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Manhattan’s downtown real estate market is 
made up of many special neighborhoods, 
each with their own distinct characteristics 
and special features including architecture 
and proximity to conveniences, green space, 
cultural institutions, schools, restaurants, and 
nightlife, all of which positively impact their 
perceived value. In each neighborhood there 
are areas that are considered more ‘prime’ 
than others. We believe because of these 
reasons; the real estate market downtown 
warrants its own detailed analysis which 
we provide in this special newsletter. To 
understand the downtown market, we begin 
with an overview of the entire Manhattan 
market this year, particularly the Third 
Quarter, providing a basis for comparative 
sales trends in different neighborhoods and 
property types downtown.

Manhattan Overview
It has been quite a ride this year in the 
residential real estate market in Manhattan. 
Unprecedented exuberance, pent-up 
demand, historic low interest rates, and 
lower prices contributed to record-breaking 
sales volume last year and early this year. 
However, sales volume began to dip in April 
and May due to a combination of factors: the 
unexpected war in Ukraine, high inflation, 
rising mortgage rates, and a turbulent stock 
market. Together, these elements have 
created confusion and a notable slowing in 
sales activity. Nevertheless, sales continue to 
be made, which was reflected in the  market 
performance in the Second Quarter that 
was strong with the highest dollar volume of 
closings ever recorded. 

The transition seemed abrupt with mortgage 
rates doubling in late spring from the 
historical lows of early last year, which caused 
uncertainty and a wait-and-see attitude from 
some buyers. However, it became clear 

throughout the summer that the market was 
stabilizing to more normal patterns, similar to 
pre-pandemic levels of activity.

Third Quarter 2022
The Manhattan market’s Third Quarter closed 
sales hit a record on an historical basis, 
ranking as the fourth-best quarter since 
2008 and the second-strongest 
third quarter since 2013. 
Closings exceeded 4,000 for six 
consecutive quarters, which also 
hasn’t happened in 14 years. 

Meanwhile, inventory constraints 
slightly eased, and prices stabi-
lized. However, contract activity 
during the Third Quarter reached 
a two-year low and registered 
a steep drop versus both Third 
Quarter 2021 and Second Quar-
ter 2022. This was not surprising 
given economic concerns, stock 
market fluctuations, and the in-
crease in mortgage rates. The strong number 
of closed sales was largely due to contract 
activity from prior quarters plus a large vol-
ume of closings from several large-scale new 
development properties. 

There were 4,485 closed sales totaling $8.85 
billion representing a 4% annual decline, 
although this was compared to a nine-year 
record high reached last year; Third Quarter 
2021 was one of only two quarters EVER 
where sales volume exceeded $9 billion. 
Closed dollar volume also fell 4% annually 
compared to last year. However, contract 
activity plunged 29% compared to last year’s 
near-record high third quarter. Note that the 
2,576 contracts signed in the Third Quarter 
was historically a solid figure in line with the 
average seen since 2008. This is equivalent 
to the third quarters of both 2016 and 2017, 
and is 13% higher than 2018 and 2019. 

Despite the recent decline in sales, the strong 
sales volume of prior quarters left listed 
inventory below last year’s levels at about 

6,680 units and available inventory reached its 

lowest third quarter level since 2017. However, 

with just a 2% drop in inventory versus Third 

Quarter 2021, the pace of decline is slowing. 

On the bright side, the diminished inventory 

caused a seven-year low for days on market 

prior to a signed contract. 

Price growth began to level off following 
the double-digit gains in Second Quarter 
2021 and the two-year streak of average 
and median price gains in Manhattan, 
which ended in Third Quarter 2022. The 
additional burden of interest rate spikes 
and high inflation exceeded the market’s 
tolerance to sustain another quarter of price 
gains. This also bore out in the slight shift 
in composition of sales in terms of product 
type and price point. Median price fell 
1% versus last year, while average price 
remained flat. Compared to Third Quarter 
2021, average price per square foot rose 
8% and median price climbed 7% but with 
new development sales excluded from 
both periods, the figures would have been 
flat. Even though we are seeing year-over-
year declines in some areas, it only means 
that the Manhattan market is returning to 
pre-pandemic levels after several record-
breaking quarters into a more normal 
seasonal market. 

On the Market: 70 Vestry Street, Penthouse South                    $65,000,000
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Non-Doorman Condos
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As has happened time and again, the Manhattan real estate market 
has proven resilient. With interest from buyers and sales activity 
improving late in the quarter, the real estate community is cautiously 
hopeful for a stronger Fourth Quarter 2022.

Downtown: Third Quarter 2022
Downtown consistently attains one-third of the market share of 
sales in Manhattan, and in this year’s Third Quarter that share was 
reliably 33%. Sales (excluding the Financial District & Battery Park 
City) totaled 1,493 - a 2% increase year-over-year – which is the 
same number as in this year’s Second Quarter and a 19% increase 
over the First Quarter. Inventory was steady at 1,859 active units, 
a 0% change over last year’s total and down 9% from this year’s 
Second Quarter. 

• With no change in inventory versus a year ago, strong demand 
drove average days on market down 35% annually to 76, the 
second-lowest number in Manhattan.

• An expanding share of resale co-op sales drove overall median 
price down 3% compared to last year’s to $1.5M, the lowest since 
Fourth Quarter 2020. 

