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By Mary T. Prenon
At the end of April, the Hudson Valley 

will bid farewell to an entity both loved 
and loathed in our region for almost 
60 years—the Indian Point nuclear 
power plant in the Village of Buchanan 
in northern Westchester County. After 
providing power to the lower Hudson 
Valley since 1962, the third and final 
reactor—Indian Point 3—will shut down, 
ending an era of nuclear power genera-
tion in our area.

The land that was once home to the 
Kitchewonk native American tribe, a 
pleasure park with a swimming pool, 
dance hall and boat rides, and then a 
thriving amusement park now holds an 
uncertain future.

While the plant’s closing has been 
applauded by environmentalists, local 
government leaders are working fever-
ishly to fill the massive financial crater 
that will be left behind including: a $24- 

The Demise of Nuclear Power in Our Region

The Indian Point Energy Center will officially shut down this month. 

million per year loss for the Hendrick 
Hudson School District; $4 million for 
Westchester County; $3 million for the 
Village of Buchanan; $800,000 for the 
Town of Cortlandt and $400,000 each 
for the Verplanck Fire District and Hen-
drick Hudson Free Library.

Indian Point, owned by Entergy, has 
been the largest employer and taxpayer 
in the Town of Cortlandt. More than 900 
employees will be affected, and govern-
ment and business leaders worry about 
the impact the closure will have on local 
businesses.

By John Jordan
ALBANY—New York State Supreme 
Court Judge Susan Kushner issued a 
ruling that is being viewed as a major 
victory for the real estate industry, term-
ing Department of State guidance that 
banned New York State apartment ten-
ants from paying broker fees “an error 
of law.”

The ruling, first reported by The Real 
Deal, was handed down on April 9. 
Albany Supreme Court Judge Kushner 
stated in her ruling, “The guidance was 
issued in error of law and represents an 
unlawful intrusion upon the power of the 
Legislature and constitutes an abuse of 
discretion.” 

Judge Kushner’s ruling also bars the 
Department of State from applying or 

State Supreme Court Judge Strikes Down Broker Fee Ban
enforcing any rule that would prevent 
a real estate licensee from receiving 
payment from a prospective tenant 
for “bringing about the meeting of the 
minds” between a landlord and tenant. It 
also permanently prevents state regula-
tors from imposing any disciplinary ac-
tion against licensees who collect broker 
fees from tenants.

The judge also stated in her ruling 
that “where the Guidance seeks to 
extend an unauthorized interpretation 
of the statute upon real estate brokers, 
agents, or salespersons, including dis-
cipline thereof, it is likewise an abuse of 
discretion.”

The DOS guidance was issued on 

HGAR Market Area Home Sales
First Quarter 2021

Putnam County                   +62.4%
Sullivan County                   +62.3%
Orange County                    +54.2%
Rockland County                  +36.5%
Westchester County              +35.3%
Bronx County                         +31.6%    
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By John Jordan
WHITE PLAINS—The first quarter of 2021 was “one for the 
books” for the suburban New York City residential market. 

In the era of COVID-19, residential sales in the Hudson 
Gateway Association of Realtors’ market area plummeted 
early on and slowly increased as restrictions were lifted. In 
the first quarter of 2021, sales skyrocketed to new highs in 
almost all sections of the region with transactions increasing 
by astounding rates ranging from as high as 62.4% to 31.6%.

While the level of activity has many veteran Realtors 
shaking their heads in disbelief, most admit that the feverish level of sales activity 
will not be sustainable due at least in part to low for-sale inventory levels.

According to the recently released first quarter home sales report by OneKey 
MLS, Putnam County led the HGAR region with a 62.4% increase in residential sales 
as compared to the first quarter of 2020 (prior to the onset of the COVID pandemic), 
followed by Sullivan County at 62.3%; Orange County with 54.2% higher sales; 
Rockland County, which posted a 36.5% increase in transactions, Westchester 
County, which notched a 35.3% increase in sales and the Bronx which enjoyed 
31.6% higher home sales in the first three months of this year. Editor’s Note: For the 
full OneKey MLS report and charts see pages 15 and 16.

First Quarter Home Sales in HGAR Region Set New Records
The tremendous surge in home sales was described 

by the authors of the OneKey MLS report as staggering” 
and “unprecedented.”

Breaking down units sold, Westchester County saw 
2,462 units trade as compared to 1,819 units in 2020. 
Orange County’s sales rose from 896 units in 2020 to 
1,382 units in the first quarter of 2021, Putnam regis-
tered 427 sales as compared to 263 in 2020 and Sul-
livan County closed 362 units from 223 units in 2020. 
In Rockland County, sales increased to 823 units from 

603 in 2020. Sales in Bronx County increased to 567 units this past quarter as com-
pared to 431 units in the first quarter of 2020.

Median single-family home sales prices increased sharply in every area of the 
HGAR region. The median sale price for a single-family residential unit in Orange 
County rose 22.5% to $340,000 (from $277,450 one year ago) while Sullivan Coun-
ty’s median price spiked 35.2% to $221,00 from $162,250 one year ago.

The median price for a single-family home in Westchester County rose 10.8% to 
$708,995 from $640,000 last year. The median sale price for a single-family resi-
dence rose by 16.4% in Putnam County to $390,000 (from $335,000), in Rockland 

Continued on page 2

A New York State Supreme Court Judge struck down DOS guidance that 
prevented New York City tenants from paying broker fees.
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NEW YORK—The Hudson Gateway As-
sociation of Realtors, Inc. and OneKey 
MLS, the New York metro area’s first 
regional multiple listing service, reported 
on April 6 that a slate of new members 
has joined OneKey MLS in order to take 
advantage of the MLS’s reach and the 
rich data available to service their cli-
ents from Montauk to Manhattan, to the 
Lower Hudson Valley and the Catskill 
Mountains.

Among the latest OneKey MLS mem-
bers include New York City-based resi-
dential brokerage companies: Triple-
mint, R New York and Berkshire Hatha-
way HomeServices. 

These firms join other industry lead-
ers and OneKey MLS members such 
as: Compass, Keller Williams NYC, City 
Connections, Elegran, EXP Realty, Bo-
hemia Realty Group and Olshan Group 
LLC.  

“By joining HGAR and subscribing 
to OneKey MLS, these industry giants 
are putting a stake in the ground and 
supporting our mission to provide Real-
tors with the tools and technology they 
need to generate more income and get 
the edge over the competition in their 
marketplace,” said Richard Haggerty, 
CEO of HGAR and president and chief 

strategic growth officer of OneKey MLS. 
“The response we have received from 
the industry has been very promising, 
and we’re thrilled they are embracing 
the powerful geography of the New 
York Metro area and taking a more 
regionalized approach to better serve 
their clients.”
     One of the MLS’s most impressive of-
ferings to Realtors is access to reliable 
data and market statistics, the need 
for which has become even more sig-
nificant as the pandemic has prompted 
brokers/agents to take a more regional-

Three Major NYC Residential Brokerages Join OneKey MLS

ized approach to doing business. 
“Our monthly and quarterly market re-
ports have become invaluable tools to 
Realtors, especially in the wake of the 
COVID-19 crisis and its impact on real 
estate values,” said Jim Speer, CEO, 
OneKey MLS. “This accurate sales data, 
drawn straight from the MLS, provides 
subscribers with the most up-to-date 
numbers that will allow them to be more 
strategic and become even bigger as-
sets to their clients.” 

I n  J u n e  2 0 2 0,  O n e Ke y  M L S 
launched its consumer facing web-

site—OneKeyMLS.com—which fea-
tures 40,000 listings and some 500 
communities throughout the New York 
metropolitan area, making it the larg-
est selection of for sale and lease list-
ings from Realtors in New York State. 
OneKeyMLS.com reported 13,698 
daily visitor sessions in March 2021, with 
visitors spending more than six minutes 
per session and visiting on average 
14 pages/listings per session. OneKey 
MLS also has an App that is available on 
Apple and Google Play that consumers 
use, which generates on average an ad-
ditional 7,000 sessions a day.  

The Hudson Gateway Association 
of Realtors (www.hgar.com) is a not-for-
profit trade association representing 
more than 13,000 real estate profes-
sionals in Manhattan, the Bronx, West-
chester, Putnam, Rockland and Orange 
counties. It is the second-largest Realtor 
association in New York, and one of the 
largest in the U.S.

OneKey MLS (www.onekeymls.com) 
is 40,000 plus Realtor subscribers 
strong and serves Manhattan, West-
chester, Putnam, Rockland, Sullivan, Or-
ange, Nassau, Suffolk, Queens, Brook-
lyn and the Bronx. 

Jan. 31, 2020 as part of a sweeping up-
date of DOS regulations and signified a 
reversal of the long-standing practice 
where tenants pay the agent’s commis-
sion in New York City and elsewhere in 
New York State. 

The real estate industry reacted 
swiftly in opposition to the new guid-
ance and filed an Article 78 proceeding 
on Feb. 10, 2020 that termed the new 
guidance by the Department of State on 
brokerage commissions as “misguided” 
and “harmful.” 

Among the plaintiffs in the case were 
the New York State Association of Re-
altors and the Manhattan-based Real 
Estate Board of New York and a host of 
major New York City residential broker-
age firms, including: Bohemia Realty 
Group, New York Real Estate Corp., The 

Corcoran Group, Douglas Elliman Real 
Estate, Halstead Real Estate, Brown 
Harris Stevens Residential Sales, LLC, 
Sotheby’s International Realty, R New 
York, Kian Realty NYC, LLC, Regina Wi-
erbowski Real Estate, LLC, Level Group 
Inc. and City Connections Realty, Inc. 
The suit charged that the DOS over-
stepped its legal authority and usurped 
its role by engaging in improper rule-
making rather than following the neces-
sary and required legal procedures for 
implementing a new regulation.

A temporary restraining order on the 
DOS imposing those regulations was 
issued on Feb. 10, 2020.

2020 NYSAR President Jennifer 
Stevenson, when NYSAR originally 
filied suit against the DOS regulation, 

State Supreme Court Judge Strikes Down Broker Fee Ban
Continued from page 1

said, “The New York State Association 
of Realtors is deeply concerned with 
the regulation’s content and the man-
ner in which it was developed and pro-
mulgated. Real estate brokers provide 
valuable services to the consumer and 
the property owners and they should 
be fairly compensated. These regula-
tions will severely and wrongly impact 
the incomes of hard-working real estate 
professionals.”

Hudson Gateway Association of Re-
altors Chief Executive Officer Richard 
Haggerty said in response to Judge 
Kushner’s ruling, “I applaud the New 
York State Association of Realtors for 
taking such swift action and devoting 
the necessary financial resources in 
arguing for the reversal of the DOS 

opinion limiting who may pay real estate 
commissions. The court recognized that 
these practices should be determined 
by the free market and not dictated by a 
regulatory body.”

REBNY President James Whelan in 
a prepared statement released shortly 
after Judge Kushner’s ruling on April 
9, said, “This decision ensures that 
thousands of hardworking, honest real 
estate agents across New York State 
can earn commissions without fear of 
unwarranted discipline by the Depart-
ment of State based on its erroneous 
interpretation of the Housing Stability 
and Tenant Protection Act.”

At press time, the  Department of 
State had not indicated whether it would 
appeal Judge Kushner’s ruling.

County the median price increased by 
14.4% to $525,000 (from $459,000) and 
in Bronx County the median rose 4% to 
$541,000 (from $520,000) as compared 
to the first quarter of 2020.

The spike in sales in the first three 
months of this year was not limited 
to just single-family homes. The con-
dominium and cooperative markets 
benefitted from high demand as well. 
In Westchester County, the region’s top 
condo and co-op market, sales rose 
32.6% and 30.5% respectively. The 
median sale price for a Westchester 
condominium fell 3.8% in the first quar-
ter of this year to $375,000, while the 
co-op median price increased 9.8% in 
Westchester to $192,750. There was a 
40.9% increase in condominium sales 
in the Bronx in the first quarter of 2021, 
while cooperative sales jumped 21.2% in 
that same time period. The median sale 
price of a Bronx condo rose 10.3% in the 
first quarter of this year to $305,000, 
while a Bronx co-op’s median price in-
creased 20.5% to $244,000.

While most data points point to a 
very bullish home sales market going 
forward, declining inventory levels are 
giving real estate professionals some 
pause. End of quarter inventory was 
down 13.2% in Westchester; 52.0% in 
Rockland; 52.6% in Orange; 49.9% in 
Sullivan and 53.2% in Putnam. While 
single-family inventory was down 21.4% 

in the Bronx, inventory increases in 
other market segments caused overall 
inventory to rise 19.2% in the borough in 
the first quarter.

While prices are rising, Realtors con-
tend that the current market presents 
opportunities for sellers, due to low 
inventory and buyers thanks to low in-
terest rates. They also expressed hope 
that inventory levels will rise in the com-
ing months to accommodate the strong 
buyer demand.

HGAR President Crystal Hawkins- 
Syska described the level of activ-
ity in the first quarter as a “madhouse” 
when it came to the sense of urgency 
and competition that took place in the 
market. She recalled, “Properties were 
coming off the market within three or 
four days.”

The level of activity raises some 
concerns for Syska, who is an Associate 
Broker with Keller Williams NY Realty of 
White Plains. She noted that the sales 
activity is simply not sustainable.

She did note that Realtors are begin-
ning to see more properties coming on 
the market and a rising consumer con-
fidence due to the COVID vaccination 
efforts now underway. 

However, Realtors should begin to 
prepare for changing market conditions 
now and look to educate their prospec-
tive buyers who in the future may get 
frustrated.

Syska also cautioned, “It is usually in 
this type of (sales) environment that we 
can make the most mistakes,” she said. 
“So, we have to really pay attention to 
our practice, especially because of fair 
housing. 

Joseph Rand, chief creative officer 
at Howard Hana | Rand Realty, said that 
the northern suburban markets of New 
York City had been slowly recovering 
from the downturn in 2009 and suffered 
a setback due to the imposition of the 
SALT cap beginning in 2018. 

“Now the market has just exploded 
in the last year and even COVID hasn’t 
been able to hold it back, the SALT cap 
hasn’t been able to hold it back and that 
is why we are starting to see all-time 
highs in a lot of these markets for sales 
and prices,” Rand said in a webinar pre-
sentation of the firm’s first quarter home 
sales report for its market area. 

Brokerage firm Houlihan Lawrence in 
its first quarter market report noted that 
the inventory shortage has made it chal-
lenging for buyers looking to relocate 
out of the city and for sellers to make a 
move. 

“If the opportunity avails, there is 
no better time to list your home. There 
is high demand in all three counties 
and most price points. The number of 
showings has increased considerably 
year over year, and with fewer homes 

on the market, it is typical to have more 
than one buyer interested in a property. 
This is creating multiple bid situations 
on properly priced homes, and sellers 
are reaping the benefit,” said Elizabeth 
Nunan, president and CEO, Houlihan 
Lawrence.

The strong sales market in the first 
quarter extended to the luxury sector. 
Sales of luxury homes of $2 million and 
higher in New York’s northern suburban 
markets in the first quarter of this year 
registered double- and triple-digit gains 
compared to 12 months earlier. Robust 
buyer demand during the typically slow 
holiday period of late fall/early winter 
yielded the strongest first quarter of 
closed sales in a decade, according to 
the Houlihan Lawrence Luxury Market 
Report.

“One year ago, when the country 
was in a COVID-19 lockdown, it was 
hard to imagine that residential real 
estate would experience a V-shaped 
recovery fueled by seismic shifts in 
consumer behavior. Luxury real estate 
north of New York City is the beneficiary 
of these well-documented changes. A 
substantially larger buyer pool coupled 
with declining inventory has generated 
a consistent rise in luxury sales since 
last summer,” said Anthony P. Cutugno, 
senior vice president, director of private 
brokerage for Houlihan Lawrence.

First Quarter Home Sales in HGAR Region Set New Records
Continued from page 1
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Grievance Deadlines
ROCKLAND

All Rockland Towns. 
FOURTH TUESDAY 

IN MAY

PUTNAM
All Putnam Towns. 

FOURTH TUESDAY 
IN MAY

WESTCHESTER
All Westchester Towns as well as the 

Cities of New Rochelle, Peekskill, 
Mt. Vernon, Rye.  

THIRD TUESDAY IN JUNE.

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?”

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

By John Jordan
WHITE PLAINS—A bil l  that would 
amend existing county law relating to 
the sale of cooperative housing to now 
require cooperative boards of directors 
to disclose the reason for denial of a 
prospective purchaser was officially in-
troduced for consideration by the West-
chester County Board of Legislators on 
Monday, March 22.

The pending bill, which now goes 
to committee for review, is a significant 
step in the Hudson Gateway Asso-
ciation of Realtors’ continuing efforts 
to promote fair housing and reform the 
cooperative home buying process in 
Westchester County.

The bill would amend Westchester 
County Local Law No. 11-2018, which 
now requires cooperative boards to ac-
knowledge receipt of a purchaser’s ap-
plication within 15 days and to either ap-
prove or reject such application within 
60 days. The bill amendment, if passed, 
would require that upon notification, 
the cooperative governing board shall 
provide to the Westchester County Hu-
man Rights Commission notice of the 
rejection and the reason for the rejec-
tion of the purchaser’s application. The 
current law requires that rejections be 
forwarded to the Westchester County 
Human Rights Commission, but does 
not require the cooperative boards to 
provide a reason for the applicant’s 
rejection.

HGAR President Crystal Hawkins-
Syska said, “This is a crucial step for 
Westchester in supporting Fair Housing 
because ultimately that is the real issue 
here. This bill recognizes and seeks to 
correct a potential shield for discrimina-

tion that may be occurring by some bad 
actors.”

Syska, who is an associate broker 
with Keller Williams NY Realty, added, 
“At this moment, the public needs to be 
assured that their rights and freedom of 
choice are being protected by the lead-
ers of our county and that they refuse to 
be complicit in any policy or procedure 
that could potentially harm our protect-
ed classes.”

Since the Westchester County co-op 
transparency law was enacted in late 
2018 there have been approximately 
500 known rejections of buyers seeking 
to purchase a home, according to Phil 
Weiden, government affairs director for 
HGAR. 

