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CIRCULATION 26,000

The Voice for Real Estate™

By Tricia Chirco
Marketing & Communication Director

Over 750 Long Island Realtors® along
with 150 sponsors and exhibitors, attended
the 18th Annual Education Conference and
Trade Expo held June 8th at the Crest
Hollow Country Club, which promised to
help them “Discover Their Potential.” The
conference was a sell out and exceeded any
and all past year's attendance record.
LIBOR President Gil Picard when reflecting
on the day’s events said, “This was a great
day for any Realtor® who wanted to expand
their horizons professionally and achieve
their revenue goals for the future.”
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The Conference offered atendees a day
long program filled with education sessons
such as: “Investments Strategies for RedtorS’,
“Did you Know Your Tech Tools Could Do
That?’, “Best 100 Ideas of Superstar
Agents’, “Turning Buyer Customers into
Buyer Clients’ and “Managing Your Red
Estate Office for Growth & Profit” just to
name a few. Redltors® were afforded the
opportunity to attend a variety of educational
sessions, by national trainers, based on their
specific interest and needs. Don Scanlon,
Education Committee Chairperson said “The
education committee provided invauable
information and insight into choosing this
year's sessions and speakers, which resulted

in aremarkable program that offered some-
thing for everyone.”

The doors opened a 8:15 am., giving
early arrivals the opportunity to visit the
Exhibit areas where over 65 vendors dis-
played their products and services. TheMLS
Chat Room was also available to visitors
that had questions on Stratus, Support

(Continued on page 18)

Lisa Hertlein, Century 21 Herrick (left) wasthe
winner of the $1,000 Grand Prize sponsored by
Meenan Oil Co. Peggy O’ Connor, Sales
Manager of Meenan Oil (center) is pictured
here making the presentation, together with
Education Chairperson, Don Scanlon (right).
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Commission Escrow Act Update _ o _
Battle Loomsin Getting Bill Out of Judiciary Committee

By Randy L. Kaplan
Director of Government Affairs

Our fight for amuch needed Commission
Escrow Act bill, which requires disputed real
estate commissions be placed in an escrow
account with the county clerk until aresolu-
tion is reached, is coming down to the wire.

NYSAR and LIBOR recently conducted
an urgent call-for-action targeting
Assemblywoman Helene Weinstein (D-
Brooklyn), who serves as the Judiciary
Committee Chairperson. Assemblywoman
Weingtein, who still remains unconvinced

LIBOR Members recently participated in
Lobby Day in Albany to meet with our New
York Sate Senators and Assembly Members,
Topping the list of issues was the dire need
for the enactment of the Commission Escrow
Act. Pictured from left to right are: LIBOR
Legidative Committee Member Richard
Jannaccio; LIBOR President-Elect Linda
Bonardlli; Sate Senator John Flanagan (R-
Smithtown) and LIBOR President Gil Picard.

that the need for this Commission Escrow
Act (S193-A/A.3395-A) has been proven,
received hundreds of letters from REAL-

TORS® throughout New York State urging
her to advance thishill out of her committee.
Over 2,200 letters were downloaded in
response to NYSAR's and LIBOR's Call-
for-Action.

The only redistic chance of getting the
Commission Escrow Act passed will be
through the number of votesthat we can gar-
ner when the bill appears on the Judiciary
Committee agenda. If we have the 5 votes
from the Republicans and at least 6 from the
Magjority Democrats — we should be able to
move the hill. It appears that Ms. Weinstein
will wait until the last possible moment to
put the bill on the agenda giving us very lit-
tletime to get it on the floor.

Assemblyman Michael Gianaris (D-
Astoria), our prime sponsor for the
Commission Escrow Act, has been ingtru-
mental every step of the way. From hisintro-
duction of thislegidation to hisrecently insti-
tuting a parliamentary procedure to force this
bill onto the Judiciary Committee agenda —
there are very few legidators who are bold
enough to take these drastic steps to insure
that a bill gets a fair vote in Committee
against the will of the Chairperson!

REALTORS® from around New York
State will be meeting with their elected offi-
cialsinAlbany during Lobby Day this month.
NY SAR leadership has been in contact with
theAssembly Leader Sheldon Silver to insure
that when the bill does indeed get out of the
Judiciary Committee — we will have all the
support that we need. The Brooklyn REAL-
TORS® will be meeting with
Assemblywoman Weinstein on June 9th.

Assemblyman Bob Barra (R-Lynbrook)
who is also a REALTOR® has contacted

LIBOR numerous times to advise us that he
has been trying to convince Ms. Weinstein
of the dire need for this bill.

The only legidator who has not yet signed
on asacosponsor of thishill fromthe LIBOR
region is New York State Assemblywoman
Catherine Nolan (Ridgewood). We have spo-
ken with Assemblywoman Nolan about the
bill and are awaiting a date from her office so
we can meet with her in person.

The Commission Escrow Act has gar-
nered much support in 2006. A total of 72

majority members in the Assembly and 29
majority members in the Senate have signed
on as sponsors of the Commission Escrow
Act. Thisisthe highest level of co-sponsor-
ship in the history of this proposal.

We can’'t stop now — we need your help.
In order to be successful with a Commission
Escrow Act this year — we must convince
Assemblywoman Helene Weinstein of the
dire need for this bill. Please send her alet-
ter immediately and advise every REAL-
TOR® you know to do the same.

By Tricia Chirco,
Marketing & Communication Director

On Wednesday, May
31, 2006, Directors of the
Long Island Board of
the latest proposed Realtor Service

Woodbury. The service center is conve-

NEW North Shore RSC Location Gets
BOD Approval

Redltors®, Inc. approved the location of

Center at 100 Crossways Blvd in

/ ./ ber of members reported 5 years ago,
-

niently located off exit 14-E off the |

Seaford Oyster Bay Expressway, right
by the Cablevision Building.

As LIBOR's membership continues to

increase, currently we

) are at 26,887

which is amost

double the num-

. /we continue our commitment to
«¥offering Board services more conve-
(Continued on page 3)
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WORD OF MOUTH IS GOOD,
BUT PRUDENTIAL DOUGLAS ELLIMAN
IS BETTER.

In real estate it's good to get your name out there, and it's even
better to have your name with Prudential Douglas Elliman.

As agents of the New York metropolitan area’s largest

real estate firm, our people achieve success at the highest
levels. We give the best real estate people the best tools

to get the best results. We'd like to do the same for you.

If you're ready to move your career to the next level,
come be part of our growth.

Call 631.549.7401 Ext. 400. All inquiries confidential.

Visit us at prudentialelliman.com/careers

© 2006 Prudential and @ are registered service marks of The Prudential Insurance Company of America. =1 Equal Housing Opportunity. Each Company Independently Owned and Operated.




Long |dand Realtors® Ralse Money to Benefit Ronald McDonald House

By Tricia Chirco
Marketing & Communication Director

Back in December of 2005, Gilbert
Picard, 2006 LIBOR President and Marian
Fraker-Gutin, LIBOR's Immediate Past
President, joined forces asking Long Island
Realtors® to consider the Ronald
McDonald House (RMH) as the recipient
of one of their 2006 Fund Raising efforts.
In the traditional Redtor® Spirit of good-
will, the plea was answered. During the
Annua Education Conference and Trade
Expo, Redltors collected over $7,500 that
will be donated to this worthy charity.

The Ronad McDonald House of Long
Idand islocated on the campus of Schneider
Children’s Hospital in New Hyde Park. The
mission of the House isto strive in all ways
possible to relieve the stress of illness, by
offering these families of serioudy ill chil-
drenawarm, caring environment. Their goal
isto offer a“home away from home.”

All proceeds collected from raffle ticket sales during the LIBOR Education Conference &
Trade Expo will benefit the Ronald McDonald House in New Hyde Park. Over $7,500
was collected for this worthwhile charity. Pictured here are: Marian Fraker-Guitin,
LIBOR Immediate Past-President; Don Scanlon, Education Committee Chairperson;
Gilbert Picard, LIBOR President; Slvana Gullo, Executive Director Ronald McDonald
House; Joseph Mottola, CEO LIBOR/MLS and Buddy Hoosein, Queens Vice President.

Since opening in 1986, the House has
served more than 7,500 families from Long
Island and the metropolitan area, as well as
from all 50 states and 62 foreign countries.
The majority of our residents come from
Nassau and Suffolk counties and the bor-
oughs of New York.

Severd LIBOR leaders and Chapter mem-
bers have visted and toured the Rondd
McDonad House over recent months. Gil
Picard says, “After recently visiting the
Ronad McDonad Housein New Hyde Park,
| must say that | am totally impressed with the
facility and the staff, both of which are out-

standing.” Picard further notes, “ The physica
location by the hospita was a very positive
feature of the house, and it was obvious that
every detail of the facility was well thought
out in terms of what it offers to the patients
and their family members that stay there.”

The Long Idand Board of Redltors®, Inc,
has had along standing business relationship
with the Ronadd McDonald House. In 1987,
LIBOR Past President L ee Rothleder, togeth-
e with the members of the Long Idand
Board — raised money to sponsor one bed-
room and one bathroom inside the origina
house. Gil Picard says he expects the bus-
ness relaionship between RMH and LIBOR
to continue as more Redtors® become
aware of dl RMH is bringing to local com-
munities and even dl over the world.

Severa LIBOR Chapters have embraced
this cause and have scheduled events to
benefit Ronald McDonald House. Read the
Chapter News on Page 10 for a list of
upcoming events.

Long Idand Home Prices L eveling Off

By Tricia Chirco
Marketing & Communication Director

Long Iand read estate is returning to
normal with recent housing figures show-
ing signs of more typical patterns of appre-
ciation rates. The Multiple Listing Service

of Long Idland, Inc. (MLSLI) recently
released May 2006 housing figures, report
a $440,000 closed median home price for
Long Island. (Nassau, Suffolk and Queens)
Thisfigure represents a 4.8% increase over
a year ago when the closed median home
price was $420,000. Nationally, the median

20 YEAR HISTORY OF AVERAGE LONG ISLAND HOME PRICES
Reported by the MLS of LI
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NEW North Shore RSC L ocation

(Continued from page 1)

niently to abroad, and ever growing market
area. Thislocation, together with the other
Resaltor Service Centers located in West
Babylon, Riverhead and Jackson Heights,
provides the organization with good cover-
age Idland wide.

When asked about the new Woodbury
Realtor Service Center, Joseph Mottola,
CEO of LIBOR/MLS said, “This location
has been under consideration for a while
now and under the urging of the North
Shore Redtor® community, will finaly
come to fruition in a few short months.”
Mottola further notes, “As our membership
continues to expand, we need to continue
building upon our capacity to provide opti-
mum service to al our members.”

The new Woodbury Realtor Service
Center will offer membersall the programs
and services currently offered in Riverhead,
West Babylon and Queens. Realtors® on

the North Shore will be able to use the new
location to conveniently pay their LIBOR
dues, MLS Bills, purchase forms, pick up a
lock box, and much more.

The Service Center will aso offer
Computer Education courses, as well as
professional development classes. Sales
and Broker Qualifying Courses will be
offered in the Woodbury location, general
education classes, computer classes like,
“Get Stratified”, and even CE classes will
be scheduled to take place at the new loca
tion. For members on the North Shore, it is
not only convenient it is comprehensive!

Thefadility isscheduled to operate9 am. —
5 pm., Monday through Friday. Weatch for
detailsin The REALTOR paper and on Stratus
on the Grand Opening Celebration in
Woodbury where you will be welcome to
come and take a tour of this state of the art
Information and Education Center designed
specificaly with you— the Redltor®, in mind.

home price appreciation rate is forecasted
to rise by 5.3 percent by year end.

In May, Nassau and Suffolk County’s
reported closed median figures were more
in line with historic norms in terms of
annual appreciation rates. Suffolk County
reported a closed median price of
$395,000, which is 4.8% higher than last
May's figure of $377,000, and Nassau
County reported a closed median home
price of $478,500, representing a2.2% gain
over last May's figure of $468,000.
Queens County however, continues to
report annual double digit appreciation
rates. In May 2006, Queens County report-
ed a closed median home price of

$490,000, up 14% over last May'sfigure of
$430,000.

The May 2006 available residential
inventory on the MLS was reported at
27,174, down from April’s figure of
28,929. While the inventory was dightly
lower than in April, the current figure rep-
resents a significant increase over last
May’s figure of 17,906

While the housing market shows some
signsof cooling, expertsare till predicting a
strong finish a the end of 2006. Throughthe
first 5 months of this year, the numbersindi-
cate that Long Idand market conditions are
generaly stable, with buyers and sellers
adjusting to the new market redlity.

hand Wlth LIBOR's Ieadermlp

LIBOR Visits Members of Congress in
Washington, D.C.

REALTORS® from dl over the country recently convened on Capitol Hill in
Wiashington, D.C. tolobby on behalf of theredl estate industry. Among the many issues
that our members discussed were: the need for group hedlth careinsurance; keeping the
banks out of theredl estate industry and preventing the Office of the Comptroller of the
Currency (OCC) from expanding bank powers. Pictured a
right from (left to right) in front of the Capitol Building are |
LIBOR President-Elect Linda Bonarelli, LIBOR President '
Gil Picard and LIBOR Legidative Vice Chairperson Audrey
Livingstone. (Below) Congressman Steve Israel and
Congresswoman Carolyn McCarthy discussed the issues at
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President’s Message

By Gilbert Picard LIBOR President

Dateline Washington, D.C.

I, and many other fellow Realtors,
recently  attended the  Nationa
Association of REAL-
TORS® Midyear
Governance and Trade Expo
Meeting in Washington DC,
May 15th - 20th. The fol-
lowing items, which are of
importance to us Realtors®,
were addressed at the Board
of Directors meeting;

Approved an increase in
its annual Public
Awareness Campaign
assessment of $10 in 2007.
Theincrease will allow the
association to run the campaign on
national television and radio year-
round, with a spending cap of $40 mil-
lion, from seven months per year to
twelve months. This is great for
Realtors® all across the country; itisan
opportunity to reach potential buyers
and sellersin all states. Board members
approved a budgeted membership fig-
ure of 1,175,000 for 2007.

On the politica front, the Board heard
reports on NAR's growing strength as a
lobbying power. RPAC has raised dmost
$4 million through April 2006, whichisa
staggering amount and we must continue
to contribute.

The REALTORS® Political
Involvement Committee reported that
NAR has exceeded its goal of 10 percent
participation in Calls for Action this year.
Participation is high on cals to urge
Senate passage of small business health
plan legislation and to protest rulings by
the U.S. Office of the Comptroller of the

Currency that expand powers of big
national banks.

Dateline Albany, N.Y.

On June 6th we visited with
al our New York
State Senators and

Assemblypersons in Albany
for Lobby Day. Hereis a
recap of wha we lobbied
for:

» Expanded Protections for
Real Estate Commissions
(S.193-B —A.3395-B)

» Enhanced Education
Requirements (S.4898 —
A.8053: Amendments

Pending)
« Simplified Real Estate Agency

Disclosure  (S44 —  A.4135:
Amendments Pending)

¢ Eminent Domain Reform (Severa
Bills Introduced in both Houses)

« Banning Sex Offenders (S.8037-)

« Making NYPIUA Permanent

NYSAR opposes enactment of the
following Legidation:

e Loca Community Preservation
Funds (S.3153, S.5586 & A.6450-B, Not

Same-As)
« Loca Mortgage Recording/Real
Estate Transfer Taxes
« Broker \Verification of Zoning
Compliance (S.322/A.1492)
_— F
I I
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Mets vs. Cardinals RPAC Fundraiser
Thursday, August 24, 2006
Shea Stadium « 7:10 pm

Cost: $100.00 per Ticket « Checks Made Payable to LIBOR
$49.00 Goes Towards Your RPAC Contribution

Also Includes $15.00 of Mets Money Good at Any Food or Souvenir Stand
Transportation Is Not Included

Thisisyour chance to see MLB Leading Home Run Slugger
Albert Pujols and the Cardinals at Shea.

You must call Maryann @ 631-661-4800 ext. 354 to make your = £
RPAC contribution and confirm your tickets today! 5

&

Dondd C. Scanlon,
CRB, CBR
Owner Broker

Are You Ready to Move to
the Next Level?

We are looking for:
NEWLY LICENSED & EXPERIENCED SALES AGENTS

Gentuny

AMERICAN HOME/YOUR HOME
516-826-4600

www.century2Lamericanhomes.com

Albert P. Cornelia
Owner Broker
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From Where| Sit

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

“Generational Marketing” is a phrase
or term we're beginning to see and hear
more often. Realistically we know that
some products might be primarily
designed for a particular age group...kids
for example or senior citizens. What
we're seeing more of is the realization
that different age groups may need to be
communicated with differently for the
most effective outreach.

At last October’s Genera Membership
meeting, John Ansbach of

(aBoomer). Different lifeinfluences, dif-
ferent values and thus responsive to dif-
ferent approaches. The awareness of the
differences can be a major factor in your
ability to be successful.

The staff too, has to be aware of these
differences. We offer many programs,
products and services designed to help
you increase your productivity and ulti-
mately profitability. One such programis
a designation course “Senior Real Estate

Specidist” (SRES) which

RECON Intelligence .~ focuses on dealing with the
Services gave a presenta Different age 60 plus age group whose
tion on these differences as groups may vaues and concerns vary
did Terry Watson at last need to be greatly from the average

June's Education
Conference  when  he
focused on “Gen Xers'.
For those who were fortu-
nate enough to see them,
these differences were high-
lighted and excellent advice was given on
how to capitalize on that knowledge.

For our purposes let’s consider the fol-
lowing categories age wise and | should
point out that you may find some minor
variationsin the age groups or titles.

Civics: 61 plus
Boomers 42-60
Generation X 30-41
Generation Y 12-29

If you're a Redtor®, you would cer-
tainly want to be aware of the differences
because it would affect how you would
ded with your buyers and sdllers. In
2004, when we surveyed our market, the
median age of the first time buyer was 38
(aGen Xer). But the agent’s age was 51,

communicated
with differently.”

age buyersand sellers. We
will be looking for other
opportunities that make
sense for the membership
to be aware and thus be
able to capitalize on that
knowledge.

We offer a number of products and ser-
vices such as website development which
is becoming essential in today’s redl estate
industry. Certainly Gen Xers are more
comfortable with technology having
grown up with it than Boomers. It is
essential that we deliver our promotional
and ingtructiona messages with an under-
standing of just whom we're trying to
reach. For ingtance, while our Boomer
Resltors® and Gen X Resltors® both need
websites, we will have to design different
gpproaches to insure that we deliver the
right messagein theright way. And so will
you when you're working with buyers and
ellers across the age spectrum.

ccording to the encyclopedia, a generation gap is a popular

term used to describe wide differences in cultural norms

between members of a younger generation and their elders.
This can be defined as occuring “when older and younger people
do not understand each other because of their different experi-
ences, opinions, habits and behavior”
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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.

LIBOR Members Only May Register & Prepay ON-LINE for Chapter/Division
Meetings & Events! Go to: www.mlisli.com/chapterreg/meetings.asp.
VISA, MASTERCARD, AMEX & DISCOVER accepted. NOTE: On-line
registration CLOSED at 4:30PM on the previous business day before this event.

