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/ President’s Pen

Climb the Ladder of Involvement By Merlin Weaver, 2018 R-BAR President

As | attend events and visit offices to meet members, I'm often asked how to get more involved in the Association and how to be-
come a leader for change. To reach our potential, it takes the commitment of all of our members. We must be open to the future,
recognize our responsibilities—and act.

From the tremendous work that members do at the REALTORS® Legislative Meetings & Trade Expo in DC, it is apparent we have
a deep bench of strong leaders, but new voices and new ideas are not only welcome, they are needed. We want to hear from you. If
you are not already involved at the local, state or national level, | encourage you to get involved. And you don't need to run for office
or be appointed to a formal role. | think of leadership as being deeply engaged in the issues that matter to REALTORS® - it means
caring about what happens to our businesses. As | was coming up the ranks here at R-BAR, a sage local association leader told me
to think of leadership as a “ladder of involvement.” The first rung might simply be attending a meeting. The second might be answer-
ing a call for action. Another rung might be getting a colleague to attend a meeting with you.

At the Reading-Berks Association of REALTORS®, we're focused on building a culture where everyone contributes to strengthen-
ing the Association—where everyone can climb the “ladder of involvement.”

For some, the business of the national association may seem remote and hard to connect with, but let me suggest how you can
become involved: Attend an NAR conference, enroll in a professional designation course, respond to a call for action on a legisla-
tive issue. The three-way membership agreement assures that we work together at the local, state, and national levels. What in-
spires me about the future of this industry is seeing the level of enthusiasm for association and community involvement that many of
the YPN 30 Under 30 honorees profiled and have demonstrated so early in their careers.

Our business and the Association has seen great changes in the last year or so, and no doubt the transformation will continue. We'll
need strong leaders to stand up for our industry and our profession - and to embrace the evolution. With your help, R-BAR is
fighting for the American dream of homeownership and for you - the ones who make that dream possible. Many of us met with
members of Congress in DC (and Lawmakers in Harrisburg) to press our issues ranging from tax reform to flood insurance reau-
thorization. Throughout the years, | hope many more will support our advocacy efforts through RPAC. I'm confident we can position
our industry for growth and innovation for the next generation. Together, we will lead this revolution, and together, we will succeed.
May | echo NAR President, Elizabeth Mendenhall’s theme, #RealtorsOwnlit!

Happy Fall,
Merlin Weaver
2018 RBAR President

Do you havave LEADERSHIP SRILLS?
Can you IinSpiré others?

It’s tume to share your nght

& join othener respécted proreéssionals
making positive changes!

eading-Berks Association ot REALTURS®

oomng for Board or Director Nominations

for‘20’l9 In addition to new committee members!

For more information email: Info@RealEstatelnBerks.com m

NEWSLETTER COMMITTEE:

IATION OF REALTORS-(@Yne B: K':grégg?g N i&?‘é‘,‘?jﬂf s Hummel
s, Suite 350, Wyw&@@sféﬁérgéé%]mmee is looking for more volunteers & featured
ealEstatelnBerks.co@ontact thBAR office if you are interested in finding out more.
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YOUR NEW
ASSOCIATION

EXECUTIVE

By: R-BAR STAFF

On July 18, 2018, the R-BAR Board of Directors officially appointed Wesley T. Stefanick as the new Association Executive for the
Reading-Berks Association of REALTORS®. For more than three years, Wes served the association as the director of government
and community affairs. He has been the association's lobbyist and chief strategist for issues relating to the county, school districts
and local municipal governments.

Wes was also responsible for increasing contributions and awareness of the Realtors'® Political Action Committee. He successful-
ly developed a highly functioning government affairs program that provided advocacy and grassroots organization for the member-
ship on real estate-related issues.

“We are excited to see Wesley taking on the Association Executive position,” says Merlin Weaver, 2018 President of the Reading-
Berks Association of REALTORS®. “We know through his proven dedication that he is the right person to accomplish R-BAR’s
strategic goals to expand our member services, promote the REALTORS® high standards of practice, and aggressively advocate
for local homeowners.”

Stepping into this new role will allow Wes to spearhead efforts to increase awareness of the REALTOR® trademark to the general
public, engage members to participate in local
leadership positions, and help the community at
large understand the role of our association not
only to support our members, but to protect private
property rights and the dream of homeownership
right here in Berks County. Stefanick has already
begun to build a strong team with extensive experi-
ence and drive towards evolving the association to
meet the changing needs of it's members.

Stefanick will also serve as chief executive of the
Berks Real Estate Weekly, which is owned and ,,
endorsed by the association, and as executive di- NAA

rector of R-BAR Care, the association's 501(c)(3). Pictured here from left to right: Merlin Weaver, Wesley T. Stefanick, and Mark Mohn
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HOME INSPECTIONS
Berks

HOME INSPECTIONS

www.BRSinspect.com Email: InNfo@BRSinspect.com

Phone: 610-683-7370 or 484-280-2460 (to call or text)
We Take A Closer Look!

