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New NAR President Promises Change 
In Aftermath of Harassment Scandal
By John Jordan

WASHINGTON—In a video message 
posted on Sept. 7, National Association 
of Realtors President Tracy Kasper ac-
knowledged the pain caused by the 
charges of harassment and discrimina-
tion at NAR that led to the resignation 
of former NAR President Kenny Parcell 
on Aug. 28. (See story on page 3).

Kasper, who was named NAR Presi-
dent on Aug. 28, acknowledged that 
in the aftermath of the scandal that 
members and staff “are hurting right 
now. Their trust has been broken. It 
is upsetting to hear that some mem-
bers and staff have not felt safe or re-
spected and I want you to know that I 
hear you, the Leadership Team and the 
Executive Committee hears you. We 
must figure out what NAR needs to do 
to make sure that every member and 
every association staff person always 
feels respected and valued.”

In her video message, Kasper de-
tailed a number of initiatives NAR has 
already undertaken to investigate how 
instances of discrimination and harass-
ment were reported and addressed 
and how the association can make 
improvements to its operations, includ-

ing better screening of volunteer asso-
ciation Board members. “I can promise 
you going forward, we will do and be 
better,” Kasper said. 

She related that NAR plans to hire 
outside experts to assess the process 
in which harassment reports are in-
vestigated and the outcomes of those 
probes. “We expect that there will be 
recommendations to implement new 
and better safeguards and proce-
dures,” she related.

She also reported that NAR plans to 
take a hard look at how its leaders are 
selected, the power and control they 
now have and how they interact with 
the association’s staff of professionals.

Kasper said that one of the ques-
tions being asked by members in the 
aftermath of the Parcell resignation is 
even if the alleged behavior was not il-
legal, why wasn’t more done to stop it? 
She related that in the past year NAR 
has implemented a number of policies 
to address the conduct and behavior 
of volunteer leaders.

“But what we are seeing and experi-
encing show us is that those new poli-
cies and practices still are not enough,” 
Kasper said in the video message. 

“There is so much work that needs to 
be done.”

NAR is also in the process of assem-
bling a “Culture PAG” (President’s Ad-
visory Group) that will include contri-
butions from NAR members, state and 
local association executives, as well as 
NAR staff members.

Kasper also revealed that NAR has 
retained Dr. Shaun Harper, a DEI ex-

pert, to guide the Culture PAG toward 
recommendations. 

While stressing that NAR has taken 
quick actions to address the issues 
raised in days following the Parcell ha-
rassment claims and resignation, she 
noted, “We also want to get this right. 
We have to listen better, we have to 
take meaningful action, we have to do 
better by our members and our staff,” 
she said.

She concluded her remarks with a 
hopeful plea for unity. “Please, know 
that as hard as this moment is, I still 
very much have faith in this organiza-
tion. There are so many people who 
care. So many people who want to do 
the right thing. You have the unwaver-
ing commitment of the Executive Com-
mittee, the leadership team and me to 
get this right.,” Kasper said. “Because 
no one should feel anything less than 
heard, empowered and able to do their 
work in an environment they feel safe 
and respected. And I need each and 
every member beside us on this, each 
and every member treating each other 
and every member of staff with dignity 
and respect.”

NAR President Tracy Kasper

Please turn to page 2

Report Shows the Cost of Homeownership, Rent 
Is Out of Reach for Many in the Hudson Valley
By John Jordan

NEWBURGH—Hudson Valley Pat-
tern for Progress released a new re-
port on Sept. 12 that clearly identifies 
an affordability crisis for housing in the 
region, fueled by stagnant wages, in-
creasing rents, and skyrocketing home 
prices that have stretched household 
budgets to their limits. 

The report, Out of Reach Hudson 
Valley 2023, used federal and local 
data to examine the gap between 
wages and the cost of rental housing 
for those living in the nine-county re-
gion. Pattern also examined the afford-
ability of homeownership throughout 
the Hudson Valley by comparing me-
dian home prices to the mortgages for 
which typical families would qualify in 

each county.
The data show a persistent and 

clear trend across the entire Hudson 
Valley: the cost of housing has pushed 
beyond reasonable levels of affordabil-
ity for most of our neighbors. A single 
worker cannot afford fair-market rent 
for a one-bedroom apartment in any of 
the nine counties, and median home 
prices are more than $100,000 higher 
than the mortgage that typical families 
would qualify for in every county, Pat-
tern officials stated.

“The data we analyze each year 
tell a clear and troubling story: most 
of our neighbors cannot afford to live 
in the communities where they work,” 
Hudson Valley Pattern for Progress 
CEO Adam Bosch said. “As our neigh-
bors choose to leave the region, have 
smaller families, and our workforce 
slowly shrinks, the Hudson Valley is 

starting to feel some of the most pain-
ful ramifications of stagnant housing 
and zoning policies. Civic leaders at 
every level must rally around evidence-
based solutions to solve our regional 
crisis of housing affordability and avail-
ability. The vibrancy and viability of our 
communities will depend on actions 
that encourage the production of more 
housing at prices our working-class 
neighbors can afford.”

The Pattern report utilized coun-
ty-by-county data from the Nation-
al Low Income Housing Coalition, 
which examined hourly wages and 
fair-market rents to measure the af-
fordability of rental housing. (Fair-
market rent is the 40th  percentile 
of renters who have moved within 
the past two years, which means it 
is lower than median market-rate 
rents.) Affordability is calculated by 

the standard that no individual or 
family should spend more than 30% 
of its total monthly income on hous-

SOURCE: HUDSON VALLEY PATTERN FOR PROGRESS CENTER 
FOR HOUSING SOLUTIONS & COMMUNITY INITIATIVES
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Kasper (AHWD, C2EX, CIPS, CRS, 
GRI, SFR), is a Realtor from Nampa, ID 
and the Broker-Owner of Berkshire 
Hathaway HomeServices Silverhawk 
Realty in the Boise Valley and a major-
ity owner in two other Idaho real estate 
companies. With 30 years of experience 
in real estate, she still lists and sells both 
residential and commercial real estate 
in addition to her Broker-Owner duties.

At the national level, Kasper has 
served on the NAR Board of Directors 
since 2016, and has chaired the 50th 
Anniversary of the RPAC Implementa-
tion Group in 2018. She was a mem-
ber of the Future of the REALTOR Party 
Presidential Advisory Group (PAG) in 
2017 and the RPAC State Fundraising 
Partnership Goal PAG in 2016.

She has been a dedicated member 
of the Idaho Association of Realtors 

since 1997. She served as its president 
in 2016 and was selected as Realtor 
of the Year that same year. At the lo-
cal level, Kasper belongs to five lo-
cal Idaho associations. She is a past 
president of the Nampa Association 
of Realtors, and is a past Realtor of the 
Year for both the Nampa (2001) and 
Caldwell (2011) boards.

She has served for many years on 
her local chamber, was Chairman of 
the Board for the Caldwell Chamber 
of Commerce in 2009, and is a former 
Honorary Commander for the Idaho Air 
National Guard in Boise. Kasper and 
her husband, Mike, have seven grown 
children, four of whom are married. 
Between them, they have six grand-
children. In her spare time, she has 
helped to raise more than $500,000 
for a variety of youth charities in the 
Boise Valley.

New NAR President Promises Change 
In Aftermath of Harassment Scandal
Continued from page 1

ing. Pattern also used that standard 
to measure the affordability of home-
ownership in the Hudson Valley. 
Pattern calculated the mortgage for 
which households earning the area 
median income would qualify and 
compared that to the median price 
of homes in each county. Pattern 
examined these data for the nine-
county region, including Columbia, 
Dutchess, Greene, Orange, Putnam, 
Rockland, Sullivan, Ulster and West-
chester counties.

The report noted that all prospec-
tive homebuyers who earn the Annu-
al Median Income in the respective 
nine Hudson Valley counties have a 
gap well in excess of $100,000 for 
the median-priced home for both 
single households and two person 
households.

The mortgage gaps for two-
person households were: Colum-
bia, $251,649; Dutchess, $142,656; 
Greene, $185,078; Orange, 
$124,796; Putnam, $109,609; Rock-
land, $239,329; Sullivan, $125,478; 
Ulster, $181,727 and Westchester, 
$280,699.

Alarming data in terms of the 
rental apartment market is the an-
nual wage gap in the Hudson Val-
ley for median wage earners seek-
ing units priced at fair market value. 
The following are the wage gaps 
for those earning the median an-
nual wage in each county seek-
ing a two-bedroom fair market rate 
unit: Columbia, $15,582; Dutchess, 
$25,224; Greene, $19,799; Orange, 
$30,830; Putnam, $61,144; Rock-
land, $64,954; Sullivan, $8,130; 
Ulster, $29,753 and Westchester, 
$25,653.

Some of the key conclusions from 
the report included: 

•  Single adults working 40 hours 
per week on average renter wag-
es cannot afford a one-bedroom 
apartment in any of the nine coun-
ties. Renters would need to earn 
anywhere from $1 to $26 more per 
hour to afford rent in their respective 
counties. Renters in every county 
are considered “cost burdened.”

•  Fair-market rents would need 
to decline anywhere from $33 to 
$1,343 per month to make them af-

fordable for a person earning aver-
age renter wages across the region.

•  Families are also stretched 
thin. Two working adults in a two-
bedroom apartment can afford rent 
in seven of the nine counties. Fair-

market rents remain unaffordable in 
Putnam and Rockland. However, two 
working renters meet the affordabil-
ity standard by less than $100 per 
month in Orange and Ulster coun-
ties, which leaves little money left 
over for other expenditures or emer-
gencies.

•  Wages earned by a typical rent-
er ranged from 39% to 61% of the 
area median income, a key metric 
for housing policies and programs.

•  Since 2010, renters have com-
prised a larger proportion of all 
households in the Hudson Valley. 
From 2010-2021, the region saw 
an 8% increase in renter-occupied 
households and a 2% increase in 
owner-occupied households. The 
growth in renter-occupied house-
holds outpaced owner households 
by 2-to-1.

•  The median price of a home in 
the Hudson Valley exceeds mort-
gage qualifications for the typical 
household by more than $100,000 
in all nine counties. For a two-per-
son household, the gap is anywhere 
from $109,609 in Putnam County to 
$280,699 in Westchester County. 
Data indicate that more middle-
income households are staying in 
rentals as the cost of homeowner-
ship gets further out of reach for a 
greater proportion of them.

•  An analysis of income data 
found that low-, moderate-, and 
middle-income earners saw their 
spending power stagnate or decline 
from 2010-2021. The trend for the 
bottom two-fifths of earners, which 

generally include people making up 
to $50,000 per year, are of special 
concern. These workers have seen 
their wages flatten or decline rela-
tive to inflation, exacerbating their fi-
nancial stress for housing and other 
necessary expenses. For earners in 
the lowest two quintiles, the Hudson 
Valley has seen wage growth that 
significantly underperformed state-
wide and national trends.

The data from the report indicate 
that renters and homeowners in the 
Hudson Valley have little to spend 
on necessary and discretionary ex-
penses because the cost of housing 
is gobbling up a large proportion of 
their incomes. Many service work-
ers, for example, are living month-
to-month with little money left over 
for savings or emergencies. This has 
broader implications for the Hudson 
Valley. For example, migration data 
from the Internal Revenue Service 
show that more people have moved 
out of the Hudson Valley than into it 
for 24 of the last 25 years—a trend 
that has resulted in a net loss of 
134,505 people since 1996. State 
education data show there are 
34,088 fewer children in our schools 
than in 1996, Pattern officials stated. 
These deleterious trends are con-
nected to, and partially caused by, 
the relatively high cost of housing in 
the Hudson Valley.

As a result, the region is now 
struggling through the early stages 
of a workforce crisis. Data show that 
our workforce shortages will also 
worsen in the next two decades 
unless the region can see a shift in 
well-established population trends. 
Currently, the older half of the labor 
pool (45-64) outnumbers the young-
er half (ages 25-44) by approximately 
100,000 people. As the Baby Boom-
er generation continues to retire in 
larger numbers, the cohorts of work-

ers coming into the Hudson Valley 
labor pool are only a fraction of their 
size. Consequentially, almost every 
industry sector in the nine-county 
region is struggling to find enough 
workers to meet their needs for labor. 
Pattern explained this trend—and its 
connection to housing in a report 
released this past May entitled The 
Great People Shortage and its Ef-
fects on the Hudson Valley region. A 
copy of the report can be accessed 
at: https://www.pattern-for-progress.
org/portfolio/the-great-people-
shortage-a-special-report-analyzing-
hudson-valley-demographic-trends-
and-consequences/

In its recently released “Out of 
Reach report, Pattern stated: “Wage 
stagnation in our lower income brack-
ets paired with skyrocketing housing 
and living costs have created an af-
fordability crisis with devastating 
consequences for our hardworking 
neighbors and our entire region.” 
Earlier this year, Pattern released 
“The Great People Shortage and its 
Effects on the Hudson Valley,” which 
found that the Hudson Valley region 
lost a net of more than 130,000 peo-
ple to migration since 1996. A nation-
al survey by the U.S. Census Bureau 
found the top reasons cited for leav-
ing New York State were housing-
related: more affordable and higher 
quality housing, or the opportunity to 
buy a home elsewhere.

Pattern stated that its “Out of 
Reach” report’s findings were trou-
bling. “The solutions to our afford-
ability crisis are not simple, and they 
cannot focus on one corner of our 
civic structure alone. State and fed-
eral governments must work to en-
sure that our hardworking neighbors 
are compensated fairly. To meet the 
demand for housing, state and local 
governments must adopt significant 
changes to land-use and housing 
policies that support the kind of de-
velopment that is affordable for our 
residents. These efforts must include 
deeply affordable rentals as well as 
new opportunities for homeowner-
ship; many tenants are paying more 
in rent than they would on monthly 
mortgage payments, but traditional 
pathways to homeownership are un-
viable due to prices that have far out-
paced incomes.”

The Out of Reach report can be 
accessed at: https://www.pattern-
for-progress.org/portfolio/out-of-
reach-2023/

Hudson Valley Pattern for Progress 
is a nonprofit organization that pro-
vides objective research, planning, 
and educational training throughout 
the region. Its work identifies civic 
challenges and promotes regional, 
equitable, and sustainable solutions 
to constantly improve the quality of 
life in Hudson Valley communities. 

SOURCE: HUDSON VALLEY PATTERN FOR PROGRESS CENTER 
FOR HOUSING SOLUTIONS & COMMUNITY INITIATIVES
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NAR President Kenny Parcell Resigns 
Amid Sexual Harassment Allegations
By John Jordan

CHICAGO—Two days after a New 
York Times report that detailed claims 
of sexual harassment against National 
Association of Realtors President Ken-
ny Parcell, the Utah-based Realtor ex-
ecutive, while denying the allegations, 
resigned from the post on Monday 
(Aug, 28) effective immediately. Pres-
ident-Elect Tracy Kasper 
took over as NAR Presi-
dent effective immedi-
ately.

The allegations and 
subsequent fallout are 
a black-eye to an orga-
nization that has prided 
itself in embracing Diver-
sity, Equity and Inclusion 
principles as well as fos-
tering a safe workplace 
environment. In fact, 
earlier this month NAR’s 
Realtor Magazine pub-
lished an article entitled “NAR Prioritiz-
es a Respectful Workplace.” NAR CEO 
Bob Goldberg said that the National 
Association of Realtors has a strong 
focus on respect that is a longstanding 
commitment that starts with training for 
staff and volunteer leaders. The article 
stated, “As sexual harassment and dis-
crimination in the workplace reaches a 
new level of consciousness in society, 
the National Association of Realtors 
says it is committed to providing a pro-
ductive and welcoming environment 
for its 350 full-time staff members. This 
means making clear that discrimina-
tion, harassment and retaliation will 
never be tolerated by the association, 
including within employee workspaces 
and at NAR-sanctioned events,” says 
CEO Goldberg. “And it means do-

ing everything possible to create and 
maintain a culture that pays proper re-
spect to the immense amount of trust 
placed in the association.”

“NAR consistently strives to improve 
our workplace for every employee, and 
we have a robust set of policies, proto-
cols and training programs in place to 
help us maintain a positive, respectful 

working environment.” Goldberg said. 
“We pride ourselves on following the 
best governance practices in place 
throughout our nation, and we remain 
focused on fostering a culture that en-
courages our people to be heard and 
come forward if needed.” NAR’s an-
nual employee anti-harassment and 
anti-discrimination training supports 
those principles, the Realtor Magazine 
article stated.

The New York Times reported on 
Saturday, Aug. 26 allegations by mul-
tiple women who said they had been 
harassed or subjected to inappropriate 
conduct by NAR President Parcell. The 
harassment claims were based on in-
terviews, a lawsuit that was eventually 
settled and an internal report. Parcell, 
50, denied the accusations in written 

responses to The New York Times and 
in his resignation letter on Monday.

Multiple media outlets reported 
that a number of high-profile Realtors 
called for Parcell’s resignation in re-
sponse to the New York Times report. 

“I was very disturbed to read the 
New York Times report on the brazen 
attitudes and alleged behaviors of 

leaders at the National As-
sociation of Realtors,” said 
Sue Yannaccone, presi-
dent and CEO of Anywhere 
Brands and Anywhere Ad-
visors, according to a RIS-
Media report. “Given our 
predominantly female in-
dustry, I am incredibly dis-
appointed by the reporter’s 
findings as NAR is sup-
posed to be a guidepost 
for our industry.”

The New York Times re-
ported that, Jason Haber, 

a real estate agent with Compass, 
started a Change.org petition over the 
weekend that demanded Parcell re-
sign as NAR President.

Parcell’s resignation letter stated:
Executive Committee and Board of 

Directors,
This letter serves as my resignation 

as President of the National Associa-
tion of Realtors. Being elected to this 
position has been a highlight in my 
career. 

My resignation comes after a se-
ries of accusations against me that 
are categorically false. I am deeply 
troubled by those looking to tarnish 
my character and mischaracterize my 
well-intended actions.

During this experience I’ve opened 
myself to listening and looking for 

ways to improve myself, but all I can 
do is tell the truth.  I’ve been shocked 
by these false accusations, hurtful 
words, whispers, and character assas-
sination.

Putting the organization and the 
Brand first comes with the title of 
President. Leadership is about making 
tough choices; this resignation signi-
fies that I will put the organizations’ 
needs first to move forward above my 
own personal needs to stay in this po-
sition.  I truly appreciate the support 
and true friendships that I have made 
during my volunteering at NAR. 

Sincerely,
Kenny Parcell
Parcell was installed as 2023 Pres-

ident of the National Association of 
Please turn to page 6

“NAR consistently strives to improve our workplace for 

every employee, and we have a robust set of policies, 

protocols and training programs in place to help us 

maintain a positive, respectful working environment. 

We pride ourselves on following the best governance 

practices in place throughout our nation, and we 

remain focused on fostering a culture that encourages 

our people to be heard and come forward if needed.” 

NAR CEO Bob Goldberg 

Former NAR President Kenny Parcell
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PRESIDENT’S 
CORNER
By Tony D’Anzica 
HGAR President

VIEWPOINTS

I believe we can 
always do more 
and better to 
drive member 
engagement 
and success. 
While HGAR 
has successfully 
served you and 
the communities 
you serve for over 
a century, I see 
huge potential.

IN MEMORIAM

Don Cummins
Veteran Realtor, Association Executive 

WHITE PLAINS—
The Hudson Gateway 
Association of Real-
tors regrets to inform 
its membership of the 
tragic passing of real 
estate veteran, HGAR 
member, association 
executive and attorney 
Don Cummins on Fri-
day, Sept. 1 at the age 
of 54. 

Cummins was previ-
ously the Team Leader 
at Keller Williams Re-
alty Partners of Bald-
win Place and formerly served as the 
Chief Executive Officer of the Colum-
bia Greene Board of Realtors and 
CEO of the Columbia Greene North-
ern Dutchess Multiple Listing Service. 
A well-known and well-liked Realtor, 
association executive and real estate 
instructor, Cummins served as the 
CEO of the Columbia Greene Board of 
Realtors from June 2019 until recently.

Prior to those positions, Cummins 
was hired as in-house legal counsel at 
the Westchester-Putnam Association 
of Realtors and assisted in the merger 
of the Orange County Association of 
Realtors and the Rockland County 
Board of Realtors into what would 
become the Hudson Gateway Asso-
ciation of Realtors. He then served 
as HGAR’s Director of Legal Services 
and Professional Standards until July 
2015 when he was named manager of 

Coldwell Banker’s Yor-
ktown Office. 

At HGAR, Cummins 
was responsible for 
administering the pro-
fessional standards 
and grievance pro-
ceedings for the entire 
lower Hudson Valley 
region, as well as pro-
viding legal counsel 
for the association and 
multiple listing service 
system.

A licensed attor-
ney, Cummins had an 

extensive legal and real estate back-
ground. He began his legal career 
as the Fellowship Law Clerk to Chief 
Judge Michael Mukasey, U.S. At-
torney General and then went on to 
join one of New York City’s premiere 
Antitrust and Corporate Litigation law 
firms. Later, he opened his own legal 
practice in Westchester and Putnam 
counties and during that time he was 
the lead instructor and chair of the 
Education Committee of the former 
Putnam County Association of Real-
tors and was an instructor for the New 
York State Association of Realtors. His 
legal practice specialized in legal is-
sues, will, trusts and estates and gen-
eral litigation. He was named PCAR’s 
Man of the Year in 2008.

A Celebration of Don’s life was held 
on Saturday, Sept. 9 at 22 Mayfair 
Lane in Mahopac.

