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/President’s

Wow, it’s Fall already?
2019 is just flying by, isn’t it? Hope your year has been exciting and productive!

Here at RBAR, your Association has been working hard all year long to provide true value for your
membership, offer educational opportunities, run amazing and fun events, and advocate on behalf of
our members and their clients (and the entire community at large). We've reviewed and updated the
Association’s ByLaws and Policies, and are putting together a strategic plan to guide us for years to
come. Angela Tolosky, your 2020 President, is already hard at work on your behalf to make sure next By Mark Mohn,
year is even better than 2019. 2019 R-BAR President

One specific event that | hope you are already planning for, RBAR is working with Neighborhood
Housing Services and Habitat for Humanity on our First Annual Realtor Run for Shelter 5k, October
12, 2019. Contact the RBAR office to register, or go to www.RunForShelter5K.com Walk, run or

“\\\\\\\\\\\\\\\ crawl, it's going to be an awesome event!

Outside of our Association, RBAR continues to have successful collaborations with different local organizations to improve Greater
Reading/Berks County and beyond. From the Greater Reading Chamber Alliance and organizations like Habitat for Humanity and
Neighborhood Housing Services, to expanded relationships with the Home Builders Association and the Center for Excellence in
Local Government, RBAR continually strives to effect positive change in our local community. No better example of that exists than
our relationships with local elected officials.

Speaking of elected officials, the most important date of your calendar year is quickly approaching, Election Day. A little over a
month away at this point, November 5, 2019 is a day that will have long-lasting ramifications to Reading, Berks County, surrounding
areas and most notably you and everyone you know. Your vote on Election Day can literally change the course of history. | realize
that sounds dramatic, but you just have to look at the 2019 primary election results to see the value of even absentee votes, which
significantly altered the ballot for the fall in the County Commissioner race.

How valuable is your vote? What is your voice worth? It all depends on the outcome. How im-
portant is it to elect officials that will collaborate to return Reading and Berks County to promi-
nence? Do you like the direction the City is currently headed, do you think there are other things
the County could do? Are you willing to stand up for your beliefs, use your right to vote, and
then make sure to hold the winners accountable for their actions during their terms. No one
candidate has all the answers. Each elected official needs the input of their constituents, wheth-
er the Recorder of Deeds or Supervisor for Heidelberg Township. However,if you do not exer-
cise your right to vote, which will take less than 15 minutes of your time, than you not only have
little ground to stand on to complain, but your are also dishonoring the sacrifice of so many for
this great nation of ours.

Local election years notoriously draw the lowest voter turnouts, which confounds me because it is where we have the most true
impact to the outcome. Presidential years are important, but when outcomes are tied to formulae from the electoral college,it is diffi-
cult to feel you did more than your civic duty. This year, YOUR VOTE likely could be one of a couple hundred or a few thousand to
elect a person that has say over what rules and ordnances are enacted that impact you directly. Is your township creating new rules
about zoning? Get out and Vote. The City putting together a Comprehensive plan to guide what they do for the next decade? Get
out and Vote. The County determining rules regarding taxation and business development? GET OUT AND VOTE!

See you October 12th, and November 5th. -~ M al’k M Oh n

EVERY VOTE COUNTSVOTE
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N g | Tompkins VIST Bank

offers numerous options for the first time home
buyer or the seasoned homeowner that include

Competitive Rates
Expert Advice
Easy Application Process
Quick Decisions

Contact a Tompkins VIST Bank
Mortgage Advisor
at 866-466-3601

TOMPKINS

BB Member FDIC b VISTBank.com
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NAR Leadership Summit

In early August, AE Wes Stefanick and President Elect Angela
Tolosky went to Chicago for the national association’s Leader-
ship Summit. This event brings together staff and volunteer
leaders together for a 3-day conference to discuss leadership,
goal-setting, team-building, and REALTOR® programs.

This year was very exciting. It began with an introduction to the
NAR Leadership Team for 2020 and various speakers dis-
cussed upcoming events, initiatives, and goals. A special
presentation by Second City Improv group taught attendees
about ways to properly present oneself and tools and tricks to
be fully invested in conversations and general relationships.

Another speaker was Janine Drive, a New York
Times bestselling author of You Say More Than
You Think and You Can’t Lie to Me. She is also
the founder, president, and lead instructor of the
Body Language Institute where she offers ad-
vanced communications training. She taught the
audience many interesting facts about body lan-
guage and ways to tell if someone is lying or
telling the truth.

YOU CAN'T

The summit ended with a hugely im-
I- G pactful keynote speaker, Jesse ltzler.
Jesse was a rapper, entrepreneur,
and long-distance (100+ miles) run-
ner. He talked about ways to reach
your goals and he would know, he
sold his company, Marquis Jets to
Warren Buffet.

WITH THE

WHAT TURNING OFF MY PHONE TAUGHT ME
ABOUT HAPPINESS, GRATITUDE AND FOCUS

JESSE

i)

N !
U/ YORK TIMES BEST SELLING AUTHOR 1h0
= i 4 ] L

Maybe one day you'll join me as R-
BAR President Elect?

| Allin all, it was a fantastic conference
ITZLER o\ and it is hugely anticipated every year.
A 1l

Triple Play

Have you been to Triple Play? Don't know what that is?

Triple Play is a special event in Atlantic City every De-
cember hosted by the Pennsylvania Association of
REALTORS®, the New York Association of REAL-
TORS®, and the New Jersey Association of REAL-
TORS® where you can take all your continuing educa-
tion (CE) in one place, all while having fun at the same
time. It also includes a trade expo with many affiliate
members in attendance.

Triple Play started in 2000 and it usually includes
around 50+ speakers, 100+ sessions, around 8,000+
attendees, and over 300 affiliate booths at the trade
expo. This year, Triple Play will be held from December
9 to 12. Please look out for information from PAR about
this fantastic conference and take advantage of the
great opportunities available to you.

