




Our primary responsibility as your broker is to orchestrate a “successful transaction”.   What 
does that mean?  We will get you the best possible price for your property, in the time frame 
you set with the least amount of stress. 

How will we do this? 

• Provide you with an extraordinary customer experience throughout the entire selling process.

• Advise you on pricing and assist you with “home prep” including professional staging, 
photography and presentation of your home. 

• Implement a marketing plan that utilizes a variety of tools and media to reach the greatest 
number of buyers and key target groups as possible. 

• Coordinate the home-showing process and provide feedback on all showings. 

• Present all offers and advise you on the terms and contingencies. 

• Negotiate on your behalf. Work with attorneys to finalize the terms of the contract and to 
secure an executed contract. 

• Monitor the buyer’s loan approval, present a winning Board package and work with all 
parties to ensure a timely process. 

• Coordinate and supervise the final walk-through and attend the closing. 

We are your trusted advisors. 

Typically there are obstacles along the way.  Our experience and knowledge minimize the 
likelihood of unexpected surprises. We continually analyze the market and discuss your options 
with you so that you can comfortably make informed decisions at every step in the process.

MICHAEL SHAPOT, ESQ.
LICENSED ASSOCIATE RE BROKER

michael.shapot@compass.com
646.833.4321

michaelshapot.com
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ABOUT MICHAEL

100 MOST INFLUENTIAL REAL ESTATE AGENTS  /  NEW YORK
REAL ESTATE EXECUTIVE MAGAZINE

“Listing Language And The Emotional Connection”
BRICK UNDERGROUND 

Mann Residential Publication
Featured Contributor

Michael is a leader in the industry, with his finger on the pulse of the market.  
He brings to every transaction an entrepreneurial spirit and business mindset, 

a strong legal eye and real estate savvy and know-how.

Recognized as REALTOR OF THE YEAR by the Manhattan Association of Realtors

TOP Producer at each step of his career

Presently leads a Team of seasoned professionals that closed 
over 150 transactions in the last year alone

Former manager of a 73 agent office that was recognized as 
the franchise’s top office in NY State for four consecutive years.

Brings positive energy to all professional interactions

I am a lifelong learner

Accredited Buyer Representative (ABR) by the National Association of Realtors
New York Residential Specialist ® designation by REBNY

Certified RE Divorce Specialist by the Financial Divorce Association
Certified Relocation Professional (CRP) by the Employee Relocation Council

Licensed, non-practicing NY State attorney

I am an active participant and volunteer

Manhattan Association of Realtors, and Board member for five years
HGAR Board of Directors - 2018

NY Residential Agent Continuum (NYRAC)
Sharsheret Board of Directors

Riverside Park Fund
Cooperative Board of Directors



TESTIMONIALS
Client



Michael Shapot and his Team were recommended to me from my cousin, who is a realtor in NJ.  We had met with other realtors, and 
weren’t comfortable with any of them.  My cousin immediately said that Michael was one of the best, and said that he’d use Michael 
if he was trying to sell an apartment in NYC.  Michael and his colleague, Ron Stabiner, presented a clear vision for the apt, discussed 
how the team could help maximize value in concrete terms, and worked very hard to develop an estimate of where we should 
initially price the apartment.  One noticeable difference from other brokers we met with is that the others usually staffed their team 
with a very junior broker.  Ron Stabiner is experienced and knowledgeable, and was an excellent complement to Michael.  It felt as 
if Michael, Ron, and their team of experts were working to sell the apartment, which was very comforting and undoubtedly helped 
to speed the sale.  My ex-wife and I were in the process of getting a divorce, so the fact that we were in agreement thatMichael 
and Ron were the clear favorites is quite the accomplishment!

Gary C.

Thanks to you and your team for a magnificent job in pulling together all the pieces from listing, staging, photographing, showing 
and finally selling my sister’s apartment at 300 East 71st Street. The time, including waiting for board approval, was impressively 
quick. Along with an listed price sale.
I know when we first met and talked in Westchester, many years ago, that your were the epitome of knowledge of the New York City 
real estate market and a perfectionist in doing your job. Being a part of your industry with “inside knowledge”, showed that my first 
impression was truly correct. There was nothing I could add or would have done differently to make it a better or easier transaction.
I know my brother in California was impressed with you and your team and your guidance and education of him through the 
process.  As you know, he was the lead in the transaction. I know he feels the same way and would thank you too.

John K.

I am finally in Sarasota near my family and enjoying the kinder weather!!
I want to express my gratitude for all your assistance throughout our sales process. Your local real estate knowledge and attention 
to all detail were beyond reproach and I would not hesitate to recommend you to any of my friends who might need a realtor in 
the future.
I will miss our humorous exchanges and the easy connection we had so, please keep in touch from time to time as will I.  If you ever 
come to Sarasota, do get in touch so we can meet.  For the present time my mobile number remains the same and I will keep you 
posted when it does change.

Claudette S.

We have worked with Michael and his team several times over the last few years as our family grew; from representing us on the 
sale of our condo to the purchase of our new co-op (with rentals in between). Through this time, Michael has been patient, diligent, 
knowledgeable, and truly had our best interest at heart. Michael and his team negotiated multiple offers for us over this time. In 
the end, he successfully negotiated our offer and closed the deal for us on our new co-op. We have and will continue to highly 
recommend Michael Shapot.
  
