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Itôs Summer time - thank goodness!  I 

am certainly enjoying the sunshine and 

am not going to complain about it get-

ting too hot too fast, especially after the 

winter we have just endured.  Isnôt it 

encouraging to be reminded that just as 

winter ended and all that snow melted 

away, so too can we count on this tough market to even-

tually rebound?  Here comes the sun!  

Remember that we will not be having our monthly lunch-

eon meetings in June or August.  However, we will likely 

be calling a special meeting to share with the member-

ship our proposal for the purchase of a new facility for 

the Association.  The New Building Task Force has been 

working diligently to preview and research a Lebanon 

commercial property that they believe would suit the 

needs of the Association.  This property offers good ex-

posure as well as ample parking and plenty of office and 

training space.  Joe Wentzel, Duane Zehring, John Tice, 

Frank Tomecek, Jr., and Wes Dellinger have all dedi-

cated much time and commitment to this project and I 

sincerely appreciate their efforts.   Meeting details to fol-

low soon so please try to join us.   

As we head into the summer months there are many 

more opportunities for REALTOR® community involve-

ment.  Donôt forget to take advantage of the money that 

the MLS Board has budgeted for Community Reinvest-

ment.  REALTORS® may apply for up to $250 for the 

charity of their choice provided that they participate in 

the event (golf outing, parade, carnival, etc.) benefiting 

the charity.  While participating we ask that the REAL-

TOR® display his/her affiliation with our Association by 

wearing a REALTOR® golf shirt (available at the board 

office) or a REALTOR® pin.  We will also consider 

sponsoring youth sports teams who include our name on 

their shirts as sponsors.    Funds are budgeted each year 

and they are rarely used.  Take advantage of this great 

way to gain exposure for our Association while helping a 
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community project that is important to you.  

Have a safe and happy start to this summer season!  By the 

time this year is over you will all be quite sick of my corny 

adages, but a wise person once said, ñYou have to make 

hay while the sun is shining.ò  Soé go make some hay!  

Dates To Rememberé 
June: 

 5 GSH Street Fair 

 6 GSH Street Fair Rain date 

 14 Flag Day 

 16 MLS Training  

 20 Fatherôs Day 

 21 Summer Begins 

July: 

 2  Office Closed 

 4 Happy Independence Day! 

 12 Luncheon MeetingðQuality Inn  

 21  MLS Training  
  

SEE THE  FULL  CALENDAR  OF EVENTS & E VENT  DETAILS  AT : 

WWW .LEBANON -REALTORS .COM  
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IN REAL  ESTATE NEWS... 

TEMPORARY REAL ESTAT E SIGNS:  

S. LEBANON TOWNSHIP 
 

During the past 18 months the South Lebanon Twp. Police 
have been enforcing the signage sections of the Zoning Ordi-
nance.  We've seen signs advertising closet organizers, fence 
installation, basement waterproofing, real estate, pet taxi ser-
vice, etc.  The signs have become so numerous that they've 
taken on their own moniker, "landscape litter".  This active 

enforcement has come about due to several factors.  

Paramount is the safety of the South Lebanon Twp. highway 
crew and PennDOT contractors as they mow the roadway 
rights-of-way.  Many signs are placed in the right-of-way and 
when the mower strikes the sign stand, the stand either 
becomes entangled in the mower or becomes a projectile, be-
ing shot from the mower similar to an arrow.  Also, signs that 
are being placed in the right-of-way make it impossible for the 
workers to mow the roadside without having to stop their 
equipment and remove signs.  Out of frustration, some workers 
have resorted to lifting the mower in the area of signs, leaving 

sections of roadside unmowed.  

Real estate directional signs are the most numerous of the 
signs that we observe in violation of the zoning ordi-
nance.  Please note that I am referring to off-premises direc-
tional signs, not the on-premises "For Sale" signs.  Section 
16.03 sub-section I, forbids the placement of signs within 
the right-of-way and sub-section óJô requires that all signs be 
on-premises.  There are provisions for off-premises business, 
industrial, church, service club permanent directional signs, 
however the real estate directional signs fall outside of the 

definition of a permitted installation.  

We understand the need for prospective clients to be able to 
locate a property for sale.  Wanting to work with the Lebanon 
County REALTORS

®, we will not enforce Open House direc-
tional signs that are installed no more than 48 hours prior to the 
Open House and removed no later than 48 hours after the Open 
House.  Our procedure on any other sign violation is to issue 
one warning followed by issuance of citations for any subse-
quent violations. 
 Please understand that we are striving to seek a balance be-
tween the safety of the highway workers, needs of the real es-

tate professional, and law enforcement.  

~ Chief Michael E. Lesher, South Lebanon Twp. Police 

Please check with each township/development for rules regarding signage. 

 

 

 

 

LEBANON COUNTY HELPS CITY REVITALIZE  

Lebanon has two new tools in its economic revitalization 
toolbox after the Lebanon County commissioners declared 

the city a Recovery Zone. 

The designation, which can be given only to economically 
distressed areas, makes the city eligible to issue federal Re-
covery Zone bonds for projects that will revitalize the econ-

omy and create jobs. 

The Recovery Zone bond program was enacted in 2009 as 
part of the $787 billion federal economic stimulus program 
called the American Recovery and Reinvestment Act. Two 
types of bonds were created: Recovery Zone Economic De-
velopment Bonds for public projects and Recovery Zone Fa-
cility Bonds for private projects. Each state was given a per-

centage of the $25 billion allocated for the program. 

