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The Enduring 
Impacts of Restrictive 
Covenants
You Can’t Live Here:  The Enduring Impacts of Restrictive Covenants
The 50th anniversary of the Fair Housing Act represents 
an opportunity to remind ourselves not only of the 
importance of the law in shaping the real estate landscape 
today, but also to look back on what the situation was like 
before it was enacted, when the process of buying or 
renting a home was decidedly unfair for millions of 
Americans.  

During the first few decades of the twentieth century, a 
property’s value wasn’t defined just by architectural 
details, curb appeal, and neighborhood features, but also
by the people who lived in the community.  In determining 
property value, explained a standard appraisal text in 
1931, “we must recognize the customs, habits and 
characteristics of various strata of society and races of 
peoples.”  The presence of an African-American family in 
a neighborhood populated by whites, for example, or an 
Italian family in a neighborhood populated by Northern 
Europeans, was generally believed to have detrimental 
effects on property values and social order.  

In the early 20th century, many cities in the South and the 
Mid-Atlantic used zoning ordinances to keep blacks, 
whites and other ethnicities in their own neighborhoods.  
Baltimore enacted the first racial zoning ordinance in 
1910, and within a few years the practice was widespread 
in the region.  When the U.S. Supreme Court declared a 
Louisville, Kentucky racial zoning ordinance as 
unconstitutional in 1917, restrictive covenants became the 
preferred method of accomplishing the same end.

A typical restrictive covenant was a contract among 
property owners prohibiting sales of homes to blacks or 
other minorities for a specified period of time, usually 
twenty years.  Because the covenants were private 
agreements, they were not covered under laws seeking to 
prevent discrimination.  They quickly became a popular 
method of ruling who could live in a neighborhood and 

who could not, and were in widespread use in major cities 
such as Chicago, Seattle, and St. Louis.  

Restrictive covenants proved so effective in segregating 
neighborhoods and stabilizing the property values of white 
families that they soon became an integral part of the 
federal government’s discriminatory housing practices.  “If 
a neighborhood is to retain stability, it is necessary that 
properties shall continue to be occupied by the same 
social and racial classes,” stated the Federal Housing 
Administration’s influential Underwriting Manual.  From 
1934 on, the FHA recommended the inclusion of 
restrictive covenants in the deeds of homes it insured, and 
instituted a policy known as redlining, refusing to insure 
homes in African-American neighborhoods.

Civil rights lawyers began challenging restrictive 
covenants and redlining policies in courts beginning in the 
1930s, but met with limited success.  But in the 1940s, the 
massive societal changes brought about by World War II 
began to change the tide, albeit slowly.  In 1948, the 
Supreme Court’s landmark decision in the Shelley v. 
Kraemer case held that racially restrictive covenants were 
unenforceable in court.  The following year, the FHA 
reversed course, instructing its field offices not to reject 
applications for mortgage insurance solely because they 
might violate existing restrictive covenants.  The change, 
however, only applied to new applications for mortgage 
insurance; not until 1968 was the policy fully overturned, 
when Congress explicitly prohibited racial discrimination in 
housing financing as part of the Fair Housing Act.

The real estate industry and the National Association of 
Real Estate Boards (as the National Association of 
REALTORS® was called at the time) were complicit in 
these restrictions.  In 1924, the Code of Ethics was 
revised to include Article 34, which stated: “A REALTOR®
should never be instrumental in introducing into a 

Meghan
Cross-Out

Meghan
Inserted Text
Across



W I T H  T H E  P R E S I D E N T
SU

SA
N

 S
OM

M
ER

S,
 2

01
8 

GC
AR

 P
R

ES
ID

EN
T

Across the Association MAR/APR 20184

As I write this, it’s mid-February…
Valentine’s Day, the Winter Olympics…
the month for Cupid and love, and gold 
standards, and more.

By the time you read this, we will be well 
into our spring market – with historic low 
inventory here and across the country.  
That being the case, I’m going to discuss 
love first - more specifically, “love letters,” 
those letters written by buyers to let 
a seller know how much they love the 
house and how perfectly they will “fit” into 
the house, its neighborhood, etc.

While on the surface, these types of 
letters may seem innocent enough 
and many violate Fair Housing laws. 
Mentioning how a “young family wants to 
raise their children here” may sound like 
music to a seller’s ears, but it can easily 
be interpreted as information that would 
enable a seller to select a buyer based on 
race, color, religion, sex, handicap, family 
status, or national origin, none of which 
is allowed as they are all protected classes 
under Fair Housing laws.

The more appropriate letter, if one needs 
to be written, would simply mention the 
physical attributes of the home that the 
buyer finds appealing, such as the family 
room’s gleaming hardwood floor or its 
warm fireplace. For more information on 
this topic, please listen to our attorney, 
Anthony Gatto, on our free legal hotline, 
or go to NYSAR.com.

April is the 50th Anniversary of the Fair 
Housing Act, a law based on principles 
near and dear to my heart. As REALTORS®, 
we are entrusted with the protection of 
the right of all people to enjoy the quality 
of life provided by safe, affordable housing 
in the area where they wish to live. Equal 
housing and equal treatment for all is not 
just the law, it’s good business, and the 
right thing to do.

Diversity makes us all stronger. I urge 
you to think about Fair Housing in your 
daily actions. If you hear someone making 
a statement that you know is wrong or 
prejudicial, don’t hesitate to politely 

approach and tactfully correct him or her. 
It sometimes takes courage to do the right 
thing, but it’s important to recognize that 
in this case it’s also the law.

As the market heats up, I also encourage 
you to think about how you can act in your 
daily routines to boost professionalism 
in our industry. The pamphlet “Pathways 
to Professionalism” is available online for 
reference.

As an example, be sure to complete the 
Showing Time feedback form thoroughly 
as soon as possible after a showing. If, 
for example, you show your buyer client 
a property located on a busy main drag, 
instead of noting that as a reason your 
client didn’t want the home, make sure 
your client knows that information 
before he or she sees the home. Then the 
feedback ideally addresses other physical 
attributes, rather than something that 
your client could have, and should have, 
considered before ever seeing the home. 

In addition, always make sure lights 
are turned off and doors are locked and 
secured as you found them – it’s a simple 
courtesy to your REALTOR® colleagues and 
to the seller- to treat them with respect. 
We all want to do the best possible job 
we can for our clients, but that doesn’t 
preclude us from treating others with 
whom we have professional dealings as 
we wish to be treated ourselves.

Couple quick notes please make sure to 
go to GCAR’s new website and check out 
all the education and programs available 
this year, including designation courses. 
Also, it’s easy to support RPAC and WCR 
this year. There are loads of great events 
being planned. Networking and education 
will help you achieve higher production 
and support.

And finally, in the spirit of the Olympics, 
I wish you all a year of achieving 
outstanding, “gold medal” performance in 
your sales and an inspirational year ahead!  
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Main Office: 201 Mohawk Ave, Scotia 
Niskayuna • Colonie • Guilderland 
Glenville • Schenectady • Saratoga 
Rotterdam • Clifton Park

www.firstscotia.com 
518.370.7200 

At 1st National, we’ve been building lasting relationships with realtors and 
homeowners through exceptional mortgage service since 1923. We have 
a seasoned mortgage lending staff who go out of their way to make every 
transaction smooth and stress-free for everyone involved by offering local 
processing and servicing. We are committed to meeting your financing needs 
with no hidden costs. Because at 1st National, it’s the way we all work together 
— that sets us apart.

A mortgage relationship  
you can bank on. 

A mortgage relationship  
you can bank on. 
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View hundreds of previously enjoyed 
and new construction homes every day 
online and in print Sunday.

 2.8 MILLION  Monthly Digital Page Views
 450,000  Digital Users
 40,564 The Daily Gazette Circulation
 44,000  Weekly newspapers mailed to 
  21,500 Households in Clifton Park & 
  22,500 Households in Niskayuna

O’CONNOR      O’CONNOR&
Certified Public Accountants

Servicing GCAR and its members for over 40 years

John V. O’Connor Jr., CPA    |    Mary T. O’Connor, CPA
9 Washington Square, Albany, New York  12205

TEL (518) 452-0442  |  FAX (518) 452-7800   |   JOCONNOR@OCONNORCPAS.COM
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What’s Happening

Writers Wanted!
Are you a REALTOR® with years of experience 

or an expert on a particular subject matter 
that involves real estate? GCAR is looking for 
writers to write course content for seminars 
or CE credit.  Classes may be purchased 
by GCAR outright or offered under 
a licensing agreement. Please 
contact Debbie Isom, Director 
of Professional Development 
at 518-464-0191 x15 for more 
information.

