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By G Heller

llowing up on the success of the first two BMG Yarchei Kallahs, a large
crowd of balhabtim is eagerly looking forward to attending this year’s Yar-
chei Kallah from Dec. 26-28 in the Hyatt Regency in Princeton, NJ.

The Yarchei Kallah will be two packed days of intense Torah study that will
allow participants to “rejoin the yeshiva” and relive their younger days of total
immersion in the four amos of halacha while spending valuable time together
with the Roshei Yeshiva of BMG, hanballah members, and leading Rabbanim.

On the BMG side, much preparation has been exerted over recent weeks to en-
sure that the Yarchei Kallah goes off seamlessly and enjoyably. The sugya chosen to
be studied in-depth was one especially suited for those in the business world: The
Halachos of Competition in the Open Market. The practical applications of these
halachos include competition between fellow consumers or co-workers, placing a
bid on a unique or underpriced property already under negotiation, attempting to
assume a job or position already held by someone else, vying for a position within
a company that is already held by a co-worker, soliciting the competition’s cli-
ents/accounts, persuading a business to switch its credit card processor, poaching
clients from competing businesses, recruiting trained-employees of a competing
business, general competition between businesses, aggressive advertisement to



competing customers, opening a store that
negatively affects the competition, opening
a business that will likely put the competing
company out of business, deliberately under-
cutting all competitors in order to force them
out of business, and ore relevant topics.

The learning sedarim will be led by Reb
Yosef Kushner, a respected member of the
Bais Horaah and son-in-law of Rav Shlo-

mo Miller sA/ita. Reb Yosef has authored a
comprehensive sefer on this subject and is
considered a leading expert on the matter.
The shiurim on the sugya will be present-
ed by eminent Marbitzei Torah, renowned
Rabbanim and respected Dayanim shlita.
Amongst the gedolei Rabbanim who will

be giving shiurim are Rav Yisroel Belski
shlita, Rosh Yeshivas Torah Vodas; Rav Ye-
hoshua Krupenia sh/ita, Rosh Kollel BMG;
Rav Yaakov Reisman sh/ita, Rov of Agudath
Yisroel of Long Island; Rav Michoel Frank
shlita, former Rosh Chaburah in BMG and
currently Rov of Ohr Hatorah in Silver
Springs, Md., and Rav Chaim Meir Roth
shlita, Rov of Sterling Forest-Nusach Sfard.

A highlight of this year’s event will be the
Sunday evening interactive symposium led
Rav Dovid Grossman sh/ita of the Bais
Vaad Linyanei Mishpat and including
leading Rabbanim and business owners. The
symposium will discuss the topic of “Lichu
Parnaseinu Zeh M’zeh” — when is there an
obligation to shop in a Jewish owned store
or patronize a Jewish business and how far
this obligation goes.

Another new feature of this year’s Yarchei
Kallah will be a live shiur for the wives of
the Yarchei Kallah participants delivered by
teleconference by Rabbi Nosson Muler, re-
nowned speaker and educator and Menahel
of Kaminetz in Boro Park.

Diwrei chizuk will also be delivered over the
course of the Yarchei Kallah by the BMG
Roshei Yeshiva Rav Yeruchim, Rav Yisroel
and Rav Dovid sh/ita.

The location chosen for the Yarchei Kallah
was chosen for its proximity to Lakewood,
as well as for its upscale, top-quality accom-
modations and comforts. Greenwald Cater-
ers will be providing three delicious meals
daily. There will also be a fully stocked tea
room open 24 hours daily.

The Yarchei Kallah will begin on Mot-
zoei Shabbos, Dec. 26, with a gala Mela-
va Malka, which will be addressed by the
Rosh Hayeshiva Rav Malkiel s4/iza and Rav
Yaakov Horowitz shlita, Rosh Yeshivas Bais
Meir. At the welcoming Melave Malka, the
attendees will receive a thorough overview
of the sugya and the plans for the next two
days in general.

Participants in previous Yarchei Kallahs
described the experience as life-changing.

“T feel like I got plugged back into yeshi-
va,” one participant explained. “It was like
a dream world. It was a great feeling to put
aside two days solely for learning and com-
pletely be mesalek yourself from business.
Even the conversation by the meals was
about what we were learning.”

“Since I left yeshiva,” said another par-
ticipant, “I hadn't ever had a day that I sat
for 8 hours and learnt with such a geshmatk.
It recharged that feeling of pride in get-
ting down to the very depth of a sugya. For
months after the Yarchei Kallah T felt a
certain ‘ruchnius high.’ The fact that I came
home with such a geshmake feeling auto-
matically had a Aashpah on my family and
children.”