The Lebanon Valley Economic Development Corp. has been 
working with city and community leaders to revitalize Leba-
non, most notably in March when it held an economic sum-
mit devoted to the topic. LVEDC President Charles 
Blankenship told the commissioners he will help market the 

Recovery Zone bonds and manage the process. 

"This (financing) comes to us as a result of the recent eco-
nomic summit that we held for the city (to develop) recom-
mendations on how to revitalize the city and keep it economi-

cally sustainable," he said. 

The city will have access to $1.5 million in Facility Bonds 
that will be available to private developers and $1 million in 
municipal Redevelopment Bonds, said Blankenship. That's 

enough for one or two projects, he said. 

"Mechanically, the project would come to the Lebanon Val-
ley Economic Development Corporation, and we would 
package it for further approvals," Blackenship said. "The 
company would then go borrow money from a bank, and they 
would pay an interest of about half of what they would nor-

mally pay. So the incentive is lower interest rates." 

Lebanon Mayor Sherry Capello said the city will start mar-
keting the bonds as soon as possible because the financing 

must be arranged by Jan. 1, 2011. 

"I have spoken with at least one developer, but we are going 
to have to put something together so people are aware of it," 

she said. 

Capello said she hopes the financing will go toward a large 
downtown project or construction of a facility at the business 

park on Schneider Drive. 

"But it could be anywhere in the city if someone has an inter-
est and a project in mind, because we have to move pretty 
fast on this because it has to be spent by the end of the year," 

she said. 

~John Latimer, LD News 
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DUAL AGENCY OR DESIGNATED AGENCY? 
 

This article questions the practice of excluding designated 
agency from those agency relationships offered by a bro-
ker. Designated agency may be employed in the in-house 
transaction where both buyer and seller have engaged 
licensees from the same office. Designated agency allows 
the separate licensees to act as single agents for their re-
spective clients. In offices where designated agency is not 
permitted, the two licensees are dual agents. That is, the 
licensees should be acting as dual agents. All too often, 
the licensees act as undisclosed designated agents, acting 
on behalf of their respective clients rather than as the 

dual agents they are.    

A licensee is a dual agent in a transaction where the 
sellerôs agent and the buyerôs agent are one and the same. 
Simple. Slightly more complex is the dual-agency rela-
tionship that is created when the sellerôs agent and the 
buyerôs agent are separate licensees but both affiliated 
with the same broker. These licensees are dual agents 
when they have not been designated to act as agents for 
their respective clients to the exclusion of other licensees. 
Regardless, in both of the situations described, the broker 

is a dual agent. 

While dual agency presents inherent conflicts, potential 
difficulties and the occasional ethical dilemma, it is not a 
particularly difficult role for the broker. Remember, in the 
two scenarios presented, the broker is one step removed 
from the clients who are working with either a single li-
censee or two licensees within the company. Because the 
brokerôs role is supervisory, he is somewhat detached and 
has the ability to analyze the issues, free from the subjec-
tive tugs that cause licensees to be partial to one side or 

the other. 

For the sole ð or the two ð licensees acting as dual 
agents and working directly with clients, the pressures and 
difficulties attendant to dual agency are much more direct. 
The conflicts and difficulties are surprisingly difficult 
when there are separate licensees acting as dual agents in 
a single transaction. These licensees were chosen respec-
tively by a buyer and seller and despite the rapport each 
has with her client, they must now accept the inherent 
conflicts, potential difficulties and occasional ethical di-

lemma and act as dual agents.  

Summarizing: 1) broker acting as dual agent presents in-
herent difficulties but is relatively able to traverse an ac-
ceptable path and 2) separate licensees in the same office 
acting as dual agents in a transaction is a much more diffi-

cult course to navigate.  

The answer? Designated agency. True, designated agency 
will not help the single licensee who is both a sellerôs and 
buyerôs agent in a single transaction. But an office that 
practices designated agency can eliminate one level of 
dual agency when separate buyerôs and sellerôs agents 

ASK THE ATTORNEY ... 
from the same office are involved in the same transaction. 
While the two licensees retain their distinct agency relation-

ships to the respective clients, the broker is a dual agent. 

Remember: Dual agency for the broker, not so tough. Dual 

agency for the two licensees? Pretty tough. 

Designated agency is a preferred practice not only because it 
eases the conflict that dual agency imposes on the two agents 
in the same transaction. Consider why the buyer and why the 
seller selected their agents. Whether the agents were chosen 
because of prior relationships or selected merely on the basis 
of referrals, the consumers made their choices with the expec-
tation that the selected agents would go to bat for them. Nei-
ther the buyer nor seller anticipated that their respective 
agents, even in the in-house transaction, would back off to the 
more neutral role imposed by dual agency. That is what hap-

pens when an office does not practice designated agency.  

For the office that does not practice designated agency, the in-
house transaction involving a separate buyerôs and sellerôs 
agent imposes two levels of dual agency: the broker is a dual 
agent (not so hard); the listing and selling agents are dual 
agents (much harder).  When you consider that the clients are 
not getting the advocates they sought, well, need we say 

more?  

