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2004 MLS and LIBOR Leadership Installed

Realtor Recognition Awards Announced

By Tricia Chirco
Director, Marketing & Communications

On Thursday, November 20th, the Crest
Hollow Country Club hosted the annual
LIBOR/MLS Ingtallation Gala and Dinner
Dance. This sold out event serves as the
forum for installing newly elected leadership
of LIBOR and MLS and recognizing this
year's Realtor award recipients.

Joseph E. Mottola, CEO LIBOR/MLS
served as Master of Ceremonies. He began
the festivities by turning the podium over to
Willie Mae Wyatt, Director of Western
Queens Chapter, for the invocation.

The night began with the presentation of
the 2003 Realtor-Broker of the Year Award.
Last year's recipient, Frank Urso presented
Nell Sterrer, broker/owner of Sterrer Realty
in Long Beach with this year's award.

Nell joined LIBOR in 1981. He has served
as a LIBOR Director since 1990 and has

Marilyn Urso (left) was
named 2003 Realtor-
Salesperson of the Year.
Kathy Engel (right) present-
ed Marilyn with the award.

served on the Nassau South Shore Chapter
Board of Directors since 1991. He aso

Neil Serrer, (left) was named
2003 Realtor-Broker of the
YYear, which was presented to
him by Frank Urso (right),
last year’s recipient.

served as director for MLSin
1992 and was an instructor
for the LIBOR real estate
Success Series from 1990-92.
He participated in the 9-11
Realtor Relief Fund collect-
ing severa hundred dollars,
which he personaly distrib-
uted to familiesin need.

Neil has proudly been amem-
ber of the NYSAR Redtors
Honor Society since 1990.

In addition to his service to
the Boad and MLS, Nell is
very committed to serving his
community. He participates in
anumber of worthwhile causes
and organizationsin hisarea

Kathy Enge, RPAC Co-
Chairperson and Incoming
LIBOR Secretary, presented
Marilyn Urso, with the 2003 Redtor-

LIBOR’'s RPAC Coallections Sets New Record

By Randy L. Kaplan
Director, Government Affairs

2003 has been a banner year for RPAC
here a LIBOR. Our total receipts collected
were $178,108 — the most dollars ever col-
lected on Long Island. That is over a 20%
increase in total dollars collected from last
year. In addition to more dollars being raised

— the number of contributors has aso
increased substantially. There were 3,772
RPAC contributors in 2003 as opposed to in
2002 where 3,326 members made contribu-
tionsto RPAC. Thanksto LIBOR RPAC Co-
Chairs Kathy Engel and Pat Levitt aswell as
NAR RPAC Trustee Audrey Livingstone,
we have once again raised the bar for RPAC.

One of our own members just won the

LIBOR Realtor Wins NAR RPAC
Sweepstakes

CONGRATULATIONSto
Vincent Randazzo (second
fromtheright) of Century 21
Benjamin Associates in Dix
Hills. Vincent is the grand
prize winner of the National
Association of REALTORS®
RPAC American Dream
Sweepstakes. He will select
his choice of a dream vaca-
tion for two. Pictured from
left to right with Vincent are:
Patricia Levitt, LIBOR RPAC
Co-Chair, Mary Adams, 2003
LIBOR President, and
Audrey Livingstone, NAR
RPAC Trustee.

NAR All American Dream Sweepstakes.
Yes — it is true — Vincent Randazzo from
Century 21 Benjamin Associates in Dix
Hills was the lucky winner of atrip of alife-
time valued at over $12,000. Vincent, who's
name was drawn out of al REALTORS®
nationwide who contributed to RPAC this
year, will be able to choose between a first
class al expenses paid trip for two to the
Super Bowl, atrip to aranch in Montana, or
an Alaskan cruise. According to Vincent,
“Contributing to RPAC annually is the best
way we REALTORS® can continue to pro-
tect our industry. Every REALTOR® must
contribute so LIBOR and NAR can continue
to serve as our watchdog.”

Andrew Hickey of Century 21 Laffey
Associates in Hicksville was the last RPAC
winner of 2003. Andrew was the lucky recip-
ient of a$250 American Express gift check.

LIBOR has produced a new RPAC poster
for 2003 which is also available in Spanish.
Please display the poster in a prominent
location in your office.

Thanks to al of our members who have
contributed to RPAC and made 2003 a
record setting year here at LIBOR. We need
your help more than ever. If we are to be
successful at getting a Commission Escrow
Act in place — we must raise more RPAC
dollars so we can continue to support legis-
lators who support REALTORS®.

Salesperson of the Year award. Marilyn joined
LIBOR in 1993 and has been aredl estate pro-
fessona for the past decade. Marilyn owns
and operates Long Idand Village Redty in
Syosset with her hushand Frank Urso.

Marilyn has served the Board in a number
of leadership capacities and has served on a
range of committees. However, her primary
focus has been on the Women's Council of
Realtors where she currently serves as
President. She has held the position of
Membership Vice President in 2000 and
2001 and as President-Elect in 2002. Sheaso
served as NY'S WCR Treasurer in 2002 and
on National WCR Committees since 1998.

In 2004, she will hold the National posi-
tion of Governor for NYS and sit on the
National WCR Board of Directors.

Resaltor Matt Arnold of Dutch Door Realty
presented the 2003 Community Service
Award to Mohsen Zandieh, Arash Real

(Continued on page 3)

Rea&torsMakingADiffermce
T

M any people do
volunteer work and give back
to the communities in which
they live because they realize
tremendous personal
satisfaction from helping
others and making a
difference in their own ways.
Some of the shining
examples of Long Island
Realtor® volunteerism and
fundraising efforts are being
recognized through a special
center spread inside this issue.
Take a look at pages 14 and 15
and you will see charitable
acts, both big and small, that
have helped to make a
difference in someone’s life.
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All inquiries are strictly confidential.




LIBOR Continuesto Strive for
a Commission Escrow Act

By Randy L. Kaplan
Director, Government Affairs

We know many of our members have been
the victim of an unfairly “withheld” lost com-
mission a the time of closing or have been
forced to accept areduced commission under
the threet of non-payment. In order to combat
this stuation — LIBOR's number one issue
on our legidative agendaisto gain protection
for your legally earned commissions.

LIBOR's Legidative Committeeisform-
ing a subcommittee to work solely on try-
ing to gain passage of legidation that will
protect commissions on either a loca or
state government level. We will be forming
contact teams for some of the more influ-
entia legidators. Our only hope of getting
alaw passed will be to have the lawmakers

actively committed to make this happen.

QOur intention, when we meet with our
lawmakers — is to advise them that we are
in dire need of their support and assistance
on this issue. Brokers and agents work too
hard during the buying/selling processto be
told at the closing table, “Take it or leave
it.” We have to get in place a mechanism
that will ensure the legal protection of
rightfully earned commissions.

It is vita that you fill out the enclosed
lost/reduced commission form and returniit to
us asgp by fax a (631) 661-5202 attention
Randy or Jenn. Theform can a so be obtained
from the fax on demand system (#253) as
well a www.midi.com. We need to docu-
ment as many cases as possible so we can
advise the legidators on the severity of the
problem. Please help us so we can help you.

LIBOR mailed out the 2004 dues DECEMBER
statements on November 26, 2003.
They are due by December 26, IR
2003. Any terminations must be i O I I
filed by December 31, 2003 to 1 i D I
avoid 2004 dues liability.

28 29| 30| 31

HAVE YOU EVER LOST OR BEEN FORCED
TO ACCEPT A REDUCED COMMISSION?

Seeking commission protections continues to be one of NYSAR'’s top
legislative priorities. However, we need to document a strong case to
the state legislature that our earned commissions are not being paid.
At NYSAR’s September business meetings the Commission Protection
Working Group approved a motion to circulate a new petition to
demonstrate the extent that our membership has lost or been forced to

accept a reduced commission.

If you were ever not paid your fee/commission or were forced to
accept a reduced fee/commission prior to or during a closing please:
1) print below your name, your local board and your total estimated

fee/commission lost, and

2) return this completed form directly to LIBOR to the address or

fax number below.

©00000000000000000000000000000000000000000000000000 0

Name (Please Print):

Local Board

Estimated Fee Commission Lost:*

*Please include any legal costs you incurred while trying to recoup your lost or reduced commission.

PLEASE RETURN THIS FORM TO:
LIBOR, 300 Sunrise Highway, West Babylon, NY 11704
Fax: (631) 661-5202
This form is also available at www.nysarnet.com

2004 MLS and LIBOR Leadersnip Installed

ed Pat Levitt with the Past President’sAward.

Pat served as LIBOR President in 2002.
The Golden Anniversary Recognition

Award was presented this year to Bertram

(Continued from page 1)

Estate & Management. Matt read off along
list of Mohsen's community activities and
involvement making it obvious to all why
he was receiv-
ing this year's
award.

Daniel Gale Agency was instaled by her
colleague, Patricia Petersen, President &
CEO — Daniel Gale Red Estate. Jane has
been practicing real estate for over 25
years. A Redtor since 1984, Jane has
served on a broad range of committees for
both LIBOR and MLS and most recently

The Long Island
Board of Realtors, Inc.
and the Multiple
Listing Service of
Long Island, Inc.
wishes to thank the

-HOLTVIH FHL * €00C 13quddeq * €

The  Tasso serves as MLS Vice President of Nassau. : f
Award, which is Jane has along history on the Professional fO”OWIng Installation
named fo(;l an Standards Committee, which she chaired in Gala sponsors for
outstanding 1997 and 1998. Her current role as Vice i .
MLS Director; President for Policy and Procedure with the their support:
was presented to Daniel Gale Agency keeps her heavily Waterfield Financial Corp.
Marian Fraker- involved in training and compliance. HSBC M
Gutin, Mary 2004 LIBOR President, Mel Farkas, orgage
Elmore Realty. Century 21 AA was installed by friend and Mid-Island Mortgage Corp.
Last year s Pictured here isincoming MLS Incoming President Mel Farkas fellow Realtor, Peter Caruso. Mel joined Wells Fargo Home Mortgage
recipient Robert President Jane Sl left) bai left in by fell LIBOR in 1992 and is the Director of
Herrick, Century "' &9 e Salamon (left) being (left) was sworn in by fellow Training and Development a Century 21 Meenan Oil Co.

sworn in at the Annual Installation
Gala by Patricia Petersen, Daniel
Gale Agency, CEO.

21 Herrick, pre- Realtor Peter Caruso. (right)

sented Marian

AA Redty. Me has served the Board in

many capacities over the past decade, Homestar Mortgage Services

with the honor.

The 2002
Redltor-Affiliate of the Year Award was
presented to Joe Purschke of Waterfield
Financial Corp. Last year's recipient, Joe
DeFelice of Meenan Oil, was this year's
presenter.

Sharon Langdon, of Millennium Homes
was the recipient of the 2003 LICN
Member of the Year award. Ray Manzoni,
2002 recipient of this award presented
Sharon with the honor.

Much to her surprise, Pet Levitt, Century
21 Mac Levitt was presented with the WCR
Member of the Year Award. Marilyn Urso,
WCR President did the honors. This was
the second year this award was presented at
the Installation Gala.

LIBOR Past President, Audrey
Livingstone of Century 21 Annettes, present-

Schwartz. The 2001 recipient of the
award, Charles Greenberg, did the
honors of presenting the award to Bertram.

Walter Messing, Glenjay Realty,
received the 2003 MLS Executive
Committee Award. Walter was the 2001
MLS President. The award was presented
by the current MLS President, James
Netter, Netter Real Estate.

For the first time, al the LIBOR and
MLS Past Presidents, affectionately
referred to as the “PP's,” were honored and
presented with a gold pin. About twenty
Redltors® were called up to the podium and
recognized for serving as Past Presidents for
either LIBOR, MLS or for some, both.

A highlight of the evening was the instal-
lation of the newly elected Presidents and
officersfor LIBOR and for MLS.

Incoming MLS President, Jane Salamon,

including his most recent positions includ-
ing LIBOR President-Elect and Education
Committee Chairperson. In 2002, Mel was
named 2002 NY SAR Realtor Associate of
the Year and in 2001 he was named the
LIBOR Redltor Associate of the Year. Mel
took the opportunity to thank co-workers,
fellow Realtors and family members, espe-
cially his wife Caren, for dl the support
they have given him over the years.

The installation of 2004 Officers,
Directors, Chapter and Division Presidents,
took place next. Joseph Canfora, NYSAR
2004 President; 1981 MLS President and
1998 LIBOR President, installed the
incoming LIBOR & MLS Officers, while
Tony Smith, 2002 ML S President and 1997
LIBOR President, installed the LIBOR and
MLS Directors and Chapter and Division
Presidents.

The Real Estate Book
Goldson Nolan Associates
Emigrant Funding
National City Mortgage
Daniel Gale Redl Estate
Century 21 AA Redlty
Federated Home Inspections
Sterling National Mortgage
LI Realty Agents, Inc.

Abrams, Garfinkel, Margolis,
Bergson, LLP

Romanelli & Son, Inc.
Home Security of America
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President’s Message

By Mary E. Adams LIBOR President

A Glimpse of the Last 12 Months

As | write this column,
there is a sadness and disbe-
lief that thisis my last month
as your LIBOR president.
For those of you who know
me, the tears come quite eas-
ily, too! Yet looking over the
last 12 months, there have
been so many accomplish-
ments that our Officers,
Directors and your Board of
Directors have succeeded in,
that a firm and sincere smile
and sense of knowing that
this year 2003 was a year to
be proud of, moves those tears away.

Our Board reached its highest member-
ship ever — over 20,000 members, keeping
usthelargest Red Estate Board in the coun-
try! “Wear your Pin with Pride,” was the
campaign for promoting the “Redltor R.”
Not only did LIBOR promote, but we also
distributed “R” pins to al new licensees
who attended the New Agent Orientation
program implemented by your Board of
Directors. For the NAR Ethics Classes
(required by December 2004), we educated
over 9,000 of our membersto date, with our
LIBOR ingtructors, Jim Pugliese and of
course Danielle Kennedy.

Legidatively, we succeeded in having
defested the Transfer Tax in Brookhaven
from being on the voting ballot thisyear! We
mobilized with the Long Idand Builders
Ingtitute, put forth $50,000 and with the
Builders contributions, we were able to have
this issue withdrawn from the ballot! Your
Board of Directors approved a Commission
Escrow Working Group to be formed to pur-
sue our Legidaors here on Long Idand to
understand the situation of a Redltor when
they arenot paid or commissionsare reduced
a acdosing, and to have some legidation to
protect the Redltor so that they will be paid,
even after the transaction has closed.

RPAC, and through al of your efforts
and contributions raised over $175,000 this
year! To show you the impact...RPAC
(Redltors Political Action Committee), is
oneof thelargest PAC'sin the Country, and
believe me is certainly well recognized by
our legidators and Congressman through-
out our State and Country as well.

As many of you have seen areedy,
LIBOR Board of Directors approved a
$25.00 reduction in your LIBOR dues for
the year of 2004! It is our way of saying
“thank you™ for being a member of the
largest Red Estate Board in the country.

On the Chapter level, words cannot
express the amount of work, tireless efforts
and certainly success that | have seen with
each Chapter endeavor. These arejust afew
wonderful experiences that | was privileged

to attend thisyear, and am cer-
tainly in awe of dl the
Chapter ~ Officers  and
Directors: $10,000 raised for
the Guide Dog Foundation-
dog was named LIBOR;
$30,000 raised for the Habitat
for Humanity; $12,000 raised
for Breast Cancer Research;
$10,000 raised for the
Diabetes Foundation; $4000
for Hospice, and the list goes
on! The Education coursesthe
Chapters offered were just
superb, with classesonthe Do
Not Cdl Registry, Ethics, etc.

I would like to thank the Executive
Committee for &l the time and effort dedi-
cated to making this year a successl Thank
you to LIBOR Board of Directors for your
idess, cregtivity and in helping make our
Board better each year! Thanks to dl the
Chapter  Presidents,  Officers  and
Directors...you al makeusshine! | thank the
Chairs, Co-Chairs and committee members
of each Committeethisyear for al your hard
work and perseverance. Your volunteering
time certainly did not go unnoticed by me!

Growing up, my mother taught my sister
and |, to be grateful and thank God for spe-
cid peoplethat are put in our lives. For spe-
cia people, even though we may not know
why, are very rare to find. Well, she was
right (as usud)! Those specia people are
sitting at 300 Sunrise Highway, West
Babylon! | thank ALL the gtaff for their
support, encouragement, ideas, and for al
thework they do “ behind the scenes.” They
al have enormous responsibilities, yet are
adways doing it with asmile!

Speaking of responsibilities, thank you to
our CEO Joe Mottola. Your support of me
throughout this year was not unnoticed. |
amin awe of you for your composure, your
professionalism, and more importantly for
the enormous amount of work and under-
taking you have each day. Thank you for all
| have learned from you.

I know that 2004 will aso be a success-
ful and “banner year” for the membership,
as wel as our Officers, Directors, and
Chapter leadership. Your 2004 President,
Mée Farkas will lead you well, as will the
strong Executive Committee behind him.
Onefina thank you, to the President before
me Pat Levitt. Thank you Pat, for your
thoughts and direction, they will dways be
welcome and appreciated!

In closing, | wish each and every mem-
ber a Happy Holiday Season, and a
hedlthy, happy and productive 2004. |
hope | served al of you well as your
President. As aways...| am as Proud to be
aRedltor asyou are.
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Holiday Greetings

with best wishes for a Happy, Healthy & Prosperous New Year!

What a wonderful time to say Thank You...

10 the clients who have placed trust in us.

To our colleagues for the spirit of

cooperation they have shown us.

And especially to our sales associates,

who have worked to create another successful year.

Thank you for keeping our family #1 in the field.

