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resident’s

For those of you | have not had the pleasure of meeting, my name is Angela Tolosky,
your 2020 Reading-Berks Association of REALTORS® President. So far this year has
brought about an interesting turn of events. We said goodbye to our AE, Wes Stefanick
and now have the pleasure of working with our new AE, Brittney Baker Shurr who start-
ed with us February 25, 2020.

Our first quarter has been challenging for some of our members and a blessing for oth-

ers. Listings that are priced right are selling fast. | know we all feel we have an extremely low By Angela Tolosky,
inventory. Based on the Berks County residential analysis | have conducted, we have sold 2020 R-BAR President
more homes this year in our first quarter when compared to 2018 and 2019. I'm sure the prin-

cipal of supply and demand has helped us and of course, our mild winter. So what things are you doing to get more
business for your 2™ quarter?

Welcome,

Meeting new buyers is the easy part, but listings are the key! | have found that thinking outside the box in reference to
marketing is a great way to become a local celebrity, but also the old school basics never go away. Another great
thing to keep in mind is Continuing Education. There are many amazing CE classes available for growing your busi-
ness. If you haven't completed your CE, August 29th is quickly approaching. Property management is a key compo-
nent for this CE cycle. You also may not have heard, but NAR has changed their requirements for the Code of Ethics
and now needs to be renewed every 3 years. If you have not completed your Code of Ethics, you need to do so by
December 31, 2021.

The biggest topic on everyone’s mind is Coronavirus. A few weeks ago this seemed like some-
thing that could not possibly be real, but now here we are in the thick of it. As you know we have
been asked to continue our social distancing. As Realtors we have a civic responsibility to keep
the public safe. Following the state and federal guidelines is very important in helping us bounce
back quickly. We all need to continue to keep a pulse on how this affects us locally and make
changes with the way we conduct business. The CDC guidelines and recommendations for im-
plementing a Household Plan have been a wonderful tool to get us moving in the right direction.
One thing we do not want to do is be hasty and push through like nothing has happened and
think we can do business as usual. Your health, safety and license will be in jeopardy if we do
not force ourselves to make the changes necessary. PAR has been excellent with relaying what
we can do to continue our real estate business from the safety of our homes that comply with the
order by Governor Wolf of non-life sustaining businesses of which we fall under. To learn more,
go to parealtors.org/covid-19 to gain access to the new Covid-19 Addendum, revised Change in
Terms Addendum and Q & A section of acceptable real estate activities from Hank Lerner, esq.

It is now time to reinvent ourselves. | made a list of all the ways we can stabilize our business
with using virtual technology. You should do the same. We all talk about it and use the words in
our marketing presentations, but how much do we really use it? We know as a society that we
cannot just stop doing business and interacting. Now is the time to change the interaction that
will work for our current situation. Many great ideas come to mind: virtual tours & live feeds of
our listings and virtual open houses through Youtube and Facebook. Taking advantage of online
sites with electronic document signing. Reminding our customers of all the steps to the process
of buying and selling that are beyond the physical meeting. Make sure to call your customers
more often. Communication is the key to a smooth transaction especially during this unpresent-
ed time. These are all ideas to speak with your Broker about and to have informative conversa-
tions with your customers. The more your clients see we are working to help assist them through
this crisis, the more comfortable they will feel.

Our country and world are moving toward a virtual world to assure the safety and success of every industry. Let’s help
things move forward in a positive way. Much success to everyone and | look forward to an amazing year with you!

Angela Tolosky, 2020 President, Reading-Berks Association of REALTORS® ~ Angela TOlOSky
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R-BAR MEMBER BENEFITS!!!
EEN
Don't forget to visit 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 éssrzua?on of -
= ealtors -
X Marketing Resources - — = READING BERKS
—= Association of REALTORS®
X Office Supplies & Services X Business & Professional Tools Wi TRIEA BB TATEINBERKSIEO/M
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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Meak the New R-BAR Association Cracntive

The Reading-Berks Association of REALTORS® (R-BAR) Board
of Directors recently appointed Brittney Baker Shurr as the new
Association Executive.

Brittney is no stranger to the real estate industry or Berks county.
Prior to becoming the R-BAR Association Executive, she spent five
years with the Pennsylvania Association of Realtors® as a Political
Field Representative. In that capacity, Baker Shurr managed the
municipal, state, and federal legislative advocacy efforts of five
local REALTOR® associations. Her work spanned 11 counties in
south central Pennsylvania and Maryland. Brittney expanded
REALTOR® involvement in local community development pro-
jects, secured grant funding, and initiated public-private partner-
ship opportunities. She was also responsible for increasing contri-
butions and awareness of the REALTORS® Palitical Action Com-
mittee (RPAC).

As the Association Executive for the Reading-Berks Association of
REALTORS®, Baker Shurr aims to improve member services,
expand member benefits and sponsorship opportunities, and in-
crease awareness of the REALTOR® brand. She intends to build
upon R-BAR'’s aggressive grassroots advocacy program; protect-
ing private property rights and access to homeownership in Berks
County. In addition, her plans include strengthening association
relationships with other community-based organizations, local non-
profits, stakeholders, and civic leaders.

Brittney’s leadership will implement the associations new 2020-
2022 Strategic Plan that will usher the association into it's 100"
Anniversary in 2022! The new strategic plan aims to inform, en-
gage, grow, and advocate for our members and our communities
supporting the American dream of homeownership and increasing
neighborhood revitalization.

Notes From Your A

The Reading-Berks Association of
REALTORS® exists to serve its
members as local real estate in-
dustry professionals, promoting
high standards through the REAL-
TOR® code of Ethics. R-BAR
advocates for private property
rights and strives to improve the
quality of life in our communities.
As the professional trade associa-
tion for licensed real estate practi-
tioners, Reading-Berks Association of Realtors® is the Voice
for Real Estate in Berks County. Membership in the organiza-
tion is voluntary and consists of both residential and commer-
cial agents and brokers as well as industry affiliated business
partners. R-BAR’s membership currently consists of approxi-
mately 950+ real estate licensees. The REALTOR® trademark
is only used by members of the National Association of REAL-
TORS®.

