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By Erica Ramus,  2021 R-BAR President 

As I write this it is July and we are over halfway through 2021. By the time you read this it will probably 
be August or even later in the year. It has been an amazing year so far in many ways. Our inventory 
shortage is probably the number one topic of discussion amongst agents, and yet we are at an all-time 
high in number of Realtor® members nationwide. This makes doing business harder, not easier. Com-
petition for listings is fierce. Competition between buyer agents to "win" the buyer the house is down-
right difficult and in many situations can turn nasty. A few reminders: 

At some point this market will change. It will swing between a seller's market eventually to a buyer's market. For those of us who 
have been in business more than 10 years (21 years for me) we know this fact. The Queen of the Listings will be knocked from her 
pedestal when it turns to a buyer's market. So just hold tight and watch what happens.  

�x�� Be professional in all your dealings. People will remember how you acted when the pressure was on and when you had a diffi-
cult situation to handle.  

�x�� Be kind to others - buyers, sellers, customers and other agents. People will remember later if you are not kind. You can be firm 
and a tough but a fair negotiator - don't be nasty or underhanded. It may come back to bite you later. 

�x�� Be a strong fiduciary for your client - and recognize it's often better 
to negotiate from a win-win standpoint rather than an adversarial posi-
tion. Throwing another agent under the bus or not allowing showings, 
not presenting offers, etc, may come back to haunt you.  

Your client should call the shots and dictate which offer they choose, 
how they choose, etc. Do not make decisions for the client. 

When in doubt on what to do in any decision - please talk to your bro-
ker first. Don't go on Facebook to ask questions regarding contracts or 
office policy when your broker should be the first point of contact. If 
you need an immediate answer, right now, still call your broker. Face-
book or others cannot or should not be there to crowdsource the an-
swer for you. Besides your broker, you can call the PAR Legal Hotline. 
1-800 -727 -5345 But first line of defense should be your broker. That's 
their job. Nobody - no other broker or random Facebook friend can 
answer you in contract questions or office policy matters.  

Finally, just be decent human beings please. Does that sound 
strange? It should. But every week I hear horror stories of agents who 
are not being decent. We have buyer agents knocking on sellers' doors 
to try to gain access to Coming Soon or Pending sales. We have seller 
agents who are shutting out buyer agents from appointments so they 
can double side the transaction. And we have agents on all sides who 
are working very hard to circumvent the NAR and MLS rules on how 
we must enter listings and handle presentation of offers. Please stop. 
You never know when this market will shift and maybe these bad ac-
tors will be caught in the changing tide. Stop now because your fellow 
agents will remember who was kind and professional, and who shut 
them out cold. What comes around goes around. Think about that.  

President’s Pen 
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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! 

Call for Nominations 

�i �� Affiliate of the Year 
�i �� Grow With Berks Award 
�i �� Municipal Official of the Year 
�i �� REALTOR® of the Year 
�i �� Volunteer of the Year 

REALTOR® and Affiliate Annual membership dues invoices will 
be sent to members via e-mail in mid-October.  
If you’d like to pay your dues in an  INSTALLMENT PLAN please 
sign-up by October 25th. You can pay your 2022 annual dues in 
four equal installments (made in October 2021, November 2021, 
December 2021, and January 2022).  
 
INSTALLMENT PLAN FORMS will be available on October 1, 
2021 and must be submitted to participate in the payment 
plan for 2022 dues.   
 
ALL 2022 Membership dues are payable by January 31, 2022.  
Questions?  Contact Kathy Stoica, Dir. Of Operations & Events at 
kathys@realestateinberks.com or call 610-375-8458. 

2022 DUES  
 

Installment Plan Sign Up:  
October 25, 2021 

 

Dues PAID in Full:  
January 31, 2022 

2022 DUES NOTICE  

For additional information or to  
request a Nomination Form emal  

info@RealEstateInBerks.com 

 
ALL entries due by October 31, 2021 

mailto:Levans@Orrstown.com
mailto:kathys@realestateinberks.com
mailto:info@RealEstateInBerks.com
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By Brittney Baker Shurr, Association Executive 

