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President’s Pen 
Greetings!  
 
I am Mark Mohn, and I have the honor and privilege of being the 2019 President of the Reading-
Berks Association of REALTORS®. As we transition into the busy prime spring market, hopefully 
with lots of new listings introduced to our marketplace, we at R-BAR want to take this year to recog-
nize all that our REALTOR® members do. 2018 R-BAR President Merlin Weaver, amidst many other 
accomplishments last year, made a concerted effort to thank and appreciate those REALTOR® and 
Affiliate members that devote their time, energy and money to volunteer at R-BAR and in the com-
munity. This year, we are looking to expand on that recognition and appreciation. 
 
On the National level, 2018 NAR President Elizabeth Mendenhall challenged REALTORS® to “Own 
It!” This year, 2019 NAR President John Smaby has altered that mission slightly, encouraging REAL-
TORS® to “Own Your Story”. Telling your story has become such a commonplace theme in many 
aspects of our current society, and here at R-BAR we are no different. We want to hear YOUR STORY. What YOU do in the com-
munity, how YOU have significantly influenced your clients’ lives in a positive way, and how YOU are making a difference! 
 
As you well know, REALTORS® have an incredible impact not only on our clients, but also on our local community. R-BAR mem-
bers are always helping out in an wide variety of community organizations and non-profits, and we want to hear about what you are 
doing and share your efforts and successes.  NAR has made a push promoting REALTORS® are Good Neighbors, which you can 
find on social media, and R-BAR is looking to parallel that mission. As you volunteer or help out around Berks, take photos or vide-
os and share them with us here at R-BAR. You can send your submissions to Kathys@realestateinberks.com. 
 
Additionally, it is my goal this year to have R-BAR out and about in Berks County more than ever before. Not just as we work with 
our clients, but also in our events and meetings. To that end, R-BAR’s Installation event took place at the Reading Public Museum, 
and was simply amazing! Recently, we just held our R-BAR Board meeting inside the Pagoda. I am looking for more suggestions 
from our members of locations that would be good for meetings, events or to simply learn more about those locations. Whether they 
can be implemented this year or in the future, your input is invaluable. 
 
As REALTORS®, we market not only the piece of land that is being purchased and the structures on it, but everything the commu-
nity has to offer. Berks County has incredible Arts and Culture (Museum and Jazz Fest for example), great Sports (minor league 
franchises to huge regional teams and a World Class race track in Maple Grove), fantastic outdoor activities (Appalachian and other 
trails, lakes and the river) and so much more. As we build our businesses, make sure to add value to your clients by pointing out all 
that Berks has to offer. 
 
I look forward to serving the Association during this amazing year, and can’t wait to see all of your impact in Berks County and be-
yond! 
 
Sincerely, 

Mark Mohn 

By Mark Mohn,  
2019 R-BAR President 

NEWSLETTER COMMITTEE: 
Lorrayne B. Klahr, Chair  •   Todd Hummel 

Dave Scalese  •  Kathy Stoica 
The Newsletter Committee is looking for more volunteers & featured writers. 

Contact the R-BAR office if you are interested in finding out more. 
 

IMPORTANT NUMBERS: 
National Association of REALTORS (NAR) 
1-800-874-6500  • www.NAR.Realtor 

 

Pennsylvania Association of REALTORS (PAR) 
1-800-555-3390  •  www.PAREALTOR.org 

PAR Legal Hotline  •  1-800-727-5345 
 

PA State Real Estate Commission 
1-717-783-3658  *  www.dos.state.pa.us/bpoa 

 

BRIGHT MLS Support: 1-844-55-BRIGHT  •  www.BrightMLS.com 

mailto:info@RealEstateInBerks.com
http://www.RealEstateInBerks.com
mailto:Kathys@realestateinberks.com.
http://www.NAR.Realtor
http://www.PAREALTOR.org
http://www.dos.state.pa.us/bpoa
http://www.BrightMLS.com
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On January 16 we held our 
annual Installation event at 
The Reading Public Muse-
um where we installed our 

new officers and direc-
tors! This year was also 
the first time the event 
was separated from our 

holiday event since 2015, 
and we are proud to report 
that we maxed out the 
room, too! 

 
Members and guests joined together to enjoy the art, music, and 
conversation that ultimately ended with our new officers and 
board of directors being sworn into their new roles. Artwork from 
a variety of artists was on display including a piece from 1882 by 
Claude Monet called the Path in the Wheat Fields at Pourville, 
and what a privilege it was to enjoy such renowned art right here 
in Berks County!   

 
Mark Mohn was officially sworn into the role of President and 
Merlin Weaver became Past President. Angela Tolosky was 
elected by the membership to become the President Elect. 
Erica Ramus was elected Vice President, and CJ Levan was 
elected Secretary/Treasurer of the association.  
 
Our association also handed out our annual awards which 
included: REALTOR® of the Year Award, Affiliate of the 
Year Award, Grow with Berks Award, Municipal Official of 
the Year Award, and Volunteer of the Year Award. In case 
you don’t know what each award is, I’ve listed their descrip-
tion and the award winner below: 
 
The REALTOR® of the Year recognizes the best in REAL-
TOR® spirit, business accomplishments, commitment, and 
involvement in the REALTOR® association, and participation 
in civic and community affairs. The winner of the 2018 
REALTOR® of the Year was Sharon Kehres of Coldwell 
Banker Residential Brokerage.   

 
The Affiliate of the Year recognizes the best in affiliate spirit, 
business accomplishments, commitment, and involvement in 
the REALTOR® Association and the community. The winner 
of the 2018 Affiliate of the Year is Ron Zimmerman, Berks 
Realty Services. 

 
This year we gave out a new award - Volunteer of the Year 
Award. Our Association is made up of many volunteers and 
there are some that really go above and beyond the normal 
call of duty. This year, we were happy to present the first 
Volunteer of the Year award to Todd Hummel of Gateway 
Mortgage Group. 

By Wesley T. Stefanick, Association Executive 

Claude Monet 
Path in the wheatfields  

Professional Violinist 
Brad richards  
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Alan purchased and redeveloped 
the Hampden Fire Station, (607 N 
11th St), A.W. Golden Cadillac 
building (124 S. Fifth St), the his-
toric Baer building, (one of Read-
ing’s oldest high-rises) and the 
former Exide Battery world head-
quarters (645 Penn Street). Since 1994, Alan’s company has 
redeveloped, sold, or leased over 2 million square feet of com-
mercial property right here in Reading. 

 

Our last award, and also a new award, was the Municipal Offi-
cial of the Year Award and our Director of Government and 
Community Affairs, John Savant, talks about that award in an 
article further on in this edition of Property Lines. (page 27)   

 

Overall, the event was fantastic, the smooth violin sounds 
rounded out the ambiance and was the perfect mix of art appre-
ciation, libations, and camaraderie.  We had positive feedback 
all around and hope to see you all next year! 

Each year the Reading-Berks 
Association of REALTORS® 
recognizes someone in our 
community who makes a sig-
nificant impact in Berks Coun-
ty. In choosing a recipient for 
this honor, known as the 
“Grow with Berks Award,” we 
look for individuals who give 
homebuyers a better reason 

to live in Berks 
County, maintain high principles and high ethical standards in 
the conduct of all aspects of business and personal relation-
ships, and show loyalty and devotion to the advancement and 
success of Berks County. The winner of the award this year 
was Alan Shuman of Shuman Development Group. 

 

As president and broker of Shuman Development Group, 

From left to right:  Merlin Weaver, Ron Zimmerman, Sharon 
Kehres, Sean McKee, Todd Hummel, and President Mark Mohn. 

AWARD WINNERS  

Alan Shuman 
Grow with Berks award  
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Subdivision and Land  
Development Review Course  

Albright College, Roessner Hall, Reading, PA. 