FROM THE DESK OF 
THE CEO
By Lynda Fernandez
HGAR Chief Executive Officer

Meeting the Membership’s 
Evolving Service Needs
As previously announced, I joined 

the Hudson Gateway Association 
of Realtors as your Chief Executive 
Officer on Sept. 1. I am deeply hon-
ored and thrilled to 
be serving you along 
with the exceptional 
team of professionals 
and leaders at HGAR.

It is with a great 
sense of obligation to 
honor the illustrious 
legacy and history of 
HGAR that I express 
my gratitude to Presi-
dent Tony D’Anzica 
and the entire lead-
ership for the oppor-
tunity to serve and to 
my predecessor Rich-
ard Haggerty for his 
important work to ce-
ment HGAR’s position 
as a leading Realtor 
association in the U.S. 
and beyond. 

HGAR and its lead-
ership and staff have 
an outstanding repu-
tation in the Realtor association com-
munity. I know I have big shoes to fill 
and I am committed to advancing and 
further strengthening the organization 
as we work together to embrace op-
portunities and withstand challenges.

Over the last few weeks, I have 
reconnected with old friends and al-
ready met many of you. Thank you 
so much for the warm welcome and 
endless well wishes. Your positivity, 

authenticity, and dedication mean the 
world to me and are a great source of 
inspiration. 

I believe my past experience at the 
Greater Louisville As-
sociation of Realtors 
and the MIAMI As-
sociation of Realtors 
offers me a diverse 
and fresh perspec-
tive that will allow me 
to bring HGAR en-
hanced value.

We have a re-
sponsibility to meet 
our members’ evolv-
ing needs, consis-
tently reviewing our 
offerings, value, and 
culture. I believe we 
can always do more 
and better to drive 
member engage-
ment and success. 
While HGAR has suc-
cessfully served you 
and the communities 
you serve for over a 
century, I see huge 

potential. 
In the coming months, I look for-

ward to meeting many more of you and 
hearing your feedback. As we work on 
our new strategic plan, we will be tak-
ing a holistic approach to identify ways 
to ensure your success through advo-
cacy, education and collaboration. 

We will focus on streamlining pro-
cesses, reviewing governance struc-

Please turn to page 11

The MLS Increases Competition, 
Levels Playing Field for Consumer
Many Realtors today are worried 

about a string of anti-trust law-
suits filed against NAR alleging anti-
competitive practices. While NAR is 
vigorously challeng-
ing those lawsuits, 
one of which was 
recently dismissed, 
the average Realtor 
needs to focus on 
the value benefits 
that Realtors bring 
to each transaction.

Contrary to the 
allegations in those 
lawsuits, participa-
tion in local MLS bro-
ker marketplaces in-
creases competition 
by leveling the play-
ing field for small 
real estate firms 
and new market 
entrants, allowing 
firms of all sizes to 
compete. This gives 
consumers greater 
choice and far more 
freedom to choose 
whom they wish to 
work with, what lev-
els of service they 
prefer, and which 
pricing model suits 
their needs.

Realtors work 
together for the 
benefit of consumers to promote eq-
uity, transparency and market-driven 
pricing options for consumers. It is 
unquestioned that local MLS broker 
marketplaces provide consumers 
with the largest database of available 
homes for sale, ensure the most ac-
curate property info and listing status 
information, and facilitate coopera-
tion between buyer and selling bro-
kers.

Every sales listing gets maximum 
exposure giving sellers access to 
more buyers, and buyers’ access to 
the most choices. Reliable property 
information mitigates against the pos-
sibility for misrepresentation and con-
fusion, allowing buyers and sellers to 

negotiate on a level playing field.
Every buyer and seller who works 

with a Realtor works with a licensed 
and trained real estate professional 

who operates under 
a strict Code of Eth-
ics that compels Re-
altors to protect and 
promote the inter-
ests of their clients. 
Our Code of Ethics 
promotes profes-
sionalism and de-
mands that Realtors 
owe their clients the 
fiduciary duties of 
obedience, loyalty, 
disclosure, confi-
dentiality, account-
ability and reason-
able care/diligence. 
Fairness, honesty, 
and transparency 
are the pillars of our 
Code of Ethics. 

Recently, I had 
the privilege of ad-
dressing nearly 
1,000 real estate 
professionals at a 
real estate conven-
tion in Lisbon, Portu-
gal. I spoke to them 
about our Code of 
Ethics and the fidu-
ciary obligations of 
Realtors to their cli-

ents. I was astonished at their inter-
est in this subject and the amount 
of attention it received. Those real 
estate professionals, unlike many in 
the United States who take our Code 
of Ethics for granted, understood that 
a free, fair, transparent, and competi-
tive marketplace can only exist when 
there are rules that bind Realtors to 
an ethical relationship of trust with 
their clients and with consumers.

If any of the current lawsuits 
against NAR succeed, consumers 
would be the most detrimentally im-
pacted with the result that homebuy-
ers would be discouraged from ob-
taining professional representation in 

Every sales listing 
gets maximum 
exposure giving 
sellers access to 
more buyers, and 
buyers’ access to 
the most choices. 
Reliable property 
information 
mitigates against 
the possibility for 
misrepresentation 
and confusion, 
allowing buyers 
and sellers to 
negotiate on a 
level playing field.

Please turn to page 18
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LEGAL 
CORNER
By John Dolgetta, Esq

LEGAL

Ransomware and Cyber Threats: The Real Estate 
And Other Industries are Under Attack, Again!
It is disheartening, but this column 

yet again has to address the very 
real threats that cyber-attacks and ran-
somware incidents pose to industries, 
including the real estate industry, and 
individuals. Recently there has been 
a wave of serious cyber and ransom-
ware attacks against well-known com-
panies, such as Rapattoni, one of the 
largest national companies providing 
hosting services to more than 100 mul-
tiple listing services (MLSs), as well as 
hotels and casinos, notably Caesars 
and the MGM Grand in Las Vegas [see 
https://bit.ly/3LoiFTO].

A few weeks ago, it was also report-
ed that another individual in New York 
City lost $746,000 in connection with 
a real estate purchase when she was 
“duped” into wiring funds to a cyber-
criminal who hacked into her attorney’s 
e-mail account. When these attacks oc-
cur, the FBI and local law enforcement 
usually become involved immediately. 
These attacks result in billions of dol-
lars of losses each year. In connection 
with ransomware attacks, companies 
are often forced to pay these criminals 
substantial amounts in ransom in order 
to regain access to their systems. On 
the other hand, when individuals are 
targeted, many times these individuals 
lose their entire life savings.

The Attack on Rapattoni
On Aug. 8, Rapattoni suffered a 

cyber-attack which sent shockwaves 
throughout the real estate industry. 
While the extent or economic effects of 
the attack may not be known precisely, 
many MLSs throughout the country, in-
cluding the real estate agents and bro-
kerage firms who rely on them, were 
severely affected and the economic 
costs will certainly be extensive. 

As reported by journalist Mathew 
J. Schwartz [see https://bit.ly/44NIbss] 
“Real estate agents’ ability to list or 
update property information has been 
compromised by an attack on…Rapat-
toni….” Schwartz explained that “Mul-
tiple regional MLS providers rely on 
Rapattoni’s services to identify new 
properties coming on the market, up-
date home listings, and bring together 
buyers and sellers to facilitate offers 
and track purchase details, as well as 
track commissions for listing agents 
and the agent who secures a sale.” 
Agents and brokers had to resort to 
manual processes to update and share 
listings. It has been reported that the 
attack on Rapattoni was the “longest-
running attack on an MLS.” [See https://
bit.ly/3LqwRvw]. 

Alicia Hope of CPO Magazine [see 
https://bit.ly/3t0mrfy], reported, “With 
the cost of a data breach estimated at 
$4.35 million, cyber-attacks pose an 
existential threat to most businesses.” 
She further noted that “the incident 
shows that cybercriminals are target-
ing the real estate industry for the vast 
amount of personal and financial infor-
mation (including of wealthy individu-
als) it holds and the cost of disruption 
or data loss.” She also pointed out that 
real estate transactions are “lucrative 
targets for business e-mail compro-
mise and wire fraud.”

The Real Estate Transaction: 
Wire Fraud is Very Real

On Aug. 26th, Kathianne Boniello 
of the New York Post reported that an 
individual in New York City, Leila Melt-
zer, the victim of a business e-mail com-
promise (BEC) attack, “lost the bulk of 
her savings after thieves hacked into 
her real estate lawyer’s e-mail and 
duped her into wiring them more than 
$746,000.” [see https://bit.ly/3Zkco19]. 
Meltzer, a retired nurse, was in con-
tract to purchase an apartment. She 
received an e-mail which she thought 
was from her own attorney. Hackers 

had accessed her attorney’s e-mail ac-
count and instructed Meltzer to wire 
the balance owed on the transaction to 
an account controlled by the hackers. 
Meltzer did not discover that she had 
been the victim of fraud until two days 
later, but the funds had already been 
withdrawn and could not be recovered.

Meltzer reported the incident to the 
FBI and the NYPD. She also filed a law-
suit against her attorney “alleging the 
attorney was ‘oblivious to the threat of 
cybercrime’ and ‘failed to take even 
the most rudimentary steps to protect 
Meltzer from cyberfraud.’” Unfortu-
nately, these cyberattacks are all too 
common, but it is critical that clients 

are informed about wire fraud and cy-
bersecurity issues.

Taking Important Steps to 
Notify Clients of Cyber Threats

It is important to discuss the risks 
associated with cyber threats, wire 
fraud, BEC attacks, privacy issues, etc. 
at the very initial stages of representa-
tion. It is also recommended that these 
issues are detailed in writing and pro-
vided to the client so that the client is 
made aware of what to do in instances 
such as this. Below is language that 
should be utilized and included on all 
e-mails sent by attorneys and other 
professionals:

WARNING: FRAUD ALERT - BE-
WARE OF CYBER-FRAUD – If you re-
ceive an email from this office request-
ing that you wire or otherwise transfer 
funds, you must confirm the request 
and any corresponding instructions 
via telephone before you initiate any 
transfer. Hackers are targeting emails 
of attorneys, real estate brokers and 
other businesses in attempts to initiate 
fraudulent wire requests. YOU MUST 
CONFIRM THE TELEPHONE NUMBER 
OF THIS OFFICE WITH PREVIOUS 
EMAILS AND CORRESPONDENCE 
YOU HAVE RECEIVED FROM THIS OF-
FICE AND MUST CALL OUR OFFICE IN 
PERSON TO BE SURE IT IS ACCURATE.

It is also recommended that lan-
guage be included in engagement 
letters, retainer agreements or in dis-
closures that are signed and acknowl-
edged by the clients. Some of the 
points that should be covered may in-
clude the following:

•  Highlight that there are high inci-
dents of e-mail fraud and cyber security 
threats involving hacking and theft of 
personally identifiable information (e.g., 
Social Security numbers, bank account 
numbers and routing information).

•  Alert clients that hackers may 
gain access to your e-mail and/or e-
mail system and send false e-mails re-

questing that funds or other sensitive 
information be sent to them (posing as 
you or someone else) via e-mail.

•  Inform clients never to do any-
thing without directly speaking with 
someone at your office.

•  Alert clients that you will never 
send them any e-mails requesting 
such information without also calling 
the client directly and confirming such 
a request personally by telephone af-
ter any such e-mail has been sent.

•  Most importantly, alert clients 
NOT to wire any funds to any person 
or entity without first calling your office 
to confirm same and to confirm the 
bank account and routing information. 

•  Alert clients that they are to con-
tact the office directly and not through 
e-mail to confirm whether any instruc-
tions received are legitimate.

As noted above, the real estate in-
dustry is specifically targeted by these 
cybercriminals due to the frequent use 
of wire transfers. Real estate agents 
and real estate attorneys are particu-
larly vulnerable because the e-mails 
exchanged between these parties and 
their clients contain critical informa-
tion as to when a closing will occur, the 
amounts that will need to be wired and 
the location to which the wire transfers 
are to be made. A cybercriminal will try 
to gain access to a party’s e-mail ac-
count, and once this is accomplished, 
the criminal will wait for the opportune 
moment to strike.

2022 FBI IC3 Report 
On Cyber Crimes

Each year the FBI’s Internet Crime 
Complaint Center (IC3) issues an in-
depth annual report on the state of 
cyber-criminal activity in the United 
States and the risks posed by such ac-
tivity. The FBI’s 2022 IC3 Report [see 
https://bit.ly/3Rlt4TS] states, “Today’s 
cyber landscape has provided ample 
opportunities for criminals and adver-
saries to target U.S. networks, attack 
our critical infrastructure, hold our mon-
ey and data for ransom, facilitate large-
scale fraud schemes, and threaten our 
national security.” While the 2022 IC3 
Report indicates that there was a 5% 
decrease in reported incidents as com-
pared to 2021, the “potential loss has 
grown from $6.9 billion in 2021 to more 
than $10.2 billion in 2022.” These totals 
are certain to increase in 2023. From 
2018 to 2022, IC3 received 3.26 million 
complaints and losses during that time 
were $27.6 billion.

IC3 Areas of Concern
According to the 2022 IC3 report, 

the top five cybercrimes involved 

extortion, phishing, personal data 
breach, non-payment/non-delivery, 
and tech support. Incidents of extor-
tion crimes rose significantly in 2022, 
with 76,741 reported incidents as com-
pared to 39,260 in 2021. This number 
is expected to increase dramatically in 
2023. The 2022 IC3 report also high-
lighted three areas of concern: Busi-
ness E-mail Compromise (BEC), Invest-
ment and Ransomware.

Business E-mail Compromise 
(BEC) Threats

In 2022, IC3 received 21,832 com-
plaints relating to BEC scams and 
losses totaled more than $2.7 billion. 
According to the IC3, BEC is a “sophis-
ticated scam targeting both business-
es and individuals performing trans-
fers of funds. The scam is frequently 
carried out when a subject compromis-
es legitimate business e-mail accounts 
through social engineering or com-
puter intrusion techniques to conduct 
unauthorized transfers of funds.” BEC 
scams commonly target individuals in-
volved in real estate closings. The IC3 
Recovery Asset Team (RAT), which as-
sists with all aspects of cybercrimes, 
offers the following specific guidance 
to those victims of BEC crimes:

•  Contact the originating financial 
institution as soon as fraud is recog-
nized to request a recall or reversal 
and a Hold Harmless Letter or Letter 
of Indemnity.

•  File a detailed complaint with 
www.ic3.gov. It is vital the complaint 
contain all required data in provided 
fields, including banking information.

•  Visit www.ic3.gov for updated 
PSAs regarding BEC trends as well as 
other fraud schemes targeting specific 
populations, like trends targeting real 
estate, pre-paid cards, and W-2s, for 
example.

•  Never make any payment chang-
es without verifying the change with 
the intended recipient; verify e-mail 
addresses are accurate when check-
ing e-mail on a cell phone or other mo-
bile device.

Ransomware Crimes
The IC3 report explains that “Ran-

somware is a type of malicious soft-
ware, or malware, that encrypts data 
on a computer, making it unusable. In 
addition to encrypting the network, the 
cyber-criminal will often steal data off 
the system and hold that data hostage 
until the ransom is paid. If the ransom 
is not paid, the victim’s data remains 
unavailable.” The IC3 notes, “Phish-
ing e-mails, Remote Desktop Protocol 
(RDP) exploitation, and exploitation of 
software vulnerabilities remained the 
top initial infection vectors for ransom-
ware incidents reported to the IC3.” In 
2022, the IC3 received 2,385 ransom-
ware complaints and 39,416 extortion 
complaints, which amounted to losses 
exceeding $34.3 million and $54.3 mil-
lion, respectively. However, the figures 
contained in the IC3 report may be 
well below the actual amounts. 

According to a report by Chainaly-
sis [see https://bit.ly/3LqPjnB], ransom-
ware crimes are significantly on the 
rise in 2023, and “Ransomware attack-
ers are on pace for their second-big-
gest year ever, having extorted at least 
$449.1 million through June.” In all of 
2022, the figure relating to ransom-
ware attacks was just under $500 mil-
lion. Chainalysis projects that ransom-
ware attacks will extort close to $900 
million if the pace continues, which will 
be second only to 2021, where the fig-
ure totaled nearly $940 million—and, 
with the recent attacks, the pace does 
not seem to be slowing.

As we can see from the recent at-
tacks on the Las Vegas casinos that 

On Aug. 8, Rapattoni suffered a cyber-
attack which sent shockwaves throughout 
the real estate industry. While the extent or 
economic effects of the attack may not be 
known precisely, many MLSs throughout 
the country, including the real estate agents 
and brokerage firms who rely on them, were 
severely affected and the economic costs 
will certainly be extensive. 

Please turn to page 18
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• Rates Starting at 8%

• Up to 75% LTV

• Flexible Prepayment

H&O Capital Funding is a direct 
lender. We offer fast approvals on 
short-term financing in amounts 
up to $25 million. Unlike some 
commercial lenders, we regularly 
fund smaller loans ranging from 
$250,000 - $1 million

RECENT DEALS

$23.6M 1st - Development Site
Bronx, NY

$1.1M 1st - Fix & Flip Single Family
Sag Harbor, NY

(914) 620-6432        www.houlihanfunding.com

Realtors during NAR NXT, The Real-
tor Experience, on Nov. 14 in Orlan-
do, FL. Parcell, a Realtor from Span-
ish Fork, UT is the Broker-Owner of 
Equity Real Estate Utah. He served 
as NAR’s vice president of govern-
ment affairs in 2018 and was the Re-
altor Party RPAC fundraising liaison 
in 2017. Parcell was NAR’s Region 11 
regional vice president in 2016 and 
served as his local association’s 
president in 2008 before becoming 
president of the Utah Association of 
Realtors in 2011. 

Kasper issued a statement as she 
took office early as NAR President.

Following Kenny Parcell’s decision 
to resign his position as president, I 
will be stepping into my presidency 
early.

First, let me say, I’m incredibly sor-
ry for what’s led us here. 

We recognize there is lots of con-
cern, anger and disappointment, and 
we want to acknowledge the people 
who have come forward and shared 
their stories and those of you who 
have shared your perspective over 
the past few days.

We have taken everything we 
have heard to heart. Our commit-
ment to our staff and our members is 
unwavering, and we will continue to 
enhance the way we foster a welcom-
ing, safe and respectful workplace.  
We will work to ensure the relation-
ship between staff and members ac-
knowledges not only staff expertise 
and their commitment to the associa-
tion in addition to the members. The 
Culture Presidential Advisory Group 
we announced is one step forward 
in that. Bob Goldberg and his team 
also will be working in parallel with 
staff on their own culture council. We 
are looking to make lasting and posi-
tive change and to do so as quickly 

as possible.
It is important to all of us at NAR 

that we take this moment to learn 
and focus on building a culture of 
comradery where we can do the 
good work we are all so passionate 
about. And, when an issue arises, 
that we all feel safe to say some-
thing.  

This is a really hard time for our 
association. But I know this is an op-
portunity to really listen and grow to-
gether. As your president, I take the 
responsibility of rebuilding very seri-
ously. Know I’m here for you, as is the 
entire leadership team, and we will 
get through this together.

Sincerely,
Tracy

Kasper, a resident of Boise, ID, has 
30 years of experience in real estate 
and has served on the NAR Board of 
Directors since 2016. She has served 
various groups, including the RPAC 
Implementation Group, the Future 
of the Realtor Party Presidential Ad-
visory Group (PAG), and the RPAC 
State Fundraising Partnership Goal 
PAG. She has been a member of the 
Idaho Association of Realtors since 
1997. She was honored to serve as its 
president in 2016 and was awarded 
Realtor of the Year that same year. 

Realtor Magazine reported yes-
terday that NAR is forming a new 
presidential advisory group that will 
look at recommendations for ensur-
ing a healthy relationship between 
staff and members. There will be a 
parallel effort at the staff level. “We 
are looking to make lasting and posi-
tive change and to do so as quickly 
as possible,” Kasper said.

On a call Monday, NAR CEO Bob 
Goldberg apologized to the organi-
zation’s 350 full-time staff. “We are 
committed to taking real action to-
ward rebuilding trust with staff and 
addressing the concerns we heard,” 
he said in a staff memo following the 
meeting. “We want to expressly ac-
knowledge and express gratitude for 
you for coming forward to share your 
experiences. As an organization, we 
will seek to demonstrate the same 
courage you have all expressed.”

The Hudson Gateway Association 
of Realtors in response to the Parcell 
resignation, issued an e-mail on Aug. 
29 to its entire staff emphasizing its 
steadfast commitment to fostering a 
“safe and welcoming work environ-
ment.” The e-mail, co-authored by 
HGAR President Tony D’Anzica and 
Interim CEO and COO Jana Currier, 
stated:

“In light of the recent resignation 
of Kenny Parcell as President of the 
National Association of Realtors, and 
the allegations that led to his resig-
nation, HGAR would like to assure 
our staff, leadership team, members 
and volunteers, that we stand united 
against any form of harassment.

HGAR prioritizes a safe and wel-
coming work environment. At the 
staff level, HGAR requires annual 
sexual harassment and anti-discrim-
ination training for all employees. 
Additionally, all HGAR Directors and 
Officers must agree, in writing, to 
comply with numerous anti-harass-
ment and anti-discrimination poli-
cies, including our Sexual Harass-
ment Policy, as a precondition for 
serving as a Director.

HGAR remains steadfastly dedi-
cated to fostering a welcoming, safe, 
and respectful workplace free from 
discrimination, harassment, and re-
taliation. HGAR will continue to pri-
oritize transparency, education, and 
the implementation of policies that 
deter and detect unlawful or inap-
propriate behavior so that every em-
ployee, member, and volunteer feels 
valued, heard, and empowered.”

