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Continued Declining Inventory Raises Concern
Despite Continued Strong Home Sales in Region

By John Jordan

WHITE PLAINS—The Hudson Valley residential
market continued to post strong sales volume,
although three of the four counties in the Hud-
son Gateway Association of Realtors’ market
area experienced sales declines in the third
quarter of this year as compared to a year ago.

Residential brokers emphasized that sales
volume in the third quarter of last year was
strong. Orange County continues to lead the
way, with an 8.2% increase in third quarter
sales, according to the “Third Quarter Residen-

Orange County

Putnam County

tial Real Estate Report for Westchester, Putnam,

Rockland and Orange Counties, New York,”
released recently by the Hudson Gateway
Multiple Listing Service, Inc. Home sales in

quarter of this year.

Hudson Valley Home Sales
Third Quarter 2017

Westchester County
Rockland County

Westchester County were flat (-0.6%), while Rockland registered a
5.2% decline and Putnam County’s home sales fell 8.2% in the third

+8.2%
-0.6%
-5.2%
-8.2%

Realtors interviewed by Real Estate In-Depth
said the continued decline in for-sale home in-
ventory in the region is limiting buyer options,
particularly for more affordably priced units in
the region. Westchester County’s for-sale inven-
tory declined 8.6% year-to-year, while Rockland’s
available stock dropped 15.1%; Putnam County’s
and Orange County’s inventory each fell by a
16.4% rate.

The reduced inventory was a factor in rising
sale prices throughout most of the region in the
third quarter. Orange County led the region with

a4.3% increase in the median-single-family home

price in the third quarter to $255,000 as com-

Continued on page 22

NYC Real Estate Summit Provided Perspective,
Useful Insights Into Global Real Estate Market

By John Jordan

NEW YORK—More than 400 real estate
professionals gathered at the New York
Marriott Marquis Hotel here on Oct. 2 to
attend a daylong summit that offered
the latest trends, opportunities and data
points on the global real estate market
from more than 25 industry movers and
shakers from around the world.

The 11th Global Real Estate Summit
& Expo was presented by the Hudson
Gateway Association of Realtors and
the Staten Island Board of Realtors,
along with premier sponsor the National
Association of Realtors.

In their joint welcome message to
attendees at the summit, SIBOR Direc-
tor Ron Molcho and HGAR President
Dorothy Botsoe, who served as co-

chairs of the summit, cited statistics from
NAR that spoke to the massive global
investment taking place in the United
States. For example, according to NAR’s
2017 Profile of International Activity in
U.S. Residential Real Estate, from April
2016 to March 2017, foreign buyers and
recent immigrants purchased $153 bil-
lion of residential property in the U.S.
On the commercial side, 47% of Realtors
surveyed reported an increase in the
number of international clients over the
past five years, while 40% reported they
are confident they will see increased
sales and leasing activity from foreign
sources in 2017.

The keynote speaker at the event

Continued on page 3

Chris Meyers (far right) of Houlihan Lawrence moderated the "Rules of
International Engagement" panel discussion

Westchester Enters Amazon Sweepstakes Vylng for E-Commerce

Giant’s Second HQ

By John Jordan

WHITE PLAINS—Westchester County has entered
a contest that promises a huge payout—thousands
of high paying, new jobs and billions of dollars in
investment.

Westchester County Executive Robert Astorino
announced on Sept. 26th that the county would
be submitting a proposal to Amazon for the e-com-
merce giant’s second corporate headquarters, a
deal that could bring 50,000 jobs and a total invest-
ment of $5 billion to the region.

Westchester County joined a long list of munici-
palities in the Northeast and across the country vying
for Amazon’s second headquarters, dubbed Ama-
zon HQ2, which would initially involve a 500,000
square-foot facility but is expected to grow to 8
million square feet of space. Amazon issued an RFP
(request for proposals) for the second headquarters
in early September.

Westchester County Executive Robert Astorino had a drone
deliver his speech in an Amazon box at the press event in front
of the Westchester County Center.

“Westchester has everything Ama-
zon is looking for and more: talent,
accessibility, quality of life, value and
locations, locations, locations,” said
Astorino. “Amazon laid out the criteria
and Westchester matches them, mak-
ing Westchester the smart choice for
Amazon.”

Astorino, who had a drone deliver his
speech in an Amazon box at the press
eventin front of the Westchester County

Continuedon page 2
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Westchester Enters Amazon Sweepstakes Vying for E-Commerce

Giant's Second Headquarters

Continued from page 1

One of the possible landing spots for Amazon in Westchester is
the IBM complex in Somers.

Center, said that the county would offer

ment, including Chicago and New Jer-
sey, for example.

Economic development officials in
Westchester, New York State and else-
where are under the gun with an Oct.
19th deadline to submit proposals. Ac-
cording to Amazon’s RFP, Amazon will
announce its winning selection some-
time in 2018. New York State has hired
Newmark Knight Frank as a consultant
on the Amazon HQ2 requirement, Real
Estate In-Depth has learned.

Astorino said that Westchester fills all
of Amazon’s key requirements includ-
ing being situated in a metropolitan
area with more than 1 million people,
having a stable business environment,
offering both urban and suburban loca-
tions, possessing a talented workforce,
providing access to mass transit and
major highways as well as being within
45 minutes of an international airport.

In September, Amazon announced
plans to build a $100-million fulfillment

center in Staten Island and also report-
ed a lease deal for 360,000 square feet
in Manhattan. Amazon said the Staten
Island fulfillment center would employ
2,200 operations workers, while the
new office at 5 Manhattan West would
create more than 2,000 new jobs in the
nextthree years.

Astorino said the major investments
by Amazon in Staten Island and Manhat-
tan bodes well for New York State and
possibly Westchester County. “They
are looking for their second world
headquarters and what better places
than the two coasts. They have one
headquarters in Downtown Seattle and
they have an area in New York City and
now they can have a very large location
in an area that is half the cost of New
York City that offers everything they
are looking for, especially a talent pool
they could attract as employees, which |
think gives us a leg up,” he said.

Amazon a number of possible locations,
including vacant buildings once oc-
cupied by IBM and PepsiCo in Somers,
vacant office buildings along the |-287
corridor in White Plains and Harrison,
as well as possible development sites in
White Plains, New Rochelle and Mount
Vernon.

Somers Town Supervisor Rick Mor-
rissey said that the former IBM facility
in Somers could provide Amazon with
1 million square feet of move-in-ready
space, while PepsiCo’s former offices
nearby could provide another 540,000
square feet of move-in-ready space.

The County Executive touted West-
chester’s quality of life, transportation
network, as well as its office space that
is half the cost of New York City. He
added that the county and its Industrial
Development Agency are prepared to
offer incentives to Amazon in connec-
tion with its headquarters requirement.
The county’s Economic Development
Department is also working with New

York State’s Empire State Development
“to ensure that we have the most com-
petitive package available,” he said.

The ESD is offering assistance to pro-
spective municipal or county bidders for
the Amazon headquarters requirement.
An ESD spokesperson had no comment
on the exact process or incentives that
would be provided. ESD president, CEO
and commissioner Howard Zemsky
said in a prepared statement, “Amazon,
with its significant footprint in New York
State, knows first-hand that we have
the infrastructure, business climate and
workforce necessary for businesses
to succeed. This project is a major op-
portunity and New Yorkers should know
that we will be doing everything we can
to attract Amazon HQ2—and 50,000
jobs—to the Empire State.”

It is believed New York City will be
making a proposal, as well as the City of
Buffalo and perhaps Albany and other
eligible MSAs in New York State.

There have been a host of reports of
other potential bidders for the require-

NYC Receives More Than Two Dozen
Proposals for Massive Amazon
Second HQ Requirement

By John Jordan
NEW YORK—As expected, New York City is submitting a sweeping proposal to land
Amazon’s second headquarters requirement.

City officials announced on Sept. 27th that the city has thus far received more
than two-dozen proposals for possible locations for Amazon’s second headquar-
ters. Collectively, the proposals total more than 50 million square feet of commer-
cial space across 23 different neighborhoods in all five boroughs.

The proposals were submitted in response to a Request for Expressions of In-
terest published by the New York City Economic Development Corp. on Sept. 15,
which sought to identify privately controlled sites that could complement a number
of publically owned properties as potential locations for Amazon’s second head-
quarters. Amazon has requested that cities identify sites that could provide at least
500,000 square feet of commercial space by 2019 and up to 8 million square feet
beyond 2027.

“We’ve gotten strong responses from all five boroughs,” said Mayor Bill de Bla-
sio. “There’s no question New York City will make a powerful case to bring these
jobs here.”

“From the moment Amazon released its request for proposals, New York’s real
estate, business, and community leaders have worked together to best position
the city to win the company’s second headquarters,” Deputy Mayor Alicia Glen said.
“Thanks to this collaborative effort, we now see the tremendous potential we have
for development sites. No other city in North America has the space, the ingenuity,
or the energy that we can offer Amazon.”

“We know New York is the only city that can immediately meet Amazon’s needs
for 50,000 of the most talented workers in the world,” said New York City Economic
Development Corp. President and CEO James Patchett. “Now we know that New
York can choose from dozens of potential headquarters sites with over 50 million
square feet of office space to make the strongest possible bid. We continue to
separate ourselves from the competition and demonstrate that we are the clear
choice for Amazon’s second headquarters.”

More than 40 organizations and developers contributed to responses, dem-
onstrating New Yorkers’ willingness to band together in order to attract Amazon
to New York City. The proposals reflect at least 50 individual sites that span every
borough, with many proposals containing multiple site options.

City officials said that each proposal will be reviewed over the coming days and
that the city’s efforts are being closely coordinated with the State of New York. The
city will present its proposal to Amazon by October 19.

Hudson Gateway Realtor Foundation Presents
$7,000 in Donation Checks to Local Charities

Members of
the HG Realtor >
Foundation
with young
residents of
The Children’s
Village in Dobbs
Ferry.
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From left:, Donald Arace, HG Realtor Foundation; Susan Salice, Helping
Hands Co-President; Janet Meyers, Helen McConnell (in back); Bonnie Koff,
Alicia Albano and Stephanie Liggio, HG Realtor Foundation; Marianne Egan,
Brigitte Sarnoff, Helping Hands Co-President, Bess June Lane and Donna
Koval

By Mary T. Prenon

WHITE PLAINS—The Hudson Gateway Realtor Foundation, the charitable arm of
the Hudson Gateway Association of Realtors, recently presented $7,000 in dona-
tions to three Hudson Valley non-profit organizations.

Most recently, Drug Crisis in Our Backyard, based in Carmel, received a $3,000
donation. The organization was founded in 2012 by Susan and Steve Salomone,
along with Carol and Lou Christiansen, after the loss of their sons to battles with
addiction.

The organization promotes awareness about drug use, assists addicted and
at-risk individuals and their families, and implements measures, including legisla-
tion that holds accountable organizations and medical institutions that perpetuate
drug use through over-prescription of opiates and other drugs. “We appreciate the
generosity of the HG Realtor Foundation,” said Carol Christiansen, co-founder and
broker/owner of Café Realty in Mount Kisco. “This money will assist in our continu-
ing efforts to help families struggling with Substance Use Disorder and launch our
new Early Intervention Program designed for teens 12-18.”

The Children’s Village in Dobbs Ferry received a check for $2,500. Founded
in 1851, The Children’s Village works in partnership with families to help children
develop the skills and positive attitudes needed to succeed as healthy, contribut-
ing adults. Each year, The Children’s Village serves more than 10,000 of New York’s
most at-risk children and their families. “We are honored to be the recipient of this
generous donation from the Hudson Gateway Realtor Foundation,” said Jeremy
Kohomban, president and CEO of the Children’s Village. “Their commitment to our
community is truly remarkable.”

Helping Hands for the Homeless and Hungry, Inc. in Rye received a $1,500 dona-
tion. Founded in 1987, Helping Hands is an all-volunteer, non-profit that purchases
and donates food, clothing, and school supplies, and makes cash grants to orga-
nizations to give to those in need. “This generous donation will be used to provide
new underwear to children in need through our ‘Undie Fundie Project. Underwear
is not seen and often forgotten with clothing drives and donations, but new under-
garments can really make someone feel better and more dignified,” said Susan
Salice, Helping Hands co-president.

Established in 2004 and relaunched in 2013, the Foundation has donated
thousands of dollars to charities and non-profits throughout the Hudson Valley. As
concerned members of the communities we work in, the Hudson Gateway Real-
tor Foundation participates in qualified community-based charities that serve the
housing, hunger, health, happiness, and humane needs of citizens in the Hudson
Valley region..

For more information or to apply for funding from the Hudson Gateway REAL-
TOR® Foundation, please visit www.hgrealtorfoundation.com.
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NYC Real Estate Summit Provided Perspective,
Useful Insights Into Global Real Estate Market

Continued from page 1
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Conference keynote speaker Paul Boomsma, president of Luxury Portfolio
International and COO of Leading Real Estate Companies of the World.

PHOTO BY JOHN VECCHIOLLA

was Paul Boomsma, president, Luxury
Portfolio International and COO of Lead-
ing Real Estate Companies of the World,
who spoke on the lucrative global real
estate markets and provided data to
show the tremendous opportunities that
existin luxury global real estate sales.

Boomsma highlighted the key find-
ings of Luxury Portfolio International’s
recently released 2017 Global Luxury
Real Estate Report that highlighted key
differences between luxury residential
investors in North America, Europe,
the Middle East/North Africa and Asia
Pacific.

The report released on Sept. 27th at
the firm’s global symposium in Vienna,
Austria indicated an ongoing global sell-
er's market with 25% of high-net-worth
individuals interested in purchasing
luxury real estate but only 17% planning
to sell. The Asia-Pacific and Middle East
regions are expected to see the highest
levels of interest in purchasing and cer-
tain high-demand markets worldwide
will face continued pressure.

Boomsma highlighted some of the
key motivators for each market and how
they are markedly different in some
cases and the changing buying prefer-
ences in luxury real estate across the
globe.

He noted that the U.S. is still viewed
as a safe haven for foreign investment.
He also dispelled some speculation of a
possible real estate bubble, noting that
approximately half of the U.S. has not
fully recovered from the recession that
ended eight years ago.

Boomsma also noted that while
the millennials are driving economic
growth, baby boomers are driving cross
border real estate.

Some of the findings from the Global
Luxury Real Estate Report he highlight-
edincluded:

« The Asia-Pacific region has seen
21% growth in its $10-million or more net
worth population since 2015.

» North America contains the largest
number of $10-million or more net worth
households and has seen growth of
146% in that demographic since 2010.

« The top reason given by luxury con-
sumers for purchasing a new home was
to improve their quality of life.

« 82% of luxury consumers state their
privacy has never been more important.

+ 61% of potential U.S. high-net-worth
buyers stated that security is what they
are looking forin a home purchase.

“Cross border business is alive and
well,” Boomsma said, noting that cross-
border investment has increased $6.7
billion in spite of Brexit and other po-
litical and economic tumult that exists
across the globe.

A spirited and informative morning
session panel moderated by Houlihan
Lawrence President Chris Meyers of-
fered a unique and global perspective

on the rules of international engage-
ment from a panel of veteran domestic
and global real estate brokers. The
panel featured: Faith Hope Consolo,
chairman, retail leasing, marketing and
sales division for Douglas Elliman Real
Estate; Maria Babaev, associate broker,
Douglas Elliman Real Estate; Kellee
Buhler, Associate Broker, Compass;
Nikki Field, senior global real estate
advisor and Associate Broker for So-
theby’s International Realty; Anne Miller,
director, business alliances for RE/MAX;
Lana Plat, Broker-Owner, Improve Ac-
tion Realty, Ontario, Canada and Van-
essa Saunders, Principal Broker/CEO
of Global Property Systems headquar-
tered in White Plains.

Meyers said that while the old ad-
age of “Location, Location, Location”
still holds true for real estate investors,
“For those of us practitioners in the

> 4 TIXTS IV THE REGION ARE JUST PLAIN SCARY!
' IF YOUR SELLERS, BUYERS OR ANYONE ELSE WOULD LIKE TO
ASCERTAIN AT NO COST WHETHER THEY MIGHT BE A CANDIDATE
FOR REDUCTION, PLEASE CONTACT ME ANY TIME.

brokerage world it is all about relation-
ships and how you build credibility as
you create and foster relationships and
earn those referrals and opportunities,”
he said.

Consolo said that while marketing
savvy and international reach may be
important there is one bottom line—
“You have to be able to produce.”
She also told the gathering that Real-
tors must have market knowledge to
achieve any success in the off-shore
real estate sector.

The panel provided some helpful
hints for those interested in pursu-
ing global real estate opportunities,
including building relationships with
wealth management professionals and
advisors, as well as with immigration
attorneys.

d in This Corner...

The summit also featured a host of
real estate panels throughout the day
that covered the latest real estate tech-
nology, social media, the impact of mil-
lennials and assessing their real estate
needs, as well as international trends
and opportunities and organized real
estate across the globe.

The event also featured a number of
sponsors and booth holders. The summit
began with a presentation by HGAR Di-
rector of Legal Services and Professional
Standards Administrator Leon Cameron
Esqg., who gave an informative presen-
tation on “Law of Agency” that offered
one-hour continuing education credit.

The summit was concluded by an
address by HGAR President Botsoe,
Broker/Owner of Dorothy Jensen Realty,
Inc. of White Plains.

Democratic challenger and New York State Senator George Latimer squared
off against incumbent Republican Westchester County Executive Robert
Astorino in a debate staged at 360 Hamilton Ave. in White Plains by The

Business Council of Westchester.
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RICHARD D. O’'DONNELL
PROPERTY TAX CONSULTANT

“Who better than a retired Tax Assessor?”

FOR OTHER HELPFUL ASSESSMENT INFORMATION PLEASE VISIT MY WEBSITE:
www.retiredassessor.com

CALL FOR A FREE CONSULTATION 914-779-4444
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By Dorothy Botsoe, HGAR President

Go Global!
Real Estate Abroad

Being from Ghana, West Africa and having travelled to and lived in many countries,
the idea of a Global Summit was exciting and a day to look forward to in New York City.

The event featured panel discussions that addressed different perspectives of
how real estate is handled both here and abroad. What an incredible opportunity to
listen and ask questions of movers and shakers in our industry who are active in this
arena. What a day!

From the Hudson Valley, New York City to Warsaw Poland, real estate is a rich and
on-time investment everywhere. The Hudson Gateway Association of Realtors and
The Staten Island Board of Realtors co- sponsored their first Global Real-Estate Sum-
mit on Monday, October 2nd at the Marriott Marquis in Manhattan, where hundreds
of investors, real-estate agents and brokers attended. More than 25 speakers, top
brokers, investors, developers, legal, and technology experts, held various sessions
and filled our minds with new tools and information about how to operate in an inter-
national market and prosper.

Around the globe, real estate’s attraction as an investment, even as a cross-
border investment, has held up notwithstanding unprecedented levels of concern
about geopolitics in our stressful political climate. The summit’'s theme was “building
bridges, crossing borders to expand real estate markets” and the message was real
clear—global real estate is on the radar now more than ever. This event was held right
on time, amid skyrocketing foreign investments in the U.S. real-estate market, com-
mercial as well as residential.

So what does this really mean? And how can we capitalize on this foreign market
interest and trend? We learned at the summit to be prepared, educated and available
to the foreign buyers interested in U.S. property and learn what you can about mar-
kets abroad as well.

Arecent NAR survey found that between April 2016 and March 2017, foreign buy-
ers and immigrants purchased $153 billion of residential property, which is a 49%
jump from 2016 ($102.6 billion) and surpassed 2015 ($103.9 billion)—Wow! Another
statistic that merits noting is this one—47% of Realtors reported an increase in the
number of international clients over the past five years and 40% reported that they
are confident the increased sales and leasing activity will continue to occur in 2017,
according to NAR'’s recently released 2017 Commercial Real Estate International Busi-
ness Trends report. That’'s good news for us all and reveals the enormous potential
in global expansion as a way of thinking differently about what we call the American
homeowner’s dream.

Just as there is increased interest in U.S. real estate, many countries are position-
ing themselves to be strong contenders to attract the global investor. In Australia,
there’s some movement of investors toward the suburbs. Meanwhile, India and Viet-
nam have both emerged as “promising long-term prospects.”

What’s also interesting is the most expensive housing market in North America is
not where you’d think. It's not New York City or Orange County, CA, but Vancouver,
British Columbia. Now, Vancouver is a beautiful city—a thriving deep-water port, a
popular site for TV and movie shoots. Almost by chance, the city has found itself at the
heart of one of the biggest trends of the past two decades—the rise of a truly global
market in real estate.

And we are all familiar with the stories of Russian businessmen (oligarchs) buying
up mansions in London, but this is a much broader phenomenon. A flood of money
from wealthy people in emerging markets—from China, Latin America, Russia, and
the Middle East—has flowed into the real-estate markets of big cities in other coun-
tries, driving up prices and causing a luxury-construction boom. | was really paying
attention at this summit and loved hearing about where the money trail is leading.

What'’s so special about all these places, including the U.S., that attracts all this for-
eign money? Well, it's been said that the high earners tend to cluster together, which
results in rich cities getting richer. We all know that there is major wealth in New York
and it’s not all American made. Over the years, many immigrants have moved their
business savvy here and are doing extremely well.
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The globalization of real estate is here to stay and we all need to educate our-
selves so that we can attract foreign buyers to our business and also know how to
cast a wider net abroad for investors interested in that little beach house, condo or
mansion off the Ivory Coast. This past week’s summit was a great start. Let’s continue
to learn more about global real estate and as a community be prepared for what’s to
come.