Thursdays, April 18, 25, and May 2 (6:30 – 9:30 pm). 

This 3-session course will teach you everything you need to know about subdivisions and land development regulations. This 
course includes the most recent changes to the PA Municipal Planning Code. Learn to navigate and understand municipal ordi-
nance requirements, development review procedures, and learn how to submit plans on behalf of your clients that will be approved 
by municipalities.  Excellent for anyone who wants to represent clients who are property developers or want to build new or addi-
tions to structures. 

Eligible for 7 REALTOR® CE credits and 9 credits toward Master Planner Certification 

Class fee is $110 + $35 for CE credits, refreshments included.   Register Online www.Albright.edu/localgov 

 

You can lead the way. Commitment to Excellence empowers you to enhance 
and showcase your high level of professionalism. It gives you an advantage in 
���v���]�v���Œ�����•�]�v�P�o�Ç�����}�u�‰���Ÿ�Ÿ�À�����u���Œ�l���š�����v�����•�Z�}�Á�•�����}�v�•�µ�u���Œ�•���Ç�}�µ�[�Œ�������}�u�u�]�©������
�š�}�����}�v���µ���Ÿ�v�P�����µ�•�]�v���•�•�����š���š�Z�����Z�]�P�Z���•�š���•�š���v�����Œ���X�����������}�u�u�]�©�������š�}�����Æ�����o�o���v�����X�� 

OWN YOUR  
PRESENT.  
EMPOWER  
YOUR FUTURE.  

Get started today at C2EX.realtor.  

http://www.Albright.edu/localgov
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Hondros Education Group (HEG) has proudly partnered with 
Schlicher-Kratz Institute, to advance real estate, mortgage, and 
appraisal education in Pennsylvania and New Jersey. HEG has 
been a leading education provider for over 50 years and at the 
forefront of providing flexible, blended real estate education 
through quality curriculum and dynamic in-classroom and 
online learning experiences. Schlicher-Kratz has been a re-
spected market provider for more than 40 years and offers in-
classroom and online courses that complement the HEG ap-
proach of meeting the unique needs of today’s traditional and 
digital learners. 
“This acquisition allows us to combine HEG’s expertise with 
Schlicher-Kratz’s strong history and focus on pre-licensing and 
continuing education (CE) across real estate, mortgage, and 

appraisal education. We can offer professionals in 
Pennsylvania and New Jersey quality education 
backed by industry-leading pass rates,” says Tina 

Lapp, President of Hondros Education Group.  Prior owner of 
Schlicher-Kratz, Tim Quintrell, remains the school’s Education 
Director and is now also an advisor for Hondros Education 

Group. General operations transitioned into the HEG organiza-
tion, but the personal attention and care that’s been a hallmark 
of Schlicher-Kratz remain the same. The school is locally fo-
cused on its courses and highly experienced instructors. This 
new collaboration enables Schlicher-Kratz to reach more peo-
ple interested in entering the industry and gives the school a 
greater ability to give back through Hondros Cares giving initi-
atives. 
“It’s been exciting to join the Hondros Education Group team. 
We share the same, strong commitment to changing lives 
through quality education and providing our students and part-
ners superior service. Tina and I have been enjoying working 
together and look forward to the future growth of the school,” 
says Tim Quintrell.  You can read more about both Hondros 
Education Group and Schlicher-Kratz Institute at learnreales-
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�î�ì�í�ô���Á���•�������Œ�����}�Œ�����•���«�v�P��
year for R-BAR's               ! 

Help us make 2019 
RECORDBREAKING!!!!  

REALTORS® Political  Action Committee  

Thank You to all of our 
2019 First Quarter Investors! 

CRYSTAL 

Dave Mattes 
RE/MAX of Reading 

Vicki Venezia 
RE/MAX of Reading 

Merlin Weaver 
Berkshire Hathaway 

HomeServices 

Erica Ramus 
Ramus Realty Group 

Mark Mohn 
RE/MAX  of Reading 

�:�}���v�v���������P�P�}�© RE/MAX of Reading 

Sandra Behm Berkshire Hathaway HomeService 

�:���Œ�Œ�Ç�����µ�+�� ���}�o���Á���o�o�������v�l���Œ���Z���•�]�����v�Ÿ���o�����Œ�}�l���Œ���P�� 

Nina Catagnus Home Town Realty 

Peter Champagne ���}�o���Á���o�o�������v�l���Œ���Z���•�]�����v�Ÿ���o�����Œ 

�:���+�Œ���Ç�����Œ�}�•���Ç Pagoda Realty & Property Management 

�:�µ�•�Ÿ�v�����Œ�}�•�•�o���Ç RE/MAX of Reading 

David DeTurck David DeTurck, REALTOR 

Susan Diguglielmo RE/MAX of Reading 

Eric Donahue RE/MAX of Reading 

Elizabeth Egner RE/MAX of Reading 

John “Jack” Evans Century 21 Park Road 

�s���v�µ�•���&�]�}�Œ���À���v�Ÿ RE/MAX of Reading 

Ronald Flowers Century 21 Park Road 

Thomas Franey Thomas P. Franey, REALTOR 

Douglas Frederick The Frederick Group 

Jack Fry RE/MAX of Reading 

KJ Fry RE/MAX of Reading 

Collier Golden RE/MAX of Reading 

Kathleen Greiss RE/MAX of Reading 

�W���š���Œ���'�µ�•�Ÿ�• Springer Realty Group, Exton 

Gregory Guydish Casper Ward 

Jeroen Harmsen RE/MAX of Reading 

Steve Haver NAI Keystone 

Thomas Hoch RE/MAX of Reading 

Donald Hutchinson RE/MAX of Reading 

Steven Jamison Jamison Appraisal Services 

Nancy Jones RE/MAX of Reading 

�����Œ�Œ���v���<�}�•�Ÿ�À���o RE/MAX of Reading 

George Kotsopoulos United Real Estate Strive 212 

Gary Kubovcsak Assist2Sell Smart Choice Realty 

Diane Longacre Realty Wise 

Marshall Lytle Commonwealth Real Estate, LLC 

Keith Malone RE/MAX of Reading 

�D�]���Z�����o���D�������À�À�]�© Associated Realty & Appraisals 

James McHale RE/MAX of Reading 

Eric Miller RE/MAX of Reading 

Cynthia Oswald RE/MAX of Reading 

Jean Pedersen Bellairs Real Estate 

Patricia Rapposelli RE/MAX of Reading 

David Renninger RE/MAX of Reading 

Dana Riegel RE/MAX of Reading 

Sharon Rohrbach RE/MAX of Reading 

William Sands Sands & Company 

Mark Shanaman RE/MAX of Reading 

�<���Ÿ���:�}���^�Z���v�l RE/MAX of Reading 

Mark Shoener RE/MAX of Reading 

Alan Shuman Shuman Development Group 

�:���+�Œ���Ç���^�]���Z���Œ John Monaghan Group Kutztown 

Tod Slabik RE/MAX of Reading 

Kevin Snyder RE/MAX of Reading 

�����Á���Œ�����^�š���µ�+���Œ RE/MAX of Reading 

���������]�����^�Ÿ�v�� RE/MAX of Reading 

���Z�Œ�]�•�Ÿ�v�����^�š�}�Œ�u�• RE/MAX of Reading 

Daryl Tillman RE/MAX of Reading 

Lisa Tillman RE/MAX of Reading 

Edward Tobias RE/MAX of Reading 

Randy Weidner RE/MAX of Reading 

���Z�Œ�]�•�Ÿ�v�����t���Œ�v���Œ RE/MAX of Reading 

Gregory Werner RE/MAX of Reading 

James Williams RE/MAX of Reading 

John Zabinski ���}�o���Á���o�o�������v�l���Œ���Z���•�]�����v�Ÿ���o�����Œ�}�l���Œ���P�� 

