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Brokers Say Low Inventory Has
Not Tempered Housing Demand

By John Jordan

WHITE PLAINS—Sales volume
in the market area of the Hudson
Gateway Association of Realtors fell
sharply in the second quarter of this
year with all counties posting signifi-
cant sales declines ranging from as
low as 19% to a high of nearly 27%.
Sales prices continue to rise in the
Hudson Valley/Bronx region, al-
though at more moderate levels than
in the past. Area Brokers blame cur-
rent market conditions on low inven-
tory, but add that despite headwinds
of high interest rates, inflation, and
the continued threat of a recession,
buyer demand remains strong.

The largest decline in overall

HGAR Market Area
Overall Home Sales

Second Quarter 2023

Sullivan County............... -26.9%
Westchester County ....... -26.8%
Bronx County.................. -20.3%
Orange County............... -19.7%
Putnam County............... -19.5%
Rockland County ............ -19.0%

residential sales activity in the sec-
ond quarter was in Sullivan County
at 26.9%, followed closely by West-
chester County at 26.8% and Bronx

County at 20.3%. Rounding out the
region, Orange County suffered a
19.7% decline in sales as compared
to the second quarter of 2022, Put-
nam County’s sales fell 19.5%, while
activity in Rockland County slipped
by 19.0%.

Brokers interviewed by Real Es-
tate In-Depth pointed to the persis-
tent problem of not enough for-sale
inventory throughout the region as
the chief culprit for the current sales
downturn. The recently released
2023 Second Quarter Real Estate
Sales Report for Westchester, Put-
nam, Rockland, Orange, Sullivan
and Bronx counties noted that all
markets suffered a steep decline in

inventory. Total inventory levels (all
property types) in the second quar-
ter of 2023 were down in all HGAR
markets as compared to the same
period a year ago led by Putnam
County’s 65.2% decline; followed
by Westchester County (-31.4%); Or-
ange County (-29.6%); Bronx County
(-26.9%); Rockland County (-26.7%);
and Sullivan County (-13.3%).

The second quarter report, based
on data compiled by OneKey MLS,
stated that single-family home prices
in the area appear to be stabilizing.
The single-family home median sale
price in Westchester County was
down by 4.4% to $846,500. Single-
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Storms Battered Sections of Hudson Valley;
Caused Extenswe Infrastructure Damage

On a July 17th tour of West Point, U.S. Sen Charles Schumer said the storm

damage at the U.S. Military Academy at West Point will exceed $100 million.
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By John Jordan

WHITE PLAINS—The storm damage
from the torrential rains that battered
sections of the Hudson Valley over the
past few weekends is considerable
and repairs will likely be very expen-
sive as flash flood waters finally begin
to recede in impacted areas across the
region.

While specific damage assessment
totals are not available as yet, first-
hand reports and pictures from im-
pacted areas indicate extensive road,
bridge, rail and infrastructure damage
that likely will be in the billions of dol-
lars.

As damage assessments continue in
Orange, Rockland, Putnam and West-
chester counties, AccuWeather issued
a preliminarily estimate of the total ini-

HGAR Holds Rockland County Day Program

By John Jordan

NYACK—In the first of a series of
programs that will focus on the key
market areas serviced by the Hud-
son Gateway Association of Realtors,
the association staged a highly-infor-
mative and well-attended “Rockland

County Day” program on July 17 at the
Nyack Seaport here.

The event brought together Real-
tors, local politicians, economic devel-
opment officials and other local groups
for an afternoon of discussion, legisla-
tive and legal insights and updates on

some of the happenings in and around
Rockland County.

One major topic of discussion was
the damage caused by the torren-
tial rains and flash flooding over the
past few weeks. Rockland County Ex-

Please turn to page 3
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The Legislative Panel included, from left, State Sen. Bill Weber, Rockland
County Executive Ed Day, State Assemblyman Kenneth Zebrowski and
Moderator and HGAR Director of Government Affairs Alex Roithmayr.

PHOTO BY JOHN VECCHIOLLA

tial damage and economic loss from
the heavy rain and significant flooding
in the Northeast at between $3 billion
to $5 billion. That estimate was given
before heavy rains impacted the North-
east once again the weekend of July
14-16. MTA officials believe the storm
damage rivals the costs incurred from
Hurricane Ida, which was approximate-
ly $100 million. At a press conference
on July 10, Orange County Executive
Steve Neuhaus said the damage in the
Highland Falls/West Point area alone
was in the “tens of millions of dollars.”
On a July 17th tour of West Point, U.S.
Sen. Charles Schumer said the storm
damage at the U.S. Military Academy
at West Point will exceed $100 million.

On July 14, Gov. Kathy Hochul re-
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WELL-LOCATED RETAIL BUILDING WITH
GREAT ACCESS TO RIVERDALE & S YONKERS

FOR LEASE | $30 PSF NNN

579 South Broadway | Yonkers, NY
Listed by Jared Stone

AT S
g S
STAND-ALONE RETAIL BUILDING
W/BUSINESS INCLUDED
FOR SALE | $1.45M

884 Frunklin Avenue | Thornwood, NY
Listed by Rich Aponte

FURNISHED MODERN OFFICE SPACE IN
CBD INCLUDES OUTDOOR AREA

FOR LEASE | $28 PSF MG

270 North Avenue | New Rochelle, NY
Listed by Mike Rackenberg

THE WAKE ROBIN INN AT THE
FOOTHILLS OF THE BERKSHIRES

FOR SALE | $4.2M

106 Sharon Road | Lakeville, NY
Listed by Kim Galton

2nd GENERATION RESTAURANT IN RETAIL
PLAZA ON ROUTE 6 CORRIDOR

FOR LEASE | $35 PSF MG

950 East Main Street | Shrub Oak, NY
Listed by Ken Letkowitz

WINES & GOOD SPIRITS |
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SACIOUS MULTI-USE STOREFRONT IN
BUSTLING VILLAGE

FOR LEASE | $4,000/month

A Fisher Avenue: Tuckahoe, NY
Listed by Mangaret Farrun & Barbsra Adamson

HOULIHAN LAWRENCE
COMMERCIAL

lr: -— -
10,000 SF OF PRIME WAREHOUSE SPACE
4 LOADING DOCKS 2 12" CEILINGS
FOR LEASE | $22 PSF MG

N9 West Street | Petham Manoe, NY
Listed by Darren Gordon

MULTIPLE OFFICE/MEDICAL SPACES
DOWNTOWN POUGHKEEPSIE
FOR LEASE
1 Civic Center Plaza ! Poughkeepsie, NY
Listed by Don Minichino

6.1005F BUILDING WITH OFFICE SPACE,
GARAGE BAYS & APARTMENTS

FOR SALE | $1.95M
450 Commerce Strect Hawthorne, NY
Listed by Jared Stone

RETAIL SPACE FOR LEASE
WITH FULL GRILL & KITCHEN

FOR LEASE | $3,900/month

A6 WarburtonAvenue | Yonkers, NY
Listed by Garry Klein

4 PROPERTY & 2 BUILDING ASSEMBLAG
INCOME NOW & REDEV POTENTIAL

FOR SALE | CALL FOR PRICING

1931 Mount Vernon Ave | Mount Vernon, NY
Listed by Teresa Marziano

/ . "-.‘s
MEDICAL OFFICE BUILDING WITH
UPSIDE POTENTIAL
FOR SALE | $3.2M

18 Route 6! Somers, NY
Listed by Josc Cuartas

800 WESTCHESTER AVENUE. RYE BROOK, NEW YORK 10573

HOULIHANLAWRENCE.COM/COMMERCIAL | 914.798.4500

~
E

e

—g A

From left, Orange County Executive Steve Neuhaus, Gov. Kathy Hochul and
local officials briefed the press on the extensive flood damage in Highland Falls.

Storms Battered Sections of Hudson Valley;
Caused Extensive Infrastructure Damage

Continued from page 1

quested a Major Disaster Declara-
tion from President Biden to support
the ongoing recovery of communi-
ties impacted by devastating flooding
stemming from the week’s heavy rain-
storms, which spanned across much of
Upstate New York. If granted, the dec-
laration would release critical federal
financial assistance that will support
recovery and reconstruction efforts in
Albany, Clinton, Dutchess, Essex, Ham-
ilton, Ontario, Orange, Oswego, Put-
nam, Rensselaer, Rockland, and West-
chester counties, with the opportunity
for additional counties to be added in
the coming weeks as the damage as-
sessment process continues.

Additionally, Gov. Hochul said she is
requesting federal support for home-
owners in Ontario and Orange coun-
ties, as well as an expedited damage
assessment process. New York will also
be engaging with the U.S. Small Busi-
ness Administration to pursue low-in-
terest recovery loans for impacted pri-
vate businesses in the coming weeks.

“My administration is no stranger
to extreme weather events and the
weather of this past week has shown
that not only do we need federal as-
sistance to help recover from these
storms, but government leaders at all
levels need to prioritize making our
infrastructure more resilient,” Gow.
Hochul said. “I have spoken with The
White House, our Senators, and FEMA
leadership about the need for a swift
approval of this disaster declaration,
so we can help New Yorkers recover
quickly and efficiently.”

Flooding from the storm caused
numerous closures of state and local
roads, as well as disruption of Metro-
North commuter rail service due to
damaged rail lines, particularly on the
Hudson Line. In addition to Orange
County, sections of Rockland, Putnam
and Westchester counties also experi-
enced significant storm damage.

MTA Metro-North  Railroad an-
nounced the return of full Hudson Line
service Thursday, July 13, following
clean up from severe storm damage.
Metro-North was able to restore nearly
full service on the line with a few can-
celled trains due to continued work on
the tracks.

“The damage to the Hudson Line
and Wassaic Branch caused by Sun-
day’s storm resembled the aftermath
of Hurricane Ida, so to be able to
get service back in three days is re-
markable,” said Metro-North Railroad
President and LIRR Interim President
Catherine Rinaldi. “Metro-North crews
literally worked around-the-clock to
get us here. | want to thank the riders
that were impacted most by the storm
for their patience, and of course to the
Metro-North family for stepping up
once again.”

After the first weekend of heavy rain,
Gov. Hochul, Orange County Execu-
tive Neuhaus and other state, county
and local officials chronicled the road,

bridge and sewer infrastructure dam-
age and power outages in the area
from the storm that claimed the life of
one Orange County resident. First re-
sponders rescued people from flood-
ed homes, and from cars stranded on
flooded roadways throughout the re-
gion. Neuhaus and Hocul, who both
declared a State of Emergency for Or-
ange County, said the state would be
looking for financial assistance from
the federal government to help pay for
and expedite repairs. Putnam County
Executive Kevin Byrne declared a state
of emergency in Putnam County due
to the storm damage there.

Locally, Town of Yorktown Super-
visor Tom Diana declared a state of
emergency on July 10 in response to
significant storm damage that included
a sinkhole behind Town Hall, compro-
mised culverts, boulders moved into
roads, washed out roads and flooding.
“As the water recedes, I'm sure we’re
going to find more damage. There are
roads washed out all over the place,
SO we advise everyone to use cau-
tion when they drive. Do not drive
into standing water because you don’t
know how deep it might be,” said Su-
pervisor Diana.

Gov. Hochul said in response to the
initial storm damage, “The first step is
assessment, assess the damage, as-
sess the monetary value of the dam-
age so we can put in our request for
FEMA assistance to help the communi-
ties have the resources they need to
rebuild we’ll be putting in all those re-
quests, working with our local partners
to make sure we have an accurate as-
sessment of the cost and the damage
done.” She later noted that in the past
nine months, New York State has seen
a storm that caused more snow fall in
a 24-hour period in the history of the
state and a few weeks ago Canadian
wildfires brought some of the most un-
healthy air that state has seen in a gen-
eration. The storm is being described
as a 1,000-year event that resulted in
only the second time ever, the National
Weather Service issued a flash flood
emergency in the state. The last time
was Hurricane Ida.

Calling weather events such as this
as “the new normal, Gov. Hochul add-
ed, “Right now, we are in the midst of
an extraordinary, extraordinary weath-
er event that has just devastated com-
munities. We must change our behav-
ior as a planet, as a country, as a state,
and in our own homes, and we’re go-
ing to continue that conversation in
earnest because we have to know that
we have to do everything in our power
to protect our citizens.”

At press time, state and municipal
governments have made great strides
since the initial storms in opening im-
pacted roads, but weather forecasts
call for additional rain later in the week
of July 17, which could cause further
damage and possibly impact roads
and bridges that were re-opened days
earlier.
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HGAR Holds Rockland County Day Program continued from page 1

ecutive Ed Day, part of a Legislative
panel that included State Sen. Bill
Weber (R-C-38" District) and State
Assemblyman Kenneth Zebrowski
(D-96" District), updated the attend-
ees on the latest road closures and
openings and noted that Gov. Kathy
Hochul had requested a Major Disas-
ter Declaration from President Biden,
which if granted, would make a host
of counties in the state, including
Rockland County, eligible for FEMA
assistance.

The panel, moderated by HGAR
Director of Government Affairs Alex
Roithmayr, also delved into the con-
troversial housing crisis issue and
Gov. Hochul’'s “New York Housing
Compact” plan that failed to garner
sufficient support from the New York
State Legislature. In fact, the pro-
posal, which sought to build 800,000
new homes statewide, was criticized
by lawmakers from both sides of the
aisle for circumventing local home
rule.

While noting the need for more
affordable housing, the panelists
bristled at the governor’s plan that in-
cluded targeted development goals
for communities and penalties for
non-compliance. The compact also
would have allowed developers to
seek approval from a panel after be-
ing denied by local authorities.

Rockland County Executive Day
pulled no punches in his opposition
to the compact. He said any hous-
ing plan should involve incentives for
development and should not circum-
vent local control.

“Don’t tell us how to do it,” Day
said. “With all due respect to the gov-
ernor, they (state lawmakers) don’t
know what they are doing. This is
what happened with bail reform and
a number of other issues here in the
state.” The County Executive, who

HAVEWOLIS

Nicole S

also opposed a component '
of the compact that promot- ‘
ed Accessory Dwelling Units, !
noted that Rockland County
will be hosting a Housing Fo-
rum in the near future to ad-
dress some of the key issues
affecting the residential mar-
ket in Rockland County.

Assemblyman Zebrowski
said that he opposed the
governor’s housing plan due
in part to its promotion of
ADUs. He said, “l don’t think
that you can have a one-size
fits all approach and | don’t
think you can take away the
authority from our local gov-
ernments in order to cor-
rectly and appropriately with
public input develop projects
with housing,” he said.

The Assemblyman said
he would support “a much

o~

more robust process where
we attempt to identify and
incentivize projects around
the state.” He said the plan
would need to adapt to the
local needs of municipalities
throughout the state.

State Sen. Weber added that most
state lawmakers were against the
governor’'s compact plan because
they believe local jurisdictions should
control development decisions, not
the state.

He stressed that a long-standing
problem in Rockland County is the
need for affordable housing for both
seniors and young, first-time home-
buyers. Sen. Weber said that the
state increasing funding for local
infrastructure projects could subse-
quently incentivize needed housing
development in those areas.

Later, Michael Oates, President
and CEO of the Hudson Valley Eco-
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O’Donnell & Cullen made the process of grieving my taxes
VERY easy. They were quick to answer any questions | had
along the way and successfully helped to reduce my taxes!
Wish | had reached out to them sooner! Highly recommend!

Jonathan B

The team here was very quick to respond
communicated well through the entire process
set reasonable expectations and delivered a
quality product for us and we are grateful to
them for what we were able to save and how

professional they were highly
recommend

CETNOLIIENG

Michael Oates, President and CEO of the Hudson
Valley Economic Development Corp., noted that the
housing crisis issue is not going away anytime soon
and will likely be a key focus of Gov. Hochul and
lawmakers in Albany in 2024.
PHOTO BY JOHN VECCHIOLLA

nomic Development Corp., discussed
a host of projects and trends impact-
ing business development in Rock-
land County and the rest of the Hud-
son Valley. In his presentation, Oates
noted that the housing crisis issue is
not going away anytime soon and will
likely be a key focus of Gov. Hochul
and lawmakers in Albany in 2024.
“The need for housing is incredibly
important and a critical need,” Oates
said. “We are going to continue to
see housing remain one of the most
important issues facing the state and
we (HVEDC) believe that in conversa-
tions with the governor’s office and
with the governor herself a new ap-
proach will be coming in next year’s

goJla

Elizabeth V

Rich and Mike were very proactive and diligent in keeping me posted
of the progress along the way at all times. They are very knowledgeable
of all the nuances in the process. It was a turn key experience. | would
highly recommend O’Donnell & Cullen Property Tax Consultants.

budget cycle that will take
into account more of what lo-
cal municipalities want to see
happen.”

Among the other speakers
at the event included: Tony
D’Anzica, HGAR President;
Brian Levine, HGAR General
Counsel, Professional Stan-
dards Administrator; Sue Fer-
reri, Executive Director, Rock-
land Farm Alliance; Sonia
Cairo, Executive Director, Keep
Rockland Beautiful; and An-
drew Farrell, Department Man-
ager, EV Operations, Orange
and Rockland Utilities, Inc.

HGAR President D’Anzica
noted that he launched the
County Day program initia-
tive as a way to celebrate
and focus on the markets
HGAR serves. The respec-
tive events also offer an op-
portunity to engage with key
stakeholders and learn about
the latest developments
in the respective counties,
while gathering information
that HGAR member clients
can use.

The sponsors of the Rockland
County Day program were: Hudson
United Mortgage, Title and Insurance
(Premier Sponsor) and sponsors: York
Analytical Laboratories Inc., Howard
Hanna Rand Realty, Rand Commer-
cial and Tilcon.

HGAR has scheduled “Westches-
ter County Day” on Monday, July 24
at the HGAR offices in White Plains
from 2 p.m. to 6 p.m. The association
has also tentatively scheduled “Bronx
Day for Sept. 13; Orange County Day
for Oct. 11 and Putnam County Day for
Oct. 24. For further details and infor-
mation on those program offerings,
go to the Events section of hgar.com/
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Gillian A

Prompt response. So kind and helpful. Very
knowledgeable. They go above and beyond.

O’DONNELL & CULLEN
PROPERTY TAX CONSULTANTS
125 REVIEWS

RATING ON GOOGLE

highly highly

Follow us on

Ray F

I’ve used many tax reduction
specialists in my 30 years owning
my house. None come close to
these guys. The absolute best!!

f A Rin]

@retiredassessor

O’DONNELL & CULLEN
PROPERTY TAX CONSULTANTS

“Who better than a retired Tax Assessor?”

FOR OTHER HELPFUL ASSESSMENT INFORMATION PLEASE VISIT OUR WEBSITE:

Make @\mh@ “

HUDSON VALLEY

www.retiredassessor.com
CALL FOR A FREE CONSULTATION 914-779-4444

A portion of every fee we earn will go towards granting an annual wish.”
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PRESIDENT’S

CORNER

By Tony D’Anzica
HGAR President

FROM THE DESK OF
THE INTERIM CEO

By Jana Currier

HGAR Interim CEO, Chief Operating Officer

Adapting to Changing Times

Like many Realtor associations
across the country, HGAR’s financ-
es are being impacted by inflationary
pressures that are driving up operat-
ing costs. A sluggish housing market
is also causing Realtor membership
at the local, state and national level to
drop. That means as-
sociations now have
to pay more money
to provide the same
services, while gen-

While we are on

HGAR’s benefit.

While raising dues may be nec-
essary, we must always be vigilant
of our expenses. This year | recom-
mended to staff that we explore ad-
ditional vendor options for providing
services to HGAR, and expand the
use of Requests for
Proposals for certain
recurring  services.
This allows our ven-
dors to compete for

erating less dues in- SOIid ﬁnanCiaI our business and
come as a result of a footing, HGAR encourages them to

lower membership.
While we are on
solid financial foot-
ing, HGAR must nav-
igate these turbulent
times to ensure it

must navigate
these turbulent
times to ensure

offer the most com-
prehensive service
at the best price.
We can be cost
conscious  without
cutting corners. In

remains  financial- It remains 2023, our first two
ly sound. When it . major  events—the
comes to our financ- ﬁnanCla”y sound. annual Installa-
es, | believe leader- tion Gala and the
ship should always 1) C— DEl Summit—were

be vigilant and proactive, 2) set long-
term financial planning goals, and 3)
routinely review and adopt policies in
furtherance of those long-term objec-
tives.

Following in the footsteps of the
National Association of Realtors, the
New York State Association of Re-
altors and OneKey MLS, this year
HGAR implemented its first dues in-
crease in two decades. In response
to higher costs and lower projected
membership enrollment, increasing
dues allows HGAR to operate with a
balanced budget.

This year, NAR’s Board of Direc-
tors overwhelmingly approved a
policy tying annual membership dues
to a measure of inflation, but without
requiring annual dues increases. It is
a mechanism for raising dues gradu-
ally over a period of time, as circum-
stances dictate. This is in contrast to
an unplanned, reactionary response
to economic circumstances that rais-
es dues at a time when our members
are least able to afford them. NAR’s
mechanism preserves its ability to
cope with rising costs, while spread-
ing out those higher costs over time
so that members can easily absorb
them. This is a prudent policy that
| also support and encourage for

both profitable and very successful.
On October 19, we will host our 17th
Annual Global Real Estate Summit.
After securing a new venue at a sig-
nificantly reduced cost and bringing
together the largest coalition of Real-
tor associations in the nation to host
the Summit, this year’s event may be
our most financially successful Global
Summit ever.