Brittney Baker Shurr,
R-BAR Association Executive

Baker Shurr will also serve as Executive Director of R-BAR
Care, the association’s 501(c)(3) benevolent fund founded to
help members who encounter financial hardships beyond their
control.

Born and raised in the city of Reading, Brittney Baker Shurr
graduated from Exeter Township Senior Highschool. She
earned her bachelor’s degree in Palitical Science from
Kutztown University of Pennsylvania and serves on the board
of directors for the Reading-branch YMCA. Brittney currently
resides in Muhlenberg Township with husband, Brandon and
their daughter, Brielle.

ssociation Srecutive

By Brittney Baker Shurr, Association Executive
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> Residential, Commercial 90DAY
Property Inspections WARRANTY

> Weekend Inspections Available ]
» WDO - Termite Inspections, RE cd “ i
Radon Testing i !
GMoLDSAFE
I

> 200% Satisfaction Guarantee
GP LATINUM

www.C2EX.REALTOR to login now!

-

-~
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Jointhe R -BAR C2EX B
Professional fithess y
PARTICIPANTS! »-cﬁ
Get your education on
During the panDemic quarantine!

> Well Water Quality, Pressure and
Flow Testing
I 1

> Builders Warranty Inspections
SEWER /A1

> Mold Testing
: S
HOMEOWNER
HIR RESOURCE

> On-time, Courteous, and
Professional Service
Available for
weekend inspections

to accommodate
your schedule

Take advantage of your M
FREE Receive $50 Discount

REALTOR® be ne fi tl on all Full Home Inspections.

Gain professional knowledge working
through this exclusive award winning Phone: 484.402.6741

program that enables you to engage in E =
"} NATIONAL Apeay”

self improvement. Engage with the
module at your leisure and earn the Premier
endorsement which will soon be dis- NP] PROPERTY . Inspection Service”
played on your REALTOR.com profile, [ & INSPE.CTIONS "
letting your clients know you're dedicat- - WWW.nplweb.som/readmg
ed to your industry offering them the matt.lutz@npiinspect.com

PR IS, Sl e ) . Matt Lutz - owner/Inspector
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Coronavirus:
A Guide for REALTORS®

This guidance will be continually updated based on current directives from the WHO, the
’ CDC and the White House, and we encourage all members to stay informed by regular-
ly visiting the CDC'’s website(link is external), and to comply with local and state govern-

Why is NAR issuing this guidance?

In response to the growing concerns about COVID-19, common-
ly referred to as coronavirus, NAR is providing this guidance to
help REALTOR® associations respond to the coronavirus's im-
pact on the real estate industry. As of March 16, 2020, the Unit-
ed States government has banned all travel from Europe, the
United Kingdom and Ireland into the United States for a period
of thirty (30) days. The United States government has also
closed the U.S.-Canada border to non-essential travel. The U.S.
Centers for Disease Control and Prevention (CDC) has issued
Level 3 Travel Warnings for Malaysia, China, Iran and South
Korea, and a Level 2 Travel Health Notice all other global travel.
The situation is rapidly evolving.

Be sure to refer to the CDC's website for up-to-date information
about travel warnings(link is external), as well as information
about the coronavirus' current impact in the United States(link is
external). Daily updates about the coronavirus are also available
from the World Health Organization(link is external).

What is Coronavirus?

COVID-19 is a novel coronavirus that has infected more than
191,000 individuals in 164 countries and territories, causing the
World Health Organization (WHO) to classify this outbreak as a
pandemic on March 11, 2020. Symptoms include fever, cough,
and shortness of breath. Anyone experiencing emergency signs
such as difficulty breathing, persistent pain or pressure in the
chest, new confusion or bluish lips or face should immediately
seek medical attention.

What is the risk of exposure to coronavirus?

Older adults and people who have severe underlying chronic
medical conditions like heart or lung disease, diabetes, or auto-
immune disorders seem to be at higher risk for developing more
serious complications from COVID-19 iliness. The virus is
thought to spread mainly from person-to-person and the best
way to prevent iliness is to avoid being exposed to this vi-

rus. The CDC urges citizens to monitor your health and practice
social distancing. Social distancing means staying out of crowd-
ed places, avoiding group gatherings, and maintaining distance
(approximately 6 feet) from others when possible. Visit

the CDC's website(link is external) for latest updates.

How should brokerage staff or agent/licensee re-
ports of COVID-19 be handled?

NAR has prepared a Sample Preparedness Plan for Circum-
stances Relating to COVID-19 that any real estate brokerage
may adapt and implement in your workplace.

What preventative measures may be taken to reduce the risk of
contracting and spreading coronavirus?

ment orders regarding coronavirus-related restrictions. Please visit NAR.realtor for
COVID-19 guidance on open houses, transactions, and shelter-in place.

The CDC urges individuals to take these measures to protect
themselves and others:

X Wash your hands frequently with soap and water for at least
20 seconds. If soap and water aren't available, use an alco-
hol-based hand sanitizer.

X {-]\vo(ijd touching your eyes, nose, and mouth with unwashed
ands.

Practice social distancing by staying out of crowded places,
avoiding group 8ather|ngs, and maintaining distance
(approximately 6 feet) from others when possible.

Avoid close contact with anyone who is sick.

Stay home if you have a fever, cough, shortness of breath or
any other cold or flu-like symptom.

Clean and disinfect frequently touched objects and surfaces.

Cover your mouth and nose with a tissue when you cough or
sneeze, or cough or sneeze into your sleeve.

x

X X X X

Additionally, to help prevent the continued spread of coronavirus,
on March 15, 2020, the CDC recommended that for the next 8
weeks, all in-person events consisting of 50 or more people, such
as conferences and assemblies, be cancelled, postponed

or modified to virtual events(link is external). On March 16, 2020,
President Trump announced new guidelines, advising that indi-
viduals avoid groups of more than 10 people for the next 15
days. Avoiding these in-person gatherings is an effective meas-
ure that will reduce your risk of contracting or spreading corona-
virus.

What unique issues does coronavirus present to the
real estate industry?

