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am not going to complain a}bOUt it gety tlme this year is over you WI|| all be quite sick of my corny
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b
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winter ended and all that snow melte

away, so too can we count on this tough market to e\ "
tually rebound? Here comes the sun!
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eon meetings in June or August. However, we will Ii_
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As we head into the summer months there are many Dates To Rememkbger

more opportunities foREALTOR® community involve- | June:

ment . Dondét forget to tlak® GosdStréetFhrage of the mong¢y t

the MLS Board has budgeted for Community Relnvest- 6 GSH Street Fair Rain date
ment. REALTORS® may apply for up to $250 for the 14 Flag Day

charity of their choice provided that they participate in] 16 MLS Training
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the charity. While participating we ask that REAL- 21 Summer Begins
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office) or aBREALTOR® pin. We will also consider 4 Happy Independence Day!
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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. Polic
have been enforcing the sighage sections of the Zoning Or
nance.We've seen signs advertising closet organizers, fen
installation, basement waterproofing, real estate, pet taxi s
vice, etc. The signs have become so numerous that they've
taken on their own moniker, "landscape litteFThis active
enforcement has come about due to several factors.

Paramount is the safety of the South Lebanon Twp. highv
crew and PennDOT contractors as they mow the roadway
rights-of-way. Many signs are placed in the righftway and
when the mower strikes the sign stand, the stand either
becomes entangled in the mower or becomes a projectile,
ing shot from the mower similar to an arroflso, signs that
are being placed in the rigbf-way make it impossible for the
workers to mow the roadside without having to stop their
equipment and remove sign®ut of frustration, some worker
have resorted to lifting the mower in the area of signs, leav
sections of roadside unmowed.

Real estate directional signs are the most numerous of th
signs that we observe in violation of the zoning ordi-
nance.Please note that | am referring to-pfemises direc-
tional signs, not the epremises "For Sale" sign&ection
16.03 suksection |, forbids the placement of signs within
the rightof-wayandsuls e ct i on 6J6 requ
onpremises. There are provisions for-pfEmises business,
industrial, church, service club permanent directional signs
however the real estate directional signs fall outside of the
definition of a permitted installation.

locate a property for sal@Vanting to work with the Lebanon
CountyREALTORS", we will not enforce Open House direc-

tional signs that are installed no more than 48 hours prior t
Open House and removed no later than 48 hours after the
House. Our procedure on any other sign violation is to issu
one warning followed by issuance of citations for any subsg
quent violations.
Please understand that we are striving to seek a balance K
tween the safety of the highway workers, needs of the real
tate professional, and law enforcement.

~ Chief Michael E. Lesher, South Lebanon Twp. Polid|
Please check with each township/development for rules regarding sig

We understand the need for prospective clients to be ablg t

LEBANON COUNTY HELPS CITY REVITALIZE

Lebanon has two new tools in its economic revitalization
e toolbox after the Lebanon County commissioners declaré
dithe city a Recovery Zone.

F€The designation, which can be given only to economically

Fldistressed areas, makes the city eligible to issue federal
covery Zone bonds for projects that will revitalize the eca
omy and create jobs.

The Recovery Zone bond program was enacted in 2009
Va}?{art of the $787 billion federal economic stimulus progra
called the American Recovery and Reinvestment Act. Tw
types of bonds were created: Recovery Zone Economic
Oél_elopment Bonds for public projects and Recovery Zone
cility Bonds for private projects. Each state was given a f

centage of the $25 billion allocated for the program.

The Lebanon Valley Economic Development Corp. has &

5 working with city and community leaders to revitalize Lel]

ngon, most notably in March when it held an economic su
mit devoted to the topic. LVEDC President Charles

Recovery Zone bonds and manage the process.

"This (financing) comes to us as a result of the recent ec
nomic summit that we held for the city (to develop) recon
_mendations on how to revitalize the city and keep it econ
I chll SustdinBbie! hesaid. S1 gns Dbe

The city will have access to $1.5 million in Facility Bonds
that will be available to private developers and $1 million
municipal Redevelopment Bonds, said Blankenship. That
%nough for one or two projects, he said.

D
)

"Mechanically, the project would come to the Lebanon V
ley Economic Development Corporation, and we would
h freckage it for further approvals,” Blackenship said. "The
Opempany would then go borrow money from a bank, and
b would pay an interest of about half of what they would ng
p-mally pay. So the incentive is lower interest rates.”

