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T — Let's Celebrate Together. Greetings fellow REALTORS®! As | reflect on the week | just spent in
Washington DC for NAR’s Legislative Meetings & Trade Expo., | couldn’t help but recall the
many conversations, meetings, and keynote speakers who made reference to ‘fair housing’. There was a rea-
son. April 2018 marked the 50th anniversary of the 1968 Fair Housing Act. Should this be the only time we talk
about and celebrate Fair Housing? Certainly not! As REALTORS® we should consistently recognize the signifi-
cance of this event and reconfirm our commitment to upholding fair housing law, as well as our commitment to offering equal pro-
fessional service to all in their search for real property.

MerlimWeave:r
2018 R-BAR
President

Article 10 of the Code of Ethics & Standards of Practice states the following:
REALTORS®), in their real estate employment practices, shall not discriminate against any person or persons on the basis of race
color, religion, sex, handicap, familial status, national origin, sexual orientation, or gender identity.

So here are a few important opportunities that expanding access to fair housing will create: ...continued on Page 3
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2 g A Reputation Built on Education,

Ekm, 60_’2 Integrity and Over 45 Years of

Alll)l'alsal Services Combined Experience.
610.916.7507

sjamison@comcast.net

Steve C. Jamison, RAA

Bachelor of Science - Real Estate - Penn State University

For the highest quality of service!

Michael Zettlemoyer
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Benefits to Individuals and Families  Research consistently demonstrates that access to stable, decent and affordable housing
promotes positive outcomes for families, including better educational outcomes for children and better physical and mental health
outcomes for people of all ages.

Benefits to Communities _ A wide range of housing types at all price and rent levels helps build thriving, diverse and engaged com-
munities. When all residents—regardless of race, cultural background, income, age or disability status— are able to access a com-
munity’s opportunities and services, everyone benefits.

X Less Crime - stable neighborhoods have less crime and in turn homeowners are more actively engaged in the community and are
more likely to participate in civic and neighborhood groups.

X Improved property values - there's evidence that homeownership programs may result in increased property values near subsi-
dized housing and can, and under the right circumstances, draw other non-housing investment to a community.

X  Excelling in school - children who live in stable, affordable housing in good neighborhoods do better in school. But it turns out that
schools and students overall do better when lower-income and minority students have access to housing opportunities.

X Economic growth - a sufficient supply of housing with homes that are affordable to households all along the income spectrum is
critical to supporting sustainable, long-term local economic growth. Expanding access to homeownership and promoting racial and
economic integration is increasingly being seen as an important local and regional economic development strategy.

X Successful transit options - increasing housing options that allow people to live near where they work reduces commute times and
traffic congestion and can serve as a catalyst for successful transit options.

X Attract and retain workers - Having a sufficient supply of housing affordable for all workers is increasingly important to the ability of
businesses to attract and retain workers.

X Quality of life - housing costs, availability and quality of life are critical drivers of business decisions about where to locate or expand
and you the REALTOR® can contribute and play a vital role in this.

Benefits to REALTORS® According to an NAR study:

X Investments in neighborhoods that increase homeownership opportunities for African Americans and other minority households will
be a benefit to REALTORS®.

X About 85 percent of all residential and dual real estate specialists operate in an area where there is a presence of two or more races
X 73 percent work in communities that are either “somewhat” or “highly” mixed between several races and ethnicities

As a result, aimost all REALTORS® stand to benefit from expanding homeownership to historically underserved groups, making
investments to improve neighborhoods and helping to connect all prospective homebuyers with housing options in areas that are
well connected to high-quality amenities and services.

50 years after the passage of the Fair Housing Act, there have been dramatic declines in levels of explicit housing market discrimi-
nation. However, implicit forms of discrimination and persistent inequalities in access to homeownership and housing opportunity
still exist . It is important for all REALTORS® to understand the legacy of discrimination and the implications of racial and economic
segregation. As a local association, and together as REALTORS®, we have an important responsibility for being at the forefront of
expanding education and awareness of fair housing issues both within the REALTOR® community as well as more broadly.

Only with this commitment will it be possible to continue to address
current and past discrimination and help promote housing opportunity for all.

“Will you pledge your commitment to the Fair Housing Act?”

NEWSLETTER COMMITTEE:
ION OF REALTORSLWiSyne B. Klahr, Chair ¢ Jim Gillespie ¢ Todd Hummel

Suite 350, WyqmiSRiBth e&\ﬁgiﬁlese « Kathy Stoica ¢ Craig Stringer
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ehres, Past President

reasurer « Angela Toloskyennsylvania Association of REALTORS (PAR)
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AT FULTON MORTGAGE COMPANY, WE'VE MADE IT A PRIORITY TO LISTEN,
COLLABORATE AND CREATE EFFECTIVE SOLUTIONS FOR QUR CLIENTS.

Great Lending Options
* Conventional, FHA, VA and USDA
* Construction/Permanent and Renovation Loans
* Homebuyer Advantage Plus® Mortgage
* Fannie Mae HomeReady Mortgage Plus
¢ First-Time Homebuyer Programs
e Jumbo Loan Programs (90% financing, up to $1.5 Million)
* Medical Professionals Program (100% financing, up to $1.5 Million)*
¢ Investment Property Mortgages
* Grant and Closing Cost Assistance Programs
* Portfolio Lending Capabilities
 Bridge Loans
* Home Equity Lines of Credit
* Reverse Mortgages?®

Contact a local Fulton Mortgage Company Loan Officer for more information.

