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Manhattan Market
Overview

location, size, and price. For example, the low
end of the market - $2M and below - has had
a significant decrease in available inventory as
these apartments are experiencing the highest
sales volume and an increase in competitive
bid scenarios. This price point is particularly
impacted by low interest rates. In the higher
price points, there is usually more negotiability

is not strong and are looking for “deals”. As time
goes by and people become more comfortable,
confidence will build in the marketplace, though
this may take some time.

Potential Positive Influences Ahead
Over this year or next year, there are two
possible developments that could boost the
NYC real estate market: 1) the repeal of the

Finally, Some Optimism
There is a sense of optimism in the New York
City real estate market right now as sales activity
grows stronger citywide: the number of contracts
signed in Manhattan has risen each week since
the fourth quarter of 2020. With near record
sales volume in January and February (2,250
contracts signed), this year began stronger
than any other year since 2013 - which was
an exceptionally good year. There are several
reasons for this: pent-up demand because
buyers held off buying new homes during the
first 6 months of the pandemic, historically low
interest rates, significant available inventory,
an increase in consumer confidence and
affordability due to lower prices.
High Inventory
One possible headwind in an otherwise
strong market is high inventory. At the end of
January, Manhattan had a total of 8,550 active
condo and co-op listings, up 19% versus the
previous January and 3% from December
2020. High inventory often correlates with
price negotiability. On the positive side, higher
inventory means buyers have a wider variety of
choices – yet another consideration that has not
been seen since 2013. Fortunately, due to the
recent increase in the number of sales, available
inventory decreased by nearly 2,000 listings
from its peak in October 2020 of well over
10,000 active listings, which was a result of the
surge of listings brought to market in the wake of
reopening in June. It is important to take several
factors into account when discussing inventory
- high levels vary by submarkets, categorized by

137 Riverside Drive, Apartment 6/7D - Asking $8.395M

- buyers can choose from a larger number of
available apartments and as such, are looking
for either a very special apartment, a great value
or both.

Will Strong Sales Volume Boost Prices?
Some sellers believe that strong sales volume
means prices will increase. This may eventually
take place if demand outpaces supply. However,
inventory is still high even after a notable
increase in sales. It is also worth noting that the
recent uptick in sales is a direct result of reduced
asking prices coupled with low interest rates.
Buyers are still sensitive to pricing: even slightly
overpriced listings are sitting on the market and
not selling. Many buyers still feel that the market

SALT deduction cap instituted in 2018 and 2)
the return of foreign buyers to the market when
restrictions ease. Although neither is imminent.

What Sellers Can Do Right Now
For sellers, it is all about proper pricing. It is
critical to properly price your property at the
outset, so it does not sit on the market, and then
require a price reduction. The high inventory can
be attributed in part to listings that have been on
the market for too long without appropriate price
corrections. A correct asking price, depending
on the demand for the submarket, should sell
within the first two months of listing. In a very
active market, the first few weeks on the market
are the most critical.
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market snapshot

RIVERSIDE / WEST END SNAPSHOT*
*Under $4M, 70th to 106th Streets

The real estate market on Riverside Drive and West End
Avenue is unique: nowhere else in a prime location are
there two parallel and neighboring grand residential
thoroughfares which are lined solely with elegant large
prewar apartment buildings. Most buildings are prewar co-ops and pre-war condo conversions with a
smattering of single and multi-family townhomes.
It is noteworthy that there are many active high-end
apartments in the above $5M category and very
few are selling. Many of those are in prewar condo
buildings such as the Apthorp and both condo asking
and sale prices are higher than co-ops.
The lower price ranges in co-ops are selling more
quickly. The following will provide a clear picture about
the categories of sales and prices:
• 67% of all West End/Riverside properties in
contract are 2 bedrooms or smaller. 87% of those
sales were co-ops.
• 80% of all WEA/RSD properties that closed in the
last 6 months are 2 bedrooms or smaller. 91% of
those sales were co-ops.
If we compare the under $4M sales in the past 6
months (September 2020 to February 2021) to the
previous 6 months (March 2020 to August 2020), we
will see that sale prices are:
•
•
•
•

-7% in the 4 Bedroom market
-5% in the 3 Bedroom market
-18% in the 2 Bedroom market
+3% in the 1 Bedroom market

# of Units

Size
4 Bed+

# of Units
26

Condo
14

Co-Op
12

Average Ask $
$8,849,365

Average DOM
255

4 Bed+
3 Bed

26
32

14
11

12
21

$8,849,365
$3,539,781

255
167

3 Bed
2 Bed

32
36

11
7

21
29

$3,539,781
$1,800,694

167
93

2 Bed
1 Bed

36
27

7
3

29
24

$1,800,694
$860,000

93
163

1 Bed
Total

27
121

3
35

24
86

$860,000

163

Size

CURRENTLY IN CONTRACT UNDER $4M
CURRENTLY IN CONTRACT UNDER $4M

Total

121

35

✓Condo
# of Units
Condo
11
1
✓
11
1
# of Units

Size
4 Bed+
4 Bed+
3 Bed

Co-Op

Average Ask $

Average DOM

Co-Op
10

Average Ask $
$3,089,000

Average DOM
141

20

3

10
17

$3,089,000
$2,276,000

141
135

3 Bed
2 Bed

20
38

3

17
35

$2,276,000
$1,502,974

135
158

2 Bed
1 Bed

38
26

✓ 33
4

35
22

$1,502,974
$745,304

158
141

1 Bed
Total

26
95

4
11

22
84

$745,304

141

Total

Size

95

84

SOLD AND CLOSED UNDER $4M (LAST 6 MONTHS)
SOLD
AND CLOSED
UNDER
$4MAvg
(LAST
6 MONTHS)
# of Units
Condo
Co-Op
Original $ Avg Closing $