When an infectious disease, such as coronavirus, is associated
with a specific population or nationality, fear and anxiety may
lead to social stigma and potential discrimination. REALTORS®
must be mindful of their obligations under the Fair Housing Act,
and be sure not to discriminate against any particular segment of
the population. While the coronavirus outbreak began in Wuhan,
China, that does not provide a basis for treating Chinese persons
or persons of Asian descent differently.

Be sure to monitor updates from the CDC, as well as your state
and local health authorities for additional information and guid-
ance on holding meetings or events. For travel considerations,
review NAR's "Coronavirus: A Guide for REALTOR® Associa-
tions".

Finally, do not panic, stay informed, and use your best judgment.
The situation is rapidly changing, so focus on putting policies and
procedures in place to keep your employees and agents in-
formed, safe, and to avoid business disruption in the event the
situation worsens. The CDC's Interim Guidance for Businesses
and Employers(link is external) is a helpful resource.
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On Thursday, March 19, Gov. Wolf issued
an order that all “non-life sustaining busi-
nesses” in the state should shut down to
slow the spread of COVID-19. Per that guid-
ance, all real estate sales and leasing busi-
nesses have been ordered to close their
physical locations until further notice, alt-
hough the order “does not apply to virtual or
telework operations (e.g., work from home),
so long as social distancing and other miti-
gation measures are followed in such opera-
tions.”

As we understand the governor’s order,

then, real estate brokers and agents can

continue to conduct whatever activities they

can remotely, but should not be in an office

and should likely avoid going to client

homes to conduct business. Keep in mind

as well that most other real estate-related

activities are under similar restrictions, so almost all third-party
providers (lenders, appraisers, inspectors, contractors, title
companies and even attorneys) will be affected in some way.

PAR has already been in contact with state legislators and the
Governor’s office for further clarifications and will provide addi-
tional information as it becomes available.

Given the substantial problems this order will create with ongo-
ing transactions, PAR is releasing a brand new COVID-19 ad-
dendum to the agreement of sale (Form COVID) so parties can
agree to postpone contractual deadlines while the impacts of
this situation can be assessed. This form allows the buyer and
seller to agree that in the event performance becomes impossi-
ble or impractical either party can unilaterally invoke an auto-
matic extension of all deadlines (the default is 30 days) that
have not yet passed, including the settlement date. For exam-
ple, if the Agreement was signed just a few days ago, pretty
much every deadline would have 30 days added. If the parties
are just a few days from settlement the addendum extends
settlement by 30 days but doesn't reach back and reset the
inspection contingency or other deadlines that have already
passed.

This form is basically a pause button. It gives the parties a set
time to figure out a backup plan without being under the gun
with immediate deadlines, but it doesn’t change anything else
in the agreement and — let's be honest here — may not actually
give the parties enough time to restart the transaction and
close by the extended date. Once it becomes clearer how
things are going, it is likely that the parties will need to make
further adjustments and extensions.

Any more specific changes to the terms of a transaction should
be negotiated between the parties, and can often be accom-
plished through the use of PAR’s Change in Terms Addendum
(Form CTA). We have amended Form CTA to add more blank
space and more deadline changes to accommodate likely is-
sues.

Three important things to remember here:

First, “impossible or impractical” does not mean “difficult or a
bit more expensive”. If the parties can close a transaction with-
in the existing terms they may be obligated to do so. A settle-
ment may be next to impossible today, but things can change
between now and the closing date. If the parties find that they
could close with a different title company, they may be obligat-
ed to make that switch in order to perform. This could raise all
sorts of thorny legal issues, so parties should definitely consult
with a personal attorney if they have any questions.

By:Hank Lerner, Esq.

o

Second, this addendum (and any addendum) will require both
parties to sign off. Once the parties have agreed that either can
trigger a unilateral extension either the buyer or seller can make
that happen, but don't think that a buyer could just grab this form
and declare a unilateral extension. If you already know that things
need to be extended and the parties are willing, the better ap-
proach would probably be to go right to the CTA and do the nec-
essary extensions.

Third, if you were to submit an offer in the current market environ-
ment, be sure to evaluate the timelines in the sales agreement
given the current market and do your best to include realistic
dates. This addendum could be included from the beginning of the
transaction in case those timelines still can’t be met, but it's not an
excuse to just accept the contract defaults if you know they're
unrealistic from the start.

Many brokerages and private attorneys have also created their
own forms to address these issues. You are free to use whichever
is available to you and best suits your purposes but in no circum-
stances should licensees be writing their own addenda and en-
gaging in the unlicensed practice of law. Please remember that
changing the terms of the sales agreement can have a ripple ef-
fect, the extent of which we can’t know yet. As such, we implore
you to send your clients to an attorney if they have questions
about this or any addendum that will change the terms of their
agreement.

The COVID-19 Addendum is going to be part of the forms library
for a limited time and will be removed once the world has returned
to normal and toilet paper is on the shelves again.

As a final note, PAR is also releasing a Wire Fraud Notice (Form
WEN) that had been scheduled for release later this year. This is
a fairly straightforward notice to clients that they should beware of
various scams and wire fraud issues. Given the high anxiety at the
moment and the glut of both real estate and COVID-19 fraud
emails, we're bumping up the publication date to help remind cli-
ents to be extra careful with their electronic hygiene too.

Vendors will have the forms available in the next day or two, but in
the meantime, PAR members can access them for download from
the Standard Forms page.

More detail on what you can do during the pandemic can be found
on PARealtors.org/coronavirus and will be updated with more
information as we get it. In the meantime, wash your hands.
Editor’s Note: As the impact of COVID-19 (coronavirus) is fluid, infor-
mation in this article was correct at the time of posting and may be out of
date at the time you are reading it. For the most up-to-date guidance on
coronavirus, please visit PARealtors.org/coronavirus.
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Voting in a pandemic:
PA now allowso excusé
mail-in ballots for all voters.