As always, | would love to hear from you. Please give me a call or e-mail and let’s
stay connected. #wearetheworld, #globalhomesforgrabs. Reach me at 914-450-
0600 or by e-mail at Dorothy@dorothyjensenrealty.com Go Global!

GATEWAY

PERSPECTIVES

By Richard Haggerty, HGAR CEO

Global Markets Matter

As reported in this edition of Real Estate In-Depth, the Hudson Gateway Associa-
tion of Realtors and the Staten Island Board of Realtors co-hosted a Global Summit
event on October 2nd. Hundreds of attendees congregated at the Marriott Marquis
in Midtown Manhattan to hear from industry experts on the importance of having a
global perspective and how agents can benefit financially by creating a global net-
work for both incoming and outgoing referrals.

In her column HGAR President Dorothy Botsoe does an absolutely terrific job
summarizing the tremendous opportunities, which exist in the global real estate
marketplace. How can you capture this lucrative global audience? New York City and
the suburban counties that surround it are one of the most sought after locations for
foreign buyers, especially given the international business presence in the city. As
Dorothy indicates in her column, we need to learn more about global real estate and,
as a community, be prepared for what’s to come.

To that end the HGAR Board of Directors has authorized the Fair Housing and
Cultural Diversity Committee, chaired by Gloria Welcome, to research the possible
creation of a Global Business Council. Global Business Councils are groups within the
local board structure of NAR dedicated to globally-themed education, programming,
and networking for its members.

Such councils, comprised of volunteers and staff liaisons, take the lead in planning
global programs, hosting CIPS (Certified International Property Specialists) courses
and collaborating with neighboring boards to build awareness among members of
the global business opportunities that surround them. Our Global Summit with the
Staten Island Board is an example of such an opportunity. The Fair Housing and
Cultural Diversity Committee conducted an International Real Estate program on
October 11th, which featured specific examples of how our members can benefit from
a global perspective, with excellent presentations from Carol Kope, Diane Cummins
and Teresa Belmore.

In the event the Fair Housing and Cultural Diversity Committee and the HGAR
Board of Directors recommends the launch of a HGAR-sponsored Global Business
Council,  would expect many more tools and networking opportunities to be offered
to our members to help them leverage and succeed in the global real estate market.
Stay tuned for more to come.

In Memoriam

WHITE PLAINS—The Hudson Gateway Association of Realtors regrets to inform its
membership of the passing of longtime Realtor and real estate executive Robert P.
Morini of Carmel, who passed away on Sept. 24th at the age of 63 surrounded by his
family.

He was the owner of Harvest Country Properties and was a principal broker for
Houlihan Lawrence for 25 years where he managed offices for the brokerage firmin
Brewster and Millbrook. At the time of his passing, he was an associate broker and
regional vice president for Houlihan Lawrence. The veteran Realtor had more than 35
years diversified experience in the marketing, sales, management and development
of real estate in the Putnam, Dutchess and Westchester County region of New York
State. He specialized in luxury properties, land, new construction and commercial/
investment real estate.

Morini was born on Dec. 31, 1953 to Reno and Anne (Buonassisi) Morini. He was
the middle child of five: Ralph, Richard, Michael and Patty and was married to his wife
Patrice (Bartilucci) for 30 years. Also surviving are their two children, Victoria and Sam.

For those who knew him, Morini was rarely seen without his faithful companion by
his side, his dog Dawson.

The family requests to please consider making a donation in Morini’'s name to:
Be The Match: The National Marrow Donor Program. For more information, call
1-800-Marrow?2.

. ________________________________________________________________________________________________|]

The Hudson Gateway Association of Realtors also regrets to inform its member-
ship of the passing of Palma Calaluca Webb of Newburgh, a broker with John J.
Lease REALTORS Inc, on Oct. 9th at the age of 70.

Born to Ferdinand Joseph and Mary Orsini Calaluca in Newburgh, NY on March
7,1947, Palma was the older sister to her beloved brother Michael.

Palma was a devoted daughter who took great joy in caring for both of her par-
ents, a loving sister to her brother and the most amazing mother and grandmother
to her girls. She was a seeker and lover of all things spiritual and beautiful, and a
student of words and of life. She was a gifted writer, a talented artist and loved trav-
eling with friends, especially in Europe; most special to her: Italy.

After getting her Master’s Degree in English in the early 2000s, Palma enjoyed a
successful career as a broker at John J. Lease, where she loved making new friends
in co-workers and clients and helping people find homes that they love.

Palma is survived by her daughter, Ashley Webb Colleary and her loving and de-
voted husband, Paul; granddaughters, Colby Mary and Harper Palma Colleary, who
were bright lights in her life whether in person or through hours of FaceTime play
and lively conversation; her brother, Michael Calaluca and wife, Michele and nieces,
Kaitlyn Mazza and Lindsay Gaetano.

A Mass of Christian Burial was scheduled to be celebrated at 10 a.m. on Monday
October 16th at St. Francis of Assisi Church.
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Recent Case Law: Concerns Involving Departure
Of Key Employees, Agents from Brokerage Firm

Recent lawsuits highlight the risks related to the departure of key employees and
agents from brokerage firms. In two recent cases, Douglas Elliman of Westchester,
LLC v. Theiss (No. 58059/2015, 2017 WL 3159223 (N.Y. Sup. Ct., Westchester Cty.,
June 20, 2017)) and Douglas Elliman, LLC v. Steinberg (2017 Slip Op 31047 (N.Y. Sup.
Ct., New York Cty., May 16, 2017), several important issues are addressed of which
all brokerage firms, as well as managers and licensed salespersons, should be
aware. Both cases involved former employees and agents of a brokerage firm be-
ing sued for soliciting and/or recruiting other employees and agents to leave their
former firms and to join their new firms. Each of these cases also involved allega-
tions that these former agents and employees misappropriated confidential and
proprietary information belonging to their prior firms.

The Cases: Facts, Circumstances
Surrounding the Departure

In Douglas Elliman of Westchester, LLC v. Theiss, the jury awarded the plaintiff
brokerage firm $4.75 million in damages. In this case, the manager of the firm al-
legedly solicited salespeople and encouraged them to leave Douglas Elliman and
move to the competitor firm, William Raveis Real Estate. As reported by the National
Association of Realtors in a press release, the competitor attempted to recruit sales
agents from the firm previously and “[a]llegedly, the Competitor asked the Manager
to remain with the Employer for a period before moving to the Competitor so that
she could recruit salespeople and also bring listings to the Competitor.” The Man-
ager eventually moved to the competitor firm and 11 sales agents also moved to the
new firm. It was additionally alleged that the manager copied and misappropriated
confidential information belonging to the prior firm.

The plaintiff in Theiss also sued the manager for breach of fiduciary duty. NAR
reported that the plaintiff alleged that the “...Manager had a fiduciary duty to the
Employer to recruit/maintain the firm’s relationship with its salespeople and she
breached that duty when she recruited the salespeople to work for the Competitor.”
The breach of fiduciary duty included allegedly stealing confidential information.
The defendants indicated that they would be filing an appeal.

In Douglas Elliman, LLC v. Steinberg, two agents, affiliated with Douglas Elliman,
LLC as independent contractors, left the firm to work for a new start-up real estate
brokerage firm, Urban Compass, Inc. After the two agents left the firm, they entered
into a “Commission Confirmation Agreement,” which confirmed the commission
arrangement on transactions that were still in process and had not yet closed. In
October 2016, Douglas Elliman commenced an action against the two agents and
their new firm.

Similarly, as in the Theiss case, this plaintiff also alleged that the agents, with the
assistance of the defendant brokerage firm, improperly solicited and “induced”
other agents to leave the prior firm. The Commission Confirmation Agreement
included non-solicitation provisions that were negotiated and agreed upon by the
parties. The non-solicitation provisions were upheld by the court.

Douglas Elliman also sued Compass for “tortious interference with a contract.”
First, the plaintiff alleged that Compass induced the agents to breach the Commis-
sion Confirmation Agreement by hiring a “...recruiter to work in connection with the
[defendant agents] to contract every agent...” at Douglas Elliman’s office in New
York City. In addition, the plaintiff also alleged that the defendants induced property
owners to breach exclusive listing agreements they had with the plaintiff brokerage
firm. If proven, an action for tortuous interference with a contract can result in puni-
tive damages being awarded to the plaintiff that can be significant.

Basis for Tortious Interference With a Contract

In Steinberg, the court explains that in order for a party to prove tortious interfer-
ence with a contract, a plaintiff must establish and prove the following:

« There must be a valid contract between the plaintiff and a third party;

« The defendant must have knowledge of the existence of the contract;

« The defendant must have intentionally induced and procured the third-party's
breach of the contract without justification;

« That there is an actual breach of the contract; and

« The plaintiff has to suffer actual damages resulting from the interference.

The courtin Steinberg granted the defendant’s motion to dismiss based on plain-
tiff’s first claim of tortious interference because the plaintiff failed to adequately
plea that Compass intentionally procured the agents to breach the Commission
Confirmation Agreement. The court further held that simply because Compass
hired a third party recruiter to recruit agents from the plaintiff’s firm, that did not
establish sufficient grounds to survive a motion to dismiss. The court also pointed
out that Compass had the legal right to hire a recruiter and that the recruiter was
not subject to the restrictive covenant contained in the Commission Confirmation
Agreement and was not a party to that agreement.

However, with regard to the second tortious interference claim relating to the
defendants’ alleged actions in inducing property owners to breach their exclusive
listing agreement and list with the defendants, the court held that the plaintiff suf-
ficiently established that Compass was aware of the exclusive listing agreements
and thatitinduced many property owners to breach their agreements.

The Validity of Non-Solicitation
Agreements and Restrictive Covenants

The defendants in Steinberg argued, as most defendants do in similar instances,
that the non-solicitation provision and restrictive covenant is unreasonable and
unenforceable. However, the court held that the non-solicitation clause in the
Commission Confirmation Agreement was reasonable. The court explained thatin
New York, a restrictive covenant such as this non-solicitation clause (or even a non-
compete provision), is reasonable and enforceable provided the following:

- The restraint is not greater than is necessary to protect the legitimate interest
of the employer;

«» The restriction does notimpose an undue hardship; and

» The restraint does not injure the public.

The court explained that the non-solicitation provision in this instance was
“narrowly tailored” and promoted a legitimate interest of the plaintiff. The court
pointed out the Commission Confirmation Agreement allowed the agents to work
for Compass and even allowed them to hire agents of the plaintiff if these agents
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approached the defendants on their own.

The court further held that the length of the non-solicitation period of 18 months
was reasonable. Challenges to restrictive covenants, such as non-compete and
non-solicitation provisions, can be successful if a defendant is able to establish that
the restricted periods or radius restrictions are too long or overbroad. The court
in Steinberg further pointed out that even when a “restrictive covenant” is found
to be unenforceable, “.where an employee voluntarily resigns and the ‘employer
conditions receipt of post-employment benefits upon compliance with a restrictive
covenant’ the restriction will be enforced ‘without regard to reasonableness.” In
this case, the defendants agreed to accept ongoing payments of commission for
pending transactions that had not yet closed.

Unfair Competition and Breach
Of Fiduciary Duty Claims

In both Steinberg and Theiss, the plaintiffs alleged that the manager and/or
agents misappropriated proprietary and confidential information and used it to
compete against them. The court in Steinberg explained that, in New York, in
order to establish a claim for unfair competition, the “...plaintiff must demonstrate
that it had compiled information used in its business that provided an opportunity
to obtain a competitive advantage and that a competitor misappropriated it.” In
Steinberg, the defendant allegedly misappropriated a report and presented it to its
clients as its own.

In Theiss, which involved the manager of the firm, who was an employee, the
plaintiffs alleged that the manager had a fiduciary duty to it to maintain the broker-
age firm’s relationship with its salespeople and she breached that duty by recruit-
ing agents for the competitor firm. In addition, she allegedly breached her duty to
her employer by stealing confidential information. Theiss also allegedly breached
her duty by encouraging the salespeople to delay the execution of listing agree-
ments so that the listings could be transferred to the defendant firm.

How Can Brokers and Agents Guard
Against Issues Arising From a Break Up?

It is clear from these cases, that regardless of who is right and who is wrong,
the consequences could be severe. It is very important for all parties (i.e., whether
brokers, agents or employees) to have agreements in place that address many of
these issues at the time a person is hired as an employee or engaged as a sales-
person (i.e., independent contractor). Regardless of whether it is an employment
agreement or an independent contractor agreement, the parties should enter into
a formal agreement that clearly delineates the rights of the parties and provides for
what happens if an agent, manager or employee leaves a firm and the restrictions
placed upon that person. As is evident in Steinberg, even when the parties enter
into an agreement, post-break-up, there still could be issues.

Itis important to note that the courts do uphold non-solicitation, non-disclosure
and non-compete provisions and therefore, it is a good idea for a principal broker
to include these provisions in any agreement with a prospective independent
contractor or employee, especially a key employee such as a manager. In addi-
tion, it is a very good idea to include specific provisions dealing with the payment
of commission upon a break-up or split. Agents, especially, should want to include
provisions dealing with commission payments particularly when a broker would not
be required to pay a commission to an agent who leaves the firm. While it is critical
to have agreements in place before something happens, it is even more crucial to
have the forms of employment or independent contractor agreements reviewed by
an attorney before implementing them in your business.

Editor’s Note: The foregoing article is for informational purposes only and does
not confer an attorney-client relationship.

Legal Column author John Dolgetta, Esq. is the principal of the law firm of Dol-
getta Law, PLLC, which acquired the law practice of former Board Counsel, Edward
I. Sumber. For information about Dolgetta Law, PLLC and John Dolgetta, Esq.,
please visit http://www.dolgettalaw.com.
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NAR Survey: Home Buyers and Sellers Gaining Confidence

NAR Chief Economist
Lawrence Yun

WASHINGTON —Existing-homes sales
have retreated in four of the past five
months, but new survey findings from
the National Association of Realtors
indicate it is not because of a lack of
confidence from consumers about
buying and selling a home, or based on
their views about the direction of the
economy and their finances.

NAR’s third quarter Housing Oppor-
tunities and Market Experience (HOME)
survey also found that two-thirds of
households think saving for a down pay-
ment is challenging, and roughly half of
renters expect to pay more in rent next
year.

In the third quarter, there appears to
be a revival from renters that now is a
good time to buy a home. After dipping
to roughly half of renters last quarter
(52%), the share that believes now is a
good time climbed to 62% (60% a year
ago). Overall, current homeowners
(80%), households with higher incomes

and those living in the more affordable
Midwest and South regions are the most
optimistic about buying right now.

Amidst the steady gains in home val-
ues seen in many parts of the country,
the share of homeowners that believe
now is a good time to sell is also inching
higher. A total of 80% of homeowners
think now is a good time to list their
home for sale (a new survey high), which
is up from last quarter (75%) and even
more so than a year ago (67%).

NAR Chief Economist Lawrence Yun
said it is great news that homebuyer
and seller optimism is advancing, but it
remains unclear if it will actually trans-
late to more sales. “The housing market
has been in a funk since early spring
because of the ongoing scarcity of new
and existing homes for sale,” he said.
“The pace of new home construction
has not meaningfully broken out this
year, and not enough homeowners at
this point have followed through with
their belief that now is a good time to
sell. As a result, home shoppers have
seen limited options, stiff competition
and weakening affordability conditions.”

He added, “Buyer demand is robust
this fall, but the disappointing reality is
that sales will continue to undershoot
their full potential until supply levels sig-
nificantly improve.”

Economic and Financial
Outlook Brightens

More households in the third quarter
(57%) believe the economy is improv-
ing compared to the second quarter
(54%) and a year ago (48%). Continuing
the complete reversal from a year ago,
those living in rural and suburban areas
were more optimistic about the econo-
my than respondents residing in urban
areas. A majority of homeowners and
those with incomes above $50,000 also

had a positive outlook on the economy.

The rebound in economic confi-
dence this quarter is also giving house-
holds increased assurances about their
financial situation. The HOME survey’s
monthly Personal Financial Outlook In-
dex, showing respondents’ confidence
that their financial situation will be better
in six months, jumped from 57.2 in June
to 62.0 in September. A year ago, the
index was 58.6.

“Jobs are plentiful, wage growth is
finally showing signs of life, home val-
ues are up considerably in the past five
years and the stock market is at record
highs,” said Yun. “The economy is not
perfect, and growth overall is still slug-
gish, but the financial health of the typi-
cal household looks as healthy as it has
since the recession.”

Most Renters Likely To
Continue Renting Even
If Their Rent Increases

In the third quarter, non-homeowners
were asked if they expect their rent to
increase over the next year, and given
their current financial situation, what
impact paying more in rent would have
ontheir living arrangements.

Roughly half of current renters ex-
pect to pay more in rent next year (51%).
If in fact their rent does increase, most

will either resign their lease anyway
(42%) or move to a cheaper rental. Only
15% of respondents will consider buying
ahome.

“Even though the typical down pay-
ment of a first-time buyer has been
6% for three straight years, two-thirds
of respondents indicated that saving
for one is difficult right now,” said Yun.
“Rents and home prices have outpaced
incomes in the past few years, and this
is undoubtedly impacting their ability to
put aside savings for a home purchase,
even if they increasingly believe it’s a
good time to buy. Heading into next
year, higher home prices and limited
inventory in the affordable price range
will likely continue to hold back a share
of renters who would prefer to be hom-
eowners.”

In July through early September, a
sample of U.S. households was sur-
veyed via random-digit dial, including
a mix of cell phones and landlines. The
survey was conducted by TechnoMet-
rica Market Intelligence. Each month ap-
proximately 900 qualified households
responded to the survey. NAR reports
that data was compiled for the report
and atotal of 2,709 household respons-
es are represented In the survey.
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NAR, HGAR Say Tax Reform Plan Would Have
Chilling Effect on Homeownership, Home Values

By John Jordan

WASHINGTON— The “Big 6” tax reform
proposal if enacted, could lead to a
tax on homeownership for millions, ac-
cording to the National Association of
Realtors.

President Donald Trump and Con-
gressional Republican leadership,
dubbed the “Big 6,” released its frame-
work for tax reform on Sept. 27th that
calls for changes to the current tax
code that would eliminate important
provisions, such as the state and local
tax deduction, while nearly doubling
the standard deduction and eliminating
personal and dependency exemptions.
The National Association of Realtors be-
lieves the result would all but nullify the
incentive to purchase a home for most,
amounting to a de facto tax increase
on homeowners, putting home values
across the country at risk and ensuring
that only the top 5% of Americans have
the opportunity to benefit from the mort-
gage interest deduction.

NAR President William E. Brown, a
second-generation Realtor from Alamo,
CA and founder of Investment Proper-
ties said that the proposal reaffirms
Realtors’ concerns from earlier in the
year and urged lawmakers to keep
homeowners in mind as they proceed
with comprehensive tax reform with the
following statement:

“We have always said that tax re-
form—a worthy endeavor—should first
do no harm to homeowners. The tax
framework released by the Big 6 today
missed that goal. This proposal recom-
mends a backdoor elimination of the
mortgage interest deduction for all but
the top 5% who would still itemize their
deductions.”

He added that when combined with
the elimination of the state and local tax
deduction, these efforts represent a tax
increase on millions of middle-class ho-
meowners. That tax increase flies in the
face of a reform effort ostensibly aimed
at lowering the tax burden for Ameri-
cans. At the same time, the lost incen-
tive to purchase a home could cause
home values to fall. Plummeting home
values are a poor housewarming gift for

President Donald Trump’s tax reform
has met some opposition in real
estate circles.

recent homebuyers and a tremendous
blow to older Americans who depend
on their home to provide a nest egg for
retirement.”

HGAR Chief Executive Officer Rich-
ard Haggerty said of the Big 6 tax re-
form proposal, “As NAR President Wil-
liam Brown has said, any tax reform plan
should have at its core, do no harm to
homeowners. Unfortunately that is not
the case with this current tax proposal.
| believe the possible elimination of the
state and local tax deduction would
have an immediate and dramatic chill-
ing effect on property values and hom-
eownership in New York.”

New York Gov. Andrew Cuomo came
out swinging against the Big 6 tax re-
form plan, calling it the “height of hypoc-
risy.” The governor said, “You have an
administration that wants to cut taxes,
and now they literally want to tax you on
the taxes you pay. | believe it's unconsti-
tutional. | believe it's illegal and | would
challenge it as double taxation.”

Gov. Cuomo criticized the Congres-
sional Republicans for proposing health
care reform bill Graham-Cassidy, cuts to
the Medicaid DSH program and the tax
reform plan, which he said would be, if
enacted, “highly damaging and devas-
tating” to New York State.

NAR Brown said that moving for-
ward, “Congress can still score a win for
American families by promoting lower

Century 21 Full Service Relocates
To New Location in New City

NEW CITY—Century 21 Full Service Realty reported recently it has relocated its bro-
kerage operations to larger space at 53 South Main St. in New City.

According to Vesna Kanacki, Broker of Record, the move was necessary to
provide a superior business environment for present and future associates and
itsstaff. She said the new office space is significantly larger than its previous office
and provides an efficient layout and exceptional frontage exposure of Main Street.
Kanacki added that the new location will also support the firm’s continued growth
and expansion for its clients, customers and associates.

The firm held a gala opening in July that was attended by State Senator David
Carlucci, Assemblyman Kenneth Zebrowski Jr., Rockland County Executive Ed Day,
senior management from Century 21 Corporation, along with dozens of local busi-
ness affiliates, as well as associates from other brands in the county.