Joe and Danielle N. 
after their purchase at 345 East 73rd Street

It was an absolute pleasure to work with Michael Shapot and his team on the sale of my father’s apartment at 170 West End Avenue.
It was not your garden variety sale: My father had recently died.  I live in Colorado and the co-executors are across the country.  
Despite the obstacles, Michael handled the transaction seamlessly and walked me through the process in a professional and 
courteous manner.  In addition to negotiating the sale, they referred me to our transaction attorney – an excellent choice – and 
even oversaw the work of two contractors in the apartment.
With so many moving parts, they did a superb job keeping the process on track.  They were in constant communication and always 
provided wise (and calm) counsel.  I would not hesitate to recommend Michael and his team to anyone in search of first-rate real 
estate representation.

Brian S.

The beautifully framed photos arrived and we are delighted.  It was a pleasure working with your team.  Strangely enough, we 
enjoyed the experience in spite of our anxieties.  You turned our anticipated nightmare into a pleasant memory.  Thanks again for 
the surprise dinner on the night of the closing.  We went back to La Mirabelle to celebrate Valentine’s Day and a good report from 
Rhoda’s oncologist.
You can be sure we will highly recommend you whenever we hear of someone looking to buyer or sell.  
Meanwhile, have a wonderful spring and continued success.  With best wishes.

Ed and Rhoda G.



IN PRINT
Michael



How to Hire the Right Broker

How do you know which wealth manager or attorney to choose? How about the right specialist, accountant, personal 
trainer or real estate broker? Making a mistake can be disastrous for one’s financial health, physical health, time or energy. 
For real estate transactions, tens or hundreds of thousands of dollars are on the line, as well as the family’s home and well 
being. The stakes are crazy high. So, how do you find the right broker?

Simple. Ask around.
Ask Carefully.

That’s very helpful advice, except when it isn’t. Have you ever heard of the expression: “I don’t know what I don’t know?” 
If you don’t know what you don’t know, then how are you supposed to know what to ask? How would you ever know the 
questions needed to determine the best CPA or physician or real estate broker for your needs? Buyers and sellers, I feel 
your pain.

Let me put an end to it with a few suggestions. First, know your role: you are hiring a professional for his or her experience. 
Do not be afraid of asking. This is your broker’s interview. Second, try these questions:

• What makes you different from your competitors? Better? What are your professional weaknesses?
• Why should I hire a real estate broker?
• What is your fee?
• What was your best success story, and what was your biggest professional failure?
• How much is my home worth in today’s market place, what is your strategy for pricing, and how much will it be worth 

tomorrow?
• Do you currently have a buyer for my home?
• Do you work as part of a team? If not, who else should I know to simplify the process or make things easier?
• What type of people do you work best with, and what type of people do you not work well with?
• Why is this assignment or piece of business significant for you?
• What are the next steps?

Fellow Real Estate Professionals: You’re Forewarned

Your prospective clients are entitled to ask good questions and expect good answers. How will they know that you’re 
‘The One’ to get the best price with an on-time and least stressful closing? Having excellent answers will lift you head 
and shoulders above the rest. Prepare thoughtful responses to the aforementioned questions, especially if they come with 
the following twists:

• Why should I hire you when my (cousin, friend, or neighbor who does real estate on the side) could be my broker? 
Even if they don’t come out and ask this one directly, you’ll need to blow them away with your answer, if you have 
any hope of landing the job.

• You charge HOW MUCH? If you don’t demonstrate your value, you will be deemed a commodity, and the client’s 
hiring decision will be based solely on price. Demonstrate your value.

• Who’s on your team? Keep in mind: Your team need not be limited to the people you employ. A team member may be 
someone with whom you have done business and you know, respect and trust: attorneys, title insurance professionals, 
mortgage brokers, appraisers, and the like.

• Do you think we could work well together? Recognize up front that not everyone will be a good fit for working 
together. A professional who can readily adjust to a variety of personality styles and quirks may land more business 
than one who is less adaptable. Then again, will you, as the professional, be happy? Weigh the pros and cons: $$ vs. 
quality of life.

• Why do you want or need my business? No one wants to be treated like a dollar sign. Make sure to include other 
rewards of the job, such as fulfilling your passion. Let them feel your positive energy.

In the midst of all these questions, keep your ears tuned to two types of responses: “What is the time-frame for the next 
steps?” and any “Why? Really?” or “Tell me more.” The first is an excellent omen of things to come. The second offers an 
opportunity for the client to learn what makes you tick.

Ultimately, clients want to know that they can trust their hires. Does the real estate professional have the skills, training, 
tools, attitude and know how to get the job done, better than anyone else? Does she share the same values and work 
ethics? Will he communicate openly, honestly and in a timely manner? Asking probing, thought-provoking questions and 
getting sincere and heartfelt answers connect people with their inner emotions, and hopefully with you.

MANN PUBLICATION



FEELING A CLIENT’S PAIN
BY MICHAEL SHAPOT

Empathy is one thing.  But actually experiencing what my clients go through has been a total revelation.  I have new appreciation 
for my clients’ angst while placing a home on the market for sale and looking for a new one.  The process is making me a better 
agent, but  OUCH!  It is really painful!

