
By Tricia Chirco, Marketing and
Communication Director

The Long Island Board of Realtors, Inc.
will hold its General Membership Meeting
on Wednesday, October 29th, beginning at
9:00 a.m. at the Marriott Hotel, 101 James
Doolittle Blvd., Uniondale, New York.
REALTOR® members who are present and
in good standing may vote at this meeting.
Polls are scheduled to close at 2:00 p.m. See
page 3 of this issue for the official notice of
LIBOR nominees for this year’s election.

In addition to the elections, a proposed
bylaw change will be voted on. These pro-
posed changes are on page 10.

Incoming LIBOR President, Mel Farkas
will begin serving his term in January 2004.
Mel is the 65th LIBOR President. He follows
Mary E. Adams. Mel has been an active real
estate professional for over ten years and is
the Director of Training and Development at
Century 21 AA Realty in Seaford. Mel joined

the Board in 1992.
Mel Farkas currently serves

as LIBOR President-Elect. In
2002 – 2003, Mel served as
LIBOR Nassau Vice President.
In 2003, Mel Chaired the
Education Committee, a com-
mittee he has chaired for the
past three years and has served
on for the past seven years.

Mel has received two distin-
guished Realtor awards. In
2002, the New York State
Association of Realtors named
him Realtor Associate of Year.
In 2001, Mel was honored with
the LIBOR Realtor Associate of the Year
Award.

Mel has been a LIBOR Director since
1997. Additionally, Mel has served as Nassau
South Shore Chapter Treasurer for two years
and 1st Vice President for one year.

He has served as a member on many

LIBOR Committees that
include: Awards Committee,
Bylaws Committee, Grievance
Committee, Professional
Standards Committee, RPAC,
Long Range Planning
Committee and the Legislative
Committee. He has also served
on the Legal Assistance
Committee and Mediation. He
has actively participated in many
charitable events such as the
annual Realtor Rumble, Food
and Clothing Drives, and South
Shore Hospice Fundraiser.

At the State level, Mel is a
NYSAR Director and serves on the
Education Management Committee and the
Professional Standards Committee. Mel is
this year’s Vice Chair of the Member
Services Committee and in 2004 will be the
Chairperson. He is a New York State
Certified Instructor. Additionally, he is a

member of the NYS Honor Society.
On the National level, Mel is a NAR

Director. Mel serves on the Business Issues
Committee and Conventional Financing
Committee.

Mel is married to wife Caren and together
they share eight grandchildren.

The 2004 LIBOR Officer candidates
are as follows: President-Elect, Jay
Helsinger; Queens Vice President,
Adriana Jurcev; Nassau Vice President,
Sheryl Kushnick; Suffolk Vice President,
Gilbert Picard; Treasurer, Linda
Bonarelli; Secretary, Kathleen Engel.

Jay Helsinger is Broker/Owner of Custom
South Real Estate in Merrick and Custom
Wise Real Estate in Long Beach and has
received the nomination for 2004 LIBOR
President-elect. Jay Helsinger has been a Real
Estate professional for over 16 years. He cur-
rently serves as Nassau County Vice President
of the Long Island Board of Realtors.
Previously, Jay served as LIBOR Treasurer for
two consecutive years, 2000-2002.

Jay is very involved with the Long Island
Board of Realtors, the New York State
Association of Realtors and the National
Association of Realtors. He joined the Board
in 1987. Jay was named Vice Chairperson of

In response to petitions for stay filed by
the National Association of Realtors® and
other associations, the Federal
Communications Commission (FCC)
recently took action in ordering an unprece-
dented 18-month delay in the implementa-
tion of its do-not-fax rule in order to give
businesses more time to comply with the
rule. The do-not-fax provisions will now
take effect on January 1, 2005.

Last month the FCC reversed its long-
standing interpretation allowing for an
“established business relationship” excep-
tion from the pre-existing unsolicited fax
rule. The new rule, which was scheduled
to take effect August 25, 2003, requires
companies to obtain written permission
before sending unsolicited faxes even if
there is an established business relation-
ship. 

NAR and several other groups, includ-
ing the American Society of Association
Executives, National Federation of
Independent Business and the U.S.
Chamber of Commerce, filed petitions
earlier this month requesting the FCC stay
the effective date of the new interpretation
for one year to clarify how businesses can
get written consent and set a realistic time-
frame for compliance. The U.S. Small
Business Administration also supported
the stay.

NAR is supportive of the intended con-
sumer protection and privacy objectives of

the FCC’s new rule but believes that this
new interpretation would interfere with day-
to-day business relationships between
Realtors and their clients as well as unfairly

limit communications between state, local
and national associations and their members.
NAR continues to work at helping its mem-
bers comply with the new requirements. 
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By Randy L. Kaplan
Director of Government Affairs

LIBOR has teamed up with the
Long Island Builder’s Institute
(LIBI) to fight this onerous 2%
transfer tax proposal in the Town of
Brookhaven. LIBI has hired a pro-
fessional polling company to con-
duct a survey with those
Brookhaven citizens who are most
likely to vote on the upcoming ref-
erendum.  

When the results of the poll are in
— we will have a better handle on
how we will fight this transfer tax.
The gist of our message is to advise
the community that this is indeed an
unfair tax! 

The Community Preservation
Fund, which as it is known, will
accumulate the tax money. This will
become nothing more than an inequitable
funding source for the Town. The full bur-
den is borne by a few to support expendi-

tures that benefit the entire community. 
LIBOR and LIBI have recently testified

at the Town of Brookhaven public hearing
meeting to let the citizens know that this is
in fact a “tax issue.”

The proposal is being sold to the
public as a benefit — but the truth is
that residents who are selling their
homes may not be aware of how
harmful such proposals are to the
equity in their homes.  

The buyers (new voters) are
harmed because the tax adds to one
of the biggest obstacles to home-
ownership. They strain to accumu-
late the down payment and closing
costs. Now, that burden is signifi-
cantly increased with no reasonable
foreseeable return.

Sellers are harmed because prop-
erties are less desirable to the buy-
ers. Why? Because the cost to pur-
chase a home in Brookhaven will be
greater than in adjacent townships.
The less desirable, the lower the
value.

LIBOR will keep you up to date as to the
latest happenings. If you reside in
Brookhaven — get ready to vote against
this referendum in November!

REALTORS and Builders to Fight Brookhaven Transfer Tax

CIRCULATION 18,000

NAR Secures Stay To Clarify Do-Not-Fax Rule

• LIBOR GENERAL MEMBERSHIP MEETING – 
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Pictured from left to right at the recent LIBOR/LIBI meeting
on the Brookhaven Transfer Tax are LIBI’s Executive

Director Bob Wieboldt, LIBOR President Mary Adams, and
Builders Rafael M. Vasquez and Dave Scro.

Mel Farkas
Incoming

LIBOR President

(Continued on page 10)
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CORPORATE OFFICE
110 Walt Whitman Road
S. Huntington, NY 11746
631-549-7401

BABYLON
8 Little East Neck Road
Babylon, NY 11702
631-422-7510

BAYSIDE
215-45 Northern Boulevard
Bayside, NY 11361
718-631-8900

BRIDGEHAMPTON
2488 Main Street
P.O. Box 1251
Bridgehampton, NY 11932
631-537-5900

COLD SPRING HARBOR
37 Main Street
Cold Spring Harbor, NY
11724
631-692-5400

COMMACK
6524 Jericho Turnpike
Commack, NY 11725
631-499-4100

DIX HILLS
480 East Jericho Turnpike
Dix Hills, NY 11746
631-427-9191

EAST HAMPTON
3 Railroad Avenue
East Hampton, NY 11937
631-329-9400

EAST ISLIP
100 West Main Street
East Islip, NY 11730
631-581-8855

EAST MEADOW
2373 Hempstead Turnpike
East Meadow, NY 11554
516-794-7799

EAST NORWICH
6326 Northern Blvd.
East Norwich, NY 11732
516-624-9000

FRANKLIN SQUARE
390 Franklin Avenue
Franklin Square, NY 11010
516-354-6500

HAMPTON BAYS
14 West Montauk Highway
Hampton Bays, NY 11946
631-723-2721

HUNTINGTON
156 East Main Street
Huntington, NY 11743
631-549-4400

LOCUST VALLEY
6 Birch Hill Road
Locust Valley, NY 11560
516-759-1110

MASSAPEQUA
5066 Sunrise Highway
Massapequa Park, NY
11762
516-795-3456

MASSAPEQUA SOUTH
4804 Merrick Road
Massapequa, NY 11758
516-798-1353

MEDFORD
2222c Route 112
Medford, NY 11763
631-758-2552

MERRICK
2314 Merrick Road
Merrick, NY 11566
516-623-4500

MILLER PLACE
275-23 Route 25A
Miller Place, NY 11764
631-474-4242

NORTHPORT
700 Fort Salonga Road
Northport, NY 11768
631-261-6800

PLAINVIEW
781 Old Country Road
Plainview, NY 11803
516-681-2600

RONKONKOMA
4949 Express Drive
N. Ronkonkoma, NY 11779
631-585-8500

SAG HARBOR
138 Main Street
P.O. Box 2330
Sag Harbor, NY 11963
631-725-0200

SAYVILLE
301 West Main Street
Sayville, NY 11782
631-589-8500

SEA CLIFF
400 Glen Cove Avenue
Sea Cliff, NY 11579
516-759-0340

SELDEN 
280 Middle Country Road
Selden, NY 11784
631-698-1100

SETAUKET
750 Route 25A
Setauket, NY 11733
631-751-6000

SMITHTOWN
996 Jericho Turnpike
Smithtown, NY 11787
631-543-9400

SOUTHAMPTON
70 Jobs Lane
Southampton, NY 11968
631-283-4343

SOUTHOLD
53345 Main Road/
Route 25
P.O. Box 1145
Southold, NY 11971
631-765-5005

ST. JAMES
220 Lake Avenue
St. James, NY 11780
631-584-7000

SYOSSET
327 Jackson Avenue
Syosset, NY 11791
516-921-2262

WESTHAMPTON BEACH
22 Sunset Avenue
Westhampton Beach, NY
11978
631-288-6244

COMMERCIAL SERVICES
110 Walt Whitman Road
So. Huntington, NY 11746
631-549-7447

CORPORATE OFFICE
575 Madison Avenue
New York, NY 10022
212-891-7000

EASTSIDE GALLERY
980 Madison Avenue
New York, NY 10021
212-650-4800

TRIBECA GALLERY
90 Hudson Street
New York, NY 10013
212-965-6000

EASTSIDE
575 Madison Avenue
New York, NY 10022
212-350-2246

WESTSIDE
2112 Broadway
New York, NY 10023
212-362-9600

DOWNTOWN
26 West 17th Street
New York, NY 10011
212-645-404

51 East 10th Street
New York, NY 10003
212-995-5357

ZECKENDORF TOWER
1 Irving Place
New York, NY 10003
212-982-2040

GREENWICH VILLAGE
137 Waverly Place
New York, NY 10014
212-675-6980

INTERNATIONAL
60 East 56th Street
New York, NY 10022
212-702-4000

RENTALS
3 East 54th Street
New York, NY 10022
212-350-8500

PROPERTY
MANAGEMENT
675 Third Avenue
New York, NY 10017
212-370-9200

LOCUST VALLEY
71 Forest Avenue
Locust Valley, NY 11560
516-759-0400

MANHASSET
154 Plandome Road
Manhasset, NY 11030
516-627-2800

PORT WASHINGTON
551 Port Washington
Boulevard
Port Washington, NY
11050
516-883-5200

DOUGLAS ELLIMAN PRUDENTIAL DOUGLAS ELLIMAN REAL ESTATE

FROM 
MANHATTAN TO MONTAUK

ONE GREAT COMPANY WITH OVER 2,000 BR0KERS IN 50 OFFICES

PRUDENTIAL LONG ISLAND REALTY  
IS NOW

PRUDENTIAL DOUGLAS ELLIMAN REAL ESTATE

is a registered service mark of the Prudential Insurance Company of America. Equal Housing Opportunity.

Visit us at  prudentialelliman.com or at elliman.com
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Inside This Issue

By Tricia Chirco, Marketing &
Communications Manager

Due to their frequent contact with unfa-
miliar people in private locations, real
estate agents face more on the job risks than
many other business professionals. 

To raise awareness about this issue,
September 14-20, 2003 has been officially
designated by the NATIONAL ASSOCIA-
TION OF REALTORS® (NAR) as the first-
ever REALTOR® Safety Week. Real estate
offices and REALTOR® Associations
across the country will begin holding safety
presentations for their members during the
designated week and throughout the year. 

As part of this ongoing initiative to raise
awareness of safety issues among Realtors,
NAR has identified three key areas of con-
cern and offers the following tips to mini-
mize risk: 

Office Procedures 
• Always let someone know where you

are going and leave the name and phone
number of the client you are meeting. 

• Have someone from your office call
you every half hour or check in with your
office every half hour. Designate one per-
son in the office as the point of contact for
this procedure. 

• Have a code word for cases where you
feel that you are in danger. The designated
person at the office is in charge of calling 911. 

• Always carry a charged cell phone and
program 911 in the speed dial. 

• Establish an alert network among
REALTORS in your office and association.
Use this network to report incidents or sus-
picious individuals. 

• Keep a log of every agent’s car make,
model and license number. 

• Post ‘REALTOR Watch’ signs on
vacant or rehab homes. 

• Do not use home phone number on
business cards. 

• Wear jewelry conservatively. 
• Never meet clients after dark in limit-

ed cell phone areas. 
• Carry pepper spray or mace. 

Prospects 
• If a prospect requests to see only

vacant property or asks if you are coming
alone...these are red flags. Beware. 

• Never meet a prospect at a property
site unless you’ve met before. 

• Beware of individuals that walk up to
you on the street and ask to see the proper-
ty you’re locking up. 

• Take down the prospect’s phone num-

ber. Call them to verify that the information
is valid. Ask a prospect to come into your
office before showing them any properties.
Make a copy of their I.D. Place this infor-
mation in their file. 

Showing a Property 
• Know your surroundings. 

• Always be aware of your nearest exit. 
• Unless you know your client well, do

not go into bedrooms or the basement with
them. 

• Work open houses in pairs. If not pos-
sible, have someone check up on you
throughout the day. 

• Let clients go upstairs and/or into bed-

rooms by themselves. 
• If there is a need to show a property

after dark, travel in pairs. 
Though REALTOR® Safety Week is

only seven days in September, LIBOR’s
commitment to this issue is ongoing.
Information on Realtor Safety is available
on the www.mlsli.com, Realtors Only site.

First Ever Realtor Safety Week — September 14-20th

Official Notice of LIBOR Nominees
To All REALTOR® Members

Kathleen Engel
Secretary 

Gilbert Picard
Suffolk Vice President 

Linda Bonarelli
Treasurer

Adriana Jurcev
Queens Vice President 

In accordance with the Bylaws of the Long Island Board of REALTORS®, the report of the
Nominating Committee is presented herewith. The 2004 slate of officers and directors of
the Long Island Board of REALTORS® is as follows:

QUEENS
Sooroojnee Edoo
Robert Eisenoff
Barbara Frechter

Louis Gutin
Barbara McDonough

Walter Messina
Nazim Mohamed
Donna Reardon

NASSAU
Peter Caruso

Carol Gallo-Turschmann
Hilda Lincoln
Dianne Scalza

Donald Scanlon
Tony Smith
Neil Sterrer
Richard Witt

SUFFOLK
Gail Bishop
Ralph Bove

Lisbeth English
Patricia  Masone

Michael Mendicino
Gerald O’Neill

Lee Testa
Paul Wernersbach

DIRECTORS PAST
PRESIDENTS

PROPOSED AGENDA
ANNUAL MEMBERSHIP MEETING

OCTOBER 29, 2003
POLLS ARE OPEN 9:00AM — 2:00PM

Call to order

Invocation

Pledge of Allegiance

Approval of Agenda

I. Appointment of election officials

(MOTION)

II. Counsel’s Report

III. LIBOR Update – Mary Adams

IV. CEO Update – Joseph E. Mottola

V. Treasurer’s Report – Linda Bonarelli

VI. New Business

ANNOUNCEMENT THAT POLLS 
ARE CLOSED

ADJOURN

Marian Fraker-Gutin
Nicholas Gigante
Robert Herrick

Election of Officers and Directors will
take place on October 29, 2003 at 9:00
a.m. at the Marriott Hotel, James Doolittle
Blvd., Uniondale, New York. All REAL-
TOR® members who are present and in
good standing may vote at this meeting.  

In accordance with Article XI, Section
6 of the Bylaws, “Additional candidates
for the offices to be filled may be placed
in nomination by a petition signed by at
least 30 voting members. The petition
shall be filed with the Secretary at least
20 days before the election. Such addi-
tional nominations shall be published in
the Board Bulletin at least ten days before
the election.” The deadline for submitting
petitions under this provision of the
Bylaws will be 5:00 p.m., Wednesday,
October 8, 2003 at the Board Office in
West Babylon. Petition forms may be
obtained from Lisa Gonzalez at the
LIBOR offices, 300 Sunrise Highway,
West Babylon, New York.

Sheryl Kushnick
Nassau Vice President

Jay Helsinger
President Elect 

OFFICERS

Realtors around the country are rallying
to get S.545, the Small Business Health
Fairness Act, passed. This bipartisan bill
authorizes the creation of federally certi-
fied association health plans (AHP)

Our members believe that S.545 can
provide REALTOR® associations with
the means to make affordable group
health insurance coverage available to
real estate professionals. The great major-

ity of REALTOR® firms are either single
independent contractor operations or
small businesses with 5 or fewer employ-
ees. Consequently, REALTOR® firms are
exactly the types of firms that could ben-
efit from the Small Business Health
Fairness Act.

The number of American without
health insurance coverage has increased
in recent years, in large part due to the

loss of employer-sponsored health cover-
age by small businesses. We know from
personal experience that the primary
obstacle preventing independent contrac-
tors, realty firms and other small busi-
nesses from obtaining, offering or contin-
uing to offer health insurance coverage is
the cost of the coverage.

By allowing large numbers of firms to
band together via their professional trade

organizations, we believe that AHP will
allow small real estate firm owners,
employees and independent sales persons
to benefit from the same economies of
scale and administrative efficiencies
enjoyed by the successful Fortune 500
companies and union insurance plans.

LIBOR will continue to keep you
abreast of the latest developments on this
vital piece of legislation.

REALTORS Support Small Business Health Fairness Act
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I hope all of you enjoyed
the summer months, as
they now come to a quick
close. Signs of the Fall are
now prevalent...school has
started, nightfall is a little
earlier these days, and let’s
not forget the malls and
card stores are already
broadcasting Halloween!

For Realtors®, this fall is
different than all others. A
major impact is coming in
the way we do business-the
National Do Not Call Registry is going
into effect October 1st of this year, and
we as Realtors® are NOT EXEMPT!
Yes, I rolled my eyes as you do now,
thinking that with the agenda of items we
all have to do now as Realtors®, the next
thing will be full disclosure while we are
trick or treating!

However, the National Do Not Call
Registry is serious, and the more knowl-
edge you possess regarding this law, the
less likely you are to face any fines,
which have a range between $500.00 and
$11,000.

Some facts: The registry DOES
include cell phones, residential phones
and wireless communications. Each real
estate office must maintain a do not call
list, and MUST update the list by receiv-
ing a REVISED list EVERY 3
MONTHS! The Do Not Call List MUST
be retained in each office for a period of
5 years.

Our National Association of Realtors
(NAR), is diligently and aggressively
challenging the FTC and FCC on the reg-
ulations guiding the laws, maintaining
that the law will hurt the real estate
industry and those 840,000 Realtors who
depend on cold calling, and prospecting
for their livelihoods.

Exemptions? Only for those in the
political arena, charities and those doing
telephone surveys. NAR is looking at
pursing a legal position against the FCC,
as well as viewing regulatory and legisla-
tive paths for options.

Until then, comply, comply, comply!
Offices must make their Agents and
employees aware of this ruling and the
procedures to be in place to comply with
this ruling.

A Realtor may contact a consumer

even if his/her name is on
the registry ONLY if there
is a prior established busi-
ness relationship already
existing. Meaning, that
within the prior 18 months,
a transaction has occurred.
If an inquiry on the part of
the consumer has been
made, it is within 3 months
prior to the making of that
call to the real estate office.

Should prior written per-
mission (and it must be in

writing), be given to the Realtor, then
contact can be made with the consumer.
The written consent must have the con-
sumer’s signature and the number that is
permissible to call. If there is a referral
involved who is on the registry, then a
contact CANNOT be made; the refer-
ring agency/Realtor would have to be
advised to have the referral contact that
office.

