
 

news, even if sales pick up, as Fall 
‘08 sales still need to be reported.  
 

Buying Opportunities: Mortgage 
rates for well qualified buyers 
dropped into the 5% range from 
6.5% in the Fall for conforming 
loans, (with strict rules). Combine 
that with retreating prices on both 
re-sales and some new develop-
ments, and buyers with a longer 
term view will find buying opportu-
nities. I know of some great prop-
erties that are now priced 20-
30% below May ‘08!  With few 
serious buyers around, let’s nego-
tiate today & secure it for you!   
 

Sellers: If you have a strong need 
to sell in this market, call me to 
review your options.  Staying 
ahead of the market with pric-
ing is key. Buyers are out there 
now but they are cautious and 
making offers well below asking. 
Succeeding in this market is not 
just about getting the highest price. 
It’s getting the best qualified buyer 
to sign the contract and close. The 
‘right’ price today is what a buyer 
is willing to pay and a seller will 
accept. Price/SF is no longer king. 

The 
table 
below is 
the 
sum-
mary of 
data 
from the 
Manhat-
tan 
Market 
Over-
view 
(MMO) for the 4th Qtr 2008, pro-
duced by Miller Samuel.   
 

My objective is to provide you with 
up-to-date market information, that 
combined with my insight, will aid 
you in your real estate planning and 
decision making. 
 

The Manhattan market shifted rap-
idly in the Fall. The number of con-
tracts signed for apartments priced 
above $1.5M plummeted, especially 
during November and December. 
The MMO provides the most accu-
rate data analysis because it’s based 
on closed sales. However, due to 
the long time lag between contract 
signings and closings in Manhattan 

(anywhere from 45 days to over 
18 months), it becomes old news 
quickly, in this rapidly changing 
market. For an informed read on 
what is happening today, contact me. 
 

The demise of Lehman Brothers, 
Merrill Lynch and WaMu, as well 
as the volatile financial markets and 
the losses incurred by people at all 
levels lead to a flurry of price 
reductions (from $25K to $1M!) in 
October and November. Sellers 
reacted quickly to the changing 
markets, however, when few buy-
ers materialized, prices stalled in 
November. Both buyers and sell-
ers took a ‘wait and see’ attitude.  
This was especially true for price 
points above $1.8M. As a result, 
approximately 60-70% of all con-
tracts signed in Nov/Dec were 
under $1M. I expect 1st Qtr ‘09 
MMO numbers to more accurately 
reflect this and the contrast to ‘08 
will be significant. The prior year’s 
quarterly numbers were inflated 
due to closings at the newly 
opened 15 CPW and Plaza.  
 
My opinion: Expect more nega-
tive news before you hear good 

Top 1 FAQs: “What’s happening in the Manhattan market today?” 

Quick-View Summary of  4th Quarter 2008 Results  
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Openings & Buzz from 
www.nymag.com  

Co. - Jim Lahey of Sullivan St. 
Bakery opens a 54-seat Chelsea pizze-
ria as a stage for a new Lahey pizza 
creation—round, thin-crusted, Neapoli-
tanish, and iconoclastically topped. 
Lahey isn’t afraid to challenge sacred 
pizza truisms, like tomatoes and mozza-
rella. Not your ’old school’ pizza     
(230 Ninth Avenue,  (212) 243-1105) 

Wilfie & Nell -      
Irish Pub fare that’s 
been highly rated. 
Owing its menu to 
Joaquin Baca of 
Momofuku and 
Rusty Knot fame, 

this new eatery delivers warm inviting 
food that exceeds expectations. Go 
early as it gets loud and raucous late. 
(228 W. 4th St , (212) 242-2990) 
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In late August (before the financial 
meltdown) I wrote that the new 
development market had been 
affected by reduced local buyer 
pools, but were being supported by 
foreign buyers.  
 

Today it is hard to ignore that the 
new development market has felt 
both the effects of the global finan-
cial and credit crisis, as well as a 
stronger dollar. Speculation is 
circling as to whether or not all 
new developments which are cur-
rently under construction or in 
process, will be completed. Devel-
opers are facing tighter lending 
rules from banks which increased 
the pre-sell requirement from 51% 
to 70% to issue loans to buyers of 
their condo units. At the same 
time, the commercial lending mar-
ket has tightened as well, so devel-
opers are feeling the squeeze on 

their construction loans. Some 
have reached out to International 
banks to provide the completion of 
the construction financing. Others, 
like the Jasper on 32nd and Madi-
son, which was about 50% sold last 
summer but faced an extreme 
slowdown in contract activity have 
been mothballed or the condo plan 
has been terminated as the devel-
oper seeks to convert it to hotel 
use or sell the project. Buyers are 
facing cancelled contracts and their 
deposits being returned, after 14 
or so months of being in contract. 
 