Brenda BaerEdsall
Senior Mortgage Loan Officer
NMLS #: 535322

610.898.8319

bbaer ultonmort

Marlene Schwoyer
Senior Mortgage Loan Officer/Sales Manager
NMLS #: 528199

610.898.8325

mschwoyer

John Schmoyer
Senior Mortgage Loan Officer/Sales Manager
NMLS #: 528198

610.898.8330

jschmoyer@fultonmortgagecompany.com

Ean Kofsky Maria Kline
Mortgage Loan Officer Senior Mortgage Loan Officer
NMLS #: 467643 NMLS #: 615743
610.898.8306 610.898.8326

ekofsky@fultonmortgagecompany.com mkline@fultonmortgagecompany.com

Glori Amaro-Torres
CRA Mortgage Loan Officer
NMLS #: 414175

610.921.0845
gamarotorres@fultonmortgagecompany.com
Hablo espariol

Anna Christy-Seidel
Senior Mortgage Loan Officer
NMLS #: 615539

610.960.7482

achristy@fult

FultonMOrtgagecompany

A Division of

Fulton Bank, NA.

fultonmortgagecompany.com

Fulton Bank, N.A. Member FDIC. Subject to credit approval.
Medical Doctorate degree required. Restrictions apply. 100% financing is based on Fair Market Value (FMV).
?Reverse Mortgages are available to homeowners age 62 and older. Subject to FHA approval.

EQUAL HOUSING
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By: Todd Hummel, Affiliate Member 2r

We are in the midst of an explosion in cybercrime targeting
the money in real estate transactions. In 2016 the amount of
money lost, nationally, to real estate wire fraud was $17 mil-
lion.

In 2017, that number grew to $1 Billion.

Although cyber thefts targeting real estate transactions have
been occurring for several years, the growing frequency of
attacks and the amounts stolen are stunning real estate indus-
try experts, who had hoped that greater public awareness of
the problem combined with efforts by title and realty firms to
better secure their systems would thwart hackers.

What has been found is that in real estate wire fraud the pro-
cess most often begins when the hacker hacks into the REAL-
TOR'’s email. For the compromised REALTOR, the hacker
can camp out in email for months without anyone being the
wiser. The hacker learns when he or she showing houses,
which houses are shown, who the buyers are, the title compa-
ny being used, how much money the buyer will need, and
when the buyer is going to wire the money.

Just before settlement, the hacker then sends a fraudulent but
very convincing email to the buyer outlining “updated” wiring
instructions. Once the buyer wires the money it's almost never
recovered.

HOW TO PROTECT YOURSELF

Pay Attention to Your Email

It's easy to get “into the zone,” and quickly go through email.
Slow Down! Pay attention! Be careful to not click on any at-
tachment from an unfamiliar source, or one that looks like it's
from someone you know but is out of the ordinary. If it's unu-
sual, for example, asking you to log in to open the email, call
the friend or contact and verify that the email was sent legiti-
mately.

Change Your Password Often
While it's a pain, for your safety and that of your clients, change
your password frequently, and make it a strong one.

Avoid Public Wi -Fi

If you do not have a Virtual Private Network (VPN) service, avoid
using public or guest Wi-Fi. A VPN is a service that allows users
to securely access a private network and share data remotely
through public networks. Much like a firewall protects your data
on your computer, a VPN protects your data online.

Use Two -Step Authentication

Like changing your password frequently, two-step authentication

can be a pain, but consider it a necessary part of this business.

Here’s how it works:

When you sign into email, you enter your password, as usual. A
code will then be sent to your phone by text, voice call, or
the service’s mobile app; you will then enter that code on
the sign-in screen.

HOW TO PROTECT YOUR CLIENTS

Do Not Use Email to Send Sensitive Information
Unless you have a secure email service, do not send sensitive
information by email.

Don't trust. Verify.

Ensure your clients have the correct phone numbers for you, the
mortgage lender, and the title company. Advise your clients to
only use known contact information. Tell them not to trust con-
tact numbers in an email, or to hit “reply.” Advise your clients
that, if they receive email instructions regarding any part of the
transaction, they must always call to confirm the instructions,
using the numbers you gave them...never the numbers in the
email. Most of all, just assume that any wire transfer change is a
scam attempt.

S — e — ¢ — ¢ — ¢ =« — . — Property LiBesnmer 2038 . mm— i — i — — s — s — s — —



W)
|

L e MORTGAGE

TP CHH ARLET AJSZ fu%e V] AZ] 4. e
fom v 80] § Du E-zparAjsz. Shopping for
: a home?
Invite your network of e 15/15 ARM

. . The Sweet 15
associates to discover the marny wMortgage is for you! e Great Rate!

V- § ° }( -BA/Z e Easy Application
8o0] § D u E+Z
YOU MJ/ILL SA VE MONE]Y Visit visionsfcu.org/Sweetl5 for more information.
YOUR 2019 LOCAL DUES cran estricons sooy. creck it isons redera cret rion

representative for membership eligibility details. Promotion valid on the
15/15 Adjustable Rate Mortgage (ARM) product only. Applications are
X Slgn Up ONE Company and yOU get subject to standard credit criteria. New purchase or refinance. One- to

four-family, owner-occupied, primary residence only. Maximum mortgage

e No Closing Costs

dollar amount funded is based on region and property value. Estimated

25% Off our Local dues* savings of closing costs, which varies by geographic market and
property, would be at least $3,370, including, but not limited to, the
* following costs: appraisal, flood determination, application fee, credit
° Slgn Up TWO Companies, get 50% report, lender attorney fees, recording fee, title insurance, and mortgage

tax. Borrowers are responsible for initial escrow setup, interim interest,
owner’s title insurance, tax service fee, borrower’s attorney fees,
O * survey, and private mortgage insurance, if applicable. Property insurance
® THREE or more?75 A) is required. Flood insurance may be required. This promotion is subject
. . . . to change without notice (including the rate). Other restrictions apply.
ZE A 80] S M * upes % ] ]v (Moo C }JE Ratesare variable and can increase in the 16th year by no more than 2%
. points and is based on the index at the adjustment time plus the margin.
(early October 2018) Discount to be deducted from 2019 duep Please speak with a representative for current rate information or visit
visionsfcu.org/Rates/Mortgages. Cannot be combined with any other

Stﬂfﬁ@lﬂﬂ‘éﬁﬂdéﬁ%"&%ur , promotion or offer. Submit applications by December 31, 2018.
2019 laarldus 11!
inine Ss3oaauaitolice K8 VISIONS
for more slatals! FEDERAL CREDIT UNION
CAllF10-375-8458 srvesnail @ 800.242.2120 e visionsfcu.org
May/eeneD@Rea/ESl‘atelnBerk’m n ERASERINAS Federally insured by NCUA
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EALTORS®
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Golden ‘R’ Investor Merlin Weaver