Size
4 Bed+

# of Units
3

4 Bed+
3 Bed

3
11

3 Bed
2 Bed

11
31

2 Bed
1 Bed
1 Bed
Total
Total

✓ 11
✓Condo
0

Co-Op
3

Avg Original $
$3,500,000

Avg Closing $
$2,757,667

0
2

✓ 22

3
9

$3,500,000
$2,377,046

$2,757,667
$2,195,591

9
29

$2,377,046
$1,731,516

$2,195,591
$1,577,162

31
26

2
3

29
23

$1,731,516
$835,569

$1,577,162
$784,246

26
71

3
7

23
64

$835,569

$784,246

71

7

64

160 Riverside Drive, Apt. 15A
Grand-Scale Prewar Corner 8-Room with Superb River Views

CO
IN

2

Average DOM

86

NT

RA
CT

Overall, the pace of sales on West End and Riverside has
continually improved as the whole market has improved.
Just like the rest of the market, proper pricing is the key
to a successful sale.

Size

ACTIVE INVENTORY
ACTIVECo-Op
INVENTORY
Condo
Average Ask $
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luxury market

RSD / WEA Luxury
Market over $4M

PROPERTIES ON THE MARKET

Contracts Signed Last 12 months
Below are the 19 luxury listings that went into
contract over the last 12 months in the Riverside
Drive or West End Avenue market over $4M.
Some have since closed and we noted the
closing dates and prices. It is notable that there
was only one (1) contract signed on apartments
over $4M on Riverside Drive in the last year.
Many of the sales that have closed over the
summer were renegotiated during the shutdown.
Over the same 12-month period of the previous
year, there were 24 contracts signed above $4M.
This indicates an approximately 20% decrease
in signed luxury contracts year-over-year.

610 West End Avenue, Apt 4B

Triple Mint and Expansive, Classic 9 into 8-Room

246 West End Avenue, Apt 10BC

Grand 4 Bedroom with Central A/C & River Views

There was a recent contract signed on a corner
townhouse at 86 Riverside Drive which was last
asking $8M and a 21’ wide house at 347 West
End Avenue, last asking $14M.
Of the luxury contracts signed over the last year,
there were a few significant discounts (10-15%)
from asking to closing prices, however most
were sold at a significantly smaller margin. The
lower-level negotiability in luxury apartments
is largely attributed to sellers pricing their
apartments realistically in line with the current
market values. This is in contrast to sellers’
wishful thinking a year ago when sellers were
setting less realistic higher asking prices.
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Experience.

The Deanna Kory Team Advantage
Deanna Kory has sold many beautiful homes in the vast majority of co-ops 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 35 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.

The Deanna Kory Team has consistently been ranked among the top 5 teams in sales volume
at the Corcoran Group as well as among the top 10 teams city wide year after year.

The Deanna Kory Team

Riverside Drive and West End Avenue
Sales Sampling
Address			
270 Riverside Drive, 8A*
317 West 89th Street, 6E*

Price
$4,995,000
$4,325,000

Address			
555 West End Avenue, TH*
60 Riverside Drive, 18D*

Price
$12,000,000
$2,124,000

What’s Your
Home Worth?
If you are curious about the value
of your home in today’s market,
we’re happy to help.
There are many reasons you might be
interested to learn the current value of your
home including:

140 Riverside Drive, 10C
246 West End Avenue, 12C
100 Riverside Drive, 7A*

$1,900,000
$5,300,000
$2,275,000

330 West End Avenue, 4A
173 Riverside Drive, PH16D*
137 Riverside Drive, 3B

$1,450,000
$3,672,000
$5,750,000

• You are curious about your home value
• You need it for estate planning
purposes
• You are considering re-financing your
home
• You need it for insurance purposes
• You are an executor of an estate
• You are considering selling now or in
the future
In any or all of these instances we are
happy to provide you with a current market
analysis and offer our opinion on value –
without any obligation to sell with us.

639 West End Avenue, 12AB

*Represented Buyer

$4,750,000

22 Riverside Drive, 12/13

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 Instagram, Facebook and Twitter.

$5,350,000

Facebook.com/DeannaKoryTeam
Twitter.com/DeannaKory
Instagram.com/DeannaKoryTeam

the corcoran group real estate
660 Madison Avenue, New York, NY 10065
DEK@corcoran.com

DEANNA KORY TEAM
at The Corcoran Group

Contact Deanna at dek@corcoran.com
or fill out the online form at
www.deannakory.com/whats-myhome-worth

The Corcoran Group is a licensed real estate broker. Owned and operated by NRT LLC.