Lebanon Mayor Sherry Capello said the city will start ma
Cketing the bonds as soon as possible because the finang
CHust be arranged by Jan. 1, 2011.

| "l have spoken with at least one developer, but we are g
}lgq]ehave to put something together so people are aware g
she said.

f

Capello said she hopes the financing will go toward a lar
downtown project or construction of a facility at the busin
park on Schneider Drive.

D

"But it could be anywhere in the city if someone has an i
est and a project in mind, because we have to move pre
fast on this because it has to be spent by the end of the
she said.

~John Latimer, LD Newg
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LANDMARK HOMES,
LEBANON COUNTY REALTORS & HOMEBUYERS:

i Winning Combinalion!

FOR BUYERS:

8 Lebanon County neighborhoods.
26 total neighborhoods in So.
Central PA.

Build in one of our neighborhoods
or on buyer’s own lot.

Select from our floorplans or build
your own custom plan

Complete customization ability.

$Thousands in limited-time Savings
for new homebuyers!

Variety of Quick Delivery
homes available.

Fast Sell Quick Move program.
Ask us for details.

(I}ndp?ark

FOR REALTORS:

So easy to earn a sales commission
from Landmark Homes. You don't
even have to be present with

your buyer.

Quality construction and after-
settlement care program from
Landmark Homes means you are
putting your buyers in good hands.

Quick Cash (commission
advancement) program.
Ask us for details.

For more information,

call or text Keith Volker,
Neighborhood Consultant,
717-304-8561

omes

www.own landmark.com




ASK THE ATTORNEY ...

DUAL AGENCY OR DESIG NATED AGENCY?

This article questions the practice of excluding designa
agency from those agency relationships offered by a b
ker. Designated agency may be employed in th®ise
transaction where both buyer and seller have engaged
licensees from the same office. Designated agency all
the separate licensees to act as single agents for their|t
spective clients. In offices where designated agency is
permitted, the two licensees are dual agents. That is, {
licensees should be acting as dual agents. All too oftef
the licensees act as undisclosed designated agents, af
on behalf of their respective clients rather than as the
dual agents they are.

Alicensee is a duéif'agent in a transaction where the

sell erds 'agent and the b
Simple. Slightly more complex is the deadency rela-
tionship that is created
buyerdéds agent are separ.a
with the same brokemhese licensees are dual agents
when they have not been designated to act as agents
their respective clients to the exclusion of other license
Regardless, in both of the situations described, the brg
is a dual agent.

While dual agency presents inherent conflicts, potentig

fet
’

particularly dlfflcult role for the brokeRemember, in the
two scenarios presented, the broker is one step remov
from the clients who are working with either a single li-
censee or two licensees within the company. Because
brokerés role is supervi
has the ability to analyze the issues, free from the 'subj
tive tugs that cause licensees to be partial to one S|de
the other. ‘

For the solé or the twod licensees acting as dual'

agents and working directly with clients, the pressures
difficulties attendant to dual agency are much more dir
The conflicts and difficulties are surprisingly difficult
when there are separate licensees acting as dual ager

tively by a buyer and seller and degpite‘the rapport ea¢
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

ceptable path and 2) separate licensees in the same
acting as dual agents in a transaction is a much more
cult course to navigate.

The answer? Designated agency. True, designated ag
wi || not help the single
buyerdéds agent in a singl
practices designated agency can eliminate one level of
dual agency when separat

difficulties and the occasional ethical dilemma, it is not Y

a single transactiomhese licensees V\@re chosen respeé

herent difficulties but is relatively able to traverse an a¢:

from the same office are involved in the same transaction
While the two licensees retain their distinct agency relatio
1dps to the respective clients, the broker is a dual agent.

agency for the two licensees? Pretty tough.

3IRE'Slgnated agency is a preferred practice not only becau
ses the conflict that dual agency imposes on the two ag
hhe same transaction. Consider why the buyer and whyj
eller selected their agents. Whether the agents were cha
ecause of prior relationships or selected merely on the b
h%ferrals the consumers made their choices with the e
tation that the selected agents would go to bat for them. N
ther the buyer nor seller anticipated that their respective
agents, even in the-mouse transaction, would back off to t
more neutral role imposed by dual agency. That is what h

Lh&n§ WhrSan &f@eSdBels nofpraBticedBsRinaed aBendy.n

Fg\; ﬁhg gﬁlcetttﬁ;\tedoeg nof pracétlgeéj%&gngtq/d a e{]cy A
h us;e cyd 0 g

agent |mposes two levels af dual agency the broker is a (
Fagent (not so hard); the listing and selling agents are dual

t?é)ti getting the advocates they sought well, need we say
more?

