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It cannot be overstated what an unusual and 
challenging year it has been, and this continues 
to be the case as we progress through the year. 
New York City has come a long way since March, 
and we can all be proud of our collective efforts 
to protect our neighbors and our great city. Since 
the pandemic began, we have received many 
questions from our clients about the state of the 
market and if this is the right time to buy or sell. 
This newsletter will provide current market data 
as well as the pros and cons of selling or buying 
right now.

A CHALLENGING YEAR
Prior to the COVID shutdown, the NYC real estate 
market in January and February of this year was 
showing signs of improvement after an uneven 
and challenging two years. The foundation was 
set for an active spring market. New York City 
had been uniquely affected by specific changes 
in government policies in the previous few 
years which greatly impacted sales activity. 
Most notably the significant increase in the NYS 
Mansion Tax, which took effect July 1, 2019.

For perspective, real estate showings were on 
pause for three months, beginning on March 
22nd and resuming on June 22nd.  

The market has taken a major hit because of the 
initial impact of the pandemic and the citywide 
shutdown. Due to the widespread fear of COVID, 
many people with second homes or relatives/
friends outside of NYC left the city and largely 
have not returned. 

There are ancillary issues affecting the market 
as well, including 10-20% rental vacancies and 
reduced demand for commercial real estate. In 

addition, there are just a few weeks until the 
presidential election, which historically influences 
the market. In past elections, we witnessed a 
slowdown in real estate 
activity until a winner 
was declared.  There is 
expected to be a delay in 
tallying mail-in ballots this 
year, so it is not clear how 
the market will react to this 
unprecedented election.

Whether you are a buyer 
or a seller, it is important 
to view this time through 
a historical lens. In my 
35+ year experience, we 
have weathered many 
recessions and downturns 
in the market, and what we 
know is that in the long run, 
New York City is resilient 
and will return to a new 
version of its former self.

WHAT IS SELLING NOW
When the real estate industry re-opened for 
business in late June, many people predicted 
pent-up demand would fuel a more active 
summer. This turned out to be true in the under 
$2M market, which was evident in the growing 
number of contracts signed. One thing is clear: 
there continue to be people who have a need or a 
desire to be in the city. Most current buyers want 
to take advantage of discounted prices coupled 
with low mortgage rates and low competition for 
good apartments.

Under normal circumstances, summer is typically 
less active in the luxury market. Given the Spring 
shutdown along with the fact that many people 
stayed away from the city, a slowdown in the 
high-end market at the end of the summer was 
expected. Uncertainty around schools until the 
end of August paralyzed many to act, especially 
because there were conflicting views of what 
would happen in the fall. The number of high-
end contracts, however, picked up in late August 
and September, which is a good sign. There 
have been 158 contracts signed over $4M since 
June 22nd compared to 208 signed in the same 
period last year. 

THIRD QUARTER 2020
Manhattan sales ended the Third Quarter in 2020 

on a positive note. Signed contracts were up 
167% versus the second quarter when the market 
was on “pause” due to stay-at-home restrictions. 

Furthermore, September saw sales turn an 
important corner: monthly signed contracts were 
up over 2019 for the first time since February. 
While pent-up demand from the lost spring 
market is certainly a factor in the increase in 
sales, it does suggest that demand is returning 
for Manhattan real estate. Although supply, tax, 
and affordability challenges remain, the current 
set of circumstances – lower prices, record-low 
interest rates, and easing Covid-19 restrictions – 
will likely propel the Manhattan market closer to 
the volume of sales we experienced at the start 
of 2020.

New York’s gradual reopening significantly 
affected inventory this summer as well. Active 
listings in the Third Quarter rose 57% over last 
quarter and 28% over last year to 9,560 units, 
the highest number since Second Quarter 2009. 
New listings came to market quickly, peaking at 
2,200 in July – similar to the typical surge seen 
in April before the spring selling season. 

NEGOTIABILITY
In the months since the reopening, the data 
shows that the negotiability percentage 
increases as value increases. In properties that 
have gone into contract since March, there was 
on average 4-7% negotiating room in the under 
$2M market. Since there is relatively strong 
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demand, approximately 20% of those deals are 
happening at or above their original asking prices  
– typically this happens only for mint condition or 
truly unique apartments. In the $2M-$5M range, 
discounts are averaging between 7-10%, and 
15%+ in the over $5M market. 