The do not call rule DOES NOT
include calls made to personal rela-
tionships that a Realtor has. A person-
al relationship is defined as “personal-
ly knowing the consumer to whom the
call is placed.” The rule also prohibits
unsolicited advertising, meaning con-
tacting a consumer to offer goods and
services without their prior consent or
permission.

There is no charge for the first 5 area
codes requested, however, please keep
in mind, that there are many different
area codes with cell phones, so it is
wise to invest in obtaining additional
area codes. LIBOR is committed to
keeping all REALTORS® informed of
any changes to this rule, or any new
information that is disseminated from
the FCC and FTC.

What do we do? Be creative!
Remember door knocking? Open
Houses, Flyers in the supermarkets, etc.
Realtors are strong and resilient, we love
challenges! As disheartening and dis-
comforting as this ruling is, we will sur-
vive it! For more information on the rul-
ing and the Do Not Call Registry, you
may go online to www.FCC.gov.

As always, I am as proud to be a
Realtor as you are.  Best of business in
the months ahead to all of you and,
oh...Happy Halloween!

Long Island Board of REALTORS® 2003 Officers
Website: www.mlsli.com        Email:  pr@mlsli.com

Mary E. Adams—President

Melvyn Farkas—President Elect

Jay Helsinger—Vice President—Nassau

Gilbert Picard—Vice President—Suffolk

Adrian Jurcev—Vice President—Queens

Linda Bonarelli—Treasurer

Frank Dell’Accio—Secretary

Joseph E. Mottola—Chief Executive Officer

Publisher—Joseph E. Mottola     
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and subscribes to its strict code of ethics.
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President’s Message
By Mary E. Adams   LIBOR President

®

Mark the Date...October 1st, 2003!

Computerized on-site report — 
no waiting.

May is Agent
Indemnification Month.

Does the home inspection
company you recommend

protect you with Agent
Indemnification?

AmeriSpec Does!
For service in Queens, 

Nassau & Western Suffolk, call
toll free 888-205-HOME (4663)

For service in Eastern Suffolk, 
call 631-537-7064

www.amerispec.com

Shouldn’t You Recommend
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If you’re serious about your real
estate career, why wouldn’t you
want to work for #1? With over
6,600 offices worldwide, we’re
not only the most  recognized
brand in real estate1, we’re also
the largest! Century 21 offers our
members unparalleled support —
including the system’s award-
winning national advertising
campaign2, and the most visited
residential real estate franchise
web site3. Call 1-800 537-8108 or
log onto www.century21.com.

✓ Most Recognized
Name in Real Estate.

✓ National Advertising
Campaign.

✓ Sponsorships and
promotions.

✓ Top-notch Training
and Support.

✓ Award-winning
Corporate Website.

don’t you deserve the very best?
It’s Your Career

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

* Source: Entrepreneur Magazine’s 24th annual “Franchise 500”
feature. Based on a number of criteria, including financial strength
and stability, growth rate and size of the system. Century 21 Real
Estate Corporation earned 12th place over-all in the “Franchise
500”, surpassing all other real estate brands! (January 2003 issue)
1Source: 2002 Millward Brown Ad Tracking Study. The survey
included 1,125 telephone interviews (via computer-assisted pro-
gram) with a national random sample  of adults (age 18-54) who
have either bought or sold a home within the past two years or plan
to purchase or sell a home within the next two years. The reported

numbers were preformed at the 90% confidence level.
2Source: 2002 Bronze Elite Winner in Real Estate Category,
presented by the New York American Marketing Association.
3Source: NielsenNet Ratings, January-April, 2002.

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

Isn’t it time you made the move to Century 21?
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GOOD NEWS!!  LIBOR now has the
capability to process credit card reserva-

tions for Chapter meetings & events FOR
LIBOR MEMBERS ONLY. 

Chapters accept these major credit cards:
Visa, MasterCard, AMEX & Discover.

SEPTEMBER 2003
9/10-13

NYSAR Fall Meetings/Convention
Saratoga, NY

9/16  – Tuesday
NASSAU SOUTH SHORE CHAPTER
~ ELECTIONS
9:00am — Networking breakfast seminar
— Merrick Townhouse Diner, Merrick.
Guest speaker will be James W. Reed,
Deputy Commissioner-Nassau County
Office of Consumer Affairs.  Topic:
“Identity Theft:  The Fastest Growing
Crime in America.”  Cost is $8.00 mem-
bers, $10.00 non-members.  RSVP:
Marian Fraker-Gutin @ 516-868-6660.

9/17 — Wednesday
CREDIT UNION BOARD OF 
DIRECTORS
12:00pm — REALTOR BUILDING, West
Babylon, 2nd floor Conference Room.
Staff liaison:  Luisa Harman, ext. 371.

9/17 — Wednesday
LIBOR BOARD OF DIRECTORS
9:30am — NEW REALTOR SERVICE
CENTER, 346 Sunrise Hwy., West
Babylon, Main Meeting Room.  Staff liai-
son:  Lisa Gonzalez, ext. 350.

9/18 — Thursday
NASSAU NORTH SHORE CHAPTER
~ ELECTIONS
8:30am — Networking breakfast seminar
— Milleridge Carriage House, Jericho.
Guest speaker will be The Honorable Carl
Marcellino, NYS Senator.  Topic:  “DO
NOT CALL Lists:  How It Affects
Realtors.”  Cost is $15.00 prepaid, $20.00
at the door.  RSVP:  Linda Petralia @ 516-
496-2022.

9/18 — Thursday
LIBOR/MLS ORIENTATION
8:30am — NEW REALTOR SERVICE
CENTER, West Babylon, Main meeting
room.  Staff liaison:  Pat Bonavita, ext.
322.

9/18 — Thursday
GRIEVANCE COMMITTEE
9:00am — REALTOR Bldg., West
Babylon, 2nd floor Conference Room.
Staff liaison:  Dolores Demasco, ext. 352.

9/19 — Friday
QUEENS NORTH SHORE CHAPTER
~ ELECTIONS
9:00am — Networking breakfast seminar
— Caffe on the Green, Bayside.  Guest
speakers:  Bob Eisenoff, LIBOR Past
President, “Zoning: The Basics...What You
Need To Know.”  ~and~  Bill Parris,
LIBOR/MLS Computer Tech, “Business
Solutions For Today’s Realtor.”  Question
& answer session to follow.  Cost is $15.00
per person.  RSVP:  Paula Caruso
Annarumma @ 718-358-5549.

9/23 — Tuesday
LONG ISLAND COMMERCIAL 
NETWORK ~ ELECTIONS
8:30am — Golden Coach Diner,
Huntington.  Marketing Session &

Networking breakfast.  Cost is $15.00 LICN
Members, $25.00 Non-members.  RSVP:
Ed Gottlieb @ 516-295-2227, ext. 122.

9/23 — Tuesday
SUFFOLK SOUTH SHORE 
CHAPTER ~ ELECTIONS
11:30am-2:30pm — Elections meeting &
networking luncheon.  Timberpoint
Country Club. Great River.  Guest speak-
ers:  Top Agents Expose Their Secrets for
Success “Soar with the Eagles!”  Cost is
$20 prepaid, $25 at the door.  RSVP:  Paul
Wernersbach @ 631-666-2110. 

9/25 — Thursday
JAMAICA CENTRAL QUEENS
CHAPTER ~ ELECTIONS
9:00am — Elections meeting & network-
ing breakfast seminar.  Fame Diner, Fresh
Meadows.  Guest speaker:  Tom Carlo,
Triboro Abstract & Lands; “Important Title
Issues Affecting Your Real Estate
Transactions.”  Cost is $5.00 per person.
RSVP:  Peter Bronson @ 718-805-6341.

9/30 — Tuesday
WOMEN’S COUNCIL OF REALTORS
~ ELECTIONS
12:00pm — Networking Luncheon.
Milleridge Carriage House, Jericho.  Guest
speaker:  Marylyn B. Schwartz, CSP;
“People Hate To Be Sold, But They Love
To Buy...Questions To Help People Buy
Your Services!”  Cost is $25.00 prepaid,
$30.00 at the door.  RSVP:  Marilyn Stein
@ 516-922-9155.

OCTOBER 2003
10/1 — Wednesday
HUNTINGTON TOWNSHIP 
CHAPTER ELECTIONS
8:30am — Education Seminar &
Networking breakfast.  Huntington Town
House, Huntington Station.  NAR Code of
Ethics Training Program ~ approved for 3
hours NYS Continuing Education credit ~
featuring Cathy Nolan, Esq., LIBOR
Instructor.  Cost $15.00 per person (break-
fast & program).  Additional $25.00
administrative fee includes 3 hours NYS
CE credit, materials & certificate.  RSVP:
Joyce Fino  @ 631-754-4800.

10/8 — Wednesday
WESTERN QUEENS CHAPTER ~
ELECTIONS
Details to follow... For more information,
call John O’Kane  @ 718-779-1111.

10/13 — Monday
COLUMBUS DAY Observed ~ ALL

BOARD OFFICES CLOSED.

10/14 — Tuesday
CENTRAL NASSAU CHAPTER ~
ELECTIONS
Details to follow... For more information,
call Ed Freeberg @ 516-354-6500.

10/29 — Wednesday
LIBOR ANNUAL GENERAL 
MEMBERSHIP MEETING
9:00am — Long Island Marriott Hotel, 101
James Doolittle Blvd., Uniondale.  Agenda
to be announced...  Make your vote count!
All REALTORS Members in good stand-
ing are eligible to vote.  Proof of ID
required.  Bring your 2003 LIBOR
Member ID Card & valid NYS Driver’s
License.

Executive Planner

“Bigger is Better” or so the saying
goes. With a membership organization,
bigger is usually better in that the
strength and effectiveness of the organi-
zation can be directly tied to the number
of members it has.  LIBOR is the largest
Realtor Association in the U.S. with over
19,000 members. LIBOR has more
members than 34 of the 50 states! 

That’s where the Long Island Board of
Realtors is at today. Our greater size
offers economical and leg-
islative advantages. The
bigger we are the more
influence and power our
organization has as well. 

Economically, there are
significant benefits because
you are able to divide the
cost of services over a larg-
er population. This results
in lower dues per member.
There are also economies
of scale present that have
enabled leadership to expand services
with a minimal increase in staff. For
instance, in 1996 LIBOR had approxi-
mately 9,200 members with twenty full
time and four part time staff to support
them. (MLS has a separate budget and
staff.) Presently, we have more than dou-
bled that number of members (a 110%
increase) but the staff has only increased
by six full time and two part time staff
members (a 33% increase). Moreover,
since 1996, we started a Government
Affairs department and now operate two
Realtor Service Centers about 70 miles
apart, with one in Western Queens and the
other in Eastern Suffolk.

Legislatively, there is strength in num-
bers. When we contact our legislators for
their support, we can do so with the
knowledge that we represent a large num-
ber of votes in the legislators’ districts.
We track what districts our members

reside in and where they do business. We
can marshal a targeted audience to get our
message to, and have them contact their
representatives seeking their support as
voters in their districts. It makes a differ-
ence. Similarly, our large membership
base gives us a large RPAC pool to seek
contributions and to dispense funds to
candidates that are supportive of positions
in the best interests of Realtors® and the
public. Don’t underestimate the effective-

ness of either. They present
a powerful force.

Influence is another rea-
son why “bigger is better”.
Certainly, there are ele-
ments of “influence” in our
legislative and political
efforts. However, I am
alluding more to the influ-
ence of representation. At
the National and State
Association levels, Board
of Realtors® representation

is determined by the number of members.
On the National level we currently have
eight Directors, soon to be nine. At the
State level, LIBOR will have 50 Directors
beginning in January. Directors often vote
on issues critical to our industry. They
make decisions to support various propos-
als dealing with regulatory agencies as
well as practices in the field to insure ethi-
cal conduct and legal safety. The decisions
on the State level are similar as legislative
priorities are set and regulatory and educa-
tional issues are debated and decided upon.

We take great pains to insure that we are
as responsive as possible to members’
needs and wants. We try not to let our
sheer size compromise our ability to
respond to inquiries and requests for assis-
tance. While you have a member number,
we never want you to feel that you are
being treated as one. We want size to
count only when it’s in your best interests.

“...economies of
scale enabled
leadership to

expand services.”

From Where I Sit
by Joseph E. Mottola, GRI
Chief Executive Officer, LIBOR/MLS

Agents...WANTED!!!
• PRIVATE OFFICES
• VOICE MAIL
• SECRETARIAL SERVICES
• 90% COMMISSION
• PRIVATE PHONE NUMBER

ALL FOR $595 Monthly
SEA CREST REAL ESTATE
200 W. Main Street • Babylon Village
631-669-1700 Ext. 204
(All Calls Confidential)

LIBOR NEWSLIBOR NEWS

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

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

Atlantic City Convention Center
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It seems like only yesterday that we
were having “Fun in the Sun” at the golf
outing! It’s September already and we
will be electing our officers for 2004 and
recruiting new directors for our Board. If
you are a WCR member and have some
interest in getting “more involved” please
give us a call. President-elect Linda
Rappaport is already working on the pro-
grams and plans for next year. In August
she attended the national Leadership
Academy in Chicago where she got some
great tips and ideas for running our chap-
ter next year. She needs the help and sup-
port of the membership and would love
to hear from anyone interested in work-
ing on committees or special projects. We
also want your ideas and suggestions for
programs or events that you might like to
see in the future at WCR meetings.
Please contact Linda at 718-423-3130 if
you would like to volunteer. 

On September 30th we will hold our
Election Meeting with guest speaker
Marylyn B. Schwartz. Speaker, trainer,
business life coach, educator, author and
former vice president of a Fortune 500
company, Marylyn’s career spans 27
years and 5 industries. She is a featured
columnist at www.RealtyTimes.com and
monthly columnist for National
Relocation and Real Estate Magazine.
The meeting topic will be “People Hate
to be Sold, But They Love to
Buy...Questions That Help People Buy
Your Services.” Marylyn will try to help
us learn the questions that we should be
asking which will help us to gain more
business. The luncheon meeting will start
at noon at the Milleridge Carriage House,
585 North Broadway in Jericho, NY.

Cost is $25 prepaid please! Or $30 at the
door (no exceptions!) This meeting is
being sponsored by Dennis Supraner of
Professional Liability Consulting
Services, Inc.

We will begin October with a special
“Living on Purpose” retreat hosted by
national speaker and coach, Joeann
Fossland. The retreat will be held at the
Inn at Fox Hollow on October 10-12.
Attendance is limited to 25 with some 1-
on-1 coaching included. You will come
away with written strategic plans for
business & personal life as well as a cus-
tomized support system to facilitate
immediate implementation of your plans.
This is a great opportunity to help you
take your business to the next level in
2004. To register, go to Joeann.com and
click on ‘schedule’ under ‘Classes,
Seminars & Programs.’

Due to a planned change in the WCR
designation program, we have cancelled
the LTG class originally scheduled for
the end of October. However, national
speaker and instructor Dianna Brouthers
will be joining us for a breakfast meeting
October 23rd at the Fox Hollow in
Woodbury. The topic will be “Polishing
the Professional...A hilarious look at the
up-to-date real estate professional.” We
hope you will join us for this informative
look at today’s real estate professional.
Cost is $20 prepaid please! Or $25 at the
door (no exceptions!)

So don’t forget...think about joining &
think about volunteering to be a part of
the 17th largest women’s organization in
the United States ..the Women’s Council
of REALTORS...“Where It All Comes
Together!” See you at the meetings!

by Marilyn Urso
WCR President

ERA TOP SERVICE REALTY
718-464-5800

219-21 Jamaica Avenue

Queens Village, NY 11428

718-441-5800
94-11 Jamaica Avenue

Woodhaven, NY 11421
www.eratopservice.com

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

offers Outstanding on-going training!
Fabulous back-office support!

Major advertising & marketing programs!
Unique listing & selling tools!

Hi-tech office operation!
Your Choice of Office Location!

Get Paid On Contract*

NEW! CAP Advantage
Tax Deferred Pension Program Available*

Call Nick Gomez today at
718-464-5800 or 718-441-5800

Become part of
this winning team with

2 Dynamic Offices!

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

ERA TOP SERVICE

ERA TOP SERVICE

R E A L E S T A T E

Mission of the Women’s Council of REALTORS®: 
We are a community of real estate professionals creating

business opportunities, developing skills for the future
and achieving our individual potential for success. 

Long Island Chapter
WCR-NewYorkState.com

LIBOR NEWSLIBOR NEWS

Where Did the
Summer Go?

 
ATTENTION REAL ESTATE AGENTS! 

Welcome to 
Daniel Gale Real Estate.... 

Our Name Opens Doors
Simply The Best ! 

 Marketing and Technology
Support
Award-winning Relocation
Department
Long Island’s Premier Broker
for Over 80 Years
Offices Spanning
Long Island’s
North Shore

•
 
•

•

•

 

Long Island’s largest independent real estate company would like to 
invite you to join our success. Whether you are considering a move, 
ready to get started on a career change or are exploring options for 
your future. For a confidential interview, please call: 

Bonnie Doran 
Corporate Director of Business Development 

(888) 931-9500 
bonniedoran@danielgale.com 

Pictured–Patricia J. Petersen,
President and C.E.O. 

FIND YOURSELF AT HOME IN 
NORTH SHORE TOWERS

JUST 16 MILES FROM MANHATTAN AND CENTRAL LONG ISLAND, 

WITH AN 18 HOLE CHAMPIONSHIP GOLF COURSE, 

TENNIS COURTS, INDOOR/OUTDOOR POOLS, RESTAURANTS, 

STORES, MOVIE THEATER, BANK AND MUCH MORE!

Greenthal
Linda Rappaport, Charles H. Greenthal Property Sales

272-40 Grand Central Parkway, Floral Park , NY 11005
718 423 3130 • www.nstowers.com
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The NASSAU SOUTH SHORE
CHAPTER will be having a networking
breakfast seminar and elections on Tuesday,
September 16th at the Merrick Townhouse
Diner at 9 a.m. The guest speaker will be
James W. Reed, Deputy Commissioner
Nassau County Office of Consumer Affairs,
the topic is “Identity Theft: The Fastest
Growing Crime in America.” The cost is $8
for members and $10 for non-members.
Please RSVP to Marian Fraker-Gutin at
516-868-6660.

The NASSAU NORTH SHORE
CHAPTER will be having a networking
breakfast and elections on Thursday,
September 18th at 8:30 a.m. at the Milleridge
Carriage House in Jericho. The guest speaker
will be The Honorable Carl Marcellino, NYS
Senator, the topic is “Do Not Call Lists: How
It Affects Realtors.” The cost is $15 prepaid
$20 at the door. Please RSVP to Linda
Petralia at 516-496-2022.

The QUEENS NORTH SHORE
CHAPTER is having a networking break-
fast and elections on Friday, September
19th at Caffe on the Green in Bayside. The
guest speaker is Bob Eisenoff, LIBOR Past
President, the topic is “Zoning: The
Basics...What you need to Know” and Bill
Parris, LIBOR/MLS Computer Tech,
“Business Solutions for Today’s Realtor”
question and answer to follow. The cost is
$15 per person. Please RSVP to Paula
Caruso Annarumma at 718-358-5549.

The LONG ISLAND COMMERCIAL
NETWORK is having their elections and
marketing/networking breakfast on
Tuesday, September 23rd, at 8:30 a.m. at
the Golden Coach Diner in Huntington. The
cost is $15 for LICN members and $25 for
non-members. Please RSVP to Ed Gottlieb
at 516-295-2227 ext. 122.

The SUFFOLK SOUTH SHORE
CHAPTER is having their elections and
networking luncheon on Tuesday,
September 23rd 11:30am-2:30pm at the
Timberpoint Country Club in Great River.

The guest speaker is Top Agents Expose
Their Secrets for Success...”Soar with the
Eagles!” The cost is $20 prepaid and $25 at
the door. Please RSVP to Paul Wernersbach
at 631-666-2110.

The JAMAICA CENTRAL QUEENS
CHAPTER is having their elections and
networking seminar on Thursday,
September 25th at 9 a.m. at the Fame Diner
in Fresh Meadows. The guest speaker is
Tom Carlo, Triboro Abstracts & Lands;
“Important Title Issues Affecting Your Real
Estate Transactions.” The cost is $5 per per-
son. Please RSVP to Peter Bronson at 718-
805-6341.