 
Recently, I was contacted by a local broker in our area. 
This broker has many years of experience in real estate 
and served on the R-BAR Board of Directors. The broker 
forwarded me a letter, received in the mail from an attor-
ney, alleging website non-compliance and discrimination 
prohibited by the Americans with Disabilities Act (ADA) 
and Fair Housing Act (FHA). The attorney claims to rep-
resent claimant, Pursuit of Respect, Inc. - a not-for-profit 
advocating for persons with disabilities throughout the 
country.  
The letter states “the barriers encountered on your web-
site resulted in a discriminatory impact on those who are 
visually impaired…. The company acted without due care 
and violated key provisions of the statute described 
above by publishing information on its website which fails 
to provide reasonable accommodations for blind and vis-
ually impaired persons.”  
Pause for a second. Now, as a REALTOR®, reflect for a 
moment on how you conduct business day to day to best 
serve persons with disabilities - above and beyond your 
website. You should be well prepared to make reasona-
ble accommodations to the public, especially those with 
disabilities.  
However, this letter concludes with “a proposal for resolu-
tion and remedial measures”. The prescribed remedy 
includes mediated negotiations, paid legal fees totaling 
$6,000 and finally lists implementable website accessibil-
ity measures. It closes by urging the broker to contact the 
law firm or face further legal action.  
Is this letter legitimate? What would you do if you re-
ceived it? Well, after much research and consultation with 
legal staff at the National Association of REALTORS®, 
here’s what you should know.  

ADA demand letters may claim 
noncompliance violates the Fair 
Housing Act, which is not true. 
These unsupported claims are 
merely self-serving attempts to 
extract money in the form of 
attorney’s fees and other costs 
from real estate professionals. 
Be proactive! Assess your website’s current accessibility 
and take preemptive steps to address and enhance any 
accessibility issues. Speak to your website provider about 
what measures are being taken to address your website’s 
accessibility and be sure to address these issues in your 
contract with the provider. 
Include an accessibility statement on your website that pro-
vides contact information where a user can report difficul-
ties navigating the website or can find help in accessing 
information or services. 
Inform and consult R-BAR. Staff may already be familiar 
with the issue. Our staff are here to support you and your 
business. Our advice is free and we have well established 
relationships with the state and national association legal 
departments and resources to assist you. If we do not have 
the answers, we will direct you to someone who does.  
After the broker has been made fully aware of the letter, 
contact the PAR Legal Hotline. Again, this is a member 
benefit; a free resource available to all PA REALTOR® 
members.  
If, despite your best efforts, you find yourself on the receiv-
ing end of one of these “ransom” demand letters, NAR rec-
ommends contacting your insurance carrier and obtaining 
legal counsel to assess the next best steps. 

The Reading-Berks Association of REALTORS® is seeking 
candidates for two (2) Director positions for 2022. We need a 
strong and diverse Board of Directors to keep us relevant in this 
ever changing industry.  2022 will be our associations’ 100 year 
anniversary and we are looking for industry leaders and innova-
tive professionals like YOU to keep us in the forefront of these 
changes. If you are interested in applying for a Director position, 
submit your application to the association office no later than  
Monday, September 20, 2021.  
The R-BAR Nominating Committee will conduct interviews with 
prospective applicants in October. If you have questions re-
garding the application or interview  process, please contact  
Brittney Baker Shurr  
R-BAR Association Executive,  
at (610) 375-8458 or Brittney@realestateinberks.com  

mailto:Brittney@realestateinberks.com
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It’s been said we are in some crazy real estate times right now.  
We’re all feeling it: multiple offers, cash offers, huge escalation 
clauses, contingency removals, buyers paying both sides of the 
transfer tax, buyers paying all or some of the commission, sappy 
love letters… nothing is surprising anymore.  I have compared 
the condition of the current housing market to that of the toilet 
paper craze we experienced shortly after the Covid outbreak 
started; it’s the mentality of “there isn’t enough of it, that must 
mean I have to have it.”  I’ve been in this industry long enough 
to have experienced the real estate frenzy that hit back in 2005-
2007.  This one is different, and the difference is inventory. Part 
of the inventory issue is the lack of new construction.  From 
2000-2006, we were seeing about 2 million new build units a 
year in this country.  Due to gun-shy builders, stricter develop-
ment and building regulations and now, of course, the volatility 
of material cost, new construction has averaged less than 1.3 
million units per year for the past three years. To bring it to a 
local and more understandable level: according to Bright MLS, 
in Berks County we currently have about .55 months of supply 
inventory.  In other words, if homes stopped entering the market 
now, the housing supply would be exhausted in just over two 
weeks.  This is significantly lower than what we were experienc-
ing before the housing market crash of 2007-2008.  But I di-
gress.  I’m not writing an article about the inventory issue; that’s 
been done enough.  I’m here to talk about a lesser-known issue 
we are experiencing and one that seems to have a more omi-
nous future: appraisals! 
 We have plenty of buyers that want to buy and we have banks 
willing to lend, but with each loan, we need an appraiser to de-
termine the fair market value of the property in order to assure 
the bank that it is making a wise decision in lending the money 
for a particular home.  This is an inherently flawed system.  Ap-
praisers are using old data to determine current values.  When 
markets are rising like our current one, it is difficult for the ap-
praisers to keep current.  Yes, they take market trends into con-
sideration, but are these trends even accurate for a particular 
area or region?  I’m not blaming the appraisers; they’re in a 
tough position.  They need data to justify their reports, and of-
tentimes the data just isn’t there.  Appraisers are hesitant to pick 
up appraisals that they fear won’t hit value.  We all know what 
happens when these reports come in low: it throws a wrench 
into the entire process.  Either a seller is getting money taken 
out of their pocket or a buyer is coming up with the extra cash to 
get to the closing table.  The bottom line is that someone is not 
going to be happy.  Next, appraisers are getting irate phone 
calls from the agents, lenders, sellers or buyers trying to con-
vince them that they didn’t do their job properly and should re-
consider their findings.  I recently spoke with one appraiser who 
said they are getting 30-50 orders a day from Appraisal Man-
agement Companies (AMCs).  AMCs are the third-party ser-
vicers of appraisals and they prevent direct communication be-