When designated agency was introduced to the legislature as 
we lobbied for passage of Act 112 in 1998, members of the 
association argued that conflicts of interest in real estate are 
uniquely inherent: a buyer engages her agent not knowing that 
she will buy a home from a seller who is also represented by 
the same brokerage. Why should the buyerôs agent only advo-
cate strenuously on her behalf when the seller is represented 
by an agent from another brokerage and not also the in-house 
transaction where the seller is represented by a wholly differ-

ent salesperson?  

Real estate is unique in that licensees seated beside each other 
in the office also compete against each other. It is not difficult 
to impose rules that preclude salespersons from reading the 
confidential faxes or files of their colleagues. Salespersons 
who start out as a buyerôs agent ought to retain that advocateôs 
role when the seller is represented by a wholly separate sellerôs 

agent in the same office. 

If your office permits dual agency, why arenôt you also em-
bracing designated agency? Many offices with such policies 
practice ñundisclosed designated agency.ò If two licensees call 
themselves dual agents but the sellerôs agent advocates for the 
seller, even on issues of pricing, and the buyerôs agent does the 
same, isnôt that designated agency?  While designated agency 
may not work in a two- or three-person office (in a dual-
agency relationship the broker can never be designated as an 
agent for one side only but is always a dual agent), there are 
few if any reasons not to endorse it heartily.  If you do not 
practice designated agency but you have difficulty articulating 

why, give it another look. 

~James L. Goldsmith, Esq., Caldwell & Kearns  
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Great Summer Reads for REALTORS
È
 ! 

 

How many times do you tell your children over the summer to read? But when was the last time you read a book?? Many 
online book warehouses (Amazon, Barnes and Noble) have reading lists for any topic imaginable. Here are a few of the top 
real estate picks: 
 

1. óThe ABCôs of Prospectingô, by Dameon V. Russell 
2. óPerfect Phrases for Real Estate Agents & Brokersô, by Dan Hamilton 
3. óThe Champion Real Estate Agentô, by Dirk Zeller 
4. óEffective Real Estate Sales & Marketingô, by Johnnie Rosenauer & John D. Mayfield  

The Lebanon County Association of REALTORS
® recently chose three winners of the high school essay contest. 

There were 15 applicants - 4 Annville-Cleona, 4 Cedar Crest, 3 North Lebanon, 1 Lebanon, 1 ELCO, and 2 from 

Palmyra.  Winners include Brittany Graby and Robert May, both from Annville Cleona, and Aaron Donnachie from 

Cedar Crest.  All winning essays will be published in óBoard Briefsô, beginning with Brittanyôs essay that follows. 
 

óWhy You Should Use a REALTOR
È
 to Buy or Sell Your Homeô 

 

Buying or selling a home is one of the biggest financial investments most people will make in their lifetime. Why would any-

one want to make such a huge investment without the help of a real estate expert? According to the National Association of 

REALTORS
® (NAR) Research, "Eighty-five percent of sellers were assisted by a real estate agent when selling their home, and 

seventy-nine percent of buyers purchased their home through a real estate agent." When deciding to purchase or sell a home, a 

real estate agent can help determine financing options, determine what to look for when viewing a home, and determine how to 

best market a home. 

The first step when purchasing a home is figuring out a price range that is affordable and what type of financing is best. This is 

an important reason to have a real estate agent when buying a home. Years ago, a real estate agent could determine a buyerôs 

price range and type of financing based on their income, debt, and savings. In today's market, this information is used by a real 

estate agent to decide an appropriate lender to send a buyer to. The lender will figure out the price range and type of financing 

that best suits the buyer. This will help the real estate agent decide what particular homes to show the buyer. Without the exper-

tise of a real estate agent, a buyer would not know which homes would qualify for the type of financing they would be using. 

Once the buyer is pre-approved for a loan, the real estate agent becomes extremely important. This leads to another important 

reason to have a real estate agent when buying a home. The real estate professional will compile a list of homes that meet the 

buyer's criteria and will qualify for the type of financing the buyer is approved for. When viewing homes with the buyer, the 

real estate agent will be able to point out things that the buyer can ask the seller to take care of before purchasing the home. The 

agent will also be able to recommend inspections for many of the major components of the home. These inspections could in-

clude a whole house inspection, wood infestation, radon, septic, water, and possibly lead based paint testing. The real estate 

agent will be able to advise the buyer how to proceed with asking the seller to take care of any defective or hazardous items as 

a result of the inspections. 

Another important reason to have a REALTOR
® is to help market a home. According to NAR, "In 2006, just twelve percent of 

sellers chose the `for sale by owner' routeéthis is down from twenty percent in 1987." NAR also 

mentions that only seven percent of all home sales actually sold "for sale by owner." The truth is, a 

real estate agent knows when, where, and how to advertise a property. Studies by NAR show that 

"eighty-two percent of sales are the result of agent contacts through previous clients, referrals, 

friends, family, and personal contacts." NAR studies conclude that "Homes sold with the help of a 

real estate professional in 2006 sold on average for thirty-two percent more than `for sale by owner' 

sales." 

Overall, it is very wise to have a real estate agent when buying or selling a home. Having a real es-

tate professional is important to guide a buyer through the steps of purchasing a home from the pre-

approval process, to the inspection process, and through the entire transaction to settlement. When 

selling a home, statistics show that a home will get more exposure, have pre-approved buyers look-

ing at the home, and in the end will sell for a higher price than a `for sale by owner.' Why would any 

buyer or seller not consider using a real estate agent in what will probably be the largest transaction 

of their life? 