Given historically high inflation, ris-
ing interest rates, and the economic
uncertainty that pervades our world,
HGAR’s Finance Committee felt it
prudent to revisit our Investment Pol-
icy. Being vigilant means constantly
reviewing and implementing strate-
gies that ensure the safety of HGAR’s
investments while also securing the
highest possible rate of return on our
investments. After a lengthy review
of our existing Investment Policy and
consultations with our investment ad-
visors, the Finance Committee made
extensive revisions to our Investment
Policy, which were recently approved
by the Board of Directors.

After HGAR’s merger with the
Bronx Manhattan North Associa-
tion of Realtors (BMNAR), HGAR as-
sumed ownership of BMNAR’s build-
ing headquarters. For more than 30

Please turn to page 8
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Know Your Why (Part 1)

Do you know your WHY? Can you,
off the top of your head, explain
why a person looking to sell their
home needs you, a professional Real-
tor? If not, my advice is to continue to
read this article and then prepare your
personal statement articulating your
value.

We are still work-
ing in a market where
multiple offers are
the norm, especially
with homes that fall
in the “sweet spot”
for a particular town.
Would-be sellers are
being contacted di-
rectly by interested
buyers, or by rela-
tives and friends who
know someone inter-
ested in their neigh-
borhood.

Educating consum-

Using a Realtor
when selling a
property saves a
seller time, helps
them to achieve a
competitive price,
and navigates the
complexities of
the transaction
with expertise and

work of buyers and other real estate

professionals. These connections and
marketing efforts can help maximize
exposure and increase the chance of
a successful sale.
Negotiation

Skills: Negotiating

with buyers can be challenging and

emotionally charged.
Realtors are skilled
negotiators who can
represent the inter-
est of their clients
and work to secure
not only the best pos-
sible price, but the
best terms. They can
handle offers, coun-
teroffers and navigate
through any potential
issues that arise dur-
ing negotiations.
Time and Con-
venience: Selling a
property involves nu-

ers about the value of : merous tasks, from
working with a Real- gu:dance. listing  preparations
tor is important. There L to showings, paper-

are consumers who might perceive
Realtor services as an additional ex-
pense or believe that they can handle
the process independently, underes-
timating the complexities involved in
real estate transactions.

Here are the key reasons why a sell-
er should consider working with you:

Pricing Strategy: Determining the
right price for their property is crucial
for a successful sale. HGAR Realtors
have access to comprehensive market
data through membership in OneKey
MLS and can perform a comparative
market analysis to help them set an
optimal listing price, factoring in re-
cent sales, market trends and property
condition to ensure the home is priced
competitively.

Marketing and Exposure: Realtors
have the expertise and resources to
effectively market the homeowner’s
property to potential buyers. Realtors
can create professional listings with
high-quality photos, virtual tours, floor
plans, and compelling descriptions,
utilizing the multiple listing services to
promote the property to a wide net-

work, and facilitating the entire selling

process. By hiring a Realtor, sellers can
offload many of these responsibilities
saving them time and effort.

Market Expertise: Realtors stay up-
dated on current market conditions
and trends, enabling them to provide

valuable insights into the local market.
This knowledge allows sellers to make

informed decisions and adjust their
selling strategy accordingly.

Contract and Legal Guidance: Sell-
ing a property involves complex legal
documentation and contracts. A Real-

tor can guide their client through the

paperwork, ensuring all necessary
disclosures, contingencies, and legal
requirements are met, protecting their
client’s interests throughout the trans-
action.

Professional Representation: A Re-
altor provides a layer of professional-
ism and impartiality during the selling
process. They act as advocates and
can handle negotiations, communica-

tions, and any potential conflicts with

buyers and their agents.
Please turn to page 6

_______INMEMORIAM
Mary-Gray Swezey Griffith

The Hudson Gateway Association
of Realtors regrets to inform its mem-
bership of the passing
of longtime Hudson
Valley Realtor and for-
mer Orange County
Association of Real-
tors President Mary-
Gray Swezey Griffith,
who passed away at
the age of 95 on June
28,2023.

Mary-Gray was
born on Sept. 21,
1927 in Goshen, the
second of two chil-
dren to John Marshall
Swezey and Hazel
Keener Swezey. She
graduated from Goshen High School
in 1945 and then Harvard University
(Radcliffe) in 1949 with a degree in So-
cial Relations.

Mary-Gray married the love of her
life, Thomas E. Griffith on Sept. 8, 1951.
They started their family in Pearl River,
where she worked for the Rockland

County Department of Welfare. In the

1960s, she received her real estate

license and worked
with her husband at
their Pearl River real
estate business. Dur-
ing that time, she
was also a girl scout
leader, and was active
in the Nauraushaun
Presbyterian church.
Mary-Gray and the
family moved back to
Goshen in 1969.
Mary-Gray was
one of Goshen’s trea-
sures. She epitomized
the very best that a
citizen can offer its
community and has been seen as an
inspiration and mentor to many. Mary-
Gray spent much of her life dedicated

to supporting the beautiful village of

Goshen, where her family has lived
since the 1840s.
With her husband Tom, Mary-Gray
Please turn to page 23
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New York’s LLC Transparency Act: Yet Another
Attack on Privacy Rights and Real Estate Owners

In June, both the New York State As-
sembly and Senate approved pas-
sage of the Limited Liability Company
Transparency Act [see https:/bit.
ly/3JMhgNu] (the “LLC Transparency
Act” or “New York’s Act”). The bill is
awaiting signature by Gov. Kathy Ho-
chul and would go into effect 365
days after it is signed. The legislature’s
stated purpose of the bill is “to end the
practice of anonymous ownership of
limited liability companies in New York
by defining beneficial ownership, re-
quiring the disclosure of the identities
of beneficial owners upon company
formation or registration, and publish-
ing beneficial owners of limited liabil-
ity companies in New York’s publicly
searchable business entity database.”
One of the key features of a limited li-
ability company, which is to protect the
identity of owners from being disclosed
publicly, has been simply removed.

Potential real estate investors, who
primarily set up limited liability compa-
nies when purchasing and investing
in real estate, will undoubtedly think
twice before they do so in New York.
This will certainly have a chilling ef-
fect on future real estate investment
in New York State. The passage of
the LLC Transparency Act comes only
a few years after the passage of LLC
disclosure legislation in 2019, which
required the disclosure of members’
names and the names of authorized
persons and managers of the owner
LLC in connection with the sale of
1-to-4 family residential real property.
New York’s Act also follows closely
the enactment, on the federal level, of
the Corporate Transparency Act [see
https://bit.ly/3JMXs59] which is set
to go into effect on Jan. 1, 2024. The
new LLC Transparency Act goes well
beyond the scope of the 2019 Legisla-
tion and the CTA, and exposes private
information in a public database for all
to see.

The 2019 Law Requiring
Disclosure on 1-to-4

Family Transactions

In September, 2019, New York State
and New York City passed legislation
(collectively, the “2019 legislation”)
which requires LLCs selling 1-to-4
family residential real property to file,
along with the NYC or NYS transfer tax
return, “a document which identifies
the names and business addresses of
all members, managers, and any other
authorized persons, if any, of such lim-
ited liability company and the names
and business addresses or, if none,
the business addresses of all share-
holders, directors, officers, members,
managers and partners of any limited
liability company or other business en-
tity that are to be the members, man-
agers or authorized persons, if any, of
such limited liability company.” [See
https://bit.ly/3PPwhdy (Section 1409
of the NYS Tax Law) and https://bit.
ly/3XMdVMH (Section 11-2105 of the
NYC Transfer Tax Law)].

The disclosure required under the
2019 legislation includes the indefinite
and continuous disclosure of every in-
dividual (i.e., natural person) member
of the principal LLC owning the real
property and any authorized persons
or managers of that principal LLC. If
the principal LLC is owned by one or
more underlying entities or LLCs, then
the names of all members, sharehold-
ers, and authorized persons or manag-
ers of those entities must be disclosed
(regardless of the number of underly-
ing layers or entities that own an inter-
est or manage the principal LLC), along
with each of their business addresses.

The 2019 legislation was primar-
ily enacted so that municipalities and
agencies could be provided with the

LEGAL
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By John Dolgetta, Esq

names of members or authorized per-
sons so that these individuals may be
held accountable for fines and viola-
tions (e.g., Environmental Control Board
violations, etc.). Since the individuals’
information accompanies the NYS or
NYC transfer tax return and is filed with
the appropriate tax departments, and is
not recorded in the County Clerk’s of-
fice with the deed to the property, the
information is not made publicly avail-
able and is only disclosed for a limited
purpose to address a specific problem
relating to violations and the imposition

Both the CTA and LLC Transparency
Act focus on fighting and curbing ille-
gal activity. In fact, New York’s Act is
patterned after the CTA, and also cites
and specifically includes certain provi-
sions and definitions from the CTA. Ad-
ditionally, New York’s Act adopts the
same standards as contained in the
CTA with regard to the information dis-
closure requirements.

Key Differences Between the
CTA & the LLC Transparency Act
While the justifications behind the

The CTA goes into effect on Jan. 1, 2024
and New York’s LLC Transparency Act
will go into effect 365 days after the bill
is signed by the governor. While there

is still some time, it is important that
business owners review their entities and
adequately prepare for compliance.

of fines. This is a major difference be-
tween the 2019 legislation and the new
LLC Transparency Act.

Justifications Behind the CTA
and the LLC Transparency Act

Both the LLC Transparency Act
and the CTA were principally en-
acted for purposes of curbing illicit
activities. The Final Rule [see https://
bit.ly/3pFufCn] issued by the Finan-
cial Crimes Enforcement Network
explains that “illicit actors frequently
use corporate structures such as
shell and front companies to obfus-
cate their identities and launder their
ill-gotten gains through the U.S. finan-
cial system.” FinCEN further points
out that these “shell” or “front” com-
panies often “shield beneficial own-
ers’ identities and allow criminals to il-
legally access and transact in the U.S.
economy, while creating an uneven
playing field for small U.S. businesses
engaged in legitimate activity.” The
CTA requires the disclosure of own-
ers’ information so that the appropri-
ate governmental agencies can have
access to the personal information of
individuals who may want to engage
in criminal activity.

Similarly, the justifications cited by
legislators in passing the LLC Trans-
parency Act include the following:
“Anonymous shell companies are used
to bypass sanctions, avoid taxes, fund
terrorist organizations and organized
crime and launder money. Anonymous
LLCs leasing real property are corre-
lated with more numerous code viola-
tions, higher rents, and more evictions
compared to non-corporate owners.
Drug and human traffickers use anon-
ymous shell companies like LLCs to
launder the proceeds of their criminal
activities and evade detection. Deed
theft, campaign finance violations, and
bid rigging can be facilitated by anony-
mous LLCs. Anonymous LLCs hamper
routine code enforcement, burdening
local governments.” While many of
the aforementioned reasons offered
above by the New York State Legisla-
ture are important, there are some that
may not be supported by evidence.

federal and state legislation are simi-
lar, there are key differences between
CTA and the LLC Transparency Act.
New York’s Act applies only to limited
liability companies. However, similar
to the 2019 legislation, if there are
additional layers of entities that own
the main entity, the disclosure of the
individuals who own those underlying
entities would be required to be dis-
closed. Additionally, New York’s Act
applies to LLCs formed in New York
and foreign (i.e., out-of-state) LLCs
that are registered or required to reg-
ister to conduct business in New York.
The CTA, on the other hand, applies
to all types of entities, including cor-
porations.

Penalties and Fines Under
The CTA and New York’s Act

Another difference between the
two laws relate to the penalties for
non-compliance. Under the LLC
Transparency Act, if an LLC fails to file
a beneficial ownership disclosure “for
a period exceeding two years shall
be shown to be delinquent on the re-
cords of the Department of State af-
ter a notice of delinquency has been
mailed to the last known address of
such reporting company, and such
company has failed to file such infor-
mation within 60 days of the mailing
of such notice.” If the company fails to
file the information, the Department
of State will assess a civil penalty of
$250.00 against the company. While
it is not clear from the legislation, this
delinquency notation may come up in
a title search and may be required to
be remedied before a seller will be
permitted to close on a real estate
transaction.

The CTA, in contrast, provides for
much more severe penalties for non-
compliance. If a company or owner
willfully or intentionally violates the
CTA's reporting requirements, the
company could be subject to civil
penalties of up to $500 per day for
continuing violations. Owners could
also face criminal penalties of up to
$10,000 and imprisonment for up to
two years.

Privacy Concerns: New York’s
LLC Transparency Act

Goes Too Far

Another critical difference between
the LLC Transparency Act and the CTA is
the disclosure of personal information to
the public. Under the CTA, FinCEN is re-
quired to maintain disclosed information
of beneficial owners in a confidential,
secure and non-public database. The
CTA also provides significant protec-
tions against unauthorized disclosure.
An individual disclosing such informa-
tion could face a criminal penalty of up
to $250,000 or five years in prison. It is
clear that the CTA was carefully tailored
and limited to achieve a specific goal.

The LLC Transparency Act, in stark
contrast, creates a publicly available
database on the Secretary of State’s
website which will contain, among
other things, the name of the LLC, the
business address of the LLC and the
full name of each beneficial owner of
the LLC. New York’s Act goes too far
in disclosing this information in a pub-
lic database for all to view and access.
Using the language cited in New York’s
Act itself, disclosure of this information
to the public serves “no public inter-
est” If there are illicit or criminal activi-
ties, it is sufficient that the governmen-
tal agencies have this information and
utilize it only when needed for a legiti-
mate purpose in order to curtail or stop
such activities, and making private in-
formation available to the public is not
necessary to achieve those objectives.

The LLC Transparency Act does pro-
vide that beneficial owners may apply
for a waiver to withhold their personal
information. The bill requires that the
Department of State “establish, though
regulations, procedures to allow benefi-
cial owners...who site significant privacy
interests to apply for a waiver to with-
hold the name and/or address of a ben-
eficial owner.” However, the burden of
proof would be on the beneficial owner
to “demonstrate that a significant priva-
cy interest exists,”, which standard will
be difficult to meet as is evident from
the language of New York’s Act.

Be Ready for Compliance, It’s
Right Around the Corner

The CTA goes into effect on Jan. 1,
2024 and New York’s LLC Transparen-
cy Act will go into effect 365 days after
the bill is signed by the governor. While
there is still some time, it is important
that business owners review their enti-
ties and adequately prepare for com-
pliance. It is important to review the
structure of existing companies and
prepare in advance to file the neces-
sary disclosures. While many smaller
entities are owned by one or two mem-
bers, there are many that are owned
through various layers of other enti-
ties, and include dozens and hundreds
of members, and/or are operated or
managed by numerous individuals. It
is important to contact accounting and
legal professionals in order to deter-
mine what will need to be filed and to
discuss potential alternative entities.
Again, it is important to note that the
CTA covers all entities and New York’s
Act only applies to LLCs, and since real
estate investment in New York is pri-
marily done through LLCs, this will cer-
tainly affect investment going forward.

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 foregoing article
is for informational purposes only and
does not confer an attorney-client re-
lationship and shall not be considered
legal advice.
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Corcoran Baer & Mcintosh
Grows New Jersey Footprint

NYACK—Corcoran Baer & Mcln-
tosh, a franchisee of Corcoran Group
LLC, which has operations in Orange
and Rockland counties in New York
State and in sections of New Jersey,
reported on June 28 its acquisition of
Ocean Pointe Realtors, located in Sea
Girt, NJ. The addition of Ocean Pointe
Realtors’ agents and prime Sea Girt
office space adds to Corcoran Baer
& Mclntosh’s established presence
in residential markets both north and
south of New York City, brokerage of-
ficials stated.

“We are thrilled to announce our
expansion into Sea Girt by welcoming
Ocean Pointe Realtors into our grow-
ing Corcoran Baer & McIntosh team,”
said Debbie Blankfort, Broker and
Owner of Corcoran Baer & Mclintosh.
“Ocean Pointe Realtors has been a
dedicated resource to south Mon-
mouth County residents since 1992,
showcasing hard work, integrity, and
exceptional client service. These at-
tributes, align not only with the values
we commit ourselves to at Corcoran
Baer & Mclntosh, but also to the val-
ues of Corcoran as a whole.”

Founded in 1992 by Joseph Rior-
dan, Ocean Pointe Realtors has
grown to become a dominant pres-
ence along the Jersey Shore. Rior-
dan, along with co-owner Bart Den-
nin, have grown the brokerage to
include 22 experienced agents who
have posted high-ranking sales vol-
ume across key south Monmouth
County markets, including Sea Girt,
Brielle, Manasquan, Point Pleas-
ant, Wall Township, Spring Lake, and
more.

“After meeting with Corcoran Baer
& Mclntosh and sharing our business
philosophy, | instantly knew that our
company cultures were a perfect

Debbie Blankfort, Broker, Owner
Corcoran Baer & Mcintosh

match,” said Riordan. “Corcoran’s far-
reaching presence, both within the
greater tri-state area and beyond, of-
fers natural connections to our coastal
market, while Corcoran’s outstanding
technology platform helps guarantee
the continued success of our award-
winning team.”

Through welcoming Ocean Pointe
Realtors’ team of 22 agents and add-
ing their Sea Girt office under their
banner, Corcoran Baer & Mclntosh’s
overall footprint, across Rockland
County and Orange County in New
York and Monmouth County and Ber-
gen County in New Jersey, will sur-
pass 90 agents and total six offices—
Nyack, Piermont, Warwick, Northvale
(NJ), Red Bank (NJ) and Sea Girt (NJ).

In March 2021, Corcoran an-
nounced the affiliate partnership
launch of Corcoran Baer & Mclntosh.

O

The 480-unit Ruby luxury residential building has reached a nearly 40% leased

milestone in under four months.

MAG Partners Secures $196-Million
Refinancing Loan for Ruby in West Chelsea

NEW YORK—MAG Partners an-
nounced on July 13 that it had se-
cured a $196-million loan from funds
managed by Elliott Investment Man-
agement L.P,, in joint venture with an
investment platform formed by Adi
Chugh, to refinance Ruby, a luxury
rental building in West Chelsea that
began leasing in late March.

The 480-unit luxury residential
building, designed by architects
COOKFOX, has reached a nearly
40% leased milestone in under four
months. Jeff Rosen from MAG Part-
ners represented ownership. The
financing paid off a $173-million con-
struction loan with Madison Capital
secured in 2020.

Located in New York City’s West
Chelsea neighborhood, the Ruby
offers 480 studio to three-bed-
room residences amongst two tow-
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ers—30% of which are reserved for
affordable housing—in addition to
8,500 square feet of ground-floor re-
tail space.

“Our belief in this project and this
city have been proven by the de-
mand we are seeing for Ruby,” said
MaryAnne Gilmartin, Founder and
CEO of MAG Partners. “We are proud
to have brought these beautiful
homes to market through a remark-
able time in New York City.”

“The leasing velocity and rent per-
formance at Ruby is unprecedented,”
added Matthew Villetto, Executive
Vice President, Douglas Elliman De-
velopment Marketing, “This is a tes-
tament to the market’s desire for a
first-class product in one of Manhat-
tan’s hottest neighborhoods.”

The project is a joint venture
between MAG Partners, Safanad,
Atalaya Capital Management and
Qualitas, one of the largest asset
managers in Australia. MAG Part-
ners acquired the site in December
2018 via a 99-year ground-lease
with Edison Properties.

Andrew Trickett, Head of Invest-
ments at Safanad, commented, “We
believe the success of the Ruby is in-
dicative of the resiliency of the New
York City multifamily market and
demonstrates the strength of our
partnership with MAG Partners.”

Ruby is MAG Partners’ first New
York City project and the first in a
portfolio of residential buildings to
be named after historical and influ-
ential women. MAG Partners has
begun demolition at both 335 8" Av-
enue in Chelsea and 300 East 50™
Street, making way for construction
of two more mixed-income residen-
tial projects.

Know Your Why

Continued from page 4

Before | conclude this month’s ar-
ticle, | would like to share a recent
personal experience that involved the
pending sale of my mother’s home in
a b55-and-older community. Multiple
people approached my family when
they heard my mother was moving. As
much as my siblings wanted it over and
done with, | insisted on listing it with
a Realtor who could get an accepted
offer and see the deal through closing
with the least amount of stress for us
and for the highest price for my moth-
er. Five offers later, and a sale price
above asking was the result. Worth ev-
ery penny of the commission paid.

Overall, using a Realtor when sell-
ing a property saves a seller time,
helps them to achieve a competitive
price, and navigates the complexities
of the transaction with expertise and
guidance. In my personal opinion, we
are priceless.
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Realtor.com: Home Prices Post First
Annual Decline Since Before 2017

SANTA CLARA, CA—The U.S. me-
dian home listing price slipped -0.9%
annually in June, posting the first
yearly decline since 2017—the start
of Realtor.com’s trends data—ac-
cording to its June Monthly Housing
Trends Report released on June 29.

At the same time, while home
shoppers had more homes to choose
from this month, improvement stalled
as the active inventory growth rate
slowed for the fourth month in a row
(+71%) and came in well below May’s
+21.5% rate.

The median listing price in June
for the New York-Newark-Jersey City,
NY-NJ-PA market was $749,000,
which calculated out to an 11.0 % in-
crease from the May 2022 price. Ac-
tive listings were down 14.3% and
new listings were 26.7% lower in May
2023 as compared to 12 months ear-
lier.