The introduction of the amendment 
came after the New York State Associa-
tion of Realtors issued a Call to Action 
earlier this month for the Westchester 

County Board of Legislators to pass co-
op transparency legislation.

The “Call to Action” to Realtors was 
to send a message to Westchester 
County legislators and Westchester 
County Executive George Latimer urg-
ing their support for the Westchester 
County Legislature to pass a new law 
requiring co-op boards to provide a 
reason in writing for application denials.

“We strongly urge the legislature to 
enact an amendment to the law that 
requires a co-op board to provide a 
reason in writing stating their rationale 
for denying someone the ability to 
purchase or lease a home,” the Call to 
Action states. “Under the current law, 
no reason is given. The board is merely 
required to notify the applicant that they 
have been denied. This new provision 
would allow the applicant and the hu-

man rights commission to hold the board 
to account if the reason(s) given seems 
questionable.”

The amendment proposes penalties 
to cooperative boards for any require-
ments of the legislation. A fine of $1,000 
would be levied for the first offense; a 
second offense would involve a $1,500 
fine and the Human Rights Commission 
would levy a fine of $2,000 for a third or 
any subsequent offense. The bill now 
goes to the Housing and Labor Com-
mittee, along with the Committee on 
Legislation. It has to pass through those, 
and then would go on to the full Board of 
Legislators for debate.

HGAR Chief Executive Officer Rich-
ard Haggerty said of the introduction of 
the amendment to the co-op law, "Op-
ponents of this common-sense co-op 
transparency legislation suggest that 
it's a solution looking for a problem. With 
almost 500 co-op applicant rejections 
reported to the Westchester County 
Human Rights Commission in the last 
two years, I suggest that this proposed 
legislation is indeed the right solution 
for what is obviously a very big problem."

Veteran Realtor Leah Caro, president 
and principal broker of Park Sterling Re-
alty in Bronxville, said, “At a time when 
civil rights, housing rights, and equality 
are at the fore-front of the collective con-
science, it is altogether fitting and timely 
that the County Legislature take steps 
to strengthen the laws associated with 
transparency and anti-discrimination in 
co-op housing by having a reason for 
declinations to be given.” 

She added, “The co-op boards that 
have always upheld fair housing law 

Co-Op Reform Bill Requiring Reason for Rejection
Introduced in the Westchester County Legislature

Westchester County Executive George Latimer signed the cooperative 
transparency bill into law on Dec. 14, 2018 with HGAR and county offi-
cials looking on. FILE PHOTO

Continued on page 18

First Quarter Home Sales in HGAR Region Set New Records
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By Barry Kramer, HGAR President

PRESIDENT’S 
CORNER

By Crystal Hawkins-Syska
HGAR President

The Struggle to Maintain 
Perspective and Focus 
On Long-Term Results

For me it’s not easy keeping things in perspective, especially when it comes to 
politics. I tend to view things in black and white and not the more nuanced grays 
that typically color the world of Washington, D.C. and Albany, and I also tend to fo-
cus on short-term results instead of long-term outcomes. 

One of the biggest stories in the news last week was the budget agreement 
reached by the governor and the legislature. The good news for our industry was 
what was not included in the budget— no new transfer taxes, no pied a terre tax, 
and no good cause eviction policies—for now. They could still resurface in separate 
legislation.  

The bad news in the final budget were changes to the state’s tax landscape 
overall. The budget included substantial tax increases on wealthier residents. I get 
the arguments—the wealthy can afford to pay more to help those less fortunate, 
and we need to find the right balance. However, I also understand that New York 
will now rival California as having the highest tax rates in the country—a dubious 
distinction at best and not the best illustration of trying to find the right balance in 
tax policy. The headlines suggesting a mass exodus of the wealthy from New York 
to other states are already appearing. I’m trying to maintain my perspective and 
focus on the long-term prospects for the state, but I’m having my challenges. 

There was another development this week that reinforced for me the impor-
tance of perspective and focusing on the long-term. In 2019 the State Legislature 
passed the Statewide Housing Security & Tenant Protection Act. Advocates for 
the legislation argued that tenants had for too long been the victims of greedy bil-
lionaire landlords and there had to be a rebalancing of the relationship between 
landlords and tenants. 

Unfortunately, the fact that many landlords are far from billionaires or million-
aires, but rather are small building owners who choose to invest in real estate, was 
ignored, and the pendulum swung too far to the other side of the spectrum. In fact, 
the legislation disincentivized landlords from investing in the upkeep of their build-
ings, negatively impacting tenants. 

The passage of the legislation also led to an interpretation from the Department 
of State that the Act prohibited agents representing landlords from collecting com-
mission from tenants.  From my perspective this was the height of regulatory over-
reach. Fortunately, NYSAR and other entities immediately filed legal challenges 
and successfully delayed the enforcement of DOS’s position.  This week, the judge 
hearing the case reversed the DOS interpretation. Again, the long-term perspec-
tive won out over the short-term fears. 

Perhaps the best example of maintaining perspective and focusing on the long 
term is HGAR’s advocacy on co-op transparency legislation in Westchester County. 
We have been waging this battle for more than two decades, and without count-
ing our chickens before they hatch, we are closer than ever in seeing legislation 
passed that will require co-ops to provide a reason when rejecting applicants. It 
would have been so easy to throw in the towel and conclude that we would never 
succeed, but members like Barry Kramer, Leah Caro, Dorothy Botsoe (all past presi-
dents) and this year’s HGAR President Crystal Hawkins-Syska have refused to back 
down from this fight on behalf of co-op shareholders and prospective purchasers, 
and hopefully we will have a new co-op transparency legislation to celebrate in the 
not too distant future. 

We need your help to cross the finish line, so please complete the current “Call 
to Action” and encourage your fellow agents to do so as soon as possible. To 
participate in the Call to Action go to: https://www.votervoice.net/NYRealtors/cam-
paigns/83441/respond

Stay tuned and remember to take the long view. 

The Spring is Not Just 
About Showers and Flowers

 
April showers bring May flowers is a nursery rhyme many of us may know from 

our youth. But the month of April means even more than that for those of us in the 
real estate industry. For one, it means being in the throes of the spring market. This 
season is an intense one! Highest and best within days, cash offers, the removal of 
contingencies, it is a madhouse. I know many of us are fatigued with the demands 
of the real estate climate right now.

Secondly, this is Fair Housing Month. Fair Housing began as a celebration of the 
passing of the Fair Housing Act which was signed on April 11, 1968. As an Associa-
tion, we have great information and resources being sent to you in our HGAR Daily 
Updates for you to take advantage of. 

There is a cause for concern, however. In a market that is so intense where it 
is easy to get caught up in the urgency of the deal, so that the quality of our work 
product starts to suffer. Are our systems fine-tuned to a high enough level that, if our 
business was scrutinized by an outside source, we would not be found guilty of in-
consistency in our treatment of our clients and customers? Please pause and really 
consider the far-reaching impact and gravity of your personal answer. As profes-
sionals, it is time for spring cleaning. Let us clean up our scripts, systems, processes 
and increase our education. To maintain our licensure, we are held to a higher 
standard because we are entrusted with the public trust. We cannot take that lightly.

I know that we can get overwhelmed with the amount of information that comes 
at us in the form of texts, e-mails and mailings. At times it can feel like drinking from 
a firehose. So, I would like to highlight some places for you to go to or pay attention 
to for information.

 HGAR.COM
 On our website on the first page is a large banner with artwork (courtesy of 

Catherine Faranda) promoting fair housing. Underneath is a clickable button “April 
is Fair Housing Month”. Click there and take advantage of the information. Our Fair 
Housing Challenge criteria is also listed. As a reminder by April 30th my hope is that 
80% of our producing members will complete two of the following three learning 
tools: NAR Fair Haven Simulation Training;  Bias Override: Overcoming Barriers to 
Fair Housing Video and earn the At Home with Diversity (AHWD) Certification. 

HGAR Daily Update
This comes by e-mail. Every other day at the very top of the newsletter will be key 

facts and events regarding fair housing. 

Event: HGAR Fair Housing Summit
On April 29th from 9 a.m. to 1:30 p.m., HGAR will be hosting a Fair Housing Sum-

mit via zoom. At that event we will hear from Richard Rothstein, author of the “Color 
of Law: A Forgotten History of How Our Government Segregated America.” A panel 
discussion will be moderated by Dorothy Botsoe, Fair Housing Advocate, Trainer 
and Broker Owner of Dorothy Jensen Realty. The summit will close with a conversa-
tion with Bill Dedman, Pulitzer Prize winning journalist and investigative reporter 
who headed the Newsday expose “Long Island Divided.”

I cannot stress enough the importance of carving out time from our busy sched-
ules of working “in” our business to work “on” our business through education and 
analyzing how our business is structured and the way in which we practice our craft. 
I am doing the same for my own team as well. This will help us collectively raise the 
bar on our profession. It is also a measurement of our integrity when it comes to pro-
tecting the rights of the public by continuing to sharpen the saw on our knowledge 
and skill. 

A home is such a foundational element to our very existence. There are laws 
around homeownership and we can’t take that lightly. I have been humbled by this 
field as a Realtor and even more so in my role as HGAR President. We have a noble 
role as licensed real estate professionals. Let us not take it for granted for one mo-
ment that what we do for a living puts us at the heart of the American experience. 
Keep that in your heart and mind as you tiptoe through the tulips this April 2021.

On April 6, the HGAR Global Business 
Council staged a virtual program that 
featured moderator Tony D’Anzica, 
HGAR Director & Global Business 
Council, Co-Chair, and guest speaker 
Jack Huang, Director and CEO, ERA 
Taiwan Master Franchise, Inc.
 

Global Business Chat: Taiwan
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Two years ago, on March 4, 2019, the 2nd Circuit Court of Appeals in New York in 
Francis v. Kings Park Manor, Inc. (see https://bit.ly/2Kd38bo) (“Kings Park Manor I”) 
held that a landlord could be liable under the Federal Fair Housing Act (see https://
bit.ly/2WBzEdH) and the New York State Human Rights Law ((see https://dhr.ny.gov/
law) for failing to protect a tenant from harassment and discrimination by another 
tenant. At the time, it was an important decision as it was only the second time a 
court imposed an obligation on a landlord to take affirmative steps to curtail tenant-
on-tenant discrimination.

More than two years later, the 2nd Circuit Court of Appeals reversed course and, 
in a decision issued on March 25, 2021 (see https://bit.ly/2Ov4rpX) (“Kings Park 
Manor II”), held that “…landlords cannot be presumed to have the degree of control 
over tenants that would be necessary to impose liability under the FHA for tenant-
on-tenant misconduct.” This decision now limits the exposure that landlords and 
property managers have under the FHA and NYSHRL.

Revisiting the Facts in Francis
Donahue Francis (the “Plaintiff”), an African American individual, signed a lease 

with Kings Park Manor, Inc. (the “Landlord”) for the rental of his apartment in 2010. In 
February, 2012, another tenant, Plaintiff’s next-door neighbor, Raymond Endres (the 
“Tenant-Defendant”), engaged in racially discriminatory and threatening behavior 
and harassment toward the Plaintiff. The Tenant-Defendant used extreme profanity 
and made racially inflammatory remarks. The Plaintiff was continuously harassed 
and threatened while in his apartment, in the building, and in the parking lot of the 
complex. The behavior continued for nearly one year.

The Plaintiff called the police several times about the behavior. On one occasion 
an officer in the Police Department’s Hate Crimes Division visited the apartment 
complex and warned the next-door neighbor to stop his behavior. The officer also 
informed the Landlord and the property manager about what had occurred. The 
Plaintiff filed a formal police report. The Landlord did not address the situation. The 
behavior continued, and in May, 2012, the Plaintiff called the police once again 
and filed another police report. This time, he wrote a formal letter to the Landlord 
regarding the Tenant-Defendant’s conduct. Again, the Landlord and the Landlord’s 
property manager did not respond to the Plaintiff’s letter. The behavior became 
even more aggressive, and, in August, 2012, the Tenant-Defendant was arrested for 
aggravated harassment. The Tenant eventually filed a lawsuit against the Landlord 
and the Landlord’s management agent (collectively, the “Landlord Defendants”), as 
well as the Tenant-Defendant for discrimination and violations under the FHA and 
NYSHRL.

Kings Park Manor I
In Kings Park Manor I, a panel of three judges from the 2nd Circuit Court of Ap-

peals heard the initial appeal from the District Court case. The central issue involved 
“…whether a landlord may be liable under the FHA for failing to take prompt action 
to address a racially hostile housing environment created by one tenant target-
ing another, where the landlord knew of the discriminatory conduct and had the 
power to correct it.” The three-judge panel relied on the broad interpretation of the 
language of the FHA and rules issued by the United States Department of Housing 
and Urban Development and held that landlords may be held liable under certain 
circumstances for violating the FHA and other fair housing laws due to certain dis-
criminatory behavior of tenants toward other tenants.

The Court of Appeals’ three-judge panel, in reversing the decision of the District 
Court, held that a landlord may be held liable, in certain instances, for failing to affir-
matively act and protect another tenant by utilizing certain rights and remedies the 
landlord may have under the terms of a lease agreement with the tenant in ques-
tion or which may be available to a landlord at law. As part of the panel’s decision, it 
remanded the case back to the District Court for a retrial. The Defendants, however, 
appealed the panel’s decision and requested a rehearing “en banc,” whereby all of 
the judges of the 2nd Circuit Court of Appeals would rehear the appeal. A majority 
of the judges of the 2nd Circuit ultimately agreed to grant the Landlord Defendants 
an en banc rehearing, which took place in September 2020.

Kings Park Manor II
In Kings Park Manor II, all of the 2nd Circuit Court of Appeals judges reviewed 

the three-judge panel’s dismissal of the District Court’s decision on a de novo ba-
sis. The Court Appeals explained that the FHA makes it unlawful “to discriminate 
against any person in the terms, conditions, or privileges of sale or rental of a dwell-
ing, or in the provision of services or facilities in connection therewith, because of 
race…” and that “when…a plaintiff brings a claim under the FHA that does not rest on 
direct evidence of landlord discrimination, we analyze the claim under the familiar 
McDonnell Douglas burden-shifting framework first developed in Title VII cases.” 
The McDonnell Douglas analysis requires a plaintiff to establish the following in 
order to avoid the case from being dismissed:

[1] the plaintiff is a member of a protected class,
[2] the plaintiff suffered an adverse action, and
[3] the plaintiff has at least minimal support for the proposition that the housing 

provider was motivated by discriminatory intent.
The court held that while the Plaintiff was a member of a protected class, the 

Plaintiff did not establish that the landlord’s action, or in this case inaction, was 
motivated by a discriminatory intent. The court points out that the Plaintiff did not 
present sufficient evidence establishing that the Landlord Defendants were acting 
with a discriminatory intent toward the Plaintiff simply by not evicting or dealing with 
the Tenant-Defendant directly.

The Deliberate Indifference Theory of
Liability, Substantial Control Over Tenant

The Plaintiff also attempted to establish that the Landlord Defendants engaged 
in intentional discrimination under a deliberate indifference theory of liability. The 
court explained that “this theory of liability has been applied almost exclusively in 
custodial environments, such as public schools and prisons, where it is clear that 
the defendant has both ‘substantial control over the context in which harassment 
occurs’ and ‘a custodial [power over the harasser] ...permitting a degree of supervi-
sion and control that could not be exercised over free adults.’” The court held that 
the landlord-tenant relationship between the Plaintiff and Defendant did not rise to 
the level of “substantial control” nor was there “a custodial power” over the person 
engaging in the harassment. 

The Court of Appeals in Kings Park Manor II ultimately held that the Plaintiff 
failed to state a claim because the complaint did not provide any factual basis 
establishing that the Landlord Defendants had “…substantial control over [Tenant-
Defendant] and the context in which the known harassment occurred.” The court 
held that no such “…control [could] be reasonably presumed to exist in the typically 
arms-length relationship between landlord and tenant, unlike the custodial envi-
ronments of schools and prisons.” The court stated that “the typical powers of a 
landlord over a tenant—such as the power to evict—do not establish the substantial 
control necessary to state a deliberate indifference claim under the FHA.”

The court also noted that even if the Plaintiff did establish that there was sub-
stantial control, in order establish a “deliberate indifference” claim, a plaintiff must 
show that the Defendant’s response to the “…harassment by a third party was 
clearly unreasonable in light of the known circumstances.” The court ultimately held 
that the Landlord Defendants’ inaction was not “clearly unreasonable” under the 
circumstances because the Landlord Defendants were aware of the police involve-
ment and, ultimately, the Tenant-Defendant was arrested.

Landlord’s Obligations Under New York Law
The Court of Appeals in Kings Park Manor II explained that under New York law, 

landlords do have a duty “…to take reasonable precautionary measures to protect 
members of the public from the reasonably foreseeable criminal acts of third per-
sons...on the premises.” However, the court goes to explain that generally under 
New York tort law “…a landlord has no general duty to protect tenants even from 
‘the criminal acts of yet another tenant, since it cannot be said that a landlord has 
the ability or a reasonable opportunity to control [the offending tenant]’ and the 
‘power to evict cannot be said to . . . furnish’ such control.” New York similarly does 
not impose liability on a landlord for the acts of a tenant.

The Court’s Reversal Does Not Lessen
The Importance of Fair Housing

The decision in Kings Park Manor II has alleviated some of the burden placed 
on landlords and management agents with respect to added liability under fair 
housing laws and their relationship with tenants. And, while the Court of Appeals 
has made clear that the liability of landlords has been lessened, the decision does 
not completely let landlords off the hook. A closer reading of the decision does 
leave open the potential of liability in the event “substantial control” is able to be 
established—although the burden of proof on a plaintiff is still high. Nevertheless, 
it is important that agents, landlords, management agents, and other real estate 
professionals be aware of the fair housing laws and the liability that exists when 
there is a violation.

Legal Column author John Dolgetta, Esq. is the principal of the law firm 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.