When designated agency was introduced to the legislatur

e lobbied for passage of Act 112 in 1998, members of th

association argued that conflicts of interest in real estate
iquely inherent: a buyer engages her agent not knowin
e will buy a home from a seller who is also represented

i

%1 s ame brokerage. Why s h
cate strenuoysl onh e f n ller reser
%er gg’ent ?]o% anot%rer bgrlo erageméﬁdas?talgo h%t?%se%

ent salesperson?

Real estate is unique in that licensees seated beside eac
H’le office also compete against, (iother. It is not diff

i&tlmpose rules that pre'elhde saless

confidential faxes or files of their colleagues. Salesperson

g‘rho start out as a buyerodoqg ag
when the seller is rgpre
ﬁgent in the same office.
| f your~off|ce permits dugl a
bracing designated agency? Many offices with such policies
practice fiundi scl osed desifgna
tlhemsel ves dual agents butl th
sell er, even on issues of pri
(.8 me , i sndt t haWhiledesgnagdhagdanagyd a
1y not work in a tweoor threeperson 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 pre
FE@Yif any reasons not to endorse it heartifyyou do not
plactice @i§nat&d adéﬁc9 but yéu h&\/@ dlfﬁtult@artleu?eﬂmg e
ﬁNhyt divé ifahdtherliobko N - e
- b u yer s ~Ja‘nesL Golflsrlnth Esq.,. Cgldwelg&geg nﬁ ts

'fRemember: Dual agency for the broker, not so tough. Dual

ents (much harder)¥hen you consider that the clients afre
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Scholarship Essay Contest Winners Announced

The Lebanon County Association o RTORS® recently chose three winners of the high school essay contest
There were 15 applicantgl Annville-Cleona4 Cedar Cres8 North Lebanon, 1 Lebanoh,ELCO, and 2 from

Palmyra. Winners include Brittany Graby and Robert May, both from Annville Cleona, and Aaron Donnachje fr
Cedar Crest. All winning essays will be publishediBo ar d, Bbhe @if s®i ng wi th Briltt

OWhy You S h oOREALTHREW © e Baay or Sel | Your Ho|lme

Buying or selling a home is one of the biggest financial investments most people will make in their lifetime. Why would ar
one want to make such a huge investment without the help of a real estate expert? According to the National Association
ReaLTORS® (NAR) Research, "Eightfive percent of sellers were assisted by a real estate agent when selling their home, a
seventynine percent of buyers purchased their home through a real estate agent." When deciding to purchase or sell a h
real estate agent can help determine financing options, determine what to look for when viewing a home, and deternjine

best market a home.

The first step when purchasing a home is figuring out a price range that is affordable and what type of financingisibgst. T
an i mportant reason to have a real estate agent when |
price range and type of financing based on their income, debt, and savings. In today's market, this information isesed by
estate agent to decide an appropriate lender to send a buyer to. The lender will figure out the price range and tging of fine
that best suits the buyer. This will help the real estate agent decide what particular homes to show the buyer. Wiihepuf the
tise of a real estate agent, a buyer would not know which homes would qualify for the type of financing they would bg usi

Once the buyer is prapproved for a loan, the real estate agent becomes extremely important. This leads to another impor
reason to have a real estate agent when buying a home. The real estate professional will compile a list of homeseghat me
buyer's criteria and will qualify for the type of financing the buyer is approved for. When viewing homes with the buyerr, th
real estate agent will be able to point out things that the buyer can ask the seller to take care of before purchasmglieg ho
agent will also be able to recommend inspections for many of the major components of the home. These inspectiong cou
clude a whole house inspection, wood infestation, radon, septic, water, and possibly lead based paint testing. The regpl es

sell ers chose the "~ for sale by owner rou
mentions that only seven percent of all home sales actually sold "for sale by owner.” The trut
real estate agent knows when, where, and how to advertise a property. Studies by NAR sho
"eighty-two percent of sales are the result of agent contacts through previous clients, referral
friends, family, and personal contacts.” NAR studies conclude that "Homes sold with the helj§
real estate professional in 2006 sold on average for-tiwdypercent more than “for sale by owng®
sales."

Overall, it is very wise to have a real estate agent when buying or selling a home. Having a r
tate professional is important to guide a buyer through the steps of purchasing a home from
approval process, to the inspection process, and through the entire transaction to settlement
selling a home, statistics show that a home will get more exposure, haagppozed buyers look-
ing at the home, and in the end will sell for a higher price than a “for sale by owner.' Why wo
buyer or seller not consider using a real estate agent in what will probably be the largest tra
of their life?