Brokers and associates of Century 21 Full Service Realty at the brokerage’s
new office at 53 South Main St. in New City.

rates and comprehensive reform that
doesn’t single out homeowners for a tax
hike, while also preserving important
investment incentives like 1031 like-kind
exchanges. We look forward to continu-
ing the discussion in the weeks and
months ahead.”

Highlights of the
Big 6 Tax Reform Plan

Lowers Rates for Individuals and
Families—The framework shrinks
the current seven tax brackets into
three—12%, 25% and 35%—with the
potential for an additional top rate for
the highest-income taxpayers to ensure
that the wealthy do not contribute a
lower share of taxes paid than they do
today.

Doubles the Standard Deduction
and Enhances the Child Tax Credit—
The proposal roughly doubles the stan-
dard deduction so that typical middle-
class families will keep more of their
paycheck. It also significantly increases
the Child Tax Credit.

Eliminates Loopholes for the
Wealthy, Protects Bedrock Provisions
for Middle Class—Eliminates many
itemized deductions that are primar-
ily used by the wealthy, but retains tax
incentives for home mortgage interest
and charitable contributions, as well as
tax incentives for work, higher educa-
tion, and retirement security.

Repeals the Death Tax and Alterna-
tive Minimum Tax (AMT)—The plan
repeals the Death Tax and substantially
simplifies the tax code by repealing the
existing individual AMT, which requires
taxpayers to do their taxes twice.

Creates a New Lower Tax Rate and
Structure for Small Businesses—The
framework limits the maximum tax rate
for small and family-owned businesses
to 25%—significantly lower than the top
rate that these businesses pay today.

To Create Jobs and Promote Com-
petitiveness, Lowers the Corporate
Tax Rate—So that America can com-
pete on level playing field, the frame-
work reduces the corporate tax rate to
20% — below the 22.5% average of the
industrialized world.

To Boost the Economy, Allows “Ex-
pensing” of Capital Investments—The
framework allows, for at least five years,
businesses to immediately write off (or
“expense”) the cost of new investments

Moves to an American Model for
Competitiveness—The framework
ends the incentive to offshore jobs and
keep foreign profits overseas. It levels
the playing field for American compa-
nies and workers.

Brings Profits Back Home—The
framework brings home profits by
imposing a one-time, low tax rate on
wealth that has already accumulated
overseas so there is no tax incentive to
keeping the money offshore.
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GDC Breaks Ground on Gateway Townhomes Project

PEEKSKILL—Ginsburg Development
Companies Principal Martin Ginsburg
recently joined with Peekskill Mayor
Frank Catalina and other state, county
and city officials and dignitaries for a
groundbreaking ceremony to mark the
start of construction of Gateway Town-
homes here.

Located at 700 Main St., at the gate-
way to the city from Route 9, Gateway
Townhomes will feature 16 rowhouse
townhome-style condominiums with
a selection of triplex two- and three-
bedroom homes ranging in size from
1,649 square feet to 1,915 square feet.
The first floor of each townhome will
feature an entrance hall, home office/
guest room and a two-car garage. The
second floor will consist of the living and
dining rooms with a large eat-in kitchen,
with the top floor featuring two or three
bedrooms.

Fourteen of the townhomes will be
sold at market rate prices, starting at
$275,000 and two units will be offered
as affordable workforce housing for
those making up to 80% of the West-
chester County Median Income, with a
sales price of approximately $240,000.

The City of Peekskill requested that
GDC develop the former municipally-
owned site as a for-sale homeowner-
ship project when GDC began the
approval process for its Fort Hill Apart-
ments luxury rental community located
nearby.

“We recognized the importance
of this site as a gateway to the City of
Peekskill and its downtown and was
happy to make this neighborhood town-
home development part of our holistic
commitment and investment in the city,”
said Ginsburg. “We are pleased to offer
GDC quality townhomes at prices that
are very reasonable for new construc-
tion condominiums in Westchester

From left to right: Joseph Dziegelewski, senior vice president, Ginsburg
Development Companies; Peekskill Council Member Kathleen Talbot; Kevin
Marrinan, director of development, Ginsburg Development Companies;
Deputy Westchester County Executie Kevin Plunkett; Martin Ginsburg, prin-
cipal, Ginsburg Development Companies; Peekskill Mayor Frank Catalina;
Richard Leins, city manager; Westchester County Legislator John Testa;
Peekskill Council Member Joseph Torres and New York State Assembly
Member Sandy Galef.

County, ideal for both first-time home-
buyers and empty-nesters looking to
downsize who want to enjoy the conve-

nience of downtown living,” he added.
“Thanks to Ginsburg Development
Companies and everyone who has

made this project a reality” said West-
chester County Executive Robert P.
Astorino in a statement. “The continued
revitalization of Peekskill and develop-
ments like these being built all over
Westchester proves over and over
again that our county is a top tier loca-
tion to live, work, go to school, and raise
a family.”

“l cannot express my joy and excite-
ment at the commencement of this proj-
ect. It represents the first new construc-
tion in this area of Main Street in over 65
years. We thank Martin Ginsburg and
the Ginsburg Development Corp. for
staying in Peekskill and accepting this
challenging project. He is a true vision-
ary who is changing the face of Peek-
skill forever and we thank him,” said
Peekskill Mayor Frank Catalina.

The townhomes, which are located
near downtown restaurants and shops,
will share a shuttle bus to the Peekskill
Metro-North Station with GDC’s Fort Hill
development. Sales are expected to
begin in the summer of 2018.

Century 21 Haviland Merges With ERA Insite Realty

PLEASANTVILLE—ERA Insite Realty Services, with of-
fices in White Plains, Bronxville and Mount Pleasant,
announced a merger deal on Sept. 18th with Century 21
Haviland in Pleasantville. The merger was announced
by Louis and Debra Budetti, founders and owners of
ERA Insite Realty Services, which is headquartered in
White Plains.

The merger comes on the heels of a merger be-
tween ERA Insite and Carlson Real Estate of Bronxville
that was announced on August 1st.

ERA Insite will be moving its Mount Pleasant op-
erations, currently on Commerce Streetin Thornwood,
into the Haviland office space at 370 Manville Road in
Pleasantville, adjacent to the Jacob Burns Theatre. The

Continued on next page From lefy, Vincent D’Addato, Debra and Louis Budetti of ERA
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Study: Student Debt Significantly Delays Millennial Homeownership

WASHINGTON—Despite being in the prime years to buy their first home, an over-
whelming majority of millennials with student debt currently do not own a home and
believe this debt is to blame for what they typically expect to be a seven-year delay
from buying, according to a recently released study on student loan debt and its
impact on the housing market.

This is according to a new joint study on millennial student loan debt released
today by the National Association of Realtors and nonprofit American Student As-
sistance. The survey additionally revealed that student debt is holding back millen-
nials from financial decisions and personal milestones, such as adequately saving
for retirement, changing careers, continuing their education, marrying and having
children.

NAR and ASA’'s new study found that only 20% of millennial respondents cur-
rently own a home, and that they are typically carrying a student debt load ($41,200)
that surpasses their annual income ($38,800). Most respondents borrowed money
to finance their education at a four-year college (79%), and slightly over half (51%)
are repaying a balance of more than $40,000.

Among the 80% of millennials in the survey who said they do not own a home,
83% believe their student loan debt has affected their ability to buy. The median
amount of time these millennials expect to be delayed from buying a home is seven
years, and overall, 84% expect to postpone buying by at least three years.

“The tens of thousands of dollars many millennials needed to borrow to earn a
college degree have come at a financial and emotional cost that’s influencing mil-
lennials’ housing choices and other major life decisions,” said Lawrence Yun, NAR
chief economist. “Sales to first-time buyers have been underwhelming for several
years now, and this survey indicates student debt is a big part of the blame. Even a
large majority of older millennials and those with higher incomes say they’re being
forced to delay homeownership because they can’t save for a down payment and
don’t feel financially secure enough to buy.”

According to Yun, the housing market’s lifecycle is being disrupted by the $1.4
trillion of student debt U.S. households are currently carrying. In addition to softer
demand at the entry-level portion of the market, a quarter of current millennial hom-
eowners said their student debt is preventing them from selling their home to buy a
new one, either because it’'s too expensive to move and upgrade, or because their
loans have impacted their credit for a future mortgage.

“Millennial homeowners who can’t afford to trade up because of their student
debt end up staying put, which slows the turnover in the housing market and exac-
erbates the low supply levels and affordability pressures for those trying to buy their
firsthome,” added Yun.

Repaying Student Debt is influencing
Career Choices and Retirement Savings

In addition to postponing a home purchase, the survey found that student debt
is forcing millennials to put aside several additional life choices and financial deci-
sions that contribute to the economy and their overall happiness. Eighty-six percent
have made sacrifices in their professional career, including taking a second job, re-
maining in a position in which they were unhappy, or taking one outside their field.
Furthermore, more than half say they are delayed in continuing their education and
starting a family, and 41% would like to marry but are stalling because of their debt.

Even more concerning, according to Yun, is that it appears many millennials
are putting saving for retirement on the backburner because of their student debt.
Sixty-one percent of respondents at times have not been able to make a contribu-

Century 21 Haviland Merges
With ERA Insite Realty

Continued from previous page

Pleasantville location is highly desirable,
right in the center of town and within
walking distance of many shops, restau-
rants and Metro North. It has also been
the home of the Haviland firm since its
inception in 1977, ERA Insite officials
state.

ERA Insite Realty has been head-
quartered in White Plains for 32 years.
The Haviland merger gives the com-
pany the opportunity to strengthen its
presence and better serve the Mount
Pleasant and central Westchester mar-
kets, while bringing exceptional new
resources to both the agents and con-
sumers, the brokerage firm noted.

The Haviland firm was acquired as a
Century 21 franchise by partners Rose-
mary D’Addato and Faye Kallina in 1981.
The brokerage later added an Ossining
office that operated for almost 25 years
until it was folded into the Pleasantville
location. Many of the Haviland agents
have been with the company for 15
years or longer, some in excess of 30
years.

Vincent D’Addato, Rosemary’s hus-
band, joined the business in 1986, and
has continued to run it since her passing
last year. In talking about the reason
he chose to merge with ERA Insite,
D’Addato stressed the importance of
finding a new broker that would be
a good cultural match. “I know it’s a
business, but | have an emotional at-
tachment to it and to the people here,”
he said. “The first time | met with Lou
and Debra (Budetti) | knew this was the

best fit. They are a family-owned busi-
ness like ours, but one that can offer
the agents so much more in the way of
support and growth. They are also one
of the Realogy companies, so there are
many similarities. It will be a new but
similar culture.”

In addition to Mr. D’Addato, who will
stay on with ERA Insite, other agents
joining ERA Insite as part of the merger
include: Susan Abraham, Tricia Alba-
nese, Sam Arcidiacono, Mike Arcidi-
acono, Kathye Catalano, Kathy Dauvis,
Rosalie DiLeo, Ellen Durko, Rosalind
Echenthal, Theresa Ferrara, Sharon
Foley, Carol Girardi, Jeanne Grasso,
Roseann Jackette, Theresa Janson,
Joanne Kessler, Patricia Kiley, Patrizia
Kolman, Diane Mezzatesta, Linda Op-
penheimer, Grace Priore, Roseann
Racioppo, Emily Rubow, Tracy Salciccia,
Judi Tushingham, Marilyn Vedovino and
Catherine Zilay.

“We know that Vinny had many
choices in deciding the future of his
company, so we are thrilled and hon-
ored by his decision. We are excited
to work with this impressive group of
agents, and know that together we can
do so much more,” stated Louis Budetti.
“Very similar to our recent merger with
Carlson in Bronxville, there are many
synergies between our firm and the
Haviland office. The agents are ener-
gized on both sides of these mergers
because they realize the enormous po-
tential that joining together can bring,”
he added.

tion to their retirement, and nearly a third (32%) said they were at times able to con-
tribute, but with a reduced amount.

“Being unable to adequately save for retirement on top of not experiencing the
wealth building benefits of owning a home is an unfortunate situation that could
have long-term consequences to the financial well-being of these millennials,” said
Yun. “A scenario where only those with minimal or no student debt can afford to buy
a home and save for retirement is not an ideal situation and is one that weakens the
economy and contributes to widening inequality.”

A Better Understanding of College Costs is Needed

The financial pressures many millennials with student debt are now experienc-
ing appear to somewhat come from not having a complete understanding of the
expenses needed to pay for college. Only one-in-five borrowers indicated in the
survey that they understood all of the costs, including tuition, fees and housing.

“Student debt is a reality for the majority of students attending colleges and uni-
versities across our country. We cannot allow educational debt to hold back whole
generations from the financial milestones that underpin the American Dream, like
home ownership,” said Jean Eddy, president and CEO at ASA. “The results of this
study reinforce the need for solutions that both reduce education debt levels for
future students, and enable current borrowers to make that debt manageable, so
they don’t have to put the rest of their financial goals on hold.”

“Realtors are actively working with consumers and policy leaders to address
the growing burden student debt is having on homeownership,” said NAR Presi-
dent William E. Brown, a Realtor from Alamo, CA. “We support efforts that promote
education and simplify the student borrowing process, as well as underwriting
measures that make it easier for homebuyers carrying student loan debt to qualify
for amortgage.”

In April 2017, ASA distributed a 41-question survey co-written with NAR to 92,419
student loan borrowers (ages 22 to 35) who are current in repayment. A total of
2,203 student loan borrowers completed the survey. All information is characteris-
tic of April 2017, with the exception of income data, which is reflective of 2016, NAR
stated.
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. HomeBridge Has
Renovation Loans for Every Need

HomeBridge is the No. 1 FHA 203(k) renovation
lender in the nation, according to HUD data.*

With a renovation loan you can buy a home
and include additional money in the loan for
renovations or repairs.

Contact me to discuss how HomeBridge
can help you create the home of your dreams!

Donald Arace

Branch Manager o
Mortgage Loan Originator

NMLS# 84735

(914) 364-0242

www.homebridge.com/donaldarace
donald.arace@homebridge.com

Bridge

FINANCIAL SERVICES

*HUD Endorsement Summary. HomeBridge Financial Services, Inc.; Corporate NMLS ID #6521

(www.nmlsconsumeraccess.org); 711 Westchester Avenue, Suite 304, White Plains, NY 10604,
commc Branch ID 1563740. Licensed Mortgage Banker (B500691) - New York State Department of
LENDER Financial Services. Rev 10.03.17 (0117-0090B)
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BARRISTER'S

BRIEFING

By Leon Cameron, Esq.

Unlucky Number 13

Realtors are in the business of listing and selling homes. They cannot and should
not dispense legal advice. To my non-lawyer readers, this is not meant as a personal
affront. With Friday the 13th in the eerie month of October no less, perhaps it is ap-
propriate to address Article 13 of the Realtor Code of Ethics:

“REALTORS® shall not engage in activities that constitute the unauthorized
practice of law and shall recommend that legal counsel be obtained when the
interest of any party to the transaction requires it.”

One common issue where Realtors may be tempted to dispense legal advice
is with respect to rentals and the occupancy expectations of landlords. Licensees
should not be a party to fair housing violations, including violations related to fa-
milial status and marital status, which speak to the number of persons in a rental.
Notwithstanding, licensees should also not dispense legal advice to their landlord
clients. Landlord clients may be given neutral, verifiable legal information so that
they may make their own determinations in consultation with private legal counsel.

Concerning local laws, the client can be directed to the local Town or City Clerk

or local governmental website. At the state level, they can go to the official page of
the New York State Division of Code Enforcement and Administration, which is ac-
cessible at www.dos.ny.gov/dcea. Federally speaking, the Department of Housing
and Urban Development lists their occupancy guidelines at www.hud.gov.

Another frequent area where buyers and sellers are prone to seek out brokers
and agents for legal advice is with contract interpretation. If a buyer or seller (or
landlord or tenant) wants your opinion as to whether they are in breach of a lease
agreement or purchase contract, refer them back to their personal attorneys. Often
the request from the client is conversational e.g. “What does this clause mean?”
Nevertheless, resist the temptation to take the bait and opine. If the client acts il-
legally in accordance with your de facto legal advice, your errors and omissions
insurance coverage is unlikely to cover it, should litigation arise. Even if you happen
to be a licensed attorney-at-law, check with your broker’s office policy on affiliated
agents (who double as attorneys) giving legal advice. If you are both a licensed
broker and a licensed attorney-at-law, make sure the client is aware at all times in
which capacity you are serving.

Lastly, another common area that arises with respect to legal advice is that of ma-
terial defects. Although material defects must be disclosed to cooperating agents,
licensees are not expected to make independent determinations as to what consti-
tutes one. Again, the client should receive private legal advice, typically from their
closing attorney, in making that judgment.

By refraining from the unauthorized practice of law, however well intentioned,
the liability of licensees is lessened and real estate clients are better served.

Editor’s Note: The foregoing is for information purposes only and does not
confer an attorney/client relationship. For a legal opinion or advice specific to your
situation, please consult with a private attorney at law.

Leon P. Cameron, Esq. is Director of Legal Services and Professional Standards
Administrator for the Hudson Gateway Association of Realtors.

Unsung Hero Helps Restore the Putnam County IDA

PUTNAM POSTING

By Jennifer Maher

Recently at the Putnam County Legislature’s Economic Development Committee
meeting, the Putnam County Industrial Development Agency announced it is now
in full compliance with the requirements of the New York State Comptroller’s Office
and is open for business.

The Legislature was instrumental in its support and assistance as well as the
County Executive and her administration. The Facilities Department provided office
space used this past summer and the Law Department offered room for meetings
while the PCIDA got organized. The County Clerk helped to organize and prepare
the large volume of records for proper storage, and the Personnel Department was
able to find two extraordinary young people, Tom DeMarchi and Emma Dickinson,
who catalogued and digitized records so that we would have the 21st century data-
base management needed to achieve compliance.

Consultant Teri Waivada brought a wealth of experience in guiding the new
board through the maze of regulations and requirements to get it all done. Even
given all of that support, were it not for the dedication, commitment and tenacity of
Putnam County Chamber of Commerce and Carmel Kent Chamber of Commerce
CEO Bill Nulk, the mission would still not have been accomplished. Bill has been
my unwavering co-captain in this journey we call the Putnam County Chamber of
Commerce. Working with me alone deserves a medal of honor. So, thank you Bill!

And, yes, the PCIDA is finally open for business. On Monday, Sept. 11th the Board
voted for approval of the resolution to provide benefits for the Ace Endico expan-
sion project in the Town of Southeast. Thank you to the members of the Board of
the Putnam County Industrial Development Agency, Steve Baranowski, Bill Carlin,
Joe Downey and Bill Nulk; may this be the first of many well reviewed and worth-
while projects that the IDA can help secure for the betterment of Putnam County.

‘Vision Carmel 2020’ Will Propel
Town Board To A Master Plan

Since January of 2017, members of the Carmel Town Board have been meeting
with the Greater Mahopac-Carmel Chamber of Commerce’s Legislative Advocacy
Board chairs in developing a strategy for a solid blueprint for economic growth and
prosperity in the coming years. Born of a belief that town planning has lost its way in
fostering a stronger economy and attracting new business development coupled
with the fact that Carmel as the county seat is mirroring what is happening through-
out the county, the LAB expects that this new collaborative approach will have a
powerful and positive impact.

“Carmel should lead by example,” said Thom lannicari of Allan Twitty Insurance,
a LAB co-chair. “A new master plan that leads the way for the next 25 to 50 years will
spark pride for those that work and live here and provide a template for the rest of
Putnam County to build upon.” The LAB notes that the last master plan was written
17 years ago, which is considered way too long a gap.

Your suburban client asks you to sell a family property in the Bronx...
Your suburban buyer client needs to sell their home in the Bronx...
Earn referral income AND serve your loyal client’s needs.

Has This Ever Happened to You?

According to the Putnam County Economic Development Corporation, residen-
tial property taxes made up 80% of total tax revenue collected in 2016, a difficult
burden to bear for those who live here. It is vital we bring in more business to create
a more-reasonable 60%-40% residential/commercial tax split. This will help to pay
for improvements such as up to date water and sewer systems for new develop-
ments, roadways and traffic flows that are conducive to smooth, efficient travel,
usable sidewalks and enhanced digital infrastructure.

The LAB seeks smart growth, a more modern mix of owner-occupied versus
rental housing, zoning improvements, attraction of more millennials, strong busi-
ness and education partnerships, and other ideas developed while including the
whole community in the discussion. The GMCCC is asking the Town of Carmel to
immediately initiate a series of public discussions, seek funding to commence plan-
ning, identify goals and objectives, survey and evaluate issues, prepare conceptual
designs and recommendations, and create a comprehensive Master Plan by the
year 2020.

Jennifer Maher served as the 2015 vice president of the Hudson Gateway As-
sociation of Realtors and currently serves as the vice president of the Hudson Val-
ley Chapter of the New York State Commercial Association of Realtors and chair-
woman of the Putnam County Chambers of Commerce.

“PARKWAY

N PEST SERVICES 7

- o
PIV. OF paRKwAY EXTERMINATIN

PEST CONTROL — Specializing in:

* ipm « termites inspections « termite control « sentricon always active
baiting system - residential/commercial » schools/institutions « board
certified entomologists ¢ wildlife trapping and removal * npma quality
pro /green pro/schools ¢ parkway green pest solutions (green shield
certified)

1 (800) 220-park (7275) - 914 725-5997

HGAR Affiliate of the year 2016

www.parkwaypestservices.com
Member: NPMA, NYSPMA, APS, ESA, HGAR, WCR, PUAA
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Allison Jaffe, Broker
GRI, CBR, SRES

Allison Jaffe, NYS Licensed Real Estate Broker
You have a reliable referral partner in the Bronx.
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THIRD SUPPLEMENTAL NOTICE OF ANNUAL MEETING
Oct. 30, 2017, Hudson Gateway Assoc.of Realtors, Inc.

