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By Erica Ramus,  2021 R-BAR President 

Happy New Year!  
 

I am excited to be your 2021 President - and to put 2020 in the rearview mirror. While last year was hard for all of us - it also had 
some bright spots.  
 
Yes, we were shut down hard for two long months. But we learned to consult with our clients virtually and to rely on video. When 
we opened for business the clients rushed in to snap up the available inventory and make up for it in the second half of the year. 
 
Yes, Realtors are social creatures (by nature) and we miss in-person interactions. But we have learned to pivot and adapt. Who 
would have thought a year ago that we would learn how to create happy hours and game nights with our friends and family via 
Zoom? I had an 82-year-old client Facetime me to go over a contract and she signed digitally on her iPad. Amazing. 
 
In my own life I’ve had highs and lows. My father died a week before Christmas after suffering for years with Parkinson’s. I missed 
out by not visiting him all year because I was afraid of bringing the virus to his home. But I was blessed to spend quality time with 
my 20-month-old grandson - including having him stay with me for the last two months of the year.  
In the darkest times, there is always light. We now have several vaccines being distributed right now and as the winter turns to 
spring more of us will be eligible for the shot. While things may never go back to pre-2020 normal, we are learning to live with this 
virus.  
 
NAR’s Lawrence Yun projects that home sales should rise 10% in 2021. He believes mortgage rates will stay low and prices will 
rise moderately as the vaccine allows jobs to come back. 
 
Real estate will go on and Realtors will persevere. People always move, no matter what the economic or social situation. People 
need food and shelter. Neither is optional. Realtors will be here through marriage and births, divorce and deaths. We are here for 
our clients during their best and their worst times.  
 
Your association, the Reading-Berks Association of REALTORS® - is here to support you through these times. We may not direct-
ly affect what the Governor does (shut downs or stay at home orders) but we are here to actively lobby for our industry and edu-
cate our legislators on the importance of what we do. We are here to listen to your needs and how we can serve you better. PAR 
and NAR are here to support you at a state and national level. Your membership matters. You matter to us.  
 
My mission in 2021 is to ENGAGE our membership and be here for you. Your thoughts and opinions need to be heard. Please 
reach out to me directly if you have any questions or comments. I am at Erica@RamusRealty.com and my cell phone is 
570.449.2131. Here’s to turning the calendar page and let’s rock 2021! 

Sincerely, 

Erica Ramus 

Erica Ramus, 2021 R-BAR President 

President’s Pen 

mailto:Erica@RamusRealty.com
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1-800 -874 -6500  • www.NAR.Realtor  
 

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

PAR Legal Hotline  •  1 -800 -727 -5345  
 

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

 

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

Don’t forget to visit your REALTOR® Member benefits at all  three membership levels! 

�x�� Educational Tools 

�x�� Electronics & Mobile Technology 

�x�� Marketing Resources 

�x�� Office Supplies & Services 

�x�� Personal Insurance 

�x�� Risk Management 

�x�� Technology Services 

�x�� Transaction Management 

�x�� Travel & Automotive 

�x�� Business & Professional Tools 

�x�� Transaction Solutions 

�x�� Personal Services 

�x�� Insurance 

�x�� Legal & Regulatory Support 

�x�� Professional Growth 

 
 
�x�� FREE Open House Listings on  
 RealEstateInBerks.com 
�x�� FREE New Listings in Berks County 

on RealEstateInBerks.com 
�x�� Membership Marketing & Advertising 

(E-blasts, Web Ads and Print) 
�x�� R-BAR Municipal Ordinance Database 
�x�� FREE Inman Select Subscription 
�x�� GRCA Membership 50% Discount 
�x�� YMCA Membership 20% Discount 
�x�� Safe Showings Smartphone App 
�x�� R-BAR Store Items (lockboxes, yard 

signs, riders and more) 

mailto:info@RealEstateInBerks.com
http://www.RealEstateInBerks.com
http://www.NAR.Realtor
http://www.PAREALTOR.org
http://www.dos.state.pa.us/bpoa
http://www.BrightMLS.com
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The Grow with Berks Award 
Pamela Shupp Menet, Director of Economic Development for Berks County 

& David Hunter, Executive Director of the Berks County Planning Commission 
 

Municipal Official of the Year 
Kenneth Pick, Executive Director of the Berks County Redevelopment Authority 

 
 REALTOR® of the Year 

Merlin Weaver of Compass Pennsylvania LLC 
 

Affiliate of the Year 
Debra Konowal, Business Development Representative with Stewart Abstract of Berks County 

 
Volunteer of the Year 

Jerry Amadio of Berkshire Hathaway HomeServices Homesale Realty  
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By Brittney Baker Shurr, Association Executive 

Congratulations to the  2020 R-
BAR award winners (listed to the 
left)! We appreciate all that you do 
for our industry, the association 
and members. 

Introducing RBAR Connect 

The Reading-Berks Association of 
REALTORS® has just launched a 
brand new smartphone app. The RBAR Connect app is now 
LIVE and free to download on your smartphone’s app store. 
Our new app is a great tool for REALTORS®; connecting you 
directly to R-BAR preferred local professionals and companies.  

In this crazy real estate market, REALTORS® are working 
harder than ever. These days, REALTORS® must be of value 
beyond the home search and settlement. Empower your clients 
throughout the home buying or selling process by reassuring 
them that YOU are their connection to the resources they’ll 
need as property owners. YOU are the connection to reputable 
local professionals needed for any renovation, repair, upgrade 
or update. YOU know the best lenders, inspectors and insur-
ance agents to assist them to and through homeownership. 
REALTORS® who are resources for knowledge, information 
and local pro’s keep their clients coming back and referrals 
rolling in. 

