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 But while prices rose, sales dropped and inventory spiked 
due to rising mortgage rates and the slowdown in co-op sales. 
The average rate on a 30-year, fixed-rate mortgage was 6.78 
percent by the last week in June, according to Freddie Mac, 
its highest since 2002. 
 If the second quarter numbers read a little like déjà vu, 
that’s understandable. Sales also dropped and inventory rose 
at the end of 2005, a time when the media and market ana-
lysts started their postmortems on the Manhattan housing 
boom. Apartment sales dropped 21.2 percent from the third 
quarter of 2005 to the fourth quarter, and inventory went up 
nearly 4 percent during the same period.
 The second-quarter numbers suggest that what started 
at the end of last year was fully realized in the first six months 
of this year.
 “I think we’re not really in a boom anymore,” said Dottie 
Herman, president and CEO of Prudential Douglas Elliman. 
“There’s a lot more inventory, so days on the market are go-
ing to be longer. And, when people have more things to look 
at, they don’t make decisions as quickly. There’s no sense of 
urgency anymore.”
 In the second quarter, the number of sales declined to the 
lowest second-quarter level in five years. That’s an especially 
telling indicator of the broader market because the second 
quarter is generally the busiest one for sales in Manhattan. 
 A decline in co-op sales drove the overall drop in sales to 
1,934 in the second quarter – a 3.5 percent decrease from the 
first quarter and a 14.8 percent drop from the same period 

last year, according to Miller Samuel. Co-ops 
accounted for 43 percent of all apartment sales 
in the second quarter, and condos for 57 per-
cent.
 The first quarter marked the first time since 
at least 2000 that condos outsold co-ops in 
Manhattan, according to Miller Samuel. Usu-
ally, co-ops outsell condos by wide margins. 
For instance, in 2003, co-ops accounted for 
65.8 percent of Manhattan apartment sales; 
in 2004, for 60 percent. 
 Co-ops represent about 70 percent of hous-
ing stock in Manhattan, making the fact that 
condos outsold co-ops during the first six months of 2006 a 
telling indicator that total sales are slowing sharply.
 “The overall decline [in apartment sales] was due to the 
drop in the number of co-op sales, which more than offset 
the rise in the number of condo sales,” said Miller Samuel 
president Jonathan Miller.
 At the same time as these sales drop-offs, listing inventory 
for Manhattan expanded 10.7 percent from the first quarter 
to a record 7,640 units. This number was also a remarkable 
53.9 percent increase over the inventory in the second quar-
ter of 2005, when, again, the borough’s housing market stood 
in the midst of its much-ballyhooed boom. 
 The number of days it takes to sell a Manhattan apart-
ment also rose in the second quarter. Over the three-month 
stretch, it climbed to an average of 144 days, up six days from 
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the first three months of the year.  
 When a property did sell in the second quarter, it com-
manded a better average price if it was a co-op rather than 
a condo. The average sales price of a Manhattan co-op in-
creased 18.6 percent over the first quarter and 17.6 percent 
over the second quarter of 2005 to $1,296,452. The price of 
a condo, however, dropped 1.9 percent from the previous 
quarter and 7.4 percent from the same quarter last year to 
finish the second quarter at $1,453,803.
 But this decline shouldn’t worry those who make a living 
from the ebb and the flow of what remains a healthy Manhat-
tan housing market – albeit a much slower one than it was 
during this time last year.
 “Even if the average sales price were a million,” said Elli-
man’s Herman, “would that be so terrible?” TRD

Prices rose in the outer boroughs in the three months ending June 30, especially in Brook-

lyn and in Queens. But inventory rose, too, suggesting that, similar to Manhattan, the 

balance in outer-borough housing markets is shifting to buyers.

Brooklyn
The Brooklyn housing market eased into summer relatively strong, especially – and not sur-

prisingly – on the western edges closest to Manhattan. But some of the borough’s fringe 

neighborhoods also finished the first half of 2006 in good shape. 

 The median overall sales price for Brooklyn co-ops rose 9.3 percent from the end of 2005 

through the second quarter of 2006, going from $398,000 to $435,000, according to a re-

port from the Corcoran Group. The median sales price for one-family townhouses rose 17 

percent from $995,000 to $1,165,000 during the same time period. The median condo 

price, however, dropped 2 percent from the end of 2005 through the middle of this year, from 

$599,000 to $585,000.  