Home Inspection Experts Since 1989

. ". Complete Home Inspections

|

Wood Destroying Insect
Inspections

Radon Gas Testing

== Radon Mitigation System
Inspections

= Water Testing
" Structural Inspections

Commercial Building
Inspections

Ron Zimmerman, co-owner, is a professional Civil/
Structural Engineer with over 35 years of engineering,
construction, and home inspection experience.

Jeff Zimmerman, co-owner, is a radon mitigation expert.

Our team takes pride in providing the best inspection
services possible at competitive prices.

The industry mark of
Certified - Licensed - Insured excellence!
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By: Wesley T. Stefanick, Association Executive e

For families living along streams, lakes, rivers, oceans, or
just about anywhere snow melts or rain falls, floods are an
ever-present threat. In fact, over the past century, floods
have claimed more lives and caused more property damage
than any other natural disaster.

There should be no question as to why available and afforda-
ble flood insurance is critical to our nation and its economy.

A

o S~
»NANONAI-FIEOODS
- INSU'.R;AN;C-E;I:ROG RAM s

In August 2018, widespread flooding hit Berks
County, and caused extensive property dam-
age. Affordable flood insurance is important to

Berks County homeowners.

Congress created the NFIP in 1968 to address the failure of
the private market to provide affordable flood insurance.
While there is a small but growing private market today, the
NFIP ensures access for more than 5 million American prop-
erty owners across 22,000 communities where flood insur-
ance is required for a mortgage.

The NFIP also works to discourage Americans from living in
the highest risk flood areas, enabling homeowners to as-
sume the risk and full cost of flooding. This means property
owners no longer have to rely on expensive taxpayer-funded
disaster assistance and instead can make their own, in-
formed decisions about rebuilding and relocating.

d ,
- S &)

Additionally, while it's a common assumption that flood insur-
ance is mostly a coastal issue, eight in ten states that declared
flood disasters over the past decade are inland states.

Given the widespread devastation that floods cause in areas
where there is still not a private insurance market, the federal
government ends up involved in these efforts one way or anoth-
er, either through billion-dollar post-disaster rebuilding programs,
or through a federally-backed flood insurance program with pre-
miums attached.

One thing that is indisputable is that without the NFIP, millions of
properties would be uninsured. And by the increasing number of
self-insured properties and reducing the cost of post- disaster
government assistance, the NFIP saves taxpayers money.

Like other associations across Pennsylvania and the United
States following NFIP reauthorization, we believe that American
homeowners deserve a flood insurance program that is solvent,
effective, and able to continue providing protections for decades
to come.

N
HOME
PETRO | SERVICES

V
Brenda L. Good

Account Executive
bgood@petroheat.com

T610.939.2031
C 610.587.9192
F 610.929.0397

PA LicNo. 020599

petro.com

4025 Pottsville Pike
Reading, PA 19605
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Residential Mortgage Services

Wwe’ll Guide You Home

Familiar Faces

Tina Gring Tanya Mace Darryl Steffey Jeff Weeber
Senior Loan Officer Senior Loan officer Senior Loan Officer Senior Loan offcier
NMLS# 98983 NMLS# 615769 NMLS# 107940 NMLS# 136271

610-207-4055 610-587-2388 610-587-7746 610-780-9134

Experience the RMS Difference

Purchase ¢ Refinance ¢ Conventional ¢ Jumbo « USDA-RD
PHFA « FHA ¢ VA « Rehab FHA 203(k) « Fannie Mae HomeStyle

1st Time Home Buyers ¢ New Construction Financing

QUARRY DRIVE 2208 Quarry Drive, Suite 205

West Lawn, PA 19609
GLAD TIDINGS RMS

- B AUSTIN'S RESTAURANT 484-713-1850

VAN REED ROAD www.RMSmortgage.com/WestLawn
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OUTREACH EVENT - OPEN TO THE PUBLIC

FALL BLOOD DRIVE

REGISTER TO DONATE

-

AT

P

OCTOBER 12, 2018 9 AM - 1 PM

Angel Tree
Gift Tags

will be available

starting October 15"
at the R-BAR Office!

13 AqeieRRRATORS
NealsonWhe.$
Thursday, November 22™
8AM — Noon

REALTOR® Ring Day
. is Friday, December 7"
Look for Sign ups!

Holiday

Friday, December 14"
11:30AM — 2PM at
The Crowne Plaza



STAY ON TOP OF
YOUR TRAINING!

All Lunch & Learn Classes are-BAR afffice &etiom NOON to 1PM.
Registration is required as we do provide a lunch to those whp attend.
There will be a $5.00 fee assessed for any no shows.
Please notify us of any dietary restrictions when registering.
Registration is EARYister onlimam.ReaIEstateInBerks.com/regisfer

REMINDER:
Code of Ethics due
December 31, 2018

September 19, 2018 October 17, 2018 REALTORS® are required to complete ethics
REALTOR® Safety Presentation Planning & Zoning; training of not less than 2 hours, 30 minutes
L f instructional time within two-year cycles.

PresenteFrooper David Beohn$Ubd|V|S|on & Land Developnjentye current two-year cycle will end Dec. 31,

Presenters: 2018.* If you took your Code of Ethics with an

Paul Janssen; Albright College educational provider other than NAR, you'll

Shannon L. Rossman; Berks County Plannjng G@eshigsigamit your certificate of completion

to our office. To submit via e-mail to
MayleeneD@ RealEstatelnBerks.com.