• Average price per square foot Downtown increased 10% to a six-
year high, driven largely by a 15% increase in new development 
price per square foot. This was the sixth consecutive quarter 
where the figure increased year-over-year. 

• Resale co-op prices increased, thanks to a 3% annual decrease in 
market share of sales below $500K and expanding share of sales 
from $500K to $2M. 

• Resale condo prices decreased Downtown due to a shift away 
from sales of three-plus bedrooms. 

• Downtown new development pricing increased thanks to a 
greater share of sales above $3M, as well as numerous closings 
at The Cortland, a high end / luxury new development in West 
Chelsea.

We will share ahead a market snapshot of closed sales activity in 
the Second and Third quarters this year in Tribeca and Greenwich 
Village/West Village.

Condos above are resale only. 
New Developments were not factored into the data as they would skew average prices significantly.

3Q DOWNTOWN

Tribeca
Closed Sales April 1 – October 1, 2022
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TWO NEW 
DEVELOPMENTS ON 

THE HORIZON

14 Fifth Avenue, a new 
Robert A.M. Stern building, 
will rise 367 feet and 27 
floors to its rooftop parapet. 
Scheduled for completion 
2023, the exterior will feature 
limestone from top to 
bottom. The total residential 
floor area in the current 
version is 89,812 square 
feet, and there will be 36 
condominiums in all.

65 University Place will be a 
55,000 square foot building 
hosting a diverse mix of 
layouts, ranging from studios 
to palatial penthouses. There 
will be nine one-bedrooms, 
13 two-bedroom units, four 
three-bedrooms, and two 
penthouse units. Amenities 
are to include a 24-hour 
doorman and a state-of-the-
art gym with a steam room.

Sales data from all three of these neighborhoods don’t distinguish between more ‘prime’ areas of each nor does it account for specific features including views, condition, and cache of the buildings.

Greenwich Village 
& West Village

Closed Sales April 1 – October 1, 2022
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Advice for Buyers Advice for Sellers

FEATURED PROPERTIES

400 Park Avenue South, 24A         $2,750,000 
With near floor-to-ceiling west-facing windows in every room and two 
exposures in the primary suite, this stunning luxury NoMad home is 
sun-drenched throughout the day with stunning sunsets at day’s end. 
To top it off, spectacular open city views are showcased throughout 
from the 24th floor.

21 East 10th Street, 12D              $2,295,000 
This stunning, top-floor two-bedroom home is perfectly positioned 
in a beautiful, prewar co-op on Greenwich Village’s ‘Gold Coast’ 
surrounded by all the best the neighborhood has to offer. The sun-
filled apartment offers open blue sky and city views and enjoys an 
elegant, wrought-iron Juliet balcony overlooking the city.

• According to Urban Digs, for the first time in a long time we are in a 
buyers’ market. Based on their data, there is a “window of opportunity” 
because supply is rising, and pending sales are falling. This indicates 
that buyers have the advantage in the current market. The market 
conditions are shifting week-to-week and while we are currently 
experiencing favorability towards buyers, the peak of the fall market 
is just ahead. We could see a shift in the last few months of the year. 
Also, we should remember that each property can buck conditions if it 
is a special property.

• Don’t try to time the market. Studies have shown that trying to time the 
market never works. In fact, when everyone is saying the market is bad 
or low and fewer sales are taking place, it usually is the best time to buy.

• What do you want in an apartment, and can you find it in your price 
range? Make sure to look back in the recent past – especially just before 
the pandemic – to ensure you are being realistic about your goals.  

• Buyers often think that a “low” market means that they should be able 
to negotiate a lower price than what the market is commanding. It is 
important to have a historical perspective as to sales prices of similar 
properties in the recent stronger market. This will help a buyer have a 
better perspective on pricing.   

• Take a longer-term view of the market and what suits your life.  
Refinancing is always possible and as stated above, mortgage rates 
can be reduced often by paying an additional 1 – 2% of the mortgage 
amount in “origination points”. Monthly payments can also be lowered 
by taking an interest-only mortgage or a 40-year term.

When you choose the Deanna Kory Team, you are working with a 
highly skilled powerhouse team with vast experience, an expansive 
network and resources tailored to meet every aspect of buying and 
selling real estate in New York.

Contact Deanna for a confidential, no obligation opinion on the 
current value or to discuss the best strategy to sell your home.

• Presentation is key – discuss staging options with your agent.  
Good staging can generate the highest sales price for your 
property.  

• It is crucial to price your apartment correctly. This is never truer 
than in a slower market.  Realistic pricing is key; it may hurt to sell 
lower than what you think your apartment is worth but overpricing 
initially can result in a lower final sales price.

• Apartments that need renovation are slower to sell as buyers are 
aware that renovation costs have gone up 50-100% compared to 
pre-pandemic, based on increases in costs of labor and supplies. 
The time frame to renovate is now much longer based on supply 
chain issues. Buyers who want to renovate often make lower 
offers on most apartments that need work.

• To set a realistic asking price, look at your building’s sales history, 
the current comparable inventory, and recent sales. Consider the 
condition of your home when establishing a price. Check with 
one or more agents to get their perspectives on pricing.

• Remember that it may take longer for your home to sell in this 
market.

• All market segments operate differently, in a good or bad 
market. What may have been good last year may not be as 
good this year. 

• Proper marketing requires a tailored approach; it is not one size fits 
all.  Discuss the right strategy for selling your home with your agent. 

Experience. 
The Deanna Kory Team Advantage.