With RBAR Connect, REALTORS® can refer clients to pre-
ferred local pro’s in real-time. As R-BAR affiliate members, 
these businesses support our association, our REALTOR® 
members and the local real estate industry. I strongly encour-
age all R-BAR REALTORS® to direct business to the compa-
nies who support us!  

There are over 75 local businesses featured in the RBAR Con-
nect app already. However, we expect that list to expand over 
the next couple weeks as we bring on new affiliate members. 
App users will receive periodic push alert notifications when an 
affiliate company launches a new promotion, deal or discount. 
Lastly, this app will house current market stats for our area and 
other real estate related content for consumers.  

If you or your clients need a local pro, don’t waste time search-
ing blind referral websites only to be spammed by endless 
phone calls for the next week… Use the RBAR Connect 
smartphone app!  

Brittney Baker Shurr,  
R-BAR Association Executive 

ICYMI: The 2021 R-BAR Installation and Awards Ceremony  

On January 14, the Reading-Berks Association of REALTORS® 
gathered virtually on Zoom to kick off the new year. During the 
2021 Virtual Installation and Awards Ceremony we celebrated 
the association’s new leadership team and recognized our 2020 
R-BAR award recipients: including industry colleagues and local 
officials. 

Keynote speaker Karlton Utter excited the audience with an ani-
mated presentation calling for members to take action and be 
authentic as real estate professionals. The event included a spe-
cial message from National Association of REALTORS® Presi-
dent -elect Leslie Rouda Smith, and the Pennsylvania Associa-
tion of REALTORS® 2021 President Christopher Raad, who offi-
cially installed the 2021 R-BAR Board of Directors.   

The following REALTORS® will lead the local association 
through 2021. R-BAR President Erica Ramus, Past President 
Angela Tolosky, President-Elect Marshall Lytle, Treasurer Greg 
Guydish, Secretary Jerry Amadio, and directors Antonio Borelli, 
Jason Burkholder, Mark Chaknos, Tyler Miller, David Renninger, 
Marisol Torres, and Victoria Venezia. 

R-BAR President Erica Ramus shared a motivational speech; 
highlighting the resiliency of REALTORS®, their duties to serve 
local communities and consumers and the importance of advoca-
cy. Erica recounted the advocacy efforts to support the reopening 
of the real estate industry during the initial pandemic shutdowns. 
Erica reiterated that through association efforts and member en-
gagement, REALTORS® defend fair housing, promote access to 
home ownership, preserve private property rights and support 
the overall betterment of local communities. Ramus calls on local 
REALTORS® to educate, empower, and advocate in 2021. 
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Let’s Get Filming 
We want to partner with your business to help you reach your  
audience, tell your story , and be recognized through video.   
Call today for a consultation to see how we might meet your needs. 
 

Joseph Alexander Media  
Videography & Video Production 
web: JosephAlexander.Media 
email: JAM@JosephAlexander.media 
phone: 484-662-3938 

mailto:JAM@JosephAlexander.media
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Life Adventures By: Lorrayne Klahr, REALTOR® 

A very long-time REALTOR® in Berks County…Tom Nally…past 
away late last year.  He was an owner broker, partner, well-
respected and so knowledgeable about real estate.  He was also 
my very good friend.  I remember Tom telling me several REAL-
TOR® Life Adventures, and I found one that is most interesting.  It 
also involves the late Herb Bellairs.  Herb, too, was a great REAL-
TOR®  in Berks, active in our local association, in addition to be-
ing very involved in PAR…he was President of PAR in the mid-
70s.   Herb was also Treasurer of NAR, our national organization!  
 So, here’s the story:  
Tom Nally had listed a home, back then in the 70s, for a transfer-
ring CNA employee.  The employee showed Tom his compa-
ny’s written suggestions for an employee who is being transferred 
and who has to sell his/her home in Berks County.   That written 
document, as nearly as Tom could remember, suggested that the 
employee get 2 or 3 REALTOR®  to come to the home and give 
the owner an opinion of value for the property.  And then the em-
ployee should try to sell the home himself, based on the average 
of the prices received from the REALTORS® .  The instructions 
went on:   the employee would then have about 30-60 days to sell 
the home himself, and if it would sell in that time, the employee 
would get paid something like a 3% bonus…for saving the compa-
ny from paying a 6% REALTOR®  commission fee.    Omg.  This 
particular employee was not interested in doing that, so Tom listed 
the house, and it got sold.   
One day, between the listing and settlement, Tom was reading the 
REALTORS®  national magazine, and on the inside front cover 
was a full-page ad by CNA Insurance telling REALTORS® that 
they should recommend CNA for their buyers’ homeowner’s insur-
ance, and to use CNA for their own insurance as 
well.   Homeowner’s, auto, life, etc.  
Holy mackerel.  So, Nally called Herb Bellairs about this situa-
tion.  Told him that on the one hand there’s a full page ad in 
REALTOR® magazine, soliciting our business, and on the other 
hand there is a written company policy to “use” REALTOR®  
knowledge and then pay the employee to not use a REALTOR®  
to sell their home.  Herb was fully involved in NAR at the time, and 
Nally said that Herb “picked up the phone and immediately called 

the President of NAR”, who was in Chicago.  Coincidentally, 
NAR Headquarters were located very close to the CNA build-
ing.  The President of NAR then called Nally, wanted to hear the 
story, asked if Tom could document these events; Tom said 
“yes” and he got a copy of the transferees’ policy from his seller, 
and sent it to the NAR President…who shortly thereafter went to 
meet with an executive of CNA.  And based on that meeting, 
CNA agreed to change its policy regarding its employees and 
the paying of those bonuses.    
I think it’s a pretty cool story, and Tom felt good about being 
involved in something so influential in helping members of the 
real estate profession.  
  
