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Manhattan Market Overview
It is widely acknowledged that the New York City 
residential real estate market has progressively 
weakened over the past two years. Prices of 
properties have decreased as has volume of 
contracts being signed. This can be attributed 
to 1) changes in the federal tax code (2017 
Tax Reform bill) which had a particularly 
adverse effect on New York City residents, 2) 
an oversupply of high-end new development, 
3) increasing inventory of available apartments 
across all markets and 4) a decline in foreign 
investment in the city. In addition, available 
apartments have lingered far longer on the 
market before selling which has contributed to 
the increased number of listings for sale.

After the release of this year’s Third Quarter 
numbers there has been wide press cov-
erage surrounding “plummeting sales prices” 
in Manhattan. These headlines however need 
to be put into context. Although median sales 
prices took a large dip compared to the same 
quarter in previous years, there were unique 
circumstances that explain why this occurred. 

The primary reason was an increase in the New 
York State mansion tax that a buyer pays on 
properties over $2M. As of July 1, the former 
1% mansion tax on properties over $1M 
increased to 1.25% on properties over $2M 
and to 1.5% on properties $2 – 2,999,999. In 
fact, the tax increases based on sales price in 
uneven increments to as high as 3.9% on a very 
high-end ($25M+) purchase. In addition, NYS 
increased a tax that is levied on the seller:  NYS 
transfer taxes increased by .25% making the 
total .65% on sales over $3M.  

As soon as the increased taxes were 
announced in late March, buyers hurried to 

sign contracts and to close before the July 1 
deadline. Because of this, volume of closed 
sales increased in the Second Quarter for the 
first time in two years. It makes 
sense that in the rush to avoid 
the tax increase, those who would 
normally take their time buying a 
home in the Third or Fourth Quarter 
sped up their purchase. So, sales in 
the Second Quarter in fact included 
what would normally happen in the 
Third and even Fourth Quarter (see 
chart below). The dip in median 
price and the increased number of 
days on market in the Third Quarter 
reflected lower priced properties 
which were least affected by 
the increased of mansion and transfer taxes. 
As such, properties under $3M represented 
90+% of all Third Quarter sales.  

There have been some important statistics 
year-to-date that confirm what we have been 
experiencing; a challenging market with longer 
‘days on the market’, tougher negotiations, price 
reductions and more inventory but surprisingly 
one with consistent sales volume. 

• There were 8,000+ closings this year totaling 
approximately $17B.

• 33% of sales were between $500K and $1M.

• 60% of sales were between $500K and $2M.

• 7.5% of deals were above $5M representing 
37% of overall $ sales volume. 

• The uber-luxury market above $20M had 50 
sales, and there were five sales above $50M!

Although, there is a great deal of negative 
sentiment, there is also plenty of opportunity, 
especially for buyers right now. Interest rates 

are at historic lows, developers are offering 
increased incentives, prices are down, sellers 
are more realistic, there is less competition and 
deals can be made on properties particularly 
those that have intrinsic flaws. Sellers who buy 
and sell under the same market conditions can 
take advantage of lower prices and trade up in 
size, location or features.  

It is important to know that the press reports on 
what is taking place in the marketplace are 2-3 
months or even more after the main newsworthy 
events take place. So, our advice is to observe 
and be aware but not be put off by all the 
negative press. 

If you would like to discuss your short or long-
term real estate goals and/or would like a current 
market valuation of your property, we would be 
happy to help.
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This chart illustrates the increase in the number of closed sales and sales dollar volume in the 
Second Quarter of 2019. It also shows that the number of sales from Third Quarter 2019 was 
not significantly lower than the Third Quarter 2018, however the dollar volume decreased, 
which is understandable. 
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Just Closed: 940 Park Avenue, 2A
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market review

PARK AVENUE MARKET SNAPSHOT
Past 12 Months (Sept. 30, 2018 - Sept. 30, 2019) vs Height of the Market (Sept. 30, 2014 - Sept. 30, 2015)

Charts below cover sales on Park Avenue from 47th to 96th Street

Park Avenue is lined by elegant residential buildings and owning a home here 
has always and will continue to be very desirable. Even in a down market, Park 
Avenue apartments often fare better than their off-Park Avenue equivalents. 
Three unique aspects of Park Avenue homes are that 1) the buildings are 
primarily prewar co-ops with a few condos interspersed, 2) proximity to so 
many great public and private schools from pre-school through high school 
making it very convenient and 3) most of the buildings are well-regarded and 
of “white glove” caliber. Because of this, a market analysis is appropriate for 
this market alone, separate from the rest of the Upper East Side.