Making the decision
Our home of almost ten years has been comfortable and we’ve loved it, but the time was ripe for a change.  My wife and I 
explored a renovation; we worked with a designer to analyze our needs and taste, put the project out to bid, submitted plans to 
our coop’s managing agent and negotiated with the building’s architect/engineer.  After all that, we realized that the expense 
and annoyance might not be worth it.  Jeez – we were frustrated and annoyed at the tortoise pace and red tape of even these 
preliminary steps.  What would it be like for the four of us (and our dog and cat) to live in a construction site and to breathe 
dust and to share one bathroom for months?  Perhaps now was the right time to move.

Getting “buy in”
The entire family needs to be on board.  Sounds easy, right?
Staging a home requires hard work.  Going through the things we’ve accumulated and saved over the years is nostalgic, but is 
time consuming.  Touching, evaluating, sorting, organizing, storing, discarding and tidying are hard work.  Emotionally, saying 
goodbye to one’s “stuff” is like discarding old friends.  What if one (unnamed) family member refuses to participate, saying that 
he does not want to move?  Don’t ask…

Prepping for sale
Once the decision is made to sell, your property is no longer a home but rather a product to be merchandised.  The little projects 
that you’ve put off need to be tackled immediately.  It was fine to live with our home’s minor imperfections, but it is absolutely 
unacceptable to place a home on the market if there are broken doorknobs, dirty windows, scuff marks, lots of family photos, 
furniture placement that impedes “flow”, personalized art work, a missing medicine cabinet mirror and inadequate lighting.  
Excuse me, we still live here!
The moment we’ve been waiting for:  the first Open House.  Everything is put away in its (new) proper place.  Closets are 
organized.  The kitchen and bathrooms sparkle.  Will buyers show up?  What will they think?
I recall a similar feeling at college mixers.  Will she talk to me if I introduce myself?  Will she dance with me if I ask?  The anxiety 
is real.  We are all self-conscious when we’re being evaluated and judged.  Somehow when buyers are looking at our home, the 
stakes seem yet higher.
What do we do with our dog during showings, and where do we take him for a couple of hours during Open Houses?  How 
much notice do we really need to vacate for showings?  Do we need to keep our home in pristine, showable condition 24/7?  
Logistics are worrisome.

FEEDBACK  -  It’s hard not to take it personally when others don’t appreciate what we’re offering.  We recognized the value and 
saw the possibilities when we shopped for homes way back when.  Will others recognize that our renovations were made with 4 
inch nails rather than 2 inch nails making our home better than the one down the block?  First floor might not offer views, but it is 
silent and great for sleeping.  We’re less expensive with a better lay out than the one upstairs with views.  Trade offs, and value.

NEGOTIATING  -  A buyer, or two, finally come forward.  Their qualifications are ok; no one is a slam dunk any more when it 
comes to Board qualifications. The offers are less than ask.  We go back and forth a few times, but it is a game of chicken.  Who 
has nerves for this?  Do we settle or hold out for the last dime?  Are we ready to move on with our lives?

BE CAREFUL  -  We settle with one of the buyers.  The lawyers flex their muscles and trade jabs but eventually iron out the 
language of a contract.  The buyer’s lawyer uses his microscope, scalpel and tweezers to thoroughly dissect our coop’s finances 
and Board minutes.  The building passes inspection, the buyer signs and it is now our turn.  Do we pull the trigger?

WHERE TO GO  -  If we decide to proceed, we have to move.  Somewhere.  All of us, including the animals.  Will we find a 
suitable place at a price we can afford?  Will it be a good deal?  How will we time and coordinate our move?  After all, we need 
the proceeds of our sale to complete a purchase and our current home needs to be vacant in order to close on it.  How will this 
work out?  I know it will, but how?

Moral of the story
Selling is painfully hard.  Buying is also hard, but I’ll discuss feeling a buyer’s pain in next month’s column.  Moving requires 
constant reminders about the benefits of the end results.  A good broker acts like a shrink, a coach, a wet nurse and a slave 
worker.  Keep your eye on the prize, be patient, remember that there are no short cuts.  Work with someone you trust and 
someone who will empower you.  The move will be worth it! 

MANN PUBLICATIONS 



REAL ESTATE DATING GUIDE OR VALENTINE’S DAY ADVICE
BY MICHAEL SHAPOT

Look at the headlines in the newspapers:  Economic meltdown.  Scandals.  Distrust.  Fear.  When it comes to the most valuable transaction 
our clients may ever complete, it is no wonder that buyers and sellers do their homework and diligently scrutinize us before signing on 
the dotted line.  How should agents prepare for this increased level of scrutiny?
Have raving fans.  
Hopefully those that know us and respect our work are recommending us to their friends, colleagues and neighbors.  Introductions from 
trusted advisors work best.  Fuel the fire by encouraging these types of referrals. The stronger and more trustworthy the referral, the less 
painful the scrutiny will be.  Blind dates are preferable to meeting strangers on the street, no?

Be visible online. 
If you Google yourself, what do you find?  This is what your buyers and sellers will know about you before you’ve spoken on the phone or 
met in person. Be present, and be pretty, online, because online research is an integral part of today’s real estate agent beauty pageant. 
Have your own web site or an individual page on your company’s site.  List your credentials, years of experience, licenses, degrees, des-
ignations, trade group memberships and awards.  Remove the Facebook photos from the wee hours of last New Year’s Eve.  If you write 
a blog or newsletter, make certain it is up-to-the-minute, easily accessible, and well written.

Know your unique selling proposition (USP).  
Once you pass the online first impressions test, buyers and sellers will typically invite you for an interview, akin to the first date.  Chances 
are that they will meet at least one other candidate, and most likely, two or three others.  How are you different and better?  Be able to 
articulate succinctly why a potential client should hire you.  

