the closed sales date. However, at the same 
time, the highest recorded sale in U.S. history 
closed at 220 Central Park South for $238 
Million. This sale as well as twenty other ultra-
luxury sales over $20 Million helped drive the 
largest annual increase of 11% in average closed 
sales prices in over 2 years. Although inventory 
rose in the first quarter compared to the same 
time period last year, it fell relative to the second 
half of 2018. 

SECOND QUARTER 2019
There were some reassuring signs in the second 
quarter. Sales increased for the first time in two 
years with a 5% annual increase in closings 
which represents over 3,300 sales totaling $7 
Billion. However, many of those sales were in 
new developments signed anywhere from 3 to 36 
months earlier. That said, this figure represents 
an 82% increase of closed sales! The other 
significant development happened in late March 
when New York State announced an increase in 
both the mansion and transfer closing taxes for 
properties over a $1 Million that was to take effect 
on July 1, 2019. This was compelling for buyers 

(mostly high-end) who were sitting on the fence 
to make a decision, sign a contract, and rush to 
close before July 1st. See chart on next page for 
new tax figures. 

The number of resale closings decreased year-
over-year in the second quarter: co-op sales down 
by 6% and resale condos down by 8%. The average 
price per square foot - a more relevant market 
data point - was flat if not down slightly in many 
segments. An already high inventory of available 
listings kept growing surpassing 8,000 listings for 
the first time since 2011 (48% co-ops, 39% re-
sale condos and 14% new development). And the 
average number of days on market increased to 
132, a six-year high as buyers remained skeptical 
about future market conditions and prices. 

CONSISTENT TRENDS
Realistic sellers
Most sellers including individual owners as 
well as developers have come to understand 
the need for price reductions and/or increased 
negotiability. There is also an understanding 
that properties will take a longer time to sell. 
The difference between the last ask and sales 
price in the first half of the year for condos was 
approximately 4.28% and for co-ops, 2.86%. 
As sellers establish more realistic asking prices, 
the gap could tighten more this year.
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Buyer anxiety
Buyers are still on the fence about whether or not 
this is a good time to buy because many feel that 
prices will continue to slide. 

Price reductions
A significant number of sellers still hope to 
achieve a higher price than what the market 
can bear. If an overly optimistic seller truly wants 
to sell, eventually they must reduce their price. 
Often it takes such sellers a very long time to 
make price reductions which results in a higher 
number of days on the market.

CLOSING COST CHANGES
On March 31st, New York State announced a 
major revision to the mansion tax for sales signed 
after April 1st and closed after the 1st of July. 
As indicated above, the new tax helped shape 
much of the second quarter as buyers who were 
once sitting on the sidelines rushed to buy and 
close prior to the deadline. It spurred momentum 
in the market, especially in the above $4 Million 
range alleviating some of the pent-up demand 
we have seen in the market. Prior to the new 
mansion tax announcement, New York State had 

been toying with the idea of 
creating a ‘pied-a-terre tax’ 
that would have taxed second 
home ownership year after 
year. This tax would have 
had a significant negative 
effect on the New York City 
real estate market, hurting 
the new development and 
second home markets. After 
intense lobbying by the real 
estate industry, the pied-a-
terre tax was abandoned and 
the increase in mansion and 
transfer tax law took its place.

New York State initially 
instituted a mansion tax 
30 years ago to generate 

revenue by charging a flat 1% for all real 
estate purchases over $1 Million. The new 
law is the first increase in 30 years! The 
percentage a buyer or a seller pays ranges 
from 1% to 3.9% depending on the sales 
price. In addition, the sellers transfer tax also 
increased by 0.65% for sales over $3 Million. 
It is hard to tell now what if any, the long-
term implications of these increased taxes 
will have on the overall market. 

CONCLUSION
It is still difficult to gauge where the market is 
headed. Even though interest rates have ticked 
down, geopolitical instability is high. Although 
many buyers will try to wait out the market, 
history shows waiting for the “bottom” and 
predicting when and where that may occur, is 
near impossible. For many reasons, it is a great 
time to buy right now.

market review

We are happy to provide you a 
confidential evaluation of your home 
if you are interested to learn its value 

in the current market. We can also 
advise on preparing your home for 
sale based on your timeline to sell. 

Please contact me directly at 
dek@corcoran.com or (212) 937-7011.
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9 Reasons Why It’s A Great Time To Buy

Fear & Uncertainty Create Opportunity
Most savvy investors will say that when everyone is negative on the 
market, it is often a good time to buy.

Mortgage Interest Rates
While already historically low, mortgage interest rates have been 
further reduced to near record levels. 

Higher Negotiability
Price reductions and sales below their original asking price have 
become commonplace these days as sellers are still facing the 
realities of the softened market. Properties that are not priced 
properly linger and eventually become stale, this creates the 
impression that there is something wrong with the property or that 
it is overpriced. Stale properties can represent a great opportunity 
for a savvy buyer.

Buyer Incentives
Many new developments are offering buyer incentives whether it’s 
a break on closing costs or no-cost for a building amenity such as 
storage or parking.

Increasing Inventory
As we stated earlier, inventory has been on the rise for the past two 
years hitting a high in this year’s second quarter. This provides a buyer 
with a larger selection of properties with less competition.