The 2nd Circuit Reverses Course: Landlord is 
Not Found Liable Under Fair Housing Laws

RAL Supply Group Leases 25,000 SF
Of Warehouse Space in Elmsford
ELMSFORD—GHP Office Realty, LLC of White Plains recently reported it had leased 
25,000 square feet of warehouse space to RAL Supply Group, Inc. at 375 Executive 
Boulevard in Elmsford.

The 81,500 square foot property consists of 75,000 square feet of 16’ high, 40-
foot column spacing warehouse space with four loading docks and three drive-in 
doors as well as 6,500 square feet of office space. The building is situated in the 
88-acre Cross Westchester Executive Park. 

RAL Supply Group is one of the leading plumbing, heating, and air conditioning 
wholesalers in the Northeast, serving contractors, consumers, builders, and the 
commercial and industrial sectors, with eight convenient branch locations in New 
York, Hudson Valley, and Long Island. Frank Rao, executive vice president of New 
York Commercial Realty Group, LLC represented RAL on the long-term lease. Bren-
dan Hickey, senior director of GHP, represented building ownership in the deal. 

375 Executive Blvd. is 100% leased to five tenants. Since acquiring the property 
in 2016 GHP has invested in substantial capital improvements including a new roof, 
new gas service, new HVAC systems, repaving and restriping of parking areas 
and most recently, the installation of a third drive-in roll up door. GHP’s portfolio of 
warehouse and flex space in New York also includes 2651 Strang Blvd., Yorktown 
Heights, 28 Kaysal Court, Armonk, and 30-40 Ramland Road in Orangeburg.

GHP Office Realty is a division of Houlihan-Parnes Realtors, LLC which is pres-
ently one of the New York area’s leading owners, operators and purchasers of 
suburban New York commercial and industrial space. GHP Office Realty has ac-
quired, financed, redeveloped, leased and managed more than 7 million square 
feet. Regionally, the partners presently own and manage buildings in Westchester 
and Rockland counties in New York, in Fairfield County, Connecticut and in Bergen 
County, N J.
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WASHINGTON—Existing-home sales 
declined in February, following two prior 
months of gains, reported the National 
Association of Realtors on March 22. 
Month-over-month, only one major re-
gion saw an increase in February, but all 
four U.S. regions recorded year-over-
year gains.

Total existing-home sales, completed 
transactions that include single-family 
homes, townhomes, condominiums and 
co-ops, decreased 6.6% from January 
to a seasonally-adjusted annual rate of 
6.22 million in February. Sales in total 
climbed year-over-year, up 9.1% from a 
year ago (5.70 million in February 2020).

Existing-home sales in the Northeast 
in February fell 11.5%, recording an an-
nual rate of 770,000, a 13.2%-increase 
from a year ago. The median price in 
the Northeast was $356,000, up 20.5% 
from February 2020.

“Despite the drop in home sales for 
February, which I would attribute to his-
torically-low inventory, the market is still 
outperforming pre-pandemic levels," 
said Lawrence Yun, NAR’s chief econo-
mist. He cautioned of a possible slow-
down in growth in the coming months as 
higher prices and rising mortgage rates 
will cut into home affordability.

“I still expect this year’s sales to be 
ahead of last year's, and with more CO-
VID-19 vaccinations being distributed 
and available to larger shares of the 
population, the nation is on the cusp of 
returning to a sense of normalcy,” Yun 
said. “Many Americans have been sav-
ing money and there's a strong possibil-
ity that once the country fully reopens, 

those reserves will be unleashed on the 
economy.”

The median existing-home price 
for all housing types in February was 
$313,000, up 15.8% from February 2020 
($270,400), as prices rose in every 
region. February's national price jump 
marks 108 straight months of year-over-
year gains.

NAR's 2021 Home Buyers and Sellers 
Generational Trends Report, released 
recently, highlights some of the effects 
of these price leaps, including buyers’ 
struggles with saving enough money for 
a down payment.

“Home affordability is weakening,” 
Yun said. “Various stimulus packages 
are expected and they will indeed help, 
but an increase in inventory is the best 
way to address surging home costs.”

According to Freddie Mac, the av-
erage commitment rate for a 30-year, 
conventional, fixed-rate mortgage was 
2.81% in February, up from 2.74% in 
January. The average commitment rate 
across all of 2020 was 3.11%.

Total housing inventory at the end of 
February amounted to 1.03 million units, 
equal to January’s inventory and down 
29.5% from one year ago (1.46 million). 
Unsold inventory sits at a 2.0-month 
supply at the current sales pace, slightly 
up from January’s 1.9-month supply 
and down from the 3.1-month amount 
recorded in February 2020. NAR first 
began tracking the single-family home 
supply in 1982.

Properties typically remained on the 
market for 20 days in February, down 
from both 21 days in January and from 

36 days in February 2020. Seventy-four 
percent of the homes sold in February 
2021 were on the market for less than 
a month.

First-time buyers were responsible 
for 31% of sales in February, down from 
33% in January and from 32% in Febru-
ary 2020. NAR’s 2020 Profile of Home 
Buyers and Sellers—released in late 
2020—revealed that the annual share 
of first-time buyers was 31%.

Individual investors or second-home 
buyers, who account for many cash 
sales, purchased 17% of homes in Feb-
ruary, up from 15% in January and equal 
to the percentage from February 2020. 
All-cash sales accounted for 22% of 
transactions in February, up from both 
19% in January and from 20% in Febru-
ary 2020.

Distressed sales—foreclosures and 
short sales—represented less than 1% 
of sales in February, equal to January’s 
percentage but down from 2% in Febru-
ary 2020.

Single-Family and Condo/
Co-Op Sales

Single-family home sales decreased 
to a seasonally-adjusted annual rate 
of 5.52 million in February, down 6.6% 
from 5.91 million in January, and up 8.0% 
from one year ago. The median existing 
single-family home price was $317,100 in 
February, up 16.2% from February 2020.

Existing condominium and co-op 
sales were recorded at a seasonally-
adjusted annual rate of 700,000 units in 

February, down 6.7% from January and 
up 18.6% from one year ago. The me-
dian existing condo price was $280,500 
in February, an increase of 12.3% from a 
year ago.

“This year, we've seen fair housing 
protections extended, recognized Re-
altors' remarkable volunteerism, and 
are collaborating with policymakers 
to increase revitalization endeavors in 
numerous neighborhoods,” said NAR 
President Charlie Oppler, a Realtor 
from Franklin Lakes, NJ, and the CEO of 
Prominent Properties Sotheby’s Interna-
tional Realty. “We have made an incred-
ible amount of notable progress thus 
far in 2021, and NAR is committed and 
encouraged to continue those efforts.”

Regional Breakdown
Existing-home sales in the Midwest 

dropped 14.4% to an annual rate of 
1,310,000 in February, a 2.3% rise from 
a year ago. The median price in the Mid-
west was $231,800, a 14.2% climb from 
February 2020.

Existing-home sales in the South de-
creased 6.1%, posting an annual rate of 
2,770,000 in February, up 9.9% from the 
same time one year ago. The median 
price in the South was $271,200, a 13.6% 
increase from a year ago.

Existing-home sales in the West rose 
4.6% from the month prior, recording an 
annual rate of 1,370,000 in February, a 
12.3% jump from a year ago. The me-
dian price in the West was $493,300, up 
20.6% from February 2020.

U.S. Existing-Home Sales Declined 6.6% in February

NAR Warns of Possible Slowdown Due
To Low Inventory, Rising Interest Rates
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SLEEPY HOLLOW—The Edge-on-Hud-
son, a mixed-use, transit-oriented com-
munity under development in Sleepy 
Hollow was honored in March with the 
Gold Award for 2021 MultiFamily Com-
munity of the Year at the National Asso-
ciation of Home Builder’s The Nationals 
awards program.

Addit ional ly,  Edge-on-Hudson 
earned Gold Awards for Best Video 
and Best MultiFamily Model Home for 
The Carroll by Toll Brothers, the nation's 
leading luxury homebuilder. Edge-
on-Hudson was selected from among 
nearly 1,000 entries at The Nationals, 
sponsored annually by the National As-
sociation of Home Builders. The award 
winners were announced on March 5.

Edge-on-Hudson is the new transit-
oriented destination transforming the 
Hudson River's edge. Construction be-
gan in 2016 on the former General Mo-
tors’ minivan assembly plant site. The 
development spans the nearly 70-acre 
site and is to include 1,177 units of hous-
ing; a 140-room boutique hotel; 135,000 
square feet of retail space and 35,000 
square feet of office space, in addition 
to more than 16 acres of parkland.

Jonathan Stein, founder of PCD De-

velopment, said, “We're honored to re-
ceive the 2021 Gold Award from NAHB 
for 'Community of the Year.'  We're confi-
dent that Edge-on-Hudson will continue 
to drive economic growth and create 
community assets available to residents 
and visitors alike.”

“It has been very exciting to see the 
strong response from home buyers for 
our brownstones and lofts collections 
at Edge-on-Hudson, and for our model 
home in the community to earn this 
top national recognition,” said James 
Fitzpatrick, division president for Toll 
Brothers. “Our luxury townhomes and 
condominiums are selling quickly within 

Edge-on-Hudson Earns National NAHB Awards

Artist’s rendering of the Edge-on-Hudson in Sleepy Hollow.

Edge-on-Hudson, and it's a testament to 
the incredible lifestyle offered to home 
buyers along the Hudson River water-
front that is more appealing than ever.”

Jim Tinson, CEO/partner, Hart How-
erton, added, “I think of Edge-on-Hud-
son as a gateway to the Hudson Valley, 
linking New York City to the south and 
the Palisades to the north. The architec-
ture of the homes and apartments, as 
well as the landscape and streetscape, 
captures the contrast of an urban and 
natural setting.”

Edge-on-Hudson, led by Master De-
velopers Biddle Real Estate Ventures 
and PCD Development, LLC, has as-

sembled a world class team to execute 
its vision for the largest undeveloped 
waterfront site along the Hudson River 
in the New York metro-area. Home and 
apartment builders at Edge-on-Hudson 
include Toll Brothers, Toll Brothers 
Apartment Living, and Hines. Hart How-
erton leads master plan architecture, 
and Nelson Byrd Woltz is providing 
landscape design. Additional planning 
and engineering services are provided 
by Divney Tung Schwalbe, with legal 
services from DelBello Donnellan Wein-
garten Wise & Wiederkehr LLP. 

Recent project milestones have 
included construction of apartments 
from Hines and Toll Brothers Apart-
ment Living, the first retail signing at the 
development (DeCicco & Sons Market) 
and the start of construction of the 
Sleepy Hollow RiverWalk, set to open 
as soon as the fall of 2021. During the 
past year, the first residents moved into 
townhomes by Toll Brothers at Edge-
on-Hudson, as the initial completed 
Brownstones collection townhomes 
and the first Lofts condominium building 
fully sold-out. Now, new townhome, loft 
condominium and apartment rentals 
at Edge-on-Hudson are set to come to 
market later this year.

NYACK—Corcoran Group, LLC an-
nounced on March 23 the launch of its 
newest affiliate, Corcoran Baer & McIn-
tosh, based in Nyack. 

The announcement was made via 
virtual appearance by Pamela Liebman, 
president and CEO of The Corcoran 
Group. This is the second Corcoran af-
filiate to launch since the start of the 
year—just weeks after the one-year 
anniversary of the successful launch of 
Corcoran's affiliate program.

Corcoran Baer & McIntosh special-
izes in locations across New York (Rock-
land and Orange counties) and northern 
New Jersey. With more than 50 agents 
across four offices, Corcoran Baer & Mc-
Intosh is led by Debbie Blankfort, with 
support from Adam Blankfort, the firm's 
technology specialist and leader of the 
“Ask Adam” team.

The firm was formerly affiliated with 
William Raveis Real Estate. According 
to its website Corcoran Baer & McIntosh 
has New York offices in Nyack, Piermont 
and in Warwick and in Northvale and 
Red Bank in New Jersey.

"Launching Corcoran Baer & McIn-
tosh is a perfect opportunity to expand 
our Northeast operations," said Corco-
ran’s Liebman. "I respect the dedication 
that Debbie and Adam have for our 
industry and am confident they will use 
that enthusiasm to continue to foster the 
best possible growth environment for all 
of their agents. I couldn't be happier to 
welcome them to the Corcoran family."

"Joining Corcoran was a no-brainer 
for us, because we always knew that 
we wanted to grow our business with 
truly exceptional people who possess 
integrity, intelligence, and a strong work 
ethic," said Debbie Blankfort, broker-
owner of Corcoran Baer & McIntosh. 
"Over the years, we've discussed how 
much we admired Corcoran and how 
we felt that our cultures were tightly 
aligned, so to be here today is a thrilling, 
full-circle moment. I have no doubt that 
our wonderful people, who are now part 
of the wider Corcoran community, will 
maintain this outlook as we continue to 
grow."

In September 2020, Legends Realty, 
after nearly 10 years as an affiliate of 
William Raveis Real Estate, joined The 
Corcoran Group, LLC. The brokerage 
firm, which has locations in Tarrytown, 
Briarcliff Manor and Irvington, now oper-
ates as Corcoran Legends Realty.

The Corcoran Group has been a 
leading residential real estate brand 
for nearly 50 years. Through its New 
York City, Hamptons, and South Florida 
brokerages, along with its rapidly grow-

Regional NY-NJ Brokerage Firm Baer & McIntosh
Now Affiliated with The Corcoran Group, LLC

Debbie Blankfort, broker-owner 
of Corcoran Baer & McIntosh

ing affiliate network, the firm is home 
to more than 100 offices and 4,200 in-
dependent salespersons in key urban, 
suburban, and resort markets nation-
wide. The Corcoran brand comprises 

both offices owned by a subsidiary of 
Realogy Brokerage Group LLC and fran-
chised offices, which are independently 
owned and operated. 
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Free Real Estate In-Depth

online edition and
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@ RealEstateInDepth.com
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WASHINGTON—Three in five residen-
tial (62%) and commercial (59%) Real-
tors selected a real estate career path 
on their own and a majority of them say 
self-motivation and good people and 
problem-solving skills are the most im-
portant traits for success, according to 
a new survey from the National Associa-
tion of Realtors released on March 30.

“NAR's Career Choices in Real Es-
tate: Through the Lens of Gender, Race 
and Sexual Orientation” report exam-
ined why members entered real estate, 
the skills most important for success, 
the typical number of transactions, 
sales volume and income. The report 
analyzed differences by gender, race, 
sexual orientation and real estate spe-
cialty—residential, commercial or both.

“Realtors from all walks of life share 
the common purpose of making a posi-
tive difference in communities across 
the country and delivering excellent ser-
vice to their clients,” said NAR President 
Charlie Oppler, a Realtor from Franklin 
Lakes, NJ, and the CEO of Prominent 
Properties Sotheby's International 
Realty. “As trusted advocates for con-
sumers, our members bring valuable 
insight and expertise to all aspects of 
residential and commercial real estate 
transactions.”

Interest in Real Estate
Members working exclusively in 

commercial real estate are more likely 
(26%) than residential members (16%) 
to have had a professional connection 
that helped them enter the industry. 
Residential members (26%), however, 
were twice as likely as commercial 
members (13%) to have been referred by 
a friend. Commercial members are more 

attracted to real estate because it's an 
entrepreneurial field when compared 
to residential members (52% vs. 47%). 
Three in four (76%) residential members 
are attracted by the flexible work hours 
and three in five (59%) are attracted by 
working with people.

Income
Among members working exclusive-

ly in residential real estate, the median 
gross personal income was $35,700 for 
men and $33,500 for women. By race 
and ethnic group, White/Caucasian 
members had the highest median gross 
personal income of $49,400, followed 
by Asian/Pacific Islander ($27,400), 
Hispanic/Latino ($26,600) and Black/
African-American members ($16,700).

White/Caucasian members were 
both the most likely (76%) to say that 
real estate is their only career and the 
least likely to say that they have another 
source of income (24%). Conversely, 

Black/African-American members made 
up the largest share of Realtors who had 
another job outside of real estate (50%) 
and the smallest share of Realtors who 
listed real estate as their only source of 
income (51%).

“Understanding income and transac-
tion differences among races, genders, 
and sexual orientation is step one, but 
the next step is learning why there are 
differences,” said Jessica Lautz, NAR 
vice president of demographics and 
behavioral insights. “For some, income 
may be lower as the typical home price 
in a neighborhood is lower, for others 
they may work only part-time and others 
may be new to the profession and have 
no ownership in the firm.”

Commercial specialists had a median 
gross personal income from real estate 
of $150,300, compared to $34,100 for 
residential specialists and $73,000 for 
dual specialists. The median income, 
however, does not capture the income 

distribution. As a testament to the highly 
entrepreneurial and competitive nature 
of the business, 66% of commercial 
Realtors and 21% of residential Realtors 
earned more than $100,000 in gross 
personal income in 2020.

Race and Ethnicity
At 10 years, the median tenure in 

residential real estate for White/Cauca-
sian members was at least twice that of 
Asian/Pacific Islander (five years), Black/
African-American (four years) and His-
panic/Latino members (four years).

The median number of residential 
transactions in 2020 for White/Cau-
casian members was seven, more 
than double the median number of 
residential transactions for Hispanic/
Latino (three), Black/African-American 
(two) and Asian/Pacific Islander (two) 
members.

White/Caucasian members reported 
the highest median residential sales 
volume in 2020 at $1,998,000, followed 
by Asian/Pacific Islander ($1,017,000), 
Hispanic/Latino ($766,500) and Black/
African-American members ($474,500).

Hispanic/Latino and White/Cau-
casian members—56% and 55%, re-
spectively—are more likely to work 
in the suburbs. The largest shares of 
members who work in small towns (18%) 
and rural areas (8%) are Asian/Pacific 
Islander. Black/African-American mem-
bers—37%—are the most likely to work 
in urban areas or cities.

Regarding difficulties in the first year 
of a residential real estate career, Black/
African-American members were the 
most likely—41%—to report having to 

Majority of Realtors Say Problem-Solving Skills
Are Most Important Traits to Achieve Success

Continued on next page
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work another job as a challenge. Asian/
Pacific Islander members were the most 
likely to cite finding clients (77%) and 
getting the proper training and educa-
tion (27%) as obstacles within their first 
year.