Forty people took the Technology and Marketing 
certification course offered for the first time at GCAR in 
February.  Members raved about the pertinent content that 
will energize their business and were impressed by the 
engaging and dynamic delivery of Craig Grant, National 
Technical Instructor.  

Attendees said:

• “Craig’s content was enlightening and helpful. I’d go to any 
other course he teaches!”

• “Wasn’t what I expected- amazing course with incredible 
value!”

• “The amount of information received was valuable and I’ll 
implement it into my business!”

Attendee’s received 14 CE credits and an additional 7 hours 
of free CE to attend required NAR & DOS classes (Ethics, Fair 
Housing, and Agency).

Interested in these benefits? Sign up for GCAR’s second 
certification course: Fabulous Floors on April 11th & 12th.

2018 NYSREEF Scholarships Available
The New York State Real Estate Education Foundation 

announced the award of $22,283 in scholarships at the New 
York State Association of REALTORS®, Inc. business meetings 
held at The Desmond Hotel and Conference Center in Albany, 
NY. Scholarships are now awarded twice each year. 

These scholarships are made possible through the generous 
funding received from NYSAR, Local boards and REALTOR® 
members, who are committed to delivering excellent service 

Technology & Marketing Rocks!



J. Gregory Connors (1997 GCAR President) and David 
Connors, Connors-Howard Realty, on the passing of Greg’s 
father and David’s grandfather, GCAR member John H. 
Connors on February 27, 2018.

Sympathies are extended to:
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SAVE THE DATE
THURSDAY, MAY 3
6:00pm

SPARE TIME 
375 Troy Schenectady Rd • Latham, NY

$25 ADVANCED SALE/$35 AT THE DOOR
Register at www.gcar.com/registration

Join your fellow REALTORS® and GCAR Affiliates for a fun 
evening of bowling, pizza, networking, prizes, and music.

BOWLING FOR RPAC!
Credits your 2018 RPAC Investment!

JOANNE BONGALO
Keller Williams Capital District

JAYMIE DENNY
Coldwell Banker Prime Properties

ROSALIE LAROCCO
DiBlasi Real Estate

to today’s consumers. We are pleased to announce that 
3 scholarships were awarded to GCAR members totaling 
$795.00. The recipients are:

Congratulations on your scholarships! Education is an 
excellent way to help propel your business forward. We’ll see 
you in class soon!
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Committee News

During the February 12, 2018 meeting of the GCAR 
Community Relations Committee, donations were presented 
to Tracy Pitcher, Executive Director of St. Paul’s Center in 
Rensselaer County and Liz Hitt, Executive Director HATAS.

St. Paul’s Center is a 19-bed emergency/transitional 
housing facility, providing congregate supportive housing 
for homeless mothers and their children.  It was developed 
with NYS Homeless Housing and Assistance Program (HHAP) 
funds through the renovation and adaptive re-use of the now 
one hundred year old St. Paul’s Lutheran Church in the City of 
Rensselaer.  The Center opened its doors October 2006 and 
has since served more than 2, 200 mothers and children.

The Center has experienced over the last four years an 
increased length of stay of families in shelter – from 30 days 
to 56 days.  This is largely the result of a shrinking affordable 
housing stock.  To chip away at this issue, the Center is 
establishing a permanent supportive housing program that 
includes rental assistance and case management support 
for homeless families.  The first site is on Washington 

Ave. in Rensselaer, a mixed-income and safe, established 
neighborhood.  

The GCAR donation will be used toward the renovation of 
this property into 3 units of family-friendly apartments.  GCAR 
members will also assist with some of the projects to prepare 
the house for occupancy.

Homeless and Travelers Aid Society of the Capital District 
(HATAS) – (serving Albany, Schenectady, Rensselaer and 
Saratoga Counties) HATAS was formed in 1924 with the 
mission to end homelessness within Albany County and 
the Capital Region.  HATAS provides relief by meeting the 
immediate need for shelter, food and clothing in addition 
to addressing the long-term need for affordable housing 
and sustainable employment.   They employ a holistic wrap-
around approach in caring for our neighbors in need and serve 
all persons with dignity and respect.  HATAS works in concert 
with their partners in service to eliminate redundancies and 
to increase the quality and variety of services available with 
the Capital Region.

GCAR Community Outreach Funds Support St. Paul’s Center and Homeless and 
Travelers Aid Society of the Capital District (HATAS)

Community Relations Committee Members Amanda Blanchard, Joni Civill, Melissa Petalas (Chair), Chris Glogowski, Tracy Pitcher, Executive Director, 
St. Paul’s Center (back row)  Judy Kaiser, Laurie Leckonby, Sue Thompson and Adrienne Pieluszczak.



REALTOR PRINCIPAL 
BROKER
J.D.M. Appraisals 
John D McCann, Jr 
2 Reisling Rd
Schenectady, NY 12309

Barbara Ann Montena 
Barbara Ann Montena 
1204 Route 9P
Saratoga, NY 12866

Goldleaf Realty, LLC 
Kelly V. Flangin
28 Chesterfield Dr
Voorheesville, NY 12186

Get Listed Realty 
Kris Lippi
2005 Palmer Ave #625
Larchmont, NY 10538

Louis L Masullo 
Louis Masullo
395 Mariaville Road
Schenectady, NY 12306

Racing City Realty 
Ariane Fuller
530 Maple Ave
Saratoga Sprgs, NY 12866

Van Billings Real Estate 
Van Dyke Billings
14 S Main Street 
Dolgeville, NY 13329

Vera Cohen Realty 
Vera V Cohen
103 Troy Road
East Greenbush, NY 12061

Wolf River Real Estate 
Angela Gonyo
234 Vly Road
Colonie, NY 12309

AFFILIATE
Hudson Virtual Tours
V Owen Bush
30 3rd Street
Troy, NY 12180

REALTOR NON-PRINCIPAL
518REALTY.COM
Meaghan Rosenzweig 
Rebecca Seeley

ALL IN 1 REALTY
Anthony Buttofucco 
Michael Friedow

BERKSHIRE HATHAWAY
Jessica Ahrens 
Jamie Brundige 
Daniel DeWolt 
Amy Hallenbeck 
Rudy Karn 
Keith Posson

BICENTENNIAL RE
Robert Chartier

CM FOX REAL ESTATE
Matthew Hans 
Alexander Ritmo

CMK & ASSOCIATES
Pamela Busch 
Christine Gifford 
Cynthia Lakata

CENTURY 21 BOYLE
Alicia Bevan

CENTURY 21 RURAL
Binas Faith

CYC REALTY MANAG
Timothy Winslow

COLDWELL BANKER PRIME
Joel Casso 
Devin Keenholts 
Robert Long 
Joshua Wolin 
Raymond Yelle

DEVINE PROPERTIES
Stacy Rogers

DOREEN ROSS ASSOC
Arti Bhoge

EAGLE PROPERTY MGT
Amber Henry

EMPIRE REAL ESTATE
Joseph Berlino

EQUITAS REALTY
Amanda Moore 
Jeremy Prusky 
Daniel Spillane

EXIT REALTY CAPITAL
Erica Budesheim 
Karl Kulczycki

FIELD REALTY
Mary Beth Arnold 
Brandon Williams

FIRST INTEGRITY HOMES
Robert Pilles

GERSCH REAL ESTATE
Antoinette Coffin 
Jeffrey Scott

HELDERBERG REALTY
David Whipple

HOWARD HANNA
Victoria Carusone 
Gordon Eger 
Brian Hollister 
Wahyn Nesbitt 
Rebekah O’Neil

HUNT REAL ESTATE
Loraine Cotnoir 
Deanna Geist 
Matthew Kreiger
Caroline Scognamiglio

INGLENOOK REALTY
Peter Porcello

KELLER WILLIAMS
Joseph Amiccuci 
Erin Brunner 
James Cole 
Amico Cordero 
Marco Cusano 
Sara Forino 
Jeffrey Lyons 
Henry Miller 
Lucas Irvine 
Xiaolan Rong
Christopher Stanley 
Kathleen Stein 
Stephanie Woodard 
Austin Zaranko