* Source: Entrepreneur Magazine's 24th annual “Franchise 500"
feature. Based on a number of criteria, including financial strength
and stability, growth rate and size of the system. Century 21 Real
Estate Corporation earned 12th place over-all in the “Franchise
500", surpassing all other real estate brands! (January 2003 issue)

'Source: 2002 Millward Brown Ad Tracking Study. The survey
included 1,125 telephone interviews (via computer-assisted pro-
gram) with a national random sample of adults (age 18-54) who
have either bought or sold a home within the past two years or plan
to purchase or sell a home within the next two years. The reported

Gnmm

Real Estate for Your World™
wiww.century2 1.com

numbers were preformed at the 90% confidence level.

2Source: 2002 Bronze Elite Winner in Real Estate Category,
presented by the New York American Marketing Association

“Source: NielsenNet Ratings, January-April, 2002

"©2003 Century 21 Real Estate Corporation. ®, TM & SM
are licensed trademarks to Century 21 Real Estate Corporation
except as noted. An Equal Opportunity Company.
Equal Housing Opportunity. Each office independently owned
and operated

Century 21: named Entrepreneur Magazine’s Number ONE real estate franchise organization!*
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LILOLL VS

From Where| Sit

by Joseph E. Mottola, GRI
Chief Executive Officer, LIBOR/MLS

Surveys can be valuable toolsin deter-
mining information about our members.
From the information we gather, we can
identify needs, interests and trends. If an
organization doesn’t know about its
members and what's important to them,
you become hopelessly out of touch and
can't possible serve them well. That's
why you're seeing an increasing use of
surveys as we attempt to fully understand
who you are and how we can better
enable you to be successful as a Realtor.

Recently NAR conducted a national
Member Profile survey. We arranged for
them to further concentrate
on our Board areaand give
us a customized look at
Realtors in our market.
Here's a“snapshot” of our
Board.

54% femae-46% mae
with the typica age being
51 and working 41 hours a
week.. The median gross
personal income from real
estate sales and related
activities for Redtors is
$45,900. (The median is the point at
which 50% earn more than this number
and 50% earn less.)

The typical Realtor sold two of her
own listings; had four of hers sold by
someone else and closed on four of
someone else’s listings. Typically she
had a sales volume of $2,141,000 and
spends $4,600 in total real estate expens-
es. The median number of sides complet-
ed by a Redltor is 12.

56% work for an independent non-

“Member Profile
survey givesus a
customized look

at Realtorsin our
market.” for

franchised firm and the mgjority have
been with their firms for 5 years or more.
4% of Realtors receive dental insurance
from their real estate firms; 4% receive
disability insurance; 12% receive liabili-
ty insurance; 12% receive health bene-
fits; 3% receive life insurance; 5%
receive paid vacations or sick days and
4% recelve a pension, SEP or 401(k)
plan.

74% of Realtors frequently communi-
cate via email; 86% frequently use cell
phones and 52% frequently use digital
cameras. 71% report never having used
wireless email systems
such as Blackberry. The
typica Realtor uses emall
to communicate with buy-
ers and sellers 25-50% of
thetime.

We know that Internet
web sites are increasingly
valuable and 90% of firms
which  Realtors

work have websites.

Additionally 43% of

Redtors have their own
personal website for real estate business
purposes that is separate from their com-
pany’s websites.

The use of technology is growing
among our members and this survey
touched upon it. However, because the
information is so important, we are plan-
ning a more detailed survey in January.
We need to insure that we are providing
you with the right tools and programs to
help you be successful. Look for it when
you check your email.

NAR Membership Nears One Million
LIBOR Passes 20,000 Mark

The National Association of Realtors®,
which has been America's largest trade
and professiona organization since the
1970s, is nearing one million members
and has extended its lead significantly
over the next largest contender.
According to the latest membership data,
NAR now boasts 907,738 Redltors, more
than ever in the association’s history.

The Long Island Board of Redltors®,
the largest local Redl Estate Board in the
Country has passed the 20,000 member
mark in 2003. In December 2003,

LIBOR reported 20,432 members, amile-
stone and a number that represents an
increase of 36% over the past two year. In
2001 LIBOR’s membership was 14,960.

Likewise, our ML S of Long Island has
grown to 1,969 participating subscribers
as of December 2003. One year ago,
MLSLI reported 1,797 participants. If the
rate of new offices joining the MLSLI
remains consistent with what's been hap-
pening over the past year, the unprece-
dented 2,000 mark could be reached by
early 2004.

FUNDING FOR COMMERCIAL PROPERTIES

Apartment Buildings ¢ Mixed Use ¢ Industrial ® Gas Stations
Auto Repair/Auto Body Shops ¢ Dry Cleaners/Laundromats
Funeral Homes ¢ Restaurants/Taverns/Pubs ¢ Convenience Stores

M. J. Wosctecrowski (516) 686-2418

MCI e 99 PowerHOUSE RoaD ® RosiyN HEIGHTS, NY

Registered mortgage broker New York State Banking Department. Loans arranged through third party providers.

Executive Planner

MEETINGS & EVENTS: For more details & information, please call the LIBOR Staff Liaison listed
below. For special events & chapter information, contact Connie Aiello at 631-661-4800, ext. 361.

All Chapter Meetings & Events are posted online at the individual chapter websites. Visit www.misli.com
& click on the Realtors Only Section. Chapter meeting information is also available on Stratus - go to Info
Center Page and click on MLS/LIBOR Events Calendar.

DON'T FORGET...LIBOR now processes credit card reservations for all
Chapter meetings & events FOR LIBOR MEMBERS ONLY.
Major credit cards accepted: VISA, MASTERCARD, AMEX & DISCOVER.

DECEMBER 2003

12/10 — Wednesday

NASSAU NORH SHORE CHAPTER
HOLIDAY PARTY —

“CELEBRATE THE SEASON!"
6:30pm-10:30pm — Woodbury Country
Club, Woodbury ~ Cocktail Hour, Open
Bar, Networking, Dinner & Dancing (DJ)
- Cost is $50.00 per person. RSVP:
Linda Petralia @ 516-496-2022.

12/11 — Thursday

LIBOR EXECUTIVE COMMITTEE
9:30am — REALTOR BUILDING, West
Babylon, 2nd floor conference room. Staff
liaison: Lisa Gonzalez, ext. 350.

12/11 — Thursday

LIBOR/MLS ORIENTATION

8:30am — REALTOR SERVICE CEN-
TER, West Babylon, Main meeting room.
Staff liaison: Debbie Franco, ext. 364.

12/11 — Thursday

WOMEN’S COUNCIL OF REALTORS
HOLIDAY CELEBRATION &
INSTALLATION OF 2004 OFFICERS
12:00pm-2:00pm — North Shore Towers,
Grand Central Pkwy., Floral Park ~
Networking Luncheon ~ Join us as we
honor our 2003 Member of the Year,
Affiliate of the Year & Sponsors. Fun &
Prizes* Chinese Auction * Pot O’ Gold *
Door Prizes~ Cost is $25.00 per person
prepaid reservations please. RSVP:
Marilyn Stein @ 516-922-9155, ext. 135.

12/12 — Friday

NASSAU SOUTH SHORE CHAPTER
HOLIDAY PARTY —

“BACK TO THE BEACH!”
7:00pm-Midnight — The Sands at Lido
Beach ~ Cocktail Hour, Open Bar,
Networking, Dinner & Dancing (DJ) -
Charity Fundraiser to benefit “ The Jason
Foundation.” Cost is $59.00 members,
$75.00 non-members. RSVP: Marian
Fraker-Gutin @ 516-868-6660.

12/16 — Tuesday

LONG ISLAND COMMERCIAL
NETWORK

8:30am — Golden Coach Diner,
Huntington. Marketing Session &
Networking breakfast. Cost is $15.00
LICN Members, $25.00 Non-members.
RSVP: Sharon Langdon @ 631-424-0225.

12/16 — Tuesday

CREDIT UNION BOARD OF
DIRECTORS

3:00pm — REALTOR BUILDING, West
Babylon, 3rd floor conference room. Staff
liaison: LuisaHarman, ext. 371.

12/17 — Wednesday

MLSBOARD OF DIRECTORS
9:30am — REALTOR SERVICE CEN-
TER, West Babylon, Main meeting room.
Steff liaison: Lisa Gonzalez, ext. 350.

12/24-25 — Wednesday & Thursday
CHRISTMASEVE & DAY Observed
ALL BOARD OFFICES CLOSED

12/31-1/1/04 — Wednesday & Thursday
NEW YEAR'SEVE & DAY Observed
ALL BOARD OFFICES CLOSED

JANUARY 2004

1/13 — Tuesday

LIBOR NASSAU COUNTY DIVISION
BREAKFAST

9:00am (check-in at 8:30am) — Milleridge
Cottage, Jericho - Networking, Breakfast
Buffet, Guest speaker to be announced.
Agenda: Installation of 2004 Nassau
Chapter Officers & Directors,
Acknowledgment of outgoing 2003 Nassau
Chapter Officers & Directors, Presentation
of Chapter Distinguished Service Awards.
Cost: $25.00 prepaid, $30.00 at the door.
RSVP: FAX your credit card to Connie
Aidlo @ LIBOR: 631-661-5202 or email
your credit card reservation to:
caiello@mldi.com.

1/15 — Thursday

LIBOR SUFFOLK COUNTY
DIVISION BREAKFAST

9:00am (check-in at 8:30am) — Watermill
Restaurant, Smithtown - Networking,
Breakfast Buffet, Guest speaker to be
announced. Agenda: Installation of 2004
Suffolk Chapter Officers & Directors,
Acknowledgment of outgoing 2003
Suffolk Chapter Officers & Directors,
Presentation of Chapter Distinguished
Service Awards. Cost: $25.00 prepaid,
$30.00 at the door. RSVP: FAX your
credit card to Connie Aiello @ LIBOR:
631-661-5202 or email your credit card
reservation to: caiello@mlsli.com.

1/22 — Thursday

LIBOR QUEENS COUNTY DIVISION
LUNCHEON

12:00pm (check-in at 11:30am) — Verdi's
Restaurant, Whitestone - Networking, Full
Luncheon, Guest speaker to be announced.
Agenda: Installation of 2004 Queens
Chapter Officers & Directors,
Acknowledgment of outgoing 2003
Queens Chapter Officers & Directors,
Presentation of Chapter Distinguished
Service Awards. Cost: $32.00 prepaid,
$37.00 at the door. RSVP: FAX your
credit card to Connie Aiello @ LIBOR:
631-661-5202 or email your credit card
reservation to: caiello@mldi.com.

1/19 — Monday
MARTIN LUTHER KING, JR’'s
BIRTHDAY OBSERVED
ALL BOARD OFFICES CLOSED

1/22-23 — Thursday & Friday

PSC TRAINING

9:00am — REALTOR SERVICE CEN-
TER, West Babylon, Main meeting room.
Staff liaisons: Dolores Demasco, ext. 352
and Joanne Rutherford, ext. 388.

1/29-30 — Thursday & Friday
MEDIATION TRAINING

9:00am — REALTOR SERVICE CEN-
TER, West Babylon, Small meeting room.
Steff liaisons: Dolores Demasco, ext. 352
and Joanne Rutherford, ext. 388.
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Long Island Chapter
WCR-NewYorkState.com

Mission of the Women’s Council of REALTORS®:
We are a community of real estate professionals creating
business opportunities, developing skills for the future
and achieving our individual potential for success.

It's Been a Great Year!

Well, this is it, my last article for the
REALTOR! Everything we do in life has
abeginning, a middle and an end. While
itissad for methat thisyear isover, | am
ready for a new beginning, a new phase
in my WCR life! In 2004 | will be your
New York State Governor. As Governor,
| will sit on the National Board and rep-
resent New York State in dl decisions
that are made at the mid-year and annual
meetings. My other duties as Governor
will include chartering new chapters in
the state as well asworking with all exist-
ing local chaptersin recruiting and reten-
tion of members. It isabig responsibility,
but | look forward to the challenge! |
have already been invited to Rochester
and Buffalo later thismonth to participate
in their installation meetings for their
2004 officers.

| chose to move up to the position of
NYS Governor for several reasons. The
primary focus of this position isrecruiting
and retention, two areas that those of you
who redly know me realize | am very
passionate  about.  Currently, our
Rochester Chapter is the second largest
chapter in the country with 180+ national
members. Last year they won awards for
both retention and recruitment. It is my
hope that the Long Island Chapter will
win some of those honors this year, so
when you receive your statement for
renewal, please fill it out and send it in
immediately. Please make a copy and
send it to Debra Paris a Hough &
Guidice Reaty, 355 Jericho Tpke,
Syosset, NY 11791. If you are joining
WCR as anew member, please be sure to
send your completed application to Debra
also, she will forward it to the National
office. It takesafew weeksfor National to
notify us of your membership, and we
want to be sure you are added to our mail-
ing list immediately when you join!

The other reason | decided to become

REALTORS

by Marilyn Urso
WCR President

NY S Governor was my love of the orga
nizetion and al it has done for me.
Through the Women’s Council of REAL-
TORS® | have grown and developed asa
REALTOR® and as a person. | am now a
nationally published writer and have won
an award for one of my articles in
Communique. | have been recognized
both localy and nationaly for my work
on national committees and for chapter
leadership. My biggest honor came at the
LIBOR Installation when | received the
REALTOR® Saesperson of the Year
Award for 2003. | could not have attained
this high honor if | had not been a part of
the Women's Council of REALTORS®
hereon Long Island. | want to thank each
of you for your support and encourage-
ment throughout the year. It has been a
pleasure serving as your president.

Before | close, | want to thank Connie
Aiello, DonnaLee Wimmers, Tricia
Chirco and the staff of LIBOR who help
and support our organization throughout
the year. Thank you also to our sponsors
and affiliates who are always there for us
and who help us with funding for al the
great programs and events.

Moving on...Linda Rappaport & your
2004 officers are very busy planning the
programs and speakers for next year. But
they need your help. They want your ideas
and input to set up the 2004 caendar and
programs. Contact Linda Rappaport at
718-423-3130 for further details or to vol-
unteer for a committee | hope you will
make the commitment to become more
involved in the Women's Council of
REALTORS® in 2004 so you can get the
most benefit from it. Take the time and
make the effort right now to get more
involved in this GREAT organization...the
Women's Council of REALTORS®...
“Where It All Comes Together!” Have a
Very Happy Holiday & Best Wishes for
Much Happinessin the New Year!

DISCOVER LUXURY JUST 16 MILES FROM MANHATTAN!

DISCOVER

. NORTH SHORE TOWERS

* 18 HOLE CHAMPIONSHIP GOLF COURSE

* TENNIS COURTS  INDOOR/OUTDOOR POOLS
* RESTAURANTS  STORES * MOVIE THEATRE
* BANKe MUCH MORE!

Greenthal

Charles H. Greenthal Property Sales
272-40 Grand Central Parkway
Floral Park, NY 11005

Contact Sales Associate
Linda Rappaport

for more information
718-423-3130

WWW.NStowers.com

SIMPLE SALES

OUHIEHIRS | ot e ncranc. ot o
WOUEGERERD| . 2our it reori
VN RETHL SELNG builders and other real
N0 SHONNGS
1O OPENHOUSES

estate professionals.
Completely compatible with
real estate sales.

Vista Land Services
Est. 1988
(631) 549-8200

Call for written information

Women's Council of Realtors held an orientation and planning session at
North Shore Towers on November 18th. Committees were formed to work on Program
Planning, Newsletter and Membership Recruitment/Retention Campaigns for 2004. To
volunteer for a committee or special project please contact Linda Rappaport
at Greenthal Sales, NST, 718-423-3130

JOIN OUR TEAM ...

AGENTS WANTED

Join the Team
at Sea Crest
Real Estate

¢ Competitive Commission
Splits

¢ Massive Advertising
¢ On Going Training

¢ Own Your Own Listings
an d ope n the * Negotiate Your
Doors to Your  OwnDeas

e Private Offices

Future!!

Give Us a Gall
Today...
There’s A Lot
to Gain!

|" :
Joe Donofrio
Owner/Broker

¢ Be In Control of
Your Business

* Secretarial Services

¢ Private Phone Number
* Receive Calls Directly
* Voice Mail

SEA CREST REAL ESTATE

200 W. Main Street » Babylon Village
631-669-1/00 Ext. 204

(All Calls Confidential)
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Chapter & Division Report

The WOMEN'S COUNCIL OF
REALTORS holiday celebration and
instalation of 2004 officers is Thursday,
December 11th at 12 p.m. at the North
Shore Towers in Floral Park. Join us as we
honor our 2003 Member of the Year,
Affiliates of the Year & Sponsors. Chinese
Auction, Pot O’ Gold, and door prizes. The
cost is $25 per person prepaid reservations
please. RSVPto Marilyn Stein at 516-922-
9155 ext 135.

The NASSAU SOUTH SHORE
CHAPTER holiday party “Back to the
Beach!” is Friday, December 12th at 7 p.m.

AEe—
H%The NASSAU COUNTY DIVI-

SION BREAKFAST is being held on
Tuesday, January 13th at Milleridge
Cottage, Jericho at 9:00am (check-in at
8:30am) - Networking, Breakfast Buffet,
Guest spesker to be announced. Agenda:
Installation of 2004 Nassau Chapter
Officers & Directors, Acknowledgment
of outgoing 2003 Nassau Chapter
Officers & Directors, Presentation of
Chapter Distinguished Service Awards.
Cost: $25.00 prepaid, $30.00 at the door.

The SUFFOLK COUNTY DIVI-
SION BREAKFAST is being held on
Thursday, January 15th at Watermill
Restaurant, Smithtown at 9:00am
(check-in at 8:30am) - Networking,
Breakfast Buffet, Guest speaker to be
announced. Agenda: Installation of

at the Sands at Lido Beach. Cocktail hour,
Open Bar, Networking, Dinner and
Dancing. Charity fundraiser to benefit “The
Jason Foundation.” The cost is $59 per per-
son, $75 for non-members. Please RSVPto
Marian Fraker-Gutin at 516-868-6660.