Nearly a quarter of Hispanic/Latino 
members (24%) and one in five Asian/
Pacific Islander members (20%) started 
their careers in real estate. Black/Afri-
can-American members were the most 
likely to report real estate as a second 
career path (54%).

Sexual Orientation
LGBTQ+ members were more likely 

to work in an urban area or city (42%) 
compared to straight/heterosexual 
members (27%), but less likely to work 
in the suburbs (39% vs. 50%) and small 
towns (9% vs. 14%). LGBTQ+ members 
were also more likely to be attracted 
to real estate because of interest in 
the field (69% vs. 63%) and the love of 
homes and homeownership (59% vs. 
52%). Larger shares of LGBTQ+ mem-
bers than straight/heterosexual mem-
bers said that problem-solving skills 
(81% vs. 75%), superior communication 
capabilities (76% vs. 66%), and sales 

and marketing acumen (54% vs. 47%) 
are needed to succeed in residential 
real estate.

The median number of residential 
transactions and sales volumes in 2020 
was five and $1,622,200, respectively, 
for LGBTQ+ members and four and 
$1,303,300 for straight/heterosexual 
members.

Among members working exclusive-
ly in residential real estate, the median 
gross personal income was $38,800 
for LGBTQ+ members and $34,100 for 
straight/heterosexual members.

In February 2021, NAR sent a sur-
vey to 208,000 members. A sample of 
18,209 members responded to the sur-
vey. It should be noted that to gather the 
sample of members, oversamples for 
each area were collected. As such, the 
overall shares of members are not rep-
resentative of NAR membership overall. 
However, the experiences, business 
practices and business experience of 
each individual group is representative 
of that group. The confidence interval 
at a 95% level of confidence is +/-0.72% 
based on a population of 1.4 million 
members.

Traits to Achieve Success
Continued from previous page

IDA Approves Incentives for $150M Cannabis Project in Warwick

*Restric�ons may apply. Call for details. 
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By John Jordan
NEW WINDSOR—At a special meeting 
of the newly constituted Board of Direc-
tors of the Orange County Industrial De-
velopment Agency on Tuesday, March 
30, the IDA Board voted to terminate 
the contracts of the managing director 
of the IDA and its Accelerator programs. 
On April 5, the chief executive officer of 
the IDA submitted her resignation.

The Orange County Industrial Devel-
opment Agency is currently operating 
under a cloud as its operations are be-
ing investigated by the Orange County 
District Attorney, in partnership with the 
New York State Comptroller’s Office, 
and the New Windsor Police Depart-
ment. In early March, the Orange Coun-
ty Legislature, frustrated over attempts 
to secure financial documents from the 
Orange County Industrial Development 
Agency, voted to remove the entire 
seven-member IDA Board of Directors. 

The newly constituted IDA Board at 
its March 30th special meeting voted 
4-1 with one abstention to terminate 
contracts for managing director services 
with Vincent Cozzolino (Orange County 
IDA Managing Director) and Galileo 
Technology Group of Kingston on a 
host of contracts with the agency and 
its affiliates. According to the resolution, 
approved by the IDA Board, Cozzolino/
Galileo Technology Group Inc. was paid 
an annual salary of $70,000 a year 
as managing director of the Orange 
County Industrial Development Agency. 

The IDA also terminated contracts 
for managing director services that paid 
Galileo Technology Group: $80,000 
for the Orange County Business Ac-
celerator; $72,000 for the Middletown 
Accelerator campus; $72,000 for the 
Newburgh and New Windsor Accelera-
tor campuses; $72,000 for the Warwick 
Accelerator campus; $72,000 for the 
Highland Falls Accelerator campus 
and a $125-an-hour fee not to exceed 
$300,000 for services relating to the 
Accelerator’s Without Walls program. 
Not including fees for the Without Walls 
program, Galileo Technology Group 
earned a total of $438,000 in annual 
payments for managing director ser-

vices for the IDA and the various Accel-
erator locations. 

The Board also approved a reso-
lution by a 5-1 vote to have Orange 
County Attorney Langdon Chapman 
coordinate legal services of the various 
legal counsels engaged by the IDA. The 
Board, by a 6-0 vote, approved having 
Orange County Economic Development 
Director Bill Fioravanti handle economic 
development responsibilities at the IDA. 

On April 5, Orange County IDA Chief 
Executive Officer Laurie Villasuso re-
signed from her post after nearly a de-
cade with the organization.

Villasuso in a statement released 
to Real Estate In-Depth, stated, “I have 
enjoyed my nearly 10 years in service 
to the IDA, and am deeply proud of the 
work I have done for the economic de-
velopment of Orange County. However, 
in light of the recent change of direction 
at the IDA, and uncertainty surrounding 
my role within the present makeup of 
the organization, I have decided to re-
sign from my position as the CEO of the 
Orange County IDA.”

Justin Rodriguez, spokesman for Or-
ange County Executive Steve Neuhaus, 
said of the IDA actions in late March, 
“County staff will serve the IDA on a 
temporary basis at the request of the 
new IDA Board. The IDA will work to be 
a strong and vital partner in support of 
creating quality jobs for Orange County 
while having an efficiently run opera-
tion. Orange County is ideally situated 
for companies that want a high quality 
workforce, great transportation network 
and far lower costs than the immediate 
metropolitan area.”

The IDA Board also elected Mike 
Torelli as its chairman; John Douthit as 
vice chairman; Tyler Etzel as second 
vice chairman; Leslie Pierri as secre-
tary and Vincent Odock as assistant 
secretary. The Board also announced 
assignments to its Audit, Governance, 
Accelerator and Human Resources 
committees.

Major Cannabis Project Secures 
Incentives

The Board also approved incentives 
for a $150-million cannabis cultivation, 

extraction and manu-
facturing facility project 
at the Warwick Office & 
Technology Corporate 
Park to be developed 
by  Ch icago-based 
Green Thumb Indus-
tries. The approval by 
a 5-0 vote with one ab-
stention came the night 
before Gov. Andrew 
Cuomo signed a bill 
legalizing recreational 
marijuana for those 21 
year of age and older. 

Rebecca Brown, Market President/
New York for Green Thumb Industries, 
said at the IDA session that once all 
approvals are secured, the firm would 
move ahead with the first phase of 
the project that will involve more than 
$30 million in construction costs, ap-
proximately $8 million in the purchase 
of equipment and fixtures, as well as 
the cost of acquisition of the 38.1-acre 
parcel. 

The total project will involve the con-
struction of more than 400,000 square 
feet of new industrial space. According 
to IDA documents, the firm expects the 
project to create more than 175 jobs in 
its first three years of operation. The IDA 
approved incentives as well as a 15-year 
PILOT for the project. 

Green Thumb Industries spokesper-
son Linda Marsicano said of the IDA’s 
approval of incentives, “We are grate-
ful for the Warwick community for their 
support in the approval of the proposed 
tax incentives for what we hope will be 
the future home of our New York cultiva-

tion facility. It’s especially meaningful to 
have Green Thumb's Warwick facility 
incentives application approved on the 
same day the New York state legisla-
ture passed adult-use legislation that 
will provide New Yorkers 21 and over 
access to well-being via safe and regu-
lated cannabis products while advanc-
ing social equity and criminal justice 
reforms.”

She added, “Green Thumb looks 
forward to creating more jobs and tax 
revenue while giving back to the com-
munity in ways that will make a positive 
impact. It’s fitting that a former prison 
that incarcerated people for cannabis 
during the failed war on drugs could 
now employ people to make cannabis 
products that can help people feel bet-
ter and improve quality of life. We are 
hopeful Green Thumb will receive all of 
the necessary regulatory approvals to 
move forward.”

No timeframe on when construc-
tion on the project could begin was 
released.

UPDATE: Orange County IDA Board of Directors Terminates 
Managing Director, CEO Resigns
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J. Philip Real Estate announced recently that it had added 13 new and seasoned 
agents to its expanding real estate sales team. 

New agents in the brokerage firm’s Westchester and Putnam offices include: Bri-
arcliff Office Agents: Joshua Gilchrest, Tim Judge, Jenifer Ross and James Shal-
ley; Pelham Office Agents: Lillian Backer, Vincent Bonanno, Danielle DiMichele 
and Teodoro Thimodent; Mahopac Office Agents (Putnam County): Marci Bendel; 
Olivia Diaz, Keri Kenny, Austin Pritz and Tori Weissleder.

Jill Varricchio, the former president of the Putnam County Economic Develop-
ment Corporation, has joined Cushman Wakefield/ Pyramid Brokerage in New-
burgh as a licensed New York State real estate agent.

At the PCEDC, Varricchio facilitated International Distillery’s purchase and build-
ing of its $40-million facility in Carmel. As the owner and 
president of a promotional products distributorship and 
direct mail services for over 20 years, she developed 
and implemented national marketing campaigns, com-
pany stores and corporate programs for national and 
international corporations and associations.

Varricchio has been Chief Advancement Officer for 
Independent Living, chaired the Orange County Cham-
ber of Commerce, Junior Achievement of the Hudson 
Valley, was on the SUNY Orange Foundation Board 
and is currently a director on the four county Dispute 
Resolution Center.  She has a BA from Northeastern Uni-
versity, Master’s degree in Education & Counseling from 
Springfield College and is a graduate of The Leadership 
Orange institute where she was awarded Leader of the 
Year.

Patricia Keegan, longtime aide to former U.S. Rep. 
Nita Lowey, has joined the Westchester County De-
partment of Social Services as Assistant to Commis-
sioner Leonard Townes, and will work on internal and 
external communications. Keegan served for more 
than 26 years as District Director to Congresswoman 
Nita Lowey, supervising constituent services and com-
munity outreach in her two offices in Westchester and 
Rockland, until the Congresswoman retired in January. 
Prior to that, she was Director of Communications for 
the New York State Education Department and also 
previously worked as a reporter and editor for the then 
Gannett Westchester Newspapers

Christie’s International Real Estate Westchester | 
Hudson Valley, announced recently that Diane DeAn-
gelis has joined the company in the Rockland Sales Gal-
lery based in New City. 

DeAngelis is a licensed real estate salesperson in 
New York and a Realtor-Associate in New Jersey and 
has more than 16 years of experience in the real estate 
industry. She has lived in and owned properties in North-
ern Bergen County, Rockland County, and Brooklyn 
communities while accumulating the local knowledge 
and insights that only a lifetime resident can provide. Her 
senior clients have benefited from her Senior Real Estate 
Specialist Designation.

Howard Hanna | Rand Realty has announced that 
Gabriela Matamoros has joined the firm’s New Windsor 
office as a licensed real estate salesperson. Matamoros 
has more than eight years’ experience in the sales in-
dustry. Her earlier background includes selling cars for 
multiple dealerships. She has a Bachelor’s degree in 
Communications and History.

James Marshal, a U.S. Naval Vet and a former Exec-
utive of Verizon Wireless, based in Basking Ridge, NJ, 
has joined R2M Realty. Marshall is an active member of 
Grace Episcopal Church and the Nyack Branch of the 
NAACP. He is the former president of the Central Nyack 
Civic Association and has served as a mentor for the 
Nyack Middle School SOAR mentorship program. He 
currently volunteers for the Rockland YMCA SUITS pro-
gram. He holds a Bachelor of Science in Organizational 
Management and a Master’s in Business Administration 
from Nyack College.

KZA Realty Group, a commercial real estate agency 
based in the Bronx, has recently welcomed Westchester 
County - based Karen Mayo as the newest sales mem-
ber to its team. 

Mayo’s passion for real estate began with her role 
at SLH Mortgage, where she served as one of the com-
pany’s top senior loan officers. In her role, she gathered 
valuable insight to the home loan process by getting 
first-hand experience processing underwriting docu-
ments. That, along with her natural aptitude for aiding 
clients, propelled her to be one of the company’s top 10 
loan officers for two years in a row. 

Shortly after, she accepted a role as a Home Mort-
gage Consultant for Wells Fargo where she continued 
to oversee all facets of the home-loan process. During 
this time, she realized the importance of tailoring her 
products to the financial profiles of her clients, and soon developed a system that 
identified their long-term goals and matched them with the best home loan option. 
This system allowed her to specialize as a Private Mortgage Banker for Home Sav-
ings of America, where she educated high status clients on solutions to purchase or 
refinance the home of their dreams. In 2011, she decided to pursue other facets of 
the real estate market by becoming an Assistant Office and Project Manager for a 
construction company. She became a licensed real estate Agent in 2013, where she 
showed residential properties and successfully advised homebuyers on purchase 
procedures for the next seven years. 

Maureen Connolly of Shrub Oak, an Associate Real 
Estate Broker with Coldwell Banker Realty, has been 
named to the company’s International President’s Elite. 
Only the top 3% of all sales associates worldwide in the 
Coldwell Banker system qualified for this distinguished 
group. 

Connolly has 19 years of experience in real estate, 
and along with being named as a President’s Elite win-
ner, she has been named Best of HomeLight for 2020 
and was the recipient of the 2020 HomeLight Sells 
Homes Fast award. Her designations include CRE 
(Counselor of Real Estate), SRES (Senior Real Estate 
Specialist), CBR (Certified Buyer Representative), and 
ASP (Accredited Staging Professional). She is a Global 
Luxury Specialist. 
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SPOTLIGHT ON 

UPDATE
APRIL  2021

By Mary Prenon
WHITE PLAINS—The Hudson Gateway 
Association of Realtors has announced 
it is launching its “Fair Housing Chal-
lenge” initiative in observance of the 

U.S. Housing and Urban Development’s 
“National Fair Housing Month” for April.

HGAR’s “Fair Housing Challenge” 
has been distributed to its 13,000 Real-
tor members stretching from Manhattan 
to Orange County, and consists of three 
segments—a simulated exercise in fair 
housing, an Implicit Bias Training video 
and an “At Home with Diversity” online 
certification course.  

“As an association, we are commit-
ted to ensuring that all of our members 
practice fair housing in all of their trans-
actions,” said Crystal Hawkins-Syska, 
HGAR President. “In fact, our theme this 
year is ‘the American Promise,’ which 

represents our dedication to helping all 
people realize the American dream of 
home ownership.”

In the “Fairhaven” online simulation, 
provided by the National As-
sociation of Realtors, mem-
bers visit this fictional town, 
playing the role of an agent 
working against the clock to 
close four deals.  As they inter-
act with clients and colleagues 
in each scenario, they will con-
front some form of discrimina-
tion—based on race, national 
origin, disability, familial status, 
sexual orientation or gender 

identity. The scenarios in Fairhaven 
are inspired by real fair housing cases, 
and by conversations held with NAR 
members.  

The Implicit Bias Training video helps 
Realtors understand how our uncon-
scious brains categorize information 
and stereotypes, and offers practical 
tools to override hidden biases. The 
workshop offers many "de-biasing" 
practices that not only help to reduce 
bias, but also improve relationships with 
people.

Finally, the “At Home with Diversity” 
(AHWD) certification course teaches 
Realtors how to work effectively with 

HGAR Launches ‘Fair Housing Challenge’ Initiative
In Observance of National Fair Housing Month

diverse populations and build business 
success in today’s multicultural real es-
tate market.  

“Our association has always believed 
in educating our Realtors about the 
vital importance of fair housing and we 
remain committed to upholding the prin-
ciples of the Fair Housing Act,” added 
Richard Haggerty, HGAR CEO. 

HUD’s campaign includes efforts to 
end housing discrimination and raise 
awareness for fair housing rights in 
communities throughout the nation.

In 2018, the Fair Housing Act cel-
ebrated its 50th anniversary. The legis-
lation is designed to protect Americans 

from discrimination in the sale, rental 
and financing of housing based on 
color, race, national origin, religion, sex, 
sexual orientation, disability and family 
status.

HGAR will be holding a Fair Housing 
Summit via Zoom on April 29, 9 a.m.  to 
1 p.m. For more information go to hgar.
com.

The Hudson Gateway Association of 
Realtors is a not-for-profit trade associa-
tion representing more than 13,000 real 
estate professionals in Manhattan, the 
Bronx, Westchester, Putnam, Rockland 
and Orange counties. 

2021 HGAR RPAC HONOR ROLL 
as recorded by NYSAR to April, 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, Café Realty, 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, Briarcliff Manor

 
President’s Club $500-$999

Carmen Bauman, Green Grass Real Estate Corp., Bronxville
Teresa Belmore, Keller Williams NY Realty, White Plains

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

Lynette Browne, Tony D’Anzica, Mark Engel, Mary Kingsley, Tana McGuire, Elisa 
Bruno Midili, Mary Prenon, Philip Weiden, Maria Weiss, Joey Williams 

 Recap of Contributions Year to Date** 
TOTAL:  $146,805 58% towards goal 

With 3,436 contributors 83% towards participation goal. 
Goal:  $255,201 from 4,103 contributors for a total of 36% of membership 

By Mary T. Prenon
Catherine Borgia has been well-

known throughout Westchester County 
for the past 10 years as a Westchester 
County Legislator serving the Ossining, 
Briarlcliff Manor, Croton-on-Hudson, 
Cortlandt and Peekskill areas. 

Before that, she served as chief of 
staff for Assemblywoman Sandy Galef 
for nine years and was also the Ossin-
ing Town Supervisor for three years and 
Ossining Village Board member for four 
years.

However, what you may not know 
about Borgia is that for the past four 
years she has also been a Realtor, cur-
rently working with Keller Williams NY 
Realty in White Plains. “I’ve always been 
an advocate for people, so I guess that’s 
what attracted me to real estate,” she 
said. “It’s another way to continue serv-
ing people. I know a lot about Westches-
ter communities and it’s exciting to be 
part of significant moments in people’s 
lives.”

Borgia has been involved in public 
service since 2002, when she began 
to intern in Assemblywoman Galef ’s 
Ossining office. “I had known Sandy 
through the Ossining Food Panty and 
when the opportunity to volunteer in her 
office came up, I took it,” recalled Bor-
gia. “I also wanted to get more involved 
with issues like child care and welfare 
reform.”

Once her two daughters were in 
school, Borgia’s volunteering efforts 
morphed into a full-time position and 
eventually, she became Galef’s chief of 
staff. “I think what makes Sandy differ-
ent is that she always listens to various 
opinions,” explained Borgia. “She’s very 

fair and if new facts come out about an 
issue, she’s not afraid to change her 
mind.”