NAR President Kenny Parcell Resigns 
Amid Sexual Harassment Allegations
Continued from page 3
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Baby Steps
By Kenyatta Jones-Arietta

I did my first doggy paddle last week-
end. Yes, that’s right—a doggy pad-

dle! I didn’t attempt to 
learn how to swim until a 
few years ago. Yep! I got 
to 46 not knowing how 
to tread water. That all 
changed after a trip to Af-
rica with my girlfriend, Pa-
tricia in 2018.

We chartered a boat to 
explore this little island off 
the coast of Mozambique. 
The angry waves crossing 
into the Indian Ocean were rough and 
quite terrifying. I remember sitting on 
the floor in the stern of the boat, embrac-
ing the post under the pedestal seat for 
dear life. I prayed, thinking, “God didn’t 
bring me to Africa to kill me!”

Meanwhile, Patricia, an experienced 
boater and very confident swimmer, 
lay on the bow, relaxed and unphased 
with her face covered, 
protected from the sun’s 
rays by the brim of an 
oversized straw sun hat. 
Once in calmer waters 
and a few shots from a 
large bottle of Red Label, 
I began to relax.

With the assistance 
of one of the ship’s crew 
members, my life vest, 
fins, and snorkeling gear, 
I was able to see Nemo, 
and a lot of his fellow 
finned friends under the 
sea. My eyes were open 
to the wonderful world 
below and I was hooked! 
I vowed to take swim-
ming lessons when I re-
turned home, and I kept 
that promise.

I immediately paid a 
visit to Lifetime Fitness 
and signed up for les-
sons. I committed for 
a few months but then 
was busied with life and 
my swim sessions fell by 
the wayside. I’ve never 
attempted anything 
beyond a convoluted 
breaststroke, in which I 
hold my breath and swim 
for as long as I can until 
I run out of air; this was 
enough to get me by.

Three weeks ago, I 
took my granddaughter, 
Raevyn, to the outdoor pool at the gym 
for an afternoon. She is nine and quite 
the fearless little tadpole. I watched 
as she swam up and down the pool. 
She did backstrokes, doggy paddles, 
handstands, you name it! The outdoor 
water hole was hers to enjoy, and I was 
in awe.

Fast-forward to last weekend. My 
husband, Rudy, and I were invited to 
a pool party at a friend’s house. Now, 
even though I never attempted to per-
fect my strokes, I do get into almost ev-
ery pool I encounter. Light gave way to 
darkness as the evening went on, and 
soon, Rudy and I were the only ones 
left in the pool. Eventually, he got out 
to dry off and grab a bite to eat.

Having the pool to myself, I decided 
it was my moment to try a doggy pad-
dle. I mean, if Raevyn can do it, I should 
be able to. Usually, I venture under the 
water, afraid that any attempt to swim 
above would cause me to sink, but this 
evening I was hopeful. I was feeling 
good this evening but I wasn’t in the 
mood to get my hair wet. I mean, do 
you know what happens to coily hair 
when it gets wet?

The thought of having to detangle 
and stretch my hair alone was enough 

motivation for me to succeed at swim-
ming above the water at all costs. And 
wouldn’t you know it, I did it! I’m not 
sure if that first doggy paddle was a 

funnier visual than me 
trying to walk forward in 
fins on that island beach 
in Africa. Regardless, I set 
out to accomplish a goal 
and I succeeded! I tried 
something new, and it was 
easier than I had expect-
ed. It was literally just one 
stroke at a time.

Speaking of stroke, that 
brings me to the point of 

this very revealing piece. As our digital 
world evolves, so do the ways in which 
we get our message across to our po-
tential clients and customers. And NOT 
jumping in the waters of social media 
and trying to paddle across Instagram 
and TikTok could be giving your real 
estate business a slow leak.

I have spoken with many Realtors 
who are afraid to just 
“dive in,” afraid of mak-
ing a mistake; in fear of 
looking silly, not realizing 
that the biggest mistake 
they are making is not 
utilizing these platforms 
to assist in amplifying 
their message. Not to 
mention, for the most 
part, it’s free!

Everything is challeng-
ing when you first get 
started and are unsure of 
what to do. The answer is 
not to rule it out while sit-
ting on the shore watch-
ing the other swimmers in 
the distance. What is this 
world, if not a playground 
for learning? Don’t be 
afraid to fall back onto 
the waters of the World 
Wide Web and give that 
doggy paddle a try!

Not sure how to get 
started? As with my 
swim instruction, look 
for someone within the 
digital marketing realm 
who can give you some 
guidance. Follow some 
of your favorite real es-
tate personalities on In-
stagram and TikTok to 
see what they are doing 
that works and emulate 
it! There is no need to 
recreate the wheel.

Spend some time brainstorming 
ideas and messages that resonate 
with who you are and get them out 
there! It may require you to pick up 
a few additional tools, such as a light 
ring or an instrument that will allow 
you to do your videos hands-free, but 
hey—those are write-offs!

I once had an agent admit that he 
stopped making videos because his 
neighbor teased him about, “Waiting 
for his next home improvement tip.” 
In actuality, he should have made an-
other one! His neighbor saw it and 
commented, which proved that he was 
getting views! Even if his videos didn’t 
translate to hundreds of “likes,” his 
efforts were working!

People want to see who we are and 
what we may be like to work with. You 
can give them a glimpse by sharing bits 
of the real you. I’m now 51 if you were 
wondering. Looking forward to seeing 
more of you on social media. Remem-
ber to take one stroke at a time!

Kenyatta Jones-Arietta is the Broker/
Owner of R2M Realty, Inc., licensed in 
NY, NJ and CT. R2M (Ready to Move) 
Realty was launched in 2014 and has 
two offices in Rockland County.

Spend 
some time 
brainstorming 
ideas and 
messages 
that resonate 
with who 
you are and 
get them out 
there! It may 
require you 
to pick up a 
few additional 
tools, such as 
a light ring or 
an instrument 
that will allow 
you to do your 
videos hands-
free, but hey—
those are 
write-offs!

GUEST COLUMN

MON., OCT. 2 » 7 – 11 P.M. 
RPAC Karaoke

TUES., OCT. 3 » 3 – 4:30 P.M. 
Diversity, Equity & 
Inclusion (DEI) Committee

WED., OCT. 4 » 8:30 – 9:30 A.M. 
Legal Update

  
2023 Fall Business Meetings
Turning Stone Resort Casino, Verona, New York

Your Profession
October 1–4, 2023

“Elevate Your Profession”, the 2023 NYSAR Fall 
Business Meetings are just around the corner. 
Our in-person meetings are scheduled for 
October 1 – 4. Register today!

Visit www.nysar.com to register for the events 
and committee meetings.

Highlighted Events

We look forward to seeing you!

            BECAUSE EVERY CLIENT IS UNIQUE! 
FOR MORE INFORMATION ON THESE AND OTHER LISTINGS VISIT

RANDCOMMERCIAL.COM  ~ 845-770-1285

INDUSTRIAL  WAREHOUSE 
700 Corporate Blvd, Newburgh, NY

22,000+/-SF - $19.50/SF 

Building Better Communities With......

Serving Westchester, Hudson Valley, New Jersey and Connecticut!

RETAIL SPACE FOR LEASE
175 Kingston Avenue, Wurtsboro NY

1,800+/-SF - $16/SF

FOR SALE
73 Little York Road, Warwick, NY

31+/-ACRES - $2,495,000

INDUSTRIAL/FLEX FOR LEASE
25 Renwick St, Newburgh, NY

38,000+/-SF - $7.99/SF

FOR SALE -  795 Rt 284
WESTTOWN, NY 

2,610+/-SF | .25 AC |  $1,050,000

FOR SALE 
85 Kaufman Road, Monticello, NY

8,000+/-SF I 6+/-ACRES I $3,650,000
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BARRISTER’S 
BRIEFING
By Brian S. Levine, Esq

A Teaching Moment: Addressing Sexual Harassment 
And a Hostile Workplace in the Real Estate Industry
By now you may have seen the 

headlines and heard the outrage 
and opinions being formed regarding 
the National Association of Realtors 
and the allegations and controversy 
relating to sexual harassment and hos-
tile workplace environments. I don’t 
work for NAR, so I will not address any 
of the NAR allegations, but because I 
work for the Hudson Gateway Asso-
ciation of Realtors, I’d like to take this 
moment to remind our membership 
of their obligations as Realtors and to 
reinforce what we do here at the as-
sociation to ensure that everyone is 
treated equally. I speak not just of lofty 
ideals, but the practical nature of them 
as well. 

As a licensed attorney and the Pro-
fessional Standards Administrator for 
HGAR, I’m required to follow various 
legal and professional codes of con-
duct and I provide guidance to others 
on these exact same topics. So, when 
a teaching moment such as the one 
we are currently encountering pres-
ents itself, I think it’s important that we 
seize this opportunity. Read this. Share 
this. Teach and guide others.

Guidance From the Past
Aside from the now defunct asso-

ciation of printers, Realtors were the 
first business group of professionals, 
outside of the “learned professions 
of medicine, engineering, and law” to 
adopt a Code of Ethics. It is because 
of this Code that Realtors have been 
able to succeed, grow and become the 
largest trade association in the United 
States. Our foundation is built upon the 
Code and our roots run deep into the 
land and our duty to ensure that we 
treat everyone equally and honestly.  

Pathways to Professionalism
Pathways to Professionalism is a 

part of the Realtor doctrine. It is a set of 
voluntary guidelines and professional 
courtesies that all Realtors should fol-
low, such as:

•  Follow the “Golden Rule.”
•  Show courtesy and respect for ev-

eryone.
•  Show courtesy, trust, and respect 

to other real estate professionals.
•  Avoid the inappropriate use of 

endearments or other denigrating lan-
guage.

•  To be successful in the business, 
mutual respect is essential.

At its core, Pathways to Profession-
alism provides the underpinnings for 
the Code of Ethics. While it doesn’t 
explicitly address sexual harassment 
or a hostile work environment, it does 
touch on these issues and it establish-
es a launching off point for moral con-
duct and protections in the workplace.

Preamble
The Code starts with a preamble. 

This precursor to the Code establishes 
its framework and, while it speaks in 
lofty ideals, its words should be taken 
to heart and incorporated into our ac-
tions: 

“Such interests impose obligations 

beyond those of ordinary commerce. 
They impose grave social responsibil-
ity and a patriotic duty to which Real-
tors should dedicate themselves.”

“[Realtors should] eliminate prac-
tices which may damage the public or 
which might discredit or bring dishonor 
to the real estate profession.”

“The term Realtor has come to con-
note competency, fairness, and high 

integrity resulting from adherence to 
a lofty ideal of moral conduct in busi-
ness relations.”

All these excerpts shine a light on 
the ethical duty of Realtors to be fair, to 
maintain a moral compass, and to hold 
themselves out as the standard bearer 
of fairness, social justice and equality. 
Sexual harassment and creating a hos-
tile work environment run completely 
contrary to these ideals and there is no 
place for allowing such activities.

The Code of Ethics
The Code sets forth various ethical 

requirements. Again, none of the ar-
ticles directly address sexual harass-
ment or a hostile workplace but they 
are touchstones for the principle that 
sexual harassment and hostile work-
places should not be tolerated. For 
example, various Articles of the Code 
refer to a number of worthwhile prin-
ciples: 

•  Article 1: “…treat all parties hon-
estly.” 

•  Article 2: “…avoid exaggeration, 
misrepresentation, or concealment….”

•  Article 10: “…shall not deny equal 
professional services….”

•  Article 12: “…be honest and truthful 
in their real estate communications….”

•  Article 15: “…shall not knowingly 
or recklessly make false or mislead-
ing statements about other real estate 
professionals….”

While these articles are relating to 
Realtor transactions and not the work-

place, each and every article could be 
applied to the workplace as well. Each 
one carries the same tone of moral-
ity, fairness and professionalism. Any 
Realtor applying these Codes should, 
consistent with the benchmarks es-
tablished by the Code, apply the 
same principles to their workplace. 
There should be no room to circum-
vent these ideals in favor of anything 
less.

HGAR Policies for Employees
At HGAR, we take sexual harass-

ment and hostile workplace activity 
prevention seriously. Each employee is 
provided with an employee handbook. 
They are required to review this hand-
book and understand it. This hand-
book establishes that HGAR is a vio-
lence- and harassment-free workplace 
and it goes into detail on what could 
be deemed harassment and provides 
examples of inappropriate activities. 
These requirements/prohibitions ap-
ply not only to employee-to-employee 
interactions, but also to all interactions 
with clients, customers, guests, mem-
bers, vendors and anyone doing busi-
ness with HGAR. The handbook fur-
ther addresses the reporting process, 
which is confidential, the obligation to 
report incidents in which an employee 
may encounter or observe, supervi-
sory responsibilities, and how inves-
tigations are to be conducted and 
resolved. It also discusses other legal 
protections, including the NYS Human 
Rights Law, the Civil Rights Act of 1964, 
and other local protections that are 
also available. 

Each employee is required to re-
view, agree to abide by, and then sign 
a sexual harassment and prevention 
policy acknowledgment form which 
covers not only all forms of harass-

ment, but also hostile workplace ac-
tivities, and retaliation prohibitions. 
Additionally, complaint forms are 
provided by HGAR to all employees 
in an effort to break down barriers to 
reporting. Moreover, each HGAR em-
ployee must participate in an annual 
sexual harassment prevention train-
ing seminar. 

HGAR Policies 
For Board Members

Not only are all HGAR employees 
held accountable for their actions, 
but each and every HGAR Board of 
Director participates in an onboard-
ing orientation as well. During this 
orientation, all Board members un-
dergo anti-harassment training, 
which covers the identical principles/
requirements of the employee pro-
gram. This training applies to old 
and new Board members alike. Each 
Board member is required to re-
view, understand and abide by the 
general anti-harassment policies, as 
well as the more specific anti-sexual 
harassment policies of HGAR. They 
also review and agree to the no-
retaliation policy as well. Like HGAR 
employees, Board members are pro-
vided with an understanding of not 
only how to report a complaint, but 
their obligation to report incidents 
that they observe. Upon completing 
the orientation, they must sign an ac-
knowledgment form. No Board mem-
ber will be permitted to serve until 
such time as they review and agree 
with all the HGAR policies.

Realtor Obligations
Similar to the Code, where all Real-

tors self-police each other, the same 
should hold true for any sexual harass-
ment or hostile workplace incidents. If 
you are a victim of such activities, you 
should understand that what is/has 
happened is wrong and should not be 
tolerated. You are encouraged to re-
port it because if it goes unaddressed 
it could continue or increase. If you 
observe someone being the subject of 
such actions, you should report it. We 
all must work together to eradicate ac-
tions that are wholly unacceptable and 
hold those that violate policies and the 
law accountable. 

Conclusion: Time to Step Up
Sexual harassment and hostile 

working conditions should never be 
acceptable. As a local association, we 
have taken steps to irradicate what 
was once considered permissible. 
NAR has taken steps to create a Presi-
dential Advisory Group (PAG) focused 
on NAR’s culture to determine what 
more NAR can be doing. So now I ask, 
“What are you doing?” I encourage all 
of you to join together to do your part 
as well. I encourage all brokerages to 
adopt anti-harassment policies and 
procedures, not only for your employ-
ees, but also for your agents/indepen-
dent contractors. I ask that each of you 
do your part to eliminate bad “habits,” 
identify improper conduct, and call 
out those that fail to embrace the high 
standards, ideals and moral conduct 
that is required of all Realtors. 

Realtors are special. We are lead-
ers. We are socially progressive. We 
are innovators. We care. Do not sit 
complacently by assuming that others 
will step up for you. It’s time for you to 
step up. 

As General Counsel and Profession-
al Standards Administrator for HGAR, I 
am here to answer any questions and 
assist you however I can.

Brian S. Levine, Esq. is General Coun-
sel & Professional Standards Adminis-
trator for the Hudson Gateway Asso-
ciation of Realtors.

At HGAR, we take sexual 
harassment and hostile workplace 
activity prevention seriously. Each 
employee is provided with an 
employee handbook. They are 
required to review this handbook 
and understand it. This handbook 
establishes that HGAR is a violence- 
and harassment-free workplace and 
it goes into detail on what could be 
deemed harassment and provides 
examples of inappropriate activities.

To Advertise in

Contact Mary Prenon at (914) 681-0833 
or Mary.Prenon@HGAR.com
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Mark Seiden Real Estate Team 
Joins Howard Hanna | Rand Realty 

BRIARCLIFF MANOR—Howard 
Hanna | Rand Realty announced on 
Aug. 24 that the “Mark Seiden Real 
Estate Team,” of Briarcliff Manor has 
joined the regional brokerage firm. 

The deal marks the addition of an-
other independent Westchester Coun-
ty-based real estate brokerage to the 
Howard Hanna | Rand Realty firm. 
Back in May, Howard Hanna | Rand Re-
alty announced that J. Philip Faranda 
and the agents of J. Philip Real Estate 
located at offices in Briarcliff Manor 
and Carmel joined the brokerage firm. 

A Howard Hanna Rand official stat-
ed the firm’s Briarcliff Manor opera-
tions are being consolidated and will 
be housed at the Mark Seiden team’s 
offices at 1238 Pleasantville Road.

The Mark Seiden Real Estate Team, 
known for its mantra: “Turning Goals 
Into Reality,” brings more than three 
decades of experience in Westchester 
and the many surrounding counties. 
The firm was voted “Best Real Estate 
Office” for 2023 by Westchester Mag-
azine.

Seiden, a Cornell University gradu-
ate and highly accomplished real es-
tate professional, founded the compa-
ny in 2003 and earned an outstanding 
reputation for providing exceptional 
service to clients while achieving sig-
nificant market share. He values client 
relationships, and his team manages 
each and every transaction from start 
to finish. 

Additionally, Seiden knows the im-
portance of community and ensures 
that his brokerage gives back to the 
community at every client apprecia-
tion event held throughout the year, 

Howard Hanna | Rand Realty stated. At 
each event, a nonprofit organization is 
selected to benefit; the organizations 
include Ossining Food Pantry, Career 
Closet, Lifting Up Westchester, Ossin-
ing Padres Hispanos and many others.

Matt Rand, CEO of Howard Hanna | 
Rand Realty, expressed his enthusiasm 
about the partnership, stating, “We’re 
thrilled to welcome the Mark Seiden 
Real Estate Team to the Howard Hanna 
| Rand Realty family. Mark and his team 
demonstrate a relentless determina-
tion to excel, and their innovative ap-
proach to marketing and client satisfac-
tion perfectly aligns with our values.”

Seiden added, ‘It is genuinely an 

honor to align with the largest family-
owned real estate company in the 
United States. Our dedicated team, 
deeply rooted in our family business, 
remains steadfast in delivering excep-
tional outcomes for our clients. We are 
confident that the remarkable track re-
cord and unwavering commitment to 
service displayed by Howard Hanna | 
Rand Realty make this partnership an 
impeccable match.’”

The Mark Seiden Real Estate Team 
consists of Allyson Davidov, Listing Part-
ner, who has successfully closed more 
than 400 properties. The team’s Buyer 
and Showing Partners are: Allison Imon-
do, Rob DeCourcey, George Gabor, 

Michele Hamburg, Jennifer Mattei and 
Leon Stokes. The team is supported by 
Amy Seiden, Eiddie Baret, Stephanie 
Tapia, Angel Diego and Angeli Sediego.

Renee Zurlo, General Manager 
of Howard Hanna | Rand Realty New 
York, said, “The addition of the Mark 
Seiden Real Estate Team to our family 
presents tremendous opportunities for 
our agents and customers. We are ex-
cited to expand our presence in West-
chester County and continue our mis-
sion of providing exceptional service 
to our communities.”

Howard Hanna Rand Realty has 
more than 1,200 residential real estate 
sales associates serving New York, 
New Jersey, and Connecticut suburbs 
of New York City. Its 32 offices serve 
Westchester County, Rockland Coun-
ty, Orange County, Sullivan County, 
Dutchess County, Putnam County, 
Ulster County, and the Bronx in New 
York, Bergen County, Passaic County, 
Hudson County, Morris County, Essex 
County, Union County in New Jersey, 
and Fairfield County in Connecticut. 
Rand also owns and operates Rand 
Commercial, a commercial real estate 
brokerage, and Hudson United Home 
Services, which provides residential 
mortgage lending, title services, and 
personal and commercial insurance. 

Howard Hanna Real Estate Services 
has nearly 500 real estate, mortgage, 
insurance, title, and escrow service of-
fices across 13 states, including Allen 
Tate Realtors in the Carolinas and F.C. 
Tucker Company in Indiana, with more 
than 14,000 sales associates and staff, 
including many of the industry’s top-
producing real estate agents.

Howard Hanna | Rand Realty and Mark Seiden Team Real Estate Team officials 
at the ribbon cutting for the new Howard Hanna | Rand Realty’s new offices at 
1238 Pleasantville Road in Briarcliff Manor.

Construction Continues; Buyer Demand 
Strong At Edge-on-Hudson Development

SLEEPY HOLLOW—The mixed-use 
Edge-on-Hudson community being 
built at the former site of a General 
Motors minivan assembly plant on 
the shores of the Hudson River has 
achieved a series of construction and 
sales milestones as the project enters 
new project phases of development.

Project developers noted on Sept. 5 
that it has been four years since home 
sales began on the 70-acre site along 
the Hudson River waterfront. In its first 
phase, all condominium residences by 
Toll Brothers sold-out prior to construc-
tion, as did nearly all of the 92 town-
homes offered. More than 98% of the 
425 apartment residences at Edge-
on-Hudson have been leased. Moving 
swiftly into its second phase, the mas-
ter development team of New York 
City-based Biddle Real Estate Ventures 
(BREV) and PCD Development of New 
Providence, NJ announced a series of 
new retail and residential construction 
projects on-site.

