
RedFarm 
This new Dim-Sum barn in the 
West Village presents whimsically 
styled food, but delivers on 
taste. Brought to us by skilled 
restaurateur Ed Schoenfeld 
with top dim sum chef Joe Ng 
(Chinatown Brasserie). 
529 Hudson St. (212) 792-9700
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Recently published 3rd 
Quarter 2011 (Q3-11) reports 
from varying sources all pointed 
to similar results: Q3-11 
showed the highest number of 
closed sales for a quarter in 
four years.   

Average prices increased 
6.2% over Q3-10. Median 
price declined slightly.  

Condo sales surged, as 
did the sale of larger lofts 
(2,500 SqFt plus) and luxury 
apartments, however, condo 
re-sale median prices dipped 
while co-ops remained 
steady.   

The studio and one-bedroom 
market made a moderate 
comeback after slowing down 
in 2010.  However, prices 
appear to have slipped in this 
category, with sluggish results 
in some areas of the East Side.  

While mortgage rates are at all 
time lows, for some entry level 
buyers, financing rules changed 
on October 1st.  Fannie 
Mae re-defined the value of a 
jumbo-loan for Manhattan: 
now it’s a loan value over 
$625,500.  It was previously 
$729,750.  My belief is that 
some of the Q3-11 entry-level 
sales rebound may have been 
driven by buyers seeking to 
close before Oct 1. 

The big story now is the lack 
of inventory, which is reflected 
in the lower discounts off final 
asking price (approximately 
4.5% now) and significantly 
reduced average days on the 
market (approx 139 days).  
While condo re-sales have 
surged, some condo owners 
who bought in 2005-2008 are 
still hard-pressed to break-even 
on a sale after closing costs are 
factored in.  

“How’s the Market?” 
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Onegin 
Opened in October, this Russian 
styled restaurant features 
everything opulent from 19th 
Century carriage chairs to 
smoked sturgeon. 

391 Sixth Ave. (212) 924-8001

Developers are active again, 
and are focusing on converting 
buildings vs. building new 
construction. Approximately 
one-third of all Q3-11 condo 
sales were to international 
buyers, strengthening that 
market. All of these factors 
contributed to approximately 
26% of Q3-11 closed sales 
occurring at or above the 
asking price.  

Looking Ahead - Unstable 
equity markets cause buyers 
to pause.  However, combined 
with limited available inventory, 
while Q4-11 may see a decline 
in signed contracts vs. Q3-11, 
it’s possible that prices will 
remain stable. Due perhaps to 
market uncertainty, the rental 
market is very strong with 
less than 1% vacancy at the 
moment. 

Bottom Line: There is some 
risk in the market, however with 
low inventory we seem to be in a 
healthier market than Q4 2008.

Summary of 3rd Quarter 2011 Results 
% Chg

6.2%

3.5%

9.9%

-9.2%

0.3%

-1.4%

25.3%

Prior Qtr

$ 1,388,161

815,000

3,634

153

1,838,548

5,631,695

4,573,568

% Chg

5.1%

-0.5%

9.9%

1.0%

14.2%

0.3%

21.0%

Current Qtr

$ 1,320,800

847,322

3,418

140

1,614,767

5,614,851

4,724,760

Market Data Courtesy of Streeteasy.com

Average Sales Price  

Median Sales Price

Number of Sales

Days on the Market

New Developments- Average Sales Prices

Luxury Market- Average Sales Price

Townhouses- Average Sales Price

Current Qtr

$ 1,474.227

843,375

3,756

139

1,844,064

5,552,851

5,716,960

* Note - Townhouse and Luxury Market Averages can fluctuate significantly from period to period due to low volume and high price points.
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Since late 2009, “Is now a good time to buy?” is the second-most 
frequently asked question by my buyers. The answers are as varied, 
as there are opinions. 

Making a buying decision right now requires:

· A strong life need and long term view.

· Knowing that a home provides you with more than just financial 
returns over time.

· A willingness to undertake the inherent risk (but also the potential 
upside) of the real estate market.