EARLY BIRD RATES END OCTOBER 15!
»
TriplePlayf: e

REALTOR® Convention & Trade Expo

December 9 -12, 2019
REGISTER NOW!
RealtorsTriplePlay.com

Property LiRe8 208
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ANNUAL FOOD DRIVE

HELPING HARVEST DISTRIBUTES MORE THAN 7
MILLION POUNDS OF FOOD ANNUALLY

This October our Outreach Committee is once again coordinat-
ing our Annual Food Drive to benefit Helping Harvest, formerly
known as the Greater Berks Food Bank. Our drive is in con-
junction with PAR’s REALTOR Reach Out month and we're
doing our part to help our community. We're asking all of our
members to join us! Last year we donated approximately 3,000
pounds of food to the food bank and our goal this year is to
reach 5,000 pounds!

Our food drive is a friendly competition between our offices cal-
culated per capita, meaning the total amount donated by each
office is divided by the number of agents. For example if XYZ

R _ I/SOAMI.l’
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5,000 LBS

(2018 Food Drive) 3,000 LBS

HELP US
REACH OUR
5,000 LBS
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Realty donated 100 Ibs. of food and they had 20 agents, their
total donation would be calculated as 5Ibs per agent. If your of-
fice is interested in participating in this year's competition, please
contact Kathy Stoica at kathys@realestateinberks.com or call the
office. The winning office receives $100 towards a pizza party
and a trophy! Last year's winner was Pagoda Realty & Property
Management with 14.2 Ibs. per agent donated.

The donation drive runs through the month of October so please
stop by one of our participating offices to contribute: Berkshire
Hathaway HomeServices HomeSale Realty, Century 21 Gold,
Century 21 Park Road, Coldwell Banker Residential Brokerage,
Iron Valley Real Estate, John Monaghan Group of Kutztown,
Keller Williams Platinum Realty, Pagoda Realty, Re/Max of
Reading, UNITED Real Estate Strive 212, Weichert REALTORS
Neighborhood One.

If your office would like to participate, please contact Kathy
Stoica at kathys@realestateinberks.com
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ON
WHEELS
Thursday,
November 28th

REALTORSE DELIVER MEALS ON WHEELS FOR 34th YEAR

By Kathy Stoica; Director, Operations & Events

November 28, 2019 marks 34 years of Berks County’s Realtors providing Thanksgiving dinner to
local seniors. Since 1985, after learning that Berks Encore’s Meals on Wheels program offered
meals every day of the year with the exception of Thanksgiving and Christmas, the Reading-Berks
Association of Realtors (known as the “Board of Realtors” at the time) stepped in to cook and de-
liver meals. They organized a group of volunteers to prepare, package, and deliver meals to
those in need on Thanksgiving Day. During the first year, approximately 20 meals were served.
Thanks to generous donations from local businesses and individuals, and the help of many Real-
tors and their families, Realtors will distribute an estimated 150 meals this year.

Every year we're looking for members to volunteer their time to help with this event. Opportunities
to help include: donating cooked turkeys to the church on Thanksgiving Morning, Volunteering the
morning of to help prep the food, pack the food or deliver the meals. If you're interested in helping
this year, please contact Kathy Stoica at kathys@realestateinberks.com.

Angel Tree

Gift tags available mid
October at the
R-BAR Office!

.
R-BAR REALTOR® Ring Day

To be announced! Keep a look
out for sign-up opportunities!

kcliday Luncheon

Featuring holiday carolers, lunch, networking & fun at The Crowne Plaza

December 5
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REALTORS®,
candidates,
prepare for

2019 General
Election!

A
0

The Reading-Berks Association of REALTORS® supports candidates who understand the positive effect homeownership has on
families and communities. As the November general election approaches, keep an eye out for these REALTOR® supported candi-
dates on your ballot.

Three REALTOR® Party candidates on the ballot for Coun- R-bar supporting Mike Rivera, REALTOR® for
ty Commissioner Berks County Commissioner at the DoubleTree
m & by Hilton in Reading!
t ; i i b <A . —
On May 21%, REALTOR® Michael Rivera pulled off a major ) q v WA

upset in the May primary for County Commissioner by defeat-
ing incumbent Mark Scott, to take the second Republican spot
on the November ballot. “I'm extremely grateful for the REAL-
TOR® support | received in the primary,” Rivera said. “It was an
uphill battle against a 24-year incumbent, but we worked hard
and were able to pull it off.” Rivera has been a REALTOR® for
three years, along with his wife, Zylkia Rivera, at Keller Wil-
liams Platinum Realty.

Rivera is running alongside current Commissioner Chair Chris-
tian Leinbach. Rivera and Leinback is running with the theme
“Making Berks Better,” encouraging responsible fiscal manage-
ment for Berks County, and preventing tax and fee increases
that negatively affect housing affordability.

On the Democratic ticket, Commissioner Kevin Barnhart
clinched a spot on the Commissioners’ ballot through a tight

primary election, and is running to build on his record of bring- Y@u E E

ing together community stakeholders to improve the quality of

life in Berks County. “I'm working hard to make our community V @TE

better, and I'd like to continue that work,” Barnhardt stated.

Barnhardt, Leinbach, and Rivera are three of four candidates in UN
a race for the three Commissioner seats in the November gen- G@

eral election.
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Frederick Sheeler, Recorder of Deeds, running to protect
homeownership

When Frederick Sheeler won the election for Berks County Re-
corder of Deeds in 2008, he took over an office that was fraught
with problems. Under former Recorder Ellie Antoine, the office
had a reputation for poor service, a 6-month backlog of deeds to
be recorded, and an of suspicion hanging over it, with the former
Recorder, Ellie Antoine, under investigation for embezzlement.

The Pennsylvania Land Title Association had recently filed a
lawsuit against the office in 2005, and had informed County offi-
cials that if the backlog was not resolved, title insurance compa-
nies would no longer be able to reliably issue title insurance in
Berks County, which would have caused property values in
Berks County to fall precipitously. Upon taking office, Frederick
Sheeler immediately went to work in resolving these issues,
eliminating the 6-month backlog of deeds to be recorded, and
transformed the office into a one of the most efficient in the en-
tire Country.