David Zoschke RE/MAX of Reading 

Crystal ‘R’ Membership  
�¨�î�U�ì�ì�ì���]�v�]�Ÿ���o���]�v�À���•�š�u���v�š�V 

$1,500 to sustain  

�W�o���Ÿ�v�µ�u���Z�Z�[���W�Œ���•�]�����v�š�[�•�����]�Œ���o���� 
�¨�í�ì�U�ì�ì�ì���]�v�]�Ÿ���o���]�v�À���•�š�u���v�š�V���¨�ñ�U�ì�ì�ì 
to sustain (plus $2,000 President’s  

���]�Œ���o�������}�v�š�Œ�]���µ�Ÿ�}�v�•�����v�v�µ���o�o�Ç�• 

$99 Club Investors  
$99.00 - $149.99 
annual minimum 

Mitch Darcourt 
Commonwealth 

Real Estate 

Capitol Club Investors  
$250.00 - $499.99 
annual minimum 

Jennifer Jimenez 
Berkshire Hathaway 

HomeService 

Jonathan Savant 
Reading-Berks Association 

of REALTORS® 

Wesley Stefanick 
Reading-Berks Association 

of REALTORS® 

Angela Tolosky 
Weichert REALTORS® 
Neighborhood One 

Sterling ‘R’ Investor 
$1,000 annual minimum 
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Affiliate Spotlight  

By: Dave Scalese, Affiliate Member 

Sentry Abstract Company was formed in 1975 to serve as a 
thorough, reliable title company that would meet the chal-
lenges of an increasingly complex and changing real estate 
environment for the areas real estate, lending, and legal 
communities. Sentry is proud of its reputation as a leader 
and innovator in the title business. 

 

Sentry has many strengths; however, its primary focus is on 
client satisfaction. Convenience and service is very important 
to Sentry. The organization’s office is centrally located in 
Wyomissing. Their information tracking system and fully au-
tomated settlement capability allows the staff to obtain fast 
answers to their clients’ questions and allows for hassle-free 
settlements both inside their office and at remote locations, 
such as at clients’ homes. 

SENTRY ABSTRACT  
COMPANY  

Whether title searches, property plotting, title insurance, or settle-
ments, Sentry prides itself on getting transactions to a timely set-
tlement as smoothly as possible. Sentry’s pre-settlement process 
allows for its staff to routinely anticipate and flag any irregularities 
prior to them developing into last minute settlement issues. Sen-
try’s high level of professional service and competence has be-
come its hallmark and catalyst behind its growth into a regional 
title resource. 

 

If you are looking to do business with Sentry Abstract, or if you 
have any questions, you can call their office at 610-376-4500 or 
contact the Senior Vice President Diana Edwards at ded-
wards@sentryabstract.com. 

mailto:wards@sentryabstract.com.
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There’s a NEW FPC in town!   
While a strong advocacy group in Washington is important, elected officials rely most heavily on input from 
voters who live in their area. Legislators need to know how a specific issue will affect their district. As a result, 
with such a large and widespread membership, REALTORS® have the potential to be an extremely effective 
force for change. The National Association of REALTORS’® Federal Political Coordinator (FPC) program was 
founded on this premise. 

Federal Political Coordinators conduct and oversee grassroots activities in each Congressional District that 
help to develop and maintain a relationship with their member of Congress. Nominated by their state associa-
tion presidents, they advocate for policy initiatives which support the real estate market, and serve as an edu-
cator to their members of Congress with respect to issues that impact the real estate community. 

R-BAR Association President Mark Mohn will serve as the FPC for Dan Meuser (R), a freshman Congress-
man in Berks County.  

“Being a REALTOR® means representing and serving your clients. As a Federal Political Coordinator, Mark 
is doing exactly that.” said John Savant, R-BAR Director of Government and Community Affairs. “A strong 
housing market doesn’t exist without REALTORS® who are active in educating lawmakers and advocating for 

policies that support homeowners.” 

Whenever there are any issues facing the real estate community — whether it’s flood insur-
ance, property tax legislation or housing finance reform — Mark will be there to inform, advise, 
and provide the REALTOR® perspective to ensure that our concerns are heard. 

R-BAR President Mark Mohn 
�������}�u���•���E���Z���&�������Œ���o���W�}�o�]�Ÿ�����o�����}�}�Œ���]�v���š�}�Œ 

By: Johnathan Savant: Director, Government & Community Affairs 
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As Americans enter the 2018 tax filing season, 
real estate professionals have been uncertain 
about the true impact of the 2017 Tax Cuts and 
Jobs Act on their business. A recent ruling from 
the Treasury and IRS, however, signaled a signifi-
cant victory for the real estate industry. 
A central component of the new tax law is a reduc-
tion of the corporate tax rate – from 35 to 21 per-
cent. However, since nine out of ten American 
businesses are structured as pass-through entities rather than 
corporations, Section 199A of the law provides critical tax de-
ductions for small businesses and self-employed independent 
contractors, which is how many real estate professionals are 
classified. 
Until recently, it was unclear who in the real estate industry 
would qualify for this 20 percent tax deduction. However, a 
ruling on January 18th clarified that all real estate agents and 
brokers who are not employees but operate as sole proprietors 
or owners of partnerships, S corporations or limited liability 
companies are eligible for the new deduction, which can be as 
high as 20 percent. This includes those whose income exceeds 
the threshold of $157,500 for single filers and $315,000 for 
those filing a joint return. 
In the same ruling, the IRS also simplified the process that 
owners of rental properties must follow in order to claim the 
new deduction. As written in the 2017 law, only income from a 
“trade or business” qualifies for the 20% deduction, but the 

NAR Secures Major Tax  

Deduction for REALTORS®  

definition of “trade or business” was never written into the law. 
The final ruling clarified that you can claim the deduction if 
your rental activities—which include maintaining and repairing 
property, collecting rent, paying expenses, and conducting 
other typical landlord activities—total at least 250 hours a 
year. If your activity totals less than that, you can still try to 
take the deduction, but you'll have to be prepared to show the 
IRS that your activity is part of a trade or business. 
“Friday’s ruling is a result of several months of advocacy and 
collaboration between NAR, our members, and the admin-
istration,” said NAR President John Smaby, a second-
generation REALTOR® from Edina, Minnesota and broker at 
Edina Realty. “These final guidelines will allow real estate 
professionals to benefit from the Section 199A 20 percent 
pass-through deduction, a move that will empower REAL-
TORS® to expand their operations and provide improved ser-
vices to consumers and potential homebuyers across the 
country. 

By: Johnathan Savant: Director,  
 Government & Community Affairs 
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Life Adventures By: Lorrayne Klahr, REALTOR® 

Hi, everybody.  My article for this issue has a different twist to 
it.  I've heard, recently, so many comments/complaints about 
other agents showing houses and not doing what they're sup-
posed to do.  Doors unlocked or even left open, lights on, and 
many other worse things that are either unsafe, wasteful or just 
really stupid.  Pretty unbelievable, some of these incidents. 

I was talking with Ed Stauffer about this situation, and he made 
a comment which I immediately wrote, verbatim, with 
quotes:  "Could we all just wake up for a minute and remember 
what our job is?" 

So, I sent some emails and asked agents to please send me a 
short story, even a sentence or a phrase…that will describe a 
showing incident that was really bad, or funny, irresponsible, 
unbelievable, costly, etc.  I got loads of responses, and here are 
just some of them: 

CASE #1:  SPIN IT TO WIN IT  Okay, I’ll admit it. Early in my 
career I left a door open. Of course, it was the door of a 
$500,000 house!  My wife and I met one of her friends so I could 
show her a listing.  We went in the front door, walked through 
the home and went out the back door to enjoy the scenic back 
yard. Walked all around the outside talking about the house, etc.  
Walked around to the front of the house and I proceeded to lock 
the front door. All good, until I received a call from one of my 
early mentors who also happened to be the listing agent. Her 
seller was livid that I had left the rear door open. It literally 
slipped all of our minds as we got caught up in the details of the 
showing. Okay no excuses. I just plain blew it. 