TAUTIT Jv]Y o JvA «sBerkghire Hathaway
$2,000 to sustain HomeServices

ction

olitical

Crystal ‘R’ Investor Eﬁéa Ramus
“TURATT Jv]Y o JVA 'é”Réﬁ'lMsRealtyGroup

ommittee

Sterling ‘R’ Investor Kevin Kozo
$1,000 annual minimum Tumbeny Construction Group

<,
— N
Governor’s Club
Investor
$500.00- $999.99
annual minimum

Mark Mohn
RE/MAX of Reading

$1,500 to sustain
G
l 1

C\\J j
8 CAPITOL CLU

Pl ' ’»‘E’

$99 Club Investors
$99.00- $149.99
annual minimum

Jerry Amadio
Carlos Aponte RE/MAX of Reading
'} vy P P }© RE/MAX of Reading
Sandra Behm
Bellairs Real Estate

RE/MAX of Reading

Thomas Bellairs

Debora Bensinger

Bradley Bentz }o A oo vl E Z -]
Alexander BetancesBerks Realty Group
Peter Champagne }o A oo VI E Z -]

Denise Commings RE/MAX of Reading

‘HeYVv (E}se0 RE/MAX of Reading
Glenda DelLillo vl E Z -]
Susan Diguglielmo RE/MAX of Reading
RE/MAX of Reading
Elizabeth Egner RE/MAX of Reading
Bonnie Eshelman RE/MAX of Reading
Century 21 Park Road
s vue &]}E A REMAX of Reading
Century 21 Park Road
RE/MAX of Reading
RE/MAX of Reading
RE/MAX of Reading

}o A oo

James Dulin

John Evans

Ronald Flowers
1o &E C
KJ Fry

Collier Golden
Israel Gonzalez

Berkshire Hathaway HomeService Marcus Gonzalez

Berkshire Hathaway HomeService W § E 'psVYe

. +E& ¢ E}+ @agoda Realty & Property Mgmt

< 00 E t]Joo] us Wo Yvpu Z

annual minimum

Sharon Kehres

. \ Mitch Darcourt Paul Herbein Marshall Lytle
( ‘ ‘\w(‘ \ A Commonwealth Commonwealth Coldwell Banker Commonwealth
‘ \\u\’ t \t ) Real Estate Real Estate Féesli(dentjal Real Estate
500 LUz foretage
— .
Capitol Club Investors
$250.00- $499.99

Dave Mattes Mike McDevitt Jamie Perez Vicki Venezia
RE/MAX of Associated Berks Realty Group RE/MAX of
Reading Realty & Reading
Appraisals

< 00 & t]oo] us Wo Yv
Mary Louise GrahamBHHS Fox & Roaéixton
RE/MAX of Reading
Springer Realty Group, Exton
Casper Ward, Ltd.
RE/MAX of Reading
RE/MAX of Reading
Nancy Jones RE/MAX of Reading
v YDiann&Kline RE/MAX of Reading
EE v <}+YAR&MAX of Reading
~lo o>
Diane Longacre

Kathleen Greiss
Gregory Guydish
Thomas Hoch

v YRébed®a Johnson

& & Berkshire Hathaway HomeService
Realty Wise

v YDonal@B ongacre  Century 21 Longacre Realty
Keith Malone RE/MAX of Reading
D o v] D © ¢ RE/MAX of Reading

James McHale RE/MAX of Reading

Eric Miller RE/MAX of Reading
N v DYE « A and D Realty Group, LLC
Eric Musser La Maison Real Estate, Inc.

Cynthia Oswald RE/MAX of Reading

RE/MAX of Reading
BHHS Fox & Roaéixton

Rochelle Owens
Jean Pecknoe

osC

M U Patricia RapposellRE/MAX of Reading
David Renninger RE/MAX of Reading
William Sands
Debora Scheidt Reading Realty Group
Mark Shanaman RE/MAX of Reading
< Y :} ~Z vl RE/IMAX of Reading
Earl Shirk RE/MAX Pinnacle

RE/MAX of Reading

. +& ¢ "] Z J&hn Monaghan Group Kutztown

RE/MAX of Reading

Kevin Snyder RE/MAX of Reading

A E 7§ u+REAVIAX of Reading

e}l Vivi(Z

Sands & Company

Mark Shoener

Patricia Smith

Wesley Stefanick Reading &

< § ~§ +C Century 21 Park Road
ZE]Yv ~EREMAX of Reading

Daryl Tillman RE/MAX of Reading

Lisa Tillman RE/MAX of Reading

Edward Tobias RE/MAX of Reading

Angela Tolosky  Weichert Realtors Neighborhood
Amanda Weaver Berkshire Hathaway HomeService
Terry Wiley Weichert Rltrs Engle Hambright

James Williams
David Zoschke

RE/MAX of Reading
RE/MAX of Reading
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CODE of ETHICS

REMINDER:
Code of Ethics due

December 31, 2018 4

The National Association of
REALTORS® requires that A
REALTOR® members |
complete a Code of Ethics {
Course within a 2 year cycle: '

REALTORS® are required to complete 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 REAL-
TORS®. Click on the link to read the 2017 Code of Ethics and

Real Estate Education

~ Salesperson
~ Broker
~ Appraiser
~ Mortgage
~ Continuing
Education
institute of
real estate

610-779-4275
www.learnrealestate.com

Schlicher-Kratz Institute

Since 1975

Standards of Practice from NAR.
your Code of Ethics with an educational provider other than
NAR, you'll need to submit your certificate of completion to our
MayleeneD@RealEstatelnBerks.com.
JLUNCH
N e I
All Lunch & Learn Classes are-B&R afffice &eflom NOON to 1PM.
Registration is required as we do provide a lunch to those whd
Please notify us of any dietary restrictions when registering
Registration is EARYister onlimmsRealEstatelnBerks.com