Another story from Tom Nally was just one of these funny sto-
ries.  The Moore McLain Nally & Shumaker agents were going 
out for a Tuesday morning “listing tour” and one of the listings 
belonged to Ed Smilak.  It had snowed the night before, but it 
was decided that they had to go see the new listings….that’s 
how it was back then, on Tuesday mornings.   So with about 6” 
of snow on the ground, they arrived at Smilak’s vacant listing 
which was way out in the country, in the northern part of 
Berks.  Tom said that everybody was complaining about having 
to drive so far in the snow that morning.  They at last arrived at 
the listing, and of course the front walk had not been shoveled, 
so they get out of the cars (about 5 cars, Nally remembered) 
and all these agents went  slogging through the snow, behind 
Smilak, toward the front door.  Ed had the key in his hand, but 
suddenly realized that he must have dropped it out of his cold 
hand into the snow.  But where??  After digging through the 
snow for a while with his bare hands, while listening to his fellow 
REALTOR® moan and groan about the cold, their shoes, etc., 
Ed had to stand up and declare that the key was gone and he’d 
have to find it after the snow melted, or get another one from 
the sellers.  Back to the cars.  On to the next listing.  Everybody 
mad at Smilak.   
  
Wishing you a prosperous and healthy/safe 2021.  If we sur-

vived 2020, we can survive anything, right?  ~Lorrayne 
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PRMG is a national privately held mortgage resi-
dential home lender. PRMG provides its cus-
tomers with innovative products, cutting edge 
technology and industry-leading customer service. Jamie is 
here to help anyone thinking of purchasing a home or looking 
to take advantage of the record low rates and refinance their 
current mortgage. You can reach her at 610-823-0694, email 
jtritz@prmg.net, website www.jamietritz.com 

Affiliate Spotlight 
Provided by: �W���Œ���u�}�µ�v�š���Z���•�]�����v�Ÿ���o���D�}�Œ�š�P���P�����'�Œ�}�µ�‰�U���/�v���X 

Jamie Tritz, Branch Manager of 
Paramount Residential Mortgage 
Group, Inc. is excited to announce 
the opening of her branch office at 
840 Ben Franklin Highway East, 
Douglassville, PA 19518. Jamie 
has 15 years of experience in the 
mortgage industry. Prior to working 
for PRMG, she worked for Ameri-
can Financial Network, Inc., and 
Customers Bank. She started as a 
loan officer assistant, moved up to 
loan officer and is now a branch 
manager. Her motto is “a little pro-
gress each day adds up to big re-
sults”. She has helped hundreds of 

homeowners who never thought owning a home was even a possi-
bility. Sometimes that has meant helping them get their credit 
score up or educating them along the way. Jamie is a family per-
son who has two busy pre-teens and a toddler and has still man-
aged to have record-breaking years for the past 2 years! 

mailto:jtritz@prmg.net,
http://www.jamietritz.com
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Real Estate in 2021:  
Plenty of Reason for Optimism  

 
A tax credit proposal and new construction are keys to improving home affordability, 
while creative reuse is the buzzword for commercial. 

The housing market was a spectacular surprise in 2020—and 
the positive trend will continue this year. Home sales in 2021 are 
expected to rise by around 10%. Home prices will also climb, but 
I expect more moderate increases than we’ve seen, a break for 
first-time buyers. Mortgage rates will continue to be favorable, 
staying at or near historic lows of 3% on average. The labor 
market will strengthen, especially as vaccines become widely 
available and life moves toward normal. 
Around 4 million net jobs could be added, a gradual rebound 
from the net loss of roughly 7 million during the pandemic year 
of 2020. The unemployment rate by the year’s end could be at 
5.5%, a great improvement from 14.7% in April 2020 when the 
nation was under a strict lockdown, but still a few notches up 
from the generational low of 3.5% right before the pandemic. 
Low mortgage rates have been the key reason for the housing 
market’s strong performance in the midst of the pandemic and 
high unemployment. Time and again, home sales have respond-
ed to rate changes. In 2018, the economy was roaring along 
with jobs, jobs, and jobs, but interest rates climbed as high as 
4.9% and home sales went into reverse. The annualized sales 
pace fell from 5.5 million at the beginning of the year to 5 million 
by year’s end. Taking another illustration, home sales were at 
the 5.2 million pace in September 2001 but then rose to an an-
nualized pace of 6 million by the end of 2002, even though the 
economy underwent a recession with job losses after the horror 
of 9/11. The faster pace of sales came because, over that peri-
od, mortgage rates fell from 7% to 6%. 
While mortgage rates are highly influential, they’re not the only 
factor affecting home sales. Given the substantial commitment 
and financial dollars at stake, consumer confidence and life-
cycle events such as marriage, changes to family size, and re-
tirement all play a role. During the pandemic, we learned that 
most people who work in offices could be just as productive at 
home, and this new reality will help fuel home sales in the post-
pandemic economy. Already, big tech companies are allowing 
greater work-from-home flexibility. Other organizations will no 

doubt follow in some hybrid fashion. Perhaps the work-from-
home trend was inevitable as internet speed and software im-
proved. The pandemic just accelerated the timeline in a flash. 
Owners who were content with their home before the pandemic 
are thinking about the benefits of another bedroom to use as a 
dedicated home office or are considering relocating to the coun-
tryside, knowing that commuting to downtown offices every day 
has become a thing of the past. Some consumers are turning to 
vacation properties as an appealing work-from-home option. The 
evidence is in the data showing home sales in vacation destina-
tions around Lake Tahoe, the Smoky Mountains, and the Atlantic 
Coast growing faster than in metropolitan markets. 
The encouraging news on the home front contrasts drastically 
with the specter of nearly empty office buildings. Those with 
leases are still mostly paying rent even though office spaces are 
not being used, and businesses with leases that are terminating 

