-

M'ZU |2 204 I

III’EII'I'Y

An_Official F ( '\WFS ASSOCIA OF REARSE, IiC

SafetyiNGteskirombY, ourl
FASSsoecirationiExecutive

Peee 5

€onhfronting
WUn'c onsclous Blas
Bageld9

OBservations upon BY MAIL  IN PERSON
ﬁ[lﬁ]@ Y-Yo O ~ nln . O f th ~ ] | .~ WHATEVER MAKES YOU COMFORTABLE - JUST VOTE
ReallEstet U@@]ﬂﬂ@ﬁ@f

Rennsylvanie

[PegeE 221




ADVERTISING INDgX STAFF

2020-BAR SPONSOIS ... ..uiitiiiet it et et e et e e et ee e e Back Cover
ANderson INSUraNCe BIOKEIS. ... ....uiuie i et et e e e 8

BIIgNT LS .. e e e e 14
Fleetwood BanK..........cccvviie i i i R

Mayleene DeFreece
Fulton Mortgage Company.............ccveeeerierieninieeninnennns . W cPRO®, C2EX

| Director, Communications &

Greater Reading Chamber Alliance................cocevennen. B T ;
Professional Development

Knies Insurance Group...............eevviiniiiiiiinninninninnees -
L&L SEIVICES .. e eov e e i —
MOMQAGE AMEBIICA. .. ...ttt et et et e et e e et et e e e e ees 9
National Property INSPECHONS....... ..ot ittt e e i
NOIhPOINTE BANK. .. ... .veveeiee e e e &\ KathyStoica

: RaL T Director, Operations
Orrstown BanK.......o.vieiiiiii e ] \ di) &Events
PETRO HOME ServiCeS......coovviviiiii i e
Polley ASSOCIAES.......ceieiiiiiie e e,
Reliable INSPECHONS ... ...ouii e e e
Residential MOrgage ServiCeS........vuvi i et 20
SteWart ADSITACT. .. ...t 2&7

TOMPKINS VIST BANK ...ttt ettt e e e e et e e e 15

L ol

Insuring Your Investment,

v
Securing Your Dream©

Debra Konowal

DebraK@StewartAbstract.co
610-372-8201 Ext. 150
610-780-5898 .

1100 Berkshire Bivd.,
Wyomissing, Pa. 19610 g

--------------- — Property Lifesnmer 2020 . — . — « — ¢ — 1 — s — — —



/President’s

Hello Everyone,

It has truly been an unprecedented year. For all the things we face year in and year out,
2020 has definitely been an eye-opener. Personally | have a new found appreciation for
life, family and helping others. Staying on top of the changes and direction we are going
as an Association has kept us busy.

First let’s talk about the Coronavirus. The number of new cases and statewide mandates
keep changing. NAR provides updates on their website with a Guide for Realtors & a Guide
for Property owners. www.nar.realtor/search-results?qu=Coronavirus. PAR also continues to
stay on top of the changes on their website and Facebook page. https://www.parealtors.org/coronavirus/

By Angela Tolosky,
2020 R-BAR President

I have found that by following the PAR updates on Facebook | can click on the links faster to keep informed of the lat-
est issues. If you have not seen the updates online you can also search the Pennsylvania Department of Health and
CDC as well. It is important to keep in mind that if we do not follow the guidelines as an industry in Pennsylvania we
could run the risk of reverting back to no in-person activities.

Just to touch on the latest issues besides the Coronavirus, discrimination in real estate is a concern on everyone’s
minds. NAR continues to fight for fairness for all from start to finish during a real estate transaction. www.hud.gov/
fairhousing is a great resource for you. As we all learned in our real estate classes, it is illegal to discriminate against
any of the protected classes in a sale, rental, or financing of dwellings, and in other housing related transactions.
Hank Lerner, Esq., has stated that “any real estate licensee whose actions discriminate against those in a protected
class in the context of housing can potentially be subject to a complaint through HUD, the PA Human Relations Com-
mission (PHRC) or the State Real Estate Commission.” This is a serious issue and all guidelines need to be followed.
Another pressing issue that you may not be aware of is Senate Bill 637, now Act 53 of 2020, clarifying that conviction
of a crime does not automatically preclude someone from being issued a state professional or occupational license in
PA. Real estate licensees fall under this category. The State Real Estate Commission will be tasked with determining
if the applicant had a criminal offense that is directly related to the duties, functions and responsibilities in real estate.
You can find the full article on www.parealtors.org .

On a personal note, | wanted share with you one of the secrets
to my success. It was the day | joined a committee at R-BAR. It
is so rewarding to be a part of Professional Development, Out-
reach, YPN, and Government Affairs. | continue to learn and
grow as a real estate professional just by taking part in these
committees. If time does not permit you to join all of them at
one time, feel free to reach out to any committee member or to
me.

PARTICIPATE
- IN THE CENSUS

It's about FAIR Representation

What to Know about the Census and Why It Matters

Lastly, tell everyone you know...complete the 2020 Census.
Key points to remember are that this information means hun-
dreds of billions in Federal Funding, the number of seats each
state has in the House of Representatives, where communities
need more programs, schools, roads & clinics. This will impact
us for the next decade!

Thank you and be safe!

