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Market mood swings

Smaller apartments sit, while bigger apartments get play;
weather adds to ‘erratic’ conditions affecting buyers

By Canpace TavLor
nowstorms pummeled New York
Citylast month, snarling trafficand
covering sidewalks with shoe-soak-
ing slush. With 36 inches and counting at
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press time, it was the city’s snowiest Janu-
ary onrecord.

Unlike other industries, real estate is
strongly impacted by the weather — snow
storms inspire hot chocolate and huddling
underblankets, not tromping through open
houses.

That’s asentiment expressed by top real
estate team (and “Selling New York” stars)
the Kleiers, who tweeted on Jan. 27: “Can-
celed our open house at our new listing at
565 Park — will reschedule in the spring
when the snow stops!”

Allkidding aside, real estate profession-
als said last month’s inclement weather had
asignificant impact on activity.

“Januaryhasbeen slowin the sales area,”
said Sheryl Berger, an associate broker at
Argo Residential. “My open houses have
been quiet.”

“The snow and cold have put anormally
slow month into a deeper freeze,” she add-
ed.

Brokers say, however, that new buyers
— or buyers who have sat out for the past
few years —have been entering the market
since New Year’s.

“I'm starting to get calls from some of my
2007 to 2008 buyers looking to come back
into the process, asking about properties
again and feeling more certain about buy-
ing,”said David Feldman, avice presidentand
associate broker at Citi Habitats, whosaid he
sold an apartment at One Brooklyn Bridge
Park last month after just two open houses.

It’s normal for buyers to start ramp-
ing up their home searches in January, ex-
plained Joseph Barbaccia, a director at Es-
sential New York Real Estate.

But while many home-seekers over the
past few years have been skittish about
committing to a purchase, these new buy-
ers seem focused on getting deals done be-

fore prices and interest rates rise.

“Overall, we are seeing more serious
buyers enter the market,” said Gary Posyl-
kin, a salesperson at Miron Properties, add-
ing that purchasers now have “a confident
expectation to see gains in [ property values
in] the mid- to long term.”

Marketing Directors CEO Adrienne Al-
bert said Wall Street bonuses and the im-
proved stock market are contributing to the
changed attitude. “I have found that many
clients who have been pondering [ whether]
to buy are now really serious, making offers
on things they would not have been com-
fortable with a year ago,” she said.

But perhaps because of these competing
forces — severe winter weather combined
with the presence of new, serious buyers
— the current market is “extremely erratic,”
said Leslie Lalehzar, a managing director
and associate broker at Warburg Realty.

“January 2011 has been a disparate mar-
ket,” she said. One of her buyers recently
bid against six other people on a two-bed-
room West Village walk-up needing a new
kitchen and bathrooms. But other apart-

ments, even those with desirable locations
and price cuts, are inexplicably sitting on
the market. That might be related to the fact
that much of the inventory on the market
is somewhat stale because it’s been on the
block at some point in the past (see related
story on page 26).

Brokers noticed a particular slowness at
the low end of the market. “Studio buyers
are almost nonexistent,” Berger said.

Buyers are snapping up larger and more
expensive apartments, however.

“There is a strong demand for higher-
end properties,”said Daniel Hedaya, an ex-
ecutive vice president at Platinum Proper-
ties, which is currently listing a four-bed-
room at 114 Liberty Street for $6.39 million.
“Many of our clients have come on the mar-
ket in the $5 million [and up] range.”

That trend is consistent with the quar-
terly Manhattan market reports released by
the major firms early last month. Accord-
ingto Prudential Douglas Elliman’s report,
studios and one-bedrooms comprised 47
percent of the sales in the fourth quarter
02010, down from 58 percent in the same
period 0of 2009. Meanwhile, the average size

of an apartment sold in the fourth quarter
was 1,401 square feet, up from 1,233 square
feet in the prior-year quarter, according to
Miller Samuel CEO Jonathan Miller, who
prepared the Elliman report.

The sales of larger homes helped push
the median Manhattan sale price up 4.3
percent to $845,000 in the fourth quar-
ter, from $810,000 in the same period of
2009. The average sale price, meanwhile,
was $1.482 million, an increase of 14.4 per-
cent from the prior-year quarter.

Sales activity, however, was down. Ac-
cording to Elliman’s report, there were
2,295 sales in the fourth quarter, down
from 2,473 in the same quarter of the previ-
ousyear. That's because of a surge in activi-
tyin 2009 caused by pent-up demand from
the recession and the first-time homebuyer
tax credit, Miller said.

There are various explanations for why
pricier homes are selling.

Julia Hoagland, a senior vice president
and director at Brown Harris Stevens, said

she’s “seeing the average deal size increase
substantially,” with a particular uptick in
sales over $3 million.

She attributed the increase to easier
access to mortgages for nonconforming
loans. “The jumbo financing markets have
really come back,” she said.

There’s also the growing trend of par-
ents staying in the city rather than relocat-
ing to suburbia, and many families likely
delayed their home purchases until the
worst of the recession had faded.

“I can’t get over the number of buyers
looking for larger spaces because they have
either just had a baby or one is on the way,”
said John Gomes, a vice president at El-
liman. “It’s a much higher number than
usual. ... There is definitely more interestin
larger apartments than smaller ones.”

The most high-profile example of this
trend is the First Couple of real estate,
Ivanka Trump and Jared Kushner, who an-
nounced last month that they are expect-
ing achild. (Congratulations from The Real
Deal,J-Vanka.) In anticipation of the birth,
the couple placed their two-bedroom Astor
Place loft on the market and purchased a
four-bedroom penthouse at Trump Park
Avenue, an uptown condo developed by the
baby’s grandfather-to-be: The Donald.

As has been the case for some time, the
market continues to throw off mixed sig-
nals.

“When youlook at the big picture, it ap-
pears we are in a period of relative stability,
but day-to-day, there are noticeable swings
in mood,” said Kenneth Scheff, executive
vice president and managing director of
Stribling’s uptown office. “Yes, there are
more buyers, but are they buying? Yes, in-
terest rates are low, but is the bank going
to lend? Yes, there is a lack of inventory
and the worst is probably over, but when
will there be a full-fledged recovery? All
this can be confusing to buyers and sell-
ers” TRp