As Sheeler worked to unravel and resolve years’ worth of im-
proper record-keeping under his predecessor, he eventually
found the proof that law enforcement needed; After a five-year
investigation, Antoine was convicted in 2013 of embezzling
$64,265 from the County from 2004 to 2007. “It was Fred's help
that gave our auditors the documents they needed to make the
case,” said Sandy Graffius, County Controller.

In addition to protecting Berks County taxpayers from corruption,
Sheeler has saved Berks County taxpayers an estimated $2
million per year by reducing annual expenses, streamlining the
recording process, and making all documents recorded since
1752 available online in a digital public database.

“Most politicians seem to forget that our taxpayers are paying
customers, and as such deserve good customer service,” says
Sheeler, who is running for re-election in November to protect
and expand on the cost-saving reforms that he has made. “l am
committed to continuing to make the Recorder’s Office one that
efficiently serves our taxpayers and Berks County.”

Fred Sheeler, Recorder of Deeds

R-bar supporting Eddie Moran,
candidate for Mayor of Reading.

Eddie Moran campaigns for Reading s revitalization

When Eddie Moran ran on a campaign of promoting eco-
nomic development and investment in the community, he
presented a drastically different message than that of the
incumbent Mayor Wally Scott, who was well known for his
anti-growth, anti-property investment sentiments. Moran de-
feated Scott in the primary election by 628 votes, and is now
heading into the general election.

Eddie Moran be-

lieves that solving | .
the problem of
blight means ad-
dressing the under-
lying problems that
caused it, by work-
ing with community
stakeholders from
both the private
and public sector.
“We will tackle
issues of blight,
work to revitalize our neighborhoods, and focus on economic
development,” he said, and emphasized his goal for those
within the City to “become homeowners, to work on those
blighted properties, and to make sure they get the help that
they need.”

Grants from state and federal programs, Moran says, are
another vital component: “I would definitely reach out to
elected officials at the state and federal level to make sure
we can find as many funds available and incentives” in bring-
ing employers and investment back to the City.

As the November election approaches, if you are interested
in volunteering to help any of our REALTOR®-supported
candidates win in the upcoming election, please contact
John Savant at johns@realestateinberks.com.
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ANDERSON | INSURANCE | BROKERS

Protection for your most important assets.

RELIABLE

Inspections and Testing, LLC

610-779-1007

HOMES « COMMERCIAL « APARTMENTS
E&O, Referral Protection
Photo Documented Reports
40 Years Experience
ASHI #210727

« TERMITE - NPMA 33
« RADON - DEP #2243
« WATER - Potability/FHA
« SEPTIC - NOF - PSMA #856
« INFRARED

Renters

» Auto / Antique Auto =« Home /
SERVICE YOU CAN RELY ON! e SRR
* Recreational Vehicles  « Individual Life

Reliable Inspections and Testing LLC
P.O. Box 15052 « Reading, PA 19612
www.ReliableInspect.com

610.376.3959 = Fax: 610.376.2610
1150 Berkshire Boulevard, Wyomissing

www.andersonbrokers.com
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Through Bright, you can search for listings and so much more Heidi has been in the Real

from any mobile device using the Homesnap Pro app. Here are Estate and Real Estate Infor-
three ways: mation business for over 17

years, both as a successful
1. Walking Property Lines.  You're visiting a prospective home Realtor, Broker, Licensed

and your client wants to know where the property ends in rela- Appraiser, Association Board
tion to its neighbors. With Homesnap Pro, you can use your Member and as an MLS in-
phone or tablet to walk the property lines. dustry professional with

TREND and Bright in 2017.
2. Schedule showings on the go.  After visiting a property, During 2018 she was in-
your client expresses an interest in seeing a similar home that is volved in launching CoreLogic’s Matrix MLS platform for the
for sale in the neighborhood. Don’t wait until you're back at the country of Mexico as CEO of AQR MLS in the Cancun and
office! Schedule an appointment directly from your smartphone Riviera Maya Region and Terminus MLS National Adminis-
using Homesnap Pro and its integration with ShowingTime. trator.
3. Connect with Clients.  With Homesnap Pro, you can corre- She serves the Berks County and Central PA region of Bright
spond with your clients via in-app messaging to share listings of and looks
interest, schedule appointment times, and more. You can also for- Meet Heidi at our Legislative Breakfast !
invite them to connect with you exclusively in Homesnap, and to ward to
receive weekly market updates all viewable from their mobile Heidi Wosak CIPS, REALTOR®
device. Customer Success Coach

. ) 610-205-1722
These are just a few of the many features you can use while out Heidi.Wosak@brightmls.com

with your clients.

Fore more information on Homesnap and other great tools of-
fered as part of your Bright Subscription, attend a training or
request an office visit from your new Customer Success
Coach, Heidi Wosak .

vis-

TR
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Sign-up for R -BAR texts!

R-BAR tries many different ways to share infor-
mation on upcoming events, educational pro-
grams, and topics of interest to our members.
One of those ways is through texts. We only send
one or two a month, but it's a quick way for us to
send important information to you, our members.

Simply text REALTOR
to 610-298-0204 to register!
(add R-BAR to your contact list!)

Watch your

Emails and
Facebook for upco
FREE educational ser

PROUD SPONSOR
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Your seller has read all about how it's a “seller's market” right
now, so they expect to have at least one offer within a week of
listing their home.

Instead, despite your best efforts, the property sits. And sits a
little longer. And the seller is starting to question why their prop-
erty just isn't moving when their neighbor’s is. What do you do?
“No one really wants to talk about this subject, it's a hard pill to
swallow,” said District 1 Vice President Heather Petrone-Shook.
“If I have a property sitting, | will ask some colleagues to take a
look at the listing and give me their honest opinion and ask them
to run comps. | may re-shoot the property if the photos are sea-
sonally dated, like snow is on the ground and it's now June.”
Petrone-Shook also said she sometimes shuffles the photos for
online listings to give it a fresh look.

“I may suggest to the seller to take it off the market and relist
after the days on the market are reset,” she said. “There are a
number of reasons why a property might not be selling and it
isn’'t always the price, but that could be a contributing factor. |
find that if you keep the sellers updated that when you need to
have the hard conversations that it makes it easier.”