Angela Tolosky,

~ Angela Tolosky

2020 President, Reading-Berks Association of REALTORS®
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2020census.gov

Participation is
constitutionally
mandated

1.5 trillion

in federal funds are allocated to states, communities
and local governments to spend on vital programs

The results determine how man
seats states are allocated in the
House of Representati

@ Online @ By mail @ By phone

s 9 Political party information

¥ Donations

Schools Hospitals Roads Public Works

GET
COUNTED
NOW!

2020census.gov
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R-BAR MEMBER BENEFITS!!!
EEN
Take advantage of your REALTOR® Member benefits at all three membership levels!
NATIONAL _
ASSOCIATION OF VISIT RealEstatelnBerks.com online REALTOR
REALTORS® ®Resources page for additional discount details!
X Educational Tools Pennsylvania
X Electronics & Mobile Technology ‘:ELL‘I é\sslﬂzc'at'o” of -
= ealtors -
X Marketing Resources — ——-— READING BERKS
—= Association of REALTORS®
X Office Supplies & Services X Business & Professional Tools GRS AR SAT BN BIERIKSHEIM
X Personal Insurance X Transaction Solutions X FREE Open House Listings on
X Risk Management X Personal Services RealEstatelnBerks.com
) X FREE New Listings in Berks County
X Technology Services X Insurance on RealEstatelnBerks.com
X Transaction Management X Legal & Regulatory Support X Packages & Discounts to local es-
X Travel & Automotive X Professional Growth tablishments
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Notes From UYour Association Ceacutive

REALTORS® face job-related risks every day: working alone,
meeting with strangers in unfamiliar places, and sharing per-
sonal contact information. While independence is one of the
perks of our industry, it can leave agents open to vulnerabili-
ties. According to the 2019 Member Safety Report from the
National Association of REALTORS®, 33 percent of REAL-
TORS® experienced a situation that made them fear for their
personal safety or safety of their personal information.

Although it's important for real estate professionals to stay
focused on safety year-round, September is designated as
REALTOR® Safety Month. This September, the Reading-
Berks Association of REALTORS® is rolling out new member
benefits programming focused on Realtor® safety. Including
deals & discounts on safety tools and technology, virtual safety
education, interactive discussions with local law enforcement
experts and important tips that will help keep you and your
clients safe.

Safety Tools and Apps

SafeShowings The first app of its kind! It captures an image
of the potential buyer’s face. If you are unable to end a show-
ing safely, the SafeShowings app will not only notify your
emergency contacts and 911, it securely captures an image of
the perpetrator’s face. This approach deters criminal behavior
because the person intending to do harm will be trackable or
will be deterred all together. Download the SafeShowings app
on the iOS and Android app stores Free 30-day trial for R-
BAR members during September.

Homesnap Pro Prior to a showing, set a timer for how long
you expect to be at the location and select your emergency
contacts. If the timer expires, a text message will be sent to
your emergency contacts that you are in distress. You can
also send an instant distress alert to your emergency contacts
with just one tap. Free for REALTOR® members.

S m—t — ¢ — ¢ =« = . — . —Property LiBesnmer 2050 . — . — .

See Something

Send Something The system de-
veloped by My Mobile Witness con-
nects concerned citizens, first re-
sponders and law enforcement
directly to key intelligence centers
throughout the United States. The
system routes geo tagged suspi-
cious activity reports using a pa-
tent pending methodology for stor-
ing law enforcement data and pro-
tecting citizens privacy. Download
for free on the iOS and Android stores.

Trust Stamp The Trust Stamp app for REALTORS® is a quick
and simple tool to establish the identity and trustworthiness of
a stranger before meeting them and/or providing access to
your client's home or property. This app is available to R-BAR
members and is accessed using your NRDS number.

Real Estate Safety Matters: Safe Business = Smart Business
The goal of this course is to instill safety awareness and habits
as second nature so that real estate professionals—as well as
their clients and customers—know how to avert or respond to
dangerous situations and avoid harm as they practice their
profession.

This virtual course will be held on September 25, 2020 from
9am-12:30 and qualifies for CE hours. Additional course de-
tails will be sent to members via e-mail, check it out on page 6!

By Brittney Baker Shurr,
R-BAR Association Executive

Make Safety Your Top Priority Year-Round! Visit NAR.realtor/
safety to access all of NAR's REALTOR® Safety resources
and check your inbox for additional information from R-BAR.

REALTOR® SAFETY TIPS

Take action to slow the spread
of COVID-19 by wearing a cloth
face covering in public spaces,
keeping at least 6 feet of
physical distance, and frequently
washing your hands.

@'- Learn more at NAR.realtor/safety

\ 4

NATIONAL
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September 2
9am-12:30pm ™

REGISTRATION
COMING SOON
WITH R-BAR

MEMBER DISCOUN! Safe

NATIONAL
ASSOCIATION OF
REALTORS®

[R

Y

REALTOR
SAFETY

PROGRAM

Polley

SCHOOL OF REAL ESTATE

A real estate career comes with varying work locations
from on-site to online. Wherever you are, you need to
keep an eye on the risks of doing business.

Learn how you can easily keep business risks low while
increasing opportunities for growth by:

X Realizing your exposure to risk.