The WOMEN’S COUNCIL OF
REALTORS is having their elections and
networking luncheon on Tuesday,
September 30th at 12 p.m. at the Milleridge
Carriage House in Jericho. The guest
speaker is Marylyn B. Schwartz, CSP the
topic is “People Hate to Be Sold, But They
Love to Buy...Questions To Help People
Buy Your Services!” The cost is $25 pre-
paid $30 at the door. Please RSVP to
Marilyn Stein at 516-922-9155.

The HUNTINGTON TOWNSHIP
CHAPTER is having their elections and
education seminar on Wednesday, October
1st at 8:30 am at the Huntington Town
House in Huntington Station. NAR Code
Of Ethics Training Program, approved for 3
hours NYS Continuing Education-
Featuring Cathy Nolan, Esq., LIBOR
Instructor. The cost is $15 per person addi-
tional $25 fee includes the 3 hours NYS CE
Credit, materials and certificate. Please
RSVP to Joyce Fino at 631-754-4800.

The WESTERN QUEENS CHAPTER
is having their elections on Wednesday,
October 8th. Details to follow, for more infor-
mation call John O’Kane at 718-779-1111.

The CENTRAL NASSAU CHAPTER
is having their elections on Tuesday, October
14th. Details to follow, for more information
call Ed Freeberg at 516-354-6500.

Chapter & Division Report

LIBOR NEWSLIBOR NEWS

ANNETTE KROLL
Magic of Great Neck Realty, Inc.

516-487-8881 or 718-631-8867
www.annettekroll.com

NORTH SHORE TOWERS
Floral Park, NY only 30 Minutes from Manhattan

ALL MODELS AVAILABLE FROM STUDIOS TO PENTHOUSES.

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

For The Past 15 Years...
I have specialized in sales of apartments in this award winning, luxury,
gated, co-operative community, which offers the finest in country club
living. Private 18 hole golf course, 5 lit hard tru tennis courts. State of
the art health spa. Indoor and outdoor swimming pools. An arcade
mall features a large variety of shops, a bank, restaurant and theatre.ANNETTES REAL ESTATE

JJOOIINN  TTHHEE  ##11  TTEEAAMM

For further information please call.
(516)564-4480 or (516)526-5740
1193 Front Street • Uniondale, NY 11553

Email: c21annette@aol.com

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

FLEXIBLE COMMISSIONS!

Audrey Livingstone

Realtors Raise $10,000 for Diabetes 
Research Institute

On July 20, 2003, the 7th Annual Realtor Rumble was held at Syosset Lanes. Thanks
to the generosity of the following sponsors, raffle donors, T-shirt sponsors and volun-
teers, Realtors® were able to raise over $10,000 for the Diabetes Research Institute.

Special thanks to Peter Caruso, Pat Levitt and Carri Chicurel who chaired this
charity event. Additionally, a special thank you comes from the heart of Michael
Chicurel and Jonathan Taskasap, and all the other children who look forward to life
without diabetes.

• Caruso & Boughton Real
Estate

• Century 21 Mac Levitt 
• Keith, Shapiro & Ford

Law Office
• Real Estate DEPOT of

NY
• Mary McLaughlin
• Amerispec, Rich Ali
• Century 21 Annettes

Realty
• Custom South Real

Estate
• BonAnno Realty
• Federated Home

Inspections
• Coach Realtors
• Ryan & Wallace Real

Estate
• Century 21 Wittney

Estates

• Century 21 Herrick
• Michael Rich, Esq.
• Preferred Mortgage Co.
• PEMC/Realtor Connect
• Pinnacle A/C & Heating,

Inc.
• Liquid Brick, Inc.
• Waterfield Financial
• New York Mortgage Co.
• AA Quality Pest Control
• QualTech Environmental
• Signs by Ira
• Doctor Promo Promotion
• Active Computers
• Joe Meyer Presentations
• SAS Realty
• Real Estate Book
• Nassau South Shore
• Central Nassau
• Nassau Central
• LI Commercial Network

• Queens No. Shore
• Nassau No. Shore
• Eastern Suffolk
• Huntington Chapter
• Western Queens
• Queens No Shore
• WCR
• Pat Levitt
• Carri & Joe Chicurel
• Peter Caruso
• Mel Farkas
• Susan Taskasap
• JohnCola
• Stacy Fredericks
• Jay Cartman
• Darryl Davis
• Jim and John O’Kane
• Randy Kaplan
• Dan Ryan
• Long Island Board of

Realtors 

The new Realtor Service Center located at 346 Sunrise Highway, West Babylon is
now officially open for business. Beginning in August, Realtors have already been

attending Education classes, Computer training sessions, and Board meetings at the
new facility. The 346 Building is also the new home to the LIBOR Federal Credit
Union and the Realtor Express Service Center. Pictured here at the main entrance

are LIBOR President Mary Adams (right) and MLS President Jim Netter (left).
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SALES AGENTSSALES MANAGER
• Large advertising campaigns to

develop better leads for you
• Pay no monthly desk fees
• Work in a friendly, 

professional environment
• Enjoy total sales support
• Attractive bonuses for 

top producers
• No franchise fees 

• The position requires a highly
motivated, dedicated and
experienced real estate leader

• Expand your horizons and your 
career by managing a top
producing firm

• Attractive compensation 
package 

Call today. All interviews are strictly confidential and will be arranged at your convenience. 

DUTCH DOOR REALTY
Established in 1972 www.dutchdoor.com

59 Main Street,  West Sayville,  NY 11796 • 631.567.3444 • Fax: 631.567.3471
255 West Main Street,  Bay Shore, NY 11706 • 631.206.3100 • Fax: 631.968.0192

Be part of a family that truly believes in you and supports your success. 
Dutch Door Realty is the perfect place to come and grow. 

Dutch Door Realty is looking for a successful Sales Manager as well as 
new and experienced sales agents to join our growing Bay Shore office.

OPENING DOORS ON THE SOUTH SHORE OF LONG ISLAND FOR OVER 30 YEARS

Find A
Better Home

For Your Career.

Do You Want to Make More
and Work Less in 2004?

“After participating in the Living On Purpose program

two years in a row, our business has increased by
over 91% and we are taking more time for ourselves

& our family. Amazing what a little bit of planning can

do for you.”   Frank & Marilyn Urso   Long Island Village Realty

For the first time, being offered on Long Island

Joeann Fossland’s

LIVING ON PURPOSE Business Planning RETREAT
        October 10-12, 2003

Inn at Fox Hollow, Woodbury, New York

You’ll get hands-on direction in designing the business plan for 2004

that will allow you to make more while working less! This workshop is
completely customized with personal coaching to meet the individual

needs of each participant.

You’ll Receive

1. A written strategic business plan.

2. A written strategic personal plan.

3. Your own DISC and Values Assessments.
4. A customized “Support Plan” to facilitate implementation

of your plans.

5. A powerful clarity about how to live a life you love!

Invest in Yourself – Only $595

To Register: Call Joeann Today
(520) 744-8731  or e-mail Joeann@joeann.com

Or register on-line at www.Joeann.com/gameretreats.htm
Limited to 25 Participants

Paul K Barlow
For Sellers Only Inc

Frederick Berstein
Frederick Bernstein Real Estate

Lorraine Castrignano
Lorraine Castrignano Real Estate

William Ciraco
Coldwell Banker Dunes 

Lloyd E Clarke
Homebuyers Help Line LLC

Lior Cohen
Olympic Homes

Solomon Fatakhov
Best Choice Realty

Judith Garcia
Judith Garcia  Realtor

Roger J Hayes
Jenna Estates

Joshua S Ketover
Quick Home Sales Inc

Albert K Lau
American Land Realty Ltd

Lisa S Lou
Happy 8 Realty Corp

Dorothy J Matinale
Station Realty of Douglaston

Everton McIntyre
Judan First Realty Inc

Natalya Mikinberg
VI Properties Inc

Sankar Nirahu
Pace Realty Inc

Patricia M Pascullo
Long Island Real Estate

Edna J Terry
Your Home Realty Service

Paulette R Woodside
Paulette R Woodside Realtor

Raphael D Yerushalmi
Napoleaon Realty LLC

Rosalia Zambito
Rosalia Zambito Realtor

Eugene D Zinbarg
Bonilla Enterprises Real Estate

W E L C O M E
New LIBOR & MLS Members

JOIN THE LONG ISLAND REALTORS FEDERAL
CREDIT UNION TODAY!

TAKE ADVANTAGE OF OUR GREAT LOAN RATES!
For more information, Call Luisa at the Credit Union 

at 631-661-4800 Ext. 371.

Q



the Public Relations committee in 1996,
Chairperson of the Public Relations
Committee from 1997 to 2000, and Chaired
the Advertising committee from 2000-
2003. He has served as a member on the
Awards Committee, Bylaws Committee,
Library Committee, Long Range Planning
Committee, Legislative Committee, MLS
Technology & Services Committee, and the
Procedures Committee. Jay was the
Chairperson of the Budget and Finance
Committee and served as the Vice
Chairperson of the RPAC Committee in
1999. He was highly instrumental in coor-
dinating charitable events that include the
Annual Realtor Rumble, the Winter Wrap
Clothing Drive, and the Food for the Needy
at a local soup kitchen.

At the State level, Jay served as RPAC
Trustee for two years. He has served as a
State Director from 1995 to present and has
served on the Legislative Policy, Information
Management and MLS Committees as well
as the Technology Forum where he was
Chairman for two years.

Jay serves as a NAR Director and also
serves on the National Business Research
Advisory Group of NAR’s Research
Committee and on the National Housing
Committee.

Jay actively participated in the adminis-
tration of the Realtor Housing Relief Fund,
established after September 11th, 2001.

In 1997, Jay was named “Businessperson
of the Year” by the Nassau County
Chambers of Commerce. In 1999, he was
named “Man of the Year” by the Merrick
Chamber of Commerce. Jay serves as a
board member of the Long Beach and
Merrick Chambers of Commerce.

Jay is also active in the Merrick Little
League. He is a Director of both, the
Merrick Kiwanis and the Jason Foundation
for Pediatric Cardiology Research.

Jay is married to Susan, has six children
and eight grandchildren.

Adriana Jurcev has received the nomi-
nation for 2004 Queens Vice President, a
position she is currently serving. Adriana is
an agent with Prudential Douglas Elliman
Real Estate in Bayside. She joined LIBOR
in 1993 and has served as a LIBOR
Director since 2000.

Adriana has been an active member of
her Queens North Shore Chapter where she
currently serves as a Chapter Director. In
1998 she served as Chapter Secretary. In
1999 she held the position of Treasurer and
then in 2000 – 2002 she served as Chapter
President. Adriana currently serves as Vice

Chairperson of the Risk Reduction
Committee. She also serves as a member
on the Nominating Committee and
Housing Opportunity Committee.

At the State level, Adriana serves on the
Board of Directors.

Gilbert A. Picard has received the nomi-
nation for 2004 Suffolk Vice President, a
position that Gil currently serves the Board in.
Gil is Broker of record, CEO and President of
Pine Hill/Picard Realty in Dix Hills and
Picard Realty Associate in Huntington.

Gil joined LIBOR in 1973. In 1981 Gil
served as LIBOR Treasurer. In 1980, Gil
served as Suffolk County Vice President for
the Multiple Listing Service of Long
Island, Inc. and was a member of the MLS
Board of Directors from 1975-1998. He has
served as a LIBOR Director since 2000 and
is a member of the RPAC committee. He
has recently been appointed to serve as a
NYSAR Director.

Gil is a graduate of N.Y.U. His commu-
nity involvement includes the Kiwanis
Club of Huntington and the Huntington
Chamber of Commerce.

Sheryl Kushnick is the 2004 candidate
for Nassau Vice President. Sheryl has been
an active real estate professional for 13
years and is the Broker of Real Estate
DEPOT of N.Y. in Oceanside.

She joined LIBOR in 1990 and has been a
LIBOR Director since 1997. Sheryl has
been an active member of the Nassau South
Shore Chapter since 1998 where she cur-
rently serves as a Chapter Director. In 2000
and 2001, Sheryl was named President of
her Chapter. She also served as Secretary
and as 1st Vice President in 1999. Sheryl
also received the LIBOR Chapter
Distinguished Service Award in 1998 for her
service to the Nassau South Shore Chapter.

Locally Sheryl serves currently on the
Grievance Committee and Professional
Standards Committee. Since 2001, she has
served on the Awards Committee,
Nominating Committee, Education
Committee and Risk Reduction Committee.

At the State level, Sheryl is a Director
and serves on the MLS committee, Fair
Housing Committee, and Professional
Standards Committee.

Sheryl’s community involvement is
extensive over the last 18 years. In 2001
Sheryl was the recipient of the distin-
guished LIBOR Community Service
Award. In 1999-2000 she headed up the
fundraiser to benefit the Marty Lyons
Foundation at the Nassau South Shore
Chapter Holiday Party. She co-chaired the
raffle fundraiser for the NSS Chapter to

benefit the Diabetes Research Foundation
in 2000. Since 2000, she actively partici-
pates in the Annual Realtor Rumble helping
raise money for juvenile diabetes. Since
1998, Sheryl coordinates and participates
in a local food drive, collecting thousands
of pounds of food, which is donated to local
soup kitchens & families through the local
school systems.

Sheryl has volunteered at the Rod Gilbert
Annual Golf Classic to benefit the Juvenile
Diabetes Foundation. Since 1996, she has
been a volunteer for a Holiday Project
Christmas Caroling at a local nursing
home. In 1998 & 1999 she participated in
the Toys For Tots toy drive. In 1999, she
participated with the NSS Chapter in a
fundraiser for One-in-Nine Breast Cancer
Foundation. She volunteered once again in
1997 for a Muscular Dystrophy fundraiser
and in 1995, Sheryl offered her services at
the South Shore JCC Israeli Festival.

Linda Bonarelli is the Broker/Owner of
RE/MAX North Shore in Huntington and
Re/Max Fine Homes & Estates in East Hills.
Linda is this year’s candidate for 2004 LIBOR
Treasurer, a position she currently holds in
2003. Linda has served as a LIBOR Director
and has previously served as a Director for the
MLS of LI. In 2002 she was Chairperson of
the Professional Standards Committee.
During the last few months of 2001, Linda
served as Secretary for the MLSLI. From
1997 to present, Linda has served on LIBOR
Committees that include: Budget & Finance,
Bylaws Committee, Grievance Committee
and Education Committee. Linda has served
on the Professional Standard Committee
every year since 2000. Linda has also served
on MLS Committees that include: Budget &
Finance, Technology Committee, Advertising
Committee, Procedures Committee, Virtual
Office Website Review and the Task Force
Committee.

At the State level, Linda is a Director and
serves on the Professional Standards
Committee.

Linda holds the following designations:
CRB, GRI, CRS, CIPS, and CBR. She also
holds a BBA in Accounting from Adelphi
University.

Linda’s community service includes her
involvement with fund raising for the
Children’s Miracle Network.

Kathleen Engel has received the nomi-
nation for 2004 LIBOR Secretary. Kathy
joined LIBOR in 1986 and is currently
General Manager and an associate broker
with REMAX/Elite Realty in Malverne and
Oceanside. She has been in the real estate
industry for 17 years and holds the presti-

gious CBR, LTG and CRS designations.
Kathy was named LIBOR Salesperson of
the Year in 2000.

Kathy currently serves LIBOR as a
Director and the RPAC Co-Chairperson. In
2002 she served as RPAC Chairperson, and
in 2001 she served as RPAC Vice-
Chairperson. Kathy served as the Awards
Committee Co-Chairperson and served as
Chairperson of the Professional Standards
Committee in 2001. In 1999 and 2000 she
served as Vice-Chair of the Professional
Standards Committee. Additionally, Kathy
has served on the following LIBOR
Committees: Bylaws Committee, Co-Chair
of the Education Committee, Equal
Opportunity Committee, Library Committee
Legislative Committee, Co-Chair of the
Risk Reduction Committee, Housing
Opportunity, Task Force Committee, and she
is a Mediation Officer. Kathy has also served
on the MLS Procedures Committee and
Technology and Services Committee.

Kathy has been very involved with the
Women’s Council of Realtors L.I. Chapter
where she served as President in 1999 and
Secretary in 1998. In 2002, she was elected
President of the Women’s Council of
Realtors NY State Chapter.

Kathy also possesses a passion for tech-
nology. She has served as the chairperson
of the Technology Committee for WCR’s
NY State Chapter.

Since 1990 she has served as a director
for the Nassau South Shore Chapter and
held the position of President in 1992.

Kathy is also an MLS Rules instructor
since 1998, has served on the MLS
Procedures Committee.

She is a certified NY State Instructor for
Continuing Education as well as a NYS
certified Real Estate Mediator since 1998.

On the state level, Kathy has attended
NYSAR Conventions over fifteen years and
is currently a Director. Kathy is a NYSAR
RPAC Trustee. She also serves on the
RPAC, Professional Standards, Legislative
Policy and Technology Committees.

Kathy is also involved in her local Civic
Association where she serves on the Board
of Directors and is a Committee
Chairperson. She is also involved in the
Nassau County Republican Club.

October 29th will provide Realtors with
more than a voting opportunity. The
General Membership meeting offers
LIBOR members the opportunity to con-
nect with fellow Realtors and provides
information on industry related affairs. All
members are encouraged to attend.

Polls are scheduled to close at 2:00 p.m.
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ARTICLE X – DUES, FEES AND
FINANCE

SECTION 2. DUES
a) The annual dues of all members shall

be established by the Board of Directors and
set forth in a separate schedule showing the
categories and the corresponding dues.

b) The annual dues of each REALTOR®

member shall be in such amount as estab-
lished annually by the Board of Directors,
plus an additional amount to be established
annually by the Board of Directors times the
number of real estate salespersons and
licensed or Certified Appraisers who (1) are
employed by or affiliated as independent
contractors, or who are otherwise directly or
indirectly licensed with such REALTOR®

Member, and (2) are not REALTOR® mem-

bers of any Board (the National Association
definition of REALTOR® applies here; if
said other board shall have a definition in
conflict with the National Association’s def-
inition of REALTOR® Member, the
National Association‚s definition shall con-
trol) in the state or a state contiguous thereto
or Institute Affiliate Members of the Board.
In calculating the dues payable to the Board
by a Designated REALTOR® Member, non
member licensees shall not be included in
the computation of dues if the Designated
REALTOR® has paid dues based on said
non-member licensees in another Board in
the state or a state contiguous thereto, pro-
vided the Designated REALTOR® notifies
the Board in writing of the identity of the
Board to which dues have been remitted. 

c) In the case of a Designated REALTOR
Member in a firm, partnership, or corpora-
tion whose business activity is substantial-
ly all commercial, any assessments for non-
member licensees shall be limited to
licensees affiliated with the Designated
REALTOR (as defined in (1) and (2) of the
above paragraph) in the office where
Designated REALTOR holds membership,
and any other offices of the firm located
within the jurisdiction of this board.

d) A REALTOR with a direct or indirect
ownership interest in an entity engaged
exclusively in soliciting and/or referring
clients and customers to the REALTOR for
consideration on a substantially exclusive
basis shall annually file with the
REALTOR’s primary board on a form

approved by the National Association a list
of the licensees affiliated with that entity
and shall certify that all of the licensees
affiliated with the entity are solely engaged
in referring clients and customers and are
not engaged in listing, selling, leasing,
managing, counseling or appraising real
property. The individuals disclosed on such
form shall not be deemed to be licensed
with the REALTOR filing the form for pur-
poses of this section.

c e) Dues for new members joining the
Board during the course of the year may be
pro-rated.

d f) The annual dues of each Institute
Affiliate Member shall be as established in
Article II of the Bylaws of the NATIONAL
ASSOCIATION OF REALTORS®.

Proposed Bylaw Changes Recommended By the LIBOR Board of Directors

General Membership Meeting Set for Wednesday – October 29th
(Continued from page 1)
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LONG ISLAND’S LARGEST INDEPENDENTLY OWNED
RESIDENTIAL REAL ESTATE FIRM PROUDLY WELCOMES

Sandy, Lou, and Bettie join over 500 other Laffey Associates 
in 14 offices on Long Island and Queens.

We invite you to explore what a career at 
CENTURY 21 Laffey Associates can mean to you.

For a confidential interview please call Emmett Laffey direct 
at 516-625-9848 or email Emmett@laffey.net

www.LAFFEY.net
Long Island’s premier web site for residential properties!

SANDY BINDER
Executive Vice President, Luxury Homes International
Sandy Binder, a leading broker on the North Shore for the past 26 years, has joined CENTURY 21 LAFFEY ASSOCIATES, 
Fine Homes & Estates to head up its new global luxury home division called LUXURY HOMES INTERNATIONAL.