JUNE 2006

6/22 — Thursday

LIBOR EXECUTIVE COMMITTEE
9:30am — Redltor Building, West Babylon
— 2nd floor Conference Room. Steff liai-
son: LisaGonzdez @ LIBOR ext. 350.

6/22 — Thursday

JAMAICA CENTRAL QUEENS
CHAPTER

9:00am — Educational & FREE
Networking Breakfast. Fame Diner, Fresh
Meadows. Guest speaker: Nick Gigante,
LIBOR Instructor & Past President:
“Buyer Brokerage & Counseling: Turning
Buyer Customers into Buyer Clients.”
RSVP: Bridget Allim @ 718-324-5428 or
Barbara McDonough @ 718-461-2131.
Visit our website: www.libor.com/jamaica
centralqueens.

6/22 — Thursday

EASTERN SUFFOLK CHAPTER
8:30am — Education Seminar &
Networking Breakfast ~ Stonewall’s a The
Woods Golf Course, Riverhead ~ “The
Redltor’'s Court” & “Simulated Arbitration
Ethics’ ...featuring Tony Smith, PSC
Chairman and Cathy Nolan, Esq., Board
Counsel. Cost: $15.00 per person. RSVP:
Annmarie Pallister @ 631-723-2721 ext.
105. Visit: www.libor.com/easternsuffolk.

6/23 — Friday

WESTERN QUEENS CHAPTER
9:00am — Education Seminar &
Networking Breakfast. Pan American
Hotel, Elmhurst. Guest speaker: John
O'Kane, Realtor, WQC Past President:
“How To Generate Listings & Build
Weslth Using the 1031 Exchange.” Costis
$10.00 prepaid, $15.00 at the door. RSVP:
Kelly Lagoudis @ 718-274-7777. Visit:
wwuw.libor.com/westernqueens.

6/23 — Friday

WOMEN'S COUNCIL OF REALTORS
9:30am — “TELECONFERENCE" with
Joeann Fossland ~ “How To Maintain A
Steady Income In A Changing Market”
Cost: $10 WCR Members, $15 Non-mem-
bers. RSVP: Michelle Spronck @ 631-
287-0478. Visit: www.libor.com/wcr.

6/27 — Tuesday

LONG ISLAND COMMERCIAL NET-
WORK

8:30am — On Parade Diner, Woodbury.
Networking Breakfast & Marketing
Session. Bring your ‘haves & wants',
business cards, property data sheets & an
associate to expand your network! Cost:
$15.00 LICN Members, $20.00 non-mem-
bers. For more information, contact
Harvey Kolin @ 631-422-5511 ext. 122.
Visit: www.licommercianetwork.org.

6/28 — Wednesday

MLSBOARD OF DIRECTORS
9:30am — Redltor Service Center, West
Babylon — Classroom B. Staff liaison:
Lisa Gonzalez @ LIBOR ext. 350.

JULY 2006

7/4 — Tuesday
INDEPENDENCE DAY OBSERVED ~
ALL BOARD OFFICES CLOSED

7/6 — Thursday

LIBOR EXECUTIVE COMMITTEE
9:30am — Realtor Building, West Babylon
— 2nd floor Conference Room. Steff liai-
son: LisaGonzalez @ LIBOR ext. 350.

7/12 — Wednesday
MLSEXECUTIVE COMMITTEE
9:30am — Realtor Building, West Babylon

— 2nd floor Conference Room. Steff liai-
son: LisaGonzaez @ LIBOR ext. 350.

7/11 — Tuesday

CENTRAL NASSAU CHAPTER
6:30pm —Annual Fire Island
Excursion/Boat Ride aboard the
“Moonchaser” to Flynn's Restaurant, Fire
Island. Cost is $55.00 includes buffet din-
ner & boat ticket. Boarding begins @
6:30pm. Departure from Captree State
Park/Boat Basin at 7:00pm sharp! RSVP:
Pia Hutton @ 516-564-4480 by June 30th.
Visit: www.libor.com/centralnassaul.

7/17 — Monday

WOMEN'S COUNCIL OF REALTORS
9:00am — Annual Golf Outing ...details to
follow. ~ For more information, contact
Marilyn Urso @ 516-921-0220. Visit:
www.libor.com/wecr.

7/19 — Wednesday

LIBOR BOARD OF DIRECTORS
9:30am — Redltor Service Center, West
Babylon — Classroom B. Staff liaison:
LisaGonzalez @ LIBOR ext. 350.

7/20 — Thursday
LIBOR/MLSORIENTATION
8:30am — Redltor Service Center, West
Babylon — Classroom B. Staff liaison:
Debbie Franco @ LIBOR ext. 364.

AUGUST

8/3 — Thursday

LIBOR EXECUTIVE COMMITTEE
9:30am — Readltor Building, West
Babylon ~ 2nd Floor Conference Room ~
Staff Liaison: LisaGonzalez @ LIBOR:
631-661-4800 ext. 350.

8/9 — Wednesday

MLSEXECUTIVE COMMITTEE
9:30am — Redltor Building, West Babylon
~ 2nd Floor Conference Room ~ Staff
Liaison: Lisa Gonzalez @ LIBOR: 631-
661-4800 ext. 350.

8/16 — Wednesday

MLSBOARD OF DIRECTORS
9:30am — Redltor Service Center, West
Babylon — Main Meeting Room. Staff
Liaison: Lisa Gonzalez @ LIBOR: 631-
661-4800 ext. 350.

8/17 — Thursday
LIBOR/MLSORIENTATION

8:30am — Realtor Service Center, West
Babylon — Classroom B. ~ Staff Liaison:
Debbie Franco @ 631-661-4800 ext. 364.

8/31 — Thursday

LIBOR EXECUTIVE COMMITTEE
9:30am — Redltor Building, West Babylon
~ 2nd Floor Conference Room ~ Staff
Liaison: Lisa Gonzalez @ LIBOR: 631-
661-4800 ext. 350.

SEPTEMBER

9/4 — Monday
LABOR DAY OBSERVED —ALL
BOARD OFFICES CLOSED

9/6 — Wednesday

MLSEXECUTIVE COMMITTEE
9:30am — Redltor Building, West Babylon
~ 2nd Floor Conference Room ~ Staff
Liaison: LisaGonzalez @ LIBOR: 631-
661-4800 ext. 350.

9/13 — Wednesday

LIBOR BOARD OF DIRECTORS
9:30am — Redltor Service Center, West
Babylon — Main Meeting Room. Staff
Liaison: LisaGonzalez @ LIBOR: 631-
661-4800 ext. 350.




Keystone Realty U.S.A.

REAL ESTATE REDEFINED

Attention Real Estate Agents

Question: What Are The 3 Most Important Aspects
of Your Real Estate Business?

Answer: Leads, Leads and More Leads

KEYSTONE WILL OFFER YOU THE HIGHEST COMMISSION PAYOUT AND
RELEASE YOUR LISTINGS IF YOU ARE UNHAPPY FOR ANY REASON

KEYSTONE REALTY USA LEAD GENERATION PROGRAM
* FREE Buyer and Seller Leads ® FREE Extensive Online Real Estate Training
* FREE Advertising on 20 different websites including Yahoo Real Estate
* FREE Advertising on IO Homes Channel #606 on Cablevision
* Use of Autodialer — computerized cold caller for lead generation

100% PAYOUT

New York’s largest Independent Realty Firm offers the best
100% payout plan in the business for only $199.00 per month.
Payouts that range from 80-95 % are FREE!

Additional Services and Policies Include:

* Mortgage compensation ® No minimum production requirements ® Branch offices welcome
¢ Substantial Agent Referral Programs and Bonuses ® We will even pay your LIBOR dues, ask us how
* Work Part-Time/Full-Time (create your own hours) ¢ Members of REBNY (Manhattan Real Estate)
* Members of Westchester-Putnam MLS and LIBOR

We Have Agents From Manbattan to Montauk —
Over 160 Agents and Counting!!

Foin Keystone Realty USA where Call for information

Independence is the Key to Success! Direct: (516) 639-6257

STOP BELIEVING YOUR BROKER _ (800) 390-8083
E-mail: keystonerealtyl @aol.com

DESERVES HALF OF YOUR I'_IARD Check us out on the World Wide Web at:
EARNED COMMISSION! www.joinkeystone.com
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HOME & COMMERCIAL INSPECTIONS

“The Home Inspection Professionals”
¢ 24 Hour Elite Service/Report on Site

¢ Licensed Professional Engineers PE/NY State
Licensed Home Inspectors

O Errors & Omissions Insurance/Written Guarantee
¢ Referral Liability Protection

Matthew Kaplan, Owner
HouseMaster Home Inspection
www.longisland.housemaster.com

800-805-1122

EIBUNINEWS

DISCOVER LUXURY JUST 16 MILES FROM MANHATTAN!

DISCOVER

o, 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

ATTENTION

REAL ESTATE BROKERS
& SALES AGENTS

Florida Real Estate Market is still
RED HOT!
New York Real Estate Market is
NOT!

Become the first broker in your
neighborhood to offer Florida Real Estate

« Mo Franchise Fees
* High Commissions
+ Unlimited Florida Inventory

CALL TODAY

All Mations Marketing
TIE-663-2192 x 116

RLL MATHINS

HEALLY

ARLL MATHINS

HEALLY

Women's Council g

REALTORS

Long Island Chapfer
WCR-NewYorkState.com

Summer ishereand Redl Estateisin the
midst of a changing market. Sdling a
house in the past couple of years has been
a “piece of cake’ or a no “brainer”, but
times have changed. Selling a house now
requires knowledge and skill. Women's
Council of Redltorsis committed to bring-
ing to its membership programs to give
them the expertise and ability to handle
any change in the market and bring their
dedlsto the closing table. WCR is contin-
ualy bringing speskers to its members to
sharpen negotiating skills and keep them
on the cutting edge of technology.

Last month, WCR’s Dinner meeting, at
the Westbury Manor featured Amy
Cherow from Mathew Ferrara’s semi-
nars. Amy covered many of theimportant
technology updates.

Our teleconference meeting was a first
for WCR. Whether a work, lounging in
the back yard, with a cool drink, you
could be part of this excellent meeting
with Joeann Fodand. Thetopic of “How
to maintain a steady incomein a chang-
ing market”, is a topic that we al can
benefit from.

The value that WCR offersto its mem-
bers is unbeatable. Our nominating com-
mittee will be meeting in the next couple
of weeks to work on our date for next

by Elise Williams
Acting WCR
President

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

We Need You!

year. At thistime | would like to extend an
invitation to anyone interested in taking a
leadership role in this worthwhile organi-
zation to please contact me at 516-364-
1901. To continue the success of WCR,
new leadership candidates are desperately
needed. Every new leader brings some-
thing special and unique to our Long
Idand chapter and the organization. Being
one of the largest Real Estate boards in
the country gives us an unbeatable pool of
leadership candidates. Positions are avail-
able from line officers, to committee peo-
ple. PLEASE CALL. WE Need YOU!

2006 OFFICERS
New York State Governors
DorisHooker . ... .. (585)586-0953
MarilynUrso....... (516)921-0220
Acting President
EliseWilliams . . . ... (516)364-8148
VP-Membership
Charlotte Vanderwaeg. . (516)248-9494
Treasurer
Michelle Spronck. . . . (631)420-7610
Secretary
lsaStykes. ......... (516)377-6200

“Volunteerism is the voice of the people put into
action. These actions shape and mold the present
into a future of which we can all be proud”

Advertise In

“RIE AT

Need Help

The Publication That
Reaches Over 26,000

LIBOR Members!

CALL: Christopher Meadows at DSI DESIGN GROUP
Tel: (516) 676-6089 ¢ Fax: (516) 676-4769
email: studio@dsidesigngroup.com

With Your Ad?

We offer professional Design and Ad Layout

services at a reasonable cost.




WHO HAS THE MOST IMPORTANT JOB AT
CENTURY 21 LAFFEY ASSOCIATES?

| do!

| am a Branch Manager of
Century 21 Laffey Associates.

It is my responsibility to provide the
ultimate working environment for all of
my Laffey Home Specidalists.

| ensure that my office delivers the

most effective marketing and sales
services to every home owner and
home buyer we deal with.

| provide the leadership, coaching,
and fraining to keep building
my associates’ business year after year.

| am Century 21 Laffey Associates.

| am in the right place at the right time.

Maria Babaev.
Laffey Home Specialist,
Branch Manager

It’s Who We Are and
Where You Want to Be.’

A LAFFEY ASSOCIATES
FINE HOMES & ESTATES

NEW YORK'S FINEST HOMES ARE AT ONE ADDRESS
WWW.LAFFEY.COM
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Chapter & Division Report

By Christina DeFalco

Public Relations & Communications Specialist

The EASTERN SUFFOLK CHAP-
TER is having an education seminar and
networking breakfast on Thursday, June
22nd at 8:30am at Stonewall's Restaurant
at The Woods Golf Course in Riverhead.
Special guest: Tony Smith, PSC
Chairman and Cathy Nolan, Esg. Board
Counsel. Topic: “The Realtor’s Court” &
“Simulated Arbitration Ethics.” The cost
is $15.00. Please RSVP to Annmarie
Pallister at 631-723-2721 ext.105. Visit
www.libor.com/easternsuffol k/.

TheJAMAICA CENTRAL QUEENS
CHAPTER is having an education and
networking breskfast on Thursday, June
22nd at 9:00am at the Fame Diner in Fresh
Meadows. Guest speaker: Nick Gigante,
LIBOR Instructor and Past President.
Topic: “Buyer Brokerage & Counsdling:
Turning Buyer Customers into Buyer
Clients.” The cost is FREE!! Please RSVP
to Bridget Allim at 718-297-0707. Visit
www.libor.com/jamai cacentral queens/.

The WESTERN QUEENS CHAP-

ur goal for 2006 is to increase public awarenessin regardsto all

the outstanding endeavorsour LIBOR Chaptersand Divisonsare
partaking in throughout the year. In order to make thispossible, | need
your help. | need your cooperation by sending me information on all
Chapter and Divison events that have taken place, as well as any
upcoming event that you wish to publicize; thisshould bedoneinatime
sendtive manner. Please call me at (631) 661-4800 Ext. 358 or email
me at cdefalco@midi.comwith any questions or comments.

TER is having an education seminar and
networking breakfast on Friday June 23rd
at 9:00am at the Pan American Hotel in
Elmhurst. Guest speaker: John O'Kane,
Realtor/'WQC Past President. Topic:
“How to Generate Listings and Build
Wedlth Using the 1031 Exchange.” The
cost is $10.00 prepaid, $15.00 at the door.
Please RSVP to Kelly Lagoudis
at 718-274-7777 ext. 119. Visit
www.libor.com/westernqueens/.

The WOMEN'S COUNCIL OF
REALTORS is having a
“Teleconference” with guest speaker
Joeann Fosdand, on Friday, June 23rd,
from 9:30am to 10:30am. Topic: “How to
Maintain a Steady Income in a Changing
Market.” The cost is $10.00 WCR mem-
bers, $15.00 non members. Please RSVP
to Michelle Spronck-HSBC at 631-287-
0478, there is a maximum of 50 people.
REGISTER EARLY!! Information will
be emailed to al registrants regarding
teleconference etiquette, etc. Emall

addresses MUST be given upon registra-
tion. Visit www.libor.com/wcr/.

The LONG ISLAND COMMER-
CIAL NETWORK is having a network-
ing breakfast and marketing session on
Tuesday, June 27th at 8:30am a On
Parade Diner in Woodbury. Bring your
‘haves & wants', business cards, property
data sheets & an associate to expand your
network! The cost is $15.00 LICN
Members, $20.00 non-members. For more
information, contact Harvey Kolin at 631-
422-5511 ext. 122. Visit: www.LICOM
MERCIALNETWORK .org.

The CENTRAL NASSAU CHAP-
TER is having their annual “Fire 1sand
Excursion/Boat Ride’” on Tuesday, July
11th aboard the “Moonchaser” to Flynn's
Restaurant, Fire ISland. Boarding begins
a 6:30pm. Departure from Captree State
Park/Boat Basin at 7:00pm sharp! Please
RSVP to Pia Hutton at 516-564-4480 by
June 30th. Visit www.libor.com/central-
nassauy/.

The WOMEN'S COUNCIL OF
REALTORS is having their Annual Golf
Outing on Monday, July 17th a 9:00am.
Details to follow. For more information
contact Marilyn Urso a 516-921-0220.
Visit www.libor.com/wer/.

The WESTERN QUEENS CHAP-
TER will hold a BLOOD DRIVE from
9:00am-4:00pm on Monday, September
11, 2006 at the RSC, Jackson Heights ~
Generd Education Classroom. For more
details contact Kenneth Dunn at
718-779-1111. Visit:  www.libor.com/

westernqueens.

LIBOR Queens Vice
President
Receives RPAC
“Sterling R”

At a recent LIBOR Board of Directors
meeting RPAC Chairperson Pat Levitt
presented LIBOR Queens Vice
President Buddy Hoosein with his 2006
“Serling R* RPAC plaque.

If you are not doing so already, GET
INVOLVED, great Chapter and Division
events are held every month. Check out
page 25 for photos from these events to
see what you've been missing. Be sure to
visit www.libor.com/chaptermeetings.cfm
for complete details on all events.

Protect Your Customers... Your Transactions... Your Reputation.

or over 30 years Knockout has helped add value to home transactions of all types and sizes, delivering
high quality, fast turn-around pre-closing termite and home inspections. Chances are you've seen our
trucks and familiar boxing glove logo all over the metropolitan area, and now we're here to provide peace

of mind to you, and your clients.

From the foundation to the roof, we inspect it all, providing full computerized re;
fully insured and affiliated with top nationally recognized associations for Cert

rting. And Knockout is
Home Inspectors,

subscribing to their strict Standards of Practice, Code of Ethics and required continuing education.

It's taken a lot of hard work to find just the right home for your clients, and build a trusting relationship.
Well now you can complete a flawless transaction that gets you the referrals you deserve with Knockout.

Knockout Home Inspections

A division of Knockout Pest Control, Inc.

1-800-404-9577

e-mail: akatz@knockoutpest.com www.knockouthomeinspections.com

Limited Time Offer
All Home Inspections
(Up to 4,000 Sq. Ft.)

NOW s350!
(A $500-3850 Value!)

Plus as an
Added Bonus, a

Termite Inspection
and Report
(A $95 Value!)

KNOCKOUT =

© 2006 Knockout




LONGIISL
RA L-(

FED.EF

AND REALTORS:
CREDIIT

l_—|'_' |_
J___%”[

r.{(;?/ "ing e ity lo your i / nancial sieeess

\
~

2 4

300 Sunrlse =i hwa

Serving our members since 1972

Services

« Savings

» Checking

« Direct Deposit

« Internet Account Access
- Credit Cards

- Auto Loans

« Share Secured Loans

« Personal Loans

« Vacation Club

« Holiday Club

« Mortgage Lending

« American Express

« Gift Checks & Travelers Checks|

/

West Bahylnn, New ork 1 | ?04

(631) 661-4800 ext 371 lﬁsitusat:www.ﬁrffu.mm
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mee Martin, young daughter of

Rob and Judee Martin of Long
Idand Estate Realty in Mastic, was strick-
enwith arareillness called mitochondrial
disease which attacks the cells and major
organs of the body. Mitochondria dis-
eases result from failures of the mitochon-
dria, specialized compartments present in
every cell of the body except red blood
cells. Mitochondria are responsible for
creating more than
o000l e gy | THRA"
needed by the s ermme— ———
body to sustain life and support growth,
when they fail, lessand lessenergy isgen-
erated within the cell. Cell injury and even
cell death follow. If this processis repeat-
ed throughout the body, whole systems
begin to fail. The disease primarily affects
children, such as Amee Martin.

