
General Manhattan Market
The NYC real estate market has had its share of 
challenges over the last few years but last year 
in particular was unlike any other. It is hard to 
believe that just one year ago, the Manhattan 
real estate market was beginning to exhibit 
strength after two tough years. Optimism was 
apparent in January and continued through 
early March. When Covid-19 hit, real estate 
activity, along with the rest of the city, was shut 
down. This began March 22nd and continued 
through June 22nd. During this period, sales 
volume dropped by 75%, resulting in an 
annual 30% decrease in overall sales volume 
in 2020 relative to the previous year. Despite 
the minimal sales during the second and third 
quarters of 2020, volume picked up in the 
fourth quarter, ending the year much in the 
same way it began: stable and resilient even in 
the face of extreme changes.

Looking back on 2020, savvy buyers recognized 
opportunities as soon as the shutdown began. 
Prices started to fall during that time: in the 
high-end market, prices fell often 5-15%. Sellers 
and developers became even more negotiable 
and there was little buyer competition. Many 
buyers scooped up properties at good prices 
in the summer and into the fall. Sales began to 
increase as COVID cases fell in NYC and people 
became more comfortable going out with masks, 
coupled with social distancing. As of September, 
the number of weekly signed contracts began 
to exceed those signed in 2019. Significantly, 
sales volume of properties priced between $2M 
and $4M began to accelerate when they were 

previously lagging behind – a trend 
that continued through the end of 
the year. This momentum continued 
in November and December, in 
large part due to considerable 
optimism after the election and 
vaccine approval. Ultimately 4th 
quarter sales volume was greater 
than the same quarter in 2019.

The sense of optimism towards the 
end of 2020 carried through into 
2021: January 2021 sales volume 
was the highest it has been since 
January 2014 – an exceptionally 
strong year. This can be attributed 
to three key elements: low interest rates, 
significant inventory and increased affordability.

Below are key takeaways from January sales:

• Over 900 contracts were reported which 
was a 28% increase year-over-year.

• Every week of January there were more 
sales than the same week in 2020.

• Contracts for all product types rose versus 
2020 but especially re-sales.

• Each submarket reported more deals than in 
2020, but Midtown’s gain was the smallest.

• Two-bedroom + apartments sales improved 
most year-over-year.

• The luxury market over $5M showed strong 
yearly percentage gains.

Everyone is spending more time at home, and 
new trends have emerged that can be directly 
attributed to this. Many buyers are assessing 
their needs differently, and many are trading up 
in size. Current interest rates help make this a 
reality: since they are currently very low, buyers 
are finding larger apartment more attainable 
than in the recent past.

One possible headwind to an otherwise strong 
market is that available inventory is considerably 
higher relative to last year. This usually correlates 
with price negotiability. On the positive side,  
high inventory means buyers have a wider 
variety of choices which has not been seen since 
2013/2014! 

These factors altogether are attracting more 
first-time and other buyers who decided to 
purchase homes in this market. Although the 
consequences of the pandemic will continue 
to impact decision making for the foreseeable 
future, optimism fueled by the following key 
indicators has helped spur buyer activity:

• Historic low interest rates 
• Increasing vaccinations
• A tight suburban housing market
• Tax relief: A potential repeal of the SALT cap
• Foreign buyers returning to the market when 

restrictions ease
• Negotiability especially in New Development.
• Private school acceptances mid-March likely 

fueling activity on family-sized properties

Notwithstanding the above, sellers still do 
need to be realistic with pricing and willing 
to negotiate. It may be helpful to get several 
opinions from knowledgeable brokers on pricing 
your property if you are considering selling to 
better understand the true market value of a 
property. Pricing appropriately is particularly 
important in this market. It is an especially good 
time to sell mid-range properties as this group 
of buyers is most impacted by low mortgage 
rates. An increase in “normalcy” will return to 
life in NYC throughout the year. Sophisticated 
buyers know the advantages and opportunities 
of acting now. 
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Having sold hundreds 
of properties in 
almost every building 
on Central Park 
West I understand 
the value of proper 
pricing and staging, 
and have 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.

central park west report

Central Park West 
The residential real estate market on Central Park West was not particularly active for most of last 
year, largely due to the pandemic and the shutdown. Buyers were tentative to act due to many 
factors: school uncertainty, the election, and a likely second wave of Covid-19. Over the past 9 
months, CPW buyers have been looking for deals hoping that the already lower prices would drop 
further. Some sellers did lower prices, while others opted to ride out the market. This wasn’t without 
reason – Central Park West real estate values have historically been strong even in difficult times. 
However, this time has been somewhat different because prices pre-pandemic has already suffered 
from oversupply and were impacted by the loss of state and local tax deductions (SALT).

As noted above, the last half of the third quarter and throughout the fourth quarter, there was an 
increase in the number of contracts signed week after week. Below is a snapshot of the last six 
months on Central Park West.

The Luxury Market on CPW - $4M+ Contracts Signed
Below are the contracts signed over the last 6 months, of which there were 15. Three contracts 
over $4M have been signed so far this year. That may not seem like a lot, but during this same 
six-month period in the previous year, there were only 16 contracts signed over $4M on CPW.

As you can see, in the few that went into contract and have since closed, there was significant 
negotiability. It will be interesting to see where the most recent contracts ultimately close as 
sellers have become more realistic. Going forward we will find out how current optimism will 
affect contract prices.

1 West 67th Street
Stunning, Penthouse 14-Room Triplex with 
One-of-a-kind Outdoor Oasis
Hotel Des Artistes
$12.85M

Looking Ahead
If you are a buyer, there are great opportunities right now, especially if you are buying for the 
first time, up-sizing or a buying a pied-a-terre or investment property. Mortgage interest rates 
are at historic lows: 2.65-2.75% for a 30-year fixed loan. There is less competition with a lot of 
inventory and there are still deals to be had. With renewed optimism, now is a good time to be 
decisive, especially before the market activity further increases. It is important to work with a 
knowledgeable and skilled broker who can get the up-to-date information on listings both on the 
market and in contract and, most importantly, negotiate effectively on your behalf.

If you are seller, now is the time to discuss next steps and develop a plan of action as the 
spring should be a good time to list given the renewed enthusiasm to purchase in NYC. With the 
current competition, it is critical that that you do everything it takes to make your property stand 
out through staging or simply rearranging furnishings. Work with a broker that has the expertise 
to advise you on the physical presentation. Make sure that the broker can create and implement 
an innovative and strategic plan to market your property and most importantly can guide you on 
proper pricing and throughout the selling process. Lastly, choose someone with a strong record 
of sale, imbued with negotiating skills and a solid track record.

On the Market