LAVIANO & ASSOC.
Benjamin Hallow

MADISON PARK RE
Daniel Odabashian 
Zachary Wolfe

MCCURDY REAL ESTATE
Bo Chen
Thomas Schlutow

MIRANDA RE
James Ambrose 
Gerald Goff 
Muhammad Uppal

MIUCCIO REAL ESTATE
Nate Monson

MONTICELLO RE
Kevin Palmeri

NEUDECKER REALTY
Dawn Girard

OLMSTEAD RE
Peter Rowell

PRIME LISTINGS
Jeffrey Belak
RED DOOR REALTY
Jarad Vanliew

RENEE FARLEY RE
Lucille DiGregorio

RON DIDONNA RE
Donna Klingbeil

SARATOGA SPA REALTY
Robert Scott

SENTRY REALTY
Luis Gonzalez

SIGNATURE PREMIER REALTY
Amy Knott

STERLING HOMES, INC
IAsia White 
Andrew York

SUNRISE REALTY ADVISORS
Coleton Kirchner

WEICHERT REALTOR EXPERT
Marlena Thompson Alford 
Ryan Sandoval
Chynna Walters 
Qing Xu

WEICHERT REALTOR FONTAINE
Jose Perez 
Josita Walker

YANKEE REALTY, INC
Bryan Hinch

A C R O S S  T H E  A S S O C I A T I O N
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C I R E B  C O R N E R

CIREB Installs Baxt as 2018 President
On Thursday, January 25th, 2018 the Commercial & Industrial 

Real Estate Brokers, Inc. (CIREB) installed Brett Baxt as its 51st 
president in ceremonies held at the Rivers Resort and Casino 
in Schenectady NY

Past President (‘88) Howard Carr, The Howard Group (L) reads the 
Presidential Oath of Office to Brett Baxt, Associate Broker
The Howard Group 

Past President Spencer Jones ’16 installs Directors: Richer,
Lynch & MacAffer

CIREB Marketing Sessions
CIREB holds its monthly marketing sessions on the first 

Thursday of each month and are free to all CIREB members.  
Guests interested in joining CIREB may attend a session at a 
cost of $15.00 per person.   

Berkshire Hathaway Blake Commercial hosted the February 
Marketing Session at 1418 5th Avenue in Troy. 

L to R Chris Farrell of Vanguard Fine; CIREB Marketing Session Chair 
with Richard Ferro-Berkshire Hathaway Blake Commercial and Guest 
Speakers Peter West & Corey Bishop of Bishop West Real Estate

2018 Officers
Brett Baxt, The Howard Group – President
Rudy Lynch, Carrow Real Estate Services – Vice President
Peter VanBortel, IKON Realty Group – Secretary/Treasurer
Felton McLaughlin, NAI Platform – Immediate Past President

2018 Directors
Tyler Culberson – NAI Platform
Kristen Diesel – First Columbia
Chris Farrell – Vanguard Fine, LLC
John MacAffer – CBRE/Albany
Tim McGuire – Picotte Companies
Kyle Schoonmaker – Berkshire Hathaway Blake Commercial
Jessica Richer – Hanna Commercial

Upcoming Events
Marketing Session
APRIL 5
Session will be hosted by CBRE/Albany
461 Nott Street, Schenectady NY
Invited Speaker: Schenectady City Mayor Gary McCarthy

28th Annual Golf Tournament & Fundraiser
JUNE 18
Schuyler Meadows Country Club
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W C R  U P D A T E

AFFILIATE SPOTLIGHT

Serving The Capital Region, Including Albany, Saratoga 
County, Saratoga Springs, Clifton Park And Glens Falls

A successful attorney-client relationship is forged by more 
than just a smooth closing, a rewarding settlement, or a 
victory in the courtroom; it is a relationship built upon the 
time-honored principles of trust, commitment, and respect. 
At Ianniello Anderson, P.C., these principles serve as the 
foundation of the relationships we develop with our valued 
clients. Our clients trust us to get the job done with an 
unwavering commitment to protecting their best interests.

With offices in Albany, Clifton Park, Saratoga Springs and 
Glen Falls, Ianniello Anderson, P.C. provides legal services 

in the counties of Albany, Saratoga, Rensselaer, Columbia, 
Greene, Fulton and Montgomery as well as throughout 
the upstate New York geographic area. Attorneys are also 
licensed to practice law in Florida, South Carolina, Maryland, 
Pennsylvania, New Jersey, and Massachusetts.

CONTACT
CHER SALERNO
805 Route 146
Clifton Park, NY 12065
518-371-8888
info@ialawny.com
www.capitalregionlawyers.com

The 2018 Women’s Council of REALTORS® Board is
working hard to provide great programs and events for
the upcoming year! 

April 25 (Tentative):  Educational Lunch & Learn - Location: 
TBD

June 20:  Annual Golf Outing - Van Patten Golf Club 

July 26: A Day at the Races - Track Day - Saratoga Springs, NY
Co-sponsored by The Mortgage Brokers Association

September 12: National Speaker Leigh Brown - Location TBD, 
Approved CE Credit

Please mark your calendars for these dates! More Programs 
and Events will be coming for the remainder of the year. 
Details for each event and RSVP instructions will be emailed 
and also available on Facebook and at wcr.org. 

To sign up to receive updates on our events, 
email wcrcapitalregion@gmail.com.

Support your local chapter by becoming a member!  To join, 
go to wcr.org and click “Join Now!” 

We look forward to seeing you at our events!

TORI ROMEO
President
518-788-8865
tori@romeoteamrealty.com

JEN OLMSTEAD
President-elect
518-369-4545
jlohomes518@gmail.com

GIA MERTZLUFFT 
Secretary
518-410-4017
Gia@Monticellonys.com

NANCY KOVAL 
Treasurer
518-368-2198
nancy.koval@bsnb.com

VERONICA HILCKEN 
Director of Membership
518-588-5256
veronica.hilcken@bankofamerica.com

CINDY TAYLOR, GRI
Director of Programs
518-421-7517
cindy.taylor1212@gmail.com

Introducing the WCR Board
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What has RPAC 
done for you 
lately?
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Being a REALTOR® is about more 
than helping New Yorkers buy and sell 
properties. It’s about knowing the issues, 
staying informed and protecting your 
business, the consumer interests and the 
real estate industry. If you are looking 
for the return on your investment in the 
REALTORS® Political Action Committee 
(RPAC), take a look at how REALTORS® are 
making an impact in Washington, DC and 
in Albany.

The federal budget deal signed by the 
President on February 9, 2018 contains a 
number of wins for real estate, including 
a temporary extension of federal flood 
insurance and extension of NAR-backed 
tax provisions that include relief from debt 
forgiveness, the deductibility of mortgage 
insurance premiums, and several energy-
efficiency related provisions. 

Flood Insurance
The National Flood Insurance Program 

has been extended until March 23. It 
also adds $27 billion in mitigation and 
resiliency funds to address issues arising 
from last year’s hurricanes. The extension 

makes $12 billion available under the 
Community Development Block Grant 
(CDBG) program to fund U.S. Army Corp 
of Engineers flood mitigation projects.

Tax Extenders
Retroactively extends for the 2017 tax 
year (All tax provision extensions are for 
2017 only):

• Mortgage Debt Forgiveness

• Deduction for Mortgage Insurance 
Premiums

• Energy efficient commercial buildings 
deduction

• Nonbusiness Energy Property Credit

• Residential Energy Efficiency Property 
Credit

• Credit for energy-efficient new homes

New York State Legislative Preview
Here in Albany, the 2018 Legislative 

Session kicked off in January. NYSAR, 
RPAC and the REALTORS® will be working 
to advance legislation to help more New 
Yorkers to achieve the American Dream of 

continued on page 13
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Take advantage of NYSAR’s flexible, 
affordable, income-producing

educational offerings.

Stand out as a Graduate of the REALTOR® Institute (GRI).

• Increase your productivity. 
• Reduce your risk.
• Maximize your resources.
• Solve your toughest challenges.
• Satisfy your continuing education requirements.

Connect with us!

Gain additional expertise in areas of special 
interest to you with the ABR, CIPS, Green, MRP, 
PSA, RSPS, SRS, SRES and SFR designations.

Visit NYSAR.com for the full course schedule. 
Or, call 518.463.0300 x219 to discussyour 

professional development path.