All Things You Should Know Classes-Biémhelfice tredRypically do NOT provide a lunch to those who attgnd.
Registration is EARYister onlinerat. RealEstatelnBerks.com/register

September 25, 2018 October 17, 2018 December 4, 2018
New Construction How REALTORS® Can Cut 2018 SOS Berks Opioid Crisis &
How to Sell with Confidence  Taxes by $2,500 or More! Community Efforts
& Increase Your Portfolio Presentdvtaine Shafer of Presente80S Berks
Presenteevin Kozo Bradford and Company, Inc.

............... — Property Lire 20480 — -« — - — « — 1 —  — — —. —


http://www.RealEstateInBerks.com/register
http://www.RealEstateInBerks.com/register
mailto:MayleeneD@RealEstateInBerks.com.

READING EAGLE

COMPANY

The Reading Eagle is celebrating its 150" anniversary this
year. The newspaper published its first edition on Jan. 28,
1868. It is one of the oldest family-owned newspapers in the
United States.

Three years after the Civil War, Reading was at the heart of a
new, fast-paced mechanized world, and its citizens clamored
for daily news. Seizing an opportunity, Jesse Hawley and Wil-
liam S. Ritter introduced a new English-language daily news-
paper to the largely Pennsylvania Dutch population of Berks
County. The Eagle continues to be published by Hawley de-
scendants to this day.

The Eagle bought the Reading Times in 1940, giving readers
the option of a morning or evening newspaper. In 1982, the
staffs of the two newspapers were combined. In June 2002,

By: Dave Scalese, Affiliate Member

the company stopped publishing the Times, and the Eagle
became a morning paper.

In 2009, the Eagle opened a 77,000-square-foot addition to
its headquarters in downtown Reading, featuring a new press
and a consolidated distribution center.

Despite all the competing sources of information and evolving
technology of today, the Reading Eagle remains the greater
Berks region's go-to source for reliable local news and infor-
mation.

Last spring, the Reading Eagle was awarded top honors for
the sixth straight year in the Pennsylvania NewsMedia Asso-
ciation's Keystone Press Awards.

The company has embraced the digital age as an opportunity
to deliver even more news and information to the community
through readingeagle.com.

In addition to the newspaper, Reading Eagle Company oper-
ates radio station WEEU 830 AM; REP Commercial Printing;
and readingeagle.com. Under the leadership of President and
CEO Peter D. Barbey, the company also acquired the South
Schuylkill News weekly newspaper and formed Pretzel City
Productions, LLC.

Reading Eagle Company has a longstanding commitment to
the community. The company is a dedicated supporter of the
United Way of Berks County. The company strives to be an
active leader in the community through its involvement in
social and economic initiatives

Property LiRe8 20081 — « = v e s o s s s — s — s —




CANDIDATE TRAINING
ACADEMY

W@dneSday Thinking of
January 23, 2019 unring

9A|V| - 4PM or helping
R-BAR OFFICE candidare?

$15 TO ATTEND. LUNCH PROVIDED. SPACE IS LIMITED.
Registration is required by January™ , Call: 6103758458

WHO SHOULD ATTEND? WHAT WILL | LEARN?

REALTORS® and affiliates, local business leaders, How to: raise money, plan and budget for your rade,
affiliate and sister organizations, business people inconcisely articulate your reasons for running, Ieverz]ge
real estate related fields, and others who have considsocial media, get the vote out on election day, plan guf-
ered running for local office or helping another candi- ficient time and opportunity to make contact with votH
date run for office, and want to protect private prop- ers, what research is helpful and how to get it, what
erty rights, understand the importance of a vibrant rules govern campaign donations, and much, mugh,
business com- much more.

Sponsored by: &

S e — — — — — Property Life 20882 — . — + — ¢« — ¢ — — — —. —



By: Lorrayne Klahr, Realtor,

| found all my old issues of Property Lines and as | was looking
through some of the articles, | found this very interesting quote.
It was from Jack Rawlings, the PAR President that year — way
back in 1998! — but still very appropriate for today. “Technology
will not replace REALTORS®. REALTORS® with technology
will replace REALTORS® without technology.”

There were several articles about Jim Goldsmith, reporting on
visits he made to R-BAR and comments he made in his speech-
es to our Association meetings as PAR solicitor. | always love
hearing him speak and wish he’d come back to Reading again
soon. “You must be so careful”, Jim told us on many occasions,
“to NOT BE LIABLE! Don't tell your buyers that it's probably not
asbestos on the pipes, that radon is probably not a problem be-
cause it's a walk-out basement”. Jim advised us to “close the
window of opportunity for lawsuits with three words: | DON'T
KNOW.” Then he adds, “If you live in Philadelphia, it's ONE
word: Idunno.” Regarding the Seller’s Disclosure Statement, he
adds, “use it even with land with a miserable old cabin on
it. You can have the seller write on it, “The buyers can assume
that everything that CAN be wrong with the property IS wrong
with the property.”