K

Great Summer Reads for REALTORS E |

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. dhe ABCb6s of ,ByDamepre\t I!ussem 0

2. 6Perfect Phrases for RealbyBantHanilten Agent s
3. dhe Champi on RealbyBikZellere Agent 6
4, 6Ef fective Real E st abydohi$e Rasenau&r & Nodm [K Kayfield g 6




Annual Art Auction to Benefit 0Eve on Washingtone
- - Quote from the 2010 RE Summit
Habitat For Humanity  ~Amy Dellinger (5 e housi n g market contipues
Time is rapidly approaching for the".dnnual auction to | employment and homeowners with negative equity. FHA
benefit Habitat For Huma prefmnyiscriticarfer kegping the hqugng ancaganamic gin  w
held on Friday, October"&nd will again take place at thefgo(;’_;guo” thtzggtht;?;g and g?ﬁ%?q'}'-; ;'eﬁg Refprm,
Lebanon Countr Club. L a ar. i y{} \Y;
whelming success with over $13y,000 raised. We tried h/Ct Of Z%E%r wfuc WOUISggﬁOW FHA to hold lenders ac-
different format from what had been done in years pasf countable for the loans they underwrite and originate, and
X . ive HFA the flexibility to respond to changes in the markiet-
moving away from an auction company to an event wh 3ge?ace by granting additional authority to adjust the annua
items were donated and consigned by area artists and [M¢srigage insurance premium and reduce borrowers' upfront
chants. This new format did not come without growing| mor t gage i nsurance premiums. 0
paingd just ask any member of the committee! We ~David Stevens, Ast. Sec. HUD
learned a lot from this experience and are making charjges For complete article:
to make this yearso auct | onwwerealeragmeetingsard expo/real estate_summit
One of the highlights of | TheHome InspectorInc. David E. Glick t he
challenge designed to get all offices involved in the auc ~ Cell: 717-926-1206
tion. This was an even bigger success than we imagin 2061 Kenbrook Rd.  Office: 717-865-0222
Wonderful themes, creative presentations, and unique Lebanon, PA 17046 Toll Free: 1-888-511-0222
ideas were featured in the many donated baSketS. And www.thehomeinspectorinc.com dave@thehomeinspectorinc.com
these were quite popular with the crowd who bid hundr
of dollars on their favorites. We hope you have been
brainstorming within your company to come up with a
uni que basket for this vy JI
be judging the baskets with bragging rights and a plaqu s
oi n to the winnin REd m . . . ,
E/IAX Cor%erstone, will be working hard to hgold onto thg¢ Home Inspections * Termite * Radon * Water * Septi
titl el Webre going to t s t
in hopes of making a smoother transition into the auctig
All baskets will need to be turned into the board_ offlce_t MORE OPTIONS. GREATER VALUE.
September 24 and will need to have a list of all items i
t h e b as k e t an d an es t | ma 1 At Fulton Mortgage Company,we believe providing exceptional S n

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 hal
sponsorships and program advertising. Also, we are lo
ing for lots of donations for both the live and silent auc-
tions. If you know any local artists, sports celebrities, O
generous merchants, please contact them to see if the
would be willing to donate or consign an item to the au
tion. The deadline for items to be donated will be Sept
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
offices. We will only be printing 175 tickets for the auc-
tion this year to avoid overcrowding at the Country Clulf
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
those baskets!

service means going out of our way to make things happen,which
ultimately means getting things done and following through so
you can get to settlement with no surprises.

Great Lending Options
« Conventional

« FHA and VA

+ USDA Rural Housing

« Adjustable and Fixed Interest Rates

« Construction Loans

« PHFA - 1st Time Homebuyer Programs
» Home Equity Loans

* Jumbo Loan Programs

* Flexible Terms Available

Call today to find out more infermation about our great lending options.

A Division of

FuttonMoOrtgagecompany
Bank, NA.

fultonmortgagecompany.com




LEBANON COUNTY ASSOCIATION OF REALTORS - @

Homecoming for Habitat %;
Benefit Auction %f
N

THE LEBANON COUNTY Auction ltems @
®
ASSOCIATION OF REALTORS A variety of art work by > <
Members of the Lebanon Valley

Council on the Atrts, e>©

Theme Gift Baskets, Purs
Jewelry, Stained Glass,
Sports and Celebrity |

(
Memorabilia, %
é and mu c h »@«

cordially invites you to the
Fourteenth Annual
Benefit Auction.
Proceeds donated to:

H ABITAT FOR HUMANITY OF
LEBANON COUNTY

[775\\]
@ DATE: Friday, October 8, 2010

< TIME : 6:00 p.m. Art Preview & Silent Auctions
7:15 p.m. Live Auction Begins

>:4 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 AUCTIONEERS

> < FOR ADDITIONAL | NFORMATION PHONE : /
@ The Lebanon County Association of REALTORS ®: (717) 272 -6126,
or Habitat for Humanity: (717) 228 -1490 %
W/ ==

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

For TICKETS , COMPLETE _AND RETURN THIS PORTION TO:
LEBANON COUNTY ASSOCIATION OF REALTORS ® - 1300 F LORENCE STREET - LEBANON , PA 17042

r el



LEBANON COUNTY ASSOCIATION OF REALTORS

Homecoming for Habitat
Benefit Auction

CoMPANY NAME:

ADDRESS

TELEPHONE: AMOUNT ENCLOSED:

CONTACT:

SPONSORSHIPS & A DVERTISING

GoLD TIER : $350

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

6 free tickets
SILVER TIER : $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 TIER: $75 Quarter-page ad in program

BUSINESS CARD AD $25

PATRON : $10 (NAME LISTED IN PROGRAM) N AME :

RESERVED TABLE : $300 (SEATS12) N AME :

Please use the same ad as last year

NOTE: This response form, payment and copyready 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, LEBANON , PA 17042
PHONE : (717) 272 -6 1 2 6 AxA(717) 2 -5668



IN REAL ESTATE NEWS...

CENSUSWORKERS CONTACT BROKERS & A GENTS

Recently NAR received reports that brokers and agents have
contacted by individuals claiming to be U.S. Census workers
guesting information about the owners or occupants of prope
that the brokers or agents have listed for sale. In some cases
reports indicate that the Census workers aggressively sough
brokers or agents such information and may have even advis
that the brokers or agents were legally obligated to provide s
information about property occupants.

vide information about the occupants of properties for which
may be providing real estate services. Section 223 of Title 13
the United States Code prov
owner, proprietor, manager, superintendent, or agent of any

building, (to) refuse or willfully neglect, . . . to furnish the nam
of the occupants of such pr

I n NAR6és discussion with th

Counsel for Economic Affairs, who has responsibility for the

sus Bureau, agreed with NAR
guage may include some relationships between real estate p
sionals and their clients or customers, it does not generally a
to the Aordinaryo case of a
taking an exclusive listing for a residential property and mark
that property in the variety of ways that real estate profession

not legally compelled to provide information about the owner:
residents of listed property being marketed for sale.

The Census Bureau explained that its workers, called
fenumerators, 0 are instruct
and three telephone calls to each residence for which a mailg

such contacts in reaching occupants to obtain census inform
they are instructed to seek information from potentially knowl
edgeabl e fiproxyd sources, s

potential proxy source from whom some enumerators may hg
requested information are real estate brokers or agents ident
on a fAFor Saled sign posted

to be for sale at the time census information is being collecte

or residents, or whether the property is vacant, being offered
sale or rent, or rented or otherwise occupied on an occasiona
sis.

As we discussed with the Census Bureau, a real estate profe
sional 6s authority to provi
is governed by his or her agreement with the property owner
cause real estate professionals are hired by property owners
market and promote the sale or rental of property, they are g
ally empowered to provide information about the property, ra
than about the property owners or occupants, to persons or ¢
that have a genuine potential interest in purchasing the props
Moreover, in many cases real estate professionals may not b
to provide complete, accurate, or current information about th

NAR contacted the U.S. Census Bureau to learn more about|th
practices and the duty, if any, of real estate professionals to Pi@msistent with the limits of the aboeited statutory obligatio

apartment house, boarding or lodging house, tenement, or othgy,

commonly do. Thus, brokers and agents in that circumstance gy;

census form is not returned. If enumerators are not successfliPafgpants of listed properties may choose to consult with the
Lawer for direction as to what information, if any, may be p

vided to the enumerator, and provide to the enumerator on
infornatigrsthe puiner guiherizgs {0 bgmadepyajaplg. s
VE it and always remember to ask for ID before
fiegl any information.