Elevate your career.

continued from page 12

Homeownership and fighting proposals that would harm our 
industry and the consumers we serve. Once again, REALTORS® 
will be supporting:

• The NY First Home Proposal - A first time homebuyer 
savings account program here in New York

• Transparency & Disclosure in Cooperative Housing 

• Real Estate “Team” Definition legislation

• A permanent Property Tax Cap

On the defense side, REALTORS® will be opposing:

• Increases to state and local mortgage recording and/or 
transfer taxes

• The expansion of Cease and Desist zones for Real estate 
professionals

• A proposal to require real estate license number to appear 
on every signed document at closing.

To take an active role in defending and protecting our 
industry, please invest in RPAC and respond to state and 

national calls for action.  For more information, visit the 
RPAC of New York Facebook group or www.nysar.com/
governmentaffairs/rpac

Contributions are not deductible for income tax purposes.  
Contributions to RPAC are voluntary and are used for political 
purposes.  You may contribute more or less than the suggested 
amount.  You may refuse to contribute without reprisal and 
the National Association of REALTORS, the New York State 
Association of REALTORS or any of its local boards or associations 
will not favor or disfavor any member because of the amount 
contributed. 70% of each contribution is used by your state PAC 
to support state and local political candidates.  Until your NYSAR 
PAC reaches its PAC goal 30% is sent to National RPAC to support 
federal candidates and is charged against your limits under 2 
U.S.C. 441a; after NYSAR PAC reaches its RPAC goal it may elect 
to retain your entire contribution for use in supporting state and 
local candidates.
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GCAR Installation

On Thursday, February 1, 2018 the Greater Capital 
Association of REALTORS® installed the 2018 Board of 
Directors at a dinner held at The State Room in Albany, New 
York. More than 200 professional REALTOR® members and 
their guests were in attendance along with special guests, 
New York State Assemblyman John McDonald and New 
York State Senators George Amedore, Kathy Marchione, and 
James Tedisco. Senator Tedisco performed the swearing-in 
ceremony for the newly elected directors. Better Homes and 
Gardens Real Estate Vice President of Learning, Amy Chorew, 
performed the swearing-in ceremony of Susan Sommers of 
Better Homes and Gardens Real Estate Tech Valley, who was 
installed as the 2018 GCAR President. 

Other officers and directors installed to lead the association 
in 2018 include President-Elect, Jason Christiana of Berkshire 
Hathaway HomeServices Blake REALTORS®; Secretary/Treasurer, 
Tom McGroder of Thomas J. Real Estate, Inc; Kendal Baker of 
Octagon Realty; John Bevilacqua of Exit Realty Capitals Choice; 
James McClenaghan of Howard Hanna; and Melissa Woodcock 
of Staged Nest Realty. 

Previously elected officers include Janet Besheer of Equitas 
Realty; Christopher Culihan of Coldwell Banker Prime Properties; 
Jeffrey Decatur of RE/MAX Capital; Meg Minehan of Roohan 
Realty; Rory O’Connor of Saratoga Real Property; Kathleen 
Sullivan of Keller Williams Capital District; Barbara Walton of 
Walton Realty Group; and Linda Yetto of RL Yetto Real Estate.

Eastern New York Regional MLS also installed their 2018 
Board of Directors. Willie Miranda of Miranda Real Estate was 
sworn in as president. Other officers installed to lead ENYR 
MLS include Vice President, Marc Weiss of Keller Williams Realty 
Capital and Secretary-Treasurer, Tom Roohan of Roohan Realty. 
The following directors were also installed; Miguel Berger of 
Better Homes and Gardens Real Estate Tech Valley; Marie Bettini 
of Albany Realty Group; RJ Long of Coldwell Banker Prime 
Properties; Al Picchi of Howard Hanna; and Karen Westman of 
Berkshire Hathaway HomeServices Blake, REALTORS®.

Dinner Sponsor: Ianiello Anderson, P.C.

Cocktail Sponsor: Homestead Funding Corporation

Gold Sponsors: Saratoga National Bank and Trust and 
Trustco Bank

Wine Sponsor: Times Union

Dessert Sponsor: CAP COM FCU, Mortgage Subsidiary 
Homeowners Advantage

Valet Sponsor: Berkshire Hathaway HomeServices Blake, 
REALTORS®

Program Sponsor: Miguel Berger, Better Homes and 
Gardens Real Estate Tech Valley

Entertainment Sponsor: Susan Sommers, Better Homes 
and Gardens Real Estate Tech Valley

Benefactor: Spire Inspections

THANK YOU TO THE SPONSORS THAT HELPED MAKE THIS EVENT A SUCCESS.

GCAR President, Susan Sommers is sworn in by Amy Cherow

Senator James Tedisco swears in the 2018 GCAR and ENYR MLS 
Officers and Directors

GCAR Executive Committee Jeffrey Decatur, Jay Christiana, Susan 
Sommers, and Tom McGroder

Meghan
Inserted Text
Joel Koval of Howard Hanna;
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GCAR Executive Committee with Pratik Shah and Kevin Mason 
from Trustco Bank

GCAR Executive Committee with Peter Tull and Doug Seder from 
Homestead Funding Corporation

GCAR Executive Committee with Larry McGann from Spire 
Inspections

GCAR Executive Committee with Miguel Berger from Better Homes 
and Gardens Real Estate Tech Valley

GCAR Executive Committee with representative from dinner sponsor 
Ianiello Anderson

GCAR Executive Committee with Jessica Brate from CAP COM FCU, 
Mortgage Subsidiary Homeowners Advantage

GCAR Executive Committee with Jeff Kiley from The Times Union GCAR Executive Committee with Mike Tripoli from Saratoga 
National Bank and Trust
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You Can’t Live Here:  The Enduring Impacts of Restrictive Covenants
The 50th anniversary of the Fair Housing Act represents 
an opportunity to remind ourselves not only of the 
importance of the law in shaping the real estate landscape 
today, but also to look back on what the situation was like 
before it was enacted, when the process of buying or 
renting a home was decidedly unfair for millions of 
Americans.  

During the first few decades of the twentieth century, a 
property’s value wasn’t defined just by architectural 
details, curb appeal, and neighborhood features, but also
by the people who lived in the community.  In determining 
property value, explained a standard appraisal text in 
1931, “we must recognize the customs, habits and 
characteristics of various strata of society and races of 
peoples.”  The presence of an African-American family in 
a neighborhood populated by whites, for example, or an 
Italian family in a neighborhood populated by Northern 
Europeans, was generally believed to have detrimental 
effects on property values and social order.  

In the early 20th century, many cities in the South and the 
Mid-Atlantic used zoning ordinances to keep blacks, 
whites and other ethnicities in their own neighborhoods.  
Baltimore enacted the first racial zoning ordinance in 
1910, and within a few years the practice was widespread 
in the region.  When the U.S. Supreme Court declared a 
Louisville, Kentucky racial zoning ordinance as 
unconstitutional in 1917, restrictive covenants became the 
preferred method of accomplishing the same end.

A typical restrictive covenant was a contract among 
property owners prohibiting sales of homes to blacks or 
other minorities for a specified period of time, usually 
twenty years.  Because the covenants were private 
agreements, they were not covered under laws seeking to 
prevent discrimination.  They quickly became a popular 
method of ruling who could live in a neighborhood and 

who could not, and were in widespread use in major cities 
such as Chicago, Seattle, and St. Louis.  

Restrictive covenants proved so effective in segregating 
neighborhoods and stabilizing the property values of white 
families that they soon became an integral part of the 
federal government’s discriminatory housing practices.  “If 
a neighborhood is to retain stability, it is necessary that 
properties shall continue to be occupied by the same 
social and racial classes,” stated the Federal Housing 
Administration’s influential Underwriting Manual.  From 
1934 on, the FHA recommended the inclusion of 
restrictive covenants in the deeds of homes it insured, and 
instituted a policy known as redlining, refusing to insure 
homes in African-American neighborhoods.

Civil rights lawyers began challenging restrictive 
covenants and redlining policies in courts beginning in the 
1930s, but met with limited success.  But in the 1940s, the 
massive societal changes brought about by World War II 
began to change the tide, albeit slowly.  In 1948, the 
Supreme Court’s landmark decision in the Shelley v. 
Kraemer case held that racially restrictive covenants were 
unenforceable in court.  The following year, the FHA 
reversed course, instructing its field offices not to reject 
applications for mortgage insurance solely because they 
might violate existing restrictive covenants.  The change, 
however, only applied to new applications for mortgage 
insurance; not until 1968 was the policy fully overturned, 
when Congress explicitly prohibited racial discrimination in 
housing financing as part of the Fair Housing Act.

