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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  


