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What a Difference a Year Makes
We have just marked the one-year anniversary 
of NYC’s shelter-in-place orders. There could 
not be a starker contrast between now and 
last year at this time. While fear, anxiety, and 
uncertainty were a constant over the past 12 
months, a year later we are extremely fortunate 
to have an accelerated vaccine distribution 
plan and finally, renewed hope for better days 
ahead. The same holds true for NYC real estate: 
at the end of March last year all real estate 
activity shut down for three months, with a stock 
market in freefall. This year, we are ending our 
first quarter feeling incredibly optimistic about 
the resiliency of the market, even in the face 
of the extreme challenges of the past year. This 
optimism is prevalent for good reason: sales 
activity in Manhattan has continued to rise 
each week since last year’s fourth quarter and 
has delivered the strongest start to any year for 
signed contracts since 2007 (for context, 2007 
was an exceptionally strong year!) 

First Quarter numbers are revealing:

• Prices cooled and inventory remained 
high, the number of contracts signed 
skyrocketed 58% annually to 3,708 deals, 
beating out the last sales volume record 
(in 2013) by 6%.

• Many factors have been key to the emerging, 
positive changes in the market, yet none are 
likely more significant than lower prices. 
Average price fell 12% year-over-year. With 
few exceptions, in almost every product 
type, size, and neighborhood statistics show 
falling prices year-over-year.

• The confluence of great value, low interest 
rates, and strong inventory is bringing 
savvy buyers to Manhattan. Those buyers 
recognize this is a 
window of opportunity 
to secure a home at a 
price that may have 
been unthinkable a 
few years ago.

The factors above, 
along with a recovering 
economy and the belief 
that Manhattan will 
return to its former glory 
has triggered increased 
demand for Manhattan 
real estate. The common 
perception among agents 
and analysts is that 
Manhattan real estate 
has finally turned the 
corner and is on the road to recovery.

Is it Still a Buyer’s Market?
The quick answer to the question is, “yes”. 
However, sellers’ leverage has improved 
somewhat because of increased demand. Many 
buyers are worried that they missed the bottom 
of the market, and indeed, the bottom can be 
traced back to last summer and early fall, but 
we are certainly not at previous pre-pandemic 
pricing in most cases. 

Interest rates are still extremely low, and the 
potential for a future interest rate increase is 
propelling buyers to make decisions sooner rather 
than later. Sellers and buyers alike speculate 
that strong sales volume could mean prices will 
increase, and this may eventually take place if 
demand outpaces supply. However, inventory 
is still high even after a significant increase in 
sales. This will vary depending on submarket: 
buyers, especially at lower price points, are also 
bidding a slightly more aggressively since there 
has been more competition in the market. 

It is important to remember that the high sales 
volume can be attributed in large part to reduced 
asking prices. Buyers are still sensitive to pricing 
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and even slightly overpriced listings can still sit 
on the market, especially in the higher price 
ranges. Many buyers are still looking for “deals”, 
however, the negotiability gap has narrowed as 
properties are more appropriately priced. If you 
are considering buying, now is the time to be 
decisive.

There are two possible changes that could happen 
over this year or next year that might boost the 
NYC real estate market and trigger an upward 
shift: 1) the repeal of the SALT deduction cap 
instituted in 2018 which hurt market considerably 
pre-pandemic and 2) the return of foreign buyers 
to the market when restrictions ease. Neither 
though is imminent. There are also certain 
headwinds which may slow this current buying 
spree, including: 1) increased taxes on real estate, 
2) an increase in the long-term capital gains rate, 
and finally 3) increasing mortgage interest rates.

What is Selling and Why
Deals are being made at all price points, 
however the below $2M market is still outpacing 
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the higher end. This price point is particularly 
impacted by low interest rates and with a recent 
minor uptick in mortgage interest rates, buyers 
are no longer waiting. In the higher price points, 
there is usually more negotiability - buyers 
can choose from a larger number of available 
apartments and as such, are looking for either 
a special apartment, a great value, or both. That 
said, buyers should understand even high-end 
sales activity is increasing, especially downtown. 
There were 407 in the first quarter in 2021 
versus 225 luxury ($4M+) contracts signed in 
the first quarter in Manhattan in 2020!

Renovated apartments have traditionally 
sold faster than those that need a lot of 
work, and now a move-in ready apartment is 
more attractive than ever. In the past, buyers 
purchased unrenovated apartments to pay less 
and renovate to their tastes. It is more difficult 
to currently renovate given permit back logs, 
pandemic related building restrictions, and 
the rising costs of materials. There is also the 
emotional element that buyers do not want to 
embark on a difficult renovation after this hard 
past year. With inventory still high in many 
markets, if a home needs renovation, it is 
important to take this into consideration when 
establishing an asking price.

What Sellers Can Do Right Now
For sellers to achieve the highest price, it is 
essential to discuss proper presentation and 
pricing. Presenting your property in the best 
possible light, and even more importantly, setting 
the proper asking price at the outset, can make 
the difference between a higher successful sale 
and a property that lingers on the market with 
eventual price reductions to attract attention. The 
current high inventory levels of available listings 
can be attributed in large part to listings that 
came to market priced too high and remained 
on the market for too long without appropriate 
price corrections. Depending on the demand for 
a particular submarket, currently properties that 
are priced correctly should sell within the first 
two months of coming to market.