Scholarship Essay Contest Winners Announced  



 

6 

 

GENERAL  NEWS... 

Annual Art Auction to Benefit  

Habitat For Humanity     ~Amy Dellinger  

Time is rapidly approaching for the 14th annual auction to 

benefit Habitat For Humanity.  This yearôs auction will be 

held on Friday, October 8th and will again take place at the 

Lebanon Country Club.  Last yearôs auction was an over-

whelming success with over $13,000 raised.  We tried a 

different format from what had been done in years past, 

moving away from an auction company to an event where 

items were donated and consigned by area artists and mer-

chants.  This new format did not come without growing 

painsðjust ask any member of the committee!  We 

learned a lot from this experience and are making changes 

to make this yearsô auction even better.   

One of the highlights of last yearôs auction was the basket 

challenge designed to get all offices involved in the auc-

tion.  This was an even bigger success than we imagined!  

Wonderful themes, creative presentations, and unique 

ideas were featured in the many donated baskets.  And, 

these were quite popular with the crowd who bid hundreds 

of dollars on their favorites.  We hope you have been 

brainstorming within your company to come up with a 

unique basket for this yearôs competition.  We will again 

be judging the baskets with bragging rights and a plaque 

going to the winning company.  Last yearôs winner, RE/

MAX Cornerstone, will be working hard to hold onto their 

title!  Weôre going to tighten up the requirements this year 

in hopes of making a smoother transition into the auction.  

All baskets will need to be turned into the board office by 

September 24 and will need to have a list of all items in 

the basket and an estimated value.  Remember, itôs not 

how big or expensive the basket is, but how original! 

In addition to the basket competition, we have lots of 

other opportunities to help with the auction.  We will have 

sponsorships and program advertising. Also, we are look-

ing for lots of donations for both the live and silent auc-

tions.  If you know any local artists, sports celebrities, or 

generous merchants, please contact them to see if they 

would be willing to donate or consign an item to the auc-

tion.  The deadline for items to be donated will be Septem-

ber 3.  This will give us time to list the items in the pro-

gram booklet.   

Tickets will go on sale in July.  Brenda Henning will be 

our ticket chairperson and will be distributing tickets to all 

offices.  We will only be printing 175 tickets for the auc-

tion this year to avoid overcrowding at the Country Club.  

Tickets will be $25 and will be sold until October 1.  No 

tickets will be sold after this date or at the door.   

So, mark your calendars for October 8 and get started on 

those baskets! 

óEye on Washingtonéô 
Quote from the 2010 RE Summit 

 

ñThe housing market continues to face challenges from un-
employment and homeowners with negative equity. FHA 
reform is critical for keeping the housing and economic re-
covery on the right track and asked REALTORS® to lend 
their support for the passage of H.R. 5072, the "FHA Reform 
Act of 2010," which would allow FHA to hold lenders ac-
countable for the loans they underwrite and originate, and 
give HFA the flexibility to respond to changes in the market-
place by granting additional authority to adjust the annual 
mortgage insurance premium and reduce borrowers' upfront 
mortgage insurance premiums.ò  

~David Stevens, Ast. Sec. HUD 

For complete article:  
 www.realtor.org/meetings_and_expo/real_estate_summit 
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Auction Items  
 

               A variety of  art work by 

Members of the Lebanon Valley  
Council on the Arts,    

Theme  Gift Baskets,   Purses, 
Jewelry,  Stained Glass, 

Sports  and Celebrity  

Memorabilia, 
 

é and  much more! 
 

THE  L EBANON  COUNTY  
ASSOCIATION  OF REALTORS ®  

 
 cordially invites you to the  

Fourteenth Annual  
Benefit Auction.  

Proceeds donated to:  
 

H ABITAT  FOR  H UMANITY  OF  
L EBANON  COUNTY  

 D ATE :  Friday, October 8, 2010  

 T IME :  6:00 p.m.  Art Preview & Silent Auctions  

  7:15  p.m.  Live Auction Begins  
 

 PLACE :  Lebanon Country Club  

  3375 West Oak Street  

  Lebanon, PA 17042  
 

Wine, Beer and a Hot Buffet will be served  

Cash Bar Available   

Auction conducted by FORTNA  A UCTIONEERS  
 

FOR  A DDITIONAL  I NFORMATION  PHONE :  

The Lebanon County Association of R EALTORS ® : (717) 272 -6126,  

or Habitat for Humanity: (717) 228 -1490  

T ICKET  ORDER  FORM   
 

Lebanon County Association of REALTORS ®  
Annual  Auction to benefit Habitat for Humanity  

 

 Name:         

 Address:         

         

 Phone:         
 

Tickets are $25  in advance  (no tickets will be sold at the door) - Orders are due by September 24th  
 

I have enclosed $    for           (# of tickets)  to the event.  