X Following safety best practices when showing
property, conducting an open house, working in
the office, and driving alone or with clients or cus-
tomers.

Learn how to quickly assess a potentially danger-
ous situation and take appropriate action.
Safeguard your own and your clients’ personal
data, as well as practice prudent use of social me-
dia and mobile phone technology.

Encourage all agents and employees to follow
safety best practices and company safety policies.

== READING-BERKS
—= Association of REALTORS®

ASSOCIATES

| WHAT WEDO |

» Residential, Commercial
Property Inspections

> Weekend Inspections Available

» WDO - Termite Inspections,
Radon Testing

> 200% Satisfaction Guarantee

> Well Water Quality, Pressure and
Flow Testing

> Builders Warranty Inspections

> Mold Testing

> On-time, Courteous, and
Professional Service

All Veterans

Receive $50 Discount
on all Full Home Inspections.

FREEZ iNsrecTion

9ODAY o

WARRANTY

2
,,

- HOMEOWNERS
H- REURC ;

Available for
weekend inspections
to accommodate
your schedule

Phone: 484.402.6741

America’s

NATIONAL
PROPERTY

INSPECTIONS'

Premier
Inspection Service”

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

Matt Lutz - owner/Inspector
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2021 Dues October

T w T

Installment Plan November

9 T w 3]

Signup by December

October 22nd Ry

January

Annual membership dues in T
will be created and sent to m , ; ; 130 1“1
bers_(REAI_.TOR@and Affilia i4 15 16 17 18
e-mail in mi@ctober to the en 21 22 23 24 25

address we have on file. As 28 29 30 31

minder, if you'd like to pay yc..

dues in alNSTALLMENT PLRMNase sigap byOctober
20th The installment plan allows members to pay your
nual dues in four equal installments (made in October 2
vember 2020, December 2020, and Januaii}3TAL)L-

021 an-

020, No-

MENT PLAN FORMS will be available on October 1, 2020 and

must be submitted to participate in the payment plan fof

2021 dues2021 Membership dues invoices are due Jar
2021. If you would like tolgidgior the
Installment Plan or have other billir
guestions, please contact Kathy St
Dir. Of Operations & Events via en
kathys@realestateinberks.com

uary 31,

phone: 484300938.
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REALLROR

By: Lorrayne Klahr, REALT!

Holy mackerel!l It's been a crazy market since mid-June. It got living in the wild, wild west of real estate.
so incredibly crazy that if your buyer wanted to see a house, and

then buy that house...you'd have to show it the day it wentinto  Qur title officers have been amazing while they are handling set-

Bright. And then you had to get the Agreement of Sale done  tlements. With some of the buyers and sellers in their cars, or
right away, a pre-approval to go with it, the SDS and lead paint  sijtting outside at tables, on in lobbies and foyers and separate
form, everything signed/initialed/dated. And, in some price rooms...these title officers have had to run outside and back in,
ranges, the offer price had to be well over the listed price. And g others rooms in the building, to their laptops, to the copiers, &
your buyer would have a way better chance of success with back to the parties wherever they are. And doing this some days
conventional, 80% LTV, no inspections. And cash would al- in 90+-degree heat, wearing masks. And waiting, in some cases,
most always be the winner, if there was cash. Yikes. for mortgage docs to arrive, waiting for wires, waiting for buyers
and sellers to show up. Keeping track of all of the files they are
The request for “highest and best” used to be rare. Now it is handling has to be so difficult because some people came in
common. early to sign...the day before, or morning of, or after. We have

to give a lot of credit to these title people. Seriously! Many of
I'm wondering if we could get some statistics for the past month them have been doing settlements for years, but never had to
or two...and still ongoing as | write this. | bet some of you have deal with this kind of craziness. And yet, somehow, they're get-
heard some numbers in your offices, so please let me know ting these settlements completed. Hooray for all of you title peo-
and, for the next issue, we can publish some Berks County rec- ple.
ords for home-selling in the summer of 2020:

Two questions Any good COVID stories? Like, at listing appointments, or during
1. What's the highest number of showings in a 24-hour period ~ Showings soon after the shutdown was lifted? This one is proba-
for a listing? bly not a unique story, but it was not a good day for me... my first
and face-to-face business after we could actually show properties. 5

2. What's the record number of agreements received on one  SNOWings, pouring rain on that day, holding my dripping umbrella,
listing? wearing a mask, the MLS data sheets getting wet, dropping the

hand sanitizer spray bottle, wiping the doorknobs, feet/shoes
soaking wet, and wondering why | don'’t just get a job at a Wen-
dy’s drive-up window. Anybody else have an adventure you
want to tell us? Please send it to me. It will be fun to read your
stories.

These don't have to be verifiable, and no addresses given, and
no agent names if you want to be anonymous. Just send me
some numbers, if you think that there’s some incredibly high
numbers in your office. It would be great if we'd have an idea of
how wild and crazy this market was (still is?). And of course,
there were those “sight-unseen” sales...when the buyer wanted
a property and couldn’t make an appt. to see it in the early
COVID weeks, so they made an offer anyhow. These are not
usually common experiences for Realtors, but we seemed to be

Good luck to all, stay well, and remember the words of wisdom
that Bill McLain once said to me in my early days of real estate...
now more true than ever: “Nothing is easy.”