The LONG ISLAND COMMERCIAL
NETWORK ishaving amarketing session
and networking breakfast on Tuesday,
December 16th at 8:30 am. at the Golden
Coach Diner in Huntington. The cost is $15
for LICN members and $25 for non-mem-
bers. Please RSVP to Sharon Langdon at
631-424-0225.

1]
2004 Suffolk Chapter Officers &tﬁﬂ

Directors, Acknowledgment of outgo-
ing 2003 Suffolk Chapter Officers &
Directors, Presentation of Chapter
Distinguished Service Awards. Cost:
$25.00 prepaid, $30.00 at the door.

The QUEENS COUNTY DIVI-
SION LUNCHEON is being held on
Thursday, January 22nd at Verdis
Restaurant, Whitestone at 12:00pm
(check-in at 11:30am) - Networking,
Full Luncheon, Guest spesker to be
announced. Agenda: Installation of 2004
Queens Chapter Officers & Directors,
Acknowledgment of outgoing 2003
Queens Chapter Officers & Directors,
Presentation of Chapter Distinguished
Service Awards. Cost: $32.00 prepaid,
$37.00 at the door.

RSVP: FAX your credit card to ConnieAiello @ LIBOR: 631-661-5202
or email your credit card reservation to: caiello@midi.com.

TODD GRINGER

President

AmMmeristar
MORTGAGE CORP.

MULTI-BANK PROCESSING
WE MAKE IT HAPPEN!!

WE BUY HOUSES CASH

NO COST PREAPPROVAL ¢ 24 HOUR COMMITMENTS
NO MONEY DOWN PROGRAMS e ALL CREDIT ACCEPTED
COMMERCIAL & RESIDENTIAL ¢ INCOME & NO INCOME
CHECK PROGRAMS  1ST, 2ND & HOME EQUITY LOANS

HARD MONEY ¢ REFINANCING/DEBT CONSOLIDATION

510 Broadhollow Rd.
Suite 204, Melville

Office: (631) 621-1200
Fax: (631) 621-1185
Pager: (516) 332-3334

New York 11747
MULTI-BANK PROCESSING « REGISTERED BROKER ¢ NEW YORK STATE BANKING DEPARTMENT

P ST

NAR RPAC Trustee, Audrey Livingstone (center) presented 2003 LIBOR RPAC Committee
Co Chairs Kathy Engel (left) and Pat Levitt (right) with awards for raising the most
RPAC dollars ever here at LIBOR. The total RPAC dollars collected were $178,000.

-

The 2003 LICN Realtor Member of the
Year award went to Sharon Langdon of
Millennium Homes in Bayshore. Presenting
the award to Sharon is 2002 recipient Ray
Manzoni (left) of Manzoni Real Estate in

Mount Snai.

JOIN THE #1 TEAN

We're looking for experienced and
non-experienced agents.

FLEXIBLE COMMISSIONS!

The 2003 Community Service Award went
to Mohsen Zandieh of Arash
Real Estate in Little Neck. Presenting the
award to Mohsen is 2002 recipient
Mathew Arnold of Dutch Door Realty
in Bayshore.

Certury

ANNETTESREAL ESTATE

For further information please call.
(516)564-4480 or (516)526-5740

1193 Front Street ® Uniondale, NY 11553
Email: c2l1annette@aol.com

I Audrey Livingstone




Weichert,

~ Realtors®
The Dallow Agency

WEICHERT, REALTORS-The Dallow Agency is actively looking fo expand our presence in Nassau
County. Have you considered selling your real estate office? Or perhaps a joint venture would be
more suitable. Let's talk. Your confidentiality is assured.

WEICHERT, REALTORS is the largest singly owned real estate company in the USA comprising some 200
offices. In 2003 we did $42.5 billion in sales volume and 89,000+ sales. This equates to nearly 250 sales
each and every day last year. And 2003 is breaking all records! The amazing part about this
phenomenally successful operation is that WEICHERT is debt-free!l The systems and tools of doing
business are unmatched by any other operation. Bar none.

Since joining WEICHERT in May of 2002, our previously successful business of 52 years has grown some
30% and we're just getting started.

Sales agents: If you'd like to be a part of a winning team that has the tools, support and helpful,
caring management necessary for your success, contact us today. Our programs and fraining will
create an environment in which you will excel. Guaranteed. We offer unique and innovative
promotions unmatched in the industry. Give us the opportunity to show you how your business will
increase with the backing and support we offer.

Managers: If you have what it takes to be associated with a visionary group of leaders, call me. If
chosen to represent us, you'll enjoy a stellar position with all benefits including profit sharing, health
plan, 401k and more. You must have either 3 years real estate sales or prior management experience
to be considered.

Sincerely
WEICHERT, REALTORS® The Dallow Agency

Richard P. Dallow

WEICHERT, REALTORS® The Dallow Agency g - Datow
FARMINGDALE LEVITTOWN NORTH BELLMORE
392 Conklin Street 3000 Hempstead Turnpike 2473 Jerusalem Avenue
(516) 293-2323 (516) 731-6600 (516) 679-0133

EQUAL HOUSING
Each WEICHERTS ranchisedatcs s nassementy omsa s roraes. WWWW.lAIlOWr@@ITY.COM BRI o conion 200 weiher et sttt .
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Scenes From the Annual Appreciation L uncheon
November 18th « Woodbury Country Club
Thanks to all LIBOR and MLS 2003 Executive Officers,
Directors, and Chapter Officers

SHORE T0 SHORE REALTY IS GROWING!

WE ARE EXPANDING OUR SUCCESSFUL WEST ISLIP OFFICE AND WE ARE HAPPY TO ANNOUNCE THE GRAND OPENING OF OUR
NEW HUNTINGTON LOCATION!

JOIN OUR SUCCESSFUL ORGANIZATION AND BE A PART OF A TOP INCOME PRODUCING TEAM.
WE ARE LOOKING FOR EXPERIENCED AND MOTIVATED INDIVIDUALS FOR THE FOLLOWING POSITIONS:

SALES MANAGER PT/FT SALES AGENTS
Position Requires: *  We welcome PART-TIME Agents with
e Experienced sales professional full-time support

o Self-motivated leader
e Team building ability

Generous commissions paid

100% Company paid advertising

No office or insurance fees

Full 7-day sales support

Leads provided daily — no “Up System” required

We offer an excellent compensation package including
generous commission, overrides and bonuses.

HELPING BUILD DREAMS FROM THE NORTH SHORE T0 THE SOUTH SHORE!

CALL TODAY FOR A CONFIDENTIAL INTERVIEW

187 SUNRISE HIGHWAY, WEST ISLIP NY 11795  TEL: 631-669-3666 FAX: 631-669-0888
WWW.SHORE2 SHOREREALTY.COM




LAFFEY ASSOCIATES
FINE HOMES & ESTATES

WEW YORE'S FINEST HOMES ARE AT OME ADDRESS

ISYOUR COMPANY’SWEB SITE
Www. we don’t have one yet.com

or

WWW. we have one-but its useless.com

or

Www. we have one but my company takes all the leads.com

or

Www. my company gives me the leads but takesareferral feel .com

or

www. Wejust can't figureit out.com?
Well if your company’sweb site fitsinto any of the above, it’stime
To moveto CENTURY 21 L affey Associates, Fine Homes & Estates and get
The enormous financial benefit of:

WWW.LAFFEY.NET

Long Idand’'s premier web site for residential properties!
Our agents pay no referral or technology fee for the leads on their listings!
Our Agentsdeal direct with the buyer and sellers without interference!
All listings post our agents cell phone and office number with extension!

All listings post our agents email address for the consumer to contact them directly!
OUR AGENTSSELL MORE THAN ONE HOUSE A DAY FROM OUR SITE!
Any guestions? Give us a call.

We look forward to making 2004 your best year ever!

Emmett Laffey, CEO Philip Laffey Mark L affey
Direct (515) 625-9848 President Executive Vice President
emmett@I affey.net plaffey@laffey.net mlaffey@laffey.net
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December marks the end of our busi-
ness year and for me the end of my year
asyour MLS President. | don't mean to
be trite but the year has flown by and it
seems a blur of meetings, exploration of
new ideas, discussions and decisions. |
looked back at my first Presidential col-
umn and | remembered that | wrote about
“change” and how the industry and the
MLS had to adapt.

Inmy year | had the opportunity to meet
many Redltorsinvolved inlarge ML Sslike
ours. In Houston, Washington and San
Francisco, the exposure | was

MLSInfoLine

By James Netter
MLS President

L ook What (We)
Accomplished This Year

and Proceduresto better facilitate cooper-
ation in the market place. This is an
ongoing process because our business is
not static but dynamic. We're examining
the role of the Zone Chairs so they might
better assist you. We aso try to promote
education and processes that will help
you in your business. We explained how
the public uses our website and wants to
deal with Realtors through email contact.
We promoted the use of websites and
stressed the importance of your being
technologically aware. We recently

approved participating in an

_afforded and t_he exchange of in depth survey of your
ceeepe the fot rt con e accepted the SRS BT e
sumers wanted more and  fact that con-  and what you'll need so we
;gre Lz]f)c\irirr?g i OPOa%r?)[\)/i\gg sumers wanted calzwlgaelrggrl;t . we operated a
Redltorsthe option of putting  MOre and more very effit:jer’wt Service and
addressesonour publicweb-  information.”  together with thetremendous

site and furthermore are

adding a mapping compo-

nent. Wea so told those consumers (poten-
tia buyers and sellers) what the benefits of
Multiple Listing were, with an extensive
billboard campaign.

We know that a “state of the art”
Stratus system is essential to our busi-
ness. We added a “Fax Attachment”
capability which can greatly smplify the
exchange of documents in cooperative
transactions. We added Archives of prior
listings that were on MLS back to 1991
and pictures of those listings from 1995
on. We never stop examining how we
can improve your tools.

We looked at and modified some Rules

growth in offices and agents

were able to provide our par-
ticipating offices with over $300.00 in
credits on their bills and lowered office
dues as well.

2003 proved to be a banner year for
housing, our participating Realtors and
our Multiple Listing Service. I'm
pleased to have been a part of the success
of our ML S together with agroup of ded-
icated officers, directors and staff. |
thank you again for the honor and the
trust you placed in me to serve as your
MLS President. It was a challenging,
enlightening and above al rewarding
experience. | tried my best to do the best

INVENTORY CLEAN-UP

FINES

As of 12/1/03 these are the
fines that have been levied
for the Inventory Clean-up
Program:

for al of you.

Fine #of

Amount Fines
$200 105
$100 37
$50 455

N EW'S SOV T EW'S™

MLS Directors Approve Subsection
to Rule 301.2

Now that listings are broker loaded,
there has been a resurgence of owner’s
name not appearing on listings.

Years ago, a policy was established
stating that if an owner did not want their
name on the listing, the owner had to
complete a handwritten |etter to the MLS
to that effect.

When MLS staff was responsible for
loading the listings, each form was
reviewed and the arbitrary elimination of
the owner's name was caught. Thisisno
longer the case.

The MLS Directors recently approved
the addition of asubsection to rule 301.2.
Rule 301.21 states, “The owner(s)
name(s) must be on the listing agreement
unless the owner specifically requests in
a letter handwritten by the owner and
signed by the owner thet it is not to be
published.”

VOW Policy Extended

During the National Association of
Redltors Annua  Meetings and
Conference held in San Francisco last
month, the NAR Board of Directors
voted to move the mandatory deadline for
MLSs to adopt a virtua office Web site
(VOW) policy to duly 1, 2004, from the
origina Jan. 1, 2004, date. The extension
gives MLSs, especialy small MLSs,
more time to implement the policy.

A Virtua Office Websites (“VOWS")
are Internet sites operated by MLS par-
ticipants through which they conduct
online brokerage, enabling them to
establish relationships and work with
clients and customers in cyberspace in
ways similar to how real estate profes-
sionals interact with clients and cus-
tomers in a "brick and mortar" environ-
ment. Consumers accessing VOWSs can
search and view MLS listing data after
registering and providing their name and
email address. A VOW can be a website

or apage on awebsite.

Buyer Broker Should Be Reported
As Selling Broker

There has been some confusion
regarding how a sales transaction should
be entered in the MLS system in which a
buyers broker is involved in the sale as
the cooperating broker.

When a sdle is recorded in the MLS
system in which a buyers broker is the
cooperating broker they must be shown
as the selling broker. This is the case
regardless of where the commission
comes from.

The definition of a sdling broker is
“The broker who successfully finds a
ready, willing and able buyer for a proper-
ty (may or may not be thelisting broker)”.

Failure to report this correctly would
be aviolation of the MLS Rules. If the
cooperating broker is not given credit
and the listing office uses Market Share
reports, this could be a violation of
Article 12 of the Code of Ethics "failure
to present atrue picture in their advertis-
ing and representations to the public".

Build Your Own Website

Stratus Agent/Office Web Page
Builder features an easy to use editor that
alows you to creste a personalized web
site within minutes, without coding or
programming. Once the site is created
and published on the web, it may be edit-
ed at any time. Visit the INFO Center on
Stratus and click on Agent/Office Web
Pages for more information.

Print List of MLS Zones By Town

Here's where to find the list of MLS
zonesin town order:

1) From Stratus, click on the LIBOR
Button (next to Log Off)

2) Click on the Documents on
Demand button on the left menu

3) Click on Document #110

4) Click on File/Print

LAST CHANCE TO SAVE
SPECIAL OFFER ENDS DEC. 31, 2003

Buy one month of WEB ADVERTISING on

MLS Stratus

or MLSLIL.com

and get the second month FREE!!

WE'VE GOT YOUR |

NTERNET AUDIENCE

If your target Audience is over 18,000 Long Island Realtors —
Advertise on MLS STRATUS.
If your target audience is thousands of Buyers and Sellers —

Advertise on

MLSLI.CO

Call Donnalee at (631) 661-4800 ext. 348 for more info.

MLS

| have an offer on alisting that I'd
Ql like presented. The Listing
Redltor said | must tell her what the offer
is before they will arrange to have it pre-
sented. Do | have to disclose what the
offer is?

Q&A

A No. MLS Rule 703.3 states: “The
m Selling Participant, or his sdes
associates, are not required to disclose the
name nor any of the terms of the offer
prior to the actual presentation.
(11/18/93)"

ATTENTION:
MLS Participants

Applications are now being
accepted to serve on a 2004
MLS Committee. A copy of
the committee application is
available in the most recent
LIBOR Bulletin, or you can
obtain a copy via Documents
on Demand at 631-661-9126,
document # 120.




Reach new heights.

Long Island's largest independently owned luxury real estate
company invites you to join their success. We are seeking agents
with leadership capabilities to become top producers. Whether
you are considering a move, ready to get started on a career change
or are exploring options for your future, please call Bonnie Doran,
Corporate Director of Business Development, 888.931.9500, or
e-mail bonniedoranedanielgale.com for a confidential interview.

Daniel Gale

Marketing Real Estate Since 1922

Simply the Best!

Sotheby’s
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ors Making A Difference | n 2003

Suffolk North Shore Chapter Raises
$10,000 for Guide Dog Foundation

T his year, the Suffolk North Shore
Chapter held their first annual
Golf and Tennis Outing which
helped them raise $10,000 earmarked for Lk he Long Island
the Guide Dog Foundation for the Blind - Resltors Federal Credit |
in Smithtown. At first, the origina goal Union held their Annual |
was to raise $6,000, which is the amount Toy Drive for the Hispanic
required to actually get to name one of Counseling  Center in
the dogs, however, through the Chapter’'s [ Hempstead. Pictured here
hard work, they exceeded their goal by an . » (L to R) ae LIBOR
additional $4,000. Pictured here is “LIBOR,” a beau- employees Berta Oaks and
tif Golden L2 born on Septermber 4th FIRST CHOICE REAL ESTATE L Herrren
Froak Wk Nr ¥

“Helping others is, of course, virtuous and noble. But what’s more is
that the givers often say they benefit as much as the receivers’”

—

M‘U'Jil 3?')“3')'&3

.I./JJ./ﬂJ./ﬁfJJ! :!,JHI.':'!
WASSHUMNORTHSHUREIGHATI Ehi
WASSAUSUUIHSTHUREIGHATIER

'JIJ VeI B ANTKETSAIMMS A ENTTVIATg eSS aninisie;
UoachihealorsarnyioaueorgianayanmeanieIidle]
Agency@trential WongasiEl imanmnealEsialeeliree;
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entury 21 Fisher Friendly

Redlty located a 62
Rockaway Avenue in Valley
Stream is serving as a drop off
point for the U.SM.C. Toys for

Tots program. We are accepting L=/
donations of toys from @
November 15th until

s " AR
9,4

he Central Nassau Chapter completed a very succeﬁul food i

drive this summer. Red estate offices from al over centra
Nassau County collected food for this endeavor. All of the food was
donated to the Mary Brennan Inn which is a part of the Interfaith
Nutrition Network. This network feeds 200- 250 people a day.

he office staff of National

edtors at First Choice Realty in Fresh Meadows participated in the annual
Making Strides Against Breast Cancer Walk a thon held on October 19th.
They raised over $12,000 which was donated to the American Cancer Society.

he Eastern Chapter of the Long Island Board of Realtors held a very suc-

cessful fund-raiser for Breast Cancer, with proceeds being donated to
Long Iand Cancer Center at Stony Brook University. The event was held
a Atlantica Restaurant on Dune Road, Westhampton Beach on November
14thfrom 6to 11 PM. Therewaslive music, cocktails, dinner and dancing with
many raffle prizes. All in all, 130 people who attended raised $12,500! A specia thanks
to all who attended and supported us. Chairpeople were: Doreen D’ Andrea, Phyllis A
Singler, Gary Knotoff, Charles Conigliaro and Gerry Sapanaro (President Elect).