A funny article was based on a speech made by Bryant Gumbel,
many years ago, at the NAR convention. Thinking now about
some of the serious “politics” of sports, kneeling at the National
Anthem, etc....| thought that some of the article was worth re-
printing because it’s just pretty funny:

Gumbel overheard a baseball player say “the only thing | pay for
on my hotel bill are my accidentals”. A professional basketball
player explains why he and his teammate work so well togeth-
er: “It's like we have ESPN.” One linebacker ordered his salad
with “no neutrons”.

At that same convention, in late 1993, a REALTOR attending
told me that he saw a billboard (someone actually paid for this!)
that said:

WILL THE PARENTS WHO LEFT THEIR CHILDREN AT RFK
STADIUM PLEASE PICK THEM UP.

THEY ARE BEATING THE REDSKINS 14-0.

One more oldie that is definitely a goodie and is fun to read was
published in REAL ESTATE TODAY, and is entitled “Memoirs of
an Ex-Salesperson” by Joe Darcy, Il. Here are a few of the
best parts:

“Ah, the eighties! What it must have been like to be an agent
back them. All that glamour, all that money, all that sta-
tus. Well, I was a salesperson in the eighties. Eight years and
143 sales later, | decided to do something less dangerous, less
aggravating and less bizarre. | became a cop. No kidding. At
least in that business the customer is always wrong.

dv&ntul

...I got into the real estate business in Texas about the same
time that everybody else did. The joke was that if you wanted
to write a check you had to show the clerk your real estate
license. After all, not everybody had a driver’s license.
...Dealing with drunks, burglars and speeders is a piece of
cake compared to dealing with sellers who won't part with their
window air conditioning unit until four minutes before closing.
...So my hat is off to all you salespeople out there. Some-
times being a real estate salesperson is a dog’s life.”

Ain't it the truth? Yet, we somehow manage to survive all of
the crazy stuff that happens to us in our chosen profes-
sion. Here’s hoping that we all have a good fall season. Inter-
est rates are still relatively low, and the number of wet base-
ments is at an all-time high. Termites are more active than
most of our buyers. And now we have the spotted lanternfly. |
hope that they don'’t start showing up on the wood-destroying
insect reports.

Keep the faith, and be safe out there. And, as | tell the new
agents in Orientation: wear shoes you can run in!

Lorrayne
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By: Nicolas V. Kline, R-BAR Intern

The Young Professionals Network of The Reading-Berks Associ-
ation of REALTORS® hosted its mixer event at Beverly Hills
Tavern recently.

The friendly atmosphere boasted feelings of general optimism as
prominent members of the community and new faces came to-
gether to discuss potential ways to grow the organization and
better serve the community. From the wide selection of food and
beverage, to intense games of Jenga, the many in attendance
had the chance to take part in some good fun with some of their
contemporaries.

YPN is a network of business professionals looking to make a
name for themselves and ensure they are helping to contribute
to meeting the community’s needs. While its main focus is within
the Real Estate industry, assisting people in finding their dream
home is just scratching the surface when it comes to what they
are trying to accomplish.

At its roots, YPN is a member-driven organization that helps
young real estate professionals excel in their careers by giving
them the tools and encouragement to become involved in three
core areas:

1. Leadership development. Grooming young leaders today for
tomorrow's future.

2. Community. Improving the community through advo-

cacy and involvement.

A\ ¢

s

3. Individual professional growth. Providing a network
of resources to help you to thrive.

And so far, those involved with the organization have seen
results that have provided good returns on their invested
time and energy.

YPN Treasurer Tyler Miller stresses that for those looking to
grow their personal business, it just might start with looking
for ways to go above and beyond to serve your local com-
munities.

“Involvement in YPN has made me realize that the more
you give the more you get. Community involvement is very
important in its own right, and meeting all these new faces
allows me to become more aware of new opportunities to
also grow my personal business,” said Miller.

Miller also went on to express his thoughts on why he feels
more young people within the REALTOR® community might
want to pay more attention to YPN. “As the more experi-
enced REALTORS continue to do their great work, YPN
and the Association are looking to ensure our REALTOR
community sticks together as the younger generation be-
gins to transition into becoming prominent members of the
community.”

To see how to get involved, contact Mark Chaknos at
Mark.Chaknos@ Century21ParkRoad.com. Meetings are
held monthly on the second Tuesday of each month (and
are open to anyone interested in getting involved) as well as
a quarterly mixer. Look for more details about their next
mixer will be held on October 17th. The Young Profession-
als Network will also be present at our annual golf outing.

Be sure to check out The Young Professionals Network of R
-BAR on Facebook @RBARYPN.
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Housing Opportunity and

Educational Achievement

It is clear that homebuyers with children place tremendous
value on the quality of neighborhood public schools. Ac-
cording to NAR'’s Profile of Homebuyers and Sellers, half of
all homebuyers with children said that school quality was a
deciding factor in their home purchase. Access to good
schools is essential for supporting positive educational and
economic outcomes for children. However, not all families
have equal access to stable, affordable housing in neigh-
borhoods with high-quality public schools.

Why Housing Opportunity is Important to Education

Where a child lives plays a tremendously important role in
predicting the quality of the school he/she attends and his/
her educational opportunities and achievement. There is a
substantial body of research that has documented the link
between having access to affordable, stable housing in
high-quality neighborhoods with positive outcomes for chil-
dren and families."