•  The Sales Gallery for waterfront 
condominium residences at The Day-
mark opened in July. Currently under 
construction, led by Houston-based 
Hines as development manager, The 
Daymark is the first building directly on 
the waterfront at Edge-on-Hudson and 
will add 100 new homes to the com-
munity. The Daymark is expected to be 
completed in spring 2025.

New condominium residences un-
der construction at The Daymark have 
been a hot commodity at Edge-on-
Hudson, with 25% of homes already 
under contract within just two months 
of the Sales Gallery’s opening. The first 
building to be located directly along 
the waterfront, The Daymark features 
architectural and interior design by 

COOKFOX, a leader in biophilic de-
sign, and sets a new standard for wa-
terfront living along the Hudson. The 
Daymark will also include more than 
9,000 square feet of retail space, fea-
turing the first waterfront restaurant in 
the community.  

•  Site work began in August for 90 
new townhomes and a clubhouse by 
Sun Homes. This new neighborhood 
borders both Kingsland Point Park and 
the new Tappan Zee Park and features 
park and river views. Sales are antici-
pated to begin in the first quarter of 
2024.

•  Construction of a new 30,000 
square-foot DeCicco & Sons Market 
began in August, located at the com-
munity’s entry along Beekman Avenue 
and Legend Drive. The DeCicco & Sons 
Market will deploy a series of green ini-
tiatives for both construction and op-
eration and is set to be built to LEED 
certification standards, keeping ener-
gy efficiency at the top of mind. Market 
operations will include a natural refrig-
eration system, a non-ozone-depleting 
refrigerant that DeCicco & Sons was 
the first to bring to Westchester Coun-
ty. Heat expelled from the refrigeration 
system will be recycled for use as the 
market’s heat and hot water in cold 
weather months. DeCicco & Sons will 
also install the company’s largest solar 
array to date.

•  Plans for a medical office building 
are set to be presented to the Village 
of Sleepy Hollow Planning Board in the 
fall of 2023

•  Planning for new parkland and 
open space is underway, following 
the successful opening of Phase 1 of 
the Sleepy Hollow RiverWalk at Edge-
on-Hudson, which was deeded back 

to the Village of Sleepy Hollow. The 
project restored access to a section 
of Hudson River shoreline in Sleepy 
Hollow that had been closed for more 
than a century.

BREV Managing Member Peter 
Chavkin said of the development’s 
progress, “Completion of Phase 1 at 
Edge-on-Hudson has demonstrated 
that this community offers best-in-class 
amenities in residential construction, 
easy transit access and an extraordi-
nary setting along the Hudson River. 
The combination is proving very com-
pelling for both buyers and renters.”

Jonathan Stein, Founder and Man-
aging Director of PCD Development, 
added, “It’s exciting to see retail con-
struction on-site, to compliment new 
parkland and residences already com-
pleted or underway. We look forward 

to welcoming the DeCicco & Sons Mar-
ket, as well as a waterfront restaurant 
at The Daymark, and additional retail 
and office components currently in de-
sign.”

Edge-on-Hudson is to eventually 
include 1,177 townhomes, condos and 
apartments; a 140-room boutique 
hotel; 135,000 square feet of retail 
space and 35,000 square feet of of-
fice space, in addition to more than 16 
acres of new parkland. 

The Sales Gallery for condominium residences at The Daymark is now open at 
Edge-on-Hudson. � PHOTO CREDIT VUW STUDIO
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Westchester Medical Center’s New Patient Care Tower 
Secures $195M in Bond Financing from Westchester LDC

WHITE PLAINS—The Westchester 
County’s Local Development Corpo-
ration voted on Aug. 23 final approval 
of $195-million in tax-exempt bond 
financing for the development of a 
new 162,626-square-foot Patient Care 
Tower on the campus of Westchester 
Medical Center in Valhalla. 

The $221.3-million Patient Care 
Tower project will feature a five-story, 
128-bed structure with all of its inpa-
tient rooms ICU-equipped and a pa-
tient-centric design with leading edge 
amenities that WMCHealth officials 
state will create a soothing, healing 
environment. It will house vital services 
for WMCHealth patients and their fami-
lies including trauma, neurosciences, 
cardiology and general surgery.

“The LDC has a clear vision for the 
future of Westchester County, and 
we’re happy that vision includes proj-
ects such as the Patient Care Tower,” 
said Michael D. Israel, President and 
Chief Executive Officer, Westchester 
Medical Center Health Network (WM-
CHealth). “The Patient Care Tower on 
the Westchester Medical Center cam-
pus will be the Hudson Valley’s hub 
of critical care medicine as it will bring 
together critical care and medical-

surgical specialties in one location, 
enabling Westchester Medical Cen-
ter to convert to all private inpatient 
rooms across the rest of the campus. 
Additionally, the Patient Care Tower 
will advance our academic mission by 
giving medical residents and students 
a state-of-the-art facility in which to 
train.” 

According to a cost benefit analysis 
prepared for the LDC, the project will 
provide Westchester County with total 
benefits of $3,531,780 over 30 years. 
The total benefits are comprised of 
$722,468 in sales tax revenue from 

construction; $2,528,062 of sales 
tax revenue from operations over 30 
years, and $281,250 in fees to be col-
lected by the LDC based on the bond 
proceeds. The project is also estimated 
to create more than 770 construction 
jobs and 127 new full-time jobs.  WMC 
Health officials stated that site work 
has begun and that a groundbreak-
ing will be held before year’s end. The 
project is expected to take two years 
to complete.

“Today’s historic approval by the 
Local Development Corporation is yet 
another example of how we are work-

ing with our not-for-profit community 
in securing tax-exempt bond financing 
benefits that are provided at no cost 
or risk to the taxpayers of Westches-
ter County. This magnificent new proj-
ect will further enhance our county’s 
world-class healthcare sector while 
providing a boost to our region’s econ-
omy,” said Westchester County Execu-
tive George Latimer. 

“The Local Development Corpora-
tion is very pleased to approve the 
bond financing for this very important 
healthcare development at the West-
chester Medical Center campus. As 
a result, nearly 900 construction jobs 
and new full-time jobs will be created 
and the county will receive more than 
$3.5 million in total economic bene-
fits,” said Local Development Corpora-
tion Chair Joan McDonald.

The Local Development Corpora-
tion assists Westchester not-for-profit 
organizations in securing tax-exempt 
bond financing benefits. These ben-
efits are provided at no cost or risk to 
the taxpayers of Westchester County. 
Since its inception in 2012, LDC has 
assisted not-for-profit organizations in 
securing tax-exempt bond financing 
totaling more than $500 million.

A rendering of the new Patient Care Tower to be built on the campus of 
Westchester Medical Center.� RENDERING COURTESY OF WMC HEALTH

Construction to Begin This Fall on $350-Million 
Movie Studio at Pier 94 on Manhattan’s West Side
By John Jordan

NEW YORK—The developers of 
the long-anticipated movie/television 
studio project at Pier 94 on Manhat-
tan’s West Side say that construction 
is expected to begin this fall on the 
$350-million, public-private partner-
ship venture.

On Aug. 29, Vornado Realty Trust, 
Hudson Pacific Properties, Blackstone, 
the City of New York, and the New York 
City Economic Development Corpora-
tion announced they had entered into 
Manhattan’s first public-private part-
nership venture to build a purpose-
built studio campus at Pier 94. The 
project to be built will be called “Sun-
set Pier 94 Studios.”

Vornado, who contributed its long-
term leasehold with New York City for 
Pier 94 to the venture, will own 49.9%; 
Hudson Pacific will own 25.6%; and 
Blackstone’s institutional Core+ Real 
Estate strategy will own 24.5%. Vor-
nado will be responsible for develop-
ment and Hudson Pacific will provide 
design oversight and manage the facil-
ity’s leasing and operations.

Plans for the 266,000-square-foot 
Sunset Pier 94 Studios include six pur-
pose-built soundstages with produc-
tion control room facilities and 145,000 
square feet of production support 
space and offices, with Hudson River 
views and on-site parking. Several 
stages will have technological infra-
structure for adaptation to virtual pro-
duction. The facility’s location, design, 
size and technological capabilities will 
provide world-class convenience and 
flexibility for episodic television, live 
audience television and feature films, 
the partnership stated.  In alignment 
with the broader Sunset Studios port-
folio, Sunset Pier 94 Studios will priori-

tize sustainability, targeting LEED Gold 
and Fitwel certification, with plans for 
operations to be powered by 100% re-
newable energy.

“With our administration’s leader-
ship, New York City is back—we have 
recovered 99% of the jobs lost during 
the pandemic, and visitors from across 
the world are returning to Broadway 
and Times Square,” said New York 
City Mayor Eric Adams. “At the same 
time, from Willets Points in Queens to 
Kips Bay in Manhattan to Kingsbridge 
Heights in the Bronx, we are advancing 
bold economic development projects 
across the entire city that will create 
tens of thousands of family-sustaining 
jobs in our communities, and the acti-
vation of Pier 94 will produce the same 
kinds of economic opportunities on 
the West Side of Manhattan. This proj-
ect will bring critical, long-awaited in-
vestment to this public asset, turn an 
underutilized space into an economic 
driver, and improve public space and 
quality of life for New Yorkers.”

“Sunset Pier 94 Studios demon-
strates a monumental public-private 
partnership that will have a lasting im-
pact on our city by creating 400 film 
and TV jobs, over 1,300 construction 
jobs, along with an estimated eco-
nomic impact of $6.4 billion over the 
next 30 years,” said New York City 
Economic Development Corporation 
(NYCEDC) President & CEO Andrew 
Kimball. 

“Our partnership with Blackstone, 
Hudson Pacific, and the City of New 
York will solidify New York as a leading 
market for content production and stu-
dio space, create jobs, drive economic 
momentum, and deliver a host of ame-
nities to the surrounding community,” 
said Michael Franco, President and 
Chief Financial Officer at Vornado Re-
alty Trust. “Together we’ll raise the bar 
for one of New York City’s signature 
industries and breathe new life into a 
key waterfront site.”

The new facility will be the first New 
York location for Hudson Pacific and 
Blackstone’s growing studio platform 
and synergistic with its existing Los 
Angeles operations. With the addi-
tion of Sunset Pier 94 Studios, Sunset 
Studios will comprise 69 existing and 

planned stages globally across six 
purpose-built facilities, all in top-tier lo-
cations within the well-established and 
supply constrained production epicen-
ters of Los Angeles, London and New 
York. Sunset Studio’s planned Sunset 
Waltham Cross Studios is expected to 
open in 2026 with 21 sound stages. 
Hudson Pacific’s Quixote brand oper-
ates an additional 26 stages in Los An-
geles and New Orleans and services 
productions in Los Angeles, New York, 
Atlanta, New Orleans and Albuquer-
que. 

The project represents a total in-
vestment of approximately $350 mil-
lion from Vornado, Hudson Pacific and 
Blackstone, and is expected to create 
more than 1,300 construction jobs, 400 
permanent jobs and contribute $6.4 
billion to the local economy over the 
next 30 years. Construction will begin 
in the third quarter of this year. RBC is 
providing $183 million in construction 
financing. The project is expected to 
be completed by year-end 2025.

The New York City Economic Devel-
opment Corp. reached an agreement 
with Vornado Realty Trust in April 2008 
to redevelop Pier 94. The original plan 
called for the development of a trade 
show facility and also included the ad-
jacent Pier 92 site. However, the Pier 
92 location is not part of the current 
movie studio project plan. 

Sunset Pier 94 Studios will also in-
clude a host of public amenities, in-
cluding new public restrooms for Hud-
son River Park, an 1,850-square-foot 
community amenity space, 25,000 

square feet of waterfront open space 
and pier access, and safety improve-
ments to the bikeway. There will also 
be a program to support workforce 
development and training programs to 
connect local residents to opportuni-
ties in film, television, commercial and 
other media production.

“We are thrilled to partner with the 
City of New York, Vornado, and Black-
stone to bring this unparalleled, ide-
ally located production experience to 
New York. The city has an extensive, 
well-established production infrastruc-
ture yet is highly supply constrained in 
terms of stages,” said Victor Coleman, 
Chairman and CEO of Hudson Pacific. 
“Once again we are leveraging our in-
dustry relationships and unique exper-
tise in building and operating premier 
facilities for leading content creators in 
the highest-barrier-to-entry global me-
dia markets to create long-term value 
for our shareholders.”

“Content creation is one of our key 
global investment themes, and we 
are thrilled to be part of this one-of-
a-kind, public-private partnership that 
delivers for our investors while aiming 
to create more than 1,300 construc-
tion jobs and 400 permanent jobs, 
and contribute $6.4 billion over the 
next 30 years to the local New York 
City economy. I want to thank the City 
of New York, Mayor Eric Adams, and 
the New York City Economic Develop-
ment Corporation for helping make 
this project possible,” said Nadeem 
Meghji, Blackstone’s Head of Real Es-
tate Americas.

Sunset Pier 94 Studios will be the first purpose-built studio campus in 
Manhattan.

To Advertise in 
Real Estate In-Depth

Contact Mary Prenon 
at (914) 681-0833 

or Mary.Prenon@HGAR.com
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Do You Have Listings With  
Underground Oil Tanks?  
Don’t Let An Oil Spill  
Ruin Your Deal! 
The Average Life Span of an Oil Tank is 20 Years! 

CALL FOR  
OIL TANK   

  REPLACEMENT  
      PACKAGE 

PRICING 
                      

Call or Visit us Online for a FREE Price Quote! 

We Now Offer Ground Penetrating Radar (GPR)  
To Locate Underground Oil Tanks 

    • Locate Buried Tanks         • Utility Mark Outs         • Concrete Scanning 
       • Identify former Tank Excavations     • Finding Water and Sewer Lines   

Serving :Westchester, Hudson Valley, 
 Long Island & Connecticut   

Our mortgage specialists prepare 
customers for homeownership with:

• Quick Turn Around

• Homebuyer Education

• Local Market Experience

• Competitive Rates and 
Closing Costs

Knowledge is key during the home 
buying process.

NMLS# 619306 /  EQUAL HOUSING LENDER / MEMBER FDIC
* Certain Conditions Apply. Subject to credit approval.

845.338.6322 / UlsterSavings.com

Choose the bank 
that opens doors.

2022

Customers can pre-qualify 
at UlsterSavings.com.

ture and documents, enhancing tech-
nology and communications, and 
offering an elevated member experi-
ence. 

HGAR is known for leading on many 
fronts. As one of the first associations 
to hire a Diversity, Equity, and Inclusion 
(DEI) Officer, HGAR has been proactive 
in preventing discrimination and ad-
vancing fair housing. 

I feel very fortunate in joining an as-
sociation that is proactive and passion-
ate about the most important issues 
and whose leadership is dedicated to 
ensuring diversity and inclusivity are a 
part of every aspect of the association. 

I look forward to building on the im-
pact and success of these initiatives 
and to continuing to set an example for 
other associations and organizations 
throughout the country.

HGAR has also a created a fantastic 
culture of advocacy, which is funda-
mental to ensuring member success, 
effectively protecting the American 
dream of homeownership and our 
members’ ability to do business. HGAR 
members and leaders recognize the 
pivotal role of the Realtor Party, and I 
am excited to continue this essential 
work.

We will also leverage HGAR’s di-
versity in membership and geography, 
its position as one of the largest asso-
ciations in the nation, and the global 
prominence of this market to generate 
further partnerships and resources, ex-
pand communications and exposure, 
and bring additional opportunities and 
business to our members. 

I am filled with optimism and excite-
ment as I look forward to working to-
gether to further elevate HGAR.

Hope to see you soon!

Meeting the Membership’s 
Evolving Service Needs
Continued from page 4
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The Society of American Travel 

Writers Foundation has presented 
their coveted 
gold Lowell 
Thomas Award 
to local Rockland 
County Realtor/
author Dawn M. 
Barclay for her 
book, “Traveling 
Different: Vaca-
tion Strategies 
for Parents of the 

Anxious, the Inflexible, and the Neu-
rodiverse.” The award was presented 
in the guidebook category at the orga-
nization’s 2023 conference held Sep-
tember 7-11 in San Juan, Puerto Rico.

The Lowell Thomas Awards are to 
travel journalism what the Academy 
Awards are to filmmaking. Past re-
cipients include famed travel journal-
ist Rick Steves, as well as renowned 
travel publications such as National 
Geographic Traveler, Travel & Leisure, 
Fodor’s Travel, and Lonely Planet.

Barclay, a GRI and SRES who has 
lived in Rockland since 1999, brands 
herself as Rockland’s Real Estate nov-
elist and has sold real estate in the 
Hudson Valley for the past 25 years. 
Now an Associate Broker with Centu-
ry 21 Full Service Realty, she formerly 
worked with Rand Realty when it was 
still affiliated with Prudential, and Keller 
Williams Hudson Valley Realty.

The 2023 Lowell Thomas Awards 
received a near-record 1430 entries in 
30 different categories. Judging was 
overseen by the University of Missouri 
School of Journalism with Emeritus 
Prof. John Fennell and Prof. Jennifer 
Rowe coordinating 25 judges this year.

This is not the first award for Trav-
eling Different, considered by many to 
be the autism travel bible. It received 
a starred review from Library Journal 
upon publication and won first prize 
in the Maxy Awards earlier this year. 
It also received Honorable Mention 
from the American Society of Journal-
ists and Authors in their 2023 Arlene 
Awards for Books That Make a Differ-
ence. This is also not the first travel 
writing award for Barclay, who also 
won the 1992 First Prize for Travel Writ-
ing (Other) from the Society of Profes-
sional Journalists for her story in Travel 
Life titled, T.A. Law.

Barclay is a member of NAR, NYSAR, 
SATW and ASJA. She is also a fiction 
author, with several psychological and 
domestic suspense novels published 
as D.M. Barr (www.dmbarr.com). 

Todd Stevens was recently promot-
ed to New York City-based brokerage 

firm Real’s New 
York State Broker 
of Record, after 
working with Real 
as its ‘Broker-in-
Charge’ for the 
past few months.  

P r e v i o u s l y , 
Stevens was most 
recently a Branch 
Manager at Cold-
well Banker. In his 

career, he was formerly one of Douglas 
Elliman’s top 10 agents and sold more 
townhouses than any agent in Manhat-
tan from 2004 to 2014. He also super-
vised 15 new development projects.  

Real’s 375 New York agents and 
brokers sell and rent across the state, 

from Lake Erie to the Hamptons. Real 
is operational in 48 states and the Dis-
trict of Columbia in the U.S. and four 
Canadian provinces.  Since the be-
ginning of 2023, The Real Brokerage 
has launched in three states, includ-
ing South Dakota and Delaware, and 
the Canadian province of Manitoba. 
Founded in 2014, the company serves 
48 states, DC, and four Canadian prov-
inces.

CBRE has announced that Jason 
Stein has joined the firm’s Saddle 

Brook, NJ of-
fice as a Vice 
President, Debt 
& Structured Fi-
nance. 

With more 
than a decade of 
real estate lend-
ing experience, 
Stein specializes 
in financing for 
market-rate and 

affordable multifamily, construction 
and substantial rehab assets, and se-
nior housing. Prior to joining CBRE, 
he served as a Vice President at 
Greystone, where he originated more 
than $500 million in loans, predomi-
nantly in the multifamily sector.

“We are thrilled to have Jason join 
our industry-leading Capital Markets 
team,” said Hipschman, Senior Manag-
ing Director and New Jersey Market 
Leader for CBRE. “His strong, collab-
orative relationships nationwide and 
expertise in originating FHA / HUD, 
Fannie Mae, Freddie Mac, CMBS, and 
Bridge loan products, make him a tre-
mendous asset as we continue to grow 
our practice.”

“I am honored to become a part of 
CBRE’s esteemed global real estate 
platform, and eagerly anticipating the 
opportunity to collaborate closely with 
the FHA team as we propel it through 
its next phase of growth,” said Stein. 
“My goal is to play a pivotal role in en-
hancing CBRE’s services, ensuring that 
we not only meet but exceed expecta-
tions in delivering unparalleled client 
financing solutions.”

CBRE announced recently that 
James Millon has been appointed 
President of U.S. 
Debt and Struc-
tured Finance 
(DSF) for the Unit-
ed States. Millon 
will steer CBRE’s 
DSF business in 
the U.S.—a lead-
ing provider of 
commercial and 
multifamily financ-
ing—and will be 
responsible for 
expanding the firm’s debt and struc-
tured finance capabilities nationwide. 
CBRE’s DSF business has averaged 
more than $70 billion of loan origina-
tions over the past two years, manages 
a more than $395 billion loan servicing 
portfolio, and is a leading Fannie Mae 
DUS (Delegated Underwriting and Ser-
vicing) and Freddie Mac Optigo Multi-
family lender.

“James is a market-leading capital 
markets expert who knows our clients, 
people and platform extremely well 
and is highly regarded across the in-
vestor and lender communities,” said 
Chris Ludeman, Global President of 
Capital Markets for CBRE. “He is the 
perfect leader to drive the growth and 
continued improvement of our DSF 
business, particularly at this time of 
market uncertainty when investors rely 
on our insight and market access.”

Millon, who is based in New York 
City, has originated more than $75 bil-
lion in commercial real estate loans. 
He most recently served as Vice Chair 
and Co-Head of U.S. Large Loans. 
Since joining CBRE in 2016, he and his 
partner Tom Traynor have arranged 
more than $45 billion of large trans-
actions, including the $1.77 billion fi-

nancing of 245 Park Ave. for HNA; 
$1.70 billion financing of Blackstone’s 
Cabot Industrial Portfolio; $1.40 billion 
financing of Oxford’s Project New-
port Industrial Portfolio; $1.25 billion 
construction financing of Terminal 
Warehouse, owned by L&L, Columbia 
Property Trust, JP Morgan and Allianz; 
$1.07 billion financing of Blackstone’s 
Project Solar Multifamily Portfolio; and 
the $1.03 billion Stonemont Net Lease 
portfolio.