“While home asking prices grew
seasonally, price gains have been
weakening since last summer as
rising mortgage rates have added
to ongoing affordability challenges
and further cooled buyer demand,
so the first year-over-year decline in
median list prices this month wasn’t
unexpected. While this could feel like
a welcome relief for buyers, our re-
vised 2023 outlook expects only a
modest drop in home prices of 0.6%
for the year. This may not be enough
to noticeably bring down costs until
the end of the year as inflation and
rates start to fall too,” said Danielle
Hale, Chief Economist for Realtor.
com.

Hale continued, “Fewer potential
sellers opting to list their home be-
cause of the mortgage rate lock-in
effect continue to be a drag on the
market. Fortunately, for those willing
to make a move, falling prices won'’t
erase the substantial price gains
seen the past few years, and most
will likely have enough equity to
come out ahead.”

What It Means for Homebuyers,
Sellers and the Housing Market

Affordability has evolved into an
increasingly important factor in home
purchase decisions, and a drop in
home listing prices creates potential
opportunities for buyers, especially
with some creativity.

“If buyers see homes sitting on the
market for a while that haven’t re-
ceived many good offers, there may
be some opportunities for further
negotiations. It never hurts to ask a
seller if they would be willing to re-
duce their price a little, contribute to
closing costs, or even buy down their
mortgage rate,” said Realtor.com Ex-
ecutive News Editor Clare Trapasso.
“While this likely won’t work for the
well-located, move-in ready homes
oozing curb appeal, buyers may
want to take another look at homes
that may need a little work. Some-
times a coat of paint and minor work
can make a big difference.”

Recent near-record high mort-
gage rates and still-high listing prices

continue to create affordability chal-
lenges for homebuyers, which is put-
ting downward pressure on home
list prices, which slipped annually in
June for the first time since 2017. De-
spite high borrowing costs and a low
inventory of homes to choose from
in the market, homebuying senti-
ment continues to improve in recent
months, and a new survey from Real-
tor.com and Censuswide found that
the vast majority of respondents,
nearly 9 in 10 of those shopping, still
hope to make a home purchase hap-
pen this year.

Among the key metrics in the Real-
tor.com Housing Trends Report were:

« In June, the U.S. median list
price grew to $445,000, up from
$441,000 in May but down slightly
(-0.9%) from June 2022’s record high
of $449,000.

« Northeastern metros had the
highest growth rate in active listing
prices, with an average increase of
11.7% over the past year. Prices in
Cincinnati, OH (+20.0%), Rochester,
NY(+19.6%), and Los Angeles (+17.7%)
saw the biggest increases among
large metros. However, in each of
these metros the mix of inventory
changed and larger, more expensive
homes were listed for sale in June
compared to the previous year.

- Among the 50 largest U.S. met-
ros, 15 out of the largest 50 markets
saw their median list price decline.
The greatest price declines were
seen in Texas metros: Austin (-6.8%
year over year), Houston (-5.1%), and
Raleigh, NC (-4.2%).

- Nationally, the share of homes
with price reductions was mostly
flat in June, decreasing slightly from
14.7% last June to 14.1% this year.

- Among the largest metros, the
largest increases in the percentage
of homes with price reductions com-
pared to last year were in San An-
tonio, TX (+8.3 percentage points),
Memphis, TN (+6.3 pp) and Jackson-
ville, FL (+4.7 pp).

There continues to be an ongoing
lack of homes for sale as potential
sellers with near-record equity take
a wait-and-see approach and buyers
compete over the remaining available
homes for sale. In June, the growth in
the number of active homes for sale
slowed for the fourth month in a row,
and growth stalled completely in the
final week of June, with the number
of active homes for sale slipping be-
low (-0.3%) year ago levels for the first
time in a year (59 weeks). New list-
ings to the market have been scarce
this year too—the pace of new listings
year-to-date was even lower (-16.4%)
than in the first half of 2020, when
the real estate market was still con-
tending with pandemic-era closures,
restrictions, and uncertainties—high-
lighting just how short on options
buyers have in today’s market.

Nationally, active inventory grew
71% year-over-year in June, but
slowed for the fourth month in a row,
registering less than half of May’s
21.5% rate. On average, active inven-

To Advertise In

Danielle Hale,
Chief Economist, Realtor.com

tory in June was 50.6% below pre-
pandemic 2017-2019 levels.

Both pending listings (-16.7%), or
homes under contract, and newly
listed homes (-25.7%) declined year
over year. The number of homes
newly-listed for sale declined at a
faster rate in June than May’s 22.7%
decrease.

Among the 50 Ilargest metros,
inventory growth is being driven
almost exclusively by the South,
which saw the most growth (+24.1%)
in homes for sale compared to last
June, led by San Antonio (+65.7%),
Nashville, TN (63.3%) and New Or-
leans (60.0%). All other regions saw
declining annual growth in active in-
ventory in June.

Active inventory decreased in 28
out of 50 of the largest metros com-
pared to last year. Western markets
reported the largest yearly declines,
with the top three in California met-
ros: San Jose, (-441%), San Diego
(-35.9%), and Sacramento (-33.4%).

In June, none of the 50 largest
metro areas saw new listings in-
crease over last year.

Despite a significant slowing from
the frenzied pace of the past couple
years, in most areas of the country,
the housing market continues to
move quicker than it did in the pre-
pandemic era, with homes selling
more than a week faster on average
in May than in pre-pandemic June
2017-2019.

The typical home spent 43 days
on market in June, 14 days longer
than this time last year, but 10 fewer
days than they typically did in the av-
erage June 2017-2019.

Across the 50 largest U.S. met-
ros, in June the typical home spent
44 days on the market, 13 days more
than the previous June. This trend
was seen across all regions, with
larger metros in the South seeing
the greatest increase (+15 days), fol-
lowed by the West (+9 days), North-
east (+7 days) and Midwest (+6 days).
Homes in Western metros were also
spending one more day on the mar-
ket than pre-pandemic times, but in
all other regions homes were still
selling more quickly.

All of the 50 largest metros saw
an increase in time on market com-
pared to the previous year. Time on
market increased the most in Ra-
leigh, NC (+26 days), Austin, TX (+25
days), and Miami, FL (+25 days).
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Brokers Say Low Inventory Has Not Tempered Housing Demand continued from page 1

family home prices seem to be sta-
bilizing. Putnam County posted a
2.6% increase in the second quarter
of this year to $492,500; Rockland
County saw a 11% increase in the
single-family home median price to
$652,000. Orange County’s single-
family median was flat with just a
0.2% increase in the second quarter
of 2023 to $415,655. Bronx County’s
single-family median declined 2.9%
to $602,000, while Sullivan Coun-
ty posted the largest single-family
home sale price increase at 7.7%,
which pushed the median price to
$280,000.

Editor’s Note: For the full 2023
Second Quarter Real Estate Sales
Report for Westchester, Putnam,
Rockland, Orange, Sullivan and
Bronx counties, including informa-
tion on the condominium, coopera-
tive and multifamily markets, see
pages 20-21 in this edition of Real
Estate In-Depth.

2023 HGAR President Tony
D’Anzica said, “It’s difficult to put a
positive spin on the most recent mar-
ket statistics. June statistics reflect a
marked reduction in the number of
closed sales, demonstrating that the
market remains extremely tight with
very low inventory. While median
sales prices showed some modest
increases, price gains are a result of
very low inventory and not a reflec-
tion of a housing market recovery.”

D’Anzica, the Broker-Owner of
Dynamax Realty NYC Inc., noted
that while the average 30-year fixed
mortgage rates recently fell margin-
ally, they were still significantly high-
er than they were a year ago.

“Even with inflation tapering, the
Federal Reserve is anticipating two
more rate hikes this year, which
would push mortgage rates higher,
further reducing affordability. Addi-
tionally, the average wages required
to purchase a home has skyrock-

eted. Nothing in the current market
suggests improved affordability and
lack of affordability means that the
housing market will remain sluggish.”

Lou Budetti, Principal Broker at

aging for buyers and really discour-
aging for agents,” Budetti related.
Past HGAR President Anthony
Domathoti, AHWD, CRS, C2EX, SRS,
said the HGAR second quarter report

“Higher rates have completely
restricted supply, because sellers with
ridiculously low interest rates on their
current mortgage basically have ‘golden
handcuffs’ that are preventing them
from putting their homes on the market.
Even with prices at all-time highs, they
don’t want to lose their rates.”

—Joseph Rand, Managing Partner and Chief Creative Officer

Howard Hanna | Rand Realty

ERA Insite Realty of White Plains,
pointed squarely at the low levels of
inventory as the major factor causing
lower sales.

In trying to describe current mar-
ket conditions, Budetti recalled the
campaign slogan of the early 1990s
“It's the economy stupid,” and gave
it his own spin. “The bottom line in
today’s real estate market is: ‘It’s the
inventory stupid.”

He added that despite the “incred-
ible lack of inventory” and other eco-
nomic headwinds, buyer demand is
still strong. Budetti related that buyer
competition is intense in all price
ranges. “It's multiple offers, highest
and best, even in the $1-million-plus
price range,” he said.

The combination of low inventory
and multiple offers “is really discour-

Hurricane Season
runs from
June-November.

Damage caused by flooding
is often excluded from
home and business policies.

Flood insurance has a 30-day
waiting period. If you wait
until a storm is on the horizon,
it will be too late.

Call us today to learn how
Flood Insurance can protect
your assets.

ALLAN BLOCK INSURANCE

sales@ambins.com
(914) 631-4353
www.allanblockinsurance.com

“paints a positive picture of the local
real estate market. Sellers continue
to take advantage of the current
conditions to maximize their profits,
while buyers should be prepared for
a competitive environment.”
Domathoti, the Broker-Owner of
EXIT Realty Premium of the Bronx,
added that the continued increase in
sale prices is troubling to some buy-
ers. “Affordability remains a concern
for many prospective buyers. While
the market is generally favorable
for sellers, affordability issues and
higher interest rates continue to limit
access to housing for some buyers.
Buying or selling has been a chal-
lenge to both parties,” he said.
Joseph Rand, Managing Partner
and Chief Creative Officer of Howard
Hanna | Rand Realty, said the mar-
ket right now is “really strange... be-
cause when sales go down like this,
they usually drag prices down with
them, but prices are still reaching
historic highs in most of the markets
and homes are still selling quickly
and for close to the asking price.”
He agreed with his colleagues
that rising interest rates have not had
a dramatic impact on buyer demand.
“Instead, higher rates have com-
pletely restricted supply, because
sellers with ridiculously low interest
rates on their current mortgage ba-
sically have ‘golden handcuffs’ that
are preventing them from putting
their homes on the market. Even with
prices at all-time highs, they don’t
want to lose their rates,” Rand said.
Residential brokerage firm Houli-

han Lawrence, in its second quarter
market report for Westchester Put-
nam and Dutchess counties, said
that a significant majority of home-
owners are paying below the current
average mortgage interest rate of
6.7%, which is the highest in two de-
cades. This phenomenon has thwart-
ed the trade up, trade down activity
in all area markets and further ex-
acerbated the already low levels of
properties for sale, the brokerage
firm stated. The limited inventory of
homes, including luxury properties,
has intensified competition among
buyers and led to upward pressure
on prices in most areas.

“This environment has resulted
in a beneficial situation for home-
owners who decide to sell, and with
mortgage rates currently stabilizing,
they are becoming more inclined to
make a move. At all price points, sell-
ers are often able to realize top dol-
lar for their properties, when prop-
erly priced, and achieve significant
returns on their real estate invest-
ments,” said Liz Nunan, President
and CEO of Houlihan Lawrence.

The luxury real estate market in
the region was not immune from the
impacts of high interest rates and low
inventory. Anthony P. Cutugno, Se-
nior Vice President, Private Broker-
age for Houlihan Lawrence, said in
the firm’s second quarter luxury mar-
ket report that the “golden handcuff
effect is keeping would-be sellers off
the market. Despite limited supply
and higher interest rates, the data in-
dicates a resilient luxury market with
healthy buyer demand,” he said.

Cutugno noted that the buyers’
sense of urgency has noticeably
changed of late. “During the height
of COVID-19, buyer urgency was at
an all-time high. The purchase of a
new home in a lower density area or
on a larger parcel was a visceral reac-
tion to COVID and a means to keep
one’s family safe,” he said. “As the
pandemic moved into the past tense,
buyer motivation shifted. Discipline
replaced urgency, even as inventory
remains low. In fact, low supply gives
buyers a reason to wait until the right
house becomes available, be it in
a month or in a year. This mindset,
while practical, squelches urgency
and a willingness to compromise,”
Cutugno added.

Cutugno concluded his comments
with a positive outlook going for-
ward, “The first half of 2023 brought
no surprises. The pace of sales is
now reflective of a market that is sta-
ble. Interest rates are expected to fall
in 2023. This should help to correct
supply issues that have upset our
markets thus far in 2023

Adapting to Changing Times continued from page 4

years BMNAR'’s headquarters has been
a haven and a fixture in the neighbor-
hood for both Realtors and members
of the community. However, the build-
ing is in need of repair and it has been
underutilized. This year, | reconvened
our Bronx Presidential Advisory Group
(PAG) to explore every option—selling
the building, rehabbing the building,
renting out a portion of the building
to generate rental income, etc. With
a feasibility study now complete, our
PAG will continue its analysis and due
diligence and recommend a final plan
of action to unleash the full value po-
tential from an otherwise non-perform-
ing, but very valuable, asset.

From news-breaking reporting to in-
depth coverage of our local markets,
political developments, legal updates,
and Realtor news, our Real Estate In-
Depth newspaper is one of HGAR’s
great assets but also one of its costliest
investments. With technology chang-
ing how we communicate and receive
information at breakneck speed, it was

time to explore whether the print ver-
sion of Real Estate In-Depth is the most
efficient and cost-effective means of
communication with our membership.
With a comprehensive survey of our
membership completed, it is my hope
that our Real Estate In-Depth PAG will
be able to propose a plan that will al-
low our members to 1) continue to
receive all of the same valuable Real
Estate In-Depth content, 2) through
multiple vehicles of communication,
3) in a way that increases readership,
4) enhances value for our advertisers,
and 5) reduces cost.

For HGAR to remain a strong and
vibrant association, being fiscally vigi-
lant, prudent and proactive is neces-
sary now more than ever. However,
these attributes should always serve to
guide us. As we enter into the second
half of my year as President of HGAR, |
am committed to promoting strategies
and a vision that will allow HGAR to re-
main financially strong today and in the
future.
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VIEWPOINT

Light Summer Reading
Additional Fair Housing Requirements, New Protected

Classes in NYC, PCDS Update, You Still Can’t Cold Call!

he warmth of the summer is creep-

ing in and it’s time to put your toes
in the sand and relax; unless you're a
Realtor. For Realtors, it’s the busy sea-
son, but you know this already. So, af-
ter you have finished showing all those
properties, completed your prospect-
ing, followed up on your phone calls,
listed and staged your most recent list-
ing, discussed your most recent offers,
and helped find the right bank, inspec-
tor, contractor, painter, plumber, land-
scaper, electrician, stager, photogra-
pher, and attorney, take a moment for
yourself. Relax! And while you lie down
on the hammock, possibly with a cock-
tail or some other refreshing beverage
in hand, here is some light reading to
keep you updated on recent real es-
tate activities in the New York area and
nationally.

New Triennial Requirement
Starting in 2025

As a part of its ongoing efforts to
address fair housing inequality, NAR
recently established a new triennial
requirement for all Realtors. All Real-
tors must now complete two hours of
fair housing training every three years
as a condition of Realtor membership.
Beneficially, NAR has even included
one training option that is of no cost
to members. The three-year cycle co-
incides with NAR’s existing Code of
Ethics training requirement and begins
in 2025.

Courses satisfying the new NAR re-
quirement are:

« At Home With Diversity, a course
to help real estate professionals work
successfully in an increasingly diverse
marketplace.

« Bias Override: Overcoming Barri-
ers to Fair Housing, a course to help
real estate professionals identify and
interrupt stereotypical thinking to
avoid fair housing pitfalls.

- Any qualified equivalent courses
provided by state or local associations,
institutes, societies and councils and
their partnered providers.

- Any qualified equivalent fair hous-
ing courses approved by state licens-
ing authorities for an existing state fair
housing requirement.

« Any to-be-created non-residential

Tesla to Occupy 927,000 SF Warehouse

BARRISTER’S

BRIEFING

By Brian S. Levine, Esq

practitioner course focused on bias
and anti-discrimination training.

« Fairhaven: NAR’s online fair hous-
ing simulation, will also be updated to
meet the stated learning objectives
and the two-hour time frame require-

obesity to fall within the definition of
protected medical conditions. How-
ever, discrimination based on appeatr-
ance alone would not be protected
under the ADA. It should be noted that
New York State is considering legisla-

As a part of its ongoing efforts to address
fair housing inequality, NAR recently
established a new triennial requirement
for all Realtors. All Realtors must now
complete two hours of fair housing
training every three years as a condition
of Realtor membership.

ment so that it can be included in the
list of qualifying courses and serve as
the no-cost option.

New York City Adds
New Protected Classes

Last month, weight and height were
added to New York City’s protected
classes by Mayor Eric Adams. The new
measure means that in New York City
you can be sued for discrimination
against, and harassment of persons
based on these characteristics. In addi-
tion to prohibiting such actions, the or-
dinance may require certain accommo-
dations to allow persons equal access
despite their height and/or weight. The
creation of this new class was based
upon studies that showed that people
routinely discriminated against others
based upon their appearance.

Under the federal Americans with
Disabilities Act (ADA), the Equal Em-
ployment Opportunity Commission
(EEOC) currently considers morbid

tion similar to the New York City mea-
sure, as are several additional states,
including New Jersey and Massachu-
setts.

Property Condition Disclosure
Statement Update

Last month | provided a notice that
the Property Condition Disclosure
Statement had recently been updated
and now included a section regard-
ing the presence and/or treatment of
mold. This new form should replace
any older versions that any New York
real estate office has on file.

Since that notice, I've had several
calls regarding the requirement that
this form MUST be filled out. So, to
clarify, the form is required to be used;
however, the homeowner, after consul-
tation with their attorney, may choose
not to pay $500 at the time of the clos-
ing in lieu of filling out the form. This is
the same as it was in the past. What is
important to remember is that the real

estate licensee should not be advising
the homeowner as to whether or not
they should fill out the form. Leave that
to the attorney.

No Cold Calling

Real estate licensees may not
make any unsolicited phone calls to
a member of the public during a State
of Emergency. General Business Law
8399-z(5)(a) states:“It shall be unlawful
for any telemarketer doing business in
this state to knowingly make an unso-
licited telemarketing sales call to any
person in a county, city, town or village
under a declared state of emergency
or disaster emergency as described in
sections twenty-four or twenty-eight of
the executive law.”

NYSAR has interpreted this to in-
clude text messaging as well. Whether
the State of Emergency is related to
real estate activities is irrelevant; there
just has to be a State of Emergency.
Currently, there are three active State
of Emergency orders in effect.

During a State of Emergency, you
may not call a person’s home or cell
phone to establish a new business re-
lationship with them or solicit them to
list their home for sale. You can call a
FSBO if you have an identifiable pur-
chaser interested in the property. How-
ever, you are prohibited from calling
the FSBO to solicit the listing. It should
be noted that you may still make busi-
ness-to-business calls so long as you
are calling the number provided as the
business number.

All other types of marketing such as
mailers, billboards, social media, Inter-
net etc., are permitted.

Conclusion

Today’s light read isn’t earth-shat-
tering. However, it's important to re-
main vigilant and aware of what is hap-
pening in your business arena, even if
it's done with your toes in the sand, on
a boat, sitting in the backyard, or like
me, under a tree on a blanket. Happy
summer everyone!

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

in Newburgh

By John Jordan

GOSHEN—The Orange
County Partnership reported
on July 18 that Tesla, the re-
nowned electric car manu-
facturer, has selected Orange
County as the home for its
new regional distribution fa-
cility for vehicle parts in the
Town of Newburgh.

Orange County Partnership
officials stated that Tesla will
occupy 927,000 square feet
of speculative space built by
Matrix Development Group at
1396 Route 300 in the Town of
Newburgh.

Matrix secured approvals
for the business park located
on Route 300 in 2022 and
has since constructed two
buildings of 215,000 square
feet and 927,000 square feet.
The property, located directly
across from the Newburgh
Mall and adjacent to the 1-84/I-87 inter-
change, is considered a strategic loca-
tion for the logistics and warehouse/
distribution sector.

Tesla plans to open its East Coast
Parts Distribution Center by the end

Tesla plans to take occupancy of its Newburgh facility by the end 2023.

of 2023. Tesla plans to initially employ
150 workers at the Newburgh facility
by the end of this year and eventually
ramp up to a 300-member workforce
there, according to an Orange County
Partnership official.

No financial details or terms of the
transaction were disclosed.

Based in Monroe Township, NJ, Ma-
trix is a development firm with a rich
portfolio of projects in Orange County
including: AmerisourceBergen, wine-

shipping.com and other proj-
ects throughout the tri-state
area.