These days Borgia juggles her real 
estate career with her part-time role as 
a County Legislator. While listing and 
selling homes, she is also the primary 
sponsor of legislation that would require 
co-op boards to provide a reason for 
denial of a potential buyer’s applica-
tion. This bill would amend the current 
Westchester County law that requires 
co-op boards to either approve or reject 
applications within 60 days. 

Currently, rejections are forwarded to 
the Westchester County Human Rights 
Commission, but do not require the co-
op boards to provide a reason for the 
rejections.

HGAR has been a constant advocate 

An Advocate for the People

Catherine Borgia

Continued in sec. 2, page 3
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BOARDROOM REPORT

Continued on page 21

Designated Realtor
Jason Christie
Polaris Homes LLC
2198 Cruger Ave., #4B
Bronx, NY 10462
347-703-6225

Sophia T. Coombs
Golden Doors Realty Corp
120 Kenilworth Place
Brooklyn, NY 11210
914-667-2581

** Curtis Darragh
Legacy Land & Homes LLC
17 Collegeview Ave., Building
Poughkeepsie, NY 12603
845-206-9462

Alejandra Lopez
94 Second Street
New Rochelle, NY 10801
914-497-1435

Guerys Mojica
Safeway Realty Corp
43 Westchester Sq., 2nd Fl
Bronx, NY 10461
718-824-8301

Emmanuel O. Okoro
Prime Realty and Associates
2242 Light St. Ste Portacarbin
Bronx, NY 10466
718-882-2228

Kirk O. Orseck
Mountain Equity LLC
1924 State Route 52
Liberty, NY 12754
845-807-8135

HGAR Management, Financial & Membership Reports
President Crystal Hawkins-Syska presented the President’s Report, welcomed 

the new and existing Officers and Directors, and expressed her excitement to 
lead the organization in 2021.

CEO Richard Haggerty presented the CEO’s Report, reviewing some of the ac-
complishments and challenges of 2020 and looking forward to 2021.

CEO Haggerty presented an overview of the HGAR organizational structure 
and history to the Directors and Officers.  CEO Haggerty also provided a descrip-
tion of HGAR’s subsidiary entities, namely OneKey MLS, The Hudson Gateway 
Realtor Foundation, Inc, and the Hudson Gateway Multiple Listing Service, Inc.

Treasurer Carmen Bauman and CEO Haggerty presented a detailed overview 
of the HGAR financial systems and protocols.  Treasurer Bauman and CEO Hag-
gerty discussed a variety of issues (e.g., Quarterly Review of HGAR Financial 
Statements, Annual Audit, HGAR’s Financial Historical Perspectives, Reserves, 
Monthly Cash Reports, Investment Policy Statement, Items of Incomes and Ex-
penses, 2021 HGAR Budget, etc.).

HGAR Outside Counsel John Dolgetta, Esq. presented an extensive legal over-
view of the fiduciary duties of Officers and Directors. Attorney Dolgetta reviewed 
the various forms provided to the Officers and Directors each year relating to 
fiduciary duties and other legal issues.

HGAR Treasurer Bauman presented the Treasurer’s Report for January, which 
was approved for filing by the Directors.

Chair of the Nominating Committee Ronald Garafalo reported that there were 
two vacancies on the Board of Trustees of the Hudson Gateway Realtor Founda-
tion and that the Nominating Committee recommended the following individuals 
to fill said vacant positions: Gail Fattizzi as Vice President (with a term expiring on 
Dec. 31, 2021) and Ralph Gabay as Trustee (with a term expiring on Dec. 31, 2021), 
and the Directors approved

CEO Haggerty reported on HGAR’s Dues Receipts Report and observed that 
there was more dues payment activity than ever before this early in the year, 
which is a positive trend for 2021. CEO Haggerty indicated that HGAR was in a 
very good financial position starting off the new year.

Professional Standards
In-House Counsel Brian Levine presented to the Officers and Directors an 

overview of the Directors’ responsibilities in Professional Standards Enforcement.
Attorney Levine then presented the Ethics Decision designated 269-E, which 

was provided to each of the Directors prior to the meeting. After review and dis-
cussion, the Directors affirmed the recommendations of the Hearing Panel in this 
matter. 

Additional Business
President and Chair of the Diversity Task Force Hawkins-Syska presented an 

update on the work of the Diversity Task Force.
CEO Haggerty noted that President Hawkins-Syska had appointed Past Presi-

dent Gail Fattizzi as the Executive Committee Liaison to the newly formed Office 
Space Assessment Work Group, which would assess the use and costs of the 
current office spaces leased by HGAR, as well as an assessment of the building 
in the Bronx which was acquired in 2020 as part of the merger with the Bronx-
Manhattan Association of Realtors, Inc. 

Chair of the Policies and Procedures Task Force Garafalo reported to the Board 
of Directors that the Policies and Procedures Task Force has been working on a 
draft Policies and Procedures Manual and that the draft would be provided to the 
Directors for their review in the near future. 

Immediate Past President Fattizzi reported on the Leadership Accelerator 
Program.

President Hawkins-Syska reported that there would a meeting of all Commit-
tee Chairs and Vice Chairs on Feb. 2, 2021. A list of all Chairs and Vice Chairs was 
provided to the Directors and Officers. 

Boards of Directors
Hudson Gateway Association of Realtors, Inc. 
January 20, 2021 via Zoom 

Sheila Y. Samuels
LahCriss Realty LLC
11 West Prospect Ave., 3rd FL
Mount Vernon, NY 10550
914-315-9702

** Charles Tanner
Chuck LLC
9888 W Belleview Ave, #5102
Denver, CO 80123
512-825-4758

Affiliate
Felicia Diaram
Shleppers Moving & Storage
434 East 165th Street
Bronx, NY 10456
212-223-4004

** Lynn Doremus
Trustco Bank
100 Clearbrook Rd.
Elmsford, NY 10523
914-715-0449

Laura Nally
Wallauer Paint & Design
30 Virginia Road
White Plains, NY 10603
914-948-4000

** Fuad Payman
Trustco Bank
100 Clearbrook Rd.
Elmsford, NY 10523
914-715-0449

James Slattery
Slattery Energy Consulting
583 Ocean Ave

Massapequa, NY 11758
516-551-4007

Steven Steele
CSE Inspection Services
P.O. Box 133
Slate Hill, NY 10973
845-672-5074

** Theresa Steele
CSE Inspection Services
P.O. Box 133
Slate Hill, NY 10973
845-672-5074

** Anthony Stigliano
Trustco Bank
100 Clearbrook Rd.
Elmsford, NY 10523
914-715-0449

Realtor
Jeff Adler
Douglas Elliman Real Estate, Armonk

Yasmin Akhavan
Douglas Elliman Real Estate, Scarsdale

William Alford
Century 21 Kafcos Realty

Stuart Alper
Julia B Fee Sotheby’s International Realty, Rye

Katelyn M. Andrade
Houlihan Lawrence, Inc., Irvington

Elizabeth A. Arias
Houlihan Lawrence, Inc., Jefferson Valley

Lucas K. Attebery
Howard Hanna Rand Realty, Nyack

** Mark R. Avery
Berkshire Hathaway HomeServices New England Proper-
ties, Ridgefield, CT

Mohammed Badimah
Coldwell Banker Realty, White Plains

Kelley Baine
Compass Greater NY, LLC, Rye

** Meera Banta
Kinard Realty Group

Omar Barragan
Corcoran Baer & McIntosh, Nyack

** Gustavo Barrera
Keller Williams Hudson Valley, New City

Jack Becker
Douglas Elliman Real Estate, Armonk

Rose Bernard
Century 21 Future Homes Realty, Bronx

** Alyssa S. Bernstein
Berkshire Hathaway HomeServices New England 
Properties, Wallingford, CT

Merle C. Blanchette
Howard Hanna Rand Realty, New Windsor

Abass Braimah
R A S Equity Partners

Yekaterina Brinkman
William Raveis- New York LLC, Rye

Kisha N. Brown-Clarke
R2M Realty Inc., Pearl River

Vincent Buccieri
Today Realty Corp.

Jorge Hollingsworth
Hollingsworth Real Estate Group

Alison Calvello
Park Sterling Realty

Esteban J. Caminero
Pantiga Group Inc.

** Kayla Camstra
Country House Realty, Inc.

Lisa Candela
Keller Williams Realty, Chester

William Carswell
Exp Realty, White Plains

James Cavalari
Stone’s Agency Inc.

Suzan Chambers
DKC Realty Group LLC

Dan Cherner
Coldwell Banker Realty, Rye

Natasa M. Chesnes
Today Realty Corp.

** John A. Chopourian
Berkshire Hathaway HomeServices New England 
Properties, Ridgefield, CT

Claudia B. Cloward
Future Vision Real Estate

Skylar Como
Keller Williams Realty, Chester 

** Randy Concepcion
Exp Realty, White Plains

Edwin Contreras
Safeway Realty Corp.

Soleil D. Corcoran
Houlihan Lawrence Inc., Larchmont

Katherine P. Cornacchia
Keller Williams NY Realty

Diego Correa
Besmatch Real Estate

Ana Coste
Exp Realty, Yonkers

Juan Coste
Safeway Realty Corp.

Rene M. Crow
Keller Williams Realty, Chester

Dylan A. D’Onofrio
Berkshire Hathaway Home Services Westchester 
Properties, Larchmont

Alexandra De La Cruz
Century 21 Future Homes Realty, Bronx

** Nadine Desposati
Coldwell Banker Realty, Katonah

Juan Diaz
Safeway Realty Corp.

Warren T. Dillon
Keller Williams Realty Partner, Baldwin Place

Josephine Dominguez
Essential Realty Group LLC

Dawn DosSantos
Berkshire Hathaway Home Services Westchester 
Properties, Rye

Sherman Drewry
At Home With Yara Realty

Shuriah Eldridge
Exit Realty Premium

Yanina I. Evans
Keller Williams Realty NYC Group

Raul Facenda
Exp Realty, White Plains

Ashley Farr Regan
Houlihan Lawrence, Inc., Chappaqua

Christine Favata
Corcoran Baer & McIntosh, Nyack

Mario J. Feliz
Motivated Access Realty Corp.

** Allison Feinberg
Terrie OConnor Realtors

Richard T. Fitzsimmons
William Raveis- New York, LLC, Somers

** Erica L. Flores
Keller Williams Realty, Ridgefield, CT

Lisa Frese
Coldwell Banker Realty, Katonah

Chayim Fried
Keller Williams Hudson Valley, Middletown

Jonathan Gal
Keller Williams Hudson Valley, New City

Alexandria Garcia
Exp Realty, White Plains

Yosseline E. Genao
Exp Realty, White Plains

Joseph Girolamo
CS Realty Relocation Service

Theresa Gjeloshi
Keller Williams Hudson Valley, New City

Holly Gluck
Berkshire Hathaway Home Services Westchester 
Properties, Rye

Juan Goris
Safeway Realty Corp.

Lisa Guercia
Century 21 E & M Williams Realty

Anthony S. Hall
Your America Dream Home Realty

Angela Hardisty
Sams Realty

** Dana Heffler
K. Fortuna Realty, Inc.

Ashley Hernandez
Keller Williams Realty, Chester 

Francesca Herschmann
Q Home Sales

Nicole Hoffman
Coldwell Banker Realty, Rye

Shaun Horton
Keller Williams Realty NYC Group

Ardit Hysaj
Link NY Realty

Katherine Ibarrondo
Keller Williams Realty Partner, Baldwin Place

Daniella Ingenito
Houlihan Lawrence, Inc., White Plains

Erva Isaac
Weichert Realtors, Nanuet

** Christine Joy
Century 21 Alliance Realty Group

Jodi L. Kirschbaum
John Edwards Real Estate, Inc.

Chelsea Kirstein
Coldwell Banker Realty, Katonah

Nicole Lake
Sams Realty

Julia Lear
Coldwell Banker Realty, Nanuet

Alyssa C. Lerner
Madison Allied LLC

Yonasan Leventhal
Westrock Appraisal Services

Nicholas E. Madden
William Raveis- New York LLC

Francisco Malave
Curasi Realty, Inc., Montgomery

Damon Malcolm
Weichert Realtors, Larchmont

Ellen Mancuso
Coldwell Banker Realty, Pleasantville

Richard F. Maraday
Curasi Realty, Inc., Montgomery

** Christopher Marchese
Scalzo Group, Inc.

Michael Mariani
Patricia Forgione’s Realty

Chris Marquez
Chase Real Properties LLC

Joseph A. Mayo
Exp Realty, White Plains

Joseph T. McCausland
Curasi Realty, Inc., Montgomery

Roisin T. McEnroe
Keller Williams Hudson Valley, New City

Tanya McLean
Corcoran Legends Realty, Briarcliff Manor

Heather Mctaggart
Hollingsworth Real Estate Group

Kaitlin Miller
Compass Greater NY, LLC, Rye Brook

** Janet K. Milligan
Sotheby’s International Realty

Dr. Sergio M. Montolio
Grand Lux Realty, Inc.

Noel Morales
Keller Williams Realty, Chester

Please welcome the new members in your area.
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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 
 

 

 

  May 2021 
        Zoom Course Calendar 

 

May 1-       Ethiquette – Ethics & 1 hr. Agency* with Katheryn DeClerck (Saturday Course!) 

May 4-       Matrix 1: Introduction to Matrix*   

May 5-       Overlooking the Obvious- It’s Right Under Your Nose* with David Moore  

May 6-       RPR 203: Building Needed Inventory Utilizing RPR* with Katheryn DeClerck 

May 7-       Sales Remedial or Gap Course – 30 hrs. with Varied Instructors (Weekend/Daytime Accelerated) 

Stigmatized Properties with 1 hr. of Agency* with Roberta Bangs 

May 10-     Pricing Strategies For Listings and Listing Presentations* with Katheryn DeClerck 

May 11-     CORE Day* with Dorothy Botsoe   

  Matrix 2: The Next Step into Matrix*  

May 13-     Diversity, Equity and Inclusion* with Dorothy Botsoe 

May 17-     CIPS: The Americas & International Real Estate  

                  HomeSnap: How to Provide Exceptional Service w/Fastest Growing Mobile Platform* with Katheryn DeClerck 

 Sales Remedial or Gap Course – 30 hrs. with Varied Instructors  

May 18-     Human Rights and Fair Housing* with Dorothy Botsoe 

  Matrix 3: Matrix to the Max*  

May 19-     Ethical Business Practices* with Peter Mallon 

May 20-     Agency Update/CORE Requirement* with Carole McCann 

                    Legal Update* with William O’Keeffe 

                    RPR 301: RPR Advances: Utilizing the Power of RPR to Stand Out* with Katheryn DeClerck 

May 24-     45 hr. Broker Class- Fair Housing & 1 hr. of Agency with Varied Instructors  

                    Explicit (Conscious) and Implicit (Unconscious) Bias* with Dorothy Botsoe 

May 25-     Instanet Forms & Authentisign* with Katheryn DeClerck 

Accelerated 75 Hour Sales Pre-Licensing Qualifying Course 
April 23rd – May 23rd 

Fridays, Saturdays & Sundays, 9:00am – 4:00pm 
hgar.com/find-a-class 

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 
 

APRIL

April 22

CID/Women in Commercial Real Estate: 
Millennials & Gen-Xer’s Rising
Via Zoom, 10:00AM – 11:30AM

April 23

CID: Westchester IDA Proposed 
New Labor Policy 
Via Zoom, 10:00AM – 11:00 AM

April 27

Virtual Lobby Day
Register at NYSAR.com,
 8:00AM – 5:00PM

April 28

Breakfast with Benefits: 
“Organization & Moving Made Simple.”
Via Zoom, 9:30AM – 10:30AM

April 29

HGAR Fair Housing Summit
Via Zoom, 9:00AM – 1:00PM

MAY
May 3 – 14
2021 REALTOR® Legislative Meetings
Virtual

May 4

HG Realtor Foundation Fundraiser: 
Cinco de Mayo Event
5:30PM - 7:30PM

Breakfast with Benefits: “Listings, List-
ings, Listings.”
Via Zoom, AM Session: 9:30AM - 
10:30AM, PM Session: 1:00PM - 2:30PM

May 6

HGAR Leadership Accelerator Program 
Information Session 
Via Zoom, 11:00AM – 12:00PM

May 13

Breakfast with Benefits:
 “Splashy Summer Design Trends.”
Via Zoom, 9:30AM – 10:30AM

“Getting the Deal Done”, Be Your Best 
Series: The Latest on the Luxury Market 
Via Zoom, 12:00 Noon – 1:00 PM

RPAC Fundraiser: Comedy Night 
Via Zoom, 6:30PM - 7:30PM

May 19

HGAR Board of Directors
Via Zoom, 10:00AM – 12:00PM
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BARRISTER’S 
BRIEFING
By Brian S. Levine, Esq

LEGISLATIVE
AFFAIRS
By Philip Weiden

Working
from home?

Allan Block Insurance
Tarrytown,  NY
sales@ambins.com
(914)  631-4353

w w w . a l l a n b l o c k i n s u r a n c e . c o m

Make sure you've got
Cyber Insurance.

Get the Proof: Ensuring 
Your Offer is Presented 

People are out and ready to buy. Offers are coming in by the boatload. Highest 
and best is the order of the day. Today, the market is hot and, as a result, I am get-
ting calls and e-mails about the presentation of offers. Sometimes concern arises 
after a cooperating agent learns that the listing broker has the buyer/tenant with 
the accepted offer. Other times the concern comes from a cooperating agent that 
is certain they had the best offer, and they didn’t get the deal. Still other concerns 
arise when there is a question of possible discrimination. Either way, the inquiry 
and request for guidance often comes too late. So, this article will look at the best 
practices for ensuring that your offer is properly presented.