“There are less than a handful of agents in her league,” said Emmett Laffey, the CEO of Laffey Associates.  “Sandy's experience, style, 
and professionalism have led her to be one of the most successful brokers of prestigious properties on Long Island. She will now lead
LUXURY HOMES INTERNATIONAL.  Her new position is Executive Vice President.  We expect our luxury home sales of over
$1,500,000 to triple over the next 12 months.”

BETTIE M. MEINEL
Vice President, Career Development
Bettie has served on the Board of Directors of the Long Island Board of Realtors, is presently a Director for New York State Association 
of Realtors, North Shore Chapter Board of Directors for the Long Island Board of Realtors, and is immediate past president of the Long
Island Chapter of the Women’s Council of Realtors.  She serves on the Education Committee and has served as chairperson, the
Professional Standards Committee, and the Long Range Planning Committee.

Bettie has earned the CRS, GRI and LTG Designations, and has completed Fine Homes & Estates training.  Recognizing that technology
would play a key role in the real estate market, acquiring the necessary skills to best serve buyers and sellers became high priority.  

“Because of her continued commitment to education and training of new and seasoned Realtors, we are pleased to have Bettie Meinel 
as our Vice President of Career Development,” said Emmett Laffey, CEO of Laffey Associates.

LOU SILVESTRI
Operations Manager, Century 21 LAFFEY Associates June Shapiro
Mr. Silvestri has an extensive background in sales and management. In his most recent appointment, Lou was the Office Manager for Charles
Greenthal Residential Sales in Manhattan. In a prior position, Lou was the Senior Executive Assistant to the President of Insignia Douglas
Elliman in Manhattan. Having a strong Sales background among past employment positions including Computer software with Computer
Associates, Education software, Technology consultant placement, Insurance products, and Consumer packaged goods, has enabled Lou to 
fit well into his new assignment.

Emmett Laffey
Chief Executive Officer

Mark Laffey
Chief Operating Officer

Philip Laffey
President



Stratus Fax Attachment Released
For All

Stratus has a new feature called Fax
Attachment that enables the listing bro-
ker to attach documents to their listings
via a fax machine. Categories that can be
included are Agency Disclosure; Lead
Paint Disclosure; Floor Plan; Survey;
Property Condition Disclosure and Other
1 & Other 2 (which are general cate-
gories that can be used for any other type
of document.

To attach a faxed document to your
lisiting, click Print Fax Cover Page. Fax
the cover page along with your docu-
ment to 631-661-7119.

Once a document is attached to the
listing, it can be viewed by all by click-
ing, View Fax Attachments. For an
example of a listing with several fax
attachments, view ML# 1548356.

Virtual Tours Are Now Available To
MLS Offices From $79

We are pleased to announce a new
cooperative marketing agreement
between MLS of Long Island and Virtual
Imaging Corporation (VIC).

Participating MLS offices will now be
able to order virtual tours (VICTours),
the most used tours in the real estate
industry, at well below VIC’s published
list prices. The most popular tour, the
VICTour 5 (5 scene tour) is available for

only $79.95.
To order your tours on Stratus,

which allows you to take advantage of
this special pricing, links to the VIC
order form have been placed in two
locations:

1) On the Add/Edit Menu click on
“Order a VIC Tour”

2) At the end of Add and Edit listing
there is a new option to “Order a Virtual
Tour Through VIC From $79”.

After submitting the order form a VIC
representative should contact the listing
agent within 24 hours to schedule the
tour shoot. After placing the order if you
have any questions you may contact the
VIC National Customer Care Center at
888-619-8813.

Reminder: DO NOT Give Out
Stratus ID and Password

A Realtor member advised us that
someone contacted her requesting her
access codes to Stratus and her email
address. It was reported to us that the
caller said he needed the codes because
he was updating the computers at the
Board and MLS.

Please be advised that this person does
not work for LIBOR/MLS. We ask that
you not give out your user id or password.

If you have any information regarding
this issue, please contact Customer
Services at 631-661-4800 ext. 1.

N e w s  &  V i e w sN e w s  &  V i e w s
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We are always trying to stay in front of
the curve by providing Realtors® with
services they need before they ask for it.
In a recent report by NAR, 89% of buyers
and sellers reported using the Internet dur-
ing the real estate process. These findings
have given way to enhancements on
mlsli.com, all of which have been made to
better serve you and your customers. 

One such enhancement
is the capability of
Requesting a Showing of
the Property in which
they are interested, by
clicking through the link
underlined in the picture
here. The visitor simply
clicks on the link that appears on all
mlsli.com listings and sends the agent or
listing office an e-mail message requesting
a showing of that home. 

MLS started tracking the number of site
visitors taking advantage of this option in
July of 2003. To date, over 10,000 visitors
to mlsli.com have taken advantage of this
feature and have clicked through the link,
establishing communication with the list-
ing office or agent electronically. 

What happens to these thousands of e-
mail requests? It’s a good question to ask.
An informal survey was done in our
Communication department to find out
how some offices are handling these
requests. After calling a few real estate
offices on Long Island, it was found that
for the most part, each office seems to
have their own system for handling
Internet leads. The majority however,
seemed to have an assigned a “point per-
son” in the office. The “point person”
assumes the responsibility of checking the
office e-mail and distributing the inquiries
in the same way other leads and ups are

handled. One Broker reported that their
office found it more productive to have
Internet inquiries for a showing request to
go directly to the listing agent to insure
that they are handled in a timely manner.
Additional findings included that most of
the offices reported Internet leads on the
same tracking system in place for other
leads like walk-ins and phone inquiries. 

The most important thing
is make sure that your
office has an established
routine for checking and
processing e-mail inquiries
from customers. If you
don’t have one already in
place, take time to initiate

one immediately. Surveys show the num-
ber of bona fide leads you get from the
Internet will only continue to increase as
more and more people use the Internet dur-
ing the home buying and selling process. 

MLSLI.com is currently logging over
10,000 visitors a day, some of which want
to communicate with you via e-mail. In
the recent survey on Buyer and Sellers
Profiles, 100% of the respondents indicat-
ed that the speed of communication and
response to inquiries was important to
them. Additionally, surveys show that the
failure to respond to e-mails within 24
hours, inevitability loses you the lead per-
manently. 

In summary, it’s important to check that
we have your correct e-mail address on all
your listings. Make sure you check your
e-mail as frequently as you check your
voice mail and make sure you respond to
them as quickly as you would return a
customers phone call!

And hey, while you’re working your-
self life crazy, don’t forget to have some
fun too!

MLS Info Line
By James Netter

MLS President

Requesting a Showing
Via E-mail

Q. I have an offer and want to be pre-
sent when the offer is presented

but the Listing Broker informs me that all
offers must be presented without me
being there. How do I know if they have
presented my offer?

A. If you are told by the Listing
Broker’s office that you cannot be

present when your offer is submitted to the
seller, you can ask for those instructions in
writing even if those instructions are on the
listing agreement. Also, Rule #703.41 a
states “Whenever a Cooperating Broker

desires assurance that an offer procured by
them has in fact been presented to the
owner, said Cooperating Broker may com-
plete an Offer Acknowledgement Form to
be submitted to the homeowner and
acknowledged by the homeowner signing a
statement that the offer has in fact been pre-
sented to and reviewed by the homeowner.”

Please Note: The Offer
Acknowledgement Form can be found at
Documents on Demand (Document # 320)
through WWW.MLSLI.COM or at Fax on
Demand, 631-661-9126 (Document #320).

MLS Q&A

MLS NEWS • MLS NEWS • MLS NEWS • MLS NEWS • MLS NEWSMLS NEWS • MLS NEWS • MLS NEWS • MLS NEWS • MLS NEWS

LIBOR’s all new 22.5 hour Stratus
Certification course will be offered in
West Babylon and Jackson Heights
beginning in September. This three day
hands-on computer course is a compre-
hensive technology training program that
develops Realtor expertise in all major
functions of the Long Island Multiple
Listing on-line system known as Stratus.
Students taking this course will receive a
completion certificate on the final day
and will earn 22.5 hours of continuing
education credit. Upon completion stu-
dents will have satisfied the two year
continuing education requirement for
New York State Realtors.

The program is divided into three com-
ponents to be covered over the three days.
Day one will include Stratus functions that
are used primarily to assist buyers. These
are the Information Center, update,
searching methods, mapping, saving
searches, advanced reports, e-mailing list-
ings and prospect match.

Day two focuses on the Stratus func-
tions used to assist sellers. On this day stu-
dents will learn how to use the
Comparative Market Analysis, adding list-
ings, editing listings, photo upload and
managing a contact data base.

The final day will provide instruction in
the areas of Stratus used for assisting all
consumers. Included in day three will be
Public Records searching, list pendens,
deed transfers, downloading property
addresses for mailings, designing mailing
labels in Word, and development of mar-

ket share reports.
Students registering for this program

should have general computer knowl-
edge and be comfortable using the
mouse, manipulating Windows scroll-
bars, taskbar and opening/closing of
programs and have basic Internet skills.
Registrants will be screened to deter-
mine eligibility. Anyone not qualified
will be required to complete the
“Computers Made Easy” class offered at
LIBOR prior to registering. Cost of the
class is $225 for LIBOR members
(includes 22.5 hours CE credit), $250
for administrative staff in an MLS par-
ticipating office (letter must be on file
with LIBOR membership).

Upcoming 22.5 hour Stratus
Certification class dates:
LIBOR West Babylon: 
(9 am to 5:30 pm)
September 22, 23, 24 (Mon,Tues,Wed)
October 15, 17, 20 (Wed, Fri, Mon)
November 10, 12, 14 (Mon, Wed, Fri)
December 3, 5, 8 (Wed, Fri, Mon)

LIBOR Queens Realtor Service Center
Jackson Heights (plenty of free park-
ing):
(9 am to 5:30 pm)
October 27, 29, 31 (Mon, Wed, Fri)

To register or ask questions call
LIBOR/MLS Customer Service at 631-
661-4800 x21 or Queens Realtor Service
Center at 718-429-8666.

New 22.5 Hour STRATUS Certification
Course Begins in September

As of 8/29/03 these are the
fines that have been levied
for the Inventory Clean-up
Program:

Fine # of
Amount Fines
$200 103
$100 34
$50 433

INVENTORY CLEAN-UP FINES
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Everything you say and do says
something about you. This has never
been more true than in a text based
environment like the Internet. A web-
site ALWAYS reflects the organization
or people behind it. Often negatively!

Getting a website right takes work
and commitment, and if you want it to
succeed you really must spend time to
get it right and present that crucial
good first impression to your potential
customers.

During any conversation you can
pick up extra clues from tone of voice,
the choice of words used, the way it is
said, pauses, etc. They provide emotion
and meaning over and above the actual
words being spoken. The same is true
of text content on websites too. There
are extra clues of emotion and meaning
and what you choose to write and how
you say it can say a lot about you, your
organization and your priorities. These
priorities are often clearly visible (real-
ly!) to every potential customer that
visits your site to pick up on, and can
therefore reveal a great deal about you.

It will reveal:
• your business priorities, 
• how your organization is struc-

tured and run, 
• whether you focus on your cus-

tomers, 
• if you deal with things effectively, 
• if you are easy to deal with, 
• your attitudes, 
• whether you pay attention to detail 
• if you are trustworthy 
• AND beware, it will also reveal the

negatives too. The exact opposite or
lack of the above properties.

So, what is your website really say-
ing about you? Are you sending out a
positive and useful ‘message’ to your
potential customers?

How do you know? There are some
key things to look for on your website
or any other website. Bear in mind also
that there could be a combination of
one or more of these together:

• Weak text/sales copy — text that
lacks direction and order, doesn’t
excite customer. 

• Text heavily focused on compa-
ny/products — The message is clear.
You are only interested in
yourself/your company and therefore
your site is too. 

• No/wrong website focus — web-
site either not focused on the customers
needs or focused on the wrong things.
The potential customer doesn’t receive
a positive and clear message about who
you are, how you do business, etc.

• Poor layout — poorly organized
webpage/website. No clear sense of
order. Lack of clear prioritizing and

decision-making, probably a reflection
of the organization. “We can’t identify
and meet objectives and that will be
reflected in the way we treat you.
Watch out, you can’t trust us!”  

• Not easy to use — difficult to use
website and website functions. Often
these technical functions have the most
sophisticated software known to man to
do a particular function like, say, buy-
ing a train ticket. Unfortunately they
didn’t consider how real people actual-
ly want to use the website or website
functions.

• Too much text — we absolutely
love to tell you how great we are/our
product is. We’ll try and bore you into
buying our products with loads of text.

• “Brochureware” — existing
brochure has been moved online. A
token website. Does little for anyone.
“Looks great doesn’t it...?” (Not really
a question, more a statement). We
thought we should get a website
because everyone else has one. 

• Too much animation/other — extra
stuff that doesn’t serve any real pur-
pose from distraction. We absolutely
love flashing things, gadgets, buttons,
scrolls, colors, fonts... the more the bet-
ter. More an experiment than a business
website. 

• Difficult to contact anyone — the
online equivalent to an electric fence.
Typically employed by big corpora-
tions. They’ve gone to great lengths to
make sure its very, very difficult to
actually email anyone within the orga-
nization (unless you want to buy some-
thing in large quantities). 

Did you recognize any of these from
your virtual travels on the Internet?
They are all present to some degree in
businesses of all sizes and industries.

Does your site have any of them? If
so, the message you are sending out to
your potential customers is unlikely to
help you succeed online. In fact its very
likely to make you fail and will have a
harmful affect and direct influence on
your image and reputation, customer
visits and repeat visits, sales and repeat
sales, company results, customer good-
will and contact levels, etc.

Make your site the best it can be.
Few websites are perfect, but with a
little commitment and effort it will get
better and better. Work at it. Ask for
constructive feedback. Make a com-
mitment to getting your website to say
the right things about you first time.
You only have one chance to put
across what you want to say. Use it
wisely. Get it right and it will still be
paying you back long after you’ve
done it.

Source Frog Pond Group

Techno-Bits

What Your Website REALLY Says
About You And Why It Matters

TECHNOLOGYTECHNOLOGY

Realtors Are Logging onto the NEW
Realtors Only Site at a record pace. Since
the new Realtors Only section on
MLSLI.com was unveiled at the LIBOR
Education Conference and Expo in June,
the number of visitors is up, up, up. The
average number of Realtor visits to the
redesigned REALTOR ONLY section of
Mlsli.com peaked at 8,000 a week.
LIBOR and MLS expect that number to
continue to rise, attributing the growing
popularity of this site to a variety of rea-
sons.

Here is what Realtors will find at the
Realtors Only site.

• About LIBOR/MLS: Leadership,
staff directory, MLSLI and LIBOR office
locations and directions, Code of Ethics
and LIBOR By-law information.

• Member Benefits: In this section
LIBOR members will find services and
discounts, an updated membership direc-
tory and helpful industry related link.

• Education: Professional Development
offerings and Computer Training Schedules,
course descriptions and registration infor-
mation.

• Legal: Articles of Interest,
Counselor’s Comments, and LEGAL
Helpline Information.

• Legislative Affairs/RPAC: Informa-

tion on the latest National, State and
Local issues.

• Documents on Demand: Online
access to a wide variety of forms, ser-
vices, support material, products and
overall general information.

• Services for Brokers: Office
Roster, Broker Reciprocity, Technical
Support and Office Web pages.

• News and Events: Get the latest
on-line version of The REALTOR paper,
Education Express, LIBOR’s Bulletin,
and other industry news.

• Chapter & Division: LIBOR Chapter
Leadership, news and a calendar of events.

• Shop on Line: Purchase forms &
Supplies, Office Websites, Egg Lenses,
Electronic Lock Boxes, Stratus Unplugged
and more, quickly and easily online.

• Pay Your Bills Online: Here is a
convenient way to pay your LIBOR
membership dues and MLS bills online
securely. In addition, you can make a
contribution to RPAC, or view/modify
your personal membership information.

• Contact Us: Long Island Board of
Realtors, Inc., 300 Sunrise Highway,
West Babylon, NY 11704, 631-661-4800,
(F) 631-661-5202, LIBOR Email:
libormem@mlsli.com, MLSLI Email:
mlsmem@mlsli.com.

Getting On To Get Ahead...

MLSLI.com, home to the Multiple
Listing Service of Long Island and the
Long Island Board of Realtors have
recently enhanced their site by adding 17
new Home Financing calculators to the
Mortgage Center page.  Buyers and
Sellers visiting the consumer site can log
onto http://www.mlsli.com/mortgage-
calc.cfm and choose from any of the fol-
lowing calculators, which are available in
both English and/or Spanish:

• How much can I borrow? 
• How much will my mortgage pay-

ments be?
• How much will my adjustable rate

payments be?
• Which is better: fixed or adjustable?
• Should I pay points to lower the rate?
• Which is better: 15- or 30-year loan

term?
• How much should I put down for a

new home?
• How much can I save in taxes?
• What will my closing costs be?
• Am I better off renting?
• Am I better off refinancing?
• What will my refinancing costs be?
• How can I reduce mortgage insur-

ance costs?
• Which lender has the better loan?
• Which loan is better?
• How advantageous are extra pay-

ments?
• What home can I afford?
In addition to the Home Financing

Calculators, the Mortgage Center pro-
vides visitors with access to information
on mortgage products, rates and local
lenders.  On the Mortgage Center page
visitors can also find articles designed to
help better understand the mortgage
process.

17 More Reasons to Visit MLSLI.com
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(C)2003 Realty Information Systems, Inc., d/b/a Help-U-Sell(R). All rights reserved. Each Help-U-Sell(R) Real Estate Franchise is independently owned and operated. This is not an offer to sell a Help-U-Sell(R) Real Estate Franchise.
Offers are made only upon delivery of the current Help-U-Sell(R) Real Estate Franchise Offering Circular which contains all relevant information concerning the costs, expenses, risks and commitments involved in purchasing a franchise.

This is not a solicitation to any person or entity that is currently under contract with another real estate franchise organization. 

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

www.helpusell.com        800-227-4742

WHO ELSE IS GOING
TO HAVE A HAND IN
YOUR POCKET?

It’s getting tougher to make a living in
real estate these days. And next year
will be worse. You’ve probably already
been forced to cut commissions just
to get the listing. Then you’re torn
between scrimping on service or just
earning less.

Help-U-Sell can be your solution.
Our unique unbundling concept lets
you provide only those services
consumers are willing to pay for. They
save, you save, and everybody wins.

Find out how we can help you fight
the invaders. Visit our website or
call for more information.

T H E  A N T I D O T E



By Blanche Evans

1. The Internet is where the buyers are. 
In 1995, about two percent of buyers used

the Internet to find a home. By 2001, that
number had skyrocketed to 41 percent ˆ
even-steven with newspapers which have
lost ground for the same period. The Internet
was the only medium to go up in use while
print, yard signs, and television all went
down. Also going down in percentages of
information sources used by buyers were
open houses, referrals, and relocation com-
panies. This information is straight from the
2002 National Association of Realtors
Profile of Home Buyers and Sellers. 

2. You can capture Internet buyers
(and sellers) before they choose another
Realtor. 

Buyers need to prepare themselves before
executing a home purchase. They turn to the
Internet so they can navigate in privacy and
obtain scads of information in order to bet-
ter decide what they want to do. 

Imagine making the momentous decision
to buy a home. Would you know the answers
to basic questions like ‘what is the market
like?‚’ ‘how much house can I buy?‚’ “when
will I be ready to buy?‚’ and ‘how will I
know a good deal when I see one?’

A savvy Internet Realtor is prepared to be
an information source and assist with
answers via e-mail, market conditions
reports, school reports and more. 

While it’s true that consumers don’t typi-
cally go to the Internet to find real estate
professionals, according to the California
Association of Realtors‚ survey of Internet
buyers in February 2002, 79 percent of
Internet buyers chose their agents from the
Internet. 

3. The Internet cannot only deliver
answers quickly and easily to consumers,
it can also dazzle them. 

Online display and information technolo-
gies such as virtual tours, multiple photos,
mapping, crime statistics can deliver rich,
detailed information about listings which is
invaluable to consumers. 

Compare that to what you can put in a
typical classified ad, and you can see why
consumers prefer the Internet. It saves them
time and they get more information, and
that saves you legwork. 

4. The Internet is an ideal communica-
tion medium. 

And don’t underestimate the importance
of the Internet as a communication tool. The
Internet is the only medium where you can
engage in a dialog with your prospect
directly from your ad. 