“Matrix has a long history
of undertaking quality projects
in Orange County. The Tesla
signing is yet another example
of the value of speculative de-
velopment, and exactly why we
supported the approval of this
robust business park. Our mar-
ket is strong—we will continue
to support site development in
the effort to attract more quality
companies to Orange County.
We welcome Tesla to Orange
County with open arms” said
Maureen Halahan, President,
and CEO of the Orange County
Partnership.

“Tesla is changing the au-
tomotive industry in America
and abroad. Having a rela-
tionship with Tesla in Orange
County can raise income lev-
els for our area and create good jobs.
It will also increase competition for our
workforce and is another major name
in the American economy choosing to
come to Orange County,” said Orange
County Executive Steven M. Neuhaus.
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Strides Pharma Signs 57,000 Square-Foot
Warehouse Lease at Hudson Valley iCampus

PEARL RIVER—Officials with Hud-
son Valley iCampus, reported on
June 28 it had signed a new lease
with Strides Pharma, Inc., consisting
of 57197 square feet of warehouse
space for chemical storage.

The lease includes the entirety of
buildings 170 and 170B on the 207-
acre campus in Pearl River. Building
170 is a 28,000-square-foot ware-
house building with such features
as 22-foot clear heights, a large chill
room and 10 loading docks. Building
170B is a connected 35,000-square-
foot high bay warehouse that offers
55-foot clear heights.

Strides Pharma, Inc. headquartered
in East Brunswick, NJ, specializes in
soft-gel capsules (SGC), oral solids,
modified releases, topicals and lig-
uids. It also produces high competi-
tion products with benefits of a fully
integrated value chain.

James F. Schroeder of Jones Lang
LaSalle represented Strides Pharma,
Inc. Robert Lella, Sheena Gohil and
Charles Hatfield of Colliers Interna-
tional and Jamie Schwartz, President
of Hudson Valley iCampus, represent-
ed ownership.

“We are pleased that we were able
to complete this lease transaction with
Strides and sincerely thank everyone
who was involved in making it hap-
pen. Our negotiations started at a time

The lease with Strides Pharma includes the entlrety of buudmgs 170 and 17OB
on the 207-acre Hudson Valley iCampus in Pearl River.

when there were genuine fears of a
long recession and other economic
headwinds,” said Schwartz. “Despite
the slowdown in leasing for other
types of commercial real estate, we
continue to have a strong pipeline of
lease deals, some of which are also
close to being signed.”

Strides Pharma made headlines in
October 2021 when it was announced
that it would expand its manufacturing
and marketing operations from New

Jersey and Florida to Chestnut Ridge.
Strides acquired and built out the
former Endo Pharmaceutical plant,
thereby retaining more than 215 of its
employees. The deal announced by
New York Gov. Kathy Hochul would
also involved the hiring of an addi-
tional 40 workers and an investment
of more than $42 million over a span
of the next few years to manufacture
both brand-name and generic drugs
for its own distribution and market-

ing as well as for others as a contract
manufacturer.

Strides Pharma Science Limited,
the parent company of Strides Phar-
ma, Inc., is a pharmaceutical company
with a major focus on development
and manufacture of technology-led
finished dosage formulations. The
company is also among the world’s
largest manufacturers of soft gelatin
capsules.

Hudson Valley iCampus is a 2-mil-
lion-square-foot, mixed-use, multi-ten-
anted property on 207 acres located
at 401 North Middletown Road in Pearl
River. The property’s tenant roster
of companies includes: Pfizer, Inc.,
Sanofi US Services, Inc., Momentive
Performance Materials, Auro Vaccines
LLC and Strides Pharma, Inc. It has be-
come one of the top destinations in
the New York Tri-State area for life sci-
ences, bio med/tech, manufacturing,
and warehouse tenants.

Hudson Valley iCampus is owned
by Industrial Realty Group, LLC, (IRG),
nationally recognized as a leading
force behind the adaptive reuse of
commercial and industrial real estate
solving some of America’s most diffi-
cult real estate challenges. IRG owns
more than 100 million square feet in
31 states. The property is managed by
IRG’s wholly owned affiliate, IRG Re-
alty Advisors, LLC.

$297M Financing Package Secured for Phase Two
Of Peninsula Affordable Housing Project in the Bronx

NEW YORK—The New York City
Economic Development Corpora-
tion, the New York City Department
of Housing Preservation and De-
velopment and the New York City
Housing Development Corporation,
in partnership with the development
team Gilbane Development Com-
pany, Hudson Companies, and MHA-
NY Management Inc. announced on
June 29 the closing on $297 million in
financing for the second phase of The
Peninsula, a 100% affordable mixed-
use development in the Hunts Point
neighborhood of the Bronx.

Financing was provided by the
New York City Department of Hous-
ing Preservation and Development,
the New York City Housing Develop-
ment Corporation, and Wells Fargo.

The first phase was completed in
2022, which delivered 183 deeply
affordable housing units, a 14,000
-square-foot cultural arts center, and
a 57,000-square-foot light industrial
space building that will be home to
many minority and women-owned
businesses and local food entrepre-
neurs, including Cake Pops NYC, KD
Knits, Soul Snacks, Guang De Noo-
dles, NuHatch, Bevi-Still and Delicias
y Punto along with affordable artist
studios, a performance theatre, and a
daycare facility.

Located in the heart of Hunts
Point, this phase of the Peninsula will
include two mixed-income, mixed-
use affordable buildings (2A & 2B),
with 359 units of affordable hous-
ing, a 50,000-square-foot public
plaza, and open space, a parking ga-
rage with 155 parking spaces, and a
20,000-square- foot community facil-
ity space. Construction will begin this
summer, with an expected comple-
tion in 2026.

The two mid-rise buildings will in-
clude 359 units of 100% affordable
homes, with 87% of the units at or
below 60% of area median income
and 15% of the units set aside for
households who are formerly home-

An aerial view of The Peninsula, a 100% affordable m|xed -use development in

the Hunts Point section of the Bronx.

less. Amenities for the residents will
include a gym, in-building laundry, a
children’s playroom, tenant lounge
space with access to outdoor ter-
races, a common area with Wi-Fi, and
bicycle storage. The buildings also
have sustainable design elements to
harvest rainwater and solar.

Once complete, the entire Penin-
sula campus will include five build-
ings with a targeted completion date
of 2029. The campus will include
740 affordable homes, 10,720 square
feet of retail space targeting a gro-
cery store, 52,300 square feet of
community facility space, including a
Head Start Facility, Inspiration Point’s
cultural arts facility, and a Health and
Wellness Center operated by Ur-
ban Health Plan, and 57,000 square
feet of open space. Additionally, the
project is expected to create 260
underground parking spaces in two
garages.

“We are thrilled to finalize the fi-
nancial close on the next phase of
this project. It represents the ongoing
commitment in our mission to devel-
oping dynamic communities and pro-

—CREDIT: WXY Studios

viding the Hunts Point neighborhood
with much-needed affordable hous-
ing,” said Ed Broderick, president and
CEO, Gilbane Development Compa-
ny. “To us, The Peninsula is not just
about putting up buildings; it’'s about
creating a vibrant community where
the Hunts Point community individu-
als and families can flourish for many
generations.”

“The Hudson Companies is com-
mitted to building much-needed af-
fordable homes that allow families to
stay and grow in their communities
while strengthening the neighbor-
hood for future generations,” said
Serena Deng, Development Director,
The Hudson Companies. “For years,
the Bronx has given this country so
many incredible role models, and
we’re thrilled these 359 affordable
apartments will provide a home for
residents and future leaders who will
inspire and transform this great city.
Thank you to all of our partners, in-
cluding Mayor Adams, EDC, HPD,
HDC, SCA, DCP, DOE, and Wells
Fargo Bank, for making this dream a
reality.”

“The continued development of
the Peninsula is one of the many criti-
cal components of the Hunts Point
Forward plan, and we are excited
about the financial closing for Phase
2, which will bring affordable hous-
ing and open space to help grow a
thriving community in the Bronx,” said
NYCEDC President & CEO Andrew
Kimball. “We are thankful to HPD,
HDC and the development team for
their tireless work on this project and
look forward to our continued part-
nership as we deliver on Mayor Ad-
ams’ ‘Renew, Rebuild, Reinvent’ and
‘Housing our Neighbor’ blueprints.”

“We are excited to hit this impor-
tant milestone in developing the next
phase of The Peninsula. This moves
us closer to more high-quality and
deeply-affordable housing in Hunts
Point and community-based spaces
that encourage economic success,”
said New York City Department of
Housing Preservation and Develop-
ment Commissioner Adolfo Carrion
Jr. “The Peninsula represents what
the future holds for housing in New
York City, providing a place where
people can live, work, and grow to-
gether. Thanks to all the partners
who came together to make this next
phase possible.”

The project will be financed un-
der the New York City Department
of Housing Preservation and Devel-
opment and New York City Housing
Development Corporation Extremely
Low- and Low-Income Affordability
programs. Construction will primarily
be financed with the proceeds of Tax-
Exempt Bonds issued under HDC’s
Open Resolution, with the remaining
funds coming from HDC, HPD sub-
sidy, and the sale of 4% Low-Income
Housing Tax Credits. Additional fund-
ing sources include Reso A funds
from Councilmember Rafael Sala-
manca, a sponsor loan funded from
NYSERDA grant funds, and a spon-
sor loan funded from refundable NYS
Brownfield Tax Credits.
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From left, Nikki Greenberg, Founder & Chief Innovation Officer, Real Estate of the Future; William
Solecki, Professor of Geography at Hunter College, City University of New York; Sushmita Shekar,
Urban Designer, Skidmore, Owings and Merrill; Lance Jay Brown, President, Consortium for
Sustainable Urbanization and Fellow of the American Institute of Architects; and Christine Auclair,
Coordinator, World Urban Campaign UN-Habitat.

Lynda Fernandez, Incoming HGAR CEO and Tony
D’Anzica, President HGAR

RE in Action: Achieving SDG11

Fordham University Real Estate Institute, NYC, July 13

The Hudson Gateway Associa- in sponsoring a forum for real estate titled “Real Estate in Action - Achieving ment Goal 11 (SDG11),” that focuses on
tion of Realtors, Inc. joined FIABCI, and business professionals to share SDG11: Sustainable Cities and Commu- resilient planning. The event was held
the International Real Estate Federa- best practices for sustainable planning nities” was designed to advance the at the Fordham University Real Estate
tion, and other industry colleagues and design. The July 13" event en- United Nation’s “Sustainable Develop- Institue in New York City.

From left, Raj Rajpal, Past President, FIABCI-USA; Anthony Domathoti, From left, Robert Shandley, Licensed Real Estate Salesperson, eXp Realty; Joe

HGAR Immediate Past President; Budiarsa Sastrawinata FIABCI World Lippolis, HGAR Treasurer, Licensed Associate Real Estate Broker, Berkshire

President; and Yoshi Takita, Licensed Real Estate Broker Keytone Realty Hathaway HomeServices River Towns Real Estate; Susan Greenfield, FIABCI
Immediate Past President; Tony D’Anzica, President, HGAR; and Clayton Livingston,
President, HGAR Commercial & Investment Division.

J&i& B P \ B : \ il
From left, Liz Juffin, Vice President of Business Development
& Global, Miami Realtors; Cathleen Stack Chief Marketing
Officer, HGAR and Eugenia Foxworth, Broker, Foxworth
Realty, Past President FIABCI-USA.

A

From left, Geoffrey Hurst, VP Sustainability, Related Companies, L.P. New York; Nikki Greenberg,
Founder & Chief Innovation Officer, Real Estate of the Future; Budiarsa Sastrawinata FIABCI
PHOTOS BY JOHN VECCHIOLLA World President; Michal Mlynar, Deputy Executive Director, UN-Habitat; Susan Greenfield,
Immediate Past President, FIABCI; Roger A. Jann, COO & Head of Strategic Partnerships, 2000-
Watt Smart Cities; and Christine Auclair, Coordinator, World Urban Campaign, UN-Habitat
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Better Homes and Gardens Real
Estate, the real estate network
within the Any-
where Real Es-
tate Inc. portfolio
of brands, an-
nounced recent-
ly a new leader
for the BHGRE
brand. Effective
immediately,
Ginger Wilcox
will  serve as
brand president
of BHGRE, stepping into the role that
was long occupied by industry icon
Sherry Chris, who recently became
an executive advisor for Anywhere
Brands. Wilcox will serve BHGRE’s
global network of more than 12,000
affiliated brokers and independent
sales associates and approximately
420 offices across the United States,
Canada, Jamaica, The Bahamas,
Australia, and Turkey.

Wilcox moves to the helm of BH-
GRE after holding several prominent
leadership roles spanning real estate
technology, brokerage, and transac-
tion services. She brings a proven
track record of developing and grow-
ing unique brands in the industry,
having served as Head of Industry
Marketing and Relations for Trulia,
an online real estate marketplace,
where she focused on marketing in-
novation and digital engagement.
Early in her career, Wilcox devel-
oped an award-winning online real
estate brand and brokerage, Marin
Fine Properties, which was honored
as a finalist for the Inman Innovator
Awards for most innovative real es-
tate website, as well as a finalist for
the National Association of Realtors
Center for Realtor Technology Spot-
light Awards.

Wilcox most recently served as

Ginger Wilcox

Co-CEO and Chief Revenue Officer
of RealSure, the joint venture be-
tween Anywhere and Home Partners
of America that developed innova-
tive solutions to reduce friction in
residential real estate transactions.
Prior to RealSure, Wilcox was Chief
Experience Officer at Homepoint,
a leading mortgage lender that, un-
der Wilcox’s strategic direction and
brand building efforts, grew into the
third largest wholesale mortgage
lender and the 10"-largest non-bank
mortgage lender in the United States
with over 400,000 customers.

“Ginger is the perfect person to
lead the premier real estate lifestyle
brand of Better Homes and Gardens
Real Estate as she is experienced at
growing companies and differentiat-
ing the unique value of brands,” said
Liz Gehringer, president and CEO of
Anywhere Franchise Brands. “She
continues to showcase herself as a
force of change through the broad-
er real estate industry and will be a
huge asset to the network of dedi-
cated franchise owners, brokerage
leaders, and affiliated agents.”

She has consistently been recog-
nized by the industry for her impact
and distinct experience, including
recognitions as a member of the
SP200, an Inman Top Real Estate In-
fluencer, a 2020 HousingWire Tech
Trendsetter, and a multi-time Hous-
ingWire Woman of Influence.

Chris, who previously served as
the leader of BHGRE and ERA Real
Estate, is collaborating closely with
Yannaccone and Gehringer in her
capacity as executive advisor to fa-
cilitate continued growth throughout
the Anywhere network of franchisees
across its six brands: Better Homes
and Gardens Real Estate, CENTURY
21, Coldwell Banker, Corcoran, ERA,
and Sotheby’s International Realty.
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Keller Williams Realty First In
New York recently celebrated in
“Grand Style” its 20™ anniversary
event at the Sugarloaf Performing
Arts Center in Chester. With more
than 400 people in attendance, the
evening was full of great entertain-
ment, including a live Jazz band, led
by Chris Passad and vocals by Deb-
bie Majors. The event was themed
as “The Roaring 20s,” and many
friends and colleagues dressed for
the occasion.

The event took months to plan,
with a committee of more than 15
that created the “speakeasy” feel of
the times, starting with a red-carpet
reception by KW reporters, to a fog-
filled darkened entry of red lights
and mystery. The culinary fare was
offered by Scalia and Company of
Monroe, from carvings to fountains.

The event’s purpose was to thank
all colleagues, past, present and fu-
ture, who contributed along the way
to have us enjoy 20 years as Keller
Williams first awarded franchise in
the State of New York, said Chris
Scibelli, Broker-Owner, Operating
Principal of Keller Williams Realty
First In New York. “We are eternally
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The 20" anniversary gala was held
at the Sugarloaf Performing Arts
Center in Chester.

grateful to everyone who contrib-
utes on a daily basis, participates in
our market center, works with our
stakeholders and enjoys the experi-
ences we create. Here’s to another
20,” Scibelli said.

Kevin Tuhy, CEO, Team Leader,
added, “I am thrilled to celebrate
the 20" anniversary of Keller Wil-
liams First in NY, and am proud to
be in business with Chris Scibelli
and the entire team for this remark-
able achievement. The dedication
to providing exceptional service to
our clients has been a cornerstone
of our success, and we look forward
to continuing our partnership for
many more years to come.”

! *‘b > >

member.

Top industry professionals came
together to celebrate three promi-
nent real estate colleagues who are
changing New York City’s landscape
and to support the real estate lead-
ers of tomorrow at a premiere event
last week hosted by Fordham Uni-
versity’s Real Estate Institute (REI).

MaryAnne Gilmartin, founder
and CEO of MAG Partners, Jeff
Levine, founder and Chairman of
The Douglaston Companies, and
Nicholas Fusco, Commercial Gen-
eral Manager at Related Compa-
nies/Hudson Yards, were honored
at the first-annual Real Estate Insti-
tute Awards event June 15 on the
rooftop of Douglaston Develop-
ment’s 3Eleven, at 311 Eleventh Ave.
in West Chelsea.

“This is a night to celebrate the
groundbreakers, visionaries, and
future leaders in real estate,” said
Bess Freedman, CEO of Brown Har-
ris Stevens, EAC member, and event
emcee. “Tonight, we honor the peo-
ple who have shaped the skyline
of New York City and beyond, and
your presence here supports those
who will shape it in the future.” Dr.
Anthony Davidson, Dean of Ford-
ham University’s School of Profes-
sional and Continuing Studies, was

Attending the Fordham Real Estate Institute (REI) Awards event in
New York City were, from left: Dr. Anthony Davidson, Dean, Fordham
University’s School of Professional and Continuing Studies; Jeff Levine,
founder and Chairman, The Douglaston Companies; MaryAnne Gilmartin,
founder and CEO, MAG Partners; Nicholas Fusco, Commercial General
Manager, Related Companies/Hudson Yards; Bess Freedman, CEO,
Brown Harris Stevens and member of REI’'s Executive Advisory Council
(EAC); REI’'s EAC Chair Ryan O’Connor, President and CEO of Clinton
Management; and Chris Mills, CEO and President, Electra USA, and EAC
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joined by REI Executive Advisory
Council (EAC) Chair Ryan O’Connor,
President and CEO of Clinton Man-
agement, and EAC member Chris
Mills, CEO and President of Electra
USA, to present the awards.

The REI awards were presented
in the following categories: Ground-
breaker Award to Levine, for the rev-
olutionary development at 3Eleven,
the largest new multifamily building
in Manhattan, as well as for his de-
cades of excellence in building, de-
veloping, managing and delivering
market-rate and affordable housing
options to New Yorkers. The Vision-
ary Award was awarded to Gilmartin,
a Fordham graduate who is special
advisor to the EAC. With decades of
experience in developing impactful,
iconic, large-scale projects, Gilmar-
tin leads MAG Partners, which cur-
rently has a $1 billion development
pipeline in New York, including the
recently opened “Ruby” multifamily
community in Chelsea. The Titan of
Tomorrow Award was bestowed to
Fusco, another Fordham graduate
for his academic and professional
achievement in the real estate in-
dustry and strong commitment and
service to Fordham REI's EAC and
adjunct faculty staff.

ERA Real Estate, a global franchis-
ing leader within the Anywhere Real
Estate Inc. portfo-
lio of brands, re-
cently announced
that effective im-
mediately, Alex
Vidal will serve as
brand president
of ERA, taking the
helm of the com-
pany that was
previously occu-
pied by industry
icon Sherry Chris,
who recently became an executive
advisor for Anywhere Brands. Vidal
will lead ERA's global network of more
than 40,000 affiliated brokers and in-
dependent sales associates and ap-
proximately 2,390 offices throughout
the United States and 34 other coun-
tries and territories.

As a lifelong real estate professional,
Vidal is an accomplished brokerage ex-
ecutive, industry thought leader, and real
estate coach who spent five years of his
career as an agent and vice president at
an ERA affiliate company in South Flori-
da. Most recently, he spent three years
serving as Regional Vice President for
Coldwell Banker Realty in Dallas/Fort
Worth. During his time with Coldwell
Banker Realty, he grew TheCloserClub,
an online interview and mentorship
series, featuring industry luminaries,
celebrity entrepreneurs, athletes, and

Alex Vidal

politicians in a fun, engaging format; the
platform has reached more than 14,000
real estate agents around the country.

“Alex is the ideal candidate to spear-
head the continued development of the
ERA network in an evolving real estate
landscape,” said Liz Gehringer, presi-
dent and CEO of Anywhere Franchise
Brands. “He is a fearless leader who
brings an infectious energy with a deep
appreciation for the uniqueness of ERA’'s
community of brokers and agents. His
knack for agent and brokerage growth,
authentic focus on service, and proven
team building ability will be an asset to
our entire network around the world.”

Vidal, who has a passion for coach-
ing, motivating and leading others, was
recently appointed to a regional board
position for The National Association
of Hispanic Real Estate Professionals.
He was named to the 2023 RISMe-
dia’s Newsmakers in the Influencers
category, where he was spotlighted for
being a driving force for brokers and
managers to retain and recruit top tal-
ent while supporting them to achieve
record-breaking sales.