 Less trendy parts of Brooklyn picked up in recent months. “Our strongest areas to date 

are Canarsie and Bushwick,” said John Reinhardt, CEO of Brooklyn brokerage Fillmore Re-

alty. “The low-end market did extremely well this quarter, especially in the last month.”

 Take Red Hook, for example. The formerly industrial neighborhood keeps garnering me-

dia buzz, partly through a record townhouse deal. A townhouse on Pioneer Street sold for 

just over $1 million in June (see story on page 10). “Sales volume [in Brooklyn] is picking 

up and the prices have leveled off now,” Reinhardt says. “There was an adjustment period 

in the first quarter, but now the sellers are more realistic, so the volume is up.”

The Bronx
Anecdotally, inventory in some areas of the Bronx finished the second quarter higher than 

2005, especially among single-family homes, according to Joe Hasselt, owner of local firm 

Hasselt Realty. But this rise in inventory, Hasselt said, only means that the Bronx has re-

turned to a more traditional sales pace. 

 “Sellers with optimistic asking prices are forced to make reductions if they want any ac-

tivity,” said Hasselt, vice president for the residential division of the Bronx-Manhattan North 

Association of Realtors. “Sales are still being made, but bidding wars are over and buyers 

have the ability to ask for concessions on some properties. The market is finally returning 

to something more balanced, where home buying is a research-and-negotiate process.” The 

median home sales price as of early July in the Bronx, according to the Realtors’ MLS, was 

$400,000; the average was a little over $478,000. 

Queens
Home sales and prices in Queens were both up in the spring – and up over the same time 

period last year. The number of existing single-family homes sold in Queens was up 22.2 

percent from April through May, according to the state Association of Realtors, and the me-

dian sales price was up 1.9 percent during the same period to $581,000. 

 The median price for a home in Queens increased $73,700 to $503,700 in June 2006 

from June 2005, passing the half-million-dollar mark for the first time, according to the Long 

Island Board of Realtors, Newsday reported. Donna Reardon, head of the Bayside office of 

Prudential Douglas Elliman, said that inventory has definitely gone up in Queens, but the 

selling rate is still similar to 2005.

 “We sold the same amount of homes from this year to last year, giving us a surplus of in-

ventory,” Reardon said. “We’re seeing more of a normal market [in Queens]. Properties are 

staying on the market a little bit longer, but people are still buying at the same prices. Over-

all, we’re having a strong increase in prices; investors are still hungry for land. They’re still 

building like crazy, but what we’re seeing this year, builders are calling us to help us market 

their properties, whereas they didn’t need us a few years back.”

 

Staten Island
Home prices and sales in Staten Island increased in the second quarter, but still fell below 

the prices seen in the city’s smallest borough at the end of 2005.

 The median sales price for an existing home went up 5.2 percent from April through May 

to $405,000. While this price was 14.1 percent higher than in May 2005, it was lower than 

the $417,000 median price for Staten Island at the end of last year. 

   Sales of existing homes were also down year-over-year in Staten Island. While sales were 

up 20.2 percent from April through May, according to the Staten Island Board of Realtors, 

there was an 8.7 percent decline in existing homes sales from May 2005 to this past May, 

suggesting that a cooling in price over the last six months did not turn sales any hotter. 

   Dennis Semenza, a broker at Re/Max Regal Realty who’s worked with Staten Island real 

estate since the 1980s, said prices were up in one- and two-family detached homes in the 

second quarter about 10 percent, resting in a range from $500,000 to $680,000. Overall 

inventory was up around 35 percent, Semenza said. 

  “I have had a number of Realtors call me recently and they weren’t happy in their selling 

inventory,” Semenza said. “When you analyze the properties they have listed, it’s clear why 

they did not sell – the price. Some sellers are not realistic and they will probably not be going 

anywhere soon.” By Kelly McGuire

   Inventory, prices climb beyond Manhattan

Avg. price per foot
2nd quarter $1,083
1st quarter $1,004
% change +7.9

Days on market
2nd quarter 144
1st quarter 138
% change +4.3

Number of sales
2nd quarter 1,934
1st quarter 2,005
% change -3.5

Listing inventory
2nd quarter 7,640
1st quarter 6,904
% change +10.7
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Brokers see second-quarter shifts as outer boroughs adjust to post-boom pace 