The current two-year cycle will end Dec. 31, 2018.* If you took
office. To submit via e-mail to
s :
| ‘
There will be a $5.00 fee assessed for any no shows.
call 613753458 or enMdyleeneD @RealEstatelnBerks.com

; ‘%c\:_ou S i“
< 1UNEng TAX ASSESSMENT APPEALS
'LEARN & DEED RECORDING

September 19, 2018
REALTOR® Safety Presen
Presentefrooper David Beo

August 15, 2018
Everything Has Changed!
Presentafurt Miller

S m—— e i — ¢ = s = . — . — Property Lifesnmer 2088

att&HAR office and typically do NOT prov

/THINGS Y

HOTLD KNOW

.

y

All Things You Should Know Classes afe held at

to those who attend.
Registration is EAR®RYister online
atims.RealEstatelnBerks.com

call 61353458 or
emaiMayleeneD@RealEstatelnBerkd

ISR C

de a lunc

.COm

ELL WITH CONFIDENC
& INCREASE YOUR PORTFOLIO!



mailto:MayleeneD@RealEstateInBerks.com
mailto:MayleeneD@RealEstateInBerks.com
mailto:MayleeneD@RealEstateInBerks.com.

Stewart Abstract of Berks County

Stewart Abstract of Berks County, Inc.
has been serving Berks and surrounding
counties since 1988, providing quality
title services to their customers. They
are licensed agents for Stewart Title,
Lawyer’s Title, and Fidelity National Title.
Stewart is staffed with seasoned profes-
sionals that provide title insurance for
commercial, residential, and refinance
transactions.

Their expertise includes handling com-
plex commercial transactions, managing

By: Dave Scalese, Affiliate Member

an expert in his field. His years of
experience as Chief Financial Of-
ficer at Meridian Title have undoubt-
edly contributed to this success.
Keith purchased Stewart Abstract in
1991 and turned the small business
into the largest Title Company in
Berks County. He continues to over-
see day-to-day operations at Stew-
art Abstract and lend his vast
knowledge to any transaction need-
ing special attention.

affiliated business arrangements, which
they do for the two largest real estate
companies in Berks County, and making
sheriff sale distributions for the Sheriff of
Berks County.

President Keith Brown has over 45 years of experience in the
title industry. He has proved to be an outstanding leader and

Stewart Al)stract

Mortgages
done right.

First Priority Bank

Smart money banks here.

®

BRANCH OFFICES IN BERKS, BUCKS,
CHESTER & MONTGOMERY COUNTIES

610-280-7100 - www.FPBK.com

DIC

M
FEDRAL DEFOSY MSRANCE COPORAION

!;;;;!
LENDER

Stewart has been a proud affiliate
member of the Reading Berks As-
sociation of Realtors since 2000. If
you are looking to do business with
them, they can be reached at

610-372-8201 or info@stewartabstract.com and online at
www. StewartAbstract.com

WHAT WE DO |

» Residential, Commercial
Property Inspections
> Weekend Inspections Available ] -
» WDO - Termite Inspections, RE cd | I
Radon Testing I !
> 200% Satisfaction Guarantee
> Well Water Quality, Pressure and - G MULD'SAFE ]
PLATINUM

Flow Testing
SEWER

> Builders Warranty Inspections
> Draw and Phase Inspections
—_ S
HOMEOWNER
HI [t RESOURCE
Available for

> On-time, Courteous, and
Professional Service
weekend inspections
to accommodate

your schedule

FREEZ RSetcrion
| |

90DAY

WARRANTY

W FREE WITH EVERY HOME =
INSPECTION
NPl is the only inspection
company that provides a
FREE six-month Limited
Warranty on inspected appliances
and mechanical systems.

Phone: 484.402.6741

S m—t — ¢ — ¢ =« = . — . — Property LiBegnmer 2098 . — . — .
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America’s
Premier
Inspection Service”

NATIONAL
PROPERTY
INSPECTIONS'

www.npiweb.com/reading
matt.lutz@npiinspect.com

Matt Lutz - owner/Inspector
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s 2018
sz Annual Golf Outing
RS Thursday, September 20, 2018

MEMBERS INCLUDE: REALTORS®, Affiliate Firms & their Employees At least ONE MEMBER must be on each Foursome.

Thursday
2 O 1 8 November 8, 2018
9AM - 4PM

CANDJDAT.F E R-BAR OFFICE

TRALINNG & Thinking of
running
ACADEMYY for office
The class instructor will be a Partner from Cor- or helrrJ]lng
nerstone Solutions, LLC; a political strategy firm Ano_t er
that's run successful issues and candidate candidate?

campaigns in 39 states.

$15 TO ATTEND. LUNCH PROVIDED. SPACE IS LIMITED.
Registration is required by October™0, Call: 6163758458

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, Ieverjge
real estate related fields, and others who have considsocial media, get the vote out on election day, plan quf-
ered running for local office or helping another candi- ficient time and opportunity to make contact with vot{
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: &

--------------- — Property LiGesnmer 2010 . e @m0 e 0 — s = — - —



By: Lorrayne Klahr, Realtor,

Sometimes in-office emails can be pretty funny. Randy
Denlinger was trying to give away his phone duty a few weeks
ago. It was duty for a Friday afternoon, part of it in the office
from 4:40 — 6 PM, and then continuing till 10 PM. Ugh. He sent
one email to agents offering the duty slot but got no takers. So
he sent another request for help: “Duty still available 4:30 to 10
PM on Friday! The response has been overwhelming. You get
to spend from 4:30 to 6 at the office then sit at home in your La-
Z-Boy until 10, fielding calls about rentals. Hurry, will not last
long!”

While attending a very recent continuing education class, | jotted
down a few stories from the instructor, Gee Dunsten, that |
thought were amusing. He was discussing Realtor behavior and
how it has changed over the years. He said that in a previous
class one agent asked why it seems that no one really goes
after FSBOs anymore. Another agent called out, “Because they
eat their young!” He also discussed getting buyers to make a
decision to purchase and how they are sometimes so reluctant
to write an agreement. When a buyer is dragging their feet, he
told us, and they want to go see a house for the third time, and
they say that they’ve “been sleeping on it” ...he tells them that
there could be “other buyers writing a contract right now so that
they can sleep IN IT.”