By: Lawrence Yun,   
Chief Economist and Senior Vice President of Research  

at the National Association of REALTORS® 
REALTOR Magazine 
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are clearly reevaluating their space needs. In the second and 
third quarter of 2020, office usage dropped by a combined 74 
million square feet. The situation will not improve until the middle 
of this year; even then, the normal relationship between office job 
creation and net new leasing will not align as many companies 
will reevaluate and rejigger their office space needs. Downtown 
retail shops and eateries will also undergo a harsh transition from 
the reduced foot traffic. 
Commercial, industrial, and warehouse demand, meanwhile, are 
doing great. Net absorption, meaning the total space that became 
occupied minus the total that became vacant in a given time peri-
od, rose by 113 million square feet in the second and third quar-
ters of last year. While people are increasingly avoiding in-person 
shopping, e-commerce, already rising before the pandemic, 
made a hockey-stick upturn during this time. Even after vaccines 
arrive and people feel safer about going out, there is likely to be 
significant overcapacity of shopping malls. 
That’s why reuse and adaptation will be important. Successful 
shopping mall transformations result in mixed-use properties, 
allowing for residential, office, and retail spaces and medical clin-
ics. Other possibilities include online shopping fulfillment centers, 
sports facilities including gyms, self-storage areas, and even 
health care armories (to prepare for the next pandemic). 
Multifamily apartments are holding on reasonably well consider-
ing the pandemic’s effect on both occupancy levels and rent col-
lection. The housing shortage is the result of a decade of under-
production of all housing types. That is why apartment vacancy 
rates have been rising only by decimal points during this reces-
sion. Renters who would like to transition into ownership are fac-
ing sticker shock at home prices. Even with record low mortgage 
rates, affordability is barely improving because costs are outpac-
ing income. Nothing is as demoralizing as saving up for a down 
payment and continuing to find you never have enough because 
of fast-rising home prices. 

Help could be on the way. President-elect Joe Biden has pro-
posed a $15,000 first-time home buyer tax credit, which would 
be available at the closing table. In essence, it is down pay-
ment assistance. Some negotiation with Congress is needed 
to make it into a law, and surely there will be qualifying income 
limitations to ensure the benefit goes to those who need it 
most. This is certainly welcome news for many renters. But it is 
insufficient. 
The housing market is facing an acute inventory shortage. 
Adding more demand without addressing the supply will push 
up home prices at an even faster clip. That is why it’s critical to 
turn raw land into developable lots so that homebuilders can 
increase production. But Biden’s proposal to remove 1031 like-
kind exchanges from the tax code would hinder land sales and 
pile more negative pressure onto commercial real estate. With-
out serious reconsideration of the value of this tax incentive, 
home prices could take off and essentially negate the benefit 
of federally supported down payment assistance programs. 
The Biden administration is also likely to appoint Federal Re-
serve governors who will be more tolerant of higher inflation in 
order to quickly bring down the unemployment rate. That 
means printing more money. Don’t be surprised if, over time, 
prices for a tangible asset like real estate consistently outpace 
overall consumer price inflation. Even bitcoin, with its limited 
supply, may attract investors. 
Finally, under a Biden presidency, overall government spend-
ing is likely to rise. The goal: Fix the economy before worrying 
about the deficit. Spending on programs such as high-speed 
internet access for rural communities and improved rail trans-
portation to distant suburbs will have a positive impact, since 
demand will continue to increase outside of city centers. Land 
is plentiful and relatively cheap, making it easier for homebuild-
ers to construct homes. Only when the supply of new homes is 
growing does stimulating additional demand make sense. 
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$99 Club Investors  
$99.00 - $149.99 
annual minimum 

REALTORS® Political  Action Committee  

Thank You to all of our 2020 Annual Investors! 
The purpose of RPAC is clear: voluntary contributions made by REALTORS® are used to  

help elect candidates who understand and support their interests.   

CRYSTAL 

Merlin Weaver 
Berkshire Hathaway 

HomeServices 

Erica Ramus 
Ramus Realty Group 

Mark Mohn 
RE/MAX  of Reading 

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

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

Sterling ‘R’ Investor 
$1,000 annual minimum 

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

$1,500 to sustain  

Capitol Club Investors  
$250.00 - $499.99 
annual minimum 

Sharon Kehres 
Daryl Tillman  
Realty Group 

Susan Fox-McFadden 
Keller Williams  

Platinum  

Governor’s Club 
Investors 

$500.00 - $999.99 
Annual minimum 

Jamie Perez 
Keller Williams 

Platinum 

Conrad Vanino 
Keller Williams  

Platinum 

Marshall Lytle 
Commonwealth 

Real Estate 

Sean Moretti 
Destination Realty 

Tiffany Bingsley 
Commonwealth 

Real Estate 

Brittney Baker-Shurr 
Reading-Berks Association 

of REALTORS® 

Brad Weisman 
Keller Williams  

Platinum 

Beth Frick 
Guard Home 

Warranty 

Bonnie Eshelman 
RE/MAX of 
Reading 

Jack Fry 
RE/MAX of Reading 

Jason Burkholder 
Weichert Realtors 
Engle Hambright 

 

Heidi Wosak  
Bright MLS 

Dave Mattes 
RE/MAX of Reading 

Angela Tolosky 
Weichert REALTORS® 
Neighborhood One 

David DeTurck 
David DeTurck, 

REALTOR® 

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

& Appraisals 

Vicki 

Victoria Venezia 
RE/MAX of Reading 

Mark Chaknos 
Keller Williams 

Platinum 

Gregory Guydish Casper Ward 

Jeroen Harmsen RE/MAX of Reading 

Thomas Hoch RE/MAX of Reading 

Rebecca Johnson RE/MAX of Reading 

Nancy Jones RE/MAX of Reading 

Bradford Kissam RE/MAX of Reading 

Greg Knies Knies Insurance Group 

Debra Konowal Stewart Abstract of Berks County 

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

Gary Kubovcsak Assist2Sell Smart Choice Realty 
Brandon Lesagonicz Weichert Realtors Neighborhood 