The information requested may include that about property of

residents of listed properties, and providing information abg
the occupancy of properties may also raise security issues
Beeardingly, the Census Bureau acknowledged that in the ¢ase
refbrokers or agents who have listed residential property fof sale
roedease, the information provided to Census enumerators By
Jk&ss or agents about property owners or occupants may be
firoited to that which the owner has expressly authorized, ejther
&g advance in the listing agreement, or given explicitly by the
)ewner to the broker or agent at the time a broker or agent i$ con-
tacted by a Census enumerator requesting property owner
occupant information. NAR believes, and the Census Burequ
SHears generally to agree, that is a reasonable approach @nd

rf@lf)rovide information to Census enumerators in certain cages.
,‘Pﬁe Census Bureau also provided the following link to its web-
In&y€ showing @ntactiinformhtidn fof s vaidis rddional oft

Makels: http://www.census.gov/regionsDther questions or con-

fes-
opri-

rns about Census enumerator contacts of real estate pro
Eslonals should, in each case, be referred initially to the app
it teqioh 8fffte f8r resolution.

dn sy thereforec e Depart ment s Chilef
CenReal estate professionals who list residential property foll sale
@rslease are ©osobligeted by latv to providewd Cehses ehuimers
fadesinformation about the owners or occupants of such proper-
DS,

TRRat dstdt€ grdrebsirals W &ré cofattbd® EenshseAuk ©
F&ators for information about the owners or occupants of prop-
Ry listed for sale or rent should determine what informatio
may or should provide by considering the extent to whjch
*tHe owner, in the property listing agreement, has authorize
them to offer such information;
e~dltefngtively.4qalestate piofgsgianals whg,arecentags

gensus enumerators for information about property ownerq or

0_

y that
An
giv-

t ha

~>-
S e

39 N. 12th St. Lebanon, PA 17046

Wed. June 2, 9, 85:00pmi 9:00pm

Wed. July 7, 14, Z1 6:00pni 9:00pm
Attendance is limited, so registration is required by contactng

the Lebanon County Redevelopment Authority at:
(717) 2739326.

en

After completing all sessions, each participant receives a Igtter
of completion. This may entitle you to special opportuniti%
with reduced fees and rates with most council member finafcial

institutions for certain mortgage products.

______________________________________________________________________________________________________|
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# 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
CornwallLebanon 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 accurady.
Data maintained by the MLS may not reflafitreal estate activity in the market area of Lebanon Coupty.

e YA Y

L EBANON COUNTY SOLD STATISTICS

MAY 171 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
CornwaltLebanon 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 accurady.
Data maintained by the MLS may not reflatitreal estate activity in the market area of Lebanon Cou[rty.
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IN REAL ESTATE NEWS...

How to Budget an Irreqular Income

~ www.DaveRamsey.co

n

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

predictable income makes it tough to create a budget.

income doesn't get out of control. Even if you don't kng
how to budget, we'll show you how. You can't use that
cuse anymorel!

First, start with théfONTHLY CASH FLOW PLAN
BUDGET FORM.(Posted on LCAR Website, Educatior
Tab) This step helps you figure out precisely how much
money you need each month in order to cover your foy
walls (food, clothing, shelter and transportation). Once
understand that budget form, you can move on to the r
one, the Irregular Income Planning form.

In order to fill out thdRREGULAR INCOME PLAN-
NING BUDGET FORM (Posted on LCAR Website, E

you

according to its importance. The most important item o
that plan should be your first item on your Irregular In-
come Planning form. Pay that item. The second most i
portant item should be listed second on the form. Cont
the list in this way, ordering from most important to lea
important.

When filling out the form, remember that how much yo
need for the item goes into the "amount" column, and 4
running total (starting from top to bottom) goes into the)
"cumulative amount” column. For example, let's say th
food is on the first line, and you need $250 a month to
your family. The amount you need to pay, $250, would|
in both the "amount" and "cumulative amount" columng
The second line has gas with $150 per month, which
means that $150 would be listed in the "amount” coluni
The total of those two columns, $400 ($250 + $150),
would be listed in the "cumulative amount” column.

Continue to create your Irregular Income Planning fornj
this way until every spending category is listed on your
budget. From this point on, when you receive a paychq
take the amount and spread it out to the items on your
budget, starting at the top and working down. Your chg
may not cover everything that is listed. That's okay. Ug
to pay as much as you can. Then, when your next che
comes in, pick up where the last check left off.