N~ \
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8th Annual Realtor Rumble Raises $10,000 Daniel Gale Real Estate to

For Diabetes Research Partner with Phones For Life” success
n July, Resltors attended the 8th Annual Reaitor Rumble that was held at Realtors a
Syosset Lanes. $10,000 was raised for diabestesresearch. Thefundraising ol i Daniel Gale Redl Estate Homefinders M&D
event was a big success due in part to the special efforts made by Reltors: participated enthusiasti- Properties in Moriches along
Peter Caruso, Pat Levitt and Carrie Chicurel, who chaired the event. Special caly in a “Dress for - "Ml with  (I-r) Cozette Hulse,
thanks to all of the Chapter's that donated to this event: Nassau So. Shore, Success” clothing drive. Kate Koplinka, Rosemary
Central Nassau, Nassua Central, L.I. Commercial Network, Donations of geqtly Williams, Donna Wolfe, Patti
Queens No. Shore, Nassau No. Shore, Eagtern Suffolk, worn  designer  suiits, Albert, Dan Homan and Sara
Huntington, Western Queens and Queens No. Shore. coats, blouses, and Homan, join in the spirit of
belts were collected giving this Thanksgiving sea-
and donated to the not- son collecting food that will go
for-profit Dress For suc- to local food pantries.
cess organization. Want
more information, visit

he Hough & Guidice 9th Annua Golf Outing success-
fully raised over $15,000 to benefit loca children's
athletic programs and the Marty Lyons Foundation and a
specia donation was made this year to John
Fernandez of Rocky Point, abrave soldier who

fought and was wounded in the wer in Irag.

HABITAT FOR HUMANITY

I n the spring of 2003, the Long Idand Board of Redltors®, together with the

Huntington Chapter, pledged $30,000 to sponsor a Habitat for Humanity

house that was being built in Huntington Station for Mr. and Mrs. Moraand
their three children. Many Long |sland Realtors have given their time and money
to see this project through. The house, whose walls were raised on May 16th, is
amost ready for occupancy and the god of raising $30,000 has been met.

he Suffolk South Shore Chapter of LIBOR

raised over $4,500 this year that they donated
to three local Hospice Centers. Additiondly, the
Chapter raised $2,900 for a fellow Redtor® who
has been battling cancer.

edtors Sue and Vince

Panetticri  of Vin-Pan
Redlty, Inc. raised over
$19,000 during their 19th
Annua Fundraiser for M.D.A.
held in September a the
Cdifornia Pizza a the Wat
Whitman Mall in Huntington.

hones for Life collects old, used
cellular phones from donors,
aong with the recharging units, http://www.dressfor
reprograms them for 911 use and success.org/how_to_do
then distributes them to senior citi- nate/.
zens 65 years of age and older.

q Rita Tsoukaris, of the Hough & Guidice Redlty Centereach office
held the Second Annua Dinner Dance on Saturday, October 18th
that benefits the Town Of Brookhaven Whedlchair Athletic Program.
The event raised over $11,000 for this program and because of her
[ efforts, Ritawas given prodamation by state and locdl leaders for
her contribution to the program and her community.

ode AM.B.ER. (Americas
Missing: Broadcast
Emergency Response)  Richlin

or the past 6 years Re/Max
West has had aSilent Auction rudential Douglas
to Benefit the Children’s Miracle Elliman Real Estate con-
Network at our annua Christmas

-HOLTVIH FHL * €00C l1aquisded *+ G}

he Guild of St. Francis Hospital in Roslyn NY held

“A Day at The Races’ at Belmont Park on October
9th, 2003. All proceeds of this event went toward the
Emergency Department of the hospital. Daniel Gale
Real Estate sponsored the 5th race, with over twenty
agents attending the event. Pictured in the winners cir-
cle with the rider and owner are: Carol Tintle, Vice
President; Bonnie Doran, Vice President; Pat Petersen,
President & CEO

oodstein Realty Sponsored Race #6 at the 17th
Annua Day at the Races held

on October 17th at Belmont ‘

Race Track. Proceeds from the ")

Race went to the Big Brothers 2

Big Sisters of Long Idand, an organi-

zation that has been the premiere men-

toring agency for many children in need

of additional support and guidance.

Red Estateand RichlinAppraisals

in Seden have
teamed up with
CodeAmber.org to

paticipate in a one day national
event scheduled for December
13th, where they will be distribut-
ing DNA Identification Kits free
of charge to families in the com-
munity. Code Amber programs
such as this one are designed to
promote child safety awareness.
For more information call Richlin
Redl Estate at 631-698-5656.

Party. We are having another auc-
tion a our party on December 1,
2003 and hope to best last years
figures of $3,200.00 collected.
100% of al monies collected go
to the Schneider Children's
Hospital a Long Idand Jewish
Medical Center

where one of

our agents

Barbara Bach

volunteers her

timeaswell.

san and Jay Helsmger owners of

ustom Real Estate Group of Merrick
and Long Beach, chair the Annual Merrick
Kiwanis Club “Gift Wrapping Centra” in
Roosevelt Field. Volunteers help to wrap
more than 6,000 packages during the holi-
day season, raising over $150,000 over the
past six years. Monies collected go to many
worthwhile community projects. Anyone
interested in “wrapping for charity” can
contact Realtor Susan Helsinger at 516-
868-7722. Pictured here is Jeanette
Schneider, mother of Susan Helsinger.

tributed $15,000 for the
Family Service League(FSL)
by hosting an event called
“Taste of the Hampton.” The
event was held in the summer
at the Wolffer Estate Vineyard
in Sagaponack. This event
raised a total of $72,000,
which goes
toward to care
for individuas,
children  and
families across
Suffolk County.

oach Redltors Donates $10,000 to the Guide Dog

Foundation for the Blind, Inc. Pictured here: Lori
Andrews (GDF), Lawrence P. Finn J. (owner, Coach
Redltors), Lawrence P. Finn (Director of Corporate
Services, Coach Redltors) and Erin Cleary (GDF).

Editorial Note: Thanksto all of you that submitted your activities for consideration in this special section. Unfortunately, due to space considerations, we were unable to run all of them at this time. The above items serve as a sampling of all the charitable work Realtors engaged in during 2003.
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A Picture Perfect Guideto
Digital Cameras

By Chris Leporini

In the market for adigital camera, but
not sure which model to choose? Digital
Photography Review, http://www.dpre-
view.com, a comprehensive Web site
devoted to digital camera news and
reviews, can you bring your search into
focus. Whether you need a basic, point-
and-shoot model to snap photos for your
Web site or require a more sophisticated
model to capture images for print
brochures, you can use the site's
resources to make an educated purchase.
The site also provides comments from
other users, so you can read first-hand
accounts of how productsfunctionin the
field.

If you have some idea about the price
range and features that you need, but
aren’'t familiar with specific models,
then you'll find the “Buying Guide:
Features’ search especially valuable. It
allows users to make side-by side fea-
ture comparisons, selecting from a list
of over two dozen criteria, such as pric-
ing, battery, storage space, image reso-
lution, and 1SO ratings, and manual
focus options. The site then pulls up
side-by-side comparison of models that
meet your criteria. Each entry includes
an image of the camera, as well as its
technical specifications. You can also
select camera models by name, by
choosing “side-by-side” from the
Buying Guide menu. For instance, you
can instantly compare features for the
Ricoh Caplio RR1 and the Pentax Optio
330 and see that athough the two cam-
eras are comparably priced, the latter
offers additional features, including
voice annotations and greater flexibility
in lighting.

The guide also features user com-
ments and ratings, based on a five-star

system that averages scores in the fol-
lowing categories: construction, fea-
tures, image quality, and value for cost.
Thisis a great way to get insights into
each model’s quirks and capabilities,
from owners who have used the product.
And fortunately for photography new-
bies, the guide has links to the site’s
glossary section, which helps you
understand unfamiliar terms.

Users looking for more advanced
descriptions of specific camera models
can turn to the site's meticulously
detailed product reviews. The reviews
are written by Digital Photography
Review’s editor Phil Askey, who puts
digital cameras through their pacesviaa
series of quality tests. His reviews typi-
caly span 15 pages, or more, in length
and cover overall design, controls, fea
tures, and specifications. This might
equal information overload for casual
users, but if your interest in digital pho-
tos goes beyond just getting a clear pic-
tureto post onthe MLS, you'll bein nir-
vana. If the detail is too much for you,
reviews also include a conclusion page,
where you can find a bottom-line evalu-
ation of the camera’s pros and cons. You
can also click to the “Galleries’ section
to see sample photographs by Askey
using different camera types.

The site contains several other fea-
tures that you can use to build your dig-
ital photography knowledge. It main-
tains 24 discussion forums, dealing with
everything from camera techniques to
tips on using familiar brand names such
as Minolta, Fuji, and Canon. Users can
also subscribe to an e-newdletter to stay
current on the latest news, events, and
product reviews. Findly, the “Learn”
section contains articles on cameratech-
niques, photo printing, and lighting.

Source: Realtor Magazine

NORTH SHORE TOWERS

Floral Park, NY only 30 Minutes from Manhattan

For The Past 15 Years...

I have specialized in sales of apartments in this award winning, luxury,
gated, co-operative community, which offers the finest in country club
living. Private 18 hole golf course, 5 lit hard tru tennis courts. State of
the art health spa. Indoor and outdoor swimming pools. An arcade
mall features a large variety of shops, a bank, restaurant and theatre.

IF YOU HAVE A CLIENT THAT YOU WOULD LIKE TO REFER TO ME PLEASE
GIVE ME A CALL. I CAN HELP THEM FIND THE PERFECT APARTMENT!

ANNETTE KROLL

Magic of Great Neck Realty, Inc.
516-487-8881 or 718-631-8867

www.annettekroll.com

ALL MODELS AVAILABLE FROM STUDIOS TO PENTHOUSES.

SITESTO SEE

Few real estate sites have enjoyed the
immediate brand recognition held by
www.realestatejournal.com. The site's
creators have leveraged content from the
Wall Street Journal and wsj.com to create
an expansive guide to real estate buying,
selling, management, and investing.

While many trade sites track commer-
cial news in a broad manner, it can be a
challenge for those seeking local details
or multiple perspectives on new desls or
key industry issues. The dightly sloppy,
but highly addictive, www.Rebuz.com is
a welcome option, aggregating multiple,
highly localized news outlets and other
commercial real estate resources.

If relocation is an important part of
your business, staying abreast of the lat-
est issues facing corporate relocation
executives is a great way to gain a com-
petitive edge. For insider insights, a great
place to visit is the Employee Relocation
Council (ERC) Web site at
http://www.erc.org/.

Irresponsible owners have placed petsin
the doghouse as far as most landlords are
concerned, but a“no pets alowed” policy
may cost you business. The Humane
Society’s www.RentingWithPetsorg site
that provides aticles, forms, and other

resources landlords ~
can use to develop afair pet policy.
Although smart growth initiatives may
not immediately affect your sales, their
long-term consequences can dter the bal-
ance between supply and demand or raise
the cost of homes in your area Smart
Growth www.smar tgrowth.or g/Default
provides resources to help you develop an
understanding of smart-growth issues and
to keep track of initiatives in your area
The last minute discovery of an undetect-
ed congtruction faults or a defect, such as
mold, can kill aded or knock thousands of
dollar off the sdle price. If you want to build
your resdential construction knowledge so
that you can spot potentia problem areas
early on, turn to the Nationa Association of
Home Builders (NAHB) Research Center’s
ToolBase Services page http:/Aww.tool-
base.or glindex-toolbase.asp?Track| D=.
Backed by CB Richard
Ellis, TortoWheaton Research,
www.tortowheaton.com, is a leader in
market research, analysis, and economet-
ric forecasting across multiple property
types. Its home page offers several free
areas for real estate practitioners who
want to keep their fingers on the pulse of
commercia activity.

Why Realtor s Should Respond
| nstantly To E-mail L eads

By Lawrence Schoeffler

If the purpose of your web siteisto increase
your business, you should strive to respond to
dl email leadsasclosetoingtantly aspossible.
And auto-responders don't count. Actualy,
they make it essier for your competitors.

Put yoursdlf in the shoes of an online con-
sumer, looking for red edtate information.
You're on the Web, surfing around. You find a
few dtesabout red estatefor thetown or neigh-
borhood in which you actudly want to live
Suppose you see a liging that interests you?
You fill out a form: “Can you tell me more
about this property?” You dlick and off it goes.

You keep surfing. You find another
Redtor’s web site about the area; there's an
awful lot of them, you notice. As you are
looking at this other Redltor’s site, your e-
mail program lets you know: “You have new
e-mail messages.”

Of course, you check to seewhat it is. It's
from the Redltor you just sent the e-mail to!
Amazing! You read it with anticipation:
“Thanks for asking for more information on
the property! You've adready seen dl the
basic details of the home, but what thelisting
doesn't mention is that the kitchen has sky-
lights, making it really bright and open,
aong with agreat wak-in pantry. Appliances
are brand new. Do you have kids? It's only
three blocks away from a great school! Plus
this is a choice neighborhood. The other
neighborhoods have al been increasing in
vaue - thisoneis next. You can get into this
neighborhood before prices start to jump...”

You think, “Yes, | have kidsl Wow, close
to a good school, that's greet...” Excitedly
you e-mail the Realtor back: “Yes, | havetwo
children, ages4 and 7. Is that an elementary
school? What other homes are available in
that neighborhood?’

It's done. The online relationship between
Redtor and homeowner has begun. The
Redltor responded personaly, and basically
instantly, and in return you divulged redl and
persond information. It won’t be long before
you send your phone number. The other

Resltors never had a chance.

And forget auto-responders! If you think
they cut any ice with consumers, you're mis-
taken. Imagine again you are the same online
consumer, and you just sent out an email toa
Redtor you've never met. Just like before,
your e-mail program aerts you shortly after
the e-mail was sent, “You've got mail!” Only
thistime the e-mail reads, “ Thanksfor e-mail-
ing me! I'm a great Redtor. I'll get back to
you soon!” How many heartbests doesiit take
you to hit “delete’ and go back to the other
Resltor who responded persondly to you?

Now | know that responding to e-mails
instantly requires you to be sitting at the
computer al day long. But online success
takes commitment. If you tak to any
Redltors who actually make good money
from theWeb, they’ll tell you the samething:
You have to dedicate yoursdlf to it. A Web
Steisn't magic. You have to work it proper-
ly, just like anything in business.

What many successful online Redtors do
ishire an assistant. The assistant sitsin front
of the computer, stimulating and starting
relationships with potentia clientsviae-mail
when you can’t. | know many top Redltors
who have two or more assistants handling
leads in this manner.

If your site is generating leads but you are
having ahard time converting leadsto sdles, it
could be something as smple as making sure
you repond to e-mails persondly, and, ided-
ly, ascloseto ingtantly as possible. | can't tell
you how often | hear about how poorly
Redltors respond to e-malls. It's dmost a
cliché “I sent out 10 emails and only one
Redltor got back to me the same day! Most
never even responded.” | know one highly
successful online Redltor - with two full-time
assgtants - who regularly tests how respon-
siveother Redltorsare, just to check up on her
competition. She has told me that most
Redltors respond in ether 6 or thirteen days -
if at dl! I'll tell you this: If you check your e-
mail once aweek or twice a month, you will
never make adime off your Web site.

Source: Realty Times



In the first four months of this year, more than 60 real estate

brokers joined the Help-U-Sell- network — one every other day.

Help-U-Sell- is the fastest growing real
estate franchise in America — ranked
high on Entrepreneur Magazine’s list of
the 100 Fastest Growing Franchises.

If you're in real estate, you have to ask yourself why this phenomenal growth is happening.
Why would so many brokers run from traditional real estate to join the ranks of the origina-
tors of the unbundled service concept.

Look no further than the latest NAR research report, The Future of Real Estate
Brokerage: “Changes in technology, the regulatory situation, the economy and the com-
petitive landscape are transforming the environment for real estate brokerage.” No wonder
so many intelligent real estate professionals are exploring their options.

There are more than 400 Help-U-Sell offices from coast-to-coast, and we’re making a
concerted effort to open offices in New York. Several are here already, and more are coming
in the months ahead.

If you'd like to be part of the future of real estate rather than the past, we invite you to inves-
tigate what we have to offer.

It might be the smartest move you ever made.

4 ways to find out

more about Help-U-Sell

U INFORMATIONAL SEMINARS

Spend a couple of hours — get the whole story:

Please Call for Next Avaliable Seminars

0 TELEPHONE
CONFERENCE CALLS
Convenient evening telephone
seminars. Call for schedule.

[0 INFORMATION
IN THE MAIL
Call for a complete informa-
tion package in the mail.

[0 INFORMATION
ON THE INTERNET
Visit our website for lots of
details: www.helpusell.com

Call 800-366-1177 for reservations and directions.

Join Our Success!

Look who has joined
the Help-U-Sell network

Tripled listings,

no prospecting...

After more than 10 years in traditional real
estate, Ken Trestka opened his own Help-U-Sell
office. Using the Help-U-Sell marketing
system, Ken now handles three times the
listings he had as a listing agent.

—Coram, NY

16 years of success...
Ron Winward’s office has been with
the Help-U-Sell system since 1987.

—Bucks County, PA

Re/Max’s loss...

A perennial top producer, Chris Beauregard
opened her office last year and sold 26% of
the homes in her marketplace.
—Burrillville, RI

Fast start!

Open less than a year, Leanne Coates has
60 listings and a 21% market share in her
small midwest town.

—Aurora, IN

25 years in a gold jacket...
then just last year, Dino Bello converted his
office to Help-U-Sell. At last he’s in control
of his destiny.

—Pittsburgh, PA

®
REAL ESTATE

www.helpusell.com 800-366-1177

(€)2003 Realty Information Systems, Inc., d/b/a Help-U-Sell(R). Al rights reserved. Each Help-U-Sell(R) Real Estate Franchise s independently
owned and operated. This is not an offer to sell a Help-U-Sell(R) Real Estate Franchise. Offers are made only upon defivery of the current Help-U-Sell(R)
Real Estate Franchise Offering Circular which contains al relevant information concerning the costs, expenses, risks and commitments involved in
purchasing a franchise. This is not a solicitation to any person or entity that is currently under contract with another real estate franchise organization,

Earnings and profits similar to any statement or inference contained herein are not assured.
The success of a franchise is largely dependent on your own efforts.