District 3 Vice President Eric Rehling stressed the importance of
communicating with your seller from the start. “Discuss the ‘what
if's’ should the home linger a bit is really important in the begin-
ning of the listing relationship. Knowing what to expect reduces
our stress. The same goes for a listing agent. We should be
trying to provide a forecast of sorts so our clients can begin to
prepare.”

Rehling said if a home isn't selling, he will bring in a professional
stager to spruce up the place for photos and showings. “Maybe
we will pick up a few things we can change with the home in
order to showcase the space better. We will also utilize open
houses, hopefully in conjunction with a price reduction. We will
also create a new digital advertising campaign using new pic-
tures or new angles to help create renewed interest,” added
Rehling.

While it’s been a seller’'s market for a few years, District 8 Vice
President Adam Conrad said sellers should be adjusting their
expectations for today’s market.

“Sellers could list their home and expect good showing activity
and sometimes, even multiple offers. Now that we are moving to
a buyer’s market, sellers will have to change up their strategy
with fewer buyers available and rising interest rates,” said Con-
rad.

“When prices are moving downward due to drop in demand, the
smart seller initially prices their home to sell rapidly,” added
Conrad. “This strategy makes the seller's home more attractive,
and the buyers choose it over the alternatives on the market. All
things being equal, the lower priced home will always sell first.
Small incremental drops in price will make no difference in the
marketing of your home. You will need to make drastic 8-10%
price drops for your home to be more attractive to buyers when
in a buyer's market. Remember, you can’t test the market with a
higher initial price in a buyer’s market, it will spell disaster for
your selling price.”
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Jointhe R -BAR C2EX

Professional fithess Challenge!
WIN A$50
TARGETGIFT CARD!

Log in to the C2EX program and for each module you complete (there are 10), you
will be entered into a drawing for a $50 TARGET gift card! COMPLETE the C2EX en-
dorsement and receive 5 ADDITIONAL entries for the $50 TARGET gift card drawing.

The more you learn, the more you earn.

Enter by October 18th

...IT'S a FREE REALTOR® benefit!

Modules must be completed by OCTOBER 18th TO BE ELIGIBLE TO WIN THE $50 TARGET
GIFT CARD. C2EX s an online educational platform created to engage you in the process of
self -improvement without disruption to your REALTOR® schedule. Rules subject to change.

to login now!

*Membership Renewal**

Reminder to all members: If you'd like to sign-up to
have your 2020 Membership Dues paid through an
installment plan (four equal payments made in Octo-
ber 2019, November 2019, December 2019, and
January 2020) please be on the lookout for the In-
stallment Plan Form which will be available October
1st, 2019. Invoices for the 2020 Membership Dues
will be e-mailed to all members (REALTOR® and
Affiliate) in mid October.

By Kathy Stoica; Director, Operations & Events
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Barry Isett & Associates, Inc. is a multi-discipline engineering
firm built from humble beginnings. Founded in 1977 by Barry E.
Isett, PE, PLS, F.NSPE, the company’s initial offerings included
structural and civil engineering and surveying services within
the Lehigh Valley area; these services were performed by a five
-person staff out of a historic farmhouse. As the firm experi-
enced growth, Isett expanded its scope of services to include
municipal, forensic, and geotechnical engineering; mechanical,
electrical, and plumbing (MEP) engineering; special inspections,
landscape design, construction services and inspections, envi-
ronmental services, and code enforcement. Today, Isett is com-
prised of over 175 associates across eight offices in eastern
Pennsylvania—including a new Wyomissing location that
opened its doors in 2018.

Though Isett has been fortunate to serve clients from varying
fields—including federal and state agencies, municipalities,
healthcare providers, and educational institutions—its staff has
an extensive background in residential and commercial real
estate and can tailor services to meet individual needs. A dec-
ades-long commitment to quality service has enabled ongoing

Provided by Barry Isett & Associates

relationships with prominent names such as Liberty

Property Trust and Triple Crown Corporation, among

others. Whether utilizing in-house staff to provide
single-source services or undertake start-to-finish

project involvement, Isett’s goal is to bring your

project to success. Allow us to turn your prospective deal into a
done deal. To involve Isett’s licensed professionals in your next
real estate project, please inquire through our main line at
610.398.0904.
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By: Bill Sands, REALTOR®

Bill Sands is a REALTOR® member of R-BAR and has been at-
tending the NAR Annual Conference for years. We asked him if he
could share with us some of the benefits of attending this national
conference.

As a REALTOR® in a small town, you simply do not realize the
true meaning of NAR nor do you grasp the magnitude and power
of the organization as a whole until you feel the energy of 25,000
fellow REALTOR® members converging on a city for a convention.
It's truly empowering!

Ann Lusk, Sotheby’s
Lancaster, Madison
Hildebrand, REAL-
TOR & star of Million
Dollar Listing and Bill
Sands at the 2017
REALTOR Confer-
ence in Orlando, FL.

Many fellow REALTORS® tell me when | ask if they are attending-
- “well, I attend my office’s national event, so | simply don’t need to
attend another event.” It's my opinion that they are missing out on
a GREAT OPPORTUNITY! | am sure the franchise conventions
are terrific, but when you meld REALTORS® from every corner of
the nation together, sharing and collaborating together, you under-
stand the importance of the NAR Conference. You have the op-
portunity to mingle and share ideas with some of the true Top Pro-
ducing agents in the country. These are agents selling over 100
million dollars individually in annual sales! The cutting-edge fo-
rums and ideas unveiled at the national level sometimes often
takes a few years before they trickle to Berks County. By attending,
you're getting this information first ! Then there is the marketing
and networking of yourself ; an opportunity to “up your game”
and referral network. Here are some of my personal success sto-
ries from attending the NAR Conference & Expo:

When | attended the Orlando NAR Convention in 2008, | met and
spoke with a reporter for Newsweek. He was intrigued that in 2007-
2008 | was using Facebook as a way to market real estate after the
market balloon burst. | was featured by Newsweek in article printed
in January 2009 entitled “A Brokers Best Friend” — Can Facebook
Revive the Real Estate Market. The year prior at the NAR Conven-
tion in New Orleans | met Daniel McGinn, Chief Editor from the
Harvard Business Review. We struck up a conversation which led
to me being asked if | wanted to be part of a book he was writing
on Real Estate for Doubleday Press entitled “House Lust America’s
Obsession with our Homes.” The book being a major national re-
lease was showcased from the NY Times to CBS National Tele-
cast. The press agent assigned to me through the publisher was

Conference
& EXpo

Ms. Dunlop who helped brand me as an expert in the business
and opened many doors of opportunity. My involvement with
this lead to a feature of my chapter in the book in Forbes! It
was a whirlwind of publicity on a large scale all from the

NAR conference !