Prep Beforehand--Expect the hard questions:
Just like a first date, there are certain questions to expect. Some are easy to answer, some make people squeamish, but all help both 
parties determine if their match is a good one. The more you prepare and anticipate them, the better impression you’ll make.

Have the following answers to these questions at your fingertips, and update them regularly:
• How many deals did you complete last year?  How many of those deals were in the geographic area / price range / style of property 

that relates to the potential client?
• How many listings do you have currently and how many buyers are you working with?  (Underlying this question is whether you have 

enough time to devote to your clients and, in particular, the client interviewing you.  Conversely, if you have too much time, expect 
to do some explaining.)

• How many showings are there likely to be before the right buyer materializes, and how many homes are buyers likely to view before 
finding the “right one”?

• Basic Policies about Teamwork
• Do you work with an assistant or a team?  How do you handle vacations, and what happens if you’re sick? (Clients will want to know 

how they will be serviced if you’re busy when needed.)
• How do you assist with the other facets of a move?  (Have a list of movers, attorneys, organizers, inspectors, decorators, architects, 

contractors and other professionals who can help seal a deal and ensure an efficient move.)
Basic Best Practices 
• Will you preview the properties?
• Do you stage your listings and take professional photos?
• How do you provide feedback from the showings? How will your client –whether buyer or seller-- know that the price is the best 

price?
• What happens if there are multiple offers and how do you represent your clients in these sticky situations?

Basic Closing Procedures
• How do you ensure that closing takes place on time?
• How do you minimize the stress of a transaction?
• What is your fee and how is it paid?  Is the fee negotiable?

All of these questions distill down to one key point: You must demonstrate your value, and that you’re worth every last penny of the fee 
you charge. To do so effectively, an agent needs to set priorities and strategize for each client’s needs.

The Real Estate Dating Game-Miscellaneous Edition. 
Clients choose an agent they trust and like.  Like dating, there must be chemistry.  But beyond that, it is helpful if an agent Is knowledge-
able, communicates clearly, is prompt for appointments, answers questions candidly, negotiates with skill, makes others feel comfortable, 
and works with a reputable brokerage company.*
*(I’m often asked whether size matters with respect to a brokerage company.  No surprise, it all depends on who’s asking and who an-
swers.)
When all is said and done, not every agent will be a good fit for every client. It happens.
Then again, there will be clients that I, as an agent, might not enjoy.  
How do agents select their clients, and how should buyers and sellers prepare for the job interview by the agent of their dreams? Quick 
hint: Google works just as well for the agent researching sellers and buyers as it does the reverse.  (But I get ahead of myself—what an 
ideal topic for another column!)
The long and the short of the real estate dating game is this: choosing the right one, and getting chosen.  A perfect discussion for Val-
entine’s Day, no? 

MANN PUBLICATIONS



2018 - 2019
State of the Market



  

MICHAEL SHAPOT, ESQ.
LICENSED ASSOCIATE REAL ESTATE BROKER

michael.shapot@compass.com
646.833.4321

Has Manhattan’s residential real estate market hit bottom and turned the corner, starting 
a recovery?  Or did we merely experience a stronger than normal Spring Bounce?

The big story in Q2 2019 was the number of closed sales which rose significantly year 
over year, and which spiked dramatically over Q1.  There are a number of factors which 
contributed to this bump in sales:

• The higher mansion and transfer taxes which became effective July 1 incentivized parties to close in Q2 rather 
than Q3.

• The dramatic drop in mortgage rates over the past year fueled demand.
• The stock market volatility in Q4 waned in Q1 resulting in an up-tick of contracts which closed in Q2.
• The contrast between the rock bottom of sales activity in Q1 made the Spring Market results seem all the more 

pronounced.

There remain reasons for concern, however:  inventory levels continue to rise (13% quarter 
over quarter and 8% year over year) as buyers remain uncertain about capped exemptions 
on property taxes and SALT, and anxious about the economy and current events locally, 
nationally and internationally.  Partially as a result of rising inventories, the number of 
bidding wars, and sales that closed above the final asking prices, continued to fall.

Negotiability (as reflected by the listing discount) grew as sellers continue to resolve their 
disconnect from current market conditions.  The percentage difference between the final 
list price and the sales price rose to 5.9% in Q2 2019 from 4.1% in Q2 2018.  The decline in 
negotiability over Q1 2019 reflects sellers’ more realistic pricing strategies.

On average, it took 11 days longer to sell properties this year reflecting the clearing of 
older inventory that closed during the quarter as sellers continued to become more 
responsive to market conditions.

We continue to see a subtle shift in buyer enthusiasm and confidence.  Consumers 
are heeding the call to take advantage of our strong buyers market.  Let’s hope this 
reflects longer term market strength.

For a more detailed and nuanced assessment of these market statistics, please 
contact me. I would love to chat about how they may affect you... and please share 
with your family, friends, and colleagues. 

