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Dates To Rememberé 
 

February: 

  25 Reservation Deadline-March Luncheon 
 

March: 

 1 Winnerôs Circle Luncheon Meeting,  

  Quality Inn -  Noon 

 11 MCE Classes, Lantern Lodge, Myerstown 

 14 Day Light Savings Time Begins 

 17 MLS Training  

  St. Patrickôs Day 

 20 Spring Begins 

 24 New Member Orientation 

 28 Palm Sunday 
 

April : 

 2 Good Friday-Office Closed 

 4 Easter 

 12 Luncheon Meeting 

 21 MLS Training  

 22 TECHNO Thursday  

Lebanon County Association of REALTORS  

 HHello everyone!  I trust that you 

were able to take some time away from 

your hectic schedules to enjoy your 

friends and family this past holiday  

season.  It is amazing that we are in the second month of 

2010 already.  Wasnôt it just yesterday we were anticipat-

ing all of the chaos Y2K?  Just think about how much has 

changed in the last 10 years.  I, for one, would never have 

imagined in 2000 that I would one day have the honor and 

privilege of serving as the President of the Lebanon 

County Association of REALTORS®. Thank you for  

entrusting me with this important role.   
 

 Thanks also to our 2009 President, Joe Wentzel.  Joe 

did a fabulous job last year and accomplished quite a bit 

during his term.  He, along with the other members ac-

tively involved on the New Building Task Force, have 

gotten the ball rolling in the evaluation of our current  

facility and  the search for viable options for a new one.   

I look forward to continuing that important venture and 

encourage membership feedback and input along the way. 
 

 I will reiterate what as many past Presidents as I can 

remember have asked of our membership ï get involved!  

There are so many opportunities available within our as-

sociation.  Whether you want to do something with a little 

more ñmeatò or would just like to test the waters with a 

little ñfluffò - we have a spot for you!  Please contact me 

or any of the other officers or directors and we will plug 

you in! 
 

 Lastly, I would like to thank Mary Rakow and Julie 

Osborne for their invaluable support to me in the past and 

in advance for what is sure to be an adventurous year for 

me. I look forward to the challenges and opportunities 

ahead! Please never hesitate to contact me with any ideas, 

suggestions or concerns. 

 

From the PresidentðMelissa MacBrideé 

1300 Florence Street, Lebanon, PA 17042                   Jan/Feb 2010  
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ASK THE  ATTORNEY ... 

Doorstep Registration and  

Procuring Cause 
 

A Hotline caller alerted me to a "rule" employed by 

some listing brokers in the Commonwealth. This "rule" 

is recited in the MLS comments section and provides 

that a cooperating commission will only be paid to the 

selling broker if her agent accompanies the buyer to the 

first visit to the property. Presumably, no matter how 

critical the selling agent's efforts were in bringing about 

the sale, that selling agent receives no co-op fee if she 

failed to accompany the buyer on that first visit. 

Remarkably, this "rule" is the antithesis of the 

analysis NAR promotes for determining the procuring 

cause of a sale. NAR's approach -- and one shared by 

PAR and every multiple listing system that is REAL-

TOR®-owned and operated -- is that there is no litmus 

test to determine who is the procuring cause of the sale. 

It may not be determined on the basis of who first intro-

duced the buyer to the property nor may it be deter-

mined on the basis of who submitted the buyer's offer. 

These litmus tests (I refer to them as the doorstep rule 

and "who brings the offer" rule) have merit. Employing 

either would mean our local associations would no 

longer have to conduct costly arbitration hearings. After 

all, determining procuring cause would then be a matter 

of simply identifying who introduced the buyer or who 

brought the agreement. 

This is not what the family of REALTORS® had in 

mind when the rules of cooperation were forged. 

When you become a REALTOR®, you pledge to 

abide by the Code of Ethics and further, to abide by the 

rules and procedures set forth in NAR's Code of Ethics 

and Arbitration Manual, as amended by the state and 

local associations. In the Manual you will find the defi-

nition of procuring cause. That definition is not set forth 

in a single sentence nor in a single paragraph or even on 

a single page. The definition covers a multitude of fac-Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C., 
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tors that need to be evaluated when determining who was 

the efficient and direct cause of bringing about a sale. In 

fact, the Manual expressly provides that litmus tests are 

to be avoided in favor of a full analysis of all facts hav-

ing to do with the efforts that brought about the sale. 