Eva Eisenbrown �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

John Evans �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Gregory Evans Evans Appraisal Services 

Bruce Faust Faust Appraisals 

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

Ronald Flowers �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Thomas Franey Thomas P. Franey, REALTOR® 

Harry Fry RE/MAX of Reading 

Jon Gerhart �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

���v�P���o�}���'�]���v�v�}�« RE/MAX of Reading 

Kathleen Greiss RE/MAX of Reading 

  

Jim Adams Pagoda Realty & Property Management 

Jerry Amadio Berkshire Hathaway HomeService 

Sandra Behm Berkshire Hathaway HomeService 

Thomas Bellairs Bellairs Real Estate 

Jose Candelaria RE/MAX of Reading 

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

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

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

Glenda DeLillo ���}�o���Á���o�o�������v�l���Œ���Z���•�]�����v�Ÿ���o�����Œ�}�l���Œ���P�� 

Susan Diguglielmo RE/MAX of Reading 

Elizabeth Egner RE/MAX of Reading 
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On December 17th, members of the Reading-Berks Association of 
REALTORS® Commercial and Industrial Council met with David 
Myers and John Weidenhammer of the Berks Alliance to discuss 
the Alliance’s recent study on restoring passenger rail between 
the Cities of Philadelphia and Reading. 
The last train to Philadelphia left Reading on June 30th, 1981. 
Since then, many studies have been conducted on the possibility 
of bringing rail service back. The most recent study conducted 
earlier this year by the Berks Alliance took a look at not only the 
financial feasibility of restoring rail to Reading, but projected de-
mand and economic impact that such a project would have. In 
total, the entire project would cost an estimated $356 million, and 
cost $20 million annually. A previous study, conducted in 1999, 
estimated a price tag of $2 billion. 

However, the study 
found that these costs 
would absolutely be 
worth it. Estimated 
current and future rid-
ership would allow the 
rail to run at a profit, 
with a one-way ticket 
costing as little as $9. 
All in all, the Berks 
Alliance estimates 
more than $600 million 
in development and 
$1.08 billion in in-
creased property val-
ues between 2025 and 
2054 along the rail 
corridor. 
However, obstacles 
remain. Norfolk South-
ern Railway Corpora-
tion, the current own-
ers of the existing 
track, would need to 
come to an agreement 
over the Right-of-Way 
for use of the track 
from Norristown to 
Reading. Funding 
would also need to be 
arranged for the pro-

Michael Rivera �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Zylkia Rivera �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Sharon Rohrbach RE/MAX of Reading 

William Sands Sands & Company 

Johnathan Savant Reading-�����Œ�l�•�����•�•�}���]���Ÿ�}�v���}�(���Z�����>�d�K�Z�^�  

John Schmoyer Fulton Mortgage Company 

Alan Shuman Shuman Development Group 

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

Tod Slabik RE/MAX of Reading 

Patricia Smith RE/MAX of Reading 

Kevin Snyder RE/MAX of Reading 

Richard Sosa Springer Realty Group, Exton 

Turie Sotzin First Priority Bank 

Kelly Spayd �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

�<���š�����^�š���+�Ç �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Lisa Tiger Century 21 Gold 

Edward Tobias RE/MAX of Reading 

Steve Trego Trego Insurance Agency 

Amanda Weaver Compass Real Estate 

Randy Weidner RE/MAX of Reading 

Chris Werner RE/MAX of Reading 

James Williams RE/MAX of Reading 

David Zoschke RE/MAX of Reading 

Diane Longacre Realty Wise 

Donald Longacre Century 21 Longacre Realty 

�D���o���v�]�����D���©���• RE/MAX of Reading 

James McHale RE/MAX of Reading 

Tyler Miller �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Melissa Newkirk Weichert Realtors Neighborhood 

Penny Noll RE/MAX of Reading 

Rochelle Owens �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u���Z�����o�š�Ç 

Arlene Lee Parisi ���}�o���Á���o�o�������v�l���Œ���Z���•�]�����v�Ÿ���o�����Œ�}�l���Œ���P�� 

Dana Randazzo Berkshire Hathaway HomeService 

Patricia Rapposelli RE/MAX of Reading 

David Renninger RE/MAX of Reading 

Dana Riegel RE/MAX of Reading 

ject itself, and a first major step in obtaining that funding 
would be for PennDOT to include Reading in their Passenger 
Rail Strategic Plan, which could have major implications on 
the project’s eligibility for federal or state funding. Previous 
drafts of the plan included Reading under a list of projects 
“not currently funded for implementation.” 
Another major hurdle is the creation of a transportation au-
thority to run the track. The Southeastern Pennsylvania 
Transportation Authority (SEPTA) operates in Philadelphia 
and the surrounding four counties but was not granted the 
authority to operate lines in Berks. This means that Berks will 
need to work with its own neighboring counties to create its 
own public transportation authority. In an update on January 
21st, County Commissioner Christian Leinbach stated that a 
meeting with Montgomery and Chester County will be taking 
place within the week. "It was the first plan in 25 years that 
made fiscal and economic sense," Leinbach said. "It is a solid 
plan, and the formation of an authority with Montgomery and 
Chester counties will determine whether or not such an oper-
ation is truly possible." 
Despite these obstacles, John Weidenhammer and the Berks 
Alliance remain optimistic. R-BAR, the Greater Reading 
Chamber Alliance, the Berks Alliance, and our local elected 
leaders are working to make this project a reality. 
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���Œ�]�P�Z�š���•�š���Ÿ�•�Ÿ���•���•�Z�������o�]�P�Z�š���}�v�������u���v�������v�����P�]�À�����Ç�}�µ�������Ÿ�}�v�����o����
�]�v�(�}�Œ�u���Ÿ�}�v���š�}���•�Z���Œ�����Á�]�š�Z���Ç�}�µ�Œ�����o�]���v�š�•�X�����Œ�]�P�Z�š���}�+���Œ�•�������À���Œ�]���š�Ç��
�}�(���•�š���Ÿ�•�Ÿ�����o���•�}�o�µ�Ÿ�}�v�•���š�}���Z���o�‰���Ç�}�µ���•�š���Ç���µ�‰���š�}�������š�����}�v���š�Z�����o���š���•�š��
movement in your market and guide your current and poten-
�Ÿ���o�����o�]���v�š�•���]�v���š�Z���]�Œ���Z�}�u�������µ�Ç�]�v�P�����v�����•���o�o�]�v�P���‰�Œ�}�����•�•�X���t�Z���v���Ç�}�µ��
log into Bright, visit the Market tab to see all of the current 
���v�����Œ�������v�š�o�Ç���������������•�}�o�µ�Ÿ�}�v�•�����v�����u���l�����•�µ�Œ�����Ç�}�µ’re taking 
advantage of this valuable market intelligence.  