Data from around the country shows that African American
students are significantly more likely than white students to
live in school districts or zones with concentrations of mi-
nority students, high poverty rates and low test scores.?

Many schools remain segregated along racial and econom-
ic lines largely because many neighborhoods are segregat-
ed. Persistent neighborhood segregation reflects the endur-
ing impacts of 20th century policies that were explicitly in-
tended to keep minorities out of white neighborhoods.®

Consequently, there remain significant differences in ac-
cess to housing in neighborhoods with high-quality schools.
A study of housing markets across the country found that
homes cost an average of 2.4 times as much near a public
school with good test scores compared to a low-scoring
public school.4 The fact that home prices are higher in
neighborhoods with quality public schools is a testament to
the value that families place on high-quality educational

opportunities. Those who can afford to move to housing in
a higher-quality school district often do, leaving those who
cannot afford that housing stuck in schools that do not offer
the same opportunities.

What the REALTOR® Community Can do to Help Im-
prove Kids’ Educational Outcomes

Housing is a critical platform for educational success. As
the REALTOR® community continues to advocate and sup-
port fair housing and housing opportunity for all, individual
REALTORS® and local associations can be part of the
effort to help ensure that all families have access to stable
and affordable housing in neighborhoods with good
schools.

First, REALTORS® should take steps to avoid racial
steering.

REALTORS® are often asked about school quality when
working with a buyer. Since a school usually reflects the
demographics of a neighborhood and school quality is often
measured simply by test scores, discussion of schools and
choosing homes to show a buyer based on school quality
can lead to unethical and illegal steering based on race or
national origin. Conversations about school quality can ac-
tually be “code” for race. A reference to a “school with low
test scores”, for example, may be either explicitly or implicit-
ly used to characterize the school and the neighborhood as
predominantly low-income or minority.® Online home search
tools, expanded education databases and more integrated
data sharing has made it easier for homebuyers to see
characteristics of schools, including not only test scores but
also the economic and racial composition of the student
body.6 All of this information is a benefit to consumers, but
REALTORS® need to be sure not to rely on this information
to direct someone to or away from particular neighbor-
hoods.’
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Second, REALTORS® and local associations can sup-
port local policies that promote affordable housing op-
tions in neighborhoods with good schools

Many urban, suburban and rural communities have in place
zoning ordinances, land use policies and other regulations
that make it difficult, if not impossible, to build lower-cost
housing, such as small single-family homes, townhomes,
duplexes, and apartments. The real estate community can
be an important voice in promoting local actions that create
a diversity of housing options in neighborhoods with high-
quality schooals.

Third, REALTOR® associations can support and advo-
cate for policies that improve all schools, especially
those in communities with concentrations of low -and
moderate -income families.

A local association can work with school administrators and
parent organizations to promote the positive characteristics
of schools to the community at large and the home buying
public. Increasingly, more nuanced information about
schools and school districts is being made available to help
homebuyers and others fully understand schools’ attributes.
The Quad City Area REALTOR® Association on the llli-
nois—lowa border is one example of a local association
working with educators and others on a more complete set
of school information. REALTORS® will increasingly be
able to refer buyers to alternative resources, so buyers can
have information in addition to the widely available test
score rankings of schools.

Conclusion

Access to quality education is critically important for the
success of children from all backgrounds. Issues related to
school access and school quality are fair housing issues
since where a family lives is a significant determinant of the
quality of school children will attend. There are many ways
a local association or individual REALTORS® can help all
children have greater access to schools that support their

growth and development. Being aware of how school quality
affects neighborhood choice will help REALTORS® avoid
actions and words that steer buyers illegally. Fair housing
training programs can be customized to reference the fair
housing impact of local market issues related to schools. Lo-
cal associations can also engage in their communities to ad-
dress school issues that impact REALTORS® and the cus-
tomers they serve.

For more information, resources and to get

involved, visit www.FairHousing.realtor

1 For example, Brennan, Maya, Lisa Sturtevant and Patrick Reed. 2014. The Impacts of
Affordable Housing on Education. Washington DC: National Housing Conference.

2 Cunningham, Mary and Graham MacDonald. 2012. Housing as a Platform for Improving
Education Outcomes Among Low Income Children. Washington DC: Urban Institute.

3 Rothstein, Richard. 2013. Why Our Schools are Segregated. Faces of Poverty 70(8): 50-55.

4 Rothwell, Jonathan. 2012. Housing Costs, Zoning and Access to High-Scoring Schools.
Washington DC: Brookings Institution. Online https://Awww.brookings.edu/research/housing-

costs-zoning-and-access-to-high-scoring-schools/

5 Zub, Nicole. 2016. School Quality and Property Values: Perpetuating Housing Segrega-
tion? Law Street. October 26, 2016. Online https://lawstreetmedia.com/issues/law-and-
politics/school-quality-vs-property-values-2/

6 Zub (2016)

7 Crawford, Jim. 2017. Housing Discrimination since the 1960s: What Have We Learned
from Paired Testing Research? Washington DC: Urban Institute.
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DESIGNATION:

In our world of Real Estate, there is a ton of opportunities, certifi-
cations and designations that continue to clamor for our atten-
tion. Many Realtors are so busy with their businesses, and their
lives, that they tend to focus solely on education when they ab-
solutely have to: a few months before license renewal. But
here’s a surprise: you can actually take your continuing educa-
tion at ANY TIME during the cycle! | know, shocking, right? Ra-
ther than scrambling last minute (like | did to get this article sub-
mitted), you can ease into the renewal period with your CE com-
pleted even more than a year before it is due!

