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1

EVENTS

Comprehensive conferences and trade shows for the real estate and financial industries. 

The Warren Group’s successful model for industry specific conferences serves professionals 

and service providers throughout New England. Sponsoring and exhibiting opportunities are 

available. Our events bring hundreds of real estate and finance professionals together for 

educational breakout sessions, keynote speakers, and exhibitors offering solutions for all 

departments and managers. 

2013 Events include: Residential Real Estate Outlook, New Media Marketing, Community 

Bank Heroes, Women of FIRE and Credit Union Heroes.

PRINT

Our independent editorial staff drills deep into the issues affecting real estate and finance 

in Massachusetts. Only Banker & Tradesman readers can tap into the most important 

information impacting their businesses. Armed with a wealth of news and data, our readers 

are the most informed, educated and powerful leaders in the local business scene.

Columns and regular features include:

Industry News - News and trends in the banking, real estate and financial  

services scene. 

Records and Research - Statewide real estate and credit records transactions 

compiled weekly for easy reading and analysis. 

Print Exclusives - Print only features, like By The Numbers, Hot Property  

and Gossip Report.  

Special Supplements - Hone in on industry specific topics, such as  

commercial real estate, law, housing and banking.

ONLINE
2

E-NEWS 

Bankerandtradesman.com 

Develop more leads 24 hours a day. 

Banker & Tradesman Online has 15,000 unique visitors per month, and 3,000 paid 

subscribers.

Readers tap into the latest news and events, as well as our much sought-after real estate 

transactions and data. Find archived stories, podcasts, and more.

With an online presence, you will improve product awareness, build sales volume, and 

increase profits.

Banker & Tradesman Daily E-News 

Deliver your daily message to 10,000 readers via email .

Associate your business with the region’s most trusted business publication.

Advertising on Banker & Tradesman Daily Email links your company with the market’s 

business decision makers while also serving as a gateway to more information about you 

and your product via embedded links to your site. 

You can leverage your position in the Banker & Tradesman print product by adding to your 

exposure.

To learn more about Banker & Tradesman or to customize a marketing program unique  
to your business needs call 617-896-5344 or email advertising@thewarrengroup.com.  



Reach 
Your Targeted 
Business Audience 
with Accuracy
The Financial Services  
And Real Estate Weekly  
For Massachusetts
Banker & Tradesman is the most valued advertising vehicle 

in the Massachusetts real estate and banking market. The 

consistency of our advertisers is an amazing statistic that has 

kept our publication strong for more than 140 years. Banker 

& Tradesman is a vital tool, providing the most current and 

accurate data with complete real estate transactions  

and listings. 

We also feature a highly rated website, bankerandtradesman.

com, and a popular daily e-news alert with more than 10,000 

readers. The Warren Group produces multiple events and 

seminars each year that feature the most influential and  

informed government and industry experts. 

90% of our readers are involved  

in choosing and approving  

products and services 

purchased for their company.  

The remaining readers influence  

and recommend purchases.
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An Official Publication of The Warren Group
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Jamaica Plain Activists Decry Proposed Luxury Units
Condo Plan For Former Church Raises Residents’ Ire 

unholY redesign?

How A Small Credit Union Fought For – And Won – It’s Right To Collect On Student Debt
By laura schreier

speCial To Banker & Tradesman

When a borrower of theirs filed for 
bankruptcy, Boston-based Liberty 
Bay Credit Union did something 

unusual – it went to court and asked for 
some of its money back. And it won, on the 
strength of a handwritten note the borrower 
had scrawled out five years ago.

The case stands out for two reasons, ac-
cording to legal experts: First, that Liberty 
Bay’s victory strengthens guidance for re-
covering funds in a bankruptcy filing – in 
this case, on educational lending, which is 
a growing trend in the credit union indus-
try. And second, it shows how a savvy credit 
union can successfully fight back in the 
courtroom.

“I had a gut feeling, but I didn’t know how 
it would play out,” Liberty Bay Collections 
Manager Victor Simas said of the case. Still, 
the institution – which operates locations in 
Boston, Braintree and Stoneham – pursued 
the matter because Simas was experienced 
in bankruptcy law and knew Liberty Bay 
had a shot.

Continued on Page 13

Liberty Bay CU Hands Financial Institutions Significant Victory
FighT For Your righT

By colleen M. sulliVan
Banker & Tradesman sTaFF WriTer

After years of taking it on the chin– 
with finger-pointing lenders looking 
to put the blame for faulty boom-era 

lending on appraiser’s shoulders and penny-
pinching managers turning to automated 
valuation models and broker price opinions 
– has the tide finally shifted in favor of the 
appraiser? 

There are signs the answer may be yes. 
“I’ve talked to a lot of the [appraisal man-

agement companies (AMCs)], and they’re 
just inundated,” said Jerami Marshal, chair-
man of the Massachusetts Mortgage Lend-
ers Association. “I know a local Boston 

AMC who’s getting 
3,000 orders a week. 
It’s insane.”  