tween the lender and the appraiser.  Although AMCs have been 
around for 50 years, they’ve come into prominence more recently 
thanks to the Dodd-Frank and Truth-in-Lending Acts which were 
created, in part, to stop the influencing of appraisers - a problem 
that many believe contributed to the housing crash.   
For those that are unclear on the appraisal process, it goes some-
thing like this: the lender contracts with an AMC to order their ap-
praisals. The AMC has a list of preferred appraisers.  The AMC 
reaches out to that list to see which appraiser is willing to pick up 
the appraisal.  The appraisers pick and choose which appraisals 
work for them.  In a market like today’s, the appraiser holds all the 
cards. Often, it’s the appraiser who is telling the AMC what the 
terms are.  “I will have this done for you in three weeks and it’s 
going to cost you $500.”  Or, “I will get this done faster if you pay 
me $100 more.”  If the AMC doesn’t like the terms or if there isn’t 
enough ‘meat on the bone’, they will shop that appraisal to other 
appraisers.  It’s not unusual that an order goes around and around 
for days or weeks and no appraisers pick it up.  Eventually, it goes 
back to the appraiser that said they’d do it for $500, but now they 
need $600 and they’ll have it done in three weeks from today.  Now 
we’ve lost a week and someone is going to have to pick up the 
extra $100.  Starting to see why settlements get delayed?  Or, 
maybe an out of county appraiser is willing to do it for less because 
they’re in a slower market.  Now that appraiser, who doesn’t have a 
firm grasp on the local real estate market, is stepping into an un-
known realm.  Is this really the best person to be determining the 
value of this property?   
I believe that the problem is rooted in the lack of appraisers.  
Requirements for becoming a PA Certified Residential Appraiser 
are tough.  In PA, an appraiser must be at least 18 years old, hold 
a bachelor’s or equivalent degree, have 2,500 hours of experience 
in no fewer than 24 months and have 200 hours of qualifying edu-
cation courses.  No wonder that the average age of appraisers in 
PA is upwards of 60 years old.  And it’s not getting any better.  
Remember the 2,500 hours required?  Someone has to provide 
this training.  Number one, who has time for that right now?  Num-
ber two, who wants to train their future competition for when the 
market normalizes?  Houston, we have a problem.   
With the intensity of the current market, time is more than ever of 
the essence and tensions are high.  Buyers are putting it all on the 
line and agents are under the gun to get highest and best offers 
accepted.  We are accustomed to waiting for the appraisal, some-
times holding our breath, but what we’re not accustomed to is not 
knowing whether the appraisal will even happen on time.  In this 
market, who needs that added stress?  And while we can identify 
the problem, it’s difficult to know what the solution is.  Do we incen-
tivize new appraisers to enter the field and more evenly distribute 
the work load?  Lower the standards for obtaining certification? Pay 
appraisers  more money?  Oftentimes, the way these problems 
rectify themselves is with time and with a return to normalcy.  

By: Craig Stringer, REALTOR® 
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$99 Club Investors  
$99.00 - $249.99 
annual minimum 

REALTORS® Political  Action Committee  

Thank You to all of our 2021 Second QuarterInvestors! 
 

