
Almayass
New! Serving an Armenian-
Lebanese blend of 50 tasty small 
plates (mezzes): kibbe, keftas, 
flavorful vegetarian fare and 
charcoal-grilled kebabs. Divine 
desserts to tickle your sweet-
tooth! 
24 East 21st St. (212) 473-3100 
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Contracts signed reflect the 
current marketplace. During 
Q1-12, overall contract 
signed volume rose 8.9% 
vs. Q1-11, and continued to 
jump 35% for each consecutive 
month until March reflecting 
renewed demand under 
$1M. Total inventory levels 
dropped 4.9% vs. Q1-11 
and continued to slide in April. 
Signed contracts slowed 
slightly in April versus March’s 
momentum. However, signed 
contracts showed a healthy 
11.6% gain over April 2011.

Contributing factors included 
record low mortgage rates, 
increased availability of luxury 
market financing, sharply rising 
rents driving former renters into 
the sales market and strong 
foreign buyer interest. While 
the overall supply is now at 5.9 
months (a balanced market), 
supply of luxury properties 

and lofts, especially downtown, 
is extremely low.

New Developments:  
Median listing price jumped 
12.4% to $1,500,000 for Q1-12 
while inventory declined 8% vs. 
Q1-11. Strong demand for the 
newest West Village and Tribeca 
luxury developments resulted 
in 53% of all new development 
contracts being signed 
downtown for the quarter, 
according to StreetEasy.

Luxury Market:  
(defined as the top 10% of all 
condo and co-op sales) 
Closed sales for Q1-12 showed 
a 10.2% rise in average price 
($6,076,401), however this was 
skewed in part by the February 
closing of an $88M penthouse 
at 15 Central Park West. While 
contract volume for the $3M+ 
market was down 12.5% vs. 
Q1-11, it jumped 22% over 
Q4-11 and twenty-seven 

“How’s the Market?” 
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Aria Wine Bar 
Chef Roberto Passon’s delicious
Venetian–inspired small plates 
satisfy. Sumptuous wines from 
female vintners delights! A fave! 
 
117 Perry St. (212)-242-4233

$10M+ properties went to 
contract. 

Closed Sales:  
Median closing prices for 
condo resales climbed 7.6% 
to $1,075,000 in Q1-12 vs. 
the prior year quarter. Co-op 
resale median price dipped 
1.9% to $608,000, in part 
due to increased demand for 
properties below $1M. Similarly 
new development median 
price decreased by 17.5% as 
existing developments cleared 
entry-level units and limited 3+ 
bedroom supply lead to lowered 
median prices.

Looking Ahead:  
Low inventory levels and strong 
demand for both resales and 
new developments makes this 
the best time to sell since 
early 2008. In the coming 18 
months, CORE is releasing 
some exciting new luxury 
developments. Call me for 
more information.

Summary of 1st Quarter 2012 Results 
% Chg

5.6%

4.3%

11.8%

3.9%

3.7%

5.6%

10.2%

Prior Qtr

$ 1,331,027

743,049

2,656

143

1,809,663

5,754,168

5,303,501

% Chg

3.5%

0.0%

9.4%

-4.1%

-5.0%

10.2%

-6.8%

Prior Year Qtr

$ 1,358,034

775,000

2,713

154

1,975,391

5,513,975

6,270,878

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

$ 1,405,565

775,000

2,969

148

1,876,621

6,076,401

5,844,458

* Note - Townhouse and Luxury Market Averages can fluctuate significantly from period to period due to low volume and high price points.

Photo courtesy of Almayass

Photo courtesy Urban Daddy



Multiple Bids are back! Over the last few years, I sold over $130M of 
Manhattan real estate and negotiated many over-ask sales for sellers 
and repeatedly won bidding wars for buyers. Here are my best tips:

1) Strategy: Have one ahead of time so you are not caught by 
surprise.

2) All-cash:  All-cash offers buys favor, but not at a discount. Most 
foreign buyers purchase in all-cash.

3) Offer: Include all of your financial information with your offer. Will 
you sign a non-contingent contract? Tell them. Is your closing date 
flexible? Let them know. The more info you can provide, the better.

4) Price: The highest price wins (usually). The more offers made 
closer to the property’s original list date, the higher the final price 
will be. After a big price chop, go nearer to the new ask. In a rising 
market, peruse recently signed contracts for comparable information.

5) Team: A  great broker, solid real estate attorney and top mortgage 
banker working together to check all closing costs, monthlies and 
building information will give sellers confidence in you. Choose wisely.

6) Be nimble and be quick: Many sellers gauge a buyer’s 
responsiveness as a sign of true motivation.

7) Communicate: Write a letter to the seller explaining why you love 
the home. Express your desire to close in their timeframe. Explain 
anything that may look like a red flag to a nervous seller.