5. Advertising is cheaper, more innova-
tive and more far-reaching on the Internet. 

Where else can a prospect view your list-
ings and find out all they need to know
about you, too? 

According to the NAR’s 2001 Member
survey, agents are paying about one-tenth of

their earnings to advertising. It’s clear that if
you are tithing that much, you want to be
certain you are spending your money in the
right places. 

Internet exposure is a bargain compared
to most newspaper advertising, but many
agents feel strapped by having to spend
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TECHNOLOGYTECHNOLOGY

Why Realtors and
Homebuyers feel Secure with
Mid-Island Mortgage Corp.

Licensed Mortgage Banker – NYS, NJ & CT banking departmentsRE030702.002

great service
• Loan Officers Available 7 Days a Week
• Each Loan Officer has a back office team consisting of a

Processor, Underwriter and Closer

900 Merchants Concourse, Westbury, NY 11590

many products
• No Income Verification    • Jumbo Loans    • Non-Conforming
• Landlord Program    • FHA203B    • FHA203K    • VA 
• SONYMA   • 100%LTV    • 1st & 2nd Mortgages

informative seminars
• Mortgage Products    • Credit Reports    • Qualifying A Buyer
• Asset Verification    • Seller’s Concession    • Affinity Relations

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

Louis Bottari
516.683.0800
718.895.1234

For only a few dollars a day, your company will GET NOTICED by
thousands of internet users visiting our websites every day.

Call Donnalee at (631) 661-4800 ext. 348 for more info.
MENTION THIS AD AND RECEIVE A 

COMPLIMENTARY BANNER AD CREATION.
OFFER AVAILABLE TO NEW ADVERTISERS ONLY

WE’VE GOT YOUR INTERNET AUDIENCE
If your target Audience is over 18,000 Long Island Realtors — 

Advertise on MLS STRATUS.
If your target audience is thousands of Buyers and Sellers — 

Advertise on MLSLI.COMb

Five Reasons Why You Need Internet Marketing

FALL SPECIAL... b
Buy one month of WEB ADVERTISING on

MLS Stratus or MLSLI.com
and get the second month FREE!!

(Continued on page 22)
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Picard Realty and Associates Ltd.,
Huntington, New York, is pleased to
announce its recent merger with Pine Hill
Properties LTd. Of Dix Hills, New York to
form Pine Hill/Picard Realty Inc. of Dix
Hills. Congratulations to Gilbert Picard,
Broker of record, who has been named
CEO and President of the new venture.
Sandy Binder, a leading broker of luxury
homes on the North Shore for the past 26
years, has announced today that she has
joined CENTURY 21  Laffey Associates,
Fine Homes & Estates to head up its’
Luxury Home Division. Neil E. Sterrer,
owner/broker of Sterrer Realty in Long
Beach brought the Rock n’Roll Band Risky
Business back to the Long Beach Summer
Concert Series on July15, 2003 where over
1,000 people enjoyed another great
evening under the stars. This concert marks
the 14th consecutive year of sponsorship
for Neil with this program. John Ryley of
Miller Place, Long Island has been hired by
RE/MAX New York, Inc. to work in the
company’s growing franchise sales divi-
sion. He will be responsible for creating
opportunities, developing relationships and
selling new RE/MAX franchise offices
across New York State. The following
agents have recently joined National
Homefinders, Signature Properties;
Michele Tomei, Thomas Snow, Reno
Menniti, Meredith Kuraz, and Traian
Sfera joined the Setauket office; Judith
Kasten, Peggy Ann Karshick, and Robert Ciminelli joined the Patchogue

office; Khaula Doleh and Stella Matike
joined the Port Jefferson Station office;
Dorothy Craig joined the Ronkonkoma
office; Peter Battelino and Irene Demma
joined the Huntington office; Kimberly
Hinton joined the Smithtown office and
Myron Price and Linda Laguerre joined the
Brentwood office.  This past month Sue
and Vince Panettieri, Owner/Brokers of
Vin-Pan Realty, Inc. held their 19th Annual
Fundraiser for M.D.A. at the California
Pizza, Walt Whitman Mall in Huntington
Station, N.Y. The event was their annual
“Jail & Bail”. In one day over $19,000 was
pledged for the benefit of M.D.A. Daniel
Gale Real Estate was recently honored by
Stony Brook’s Ward Melville Heritage
Organization (WMHO) at its tenth annual
Long Island Golden Eagle Award Dinner.
Daniel Gale received the organization’s
Heritage Partner Award, for its support and
commitment to WMHO’s mission to pre-
serve and manage local historic sites and
environmentally sensitive areas. Winner of
the first WELLS FARGO HOME MORT-
GAGE CORP sponsored Open House

Raffle held at Locust Valley
Daniel Gale Office, is
Barbara Brundige of Piping
Rock Associates. The winner
was picked from all non-
Daniel Gale broker business
cards deposited while attend-
ing Daniel Gale Open Houses
during the prior month. Prize
is a private dinner for eight
people prepared and served by
a professional chef in her
home. Bettie Meinel joins
Century 21 Laffey Associates
as Vice President of Career
Development. Bettie Meinel
has been a resident of the
Laurel Hollow, Cold Spring
Harbor and Huntington area
for the past 28 years and has

been active in the community on many lev-
els. Century 21 Laffey Associates is
pleased to announce that Lou Silvestri has
joined Laffey Associates in the Great Neck
Office as the Operation Manager. Mr.

Silvestri has an extensive background in
sales and management. Edward Freeberg,
a Realtor with Prudential Douglas Elliman
and President of the Central Nassau
Chapter and his wife, Leah were honored at
a dinner at the Jewish Community Center
of West Hempstead.

Neil E. Sterrer (3rd from left), owner/broker of Sterrer Realty, Long Beach and 
Rock n’ Roll Band Risky Business.

Dr. Richard Rugen, chairman of The Ward Melville
Heritage Organization (right) presented the Heritage

Partner Award to the Daniel Gale Agency at the 
organization’s recent Golden Eagle Dinner.  Accepting
the award on behalf of Daniel Gale are (l. to r.) Jean

Gale, Stan Gale, D. Kent Gale and Pat Petersen, Daniel
Gale President and CEO.

We regret to inform you of the passing
of Ralph Bove’s mother, Rose, on 8/4/03.
Services were held at Lucia Brothers
Funeral Home in the Bronx on 8/6/03.

We regret to inform you of the passing
of Venitia Smith, of C21 Cambridge,
Lake Grove. Services were held on
Wednesday July 23rd in Riverhead. In
Lieu of flowers, donations may be made
to the Joseph Smith Fund, (Venitia’s 8
year old son) and sent c/o C21
Cambridge, 2780 Middle Country Rd,
Suite 100, Lake Grove, NY 11755.

We regret to inform you of the pass-
ing of Ann Lindner, Re/Max Elite,
Malverne. Services were held on
August 2nd.

We regret to inform you of the pass-
ing of Nikolaos Kavourgias, Value
Lane Realty, Bayside. Services were
held August 11th, Frederick’s Funeral
Home in Flushing.

We regret to inform you of the pass-
ing of Al Novello, husband of Vivian
Novello, National Homefinders
Signature Properties, Babylon. Services
were held on Thursday, August 28th at
Our Lady of Lourdes in West Islip.

Obituaries

This & That

Helen Dudkewic, director of 
development and community rela-

tions for Huntington Hospital, thanks
honoree Pat Petersen, president and
CEO of Daniel Gale Real Estate, for

her important role in this year’s
Women’s Golf Outing.

Huntington Hospital's Women’s
Golf Outing Results are Way

Above Par

Hough & Guidice
REALTY     INC.

“Everything We Touch Turns To Sold!”

Call any of the above people for a confidential discussion of how

Hough & Guidice Realty can help your real estate career soar.

� Competitive Commission Splits � 16 Cooperating Offices
� Massive Advertising � Agent Recognition
� Friendly Brokers With Open Doors � Holiday Parties

� On-going Training - For ALL Agent Levels

Hough & Guidice Realty has it all.

Join the TEAM that is SOLD on SUCCESS!!

���������������������������

Baiting Hollow.............

Bay Shore.....................

Centereach....................

Lake Ronkonkoma.......

Melville..........................

Middle Island................

Miller Place..................

Manorville.....................

Nesconset.....................

Patchogue......................

Patchogue(Ron Bush)...

Port Jefferson................

Selden...........................

Shoreham......................

Syosset...................(516)

Wading River................

369-2000

969-9800

736-6800

738-0400

944-6400

345-5600

474-2000

281-8600

360-2900

289-0700

289-3737

476-6800

698-6900

821-2040

496-2022

929-1100

TM

Paul Basileo

Felica Chillak

Martin Hammer

Lou Papas

Jade Pastor, Bob Roth

Anthony Guidice

Lou Papas

Terri Medici, Lucine Anzelone

Evan Greene

Shawn Hough

Shawn Hough

Gary Mayhew

Parker Hough

Rosemarie Princi, Lynn Astre

Linda Petralia

Dave Lunenfeld, Gail DeSantis

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

Nobody Sells More Real Estate
Than RE/MAX

20 AGENTS WANTED
JOIN THE WORLD’S BEST

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

To schedule a confidential interview, call Randal. Destiny Realty
(718) 736-1010Each Office Independently Owned and Operated
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GOLDEN R 
($5,000 and Up)
Joseph L. Canfora
Dorothy Herman*
Audrey Livingstone

CRYSTAL R 
($2,500 to $4,999)
Mary E. Adams*

STERLING R
($1,000 to $2,499)
Ralph Bove
Frank Dell Accio
Kathy L. Engel
Melvyn S. Farkas
Barbara Frechter
Jay A. Helsinger
Patricia Levitt
Maxwell Levitt
Otto Lugo*
Walter Messina
Joseph E. Mottola
Daniel Ryan
Richard Witt

PRESIDENT’S
CLUB
($500 to $999)
Gabriele Bishop
Linda Bonarelli
Floyd G. Earl
Bryan Flynn
Patricia M. Masone
Mary F. McLaughlin
Thomas Murray
Michael Piccolo
Ruth C. Sansiviero
Donald C. Scanlon
Tony Smith

CAPITAL CLUB
($250 to $499)
Matthew B. Arnold
Alan L. Berger*
Lisa R. Bornschein
Audrey K. Brandt
Jennifer Brule
Bart J. Cafarella
Joanne Canfora
Ana Cornejo
Marie A. Costello
Lisbeth N. English
Warren M. Fink
Barbara Ford
Marian Fraker Gutin*
Mary G. Fudens
Carol Gallo 

Turschmann
Gail M. Gladstone
Nicholas Gomez
Phillip L. Greenblatt
Susan G. Helsinger

Michael Mendicino
Richard Merritt
James A. Netter
Alexander D. Phillips
Gilbert A. Picard
Neil E. Sterrer

$99 CLUB 
($99 to $249)
Olga E. Abreu
Bartlett L. Ackerson
Kenneth L. Adamo
Michael C. Adges
Edul N. Ahmad
Anthony A. Albanese
Jose Alcantara
Peter J. Alizio
Bridget D. Allim
Dale D. Alstead
William J. Angelos
Paula M. Annarumma 

Caruso
John A. Ardito
Giovanni Ariola
Christopher 

Armstrong
Dino P. Ascari
Dorothy A. Aschkar
Evelyn Atanas
Azucena M. Ayala 

Diab
Nicholas J. Badame
Patricia Barbosa
Paul R. Basileo
Hilary Becker
Carole Belley
Rita B. Bender
John Berookhim
Kenneth Bianco
Giuseppa Biasi
Gary S. Bonanno
Lucille Bonanno
Kathleen P. Borg
Geralynn Bozza
Benjamin Braunstein
Robert Bretscher
Arthur Briscoe
Louise P. Brooks
JoAnne Brower
Deborah A. Brown
Thomas M. Brown
Stephen A. Bruno
Robert J. Budhu
Joseph F. Buzzell
William Byers
Miguel A. Cabrera
Jorge E. Cajiao
Leon Calderon
Louis J. Campione
Athena Tina Canaris
Peter M. Caputo
Henry R. Cardello

Daniel R. Caroleo
Peter Caruso
Pat Cassis
Frank Castelli
Hector Castillo
Lorraine Castrignano
Peter J. Cavallaro
Robert A. Celic
Diane Chan
Young Sam Chang
Kanubhai Chauhan
Kumal A. Chetram
Anthony P. 

Chiaravalloti
John Chiarovano
Maurice G. Chin
Susana Cid
Evamarie J. Cinque
Lloyd E. Clarke
Lior Cohen
Anessa V. Cohen
Nancy Comerford
Abijah G. Cooper
Peter Cornea
Joseph J. Corriston
Charles S. Cortese
Carol P. Costanzo
Katherine Cuddeback
Peter D. Cylvick
Samuel DaGrossa
Gloria Datlow
Liddie M. Davis
Domingo P. 

DeGuzman
Ramon DeJesus
Nilo A. DeLaTorre
Raymond A. DeLeo
Vincent Dell Accio
Frances I. Dellipaoli
Peter S. Demidovich
Suzanne DeNoyior
Anna DeSantis
Vincent DiCanio
Marylou DiClemente
Pasquale DiMarco
Josephine G. Dizon
Bruce Dodkowitz
Mandares M. 

Dornagon
James Dowdell
Sooroojnee Edoo
Robert Eisenoff
Akiva Kevin Emergi
Olubenga A. 

Fakuade
Solomon Fatakhov
Thomas Fay
John Ferrer
Vincent E. Ferreri
Marcia Finkelstein
Lawrence P. Finn
Carol K. Fisher

Gary A. Fitzgerald
Francesco Fonti
Wesley Ford
Erica L. Freeman
Keith V. Friedman
Julio C. Galarza
Thomas G. Gallagher
Rajnikant V. Gandhi
Joy B. Gape
John Garcia
Pablo A. Geymayr
Andrew Giancontieri
John T. Girvan
Bertram M. 

Goberdhan
Susan Goldman
Howard Goldson
Bonnie L. Goldstein
George R. Gordon
Robert R. Grant
Marie R. Grant
Morris C. Greene
Brigitte E. Greene
Joanne K. Greenspan
Anthony L. Guidice
Robert J. Gunther
Jacqueline Guzzo
Roozbeh Hakimian
Robert L. Harding
Steven M. Harney
Gregory J. Hastava
Roger J. Hayes
Edith K. Heinemann
Martin P. Hepworth
Edgar Hernandez
Newton A. Hinds
Arthur M. Hofbauer
Warren S. Hoffman
Newton L. Homan
Chong H. Hong
Walauddin Hoosein
Mathew K. Horn
Sung Ai HynsonKim
William S. Imandt
Eric W. Jackson
Robert C. Jacobsen
Kristen James
William Jee
Joseph W. Johns
Marquise N. Johnson 

OMeally
John L. Juliano
Adriana G. Jurcev
Ramesh D. 

Kalicharran
Janet M. Kalman
James G. Kalpakis
Faith G. Kanen
Morton Kaplan
Randy Kaplan
Nazmoon Karim
Marilyn A. Karpoff

Barbara Keenan
Elizabeth Kelly
Richard C. Kesnig
Joshua S. Ketover
Martha M. Keys
Unhui Ki
Tina Kim
Douglas Kluender
David Kook Ko
Sharon Kollore
Catherine Kolsch
William O. Konkel
Emily P. Koo
Marion Kowalczyk
Walter P. Krokowski
Joseph K. Kronwitt
Jerold Krupnick
Sheryl F. Kushnick
Sidney Kwintner
Sung W. Kwon
Mei Ying Lai
Philip K. Lam
George W. Lambro
Jeffrey K. Langer
Pamela G. Lanigan
Theresa A. Laria
Ann M. Lasker
Albert K. Lau
Trudy A. Lauben
Kevin M. Leatherman
Joann Lee
Sejeh Lee
Shirley Lee
William F. LeMaire
Mark M. Lerner
Tanda J. Lerner
William Li
Hilda C. Lincoln
Joan C. Lipitz
Kenneth Lippe
Todd S. Litz
Irene D. Lockel
Tina Loffredo
Hector O. Logrono
Latifa Lokmani
Lisa S. Lou
Charles Lovell
Dennis L. Lovell
Nancy L. Lovett
Rita J. Lowry
David L. Lurie
Johnstone S. Ma
Hattie Mack
Patrick H. Mackay
Erik C. Mahler
Malachy T. Mahon
Susan D. Maisto
Sanjaya Mallick
Maria L. Mancini
Thomas M. 

Mangialino
Jack Gajraj Mangra
Jean Mansueto
Ray Manzoni
Eli Maor
Anne M. Marian
Francesco S. Marino
Romeo L. Marquez
Hector Marroche
Jose Martinez
Vito Martinico
Rita Maruca
Patricia G. Maude
Michael A. Mauro
Patrick A. Mazza
Thomas J. McCarthy
Kathleen A. 

McConville
Patrick McCook
Cecile McCook
Barbara McDonough
Everton M. McIntyre
George C. McKnight
Maureen A. McMahon
Theresa A. Medici
Glenn A. Messineo
Menelaos E. 

Metalios
Bernard Miglio
Frederick Mignone
Michael Mikhailov
Scott Miller
Nazim K. Mohamed
Garth A. Molander
Gloria C. Molloy
Yoon S. Moon
Alice H. Morabito
Michael J. Morris
Robert S. Moskow
Aileen J. Murstein
Joann Mussman

Rhoda Nadell
Paul P. Napolitano
Karen M. Newhouse
Kai Shun Ng
Sankar Nirahu
Carmine A. Notaro
Vivian Novello
Virginia O Dwyer
James F. O Kane
John P. OConnor
Rocco A. Oliverio
Peter T. Orisses
Rosemarie Orlando
Robert B. Pace
Shu Na Pan
Xiao Feng Pan
Geneive Panton
Vincent C. Papa
Maureen Papalas
John A. Pappalardo
Willard Parker Hough
James W. Pase
Antonio J. Patino
Emiliano Perez
Tamia Perry
Mary Jane Pettit
James A. Phillips
Joseph Picone
Paul Pijuan
Betty Ann Pilling
Rosetta L. Pirillo
Anthony M. Piscopio
Robert A. Pistani
Roger L. Post
Thomas M. Potter
James S. Powers
Rose Marie Princi
Barry D. Pugatch
Kenneth Racktoo
Jay G. Rakhar
Kumar Ramdass
Gladys Ramirez
Mark Ramjeet
Eric G. Ramsay
Roopnarine Ramudit
Eileen Rankin
Denise Rauff
Donna Reardon
Norma C. Reynolds
William C. Rhodes
Carl W. Riese
Joyce D. Ringe
Rafael Rivera
Susan M. Roberts
Gloria I. Rodriguez
Diana Romano
Edward T. Romeo
Sandra Rosen
Kathleen E. 

Rosenbaum
Fred Rossi
Robert K. Roth
Lee Rothleder
Harriet M. Rowan
Murray Rozenel
Trevor K. Rupnarain
Mary Alice Ruppert
Anna Russo
Kathleen C. Ryan
Abul K. Saadullah
Arthur P. Saitta
Quentin B. Sammis
Munawar H. Sandhu
Rosemarie J. 

Santiago
Joseph C. Santoro
Geraldine S. 

Sapanaro
Angela M. Scaldaferri
Nancy Scarola
Emanuel J. 

Scarpinato
Marlena C. Schein
Ann Marie Schiano
Michael B. Schindel
Peter J. Schneeberg
Helaine A. 

Schneiderman
Lucy Schut
Muriel Schwartzapfel
Terry Sciubba
Roberta Scully
Mary L. Segrete
Adolph D. Seltzer
Robert T. Sendel
Barbara Shane
Richard M. Shane

Eileen Shapiro
Claude Simos
Powan K. Singh
Nishwa P. Singh
Phyllis A. Singler
Joseph T. Sinnona
Scott P. Sisskind
Fanny Soisson
Robert H. Solomon
Robert Southern
Debra A. Spagna
Carol A. Sparaco
William R. Strickland
Barbara J. Strugala
Michael W. Studley
Frederick C. 

Stutzmann
Kaori Sumiya
Jason Tabachnick
Thomas F. Tabone
Srun Taing
Golam M. Talukder
Kelley J. Taylor
Yves-Merry 

Telemaque
Lee S. Testa
John Testaiuti
Jan E. Thomas
Mildred Thomas
Angela Tortorici
Li Tiene Townsend
Arthur T. Triantos
Marilyn Triolo
Christopher Tscherne
Boguslaw Turosz
Jin N. Um
Frank S. Urso
Marilyn Urso
Giuseppe Vaccaro
Vincent Vaiano
Thomas J. Vastola
Lucy A. Verdeschi
Mario Villamil
Totee K. Wadhwa
Donald B. Walis
Una Walsh
Irvin S. Weinbrand
Paul K. Wernersbach
Rochelle G. 