OneKey MLS Offer Acknowledgment Form
And the Sworn Declaration Statement

OneKey MLS Rules and Procedures Section 406 provides a mechanism for a 
cooperating agent to confirm that their offer was presented. Under Rule 406.1 a 
cooperating broker can submit with an offer a request for completion of an Offer 
Acknowledgment Form. This form sets forth the terms and conditions of the of-
fer and provides for signed acknowledgement from the owner that the offer was 
presented. This form is then returned to the cooperating agent. (See Rule 406.2, 
406.3). If the owner refuses or is unable to sign the Offer Acknowledgment Form, 
then the listing agent (or any other licensee of the office) must provide a Sworn Dec-
laration Statement to the cooperating broker stating that the offer was presented to 
the owner. (See Rule 406.4). 

Timing and Fines
Most importantly, under Rule 406.5, either the Offer Acknowledgment Form 

or the Declaration Statement must be returned to the cooperating broker within 
two hours. Even if an offer is presented without a request for the completion of the 
above forms, a cooperating broker may still make the request at some point after 
the offer is presented. The only difference is that the listing agent must provide the 
appropriate documentation within 24 hours.

If the listing agent fails to timely provide the executed documents, the cooperat-
ing broker may contact a Rules Enforcement Facilitator for assistance. Failure to 
provide the documents to the Facilitator will prompt an automatic fine of $250, 
which will double to $500 if it is not resolved in one day. The fine will increase to 

$750 if not resolved within three days and can rise to $1,500 if not resolved within 
five or more days (or it may be referred to the MLS Rules Enforcement Committee 
for a hearing).

Code of Ethics Affirmation of Presentation
The OneKey Rules and Procedures isn’t the only vehicle through which a coop-

erating broker can request proof of an offer presentation. The Code of Ethics under 
Article 1, Standard of Practice 1-7 states:

Under written request of a cooperating broker who submits an offer to the listing 
broker, the listing broker shall provide, as soon as practical, a written affirmation 
to the cooperating broker stating that the offer has been submitted to the seller/
landlord, or a written notification that the seller/landlord has waived the obligation 
to have the offer presented.

Under this provision, when a cooperating broker presents an offer, similar to the 
OneKey Rules and Procedures, they can request that an affirmation be filled out by 
the agent attesting that the offer was presented. The response must be given “as 
soon as practical” and this may be interpreted as referencing the timing of OneKey 
Rule 406.5 (either two hours or 24 hours, whichever is applicable). Failure to pro-
vide the response, or a written notice from the seller/landlord that they have waived 
the obligation to have offers presented, within this time period may be deemed a 
violation of the Code of Ethics and subject the offending party to discipline that can 
range for a letter of warning, to up to a $15,000 fine, and possible membership or 
MLS suspension. 

Cooperating Broker’s Right to Present Offers
A little known and rarely used OneKey MLS Rules and Procedures provision 

provides one additional way a cooperating broker may confirm that their offer is 
presented. Under Rule 405.4 a cooperating broker (or representative) has the right 
to “participate in the presentation to the seller or lessor of any offer he secures to 
purchase or lease, unless instructed otherwise by the seller in writing.” This provi-
sion means that the cooperating broker can physically be present if the listing broker 
presents the offer in person. If the offer is being presented via e-mail, the cooperat-
ing broker must be cc’d. If the offer is being presented over the phone, the cooperat-
ing broker must be on that call. Through this provision, the cooperating broker can 
confirm that not only was the offer presented, but that it was presented objectively 
(Code of Ethics Article 1, Standard of Practice 1-6 requires all offers to be presented 
objectively). If, the seller or lessor has waived this right in writing, the cooperating 
broker must be provided a copy of this writing within two hours of the request.

What this provision does not permit is that the cooperating broker can dictate 
when the offer or how the offer is presented. It also does not permit the cooperating 
broker to be present for any discussions or evaluations of that offer. 

Conclusion 
The OneKey MLS Offer Acknowledgment Form and the Sworn Declaration 

Statement can be found on the HGAR website under Resources/Document Library/
MLS Listing Agreement and Forms, or by clicking on the following links: OFFER 
ACKNOWLEDGMENT (https://www.hgar.com/api/document/preview/48647) and 
REALTOR DECLARATION (https://www.hgar.com/api/document/preview/48578). 

With the proper implementation of these forms and the application of these 
rules, a cooperating broker can obtain the security of knowing that all offers are 
property presented in an efficient, timely and objective manner. No Realtor should 
be left in the dark wondering if their offer was presented or whether some unscru-
pulous agent is trying to gain the upper hand in today’s already aggressive real 
estate market. 

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

April Legislative Update
It is April, which means it is the state budget deadline. The budget was already 

a few days late when it was passed by the state legislature on April 7th. Items that 
HGAR was opposing appear to have been taken out of the budget. Essentially, real 
estate did not take a hit in the budget.

The pied-a-terre tax, which HGAR and NYSAR opposed, was removed from the 
budget and was a huge victory for home owners in New York City. No real estate 
transfer taxes were included in this year’s budget, which is another victory for real 
estate. HGAR has consistently opposed any attempt to impose transfer taxes, 
which serve to impede the transfer of real property. 

The budget also rejected estate tax hikes and capital gains tax hikes, which 
could have been more onerous for real estate interests. The budget legalizes 
marijuana and mobile sports betting, which is expected to bring in $500 million in 
revenue over the next several years. 

New York will see middle income tax cuts. Here is a breakdown of the tax cuts 
enacted for middle-class New Yorkers:

• People filing jointly in the $43,000-$161,550 income bracket will see their in-
come tax rates lowered from 6.09% to 5.97%.

• People filing jointly in the $161,550-$323,200 income bracket will see their 
income tax rates lowered from from 6.41% to 6.33%.

For a comprehensive review of some of the key details of the state budget 
go to: https://nystateofpolitics.com/state-of-politics/new-york/ny-state-of-poli-
tics/2021/04/07/breaking-down-the-state-budget-details.

Many positive items were adopted on the spending side. A $2.4-billion fund was 
established for rental assistance. Payment for as many as 12 months for back rent 
was included in the budget along with three potential future months. This is a big 
relief for those financially strapped. This will also be a big help to landlords who 
have struggled to make mortgage payments and needed repairs while not receiv-
ing anticipated rental income. 

Stay tuned for updates on the state budget.  
Legislative Affairs columnist Philip Weiden is the Government Affairs Director for 

the Hudson Gateway Association of Realtors.
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HUDSON VALLEY REAL ESTATE REPORT

Staff Report
WHITE PLAINS—Officials with OneKey 
MLS and the Hudson Gateway Asso-
ciation of Realtors described first quarter 
2021 residential sales in Westchester, 
Putnam, Rockland, Orange, Sullivan, 
and Bronx counties as “staggering” and 
“unprecedented” with sales in certain 
markets as much as 62% higher than a 
year earlier.

Editor’s Note: The following is the full 
text of the OneKey MLS residential sales 
report for the first quarter of 2021. (See 
charts on page 16).

Residential home sales in the lower 
Hudson Valley for the first quarter of 
2021 were staggering, even to anyone 
regularly monitoring sales activity. The 
residential market is normally cycli-
cal with seasonal low sales in the first 
quarter as sellers begin to prepare their 
homes for the traditional “spring selling 
season.” COVID-19 has served to create 
a marketplace that defies that predict-
ability. While first quarter sales in 2020 
were relatively strong, a reflection of ac-
tivity that occurred in late 2019, the true 
effects of the pandemic were seen in the 
second and third quarters of 2020 when 
sales, not unexpectedly, took a strong hit. 
During that time, however, a migration 
from city to suburbs began taking hold as 
people felt the need to escape the close 
confines of city living and working from 
home created a need for larger living 
spaces.

Residential sales for the first quarter 
were unprecedented for the period 
and likely not sustainable over the long 
term. In terms of units sold, sales in West-
chester were up 35.3% or 2,462 units as 
compared to 1,819 units in 2020. Orange 
County experienced a 54.2% increase 

in sales going from 896 units in 2020 to 
1,382 units in the first of 2021. Putnam 
and Sullivan counties were each up over 
62%, Putnam with 427 sales compared 
to 263 in 2020 and Sullivan County with 
362 units sold from 223 units in 2020. In 
Rockland County sales increased 36.5% 
to 823 units from 603 in 2020. While 
not considered a suburb, sales in Bronx 

County increased 31.6% at 567 units sold 
compared to 431 units in the first quarter 
of 2020.

Median sales price (the point that in-
dicates the exact middle of the market) 
also increased in every area and has 
now exceeded the “bubble” prices of 
the 2008-2009 market. The median sale 
price for a single-family residential unit in 
Orange County rose 22.5% to $340,000 
(from $277,450 one year ago) exceeded 

by an increase of 35.2% in Sullivan 
County to $221,00 from $162,250 one 
year ago.

The median price in Westchester 
County, which has the highest price 
points, rose 10.8% to $708,995 from 
$640,000 last year. The median sale 
price for a single- family residence rose 
in Putnam County by 16.4% to $390,000 

(from $335,000), in Rockland County by 
14.4% to $525,000 (from $459,000)and 
in Bronx County the median price rose  
4% to $541,000 (from $520,000) as com-
pared to the first quarter of 2020.

Sales of condominium units increased 
in in all counties (except Sullivan) but a 
more interesting number may be the in-
crease in co-op sales in Westchester and 
Bronx counties. Co-op sales have been 
lagging in both counties for the past 

year but rebounded in the first quarter 
of 2021. It is likely that this rebound can 
be attributed to the dearth of choices in 
other housing types as well as the fact 
that co-ops remain an affordable alterna-
tive, at a median sale price of $192,750 
in Westchester County and $244,000 in 
Bronx County, for first-time buyers and 
other potential purchasers unable to af-
ford rising single-family home prices.

While the overall economy has been 
struggling during the pandemic, the 
suburban real estate market has been 
an anomaly characterized by increas-
ing sales, rising prices and increased 
demand. This raises questions about the 
sustainability of the current market. At 
what point will prices become too high, at 
what point will a lack of inventory (choice) 
discourage some buyers and while inter-
est rates remain at historic lows, amelio-
rating some of the effects of rising prices, 
there have been recent upticks in mort-
gage rates which will affect affordability 
for some buyers. This being said, current 
properties in contract remain high indi-
cating that the market will remain strong 
in the near term.

Data provided by OneKey MLS, one 
of the largest Realtor subscriber-based 
MLS’s in the country, dedicated to servic-
ing more than 41,000 real estate profes-
sionals that serve Manhattan, Westches-
ter, Putnam, Rockland, Orange, Sullivan, 
Nassau, Suffolk, Queens, Brooklyn, and 
the Bronx. OneKey MLS was formed in 
2018, following the merger of the Hud-
son Gateway Multiple Listing Service 
and the Multiple Listing Service of Long 
Island. For more information on OneKey 
MLS visit onekeymlsny.com.

First Quarter Home Sales in HGAR Region Were Simply ‘Staggering’
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Continued on page 18

ALBANY—New York Gov. Andrew M. 
Cuomo announced on March 30 three 
major Port Authority of New York and 
New Jersey initiatives to re-energize 
New York Stewart International Airport, 
whose domestic air operations have 
been battered by the COVID-19 pan-
demic. 

The Port Authority unveiled a new air 
carrier incentive program, a new airport 
marketing campaign to attract interest 
from across the airline industry to SWF, 
and the completion of a new Federal 
Inspection Station first announced by 
Gov. Cuomo in January 2018. Given its 
location in the heart of the Mid-Hudson 
region and its access to New York City, 
New York Stewart is uniquely positioned 
to serve important segments of air 
travelers, including international busi-
ness and leisure travelers, especially 
as COVID-19 restrictions are relaxed 
across New York and beyond, state of-
ficials said.

“As we continue battling the CO-
VID-19 pandemic on the ground, New 
York State is looking ahead to a post-
pandemic future with increasing op-
portunities for travel, tourism, and eco-
nomic development,” Gov. Cuomo said. 
“New York Stewart International Airport 
is an important gateway to the Mid-
Hudson region, and these incentives, 
marketing and construction initiatives 
will market the airport to international 
and domestic travelers as we begin to 
see increases in passenger volume.”

The announcement coincides with 
the reopening of major destinations in 
the Mid-Hudson region with a goal to 
help jump-start tourism and air travel. 
The Port Authority initiated dozens of 
meetings with domestic and internation-

al air carriers, to discuss potential routes 
and lay out the incentive program. In ad-
dition, the Port Authority plans to work 
with local attractions such as the Storm 
King Art Center, Resorts World Catskills, 
Woodbury Common Premium Outlets, 
and the LEGOLAND New York Resort 
and others to explore potential partner-
ships to grow tourism and air service in 
the region.

Port Authority of New York and New 
Jersey Chairman Kevin O'Toole said, 
“Re-energizing New York Stewart has 
been a key goal of the Port Authority's 
mission to keep the entire region mov-
ing. The airport's location and market 
positioning are unique, and with im-
proved international capacity, New York 
Stewart will continue to be an important 
low-cost alternative for the New York 
and New Jersey metropolitan region.”

Port Authority of New York and New 
Jersey Executive Director Rick Cotton 
said, “The travel and tourism industry 
are integral to jump-starting our eco-
nomic recovery. We want the relaunch 
of New York Stewart Airport to serve as 
a catalyst for growth in the region. We 
are committed to providing airlines with 
strong incentives to fly from New York 
Stewart and to develop strong partner-
ships with regional businesses to build 
on our strategic plan for the airport.”

As part of the program to relaunch 
New York Stewart, the governor an-
nounced the completion of a new, state-
of-the-art Federal Inspection Station 
to be operated by U.S. Customs and 
Border Protection. The FIS meets mod-
ern standards and offers an improved 
customer experience as the number of 
airlines and flights routed and operated 
through SWF increases. These airport 

enhancements are the part of the agen-
cy's commitment to a five-point strategic 
plan outlined for New York Stewart by 
the Port Authority in 2019. 

CBP New York Field Office Acting 
Director, Field Operations Marty C. 
Raybon said, "With the new U.S. Cus-
toms and Border Protection Federal 
Inspection Station at New York Stewart 
International Airport, we will now have 
the capacity to expeditiously and effi-
ciently process 
up to 400 pas-
senger arrivals 
per hour at the 
airport. This will 
significantly im-
prove the trav-
elers' experience while also enhancing 
CBP's ability to secure our nation's bor-
ders and help keep our citizens safe."

To encourage and expand air service 
at New York Stewart, the Port Authority 
will implement an updated Air Carrier In-
centive Program for SWF. The program 
will offer airport fee-waivers and market-
ing support for 24 months for air carriers 
that begin new nonstop air service to a 
destination not currently served from 
New York Stewart. New York Stewart's 
incentive program will reduce risk and 
defer startup costs for air carriers. It is 
designed to attract prospective do-
mestic and international air carriers as 
demand in the region recovers from the 
COVID-19 pandemic. 

American Airlines recently extended 
service for travelers between the Hud-
son Valley and the carrier's Philadelphia, 
PA. hub. New service to Savannah, GA. 
and Destin, FL. beginning early this sum-
mer will grow Allegiant Air's network to 
six nonstop destinations from SWF in-

cluding Myrtle Beach, SC, Punta Gorda, 
Orlando and St. Pete-Clearwater, FL. 
The Air Carrier Incentive Program seeks 
to build on this momentum as air travel 
picks up, with a robust focus on the in-
ternational market.  

Delta and JetBlue discontinued air 
service at New York Stewart Internation-
al Airport in September 2020 and have 
yet to announce plans to relaunch ser-
vice at the New Windsor-based airport.

Orange County Executive Steven M. 
Neuhaus said, “Orange County and the 
Hudson Valley are year-round destina-
tions, and LEGOLAND's planned open-
ing in just weeks will bring more new 
visitors to our area. Likewise, Hudson 
Valley and New York City area residents 
who want affordable and accessible 
flights to places such as Florida, Hilton 
Head/Savannah and Philadelphia can 
park and fly from Stewart with no hassle. 
Stewart is easy to fly in and out of and 
I look forward to seeing it grow once 
again.”

This summer, the Port Authority will 
also launch an integrated business-to-
business marketing campaign targeting 
airline executives and route managers. 
This omnichannel campaign will fea-
ture the benefits of the carrier incen-
tive program and the unique business 
opportunities of SWF. The campaign 
will be distributed through channels 

NY State, Port Authority Look to ‘Re-Energize’ 
NY Stewart International Airport in Orange County
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such as trade publications, customer 
relationship management tools, digital 
media, search, social media and direct 
outreach to reach decision makers and 
feature the appeal of New York Stewart 
for multiple segments of the travel mar-
ketplace. 

The campaign visuals will include 
a new logo that conveys the airport's 
location in the heart of New York apple 
country and its proximity to New York 
City. This location makes New York 
Stewart a prime contender for low-cost 
travel options, and has key potential to 
serve individuals, especially for those 
who relocated to suburban and rural 
areas during the pandemic. The cam-
paign will feature local attractions and 
will also highlight the new FIS, which 
will improve operations for international 
flights.

In 2018, Gov. Cuomo called for the 
modernization and expansion of New 
York Stewart in his 'State of the State' 
address.

Since then, New York State and the 
Port Authority have invested $37 million 
at the airport, including funds to support 
the construction of a permanent FIS 
that meets modern, 21st century federal 
standards. The new facility adds 20,000 
square feet of space to the existing ter-
minal. That additional space will allow 
CBP to efficiently screen up to 400 inter-
national passengers per hour. As with all 
new Port Authority construction, the FIS 
incorporates the agency's Sustainable 
Building Guidelines. With the FIS now in 
place, the Port Authority has completed 

the major construction work necessary 
to support new air service.

The recent announcement repre-
sents key steps in implementing the 
five-point strategic plan for New York 
Stewart laid out in 2019. The plan in-
cludes:

• Modernizing the air carrier incentive 
program to attract and retain new carri-
ers and expand service to new markets;  

• Leveraging partnerships with re-
gional and state agencies, and working 
with tourism and trade organizations to 
promote the airport as a driver of eco-
nomic activity;  

• Hiring an experienced marketing 
firm to increase the airport's visibility 
in both the international marketplace 
and in the Mid-Hudson region, and to 
strengthen the airport's brand;  

• Developing a joint marketing strat-
egy with key businesses and attractions 
in the Mid-Hudson region promote SWF; 
and 

• Working under a new contract with 
Future Stewart Partners, a joint ven-
ture between the globally recognized 
Groupe Aeroports de Paris—operator 
of Paris' airports, including Charles de 
Gaulle—and AvPORTS Management, 
including an expanded scope for the 
building of a modern concession pro-
gram and collaboration with the Port 
Authority on attracting new air service 
to New York Stewart. 