The real estate industry and the National Association of 
Real Estate Boards (as the National Association of 
REALTORS® was called at the time) were complicit in 
these restrictions.  In 1924, the Code of Ethics was 
revised to include Article 34, which stated: “A REALTOR®
should never be instrumental in introducing into a 

The 50th anniversary of the Fair Housing Act represents an 
opportunity to remind ourselves not only of the importance 
of the law in shaping the real estate landscape today, but 
also to look back on what the situation was like before it was 
enacted, when the process of buying or renting a home was 
decidedly unfair for millions of Americans.

During the first few decades of the twentieth century, a 
property’s value wasn’t defined just by architectural details, 
curb appeal, and neighborhood features, but also by the 
people who lived in the community. In determining property 
value, explained a standard appraisal text in 1931, “we must 
recognize the customs, habits and characteristics of various 
strata of society and races of peoples.” The presence of an 
African-American family in a neighborhood populated by 
whites, for example, or an Italian family in a neighborhood 
populated by Northern Europeans, was generally believed to 
have detrimental effects on property values and social order.

In the early 20th century, many cities in the South and the 
Mid-Atlantic used zoning ordinances to keep blacks, whites 
and other ethnicities in their own neighborhoods. Baltimore 
enacted the first racial zoning ordinance in 1910, and within 

a few years the practice was widespread in the region. When 
the U.S. Supreme Court declared a Louisville, Kentucky racial 
zoning ordinance as unconstitutional in 1917, restrictive 
covenants became the preferred method of accomplishing 
the same end.

A typical restrictive covenant was a contract among 
property owners prohibiting sales of homes to blacks or 
other minorities for a specified period of time, usually twenty 
years. Because the covenants were private agreements, 
they were not covered under laws seeking to prevent 
discrimination. They quickly became a popular method of 
ruling who could live in a neighborhood and who could not, 
and were in widespread use in major cities such as Chicago, 
Seattle, and St. Louis.

Restrictive covenants proved so effective in segregating 
neighborhoods and stabilizing the property values of white 
families that they soon became an integral part of the 
federal government’s discriminatory housing practices. “If 
a neighborhood is to retain stability, it is necessary that 
properties shall continue to be occupied by the same social 
and racial classes,” stated the Federal Housing Administration’s 

You Can’t Live Here:
The Enduring Impacts of Restrictive Covenants
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You Can’t Live Here:  The Enduring Impacts of Restrictive Covenants
The 50th anniversary of the Fair Housing Act represents 
an opportunity to remind ourselves not only of the 
importance of the law in shaping the real estate landscape 
today, but also to look back on what the situation was like 
before it was enacted, when the process of buying or 
renting a home was decidedly unfair for millions of 
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property’s value wasn’t defined just by architectural 
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by the people who lived in the community.  In determining 
property value, explained a standard appraisal text in 
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peoples.”  The presence of an African-American family in 
a neighborhood populated by whites, for example, or an 
Italian family in a neighborhood populated by Northern 
Europeans, was generally believed to have detrimental 
effects on property values and social order.  

In the early 20th century, many cities in the South and the 
Mid-Atlantic used zoning ordinances to keep blacks, 
whites and other ethnicities in their own neighborhoods.  
Baltimore enacted the first racial zoning ordinance in 
1910, and within a few years the practice was widespread 
in the region.  When the U.S. Supreme Court declared a 
Louisville, Kentucky racial zoning ordinance as 
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preferred method of accomplishing the same end.
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other minorities for a specified period of time, usually 
twenty years.  Because the covenants were private 
agreements, they were not covered under laws seeking to 
prevent discrimination.  They quickly became a popular 
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who could not, and were in widespread use in major cities 
such as Chicago, Seattle, and St. Louis.  

Restrictive covenants proved so effective in segregating 
neighborhoods and stabilizing the property values of white 
families that they soon became an integral part of the 
federal government’s discriminatory housing practices.  “If 
a neighborhood is to retain stability, it is necessary that 
properties shall continue to be occupied by the same 
social and racial classes,” stated the Federal Housing 
Administration’s influential Underwriting Manual.  From 
1934 on, the FHA recommended the inclusion of 
restrictive covenants in the deeds of homes it insured, and 
instituted a policy known as redlining, refusing to insure 
homes in African-American neighborhoods.

Civil rights lawyers began challenging restrictive 
covenants and redlining policies in courts beginning in the 
1930s, but met with limited success.  But in the 1940s, the 
massive societal changes brought about by World War II 
began to change the tide, albeit slowly.  In 1948, the 
Supreme Court’s landmark decision in the Shelley v. 
Kraemer case held that racially restrictive covenants were 
unenforceable in court.  The following year, the FHA 
reversed course, instructing its field offices not to reject 
applications for mortgage insurance solely because they 
might violate existing restrictive covenants.  The change, 
however, only applied to new applications for mortgage 
insurance; not until 1968 was the policy fully overturned, 
when Congress explicitly prohibited racial discrimination in 
housing financing as part of the Fair Housing Act.

The real estate industry and the National Association of 
Real Estate Boards (as the National Association of 
REALTORS® was called at the time) were complicit in 
these restrictions.  In 1924, the Code of Ethics was 
revised to include Article 34, which stated: “A REALTOR®
should never be instrumental in introducing into a 

influential Underwriting Manual. From 1934 on, the FHA 
recommended the inclusion of restrictive covenants in the 
deeds of homes it insured, and instituted a policy known 
as redlining, refusing to insure homes in African-American 
neighborhoods.

Civil rights lawyers began challenging restrictive covenants 
and redlining policies in courts beginning in the 1930s, but 
met with limited success. But in the 1940s, the massive 
societal changes brought about by World War II began to 
change the tide, albeit slowly. In 1948, the Supreme Court’s 
landmark decision in the Shelley v. Kraemer case held that 
racially restrictive covenants were unenforceable in court. 
The following year, the FHA reversed course, instructing 
its field offices not to reject applications for mortgage 
insurance solely because they might violate existing 
restrictive covenants. The change, however, only applied 
to new applications for mortgage insurance; not until 1968 
was the policy fully overturned, when Congress explicitly 
prohibited racial discrimination in housing financing as part 
of the Fair Housing Act.

The real estate industry and the National Association of 
Real Estate Boards (as the National Association of REALTORS® 
was called at the time) were complicit in these restrictions. 
In 1924, the Code of Ethics was revised to include Article 
34, which stated: “A REALTOR® should never be instrumental 
in introducing into a neighborhood a character of property 
or occupancy, members of any race or nationality, or any 
individuals whose presence will clearly be detrimental 
to property values in that neighborhood.” The language 

regarding “race or nationality” was removed from the Code of 
Ethics in 1950 in response to the Shelley v. Kraemer decision.

In the 4th quarter of 2017, the Census Bureau reported 
that the home ownership rate among white, non-Hispanic 
Americans was 72.7 percent, while for African-Americans 
the rate was just 42.1 percent. That enormous disparity 
can in large part be attributed to restrictive covenants 
and other discriminatory practices of the past. “Equity 
that families have in their homes is the main source 
of wealth for middle-class Americans,” explains author 
Richard Rosenstein in his book The Color of Law (Liveright 
Publishing, 2017). “African American families today, whose 
parents and grandparents were denied participation in the 
equity-accumulating boom of the 1950s and 1960s, have 
great difficulty catching up today.”

Although passage of the Fair Housing Act in 1968 
represented a huge step towards ensuring that all Americans 
have a chance to live where they choose, dismantling 
these racially discriminatory practices has been a continual, 
decades-long process. For REALTORS® and others in the real 
estate community, there’s still much to do.

For more information, resources and to get involved, visit 
www.FairHousing.realtor

You Can’t Live Here:  The Enduring Impacts of Restrictive Covenants
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an opportunity to remind ourselves not only of the 
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property value, explained a standard appraisal text in 
1931, “we must recognize the customs, habits and 
characteristics of various strata of society and races of 
peoples.”  The presence of an African-American family in 
a neighborhood populated by whites, for example, or an 
Italian family in a neighborhood populated by Northern 
Europeans, was generally believed to have detrimental 
effects on property values and social order.  