T

ORRSTOWNBANK Insuring Your Investment,
Lora Evans - _Securing Your Dream®©

Mortgage Originator
Levans@Orrstown.com
Orrstown.com/Lor&vans

1100 Berkshire Blvd., Suite 302,
Wyomissing, PA 5610
Cell: 6166986841 | Fax: 717540376

Stewart Abstract

Debra Konowal

DebrakK@StewartAbstract.com
610-372-8201 Ext. 150

610-780-5898
1100 Berkshire Blvd.,
Wyomissing, Pa. 19610

Providing expertise and knowledge to each customer for over 24
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2|'|[| Annl.lﬂl JOIN US NOWI Registration Opens

September 1, 2020
(CTOBER 10, 2020 v ooz
www.realestateinberks.com/rggister

We're running again for

Habitat for Humanity & Neighborhood Housing Services

SUPPORTING HOMEOWNERSHIP
& NEIGHEORHOOD REVITILIZATION!

/\ _

ANDERSON | INSURANCE | BROKERS e ——

Protection for your most important assets. R E I I A B I E

Inspections and Testing, LLC

T "

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

e Auto / Antique Auto =« Home / Renters
+ Unbrella + Valuable ltems SERVICE YOU CAN RELY ON!
« Recreational Vehicles « Motorcycle . R R
Reliable Inspections and Testing LLC
610.376.3959 * Fax: 610.376.2610 P.O. Box 15052 « Reading, PA 19612
1150 Berkshire Boulevard, Wyomissing www_ReliableInspect_com

www.andersonbrokers.com
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Provided by Joseph Mikucki

Joseph Alexander Media is a full service videography & video
production company dedicated to telling the stories that give
your business life! Partnering with our clients, we create a

strategic plan for video content that aligns with their organiza-

tion’s goals. Our creations are engaging and informative, while .
optimized for best performance on the social media platform of

choice.

What can we do for REALTORS®? That’'s a GREAT question!

Joseph Alexander Media can produce campaigns that show- JOSEPH ALEXANDER

case your business skills, your experience, and your passion

so that people will know, like, and trust your personal vision —MEDIA

and brand. We help create community awareness of who you
are, and what you do!

Not only that, we can help you present your most valuable
assets in their BEST lighting, their BEST angles, and put your
LISTINGS front and center for the buying world to see with
virtual tour options!

Our mission is to not just sell a product, but to provide value to
our clients that meets their specific needs. Whether it is a one-
time project or a monthly partnership, we have specific video
packages that fit your business needs! Because video is
such a fluid product, we ask that you sample, firsthand, the
high quality beauty of the moving images we've featured on
our website at www.josephalexander.media

Political campaigns
Product promotions
Service promotions
“About us” videos

Testimonials

X X X X X X

Internal training

§ Virtual Fall Business
(o]

Meeting Schedule

Event is also on the agenda, so mark your

September1 -16, 2020
SE Y}v o]vlied dZ]e e }v

:}]v 8Z W vveCOA v] e} ] ??%vé}l'zu;ﬁ §} % | A]SZX

dKZ”A & 00 pe]v e+ u YvP. OPFgHPeAL the ravel savings!!!
PAR Board of Directors will meet on Visit:

Wednesday, September 16 at 9:30am.  parealtors.org/202dall-businessu Y v P «
Join us to help honor this yéarrecipients For the complete events schedule.
}W(zZz >dKzZ }(8Z z E&U >]( Yu
Z] AuvsU v Z >dKzZz YA v
Wl}o]lY « A E X }uu]© e« AlJoo u 8§
Thursday, September 3 through Septem-
ber15-A]8Z ]+3E] § o A o u YvPR¥
tember 15. =

. -
d vd§ YA s]E3u 0o ZW &uv E ]°]VvF

calendars NOW and keep a lookout for regls-

Some Joseph Alexander Media Projects have included:

Social media advertisements
Conferences and Conventions
Live-streams

Virtual Tours

And SO MUCH more!

AR

MORTGAGE
AMERICA

X X X X X

The easiest way home.

Chris Nein

Srt. Loan Officer
NMLS #128621

Licensed by PA Dept. of Banking

610-376-1755
1100 Berkshire Blvd. Ste 120
Wyomissing PA 19610
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During the 2018 elections, 7 out of 10 Berks County REALTORS®
voted, compared to just 46% of the general population. This a fact
that we often remind elected officials of, particularly during the last
real estate shutdown, and is part of the reason why our industry
reopened while others remained closed until the county entered the
green phase.

While 90% of our association membership is already registered to
vote, if you are one of those 10%, it isn’t too late to get with the
program. Registering to vote helps ensure that our voices weigh
more heavily on elected officials at every level of government. You
aren't just voting for a candidate or a party — the very fact that you
went out and voted makes the voice of real estate a little bit louder,
and helps your association protect our industry.

2020 General Election Timeline
October 19, 2020: Deadline to register to vote!

October 27, 2020: Last day to apply for a mail-in
or absentee ballot.

November 3, 2020: Election Day!
All mail-in ballots must be received by the county
election office before 8pm.