Beginning in No-
vember, both Fan-
nie Mae and Freddie 
Mac will allow banks 
who refinance loans 
as part of the federal 
Home Affordable 
Refinance Program 

(HARP) to do so without making “represen-
tations or warrant[ies] as to the condition 
of the value, marketability, or condition of 
the subject property” – but, critically, only if 
the lender has a full appraisal done.

That’s a big shift, said Steve Sousa, ex-
ecutive vice president of the Massachusetts 
Board of Real Estate Appraisers. When 
the HARP program began in 2009, guide-
lines left it up to the lender to decide what 
evidence to use to support the value of the 
loan, “which could also include the original 

Take WhaT You can geT

New GSE Rules,
Ongoing Refi Boom
Helping Appraisers

More Lenders Seeing The Value 
Of Full Appraisals All Over Again 

As A Safety Net

Continued on Page 7
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So Senator Brown, just what were 
you thinking when you argued that 
suburban towns should be allowed 

to count prison cells at Walpole and 
other notorious lockups as affordable 
housing?

It’s a question that has stumped me 
now for more than a decade since I 
broke a story that Brown, then an ob-
scure state representative from Wren-
tham, was pushing legislation that 
would do just that.

Suburban towns were pushing back 
hard back in the early 2000s against 
the commonwealth’s long-time afford-
able housing statute, Chapter 40B. The 
law then, and now, gives developers 
the power to override local zoning rules 
– and NIMBY officials – and build sub-
sidized apartments if a particular town 
is under the threshold for having a per-
centage of its housing units deemed “af-
fordable.”

Brown offered up a devilish solution 
Continued on Page 12

By JiM cronin
Banker & Tradesman sTaFF WriTer

The developer of a former Catho-
lic Church campus in Boston’s 
Jamaica Plain neighborhood is ex-

pected to propose controversial luxury 
condominiums for the Blessed Sacra-
ment church project before the year is 
over. 

Residents of the Hyde Square area 
of Jamaica Plain (JP) have fought their 
share of redevelopment battles in recent 
years. Most notably, a Whole Foods gro-
cery store recently displaced the former, 
more affordable Hi-Lo Foods Latino mar-
ket at 413 Centre St. And that was after 
the Hyde Jackson Square Main Street 
neighborhood advocacy group dubbed 

the area the city’s Latin Quarter for its 
proliferation of Latino organizations and 
retail businesses. 

Now, the team of New Atlantic Devel-
opment and the Jamaica Plain Neighbor-
hood Development Corp. (JPNDC) has 
crossed a line by proposing luxury con-
dominiums in the former church build-

Continued on Page 11

Business Lending Landscape

Why ‘Bigoted’ Housing policies 
From sen. scott Brown’s past 
should Be Front and Center

Amy TierCe

scott BroWn’s
harD cell

commercial inTeresTs

By scott Van Voorhis 
Banker & Tradesman sTaFF WriTer
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Hiring Strong At a Number Of Local Contracting, Construction Firms. But Is It Sustainable?

Cranes Have Job-Seekers Flocking To Boston

SUMMER JOBS PROGRAM

How Local Conditions Prevent Mass. Lenders From Cashing In On Favorable Mortgage, Bond Spreads
BY MATT BROWNBANKER & TRADESMAN STAFF WRITER

C ould mortgage rates go lower? Could they be lower if not for bankers eager to put some extra cash on the bottom line?
Those questions have been around in national news stories lately, but bankers here say conditions aren’t quite right to make that trend a reality in Massachu-

setts.
Quoting industry analysts, the New York Times reported earlier this month that banks are taking advantage of a wid-ening spread between mortgage rates and bond rates. The difference between mort-gage rates and bond rates allows banks to sell mortgages to investors for a profit. Analysts told the Times the spread has been historically high and mortgage rates, 

even recently, should have ticked down along with bond rates.
But they haven’t, and banks nationwide say they need to pocket the difference in order to cover present compliance costs and those they expect to pay in the com-ing months and years.

Conditions here in Massachusetts seem to both encourage and prevent this kind Continued on Page 15

Mass. Banks Largely Exempt From Rate Spread Games

BY COLLEEN M. SULLIVANBANKER & TRADESMAN STAFF WRITER

A new front has opened up in the portal wars – and some Massa-chusetts listings are caught in the crossfire. 
The controversy has to do with the well-known web domain RealEstate.com. Formerly owned by internet lender Lend-

ingTree.com, the domain (and 400 oth-
ers) was purchased by real estate tech firm Market Leader last fall in an $8.25 million deal.