In the early 20th century, many cities in the South and the 
Mid-Atlantic used zoning ordinances to keep blacks, 
whites and other ethnicities in their own neighborhoods.  
Baltimore enacted the first racial zoning ordinance in 
1910, and within a few years the practice was widespread 
in the region.  When the U.S. Supreme Court declared a 
Louisville, Kentucky racial zoning ordinance as 
unconstitutional in 1917, restrictive covenants became the 
preferred method of accomplishing the same end.

A typical restrictive covenant was a contract among 
property owners prohibiting sales of homes to blacks or 
other minorities for a specified period of time, usually 
twenty years.  Because the covenants were private 
agreements, they were not covered under laws seeking to 
prevent discrimination.  They quickly became a popular 
method of ruling who could live in a neighborhood and 

who could not, and were in widespread use in major cities 
such as Chicago, Seattle, and St. Louis.  

Restrictive covenants proved so effective in segregating 
neighborhoods and stabilizing the property values of white 
families that they soon became an integral part of the 
federal government’s discriminatory housing practices.  “If 
a neighborhood is to retain stability, it is necessary that 
properties shall continue to be occupied by the same 
social and racial classes,” stated the Federal Housing 
Administration’s influential Underwriting Manual.  From 
1934 on, the FHA recommended the inclusion of 
restrictive covenants in the deeds of homes it insured, and 
instituted a policy known as redlining, refusing to insure 
homes in African-American neighborhoods.

Civil rights lawyers began challenging restrictive 
covenants and redlining policies in courts beginning in the 
1930s, but met with limited success.  But in the 1940s, the 
massive societal changes brought about by World War II 
began to change the tide, albeit slowly.  In 1948, the 
Supreme Court’s landmark decision in the Shelley v. 
Kraemer case held that racially restrictive covenants were 
unenforceable in court.  The following year, the FHA 
reversed course, instructing its field offices not to reject 
applications for mortgage insurance solely because they 
might violate existing restrictive covenants.  The change, 
however, only applied to new applications for mortgage 
insurance; not until 1968 was the policy fully overturned, 
when Congress explicitly prohibited racial discrimination in 
housing financing as part of the Fair Housing Act.

The real estate industry and the National Association of 
Real Estate Boards (as the National Association of 
REALTORS® was called at the time) were complicit in 
these restrictions.  In 1924, the Code of Ethics was 
revised to include Article 34, which stated: “A REALTOR®
should never be instrumental in introducing into a 
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T E C H N O L O G Y

Choosing the Right 
Tech for Your Real 
Estate Business

Which shiny thing is the right one for my business?
The question REALTORS® always ask is: “how can I figure 

out which technology tools will help me to improve my 
business the most?” Technology experts could recommend 
hundreds of tools to increase efficiency, proficiency, reduce 
expenses, and more.  However, there are a lot of options 
out there. There are not enough hours in the day or dollars 
in your pocket to use everything. Start small and figure out 
which tools you think will improve your business the most 
and implement those first, then build on it from there. With 
so many options how do you figure out which to implement 
into your business first.

Step 1: Picking the right tools for your business
Start by identifying what your priorities are. For example:

• Better communication in-house or with clients?

• Organizing activities to provide better customer service 
and reduce operating costs?

• Having a better marketing plan and online presence 
(website, social media, etc.) to help retain and lure new 
clientele?

• Learning which tools and apps to use to make you more 
mobile and paperless?

While doing this, create a list of all your needs and structure 
it so that once you start looking at potential solutions, you 
can easily identify if a product might solve more than one of 
the items on your list. For example, create a spreadsheet or 
grid of all your wants, limitations, and budget. Then evaluate 
potential solutions for them and apply the features of each 
product to that spreadsheet so you can see which of the 
products meet the most of your needs.

Once you get past product features, do a hands-on demo of 
that program. Ask for a free login to play with for a few days 
so you and/or your team can really assess it first hand to make 
sure it fits your needs and workflow.  Also, do some research 
and try to speak to a few of their current clients and get their 
feedback about the product, support, and more. If possible, 
do this directly. Don’t ask the vendor to provide a few clients 
for you to call on, as they will just give you the list of their 

favorite customers who they know will speak glowingly of 
them. Doing your due diligence before you buy will save 
time and money. It will also help you reduce the number of 
products you and your team will have to learn.

Step 2: Implementation and overcoming your fears
As you look to incorporate more technology into your 

business, you will also need to overcome your fears of using 
these gadgets to be successful.

Do you remember the good old days when things we 
bought came with intricate manuals and tutorials? Those 
days are gone and most of these new devices expect the user 
to just “figure it out.” Most adults are not comfortable with 
technology and are afraid to do so. They are scared that if they 
click on the wrong button or agree to the wrong setting that 
they will screw up everything and/or break the device.

Have you ever watched a child play with a new technology 
device? They don’t ask questions, they have no fear and 
typically just figure it out as a process of trial and error. The 
fact is they aren’t scared and just play with the device until 
they figure it out. Or if by chance they can’t figure it out, 
they are not scared to ask someone for help or search online 
for an answer. They do have an advantage that they have 
been around these technologies since their inception, but in 
general, they excel at using these tools because they are more 
open and willing to learn how to do so.

So, get started by dusting off that device or app that you 
have been resisting and just start playing until you figure it 
out. If that doesn’t do it, you have a lot of resources available 
to you such as YouTube, Google, and friends/co-workers.

If you need additional tips, resources, how to videos, and 
more, you can check out GCAR partner, The Real Estate 
Technology Institute, at www.RETI.us. 

Craig Grant of The Real Estate Technology Institute and 
EasyRealtySites.com is a national speaker on all aspects of 
technology, marketing, and risk management as well as a top 
consultant for REALTORS® seeking to operate their business 
more productively and cost-effectively using technology. For 
more information, he can be reached at 352-400-4857 or by 
email at Craig@RETI.us.

By Craig Grant
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•	Access	real-time	ENYR	MLS	data	on	the	go
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7 Tips To Help You Rule Your World

By The CE Shop

It doesn’t take too deep a swim into the pool of real estate 
to know that there’s always a lot to learn. You undoubtedly 
soaked up a lot of useful knowledge during all those hours of 
pre-licensing education, but once you swim out on your own, 
you quickly see how much there still is to know.

Much like life after college, first starting out as a real estate 
agent can sometimes feel pretty overwhelming.

1. Find a Mentor
Our first tip is a simple one: Accept that you know nothing 

and learn from someone who does!

Finding a good, ethical mentor that you click with is essential 
to making it in real estate, as they can tell you everything you 
don’t even know you don’t know. With a mentor that you can 
confide in and ask questions, it’ll be much easier for you to 
build a solid foundation under your nascent real estate empire.

Many agents even recommend finding a brokerage based on 
the mentorship that will be provided.

2. Study Up
One of the great things about the industry is that real estate 

touches everyone. There’s no shortage of books, movies, blogs, 
and agents to learn from.

For books, we recommend first checking out Gary Keller. Of 
Keller Williams fame, Gary Keller’s obviously a name to know in 
the industry, and agents of all backgrounds will find his books 
very applicable to the day to day business. His book The One 
Thing is especially useful in determining the purpose behind 
your scheduling.

As far as movies, Glengarry Glen Ross is a great starting point. 
Originally written as a play, the film came out in 1992 and has 
since become an unofficial training manual for real estate and 
sales agents. Also of note is The Big Short, a film about the 
recent housing crisis that won a Best Screenplay Oscar in 2015.

3. The Time Block
As discussed in The One Thing, time blocking is an essential 

tool for getting things done. Unfortunately for all aspiring 
entrepreneurs, there are only 24 hours in each day, and no 
matter how hard we try to add more, they just won’t budge.

By chunking your time into segments, you can guarantee you 
spend time on the things you need to accomplish each day. A 
key aspect to successful time blocking is that you must replace 
whatever time block you erase. 

For instance, say you spend 9-11am every day making calls. 

If one day you have another commitment during that 9-11am 
block, then you’ll have to reschedule that two-hour block 
elsewhere in your schedule.

By intentionally cutting your time into appointments you 
must keep with yourself, you stay accountable and organized, 
instead of just floating out in the ether of self-employment.

4. Manage Your Customer Relationships
CRM stands for Customer Relationship Management, which 

is a type of business software essential to keeping client 
information organized. Many agents recommend using a CRM 
system before you feel you even need it, just to create the habit 
for when you do need it.

CRMs come in many forms, and most options can be shaped 
to fit your needs.