Millon will assume his new respon-
sibilities on November 1. He will transi-
tion his deal activities to Traynor and 
their team, enabling him to focus full-
time on elevating and growing the U.S. 
DSF business, helping CBRE DSF pro-
fessionals generate exceptional out-
comes for clients. Prior to CBRE, Millon 
held senior positions in commercial 
real estate capital markets at Deutsche 
Bank, and earlier at Société Générale 
on its large loan origination and struc-
turing team.

From left, Orange County County 
Executive Steve Neuhaus, Kaitlynn 
Lancellotti (Executive Director of 
Vision Hudson Valley) and Jim 
Delaune, Executive Director of the 
Orange County Land Trust.

Vision Hudson Valley recently 
awarded Jim Delaune, Executive Di-
rector of the Orange County Land Trust 
with the 2023 Graham Skea Quality of 
Life Award at its Summer Jubilee. 

Vision Hudson Valley created this 
award to honor Graham M. Skea in 
recognition of his many contributions 
both to this organization and the com-
munity as a whole. Graham was always 
a strong advocate for public/private 
partnerships, lending his skills to a mul-
titude of countywide organizations. His 
dedication to numerous projects and 
causes has been recognized by many 
of those organizations, all of which are 
too numerous to name, in addition, he 
received many national, regional, and 
state professional honors during his 
career. The recipients of the Graham 
Skea Award need to exemplify Gra-
ham’s qualities and Jim Delaune of the 
Orange County Land Trust does just 
that. 

Delaune’s career began with the 
City of Newburgh’s Community De-
velopment Agency where he served 
for 20 years and ultimately became 
the Executive Director (ED).  In his ca-
pacity as ED, he was responsible for 
the redevelopment of the Newburgh 
Waterfront, inducing Orange County 
Community College to locate a satel-
lite campus in the city and he success-
fully undertook numerous affordable 
housing and historic preservation proj-
ects. He has held the position of Ex-
ecutive Director of the Orange County 
Land Trust since 2006. In his time as 
Executive Director, the Orange County 
Land Trust has protected in excess of 
6,500 acres which includes portions 
of Sterling Forest, numerous working 
farms, and in the near future Sugar 
Loaf Mountain.

Joe Cubias, regional president of 
Weichert, Realtors, announced that 
the Monroe office and two top-produc-
ing sales associates have been recog-
nized for outstanding achievement at 
the regional level in August. 

The Monroe office, which is man-
aged by Lydia Mitchell, had the high-
est dollar volume, the most revenue 
units and the highest dollar volume 

Dawn M. Barclay

Todd Stevens

Jason Stein

James Millon

Please turn to page 14

Christie’s International Real Es-
tate Westchester | Hudson Valley, 
one of the fastest growing indepen-
dent brokerages in the region, has 
announced the appointment of Bry-
an Lanza as Director of its Commer-
cial Division. Lanza and his team of 
seven associates will lead Christie’s 
commercial business based out of 
the firm’s regional sales office in 
White Plains.

Christie’s International Real Es-
tate Westchester | Hudson Valley 
shares common ownership with 
and is under the tri-state umbrella 
of Christie’s International Real Es-
tate Group, which is headquartered 
at 1 Rockefeller Plaza in Manhattan. 
Christie’s International Real Estate 
Group has more than 1,000 associ-
ates across 30 offices, serving New 
York, New Jersey and Connecticut. 
Local offices of the firm’s Christie’s 
Westchester | Hudson Valley bro-
kerage are located in White Plains, 
Scarsdale, Chappaqua, New City, 
and Nyack, with additional office lo-
cations coming soon.

“I couldn’t be more thrilled to be 
a part of this amazing team. With 
my appointment as Director of the 
Commercial Division, I can say that 
we are investing heavily in technol-
ogy and marketing to ensure that 
our clients continue to receive the 

best possible service and have the 
best possible experience. We un-
derstand that the commercial real 
estate market is constantly evolv-
ing, and we are committed to stay-
ing ahead of the curve,” said Lanza.

Lanza joins Christie’s with a team 
of experienced professionals, in-
cluding Darren Lee, Silvio Cangi-
anni, Peter Corcoran, Ian Heyman, 
David Riolo, Stephania Ortiz and 
Sam Sabet. Given Lanza’s extensive 
expertise in the industry as well as 
the experience of his team of tal-
ented professionals, they are well-
equipped to handle all of their cli-
ents’ commercial real estate needs.

Ilija Pavlovic, President and CEO 
of Christie’s International Real Estate 
Group, said, “We are very happy to 
welcome Bryan and his team to our 
Christie’s family.  Our team is con-
stantly analyzing market trends and 
exploring new opportunities to pro-
vide clients with the best possible 
solutions. In short, we are excited 
about the future, and we hope that 
you are too. We believe that our 
team’s expertise and dedication, 
combined with our enhanced servic-
es and marketing efforts, will enable 
us to better serve and help clients 
achieve their commercial real estate 
goals. We would like to thank our cli-
ents for their continued support.”
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UPDATE

SPOTLIGHT ON 

2023 HGAR RPAC 
HONOR ROLL 

as recorded by NYSAR August 31, 2023
Thank you to the following Members  

who lead the way in the 2023 RPAC campaign 
Platinum R $10,000 

Dorothy Botsoe, Dorothy Jensen Realty Inc., White Plains
Anthony Domathoti, Exit Realty Premium, Bronx
Richard Haggerty, OneKey® MLS, Farmingdale

Nancy Kennedy, Houlihan Lawrence Inc., Croton-on-Hudson
Michael Schmelzer, Tyrax Realty Management Inc., Bronx

Golden R $5,000 – $9,999
Tony, D’Anzica, DynaMax Realty NYC, Inc., NYC

Susan Goldy, Susan E. Goldy Inc., Bronx
Irene Guanill, De Luca Realty Group, Inc., Bronx 

Brian Phillips, Douglas Elliman Real Estate, Bronx

Crystal R $2,500-$4,999 
T. Teresa Belmore, Keller Williams NY Realty, White Plains

Layla Boyles, CENTURY 21 Realty Center, Monroe
Ronald Garafalo, John J Lease Realtors, Middletown

Sterling R $1,000-$2,499 
Mark Aakjar, Marks Inspections, Ossining

Carmen Bauman, Green Grass Real Estate Corp., Bronxville
Emran Bhuiyan, Exit Realty Premium, Bronx

Debra Budetti, ERA Insite Realty Services, White Plains
Leah Caro, Park Sterling Realty, Bronxville

Carol Christiansen, McGrath Realty Inc., Mount Kisco
Gary Connolly, Hudson Gateway Association of Realtors, White Plains

Katheryn DeClerck, Howard Hanna Rand Realty, Goshen
J.P. Endres, Howard Hanna Rand Realty, New City

Michael Gibbons, Azimuth Global Realty Inc., Tarrytown
Susan Greenfield, Brown Harris Stevens, NYC

Crystal Hawkins Syska, Keller Williams NY Realty, White Plains
Joseph Houlihan, Houlihan & O’Malley, Bronxville

Barry Kramer, BHG Real Estate Choice Realty, Scarsdale
Brett Lando, Gahagan Lando & Wagner LLP, White Plains

Cynthia Lippolis, BHHS River Towns Real Estate, Croton-on-Hudson
Joseph Lippolis, BHHS River Town Real Estate, Croton-on-Hudson

Clayton Livingston, McGrath Realty Inc., Pawling
Carole McCann, Hudson Heritage Realty, Washingtonville

Tana McGuire, eXp Realty, White Plains
Darin (Nan) Palumbo, Green Grass Real Estate, Bronxville

Eli Rodriguez, Esq., Hudson Gateway Association of Realtors Inc., Bronx
Matthew Schmelzer, Tryax Realty Management Inc., Bronx

Chris Scibelli, Keller Williams Realty, Chester
Vlora Sejdi, Keller Williams NY Realty, White Plains

John Sheehan, Skyline I LLC, Bronx
Christina Stevens, Laujel Realty Corp., Bronx

President’s Club $500-$999
James Coleman, Houlihan-Parnes Properties, White Plains

Jana Currier, Hudson Gateway Association of Realtors, Inc., White Plains
Angela Demaris, PrimeLending, Newburgh

Kevin Dwyer, Dwyer Agency, Mahopac
Ismail Kolya, eXp Realty, White Plains

Roseann Paggiotta, eXp Realty, White Plains
Maryann Tercasio, Howard Hanna Rand Realty, Central Valley

Lou Triscari, United Property Restoration, Elmsford
Renee Zurlo, Howard Hanna Rand Realty, Central Valley

Capitol Club $250-$499
Matthieu Allirot, Julia B Fee Sotheby’s Int. Realty, Scarsdale

Roberta Bangs, Howard Hanna Rand Realty, New City
Joseph Cosentino, Morris Park Realty Group, Bronx

Mackenzie Forsberg, Genesis Realty Group LLC, Bronx
Rey Hollingsworth Falu, Hollingsworth Real Estate Group, White Plains

Debbie Goldstein, Howard Hanna Rand Realty, Central Valley
Marianne LePore, Corcoran Legends Realty, Tarrytown

Bill Liebertz, Valley National Bank, Middletown 
Joseph A. Marra, Law Offices of Joseph A. Marra, Yonkers

Harding Mason, Houlihan Lawrence, Inc., Katonah
Diane Mitchell, Wright Bros Real Estate Inc., Nyack
Anthony Mormile, Orange Bank & Trust, Co. Bronx

Valerie Port, McGrath Realty Inc., Pawling
Matthew Reid, CrossCountry Mortgage, Pearl River

Alexander Roithmayr, Hudson Gateway Association of Realtors, Inc., White Plains
Ron Sierra, Pillar to Post Home Inspectors, Rye Brook

Cathleen Stack, Hudson Gateway Association of Realtors, Inc., White Plains
Veronica Suarez, RE/MAX Distinguished Homes & Property, Tuckahoe

Kathy Zamechansky, KZA Realty Group, Bronx

$99 Club $99-$249
Arif Ahmed, Kim Armistead, Stephanie Baran, Stephanie Baran, Claudia Barnes, 
Diane Blanton, Lyra Blumenthal, Barbara Bodnar, Timothy Bohlke, Zaria Braxton, 

Randall Calano, Susan Camus, Louise Colonna, Michael Criscuolo, Lawrence Curasi, 
James Damiani, Gina De Cerbo, Dianne DeFalco, Laurie DiFrancesco, 

Joseph Distelburger, Debra Durkin, BrandiAlexis Dyer, Gail Fattizzi, Donna Gennaro, 
Marie Graham, Alisa Haitoff, Robin Ham, Katherine Han, D. Gloria Hernandez, 

Sarah Hughes, Laura Jackman, Clayton Jeffrey, Annmarie Kovacs, Mary Krische, 
Rosalie Kunert Sauter, Ruth Lara Deane, Abraham Lowy, Laurel Lustgarten, 

Jennifer Maher, Michael Martell, Caterina Massaregli, Rebecca Matta-Candela, 
John Mc Carey, Karen McCabe, Donna McKenna Edlund, Richard McLymont, 

Erica Menendez, Don Minichino, Janine Mosher. Kristina Mullings, Eve Neuman, 
Altagracia Patalano, Shivanie Patino, Howard Penn, Julia Piazza, Britzeida Pichardo, 

Kimra Pierre, Cathleen Ripley, Jennifer Rousset, Brittany Sandarciero, Steven Scarnati, 
Barbara Shaver, Anthony Sibio, Beth Siciliano, Eric Stein, Kathleen Strong, Eric Stuerken, 

Karen Taphorn, David Todd, Lou Triscari,  Carl Van Denmark, Sonny Vataj, 
Shanese Williams

TOTAL: $230,844 80% towards goal 
With 2,978 contributors 67% towards participation goal 

Goal: $288,025 from 4,469 contributors 
Please turn to page 16

Deborah Waters
Rising Above the Waters

By Mary T. Prenon

Deborah Waters, an agent with How-
ard Hanna | Rand Realty in Central 

Valley, has been in the 
industry for just three 
years, but already she’s 
making a huge impact 
on her local community 
of Highland Falls. Fol-
lowing July’s flash flood-
ing that damaged many 
area homes—including 
her own—Waters jumped 
into action to help.

“I got a call from Jana 
Currier, HGAR’s Interim 
CEO, who asked about 
the Realtors and home-
owners who were affected by the 
floods,” she recalled. “I shared my ex-
perience and those of my neighbors 
and clients, and Jana got the ball roll-
ing to secure funding from NAR’s Real-
tor Relief Foundation.”

For Waters, it was a loud rushing 
sound outside of her home that let her 
know that nature was about to get very 
nasty. “It was like the rapids that came 

out of nowhere, and when it was over, 
my fence collapsed and water came 
pouring into the basement. We gath-
ered up a 75-pound German shepherd 

and a 14-year-old cat and 
got out of there as quick-
ly as we could,” she said. 

All around her, she 
saw retaining walls suc-
cumbing to the floods, 
and make-shift rivers 
rushing into homes. “We 
were lucky that we had 
a sump pump, so it got 
rid of the standing wa-
ter, but it left a coating 
of mud and dirt every-
where,” she added. 

While the fire depart-
ment and various church groups were 
on hand to help, Waters said they were 
all disappointed that FEMA (Federal 
Emergency Management Agency) has 
not yet come through with any fund-
ing. “It’s been a wonderful experience 
to be able to provide the Realtor Relief 
funds for homeowners,” she said. “I’ve 
received the same response from ev-

NOTICE OF 
ANNUAL MEETING

October 30, 2023
Hudson Gateway Association of REALTORS®, Inc.

Report of the HGAR Nominating Committee 
to be presented at the HGAR Annual Meeting 

October 30, 2023
The 2023 Annual Meeting of the 

Hudson Gateway Association of RE-
ALTORS®, Inc. will take place on Octo-
ber 30, 2023 at 3:30 PM at the West-
chester Marriott, located at 670 White 
Plains Road, Tarrytown, New York, 
10591. Due to the ongoing COVID-19 
pandemic, Hudson Gateway Associa-
tion of REALTORS®, at its sole discre-
tion, reserves the right after providing 
ten (10) days written notice, to convert 
this live meeting to a virtual meeting.  
The voting business at the Annual 
Meeting will include the Report of the 
Nominating Committee:

The election of Officers in ac-
cordance with Article XI, Section 4, 
subsection (f), the election of HGAR 
Directors in accordance with Article 
XI, Section 4, subsection (d), and the 
election of six (6) Regional Directors 
in accordance with Article XI, Section 
3, subsection (a)(2) of the Bylaws, 
representing the counties of Bronx, 
New York (i.e., Manhattan), Putnam, 
Orange, Rockland and Westchester, 
replacing Directors and Officers with 
terms expiring at the end of 2023. 
The HGAR Nominating Committee 
has submitted the following slate of 
candidates for election to serve as 
Officers and Directors on the HGAR 
Board of Directors commencing on 
January 1, 2024.

President
Carmen A. Bauman
Green Grass Real Estate Corp.
141 Parkway Road, Suite 9
Bronxville, New York 10708

President Elect
Vlora Sejdi
HomeSmart Homes & Estates
777 Westchester Avenue
White Plains, NY  10604

Treasurer
Joseph Lippolis
BHHS River Towns Real Estate
983 Main St.
Peekskill, NY 10566

Secretary
Rey Hollingsworth Falu
Hollingsworth Real Estate Grp.
75 S. Boardway, 4th Floor
White Plains, NY  10601

Immediate Past President
Tony L. D’Anzica
DynaMax Realty NYC, Inc.
1463 5th Ave.
New York, NY 10035

Previous Past President 
Anthony Domathoti
Exit Realty Premium
813 Morris Park Ave.
Bronx, NY  10462

Please turn to page 17
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BOARDROOM REPORT
Boards of Directors 
Hudson Gateway Association of Realtors, Inc. 

Please Welcome the Following 
New Members to Your Area:

DESIGNATED 
REALTOR
** Hardev Singh 
Iconic Pros 
95 Montgomery Dr. 
Scarsdale, NY 10583 
516-605-2700

David Hillard 
Riverside Properties 
11801 N Washington St., #J406 
Northglenn, CO 80233 
845-415-0372

AFFILIATE
Jen Beato 
Stunning Spaces 
59 Livingston Rd 
Scarsdale, NY 10583 
914-434-5052

Elliot J. Danziger, Esq. 
Danziger Legal PLLC 
800 Westchester Ave, Ste N-641 
Rye Brook, NY 10573 
914-719-6970

Tom Avezzano 
ALL PRO Cleaning & Restoration 
75 Virginia Road 
White Plains, NY 10603 
800-352-7886

** Joseph Siciliano 
Quintessential Mortgage Group 
399 Knollwood Rd. 
White Plains, NY 10603 
914-368-2444

** Jerry Rodriguez 
Trustco Bank 
100 Clearbrook Rd. 
Elmsford, NY 10523 
914-715-0449

Jordan Linkowski 
Guaranteed Rate 
195 Route 46, Suite 7 
Totowa, NJ 07512 
412-523-5277

REALTOR
Ruzhe Ivezic 
X-Cap Realty Inc., Sleepy Hollow

Kenneth Martinez 
RE/MAX Town & Country, Fishkill

Caitlyn Jensen 
HomeSmart CrossIsland, Rosedale

Joel Schwartz 
eRealty Advisors, Inc., White Plains

Joe Oseghale 
YourHomeSold Guaranteed Realty, Bronx

Mohammad Kuddus 
Howard Hanna Rand Realty, Bronx

Marsha Rhule-Allen 
New Concept Sheiks Realty Inc., Bronx

Anne DiDomenico 
Keller Williams Hudson Valley, New City

** Erika C. Nina 
Exp Realty, New York

Xanthi DeMasi 
Douglas Elliman Real Estate, Armonk

Vena Singh 
Exp Realty, Newburgh

** Katharn Gopie 
HomeSmart CrossIsland, Rosedale

** James Crisp 
Exp Realty, White Plains

Jasmine Brown 
Keller Williams Hudson Valley, Middletown

Lea Salami 
RE/MAX Distinguished Homes & Proper-
ties, Tuckahoe

Alexander Chernikov 
Howard Hanna Rand Realty, New City

Jordan Holman 
Houlihan Lawrence, Inc., White Plains

Dominick J. Russo 
Houlihan Lawrence, Inc., Irvington

Ashley M. Stallone 
Serhant LLC, Northport

Savitri Singh 
Imagine Properties NY, Orangeburg

Shulem Follman 
Exit Realty Venture, Monroe

Kelly Doherty-Mohamed 
Exp Realty, Newburgh

Gabriel M. Shalilof 
Sage Realty Center LLC, Monroe

Yalitza Sepulveda 
Keller Williams Realty, Chester

** Vincent A. Pagano 
United Real Estate Hudson Valley Edge, 
Lagrangeville

Hershi Werzberger 
Capital Ventures Group Inc., Monsey

Jose A. Melendez 
Kettisha Walker Realty Inc., New York

Jiby P. Job 
Howard Hanna Rand Realty, Briarcliff 
Manor

Dillon Cass 
eRealty Advisors, Inc., White Plains

Samantha L. Deutsch 
Compass Greater NY, LLC

Rebecca Gonzalez 
Houlihan Lawrence Inc., Yonkers

Kamrul H. Sehab 
Exit Realty Premium, Bronx

Damaris Claudio 
Keller Williams Realty Group, Scarsdale

Shirmin Aziz 
Scope Realty Bx, Bronx

Tyler Ronconi 
Coldwell Banker Realty, Yorktown Heights

Fonhas Karny 
eRealty Advisors, Inc., White Plains

Ryan Nasher 
R2M Realty Inc., Nyack

Patrick Cotter 
Joe Hasselt Real Estate, Bronx

Yehuda Lefkowits 
Exit Realty Venture, Monroe

Philip Davidowsky 
Coldwell Banker Realty, White Plains

Jacob Reimer 
Howard Hanna Rand Realty, Bronx

Glennys Lopez 
YourHomeSold Guaranteed Realty, Bronx

Christine Tarallo 
Park Sterling Realty, Bronxville

Diosamaria Rodriguez 
Real Estate Connection Corp., New Wind-
sor

Abraham Rosenzweig 
Voro LLC, Manhasset 

Michael Pollak 
Master Realty Group Inc., Monroe

Sameer Singh 
Howard Hanna Rand Realty, New City

Shawn Murphy 
Scope Realty Bx, Bronx

Joseph Sasso 
Houlihan Lawrence, Inc., White Plains

George Thomas 
Thomas M David, Blauvelt

Antonio Corrado 
Howard Hanna Rand Realty, Pine Bush

Gjon Nicaj 
NGI Asset Management, LLC, Yonkers

John Curanaj 
NGI Asset Management, LLC, Yonkers

Ashtyn D. Monachelli 
Donna M. LaMacchia, Elmsford

Maximilian E. Briskey 
Exp Realty, Newburgh

James Swierczewski 
J Realty Group, New City

Asher Berkovic 
Exit Realty Venture, Monroe

Style Ham 
Grand Lux Realty Cerrone Inc., Ardsley

Anthony G. Rodriguez 
Howard Hanna Rand Realty, Carmel

Maziel J. Concepcion 
Safeway Realty Corp., Bronx

Cindy Bonnet 
Keller Williams NY Realty, White Plains

Evan Mazzola 
William Raveis – New York LLC, Katonah

Menachem Director 
Exit Realty Venture, Monroe

LaTenya James 
Exit Realty Premium, Bronx

Yosef Morgan 
Exit Realty Venture, Monroe

Jeffrey A. Katz 
Keller Williams NY Realty, White Plains

Md Zubayer Hossain Dhali 
DK Realty Group LLC, Bronx

Kerby Emile 
Century 21 Full Service Realty, New City

Daniella Rutigliano 
Coldwell Banker Realty, Katonah

Charyna Pena Fortuna 
Keller Williams Realty Group, Scarsdale

Gargnold Bazelais 
Keller Williams Hudson Valley, New City

Teirea Zorrilla 
Keller Williams Hudson Valley, New City

Bute Mehaj 
K. Fortuna Realty, Inc., Hopewell Junction

Douglas Adams 
Howard Hanna Rand Realty, New City

** Tahzib Bacchus 
NB Elite Realty LLC, New York

Emely Pena 
Howard Hanna Rand Realty, New City

George M. Ockovic 
YourHomeSold Guaranteed Realty, Bronx

Lenin Delgado 
Exp Realty, White Plains

Starkeisha Williams 
Keller Williams NY Realty, White Plains

Michael Wilson 
Keller Williams NY Realty, White Plains

** Jason Forster 
Exp Realty, New York

** Yehuda Bochner 
NB Elite Realty LLC

Christopher R. Schulman 
HomeSmart Homes & Estates, Montgom-
ery

Ignacio Mayordomo Carrill 
Howard Hanna Rand Realty, Pine Bush

Moses Gandl 
Flag Realty Group, Monroe

** Heather A. Rus 
Houlihan Lawrence, Inc., Ridgefield, CT

Anthony Altimari 
Houlihan Lawrence, Inc., Eastchester

William R. Groff 
Howard Hanna Rand Realty, Nyack

Arezu Sohn 
Corcoran MH, LLC, New York

Karen Sanchez 
Paredes Realty NYC LLC, Bronx

Gina N. Taylor 
Yaffa Realty LLC, Brooklyn

Paul Shayn 
R New York, New York

Brooke Tonnesen 
Keller Williams Hudson Valley, Middletown

Shaya Friedman 
Exit Realty Venture, Monroe

Tovia Brach 
Exit Realty Venture, Monroe

Janet M. Canata 
Century 21 Full Service Realty, New City

Tameka Daste 
Exp Realty, White Plains

Anthony Calzetta-Raymond 
Exp Realty, White Plains

Susan Mathews 
Keller Williams Prestige Properties, Stam-
ford, CT

Joanna L. Rahm-Livadas 
Curasi Realty, Inc., Montgomery

Kisbel E. Cosma 
Nareema Baksh Real Estate, Bronx

*Indicates current member who opened 
an office as a broker.