The point I want to make is that, okay it may happen by accident 
one time in your career. We’re all human.  But that incident 
cured me forever. If I ever show a home I am super certain to go 
back and make sure it’s locked and the lockbox is spun. It cured 
me to the extent that I am now haunted by other agents leaving 
MY lockboxes, doors and locks open almost ALL THE TIME!  I 
get calls from angry sellers on almost every one of my listings. It 
is very frustrating. I can’t tell you how many times I’ve walked up 
to a home to show it and the lockbox was left with the code in 
place, and if you don’t know that leaving he code un-spun 
means the box can still open, then back to real estate 101 you 
go!  It is a professional responsibility that needs to be taken 
more seriously. 

CASE #2:  BUSTED  I had an agent who took it upon himself to 
show a house without calling Showing Time.  I get a frantic call 
from my sellers (house was vacant).  They were called by the 
neighbors that there was a guy who caused an auto accident at 
the house and took out their fence, mailbox and part of the 
neighbor’s fence.  Seller is telling me that it was the REALTOR® 
showing the house.  She said “I never got a confirmation for 
anyone showing and I have no idea what is going on or who 
was at our house!”  Yelling at ME!  I asked seller about the car 

in question and if it was a man or woman driving.  I looked 
through my Showing Time records and turns out that only one 
person that fit that description & it was a newer agent.  I called 
him asking if he showed the house.  “Oh hey, yes, about that.  I 
was going to call you.”   I told him he can’t show it without sched-
uling through Showing Time.  “We were just going to be really 
quick” he said.  I told him I didn’t care how quick he was going to 
be, it had to be scheduled first.  (If he would not have swerved to 
miss a car and taken out fence, mailbox, and neighbors fence - I 
never would have known.) 

CASE #3:  OCCUPIED I was showing a 4 bedroom home. When 
I opened the door of 2 of the bedrooms, tenants were lying in bed 
and they jumped...but they didn’t bother moving out of the room 
or anything. By the way, if you look at the pictures in the MLS, the 
same guy was lying in bed when listing pictures were taken.  

 (ed. note – OMG!) 

CASE #4:  CLIENT SECURITY Several years ago I had a listing 
which was under contract. The home inspection took place, and 
for some reason (which I can’t remember) the inspector had to 
return for a verification. I should say that the home was occupied. 
On the return visit, the inspector entered the home with the lock-
box without requesting the appointment. Much to everyone’s sur-
prise, one of the seller’s daughters was home sick. The seller 
called me in a furious panic, you see she has a security system 
which alerted her at work, she was able to see the date/time 
stamp remotely. AFTER the inspector left, he actually made the 
appointment request with Showing Time. So obviously he re-
tained the lockbox combo from the first visit. Still shaking my 
head over that one!  

CASE #5:  A TINY PROTÉGÉ   Last year I helped a wonderful 
lady in her home purchase. 
She always had her 3 year old 
little girl along during show-
ings. As a normal practice, I 
always yell “real estate” be-
fore I enter a home as I’ve 
walked into some pretty pre-
carious situations, as I’m sure 
we all have. We looked at 
maybe a half dozen homes at 
this point, so we get to the 
next home. I yell “real estate,” 
we go in and look around. We 
go out a patio door from the 
kitchen to look at the deck 
and backyard etc. We are 
about to re-enter the same 
patio door, the little girl goes 
first and before we step back 
inside, SHE yells “real estate.” It was priceless!   

REAL 
ESTATE! 
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CASE #6:  NOT YOUR HOUSE  A month ago in that freezing 
cold weather a showing agent actually left the windows OPEN 
in one of my listings! I don't know about you but I don't often 
open windows during a showing and certainly not when it's 
below zero.    When showing a home you should never touch 
the thermostat! Don't touch it. The house does not belong to 
you. You are a guest.  Buyer agents need to remind the buyer 
that they don't own the house until closing but I don't think that 
some agents even understand that.    Shades of Gerry Mason 
and Roy Ziegler.   (ed. note:  if you “get” that last comment, 
you’ve been in real estate for a while.) 

CASE #7:   UPDATE YOUR LOCKBOX CODES Last week a 
listing agent had an incorrect lock box combination in Showing 
Time.  As I stood outside in the cold, trying to contact him, it 
seemed that he couldn’t be bothered via phone or voicemail 
until I sent him 4-5 texts back to back telling him I could not get 
in and to call me, that we were standing outside of the home, 
freezing, and the lock box would not open.  Finally he 
called.  On a separate occasion, I tried showing a two unit. The 
keys in the lock box would not open the second unit.  I called 
listing agent and left a voicemail, & called him 3 other times 
after that.  When someone calls that many times and leaves 
messages, it is probably important. My buyers and I finally left 
and the agent never called me back. It is extremely frustrating 
to us as agents, but it also makes all of us look bad in front of 
our clients. Just thought I would share my input. 

CASE# 8:  YOU NEED TO HOLD IT  It would be great if peo-
ple wouldn’t go to the bathroom in winterized homes! I cannot 
tell you how many times I have shown a vacant, winterized 
home with a toilet that has been used and wont flush. 

Our industry is filled with repeat occurrences and offenses of 
not locking doors, leaving doors standing ajar, pooping in toi-
lets and not flushing, playing with toys in the property during 
showings, showing up late outside of the showing window, or 
not at all. Not calling the showing desk when you are late or 
early for scheduled time block, etc.  We would ALL benefit from 
upholding our Code of Ethics, cooperatively working towards 
the needs of our clients, and maintaining composure when 
things become uncomfortable.   An issue with another agent 
should be resolved behind closed doors, not  in front of clients 
at a property.  We are PROFESSIONALS and should consist-
ently project that to our clients and the general public.   

The highest levels of respect should be granted to our clients, 
fellow REALTORS®, and all real estate and personal property 
that we are entrusted to enter, and never underestimate the 
value of FEEDBACK!   The information you provide can help 
us convey buyer opinions to our sellers and give us a better 
ability to convey public opinion on a particular property.   

“If every agent treated each property that we show like it was 
our own home” maybe then we wouldn’t have is-
sues.  Common courtesy and respect of the seller’s property is 
all it takes!!  

There were many more comments and I can’t print them all 
here.  But please!   Let’s all try to be good agents, and treat our 
fellow professionals as we want to be treated.  That’s the Gold-
en Rule in our beautiful Code of Ethics.  And, let’s treat all 
properties as if they were our own.  While you’re in that proper-
ty, you are responsible for it!   

Lorrayne 
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Join your local  
LEADERSHIP  

TEAM!  

ENTERTAINMENT COMMITTEE - Executes 
plans for social events and membership 
�u�����Ÿ�v�P�•�U���‰�Œ�}�u�}�Ÿ�v�P�������‰�}�•�]�Ÿ�À���� 
REALTOR® image. 
 
 
EDUCATION COMMITTEE - Create and 
�]�v�•�Ÿ�š�µ�š���� �‰�o���v�•�� �(�}�Œ�� �����µ�����Ÿ�}�v���o�� �•���u�]�v���Œ�•�U��
�����•�]�P�v���Ÿ�}�v�� ���v���� �����Œ�Ÿ�.�����Ÿ�}�v�� ���o���•�•���•�U�� �˜��
�v���Á���u���u�����Œ���}�Œ�]���v�š���Ÿ�}�v�X���� 
 
 
OUTREACH COMMITTEE - To plan & im-
plement public service projects & func-
�Ÿ�}�v�•�X�������v�Z���v�������š�Z�����‰�}�•�]�Ÿ�À�����‰���Œ�����‰�Ÿ�}�v���˜��
public awareness of REALTORS® and the 
value of their services.  To provide sup-
�‰�}�Œ�š�� �š�}�� �Œ���o���À���v�š�� ���Z���Œ�]�Ÿ���•�� �˜�� ���}�u�u�µ�v�]�š�Ç��
programs. 
 