As of this writing, there are 197 apartments on the market from a $450K, 
1-bedroom at 575 Park (The Beekman Hotel and Residences) to a $39M, 
14-room at 778 Park. There are 38 in contract with average asking price of 
$2.38M and only two of them are asking over $5M.

In our market snapshot, we are comparing the last 12 months of sales to the 
same time period in 2014-15 which we consider the peak of the market. 
What stands out is that sales volume was very consistent, and average prices 
were relatively the same or lower today than they were four years ago.

Cooperative Sales
There were 146 co-op sales in the last 12 months on Park Avenue, 
compared to 166 during 2014-15. The highest sale in the past year was 
Apt 17B at 740 Park, an 18-room duplex that closed in June for $29.5M. 
This listing was never on the open market. It is noteworthy to mention that 
in total there were 44 sales (almost one-third) over $5M.

The highest sale four years ago was at 775 Park, Apt 12C, a penthouse 
triplex that closed in April 2015 for $35.12M. During that period there 
were 45 sales over $5M. Although the markets have slowed, relative to 
the last 12 months less than one-third of all Park Avenue Sales were 
above $5M.

On the Market: 45 East 80th Street, Apt 15AB

**

As stated at the outset no one can argue that the last year has been a buyer’s market and there has been downward pricing pressure, however, the press 
often paints the news with wide brush strokes. It has been our long-standing thought that once a story is in the press, it’s old news. From our day-to-day 
dealing in the trenches of Park Avenue and around the City, it is clear that deals are getting done, they may take a bit longer and more finesse, but they are 
getting signed, approved by challenging Boards and closed.

Condominium Sales
Although co-op sales dominated on Park Avenue, the ownership 
landscape is changing a bit with new buildings noted below and some 
less new buildings like 737 and 515 Park, as well as other well-regarded 
condos such as 610, 715, 900, 940 and 1235 Park. We have excluded 
new development sales (520, 1010 and 1110 Park) in our analysis for 
two reasons: 1) The exceedingly high price per square foot would skew 
average numbers and 2) although closed in the last year, most of these 
sales went into contract 2-3 years ago or more. There were 27 new 
development closings in the past year averaging $5,446 per square foot.

In total there were 19 re-sale condo sales over the last 12 months 
compared to 16 during peak sales. Although there was a slight uptick in 
the number of sales, there was a significant price drop on a per square 
foot basis.  From the analysis below, it is clear that condos have suffered 
more than tried and true co-ops on a pricing basis.
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How to Maximize your Sale 
Price in a Down Market 

Proper pricing is key to achieving the highest and best 
price in the quickest timeframe. However, setting the 
right price is not always so easy in a soft market with 
a lot of inventory. There are many options for buyers 
which gives them the time and opportunity to be 
deliberate. In the past, pricing at a very competitive 
asking price or slightly below has sparked increased 
interest at the outset and even garnered multiple bids. 
Buyers in today’s market feel they must have a ‘deal’, 
so make sure to add room for negotiation to your pricing 
and absolutely do not overprice! Overpricing leads to 
under-selling. It is important to honestly discuss pricing 
and strategy with an experienced broker who has a 
track record in your area and has navigated challenging 
markets successfully.

First impressions matter. Top-notch staging, de-
cluttering and even sometimes minor kitchen and 
bathroom upgrades will help you achieve the best 
possible sales price. Even priced appropriately, an 
apartment can sit on the market if it does not show 
well, especially in a buyer’s market. The investment 
in time and/or money up front will save you time and 
money in the sale of your property. Make sure you 
work with a broker who knows what it takes to appeal 
to the broadest audience and make your apartment 
stand out among the competition.

Be aware that in the current market, inbuilt flawed 
features that cannot be changed can have a significant 
negative impact on the value of the property. Examples 
include lack of views or light, a high maintenance, a 
low floor and/or limited building amenities. In a strong 
and competitive market, some of these flaws may be 
overlooked in exchange for other features, however in 
a softer market, they are harder to overcome. There are 
some ways to mitigate some of these through staging, 
painting, lighting and furniture placement. For others, 
make sure you are priced appropriately.