So, if that makes sense to you, the next question is "what clas-
ses should | take?” The best answer for you is to take the class
that is going to do the most for your business. One that will give
you as much information to share with your clients, keep you
and your broker out of difficulties, and potentially lead to refer-
rals from other like-minded agents from as wide a range as pos-
sible. One of the best sources for all three of these goals is the
Residential Real Estate Council, formerly the Council of Resi-
dential Specialists. The RREC was established in 1976 and de-
veloped training courses for sales agents and created the Certi-
fied Residential Specialist Designation (CRS).

There are a wide array of letters that we

as Real Estate Agents can earn to add to our business cards,
creating an alphabet soup of achievements. CRS is widely
considered the most prestigious of these designations, and
provides its members with amazing real estate education and
networking around the world. In fact, 2018's CRS Referral
Directory is over 1,595 pages long, filled with amazing agents
and information from wherever CRS has a presence.

Regional classes are offered frequently, better yet there is an
upcoming CRS class right here at R-BAR! Classes cover a
variety of topics from working with buyers to creating more
listings, and even to luncheons covering important topics such
as wire fraud, internet records, and safety. There are annual
Sell-a-Bration conferences, events attended by designees
from around the world. There are also CRS meetings at the
NAR mid-year and annual conferences. Additionally, CRS
holds luncheons at the PAR business meetings 3 times a year
in Harrisburg.

The CRS Designation provides amazing resources!
Check out www.CRS.com for more information.

'S CHUE pe]v oo W}V J

See Your Ad HERE!
Email: KathyS@RealEstatelnBerks.com
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My wife and | were recently sharing a farewell dinner with a
couple moving from the mid-state. Their home was sold and
packed. They were letting down their hair after a week that
was particularly demanding, both physically and mentally.

The wife of this couple, Betsy (not her real name) had called
me a month earlier about their buyers’ demand to visit the
house with a contractor to take measurements and make ob-
servations. The buyers’ agent claimed that this was one of
two pre-settlement walk-through inspections to which the buy-
ers were entitled. “Pre-settlement walk-through” is not defined
in the agreement, but we know its purpose is to enable the
buyer to assure that all conditions prerequisite to closing have
been satisfied. Whether this was such a walk-through is not
so important to this article and, in fact, Betsy would ordinarily
have permitted it without a blink. The problem was that her
parents were visiting from out of town on the day the buyers
were demanding access for their entourage, and Betsy's
mother was recently found to be in the early stages of Alzhei-
mer’s. Betsy’s adult children were in town and it just wasn't a
good time to have strangers bumping about the property. So,
Betsy tried to put her foot down.

Ultimately the standoff was resolved and the buyers came
through the property as they desired and Betsy’s angst was
short-lived. The problem, and the point of this article, involves
the communication between the buyers’ agent, demanding the
visit, and the listing agent who was trying to guard her clients.
Because the property is located in my neck of the woods, |
knew both salespersons. | believed both to have sterling rep-
utations and the buyers’ agent is on my short list of agents to
whom | would gladly refer business and about whom | have
given glowing reports.

Though the standoff between the buyers and sellers was brief,
a few emails were lobbed from buyers’ agent to listing agent
and back. Betsy was patrticularly distressed to read an email
from the buyers’ agent that her agent forwarded it to Betsy. It
referred to Betsy in rather unflattering terms. Had | been the
listing agent | would not have forwarded it to my client, but
would have passed along the relevant part of the message.
No transaction benefits from high emotion and Betsy went off
the rails upon reading the email.

By the time Betsy and her husband were sharing this story
over our farewell dinner, she probably had repeated the same
complaint to countless others; and | am sure she referenced

the buyers’ agent by name. In a business, largely based on
word-of-mouth, | can’'t imagine how deleterious it is to have sto-
ries like this repeated.

By contrast, | recently defended a broker in an ethics proceeding
brought by a consumer. The broker was not specifically involved
in the transaction, but had provided advice to one of his agents
who was representing the buyer. This broker, too, has a sterling
reputation. | have never known him to be other than a gentle-
man in his comportment, dress and communication.

To properly defend him | asked and received all of his email ex-
changes with his agent. By contrast to the bomb Betsy received,
this broker’'s emails were thoughtful and considerate to the point
where the introduction of his file would cast him in a good light,
regardless of the relevance of the email to the issues at hand.

My immediate thought when reading his email was to contrast
his approach to that involving Betsy’s situation. In fact, | talked
to this broker about the contrast and how impressed | was that
he was thoughtful and articulate in his email. He told me that he
always made a point of doing so and always avoided invectives,
vituperatives, and other euphemisms for insulting and abusive
language. Fittingly, this is a man who always wears a suit and
who at all times comports himself as a businessman, respectful
of his colleagues, clients and adversaries.