In addition to his experience within
the Anywhere family of brands, Vidal
served as the president of RelatedISG
International Realty for over six years,
where he helped spearhead the com-
pany’s agent count growth by a mul-
tiple of 10. He started in the real estate
industry at just 19 years old and has

Please turn to page 17
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From left, Robin Ham, HG Realtor Foundation Trustee; Clare Murray, Executive
Director of the Community Center of Northern Westchester; Gail Fattizzi,
President, HG Realtor Foundation; and Carol Christiansen, Chair of the HG
Realtor Foundation Fundraising Committee

HG Realtor Foundation Donates $26K
To 11 Hudson Valley Charities in 2023

By Mary T. Prenon

WHITE PLAINS—The Hudson Gate-
way Realtor Foundation (HGRF), the
charitable arm of the Hudson Gate-
way Association of Realtors, donated
$26,000 to 11 Hudson Valley charities
during the first half of 2023.

“It is extremely rewarding to pres-
ent these checks to agencies that do
so much to support our communities
throughout the footprint of the Hudson
Gateway Association of Realtors,” said
Gail Fattizzi, 2023 HG Realtor Founda-
tion President. “We are grateful to our
many Realtor and Affiliate members
who contribute their time, money and
energy to the HG Realtor Foundation
to make all this possible.”

Donations included charities from

Westchester, Putnam, and Rockland
counties:
Alliance for Safe Kids,
Yorktown Community Center
of Northern Westchester, Katonah
Feeding Westchester, EImsford
Green Chimneys, Brewster
Gullotta House, Briarcliff Manor
Hillside Food Outreach, Elmsford
Meals on Main, Port Chester
Mount Kisco Interfaith Food Pantry,
Mount Kisco
My Sister’s Place, White Plains
SPCA of Westchester, Briarcliff Manor
VISIONS, Spring Valley
“We are so grateful for the Hudson
Gateway Realtor Foundation’s gener-
ous support in the fight against hunger.
Please turn to page 16

SPOTLIGHT ON

Robin Ham
A Woman with Many Hats

By Mary T. Prenon

Robin Ham, Broker/Owner of RGH
Realty #1, Inc. in New
City, has worn lots of
hats throughout her
career. In fact, she’s
the author of the
book, “The Hats We
Wear,” depicting the
history and traditions
of headdresses from
various cultures and
understanding the
cultural differences of
the people who wear
them.

In addition to own- .
ing her own real estate firm since
2000, Ham lists her other “hats” as the
owner of RLH Design Consultants, Inc.,
a trustee of the HG Realtor Founda-
tion, an HGAR Global Business Council
member, she will be graduating from
NYSAR’s Leadership Academy in Sep-
tember of this year. She also holds sev-
eral real estate designations.

It was Ham’s love of and natural tal-

ent for design that led her to a previ-
ous career as a technical designer
for fashion icons like
Halston, Liz Claiborne
and Eileen Fisher. A
graduate of the Fash-
ion Institute of Tech-
nology in New York
City, as well as the
Paris Fashion Institute
in France, Ham dove
head-first into Manhat-
tan’s fashion industry.
“l did just about every-
thing—working  with
merchandising, sales,
designers, pattern
makers, and quality control,” she re-
called. “I had to make sure everything
would fit before it was delivered to the
stores.”

She was involved mainly in wom-
en’s sportswear, and also ran a cloth-
ing factory in Long Island City. Ham
admits it was actually a layoff at
Halston that first opened her eyes to

Please turn to page 23

2023 HGAR RPAC
HONOR ROLL

as recorded by NYSAR June 30, 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, Century 21 Dawns Gold Realty, 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

Vlora Sejdi, Keller Williams NY Realty, White Plains

John Sheehan, Skyline | 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
Renee Zurlo, Howard Hanna Rand Realty, Central Valley

Capitol Club $250-$499

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
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, 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, Claudia Barnes, Stephanie Baran,

Diane Blanton, Laura 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, Donna Gennaro, Marie Graham,

Alisa Haitoff, Robin Ham, D. Gloria Hernandez, Sarah Hughes, Laura Jackman,
Annmarie Kovacs, Mary Krische, Rosalie Kunert Sauter, Ruth Lara Deane,

Marianne LePore, Abraham Lowy, Laurel Lustgarten, Jennifer Maher, Michael Martell,

Caterina Massaregli, Rebecca Matta-Candela, John Mc Carey, Karen McCabe,

Richard McLymont, Erica Menendez, Don Minichino, Janine Mosher. Kristina Mullings,

Eve Neuman, Altagracia Patalano, Shivanie Patino, Howard Penn, Julia Piazza,

Britzeida Pichardo, Cathleen Ripley, Jennifer Rousset, Brittany Sandarciero,

Steven Scarnati, Barbara Shaver, Anthony Sibio, Beth Siciliano, Eric Stein,
Kathleen Strong, Karen Taphorn. Carl Van Denmark

TOTAL: $224,674 78% towards goal

With 2958 contributors 66% towards participation goal

Goal: $288,025 from 4469 contributors
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Please Welcome the Following
New Members to Your Area:

Designate Realtor

Nelson M. Cabassa

Urbane Brokerage

10 West 74th Street, Ste. LLA
New York, NY 10023
646-901-5940

Salvatore DeSiena
McGrath & Company Inc.
1028 Main Street
Fishkill, NY 12524
845-896-5333

Dianne M. DeWitt

New Holland Properties LLC
12 Beekman Place #11D
New York, NY 10022
646-717-3430

** Elton O. Igunbor

Overture Properties

695 Dutchess Tpke., Suite 201
Poughkeepsie, NY 12603
845-453-8787

Joseph A. Romano
2168 Central Park Ave.
Yonkers, NY 10710
914-522-0754

Avigdor Rosenfeld
256 Throop Ave.
Brooklyn, NY 11206
929-355-5916

Jeffrey A. Shepro
Cord Realty Group

10 East 39th St, 12th FI.
New York, NY 10016
212-575-2684

** Maureen A. Tighe
11 Hanover Sq.

New York, NY 10005
917-842-3174

Affiliate

Ronnie Mandler

Best Energy Power

20 W Fairview Ave
Valley Stream, NY 11580
212-730-2267

Dave Steinberg
Summit Funding
7030 137th Street
Flushing, NY 11367
718-575-1166

Realtor

Julienna Ackerly
Keller Williams Hudson Valley, Middletown

Sheraz Ahmed
Empire City Properties, LLC, Bronx

Uchechukwu H. Akalonu
YourHomeSold Guaranteed Realty, Bronx

Alecia Ayala
Empire City Properties, LLC, Bronx

Marra B. Baker
Urbane Brokerage, New York

Mariama Balde
Reliable Realty Group, Middletown

Maryam Balde
YourHomeSold Guaranteed Realty, Bronx

BOARDROOM REPORT

Boards of Directors

Hudson Gateway Association of Realtors, Inc.
May 17, 2023
at the HGAR Offices, White Plains, New York

** Naeem Boucher
Exp Realty, New York

Justin Brody
William Raveis Real Estate, Scarsdale

Aiden M. Burden
RE/MAX Town & Country, Fishkill

Henry F. Cabral
eRealty Advisors, Inc., White Plains

Steven Cameron
Keller William NYC, New York

Cisne S. Cardenas
Keller Williams Realty Partner,
Baldwin Place

Sultan A. Chowdhury
Progress Realty, Inc., Bronx

Daphne Ciallela
Keller Williams Realty Partner,
Baldwin Place

Dejaurnelle Cid
Keller Williams Realty Group, Scarsdale

Kimberly Clarke
Scope Realty Bx, Bronx

Catherine Contino
Houlihan Lawrence, Inc., Rye

Christopher Couloute
Instahomes Realty LLC, Richmond Hill

Michelle Croff
Cabins & Canoes Real Estate, Forestburgh

Keldy C. Damas
Keller Williams Hudson Valley, New City

Vincent P. DelLuca
De Luca Realty Group INC., Bronx

Nicholas A. Demasi
Rye Port Real Estate, Inc., Rye

Daniel Dickinson
Exp Realty, Newburgh

Loren Flanagan
Keller Williams Realty, Chester

Alexandra Fuller
Howard Hanna Rand Realty, White Plains

Anne Marie Gallagher
Exp Realty, New York

Dorinda Garcia
Howard Hanna Rand Realty, Central Valley

Carly Giannalone
Corcoran Legends Realty, Briarcliff Manor

Isabella Giner
Giner Real Estate Inc., Katonah

Serojnie D. Girdharry
Keller Williams Hudson Valley, Middletown

Garett Goldberg
Elegran LLC

Melissa Goncalves
Exp Realty, White Plains

Cirleny Gonzalez
Keller Williams Realty Group, Scarsdale

 Elevator Maintenance

* Violation Removal & Testing
* Modernization

* New Construction

Providing Secure Elevator Solutions
for the NY Metro Area for 38 Years

Trust D&D Elevator
Mamtenance Inc.

CONTACT: Michael Bonardi (914) 347-4344
www.ddelevator.com

Serving NYC, Brooklyn, Bronx and Queens
Westchester, Rockland, Putnam, Dutchess & Nassau Counties

Sara R. Gore
Serhant LLC, New York

Moishe Gross
Landslide Realty Corp., Spring Valley

Harinder K. Gurm
Keller Williams Realty, Chester

Natasha S. Hall
YCL Real Estate Consulting, Riverdale

Kenji E. Harper
Triforce Commercial RE LLC,
Mount Vernon

Kealohalika Harvey
Keller Williams NY Realty, White Plains

Cathy A. Hasselt
Joe Hasselt Real Estate, Bronx

Moricia Henry
The McNeil Group, LLC, New York

Edward C. Herger
Houlihan Lawrence, Inc., Chappaqua

Zaki Ispahany
Keller Williams Hudson Valley, New City

Sarah N. Jenkins
Century 21 Future Homes Realty, Bronx

Angelia D. Johnson
Cherryl Butler Realty, Peekskill

Maria B. Kemp
R New York, New York

Nelly Kenig
Century 21 Full Service Realty, New City

Taeyun D. Kim
Houlihan Lawrence, Inc., Rye

Mendel Klein
Exit Realty Venture, Monroe

Michael Labriola
Giner Real Estate Inc., Katonah

Xiaoming S. Li
Corcoran Legends Realty, Tarrytown

Xinmiao Lin
Christie’s International Real Estate,
Scarsdale

Janet Ljuljovic
RE/MAX Distinguished
Homes & Propertes, Tuckahoe

Narassa Longueira
Keller Williams Hudson Valley, New City

Rebecca L. Malave Ferrer
Keller Williams Realty Partner,
Baldwin Place

Duval Malcolm
Real Broker NY LLC, Bronxville

Allyson M. Mann
RE/MAX Town & Country, Fishkill

Edgar B. Martinez
HomeSmart Homes & Estates,
Montgomery

Xavier Maymi
REO Edge LLC, Cross River

Eric McAllister
RE/MAX Town & Country, Central Valley

** Cathy M. McCarthy
Keller Williams Prestige Properties,
Stamford, CT

Monique McDonald
Weichert Realtors Heritage Properties,
Inc., Mount Vernon

Steven Medrano
Exp Realty, White Plains

Thomas Mekeel
Century 21 Alliance Realty Group,
Wappingers Falls

Mona Montal
Rand Commercial, New City

Jennifer Morfea
Exp Realty, White Plains

** Jessica Mornan
Exp Realty, White Plains

Jesus Muniz
Exp Realty, White Plains

Jake Murray
Scope Realty Bx., Bronx

** Daniel Nachum
Real New York, New York

Alicia Noel
Century 21 Dawns Gold Realty, Yonkers

** Matthew O’Hare
Coldwell Banker Realty, New City

Joanna Ortiz
Century 21 Galvez, Bronx

Benjamin Perez
Exit Realty Premium, Bronx

Marsha Place
Keller Williams Hudson Valley, New City

Shadai B. Plowden
Keller Williams Realty NYC Group, Bronx

Bill Polynice
Exp Realty, White Plains

John Quinlan
Scope Realty Bx, Bronx

Jennifer Rosado
Joseph Baratta Company Realty,
Tarrytown

Aidan Rose
Curasi Realty, Inc., Montgomery

Yidel Rosenberg
Exit Realty Venture, Monroe

Ritesh Sadhwani
Century 21 Full Service Realty, New City

Ramilka V. Sanchez Ceballos
Exp Realty, Newburgh

Sam Sangiorgi
Keller Williams Realty Group, Scarsdale

Michael Santarpia
K. Fortuna Realty, Inc., Hopewell Junction

Jeanette Sargent
Joseph Baratta Company Realty,
Tarrytown

Joseph J. Scaglione
Keller Williams Valley Realty,
Woodcliff Lake, NJ

** Gary Schaeffer
Terrie OConnor, Ramsey, NJ

Angela R. Schilsky
eRealty Advisors, Inc., White Plains

Diego F. Sinchi
Delux Realty Group LLC, Hartsdale

Alexander J. St. Aime
Exp Realty, New York

Ekaterina Stepanova
RE/MAX Town & Country, Fishkill

Shmuel Tabibov
Meyers Enterprise Realty Group, New York

Klevis Tana
Howard Hanna Rand Realty,
Briarcliff Manor

Karyna Tavares
Legendary Realty Corp., Harriman

Zalmen Teitelbaum
Exit Realty Venture, Monroe

Clare G. Terhune
Giner Real Estate Inc., Katonah

** Peter C. Thomas
Cord Realty Group, New York

Jared Tjornhom
Keller Williams Hudson Valley, Middletown

Lilia P. Vasquez
Keller Williams Realty Group, Scarsdale

Elizabeth C. Veras
Call It Homes Realty LLC, Astoria

Tatiana Volcy
Charles Rutenberg Realty, Inc., Plainview

John J. Walsh
Serhant LLC, Northport

Gillian Wander
Keller Williams Realty Partner,
Baldwin Place

Isreal Weinstock
eRealty Advisors, Inc., White Plains

Moses Weiss
eRealty Advisors, Inc., White Plains

Joseph D. Wulliger
Keller Williams Valley Realty, Woodcliff
Lake, NJ

Larry M. Yalkowsky
Howard Hanna Rand Realty, White Plains

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

**Secondary Member
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AU G U ST2023 Course Schedule

via ZOOM

*Course qualifies for the Virtual Card

Auqust 3- Today’s Mortgage Program Options: Every Realtor Needs to Know* with Sheetal Sawhney
August 7- Fair Housing* with Robin White (CORE)

August 9- Cultural Competence: A Real Estate Perspective* with Carole McCann (CORE)
Agency Update: The NYS Agency Disclosure Form* with Carole McCann (CORE)

Auqust 10- FHA Guidelines and Updates* with Sheetal Sawhney
Ethical Business Practices* with Peter Mallon (CORE)

August 15- Legal Update* with William O’Keeffe (CORE)
Implicit Bias: How the Mind Makes Decisions Without You* with William O’Keeffe (CORE)

August 17- 203K Government Rehab Loan Guidelines and Updates* with Sheetal Sawhney
Matrix 1: Introduction to Matrix* with Donna Bruno

Auqust 22- Upgrading Your House for Sale on a Budget* with Lisbeth Calandrino

Auqust 24- (Transaction Desk) Instanet Forms & AuthentiSign* with Katheryn DeClerck

LIVE Classes

Auqust 28- Cultural Competence: A Real Estate Perspective* with Robin White (GOSHEN)

August 29- Implicit Bias: How the Mind Makes Decisions Without You* with Robin White (GOSHEN)

Online Packages i te ceshop

[ ] ’ -
Take at your own pace Don’t have the time to Zoom?
e Good for 1 year from date of purchase . )
o Packages include everything needed for renewal onllne IS for YOU!
*Online classes via The CEShop are not included in the Virtual Card hgar.leaponline.com

Evenings — Monday thru Thursdays

77 hr. Salesperson September 18" — November 6"

**Includes 3 LIVE Optional Reviews via Zoom™*

Price: $549.00

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. W '

Qualifying Course via ZOOM

VIRTUAL
HUDSON GATEWAY
bty * Online classes via CE SHOP, designation courses, and certification courses ASSOCIATION OF REALTORS®
WILL NOT be included in the purchase of the Education Card. HGAR.COM
JULY July 27 July 31 August 8
Julv 24 HGRF Volunteer Event CCIM Institute Information Session Breakfast with Benefits: Tax Reduction
y At Friends of Karen SPrZHGAﬁJ“ggE\?er; o0l Strategies for Real Estate Professionals
ia Zoom 10: -1 ) ) )

:v(:::::v?sm;cougtz;:ﬂy - North Salem, 10:00AM - 1:00PM AUGUST Via Zoom 10:00AM - 12:30PM

ite Plains, 2: -6: : : : .

Women in Commercial U U Pizza with the President - TBA
July 26 Real Estate Series: August 2 August 15
THE PATH TO ACCESSIBILITY Diversity Dimensions Breakfast with Benefits: Are You _Re?dy forAl?  Breakfast with Benefits:
Discussing ADA Compliance, Inclusivity, In Commercial Real Estate \l;zezﬁ«:)t: Ig%r(r)l:,l\;te :gz((;:,\r;lpetltlon. Don’t Be the Invisible Agent!
! , J. = 1U: .
And Fair Housing Best Practices HGAR White Plains, 9:30AM - 11:30PM A t3 Via Zoom 10:00AM - 11:00AM
. ugus
Via Zoom, 11:00AM - 12:30PM .
_ Be Your Best: , CID: De-Mystifying the Three C’s; August 29

A Subway Ride to the Ball Game Comprehending New York’s Co-ops Casinos, Cannabis, & Crypto Breakfast with Benefits: 203K Loans

Yankee Stadium, Bronx, 500PM - 10:00PM Via Zoom, 12:00PM - 1:00PM HGAR White Plains, 9:00AM - 11:30PM Via Zoom, 9:30AM - 10:30AM
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Progress Made on Telemarketing

LEGISLATIVE
AFFAIRS

he dust has settled and we find
ourselves standing on the brink of
success?

As you know, the 2023 legislative
session was exciting but unproductive.
Passing about half the number of bills
as they did the year before, the 2023
session will be remembered for having
a budget that was a month late, a hous-
ing crisis demurred, and the momen-
tary defeat of “Good Cause” eviction.
Yet, the 2023 legislative session was
not without a very important victory.

| am happy to report that there has
been significant movement on the
technical amendments that prohibit
telemarketing activities during a state
of emergency. NYS Assembly Bill 6680
was introduced by Assemblymember
Amy Paulin (D-88" District, Scarsdale),
voted on and passed with unanimous
support!

Movement on this issue and the
success of this bill comes from our
great team at the New York State As-
sociation of Realtors and the leader-
ship of Government Affairs Directors
Mike Kelly and Legislative and Political
Affairs Director Jared Burns. However,
possibly more important is that we can
draw a direct line to our hoped-for suc-
cess on the telemarketing ban issue to
HGAR’s Lobby Day and the resultant
movement of this bill based on the as-
sociation’s advocacy.

Assemblymember Paulin, the bill’s
sponsor, was one of the elected offi-
cials who attended our Lobby Day. The
importance of this issue was conveyed

By Alexander Roithmayr

to Assemblywoman Paulin and her As-
sembly colleagues that attended the
HGAR session. Within a month of our
May 2" Lobby Day, the Assemblywom-
an had A.6680 voted on and passed

companion bill S.412, sponsored by
State Senator Kevin Thomas (D-6%
District-Long Island, has not made any
significant movement this legislative
session. That being said, the Assembly

Possibly more important is that we can draw
a direct line to our hoped-for success on the
telemarketing ban issue to HGAR’s Lobby Day
and the resultant movement of this bill based
on the association’s advocacy.

on the Assembly floor by June 6". And
not just passed but passed with unani-
mous support. In such a decisive time,
this is truly a feat to be recognized.
The success of Lobby Day had real
and substantial consequences for our
issues. Thank you.

Alas, our efforts have won us the
battle but not the war. The New York
State Senate has proven to be more of
a stickler when it comes to the com-
monsense solution of A.6680. The

P HGAR
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passing this bill with such overwhelm-
ing support put a lot of pressure on the
Senate.

So, the battle lines are set. We have
the Assembly and come January, we
will consolidate our efforts and focus
on the Senate. In a legislative session
laced with inaction and infighting, it
is truly amazing that we were able to
convey our needs on this issue so ef-
fectively. | have complete faith that
HGAR and NYSAR will be able to move

Ban

New York State Assemblywoman
Amy Paulin at HGAR’s Lobby Day
session on May 2. A record number
of HGAR members participated in the
2023 Lobby Day event in Albany.

the needle forward in 2024. There
will be more to come, but until then,
please enjoy the summer and rest up,
because we have a lot of work to do
soon.

For anyone looking for more infor-
mation on the Telemarketing Activi-
ties bill, details about the bill text and
movement, Google NYS Assembly
A.6680.

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

THE MOUNT KISCO I

H

From left, Bob Shandley and Carol Christiansen, HG Realtor Foundation;
Trina Ward Fontaine, Mount Kisco Food Pantry; Elisa Bruno-Midili, HG
Realtor Foundation; Roberta Horowitz, Mount Kisco Food Pantry Director of
Operations and Programs and Matt McAllister, HG Realtor Foundation

HG Realtor Foundation Donates $26K
To 11 Hudson Valley Charities in 2023 continued from page 13

Their partnership helps us bring good
nutritious food to areas in Westchester
County where it is needed most,” said
Elisabeth Vieselmeyer, Senior Director,
Corporate, Foundation & Community
for Feeding Westchester.

