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Regeneron Pharmaceuticals is headquartered in Tarrytown at the former 
Landmark at Eastview complex.

Regeneron PharmaceuticalsWill Propose to IDA
Massive New Project inWestchester ‘Very Shortly’
By John Jordan
WHITE PLAINS—Officials with Regen-
eron Pharmaceuticals Inc. told members 
of the Westchester County Industrial 
Development Agency recently that it ex-
pects to come before the agency “very 
shortly” with a major new development 
project in the Town of Greenburgh.

Although Regeneron representatives 
did not provide any details on the new 
project, its representations at the ses-
sion point to a parcel of land where the 
rm has previously secured approvals 
from the Town of Greenburgh for the 
construction of a group of buildings 
that could total approximately 1 million 
square feet at 555 Saw Mill River Road.

At the July 22 session, Janet Giris, a 
partner with the law rm DelBello, Don-
nellan & Weingarten, Wise & Wiederke-
her, LLP and Dale Fanning, executive 
director-tax operations at Regeneron 
Pharmaceuticals, when questioned by 

Spotlight on: Tony Ruperto, 
see page 11

FOCUS ON
MANHATTAN

Section Two

IDA members, promised that the com-
pany would be back before the IDA “as 
soon as possible” on the new develop-
ment project. They also said that the 
company would soon be ling plans for 
a day care facility on its property with 
the Town of Mount Pleasant.

When asked when Regeneron might 
introduce the larger development proj-
ect, which is owned by an entity of the 
company, Giris said, “As soon as we 
can.”

The Tarrytown-based rm is currently 

Continued on page 3

By John Jordan
ALBANY—Lt. Gov. Kathy Hochul, in a 
press conference on Aug. 11, stressed 
that she will be ready to take over as the 
57th governor of New York when she 
takes the oath of oce later this month.

Hochul, who is scheduled to take 
over as governor on Aug. 24, stressed, 
“I am ready for this,” and later assured 
New Yorkers: “I will ght like hell for you 
every single day, like I’ve always done 
and always will.”

Gov. Andrew Cuomo announced on 
Aug. 10 that he would resign from oce 
in two weeks after the New York State 
Attorney General’s report on sexual 
harassment allegations against the gov-
ernor was released earlier this month. 
Editor’s Note: For further coverage of 

Lt. Gov. Kathy Hochul said at a press 
conference on Aug. 11 that she is 
ready to lead the State of New York as
its 57th governor.

Albany Shakeup
Incoming NY Gov. Kathy Hochul Looks to Turn the Page

Gov. Cuomo’s resignation, see page 2.
Hochul, who has served for the past 

seven years as lieutenant governor, said
that she would detail her “vision” for 
the state in an address shortly after she 
takes oce. However, she did say that 
the number one priority of her adminis-
tration will be to deal with COVID-19. Ho-
chul said that she would also continue 
the ongoing investment in “rebuilding 
the great State of New York.”

Hochul, who holds a bachelor’s de-
gree from Syracuse University and a 
JD from Catholic University, served in 
the U.S. Congress from 2011 to 2013
representing the 26th Congressional 
District. She has served as Lieutenant 
Governor under current Gov. Andrew 
Cuomo since 2015. At the press confer-

ence, she said her management style is 
to“listen rst, then take decisive action.”

She said that she would spend the
two-week period to build out her senior 
staff and continue to develop her vi-
sion. Hochul said that she would name 
a new Lieutenant Governor prior to 
taking oce. If she does not, New York 
State Senate Majority Leader Andrea 
Stewart-Cousins would serve as Acting 
Lieutenant Governor, while continuing 
to serve in her post as the leader of the 
State Senate.

“The Delta variant is still raging, and 
it’s going to take all of us to defeat it.
Our children are heading back to school 
soon. There’s a lot of anxiety from the 
moms and dads I speak to, and the 

Continued on page 2

By John Jordan
NEW YORK—The Manhattan real estate 
market is recovering from the slow-
downs and the exodus that took place 
when some city residents moved to 
more rustic settings in the Hudson Val-
ley, the Hamptons or warmer climates in 
the Carolinas or Florida.

In this year’s Focus on Manhattan 
supplement, a number of real estate 
agents and brokers from Manhattan 
say the residential market has turned 
the page on the pandemic shutdowns, 
although the increased infections and 
hospitalizations caused by the COVID-19 
Delta variant have some concerned.

NYCReal EstateMarket in Recovery; Delta Variant Poses Threat
In the article “The New Manhattan” 

on page one in the second section of 
the newspaper, Brian Phillips of Douglas 
Elliman Real Estate said, “People still 
want to be in New York City—oces are 
reopening, Broadway is coming back, 
and restaurants and bars are opening 
again. There’s denitely a new inux into 
the city.”

In this edition’s “Five Questions With” 
feature on page 2  (in the second sec-
tion) in the Focus on Manhattan supple-
ment, Brown Harris Stevens CEO Bess 
Freedman said the recovery from the 
pandemic shutdown in 2020 has been 

better than she expect-
ed, but with one caveat. 
“I still remain concerned 
because we are not out 
of the woods yet regard-
ing the pandemic. Get-
ting vaccinated should 
not be about politics. We 
should listen to doctors 
and science and take 
care of each other. And I 
don’t know how the hell 
we got to a place where 
this is like a political 
game where life-saving 

Bess Freedman 

vaccines become political. I 
still don’t understand that,” 
Freedman said.

Freedman also noted that 
while some people left New 
York due to the pandemic and 
previously due to onerous tax 
policies on the wealthy, it was 
not a mass exodus as some 
media reports had claimed.

“People did leave, but peo-
ple have come back. We are 
seeing people come back in 
record numbers,” Freedman 
noted. 
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teachers as well,” she said. “It’s going to 
take all of us working together to keep 
our children safe, our teachers safe, and 
anyone who works in a school safe.”

While not detailing any possible ac-
tions she might take in response to the 
rising number of infections due to the 
Delta variant, Lt. Gov. Houchul would 
only say that she has been engaged 
with health care ocials and is monitor-
ing CDC guidelines. She did say that all 
options are on the table.

“More people being vaccinated is 
our key out of this,” Hochul told report-
ers. 

Besides children going back to 
school, she did note that the business 
community is also nervous about CO-
VID’s future impact on their operations. 

“Small businesses are just starting to 
bounce back into an uncertain world. 
We need to reassure them that they’ll 
be okay,” she said. “And our workers 
are once again debating whether they 
should even go back to their jobs, or 
go back to their oces, go back to their 

factories. Is it safe enough? But I know 
New Yorkers. They are hardwired to 
persevere and to prevail.”

In an attempt to put some distance 
between her and the Cuomo admin-
istration, she noted that she and the 
governor were not close and that any 
individual accused of doing anything 
unethical in the New York State Attorney 
General’s report would not serve in her 
administration. “There will be turnover,” 
she added.

She also stressed that her adminis-
tration would not have the same “toxic 
work environment” as was described 
by witnesses in the State Attorney 
General’s report. Hochul said that upon 
the completion of her term of office, 
“whenever it ends, no one will ever de-
scribe my administration as a toxic work 
environment.”

Hochul did not specically address 
who she might choose to serve as Lieu-
tenant Governor, but there is specula-
tion that she may select someone from 
downstate to balance her ticket.

Albany Shakeup
Continued from page 1

By John Jordan
NEW YORK—After his attorney provided 
a detailed point-by-point rebuttal of 
allegations by 11 women of improper 
conduct and sexual harassment, Gov. 
Andrew Cuomo, somewhat surprisingly, 
announced he would resign from oce 
eective in 14 days (Aug. 24).

While he said that his instinct is to 
ght the charges because he felt they 
were politically motivated, the governor 
noted the scandal had become a dis-
traction. “Given the circumstances, the 
best way I can help now is if I step aside 
and let government get back to govern-
ing,” the governor said. “And therefore, 
that’s what I’ll do.” He said that to eec-
tuate a smooth transition, his resigna-
tion would take eect in 14 days.

At press time, the State Assembly will 
not move forward with impeachment 
proceedings, however, the governor’s 
announcement ensures he will not 
complete his third term and Lt. Gov. 
Kathy Hochul will take over as governor 
later this month and when sworn in will 
become the rst woman governor in the 
history of New York State. 

He characterized the Lieutenant 
Governor as “smart and competent” 
and said the 14 days would be used to 
facilitate a seamless transition.

State political leaders, including Sen-
ate Majority Leader Andrew Stewart-
Cousins and Assembly Speaker James 
Heastie had called for the governor to 
resign after the release of the 165-page 
report on the sexual harassment allega-
tions by the New York State Attorney 
General’s office. U.S. Sens. Charles 
Schumer and Kirsten Gillibrand have 
also called for the governor to resign, as 
had President Joe Biden.

On August 3, New York State At-
torney General Letitia James released 
the report into the multiple allegations 
of sexual harassment by New York Gov. 
Cuomo that concluded the governor 
did sexually harass multiple women—
including former and current state 
employees — by engaging in unwanted 
groping, kissing, and hugging, and mak-
ing inappropriate comments. Further, 
the governor and his senior sta took 
actions to retaliate against at least one 
former employee for coming forward 
with her story. Finally, the Executive 
Chamber fostered a “toxic” workplace 
that enabled “harassment to occur and 
created a hostile work environment.” 
The investigators find that Governor 
Cuomo’s actions and those of the Ex-
ecutive Chamber violated multiple state 
and federal laws, as well as the Execu-

From left, Gov. Andrew Cuomo and top aid Melissa DeRosa, who 
resigned earlier this month. FILE PHOTO

Gov. Cuomo Resigns Over Fallout From AGReport

tive Chamber’s own written policies.
The governor at the press briefing

in New York City apologized if he of-
fended any of the 11 women, but denied 
touching or engaging in any harassing 
behavior. He said he resigned in order 
to “do the right thing” for the people of 
New York.

“In my mind, I’ve never crossed the 
line with anyone,” Gov. Cuomo said. 
However, he added that he has since re-
alized that the lines have been redrawn.

Prior to the press conference, Gov. 
Cuomo’s personal attorney Rita Glavin 
in a televised brieng, categorically de-
nied the governor harassed any of the 
11 women.

Since the governor’s resignation, a 
host of federal, state and local ocials 
have released statements:

Sen. Charles Schumer
“I want to commend the brave wom-

en who stepped forward and cou-
rageously told their stories. There is 
no place for sexual harassment, and 
today’s announcement by Governor 
Cuomo to resign was the right decision 
for the good of the people of New York. 
I have full condence that Lt. Governor 
Hochul will establish a professional and 
capable administration. I have spoken 
with Lt. Governor Hochul and look for-
ward to working together to help the 
people of New York.” 

Sen. Kirsten Gillibrand
“First and foremost, I want to thank 
the incredibly courageous women 

who came forward and shared their 
stories. They are the true public 
servants here. New York now has a 
chance to move forward and build a 
new culture of leadership. Lieutenant 
Governor Kathy Hochul is an 
exceptional public servant and will be 
an excellent governor. I look forward 
to working together to continue 
serving the people of our great state.”

Attorney General 
Letitia James

“Today closes a sad chapter for all of 
New York, but it’s an important step to-
wards justice. I thank Governor Cuomo 
for his contributions to our state. The 
ascension of our Lieutenant Governor, 
Kathy Hochul, will help New York enter 
a new day. We must continue to build on 
the progress already made and improve 
the lives of New Yorkers in every corner 
of the state. I know our state is in good 
hands with Lieutenant Governor Hochul 
at the helm, and I look forward to con-
tinuing to work with her.”

NY State Senate Majority 
Leader Andrea Stewart-
Cousins 

“Today is a somber day for the state 
of New York, but one that demonstrates 
our ability to build a more account-
able system of government. Governor 
Cuomo’s resignation opens the door 
to a restorative future. We all owe a 
tremendous debt of gratitude to the 
courageous women who came forward 
and helped pave the way for safer and 
more inclusive workspaces. Working 
with Governor Kathy Hochul, the first 
woman Governor of New York State, we 
will continue to address the COVID-19 
pandemic, rebuild our economy and 
face our challenges standing together. 
Governor Hochul is a dedicated leader, 
and united, we will get the people’s 
work done.”

NY State Assembly 
Speaker Carl Heastie

“This has been a tragic chapter in 
our state's history. Governor Cuomo's 
resignation is the right decision. The 
brave women who stepped forward 
were heard. Everyone deserves to work 
in a harassment free environment. I 
have spoken with Lieutenant Governor 
Hochul and I look forward to working 
with her.”

Westchester County 
Executive George Latimer

“Westchester County, and my ad-
ministration, stand ready to work with 
incoming Governor Kathy Hochul when 
she assumes the governorship later this
month. For years, incoming Governor 
Hochul has been a welcomed presence 

in Westchester County. She is well quali-
ed to lead New York State in this imme-
diate crisis. Also, for all New Yorkers, let 
us recognize this historic moment—that 
New York will for the first time in our 
history have a female Governor. Times 
have changed—as they should.  We wel-
come incoming Governor Hochul, and 
look forward to cooperation between 
Westchester County and New York 
State in moving together in the right 
direction.”

New York City Mayor 
Bill de Blasio 

 “Make no mistake, this is the result 
of survivors bravely telling their stories. 
It was past time for Andrew Cuomo to 
resign and it’s for the good of all New 
York.”

Yonkers Mayor 
Mike Spano

“It is a historic day in our state’s his-
tory—we open a new chapter, welcom-
ing New York’s rst female Governor. I 
look forward to working with incoming 
Governor Kathy Hochul and building 
on the progress New York has made. 
Governor Hochul is an experienced 
leader and should be well equipped to 
lead New York through the challenges 
that lay ahead, and working with her, 
we will champion the issues facing our 
communities.”

White Plains Mayor 
Tom Roach
“The conduct of the Governor as 
detailed in the Attorney General’s 
report has no place in our society, 
much less at the highest level of 
government in New York State. His 
resignation represents an armation 
of the women who bravely spoke 
up and called out the governor’s 
behavior. I have worked with Lt. 
Governor Hochul throughout her 
tenure and have found her to be 
smart, dedicated, and tireless. 
She has traveled the length and 
breadth of New York, regularly 
meeting and talking rsthand with 
residents, business owners, and local 
government ocials on issues of 
concern to us all. Our state will be in 
good hands under her leadership.”

State Senator 
Pete Harckham 

 “The resignation of Governor An-
drew M. Cuomo was necessary to allow 
state governance to proceed, and I am 
grateful for this decision. Lieutenant 
Governor Kathy Hochul will lead New 
York State admirably, and I wish her the 
best in the months ahead.”

State Assemblymember 
Amy Paulin

“Governor Cuomo’s decision to re-
sign is for the good of New York. Over 
the past decade, the work done by 
Governor Cuomo has in many ways 
improved the lives of New Yorkers, but 
the evidence has made it clear that he 
cannot continue in office. The gover-
nor’s resignation is a necessary step 
that will allow the state government 
to function effectively, and it sets the 
precedent that sexual harassment will 
not be tolerated at any level. This ends 
a sordid chapter in New York’s history, 
but I hope it opens a new one, in which 
people in positions of power nally un-
derstand that sexual harassment is not 
okay and has profound consequences. 
What Andrew Cuomo did to 11 women is 
still happening in our society. So, if this 
resignation leads to more abusers think-
ing twice, and to more victims deciding to 
ght back, then New York will be the bet-
ter for it. I would like to thank the women 

Continued on next page 
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Regeneron’s yet to be announced expansion would involve the develop-
ment of the complex pictured at the bottom left of the rendering.

Regeneron Pharmaceuticals will Propose to IDA
Massive New Project inWestchester ‘Very Shortly’
before the IDA concerning a project 
estimated to be valued at $480 million 
that involves the construction of a new 
two-story, 207,000-square-foot build-
ing, along with a parking structure and 
other infrastructure. That proposal is 
an amendment to a plan previously ap-
proved by the Westchester IDA known 
as the Parcel D project that signicantly 
raises the level of investment by ap-
proximately $331 million to $480 million. 
The original plan called for the construc-
tion of a building totaling approximately 
128,000 square feet of mixed lab/oce 
space. The rm is now seeking a total 
of $7.7 million in sales tax exemptions 
in connection with this project from the 
IDA.

Giris and Fanning had no further 
comment on the company’s plans when 
questioned by Real Estate In-Depth. 
The IDA heard a cost-benet analysis 
presentation on the Regeneron project. 
The study estimates that the $480-mil-
lion project will create approximately 
1,624 jobs during the construction 
phase and 505 jobs once operational. 
Construction on the Parcel D project 
before the IDA is expected to begin 
later this year with move-in scheduled 
for mid 2024.

While no development cost for the 
new project is known, if the rm moved 
forward with its full 1-million-square-foot 
development potential, it would easily 
dwarf the nearly $500-million project 
currently being considered by the West-
chester County IDA. 

It should also be noted that Gov. An-
drew Cuomo announced on July 16 that 
Regeneron has plans to spend approxi-
mately $1.8 billion on its Westchester 

County expansion plans. The governor 
noted that the firm had considered 
several other out-of-state sites before 
deciding on investing in the properties it 
owns in Greenburgh. 

Westchester County IDA Chairman 
Joan McDonald thanked Regeneron for 
remaining in New York State and prom-

ised the county would help the rm in its 
recruitment eorts in connection with its 
expansion program.

In the governor’s announcement last 
week, state ocials noted that Regen-
eron intends to substantially expand its 
research and development capabilities 
in Tarrytown, which will include the ad-

dition of new preclinical manufacturing 
and process development suites, labo-
ratories and oce space. The project will 
encompass the design and construction 
and t out of up to eight buildings, three 
parking garages and a central utility 
plant totaling approximately 900,000 
square feet. Road infrastructure im-
provements will be necessary to support 
additional buildings at their existing 
headquarters and R&D campus. The 
project is planned to take place in two 
phases over six years.

The company will expand its re-
search, preclinical manufacturing and 
support facilities at the company’s West-
chester County campus and create 1,000 
new full-time, high-skill jobs in the Mid-
Hudson region over the next ve years. 
Gov. Cuomo said that in return, Empire 
State Development is oering the com-
pany up to $100 million in Excelsior Jobs 
Program tax credits if its hiring goals are 
achieved. 

DISAPPOINTED?
Most Westchester Boards of Assessment 

Review will issue their decisions on or 
around September 15. If you or anyone you 
know are disappointed with either a denial or 
insuffi  cient reduction, you should know that 
there’s a second opportunity to seek a reduc-
tion; via the Small Claims Assessment Review 
(SCAR) process. Please call for information.

FOR OTHER HELPFUL ASSESSMENT INFORMATION PLEASE VISIT OUR WEBSITE: 

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

O’Donnell & Cullen | Property Tax Consultants
“Who better than a retired Tax Assessor?”

ALL RESIDENTIAL CASES, 

ALL MUNICIPLITIES 50% 

(1ST YEAR’S) CONTINGENCY FEE

who came forward and shared their 
stories. Their bravery will not be forgot-
ten. When she is sworn in, Kathy Hochul 
will be the rst woman to hold the oce 
of Governor of New York. She is capable 
and prepared to take the position, and I 
look forward to working with her oce to 
help the people of this state.

Assemblymember 
Jonathan Jacobson

“Governor Cuomo's announcement 
that he is stepping down is the right one 

for New York. He no longer has the trust 
necessary to govern eectively.  I have 
known Lt. Governor Kathy Hochul for 
many years and have full condence in 
her ability to lead the state. I look forward 
to working with her.”

Business Council of 
Westchester

“The Business Council of Westches-
ter has enjoyed a long and successful 
collaborative working relationship with 
Lieutenant Governor Kathy Hochul. 