CRYSTAL 

Merlin Weaver 
Compass  

Real Estate 

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 om 

���]�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  

Mitch Darcourt 
Pagoda Realty & 

Property Manage-
ment 

Capitol Club Investors  
$250.00 - $499.99 
annual minimum 

Sharon Kehres 
Daryl Tillman  
Realty Group 

Susan Fox-McFadden 
Keller Williams  

Platinum  

Eva Eisenbrown 
Keller Williams 

Platinum 

John “Jack” Evans 
Keller William 

Platinum 

Tiffany Bingsley 
Commonwealth 

Real Estate 

Brad Weisman 
Keller Williams  

Platinum 

Jason Burkholder 
Weichert Realtors 
Welcome Home 

Dave Mattes 
RE/MAX of Reading 

David DeTurck 
David DeTurck, 

REALTOR® 

Vicki 

Victoria Venezia 
RE/MAX of Reading 

Tyler Miller 
Keller Williams  

Platinum 

The purpose of RPAC is clear:  

Voluntary contributions made by  

REALTORS® are used  

to help elect candidates  

who understand and support their interests.   

Todd Sell 
Pagoda Realty & 

Property Management 

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

Realty & Appraisals 

Yohanny Baret Daryl Tillman Realty Group 
Rose Beck RE/MAX of Reading 
Sandra Bieber RE/MAX of Reading 
Joseph Bilek Compass Real Estate 
�<���Ÿ�� Broskey �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Jose Candelaria RE/MAX of Reading 
Peter Champagne Coldwell Banker Realty 
Robin Clemons RE/MAX of Reading 
Susan Diguglielmo RE/MAX of Reading 
Eric Donahue RE/MAX of Reading 
Elizabeth Egner RE/MAX of Reading 
Bonnie Eshelman RE/MAX of Reading 
Bill Evans ���µ�•�Ÿ�v���Z�����o���W�Œ�}�•�U���Z�����o�š�}�Œ�• 
Taylor �&���Œ�Œ���« �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Venus �&�]�}�Œ���À���v�Ÿ RE/MAX of Reading 
Ronald Flowers �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
�:�}���©�� Frey RE/MAX of Reading 
Harry Fry RE/MAX of Reading 
Jamie Geyer �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Angelo �'�]���v�v�}�« RE/MAX of Reading 
Collier Golden RE/MAX of Reading 
Kathleen Greiss RE/MAX of Reading 
Peter �'�µ�•�Ÿ�• �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Jeroen Harmsen RE/MAX of Reading 
Donald Hutchison RE/MAX of Reading 
Rebecca Johnson RE/MAX of Reading 
Nancy Jones RE/MAX of Reading 
Bradford Kissam RE/MAX of Reading 
Patricia �<�}�E�� RE/MAX of Reading 
Darren �<�}�•�Ÿ�À���o RE/MAX of Reading 
Gary Kubovcsak Assist2Sell Smart Choice Realty 
Barry Lausch Daryl Tillman Realty Group 
Diane Longacre Realty Wise 
Philip Macaronis RE/MAX of Reading 
Keith Malone RE/MAX of Reading 
Linda Manzella RE/MAX of Reading 
Melanie �D���©���• RE/MAX of Reading 
James McHale RE/MAX of Reading 
Eric Miller RE/MAX of Reading 
Mark Mohn RE/MAX of Reading 
Penny Noll RE/MAX of Reading 
Cynthia Oswald RE/MAX of Reading 
Mark Owens �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Rochelle Owens �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Patricia Rapposelli RE/MAX of Reading 
David Renninger RE/MAX of Reading 
Sharon Rohrbach RE/MAX of Reading 
Robert Schmitz �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Mark Shanaman RE/MAX of Reading 
�:���+�Œ���Ç Sicher John Monaghan Group Kutztown 
Christopher Smith Daryl Tillman Realty Group 
Patricia Smith RE/MAX of Reading 
Kevin Snyder RE/MAX of Reading 
Richard Sosa Springer Realty Exton 
Kate �^�š���+�Ç �<���o�o���Œ���t�]�o�o�]���u�•���W�o���Ÿ�v�µ�u 
Daryl Tillman Daryl Tillman Realty Group 
Lisa Tillman Daryl Tillman Realty Group 
Edward Tobias RE/MAX of Reading 
Angela Tolosky Weichert Realtors Neighborhood One 
Randy Weidner RE/MAX of Reading 
Gregory Werner RE/MAX of Reading 
Chris Werner RE/MAX of Reading 
���Œ�]�©�v���Ç �t�Z�]�ž�}�Œ�� Daryl Tillman Realty Group 
James Williams RE/MAX of Reading 
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were requiring the repairs to be made before set-
tlement, or funds to be put into escrow before the 
property could be sold, requirements that violated 
state law. But the requirements remained in place 
until a Realtor® won office on Borough Council at 
the end of 2019, and repealed the inspection ordi-
nance in its entirety. 