Many years ago | heard a story from agent Linda Hagge. We
had been discussing open houses, especially on holiday week-
ends. She said that she normally avoids those but had a great
experience over Memorial Day weekend that year. The
Wednesday “prior to”, Linda ran around in Wernersville where
her listing was located, putting up flyers, tacking up one of them
in the Shur-Fine which was between Sinking Spring and
Wernersville. The deli clerk must have seen the flyer, attended
the open house, and bought the property! We concluded that
when this happens (a sale from an open house), it's both good

dvEntul

and bad...good that you sold the house and bad because you
once again have hope and feel you must continue to sit those
doggone open houses.

Funny short story from a long-ago Orientation: We were talk-
ing about standard forms and how it’'s important to make sure
our clients understand the contract, especially if there is a
language difficulty. A new agent attending Orientation told us
about her recent first listing appointment. She sat for quite a
while with this seller, carefully going over the listing forms,
being patient and doing a good job conveying the meaning of
the contract because he did not understand English very well
at all. But she persevered, and the seller seemed
pleased. He said, “I like you so much better than the guy |
listed with last night.” OMG.

Some years ago the Education Committee was revamping
Orientation, and decided to create a new test to be given at
the conclusion of the session. One of the questions was
about a form relative to buyer agency (a very new idea at the
time) and the answer was multiple choice, with the names of
several forms provided as possible answers. One wrong an-
swer that we dreamed up was “Waiver of Agency”. In real
estate, of course, there’s no such thing, but the more we
thought about it, the more we liked it. Can you imagine going
up to the door of a FSBO and saying to the owner/seller,
“Excuse me, Sir. | see you are selling your home yourself.
Have you executed a Waiver of Agency form?” What a con-
cept.

By the time you read this, your continuing ed. will be complet-
ed and your license will be renewed (we hope). Yay! So we
can all move ahead into the summer season and continue to
expertly handle forms, agency, phone duty, reluctant clients
and maybe even FSBOs. Have a great summer season!
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TOUR OF

DOWNTOWN READING

Business owners, community leaders, and
entrepreneurs alike gathered Friday morn-
ing, June 1st, to take part in the Discover
Downtown Reading Walking Property Tour.
The event was hosted by the Commercial &
Industrial Council and the Greater Reading
Chamber Alliance, and the overall question
of the tour was quite simple...

How can we as a community improve the city of Reading?

Those in attendance had the privilege of being shown a wide

variety of different property investment opportunities all across
downtown Reading,
including the city bus
terminal and the old
Farmers Bank on Penn
Square. The prospect
of great potential could
be felt from the instant
the tour began.
“It is always nice to get
a chance to look at
new commercial prop-
erty opportunities and
how they can improve

By: Nicolas V. Kline, R-BAR Intern

our city,” said Heidi
Williamson, of the
Berks County Com-
munity Foundation;
and she was not
alone in that mindset.
From questions
asked, to photos tak-
en, the tour provided
the community with
near-constant en-
gagement with the city and those who represent it. And in re-
gards to the state of the city moving forward, John Weidenham-
mer, President of Weidenhammer Technology Consulting Firm
may have summarized it best. “It seems as though when peo-
ple talk about the city of Reading, far too often it is in a negative
light. But there are truly so many opportunities to do great
things here, and it is up to us as a community to act on them,”
said Weidenhamer. If that is a message that hits home, then
the overall mission of the tour just may have been a success.

Check out the Reading-Berks Commercial & Industrial Council
on Facebook at Facebook.com/BerksCommercialRE
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By: Todd Hummel, Affiliate Member
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You may recall that in July 2017 several credit reporting
changes led to the removal of many judgements and liens from
consumer credit reports. A second phase of changes resulting
from the settlement between the credit bureaus and 31 state
attorneys general was just put in place on June 8"; most of these
will also benefit consumers. Here are the major changes:

Tax Liens and Judgments

Last July the credit bureaus removed nearly all civil judg-
ment data and about half of the tax lien data from credit reports.
Now, tax lien information has been removed from consumer
credit reporting altogether. For someone who has a tax lien, this
alone could mean a credit score jump as high as 30 points.

Collection Account Changes

Collection accounts must now be at least 180 days old be-
fore they can be reported through the credit bureaus. This allows
consumers more time to make payments before a collection can
negatively impact credit. Once a collection has been paid, it

must be suppressed from scoring or removed from the credit
report altogether. Collection account statuses must now also
be updated at least every six months or else they must be
suppressed from credit scoring or removed altogether.

Authorized User Account Changes

Authorized user accounts will no longer be listed unless
the birthdate of the authorized user is provided by the creditor.
This means that a lot of existing authorized user accounts will
drop from consumer report. However, while this may benefit
the consumer in some instances, there will be instances that
this may drop a consumer’s credit score, depending on the
circumstances. This is a change that could have a slightly
negative impact for certain consumers, if they have been rely-
ing on the credit of a primary cardholder to improve their credit
scores.

Mixed Credit File Dispute Changes

A “mixed credit file” is a credit report that mixes more
than one consumer’s data. This most often occurs with gener-
ational names (John Sr. & John Jr.) and with similar common
names when a creditor has not provided enough information,
leading to causing credit bureaus’ systems to confuse con-
sumers. When this occurred previously, it had been the con-
sumer’s responsibility to contact each bureau individually to
dispute the mixed credit files. Going forward, the consumer
only needs to contact one bureau, and that bureau must com-
municate and resolve the situation with the other two.

Changes to Maximum Number of Disputes Allowed
per Credit Account

Previously, if a consumer filed a second dispute on an
account that was previously disputed, the bureaus could reject
the dispute and add, “Dispute Resolved-Consumer Disa-
grees," or similar verbiage to the record in the credit report.
Going forward, the bureaus can no longer reject a consumer’s
second dispute request on an account that had been disputed
during the prior three-year period. However, if the dispute is
submitted by a credit repair company on a consumer’s behalf
the bureaus can reject second dispute request.