5. Don’t Be Afraid to Ask For Referrals
Real estate is a social business, and the more people that 

know and trust you, the better business will be. If someone 
enjoyed working with you, chances are they’ll recommend your 
services to friends and family, and you want to be sure they 
know how great that is.

Each time you close a deal, be very clear about how much you 
like referrals, but don’t scare them away with your enthusiasm.

6. Save For the Lean Months
Real estate’s a cyclical beast, and market conditions can 

change abruptly. With no way to see the future, the only smart 
thing to do is to store away money for the possibility of a 
market slowdown. 

The accepted wisdom is to have about 6 months of expenses 
holed away in savings. These savings include insurance, as well 
as business expenses like payroll taxes, advertising materials, 
and brokerage fees.

7. Be Professional
This last point is both obvious and the most imperative. 

You’re a brand new agent out on the streets, and it’s important 
that you understand how you come off to strangers. While 
you’re of course striving to be the greatest real estate mogul 
since Thomas Jefferson, you have to realize that you don’t know 
everything. 

Be kind, rely on your self-motivation, and don’t work yourself 
so hard that you show up looking like a crazy person.

GCAR has partnered with The CE Shop to offer online licensing 
courses and continuing education. Visit gcar.theceshop.com.
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C O U R S E  C A T A L O G

GCAR’s Real Estate
Professionals Institute (REPI) 

Upcoming Courses
NAR Mandates A Class Of Ethics 

NAR policy states that REALTORS® are required to 
complete code of ethics training of not less than 2 hours, 
30 minutes of instructional time within two-year cycles. The 
training must meet specific learning objectives and criteria 
established by the National Association of REALTORS®. We are 
currently in cycle 5, which runs from January 1, 2017 and ends 
December 31, 2018.

If you took your ethics class during this time frame through 
GCAR or our online partner, the CE Shop, no further action is 
required.  However, if you took your ethics course elsewhere, 
you must send your certificate of completion to mmiaski@
gcar.com for GCAR to report your compliance to NAR.

If you still need to take an ethics course, GCAR is offering 
multiple classes this year:

• May 3, 2018 at GCAR

• October 25, 2018, at GCAR- GRI -1 course

• November 1, 2018 at GCAR

GCAR.com/calendar for specific class details!

Earn FREE CE Credits*
Complete the Fabulous Flooring Certification course on 

April 11-12 and you can take one of our Ethics, Fair Housing, & 
Agency combo classes for free! That’s 7 hours of CE credit and 
your required DOS/NAR classes for FREE.

Ethics, Fair Housing, & Agency Combo Class
May 3 @ GCAR

November 1 @ TBD

*offer is for GCAR members only

REPI Policies
Cancellation: For most REPI classes, call at least 10 days 

in advance for a full refund.  Cancel 10 or fewer days before 
the class and your registration will be refunded less a $25 
cancellation fee. No-shows forfeit tuition.

Photo and video release: Registering for a class grants GCAR 
consent to reproduce, edit, broadcast or rebroadcast any video, 
film, soundtrack recording and photo reproductions of yourself 
and/or your narrative account of your experience within said 
activities, for publication, display, or exhibition thereof in 
promotions, advertising, education and legitimate business 
uses without any compensation to, and/or claim by you.



HOME SWEET (SECOND) HOME:
VACATION, INVESTMENT

& LUXURY PROPERTIES COURSE

Gain the knowledge and skill base you need to

specialize in buying, selling or managing resort

properties and second homes for recreation,

investment and development.

Help clients evaluate and select the type of

property, form of ownership and financing options

to best suit their needs.

Analyze and explain the tax implications of

converting investment property to personal use

property.

Tap into sources of information on complying with

local, state, and national regulations of second-

home vacation and investment properties.

DID YOU KNOW...

More than one third

of all home sales are

either vacation or

investment properties.

Attend to learn how to:

Earn the RSPS certification by passing this course, completing three free one-hour webinars

and submitting an application (one-time fee of $195).

 Register online at

nysarportal.ramcoams.net.

Or, fax your completed

registration form to NYSAR.

Location: The Mabee Building - 31 Church St
Saratoga Springs, NY 14456

Instructor: Roseann Farrow,ABR,CIPS,CRB,ePRO
GREEN,GRI,RSPS,SFR,SRES 

Date / Time: April 9, 2018 /  8:30am-5:00pm 
CE Credits: 7.5 hours
Cost:  $150 Members / $175 Non-members



REGISTER
WWW.GCAR.COM/FABULOUS-FLOORS

FLOORING CAN MAKE OR BREAK YOUR SALE. Replacing flooring in a house is 
a major expense. It is important to understand the types of flooring available and 
their pros and cons so that you can advise your clients.

Advanced flooring systems and 
troubleshooting

Maintenance • Moisture • Concrete problems

Subfloors • Standard flooring codes

Aging in place

THU, APRIL 12 | 9AM - 12PM

Overview of flooring products
Carpet • Wood • Laminate • Vinyl 

Bamboo • Cork • Tile • Stone

Pros and Cons of each product

Trends and development of products

WED, APRIL 11 | 9AM - 4PM

$110 for GCAR members
$110 for non-members

CE Credit: 9 hours†

†pending DOS approval

$75*

*Underwritten by GCAR

Presented by Lisbeth Calandrino, 
Flooring Specialist and Associate 
Publisher and Director of Social 
Media of Fabulous Floors Magazine

LEARN HOW FLOORING AFFECTS HOME SALES 
FABULOUS FLOORS CERTIFICATION

WITH YOUR CERTIFICATION YOU GET
• Free subscription to Fabulous Floors magazine

• Your photo and contact info will be featured 
in Fabulous Floors magazine (reach 45,000 
consumers)

• Recognition in Across the Association

• Extra 7 hours of CE credit and required DOS/
NAR classes (Ethics, Fair Housing, & Agency) 
for FREE (GCAR members only)



Become a Professional Certified Marketer in Digital Marketing 
The AMA has recently launched an exciting new certification in digital marketing: 
The Professional Certified Marketer PCM®, Digital Marketing. The certification 
covers all the key areas needed to show your competence in the evolving and 
in-demand field of digital marketing.  This 6-week course is designed to assist 
you in studying towards the PCM® exam and help you achieve a certification that 
is backed by the AMA, developed by marketing professionals, and respected by 
the industry.

$300 for GCAR or AMA Members*
$400 for Non-members*

*exam fee not included

DIGITAL MARKETING BOOTCAMP
WEDNESDAYS @ GCAR
April 25 - May 30
6:00 - 9:00pm

REGISTER
WWW.GCAR.COM/REGISTRATION

CLASS SCHEDULE
APRIL 25

Digital Marketing Metrics & 
Conversions

MAY 2
Social Media & Community

 Content Marketing

MAY 9
Email Marketing

MAY 16
User Interface & Experience

MAY 23
Online Advertising

MAY 30
Search Engine Optimization

NEW DATES!



FREE REGISTRATION
WWW.GCAR.COM/REGISTRATION

HUD HOME SALES TRAINING SEMINAR
Presented by Gersch Real Estate Group, LLC

April 20 @ GCAR
10:00am – 12:00 pm

Instructors: Patrick Campbell and Greg Gersch

Learn how to use the HUD website, register and login as a selling agent, how to find info such 
as PCD and Lead Base Addendum, what kind of financing is available, how to place an offer, 
and more.



Graduate to a new level
of real estate as a GRI.

5
GRI

Satisfies 2 hours NYS DOS Agency requirement

Co-sponsored by:

Location:  Greater Capital Association of REALTORS® 
451 New Karner Rd
Albany, NY  12205

Instructor: Nick Gigante, AHWD, GRI
Date / Time: April 26, 2018  /  8:30am - 5:30pm
CE Credit: 7.5 hours
Cost:  $125 Members / $150 Non-members



P R E - L I C E N S I N G    |    P O S T - L I C E N S I N G    |    C O N T I N U I N G  E D U C AT I O N    |    M U LT I - S TAT E  &  C U S T O M  PA C K A G E S

THE LEADER IN ONLINE REAL ESTATE EDUCATION

WELCOME TO YOUR NEW CAREER
Our Pre-Licensing courses offer everything you need to complete the course, take the state exam, 
and get your license. To better deliver our courses, we designed a brand new online learning 

platform called LEAP. It combines the best of the classroom environment with the convenience of 
online delivery, and students are really happy about it. Try it for yourself and see why!