201 OLD COUNTRY ROAD
MELVILLE, NY 11747
TEL: (631) 944-6800
FAX: (631) 944-6100

Co-sponsored by

5EMN
!
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This & That

In November, sales agents from Coach
Realtors completed their Senior Real
Estate Specialist training and received
their SRES designation. Their names:
Georgianna Finn, Dorian Schneider,
Lucille Kollmer, Kathleen Doerrie,
Cathleen Whelan, Betty Davenport,
Francis Lee, Angela Nelson, Pat Dolan,
Katie Maher, Valerie Van Clesef, Blanche
Sapan, Belinda Hammer, Linda Ruckh,
Brian McElroy, Jyll Kata, Mary Trester,
Lorraine Connolly, Pat Oliva, Lynn
Franco, Sheryl Gluck, Lois Hanson,
Alice Wilkens, Andrea Brovetto, Adele
Rosenberg, Kathy Coumou, Judy Edge
and Barbara Szumski. Also, Larry and
Georgianna Finn, owners of Coach

L to R): Georgianna and Larry Finn (owners of Coach
Realtors) and Charlotte Van derWaag (Branch Manager)
cut the ceremonial ribbon at the grand opening celebration..

joined the company’s Rivera and husband Ralph on the birth
franchise sales division. of their second son Nicholas on
As afranchise consultant, December 2nd.
David DePhillips will
establish RE/MAX . .

§ offices in untapped mar- Obituaries

kets and assist new
offices in developing |
growth strategies.
LIBOR/MLS has a new
face, Angela Dell’ltalia
as the 346 RSC
Supervisor. Angela joins
LIBOR/MLS after ten

We regret to inform you of the passing

Barbara (Barbie) Chechile, Lynda
Baker Redlty in Hicksville. Serviceswere
held on November 18th in Woodbury.
Messages of condolences may be sent c/o
Lynda Baker Realty Corp, 386 S. Oyster
Bay Rd, Hicksville, NY 11801.

We regret to inform you of the pass-

years with  Astoria | ing of Peter Wohnsigl, Husband of
Federal Savings Bank. Helen Wohnsigl, Coach Realtors,
Welcome Angela. | Smithtown. Shiva was held on

Realtors, proudly held the grand opening
of their newest office location in Williston
Park. The event was held to celebrate asix
month and $150,000 investment to more
than double the size of the previous office.
The new office is a state-of-the-art real
estate facility, offering the finest technolo-
gy and interior design. At a recent event
hosted by the Long Island Regional
Business Partnership at Farmingdale State
University, Carolyn Weber, Vice
President of RE/MAX of New York, Inc.
had the opportunity to meet and speak with
New York Secretary of State Randy
Daniels. Secretary Daniels addressed a
group of local business |leaders about eco-
nomic development, the economy and
other issues that are impacting the Long
Island businesses community. RE/MAX
International and RE/MAX of New York,
Inc. recently announced a comprehensive
education program covering new home

construction, sales and marketing now
available through RE/MAX Mainstreet,
the network’s proprietary extranet for
members. The is a four CD-ROM pro-
gram developed by new home sales expert
Dennis Walsh that earns the international-
ly-recognized CNHS designation. The
CRS organization also recognizes this
course as a two-day CRS class and upon
completion, applies appropriate credit
toward the Certified Residential Specialist
designation. Century 21's President and
CEO Van Davis came to the East End of
Long Island last week to congratulate 100
sales associates from Century 21
Agawam Albertson for a successful
merger of the North Fork and South Fork
agencies and the best sales month on
record in terms of revenues. REIMAX of
New York, Inc has announced that David
De Phillips of Garden City, recently

F A NERA TOP SERVICE REALTY

ERA

REAL ESTATE

718-441-5800 718-464-5800

94-11 Jamaica Avenue
Woodhaven, NY 11421
www.eratopservice.com

219-21 Jamaica Avenue
Queens Village, NY 11428

like to congratulate employee Denise

LIBOR/MLS would also November 24th and 25th.

110 N

Andrew Hickey of Century 21 Laffey Associates in Hicksville won the RPAC
Mini-Sweepstakes. RPAC contributors that contributed to RPAC between October
4th and November 17th were eligible to win the prize, a $250 AMEX gift check.

ERA TOP SERVIGE

Recognized as the #1 ERA Company in
Queens/Long Island/Brooklyn
Become part of

this winning team with
2 Dynamic Otfices!

ERA TOP SERVIGE

ofters Ouistanding on-going training!
Fabulous back-office support!
Major advertising & marketing programs!
Unique listing & selling tools!
Hi-tech office operation!
Your Choice of Office Location!
Get Paid On Contract*

HEW! CAP Advantage

Jax Deferred Pension Program Available*

*(Certain terms & condition apply, check with broker for details)

Call Nick Gomez today at

718-464-5800 or 718-441-5800

Congratulations Andrew!
@ |_. ®

Hough & Guidice
“Everything We Touch Turns To Sold!” ™

REALTY NG,
Join the TEAM that is SOLD on SUCCESS!!

4 Competitive Commission Splits

4 Massive Advertising

4 Friendly Brokers With Open Doors

4 On-going Training - For ALL Agent Levels

4 16 Cooperating Offices
4 Agent Recognition
4 Holiday Parties

Hough & Guidice Realty has it all.
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Baiting Hollow............. 369-2000 Paul Basileo
Centereach.................... 736-6800 Martin Hammer
Huntington/Dix Hills..... 673-5941 Lori Sunshine
Lake Ronkonkoma. 738-0400 Lou Papas

Melville............... ...044-6400 Bob Roth
Middle Island. .. 345-5600 Anthony Guidice
Miller Place.................. 474-2000 Lou Papas
Manorville.......cccccee...... 281-8600 Terri Medici
Nesconset........c...ccceuueee 360-2900 Evan Greene
Patchogue...................... 289-0700 Shawn Hough
Patchogue(Ron Bush)... 289-3737 Shawn Hough
Port Jefferson................ 476-6800 Gary Mayhew
Selden........... ...698-6900 Parker Hough
Shoreham.........cccccceeeees 821-2040 Rosemarie Princi, Lynn Astre
Syosset.......coeeeeeunnes (516396-2022 Linda Petralia

Each office is individually owned and operated.

Corporate Office........ 1(888) 924-SOLD Donna Etergineoso

Call any of the above people for a confidential discussion of how
Hough & Guidice Realty can help your real estate career soar.
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2003 RPAC HONOR ROLL... 1t's your best investment in business!

For more information, please contact Randy L. Kaplan, Director of Governmental Affairs, Ext. 380.

GOLDEN R
(85,000 AND UP)

Bettie M. Meinel
Michael Mendicino

Kathleen M. Carroll
Peter Caruso

Erica L. Freeman

Marion Kowalczyk
Keith V. Friedman i

Walter P. Krokowski

Joseph L. Canfora Richard Merritt Pat Cassis Sally Froccaro Joseph K. Kronwitt
Dorothy Herman James A. Netter Frank Castelli Julio C. Galarza Jerold Krupnick
Audrey Livingstone Alexander D. Hector Castillo Thomas G. Sheryl F. Kushnick
Phillips Lorraine Castrignano Gallagher Sidney Kwintner

CRYSTAL R Gilbert A. Picard Peter J. Cavallaro Rajnikant V. Gandhi  Sung W. Kwon
($2,500 TO $4,999)  Neil E. Sterrer Robert A. Celic Joy B. Gape Mei Ying Lai
Mary E. Adams Diane Chan John Garcia Philip K. Lam

$99 CLUB ‘Young Sam Chang Pablo A. Geymayr George W. Lambro
STERLING R ($99 TO $249) Kanubhai Chauhan Andrew Giancontieri  Jeffrey K. Langer
($1,000 TO $2,499)  Olga E. Abreu Shao Yun Chen Nicholas Gigante Pamela G. Lanigan
Ralph Bove Bartlett L. Ackerson Kumal A. Chetram John T. Girvan Theresa A. Laria
Frank Dell Accio Kenneth L. Adamo Anthony P. Bertram M. Ann M. Lasker
Kathleen L. Engel Michael C. Adges Chiaravalloti Goberdhan Albert K. Lau
Melvyn S. Farkas Edul N. Ahmad John Chiarovano Susan Goldman Trudy A. Lauben
Barbara F. Frechter ~ Anthony A. Carri F. Chicurel Howard Goldson Kevin M.
Jay A. Helsinger Albanese Maurice G. Chin Bonnie L. Goldstein Leatherman
Maxwell S. Levitt Jose Alcantara Susana Cid George R. Gordon Joann Lee
Patricia Levitt Peter J. Alizio Christina Cidoni Robert R. Grant Sejeh Lee
Otto Lugo Bridget D. Alim Evamarie J. Cinque ~ Marie R. Grant Shirley Lee
Walter D. Messina Dale D. Alstead Lloyd E. Clarke Morris C. Greene Sander A. Lefkowitz
Joseph E. Mottola Virginia A. Andrews Lior Cohen Brigitte E. Greene William F. LeMaire
Lee Rothleder William J. Angelos Anessa V. Cohen Joanne K. Mark M. Lerner
Daniel Ryan Paula M. Nancy Comerford Greenspan Tanda J. Lerner
Richard M. Witt Annarumma Caruso  Abijah G. Cooper Anthony L. Guidice Ronald Levinson

John A. Ardito Peter Cornea Robert J. Gunther William Li
PRESIDENT'S Giovanni Ariola Joseph J. Corriston Louis Gutin Hilda C. Lincoln
CLUB Christopher Charles S. Cortese Jacqueline Guzzo Joan C. Lipitz
($500 TO $999) Armstrong Carol P. Costanzo Roozbeh Hakimian Kenneth Lippe
Gabriele Bishop Dino P. Ascari Bryan Cronin Robert L. Harding Todd S. Litz
Linda Bonarelli Dorothy A. Aschkar Katherine Steven M. Harney Irene D. Lockel
Floyd G. Earl Evelyn Atanas Cuddeback Roger J. Hayes Tina Loffredo
Lawrence P. Finn Azucena M. Ayala Peter D. Cylvick Martin P. Hepworth Hector O. Logrono
Bryan Flynn Diab Samuel DaGrossa Edgar Hernandez Latifa Lokmani

Robert J. Herrick Nicholas J. Badame

Gloria Datlow

Newton A. Hinds Lisa S. Lou

Suzanne L. Herrick Da Tekena A. Liddie M. Davis Arthur M. Hofbauer Charles Lovell
Patricia M. Masone Barango Tariah Domingo P. Warren S. Hoffman Dennis L. Lovell
Mary F. McLaughlin  Patricia Barbosa DeGuzman Newton L. Homan Nancy L. Lovett
Thomas Murray Paul R. Basileo Ramon DeJesus Chong H. Hong Rita J. Lowry
Richard Parisi Hilary Becker Nilo A. DeLaTorre Mathew K. Horn David L. Lurie
Michael Piccolo Carole Belley Raymond A. DeLeo  Sung Ai HynsonKim  Johnstone S. Ma
Ruth C. Sansiviero Rita B. Bender Vincent Dell Accio William S." Imandt Hattie Mack
Donald C. Scanlon Alan L. Berger Frances |. Dellipaoli  Eric W. Jackson Patrick H. Mackay
Tony Smith John Berookhim Peter S. Demidovich ~ Robert C. Jacobsen  Gyanwattee Mahabir
Kenneth Bianco Suzanne DeNoyior Kristen James Erik C. Mahler

CAPITAL CLUB
($250 TO $499)
Matthew B. Arnold
Alan L. Berger

Giuseppa Biasi
Arthur 1. Blutter
Gary S. Bonanno
Lucille Bonanno

Anna DeSantis
Vincent DiCanio
Marylou DiClemente
Pasquale DiMarco

William Jee Malachy T. Mahon
Joseph W. Johns Susan D. Maisto
Marquise N. Sanjaya Mallick

Johnson OMeally ~ Maria L. Mancini

Lisa R. Bornschein Kathleen P. Borg Josephine G. Dizon  John L. Juliano Thomas M.

Audrey K. Brandt Geralynn Bozza Bruce Dodkowitz Michael Jumbo Mangialino
Jennifer Brule Benjamin Braunstein ~ Sabita D. Doodnauth  Adriana G. Jurcev Jack Gajraj Mangra
Bart J. Cafarella Robert Bretscher Mandares M. Ramesh D. Mohammed A.
Joanne Canfora Arthur Briscoe Dornagon Kalicharran Mannan

Ana Cornejo Louise P. Brooks James Dowdell Janet M. Kalman Jean Mansueto
Marie A. Costello JoAnne Brower Sooroojnee Edoo James G. Kalpakis Ray Manzoni
Lisbeth N. English Deborah A. Brown Robert Eisenoff Faith G. Kanen Eli Maor

Warren M. Fink Thomas M. Brown Akiva Kevin Emergi  Morton Kaplan Anne M. Marian

Barbara Ford
Marian Fraker

Stephen A. Bruno
Robert J. Budhu

David S. Eshaghoff
Oscar Esquivel

Nazmoon Karim

Francesco S.
Marilyn A. Karpoff i

Marino

Gutin Joseph F. Buzzell Olubenga A. Barbara Keenan Romeo L. Marquez
Mary G. Fudens William Byers Fakuade Elizabeth Kelly Hector Marroche
Carol Gallo Miguel A. Cabrera Solomon Fatakhov Richard C. Kesnig Jose Martinez

Turschmann Jorge E. Cajiao Thomas Fay Joshua S. Ketover Vito Martinico
Gail M. Gladstone Glen P. Calderon John Ferrer Martha M. Keys Rita Maruca

Leon Calderon
Vincent Campasano
Louis J. Campione
Athena Tina Canaris
Peter M. Caputo
Henry R. Cardello
Daniel R. Caroleo

Nicholas Gomez
Phillip L. Greenblatt
Edith K. Heinemann
Susan G. Helsinger
Christopher G.
Kaufman
Emmett Laffey

Vincent E. Ferreri
Marcia Finkelstein
Carol K. Fisher
Gary A. Fitzgerald
Gilberto Flores
Francesco Fonti
Wesley Ford

Patricia G. Maude
Michael A. Mauro
Patrick A. Mazza
Thomas J. McCarthy
Kathleen A.
McConville
Patrick McCook

Tina Kim

Douglas Kluender
David Kook Ko
Sharon Kollore
Catherine Kolsch
William O. Konkel
Emily P. Koo

Pat Levitt

Kathy Engel
RPAC Co-Chairpersons

It's been an incredible year and the
credit goes to everyone who has con-
tributed to the Realtors Political Action
Committee, RPAC. Thank you for bring-
ing the total contributed to the highest
level ever achieved by LIBOR members,
over $178,000. The people who know the
importance of RPAC and then educating
their friends and colleagues could not
have done this without the word of
mouth.

Among the strongest supporters are
those who work behind the scenes and
make all that we do look easy — Many
thanks to al of the committee members
who both individually and as a team
devoted many endless hours making

RPAC UPDATE

phone calls and visiting our politicians to
fight for Realtorsissues. | am so proud of
what this committee has accomplished
this past year.

I would be remiss if | didn’'t acknowl-
edge the unselfish efforts of Jennifer
Brule and Randy Kaplan. Jen is our cre-
ative one; she comes up with al the fab-
ulous posters, flyers and phrases that
have been used in our marketing and pro-
motions. Randy with his wit and humor
has been able to convey the needs we
have, as Redltors, to our Legidators.
There is not one legisiaor who does not
know who Randy is. Because of hisrela
tionship with them they will take time out
of their day to listen to what our needs
are.
Finally to Pat Levitt, who has always
been there, thank you.

Now we have next year to think, speak
and plan for. | know the committee can
count on each of you for a contribution
and an enlightening word to someone
new.
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Cecile McCook
Barbara McDonough
Everton M. Mcintyre
George C. McKnight
Maureen A.
McMahon
Theresa A. Medici

Betty Ann Pilling
Rosetta L. Pirillo
Anthony M. Piscopio
Robert A. Pistani
Roger L. Post
Thomas M. Potter
Rose Marie Princi

LIBOR’s RPAC goal has increased from
$144,000 in 2002 to $252,000 in 2003
due to NAR increasing RPAC fair share
from $10 to $15 per member.

