
 

there were 28 closed sales with a 
median price of $13.2 Million.  A 
recent sale at the Time Warner 
building on Central Park South 
closed at $5,400 per Square 
Foot, the 2nd highest amount by 
that measure for any unit in the 
building.  
 

Increasing profits and new hires for 
Wall Street (WS) firms gives 
promise for the Spring 2011 
market.  Despite the good news, 
challenges still exist. If pending 
Financial legislation reduces WS 
compensation, housing demand 
may be tempered.  Already, some 
sellers who bought after 2005 
(especially in some new develop-
ments) are finding that 2010 prices 
aren’t supporting a break-even or 
profitable sale point, after costs.   
 
Bottom Line: The market is 
stronger than 2009, but there may 
be some bumps ahead.  

Despite a very strong 2nd Quar-
ter (Q2), in July brokers whispered 
that buyer activity had slowed.  
Unclear was whether steamy days 
and summer doldrums kept buyers 
away, or whether buyer confi-
dence was tempered by the drop 
of the Dow in early July.  The 
volume of Summer contract signings  
historically trail the Spring market. 
2009 was the opposite, due to the 
lull after Lehman.  It is unclear 
whether this is just a seasonal lull.  
 
Good News: The 2nd Quarter 
Manhattan Market report showed 
an 80% increase in unit sales over 
the prior year quarter (Q2 ‘09) and 
16% over Q1’10. At 2,756 sales, 
volume was the highest in 2 years 
and above the 10 year quarterly 
average of 2,400. Days on the 
Market dropped 35% to 105 days 
over Q2 ‘09. Available inventory 
declined 13% over Q2 ‘09.   
 

The average price of an apart-
ment increased to $1.4 Million.  
 
Jonathan Miller, the creator of 
Prudential Douglas Elliman’s quar-
terly overview explained that the 

rise in the average price point was 
in part due to the increase in the 
number of larger units sold 
during Q2 vs. the prior year quar-
ter.  Price stabilization was 
evidenced by the Average Price/ 
Square Foot holding steady at 
$1,051 per Sq. Ft.  
 

Studios and 1 Bedrooms de-
clined as percentage of sales in Q2.  
The Luxury and Loft markets 
experienced a release of pent-up 
demand.  In Tribeca, limited 3 
Bedroom inventory lead to bid-
ding wars, driving prices up on 
some units. The Loft market saw 
a 264% increase in sales volume 
over Q2 ‘09!  In Chelsea, the 2 
Bedroom market was spilt.  
Perhaps due to tight lending 
requirements, demand for mid-
size units (1,400 Sq Ft) exceeded 
demand for larger (2,000 Sq Ft) 
2Brs. The result? Smaller 2 Bed-
rooms commanded higher prices 
per square foot. 
 
In the Super-High End Market 
($10 Million plus), there were 77 
Sales in 2009 with a median price 
of $12.8 Million.  By June 24th, 
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Great Eats from NY Magazine 

ABC Kitchen - Jean-George Vang-
erichten’s new gimmicky undertaking at 
ABC Carpet & Home delivers. From 
little plates of shrimp crudo, lightly 
speckled with horseradish shavings to a 
creation called Fragrant Mushroom 
Toast, or boutique Beets, his young 
chef Dan Kluger seems to be impress-
ing critics and diners.  (35 E. 18 St.  
(212) 475-5829) 

Shake Shack – Upper East Side  
Danny Meyer won many over with his 
original Shake Shack in Madison Square 
park, where lines were common. His 
All-American snack bur grub is that 

good with smallish LA 
Style burgers and 
Chicago style dogs. 
Newly opened on the 
Upper East Side. (154 
E. 86th St)                          
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My buyer re-
cently signed a 
contract on a 2 
Bedroom Condo 
in Midtown West 
(Clinton). At just 
under $1M the 
unit was a good 
deal.  Doing 

some research I noticed, that the 
contracted price was below the 
seller’s outstanding loan and 
purchase price in 2007.   
 
News accounts indicate that Short 
Sales (when a property sells be-
low the outstanding loan amount 
and the seller seeks relief) is not an 
issue in Manhattan.  Yet, I’ve been 
noticing units on the market asking 
close to or below the last sale 
price.  I wondered how prevalent is 
this? Do sellers know it’s happen-
ing?  Are they thinking they are the 
only ones facing this issue?  