 

FOR  T ICKETS , COMPLETE  AND  RETURN  THIS  PORTION  TO:  
L EBANON  COUNTY  ASSOCIATION  OF REALTORS ®  - 1300 F LORENCE  STREET   -  L EBANON , PA  17042  

LEBANON COUNTY ASSOCIATION OF REALTORS
­
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        COMPANY NAME:                      

        ADDRESS:                          

        TELEPHONE:                     AMOUNT  ENCLOSED: _________    

        CONTACT:                          

  

SPONSORSHIPS  & A DVERTISING  

GOLD  T IER : $350  

   Prominent name on display at Auction; full -page ad in program (in prime position);  

   6 free tickets 

SILVER  T IER : $250  

   Half -page ad in program; 4 free tickets; recognition on serving tables for item chosen 

   from list below:  

     Wine  or Beer Multiple Sponsors Needed 

     Food Multiple Sponsors Needed 

 

BRONZE  T IER : $75              Quarter-page ad in program  

 

BUSINESS  CARD  AD  $25              

PATRON : $10  (NAME  LISTED IN  PROGRAM)   NAME :  __________________________   

RESERVED  TABLE : $300  (SEATS 12)   NAME :  __________________________   

 
   Please use the same ad as last year  
 

NOTE:  This response form, payment and copy-ready artwork, must be submitted  
to the Association Office 

NO LATER THAN FRIDAY, SEPTEMBER 3, 2010 . 
 

Ads & Artwork can also be  emailed to Julie at  secretary@lebanon -realtors.com  

(E-mailing of originals is preferred over hard copies for best results - PDF, or any photo format is acceptable!)  

For questions, please call Mary or Julie at the Association Office: 272 -6126  

1300 F LORENCE  STREET , L EBANON , PA  17042  
PHONE : (717) 272 -6126  Å   FAX : (717) 270 -5668  

LEBANON COUNTY ASSOCIATION OF REALTORS
­
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residents of listed properties, and providing information about 
the occupancy of properties may also raise security issues.  
Accordingly, the Census Bureau acknowledged that in the case 
of brokers or agents who have listed residential property for sale 
or lease, the information provided to Census enumerators by 
brokers or agents about property owners or occupants may be 
limited to that which the owner has expressly authorized, either 
in advance in the listing agreement, or given explicitly by the 
owner to the broker or agent at the time a broker or agent is con-
tacted by a Census enumerator requesting property owner/
occupant information. NAR believes, and the Census Bureau 
appears generally to agree, that is a reasonable approach and 
consistent with the limits of the above-cited statutory obligation 
to provide information to Census enumerators in certain cases. 
The Census Bureau also provided the following link to its web-
page showing contact information for its various regional of-
fices: http://www.census.gov/regions/. Other questions or con-
cerns about Census enumerator contacts of real estate profes-
sionals should, in each case, be referred initially to the appropri-
ate region office for resolution. 

In sum, therefore, 

 ~ Real estate professionals who list residential property for sale 
or lease are not obligated by law to provide to Census enumera-
tors information about the owners or occupants of such proper-

ties; 

 ~ Real estate professionals who are contacted by Census enu-
merators for information about the owners or occupants of prop-
erty listed for sale or rent should determine what information 
they may or should provide by considering the extent to which 
the owner, in the property listing agreement, has authorized 

them to offer such information; 

 ~ Alternatively, real estate professionals who are contacted by 
Census enumerators for information about property owners or 
occupants of listed properties may choose to consult with the 
owner for direction as to what information, if any, may be pro-
vided to the enumerator, and provide to the enumerator only that 

information the owner authorizes to be made available.  

..........................and always remember to ask for ID before giv-

ing any information. 

CENSUS WORKERS CONTACT  BROKERS & A GENTS 
 

Recently NAR received reports that brokers and agents have been 
contacted by individuals claiming to be U.S. Census workers re-
questing information about the owners or occupants of properties 
that the brokers or agents have listed for sale. In some cases, these 
reports indicate that the Census workers aggressively sought from 
brokers or agents such information and may have even advised 
that the brokers or agents were legally obligated to provide such 

information about property occupants.   

NAR contacted the U.S. Census Bureau to learn more about their 
practices and the duty, if any, of real estate professionals to pro-
vide information about the occupants of properties for which they 
may be providing real estate services. Section 223 of Title 13 of 
the United States Code provides that it is unlawful for an ñé
owner, proprietor, manager, superintendent, or agent of any hotel, 
apartment house, boarding or lodging house, tenement, or other 
building, (to) refuse or willfully neglect, . . . to furnish the names 

of the occupants of such premisesé.ò   

In NARôs discussion with the Commerce Departmentôs Chief 
Counsel for Economic Affairs, who has responsibility for the Cen-
sus Bureau, agreed with NARôs assessment that while this lan-
guage may include some relationships between real estate profes-
sionals and their clients or customers, it does not generally apply 
to the ñordinaryò case of a residential real estate broker or agent 
taking an exclusive listing for a residential property and marketing 
that property in the variety of ways that real estate professionals 
commonly do. Thus, brokers and agents in that circumstance are 
not legally compelled to provide information about the owners or 
residents of listed property being marketed for sale. 
The Census Bureau explained that its workers, called 
ñenumerators,ò are instructed to make a least three personal visits 
and three telephone calls to each residence for which a mailed 
census form is not returned. If enumerators are not successful after 
such contacts in reaching occupants to obtain census information, 
they are instructed to seek information from potentially knowl-
edgeable ñproxyò sources, such as neighbors or others. Another 
potential proxy source from whom some enumerators may have 
requested information are real estate brokers or agents identified 
on a ñFor Saleò sign posted on a property of interest that happens 
to be for sale at the time census information is being collected. 
The information requested may include that about property owners 
or residents, or whether the property is vacant, being offered for 
sale or rent, or rented or otherwise occupied on an occasional ba-
sis. 
As we discussed with the Census Bureau, a real estate profes-
sionalôs authority to provide information requested by enumerators 
is governed by his or her agreement with the property owner. Be-
cause real estate professionals are hired by property owners to 
market and promote the sale or rental of property, they are gener-
ally empowered to provide information about the property, rather 
than about the property owners or occupants, to persons or entities 
that have a genuine potential interest in purchasing the property. 
Moreover, in many cases real estate professionals may not be able 
to provide complete, accurate, or current information about the 

IN REAL  ESTATE NEWS... 