Report of the HGAR Leadership
Committee to be presented at the
HGAR Annual Meeting on October 30,
2017,

TARRYTOWN—The 2017 Annual Meet-
ing of the Hudson Gateway Associa-
tion of Realtors, Inc. will take place on
October 30, 2017 at 3:30 p.m. at the
DoubleTree Hotel, 455 South Broadway,
Tarrytown, New York 10591. This notice
will serve to supplement the First Notice
published in the September 2017 edi-
tion of Real Estate In-Depth, which was
mailed to the Membership and to further
supplement the Second Supplemental
Notice e-mailed to the Membership on
September 30, 2017. Action items for
the Annual Meeting include the election
of Directors and proposed changes to
the Bylaws. The following voting items
and business at the Annual Meeting will
include:

(1) The election of two (2) HGAR Class
3 Directors with terms expiring at the
end of 2018 and eight (8) HGAR Class 1
Directors with terms expiring at the end
of 2020. The HGAR Leadership Com-
mittee has submitted the following slate
of candidates for election to serve as Of-
ficers and Directors on the HGAR Board
of Directors for 2018.

President

Barry Kramer
Westchester Choice Realty, Inc.

105 Garth Road
Scarsdale, NY 10583-3745

President Elect

Ronald Garafalo

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

Regional Vice President/
Westchester-Putnam

Clayton C. Livingston

Coldwell Banker Res. Brokerage
1392 Albany Post Rd
Croton-on-Hudson, NY 10520-1506

Regional Vice President/
Westchester-Putnam

Myriam Ramos

Keller Williams Realty Partner
2 Old Tomahawk St.
Yorktown Heights, NY 10598

Regional Vice President/Orange
John R Olivero

Griffith Olivero

226 Main St

Goshen, NY 10924

Regional Vice President/Rockland
Jennifer Mallory

Keller Williams Hudson Valley

18 Laurel Rd.

New City, NY 10956
Secretary/Treasurer

Gail Fattizzi

SPOTLIGHT ON

Seeing Beyond the Mess |

Irene Guanill describes herself as “a
girl from the South Bronx,” who grew up
learning how to turn lemons into lemon-
ade. “My mom was always very strong
and she taught us to be strong,” she
said. “Failure was not an option—you
could either sink or swim, and | chose
to swim.”

Today, the mother of three is a Bro-
ker/Owner of her own business, Meet
the Sellers, in the Pelham Bay area of
the Bronx, is an HGAR Director, and a
very successful house “flipper.”

In fact, it was her first home purchase
in 1998 that gave her an insight into the
real estate business. At the time, she
was working full time at Price Water-
house Coopers in Manhattan as a senior
technical specialist, repairing comput-
ers. After buying a home in New Jersey,
Guanill decided to take on home repairs
as well. “| took some classes at Home
Depot and the next thing you know |
was taking my basement apart,” she
quipped. “It was exciting for me. | would
rush home from work at 6 p.m. and then
work on the house until two or three in
the morning!”

Once she updated her own home,
Guanill started to buy investment prop-
erties in the Bronx. “I'd go to the court-
house during my lunch hour and look
for foreclosures,” she said. Her first “flip”
was a condo in the Parkchester section
that she bought for just $30,000 and

Irene Guanill

sold for $105,000.

Another purchase in the Bayches-
ter area for $178,000 later sold for
$400,000. Guanill did much of the
work herself and brought in her team of
plumbers and electricians. In total, she’s
completed about 10 successful “flips.”
“If a house has character, | can see be-
yond the mess,” she explained. “l like to
update the homes without destroying
their charm.”

Guanill earned her real estate license
in 2004 and soon afterward, she dove

Continued on page 31

Westchester Real Estate Inc. Class 1Directors

358 Route 202, Suite 2
Somers, NY 10589

Immediate Past President

Dorothy Botsoe

Dorothy Jensen Realty, Inc.
20 Haarlem Ave., Suite 406
White Plains, NY 10603

Pamela Jones

Coldwell Banker Res. Brokerage
278 Mamaroneck Ave

White Plains, NY 10605

Robert Shandley

BHG Rand Realty

222 Bloomingdale Rd., Ste. 114
White Plains, NY 10605

HGMLS President

A u Michael Shapot
BeHnGesanu(; Sealty Keller Williams NYC

590 Route 39 1155 Avenue of Americas

Central Valley, NY 10917 New York, NY 10036

Continued on page 27

2017 HGAR RPAC HONOR ROLL
as recorded by NYSAR to October 2017

Thank you to the following Members
who are leading the way in the 2017 RPAC campaign

Platinum R
Dorothy Botsoe, Dorothy Jensen Realty Inc., White Plains
Nancy Kennedy, Houlihan Lawrence Inc., Croton-on-Hudson
Paul Kennedy, Houlihan Lawrence Inc., Croton-on-Hudson

Golden R
Richard Haggerty, Hudson Gateway Association of Realtors, Inc.

Crystal R
Katheryn DeClerck, BHG Rand Realty, Goshen
JP Endres, BHG Rand Realty, New City
Marcene Hedayati, William Raveis Legends Realty, Tarrytown
Russell Woolley, Wright Bros Real Estate Inc. Nyack

Sterling R
Leah Caro, Park Sterling Realty, Bronxville
Douglas Dill, Houlihan Lawrence, Yorktown
Ann Garti, HGAR, Goshen
Joseph Houlihan, Houlihan and O’Malley Real Estate Services Inc. Bronxville
Pamela Jones, Coldwell Banker Res. Brokerage, White Plains
Barry Kramer, Westchester Choice Realty, Eastchester
Cynthia Lippolis, BHHS River Towns Real Estate, Croton-on-Hudson
Clayton Livingston, Coldwell Banker Residential Brokerage, Croton-On-Hudson
Holly Mellstrom, Julia B. Fee Sotheby’s, Bronxville
Michael Muldoon, Valley National Bank, Fishkill
Rosemarie Pelatti, Keller Williams Hudson Valley, New City

President’s Club
John Dolgetta, Dolgetta Law, White Plains
Lazer Milstein, Realty Teams Corp, Pamona
Carol Kope, Dorothy Jensen Realty, Inc. White Plains
Philip Weiden, Hudson Gateway Association of Realtors, Inc.
Renee Zurlo, BHG Rand Realty, Central Valley

Capitol Club
Lynelle Alessi, Keller Williams, Middletown
Allan Bohlin, BHG Rand Realty, New City
Angela Briante, Briante Realty Group, Carmel
Carol Christiansen, Café Realty, Mount Kisco
Gary Connolly, HGAR, White Plains
Theresa Crozier, Houlihan Lawrence Inc. White Plains
Lawrence Curasi, Curasi Realty Inc. Montgomery
Michael Graessle, BHG Rand Realty, White Plains
Clayton Jeffrey, Coldwell Banker Residential Brokerage, White Plains
John Kope, Dorothy Jensen Realty, White Plains
Phyllis Lerner, William Raveis, Tarrytown
Eydie Lopez, Dorothy Jensen Realty, White Plains
Jennifer Mallory, Keller Williams Hudson Valley, New City
Kathleen Milich REMAX Benchmark Realty Group, New Windsor
Donna Riniti, Coldwell Banker, Yorktown Heights
Sherry Schneider, Century 21, White Plains
Eileen Taus, HGAR, White Plains
Maryann Tercasio, BHG Rand Realty, Central Valley

99 Club
Barbara Barber, Biagio Bello, Gail Bohlke, Mark Boyland, Layla Boyles Janet Brand,
Andrea Braunstein, Debra Budetti, Louis Budetti, Michael Criscuolo John Crittenden, ,
Louise Cubillas, Diane Cummins, Hedva Dahan, Julian Diaz, Laurie DiFrancesco, Kevin
Dwyer, Jeffrey Farnell, Sharlene Forman, Ronald Garafalo, Marianna Glennon, Anthony
Gnagnarelli Jr. Peter Gorbutt, Lynn Harmonay, Sarah Hughes, Chloe Jensen, Molly Jensen,
Cindy Kief, Melissa Lanza, Joan Lennon, Gary Leogrande, Kathleen Mangan, Theresa May,
Noemi Morales Barile, Josef Muller, Eileen Marie Murphy, Heidi Muse, Janet Nold, John
Olivero, Joan O’Meara, Myriam Ramos, Peter Riolo, Joanna Rizoulis, Brenda Santos, Cindy
Schweizer, Robert Shandley, Cathleen Stack, Naomi Streicher, Rita Steinkamp, Mary Stetson

Recap of Contributions Year to Date**
TOTAL: $143,061from 2,605 contributors

Goal: $201,103 from 3,295 contributors

% of dollar goal: 79%
% of member goal: 79 %
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BOARDROOM REPORT

Please Welcome the Following
New Members in Your Area:

Designated Realtor

Boris H. Linares

Premium Choice Realty Corp.
1745 Parkview Avenue
Bronx, NY 10461
718-822-0619

Philip Mellea

399 Knollwood Road, #111
White Plains, NY 10603
914-589-8092

Roselina Serrano

Serrano & Associates, P.C.
22 South Main Street
New City, NY 10956
845-638-2200

Robert D. Siano

399 Knollwood Road, Suite 301
White Plains, NY 10603
718-300-0763

Pajtim Vuktilaj

Alba VIP Realty LLC
2700 Williamsbridge Rd.
Bronx, NY 10469
718-519-1111

Robert Wilson

Twenty Twenty Real Estate
42 Pine St.

Yonkers, NY 10701
914-912-4048

Yu Wu

Chris Zhou

Mont Sky Real Estate Hudson LLC
154 Grand St.

New York, NY 10013
646-397-8508

Affiliate

Shavon Calderon

Altice USA- Optimum Agent Ref.
200 Jericho Quadrangle

Jericho, NY 11753
866-311-0059

Eric Guzi

Altice USA- Optimum Agent Ref.
200 Jericho Quadrangle

Jericho, NY 11753
866-311-0059

Leslie llany

Burbio

204 Nyac Ave
Pelham, NY 10803
212-729-3611

Dennis Roche
Burbio

204 Nyac Ave
Pelham, NY 10803
212-729-3611

Realtor

Thais Baptista Chamon
Keller Williams Realty Group, Scarsdale

Katherine Bellantoni
RE/MAX Classic Realty

Ibrahim Besharat

Weichert Realtors, Rye

Kile Boga-Ibric

Platinum Drive Realty Inc., Chappaqua

Frantz Borno
Realty Teams Corp., Pamona

Anna Bosco
Keller Williams Hudson Valley Untd.,
Middletown

lan Brown

Fleetwood Realty

Nikaury Bruno

Exit Realty Premium

Michael J. Callaci

Hudson Property Appraisal Co.

**Joel Cannon

Keller Williams Valley Realty,

Woodcliff Lake, NJ

Virginia Capozi

Century 21 Marciano

Donna Cascone

William Raveis Legends Realty, Tarrytown

Ariel Castillo

MWR Real Estate Inc. ! i
Exit Realty Premium

70 Bowery, Room 403
New York, NY 10013

Jacelynn Allen

Keller Williams Realty NYC Group, Christine Castro

212-941-5122 Bronx Five Star Realty Group Int.
**Mital Amin Patricia Ch
Keller Williams Realty Group, dtricia =-hang
Exit Realty Group, Bronx
Scarsdale

Hudson Gateway Realtor Foundation Presents
$1,000 Donation to Gilda’s Club Westchester

From left, HG Realtor Foundation Committee Members Alicia Albanc;, Mary
Prenon, Bonnie Koff, Cathleen Stack and Stephanie Liggio.

WHITE PLAINS—The Hudson Gateway Realtor Foundation, the charitable arm of
the Hudson Gateway Association of Realtors recently presented a check for $1,000
to Gilda’s Club Westchester. Created in fulfillment of actress Gilda Radner’s dream,
Gilda’s Club offers a welcoming community of free support for everyone living with
cancer—men, women, teens and children—along with their families and friends.

Since 2001, Gilda’s Club Westchester has been providing emotional support,
healthy lifestyle workshops and activities along with social events in a non-residen-
tial, yet home-like setting. The Westchester Clubhouse serves Westchester and
Rockland counties, as well as Connecticut’s lower Fairfield County.

“We are so grateful for the generous support of the Hudson Gateway Realtor
Foundation,” said Melissa Lang, CEO of Gilda’s Club Westchester. “Gilda’s Club
does not receive any formal reimbursement for the services it provides. Therefore,
the support Gilda’s Club receives from the generosity of the community—through
grants, corporate and foundation funding, private donations and fundraising events
—issocritical”

The first Gilda’s Club opened in 1995 in New York City, and other clubhouses
followed around the country. There are currently 22 clubhouses nationwide. For
more information about Gilda’s Club Westchester, please visit www.gildasclubwest-
chester.org.

Gilda’s Club Westchester is one of the many local Hudson Valley charities ben-
efitting from the Realtor Foundation, which has raised more than $30,000 from its
“Runway for Hope” Fashion Show at New Rochelle’s Glen Island Harbour Club, and
four “Pub Nights” this year held throughout the Hudson Valley.

Established in 2004 and re-launched in 2013, the foundation has donated
thousands of dollars to charities and non-profits throughout the Hudson Valley. As
concerned members of the communities in which they work the Hudson Gateway
Realtor Foundation participates in qualified community-based charities that serve
the housing, 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.

The Hudson Gateway Association of Realtors is a not-for-profit trade association
representing almost 11,000 real estate professionals doing business in Westches-
ter, Putnam, Rockland, and Orange counties, as well as the Bronx and Manhattan. It
is the second largest Realtor Association in New York State, and one of the largest
in the country. It owns and operates the Hudson Gateway Multiple Listing Service
(HGMLS), offering more than 18,000 properties in the Bronx, Westchester, Putnam,
Dutchess, Rockland, Orange, Sullivan and Ulster counties. It is among the top 50
largest MLSs in the country.

Tracelyn Charles
Besmatch Real Estate

Shohal Chowdhury

Progress Realty Inc.

Robert W. Cleveland

Global Real Estate Network LLC

Shelley Cohen

Houlihan Lawrence Inc., Scarsdale
Raymond Collazo

Keller Williams Realty, Chester

Kadiejah Collins

Keller Williams Realty, Chester

Amie A. Comsa

Houlihan Lawrence Inc., Rye

Milton Coste

Keller Williams NYC, New York, NY
Maria Cuadrado

Keller Williams Realty, Chester

Carmen Cuesta

Julia B. Fee Sotheby's Int. Realty, Irvington
Shakira De La Cruz

Meet The Sellers

Taylor DePalma

Douglas Elliman Real Estate, Armonk
Matthew E. Depesa

Weichert Realtors, Monroe

Frank DiLeo

United Real Estate LLC

**Corrina L. Dooley

Coldwell Banker Res. Brokerage, New City
James Dratfield

Coldwell Banker Res. Brokerage, Bedford
Marcie T. Ernano

Douglas Elliman Real Estate, Chappaqua
Christine Evans Sturges

Douglas Elliman Real Estate, Chappaqua
Karen Fancher

Rita Levine Real Estate

Carey Federspiel

Julia B Fee Sotheby’s Int. Realty, Larchmont
Tommy Fernandez

Han Tang Realty Inc.

Ann Francese

Coldwell Banker Res. Brokerage, New Rochelle
Denise A. Francese

Exit Realty Group

Carla Freitas

Irene G. DaSilva Real Estate

Peter Gao

Brenda Sun & Associates

Jennifer A. Gargiulo

BHG Rand Realty, Stony Point

Ardian Gashi

Douglas Elliman Real Estate, Scarsdale
Philsbert Georges

Besmatch Real Estate

Debbie Gomes

Fleetwood Realty

Alma Gonzalez

ERA Insite Realty Services, Bronxville
Elvis B. Gonzalez

Keller Williams Realty Group, Scarsdale
Joel Gruber

Rand Commercial, New City

Rebecca Gutierrez

RE/MAX Benchmark Realty Group, Central Valley
Gennesys Guzman

Royal Fine Homes Inc.

Kelly Herman

Houlihan Lawrence Inc., Irvington

Julien Hochner

Keller Williams NY Realty, White Plains
**Misano Ishida

Furumoto Realty of Westchester
Thomas Jones

Keller Williams Realty, Chester

Chaim Katz

Metrex Realty Inc.

Suzanne Kawczynski

Exit Realty Search

Jean Kelly

Keller Williams Hudson Valley Untd., Middletown
Noel A. Koppoe

Mayjay Property Management

**Susan A. Kosterich

Berkshire Hathaway HS NE Prop., Wallingford, CT
Sean Lally

Coldwell Banker Res. Brokerage, White Plains
Jacob Lefkowitz

Metrex Realty Inc.

Sanford Lewis

William Raveis Real Estate, Yorktown Heights
Jeffrey L. Loddo

Turn Key Realty Group Inc.

Joseph Lorenzo

Platinum Drive Realty, Inc., Scarsdale
Yaakov Lorincz

Metrex Realty Inc.

Caren Low

Julia B Fee Sotheby’s Int. Realty, Rye
Naomi Lunger

Weichert Realtors, Suffern

Kristin Mahoney

Hanson Real Estate Partners

**Joseph P. Mantle
Nexthome Residential

Cheryl Martin
United Real Estate LLC
William Martin
United Real Estate LLC

Victor Martinez
Keller Williams Realty NYC Group, Bronx

Alaina Mazzuca
Houlihan Lawrence Inc., Katonah

Elizabeth McCrohan Castro
William Raveis Baer & MclIntosh RE, Nyack

Tana M. McGuire

J. Philip Real Estate, LLC, Briarcliff Manor
Heather Mindich

Coldwell Banker Res. Brokerage, New City
**Sarah Mirza Mulhall

BHG Rand Realty, Dobbs Ferry

Amy L. Moore

Douglas Elliman Real Estate, Bronx

Mary Grace V. Morris

Mont Sky Real Estate Hudson

Kenneth M. Nass

In Motion Realty Group Inc.

*Jin ). Ni

Core Realty Elite

**Kelly O’Brien Gottlick

Madison Allied LLC

Diana M. Olivera

J. Philip Real Estate LLC, Mahopac

Alan Ortner

J. Philip Real Estate LLC, Mahopac
Halima C. Osman

Berkshire Hathaway HS West. Properties, Larchmont
Deborah Palladino

Champion Realty Associates Inc.
Gardenia R. Parker

Hollingsworth Real Estate Group.
**Nadia R. Parra Gonzalez

Nexthome Residential

Dana Peloso

Coldwell Banker Res. Brokerage, Croton-on-Hudson
Allan Pimble

Madison Allied LLC

Nicole H. Prendergrast

ARA1 Realty Group, LLC

Karen Rae

Keller Williams Hudson Valley Untd., Middletown
Francisco J. Rahim Gil

Galvez Properties Realty Corp.

Vincent Reda

Curasi Realty Inc.

Laura C. Redican

Houlihan Lawrence Inc., Bronxville
Efrain Reyes

Halstead Property Riverdale, LLC

Firoz Reza

Han Tang Realty Inc.

Omar J. Robinson

K. Fortuna Realty, Inc.

Robin Renee Robinson

Century 21 Full Service Realty, New City
Rossy Rodriguez

Besmatch Real Estate

Wendy M. Rodriguez

Douglas Elliman Real Estate, Bronx
Antonietta Romano

Mark Seiden Real Estate Team

Raquel Ruiz

Keller Williams Realty NYC Group, Bronx
Michael Sargo

William Raveis-New York LLC, Katonah
Jocelyn Sarro

Vincent & Whittemore Real Estate
Myisha Scarlett

Keller Williams Hudson Valley Untd, Middletown
Jeanne Serino

Houlihan Lawrence Inc., New Rochelle
Michael Simmon-Pappadakos

Keller Williams Realty Partners, Yorktown Heights
Babukutty Simon

Royal Fine Homes

Nicole Sorgi

Houlihan Lawrence Inc., Bedford
**Harry L. Stark

William Raveis Raveis NY LLC, Somers
Wendy Taylor

Berkshire Hathaway HS West. Properties, Scarsdale
Ernest R. Toribio

Besmatch Real Estate

Kevin M. Tuhy

Keller Williams Realty, Chester

Bridget M. Turley

Grand Lux Realty Cerrone Inc., Ardsley
Michele J. Urena

Prudential Kafcos Realty

Jaye C. Vanpelt

BHG Rand Realty, Pine Bush

Gloria Velez

Pantiga Group Inc.

David Wagstaff

Keller Williams NY Realty, White Plains
Jonathan D. Waldinger

Century 21 Schneider Realty

Jessie M. Williams

Global Property Systems Real Estate LLC
Michael Willman

William Raveis-New York LLC, Katonah

Adam Zelcer
Fuerst & Fuerst Inc.

*Indicates current member who opened an office as a
broker
**Secondary Member
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A Conversation with County Executive MaryEllen Odell
Updates on Tilly Foster, Envision Brewster Project,
How Sewer, Water Projects Could Foster Growth

By John Jordan

CARMEL—Prior to MaryEllen Odell tak-
ing office in November 2011, the eco-
nomic development efforts in Putnam
County were, to put it politely, outdated
and were in fact close to non-existent.

Since taking office Odell has made
business attraction and retention, as
well as the promotion of tourism in Put-
nam County a staple of her administra-
tion’s core initiatives, along with stabiliz-
ing county finances and optimizing the
county’s assets.

Odell, who was re-elected to her sec-
ond term of office in 2014, has seen a
number of her major projects bear fruit,
including the successful redevelopment
of the county-owned Putnam County
Golf Course and the storied Tilly Foster
Farm into a major attraction and educa-
tional facility.