By: John Savant,
Director of Government
and Community Affairs

Ips
our industry

oting
protect

By mail? In-person? Just vote. While there has been some
discussion nationally about the safety of mail-in ballots, it's
important to note that Pennsylvania has safely allowed mail-in
ballots for many years. Up until recently, you could only ask
for one if you could provide a reason why you couldn’t make it
to the polls. No-excuse mail-in ballots utilize the same secure
system that absentee ballots always did, but they are availa-
ble for any Pennsylvanian to apply for and use. All mail-in
ballots in PA come in postage-paid envelopes, meaning that
you won't have to pay for the postage to send it back.

If you prefer voting in-person, the polls open at 7:00am on
November 3", We didn’t see too much extra waiting in line
due to COVID-19 safety procedures during the 2020 Primary
in June, but it might be worth trying to avoid peak hours if
you're in a rush. Turnout for the general election is always
higher, so it's possible that you might be waiting in line for
slightly longer than usual with new requirements for everyone
to wash their hands, wash the voting machine screens, and
follow whatever other COVID-19 safety measures that might
exist in November. If you are in line before polls close at 8pm,
you must be given a chance to vote, no matter how long the
lineis.

Regardless of your own preference, what is most important is
that you remember to make sure your voice is heard on elec-
tion day. Vote for those who stood up for you during this un-
precedented crisis. Vote to make your community better. Vote
to make your voice heard. Vote to stand up for the virtues
that you believe in.
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GETTING YOU HOME

Buying your own home can become a reality with
Fulton Mortgage Company’'s Homebuyer Advantage
Plus® Mortgage. With a low down payment and
flexible credit requirements, we'll help put you on the
path to homeownership.

* 97% financing

* Must be used for the purchase of
primary residence

* No Private Mortgage Insurance (PMI)
required

* Income restrictions may apply

+ Up to 6% seller assistance allowed

+ Can be used in conjunction with other closing cost
and down payment assistance programs

« Homeownership counseling is required’

* Reduced Origination Fee

Fulton FORWARD"®

Learn more about how Fulton Mortgage Company

is making communities better through housing
assistance programs and other products and services
at fultonbank.com/fultonforward.

HomeReady Mortgage Plus offered by Fulton
Mortgage Company is a flexible, affordable option
designed to meet a diverse range of financial and
family needs - including homebuyers who have
limited funds for a down payment or face unique
circumstances.

* Up to 97% financing available?

« Competitive Rates

+ No Private Mortgage Insurance (PMI) required
« Homeownership counseling is required?

* Income restrictions may apply

* Reduced Origination Fee

+ Up to 3% seller assistance allowed

Income Flexibilities May Help You Qualify
Boarder or rental income may be included in your
qualifying income amount.

Others Who Don’t Live In The Home Can Join
You On The Mortgage

Co-borrowers are not required to live in the home,
so relatives or other individuals may assist you
with your home purchase.

First Front Door Funds are Available. Contact a local Loan Officer for more information.

Marlene Schwoyer, NMLS #: 528199 - 610.898.8325
John Schmoyer, NMLS #: 528198 - 610.898.8330
Brenda Baer-Edsall, NMLS #: 535322 - 610.898.8319
Ean Kofsky, NMLS #: 467643 - 610.898.8306
Jacqueline Lopez, NMLS #: 1257781 - 610.898.8336 (Habla espafiola)

FultonMOrtgagecompany

A Division of

Fulton Bank, NA.
fultonbank.com/mortgage

Fulton Bank, N.A. Member FDIC. Subject to credit approval. 'Must be provided by a CFPB/HUD-approved housing counseling agency. Counsel-
ing fees are paid by the homeowner and will vary by location. 2Financing is based on the lower of either the appraised value (fair market value)
or the contract sales price. HomeReady is a registered trademark of Fannie Mae. Fulton Bank and Fulton Mortgage Company are not affiliated

with Fannie Mae.

EQUAL HOUSING
LENDER
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EALTORS® olitical ction ommittee
Thank You to all of our

2020 Second Quarter Investors!

Wo Y vRBresidents Circle AL

CrystafR Investor “ >

“HUTT VIV o JvA «3u vs Vel Weaver “TUI Jv]Y o JvA «8u v3fica Ramus Sterling'R Investor Brittney BakeShurr
to sustain (plus $2,000 President Berkshire Haﬂ_waway $1,500 to sustain Ramus Realty Group $1,000 annual minimum ReadingBerks Assodiation
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In the COVID

-19 pandemic,

By: John Savant, Director,
Government & Community Affairs

we need RPAC{Z now more than ever

It wasn't long ago that more than 11,000 Pennsylvanians sent
letters to the Governor’s office, urging him to sign HB 2412 and
end the shutdown of real estate in Pennsylvania. The memories
of the confusion and the frustration of those events hang fresh
in all our memories. However, those few weeks are only a
glimpse of a much larger picture.

The fight to reopen real estate started long before COVID even
existed. On election night in November of 2018, REALTOR®
Todd Polinchock won a seat on the PA Legislature by less than
one percent of the vote. Less than 2 years later, Polinchock
would be the one to write and introduce HB 2412 to reopen real
estate. While Governor Wolf may have vetoed the bill itself, he
did so while implementing the content of the bill and reopening
real estate on the very same day, leaving little doubt that it was
Todd’s legislation that moved the needle.