Best,        Michael  

CLOSED SALES  (QTR)             ↑ 39.4%

CLOSED SALES  (YR)        ↑ 12.5%

LISTING INVENTORY (QTR)    ↑ 13.3% 

LISTING INVENTORY (YR)       ↑ 8.2%

DAYS ON MARKET (YR)          ↑ 11 days

LISTING DISCOUNT  (YR)       ↑ 1.8%

MANHATTAN 2QTR 2019 %CHG QTR 1QTR 2019 %CHG YR 2QTR 2018
Average Sales Price $2,095,734 -1.1% $2,118,780 0.2% $2,090,567
Average Price per Sq Ft $1,762 -0.4% $1,769 1.7% $1,733
Median Sales Price $1,215,000 13.0% $1,075,000 10.5% $1,100,000

New Development  s  $2,446,647 -15.6% $2,899,189 -8.5% $2,673,182
Re-sale   f $995,000 -0.3% $997,750 1.5% $980,000

Number of Sales (closed) 2,957 39.4% 2,121 12.5% 2,629
Days on Market (From Last List Date) 114 15.2% 99 10.7% 103
Listing Discount % (From Last List Price) 5.9% 6.9% 4.1%
Listing Inventory (Active) 7,558 13.3% 6,673 8.2% 6,985
Absorption Rate (Months) 7.7 -18.1% 9.4 -3.8% 8.0
YEAR-TO-DATE 2QTR 2019 %CHG QTR 1QTR 2019 %CHG YR      2QTR 2018           
Average Sales Price (YTD) $2,105,360 NA $2,118,780 4.3% $2,019,229
Average Price per Sq Ft (YTD) $1,765 NA $1,769 2.8% $1,717
Median Sales Price (YTD) $1,150,000 NA $1,075,000 5.5% $1,090,000
Number of Sales (YTD) 5,078 NA 2,121 5.6% 4,809

DATA COURTESY OF MILLER SAMUEL, INC.
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Q1 saw the record closing of a unit at 220 Central Park South for $238,000,000.  
This sale alone skewed prices and average price per square foot upward.  The 
contract for this unit was signed in 2015.

There was a lot of other top-of-the-market sales activity in Q1 as sellers became 
more aligned with market conditions.  Listing discount, the difference between 
list price and sales price, rose to 6.9% from 5.5% year-over-year as sellers grew 
more willing to meet buyers at market levels to make the sale.  Days on Market 
in Q1 2019 was 8 days shorter than Q1 2018, but 6 days slower than Q4 2018.

The number of sales reached their lowest level of any quarter since the financial 
crisis ten years ago.  Affordability concerns, the disconnect of the housing 
market from the robust overall economy and the new federal tax laws have 
played a role in tempering sales and the rising inventory levels.

The Q1 sales data fails to recognize the subtle shift in buyer enthusiasm brokers 
experienced in Q1 open houses.  I suspect this will translate into an upturn in 
activity and more positive Q2 and Q3 closed sale statistics.  Is this based on low 
interest rates?  A strong and stable stock market?  Comforting April 15 reports 
from CPAs and tax counsel?  Buyers finally heeding the call to take advantage 
of a strong buyers market?  Does this represent a short term Spring bounce or 
more long term market strength?   Stay tuned. 
 
For a more detailed and nuanced assessment of these market statistics, please 
contact me.  I would love to chat about how they may affect you... and please 
share with your family, friends, and colleagues.  

Best,
Michael

CLOSED SALES  YTD                     2.7% / YR

AVG SALE PRICE  YTD          9.6% / YR

TOTAL INVENTORY          9.5% / QTR

TOTAL INVENTORY                     8.9% / YR

DAYS ON MARKET         8 days / YR

LISTING DISCOUNT          1.4 % / YR

MANHATTAN 1QTR 2019 %CHG QTR 4QTR 2018 %CHG YR 1QTR 2018
Average Sales Price $2,118,780 7.9% $1,963,938 9.6% $1,933,198
Average Price per Sq Ft $1,769 5.0% $1,684 4.2% $1,697
Median Sales Price $1,075,000 7.6% $999,000 -0.2% $1,077,500

New Development  s  $2,899,189 41.8% $2,045,000 3.4% $2,802,937
Re-sale   f $997,750 5.9% $942,500 3.4% $965,000

Number of Sales (closed) 2,121 -12.8% 2,432 -2.7% 2,180
Days on Market (From Last List Date) 99 6.5% 93 -7.5% 107
Listing Discount % (From Last List Price) 6.9% 6.2% 5.5%
Listing Inventory (Active) 6,673 9.5% 6,092 8.9% 6,125
Absorption Rate (Months) 9.4 25.3% 7.5 11.9% 8.4
YEAR-TO-DATE 1QTR 2019 %CHG QTR 4QTR 2018 %CHG YR      1QTR 2018           
Average Sales Price (YTD) $2,118,780 NA NA 9.6% $1,933,198
Average Price per Sq Ft (YTD) $1,769 NA NA 4.2% $1,697
Median Sales Price (YTD) $1,075,000 NA NA -0.2% $1,077,500
Number of Sales (YTD) 2,121 NA NA -2.7% 2,180

DATA COURTESY OF MILLER SAMUEL, INC.
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The sky is falling, or so it might seem.  Some of our statistics this quarter look 
ominous, but peeling back the layers and using a laser focus, this on-going market 
adjustment is just that... an adjustment. 
 
Although the median sale price has fallen below $1 million for the first time in 
3 years, removing new development and focusing on resales, that median sale 
price has actually risen consistently over the last seven consecutive quarters.  The 
number of closed transactions has been declining for the past few quarters but 
that number has been easing up as well.   