In the end, money on the table talks the loudest. A few thousand 
paid above what you hoped for is worth it in the long run. Celebrate 
vs. regret. Contact me to create a more complete winning multiple-
bid/best-and-final strategy for you.

 
Multiple Bids: 7 Insider Tips to Win

A few months back, I 
participated in and won 
a unique marketing 
competition that aired on 
HGTV’s “Selling New York” 
in March. Three other CORE 
agents and I competed to 
create the best “out-of-the-
box” marketing strategy 
for a $7 million Lower Fifth 
penthouse that languished 
on the market for two years 
despite a spacious layout, 
incredible views and a huge 
terrace.

Although it had great bones, 
the existing floor-plan and 
design left me confused.  It 
didn’t maximize the home’s 
#1 asset: westerly views.  
Assuming most buyers would 

 
The Luxury Market
Local demand for luxury 
properties and townhouses 
continues to grow as affluent 
buyers from internet startups 
and social media firms join 
New York’s traditional luxury 
buyers from the finance and 
entertainment industries.

Despite European economic 
matters, international 
demand for Manhattan’s best 
condominiums is expanding.  
Foreign high-net worth 
individuals are investing in 
Manhattan, in part as a way 
of securing intergenerational 
wealth transfers and to protect 
their portfolio against local 
economic or geo-political risks. 
This raises the bar significantly 
on what someone will pay for 
trophy properties in buildings 
with worldwide acclaim, such 
as 15 Central Park West, 
Time Warner and the Plaza. 
Compared to other world cities, 
New York’s luxury real estate is 
relatively inexpensive. 

Regardless of the buyer, the 
average sale price for a 
luxury property rose 10% 
over the prior year’s quarter, 
showing great gains.  Median 
price showed a slight gain 
despite a slowdown in the 
volume of 4-plus bedroom 
units going to contract. Sales 
volume rose 8.4% for condos 
bringing the total number to 181 
sales for the quarter, and co-op 
sales jumped 14.1% to 89 
units over Q1-11. 

The Upper West Side showed 
the highest uptick in overall unit 
sales with an increase of 54%. 
On the Upper East Side, the 
increased volume and prices of 
prime co-ops, which sold from 
Fifth to Park Avenues, boosted 
the East Side’s average price 
12.5% to $6,126,629 vs. Q1-
11. Midtown also saw a 25% 
increase in condo sales due 
to several new developments, 
whereas downtown volume 
dropped due to a lack of new 
inventory.

feel the same, I invited talented 
architect Luca Andrisani 
to render my vision for an 
open living/dining room with a 
double-sided fireplace and 50-
feet of western-facing glass.

My Strategic Marketing Plan  
wins HGTV Competition and Sells $7 Million Penthouse!

Dining room (left) and entry (right) renderings by Luca Andrisani Architects

We produced amazing 3-D 
color renderings and a great 
video. New marketing materials 
shared the history of Lower 
Fifth’s gilded past, as well as 
the future of the building, 

telling a compelling story for 
buyers. The apartment sold 3 
weeks after our marketing 
plan was implemented. 
Strategic marketing delivers 
again!



195 Bowery

As the New York Post 
recently noted, I negotiated 
a 2-bedroom condominium 
loft on the lower Bowery 
into contract in under 40 
days. When the building was 
developed 8 years ago, the 
Bowery was a residential no-
man’s land, filled with restaurant 
supply stores, halfway 
houses and lighting retailers. 
Today, the lower Bowery is 
at the center of Manhattan’s 
creative heartbeat.

Connecting the Lower East 
Side, Nolita/SoHo and the 
East Village, the Bowery 
first re-developed north of 
Houston Street, where the 
loss of the famed punk-rock 

music venue CBGB’s gave 
way to the Bowery Hotel, 
luxury residential developments 
and boutiques. Unlike many 
gentrified areas with luxury 
properties, like the Herzog 
& de Meuron-designed 40 
Bond and 52 East 4th, this 
area maintains its bohemian 
and gritty roots. In fact, many 
successful musicians, actors, 
writers and designers call the 
neighborhood home.

Leading the charge south of 
Houston are distinguished art 
galleries, the New Museum, 
the recently-opened Bowery 
Diner and Whole Foods.  
It’s empowered yet another 
developer to create a new 

modernist luxury condominium 
currently under construction 
near Prince Street. At the 
corner of Houston Street, 
Keith McNally’s pizza shop, 
Pulino’s, sits opposite the 
famed Bowery Graffiti Wall 
where Keith Haring took street 
art to a new level when he first 
painted a mural there in 1981. 
Today, the wall is curated 
by a local gallery and recently 
featured the work of famed 
LA-based street artist, Retna.

The Bowery is coming of 
age. In my view, this area will 
deliver rising values with an 
incredible New York cultural 
lifestyle over the next ten years.