The newly elected president has also
served as Chairperson for the Mid-Hud-
son South Transportation Coordinating

County Exec.

MAHOPAC—Putnam County Execu-
tive MaryEllen Odell presented the
$155.3-million proposed 2018 county
budget to the Putnam County Legisla-
ture at the Putnam County Golf Course
on Oct. 6.

The proposed budget, which is within
the New York State imposed tax cap,
calls for a net increase of $2.3 million
over the 2017 adopted budget, which
reflects a 1.5% spending increase.

“It is a challenge every year to de-
velop a budget that keeps within the
Albany imposed tax cap while deliver-
ing mandated services, providing the
quality of life needs of the residents
as well as the needs of our employees
and retirees; and planning for a fiscally
secure future,” County Executive Odell
said. “However, because of the efforts
this administration puts forth each day
we continue to be able to meet that
challenge.”

Based on the proposed budget, the
average taxpayer whose property is
assessed at $277,000 will pay $984
in county taxes in 2018, an increase of
$22.

Property taxes will make up only 27%,
or $42.3 million, of the county’s revenue
to balance the 2018 proposed budget.
Sales tax will be the largest contribu-
tor at 38% or $58.5 million. The county
departments are expected to generate
$26.8 million, or 17%, and state and fed-
eral reimbursements will make up $27.7
million or 18%.

“County Executive MaryEllen Odell
unveiled the 2018 tentative budget and
once again she did not disappoint,” said
Ginny Nacerino, chairwoman of the Put-

Committee (MHSTCC) and currently
co-chairs the New York Metropolitan
Transportation Council (NYMTC). Her
knowledge and expertise on transit-
oriented development projects has
helped propel “Envision Brewster,” a re-

vitalization initiative designed to attract
millennials to live, work, and recreate in
Putnam County.

Immediately prior to her election as
County Executive, Odell served as the
New York State Senate’s Director of
Veterans and Local Government Affairs.
She first became involved in local poli-
tics in the 1990s when Carmel proposed
to build a sewer plant three times too
large for its service area and potentially
wasting millions of taxpayer dollars. In
1995, she co-founded the Carmel Sports
Association at no cost to taxpayers,
and became an active member of the
Hamlet of Carmel Civic Association, the
Carmel Industrial Development Agency
and Putnam Economic Development

Council and sat on the Executive Board
for the Gold Star Mothers Statue in Put-
nam County Veterans Memorial Park.

In January 2006 Odell was appoint-
ed to fill a vacancy on the County Leg-
islature. She represented District 5,
which included the Hamlet of Carmel
and portions of the towns of Kent and
Patterson. During her five-year career as
a legislator, she initiated the formation
of and chaired the Fiscal Vision and Ac-
countability Commission comprised of
citizen volunteers, business leaders and
elected officials. There she successfully
fought to reduce unnecessary govern-
ment expenditures.

Real Estate In-Depth recently sat
down with Putnam County Executive
Odell at her offices in Carmel. Odell
spent 18 years in the real estate busi-
ness working as a title closer prior to
taking office. In September of this year,
Odell was elected president of the New
York State Association of Counties.
She has been a member of the NYSAC
Board of Director since 2013, and has
served on the executive committee as
Second Vice President.

Q: Can you give us a sense of how
the Putnam County economy is per-
forming and where do you see oppor-
tunities for growth and in turn what are
the impediments to that growth?

Odell: Well, let’s talk real estate first.
From what | understand from my former
colleagues and my friends in the real
property real estate industry, there is
an inventory problem (in the residential
market), which says to me thatitis a sell-
er’s market, which is a good sign. The
latest conversations | had in Syracuse
after being sworn in as the New York
State Association of Counties’ Presi-

dent this week were regarding the SALT
(state and local tax) implications on the
$50,000 to $250,000 income bracket.
So, how is that going to play out? If SALT
is removed then you lose that property
tax deduction, which is going to have
a tremendous impact on second hom-
eownership. So those communities that
have lake homes or vacation homes,
which we have a substantial amount,
that could in fact impact the real estate
industry. So, real estate here is holding
steady.

We have the “Envision Brewster”

project, which we are looking at as a
tool to help retain the millennial popula-
tion due to their spending power and
their importance to the family unit. The
Danbury, CT-Brewster (Town of South-
east) sewer connection project—the
Task Force has met twice and both
meetings have been very positive. (Dan-
bury) Mayor (Mark) Boughton had a little

Continued on next page

Odell Unveils $155M Putnam Cty. Budget

O 0 =

Putnam County Executive MaryEllen Odell delivered her budget address at
the Putnam County Golf Course on Oct. 6th.

nam County Legislature. “For the sixth
consecutive year, she has delivered a
fiscally sound budget and stayed within
the cap. In addition to fiscal accountabil-
ity, she places a high priority on social
responsibilities, which encompasses
all the departments and agencies that
contribute to our wonderful quality of
life here in Putnam County.”

She added, “Based on the last five
years, | do not anticipate any dramatic
changes. The county is in good shape
and that speaks volumes to County Ex-
ecutive MaryEllen Odell’s leadership.”

The proposed budget includes: a
$1.3-million increase in employee and

retiree health insurance costs; a $1.1
-million increase in personnel costs; a
$753,000-increase in early interven-
tion/preschool education program and
a $350,000 increase in debt service
costs. The budget also reflects a $2.4
-million decrease in New York State Pen-
sion Expense due to amortization pay
off, which resulted in an interest cost
savings of $773,000 for the county.
“What this administration does not
do is ‘kick the can down the road, we
develop a plan,” County Executive Odell
said. “Since Dec. 31, 201, our admin-
istration, in partnership with the Leg-
islature, has implemented sound debt

management practices which reduced
county debt.”

The county executive anticipates
that the budget will allow Putnam to
continue to earn its Moody’s Aa2 bond
rating. Odell also noted that the county
has reduced its long-term debt by 15%
since she came into office in 2011. It has
also eliminated its short-term debt of
$17.2 million completely.

Seventy percent of the proposed
budget, or $107.6 million, consists of the
more than 200 mandated programs,
which are set by the federal or state
governments with no or very limited
input from Putnam County. The other
$47.7 million, or 30% of the proposed
budget, is made up of quality of life
costs, which include: Sheriff Depart-
ment’s road patrol, Office of Senior Re-
sources, retiree health benefits, emer-
gency services, parks and recreation,
PART system, and outside agencies.

County Executive Odell unveiled a
plan to find potential cost savings for
the county while being able to provide
the same or improved services to the
county’s retiree health benefits. The
county is offering an alternative to the
New York State Health Insurance Pro-
gram through Benistar that eligible re-
tirees can voluntarily switch to. Benistar
offers a low option and a high option for
both individuals and families that cost
equal to or less than the current insur-
ance plan. The savings will be shared by
the county and the retirees proportional
to the contribution. The estimated total
savings by offering the Benistar options
is $182,181.
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bit of a health issue that turned out well,
but we want to circle back with him.

Editor’s Note: The Danbury-Brewster
sewer connection is a proposed part-
nership between the two cities that
would involve the construction of a
six-mile sewer connection along the
U.S. Route 6 corridor that would expand
sewer service and business develop-
ment opportunities along that key com-
mercial corridor.

We also have the Route 6 Mahopac
issue right now (proposed centralized
public sewer service to US Route 6, Ma-
hopac area that would extend from the
Villa Barone Hilltop Manor catering hall
south to the town/county line between
Putnam and Westchester). Discussions
are taking place between the owners
of the Heritage Hills sewer plant and
the developer who has purchased the
(excess) capacity. So we have taken a
step back.

There is an agreement with devel-
oper Paul Camarda, who bought up
300,000 gallons of capacity from the
Heritage Hills, which is in Somers. So
now the Somers Town Board, the owner
of the plant and the developer have to
figure this out. This is for the Mahopac/
Route 6 connection project. What we
are looking to accomplish is the removal
of three aging sewer plants and the proj-
ect would also benefit Route 6 and the
properties along the way that we can
convert into a more efficient parcel; ex-
pand the (commercial) footprint, much
like the Danbury sewer line...

Q: There has been a lot going on at
the Tilly Foster Farm. Can you provide
us an update? Also how important is
this project for Putnam County going
forward?

Odell: The partnership with BOCES
has been exemplary. They graduated
their first class. The restaurant (Tilly’s
Table, a farm to table dining establish-
ment) has opened and we have just
tweaked our menu and are open now
Friday and Saturday nights and for
Sunday brunch. It is event-based. We
have booked weddings, showers and
last week we hosted the Mid-Hudson
Regional Economic Development Coun-
cil...

The whole project itself is in phases,
so | look at this as phase one has been
completed—the infrastructure and all
those improvements, utility, water and
the site plan—we have hit our mark on
that. The restaurant is incredibly beauti-
ful. It has taken everyone by surprise on
actually how beautiful it is. All the credit
goes to our Highways and Facilities
folks who did that job—Mike McCall who
GC’d the job with me. The farm is open
for all our little animals. It is becoming
a ‘Mommy and me” destination in the
summer... We have added a few Nige-
rian goats. We have the mini ponies;
the alpacas are sort of our welcoming
hosts. So Tilly phase one | believe we
definitely hit our target.

Phase two will involve rehabilitat-
ing the other dwellings there and we
will invite back the Putnam Art Council
and some other county partners we
have that provide different services
to our constituents. Those providers
and not-for-profits have to give us their
plan, but we are ready to talk with them
and as a matter of fact | had taken the
discussion to them at budget. Editor’s
Note: County Executive Odell delivered
her proposed $155.3-million 2018 Ex-
ecutive Budget on Oct. 6 at a budget ad-
dress given at the Putnam County Golf
Course. See page 14.

Q: Can you provide an update on the
proposed sewer initiative with the City
of Danbury, CT to foster commercial
development along Route 6?

Odell: Mayor Boughton had the
health issue but bounced back im-
mediately. We have the full support of
the (Danbury) City Council. | did go and
speak to the City Council, which me-
morialized its support (for the project)...

The Task Force that has met is basi-
cally looking at the messaging, which is
critically important. We have retained an
engineer (John Folchetti), who is begin-
ning the facility/feasibility study. He is
looking at the capacity that has been
offered in the agreement and how it
would be distributed and how the actual
infrastructure would be designed and
then tied into that what the cost would
be and the formation of the district.
Editor’s Note: Odell hopes to have
the engineer’s report completed in time
for her State of the County address
in March 2018 and revealed that the

county would likely apply for the federal
government’s TIGER (Transportation In-
vestment Generating Economic Recov-
ery) discretionary grant funding for the
project. The County Executive hopes
that if the funding becomes available
and studies and other necessary work
are completed, bids could go out on the
construction of the connection as early
as the fall of 2018.

Q: The Putnam County Industrial
Development Agency is being reorga-
nized. How important is having a work-
ing IDA to Putnam County?

Odell: Last Monday, they approved a
resolution for Ace Endico’s expansion.
(See story on page 17) Teri Waivada
(consultant) stayed with us through the
very turbulent waters to get the IDA to
function and be in compliance and get
people on its Board that actually want
the IDA to be a success—not a personal
success for them, but a success for the
county. It was really a great moment on
Monday. You can tell that the people at
the table were proud of their accom-
plishment. They did a lot of work to get
that back into compliance.

Monday night that signing (with Ace
Endico) opened | am not going to say a
new chapter, but a whole new book on
the Putnam County Industrial Develop-
ment Agency and the partnership with
local business. Ace Endico to us is like
Amazon. We would love to have Ama-
zon, which is looking for about a million
square feet, but Ace Endico’s future
and their vision (is important to Putnam
County). They are working with us on
Tilly Foster Farm...

[ think that in fairness to anyone who
is looking to invest serious dollars in a
county, they want to make sure that the
entities they will be dealing with, which
would be the PEDC (Putnam Economic
Development Corp.) and the IDA would
be ready to go. And (until recently) we
could not say that. We could not say that
because the IDA that was here when |
came here was broke and out of compli-
ance (with New York State Comptroller)
and they quite frankly had a very adver-
sarial relationship with Putnam County
government. Without the perseverance
of Bill Nulk and Teri Waivada, | am not
sure where we would have been. (Not
having an IDA) would that have boxed
us out? Absolutely. This deal we were
able to put together with Ace Endico re-
tained 325 jobs and there is job growth
down the road; they have phases of fu-
ture development as well. We are build-
ing a good strong economic growth

base with that partnership.

Q: Have you started any negotia-
tions with the New York City Depart-
ment of Environmental Protection on a
new watershed agreement?

Odell: That will never happen and
according to our legal research the
agreement that was signed was in per-
petuity that there was never going to
be a revisit—what was done was done.
| am not sure why people were under
the perception that there would be a re-
negotiation, but when you look through
the 1996 Book of Proceedings it was
never going to be renegotiated.

What we can do is we negotiate one-
on-one with the DEP, which we have a
wonderful relationship with... Where we
go from here is really one-on-one. Ev-
erything that we come to the table with
we have agreed to disagree, but we
have agreed to compromise and move
forward on a whole host of projects—
the Putnam County Golf Course, Tilly
Foster is another example and Envision
Brewster...

Anything that we do that is going to
protect the New York City water supply
they are 100% on our side and that’s a
team. We are a team together. It is not
one or the other. Just by example, with
the Envision Brewster project to get the
parking garage we have to have a land
swap and are working very closely (with
NYCDEP) on that. As a result, ancillary
projects come up but we are always
talking to each other. There is no ad-
versarial relationship any longer. This
administration and the DEP have done
great things for the public benefit...

Q: Tourism is a big part of the Putnam
County economy. Can the promotion
of tourism in Putnam foster economic
growth?

Odell: We are seeing a 6% growth
in tourism, according to a New York
State report... Bruce Conklin, a native
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of Putnam County, has come back here
to lead us (as executive director of the
Putnam County Visitors Bureau Inc.) He
is here to promote Putnam County. As
far as individual events and supporting
them with projects, | think he’s doing a
great job in learning who needs help
and where he can be best served. | have
100% confidence that he will continue
that upward trend in visitors in Putnam
County. The one thing we keep striving
for is the hotel component. We have
some projects in abeyance. We have
capital investors interested. Hopefully
now with the IDA being in compliance
and operating and with its terrific Board
in place, perhaps the confidence level
of our investors has risen enough that
we can have that conversation.

We have a terrific Board at the Put-
nam Economic Development Corp.
They are wonderful, committed and
passionate people about Putnam Coun-
ty and its growth. Jill (Varricchio, PEDC
President) is in her second year here.
She has assisted us in the Consolidated
Funding Application process. The Board
has confidence in her abilities. It is all
really starting to come together nicely.
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Let me help your clients get their dream home.

When your clients find their perfect house, they need the perfect loan to go with it. One
that suits their life and their individual needs from a lender that provides exceptional

support, national resources, and a wide variety of home loan options. With Capital One

Simply Smarter Home Loans® and me, your clients will get that and more:

 Competitive rates
« Personalized service
« Convenient digital tools

Email: robert.withers@capitalone.com

Let’s chat.

Robert Withers

Mortgage Loan Officer
Phone: 914.351.8612

NMLS # 66975

Not all loan products or terms are available in all states. Rates, fees and other terms subject to change without
notice. Loans are subject to credit and qualification and other terms and conditions apply. If approved, your terms may
vary based upon your specific situation. Pre-qualification provides you with an estimate of how much you can borrow
to purchase a home, based on our preliminary review of credit information. The Secure and Fair Enforcement for
Mortgage Licensing Act of 2008 (SAFE Act) requires all mortgage loan originators to be registered in the
Nationwide Mortgage Licensing System and Registry (NMLS). Mortgage loan originators and their NMLS
IDs can be looked up at http://www.nmlsconsumeraccess.org/. Products and services offered by Capital

EQUAL HOUSING

LENDER All rights reserved.

One, N.A, NMLS ID 453156. Equal Housing Lender. © 2017 Capital One is a federally registered service mark.
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MONDAY, OCTOBER 30

THE DOUBLETREE HOTEL
TARRYTOWN, NEW YORK

EVENT PROGRAM

8:30 - 11:30 am - Grand Ballroom

EXHIBITORS

Allan M. Block Agency Loan Depot

April Marin & Luxury Mortgage FAIR AND ETHICAL HOUSING Leon Cameron, HGAR Director of Legal
Company, Inc. M & T Bank Services, and Leah Caro, HGMLS Director, present real-life scenarios for complying with federal,
AT I R state and local rules for Fair Housing and Ethics. No CE Credit: FREE for HGAR members
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Bank of America National T y ining requi Full d quired for both NAR and DOS requi
Home Loans Network
C2G Environmental New York
Consultants LLC Presb.yterian 9:30 - 10:15am  Westchester Ballroom
California Closets Hospital

“REALTOR® SAFETY” WITH CARL CARTER

Carl Carter is the son of Beverly Carter, an Executive Broker in North Little Rock,
Arkansas, who was kidnapped and murdered in 2014 while showing a house.

Capital One Home Loans Newhouse Financial
Carnell Engineering & Insurance

Citibank, N.A. s Carl later founded the Beverly Carter Foundation, to provide safety support
Clancy Relocation Pasrtxfé:e“ for REALTORS®.
& Logistics
Commission Express ey
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olgetta Law - PrimeLending Presented by Bruce Mishkin & Bruce Apar of Pinpoint Marketing & Design,
Eco Green Solutions RE/MAX this seminar will help REALTORS® to better connect with buyers and sellers.

Edberg Solutions
Richard O'Donnell,

Emigrant Tax Consultant 11:00am - 1:30pm ° Grand Pre-Function Area

Mortgage Company Robison Oil LUNCH BREAK prick up your pre-ordered boxed lunch,
Estate Inspection . dine on the Grand Terrace, and be sure to visit all of our Exhibitors.

Group, Inc. Rodan & Fields =
EverBank ServPro of Imsf 11:45am - 12:30pm - Grand Ballroom =
Evolve Bank G povm/Elmstord “UNIQUELY YOU: BUILDING A WINNING =

elf Genie
Flower Property - PERSONAL BRAND FOR REALTORS =

Tax Consultants OW|‘ng ime Presented by Stacey Cohen, owner of Co-Communications, this seminar will show you how to make =
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Work Begins on Puthnam Hospital Emergency Room Project

By John Jordan

CARMEL—Putnam Hospital Center re-
cently broke ground on a major capital
project—the expansion and refurbish-
ment of its emergency department.

to the emergency room a year.

The emergency department will be
fully operational during the two-year,
$9-million project. Kelly explained

Putnam Hospital Center officials turned the first dirt on the emergency room
expansion project on Sept. 28th.

The project, which will take about
two years to complete, was necessary
due to the increased patient load at the
emergency room. Putnam Hospital Cen-
ter President Peter Kelly, in an interview
with Real Estate In-Depth, said that the
emergency department had 27,115 pa-
tient visits last year and the department
is expected to treat close to 28,000 by
the end of 2017.

The project will almost double the
size of the existing emergency depart-
ment at Putnam Hospital Center. The ex-
isting emergency department was last
renovated in 2005 and was designed
to accommodate 17,000 patient visits a
year, he noted. In the next three to five
years the hospital estimates it will see
between 30,000 to 32,000 patient visits

that the project, designed by Steffian
Bradley Architects, will involve the ad-
dition of 8,400 square feet of space
that will include 11 additional treatment
bays, a new nurses station, along with
separate ambulance and pedestrian
entrances to improve safety and flow.
The emergency department will also
have enhanced triage treatment areas,
a new results-pending room, enlarged
ambulance bays for better access, in-
terior modifications to the existing unit
and parking improvements. Once work
on the addition is completed, the emer-
gency department will move to the new
space so that improvements can then
be made on the existing emergency
department space. In the end, patients
will be treated “in one large contiguous

Ace Endico to Expand Thanks
To Putnam County IDA Help

By John Jordan
BREWSTER—Last month, the Putnam County economy and business community
got two shots in the arm that will provide significant benefits for years to come.

On Sept 11, the newly reorganized Putnam County Industrial Development Agen-
cy approved granting incentives in the form of a Payment in Lieu of Taxes agree-
ment, as well as sales tax and mortgage tax abatements that will assist the growing
food service provider Ace Endico to significantly expand its operations in the Town
of Southeast. The $14-million project will involve the company building an approxi-
mately 70,000-square-foot expansion to its existing space at 80 International Blvd.
and increase parking at the complex.

Putnam Economic Development Corp. President Jill Varricchio noted that the
Sept. 11th session was noteworthy because Putnam County now has a fully opera-
tional Industrial Development Agency that is once again in compliance with the
New York State Comptroller and can now serve as a key part of the county’s eco-
nomic development efforts to provide assistance to companies looking to relocate,
expand or simply remain doing business in Putnam County.

Varricchio testified on behalf of the PEDC in support of Ace Endico’s application
for benefits, stating that the benefits offered to the firm “will be a ‘win-win’ for Ace
Endico and the taxpayers and residents of Putnam County.” The approved benefits
was the first action taken by the re-launched IDA chaired by William Nulk. Other
members of the IDA Board include: Dr. Stephen J. Baranowski, Joseph Downey and
Putnam County Finance Commissioner William Carlin.

The PEDC President told Real Estate In-Depth that Ace Endico is part of a sig-
nificant manufacturing base in Putnam County that includes such firms as Brewster
Transit Mix, Fyer Machine Systems Inc., Putnam Precision, Vista Labs, and Dunmore
to name just a few that all have operations and provide good paying jobs in Putnam
County.