Sadly, Amee passed avay on May 13,
2006; she had not yet reached her first birth-
day. The“Hope for Amee Martin” fund has
been established in memory of Amee. If
you wish to meke donations please send
them to Suffolk County National bank at
502 Main . Center Moriches, NY 11931.

Donations can dso be made to the United
Mitochondrial Disease Foundation at
www.umdf.org. The foundation’s mission
isto promote research and education for the
diagnos's, treatment and cure of mitochon-
dria disorders and to provide support to
affected individuals and families such as
the Martins.

s reported in May's issue, Syemon

Kourounis of ERA Gotham Reslty
in Fresh Meadows Queens has been train-
ing to run 10 miles for the Muscular
Dystrophy Association’s (MDA) program
“A Day in May for MDA.” On May 20th

Syemon ran aroute
by himsef which
started from the
ERA Gotham

Redlty officein Fresh Meadows NY, to the
entrance of the Queens Borough Bridge, he
finished in little over an hour! To date
Syemon hasraised $1,645 for MDA, if you
would like to make a contribution to the
Muscular Dystrophy Association or would
like more information on how to individu-
aly support the Association like Syemon
has, please visit http://www.mdausaorg/.

Suffolk South Shore Chapter
Presents $8,000 Check to Hospice Children’s
Bereavement Services

At the May Suffolk South Shore Chapter meeting a check was presented to Mary
Gravina from Hospice Children’s Bereavement Services in the amount of $8,000,
which was raised at the Chapter’s recent “ Casino Royale” charity event. Pictured
(from|-r) are Mary Gravina, Suffolk South Shore Chapter Directors: Mathew
Arnold, Joanne Celauro, Karla Dennehy, Fran Dellipaoli, Carol Jemison Suffolk
South Shore Chapter Vice President, Debra Spagna Suffolk South Shore Chapter
Past President and Georgia Westcott Suffolk South Shore Chapter President.

Advertise In":L|E%|Ez§’-1|F:IT@?Rﬁ

CALL: Christopher Meadows at Tel: (516) 676-6089
Fax: (516) 676-4769 ¢ email: studio@dsidesigngroup.com

NYSAR Smart Growth Award
Deadline Due By July 14, 2006

NY SAR is now accepting applications
for the Award for Smart Growth
Excellence, which was created to recog-
nize the successful efforts of communities
within our state to incorporate the princi-

policies and programs.

Applications are due on July 14, 2006.
For additional information and application
forms, www.nysar.com/smart/entry_form.
pdf or contact NY SAR’s Communications

Melville, NY 11747
(631) 961-4626
(800) 654-1969

iy Dty

Se b Sy Ramlny & Meartpage

how adwoven __ i Barairs

ples of smart growth into their projects, Department at 518/463-0300.
WPI Seato Sky Realty, Inc. Visit
200 Broadhollow Rd. -
Suite 207 WWW.j Oi n_seatosky.com
to view our

online presentation
or call (800) 654-1969
for detailsand a

WWW.Wpiseat 0sky.com
Sales@wpiseatosky.com

Real Estate / Mortgages / Insurance / Title

The Revolution IsHere!
WPI Seato Sky isyour clients“ One Stop Shop” for their real estate transaction and your
Key to increasing your incomel!!!

Earn 100% of your real estate commissions for only $199.00 per month!!!

80% real estate commissions are FREE!!!

All WPI salespeople are loan officers with WPl Mortgage Direct* and receive 50%
mortgage commissions on loans they originate!!!

Become A WPI Associate and receive:

-Lead capturing real estate website with MLS IDX Search -Lead capturing mortgage website -Unlimited CD Brochures
-Back Office Mortgage Software (do your own credit checks) -Unlimited Digital Tours -Unlimited CD Business Cards
-EZ Audio (add voice to your sites) -Discounted 360 Virtual Tours - WPI Shopping Mall for Signs, Supplies, and Apparel
-Customizable Drip Email Campaign -Unlimited Website builder (give away FREE websites to your clients/friends)
-Contact Manager -Mortgage Application Manager -Use of our Follow Me Virtual Phone System (never miss a lead)
-Back Office Message Board (talk to WPI Agents cross the globe) -Complete Office Facilities or Work From Home
-Coverage Under the Companies E& O Insurance -You Decide What Commissions To Charge -Corporate Leads
-No Mandatory Sales Meetings or Floor Time -Customizable Auto Responders -Insurance Commissions (if licensed)
-Online Corporate and In-House Training -WPI E-Classified Network -Complete Broker Assistance & Much More
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confidential interview

WPI Seato Sky Realty, Inc. isaLicensed NYS Real Estate Broker. *WPI Mortgage Direct is adivision of Absolute New York.
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WELCOME

New LIBOR & MLS Members

Nazir Ahmad
Nazir Ahmad, REALTOR

Joseph C. Andruzzi
Lexland Management LLC

Joseph C. Barretta
Joseph C. Barretta, REALTOR

Joshua Benari
Joshua Benari, LLC

Marcus E. Loglisci
Marcus E. Loglisci, REALTOR

Carlos O. Lopez
Carlos O. Lopez, REALTOR

Phyllis Loverme
East Coast Realty Inc.

Richard B. Maltz
David R. Maltz and Co. Inc.

Perry N. Boatswain Eileen Morgan
D B Austin Redlty Inc. Eileen Morgan, REALTOR
AmaliaC. Brandt Colleen Nill
Black Horse Realty Group Coldwell Banker Prestigious
Jospeh M. Busuittil Marcia P. Nnorom
Stars and Stripes Realty Exit Realty Trinity Rock
Elvin Cabrera Almog Ohayon

Republic Realty Group Inc.

Anthony S. Celebrini
Triumph Property Group of LI

Zubair A. Chaudhry

Getmore Realty Inc.

Costanza Pinilla
Pinilla Realty Corporation

Beth Price

Zubair Realty Corp. PriceNortman Real Estate
Alfred Daddio Devanand Rakhar
Alfred Daddio, REALTOR In Touch Realty Inc.
Janice M. Dalessio Savitrie Rubin
Janice M. Dalessio, REALTOR Savitrie Rubin, REALTOR
Audrey Dellafiora Clement Tso
Audrey Dellafiora, REALTOR Clement Redlty Inc.
Astrid M. Fidelia ReneF. Viera
AMF Property Management RBG Redlty Corp.
Ralph Fuccillo Gil H. Vilkas
RCF Redlty Corp. Gil H. Vilkas, REALTOR
LisaHeay Hernando Villamil

RE/MAX Showcase

Michael Z. Herbert
Community Rentals Inc.

Global Express Realty Corp.

Diana Voyagjolu
Harmony R E Consultants

Walter Imperatore Jun Wang
Renaissance Redty Svcs Jun Wang Realty
Rashmi Jhaveri Daniel J. Wiley
Blue Ribbon Real Estate Daniel J. Wiley, REALTOR
Jennifer N. Lee Learie R. Wilson

Christine Kelly Inc. Esquire Homes Inc.
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Why Be A Lamb When You Can Be A Lion
In The Real Estate Business:!
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ANNETTES REAL ESTATE

INVITES YOU TO...

JOIN THE #1 TEAM!

Certury

WE’RE LOOKING FOR
EXPERIENCED AND NON-EXPERIENCED AGENTS.

Flexible Commissions!

1193 Front Street * Uniondale, NY 11553

(516)564-4480 or (516)526-5740

www.c2lannettes.com ¢ Email: c21annette@aol.com

D.A.R.T. CAPITAL MORTGAGE CORP.

REGISTERED MORTGAGE BROKER, NYS BANKING DEPT.
535 Broad Hollow Road, Suite B30, Melville, NY 11747
www.dartcapital.com

(631)770-4000 ¢ Call for an Interview Today!

Audrey Livingstone

ATTENTION!
EXPERIENCED FULL TIME REALTORS
INWESTERN SUFFOLK!

Want steady cash flow and
big commissions too?

WE OFFER:

* $1000.00/weekly draw vs. commissions for qudified
full time agents.

» Mgor medical benefits for full time qualified agents.

* High profile Century 21 Franchise with over 28 years
in the same location.

* In house mortgage services with commissions for you.
* Full support staff to help you sell more and clerk less.
* Call for a confidential meeting with Owner Rich Parisi.

PARISI REALTY
700 Sunrise Highway « West Babylon, New York 11704

EACH OFFICE IS INDEPENDENTLY OWNED AND OPERATED

Cell Phone Number

516-729-4899

€}
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GIVE YOURSELF
A BIG PAY RAISE!

NO DESK FEE

NO OFFICE EXPENSES

NO FRANCHISE FEE
pESTINY REALTY NO MONTHLY RENT

COMPARE YOUR PRESENT COMMISSIONS
TO OURAGENT'SCOMMISSIONS

Total
Commission
of Your Sales

DESTINY
REALTY

Agent’s
Commission

EIBUNHINEWS

Catch the REALTOR Spirit...

dele  Ziminski of Weichert,

Realtors® — Prospect Hill, a
prodigiousknitter, began knitting for char-
ity shortly after 9/11 as part of a drive
sponsored by her church. She has donated

Sue Soper, ANCC at S. Charles Hospital
in Port Jefferson accepts from Adele
Ziminski a donation of hand-knitted blan-
kets and dresses for premature babies.

shawls to victims of
domestic abuse, hats to
chemotherapy patients, | REALTOR
scarves to seamen, cage liners to animal
shelters, and tiny blankets and dresses to
parents of premature babies, whose painis
increased by having to buy clothing in the
doll department of stores.

As part of LIBOR's “We re More than
Redtors®...” campaign, Ms. Ziminski
hopes to bring attention to the many ways
inwhich redltors can actively contributeto
their communities. “If I’'m breathing, I've
got a pair of needles in my hand,” she
says. “It's very relaxing to work on these
smal projects and very rewarding to
know that these gifts can mean agreat deal
to people.” Now a resident of Greenport,
Ms. Ziminski aso serves on the Altar
Guild of Holy Trinity Episcopa Church.

REALTOR Spirit Award Contest

$8,000
$15,000

$7,701.00
$14,701.00
$25,000 | $24,701.00 | $299.00
$50,000 | $49,701.00 | $299.00

$299.00
$299.00

Have you or your office made a difference in your community and
demonstrated that you are MORE THAN REALTORS®? If so, enter the
REALTOR Spirit Award Contest! Thirteen REALTORS®, one from each
Chapter and Division, will be selected to receive a $500 donation to the
charity/organization of their choice.

Applications are available online on REALTORS Only at
misli.com under documents on demand # 151 or call Christina
DeFalco at 631-661-4800 ext. 358 for additional information.
All entries must be received by August 1, 2006.

Call Randal at 718-736-1010
E-Mail randal @destinyrealtyny.com

WHY SHOULD REAL ESTATE AGENTS
USE PERSONAL COACHES?

To Achiewve Their Goals and
Maximize Their Potential,

* A5E YOU reaChing Qr escessding wour goals’?
* Age ol in Qs
* Dhzoyou needd 10 chonge?

Prudential Galeria's

coaching program
is the answer.

"BIG ENOUGH TO SERVE,
SMALL ENOUGH TO CARE"

P @ coricendal s ool
JonE WO COno
Maonager - Personal Coach

5146-746-0440 EXT. &2
.@ Prudential

ks Maal Eslahe
Rock Solid In Beal Fsfale

LIBOR Donates $15,000 to
Rebuilding Together Organization

LIBOR President, Gil Picard, (pictured
here 4th from the right) stated that one of his
goals this year was to create greater aware-
ness for the outstanding acts of community
service that Realtors® are involved with
throughout Long Iland. From that thought
the Public Relations committee initiated the
“We' reMore Than Redtors®...” Campaign,
part of which involvesforming relationships
with local non-profit groups such as the
Rebuilding Together Long Island organiza
tion, a group that reaches out to poor, elder-
ly, and disabled Long Island homeowners.
Rebuilding Together Long Idand is com-
mitted to revitalizing houses and communi-
ties, assuring that low-income homeowner
livein warmth and safety while maintaining
their independence.

During the 18th Annua LIBOR
Education Conference held on June 8th at
the Crest Hollow Country Club, Sol
Goldstein, Executive Director (4th person
from the left) of the Rebuilding Together
Long Island group, was presented with a
check for $15,000 on behalf of LIBOR and
the Public Relations Committee. Thisdona
tion will help fund severa revitalization
projects on Long Idand. Opportunities to
get involved will be posted on Stratus when

firm dates and locations have been sched-
uled. Any Redltor® interested in working
on a revitalization project should contact
Christina at 631-661-4800 Ext. 358.

Pictured here|-r are: Karen Laurence, Joe
Kresek, Frank Urso, Sol Goldstein, Gil
Picard, Christina Cidoni, Linda Bonarelli,
and Harold Feldman.

In the background of this photo, you can
seeoneof thebannersdisplayed at dl LIBOR
Chapter and Division events this year in sup-
port of this campaign. Additionaly, some
LIBOR members have requested their own
copy of the “We're More Than Redltors..”
banner to display in their office as well. The
Public Relations Committee is pleased to see
how well this campaign is being receiving
from fellow Redltors®. The support has been
tremendous.

President George W. Bush has proclamed
June “Nationd Homeownership Month” to
rase awareness of homeownership and
encourage more Americans to consder the
benefits of owning their own home.

It takes the collective efforts of REAL-
TORS® to cause a sweeping change in
our communities. The Long Island Board
of REALTORS®, Inc. encourages you to
pitchin, build relationships, influence city
hall and make our Associations stronger

June is National Homeownership Month

and our communities better placesto live.

Here are a few ways you can help cele-
brate Nationa Homeownership Month -
Send an E-mail! Ask other REALTORS®
to contribute to a food pantry, or host a
clothing drive. — Pick up the phone! Call
your locd officids or city hall and ask to
serve on community task force. - Improve
the landscape! Sponsor a Clean-Up/Fix-Up
Day. — Keepit going! Help out other com-
munity projects by volunteering your time.




ATTENTION AGENTS

e NOT EARNING THE INCOME YOU THOUGHT?
e DON'T HAVE ENOUGH LISTINGS?

e DON'T HAVE A CONTINUOUS
SUPPLY OF QUALIFIED BUYERS?

e NOT RECEIVING THE TRAINING YOU
THOUGHT YOU WOULD?

MAYBE IT’S TIME FOR A CHANGE!

Join the Century 21 AA Team — Where we help YOU
become a leader in YOUR marketplace.

AT CENTURY 21 AA Realty, WE HAVE BEEN
TRAINING AGENTS FOR OVER 30 YEARS!

We have Full Time Training Coaches in our Career Development
Academy for new & experienced agents

Full-time assistants dedicated to helping YOU.

Innovative Lead Generating System designed to attract
Buyers and Sellers for YOU.

State of the Art Lead Routing System, putting buyers and sellers
in touch with YOU directly and immediately upon receiving
a Call or e-mail, no matter where YOU are.

Coaching systems designed for YOU to guide YOU to reach
your potential and earn what YOU want and deserve.

In-house Marketing Department to assist with YOUR
Personal Marketing

* Prominent presence on the Internet
Much, much more. ..

If you are Not getting YOUR fair share or Not earning what you
think YOU deserve, maybe it is time for a change.

For a confidential conversation, call us today, YOU will be glad you did!
Come talk to US!

Nassau County Suffolk County

C}zniuu'z1

Vincent Dell’Accio AA Re a I ty Frank Dell’Accio Jr.

GRI, CRB., CBR. GRL,CRB, CBR.
Broker Owner Broker Owner

516-826-8171 x211 631-774-5177
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18th Annual LIBOR Education Conference and Trade Show
Thursday, June 8, 2006

Crest Hollow Country Club » Woodbury, New York
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The Long Island Board of Realtors® gratefully
acknowledges the generosity & support of the
following Exhibitors & Sponsors

1-800-GOT JUNK?
Abrams Garfinkel Margolis Bergson, LLP
American Home Shield
Approved Funding
Asset Preservation Inc.
Bank of New York
Bayview Financial Exchange
BNY Mortgage Company
Cablevision Optimum Homes
Citibank
Commission Express of NY
Conference Associates/New York State
Business Group
Cort Furniture Rental
Countrywide Home Loans
DSI Design Group Inc.
Emigrant Funding Corp.
eNeighborhoods
eRealty Solution
Federated Home Inspections
Goldson, Nolan, Connolly, P.C.
GreenStreet Financial Group Inc.
Harmon Media Group
Homebridge Mortgage Bankers
Homes & Loans Magazine
House Guard Home Inspection
HouseMaster Home Inspection
HSBC Mortgage Corp.

Innovative Mailing & Shipping Systems, Inc.

IRS Taxpayer Advocate Service

Knockout Pest Control
Long Island Realtors® Federal Credit Union
Magnet Street
Meenan 0il Co., L.P.

Men On The Move Moving & Storage
Denis A. Miller Insurance Agency
Milro Associates Inc.

Mortgage World Bankers Inc.
Multiple Listing Service of L.1., Inc.
New York State Association of REALTORS®
The New York Times
Newsday
NYLispendens.com
0il Heat Comfort Corp.

Pillar To Post Professional Home Inspection
Real Pro Training & Consulting
Recognition Express
Roselli Moving & Storage
Showing Time
Stratus Data Systems
submityourlistings.com
Top Producer Systems
United Parcel Service
Virtual Imaging Corp.

Visual Listing Systems
VisualTour
Voice Dynamix
Wachovia
Weil-McLain
Wells Fargo Home Mortgage

stratus

mk




. The difference

between a job & a career.

» Advanced
Training “Working with this “Our company is known
» Exclusive H
Offerings company has gone well for its remarkable presence,
» Proven beyond my expectations. a superior level of
Marketing Th . . . li d
> Service e ongoing mentoring professionalism an
Philosophy and support is phenomenal, exemplary training.
> Technology and the enthusiasm I am proud to be part of
Platform
» 22 Office Locations is contagious.” this organization.”
& Divisions L.
Robert P. D’Angelo Patricia Bretone
Realtor® Realtor®

Daniel

Ready to move up? Gale
Call Bonnie Doran today, v
888.931.9500

bonniedoran@danielgale.com SOth e b)’ IS

www.danielgale.com INTERNATIONAL REALTY

Each Office Is Independently Owned And Operated

L
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In the Event of a Hurricane

The National Oceanic and Atmospheric
Adminigtration (NOAA) and the Federa
Emergency Management Agency is predict-
ing that a very active hurricane season is
looming, and is encouraging individuas to
make preparations to better protect them-
selves and their family throughout the season,
which runs June 1 through November 30.