By: John Savant, Director, Government & Community Affairs

It was still October 2019, when Pennslylvania lawmakers passed Act 77, a
major election reform bill. Now, in the midst of a global pandemic, it seems
that those reform could not have come at a better time. Arguably the biggest
changes in the law were the changes to voting by mail. Previously, voters
could only mail-in “absentee ballots,” which required voters to provide a rea-
son for the request, such as being out of town on Election Day. These new
“no excuse” mail-in ballots allow every voter to request a mail-in ballot, and
even arrange to automatically receive one for all future elections. Due to
COVID-19, R-BAR is encouraging all members to consider asking for a mail-
in ballot. The use of mail-in ballots significantly reduces the risk of disease
spread on election day, which is particularly high for older individuals who
make up a large percentage of regular voters. “Each voting booth sees thou-
sands of visitors on Election Day, and if someone infected by the Coronavirus
uses the voting machine, every person who votes after them are at risk of
being infected,” said John Savant, Director of Government and Community
Affairs. “Think about who might've touched that machine right before you
walked in.” Voters can request mail-in ballots as early as 50 days before
Election Day, and as late as 7 days before Election Day. Requesting a mail-in
ballot is free, and as simple as going online to www.VotesPA.com and filling
out the form using the information on your driver’s license. The changes to
mail-in voting weren’t the only provisions included in Act 77. The law included
funding for counties to upgrade their voting machines, and eliminated one-
button straight-ticket voting.
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http://www.VotesPA.com

Look out for Online
Registration Information!!!
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Legislative Meetings [ v
and Trade Expo

T S SE—
Information supplied by the National Association of REALTORS® ;

We are all watching the development of the coronavirus pandem- its organization can continue while designing a true virtual
ic with uncertainty and serious concern. meeting and convention in place of the RLMTE.
On behalf of the NAR Leadership Team, CEO Bob Goldberg, and The virtual experience will include, among other compo-
the NAR staff, your well-being and your business are of para- nents:
mount importance to us at this unprecedented time. X Committee meetings

X Key sessions
Due to recent restrictions and recommen- X Elections

X Coordination to secure alternate avenues for participa-

dations implemented by the federal and
Washington, D.C. governments, NAR will
deliver previously-planned programming
and committee meetings virtually.

tion for state and local associations

CORONAVIRUS (COVID-19)

WHEN TO SEEK CARE

With the Centers for Disease Control issuing guidance ||m|t|ng Please follow the guidelines below when considering whether or not to seek medical

discretionary travel and Iarge gatherings and the City of Wash- care if you're experiencing symptoms similar to symptoms associated with COVID-19.

ington, D.C. instituting a state of emergency to limit the spread
of COVID-19, we will no longer hold the 2020 REALTORS®
Legislative Meetings and Trade Expo in person from May 11-16

in Washington, D.C. STAY HOME CALL FOR ADVICE SEEK CARE
NAR also announced Wednesday that it will use the time from If you are worried, but well, If you are sick and think If you are sick and feel you
now until Juiy 1 as areset to impiement new virtual Opportuni- please stay home. you have been exposed to have an emergency, call
. .. . oy . . COVID-19 call your health your health care provider
ties for member partICIpatlon within all of its mee“ngs and Going to a hospital or care provider or or seek medical care.
events. doctor's office when well 1-877-PA-HEALTH to
L. . . “ . - adds a higher number of discuss your exposure. Please call your provider’s
In addition, NAR noted it will be “putting members first” by fo- peoplelandicanoverwhelm office or hospital before
cusing on enhancing and increasing member offerings that will medical staff. you go, especially if you're
. .7, s - tomatic.
directly help America’s 1.4 million REALTORS® navigate the Sympomatic
coronavirus’ unprecedented impact on members’ personal lives
; FOR MORE INFORMATION AND UPDATES, VISIT: ;
and pusinesses, HEALTH.PA.GOV B

NAR will provide virtual options to ensure the full governance of
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Boost your prospecting
with Bright’s free access
to Remine Pro

To help support you with your prospecting efforts, Remine Pro is
now included for free as part of your Bright MLS subscription.
Remine Pro helps you gather key information about prospective
sellers in your market such as who owns a property, who is living
in it, what their mortgage balance is, and when they are likely to
sell.

Here are three steps to boost your prospecting with Remine Pro:

Search and map layers give you the business intelligence you
need to find potential sellers. Remine Pro helps you gather
critical information about a seller all in one place. Gather
intelligence on Home Equity, Ownership Time, whether
they rent on Airbnb, Last Sale Price, Mortgage Rate and
even a Sell Score. Then, it can help you combine this infor-
mation to determine how likely they are to sell.

Once you've found those sellers, you can track up to 10,000

properties and get updates about any actionable changes.
Use these tracked properties to note properties you would
like to prospect now, in a few months, in the spring, or next
summer. By staying on top of these target properties, you
not only will be more organized but also will be able to tar-
get messaging based on an owner's potential readiness to
sell.

Contact potential sellers with Remine Pro’s unlimited contact
information. Once you have your target list of potential sellers,
Remine Pro gives you unlimited access to contact information at
no additional cost.

To access Remine Pro, click the Remine icon on any listing in
Bright search or login with your Bright ID and password to
bright.remine.com.

For more information about Remine Pro and the features includ-
ed with your Bright subscription,
visit www.brightmls.com/remine.

Heidi Wosak CIPS,
REALTOR®

Customer Success Coach

610-205-1722

Heidi.Wosak@brightmls.com
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Make the most of the spring and
beyond with these Bright tools

Advertising your listing? Don't forget
the Off-MLS Policy requires it to be
entered into Bright within one busi-

Along with your core MLS features, like search, reports,
mobile-friendly Listing Management, statistics and client-
sharing tools, through Bright you also have access to fea- . .
tures and tools that make it easier for you to find new list- ness da_y. Learn more about this poli-
ings, work with clients on-the-go and manage show- cy at BrightMLS.com/OffMLS. Your
LQJV x1RZ LV WKH SHUIHF Wrs\haRihy teRr WN%S%? $CPRER, Hei-

PRVW RI DOO %ULJKW SURYLGHV x sak, is aval abletoo er training
in your office or area. Contact her