MEMBER BENEFITS COMMITTEE - To develop 
�Œ���o���Ÿ�}�v�•�Z�]�‰�•�� �Á�]�š�Z�� �o�}�����o�� ���8�o�]���š���•�� �˜�� �•�‰�}�v�•�}�Œ�•�X����
�D���u�����Œ�� �����v���.�š�•�� ���}�u�u�]�©������ �Á�]�o�o�� ���v�Ÿ������ �v���š�r
working and business-to-���µ�•�]�v���•�•�� �����Ÿ�À�]�š�Ç�� �š�}��
�]�v���Œ�����•�������8���]���v���]���•���]�v���u���u�����Œ�[�•���]�v���]�À�]���µ���o���Œ�����o��
���•�š���š�����‰�Œ�����Ÿ�����X 
 
NEWSLETTER COMMITTEE - To determine sub-
�i�����š�� �u���©���Œ�� �(�}�Œ�� �š�Z���� �W�Œ�}�‰���Œ�š�Ç�� �>�]�v���•�� �W�µ���o�]�����Ÿ�}�v��
which provides updates for our members.  
�t�}�Œ�l���š�}�Á���Œ���•���l�����‰�]�v�P���v���Á�•�o���©���Œ�����}�v�š���v�š���Œ���o���r
vant to the current industry pulse.   
 
GOVERNMENT AFFAIRS COMMITTEE - Works 
�Á�]�š�Z���o�}�����o�U���•�š���š�����˜���(�������Œ���o���}�8���]���o�•���š�}�����v�•�µ�Œ�����š�Z����
REALTORS, Homeowners, & private property 
owners rights are all upheld & protected.  
Fundraise & promote awareness of the REAL-
�d�K�Z�^� ���W�}�o�]�Ÿ�����o�������Ÿ�}�v�����}�u�u�]�©�����X���� 

AND MAKE  
A DIFFERENCE  

�&�}�Œ���u�}�Œ�����]�v�(�}�Œ�u���Ÿ�}�v�����u���]�o���D���Ç�o�����v�����›�Z�����o���•�š���š���/�v�����Œ�l�•�X���}�u 

Do you have  
LEADERSHIP SKILLS?  

Can you inspire others?  
  

It’s time to share your light & join other  
respected professionals making positive changes!  

 
Reading -Berks Association of REALTORS® is look-

ing for committee members!  
   

For more information about participating on one of 
our R -BAR Committees email:  
Info@RealEstateInBerks.com  

mailto:Info@RealEstateInBerks.com
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First unveiled 
at the 2017 NAR 
Leadership 
Summit, REAL-
TORS® Own It 
coins represent 
appreciation for lead-
ers'  commitment to serve their fel-
low REALTORS®. Recipients are 
encouraged to re -gift the coins to 
others who embody this spirit.  

R-Bar has at least 13 coins current-
ly in circulation as each of our 
Board Members have received one 
this year.  LOOK OUT —will you be 
next to be honored?    

#REALTORSownit  #GetInvolved  
#NAR #PAR #RBAR 

 

 

NEW REALTOR® EMERITUS 
QUALIFICATIONS!  

 
A REALTOR® Member who has held membership in the 
National Association as a REALTOR®, REALTOR-
ASSOCIATE®, or both, for a cumulative period of forty 
(40) years is eligible for REALTOR® Emeritus status.  
 
Achieving REALTOR® Emeritus status exempts a member 
from future dues payments to the National Association, 
and from the biennial Code of Ethics Training require-
ment.   
 
Eligibility requirements have changed for submissions 
made in 2020 and beyond to include one year of service at 
the National Association level. 
 

Check out your opportunities now on  
Www.CommitteeApp.realtor  

 

0! 

EMERITUS  

 YEARS 
4 
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Real estate salespersons often have second jobs.  Should a 
broker care?  All in unison: “it depends.” 
 
Issues relating to profitability and productivity of a salesperson 
aside, a broker has reason to be concerned when a salesper-
son is also employed in a job closely aligned to real estate.  
There can be unanticipated and negative consequences for 
the broker and the brokerage. 
 
Recently I was retained to represent a broker sued by the un-
happy buyers of new construction.  The contractor who built 
the home was also a salesperson affiliated with the defendant 
broker though the real estate was never listed with the broker.  
The broker, however, was aware of the salesperson’s side-
business of building homes for buyers with whom the broker-
age had no relationship.   
 
Why did the buyers sue the broker in addition to the contrac-
tor?  On one occasion the buyers met with the contractor at 
the broker’s office.  The purpose of the meeting was to discuss 
features of the home to be built.  Neither the construction con-
tract nor any of the papers that passed between the contractor 
and the buyers made reference to the broker and the broker 
never received a fee as a result of the sale of the home or lot.  
The contractor acknowledged that his construction business 
was independent of his licensed activity, but the buyers re-
fused to dismiss the broker from their suit. 
 

What is your agreement with your broker?  A recurring 
question to the Hotline is “what is my broker’s obligation to 
pay me when I have pending transactions at the time I 
affiliate with a new broker?”  There are many similar ques-
tions relating to fees after termination and whether a 
salesperson can take her clients and transactions to her 
new brokerage. 
 
The answer is always the same: what does your inde-
pendent contractor agreement provide?  If there are provi-
sions regarding payment following termination, voluntary 
of otherwise, those provisions will prevail.  Where the 
agreement is silent, there is little certainty.  One might 
look to an invariable custom or practice of the broker in 
dealing with commissions post-termination, but rarely is 
there an invariable practice that the court would accept as 
binding.  It is more likely that the salesperson will lose out.  

Ultimately, the court granted summary judgment in favor of the 
broker.  By that time the broker had fully paid the $5,000 de-
ductible required by the errors and omissions insurance.  That 
too could have been avoided. 
 
What if the contractor provided the buyers with a disclosure at 
their first meeting describing the contractor’s new home con-
struction business as completely independent of the contrac-
tor’s affiliation with the broker?  A statement to the affect that 
the broker has no control whatsoever of the contractor’s busi-
ness and does not receive any benefit, financial or otherwise, 
from the construction business could have helped.   
 
Such a disclaimer may go far, but keep in mind that aggrieved 
parties are always looking for a deep pocket.   Contractors gen-
erally do not carry any type of malpractice coverage and we 
know that brokers do.  Brokers should consider requiring sales-
persons to indemnify brokers for liability claims asserted 
against the broker as a result of salespersons’ outside activi-
ties.  If the salesperson’s side business is truly independent of 
the broker’s real estate business, this should not be objectiona-
ble.  Such an indemnity agreement can be made part of the 
original broker/salesperson independent contractor agreement 
or it can be executed separately if supported by consideration.  
Brokers and salespersons entering into indemnity agreement 
should seek the advice of their legal counsel. 
 

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

The best practice is to endeavor to work out a res-
olution and if one cannot be achieved, consult 
counsel. 
 
An even better practice is to establish terms for 
separation at the outset.  When a salesperson 
affiliates with a broker, everyone should have high 
expectations.  This is the best time to establish 
what happens at the end of the relationship.  We 
know licenses are very portable and the odds are 
that the salesperson will not finish their career 
where they started.   Neither the broker nor a 
salesperson benefit from uncertainty and suits that 
can follow termination. 
 