We have full condence in her abilities 
to lead the state and look forward to 
working with her and her administra-
tion. New York State still faces many 
economic challenges as we continue to 
rebound from the COVID-19 pandemic. 
We stand ready to work closely with her 
as she continues to promote economic 
development, job creation and diversity 
initiatives in Westchester and across the 
state.”

Gov. Cuomo Resigns
Continued from previous page
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By Barry Kramer, HGAR President

PRESIDENT’S 
CORNER

By Crystal Hawkins-Syska
HGAR President

It’s Not About Politics
Sometimes it can seem like politics has invaded every aspect of our lives. I sus-

pect part of that feeling stems from the fact that we get so much of our news from 
the Internet, and sensational, provocative headlines get more open clicks. Also, the 
phenomena of celebrities commenting on the news being newsworthy is a head 
scratcher for me. There are two current issues that dominate the news which have 
become deeply politicized and which I believe should rise above politics, issues 
related to COVID-19 (vaccines and masks) and issues concerning diversity. 

In some ways I believe the most signicant barrier to achieving a consensus on 
COVID vaccines and mask policies is the sheer volume of news (and misinforma-
tion) on the web. While it’s easy to say that this should not be a political issue it has 
clearly become one, with politicians on both sides of the aisle lobbing grenades try-
ing to score political points. There are two hard realities that bookend this debate. 
With the surge of the Delta variant, more people, especially the unvaccinated and 
the young, are being hospitalized and are dying, and our economic recovery, which 
is fragile at best, could come crashing back down if there are renewed lockdowns. 
We need to get beyond the politics on this issue because the consequences are 
aecting us all. 

I recognize that the topic of diversity can be even more contentious and polar-
izing. It shouldn’t be. Last year, after the murder of George Floyd, protests surround-
ing issues of diversity and inclusion erupted across the country. Some of those 
protests turned violent. ‘The large majority did not. The bottom line is that those 
protests led to long overdue reections and conversation about racial inequities, 
systemic racism and how we can promote inclusion and address equity issues 
within our profession and in our communities. 

Past President Gail Fattizzi assembled a Diversity, Equity and Inclusion (DEI) Task 
Force, chaired by this year’s President Crystal Hawkins Syska, that engaged in the 
dicult conversations and made several recommendations, including the creation 
of a DEI Standing Committee, the hiring of a DEI Ocer, and the creation of a DEI 
survey to determine just how diverse our association membership is, to enable us 
to make decisions based upon facts and not assumptions. 

The HGAR Directors authorized all of these recommendations and also engaged 
in dicult discussions wherein it became evident that some members from minor-
ity backgrounds felt under-represented in their own association, and that systemic 
racism was prevalent in the communities where we live and work. 

HGAR recently completed the DEI survey and more than 1,200 members par-
ticipated. We have had some feedback that certain survey questions were too 
personal and intrusive, and I appreciate that feedback. We wanted to get a sense 
of how many of our members identied as belonging to a protected class under the 
federal, state and local fair housing laws, and we felt it was important to include all 
of the protected classes, and not cherry pick some over others. 

My sense from some of the feedback to the survey is that some believe that fair 
housing training is necessary and important, but diversity, equity and inclusion ef-
forts are politically motivated. I couldn’t disagree more. Discrimination doesn’t hap-
pen in a vacuum. It’s the result of deeply embedded prejudices that we all have. We 
need to bring those prejudices out into the open and embrace the diversity of our 
association and make sure every member feels included and that the association 
truly does represent them. We need to recognize that real estate ownership as a 
building block of wealth should be available to all and acknowledge that historically 
this has not been the case. 

I look forward to the ongoing work of the DEI Committee, chaired by Christina 
Stevens and Tony Ruperto, and aided by HGAR’s DEI Ocer Freddy Garcia. This 
work should not be about politics, it should be about doing what is right for our 
members and our communities. 

HGAR gathered at a recent fundraisers in the Bronx to meet with New 
York City Democratic mayoral candidate Eric Adams. From left: Anthony 
Domathoti, HGAR President-elect; Eliezer Rodriguez, HGAR Director of 
Advocacy, Commercial & Legislative Issues for Bronx & Manhattan; Eric 
Adams, Brooklyn Borough President; David Legaz, NYSAR President; 
Crystal Hawkins-Syska, HGAR President and Miguel Rodriguez.

HGARMeetswithDemocratic
NYCMayoralCandidateEricAdams

To Boldly Go…
I just loved Star Trek as a kid growing up. Hey, to be honest, I still love Star Trek. 

On the right day of the week, you may hear me say something in Klingon or give you 
the Vulcan greeting. 

As a young African American girl, it was a big deal to see a person who looked 
like me as a crew member of the Starship Enterprise, even though I didn’t fully real-
ize that at the time. She was Lieutenant Uhura. Although a ctional character, she 
wasn’t “sassing anyone,” making people laugh, or a servant of some sort. Uhura 
was a Stareet Ocer with rank on what was one of the most important ships in the 
galaxy. That show broke a lot of ground, with actually having the rst inter-racial kiss 
on TV. 

Commander Sulu was not a conventional sidekick doing some sort of kung-fu, 
but a regal and controlled member of the crew. The show was also very intellectual 
in exploring the human condition and social issues, wrapped in a futuristic tomor-
row with many inventions and technology that actually exist today. Star Trek is actu-
ally credited with inspiring the technology we use for a Facetime, Zoom, portable 
computers, voice recognition and more. The show aired in the late 60s and only 
lasted for three seasons. I think to myself, what was Gene Roddenberry, the creator 
and producer of Star Trek, thinking packing a show with so much imagery of a world 
far from the one he lived in. How did network executives even dare air it in the rst 
place? How much push back happened behind closed doors? The networks did in 
eect snu the show by changing it to a time slot no one would watch. However, 
syndicating the show one year later was the action that set ablaze the catalyst of the 
franchise and cult following we see today.

Roddenberry and those who helped his vision come to life, they were visionaries. 
No one could really see where the show could go, or what it could be. They were 
unpopular and unsupported in many ways. But that’s entertainment!

The real estate industry is not entertainment or fantasy. The combined sectors 
of the housing market make up about 18% of our nation's Gross Domestic Product 
(GDP). Thus, a critical part of our wealth. If ever there was a place where vision was 
necessary it should be in our industry.

It is important that all Americans see their role and have opportunities to partici-
pate and benet from the wealth our industry creates. That currently does not exist 
at a high level that corresponds to our population. To address that issue, decisive 
actions must be taken. Surveys and demographic studies must be conducted. We 
need real data to come up with solutions and to measure success. But it means 
discomfort, ideas that may seem strange to most people and being unpopular for 
a while, just like Roddenberry, the network executives and their work product—the 
Star Trek series. But in the end, they were ahead of the game and may have been 
the creators of the future we live in by inspiring others to make it real.

Just as I was inuenced by a show to believe I could have a signicant role in 
a possible future, others from many groups need to see themselves as part of a 
wealth system and a signicant portion of our GDP in order to be empowered. Now 
you may not really see the point of that if you are already a part of that group. You 
may have never seen a world where someone who looked like you wasn’t sitting in 
the “Captain’s Chair” or a part of the most elite crew or sta.

What I am hoping to achieve through this article is to help us understand why the 
current survey released by the Hudson Gateway Association of Realtors is impor-
tant and necessary. Also, why we should not feel afraid to stand up and be counted 
and seen. I am so happy with the results of participation we have had thus far. And 
I want to thank all of you who participated in that success. We are projecting into a 
future space. Please help us move toward the world in which our ideals say how we 
want to live.

I think it is important to further note that the ctional world of the Stareet Enter-
prise was one of the rst to address gender roles and language. Everyone of rank 
was called “Sir” removing it from being male to just meaning authority, thus com-
manding ocers of any gender were addressed by the title. We face identication 
titles in real life and we have to become aware and sensitive to it. You could argue a 
TV show foresaw that. In the late 1980s “Star Trek—The Next Generation” show also 

went further by removing the gender reference in the opening narrative.
Well colleagues, members and friends; real estate, land and advancement has 

always been the American frontier. The real estate industry is at the forefront of 
wealth, power and success. The time is now to have this fully expressed and real-
ized by all citizens of this great country. “And to boldly go where no one has gone 
before.” I hope you decide to be a part of the ride.
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On June 24th, 2021, our nation witnessed one of the deadliest and most tragic 
building collapses in its history. It sadly claimed the lives of 98 unsuspecting and in-
nocent residents. Our thoughts and prayers go out to the victims and their families.

Since that sad day, information has continued to come to light in the news re-
garding the horric structural conditions of the condominium and the documented 
history of the complaints relating to those conditions. A tragic event such as this 
serves as a reminder to all real estate professionals (attorneys, real estate agents, 
management agents, etc.), and to those individuals who are interested in purchas-
ing a condominium unit or cooperative apartment (the “unit”), of the critical impor-
tance of conducting all of the necessary due diligence and physical inspections 
even when purchasing a condominium or cooperative apartment.

Buying a Condo or Co-op, Do You Need an Inspection?
It is not uncommon for real estate agents and attorneys to advise their purchaser 

clients to waive their inspection rights when the purchase of such a unit is involved. 
A common rationale for advising against having an inspection conducted is that 
other than the limited items contained within the connes of the walls of the unit, the 
condominium or cooperative corporation is responsible for most of the structural 
elements, as well as the electrical and plumbing systems throughout the building or 
condominium. Purchasers are commonly told that purchasing a unit is dierent from 
purchasing a free-standing, single-family residence, and hiring a home inspection 
company or engineer to inspect a unit is not necessary or a waste of money.

In fact, and especially after the horric condominium building collapse in Florida, 
the exact opposite is true. Now, more than ever, it is imperative that real estate 
agents and real estate attorneys advise their purchaser clients to conduct physical 
inspections of not only the unit, but also of the systems of the building and condo-
minium’s common elements, to the furthest extent permitted by the condominium 
or cooperative corporation. While some cooperative corporations and condomini-
ums may limit the extent to which common elements and other building systems 
may be inspected, inspectors may be able to visually inspect those areas that are 
accessible to them. Considering the tragic events of June 24, purchasers and their 
agents should request express permission to have their inspection company in-
spect other parts of the building, as well as the unit itself. 

The Importance of Additional Due Diligence: 
Review of Minutes, Financial Statements, Other Records

When a purchaser is buying a co-op or condominium unit, it is important that the 
purchaser and the purchaser’s attorney review the following: (1) the previous two to 
three years’ (or more, if available) nancial statements, minutes of the cooperative 
corporation’s board meetings or the condominium’s board meetings from the past 
two-to-four years (at the least), the co-op’s or condominium’s rules and regulations, 
the Oering Plan (and any amendments), as well as the By-laws and any amend-
ments thereto.

It is strongly recommended that most of these documents, except for the min-
utes (which many times will need to be reviewed at the management agent’s oce 
in person), be obtained from the seller and/or the management company by the real 
estate agent prior to or immediately after listing the unit for sale. This will greatly 
speed up the contract preparation and due diligence process. If all of these docu-
ments are obtained and provided to the seller’s attorney, who in turn will provide 
them to the purchaser’s attorney, the contract review and due diligence process will 
be reduced by several days. 

Review of the Co-op’s and Condo’s Board Minutes
In New York City, it is a common occurrence for the purchaser or purchaser’s at-

torney to review the minutes of the board meetings before entering into contract. 
Unfortunately, it is a rarer occurrence in areas outside of New York City, such as 
Westchester, Putnam, Rockland, Long Island, Orange County, and other areas. In 
these areas, it just has not been a custom for agents or attorneys to advise their 
purchaser clients to review the minutes. However, notwithstanding this custom, 
it is important that both real estate agents and attorneys strongly advise and rec-
ommend to their clients that the minutes be reviewed either prior to entering into 
contract or that a contingency period be included in the contract to allow for review 
after a contract execution. Since most seller’s attorneys are reluctant to include any 
review or inspection contingencies in the contract, this will usually have to be done 
prior to signing the contract of sale.

Normally, the attorneys who oer this service to their clients will charge an addi-
tional fee to do so. Many times, due to the cost, purchasers unwisely elect to waive 
their right to have their attorney review the minutes, or they simply choose not to re-
view the minutes themselves because it could jeopardize or delay the transaction. 
Common remarks are: “Do we really have to review the minutes?”, “There isn’t go-
ing to be anything in the minutes that will aect the deal, is there?” or “I don’t want 
to lose the deal.” A purchaser, however, should never waive the right to review the 
minutes, and if the purchaser does so, the attorney should document this in writing.

The minutes often provide invaluable and critical information relating to the 
condition of the building and building systems, contemplated renovations, past or 
pending lawsuits, existing issues with tenants, the existence of pest, bedbug, ro-
dent or other infestation problem, noise issues, issues with odors (e.g., restaurants 
or other nearby businesses), and common charge increases and the imposition of 
other assessments. If, for example, there were complaints or issues memorialized 
in the minutes of the Surfside Condominium over the years relating to the structural 
integrity of the building, upon review of such information, a purchaser may have 
decided not to purchase a unit in the building.

A Heightened Focus on Inspections, Due Diligence
After the Tragic CondominiumCollapse in Florida

As a best practice, real estate agents, when representing a client interested in 
purchasing a condo or co-op unit, should at the initial stages of representation, 
inform their clients about their right to review the minutes and that once they nd 
an apartment, they should discuss this with their counsel. It would also be a good 
idea for the agent to ask the condominium or co-op management agent about the 
review process in advance so that there is no delay. Normally, an appointment must 
be made to review the minutes. Most condominiums and cooperative corpora-
tions do not allow the minutes to be emailed, and therefore, the attorney and/or 
purchaser will be required to review the minutes at the oce of the management 
agent. They usually will not allow the minutes to be copied. Therefore, knowing the 
process and procedures in advance can save valuable time. 

The Importance of Reviewing Financial Statements
Another important item that should be reviewed as part of the due diligence 

process is the condominium’s or co-op’s annual nancial statements, which are cus-
tomarily prepared by an independent, certied public accountant, and which are 
usually audited. At the very least, it recommended that the last two years of nan-
cial statements be reviewed by the purchaser or the purchaser’s accountant. The 
attorneys will usually review the nancial statements as well to see if there are any 
items of signicance in the notes to the nancial statements referencing items such 
as existing lawsuits, planned renovations, major anticipated capital expenditures, 
and other items, which could aect the future nancial stability of the condominium 
or co-op, and the potential for increases in the monthly maintenance or common 
charges, as well as the likelihood of additional monthly assessments in the future.

A review of the nancial statements is extremely important. Most nancial state-
ments cover a two-year period. It is important to note that since most nancial 
statements are usually not ready until six months after the end of a calendar year, 
a purchaser may not be able to review and assess the current nancial condition 
of a particular condo or co-op depending on when the transaction is occurring. 
Sometimes, a co-op or condominium may be able to provide unaudited or pre-
liminary nancial statements, prot and loss statements, or even balance sheets, 
if requested, but this is not common. A purchaser, therefore, may only be able to 
review and rely on the previous years’ nancial statements. It is also recommended 
that a purchaser or purchaser’s agent or attorney request information relating to the 
amounts of the common charges and assessments for previous years so one can 
review and compare the historic charges to the current charges.

The Importance of Reviewing the By-Laws, 
Rules and Regulations and Oering Plans

Additional documents that should be reviewed very carefully are the latest By-
laws, Rules and Regulations and the Oering Plan for the condominium or co-op. 
Many times, purchasers would like to rent the unit they are purchasing or would like 
to have pets reside with them in the unit. Reviewing the most current By-laws and 
Rules and Regulations will provide a purchaser with crucial information such as, for 
example, whether pets are allowed, or if rentals are permitted. If a rental of the unit 
is not permitted and the client is purchasing the unit for investment purposes, then 
the client needs to be aware of this and look for another unit. It is important to note 
that once the contract is signed, the purchaser will not be permitted to cancel the 
transaction or get out of the contract.

Reviewing the Oering Plan is also very important. Normally, most purchasers 
and even attorneys elect not to review the Oering Plan. However, the Oering 
Plan usually contains important information as to the original formation of the con-
dominium or co-op and also contains the original oor plans of each of the units, 
the number of shares allocated to each unit, whether the units come with storage 
areas, garages and/or assigned parking spaces. These are all important items that 
will assist the purchaser and attorney. For example, by simply reviewing the original 
oor plans contained in the Oering Plan, a purchaser and the purchaser’s agents 
(attorneys and real estate agents) will be able to ascertain whether any renovations 
or improvements were made to the unit. In turn, this will allow for an inquiry to be 
made to the seller’s counsel by the purchaser’s attorney as to whether the renova-
tions or improvements were made with the approval of the condominium or co-op 
and whether the appropriate municipal approvals were obtained.

The Current State of the Market: Low Inventory,
Bidding Wars, Waiving Important Due Diligence

In the current real estate market, and especially during the past year, inventory 
has continued to decline (reaching critically low levels) and the demand for housing 
has increased dramatically. Unfortunately, because of current market conditions, 
purchasers are being forced to do things they would not ordinarily do. Each prop-
erty has multiple oers and buyers are increasing their bids drastically just so that 
their oer is accepted. Many properties are selling above their listing prices. Unfor-
tunately, this causes increasing pressure for purchasers to waive mortgage contin-
gencies, inspections, due diligence, and to agree to contract terms that could cause 
harm to purchasers. Purchasing a home is one of the largest nancial transactions 
for an individual and no matter the market conditions, one should never rush into 
any such transaction or waive important rights in doing so.

Legal Column author John Dolgetta, Esq. is the principal of the law rm of Dol-
getta Law, PLLC. For information about Dolgetta Law, PLLC and John Dolgetta, 
Esq., please visit http://www.dolgettalaw.com. The foregoing article is for informa-
tional purposes only and does not confer an attorney-client relationship.
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NEWBURGH—Aordably priced hous-
ing continues to be out of reach for 
many Hudson Valley residents as rents 
are rising faster than wages, making the 
gap between what people can aord to 
pay and what it costs to rent in the re-
gion even wider, according to an analy-
sis of data by Hudson Valley Pattern for 
Progress’ Center for Housing Solutions.

An examination of the National Low 
Income Housing Coalition’s annual “Out 
of Reach” report released on July 16 
shows that renters in all nine Hudson 
Valley counties in Pattern’s footprint 
would have to work far more than a full-
time job in order to aord the cost of a 
two-bedroom apartment. In Rockland 
County, for example, the average hourly 
wage for renters is $12.14. At that wage, 
a worker could only afford a monthly 
rent payment of $631, yet the Fair Mar-
ket Rent for a two-bedroom apartment 
in Rockland is $2,053. To close this 
$1,422 gap, a renter would have to work 
130 hours a week to afford the apart-
ment.

“The bottom line is that rents are
simply unaordable for the people we 
count on every day,” said Joe Czajka, 
senior vice president of Pattern and 
the executive director of the Center for 
Housing Solutions and Community Ini-
tiatives. “The people we count on every 
day who are working in healthcare, like 
home health aides and personal care 
aides, as well as janitors, laborers, wait-
resses, retail clerks and people work-
ing in warehouses, are nding it nearly 
impossible to afford housing without 
going into debt or cutting back on other 
essentials.”

The average monthly gap in the 
Hudson Valley is $826 per month, 
which is a $38 increase over the 2020 
average. Rockland and Putnam County 

show the largest aordability gap per 
month, while Sullivan and Columbia 
have the smallest gap of $431 and $438 
per month, respectfully. A household in 
Rockland and Putnam County essen-
tially requires three full-time jobs at the 
renter wage rate to afford a two-bed-
room apartment at the Fair Market Rent.