Sure it may be a little bit tedious and unpredictable at f|
but implementing a budget into your everyday life will

11

employed or working on commission, your somewhat yn-
By
that doesn't mean you don't need one! No matter how yo
get paid, you've still got to stick to a plan so your irregy af
W
K

wealth so you're not worrying about having enough m
to cover your four walls. Take Jamie's word for it:

ifWe composed a -approvedbadgetan
started using cash more often instead of the debit car
uickly learned how to tighten the spending strings! E
ough we are only on Baby Step 2, we are just thrille
at we have one less bill to worry about. Now that we}
ave a precise budget, we feel a new sense of empow
ment in knowing how much money we have, what we
oing to do with it, and what we need to save. It's niceg
having a little extra left over each month to apply to ou
d e b + Jamie in AR

Learn all the ins and outs of budgeting with Dave's life
changing progranEINANCIAL PEACE UNIVERSITY
on www.DaveRamsey.com

bney

R a m
. We
en

j ==

er-
are

=

Jonestown Bank & Trust Co.

help you control your spending, live with a plan, and b ?*fﬁ

te. Edi- ; ;
cation Tab)take a look at your first budget. List each it—

Get the JBT
mortgage advantage:

v Free pre-approval on home purchases

v You have the option of local loan servicing
v One-settlement closing on new construction
v Competitive fixed and adjustable rates

v/ PLUS, we’ll attend the settlement with you!

717-279-7720
717-865-2112
717-274-5421
717-273-0405
610-589-1234
717-279-7655
Grantville 717-469-0623
Palmyra 717-641-0032
Northside Commons 717-838-2265

Quentin Road
Jonestown
Ebenezer
Lebanon
Newmanstown
Cleona

jbt

bankjbt.com

uuuuuuuuuuuu

Member FDIC LENDER




IN REAL ESTATE NEWS...

MORTGAGES [t .

2. ClickNextto begin the installation process
3.Read the license agreement, and tackept the terms in the license
agreemen then clickiNext

4. Type in your User Name and Organization.
.
H'EIITIE I.OEIIS 5. ClickNextto install to the default folder, or cli€hangeto change the

. folder location.
* Construction 6. ClickInstall.
I. I. 7. ClickFinish to exit the installation wizard.
* Lot Loans 8. After the installation is complete, double click on the flexmls Synclicon
s . on your desktop.

* Refinanci ng 9. Enter your flexmls User Name and your flexmls Password then dlick
Go.

& I m p rovements 10. To synchronize contacts from Outlook, in the flexmls Sync windpw,
click the button marke@lick to Synchronize Once you click on that, gl

. Fa rms & Fa rmeties 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 messagg alert

ing you that your contact list is being accessed. This is a prompt to allow
A R M R F DIT flexmls Sync to synchronize from Outlook to flexmls Contact Manage-
d ! ment. Put a check in the box markdidw accessind select 10 minutes

800.477.9947 @ from the dropdown list, then clickres

L 12. Now, when you go to the flexmls Web window, you should see|your
contacts from Outlook have been added to the flexmls Contact Marnage-
mcredi ment.
fa redllmuﬂgage.mm 13. To close flexmls Sync, click the X on the top right comer.

mi PROFESSIONAL HOME INSPECTION

H O M E I NS P E C T I ONS Yy R A D ON T E

Yy T E R M
W E LL P

YOUR FIRST CHOICEIN HOME INSPECTIONS~ PROVIDINGEXCEPTIONALCLIENT 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.

A I nspections performed using the National St and:
A Foll ow up Co nisspettd dNo dharge s ; :
A Ful | YEriors & Qmissionsd Liability
A Nati onal Society of
A National Association of
A Lebanon County Associ a
A Pennsylvania D.E.P. Radq(

DAVID C. MULLCERTIFIED INSPECTOR

www.professionalhomeinspect.com ﬁ'ii‘ij\
PHONE: 717-808-4668 A TOLL FREE: 866:504-4668 A FAX: 717-569-3608 J@H\“ lﬁ
E-mail: phihome@verizon.net %gz":%f
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' Birthday To...

M EMBER CORNER

2 Hugh Rooney

2  Charles Smith

3 Bob Wert

4  Kristine Rupponer
6 V. Carl Gacono
6 Deb Lotier
7 Roy Meyer

June

Prudential Gacono
Absolute RE Appraisals
RE/MAX of Lebanon Co.
Suburban Realty
Prudential Gacono
Brownstone Real Estate
Metro Bank

uuccmccccccmccccé:cmcc

COMINGS & GOINGSEé

New REALTOR E Members:

Michelle Shay, Brownstone Real Estate
Chris Yeyna, Century 21 Krall Real Estate
Lorraine George, Prudential Homesale Service
Wendy Kapp, Prudential Homesale Services
Jim Popp, Prudential Homesale Services
David Sensenig, Brownstone Real Estate

REALTORE Member Transfers:

Yelena Pidgorodetskiy, Griffith Group
Alicia Keesey, Rauch Real Estate

10 Denise Bollard RE/MAX Cornerstone E _
10 Nancy Smeltzer RE/MAX of Lebanon Co. REALTOR _Member Escrows: .
10 Arden Snook Sr. Prudential Gacono Logan Matthew, Custom Real Estate
11 carol Birli Century 21 Krall RE coococooccsvcscsssssssssssss
11 Mike Orendo USDA Rural Development | Thank you John Tice, Jack Gaughen Real Estate,
12 Patrick McCarthy McCarthy Associates f or the TECH THURSDAY [sen
12 Christy Ramos' Brownstone Real Estate for Re al Estate Prlofe
13 Paul Lorenzetti RE/MAX of Lebanon Co. |
15 David Sensenig Brownstone Real Estate ACCOMPLISHMENTS !!!
16 Crystal Oyerly Brownstone Real Estate John Miller, Suburban Realty, SFR Designation
18 John Zimmerman Integrity 1st Real Estate Brenda Phillips, RE/MAX Cornerstone, SFR Designgation
21 Melody Kiene RE/MAX Cornerstone Kathy Herb, Geller Real Estate, EPRO Designatipn
25 Janet Katz Century 21 Krall RE Korinn Fees, Century 21 Krall Real Estate, EPRO Designatio
26 Pat Dundore Suburban Realty Maxine Brandt, RE/MAX Lebanon, SFR Designatipn
26 Doud Mann Help-U-Sell Erica Ramus, Realty Executives, Code of Ethics Quagrennial
9 P ¢ Susan Emrich, RE/MAX Leb., On ballet for State Repub. Gomm.
27 Wendy Donmoyer  Lebanon Land Transfer Wanda Bechtold, RE/MAX Leb., On ballet for Co. Repub. Gomm.
27 Tina Gring Wells Fargo Home Mortgage
27 Sgsan .Zehrlng Ulrich Professionals Realty AT!'t¢O p¢tp ~u ©e¢t¥q
28 Mike Yingling RE/MAX Delta Group h bl taintv is thet .
29 Tony Fitzgibbons Real Estate Transfer Co. Etigeablc certainty Sy no, Mg 1S Ct
30 John Christman Penn Realty, LTD ¥}rwplvtpg{t=A@Y~v
Newsletter Committee
CONGRATULATIONS !!!
*Brenda Miller Re/Max Cornerstone 273-5501 ) h = S dlh
To Joni Fortna Shuey, Brownstone Real Estate, and|her
R M Fulton M . 274-6981
anee orre ulton Mortgage Co 69%8 husband welcomed Colton Bruce Shuey, 6lbs. 20zs., |nto the
Kris Mease Edge Abstract of PA 228-0870 world on May 2, 2010.
ELe_n_da Wilngess Re/Max Cornerstone 273-5501
illips i
. (& @,
Melody Kiene Re/Max Cornerstone 273-5501 % Y
Sara Conville Prudential Gacono 867-5511
I'f you have any ideas or articlefg for the ABOoa. u Brlefq please call |l ar
committee Member or the Association Office at B126. You may also fax items o To Carl Adams, Ulrich Real Estate, Who welcomed a|new

2705668, or email them to Julie Osborne at
secretary@lebanerealtors.com

granddaughter on May 4, 2010: Madison, 7lbs, 1007s.
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JUNE 2010

Sun Mon Tue Wed Thu Fri Sat
*No 1 2 3 Benefit 4 5 GSH
Luncheon Auction Street
Mtg. this Mth. Mtg. Fair
BGSH Street | 7 8 9 10 11 12
Fair Rain
Date
13 14 Flag 15 16P3thtg 17 Newsletter 18 19
Day Training Mg.
20F at h 2Asummer| 22 23 24 25 26
Day Begins
27 28 29 30 BoD
Mtg.
Mark Your Calender:
* 8/20/10 Finance Friday * 10/8/10 Habitat Benefit Auction * 10/22/10 Finance Friday * 12/10/10 Christmas Party

JuLy 2010

1 2 Office |3
Closed
4’Independence-5 6 7 8 9 10
Day
11 12, uncheon |13 14 & 15™% |16 17
Meeting Directors Bene{\i;tg.uction

18 19 20 KMLS 121-PRMig. |22 23 24
mtg.- ~MLS
Lebanon Training

25 26 27 28 pop |29 30 31
Mtg.

LCAR MISSION STATEMENT :
The Lebanon County Association of REALTORSL CAR) actively serves itsd memb g

and services to enhance ethical and successful business conduct; and, through collective action, advocating privaighpsop
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