While the credit scoring revisions over the past 2 years
may have ultimately been necessary help ensure fairness and
increased accuracy to consumer credit reporting, these
changes may come at a cost: for banks and mortgage compa-
nies, these changes will make it more difficult to differentiate
between a solid borrower and risky borrower, as a result lend-
ers may be forced to hedge for the increased risk by charging
higher interest rates across the board. So while these chang-
es may benefit some, the end result of these changes may
mean that there will be costs incurred by all.
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BREW is excited to announce the launch of its new web-
site! After many months of patience and dedication,
www.OpenHousesInBerks.com is officially up and running.
(Somebody better catch it!)

We saw the need for a bold, clean, and attractive online
space to best represent R-BAR members. The old website
was not cutting it, and no number of minor improvements
was going to bring it to the Cary Grant-level of style and
sophistication our members deserve. So, we started fresh.

Following the complete redesign was the apparently end-
less construction process, during which members often
asked about the launch date of our new website. We re-
sponded, “Soon.” Well, we couldn’t be happier to deliver
on our promise and say with confidence that “soon” is fi-
nally here!

Our goal with the new site was to create an inviting plat-
form with which members could brand themselves and
their listings. We are doing this by giving the public a
beautiful and intuitive hub of ultra-up-to-date information
about local real estate. Our data is fed by Trend MLS and
our information on Berks County is always more current

By: Theresa Fross, BREW Business Development Consultant

than site like Trulia or Realtor.com.

Realtor members’ ads are linked to their own pages, driv-
ing more traffic to their websites. The site is also fully re-

sponsive with mobile devices, making it easy to navigate

on a wide range of web browsers and portable devices.

Another big goal was to create user-friendly online ad sub-
mission forms. The new forms will help us to help you in a
more streamlined, organized, and timely manner. After
clicking on the “Advertise With Us” tab, Realtors should
select “Real Estate Listing Ad” and other advertisers
should click “Non Real Estate Ad.” From there, advertisers
can select the desired item from the drop-down menu and
fill out the quick and painless form.

We, at BREW, appreciate our amazing R-BAR members.
We are here to enrich their marketing plans and empower
their businesses. This new site is just another way we can
support our Realtor members. While we are still adjusting
to the new site ourselves, we are grateful for any and all
feedback.

Please contact us with questions or concerns about the
website, so we can better help you to sell and excel!

Call NOW to get
Ad Space with B

Theresa Fross
610501543

your
REW
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in Harrisburg to show support and talk
3} JUE E % E » v3 YA « }y
FirstTime Homebuyers
Savings Account Program!

FirstHomePA.com
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By: Dave Scalese,
Affiliate Member

Tompkins VIST Bank is a community bank in the truest  build the home of their choice, they work with local
sense of the word. They place their emphasis on person- }ve3Epn Y}v }u% v] » 8} }+ E 0} ve §Z
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" EAYive vos EA] W Tompkins VIST Bank has been serving Berks for more
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x For consumers with an eye to purchasing a parcel eadingBerks Realtors and _tlheircustomers in the future.
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Who's Listening?

A recent call to the Hotline was from a listing salesperson who
just ended an interesting conversation with her seller. The
seller had called to relate some of the feedback he had
“received” from potential buyers who had toured the property.
Long story short, the seller had installed several web cams
that enabled him to monitor both sight and sound! The listing
broker was surprised, which is not, in and of itself, all that sur-
prising given the lengths to which the seller disguised the
cameras/microphones. The listing agent was somewhat horri-
fied and also uncertain of what to do.

The agent's horror was justified given that her client had just
committed a felony of the third degree! Pennsylvania’s Wire
Tapping and Electronic Surveillance Control Act makes it ille-
gal for one to intentionally “intercept” oral communication with-
out consent. “Intercept” is defined to include the “acquisition
of the contents of any . . . oral communication through the
use of any electronic . .. device.” Oops!

While prior consent to such interception exempts one from this
criminal conduct, is it something you want your sellers doing?
Taping or monitoring the conversations of buyers and their
agents seems like a bad way to facilitate a sale.

Web cams are appearing in homes with greater frequency.
The technology and price make them an attractive component
to a home security system. To the extent that the system only
transmits visuals, it is not a violation of the Pennsylvania wire-
tap law. Does that mean you want your sellers recording im-
ages of buyers during their visits?

There is a need

to balance a

seller's  security

and interests in safeguarding a home and its possessions
against the interests of a potential buyer in being free from
such surveillance. As a listing agent, you have a say in what
listing you will accept and you will need to come to grips with
the growing use of web cams.

Let’s quickly dispense with the idea of monitoring or recording
oral communications. Bad idea. If you are going to allow
sellers to do so, you have to discern the appropriate means by
which you will obtain consent from those who visit the property
and are subject to the surveillance. Engage counsel, have the
appropriate forms prepared and use them. Don'’t rely on com-
ments in the multi-list and assume that you have obtained the
appropriate consent. Likely, you have not.

Visual interception or monitoring is less problematic since it
doesn't give rise to a possible felony conviction! But it may not
help your efforts to sell the property. | suggest that you advise
those who enter the home that there are such monitors that
record visuals only that are there as part of a home security
system designed to protect the sellers as well as potential buy-
ers and their agents. It does happen that listed homes can be
burglarized and having visual evidence exonerating buyers and
their agents is a good thing. Ideally, the disclosure could in-
clude other information such as the fact that recorded visuals
are deleted after so many hours, etc. Also included in such a
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disclosure could be other information that communicates infor-
mation, but is also designed to soften the impact. This infor-
mation can be included in the comments to the MLS, but it
would also be advisable to post them at or near the lock box or
in a prominent location immediately upon entry.