We al know that hurricanes can be dan-
gerous, generating high winds, torrentid rain
and tornadoes and causing deeth, injury and
costly property damage. As we watch the
firs named storms, New Yorkers every-
where, including Long Iland should take the
timenow to be prepared. Know what todoin
the event of an emergency a homeor inyour
community. Don't wait until the hurricane or
coastal storm warnings are posted.

The Long Island Board of REALTORS®
Inc. (LIBOR) recommends you take pre-
caution and do the following: First, you
should prepare a Family Evacuation Plan.

Identify ahead of time where you could go
if you are told to evacuate. Contact your
local emergency management office or
local chapter of the American Red Cross
for information about the safest evacuation
routes and locations of nearby shelters.
Choose several places--a friend's home in
another town, a motel, or a shelter. Keep
handy the telephone numbers of these
places as well as aroad map of your local-
ity. You may need to take alternative or
unfamiliar routes if major roads are closed
or clogged. If advised to evacuate, do so
immediately. Also, have aplan in place for
all family members to check in with arela-
tive or friend who lives out of the state and
can serve as messenger. Determine in
advance what you will do with any pets.

Long Idanders are being told to assemble
aHurricane Disaster Supply Kit thet consists
of the following items:

* First aid kit and essential medications.

The New York State Association of
Redtors®, Inc. (NYSAR) has partnered
with the New York State Emergency
Management Office (SEMO) to provide
Realtor® assistance to relief and recovery
efforts following any natural or manmade
disaster.

Effective immediately, Redtors® will

New York REALTORS® Partner with SEMO
(State Emergency Management Office)

VOLUNTEERS NEEDED

play arolein SEMO's relief efforts follow-
ing adisagter. If you would like to volunteer
for thisprogram, visit documents on demand
a 631-661-9126 and download Volunteer
Response Contact Form #200 and fax it to
631-661-5202 — Attention:  Christina
DefFdco, or for further information contact
Chrigtina at 631-661-4800 Ext. 358.

Looking for a “New
Home?’” Where Your
Practice Will Grow &
Flourish?

If you are a “top producer” or a future “rising star”
looking for a REAL ESTATE OFFICE with ALL THE
RIGHT stuff to make your practice grow and flourish
You'’ve Found It

ALL INQUIRIES ARE CONFIDENTIAL !

Call: (631) 471-37717

Visit us at www. Find LI homes.com

e-mail: info@REMastersLI.com
Or stop by! We are strategically located in the heart of Suffolk
County with quick, easy access from the LI Expressway.
484 HAWKINS AVENUE
LAKE RONKONKOMA, NY 11779

Be Prepared

« Canned food and can opener.

« Atleest three gallons of water per person.

« Protective clothing, rainwear, and bed-
ding or deeping bags.

 Batery-powered radio, TV, flashlight,
and extra batteries.

 Specid itemsfor infants, elderly, or dis-
abled family members.

« Written ingtructions on how to turn off
electricity, gas and water if authorities advise
you to do so. (Remember, you'll need a pro-
fessional to turn them back on.)

« Keep a non-éectronic phone in your
home — the phone lines often times remain
operationa even during power outages

If ahurricane watch isissued listen to loca

redio or TV gationsfor up-to-date sforminfor-
mation, prepare to bring insde any lawn furni-
ture, outdoor decorations or ornaments, trash
cans, hanging plants, and anything elsethat can
be picked up by the wind, prepare to cover dl
windows of your home (if shutters have not
been ingdled, use precut plywood, note: tape
does not prevent windows from bresking, so
taping windows is not recommended), inven-
tory persond property; safely securedl records
and vaueble documents in awatertight place,
fill your car'sgastank and be prepared to evec-
uate when officiadls recommend it.

For the safety of others, Redtors® are
encouraged to communicate and share this
information with the public.

Realtor S® Discover Thar Potential
at Education Conference

(Continued from page 1)

Services, and any of the MLS Products. At
9 am. the education program was kicked
off by National Speaker, Terry Watson, who
gave a presentation entitled, “Why Be
Normal.” Terry told the captive audience
“if there is anything you don't want to
be...it isnormal.” Watson moved the stand-
ing room only crowd with his infectious
can-do attitude and sense of humor
throughout his presentation.

Meenan Oil Co. was the sponsor of the
$1,000 Grand Prize this year. During the
luncheon, Meenan QOil's Sales Manager,
Peggy O'Connor, drew the winning name
for the $1,000 prize. Lisa Hertlein of
Century 21 Herrick in Babylon was this
year's winner.

The Program provided everyone with
valuable information, but what many
Realtors® liked was that through their raf-
fle ticket purchases, they were able to con-
tribute back to "their" community here on
Long Island. All proceeds from the raffle
ticket sales for the Chinese Auction were
donated to the Ronald McDonald House
(RMH) of Long Island. Over $7,500 was
collected at this event to benefit RMH.

Silvana Gullo, Executive Director of
Ronald McDonad House, gave a heartfelt
thanks to all the Long Island Board of
Realtorsfor their fund raising activity today
and in past years as well. She thanked Gil
Picard and Marian Fraker-Gutin for bring-
ing interest back to this charity throughout
the Board.

Attendee's relaxed at the conclusion of
the event with Dr. Nedd who provided an
upbeat and humorous approach on how to
reduce the stress response to your body in
as little as 11 seconds. Redltors relaxed
while eating ice cream, listening to Dr.
Nedd and enjoyed several raffles sponsored
by Stratus Data Systems, the closing ses-
sion sponsor.

When asked at the end of the day if the
conference was successful, Education
Committee Chairperson Don Scanlon said,
“1 am totally satisfied with the day’s pre-
sentations and efforts put forth by all that
were involved in making this program a
success. | received positive feedback from
many attendees with regard to our speakers,
many of which said they were right on the
mark with addressing the needs of our
members.”

RULES: All RPAC Contributions from March 1, 2006 - S
held at LIBOR's General Election Membership Meeting,
be received by September 30, 2006. Make Check

Q.?Ac 2 000 gi‘

Grand Prize e 1 Pair of 2007 Season Tickets for
Either the NY Mets or the NY Yankees.

2nd Prize e Dinner for Four at Mickey Mantle’s Restaurant in NYC,
Limousine Transportation Included.

3rd Prize e a 10 Pack of Tickets for a Long Island Ducks Baseball Game, Hot Dogs
and Sodas Included.

For every $20.00 you contribute to RPAC from March 1, 2006 through
September 30, 2006 you will automatically be entered with one entry into this sweepstakes.

2006 are eligible. All Contributors are automatica
4, 2006. You do not need to be present to w
to RPAC. Personal and Corporate contributi

‘The Drawing will be
e notified by phone.
are accepted.




Keep 100% of Your Commission

—OPEN HOUS

[}
: ¢ Our Staf!
B~ Come See Our Off\(C‘;"] &Zerk Environment.

ol and Friendy .
[~ Pm&essm&:freshmems will be serve

8 .12 to 5p™
b }“ﬂe 27 212’12 to 5pm

Iy 11
zJ“‘Y Tuesday & Wednesday

The Largest Independent Real Estate office in Florida
is now in New York. Over 3,100 Sales Agents in 3 states have come
to realize they do not have to share their commission with their Broker.

JOIN OUR LONG ISLAND REAL ESTATE OFFICE TODAY
AND WORK IN ANY TOWN YOU WANT.

CHARLES RUTENBERG REALTY, INC.

255 Executive Drive, Suite 104
Plainview, NY 11803

516-575-7500

charles&

RUTENDERGZ

. i
“The Jiandurd of Eseellence”

We welcome experienced,
high performance agents
and new agents.

® Members of LIBOR (MLS)

® Free telephone and computer usage
® Free E&0 insurance

* (ourteous secretarial staff

® (0-op Advertising

o YOU WILL GET MORE LISTINGS

The Greatest Broker/Sales Agent Program Ever Offered!
Pay only $39.00 o month and only a $330.00

Administrative Transaction Fee after each closing.

“NO ADDITIONAL COSTS”

| owned a 30 agent ERA office; I'm glad | wasn't competing against this system! As an owner, | was always
competing with other brokers to offer agents the best commission sp|i1 that | could. For1unc|1e|y, that was
before this system was available to Tampa Bay agents. They're able to offer their agents a commission deal
that no traditional brokerage can match. No way! And when you add the prestige of the company name ...
it's a combination you can't beat. It's so good that | left my Broker to join them. It's the best deal for agents
... period!  Lee Woods

Before | joined Charles Rutenberg Realty, in June of 2002, | was frustrated with mandatory office meetings
and fraining classes with a local real estate franchise. | simply wanted to do what | set out to do with my
real estate career -fo sell real estate! Charles Rutenberg Realty has given me the freedom | was searching
for... the 100% commission was just the icing on the cake! And with a great office like this, you can’t go
wrong. It was the best move of my real estate career! Shelby Stanley

\9 |

y

COMPARE YOUR CURRENT COMMISSIONS

TO A CHARLES RUTENBERG REALTY AGENT'S COMMISSIONS

o Always keep your listings

® Broker and staff do not compete
® Work your own hours, in any fown
® Training sessions

Charles Rutenberg $55,3

Gross Commission Your Current Share of Commissions Charles Rutenberg
of Your Sales 50% 60% 100%
$20,000 $10,000 $12,000 $20,000
$8,000 $4,000 $4,800 $8,000
$15,000 $7,500 $9,000 $15,000
$10,000 $5,000 $6,000 $10,000
$4,000 $2,000 $2,400 $4,000
$57,000 $28,500 $34,200 $57,000- *Admin. Fee

0.00 Agent's commissions

*Admin. Fee: $330 per Transaction. $330 x 5 = $1,650. Net commissions $57,000 - 1,650 = $55,350.00

24-hour hotline at 866 -200-6204 or go to www.100percentrealestatecommission.com or call our office 516 -575-7500
New York ¢ Ft. Lauderdale ¢ Chicago ¢ Clearwater

-dOLTVIH FHL * 9002 8unr * 6}



20

« June 2006 -

THE REALTOR®

VIS

LWLEVES CLULS LEVE C LILS NEVCE

il NEVCE CLILS LNEVCE

MLSInfoLine

By Christopher Armstrong

MLS President

Asexpressed in the Info Line previous-
ly, twesking the MLS system is a contin-
uous process, especialy as our service
continues to grow in many aspects. The
number of officesas of May 25, 2006 was
2,767, which represent an increase of 306
offices since May of 2005. The monthly
number of new listings entered on the
MLS system has aso increased. New
Listing inventory for April 2006 was
11,259 as compared to 8,878 new listings
posted in April 2005. This represents a
27% increase of new inven-
tory listed onthe MLSon a
given month over the past

linking to their website from
MLSLI.COM. This is a culminaion of
very important information that we want
to share with you — that iswhy it is crit-
ica.

Recently, | attended the Midyear
Legidative Meeting & Trade Expo in
Wiashington, D.C. While there | attended
meetings focused on issues pertaining to
MLSAssociations. During my stay, | dso
got to visit Capitol Hill to discuss issues
with our local Congressmen that have an

effect on our real estate
industry.
While in Washington, it

year. Well it's obviously “Thereal estate  was grest to witness first
that more sellers need the market is hand, the power, the sup-
services of Brokersso | am . . port, the commitment, and
happy that the MLS ad ~ EXPENIENCING @  volunteerism that were
campaign promotes “Insist  transition from expressed by all thosewho
on Multiple Listing.” robust to attended. Our local board

While housing data indi- members always seem to
cates the real estate market normal.” go the extra mile when it

is experiencing a transition

from a robust to a normal

market, the MLS is experi-

encing growth in areas such as the num-
ber of new participants, as well as inven-
tory, which creates the need to continu-
ously revisit our system to always consid-
er the possibility for improvements. MLS
is presently investigating the possibility
of having a research study preformed on
what the public perceives as a value in
brokerage services as compared to what
the brokerage community perceives as a
valued service delivered to the public.
Theresults may prove to be very interest-
ing and valuable to those in the real estate
community that want to be in sync with
the perceptions that the public has with
regards to real estate services.

The MLS system is presently in the
process of introducing a new monthly
report for brokers, which will show the
leads they receive from MLSLI.COM.
The report will provide them with the
number of consumer e-mails their office
is receiving for requested information
from Find a Home or Find a Redltor.
Furthermore, we have another report in
the devel opment stage that will advise the
broker as to how many times visitors are

comes to what is realy
important to our industry.
Well we're approaching
the half-year mark of my term, and | must
say | have found it to be a rewarding
experience. The administrative staff is
aways on hand a a moment’s notice to
assist in avery proficient manner, making
the experience that much more enjoyable.
Thereisno doubt that | am fortunate to
have the privilege of chairing one of the
most outstanding executive committee’s
that is comprised of, Frank Dell’ Accio,
VP Suffolk; Don Scanlon, VP Nassau;
Mohsen Zandieh, VP Queens, Frank
Urso, Treasurer; Barbara Ford, Secretary;
Dan Ryan, Immediate Past President;
Jane Salamon, Past President; Howard
Goldson, Legd Counsel, and of course
our CEO, Joseph Mottola.
Thank you for your guidance, input,
and support.
Gotta run now - the phone's ringing.

Web Director

Below you will fin(}/eawto follow linksto MLS Productsand
Services designed to help grow your business.

MLS Tech Support Services

www.mlstechs.com/tech_support_services.html

MLS Website Design Services
www.mlstechs.com/websites.html

Broker Reciprocity (IDX)
www.mlstechs.com/brs.html

Stratus Unplugged
www.mlstechs.com/unplugged.html

Showing Assist
www.mlstechs.com/sa.html

Financial Calculators
www.mlstechs.com/calcs.html

Stratus Fax Attachment
www.mlstechs.com/faxatt.html

Inman Website Content
www.mlstechs.com/inman.html

Do We Have Your Current
Email Address?

Have you checked your e-mail lately?

LIBOR/MLS needs your current e-mail
address!

Why is it important that LIBOR/MLS
hasyour current e-mail address?All listings
on MLSLI.com have adesignated place for
the listing agent’s e-mail so that consumers
and other Redltors can contact you about
your listings.

Consider the facts— During the month of
April, MLSLI.com generated 2700 concrete
leads to give back to the listing agents.
However, several hundred of these leads
werereturned back to LIBOR/MLS because
the listing agent did not have a current or
valid e-mail address on record. This means
that consumers who emailed alisting agent
for more information on a property did not
get aresponse back. If we have no email or
anincorrect email on filefor you, you may
be missing out on potential leads!

One more thing to consider —
MLSLI.com gets over 20,000 visitor ses-
sions a day! Who are these visitors? They
are potential customers that are searching
for a home. Don’t miss out on potentia

leads because we don’t have your current e-
mail address.

Check “Customize My Stratus” TODAY
to be sure we have your current e-mail
address:

1. From the Info Center, click on the
"Customize My Stratus' link on the LEFT
side of the page

2. SCROLL to the lower part of
Customize My Stratus until you see your
CURRENT E-MAIL address. If it is miss-
ing or incorrect, type your e-mail address.
Remember that e-mail addresses NEVER
have a“www” in them. LIBOR/MLS staff
will copy your email address exactly as
you giveit, so BE CAREFUL!

3. After typingitin, SCROLL al the way
to the bottom of the page and click save. It
can take up to TWO business days for the
new e-mail addressto show on your listings.

MLS Products and Services— helping you
grow your business today and for the future.
Visit us on the web at www.mlstechs.com or
call Dana Nowick, MLS Product Marketing
Specidigt a 631-661-4800 ext. 367.

MLS...You know us. You trust us.

Weekly # of Hits, Page Views and Visitor Sessions on MLSLl.com
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MLS Q&A

| am listing a property that |

QI own. Do | have to put that on
thelisting?

Yes. You must enter that in the

m Remarks of thelisting as stated

120,000

) in Rule 501.3: “If a Participant deals as
$1,000 — 1 fine aprincipal in listing a property through
$500 — 3 fines the Service, the Participant's interest

$400 — 1 fine shall be made known by the Participant
. by anotation in the Remarks section of
$250 — 5 fines the data base.” (12/21/05)

NOW AVAILABLE...

MLS CUSTOM WEB SITE
DESIGN

LET MLS HELP BUILD A CUSTOM WEB SITE
WITH YOUR VISION IN MIND

* Professional Web Page Design
« Assistance With Designing Your Logos and Graphics
*Web Site Hosting by MLS

CALL 631-661-1750 OR EMAIL MLSTECHS@MLSLI.COM
FOR A FREE QUOTE
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Top Tech Tools For REALTORS®

Who needs an office when you have
the right technology? According to the
2005 NAR Member Profile, 44% of
REALTORS® communicate with their
clients via email more than 50% of the
time; 76% use MLS software on a daily
basis; and 90% of REALTOR® firms
have a website. To help with the often
confusing range of available technology
tools, this Web Wizard Report looks at
some of the newest options on many of
the technologies you may aready be
using — ones that make your business
life smoother, easier, more organized and
efficient.

CELLULAR PHONES

Over 800 million cell phones were
sold last year. Clearly the most popular
consumer technology, cell phones are a
necessity to REALTORS® from both a
business and a safety perspective. The
ever-increasing options however, can
make selecting the right phone daunting.
Very good phones can be had for less
than $200. Built-in cameras, keyboards,
Internet access, PDA features, Bluetooth
and Wi-Fi connectivity, crisp screens,
video capture, speakerphones and multi-
media are among the many available
options. While all of these features are
indeed tempting, need, cost and cell
phone plans should be considered care-
fully.

PDAs & HANDHELDS

Early PDAs were little more than elec-
tronic organizers, but they have evolved
into an extension of a desktop or laptop
computer, with built-in cell phone,
Internet/email capability, handwriting
recognition, camera (though photo quali-
ty is generally sub-par), high-resolution
screens and GPS. Of course, you can
sync PDA datawith your computer. Price
range is $100-500.

DIGITAL CAMERAS
Likeall other technologies digital cam-
eras have become better and cheaper.

Two important factors to consider when
purchasing a digital camera are megapix-
els and memory. If you are simply send-
ing email photos the number of megapix-
€els is not too important — less than 3
megapixels will suffice. If you intend to
print photos, consider a camera of 4
megapixels or higher. As for memory,
most cameras come with a minimal
amount built in, so it is advisable to pur-
chase an additional memory card.
Cameras range in price from less than
$100 to over $1000. Memory cards start
a about $25 to over $100, depending
upon amount of memory.

LAPTOPS & TABLET PCs

Laptops. Fortunately for consumers,
today's laptops are light, have long-last-
ing batteries and come with large hard
drives and color screens. Most include
built-in Wi-Fi for connecting to the
Internet, MLS and email outside the
office. Prices range from alow of $500 to
over $3000, athough the higher-end
models have multi-media features that
most REALTORS® may not require.
Also worth consideration are Apple's
Mac laptops, long loved by technophiles
for their reliability, stability and above-
average customer support. However,
MLS software is not always compatible
with Macs.

Tablets: While their popularity does
not yet approach that of laptops, tablet
PCs can be a good option for on-the-go
REALTORS®. The appeal of atablet PC
isits touch screen and light weight (most
arein therange of 3to 6 pounds). Battery
life is about 4 hours and cost is around
$1500 to $2100.