Sellers are beginning to be realistic: we see those 
who have bought their property in the last 5 years 
are now willing to sell below what they paid for 
it. With that said, there is also cause for seller 
optimism – the average median price in Q3 was 
up 8% year over year and up 8% Q3 over Q2. 
More dramatically, the average price per square 
foot was up 23% year over year and 28% Q3 
over Q2. 

It is easy to assume, in a market that favors 
buyers, that ‘crazy’ low deals are happening. 
While there may be a few really outrageous 
deals, anything higher than 10% off asking price 
has an explanation. Most commonly, it depends 
on how realistic pricing was at the outset. High 
percentage negotiating room often occurs 
because an owner or developer established 
an original “aspirational asking price” that was 
already 20% or more above where the realistic 
asking price should be. And, since buyers are 
generally very wary of placing a steeply low offer, 
most sales happen within 4-10% of the asking 
price. There are a few ‘opportunistic’ buyers who 
are submitting unrealistically low offers – often 
as low as 30% off the asking price. In most 
cases, if the property is priced appropriately, 
the seller does not respond to these low offers. 
There is a mistaken notion that ALL sellers are 
desperate right now and everyone is leaving the 
city. To be clear, this is not what we are seeing 
in the sales market. Renters who do not have 
an investment in an apartment constitute a far 
greater percentage of people leaving the city.

DETERMINING VALUE 
The most common question we get is how 
to determine current market value. Given the 
current political and economic uncertainty, it is 
nearly impossible to pin down an accurate sales 
price. Much depends on whether there is enough 
demand for a particular location and size, and if 
there are recent signed contracts and sales data 
for that specific category of apartments on the 
market. Because of the difficulty in assessing 
true current market value, it is more important 
than ever to work with an experienced broker 
who can assist in looking at the data on hand 
and objectively compare it to similar properties. 

In times of crisis, negotiation skills are even more 
critical, and vary widely between agents. It is 
especially important to have an agent who has an 
excellent sales record and is a proven successful 
negotiator.  

PROS & CONS OF ACTING NOW
There is no denying that the current market favors 
buyers, and that there are great opportunities 
right now – whether you are buying for the 
first time, upsizing, or are seeking a pied-a-
terre or investment property. Mortgage interest 
rates remain at historic lows: currently they are 
below 3% for a 30-year fixed loan. There is less 
competition with fewer buyers in the market and 
there are many good deals to be had. 

If you are thinking of selling, the pros and cons 
depend on your own personal goals and timeline. 

Reasons to list your property now can include:
• We do not know what the future holds. The 

market volatility depends on the upcoming 
election and a potential second wave 
of COVID-19. However, we have some 
understanding now and it could take some 
time for prices to come up.

• The financial markets have been relatively 
strong up to this point.

• The buyers who are out there are mostly ‘real 
and ready’ and not just ‘lookers’.

• Some feel that right after the election there 
could be a lift in the real estate market if there 
are no major electoral issues, which would be 
consistent with 2016. 

Some reasons to wait until the spring include:

• Historically, we experience the highest volume 
of signed contracts in the first and second 
quarters of the year.  

• Many buyers have not yet returned to the city 
due to the ability to work remotely.

• Due to COVID-19 restrictions, renovations are 
perceived to be more expensive and can take 
longer. 

• A vaccine next year will undoubtedly help lift 
the market.

We are in uncharted territory, but New York 
City, unlike other large cities in the US, has a 
history of bouncing back at a quicker pace. That 
said, transactions are happening at every price 
point. We track this weekly so you can better 
understand trends as things evolve in the weeks 
and months ahead. 

We are here to support you and guide you in 
reaching your goals. We are happy to talk 
through them with you at any time.
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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.

Learn More at www.DeannaKory.com

Facebook.com/DeannaKoryTeam
Twitter.com/DeannaKory
Instagram.com/DeannaKoryTeamat The Corcoran Group

DEANNA KORY TEAM

If you would like a confidential price 
opinion or would like to discuss strategy 
for selling or buying now or in the future 

we are here to help.

Please contact me directly at 
dek@corcoran.com or (212) 937-7011.