**Secondary Member

from weichert.
com transactions 
in the Weichert 
sales region. The 
office shared top 
honors for having 
the most listings.  

Ind iv idua l ly, 
Rosalie Cook 
had the highest 
dollar volume 
and the most revenue units in the 
sales region. She shared top honors 
for having the most listings. Bradford 
Lewis had the highest dollar volume 
from weichert.com transactions for 
the month.  

Cubias also announced that the 
Rockland County 
Regional office 
was recognized 
for outstanding 
achievement at 
the regional level 
in August. The 
Rockland County 
Regional office, 
which is man-
aged by Karen 
McCabe, shared 
top honors for 

having the most 
listings in the 
Weichert sales 
region, which is 
comprised of lo-
cations through-
out Rockland, Or-
ange, Dutchess 
and Westchester 
counties, and 
New York City.  

He also re-
ported that sales associate Lynn 
Fronckowiak with the Fishkill office 
was recognized for outstanding sales 
achievement at the regional level in 
August. 

Fronckowiak 
shared top hon-
ors for having 
the most listings 
in the Weichert 
sales region, 
which is com-
prised of loca-
tions throughout 
Rockland, Or-
ange, Dutchess 
and Westches-
ter counties, and 
New York City. 

PEOPLE Continued from page 12

Rosalie Cook

Bradford Lewis

Karen McCabe

Lynn 
Fronckowiak
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CALENDAR

HGAR UPDATE

 

 • Take at your own pace

• Good for 1 year from date of purchase

• Packages include everything needed for renewal

*Online classes via The CEShop are not included in the Virtual Card

Course Schedule 
via ZOOM 

Don’t have the time to Zoom? 

OCTOBER 2023 

Online is for you! 

*Course qualifies for the Virtual Card

HGAR 22.5 Hour Virtual Education Card—Buy an 
Education Card and Save $50 on 22.5 Hours of 
Continuing Ed to renew your license. 

* Online classes via CE SHOP, designation courses, and certification courses
WILL NOT be included in the purchase of the Education Card. 

hgar.leaponline.com 

via ZOOM 
 

via ZOOM 

Building Your Commercial Real Estate Business 
Friday, November 3rd, 9:00am-12:00pm 

with Edward Smith, Jr. 

Upcoming… 

October 5-     Pricing Strategies For Listings and Listing Presentations* with Katheryn DeClerck 

October 6-     Commercial Real Estate: Tools of the Trade (2 Day Course) with Edward Smith, Jr. 

October 11-   Financing the Deal; Understanding The Mortgage Process* with David Moore 

October 12-   Sales Remedial or Gap Course – 30 hr. with Varied Instructors (Evening Sessions) 

October 14-   Matrix 1: Introduction to Matrix* with LaVerne Brown-Williams 

October 18-   Today’s Mortgage Program Options: Every Realtor Needs to Know* with Sheetal Sawhney 

October 20-   Buy the Numbers: Investing in Real Estate with Edward Smith, Jr. 

October 21-   (Transaction Desk) Instanet Forms & Authentisign* with Katheryn DeClerck 

October 25-   Co-Ops and Condos* with Barry Kramer 

October 26-   Navigating Fair Housing/Fair Lending in Real Estate Valuations* with Rebecca Jones 
(Real Estate & Appraisal CE) 

October 27-   Negotiating with and For Your Clients with Edward Smith, Jr. 

Online Packages with The CEShop

SEPTEMBER 
September 26
Breakfast with Benefits: 
The Power of Artificial Intelligence
Via Zoom, 9:30AM – 10:00AM

Pizza with the Prez: Rockland
Banchetto, Nanuet, 5:00PM to 7:00PM

September 28 – 30
C5 + CCIM Global Summit
Omni Atlanta Hotel CNN Center, Atlanta GA

OCTOBER
October 1 – 4
NYSAR Fall Meetings
Turning Stone Casino, Verona

October 3
Volunteering at Green Chimneys
Brewster, 10:00AM – 12:00PM

October 5
Commercial & Investment Division: 
Virtual Commercial Marketplace with 
MIAMI REALTORS® Commercial
Via Zoom, 9:00AM – 10:30AM
Breakfast with Benefits: 
Don’t Be the Invisible Agent!
Via Zoom, 10:00AM – 11:00AM

October 9
Indigenous People Day 
– HGAR Offices Closed
October 10
RPAC Breakfast and Economic Update with 
NAR Chief Economist, Dr. Lawrence Yun
HGAR White Plains, 8:30AM – 11:00AM

October 11
Orange County Day
Salisbury Mills Firehouse 1:15PM – 5:45PM

October 13
Global Business Council Webinar 
with NAR India
Via Zoom, 10:00AM – 11:00AM

October 17
Breakfast with Benefits: What’s Lurking 
in Your Home’s Crawl Space?
HGAR Goshen, 9:00AM – 10:30AM
Global Business Council Welcomes 
Portugal Trade Mission Representatives 
to HGAR, Program and Networking
HGAR, White Plains, 9:00AM – 12:00PM
Women’s Council of Realtors - Chat and Chew
Tesoro D’Italia Restaurant, Pleasantville, 
5:30PM – 8:30PM

October 18
HGAR Board of Directors Meeting
White Plains, 10:00AM – 12:00PM

October 19
Global Real Estate Summit NYC
Fordham University – Lincoln Center Campus, 
NYC, 8:00AM	

October 26
Commercial & Investment Division 
Monthly Roundtable and Marketing Session
HGAR White Plains, 9:00AM – 11:30AM

October 30
107th Annual Member Appreciation Day
Westchester Marriott Hotel, Tarrytown, 
8:00AM – 5:00PM
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LEGISLATIVE 
AFFAIRS
By Alexander Roithmayr

NEWS

eryone—this is the first, the only finan-
cial help they’ve received.”

Many residents are without flood 
insurance and can’t afford to repair 
their homes. Waters described an 
80-year-old man whose home was 
“red-tagged,” meaning it’s risky for 
habitation. “He’s on a fixed income, so 
he has nowhere else to go right now,” 
she said. “Others who are still working 
are digging into their 401Ks or IRAs 
and some are having to take a second 
mortgage.”

Waters will continue bringing these 
much-needed relief checks to her 
community members through the Fall, 
as the deadline for applications is set 
for October 15. In the meantime, she’s 
busy helping potential homebuyers 
find their respective American Dream. 
“I especially like working with first-time 
homebuyers,” she said. “It can be a 
scary experience, especially in this 
market.”

She knows first-hand how challeng-
ing that can be, as Waters purchased 
her first home at the age of 52. “I grew 
up in Bethpage with my friend and fel-
low Realtor John Chewens, who actu-
ally helped me find my first rental,” she 
recalled. “He always told me I should 
become a real estate agent, and I fi-
nally listened!”

Her background in computer sci-
ence, high school sports coaching, 
teaching and serving as a West Point 
tour guide made the transition to real 
estate sales fairly seamless. Waters 
admits her experience as a former mili-
tary spouse also helped her to make 

friends easily, as her family traveled na-
tionally and internally for over two de-
cades. “We lived in 17 different homes 
in 21 years,” she revealed. “We were all 
over—New York, Louisiana, Oklahoma, 
Kansas, Hawaii and Germany.”

Her three children – now 29, 28 and 
26, grew up believing that constant 
moving was the norm for all families. 
“When they were ready to go away to 
college, it was no big deal for them. I 
also got to know so many people and 
now have friends everywhere. I think 
I’ve been to 46 of the 50 states,” she 
said.

Waters spent a lot of time research-
ing the housing areas for their vari-
ous homes and became an expert in 
relocating. “I’m totally able to relate 
to people who need to move, and I 
understand the stress and pressure 
they’re under,” she added. “Every real 
estate deal has different challenges, 
but I know we can always work our 
way through them.”

As someone who now loves what 
she does, Waters admits she wishes 
she had started sooner in real estate. “I 
love meeting and helping people with 
one of the biggest transactions of their 
lives,” she said. 

While she has traveled extensively 
throughout the U.S. and Europe, Wa-
ters’ favorite place is still New York. 
“At one point, we lived in Germany for 
about four years, and I took German 
courses to be able to converse with my 
neighbors,” she said. “They used to tell 
me I spoke German with a New York 
accent!”

Deborah Waters Continued from page 13

Not Enough Homes to Sell? Blame the Local 
Land Use Boards and Their Lack of Education
The “zombies” of issues left to be 

decided are poised to walk the 
halls again this coming legislative year. 
With the added specter of a Presiden-
tial election year, the 2024 New York 
State Legislative Session will play out 
while some State Representatives 
fight in primary elections, providing 
a backdrop for a legislative session 
where there is expected to be, just 
like in 2023, a fight over the budget, 
Good Cause Eviction and, of course, 
the housing crisis. 

What will inevitably break into 
fights over forced density increase, 
transit-oriented development and the 
affordability issue, the Housing Crisis 
will play itself out to no end, much 
to the chagrin of housing advocates, 
first-time homebuyers and those who 
make their living providing homes for 
people. What will definitely go under 
the radar is a probable cause and pos-
sible solution for the log jam that is 
housing policy in this state.

What you may know is that each 
municipality in New York State has 
almost complete control over its zon-
ing and land use. This power of local 
government is called “home rule.” The 
power of home rule is, surprisingly, not 
limited to Mayors and Town Councils, 
but also extends to the Zoning and 
Planning Board of each municipality.  
The boards tasked with reviewing ap-
plications are typically composed of 
community volunteers who have some 
level of interest or expertise on the is-
sues of land use. 

These boards may approve an ap-
plication, approve it subject to condi-
tions, deny it outright, or hold it over 
to subsequent meetings after asking 

for additional information, additional 
study, suggested revisions, or to ac-
commodate further public comment. 
The more complex the project, the 
more likely it will need to repeat this 

process through multiple boards. It is 
land use boards where housing goes 
to die. Most zoning boards in New York 
State over the past 40 years have opt-
ed to deny or delay indefinitely multi-
family projects or housing options that 
were not single-family homes.

These denials or delays by Land 
Use boards can be caused by sev-
eral reasons, including a concern 

about community character, a fear of 
increased traffic, or an outright dislike 
of increasing density. Regardless of 
their individual reason, the institutional 
reason that land use boards have not 

allowed an increase in housing stock 
over the last few decades is because 
of a distinct lack of education.

What is not common knowledge 
is just how little education and over-
sight it takes to be a member of a vol-
unteer land use board. As of now in 
New York State, the law requires that 
each member of the volunteer zon-
ing and planning boards go through 
four hours of training a year. What that 
training consists of or oversight on if 
this training is ever completed is not 

a requirement of the law. To put this in 
perspective, New York State has 1,187 
cities, towns and villages and each 
municipality has at least five zoning 
board members, which means there 
are more than 5,000 individuals with 
unknown education levels dictating 
housing policies. This has been the 
case for decades.

I choose to believe that the vol-
unteers on these boards are good 
people—civic minded individuals that 
believe in what’s best for their com-
munity. I also know it to be true that 
New York State has record housing 
costs, a declining housing stock, and 
rising segregation. It is why I believe 
that through better accountability and 
education, these individuals can make 
better land use decisions on a local 
level that will truly bring what is best 
for communities and their downtowns.

Modern literature and studies on 
the topic of housing and economics 
have indicated an increase in hous-
ing is an almost universal gain for lo-
cal economies. Recent studies from 
Long Island and Westchester County 
have dispelled myths that an increase 
in housing hurts local school districts, 
and, in fact, local studies have shown 
that an increase in housing is a net 
positive for school districts.

From the Presidential to State Leg-
islative election contests, 2024 will be 
a robust political year, and the politics 
around housing will be thick. When 
we inevitably find our leaders talking 
about rent for life or the dangers/ben-
efits of ADU, remember and advocate 
for a common-sense solution—better 
education for Land Use Boards.

Alexander Roithmayr is Director of 
Government Affairs for the Hudson 
Gateway Association of Realtors.

It is land use boards where housing 
goes to die. Most zoning boards in 
New York State over the past 40 
years have opted to deny or delay 
indefinitely multi-family projects 
or housing options that were not 
single-family homes.
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Regional Director and Chapter 
Representative Bronx County
Joseph Cosentino
Morris Park Realty Group
1965 Williamsbridge Road
Bronx, NY 10461

Regional Director and 
Chapter Representative 
New York County (i.e., Manhattan) 
Lee Presser
eXp Realty NYC
1501 Broadway, 12th Floor
New York, NY 10036

Regional Director Putnam County
Aaron C. Velez
Houlihan Lawrence Inc.
Town Centre at Somers
104 Village Square
Somers, NY 10589-2305

Regional Director Orange County
Carole M. McCann
Hudson Heritage Realty
57 E Main St
Washingtonville, NY 10992

Regional Director Rockland County
Jennifer Rousset
Howard Hanna Rand Realty
268 S. Main St.
New City, NY  10956

Regional Director 
Westchester County
Crystal Hawkins Syska
Keller Williams NY Realty
120 Bloomingdale Rd., Suite 101
White Plains, NY  10605

Directors
Joseph Houlihan
Houlihan & O’Malley 
Real Estate Services
141 Parkway Road
Bronxville, NY  10708

Maryann Tercasio
Howard Hanna Rand Realty
299 Route 32
Central Valley, NY  10917

Ronald Garafalo
John J. Lease REALTORS® Inc.
495 Schutt Rd. Ext.
Middletown, NY  10940

Shanese Williams
eXp Realty
777 Westchester Avenue, Suite 101
White Plains, NY  10604

Timothy Bohike
Howard Hanna Rand Realty
268 South Main Street
New City, NY  10956

Classification of Directors
Class 1 Directors terms of office shall 
expire December 31, 2025, and every 
three years thereafter. Class 2 Direc-
tors terms of office shall expire Decem-
ber 31, 2026, and every three years 
thereafter. Class 3 Directors terms of 
office shall expire December 31, 2024, 
and every three years thereafter.

Regional Director terms shall expire on 
December 31, 2024.

Members of the 
Nominating Committee
The Nominating Committee members 
filing this report were: Anthony Doma-
thoti, Chair; Susan Goldy, Renee Zurlo, 
Diane Mitchell, Christina Stevens, Ruth 
Lara Dean and Ismail Kolya.

ALTERNATIVE NOMINATIONS 
BY PETITION:
REALTOR® Members may file peti-
tions to nominate candidates other 
than those proposed above for any of 
the Director positions.  A petition must 
be signed by at least three percent 
(3%) of those REALTOR® Members of 
HGAR eligible to vote.  Further, the 
REALTORS® must be affiliated with at 
least twenty (20) different REALTOR® 
firms. Branch offices do not count as 
separate firms. The Officer positions 
are not subject to petition challenges 
because they are subject to election 
by the HGAR Board of Directors.

Any such petition must be filed with 
the 2023 HGAR Board of Directors 
at least twenty-one (21) days before 
the election, accordingly, no later 
than noon on Monday, October 9, 
2023.  The petition must state the 
name and firm of the candidate(s).  A 
link to a copy of the HGAR By-Laws 
is posted at www.hgar.com. Petition-
ers are strongly urged to consult with 
the HGAR CEO or other executive 
staff members, to be assured of a 
proper understanding and interpre-
tation of the Bylaws.  In the event 
that nomination petition(s) are filed, 
HGAR must post at the HGAR offices 
and also provide notice of such addi-
tional nominations to all members eli-
gible to vote in such election at least 
fourteen (14) days prior to the annual 
meeting (i.e., not later than Monday, 
October 16, 2023) by email and/or 
publication in Real Estate In-Depth.

PROXY VOTING
REALTOR® members may vote in per-
son or by proxy at the annual meeting.  
The person who attends and votes 
may act as proxy for only one absent 
REALTOR.  A proxy ballot and the 
procedure for voting by proxy will be 
posted on the member only pages of 
www.hgar.com no later than October 
2, 2023.

NOTICE OF ANNUAL MEETING Continued from page 13

Redfin Reports Home Purchases Fell Through 
At the Highest Rate in Nearly a Year in August

SEATTLE—Residential real es-
tate deals are falling through at the 
highest rate in almost a year as high 
mortgage rates give homebuyers 
sticker shock, according to a new re-
port from residential brokerage firm 
Redfin.

Nationwide, nearly 60,000 home-
purchase agreements were can-
celed in August, equal to 15.7% of 
homes that went under contract that 
month. That’s up from 14.3% a year 
earlier and marks the highest per-
centage since October 2022, when 
mortgage rates surpassed 7% for the 
first time in two decades.

The average interest rate on a 
30-year-fixed mortgage was 7.07% 
in August. At one point last month, it 
hit 7.23%—the highest since 2001—
sending the typical homebuyer’s 
monthly payment up significantly 
from last year.

“I’ve seen more homebuyers can-
cel deals in the last six months than 
I’ve seen at any point during my 
24 years of working in real estate. 
They’re getting cold feet,” said Jaime 
Moore, a Redfin Premier real estate 
agent in Reno, NV. “Buyers get stick-
er shock when they see their high 
rate on paper alongside extra ex-
penses for maintenance, repairs and 
closing costs. Many of them would 
rather back out, even if it means 
losing their earnest money. A lot of 
sellers are also willing to let buyers 
slip away because they don’t want to 
concede to repair requests.”

Home Prices Post Biggest 
Increase in Almost a Year
The median U.S. home sale price 

rose 3% year-over-year to $420,846 
in August, the largest annual in-
crease since October 2022, and was 
little changed (-0.2%) from a month 
earlier. It was 2.8% below the May 
2022 record high of $432,780.

Activity in the housing market 
is sluggish due to rising mortgage 
rates, but prices remain high be-
cause the buyers who are out there 
are competing for a limited number 

of homes, Redfin stated.
“Home prices will likely remain el-

evated for the foreseeable future,” 
said Redfin Economics Research 
Lead Chen Zhao. “The Federal Re-
serve still has more work to do in its 
battle against inflation, which means 
mortgage rates are unlikely to come 
down anytime soon. As long as 
rates remain high, homeowners will 
be reluctant to sell. And that lack of 
homes for sale will keep prices high 
because it means buyers are duking 
it out for a limited supply of houses.”

Home prices also posted a year-
over-year gain in August due to the 
“base effect” from a year earlier; in 
August 2022, prices had recently 
started descending from their record 
high, which is contributing to the size 
of year-over-year increases we’re 
seeing now.

Buyer Demand is Below 
Pre-Pandemic Levels

Pending sales declined 0.6% from 
a month earlier in August on a sea-
sonally-adjusted basis, and fell 18.1% 
year over year. While they’re no lon-
ger falling as rapidly as they were 

earlier in 2023, pending sales remain 
below pre-pandemic levels. They’ve 
been hovering below 400,000 since 
the end of last year, compared with 
nearly 500,000 just before the pan-
demic.

Pending sales have stabilized as 
the initial shock of elevated mort-
gage rates has moved further into 
the rearview mirror, but high housing 

costs are still keeping many buyers 
on the sidelines.