IDA Chairman Nulk, who also serves as the president of the Putnam Chamber
of Commerce, told Real Estate In-Depth that he joined the IDA Board in 2014. How-
ever, after some political and financial struggles, the IDA Board, including Nulk, re-
signed in mass in January 2016. Some months later the Putnam County Legislature
asked Nulk and others to try and re-establish the IDA and bring it into compliance
with state regulations. The IDA retained consultant Teri Waivada, a former executive
director with the Westchester County Industrial Development Agency, in helping
the agency be designed in compliance with state regulations.

Nulk said that the Putnam County IDA was notified by the State Comptroller’s
Office that it was in compliance with state regulations in September of this year, just
in time to provide assistance to Ace Endico.

He added that the IDA made sure it did not begin operations until it received
notification of compliance by the New York State Comptroller and as it was “ap-
proaching the finish line” was approached by Ace Endico concerning its expansion
project.

Continued on page 18

well-designed emergency room,” Kelly
added.

Putnam Hospital Center held a
groundbreaking ceremony for the
project on Sept. 28 that was attended
by approximately 100 community mem-
bers, local leaders, hospital employees,
members of the Health Quest and Put-
nam Hospital Center boards of trustees,
the Putnam Hospital Center Foundation
and Putnam Hospital Center Auxiliary.
HealthQuest is the parent company of
Putnam Hospital Center that also owns
and operates Northern Dutchess Hospi-
tal in Rhinebeck, Vassar Medical Center
in Poughkeepsie and Sharon Hospital in
Sharon, CT, which joined the network in
August 2017.

The 161-bed Putnam Hospital Center,
which is the only full-service hospital in
Putnam County, has more than 1,000
employees, including more than 900
full-time workers. The hospital also
serves patients in Northern Westchester
and Southern Dutchess counties.

"As a physician in the Putnam Hospi-
tal Center community since 2007, | am
proud and excited to be involved with
the expansion,” Emergency Department
Medical Director Dr. Keyur Ajbani said
at the ceremony. “The commitment of
resources this endeavor requires truly
signifies the hospital’s commitment to
providing Putnam County residents and
neighboring communities with state-
of-the-art medical facilities so they can
experience medical care at its best. We
strive for excellence in our emergency
department, and this expansion will
provide us with the platform to deliver
that care."

“This project is a reaffirmation of
Putnam Hospital Center’'s commitment
to provide accessible and convenient

high-quality medical services to the resi-
dents of Putnam County and beyond,”
Kelly added.

He noted that while the additional
space is important, the design of the
space is also significant. In fact when
Kelly first joined the hospital in August
2016, he was not pleased with the proj-
ect design process and solicited the
assistance of more than 20 doctors,
nurses, environmental service workers,
EMTs and other staff to ascertain their
needs that in the end improved the de-
sign and “rebooted the project in early
20177

“We feel that the outcome (design)
was one that will be extremely user
friendly, meaning both to the providers
and the patients, because we really
designed it really with patient access,
patient safety and patient comfort in
mind also,” Kelly said.

He offered high praise to the County
Executive, Deputy County Executive
and other county departments, as well
as local officials that assisted the hospi-
tal in securing the necessary approvals
to begin construction.

“The support from the Putnam
County leadership in terms of working
through the systems to secure approv-
als was extremely cooperative because
they understand we are an important
resource,” Kelly said.

The enhancements and renovations
are paid in part by contributions made
by the auxiliary and other fundraising
efforts. Putnam Hospital Center and
HealthQuest are providing the funding
for the project. The fully expanded and
refurbished emergency department is
expected to be open for patient care in
late 2019.
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Putnam County Visitors Bureau Launches New Website
A Py Counry

CARMEL—The Putnam County Visitors
Bureau went live in September with a re-
launched and much improved website
atvisitputnam.org that features a host of
new tools for visitors to take advantage
of to plug into the many destinations
and events taking place year-round in
Putnam County.

Bruce Conklin, executive director
of the Putnam County Visitors Bureau,
explained that the new website is much
more user friendly for site visitors as
well as owners of tourism-related busi-
nesses to update and have more control
over their listings on the website.

“It is also easier for event promot-
ers to list their events. The goal of the
website is to become the countywide
resource for event information for trav-
elers and visitors of Putnam County,”
Conklin related. “It’s very visually pleas-
ing and we are currently featuring a lot
of art events and expositions going on
right now in the county.”

The site in addition to offering a list
of Upcoming Events on the home page,
the site also provides links to the bu-
reau’s Facebook, Instagram and Twitter
feeds and extensive information under
headings: Things to Do, Events, Din-
ing, Lodging. If that were not enough a
website visitor with a click can scan the
latest under the Shop, Dine, Stay, Out-
doors, Arts and History sections.

Rail Trails Provide
Recreation Along With
Economic Benefits

In addition to the website, one of the
bureau’s initiatives has been promot-
ing the expansive rail trails in Putnam
County and the economic benefits they
provide.

During the late 1800s, the construc-
tion of the Harlem and the Putnam Rail
Lines put Brewster on the map as the
“Hub of the Harlem Valley.” More re-
cently, with the construction of I-84 and

I-684, Brewster has not only maintained,
but has expanded its status as a hub for
transportation and commerce. Looking
into the future, repurposing the old rail
lines into rail trails has Brewster rising
up once again as a new hub for recre-
ation and tourism.

Within the Village of Brewster, bik-
ing and walking enthusiasts will have
access to the new rail trails from sev-
eral points: North Main Street, Wells
Park, Peaceable Hill Road and Allview
Avenue. The new and proposed trails
will allow for travel south to New York
City, west into Dutchess County and the
Walkway Over the Hudson, to Beacon
and Cold Spring and east to the Dan-
bury Rail Museum, connecting south
from Danbury down to Norwalk. These
trails will offer links between the Hud-
son, Harlem and New Haven lines of
Metro-North, according to real estate
broker and resident of the Village of
Brewster, Kevin Callahan.

Several economic impact studies
have recently revealed the economic
benefits behind these rail trail develop-
ments, as not only a tourism asset but
also an economic driver to communities.
Benefits include an increase in value of
nearby properties as well as growth in
spending at local businesses such as
restaurants and retail shops. Longer rail
trails could also increase a major sec-
tor of hospitality in hotels and bed and
breakfasts.

Along the trail, there is a potential for
new business opportunities, such as
restaurants for example that will seize
the opportunity to establish a new clien-
tele of tourists and biking enthusiasts,
as well as bike shops that will benefit
from the increase in riders, B&Bs could
take advantage of the rail trails by of-
fering bike rentals and tours. These rail
trails could potentially transform Brew-
ster into a place where millennials will
want to live and work.

According to the Business Council
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of New York State, a study of Mary-
land's Northern Central Rail Trail found
the state received $303,000 a year in
trail-related tax income while the trail's
management and maintenance costs
were $192,000 a year. Rail trails can also
have more than one purpose, nation-
wide 40% of rail trails do double duty as
utility corridors. The Town of Lloyd in the

Hudson Valley, for example, received
$400,000 to allow fiber optic cable to
be laid under its five-mile rail-trail.

Putnam County officials noted that
the newly renovated Wells Point and
Brewster Farmer’s Market will connect
the recreation of the rail trail to shop-
pers and families with children from
Putnam County and elsewhere.

PEDC’s Alliance for Balanced Growth Delves
Into Issues Impacting Economic Development

CARMEL—The Alliance for Balanced Growth, a standing committee of the Putnam
County Economic Development Corp., has been engaged in tackling key issues af-
fecting economic development in Putnam County.

The ABG celebrated its one-year anniversary on May 12th. Since its inception it has
been holding regularly scheduled informative sessions on key business trends and
topics that can either foster orimpede growth in Putnam County.

The mission of the Alliance for Balance Growth is to “create a unified voice for re-
sponsible development and quality construction. Our market is industrial/commercial
development and office facilities. We rely on Putnam County’s quality of life assets to
attract companies to expand and locate here. We work with local, county, and state
governments as well as our business community to advance our message and goals.”

Launched by PCEDC President Jill Varricchio, the ABG has held highly informative
presentations on topics such as: business incubators, national franchising trends, en-
vironmental engineering, form-based zoning, the impact of broadband, presentations
on a sustainable wastewater and storm water treatment solution called Renewage
and Advanced Resilent Technology that creates a stream of revenue from thermo
conversion of energy to name just a few.

Recently, Michael B. Carr, senior geologist and compliance and environmental
regional manager for American Petroleum Equipment & Construction Co., discussed
environmental regulations in the tri-state region and the potential high cost of the
cleanup of leaking underground storage tanks to business.

Committee Chairman Jim Bates of Ecological Analysis said, “Putnam’s ABG com-
mittee has been bridging gaps in understanding of issues concerning the land use
and business community to help bring new, and help current, businesses in Putnam
County.”

Varricchio also noted the PCEDC’s 2017 on-going pro-active plan called “Rea-
dy2Go” the formation of a task force to identify suitable privately held, vacant parcels
in Putnam County zoned “Commercial/Industrial” with a potential for project develop-
ment.

For anyone interested in attending ABG sessions, please call the Putnam Eco-
nomic Development Corp. at (845) 808-1021.

Ace Endico to Expand

Continued from page 17

Founded in 1982 in Mount Vernon, by William A. Endico and Murray Hertzberg,
Ace Endico is the largest food distributor in Westchester and Putnam counties ser-
vicing the tri-state area. The firm moved to Putham County in October 2005 from
facilities in EiImsford and has grown considerably since then and currently employs
approximately 324 workers.

He recalled his son Michael (a vice president with the firm) initially recommended
Putnam County as a headquarters site for the growing firm, but Endico admitted he
was skeptical. However, after reviewing the site and learning that Putnam was at
the crossroads of I-84 and I-684, he realized the county could serve the company
as a “great distribution hub.”

He added, “It has worked out. Putnam was a great choice.”

The company’s state-of-the-art facility houses an all-encompassing inventory
featuring dairy, produce, meats, seafood, fine imported specialty products, paper,
canned goods and everything in between and operates hundreds of trucks to
transport their goods to food establishments throughout the region.

Endico said that the company grew its existing 100,000-square-foot building on
International Boulevard by approximately 5,000 square feet a year after it moved in
and added another 25,000 square feet about three or four years ago.

The latest expansion project will add at least 50 employees to its workforce in
the next five years. “We are pretty aggressive. We are acquiring companies, we are
hiring workers from other companies, so we are really on the move here. We are
growing,” Endico said.

He praised both the PEDC and the IDA for their assistance for the expansion
project that he added was a necessity due to its strong growth. Once the expan-
sion project is complete, the building will total approximately 200,000 square feet.
The property at full build-out could accommodate another approximately 90,000
square feet.

The company, in addition to added parking, could build another 100,000-square-
foot building as well on property it owns across the street from its existing facility.
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HGAR/WCR Meet Your Legislators,
HGAR White Plains, Sept. 18, 2017
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From left, Robert Shandley, HGAR RPAC Co-Chair;
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Catherine Borgia,
Westchester County
Legislator, District 9

Dorothy Botsoe, HGAR President; Sarah Hughes,
WCR President; and Barry Kramer, HGAR RPAC

Co-Chair

Nancy Vann,
Westchester County
Legislator candidate

Alfreda Williams,
Westchester County
Legislator, District 8
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Ruth Walker, Westchester
County Legislator candidate

Catherine Parker,
Westchester County
Legislator, District 7

Benjamin Boykin,
Westchester County
Legislator, District 5

New York State Senator
George Latimer, a can-
didate for Westchester
County Executive

Mary-Jane Shin;sky,
Westchester County
Legislator, District 12

Daren Tolz,
Westchester County
Legislator candidate

Continued Declining Inventory Raises Concern
Despite Continued Strong Home Sales in Region

Continued from page 1

pared to the third quarter of 2016. Rock-
land posted an impressive 3.7% increase
in the median to $445,000. Westchester
County registered a 1.7% increase in
the single-family median to $680,000.
Putnam County’s median single-family
sale price was flat as compared to last
year at $340,000. Editor’s Note: For the
full HGMLS third quarter report and sale
statistics, see pages 25 and 26.

HGAR President Dorothy Botsoe,
Broker/Owner of Dorothy Jensen Realty
Inc. of White Plains, said that recently
business in the region “has been slow
and prices are flat.”

Her firm, which along with conven-
tional home sales brokerage specializes
in the sale and marketing of distressed
and foreclosed properties, said there
is very limited inventory, particularly for
those buyers seeking more-affordable-
priced homes. She added that new list-
ings that have come to the market are
either priced at or near the median sale
price or higher.

In spite of a marked increase in dis-
tressed and properties in foreclosure to
hit the market in Orange County, and an
uptick of distressed listings in Westches-
ter County, Botsoe expects sales activity
to slow down due in part to the upcom-
ing holiday season when buyers and
sellers normally stay on the sidelines.

“For most people right now, even
if they were to put their homes on the

market for sale, they have no place to go
to (due to the low inventory),” she said. “

“l think we are facing a bit of a down-
turn,” Botsoe said. She based her pre-
diction on a sense of uncertainty that
pervades the market due to concerns
over an expected increase in interest
rates by the Federal Reserve as well as
trepidation from some buyers of federal
tax reform that could result in the elimi-
nation of state and local tax deductions.
She said that HGAR, NAR and other
organizations in the real estate industry
have come out against the proposal that
would impact those deductions.

“Most people are just waiting to see
what happens,” Botsoe said.

She added that she is hopeful that
Gov. Andrew Cuomo will sign the First-
Time Homebuyer Savings Account, a bill
that would allow individuals or couples
to set aside after-tax income into a bank
account designated only for costs as-
sociated with buying a first home in
New York State. An individual would
be allowed to deposit up to $5,000 per
year (couples up to $10,000). The State
Legislature passed the bill earlier this
year, butthe measure is still awaiting the
governor’s signature.

Scott Durkin, COO of Douglas Elli-
man Real Estate, said buyer interest in
Westchester and Putnam counties is
very strong, although declining inven-
tory is impacting buyer options. He re-

lated that while the number of sales fell
year-over-year for only the second time
in three years in Westchester County,
sales volume this quarter was the third
most of any quarter since 1982 and was
59% above the quarterly average for the
last decade.

He said buyer demand is keen, par-
ticularly from millennials and other
demographic groups priced out of the
Manhattan and Brooklyn residential
markets.

Other key takeaways from the third
quarter in Westchester included the fact
that third quarter overall inventory was
the lowest in 13 years, the median single-
family home sale price rose for the fourth
consecutive quarter and co-ops were
the only property type to see arise in
sales. Douglas Elliman, in its third quarter
sales report, also noted that the luxury
residential inventory in Westchester de-
clined for the fifth consecutive quarter.

Durkin stressed that despite inven-
tory pressures, sales continue to be
strong, but prices have yet to rise in
relation to the lack of available hous-
ing stock. He offered a bit of a different
perspective on at least part of the reason
inventory continues to slip.

“What we have seen the most decline
in are listings that have been chasing the
market with unrealistic pricing from the
sellers,” Durkin said. “Once those list-
ings are expiring, generally the sellers

will look for another agency to represent
them. But some of them have been on
the market so long they have run out of
people to choose from and they have
taken them off the market.”

Joseph Rand, managing partner, Bet-
ter Homes and Gardens Rand Realty,
said that normally when sales start to
fall it signals either a demand or a sup-
ply problem. “What we have is a supply
problem. Demand is really strong, but
buyers don’t have enough homes to
choose from. We need more inventory,”
Rand said.

He added that sales activity is stron-
gest throughout the markets in the
entry-level and middle-part of the market
and relatively weaker in the higher-end
priced units.

Rand noted that sales prices are in-
creasing and will continue to do so as
demand stays strong and inventory re-
mains tight. He believes that eventually,
higher prices will bring more sellers into
the market, which will stabilize inventory.

He predicts that the market will ex-
perience a “ripple effect—the seller of
that entry-level home is going to buy a
mid-priced home, and the seller of the
mid-priced home will buy higher up the
chain, and so on. So the heightened
level of activity will eventually ripple
through every price point. It just takes
time,” Rand related.

“THE HOUSE THAT SERVICE BUILT”

Preparing a House for Sale? We Can Help With That!

(914) 345-5700 | www.RobisonOil.com
Mold - Air Duct Cleaning - Carpet Cleaning - Attic/Crawl Space Insulation
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WHITE PLAINS, GOSHEN,
WEST NYACK, PUTNAM

® HGEDU

SCHOOL OF REAL ESTATE

NOVEMBER 2017 FEATURED CLASSES
West Nyack

White Plains
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CERTIFIED BUYER
REPRESENTATIVE
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MULTI DAY NOV 6, 2017 9:00AM-5:30PM
IN PERSON CLASS | CREDITS: 22.5 CE
INSTRUCTOR | DON C. SCANLON

(CBR) Certified Buyer Representative +
F.H. + Ethics + 2 hours of Agency

e  Member Price: $345
e  Class Express: $345
e Non-Member Price: $345

Additional Classes:

11/7- Matrix 1: Introduction to Matrix
with Kristine DiFrancesco

11/9- Stigmatized Properties + 1 hr.
Agency with Roberta Bangs

11/14- Seller Representation + 2 hrs. of
Agency with Ralph R. Ragette

11/15- Rent Regulations with Ralph D.
Amicucci Esq.

11/16- (NYSAR) GRI-3: Agency with TBA

11/21- Matrix 2: The Next Step into Matrix
with Kristine DiFrancesco

11/28- Matrix 3: Matrix to the Max with
Kristine DiFrancesco

11/28- Technology Tool Box with Craig
Grant

11/28- Data Security & Risk Management
with Craig Grant

For Class Details
and Registration
go to HGAR.com/

Education.

OCTOBER

October 24th
HGMLS Board of Directors
HGAR White Plains 10:00 a.m. —12:00 p.m.

October 26th
HGAR CID Breakfast — Yonkers Mayor Spano
HGAR White Plains 8:30 a.m. —10:00 a.m.

A Night of Comedy, RPAC Fundraiser
Levity Live, W. Nyack 6:30 a.m.—10:00 p.m.

October 27th
YPN Workshop — Creating a Digital Footprintin 2018
HGAR White Plains 9:30 a.m. —10:30 a.m.

October 30th
HGAR Member Appreciation Day
DoubleTree Hotel, Tarrytown — All Day

MULTI DAY NOV 6, 2017 9:00AM-5:30PM
IN PERSON CLASS | CREDITS: 22.5 CE
INSTRUCTOR | EDWARD S. SMITH

Commercial & Investment Real Estate
Certification Program + F.H. + Ethics + 1
hr. Agency

«  Member Price: $250
e Class Express: $250
e  Non-Member Price: $250

Additional Classes:

11/1- Matrix 3: Matrix to the Max with
Kristine DiFrancesco

11/2- Oil Tanks: Environmental Issues in
the Home Series (1 hour) with James
Rood

11/2- Mold: Environmental Issues in the
Home Series (1 Hour) with James Rood

11/2- Radon & Asbestos: Environmental
Issues in the Home Series (1 Hour) with
James Rood

11/6- (CIRE 101) Working with Office,
Green, etc. with Edward S. Smith

11/7- Building Your Commercial R.E.
Business with Edward S. Smith

11/7- Buy the Numbers: Investing in Real
Estate with Edward S. Smith

11/13- (CIRE 102) Discrimination Issues in
Commercial R.E. + F.H. + Ethics with
Edward S. Smith

11/15- TRILD: truth-in-lending disclosure
(“Munch & Learn”) with David Moore

11/20- (CIRE 103) Land & Site
Development (includes 1 hr. Agency)
with Edward S. Smith

11/29- (NYSAR) Seller Representative
Specialist (SRS) with Roseann Farrow

CALENDAR

NOVEMBER

November 3-6
NAR REALTOR Confernce & Expo
Chicago, IL

November 8th
HGAR Board of Directors
HGAR Goshen 10:00 a.m. —12:00 p.m.

November 14th
HGMLS Board of Directors
HGAR W. Nyack 10:00 a.m. —12:00 p.m.

November 15th
Autumn Happy Hour With the President
Crowne Plaza Hotel — 5:30 p.m. —7:30 p.m.

Goshen

THU NOV 9, 2017 9:00 AM —5:30 PM
IN PERSON CLASS | CREDITS: 7.5 CE
INSTRUCTOR | NICK GIGANTE

Risk Management Solutions + F.H. +
Ethics & 1 hr. Agency

e  Member Price: $85
e  Class Express: $75
¢ Non-Member Price: $100

Additional Classes:

11/2- Matrix 1: Introduction to Matrix with
Kristine DiFrancesco

11/16- Matrix 2: The Next Step into Matrix
with Kristine DiFrancesco

11/27- Scaling Your Business to the Next
Level of Success 6.5 with Carl
Schiovone

11/29- Matrix 3: Matrix to the Max with
Kristine DiFrancesco

11/30- Fair Housing Compliance with
Carole McCann

11/30- Code of Ethics Compliance
(Includes 1 hr. of Agency) with Peter
Mallon

REALTOR®

November 16th
WCR Installation Dinner and Holiday Celebration
Glen Island Harbour Club, New Rochelle 6:00 p.m. —10:00 p.m.

November 30th
HG Realtor Foundation Holiday Party
Westchester Hills Golf Club, White Plains 6:00 pm -10:00 pm
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Work Begins on $100 Million Project in New Rochelle

NEW ROCHELLE—Earlier this month
New Rochelle City officials joined with
National Realty & Development Corp.
to break ground on WatermarkPointe,
a new $100 million, 72-unit luxury con-
dominium waterfront residential project
being built along the Long Island Sound
in New Rochelle.

Located on the Davenport Neck pen-
insula, WatermarkPointe will include-
nine four-story buildings of condomin-
ium residences with panoramic water
views and private beachfront access.