) ] ) directly to schedule training on these
Remine Pro: Remine Pro offers a map-based search with products or any MLS topic

filters to help determine homeowners who may be ready to 5t heidi.wosak@brightmls.com.
sell. It's a valuable prospecting tool, which was upgraded for
all Bright subscribers last year. Learn more

at BrightMLS.com/Remine x

ShowingTime: ShowingTime makes it easy to request and
confirm showings. The standard service includes the option
to set office or individual preferences for listing(s), including
feedback preferences. It also includes the ability to schedule
a day of showings with the ShowingCart. Vis-

it BrightMLS.com/Support and search ShowingTime to view
On-Demand tutorials about 6 KRZLQJ7LPH x

Homesnap Pro: The Homesnap app just re-
ceived it's biggest up-
date ever. Along with
the ability to search for,
share and schedule
showings, the app now
includes property heat
maps to help agents
find seller leads, in-
depth historical proper-
ty records, new search
filters, and unlimited
homeowner contact
info. Download

the Homesnap app
and register with your
Bright information to
access the Pro fea-
WXUHV x

Copy a listing: Bright
Listing Management
offers many features
that make it easier to
enter and update list-
ings. One of the most
time-saving options is
the ability to copy a
listing. With this fea-
ture, subscribers can
copy within the same
property type as well

as “.Stlng.s across the . Bright is taking steps to help keep the real estate market moving

Res@enﬂal Sale, Resi- during the Coronavirus outbreak, including updates to showing

dential Lease and E +SE] Y}veU AJESp 0 SIuE+ v AJESH 0 +Z}AJvPX
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Erica Ramus, broker/owner of Ramus
Realty Group in Pottsville, President
Elect of Reading-Berks Association of
REALTORS®, and a frequent speaker
at NAR'’s Tech Edge conferences, offers
a few tips that she’s giving to her agents.

“Since we're all stuck at home, do the

things you've wanted to do, but never

seemed to have the time for before,” Ra-
mus said. “Follow up with previous buyers and sellers and
make a personal connection. It's not about asking them
about whether they’re in the market, it's about making the
connection.”

“We may not be doing in-person visits, but we can still
make a personal connection from home. | talked to one
client and asked if they needed anything and she needed
something from CVS, so | stopped to pick it up and deliv-
ered it to her. It's the little things that make a difference to
people that we might not have thought about before,” she
added.

Ramus has challenged the agents in her office to make 10
phone calls to previous clients every day. “It's touching
base and showing their clients that they care,” she said.
“We're blessed,” she continued. “If this had happened 20
years ago, when we didn’'t have the technology, it would
have been much more difficult. Technology is making it
possible to continue to do business. We don’t need to
meet in person to sign contracts or to see a house. Last
week | started using FaceTime to show houses; it's not
perfect, but it helps show clients a property without meet-
ing them in person. With last week’s tighter restrictions on
doing business, we’re not scheduling showings right now.”
She also urges her agents to use the time to take online
classes. “I watched four webinars the other day. When you
have connections online, people are very open to share

f— it —t— + — . — . — . — . — Property Li

Tips For
Engaging

With
Clients
Virtually

By: Kim Shindle, Pennsylvania Association of REALTORS®

what they’re doing in their businesses and offer tips to
help each other. You can still do something proactive to
help your business during this time. Many universities
are offering free online classes now. Take one of these
to keep your mind sharp.”

Her business has seen a decline, but she remains opti-
mistic. “I track everything. | know that our leads are
down about 25%. We will make it through this. There
are things you can do right now to minimize the dam-
age. If we do that, we will survive,” Ramus added.
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Ira G. Mohler & Son Inc. is a multi-line Independent Insurance
Agency founded in 1936 in the Lincoln Park home of Ira and
Dorothy Mohler. Originally offering protection for his neighbors’
homes and automobiles Mr. Mohler built a loyal clientele that led
him to expand his business to West Lancaster Avenue in Shil-
lington, Pa. where the firm remains today. The firm is a full ser-
vice multi-line insurance agency offering Personal Insurance
Programs including: Automobile, Home, Umbirella, Life, Disabil-
ity, Individual Health and Medicare Supplement Programs -
Commercial Insurance Programs for local businesses including:
Property, Liability, Business auto and Workers compensation
Program — Group Health and Group benefit Programs including:
fully funded and self - insured Medical, Life, Disability Dental,

Scott A. Hoover, Vice President

Provided by Mohler Insurance

and Vision Programs. Our

staff takes pride in our commitment

to continuing education and offers a wealth

of knowledge and experience to our diverse

clientele. Our mission is to provide the best

possible coverage solutions for our clients

while delivering the highest level of customer service through
our experienced professional support staff. We welcome the
opportunity to meet and discuss how we can earn your busi-
ness! Call us at 610-777-1382 or visit us

at www.mohlerinsurance.com.

Kim David Unger, President

Znd Annual save the date

OCTOBER 2020

We're running again for
Habitat for Humanity and
Neighborhood Housing Services

Want to help?
Email KathyS@RealEstatelnBerks.com
to join the 3K Planning Committee!
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Dan is a full time real estate photographer located in the
Morgantown area. With years of experience in the Ches-
ter County area, and with family in Wyomissing, he’s got-
ten to know and appreciate Berks County and it's resi-
dents.

Real estate photography is a science. What's unique
about our photography process is the technique of obtain-
ing optimal lighting for the different environments. Dan

Provided by Dan Williams Photography

Williams Photography prides

themselves with the use of multi-flash and pin

point settings to yield quality photos and

videos. Wood grain and granite respond

amazingly with the lighting methods used.

With an esteemed respect for the agents they work with,
Dan and his team present themselves with the highest
quality images in all of Berks County as a positive partner
in the home selling experience. Contact Dan now to find
out about his extraordinary pictures and 360° Tours! You
may also recognize Dan from the 2020 Installation Night at
the Museum, he honored us by taking

some amazing pictures as

seen below!

Www.DanWilliamsPhotography.com
DanWilliamsPhotography@ Gmail.com
610.401.1763

Check him out on Facebook!

2020 Board
of Directors

2020 Installation was
amazing. Look for intro-
ductions to your 2020
Board of Directors in the
coming weeks!
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August 29, 2020

August 29,

At this time, Polley Associates is cancelling
ALL classes in ALL locations that are sched-
uled to run or begin through APRIL 12.