New Listings Tick Up Slightly, 
But Supply Remains 

At Record Low
New listings rose 0.8% from a 

month earlier in August—the second 
small uptick on a seasonally adjusted 
basis following nearly a year’s worth 
of declines—and were down 14.4% 
year over year.

“New listings have likely bot-
tomed out,” Zhao said. “Most of the 
homeowners who feel handcuffed 
by high rates have already made 
the decision not to sell. That means 
many of today’s sellers are putting 
their homes on the market because 
they have to, in some cases due to 
divorce, family emergencies or re-
turn-to-office policies.”

Still, the total number of homes 
for sale hit a record low in August, 
falling 1.1% month-over-month on a 
seasonally adjusted basis and 20.8% 
year-over-year—the largest annual 
decline since June 2021.

Housing supply is at an all-time low 
because homeowners feel locked in 
to their low mortgage rates; for many, 
selling their home and buying a new 
one would mean taking on a much 
higher monthly payment.

Report: Woodbury Common 
Proposes $250M Expansion

In its online newsletter distributed on 
Sept. 19, The Orange County Partner-
ship in Goshen reported that Woodbury 
Common was set to present to the Town 
of Woodbury Planning Board Meeting 
its latest expansion development. 

Anticipated highlights include 
100,000 square feet of new retail 
space, a state-of-the-art parking ga-
rage, and a lavish 100-room hotel. The 
Orange County Partnership stated that 
the expansion will create more than 
100 additional jobs at the property in 

Central Valley and is expected to in-
volve a $250-million capital invest-
ment.

In addition, Poly Craft Industries, an 
advanced manufacturer and printer of 
laminated and non-laminated plastic 
products, held a ground breaking cer-
emony in the City of Middletown for its 
$30-million expansion project. Com-
pany officials at the event said the firm 
will be relocating its corporate head-
quarters from Long Island to Middle-
town in 2025.
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occurred this week and the attack 
on Rapattoni, the economic effects 
can be devasting. The IC3 report 
points out that the “FBI does not en-
courage paying a ransom to criminal 
actors. Paying a ransom may em-
bolden adversaries to target addi-
tional organizations, encourage oth-
er criminal actors to engage in the 
distribution of ransomware, and/or 
fund illicit activities. Paying the ran-
som also does not guarantee that a 
victim’s files will be recovered.” Al-
though not recommended or ideal, 
in many cases a ransom is paid in 
order to regain access.

The IC3 Recovery 
Asset Team

The FBI strongly recommends that 
all incidents of cyberattacks should 
be reported to IC3 so that investiga-
tors can assess the attack and ob-
tain critical information which could 
potentially allow them to track these 
criminals, hold them accountable, 
and possibly prevent future attacks. 
Once these incidents are reported 
to IC3, the Internet Crime Complaint 
Center’s Recovery Asset Team (RAT), 
which was established in 2018, com-
municates with financial institutions 
and “assists FBI field offices with 
the freezing of funds for victims who 
made transfers to domestic accounts 
under fraudulent pretenses.” Unfor-
tunately, once the funds are wired to 
the cybercriminal’s account, it may 
be difficult or impossible to claw back 
the funds. However, if the FBI and the 
banking institution are notified with-
in 24 to 48 hours from the time the 
funds were wired, the funds may be 
recoverable. The RAT Team serves 
as the “liaison” between law enforce-
ment and financial institutions. 

Cyber Threats Are Real, 
Do Not Take Them Lightly!
It is not a question of whether you 

will be the victim of a cyberattack, 
but when. The potential for a cyber-
attack should never be taken lightly. 
Cyberattacks are very real and all 
individuals and businesses need to 
be aware of the dangers and risks. 
Individuals and companies must take 
these threats seriously and put in 
place protections to reduce the risk, 
although it is impossible to totally 
eliminate it.

These cyberattacks are very cost-
ly. Companies and individuals are 
also required to spend thousands 
more to comply with the data breach 
and notification requirements of 
state and local laws. It is important for 
all businesses to look into obtaining 
cybersecurity insurance coverage as 
most insurance policies do not cover 
cyberattacks or the related damages 
and costs incurred. Appropriate cy-
bersecurity coverage will not only 
cover the damages incurred, but will 
also provide coverage for the costs 
involved to send the required notic-
es under the law, which can be very 
expensive. Once an attack occurs 
it is too late. Taking the appropriate 
measures in advance will go a long 
way in affording the necessary pro-
tections should one occur.

Legal Column author John Dolgetta, 
Esq. is the principal of the law firm of 
Dolgetta Law, PLLC. For information 
about Dolgetta Law, PLLC and John 
Dolgetta, Esq., please visit http://
www.dolgettalaw.com. The forego-
ing article is for informational pur-
poses only and does not confer an 
attorney-client relationship and shall 
not be considered legal advice.

Continued from page 5

Ransomware and Cyber Threats: The Real Estate 
And Other Industries are Under Attack, Again!

one of the most complex and conse-
quential transactions of their lives. Of 
those consumers, first-time and low- 
and middle-income homebuyers—of-
ten with the least experience and the 
least information—would suffer the 
greatest hardship. 

While most consumers today begin 
their research online, almost nine in 10 
people still choose to work with a real 
estate agent, according to the NAR 
2020 and 2021 Profile of Home Buy-
ers and Sellers Report. That is because 
in a free and competitive marketplace, 
knowledge is power, and most con-
sumers rely on the knowledge and ex-
pertise of Realtors. An understanding 
of property taxes, property valuations, 
financing options, market trends, and 
competitive pricing strategies empow-
ers both buyers and sellers.   

Realtors are experts who assist their 
clients with a myriad of complex fed-
eral and state disclosures, forms and 
closing documents. Realtors efficiently 
navigate their clients through a compli-
cated transaction requiring coordina-
tion between inspectors, appraisers, 
attorneys and lenders. 

For those Realtors with experience 
in global real estate transactions, it is 
common knowledge that local bro-
ker marketplaces in the US are the 
best option for consumers around the 
world. More than 100 real estate asso-

ciations in 75 countries have bilateral 
relationships with NAR, many of which 
(on nearly every continent) seek our 
advice and expertise in developing 
and promoting similar local MLS bro-
ker marketplaces. With consolidated 
fees and a streamlined process, in-
ternational real estate professionals 
recognize that this model provides the 
most efficiency, the greatest transpar-
ency, and the most market-driven pric-
ing, benefiting both buyers and sellers.

I will continue to encourage our 
Realtor members not to fret about the 
current lawsuits. Rather, stay informed, 
stay engaged, and continue to do 
what Realtors always do: 1) advertise 
your services accurately and truthfully, 
2) fully disclose your compensation 
and remind consumers that commis-
sions and fees are always negotiable, 
3) never represent your brokerage 
services as free, 4) demonstrate the 
value of your services to your clients 
and customers, and 5) faithfully abide 
the fiduciary duties you owe to your 
clients—obedience, loyalty, disclosure, 
confidentiality, accountability and rea-
sonable care/diligence.

As long as Realtors continue to de-
mand and promote a common respon-
sibility for the integrity and honor of 
our standards of conduct, we can rest 
assured that a free and competitive 
marketplace will always exist for the 
benefit of every consumer.

The MLS Increases Competition, 
Levels Playing Field for Consumer
Continued from page 4
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No Appraisal Fee, No Points
No Borrower Paid Private Mortgage Insurance**

No Tax Escrow Required
Low Closing Costs, Low Interest Rates

800-670-3110
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Lending made easy and a�ordable since 1902.

New Construction Loans- Rate Locked for 330 Days from Application!

Subject to credit approval. *Applicable to our portfolio mortgage product. If you fail to qualify for that product, you may be offered a mortgage that does have an appraisal fee, borrower-paid PMI, and a tax escrow account. **Private 
Mortgage Insurance. Lender Paid Private Mortgage Insurance on loans over 89.5% Loan-to-Value. Please Note: We reserve the right to alter or withdraw these products or certain features thereof without prior notification. NMLS #474376
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HGAR Member Appreciation Day Challenge for 2023
By Katheryn DeClerck

I have attended many HGAR Member 
Appreciation Days over the years, 

and it is a great time to catch up with 
those that you haven’t seen in a while. 
Many of us missed this kind of inter-
action during the COVID-19 pandemic 
and the years that have followed. With 
classes and other events on Zoom, I 
hear people longing to get together in 
person more and more.  

Member Day is filled with past 
HGAR Presidents and Realtors of the 
Year, Executive Committee members, 
Board members, Committee chairs, 
instructors, volunteers and staff. 
These people are people who know 
people…. a lot of people.  For these 
attendees, Member Day is like a re-
union.

However, what about the newer 
members or those who have been 
less engaged? It can be intimidating 
to walk into an event with hundreds 
of people you don’t know. Chances 
are they know someone… but maybe 
not many. For these people, Member 
Appreciation Day may be like attend-
ing Thanksgiving for the first time with 
a new love interest…. and being sur-
rounded by people they don’t know, 
who all know each other really well. 

For all the experienced attendees, 
I am going to ask you to make a con-
certed effort to acclimate a newer 
attendee. Seek them out. Introduce 
yourself to people you don’t know 
and help them meet other people. If 
you are a leader, formal or informal, 
within this organization, you owe it to 
the organization to help create an in-
viting and inclusive environment. Our 
future leaders are among us, and they 
could use your assistance. I bet some-
one held a door open for you. Now it’s 
your turn. 

There are lots of reasons why this 
will benefit you, too. Member Day 
events present a unique opportunity 
to expand your professional network, 

and the importance of actively engag-
ing with new people cannot be over-
stated. While spending time with fa-
miliar faces can provide comfort and 
familiarity, venturing out to meet new 
individuals offers a myriad of benefits 

that contribute to personal growth 
and professional success. 

Broaden Your Network—Network-
ing is a cornerstone of professional 
success in real estate, and Member 
Day events offer an excellent platform 
to expand your network where you 
can establish valuable connections 
with industry leaders, competitors, af-
filiates, instructors, mentors and Asso-
ciation and MLS staff. 

Learn from Industry Leaders—
HGAR’s Member Day events often at-
tract industry leaders and experts as 
speakers or panelists. By attending 
sessions featuring prominent profes-
sionals, you can gain insights into the 
latest industry trends, best practices 
and strategies for success.

Boost Confidence and Communi-
cation Skills—Initiating conversations 
with new people can be intimidating, 
but doing so can significantly boost 
your confidence and communication 
skills. Engaging with diverse individu-
als in a professional setting enhances 
your ability to articulate your ideas, ac-
tively listen, and adapt your communi-

cation style to different audiences. 
Foster Inclusivity—Attending 

Member Day events with a willingness 
to meet new people aligns with the 
core principles of diversity, equity and 
inclusion. By actively seeking out and 

engaging with attendees from under-
represented groups, you contribute to 
a more inclusive environment. 

I look forward to seeing you all on 
October 30th at the Hudson Gateway 
Association of Realtors Annual Mem-
ber Appreciation Day. I challenge you 
to do one or all of the following: 

1. Bring a newcomer.
2. Meet a newcomer and introduce 

them to people you know. 
3.  Meet and interact with people 

you don’t know. 
4. Search out members of HGAR’s 

DEI committees and ask how you can 
help foster inclusivity at our organiza-
tion?

Embrace the opportunity to net-
work and connect with individuals 
from various backgrounds and indus-
tries on Member Appreciation Day.  
Then watch how these interactions 
positively impact your professional 
journey within the real estate industry.

Katheryn DeClerck is a member of the 
Hudson Gateway Association of Real-
tors DEI Steering Committee.

If you are a leader, formal or informal, 
within this organization, you owe it to the 
organization to help create an inviting and 
inclusive environment. Our future leaders 
are among us, and they could use your 
assistance. I bet someone held a door 
open for you. Now it’s your turn. 

Celebrating Hispanic Heritage Month
By Freddimir Garcia

As we enter Hispanic 
Heritage Month, we 

come together not only 
to celebrate the rich his-
tory, vibrant cultures, and 
significant contributions 
of Hispanic individuals 
to our society, but also to 
recognize the deep per-
sonal connection many 
of us have to this celebra-
tion. This month, observed from Sept. 
15th to Oct. 15th, is a time to honor the 
journey of Hispanic Americans, in-
cluding my own Dominican heritage, 
and to celebrate the profound impact 
of Hispanic cultures on our lives.

My Dominican heritage holds a 
special place in my heart, and I en-
courage each of you to reflect on 
the unique stories and traditions that 
shape your own cultural identity. Dur-
ing Hispanic Heritage Month, I often 
take the time to reflect on my Domini-
can roots, beginning with the food 
from tostones to a hearty sancocho, 
which I recently had as my wife and 
I recovered from COVID. That’s what 
we consider as the remedy to any ill-
nesses. 

Like many other cultures, the kitch-
en is a place of connection, where 
we not only enjoy delicious meals 
but also share stories, laughter, and 

memories that tie us clos-
er together. Lastly, music 
is also sacred to who we 
are from a four-step ba-
chata, fast paced meren-
gue, or smooth 
salsa.  Finding 
the song with 
the right lyrics, 
tempo, or rhythm 
that speaks to 
you is a big part 
of our heritage.

I encourage each of you 
to take this time to engage 
and learn something about 
Hispanic heritage, and re-
flect on your own heritage 
and the synergies of who we 
are as people. Embracing 
our cultural roots enriches 
our lives and deepens our 
understanding of the diverse 
tapestry of this country. Some notable 
Hispanic figures who have shaped 
our country include individuals like: 
Cesar Chavez, Sonia Sotomayor, 
Roberto Clemente, Arturo Alfonso 
Schomburg, Jorge Ramos and Lin 
Lin-Manuel Miranda.  He is at the top 
of my list lately with the Disney movie 
“Encanto”—a viewing staple at home 
with our two girls.

Let’s use these next few weeks to 
dive into the culture by: 

EDUCATING: Take the time to learn 

about the history, cultures, and achieve-
ments of Hispanic and Latinx communi-
ties. Share this knowledge with your 
colleagues, friends, and family.

CELEBRATING: Attend events, 

workshops, and discussions that 
highlight Hispanic and Latinx contri-
butions. Celebrate the diversity within 
our community.

SUPPORTING: Visit and support 
Hispanic and Latinx-owned busi-
nesses, organizations, and initiatives. 
Contribute to efforts that uplift these 
communities.

By celebrating our diverse heritag-
es and fostering a sense of unity, we 
strengthen our real estate community 
and build bridges that connect us in 

meaningful ways. Let us continue to 
embrace the beauty of our shared hu-
manity and the array of cultures that 
enrich our lives.

The Hudson Gateway Association of 
Realtors was scheduled to 
hold an International Night 
on Sept. 21st and spotlight 
Hispanic Heritage Month 
with a program filled with 
speakers, food, and music. 

Hispanic Heritage 
Month celebrates the cul-
ture and traditions of those 
who trace their roots to 
Spain, Mexico and the 
Spanish-speaking nations 
of Central America, South 
America, and the Carib-
bean. Those countries in-
clude: Argentina, Bolivia, 
Chile, Colombia, Costa 
Rica, Cuba, Dominican Re-

public, Ecuador, El Salvador, Equato-
rial Guinea, Guatemala, Honduras, 
Nicaragua, Panama, Paraguay, Peru, 
Puerto Rico, Uruguay and Venezuela.

For more information on Hispanic 
Heritage Month, go to: https://www.
oprahdaily.com/life/a28134135/his-
panic-heritage-month/

Freddimir Garcia is the Diversity, Eq-
uity and Inclusion (DEI) Officer for the 
Hudson Gateway Association of Re-
altors.

By celebrating our diverse 
heritages and fostering a sense 
of unity, we strengthen our real 
estate community and build 
bridges that connect us in 
meaningful ways. Let us continue 
to embrace the beauty of our 
shared humanity and the array of 
cultures that enrich our lives.
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Orange County Eco. Summit Focuses on Growing 
Tourism, Hospitality & Film Production Sectors
By John Jordan

MIDDLETOWN—More than 300 
people attended the second annual 
Orange County Economic Summit on 
Friday, Sept. 15 that focused on the 
county’s high-growth tourism, hospital-
ity and film production industries.

The program, held at Orange Hall 
at the SUNY Orange campus in Mid-
dletown, featured presentations and 
panel discussions by a host of political 
and economic development leaders, 
as well as local and national experts in 
the respective tourism, hospitality and 
film production industries.

Orange County Director of Econom-
ic Development Steve Gross began 

the summit program by stating that an 
“influx of tourists has brought about a 
myriad of economic benefits that ripple 
through our community, creating jobs, 
stimulating local business and boost-
ing our overall economy.”

His comments were right on the 
mark and well-timed. New York Gov. 
Kathy Hochul announced just two days 
earlier that New York State welcomed 
a record 291.5 million visitors in 2022, 
the largest number of visitors in New 
York State’s history, generating more 
than $78.6 billion in direct spending 
and $123 billion in total economic im-
pact. These figures represent stagger-
ing increases over 2021 and surpassed 
the previous records set in 2019, prior 
to the COVID-19 pandemic.

Tourism is very big business in Or-
ange County, according to the lat-
est data. Orange County Director of 
Tourism & Film Amanda Dana at the 
Orange County Summit reported that 
according to state data, tourism had a 
$1.1-billion economic impact in Orange 
County in 2022, generating $394 mil-
lion in labor employment income; $95 
million in local taxes and another $59 
million in state taxes.

Traveler spending in 2022 in Or-
ange County posted a 22.3% increase 
over 2021, according to data compiled 
by Tourism Economics. The tourism 
sector employed more than 8,000 di-
rect workers in 2022. In the Hudson 
Valley last year, tourism generated 
a total of 51,241 jobs, 6.1% of all jobs 
within the region. 

Orange County Executive Steve 

Neuhaus told the gathering that thanks 
to continued strong business attraction 
efforts, and a marked increase in tour-
ism, he plans to unveil a 2023 budget 
that includes the lowest county taxes 
since the 1960s. 

At the Orange County Summit, 
Dana unveiled new marketing videos 
and also introduced the Tourism and 
Hospitality Panel that featured: Dave 
Mistretta, general manager of Wood-
bury Common Premium Outlets in 
Central Valley; Stephanie Johnson, di-
visional director, LEGOLAND New York 
in Goshen; Sonny Patel, owner of Beer 

World and the recently opened Aspire 
Brewing of Middletown and Eric Ridley, 
chairman of the Board of the New York 
State Hospitality and Tourism Associa-
tion. Mistretta and Johnson detailed 
expansion plans in the works at Wood-
bury Common and LEGOLAND New 
York, respectively.

Gross also introduced a promotion-
al video entitled “Why Orange County 
is the Place to Turbo Charge Your Busi-
ness.”

A second panel discussion covered 
the Film & Production sector that was Josiah Brown, president and CEO of 

Famous Destination Marketing

From left, Orange County Executive Steve Neuhaus and Director of Economic 
Development Steve Gross

Orange County: At the Confluence 
Of Opportunity and Responsibility
By Maureen Halahan

The “summer slowdown” never oc-
curred in 2023 at the Orange County 

Partnership as 
site selector ac-
tivity and tenant 
requirements de-
manded our full 
attention. The 
leads have been 
in diverse indus-
try clusters, and 
we have been 
working with 

companies that specialize in:
•  Battery Manufacturing
•  Food/Beverage Production
•  Data Center
•  Plastic Manufacturing
•  Distribution
•  Clean Energy Technology
These opportunities are fleeting—

we must validate sites, infrastructure, 
labor, and supply chain connectivity 
quickly, quicker than our competi-
tion. As Economic Developers, it’s 
our responsibility to fight to land 
these projects, in order to facilitate 
job creation.

Given the activity this summer, a few 
items became very clear to me:

1Prioritizing Workforce 
Development is Paramount
Many of the leads that we’ve seen 

are driven by access to moderately 
skilled labor. We are in a position to 
service most industrial uses at scale 
because we have sites that are either 
approved or going through the entitle-
ment process that can accommodate 
requirements ranging from 50,000 
square feet to 1.2 million square feet. 
Our site inventory is powerful, but for 
us to emerge out of a competitive 

Northeast, we must drive a dynamic 
workforce development and training 
agenda that stands out to consultants 
and end-users.

2New Jersey Companies 
Are Taking Notice 

Of Orange County
Recently, we’ve seen frequent 

project opportunities come out of 
New Jersey in part, driven by land 
constraint, high rents, and difficulty 
getting sites approved in a height-
ened NIMBY environment. We’ve 
prioritized building out-of-state rela-
tionships and tailoring our market-
ing to position Orange County as the 
cost-effective alternative to New Jer-
sey, offering similar market access at 
a lower price per-square-foot basis. 
Our site advancement efforts, cou-
pled with announcements, such as 
Tesla occupying the Matrix Route 300 
building, have provided us with mo-

mentum and market recognition that 
extends beyond the Hudson Valley.

3Clean Energy and Organic 
Food Manufacturing 

Projects are Prevalent
Given New York State’s position 

and policy direction focusing on 
decarbonization and energy trans-
formation, we’ve seen an uptick in 
battery, solar, EV product, and cli-
mate control product manufacturing 
leads. At the same time, consumer 
demand that is focused on clean, or-
ganic food and beverage products 
has made Orange County a hotbed 
for project activity. Many of these 
leads are driven by access to high-
end food markets in Northern New 
Jersey, Connecticut and New York 
City. Given land constraints in those 
markets, we’ve emerged as a strate-
gic location to produce and distrib-
ute food products.

4Plastic Production 
Is on the Rise

Following our announcement of Poly 
Craft Industries intention to construct a 
100,000-square-foot plastic printing and 
manufacturing facility, we’ve worked on 
four additional plastic production leads. 
We are in deep discussions with two 
companies seeking to relocate their 
plastic manufacturing operations in Or-
ange County with an opportunity to cre-
ate 300 jobs between both projects. As 
we continue to announce “big names” 
in the plastic sector, the tri-state plastic 
market is taking notice.