PORTABLE PRINTERS

A handy option for REALTORS® “car
offices”, portable printers can be used for
presentations, comps, contracts, etc. The
copies produced are quite good, athough
the printing itself is slow and the ink car-
tridges are somewhat pricey. Costs for
the printers are $100 to $350.

Membership Has Its Privilege — Visit Your
REALTOR ONLY Website

Visit the Redtor Only website at
www.mlsli.com or just click on the
REALTOR ONLY tab on Stratus

Info Center to access aresource that
will enable you to reach your high-
est potential. The Realtor Only
website provides members with
online access to the latest industry
and local news, event coverage,
legal and legislative updates, mem-
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ber benefits, and more. The REAL-
TOR ONLY website is designed to
help today’s Realtor achieve an
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optimal level of business success.

SITESTO SEE .

More people are taking the environ-
ment into account when buying a
home, choosing office space, or plan-
ning new construction. The rising cost
of energy is one major reason, but
many consumers also see a need to
make choices that cut down on pollu-
tion and make the smartest use of the
earth’s limited natural resources. As a
real estate practitioner, the more you
know about being “green,” the better
you can serve clients who hold the
environment at the top of their priority
list. Here are several Web sites that will
give you a better understanding of what
being “green” is all about:
www.GreenerBuildings.com  The
nonprofit group GreenBiz.com and the
U.S. Green Building Council are behind
this information-packed site, which pro-
vides free resources for environmentally
responsible building development. You
can learn about eco-friendly Building
Materials— an important topic consider-
ing that buildings account for 60% of the
raw materials used in the United States
— and find out how to create healthier
building Interiors. This well-designed
site provides related news for each topic,
aswell as thorough background informa-
tion and links to organizations. Other top-
ics include Architecture & Design,
Facility Management, and Land Use.

www.EnergyGuide.com It isn't cheap
to heat a home in the winter, coal it off in

summer, or run
the plethora of
appliances found
in today’s homes.
On this site, you'l ’
find free tools to pinpoint
areas where you can cut costs — making it
ahandy resource to recommend to clients.
You can Analyze Your Use and get energy-
saving ideas by entering your ZIP code and
completing @ home-profile survey. Or tap
into one of the site's EnergySaver
Calculatorsto determine how much money
you would save by replacing an old appli-
ance, such as a water heater, washer and
dryer, or refrigerator, with a new energy-
efficient model. There'salso apageto help
you Choose Green, which generates a list
of the companiesin your areathat sell eec-
tricity products using wind, solar, smal
hydroelectric, biomass, and geothermal
resources.

www.National Association of Home
Builders: Environment This national
trade group, which represents the home-
building industry, devotes a section of
its main Web site to environmental
issues. Learn NAHB's stance on the
debate about whether to build on
Wetlands, and find out how Smart
Growth and the Environment are shap-
ing builders’ plans. Each environmental
topic includes a short summary and
links to related Web sites, press releases,
and news items.

NAR Technology Survey Reveals
Heavy Tech Investment By Realtors®

The number of Realtors® with Web sites
hasincreased 129 percent over the past five
years, and many of the sites display proper-
ty listings, according to anew survey by the
National Association of Realtors®.

The 2006 Realtor® Technology Survey,
conducted by NAR's Center for REAL-
TOR® Technology, reved sthat the Internet
ranks third in generating leads, behind
referras and repeat clients, and ahead of
community involvement. The survey also
shows that there is a clear connection
between technology spending and Internet-
generated |eads, and that getting |eads from
the Internet continues to grow.

Realtors® have invested heavily in
Internet technology and security, through
Multiple Listing Systems and individually,
in the past severa years. For example, the
survey showed that thus far in 2006, 56 per-
cent of agents spent more than $1,000
apiece on technology and that 30 percent
spent $2,000 or more. In addition, 16 per-
cent of agents and 28 percent of brokers are
now spending more than $1,000 annually
on their Web sites. Redtors® with personal
business Web sites— not including an area
on a broker's site — was 71 percent in
2006, compared to 31 percent in 2002,
showing a jump of 129 percent.

“Consumers are able to use information
portals to look for homes to buy because
Redtors® have invested huge amounts of
resources in technology to make accurate
information available on secure sites, thus
bringing added value to the transaction. All
this information is available to consumers,
free of charge, 24 hoursaday,” said Thomas
M. Stevens, 2006 NAR president and senior
vice president of NRT Inc., from Vienna, Va.

The survey aso showed that the amount
of investment in Web sites has adirect rela
tionship to the number of leads coming
from the Internet. Thus, 40 percent of those

who spent more than $5,000 on their Web
site showed that more than 60 percent of
their leads come from the Internet.

Realtors® are aso reacting more quickly
to online inquiries. In a surprising change
from past surveys and findings, over half
the survey respondents indicated that it
takes them less than two hours to respond
to an Internet inquiry, and only 2 percent
indicated that it took them more than a day
to respond. That compares with a 2004 sur-
vey showing that only 27 percent of practi-
tioners responded within eight hours to an
online inquiry and 46 percent of inquiries
received no responses.

“While the survey indicates that the vast
majority of Realtors® take steps to protect
themselves and the listing information pro-
vided by their clients and customers, more
work remains to be done” said Mark
Lesswing, NAR vice president and director
of CRT. “Less than a third of respondents
have received information security educa
tion from their MLS or brokerage. Only
one-third are aware of written security poli-
ciesthat they must follow and less than half
have a written privacy policy. Programs
like CRT's REALTOR® Secure can defi-
nitely play arole here.”

The survey shows that use of automated
transaction management systems, used to
electronically monitor each step of the real
estate process, continues to rise, moving
from 13 percent in 2005 to 26 percent in
2006, with 70 percent of users saying they
are satisfied with their applications.

The survey was based on data from field
research conducted in April of this year.
CRT e-mailed the survey to 20,000 NAR
members, including agents and brokers and
generated 719 usable responses. The
2006 study is available at http://www.real
tor.org/crtweb.nsf/pages/ CRTsurvey?0pen
Document.
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This & That

The Clearview Title Agency, a wholly
owned subsidiary of REIMAX of New York,
Inc., based in Garden City, has recently
announced the hiring of Ted Greason as
Director of Sales and Marketing. Ted has
extensive knowledge and experience in the
title insurance industry and for the last year
has been an agency representative for
Washington Title Insurance Company in
Floral Park, New York. Prior to his new posi-

Joseph Canfora Receives
the CIPS Pin

Joseph Canfora received his CIPS
(Certified International Property
Specialist) along with 93 others at the
NAR CIPS Breakfast Meeting held on
May 18th. Thisisarecord for CIPS
designees and demongtrates that CIPS
is an important designation. Pictured
(I-r) are Ruth Krinke, Chair of the
International Operations Committee,
Joseph Canfora being “pinned” by
Vice Chair of CIPS Advisory
Committee, Angela Eliopoulos and
Alan L. Berger, Chair of CIPS
Advisory Committee. Not present was
Canfora’s son who also earned his
designation, and will receive it at the
November NAR CIPS breakfast.

tion he worked for First American Title for
nine years. After leaving First American in
1992, Ted was a private business owner for

Daniel Gale Sotheby’s Team
Joins Top Realtors From
Around the World

Fifty of Daniel Gale Sotheby’s
International Realty’s top sales profes-
sionals, managers and executives
joined with an international crowd of
Sotheby’s associates at Sotheby's
Inaugural Global Networking
Conference at the Waldorf Astoria
Hotel in New York City. Pictured here
from Daniel Gale Sotheby's
International Realty (I-r): Patricia
Petersen, President and CEQ; James P.
Retz, Sr. Vice President, Marketing and
Technology; Michae Piccolo, sales
associate, Locust Valley and Northport
offices; Diane Anderson, sales associ-
ate, Cold Spring Harbor office.

fourteen years. As a private business owner,
Ted developed successful sales and market-
ing strategies. He will be using these same
skills to assist Clearview expand its reach
across New York State.

Mary Lynn Gerace, manager of Prudential
Douglas Elliman Real Estate in Commack,

INSURANCE %us

HEALTH INSURANCE

Rose Gagliardi is an insurance broker with over 20 years experience,

servicing the tri-state area. Rose specializes in Health, Dental, Life,

Long Term Care, Medicare Supplements & Disability Insurance.

Rose and her staff are committed to providing the utmost personal

attention and maximum client servicing.

Endorsed by the
REAL ESTATE BOARD OF NEW YORK

for over 15 years

ROSE GAGLIARDI
Broker

55 East Main Street ® Oyster Bay, NY 11771
516.922.1200 * 212.268.4473 » Fax 516.922.2829
rginsuranceplus@aol.com ¢ www.insuranceplusny.com

welcomes Joy Frohlich, Michael O’'Brien
and Suzanne Scully to the team.

Long Idand Brokers Pam Llobell-K orinek
and Matthew Arnold have announced that
the nearly 35-year-old Dutch Door Redlty now
flies the WEICHERT, REALTORS® —
Dutch Door banner as the newest Long Idand
company to franchise with Weichert Red
Edae Affiliates, Inc. Located a& 59 Main
Street in West Sayville and a 15 East Main
Street in Bay Shore, the company is home to
65 agents. LIobell-Korinek, who was an agent
with Dutch Door for 11 years, took thereinsas
Broker eight years ago, and with Arnold, pur-
chased the company from previous
owner/builder Steve Taca. Born and raised in
Sayville, Llobell-Korinek chose red estate as
her lifé's career early on.

Arnold serves on the LIBOR Board of
Directors, aswell ason the Board of Hospice
Care Network, Long Island.

Juana F. Gauthier is anew Redtor with
WEICHERT, REALTORS® — Quality
Homes. With a background in the construc-
tion industry, she will specidize in residen-
tia sdes, commercia sdes and property
management. Juana serves clients in Long

Weichert, REALTORS® —
Dutch Door Is Newest Long
Island Company For Expanding
Franchise Organization

Long Idand Brokers Pam Llobell-
Korinek and Matthew Arnold have
announced that the nearly 35-year-old
Dutch Door Realty now fliesthe
WEICHERT, REALTORS® — Dutch

Door banner

Idand and Manhattan. Assstant Manager
Claudia Barnes represented WEICHERT,
REALTORS® — Quality Homes at an
April job far hosted by the Economic
Opportunity Commission of Nassau County,
Inc. (EO.C.) in Hempstead. According to
Barnes, “Thirty-two attendees expressed
interest in a real estate career and are cur-

Anthony Atkinson
Honored With NAACP Fair

Anthony D. Atkinson, broker/owner of
WEICHERT, REALTORS® —
Quality Homes was honored by the
NAACP — Freeport Roosevelt Branch
with The Fair Housing Award in
recognition of his dedicated service as
areal estate agent in the community.
Charlene Thompson, Esqg. presented
the award to Atkinson at the April
29th Freedom Fund Award Dinner
held at the Freeport Yacht Club. For
his commitment and dedication to the
community, Atkinson also received
separate citations from the Nassau
County Legidature and the New York
State Assembly and a Certificate of
Recognition from the Town of
Hempstead. These awards were pre-
sented by Douglas L. Mayers,
President of NAACP — Freeport
Roosevelt Branch. Pictured are (I-r)
Thompson, Atkinson and Mayers

rently being interviewed by the company.”

Century 21 Laffey Associates Fine Homes
& Estates, is pleased to announce that a
select group of Sales Associates have earned
the prestigious Certified Luxury Home
Marketing Specidist designation. This certi-
fication recognizes the achievements of each
of the Laffey Home Specidists who possess
the skill, knowledge and expertise in the lux-
ury home market. They are red estate pro-
fessonas who have worked diligently to
enhance market knowledge and sharpen their
skills in order to continue to provide excep-
tiona service in the fine homes and estates
marketplace.

Achievement of the designation, Certified
Luxury Home Marketing Specidist, is based
on criteria developed by The Ingtitute for
Luxury Home Marketing, an international
organization.

Obituaries

We regret to inform you of the passing
of Judy Davis, wife of Donad Davis of
Daniel GaeR.E. in Glen Head. Messages
of condolence may be sent to Donald at
Daniel Gae Red Estate 240 Glen Head
Rd. Suite 2, Glen Head, NY 11545.

We regret to inform you of the passing
of H.J.(Jm) McCoy, father of Patrick
McCoy, owner/broker of Lake Grove
Equities Real Estate in Centereach.
Service was held on May 17th at O.B.
Davis Funeral Home in Centereach.

We regret to inform you of the passing
of Violet Karagiannis of Sea Coast Realty
in Isand Park. Service was held on June
1st at Vanellas Funera Home in
Oceanside.

We regret to inform you of the passing
of Joseph Orlando, husband of Rosemarie
Orlando of Century 21 Maridon Redlty in
Franklin Square. Services were held on

June 3rd and 4th at Krauss Funeral Home
in Franklin Square.

We regret to inform you of the passing
of Jeffrey Smith of Prudential Douglas
Elliman East 16lip, the husband of Patricia
Smith. Service was held on June 4th at
Overton Funeral Homein Idlip.

Weregret to inform you of the passing of
Charles Herman, father in-law of Jeanne
Herman of Lydon Redlty in New Hyde
Park. Service was held on June 5th at
Franklin Funeral Home in Franklin Home.

We regret to inform you of the passing
of Ronad Torres of Century 21 Rustic
Realty in Coram.

We regret to inform you of the passing
of Helen Skillman, mother of Barbara
Ford of Ford Phase | Redlty in Floral Park
and 2006 MLS Secretary. Services were
held on June 5th and 6th a Stutzman and
Sons Funeral Home in Queens Village.

Obituaries can now be found on The REALTOR only web site at: misli.com/ro/newsitems/news.asp
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2006 RPAC HONOR ROLL... It's your best investment in business!

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

REEALTIVRSE"

C GOAL HAS INCREASED FROM $332,880 IN 2005 T0 $386,385 IN 2006 BASED ON RPAC

GOLDEN R CAPITAL CLUB Rosaria Anninos Robert S. Burke Gerard A. Devita
($5,000 and Up) ($250 to $499) Russell J. Arceri Denise C. Buser Anoop Dhanpat
Joseph L. Canfora Matthew B. Amold Joseph Ardito Scott M. Butti Ken Diamond
Dorothy Herman Sandi M. Bellucci Richard B. Amold Nelson N. Byfield Marylou
Patricia Levitt* Alan L. Berger Susanne N. Amold Elvin Cabrera DiClemente
Audrey Livingstone Deanne Brand Dorothy A. Aschkar Miguel A. Cabrera Carolyn Difiore
Mary H. Cooper Evelyn Atanas Desiree A. Cain Balmelle
CRYSTALR Branko |. Cuzzone Anthony D. Atkinson  Glen P. Calderon Maralyn C. Diggin
($2,500 to $4,999) Mordechai Azucena M. Ayala Leon Calderon Janis A. DiGiovanni
Dornbush Diab Alejandro U. Calma John DiNoto
STERLING R Quenida Falcon Hersel Azizian Rose Marie Anthony C. DiPaolo
($1,000 to $2,499) Carol Gallo Palackal K. Babu Cantanno Jeetandra Dirpaul
Christopher Turschmann Nicholas J. Badame  Allegra Capra Josephine G. Dizon
Amstrong Nicholas Gigante* Geraldine Z. Peter M. Caputo Sabita D.
Linda Bonarelli* Brigitte E. Greene Bagshaw Craig S. Carbone Doodnauth
Ralph Bove SusanA. Hanrahan ~ Coobeer A. Balram James M. Carmney Mandares M.
Frank Dell Accio Edith K. Heinemann  Marjorie Baptiste Richard A. Carozza Dornagon
Kathy L. Engel* Martin P. Hepworth Gurcharan S. Jay Cartman Lou Dorsam
Liz English* Catherine Kolsch Baring Agnes M. Louise E. Doyle
Melvyn S. Farkas Sheryl Kushnick* Alvin R. Barett Casottana _ Kenneth J. Dunn
Barbara F. Frechter ~ Joseph A. Lanzetta Deonarine Basdeo Maria L. Castillo Sooroojnee Edoo
Susan G. Norman Mendelson  Zeeshan Basit Peter J. Cavallaro Robert Eisenoff
Helsinger* Paul P. Napolitano Omar C. Baxter Anthony S. Ewa Elliott
Walauddin Hoosein Richard M. Shane Joyce Bayer Celebrini Saleh H. Elrez
Maxwell S. Levitt Edward S. Smith Rozanna Beaumont  Danny M. Chan James H. Elstroth
Otto Lugo* Neil E. Sterrer Michael Bello Kanubhai Chauhan Akiva Kevin Emergi
Patricia M. Masone Paul K. Belinda G. Bender Tian Yan Chen Oscar Esquivel
Walter D. Messina Wemersbach John G. Bendick Minese Cherilus Gwendolyn C.
Nazim K. Mohamed ~ Mohsen Zandieh Rachel Benedetti Vincent Cirillo Fairley Smith
Joseph E. Mottola* Bryan P. Berardelli Peter J. Cohen Rocco J. Famiglietti
Gilbert A. Picard* $99 CLUB Pedro Bemard Katherine Coladner Linda A. Faraldo
Kenny Kamil ($99 to $249) Mohamed Bessai Damien A. Coleman  Anthony J. Farella
Sattaur Husni A. Abou Saab ~ Gina M. June Colthirst lbisA. Febles
Donald Scanlon* Salvatore J. Bettenhauser Gus Contos Alejandra J. Fermin
Moses Seuram Acquista Ghias U. Bhuiyan Raymond A. Franklin F.
Joseph Sinnona* Kenneth L. Adamo Giuseppa Biasi Cooper Femandez
Georgia Westcott* Michael Adelstein Anita Bleier Marie A. Costello Cosmo Ficara
Mark S. Adler Jerome H. Blue Allison Crain Edward E. Filosa
PRESIDENT'S Edul N. Ahmad Perry N. Boatswain Pedro Cruz Warren M. Fink -
CLUB Rafik Ahmad Madeleine S. Anna Cummings Marcia Finkelstein
($500 to $999) Monique Alarcon Bodner . Patrick Curtis Carol K. Fisher
Maria Babaev Anthony A. Christopher Boggio  Lora Cusumano William P. Fitzgerald
Gabriele Bishop Albanese Lucille Bonanno Alfred Daddio Miguel A. Flores
Linda Bonarelli Andrew Alfano Emest F. Bonifazio Samuel DaGrossa Elizabeth R. Floros
Lisbeth N. English Mohammed S. Ali Kathy P. Borg Janice M. Dalessio Harris S. Focer
Georgianna F. Finn Amir H. Alishahi Kim M. Bowdwin John E. Damianos Christopher O.
Lawrence P. Finn David N. Altman Margaret M. Brady Vickie F. DeFriest Forbes
Nicholas Gomez Tanya Alvino Victoria Briggs Judith DeGale Barbara Ford
Mathew Hom* Katy Anastasio Arthur Briscoe Ramon DeJesus Beatrice Formickella
Bettie Meinel* Diane E. Andersen Dee Dee H. Brix Raymond A. DeLeo  Jennifer Fox
Michael Mendicino Virginia A. Andrews Veta |. Brome Vincent Dell Accio Russell L. Fragala
Tony Smith Joseph C. Andruzzi Deborah A. Brown Audrey Dellafiora James D. Freebody
Chr%lstopher von Wiliam J. Angelos Weston Brown Ramses Delva Robert Frisoni
Zwehp Paula M. Stephen A. Bruno Ying Den . Takeshi Furumoto
Yvonne Wilbume Annarumma Wiliam C. Buckley ~ Suzanne DeNoyior  Vinod K. Gadura
Caruso Mahendra Budhram  Steve DePinto Ron J. Gal

RPAC UPDATE

Well..we're three-quarters
of the way there to reaching
our 2006 RPAC goal!!! Our
total at this time is $278,000
with only 22% of our Redtors
having contributed. This is
where we dl have to get after
those who have not yet made
their RPAC contributions.
Unfortunately, many of our
LIBOR members lill are not
familiar with how important
the Resdltors Political
Action Committee is...locally,
statewide and nationaly. The dollars
invested in RPAC are used to support those
legidators who support us. It isimperative
that Redltorsredlizethat, by contributing to
RPAC, they are investing in the future of
their business by protecting our industry.