If the property security system includes web cams that are
prominent, it is conceivable that your seller would deactivate
them during showings. If this is the case, make sure that it done
consistently. And assume the worst if you seller does not deac-
tivate the cameras when he/she has promised to do so (the
“worst” includes a law suit against you!). | think we will see MLS
systems react to the presence of these monitoring devices and
security systems. Until then, you are more or less on your own.
As | said at the outset, you are free to reject listings, especially
those made difficult by sellers who insist on intimidating buyers
through these devices.

I'd love to hear your feedback, but | am assuming most buyers
who are given information and who are aware that visuals may
be monitored or recorded will have little or no problem if the sys-
tem is part of a home security system. When the monitoring is
done just for purposes of home sale, buyers may feel intimidat-
ed or insulted by the lack of trust.

And remember, smile, you may be on candid camera!

Copyright © James L. Goldsmith, Esquire, 2018
All Rights Reserved
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How R-BAR PAC Selects
Candidates to Support

By Wesley T. Stefanick, YvVP & pYA s] WE ] 3§
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various seats at the local and state levels of government.
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It's to highlight candidates who are advocates for REALTORS® and pfi-
vate property rights and who the-RAR PAC Trustees believe would be
our best partners on issues that we are faced with.

How are these candidates selected? There’s a process in place!

R-BAR PAC support is determined, a campaign is created around that
V] S[e*% ]. ]J]E& pueS v X dZ]e }u
The Reading Ele ¢} ] Y}v }( Z >dKZzZ” W]}diy¥ phone callsyemail blasts, and polling assistance, to nam
luu]©  }BAR PAC’ consists of 7 Trustees who are heavust a few.
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YIvX tZ]Jo §Z & & Epo » }v AZ} u C F%%‘éﬁr éesd?"?ﬁ \?AIE .‘."’"'o'@t?‘”e"l’ candidates and in-
the RBAR President appoints members at the end of their term Hu >° ‘(}CE Kote]Yive Jv 52 VY VVe GCoAlV]
]v }8 BAR PAC’s mission is to establidBAR as the con- YV VV.QOVA VV] . ,}H°V }v( Z %oE V5 YA ° X E
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property owners, and real estate consumers. Funds raised t@or federal faces,-BAR PAC partners with the Pennsylvanial
support candidates and issue advocacy campaigns are the dol~«} | Ylv }( Z >dKZ~ U + A oo « §Z E|Y}
lars you invest into RPAC. of REALTORS®, and will follow the same protocol as with state
races.
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The Interview and Selection Process
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interview with Trustees of BAR PAC.

For all interviews, and to promote fairness, candidates are asked
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answer. It's important to note that-BAR PAC supports candi- Outcome
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we have every campaign tool available to us. Once a level afandidates has already been publicly distributed.
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REALTORS® Bill McFalls, Merlin Weaver, Mark

Mohn, and Ellen Renish met witiongressman

Ryan Costellat the U.S. Capitol on May 16, 2018.

They discussed issues important to REALTORS®

§Z § Jv op § £ & (JEuU o PJeo Y}vU v 8§ v uSE o]jr
ty, and fair housing.
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REALIOR®  MOVES

WELCOME NEW MEMBERS!

The Reading-Berks Association of REALTORS welcomes the following new members who
recently completed New Member Orientation. Congratulations and best of luck as a member of the R-BAR family!

Orientation & Induction Class of March 17, 2018

Jocelyn Kearney with Berkshire Hathaway HomeServices HomeSale Realty ; Karen Harbster with Bold Realty
Group ; Shalini Barak, Jose Nunez, Cecile Grimshaw, & Miguel Bolivar with Century 21 Gold ; Lauren Kern, Allie
Leupold, & Mary Claypoole with Century 21 Park Road; Matthew Entrekin with Coldwell Banker Residential Broker-

age; Nicholas Eberly with Horning Farm Agency; Stephanie Rodriguez with Keller Williams Platinum Realty;  Debo-
rah Ann Jones & Hanna Brielle Jones with Keller Williams Realty Group; Jennifer Wellman with RE/MAX of Read-
ing; Brian Adam with Sands & Company; and David Johnson with Stout Associates Realtors

NEW FIRMS

Zfe,"et tfZ-38&1"ac..SftZ2 a f>"

New Affiliates

Santander Bank , Robert Cooper
Deals Quality Home Inspections, LLC , Everett Deal
First National Bank , Yoheli Ortiz

REALTOR® Reactivations:

Pagoda Realty & Property Management:  Jennifer
Wegman Webb

Affiliate Membership Reactivation:

Diamond Credit Union: Paul Yacobowsky

Transfasisanother association

Keller Williams Platinum Realty:  Jerry Edward Morris II;
and Weichert, Realtors® Welcome Home: Michelle A.
Shenk
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Orientation & Induction Class of May 21, 2018

Martin Straka with Beacon Realtors; Joseph Colon with Berks Realty Group; Eric Weiser, Carrie Picone, Austin Ceran-
kowski & Phyllis Pugh with Berkshire Hathaway HomeServices HomeSale Realty

Santiesteban with Keller Williams Platinum Realty;
Management;
Seidel with United Real Estate Strive 212.

REALTOR TRAN

Berks Realty Group: Tony Veloz

Berkshire Hathaway HomeServices Homesale Realty
Jenniffer Jimenez, Isiah Speaks
Coldwell Banker Residential Brokerage
vera-Colon, Vincent Evanna
Home Town Realty Associates:
Sanchez

Keller Williams Platinum Realty : Jeremy Smith, Megan
Hansen, Eileen Scharf, Jose Manzueta, Michael Rivera
Pagoda Realty & Property Managment:  Megan
Broomhall, Jennifer Miller

RE/MAX of Reading : Ana Aponte-Fernandez, Roberta
Grauer

United Real Estate Strive 212: Michael Vavreck, Diana
Vavreck, Dahomi Duran-Coronado, Brent Hoover, Gloria
Garcia, Jill Hollenbach, Emily Shaffer
Weichert, Realtors® Neighborhood One:
ley , Katie Showalter