Wernersbach
Carolyn M. Whalen
Carolyn E. White
Yvonne Wilburne
Randy J. Willett
Edward F. Wilson
Jamie C. Winkler
Willie M. Wyatt
Rong F. Xu
Zeng Wen Ye
John A. Yeamans
Chao Ling Yeh
Archie L. Yon
Ramin A. Zakarya
Mohsen Zandieh
Eugene D. Zinbarg
Raymond A. 

Zorovich
Mohammad Zubair

Less Than $99
Ahmed K. Abulnasar
Sal Ammirati
Elizabeth Annese
Luis I. Anzola
Jeetendra Asgar
Debra Berg
Anne Blond
Dharmindra Brijram
Lori A. Butti
Jody M. Caccavale
Maria Carr
Josette Christolin
Julius A. Clarke
Robert Crasto
Georgia A. Daleo
Anthony M. DeLuca
Olguine C. Ejindu
Gennifer C. Ellis
James H. Elstroth
Alejandro R. Esquen
Rolando D. Figueroa
Hugh L. Foster
Maryann Frank
Priscilla Y.Fung
Martha E. Garcia
Rosita A. George 

Williams

David A. Gonen
Tammy L. Grella
Robert W. Hiller
Tommy Chien F. Ho
Sara Homan
Christopher J. 

Hubbard
Claudette E. James
Julie James Bryant
Wilmen Joa
Timothy M. Jones
Ivy V. Karkut
Osborne A. King
Maria Kosicinski
Paul A. LaTrace
Farangis L. Lavian
Desiree E. Leitch
Marina Levin
Zhi Rong Lin
Ansar Mahmood
Ronnie L. Mandel
Gladys Marzan
Mary T. McInerney
Donna L. Memoli
Noriko Mendez
Christopher Menna
Lionel A. Mohabir
James V. Mollica
Vincent R. Morgan
Mary Ann Murphy
Deborah A. Musso
John Nesta
Judith E. Perez
William Pettas
Virginia Picart 

Backus
Thomas E. Pilz
Mark S. Puchalski
Jonatan G. Pupo
Michael J. Radesco
Juancarlo Ramos
Rudra Rampersaud
Kathryn Renaldo
Seibert L. Robinson
Richard Rosado
Anne M. Ruvolo
Ralph Salzillo
Barbara Scura
Barbara L. Sheib
Ramgopal G. Singh
Tajinder X. Singh
Venus Siraj
Patricia A. Slevin
Richard Springsteed
Nicolas Tejada
Lori Thomas
Yim C. Tong
Sherry VanLiew
Rita M. Vitali
William Wang
Rosa White
Robin V. Wright
Dagmar M. Yastrub
Dennis P. Yeap
Youngsook Yoo
Shi Z. Zheng

2003 RPAC HONOR ROLL... It’s your best investment in business!
For more information, please contact Randy L. Kaplan, Director of Governmental Affairs, Ext. 380.

*These LIBOR members have
pledged RPAC contributions.    

**All contributors of $20 or more
will be automatically entered
into NAR, NYSAR and  LIBOR
Sweepstakes.

Congratulations to all who have con-
tributed to RPAC this year. Through your
efforts we have reached a little over
$156,800, which represents the highest
amount ever contributed for LIBOR.
Thank you!!! 

Now I’d like to take the time to recog-
nize the members who take the time to
read this article. You are the backbone of
our RPAC efforts. You are the members
who have a clear understanding of its’
value. Unfortunately, there is still a vast
majority of our members who are
unaware of what RPAC is, and the

importance of the dollars collected. I’m
asking for your help. 

So far, almost 3,500 members have
participated. If each of you were to speak
to 5 other members about the reasons
why they should contribute their fair
share ($25), then we will have reached
and perhaps surpassed our goal of
$252,000 for NAR. More importantly,
we would have made a statement nation-
ally to every other REALTOR board that
we are the leaders of the PAC!!!

Don’t forget the LIBOR, NYSAR and
NAR sweepstakes!!! LIBORs’ Break the
Bank Sweepstakes has a Grand prize of
$1,500 (and has better odds than the lot-
tery). For every $20 you get 1 chance
and the odds get better the more you con-
tribute. 

Thank you for your time and money,
now let’s go team!!!

RPAC Update

Kathy EngelPat Levitt

LIBOR’s RPAC goal has increased from $144,000
in 2002 to $252,000 in 2003 due to NAR increasing

RPAC fair share from $10 to $15 per member.

REALTORS POLITICAL ACTION COMMITTEEREALTORS POLITICAL ACTION COMMITTEE

RPAC Co-Chairpersons

$156,800
& Rising

$156,800

GOAL
$252,000
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On October 1, 2003 the National Do
Not Call List becomes effective. This
means that you cannot do cold call tele-
phone solicitation or call FSBO’s if the
telephone number called appears on the
National Do Not Call List and your com-
pany must maintain a Company Specific
Do Not Call List for five years. Some of
the more important aspects of the new reg-
ulations are discussed in detail below.

The do not call lists used to determine
whether or not a consumer’s telephone
number is registered on a do not call list
may not be older than three months from
the date the call is made.

The National Do Not Call List pertains to
residential telephone numbers and cell
phone numbers. It is unlawful to call a tele-
phone number on the list if the communi-
cation is intended to promote your business
or obtain present or future business. The
regulations cover any message advertising
the commercial availability or quality of
any property, goods or services whether or
not the offer of such property, goods or ser-
vices for sale or rent will be made during
the call or in the future. Clearly the regula-
tions prohibit cold calling in farming areas
and telephone calls to FSBO’s if the tele-
phone number called is on the National Do
Not Call List. The regulations will also pro-
hibit telephone calls to referrals if the refer-
rals telephone number is on the Do Not

Call List. These exceptions will be dis-
cussed later in this article.

In addition to the National Do Not Call
List every business will have to maintain a
Business Specific Do Not Call List. If a
consumer requests that their telephone
number be put on the Company Specific
Do Not Call List then in fact their telephone
number must be placed on that list no later
than 30 days from receiving such a request.
Furthermore, if the business has the ability
to place the name on the Company Specific
Do Not Call List in less than 30 days they
are required to do so. Companies must
respond to a consumer request to be put on
a Company Specific Do not Call List in the
shortest reasonable time but not later than
30 days from the date Specific Do Not Call
Lists. If a company has more than 1 office
there must be a central registry and all
offices are on notice of the fact that a con-
sumers telephone number appears on the
Company Specific Do Not call List even if
that list is not physically within the office of
the agent. Consequently, multi-office firms
will have the burden of not only establish-
ing and maintaining the list but of dissemi-
nating it to all branch offices and ultimate-
ly to every agent. Names must remain on
the Company Specific Do Not Call List for
five years.

The exceptions to the regulations are as
follows:

1. A telephone call can be made to a tele-
phone number on the National Do Not Call
List if there exists an establish business rela-
tionship between the consumer and the com-
pany. An established business relationship
means that there has been a closed transac-
tion or completed purchase within 18
months prior to making the call or that there
has been an inquiry or application made by
the consumer to the company within three
months prior to making the call. An inquiry
or application must be such as to create an
expectation on the part of the consumer that
a particular company will be calling then.

2. The company may contact a con-
sumer whose name is on the National Do
Not Call List where that consumer has
given prior written express permission to
be called by the company. Such permis-
sion must be in writing and must be signed
by the consumer. The permission must
contain the telephone number at which the
consumer consents to be contacted. The
permission may contain more than one
number i.e., home number, business num-
ber and a cell number. Such express con-
sent is valid until such time as a consumer
requests to be placed on a company spe-
cific do not call list. The consumer may
only be called at the number set forth in
the written permission.

3. The company may contact a consumer
where there exists a personal relationship
between the agent or employee and the con-
sumer. A personal relationship means that
the agent or employee personally knows the
consumer to whom the call is placed. A
referral to a stranger by someone who is
personally known to the agent or employee
is not a personal relationship between the
agent or employee and the consumer called
so that if the referrals name is on the
National Do Not Call List the agent or
employee may not call that consumer.

4. The call is a result of an unintended
error and the company can demonstrate
that it has adopted certain routine business
policies intended to assure compliance with

the regulations. The details of such a policy
are set forth on the MLSLI.com website.

There are detailed rules governing tele-
marketing where pre-recorded or comput-
er messages are used or auto dialing sys-
tems are used. If you intend to use such
technology please check the MLSLI.com
website. All telemarketing calls must be
made between the hours of 8:00 a.m. and
9:00 p.m.

A violation of these regulations is
enforceable by the Federal Communication
Commission; State Government (including
the Department of State) and by a private
lawsuit brought by a consumer in any State
Court. A consumer who receives a tele-
phone call using automatic dialing systems
or artificial pre-recorded voice messages in
violation of the regulations may bring an
immediate action in State Court. A con-
sumer who receives more than one tele-
phone call from a particular company (not
agent) in violation of these rules may be
sued in Civil Court. The damages recover-
able in such a lawsuit is $500.00 for each
violation which sum can be tripled if the
violation is knowing and lawful.

As this article is being written there are
enumerable questions which remain unan-
swered. Hopefully many of these ques-
tions will be answered prior to the regula-
tions implementation date of October 1,
2003. Certainly many more questions will
arise and be answered after the implemen-
tation date. LIBOR will continue to bring
updated information concerning the
National Do Not Call List using all of its
communication methods i.e.; this paper;
and MLSLI.com website. Do not get
involved in a lawsuit or a series of law-
suits for failure to gain the information
which will be forthcoming. Watch this
paper and the above website and all com-
munications from LIBOR. If you have
specific questions you can send a short
note to this author addressed to LIBOR.
LIBOR will try to answer such questions
using all of the above medium.

COUNSELOR’S  
COMMENTS
by Howard W. Goldson
Goldson, Nolan Associates, LLP

Don’t Touch That
Phone!

Until You Read This

LEGAL/GOVERNMENTALLEGAL/GOVERNMENTAL

REALTORS® have successfully defeat-
ed S.2873/A.6822, the bill which proposed
that real estate practitioners would have
been presumed guilty of violating the
state’s cease-and-desist law simply because
someone filed a complaint against them. 

The state’s cease-and-desist law is sim-
ilar to a do-not call law, but it applies only
to real estate practitioners in and around

New York City. It would’ve presumed
that in some cases practitioners were
guilty of misconduct simply because
someone filed a complaint against them.
This is indirect contravention of the legal
tenet of innocent until proven guilty. The
bill also would’ve increased the maxi-
mum fines for real estate license law vio-
lations from $1,000 to $10,000.

Bill that Presumed Guilt Defeated

FORECLOSURE UPDATE
The most complete listing of Real Estate Foreclosure notices available for the five
boroughs of New York, Westchester, Nassau, and Suffolk counties. Delivered
weekly reformatted with additional features not included in the notice.

BUILDING NOTICES • TELEPHONE NUMBERS
• CROSS-REFERENCED BY DATE

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

Amex, MC, Visa, and Discover Accepted
Please make check payable to and mail to: 

FORECLOSURE UPDATE INC.
P.O. Box 220032, Great Neck, NY 11022-0032 or call (516) 487-6491

www.newyorkforeclosures.com

SUBSCRIBE NOW OR ORDER YOUR 
FREE COPY WITHOUT OBLIGATION

Members of the Long Island Board of REALTORS® recently met with
Congressman Timothy Bishop (D-1) at the Bellport Country Club to 

discuss the future of  real estate for the east end of Long Island. REALTOR® con-
stituents of the 1st congressional district had a chance to ask questions and voice
concerns regarding issues such as H.R. 111 (keeping banks out of real estate) and

affordable housing. Pictured here (L to R) is Kathy Engel, LIBOR RPAC Co-
Chair; Bob Herrick, LIBOR Legislative Committee Chair; Joseph Canfora,

NYSAR President-Elect, LIBOR Legislative Vice-Chair for Suffolk County; Mary
Adams, LIBOR President; Congressman Timothy Bishop (D-1); 

Jack Hangen LIBOR FDC; Audrey Livingstone, NAR RPAC Trustee; Gil Picard,
Suffolk Vice President; Mel Farkas, LIBOR President-Elect.

Congressman Timothy Bishop Meets with
Local REALTORS®
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OVER 70,000 INSPECTIONS
7 DAYS A WEEK

• NY, NJ & CT Licensed
Professional Engineers serving
NYC, NJ, Nassau, Suffolk, and
Upstate NY

• Pre-Purchase Home Inspections:
Written Cost Estimates Included;
50-70 page Narrative Reports;

• NOT A CHECKLIST; Confidential;
Structure, Wiring, Roof, Plumbing,
Heating, Leakage, Insulation,
Termites & Much More

• Consultations On Electrical,
HVAC, Structural, & Water  
Problems Termite
Reports Included

• Expert Court 
Testimony

• Advice on 
Environmental Issues

• Prompt, Courteous Service

800 605-1500
www.heimer.com

THE ENGINEERS THAT 
REAL ESTATE BROKERS

TALK ABOUT
THOROUGH INSPECTIONS...
FOR YOUR PEACE OF MIND

• NO OFFICE HOURS

• NO LICENSE REQUIRED

• NO RETAIL SELLING

• NO SHOWINGS
• NO OPEN HOUSES

SIMPLE SALES 
Develop a recurring income

selling title insurance. Sell to
your existing network of

attorneys, mortgage lenders,
builders and other real
estate professionals.

Completely compatible with
real estate sales.

Vista Land Services
Est. 1988

(631) 549-8200 
Call for written information

Case #4-1: Disclosure when Buying
on Own Account

Client A consulted Realtors B about the
value of a lot zoned for commercial use,
saying that he would soon be leaving town
and would probably want to sell it. Realtor
B suggested an independent appraisal,
which was arranged, and which resulted in
a valuation of $130,000. The property was
listed with Realtor B at that price. Shortly
thereafter, Realtor B received an offer of
$122,000 which he submitted to Client A,
who rejected it. After the passage of four
months, during which no further offers
were received, Client A asked Realtor B if
he would be willing to buy the lot himself.
Realtor B on his own behalf, made an offer
of $118,000, which the client accepted.
Months later Client A, on a return visit to
the city, discovered that Realtor B had sold
the lot for $125,000 only three weeks after
he had purchased it for $118,000.

Client A complained to the Board of
Realtors charging that Realtor B had taken
advantage of him; that he had sought
Realtor B’s professional guidance and had
depended on it; that he could not under-
stand Realtor B’s inability to obtain an
offer of more than $122,000 during a peri-
od of four months, in view of his obvious
ability to obtain one at $125,000 only three
weeks after he became the owner of the
lot; that possibly Realtor B had the
$125,000 offer at the time he bought the lot
himself at $118,000.

At the hearing, Realtor B introduced

several letters from prospects that had been
written while the property as listed with
him, all expressing the opinion that the lot
was overpriced. The buyer who purchased
the lot for $125,000 appeared at the hear-
ing as a witness and affirmed that he never
met Realtor B or discussed the lot with him
prior to the date of Realtor B’s purchase of
the lot from Client A. Questioning by
members of the Hearing Panel established
that Realtor B had made it clear that his
offer of $118,000 in response to his client’s
proposal, was entirely on his own account.

The panel concluded that since Realtor
B’s own purchase was clearly understood
by the client to be a purchase on his own
account, and since the client’s suspicions
of duplicity were proven to be unfounded,
Realtor B had not violated Article 4 of the
Code of Ethics.

Case #4-2: Indirect Interest in Buyer
Realtor A had taken two offers to buy a

commercial property listed with him to the
owner, Client B. Both offers had been con-
siderably below the listed price, and on
Realtor A’s advice, Client B had rejected
both. Realtor C came to Realtor A seeking
a cooperative arrangement on Realtor A’s
listing, which was agreeable to realtor A.
Realtor C brought a contract to Realtor A
from a prospective buyer, a bank, offering
more than the previous proposals, but still
10 percent less than the listed price.
Realtor A took the offer at less than the full
listed price. Again, the client acted on

Realtor A’s advice. The bank revised its
offer, proposing to pay the listed price.
This offer was accepted by Client B, the
owner.

About a month after the closing, the
Board of Realtor’s received a letter from
a director of the bank that had purchased
Client B’s property, charging Realtor A
and Realtor C with unethical conduct and
duplicity which had resulted in the
bank’s paying an excessive price for the
property. The complaint stated that
Realtor C was a stockholder in a corpora-
tion, one of whose officers was a director
of the bank; that Realtor C, in a transac-
tion that was handled through Realtor A,
had evidently used his connection with
the bank to induce the bank to buy at a
price higher than the market; and that
neither of the two Realtors had disclosed
to the other officers of the bank the con-
nection that existed between them and
one officer of the bank.

At the hearing, Realtor A defended his
actions by stating that he knew nothing of

any business relationship between Realtor
C, the cooperating broker and the buyer;
that he had acted wholly in accordance
with the best interests of his client, the sell-
er. Realtor C demonstrated that he had
negotiated solely with the president of the
bank; that the director of the bank who
happened to be an officer of a corporation
in which he, Realtor C, held stock was at
no time contacted during the negotiations;
that the matter had never been discussed
with that individual.

It was the conclusion of the Hearing
Panel that the indirect relationship
between Realtor C and the buyer was not
of a nature to require a formal disclo-
sure; that Realtor C could not be held to
be in violation of Article 4. The panel
pointed out, however, that in a border-
line case where it could be reasonably
inferred that a relationship did exist, the
spirit of Article 4 would be better served
if disclosure were made to avoid any
possibility of unfortunate or unfounded
suspicions.

ETHICS...This Month’s Topics

ETHICS & RULESETHICS & RULES

ATTENTION AGENTS: 
Sunshine Realtors offers...

• Generous & Flexible Compensation
• High Traffic/High Visibility Location
• On Site Owner/Broker
• Multiple Internet Sites
• No Franchise Or Other Fees

Call Today for a Confidential Interview 
631-271-2579

SUNSHINE REALTORS
Intelligent People/Important Property

OUR GOAL
IS TO HELP

YOU
SUCCEED!!!

sunshinerealtors@yahoo.com • www.sunshine-realtors.com
www.sunshinerealtors.net

Equal Opportunity Employer

CALL: Peter Bergang at STERLING GRAPHIC IMPRESSIONS
Tel: (516) 609-3200 • Fax: (516) 676-4769

email: info@sterlinggraphics.biz

Advertise In
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By Julian Block

Those kinder and gentler folks at the
IRS have a nifty present for real estate bro-
kers, sales agents and other self-employed
individuals: a better break on what they
spend for medical insurance, starting with
returns for 2003 to be filed in 2004.

You need no reminder that the cost of
medical care keeps climbing. Worse yet,
you have to absorb more of the cost
because so many charges are not covered
by your insurance.  

While these outlays loom large in your
eyes, they usually fail to measure up to a
deductible size in the view of the IRS: As
you laboriously list your itemized expens-
es on Schedule A of Form 1040, you’ll find
that the only expenditures deemed allow-
able are those exceeding 7.5 percent of
your AGI, short for adjusted gross income,
the figure on the last line of page one of the
1040 form.

But for 2003, self-employeds are able to
deduct 100 percent of their medical insur-
ance premiums (including qualifying long-
term care coverage) for themselves and
their spouses and dependents without
regard to that 7.5 percent threshold, up
from just 70 percent of such premiums for
2002.

Who qualifies: self-employeds, whether
they operate their businesses or profes-
sions as (1) sole proprietorships (what
most sales agents do) or partnerships; (2) S
corporation shareholders owning more
than 2 percent of the stock; or (3) limited
liability corporations. (S corporations and

LLCs are companies that are taxed much
the same way as partnerships are and that
pass profits or losses through to their
shareholders, who pay taxes at their own
individual rates). 

ABOVE THE LINE. I said that this
deduction for medical insurance payments
for self-employeds is not subject to the 7.5
percent threshold for all other medical
expenditures. This means that the deduc-
tion is not claimed on Schedule A, where
expenses are itemized, but on the front
(line 30 of 2002’s return) of Form 1040.
The IRS dubs this is an “above-the-line
adjustment,” that is, it’s one of the off-the-
top subtractions applied in the section
where you calculate your AGI. Thus, take
this deduction the same way you claim
write-offs for funds put in traditional IRAs
or other retirement plans.