· Comfort with the knowledge that you don’t make or lose money 
after you buy, until the moment you sell again. 

Things to ask yourself when weighing your options include:

· For how long are you committed to living in the home? (6-10 
years provides more security right now.)

· Can you comfortably afford the total monthly costs? 

· How is the renting vs. buying calculation coming out for you?

· Can you leverage your purchase to invest equity elsewhere to give 
you a balanced investment strategy?

What about Manhattan?  
The Manhattan market has increasingly become a set of micro-
markets. What is true for midtown-east studios and one-bedrooms 
may not be for two-bedroom lofts in Tribeca. Due to low inventory, 
the market is stable. Well-priced properties in good condition move 
quickly. 

If you fall in love with a loft that makes your heart sing and it’s priced 
right, make the move. Unique properties are hard to find again. 
Don’t try to ‘time’ the market on the buy-side. Buy because it’s the 
right home that meets your long-term needs.If you need buying 
advice, call me today. 

Buy Now or Wait?

In early 2011, I was asked by 
a West Village resident to meet 
with her. After 25 years of living 
in the same apartment, it was 
time to move to Florida. When 
I first saw the apartment the 
living room walls were green 
and bedroom mango. The 
furniture was showing its age.  
Maximizing the sale price of 
the apartment was critical to 

International Buyers— 
Who’s Buying New York Now?
Thankfully for New York real 
estate Brazil, China, Switzerland, 
Canada as well as other 
areas of Asia are experiencing 
economic or currency growth.  
Manhattan real estate is 
affordable when compared to 
prices in other world cities. In 
Q3-11, approximately one-
third of all condo sales were 
to foreigners.  Thus, when 
selling your condominium, it’s 
important that your agent be 
directly connected like me to the 
international market. 

As the middle-class in Brazil and 
China grows, they are buying 
property here. Canadians, 
however, rank #1 for their recent 
level of investment ($2 Billion) in 
US residential and commercial 
real estate. 

Studies show that Asians 
buy 2nd homes for practical 
reasons. They have high regard 
for US universities and schools 
and are sending their children 
here in increasing numbers. 
What follows is the incentive 
to own an apartment near 

their children. Brazil’s booming 
economy has raised the cost of 
living and housing prices. As a 
result, many Brazilians still look 
to buy in New York (after Miami) 
for their own use, with an eye 
to rent it when they aren’t here. 
While Europeans tend to buy 
2nd homes as vacation homes 
in warmer climates, some of my 
Swiss and French clients have 
also purchased 2 to 3-Bedroom 
lofts because their children are 
studying on the East Coast and 
they enjoy New York. Many 
foreign buyers pay all-cash. 

Servicing international clients 
requires understanding and 
adapting to the nuances of 
different cultures, and then 
introducing them to the 
process of buying in New York 
as well as the tax and legal 
professionals who can best 
serve their interests. Due to 
my international background, 
I maintain relationships with 
the best professionals both 
here and overseas to assist my 
clientele. 

achieving the owner’s business 
and personal objectives 
around her move.  After several 
interviews (no one likes to hear 
they need to spend to sell), 
we agreed I’d take the owner 
to view other West Village 
properties on the market.  
Seeing the competition the seller 
understood we had work to do 
to achieve the $800-850K price 
she hoped for. 

She agreed to my custom 
staging plan: 1) skim-coat and 
paint the apt cream 2) buy 
new light fixtures 3) remove all 
her furniture and rent modern 
furniture to appeal to current 
buyers’ tastes.

The Result?  
Sold it for $940,000 after receiving 4 offers in 3 weeks, setting a 
building high.

How spending $10,000 generated $100,000+

After stagingBefore



Developers in Manhattan are 
once again in the business of 
creating new apartments. 
However, it’s mostly in the form 
of residential conversions 
of formerly commercial 
buildings. Since 2008, it has 
been challenging to obtain 
financing for new construction. 
One exception to that rule is 
a 90- story residential tower 
going up on West 57th Street. 
Rising to 1,000 feet, its luxury 
units are expected to fetch 
over $5,000/square foot. An 
ambitious project, according 
to Curbed the developer has 
‘insurance’; the government of 
Abu Dhabi has promised to buy 
any unsold units.