Focus: The Bowery/Nolita/LES—New York’s Artistic Heartbeat

Snapshot: Tribeca Prices— 
From $363/Square Foot to over $2,000 in 10 Years!
In 2002, I showed a young 
Upper East Side couple Tribeca 
lofts. To them, even visiting a 
Tribeca apartment was a ‘major 
stretch’ location-wise and took 
cajoling. Having an innate 
sense of developing areas 
and value-potential, I shared 
my excitement with them.

They eventually purchased into 
the newly converted Atalanta 
building. Last month unit 5A, 
a 2,900 sq. ft., 3-bedroom 
in need of updating sold for 
$4.25M. In 2001, 6A closed for 

only $1.68M. At 169 Hudson, 
a 3-4 bedroom 3,752 sq. 
ft. loft went to contract last 
month asking $4.995M. The 
original owner paid $1.4M just 
ten years prior. With so many 
maturing families staying in 
Manhattan, demand for these 
big homes rose sharply again 
in the face of limited supply.

As a result, Tribeca’s luxury 
market saw significant 
activity and price growth 
since January 2012. A quick 
snapshot on May 10th showed 

Twelve years ago, a real estate 
search required peering at 
tiny classified ads. Marketing 
required huge print-ad 
budgets. Online portals like 
StreetEasy.com changed all that.

For me, embracing the 
MLS style that StreetEasy 
brings to Manhattan is easy. 
Empowering buyers and 
sellers raises the professional 
level at which we work as 
advisers. The ‘Folders’ section 
enables my buyers to work 
closer with me as a team, 
commenting on new properties 
and taking action quickly. An 
even greater benefit is that 
CORE worked with StreetEasy 
to develop the first StreetEasy-
powered listing system 
providing us with tremendous 
advantages. I worked closely 
with StreetEasy’s team to 
improve the system and I feel 
confident it provides my clients 
with a strong leg up on the 
competition. 

With that said, data without 
context can present decision-
making challenges to buyers 
and sellers who are emotionally 
involved. Combining my years 
of market, neighborhood 
and building knowledge with 
StreetEasy’s real-time housing 
data creates the opportunity 
for me to provide you with 
the best advice to generate 
a successful and smooth real 
estate transaction for you. 

How StreetEasy is 
Changing New York 
Real Estate

Tony Sargent, SVP 
Cell: 646.489.8999 
tsargent@corenyc.com

Get in touch!

 
Follow me 
@AntonySargent 

Tony Sargent NY

www.thesargentreport.com

Bowery Graffiti Wall
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that the median price for 
smaller 3-bedrooms (2,400 
sq. ft.) was $3.6M. It was 
$6.1M for approx. 3,200 sq. 
ft. ($1,953/sq. ft.) and $11.7M 
for 4,500 sq. ft. ($2,638/
sq. ft.). There were also 
eighteen $10M+ 4-bedroom 
apartments in contract or 
actively listed where the median 
price was $18.75M.

The market is strong. Let me 
help you find your new home 
now.



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.

www.thesargentreport.com 
Have you visited?

·  Weekly Real Estate News 
·  New Development News 
·  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,

As this issue goes to print, summer is fast approaching and my 
buyers are pushing to find new homes. With limited inventory, my 
strong broker relationships are providing me and my clients with 
valuable first-day access to new properties.   

For sellers, this spring saw negotiating power shift back 
to sellers. Buyers are now waiting for weeks to get into the 
newest properties. Maximum marketing impact and strong first 
impressions are critical to delivering the highest price. Miss the 
mark and opportunity is lost. 

Marketing and public relations have never been more important. 
CORE’s marketing and PR teams are luxury brand specialists. 
Their expert advice guides my marketing strategies by generating 
innovative campaigns that ensure client properties stand out. 
Additionally, HGTV’s “Selling New York” delivers huge weekly 
traffic to our website and provides an excellent opportunity to 
potentially feature your home.  

Furthermore, CORE’s involvement in many new developments 
ensures I know what is coming on the market well before the 
public.  

If you are planning a move or know someone who is, call me. I’d 
love to be of service. 

Best,

 

 
Tony

How to Create a Record Price

At 195 Bowery, I recently negotiated a 2-bedroom condo loft into 
contract for close to $1,500/sq. ft. creating a new benchmark price 
for the building.

HOW DID I ACHIEVE THIS MILESTONE?

•	 Empowered the seller to price aggressively by leveraging my 
luxury market expertise. 

•	 Staged apartment professionally and art-directed apartment’s 
photo shoot to maximize on-line showing appeal 

•	 Identified the target-buyer through in-depth analysis of the area 
sales/buyer-profiling

•	 Invited local photographers to host an event at 195 Bowery, 
raising local resident awareness 

•	 Marketed the neighborhood’s buzzing art, music and retail scene 

•	 Successfully engaged press to write about the gentrification 
of the lower Bowery 

Would you like the opportunity to sell at a record price? Call me to 
understand how my out-of-the-box marketing delivers.

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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