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576 Island Drive in Palm Beach, Florida; $27,900,000. 

Q: How would 
you summarize the 
record-breaking 
sellers’ market in 
Palm Beach that 
we’ve seen this 
past year, and what 
does the market 
look like as we 
head into summer?  
A: We are still go-

ing strong as ever! The prices continue to increase but for 
people looking to renovate, it has become a problem. Most 
builders are so booked that they are not taking on new proj-
ects for the next year and a half and trying to buy building 
materials has been problematic and expensive. So, with that 
said, clients are starting to focus on rentals once again and 
there is not a lot to choose from.

Q: Are there any big openings to look out for this summer?
A: We have become the new destination for galleries and 
restaurants that continue to migrate both from New York and 
Miami, and the commercial buildings are now mostly leased. 
At this time, people are starting to return to the north to enjoy 
cooler weather so in the next few weeks we will start to expe-
rience a relatively quieter summer than last year.

Q: What can sellers do to make their listings more desirable?

A: Most properties today never come on the market. Whitney 
and I were both born here near the island and have a vast net-
work of friends who live here. We reach out to them regularly 
to check in to see what price they would be willing to sell and 
direct them where to go if they did. It’s a real challenge!

Q: What advice do you have for buyers?
A: We still anticipate a strong market and don’t see it slowing 
down in the near future. Whitney and I would advise, if they 
could get their foot in the door as a transitional home and 
wait for the right property to come on, it would be worth it.

Q: Anything else we should know about Palm Beach?
A: We live in one of the most unique, safest, and beautiful 
places in America. The diversity, the amazing beaches, shop-
ping, and cultural opportunities are unparalleled! 

AS PEOPLE fled the city in droves over the past year, many 

families settled in surrounding suburbs in Hudson Valley and 

Connecticut, which offer tranquility, outdoor space, and secu-

rity. Now that summer is upon us, these areas are as popular as 

ever, serving as escapes from the hustle and bustle of metrop-

olis living. With the ability to work remotely, the markets in 

warm-weather destinations to our south like Palm Beach also 

saw record-breaking sales. Once a seasonal destination, many 

have decided to move to Palm Beach permanently as the social 

season carries on through the summer. As vaccination rates rise 

and New York City lifts restrictions, those who have been long-

ing for a more fast-paced lifestyle are returning to the city. With 

buyers focused on space and amenities, the luxury sector has 

surpassed its pre-COVID activity.  

LIZA PULITZER & WHITNEY MCGURK
Brown Harris Stevens / 561.373.0666 / lpulitzer@bhsusa.com & wmcgurk@bhsusa.com
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DAN & BENJAMIN GINNEL 
Ginnel Real Estate / 914.216.2600 or 917.566.7792 / dginnel@ginnel.com or bginnel@ginnel.com

Q: What does the 
Bedford market 
look like as we 
head into Summer? 
Do you expect the 
momentum to con-
tinue?
A: The Bedford 
market continues 
to be very strong 
with many inter-

ested and qualified buyers and low inventory—so things are 
moving very quickly.

Q: What can sellers do to make their listings more desirable?
A: The most important thing a seller can do is price their prop-
erty competitively and to clean it up and make it as “move-in 
ready” as possible.

Q: What is your advice for buyers? 
A: The key is to be organized before you start looking. Start the 
process of pre-approval so you have your financing squared 
away. The market is moving quickly, so buyers have to make 
decisions within a matter of days or even hours. That’s why it’s 
very important to be ready, as a lot of our sales are competitive 
bidding situations.

Q: How would you describe the recent buyers in the area?

A: Most of the buyers in the market right now are coming 
from the city, we’re still seeing strong demand for Bedford and 
our surrounding towns which offer land and endless outdoor 
activities.
 
Q: Anything else we should know about Bedford?
A: Bedford is beautiful at all times of year, but the summer is 
really incredible. With all the flowering trees and everything 
turning green, it’s really the best time of year here in Bedford. 
The greatest thing about Bedford is that it’s really the first 
town as you drive north out of the city that really feels like the 
country. With mostly four acre zoning and a lot of conserva-
tion land, the density is low. But with Metro North, 684, and 
the Saw Mill Parkway right here, you have multiple options 
and can be into the city very quickly, usually under an hour!

128-136 Mt Holly Road in Katonah, New York; $3,500,000. 
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Q: What does the Manhat-
tan market look like as we 
head into summer?
A: The year of 2021 is de-
livering new indicators 
of a recovering Manhat-
tan residential market. A 
surge of Residential Mar-
ket activity has resulted in 
record numbers of signed 
contracts. All signs point to 

the dawn of the strongest year in Manhattan residential real 
estate since 2007. All indicators are that the Spring/Summer 
real estate buying season will be on overdrive as first quarter 
numbers proved that New York is back! Analysts are predict-
ing that New York City is on a steep upward trajectory and 
that the overall economy will continue to grow over the next 
three to five years. 