 

�>�����Œ�v�������}�µ�š���š�Z���•�������v�����}�š�Z���Œ���•�Ç�•�š���u���µ�‰�����š���•�����Ç�����©���v���]�v�P�����v��
upcoming training. Bright’�•�����µ�•�š�}�u���Œ���^�µ�������•�•�����}�����Z���•���}�+���Œ��
�Œ���P�µ�o���Œ���š�Œ���]�v�]�v�P���}�‰�‰�}�Œ�š�µ�v�]�Ÿ���•��
to help you make the most of 
�Ç�}�µ�Œ���D�µ�o�Ÿ�‰�o�����>�]�•�Ÿ�v�P���^���Œ�À�]�����X�� 

Register today at  
BrightMLS.com/Training or set 
up a custom workshop for 
�Ç�}�µ�Œ���}�8�����X   

Heidi Wosak CIPS,  
REALTOR®   

Customer  
Success Coach 

610-205-1722 
Heidi.Wosak@brightmls.com 

If 2020 taught us anything, it was 
that your business is always chang-
�]�v�P�X���z�}�µ���v���������Ç�}�µ�Œ���D�µ�o�Ÿ�‰�o�����>�]�•�Ÿ�v�P��
�^���Œ�À�]�������š�}�����v�Ÿ���]�‰���š�������v�����‰�Œ�}�À�]������
�•�}�o�µ�Ÿ�}�v�•�����Z���������}�(���š�Z���•�������Z���v�P���•�X��
Bright understands this important 
task, and is driving your business 
�(�}�Œ�Á���Œ�����Á�]�š�Z���]�v�v�}�À���Ÿ�}�v�����v�����µ�‰�r
dates to help you best serve your 
clients in 2021 and beyond.  

 

The BrightMLS.com Workspace introduces a new way to move 
�‹�µ�]���l�o�Ç���}�v���š�Z�}�•�������Œ�]�Ÿ�����o���š���•�l�•�X��Workspaces on the new Bright-
MLS.com help organize and share the most important tasks you 
�v���������š�}���š���l�����}�v�����À���Œ�Ç���Ÿ�u�����Ç�}�µ���o�}�P���]�v�š�}�����Œ�]�P�Z�š�X���Y�µ�]���l���D�>�^���v�µ�u�����Œ��
�•�����Œ���Z���]�•�����o�Á���Ç�•�����š���š�Z�����š�}�‰���}�(���š�Z�����•���Œ�����v�X���z�}�µ�Œ�����Œ�]�Ÿ�����o�����o���Œ�š�•�����Œ����
���À���]�o�����o�����(�Œ�}�v�š�����v���������v�š���Œ���Á�]�š�Z���Á�]���P���š�•���(�}�Œ���,�}�š���^�Z�����š�•�U���D�Ç���>�]�•�Ÿ�v�P�•�U��
���}�v���]���Œ�P�������v�����D���Œ�l���š���t���š���Z���š�}���Z���o�‰���Ç�}�µ���•�š���Œ�š���À�]���Á�]�v�P���o�]�•�Ÿ�v�P�•�����v����
take on other to-���}�•���‹�µ�]���l�o�Ç�����v�������8���]���v�š�o�Ç�X�� 

�h�‰�����š���•���š�}���>�]�•�Ÿ�v�P���D���v���P���u���v�š�����Œ�������Æ�‰�����š�������š�}���Z���o�‰���Ç�}�µ���Á�}�Œ�l��
�u�}�Œ�������8���]���v�š�o�Ç�����v�������}�o�o�����}�Œ���š�����u�}�Œ���������•�]�o�Ç�X��Throughout the year 
you’�o�o���•���������Æ���]�Ÿ�v�P���µ�‰�����š���•���š�}���>�]�•�Ÿ�v�P���D���v���P���u���v�š�U���]�v���o�µ���]�v�P��
�>�]�•�Ÿ�v�P�����•�•�]�•�š���v�š�U���Á�Z�]���Z���Á�]�o�o���Z���o�‰���Ç�}�µ���u�}�Œ���������•�]�o�Ç�����}�u�‰�o���š�������v����
���v�š���Œ���o�]�•�Ÿ�v�P���]�v�(�}�Œ�u���Ÿ�}�v�U�����}�o�o�����}�Œ���Ÿ�}�v���}�‰�Ÿ�}�v�•���(�}�Œ���d�����u�•�U�����v����
even the ability to collaborate with your photographer in the new 
�D�����]���������v�š���Œ�X���t���š���Z���(�}�Œ���u�}�Œ�����]�v�(�}�Œ�u���Ÿ�}�v���}�v���š�Z���•�����µ�‰�����š���•���•�}�}�v�X�� 

 

Spring into 2021  
with Bright MLS 

mailto:Heidi.Wosak@brightmls.com
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The R-BAR 5K committee wants to get a running start for this year’s 
fundraiser.  The first meeting is tentatively scheduled for  

March 8, 2021 at  NOON. Please reach out to  
Darren Kostival to find out how you can help  

now!  dkostival@goberkscounty.com 

REALTORS®:  
As an R-BAR REALTOR® Member 
you can download the digital app, and 
share both the digital and printed di-
rectories with your clients - offering 
them an instant list of contacts for their 
homeownership needs through our 
trusted affiliate supporters. 
 