Not only is this deduction not lumped
with those sums to which the 7.5 percent
limit is applied. The self-employed med-
ical-insurance deduction is available even
to someone who decides to pass up itemiz-
ing altogether and simply use the standard
deduction — the no-questions-asked flat
amount based on filing status that is autho-
rized for someone who finds it more
advantageous not to itemize. So even if
you opt not to itemize, you nonetheless get
an up-front deduction for 100 percent of
your medical insurance premiums.

CAUTION: DON’T COUNT IT
TWICE. If you do choose to itemize, don’t
forget that you’ve already claimed your
medical insurance premiums; you can’t
count that sum again under itemized med-

ical expenses. 
SELF-EMPLOYMENT TAXES. How

does that up-front deduction affect your
self-employment income for purposes of
calculating Social Security taxes? Sorry: It
doesn’t. The amount you deduct above the
line for insurance coverage does not reduce
self-employment income when filling out
Schedule SE (Self-Employment Tax) of
Form 1040 to compute net (receipts minus
expenses) earnings from self-employment.
The computation on that schedule is based
strictly on Schedule C, on which you report
your self-employment receipts and expens-

es to arrive at a net profit.
Julian Block is an attorney who has been

cited by the New York Times as “a leading
tax professional” and by the Wall Street
Journal as an “accomplished writer on
taxes.” His “Year Round Tax Savings
2003” guide covers changes introduced by
the 2003 tax act and explains strategies to
reduce taxes for this year and gain a head
start for future years. Send $9.95 for an e-
mailed copy or $14.95 for a postpaid copy
to: J. Block, 3 Washington Square, #1-G,
Larchmont, NY 10538-2032. Contact him
at julianblock@yahoo.com.

Medical Insurance Deductions for Self Employeds

Even with the economy’s slump in
recent years, some of today’s younger
generation expect to become millionaires
during their lifetime. College students
polled at an intern leadership conference
said just that: Five percent of them think
they’ll be in the million-dollar club
before they reach age 30.

There’s a big difference between
money that is earned and sudden wealth,
such as winning the lottery or receiving
a big inheritance. More than 90 percent
of lottery winners have run through the
loot within 10 years, and some even
sooner.

Here are some habits of enduring mil-
lionaires that one would be wise to copy.

• Successful millionaires see money as
a savings and investment tool rather than
something to spend. Many live simply,

and opt for less showy homes and other
luxury items.

• Set specific goals, and focus on
achieving them. This may mean scrimp-
ing on things (nice cars, expensive vaca-
tions) in the early years to save for bigger
things (starting your own business, retir-
ing early) later.

• Take strategic, rather than reckless,
risks to grow your money. An investment
in real estate may not be as flashy as one
in high-tech stock, but it may weather an
economic downturn better.

• Donate to causes close to your heart.
Besides the tax break, you’ll also feel
good about helping other.

• Today it’s not so far-fetched for a
household to have a net worth of $1 mil-
lion — in fact, one in 14 U.S. households
does. It’s what you do with it that counts.

Be a Millionaire (Or At Least Act Like One)

PROFESSIONAL DEVELOPMENTPROFESSIONAL DEVELOPMENT

The Seniors Real Estate Specialist (SRES) designation is one of the fastest growing designa-
tions in the nation. In just 3 years, it has become the 6th largest designation for Realtors in
the US with over 6000 designees nationwide. Realtors attending the course will be equip to
help seniors make wise decisions about selling the family home, age appropriate financing,
buying rental property or managing the capital gains, tax implications of owning real estate
among other issues. By earning the SRES designation, the Realtor demonstrates that they have
the requisite knowledge, experience and expertise to successfully provide seniors with pro-
fessional consultation about real estate. The SRES is not a National Association of Realtors
designation, but is a nationally recognized designation.

CLASS LOCATION: Long Island Board of REALTORS®
346 Sunrise Highway, West Babylon, NY

DATE & TIME: October 27, 2003, 9:00 am - 5:00 pm and
October 28, 2003, 9:00 am - 5:00 pm

INSTRUCTOR: Barbara A. Fairfield, ABR, CBR, GRI, SRES

COST: Your investment of $399.00 includes the complete SAREC package: seminar
fee, marketing package, placement on our website and first year’s member-
ship dues (renewal is $99.00 per year). Prospective designee must attend
both days of the class and pass the examination to receive the designation.

Reserve Your Seat Today for  
Continental Capital Corp.’s 

FREE SEMINAR  

Are Sellers 
Draining  Your 

COMMI$$IONS ? 

You May Be Doing 
Business the Wrong Way! 

YOU ARE WORTH MORE! 
How to Prove It! 

How to Get It! 

The other agent will do it for less! 
    My house sold too fast!  You don’t expect me to  pay you in full! 

Join Continental Capital &  
ProCalibre Associates  

For Breakfast at 9:00am 
Thursday, September 25th  

at the Adria Hotel 
On Northern Blvd. Bayside, Queens. 

Seminar to begin 9:30am sharp 
 You Must Register & Reserve Seat At : 

www.procalibre.com/events 
or Call 718-268-9000 

Skill and Business Development for  
Today’s Real Estate Professionals 

If you have ever heard similar words coming from sellers, then  
discover how to PREVENT these Objections instead of trying to 

overcome them! 

Debra J. Asher 
National Performance 

Coach, Speaker & Trainer 

The Long Island Board of REALTORS®

and the New York State Association of REALTORS®
in Conjunction With

Senior Advantage Real Estate Council (SAREC®)
Presents

“Seniors Real Estate Specialist”
This 2-day seminar is offered to REALTORS® who wish to obtain the SRES® National Designation

CE CREDIT APPROVAL: 10.5 HOURS

TO REGISTER: 
www.nysarnet.com • Call (800) 239-4432 • Fax: 518 462-5474
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PROFESSIONAL DEVELOPMENTPROFESSIONAL DEVELOPMENT

AGENTS WANTED
$150,000+ per year

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

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

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

No Gimmicks, Real Dollars, Unbelievable But True!!! Full support, immediate
customer service, help desk etc. Call today for more information and how to

sign up. You can also do Refinances, Lines of Credit, 2nd mortgages, etc. You
will be known in your office as an “in house” mortgage rep. You will begin a

great new career with your sales and rentals.

Ask for Anastasia or Tony

273 Conklin Street
Farmingdale, NY 11735

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

Registered Mortgage Broker New York State Banking Dept.
Loans Arranged Through Third Party Providers

Phone: (516) 845-4700
Fax: (516) 845-4704

CHECK US OUT WE ARE VERY DIFFERENT

■■ CASH INCOME O.K.
100% Financing with Employer
Letter Only, No Paystubs, 
No W-2’s, No Tax Returns

■■ FORGIVEN – ALL PREVIOUS
BAD CREDIT
The Last 12 Months Is All That
Counts 3% Down with Low Rates

■■ 100’S OF PROGRAMS &
LENDERS NATIONWIDE
Judgments O.K.! Bankruptcy
O.K.! Tax Liens O.K.!

■■ PROCESSING MORTGAGE
BROKER
One Application, One Appraisal
(Ours), We Process Everything
FAST! FAST! FAST!

"

"

"

"

by Mark Powell

What makes for a good lead? 
Within the real estate industry, it is wide-

ly accepted and frequently reinforced that a
lead is a good lead if the homeowner plans
to take action (buy or sell) in 90 days or
less. Everyone else has the potential to
waste a lot of your time, the general think-
ing goes, so they have little or no value. 

Therefore, when agents spend time and
money on prospecting and marketing efforts,
we do so with the expectation of finding good,
hot, motivated leads. These marketing activi-
ties frequently generate “contacts” or

“inquiries”, but not motivated leads, and are
considered failures. Ahigh percentage of open
house and Internet leads are perfect examples. 

This is precisely the point where most
agents lose the opportunity. If we are unable
to identify the prospect’s level of short-term
motivation, we frequently fail to follow up. 

If we do this, we are thinking short-term
while the prospect is planning longer-term.
In a highly competitive market, with big-
ticket transactions, this is a critical mistake.
Trying to build a business based on swoop-
ing in at the last minute to capture the deal is
exactly why agents so frequently are frus-
trated with their sales and marketing efforts. 

Many agents and real estate trainers will
argue that this long-term view is a mistake
because it has historically been time-consum-
ing to implement. But today we have hard evi-
dence that demonstrates the patterns of real
estate consumer behavior as defined above. 

My company recently analyzed more
than one million consumer leads captured
and cultivated online, and compared them
to public records of home sale transactions
from across the country. We were aston-
ished with what we discovered. Only 7.3
percent of consumers had sold their home
within three months, but the percent of
transactions closed climbed to 22 percent in
12 months and 40 percent after 28 months. 

This data conclusively shows that the

new Internet-enabled real estate consumer
is beginning their research online well in
advance of doing a transaction. If you are
operating with the mindset that a lead is
only good “if they plan to take action with-
in 90 days or less,” you are missing a huge
opportunity to capture more business. The
close rate of those one million seller leads
over 12 months is nearly three times that of
the industry average for general farming
techniques. 

Think long term when you’re developing
relationships with prospective sellers, and
don’t ignore leads that aren’t yet in a short-
term cycle. This strategy will net you more
listings, more commissions and greater suc-
cess as a real estate agent.

Look At Internet Leads In A New Way

By Dirk Zeller
Being a great listing agent requires you

to work harder with more intensity. It
takes more energy to create and convert
listing prospects. To be a Champion
Lister, you have to be able to control your
clients and control your schedule. You
have the opportunity to move people into
your schedule if you ask.

You must be disciplined in your
approach to prospecting, lead follow-up
and pricing of the property. Most
Champion Listing Agents I have met are
clearly more disciplined than other agents.
They have the personal discipline to do
what they must do even when they don‚t
feel like doing it.

Lastly, to be a Champion Listing Agent,
you must master your scripts and dia-

logues, presentation & qualifying, and
objection handling. As a salesperson, to be
a Champion Lister your skills have to be
world class. This is the most important area
because all others are built on this skill set. 

If you are not supremely confident in
your sales skills, you will look for excus-
es to not be in front of sellers in competi-
tive situations. 

We avoid the opportunities where we
might embarrass ourselves. We avoid the
opportunities that are uncomfortable when
we know our skills are not at the highest
level.

Resolve today to improve this vital area
of your business now and in the future.
The difference in your quality of life and
your quality of your business is estab-
lished by listing skills.

Listings, Listings, Listings

money on both. Newspaper advertising is
more targeted, but it is very expensive
because space is sold by the inch, and news-
papers target jobs, real estate and cars very
heavily. Because they are targeted, they are
more likely to get consumers who are clos-
er to buying a home than in the information-
gathering stages. These consumers, howev-
er, may already have a relationship with an
agent because those are the people looking
for open houses and listings in the classi-
fieds. 

The Internet has more areas to advertise
in, search engines, listings portals, and so
on, while there may be only one major
newspaper in town. However, for the cost of
one week’s newspaper ad, most agents can

fund their listings, virtual tours, and person-
al Web sites and some Internet placement
for about the same costs. 

There are also new ways to advertise that
hit consumers with exactly what they want to
know — what the local market conditions are
like. You can supply consumers with your
expertise with a report that includes access to
your e-mail, newsletter, and Web site. 

In short, you can find a program that suits
your budget whether you are a sellers’ agent
or a buyers’ agent, or whatever specialty
you have. 

Real estate is local, but what is happening
is that it is the locals who are going to the
Internet for information, as well as relocat-
ing families who are buying outside the
famous 50-mile radius.

Five Reasons Why You Need Internet Marketing
(Continued from page 16)
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PROFESSIONAL DEVELOPMENTPROFESSIONAL DEVELOPMENT

Call Us: 516.354.5000 Ext. 331 / Fax: 516.354.6858 or Call: 718.380.0006 
1st Republic Mortgage Bankers, Inc.

www.1strepublic.com

WANT BIGGER BUCKS? WANT A CAREER NOT A JOB?
FIND YOUR FUTURE...

• Full Free Training
• All Leads Provided
• Earn Up To 1.5% Per Deal
• Full Benefits
• Creative Programs
• FNMA / FHA / VA /
   SONMYA / FREDDIE MAC
   Approved Direct Lender

INSIDE SALES
MORTGAGE BANKER OFFERS:

By Chris Widener

There are lots of things we desire to own
in this life, aren’t there? Many of them are
fine and dandy, as the saying goes. But
there is the most important thing we own
that many people never think about own-
ing, and that is their life! They spend a lot
of time thinking about the next set of golf
clubs, a vacation home, or a new piece of
jewelry, but they never really understand
that they own their life. Whenever it comes
time to be responsible, they end up placing
the blame somewhere else, rather than
realizing that they are the owner and so
they are responsible! With that in mind,
here are some thoughts about the owner-
ship your have of your life:

You only own one person — you.
You don’t own your spouse. You don’t

own your boss. You don’t own your kids
(with kids, you are in charge of them,
given the tremendous responsibility of
teaching them to own their own lives, but
you don’t own them). No, there is only
one person you own, and that is you. That
is great news! Now you don’t have to
worry about running anybody else’s life!
This is a temptation for us isn’t it? We just
know how everybody else should do it
and with many of them we try to take
ownership and run their life! Well, hands
off! Take control of your own life since it
is the only one you own. You wouldn’t try
to drive somebody else’s car from the

grocery store parking lot, so don’t try to
drive their life either! You own you - so
stick to you!

You get to choose what to do with
only one person — you.

Once you have come to realize that you
only own you, you get to get to the fun
part — running your life and making it
what you want it to be. Instead of choos-
ing what other people should do, you get
to focus in on choosing what you get to
do. You get to begin to shape and mold
your life. This is exciting! Aren’t you glad
you don’t have to run everybody else’s
lives anymore? I am!

Your ownership means that you can do
what you want with yourself. Your life is
a blank sheet of paper. You can choose
whatever you want to do. You can have
whatever profession you want. You can
earn as much money as you desire. You
can marry whoever suits your fancy (as
long as you suit their fancy too by the
way). Stop wishing and start choosing. I
like to use the example of a person who
is thirty years old and doesn’t like their
income. I tell them that if the so chose,
they could go back to school, get a
degree, go to medical school and by age
forty be in a high-income profession.
Then they would have 25 years of high
wages to support the lifestyle they desire.
You can choose whatever you want and
take whatever actions you choose to rec-
tify any situation you are in!

Your ultimate destination in life is
set by you, not somebody else.

Where will you end up? Wherever you
choose to end up. You will do well to get
it in your mind that someday you will be
seventy years old and you will be at a cer-
tain place and the only thing that got you
there was the choices you made all along
the way. Imagine that. If you are thirty,
you have forty years — FORTY YEARS
— of choices that can put you right where
you want to be at the end of your life! So
you’re fifty-five? Who cares? You proba-
bly have at least twenty years left! You
still have TWENTY YEARS to get your-
self to whatever destination you choose.
Do you know what a person can do in
twenty years? ALMOST ANYTHING
THEY SET THEIR HEART ON! 

The responsibility for your life, and
what you accomplish, is found in
one person — you.

You will accomplish what you choose
to accomplish. You will make and save as
much money as you choose to. You will
write as many books as you choose to.
You will take as many vacations as you

choose to. You will have the kind of rela-
tionships you choose to. What you accom-
plish is up to you! Take that seriously!

Focus on your values and live them out,
regardless of what other people do. This is
key. We do not live our lives in a vacuum.
We need to be very thoughtful about what
we believe, about what our values are, and
what our morality is. These things will all
shape how we go about exerting ownership
of our lives. But once we have come to
understand these things for ourselves, the
power to live our lives increases tremen-
dously. Now it doesn’t matter what any-
body else does.

It doesn’t matter what the circum-
stances are. We live out of our morality,
values and beliefs. These are the princi-
ples that transcend everything else and
enable us to set our course! 

I know this seems like a lot of responsi-
bility, but I consider it a freedom and a
privilege! We get one life to live and we
get to shape it however we want. That is
one job I want to take seriously and not
mess up! With diligence, hard work, and a
lot of right decisions, I’ll get to the end of
my life deeply fulfilled. I hope you will to!

Take Ownership Of Your Life

“Tomorrow is the most important thing in life.  Comes
into us at midnight very clean. It’s perfect when it

arrives and it puts itself in our hands. It hopes we've
learned something from yesterday.”
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MLS STRATUS DEMONSTRATION
FREE three hour lecture demonstration (NOT hands-on). Instructor will show the Stratus system
on an overhead projector. All functions of Stratus will be covered:  Searching, CMA, Update, Info
Center, Public Records, Add/Edit, Prospect Match, Contacts. All members welcome — reserva-
tions are a MUST! 3 Hours (1 meeting) NO PRE-REQUISITES.

West Babylon . . . . Sept 10, Oct 3 . . . . . . . . . . . . . . . . . 9:30 a.m. — 12:30 p.m.
Jackson Heights . . Sept 9, Oct 7 . . . . . . . . . . . . . . . . . . . 10:00 a.m. — 1:00 p.m.
Riverhead . . . . . . Sept 9, Oct 8 . . . . . . . . . . . . . . . . . . . 10:00 a.m. — 1:00 p.m.

GET INTO STRATUS — SEARCHING LEVEL 1
This hands-on course includes:  Stratus Log-In, Review of Internet Explorer Basics, Stratus func-
tions/tabs/Navigation, Stratus Update — How to Print, Pre-Defined Searches, Quick Search,
Search Results screen; printing, Reports:  Full/Thumbnail/Flyer; printing, Using Help & Stratus
FAQ’s, Print by ML#, Today’s Listings on Info Center and much more! 4 Hours CE (1 meeting)

PREREQUISITES: Computers Made Easy and/or knowledge of minimize/maximize/drag
Windows, mouse click and double click, scrolling and task bar.

West Babylon . . . . Sept 4, 16, Oct 2, 7 (Eve)*, 22 . . . . . . . 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Sept 5, 19, Oct 3 . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.
Riverhead . . . . . . . Sept 10, Oct 15 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.

MAXIMIZE YOUR STRATUS SEARCHES —
SEARCHING LEVEL 2
This hands-on course includes: Full Search, Flex Search, Radius Search, Multi-Level Sorting, Saving
Searches, Custom Report Design, Statistics and Counts and much more! 4 Hours CE (1 meeting)

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

West Babylon . . . . Sept 9, 19, Oct 7, 8 (Eve)*, 23 . . . . . . . . . 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Sept 8, 23, Oct 9 . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.
Riverhead . . . . . . . Sept 17, Oct 21 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.

POWER LISTING WITH CMA AND OTHER STRATUS
TOOLS
This hands-on course includes: Designing and Printing a Stratus CMA, Adding and Editing MLS list-
ings, Adding and Editing Private listings, Uploading multiple property photos, Market Share reports
and graphs, Contacts: add, edit, search, print, download and much more! 4 Hours CE (1 meeting)

PREREQUISITES: Maximize Your Stratus Searches and/or extensive Stratus searching
experience.

West Babylon . . . . Sept 12, 25, Oct 9, 21 (Eve)*, 27 . . . . . . . . 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Sept 11, Oct 25 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.
Riverhead . . . . . . . Sept 23, Oct 23 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.

LEADS & LABELS WITH STRATUS COUNTY RECORDS
This hands-on course includes: Searching property records by address, Searching property records
by owner name, Researching lis pendens, Researching property classification (business, commer-
cial, residential, land), Downloading property addresses from public records, Printing mailing labels
using Word’s mail merge function and label wizard and much more! 4 Hours CE (1 meeting)

PREREQUISITES: Maximize your Stratus Searches and/or extensive Stratus searching
experience.

West Babylon . . . . Sept 17, 29, Oct 14, 28 (Eve)*, 29 . . . . 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Sept 16, Oct 22 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.
Riverhead . . . . . . . Sept 25, Oct 28 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.

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

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

West Babylon . . . . Sept 15, 30, Oct 16, 30 (Eve)*, 31 . . . . 9:30 a.m. — 1:30 p.m.
Jackson Heights. . . Sept 17, Oct 24 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.
Riverhead . . . . . . . Sept 30, Oct 30 . . . . . . . . . . . . . . . . . 10:00 a.m. — 2:00 p.m.

*PLEASE CHECK FOR EVENING HOURSCO
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STRATUS COMPUTER TRAINING

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

NO PREREQUISITES (Excellent introductory course for beginners)
West Babylon . . . . Sept 8, Oct 1. . . . . . . . . . . . . . . . . . . 9:30 a.m. — 12:30 p.m.
Jackson Heights. . . Sept 10, Oct 1 . . . . . . . . . . . . . . . . . . 10:00 a.m. — 1:00 p.m.
Riverhead . . . . . . . Oct 2 . . . . . . . . . . . . . . . . . . . . . . . . 10:00 a.m. — 1:00 p.m.