NY Stewart International Airport
Continued from page 17

should welcome the change to the ex-
isting co-op transparency law; it should 
help eliminate the stigma that co-ops 
have been subject to by reluctant buy-
ers. It’s a win for co-op owners, co-op 
sellers and co-op buyers.”

Barry Kramer, who has been a long-
time advocate for co-op reform, said, 
“This legislation will provide added 
transparency to co-op transactions. 
Whereas the Board of Legislators 
passed legislation at the end of 2018 
that added steps to ensure more disclo-
sure to co-op sales, requiring a reason 
for declination was not included.  With 
nearly 500 rejections in the past two 
years we see that there is still a need 
for buyers and sellers to understand 
why an application was not approved.” 
Kramer, who is the broker-owner of 
Westchester Choice Realty of Hartsdale, 
added, “Co-ops are an important part of 
the Westchester housing market and 
this legislation will make the process 
better for both buyers and sellers.”

The initial co-op transparency law 
was signed by Westchester County Ex-
ecutive George Latimer on Dec. 14, 2018 
and was described as one of the big-
gest legislative victories in the history 
of the Hudson Gateway Association of 
Realtors and its predecessor organiza-
tions. Westchester County joined Suf-
folk County, the Village of Hempstead, 
Rockland County and Nassau County 
in passing co-operative transparency 
legislation.

The 2018 bill was co-sponsored by 
Christopher A. Johnson (D-Yonkers) and 
Catherine Borgia, (D-Cortlandt, Croton 
on Hudson, Ossining, Briarcliff Manor, 
Peekskill) and Vice-Chairwoman of the 
Board Alfreda Williams.

The bill was the subject of negotia-
tions between HGAR, the County Board 
of Legislators, and the Building and Re-
alty Institute of Westchester & the Mid-
Hudson Region and affiliates. The BRI, 
which represents cooperative boards of 
directors, had objected to earlier drafts 
of the bill that included harsher require-
ments, including notification of the rea-
son for a purchaser’s denial. 

It should be noted that New York 
State Association of Realtors once 
again has passage of statewide co-op 
disclosure legislation as one of its top 
legislative priorities in the 2021 legisla-
tive session in Albany.

The New York State Association 
of Realtors and the Hudson Gateway 
Association of Realtors issued a Call 
to Action on April 6 to its members 
to tell Westchester County Board of 
Legislators to approve a bill that would 
mandate cooperative boards provide a 
reason in writing for denial of a prospec-
tive buyer.

Since the Westchester County Co-Op 
Law was enacted in 2018, there have 
been more than 480 known rejections 
of buyers seeking to purchase a home, 
with no reasons given.

HGAR President Crystal Hawkins-
Syska said that HGAR is in the process 
of accepting video and written stories 
from Realtor members of any of their 
clients who have been rejected without 
reason from co-op purchases. These 
stories will be shared with local legisla-
tors. Please send your clients videos 
and/or written stories to: jana.currier@
HGAR.com. To participate in the Call to 
Action go to: https://www.votervoice.
net/NYRealtors/campaigns/83441/
respond

Co-Op Reform Bill
Requiring Reason for Rejection
Continued from page 3
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ALBANY—The average bonus paid to 
employees in New York City’s securi-
ties industry grew by 10% in 2020 to 
$184,000, in line with the city’s most 
recent 9.9% projection, likely allowing 
the city to meet or exceed its income 
tax revenue projections in FY2021, ac-
cording to annual estimates released 
recently by New York State Comptroller 
Thomas P. DiNapoli.

“Wall Street’s near-record year shat-
tered all expectations. The early fore-
cast of a disastrous year for financial 
markets was sharply reversed by a 
boom in underwriting activity, histori-
cally low interest rates, and surges in 
trading spurred by volatile markets,” 
DiNapoli said. “Income tax revenue from 
New York City’s securities industry will 
help shore up state and city budgets 
that are strained by steep declines in 
other industries, but it comes with a cau-
tion. New York benefits when Wall Street 
succeeds, but our economy won’t fully 
recover until other sectors can reopen 
and all New Yorkers have a chance to 
share in economic success.”

DiNapoli estimates the 2020 bo-
nus pool for New York City securities 
industry workers increased by 6.8% to 
$31.7 billion during the traditional De-
cember-March bonus season, up from 
$29.7 billion in 2019. The growth of the 
bonus pool is unique after a recession-
ary event. Bonuses fell by 33% in 2001 
after 9/11 and by 47% in 2008 after the 
Great Recession. Bonuses have fallen 
four times since 2008, with an average 
decline of 12%.

The securities industry accounts for 
one-fifth of private sector wages in New 
York City, even though it is less than 5% 
of private sector employment. DiNapoli 
estimates that nearly one in 10 jobs in 
the city are either directly or indirectly 
associated with the securities industry.

As a major source of revenue, DiNap-

Report: Wall Street’s 2020 Bonuses Rose Amid Volatility

oli estimates that the securities industry 
accounted for 18% ($15.1 billion) of state 
tax collections in state fiscal year (SFY) 
2020 and 6% ($3.9 billion) of city tax 
collections in city fiscal year (CFY) 2020.

Pretax profits in 2020 for the broker/
dealer operations of New York Stock 
Exchange member firms (the traditional 
measure of securities industry profits) 
increased by 81% to $50.9 billion. It was 
the fifth consecutive year of growth in 
profits, which are up 256% since 2015. 
Profitability in 2020 was the second 
highest on record, trailing $61.4 billion 
recorded in 2009.

Recessions and economic shocks 
have historically damaged industry 
profitability. After 9/11, profits fell by 50% 
in 2001 and after the Great Recession 

profits fluctuated wildly.
In 2020, profits rose because of 

an increase in trading and underwrit-
ing activity, along with lower interest 
rates. Market conditions experienced 
significant upheaval beginning in late 
February due to the pandemic and re-
lated public health and fiscal responses, 
resulting in a flurry of trading activity, 
creating higher commissions and trad-
ing income. Low interest rates also en-
couraged borrowing, generating fees 
and interest expense savings.

In 2020, employment in New York 
City’s securities industry was 179,900, 
5% smaller than 2007 and 11% below its 
peak in 2000. While New York remains 

the center of the nation’s securities 
industry, the total share of jobs has de-
clined from 33% in 1990 to 19% in 2020. 
During the pandemic, securities firms 
swiftly enabled employees to work 
remotely and some opened trading 
operations in other parts of the country. 
It remains to be seen if these relocations 
are temporary. The industry lost 3,600 
jobs, 1.9% of employment, in 2020.

The State Comptroller also reported:
• The governor’s proposed budget 

had assumed statewide bonuses for the 
broader finance and insurance sector 
would decrease by 15.5% in SFY 2021 
(ending March 31). Because the city’s 
securities industry comprises three-
quarters of the statewide bonus pool, 
state tax collections from bonuses will 
likely be higher than anticipated for the 
current fiscal year.

•  New York City’s budget for CFY 
2020 assumes that the bonus pool 
for securities industry employees will 
increase by 6.8% in 2020, a substantial 
revision from initial projections of a 34% 
decline. Based on DiNapoli’s estimate, 
tax revenue from the securities industry 
bonuses should continue to support 
income tax revenues coming in at, or 
better than, expectations. The city’s 
financial plan for next year assumes 
securities industry bonuses will increase 
by a modest 5.4% in 2021.

• The average salary (including bo-
nuses) in the city’s securities industry 
increased by 2% to $406,854 in 2019 
(the latest annual data available), nearly 
five times higher than the average in the 
rest of the private sector ($82,938). By 
contrast, the average wage in the city’s 
securities industry was about two times 
the rest of the private sector in 1981.

WASHINGTON—Delinquency rates for 
mortgages backed by commercial and 
multifamily properties decreased again 
in March, reaching the lowest level since 
the onset of the COVID-19 pandemic, 

according to the Mortgage Bankers As-
sociation's latest monthly CREF Loan 
Performance Survey. 

“Commercial and multifamily mort-
gage delinquencies fell for the third 
straight month in March and are now at 
their lowest level since the pandemic dis-
rupted the economy and commercial real 
estate a year ago,” said Jamie Woodwell, 
MBA's Vice President of Commercial 
Real Estate Research. “There continues 
to be significant differences in loan per-
formance by property type, with higher 
delinquencies rates for lodging- and 
retail-backed mortgages.”

Key findings from MBA's CREF Loan 
Performance Survey for March 2021 
included:

• The balance of commercial and mul-
tifamily mortgages that are not current 

decreased again in March to its lowest 
level since April 2020.

• 95.0% of outstanding loan balances 
were current, up from 94.8% in February.

• 3.2% were 90+ days delinquent or 

in REO, down from 3.5% a month earlier.
• 0.3% were 60-90 days delinquent, 

unchanged from a month earlier.
• 0.5% were 30-60 days delinquent, 

down from 0.6% a month earlier.
• 0.9% were less than 30 days delin-

quent, up from 0.8%.
Loans backed by lodging and retail 

properties continue to see the greatest 
stress. The overall share of industrial, 
retail, health and other loan balances that 
are delinquent decreased in March.

• 20.5% of the balance of lodging 
loans were not current, down from 20.6% 
a month earlier.

• 9.5% of the balance of retail loan bal-
ances were delinquent, down from 10.8% 
a month earlier.

• Non-current rates for other property 
types were lower during the month.

• 1.2% of the balances of industrial 
property loans were non-current, down 
from 2.7% a month earlier.

• 2.4% of the balances of office prop-
erty loans were non-current, flat from a 
month earlier.

• 1.8% of multifamily balances were 
non-current, up from 1.7% a month earlier.  

Because of the concentration of hotel 
and retail loans, CMBS loan delinquency 
rates are higher than other capital sourc-
es. All major capital sources saw a lower 
share of loan balances non-current than 
from a month earlier.

• 8.7% of CMBS loan balances were 
non-current, down from 9.3% a month 
earlier.

• Non-current rates for other capital 
sources were more moderate.

Commercial, Multifamily Mortgage Delinquencies 
At Lowest Levels Since Start of COVID Pandemic

• 2.1% of FHA multifamily and health 
care loan balances were non-current, 
down from 2.7% a month earlier.

• 1.6% of life company loan balances 
were non-current, down from 2.0%.

• 1.2% of GSE loan balances were non-
current, down from 1.3% a month earlier.  

MBA's CREF Loan Performance sur-
vey collected information on commercial 
and multifamily mortgage portfolios as 
of March 20, 2021. This month's results 
build on similar monthly surveys con-
ducted since April 2020, the MBA stated. 
Participants reported on $1.9 trillion of 
loans in March, representing approxi-
mately half of the total $3.8 trillion in com-
mercial and multifamily mortgage debt 
outstanding (MDO).  
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COMMERCIAL

SPARKILL—St. Thomas Aquinas College 
has acquired the 12-acre Camp Ven-
ture property here for $7 million, which 
increases its campus footprint by 20%. 
The college’s campus now has been 
expanded to 72 acres.

The deal includes the 12-acres adjoin-
ing the St. Thomas Aquinas campus and 
a 100,000-square-foot building at 230 
Route 340. The deal initially involves a 
leaseback of a portion of the property to 
Camp Venture to continue to operate at 
the site. 

Rand Commercial’s Paul Adler was 
the sole broker in the transaction.

“This strategic investment expands 
the footprint of St. Thomas Aquinas Col-
lege and allows for the future growth of 
the college,” said STAC President Ken 
Daly. “We are committed to making in-
vestments in new faculty, new programs, 
and new facilities such as the Camp Ven-
ture property, which will enhance our stu-
dents’ experience during their time at the 
college while preparing them to make a 
profound difference in the world.”

The property is located in the immedi-
ate proximity of the four-mile Joseph B. 

Clarke bike trail—which begins in Tap-
pan, runs through the hamlets of Sparkill, 
Orangeburg and Blauvelt, and connects 
to two other trails overlooking the Hud-
son River. For STAC’s students and 21 
athletics teams, this enables the college 
to offer them new fitness and wellness 
programs.

Rand Commercial stated that as part 
of the sale agreement, Camp Venture 
will continue its operations on site, for up 
to seven years, under a lease with STAC.

The Venture Center was formerly the 
Rosary Academy High School for Girls. 
Currently, the Venture Center houses 
the Venture Center Day Habilitation Pro-
grams, which offer various opportunities 
and family-like care for people of all ages 
with intellectual and other developmen-
tal disabilities. Camp Venture services all 
five towns in Rockland County, and has 
provided assistance to more than 2,000 
youth and adults.

Camp Venture's CEO, Matthew Shel-
ley said, “We appreciate the opportunity 
to continue to utilize this space and build 
upon our long friendship with STAC. 
Camp Venture plans to maintain our day 

St. Thomas Aquinas Pays $7 Million to Expand Campus Footprint

programs, staffing and other operations 
at the site, during the multi-year period, 
leasing all necessary space from STAC. 
During this leasing period, we will evalu-
ate other sites across Rockland County 
to which we can relocate our beloved 
programs into more modern space, and 
become better integrated in the com-
munity.”

STAC will ultimately use the site in an 
effort to expand services for the growing 
needs of this four-year college located 
on lands adjacent to and across the 

street from the Venture Center, Rand 
Commercial’s Adler stated.

Orangetown Supervisor, Teresa Ken-
ny welcomed the news of the transac-
tion. “From its days as Rosary Academy 
High School which was founded by the 
Dominican Sisters of Sparkill, to its pres-
ent use as the Venture Center for Day 
Habilitation to its future use by St. Thom-
as Aquinas College, this property has 
been an asset to those it has served, and 
has been a good neighbor to the citizens 
of Orangetown,” she said.

ALBANY—The annual NYSAR Lobby Day event will be held virtually due to the 
COVID-19 pandemic. The conventional program will be held on Tuesday, April 27 
from 8 a.m. to noon.

In advance of Lobby Day, HGAR’s Legislative Council has advanced a preliminary 
Public Policy Priorities Agenda for HGAR’s Westchester, Putnam, Orange, Rockland, 

NYSAR Annual Lobby Day to be Held Virtually on April 27
Bronx and Manhattan Legislators Delegation. At press time, the agenda was to be 
finalized prior to the Lobby Day event. 

The HGAR Public Policy Priorities Agenda includes:
STATEWIDE “GOOD CAUSE EVICTION” STANDARD (S.3082-A - Salazar/A.5573-

A - Hunter) HGAR strongly opposes legislation that would establish an onerous and 
overly restrictive “good cause eviction” standard and impose de facto rent control 
statewide without any home rule option. This bill essentially provides tenants with a 
perpetual lease even when terms of that lease have expired, which is simply impracti-
cal. The legislation’s overly restrictive “good cause” standard would stifle investment 
in rental housing and reduce the market value of these properties.

ENSURE FAIRNESS AND TRANSPARENCY IN COOPERATIVE HOUSING (S.2874 
- Kavanagh/A.1623 – Perry) HGAR supports legislation that would bring greater trans-
parency to the process of considering the sale of shares in a cooperative housing 
corporation by requiring a timeline for cooperative boards to act on applications. 
This updated process would provide uniformity and predictability to the application 
procedure to the benefit of all parties involved. Similar legislation has been enacted 
at the local level in Suffolk, Rockland and Westchester counties, as well as in the Vil-
lage of Hempstead.

PRESERVE PROPERTY RIGHTS Wetlands Oversight (HGAR strongly opposes leg-
islation which would increase the state Department of Environmental Conservation’s 
oversight of wetlands from the current threshold of 12.4 acres or more to wetlands as 
small as one acre. The DEC already has authority over all wetlands determined to be 
of “unusual local importance,” and local municipalities have the authority to regulate 
wetlands. The significant expansion of the state’s regulatory authority would create 
an unnecessary imbalance with significant negative ramifications for homebuyers, 
developers and the overall economic health of New York State.

COVID Rent Relief Program—It is critical that New York provide relief to tenants 
who are unable to pay their rent due to impact of the COVID-19 pandemic. It is equally 
important to provide relief to building owners who are struggling to pay their mort-
gage and property taxes as a result of non-payment of rents. In order to promote 
economic recovery and housing stability, HGAR supports the following: Provide ad-
ditional state funding and resources to the COVID-19 Rent Relief Program and utilize 
federal funding to provide direct relief to building owners hurt by nonpayment of rent 
or reduction in rental income due to COVID-19.

Oppose “Flip tax” on Properties in New York City (A.3529 - Dilan) HGAR strongly 
opposes legislation that would impose an additional 20% real estate transfer tax on 
residential properties sold in New York City within one year and a 15% transfer tax 
on residential properties sold after one year but less than two years from the prior 
purchase or conveyance. This bill would not achieve its intent and would dramatically 
increase the tax burden imposed on the real estate transaction in New York City mak-
ing home buying and renting less affordable for city residents.

Oppose Expanding Cease and Desist Zones:  HGAR strongly opposes cease and 
desist zones, which specifically target licensed real estate professionals while inef-
fectively allowing unlicensed individuals and firms to continue engaging in unwanted 
practices unfettered. Real estate marketing practices are consistent with other 
professions and businesses, making it improper to single out one type of business. 
NYSAR does not condone illegal real estate practices and is heavily involved in edu-
cating its members on ethical and legal standards in real estate transactions.

PROTECT INDEPENDENT CONTRACTOR STATUS FOR REAL ESTATE LICENSEES 
A.2685– Joyner) HGAR strongly opposes any legislation that would result in removal 
of independent contractor status from licensed real estate brokers and salespersons. 
This bill seeks to define the terms “dependent worker” and “employee,” however, 
unclear language in the bill could be misinterpreted to include qualified real estate 
licensees under its provisions, thereby threatening current independent contractor 
status. This interpretation would also conflict with existing Labor Law exemptions for 
licensed real estate professionals. Without language providing for an exemption for 
services of a licensed qualified real estate agent, NYSAR opposes this bill.