The new tax laws, volatility of the equity markets and talk of higher interest rates 
are having an impact on buyers and sellers across the board.   In 2019, expect to 
see higher inventory and lower list prices, as sellers come into line with the realities 
of current market conditions.  

Sellers’ willingness to negotiate with lower bids is reflected in the rising listing 
discount and the flat days on market tell us that homes with perceived good value 
are still selling quickly.  Oddly, listing inventory, for the quarter, is down 12% yet up 
11.8% for the year.  Some sellers may be removing their properties in furstration of 
a shifting market.

The good news... the entry level apartments continue to sell at a faster pace than 
the rest of the market, which may help sellers looking to move up.  Additionally, 
the number of all cash buyers increased  by 4.2%.  That equates to over 55% of 
buyers, overall.

For a more detailed and nuanced assessment of these market statistics, please 
contact me.  I would love to chat about how they may affect you... and please 
share with your family, friends, and colleagues.  

All the best,
Michael

CLOSED SALES  YTD                    14.2% / YR

AVG SALE PRICE  YTD          3.6% / YR

TOTAL INVENTORY        12.0% / QTR

TOTAL INVENTORY                    11.8% / YR

DAYS ON MARKET          4 days / YR

LISTING DISCOUNT           0.8 % / YR

MANHATTAN 4QTR 2018 %CHG QTR 3QTR 2018 %CHG YR 4QTR 2017
Average Sales Price $1,963,938 1.9% $1,928,049 3.5% $1,897,503
Average Price per Sq Ft $1,684 4.6% $1,610 4.7% $1,609
Median Sales Price $999,000 -10.6% $1,117,000 -5.8% $1,060,000

New Development  s  $2,045,000 -19.8% $2,550,000 -25.5% $2,744,184
Re-sale   f $942,5000 -5.3% $995,000 2.8% $916,425

Number of Sales (closed) 2,432 -18.6% 2,987 -3.3% 2,514
Days on Market (From Last List Date) 93 1.1% 92 -4.1% 97
Listing Discount % (From Last List Price) 6.2% 5.2% 5.4%
Listing Inventory (Active) 6,092 -12.0% 6,925 11.8% 5,451
Absorption Rate (Months) 7.5 7.1% 7.0 15.4% 6.5
YEAR-TO-DATE 4QTR 2018 %CHG QTR 3QTR 2018 %CHG YR       4QTR 2017           
Average Sales Price (YTD) $1,979,275 NA NA -3.6% $2,053,273
Average Price per Sq Ft (YTD) $1,658 NA NA -6.6% $1,775
Median Sales Price (YTD) $1,075,000 NA NA -5.7% $1,140,000
Number of Sales (YTD) 10,229 NA NA -14.2% 11,927

DATA COURTESY OF MILLER SAMUEL, INC.
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CLOSED SALES  YTD                   17.2% / YR

AVG SALE PRICE YTD          5.3% / YR

TOTAL INVENTORY          0.9% / QTR

TOTAL INVENTORY                    13.2% / YR

DAYS ON MARKET       8.9 days / YR

LISTING DISCOUNT         0.3%  /  YR

Is the market beginning its turn around?  Quarter over quarter, the number of closed 
sales is up, the days on market is down, and the listing inventory is down.  These are all 
strong indications of a rebounding local market.  But are this quarter’s statistics either 
an abnormality or a typical seasonal jump?

Year over year, number of closed sales is down, listing discount is down and listing 
inventory is rising.  These numbers contradict the quarterly figures and reflect the 
conflicting signals of our market.  How do we make sense of them?

Consumers remain uncertain and anxious despite our strong economy, solid employment 
numbers and soaring stock market.  Their focus continues to be the impact potential of 
the new tax law, rising interest rates and the upcoming midterm elections.

In times of uncertainty, big purchases (homes) are put on hold.

A strong argument can be made that sellers are pricing more realistically and remain 
willing to negotiate.  This is reflected in the reduced days on market, as well as 
the significant increase in the quarter over quarter listing discount.  Buyers haven’t 
disappeared, but are taking a breath, waiting until they perceive “value”.

What are we telling our sellers?  “Be razor sharp on pricing.  Be realistic rather than 
aspirational.  ‘Pretty’ sells, so stage it.  Offer ‘value’.  Negotiate with everyone.”

What are we telling our buyers?  “This is the strongest buyers’ market we’ve seen in 
years.  Find something you love and don’t hesitate to make an offer.  Move off the fence 
before your splinters become even more pronounced.”

The real estate market is hyper-local.  Are you interested in segments of the market that 
are out performing or under performing the market as a whole?  Let’s discuss.

Feel free to share this report with family, friends and colleagues.  

Best regards,

Michael

MANHATTAN 3QTR 2018 %Chg QTR 2QTR 2018 %CHG YR 3QTR 2017
Average Sales Price $1,928,049 -7.8 $2,090,567 -3.7 2,002,835
Average Price per Sq Ft $1,610 -7.1 $1,733 -4.1 $1,678
Median Sales Price $1,117,000 1.5 $1,100,000 -4.5 $1,170,000

New Development  s  $2,550,000 -4.6 $2,673,182 -8.8 $2,797,500
Re-sale   f $995,000 1.5 $980,000 0.00 $995,000