So I did some un-scientific research 
and randomly checked sales in 12 
Condo buildings around the Man-
hattan, 9 of which opened after 
2004.  I thought clients would 
want to know how sales figures 
compare with 2007 or earlier vs. 
just last year.   
 

Reviewing 31 of the most recent 
closed sales in the buildings (for 
which the previous same-unit sales 
data was available) revealed that 
45% of the 31 units sold incurred 
a net loss.  I assumed the current 
owner paid normal closing costs 
and original developer costs on the 
way in and out.  The average sale 
price of these units was $1.56 
Million.  61% of the units were in 
new developments.   
 

From this ‘back of the napkin’ 
review, it would appear that some 
owners who purchased New De-

velopments at  the peak of the 
market, may still continue to face 
challenges breaking even with 
their net purchase price. For the 
older condos sold, while there 
were gains, in some cases they 
were not significant.   
 
People are averse to making a 
decision that leads to losing money.  
In the current environment, it may 
not be avoidable if you must sell. 
Weigh your options carefully.  
 

Bottom line: While interest rates 
are down, with tax credits gone 
and conversations of deflation in 
the air, buyers seem to have lost 
some urgency at the moment.  
With sellers not wanting to face a 
loss, they may be helping the mar-
ket by keeping inventory numbers 
low.  Facing a loss is not some-
thing anyone wants. Call me to 
discuss your numbers with me.  

stration’s plan to keep the housing 
market from completely collapsing 
because it allowed banks to be able 
to lend money to consumers and 
then sell their conforming loans (in 
NY up to $729,500) to Fannie Mae, 
after a sale closed.  Banks dropped 
rates to compete for more buyers 
who were taking advantage of the 
1st Time Homebuyer Tax Credit.  
 
Due to Fannie Mae’s tightened  
pre-qualifying measures which 
made it harder to get financing 
for buyers, the quality of loan 
portfolios started to be viewed as 
more secure.  As a result, the 
unexpected happened when the 
Fed stopped buying mortgage 

In the first half of 2010, mortgage 
rates continued to drop despite 
all predictions to the opposite.  
There had been a push to get 
buyers to lock in rates before the 
expected rise that most econo-
mists predicted would happen.  
 
The reasoning in early 2010 was 
that once the Federal Government 
stopped buying back loans on the 
secondary market, rates would 
climb.  Why?  After the crisis of 
2008, the Fed stepped in and was 
buying back mortgage backed secu-
rities providing liquidity into the 
mortgage market that would not 
have been there otherwise. This 
liquidity was crucial to the Admini-

backed securities in late March -  
other investors started step-
ping in, providing liquidity.  Added 
to that, economic issues in the 
Euro-zone and Greece lead to 
mortgage rates staying low as 
investors flocked to US Treasury 
Bonds, which positively influenced 
mortgage rates.  
 

Buyers now expect rates will re-
main low in the near future, how-
ever some analysts think rates may 
still go up. Thus with lower inven-
tory, some buyers are holding off.  
 

Bottom Line: Buying opportu-
nities exist. If now is the time for 
you to buy, make historically low 
mortgage rates work for you.  

Not Breaking Even on the Sale -  The Untold Story 

Buyers: Mortgage Rates at All Time Lows  

New Developments in 2010…   
activity in the late 2009 with quiet 
price negotiations.  Fall buyers 
snagged big discounts at develop-
ments like the Chelsea Enclave and 
more recently at the super-luxury 
Apthorpe on the Upper West Side.  
Spring 2010 also provided buyers 
better financing options.  
 

However, not all developments are 
doing well. There has been much 
written about Trump Soho.  In a 
suit against the developer recently, 
buyers claimed that a lower per-
centage of units had actually sold 
than they had been lead to believe 
during their negotiations.   

Some buildings have also had fore-
closure proceedings occur. Com-
mercial lender I-Star sued to put 
high-end One Madison (at 23rd 
St) into receivership because the 
developers missed loan obligations.   
 

The big change is now in the buyer 
pool. Young Wall Street earners 
who’d pay $1M+ for a large 1Br 
during the peak are few.  The 
Euro’s slide against the Dollar also 
has impacted condo sales. Today’s 
buyers are more diverse, value 
conscious and at times families 
requiring developers to adjust 
apartments to suit their needs.  

2010 has proven to be a year of 
change for New Developments 
and Developers. After facing many 
obstacles in 2009 (a shifting buyer 
pool, lack of financing, buyers pull-
ing or suing to get out of con-
tracts), the market has improved.  
 
