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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

permitted, the two licensees are dual agents. That is, {
licensees should be acting as dual agents. All too ofte
the licensees act as undisclosed designated agents, a
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
sell erdéds agent and the b
Simple. Slightly more complex is the deadency rela-
tionship that is created
buyerdéds agent are separa
with the same brokem.hese 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

particularly difficult 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 side
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 despite 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
herent difficulties but is relatively able to traverse an a
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 0
dual agency when separat

spective clients. In offices where designated agency is Hb

difficulties and the occasional ethical dilemma, it is not w

a single transactiomhese licensees were chosen respeé

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.

3Ia;g'signated agency is a preferred practice not only becau
ases 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
Decause of prior relationships or selected merely on the b
agh%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

Lhn§ WherSan &f@edBes nofpraBticetBsRnated'aendy.

FW ﬁh(é qﬁicettt}?tedoeg nof pracéti?e
house. gl Np d /
agent imposes two levels of dual agency: the broker is a ¢
ragent (not so hard); the listing and selling agents are dual

IE‘é);I 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
She will buy a home from a seller who is also represented

%signgtaldeagepcy,g
n ny ol v N

[

%%1e same brokerage. Why sHh
c%ersgenuo#;]slg on; %rbegl f}c}%erwlﬂe eﬂler@ epreset
an agent from another brokerage and not also theuse

ent salesperson?

Real estate is unique in that licensees seated beside eac
in the office also compete against each other. It is not diff

igutél“

confidential faxes or files of their colleagues. Salesperson

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

ents (much harder)¥hen you consider that the clients afre
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Fénsaction where the seller is represented by a wholly differ-

 other
cult

impose rules that preclude salespersons from reading the

,}gn\o start out as a buyerodoqg ag
0l e when the seller is rgpre
Lgent in the same office.
I f your office permits dudl a
bracing designated agency? Many offices with such policies
practice fiundi scl osed desifgna
f.hemselves dual agents but th
sell er, even on issues of pri
(.8 me , i sndt t haWhiledesgnagdhagdanagyd a
Ay not work in a tweor 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 Aei§nated adeRcy bul ydu h&ve diffitultPartieufiting ©
Bvhyt dive ifahdiheriobkd N - "But an of fiflce -
re buyeros and sl TeT s 8" Eee e s
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