There is no cost to register but any member that wishes to participate in Lobby 
Day MUST register for the meeting. Anyone wishing to participate in the event must 
register before Friday, April 23.

Lobby Day registration will be very similar to registering for the NYSAR business 
meetings, through the member portal at www.nysar.com. For more information go to: 
https://www.hgar.com/event/virtual-lobby-day-20210427

The acquisition of Camp Venture increases the size of the St. Thomas 
Aquinas campus to 72 acres.
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PEST CONTROL — Specializing in:
• ipm • termites inspections • termite control • sentricon always active 
baiting system • residential/commercial • schools/institutions • board 
certified entomologists • wildlife trapping and removal • npma quality 
pro /green pro/schools • parkway green pest solutions (green shield 
certified)

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

wpar affiliate of the year 2006
www.parkwaypestservices.com
Member: NPMA, NYSPMA, APS, ESA, HGAR, WCR, PUAA

Pest Control Experts for 
Over 85 Years!

PEST CONTROL — Specializing in:
• ipm • termites inspections • termite control • sentricon always active 
baiting system • residential/commercial • schools/institutions • board 
certified entomologists • wildlife trapping and removal • npma quality 
pro /green pro/schools • parkway green pest solutions (green shield 
certified)

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

wpar affiliate of the year 2006
www.parkwaypestservices.com
Member: NPMA, NYSPMA, APS, ESA, HGAR, WCR, PUAA

Specializing in:

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

Jason Needham
Exp Realty, White Plains

Gina Negersmith
HomeSmart Homes & Estates, Montgomery

Evan Newman
Keller Williams Hudson Valley, New City

Min Ni
Redfin Real Estate

** Marc J. Nieto
Web Realty Company LLC

Margaret Nieves
Besmatch Real Estate

** Vida Odescalchi
Legacy Land & Homes LLC

Debra Oette
Keller Williams Realty Group

Chulwuchek Okoampa-Ahoofe
Keller Williams NY Realty

Angela Orlando
Keller Williams Hudson Valley, Middletown

Fiton Osmonaj
Keller Williams NY Realty

** Bryan Otero
Keller Williams Realty NYC Group 

Esther Park
Weichert Realtors, Monroe

** John Park
Keller Williams Hudson Valley, New City

Jamylet L. Perez
Exp Realty, White Plains

Stefany E. Perez
At Home With Yara Realty

Shmaul E. Perl
Flag Realty Group

Matthew Pinnock
Keller Williams NY Realty

Orlando Planche
Progress Realty Inc.

Lee Platt
Ethos Properties LLC

Brian Prince
Keller Williams NY Realty 

Harold I. Quiroz
Pantiga Group Inc.

Christopher Ramos
HomeSmart Homes & Estates, White Plains

Luresa Ramos
Exp Realty, White Plains

Dana Richardson
Keller Williams NY Realty

Andy Rivas
Exp Realty, White Plains

Lena Rivera 
Link NY Realty

Chiri K. Roberts
Century 21 Dawns Gold Realty

Elaine Rodriguez
Exit Realty Premium

Natasha Rodriguez
K. Fortuna Realty, Inc.

William Roman
Keller Williams Hudson Valley, New City

Abraham E. Romer
Westrock Appraisal Services

Malika Rose
Keller Williams Realty Partner, Baldwin Place

Chaim E. Rosenberg
Keller Williams Hudson Valley, New City

Jenifer A. Ross
J. Philip Real Estate, LLC, Briarcliff Manor

Mohammed Sadat
Weichert Realtors, Monroe

Dirsehan Savas
Keller Williams Hudson Valley, Middletown

** Ellen M. Savoy
Houlihan Lawrence, Inc., Lagrangeville

Hana Sayegh
Keller Williams Realty Group

Vondell Schofield
Keller Williams NY Realty

Zhiyong Shi
HomeSmart Homes & Estates, Montgomery

Stefan Simmons
Keller Williams Realty NYC Group

D’onica S. Simms
Exit Realty Private Client, White Plains

** Ramandeep Singh
Exp Realty, White Plains

Vincent Sofi
Exp Realty, White Plains

Lainee Steinberg
Compass Greater NY, LLC, Rye Brook

Christopher Stoll
Exp Realty, White Plains

Debra Sweikata
Keller Williams Realty, Chester

Tino Talic
United Real Estate LLC

Mayer M. Taub
Flag Realty Group

Genevieve Telesca
Green Grass Real Estate Corp.

Teena Thomas

Exp Realty, White Plains

Melinda M. Torres
Keller Williams Realty Partner, Baldwin Place

Olivia T. Torres
Howard Hanna Rand Realty, Central Valley

Vincent J. Valvano
Katharine A. Flaherty Valvano

Kevin VanBrakle
Keller Williams Hudson Valley, Middletown

Carolina Vinciguerra
Keller Williams NY Realty

** Damir F. Vlahinich

New Members
Continued from page 12

Exp Realty, White Plains

Patrick Weiss
Howard Hanna Rand Realty, Nanuet

Danny Weinstein
Blue Sky Realty Group LLC

KeeAuna Whalen
Howard Hanna Rand Realty, Warwick

Ming Feng Yang
Safeway Realty Corp.

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

Subscribe to In-Depth
Call 914-681-0833
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WASHINGTON—A newly released 
survey from the National Association 
of Realtors reveals that home staging 
continues to be a significant part of the 
home buying and selling process.

The biennial report, the (2021 Profile 
of Home Staging) released on April 6, 
examines the elements of home stag-
ing, including the perspectives of both 
buyers' and sellers' agents, the role of 
television programing and the expecta-
tions of buyers.

"Staging a home helps consumers 
see the full potential of a given space or 
property," said Jessica Lautz, NAR's vice 
president of demographics and behav-
ioral insights. "It features the home in its 
best light and helps would-be buyers 
envision its various possibilities."

Buyers' agents overwhelmingly 
agreed, as 82% said staging a home 
made it easier for a buyer to visualize 
the property as a future home.

These agents also said that visuals 
themselves are helpful, even more so 
in relation to buying a house during 
the coronavirus outbreak. Eighty-three 
percent of buyers' agents said having 
photographs for their listings was more 
important since the beginning of the 
pandemic. Seventy-four percent of buy-
ers' agents said the same about videos, 
and 73% said having virtual tours avail-
able for their listings was more impor-
tant in the wake of COVID-19.

"At the start of the pandemic, in-per-

son open house tours either diminished 
or were halted altogether, so buyers 
had to rely on photos and virtual tours in 
search of their dream home," said Lautz. 
"These features become even more 
important as housing inventory is limited 
and buyers need to plan their in-person 

tours strategically."
Staging also increased the sum buy-

ers were willing to spend for a property, 
according to the report. Twenty-three 
percent of buyers' agents said that 
home staging raised the dollar value of-
fered between 1% and 5%, compared to 
similar homes on the market that hadn't 
been staged.

Coincidently, the response from sell-
ers' agents was nearly identical, as 23% 
reported a 1% to 5% price increase on 

offers for staged homes.
Eighteen percent of sellers' agents 

said home staging increased the dol-
lar value of a residence between 6% 
and 10%. None of the agents for sell-
ers reported that home staging had a 
negative impact on the property's dollar 
value.

Moreover, 31% said that home stag-
ing greatly decreased the amount of 
time a home spent on the market.

Exactly which parts of a home to 
stage vary, although living rooms (90%) 
and kitchens (80%) proved to be the 
most common, followed closely by mas-
ter bedrooms (78%) and dining rooms 
(69%). As many workers were forced to 
work from home due to the pandemic, 
39% staged a home office or office 

space.
Television programing played a 

noticeable role in how buyers viewed 
a potential property, according to Real-
tors. Agents surveyed said that typi-
cally 10% of buyers believed homes 
should look the way they appear on TV 
shows. Sixty-three percent said buyers 
requested their home look like homes 
staged on television. Sixty-eight percent 
of Realtors reported that buyers were 
disappointed by how homes appeared 
compared to those seen on TV shows.

In some cases, agents found that TV 
shows could influence a buyer's per-
spective about a home. Seventy-one 
percent of respondents said that TV 
shows that depict the buying process 
impacted their business by setting 
unrealistic or increased expectations. 
Sixty-one percent said that TV programs 
set higher expectations of how homes 
should look, while 27% said that TV 
shows result in more educated home 
buyers and sellers.

"The magic of television can make 
a home transformation look like it hap-
pened in a quick 60-minute timeframe, 
which is an unrealistic standard," said 
NAR President Charlie Oppler, a Real-
tor from Franklin Lakes, NJ, and broker/
owner of Prominent Properties Sothe-
by's International Realty. "I would advise 
buyers and sellers alike that before 
house hunting or before listing, they 

NAR Finds Home Staging Helps Buyers Visualize, Sell Homes Faster

Continued on next page

Zooming with HGAR

By Mary T. Prenon
CROTON-ON-HUDSON—A handful of volunteers with the Hudson Gateway 
Realtor Foundation joined a few others from the Westchester Parks Foundation 
recently for a clean-up afternoon at Croton Gorge Park in Croton-on-Hudson. Un-
fortunately, the weather didn’t cooperate, but the group of 15 continued to work 
through the rain and wind to clear almost 280 pounds of trash and remove more 
than 150 square feet of invasive plants.

HGRF volunteer Matt McAllister, of Corcoran Baer & McIntosh, in Nyack coor-
dinated the Realtor volunteer efforts. The HGRF Program Committee, chaired by 
HGAR’s immediate past president Gail Fattizzi, is planning more volunteer events 
for the year, both indoor and outdoor.  

The next event is set for April 22 at the Food Bank of the Hudson Valley in Corn-
wall. The indoor event will be limited to 15 people, with social distancing and mask-
wearing requirements. There are a few spots still open for this event. For more 
information or to sign up for this event, please contact Mary Prenon, HGAR Director 
of Communications, at:  mary.prenon@hgar.com.

From left, Adam Lippman, Westchester Parks Foundation, Volunteer 
Coordinator; David Riess, Coldwell Banker, Yorktown Heights; Yarden 
Ronen-van Heerden, Hillary’s Homes, Chappaqua; and Matt McAllister, 
Corcoran Baer & Mcintosh, S. Nyack
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HG Realtor Foundation Volunteers Brave Inclement Weather 
To Help Clean Croton Gorge Park

HGAR held a virtual Legal and Legislative Update for The Bronx and Manhattan on March 18.

HGAR staged a Westchester Regional Meeting on Zoom that focused on a host of issues, including Fair Housing, on March 31.
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TECH TALK
By John Vrooman 
john@johnvrooman.com

Fair Housing information 
and guidance for New 
York State REALTORS®. 
Everything you need to 
know about Fair Housing 
in one convenient location.

DON’T GET 
L CKED OUT.
FAIR HOUSING IS THE L AW.

www.nysar.com/fair-housing
VISIT

Learn about the following:
» NY Continuing Education
» Fair Housing Regulations
» Legal Updates
» Implicit Bias Training
» And Much More!

When it comes to mute buttons on computers, they are often found on a com-
puter’s keyboard and are usually configured to mute audio that is playing from 
speakers. However, these days, increasing numbers of people are using audio and 
video conferencing applications that sometimes do not provide a quick and easy 
way for users to be able to mute their built-in or attached microphones. 

So how can you mute your microphone? The answer to that question isn’t always 
easy or standard. Fortunately, most audio and video conferencing applications/
services include some type of microphone muting capability, but that feature isn’t 
always easy to find and/or quickly access. To address this situation, you may want 
to consider using a software or hardware-based microphone muting solution. The 
following link leads to a webpage that offers links to several microphone muting 
related resources/solutions...https://bridgeurl.com/mic-muting

Tip: Whenever you are participating (e.g., both listening and talking) on a con-
ference call, webinar, videoconference, etc. you really should use a headset, or 
headphones, and a microphone. Why? Because the audio that comes out of your 
speakers can echo back into your microphone (if it is not muted) and create a prob-
lematic/annoying audio echo loop that all participants may be able to hear.

Many computer headsets have built-in microphone mute buttons that can be 
used instead of a computer hardware, or software-based, mute button solution. 
(FYI: To me, a “headset” is a type of headphone that also includes a built-in or at-
tachable microphone.)

Let’s Try to Fix Some Windows 10 Computer Problems
Periodically, I like to nudge everyone to remember to back up their computer(s)! 

Since it has been a while since my last reminder, it is time for another one. So, here it 
goes, if you have not backed up your computer lately, DO IT NOW! (Or do it as soon 
as possible.)

I also want to let you know that if you have a Windows 10 computer and are 
experiencing some problems with it, you should try running some of Windows 10’s 
built-in troubleshooting tools. These tools are capable of automatically fixing a lot 
of common computer problems.

To quickly locate many of Windows 10’s troubleshooting apps, simply press your 
keyboards Start button and then type the word “troubleshoot.” Next, locate and 
click on the “Troubleshoot settings” link that should appear on your computer’s 

screen after completing the previous step. Then, after you arrive at the “Trouble-
shoot” page, locate, and click on the “Additional troubleshooters” link. When the 
“Additional troubleshooters” page loads you should simply scroll down through the 
list of available troubleshooters and, hopefully, you will find one that relates to the 
problem that your computer may be experiencing. If you do find a troubleshooter 
that relates to a computer problem you are experiencing, run it, and with a little luck 
the troubleshooter app will identify and correct the problem for you.

If your computer problem cannot be fixed by one of the available troubleshoot-
ing options, the next step that I would encourage you to take is to visit a YouTube 
Channel called “Dave's Tech Rescue” to see if his video titled, “How to use System 
Restore to fix your Windows 10 computer” might be able to help. Here is a courtesy 
link to the video...https://youtu.be/8tgodWHzApo

Another resource you can use to help you work through a computer problem is 
a Microsoft.com web page titled “Recovery options in Windows 10” that hosts infor-
mation about additional Windows 10 computer system restore/reset/recovery tools 
and processes. Here is a link to this helpful web page...www.tinyurl.com/49mwj755

With a little luck, you will never need to use any of the resources above, but it 
is comforting to know that when you do encounter computer problems, there is a 
good chance that you can find a fix to the problem online, and for free!

Capable Mini Desktop PCs
If you are in the market for a new desktop computer and are interested in saving 

some computing/desktop space, please check out Tech Wizards at the Lake’s line 
of mini-PCs. Bottom line: they offer a broad range of mini-PC product configura-
tions that can meet (and exceed) most PC user’s typical computing needs—and do 
so in a much smaller form factor than what most desktop computer users are used 
to seeing and using. To learn more about the company’s products, please visit the 
company’s web page and/or their Amazon web store. I think you will be impressed! 
Here are the links...www.techwizardsatthelake.com and/or www.tinyurl.com/
x98m9nz9 (Amazon web store)

Let’s Learn More About Web Browser Tracking
As business and marketing professionals, I think we should possess a little more 

working knowledge than the average consumer when it comes to understanding 
how one's web browsing activity is tracked. If you agree, I came across an article at 
spreadprivacy.com titled, “Most Browser Tracking Protection Doesn't Actually Stop 
Tracking by Default, but We Can Help,” that efficiently covers some browser track-
ing techniques and issues. Although the article may go deeper than others on the 
topic, it does so in a surprisingly approachable way. When you are done reading 
the article, I am confident that many of you will have learned something new and 
would agree that the time spent was well invested. Here is a link to the article...www.
tinyurl.com/jxscay3n

Tip: Remember, most mobile and desktop web browsers have a “reading mode” 
feature that makes online reading easier. Also, there are alternative “Reading 
Mode” related apps and browser add-ons/extensions available that can further 
enhance your online reading experience. To find them, simply visit your various 
web browsers or devices app stores and do a search for “reader mode” to find and 
evaluate a variety of different “reader mode” solutions.

Reminders
This column can be read online at…www.realestateindepth.com/technology (Tip: 

It is easier to visit the links found throughout the column if you read it online!)
If you have any comments, suggestions, tips, or questions, you can email 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 as well as 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 Microphone Muting, Troubleshooting 
Windows 10 Problems, Mini PCs, Browser Tracking

NAR Finds Home Staging Helps Buyers Visualize, Sell Homes Faster

connect with a trusted Realtor to get a 
reasonable sense of what's out there 
and an idea of what to expect."

Eight-one percent of those surveyed 
said buyers had ideas about where they 
wanted to live and what they wanted in 
an ideal home (76%) before they began 
the buying process.

Forty-five percent of surveyed Real-
tors said they have seen no change in 
the share of buyers who planned to flip 

a home in the last five years, while 42% 
said they had.

Also, 59% said they have seen an 
increase in the buyers who planned to 
remodel a home in the last five years, 
while 34% said they have seen no 
change. Agents surveyed said that typi-
cally 25% of buyers who plan to remodel 
will do so within the first three months of 
owning their home.

NAR Finds Home Staging Helps 
Buyers Visualize, Sell Homes Faster
Continued from previos page
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Terms, conditions and fees for accounts, programs, products and services are subject to change. This is not a commitment to lend. All loans are subject to credit and property approval. Certain 
restrictions  may apply on all programs. This offer contains information about U.S. domestic financial services provided by Citibank, N.A. and is intended for use domestically in the U.S. 
1    Final commitment is subject to verification of information, receipt of a satisfactory sales contract on the home you wish to purchase, appraisal and title report, and meeting our 
customary closing conditions. There is no charge to receive a SureStart® Pre-approval. However, standard application and commitment fees will apply for the mortgage loan application.

©2021 Citibank, N.A. NMLS# 412915. Member FDIC and Equal Housing Lender. Citi, Citi and Arc Design and other marks used herein are service marks of Citigroup Inc. or its affiliates, 
used and registered throughout the world.

Ask us how your clients can get ahead in the home buying process.

Anthony Palumbo
Home Lending Officer
914-804-6990
anthony1.palumbo@citi.com
citi.com/anthony1palumbo
NMLS# 681462

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

Your clients  
will be ready  
when their  
dream home is

• Confidence throughout their home search
• A competitive advantage over other 

homebuyers without a pre-approval
• The ability to act quickly with a 

complimentary pre-approval letter

With a SureStart® Pre-approval1, 
your clients can benefit from: 
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