Developers jump-started contract 
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Source: Excerpts from The Real Deal One Madison 30th Floor LR  
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“Reviewing 31 of the most 

recent closed sales…  

in 12 Condo buildings…  

45% incurred a net loss.”  

- T. Sargent 



 

2009 was an extremely challenging 
year for the Hamptons, the string 
of towns on the south-eastern 
coast of Long Island from South-
ampton to Amagansett.  With 
buyers of 2nd homes staying out of 
the market sales were down signifi-
cantly.  
 

2010 has proved to be a rebound 
year as buyers have come back to 
the market.  Some of my clients in 
Manhattan have chosen to buy a 
home in the Hamptons and rent in 
Manhattan (even if they are paying 
close to $20,000/month).  Others 
are looking at the option of buying 

in Manhattan and the Hamptons as 
a way of creating a better quality of 
life for themselves and at the same 
time not pouring a full $5-9 Million 
into one apartment in Manhattan.  
 
Prudential Douglas Elliman’s Hamp-
tons/North Fork Q2 ‘10 overview 
reported “Rising sales, declining 
inventory and consistent price indica-
tors for the East End reflect a more 
stabilized housing market in the 
second quarter. The 582 sales in Q2 
’10 were an 89.6% jump over the 
same quarter of 2009 and consistent 
with the 5-year quarterly average of 
559 sales.  While total inventory 
declined 4.2% below the same period 
last year, at 2,190 listings it was still 
13.5% above the 5-year quarterly 
average.” The median price was 
$775,000, up from 2009 by 14%.  
 
In the Super High-End that the 
Hamptons are best known for, 

unique properties can sometimes 
take years to sell and can be shared 
listings or moved from one broker 
to another.  
 

Two Trees Farm is an eques-
trian center that hosts the Mer-
cedes-Benz Polo Challenge 
every August and covers 115 acres 
in Bridgehampton.  It was origi-
nally listed for $95 Million in mid-
2008.  Today it’s listed for $75 
Million having been on the market 
with the current broker for 10 
months.  Properties above $10 
Million are requiring price cuts to 
get them moved, per some  bro-
kers.  Sellers however appear to be 
more ready to negotiate today 
than previously.  
 

If you (or someone you know) are 
interested in the Hamptons, send 
me an email (Tsargent@elliman.com) 
and I’ll connect you.  

whopping 41% of Manhattan’s 
population of 1.6 Million. 

Can you start to see how the 
presence of so many HNWI’s in 
the New York area impacts the 
housing market?  Additionally, the 
next three top HWNI areas are 
Los Angeles (235K), Chicago 
(198K) and Washington D.C. 
(152K), all areas with residents 
who move back and forth to NY.  

Did you know? Only approx. 
25% of Manhattan housing is either 
coop or condo vs. rental?  I 
tend to see HNWI’s buying homes 
for themselves, their children and 
as 2nd or 3rd homes. This de-

Capgemini, a leading provider of 
consulting services released the 
results of its 2010 US Metro 
Wealth Index in August. The study 
tracks the populations of High Net 
Worth Individuals (HNWI) in the 
top ten US Metro areas.  An 
HNWI is defined as having investa-
ble assets of $1 Million or more, 
excluding primary residence, col-
lectibles and consumer durables.   

The New York Metro area 
ranked #1 again with 667,000 
HNWI, an 18.7% increase over 
2008. To put that in perspective, 
667,000 HNWI represents 
approximately 4.25% of the total 
Metro Area population and a 

mand can make buying for non-
HNWI’s challenging and frustrating.  
Perfectly solid buyers can be shut 
out of the buying process due to 
another buyer’s immense wealth.  

Win over the Seller:  Regardless 
of wealth level, presenting a strong 
offer is KEY to negotiating success-
fully.  I recently won a bid for a 
client whose net worth was signifi-
cantly below the other bidder.  
How? Offer included: 1) Complete 
Net Worth Statement  2) Letter to 
the seller from the buyer 3) Strong 
Offer and then a follow-up Highest 
and Final Bid when we did not hear 
back from the seller’s broker.  
Strategize to Win. Call me.  

The Hamptons - Sales Surge over 2009  

New York Ranks # 1 in the US for most Millionaires 

Focus on the Greenwich Village & West Village Townhouse Market 

“Rising sales, declining inventory 

and consistent price indicators 

for the East End reflect a more 

stabilized housing market in the 

second quarter.”  