There are other reasons for maintaining decorum in your com-
munications. When defending brokers and agents, my first re-
quest is for a complete copy of all files including notes and
email. | require the production of the same from adversaries
through rules of court that require production of documents.
Cases are won and lost on a judge’s and/or jury’s assessment of
a plaintiff's and defendant’s written communication. When a jury
dislikes a party it is hard to overcome the prejudice. But even a
party who's made a critical error will garner sympathy from gen-
tlemanly and gentlewomanly behavior. Save your invectives for
private moments. Draft your written communications as though
you will be judged by

it.

Copyright © James
L. Goldsmith, Es-
quire, 2018
All Rights Reserved
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SEPTEMBER IS

REALTOR®
SAFETY MONTH!

If you miss the R-BAR Lunch & Leam there’s always
information available to you online:

WWW.INAR.REALTOR/SAFETY

For year round safety resources, webinars,
safety strategies, videos and more!

REALTOR® SAFETY

Register online I-ll “ e " &
www.RealEstatelnBerks.com/register lEAn “
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2019 DUES

INMBORIANIENOICE:
ARNINUZL DUES
INCREASE [FOR A9

By: Kathy Stoica

In May, the National Association of REALTORS® approved a
$30 increase in member dues. Of the $30 increase, $17 will go
toward increasing the trade organization’s political advocacy
spending and the remaining $13 will cover a transaction man-
agement platform for members from Realtor-owned zipLogix,
building maintenance and renovation, and programs devoted to
professionalism, financial wellness, and strategic business inno-
vation.

S m— — = PTOpErtY LiRES 20423 — .

Invoices for the 2019 Membership Dues will be e-mailed to all
members (REALTOR® and Affiliate) in early October. Please
note that there are two voluntary contributions that are NOT re-
quired to be paid, but if you'd like to contribute at the time that
you pay your dues bill, the following will be listed on the invoice:

RPAC Contribution for 2019:  Suggested contribution is $30.00
and this amount goes towards your 2019 RPAC Donation
amount regardless of whether the donation is given in 2018 or
2019.

R-BAR CARE Fund: This fund is set-up to help members who
have run on financial hardship and need assistance. Suggested
contribution is $10.00. Contributions are tax deductible.

Installment Plan

Reminder to all members: If you'd like to sign-up to have your
2019 Membership Dues paid through an installment plan (four
equal payments made in October 2018, November 2018, De-
cember 2018, and January 2019) please submit your form with
credit card information to Kathy Stoica by October 30, 2018.
Questions about this payment plan or any dues invoicing? E-mail
Kathy at KathyS@RealEstatelnBerks.com.
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Mortgage America is an independent mortgage lender with ten
offices throughout Eastern Pennsylvania and Delaware. In
1980, twin brothers Bob and Dan Barrett founded the organiza-
tion in response to the region’s growing demand for community-
based home loans. Since then, Mortgage America has re-
mained family-owned, as Bob'’s son Christian is the current Ex-
ecutive Vice President.

Over the years, the lender’s industry knowledge and community
dedication has allowed them to expand their regional footprint,
giving more customers access to mortgage solutions. The com-
pany now employs approximately 80 employees.

Mortgage America’s Loan Officers offer professional guidance
and peace of mind through the entire home-buying process.
They offer quick pre-approvals and offer suggestions that allow
their customers to make informed decisions throughout the pro-
cess. The loan programs offered by Mortgage America consist
of Conventional, Federal Housing Administration, Jumbo, USDA
Rural Housing, Veterans Administration, and PA Housing Fi-
nance Agency loans. With Mortgage America’s reputation for
reliability and success, they can close loans very quickly.

By: Dave Scalese, Affiliate Member

In addition to the financial benefits that Mortgage America pro-
vides, the organization also takes immense pride in supporting
the local community. They partner with more than 50 local non-
profit associations and organizations. The list of these organiza-
tions can be found on their website.

If you are interested in learning more about Mortgage America
or what they can do for you, feel free to contact the local Wy-
omissing office at 610-376-1755 or you can visit their website at
www.mortgagebankamerica.com.
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In early August, R-BAR President-elect Mark Mohn and | went to
the Leadership Summit hosted by the National Association of
REALTORS® in Chicago. The summit is an annual event where
local and state association executives and upcoming association
presidents meet for lessons in leadership, team building, and
organizational management.

During the summit, 2019 NAR President John Smaby announced
that he would continue with the “REALTORS® Own It!” theme
started by current NAR President Elizabeth Mendenhall. But,
Smaby announced, it would take on a different twist—one that
now includes the power of owning your story and sharing it with
your family, friends, and clients.

The “REALTORS® Own It!” theme was created initially to com-
municate that when you take ownership of your association,
change happens, and when each person brings unique gifts and
insights to the table, the organization evolves.

