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Realtors Must Take Advantage of New Technologies

AdoTube Ignites Video Advertising Innovation with In-Stream Opt-In Ads
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a Active Seniors and County officials in Prince George's County at Chestnut Oaks Condominium Ribbon
Cutting

Grand Opening Ceremony Unveils
Moderately Priced
CHESTNUT OAKS IN FORT WASHINGTON
Condominium Homes for Seniors

Martin Poretsky, builder of fine homes in the Washington area for the past 40 years,
formally open the new Chestnut Oaks condominium community in a ceremony on
last week. The 149-unit adults-only community offers moderately priced luxury living
to seniors 62 and over with an array of amenities and features. Located in Fort
Washington, Md. near National Harbor, prices start in the mid $190s, with nearly 25
percent sold to date and owners living in their new condominium homes.

"It's great to have such a wonderful, high end property for seniors in Prince Georges
County." Said Councilman Tony Knotts, Prince Georges County District 8

Visitors to Chestnut Oaks can tour two fully furnished models displaying the special
luxury features in each new condominium home. Units come in one and two-bed-
room floor plans, with dens available in some suites. Each unit is fully equipped with
washer/dryer, dishwasher and today's latest appliances with upgrade options includ-
ing granite counters.

Residents and guests enter through a spacious two-story lobby. Each floor is elevator
accessible. Homeowners at Chestnut Oaks can enjoy all the diversions of small-
town, active living without leaving the building. An onsite fitness center offers a com-
plete exercise room and men's and women's saunas. The community recreation cen-
ter is staffed with an activities director, and includes a billiards room, arts and crafts, a
furnished lounge and game room, and a 30-seat movie theater, along with an expan-
sive patio area with upscale furniture and gazebo for outdoor gatherings. A beauty
salon, business center, library, card room, and health suite provide additional services
to residents.

For further information, please contact Gary Wing, RelVMlax Realtors,
240-766-1676.

(Syndicated News) We live in a
YouTube generation, with millions
of people routinely watching online
videos. According to comScore
Media Metrix, a global Internet
information provider, three out of
five Internet users view online
videos. When you look at the fact
that roughly 73 percent of adults in
America use the Internet, you
begin to understand just how many
people today are viewing online
videos.

It's estimated that, during
January 2007 alone, there were 123
million Americans that viewed
online videos. With video sites like
YouTube rapidly growing, people
are scrambling to capitalize on the
video craze. One company,
Adotube.com, located in New
York, has done just that.

“We have taken the video watch-
ing craze and made a way for every-
one to profit from it. No matter
who you are, with our technology
you can make money from online
videos,” explains Leo Grzhonko,
president of Adotube.com. “People
don't want spam or something
obtrusive that disrupts what they
are doing. Our technology meets
the needs of the viewer and video
owner, giving people a way to make

money by showing brand name ads
on their videos.”

And many people agree with
him, as this new technology in
online videos allows for a seamless
application that's flexible and easy
to use. The AdoTube Interactive
In-Stream Media Player
Technology allows people to inte-
grate an interactive opt-in advertis-
ing message into their video in a
way that doesn't disrupt viewer
experience. While watching a video
online, the viewer would simply see
an intriguing “roll-over mouse”
message that is integral part of the
Player in the corner of the video
screen. When the mouse rolls over
the area an interactive ad appears,
which has been demographically
targeted for the viewer.

“We call it the in-stream interac-
tive online video monetizing solu-
tion,” adds Grzhonko. “It allows
anybody: a blogger, a small page
owner, or a large video sharing site,
to make money by showing brand-
name opt-in ads in their videos.
People love them because they can
make money from their videos
without turning off the viewer.
With this, we are proudly taking
online video advertising to the next
level.”
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failure depends solely on our own
efforts. No matter how supportive
or discouraging our friends and fam-
ily may be, we all have to answer for
our own decisions.

So let them have their say, and
then follow your dreams all the way
through to your success.

Barrier # 3:
Real Estate Agents

Professionals of any kind can be
intimidating if and when they
choose to be, and it's all too easy to
believe that real estate professionals,
including agents, mortgage brokers,
and general contractors know some-
thing that you don't. But the fact is
that no matter how professional all
of these people might be, in their
profession, they are not real estate
investors. You are. And you know
your business better than anyone
else. So don't let their opinions and
attitudes unduly influence what you

know to be a great deal.

Barrier # 4: Sellers

You may think that you don't
know how to talk to sellers, you may
not feel confident in your negotia-
tion skills, you may fear that your

offer will be rejected, or believe that
you are only a last resort. But once
again, these barriers exist only in
your head. The reality is that sellers
are happy to talk to you. They want
what you're offering, and they're
happy to work with you to a

At first, any one of these barriers
can seem insurmountable. And
often, two or more of them hit us
right at the same time. But the good
news is that these obstacles to our
success exist in our imagination only.
In reality, the only real obstacle to
our success is usually us.

The good news is that we can be
educated. We can learn right and
wrong ways of thinking about real
estate problems. And we can refocus
our energies from dwelling on real
estate myths towards recognizing
real estate realities. So educate your-
self, and partner with an experi-
enced, successful real estate investor.

Aaron Tyler is an Associate Broker
and Chair of the Housing Committee
Jor the Charles County Branch of the
NAACP  He has hosted home buyer
workshops and fair housing workshops
with the Maryland Human Relations
Commission and HUD. He can be
reached at via email ar aaronrtyler@g
mail.com. WI

16 / October 18 - 24, 2007 The Washington Informer / www.washingtoninformer.com