-Prudential Douglas Elliman 

Hamptons/North Fork Report 
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that buyers and sellers moved to 
agree on price, stabilized at 15.5%.  
The discount from original ask-
ing price, remained high at 32%  
 
There were 5 signed contracts 
during Q2 ‘10, vs. 3 in Q2 ‘09 with 
an average last listing price of $8.1 
Million (a 12% increase).  The 
price per square foot rose to 
$1,660 (4%).  2 of the 5 houses 
sold were new construction at 
Superior Ink on Bethune St.  The 
developer reduced their prices by 
13-25% to generate the contracts.  
 
Email me to receive the full report. 

of 2009.  The increase in high-end 
inventory vs. the average price of 
closed sales could indicate a dis-
connect between buyer demand 
for smaller units and owners’ 
hopes to cash out on an overall 
stronger market.  Buyers now have 
many more options than Q1 ’10 
when there were only 15 homes 
priced below $7 Million.   
  
Q2 ’10 sales posted a 24% drop 
in average price vs. Q2 ‘09.  The 
average price per Square Foot was 
more stable going down only 2% 
over 2009 to $1,493.  
 
The listing discount, the amount 

In December ‘09 I started a Town-
house Report for owners to better 
understand their market.  Below is  
an excerpt from my Q2 ‘10 report.  
 

On July 7, there were 41 Village 
Townhouses for sale, a 57% 
Increase over Q1 ‘10.  16 new 
homes were listed during Q2 
’10 with an average price of $10 
Million.  The average price for all 
41 units was $9.6 Million - similar 
to Q1 ‘10, but the median price 
declined 19% to $7.9 Million.   
 
The average price of townhouses 
Sold year-to-date, was $5.8 Mil-
lion compared to $7 Million for all 

Source: Capgemini.com 

Southampton, $9.25M Courtesy of Prudential DE 

Source: Prudential Douglas Elliman/The Real Deal 



 

  

 Active - Upper East Side 1 Br Coop $495K   SOLD! 2 Br Condo Loft in Soho  $ 2.1 Million SOLD! East Side 1-2 Br Coop  $ 650K 

(Not so) Hush Hush... 

$10.2 Million sealed the deal for Glen Close 
to say goodbye to her apartment at the 
famed Beresford in August. 2,300 SqFt + 

Courtney Love has been 
viewing Village townhouses 
indicating she wanted to buy 
or rent Milla Jovovich’s 
house. Deal didn’t happen. 

The Wall Street Journal revealed “RoboCop” 
actor Peter Weller listed his 1,600 SqFt Riv-
erside Drive Penthouse for $2.0 Million in 

Is Kourtney Kardashian looking to expand 
her Dash boutiques beyond Miami and LA?  
She was seen checking out vacant space in 
the Meatpacking District. Her rep told The 
New York Post, “she’s always looking”.  

Sources & Photo Credits: Curbed.com, Corcoran, NY Post, 
EdwardKhoo.com, Getty Images, Glenn Harris (Exposay)  

 

Over the course of 2009 and 
2010, it’s become obvious that 
Online Marketing 2.0 is key 
to promoting new properties  
and extending marketing reach.  
Online Ads provide the ability to 
gather real-time data on how 
prospective buyers are view-
ing property pages and adjust 
marketing strategies and price to 
maximize sellers’ sales ob-
jectives.  
 
To better serve you, I have 
spent a lot of time doing on-line 
research and exploring Social 
Media platforms and determining 
how best to implement new on-
line strategies to provide my 
clients with the best results.  

Today and going forward, online 
Social and Mobile Media 
platforms will play an increasing 
role in selling real estate.  
 
In the coming months, I’d like to 
introduce you to an even more 
integrated on-line experience 
with the launch of:   
      

  TheSargentReport.com 
 

To be notified when the site 
is ready, go to the site and 
register your email address. 
 
In the meantime, feel free to 
browse my Real-Estate-Specific 
Facebook page (see below) and 
my YouTube Channel, for real 
estate related video updates. 

Got 2-5 Minutes? Looking for a 
video update on a segment of 

the NY real estate market? 
  

Your answers are here or coming soon!  
 

SargentLuxuryHomesTV   
 

1) Go to YouTube 2) Type “SargentLuxuryHomesTV” 
in the Search area 3) Press Enter 4) Click on a video 

Are you on Facebook? For Links 
to NY Real Estate News, go to 
“Sargent Luxury Homes - Man-
hattan Real Estate”  It is an 
Open Page so you can view it 
without being a Facebook user. 
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