Many years prior, at a conference in San Francisco, the con-
ference led me to meeting Barbara Corcoran, who at that time
had recently sold her brokerage in New York. Barbara invited
me to participate in the newly organized “Corcoran’s Inner
Circle” which was an honor to be part of her network of
agents. Barbara at that time was writing and was an NBC
special correspondent on the NBC Today Show segment
“What Does Your Money Buy” series. | had the privilege of
having a listing showcased on National TV. The Inner circle
was dissolved after the first year of Shark Tank since Bar-
bara’s time grew scarce and her celebrity grew.

What's the secret to earning more money in
real estate? Attending the 2019 REAL-
TORS® Conference & Expo! Attendees

make two times the average real estate in-
come, you'll be networking with some of the
most successful pros in the industry!

Then there just the sheer fun  of the attending the NAR ce-
lebrity concerts, mixers, dinners that are available to you. Two
years ago, at Orlando, Ann Lusk- Sotheby’s Lancaster, Sean
Devine from my office and | shared a cocktail with REAL-
TOR® Madison Hildebrand, star of Million Dollar Listing LA.

Last year my firm leased a decked out black suburban limo to
drive us to Boston. It was truly amazing to see members of my
team embrace the knowledge from the conference  the way
they did! At the Boston conference, we received invitations to
the exclusive Wells Fargo VIP party held at the Kennedy Li-
brary. This swanky event is by exclusive invitation to only 100
REALTORS®. Last year's party was hosted by Erin and Ben
Napier from HGTV's series Hometown!

Unfortunately, in 2019 we will not be attending due to other
travel plans but we will see you in 2020!

Mark Crystal, Sean Devine, Bill Sands and Adam Jacobini at the 2018 NAR
Conference in Boston, MA.
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Rivers, Ralils, & Renaissance:
American Planning Association
comes to Reading on October 20 ™

By John Savant, Director of Government and Community Affairs

The City of Reading

has grappled with

issues of blight for

decades. According

to the US Census
Bureau’'s American Community Survey estimates, almost 15%
of the City’s housing units are vacant. Recent estimates by City
officials indicate that there are at least 3,500 blighted properties
within the City. This October, hundreds of the best City planners
in the country will be meeting in Reading to help tackle the is-
sue.

The American Planning Associa-
tion of Pennsylvania (APA PA) is a
nonprofit organization for the pro-
motion of quality planning and
development of vital communities
by advocating excellence through
education, empowerment, partner-
ship, and public policy.

The largest annual gathering
of Planners in PA!

The APA PA hosts an annual conference, bringing together
municipal planners from across the country for a three-day
workshop on a variety of issues that affect our communities.
This year’s conference will be held in Reading, from October
20" to October 22™.

The Conference is titled “Rally around Reading: Rivers,
Rails, and Renaissance,” and will be entirely focused on
issues of blight, economic development, and revitalization.
Members of the Reading-Berks Association of REALTORS®
have been actively involved in the organization of the confer-
ence since late last year, and REALTORS® are welcome to
register to attend.

Contact johns@realestateinberks.com for registration info.

The American Planning Association, Pennsylvania Chapter,
(APA PA) has chosen Reading, PA to hold their Annual Confer-
ence! What an extraordinary opportunity to grow your business
by networking with all the right people, attending workshops,
keynotes, and educational sessions that will help all of us, to-
gether, learn how we can revitalize our towns and breathe new
life into our communities! This LARGEST annual gathering of
planners in Pennsylvania will bring to you Keynote speakers like
Jason Duckworth with his: We say YES? An Affirmation Agenda
for Sustainable Growth, and sessions that include industrial de-
velopment, storm-water management, Mt. Penn Preserve, the
revitalization of West Reading, and Plan-

ning a Sustainable Future for Reading -

just to name a few!

To register and read additional information
follow the QR code and see the entire Con-
ference Announcement so you can plan to
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NQMINATIONS
NOWOPEN!

By Stacey Shannon; Manager, Member Services

Reading-Berks Association of REALTORS® is now accepting
nominations for the annual awards to be presented in January,
2020 during the 2020 Presidential & directors installation.

If you or someone you know is proud to be a Berks County
REALTOR® and meet the following requirements, please con-
sider nominating yourself or someone else for any of the follow-
ing awards:

REALTOR® of the Year — this REALTOR® has been practicing
for a minimum of two years, is an active participant at Associa-
tion functions, serves on a committee and has high ethical
standards, among other qualities.

Affiliate of the Year - this person and/or business has been a
member of the Association for two years, serves on a commit-

tee, and possesses outstanding loyalty to the Association and

colleagues.

Grow With Berks - this person is a member of the greater
community who has contributed their time and talent to making
Berks County a wonderful place to live.

Municipal Official of the Year - this person is an elected or johns@realestateinberks.com, or by going to

appointed municipal official in Berks County who is a strong Www.realestateinberks.com/municipalofficialaward.

advocate for both the real estate community and the citizens Nominating forms are available online at RealEstatelnBerks.com
of Berks County. Nominations can be submitted to or you can email info@RealEstatelnBerks.com directly.
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IN CASE YOU MISSED IT...

FRESH Perks of Your R -BAR Membership! By Stacey Shannon; Manager, Member Services

FREE Open House Listings...RealEstatelnBerks.com inter-
faces daily with Bright MLS to glean new data from each
and every Berks County Open House, YOUR OPEN
HOUSES!! All listings appear in the Open House
scroller, as pictured here, linking buyers directly to you—
the listing agent!