 

39 N. 12th St. Lebanon, PA 17046 

Wed. June 2, 9, 16th 6:00pmï9:00pm 

Wed. July 7, 14, 21st  6:00pmï9:00pm 
  

Attendance is limited, so registration is required by contacting 

the Lebanon County Redevelopment Authority at:                 

(717) 273-9326. 
  

After completing all sessions, each participant receives a letter 

of completion. This may entitle you to special opportunities 

with reduced fees and rates with most council member financial 

institutions for certain mortgage products. 

THE AFFORDABLE  HOUSING      

COUNCIL  OF LEBANON COUNTY   

http://www.census.gov/regions/
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LEBANON COUNTY  SOLD  STATISTICS  

MAY 1 ï 31, 2009 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 955 $210,177,993  95 $ 180,747 102 

  Annville-Cleona 52 $ 10,799,386 11 $ 150,336 100 

  Cornwall-Lebanon 300 $ 77,170,969 22 $ 202,604 102 

  Eastern Lebanon 142 $ 27,958,918 15 $ 197,680 153 

  Lebanon City 175 $ 19,483,143 16 $ 70,218 71 

  Northern Lebanon 129 $ 31,735,013 10 $ 179,507 99 

  Palmyra 157 $ 43,030,564 21 $ 246,486 93 
 

 Multi -Family 45 $ 7,895,900 3 $ 166,333 57 
 

 Lots  176 $ 25,935,280 1 $ 170,000 590 
 

 C/I/B Sale 45 $ 25,997,160 2 $ 330,000 44 
 

 C/I/B Lease 13 $ 273,196 0 $ 0 0 
 

 County Total 1,234 $270,279,530  101 $ 183,168 105 

 

These figures are based on data supplied by the Keystone MLS Network, Inc. 

Neither the Lebanon County Association of REALTORS® nor the MLS guarantees its accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 

LEBANON COUNTY  SOLD  STATISTICS  

MAY  1 ï 31, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,029 $ 217,374,833 104 $  167,712 90 

  Annville-Cleona 44 $ 9,061,799 10 $ 109,910 61 

  Cornwall-Lebanon 312 $ 81,580,488 28 $ 211,917 108 

  Eastern Lebanon 171 $ 32,537,472 12 $ 198,742 159 

  Lebanon City 177 $ 17,048,822 23 $ 94,180 84 

  Northern Lebanon 154 $ 34,492,858 11 $ 182,187  66 

  Palmyra 171 $ 42,653,394 20 $ 210,292 58 
 

 Multi -Family 64 $ 10,215,850 1 $ 142,000 44 
 

 Lots  178 $ 25,522,750 1 $ 50,000 5 
 

 C/I/B Sale 42 $ 20,249,200 3 $ 98,300 30 
 

 C/I/B Lease 10 $ 118,678 0 $ 0 0 
 

 County Total 1,323 $ 273,481,311 109 $ 167,712 87 

 

These figures are based on data supplied by the Keystone MLS Network, Inc. 

Neither the Lebanon County Association of REALTORS® nor the MLS guarantees its accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 
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IN REAL  ESTATE NEWS... 

How to Budget an Irregular Income 

~ www.DaveRamsey.com 

If you're among the many Americans who are self-

employed or working on commission, your somewhat un-

predictable income makes it tough to create a budget. But 

that doesn't mean you don't need one! No matter how you 

get paid, you've still got to stick to a plan so your irregular 

income doesn't get out of control. Even if you don't know 

how to budget, we'll show you how. You can't use that ex-

cuse anymore!  

First, start with the MONTHLY CASH FLOW PLAN 

BUDGET FORM. (Posted on LCAR Website, Education 

Tab) This step helps you figure out precisely how much 

money you need each month in order to cover your four 

walls (food, clothing, shelter and transportation). Once you 

understand that budget form, you can move on to the next 

one, the Irregular Income Planning form. 

In order to fill out the IRREGULAR INCOME PLAN-

NING BUDGET FORM, (Posted on LCAR Website, Edu-

cation Tab) take a look at your first budget. List each item 

according to its importance. The most important item on 

that plan should be your first item on your Irregular In-

come Planning form. Pay that item. The second most im-

portant item should be listed second on the form. Continue 

the list in this way, ordering from most important to least 

important. 

When filling out the form, remember that how much you 

need for the item goes into the "amount" column, and the 

running total (starting from top to bottom) goes into the 

"cumulative amount" column. For example, let's say that 

food is on the first line, and you need $250 a month to feed 

your family. The amount you need to pay, $250, would go 

in both the "amount" and "cumulative amount" columns. 

The second line has gas with $150 per month, which 

means that $150 would be listed in the "amount" column. 

The total of those two columns, $400 ($250 + $150), 

would be listed in the "cumulative amount" column. 