“National Realty & Development
Corp. brings to New Rochelle impres-
sive vision, wide-ranging experience,
and a proven commitment to qual-
ity,” said New Rochelle Mayor Noam
Bramson. “We look forward to strength-
ening our partnership with this capable
team as New Rochelle pursues the most
ambitious development objectives in
our history.”

The waterfront development com-
plements projects both underway and
proposed throughout the city. As part
of New Rochelle’s ambitious redevelop-
ment initiative, more than $4 billion in
new investment to the city is projected.
The initiative continues to attract major
developers including National Realty &
Development Corp., to the area. Water-
markPointe residences are selling out
in record time, with 25 units in the first
phase already sold. The second phase
has been accelerated to come onto the
market this winter, the developer stated.

“National Realty & Development

Corp. is excited to create a high-quality
waterfront community on the shores
of New Rochelle, a city that is quickly
becoming an ideal location for those
seeking a suburban lifestyle with all of
the benefits of a large city,” said Jerry
Bermingham, executive vice president
of development/acquisitions at Na-
tional Realty & Development Corp. “With
a hands-on approach, NRDC is fully
dedicated to building communities that
encompass a high-end residential life-
style, and we’re thrilled to see the first
residences of WatermarkPointe selling
outinrecordtime.”

WatermarkPointe’s condominiums
will include contemporary and elegant
two-bedroom plus den and three-bed-
room residences each with open plan
great rooms with sleek fireplaces and
gourmet kitchens complete with gen-
erous islands, luxury cabinetry, and
top-of-the-line appliances. Additionally,
residents can enjoy year-round views of
Long Island Sound via private 30-foot-
wide terraces, which span the great
room on the waterfront side of every
residence. The waterfront community
also includes: a well-appointed secure
lobby and indoor parking garage; a
clubhouse with a bar, fireplace, large-
screen TV and comfortable seating; a
state-of-the-art exercise room; and an
outdoor pool overlooking the Sound.

A preview sales center is open at
698 Davenport Ave., New Rochelle.

National Realty & Development
Corp., headquartered in Purchase,

National Resources Acquires
IBM East Campus in Fishkill

An aerial view of the former IBM East Campus in East Fishkill in Dutchess
County.

EAST FISHKILL—National Resources of Greenwich, CT has acquired the former IBM
East Campus in Fishkill. NRE is taking ownership of 300-acres of land with 2 million
square feet of buildings from GlobalFoundries.

The campus is set to become one of NRE’s signature i.Park-branded mixed-use
tech/flex redevelopments with retail, hotel and residential components. National
Resources is the developer and owner of i.Park Hudson in Yonkers as well as the
luxury Hudson Harbor residential development in Sleepy Hollow.

GlobalFoundries, with 2,500 employees, will continue to own 160-acres where

it manufactures the 300 mm wafer plant and will lease several buildings from NRE.
IBM and eMagin will lease offices, laboratories and clean rooms keeping the tech
-oriented focus of the park in place. Several high bay spaces are to be leased to
new users and high cube build-to-suit warehouses have been designed for distri-
bution and fulfillment center users seeking the direct access to I-84 and New York
City at this location.

Over the past six months, NRE has been working with the Dutchess County Ex-
ecutive’s Office, Think Dutchess Alliance for Business, the Town of East Fishkill and
Empire State Development to prepare the site with the suitable zoning and parcel
subdivision in order to secure users for its new commercial, industrial and mixed-
use facilities.

Joseph Cotter, president of NRE, and Lynne Ward, NRE executive vice president,
said they are striving for another success to compliment their fully leased portfolio
of i.Parks inthe NY/CT metro area.

NRE is a specialized real estate development and investment firm that focuses
on the redevelopment of corporate industrial sites and is best known for its land-
mark waterfront residences and innovative i.Parks. In addition to i.Park Hudson,
current and past commercial projects include i.Park Norwalk in Norwalk, CT and
i.Park Lake Success in Long Island.

“The business plan is to take advantage of the $1billion in infrastructure that cur-
rently exists at the site and provide new warehouse distribution opportunities in the
[-84 corporate growth corridor. The skilled workforce in the area should be a major
attraction for employers,” Cotter says.

maintains a portfolio comprised of large
retail power centers, grocery-anchored
community shopping centers, residen-

tial communities and corporate/ indus-
trial business parks.

From left, New Rochelle Development Commissioner Luiz Aragon; Thomas
Marciniec, president, regional construction, National Realty & Development
Corp.; Jerry Bermingham, executive vice president development & acqui-
sitions, National Realty & Development Corp.; New Rochelle City Council
member Albert Tarantino; Robert Baker, chairman/CEO, National Realty &
Development Corp.; Mayor Noam Bramson; City Manager Charles Strome;
Richard Baker, executive chairman, Hudson’s Bay Company; Jack Baker; and
John Orrico, president, National Realty & Development Corp.

Fordham R.E. Institute Announces
New Master’s Degree in Real Estate

NEW YORK- The Fordham Real Estate Institute at Lincoln Center announced earlier
this month tit is now accepting applications for its inaugural Master of Science in
Real Estate (MSRE) class starting in January 2018. The 36-credit graduate degree,
which can be completed in as little as one year, builds on the success of REI's seven
real estate certificate programs offered through Fordham’s School of Professional
and Continuing Studies.

Taught by top industry professionals working in the field, Fordham’s MSRE is
designed to provide professionals in real estate with a thorough understanding of
the multi-disciplinary industry, while allowing them to focus on areas of the business
that are consistent with their own career pursuits. Flexibility is at the core of the
program: part-time and full-time students will be able to take classes in person at
Fordham’s Lincoln Center or Westchester campuses, as well as online.

This program was designed in consultation with industry leaders such as Dr.
Hugh Kelly, chair of the Fordham REI Curriculum Committee and Special Advisor to
the Fordham REl board, who is the former chief economist for Landauer Associates
and past international chair of the Counselors of Real Estate.

“Students in our MSRE will have the best of all possible worlds,” said Anthony
R. Davidson, PhD, MBA, dean of Fordham’s School of Professional and Continuing
Studies, which houses REI. “Not only will our MSRE program allow students to learn
from the best in the business at a top-ranked, global university, but they will also
have the opportunity to network with fellow real estate professionals in class and at
industry events as well as Fordham’s vast and loyal alumni network.”

Fordham has held one information session and has two others scheduled this
fall:

« Wed., Oct. 25 at 7 p.m.: Westchester Campus (400 Westchester Avenue, West
Harrison);

« Wed., Nov. 1at 6:30 p.m.: Lincoln Center Campus (113 West 60th St., Room 301,
New York, NY).

To register for an information session, email realestate@fordham.edu or call
(212) 636-7626. For more information, visit www.fordham.edu/MSRE.

In August the Real Estate Institute at Fordham University’s School of Professional
and Continuing Studies announced the expansion of its professional certificate
programs to Westchester County.

Beginning this month, in person courses in the Real Estate Finance & Investment
and Construction Project Management certificate tracks will take place at Ford-
ham’s West Harrison campus at 400 Westchester Ave., as well as at the university’s
Lincoln Center campus and online.

As part of the expansion, The Real Estate Institute has launched a partnership
with the Hudson Gateway Association of Realtors, wherein HGAR members have
access to a preferential tuition package to help advance their careers through the
program’s professional real estate certificates.

To learn more about the Certificate Programs and Member Discounts. HGAR
Members can go to http://www.hgar.com/fordham-real-estate-institute/.

The Fordham Real Estate Institute at Lincoln Center currently offers a compre-
hensive array of professional certificates, and a Master of Science in Real Estate, at
its campuses in Lincoln Center and Westchester County. Serving professionals and
owners/investors of all stripes, the certificate program has seven specialized tracks:
Real Estate Finance and Investment, Real Estate Financial Modeling, Commercial
Real Estate Credit Analysis, Real Estate Development, Construction Project Man-
agement, Commercial Property Management and Residential Property Manage-
ment. The MSRE curriculum presents the essential elements of real estate finance,
investment, development and management. Both programs developed and taught
by leading industry practitioners are centered on imparting real-world professional
skill sets. Flexibility and convenience are program hallmarks: classes can be taken
in-person, online, and at various paces.
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HUDSON VALLEY REAL ESTATE REPORT

Hudson Valley Home Sales, Prices Remain Strong;

Inventory Continues to Fall

Staff Report

WHITE PLAINS—Real estate sales con-
tinued at a brisk pace in the lower Hud-
son Valley region, albeit at a slightly
slower pace as the year has progressed,
according to the “Third Quarter Residen-
tial Real Estate Report for Westchester,
Putnam, Rockland and Orange Counties,
New York” released by the Hudson Gate-
way Multiple Listing Service, Inc. With the
exception of Orange County where sales
increased by 8.2%, third quarter sales fig-
ures were generally flat in the remainder
of the lower Hudson Valley region that is
served by the HGMLS.

Sale prices, however, remain strongin
all counties. The primary driver of spotty
sales figures can most likely be attributed
to the lack of inventory; down approxi-
mately 16% in Orange, 16% in Putnam,
15% in Rockland and 9% in Westchester
as compared to third quarter of 2016.

Westchester, the most populous
county and the county with the highest
number of sales, recorded a third quar-
ter median sale price of $680,000 for
a single-family home as compared to
$668,000 for the same period last year.
This represented an increase of 1.8%.
Orange County had the highest percent-
age increase in median sales price at

Median Sale Price
Single Family Houses
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4.3% going from $245,000 to $255,000
for the period. The single-family median
sales price in Rockland County, for the
third quarter, rose to $445,000, an in-
crease of 3.7% over last year. In Putnam
County the median of $340,000 in the
third quarter of this year was unchanged
from the third quarter of 2016.

Total third quarter residential sales

numbered 5,646, which was less than
0.5% fewer sales than third quarter
2016. Inventory has been consistently
lower each quarter in each of the last four
years, which could indicate a headwind
for healthy sales numbers going forward.
It is difficult to ascertain at what point
rising prices, due to lack of supply, will
begin to affect sales.

The 2017 year-to-date sales figures
continue to trend significantly higher
than the previous year for most of the
lower Hudson Valley region. The macro
environment, e.g. attractive mortgage
rates, high employment and a healthy
economy should be an indication that the
market will remain vibrant.

The Hudson Gateway Multiple List-
ing Service, Inc. (HGMLS) is a subsidiary
of the Hudson Gateway Association of
Realttors, Inc. (HGAR). HGMLS's principal
service area consists of Westchester,
Putnam, Rockland and Orange counties.
It also provides services to Realtors in
the Bronx, Dutchess, Sullivan and Ulster
counties. The reported transactions do
not include all real estate sales in the
area or all sales assisted by the partici-
pating offices, but they are fairly reflec-
tive of general market activity. HGMLS
does not provide data on sub-county
areas but persons desiring such data are
invited to contact Realtor offices in the
desired areas. Prior reports back to 1981
as well as current market information
and a directory of Realtor members are
available on the Association’s website,
www.hgar.com.

HGAR International Night, HGAR Offices, Oct. 11, 2017

From left, Dorothy Botsoe, Diane Cummins, Gloria Welcome, Teresa Belmore,
and Carol Kope were speakers at the International Night event and discussed
doing business with international clients.

From left, Yuet Fong, D. Gloria Hernandez, Anna Gao
and Franca Presbyto

Carol Kope of
Dorothy Jensen Realty

Gloria Welcome

Diane Cummins of
William Raveis Legends Realty

[

From left, Teresa Belmore, Yuet Fong, John Oliveri and
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WESTCHESTER COUNTY

WESTCHESTER - Third Quarters 2014-2017 % Change
2015Q3 2016 Q3 2017 Q3 2016-2017

PUTNAM COUNTY

PUTNAM - Third Quarters 2014-2017
Property Type 2014Q3 2015Q3 2016Q3 2017 Q3
NUMBER OF SALES, 3RD QUARTER

% Change
2016-2017

Property Type 2014 Q3
NUMBER OF SALES, 3RD QUARTER

Single Family Houses 1,935 2,065 2,108 1,993 -5.5% Single Family Houses 233 275 326 298 -8.6%
Condominiums 330 403 402 405 0.7% Condominiums 27 41 48 40 -16.7%
Cooperatives 481 546 534 589 10.3% Cooperatives 0 2 1 0 -100.0%
2-4 Family 117 143 158 195 23.4% 2-4 Family 6 4 3 9 200.0%
Total 2,863 3,157 3,202 3,182 -0.6% Total 266 322 378 347 -8.2%
NUMBER OF SALES - YEAR TO DATE (9/30) NUMBER OF SALES - YEAR TO DATE (9/30)
Single Family Houses 4,205 4,092 4,318 4,709 9.1% Single Family Houses 531 627 793 748 -5.7%
Condominiums 883 774 956 1,021 6.8% Condominiums 72 102 120 108 -10.0%
Cooperatives 1,147 1,209 1,308 1,558 19.1% Cooperatives 2 6 2 3 50.0%
2-4 Family 304 273 378 472 24.9% 2-4 Family 16 12 18 19 5.6%
Total 6,539 6,348 6,960 7,760 11.5% Total 621 747 933 878 -5.9%
MEDIAN SALE PRICE MEDIAN SALE PRICE
Single Family Houses| 682,500 676,500 668,500 680,000 1.7% Single Family Houses| 320,000 335,000 340,000 340,000 0.0%
Condominiums| 375,000 373,000 372,000 385,000 3.5% Condominiums| 228,000 265,000 200,500 215,000 7.2%
Cooperatives| 155,000 162,500 157,000 165,000 5.1% Cooperatives 156,500 92,500 0| -100.0%
2-4 Family| 425,000 465,000 425,500 470,000 10.5% 2-4 Family| 329,250 271,000 455,000 330,000 -27.5%
MEAN SALE PRICE MEAN SALE PRICE
Single Family Houses| 914,059 894,328 867,097 874,187 0.8% Single Family Houses| 345,543 380,766 376,903 365,905 -2.9%
Condominiums| 422,631 439,293 419,852 433,966 3.4% Condominiums| 261,150 279,799 225159 240,450 6.8%
Cooperatives| 188,965 193,076 195,830 197,428 0.8% Cooperatives 156,500 92.500 0 -100.0%
2-4 Family| 418,590 459,001 450,631 475,838 5.6% 2-4 Family| 328,917 253475 455,000 311,786 -31.5%
END OF QUARTER INVENTORY (9/30) END OF QUARTER (9/30) INVENTORY
Single Family Houses 3,618 3,614 2,956 2,764 -6.5% Single Family Houses 943 918 648 546 -15.7%
Condominiums 573 554 428 410 -4.2% Condominiums 98 100 67 46 -31.3%
Cooperatives 1,268 1,056 872 740 -15.1% Cooperatives 12 6 6 - -100.0%
2-4 Family 451 433 268 221 -17.5% 2-4 Family 30 36 27 32 18.5%
Total| 5,910 5,657 4524 4,135 -8.6% Total| 1,083 1,060 748 625| -16.4%
ROCKLAND COUNTY ORANGE COUNTY

ROCKLAND - Third Quarters 2014-2017 % Chang
2015Q3 2016 Q3 2017 Q3 2016-201;

ORANGE - Third Quarters 2014-2017 % Change
2015Q3 2016 Q3 2017 Q3 20176-201

Property Type 2014 Q3
NUMBER OF SALES, 3RD QUARTER

Property Type 2014 Q3
NUMBER OF SALES, 3RD QUARTER

Single Family Houses 474 602 677 631 | -6.8% Single Family Houses 664 855 1,030 1,107 7.6%
Condominiums 127 104 143 1421 -0.7% Condominiums 77 111 110 129 | 17.3%
Cooperatives 26 17 21 27 | 28.6% Cooperatives 4 3 1 3| 2000%
2-4 Family 13 21 21 17 | -19.0% 2-4 Family 30 39 61 61 0.0%
Total 640 744 862 817 -5.2% Total 775 1,008 1,202 1,300 8.2%
NUMBER OF SALES - YEAR TO DATE (9/30) NUMBER OF SALES - YEAR TO DATE (9/30)
Single Family Houses 1,083 1,296 1,531 1,589 3.8% Single Family Houses 1,561 1,978 2,548 2,795 9.7%
Condominiums 282 283 339 408 20.4% Condominiums 189 257 284 340 19.7%
Cooperatives 70 56 51 66 | 29.4% Cooperatives 8 8 5 13 | 160.0%
2-4 Family 44 51 50 64| 28.0% 2-4 Family 85 125 125 175 |  40.0%
Total| 1,479 1,686 1971 2127 | 7.9% Total|l 1,732 2,368 2989  3,323| 11.2%
MEDIAN SALE PRICE MEDIAN SALE PRICE
Single Family Houses| 415,000 425,000 429,000 445,000 3.7% Single Family Houses| 241,000 239175 244500 255,000 4.3%
Condominiums| 222,500 250,575 230,000 236,250 2.7% Condominiums| 165,000 155,000 154,800 163,500 |  5.6%
Cooperatives 72,000 95,000 72,000 70,000 -2.8% Cooperatives 50,250 63,500 36,000 35,000 28%
2-4 Family| 325,000 325,000 370,000 350,000 -5.4% 2-4 Family| 108,101 76,000 109,000 110,000 0.9%
MEAN SALE PRICE MEAN SALE PRICE
Single Family Houses| 439,662 465203 454,978 477,157 | 4.9% Single Family Houses| 251,723 253331 263,237 266,003 1.1%
Condominiums| 261,214 263,239 267,362 259,198 -3.1% Condominiums| 175,347 154,352 164,346 164,116 -0.1%
Cooperatives| 115,962 125,918 106,714 81,109 | -24.0% Cooperatives 51,250 56,000 36,000 47,167 31.0%
2-4 Family| 291,792 352,081 401,357 340,009 | -153% 2-4 Family| 108,101 126,296 123,874 144,675 | 16.8%
END OF QUARTER INVENTORY (9/30) END OF QUARTER INVENTORY (9/30)
Single Family Houses 1,289 1,289 1,087 946 | -13.0% Single Family Houses 2,962 2,783 2,268 1,901 -16.2%
Condominiums 367 367 264 203 | -23.1% Condominiums 270 225 187 157 | -16.0%
Cooperatives 54 54 55 49 | -10.9% Cooperatives 10 12 6 2| -66.7%
2-4 Family 75 75 59 46| -22.0% 2-4 Family 234 212 189 156 | -17.5%
Total 1,785 1,785 1,465 1,244 -15.1% Total 3,476 3,232 2,650 2,216 -16.4%
Total Residential Sales
HGAR Region
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THIRD SUPPLEMENTAL NOTICE OF ANNUAL MEETING
Oct. 30, 2017, Hudson Gateway Assoc.of Realtors, Inc.

Continued from page 11

Richard Herska
BHG Rand Realty
46 S Broadway
Nyack, NY 10960

Sarah A. Hughes

William Raveis Legends Realty Group
1197 Pleasantville Rd.

Briarcliff Manor, NY 10510

Angelo Ponzi

PLI Realty

111 Brook St.
Scarsdale, NY 10583

Aimee G. DeCesare

North Country Sotheby’s International
Realty

2 Croton Point Ave

Croton-on-Hudson, NY 10520-3025

Irene G. Guanill

Meet The Sellers
3431Bruckner Blvd., Suite 1
Bronx, NY 10461

Class 3 Directors

Marcene Hedayati

William Raveis Legends Realty Group
37 Main Street

Tarrytown, NY 10591

Katheryn E. DeClerck
BHG Rand Realty
300 Canal Street
Goshen, NY 10924

Manhattan Chapter Representative

Tony L. D'’Anzica

DynaMax Realty NYC, Inc.
419 Lafayette Street

New York, New York 10003

HGMLS President

The HGMLS President is nominated
by the HGMLS Nominating Committee
and approved by the HGMLS Board of
Directors.

Classification of Directors

Class 1 Directors terms of office shall
expire December 31, 2020, and every
three years thereafter. Class 2 Directors
terms of office shall expire December
31, 2019, and every three years thereaf-
ter. Class 3 Directors terms of office shall
expire December 31, 2018 and every
three years thereafter.

Manhattan Chapter representative
term shall expire on December 31, 2018.

Members of the
Leadership Committee

The Leadership Committee mem-
bers filing this report were: Marcene
Hedayati, Chair; Katheryn DeClerck,
Eydie Lopez, Eileen Barrett, Leah Caro,
Roberta Bangs, Debra Budetti, Mem-
bers. Committee members who were
proposed as Director candidates re-
cused themselves from the applicable
discussions and votes.

ALTERNATIVE NOMINATIONS
BY PETITION:

Realtor Members may file petitions
to nominate candidates other than
those proposed above for any of the
Director positions. A petition must be
signed by at least three percent (3%) of
the Realtor members of HGAR, which
3% constitutes 313 Realtors as of this
report. Further, the Realtors must be af-
filiated with at least twenty (20) different
Realtor firms. This means that of the 313
signatures required, at least 20 sepa-
rate real estate firms must be reflected
on a petition. Branch offices do not
count as separate firms. The balance of
the Officer positions are not subject to

petition challenges because they are
subject to election by the HGAR Board
of Directors.

As explained in the initial Notice of
Annual Meeting sent to the Membership
in September, any such petition must
have been filed with the 2017 HGAR
Secretary/Treasurer at least twenty-one
(21) days before the election, accord-
ingly, no later than noon on Monday, Oc-
tober 9, 2017. The petition must state the
name and firm of the candidate(s). A link
to a copy of the HGAR By-Laws is post-
ed on the home page of www.hgar.com.
Petitioners are strongly urged to consult
with the HGAR CEO or other executive
staff members, to be assured of a prop-
er understanding and interpretation of
the Bylaws. In the event that nomination
petition(s) are filed, HGAR must send
notice of such additional nominations
to all members eligible to vote in such
election at least fourteen (14) days prior
to the annual meeting (i.e., not later than
Monday October 16, 2017).