In the fiscal year 2022, Feeding
Westchester provided more than 19
million pounds of food equivalent to
nearly 16 million meals through soup
kitchens, food pantries, schools, shel-
ters, residential programs, and mobile
distributions. That fed 200,000 peo-
ple—including children, seniors, veter-
ans, and hardworking families—every
month.

“Green Chimneys is so thankful to
The Hudson Gateway Realtor Founda-
tion for its support and commitment
to helping us provide vital therapeutic
education and services to the children
and families across the Hudson Valley
region,” said Green Chimneys Execu-
tive Director, Dr. Ed Placke.

Founded in 1947 and headquar-
tered on a farm and wildlife center,

Green Chimneys is recognized as a
worldwide leader in animal-assisted
therapy and educational activities for
children with special needs. Its ser-
vices include an accredited special
education school, residential treat-
ment center, nature-based therapeutic
programs, community-based support
for youth and families, and public edu-
cation and recreation opportunities for
people of all ages.

Since 2014, the Hudson Gateway
Realtor Foundation has donated hun-
dreds of thousands of dollars to chari-
ties and non-profits throughout the
Hudson Valley. As concerned mem-
bers of the communities they work in,
the Hudson Gateway Realtor Founda-
tion participates in qualified communi-
ty-based charities who serve the hous-
ing, hunger, health, happiness, and
humane needs of citizens everywhere.

For more information or to apply
for funding from the Hudson Gateway
Realtor Foundation, please visit www.
HGRealtorFoundation.com
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worked with notable real estate com-
panies in Florida, California, Colorado
and Texas, holding various recruiting
and management roles.

Howard Hanna | Rand Realty an-
nounced that Elizabeth Muniz, Celina
Rofer and Lauren
Kelly have been
recognized by
the National As-
sociation of His-
panic Real Estate
Professionals as
three of the top
250 Latino Real

Estate Agents
in the country.
The prestigious

Elizabeth Muniz

award celebrates
their exceptional achievements and
contributions to the real estate indus-
try.

NAHREP hon-
ors the top 250
Latino agents
annually, recog-
nizing their out-
standing service
and their efforts
in boosting His-
panic home-
ownership. With
more than 2,000
agents nominat-
ed this year, Muniz, Rofer, and Kelly
have demonstrated their commitment
to excellence
and their impact
on the communi-
ties they serve,
brokerage offiials
noted.

“We are hon-
ored to have such
successful  and
driven women
like Elizabeth,
Celina, and Lau-
ren as part of our
team at Howard Hanna | Rand Realty,”
said Matt Rand, CEO at Howard Hanna
| Rand Realty. “Their continued dedi-
cation to the real estate industry and
their passion for creating a more di-
verse and inclusive community make
a significant difference. Elizabeth,
Celina, and Lauren embody the core
values and principles we uphold, and
their achievements serve as a beacon
of inspiration for us all.

Collectively, the 250 award-winning
agents, including Muniz, Rofer, and
Kelly, have achieved an impressive
sales volume of more than $6.5 billion
and successfully closed approximately
19,856 transactions. Their hard work
and dedication have played a pivotal
role in advancing NAHREP’s mission of
promoting sustainable Hispanic home-
ownership.

“lam immensely grateful to NAHREP
for acknowledging me as one of the
nation’s foremost Latina agents. This
recognition humbles me, and | am truly
honored to be a guiding force in up-
lifting my community. My mission is to
inspire others to passionately engage
with causes that resonate deeply with-
inthem. As agents, it is our unwavering
responsibility to lead by example and
drive meaningful change.” said Muniz.

Rofer, a dedicated advocate for His-
panic homeownership, expressed her
deep appreciation upon receiving the
prestigious recognition from NAHREP.
She stated, “I am honored to have
earned this recognition, as it showcas-
es the profound impact agents have
on transforming lives through home-
ownership. As a proud supporter of
NAHREP’s mission, | am committed to
empowering Hispanics on their path
to achieving their dreams of owning
a home. Together, we are building a
brighter future, one home at a time.”

“I am tremendously honored to be
recognized as one of the top Latino
agents by NAHREP,” Kelly added. “This
distinction validates the hard work and
dedication | have put into my career,

Celina Rofer

Lauren Kelly

"". h
From left, Edith Smith, D

RM Property Services, LLC
(RMPS), an affiliate of Robert Martin
Company, one of the largest real
estate management and develop-
ment firms in Westchester County,
was honored with two construction
awards at the Building Owners and
Managers Association of West-
chester County’s 31 Annual Hall of
Honor Awards Dinner held on May
11" at Abigail Kirsch at Tappan Hill in
Tarrytown.

The distinguished awards pre-
sented to RMPS included the 2023
Best of BOMA Westchester County
Signature Award for Best Tenant Fit
Out (Medical) on behalf of Dialysis
Clinic, Inc., the United States’ larg-
est, non-profit dialysis provider.
The award reflects RMPS’ fit out
for DCI's 1 Skyline Drive location in
Hawthorne.

RM Property Services also earned

ialysis Clinic Inc.; Charles Coppolo, Dialysis
Clinic Inc.; Carol Crescenzo, Dialysis Clinic Inc.; Damian Finley, Robert
Martin Company and Brian Van Riper, Robert Martin Company.

S

the 2023 Best of BOMA Westches-
ter County Signature Award for Best
Capital Improvement at Lightbridge
Academy of Scarsdale, a new Cen-
tral Park Avenue location for one of
the country’s fastest-growing child
care and early childhood education
franchise businesses with multiple
centers in the region.

“BOMA Westchester is an excep-
tional organization with a celebrat-
ed, rich history of recognizing the
best-of-the-best for their hard work,”
stated RMC Executive Vice President
Damian Finley. “Receiving these
two honors from industry peers is
a proud moment for our dedicated
team of professionals and reflects
the company’s unwavering commit-
ment to providing the highest-quality
construction management services
to a growing list of satisfied clients
throughout the region.”

and | am grateful for the opportunity to
positively impact the lives of my clients
while contributing to the growth of
Hispanic homeownership. Being part
of the NAHREP network allows me to
make a lasting and positive impact on
the lives of our clients and the commu-
nities we serve. | am proud to be a part
of this mission.”

Rosa Lulgjuraj has recently joined
Grand Lux Realty’s Somers office.
Raised in the
Bronx and a cur-
rent resident of
Putnam County,
Lulgjuraj, a child
of European im-
migrants, devel-
oped a passion
forreal estate at a
young age when
she worked in her
family’s property
management business.

While working for a major lighting
company, she worked her way up from
an entry-level customer service repre-
sentative to a senior customer service
manager. Later, she was promoted to
product manager in charge of inven-
tory and communications with inter-
national vendors. Lulgjuraj is fluent in
English, Albanian, Serbo-Croatian. Her
coverage area is Putnam and West-
chester counties, as well as the Bronx.

Rosa Lulgjuraj

Virginia “Brodsky” Damato, As-
sociate Broker has rejoined Howard
Hanna | Rand Re-
alty’s Pearl River
office.

Born and
raised in Oran-
getown, her real
estate journey
began at a young
age, obtaining her

Real Salesperson Virginia
License at 18 and “Brodsky”
subsequently be- Damato

coming a NY Brokers License holder
at 24, which showcases her dedication
to excellence and professionalism.

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 May. The Mon-
roe office, which
is managed by
Lydia Mitchell,
had the most list-
ings and the high-
est dollar volume
from weichert.
com transactions
in the Weichert
sales region.

Individually,
Rosalie Cook had the highest dollar
volume and the most listings and rev-
enue units in the
sales region. Em-
ily Zambetti had
the highest dol-
lar volume from
weichert.com
transactions.

Cubias also re-
cently announced
that the Rockland
County Regional
office was recognized for outstand-
ing achievement at the regional lev-
el in May. The
Rockland County
Regional  office,
which is man-
aged by Karen
McCabe, had
the most rev-
enue units in the
Weichert  sales
region, which is
comprised of lo-
cations through-
out Rockland,
Orange, Dutchess and Westchester
counties, and New York City.

Rosalie Cook

o N

Emily Zambetti

Karen McCab

Houlihan Lawrence reported re-
cently that three of its agents have
been named among the top 250 real
estate professionals in the nation for
sales volume. Considered the indus-
try’s most definitive ranking, the pres-
tigious REAL Trends & Tom Ferry “The
Thousand” list, now in its 18™ year, is
advertised in The Wall Street Journal.

Three Houlihan Lawrence agents
were named to the 2023 “The Thou-
sand,” placed them in the top 0.065%

of the more than 1.6 million licensed
real estate professionals nationwide.

The agents
and their rank-
ings are:Pollena
Forsman (Larch-
mont) ranked
128 in Transac-
tion Volume with
$155.49  million
in sales; Ellen
Mosher (Green-
wich) ranked
161 in Transac-
tion Volume with
$143.47 million Pollena Forsman

in sales and Chrissy Hazelton (Rye)
ranked 220 in Transaction Volume with
$120.55 million in
sales

“With great
pride, we honor
our elite agents
who elevate the
real estate indus-
try every day,
stated Liz Nunan,
the President and
CEO of Houlihan
Lawrence. “These
individuals embody the core values
of Houlihan Lawrence, demonstrat-
ing unwavering
dedication to our
communities and
clients. We strive
to be among the
industry’s  finest,
and we applaud
our agents for
their success.”

There are sep-
arate categories
honoring the top Chrissy Hazelton
one thousand individual agents and
agent teams in the country, including
the top 250 individual agents by sales
volume which is where the Houlihan
Lawrence agents have been honored.
This year’s ranking reflects sales data
from all of 2022.

Ellen Mosher

Howard Hanna | Rand Realty has
announced the addition of Kimberly
Cacace to the
residential  bro-
kerage firm.

Cacace is a
highly sought-
after real estate
professional
known for her in-
dustry knowledge
and dedication to
her clients. With a
career spanning
10 years, she has earned the trust and
admiration of a diverse clientele, rang-
ing from first-time homebuyers to sea-
soned investors, the brokerage stated.
According to her website, she will be
working out of Rand’s White Plains and
Ridgefield, CT offices.

Growing up in the Westchester
and Fairfield County areas, she has
covered a wide geographical area,
extending from The Bronx to Orange
County and across to Fairfield County
in Connecticut.

Cacace began her career as an ad-
ministrator at ERA Insite Realty in 2014,
she quickly rose to prominence, earn-
ing recognition as a Platinum award
winner and establishing herself as one
of Westchester’s top Realtors.

“We are thrilled to welcome Kim-
berly Cacace to our team at Howard
Hanna | Rand Realty,” said Joe Maymi,
Branch Manager of the White Plains
office. “Kimberly’s expertise and com-
mitment to excellence align perfectly
with our values, and we are confident
that her addition will further enhance
the exceptional service we provide to
our clients.”

To Advertise in
Real Estate In-Depth

Contact Mary Prenon at (914) 681-0833
or Mary.Prenon@HGAR.com

Kimberly Cacace
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Regional Home Sales Volume
Drops Sharply in Second Quarter

2nd Quarter 2023

2020 - 202

6-County Total Residential Sales
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Data provided by OneKey® MLS, one of the largest REALTOR® subscriber-based MLS’s in the country, dedicated to
servicing more than 46,000 real estate professionals that serve Manhattan, Westchester, Putnam, Rockland, Orange,
Sullivan, Nassau, Suffolk, Queens, Brookiyn, and the Bronx. OneKey® MLS was formed in 2018, following the merger of
the Hudson Gateway Multiple Listing Service and the Multiple Listing Service of Long Island. For more information on

WHITE PLAINS—At the end of the
second quarter of 2023, member firms
of the Hudson Gateway Association
of Realtors (HGAR) were reporting
that buying demand remained high,
however, buyer confidence had been
shaken by the banking crisis, high in-
terest rates, inflation and a predicted
economic downturn or recession. The
results of the second quarter clearly
show that these headwinds remain a
concern for many homebuyers and
home sellers here and across the na-
tion.

The second quarter 2023 regional
data showed lower sales and stabiliz-
ing prices in reaction to high interest
rates that during June at times exceed-
ed 7%. Inventory levels plummeted in
the region, giving home buyers less
purchase options.

Residential sales, which include
single-family homes, condominiums,
co-operatives and 2-4-family multi-
family homes, decreased across the
board in the second quarter of this
year compared to the second quarter
of 2022, with both Westchester and
Sullivan counties seeing the largest
sales volume declines at 26.8% and
26.9%, respectively. Rockland County
had a decrease in residential sales of
19%, Putnam County saw a decrease
of 19.5%, Orange County posted a de-
crease of 19.7% and Bronx County’s
home sales were 20.3% lower. One
bright spot in the second quarter of
this year was the niche co-operative

800-670-3110

www.trustcobank.com

fJONingy

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

¥ No Appraisal Fee, No Points
¥No Borrower Paid Private Mortgage Insurance*
¥No Tax Escrow Required

X Low Closing Costs, Low Interest Rates

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

Come into any of our Hudson Valley locations and deal with one our friendly

Branch Managers, who are also Loan Originators!

&
)
4

Orange County - Monroe Office (845) 782-1100 Putnam County - Mahopac Office (845) 803-8756 Rockland County - Airmont Office
(845) 357-2435, New City Office (845) 634-4571, Nyack Office (845) 535-3728, Pomona Office Tel: (845) 354-0176
Westchester County - Ardsley Office (914) 693-3254, Briarcliff Manor Office (914) 762-7133, Bronxville Office (914) 771-4180, EImsford

Office (914) 345-1808, Hartsdale Office (914) 722-2640, Katonah Office (914) 666-6230,
Mamaroneck Office (914) 777-3023, Mt. Kisco Office (914) 666-2362, Peekskill Office (914) 739-1839, Pelnam Office (914) 632-1983

TRUSTCO
/N BANK"

Your Home Town Bank

market in Rockland County, which saw
a 60% jump in the number of transac-
tions compared to the second quarter
of last year.

In Westchester County, the single-
family home median sale price was
down by 4.4% to $846,500, while the
second quarter 2023 median sale price
of a multi-family house in Westchester
jumped 5.2% to $746,850. The condo-
minium, median sale price increased
by 5.6% to $475,000 as compared to
12 months earlier. The co-op median
sale price in Westchester County de-
creased by 8.6% to $185,000 in the
second quarter of this year.

In Rockland, Putnam, Sullivan and
Orange counties, median sale prices
increased for all property classes, with
standouts being a 22.2% increase in
the multi-family median sale price in
Rockland County to $665,750, and
a 34.7% increase in Orange Coun-
ty’s multi-family median sale price to
$409,000. Bronx County saw a de-
crease in median sale price across all
property classes, with the largest de-
crease being 22.8% in the co-op mar-
ket to $192,500.

Single-family home prices seem to
be stabilizing. Putnam County posted a
2.6% increase in the second quarter of
this year to $492,500; Rockland Coun-
ty saw a 1.1% increase in the single-fam-
ily home median price to $652,000.
Orange County’s single-family median
was flat with just a 0.2% increase in the

Please turn to page 22
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WESTCHESTER COUNTY ROCKLAND COUNTY
WESTCHESTER - Second Quarters 2020-2023 % Change ROCKLAND - Second Quarters 2020-2023 % Change
Property Type 2020Q2 2021Q2 2022Q2 2023Q2 2022-2023 Property Type 2020 Q2 " 2021 Q2  2022Q2 2023 Q2 2022-2023
NUMBER OF SALES, 2ND QUARTER . . NUMEER GRS ATES 1ZNPIGURRITER
. . Single Family Houses 363 615 475 369 -22.3%
Single Family Houses 1,184 1,845 1,589 1,195 -24.8% o
L Condominiums 104 182 126 106 -15.9%
Condominiums 205 403 425 312 -26.6% C i 13 31 20 32 60.0%
Cooperatives 346 514 593 425 -28.3% O;"flrf ""T’IS > o4 o5 o 36'0;
2-4 Family 77 149 161 94 -41.6% -+ ramily 0.0
Total 1,812 2,911 2,768 2,026 -26.8% Total 487 852 646 523 -19.0%
NUMBER OF SALES - YEAR TO DATE (6/30) cllalslan o el e U
Single Family Houses| 2,244 3,352 2,842 2,036 -28.4% Single Family Houses 815 1,224 993 706 28.9%
.. Condominiums 210 352 290 192 -33.8%
Condominiums 438 712 820 511 -37.7% _
. Cooperatives 36 46 41 48 17.1%
Cooperatives 726 1,011 1,098 826 -24.8% 24 Famil 29 57 54 33 -38.9%
2-4 Family 223 299 323 215 -33.4% y :
Total| 3,631 5,374 5,083 3,588 -29.4% Total 1,090 1,679 1,378 979 -29.0%
' ' : ’ ’ MEDIAN SALE PRICE
MEDIAN SALE PRICE . . 0
Single Family Houses| 710,000 | 835,000 | 885,000| 846,500 -4.4% Single Family Houses| 475,000 | 550,000 | 645,000 | 652,000 1.1%
Condominiumsl 390000 | 405000 | 450.000 475,000 5 6% Condominiums| 250,000 312,500 | 312,500 | 345,000 10.4%
Cooperatives| 190,000 | 190,000 | 202,500 | 185,000 -8.6% Cog‘flrft""f’ls 4:(7)’288 422 ’Zgg ;gg'ggg ;gg’ggg ;Z; ;’
2-4 Family] 590,000 | 665,000| 710,000 | 746,850 5.2% -+ ramiy : : : ’ £
TERRIENEERICE MEAN SALE PRICE
Single Family Houses| 920,466 | 1,121,491 | 1,227,637 | 1,134,922 -7.6% Single Family Houses| 514,630 | 602,632 | 683,991 | 737,389 7.8%
Condominiums| 449955 | 492169 | 581678 624.068 7 3% Condominiums| 285,712 396,371 366,100 | 411,663 12.4%
, . . . g . :
Cooperatives| 231,392 | 219369 | 237.063| 217,913 -8.1% Cog‘flrft"’e_’ls lig’gi’i ;52’322 ;?‘1“;2 ;:;g;g i;g ;’
2-4 Family| 598,008 | 676,026 | 730,786 | 756,037 3.5% -+ ramiy : : : ’ 970
END OF QUARTER INVENTORY END OF QUARTER INVENTORY
Single Family Houses 3,357 2,294 1,349 885 -34.4% Single Family Houses 830 473 409 308 -24.7%
Condominiums 449 455 240 222 -7.5% Condominiums 187 86 7 63 -11.3%
Cooperatives 477 634 646 443 -31.4% Cooperatives 28 19 26 10 -61.5%
2-4 Family 208 180 207 124 -40.1% 2-4 Family 33 44 34 15 -55.9%
Total 4,491 3,563 2,442 1,674 -31.4% Total 1,078 622 540 396 -26.7%
SULLIVAN COUNTY BRONX COUNTY
SULLIVAN - Second Quarters 2020-2023 % Change BRONX - Second Quarters 2020-2023 % Change
Property Type 2020 Q2 2021 Q2 2022Q2 2023Q2 2022-2023 Property Type 2020 Q2 2021 Q2 2022 Q2 2023 Q2  2022-2023
NUMBER OF SALES, 2ND QUARTER NUMBER OF SALES, 2ND QUARTER
Single Family Houses 196 337 273 205 -24.9% Single Family Houses 85 157 189 158 -16.4%
Condominiums 0 3 4 1 -75.0% Condominiums 32 72 73 48 -34.2%
Cooperatives 0 0 0 1 0.0% Cooperatives 76 178 182 146 -19.8%
2-4 Family 1 16 17 8 -52.9% 2-4 Family 104 207 215 173 -19.5%
Total 197 356 294 215 -26.9% Total 297 614 659 525 -20.3%
NUMBER OF SALES - YEAR TO DATE (6/30) NUMBER OF SALES - YEAR TO DATE (6/30)
Single Family Houses 406 681 551 399 -27.6% Single Family Houses 208 345 356 283 -20.5%
Condominiums 2 4 7 2 _71.4% Condominiums 76 138 133 104 -21.8%
Cooperatives 0 0 0 1 0.0% Cooperatives 189 320 341 288 -15.5%
2-4 Family 12 34 30 14 -53.3% 2-4 Family 255 389 455 325 -28.6%
Total 420 719 588 416 -29.3% Total 728 1,192 1,285 1,000 -22.2%
MEDIAN SALE PRICE MEDIAN SALE PRICE
Single Family Houses| 175,000 225,000 259,900 280,000 7.7% Single Family Houses| 527,000 | 565,000 | 620,000 602,000 -2.9%
Condominiums 150,000 74,750 175,000 134.1% Condominiums| 320,000 | 296,500 | 286,000 272,500 4.7%
Cooperatives 80,000 Cooperatives| 207,500 | 230,000 | 249,500 192,500 -22.8%
2-4 Family| 125,000 194,500 212,000 245,000 15.6% 2-4 Family| 699,313 772,500 | 820,000 800,000 -2.4%
MEAN SALE PRICE MEAN SALE PRICE
Single Family Houses| 208,452 279,565 311,508 342,637 10.0% Single Family Houses| 564,992 593,843 | 676,632 629,306 -7.0%
Condominiums 128,333 87,375 175,000 100.3% Condominiums| 364,329 | 373,735 | 352,966 425,248 20.5%
Cooperatives 80,000 Cooperatives| 219,439 253,665 282,456 246,122 -12.9%
2-4 Family| 125,000 210,219 251,412 292,375 16.3% 2-4 Family| 716,833 | 774,443 | 841,644 804,123 -4.5%
END OF QUARTER INVENTORY END OF QUARTER INVENTORY
Single Family Houses 670 492 412 363 -11.9% Single Family Houses 214 311 212 -46.7%
Condominiums 3 6 6 4 -33.3% Condominiums 164 141 90 -56.7%
Cooperatives 2 1 3 2 -33.3% Cooperatives 487 516 448 -15.2%
2-4 Family 37 44 29 21 -27.6% 2-4 Family 372 443 362 -22.4%
Total 712 543 450 390 -13.3% Total 1,237 1,411 1,112 -26.9%
PUTNAM COUNTY ORANGE COUNTY
PUTNAM - Second Quarters 2020-2023 % Change ORANGE - Second Quarters 2020-2023 % Change
Property Type 2020 Q2 2021 Q2 2022Q2 2023Q2 2022-2023 Property Type 2020 Q2 2021 Q2 2022Q2 2023 Q2 2022-2023
NUMBER OF SALES, 2ND QUARTER NUMBER OF SALES, 2ND QUARTER
Single Family Houses 229 303 243 202 -16.9% Single Family Houses 627 965 850 693 -18.5%
Condominiums 31 42 37 28 -24.3% Condominiums 81 122 117 94 -19.7%
Cooperatives 0 0 2 2 0.0% Cooperatives 2 6 3 3 0.0%
2-4 Family 0 5 10 3 -70.0% 2-4 Family 34 81 64 40 -37.5%
Total 260 350 292 235 -19.5% Total 744 1,174 1,034 830 -19.7%
NUMBER OF SALES - YEAR TO DATE (6/30) NUMBER OF SALES - YEAR TO DATE (6/30)
Single Family Houses 453 672 499 383 -23.2% Single Family Houses 1,367 2,122 1,830 1,303 -28.8%
Condominiums 64 94 86 55 -36.0% Condominiums 167 269 237 198 -16.5%
Cooperatives 2 0 3 2 -33.3% Cooperatives 5 6 6 11 83.3%
2-4 Family 4 11 16 8 -50.0% 2-4 Family 101 161 143 89 -37.8%
Total 523 777 604 448 -25.8% Total 1,640 2,558 2,216 1,601 -27.8%
MEDIAN SALE PRICE MEDIAN SALE PRICE
Single Family Houses| 358,400 | 442,000 | 480,000 | 492,500 2.6% Single Family Houses| 298,000 360,000 | 415,000 | 415,655 0.2%
Condominiums| 220,000 | 283,000 | 275,000 | 342,450 24.5% Condominiums| 190,000 220,000 | 275,000 | 282,500 2.7%
Cooperatives 157,700 177,500 12.6% Cooperatives 74,000 80,500 97,000 105,000 8.2%
2-4 Family 525,000 505,000 740,000 46.5% 2-4 Family| 250,000 285,000 303,750 409,000 34.7%
MEAN SALE PRICE MEAN SALE PRICE
Single Family Houses| ~ 388,409 | 506,125 | 579,513 | 544,948 -6.0% Single Family Houses| 307,354 | 387,814 | 447,370 | 441,169 -1.4%
Condominiums| 233,600 | 271,654 | 311,191 | 345,471 11.0% Condominiums| 202,235 | 229,648 | 287,992 298,758 3.7%
Cooperatives 157’700 177,500 12.6% Cooperatives 74,000 89,167 99,000 113,333 14.5%
2-4 Family 542,000 665,000 720,000 8.3% 2-4 Family| 274,441 312,813 340,546 420,833 23.6%
END OF QUARTER (6/30) INVENTORY _ . END OF QUARTER INVENTORY
Single Family Houses 480 295 261 174 -63.8% Single Family Houses 1,501 911 932 642 -31.1%
Condominiums 62 35 16 8 -87.1% Condominiums 121 86 65 60 -7.7%
Cooperatives 2 Cooperatives 1 2 6 7 16.7%
2-4 Family 10 8 8 10 0.0% 2-4 Family 109 116 100 67 -33.0%
Total 552 340 285 192 -65.2% Total 1,732 1,115 1,103 776 -29.6%
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Industry Experts Shed Light on the
Latest Al Tools and Best Practices