IMPORTANT NOTICE: The renewal deadline
for Pennsylvania Real Estate Licensees has
been EXTENDED to AUGUST 29, 2020. We
are currently working to add more classes
throughout June, July, & August, with many
already available for registration.

Feel free to contact usl!
(800) 220-2789
(610) 353-6776
Polley@PolleyAssociates.com
PolleyAssociates.com
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New Fair Housing Action Plan

The leadership of the National Association of REALTORS® met in
Washington today where they unanimously passed a Fair Housing
Action Plan which will distinguish NAR as a national industry lead-
er on fair housing.

NAR re-organized last summer to create a new Fair Housing Poli-
cy Committee so NAR could more effectively advocate on national
fair housing policy. NAR hired Bryan Greene as its Director of Fair
Housing Policy. Bryan Greene served at the U.S. Department of
Housing and Urban Development for 29 years, where he was the
top career official overseeing enforcement of the federal Fair
Housing Act.

The recent New York Newsday investigation underscored the
need for NAR to further ramp up and reinvigorate its fair housing
commitment.

NAR’s new Fair Housing Action Plan, abbreviated ‘ACT,” empha-
sizes (A)ccountability, (C)ulture Change, and (T)raining in order to
ensure America’s 1.4 million Realtors® are doing everything possi-
ble to protect housing rights in America. Among other things, the
plan specifically commits NAR to:

X Work closely with State Association Executives to ensure that
state licensing laws include effective fair-housing training re-
quirements and hold real estate agents accountable to their
fair housing obligations;

X Launch a Public-Service Announcement Campaign that reaf-
firm NAR’s commitment to fair housing, and how consumers
can report problems;

X Integrate fair housing into all REALTOR® conferences and

After the 2019 Newsday documentary,
TESTING THE DIVIDE
which demonstrated how multiple

REALTORS® had treated undercover house

hunters differently based on race, the
National Association of REALTORS® has
rolled out the ACT initiative.

St — s — ¢ — . — .« — . — Property Lifgsing 20223 . —— . — -

engagements (to include a fair housing theme through-
out the May Midyear Meeting;

X Explore the creation of a voluntary self-testing program,
in partnership with a fair housing organization, as a re-
source for brokers and others who want confidential
reports on agent practices so they can address prob-
lems;

X Create more robust fair housing education, including
unconscious-bias training, and education on how the
actions of REALTORS® shape communities.

X Conduct a national study to determine what factors moti-
vate discrimination in sales market

X Profile leaders who exemplify the best fair housing prac-
tices and workplace diversity
Develop materials to help REALTORS® provide consumers
with information on schools that avoids fair housing pitfalls.
Immediately following the passage of the new Fair Housing
Action Plan at the leadership meeting today, the Leadership
Team met with HUD Secretary Ben Carson, whom they
briefed on the plan, and who agreed to join NAR in a joint
public service campaign to advance our shared fair housing

NAR opposes discrimination in housing
based on race, color, religion, sex, handi-
cap, familial status sexual orientation, gen-
der identity, and national origin. This policy
is embodied in NAR's Code of Ethics. NAR
also authorizes sanctions in response to a
finding that a member has violated any fair
housing law, including local and state laws that prohibit
discrimination based on sexual orientation or gender identi-
ty. NAR policy is to support equal opportunity on the basis
of sexual orientation and gender identity and the NAR
Code of Ethics was amended in 2010 and 2013, to include
this updated policy in the Code of Ethics.

Make sure you're conducting business and adhering to the
Fair Housing Guidelines. The National Association of
REALTORS® and Reading-Berks Association of REAL-
TORS® offers some educational videos to stay informed.
The Commitment to Excellence program aids sharing in
industry specific guidelines, and R-BAR will soon be host-
ing an At Home with Diversity class with the assistance of
our Sponsor Polley Associates.
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The National Association of REALTORS® has
partnered with the United States Census.
Please help, and promote the 2020 Census to
your network. The goal is to get EVERYONE
counted once, and in the right place.
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The COVID-19 pandemic has ushered in a new world order for
businesses, including real estate: working from home during
government recommendations to self-quarantine. And with more
people telecommuting, the home office is becoming more of a
property focal point. Here are some ideas to make your space
more inviting.

Layer in lights. Minimize the strain on your eyes when you're
staring at computer monitors all day. Heed advice from the
American Optometric Association, which advises workers to di-
rect light away from their line of sight. For example, the home
remodeling website Houzz suggests layers of light may be best
for a home office. Use a desk lamp to shine down on paperwork,
have an overhead light, and use natural light from windows if you
can.

Also, consider using a mirror to bounce light around the room—
particularly if there are no windows.

Create a calming view. Consider positioning your desk so you
can look out a window and enjoy the natural landscape.

Add comfy seating. Of course, you want your desk chair to look
stylish, but don’t sacrifice comfort here. Look for an upholstered
chair. Consider adding extra chairs to your space, too.

Add a plant. Plants around your desk can help improve air quali-
ty by reducing airborne dust levels. Plants also are known to
help improve moods. Or dress up the space with colorful flowers
on your desk.

Use an adjustable desk. It's never good to sit for hours on end.
Consider an adjustable desk to get you on your feet. Desks that
adjust so you can sit or stand are a hot trend in office spaces.
Other ergonomic accessories also are popular, such as flexible
footrests and adjustable keyboard platforms with padded wrist
rests.