Yet at the same time luxury pro-
jects at One Madison seem to be 
coming on line at high prices. 
Overall though, with the current 
financial climate, applications for 
new developments have dropped 
significantly. The benefit of this to 
our market is that future inventory 

will decline 
and shift   
back to a 
more real 
balance of 
condo and 
coop re-
sales. Risk: 
those buy-
ers who 
bought in 
the last year or two who face 
financial issues or relocation needs, 
may have to accept less for their 
property than they paid for it. The 
other option is to rent the prop-
erty out, which many are choosing 
to do.  Investment opportunities 
are increasing as developers (such 
as the developer of 20 Pine St.) act 
to close out their buildings by 
selling blocks of apartments at 
discounts or turning some planned 
condos into rentals.  

has been much more than we 
anticipated last year,” said L. Bailey 
of KF. “The good news is that as 
prices near a 40% decline, they 
begin to look cheap, to the influx 
of potential overseas buyers.” 

Viewing levels rose nearly 65 % in 
January compared with Jan. 2008, 
driven by 1/3 more international 
purchasers. 50% were from the 
Middle East and 38% from Europe, 
with the most interest in prime 
west London areas such as Mayfair, 
Knightsbridge, Belgravia and Chel-
sea. However, interest had not 
yet translated into sales. In fact, 
the market continued to worsen, 
particularly in the £1m-to-£2.5m 

Leading London real estate firm, 
Knight Frank (KF), lowered its 
predictions for upscale London 
house prices, now forecasting that 
the cost of prime London property 
will drop by at least 35%, from a 
2008 peak. A sharp drop in values 
over the past months, takes prices 
down by 21.4% since March 2008.  

KF said even this figure was in 
danger of being surpassed by the 
summer, although the devaluation 
of sterling had saved the market 
from falling further, citing evidence 
that overseas buyers are now in 
the market looking to take advan-
tage of cheap currency to buy 
London homes. “The rate of fall 

($1.4m-to-$3.6m) sector, which 
is most sensitive to job losses 
and bonus cuts in the financial 
industry. Prices in this sector have 
fallen by 25.3% since their peak.  

The “super-prime” £10m-plus 
bracket is also showing steep 
price declines, after a period of 
resilience up to last August, with 
properties losing 20% of their value 
in the 5 months since September.  

Reading this article, I found the 
reports sounded eerily similar to 
news accounts of Manhattan real 
estate during the summer of ‘08. 

New Developments: Affected?  

Outlook worsens for Prime London Property  (...sound familiar?) 

Mortgage Rates dropped but requirements Increase 
(740+) and more money down to 
get approved. Lower credit 
scores mean higher rates. Equally 
important is making sure the 
building you desire is 
“approved”. Some banks now 
require buildings show a 70% sell 
out before lending to a new devel-
opment (ND). Fannie Mae’s 
changing guidelines also making 
lenders scrutinize Coop Financials 
and Insurance policies more 
closely.  Don’t just look at the rate 
advertised. 
 

At the higher end, loans up to 
$1.1M are still available at 
good rates (5/1 ARMs) with 20% 

down. Note that mortgage insurers 
are also struggling, so 10% down is 
tough to get approved anyway. 
 

Over $1.1M: loans up to $2-3M 
can happen but it’s a case by case 
basis. Banks may require up to 
10% of the purchase price to re-
main in a buyers liquid asset ac-
count to approve a loan. Having 
someone who has reach with mul-
tiple banks and excellent skills is 
key. For these loan amounts, 30% 
down has become the new stan-
dard for many banks.  
 
Questions? Let’s talk.   

Mortgage rates for 30-year fixed 
products dropped to new lows in 
January spurring a rise in refinanc-
ing deals.  Despite an increase in 
buyer showings, purchase financ-
ing has been limited, due to job 
insecurity and market concerns.  
 

With media outlets reporting that 
financing is still tough to get, I 
called mortgage experts  Ken 
Evans, SVP of Preferred Empire 
Mortgage and Ron Salerno of 
JP Morgan Chase to bring you 
their take. Summarized: 1) Con-
forming loans ($625,500 and un-
der in Manhattan) require solid 
income, higher credit scores 

“79% of all Wall St. 

employees received a 

bonus this year and 

though the bonus pool 

was down 44% this 

year, it was the 6th 

highest payout in 

history” -Jonathan Miller, on his 

blog – matrix.millersamuel.com 
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Source: Excerpt from Financial Times.com 
article by Daniel Thomas Jan 31, 2009 

 20 Pine St 

  



Do I take it? Do I counter? I 
hate the idea of losing money. 
Last year it was worth more! 
How do I know a better offer 
won’t come soon? Isn’t it 
worth waiting for? Maybe I’ll 
rent and wait out the market.  