Downtown is a new project 
in one of my favorite parts of 
town, Tribeca. This luxury 
residential conversion of a 
riverfront property is taking shape 
nicely. I believe when finished 
it will become a building that 
creates its own market price. 
Some 3-Bedrooms have 
exquisite river views. While 
the Flatiron district saw a lot 
of new-construction during the 
boom years, there are several 
boutique loft buildings that have 
just been converted. Heading to 
what some would say is a ‘fringe’ 
location, are developments in 
the upper-western reaches of 
the West 20s offering everything 
from studios to 2-bedrooms. 
Before you exclaim, “it’s so 

far out on the West Side”, 
remember once upon a time (in 
1998), the same was said about 
24th Street and 7th Avenue (The 
Chelsea Mercantile).

The Future: With the extension 
of The High Line now complete, 
the Chelsea Art District and 
further north is one of the next 
growth areas, in my opinion.  
But even in established 
neighborhoods like Tribeca and 
the Upper East Side, developers 
continue to snap up pre-war 
buildings for conversion. One 
bought two Upper East Side 
rental buildings to convert for over 
$320 million. For more specific 
new development building 
and sales information please 
contact me.

New Developments and Conversions Update
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Why Hire a Buyer’s Broker? 
Some buyers assume that a 
listing broker will be thrilled to 
have them come directly (and 
many are) without a broker and 
may give them a better deal.  
Possibly, the question I have 
for a buyer, however is this: 
“Where does that leave you in 
negotiations and understanding 
of the process?” Since January 
2011, New York State requires 
that all agents provide their 
clients (buyers and sellers alike) 
with an Agency Disclosure 
form that must be signed by 
each. The form explains who 
the broker is representing in the 
deal. Now, unless the seller and 
buyer agree in writing to have 
the listing broker represent them 

both (Dual Agency), to the extent that they can, the listing broker 
represents the seller’s interests in the deal.

While buying a home in New York appears fairly straightforward, there 
are many potential pit-falls, I believe that a broker must add value to 
the process for you. That value comes in the form of: 

a. accurate and up to date information 
b. market and building knowledge 
c. being able to advise you on the benefits and drawbacks of one 

property versus another 
d. helping you determine which unit best suits your needs over time
e. asking you enough questions upfront so that you are prepared to 

make a winning offer and sign the contract comfortably 
f. connecting you to a strong team of mortgage bankers and attorneys 
g. strategizing  to create a successful negotiation 
h. strong co-broker relationships (helps you win the deal) 
i. being drama-free; the process is emotional for many buyers. 

Choosing an adviser to guide you from A to Z smoothly pays off when 
you close on the home you desired. 

When I started as an agent in 
1999, I asked in broker-training 
what “apartment comps” were.  I 
was shown a simple print-out of 
eight listings with their price and 
location. “That’s how an owner’s 
to decide how to price their 
million dollar home?” I asked.  

I created a spreadsheet and 
met with sellers, armed with all 
the active, contracted and sold 
data, broken down by days 
on the market, location and 
price per square foot (PPSF). 
Soon, agents in my office were 
quoting PPSF, which Wall Street 
clients loved. From 2002-2008, 
with the markets climbing and 
new condo developments 
accounting for 40+% of all sales, 
PPSF became a key market 
indicator which everyone relied 
on to compare value. Did we all 
rely on PPSF too much? A home 
is so much more than its PPSF. 
How do you value the emotional 
response you have to waking up 
in a sunny loft with 8’ windows?

Is PPSF a reliable key indicator 
of accurate pricing today? I 
believe it’s still a part of the 
equation but should be more 
evenly weighted. Buyers are 
now sensitive to everything that 
contributes or detracts from 
value (light, location, finishes). 
Two similar Chelsea units sold 
recently on the same block for 
wildly different PPSF’s. How? 
Answering that accurately is 
where your agent’s experience 
really counts. 