So...how do we get more Redltors to
contribute? Easy...we ask the cooperation
of the 22% of Realtors who have aready
contributed. We ask them to spread the
word and to ask at least one of their non-
contributing associates to contribute now.
Whatever amount they give, ($10, $15,
$25, $50, $100, etc.) would help us to
reach goal and to increase participation.

Next we...the RPAC Committee...ask
those who have participated in our previ-
ous events to encourage other Redtorsto
attend our fundraisers. Share your experi-
ence with others and create the possibili-
ty of them joining us at future events.
And...speaking of events!!! What events
are in the planning stages?

For starters...arrangements are being

Pat Levitt
RPAC Chairperson

made for an evening at Shea
Stadium in August with
the Mets vs. the St.Louis
Cardinas. Since the number
of tickets will be limited
watch for further details.
Then...by popular demand...a
second Day at the Races is
being planned in September.
Again, for those who attended
this event in May, share the
good time had by al. Invite
others to join us at this next
event. Our intention is to dou-
ble the number of attendees and to raise a
considerable amount of dollarsfor RPAC.
Last...but not least...with the help of the
RPAC County Vice-Chairs and Chapter
Presidents...most Chapters have agreed to
have a “Legs Contest” to raise funds for
RPAC. What doesthisinvolve? It requires
5 to 10 male Redltors to volunteer as con-
testants for their chapter. During the meet-
ing the men are introduced and the audi-
ence gets to vote. The winner is chosen,
not by individua votes, but rather by the
combined amount of dollars the “voters’
contribute. If you're asked to volunteer as
acontestant, remembs, it's lots of fun!
Don’'t forget our 2006 Sweepstakes!!
For every $20 you contribute to RPAC,
from now until September 30, you get
one entry and a chance to win 2007
Season tickets to either the Mets or
Yankees. Good Luck!!!
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Stephen M. Mennuti
Jay B. Meringoff
Cheryl A. Messina
Boris Mikhailov
Sharon A. Miller
Sheila D. Minkel
Lionel A. Mohabir
Gloria C. Molloy
Ferenc Molnar
Mary Ann
Monteleone
Alice H. Morabito
Keith E. Moran
Jo An Morris
Michael J. Morris
Joseph M. Moshe
Kathleen T. Murphy
Carlos M. Navarrete
Randal Neher
Larrin ton G.
Nembhar
Mitchell B
Nerenberg
James A. Netter
Gisela |. Nightingale
Igor Noble
Lynn Nunes
Luis B. Nunez
Michael D. O'Brien
Stephen M. O'Brien
Deirdre N.
O'Connell
Gerard L. O'Connell
Michael O'Donnell
Virginia O'Dwyer
James F. O'Kane
David O'Neill
James J. Ogrady
Joohee Oh
Almog Ohayon
Peter T. Orisses
Alec W. Omstein
James Orticelle
Oluremi A.
Oshikanlu
Laurence Oxman
Eric Pagan
Gerard A. Pallotta
Geneive Panton
Vincent C. Papa
Maureen Papalas
Frederick"_T.
ell
Thoanqgrs J. Parkes
Susan E. Parks
Sabrina Parrino
Francis A. Paruolo
James W. Pase
Chrysa Pasqualone
Antonio J. Patino
Roosevelt T. Pearce

IR SHARE OF $15 PER MEMBE

Neev Peleg
Jose A. Perez
Oneyda E. Perla
Haimraj Persaud
Richard H. Petersen
Linda J. Petralia
James A. Phillips
Eytan A. Pick
Joseph Picone
William F. Pisani
Salvatore Palito
Thomas M. Potter
David E. Pour
Jolie Powell
Peter Prashad
Ruth Press
Thomas E. Preston
Rose Marie Princi
Rudolph Princi
Marie E. Proietto
Barry D. Pugatch
Maria T. Quirk
Ron Rachlin
Kenneth Racktoo
Devanand Rakhar
Virginia A. Rallis
Kumar Ramdass
Mark Ramjeet
David Ramnauth
Eric G. Ramsay
Roopnarine
Ramudit
Aileen Rankin
Behrooz Raofim
Denise Rauff
Lior Raviv
Janine M. Rayano
Kenneth Reed
Paul B. Reiss
John J. Restrepo
Carl W. Riese
Joseph P. Rignola
Marie Rinaldi Sarro
Diego F. Rios
Rafael Rivera
Raymond N. Rivera
Seibert L. Robinson
Angel Rodriguez
Gloria I. Rodriguez
Diana M. Romano
Modesto R.
Romero
Jack Rose
Willard L. Rose
Richard W.
Rosenberg
Linda Ross
Evelyn Ross
Costello
Tina Rossetti
Krzysztof Rostek
Harriet M. Rowan
Mary Alice Ruppert
Richard E. Rush
Ann L. Russo
Anna Russo
Daniel Ryan
Kenneth J. Sadler
Keyvan
Salamatbad
Anne Marie Sami
Joseph C. Santoro
Geraldine S.
Sapanaro
John Z. Savoretti
Azalea H. Scally
Emanuel J.
Scarpinato
Michael D. Schaier
Marlena C. Schein
Virginia A.
Schellinger
Joseph V. Schettino
Bruce H. Seger
Audrey R. Serel
Henry A. Setaro
Khristine Shahipour
Barbara Shane
Soheila Sharf
Reema Sharma
Brice J. Sheppard
Julia Shildkret
Seung H. Shin
Virender Pal S.
Sikka
Parvinder Singh
Trinity L. Singh
Varuna Singh
Scott P. Sisskind
Zachary A. Slavin
Patricia A. Slevin
Ellen L. Snodgrass
Roy Sobel
Fanny Soisson
Jean Sondergaard
Debra A. Spagna
Christine S.
Sparacino
Carol A. Sparaco
Anthony Sperrazza
Isa D. Stykes
Madan P. Surujpaul
Marie Svec
Thomas F. Tabone
Peter J. Taryan
Manuel Taveras
Harry G. Terezakis
Philip Tesoriero
John Testaiuti
Margaret S. Thall
Mildred Thomas
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Femr dlem Larms
Leticia V. Tiangco
Hyacinth Tobias
Susana L. Torres
Kenneth A. Trestka
Arthur T. Triantos
Marilyn Triolo
Christopher
Tscheme
James Tsempelis
Demetri Tsilogiannis
Clement ngk
B: N. Tu
Soagl){a F. Umajid
Emeka D. Umahi
Frank S. Urso
Marilyn Urso
Vincent Vaiano
Dragan Valjan
Charlotte
Vanderwaag
John Vardouniotis
Anthony R. Vecchio
Pedro Velez
Anthony C. Ventiera
Lucy A. Verdeschi
Gil H. Vilkas
Hernando Villamil
Anthony P. Vitale
Cynthia Walsh
Jun Wang
Jyh S. Wang
Henry F. Weber
Carolyn M. Whalen
Mirna L. White
Marie Whitman
Amold M. Widder
Lloyd G. Wiliams
Edward F. Wilson
Learie R. Wilson
Jamie C. Winkler
Linda S. Wohl
Fanny Wong
Li Yang
Chao Ling Yeh
Martin Yip
Mark Zborovsky
Panagiotis Zikos
Michael A.
Zimmerman
Marc A. Zirogiannis
Lori A. Zoegall

LESS THAN $99
Richard D.
Accomando
Shazia K. Ali
Ignacio G. Alvares
Rosalba Antuna
Graziella Asaro
Maria Grazia Asaro
Suzanne R.
Bacchus LaFleur
Jugister Balgobin
Elizabeth A. Balla
Mary Batus

Hilary Becker
Robert S. Bedor
Melissa A.
Benbasset

Linda I. Berkowitz
Richard D.
Bocchieri

Anna Burgess

Sue L. Bymes
Edward Caccavale
Neville B. Campbell
John Cannella
Frank G. Cannistra
Janice Carrara
Dimas A. Castro
Robert B. Catalano
Bernadette
Catanzano

Jean Cerisier

Sully A. Cervantes
Adam Chylinski
Francis M. Citro
James Clark
Stuart L. Cole
Danilo Contreras
John R. Cruz

Ken Dabramo
Phllomena M.

DeFi
Bemard N. DelBello
Karla Dennehy
Edwin Diaz
Christopher Dow
Thomas J. Doyle
Kristine Duncan
Floyd G. Earl
Bosede O. Fagbemi
Michele A. Fandetta
George T.
Fennimore
Joanne Festa
Marlene Forde
Flory Funez
Elizabeth Furman
Angeliki Gatzonis
Jay S. Gootenberg
Promod K.
Goswamy
Patricia Halloran
Gwendolyn E.
Hannett
Lois M. Hanson
Sharay Hayes
Ershad Hussen

o e’
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GOAL
$386,385

ET
$280,000
& Hlsmg

Jack D. Ingold
Enamul Islam
Audrey C. Jackson
Christine M.
Jasinski
Constance Johnson
Susan A. Kaeding
Matthew Kaplan
Bridget Keane
Avrekh Khanimov
Eva V. Khatana
‘Yungsook Kim
Yelizaveta
Kozlikhina
Gautam H. Lalwani
George R. Lambert
John A. Lappas
Karyn J. LeFevre
Myriam F. Lezcano
Elizabeth M. Liguori
Jiang Feng Lin
David W. Liss
Marjorie Lominy
Elizabeth R.
Lucivero
Meaghan A. Lynch
Janet M. Maffucci
Douglas P. Maloney
Emma M.
McMahon
Kim Misiano
Laurie A. Moledo
Danny D. Morales
Leandra Muniz
Bill Murphy
Tafazul Nareefa
Michael P. O'Brien
John O'Kane
Adeola T. Okediji
Kim M. Ozley
Charles Panellino
Clarisse Panellino
Debra R. Parisi
Seok K. Park
Maria Pascaretti
Magaly Perez
Rookmin Persaud
Anthony P. Piccolo
Kumarie
Rampersaud
Keith E. Ratner
Jeffery W. Rettaliata
Alex Reyes
Marilyn S. Rivera
Daysi G. Roque
Thomas Roque
Nelly Salazar
Diana Sammarone
Douglas Scicolone
Leslie V. Seecharan
Steven Shahipour
Ajay Sharma
Kevin F. Shea
Dana H. Solow
Sonny Spagnuolo
Marilyn Stein
Wiliam 1. Stein
Teresa L. Sweeting
Jachuern Sylvain

uke
Magdalena Tricoche

en

Valerie Van Cleef

Jose E. Velez

Isabel Westerlind

Suzette A. Whyte
Kerr

Elise Williams

Kevin C. Wood

Lily L. Yu

John Zoummarieh

*These LIBOR members have pledged RPAC contributions.

**All contributors of $20 or more will be automatically entered into NYSAR and LIBOR Swegpstakes.
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COUNSELOR'S
COMMENTS

by Howard W. Goldson
Goldson, Nolan, Connolly, P.C.

A recent article in Newsday about
real estate commissions has emphasized
amarketplace fact that has been in exis-
tence on Long Island for sometime.
That fact isthat real estate commissions
like real estate services are highly com-
petitive and that real estate brokers and
agents are more and more confronted
with informed consumers who drive
hard bargains concerning the compen-
sation of their Realtors®.

In the course of the intense negotia-
tions concerning rea estate commis-
sions a the time of listing, Redtors
sometimes make agreements which
have implications which they have not
fully considered. The intent of this arti-
cle is to induce you to think carefully
about the commission agreements that
you make so that when actual situations
arise concerning either your entitlement
to commission or the amount of com-
mission which you are entitled to
receive, you are not surprised.

First, let’s consider open and exclu-
sive agency listings. In both these
forms of listings, the owners may sell
the property themselves without incur-
ring any liability for brokerage com-
mission. Realtors will take this form of
listing and then place the property on
MLS or put a sign advertising the fact
the property isfor sale on the lawn. As
a result of placing the property in
MLS, the same is displayed on the
internet either through broker reciproc-
ity, virtual office websites,
www.mlsli.com or national websites
such as www.realtor.com. There are
times when purchasers can identify the
property from such exposure and,
indeed, there have been instances
reported to this writer where a pur-
chaser has contacted a seller and the
two parties have, in fact, reached an
agreement with respect to the sale. As
the web provides more and more map-
ping products on property information,
such indemnification of listings are
bound to occur more frequently.
Certainly, in the case of a lawn sign,
this is even easier. A referral off the
sign by aneighbor or the interest creat-
ed in the buyer simply by driving
passed the property may result in the
buyer and seller putting together a deal
without involving the broker.

When this occurs, agents often cry
they were entitled to a commission
because the buyer was produced either
by the lawn sign or by the internet dis-
play of the information concerning the
property. Thiswriter knows of no cases
so decided and is of the opinion that a
claim for commissions under such cir-
cumstances may not be upheld.

Real Estate
Commissionsin the
Twenty First Century

Generally, the law of real estate broker-
age requires more than the broker intro-
ducing the purchaser to the property.
The doctrine of procuring cause
requires the broker to stimulate such
interest in the buyer so, as a natural
course of the broker’s work, a transac-
tion follows. Simple introduction of the
property does not rise to this standard.
Based on that traditional real estate
doctrine, this writer believes a seller
would prevail in a lawsuit if the seller
claims they produced the buyer even
though the buyer was introduced to the
property via internet exposure initiated
by the broker or alawn sign. Realtors
who enter into open and exclusive
agency contracts with sellers of rea
property must consider these risks in
their market plan for the real estate. If
the Realtor concludes that the nature of
the listing agreement requires more
restrictive marketing and advertising,
that should be made clear to the owner
prior to the finalization of the listing
agreement.

The same problem exists where real
estate agents offer adual level commis-
sion rate on an exclusive right to sell
contract. Under the exclusive right to
sell contract, the owner is obligated to
pay a commission to the broker even
when the owner negotiates the sale
directly with buyer. Some brokers nego-
tiate a reduced commission which is to
be paid where the owner produces their
own buyer. When the buyer comes to
the owner through the lawn sign which
the broker placed on the property or
through internet exposure the broker
has given to the listing, the broker
claims the higher commission rate.
Again, this writer is aware of no case
which has squarely decided this issue.
However, applying the reasoning set
forth above, the broker most likely is
only entitled to the reduced commis-
sion.

The type of listing agreement
between a Realtor® and their client
should be determined by the circum-
stances of each individual transaction.
Certainly there are cases when an open
listing or an exclusive agency agree-
ment are appropriate. There are also
cases when dual or multiple commis-
sion structures in listing agreements
make sense. However, under all of these
circumstances, the broker and agent
must fully consider the ramifications of
their agreement with the property
owner and must further consider what
limitations, if any, the type of listing
and commission structure will have on
the marketing strategy which they are
able to employ.

Lobby Day

LIBOR’s Annual Lobby Day trip to Albany was a big success. Our folks met
with our New York State Senators and Assembly Members to discuss the dire
need for the enactment of the Commission Escrow Act, the availability of

coastal insurance and other issues of importance to the real estate industry.

New York Sate Assemblyman Andy Raia (R-Northport), third from left, greets
LIBOR Membersin his Albany office.

New York State Assemblywoman Michee
Titus (D-Far Rockaway), center, listened as
the REALTORS® thanked her for her efforts
with the Commission Escrow Act. Ms. Titus
gtson theinfluential Judiciary Committee

Assemblyman Harvey Weisenberg (D-
Long Beach) greeted the REALTORS®
in Albany. Mr. Weisenberg has long been
an advocate for the permanence of
available coastal insurance.

Assemblyman Fred Thiele (R-Bridgehampton), center, met with LIBOR REALTORS®

1 i

during the recent Lobby Day trip to Albany.

NYSAR Secures Amendment in New LLC
Publication Requirements

In early June, Governor Pataki signed
into law legidation that makes amend-
ments to the publication requirements for
limited liability corporations (LLC's).
Previous versions of the proposed amend-
ments to the LLC law would have pena-
ized LLC members by removing the cor-
porate shield protectionsthe LLC provided
and would hold LLC members personally
ligblein actions brought against the LLC if
the reporting requirements were not met.
NY SAR wasinstrumental in defeating this
unfair penalty. The new provisions of the
law took effect on Thursday, June 1, 2006,
and are applicable to domestic as well as
foreign LLC's and effect previously
formed LLC's as well as the formation of
new LLC's. The amendmentsinclude:

* The notice of formation of an LLC
must be published for six successive weeks
in two newspapers in the county where the
LLC is located, one newspaper must be

printed daily and one must be printed
weekly as designated by the county clerk
(if the county does not have both, publica-
tion must occur in a contiguous county to
the LLC office where each or both of the
newspapers meet this requirement).

 Theprincipa businesslocation (if any)
of the LLC must be published along with
the county. The previous law only required
the name of the county to be listed.

e Any LLC formed prior to June 1,
2006 that has not complied with the pub-
lication and filing requirements in effect
at the time of formation has twelve
months to publish a copy of the Articles
of Organization or anotice containing the
substance thereof as set forth in the LLC
law and file the same.

« If the county islocated in acity witha
population of one million or more, the des-
ignated newspaper must publish asanotice
or advertisement of judicial proceedings.
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ETHICS.. ThisMonth’'s Topics

Case #12-5: True Picture in Use of
“Sold” Sign

REALTOR® A, the listing broker, was
charged by REALTOR® B with giving a
false picture in his advertising by putting
up a“sold” sign on property that had not
been sold. REALTOR® A was notified of
the complaint and of the date of the hear-
ing on it scheduled before a Hearing
Panel of his Board's Professional
Standards Committee.

Undisputed testimony offered during
the hearing revealed that REALTOR® A
was an exclusive agent, offering Client
C's home for sale. An offer to buy was
obtained from Prospect D and a counter
proposal by Client C was accepted. An
earnest money deposit was made, and a
date for settlement was agreed upon. At
this point, REALTOR® A put up his
“sold” sign. Severa days later, Prospect
D received an unexpected notice from his
employer that he was to be transferred to
another city. Prospect D immediately
contacted REALTOR® A and Client C
about his predicament. In an amicable
discussion it was agreed that everyone
had acted in good faith; that the property
was readily marketable; that the earnest
money deposit would be refunded; and
that REALTOR® A would put the prop-
erty on the market again. A week later,
when REALTOR® B was showing a
number of houses to a prospective buyer,
they drove by Client C's property, and the
prospect casually said that she didn’t
understand the “sold” sign, since she had
been taken to see the house that morning
by REALTOR® A.