$178,000
& Rising

Norman Mendelson ~ Barry D. Pugatch Geraldine S. John Testaiuti
Glenn A. Messineo  Kenneth Racktoo Ar%zﬁ':n’\?ro ‘r]\/?iﬂere- dT'I}jr?(l)ﬂma:s
Menelaos E. Igor Rafailov - hes
Metalios Jgay G. Rakhar Scaldaferri Angela Tortorici ~~
Bernard Miglio Kumar Ramdass Nancy Scarola Li Tiene Townsend
Frederick Mignone  Gladys Ramirez Emanuel J. Arthur T, Triantos GOAL
Michael Mikhailov Mark Ramjeet Scarpinato Marilyn Triolo
Scott Miller David Ramnauth Marlena C. Schein Christopher
Nazim K. Mohamed Eric G. Ramsay Ann Marie Schiano Tscherne !
Garth A. Molander Roopnarine Michael B. Schindel ~ Boguslaw Turosz
Gloria C. Molloy Ramudit Peter J. Schneeberg ~ Jin N. Um
Yoon S. Moon Eileen Rankin Helaine A Frank S. Urso
Alice H. Morabito Denise Rauff Schneiderman Marilyn Urso
Michael J. Morris Donna Reardon Lucy Schut Giuseppe Vaccaro
Robert S. Moskow Robert L. Reda Muriel Schwartzapfel  Vincent Vaiano
Marjorie C. Munive  Suzanne P. Reid Terry Sciubba Thomas J. Vastola 178 “uu
Aileen J. Murstein Bradshaw Roberta Scully Lucy A. Verdeschi y
Joann Mussman Norma C. Reynolds ~ Mary L. Segrete Mario Villamil
Rhoda Nadell Wiliam C. Rhodes ~ Adolph D. Seltzer  Totee K. Wadhwa
Paul P. Napolitano Carl W. Riese Robert T. Sendel Donald B. Walis
Karen M. Newhouse ~ Joyce D. Ringe Richard M. Shane Una Walsh
Kai Shun Ng Rafael Rivera Eileen Shapiro Irvin S. Weinbrand
Sankar Nirahu Susan M. Roberts Claude Simos Paul K.
Carmine A. Notaro  John A. Rodriguez ~ Powan K. Singh Wemersbach
Vivian Novello Gloria I. Rodriguez ~ Nishwa P. Singh Rochelle G.
Virginia O Dwyer Diana Romano Jamna Singh Wernersbach

James F. O Kane Edward T. Romeo ~ Phyllis A. Singler Carolyn M. Whalen

John P. OCx Chitlall S. Joseph T. Sinnona Carolyn E. White

Toohee o mor Roopnaraine Scott P. Sisskind Thomas B. Wiggin

Rocco A. Oliverio Sandra Rosen Shapour Sohayegh  Yvonne Wilburne

Peter T. Orisses Kathleen E. Fanny Soisson Randy J. Willett

Rosemarie Orlando Rosenbaum Robert H. Solomon  Edward F. Wilson

Robert B. Pace Linda Ross gggz‘ E"é—“gewa i]:aarr?rlf Svglr\]llnkler Egbert Dash

Guy B. Palumbo Fred Rossi ->Pag y Wong Cynthia Everett

Shu Na Pan Robert K. Roth Carol A. Sparaco Willie M. Wyatt o
i i Larry O. Stoddard Rong F. Xu Joanne K. Fiori

Xiao Feng Pan Harriet M. Rowan ury O - 95 Lydia J. Green

Geneive Panton Murray Rozenel William R. Strickland ~ Zeng Wen Ye Marie Jaffary

Vincent C. Papa Trevor K. Rupnarain ~ Karen A, Striegl John A. Yeamans Lair A. Lemes

Maureen Papalas Mary Alice Ruppert Barbara J. Strugala ~ Chao Ling Yeh Andrea Lundquist

John A. Pappalardo  Kelly M. Russell Michael W. Studley ~ Archie L. Yon David G. Nedvin
Willard Parker Anna Russo Kaori Sumiya Ramin A. Zakarya Esperanza
Hough Kathleen C. Ryan Jason Tabachnick Mohsen Zandieh Ramirez
James W. Pase Abul K. Saadullah Thomas F. Tabone Eugene D. Zinbarg Jefirey Ri
> > ¢ effrey Ritts
Antonio J. Patino Arthur P. Saitta Srun Taing Raymond A. Robyn Sher
Emiliano Perez Golam M. Talukder Zorovich

Quentin B. Sammis

Munawar H. Sandhu Mohammad Zubair

Tamia Perry Kelley J. Taylor

Mary Jane Pettit Rosemarie J. Chanita Teitz

James A. Phillips Santiago Yves-Merry LESS THAN $99

Joseph Picone Jaime Santiestebsan Telemaque Deonarine Basdeo
Leo S. Testa Sandra L. Carcamo

Paul Pijuan Joseph C. Santoro

Give Yourself A Promotion!

Long Island

realty agents

Become Your Own Boss
100% Commission Payout
OMLY $199." per Month
Vigit Qur Website
Sae Qur Online Presaniation
or Call far a Persanal Appoinimenl
516-433-5290
= WO Rayaly or Franchise Foos

* NO 0o Policics
* NQ Required Floor Tene

* Double Your Income
" Wark Fram Homas
* Fiall &r Part Tima

Fad 't IF Time You Gof
The Commissions Yoo Desenva? [
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-HOLTVIH FHL ° €00C 18quiadaq « 6}



20

December 2003 «

THE REALTOR® -

LEEEAL/EON LI LN AL

DO NOT CALL/BUYER'S BROKER

Comments by the  Federa
Communications Commission have
raised a question as to whether a buyer’'s
broker can call a FSBO or any other
homeowner whose name is on the do not
cal list. The Federal Trade Commission
a first indicated yes, but the Federa
Communications Commission has indi-
cated no. NARisseeking clarification on
the question. In the interim, be safe; do
not call.

SMALL CLAIMS JURISDICTION
Effective January 1, 2004, the mone-

COUNSELOR'S
COMMENTS

by Howard W. Goldson
Goldson, Nolan Associates, LLP

Year End Tidbits

tary jurisdiction of the small claims court
will be increased to $5,000. This should
be helpful to Realtors who prior to this
change had to reduce their clams to
come in the jurisdiction of the court.

SELLING BROKER'S RIGHT TO
PARTICIPATE IN THE PRESENTA-
TION OF AN OFFER

The MLS recently amended itsrulesto
provide that absent awritten request from
a homeowner to the contrary, the selling
broker has the right not only to be present
but also participate in the presentation of
apurchaser’s offer to the seller.

LIBOR InvitesYou To...
Ask Our Attorney...

o T an apartment is advertised for

@ rent in aloca newspaper, are we
permitted, as Realtor or broker, to call the
number listed in the ad if that number is
on the national do not call list? Similarly,
if a home is advertised as For Sale, can
we call the listed number and ask if we
can help to try to sell the property as an
Open Listing?

A. Whether an owner is advertising
@ an apartment for rent or a house
for sdleasaFSBO isnot abasisto permit
aRedltor to call and solicit alisting on the
property when the telephone number
appearing on the ad aso appears on the
national Do Not Cadl List or, if said tele-
phone number is contained on the
Realtor’s company specific Do Not Call
List. There are only 4 situations which
permit a Realtor to call somebody whose
nameison the Do Not Call List. Those4
situations are as follows:

1. The Redltor has written permission
from the person to cal that specific tele-
phone number.

2. Therecipient of the call is personally
known to the Realtor. That means there
must be a specific persona relationship
between you and the person you are call-
ing.

3. You have closed a transaction with
the person called within 18 months of the
date that you placed the call or

4. The person to whom you are calling
has made an inquiry (answered an ad or
attended an open house, etc.) within 3
months prior to the date that you make the
call.

If the person to be called does not come
within one of the above 4 exceptions, you
may not call someone whose name is on
the Do Not Call List. Thisis so even if
that person is advertising in the paper for
people to buy or rent their property.

10 AGENTS WANTED

JOIN THE WORLD'S BEST /720>

Nobody Sells More Real Estate

Than RE/MAX

If you're looking to advance your career, the
logical choice is RE/MAX. After all, when you work
with the best, it brings out the best in you!

REAMX

To schedule a confidential interview, call Randal. Destiny Realty
Each Office Independently Owned and Operated (718) 736-1010

Consumer Credit Reform Legislation To Make
Credit Files More Accessible To Home Buyers

By Kenneth R. Harney

Congress recently passed the most far-
reaching reforms to the American consumer
credit system in three decades, and home-
buyers, Redltors and lenders will be among
the key beneficiaries.

Besides guaranteeing every consumer the
right to request and obtain one free copy of
his or her credit files from the nationd cred-
it bureaus per year, the new legidation also
mandates consumer access to credit scores.
Under current law, by contrast, only a few
states require the bureaus to provide free
credit files once a year, and only Cdlifornia
requires disclosure of credit scores.

The Fair and Accurate Credit Transactions
Act of 2003, approved just before the
Thanksgiving recess, sets up key procedures
regarding credit reports and score disclosures:

¢ The credit industry, with oversight by
the Federa Trade Commission, must create a
single centralized contact point or organiza-
tion to handle consumer requests for free
files expeditioudy. The central source will
have to provide a toll-free telephone line to
receive consumer requests, and then quickly
respond with copies of a consumer’s credit
reports from Equifax, Experian and Trans
Union, the three national credit repositories.

* Once a request for free credit files has
been received, the centra source or the
bureauswill haveto providethe reportswith-
in 15 days. When subsequent requests for
correction of errors or outdated information
are received from consumers, “reinvestiga-
tions’ by the bureaus will need to be com-
pleted within 45 days.

« Eachfree credit report will be accompa:
nied by a summary of the consumer’s feder-
a credit rights, prepared by the FTC, plusa
toll-free number for additional help or infor-
mation.

« When a consumer requests credit
reports but no credit scores, the bureaus will
be required to inform the consumer that one
or more scores may be available in connec-
tion with the reports, though for a “reason-
able’ fee.

* Whenever the number of recent
“inquiries” — credit report requests by cred-
itors or other users of credit reports — nega-
tively affects a borrower’s credit scores, the
consumer will have to be informed by the
credit bureaus involved.

The legidation aso contains mgjor new
consumer-protection  rights, including
mandatory disclosures whenever a creditor
sends negative information to acredit bureau
about a consumer’s account. The disclosure
will have to be made no later than 30 days
after the negative information is sent by the
creditor to the national bureaus. Consumers
who disagree with the content of the negative
report — for example, they disagree that
their payment was late or never sent — can
then dispute the reports.

The bill aso establishes important new
“risk based pricing” safeguards designed to
protect mortgage applicants who are evaluat-
ed by dectronic underwiting systems, now in
widespread use by lenders. Whenever ahome
loan applicant is quoted rates and terms by an
electronic system that accesses their national
credit files, and those terms are “materialy
less favorable” than what applicants with
excellent credit receive, theloan applicant will
have to be informed of the Situation. The dis-
closure can be ordl, a the time of application,
or made electronicaly or inwriting later.

Borrowers who apply for a“specific” rate
or term — say six percent fixed-rate for 30
years and one point — and are granted that
rate, will not receive disclosures, even if
problems in their credit files deny them the
chance at an even lower rate or fees.

These and other provisions of the new leg-
idation should be excellent new tools for
Redltors and their home buying customers.
Not only will credit files and scores now be
more readily accessible and less mysterious
to loan applicants, but buyers will have
opportunities to see and chalenge erroneous
credit file data that may hurt them at the
mortgage application table.

That, in turn, should help them qudify for
the loan terms they need to purchase the
house they want.

For more information call the Express Service
Center at (631) 661-4800 ext. 327

| Enclosed is my payment totaling: $
I Return order form with Payment to:
Long Island Board of REALTORS®
| 300 Sunrise Highway, West Babylon, NY 11704
Attention: “2004 Diary” or Fax Your Order To: (631) 587-2166

I Name:
| Firm:
| Phone:
I Address:

Check One: O MasterCard O Visa O Amex O Discover
I Please place my order for copy/copies of the 2004 “Real
| Estate Record and Reference” at a cost of $27.50 per copy for mem-
l bers (non-members $37.50), plus shipping and applicable sales tax.
I Card#: Exp. Date:

Signature
h
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Case #1-16: Obligation to Advise
Client of Market Value

Resltor A listed Client B’s house at
$136,000. The house was sold to Buyer C,
who met Client B at a cocktail party a
month later and told him that he had just
been offered $148,000 for the house but
declined the offer feeling that if he decided
to sell, he could do considerably better.

On the basis of this information, Client
B charged Realtor A with unethical con-
duct in not having advised him as to fair
market value and pointing out that the
offering price was considerably below
market value. The Board's Grievance
Committee referred the compliant to the
Professional Standards Committee for
hearing.

The Hearing Panel reviewed the facts.
At the time the listing contract was signed,
Realtor A advised his client that he had not
recently been active in the part of the city
where the house was located and that
before fixing the price definitely it might
be well to have an appraisal made, but the
client declined saying that he felt $136,000
was afar price.

Realtor A's defense was that he had indi-
cated the desirability of an appraisa to
determine a fair asking; that he had indi-

ETHICS.. ThisMonth’s Topics

cated he was not active in the neighbor-
hood where the home was |ocated; and that
while he had afeeling that the client might
be placing alow price on his property, he
felt his professional obligations to the
client was discharged when he suggested
having an appraisa made.

If was the finding of the Hearing Panel
that Realtor A's defense was valid and that
he was not in violation of Article 1.

Case #1-17: Listing Property at
Excessive Price

Mr. A was about to retire and move to a
warmer climate, and had discussed the sdle
of his house with a number of brokers. He
dropped in on Realtor B to discussthe mat-
ter and said that various brokers had told
him he should expect to sell the property at
from $150,000 to $158,000. “Oh, that
sounds low to me,” said Realtor B, “prop-
erty moves well in that neighborhood and
| recall that your house is in good shape
and well landscaped. Give us an exclusive
on it a $168,000 and we [| make a strong
effort to get you what your property isreal-
ly worth.” Resltor B got the listing.

He advertised the property, held it open
on weekends, had many inquiries about it,
and showed numerous prospective buyers

through it for afew weeks, but received no
offers. When activity slowed, and the
client became concerned, Redltor B was
reassuring. “We'll keep plugging till the
right buyer comes along,” he said. When
the 90-day exclusive expired, Realtor B
asked for arenewal. He told the client that
new houses coming on the market were
adversely affecting the market on resaes
of existing houses, and recommended low-
ering the price to $158,900. Client A rue-
fully agreed, but the lowered price did not
materially increase buyer interest in the
property. As the term of the 90-day exten-
sion of the listing neared, Realtor B
brought Client A an offer of $150,000 and
strongly recommended that it be accepted.
But the client objected. “You told me it
was worth about $168,000 and sooner or
later the right buyer would pay that price.
Meanwhile similar houses in the neighbor-
hood have been selling within 30 to 60
days at around $156,000.”

“I know,” Redltor B said, “but six
months ago we had a stronger market and
were at the most favorable time of the year
and $168,000 was not an out-of-line price
at that time. But now we're in the slow
time of the year and the market is off. All
things considered, | think the $150,000
offer in hand is a good one. | doubt that a
better one will come along.”

Client A accepted the offer and com-

plained against Redtor B to the loca
Board of Realtors, charging Realtor B with
misinforming him as to fair market value
agpparently as ameans of obtaining the list-
ing of his property.

At the hearing, the facts as set out above
were not disputed. Questioning developed
the additional fact that at the time of the
origina listing Redltor B had not gone
through the house to make a systematic
gppraisal of opinion of value, and that his
recommended offering price was not based
on a systematic review of sdes in the
neighborhood. Members of the Hearing
pointed out that the neighborhood in ques-
tion was a development of houses, basical-
ly the same in size and quality, that had
been put on the market about 10 years ear-
lier at prices varying from $145,000 to
$150,000; that good location and land
development practices had maintained a
good market for resales, but there was no
indication that any property in the immedi-
ate neighborhood had been resold for as
high as $160,000. When told that circum-
stances tended to bear out the com-
plainant’s charge that Realtor B’s recom-
mended price was astratagem to obtain the
listing, Redltor B's defense was that he felt
he had aright to take an optimistic view of
the market.

It was concluded that Realtor B was in
violation of Article 1 of the Code of Ethics.

A Looming Deadline

Don’t Wait Until the Last Minuteto Meet NAR’s
Ethics Education Requirements

Remember the story about Chicken
Little. She's the children’s storybook char-
acter who ran around telling her friends,
“The sky isfaling. The sky isfalling!”

It's a good story for kids. They learn the
value of rational thinking. And even though
most of us know the story well, as adults, we
al have Chicken Little moments and know
otherswho seem to perpetualy seetheworst.

Panic most often spreads as deadlines
approach, and guesswhat: There'san impor-
tant ethics education deadline looming for
our membership. | urge al of you to begin
planning now, lest you find yourself or your
colleagues running around yelling, “The
deadlineis here! The deadlineis here!”

The story of this ethics deadline begins in
1997, when Russ Booth, then president of the
National Association of REALTORS®,
appointed atask force to look a how NAR's
Code of Ethicswas enforced and understood.

The group, concerned there was an overal
lack of understanding of the Code by REAL -
TORS®, recommended NAR establish ethics
education requirements. Under the rules,
which were gpproved by the NAR Board of
Directorsin 1999, the following was adapted:

1. New licensees must review the Code
before becoming REALTORS®, during
new-member orientation. A few associa
tions grant “provisional memberships,”
which alow new members to meet such
requirements after joining.

2. Existing NAR members must study the
Codein order to retain REALTOR® status.

The latter, which became known as the
quadrennia ethics requirement, is signifi-
cant to those of uswho’ ve been around for a
while. Its mandate is straightforward: Every
four years, all REALTORS® must complete
ethicstraining. For current members, there's
a two-and-a-half hour course, and the first

four-year cycle ends Dec. 31, 2004.

If you fail to meet the deadline, you'll
face suspension of your REALTOR® mem-
bership.

The good news is that ethics education is
readily available. LIBOR provides Realtor
Ethics Training in two formats. Onsite, or
Online. Visit http://www.mlsli.com/educa
tion_ethics.cfm for alist of upcoming class-
es and online course information. It's
advisable that you take the ethics training
sooner rather than later. And keep a record
of course completion. You may need it in
2005 to show that you met the requirement.

The sky may not be faling. But as the
deadline for the first quadrennia ethics
requirements approaches, you may hear
some panicked cries from the Chicken
Littlesin the REALTOR® family.

Fortunately, you have time, so use it to
get prepared.

0BTAIN A =
LS
RULES _
AND =— -
ETHICS COMPLAINT
FORM...

VISIT THE WEB AT...
http:/fwww.mlslirealtor.com/libor/
dod/604h.ctm

OR ACCESS THE...
Documents On Demand System
at 631-661-9126 and request
Form #604

We offer:
® Easy application process

READY CASH!

For Real Estate Agents and Brokers

Tuition, emergency auto repair, unexpected business operating
expenses...sometimes you just can't wait for the commission check
on your latest sales. That's when you should call Commission Express.

We turn pending commissions into ready cash by purchasing your
commissions. We've been helping real estate agents nationwide
manage their finances since 1992.

® Quick response...your money in two business days or less

Call or email us today!
Find out all the details, with no obligation.

718-847-8600

WWW.commissionexpressny.com

Depend on

COMMISSION
EAXPRESS”

of New York

We're here when you need us

Affiliate Members NYSAR, LIBOR, WBOR, BBOR, SIBOR

~HOLIVAY FHL * £00Z 19qui90aq * 2
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Increase Your Bottom Line By Adding Value

By Jim Crawford

Sometimesit isnot closing more dealsthat
make a difference in our profit margins, but
rather it is about increasing how much we
retain from our deds that counts. It is all
about profit, and how much we walk away
with a the end of the day.