This wasn’t just a win for our membership, it was a 
win for anyone who was looking to buy or sell their 
home in Laureldale who wouldn’t be saddled with 
a $5,000 sidewalk bill just weeks from the most 
important financial decision of their lives. While 
this is just one example, stories like this have 
played out throughout Berks County, wherever 
Realtors® have taken the plunge into serving their 
community. 

Regardless of your political affiliation, it has been 
a frustrating past few years in America's legislative 
landscape. Amidst the partisan bickering and leg-
islative gridlock, state and federal governments 
are struggling to get much of anything done. It is 
up to us on the local level to make up that gap, 
and nobody is better qualified to help improve their 
local community than a Realtor®. 

���‡�‰�‹�•�Ž�ƒ�–�‹�˜�‡�����”�‡�ƒ�•�ˆ�ƒ�•�– 
 

Thursday, October 14, 2021 
 

DOUBLETREE BY HILTON  

701 Penn St, Reading, PA 19601 
 

��������������������������  

Why REALTORS® Make Good Elected Officials 

Thousands of Realtors® across America serve as 
elected and appointed officials, from local townships 
to US Congress. Given their typical personality 
traits, perhaps it’s not surprising that many Real-
tors® make natural politicians. Realtors® are people
-oriented, they are savvy negotiators, and they care 
about the communities they live in. After all, Real-
tors® are not just selling a home, they are selling an 
entire neighborhood. They understand its strengths, 
and they understand where the neighborhood’s 
weaknesses lie. The benefits of this knowledge to 
the real estate community are clear. 

As a public servant, elected officials must represent 
the interest of all of their constituents, so there are 
no guarantees that an elected Realtor® will vote our 
way 100% of the time. But nobody knows the issues 
that Realtors deal with than those who experience it 
day in and day out. 

In 2019, our association was inundated with com-
plaints about Point of Sale inspection requirements 
in the Borough of Laureldale. Not only was the Bor-
ough requiring expensive sidewalk repairs – some-
times in places where no sidewalk existed – they 

By: Johnathan Savant, Director of Government and Community Affairs 

 

Michael Rivera, Realtor® 
Berks County Commissioner 

 

Tiffany Billingsley, Realtor® 
South Heidelberg Township Supervisor 

 

Rick Heffner, Realtor® 
Laureldale Borough Council 

 

Kevin Snyder, Realtor® 
Heidelberg Township Supervisor 

 

Dana Randazzo, Realtor® 
Shoemakersville Borough Council 

 

Fred Levering, Realtor® 
Mayor of Wyomissing 



Property Lines Summer 2021 • 12  

 



Property Lines Summer 2021 • 13  

 

Life Adventures By: Lorrayne Klahr, REALTOR® 

The other day I was talking with John Gross, the Broker-owner of 
a long-standing real estate company, and also a friend.   We 
were discussing this crazy market.  He is experienced and knowl-
edgeable, and has a lot of perspective.  No, we didn’t solve the 
problems of inventory or appraising.  I was complaining about 
again having to write multiple agreements of sale for a buy-
er.  This last time it was 6 agreements.  Ugh.  It’s not unusual, but 
it is exhausting for an agent and demoralizing for a buyer.  The 
6th one worked out, but it’s so very stressful.  John told me that 
his agent had just written her 14th offer until that last one was 
accepted.  Now that is crazy.  

For a very insightful view of this current real estate market, see 
the article in this issue on page 9 by Craig Stringer.   

So I’m thinking that maybe we need a few stories from a more 
normal time, long ago, and I have a few to share with you.   

Arlene Parisi was on a listing presentation, touring the home to 
price it and to secure the listing.  There was an aquarium/
terrarium in the living room on the entertainment center, and, 
based on the placement of that item, the owners obviously took 
pride in it.  Arlene decided to take a closer look at it, and in it 
were several large rats.  She told me, “I backed away, trying to 
hide my reaction”, and she decided to ask the seller why they had 
rats as pets.  “I really wanted to ask them if they caught these 
pets on-site!”, she said. The owners explained that they found the 
rats to be good pets, and were very proud of them. Arlene tried 
gently to explain that some prospective buyers might be afraid, 
and it could be a distraction and maybe put a sale at risk, de-
pending on the buyers’ feeling about rats.  Her suggestion:  throw 
a cover over the terrarium for showings, to hide the rats.  The 
sellers were not happy but they agreed to do that.  Great 
idea!  They got a buyer, went to settlement, and the new owners 
were never the wiser.  And Arlene added that the lesson here 
is:  sometimes you just need to cover up some rats. 