Bring in pops of color. Freshen up the paint color, or bring in
colorful accents like curtains, artwork, or bright office supplies.
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Get your
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See Your Ad HERE!
Email: KathyS@RealEstatelnBerks.com

PRICES PER ISSUE:
SizedMlember Prices

*Back Cover $315.00
*Half Back Cover $160.00
Full Page $210.00
*Inside Front Cover $138.00
Half Page $108.00
Quarter Page $ 60.00
Eighth Page $ 30.00

* DENOTES PREMIUM SPAGIO DISCOUNTS RECEIVED FOR PREMIUM SPAGES

............... — Property LiBesing 20227— + e v — - h o — — - — s


mailto:KathyS@RealEstateInBerks.com

Pre-Settlement »==
Walkthrough Report

A recent spat between brokers brings focus to this standard
form. There is a broker who, like others, requires that all settled
transactions undergo a review before the salesperson’s com-
mission is paid. The review assures that management is super-
vising its affiliates and that glaring errors can be rectified with
the appropriate education or other measures. At issue is the
broker’s demand that the closed file include a copy of the Pre-
Settlement Walkthrough Report signed by the buyers and
sellers. Apparently some brokers in the area do not require
their agents to use the Walkthrough Report. If it doesn't exist,
how can the salesperson comply with his office audit? This
article addresses the purpose of the form, whether it is required
and whether it should be used if not required by law. The form
is a Realtor® form, created by Realtors® for use by Real-
tors®. lts use is not required by law, but it is a form designed to
protect Realtors® and their licensees and their clients. | can
think of no compelling reason why it shouldn't be used in every
transaction (though | am willing to consider the reasons you
may wish to advance for its non-use). Let’s begin with why buy-
ers conduct pre-settlement walkthroughs. The agreement of
sale is an executory contract where promises are exchanged
and with full terms to be fulfilled by a later date. A buyer will
apply for mortgage funds and make a payment at a later date;
the seller will deliver the property at a later date in broom-clean

condition and with certain items being re-

paired. It's usually easy to see that the buyer has fulfilled
her side of the transaction. The title agent will assure that the
funds are present or title doesn’t pass. When it comes to as-
sessing whether the seller has completed his obligations, the title
agent is in the dark. Only a pre-settlement walkthrough can shed
light on whether the property is in its promised condition. Unless
the title agent assumes that responsibility (and | am not aware of
those who do) it is up to the buyer and her agent to assure that
the property is in the promised condition. Accepting the property
in a condition other than what was promised may result in a waiv-
er of the seller’s duty regarding the property condition. So, it is
essential that the walkthrough take place. Having a document
indicating that the property is in the promised condition, signed by
the buyer, is the best evidence the buyer agent has that he or
she has satisfied this obligation of the buyer agent. Why wouldn’t
the buyer agent/broker want this form in her file? Is it possible
that a buyer agent is doing a disservice to the buyer by having
this form signed? What if a problem surfaces post-

settlement? Is the buyer precluded from claiming that the proper-
ty was not in the promised condition? No, it happens all the

time. The form is merely evidence that on the day of settlement
there was nothing observed that was in violation of the agree-
ment of sale. Conditions can be latent and surface post-
settlement. If there is evidence to suggest concealment or viola-
tion of the Seller Disclosure Act, this form will not preclude buy-
er’s right to seek redress. Similarly, a seller’s agent would want
evidence that his or her client delivered the property in the prom-
ised condition. Though it may be undone by a later discovery, it
is evidence of the undertaking of the walkthrough and what was
found. Further, because there is the possibility that some-

thing may be discovered before settlement that is in violation of
the covenants regarding property condition, the form fur-

ther provides the opportunity for the parties to agree as to how
those conditions will be addressed in the future. Preprinted forms
always have the advantage of being thoughtfully constructed and
time-tested. Do you want your agents, or do you want to be the
one, to draft an agreement an hour before settlement regarding a
condition only then discovered on the property? Let me answer
this for you: no! It is my opinion that preprinted PAR published
forms are always better than those made up on the spot. While |
can'’t think of a compelling reason to avoid the Pre-Settlement
Walkthrough Report, | am not sure | would draw blood if the other
side refused its use. Explain to your client the purpose of

the Report and make written notes in the file regarding the condi-
tion of the property either as acceptable or describe in its short-
coming. Correspondence to the other party’s agent indicating
failure of the property condition to satisfy the agreement is essen-
tial as is your recommending that your client
seek legal counsel if there is a

problem that the seller is un-

willing to address, in writ-

ing. Copyright © James

L. Goldsmith, Es-

quire, 2020 All Rights

Reserved

S — ¢ — ¢ — ¢ =« — . — Property LiB@sing 20288— . i = — s — s — s — s — —



More on the COVID-19 pandemic
& how it impacts your business

| would imagine that you are focused on little more than a
single issue these days. | will therefore keep this

short. There are more questions than answers. This will
change and | suggest that you continue to monitor the
Pennsylvania Association of Realtors®’ online publica-
tion JustListed. PAR is working tirelessly to provide you
with the latest, consider forms solutions and to provide
other answers. | suggest you go to parealtor.org/
coronavirus to view frequently asked questions and what-
ever else may be published there. The transactions that
are pending may or may not settle and much depends up-
on the cessation of business, including the closure of the
recorder of deeds in the counties of Pennsylvania. The
Pennsylvania Supreme Court has issued an order calling
for the closure of the common pleas courts and all func-
tions except those that are deemed essential. The Su-
preme Court’s order does not define the functions of the
recorder of deeds as essential for purpos-
es of closure. Information about the local

or email at jlgoldsmith@mette.com.
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courts can be found at http://www.pacourts.us/ujs-
coronvirus-information. Many if not most of you make
your living off of sales. A sale and purchase, however,
may not be the best for your client at this difficult

time. Clients having to move may consider renting and
those having to sell may even consider installment sales
contracts if their finances permit. No real estate licensee
should draft an installment sales contract and should not
ever have a client commit to it without their client having
consulted legal counsel. In fact, clients wondering what
their options, rights and alternatives are should be di-
rected to their legal counsel. Your expertise is the mar-
keting of real property and no doubt you are expert at

it. Don’t extend yourselves and provide information that
you cannot be certain of. And today, who can be certain
of anything? There is no doubt we will get through this
and life will resume with the normalcy of past

months. Stay safe, be well.