AFFILIATES : 
As an R-BAR Affiliate Member your company will 
be promoted in the R-BAR Affiliate Resource 
Guide. The guide is printed and will also be of-
fered as a digital app for Apple and Android us-
ers.  Your membership ensures a simple contact 
information listing will be included in both.  Please 
be sure to renew your 2021 membership in a 

timely manner to receive this benefit. 

Printed Guides 

will be available in March 2021 

or once all the ad space is 
claimed.  The App is LIVE and 

waiting for you to download.  Just 
search R-BAR Connect and 
download the directory now!  

Take a look at the basic listings 
and for any additional questions 

please reach out to  

info@RealEstateInBerks.com  or to place an ad immediately reach out to Michelle 
Cole at 971-205-5323 or email her at michelle@membermarketinginc.com             

Check it all out at MemberMarketingInc.com/r-bar-affiliates 

mailto:dkostival@goberkscounty.com
mailto:info@RealEstateInBerks.com
mailto:michelle@membermarketinginc.com


Property Lines Winter 2020-21 • 20  

 



Property Lines Winter 2020-21 • 21  

 

By  James L. Goldsmith, Esquire 

 
 
Much of the Commonwealth is enjoying a seller’s market in resi-
dential real estate.  As a consequence, more offers exceed list 
price.  As a further consequence, we see more transactions fail-
ing due to properties not appraising at or above sale price. 
 
What happens when a lender issues a statement of credit denial 
and termination?   The answer can be found in the Agreement of 
Sale that states that the Agreement is contingent upon the buyer 
obtaining financing (paragraph 8) and that if the mortgage loan is 
not obtained for settlement, all deposit monies will be returned to 
buyer (paragraph 8(B)3). 
 
A prudent listing agent should verify the denial by obtaining a 
copy of the notice of declamation.  Maybe the denial was the re-
sult of buyer’s failing to make a full application or some other rea-
son that would be a breach of the Agreement. But if it is the fail-
ure of the property to appraise, what can the agent do to keep her 
seller’s transaction alive?   
 
Keeping the transaction alive will likely involve a reduction in the 
sale price or some other financial concession by the seller.  Thus, 
the first question should be whether the seller wants to continue 
with this buyer at a reduced sales price.  Is it likely there is anoth-
er buyer willing to pay a similar amount but needs to borrow less 
or nothing, or will another buyer bring the same problem?  Further 
does the seller need a quick sale or does she have the luxury of 
time?  And what is the impact of the property going from active to 
pending to active, and the relative market conditions in that partic-
ular community?   
 
If the seller wants to keep the current transaction alive, then it’s 
clear that the seller will have to make concessions.  Even then, it 
is likely that the buyer will not be required to move forward.  To 
keep the transaction alive, the buyer will have to have remain 
interested.   If that is the case, and the parties are in accord, the 
Agreement can be modified to reflect the appraised value as the 
purchase price with the properly adjusted loan amount.  Be sure 
to check with the lender to determine whether the revised pur-
chase price and mortgage terms will be acceptable. 
 
What if the buyer does not want to purchase the property even 
though the seller is willing to make concessions?  Many buyers 
just don’t want to buy a property that didn’t appraise for the 
amount they first offered.  For them, this may be a stigma they 
can’t ignore even if the seller will generously reduce the purchase 
price.  Can a seller insist that the transaction go forward when the 
purchase price is reduced to the appraised price?  Many sellers 
and agents tend to think so.  
 
To those who believe a seller’s reduction in sales price keeps the 
deal alive, I ask where in the Agreement does it so provide?  
What I see is (1) the Agreement is contingent upon financing (and 
it didn’t happen); and (2) that if the loan is not obtained, the trans-
action is terminated and the buyer gets the deposit money.  So 
why then, does the buyer have to agree to different terms if the 

By:  James L. Goldsmith, Esquire  

seller offers?  An answer frequently given is that the mortgage 
contingency clause in paragraph 8(D) gives “Seller the right … 
to contribute financially … to Buyer … to make the above mort-
gage terms available to Buyer.”  The “above mortgage terms” 
are found in the boxes provided at the beginning of the Mort-
gage Contingency Clause and they include loan amount, mini-
mum term, type of mortgage, and so on. 
 
Sellers reason that when they reduce the sale price to the ap-
praised amount, they are contributing financially to the buyer to 
make the terms available. Yes, reducing the sale price might 
make a mortgage available to buyer, but that alone will not 
make all of the terms recited in the contingency available to 
buyer. The provision allowing sellers to make contributions is 
generally used and appropriate when the interest rate commit-
ted by the lender is higher than that recited in the term, or there 
was an origination fee that wasn’t contemplated.  Seller can 
easily make contributions that will reduce the interest rate or 
the amount of the origination fees to fall within the parameters 
recited in the Agreement. Not so here. 
 
Sellers who are willing to reduce the purchase price are under-
standably upset when the buyer refuses to move forward.  
They may complain about having taken the property off the 
market while doing everything possible to make the sale work.  
This is a reason one needs to keep an eye on the commitment 
date and why a seller should consider terminating if a commit-
ment has not timely issued.  Why keep the property off the mar-
ket longer if there are qualified buyers in abundance!  Of 
course, it remains a possibility that the property won’t appraise 
for a subsequent buyer.  
 