: Natanael Ri-

Ronald Batista, Ylilda

Linda Buck-

Get Involv%%,(

QW‘M Rewarded
2 More winners for 2018,

PLUS the Grand Prize!!!
Fill up your cards today!
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; Christopher Schupp, & Pedro

Justina Ott, & Judy Halteman with Pagoda Realty & Property
Violet Aviles, & Britthey Whitford with RE/MAX of Reading;

and Jill Marie Hollenbach, & Amanda

AJ.OR Drops

Berkshire Hathaway HomeServices Homesale Realty:
Richard Lafferty

RE/MAX Synergy: Sean Haas

Century 21 Park Road: Dina Sanz

United Real Estate Strive 212:  Joseph, DiRosa,
Slatehouse Property Management:  Jenna Treichler
Coldwell Banker Residential Brokerage: Amos Wilmer
Stoltzfus,

Springer Realty Group:  Christopher Platanos,

Century 21 Gold: Laura Schlosser, Brandon Brown,
Kevin Rutt, Tara L. Whiteman, Laura Ball, Daulph A. Kline,
Christopher Antosy, Jr.

Don't forget to get

) JvA}loA vV .00
? 74 frames to be eligible
%ﬂz for quarterly prizes
and local dues pay-
?%/ ment drawing at the

end of the year!

Rewardeo

ClHE



Leadership Berks is a program run through Alvernia
University that serves as the premier source for de-
veloping, educating, and connecting individual, or-
ganizational and community leaders to enhance the
quality of life in the Greater Reading area.

If you are a full-time REALTOR® with at least 3 years
of experience and willing to take on an active role
with R-BAR Committee after graduation; then reach
out and inquire about getting an application to be
considered for next year’s Scholarship for Leadership

Berks! Call 610-375-8458 or email
MayleeneD@RealEstatelnBerks.com for additional
information.

COMMITTEES

&}E u}E Jv(}Eu Y}v ulJoDCo v >Z 0 +3§ 3§/

ENTERTAINMENT COMMITTEEecutes MEMBER BENEFITS COMMITTER secure

plans for social events and membership uu E v .8« ZE}UPZ 0o} o "~ v Y}h
u YvPeU % E}Iu}YVP % }e]YA Z >dKZ % v] e+ 3} Jv E - 8]vl]e lv ut
image. Jv]Al mo E o *835 %E Y X

EDUCATION COMMIT FEEeate & carry
JUS %0 ve (JE u Y}v o e u]l]v E«U <+]Pr NEWSLETTER COMMITTEE A 0}% EY o
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Y}ivX providing currents news and updates for our
members.

OUTREACH COMMITFEB plan & im-

plement public service projects & func- GOVERNMENT AFFAIRS COMMITTErks

YiveX VvZ Vv 3Z %} ]YA % E %VY}v "~ A]3Z 0o} oU 8§38 ~( €& o01}8] o0e 3]
public awareness of REALTORS and the REALTORS, Homeowners, & private property
value of their services. To provide sup- owners rights are all upheld & protected.
%}ES 8} E o Avs Z E]Y « ~ }uupv]3C Fundraise & promote awareness of the REAL-
programs. dKz”» W}ol]Y o Y}v }luu]l]o X

AND MAKE
A DIFFERENCE

Yolunteer
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mailto:MayleeneD@RealEstateInBerks.com

We hear about awesome things that Realtors do every day to
help out in their community. Did you know that RBAR provides a
scholarship to one Realtor every year to participate in the Leader-
ship Berks program? This year | was lucky enough to be the
recipient of this scholarship, and the experience was amazing.
Leadership Berks is a program of Alvernia University’'s
O’Pake Institute that is dedicated to developing, supporting,
and connecting community leaders in Berks County. The
program has several aspects of it that benefit the community,
non-profit organizations and the participants. This year there
were 38 classmates made up of people from many industries
and range in age from mid-20’s to early 60’s. You're
never too old to get involved!

We started with a 2-day retreat at the YMCA South Mountain
camp. When was the last time that you went camping with
40 strangers? It was a great time getting to know each other
and finding out more about the program that we were getting
into. For the rest of the program, there was a full day class
session once a month held at a different location each time.
The first half of the day is focused on learning about the
good work that a local non-profit does to improve lives in
Berks County. The second half is dedicated to class busi-
ness, including working on the service project that you are
assigned to from the beginning.

The service projects help organizations in the area accom-
plish goals that they need assistance to complete. Class-
mates serve as a small team of consultants and work along
with the people from the organization. It can be amazing
what the different experiences, perspectives and strengths of
the team can produce. My group was consulting with Ca-

reerLink regarding a Disconnected Youth survey that they
had done last year. Personal time commitments vary
based on the scope of project. | have spent between 10-20
hours a month to Leadership Berks depending on what was
happening.

There are a few social/networking events that occur during
the year, which runs from September to June. And, there
is typically an informal get-together after each class to en-
joy each other’'s company and an adult beverage(s). Need-
less to say, real estate typically comes up at some point in
conversations during these social times, as well as occa-
sionally during class time.

RBAR’s commitment to this program is outstanding! The
scholarship costs about $2800. In return, the participant
commits to being involved with a committee and/or leader-
ship at RBAR. | have been welcomed into the Outreach
Committee that focusses on serving others.

| encourage anyone who would like to learn more about all of
the great things going on in Berks County to consider participat-
ing in this program. It is a commitment of time and energy.
But, the experience, knowledge, contacts and rewards make it
worth it! Feel free to reach out to me if you have any questions,
ColeG@Remax.net.
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ning in 2019. That's a $30 increase. $17 of the increage

is for REALTOR® Party advocacy programming. The
remaining $13 will fund programs such as the ney
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THANK YOU SPONSOR!
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2201 Ridgewood Road, Suite 350
Wyomissing, PA 19610
610-375-8458
www.RealEstatelnBerks.com

Postmaster - Please deliver between June 18 — 22
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Breaktast at the Castle

Thursday,
September 13, 2018

Doors open 8AM, Program begins 8:30am

Guest Speaker:

Jinada Rochelle,
Assistant Director of Enforcement
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