First, if you have an OFFER in this 
market from a qualified buyer, con-
gratulations! You now have the 
following options. Which one do 
you pick? A) Counter with a small 
reduction in price hoping to find a 
better buyer B) Do not respond 
because their number is ’too low’ 
C) Ask your broker for more 
information on the buyer, regard-
ing their financials, pre-approvals, 
up to date market information and 
activity and then discuss together 
strategies for maximizing your 
return with a dose of reality check 
on your expectations and then 
counter with a large enough re-

duction to keep the buyer engaged.  

The answer depends on your 
needs, your financial ability to carry 
your apartment, and your urgency 
to sell. Consider these questions 
though before choosing to not 
respond. Serious? Go with “C”. 

1) Do you think the market is 
going up or down?  2)  How long 
do you think it will continue in that 
direction?  3) How many contracts 
have been signed in the last two 
months in your area and price 
point?  4)  How many properties 
are currently on the market?  5)  
Where will you move if you sell it 
for below the price you antici-
pated?  6) There are fewer quali-
fied buyers for properties over 
$1.5M than in previous years due 
to reduced portfolios, job losses 
and job insecurity and tighter 
credit.  7)  If you are thinking of 

renting instead of selling, have you 
seriously thought through the job 
of being a landlord and the risk that 
tenants may break their lease or 
cause damage to your apartment?  

In this market it is usually best to 
respond to qualified buyer’s 
offers with a realistic counter, 
quickly. Wait too long and you 
risk that they move forward with 
another property. Remember 
multiple bids? In time buyers will 
start to bid on multiple properties 
at once! Be aware that the highest 
offers and most serious buyers 
visit during the first few weeks 
and properties fetch more then 
than when they are on the market 
longer. Currently it’s a buyer’s 
market and they are exercising 
their power, so it’s important to 
balance your needs with their 
requests. Offers 10%+ below 
asking are not uncommon.         

affluent areas, the price drops are not as 
big, but still a hefty 30% or so. To ex-
plore what advice CA brokers had for 
New York, I spoke with Patty Lance, a 
top broker with Prudential California, in 
upscale Newport Beach/Balboa Island.  

1) Why would anyone buy in a 
downward market, instead of wait-
ing?  PL: It’s impossible to know when 
the market will hit bottom.  Buyer’s 
should establish criteria for the property 
they are purchasing. Once a property 
has been identified that meets that 
criteria, they should present an offer. 
Each buyer has personal reasons for 
their criteria and should not be influ-
enced by the motives of other buyers. 
2) What’s the most important 
thing a seller should consider be-
fore listing in a downward market? 
PL:  The seller must be a "real seller" 

...on How to Survive a Downward 
Market. Southern California has been 
on a downward slide price wise since 
the end of 2005. Yes, you read that 
correctly. 2005! The turnaround you 
hear about in the papers for CA sales is 
due to the huge number of foreclosure 
properties now being snapped up. In the 
hardest hit areas, prices are down as 
much as 60% from their peak. In more 

and position the property below the last 
sale.  Depending on the market condi-
tion, I might suggest pricing 10%  below 
the last sale if the last sale was within 
the last 60 days. In a downward market 
they must price to sell rather than price 
to sit. 3) Top advice you’d share 
with a NY seller or buyer, that you 
learned in the declining market, so 
they can avoid the mistakes West 
Coast clients made in the shifting 
market?    PL: When a seller says, " I 
don't have to sell, I can wait another 
year to put my home on the market", 
my response is, "If you knew that wait-
ing that year would cost you $150,000+ 
would you still wait?"   When a buyer 
says, " I don't think we have hit bottom, 
I am going to wait another year", my 
response is, “why wait another year to 
buy a home you might not like as much 
as this one, at a higher interest rate?”   

I’ve received an offer below what I wanted... 

3 Quick Tips from a top Newport Beach, CA broker... 

Downtown Market - Market Activity ‘Quick View’ Snapshots* 
    Chelsea, Gramercy Park &   
            Flatiron District 
 
Apt Size:            3-4 Bedrooms  

Priced:               $3.0M— $6.0M 

Active  @ 1/29/09:                32 

Average Price:        $4,316,813 

Median Price:          $4,300,000 

Average Size:             3,061 SF 

CSGN’d: 11/08-1/09:              2 

   Chelsea, Gramercy, Flatiron,      
    Tribeca, GV, WV & Soho 
 
Apt Size:            2-5 Bedrooms  

Priced: From   $6.0M— $25.0M 

Active @ 1/29/09:                  84 

Average Price:        $9,704,054 

Median Price:          $7,995,000 

Average Size:             3,881 SF 

CSGN’d: 11/08-1/09:              2 

Neighborhoods: Murray Hill 

 

Apt Size:               1 Bedrooms  

Priced:               $599K—$900K 

Active Listings @ 1/29/09:  80 

Average Price:         $751,000 

Median Price:           $749,000 

Average Size:              850 SF 

Contracts Signed 11/08-1/09: 9 

“If you knew that 

waiting a year (to 

sell) would cost you 

$150,000+, would 

you still wait?”  