REALTOR® B contended that a“ sold”
sign is a measure of a REALTOR®'S
advertising, and that it can not give atrue
picture if it is put up prior to the settle-
ment and actual transfer of ownership.

The Hearing Pandl’s decision agreed with
REALTOR® B’s contention that the use of
a “sold” sign condtitutes advertising by a
REALTOR® but did not agree that a“ sold”
sign could be put up only after the actua
settlement and transfer of ownership. The
decision indicated that after the client's
acceptance of a bona fide offer, REAL-
TOR® A could consider that he had brought
about asdeand would not bein violation of
the requirement to give a “true picture’ by
putting up a “sold” sign. However, once it
was clear that the sale had fallen through,
the “sold” should have been immediately
removed since alowing the sign to remain
in place no longer provided a“true Picture.”

REALTOR® A was found by the panel

to have violated Article 12.

Case#1-2: Honest Treatment of All
Parties

As the exclusive agent of Client A,
REALTOR ® B offered Client A's house
for sale, advertising it as being located
near a bus stop. Prospect C, who
explained that his daily schedule made it
necessary for him to have a house near
the bus stop, was shown Client A’s prop-
erty, liked it, and made a deposit. Two
days later, REALTOR® B read a notice
that the bus line running near Client A's
house was being discontinued. He
informed Prospect C of this, and Prospect
C responded that he was no longer inter-
ested in Client A’s house since the avail-
ability of bus transportation was essential
to him. REALTOR® B informed Client
A and recommended that Prospect C's
deposit be returned.

Client A reluctantly complied with
REALTOR® B'’s recommendation, but
then complained to the Board of REAL-
TORS® that REALTOR® B had not
faithfully protected and promoted his
interests; that after Prospect C had
expressed his willingness to buy, REAL-
TOR® B should not have made a disclo-
sure that killed the sale since the point
actualy was not of major importance.
The new bus route, he showed, would put
astop within six blocks of the property.

In a hearing before a Hearing Panel of
the Board's Professional Standards
Committee, REALTOR® B explained that
in advertising Client A's property, the fact
that a bus stop was less than a block from
the property had been prominently fea-
tured. He aso made a point that Prospect
C, in consulting with him, had emphasized
that Prospect C's physical disability neces-
stated ahome near abusstop. Thus, inhis
judgment, the change in bus routing mate-
ridly changed the characteristics of the
property in the eyes of the prospective
buyer, and he felt under his obligation to
give honest treatment to al parties in the
transaction, that he should inform Prospect
C, and that in so doing he was not violat-
ing his obligation to his client.

The Hearing Panel concluded that
REALTOR® B had not violated Article 1,
but had acted properly under both the spir-
it and the |etter of the Code of Ethics. The
panel noted that the decision to refund
Prospect C's deposit was made by the sell-
er, Client A, even though thelisting broker,
REALTOR® B, had suggested that it was
only fair due to change in circumstances.

The Ethics cases published in this issue have been chosen by the 2006 Chairperson of the
Professional Sandards Committee, Tony Sith.

Nassau South Shore Chapter Holds “Mock”
Arbitration Hearing

* | K
' + !ll ™
On May 9th the Nassau South Shore Chapter held a networking breakfast at Bedell's
at WWest Wind in Freeport, where the Realtors came out to watch and participatein a

“mock” arbitration hearing. Pictured above is “ The REALTORS Court” (top) or the
hearing panel and (below) members of the Nassau South Shore Chapter.

2006 Code of Ethics and Standards of Practice
The 2006 Code of Ethics and Standard of Practice of the National

Association of REALTORS is available on line at
http:/lwww.realtor.org/mempolweb.nsf/pages/printable2006Code

LIBOR Legal
Helpline;
Membership Has
Its Privileges

Did You Know?

1. That LIBOR provides
an Escrow Account
for all commission
disputes pending an §
Arbitration hearing.

2.That you must file for

THE LlBOR LEGAL Arbitration first and then
HELPLINE IS NOW b Seara aher the
AVAILABLE /Slrebtgaétlon hearing is com-
MONDAY - FRIDAY e, 3 1f you file for
9AM - 5PM |\ Ethics first, you

waive your right to

Arbitrate.

CALL 631-844-0220
FOR ASSISTANCE

PUT YOUR EXPERIENCE TO WORK FOR YOU!

T0 OBTAIN A MLS RULES

AND ETHICS COMPLAINT FORM...

VISIT THE WEB AT...

hitp://www.mlslirealtor.com/libor/dod/604b.cfm

OR ACCESS THE...

Documents On Demand System
at 631-661-9126 and request Form #604

Experienced of | ¢ Be Your Own Boss
Newly Licen e Set Your Own Hours
. Unlimited Earnings
WwelcomeHere ) )
——— -« Hi-Tech Office
: Call: (516) 781-5050 or
Celebratmg Email: tonysmith@sasr ealestate.com
S.A.SReal Estate
YearsOf Salesl 1237 Wantagh Ave, Wantagh NY 11793
e SHS———
Owner/Broker
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How Do Buyers & SelersFind the Agents They Use?

By Bob Hunt

We have noted that The 2005 National
Association of Realtors® Profile of Home
Buyers and Sellers contains valuable infor-
mation for sellers and their agents as to
how buyers find the homes that they ulti-
mately buy. The profile also contains valu-
able and interesting information as to how
both buyers and sellers find the agents that
they ultimately use.

Seventy-seven percent of buyers used an
agent to find the home that they bought. (12
percent purchased directly from a builder,
and 9 percent bought directly from an
owner.) Of that 77 percent, how did they
find the agent that they used?

Not alot of "agent shopping" takes place
among buyers. Sixty-four percent inter-
viewed only one agent, 20 percent inter-
viewed two. So how do you get to be on the
interview list? Referras are far and away
the dominant factor. 44 percent of buyers
chose to work with an agent who was
referred to them by a friend, neighbors or
relative (or who was a friend, neighbor, or
relative). 11 percent of buyers chose to
work with someone with whom they had
previously bought or sold a home. The rest
of the sourceswere al in single digits -- for
example, 6 percent of buyers made contact
with their agent as a result of the agent’s
name being on a‘for sae sign.

This might seem like discouraging news
for new agents. "What chance do | have of
connecting with a buyer if | haven't aready
built areferral baseand alist of past clients?'
But there are, just as there always have been,
other ways of coming into contact with buy-

erswho may choose to work with you. Some
wayswork better than others.

7 percent of buyers found the agent they
used as aresult of an open house. Ancther 7
percent found their agent through an internet
site. Interestingly, only 4 percent found the
agent that they worked with as a result of
walking into or calling an office and meeting
the agent who was on duty at the time.

Moreover, agents who want to get con-
nected with buyers can prepare themselves
sothat itismorelikely to happen. 59 percent
of buyers said that what they wanted most
was "help finding the right home to pur-
chase" and 92 percent said that knowledge
of the redl estate market was a very impor-
tant quality for an agent to have. That is,
buyers want agents who have product
knowledge -- agents who know the market
and theinventory. An agent who canimpress
a buyer with his knowledge of the market
(not just his company’s listings, or the par-
ticular house she is holding open) is the one
who stands a good chance of establishing a
relationship with that buyer who walks into
the open house or makes a call to the office.

Sellers are even more likely than buyers
to work with an agent. 85 percent sold their
homes through an agent. But they do even
less "agent shopping” than buyers. 74 per-
cent interviewed only one agent, 17 percent
interviewed two. Again, referrals and past
business relationships were the dominant
sources of agent contact. 43 percent used
an agent referred by a friend, relative, or
neighbor (or who was one of those). 28 per-
cent employed an agent with whom they
had previously bought or sold a home.

After those two, the other contact sources

drop into single digits. Interestingly, com-
pared to buyers, internet sStesonly account for
2 percent. Again, there are venues that agents
who lack a referrd or past client list might
want to think about. Open houses account for
4 percent of the contacts that eventuate into a
working relationship with sellers. Newdetters
and persond contact together account for 7
percent. There's till a point to knocking on
doors and sending out mailers.

Would-be listing agents would do well to

note that the most important factor — 57
percent — in choosing a sdller's agent was
reputation. Sure, it's nice to have a track
record of sales activity. But there are other
aspects to reputation as well. Things like
attitude and integrity are also components
of on€'s reputation. Agents who want to be
referred should pay attention to such things.
Source: Realty Times
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Ten PC Tips For

Communicating

With A Diverse Audience

By Simma Lieberman

By learning to spesk to adiverseaudience,
you can broaden your client base transfer the
learning to more people. We need to be more
“PC”. Were not talking “political correct-
ness’, were talking “Positively Conscious’,
of who isin our audience and understanding
how to make peoplefed included. Themore
people fed included, the more they will lis-
ten to you, use your information and come
back for more. If you offend people they will
shut down and you will lose them.

1) Use words that include rather than
exclude. While some women don’'t mind
being caled ladies, in a professond setting
the word women is more gppropriate. Be
“positively conscious’ of pronouns when
discussing hypothetical cases. | have been
inn workshops where the facilitator spoke as
though &l managers were “he’ and dl
administrative  support were  “she’.
Metaphors are very effective. Remember to
mix them. Don't use only sports metaphors.
Have a balance. In Europe when they think
of football they think of soccer. Be awarethat
people have different abilities. Instead of
telling everyone to stand, you might say
everyone who is able please stand, and have
away for othersto participatein the exercise.

2) Learn the demographics of the audi-
ence before your presentation, and prepare.

3) Do not assume everyone shares your
religious beliefs.

4) Look a everyone in the audience and
amile at them. Speskers can have a tendency
to visudly relate to peoplewho look morelike
them. Assume everyone wants to be valued.

5) Do not use humor that puts down any
particular group. If you are not sure, get
feedback from others.

6) Examine your assumptions about peo-
ple who are different than you. Be open to
letting go of those assumptions.

7) Do not be afraid to ask for the correct
pronunciation of someone's name.

8) If someone has an accent and you can't
understand them, ask them to repeat what
they said slowly, because what they are say-
ing isimportant to you.

9) Use methodology in your presenta-
tions to accommodate different learning
styles. Visual Auditory Kinesthetic.

10) Be comfortable with silence. In some
cultures that can mean respect and atten-
tion. Be comfortable with direct interaction.
In some cultures that can mean respect and
attention. Be comfortable with saying, “I
don’t know.”

Source: Frog Pond Group
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Getting the Listings Sold

By Joeann Fossand

In many parts of the country, the invento-
ry has increased and it is taking longer for
homesto sell. For many who werein avery
fast sdller's market, these conditions are
requiring a shift in strategies for them to
have the success they want this year.

Are your listings sitting on the market
longer? In many price ranges, if your prop-
erty isn't in the bottom 25 percent, it's just
going to sit there. What's an agent to do?

First and foremost, the communication
with your sdllers is critica to their under-
standing of the new marketplace dynamics.
Most sdlers are living with last year's
expectations, i.e. that they'll get 10 percent
abovethelast sale, whereasin many places,
it may well be that they will get 10 percent
less! Your ability to educate them and help
them modify their expectations to the new
realities will keep them loyal and apprecia-
tive of your efforts.

It is very important to avoid becoming
adversaria in giving them the bad news.
People get attached to their opinions and
will dig their heels to defend their point of
view. Instead of trying to convince them
you are right and they are wrong, bring
empathy and understanding into your con-
versations. Let them know you understand
why they would think the way they are, and
then say that the updated information on the
market is telling us something else.

Next, show them the facts regularly. This
would include a weekly or monthly CMA
report, the market absorption numbers,
average days on market, and the amount
they are losing each month the house does-
nt sdl. Then let them decide. It's their
house, after al. This information some-
times takes a while for them to digest, but
you are planting the seeds for them to make

the decision that isright for them.

This doesn't mean you have to take over-
priced listings. You need to know at point
thislisting isn't for you, as well.

Shifting your marketing strategy is the
work you need to do. Determine where are
the buyers coming from? How can you
reach those buyers more effectively? Is
your internet strategy serving you? With
over 70 percent of buyers starting there, it
may be time to upgrade your website to add
way's to capture more leads.

When the average time on market length-
ens, it is harder to justify using low
return/high cost print advertising or other
advertising that isn't bringing in prospects
or buyer leads. Some higher return activi-
tiesinclude:

* Open Houses. Make these events and
leverage them by personally inviting neigh-
bors or doing a neighborhood tour to share
marketing costs and increase traffic.

« Staging The Home can make a big dif-
ference. Make sure that when it hits the
market it is spotless and shining and al
repairs and clean up is done.

« Advertise in small, targeted media
Determine the most likely potentia buyer
and put an ad in something they would
read, such as aloca paper or magazine for
seniors.

Use a Call Capture System to differenti-
ate yourself and double end more sales.

Lastly, monitor your beliefs! In al mar-
kets, there are till buyers buying. If you
buy into a "nothing is selling” mantra, you
will probably beright, but if you look at this
as an opportunity to be the most creative
agent in your market, you will create suc-
cess.

Henry Ford reminds us, "If you think you
can or think you can't, you're right." What
are you thinking?

What is Networking?

Networking is a reciprocal process in
which you shareidess, |eads, information,
advice, brainstorming, laughter . . . and
sometimes tickets to a ball game.

The best networkers have savvy, com-
mon sense. It's not a work style, it's a
lifestyle. Some of the best networkers
don't even know they're networking.
They're just out there sharing ideas, shar-
ing themselves.

Who are the Power People?

The most powerful people aren’t neces-
sarily those with the biggest titles but
rather those with the biggest Rolodextm
files. Our power comes when we can pick
up the phone and make things happen for
people.

It's important to plan ahead by practic-
ing a nine-second self-introduction and
reading newspapers and trade journals.
When you discover that you have some-
thing in common with another person, it
becomes a totally different conversation
and connection.

Decide, “What am | going there for?’
Plan your route. For ninety percent of
conferences, you can buy the tapes and sit
by yourself and listen. What's the point of
attending? To meet and connect with
other like-minded people.

Even if you're satisfied with your cur-

Create a Network Of Colleagues, Cronies,
Clients and Friends

rent position, nobody’s job is etched in
stone. Having anetwork can be your safe-
ty net.

If you want to join a group’s conversa-
tion, stand on the periphery. When some-
one nods your way, move in and intro-
duce yourself. But, don’t change the con-
versation to suit your agenda.

Make contacts, make friends. Go to
have a good time!

More Timely Tips:

Do:

Initiate conversation with attendees on
the event venue (location, food, entertain-
ment), sponsor, workshops, trade booths,
seminars or speakers.

Treat spouses with grace, interest and
respect (yours and theirs).

Have a meeting plan, whether you are
an exhibitor or an attendee.

Don't:

Overindulge in liquor at meals, hospi-
tality suites or after hours.

Presume the hospitality party is purely
asocia event.

Forget to follow up and follow through.

And you will connect, converse and
create a network of colleagues, clients,
co-workers and friends!

Source: Written by Susan RoAne — Frog
Pond Group

Broker Reciprocity gives

3 m your website something to

Tl cheerabout. | [STIT}GS

What do buyers want

24/7 access 10? LISTINGS

What provides the greatest value

to your website visitors? L ISTINGS

What does Broker Reciprocity

add to your website? LISTINGS

What are you giving your
website visitors when you

subscribe to BRS? LISTINGS

Display thousands of listings on your site
and create a draw for new and returning visitors.

The more visitors to your site, the more
leads you'll receive.

Stay Ahead of the Competition —
subscribe to either one of the two options:

BRS Search Engine

BRS Daily Data Feed

Visit mistechs.com to see which program BEST
suits your business or call 631-661-4800 Ext 11
to speak with a MLS Customer Service Rep.

Bring the Ualue of MLS to YOUR Website!

Immediate Sales

Positions Available!

Now Hiring Loan Officers, Talented
Team Leaders & LOAN ORIGINATORS!

Under Challenged
JOINUS!

If you are Motivated and Under Paid
Under Appreciated

* Great Compensation Plan « Processing Support Available
* Your Appraisers, Title, « Originate and Close Nationwide
Settlement Companies « Accounting Services

* Advertising Support » Medical, 401K Available
* 24-Hour Payout « Your Own Web Site
 Fast Closings
Tired of Making Someone Else Rich?
Set Your Own Hours

Residential & Commercial

)[4 EFI CAPITAL

Excellence Foundation Integrity

1-888-EZ-EFICASH

1-888-393-3422
www.eficapital.com
400 Garden City Plaza e Suite 450, Garden City, NY 11530
Licensed Mortgage Broker, NY S Banking Dept, Licensed Throughout the Nation.
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COMPUTER EDUCATION

FREE STRATUS DEMO

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. 3HOURS CE NOW AVAILABLE.

LIBOR Members with CE: $25 » LIBOR Members without CE: FREE

WestBabylon . ... July11....................... 9:30 a.m. — 12:30 p.m.
Jackson Heights .. .July6......................... 10:00 a.m. — 1:00 p.m.
Riverhead ....... Juiy17 .. 10:00 a.m. — 1:00 p.m

3.75 HOUR STRATUS HANDS ON

This hands-on course includes: Stratus Log-In, Review of Internet Explorer Basics, Stratus
functions/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! 3.75 Hours (1 meeting)
PREREQUISITES: Computers Essentials and/or knowledge of minimize/maximize/drag
Windows, mouse click and double click, scrolling and task bar.
$59 Each Class — LIBOR Members -or- Ask Almul Our 2, 3, or 4 Class Package and Save $$$!!!
West Babylon . . . . Jul19 A.M. Session). 9 00a.m. —12:45 p.m.
Jackson Heights . . . (A.M. Session). . . 9:00 a.m. — 12:45 p.m.
Riverhead. ... ... J (A M. Sessmn) .9:00a.m. —12:45 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!
3.75 Hours CE (1 meeting)

PREREQUISITES: Get Into Stratus and/or knowledge of all functions covered in Get Into Stratus.

$59 Each Class — LIBOR Members -or- Ask About Our 2, 3, or 4 Class Package and Save $$$!!!
. 1:45

West Babylon . ... Jul19. . Session) . p.m. —5:30 p.m.
Jackson nghls . July10 (PM Session) . . . 1:45 p.m. — 5:30 p.m.
Riverhead. . . . ... July 11 (P.M. Session) . . . 1:45 p.m. — 5:30 p.m.

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

$59 Each Class — LIBOR Members -or- Ask About Our 2, 3, or 4 Class Package and Save $$8111

West Babylon . . . . Jul25 A.M. Session). . . 9:00 a.m. — 12:45 p.m.
Jackson Heights . .Jul18.... . (A.M. Session). . . 9:00 a.m. — 12:45 p.m.
Riverhead. ... ... Jul 19 (A.M. Session). . . 9:00 a.m. — 12:45 p.m.

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

$59 Each Class — LIBOR Members -or- Ask About Our 2, 3, or 4 Class Package and Save $$$!!!
West Babylon . ... Jul25..... (P.M. Session) . . . 1:45 p.m. — 5:30 p.m.
Jackson Heighls . July18 . (P.M. Session) . . . 1:45 p.m. — 5:30 p.m.
Riverhead. . .. ... July 19 (P.M. Session) . . . 1:45 p.m. — 5:30 p.m.