RPAC had helped fund several direct mail pieces for Todd lead-
ing up to the election in 2018, and it was one of the closest rac-
es in Pennsylvania that year. This year, Todd's first re-election
campaign will likely be just as challenging as 2018 was, and |
think it is very likely that RPAC will be putting in a similar effort
this time around. In today’s hyper-partisan climate, non-partisan
organizations like RPAC are one of the only ways to reach vot-
ers on both sides of the aisle and cut through the divisiveness
that plagues todays political landscape.

When RPAC made the decision to support Polinchock leading
up to election day in 2018, we had no clue that he would end up
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writing legislation that would be pivotal in ending a statewide
shutdown of our entire industry. His race was one of the more
important ones for us, but it was one of many that RPAC had
been involved in that year. All we knew at that time was that it
would be a great resource to have a REALTOR® like Todd in
office.

Real estate should have never been shut down to begin with,
but without RPAC and our involvement in several key races
over the years, we would have likely remained closed until
Berks County went green on June 26". | have often said that
RPAC is an investment in your business, but the last several
months have demonstrated it in a way that cannot be put into
words. How much was the ability to return to work on May 20"
instead of June 26" worth to you? Was it worth a $15 invest-
ment in RPAC? Was it worth $1000?

All 203 seats in the PA House of Representatives are up for
grabs this November. RPAC will undoubtedly be going to bat for
Todd and the many other allies who were instrumental in re-
opening our industry.

I don’t know what the next major issue will be, but the RPAC
funds that we raise this year will be what helps tip the scale in
our favor in the future. When you close your next sale, please
take a moment to set a small portion of what you've earned for
RPAC, and help protect your ability to continue to work in real
estate in the future.
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5 Tinsdr-Stccasstil ..l
Buying & Selling in 2020 0

This year has come with a unique set of challenges for the real estate industry at large and for
local REALTORS. As your MLS, Bright worked quickly to provide virtual showing and open house
solutions, as well as training and resources to help you make the most of all the tools and re-
sources already available to you.

As you look towards the fall market, here are some tips to finish 2020 strong. ;’f

1. Use virtual showings and open houses to narrow down potential listings for your buyers. Vir- bI‘lg s e ;VEOEE!FS%S’
tual solutions were not just for the lockdown. It can save you and your buyers the time spent MLS Customer
visiting houses that will never make their consideration list. Request virtual showings in Success Coach
ShowingTime for the first round of potential listings and use in-person showings for the seri- 610-205-1722
ous contenders. Heidi.W osak@brightmls.com

2. Highlight that extra room as a home office. Virtual work is here to stay. Potential buyers are
likely considering work and virtual meeting space when shopping for a new home. Highlight

these features in your listing to make it stand out. M a ke a great

3. Share the latest info on the market with SmartCharts and the Bright Market Update Report. fl r St Im p ression
With projections about the economy and ques-
tIOI’I.S over the effect on the housing market lin- Berks County, PA Real Estate Statistics at a Glance < ; ) C I.O U d C MA
gering, your buyers and sellers need to know
what'’s happening in their market. SmartCharts, i el bk Ao
found under the Market Research menu in Bright, R
provides county-level monthly statistics and / , 3 i
charts you can share directly with your clients. In e
addition, view the weekly state-level numbers in S J b= R b
the Bright Steps Market Update Report available s L
at BrightMLS.com/MarketUpdate.

8- Jun 2020 (665)
5-¥r Jun Avg (6

4. Prospect with Remine Pro. Inventory a problem? Through Bright you have access to Remine
Pro and all of its prospecting capabilities for free. Find homes that are likely to be for sale

Pro option in the Search menu in Bright or log in directly at
bright.remine.com.

Easily create

custom CMAs,

v 5. Get the latest on the tools and options within Bright. Attend training.

o We all need a refresher every now and then. Learn about the latest fea- buyer tours,
X tures and tools available in Bright through one of our upcoming trainings. property reports
= Visit BrightMLS.com/training or sign up for one of our RBAR Lunch and
g P and more.

Watch Remine L @8

=1 g To learn more about these features, visit BrightMLS.com/News or re- )

w3 . . ) .

= B «- | Qquest a live coaching session from your Customer Success Coach at bI'l h*

— BrightMLS.com/Coaches. LMLS

- BrightMLS.com/CloudCMA

C o e PTOPEITY LiB@SNIMEr 202 L e s e s o  — —



mailto:Heidi.Wosak@brightmls.com

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
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Provided by: Pamela Shupp Menet, AICP, CEcD
VP of External Affairs; Greater Reading Chamber Alliance

In addition to being the premier business support organization

for Berks County, GRCA provides site selection and location

services to companies looking to locate to Berks County. With

an extensive network with the site selection and brokerage com-

munity, GRCA provide customized data, available inventory,

access to resources, and state and local connections. Check SUPPORTING LOCAL BUSINESS IS MORE

out GreaterReadingSites.com

And not to be selfish, but we think everyone needs to be aware IMPORTANT THAN EVER.
of our partnership with the County Commissioners on the Re-
build Berks campaign.