It is a better environment to sell today than it was 
a year ago but if your property is NOT selling it is 
likely due to it being somewhat overpriced, or it 
has certain flaws. Proper pricing and sometimes 
excellent staging can address both. If you have an 
unrenovated apartment, or one that needs some 
work, or has an inherent flaw (such as poor views), 

The real estate market on Park Avenue is 
unique. It has always had its own tempo: 
a beloved and renowned, and prime ‘Gold 
Coast’ boulevard lined with primarily 
elegant large prewar apartment buildings 
on both sides of the Avenue with the 
beautifully maintained Park Avenue malls 
running down the middle. Most buildings 
are esteemed pre-war co-ops and 
condo conversions, with very few new 
developments and single or multi-family 
townhomes above 60th Street.

Some of our observations of the data 
include:

• Average Days on the Market (DOM) is 
still quite high for both active and in 
contract listings.

• Average discounts on sold properties 
range from 7-18% from last asking 
price to closed price.

• There were 7 closed sales over $10M 
in the last 6 months; 3 of which were 
at 520 Park Avenue and 1 at 1010 
Park Avenue. Many of the high-end 
condo sales reflect new development 
and discounts might not always be 
reflected in sales price. Concessions 
are common in new development 
right now.

• There was a 43% increase in luxury 
contracts signed year-over-year.

Overall, the pace of sales on Park Avenue 
has continually improved along with 
the rest of the market. Park Avenue 
sales were particularly impacted pre-
pandemic by high transfer taxes and 
tax deduction caps in 2018. In addition, 

with the advent of “uber luxury” new 
development condominiums downtown 
over the past decade, many who spent 
much of their lives on Park Avenue opted 
to try “something new and different” 
and for downtown or midtown. Currently 
there are those in the early to mid-part 
of their careers – some wanting to be 
near schools – who are coming to Park 
Avenue because of proximity to various 
institutions and jobs. Park Avenue has 
always been a great value! However, just 
like the rest of the market, proper pricing 
is the key right now to a successful sale.

Luxury Market over $4M
There were 23 luxury contracts on Park 
Avenue that have been signed in the first 
quarter of 2021 over $4M, of which 8 were 
condos and 15 were co-ops. We will keep 
an eye out for where these properties 
close as it will be a good barometer for 
pricing moving forward. In the first quarter 
of 2020, there were 13 contracts signed 
above $4M as that was considered a fairly, 
strong first quarter – notwithstanding the 
interruption by the shutdown. The good 
news is that the sales this year represent 
a 43% increase in signed luxury contracts 
year-over-year. For perspective, there 
were 16 contracts signed over $4M on 
Park Avenue in the first quarter 2019. This 
helps to understand the significance of 
the number of sales in the first quarter 
2021. It also is worth noting that prices 
had been suffering on Park Avenue for a 
few years, so many properties that were 
selling over $4M in the past have slipped 
below that figure (especially those that 
need significant renovation).

**

Real Estate Market on Park Avenue[Continued]

working with an agent who can provide expert 
advice on preparation and pricing can make a 
significant difference in your ultimate sales price 
as well as time on market. Changing the visual 
presentation can include painting, small repairs, 
staging and even minor renovations. In an active 
market, the first few weeks on the market are 
the most critical and how an apartment or home 
“shows” can make a difference of 3 to 10+% in 
the ultimate sales price.

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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PARK AVENUE SNAPSHOT
60th-96th Street*

On the Market

750 Park Avenue, Apartment 4B $1,950,000

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. 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

Very rarely, an apartment of this quality becomes available at 750 Park 
Avenue. Magnificently renovated to the highest standards, this jewel of 
an apartment offers comfort and serenity; a perfect refuge in the heart 
of the Upper East Side ‘s best location.

Broker Spotlight
*as of April 6th



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.

There are many reasons you might be 
interested to learn the current value of your 
home including:

• 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.

If you are curious about the value 
of your home in today’s market, 

we’re happy to help. 

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.

The Deanna Kory Team

Upper East Side ‘Gold Coast’ 
Sales Sampling

What’s Your 
Home Worth?

45 East 80th Street, 15AB              $5,450,000

940 Park Avenue, 2A                     $1,960,000

930 Fifth Avenue, 12A                    $8,450,000

Address           Price
1036 Park Avenue, 7C                      $1,030,000
799 Park Avenue, 3D*                      $2,160,000

1035 Fifth Avenue, 7A*                     $3,350,000
40 East 88th Street, 7A                    $2,825,000

1075 Park Avenue, 2D*                    $5,000,000
1155 Park Avenue, 10SW                 $8,550,000

130 East 75th Street, 8E                   $2,940,000
40 East 88th Street, 5B                     $3,895,000

Address           Price

1075 Park Avenue, 9C                    $3,900,000

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.

Facebook.com/DeannaKoryTeam

Twitter.com/DeannaKory
Instagram.com/DeannaKoryTeam

*Represented Buyer

Contact Deanna at dek@corcoran.com 
or fill out the online form at 

www.deannakory.com/whats-my-
home-worth