Copyright © James L. Goldsmith, Esquire,2020All Rights Reserved

Mr. Goldsmith is an attorney with Mette, Evans & Woodside and serves as general counsel to PAR. A substan-
tial portion of his practice is dedicated to providing advice and counsel to real estate licensees. He and his firm
represent and defend real estate salespersons and brokers in civil lawsuits and licensing claims across the
Commonwealth. Jim also defends Realtors® in disciplinary hearings conducted by the Real Estate Commis-
sion. For 27 years Jim was one of the voices on the PAR Legal Hotline. Jim can be reached at 717-232-5000
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NEW AFFILIATES AFFILIATE DROPS

It's a Gift, Sallie Weaverberty Mutual, Ktgpee
Guard Home WarrBetyx Frick  Zoning Pr&kip Cross

NEW SECONDARY REREAORSR® NAME CHA

Keller Williams Allenttanmes Samois Amy Alexis Humenansky is nobassimguhlexis
Pillar to Postis now called TRE Property Inspections

REEMW GREEHIAARWRRRMSSTLY PASSED A

Pagoda Realty and Property Maridgbaidbavis Coldwell Banker Residential Bliokesgtaurkavitch, Horning Farm: El
Iron Valley Real Est@erksBonnie Kay Stoltz beth Pershall (Deceased, October 2019)

NEW REALTOR® FROM ANOTHER AS

eXRealty, LIKhadeejah Johnso& (B@kRhert Neighborhoo@&aln Marie Russ8ipasno

REALTOR® TRANSFE

Lora Evans | assise Sell Smart Choice ReatiyPerkins
Mortgage Originator | Bold Realty LCOxistopher Madara, Josiah Martin, John Tasker, Wilsc
Levans@Orrstown.com | man, Steven Zook
Orrstown.com/Lord&vans Coldwell Banker Residential BrGlearage: Hunter, MxB&abe
110 Berkshire Blvd., Suite 302, | eXpfFernando Hernandez
Wyomissing, PA 19610 Iron Valley Real Estate ofk@eika: Caslilea Werts, Phillip Valentin, Ju
Cell: 6106986841 | Fax: 717540376 Haltem#@tie Showatercedes Bailey, Deborah\V&dirdiai€y,Neile

Juan Vazquez, Jr.,
TV T R R s L e R e s e g s g2l Weler Williams PlatiwitimmEiil, Patrice A. Bentz, Pasradooni,
Maria Bibiase

Allie Leupold, Allison McMillan, Barry Sherman, Cindy Golden, Chri:
Desiree Heinz, Dana &isetiiesvn, Ed Hong, Fred Gpalmdkickeff
Evans, John Heinz, Jason SteBteffyphakieda Kern, Mark Chaknos, |
Claypoole, Michelle Héilimgéiriam Snyder, Carmen Tucker, Pete H
Melniczek, Paulette Roberson, Roln Alamelta, Rose Secord, Samantt
Ballantyne, SBamyman, Steve Larkin, Sarah ReiBelidateBhanie
ronTaly#nja Best, Randee McCallum

Next Home Allialkaem I. Davidson, Kathie A. Benson

Pagoda Realty and Property Mandgemarityn Lazowicki

Re/MAX of Readinpert M. Kearny

United Real Estate 3tfdv€had A. Schldwece A Bentz, Tracy Ream,
Patriciilliams

Weikel Realty Grdigndi Denise Greenleaf

Weichert Neighborhoo&Génadyn Marie RussSipasntsiah D. Speaks
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WELCOME NEW MEMBERS!

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

ORIENTATION & INDUCTION CLASS of FEBRUARY 2-

Berkshire HathalWaiyeSaldsmeServiégances Sacco, Daltdkeller Williams PlatiAoja:Best, Diane Beck, Trish Ann Ream, Mat-

Schwab thevtumhofer, Andre Rivera

Century 21 Gbdgi A. Minotto, Terry Lee TRamaaSith, Natahh\l Keystdadean McCahon

Stetler United Real Estate Strivee@yPaul Felfbdiearin, Sr.

Coldwell Banker Residential Br8lesdg&ichthorn, Alexis Frilteschert Welcome HRebecc&lesser, Kristen Marie Petersen, Lauren
Veronica Melo Narkiewicz

Horning Farm AgeNeyta Louise Trupe Weichert Neighborhoo€menne Kulp, Benjamin Lefever IV,

Iron Valley Real Estate of\Bamkis Lee Leavy, Lizeth Alanis, WeiltalRealty Grigopert P. Heiden
Lebo, Robert G. Logan

REALTOR® DROPS

AMF Real Estatéhomas Taylor Houck, Jeffrey Post, Alexi<&aneniefuckese
BellairReal Estaf@iane McNell Secord, WakaRiviere,

BHH®&laina McVoyChasghomas Smuck- Keller WilliaRealty GrodpRebecca Shea

er Kendi&erPhyllis A. PMglthew Brown, Suzann®&Al KeystoBéeve Haver

Homan, Rebecca Myer Next Home Alliahiiein Tustin, Anna Marie
Century 21 GGlecile Grimshaw, Joe Lorah, Mary®#tzCyrena Jean Negri, Matthew McMil-
yerMyrta MartiBeini@routman, Marc Gab- lanDamagamos, Leesa Bokosky,
aldoiKellilester Pagoda Realty and Property Marisgeyent
Century 21 Park Hlsa:Ann Betts Bergh, Jared Franklin, Yiret Castillo

Coldwell Banker Residential Brakeisigpher Schupnus RealByadys Trexler
Mel Thrasher, Jennifer Wiikenieurkavitch, LynnREOIAX of Readoanne Baggott, Debbie Stjne

Destination Redltgtthew Potts RE/MAX SyneRggina McLaughlin {VRRets!
eXpMichael Marino Wanner

Home Town Réditshael Corisdeo, Richard A. Zuber R&adty: Seidel
Marybdffausbaflig®anchez Springer Realty Gridapcy Asensio

Horning FarmAdvin Horning Stout Associatdsnt&afandéopf

Ironhorse Realhgrid Weill United Real Estate StrivimRaZ5rif-

IronValley Real Estiéirey Todd Little finDonrBagenstose, Connor Hoffman

Keller Williams Hiiteidarcela Sanchez Jimenez, UBnBealfyan Gehris (DR)

thyManganella Weichert Realtdesghborhood @Goéamn Sander,

Keller Williams Platib@amnna Reuben, Blake ShuCanfraetheMabel Hinson, Christajievicz
mateGlorym@onzal@nilbe, ZBbrharzouky, MichelléVeichert Realtdfgelcome Hosetonio Bua, Ben-
Hettingdfiller, Pedro Santiesteban, DoaylaMachjamin Lefever, Davin Orlowski
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Postmaster - Please deliver between April 6 — April 10

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
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