According to the report, the Fair 
Market Rent for a two-bedroom apart-
ment in Orange County in Fiscal Year 
2021 was $1,467, an increase of $70 
or 5% from a year earlier. The FMR for 
a two-bedroom unit in Putnam County 
and Rockland County in 2021 was 
$2,053, which increased $102 or 5.2% 
from 2020. The FMR for a two-bedroom 
apartment in Sullivan County rose $32 
or 3.2% from last year to $1,032. West-
chester County saw a slight decline in its 
Fair Market Rent rate for a two-bedroom 
apartment, falling $32 or 1.6% to $1,943.

The Center for Housing Solutions 
has been analyzing rental housing and 
wage data, and providing statistics and 
trends to help communities, developers, 
builders and non-prot agencies plan 
and construct housing that is aordable 
in the Hudson Valley region.

Its analysis of the latest “Out of 
Reach” data shows that although there 
have been some increases in the rent-
ers’ wage rates and some declines in 
the fair market rents, overall, the month-
ly affordability gap for rental housing 
has not shown any signicant decline.

Many luxury rental housing com-
plexes under construction in the Hud-
son Valley include studios, and one and 
two-bedroom apartments that rent from 
between $1,600 to $2,500 per month in 
the Mid-Hudson area and much higher 
in the lower Hudson Valley. However, 
there is an insucient supply of work-
force housing, especially in areas close 

Source: Hudson Valley Pattern for Progress’ Center for Housing Solutions

Study: Housing Costs Out of Reach forMany Hudson Valley Renters

Source: Hudson Valley Pattern for Progress’ Center for Housing Solutions

to employment centers.
“The monthly rent gap is enormous, 

and with increases in health care costs, 
transportation, food, and other ev-
eryday expenses there is little room 
for savings and not much disposable 
income, which impacts many sectors of 
the economy, especially the health of 
our Main Streets and downtowns”, said 
Czajka.

He continued, “The pandemic has 
only exacerbated these affordability 
issues as the housing inventory has es-
sentially dried up.”

The Center for Housing Solutions 
stated that it believes it is critical that 

federal housing programs like the Low 
Income Housing Tax Credit, Community 
Development Block Grant (CDBG), and 
the Department of Housing and Urban 
Development’s HOME program con-
tinue to be funded. These federal pro-
grams combined with state housing re-
sources and local incentives are vital to 
developers of aordable housing. The 
programs are also essential for down 
payment and closing cost assistance 
for rst time homebuyers, and help for 
existing homeowners to remain in their 
homes who may need a new roof, boiler 
or insulation.

WASHINGTON—Existing-home sales 
increased in June, snapping four con-
secutive months of declines, according 
to the National Association of Realtors. 
Three of the four major U.S. regions reg-
istered small month-over-month gains, 
while the fourth remained at. However, 
all four areas notched double-digit year-
over-year gains.

Existing-home sales in the Northeast 
increased 2.8% in June, recording an 
annual rate of 740,000, a 45.1% rise 
from a year ago. The median price in the 
Northeast was $412,800, up 23.6% from 
June 2020.

Total existing-home sales, completed 
transactions that include single-family 
homes, townhomes, condominiums and 
co-ops, grew 1.4% from May to a season-
ally adjusted annual rate of 5.86 million 
in June. Sales climbed year-over-year, 
up 22.9% from a year ago (4.77 million in 
June 2020).

"Supply has modestly improved in 
recent months due to more housing 
starts and existing homeowners listing 
their homes, all of which has resulted in 
an uptick in sales," said Lawrence Yun, 
NAR's chief economist. "Home sales 
continue to run at a pace above the rate 
seen before the pandemic."

Total housing inventory at the end of 
June amounted to 1.25 million units, up 
3.3% from May's inventory and down 
18.8% from one year ago (1.54 million). 
Unsold inventory sits at a 2.6-month 
supply at the current sales pace, mod-
estly up from May's 2.5-month supply 
but down from 3.9 months in June 
2020.

The median existing-home price for 
all housing types in June was $363,300, 
up 23.4% from June 2020 ($294,400), 
as every region recorded price jumps. 
This marks 112 straight months of year-
over-year gains.

“At a broad level, home prices are in 
no danger of a decline due to tight in-
ventory conditions, but I do expect pric-
es to appreciate at a slower pace by the 
end of the year,” Yun said. “Ideally, the 
costs for a home would rise roughly in 
line with income growth, which is likely 
to happen in 2022 as more listings and 
new construction become available.”

Properties typically remained on the 
market for 17 days in June, unchanged 
from May and down from 24 days in 
June 2020. Eighty-nine percent of 
homes sold in June 2021 were on the 
market for less than a month.

First-time buyers accounted for 31% 
of sales in June, also even with May but 
down from 35% in June 2020. NAR's 
2020 Prole of Home Buyers and Sell-
ers—released in late 2020—revealed 
that the annual share of rst-time buyers 
was 31%.

Individual investors or second-home 
buyers, who account for many cash 
sales, purchased 14% of homes in June, 
down from 17% in May and up from 9% in 
June 2020. All-cash sales accounted for 
23% of transactions in June, even with 
May and up from 16% in June 2020.

Distressed sales—foreclosures and 
short sales—represented less than 1% 
of sales in June, equal to May's percent-
age but down from 3% in June 2020.

“Huge wealth gains from both hous-
ing equity and the stock market have 
nudged up all-cash transactions, but 
first-time buyers who need mortgage 
nancing are being uniquely challenged 
with record-high home prices and low 
inventory,” Yun explained. “Although 
rates are favorably low, these hurdles 
have been overwhelming to some po-
tential buyers.”

According to Freddie Mac, the av-
erage commitment rate for a 30-year, 
conventional, xed-rate mortgage was 

2.98% in June, slightly up from 
2.96% in May. The average 
commitment rate across all of 
2020 was 3.11%.

Single-Family and 
Condo/Co-Op Sales

Single-family home sales 
decreased to a seasonally 
adjusted annual rate of 5.14 
million in June, up 1.4% from 
5.07 million in May and up 
19.3% from one year ago. The 
median existing single-family 
home price was $370,600 
in June, up 24.4% from June 
2020.

Existing condominium and 
co-op sales were recorded at 
a seasonally adjusted annual 
rate of 720,000 units in June, 
up from 710,000 in May and up 
56.5% from one year ago. The 
median existing condo price 
was $311,600 in June, an an-
nual increase of 19.1%.

“NAR continues our con-
versations with policymak-
ers and leaders from across 
the industry in an effort to 
boost housing inventory and 
increase access to safe, affordable 
housing for all Americans,” said NAR 
President Charlie Oppler, a Realtor 
from Franklin Lakes, NJ and the CEO of 
Prominent Properties Sotheby's Interna-
tional Realty. “As the nation's economy 
continues to recover from COVID-19, se-
curing policies that are in the best inter-
est of U.S. consumers and homeowners 
remains NAR's priority.”

Regional Breakdown
Existing-home sales in the Midwest 

rose 3.1% to an annual rate of 1,330,000 
in June, an 18.8% increase from a year 

ago. The median price in the Midwest 
was $278,700, an 18.5% increase from 
June 2020.

Existing-home sales in the South 
were unchanged from May, posting 
an annual rate of 2,590,000 in June, 
up 19.4% from the same time one year 
ago. The median price in the South was 
$311,600, a 21.4% climb from one year 
ago.

Existing-home sales in the West 
rose 1.7%, registering an annual rate of 
1,200,000 in June, a 23.7% jump from 
a year ago. The median price in the 
West was $507,000, up 17.6% from June 
2020.

U.S. Existing-Home Sales Rose 1.4% in June
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I Can Help You Lower 
Your Taxes!

Nanette J. Albanese 
Retired Scarsdale Town/Village Assessor 

An Assessment Reduction Expert

And if I Can’t 
You Pay Nothing!   
Let retired Scarsdale Assessor, 

Nanette J. Albanese, use her experience 
to reduce your real estate taxes now.

Call today for a free analysis at 914-714-3386
www.ireducetaxes.expert

nanette@ireducetaxes.expert

NEW YORK—Residential real estate bro-
kerage rm Douglas Elliman announced 
on July 19 that real estate veteran Rich-

Douglas Elliman Appoints Ferrari President, CEO
Of Brokerage for New York City, Northeast Region

ard Ferrari has joined the rm as presi-
dent and CEO of Brokerage for New 
York City and the Northeast Region. 

In this role, Ferrari, a highly regarded 
industry expert, will oversee the rm’s 
New York City resale markets, includ-
ing Manhattan, Brooklyn, Riverdale 
and Long Island City in Queens. He will 
also assume responsibility for Elliman’s 
New Jersey, Westchester, Connecticut 
and Massachusetts regions and be 
based out of Elliman’s New York City 
headquarters located at 575 Madison 
Ave. Ferrari will report to Scott Durkin, 
president and chief operating ocer of 
Douglas Elliman.

“I am thrilled to be rejoining Douglas 
Elliman, such an illustrious rm whose 
name is synonymous with one of the 
biggest and best brokerages in New 
York City and the country,” said Ferrari. 
“The breadth of talented agents and 

leadership coupled with the best in 
technology, marketing and public rela-
tions makes this the perfect t for this 
next leadership chapter of my career.”

Ferrari assumes the new role after 
serving as agent and sales director 
for Brown Harris Stevens from 2015 to 
2018 where he played an instrumental 
role in the success of the brokerage in 
the Hamptons. After Halstead merged 
with Brown Harris Stevens, he served as 
advisor for the rm in Connecticut and 
New Jersey as well. Company ocials 
stated that he is an expert in the New 
York City co-ops market, where he has 
lived and sold some of the biggest deals 
in the city. He has maintained top agent 
status in New York City for much of his 
30-year career including 15 years with 
Douglas Elliman. 

Ferrari is a member of the Real Es-
tate Board of New York, the New York 
Athletic Club, The Tiro A Segno of New 
York and the Montclair Gold Club in 
Montclair, NJ. He earned his Bachelor of 
Arts degree from St. Bonaventure Uni-
versity. Ferrari is a long- term resident of 
Manhattan and Sag Harbor.

“Richard has had his hand on the 
pulse of New York City residential real 
estate for the past three decades,” said 
Howard M. Lorber, executive chairman, 
Douglas Elliman Realty, LLC. “His experi-
ence and professionalism will make him 
a great asset to our firm, and we look 
forward to the continued success of our 
New York City and Northeast broker-
ages under his stewardship.”

“I have been following Richard’s ca-
reer for many years and am absolutely 
thrilled to welcome him back home to 
Douglas Elliman,” said Scott Durkin, 

president and COO of Douglas Elliman. 
“New York City is so interconnected 
with the outer suburbs, including New 
Jersey, Westchester and Connecticut, 
which makes Richard the perfect candi-
date for this position. He has the back-
ground and expertise to help bring our 
rm into its next generation of leader-
ship and technology and will be a major 
asset in mentoring and motivating our 
agents along the way.”

Douglas Elliman also announced pro-
motions for Yuval Greenblatt who was 
promoted to senior managing director 
of operations for 575 Madison Ave. 
Yuval is a 20-year Elliman executive and 
member of the RLS Board of Directors 
for the Real Estate Board of New York. 
In addition, Alfred Renna, who has been 
with the company most of his 30-year 
career, was named senior managing di-
rector of sales for Elliman’s 575 Madison 
Ave. oce. Renna is also a member of 
the board of directors for REBNY’s Uni-
versal Cobroke Agreement.

Douglas Elliman Real Estate has 
approximately 7,000 agents and oper-
ates approximately 100 oces in New 
York City, Long Island, The Hamptons, 
Westchester, Connecticut, New Jersey, 
Florida, California, Colorado, Massachu-
setts and Texas. Moreover, Douglas Elli-
man has a strategic global alliance with 
London- based Knight Frank Residential 
for business in the worldwide luxury 
markets spanning 61 countries and six 
continents. The company also controls 
a portfolio of real estate services in-
cluding Douglas Elliman Development 
Marketing, Douglas Elliman Property 
Management and Douglas Elliman 
Commercial. 

Richard Ferrari

120-Acre Rockland County Parcel 
On Market for $10.5 Million 
SLOATSBURG—Tucked into the northern reaches of Rockland County, a 120-acre 
wooded and lakeside development parcel in the private gated community of Pier-
son Lakes is being oered for sale for $10.5 million.

The owner, Byron-Hill Homebuilders, is marketing the entire parcel to a single 
buyer or luxury home developer. The property, which has been in the Pierson-
Mapes family for 200 years, includes 24 fully approved, ve-acre custom home 
sites for an average purchase price per lot of $437,500. To maintain the pristine 
character of Pierson Lakes, the hilltop sites have environmental restrictions that 
stipulate the number of trees that may be cleared and prevent the land from being 
further subdivided, according to an announcement by broker Rand Commercial.

Pierson Lakes, which was rst launched by the Ramapo Land Co. in 1989, is a 
private gated community with both a manned gatehouse and roving security as 
well as a boathouse, community docks, a boat launch and a sandy beach. Nearby 
amenities include the Spook Rock Golf Course. The entrepreneur Michael Bruno, 
who founded the online marketplace 1st Dibs, has purchased several properties 
in Sloatsburg and Tuxedo Park, with the goal of turning this area into a destination 
recreational area.

“These lots would sell for $1.2 million to $1.4 million in Westchester County, just 
20 minutes across the Hudson River via the Mario Cuomo Bridge,” said Paul Adler, 
Chief Strategy Ocer at Rand Commercial, the exclusive Broker for this site. 

“This is an incredible opportunity for a developer to come in and complete the 
project,” added Samuel J. Adler, a Real Estate Salesperson with Rand Commercial. 
“The home sites are beautifully laid out, and the road is built with buried electrical 
lines in place. The sites are literally shovel ready. There is no other shovel-ready 
property in Rockland or Westchester County.” He noted the buyer could also 
choose to turn the 120 acres into an Adirondack-style family compound with just a 
handful of homes. 

When completed, the 1,000-acre Pierson Lakes development is slated to have a 
total of 74 homes, 25 of which have been built as part of Phase 1. All 24 home sites 
in this Phase 2 overlook the 103-acre Cranberry Lake and some also have moun-
taintop views of the 92.5-acre Potake Lake. Four-season recreational activities 
include swimming, shing, hiking and biking, horseback riding, skating, and cross-
country skiing. Electric boats up to 20 feet long are allowed on the lakes. There 
are an additional 25 lots that are approved and shovel ready but still need some 
infrastructure improvements.

The property, which ranges in altitude from 300 feet to 1,000 feet above sea 
level, is located, just ve minutes from the New York Thruway (I-87) and with easy 
access to I-287, Route 17, the Garden State Parkway and the Palisades Parkway. 
Three train stations are also nearby, and the well-regarded gated community of 
Tuxedo Park is just seven miles away. 

The land is also surrounded by permanently protected state parks, including 
the 22,000-acre Sterling Forest and the 47,500-acre Harriman State Park, and 
adjacent land conservancies. Meandering hiking and biking trails go through the 
community, some of which lead to the bordering 4,444-acre Ringwood State Park 
in New Jersey.

Pierson Lakes is a private gated community in the Town of Ramapo.
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*Restric�ons may apply. Call for details.

20% OFF
Indoor Air Quality Services for all
Real Estate Agents and Brokers!*

CALL ROBISON (914) 677-2371

DON’TSHOWAHOUSEWITH

DIRTY CARPETS&
MUSTY ODORS

• Biofuel Heating Oil
• Natural Gas Supply
• 100% Green Electricity Supply
• Air Duct & Carpet Cleaning
• Oil Tank Replacement
• Generator Service & Installation

• Equipment Service Agreements
• Heating Equipment Installation
• Cooling Equipment Installation
• Chimney Cleaning & Inspection
• Mold Testing
• Plumbing Service & Repair**

**Mechanical Legion Corp (dba Robison Plumbing) License #1514

WWW.ROBISONOIL.COM

Editor’s Note: This column rst ap-
peared in RISmedia.

As a small business owner and presi-
dent of the National Association of 
Realtors (NAR), I want to set the record 
straight on misconceptions by some 
about the real estate industry.

Commissions for real estate agents 
and brokers are negotiable. Always 
have been. Always will be. Let’s put that 
on the table right now.

Like most transactions in the Ameri-
can economy, market forces set indi-
vidual commission rates to provide for 
competition among brokers, increase 
eciency for consumers and ensure we 
are providing the most market-driven 
and best possible service to our clients.

It’s the free market at work, and the 
reality is that the commission structure 
gives everyday Americans critical ad-
vantages they otherwise wouldn’t get. 
That structure is what ultimately makes 
it possible for many people to realize 
the dream and benets of homeowner-
ship.

That same free market makes it pos-
sible for small business owners to earn 
a living as real estate professionals. In 
fact, most of NAR’s 1.4 million members, 
including myself, are small businesses. 
We make a median gross income of 

.

GUEST
COLUMN
By Charlie Oppler
NAR President

Misguided DOJ Efforts Could Derail What a
Pro-Consumer Real EstateMarket Bolsters

$43,330 and are grateful for every dol-
lar we earn.

As COVID-19 persisted, real estate 
agents worked tirelessly to navigate 
one of the most complex markets any of 
us had ever seen. Pandemic or not, day 
to day we’re managing untold challeng-
es that buyers and sellers have to face. 
We handle the regulatory complexities 
unique to our own localities (each state 
sets its own licensing requirements for 
agents), we work to withstand the in-
dustry’s inevitable ebbs and ows, and 
we navigate the market to stay current 
on what our clients need to know and to 
stay competitive as a byproduct.

Real estate agents and brokers work, 
too, to help put keys in the hands of 
America’s small business owners. En-
trepreneurs who dene the spirit of this 
country endured some of the most sig-
nicant COVID-induced nancial hard-
ships this year. We know their trials be-
cause we experienced the same ones. 
We continued to put roofs over their 
heads and food on our families’ tables.

And here is where the perils and 
unintended consequences of the ac-
tions by the Department of Justice 
against the current Multiple Listing 
Service (MLS) system are most alarm-

ing. Despite the White House’s strong, 
genuine desire to increase opportuni-
ties for homeownership among families 
of color, a ght against the MLS system 
would have the opposite eect.

In fact, the traditional commission 
structure, where the listing broker of-
fers to share his or her commission with 
the buyer broker, ensures the greatest 
possible equity for rst-time to middle-
income homebuyers from all walks of 
life who may otherwise not be able to 
aord a home and professional repre-
sentation.

If buyers had no choice but to pay a 
commission directly to an agent on top 
of their closing costs, it would increase 
out-of-pocket expenses in a way that 
could freeze out many from an already 
competitive market. With the nation in 
the midst of a historic, ongoing inven-
tory shortage, that’s a problem that’s all 
too real today.

In fact, 24% of buyers in 2020 had 
to delay purchasing a home by more 
than ve years because of the potential 
debt and 31% of those were first-time 
homebuyers. Given even more competi-
tive pricing and bidding competition in 
2021, those challenges are even more 
exacerbated. Seems to me the last 
thing we want to do is make buying a 
home harder for everyday Americans, 
especially given large racial disparities 
in homeownership still exist for Asian, 
Hispanic and Black Americans who 
make up a critical portion of first-time 
homebuyers.

In short, the American real estate sys-
tem helps connect buyer’s agents with 
seller’s agents, creating the greatest 
number of housing options for buyers 

and oering sellers access to the largest 
possible pool of potential buyers. It’s a 
model that is both efficient and trans-
parent and has worked remarkably well 
for decades. Employing the free market 
principles of private property rights, 
competition and open negotiation, our 
MLS system remains the envy of the 
free world.

NAR and real estate agents remain 
the nation’s strongest, most vocal pro-
ponents of that kind of generational 
wealth-building opportunity associ-
ated with homeownership. We advocate 
for policies that ensure the market is 
healthy and functional, that the Ameri-
can Dream is accessible for as many 
families as possible, and that our laws 
and regulations reect real estate’s im-
portance on the broader U.S. economy.