Finally, when a buyer walks because their mortgage did not 
come through, does the buyer have to submit a Notice of Ter-
mination?  No, it is sufficient to demonstrate that the loan was 
not granted.  The Agreement of Sale already says that when 
the loan is not granted that the Agreement is deemed terminat-
ed and the buyer is to receive their deposit.  The Notice of Ter-
mination is generally used when the Agreement provides one 
party with the right to terminate upon a set of circumstances.  
The Agreement is replete with guidance that the party must 

notify the other, in writing, of ter-
mination.  The Notice of Termina-
tion fits this bill.  If you have ques-
tions on the Notice of Termina-
tion, see my article recently pub-
lished in PAR JustListed! on this 
subject. 
 
Copyright James L. Gold-
smith, Esquire  



Property Lines Winter 2020-21 • 22  

 

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

  
Lora Evans 

Mortgage Originator 
Levans@Orrstown.com 
Orrstown.com/Lora-Evans 

1100 Berkshire Blvd., Suite 302, 
Wyomissing, PA 19610 

Cell: 610-698-6841  |  Fax: 717-754-0376 

Providing expertise and knowledge to each customer for over 24 years! 

Orientation & Induction class –New Members  

Paramount Residential Mortgage Group, Inc; Jamie Tritz  

Berkshire Hathaway HomeServices Homesale Realty:  
Therese Bubacz 
Bold Realty:  Jipsy White 
Century 21 Gold:  Nichole Killeen, Peter Rummel 
Coldwell Banker Residential Brokerage:  Robert Kipling, Da-
vid A. Partridge, Charles Pashley 
Commonwealth Real Estate LLC:  Marissa Bingham 
EXP Realty:  Rebecca Haag 
Inari Realty:  Margaret Pizarro 
Iron Valley Real Estate Berks County:  Jared Nase, Harry 
O’Neill 
Keller Williams Platinum Realty:  Gabriella Carannante, Jon 
Gerhart, Edward Hollock, Beth Niedrowski, Brett Rottmann, 
Shannon Marie Simpson, Jakob Templin 
Pagoda Realty:  Hedley Rowecliffe 
Ramus Realty:  Evan Breisch 
Re/Max of Reading:  Emily Gordon, Michele Portner 
Weichert REALTOR Neighborhood One:  Ryan Weller 
Weichert REALTORS Welcome Home:  Robert Robinson 

mailto:Levans@Orrstown.com
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PLEASE NOTE: All events will be held unless cancellations are necessary 
to adhere to Covid-19 restrictions and CDC Guidelines. 

SPRING IS AROUND THE CORNER!  
The outreach committee held their first planning meeting of the year and are excited to 
begin their 2021 service projects. With Spring being only about one month away (YEAH!) 
we will begin our year with our annual Easter Basket for Berks project which provides filled 
Easter Baskets for children in need. Due to the pandemic, we were unable to complete this 
project in 2020 and had to stop mid-way through, if your office still has baskets from last 
year that can be used again, if you can please reach out to us to let us know how many you 
are holding and are able to fill and return this year. You can either email the committee’s 
staff liaison Kathy Stoica at kathys@realestateinberks.com or the Project coordinator, Tina 
Hogue at tinahoguerealtor@gmail.com. If your office did not get any baskets last year and 
would like to participate in our project this year, please reach out to us.  
The committee is also planning on holding a Blood Drive in April 2021 and the annual Elec-
tronic Recycling & Shredding event in May 2021. Please be on the look-out for emails about 
these upcoming events as we get closer to the date. Please note, there will be a limit for 
shredding material per vehicle this year.  

FORE!  
The Entertainment Committee is planning a women’s golf clinic this spring. They are looking 
to see how many individuals would be interested in participating. If you would like to im-
prove your golf skills or have never played and would like to learn, please reach out to En-
tertainment Committee Chair Deb Konowal at debrak@stewartabstract.com to let her know 
and receive additional information about the clinic.  
 

TAX SEASON IS UPON US  

Reminder, if you need a copy of your dues receipt for your taxes, you can find that on our 
member portal by visiting:  https://www.realestateinberks.com/register, clicking the link to go 
to the IMS and logging in. On the left hand-side you will find “Pay your R-BAR Bill”, and 
once you are in the payment screen look for a button at the top that says, “View PAID and 
UNPAID Invoices”. Here you will find your receipts. Remember to share the following infor-
mation regarding dues payments with the individual that prepares your taxes:  
A PORTION OF YOUR 2020 DUES IS NOT DEDUCTIBLE FOR INCOME TAX PURPOS-
ES. Certain provisions of the Tax Act regarding lobbying expenses limit the extent to which 
your national, state, and local dues can be deducted for income tax purposes. We have 
been advised by the National Association of REALTORS® that a percentage of each mem-
ber's dues are declared not deductible for income tax purposes based upon the relationship 
of the association’s total dues income to the association's total lobbying expenditures. The 
percentages for 2020 dues paid is: 38% of NAR $150 dues ($57.00), 7% of PAR $150 dues 
($10.50) and 6% of R-BAR dues ($11.70). The $35 NAR Consumer Advertising assessment 
is included in your national dues. This assessment fee is not prorated and qualifies as de-
ductible dues.  

If you joined during the year and paid pro-rated dues, you will want to make sure to apply 
the percentage to the amount paid on your receipt.  

mailto:kathys@realestateinberks.com
mailto:tinahoguerealtor@gmail.com.
mailto:debrak@stewartabstract.com
https://www.realestateinberks.com/register,
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Postmaster -  Please deliver between February   8-12 

2020 Sponsors 
Platinum Sponsors 

Bronze Sponsors 
Bright MLS,  Fleetwood Bank, Greater Reading Chamber Alliance 
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