Continue to create your Irregular Income Planning form in 

this way until every spending category is listed on your 

budget. From this point on, when you receive a paycheck, 

take the amount and spread it out to the items on your 

budget, starting at the top and working down. Your check 

may not cover everything that is listed. That's okay. Use it 

to pay as much as you can. Then, when your next check 

comes in, pick up where the last check left off. 

Sure it may be a little bit tedious and unpredictable at first, 

but implementing a budget into your everyday life will 

help you control your spending, live with a plan, and build 

wealth so you're not worrying about having enough money 

to cover your four walls. Take Jamie's word for it: 

ñWe composed a new Dave Ramsey-approved budget and 

started using cash more often instead of the debit card. We 

quickly learned how to tighten the spending strings! Even 

though we are only on Baby Step 2, we are just thrilled 

that we have one less bill to worry about. Now that we 

have a precise budget, we feel a new sense of empower-

ment in knowing how much money we have, what we are 

going to do with it, and what we need to save. It's nice 

having a little extra left over each month to apply to our 

debt.ò  ~  Jamie in AR 

Learn all the ins and outs of budgeting with Dave's life-

changing program, FINANCIAL PEACE UNIVERSITY 

on www.DaveRamsey.com. 
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IN REAL  ESTATE NEWS... 
ũflexmls SyncŪ allows you to  
synchronize your contacts from  
Microsoft Outlook into flexmls Web.  

 
1. Click on the setup icon.  
2. Click Next to begin the installation process  
3.Read the license agreement, and click I accept the terms in the license 
agreement, then click Next.  
4. Type in your User Name and Organization.  
5. Click Next to install to the default folder, or click Change to change the 
folder location.  
6. Click Install.  
7. Click Finish to exit the installation wizard.  
8. After the installation is complete, double click on the flexmls Sync icon 
on your desktop.  
9. Enter your flexmls User Name and your flexmls Password then click 
Go.  
10. To synchronize contacts from Outlook, in the flexmls Sync window, 
click the button marked Click to Synchronize. Once you click on that, all 
contacts from your Microsoft Outlook program will be passed through to 
flexmls Contact Management.  
11. When you click to synchronize, you may get a warning message alert-
ing you that your contact list is being accessed. This is a prompt to allow 
flexmls Sync to synchronize from Outlook to flexmls Contact Manage-
ment. Put a check in the box marked Allow access and select 10 minutes 
from the drop-down list, then click Yes. 
 12. Now, when you go to the flexmls Web window, you should see your 
contacts from Outlook have been added to the flexmls Contact Manage-
ment. 
 13. To close flexmls Sync, click the X on the top right corner.  

YOUR FIRST CHOICE IN HOME INSPECTIONS  ~  PROVIDING EXCEPTIONAL CLIENT SATISFACTION 
 

PROFESSIONAL HOME INSPECTION is locally owned and operated 
and believes in building business relationships one inspection at a time.  
Inspection reports that are TRULY easy to read and understandable.  

 

Å  Inspections performed using the National Standards of Practice & Code of Ethics 
Å  Follow up Consultations and Re-inspects ð No charge 
Å  Fully insured ð Errors & Omissions ð Liability  
Å  National Society of Home Inspectors 

Å  National Association of Certified Home Inspectors 
Å  Lebanon County Association of Realtors 

Å  Pennsylvania D.E.P. Radon certification #2527 
 

DAVID C. MULLñCERTIFIED INSPECTOR 

www.professionalhomeinspect.com  
PHONE: 717-808-4668  Å  TOLL FREE: 866-504-4668  Å  FAX: 717-569-3608  

E-mail: phihome@verizon.net  

 

 PROFESSIONAL HOME INSPECTION 
 

ƴ  H O M E   I N S P E C T I O N S  ƴ  R A D O N   T E S T I N G  ƴ  S E P T I C   I N S P E C T I O N S  ƴ   

ƴ  T E R M I T E   I N S P E C T I O N S  ƴ  W A T E R    Q U A L I T Y   A N A L Y S I S  ƴ 

ƴ  W E LL   P E R F O R M A N C E   I N S P E C T I O N S  ƴ  M O L D   S C R E E N I N G   &   S A M PL I N G  ƴ   
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June  
2 Hugh Rooney   Prudential Gacono 

2 Charles Smith  Absolute RE Appraisals 

3 Bob Wert    RE/MAX of Lebanon Co. 

4 Kristine Rupponer Suburban Realty 

6  V. Carl Gacono  Prudential Gacono 

6 Deb Lotier   Brownstone Real Estate 

7 Roy Meyer   Metro Bank 

10 Denise Bollard  RE/MAX Cornerstone 

10 Nancy Smeltzer  RE/MAX of Lebanon Co. 

10 Arden Snook Sr.  Prudential Gacono 

11 Carol Birli    Century 21 Krall RE 

11 Mike Orendo   USDA Rural Development 

12 Patrick McCarthy  McCarthy Associates 

12 Christy Ramos  Brownstone Real Estate 

13 Paul Lorenzetti  RE/MAX of Lebanon Co. 

15 David Sensenig  Brownstone Real Estate 

16 Crystal Oyerly  Brownstone Real Estate 

18 John Zimmerman  Integrity 1st Real Estate 

21 Melody Kiene   RE/MAX Cornerstone 

25 Janet Katz   Century 21 Krall RE 

26 Pat Dundore   Suburban Realty 

26 Doug Mann   Help-U-Sell 

27 Wendy Donmoyer Lebanon Land Transfer 

27 Tina Gring   Wells Fargo Home Mortgage 

27 Susan Zehring  Ulrich Professionals Realty 

28 Mike Yingling   RE/MAX Delta Group 

29 Tony Fitzgibbons  Real Estate Transfer Co. 

30 John Christman  Penn Realty, LTD 

Happy  

Birthday To... 