Number of Sales (closed) 2,987 13.6 2,629 -11.3 3,369
Days on Market (From Last List Date) 92 -10.7 103 -8.9 101
Listing Discount % (From Last List Price) 5.2 4.1 5.5
Listing Inventory (Active) 6,925 -0.9 6,985 13.2 6,115
Absorption Rate (Months) 7.0 -12.5 8.0 -29.6 5.4
YEAR-TO-DATE 3QTR 2018 %CHG QTR 2QTR 2018 %CHG YR       3QTR 2017           
Average Sales Price (YTD) $1,984,294 NA NA -5.3 $2,094,876
Average Price per Sq Ft (YTD) $1,676 NA NA -8.0 $1,821
Median Sales Price (YTD) $1,100,00 NA NA -4.3 $1,153,000
Number of Sales (YTD) 7,796 NA NA -17.2 9,413

CO-OP & CONDO
DATA COURTESY OF MILLER SAMUEL, INC.
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CLOSED SALES       24.6% / YR

AVERAGE SALE PRICE        8.1% / YR

TOTAL INVENTORY (Q)      12.4% / QTR

TOTAL INVENTORY (Y)        4.4% / YR

DAYS ON MARKET     10 days / QTR

LISTING DISCOUNT        up slightly

Is the glass half full or half empty?  Well, that depends on many factors.  Are 
you a Seller?  The number of closed transactions is down almost 25% from 
the same time last year and the average sale price is down a bit over 8%.  This 
is definitely not the best news but we have seen this adjustment coming for 
months so it should not be a big surprise.   The upside: interest rates are still 
historically low and the anticipated bump may spur buyers to act now rather 
than later.

If you are a Buyer, then you will benefit from the decrease in multiple offer 
transactions, average sale price on a downward path, and an increase in 
inventory.  But act fast, because the interest rates seem sure to be going up 
again.  Based on a typically priced apartment in Manhattan, even a slight rise will 
mean hundreds more per month in your mortgage payment. 

I prefer to see the glass half full.  It is still a healthy real estate market with some 
needed adjustments on both sides of the equation.  So go about your business 
and your life.  No hand-wringing yet, but base your real estate decisions on 
good information and sound advice from your broker… that would be me.

Please be in touch to discuss what all this might mean to you and your unique 
circumstances.  The Manhattan market varies by building, neighborhood and 
price point.  

Feel free to share this with family, friends and colleagues.  

Best regards,

Michael

MANHATTAN 1QTR 2018 %Chg QTR 4QTR 2017 %CHG YR 1QTR 2017
Average Sales Price $1,933,198 1.9 $1,897,503 -8.1 $2,104,350
Average Price per Sq Ft $1,697 5.5 $1,609 -18.5 $2,083
Median Sales Price $1,077,500 1.7 $1,060,000 -2.0 $1,100,000

New Development  s  $2,802,937 2.1 $2,744,184 3.9 $2,698,362
Re-sale   f $965,000 5.3 $916,425 4.3 $925,000

Number of Sales (closed) 2,180 -13.3 2,514 -24.6 2,892
Days on Market (From Last List Date) 107 10.3 97 -0.9 108
Listing Discount % (From Last List Price) 5.5 5.4 4.2
Listing Inventory (Active) 6,125 12.4 5,451 4.4 5,867
Absorption Rate (Months] 8.4 29.2 6.5 37.7 6.1
YEAR-TO-DATE 1QTR 2018 %CHG QTR 4QTR 2017 %CHG YR        1QTR 2017           
Average Sales Price {YTD) $1,933,198 NA NA -8.1 $2,104,350
Average Price per Sq Ft {YTD) 1,697 NA NA -4.6 $1,778
Median Sales Price (YTD) 1,077,500 NA NA -2.0 $1,100,000
Number of Sales (YTD) 2,180 NA NA -24.6 2,892

CO-OP & CONDO
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LISTING PREPARATION



STAGING CONSULTATION
When prospective buyers visit your home, 
they want to see a space that they can 
make their own.  Many times, a few simple 
shifts can dramatically impact your home’s 
appeal.  Other situations may call for a more 
involved process.  The Shapot Team has 
joined forces with the amazing professionals 
who know what it takes to “put it together”.
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COMPASS CONCIERGE
The Compass Concierge program is the 
latest in a suite of services designed 
to prepare your home for the market. 
From deep-cleaning to cosmetic 
improvements, we will work together 
to assess opportunities to elevate your 
home’s value.



How It Works:

• Our team will develop a tailored project plan with suggested home improvements 
and updates to prepare your home for the market.

• You will contract directly with home improvement service providers.
• Compass Concierge will pay the associated cost for home improvement work 

performed subject to your agreements with home service providers.
• At the closing of the property, Compass Concierge will collect a fee that covers the 

cost of the work performed.

Key Eligibility - Criteria and Restrictions:

• The program is available to all sellers with an exclusive Listing Agreement with 
Compass.

• Prospective sellers interested in participating in the Compass Concierge program 
must review and execute the Compass Concierge Service Agreement outlining the 
program services.

Payment for Services:

• Invoices should be sent to your Compass Agent for payment by Compass.
• When your property closes during the term of the Listing Agreement, Compass 

Concierge will issue an invoice reflecting the total cost of services rendered.
• Payment for the program services will be collected using your preferred payment 

method at the earlier of (a) the actual closing of the property or (b) the one-year 
anniversary of your participation in the program.

• In the event that your property does not sell or the Listing Agreement is terminated 
for any or no reason (including the property going off market), Compass Concierge 
will collect any actual costs incurred by the home improvement work performed 
(within 15 days).