PRIVATE TUTORING

Receive one-on-one training with an experienced LIBOR trainer in our W. Babylon, Riverhead
or Jackson Heights training centers. Cost can be shared by two students under one registra-
tion. Topics Available: Computer basics, MLS Stratus, Windows, E-Mail, Internet, Word, Excel,
PowerPoint, Outlook.

$169 for a 2 Hour Session ¢ No Experience Necessary

Take a private tutoring session for 2 hours! Discounted cost of $99 (Cost can be shared by two
students under one registration). The instructor will review any questions/problems YOU have.
The instructor will show YOU exactly what YOU want to know.
PREREQUISITES: Must have taken Stratus Certification or the 4 Stratus classes* within
the last year of taking this tutoring session to receive the discounted price of $99.00.
Please call Denise Rivera at 631-661-4800 xt. 385 for more details.

*4 Stratus Classes consist of Searching Level 1 & 2, Stratus CMA and Public Records

GENERAL COMPUTER TRAINING

Get an Extra Hour for the Same $29 LIBOR Member Price

Calling all frustrated computer users! Are you TIRED of asking for help? Learn how to
find lost files, create new folders, change your desktop, install and uninstall computer soft-
ware and much more using the latest version of Windows. You will also learn to search
the Internet for helpful websites using the most popular search engines such as Google
and Yahoo. See how easy it is to navigate around the Web and find the information you
need. You'll do some searching for real estate websites in your town and find out what
your competition is up to! 4 hours hands-on (1 Meeting)

PRE-REQUISITES: NONE. NO CE AVAILABLE.

TUITION: $29 LIBOR Members/$39 Non Members

West Babylon . ... 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . .10:00 a.m. — 2:00 p.m.
Riverhead. . ...... J 10:00 a.m. — 2:00 p.m.

Realtors need top notch looking documents to set themselves apart from the competition.
Learn how to create property flyers, client letters and mailing labels for mass mailings.This class
covers creating and saving new documents, inserting photos, adding borders, changing fonts
and other fabulous features to enhance your marketing efforts. 4 hours hands-on (1 meeting)
PRE-REQUISITES: Computer Essentials Using Windows XP and the Internet, or equiva-
lent experience. Student must have some basic familiarity with WORD. NO CE AVAILABLE.
TUITION: $29 LIBOR Members/$39 Non Members
Riverhead. . ...... June27 ... 10:00 a.m. — 2:00 p.m.

Are you really taking advantage of the wealth of information on the Internet??? From
renewing your real estate license online to finding FSBO's, from checking the DO NOT
CALL list to registering your own domain name for a future website - this class will give
you many powerful tips to build your business and keep a competitive edge. Check out
the powerful information on real estate advice and coaching websites, find all the Long
Island school report cards, legal forms, and learn how to set up mailings and postcards
online! Don't miss this class. 4 hours hands-on (1 meeting)

PRE-REQUISITES: Computer Essentials Using Windows XP and the Internet or equiva-

lent experience. NO CE AVAILABLE.
TUITION: $29 LIBOR Members/$39 Non Members
West Babylon .. . .. July17. .o 9:30 a.m. — 1:30 p.m.

CE IS NOT AVAILABLE FOR THE 3 CLASSES ABOVE.

22.5 HOUR STRATUS CERTIFICATION

GET STRATIFIED!!!

Approved for 22.5 hours NYS Continuing Education Credit.

3 day hands-on program completes your 2 year continuing education requirement and
makes you a Stratus WIZ! Approved for 22.5 hours CE credit. Class covers Searching,
CMA, Contacts, Update, Public Records/Mailing Labels, Prospect Match, Info Center,
E-Mail, Custom Reports, Contacts, Add/Edit, Photo Upload.
3 Days * 9:00 a.m. — 5:30 p.m. * 22.5 Hours of CE Credit
(*Evening Classes are 5 Days From 5:00pm — 9:30pm)

TUITION: $225 LIBOR Members; $250 Admin. Staff (Letter Must be on File)

Jackson Heights . . June 26, 29 and 30 West Babylon. . . . July 13, 20 and 27
West Babylon. . . . June 20, 22 and 23 Thursday Classes
West Babylon. . . . July 10, 12 and 14 West Babylon. . . . July 26, 28 and 31

Jackson Heights . . July 11, 13 and 14

Register on line at misli.com or call to register 631-661-4800 ext. 21 or
718-429-8666 or 631-369-6148

SEATS ARE LIMITED! Pre-Requisites: Student must be comfortable using the mouse,
Windows scrollbars and have basic Internet skills. All registrants will be screened to deter-
mine ability. Any student who is not a regular computer user should take “Computer Essentials
prior to registering for this course.

REGISTER ON LINE AT www.misli.com
—0R- call to register
© 631-661-4800 ext 21 wesr BABYLON
© 718-429-8666 JAcKsON HEIGHTS
© 631-369-6148 RiverHEAD

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) 661-2103

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
6/29 — “The Not-So-Basic Basics of Mortgage Financing”

RSC, JACKSON HEIGHTS, 9:00AM-5:30PM
6/27 — “Our Business Is Changing; Are You Up To Date?"0]

RSC, RIVERHEAD, 9:00AM-5:30PM
6/28 — “What Every Realtor Should Know; A Risk Reduction Seminar"]

BEST WESTERN MILL RIVER MANOR, ROCKVILLE CENTRE, 8:30AM-5:00PM
6/22 — “Personal Assistant: Delegate for Dollars”
6/27 — “Introduction to Commercial & Investment Real Estate: Concepts & Terms”

DOAlso approved for and satisfies NAR Mandated Ethics Course requirement for
Realtors needed by 12/31/08.

e =

FLORIDA MORTGAGE BROKER

If you are a New York Realtor who has buyers for Florida properties, you can earn extra income
by becoming a Florida Mortgage Broker...right here in NY!! Instructor: Daniel J. Taddeo, P.A.
3-Day Program — Students must attend all 3 days to successfully complete the course.
Tuition includes course textbook & materials.

October 11, 2006. . ......... West Babylon. . . ..... 8:45AM - 5:30PM
October 12, 2006. . ......... West Babylon. . ... ... 8:45AM - 5:30PM
October 13,2006. .......... West Babylon. .. ..... 8:45AM - 1:45PM
Tuition: ~ $349 LIBOR Members, $495 Non-members

CIPS DESIGNATION COURSE

Presented by LIBOR in conjunction with NYS Association of Realtors.
Approved for 7 hours NYS CE credit.
July 6-7,2006 ......... West Babylon . ...... Instructor: Tony Macaluso, CIPS
Time: 8:30am - 5:30pm
Tuition: $320 LIBOR Members, $345 Non-members » Register 10 Days Early: SAVE $25!
To register for CIPS courses, call NYSAR @ 518-463-0300.

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.

July 19,2006 . . ... Jackson Heights Nov. 8, 2006. . . ... Jackson Heights
Sept. 14, 2006 . . . . West Babylon Dec. 14, 2006. . . . . West Babylon
Oct. 12,2006 . . ... Riverhead

Time: 10:00AM - 1:00PM Instructor: Sal D’Agate, REALTOR
Tuition: $35 LIBOR Members, $55 Non-members

DESIGNATION & PROF DEVELOPMENT

CBR — CERTIFIED BUYER REPRESENTATIVE DESIGNATION COURSE
Approved for 22%2 hours NYS Continuing Education Credit.

June 20, 21, 22, 2006 . . . . Jackson Heights .............. Before/After 6/6
Aug.1,2,3,2006....... WestBabylon .. .............. Before/After 7/18
Aug. 22, 23, 24, 2006 . . . . Holiday Inn, Plainview . .. ....... Before/After 8/1
Oct. 3,4,5,2006 ....... Best Western Mill River Manor . . . . Before/After 9/12

Rockville Centre
Nov. 28, 29, 30,2006 . ... WestBabylon ................ Before/After 11/14
Time: 8:30am — 5:30pm
Instructor: JAMES V. PUGLIESE, CRB, GRI, ITI, CBR
*Tuition: Before: $345 LIBOR Members, $375 Non-Members
After: $375 LIBOR Members, $405 Non Members

:

T

2006 GRI, SRES & ABR DESIGNATION COURSE OFFERINGS

(All NYSAR Classes) X
Each module approved for NYS CE credit. m
GRI402....... Sept. 25 & 26, 2006 ABR (Required) . . Oct. 23-24, 2006
GRI408 . ...... June 16, 2006 ABR (Elective) . . . Oct. 20, 2006
GRI409 . ...... Nov. 6 & 7, 2006

REALTOR Service Center, West Babylon ¢ 8:30am — 5:30pm
To register for GRI courses, call NYSAR @ 518-463-0300.

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 742 hours NYS CE credit.

July 10-12, 2006. . . ......... West Babylon . ... ... 9:00AM - 1:00PM
July 12-14,2006. . .......... Riverhead ......... 9:00AM - 1:00PM
July 22-23, 2006. . . ......... West Babylon . . ... .. 10:00AM - 5:00PM
(Weekend)
August1-3,2006 ........... Jackson Heights . . . .. 9:00AM - 1:00PM
August 14-17, 2006. . . ....... Jackson Heights . . . .. 5:30PM - 8:30PM
(Evenings)
Tuition: w/o CE with CE
LIBOR Licensing Students:. . . FREE ............. $65.00
. F $65.00

$215.00

The BEST 2-day real estate listing & selling course designed for immediate success! The
solution for any Agent Manager or Broker looking to increase productivity is Real Estate 101
— with National Trainer, Jim Pugliese, ABR, CRB, GRI, CBR, ITI, CSP
Approved for 15 hours NYS CE credit.

August 8-9,2006 ........... West Babylon . . . .. .. 9:00AM - 5:30PM

August 16-17,2006. . ........ Jackson Heights . .. .. 9:00AM - 5:30PM

Tuition: $145 LIBOR Members, $175 Non-members

This course is for real estate agents & brokers who are seeking the ability to legally partici-
pate in the mortgage industry, mortgage companies wanting to train new loan officers and
real estate agents wanting to learn more about the mortgage process.

Approved for 22Y/2 hours NYS CE credit.

August 14-16, 2006 . . ....... West Babylon. . ...... 9:00AM — 5:30PM
November 1-3, 2006. . . . ... .. West Babylon. .. ..... 9:00AM — 5:30PM
Tuition: $245 LIBOR Members, $295 Non-members. . . . . Instructor: Dominick Sutera

Through All-Florida Real Estate School — Instructor: Daniel J. Taddeo, P.A.
Approved for 2242 hours NYS CE credit.

October 16-22, 2006. . . . ... .. West Babylon. . ...... 8:45AM - 6:30PM
October 23-29, 2006. . . . ... .. Jackson Heights . . . . .. 8:45AM - 6:30PM
October 30-Nov. 5, 2006.. . . . .. Riverhead . ......... 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: Garden City or Manhattan.

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.
June 27,2006. . ........... Riverhead . ......... Instructor: Hank Cardello
Time: 10:00AM — 1:00PM e Tuition: $20 LIBOR Members, $45 Non-members

ON-LINE & CD-ROM CONTINUING ED

Eam 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.

WestBabylon . ................ . . June 19-23, 26*
Riverhead ................... ... June 19-23, 26*
WestBabylon . ................ .. July 24-28, 31*

WestBabylon . ................ . . August 7-11, 14*

Jackson Heights . . .............
*Exam date till 6:30PM

TUITION:
Salesperson: $175 — register 5 business days before course; $195 — thereafter.
Broker: $175 — LIBOR Members; $195 — Non-members.

. August 21-25, 28*

Jackson Heights ................. 9AM - 5:00PM. . . . July 10-14, 17, 18*
Riverhead. ..................... 9AM - 5:00PM. . . . August 14-18, 21, 22*
*Exam date till 7:00PM

REAL ESTATE EDUCATION

-dOLTVIH FHL * 900Z 8unr * 62
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SERVICES DIRECTORY

GET YOUR COMFANY NOTICED...

BUSINESS CAREER OPPORTUNITIES

All Nations Marketing ........ccccoeeeeieereiieeeeinnes 718.663.2106 x 999
Century 21 AA Realty.......ccovvvevvecrceeceecceeevne 631.774.5177
Century 21 American Home/Your Home..................... 516.826.4600
Century 21 ANNEHES ...ooovveeeeeeeseeee e 516.564.4480
Century 21 Metro NY Brokers Council ...........cccc...... 800.537.8108
Century 21 Parisi Realty ........c.cccocevevrreveeceeicrenes 516.729.4899
Custom Home Realty.......c..cceveerenicnriceccreenes 631.241.2599
Daniel Gale Sotheby’s International Realty ................ 888.931.9500
Destiny Realty .......ccccoevveveeeiecceeee e 718.736.1010
ERA Top Service Realty ........ccccovveevrennieinrieeenienns 718.441.5800
Keystone Realty ..........c.ccceunecee. 800.390.8083
Laffey Associates.............couu... 516.625.9848
Long Island Realty Agents 516.433.5290
Prudential Douglas Elliman Real Estate...................... 631.549.7401
Prudential Galeria...........ccovvvrerrerrerrreenieieinenns 516.746.0440 x 62
RE/MAX of New YOrk, INC......c.cccoeevivierricresiccreines 800.736.2969
Real Estate Masters of Long Island.............cccccoeunneee. 631.471.3777
Charles Rutenberg Realty ..........ccccccovviveveicrereicrenne, 516.575.7500
S.AS. Real EState ......cccoooevvveveveeesicesicecevenes 516.781.5050
World Properties International — Sea to Sky Realty ....631.961.4626
ENGINEERS
AC&E Home Inspection & Engineering ...................... 631.205.1340
HouseMaster Home INSpection .........cccocevvvevenvcnnnee. 800.805.1122
HOME & EQUIPMENT INSPECTIONS/SERVICES
AC&E Home Inspection & Engineering ........c..cc...... 631.205.1340
HouseMaster Home Inspection ..........ccccoeevvvevveenneee. 800.805.1122
Knockout Home INSPections .........cccceevveeeverevcnnnee. 800.404.9577
INSURANCE/LEGAL
Jay S. Gootenberg, AHS Errors & Omissions,
Home Warranties ........cocevvereerrnenienieennnnennnns 0Off: 631.325.9107
Cell: 516.322.7143
INSUFANCE PIUS ..o 516.922.1200
LEGAL SERVICES
Law Offices of Barbara Lee Ford ..........c.cccccovuviuerennnnee 516.294.1107
MEDIA
Clover Mill ASSOCIALES ......c.ccvvevveeererricrereireveieiereieaes 516.568.1800
LIBOR Membership Directory ........ccovveeevreernirenns 631.661.9126
MLS/LIBOR — Web Site ........ccverreerrrrireiennn. 631.661.4800 x 348
misli.com, mlsstratus.com
The REALTOR® AdVErtiSING ....covvvevrrcrerrieeeirieeenee 516.676.6089
MORTGAGES
EFI Capital .....covveveeeeree e 888.393.3422
PROMOTION SERVICES
DSI DESIgN GrOUP ..ecveveevereeveeeeeeeeeeee e 516.676.6089
PROPERTY SALES
Greenthal ..o 718.423.3130

THE SERVICESDIRECTORY ISPROVIDED ASAN ADDITIONAL SERVICE.
THE PUBLISHER DOESNOT ASSUME ANY LIABILITY FOR ERRORSOR OMISSIONS,

ADVERTISE ON THE WEB...MLSLI.COM™

89% OF BUYERS USE THE INTERNET TO SEARCH FOR A HOME.
WHENTHEY LOG ON,WILLTHEY FIND YOUR
COMPANY’S BANNER AD THERE?

YOUR CUSTOMERS EXPECT YOU TO BE ONLINE!

-

Advertise your business on &

MLSLLcom™ for only $250 per | &
month and get your company 3 t i1 [= 820
noticed by thousands of buyers and gt == 71 [55 ke L SR E T
sellers that visit the site everyday. ‘ Ly

Contact Donna Lee at

631-661-4800 ext. 348. fonr Andients.

Ha're 2ul

MLS TECH SUPPORT SERVICES IN

YOUR OFFICE OR HOME

MLS OFFERS A FULL RANGE OF TECHNICAL
SERVICES INCLUDING:
FREE OFFICE NETWORK ANALYSIS!

VISIT US ON THE WEB AT WWW.MLSTECHS.COM

SCHEDULE AN MLS TECH TO VISIT
YOUR OFFICE AND EVALUATE YOUR
NETWORK NEEDS FOR FREE!

Call Us at (631)661-1750 or Email
mistechs@misli.com.

Advertise In

The Publication
That Reaches
Over 26,000 LIBOR
Members!

CONTACT...

DSI DESIGN GROUP
I

CHRISTOPHER MEADOWS
Tel: (516) 676-6089 o Fax: (516) 676-4769
email: studio@dsidesigngroup.com

—
&
o Cards

Need Help With Your Ad?

We offer professional Design and Ad Layout
services at a reasonable cost.




EARN 100% COMMISSIONS'!

[

Long Island

realty agents

www.LIRealtyAgents.com

Before Considering another high-commission Broker, ask if they include:

NO Minimum Sales Requirements
Agents Set their own Commission Rates
Buyer AND Seller Leads
Corporate Personalized Business Cards
Custom Color Letterhead
Your Own Web Page & E-mail Address
Advertising & Marketing Assistance
“For Sale” and “Open House" Signs
All MLS Real Estate Forms & Contracts
E & O Insurance
Shared Office Space w/ Computer, Copier, Fax, and Phone
MLS Access from Your Home Office
HUD and Section 8 Broker

All of the Above AND MORE Included in All of Our Commission Plans!

100% Commission Plan ONLY $199 / Month

90% Plan for $149 | Month & 80% Plan for $99 / Month
Complete Professional Support provided by our Agent-Friendly Broker

Owned & Managed by a NYS Aftorney
with over 15 Years of Real Estate Experience

VISIT OUR WEBSITE AND CALL FOR A CONFIDENTIAL INTERVIEW
f=n't It Time You Get The Commizsion You Deserve?

516 433-5290

e
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WHERE Do You WANT To BE?

At RE/MAX you'll find all the most sophisticated marketing tools, which includes the
highly regarded lead generating remax.com web site. Referrals and leads 24/7 bring cus-
tomers from all over the world. Today, over 70% of buyers begin their search for a proper-
ty on the internet. Wouldn't you want to be with a company who can deliver those individ-
uals to your computer? From the web site to being the industry's biggest voice in national
advertising - RE/MAX has it all!

Where do you want to be? For more than the 118,000+ of the industry's best real estate
agents, operating in 64 countries, the answer is RE/MAX. What about you? You owe it to
yourself to become educated on the RE/MAX business model.

Nobody Sells More Real Estate Than RE/MAX.
0 Residential 0 Commercial 0 Renowned Properties
Www.remax-newyorkcom

Limited Affiliation Opportunities AvailableCall 1-800-remax-nyor see our web site atww.remax-newyork.com
Your Life.
% . RVM&( of New York, Inc.

%" Your BUSINess. g9 stewart Ave.

3 0
= Equal opportunity employers. 021260 YO u r Way G ard e n C Ity’ N Y 1 1530
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