We work to ensure real estate agents 
have every fair and tangible resource 
at their disposal to keep the market 
moving forward. We create and offer 
education programs and professional 
development tools for Realtors. We re-
cently launched a mentorship program 
designed to increase diversity in the 
industry, and we remain a tireless de-
fender of fair housing laws in the ght 
against discrimination in real estate.

The desire for property ownership 
and the belief in the free market are in 
our DNA as Americans. NAR continues 
to ght for that tirelessly to the benet 
of our clients, U.S. consumers and the 
nation as a whole.

Charlie Oppler is president of the 
National Association of Realtors and 
is the CEO of Prominent Properties So-
theby's International Realty of Franklin 
Lakes, NJ.

CHESTER—Locally-based Keller Wil-
liams Realty: First in New York reported 
that its new office in Newburgh has 
launched operations recently, the result 
of the rm’s prior acquisition of the top-
producing “Licensed2Sell Team,” which 
consists of eight agents led by veteran 
Realtors Dickie Baxter and Vinny Reda.

The firm’s new office is located at 
254 Route 17K, Suite 101 in Newburgh. 
Chris Scibelli, Broker-Owner of Keller 
Williams Realty: First in New York, 
said the expansion to Newburgh was 
prompted by the addition of the Li-
censed2Sell team.

“In every business there come inec-
tion points that change its course,” said 
Scibelli. “With the addition of the Li-
censed2Sell team, not only are we des-
tined to reach new heights, but we're 
now partnered with the most creative 

Keller Williams Realty: First in NY 
Opens New Oce in Newburgh

From left, Vincent Reda, partner of Licensed2Sell Team at Keller Williams 
Realty First in NY; Scott Manley, Newburgh Deputy Supervisor; Dickie 
Baxter, Team Leader of the Licensed2Sell Team at KWRealty First in NY; 
Chris Scibelli, Broker/Owner of KWRealty First in NY and Kevin Tuhy, CEO 
of KWRealty First in NY.

team in the industry. The knowledge 
and dedication they bring our market-
place as well as their commitment to the 
community is so evident with Dickie and 
his team, that it will propel us to open 
more channels of service, ne tune our 
technological advances and enhance 
our customer experiences.” 

Keller Williams Realty: First in New 
York CEO Kevin Tuhy noted that discus-
sions with the Licensed2Sell team be-
gan a year-and-half before they joined 
the brokerage rm. “It was apparent to 
me immediately that this was the type of 
entrepreneur that we want to be in busi-
ness with.  As I followed the entire team 
on social media and saw the amount 
of time and effort they put into giving 
back to the community, it became even 

Continued on page 15
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Thomas Bimonte

Christie's International 
Real Estate Westchester 
| Hudson Valley reported 
that Realtors Kymberly 
Barros and Thomas Bi-
monte have joined the 
rm’s Scarsdale Sales Gal-
lery. 

Barros, a resident of 
Hartsdale, has represent-
ed clients in all phases of 
life: first time homebuy-
ers, downsizers, inves-
tors, and renters. Prior to 
real estate, she enjoyed a 
career as project manager 
at a construction rm coordinating between contractors and homeowners for new 
home construction and home renovations. 

Bimonte is a licensed real estate salesperson with more than 35 years of experi-
ence in the industry. A New York native, he was born in The Bronx and relocated to 
lower Westchester in the mid 1970s. In the late 70s, he began a career in construc-
tion, working as a supervisor for a Swiss construction company in Iran, Tehran. After 
returning to the states, he had a successful tenure with a resident manager’s posi-
tion at a large rental property, which led to his long career as a licensed real estate 
professional.

New York City-based Urban Edge Properties reported that Sandi Danick has 
joined the company as senior vice president of leas-
ing. With more than 30 years in retail leasing, Danick 
joins as a key team member as UE embarks on a plan to 
enhance the retail oerings at its agship asset, Bergen 
Town Center and other key properties in the UE port-
folio. She will focus on new brands and partnerships to 
position Bergen Town Center and UE’s broader portfolio 
for growth in the future.  

Danick was most recently at Triple Five Properties, 
overseeing leasing for two of the country’s most high-
prole retail destinations, American Dream and Mall of 
America. Throughout her career, she has overseen leas-
ing, development and merchandising of premier shop-
ping centers including Tysons Corner Center, The Shops 
at Northbridge, Queens Center, Cross County Shopping 
Center, Flatiron Crossing, Jersey Gardens, Westfield 
Garden State Plaza and Westeld World Trade Center. 
She joined Triple Five in October of 2012 after having 
long-term tenures with some of the nation’s largest retail 
developers such as Macerich, Westeld and Glimcher.  

Howard Hanna | Rand Realty has announced that 
Tim Hoben has joined the rm’s New Windsor oce as a 
Licensed Real Estate Salesperson. 

Hoben is a life-long Hudson Valley resident with more 
than 30 years of experience as a leader in business con-
sulting, sales, and real estate transactions. 

Rand Commercial recently announced that Amber 
Jeunegens has joined its Rockland County team and 
will be based in the New City oce 

A Rockland County resident, she joins Rand Com-
mercial with 10 years of professional development and 
entrepreneurship experience. She worked many years 
in Emergency Medical Services in the Lower Westches-
ter County and New York City areas.

Sandi Danick

Kymberly Barros

Tim Hoben

Amber Jeunegens

PEOPLE

Christie’s International Real Estate Westchester | Hudson Valley announced 
recently that Realtor Kay Bal has also joined the rm’s 
Scarsdale Sales Gallery. 

Prior to transitioning to real estate full time in 2003, 
she worked as a Research Chemist from 1989 to 2002 in 
the United Kingdom and New York patenting a process 
technique in both Europe and the USA. She also oper-
ates her home staging service—”Lux Home Staging.”

Kay Bal
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CBRE Global Investors has hired Sondra Wenger, a 
25-year industry veteran, to serve as the rm’s Head of 
Americas Commercial Operator Division. She will op-
erate out of the rm’s New York City oce. In this role, 
Wenger is responsible for the execution and operation 
of the rm’s oce and retail assets in the Americas, 
which is comprised of $8.5 billion of direct oce AUM 
and $1.5 billion of direct retail AUM as of March 31, 
2021. She serves as a member of the rm’s Americas 
Investment Committee. 

Over the course of her career, Wenger has sourced, 
negotiated and closed more than $10 billion of transac-
tions in more than 35 cities. She has been involved in 
numerous transactions. These include equity and debt 
positions in stabilized, value-add, opportunistic, infrastructure and opportunity zone 
investments in oce buildings, retail, apartments, condominiums, industrial, data 
centers, cold storage, hotels and mixed-use assets through direct and joint venture 
investments.

Prior to joining CBRE Global Investors, Wenger served as a senior executive for 
institutions including CIM Group, General Electric and Equity Oce Properties. In 
these roles, she was responsible for strategizing, developing and executing the real 
estate investment strategy.

Sondra Wenger

Berkshire Hathaway HomeServices New England/ 
Westchester/New York Properties announced on Aug. 
3 that Diane Ramirez has been named Chief Strategy 
Ocer of its New York City brokerage, bringing a tre-
mendous legacy in leadership to the esteemed rm.

Ramirez was most recently the executive chairman 
and senior advisor of Brown Harris Stevens, as well as 
the co-founder of Halstead. In her new role, Ramirez 
will expand the Berkshire Hathaway HomeServices 
footprint within New York and throughout surrounding 
states, overseeing important initiatives—such as the 
implementation of technology platforms and innovative 
services that will bolster business on behalf of agents, 
the company stated.

“Diane (Ramirez) is a real estate genius,” said Can-
dace Adams, president and CEO of BHHS New Eng-
land/Westchester/New York Properties. “Her wisdom 
and grace, coupled with her unparalleled expertise, make this a phenomenal 
partnership—not only for our New York Properties family, but neighboring markets. 
We’re steeped in excitement to have Diane be part of a team that is made up of the 
very best in the business. She will be serving in a pivotal role, and succeeding at 
what she does best.”

Ramirez broke into the industry as an agent, initially working in Palm Beach and 
eventually New York. It was in 1984 that Ramirez started the Manhattan-based Hal-
stead residential brokerage in tandem with Clark Halstead, guiding the rm with a 
focus on technology and the high-end sector.

Terra Holdings purchased Halstead in 2001, and through Ramirez’s oversight, 
the company grew to more than 30 oces and 1,400 agents across New York City, 
The Hamptons, Hudson Valley, New Jersey and Faireld County, Connecticut. In 
2020, Halstead merged with Brown Harris Stevens, which led to the expansion of 
Ramirez’s role and her continued oversight of the company’s growth. 

“Berkshire Hathaway is a brand that I’ve admired for so long, and I’m thrilled to 
be a part of it,” said Ramirez. “Over the years, I’ve loved being able to successfully 
grow brands. I’m a proven entity in terms of being able to develop and nurture a 
company at its roots and turn it into a full-edged force, and I very much look for-
ward to doing so for Berkshire Hathaway HomeServices in New York and beyond.”

Berkshire Hathaway HomeServices New York Properties/New England Proper-
ties/Westchester Properties is a leading real estate brokerage rm with more than 
1,800 sales professionals in Connecticut, Rhode Island, Manhattan and Westches-
ter County.

Diane Ramirez

Howard Hanna | Rand Realty recently announced the rm’s top-performing 
agents that were recognized as America’s Best Real Trends 2021.

America’s Best Real Estate Professionals report honors America’s nest real 
estate agents from all across the country. More thanb 18,000 U.S. real estate sales 
associates from every state are featured in America’s Best. Those ranked are 
among the top 1.5% of 1.4 million real estate professionals in the United States. 
“We are proud to have all these agents to represent our brand with such prestige, 
this recognition is a result of their commitment and outstanding service,” said Matt 
Rand, CEO, Rand Realty.

Award Winners—2021 INDIVIDUALS BY TRANSACTION SIDES: Sandra Spector, 
Margo Bohlin, Marion Bruhns, Linda DeFilippo, Donna Gennaro, Theresa Budich 
and Ann Hansen; 2021 INDIVIDUALS BY VOLUME: Margo Bohlin, Barri Plawker, 
Terry May, Nancy Blaker Weber, Linda DeFilippo, Donna Gennaro, Marion 
Bruhns and Donna Cox; 2021 SMALL TEAMS BY TRANSACTION SIDES: Joseph 
Simone Team; 2021 SMALL TEAMS BY VOLUME: Joseph Simone Team and Leigh 
Ann Demelo and Lauren Muller Team; 2021 MEDIUM TEAMS BY TRANSACTION 
SIDES: Gene Lowe Team and Adamo Group; 2021 MEDIUM TEAMS BY VOLUME: 
Adamo Group and Gene Lowe Team.

Hudson United Mort-
gage reported that it has 
hired industry veteran and 
former retail banker Kris-
tian Diaz as senior loan 
ocer. 

Christopher Conlan, 
Manager Elmsford cited 
Kristian’s previous man-
agement experience and 
“bi-lingual ability to be 
most helpful with the ever-
changing demographics 
in the HGAR region.” Diaz 
earned an M.B.A. degree 
in Accounting from the 
University of Scranton and 
a B.B.A. with a major in 
Finance from Baruch Col-
lege. A native New Yorker, Diaz focuses his attention on home-buyers in the tri-state 
area.

The rm also reported recently that it has hired Maria Surovetz as senior loan of-
cer. Surovetz licensed since 2018 has rapidly engaged the real estate community 
both in New York and New Jersey through her personal and business relationships, 
integrated marketing programs and mortgage training services, company ocials 
stated.

Rand Commercial has announced that Michael 
Chang has been elected to the Board of Directors of 
the Rockland Community Foundation. 

In addition to being a commercial real estate agent, 
Chang has demonstrated his commitment to com-
munity and good causes as a volunteer fire fighter, 
Rockland Boy Scout and for the Reps for Responders 
not-for-prot to name a few. 

Kristian DiazMaria Surovetz

Michael Chang

The Hudson Gateway Association of Realtors re-
cently welcomed Christopher Pagli of Rye Brook as its 
new Social Media Coordinator.  In this newly created 
role, Pagli will manage the association’s digital outreach 
on all social media channels, as well as grow HGAR’s 
presence on these channels.  

Pagli offers more than 25 years of sales, market-
ing, and customer service experience, ranging from 
creative marketing plans for major and independent 
recording artists to selling real estate. He has been part 
of the real estate industry since 2005 as a buyer’s agent 
and home marketing specialist in Westchester County 
with Corcoran Legends Realty and later, with Ocean 
Gate Realty in Southern Maine.  

In 2015, Cineix, the production company for “Buy-
ing & Selling with the Property Brothers” on HGTV, 
hired him to consult for the lming of Seasons 3 and 4 
in Westchester County. Pagli also owns and operates 
his own coaching business, and prior to that, he served as the National Director of 
Promotion for several major and independent record companies creating market-
ing plans for a wide variety of artists including Gloria Estefan, Celine Dion, George 
Michael, Donna Summer, Jamiroquai and more.

“We are happy to welcome Chris to our Association, and we look forward to 
working with him,” said Richard Haggerty, HGAR CEO.  “I know that Chris will em-
power us to take our social media presence to the next level and beyond.”

Pagli also works as an international DJ, providing a bi-weekly livestream, “Global 
Grooves,” which plays dance music from around the world. 

Christopher Pagli

Houlihan Lawrence has announced the appointment 
of Pamela Sartorius as its managing director of global 
business development. 

Sartorius will be responsible for growing the com-
pany’s referral and relocation programs through the 
introduction of new business opportunities, and building 
upon existing relationships with clients, relocation net-
work counterparts, and the brokerage’s 1,300 agents. 
Sartorius will also represent Houlihan Lawrence among 
the company’s local, national, and global network ali-
ations including Leading Real Estate Companies of the 
World, the largest global network in sales volume and 
size with more than 130,000 agent connections. 

Prior to joining Houlihan Lawrence, Sartorius was a 
Strategic Growth Manager at William Raveis Real Estate, 
Mortgage & Insurance in New York City responsible for 
business growth initiatives, and held senior positions at 
Brown Harris Stevens and Corcoran Group.

Sartorius is relocating from New York City to Westport, CT. She earned a B.A. in 
Communication Arts from St. Lawrence University.  

Pamela Sartorius

The Business Council of Westchester held a Summer Soiree at The Surf 
Club of New Rochelle on Aug. 9. HGAR was well represented at the event. 
From left, HGAR Director of Marketing Cathleen Stack; Mary J. Rose, V.P., 
CPCC, Gray & Christmas, Inc.; Carmen A. Bauman, HGAR Treasurer and 
HGAR Chief Executive Ocer Richard Haggerty.
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SPOTLIGHT ON 

UPDATE
AUGUST  2021

2021 HGAR RPAC HONOR ROLL 
as recorded by NYSAR to August, 2021

 

Thank you to the following Members 
who are leading the way in the 2021 RPAC campaign 

 

Platinum R $10,000 
Dorothy Botsoe, Dorothy Jensen Realty Inc., White Plains

Anthony Domathoti, Exit Realty Premium, Bronx
Richard Haggerty, Hudson Gateway Association of Realtors, Inc.

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

 

Crystal R $2500-$4,999 
JP Endres, Howard Hanna Rand Realty, New City

Crystal Hawkins Syska, Keller Williams NY Realty, White Plains
 

 Sterling R $1,000-$2,499 
Leah Caro, Park Sterling Realty, Bronxville

Carol Christiansen, McGrath Realty Inc., Mount Kisco
Katheryn DeClerck, Howard Hanna Rand Realty, Goshen

Ronald Garafalo, John J Lease Realtors, Middletown
Ann Garti, Hudson Gateway Association of Realtors, Inc.

Joseph Houlihan, Houlihan & O'Malley, Bronxville
Clayton Livingston, McGrath Realty Inc.  Pawling

Eli Rodriguez, Hudson Gateway Association of Realtors Inc., Bronx
Mark Seiden, The Mark Seiden Real Estate Team, Briarcli Manor

 President’s Club $500-$999
Carmen Bauman, Green Grass Real Estate Corp., Bronxville

Teresa Belmore, Keller Williams NY Realty, White Plains
Irene Guanill, Century 21 Dawns Gold Realty, Bronx

Maryann Tercasio, Howard Hanna Rand Realty, Central Valley
 

  Capitol Club $250-$499 
Paul Adler, Rand Commercial, Nyack

Roberta Bangs, Howard Hanna Rand Realty, New City 
Kevin Dwyer, The Dwyer Agency, Mahopac

Marianne Lepore, Corcoran Legends Realty, Tarrytown
Eydie Lopez, Keller Williams Realty Hudson Valley United, Middletown

Robert Shandley, Howard Hanna Rand Realty, White Plains
Cathleen Stack, HGAR, White Plains 

 99 Dollar Club $99-$249
Barbara Barber, Claudia Barnes, Diane Blanton, Janet Brand, Lynette Browne, 

Randall Calano, Michael Criscuolo, Tony D’Anzica, Maria Theresa Duguet, Mark 
Engel, Jerey Farnell, Mary Kingsley, Patricia Holmes, Barry Kramer, Harding Ma-
son, Tana McGuire, Elisa Bruno Midili, Joanne Murray Roseann Paggiotta, Mary 

Prenon, Brian Phillips, Walter Sadowski, Philip Weiden, Maria Weiss, Joey Williams, 
Kathy Zamechansky, 

 Recap of Contributions Year to Date** 
TOTAL:  $157,864 62% towards goal 

With 3,492 contributors 84% towards participation goal. 
Goal:  $255,201 from 4,103 contributors for a total of 36% of membership 

By John Jordan
WHITE PLAINS— At a press conference on Aug. 5, Westchester County Executive 
George Latimer attempted to dispel the online myth that many people are eeing 
the county. To prove his point, he enlisted key representatives of the Hudson Gate-
way Association of Realtors who, armed with the latest sales data from OneKey 
MLS, noted that demand from buyers from inside and outside the county is very 
strong with no sign of letting up.

“There are narratives out there in the community, based on sometimes individual 
experiences, that there are people leaving Westchester in droves,” Latimer said. 
While he said that there may be some older residents who are deciding to move 
to warmer climates, the overall Westchester County residential market “is not just 
okay, it’s extremely healthy.”

Also speaking at the press conference were: HGAR President Crystal Hawkins-
Syska, HGAR Chief Executive Ocer Richard Haggerty and Legislative Committee 
Co-Chair Leah Caro. 

HGAR’s Haggerty noted that the county’s housing market has experienced a 
“dramatic bounce back” from the shutdown imposed in response to COVID-19 
back in March 2020. Haggerty described the level of residential sales activity in 
Westchester County in the second quarter as “staggering.” One of the key factors 
that has fueled the strong housing market has been low lending rates, he related.

He noted that comparing 2021 sales to 2020 sales (that took place during the 
shutdown or shortly after COVID restrictions were lifted) would not oer a true 
picture of the current market. However, in comparing sales activity in the second 
quarter 2021 market to the pre-COVID 2019 second quarter, single-family home 
sales have increased 34.5%. Due in part to low inventory, the median sale price of a 
single-family home in Westchester rose 17.7% to $835,500.

Another sign of the strong housing market has been the turnaround of the luxury 
Northeastern section of the Westchester County market (Bedford, Pound Ridge, 
Lewisboro, North Salem), which until recently had not fully recovered from the hous-
ing downturn in 2008. Home sales in Northern Westchester in the second quarter 
of 2021 have risen 41% as compared to 2020 and registered a 56% increase from 
2019 sales in that market.

Haggerty said that COVID has also changed buying habits. Prior to the outbreak 
of the coronavirus last year, many buyers were searching for smaller properties 

Westchester County Executive Latimer, HGAR
Make Case for Robust HousingMarket in 2021

near mass transit centers. An emerging buying trend in the COVID-era has been 
buyers looking for larger properties that do not have to be located near train sta-
tions.