Q: Tell us about the Luxury Market in New York City. 
A: The 10M+ market is way up, year to date, from last month 
and from last year. Buyers are more active at this price point 
than they have been since the height of the market in 2007. 
The major difference in the market between then and now is 
pricing. Luxury inventory during that period was in short sup-
ply, which lead to aggressive pricing in the ultra-luxury tier. 
Currently, inventory in this tier is extremely high, a significant 
number of which is in preferred new developments. That has 

kept pricing down and luxury buyers are more active than 
they have ever been, but have more negotiability and choices 
than ever before. The properties that are selling are pricing ap-
propriately to the market and selling quickly. Specifically, The 
Field Team has seen a greater increase in upper-tier activity al-
together; likely the result of buyers who were previously side-
lined by the uncertainty revolving the pandemic now re-enter-
ing into the market arena with great pent-up purchasing de-
mand. The trends we note in the market vary and are segment 
specific: indeed sales volume is up over 100% year over year, 
which is not a huge surprise as last year at this time activity was 
only from opportunist investors mining for distressed sellers.  
Even so, from a historical perspective, transaction volume is 
significantly elevated at all price points.

The penthouse at 240 Park Avenue South in New York; $30,000,000. 

NIKKI FIELD
Sotheby’s International Realty / 212.606.7669 / nikki.field@Sothebys.Realty / nikkifield.com
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CONNECTICUT  CONNECTICUT  CONNECTICUT 

Q: What does the Greenwich 
market look like as we head into 
Summer?
A: The Greenwich market is 
still moving with rapid speed. 
The velocity of multiple offers, 
contracts and even sales above 
the listing price are driving 
prices higher.  I do have to say, 
though, that even with these 
situations, Greenwich remains a 

tremendous value with regard to price and lifestyle.  Having 
suffered from high DOM over the last ten years, we are 
seeing that homes are still great opportunities for buyers due 
to the reduction in prices that we experienced during this 
time frame.

Q: What can sellers do to make their listings more desirable?
A: When a homeowner has enjoyed their home over a 
period of years, it is difficult for them to understand why a 
substantial edit and staging is requested in order to bring the 
property to life. As the buyers are coming from all over the 
United States, the expectation of ‘move-in’ ready is extremely 
important to how these purchasers are currently living.

Q: What is your advice for buyers?
A: Although the market is moving quickly, know that in 
Greenwich, one is still getting a good opportunity and a 

fabulous lifestyle. The public schools’ system is revered 
and the property tax base is very low. We are still a fraction 
of the cost of Manhattan, yet we have a sophisticated and 
international community with all of the amenities.  If you are 
looking to finance your purchase with an attractive mortgage 
rate, one must be pre-approved.

Q: How would you describe the recent buyers in the area?
A: Our buyers are predominately young families from 
Manhattan or the West Coast and are used to a fast-paced 
purchasing environment. Many of these buyers have great 
business acumen but purchasing a home is still emotional. 
They want all documented details (which they should have), 
but they also need guidance in the purchasing process. ◆
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SHELLY TRETTER LYNCH 
Compass / 203.550.8508 / shelly.tretterlynch@compass.com

471 Lake Avenue in Greenwich, Connecticut; $24,900,000.
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JAMIE CHILDS 
William Pitt Sotheby’s International Realty / 860.501.2110 / jchilds@wpsir.com
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live without. Also, consider using an escalation clause in 
your offer.

Q: How would you describe the majority of recent buyers 
in the area?
A: The primary driver has been the growth in the influx of 
New York City buyers in our marketplace amidst the ongo-
ing pandemic. Our markets became intensely active as New 
York City residents flocked to the area. A deeper analysis 
exploring the motivations behind New Yorkers choosing to 
relocate has shown that quality of life was the number one 
priority in purchasing in Connecticut.

Q: What does the Southeastern 
Connecticut shoreline market 
look like as we head into Sum-
mer? Which towns does the 
area consist of?
A: New listings taken in 2021 
are comparatively few and 
far between, and there aren’t 
enough of them to meet the 
incredible demand still surging 
out of New York. The lack of 

listings has created an environment where bidding wars are 
commonplace and well priced properties are accepting of-
fers significantly over ask, often all in cash. The towns that 
area consist of are Essex, Old Saybrook, Fenwick, Lyme, 
Old Lyme, Old Black Point, and East Lyme. 

Q: What is your advice for sellers?
A: Buyers will see the exterior of your home first. You want 
the first impression to be a good one, which is why you will 
need to do your best to increase your curb appeal. Taking 
care of your lawn and gardens, touching up paint, improv-
ing the landscaping and consider adding a pool. All of these 
things should be a priority.

Q: What is your advice for buyers? 
A: My advice to buyers is to submit the cleanest offer 
possible. Try to eliminate any contingencies that you can 

Old Black Point along the Southeastern Connecticut shoreline. 