The story of the Reading-Berks Association of REALTORS® is
ever evolving to meet the challenges of the real estate market-
place. | remember when | first started at the association almost 4
year ago that days on market was around 90+ days. Here we are
4 years later and the average is down to around 17 days—what
an incredible change! My hope is that our association’s story will
one day be explained as R-BAR met the needs of its members,
in a volatile housing market, by increasing educational programs,
presenting more opportunities for professional development, and
building a very active advocacy program that protects homeown-
ers throughout Berks County—and we are doing just that!

By the next issue of Property Lines, we will evolve just a little
more with the addition of a new Director of Government and
Community Affairs for R-BAR and a new Sales Executive for the
Berks Real Estate Weekly. | look forward to introducing them
once we have them hired and working hard for you. I'm sure they
will both have a story to share and each will be a great addition
to the story of our association. At least | hope so!

Speaking of our association’s story, look out for our brand-
new Annual Report in October. With the help of our summer
intern Nick Kline, we have consolidated our events over the
past year into a single report that shows you the value of
your dues dollars. We hope you will find it interesting and
informative.

Remember, we each have our own story about where we
have come from, what lessons we have learned through life,
and what motivates each one of us to continue on. Take
some time to share those stories—but, make sure to take
the time to listen to others, too. You never know what you
may learn.
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REALTOR[R MOVES

WELCOME NEW MEMBERS!

The ReadBegks Association of REALTORS welcomes the following new members who
recently completed New Member Orientation. Congratulations and bestBRRclaaslyd member of the F

ORIENTATION & INDUCTION CLASS of JULY 2

Steven WeltyAsgsP-Sell Smart Choice RBaltye Hamilton, Melissa Hughes, Andrea Schaeffer, Tia Leann LaVellBeesh
Hathaway HomeServices HomeSa&riR&atipz aleRankth Realty GroBpent Hostette B@ittD Redityary Tavarez, Jeffrey Little,
Schaeffer vdiégmtury 21 GBElda Ann Betts, and DansCstuutyvith Park Roes: Rank@otdwell Banker Residential BrSkenagé

Jones, and David Snydemwitmwealth Real EstdticHdl&s EberlyHaiiting Farm Agénaithew Riffleldeitar Williams Platinum
Linda Lee Gja@gioca Quintero, and Michae Raduzia \Ridfalty & Property Mandgdratarge Alexigmitétl Real Estate Strive 212

NEW SECONDARY REALTORS®

Home Town Realty AssEeilieeJully
The Agency Real EstateD@step: Shaughnessy

NEW AFFILIATES

Approved Mortgage G&iujs Hall

REALTOR® REACTIVATIONS

Berks Realty Grdilgin Morales

Berkshire Hathaway HomeServices HomesadieeRdaltgrchaeffer
Century 21 Gatikeph R. Wiemann

Century 21 Park Roech L. Stout

United Real Estate Strivéa®il2en M. Archambault

Weichert, REALTORS® NeighbolhobhdeDbe:Kutz , Lorri Perkins, ahd
Christopher M. Platanos
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Do you work with companies which would benefit
from an Affiliate Membership with R -BAR?

For more information email:
MayleeneD @RealEstatelnBerks.com

Century 21 Park Rogtdony Calderoni, Chris Cadet
Coldwell Banker Residential Brakatagéiernandez, Susan F

RM Appraisal Servitelsert B. Miles
Karl Environmental GAodipony Santarelli
Berkshire Hathaway HomeService HomeSgietfe&lamilo, Yohan
Columna, Valerie Mackey
Century 21 Gdithriallah Bermudas, Kenneth S Bolick, Miguel Bolivar,
JayGebhard, Geoffrey C George, David M. Voelker

Pagoda Realty & Property ManagadwenBernheiser, Lisa Marie

(Ahlgren) Read

United Real Estate Striven@i\?Beth Shaffer

REALTOR® TRANSFFRS:

Berkshire Hathaway HomeServices Homédalméeatixeill

Century 21 Park Helsa:Ann Betts, Paulette Roberson

Christopher Daubert

Commonwealth Real Estéanmau@ha Jones

Home Town Realty AssdcaditgsM. Kopicz, Mary Beth Nausk .
John Monaghan Group of Kuztdten C. Wolfinger Invite your network of
Keller Williams Platinum Rehfge Hall, Mark S. Owens, Roc
Owens, Bradley Manderbach, Jennifer Miller , Kathleen Ani

associates to
discover the many

Ramus Reakathleen McBride, Jennifer Wellman benefits of an R -BAR
Re/Max of Readgtigzer Corniel Affiliate Membership!
Slatehouse Group Property Managsentnhez
Springer Realty Grbmpla Novotny YOU WILL SAVE
United Real Estate Strivenad2Marie Ortiz, Terry A. Imschwe MONEY ON
A. Samsel,
Joseph M. Eways, Il, Clarence E. Levan, Marta Pena YOUR 2019
LOCAL DUES
Sign up ONE company
and you get

25% off our Local dues*

Sign up TWO companies,
get 50%*

THREE or more?75%*

*New affiliate dues must be paid

in full by original dues billing date

(early October 2018) Discount to
be deducted from 2019 dues
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2201 Ridgewood Road, Suite 350
Wyomissing, PA 19610
610-375-8458
www.RealEstatelnBerks.com

Postmaster - Please deliver between September 17 - 21

FOOD DRIVE
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