The HGAR CEO said he is very bullish on the market going forward. “I think this 
recovery is sustainable,” Haggerty said. “Right now, we are not seeing any signs of 
a slowdown and I think it will continue into 2022.”

Caro, who is president and principal broker of Park Sterling Realty in Bronxville, 
said that while there are some that are relocating out of Westchester due to lifestyle 

Continued on page 16

By Mary T. Prenon
It may be fitting that Tony Ruperto 

was selected to co-chair HGAR’s new 
Diversity, Equity and Inclusion Commit-
tee as he himself experienced some 
age discrimination when he rst started 
in the industry at 21. Now seven years 
in the business, this enthusiastic young 
sales agent at J. Philip Real Estate in Bri-
arcli Manor has been steadily growing 
his residential real estate business and
nding success.

Ruperto started his real estate ca-
reer right after graduating from SUNY 
Oneonta. “It was very dicult the rst 
couple of years,” he recalled. “A lot of 
people didn’t want to work with me 
because they thought I was too young.” 

Starting out with a major in chemical 
engineering, Ruperto later switched to 
theater and now holds a B.S. in Theater 
Arts. “I was involved with high school 
theater and I just thrived in the theater 
community at college,” he said. “In fact, 
the first show I auditioned for in my 
freshman year, I ended up getting the 
lead role! It was the ‘Drowsy Chaperone’ 
and that moment was an eye-opener 
for me.”

However, after graduation, Ruperto 
realized he needed to rely on some-
thing more than theater to earn a living. 
“I needed money and I started to look 
around for some other options,” he said. 
“So, I thought about real estate and the 

Tony Ruperto

Acting to Ensure
Equity for All

fact that hours are exible and it gives 
me the opportunity to interact with other 
people and be my own boss.” Soon af-
terward, he joined J. Philip Real Estate.

Recalling his first year, Ruperto ad-
mits it was “terrible,” with only three to 
ve deals. “All my friends were 21 and 
they weren’t buying houses. I really 
didn’t make a lot of money.” 

After giving it a shot for a few years, 
Ruperto decided to move to Philadel-
phia for a year where he worked with 
a commercial real estate broker. After 
that, he made a move across the At-
lantic to Italy, where he taught English 
as a second language. Fluent in Italian, 

Continued on page  14

From left, HGAR CEO Richard Haggerty, Legislative Committee 
Co-Chairperson Leah Caro, HGAR President Crystal Hawkins-Syska and 
Westchester County Executive George Latimer.
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BOARDROOM REPORT

Designated Realtor
Charles J. Buser
71 Bethlehem Road
New Windsor, NY 12553
845-863-9778

** Danielle Carlson Murphy
Start Home Smart Inc.

Lisa Emanuele
ERA Insite Realty Services, Bronxville

Eddy R. Encarnacion
RE/MAX Voyage Realty

Jochi Fabian
Douglas Elliman Real Estate, Bronx

James Figueroa
Keller Williams Realty, Chester

Farrah T. Forbes
Web Realty Company LLC

Joel M. Francisco
Corcoran Legends Realty, Irvington

Julian Franklin
Curasi Realty, Inc., Montgomery

Kimberly Freaso
Keller Williams Prestige Properties, CT

Joanna Galli
Houlihan Lawrence, Inc., Katonah

Maritza Garzon
Keller Williams Prestige Properties, CT

Joanne Germosen
Axe Realty NYC LLC

Erin Gilbreth
Howard Hanna Rand Realty, New City

Garner Giles
Grand Lux Realty Benchmark Inc.

Raymond Golding
Madison Allied LLC

Yanique Graham
Bartley Home Realty LLC

David Grogan
Keller Williams Hudson Valley, Middletown

** Deborah T. Hauser
The Senne Company Inc.

Paul Havel
Howard Hanna Rand Realty, White Plains

Laura M. Henion
J. Philip Real Estate LLC

Jeremy Hernandez
RE/MAX Distinguished Homes & Properties

Ramon A. Hilario Garica
Keller Williams Realty NYC Group

Tim M. Hoben
Howard Hanna Rand Realty, New Windsor

Kuralay Ilgekbayeva
SPiRALNY

Md Nazrul Islam
Century 21 Future Homes Realty, Bronx

Justin T. Jordan
Keller Williams Realty, Chester

Christina Jurik
Howard Hanna Rand Realty, Goshen

Tanner A. Kaba
Exp Realty, White Plains

Malika Khalikvoa
Housebiz Realty Inc.

Jeong yeon J. Kim
Howard Hanna Rand Realty, New City

Julie E. Leonard
Compass Greater NY, LLC, Larchmont

Nadje A. Leslie
Brandon Miller Realty LLC

James C. Loewenberg
North Country Sothebys International Realty

** Jason T. Lysack
K. Fortuna Realty, Inc.

Lauren Madden
Imagine Properties NY

Susan Maguire
Keller Williams Realty, Chester

Bobby Mahoney
Coldwell Banker Realty, Dobbs Ferry

Daniella Mardjonovic
Coldwell Banker Realty, Rye

** Aja R. Marshall
Krumpfer Real Estate, LLC

Daniel R. Martinez
Exp Realty, White Plains

Nelson L. Massari
Keller Williams Hudson Valley, Middletown

Teresa A. McCullagh
Keller Williams Hudson Valley, New City

JoAnne McMahon
Berkshire Hathaway Home Services Westchester Proper-
ties, Eastchester

Stephanie Milhaven
Keller Williams Realty, Chester

Sandra L. Miller
Howard Hanna Rand Realty, Bronx

Julio A. Montero
R New York

Dail Moses-Taylor
Exp Realty, White Plains

Charisa Moulton
HomeSmart Homes & Estates, Montgomery

Nelson Munoz
Exp Realty, White Plains

Daniel Nanni
Hudson Valley Home Connection

David J. Nazaire
Keller Williams Hudson Valley, New City

Juan C. Ocasio
VIP Realty Home Inc.

Sorin Onet
Joseph Baratta Company Realty

Rosibel A. Padilla
Community Realty Alliance Corp

Francesca Papadopoulos
Keller Williams NY Realty

Nicole M. Parsil
Blue Woods Management Group

Dominick Passaume
Turn Key Realty Group Inc.

HGAR Management, Financial & Membership Reports
President Hawkins-Syska presented the President’s Report, indicating that she 

would be writing articles in Real Estate In-Depth addressing issues such as com-
petitiveness in the market, lack of inventory, and the promotion of cohesiveness 
and coordination between the parties to a transaction so that they may “get to the 
nish line.”  President Hawkins-Syska also reported on her rst podcast, “Conver-
sations with Crystal”.  She further indicated that she would be working with the 
Chairpersons of the Broker-Manager Committee to focus on initiatives.  President 
Hawkins-Syska reminded the Directors and Ocers that there would be a call-to-
action regarding the removal of the temporary ban on cold-calling, with respect to 
real estate agents, due to the pandemic.

CEO Haggerty presented the CEO’s Report, advising on several developments 
relating to sta, and he also welcomed Freddimir Garcia, HGAR’s new Diversity, 
Equity and Inclusion Ocer.  Haggerty informed the Directors and Ocers that the 
June Board Meeting would still be held remotely via Zoom. 

President Hawkins-Syska then reported that she had selected Cynthia Lippolis 
to ll the open position on the Nominating Committee vacated by Sandra Erickson. 
After discussion, the Directors conrmed the selection. 

In-House Legal Counsel and Professional Standards Administrator Brian Levine 
then presented the Ethics Decision designated 271-E, which was provided to each 
of the Directors prior to the meeting. After review and discussion, the Directors af-
rmed the recommendations of the Hearing Panel in this matter. 

President Hawkins-Syska provided an update on the status of the Diversity, Eq-
uity and Inclusion Committee (“DEI Committee”), advising that she was pleased to 
have Freddimir Garcia, HGAR’s new Diversity, Equity and Inclusion Ocer, in place 
at a critical time during this initial phase where the DEI Committee is being estab-
lished and the members are being chosen.  President Hawkins-Syska reported that 
the members of the DEI Committee Selection Task Force who are charged with the 
task of selecting the members of the DEI Committee have been chosen and are as 
follows:  Rey Hollingsworth Falu, Christina Stevens, Cheryl Williams, Tony Ruperto, 
Anthony Domathoti, Theresa Crozier, Ismail Kolya, Hawkins-Syska, and Carmen 
Bauman as Chair of the Selection Task Force.  The Selection Task Force will review 
all of the applications from each of the applicants applying for the DEI Committee.

Additionally, President Hawkins-Syska reported that there would need to be an 
amendment to the length of the terms the DEI Committee members would serve 
and that this amendment would need to be voted on and approved by the Direc-
tors.  Initially, it had been approved by the Directors that all members of the DEI 
Committee, which is comprised of two separate groups under the full DEI Commit-
tee, (i.e., Members at Large and those members that make up the Steering Com-
mittee), would have a three-year term.  However, it was noted that the length of the 
terms should have been three years for Steering Committee members and one 
year for the Members at Large.  It was further noted that the terms for the members 
of the DEI Steering Committee would be staggered, and that the DEI Selection Task 
Force would be charged with the task of determining how best to stagger the terms 
of the said Steering Committee members. After discussion the Directors approved 
this recommendation. 

CEO Haggerty and Treasurer Carmen Bauman then reviewed some parts of the 
newly adopted HGAR Policies and Procedures Manual. CEO Haggerty reviewed 
the “best practices” that were detailed on Page 8 of the Manual.  Treasurer Bau-
man pointed out that the new language that was adopted at the prior meeting was 
included on Page 11 of the latest version of the Manual, which was emailed to the 
Directors and Ocers prior to the meeting, and that there were no other changes.

Director Ron Garafalo then reported on Lobby Day. Various issues and topics 
which were discussed included, among others: Good Cause Eviction, Co-op Trans-
parency legislation, COVID-19, Flip Taxes, Cease and Desist Zones, Independent 
Contractor Status, and the Prohibition on Cold Calling during the current State of 
Emergency.  Director of Government Aairs Philip Weiden also highlighted the 
recent court case overturning the DOS’s ban on tenants paying a broker’s fee or 
commission on a rental.

President Hawkins-Syska and Director Barry Kramer then presented an update 
regarding the status of Westchester County’s Co-op Transparency legislation.  
President Hawkins-Syska indicated that the campaign for passage of the legislation 
is nearing the end.  She stressed the importance of members attending the public 
hearing scheduled for 7:30 P.M. on May 24th.  Director Kramer pointed out that 
County Executive George Latimer had indicated to him at a function held the previ-
ous evening that he would be in favor of the legislation. Director Kramer believed 
that there would be enough votes needed to pass the legislation.

President Hawkins-Syska then reported on the Fair Housing Summit, Immedi-
ate Past President Gail Fattizzi reported on the Leadership Accelerator Program, 
Secretary Tony D’Anzica presented the report of the Global Council, Director of 
Marketing Cathleen Stack, on behalf of John Barrett, President of the HGAR CID, 
provided an update on the Commercial Investment Division, Director Maryann 
Tercasio presented the report of the HG Realtor Foundation, Vlora Sejdi, President 
of the Women’s Council of Realtors  Empire Local Westchester, provided an update 
on behalf of the Women’s Council, Director Carol Christiansen and President Elect 
Anthony Domathoti presented the RPAC Committee report.  

President Hawkins-Syska pointed out to the Directors that reports of the various 
Committees and Councils (i.e., Professional Standards Committee, Leadership Ac-
celerator Program, Fair Housing Committee, Legislative Committee, RPAC Commit-
tee, Global Business Council, Commercial and Investment Division and HG Realtor 
Foundation) had been provided to them via email.

Please welcome the new members in your area:

Boards of Directors
Hudson Gateway Association of Realtors, Inc. 
May 19, 2021 via Zoom 

278 Mill Street, Ste. 500
Poughkeepsie, NY 12601
914-474-6456

Grace DeLibero
Citygrace Corp.
245 E 72nd St., PH A
New York, NY 10021
917-449-3831

Constantina Hart
10 Horseshoe Lake Road
Jeffersonville, NY 12748
347-739-4723

Thomas J. Jurek
6 Bishop Court
Queensbury, NY 12804
267-807-5066

Eliahu Sarfaty
1 North Sherri Lane
Spring Valley, NY 10977
845-426-5710

Michael G. Sayre
167 W 80th St., Ste. 2B
New York, NY 10024
319-521-6903

Ryan Serhant
Serhant LLC
372 West Broadway
New York, NY 10012
917-420-0065

Philip Lang
Triplemint
7 West 18th Street 7th Floor
New York, NY 10011
866-371-6468

** Christina Whitting
Doubleclick Properties LLC
90 Canal St., Ste. 402
Boston, MA 02114
781-391-1888

Jeanne Young
Eastmark Realty LLC
521 Fifth Ave., Ste. 1700
New York, NY 10175
212-292-4338

Afliate
Blake Bohlen
Caliber Home Loans
2 Enterprise Drive Suite 509
Shelton, CT 06484
631-880-9822

Realtor
Epaphras Adu
Century 21 Dawns Gold Realty

Rizwana Ajmal
Keller Williams Hudson Valley, Middletown

Jonathan Altman
Rodeo Realty

** Scott J. Alvarez
RE/MAX Ace Realty

Djamilya Alybaeva
RE/MAX in The City

Max Bagnuolo
Coldwell Banker Realty, Dobbs Ferry

Abubakar A. Bah
SPiRALNY

Juan Bautista
Keller Williams Realty, Chester

Nicole Benincasa
ERA Insite Realty Services, Bronxville

Rrita Berisha
Nexthome NOVACARR Realty

Christina Biagini
Weichert Realtors, Monroe

Nicole R. Blackman
Keller Williams Realty NYC Group

** Jordan Bragg
K. Fortuna Realty, Inc.

Russell Braithwaite
Keller Williams Realty NYC Group

Kent T. Brooks
Houlihan Lawrence, Inc., Katonah

** Erica Brown
Pocono Regional Realty, LLC

Thomas Buttner
Howard Hanna Rand Realty, Central Valley

Rudolf R. Campos
Exp Realty, White Plains

Jovan E. Capote
Exp Realty, White Plains

Yolanda M. Castillo
Exp Realty, White Plains

Sophia M. Charles
Exp Realty, White Plains

Julio Clerveaux
Exp Realty, White Plains

Lauren Coats
North Country Sothebys International Realty

Jerry Cohen
Global Property Systems

Lisa R. Cohen
Julia B Fee Sothebys International Realty, Scarsdale

Gerarda Cosme Matias
Howard Hanna Rand Realty, New Windsor

Joy Cotton-Cox
Keller Williams Realty Group

Sean Crudup
Charles Rutenberg Realty, Inc., Bronx

Jonathan Cruz
Community Realty Alliance Corp.

Carol Ann Cusmano
Weichert Realtors, Nanuet

Cole Daddario
Coldwell Banker Realty, Yorktown Heights

Rosanaly Diaz-Scott
Houlihan Lawrence, Inc., Brewster

Karen T. Dietrich
Weld Realty

Lawrence DiLorenzo
Exp Realty, White Plains

Prakash Dindyal
Prevu Real Estate LLC

Samantha Dodge
William Raveis Real Estate, Yorktown Heights

Carolyn Elwood
Houlihan Lawrence, Inc., Chappaqua Continued on page 23



Real Estate In-Depth | August 2021 | 13

CALENDAR

For More Class Information (In-Person and Online)  and Registration,  
go to HGAR.com/Education.

HGAR 22.5 Hour Virtual
Education Card—

Buy a Virtual Education Card
and Save!

Learn more at HGAR.com

September 2021
Zoom Course Calendar

September 9- Ethiquette – Ethics – 1 hr. Agency (CORE REQUIREMENT)* with Katheryn DeClerck

September 10- Real Estate Auctions 101* with Frank Pietrzak

September 13- Realty Safety Survival Guide* with Katheryn DeClerck

September 14- Matrix 1: Introduction to Matrix* with Katheryn DeClerck

September 20- Handling Multiple Offers in a Hot Sellers Market – Remember Who You Work For* with Katheryn DeClerck

75 Hour Sales Pre-Licensing Qualifying Course with Varied Instructors - EVENINGS

September 21- Matrix 2: The Next Step in Matrix* with Katheryn DeClerck

September 22- CORE Day* with Dorothy Botsoe

September 23- I Am Licensed, How Do I Start My Business* with Katheryn DeClerck

Understanding Commercial Real Estate with Edward Smith, Jr.

September 27- Fair Housing for Today (CORE REQUIREMENT)* with Carole McCann

RPR 101: The Basics of RPR and RPR Mobile* with Katheryn DeClerck

September 28- Ethical Business Practices (CORE REQUIREMENT)* with Peter Mallon

Matrix 3: Matrix to the Max* with Katheryn DeClerck

September 29- Legal Update (CORE REQUIREMENT)* with William O’Keeffe

Agency Update (CORE REQUIREMENT)* with Carole McCann

Upcoming 75 hr. Pre-Qualifying Salesperson Course

Evenings – September 20, 2021- November 3, 2021

Mondays – Thursdays, 6:00pm-9:00pm (Some evenings 10:00pm)

Accelerated Daytime – October 15, 2021-November 14, 2021

Fridays – Sundays, 9:00am-4:00pm (Some days 5:00pm)

HGAR Classes are Currently Being
Offered Via Zoom!

Please contact our Member Success Team
with any questions!

support@hgar.com /914-681-0833

*Course qualifies for the Virtual Card

SEPTEMBER 

September 5
HGAR Oces Closed: Labor Day

September 9
Getting the Deal Done Series: 
The New Manhattan
Via Zoom, 12:00PM – 1:00PM

September 13
Foundation Pub Night
TBD, 5:30PM – 7:30PM

September 14
RPAC Fundraiser with NAR
President Charlie Oppler 
Kanopi, White Plains, 5:00PM – 8:00PM

September 15
What You Need to Know About Dis-
crimination Based on Lawful Source of 
Income - Session Two 
Via Zoom, 10:00AM – 11:30AM

September 16
Breakfast with Benets: “Tax Reduction 
Strategies for the 
Real Estate Professional” 
Via Zoom, 10:00AM – 12:30PM

September 21
WCR: “Meet the Mayors” LIVE Event 
HGAR White Plains, 9:30AM – 11:00AM

September 22
HGAR Board of Directors 
TBD, 10:00AM – 12:00PM

September 30
Global Real Estate Summit NYC 2021 
Marriott Marquis, NYC, also Virtual, 
9:00AM to 5:00PM

SAVE THE DATE!
October 25
105th Annual Member Appreciation 
Day 
Sleepy Hollow Hotel and Conference 
Center (formally the DoubleTree Hotel) 
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BARRISTER’S 
BRIEFING
By Brian S. Levine, Esq

LEGISLATIVE
AFFAIRS
By Philip Weiden

Based in part on the strong advocacy of our association and its Realtor mem-
bers, on Monday, June 28, 2021, the Westchester County Board of Legislators 
voted 15-2 to pass an amendment to strengthen the Westchester Co-Op Disclosure 
Law. It was signed into law by County Executive George Latimer that same day. The 
new law took eect on Aug. 1, 2021.

Originally passed in 2018 in an eort to curb discrimination against applicants 
for co-ops, the law initially required co-operative boards to provide notice to the 
Westchester County Human Rights Commission relating to the rejection of appli-
cants. With the passage of the new amendment, not only must co-operative boards 
undergo fair housing training, but they now have additional disclosure and notice 
requirements and they are to provide increased transparency regarding the rea-
soning for any co-op application rejection. 