• Properties that are short-sales or foreclosures are not eligible for the program. 
Structural or construction services will not be covered.



PROFESSIONAL PHOTOGRAPHY
Our photographers are some of the most respected 
professionals in their field and have been featured in 
many national publications.  When it comes to showing 
off the finest selling points of your home, we don’t mess 
around.





FLOOR PLANS AND VIRTUAL RE-DRAW
Many prospective buyers need help in imagining their life in a new 
space.  Floor plans, whether original or re-configured, provide a way 
to do that.  Additionally, virtual re-draws can bring a living space from 
“what is” to “what can be”.  



original floor plan



MARKETING



DIGITAL MARKETING
At the forefront of modern marketing, The Shapot Team takes a multi-pronged 
approach to the digital promotion of your property.

Average monthly page views on Compass.com, 

Luxury agents worldwide who receive our monthly newsletter

1.9M

15K

800+

Partner websites to which your listing is automatically
syndicated for maximum digital coverage

PRINT MARKETING
All of our marketing pieces — from multi-page brochures to custom mailers to 
Open House flyers — create a cohesive story around your property and its best 
features and characteristics.

320 CENTRAL PARK WEST  APT 8A

THE SHAPOT TEAMYOU’RE INVITED
NEIGHBORS SNEAK PEAK

FORMATS

JUST LISTED POSTCARDS
NEIGHBORS PREVIEW INVITATIONS
TRI-FOLD AND BI-FOLD BROCHURES
NOTECARDS
OPEN HOUSE FLYERS

SOCIAL MEDIA
We engage brokers and buyers every day across a variety of dynamic platforms. 
With our commitment to these promotional opportunities, your property will be 
spotlighted in real-time, front and center.



320 CENTRAL PARK WEST  APT 8A

THE SHAPOT TEAMYOU’RE INVITED
NEIGHBORS SNEAK PEEK

FACEBOOK

YOUTUBE

NEIGHBORS SNEAK PEEK POSTCARD

PRINT ADVERTISING



Intelligent pricing is among the most 
crucial determinants of a successful sale. 
By considering both timing and value, The 
Shapot Team is able to strategically assess 
your home and price it for maximum impact.  

PRICING YOUR PROPERTY



The percentage of buyers who purchase their home
at its fair market value

The period of time during which your home receives
peak attention once it’s been listed

The average percentage below market value that
homes sell for after 24+ weeks on the market

80%

7 - 14 days

9%
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 LIST OF ITEMS THAT WILL ASSIST US 
 WITH THE MARKETING AND SALE OF YOUR PROPERTY.  
 
 

• OFFERING PLAN / AMENDMENTS / HOUSE RULES / BYLAWS

• BUILDING FINANCIALS (most recent 2 years)

• MANAGEMENT AGENT / CLOSING AGENT CONTACT INFO

• SUPER / DOORMAN CONTACT INFO

• FLOOR PLAN

• LIST OF APARTMENT UPGRADES / IMPROVEMENTS 

• LIST OF BUILDING AMENITIES  (STORAGE, FITNESS, GARAGE, ETC.)

• STOCK CERTIFICATE & PROPRIETARY LEASE (COOPERATIVES)

• MONTHLY MAINTENANCE / COMMON CHARGES BILL

• REAL ESTATE TAX BILL (CONDOMINIUMS)

• ANNUAL TAX DEDUCTIBILITY LETTER (COOPERATIVES)

• NOTICE OF SPECIAL ASSESSEMENTS

• NOTICE OF CHANGE IN MONTHLY MAINTENANCE                       

OR COMMON CHARGES
 
  



Co-ops
Closing cost estimates for the seller

FEE ESTIMATED COST

Broker 6%

B
R
O
K
E
R

Your Attorney Consult your attorney (~$2,500+)

A
T
T
O
R
N
E
Y

Payoff Bank Fees $500-$1,000

B
A
N
K

Co-op's Attorney/Managing Agent Closing Fee $400-$1,000

Move-out Deposit Varies by co-op, typically $500-$1,000 
(refundable)

Move-in Fee $500-$1,000 (non-refundable)

Admin Fee $250-$1,000

Flip Tax or Transfer Tax Refer to managing agent (typically 1-3% of 
price or $ per share)
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Residential NYC Transfer Tax: up to $500,000 
$500,000+

1% 1.425%, plus filing fee of $100

NY State Transfer Tax 0.4% of purchase price

Transfer Tax Filing Fee $100

UCC-3 Filing Fee $125

*

*



Condominiums
Closing cost estimates for the seller

FEE ESTIMATED COST
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Broker 6%

B
R
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E
R

Payoff Bank Fees $300-$1,000

B
A
N
K

Your Attorney Consult your attorney (~$2,500+)

A
T
T
O
R
N
E
Y

Pick up/Payoff Fee to Title Closer $250-$500
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Managing Agent Closing Fee $500+

Move out Fee $500-$1,000

Move out Deposit $500-$1,000 (refundable)

Residential NYC Transfer Tax: up to $500,000 
$500,000+

1% 
1.425%

NY State Transfer Tax .4% of purchase price

NYS Equalization Fee $75

Pick up/Payoff Fee to Title Closer $250-$500

B
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T

*

*



Thank you.

MICHAEL SHAPOT, ESQ.
LICENSED ASSOCIATE REAL ESTATE BROKER
michael.shapot@compass.com
646.833.4321
michael.shapot.com