Copyright © James L. Goldsmith, Esquire, 2019  

All Rights Reserved  
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By  James L. Goldsmith, Esquire 

R- BAR Association Executive’s  
1st  Annual Speakers Forum  

ft. Jim Goldsmith, Esquire  

April 16, 2019,  4:00PM -  6:30PM  

 
Come learn about pertinent Court Cases, the true legalities 
of standard forms, and hear some of the most relevant legal 
hotline questions.  

Berks County Agricultural Center  
1238 County Welfare Road  

Leesport, Pennsylvania 19533  
$20  
Register online at  
RealEstateinBerks.com/register  
or call the office at 610 - 375 - 8458  

LEGAL ISSUES IN REAL ESTATE  
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On February 28th, I had the opportunity to attend the spotted 
lanternfly community engagement task force meeting in Read-
ing, where Pennsylvania Agriculture Secretary Russell Redding 
gave an update on the commonwealth’s eradication efforts 
against the pest. 
While I’m sure that almost everyone in Berks County has heard 
of the spotted lanternfly over a dozen times since it was intro-
duced to Berks County in 2014, this invasive sap-sucking insect 
native to Asia has spread to over 13 southeastern Pennsylvania 
counties, and has now been spotted in New Jersey, Delaware, 
and Virginia. 
Federal and state funds have helped fuel research into the in-
sect’s biology. The USDA committed over $17.5 million in emer-
gency funds in 2018. The proposed state agriculture budget for 
next year has included a $5 million fund to contain invasive 
pests, $3 million of which would be earmarked specifically to-
wards the SLF. The state has also ramped up employment, and 
now has over 150 researchers, experts, and field agents work-
ing full-time to fight the spotted lanternfly. 
While the spotted lanternfly has been reported to feed on over 
70 species of tree in Pennsylvania, it overwhelmingly prefers the 
tree-of-heaven, or Ailanthus altissima, another invasive species 
from southeast China. In January of 2019, over 200 property 
owners applied for a grant from the Berks County Conservation 
District to fight the spread of what is now largely considered to 
be the SLF’s host tree. Ruth Welliver, Director of the PA Bureau 
of Plant Industry, had the following recommendation for other 
people who want to help fight the spotted lanternfly on their 
property. 
Treat about 85 percent of Ailanthus trees in the area with herbi-
cide, while leaving the ones that seem the most attractive to the 
SLF. Ailanthus trees grow in colonies, which are connected un-
derground by roots, so you should wait at 30 days after treating 
the trees before cutting it down, or it’ll send out dozens of near-
by sprouts. Don’t kill all trees-of-heaven in the area, as it can 
cause the spotted lanternflies to move to other species of trees. 
In June – August, treat the few tree-of-heavens remaining with 
systemic insecticide, which will move throughout the tree. Each 
of these “trap” trees will kill tens of thousand spotted lanternflies, 
making them the single most effective means of killing the pest. 
For other species of trees, such as maple, sycamore, and willow 
trees, it is usually better to stick to using sticky bands rather 
than insecticides. According to the Penn State Extension, over 
1.7 million spotted lanternflies were killed by sticky bands in 
2018. “It’s important to remember that the Tree-of-heaven is 
also an invasive species. Very few local wildlife feeds on it, so 
by focusing insecticide use solely to Ailanthus trees, we can 
avoid harming animals who are actually supposed to live here,” 
said Ruth. “Some people have expressed concerns about birds 
being caught in sticky tape traps. But if we use insecticides on 

every single tree that the lanternfly eats, we won’t see any birds 
at all.” 
Last year was an exceptionally rainy year for Pennsylvania. It is 
still unknown what effect a dry summer would have on the SLF. 
At least two species of fungi were discovered to affect and kill 
Spotted Lanternflies, both of which were certainly influenced by 
the wet and cloudy weather. However, the rain also meant that 
any “trap” Ailanthus trees may have had their pesticides diluted 
or cycled out of the tree before they could have a major effect. 
Russell Redding, PA Secretary of Agriculture, expressed that he 
hasn’t given up hope on completely eradicating the SLF, stating 
“it’s not going to happen in 2019, but looking at the time horizon, 
I think it is still possible.” He added that efforts to slow the 
spread of the lanternfly are important in buying researchers 
more time to develop methods for eradication before it becomes 
impossible. “You need a broad-based control of this problem 
before you can eradicate it.” 

�^�]���������Œ���^�µ���Ÿ�š�o�����d���Æ�š 

�d�Z�]�•���]�•�������P�}�}�����‰�o���������š�}�����Œ�]���G�Ç�U�����µ�š�����+�����Ÿ�À���o�Ç�U��
describe your product or services. 

��������������������  

NEW STRATEGIES DEVELOPED TO FIGHT 

THE SPOTTED LANTERNFLY  

By: Johnathan Savant, Director, Government & Community Affairs 

Ailanthus 
altissima, 
AKA “tree- 
of-heaven”  
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Affiliate Spotlight  

Fulton Mortgage Company, a Division of Fulton Bank, is a local 
mortgage company with its Berks County office located in Wy-
omissing. Serving Pennsylvania, New Jersey, Maryland, Dela-
ware and Virginia, Fulton’s dedicated staff of local Loan Officers 
work and live in the Berks County market and have extensive 
experience in finding mortgage solutions for clients who are buy-
ing, building or refinancing.  

The staff of six Loan Officers combine their knowledge and exper-
tise with the vast array of mortgage products to best meet the 
specific needs of customers. The Loan Officers are available to 
meet face to face to understand clients’ specific mortgage financ-
ing needs and are equipped with products and services to devel-
op a customized mortgage lending solution to best meet every-
one’s needs.   

Fulton structures mortgage financing from preapproval to closing 
and will attend their clients’ closings. As a mortgage company 
affiliated with its parent company, Fulton Bank, the lenders have 
the opportunity to provide customers with a wide range of prod-
ucts including open house flyers, all types of mortgage loans, dis-
counted products for medical professionals, grant programs, sin-

By: Dave Scalese, Affiliate Member 

 

gle-close construction loans, lot financing, and bridge loans.  

For those buyers who may not be positioned yet for homeowner-
ship, Fulton is able to partner with “Operation Hope” to assist 
potential buyers to prepare and align themselves for future 
homeownership. Programs through Operation Hope include 
credit counselling services, financial literacy, homebuyer educa-
tion, training, and more. 

Over the past 35+ years, Fulton Mortgage Company has been a 
supporter of the Reading-Berks Association of Realtors, Inc. as a 
tier sponsor, the last several years as a silver tier sponsor, and 
have participated at all R-BAR events. In addition, Fulton Loan 
Officers have served on numerous R-BAR committees over the 
years.   

Fulton’s Loan Officers and staff volunteer significant time in our 
local Berks County communities in which they live, regularly at R
-BAR events, serving on various Board of Directors of non-profit 
agencies, housing agencies, and local civic clubs throughout our 
market. They also support the Home Builders Association of 
Berks County, serving on their board of directors and participat-
ing in their annual events and Parade of Homes sponsorship. 

For more information on how Fulton Mortgage Company can 
assist you and your clients, you can contact one of their experi-
enced mortgage lenders at 610-374-4000.  