COMINGS & GOINGSé 
 
 

New REALTOR
È
 Members:  

 

Michelle Shay, Brownstone Real Estate 
Chris Yeyna, Century 21 Krall Real Estate 

Lorraine George, Prudential Homesale Services 
Wendy Kapp, Prudential Homesale Services 

Jim Popp, Prudential Homesale Services 
David Sensenig, Brownstone Real Estate 

 
 

REALTOR
È
 Member Transfers:  

 

Yelena Pidgorodetskiy, Griffith Group  
Alicia Keesey, Rauch Real Estate 

 
 

REALTOR
È
 Member Escrows:  

 

Logan Matthew, Custom Real Estate 

MEMBER  CORNER... 

CONGRATULATIONS !!!  
 

To Joni Fortna Shuey, Brownstone Real Estate, and her 

husband welcomed Colton Bruce Shuey, 6lbs. 2ozs., into the 

world on May 2, 2010. 

 

 

 

 

 

To Carl Adams, Ulrich Real Estate, who welcomed a new 

granddaughter on May 4, 2010: Madison, 7lbs, 10ozs. 

Newsletter Committee 

*Brenda Miller Re/Max Cornerstone 273-5501 

Renee Morro Fulton Mortgage Co. 274-6981 

Kris Mease Edge Abstract of PA 228-0870 

Brenda Wurges-
Phillips 

Re/Max Cornerstone 273-5501 

Melody Kiene Re/Max Cornerstone 273-5501 

Sara Conville Prudential Gacono 867-5511 

If you have any ideas or articles for the ñBoard Briefsò, please call any  

committee Member or the Association Office at 272-6126. You may also fax items to 

270-5668, or e-mail them to Julie Osborne at  

secretary@lebanon-realtors.com. 

*Brenda Miller Re/Max Cornerstone 273-5501 

Renee Morro Fulton Mortgage Co. 274-6981 

Kris Mease Edge Abstract of PA 228-0870 

Brenda Wurges-
Phillips 

Re/Max Cornerstone 273-5501 

Melody Kiene Re/Max Cornerstone 273-5501 

Sara Conville Prudential Gacono 867-5511 

āT¦t¢© p¢tp ~u ¤¢~¥q{t vx¦t£ ~¥¤ p ¢p© ~u w~ t; p}s ¤wt ~}t  
unchangeable certainty is that nothing is certain or  
¥}rwp}vtpq{t=Ă®Y~w} U= Zt}}ts© 

ACCOMPLISHMENTS !!!  
 

John Miller, Suburban Realty, SFR Designation 
Brenda Phillips, RE/MAX Cornerstone, SFR Designation 

Kathy Herb, Geller Real Estate, EPRO Designation 
Korinn Fees, Century 21 Krall Real Estate, EPRO Designation 

Maxine Brandt, RE/MAX Lebanon, SFR Designation 
Erica Ramus, Realty Executives, Code of Ethics Quadrennial  
Susan Emrich, RE/MAX Leb., On ballet for State Repub. Comm.  

Wanda Bechtold, RE/MAX Leb., On ballet for Co. Repub. Comm. 

Thank you John Tice, Jack Gaughen Real Estate, 

for the TECH THURSDAY seminar: óSocial Media 

for Real Estate Professionalsô! 
 

mailto:secretary@lebanon-realtors.com
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JUNE 2010 

Sun Mon Tue Wed Thu Fri Sat 

  1 2 3 4 5 

6 7 8 9 10 11 12 

13 14 15 16 17 18 19 

20 21 22 23 24 25 26 

27 28 29 30    

LCAR MISSION STATEMENT : 

The Lebanon County Association of REALTORS® (LCAR) actively serves itsô members needs by providing programs, products, 

and services to enhance ethical and successful business conduct; and, through collective action, advocating private property rights. 

Mark Your Calendar:  

*  8/20/10 Finance Friday * 10/8/10 Habitat Benefit Auction  *  10/22/10 Finance Friday * 12/10/10  Christmas Party  

Benefit  

Auction 

Mtg. 

  ~PR Mtg. 

~MLS  

Training  

Newsletter 

Mtg. 

BOD 

Mtg. 

Fatherôs 

Day 

Summer 

Begins 

Flag 

Day 

GSH 
Street 
Fair 

* No  

Luncheon 

Mtg. this Mth.  

GSH Street 
Fair Rain 

Date 

JULY 2010 

Sun Mon Tue Wed Thu Fri Sat 

    1 2 3 

4 5 6 7 8 9 10 

11 12 13 14 15 16 17 

18 19 20 21 22 23 24 

25 26 27 28 29 30 31 BOD 

Mtg. 

  ~PR Mtg. 

~MLS  

Training  

Newsletter 

Mtg. Luncheon 

Meeting 

Office 

Closed 

Independence 

Day 

MLS  

Directors 

KMLS 

mtg.- 

Lebanon 

Benefit Auction 

Mtg. 