While incentives aren’t a panacea, 
they remain the great equalizer as we 
compete with other states and coun-
tries to attract projects. Clearly, the 
Governor of the State of New York 
continues to focus on enhancing New 
York’s competitive edge through estab-
lishing an array of funding and incen-
tive programs that support economic 
development, site development, hous-
ing, workforce development and clean 
energy.  These programs are key tools 
in our toolbelt as economic developers.

We’re enthusiastic about the project 
opportunities that are looking at Or-
ange County. As spec projects become 
increasingly difficult to finance, we ex-
pect a slight slow-down in vertical spec-
ulative construction and a shift to more 
build-to-suit driven construction activity. 
The good news is that the market is in 
expansion mode as sites continue to 
be advanced in the approval process. 
We’re confident that we’ll have tenants 
continuing to explore the market.

Maureen Halahan is President and 
Chief Executive Officer of The Orange 
County Partnership.

Tesla will occupy 1396 Route 300 in Newburgh and utilize the property as a 
distribution facility.

Please turn to page 23
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Companies Can Tap into the Benefits 
Of Orange County’s Foreign Trade Zone

GOSHEN—Orange County oper-
ates US Foreign Trade Zone #37. The 
Foreign Trade Zone was established 
by the federal government in May of 
1978. It was intended to provide an 
economic boost to the greater New-
burgh/New Windsor area that en-
dured a significant blow when Stew-
art Air Force Base closed in 1971.

Presently, the Orange County-For-
eign Trade Zone consists of the fol-
lowing sites:

•  Newburgh Foreign-Trade Zone 
Industrial Incubator facility, adjacent 
to Port Newburgh, in Newburgh.

•  Stewart International Airport/
Northeast Business Center, near the 
intersection of I-87 and I-84, New 
Windsor/Newburgh.

•  Newburgh/New Windsor site 
(Port Newburgh) off Exit 10, Interstate 
84 at the Newburgh/Beacon Bridge. 
The site includes only that area 
bounded by the Hudson River, Quas-
sick Creek, South Water Street and 
South Williams Street.

•  Goshen/Westgate FTZ Industrial 
Park, off Exit 124 of NY Route 17, Vil-
lage of Goshen.

•  The Gap Distribution Facility, 
Fishkill.

•  Takasago Inc., at Harriman.

What is a Foreign Trade Zone? 
FTZs are secure, designated areas 

around the United States, located in 
or near a U.S. Customs and Border 
Protection (CBP) Port of Entry. For-

eign and domestic merchandise that 
enters an active FTZ is considered 
to be in international territory, thus 
providing a number of advantages 
for FTZ clients who regularly import 
finished goods, raw materials or com-
ponent parts for manufacturing or dis-
tribution. 

For those involved in international 
trade, advantages may include the 
elimination, reduction and/or deferral 
of costly duties or tariffs on imports. 
FTZ-37 has premier corporate opera-
tors that include Takasago Interna-
tional, The Gap, Konica-Minolta and 
Findlay’s Tall Timbers. 

“Our Foreign Trade Zone is a criti-
cal economic development tool that 
helps create business and jobs in 

Orange County and beyond,” said 
Orange County Executive Steve Neu-
haus. “FTZ #37 directly impacts a 
company’s bottom line, especially in 
the current global trade climate.” 

“As we grow our FTZ we continue 
to attract top manufacturers and dis-
tributors to Orange County and to 
the Hudson Valley region,” said Steve 
Gross, Orange County Director of 
Economic Development. “The FTZ is a 
catalyst in our economic development 
formula that leads to job creation and 
positive business development.” 

If you want to know how the FTZ 
can be beneficial to your business, 
contact Steve Gross, Orange County 
Director of Economic Development at 
sgross@orangecountygov.com. 

Veteran Real Estate Attorney to Be Honored 
As 2023 ‘Woman of Achievement’ on Oct. 3

MIDDLETOWN—The Orange 
County Partnership has announced 
that Kelly Naughton, partner at the 
Goshen law firm Naughton & Torre, 
LLP, has been named the organiza-
tion’s 2023 “Woman of Achievement 
in Economic Development” honoree.

Naughton, a resident of The Town 
of Wallkill, will receive her award at 
the Orange County Partnership’s In-
vestor Breakfast on Tuesday, Oct. 3 
at The Barn at Villa Venezia in Mid-
dletown. The event will begin at 8 
a.m. with the program starting at 8:30 
a.m.

Orange County Partnership of-
ficials noted that Naughton began 
her career in 2006 as an attorney 
representing municipalities in Or-
ange County, as well as private de-
velopers. Since then, Naughton has 
been involved in some of the larg-
est economic development projects 
in Orange County, including serving 
as attorney for the Town of Goshen’s 
Planning Board in connection with 
LEGOLAND New York’s theme park 
proposal. The development secured 
all municipal approvals in less than 
a year’s time. Naughton also repre-

sented Resorts World Hudson Val-
ley in its successful bid to locate a 
gaming facility at the Newburgh Mall. 
Both projects are highly success-
ful and generating hundreds of new 
jobs and millions in tax revenues to 
Orange County.

Orange County Partnership offi-
cials noted that Naughton is currently 
involved in projects that cover many 
of the growth sectors of the Orange 
County economy: industrial, travel-
tourism, residential and green ener-
gy to name just a few.

Maureen Halahan, CEO of The 
Orange County Partnership, said 
of this year’s Woman of Distinction: 
“We are honoring Kelly Naughton 
because of her resilience and intel-
ligence that has directly enhanced 
our ability to attract and retain qual-
ity projects resulting in good pay-
ing jobs for the residents of Orange 
County. Specifically, her work on the 
Legoland project in Goshen, the Re-
sorts World Hudson Valley project 
in Newburgh, and a host of strategic 
economic development projects that 
have created thousands of new jobs 
and contributed untold economic 
benefits to Orange County’s dynamic 
economy. In addition, Kelly’s munici-
pal law expertise is vital to many lo-
cal communities, helping advance 
visionary and prudent progress. Her 
efforts positively impact the lives of 
so many, with measurable results that 
strengthen economic development 
not only here in Orange County, but 
throughout the region.”

For more information, to make a 
reservation or to sponsor the event, 
contact Rebecca Hulse at rebecca@
ocpartnership.org or at 845.294.232.

Site Inventory Program Arms Orange County 
With Key Facts to Accommodate New Projects
By Conor Eckert

Executing sector specific economic 
development strategy is not an over-
night process—it takes research, rela-
tionships, and an in-depth understand-
ing of the market. When an economic 
development organization gets an op-
portunity to compete for a major proj-
ect in Advanced Manufacturing, speed 
and accuracy are everything. That’s 
why we rolled out the Site Inventory 
Program (S.I.P.)—to give us a better un-
derstanding of which sites, communi-
ties, and areas of Orange County can 
accommodate what we’ve deemed 
as “strategic sectors”—including Ad-
vanced Manufacturing, Advanced Ma-
terials, Life Sciences, Clean Energy 
and Microelectronics. 

Lessons Learned
The reasoning behind develop-

ing the Site Inventory Program was 
clear—to develop a portfolio of on/off 
market sites that can accommodate 
strategic sectors. This included a com-
prehensive review of the infrastructure 
profiles, approval/entitlement time-

lines, municipal objectives, incentive 
options, and workforce connectivity 
for each community in Orange Coun-
ty. This information arms us with the 
knowledge we need to confidentially 
approach consultants and site selec-
tors with sites that we know can ac-
commodate manufacturing-oriented 
projects. 

Site Selector Relationships 
Site Selectors are influential consul-

tants that work on behalf of major cor-
porations to lead their search for real 
estate—often across the world. When 
a company such as Micron is ready 
to expand its footprint, they enlist the 
help of a Site Selector to manage the 
site search process. 

A major part of the Site Inventory 
Program, outside of the on-the-ground 
data gathering, was interviewing ma-
jor site selectors that represent clients 
in our targeted industry clusters. We 
learned the common infrastructure, 
workforce, and site requirements for 
the sectors that we want to attract. Sep-
arately, we bolstered our relationships 

with a handful of site selectors under-
taking projects in the Northeast. The 
relationship between the site selector 
and economic developer is sacred—
and can help take a location to the 
“next level” of economic development. 

Outcomes and Next Steps
The Site Inventory Program was a 

creation out of necessity if we want 
to continue to compete for transfor-
mational economic development proj-
ects. We must know our sites and infra-
structure better than anyone else. We 
are now in a position to be proactive, 
not reactive when working to attract 
our target industries. Since the conclu-
sion of this program, we’ve responded 
to more than 15 project requests from 
site selectors and consultants, mostly 
in the manufacturing sector. 

Knowledge is power—having an 
in-depth understanding of infrastruc-
ture and sites has positioned us to 
compete for dynamic projects. I’ll re-
iterate—when fighting to land an eco-
nomic development project, speed 
and accuracy are everything. We have 
both, and we’re ready to execute.

Conor Eckert is Senior Development 
Officer and Vice President of Business 
Attraction for The Orange County Part-
nership.

Conor Eckert, Senior Development 
Officer and Vice President of 
Business Attraction, Orange County 
Partnership
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Orange County Eco. Summit Focuses on Growing 
Tourism, Hospitality & Film Production Sectors
moderated by Gross. Among the pan-
elists was Summer Crockett Moore of 
Umbra Stages & Choice Films, which is 
also engaged in a major expansion of 
its sound and film stage facilities at the 
former Anthony’s Pier 9 in New Wind-
sor.

The program also included keynote 
speakers Josiah Brown, president and 
CEO of Famous Destination Marketing 
and Yoni Bokser, executive director of 
the New York State Office of Motion 
Picture & Television Development.

Maureen Halahan, president and 
CEO of The Orange County Partner-
ship, stressed that Orange County’s 
economic development team, which 
includes Gross, Dana, as well as the 
Orange County Industrial Develop-
ment Agency and others, work well 
together to foster new business to Or-
ange County.

“Our team of economic develop-
ment specialists, we truly do work 
hand-in-hand,” Halahan said. She 
noted that many counties in New York 
State do not operate in a cooperative 
manner like Orange County does. “I 
am very proud and privileged to work 
with a team that really rows in the same 
direction and the only way that we can 
sustain our economy is through eco-
nomic development, which includes in-
creasing tax ratables from companies 
coming in and fostering job creation,” 
she said.

Halahan introduced keynote speak-
er Brown who discussed the changing 
demographics and growth forces im-
pacting the tourism-destination sec-
tor. In fact, he theorized that economic 
development policies and tourism are 
intertwined with one another.

“If your community is not a place 

that young people want to visit, it’s not 
a place young people want to live,” 
Brown said. “Let’s flip that around. If 
your destination is a place young peo-
ple love to visit, it will be a place young 
people will want to live.”

He said that part of an ongoing gen-
erational shift is that people are choos-
ing where they want to live before they 
choose where they want to work. 

Another economic development 
related news item coming out of the 
summit was when SUNY Orange Presi-
dent Dr. Kristine Young announced the 
hiring of Dr. Jean Leandre to fill the 
newly created leadership position of 
Vice President for Workforce, Strategy, 
and Innovation effective that morning.

Dr. Young said in a press release an-
nouncing Dr. Leandre’s hire, “Under his 
leadership, we will create and enhance 
local partnerships, develop academic 
and training programs to better serve 
the varied employment and education-
al needs of those within our commu-
nity, and support economic develop-
ment within the greater Hudson Valley.

Most recently, Dr. Leandre was the 
founding dean of career and profes-
sional development at Rockland Com-
munity College. He has 15 years of 
experience in higher education, with 
stops at Mohawk Valley Community 
College, Bronx Community College 
and the SUNY North Bronx Career 
Counseling & Outreach Center. He is 
a product of the SUNY system, having 
earned an associate’s degree at Mo-
hawk Valley and a bachelor’s degree 
from SUNY Institute of Technology. 
Additionally, he acquired his master’s 
degree in human services, as well as 
both an Ed.S. and an Ed.D. in educa-
tional leadership, from Liberty Univer-
sity.

Continued from page 20

Alliance for Balanced Growth Tackles 
New York’s Evolving Green Energy Future
By John Jordan

The Alliance for Balanced Growth at 
its recent second quarter session en-
titled ““Construction Development in 
the New Clean Energy Economy” tack-
led the complex and sometimes con-
fusing seismic shift of New York State’s 
energy grid from fossil fuels to renew-
able green energy sources—solar, 
wind, biomass, water and geothermal. 
Participating panelists at the program 
held at The Country Club at Otterkill in 
Campbell Hall for the most part agreed 
that the state’s ambitious climate ac-
tion goals are attainable, but perhaps 
not on the timeline state and environ-
mental advocates are hoping for.

The cataclysmic changes in the 
energy sector stem from the Climate 
Leadership and Community Protec-
tion Act (Climate Act), which was 
signed into law on July 18, 2019. New 
York State’s Climate Act is among the 
most ambitious climate laws in the na-
tion and requires New York to reduce 
economy-wide greenhouse gas emis-
sions 40% by 2030 and no less than 
85% by 2050 from 1990 levels.

The two panel discussions were 
moderated by Melissa Cobuzzi, Presi-
dent and CEO of M&R Energy Re-
sources. Cobuzzi, who also serves as 
Chairperson of The Orange County 
Partnership, posed probing questions 
to both panels on the state of the ma-
jor utilities in the region, their needs to 
meet the state’s climate goals and the 
costs to undertake those initiatives.

The first panel covered the cur-
rent state of the utilities, grid chal-
lenges and long-term approaches to 
compliance and featured: Christopher 
Capone, President & CEO of Central 
Hudson Gas & Electric; and Robert 
Sanchez, President & CEO Orange & 

Rockland Utilities, Inc.
The second panel discussion 

delved into possible solutions, 
funding, and implementation 
of clean energy practices. That 
panel featured Jay Goodman, 
partner of the Albany-based 
law firm Couch White LLP; Al-
exander Betke, an attorney with 
Brown Weinraub of Coxackie, 
NY; Rebecca Filbey, Program 
Manager, Utility Affairs & Stra-
tegic Partnerships for the New 
York State Energy and Research 
Development Authority (NYSER-
DA) and Peter Muzsi, head of 
marketing of Core Development 
Group of Mahwah, NJ, a designer and 
developer of clean energy projects. 

Moderator Cobuzzi highlighted 
some of the other significant New York 
State clean energy goals that are on 
the horizon, including the grid being 
sourced by 70% renewable energy by 
2030 and 100% zero-free emissions 
electricity by 2040. She noted that 
consumer demand will increase as the 
state shifts from natural gas to elec-
tric and from gas to EV. She told the 
record-ABG gathering that the trans-
formation of New York State’s energy 
grid is a major topic that will impact 
business and economic development 
for years to come.

O&R’s Sanchez said that the utility is 
trying out a host of new technologies, 
including batteries, onshore and off-
shore wind, etc. “I kind of view this as 
an exciting time for the industry,” San-
chez said, adding that in coming years 
the existing system will have to be at 
least doubled. 

“Frankly speaking we are not going 
to be able to do that on our own,” San-
chez said. “We are going to need a lot of 

support from the developers out there. 
There will be a lot of working going on.”

Later in the program, Sanchez said 
in terms of the state’s climate goals, 
“There are a lot of discussions about 
new and renewable coming on board, 
and we are extremely supportive of 
that, but we are also supportive of 
what I would say are very responsible 
steps being taken, meaning that as 
you bring in new, do not release what 
is existing until you know you can run 
the system.”

Sanchez’s words rang true as the 
New York Independent System Opera-
tor released a report two days after 
the ABG session that concluded there 
could be a deficit in reliability margins 
for the New York City area beginning 
in the summer of 2025. The deficit is 
as large as 446 MW and the ISO is rec-
ommending keeping some fossil fuel 

“peaker” plants in operation 
past their expected closures in 
order to meet the energy de-
mand. 

While he said the entire util-
ity industry supports the state’s 
efforts in respect to its Climate 
Plan, the transformation must 
be done in a “responsible” way 
that ensures reliability and af-
fordability in the future and 
prevents issues California and 
Texas faced with their respec-
tive energy grids, he noted.

Central Hudson’s Capone, 
who was named President & 
CEO in February 2023, was also 

upbeat but pragmatic about achieving 
the state’s climate goals by the man-
dated timelines.

While supportive of the Climate 
Plan, Capone said that some of its 
goals are “aspirational, not just ambi-
tious” and will take a collective effort 
to achieve. 

“As we are building today, we 
need to be thinking about what we 
are building to,” Sanchez said. He 
noted that the recent torrential rain 
storms and the damage they inflict-
ed on sections of the region should 
serve as a reminder of what needs 
to be done to prepare for the future. 
“The skill set we need today is going 
to change tomorrow and as we are 
building today, we can’t be building 
for 2023, we need to be building for 
what we are going to expect to see in 
2050,” he said.

From left, Robert Sanchez, President & CEO of 
Orange & Rockland Utilities, and Christopher 
Capone, President & CEO of Central Hudson Gas 
& Electric
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PREMIER SPONSOR
O’Donnell & Cullen
Tax Consultants 
Aequitas Risk Solutions
A.G. Williams Company
All Pro Cleaning and Restoration
Allan Block Insurance
A.S.A.P. Mortgage Corp.  
C2G Environmental Consultants
Citibank
Clancy Relocation & Logistics
Commission Express
CrossCountry Mortgage - Carbon Team
D & D Elevator
Dolgetta Law, PLLC
Elm Street Technology 
Franzoso Contracting, Inc.
Fresh Maintenance
Home Tour Vision
Hudson United Mortgage, Insurance & Title
Hudson Valley Credit Union
Inspira Outdoor Advertising
JP Morgan Chase
Judicial Title Insurance
Lighthouse Environmental
Loan Depot
Mark's Inspections
Metro Realtors FCU
Meyer & Spencer PC
Mid-Hudson Valley Federal Credit Union
Mr. Chimney
National Tenant Network
New York State Association of REALTORS® 
Northeastern Power
O’Donnell & Cullen, Tax Consultants
PCSB Bank
Pepe/Berard Capital 
PESTCHESTER.COM
Pillar to Post
Quantum Mortgage
Quintessential Mortgage Group
Real Estate Tax Savers
Robison 
ShowingTime
Tank Masters Environmental
TEG Federal Credit Union
Trustco Bank  
Unity Bank 
UNMB Home Loans Inc.
Upper Cervical Chiropractic
Valley Bank
VHT Studios
Wells Fargo Home Mortgage

www.hgar.com

HUDSON GATEWAY
ASSOCIATION OF REALTORS®

8:30 - 11:30 AM   
Grand Ballroom  

���������
���������® �
Everything You Need to Know – 
and More  
This course includes Ethics, 
Fair Housing, the Professional 

Standards Enforcement process and filing 
procedures, arbitration overview and much more.  
Approved for NAR’s 2.5 hr Code of Ethics triennial 
certification. CE credit pending. 
Presented by : Brian Levine, Esq., HGAR General 
Counsel & Professional Standards Administrator

9:00 AM - 12:30 PM   Westchester Ballroom
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OneKey® MLS presents free Info Track sessions 
and service updates by CoreLogic and Remine. 
Keynote address by : Mitch Skinner, Attorney/Owner 
at Larson Skinner PLLC

9:30 - 10:30 AM   Tarrytown Ballroom
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AI is quickly changing the real estate industry!  
You’ll walk away with knowledge of how these 
emerging technologies can make a di�erence 
in your success. 
Presented by : George Tsemberlis, AI Presenter and 
Sr. Loan O�icer, CrossCountry Mortgage 

10:45 - 11:45 AM   Tarrytown Ballroom
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Why are organic videos the secret sauce that can make 
you more successful? Find out how the right videos will 
keep you in the limelight and keep clients coming in! 
Presented by : Digitality Marketing

11:45 AM - 12:45 PM   Tarrytown Ballroom
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What is personal branding and why is it so important 
for your success? Join our panel of experts including: 
Stacey Cohen, President & CEO, Co-Communications; 
Risa Hoag, President, GMG PR; and Chris Pagli, 
Social Media Manager, HGAR for all the answers. 
Moderated by : Deb Budetti, Members Day Committee 
Chair and Broker/Owner, ERA Insite Realty Services

12:45 - 2:00 PM   
Grand Ballroom
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Joe Harris joined NAR in 2015 and has also served as 
its Director of Federal Legislative and Political A�airs. 
He also spent eight years on Capitol Hill working with 
Senator Joe Liberman (I-CT) and Congressman 
John Spratt (D-SC).  
Sponsored by :  Hudson United Mortgage

2:00 - 3:30 PM   
Grand Ballroom
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In his international best 

seller, “The Third Door,” Alex Banayan details his 
unconventional route to success. Alex sold his prize 
sailboat from “The Price is Right” show to fund his 
quest to learn from the world’s most innovative 
leaders including Bill Gates, Lady Gaga, Larry King, 
Maya Angelou, Jane Goodall, Quincy Jones and more.

3:30 - 4:30 PM   Grand Ballroom
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Elect your 2024 HGAR leaders and congratulate 
the HGAR REALTOR® and A�iliate of the Year, 
along with other REALTOR® award winners. 

4:30 - 6:00 PM   Terrace Room
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Join your friends and colleagues to 
celebrate your successes of 2023! 
Sponsored by : ASAP Mortgage

HUDSON GATEWAY ASSOCIATION OF REALTORS®
107th ANNUAL MEMBER APPRECIATION DAY
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NEW LOCATION THIS YEAR
WESTCHESTER MARRIOTT HOTEL • TARRYTOWN, NEW YORK

Event Program