New Application Transparency Rules and Notice
Starting Aug. 1, 2021, co-op boards are to provide a reason when they deny an 

applicant’s purchase of a unit. It also requires boards to provide a notice of rejection 
to the Westchester County Human Rights Commission within a specied period of 
time of notifying prospective buyers of a denial. Additionally, it mandates disclosure 
of minimum nancial requirements to potential buyers before they apply to pur-
chase a unit. Here’s a breakdown of the new regulations:

• Within 15 days of the receipt of an application, the co-op board must either 
acknowledge that it received a complete application, or notify the applicant of any 
defect in the application.

• If there is a defect, within 15 days of the receipt of the corrected application the 
co-op board must either acknowledge that is has received a complete application, 
or they must notify the applicant of any further defects.

• Within 60 days of receipt of a complete application, the co-op board must ap-
prove or deny the application, and provide written notice. They must also provide 
written notice to the Westchester County Human Rights Commission.

This notice, promulgated by the Executive Director of the Human Rights Com-
mission, is published on the Human Rights Commission website and can be found 
by clicking on the following link: 

https://humanrights.westchestergov.com/images/stories/pdfs/2021coopnotice.
pdf

The completed form must be transmitted to the Human Rights Commission 
within 15 days of the notice being provided to the prospective purchaser. 

New Disclosure of Qualications
In addition to providing notice of application rejections, co-op boards must now 

also disclose any minimum nancial qualications that a prospective purchaser 
must meet to qualify to purchase a unit. If a co-operative housing corporation does 
not have any stated mandatory minimum nancial qualications, they must at least 
provide their preferred minimum income, total assets, credit score, preferred maxi-
mum debt-to-income ratio and percentage of purchase price being nanced. 

Fair Housing Training
All members of a co-op board are required to undergo fair housing training. 

Persons who are presently members of co-op boards or who become members 
within the rst seven months of the enacting of this law shall receive two hours fair 
housing training as soon as practicable, but no later than nine months after the date 
that this law was enacted. This training must be performed every two years. The law 
adds that any new member of the board must have a minimum of two hours of fair 
housing training within 60 days of becoming a board member. 

The Human Rights Commission will establish and publish on its website the mini-
mum requirements for this training, which will include discussion of local, state and 
federal discrimination law and related agencies, discussion of protected classes 
under these laws, and their obligations as members of the co-op board to adhere to 
these laws while evaluating applicants, making reasonable accommodations and 
other similar scenarios. As of the time of this publication, the requirements have yet 
to be published. 

Punishment/Fines
Non-compliance with any of the requirements set forth in this new law shall be 

punishable by a ne of $1,000 for the rst oense, $1,500 for the second oense 
and $2,000 for the third and any subsequent oense. Any such violation must be 
brought within one year of the violation, except that any violation initiated by the 
Executive Director of the Human Rights Commission shall be brought within one 
year of when the Human Rights Commission rst learned of the violation.

Conclusion
Through the eorts of this association and you, Realtors have taken a giant step 

forward in the creation of impactful fair housing laws. Transparency is paramount in 
rooting out discrimination and your eorts are changing the landscape and leveling 
the playing eld. Please make sure that you share this information with your clients. 
Also, please take care that if your client is rejected from a co-op op board that you 
follow up with the Human Rights Commission to verify that the board is in compli-
ance with the notice requirement for all co-op rejections. 

Brian S. Levine, Esq. is In-House Counsel/Director of Legal Services & Profes-
sional Standards Administrator for the Hudson Gateway Association of Realtors.

Realtors Prevail in the Fight for
Others: NewWestchester
Co-op Transparency Amendment

EvictionMoratorium Saga
Continues, Cold Calling Ban,
Co-Op Transparency Law in Effect

The tenant eviction moratorium has gone back and forth. The U.S. Supreme 
Court ruled that it was unconstitutional, but also ruled that it could remain in place 
until it expired in July. Most recently, based on pressures from tenant advocacy 
groups, the administration extended it again for areas with high COVID transmis-
sibility. 

More than $40 billion has already been appropriated in COVID relief bills for 
tenants and landlords. It has been left to the individual states to administer and 
disburse the funds and states, most notably New York State, have been slow to get 
the funds distributed. The National Association of Realtors has joined in a lawsuit 
to have the current moratorium thrown out based on the court’s original determina-
tion.

An infrastructure deal with bipartisan support has been agreed to and it was 
passed by the the Senate and is now before the House of Representatives. It would 
add $256 billion to the decit over 10 years according to the Congressional Budget 
Oce. The bill invests in roads, bridges, highways, trains, broadband, and other 
hard infrastructure items. This would be the rst true infrastructure bill in well over 
a decade. 

At the state level, NYSAR has sent out a call for action that urges Governor 
Cuomo to sign a repeal of the “cold calling ban.” The ban was reinstated as a result 
of Governor Cuomo extending the gun violence emergency and has been in eect 
since the start of COVID. The ban can hamper a business model. Cold calling is a 
safe activity and obviously is unrelated to gun violence. The ban unfairly targets 
Realtors and impedes their ability to conduct their normal course of business. 

The co-op law in Westchester County went into eect on August 1st. Anyone can 
go to the Human Rights Commission website to view the form that the co-op board 
must ll out if they reject a prospective purchaser. The form lists many nancial 
reasons for a board to reject someone. The hope is that the board will provide more 
specic information with this new form. The Human Rights Commission did a good 
job in getting a form out in a timely manner. The key now, is to continue to get the 
word out to our members, and other co-op board participants regarding compli-
ance with this new law. Stay tuned for updates on these legislative and regulation 
issues. 

Legislative Aairs columnist Philip Weiden is the Government Aairs Director for 
the Hudson Gateway Association of Realtors.

Ruperto felt comfortable communicat-
ing in a foreign country. “I guess I had 
my ‘quarter-life crisis,” he joked. “I just 
picked up and got on a plane.”

Ruperto stayed with family and at Air 
BnBs, traveling through Florence, Rome, 
Bologna and Verona. “My father was 
born in Italy, so I did have some relatives 
there,” he noted. Eventually, he decided 
to return to the U.S., and now lives in 
Beacon with his partner, Brian. “If I didn’t 
come home, we would have never met, 
so I’m glad I did.”

Back working with J. Philip, Ruperto 
joined a team to gain more “hands-on” 
experience. He credits fellow Realtor 
Tom Ricapito with mentoring him. “I 
learned so much from someone who 
has been in the business for a long 
time,” he added. “I was able to absorb 
just about everything about real estate.”

When he was ready to go on his own, 
Ruperto found that he had much more 
condence and more clients were ready 
to work with him. “I think all of my experi-
ences, including traveling to Italy and 
teaching there really helped me to be 
able to better relate to people,” he said.

Ruperto has also become very in-
volved with the association and was 
among the first graduates of HGAR’s 
new Leadership Accelerator Program. 
“It was a huge help to me and I don’t 
know if I’d be writing my blog now with-
out it,” he said in a recent “Shout Out” 
about the program. 

In fact, it was former HGAR President 
and major LAP developer Gail Fat-
tizzi who first reached out to Ruperto 
to serve on a task force to create the 
association’s new Diversity, Equity and 
Inclusion (DEI) Committee. Now in its 
first year of operation, the committee 
comprises 20 people, with Ruperto and 
Christina Stevens of Laujel Realty Corp. 
in the Bronx as its co-chairs.

Ruperto explains that the DEI Com-
mittee varies from HGAR’s Fair Housing 
Committee in that it goes further than 
working to ensuring fairness for pro-
tected classes, including race, color, na-
tional origin, religion, sex, disability and 
familial status. “We’re looking at various 
issues, including implicit bias and lay-
ing the groundwork on how we can 
improve the system,” he said. “Unfortu-
nately, bias still exists on all levels. On 
the surface, it can seem like everyone 
is treated equally, but that’s not always 
the case.”

When he’s not selling or listing 
homes, Ruperto can be found in the 
kitchen cooking and baking. He be-
came a vegetarian five years ago, so 
he’s always trying out new recipes. He 
also loves hiking and traveling. As for 
the theater, Ruperto admits he hasn’t 
done any shows since college. “I would 
like to pursue that again some time, but 
I’m really loving what I’m doing right 
now,” he said.

 

Acting to Ensure
Equity for All
Continued from page 11
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ALBANY—Gov. Andrew Cuomo an-
nounced on July 29 that as part of his
$20-billion program to combat home-
lessness and create aordable housing, 
the state will provide a total of $195.5 
million in nancing for two housing de-
velopments in Westchester and two in 
the Bronx.

The governor announced $270 mil-
lion in nancing for six aordable hous-
ing developments throughout the state 
that will build or preserve 728 afford-
able, supportive, sustainable homes for 
New Yorkers. The awards will leverage 
an additional $93 million to create an 
overall investment of more than $360 
million that will spur local economic 
development and advance New York's 
commitment to healthy, energy-ecient 
housing opportunities that reduce the
state's impact on the environment.

"Through our ongoing commitment 
to combating the housing crisis, we are 
providing safe, aordable and sustain-
able homes for the New Yorkers who 
need them most," Gov. Cuomo said. 
"This signicant funding will create hun-
dreds of aordable homes across the 
state, while also spurring local econom-
ic development and furthering our goal 
of creating healthier, more prosperous 
communities for the future."

The projects in the HGAR service 
area include:

$58.1 million for Point and Ravine 
in the City of Yonkers. The project will 
consist of two six-story buildings and 
two three-story townhouse-style build-
ings with a total of 146 aordable apart-
ments. The development is being con-
structed on vacant parcels in a highly 
distressed section of the Warburton-Ra-

vine neighborhood as part of the city's 
Ravine Avenue Urban Renewal Plan. 
The developer is Conifer Realty, LLC.

In March of this year, The Yonkers IDA 
voted nal approval of nancial incen-
tives for Point & Ravine Apartments, a 
$72 million project that will transform a 
blighted and vacant block in the Warbur-
ton Ravine Urban Renewal Area into a 
sustainable intergenerational communi-
ty. Point & Ravine Apartments is a public 
partnership between developer Conifer 
Realty LLC and the City of Yonkers.

$37.9 million for the Greenburgh 
Housing Authority Garden Apartments 
in the Town of Greenburgh. The project 
will upgrade and modernize 85 existing 
public housing apartments at scattered 
locations. The scope of work will ad-
dress ground and landscaping issues, 

repair underground infrastructure, re-
pair sidewalks, install energy-ecient 
site lighting and improve accessibility.

$53.1 million for Garden Towers 
Apartments in the Morrisania neighbor-
hood of the South Bronx. The develop-
ment will construct 150 apartments for 
seniors across two buildings that will be 
connected by a glass-enclosed green-
house. Forty-five apartments will be 
reserved for formerly homeless seniors 
who will receive onsite supportive ser-
vices. The project's developers are Foxy 
Management and the Hellenic Ameri-
can Neighborhood Action Committee.

$50.4 million for Saint James Terrace 
in the Bronx neighborhood of Fordham 
Heights. The project involves the acqui-
sition and redevelopment of property 
owned by the adjacent St. James Epis-
copal Church to create 102 aordable 
apartments with 51 apartments reserved 
for homeless individuals. The building's 
ground oor will be used by a nonprot 
aliate of the church to provide com-
munity services such as a food pantry, 
nancial wellness seminars and after-
school programming. The developer is 
Concern for Independent Living, Inc.

The funding is part of Gov. Cuomo's 
ve-year housing plan to make housing 
accessible and combats homelessness 
by building or preserving more than 
100,000 affordable homes and 6,000 
with supportive services. Funding is 
provided by New York State Homes and 
Community Renewal and includes $202 
million in tax exempt housing bonds and 
$68 million in subsidy nancing through 
various programs designed to develop 
and preserve aordable housing. 

Those projects also advance the 

governor's commitment to green, en-
ergy-ecient housing that reduces the 
state's carbon footprint and impact on 
the climate. Four of the projects—Gar-
den Towers Apartments, Saint James 
Terrace, Asteri Ithaca, and Friendship 
Lodge—were awarded bonds that are 
certified by the international Climate 
Bond Initiative, and all will meet green 
building standards that advance New 
York's nation-leading Climate Leader-
ship and Community Protection Act.

To be certied as a Climate Bond, a 
bond oering needs to meet rigorous 
criteria relating to reporting and trans-
parency and the green characteristics of 
the underlying assets. Eligible projects 
funded with the bonds need to be clear-
ly identified; internal processes and 
controls to ensure tracking of proceeds 
must be established; and reporting 
regarding assets involved is required. 
The bond needs to be verified by an 
independent external verier approved 
by the Climate Bonds Initiative Board. 
Lastly, the issuer of a Climate Bond is re-
quired to provide annual reports to up-
date the assets funded with the Climate 
Bond proceeds. The Climate Bonds Ini-
tiative is an investor-focused nonprot, 
promoting large-scale investment in the 
low-carbon economy.

HCR's Housing Finance Agency 
continues to be the largest issuer of Cli-
mate Bonds globally, with 21 issuances 
totaling more than $2 billion in Climate 
Bonds to date. The latest funding builds 
on $736 million in Climate Bonds issued 
in 2020 by HCR to nance the creation 
of 3,141 aordable homes across 23 new 
developments.

State to Provide $200M for Housing Projects in Region

Gov. Andrew Cuomo

WASHINGTON—
Foreign buyers 
purchased $54.4 
bi l l ion worth of 
U . S .  e x i s t i n g 
homes from April 
2 0 2 0  t h r o u g h 
March 2021, a 27% 
decrease from the 
previous 12-month 
per iod  and the 
fourth consecu-
t ive annual  de-
cl ine in foreign 
investment in U.S. 
residential real es-
tate, according to 
a new report re-
leased by the Na-
tional Association 
of Realtors. 

Fore ign buy-
e r s  p u r c h a s e d 
107,000 proper-
t ies ,  down 31% 
f r o m  t h e  p r i o r 
year, as the CO-
VID-19 pandemic 
led to  a  s t rong 
global economic 
contraction and a 
decline in interna-
tional tourist and business arrivals. The 
dollar and sales volumes are the lowest 
since 2011, when those figures were 
$66.4 billion and 210,800 properties, 
respectively.

For the 13th straight year, Florida re-
mained the top destination for foreign 
buyers, accounting for 21% of all inter-
national purchases. California ranked 
second (16%), followed by Texas (9%) 
and Arizona (5%), with New Jersey and 
New York tied at 4%.

NAR's 2021 Prole of International 
Transactions in U.S. Residential Real 
Estate surveyed members about trans-

actions with international clients who 
purchased and sold U.S. residential 
property from April 2020 through 
March 2021. Foreign buyers who re-
sided in the U.S. as recent immigrants 
or who were holding visas that allowed 
them to live in the U.S. purchased 
$32.4 billion worth of U.S. existing 
homes, a 21% decrease from the prior 
year and representing 60% of the dol-
lar volume of purchases. Foreign buy-
ers who lived abroad purchased $22 
billion worth of existing homes, down 
33% from the 12 months prior and ac-
counting for 40% of the dollar volume. 
International buyers accounted for 

2.8% of the $5.8 trillion in existing-
home sales during that time period.

"The big decline in foreign purchas-
es of homes in the U.S. in the past year 
is no surprise, given the pandemic-
induced lockdowns and international 
travel restrictions," said NAR Chief 
Economist Lawrence Yun. "Yet, even 
with the absence of foreign buyers, 
the U.S. housing market strengthened 
solidly."

Total U.S. existing-home sales 
plunged to a seasonally adjusted an-
nual rate of 4.01 million in May 2020. 
Sales fully recovered by July, eventu-
ally reaching a peak of 6.73 million in 
October.

China and Canada remained first 
and second in U.S. residential sales 
dollar volume at $4.5 billion and $4.2 
billion, respectively, continuing a trend 
going back to 2013. India ($3.1 billion), 

Mexico ($2.9 billion), and the United 
Kingdom ($2.7 billion) rounded out the 
top ve. The United Kingdom was the 
only country among the top ve to see
an increase in dollar volume from the 
previous year ($1.4 billion to $2.7 bil-
lion) and it replaced Colombia as the 
fth largest country of origin by dollar 
volume of foreign buyers. The annual 
dollar volume dropped by at least 50% 
for foreign buyers from China ($4.5 bil-
lion from $11.5 billion), Canada ($4.2 bil-
lion from $9.5 billion) and Mexico ($2.9 
billion from $5.8 billion).

"As travel restrictions loosen and for-
eign students return to U.S. colleges in
the upcoming year, there is likely to be 
some growth in foreign buying of U.S. 
real estate,” Yun added. “High home 
prices and the ongoing lack of inven-
tory could, however, pose a challenge 
for buyers.”

Annual Foreign Investment in U.S. Existing-Home
Sales Falls to Lowest Level in a Decade

more apparent that this is someone we 
needed to be associated with profes-
sionally,” he said.

Baxter has deep roots in Orange 
County, where he was a business owner 
most of his life before he got his start 
in real estate seven years ago. Reda, a 
high school friend of Baxter’s, worked 
as a business manager for various 
companies throughout Orange County 
before he entered the real estate eld.

In addition to Baxter and Reda, the 

other members of the Licensed2Sell 
team that are now part of Keller Wil-
liams include: Laura Fanizzi. Franc-
esca Spotts, Gary MacEntee, Heather 
Geissler, Randi Picarello, Erin Slattery 
and administrative assistant Katie Ne-
whall. 

Keller Williams Realty: First In New 
York, owned by Scibelli, was the first 
Keller Williams franchise awarded in the 
State of New York in 2003.

Keller Williams Realty: First in NY 
Opens New Oce in Newburgh
Continued from page 8
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PEST CONTROL— Specializing in:
• ipm • termites inspections • termite control • sentricon always active
baiting system • residential/commercial • schools/institutions • board
certifed entomologists • wildlie trapping and removal • npma quality
pro /green pro/schools • parkway green pest solutions (green shield
certifed)

Pest Control Experts for 
Over 85 Years!

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

Specializing in:

HGAR afliate o the year 2016
www.parkwaypestsevices.com
pat@parkwaypest.com
Member: NPMA,NYSPMA,APS,ESA,HGAR,WCR,PUAA

By John Jordan
NEW YORK—The ownership of Empire 
City Casino in Yonkers is being acquired 
by New York City-based gaming, hos-
pitality and entertainment REIT VICI 
Properties Inc. in a deal valued at $17.2 
billion.

VICI Properties reported that it had 
entered into a definitive agreement 
(Master Transaction Agreement) with 
MGM Growth Properties LLC and MGM 
Resorts International (MGM Growth 
Properties controlling shareholder) 
whereby VICI Properties will acquire 
MGP for total consideration of $17.2 
billion, inclusive of the assumption of 
approximately $5.7 billion of debt. Upon 
completion of the merger, which is ex-
pected in the rst half of 2022, VICI will 
have an estimated enterprise value of 
$45 billion.

Among MGM Properties holdings 
that will change hands when the deal 
closes includes Empire City Casino in 
Yonkers and Yonkers Raceway, which 
it acquired from the Rooney family in 
January 2019 for $850 million.

Earlier this year, Empire City Casino 
and a host of area business and civic 
organizations lobbied the Cuomo Ad-
ministration to speed up the approval 
process to award full casino gaming 
licenses to downstate New York. Rep-
resentatives of MGM Resorts promised 
significant capital investment in the 
property valued at approximately $400 
million if it secured the full gaming li-
cense from New York State.

Under the terms of the Master Trans-
action Agreement, MGP Class A share-
holders will receive 1.366 shares of 
newly issued VICI stock in exchange for 
each Class A share of MGP. The xed 
exchange ratio represents an agreed 
upon price of $43.00 per share of MGP 
Class A shares based on VICI’s trailing 
ve-day volume weighted average price 
of $31.47 as of July 30, 2021 and repre-
sents a 15.9% premium to MGP’s closing 
stock price on Aug. 3, 2021. MGM Re-
sorts will receive $43.00 per unit in cash 
for the redemption of the majority of its 
MGP Operating Partnership units that 
it holds for total cash consideration of 
approximately $4.4 billion and will also 
retain approximately 12 million units in a 
newly formed operating partnership of 
VICI Properties. The MGP Class B share 
that is held by MGM Resorts will be can-
celled and cease to exist, the company 
stated.