Watch your Emails and Facebook for upcoming 

FREE educational seminars! 
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Get your  

The popularity of smart home technology is on the rise across 
the United States, offering users not only convenience but 
also safety. While these items sometimes come with an up-
front cost, the investment in home safety is priceless. Here 
are some popular smart home appliances that provide en-
hanced protection: 
Video Monitoring  – Video monitoring, especially systems 
that can be accessed remotely, are some of the most useful 
safety-providing smart home features. Many modern security 
cameras provide clear HD footage that is accessible directly 
from your smartphone and that can be placed on the interior 
or exterior of the home. Many cameras even feature motion-
activation — enabling them to begin filming when motion is 
detected — as well as two-way microphones to check in on 
children and pets.  
Smart Smoke Detectors  – Much like traditional smoke de-
tectors, smart home smoke detectors can save lives in the 
event of a fire. However, in addition to the traditional capabili-
ties, smart smoke detectors help eliminate false alarms and 
low battery chirps. Smartphone notifications for batteries and 
smoke detection allow users to know when it is time to re-
place batteries as well as decide if smoke detection indicates 
an emergency or false alarm.  
Smart Locks  – Door locks with smart keypads can allow 
users to lock and unlock their home remotely with a pin entry 
from a smartphone. Users can receive notifications when 

Smart Home Products That Provide Safety 

By: Todd Hummel, Afiliate 

doors are locked or unlocked as well as when doors are opened 
or closed.  
Doorbell Cameras  – Doorbell cameras can be accessed from a 
smartphone, allowing users to see who is at the door before 
opening it. Some cameras give users the ability to upload faces 
that can be recognized as safe guests.  
In addition to being accessible from a smartphone, many smart 
home appliances communicate with other smart home products, 
such as Amazon Alexa or Google Home. When purchasing 
smart home products, it is important to do your research to find 
the items that communicate together and best fit your needs. 
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The Commercial and Industrial Council (CIC) is an organiza-
tion that provides for the education, exchange of information, 
mutual cooperation, and fellowship for those REALTORS® 
and associate members engaged in buying, selling, leasing, 
exchanging, managing, and appraising land and buildings to 
general industry and business. 

As a member of CIC, you will have access to a network of 
individuals in the commercial real estate market. The CIC 
members meet monthly to network and discuss various com-
mercial and industrial opportunities in the area. These meet-
ings are also an opportunity for professional training and de-
velopment, where you will have the opportunity to learn about 
important information and changes in the commercial real es-
tate market in Berks County. 

Membership in the CIC is available to REALTORS® or affiliate 
members of R-BAR. Dues are $35 a year for R-BAR members 
and affiliates. 

By: Johnathan 
Savant, 
Director, 
Government &  
Community 
Affairs 



Property Lines Spring 2019 • 26  

 

BOSTON (November 3, 2018) – Saturday, at the 
2018 REALTORS® Conference & Expo in Boston, 
Massachusetts, the National Association of Real-
tors® hosted its forum highlighting compliance and 
understanding of the Americans with Disabilities Act 
and the Fair Housing Act. The forum, officially titled 
“Smart AND Sensitive? You, Technology & the Law,” 
was hosted by Trista Curzydlo, managing member of 
C4 Consult LLC in Basehor, Kansas.  

Curzydlo focused on helping Realtors® ensure their 
online presence and comprehensive business prac-
tices are compliant with both the ADA and FHA. The 
discussion ranged from intuitive components like 
physical assurances of disability accommodations in 
broker offices, to more complex issues like ensuring 
websites have been tailored to ensure those with 
disabilities are able to view properties for sale online.  

“Fair Housing is integral to the ethical commitment of 
our members, as outlined in the Realtor® Code of 
Ethics. While Realtors® continue to work to ensure 
affordable and sustainable housing opportunities are 
available for Americans in every corner of this coun-
try, we must also commit ourselves to ensuring that 
all Americans, regardless of any physical or mental 
disability, have access to all services offered by 
Realtors®,” said NAR President Elizabeth Menden-
hall, a sixth-generation Realtor® from Columbia, Mis-
souri and CEO of RE/MAX Boone Realty.  

While technology has changed the way consumers 
experience home buying and selling in a generally 
positive manner, technology used incorrectly has the 
potential to leave a portion of the population neglect-
ed. Because of that, it is vital for Realtors® to under-
stand how application of the ADA and the Fair Hous-

ing Act through advertising, websites, apps and 
smart home technology will affect their businesses.  

“With each passing day, technology becomes 
more integral to Realtor® business activities and to 
our members’ abilities to succeed in the market. 
However, with that change, and all the potential 
benefits that come with it, it is critical that Real-
tors® are up to date and knowledgeable about ap-
proaches that ensure technology is applied in a 
manner that includes – rather than excludes – all 
populations of Americans,” Mendenhall continued.  

The ADA, which was signed into law in 1990, 
makes it unlawful to discriminate against people 
with disabilities. The law has five sections or "titles" 
which apply to employment, public services, public 
accommodations, services operated by private 
entities, and telecommunications. Title I affects 
real estate offices and Association offices if they 
have the threshold number of employees. Title III 
affects Association offices, real estate offices, and 
commercial facilities.  

The National Association of Realtors® is America’s 
largest trade association, representing 1.3 million 
members involved in all aspects of the residential 
and commercial real estate industries.  

NAR Forum Examines Intersection of Americans 
with Disabilities and Fair Housing Acts  

NOVEMBER 2018  
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At the annual R-BAR Installation Night on January 16th, Sean 
McKee, township manager for South Heidelberg Township, became 
the first person to win the Municipal Official of the Year award. 

This award recognizes one elected or appointed municipal official 
who is a strong advocate for both the real estate community and the 
people who live in their community. 

“I am truly honored to be considered and chosen to receive this 
award,” Sean McKee stated. “I feel the team of both elected and 
appointed officials that I work with are at the heart of our desire to 
provide a high level of service and transparency to those we work 
with and represent.” 

Sean McKee’s uniquely transparent approach to the permit process 
has built South Heidelberg Township’s reputation as a place that is 
friendly to those looking to invest in that community. 

“This past year, having a couple of properties in South Heidelberg 
Township, Sean has gone above and beyond the call of duty to help 
not just me, but also my clients, understand the process,” said Mar-
shall Lytle, REALTOR®. “For the first time in many years I wit-
nessed clients walking out of township meetings with a smile on 
their face and a belief in the system.” 

 

Sean McKee Awarded 
Municipal Official of the Year 
By: Johnathan Savant, Director, Government & Community Affairs 
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With the spring market just heating up, now is the perfect time to get to know some of the tools you have available to you in Bright 
that can help you find and sell your spring listings.  

Here are 3 Bright tools to help you and your business this spring:  

1.  Show your knowledge of the market at listing appointments with the Market Performance Report.  With a world of infor-
mation never more than a click away, how are consumers supposed to separate fact from fiction? Bright’s Market Performance 
Report gives you the hard-to-find snapshot of buyer activity within a particular area. Use this report 
to educate your clients about their local market and guide their buying or selling decisions. The re-
port is packed with valuable information that is not available online, including showing appointments, 
sent MLS email and Client Portal stats. To create a Market Performance Report for your local mar-
ket, choose Market Research in the menu and click Market Performance Report. 

2.  Target your marketing with Reverse Prospecting, Hit Counters and the Share Link.  Does 
your client want to know how well their listing is doing? Or maybe you want to reach out to other 
agents about price changes or to promote an open house on social media. Here’s what each of them 
do: 

�x�� My Hit Counters provide insight into listing activity and the interest level in your listing from 
potential buyers. This information is updated each night to give you an accurate and compre-
hensive view of your listing activity. 

�x�� Reverse Prospecting gives you the tools to view how your client's listing is performing and the 
ability to email interested buyer's agents about price changes or other updates that might in-
terest their buyers. 

�x�� The Share Link allows you to copy a public-facing link to share on social media, in an email or 
post to a website. 

View these options by choosing My Listings in the menu and then clicking View My Listings.  

3.  Find potential inventory before it hits the market with Remine. Low inventory? See what 
homes are likely to sell before they even hit the market with Remine. Remine is a map-based prop-
erty search tool within Bright that combines data on people and properties to effectively target pro-
spects.  See who owns a property, who is living in it, what their mortgage balance is, when they are 
likely to sell, and more.  Remine is directly integrated into the Agent One-Line Display and Search 
results screen in Bright.  From any listing, just click on the Remine icon. 