Tony Sargent 
Senior Vice President    
Cell: 646.489.8999 
tsargent@corenyc.com

Get in touch!

 
Follow me 
@AntonySargent 

Tony Sargent NY

Does Average Price 
per Square Foot Fly?

www.thesargentreport.com

305 West 16th Street 205 East 22nd Street



CORE Group Marketing LLC is a licensed real estate broker. All material presented 
herein is intended for information purposes only. While this information is 
believed to be correct it is represented subject to errors, omissions, changes, or 
withdrawal without notice.
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·  Weekly Real Estate News 
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·  New York Market News 

·  International Real Estate 
·  Micro-Market Analysis 
·  New Trends in Luxury

Scan these QR codes

For my agent page at 
corenyc.com

For thesargentreport.com

Dear Friends,

In May 2011, I made the exciting move to CORE after eleven years as 
a top-producing broker at Prudential Douglas Elliman.

CORE is at the cutting edge of innovative real estate marketing and 
branding. Each agent is hand-picked by Shaun Osher, the CEO, 
to ensure they have the top credentials and skills required to meet 
clients’ needs. CORE’s in-house marketing professionals work 
closely with each agent on every listing, delivering the highest level of 
marketing strategies and materials to achieve maximum exposure.  
With almost 3 listings per agent, CORE ranks the highest out of all 
Manhattan firms, which indicates that we know how to list and sell 
homes–especially luxury homes.

In 1999, when I decided to become a broker, someone asked me, 
“commercial or residential?” My immediate response was, “residential. 
It’s about people and their dreams. I want to help them achieve that in 
the most seamless way possible.” That’s still why I do what I do. 

In contrast to the direction other top brokers have taken, I choose 
consciously to work with a smaller client list, so that each client gets 
the expert attention they deserve. I’d love to have you and everyone 
you know join me in experiencing the CORE difference. 

To find out more, call me at 646-489-8999 or email me at tsargent@
corenyc.com.  Your referrals are always appreciated.

Best,

 

 
Tony

Why I moved to CORE 
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Facts about Tony – Did you Know?

·  He moved around Africa and Europe until he was 22 and spoke 
3 languages by the time he was 5 years old (English, Armenian, 
Swahili)

·  His family still lives in Europe (London and Geneva)

·  He graduated from Carnegie Mellon’s Tepper School with a B.S. in 
Business Administration

·  He worked at Dun & Bradstreet as a Corporate Auditor and spent 3 
years working in Germany, France, Spain and several US cities

·  By 30, he was General Manager of an indie hip-hop record label 
which Richard Branson went on to buy. As the company grew, he 
became the Director of A&R Admin, covering 30 artists.

·  As a professional publicity photographer, his work has been 
published nationally

· His first sale was for $7.2 million; to his Swiss buyers who were in 
town for 5 days.

· In 2007, he negotiated 2 deals to a combined total of $1,000,000 
over asking price! 

· Per Streeteasy, Tony is the #1 West Village broker in 2011 for 
properties sold from $750K to $1.5 Million. Why? He negotiated 
sales 90+ days faster and for approx. $100,000 closer to sellers’ 
original asking prices than the competition. 

Why does any of this matter to you?   
Because when you hire Tony, you get a broker who has a global view, 
but pays attention to the details.  He sees beyond words and skillfully 
gets to the key issues quickly. You benefit from his exceptional 
financial and creative skills which result in your marketing campaigns 
having strategic focus and impact. 

Bottom line?  
You hire an accomplished professional who delivers results. 

About CORE

CORE is the leading, full-service, boutique real estate brokerage 
specializing in the marketing of premiere residential properties. 
Headquartered in New York City, CORE was founded by CEO 
Shaun Osher and Jack Cayre, who envisioned a dynamic boutique 
brokerage based on integrity, informed by expertise and driven by 
innovation. 
 
Find Us

Chelsea Flagship 127 Seventh Ave. at 18th Street 
Flatiron HQ 104 Fifth Ave., 17 Fl at 16th Street 
Online, Anytime www.corenyc.com
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