VICI Properties will also enter into 
an amended and restated triple-net 
master lease with MGM Resorts. The 
lease will have an initial total annual rent 

of $860.0 mill ion, 
inclusive of MGP’s 
pending acquisition 
of MGM Springfield, 
and an initial term of 
25 years, with three 
10-year tenant re-
newal options. Rent 
under the amended 
and restated master 
lease will escalate 
at a rate of 2.0% per 
annum for the first 
10 years and thereafter at the greater of 
2.0% per annum or the consumer price 
index, subject to a 3.0% cap. 

Additionally, VICI will retain MGP’s 
existing 50.1% ownership stake in the 
joint venture with Blackstone Real Es-
tate Income Trust, Inc., which owns the 
real estate assets of MGM Grand Las 
Vegas and Mandalay Bay. The BREIT 
JV lease will remain unchanged and 
provides for current annual base rent 
of approximately $298 million and an 
initial term of 30 years, with two 10-year 
tenant renewal options. Rent under the 
BREIT JV lease escalates at a rate of 
2.0% per annum for the rst 15 years and 
thereafter at the greater of 2.0% per an-
num or CPI, subject to a 3.0% cap. On a 
combined basis, the MGM master lease 
and BREIT JV lease will deliver initial at-
tributable rent to VICI of approximately 
$1.0 billion.

VICI Properties secured a $9.3 billion 
financing commitment from Morgan 
Stanley, J.P. Morgan and Citibank in con-
nection with the deal. The transaction 
was approved by the Board of Directors 
of each of MGM Resorts, MGM Growth 
Properties and VICI Properties (and, in 
the case of MGP, the Conicts Commit-
tee).

VICI Properties’ current portfolio 
consists of 28 gaming facilities compris-
ing more than 47 million square feet and 
features approximately 17,800 hotel 
rooms and more than 200 restaurants, 
bars, nightclubs and sportsbooks. Its 
properties are leased to industry lead-
ing gaming and hospitality operators, 
including Caesars Entertainment, Inc., 
Century Casinos, Inc., Hard Rock Inter-
national Inc., JACK Entertainment LLC 
and Penn National Gaming, Inc. VICI 
Properties also has an investment in 
the Chelsea Piers, New York facility and 
owns four championship golf courses 
and 34 acres of undeveloped land adja-
cent to the Las Vegas Strip.

MGM Growth Properties, together 
with its joint venture, currently owns a 

portfolio of 12 properties, consisting of 
premier destination resorts in Las Vegas 
and elsewhere across the United States, 
MGM Northeld Park in Northeld, OH, 
Empire Resort Casino in Yonkers, as well 
as a retail and entertainment district, 
The Park in Las Vegas. As of Dec. 31, 
2020, MGP's portfolio of destination 
resorts, the Park, Empire Resort Casino, 
and MGM Northfield Park collectively 
comprised approximately 32,400 hotel 
rooms, 1.5 million casino square foot-
age, and 3.6 million convention square 
footage. The MGM Resorts portfolio en-
compasses 31 unique hotel and gaming 
destinations globally, including some of 
the most recognizable resort brands in 
the industry. 

“Through this transformative strate-
gic acquisition, we are merging MGP’s 
best-in-class portfolio into VICI’s best-
in-class management and governance 
platform, creating the premier gam-
ing, entertainment and leisure REIT in 
America,” said Ed Pitoniak, CEO of VICI 

Properties. 
“After many years of 

growing both of our port-
folios, combining them 
into one company will 
generate the best results 
for the shareholders of 
both companies,” said 
James Stewart, CEO of 
MGP. “The combined 
company will create a 
superior platform for de-
livering exceptional re-
turns to MGP’s existing 
shareholders, by improv-

ing diversification, increasing scale, 
lowering cost of capital and beneting 
from future growth.”

Bill Hornbuckle, CEO and president 
of MGM Resorts, added, “This transac-
tion unlocks the signicant real estate 
value of our assets, enhances our nan-
cial exibility and strengthens our ability 
to execute key growth initiatives. We 
look forward to our long-term partner-
ship with VICI.”

Among some of the benets of the 
deal cited by VICI Properties include: 
enhancing its portfolio quality, size, and 
scale at signicant discount to replace-
ment cost. VICI Properties will add 15 
Class A entertainment resort properties 
spread across nine regions comprising 
33,000 hotel rooms, 3.6 million square 
feet of meeting and convention space 
and hundreds of food, beverage and 
entertainment venues to its portfolio at 
an estimated 30% to 40% discount to 
replacement cost. Following the trans-
action, approximately 55% of VICI’s 

choices, “I can happily report 
that a good number of people 
we are buying and selling with 
are moving within Westches-
ter County.”

She also added that the 
county has seen a signicant 
number of New York City resi-
dents that have purchased 
housing in Westchester Coun-
ty and that overall demand is 
outpacing the available supply 
in the county.

She agreed with Haggerty 
that the current housing sales 
boom is sustainable. 

“This is not an artificial 
boom,” she said. Caro also 
said that the market is not fac-
ing a “bubble” that took place 
in 2008-2009. She said that 
in 2008-2009, the housing 
“bubble” was brought on by 
“sketchy mortgage products 
and Wall Street shenanigans” 
and the increase in home val-
ues today is being driven by 
different factors—mainly low 
inventory and strong demand.

HGAR President Syska, 
who is an Associate Broker 
with Keller Williams NY Realty 
of White Plains, said the county has en-
joyed a rush of New York City residents 
moving to the county. In addition, a 
trend she is seeing at the moment is 
more “multigenerational living” where 
buyers are seeking larger homes to 
accommodate older children and or 
parents. 

Even though some of the county’s 
older homeowners have chosen to 
leave (Westchester County), Syska has 
noticed a signicant number have cho-
sen to remain in the county.

“So, what I anticipate is that we might 

see more families looking for variances 
and maybe some innovation in terms of 
zoning because Mom and Dad and their 
children and maybe grandchildren are 
going to look to live together,” she said.

After the HGAR presentations, Coun-
ty Executive Latimer stressed that the 
housing and overall business climate 
in Westchester are very healthy “West-
chester County is not hemorrhaging 
people,” Latimer said, noting that in ad-
dition to the housing market, other sec-
tors of the county’s economy are also 
rebounding from the pandemic.

Westchester County Executive Latimer, HGAR
Make Case for Robust Housing Market in 2021
Continued from page 11
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Empire City Casino in Yonkers

Owner of Empire City Casino in Yonkers to be Acquired
In $17.2 Billion Deal
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rent base will be generated by market-
leading Regional properties while the 
remaining 45% will come from proper-
ties on the Las Vegas Strip

The firm also said the deal will sig-
nicantly diversify its tenant base: Upon 
closing, VICI Properties’ top tenant 

concentration will be reduced to ~41% 
(from 84% currently) while 84% of VICI 
Properties’ rent roll will be derived from 
S&P 500 tenants with a track record of 
having paid 100% of rent, on time and 
in cash throughout the COVID-19 pan-
demic.
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Empire City Casino

Christies International RE
Opens NewOfce in Nyack
NYACK—Christie's International Real Estate Westches-
ter | Hudson Valley recently announced the opening of 
its new, state of the art sales gallery in Nyack, as part 
of the company’s ongoing expansion in the southern 
New York region. 

The new sales gallery is located in a prime location 
at 2-4 Franklin St. Christie’s has experienced great 
success and impressive growth this past year despite 
the pandemic and has plans to continue its expansion 
deeper into the Westchester and Hudson Valley mar-
ket zone and beyond, company ocials stated.

“We are very proud to be opening our sales oce 
in Nyack and to bring the unique Christie’s experience 
to more customers. Our agents deliver the ultimate 
customer service to their clients through our unpar-
alleled marketing resources as well as the local and 
global reach of Christie’s, including our New York City 
presence,” said Ilija Pavlovic, president and CEO of 
Christie's International Real Estate Westchester and 
Hudson Valley. 

Christie’s International Real Estate is a worldwide network of more than 31,000 
agents in more than 48 countries, with annual sales of more than $100 billion.  
Christie’s local oces are also strongly supported by and collaborate very closely 
with their New York City real estate brokerage, which is located in the agship real 
estate showroom at Christie’s U.S. headquarters at Rockefeller Center. Christie’s 
also has corporate oces in London, Hong Kong, Moscow, Los Angeles, Chicago, 
and Palm Beach and aliate oces in 48 countries around the world.

“We are very proud to be oering local expertise with our global network and 
connections.  We look forward to continuing to welcome new sales associates to 
our growing team throughout Westchester and the Hudson Valley, enabling them 
to elevate the experience for their customers and grow their business to the next 
level with the power of the Christie’s brand,” said Pavlovic.

Louise Colonna, 
Associate Broker - NY 
Broker of Record and 
manager of the rm’s 
New City and Nyack 
oces.





Real Estate In-Depth | August 2021 | 19

Mount Pleasant IDA Grants Incentives
For Hawthorne Multifamily Development
VALHALLA—The Mount Pleasant Industrial Development Agency voted at its July 
29th meeting nal approval of nancial incentives for the construction of a three-
story building with 16 apartments and underground parking located at 500 Com-
merce St. in Hawthorne. 

The residential project, which received preliminary approval at the IDA’s June 
2 meeting, represents a total private investment of $7.3 million. The project is ex-
pected to create 40 construction jobs. In addition, it will generate signicant tax 
revenue for the school district and town. The IDA approved a sales tax exemption 
estimated at $290,000. The IDA states that the project is seen as an important step 
toward the revitalization of the Commerce Street corridor between Hawthorne and 
Thornwood.

The project, which is conveniently located near the Metro-North train station,
is being built on the site of a former restaurant. The building will enhance the 
streetscape along Commerce Street with the addition of new sidewalks. The ap-
proximately 36,275-square-foot multi-family building is being built by local devel-
oper John Piazza.

“This development perfectly aligns with our Master Plan for revitalizing the Com-
merce Street corridor. People have been talking about creating a revitalized and 
walkable corridor along Commerce Street. Now with this exciting new project we 
are taking signicant and meaningful steps toward making that a reality,” said Town 
Supervisor Carl Fulgenzi who serves as IDA Chairman.

Rendering of the project to be built at 500 Commerce St. in 
Hawthorne.

SHELTON, CT—William Raveis Real 
Estate, Mortgage & Insurance has ac-
quired Sarasota, FL-based Key Solu-
tions Real Estate, a leading luxury and 
family-owned brokerage with 44 pro-
fessional sales associates, eective on 
Aug. 2.

Key Solutions’ oces on Siesta Key 
and in Lakewood Ranch will reopen un-
der the William Raveis Real Estate luxury 
brand. The acquisition marks WRRE’s 
entry into the Sarasota market, following 
Naples and Palm Beach.

“Key Solutions Real Estate has built 
a wonderful culture with their sta and 
sales associates, and delivers an excep-
tional level of customer service,” said 
William “Bill” Raveis, Chairman and CEO 
of WRRE, who founded the company 47 
years ago and has grown the rm into a 
company that boasts more than 4,300 
agents in eight states and $16 billion in 
production in 2020.

The addition of two oces in Sara-
sota brings the current total of William 
Raveis oces in Florida to 14, and the 
family-owned company is actively seek-
ing additional growth opportunities on 
both coasts of Florida, the company 
stated. Since opening its rst oce in 

From left, Ryan Raveis, Bill Raveis and Chris Raveis

WilliamRaveis Real Estate Acquires Sarasota, FL Firm

Naples ve years ago, and then expand-
ing to Palm Beach, WRRE is on track to 
close in excess of $3 billion in sales in 
Florida alone.

“Florida is hot in more ways than 
one,” said Raveis. “As more and more 
people from the Northeast buy primary 

or vacation homes in Florida, we plan 
to expand throughout Florida for many 
years, further strengthening our luxury 
network.”

Susan Saltalamacchia, along with her 
son, Brian Tresidder, and family friend, 
Keith Redding, spent a decade building 

Key Solutions into a highly success-
ful, collaborative and family-oriented 
boutique luxury brokerage, specializ-
ing in the sale and rental of properties 
throughout Sarasota, and have gener-
ated close to $1 billion in sales since 
their inception.

“When we were approached to join 
William Raveis Real Estate, we knew it 
was a perfect fit. Their company and 
leadership team have the same values 
we embrace in our offices and their 
focus on agent success and training 
to improve the customer experience 
is second to none. We knew this was a 
company we wanted to be working with, 
and not against,” said Tresidder, who will 
continue on as broker for the two Sara-
sota oces.

This acquisition secures a com-
petitive edge in the South Florida luxury 
markets by broadening WRRE’s high-
end network of ultra-luxury markets 
from areas in the Northeast like Nan-
tucket, Wellesley, Greenwich, West-
chester and Manhattan to Naples, Palm 
Beach and now Sarasota.

WHITE PLAINS— Westchester Residen-
tial Opportunities, Inc., a non-prot fair 
housing agency based in White Plains, 
announced on Aug. 11 it had led a hous-
ing discrimination complaint against Al-
bany-based Dawn Homes Management 
and DHM Properties, the manager and 
owner of at least 36 apartment build-
ings in New York, Massachusetts and 
Connecticut. 

The complaint, filed with the New 
York State Division of Human Rights, 
alleges housing discrimination on the 

basis of lawful source of income toward 
individuals using housing vouchers 
or other rental subsidies, like Section 
8 vouchers and HOPWA vouchers (a 
federal housing voucher for individuals 
living with AIDS or HIV). The complaint 
is the result of a multi-year testing inves-
tigation conducted by WRO of seven 
Dawn Homes’ apartment complexes lo-
cated in the Albany area and suburban 
counties north of New York City, includ-
ing Dutchess County.

A spokesman for Dawn Homes Man-

agement released a statement on the 
WRO complaint, which stated, “We have 
not received any formal complaint re-
garding this matter from the Division of 
Human Rights and we remain commit-
ted to staying up to date and following 
all federal state and local Fair Housing 
guidelines at all of our communities.”

During the investigation, when Dawn 
Homes’ agents were told by WRO’s tes-
ters (posing as prospective tenants) that 
they would be renting using housing 
vouchers, WRO stated the agents told 
the testers various things, including that 
Dawn Homes: 

• Did not accept any rental vouchers 
or participate in any “programs”;

• Did accept vouchers but only if the 
applicant met a minimum income re-
quirement of three times the total rent;

• Sometimes the agent said the 
voucher amount was included as in-
come in that calculation, sometimes it 
was not; in either case, the income re-
quirement was based on the full amount 
of the rent, even if the rental voucher 
would pay most or all of the monthly 
rent;

• Could not rent to them, but steered 
them to other buildings in the area not 
operated by Dawn Homes; and

• Will not sign contracts with third 
parties to pay the rent, including rental 
subsidy programs.

These responses violate the letter 
and spirit of New York’s source of in-
come protections, and exclude house-
holds relying on housing vouchers from 
housing opportunities that should be 
available to them, WRO stated.

WRO Executive Director Marlene 
Zarfes said, “Source of income dis-
crimination has been illegal in New York 
State since April 2019. New York’s Divi-
sion of Human Rights has made it clear 
that housing providers may not have 
policies that have the eect of excluding 
holders of housing vouchers (like oner-
ous multiples of rent income require-
ments), even if the policies look neutral 
on their face. The law also prohibits 
housing providers from refusing to work 
with voucher programs because of their 
administrative requirements, like apart-
ment inspections or contractual terms 
required by the program administrator. 
Otherwise, the source of income law 
would be rendered meaningless.”

“WRO’s investigation shows the 
great lengths landlords will go to when 
trying to avoid complying with civil rights 
laws,” added WRO’s attorney, Diane 
L. Houk of of Emery Celli Brinckerho 
Abady Ward & Maazel, LLP. “When a 
landlord illegally turns away renters 
seeking affordable housing during a 
pandemic, those families are at greater 
risk of ending up in unsafe and over-
crowded apartments or even becoming 
homeless.”

The following Dawn Homes’ apart-
ment complexes were tested by WRO: 
Chelsea Ridge Apartments (835 units), 
1 Chelsea Ridge Mall, Wappingers 
Falls, NY 12590 (Dutchess County); 
Village Park Apartments (178 units), 5 
Park Drive, Pleasant Valley, NY 12569 
(Dutchess County); Netherlands Village 
Apartments (132 units), 1455 Dorwaldt 
Blvd., Schenectady, NY 12308 (Sche-
nectady County); Glenmont Manor 
Apartments (46 units), 371 Route 9W, 
Glenmont, NY 12077 (Albany County); 
Loudon Arms Apartments (319 units) 
,16B Old Hickory Drive, Albany, NY 
12204-12077 (Albany County); Maple 
Manor Apartments (40 units), 101 Cherry 
Avenue, Delmar, NY 12054 (Albany 
County) and Mill Creek Apartments (516 
units), 16 Mill Creek Drive, East Green-
bush, NY 12061 (Rensselaer County).

WRO Executive Director 
Marlene Zarfes

WRO Files Housing Discrimination Complaint Against
Upstate ApartmentManagement Company
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HAVERSTRAW—The Village of Haver-
straw is releasing a Request for Propos-
al on July 21 for development of two wa-
terfront parcels currently known as the
Chair Factory and Damiani Properties. 
The village has owned these parcels for 
several years. This more than nine-acre 
combined parcel sits on a peninsula 
at the foot of Main Street at the widest 
point of the Hudson River and features 
views of High Tor Mountain, Westches-
ter County and Bowline Point Park.

The village states that the purpose 
of the RFP is to obtain proposals from a 
group of experienced developers and 
select one of the respondents, led by a 
lead development rm and supported 
by a project team of design and other 
professional consultants, as the pre-
ferred developer for the site. Although 
the RFP provides full details on the vil-
lage’s vision for the development of the 
site, the village is focused on: (i) provid-
ing an anchor use for the downtown that 
attracts economic activity year-round; 

(ii) connecting the site to and integrating 
with the village downtown a mixed-use 
development that includes, residen-
tial, hotel, entertainment, and retail 
that complement the village’s existing 
businesses and serve as a draw to the 
waterfront; and (iii) a development that 
mirrors the scale and pattern of the vil-
lage downtown.

Mayor Michael F. Kohut said, “Haver-
straw is in the midst of a revitalization 
and is very well positioned to benefit 
from post-COVID market dynamics. The 
village looks forward to serving as a 
robust and committed partner for this 
important development. We are inter-
ested in qualied developers of all sizes 
who want to be part of an innovative 
and unique project on the Hudson River. 
We welcome all developers with vision 
and integrity.”

Responses to the RFP will be due 
on Oct. 1, 2021. Written questions will 
be due on Aug. 26, 2021. The RFP is 
available for download at https://voh-ny.

Village of Haverstraw in Rockland. County
Source: Village of Haverstraw 

Village of Haverstraw Releases RFP To DevelopWaterfront Parcels
com/rfp-chair-factory-development-site/ 
(or may be picked up in-person pick-up 
between 9:30am and 4:30pm, Mon-
day through Friday, from the Village of 

Haverstraw, Oce of the Village Clerk, 
Municipal Building, 40 New Main Street, 
Haverstraw, NY 10927).

Simone Development, Fareri Associates 
Announce 21,518 Square Feet of
New Healthcare Lease Deals
PURCHASE—Simone De-
velopment  Companies 
and Fareri Associates have 
announced recent ly  a a 
total of 21,518 square feet 
of new leases at their Pur-
chase Professional Park 
campus on Westchester
Avenue. 