The participants in past years included
balhabatim both from Lakewood and from
throughout the Tri-State area and beyond
who put their businesses aside, put away
their cell phones and became yeshiva do-
churim again.

The success of the first Yarchei Kallah led
participants to request that BMG arrange
learning sedarim for them throughout the
entire year based on the same learning style.
This led to the start of BMG’s Shivti pro-
gram, in which high level learning sedarim
for balhabatim are held regularly. The pro-
gram started with datei medrash in Lake-
wood, but quickly expanded to interested
communities across the country. Currently,
Shivti consists of 31 chaburos in 10 cities
including Toronto, Dallas, Far Rockaway,
Detroit, Houston, Cincinnati, Los Angeles,
Miami Beach, and Brooklyn.

Anyone still wishing to join the Yarchei
Kallah may email yarcheikallah@bmg.edu
or call 732.367.1060 ext. 4237.

COVER STORY

THE LAKEWOOD SHOPPER - DECEMBER 18, 2015 | 39



COVER STORY

40 | DECEMBER 18, 2015 - THE LAKEWOOD SHOPPER

A Discussion \With

A\ SVA\VA @ o VAX\V/
MEIR ROTH SHLUTA
Rov of Sterling Forest-Nusach Sfarq,

Dayan on Bais Din Maysharim, and
BMG Yarchei Kallah Magid Shiur

The Lakewood Shopper: The Rov has been a Magid Shiur
at the previous BMG Yarchei Kallahs. Can you describe your
impressions?

Rav Roth: I went to the first Yarchei Kallah just to give a shiur. And I walked
into the building and I was mamash taken over by the sound. It mamash sound-
ed like going into a bais medrash full of Kollel yungaleit. The balhabatim were
learning with a tremendous amount of cheishek. I was so taken aback I said 1
don’t understand why more people aren’t coming to this.

‘The next year, I got together 20 balhabatim from my shul to join me, and I
moved in with them for two days. And every one of them was so excited. They
said it was such an unbelievable thing. They disconnected from the world, put
themselves in bais medrash and just learned.

Let’s say someone would decide to go for two days and learn two sedarim a day
at home. He would not have accomplished the same thing because he wont be
there fully. His head will still be in the business. But when they go to the Yarchei
Kallah it’s mamash like a disconnect from the world. Your phone is off. You're in
the bais medrash fully. And they learn with a cheishek, with a bren. They're into
it. They talk in learning by breakfast and lunch. They’re in bais medrash until
late at night. It’s a tremendous atmosphere. I think it’s an unbelievable thing.

LS: The sugya the Yarchei Kalah will be learning is "Competi-
tion in the Open Market”. How relevant is this fopic fo most
businessmen?

Rav Roth: The world is a very competitive place. Lakewood is probably even
more competitive than some other places. People’s interests often bump into
the interests of other people. People often find themselves trying to get ahold
of a deal — it could be a real estate deal such as someone trying to get ahold of a
house or building or lot and another person is also trying to get it. People find
themselves trying to figure out what the right thing to do is when the other
person already reached some degree of standing with the seller. Or it could be
someone wants to sell something to someone else when he already had one
buyer. The question is if it’s just not nice or is it more than not being nice. Is it
the wrong thing to do?




Then you have cases of new people entering a field where most peo-
ple in Lakewood are already using one person’s service and they’re
trying to get people to use them and not the other person. Someone
might reach out to people that are already clients of someone else
and try to take them away.

LS: Is this topic also relevant to people who are not
involved in the field of business?

Rav Roth: Yes. One prime example is with cleaning ladies. If some-
one is desperate cleaning help and knows of a lady that’s already
working for someone else and he offers her more money to work for
him.

Another case involves a child who signed up for a camp. Now her
friend wants to go to a different camp and she wants this girl to come
along with her and tries to persuade her to do so. Most people would
never imagine that might be something that’s assur and need to do
teshuva. But the fact is you're taking away someone else’s business
after an agreement was already reached.

There are cases all the time where people’s interests are crashing into
other people’s. We probably get such shailos on a daily basis. Some-
times people call up and say it’s not nice, but I might consider doing
it anyway because I'm desperate. But sometimes it’s not just being
not nice, it’s assur to do. Sometimes halacha even calls someone who
does certain things a rasha. All this is what you would learn if you
learn this sugya. Youd get your eyes open to see what things you
should be doing and what you shouldn’t. There are many, many appli-
cations for almost everybody- from being a businessperson to living
in your house and being a regular citizen — youre forever bumping

into these types of issues.

LS: Thank you.
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