Market Leader, an established pro-vider of lead generation and marketing technology for brokers and agents, has re-launched RealEstate.com as a listings portal, aiming to compete with sites like Zillow, Trulia and Realtor.com.But it’s doing so with a twist, setting up relationships with a network of local brokers and charging them “referral fees” for a chunk of the commission on a closed deal, instead of simply soliciting agents to advertise on the site. The group has joined 150 multiple listing services (MLS) across the country – including Shrewsbury-based MLS-PIN, the largest MLS in Massachusetts. And that’s ruffling brokers’ feathers.
RealEstate.com will “serve up any zip code paying agent as the contact, whether [or not] they are even in the listing’s MLS,” complained Mark Holt, an agent at Braemore Realty in Boston. 

END-AROUND

Realestate.com 
Re-launch Ruffles 

Realtors Feathers
Using MLS Data As A ‘Broker,’ Popular Site Re-Ignites IDX, Syndication Debate

Continued on Page 7
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BY JIM CRONINBANKER & TRADESMAN STAFF WRITER

A sk certain developers, contractors or government officials what their favorite bird is, and they’ll gladly tell you – it’s the crane, of course. The construction crane.
And right now, those cranes have re-turned to nest across the Boston area, and 

they’re bringing flocks of jobs with them.In Boston’s Seaport district, Vertex Pharmaceuticals and John Drew are cre-ating new office and residential projects, respectively. Across the Charles River in Cambridge, Alexandria is working on a new 11-acre development project that will house Biogen Idec’s headquarters, stores,  restaurants and a public park. And in the 

suburbs, Duffy Properties is already build-ing the first speculative project in years along Route 128 in Burlington.In 2012, the value of all building per-mits issued in the city of Boston has reached $3.3 billion, according to infor-mation from Suffolk Construction. For all of 2007, at the peak before the crash, the 
Continued on Page 11

KATHY CONDON

SUN SETTING ON MOHEGAN

RATE OF RETURN

There’s really no other way to put it: Mohe-gan Sun blew it with its fumbling pursuit of the prized casino license for Western Mas-sachusetts, and now looks just about done as a serious contender.
Mohegan took an early and seemingly impos-ing lead in the casino sweepstakes, rolling out plans for a mega casino near the Connecticut border in Palmer four years ago.

But Mohegan hesitated at key moments when it should have poured it on, with the decision to put off paying a $400,000 application fee to the Massachusetts Gaming Commission looking like the last act.
All roads now lead to Springfield in the com-petition for the western license, with MGM look-ing like the new front-runner amid a pack of  Continued on Page 13

SCOTT VAN VOORHIS

BY SCOTT VAN VOORHIS |  BANKER & TRADESMAN COLUMNIST

Mohegan Sun Was Once Top Dog In The Western Mass. Casino Battle. But A Series Of Missteps  Has Opened The Door Wide For Archrival MGM.

COMMERCIAL INTERESTS

Once considered a dark horse candidate for the Western Mass. casino license, MGM’s proposal to redevelop and renovate large 

portions of downtown Springfield is quickly gaining traction. Co
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Advertising Opportunities

ADVERTISING RATES
AD SIZE  12 TIMES 6 TIMES 1 TIME

Full Page  $2,350  $2,610  $2,900
10” X 15.375” 

Junior  $1,765  $1,960  $2,180
7.5” X 10” 

Half  $1,645  $1,830  $2,035
V. 4.875” X 15.375” H. 10” X 7.5” 

Quarter Page  $940  $1,045  $1,160
SQ. 4.875” X 7.5” 

One Eighth  $590  $650  $725 
H. 4.875” X 3.75” 
Pricing is per issue  •  All rates are net  •  Ad close dates are 10 days prior to issue dates.

Total Banker & Tradesman Audience: ........................................ 10,000

Total Print Distribution:  ............................................................. 3,500

Total E-News Distribution: ........................................................ 10,000

Paid Weekly Print Circulation: ..................................................... 2,500 

Total Weekly Print Readership:  ................................................... 8,750

Pass Along Readership Rate:  ...........................................2.5 per copy

Primary Readers of Banker & Tradesman Include:  

Real estate investors – real estate brokers – developers – builders 

and contractors – commercial property owners - bankers and 

lenders - mortgage bankers and brokers – government agencies 

- real estate professional services including legal, insurance, 

accounting and appraisal.

Further target your buying audience 
through our regular focused editorial 
sections:

· Business & Lending

· Commercial & Industrial

· CRE Insider

· Residential Real Estate

· By the Numbers

· Official Records 
WITHIN  
CRE INSIDER
On a monthly basis, 
our team of experts 
bring you the latest 
commercial real estate 
news, exposing the 
drama behind the deals 
and how they impact 
the Massachusetts 
economy. 