Redl edtate across the country and market
conditions may vary alittle, but how we get
the job done does not. Some of us battle a
shortage of inventory, while others in our
business suffer from a glut of homes to sell.
Before we begin, we must place a value on
ourselves and the services we offer. Then we
must be able to demonstrate our market
knowledge and skills and prove their value
has weight and substance.

Full service is not free. If the seller per-
ceives our skills are worth more our com-
petitors...then we are the person to hire. All
they need is proof. They will pay the differ-
ence as long as we demonstrate that our per-
formance and perceived value is different
from the competition’s. So rather than dis-
counting our services, it is possible we may
net more dollars from each dedl. Make more
money, and do less dealsl What a concept!

Think about this. Everyday in our society,
we have choices as consumers. We can buy
the same product a different stores. One store
may offer the product a the lowest price,
while another is priced normally. However,
some shopperswould not be caught dead ina
discount store! Why? Because it is a percep-
tion of value. They may fed the higher price
isworth the servicethey get. Thereis peace of
mind in service, company reputation, quality,
and they know that if they have a question,

want to return the item, or have an issue or
concern, they know their needs will be
addressed! It is peace of mind thet closes the
dedl. It isdl about satisfying the consumer.

Our industry is currently besieged, and is
changing at the speed of light on many
fronts. First, the advent of the Internet, major
portals with aggregation offerings of homes
for sale, and broker reciprocity (IDX) have
al vastly diminished our red estate reputa
tion as the keepers of information.
Consumerswant instant information, and via
the Internet, personal computers, instant
communication via e-mail and cell phone
they have it. Over 80 percent of home pur-
chases will now start on the Internet. At this
point, we must concede it is now the con-
sumer on aresearch quest that is driving our
industry! But does that mean we haveto give
our services away a reduced commissions,
flat fee, and fee-for service menus?

Somein our industry think so, and accom-
modate by offering these services. However,
al that means that you will sdl twice as
much, and earn less. Thisis not an insurance
that you will survive and be profitable; all it
means is that you are stretching your
resources to the limit. Thisis a mgjor stress
territory! The major contributor to this cur-
rent dilemma of ours is the technology gap.
It exists because the first-time home buyer is
25 yearsold and the average redl estate agent
isin his’her early 50's, many of usarein over
our heads, and in a panic to regain market
share a any cost. We are driven by fear and
not logic. We must not go into a scramble to
take whatever business we can a any price!

Agents that employ the right technologies,
understand it, and use it effectively will con-

trol more and more of the redl estate business.
So for those of us that did not like the old
“80/20" rule it has changed. | am told recent
surveys now suggest seven percent of dl real
estate agents’brokers account for 93 percent of
al business transections. If we are to survive
and be profitable in our industry, we must
make an effort to understand the fundamentals
of our business and what drives it! These
younger tech savvy potentia clients do! They
want answers, and they want them quickly!
They aso need someone that can effectively
and quickly communicate with them.

We must acknowledge these younger
potentid clients grew up with technology as
away of life. They know how to useit effec-
tively! Most in our industry do not. From an
early age, these potentia consumers grew up
with it. They use it for entertainment with
games, chatting and communicating with
friends, and use the Internet to do fast and
informative research. Technology is second
nature to them, and to the average real estate
agent in their late 40's or early 50's, it is not.
We still think it is magic, and it'snot! Itisa
redlity. It is not something we can just dele-
gate if we do not understand it, and success
is not purchased in a software package. We
cannot deceive the consumer. They'll size us
up real quick! We can close the technology
gap by providing those expected services.

We must be able to demonstrate our abili-
ties, and make them tangible. After and dur-
ing a presentation, if the seller perceives that
we have a solution they will pay for it. Our
professional presentation must cover all
bases, and leave no doubt in the seller or buy-
ers mind that you are the agent they need to
work with. Our presentation must encompass

al of our talents. The demonstration of abili-
ties, our professiona appearance, experience,
kill, abilities, and a concise plan must be the
one to beat! Our polished presentation must
include: designations, company awards,
achievements, testimonials, an encompassing
assessment of price and market, and aplan to
get the seller from point “A” to point “B!”

It is better to follow-up post listing with
weekly progress reports. Keep the seller in
theloop viaemail, phone calls, and copies of
marketing materials in print or on the
Internet. Remember, thisisatech-savvy sell-
er in the new millennium. If we can demon-
strate how our service is different from the
competition up front and even online ... then
we'll get the listing on our terms..

For added vaue for the home sdler, we
can demonstrate our abilities historically
from past closed dedls, testimonials from
past clients, days on market, customized
marketing materials we used, and fina sales
price.

Remember, it isimportant to pay attention
the smallest detail. Our ahilities will be
judged on appearance, our body language,
the quality of our presentation, and how we
present it are what will make the difference.
It does not take rocket scienceto list ahome,
put asignintheground, and placealistingin
the MLS. However, it takes skill of a suc-
cessful real estate agent acting on the seller’s
behalf to negotiate the best terms, get the
highest price, sell it in areasonable period of
time, and negotiate through financing issues,
and the inspection amendment. Remember,
perception is everything. You are who you
think you are!

Source: Realty Times
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E & O and Health Insurance

AGENTS WANTED
$150,000+ per year

How would you like direct control of your Buyer and Seller and make com-
missions on both |egally! We can train you in about 1 hour on how to become
aLoan Rep. with us, and you can start making money on your own dea and

on other agents deals as they come to you with a customer (Buyer)!!

Example: a $250,000 Purchase. We can get the buyer in for about $13,850
total cash and you as the loan rep. could make on their deal about $7,000!!!

No Gimmicks, Red Dollars, Unbelievable But True!!! Full support, immediate
customer service, help desk etc. Call today for more information and how to
sign up. You can aso do Refinances, Lines of Credit, 2nd mortgages, etc. You
will be known in your office asan “in house” mortgage rep. You will begin a
great new career with your sales and rentals.

" CASH INCOME 0.K.
100% Financing with Employer
Letter Only, No Paystubs,
No W-2's, No Tax Returns

Q/ FORGIVEN - ALL PREVIOUS
BAD CREDIT
The Last 12 Months Is All That
Counts 3% Down with Low Rates

CHECK US OUT we ARE VERY DIFFERENT

~ 100°S OF PROGRAMS &
LENDERS NATIONWIDE

Judgments O.K.! Bankruptcy
O.K.! Tax Liens O.K.!

~ PROCESSING MORTGAGE
BROKER

One Application, One Appraisal
(Ours), We Process Everything
FAST! FAST! FAST!

Ask for Anastasia or Tony

273 Conklin Street
Farmingdale, NY 11735

Perronvance Resioexman Carrrar Corp.
MOARTGAGE » REFINANCE » SOLUTIONS

Phone: (516) 845-4700
Fax: (516) 845-4704
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Dennis M. Suprancr, President
Frofesional Linbdicy Consuliing Sorsioes, Inc

w1

Additional Location:
1105 Jericho Turnpike, New Hyde Park, NY 11040

Registered Mortgage Broker New York State Banking Dept.
Loans Arranged Through Third Party Providers
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Developing the Winning Mindset

One of the key characteristics that suc-
cessful people have is a winning mindset.
They have learned over time to program
their mind for success. That's what gives
them the edgein competitive situations. This
mindset allows them to hit the winning shot
at the buzzer or sink the crucia putt on the
18th hole to win the tournament or get the
listing signed even when they are up against
the best Agentsin town. The question iswhy
do some people have it and others don't?
How can you ensure that you acquire the
winning mindset? Let me take you through
the development of awinning mindset.

1) Record and replay the tape: Now | don't
mean that you have to record yoursdf on a
recorder. You do need to write down on paper
and track your victories. We dl have alot of
victories daily, weekly, and monthly. We just
have a hard time remembering them. If we
record them we can review them during the
challenges we are facing. When we lose our
self-confidence we can build it through
reviewing our past victories. A lot of our vic-
tories we will find come out of a very cha-
lenging problem or struggle we are having.
Thisreview will dso show usthe direct corre-
lation between the challenges we face and the
victories we have. The key is to review them
regularly. Review them so you can invest
them to pay dividends today and tomorrow.

2) Understand the game you are playing.
The highest pesk performers understand the
game they are playing and how to score and
win. To master the game of real estate, you

must understand that the primary rule in the
game of real estateisthereisno second place.
When | wasyounger | played racquetball pro-
fessondly. | aways had a philosophy that if
| finished second it was the same as losing. |
did not win the tournament. | could have won
dl the other matches to the find, but losing
the find was as bad as losing in the first
round. For me there was no second place.
Red Edate is the same way. Either you list
the home or you don't. Either you sdll the
buyer a home or you don’t. Have you ever
gotten paid for coming in second? When the
sdler says to you “It was between you and
another Agent to list our home and we chose
the other Agent. You don't get paid— they
do. Second place does not make the mortgage
payment. Make sure you are playing to win.
Understand the stark redlity of the business
that we are in. Develop the focus that you
need to compete at the highest level.

3) The secret edge: Believe in yourself.
The best of the best in life believe in them-
salves. Michael Jordan believed to his core
that he was the best. His belief and his sheer
will to win crested the best basketball player
ever. | read an article recently about a survey
inwhich professional golferswere asked, “If
you had one putt to win a major champi-
onship, who would you pick to putt it?’
Almost all of them chose Jack Nicolas. Why,
because he knew he was the best and had the
ability to will the ball in the hole. When |
sold red estate | truly believed | was the best
Agent for the job. That belief extended

why Realtors and
Homebuyers feel Secure with

beyond just my market place. The questioniis
what do you believe? When you confidence
goes up, your competence goes up at the
sametime. Program your mind through affir-
mations that you are the best. Say aoud
daily: “I am a grest salesperson” “I am the
best Agent someone can hireto do thejob” “I
provide exceptiond service to my clients’
You must drive your belief deep. It truly is
the secret weapon for al peak performers.
We must invest time daily to develop the
winning mindset. Teke thetime to record your
victories. Review them daily, weekly and

monthly. Work toimproveyour belief inyour-
sdf. We dl came from the same crestor. He
didn’t create any junk. You haveit inside you
to be exceptiond. The secret edge is belief.

Norman Vincent Peale said, “Believe in
yourself! Have faith in your abilities.
Without a humble but reasonable confi-
dence in your own powers, you cannot be
successful or happy...Formulate and stamp
indelibly on your mind a mental picture of
yourself succeeding. Hold the picture tena-
ciously, never permit it to fade. Your mind
will seek to develop the picture.”

FORECLOSURE UPDATE

The most complete listing of Real Estate Foreclosure notices available for the five
boroughs of New York, Westchester, Nassau, and Suffolk counties. Delivered
weekly reformatted with additional features not included in the notice.
BUILDING NOTICES ¢ TELEPHONE NUMBERS
e CROSS-REFERENCED BY DATE

Over 200 Notices weekly — commercial, residential, condos and coops. Take advan-
tage of the market. $320/year 5 boro’s, $195/6 months, or $115/12 weeks, 5 boro’s
co-op's $165/year, Westchester $175/year, Nassau $189/year, Suffolk $199/year.

SUBSCRIBE NOW OR ORDER YOUR
FREE COPY WITHOUT OBLIGATION

Amex, MC, Visa, and Discover Accepted
Please make check payable to and mail to:
FORECLOSURE UPDATE INC.
P.0. Box 220032, Great Neck, NY 11022-0032 or call (516) 487-6491
www.newyorkforeclosures.com

. i,

great service oyl

* Loan Officers Available 7 Days a Week : -

e Each Loan Officer has a back office team consisting of a |

Processor, Underwriter and Closer F.-
'
—
many products S\
* No Income Verification e Jumbo Loans e Non-Conforming o

e Landlord Program
* SONYMA

e FHA203B ¢ FHA203K
® 100%LTV e 1st & 2nd Mortgages

informative seminars

* Mortgage Products
o Asset Verification

o Credit Reports
e Seller’s Concession

VA

e Qualifying A Buyer
o Affinity Relations

4 -

To meet your personal mortgage team or
to learn about career opportunities call

Louis Bottari
516.683.0800

-HOLTVIYH FHL ° €00C 18quiddaqg « €2

(4 (4
mid-island
m o r t g a g e c o r p

900 Merchants Concourse, Westbury, NY 11590

718.895.1234

Licensed Mortgage Banker — NYS, NJ & CT banking departments
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COMPUTER EDUCATION

STRATUS COMPUTER TRAINING

FREE three hour lecture demonstration (NOT hands-on). Instructor will show the Stratus system
on an overhead projector. All functions of Stratus will be covered: Searching, CMA, Update, Info
Center, Public Records, Add/Edit, Prospect Match, Contacts. All members welcome — reserva-
tions are a MUST! 3 Hours (1 meeting) NO PRE-REQUISITES.

LIBOR Members with CE: $25 LIBOR Members without CE: FREE ¢ 3 Hours CE Now Available.

West Babylon ....Jan9,Feb3................... 9:30 a.m. — 12:30 p.m.
Jackson Heights . . Jan 6, Feb 2. . . 10:00 a.m. — 1:00 p.m.
Riverhead ....... Jan7,Feb5 ........ ... ... ...... 10:00 a.m. — 1:00 p.m.

This hands-on course includes: Stratus Log-In, Review of Internet Explorer Basics, Stratus func-
tions/tabs/Navigation, Stratus Update — How to Print, Pre-Defined Searches, Quick Search,
Search Results screen; printing, Reports: Full/Thumbnail/Flyer; printing, Using Help & Stratus
FAQ's, Print by ML#, Today’s Listings on Info Center and much more! 4 Hours CE (1 meeting)
PREREQUISITES: Computers Made Easy and/or knowledge of minimize/maximize/drag
Windows, mouse click and double click, scrolling and task bar.

West Babylon ....Dec10,Jan13,Feb9............. 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Jan14,Feb3 .................. 10:00 a.m. — 2:00 p.m.
Riverhead. . . . ... Jan8,Feb11.................. 10:00 a.m. — 2:00 p.m.

This hands-on course includes: Full Search, Flex Search, Radius Search, Multi-Level Sorting, Saving
Searches, Custom Report Design, Statistics and Counts and much more! 4 Hours CE (1 meeting)
PREREQUISITES: Get Into Stratus and/or knowledge of all functions covered in Get Into
Stratus.

West Babylon . ...Dec12,Jan14,Feb10. ... ..
Jackson Heights. . . Dec 10, Jan 16, Feb 12
Riverhead. . . . ... Dec 9, Jan 15, Feb 18

9:30 a.m. — 1:30 p.m.
10:00 a.m. — 2:00 p.m.
10:00 a.m. — 2:00 p.m.

This hands-on course includes: Designing and Printing a Stratus CMA, Adding and Editing MLS list-
ings, Adding and Editing Private listings, Uploading multiple property photos, Market Share reports
and graphs, Contacts: add, edit, search, print, download and much more! 4 Hours CE (1 meeting)
PREREQUISITES: Maximize Your Stratus Searches and/or extensive Stratus searching
experience.

West Babylon . ...Dec16,Jan20,Feb12.............. 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Dec 12, Jan 22, Feb 19 10:00 a.m. — 2:00 p.m.
Riverhead. . . . ... Dec 11, Jan 21, Feb 19 10:00 a.m. — 2:00 p.m.

This hands-on course includes: Searching property records by address, Searching property records
by owner name, Researching lis pendens, Researching property classification (business, commer-
cial, residential, land), Downloading property addresses from public records, Printing mailing labels
using Word's mail merge function and label wizard and much more! 4 Hours CE (1 meeting)
PREREQUISITES: Maximize your Stratus Searches and/or extensive Stratus searching
experience.

West Babylon . . . . Dec 18, Jan 27, Feb 25
Jackson Heights. . . Dec 15, Jan 29, Feb 24
Riverhead. . .. ... Dec 16, Jan 28, Feb 24

9:30 a.m. — 1:30 p.m.
10:00 a.m. — 2:00 p.m.
10:00 a.m. — 2:00 p.m.

This hands-on course includes: Using your FREE misli.com e-mail address, Open and read
incoming mail, Reply & forward, Composing a new e-mail, Attaching a signature, E-mail listings,
Prospect Match, Auto responder, Setting up folders to organize e-mail, Deleting e-mail and much
more! 4 Hours CE (1 meeting)

PREREQUISITES: Get Into Stratus and/or knowledge of Stratus log-on and navigation.

West Babylon . ...Dec19,Jan29,Feb27............ 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Dec 16, Feb 26 10:00 a.m. — 2:00 p.m.
Riverhead. . .. ... Dec 18, Feb 25 10:00 a.m. — 2:00 p.m.

22.5 HOUR STRATUS CERTIFICATION

Approved for 22.5 hours NYS Continuing Education Credit.

CLASS COVERS: Searching, CMA, Contacts, Update, Public Records, Prospect Match, Info
Center, E-Mail, Custom Reports, Market Share )
3 Days ¢ 9:00 a.m. — 5:30 p.m. « 22.5 Hours of CE Credit

TUITION: $225 Members; $250 Admin. Staff (Letter Must be on File with LIBOR Membership)
WastBabylen ——Jan-6:-8:42-04 SOLD OUT  West Bahylon . . . Jan 26, 28, 30, '04

Jackson Heights. . Jan 7, 9, 12, ’04 West Babylon . . . Feb 2, 4, 6, ’04
Riverhead . . ... Jan 20, 22, 27, '04 Jackson Heights . Feb 9, 11, 13, 2004

CALL NOW TO REGISTER!
631-661-4800 ext 21 * or 718-429-8666 or * 631-369-6148

GENERAL COMPUTER TRAINING

This course will familiarize the student with the basic operation of the computer, the use of the
mouse, disk and file management. You will learn to manipulate the windows environment and
move between applications. 3 Hours (1 meeting)

NO PREREQUISITES (Excellent introductory course for beginners)

West Babylon ....Jan7,Feb5................... 9:00 a.m. — 12:00 p.m.
Jackson Heights. . .Jan8,Feb4 ................... 10:00am — 1:00 p.m.
Riverhead. . .. ... Jan13........ 10:00am — 1:00 p.m.