FREE New Listings in Berks County...our website will auto-
matically populate all Berks County listings entered into
the MLS system and display them for one full week at
the top of our website. You can call R-BAR to extend
your exposure time for only $10/month.

AND, DON'T FORGET....

EXCLUSIVE R-BAR member only benefits to local establish-
ments such as those pictured here, for more information check
our website for your REALTOR® Benefits or email
info@RealEstatelnBerks.com.

COMING SOON!
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By: Dave Scalese, Loan Originator, Gateway Mortgage Group

Originally founded in Millersburg, Pennsylvania as the
“Millersburg Trust Company,” Mid Penn Bank has expanded
over the years to become a full-service financial institution with
multiple divisions. First Priority Bank, based in southeastern
Pennsylvania, was acquired in August 2018. As a result of the
First Priority merger, Mid Penn now operates a total of 38 retail
locations in Pennsylvania. The consolidated assets of Mid Penn
Bank are now valued at approximately $2 billion.

Employing over 400 team members, Mid Penn Bank remains
true to its community bank values supporting Pennsylvania
organizations and causes through donations and employee
volunteerism. The bank has been named one of the “Top 200
Community Banks,” a “Top 200 Mid-Size Bank” and one of the
“Best Banks to Work For” in the nation by American Bank-

er magazine. It also has been recognized as one of the “Best
Places to Work in Pennsylvania” and has been a multi-year
recipient of the “Grow Your Community Award” by the Pennsyl-
vania Association of Community Bankers.

Mid Penn Bank’s team offers personalized service to individu-
als, businesses and nonprofits. The bank is committed to serv-
ing its neighbors with comprehensive and customized banking
and lending products and services. What sets Mid Penn Bank
and its divisions apart from other financial institutions is its
steadfast focus on community: supporting small businesses,

f o e = PrOpErty LIRS 20095 — L s o  —m  —  —m  — — —

making local lending decisions and hiring and cultivating staff who
are connected to the local communities we serve. Additionally, the
bank is dedicated to serving the needs of nonprofit and govern-

ment organizations by offering specialized accounts and services.

In addition to participating in R-BAR’s Easter basket donations,
holiday projects and breakfasts, Mid Penn Bank can be found out
and about in communities on a regular basis clocking volunteer
hours or providing financial contributions. In Berks County, the
bank has recently supported: SAFE Berks, Neighborhood Hous-
ing Services of Greater Berks, Opportunity House, Crime Alert of
Berks County, various Lions Clubs, Berks Community Health
Center, the Magic Yarn program at the Spring Township Library,
the Reading Public Museum, Big Brothers Big Sisters of Berks
County and more.
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R-BAR is still reinventing itself as we approach our 100
year anniversary (2022) and we want to recruit YOU! We
would love to welcome new members onboard to encour-
age both physical and professional fitness...inviting you to
flex your leadership muscles and step into a change mak-
ing role with us at the association.

R-BAR does business for our members through various
committees and groups that represent our population at
large. We encourage everyone to stand up and patrtici-
pate to make real life impacts. You can help us make
public policy decisions as they pertain to the real estate
industry, scheduled free seminars pertinent to your
needs, and so much more! You will stand to represent
yourself, your peers, your brokers, and your community
and make a real difference!

Here’s a list of opportunities, please join us for an upcoming
meeting to see what you think!

Education Entertainment ~ Government Affairs
Member Benefits  Outreach Young Prof. Network
Your time and service will be rewarded as you see your pro-
fessionalism, your business, and your sphere of influence
grow! We look forward to working with you!!!

Email info@RealEstatelnBerks.com for details.

We had a Great Day in Jim Thc

Reading -Berks Association of REALTORS®
Annual Volunteer Appreciation:

Train Ride to Jim Thorpe, PA
September 14, 2019

Sign up today and join us next year!!!
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Idgpendant Contractor Agreement

Real estate licensees can be transient. When a sales associate

moves on, the broker will likely take one of three paths: 1) congratu-

late and thank the associate and release her listings and buyer
agency contracts; 2) go berserk and escort the associate to the

door; or 3) take a path somewhere in between. In general, | am

inclined to believe that moves are to be expected and that sales
associates will bring and take business and in the long run it all

By James L. Goldsmith, Esquire

Back to the question of who gets paid and what when the
relationship ends. The argument that brokers will use is that
the broker or brokerage owns the listing agreement and the
buyer agency agreement. It is not appropriate to talk about
service agreements in terms of ownership. Agreements are
between parties and they set forth the corresponding respon-

evens out. | suppose if that were true, and brokers always held that sibilities. In the case of a listing agreement, the seller has
belief, then sale associates would be more forthcoming with their engaged the brokerage under the terms of the contract. This
plans and mutual respect would prevail and life would be beautiful.  is because affiliates (salespersons and associate brokers)
But we all know that sometimes departures are horrible for all sorts  cannot work outside the auspices of a single broker. The
of reasons. services will be provided by an agent of the broker, but never-
theless the broker is the contractor. The name of the licen-
The fights and litigation that follow departures do not have to be. see, designated or not on the contract, does not establish
Brokers and sales associates form relationships knowing they are anything more than that the licensee, as an agent of the bro-
likely to end, sooner or later. All involved know that when the rela-  ker, will be the primary source of services. Generally then,
tionship ends there will be questions of entitlement to files and com- the broker can hold the seller, or the buyer under the terms of
missions. So why aren’t these inevitable questions resolved before a buyer agency contract, to the terms of the contract. Again,
they ever arise? let’s not talk about who “owns” the contract, but rather what
the contract establishes. Whether a broker will require a
If you look to the agreement of sale you will see that most of its 13~ buyer or seller to stay with the brokerage when an affiliate
pages deal with the common issues that may arise post-execution.  departs is a choice the broker will have to make. In many
Maybe notice of a municipal improvement will be issued that no one cases it would not make sense to require a reluctant seller to
anticipated when the agreement was signed. We deal with that. stay with the brokerage when that seller may have only
Maybe the buyer’s lender will reject the loan application. We deal known the affiliate handling his listing. Circumstances vary
with that, and we deal with many other things as well. So why don’t and the facts in each matter are important.
we deal with the questions that will arise when the sales affiliate
departs the brokerage? When attempts to resolve questions of control of the listing or
buyer agency contract or the payment of commission post-
The obvious manner of addressing these issues is in a broker/sales termination do not resolve, parties find their way to the courts.
agent independent contractor agreement and PAR has published There are very few appellate decisions that offer guidance.
such a form. It provides a template for dealing with issues of depar- Most post-employment commission cases are borrowed from
ture that may or may not suit all situations. Many brokers provide other industries and prevailing case law suggests that no
their own such agreements, but not all set forth the path for resolv-  commission is due post-termination unless a written contract
ing commissions and other issues that arise with the departure of a  provides otherwise. In rare cases, a contract can be estab-
sales associate. lished by “custom and usage,” but establishing an obligation
by custom and usage is an extremely difficult burden.
There is no better time to negotiate an agreement than at the outset
of arelationship. Brokers and associates will never have a better
opportunity to chart a mutually agreeable path.