Investment Timeline
If you are planning to own a home for 7 to 10 years, you are likely to 
see a higher rate of return upon sale than in other investments. 

Decreased Competition
The spring market (February – June) is historically the most active 
period of the year as buyers generally search for a home to buy 
so they can close in the summer months. In the autumn, between 
settling into the new season and a new school year as well as major 
religious/secular holidays, there is less time for the market to heat 
up. In addition, fewer buyers are focused on purchasing a home 
during this period which translates to less competition and greater 
opportunities for good deals.

Buying and Selling Concurrently
Buying and selling under the same market conditions can be 
advantageous as the reduced prices on the buy side often make up 
for the lower sale side. There are some exceptions to this as certain 
market segments are stronger than others.

Properties with Flaws
In NYC, everything has a price but in a strong market, buyers will 
overlook certain flaws to acquire some other features they want. In 
a weak market, or one that favors buyers with a large inventory, it is 
harder to overlook less desirable features, and sellers will have to be 
realistic about value.

by DEANNA KORy

BUYER’S guide
the new york city real estate

The Complete Guide to Buying Real Estate in New York City

Purchasing real estate in Manhattan can sometimes be an overwhelming experience. As a result, 
buyers often rely on real estate professionals to show them properties and guide them through all 
the intricacies of the market. Our Buyer’s Guide will assist you in understanding what is involved in 
purchasing residential real estate in Manhattan, and it will explain how we provide you with the best 
service throughout the process.

Our free Buyer’s Guide contains valuable information on the following aspects of buying a home in 
New York City:

purchasing property in NYC

• What is a Co-op, Condo and Cond-op?
• Purchasing an Apartment in a New Development
• Buying a Property in New York City
• Assessing Value
• Making an Offer
• How to Win a Bidding War
• The Financial Statement
• Financing your Purchase
• Sequence of Events in a Typical Transaction

Many often think they can “time” the real estate market, but as we know it is virtually impossible. With the current prevailing uncertainty, most buyers are 
nervous even when the signs show that it has hit or is near bottom. That said, waiting that out may result in a missed opportunity.  We think it is an excellent 
time to purchase a home for the following reasons:
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The Deanna Kory Team
Exclusive Buyer’s Guide

• Preparing a Co-op or Condo Board Application
• The Board Interview: Tips to Prepare
• Pre-Closing Walk-Through Checklist
• Closing Costs: Condos/Townhouses
   and Co-ops
• Information for International Buyers
• Buying Real Estate with a Broker: FAQ
• What is the New York State Disclosure Form?
• What Sets The Deanna Kory Team Apart?

If you are interested in purchasing 
property in NYC and/or would like a 
complimentary download of our NYC 

Buyer’s Guide visit www.deannakory.com/
buyers or e-mail DEK@corcoran.com
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The Corcoran Group is a licensed real estate broker. Owned and operated by NRT LLC.

Experience.
The Deanna Kory Team Advantage
When you choose the Deanna Kory Team, you are working with a highly 
skilled powerhouse team with vast experience, an expansive network and 
resources tailored to meet every aspect of buying and selling real estate 
in New York.

Our team is not only consistently ranked among the top teams in the city, we 
are regularly praised by customers and clients as well as by our colleagues 
as one of the most respected teams. We are proud of our enormous capacity 
to work hard and our intelligent approach to deal-making.

Led by Deanna Kory, whose 33 years of experience and exceptional track 
record evoke admiration throughout the industry. Our team’s spirit and 
cohesiveness enhances our collective skills and resourcefulness, which 
offers buyers and sellers an enormous advantage in the marketplace.

Facebook.com/DeannaKoryTeam

Twitter.com/DeannaKory
Instagram.com/DeannaKoryTeam

If you’re interested in discussing your 
property’s value, please contact Deanna Kory 

at (212) 937-7011 or DEK@corcoran.com.

The Deanna Kory Team: Recent Sales Sampling
Address   Price
101 West 78th Street, 6C $7,900,000
225 West 86th Street, 803 $6,540,000*
115 Central Park West, 10A $5,800,000*
248 Central Park West, Townhouse $16,250,000*
1075 Park Avenue, 2D  $5,000,000
400 East 51st Street, 29A $4,000,000
250 West 81st Street, PHAB $27,000,000*
101 West 78th Street, 4A $10,800,000

Address   Price
101 West 78th Street, 3B $5,100,000
21 East 12th Street, 9A  $4,287,000*
137 Riverside Drive, 3B  $5,750,000
22 Riverside Drive, 12/13 $5,350,000
262 Central Park West, 7E $7,750,000
322 West 72nd Street, 11B $2,500,000
335 Greenwich, PHA  $2,950,000
*represented the purchaser

101 West 78th Street, Apt. 4B    $6.975M

60 Riverside Boulevard, Apt 2101    $13.95M 353 Central Park West, 3rd Floor   $5.15M

144 West 18th Street, Apt. 4N    $2.395M45 East 80th Street, Apt 15AB   $6.995M

19 East 88th Street, PH16/17A     $4.65M

Featured Properties Currently on the Market
Please visit www.DeannaKory.com for a full list of all currently available properties

at The Corcoran Group
DEANNA KORY TEAM
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