This introductory course covers creating a document, saving and retrieving a document, format-
ting the text using underline, bold, justify, center, changing margins, fonts and printing. The stu-
dent will also learn proper highlighting techniques and how to use the toolbars and menu bars
basic editing and formatting. 3 Hours (1 meeting)
PREREQUISITES: Must know the mouse AND/OR “COMPUTERS MADE EASY”
Jackson Heights. . . Feb6........................ 10:00 a.m. — 1:00 p.m.
Riverhead. . ...... Jan14. ... 9:00 a.m. — 12:00 p.m.

This course covers the desktop publishing features of Word including borders & shading, bullets
and numbers, tables, multiple page document, using page numbers, headers and footers.
3 Hours (1 meeting)
PREREQUISITES: “INTRODUCTION TO WORD” AND/OR strong knowledge of quick
keys, toolbars, formatting and selecting text.
Jackson Heights. . .Feb6........................ 1:30 p.m. — 4:30 p.m.
Riverhead. ... ... Jan 14 12:30 p.m. — 3:30 p.m.

This course will take the doubt out of using the mail merge feature in Word. The student will learn
how to create a data source or use an existing source to merge into mailing labels or form letters.
Great course for home or business use. 3 Hours (1 meeting)
PREREQUISITES: “INTERMEDIATE WORD"
WestBabylon ....Feb11....................... 9:30 a.m. — 12:30 p.m.
Riverhead. ... ... Jan29........ ...l 10:00 a.m. — 1:00 p.m.

PRIVATE COMPUTER TRAINING

INDIVIDUAL HANDS-ON TUTORING
Receive one-on-one training with an experi-
enced LIBOR trainer in our W. Babylon,
Riverhead or Jackson Heights training cen-
ters. Cost can be shared by two students
under one registration. Topics Available:
Computer basics, MLS Stratus, Windows,
E-Mail, Internet, Word, Excel, PowerPoint,
Outlook.

$169 for a 2 hour session

No Experience Necessary

GROUP HANDS-ON TRAINING SESSION
We will customize a class for up to 12 students.
Trainer will work with you to customize a
class for your office covering any of the fol-
lowing subjects: Computer basics, MLS
Stratus, Windows, E-Mail, Internet, Word,
Excel, PowerPoint and Outlook.
$700 half-day....12 student LIBOR member office
$1,000 full day..12 student LIBOR member office
$900 half-day....12 student non-member office
$1,200 full-day .12 student non-member office

HANDS-ON COMPUTER CLASS PRICES

STRATUS COMPUTER TRAINING
SINGLE CLASS

$59 Member from MLS office

$69 Admin from MLS office

2 CLASS PACKAGE
$99 Member from MLS office
$109 Admin from MLS office

3 CLASS PACKAGE
$139 Member from MLS office
$149 Admin from MLS office

4 CLASS PACKAGE
$169 Member from MLS office
$179 Admin from MLS office

5 CLASS PACKAGE
$200 Member from MLS office
$210 Admin from MLS office

GENERAL COMPUTER TRAINING
$29 LIBOR Members

$39 Non-Members

No packages available

MLS STRATUS DEMO NOW APPROVED FOR 3
HOURS NYS CONTINUING EDUCATION CREDIT!

The demo is free if you choose not to
receive CE credit, $25 with CE credit.

THE FOLLOWING INFORMATION APPLIES TO ALL LIBOR GENERAL AND COMPUTER EDUCATION PROGRAMS, UNLESS OTHERWISE NOTED.

MAIL YOUR REGISTRATION: *
Realtor Building

300 Sunrise Highway

West Babylon, NY 11704

Attn: Education Department

*This registration option is not
available for Computer Classes.

REGISTER ON-LINE AT:

www.mlsli.com

TO REGISTER:

REGISTER BY TELEPHONE OR FAX:
Realtor Building (631) 661-4800 x 21
West Babylon FAX (631) 587-2166

Realtor Service Center (718) 429-8666
Jackson Heights FAX (718) 429-6959

Realtor Service Center (631) 369-6148
Riverhead FAX (631) 369-6172

CANCELLATION PoLICY:

Up to 3 business days before program,
full refund. 50% refund after 3 busi-
ness days before program. NO
REFUNDS thereafter; education credit
only. A “no-show” forfeits entire tuition.
LIBOR reserves the right to cancel if
minimum enroliment is not met.

INFORMATION:

COURSE CONFIRMATIONS:

A confirmation letter will be mailed to
you approximately one week before the
course start date. If you do not receive
one by then, please phone us.

FOR DIRECTIONS T0 ALL (INCLUDING
OFF-SITE) COURSE LOCATIONS:

Visit our website at www.mlsli.com
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CONTINUING EDUCATION

RSC, WEST BABYLON, 9:00AM-5:30PM

12/8 — “Environmental & Construction Concerns in Residential Real Estate”

12/9 — “Buyer Brokerage & Ethicsy The Right Choices"[

12/15 — “Mortgage Knowledge To Save Your Deal”

1/12 — *“Close Encounters of the Legal Kind; What Every Agent Must Know"(J

1/20 — “Be All That You Can Be"0

1/26  — “Introduction to Commercial & Investment Real Estate — Tools of the Trade”
RSC, JACKSON HEIGHTS, 9:00AM-5:30PM

12/9 — “Introduction to Commercial & Investment Real Estate — Tools of the Trade”
12/10 — “Disclosure — Insulation from Litigation — Safeguards & Precautions”
12/16 — “Representation for New Home Construction”

1/13 — “Building A Better CMA; Applying the Principles of Residential Appraising”
1/15 — “Property Management: Managing 1-4 Family Homes”

1/21 — “Legal Ease"0

RSC, RIVERHEAD, 9:00AM-5:30PM

12/9 — “Property Management: Managing 1-4 Family Homes”

12/10 — “What Every Realtor Should Know — A Risk Reduction Seminar”
12/16 — “Legal Ease"O

1/14 — *“Making the Right Decisions; Even When Nobody’s Looking"0]
1/21 — “Negotiation: Client Advocacy”
1/27 — “Buyer Brokerage & Ethics... The Right Choices"l]

[0 Also approved for NAR Mandated Ethics Course requirement.

January 5-9,12* . .............. 9AM -5:30PM. ........ West Babylon

January 26-30, Feb. 2* .......... 9AM -5:30PM. . ....... Jackson Heights

Jan. 31, Feb. 1,7, 8, 21, 22, 28, 29. . 9AM - 5:00PM. . .. ... .. West Babylon
(weekends)

February2-6,9*............... 9AM -5:30PM. . ....... West Babylon

February 10-12,17-19* .. ........ 9AM -5:30PM. ........ Riverhead

March 6, 7, 13, 14, 20,21,27,28 ... 9AM -5:00PM. . . ... ... Jackson Heights
(weekends)

March 6, 7, 13, 14, 20, 21, 27, 28 . . . 9AM - 5:00PM. . .. ... .. West Bahylon
(weekends)

*Exam date till 6:30PM
TUITION: Salesperson: $175 - register 5 business days before course; $195 - thereafter.
Broker: $165 - LIBOR Members; $195 - Non-members.

February 17-20, 23-26* . . .. ......... 9AM -5:00PM . .. ... Jackson Heights
*Exam date 9AM-12:00PM
March1-5,8,9*. ................. 9AM -5:00PM . ... .. West Bahylon

*Exam date till 7:00PM

NOTARY PUBLIC

Want to become a notary but concerned about the exam? This program prepares by getting
you acquainted with the format of the state exam, receive study booklets, application form
and instructions, be familiar with types of questions asked and learn what is expected in
order for you to be confident and prepared to pass the notary exam.

Dates to be announced

Instructor: Sal D’Agate, REALTOR

Tuition: $35 LIBOR Members, $55 Non-members

ON-LINE & CD-ROM CONTINUING ED

Earn CE credit for real estate license renewal without leaving your home or office. LIBOR
offers over 100 hours of real estate continuing education approved courses both ON-LINE
and on CD-ROM. 65 hours of new courses just recently added to our on-line curriculum. No
previous computer training required; no classroom participation. All courses approved by the
NYS Department of State.

CD-ROM COURSE PRICES:
Cost per 71/2-hour course: $54 LIBOR Members, $60 Non-members
Cost per 33/4-hour course: $36 LIBOR Members, $40 Non-members
ON-LINE COURSE PRICES:
Prices vary... 221/2-hour discount packages available.

Visit our website at: www.mlsli.com and try a FREE DEMO.

ETHICS, FUN, SALES & PROFIT

“Ethically Speaking: How A True Real Estate Professional Wins Customers & Clients for Life”
Upon conclusion, LIBOR will notify NAR that you have satisfied your mandatory NAR Ethics
training requirement needed before 12/31/04.

Dates to be announced

TUITION: $25 LIBOR Members, $50 Non-Members

CONTINUING EDUCATION

This 3-day program assists new agents in launching their career in real estate! Content
includes how to get started listing & selling effectively, work with customers & clients,
prospect, marketing overcoming objections, role-play, negotiating effectively and working
within the guidelines of the MLS Rules and NAR Code of Ethics — A great program for new
agents or managers and brokers who want to train their agents.

Approved for 71/2 hours NYS CE credit.

February 23, 24, 25,2004 . . . .. West Babylon . .. . ... 9:00AM - 1:00PM
March 2,3,4,2004. ......... Riverhead ......... 9:00AM - 1:00PM
March 22, 23,24,2004 . . . .... Jackson Heights . . . .. 9:00AM - 1:00PM
Tuition: w/o CE with CE

LIBOR Licensing Students:. . . FREE ............. $65.00

LIBOR Members: . ........ FREE ............. $65.00

Non-members:. . ......... $150.00 ........... $215.00

Through All-Florida Real Estate School — Instructor: Daniel J. Taddeo, P.A.
Approved for 221/2 hours NYS CE credit.

March 29, 30, 31, 2004, April 1, 2, 3, 5, 2004

REALTOR Service Center, Queens

Time: 8:45AM - 6:30PM Tuition: $395 LIBOR Members, $495 Non-members
Complete the course in 7 days without the expense of going to Florida! Now you can take
your Florida State Exam here in NY — 2 locations: Westbury or Manhattan.

Every licensee has an obligation to know and understand federal and state fair housing
laws. These laws, their impact on the sale & rental of real estate and how to avoid practices
which may be discriminatory, are covered in this program. Insightful information for applying
law to “real-world” real estate.
Approved for 3 hours NYS CE credit.

Dates To Be Announced

Time: 10:00AM — 1:00PM

Tuition: $25 LIBOR Members, $40 Non-members

Effective participation in the MLS directly impacts your earning ability and helps you avoid
penalties and violations. Topics covered include how to properly fill out agreements, getting
offers presented, handling multiple offers, registering binders, follow-up to protect yourself
and much more. This course is important for new agents!

Approved for 3 hours NYS CE credit.

December 11,2003 . . . . Riverhead ............... Instructor: Joe Caggiano

January 16,2004 . . ... West Babylon . . ........... Instructor: to be announced
February 13, 2004. . . .. Jackson Heights . . ......... Instructor: to be announced
March 10, 2004. . .. ... Riverhead ............... Instructor: to be announced

Time: 10:00AM — 1:00PM
Tuition: $20 LIBOR Members, $45 Non-members

CODE OF ETHICS TRAINING

(NAR CODE OF THICS TRAINING PROGRAM)
Approved for 3 hours NYS Continuing Education Credit and NAR Mandated Ethics Requirement
needed by 12/31/04.

Dates to be announced
TUITION: $25 LIBOR Members, $50 Non-members

DESIGNATION & PROF DEVELOPMENT

March 30, 31, April1,2004 . . .. ................. Time: 8:30am — 5:30pm
Realtor Service Center, West Babylon
Instructor: JAMES PUGLIESE, CRB, GRI, ITI, CBR
Approved for 221/2 hours NYS Continuing Education Credit.
Tuition: Prepaid before : $325 — LIBOR Members, $350 - Non-members
Prepaid after : $350 — LIBOR Members, $375 - Non-members

2004 GRI COURSE OFFERINGS
REALTOR Service Center, West Babylon . . . .......... TIME: 8:30am — 5:30pm
Each module approved for NYS CE credit.
To register, call NYSAR Education Dept.: 518-463-0300.
RI 406 ~ SEPTEMBER 10, 2004
RI 407 ~ MAY 25, 2004
RI 408 ~ NOVEMBER 8, 2004
RI 409 ~ OCTOBER 18-19, 2004

RI 401 ~ APRIL 22-23, 2004

RI 402 ~ SEPTEMBER 20-21, 2004
RI 403 ~ MARCH 22, 2004

RI 404 ~ MARCH 23, 2004

RI 405 ~ MAY 24, 2004

REAL ESTATE 101

Approved for 15 hours NYS CE credit.
Dates to be announced
TUITION: $145 LIBOR Members, $175 Non-Members

REAL ESTATE EDUCATION

~HOLIVAY FHL * £00Z 19qui903q * §2
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COLDWELL BANKER® International Business Conference 2004

Barbara Walters *'~
Keynote Speaker

February 23-26, 2004

What does it take to get you excited about your business?

Would networking opportunities with thousands of
real estate associates from around the world do it?

Or would you find powerful educational sessions with
nationally prominent speakers stimulating?

Would you like to meet and network with 8,000
agents from companies across the country and around
the world.

Let’s say, we wrap up those with a keynote address by
ABC News Correspondent, Barbara Walters, a 5K walk
benefiting Habitat For Humanity and the unlimited
fun, excitement, and warm weather and sunshine of
Las Vegas, Nevada.

BABYLON WEST COMMACK EAST HUNTINGTON MAIN

That's the Coldwell Banker® International Business
Conference.

You still have time to join more than 100 sales agents
from Long Island’s premiere real estate company,
Coldwell Banker Residential Brokerage at the 2004
International Business Conference.

Become part of a company that has local dominance
and global connections.

136 West Main Street
631 422-5511
Richard Halloran, Manager

BABYLON EAST

95 E. Main Street

631 4227300

Mark Malsky, Manager

BRENTWOOD

806 Suffolk Ave.

631 435-3300

Jeymy Gonzalez, Manager

COMMACK WEST
6300 Jericho Turnpike
631 499-0500

Beverly Deruga, Manager

312 Commack Rd.
631 462-1800
Eileen Weiner, Manager

DIX HILLS

1206 E. Jericho Turnpike
631 673-4444

Cindy Leimsider, Manager

EAST ISLIP

64 West Main Street
631 277-2220

Jim Walker, Manager

EAST MEADOW

1778 Hempstead Turnpike
516 794-2262

Elizabeth Johnson, Manager

227 Main Street
631 425-7900
Peter Demidovich, Manager

HUNTINGTON WEST
82 Main Street

631 673-6800

Mary Rice, Manager

HUNTINGTON EAST
1 East Main Street

631 673-9696

Janet Smiley, Manager
LOCUST VALLEY
212 Forest Avenue

516-671-6333
Angela Tortorici, Manager

Contact the Branch Manager of the COLDUWELL
Coldwell Banker Residential Brokerage BA"KeR a
office nearest you for a confidential
interview. RESIDENTIAL BROKERAGE
Owned and Operated by NRT Incorporated
MANHASSET PLAINVIEW RONKONKOMA
600 Plandome Road 1070 Old Country Road 5018 Express Drive South
516-365-5780 516-939-0100 631-588-9090

Gracene Gardella, Manager

MOUNT SINAI

5507-29 Nesconset HWY.
631-331-9700

Dina Weisberger, Manager

NORTHPORT

413 Fort Salonga Road
631-754-4800

Joyce Fino, Manager

PATCHOGUE

619 Route 112
631-758-1111

Steve Harney, Manager

Linda D’Amico, Manager

PORT JEFFERSON STATION

650 Route 112
631-331-5400
Lynn Deeg, Manager

PORT WASHINGTON
1029 Port Washington Blvd.
516-767-9290

Bob LaSalle, Manager

RELOCATION

381 New York Avenue
631 673-5900

Phyllis Melandro, V.P.

John Fitzgerald, Manager

SETAUKET

36 Route 25A
631-941-3100

Julie Malsky, Manager

SMITHTOWN

28 East Main Street
631-863-9800

Arlene Schwartz, Manager

SYOSSET

400 Jericho Turnpike
516 921-4040

Elise Williams, Manager
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Does Your Company Provide
You With FREE
- REMBX
?
Coaching Noed

Learn from our " Dream Team"
Watch from home or at your local RE/MAX Office
Call in questions during the program

FREE OF CHARGE

Coaching has made a tremendous difference in the lives of many of the industry’s top producing
associates. We at RE/MAX are excited that we will be able to provide a program that generally costs thou-
sands of dollars to an agent, absolutely FREE.

The program, produced by the RE/MAX Satellite Network (RSN), can be seen through the Dish Network.
(AsaRE/MAX agent, you can also get RSN in your home at no cost courtesy of RE/MAX). On the first
Tuesday evening of every month, one of three presenters will conduct a 90-minute training
session. These prime-time sessions will be perfect for the on-the-go agents who do not have time to view
the programs during the day.

Industry greats, Howard Brinton, Brian Buffini and Richard Robbins will share their knowledge,
techniques and experience. No longer is it hecessary to travel across the country and spend thousands of
dollars to get the help you need to move you to the next level. For more information call your local
RE/MAX office or the number below.

www.800REM AX-NY .com

) A T
% 7\ RF/MK W REMPBX of New York, Inc,

; Outstanding Agents 990 Stewart Ave.
1Y Equal opportunity employers. 021260 Outstandlng ReSlllts% Gal' dm Clty, NY 11530

©2003 RE/MAX International, Inc. All right: ed.
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