WHY CHOOSE THE CE SHOP?
• 98% Student Satisfaction Rating: the highest in the industry

• New Content & New Platform: we believe a course should be more than just an online textbook

• Built-In Exam Prep: who cares how good a course is if it doesn’t help you pass your state exam?

• Customer Support 7 Days a Week: we’re here to provide answers when you need them most

A BRAND NEW LEARNING PLATFORM
Our courses not only fulfill state requirements, they also engage you in the content from start to finish. Videos, 

activities, and interactions are built into the content to keep you on track. The inquiry-based scenarios help you 

relate to on-the-job situations, better preparing you for your new career.

• Take notes inside the course

• Downloadable course content for offline reading

• Track your progress with a real-time clock

• Instant feedback on quizzes and exams

BUY TODAY AT 
GCAR.TheCEShop.com
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C A L E N D A R

SAFETY MATTERS
Sponsored by GCAR and Capital Region Builders & Remodelers 
Association

WEDNESDAY, MARCH 21
11:00AM - 12:00PM
$10 

CE Credits: 1

Safe systems • Your personal safety toolkit • Property showing 
safety • Open house and model home safety • Showing vacant 
properties • Social Media--Are you revealing too much? • 
Flight or fight? • Escape the situation • Should you try to 
defend or arm yourself? 

REGISTER HERE

HOW DO YOU FIND THOSE COMPS?
THURSDAY, MARCH 22
9:00AM - 4:00PM
$110 until March 15/$125 after March 15

CE Credits: 6

Instructor: Rebecca Jones, NYS Appraiser and USPAP instructor

Come learn what influences the property value, how old the 
comparable should be, what needs to be adjusted, and how 
this information can best serve your customers and clients. 
Come let us show you how the appraiser gets those figures!  
Please bring your calculator.  Hands on Cases studies.

REGISTER HERE

CIREB 2018 SPRING FLING
THURSDAY, MARCH 22
6:00PM
Location: Corning Tower Observation Deck • Albany, NY

Please join us at the Corning Tower for a night of cocktails, 
light Hors d’Oeuvres catered by Mazzone Hospitality and 
networking. Each attendee will receive two free Drink tickets 
at check in. Take in the awesome views, party and have a little 
fun!!

REGISTER HERE

DIGITAL MARKETING BOOT CAMP
WEDNESDAYS
APR 3 - MAY 8
6:00PM - 9:00PM
$300 GCAR/AMA Members/$400 Non-members

Instructor: Will Trevor, Faculty Program Director at Excelsior 
College for Marketing Programs

This 6-week course is designed to assist you in studying 
towards the PCM® exam and help you achieve a certification 
that is backed by the AMA, developed by marketing 
professionals, and respected by the industry. The AMA has 
recently launched an exciting new certification in digital 
marketing: The Professional Certified Marketer PCM®, Digital 
Marketing. The certification covers all the key areas needed to 
show your competence in the evolving and in-demand field 
of digital marketing. 

REGISTER HERE

CIREB MARKETING SESSION
THURSDAY, APRIL 5
8:00AM
Location: 461 Nott Street • Schenectady, NY

Speaker: Schenectady Mayor, Gary McCarthy

Hosted by CBRE/Albany

REGISTER HERE

RESORT & SECOND HOME PROPERTY SPECIALIST 
(RSPS)
MONDAY, APRIL 9
8:30AM – 5:00PM
Location: The Mabee Building • 31 Church Street • Saratoga 
Springs, NY

$150 members/$175 non-members

CE Credits: 7.5

Instructor: Roseann Farrow, ABR, CIPS, CRB, ePRO, GREEN, GRI, 
RSPS, SFR, SRES

Gain the knowledge and skill base you need to specialize in 
buying, selling, or managing resort properties and second 
homes for recreation, investment, and development.

REGISTER HERE

All classes are held at GCAR (451 New Karner Rd, Albany, NY 12205)
unless otherwise noted.

Cancellation Policy: For most GCAR classes, call at least 11 days in advance for a 
full refund. No-shows, no-calls forfeit tuition.



Across the Association MAR/APR 2018 29

FABULOUS FLOORS CERTIFICATE
WEDNESDAY, APRIL 11 • 9:00AM - 4:00PM
THURSDAY, APRIL 12 • 9:00AM - 12:00PM
$75 members/$110 non-members

CE Credits: 9 (pending)

Instructor: Lisbeth Calendrino

Replacing flooring in a house is a major expense. The customer 
needs to have some sense of the options available. While a 
REALTOR® is not an expert, they can help by giving some ideas 
on popular trends in the market today. Consumers need to 
understand the differences in flooring and what the value is.

REGISTER HERE

HUD HOME SALES TRAINING
FRIDAY, APRIL 20
10:00AM – 12:00PM
FREE

Instructors: Patrick Campbell and Greg Gersch

HUD Home Sales Training Seminar presented by Gersch Real 
Estate Group, LLC. Learn how to use the HUD website, register 
and login as a selling agent, how to find info such as PCD and 
Lead Base Addendum, what kind of financing is available, how 
to place an offer, and more.

REGISTER HERE

GRI 5 – BUYERS
THURSDAY, APRIL 26
8:30AM – 5:30PM
$125 members/$150 non-members

CE Credits: 7.5

Instructor: Nick Gigante, GRI, AHWD

Serve buyers from presentation package to closing with 
confidence. From qualifying the buyer, explaining financing, 
safe showing, preparing an offer, and negotiating, in this 
course you’ll learn to walk the buyer through the entire 
process.

REGISTER HERE

REAL ESTATE SALESPERSON LICENSING COURSE
MAY 1 - JUN 9
TUESDAYS & THURSDAYS: 6:00PM – 9:30PM
Saturdays: 9:00am – 5:00pm

$400-$428

Get your real estate license with this 75-hour required course. 
It will teach you everything you need to know to obtain your 
NY real estate license.

REGISTER HERE

ETHICS, FAIR HOUSING, AGENCY
THURSDAY, MAY 3
9:00AM - 5:00PM
$40 GCAR members/$85 non-members

CE Credits: 7

Instructors: Rory O’Connor, Mary Peyton, Jeffrey Decatur, Jill 
Birdsall

Take Ethics, Fair Housing, and 1 hour of Agency all in one day 
to complete 7 Hours of continuing education.

REGISTER HERE

BOWLING FOR RPAC
THURSDAY, MAY 3
6:00PM - 9:00PM
Spare Time • 375 Troy Schenectady Rd • Latham, NY

$25 advanced sale/$35 at the door

Join your fellow REALTORS® and GCAR Affiliates for a fun 
evening of bowling, pizza, appetizers, networking, prizes, & 
music while making an investment in the real estate industry.

REGISTER HERE

GETTING STARTED AS A REAL ESTATE INVESTOR 
FRIDAY, MAY 11
9:00AM - 12:00PM 
$40 GCAR members/$55 non-members 

CE Credits: 3 

Instructor: Carl Schiovone 

Highlight benefits and risks of investing and how to 
implement effective risk management strategies. An overview 
and comparison of various real estate investment business 
models available.

REGISTER HERE

INTRODUCTION TO HOLDING PROPERTIES FOR CASH 
FLOW & EQUITY GROWTH 
FRIDAY, MAY 11
1:00PM - 4:00PM
$40 GCAR members/$55 non-members 

CE Credits: 3

Instructor: Carl Schiovone

How to locate/analyze properties for financial success. 
Overview of benefits and risks associated with investing.

REGISTER HERE
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www.realtorparty.com/brokers

JOIN NAR’S BROKER INVOLVEMENT PROGRAM
For State and Federal Calls for Action

The REALTOR® Party is a powerful alliance of REALTORS® 
and REALTOR® Associations working to protect and promote 

homeownership and property investment.

Automatically send agents the Broker 
Call for Action
If you have 100 or less agents, the Broker agrees to 
allow NAR to automatically send all Broker CFAs with 
the Broker’s name and company logo to their agents.

This program gives Broker-Owners/Managers a quick and effective tool to enlist your agents 
in bringing REALTOR® Party Issues to the attention of state legislatures and Congress.

For Broker-Owners with 100 or more 
agents you may choose 
Auto–participation or review and approve. 

NAR will alert the Broker by email when there is a Broker 
CFA. The Broker’s email message and the CFA will be 
available for review on the Broker Portal, where the Broker 
can approve or reject sending the Broker message and CFA 
with their name and logo.

JOIN TODAY
www.realtorparty.com/brokers