Visit our YouTube channel (www.youtube.com/brightmls) for LIVE Q&A events and recorded videos 
that show how to perform various tasks like these in Bright.  

http://www.youtube.com/brightmls)
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REALTOR® Night  
at the Fightin Phils! 

 
 
 
 
 
 
 
 
 
 

Tickets include the AYCE dinner buffet in the picnic area 
R-BAR members  

$13/person or $130/table (10 people per table) 

Money/Registration required to reserve tickets 

Fireworks 
Savage 61 Fiesta Friday w/Los Peleadores Latino Tribute  

Happy Hour: $1 Off Beer & Pregame Concert- 
Toss-A-Ball Post-game for Charity 

Pregame Community Music Showcase 
Post-game Concert & $1 Off Beer  

Greater Reading Young Professionals (GRYP) Night 

JOIN US FOR GAMES, DINNER,  
DRINKS & A FEW SURPRISES! 

Jim Dietrich Park 

SUMMER 
PICNIC  

SAVE THE DATE!  
Wednesday, June 19 

ELECTRONIC 
RECYCLING 

& SHREDDING 
Open to 

the Public! 
May 22, 2019 

10am - 1pm 

SPRING 
BLOOD DRIVE 

Friday, May 10, 2019 
9am - 1pm 

IT’S A SMALL ACT TO BE A 

BIG HERO! 

Friday, 
May 10th 

7PM 

80 
Seats in the 
“67 Club”  
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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 February 25, 2019 
 
 

 

NEW SECONDARY REALTORS® 
EXP Realty:  Michael Marino, 
Keller Williams Platinum Realty: Amy Alexis Humenansky 

 

 

REALTOR® TRANSFERS FROM ANOTHER ASSOCIATION 
Brumbach Associates, Inc.:  Antonia Pacitto;  Pagoda Realty & Property Management:  Karen Kean;  Weichert, REALTORS® Welcome Home: Melissa Boots, Sheri 
Dougherty, Emily Files, Wendy Miller, Jennifer Figlio, Cheryl McFadden, Stephen D’Ercole, Erin Hanna, Adam Herr, Timothy Hess, Adam High, Robert Kruppenbach, Steven 
Richard Loose, John C. Painter, Christopher J. Radkiewicz, Michelle Wealand, Robert Wireback, David Youssef, David Yunginger, Weichert, REALTORS® Welcome Home: 
,Christopher Dreisbach, David Youssef, John Painter, Erin Hanna, Robert C. Wireback, Steven Richard Loose, David Yunginger, Cynthia Croft, Alan Burton, Adam Herr, 
Heather Nixon, Antonio Bua, Robert Kupunas', Stephanie Benson, Timothy Hess 

REALTOR® REACTIVATIONS 
Berkshire Hathaway HomeServices Homesale Realty:  

Dennise Heckman, Matthew J Vernon 

Deanna Helm, Sawyer Mogel, Edwin Estrella, and Dennise Heckman with Berkshire Hathaway HomeService Homesale Realty;  Marielys Arroyo Alindato, Val-
orie Styer, and Maria Sanchez with Century 21 Gold;  Jeanine Lynn Cassano with Century 21 Park Road;  Tracy Ream, Cynthia Reedy, and Susan Colon with 
Coldwell Banker Residential Brokerage;  Matthew Potts with Destination Realty, LLC; Denise Beissel, Wendy Greenleaf, Courtney Ruland, Crystal Marie 
Manon, Jeffrey Hettinger, and Ricardo Estime with Keller Williams Platinum Realty;  Jenna Hartman with Pagoda Realty & Property Management;  Jenny 
Lind Fessler with Ramus Realty Group; Jillian Tustin, Donna Bagenstose, Luke Berg, Chad Michael Swavely, and Scott Jaraczewski with United Real Estate 
Strive 212,  Dinia Marcela Sanchez Jimenez, and Lauren LeFever with Weichert, REALTORS Welcome Home; Randee McCallum with Weikel Realty Group, 
LLC. 

NEW AFFILIATES  BB&T,  Mike Cole, AF1, (Kathleen Godio on leave) 
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REALTOR® DROPS 
 

A. G. Binkley, Jr., Real Estate:  Samuel Brancadora 
Assist2Sell Smart Choice Realty:  Tony Pullano 
Berks Realty Group:  Rebecca Acosta, Navid Moosa 
Berkshire Hathaway HomeService Home Sale Realty:  Earl Shumaker 
Century 21 Epting Realty:  Christine DeAngelo 
Century 21 Gold:  Peter Anthony, Tianna Blanco, Joseph Wiemann, Mark Ryan 
Folk, Stefanie Lyn Kramer 
Century 21 Park Road:  Eric Winson, Carol Matthews, Robert Miller 
Coldwell Banker Residential Brokerage:  Cindy Cipar, James West, Brad Bentz 
Commonwealth Real Estate, LLC:  Patricia Auchter, Doris Rodriguez, Antonio 
Gentile, Robert Powers, Ray Winters 
Garlin Appraisal:  Linda Thomas 
Herb Real Estate, Inc. Colin Gordon, Rose Lutz, Gregory S. Herb 
Home Town Realty Associates:  Ronald Batista, Cathy Kopicz 
Horning Farm Agency :  Shirley May 
Iron Valley Real Estate:   Gary E. Schultz 
John Monaghan Group of Kutztown RALTORS®:  Taylor Bortz 
Keller Williams Platinum Realty:  Angela Murphy, Joseph Lisa, Brad Burrows, 
Maureen Wagner, Jessica Janiszewski, Stephanie Rodriguez 
La Maison Real Estate, Inc.:  Javier Ortega-Benitez 
Pagoda Realty & Property Management:  Zachary Yeager 
Patriot Realty, LLC:   Earl Shirk 
Perry Wellington Realty, LLC:  Adam Conrad Jr. , Michael Ballato 
Ramus Realty:  Jennifer Wellman 
Realty One Group Unlimited: Gregory Bardell 
Rhoads, William V, REALTOR  
Sands & Company Real Estate: Deborah Davis – Koval, Rachel Krieger 
Slatehouse Group Property Management:  Lee Wolff 
United Real Estate Strive 212:  Kathleen Archambault, Amanda Seidel 
Weichert Realtors Neighborhood One:  Trina Davis, Christopher Dieter, Jared 
Hopgood, Teri Wagner, Katherine Spear 
Weichert REALTORS®-Welcome Home: Michelle Shenk, Michelle Wealand 
Zuber Realty:  Antoinette McEwen  

REALTOR® TRANSFERS: 
Berkshire Hathaway HomeServices Homesale Realty:  Michael Flammer, 
Melissa McCoy 
Keller Williams Platinum Realty:  Amy Baker-Williams, Kelly Spayd, Anne Rank, 
Craig Reinert, Joanne Reinert, Michele Ann McCartney, Sherri L. McKently, Edward 
Jason Miller 
Pagoda Realty & Property Management:  Helberth Gamez 
Re/Max of Reading:  Yohanny Andres Baret 

NAME 
CHANGE 

 
AMY LYNN MANGANELLA 

previously Amy Lynn Conlin 

AFFILIATE 
DROPS 

Liberty Environmental, Kirsten Deysher, 
(now CIC only) 
Efficient Home Inspections, AF1 Amy 
Schlott 
Deals Quality Home Inspections, AF1 
Everett Deal 
Richard McDougall, Burkey Group, Inc. 
(now CIC only) 
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2201 Ridgewood Road, Suite 350 
Wyomissing, PA 19610 

610-375-8458 
www.RealEstateInBerks.com 

Postmaster -  Please deliver between March 25 - March 29 

http://www.RealEstateInBerks.com

