
BY VANESSA LONDONO

The numbers don’t lie. Inventory in Manhattan is up.
     Figures recorded by appraisal firm Miller Samuel show 
7,348 housing units on the market for April, down only 
slightly from the 7,439 units for March of this year. 
     Over a 60 percent increase in Manhattan listings from 
last year is a pretty accurate portrayal of which way the 
market is heading.
     But listings aren’t necessarily rising across the board for 
all housing types. The number of condos on the market is 
climbing rapidly, while co-op inventory has remained much 
more flat in comparison. 
     The figures show how prominent a role new condo devel-
opment may play in any further downturns in the Manhat-
tan market, a definite possibility given more interest rate 
rises or too much high-end housing supply.   
     At the same time, the fact that co-op supply isn’t dramati-
cally increasing at the same rate as condos may comfort 
some market watchers. 
     From March to April, while condo inventory increased 
5.8 percent, co-op inventory actually fell by 6.9 percent, 
according to Miller Samuel. 
     Over the past year, from April to April, Manhattan condo 
inventory climbed by 70 percent, while co-op inventory 

grew at around half that pace, rising 37 percent. There were 
more than 3,100 condos on the market in April and nearly 
3,700 co-ops (see charts below).  
     “Condos are the preferred form of development,” said 

Jonathan Miller, president and CEO of Miller Samuel. 
“While the housing stock is three-to-one co-ops over con-
dos, the push of new development is bringing units in a 
large quantity, and the total available number of condos to 
co-ops is catching up.” 
     While condos and co-ops make up the bulk of the market, 
Manhattan’s third most prevalent type of for-sale housing 
– townhouses – presents worrying signs when one exam-
ines the rise in inventory over the past year. 
     From April 2005 to April 2006, townhouse inventory 
spiked nearly 98 percent, from 276 to 546 total listings. 
     Overall, Miller pointed out that, to some degree, the in-
ventory trend up is normal. In anticipation of the spring 

market, listings have a seasonal pattern of swelling.
     At the end of the second and third quarters, spring fever 
will have passed and market watchers will be able to see 
how spring, typically the busiest time of year, played out, 
Miller said. 
       “The third quarter is where we’ll get a better idea of where 
the market is going,” Miller said. 
       The increase in supply means prices will likely continue 
to stay flat or decline, trends borne out by a recent market 
report from Halstead Property (see page 3). 
       “New listings have begun to rise over the last few months,” 
said chief economist for Halstead Property Gregory Heym. 
“For us, it shows the market isn’t where it was a year ago 
when the increasing demand and shrinking supply made 
prices jump.
       “Now, instead growing at 25 percent, it is more in the 
range of 5 to 10,” he said. “It’s a rate of growth that everyone 
is more comfortable with.”
       The neighborhood with the most housing units on the 
market as of April was the Upper East Side, with 1,656 list-
ings, followed by the Upper West Side with 1,400, Tribeca 
with 640 listings, and Chelsea with 600, according to Mill-
er Samuel (see chart on page 49).   TRD

How low will it go?
Manhattan apartment listings spike for condos and townhouses; co-ops less hard hit
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Buoyed by higher sales prices over the last few years, 
brokerages have been able to keep and to add to their 
broker ranks. But as prices flatten out and inventory 
rises, questions have cropped up about whether bigger 
brokerages can keep hiring – and keep the brokers they 
have now happy. 

An analysis from The Real Deal last month (“Top Resi-
dential Brokerages,” May 2006) showed that all but two of 
the biggest 10 residential brokerages in Manhattan added 
agents between May 2005 and May 2006. 

At the same time, unsold apartments are piling up. The 
number of Manhattan apartment listings increased 16 per-
cent from the fourth quarter of 2005 through the first quar-
ter of this year, according to appraiser Miller Samuel, and 
listings spiked 60 percent from the first quarter of 2005. 

Some say brokerages still trying to grow while the mar-
ket cools are asking for trouble. 

“You attract brokers by offering certain services and 
the bar gets higher and higher,” said Paul Purcell, a former 
Douglas Elliman president and now partner in the real es-
tate consultancy Braddock + Purcell. “What happens when 
the market changes? Can you continue to feed the monster 
you’ve created?”

Brokerage heads insist that despite rising inventory, 
new and existing brokers can find sales with satisfying 
commissions.

Century 21 Kevin B. Brown & Associates recently took 
on three agents, two of whom are new to the real estate 
industry. In April alone, Citi Habitats, a firm with more 
than 7,000 agents in 16 offices across the city, hired 56 new 
agents. And Kevin Kurland, president of Kurland Realty, 
hired 15 people in April and May combined, adding at least 
10 desks to the brokerage’s Chelsea office that currently 
houses 30 agents.

“I need agents and I love the fact that they are coming 
fresh,” said Century 21’s chairman Kevin Brown.

Even with an increase in agents competing for a smaller 
share of the business, Brown says he’ll keep hiring. While 
it might seem counterintuitive to add agents as the market 
recedes, there may be a good reason why it’s not foolish: 
prices remain high.

Firms can, indeed, afford to hire fresh talent when more 
and more sales in Manhattan have a $1 million-plus price 
tag, according to Jeffrey Jackson, chairman of Mitchell, 
Maxwell and Jackson. 

“Brokerage firms can add more agents because they are 
using less people to do the same work and bring in the same 
amount of revenue,” Jackson said. “It takes fewer people 
and less desk space to sell the same amount. When it would 
take five agents each selling a $1 million apartment, now it 
takes four agents who are selling at $1.25 million and the 
same revenue is coming in.”

In the first quarter of 2005, Manhattan apartment list-

ings were on the market an average of less than 100 days, 
according to Miller Samuel. The lack of supply caused rapid 
price growth, a trend that has ebbed in the current market. 
It now takes 138 days to sell an apartment. As a result, not 
every broker is pulling down commissions on $1-million-
plus sales. Far from it, in fact.

The income of the sort of buyer who can afford this aver-
age sale price is a bigger factor than any inventory numbers, 
says Jackson. “It takes the same amount of work to sell a $2 
million apartment as it does for a $500,000 apartment,” 
he said, “but the commission is four times as great.” As long 
as people continue to make more money - for example, if 
Wall Street bonuses stay high - Jackson doesn’t see prices 
going down. 

But a recent report by Halstead Property shows the me-
dian sales price for Manhattan apartments declining. From 
March through April, the price went down to $722,500, a 
3.9 percent drop. 

Still, the optimism remains, however cautious.
“We are not in any way alarmed,” Brown said. “Our sales 

are increasing, not in the same rate from a year ago, but they 
are still increasing.” 

In the past 20 years, Brown said he has seen listing in-
ventory as high as 8,000 units. “As a rule of thumb,” he said, 
“a healthy marketplace is 6,000 to 6,500 units. Right now, 
we are [higher]. But it’s not an overabundance of units when 
you consider all the new development properties.” TRD
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