The Rebuild Berks initiative grew out of a partnership between
the Berks County Commissioners and the Greater Reading
Chamber Alliance (GRCA). Utilizing CARES Act funds, this cam-
paign focuses on encouraging the Berks County community and
its businesses to support each other.

This may mean anything from dining out at local restaurants to
only shopping in stores within the Berks County community.
Companies are encouraged to source materials from within the
county or region whenever possible.

By working together, our community will become something
greater, and we will rebuild Berks.
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Sign-up for
R-BAR texts!

R-BAR tries many different ways
to share information on upcoming
events, educational programs,
and topics of interest to our mem-
bers. 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!)
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By: Lee Nelson via NAR REALTOR® Magazine

Confronting Your Unconscious Bias

If you are human, you are biased. “It is physically impossible for
the human brain to function without bias,” says Valerie Alexan-
der, an author and speaker covering workplace topics.

In her session, “Outsmarting Unconscious Bias,” at the REvive!
From Crisis Coast 2 Coast virtual conference Thursday, the
former CEO of a tech startup discussed how people’s innate
prejudice can affect real estate transactions and dealings with
colleagues and contribute to illegal discrimination across the
industry.

All of us, she emphasizes, have an automatic default to a bi-
ased reaction to the unexpected. We default to our own norm.
Your norm is not neutral, universal, or the baseline. Your base-
line is not the norm that everyone has to go with.

“Your norm is how you were raised and also based on govern-
ment policies and media images we've been fed all our lives,”
Alexander says. “We have the power to adjust our normal.”

Due to evolution, when you encounter someone who's not in
your tribe, your brain starts to produce cortisol because of
stress. No one in our lifetime can change that reaction. But we
can change who we see in our tribe, she says. It takes effort.
You can begin to see everyone in the human race as in your
tribe, she states. You can work on yourself, and eventually not
have that cortisol reaction.

For instance, when you encounter someone unexpectedly, it's a
moment of shock, she says. For example, if you are meeting
with someone you assumed was a dishwasher and they say
they are a doctor, the cortisol begins hitting your bloodstream.
“That's OK. But then use that response to adjust your expecta-
tions and change your definition of the norm so you aren't taken
by surprise the next time,” she says.

Here are some steps Alexander offered that real estate organi-
zations and brokerages can use to help promote inclusion in
their own offices and equal treatment of all prospects and cli-
ents:

X Amplify the voices of those who aren’t being heard. This can
start with not letting people get interrupted in meetings. Di-
rect the conversation back to them so they can be heard.

X Mentor people who don't look like you. Make sure you are
mentoring everyone equitably. Women are often mentored
with a focus on boosting confidence and presenting them-
selves better, while the mentors of white men highlight the
skills valuable to climbing the ladder. But leaders need to
mentor everyone to promote business skills and acumen.

X Stress clear policies that apply to everyone. Discuss policies
fully with all members of your team. Agents should assure
clients that they will present all the homes in their price
range that fit their criteria.

X Expand your network. Brokers should aim to bring in agents
of all backgrounds. Office diversity is an important business
goal.

Connect with those not in your tribe. When you go to a ban-
quet and sit down, do you connect with everyone at the ta-
ble or only a few? Do you talk to the person clearing the
table or the person who parked your car?
To access a range of resources to help you recommit to uphold-
ing fair housing laws, including a recent video to help REAL-
TORS® avoid implicit bias in business interactions, vis-
it nar.realtor/fairhousing.

S — e — ¢ — ¢ — ¢ =« — . —Property LiBesnmer 2028 . mm i — s — — s — — — —



............... —Property LiBesnmer 2020 «. em i — « — i — s — — s — s -



Observations upon the reopening of the
real estate industry in Pennsylvania

By: James L. Goldsmith, Esquire

My contacts with the real estate community more often are with
those who practice in the residential market...where the dam
seems to have broken. The pent-up frustration has led to a flood
of activity in some of our counties and cities. Consumers caught
in the pinch are relieved as are licensees are now out and about.
Licensees are relieved as well.

What do | see and what are my concerns? First, | note the great
disparity between those who have, and those who have not,
made a point of studying the new standard forms and the best
practice tips that have been made available by your state associ-
ation. The group that has, knows that not everything one needs
to know is intuitive. There are times when study and creating an
appropriate protocol are extremely important. This is the group
that doesn’t lead with emotion, but rather with intellect and study.
These are the folks who know the forms and why they are im-
portant.

Take, for example, the seller you have listed who thinks little of
the threat of being infected with the coronavirus as a result of
someone visiting the house he or she has listed. Some are
thrilled to have such a seller and dispense with the necessity of
collecting HSA forms and the worry of PPEs. Others understand
that it's not simply a matter of protecting the seller’s health and
home. There are the buyers who may refuse to visit a property
because of a seller’s refusal to complete an HSA or because the
seller is unconcerned with the protocol recommended.

An agent’s personal preferences should not be an issue beyond
the agent’s concern for his/her personal wellbeing. While an
agent may tailor protocol for given buyers and sellers, under-
stand that a protocol that accommodates the widest swath of
consumers may be the best approach. Mask wearing for a matter
of moments and carrying a container of sanitizing wipes is not all
that difficult. The use of HSAs and the explanation that makes
securing them easier is, likewise, not particularly difficult either.