(2) The Report of the Strategic Plan-
ning Committee and the Governance
Work Group, subject to the approval of
the Board of Directors of HGAR, prior
to the Annual Meeting, which approval
was granted on October 11, 2017, at a
Regular Meeting of the Board of Direc-
tors, to amend the Bylaws to modify the
existing structure of the Board of Direc-
tors and to amend a notification require-
ment concerning future amendments to
the Bylaws.

Current Structure

Executive Committee-9 members
President

President-Elect

Regional VP Orange

Regional VP Rockland

Regional VP Westchester Putnam

‘
Concord

Commission
Advance

Regional VP Westchester Putnam
Secretary Treasurer

Past President

MLS President

24 Directors with staggered
3-year terms

1Manhattan Representative
with 1-year term

34 Total Directors

Recommended Structure from Stra-
tegic Planning Committee with input
from Governance Workgroup.

Executive Committee-6 members
President

President-Elect

Treasurer

Secretary

Past President

MLS President

5 Regional Directors with
1-year terms

Manhattan Representative
Orange Representative
Putnam Representative
Rockland Representative
Westchester Representative

15 Directors with staggered
3-year term

26 Total Directors
(3) Modification of Section 2, Article

To SUBSCRIBE to
IN-DEPTH

XVI- Amendments of the Bylaws, as
follows:

To Be Deleted:

Section 2. Notice of all meetings
other than the Annual Meeting, at which
amendments are to be considered, shall
be mailed to every Member entitled to
vote at least fourteen (14) days prior to
the meeting.

To Be Replaced by the following:

Section 2. Notice of all meetings
other than the Annual Meeting, at which
amendments are to be considered,
shall be sent to each member entitled
to vote by facsimile, electronic mail, or
first-class mail at least fourteen (14) days
prior to the meeting.

PROXY VOTING

Realtor members may vote in person
or by proxy at the annual meeting. The
person who attends and votes may act
as proxy for only one absent Realtor.
A proxy ballot and the procedure for
voting by proxy shall be posted on the
member only pages of www.hgar.com
no later than October 16, 2017.

Note: A copy of the revised Bylaws
can be accessed by clicking on the
following link http://www.hgar.com/
wp-content/uploads/2017/10/Bylaws-
HGAR-Revised-10-4-17.pdf. A copy of
the revised Bylaws can also be ac-
cessed on our website at www.HGAR.
com or provided upon request by con-
tacting us at (914) 681-0833.

Call 914-681-0833

ACCESS YOUR COMMISSION
BEFORE CLOSING

Concord Purchases Commissions Prior to Closing

So Agents Determine When They Get Paid

~/ Lowest Rates - Guaranteed

\/ Same Day Approval

w/ 24/7 Customer Service

Call 888-923-8262
info@concordadvance.com

a ACCREDSTED
bl BuSINESS

www.concordadvance.com
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HOULIHAN LAWRENCE
COMMERCIAL GROUP

YELLOW MONKEY VILLAGE

This property lends itself to the owner/
user or the investor. Collect rents from
residential and office tenants. The attached
residence can provides a work-live option for
the owner Juser.

792 Route 35, Cross River, NY | $1,500,000

-_ . ._ = i
FLAGSHIP GREENWICH RETAIL

This is a completely new three-story building
including lower level, totaling 8250 square
feet of high quality construction with modern
engineering. Luxury finishes and amenities.
40 Greenwich Ave, Greenwich, CT | $12,600,000

INDUSTRIAL LAND

Rare Upper Westchester Industrial land for
sale. Zoned for M-2, 3.4 Acres off of Front
Street. Owner will consider a build to suit
sales transaction.

300 Richards St, Yorktown Hts, NY |
$1,950,000

INVESTMENT OPPORTUNITY

This offering is for an experienced investor
with renovation and compliance experience.
Four leased two bedroom and bar on bottom
floor. Must be cash deal.

248 New Mains Street Yonkers, NY |
$1,050,000

END CAP STORE

One retail space is currently available in one

of the most attractive strip shopping centers
on Central Avenue. This is an end-cap space.
Plenty of parking adds to convenience and
ease for visiting clients.

390 Central Park Ave, Scarsdale, NY | $2800 Month

A
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HISTORIC RIVERTOWN LOCATION

New space for bar and restaurant. 1500sf
with outdoor mahogany decking. In newly
renovated historic building in heart of
business district. Walking to train and heavy
foot traffic.

121 Main Street Ossining, NY | $30/sf per year

HIGH END RESTAURANT AND BAR

For Lease. Turn-key restaurant with amazing
green space and geothermal solar heating
and cooling systems. Centrally located to
many Hudson Valley tourist destinations.
108 Hunns Lake Ln, Bangall, NY | $6000/month

FACTORY ORLIGHT MANUFACTURING

Rare opportunity to own a factory. Light
manufacturing investment. With access to
major roadways. 5000sf of open workspace
with two loading bay. Plenty of natural light
and parking.

175 City Avenue, City Island | $1,825,000

FREE STANDING RETAILS

3000 square foot retail space on busy Central
Park Avenue. Traffic count of over 50,000
cars a days. Onsite parking with possibility of
additional parking. 115 frontage with a large

pylon sign.
1935 Central Park Ave, Yonkers NY | $30/NNN

CROTON FALLS INDUSTRIAL PARK

6 Building Industrial Park package located
on 10 acres. 38,000 square feet including
manufacturing space. 98% occupied.

Close to 684 and Route 22. Ideal investmet
property.

3-5 Fallsview Ln, Brewster, NY | $3,000,000

A DIFFERENT BREED
OF COMMERCIAL BROKERAGE

800 Westchester Avenue, Rye Brook, New York 10573 | 914.798.4900

View all listings at www.HLCommercial Group.com

HG Realtor Foundation Raises

Nearly $27,000 For Make-A-Wish H.V.

The 2017 HGAR Make-A-Wish Committee

!
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From left, Diane
Tarantelli, “Wish”
parent guest speaker,
and Hilary Ducker,
Community Outreach
Manager, Make-A-
Wish Hudson Valley

By Mary T. Prenon

CENTRAL VALLEY—The Hudson Gateway Realtor Foundation, a division of the
Hudson Gateway Association of Realtors, raised approximately $27,000 for Make-
A-Wish Hudson Valley at its “Black & White Masquerade Ball” held recently at the
Falkirk Estate and Country Club in Central Valley. The Sept. 28th event marked the
20th anniversary of the association’s support of the non-profit group that grants the
wishes of Hudson Valley children with life-threatening medical conditions.

Over the past 20 years, the association has raised more than $315,000 for Make-
A-Wish Hudson Valley. “This year’s event marked a milestone of supporting this
very special organization,” said HGAR Chief Executive Officer Richard Haggerty.
“We are delighted to have helped make a huge difference in the lives of so many
children and families who live in this region.”

The highlight of the program was a heart-tugging speech by Diane Tarantelli of
Mahopac, the featured speaker at the event. Her son Stefano, now 11, received his
wish at 5 2 years old, when the family was able to enjoy a carefree vacation at Dis-
ney World in Orlando, FL. Stefano was born with microcephaly, a condition where
a baby’s head is much smaller than expected. As a result, his brain was not able to
fully develop and he remains non-verbal, nhon-ambulatory, and prone to seizures.

Upon returning from their trip, Tarantelli decided she had to give back to the
organization and became a volunteer. She began speaking at various events and
is now also one of their “wish granters.”

“They changed my life and it’s so rewarding to give the gift that someone gave to
me,” she said. The hundreds of gala attendees gave Tarantelli an extended stand-
ing ovation upon her exit from the podium.

Since its inception in 1986, Make-A-Wish Hudson Valley has granted wishes to
more than 2,400 children in the communities it serves. The wish experience is a
combined community effort involving volunteers, staff, donors and medical profes-
sionals to make each wish come true.

The chapter is a proud participant of the Better Business Bureau Charity Seal
Program, which indicates that the organization has met the 20 Standards for Charity
Accountability. The chapter serves Delaware, Dutchess, Orange, Putnam, Rock-
land, Sullivan, Ulster and Westchester counties. The organization is currently work-
ing on 150 wishes with the average cost of a wish ranging from $7,500 to $10,000.
For more information about the Hudson Valley Chapter visit www.hudson.wish.org.

Sign up for our
Free Real Estate In-Depth
online edition and

Newsletter Updates

@
RealEstateInDepth.com
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Get an edge.

When your clients are looking for a mortgage, having professional advice can make all the difference in
getting the home they want. With Citi, your clients will receive dedicated assistance from a Mortgage
Representative throughout the entire homebuying process, along with benefits designed to keep
them competitive as they shop.

A CITI MORTGAGE GIVES YOUR CLIENTS AN EDGE WITH:

+ SureStart® Pre-approval so they can shop with confidence'
+ Mortgage discounts with Relationship Pricing?

* Professional advice from pre-approval to closing

Contact a Mortgage Representative to get started today.

[

Matt Ohrvall

Lending Manager
917-224-8323
matthew.ohrvall@citi.com
NMLS# 146345

™

John Porcello

Home Lending Officer
914-469-1807
john.porcello@citi.com
NMLS# 727356

Anthony Palumbo

Home Lending Officer
914-804-6990
anthonyl.palumbo®citi.com
NMLS# 681462

_7H____

e Y
Mary Ellen O'Connor
Home Lending Officer
914-705-5546

maryellen.oconnor@citi.com
NMLS# 406220

Terms, conditions and fees of accounts, programs, products and services are subject to change. This is not a commitment to lend. All loans are subject to credit and property approval. Certain restrictions may apply on all programs. Offer cannot be

combined with any other mortgage offer.

1. Final commitment is subject to verification of information, receipt of a satisfactory sales contract on the home you wish to purchase, appraisal and title report, and meeting our customary closing conditions. There is no charge to receive a SureStart
pre-approval. However, standard application and commitment fees will apply for the mortgage loan application.
@ 2. A Citibank deposit account and automated monthly transfers of the mortgage payment from a Citibank personal deposit account using EZ Pay will be required to receive Citibank mortgage relationship pricing. Ask a mortgage representative for

details on eligible balances and the qualifying closing cost credit or rate discount. Availability of the Citibank mortgage relationship pricing for Citibank account holders is subject to change without notice.
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Ridge Hill Shopping Center to be Acquired by Australian Real Estate

Investment Firm

By John Jordan

YONKERS—Forest City Enterprises is
completing two major sale transactions
that will for the most part signal its exit
from the retail real estate market. For-
est City is selling its interest in a host of
regional malls and shopping centers, in-
cluding the highly successful Ridge Hill
Shopping Center in Yonkers it opened
in 2011.

QIC Global Real Estate announced
on Oct. 1 plans to expand its global real
estate operations in the United States
by acquiring additional interests from
joint venture partner, Forest City En-
terprises—in 10 U.S. regional shopping
malls on behalf of a QIC client. The port-
folio is valued at approximately $3.175
billion and Forest City’s share at $1.55
billion.

Net proceeds for the first six malls,
after transaction costs and seller financ-
ing, will be approximately $180 million.
The remaining four malls represent
$1.93 billion of value, approximately
$887 million at Forest City's share. For-
est City's overall share is substantially in
line with the company's previous disclo-
sures about the transaction, the com-
pany reported.

Alongside the acquisition of interests
in the regional malls, the master agree-
ment also expands QIC's operational
presence in the U.S. and includes trans-
ferring the FCE retail operating platform
in relation to the malls and key retail
personnel to QIC.

“QIC and Forest City have been in a
very successful joint venture since 2013,
and we are pleased to have reached
this milestone,” said Steve Leigh, man-
aging director of global real estate for
QIC.

The transaction will be completed

The Ridge Hill Shopping Center in Yonkers first opened in 2011.

in two tranches with the transfer of
interests in the first six malls expected
to be complete by the end of the year.
The assets in the first tranche include
The Shops at Northfield Stapleton in
Denver, CO; Ridge Hill Shopping Cen-
ter in Yonkers; The Shops at Wiregrass
in Tampa, FL; The Mall at Robinson in
Pittsburgh, PA; Antelope Valley Mall in
Palmdale, CA and South Bay Galleria
in Redondo Beach, CA. QIC has an op-
tion over the following four malls in the
second tranche, which are expected
to transact as the parties satisfy certain
conditions: Victoria Gardens in Rancho
Cucamonga, CA; Galleria at Sunset in
Henderson, NV; Promenade Temecula
in Temecula, CA; and Short Pump Town
Center in Richmond, VA.

"We are building off more than a de-
cade of amassing market intelligence
and understanding in the U.S. retail sec-
tor. We view the U.S. real estate market
and the retail sector in particular as a
strong investment opportunity. We are
encouraged by the broader economic

Real Estate
Institute

conditions in the U.S. and the resilience
of the consumer as demonstrated by
continuing strength in the underlying
fundamentals for the portfolio. We un-
derstand the importance of regional
malls to their local communities and
have the capability and the capital to
evolve these assets into multi-faceted
destinations," Leigh said.

In late September, Forest City an-
nounced it was selling its ownership
interestin 12 retail properties in the New
York City to partner Madison Interna-
tional Realty for $1 billion.

The properties are located in Man-
hattan, Brooklyn, Queens, the Bronx,
Staten Island and Northern New Jersey.

The 12 retail centers part of the trans-
action with Madison International are:
Shops at Gun Hill Road (Waring Ave.),
Shops at Gun Hill Road (Ely Ave.) and
Castle Center in the Bronx; Harlem
Center in Manhattan; Shops at North-
ern Boulevard and Queens Place in
Queens; The Heights, Atlantic Terminal
Mall and Atlantic Center in Brooklyn;

Forest Avenue and Shops at Richmond
Avenue in Staten Island and the Colum-
bia Park Center in North Bergen, NJ.

Forest City announced in August
2016 that it would explore strategic al-
ternatives for its regional mall and New
York specialty retail portfolios. Madison
has maintained a 49% ownership stake
in the New York City area specialty retail
portfolio since 2011.

The deal with Madison International
comes a little more than a month since
Forest City announced it would be re-
viewing its strategic options, including a
possible merger or sale of the company.

The New York City specialty retail
portfolio is currently 95% leased, ac-
cording to Madison International. A clos-
ing on the deal between Forest City and
Madison International is expected in
the fourth quarter of this year. Madison
stated that the acquisition of the 51%
interest in the properties will be capital-
ized with “significant follow-on invest-
ment” from the existing New York City
portfolio investors.

Madison reported it will hire Cush-
man & Wakefield as the third-party
property management and leasing team
for the New York City portfolio. Madison
noted that it is considering the potential
redevelopment of the approximately
370,000-square-foot Atlantic Terminal
Mall and the 396,000-square-foot At-
lantic Center in Brooklyn, two properties
located directly across Atlantic Avenue
from the Barclays Center Arena.

REALTOR®

Join Us for a Westchester
Info Session on October 25
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Professional Certificate Programs

Construction Project Management
Covering project management framework
and principles; project budgets, cost control,
and financial management; bidding and
award procedures; and more a4

HGAR Member Discount Available
for Certificate Programs

Real Estate Finance and Investment
Covering real estate financial analysis, pro
forma income statement evaluation, direct
capitalization and DCF analysis, debt and
equity finance, and more
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Master of Science in Real Estate

This new 36-credit M.S. program can be
completed in one year of full-time study.
Part-time options are available. Classes are
offered at our Westchester campus and our
Lincoln Center campus in Manhattan.
Apply now for January 2018.

Learn more: fordham.edu/realestate
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HG Realtor Foundation Pub Night, Sept. 12, North End Tavern, New Rochelle

From left, Jose Maymi; Amy
DeCesare; and Al Smith

]

From left, Mary Haney,
Maureen and Matthew
King

9

Another successful Pub Night at the North End Tavern in New

Rochelle.

Seeing Beyond the Mess

Contimued from page 11

full time in to the real estate business.
She got her first contract in just six
weeks. Guanill believes her ability to
see beyond how a house presents itself
has been an asset to her business.

“Sometimes someone will come into
buy a co-op, but then they can’t afford
the mortgage and the monthly common
charges,” she explained. “I can usually
find them a house for the same amount
or less if they are willing to do some
work on it.” One of her clients was able
to buy a two-family home and rent out
the other space. “The end result—her
mortgage costs were only $500.” She
has also been able to help people to
stay in their own homes by just making
some modifications.

After working with several real estate
agencies, Guanill started her own busi-
ness in 2007. “It can be challenging as a
‘mom and pop’ shop, but once | commit-
ted to it, | just did it,” she said. She ser-
vices the Bronx and lower Westchester
and now has seven people on her staff.

“| still love working with homebuyers
and educating people about their op-
tions,” she added. “I like to expose them
to the full range of possibilities before
they spend one dollar. Sharing informa-
tionis where | offer value.”

In addition to running her business,
and “house flipping,” Guanill is vice chair

of Community Board 10 in her Bronx
neighborhood and is also president of
the Pelham Bay Merchants Association.

Last May, she became a first-time
member of the HGAR Board of Direc-
tors. “It’s been an incredible experi-
ence—they share my vision of sharing
information,” she said. “Everyone has
been so inclusive and helpful. | wish |
would have done this sooner”

Her three children are grown now.
Amanda 29, is in the Air Force Reserve,
Jessica, 27, is the executive director of a
non-profit organization that she created,
and Jason, 20, is currently attending
college.

In her spare time, Guanill loves to
travel and just recently made her first
parachute jump! “l wanted to do it be-
fore | had kids, but | was just too afraid,”
she said. When her son told her he
was interested too, she finally decided
to do it. “Once we were in the plane,
he looked more afraid than | did,” she
joked.

The jump was successful and Guanill
said she’ll remember that forever. “It’s
funny, | can’t get up on a ladder and look
down, but | had no fear being several
thousand feet in the air,” she said. “l was
so happy to be enjoying that moment
and | feel like it changed my life.”

To SUBSCRIBE to

IN-DEPTH
Call 914-681-0833

President; Bonnie Koff and Cathy Massaregli
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From left, Guest Bartenders: Louise Del Giudice, Beth Acocella,

Rose Bulfamante, Mario Trotta, John Giacobbe, Tony Mazzulli
and Tony Berardi

LuxuryMortgage-

Luxury Service for all Your Mortgage Needs

Our Relationships Are
Built To Last A Lifetime

¢ Fast Fre-Appmv{ﬂs
and C|05ings

* Wide Range of
Mortgage Products

* Competitive Pricing

* Full Service
Mortgage Bankers

. Experien(:ed Loan
Professionals

* Personalized Service

® In-House Underwriting

Vlora Shala

Senior Morigoge Loon Originator
Office: 914.298.3210

Cell: ¥14.843.2532
vshalo@hourymorigoge.com

MNMLSE BAS2E Licansed in MY, M), CT

WVeronica Franciosa
Office: 914.298.3216

Cell: 914.282 6033
virancicso@luurymorigoge.com
INMLS# 57092 Licensed in MY, CT

LUXURY MORTGAGE CORP.®

399 Knollwood Road, Suite 304  White Plains, NY 10603

Equal Mausing Lender: ©2017 Luswry Morigage Corp. This is not a commiment i lend. Aesincions apply. Some products may nal be asadabie n a1 staks.
RS 74, Licwevsnd Morigags Barker Riew York S2ate Department of Financial Secvices - 370 Laxinglon Ava., Saite 7308, Mew York, NY 10017, Luary bert-
page Corpl®l, honrymangage.comi® and Lusury Manigage® are regisiensd senvice manks of Loy Mongage Corp. Al Righis Reserved.
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MORTGAGE CORP.

“The Unique Boutique Mortgage Experience”

914-736-9230

DOUG PETRI DULCE NUNEZ JENNIFER JOEL COLMAN DAVID BEST, JR.
Licensed Loan Originator Licensed Loan Originator MALDONADO Licensed Loan Originator Licensed Loan Originator
NMLS# 39875 NMLS# 1190332 Licensed Loan Originator NMLS# 208726 NMLS# 68224
914.659.2051 914.400.8631 NMLS# 64961 914.843.7203 347.361.0020

Habla Espafiol 914.564.6904 Hablo Espafiol

NANCY MESEROLE PETER AMATO DONNA DORIA BARRY FARASSAT
Licensed Loan Originator Licensed Loan Originator Licensed Loan Originator Licensed Loan Originator
NMLS# 274305 NMLS# 1194377 NMLS# 598526 NMLS# 161128
914.391.6798 914.815.7498 845.282.0514 718.541.1047

Hablo Espaiiol

Our exclusive boutique system is designed to ensure our
customers feel as if they are our only priority. It combines elite
licensed mortgage professionals working in conjunction with a
customer orientated processing team.

To complete our incomparable service, we provide a full array of
mortgage products with the most competitive rates in the industry.
IRENE AMATO At A.S.A.P. Mortgage you're a client, not a number!

President
NMLS# 4214

914.438.6149 _

www.AsapMortgageinc.com
Headquarters 2062 E. Main Street, Cortlandt Manor, NY 10567

Registered Mortgage Broker — NYS Department of Financial Services. CT MORTGAGE BROKER ONLY, NOT A MORTGAGE LENDER OR MORTGAGE CORRESPONDENT
LENDER. Mortgage Broker Licensed in Florida. Licensed by the Pennsylvania Department of Banking and Securities. Licensed Mortgage Broker by the New Jersey
Department of Banking and Insurance. Massachusetts Mortgage Broker License #MB4368. All loans arranged through 3rd party providers. Company NMLS #4368,

Cortlandt Manor Branch NMLS #325538, Croton-on-Hudson Branch NMLS #1554769, Yonkers Branch NMLS #1140068 @




