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Upper West Side
Townhouse Review
The volume of townhouse sales in
Manhattan has been historically much
lower than the sales of condos and coops and this trend continued leading
up to the pandemic. This was largely
due to limited inventory and the fact
that the number of days on the market
for townhouses is typically much higher
on average than a condo or co-op with
comparable space. To fully understand
the current strength of the townhouse
market, it is important to review the
state of the townhouse sales back to
the beginning of 2020 and a bit earlier,
which will provide perspective on what is
happening today.

person showings resumed in late
June and potential buyers returned
to the city, there was a Third Quarter
lull, followed by a release of pent-up
demand in the Fourth Quarter due to
the limited sales in the Second and
Third Quarters.
Beginning in the fall, the Manhattan
real estate market experienced a
resurgence in both apartment and
townhouse sales. After a slow six
months, the last three months of
2020 became the strongest Fourth
Quarter for townhouse sales since
2015! In that quarter alone, buyer

average asking price of townhouses
that went into contract in 2020 was
$9,543,909 and average asking price
per square foot was $1,619.
Townhouse closings of all price points
fell 21% in 2020 relative to 2019 (131
vs 166). This was the third consecutive
year with an annual decline in
townhouse sales and the sixth annual
decline in the past seven years. The
pandemic dampened townhouse
closings during Second Quarter 2020,
when closings fell by 56% annually.
However, the Second Quarter decline
was exaggerated because in 2019,

Manhattan
Townhouses 2020
Looking back at calendar year 2020,
the Manhattan townhouse market
experienced the same challenges seen
across all real estate markets in NYC
due to the pandemic. The stay-athome order in the spring forced sellers
to take listings off the market, drove
potential buyers out of the city, and
wiped out the spring market - which is
typically the strongest selling season
of the year. When the shutdown was
instituted, many speculated that
townhouses would become more
appealing due to their sheer size,
their private outdoor space and lack
of interpersonal contact. Once in-

Recently Sold: 351 West 120th Street 			

preference for space, privacy and
outdoor space turned into a record
number of closed sales (30) over $5M,
the highest share since 2012. That
said, there were only 92 townhouse
contracts signed over $4M during
all of 2020 which was 19% below
2019 with 114 signed contracts. The

			

$3,950,000

New York State tax law changed at
the end of the Second Quarter, and
buyers rushed to close prior to the
implementation of the increase in
transfer taxes. In the first three quarters
of 2020, cumulatively, sales were
down 35%. Yet Fourth Quarter 2020
closings were up 43% year-over-year,
CONTINUED ON PAGE 2
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the highest annual gain in eight years.
The average closed sales price for
single family houses was $9,106,872
down 12% from 2019 ($10,400,772)
and the average closed price per
square foot was $1,680, down 12%
from 2019 ($1,910).

Upper West Side
Townhouse Market 2020
Sales of both single and multi-family
townhouses on the West Side increased
substantially in 2020 claiming 17% of
all townhouse sales in Manhattan which was unprecedented since 2009.
Sales of single-family townhouses
on the Upper West Side doubled in
2020 from 7 closings in 2019 to 14
closings in 2020. In fact, the number
of single-family contracts signed
prior to the shutdown in March,
represented 60% of single-family
closings for the year. Steady inventory
levels and the easing of prices plus
low interest rates, spurred interest in
the single-family townhouse market
on the West Side, particularly in the
West 70’s and 80’s. This increase in

sales volume is largely due to sellers
lowering their asking prices.
There was an exceptionally notable
increase in sales of single-family
homes under $8M. As a result, overall
sales prices were down by doubledigits year over year. In fact, in all
townhouse segments, prices were
down compared to 2019: Average
sales prices - down 15%, median
sales price - down 14% and average
price per square foot – down 8%. The
average sale price of the 14 singlefamily closings was $8,606,643 with
an average price per square foot of
$1,366. The highest closed sale postshutdown was at 116 West 71st Street
for $10.75M in November 2020 at
$1,810 per square foot. The house is a
landmarked, luxury 20’ wide elevator
house with 5 floors and finished
basement with 8,000 sf, and multiple
private outdoor spaces.
There were only 8 multi-family closings
on the Upper West Side in 2020 with an
average sale price of $4,635,000 and
average price per square foot of $1,011:
4 of which closed in the second half of

the year. However, there were six more
multi-family sales compared to 2019
where there were only 2, resulting in a
300% increase. Buyers seeking value in
multi-family homes gravitated towards
more modestly priced townhouses
further north – resulting in a doubledigit dip in prices. The average closed
sales price in 2019 was $7,987,500
and average price per square foot was
$1,296. The highest closed multi-family
sale post-shutdown was at 58 West 85
Street for $6.4M ($1,106 per sq ft); a
nearly 8% discount off its asking price
of $6.95M. It was an 18’ wide renovated
3-unit brownstone with owner’s triplex
and 2 market rate apartments, 5 floors
and 5,785 square feet.