Resolving a commission dispute post-termination can be very
expensive. Parties frequently forego entitlement to payment
for this reason alone. Further, post-relationship litigation
Frequently | am consulted by employers and employees who ask leaves indelible bruises and tarnishes the industry. Law suits
that | review their employment agreement. But rarely am | asked by are not confidential and names are going to appear on the

a broker or salesperson. What comes to my mind is “RELWOC.” It trial list for all to read.

is an acronym | use as frequently as “FSBO,” but | don't hear it used

by anyone else (maybe because | invented it). It stands for real Most importantly, disputes don't have to be. Itis all smiles
estate licensee without counsel . You don't suggest that sellers when a new relationship is being forged. Take advantage of
manage and market the sale of their own property without a licensee that opportunity to discuss the inevitable departure and how it
so why would you seek to manage your legal affairs without the ben- is to be handled. It is the best opportunity to create a path to
efit of counsel? fairness and post-termination respect.

Copyright © James L. Goldsmith, Esquire, 2019
All Rights Reserved

Mr. Goldsmith is an attorney with Mette, Evans & Woodside and serves as general counsel to PAR. A substantial portion of
his practice is dedicated to providing advice and counsel to real estate licensees. He and his firm represent and defend real
estate salespersons and brokers in civil lawsuits and licensing claims across the Commonwealth. Jim also defends Realtors®
in disciplinary hearings conducted by the Real Estate Commission. He routinely counsels employers on employee relations
issues and has been one of the voices of the PAR Legal Hotline since its inception in1992.
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Have some great stories for this issue. This sweet one, from
Louise M. Pefia-Candelaria, is something that we have all expe-
rienced: our first listing. This one went very well, | think!

“l was pretty nervous just coming out of real estate school, pass-
ing my state exam, and starting at my new office, super-fast.
| was fortunate to have great mentors that | could go to, to give
me a pep talk, and to pound the information into my already jam-
packed brain. | was ready!...and it was my turn for phone duty. It
was a Saturday morning, and a friendly voice on the line wanted
to sell their father's home. He was in a nursing home and they
had POA. | had no clue what to do, but | said | would be right
over, that same day! With my heart in my throat, and me sec-
ond-guessing my career choices, | drove right over after phone
duty and met the sweetest, kindest couple | could ever ask
for. My first listing!!

“I remembered my training of information-gathering first, and |
told them | would return after doing detailed research on the
comps. | was hoping they would choose me, and after having alll
my comparables laid out in front of them, and my feigned confi-
dence, they did!! They accepted the figures and chose me to
represent them! | was to the moon! -  The property was in a
great location, and the market was hot, so they ended up selling
within the week! It was at the settlement table | told them they
were my very first sale ever! (after we closed of course!) They
then told me they would have never known.

“As | reflect, there definitely was a lesson in all this. What it
taught me was this: don't ever doubt your abilities. You were
given the tools, all you have to do is use them!”

Then, we get a little more experience, and we have confidence
to make decisions, as in this story from Barbara Mcintyre...
“l was showing a vacant home on Morgantown Road next to the

HealthSouth facility. There were 3 doors at the front. One led to
what appeared to be an in-law suite for somebody who is handi-
capped. That was the door that had the lock box. My buyers had
not yet arrived so | went into the house, turned on all the lights,
and went back outside to stand by my car. While | was waiting,
the door | had entered proceeded to open all the way and then
slam shut, open up again and then slam shut, and open up for a
third time and then slam shut. It was not windy and there were
no open windows. When my buyers, who were my friends, ar-
rived, | told the wife they couldn’t buy this house because it was
haunted.” Wow, Barbara. Now that’s creepy!
| had a scary experience when | was showing a very large city
home to a couple who had just married and had a combined
family. He had 4 kids and she had 4 kids. No tiny ones, just
from around 6 years to maybe 16 years. They didn't always
bring them all, but even 4 or 5 was a lot, and it was especially
hard to keep track of the one 13-yr-old boy. (This was long ago,
by the way, in the mid-‘80s, around the time of the Friday The
Thirteenth movies.) In this one house, we all trooped up to 2™
then 3rd floor, then back down, to the basement door, after see-
ing the rest of the house. We went down rickety stairs and there

was one very dim bulb that was lit, in the long dark basement
with junk piled around. We were all slowly following along, walk-
ing past a stack of plywood that was leaning against a deteriorat-
ing wall. Suddenly someone jumps up from behind the plywood
wearing a hockey mask! He yelled!...and the girls in the group
screamed like banshees, me included. The dad grabbed the kid
and scolded him but the kid was laughing hysterically. He had
gone outside and entered the basement from a broken old wood-
en cellar door, and by some miracle, he found the mask down
there. Maybe funny now, but not on that day!

One more adventure, as told by Randy Weeber.