-Patty Lance, Broker 

Prudential California  
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Note: ‘Quick View’ numbers are estimated based on a review of market activity based on information available in listing systems and on public web-sites. The information is not deemed to be 
100% accurate but is to provide insight. Since not all co-brokers immediately report signed contracts, the number actually signed in this segment could be more than shown in listing systems. 

        Balboa Island/Newport Beach, CA 

  

(l to r) Tom Ferry, Tony Sargent, Brian Tracy 

Meeting with the nation’s top real estate coach, 
Tom Ferry, and Brian Tracy, the leading author and 

speaker on sales and business management, at a 
mastermind session, to bring the newest marketing 
strategies to NYC. (Huntington Beach, CA 1/27/09) 



 $ 4,250,000 - 151 West 17th St, 7CD - 4-5 BR Sprawling 
        3,439sf Ranch Style Apartment.   Also for Rent at $17,500 
You now have the opportunity to move into a home that flows like a town-
house in the sky with bright spacious rooms, yet is a Luxury Condo in a bou-
tique-style full service building. Imagine what 4-5 bedrooms and a 47' long 
living room with floor to ceiling windows would feel like. Imagine an L.A. 
sized Poggenpohl Chef's kitchen. Imagine a snowy weekend where your 
home's amazing U-shaped layout makes it possible that everyone is home, 
but each has their own private space.  

$ 1,395,000 - 161 West 15th St, 2A - 2 BR LOFT Treasure  
      in Chelsea's highly desired Jensen-Lewis Building  
The unique T-shaped layout of this loft provides you with the feeling of a 
spacious home with clearly defined rooms. Featuring a combined kitchen/
dining area, corner living room, 2 (internal) bedrooms, an office plus a sleep 
loft! With 13' high ceilings, large windows, and huge wonderful floor to ceiling 
glass panels to invite the northeast light into all the rooms, you'll find it hard 
to leave the incredible character and charm of this solid loft.  I highly recom-
mend you see this unit in person.  

 
Don’t want to miss out on one of these great properties? Call me or go to:   www.elliman.com/TSargent   

$  750,000 - 10 Park Ave, 11L - 1 BR Pre-War Modern Beauty Dreaming 
of Park Avenue living? When you enter this meticulously renovated 1Br apartment 
a welcoming foyer leads you to the charming, modern and open kitchen and dining 
area. The heart and soul of the home is a spacious corner step-down living room is 
flooded with light. Notable kitchen features include a Miele Stove and a 30 Bottle 
Marvel Wine Cooler. Add a roomy Bedroom, a contemporary Bath w/ glass Rain-
maker shower and California closets, and you have a special find. 

 New Listing 

$  775,000 - 244 Madison Ave, 14H - Brilliant High Floor Loft on Madison 
Avenue is perfect for someone looking for a unique home in the heart of the 
Murray Hill/Morgan Library area which can provide a flexible layout. The key to its 
beauty - a spacious and luminescent Corner Living Room with massive windows 
providing beautiful sightlines up Madison Avenue and East over a stunning Ro-
manesque Rooftop. Add a wonderful flowing S-shaped layout with an entry hall-
way, 12' ceilings, a dining area, and space for one or two Bedrooms (currently 
open) and you can say hello to bright loft living and goodbye to cookie cutters!  

 New Listing 

  Contract Signed Feb.16th! 

  Just Reduced 

Would you or someone you know benefit from finding out what your home is worth today? In these times of 
uncertainty, my clients are appreciating my in-depth understanding of the market.. How can I help you?.    

$ 1,125,000 - 10 Park Avenue, 15DE - Park Ave. Lady needs Love  
        Wonderful 2 Bedroom 2 Bath with Huge Casement Windows 
This 1,400 Sf Pre-war apartment on the corner of lower Park Avenue will 
steal your breath away. “Wow” is the feeling you get when you walk in. 
Priced almost $400,000 below where the same line sold less than 1 year 
ago, it’s a diamond in the rough needing your touch. The current owner 
made it ready for your designer and architect. It’s one of those wonderful 
opportunities that you’ll be happy you bought. Touch it up with a new kitchen 
and cosmetics to the bath, or make it your dream project. Ready to move. 

 New Listing  New Listing 

 Contract Signed Feb. 17th  -  
Only 1 Month on the Market! 