“We are very pleased to 
announce this latest round 
of leasing activity at Pur-
chase Professional Park. 
Healthcare is the fastest 
growing industry sector in 
our region and Purchase 
Professional Park is leading the way as the location of choice for today’s medical 
practices. We oer an unbeatable combination of outstanding amenities, acces-
sibility and abundant parking in an attractive campus setting,” said Joanna Simone, 
principal and vice president of leasing and property management operations of
Simone Development Companies.   

The landlord signed leases at 3010 Westchester Ave. with Westchester Park 
Pediatrics, a pediatric and adolescent medical practice, for 8,300 square feet, and 
International Research Services, a cosmetic testing company, for 5,771 square feet. 
Schweiger Dermatology Group leased 2,510 square feet at 3010 Westchester Ave. 
and was represented by Patricia Valenti of Newmark Knight Frank. Additionally, Dr. 
Jeremy Brauer Dermatology leased space at 3000 Westchester Ave. and was rep-
resented by Derek Ritter of SQ/FT Commercial Brokerage.  Matthew Lisk, Michael 
McCarthy and Kevin McCarthy of Cushman & Wakeeld represented the landlord 
on all lease transactions.

Situated on Westchester Avenue in the heart of Westchester’s “Medical Mile” 
along I-287, Purchase Professional Park features four modern buildings (3000,
3010, 3020 and 3030 Westchester Ave.) totaling 220,000 square feet of Class 
A medical and oce space. 3030 Westchester Avenue is an 85,000 square-foot 
medical building that is fully leased to Westmed Medical Group, a large multi-spe-
cialty group medical practice. 

In addition to Westmed Medical Group, some of the park’s medical tenants 
include Burke Rehabilitation, ENT & Allergy Associates, Greenwich Hospital, North-
ern Westchester Hospital Associates, Rye Orthopedic Associates, Greenwich Oral 
& Maxillofacial Surgery Associates, Merit Dental Inc; Liberty RC, Inc AKA Davita and 
Lederman & Lederman, LLOP.  

Amenities at Purchase Professional Park include a cafe, which is undergoing a 
renovation to be completed in the summer of 2021, a tness center, 24/7 building 
access with camera security, a landscaped courtyard with seating areas, on-site
owner management and abundant complimentary parking. In addition to the Café, 
The Espresso Guys Coee Truck visits the complex daily for additional food and 
coee needs. 

Robert Martin Sells Two Industrial/Flex 
Buildings in Stamford, CT for $21M
HARRISON—Commercial RM 
Friedland reported recently 
the sale of two industrial/ex 
buildings in Stamford, CT on 
behalf of Robert Martin Com-
pany for a total of $20.5 mil-
lion. The buyer of the proper-
ties was not disclosed.

The buildings, 419 and 
650 West Ave., are located in 
the Stamford Executive Park, 
where Elmsford, NY-based Robert Martin Company continues to own 500, 550, 
and 600 West Ave. 

419 West Ave. is an 88,000-square-foot building with 70,000 square feet of of-
ce space on two, street-level oors and 18,000 square feet of warehouse space. 

The building has three loading docks and one drive-in and is currently vacant. 
650 West Avenue is a 60,000-square-foot building, of which 20,000 square feet 
is basement space. The 40,000 square feet of grade-level warehouse space was 
recently leased to Lasership Inc. 

Bill Anson and Jillian Reiner handled the transaction on behalf of RM Friedland. 
“With the recent explosion in demand for industrial/ex space in Stamford, this 

was an opportune time for Robert Martin to sell these two properties at a premium 
price,” said Sarah Jones-Maturo, President of RM Friedland. “Stamford, with its 
proximity to New York City and the northern suburbs, continues to garner the high-
est price per square foot for industrial/ex space in Faireld County. In addition, the 
lack of inventory in adjacent markets is creating tremendous opportunity for the 
Stamford industrial market.” 

Tim Jones, CEO of Robert Martin Company, said, “Today’s transaction reects 
the rm’s long-term strategic plan, which includes seizing upon short-term selling 
opportunities so we can shift capital towards making new investments with higher-
growth potential.” 

Over the past decade, industrial asking rents in Stamford have increased by 
more than $4.00-per square foot with vacancy rates below 6%. 

Purchase Professional Park

650 West Ave., Stamford, CT
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Whether you are behind on your revenue goals, looking to make 
your business easier to run, or preparing your exit strategy, there 
is one crucial component needed to make it happen – Growth.

• How will I know if I can achieve nancial independence?
• Am I doing all I can to minimize the IRS tax bite?
• What is my business (really) worth today?
• How can I increase the transferable value of my business?
• How can I grow and protect my business?
• How can I attract, retain and reward key employees?
• How do I best tap into the wealth of my company?
• Which market is available for my business?

Call or email today to schedule a consultation to learn more 
about the strategies available for closely held businesses!

Business owners face many challenges...

RYE BROOK—The Westchester County 
commercial market continues to show 
signs of strength with a rebound in oce 
leasing while the demand for industrial/
ex space remains strong and multi-fam-
ily rents continue to make gains, accord-
ing to the Houlihan Lawrence Second 
Quarter Commercial Market Report. 

Officials with Houlihan Lawrence 
Commercial note that the retail sector 
continues to struggle with weak leasing
activity. However, the volume of invest-
ment transactions in the second quarter 
was modest with volume dominated by 
multi-family properties.

“In the present subdued interest rate 
environment, investors are desperately 
seeking yield. As a result, capitalization 
rates for commercial real estate assets 
with in-place income have compressed. 
In contrast, empty buildings that need
to be remodeled and re-positioned lay 
empty waiting for a buyer. Leasing un-
certainty in major market segments such 
as lodging, oce and retail, exacerbates 
this picture,” said Tom LaPerch, director 
of Houlihan Lawrence Commercial. 

He added, “It follows that there is a 
meaningful opportunity in today’s mar-
ket, for real estate investors with a vision 
and willingness to take re-positioning 
and re-leasing risk. At present, attractive 
deals can be found in buildings that are 
vacant and in many of those that have a 
weak tenant prole.” 

Here are the highlights from the Houli-
han Lawrence Commercial report on the 
Westchester County commercial mar-
kets for the rst six months of this year: 

Visionary Developments Lead
The Way in Transforming 
The Oce Market 

The Westchester office market had 
a positive quarter where newly leased 
space exceeded space that was vacated. 
After three consecutive quarters of los-
ing tenants, there has been a reversal in 
the oce market led by a large deal in 
sub-let space. Lease pricing rebounded 
slightly, most likely driven by space type 
mix.

Major nance employers in New York 
City, such as Morgan Stanley, 
JP Morgan and Goldman Sachs 
are calling employees back to 
their offices, clearly signaling 
the importance of a collabora-
tive physical oce environment 
for each of those companies’ 
culture and employees’ profes-
sional growth. Other major em-
ployers have settled on a hybrid 
model, allowing flexibility to 
work from home a few days per 
week, depending on the posi-
tion and its unique demands. 
While time will tell where the 
balance between traditional 
oce and other formats settle, 
the transition from COVID home 
reclusion to a sustainable mod-
el that incorporates enhanced 
location flexibility for employ-
ees will profoundly impact of-
ce occupancy, in the city and 
its suburbs.

In Westchester, developer 
Martin Ginsburg just opened 
the doors to a new re-devel-
oped multifamily rental build-
ing and is the first developer 
in executing a transformation 
from high-end oces to luxury 
rental apartments in the area. The former 
Class A building located at 1 Martine Ave. 
in White Plains is an example of the cre-
ative transformation that may reshape 
the oce market. It is a harbinger of what 
could occur nationwide if oce occupan-
cy is permanently altered post COVID. 

The Westchester One office tower, 

Westchester’s Commercial Market Continues
To Show Signs of Recovery

Developer Martin Ginsburg recently opened the re-developed multifam-
ily rental building at 1 Martine Ave. in Downtown White Plains, which is 
an example of the creative transformation of underperforming oce 
buildings that may reshape the Westchester oce market in the years to 
come.

also in White Plains, demonstrates the 
preference that tenants exhibit for up-
dated properties. This building recently 
underwent a multi-million-dollar renova-
tion and in a relatively short period, has 
secured ve leases totaling more than 
100,000 square feet or 11% of the build-
ing.

Rent Growth Shows Up for 
Westchester Multifamily 

A notable step-up in asking rents 
highlights the fundamental strength that 
this segment of the market continues to 
enjoy. Despite resumption of new unit 
deliveries during the second quarter of 
2021, pricing and occupancy remained 
strong and on the upswing. This under-
scores the attractiveness of Westchester 
County for newly formed households 
and those seeking lower density environ-
ments with great access to infrastructure 
and services. 

Under-construction multifamily units 
declined during the quarter suggesting 
that construction cost increases may be 
somewhat of a damper to new projects. 
A declining pipeline of new units under 
construction bodes well for multifamily 
fundamentals over the medium term. 

Retail Fundamentals Steady 
With Little Growth in Demand 
For Physical Space

Retail fundamentals deteriorated 
marginally during the quarter. Despite 
positive leasing in the sub-let space, ad-
ditional space was vacated, and leasing 
activity was weak. Overall rental rates 
remained stable. Analyzing rent pricing 
trends in the sublet and direct segments 
of the retail market, we observe that sub-
let prices were higher and direct prices 
weakened marginally. The restaurant 
industry, which is extremely important for 
retail occupancy has not yet recovered, 
and other service industries, historically 
important for retail occupancy such as 
tness related businesses, are still strug-
gling. However, the restaurant business 
is beginning to adapt to the COVID-19 
environment, especially with the dramat-
ic growth in takeout service. As a result, 
we are seeing “second generation” res-

taurants that can do more business with 
a smaller footprint especially if there is an 
outdoor area.  

Westchester Industrial 
Segment Continues to be 
In High Demand

Industrial and ex properties continue 

to experience strong demand. Leasing 
activity improved. Both direct and sublet 
demand exceeded supply during the 
quarter. New construction of industrial 
and flex properties increased margin-
ally, but the under-construction pipeline 
continues to be very modest given the 
size of the market. Pricing appeared 

to weaken slightly, but this may be the 
result of the mix of ex/warehouses cap-
tured by the data. In sum, migration to 
e-commerce and consumer preference 
for short delivery times continue to fuel 
the Westchester ex and industrial seg-
ment. In addition to e-commerce, indus-
trial buildings are now becoming popular 
locations for “ghost kitchens,” which are 
commercial kitchens optimized for food 
delivery. Each kitchen is located in areas 
with a high concentration of delivery 
demand. The kitchens themselves don't 

have a storefront and the sta prepares 
dishes o their menus that are only avail-
able for delivery

Investment Sales 
Remain Strategic 

Investment transaction volumes over-
all remained modest during the second 
quarter, but pricing has rebounded 

reecting the mix of transactions taking 
place. Volume was dominated by mul-
tifamily transactions. Supply-demand 
dislocations have also impacted the 
commercial real estate investment dy-
namics. Many investors are seeking to 
reduce exposure to certain oce, retail, 
and hospitality assets and, in turn, ap-
pear, to have an insatiable appetite for 
warehouse and multifamily assets. As a 
result, pricing trends have moved above 
historical bands for those two coveted 
property types. 

The Westchester One oce building in White 
Plains has recently secured ve leases totaling 
more than 100,000 square feet or 11% of the 
building.
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a lease, have them check
with us to make sure

they're properly insured.
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Tarrytown, NY
sales@ambins.com | (914) 631-4353
www.a l l anb lock insu rance . com

This month I am going to start by focusing attention on New York State’s Excel-
sior Pass, and Excelsior Pass Plus webpage and related/companion Smartphone 
app. The blocks of descriptive text below come from the following webpage…

https://epass.ny.gov/home (I suggest you bookmark this webpage on all your 
computers and devices.)

What is Excelsior Pass?
 Excelsior Pass is secure and is digital proof of your COVID-19 vaccination or neg-

ative test results. Excelsior Pass is only accepted in New York State by participating 
businesses and venues; available for negative test results (PCR Test or Antigen 
Test) and does not include COVID-19 vaccination dates and dosage information.

 You can print your Excelsior Pass directly from the web portal, store the Pass to 
the New York State Excelsior Wallet on your smartphone, and/or add the Pass to 
supported mobile phone wallets.”

What is Excelsior Pass Plus?
Excelsior Pass Plus is a secure, digital copy of your COVID-19 vaccination record. 

Your Pass Plus provides safe access to your vaccination information and includes 
vaccine type, site, and date of your vaccination, just like your paper CDC Card. 
The inclusion of this health information enables interested New Yorkers to have a 
veriable record of their COVID-19 vaccination history at their ngertips, for record-
keeping and/or usage outside of New York State.

You can print your Excelsior Pass Plus directly from the web portal and/or store 
the Pass Plus to the New York State Wallet App on your smartphone.

Excelsior Pass Plus is currently available in English. Additional languages will be 
rolled out in the near future.

In addition to the information above, the webpage also provides links (at the bot-
tom of the webpage) to additional information and helpful resources that I encour-
age you to visit and explore. In particular, I want to draw your attention to the “Feed-
back & Support.” Link. The “Feedback & Support” link is particularly helpful should 
you need help installing or troubleshooting the Excelsior Pass Smartphone app.

Good luck with the above if it’s new or helpful information!

Organize Your Browser’s Bookmarks/Favorites
If you want to organize your browser's “bookmarks” (Chrome/Firefox browsers) 

or “Favorites” (Edge browser), the keyboard shortcut Ctrl+Shift+O should open your 
browser's Bookmarks/Favorites manager. For many people, the built-in bookmark 
management system that comes as part of their web browser(s) is satisfactory, and 
if that’s true for you, great! However, there are many other bookmark management 
options that you might want to take some time to evaluate and consider. The fol-
lowing slant.co link leads to an article titled “What are the best ways to organize 
bookmarks?” … www.tinyurl.com/dhr7zwbr

I reviewed and evaluated several of the bookmarking solutions that are available 
on the webpage above. As a result of this eort, I’m now taking a closer look at the 
Diigo product/service (it appears to be a powerful solution). If you would like to take 
a closer look at this product/service to see all that it has to oer, here’s a courtesy 
link…www.diigo.com

Tips for More Eective Sales Writing
If you are in sales and nd yourself writing sales-related content, I’d like to share 

and encourage you to check out an article I came across at wordstream.com that 
is titled “How to Write Copy That Sells (Anything): 102 Tips & Examples.” The article 
is a bit long, but it is easy to skim. Hmm, would it be a good idea to create a “writing 
checklist” that includes some of the items that are highlighted in the article? Regard-
less, here’s a link to the article… www.tinyurl.com/2kbt54bh

When Writing, Would You Like
Some Help Citing Sources?

When writing, properly citing sources takes extra time, eort (and space). Fortu-
nately, there are numerous online tools available that can help anyone to properly 
cite their sources. If/when you nd yourself in a situation where you want to include 
a citation, I would encourage you to review a creativegenius101.blogspot.com 
article titled “Free Online Tools to Cite Sources and Format References for Your 
Paper” that is available here…www.tinyurl.com/5b69t799 (This is a “do as I say, not 
as I do” suggestion.)

Did You Lose Your Device’s User Manual? 
I recently learned about a nifty website called manualslib.com. The purpose 

of the site is to help you nd product user manuals. I tested the site by searching 
for user manuals for some of my own devices and household appliances. The site 
found the exact manual for most products searched for and for those it didn’t, in 
some cases, it did nd manuals for closely related product models that in some 
cases were good and close enough to still be useful. I would encourage you to visit 
and bookmark the site for possible future reference…www.manualslib.com

Reminders
This column (and many earlier ones) is made available for your viewing conve-

nience at...www.realestateindepth.com/technology
If you have any comments, suggestions, tips, or questions, you can e-mail John 

at john@johnvrooman.com.

John Vrooman keeps an eye out for cool new hardware, software, apps, gad-
gets; SaaS solutions; social media developments, trends, and personal/SMB 
productivity and related solutions. He gathers information for his column from a 
diverse range of resources and he enjoys sharing his discoveries with others. John 
has been authoring this column since August 2000 and welcomes feedback from 
his readers.

The Latest on: Excelsior Pass Help, Bookmark
Management Options and SalesWriting Tips

Realtors Believe Drones, Cyber Security 
Are Industry's Most Impactful 
Emerging Technologies
WASHINGTON—Realtors view drones and cyber security as the most impactful 
emerging technologies to their business, according to a new report from the Na-
tional Association of Realtors released on Aug. 3. 

NAR's 2021 Technology Survey examined NAR members' current tech usage 
and attitudes about the future of real estate technology. In addition to drones (37%) 
and cyber security (34%), Realtors believe that 5G (31%) and virtual reality (30%) will 
also have a signicant impact on their business in the next 24 months.

“The pandemic has conrmed to all of us in the industry that technology will con-
tinue to transform real estate,” said NAR CEO Bob Goldberg. “The great work being 
done by NAR, including our Strategic Business, Innovation and Technology group, 
has ensured that Realtors will continue to have access to the latest technology and 
remain at the forefront of the innovations driving the market forward."

The survey also examined the current use of technology by Realtors, nding 
that the most valuable tools used in the past 12 months were eSignature (78%), 
local MLS apps/technology (54%), social media (53%), lockboxes (48%) and video 
conferencing (39%).

Many brokerages are providing these technologies to their agents. Thirty-seven 
percent of respondents agreed that their brokerage provides them with all the tech-
nology tools they need to be successful, and 27% strongly agreed. The top tools 
provided by brokerages were eSignature (57%), personal websites (54%), customer 
relationship management (54%) and transaction management (50%). Roughly one 
out of three Realtors—36%—said that their broker does not charge any technology 
fees, and 50% said that the price their broker charged was reasonable.

NAR's report found that Realtors are willing to pay for this technology, even if 
their brokerages do not. Thirty-six percent of Realtors spend on average between 
$50-$250 per month on technology to use in their business. Eighteen percent 
spend between $251-$500, and nearly one out of four Realtors—23%—spend more 
than $500 monthly on technology.

Continued on next page
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HGAR Photo Gallery
Realtor Foundation, Community Center of Northern

Westchester, July 29, 2021

Matthew Spencer, Esq., Matt Roach, Esq., Jenna Roach, Jim Meyer, Esq.

Richard Haggerty, CEO Hudson Gateway 
Association of Realtors and President and 
Chief Strategic Growth Ocer, OneKey MLS

From left,  Lindsey Green; Gail Fattizzi, Chair, HGRF Program 
Committee; and Clare Murray, Exec. Director of the Community 
Center of Northern Westchester.

From left, Janet Bender McErlean, Kyle Knauf, Lindsey
Green; Grace Iapozzuto and Deborah Duma, Trustco 
Bank; David Rubin, Gail Fattizzi and Clare Murray.

Crystal Hawkins-Syska, Licensed Real Estate 
Broker, Keller Williams NY Realty, President, 
Hudson Gateway Association of Realtors.

Leah Caro, President and Principal Broker, Park 
Sterling Realty, Board of Managers, OneKey MLS, 
Legislative Committee Co-Chair, HGAR

HGAR Members including RPAC Co-Chair Carol Christiansen, and Derick King, Political 
AairsCoordinator, New York State Association of REALTORS®, Inc. gathered for an 
RPAC Happy Hour on Tuesday, July 27 th at The Pleasantville Manor. Thanks to Reid 
Whittemore, Clancy Relocation and Logistics event sponsors.

Derick King, NYSAR, Lou Budetti, ERA Insite 
Realty

Tony D’Anzica, Carol Christiansen, Reid 
Whittemore

HGAR, CE Latimer Press Conference, Aug. 10, 2021

RPAC Happy Hour, PleasantvilleManor, July 27, 2021

P
H

O
T

O
S

 B
Y

 JO
H

N
 V

E
C

C
H

IO
LLA