Here’s another cooperative-seller story.  Denise Commings had a 
seller who was willing to do whatever she was asked in order to 
get the house ready for showings.  When Denise went to the 
property and was walking through with the seller, the wife carried 
a tablet and pen as they walked from room to room, making a 
list.  Denise told her precisely what to do…some painting here, 
remove that clutter there, etc.  They went back to the LR, and the 
owner’s dog came up to Denise.  “Might as well address the dog 
issue,” Denise thought.  She explained that some people fear 
dogs or don’t like dogs, and it’s best to not have the dog here for 
showings.  Less than a week later, the house was ready to list 
and the seller asked Denise to come and inspect it. She went 
back, walked through the house with her seller, who had the list, 
and was checking off items and pointing them out to Denise as 
they went along.  She said to Denise, “And oh yes, we put the 
dog to sleep as you requested”.  Needless to say, Denise almost 
fainted…and yes, they did really have the dog put to sleep!  The 
dog was gone, forever.   

The amazing real estate technology of today…cell phones, 
electronic signing and on-line docs to name a few…began 
slowly and began with those who were willing to be pio-
neers.  One of my favorite stories is from Ed Jenkins.  When he 
was first in real estate in ’76, he got a car phone, rotary di-
al.  There were only a few other agents around with that star-
tling technology.  The other offices did not want to cooperate, 
however. Ed told me that if he’d call from his car for property 
information or to set up a showing, he was usually told, “we 
don’t like to give that information over a car phone.”  Another 
story from Ed, whom I always credit with carrying us Realtors, 
kicking and screaming, into the real estate computer age, in-
volved his presentation to the Board of Directors.  He was sug-
gesting the adoption of a computerized Multiple Listing Service, 
and “I kind of got boo-ed off the stage”, he confided.  It wasn’t 
funny to Ed at the time, but others thought it was funny.  It took 
over 5 years until we got our first computers for multi-list.  Ed is 
always slightly ahead of his time.  Thank you, Ed. 

Yep, we do have many problems in today’s crazy market, but 
the problems of 25-or-more years ago, though very different, 
were just as frustrating.  Not only rats and dogs, but more com-
mon were lease-purchases, 48-hour kick-out clauses, rent-to-
own, expired listings, open houses every Sunday in order to get 
properties shown to prospective buyers.  I remember Bill 
McLain saying to me, when I first started in real estate, “Nothing 
is easy.”  He was so right.   We’ll get through this crazy time, so 
hang on, everybody.     
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Heidi Wosak CIPS,  
REALTOR®   

Customer  
Success Coach 

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

Many of the compliance notices that Bright subscribers receive 
can be easily avoided. A few adjustments can help keep violations 
notices out of your inbox. Follow the DON’Ts and DOs below to 
stay in compliance AND adopt strategies to meet your business 
needs. 

Public Remarks  
DON’T - Enter website or video links or virtual tours into the Public 
Remarks section of Listing Management.  These links often con-
tain information that bypass buyer agency and violate Bright’s 
Rules related broker cooperation.  These violations require inter-
vention from Bright policy staff and are subject to an immediate 
fine.  

DO – Enter URL links for additional information/services and me-
dia in the Agent Remarks section.  Adding these to the Agent Re-
marks section includes the buyer brokerage in the process. They 
can share this valuable information with their clients.    

Virtual Tours should be entered into the Virtual Tour area of List-
ing Management, not in Public Remarks.  

Directions  
DON’T - Enter “Use GPS” or “Use Google Maps” into the Direc-
tions area of Listing Management.  This field is used to help sub-
scribers identify the property when GPS or other online sources 
are not reliable.    

DO – Enter basic information to help subscribers find the property. 
The Directions field isn’t intended to be turn-by-turn, but to provide 
simple instruction such as “on the corner of 5th and Main St” or 
“Across the street from the gas station, long stone driveway, 
house is not visible from the road.”  A little descriptive information 
can go a long way to help your fellow subscribers.  