WHITE PLAINS- The Hudson
Gateway Association of Realtors Inc.,
OneKey MLS and TitleVest hosted a
virtual panel recently featuring several
prominent New York real estate lead-
ers discussing the impacts of artificial
intelligence ( Al) on the industry.

In an extension of HGAR and
OneKey MLS’ “Be Your Best” educa-
tion and professional development se-
ries, the panel explored how cutting-
edge Al tools can be leveraged to draft
property descriptions, create 3D vir-
tual tours, streamline processes, and
speed up the time it takes for agents
to complete deals.

Richard Haggerty, CEO of OneKey
MLS, hosted the event held last month
and Brian D. Tormey, NTP, President
of TitleVest, a leading NYC-based pro-
vider of title insurance and related real
estate services, served as program
moderator. Kael Goodman, president
and CEO of Marketproof Inc., Melissa
King, COO of OneKey MLS, and Eric
Uzzo, NY and CT area sales manager
of VHT Studios, also opined on lead-
ing Al real estate trends as part of the
expert panel.

“Real estate professionals undoubt-
edly will fall in love with these quickly
evolving technologies as soon as they
realize how valuable and time-saving
they can be,” said Haggerty. “Data

and technology are key resources at
our fingertips, and when leveraged ef-
fectively, they can have monumental
impacts on our success as real estate
leaders.”

Al tools, such as those products that
create marketing content like property
descriptions.”

King said caution should be exer-
cised. “Al tools like Chat GPT present

D
“Al isn’t necessarily coming for people’s jobs,
but it’s well understood that people who get
good at these tools will elevate themselves
ahead of others in their field. It frees up your
time. That means you can be more productive
at the things that real estate agents need to be

productive at.” —kael Goodman, president and CEO, Marketproof Inc.
aEn——

The panel noted the role and utility
of Al in real estate is constantly chang-
ing, and some professionals are diving
in and finding tremendous benéefits,
while others are taking a more wait-
and-see approach. Panelists agreed
it's critical to understand what Al of-
fers the industry, and what its pitfalls
may be.

“At OneKey, we are cognizant of
the benefits and risks that new real
estate technologies bring to our sub-
scribers,” said King. “This is particu-
larly important when considering use
and ownership of content created by

2023 NAR Member Profile
Nearly One-Third of Realtors Say Lack of Inventory
Stopped Their Clients from Buying Homes in 2022

Real Estate Experience of REALTORS®

(Percentage Distribution)

WASHINGTON—AmIid a significant
shortage of housing supply in 2022,
32% of Realtors named a lack of in-
ventory as the most important factor
limiting potential clients from making
a purchase, according to the National
Association of Realtors’ 2023 Member
Profile released on July 1. This annual
report analyzes members’ business
activity and demographics from the
prior year. Housing inventory fell to the
lowest level recorded since 1999 as
home buyers entered the market at a
frenzied pace to lock in historically-low
interest rates.

“The report’s findings clearly show
that the lack of housing inventory is im-
pacting Realtors’ ability to find buyers
a home,” said Jessica Lautz, NAR dep-
uty chief economist and vice president
of research. “Housing inventory and
affordability continue to be the top ob-
stacles that hold back potential clients
in the housing market.”

Business Characteristics
Of Realtors

Nearly two out of three Real-
tors—64%—hold sales agent licenses,
while 20% hold broker licenses and
18% hold broker associate licenses.
Seventy percent of members special-
ize in residential brokerage. Like in
2021, relocation, residential property
management and commercial broker-
age are members’ most common sec-
ondary specialty areas.

NATIONAL ASSOCIATION OF REALTORS

Members typically have 11 years
of real estate experience, up from
eight years in 2021. Those surveyed
with two years or less experience de-
clined to 17% in 2022, down from 25%
in 2021, while those with 16 years or
more experience increased to 42% in
2022, up from 39% in 2021. Like in re-
cent surveys, more than three-quarters
of members—76%—are certain they
will remain in the real estate industry
for at least two more years.

Business Activity of Realtors

The typical NAR member had a
higher sales volume ($3.4 million vs.
$2.6 million) and the same number of
transactions (12) in 2022 compared to
2021

The typical Realtor earned 27% of
their business from previous clients
and customers, an increase from 16%
last year. The most experienced mem-
bers—those with 16 or more years of
experience—reported a greater share
of repeat business from clients or re-
ferrals (a median of 43% in 2022 vs.
a median of 44% in 2021). Similar to
2021, members with two years of ex-
perience or less reported no repeat
business in 2022. Overall, Realtors
earned a median of 24% of their busi-
ness from referrals, an increase from
20% in 2021. Referrals were also more
common among members with more
experience, with a median of 30% for
those with 16 or more years of experi-
ence (vs. 31% in 2021) compared to 4%
for those with two years or less of ex-
perience (vs. 0% in 2021).

Income and Expenses
Of Realtors

The median gross income for Real-
tors increased to $56,400 in 2022, up
from $54,300 in 2021. Realtors with 16
years or more experience had a me-
dian gross income of $80,700, down
from $85,000 in 2021. Realtors with

many advantages to subscribers, but
raise questions about licensing, own-
ership and copyright issues.”

Goodman noted some of the many
uses of Al because of its capability “of
learning and acting on its own,” and its
segue into the real estate industry.

“Al has so many different branches
we’re already seeing, between self-
driving cars, robots, in the medical
space drug discovery, and now Al is
beginning to shape the real estate
industry,” said Goodman. “ChatGPT
combined Al with a chatbot and really
took off. My company, Marketproof,

| 2023 SURVEY

like many others, is exploring ways to
use this technology. We created an Al
Assistant for agents—and will be doing
lots more with Al as we go forward.”

“There are so many things that Al is
touching, and at Matterport we have
Cortex, our machine learning technol-
ogy which is improving every prop-
erty tour that we upload,” said Uzzo.
“We’re doing so much of this crunch-
ing data, we’re able to then supply it
to our partners so that they can utilize
it to make their tours more effective
for themselves to be able to get more
in-depth in selling residential real es-
tate.”

“In discussing Al's remarkable
abilities to create 3D property maps,”
Uzzo continued, “being able to almost
physically be in that space and prac-
tically touch the appliances, finishes,
and see the viewpoints from a prop-
erty window is astounding.”

“Now a big chunk of work that you
previously had to do is reduced by
as much as 60% to 90%,” said Good-
man. “Al isn’t necessarily coming for
people’s jobs, but it’s well understood
that people who get good at these
tools will elevate themselves ahead
of others in their field. It frees up your
time. That means you can be more
productive at the things that real es-
tate agents need to be productive at.”

ALL REALTORS®
2022 SURVEY

1year or less 12% 18%
2 years 5% 7%
3 years 5% 5%
4years ' 5% 5%
5 years 5% 5%
‘ 6 to 10 years 16% 15%
1N to 1S years 9% 7%
16to 25years 22% 21%
26 to 39 years 14% 13%
40 or more years 6% 5%
Median (years) n 8

two years or less experience had a
median gross income of $9,600, an
increase from $8,800 in 2021. Higher
inflation impacted Realtors last year as
total expenses increased to $8,210 in
2022 from $6,250 in 2021.

Office and Firm Affiliation
Of Realtors

A  majority of Realtors—55%—
worked with an independent company
and 89% were independent contrac-
tors at their firms—both figures nearly
identical to 2021. Forty-three percent
of members worked at a firm with one
office and nearly one-quarter (24%)
worked at a firm with two to four of-
fices. The typical Realtor had a median
tenure of six years with their current
firm, up from a median of five years
in 2021. Twenty-six percent of mem-
bers reported working for a firm that

SOURCE: 2023 MEMBER PROFILE

was bought or merged in the past two
years, up from 8% in 2021. Like in 2021,
errors and omissions insurance was
the most common benefit provided by
members’ firms in 2022.

Technology and Realtors

Daily, the strong majority of Realtors
use a smartphone with wireless e-mail
and Internet capability (95%) and a lap-
top or desktop computer (90%). The
smartphone features that members
use most frequently on a daily basis
are e-mail (93%), GPS apps (48%) and
social media (46%). Text messaging
(94%) is the top method of communica-
tion for members with their clients, fol-
lowed by phone calls (92%) and e-mail
(90%)—all the same as last year. Two-
thirds of members—66%—have their
own website. Seven percent of Real-

Please turn to page 22
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Northpath Secures Refinancing Deal
For White Plains Office Buildings

WHITE PLAINS—JLL Capital Mar-
kets announced on June 27 that it ar-
ranged a $17.5-million refinancing for 2
and 4 Westchester Park Drive, two of-
fice / medical office buildings totaling
218,372 square feet in White Plains.

JLL worked on behalf of the bor-
rower, New York City-based Northpath
Investments, to secure the five-year,
fixed-rate loan through Centreville
Bank.

The 2 and 4 Westchester Park Drive
properties are 86.5% occupied and
home to a variety of traditional office
tenants and medical office / health-
care users. The five-story buildings of-
fer ample surface parking, a recently
renovated café, childcare center and
state-of-the-art conference center, JLL
officials stated.

The property sits within the West-
chester Avenue corridor, which is one
of the area’s primary office submarkets
providing excellent access to Inter-

2 and 4 Westchester Drive in White Plains total more than 218, 000 square feet

of office/medical space.

states 287 and 87 as well as the West-
chester County Airport. Additionally, 2
and 4 Westchester Park Drive are two
miles from Downtown White Plains and
surrounded by a vast amenity base in-
cluding several newly built multifamily
communities, a LifeTime Fitness, Weg-

mans and a newly constructed pediat-
ric specialty care center.

The JLL Capital Markets Debt Advi-
sory team representing the borrower
was led by Senior Managing Director
Michael Klein, Director Max Custer and
Analyst Benjamin Morgenthal.

“We are pleased to have assisted
Northpath in arranging this refinance
with Centreville Bank,” said Custer.
“While the office market has experi-
enced its challenges, 2 & 4 Westches-
ter Park Drive has demonstrated ex-
cellent resiliency thanks to a carefully
curated tenant mix and an outstanding
location that provides for efficient ac-
cessibility for employees, patients, and
clients alike.”

Northpath Investments is a privately-
held real estate investment firm head-
quartered in New York City. Northpath
is focused on the acquisition, develop-
ment, redevelopmentand management
of retail, industrial and office properties
in the Northeast and mid-Atlantic. Ac-
cording to the company’s website, the
firm also owns in Westchester County
500 and 540 White Plains Road in Tar-
rytown, which total 150,538 square
feet and 125,882 square feet of office
space respectively.

Guiding Eyes For the Blind Acquires
Development Parcel for $4 Million

YORKTOWN HEIGHTS—The Guid-
ing Eyes For the Blind has acquired
a 12-acre development parcel at 3241
Crompond Road (Route 202) in York-
town Heights for $4 million.

The deal was announced on July 11
by Houlihan Lawrence Commercial, a
division of Houlihan Lawrence based
in Rye Brook.

The seller was Temple Israel of
Northern Westchester. The seller was
represented by Garry Klein, Managing
Director of Houlihan Lawrence Com-
mercial. The buyer was represented
by Executive Vice President William
Cuddy Jr. and Senior Vice President
Jacqueline Novotny, both affiliated
with CBRE.

The land is the same parcel where
Temple Israel was approved to build

a new synagogue more than 15 years
ago, but never broke ground, accord-
ing to a report published by newyorky-
imby.com.

The Guiding Eyes For the Blind has
proposed to construct a two-story
30,000-square-foot school and ken-
nel with associated site improvements
including site remediation, a wetland
crossing, tree removal, stormwater
management, parking, landscaping,
and lighting, according to Houlihan
Lawrence Commercial.

“The land parcel was extremely
well located on a major throughfare
with 700 feet of frontage and great ac-
cess to the Taconic State Parkway. This
property represented one of the last
large landholdings along the Route
202 corridor,” Klein said.

The property at 3241 Crompond Road in Yorktown Helghts totals 12 acres.

ISO Says New York City Facing
Power ‘Reliability Need’

By John Jordan

RENSSELAER, NY—As New York
State continues its push for green and
renewable energy sources, The New
York Independent System Operator
(NYISO) on July 14 released its quarter-
ly assessment of reliability of the bulk
electric system, which found a deficit
in reliability margins for the New York
City area beginning in summer 2025.
The deficit is as large as 446 MW. The
power deficit is driven primarily by the
combination of a forecasted increase
in peak demand and the unavailability
of certain generators, the ISO stated.

The NYISO’s Short-Term Assess-
ment of Reliability (STAR) studied elec-
tric system reliability for the period
April 15, 2023, through April 15, 2028.
Factors driving New York City’s reli-
ability need in 2025 include increased
electrification of the transportation and
building sectors, continued economic
growth following the pandemic, and
the unavailability or retirement of se-
lect “Peaker” generators under the
New York State Department of Envi-
ronmental Conservation’s emissions
limits. That rule went into effect in May
2023.

The ISO report noted that the agen-

cy may need to keep some fossil fuel
“Peaker” energy facilities open to meet
New York City’s power needs in 2025.

“This new STAR report reflects the
extraordinary challenges of the grid in
transition,” said Zach Smith, NY-
ISO’s Vice President of System
and Resource Planning. “The
reliability of the electric system
is essential to the health and
safety for all New Yorkers as
well as the state’s economy. The
NYISO will now work to identify
solutions to the reliability need
identified in New York City.”

The ISO assessment found a reli-
ability need beginning in the summer
of 2025 in New York City primarily
driven by a combination of forecasted
increases in peak demand and the as-
sumed unavailability of certain genera-
tion in New York City affected by the
“Peaker Rule.” “Specifically, the New
York City zone is deficient by as much
as 446 MW for a duration of nine hours
on the peak day during expected
weather conditions (95 degrees Fahr-
enheit) when accounting for forecast-
ed economic growth and policy driven
increases in demand, the report stated.
“The deficiency would be significantly

greater if New York City experiences
a heat wave (98 degrees Fahrenheit)
or an extreme heatwave (102 degrees
Fahrenheit).”

The Peaker Rule provides a phased

“This new STAR report reflects
the extraordinary challenges

of the grid in transition.”

—Zach Smith, V.P. of System and Resource
Planning, New York Independent System Operator

reduction in emission limits in 2023
and 2025 during the ozone season
(May 1-Sept. 30). The ISO reported that
as of May 1, 2023, 1,027 MW of affect-
ed Peakers have deactivated or limited
their operations. An additional 590 MW
of Peakers are expected to become
unavailable beginning May 1, 2025, all
of which are in New York City. Remain-
ing Peaker units have stated either that
they comply with the emission limits as
currently operated or have proposed
equipment upgrades to achieve the
mandated emission limits.

Beyond 2025, the STAR report
found that New York City’s reliabil-

in 2025

ity margin would improve when the
Champlain Hudson Power Express
(CHPE) transmission line from Quebec
to New York City is completed. CHPE is
expected to enter service in the spring
of 2026. The STAR report found
that delays in CHPE’s schedule
could result in additional trans-
mission security concerns. The
NYISO will continue to moni-
tor closely the development of
CHPE.

“Based on findings from its
Short-Term Reliability Process,
the NYISO may designate cer-
tain units, in sufficient quantity, to re-
main in operation for an additional
two years (until May 1, 2027) with the
potential of an additional two-year ex-
tension (to May 1, 2029) if a permanent
solution that is needed to maintain reli-
ability has been selected but is not yet
online. The NYISO would only tempo-
rarily retain Peakers as a last-step ap-
proach if it does not expect solutions
to be in place by the time the identified
reliability need is expected in 2025,
the ISO report stated.

The ISO stated that overall, the New
York City transmission security margin

Please turn to page 23
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Guest Column

A System Geared to
Achieving a ‘Win-Win’

By Kenyatta Jones-Arietta

hen | first started in real estate

work, has that radius been determined
to avoid scheduling homes outside of
that area? Have you come up with a

many moons ago,
| was so eager to get a
deal going that | would
take buyers to see homes
without pre-approvals and
continued to work with
people that | knew deep
down weren’t really go-
ing to make an offer on
a house. | was so hungry
that | didn’t want to give
up or lose a potential op-
portunity, when | knew in my heart of
hearts that the client | was working
with was not ready. When push came
to shove and a trigger needed to be
pulled, they would, as | initially sus-
pected, not move forward, which left
me feeling as though | wasted my time,

game plan as to what your
buyers should do if they
go to an open house with-
out you and would like
to make an offer on the
house they toured? What
happens if they fall in love
with a FSBO? How will you
be paid for your services?

On the flip side, have
you asked about any pre-
vious experiences your
clients may have had with any real es-
tate professionals before you? What
did they enjoy about the experience?
What didn’t work for them? Determin-
ing all of or as many of the potential
scenarios as possible beforehand
leads to a better experience and bet-

energy, and my gas. ) ter outcome for all.
Too many of these | would even take it
disappointments strung The bOttom one step further... Recap

together can burn a real

line is even

the initial meeting in an

estate agent out quickly.
Eventually | learned my
lesson, and hopefully
you will too. In a mar-
ket like the one we are
experiencing right now,
where it is challenging
enough to get a ready,
willing, and able client’s

though you
want to help
everyone who
is willing to
give you an

e-mail to ensure that
you and your clients are
all on the same page.
This way if and when a
conflict arises, you have
your written notes to re-
fer to. And yes, it is ok to
let clients go who don’t
adhere to the process

offer accepted amongst opportunity you set forth. The bot-
the sea of multiple ’ tom line is even though
offers, the last thing you MOt all of the you want to help every-
want to do is waste time oy e one who is willing to
with buyers who are not opportunltles give you an opportunity,

really ready to move.