January - The New Face of Medical Facilities

February - Top Developers of 2012

March - Apartment Boom, tie in with Bay 
State Apartment Owners/podcast

April - Suburban Office Market

May - Real Estate Law, tie in with Mass. 
Lawyers Journal/Legal Event

June - Biotech/Life Sciences Construction

July - On The Waterfront (Boston Seaport)

August- Retail construction: What’s 
replacing the Big Box? Tie in with Professional 
Contractor Magazine

September - Transit and Development

October - Betting on Casinos

November - Downtown Office Market

December - Commercial Real Estate 
Outlook for 2013

BANKER & TRADESMAN DAILY E-NEWS
Ad Rate 3-Month 6-Month 12-Month 

Leaderboard Open Rate $1,195 $1,015 $835  
728 x 90 

Rectangle I Open Rate $1,015 $860 $710 
300 x 250 

Rectangle II Open Rate $1,015 $860 $710 
300 x 250 

Bottom Banner Open Rate $775 $660 $545 
728 x 90 

BANKER & TRADESMAN WEBSITE
Ad Pixels 3-Month 6-Month 12-Month 

Full Banner 728x90 $760 $680 $625

Skyscraper 120x600 $560 $525 $475

Square Button 120x90 $275 $250 $230

ONLINE ADVERTISING RATES
A one month purchase can be 1 day a week for a month or you can 
choose any five available days within the month.

20% Off
WITH PRINT BUY

Banker & Tradesman  is a weekly publication.

Delivered the last day of each month.



To learn more about Banker & Tradesman or to customize a marketing program unique  
to your business needs call 617-896-5344 or email advertising@thewarrengroup.com.  

MONTHLY BONUS 
DISTRIBUTION
January 500 copies
New England Mortgage Expo, BankWorld, NAIOP MA 
seminar, Developers and Building Owners 

February  300 copies
NAIOP MA seminar, Residential real estate brokers

March 300 copies
NAIOP MA seminar, Mortgage brokers

April  300 copies
The Great New England Credit Union Show, NAIOP 
MA seminar, Business Profile clients

May  500 copies
NEFMA spring conference, Community Bank Heroes 
dinner, REBA 

June  300 copies
New Media Marketing conference commercial real 
estate brokers, mortgage brokers

July  300 copies
Women of FIRE awards, Investors

August  300 copies
Commercial Real estate brokers, mortgage brokers

September  500 copies
Banking New England conference, Credit Union 
Heroes ceremony, NEMBC

October  300 copies 
NEFMA fall conference, NAIOP MA seminar

November 300 copies 
ABX Architecture Boston show, NAIOP seminar,  
Building Owners

December  300 copies 
Commercial and Residential RE brokers

VALUABLE PACKAGE 
DEALS AVAILABLE 
MORE THAN 20% OFF
CALL FOR A TAILORED PACKAGE 
AND PRICING INFORMATION

SPECIAL FOCUSES
JANUARY 21 - Mortgage and Lending Landscape
The money for your real estate purchase, development, or business 
expansion is out there. Learn how to navigate the new landscape to get it. 

FEBRUARY 25 - Residential Real Estate Outlook  
SEMINAR SPONSORSHIP OPPORTUNITY
Industry experts discuss key issues affecting the residential real estate 
market and offer their insights about prospects for the Massachusetts real 
estate industry this year.

MARCH 11 - Top lenders
Saluting the top producers of 2012 in the real estate lending industry.

APRIL 15 - Business Profiles

MAY 13 - Community Bank Heroes
EVENT SPONSORSHIP OPPORTUNITY 
Spotlighting community bank leaders who stand out from their peers and 
help make the communities they serve better places for all.

JUNE 10 - New Media Marketing; Social Media and Beyond
SEMINAR SPONSORSHIP OPPORTUNITY 
Leverage Twitter, Facebook, LinkedIn, podcasts, blogging and online 
videos to maximize your marketing potential.

JULY 15 - Women of FIRE 
EVENT SPONSORSHIP OPPORTUNITY  
Saluting women who stand out professionally and personally, 
advancing their professions and enriching the lives of others – winners 
of Banker & Tradesman’s 2013 Women of Finance, Insurance and Real 
Estate (FIRE) awards.

AUGUST 12 - Fast 50
Recognizing the 50 fastest-growing mortgage lenders in Massachusetts.

SEPTEMBER 16 - Credit Union Heroes
EVENT SPONSORSHIP OPPORTUNITY 
Honoring credit union employees who epitomize commitment to member 
service and volunteerism in their communities.

OCTOBER 14 - B&Ts BEST
Banker & Tradesman’s annual reader poll results issue, honoring the BEST 
vendors in the real estate and financial markets.

NOVEMBER 11 - Building Massachusetts  
Contractors and subcontractors share their blueprints for success in the 
recovering real estate market.

DECEMBER 16 - Behind the Real Estate Deal
The vital providers of legal, insurance, title, appraisal, and inspection 
services that are needed to get the deal done. 