Compensation Offers  
DON’T - Base compensation offered in the MLS to a cooperating 
broker on the net sales price or with any conditions.  All offers 
must be unconditional and based on the gross sale price or a 
fixed amount, per Bright's Rules.   

DO – Work with cooperating brokers to find mutual agreements to 
adjust your unconditional compensation offers to account for 
things like expected seller contributions to the buyer to aid in the 
transaction.  

�x��Any compensation agreed upon by the listing and cooperat-
ing broker outside of the MLS supersedes the offer in the 
MLS. 

�x��Compensation offers in the MLS may be adjusted in anticipa-
tion of seller contributions or another basis, but changes will 
only apply to a cooperating broker who has not yet submitted 
a purchase offer.  Any compensation adjustments made to the 
listing in anticipation of a contribution must be made prior to 
the beginning of the transaction.   

Listing Photos  
DON’T - Enter listings without photos unless the seller requests 
it.  All Bright listings require a minimum of one curbside photo to 
help subscribers identify the property.  Visual media is critical for 
marketing properties with many consumers placing its importance 
well above property descriptions or other written features.  

DO – Consult with your seller about their choice to publish their 
listing without photos and the potential negative impacts.  If the 
seller still insists on excluding photos, you may select “No Photo 
Per Seller” in Listing Management.  This option is also available 
should the seller wish to delay the entry of photos until a later date 
or if you’re waiting on photos from a professional.  

For more information on Bright’s rules and regulations, visit 
www.brightmls.com/rules. 

Accuracy Matters: Don't do that... Do this instead.  

mailto:Heidi.Wosak@brightmls.com
http://www.brightmls.com/rules.
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The R-BAR 5K committee wants to get a running start for this year’s 
fundraiser.  SAVE THE DATE and reach out to Darren Kostival, Realtor® 

to find out how you can help now!  dkostival@goberkscounty.com 

R-BAR  
CONNECT  

Do you have  
the APP?  

Printed Guides AVAILABLE NOW! 

VIP TICKETS: $100 
 

GENERAL ADMISSION : $50 

KIDS 4-17: $25 
(UNDER 4: FREE) 

mailto:dkostival@goberkscounty.com
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This summer the Reading-Berks Association of Realtors® scheduled a Ladies Golf Clinic 
at the Manor Golf Course.  The “Get Ready Golf” Clinic included a wine & cheese intro-
ductory evening and three hour and twenty minute lessons, totaling four days - on a once 
a week schedule.  The idea came to the Events Committee as members realized there 
weren’t too many female golf teams during our infamous golf outing.  In an effort to entice 
more of our ladies onto the green, the golf clinic was born! 

The event was definitely a success and we are hoping to continue it each year to entice 
both men and women of R-BAR who may want to learn how to golf or just brush up on 
their skills.  Holly Balatgek of Tompkins Vist really enjoyed getting to meet the other wom-
en in addition to the low-key notworking opportunity.   

Realtor member Justina Ott remarked, “... I learned a lot of valuable 
(golfing) information.  I think it’s a great way to meet other lady golfers and 
have a great time.”   

Event appreciation was unanimous.  There were driving lessons, instruc-
tions on which club to use when, and even a scramble!     Affiliate member 
Erica Wennel of Sun Federal Credit Union said, “Big thanks to RBAR for 
putting together this golf clinic. As a member of the entertainment commit-
tee I’ve help to organized the annual golf outing for several years. I’ve 
never played golf or had a clue what any of the terminology meant. This 
clinic was a great introduction into the sport.” 

We hope to see the ladies from this session participate in our Annual Golf 
Outing to be held this September at the Reading Country club! 

Early Bird Price:  
$65 Members Only 

AFTER AUG. 31, 2021:  
$70 Member, $85 Non-Member 

Reservations with payment should be submitted by:  
Wednesday, September 15, 2021 

Register yourself on the ims.realestateinberks.com  
Or email kathys@realestateinberks.com to register a TEAM. 