Consider the following example. A potential buyer is 

attracted to a home because of the advertising and mar-

keting efforts of the listing agent. The listing agent, who 

takes the buyer through the home, later fails to return 

calls and provide requested information. The buyer com-

plains to a friend who tells her she should have a buyer 

agent. The buyer engages a buyer agent who is respon-

sive and who introduces the buyer to a number of other 

homes. After a lengthy analysis and after visiting several 

of the homes, the buyer agent determines that the house 

the buyer originally saw is the perfect property. The 

buyer later acknowledges that she never would have 

bought the listing agent's offering were it not for her 

buyer agent. Clearly the doorstep rule ignores the com-

plete analysis necessary to determine who was the pro-

curing cause of that sale. 

It is understandable why the doorstep rule came 

about. It isn't fair when a buyer comes unaccompanied to 

the property and takes the listing agent's time, follows 

with numerous calls, visits and other exchanges and then 

goes to Uncle Harry who just happens to have a real es-

tate license! It would be an injustice for Uncle Harry to 

receive the co-op fee for having done nothing more than 

pen the agreement. 

I have no doubt that these broker-drafted procuring 

cause rules were created to promote fairness. Unfortu-

nately, they often lead to unfair results and rather than 

promoting cooperation among offices, they sometimes 

dampen it. The NAR solution, analyzing each and every 

transaction from start to finish, is a better way of deter-

mining the procuring cause of the sale. 

 

 

How do I run a Custom Hot Sheet? On your flexmls menu, click on Hot Sheet under Daily Functions, and then click on  

Custom Hot Sheet Settings . You may run two kinds of custom Hot Sheets: a Quick Search Hot Sheet and a Saved Search Hot 
Sheet.  

To run a Quick Search Hot Sheet , first select which history events you would like to see from the box on the left side of the screen 
(New Listing, Price Change, etc.) Then, choose starting and ending dates from the Time Period portion of the screen. Finally,  select 
your property types from the Quick Search area of the screen, and select a price range. Then click the Run Quick Search Hot Sheet 
button.  

To run a Saved Search Hot Sheet , first select which history events you would like to see from the box on the left side of the screen 
(New Listing, Price Change, etc.) Then, choose starting and ending dates from the Time Period portion of the screen. Finally,  select 
your saved search from the Saved Search portion of the screen. Then click Run Saved Search Hot Sheet .  

 

KEYSTONE MLS  TIPS... 



 

The Lockbox: Intrusion Upon Seclusion? 
 

"Intrusion upon seclusion" is more than a catchy 

title. It is also the title of the legal claim that one person 

may bring against another based upon an invasion of 

privacy. 

Prospective buyers and their agents all over Penn-

sylvania gain access to listed homes by way of the fa-

miliar lockbox. That these strangers to the seller have 

access to the place where an owner conducts her private 

affairs is rarely given a second thought. Most buyers 

are quite respectful and their agents are present to keep 

the snooping within bounds though there are few disas-

ters such as where a salesperson has given their code or 

key to a buyer who alone goes through the home! 

To what extent may the buyer and agent look 

through the home? Imagine that the buyer and seller are 

discussing making an offer and are calculating the dates 

by which the mortgage application must be made, in-

spections concluded, and when settlement will take 

place. The buyer sees a calendar on a kitchen desk and 

lifts the top page to see the following month. There he 

notes that the seller has written this entry: "settlement 

on our new home." The buyer and agent conclude that 

the seller must be anxious to sell his present home and 

figure that with the tight market and additional pres-

sure, the seller just might consider a very low offer. 

Was leafing through the calendar an unlawful intru-

sion into the private life of the seller? I can't answer 

that with certainty. What I can state with certainty is 

that Pennsylvania recognizes a ócause of actionô (the 

legal name for the right to bring a lawsuit) for unlawful 

intrusion upon seclusion. Having the right to bring the 

claim certainly doesn't mean an owner will win. All of 

the elements of the ócause of actionô would have to be 

proved by the evidence. Win or lose, isn't it bad enough 

that your client's act of opening a calendar, a drawer, or 

a door could lead to a lawsuit? 