“Once upon a time, | was showing a new construction (for the
second time) and they buyers wanted to go back and really have
a closer look. | met them at the house and opened it up, but it
was extremely hot and the house was very warm, so | proceeded
to open the front door and the rear door to let some air flow into
the house. | proceeded to go out onto the rear deck which was
shady and much cooler than being in the house and instructed
the buyers just to help themselves. | could hardly wait to get the
heck out of the house because it was over 90 degrees in-
side. Before stepping onto the deck, | made sure that the door
knob was unlocked just in case the door was pulled closed as the
deck was about 12 feet in the air and had no access stairs into
the yard.

“l was out there about 10 minutes when the buyers came out to
cool off and talk to me. | did not see the Mr. buyer lock the door
knob, going out onto the deck but he lived in the city and was
very accustomed to locking each door, every time he left the
house. We were all on the deck for a few minutes and the wind
blew up and moved through the house, pushing the rear door to
the deck closed. | knew it was unlocked so | ventured over but
discovered to my horror that all 3 of us were locked out of the
house on the deck that was 12 feet in the air. We tried yelling for
help, without success and this occurrence pre-dated cell phones,
so | decided that we should lower the wife over the deck and
drop her onto the ground so she could run around and let us
in. She told me to shove it (and that's a direct quote). She
was not getting dropped onto the ground. After much debate,
the husband and | decided to smash in the rear door, which is
how we finally exited the deck. We bent the door and broke the
trim around the door but got off the deck, finally. Yes, | did sell
them the house, but | had to pay the contractor to replace the
door and trim. Bummer. Note to self, always make sure that the
door is unlocked to the rear yard, deck, garage, or wherever you
may be going so you do not get stuck.”

Now, dear readers, | know that you have funny, scary, silly and
crazy things happen to you all the time in this, our chosen profes-
sion. C'mon — send me your stories. Please! Lorrayne
lorrayne@mindspring.com
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NEW AFFILIATES

Orkin/R.A.T.T.,INC
Dan Griffin

Dan Williams Photography,
Dan Williams

Goosehead Insurance,
The Carr Agerfshley Gessler

NEW SECONDARY REALTORS®

Penn Realty ProfessionaSatdy@:D. Morrison

REALTOR® REACTIVANHONIRMS

Berkshire Hathaway HomeService HomeXRalayRdaltyviller
Keller Williams Platidenmifer J. Miller, Lisa Weaver

It's A Gift!,
Sallie Weave

Max Mortgaljadia Levan

Next Home Alliance, Churchville, PA,
George Kotsopoulos (DR

REALTOR® TRANSFERS:

Berkshire Hathaway HomeService Home@ali Bhaktyrer
Coldwell Bank Residential Brakamages L. Heckman

EXP Reallgmes Michael Gonzalez

Iron Valley Real Estate of J8ffrkey. Little, Richard B. Sturgill

The Reading-Berks Association of REALTORS® implemented a
new “Swag Bag” program this spring. Filled bags are given out
to brand new REALTORS® upon completion of a day-long ori-
entation and induction ceremony. The contents include mugs,
note pads, pens and other marketing materials provided by our
affiliate partners with positive feedback...Matt Lutz of National

Keller Williams Platinum Bealeg H. Evans, Kimberly Russebr&iephinspections is able to directly link his participation in the

aneYouyg

R-BAR Swag Bag program to at least two new client inspec-
tions! New REALTORS® also see a benefit as they move from

NextHome Alliabeesa L. Bokosky, Damaso Lamos, Matthew,LaQi8dS0 career. They leave with a literal bagful of contacts

McMillan, Anna Marie Ortiz, Jillian Tustin
Stout Associatésynter Safafidaf

and working relationships just waiting to be made.

Current members of Reading-Berks Association of REAL-
TORS® should contact Stacey Shannon, Manager, Membership

R E A LTO R ® D R O P/g at StaceyS@realestateinberks.com in order to partici-
ate

Berkshire Hathaway HomeService HomeSeda Zedttyy
John Monaghan Group of KKintberly A. Butz

Keller Williams Platinum Rasdty:Gentry

Weichert, Realafslcome Hof@dando Rodriguez

Local businesses wishing to become a part of the “Swag Bag”
program are encouraged to join R-BAR as an affiliate this fall by
contacting Mayleene DeFreece at 610-375-8458 or
MayleeneD@ RealEstateinBerks.com.

By Stacey Shannon; Manager, Member Services
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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 June 24, 20:

Berkshire Hathaway HomeServices Hom&selgld&rBaibee Dobransky, Thom&sdtuBo24eBibidian Louis Carrera, Jaqueline Morales
Estrada, Andrei M. Novac, KimberlKdller S¥diitas Platinum MNgsdts:Marie Hix, Lakshaye Kumar, Glenn David Kunkel, Donna M. |
Keller Williams Realty-QGrimogrickAshley Taplagpda Realty & PropertDityeitReditput Associates Realgnster C. Safdopénit-

ed Real Estate StriviK@tihd J. Paula, Marsiol LyleidleereRealtors NeighborhddheDaeZahariaddleioitbrt, Realdfsicome Home:
Antonio Bua, Jacob S. Stoltzfus (Pictured below in random order)

ORIENTATION & INDUCTION CLASS of August

Century 21 Giltim 1. Davidson, Zineb Fadma Moutaou@leBioy2dryarkRdisdin McMlaldwell Banker Residential Brokerage:
Melissa Kay ThrajireReallyis F. Martiiwday Managhan Group Realtors oBthandlhomas PHlaliekywVilliams Platinum Realty:
Alezsandro Garcia, Glorymae@ibezdlez Marie Jitagoez; Realty & PropertyNiimmB. Val®ainus Realty GBrittany M. Earnest,
Drew HaR&E/MAX of Reaélidyew Neil Smith, Jacob Thiviedsh8rhitealtors Neighborh@sth@reMarie KaWeiahert, Realtors
Welcome Homescilla Rae Gibson, Mabel Hinson, Rachel Mummert, GlleiielpiRealydaktrpaAdtumn Diaz

(Pictured below in random order)

e
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2201 Ridgewood Road, Suite 350
Wyomissing, PA 19610
610-375-8458
www.RealEstatelnBerks.com

Postmaster - Please deliver between September 23 - September 27
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