A second observation has to do with the number of showings
and the competition for scarce inventory (in much of Pennsylva-
nia). One agent told me she had 40 showings on a property new-
ly listed after the ban was lifted. My thought was isn't it better to
have just one showing that results in that perfect offer? Listing
agents need to do a really good job of understanding the market
value of the property and the seller’s expectations. It is just as

important to help the seller set realistic expectations. | say this
because if a seller’'s expectations can be satisfied without having
hundreds of people troop through a property, isn’t the objective
satisfied? For many sellers the objective moves and that is not
always a good thing. Encourage your sellers to accept the offer
that satisfies their original objectives and not to be wooed by
what they perceived to be an escalating market. Of course, if
they prefer to have their property on the market for a longer peri-
od and have more people troop through and entertain more of-
fers, so be it. Just understand what you are in for.

My next observation revisits old ground. For buyer agents seek-
ing to put their clients in a property in a competitive market,
thinking outside of the box is critical. Does your buyer really
need to make their offer contingent on financing? You realize, of
course, that an agreement can waive financing even though the
buyer plans on seeking a mortgage to fund the purchase. One
has to be extremely careful, but there are many situations where
the buyer will secure a mortgage without difficulty either because
of their financial situation or because they are borrowing way
less than the 80% loan-to-value ratio which is the norm.

Further, what about considering a substantially larger deposit?
Generally there is little risk in a high deposit because most of the
time buyers extricate themselves from agreements when they
are dissatisfied with inspection results, etc. Again, you have to
be at the top of your game to assure that deadlines aren’t
missed and that no one errs in the process. Think too of limiting
the inspections, though | would never tell a buyer to forego them
altogether. A home inspection can generally be done in a short
window of time, less than the default period set in the ASR. Con-
sider having the inspection completed within a three-day period
so that if your buyer walks away, the seller has barely skipped a
beat. That coupled with a substantially high deposit and no mort-
gage contingency can win the day.

As | stated at the outset, being good in this business is not a
matter of intuition. It is intuition, study, consideration, practice,
rehearsal, care, precision and intent. Give it a try.

Mr. Goldsmith is an attorney with Mette, Evans & Woodside and
serves as general counsel to PAR. A substantial portion of his prac-
tice is dedicated to providing advice and counsel to real estate licen-
sees. He and his firm represent and defend real estate salespersons
and brokers in civil lawsuits and licensing claims across the Common-
wealth. Jim also defends Realtors® in disciplinary hearings conducted
by the Real Estate Commission. For 27 years Jim was one of the
voices on the PAR Legal Hotline. Jim can be reached at 717-232-
5000 or email at jlgoldsmith@mette.com.
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The ReadBegks Association of
REALTORS® welcomes the followin
new members who recently

m/ completed New Member Orientation.

Congratulations and best of luck as &
member of #BAR family!

Orientation & Induction class of MAY 2020
Berkshire Hathaway HomeServices HomégadéyRedeftyer, Patri-
cia Church
Century 21 G8lasan Browciergo Susan
Coldwell Banker Residential BrRiearag&chorran
EXP Reallpse Acosta
Iron Valley Real E<G#e:McKoy
Keller Williams Platinum RaattyTemplin, Carlos Ramos, Jennifer Rich-
ard, James Yost, Jennifer Rodriguez,
Weichert REALTORS NeighbofBeralydriRussoiSgos) Chey-
enne Kulp
Weichert REALT@RBome Hohisa Leonard
Weikel Realty GroupRbbért Heiden

Orientation & Induction class of JUNE 2020
Berkshire Hathaway HomeServices HoméSiadel &ed@ltggory
Century 21 GAfdf Idrissi Zougari
Keller Williams Platinum Resdgy Lane, Tina Miranda

The 2020 Coronavirus created the necessity for us to get creative in
welcome our newest REALTORS® into the association. While ever

John Monaghan Group of KGitismard quired to quarantine and many workeeBifgtnresmes &Rfferent. Staff
Pagoda Realty and Property Mar@git#entMundell and orientation instructors worked together to provide a quality progr
RE/MAX of Readoshua Hess members via ZOOM classes. Introductions

Weloome HNaw Hlates!

Bestonium, Oiothy James Best Joseph Alexander Media, LLC. Joseph Mikucki

Bradford Tax SerRohis,Smith Traditional Mortgagéint Glllespie
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FOOD DRIVE: MEALS ON y
October 2020 WHEELS: Luncheon:
ctobe November 26 December 3
PLEASE NOTE: All events will be held un_Iess can- Get your
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AniualGolifuting
September 17, 2020

Register

——————————————— —Property LiBesnmer 2023 . em i — « = i — s — — s — s -


mailto:KathyS@RealEstateInBerks.com
mailto:KathyS@realestateinberks.com

Postmaster - Please deliver between August 17 — 21

2020 Sponsors

Bright MLS, Fleetwood Bank, Greater Reading Chamber Alliance
Mortgage America - Wyomissing, Northpointe Bank, Orrstown Bank
PETRO Home Services, Stewart Abstract, Tompkins VIST Bank

For additional information about becoming an R-BAR Sponsor, please email info@RealEstatelnBerks.com
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