To avoid spinning your
wheels, the best thing to
do is establish a system
that works for you. | am
a firm believer in starting
the agent/buyer experi-
ence with an in-person
consultation to go over
the buying process and

will feel like

a win-win.
And if it’s not
working for
you, it’s not
really working

not all of the opportuni-
ties will feel like a win-
win. And if it’s not work-
ing for you, it’s not really
working for your client
either.

In this case, it's best
to let the buyer go find
an agent that is a better
fit for them than to have

answer any questions fOr your client the situation leaving
your client(s) may have. . you wanting to throw in
This is also to make your either. your SentriLock access.
buyer client(s) aware of N Just like homes and life

what you expect from them within your
newly minted partnership. If you are a
newer agent, ask your manager and/
or a more experienced agent you trust
about what has worked for them.
Establishing your system and hon-
oring it (meaning not making too many
exceptions) helps you to be more in
control of the experience. Do you re-
quire a pre-approval before opening
doors for potential buyers? Do you ask
that the buyer call you if they are go-
ing to be late to a showing? How late
is too late to still show? If the buyer
has to be in a certain area because of

partners, there is at least one for ev-
eryone. But not everyone will be right
for you. And that’s ok. Putting ego
aside and being true to you and the
way you work best will energize you
and keep you and your real estate
business moving forward in a positive
direction. I, for one, am here for all of
it. Now go win!

Kenyatta Jones-Arietta is the Broker/
Owner of R2M Realty, Inc., licensed in
NY, NJ and CT. R2ZM (Ready to Move)
Realty was launched in 2014 and has
two offices in Rockland County.

Five Westchester Communities Secure
Economic Development Grant Funding

WHITE PLAINS—Westchester
County officials announced recently
that five Westchester municipalities—
Bedford, Dobbs Ferry, Mount Kisco,
Pelham and Port Chester—were the
inaugural winners of the county’s
Downtown Improvement Grants.

Westchester County, along with
the downtown experts from JGSC
Group, created the unique Down-
town Improvement Grant (DIG) Pilot
Program to provide select munici-
palities with economic development
support that will stimulate revitaliza-
tion of their downtown communities.
As the next phase of the Westchester
County Office of Economic Develop-

ment’s Business FIRST Program, DIG
represents a shift of focus from im-
mediate recovery to long-term stra-
tegic community support, county of-
ficials stated.

Each of the selected communities
will receive comprehensive market
analysis, a custom-designed stra-
tegic economic growth plan, and
six-months of hands-on technical
support and assistance, and up to
$250,000 support for implementa-
tion efforts.

Westchester County Executive
George Latimer said, “The unique
public-private approach and forward-

Please turn to page 23

Regional Home Sales Volume
Drops Sharply in Second Quarter

Continued from page 18

second quarter of 2023 to $415,655.
Bronx County’s single-family median
declined 2.9% to $602,000, while
Sullivan County posted the largest in-
crease at 7.7%, which pushed the me-
dian price to $280,000.

Total inventory levels (all property
types) in the second quarter of 2023
were down sharply in all HGAR markets
as compared to the same period a year
ago led by Putnam County’s 65.2% de-
cline; followed by Westchester (-31.4%);
Orange County (-29.6%); Bronx County
(-26.9%); Rockland County (-26.7%);
and Sullivan County (-13.3%).

The Average Days on Market for
single-family homes in the HGAR mar-
ket area increased by double digits
with the exception of Sullivan County,
which saw a 3.5% decline to 70 days.
Putnam County’s Average DOM shot
up 54.5% to 70 days, followed by
Rockland County’s single-family mar-
ket which registered a 47.6% hike in
Average DOM to 43 days in the sec-
ond quarter. Orange County single-
family homes stood on the market for
an average of 61 days in the second
quarter, a 27.7% hike from 12 months
earlier. Bronx County posted a 21.6%
jump in Average DOM to 80 days,
while Westchester County listed sin-
gle-family homes were on the market
for sale for 42 days, a 21.3% increase
from the second quarter of 2022.

While the regional economy con-
tinues to show strong job growth and
low unemployment, national trends
provide a mixed-bag looking forward.
While a recent jobs report indicated
the national economy is beginning to
slow down, the Federal Reserve Board,
which paused interest rate hikes in
June, appears likely to hike rates once
again at its meetings later this month.

The Mortgage Bankers Association re-
ported that for the week ended June 30,
2023, the average contract interest rate
for 30-year fixed-rate mortgages with
conforming loan balances ($726,200 or
less) increased to 6.85% from 6.75% the
prior week, while the average contract
interest rate for 30-year fixed-rate mort-
gages with jumbo loan balances (greater

than $726,200) increased to 6.95% from
6.91% the prior week.

MBA Chief Economist Mike Fratan-
toni said in reaction to the jobs report,
“The incoming economic data has been
filled with conflicting signals. Manu-
facturing activity remains quite weak,
while consumer spending has held
up somewhat better, and new home
construction and sales have picked
up. Our forecast is for a slowdown in
economic activity in the second half of
2023, with a recovery in early 2024.
The June employment report reinforc-
es that forecast.” He added that while
job and wage growth are trending low-
er, “both are still well above the pace
that would be consistent with the Fed-
eral Reserve’s inflation target. We now
expect that the FOMC will raise the
federal funds target another 25 basis
points at its July meeting.”

National Association of Realtors
Chief Economist Lawrence Yun said,
“The weaker job market combined with
decelerating wage growth and calm-
ing consumer price inflation are clear
indications for the Federal Reserve to
stop raising interest rates. The Ameri-
can dream of homeownership has
been a challenge for younger adults.
High mortgage rates, along with the
lack of housing inventory, have been
the main hindrance. More effort should
be directed toward raising the housing
supply by focusing on worker training
in home building and lessening barri-
ers to construction so that once inter-
est rates decline, there will not be a re-
surgence of rapid home price growth.”

Data provided by OneKey® MLS, one
of the largest REALTOR® subscriber-
based MLS’s in the country, dedicated
to servicing more than 46,000 real
estate professionals that serve Man-
hattan, Westchester, Putnam, Rock-
land, Orange, Sullivan, Nassau, Suf-
folk, Queens, Brooklyn, and the Bronx.
OneKey® MLS was formed in 2018, fol-
lowing the merger of the Hudson Gate-
way Multiple Listing Service and the
Multiple Listing Service of Long Island.
For more information on OneKey® MLS
visit onekeymlsny.com.

Nearly One-Third of Realtors Say Lack of Inventory
Stopped Their Clients from Buying Homes in 2022

Continued from page 21

tors use drones themselves as part of
their business, and 43% have hired a
professional drone operator. Four per-
cent and 1% of members, respectively,
use 3D/virtual tour and virtual staging
technology daily.

“Despite the changing market con-
ditions that Realtors faced throughout
2022, members rose to the challenge
by embracing new technology to help
buyers find their homes and sellers to
market their properties,” Lautz said.

Demographic Characteristics
Of Realtors

Eighty-one percent of Realtors were
White in 2022, up from 77% in 2021. His-
panics/Latinos accounted for 10% of Re-
altors, followed by Black/African Ameri-
cans and Asian/Pacific Islanders—both
at 5%. When compared to more expe-
rienced members, new Realtors tended
to be more diverse. Among those who
had two years or less of experience,
41% were racial minorities in 2022, an
increase from 37% one year ago.

Sixty-two percent of all Realtors
were female in 2022, down from 66%
in 2021. The median age of Realtors
was 60, up from 56 from the previous
year. Just over half of members—52%—
were over 60 years old and 1% were
under the age of 30.

Overall, the education level among
Realtors exceeded that of the general
public. Ninety-one percent of mem-
bers had some post-secondary educa-

tion, with 31% completing a bachelor’s
degree as their highest level of educa-
tional attainment.

Two-thirds of members—66%—re-
ported volunteering in their commu-
nity. Volunteering was most common
among members aged 40 to 49 years.

“Realtors are everyday, working
Americans who champion homeown-
ership and property rights for the
communities they serve,” said NAR
President Kenny Parcell, a Realtor from
Spanish Fork, UT, and broker-owner of
Equity Real Estate Utah. “Regardless of
how you find a property, expert real es-
tate agents help take the stress out of
the home buying process and navigate
what is for many the most complex and
important transaction they’ll ever do.”

Survey Methodology

In March 2023, NAR e-mailed a
98-question survey to a random sam-
ple of 146,624 Realtors. Using this
method, NAR received 6,902 total re-
sponses. The survey had an adjusted
response rate of 4.7%. The confidence
interval at a 95% level of confidence
is +/- 118% based on a population of
1.5 million members. The associa-
tion weighted survey responses to
be representative of state-level NAR
membership. Information about com-
pensation, earnings, sales volume and
number of transactions are character-
istics of calendar year 2022, while all
other data are representative of mem-
ber characteristics in early 2023.
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Robin Ham continued from page 13

the possibility of a real estate career.
She continued to work freelance de-
sign jobs and in 1998, earned her real
estate license.

Ham also relied on her own house-
hunting experience to reinforce her
desire to make a career of real es-
tate. “When we first went looking for
a house, | felt like some agents were
blocking us into a category,” she ex-
plained. “I decided that because |
love working with people, | could defi-
nitely do this job and since then I've
been on a mission to help everyone |
can who wants to own a home.”

During the first two years in real es-
tate, she worked with local firms, but
quickly decided to branch out on her
own. “| like the freedom aspect of it,
and I'm a free-spirited person,” she
shared. Along the way, she also got
involved briefly with mortgage lend-
ing—another “hat” of knowledge she
can offer to clients.

Because of her “people-friendly”
background, Ham found the transi-
tion to real estate a fairly easy one.
“I never really advertised,” she said.
“l got a lot of client referrals, and
my motto has always been to treat
people the way I'd want to be treat-
ed.” The secret, she revealed, is to
show prospective buyers everything
in their price range in various areas.
“I’'m not going to take them to just one
neighborhood—we’re going to go all
over to search for the best place they
can afford.”

Self-described as a boutique real
estate firm, RGH Realty #1 Inc. serves
the entire Hudson Valley area. Ham is
also licensed in Massachusetts, with a
concentration on the island Martha’s
Vineyard off Cape Cod.

Just this year, Ham became a
member of the HG Realtor Founda-
tion Board of Trustees. “I've always
liked helping non-profits, and I'm
sorry | didn’t’ do this earlier,” she said.
“I'm very excited about being part of
the foundation.” An animal lover, Ham
participates in animal rescue projects,
and is looking forward to volunteer-
ing with the SPCA of Westchester,
though the HG Realtor Foundation
Project Committee.

For the past four years, Ham has
also been involved with HGAR’s Glob-
al Business Council. “It’'s been such a
great experience,” she noted.

In her spare time, she likes to play
golf or do “something creative.” She
still runs her own design firm, offer-
ing everything from home staging, to
redesign, de-cluttering, project man-
agement and creative consulting. She
and her husband Joseph live in Rock-
land County and just celebrated their
30-year anniversary.

Her book, “The Hats We Wear,”
continues to sell and will always be
part of her life. “I don’t understand
how some people don’t’ want to meet
people from diverse cultures,” she
said. “l just love meeting different
people.”

Mary-Gray Swezey Griffith

Continued from page 4

opened one of Goshen’s leading real
estate offices, Griffith Realtors, on
Main Street. Mary-Gray led the Giriffith
Realtors’ Goshen office from 1969 until
2015 when she retired at age 88. The
business is still run by family (in her
honor and) according to her profes-
sional values.

Mary-Gray held many leadership
positions in real estate, including Pres-
ident of the Orange County Multiple
Listing System and President of the
Orange County Association of Realtors
where she remained very active and
dedicated for many years. Mary-Gray
was also active in the New York State
Association of Realtors and served
one year as Regional Vice President.
She held a GRI from the Graduate Re-
altor Institute and a CRB as a Certified
Real Estate Brokerage Manager.

During her presidency of the Gos-
hen Chamber of Commerce (1981-82)
she brought together the community
to create Goshen’s premiere event,
the Great American Weekend and re-
mained a key player of that event up
until the last few years. She felt this
was one of her greatest contributions
to Goshen and in 2015 was recognized
for her tireless work on this continuing
event.

After serving as President of the
Goshen Chamber of Commerce, Mary-
Gray saw the need to protect the ar-
chitectural integrity of Downtown
Goshen. In 1983, she formed Goshen
Restoration Unlimited, a not-for-profit
organization designed to spearhead
the restoration of Goshen’s historic
downtown. Her other important contri-
bution to the community was her com-
mitted efforts to ensure the successful
passage of the original Architectural
Design District.

Mary-Gray earned numerous busi-
ness and civic awards including the
1983 Orange County Realtor of the
Year; the Goshen Chamber’s 1985
Woman of the Year; the 2002 Woman
of Achievement of Orange County
in Business; and the 2006 Goshen
Chamber of Commerce Life-Time
Achievement award. In addition, Mary-
Gray and her husband Tom were hon-
ored for their “foresight and courage”
in developing the Swezey Professional
Building in Goshen.

Mary-Gray was also instrumental
in the running of the Red Door Thrift
Shop, which opened in Goshen in 1979
to support the local community. The
Red Door continues that support to-
day.

Through the years she was very in-
volved in the First Presbyterian Church
of Goshen, where she served as an
Elder, as well as the church school su-
perintendent and teacher. Mary-Gray
also served as president of the Board
of Trustees of The Hudson River Pres-
bytery.

In her later years, Mary-Gray taught
Yoga and Tai Chi and was an active
member of the Goshen Garden Club.
In 2017, Mary-Gray was inducted into
Goshen Central High School’s Hall of
Distinction.

When not at work or serving the
community, Mary-Gray enjoyed spend-
ing time with her family, playing tennis,
reading, visiting friends, going to the
beach, traveling the world, and skiing
(which she famously did until she was
80 years old). She was also well known
for the many parties and community
events she and her husband held.

Mary-Gray is survived by her four
daughters, Ann C. Griffith, Jean “Gigi”
(Kenneth) Hansen, Cindy (David) Ben-
nett and Gray (John) Tham; and grand-
children Jessica Ann Griffith, Jon Mar-
shall and Thomas E. Hansen, and Max
Griffith, Sean Thomas and Eliza Gray
Tham, and her cat Thumper, along with
many nieces and nephews and their
children. She was predeceased in
death by her mother and father, broth-
er C. Lawrence Swezey, and husband
Thomas E. Griffith.

Visitation was held on Friday, July
7" from 4 to 7 PM at Donovan Funeral
Home, 82 South Church Street, Goshen.
The funeral was held at 11 a.m. on Satur-
day, July 8", 2023 at the First Presbyte-
rian Church of Goshen, 33 Park Place,
Goshen New York. Burial followed in
Slate Hill Cemetery, Goshen.

In lieu of flowers donations may be
made to the First Presbyterian Church
Memorial Fund or to Goshen Cham-
ber’'s Great American Weekend Fund.
The Griffith Family would like to extend
its deepest thanks to the Glen Arden
staff and Mary-Gray’s earthly angels:
Jen Allan, Melissa Kostic, Dorothy El
Nagar and Tanya Kulinska-Dimitrova.

ISO Says New York City Facing

Power ‘Reliability Need’

Continued from page 21

is expected to improve in 2026 if the
CHPE connection from Hydro Que-
bec to New York City enters service
on schedule in spring 2026, “but the
margin gradually erodes through time
thereafter as expected demand for
electricity grows.”

The ISO stated that after 2025, its
forecasted reliability margins within
New York City may not be sufficient if:

« The CHPE project experiences a
significant delay,

- Additional power plants become
unavailable, or

- Demand significantly exceeds
current forecasts.

“Without the CHPE project in ser-
vice or other offsetting changes or so-
lutions, the reliability margins continue
to be deficient for the 10-year planning
horizon. In addition, while CHPE is ex-
pected to contribute to reliability in the
summer, the facility is not expected to
provide any capacity in the winter,” the

in 2025

ISO stated.

The reliability need is based on a
deficiency in transmission security.
Transmission security analysis tests
the ability of the power system to with-
stand disturbances, such as electric
short circuits or unanticipated loss of a
generator or a transmission line, while
continuing to supply and deliver elec-
tricity. The NYISO first identified rapidly
declining reliability margins in its 2021
Comprehensive Reliability Plan and re-
stated those concerns in its 2022 Reli-
ability Needs Assessment.

Reliability rules that determine the
acceptable levels of transmission secu-
rity are determined by several entities
that are responsible for overseeing the
reliability of the bulk electric system,
including the North American Electric
Reliability Corporation, the Northeast
Power Coordinating Council, the New
York State Reliability Council and the
New York State Public Service Com-
mission.

Economic Development Grant Funding

Continued from page 22
thinking support that each of these
communities will receive is what
makes the DIG Program so unique
and important as we continue our
next phase of long-term economic de-
velopment strategy. Bedford, Dobbs
Ferry, Mount Kisco, Pelham and Port
Chester are vital parts of our commu-
nity that | am proud to support through
this innovative stimulation of their lo-
cal economies that will leave them
even more vibrant and self-reliant.”
Westchester County Director of
Operations and Chairperson of the
County of Westchester Industrial
Development Agency (IDA) Joan

McDonald said, “Revitalization and
growth are central to the work we do.
While this grant was originally intend-

éﬁivéfican

ed to support only four municipalities,
| am proud to say we saw the need
and opportunity to expand the DIG
Program to provide critical rebuilding
support to five communities in total.”

In early 2023, the county invited
communities to apply for this pilot
grant by submitting applications.
Eligible communities included those
that do not receive direct CDBG
funds nor have received a NY State
Downtown Revitalization Initiative
in the past. Currently, Westchester
County has begun work with JGSC
Group and the selected communities
to kick-off the grant program. The
analysis and strategic planning por-
tion of the grant program will begin
in the next few weeks and continue
through the end of the year.
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Unlock special Cit
mortgage discounts

When you bank at Citi, enjoy:
$500 off closing costs* or

1/8% - 5/8%

off interest rate

for the love of progresss

John Porcello

Home Lending Officer
914-469-1807
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Home Lending Officer
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* Citi Mortgage Relationship Pricing — A Citibank deposit account is required to receive the interest rate discount or closing cost credit.

Automated monthly transfers of the mortgage payment from a Citibank Deposit Account using automated drafting will be required. Actual interest rate discount or closing cost credit will depend on the level of the Citi Eligible Balances, which will be
verified after final loan approval.

Deposit Account Balances must be in the account five (5) Business Days following final loan approval and Investment Account balances must be in the account six (6) Business Days following final loan approval. Citi eligible accounts include a personal, consumer
Citibank Deposit Account in which the borrower is a direct signer, Citibank IRAs, and Investments held in linked Citigroup Global Markets Inc. (“CGMI") accounts. The borrower must be an account holder on investment accounts. IRA and annuity positions shown
on linked CGMI Account statements are eligible (except tax qualified annuities under sections 401, 403, or 457 of the Internal Revenue Code). Balances from Citibank Business / Commercial accounts, ERISA accounts, Keogh accounts, Bank Collateral accounts,
Foreign accounts, Fiduciary accounts, and Trust accounts where the borrower is only listed as the Beneficiary are excluded. All Custodial type accounts are excluded with the exception of Custodial IRA accounts through Citibank or Pershing LLC where the
borrower(s) is the beneficiary, which are eligible unless otherwise noted. Citibank IRAs that are not linked to a Citibank Deposit Account are excluded.

The closing cost credit offer will be applied at closing and may not be used prior to closing. In Texas, the credit may not result in you receiving cash back.

If you are interested in Citi's banking account relationship offers, please contact your Home Lending Officer or Mortgage Representative. Speak to your loan officer about whether the
$1-54999999 $500 off closing cost relationship offer is best for you.
Citibank Mortgage Relationship Pricing for Citibank account holders can only be applied prior to loan closing and is subject to account and balance validation. Citibank Mortgage

Citi Eligible Balance Relationship Pricing Benefit

§50000- $19999999 1/8% (0125%) off interest rate Relationship Pricing is subject to change without notice.
$200,000 - $49999999 1/4% (0.250%) off interest rate Glossary of terms for this offer: Business Day means Monday through Friday and does not include federal holidays; Eligible Balances means total funds showing in the account
- at the time we verify the balances less any funds we determine you will need for a down payment or closing costs; Deposit Account means a Citibank personal checking and/or
$500,000 - $99999999 3/8% (0.375%) off interest rate savings account as well as certificates of deposit and money market accounts; Investment Account means IRAs and investments held in Citigroup Global Markets Inc. accounts.

Terms, conditions and fees for accounts, programs, offers, products and services are subject to change without notice at any time. Offer may be modified or withdrawn at any
time without notice. Offer cannot be combined with other offers, except when applied with specific Community Lending Programs. Offers are not applicable on Home Equity

$2,000,000 or more 5/8% (0.625%) off interest rate Loans and Lines of Credit. This is not a commitment to lend.

$1,000,000 - $1999999.99 1/2% (0.500%) off interest rate

This offer contains information about U.S. domestic financial services provided by Citibank, N.A. and is intended for use domestically in the US.
Investment products are offered through Citigroup Global Markets Inc. (“CGMI”), Member SIPC (http://sipc.org). Citibank and CGMI are affiliated companies under the common control of Citigroup Inc.
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