Choose a broker who understands how to create an 
effective marketing strategy that is tailored to your 
property. Be certain they understand the selling points 
and can customize an approach to appeal to the most 
suitable buyers.

Although it is a buyer’s market, there is an advantage 
for sellers as well. This market offers a wonderful 
opportunity to ‘trade up’ for a new home that is either 
larger or has upgraded features to that of your own such 
as better views, nicer amenities, or superior location. 
Buying and selling under the same market conditions 
can be beneficial as the reduced prices on the buy side 
often make up for the lower sale side.

Living on Park Avenue, the Deanna Kory 
Team’s book of photography is full of 
extraordinary images that capture all 
aspects of life on this iconic thoroughfare. 
From the subtle seasonal transformation, 
to the late 19th century detail high atop 
some of the most famed buildings, there is 
so much beauty to this historic residential 
enclave. This book explores many of the 
aspects of why owning a residence on 
Park Avenue is so special and the reasons 
it enjoys such a full and vibrant history. 

Living on Park Avenue

Ileana López-Balboa
Licensed Associate RE Broker

Ileana López-Balboa is the senior member of the Deanna Kory Team and 
specializes in Upper East Side sales, particularly on Park Avenue. Her 
knowledge and passion for the area is enhanced by the fact she has 
called the neighborhood her home for the past three decades. Her deep 
knowledge of Manhattan real estate is only elevated by her 20 years in 
executive level sales and client relations roles in the hedge fund industry. 
She has mastered the skills necessary for complex negotiations, and the 
subtle nuances to successfully complete complicated transactions. Ileana 
has worked on all property types on the East Side from co-ops, condos and 
new development to townhouses. Together, Ileana and Deanna have proven 
success in handling complex deals, providing superior innovative marketing 
and achieving high prices for their clients.

ILB@Corcoran.com  212-323-3214      @ileanalopezbalboa

Broker Spotlight

If you would like a complimentary copy of Living on 
Park Avenue please contact us at dek@corcoran.com 
or call (212) 937-7011 or visit www.DeannaKory.com.



at The Corcoran Group
DEANNA KORY TEAM

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.

Experience.
The Deanna Kory Team Advantage
The Deanna Kory Team has sold many beautiful homes in the vast majority 
of cooperatives and condominiums in the Park Avenue neighborhood. 

As specialists in the area, we know what it takes to market these properties 
effectively, achieve high prices and handle complex deals.

Our team is consistently ranked among the top teams in the city and among 
the top 3 at Corcoran annually. In 2017 and 2018, we were named the top 
East Side sales team of the year. 

Led by Deanna Kory, whose 34 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.

Upper East Side ‘Gold Coast’ Recent Sales Sampling
Address        Price
1075 Park Avenue, Apt 2D*          $5,000,000
1155 Park Avenue, Apt 10SW      $8,550,000
930 Fifth Avenue, Apt 12A      $8,450,000
1035 Fifth Avenue, Apt 7A*          $3,350,000
40 East 88th Street, Apt 7A*        $2,825,000

Address       PrIce
40 East 88th Street, Apt 5B     $3,895,000
1075 Park Avenue, Apt 9C     $3,900,000
940 Park Avenue, Apt 2A           $1,960,000
812 Park Avenue, 12/13E*         $6,775,000

19 East 88th Street, Apt PHA                                   $4,650,00045 East 80th Street, Apt 15AB              $6,995,000

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

Lynn Nguyen  Jane Martin  Deanna Kory  Cindy Kitch  Ileana Lopez-Balboa  Stacey Pashcow

*represented the purchaser

Over the years Deanna has commissioned architectural histories for hundreds of 
Manhattan apartment buildings including more than 65 on Park Avenue.

The Architectural History 
of Park Avenue

If you would like a complimentary copy of any of our 
Architectural Histories please contact us at dek@corcoran.com 

or (212) 937-7011 or visit www.DeannaKory.com.

GO GREEN 
If you enjoy our newsletters but 

would like to save paper, we would 
be happy to add you to our email 

distribution. Don’t worry, we will not 
clutter your inbox! Send an email to 

DEK@corcoran.com with your mailing 
address and we’ll remove you from 

our mailing list.