EXPLORING THE INTERNET
The Internet is a technology that has a profound effect on the way we learn and do business.
This class will provide the student with a basic understanding of what the Internet is, how it is
accessed and how it can be applied to personal and business needs. Learn how to navigate
around the internet using the World Wide Web. 3 Hours (1 meeting)

PREREQUISITES: “COMPUTERS MADE EASY” AND/OR ability to use mouse and Windows
West Babylon . . . . Call for Dates
Jackson Heights. . . Call for Dates
Riverhead . . . . . . . Call for Dates

INTRO TO MICROSOFT WORD
This introductory course covers creating a document, saving and retrieving a document, format-
ting the text using underline, bold, justify, center, changing margins, fonts and printing.  The stu-
dent will also learn proper highlighting techniques and how to use the toolbars and menu bars
basic editing and formatting. 3 Hours (1 meeting)

PREREQUISITES: Must know the mouse AND/OR “COMPUTERS MADE EASY”
West Babylon . . . . Sept 11, Oct 1 . . . . . . . . . . . . . . . . . . 9:00 a.m. — 12:00 p.m.

& 5:30 p.m. — 8:30 p.m.
Jackson Heights. . . Oct 16 . . . . . . . . . . . . . . . . . . . . . . . 10:00 a.m. — 1:00 p.m.
Riverhead . . . . . . . Call for Dates

INTERMEDIATE MICROSOFT WORD
This course covers the desktop publishing features of Word including borders & shading, bullets
and numbers, tables, multiple page document, using page numbers, headers and footers. 
3 Hours (1 meeting)

PREREQUISITES: “INTRODUCTION TO WORD” AND/OR strong knowledge of quick
keys, toolbars, formatting and selecting text.

West Babylon . . . . Sept 11 . . . . . . . . . . . . . . . . . . . . . . 12:30 a.m. — 3:30 p.m.
Jackson Heights. . . Oct 16 . . . . . . . . . . . . . . . . . . . . . . . 10:00 a.m. — 1:00 p.m.
Riverhead . . . . . . . Call for Dates

MAILING LABELS USING WORD
This course will take the doubt out of using the mail merge feature in Word. The student will learn
how to create a data source or use an existing source to merge into mailing labels or form letters.
Great course for home or business use. 3 Hours (1 meeting)

PREREQUISITES: “INTERMEDIATE WORD” 
West Babylon . . . . Call for Dates
Jackson Heights. . . Call for Dates
Riverhead . . . . . . . Call for Dates

GENERAL COMPUTER TRAINING

STRATUS COMPUTER TRAINING 
SINGLE CLASS
$59  Member from MLS office
$69  Admin from MLS office

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

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

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

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

GENERAL COMPUTER TRAINING 
$29 LIBOR Members
$39 Non-Members
No packages available

COMPUTER CLASS PRICES

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

$169 for a 2 hour session
No Experience Necessary

GROUP HANDS-ON TRAINING SESSION
We will customize a class for up to 12 students.

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

PRIVATE COMPUTER TRAINING

PROFESSIONAL DEVELOPMENTPROFESSIONAL DEVELOPMENT

LOCATION:  West Babylon, 346 Sunrise 

Wed, Oct 1 . . . Intro to Word 5:30— 8:30
Tues, Oct 7 . . . Searching Level 1
Wed, Oct 8 . . . Searching Level 2

TIME:  5:30 p.m to 9:30 p.m.

Tues, Oct 21 . . Stratus CMA
Tues, Oct 28 . . Public Records
Thurs, Oct 30 . . Stratus E-Mail

EVENING CLASS SCHEDULE

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

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

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

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

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 TO ALL (INCLUDING
OFF-SITE) COURSE LOCATIONS:
Visit our website at www.mlsli.com

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 enrollment is not met.

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

3 DAY PROGRAM COMPLETES YOUR 2 YEAR
CONTINUING EDUCATION REQUIREMENT AND

MAKES YOU A STRATUS WIZ!!
Approved for 22.5 hours NYS Continuing Education Credit.

CLASS COVERS: Searching, CMA, Contacts, Update, Public Records, Prospect Match, Info
Center, E-Mail, Custom Reports, Market Share

3 Days      9:00 a.m. — 5:30 p.m.
22.5 Hours of CE Credit

TUITION: $225 Members
$250 Administrative Staff (Letter Must be on File with LIBOR Membership)

West Babylon . . . . Sept 22, 23, 24 SOLD OUT
West Babylon . . . . Oct 15, 17, 20
Jackson Heights. . . Oct 27, 29, 31
West Babylon . . . . Nov 10, 12, 14
West Babylon . . . . Dec 3, 5, 8

CALL NOW TO REGISTER! 631-661-4800 EXT 21 OR 718-429-8666

STRATUS WIZ
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PROFESSIONAL DEVELOPMENTPROFESSIONAL DEVELOPMENT

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

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

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

ON-LINE & CD-ROM CONTINUING ED

SRES — SENIOR REAL ESTATE SPECIALIST:
Approved for 10.5 hours NYS Continuing Education Credit.
Presented by LIBOR and NYSAR in conjunction with Senior Advantage Real Estate Council
(SAREC). The SRES 2-day seminar will teach Realtors how to assist seniors in finding
housing based on different needs as they enter retirement, selling their home and perhaps
purchasing smaller living quarters, finding an assisted living complex, senior housing, tax
ramifications of a sale, etc.

Instructor:  Barbara A. Farifiled, ABR, CBR, GRI, SRES
Monday & Tuesday, October 27-28, 2003 . . . . . . . . . . TIME:  9:00AM – 5:00PM
TUITION: $399 — includes complete SAREC package, marketing package, placement in

our website and first year’s membership dues (renewal is $99 per year).
Prospective designees must attend both days of the class and pass the exam
to receive the designation.

To register by phone: 1-800-239-4432, FAX:  518-462-5474
Register online: www.nysarnet.com

SRES — SENIOR RE SPECIALIST

45-HOUR SALESPERSON QUALIFYING COURSES
September 8-12, 15* . . . . . . . . . . . . 9AM – 5:30PM . . . . . . . . . Rockville Centre
September 15-19, 22* . . . . . . . . . . . 9AM – 5:30PM . . . . . . . . . West Babylon
October 20-24, 27* . . . . . . . . . . . . . 9AM – 5:30PM . . . . . . . . . Jackson Heights  
*Exam date till 6:30PM
TUITION: Salesperson:  $150 - register 5 business days before course;  $180 - thereafter.

Broker:  $160 - LIBOR Members;  $195 - Non-members.

45-HOUR BROKER QUALIFYING COURSES
September 3, 4, 8, 10, 11, 12, 15, 18* . . 9AM – 5PM . . . . . . . . Jackson Heights  
*Exam date 9AM – 12PM
October 14, 15, 16, 21, 22, 23, 28*. . . . . 9AM – 5PM . . . . . . . . Riverhead 
*Exam date till 7:00PM
November 3, 4, 5, 6, 7, 10, 12* . . . . . . . 9AM – 5PM . . . . . . . . West Babylon
*Exam date till 7:00PM

LICENSING

REAL ESTATE 101 FOR NEW AGENTS
Approved for 15 hours NYS CE credit.

September 8 & 9 . . . . . . 9:00AM – 5:30PM . . . . . . . . RSC, West Babylon
November 24 & 25. . . . . 9:00AM – 5:30PM . . . . . . . . RSC, West Babylon
Instructor:  JAMES V. PUGLIESE, ABR, CRB, GRI, CBR, CSP, ITI
TUITION: $145 LIBOR Members, $175 Non-Members

REAL ESTATE 101
WEST BABYLON  (631) 661-4800 EXT. 2

JACKSON HEIGHTS  (718) 429-8666
RIVERHEAD  (631) 369-6148 (TUES, WED, THUR)

REGISTER ON-LINE NOW AT WWW.MLSLI.COM

REGISTER TODAY BY CALLING:

CBR  — CERTIFIED BUYER REPRESENTATIVE
DESIGNATION COURSE

SEPT 30, OCT 1 & 2, 2003 — REALTOR SERVICE CENTER, West Babylon
Time:  8:30am — 5:30pm
Instructor:  JAMES PUGLIESE, CRB, GRI, ITI, CBR

Approved for 221/2 hours NYS Continuing Education Credit.
Tuition: Prepaid before Sept 9: $325 – LIBOR Members,  $350 - Non-members

Prepaid after Sept 9: $350 – LIBOR Members,  $375 - Non-members

NEW YORK STATE REALTOR INSTITUTE
2003 GRI COURSE OFFERINGS ~  8:30AM — 5:30PM

RI403, RI404, RI405, RI408, RI409 — Holiday Inn, 215 Sunnyside Blvd., Plainview
RI401, RI402, RI406, RI407 — REALTOR Building, West Babylon
TIME: 8:30am – 5:30pm

Each module approved for NYS CE credit.
RI 402 ~ SEPT. 22-23: “Real Estate Legal Issues; Not Knowing Can Be Dangerous”
RI 401 ~ OCT. 20-21: “Effective Real Estate Practices — Skills To Put You On Top”
RI 407 ~ OCT. 24: “Building Your Real Estate Practice”
To register, call NYSAR Education Dept.: 518-463-0300.

DESIGNATION & PROF DEVELOPMENT

NOTARY PUBLIC TRAINING SEMINAR
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.

October 2, 2003 . . . . . . Jackson Heights . . . . . . . . . . . 10:00AM – 1:00PM
November 5, 2003. . . . . Riverhead . . . . . . . . . . . . . . . 10:00AM – 1:00PM
December 1, 2003. . . . . West Babylon . . . . . . . . . . . . . 10:00AM – 1:00PM
Instructor:  Sal D’Agate, REALTOR
Tuition:  $35 LIBOR Members, $55 Non-members

NOTARY PUBLIC

NEW AGENT 3-DAY “UP & RUNNING” 
CERTIFICATE PROGRAM
This 3-day program assists new agents in launching their career in real estate!  Content
includes how to get started listing & selling effectively, work with customers & clients,
prospect, marketing overcoming objections, role-play, negotiating effectively and working
within the guidelines of the MLS Rules and NAR Code of Ethics — A great program for new
agents or managers and brokers who want to train their agents.
Approved for 71/2 hours NYS CE credit.

November 18, 19, 20, 2003 . . . . West Babylon . . . . . . . 9:00AM – 1:00PM
December 1, 2, 3, 2003 . . . . . . . Jackson Heights . . . . . 9:00AM – 1:00PM
December 2, 3, 4, 2003 . . . . . . . Riverhead . . . . . . . . . 9:00AM – 1:00PM
Tuition: w/o CE with CE

LIBOR Licensing Students:. . . FREE . . . . . . . . . . . . . $65.00
LIBOR Members: . . . . . . . . . FREE . . . . . . . . . . . . . $65.00
Non-members:. . . . . . . . . . . $150.00 . . . . . . . . . . . $215.00

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

October 20-26, 2003. . . . . . . . . REALTOR Building, West Babylon
Time: 8:45AM – 6:30PM              Tuition:  $395 LIBOR Members, $495 Non-members

Complete the course in 7 days without the expense of going to Florida! Now you can take
your Florida State Exam here in NY — 2 locations: Westbury or Manhattan.

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

September 17, 2003 . . . Jackson Heights . . . . . . . . . . . Instructor: Hank Cardello
October 30, 2003. . . . . . Riverhead . . . . . . . . . . . . . . . Instructor: Dianne Scalza
Time:  10:00AM — 1:00PM
Tuition:  $25 LIBOR Members, $40 Non-members

THE RULES OF THE REAL ESTATE GAME — 
MLS PROCEDURES & RULES: 
SITUATIONS AND SOLUTIONS
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.

September 23, 2003 . . . Jackson Heights . . . . . . . . . . . Instructor: Kathy Engel
Time:  10:00AM — 1:00PM
Tuition:  $20 LIBOR Members, $45 Non-members

CONTINUING EDUCATION
RSC, WEST BABYLON, 9:00AM-5:30PM
9/15 — “Property Management: Managing 1-4 Family Homes”
9/25 — “Disclosure-Insulation from Litigation-Safeguards & Precautions”
9/29 — “Making the Right Decisions; Even When Nobody’s Looking”
10/7 — “Introduction to Commercial & Investment Real Estate ~ Concepts & Terms”
10/16 — “Legal-Ease”❋
10/30 — “Real Estate Consulting”

RSC, JACKSON HEIGHTS, 9:00AM-5:30PM
9/9 — “Legal-Ease”
9/16 — “Buyer Brokerage and Ethics — The Right Choices”
9/24 — “Be All That You Can Be”
10/8 — “Building A Better CMA: Applying the Principles of Residential Appraising”
10/15 — “Makimg the Right Decisions Even When Nobody‚s Looking”❋
10/30 — “Environmental & Construction Concerns in Residential Real Estate”

RSC, RIVERHEAD, 9:00AM-5:30PM
9/18 — “Disclosure-Insulation from Litigation-Safeguards & Precautions”
9/23 — “Making the Right Decisions; Even When Nobody‚s Looking”
10/2 — “Introduction to Commercial & Investment Real Estate ~ Tools of the Trade”
10/7 — “Risk Management”
10/8 — “Buyer Brokerage & Ethics —The Right Choices”❋

HOLIDAY INN, ROCKVILLE CENTRE, 8:30AM-5:00PM
9/16 — “Close Encounters of the Legal Kind; What Every Agent Must Know”
9/24 — “Mortgage Knowledge To Save Your Deal”
9/30 — “Disclosure-Insulation from Litigation-Safeguards & Precautions”
10/1 — “Buyer Brokerage & Ethics — The Right Choices”❋
10/21 — “Consumer-Based Marketing”
10/30 — “Be All That You Can Be”

❋ Also approved for NAR Mandated Ethics Course requirement)

CONTINUING EDUCATION



T
H

E
R

E
A

LT
O

R
®

●
S

ep
te

m
be

r 
20

03
 ●

2
6

BUSINESS CAREER OPPORTUNITIES
1st Republic Mortgage Bankers ........................516.354.5000 x 331
Century 21 Annettes ....................................................516.564.4480
Century 21 Metro NY/LI Brokers Council ....................800.537.8108
Coldwell Banker/Sammis ..................................631.673.5900 x 363
Daniel Gale Real Estate ................................................888.931.9500
Dutch Door Realty........................................................631.567.3444
ERA Top Service Realty................................................718.441.5800
Help-U-Sell Real Estate ................................................800.227.4742
Hough & Guidice Realty Inc. ......................................888.924.SOLD
Laffey Associates ........................................................516.625.9848
Magic Realty/North Shore Towers ..............................718.631.8867
ProCalibre Associates, Inc. ..........................................718.268.9000
Prudential Douglas Elliman Real Estate ......................631.549.7401
RE/MAX Destiny ..........................................................718.736.1010
RE/MAX of New York, Inc. ........................................1.800.736.2969
Sea Crest Real Estate ........................................631.669.1700 x 204
Sunshine Realtors........................................................631.673.5941
Vista Land Services......................................................631.549.8200
Weichert Realtors/The Dallow Agency ........................516.293.2323

HOME & EQUIPMENT INSPECTIONS/SERVICES
AmeriSpec Home Inspection Service ....................1.888.205.HOME
Federated Consultant Service, Inc. ..........................1.800.422.4473
Heimer Engineering, PC ..............................................800.605.1500

HOME WARRANTIES
AHS/American Home Shield ........................1.800.800.8880 x 6802

INSURANCE/LEGAL
Jay S. Gootenberg, Errors & Omissions, 
Commercial & Personal ................................................631.325.9107

Cell: 516.322.7143
PLCSI, Errors & Omissions, Health ............................914.366.9000

MEDIA
The Realtor® Advertising ............................................516.609.3200
LIBOR Membership Directory ....................................631.661.9126
MLS/LIBOR — Web Site ..................................631.661.4800 x 348

mlsli.com, mlsstratus.com

MORTGAGE COMPANIES
Ameristar Mortgage Corp. ................................631.621.1200 x 210
Mid-Island Mortgage Corp.................................516.683.0800 x 221
Performance Residential Capital Corp. ........................516.845.4700

PROPERTY SALES
Greenthal......................................................................718.423.3130

PROMOTION SERVICES
Sterling Graphic Impressions ......................................516.609.3200

REAL ESTATE FORECLOSURE
Foreclosure Update. ....................................................516.487.6491

SEMINARS
Advantage Solutions Group ........................................520.744.8731

THE SERVICES DIRECTORY IS PROVIDED AS AN ADDITIONAL SERVICE. THE PUBLISHER DOES NOT ASSUME ANY LIABILITY FOR ERRORS OR OMISSIONS.

SERVICES DIRECTORYSERVICES DIRECTORY

The Publication 
That Reaches 

Over 18,000 LIBOR
Members!

CONTACT...

PETER BERGANG
Tel: (516) 609-3200 • Fax: (516) 676-4769

email: info@sterlinggraphics.biz

Need Help With Your Ad?
We offer professional Design and Ad Layout

services at a reasonable cost.

Advertise In
{{{C.O.s}}}
WHO NEEDS THEM??

NOT
AMERISTAR MORTGAGE CORPORATION

NO CO’S REQUIRED FOR THE FOLLOWING ITEMS:

— Accessory Apartments —
— Extra Kitchens —

— Decks · Patios · Porches —
— Screened in Porches —

— Extensions · Dormers —
— In-Ground Pools —

— Above-Ground Pools —
— Garages Turned into Living Spaces —

— Sheds · Fences · Side Entrances —
— Garage Ports · Overhangs —

— Bay or Bow Windows —
— Fireplaces —

CALL

TODD GRINGER

Office: 631 621-1200 ext 210
Pager: 516 332-3334

534 Broadhollow Road, Suite 350, Melville, NY 11747
Registered Mortgage BrokerÑNYS Banking Department

All Loans Arranged Through Third Party Lenders
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COLDWELL BANKER
SAMMIS

AND

NATIONAL
HOMEFINDERS

SIGNATURE
PROPERTIES

ARE NOW

EXPECT MORE
In a landmark event, two of Long Island’s
most experienced, successful and respected 
real estate firms have joined forces. This 
powerful alliance gives our sales team a 
palette of enhanced services, technology 
and exposure for your property.

More buyers. 
More listings. 

Superior technology. 
Enhanced marketing. 

coldwellbankermoves.com

Owned And Operated By NRT Incorporated
© 2003 NRT Incorporated 



Equal opportunity employers.                021260
©2003 RE/MAX International, Inc. All rights reserved.
Each RE/MAX® real estate office is independently owned and operated.

YOU DON’T HAVE TO LOSE THEM – YOU KNOW!
Retention can be a major cause of heartburn for any traditional bro-

ker owner!

You spend hours recruiting, hours training and investing many of
your hard earned dollars and yet agents still leave you.  Why?  Not
because you’re not a nice person but because most agents are seeking
ways to advance themselves professionally and economically.  

Why not be part of the solution as opposed to being part of the 
problem.

How can you increase the odds of retaining your top producers?  

Most agents are looking for the technology to help them grow their
business and gain financial freedom. You can provide that, once you
are part of the RE/MAX System. Eliminate an agents’ reason to 
leave by providing the tools for success.

As a broker, you must be open to changes in our industry and
embrace them.  You also need to find ways to increase your revenues
and it’s not by rolling the dice!  If you can recruit, provide manageri-
al skills and maintain a professional workplace, then RE/MAX is 
your answer.  These agents were looking for growth and freedom and
found it at RE/MAX:

STOP ROLLING THE DICE!

If you want to take your career to the next level, call Lorraine Ferretti at 800-REMAX-NY. She can help you explore opportunities for
individual and/or team positions in our many offices across the state.

Mike Aversano
RE/MAX Hearthstone, Merrick

As a CPA turned REALTOR, I looked 
at the numbers and determined that
RE/MAX was the only place to be.  I just
simply could not justify putting so much
money in my former Broker's pocket.

Mario Taub
RE/MAX Central, East Meadow

I love the independence of running
my own business with the support of a
fantastic franchise.  Working among
other top producers is infectious.

Terri Perez
RE/MAX South Bay Realty, Shirley

After 9 years of hard work and dedica-
tion, it was time to take the next logical
step in my career and finally be able to
achieve all my goals.  I realized that I
could accomplish this at RE/MAX. I'm
proud to be part of a very well  respected
company.

of New York, Inc.
990 Stewart Ave.
Garden City, NY 11530
800REMAX-NY

www.800REMAX-NY.com