Manhattan Real Estate
Market 2021
Positive news about the resiliency and
strength of the Manhattan residential
real estate market set the stage for a
strong market with significant increases
in sales volume each month. The
number of sales in the Manhattan condo
and co-op market was the highest in
6 years. Concurrently the number of
closings soared in the two consecutive
quarters which had a positive impact
on the continuance of a strong market.
In fact, sales volume in the Second
Quarter hit a high point with the largest
number of contracts signed in 14 years.
The combination of pent-up demand,
historic low interest rates, increased
negotiability and consumer confidence
boosted sales over the first half of the
year. The optimism has only grown
as more and more New Yorkers have
been vaccinated and the city has reopened. Schools will be open in the
fall and offices are opening which
is what was anticipated. That said,
two of the significant factors in the
market rebound were lower prices
and low interest rates. The high
level of sales activity in the Second
Quarter indicates buyers want to
take advantage of these two factors,
and many understand that the
window is closing.
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Manhattan Townhouse
Market 2021
There have been 105 signed townhouse
contracts over $4M in Manhattan
from January 1st to July 11th which is
a good indicator of the health of the
market considering there were only 92
in all of 2020. The largest market share
has been downtown with 35 contracts
signed. The Upper East Side has had
34 contracts, Upper West Side 29,
Midtown 6 and one Uptown. Looking
back, the highest number of townhouse
contracts signed in a calendar year over
$4M in the last 8 years was 153 in 2014.

Upper West Side
Townhouse Market 2021
• There are currently 18 single-family
homes on the market, only 4 of
which have been on the market for
over 4 months. The average asking
price for these active listings is
$10,958,333 and average price per
square foot is $1,608.

• There are 10 single-family listings

2021, eleven of these have already
closed. This represents 28% of the
total townhouse market share for
contracts in Manhattan so far this
year. There were 49 townhouses
that went into contract in 2020 at
this point last year (mid-July) in all
of Manhattan and only 9 were on
the Upper West Side. Given the
artificially low pandemic numbers, it
is helpful to compare to the same
time frame in 2019: there were
67 contracts over $4M in all of
Manhattan from January 1 through
July 15th and only 6 of those were
on the Upper West Side.
It is clear from above that this year
has been a banner year so far for
Upper West Side townhouses. The
strong volume of townhouse sales
on the Upper West Side is in keeping
with the stronger market overall but
also indicates that buyers feel that
townhouses are now a good value
and having a lot of space plus outdoor

area is again very desirable. As more
buyers re-entered the market the first
half of the year, the combination of
the lower prices, low interest rates and
increased consumer confidence all
came into play. As of now, there has
been over 3x the number of UWS
contracts this year than the same
period in 2020, and nearly 5x the
number of contracts during the same
period in 2019. The neighborhood
is highly desirable and townhouse
living has become more appealing as
buyers have reprioritized their needs.
It is critical to remember that an
appropriately priced home is the key
to a successful sale. As stated above,
there was an average 13% discount on
closed sales prices from their asking
prices on contracts this year that have
also closed. Move-in ready house sales
are also outpacing fixer-uppers due
to difficulties in construction supply
shortages as well as an increase in the
costs and time to renovate.

The Deanna Kory Team

Recent Sales

currently under contract with an
average asking price of $9,372,500
and average price per square foot
of $1,525.

• There have been 13 closed sales
of single-family houses since the
beginning of the year with an
average closed price of $7,813,846
and average closed price per square
foot of $1,303. The average original
asking price was $8,901,077 which
is an average 13% discount off the
original price.

• The predominance of single-family
listings in all categories (active, in
contract and sold) are in the West
70’s and West 80’s. In the West 90s,
there are only 2 active listings, 1 in
contract and 2 sold properties.

• There were 21 single-family homes
and 8 multi-family homes over
$4M that went into contract on
the Upper West Side thus far in

351 West 120th Street
$3,950,000

139 West 78th Street			
$7,632,000

In Contract in 8 days!
Custom-renovated Morningside
Heights 18’ Wide Brownstone

Grand & Sun-filled 20’ wide Singlefamily House with Elevator
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Experience. The Deanna Kory Team Advantage.

Deanna Kory and her team are experts at marketing both singlefamily and multi-family homes in Manhattan and understand the
unique value of homes on the Upper West Side.
Consistently ranked among the top three at the Corcoran Group every year and among the top ten
teams in NYC, our team knows how to effectively market and achieve high sales prices for their clients.
Deanna has been a top broker in Manhattan for over 35 years and has represented both buyers and
sellers of townhouses in hundreds of transactions, especially on the Upper West Side. As an Upper
West Side resident for four decades, she is uniquely positioned to understand why owning a home in
this neighborhood is so special.
Selling a townhouse in Manhattan is a highly sophisticated process and takes experienced brokers with an
excellent track record of successful sales. As townhouse sales specialists we know what it takes to market
these properties effectively, achieve high prices and handle complex deals. In addition, our team:
•
•
•
•
•
•
•
•
•

Understands and appreciates the advantages of owning a townhouse.
Has broad knowledge of zoning laws, permits and variances.
Has extensive knowledge of market conditions and current inventory.
Are experts in marketing the advantages of townhouse living.
Has experience in interior design and the ability to present alternate floor plans and virtual staging
to help prospective buyers envision a layout that meets their needs.
Has experience helping clients understand what it takes to convert a multi-family house into a
single-family home.
Has a keen understanding of Certificate of Occupancy issues and the ability to address them.
Has a vast network of architects, appraisers, attorneys, inspectors, landmark specialists and
contractors to recommend if needed.
Produces sophisticated and innovative marketing materials that present properties beautifully to
the public.
Contact Deanna for a confidential, no obligation opinion on the current value
or to discuss the best strategy to sell your home.
The Corcoran Group Real Estate
590 Madison Avenue, New York, NY 10022
DEK@corcoran.com
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