From Left: Sharon Kehres, Brittney Baker Shurr, Erica Wennel, Instructor: Dr. Sharon 
Barley , Shelbie Shupp, Justina Ott, and Lacey Pennypacker 

ˆFrom Left: Deb 
Konowal, Kristen 
Lightcap, Assistant 
Instructor Emily, 
Melanie Mattes, 
Jennifer Perezous, 
and Holly Balatgek 

mailto:kathys@realestateinberks.com
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Landlords frequently hire property managers to manage proper-
ties and deal directly with tenants. Plenty of confusion exists 
among brokers, agents and landlords relating to permissible prop-
erty management activities, especially when property managers 
do not have a real estate license and we get plenty of questions 
about this on the PAR Legal Hotline. (1-800-727-5345) 
The licensing law generally requires a real estate license when 
providing real estate services to others. However, the licensing 
law identifies 11 distinct exclusions from the licensing require-
ment. Some exclusions are fairly obvious, such as attorneys han-
dling client matters, while others are not so obvious, such as 
some public utility employees. 
The licensing law contains a limited exclusion from the licensing 
requirement for persons employed by the owner for managing and 
maintaining multifamily residential properties. To rely on this ex-
clusion, the regulations require the owner to retain all decision-
making authority, including conditions of occupancy, negotiating 
leases and entering into leases with tenants. 
Provided these conditions are met, employees are able to show 
rental units, provide information about rental amounts, inform pro-

spective tenants of rules and regulations and inform applicants 
of leasing determinations. 
Qualifying for this exclusion can be broken down into two parts. 
First, the person must be employed by the owner of the proper-
ty. A W-2 employee is obviously employed by the owner. But a 
separate property management company the owner contracts 
with can also be considered as employed by the owner and 
eligible for the exclusion. 
The second part relates to the management of multifamily resi-
dential properties. Management of apartment and condo build-
ings meet this condition. Management of a duplex may meet 
this condition. But management of single-family or commercial 
properties does not meet this condition, instead requiring a real 
estate license for property management activities. 
Even when meeting the two conditions for the exclusion, it is 
important to remember the range of activities the exclusions 
allow are very limited. By and large, these activities are adminis-
trative in nature – providing general information about rental 
units, property rules and informing prospective tenants about 
leasing determinations. The most traditional type of real estate 
activity employees can perform is showing rental units to pro-
spective tenants. 
Conversely, these same unlicensed employees are not able to 
negotiate terms of leases, conditions of occupancy nor enter 
into leases on behalf of the owner. Only owners and brokers are 
permitted to perform these activities. Salespersons are author-
ized to assist a broker but are prohibited from negotiating and 
executing leases on behalf of an owner. 
When a property is owned by a business entity, such as a cor-
poration, partnership or limited liability company, the owner ex-
clusion extends to up five officers, partners or members of the 
entity that owns the property. The owner exclusion does not 
extend to employees, which is why the law and the regulations 
provide a separate, but limited, employee exclusion for manag-
ing and maintaining multifamily residential dwellings. 

By:  Brian Carter, Esq.                            in       Industry News  via          The Pennsylvania Association of Realtors®  
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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! 

Assist 2 Sell Smart Choice Realty: Taheerah Rashid 
 

Berkshire Hathaway HomeServices Homesale West Lawn:  
Nicole Kennedy, Kristi Rivera 
 

Century 21 Gold: Indiana Araujo, Brandon Counterman,  
Christie Englehart, Angel Garcia 
 

Coldwell Banker Realty: Daniela Herrera Poueriet, Jenell Wolf 
 

EXP Realty: Miranda Beatty 
 

Iron Valley Realty Group – Berks County: Scott Gentile, 
Lourdes Gonzalez-Nieves, Conor Hickey  
 

John Monaghan Group Kutztown: Carla Lieb 
 

Keller Williams Platinum Realty: Angela Adams,  
Chelsea Miccicke 

Adams Window Fashions:  
Renee Adams-Moser 
 
 
 
Backland Services:  
Matthew Hoover 
 
 
 
 
Flanigan State Bank:  
Naja Bobet 
 
 
 
 
HomeTeam Inspection Services  
of Reading-Berks:  
Ulises Otero 
 
 
 
 
 
Spatenhaus Drone Photography:  
Korbin Spayd 

 

Re/Max of Reading: Stephanie Werner 
 

United Real Estate Strive 212: Eric Dinh 
 

Weichert Realtors Welcome Home: Gristoforo Aggelis,  
Alex Flichman, Genesis Pabon 
 

Weikel Realty Group LLC: Bonnie Pritchard 

Orientation & Induction class –New Members  
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FOOD  

DRIVE:  

October  

2021 

MEALS  

ON  

WHEELS:  

November 26 

PLEASE NOTE: All events will be held unless cancellations are necessary to 
adhere to Covid-19 restrictions and CDC Guidelines. 
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Postmaster -  Please deliver between August 4-11 

2201 Ridgewood Road, Suite 350 
Wyomissing, PA 19610 

610-375-8458 
www.RealEstateInBerks.com 

http://www.RealEstateInBerks.com