There are four types of claims based upon the inva-

sion of privacy. One of them is "intrusion upon seclu-

sion" which is established if someone intentionally in-

trudes, physically or otherwise, upon the owner's soli-

tude, seclusion or private affairs. The intrusion must be 

such that the reasonable person would be highly of-

fended. 

I doubt that a jury would conclude that a reasonable 
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person would be highly offended by someone leafing 

through a calendar to note on what weekday a numbered 

date will fall. On the other hand, if it is evident that the 

calendar is used to mark private and personal events, 

then leafing through it may be beyond the bounds of 

decency. Opening a kitchen drawer to observe its con-

struction and hardware may be reasonable, whereas 

opening a drawer in a nightstand or desk is beyond those 

bounds. 

Drawing a bright line between offensive and accept-

able conduct is hard to do. Two of my colleagues who 

assist me in answering the PAR Legal HotLine and who 

also represent real estate licensees across the state en-

gaged in a debate on this very subject. One and a half of 

us thought that leafing through a wall calendar was an 

improper invasion of privacy and one and a half of us 

felt that it was reasonable! 

Whether opening a desk drawer will lead to a civil 

suit is not the only consideration. The Real Estate Com-

mission may find that the conduct violates the Prohib-

ited Acts section of the Real Estate Licensing and Regis-

tration Act and may impose a fine. If the invasion of 

privacy is so extreme as to be shocking, it would likely 

lead to the revocation of a license! 

Believe it or not I once defended a REALTOR® in a 

disciplinary case where it was claimed that she allowed 

her buyer's five-year old son to ride the seller's son's tri-

cycle around the garage while a home inspection was 

being conducted. A neighbor of the owner reported this 

incident to the owner who in turn made a complaint to 

the Real Estate Commission! The Commonwealth's 

prosecutors felt that this invasion was the result of the 

agent's "incompetence" and included this among the sev-

eral other counts charged against the licensee. 

The other side of the coin is that sellers should 

"stage" their homes for anticipated visits by strangers. 

Mail, bills, credit card statements and other private in-

formation should be filed away in an appropriate loca-

tion that everyone would recognize as "off limits." The 

fact that a checkbook is found on a table top, however, 

does not give right to anyone else to open it! 

Whether an invasion of privacy occurs is based upon 

a "reasonable person" standard. My advice is to err on 

the side of being more than reasonably cautious when 

guiding your buyers through another's property. 

 ASK THE ATTORNEY ... 

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C., 
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source of immediate business, it's a great way to get your long-

term plan on track and give yourself a sense of security about 

tomorrow's income. 

 Get an Assistant 

This may not seem like the best time to hire an assistant, but if 

you get your follow-up systems in place and make use of 

them, then you should have regular business coming in within 

a short period of time. And if you're good at asking for and 

getting referrals, then you'll soon be too busy to follow up con-

sistently. 

 If you have an assistant, though, you'll have someone to help 

out when you get too busy to keep up with your marketing and 

follow-up programs. This will help you produce even more 

business, allowing you to pay for the assistant and still make 

more money. 

 When hiring an assistant, you have two choices. You can go 

for a virtual assistant who can help you bridge the gap between 

working alone and having a full-time, in-person assistant. Or, 

you can jump to the end and get a full-time, dedicated assis-

tant. Before you do the latter, make sure you have three 

months' worth of salary and tax money saved before you hire 

anyone. Even if they're really good, it will take about this long 

before you see a return on their work, so having that buffer is 

important. 

 Become Self-Feeding 

Many real estate professionals don't think about what will hap-

pen to their business if their broker closes shop or sells to 

someone else. This is where it's important to become what I 

call "self-feeding." What I mean by this is that your business 

doesn't come from the office but rather from your own efforts. 

This way if your broker goes out of business, your source of 

leads doesn't dry up with the office. It also means that other 

brokers will find you more attractive for hiring. You might 

even find that you can get a better deal on your commission 

split than you would if you were more dependent on office-

generated leads. 

 Make Connections With Practitioners Outside Your Area 

While real estate pros may have their own "turf," buyers don't. 

Having connections with other professionals outside of your 

market allows you to create relationships that could result in 

referrals when a buyer decides to move to your area. Find 

practitioners in areas that have close proximity or similar con-

ditions to your own to trade business with. It's a great way to 

get an extra piece of business a couple times a year. 

 Develop a Plan for Getting Client Referrals 

If you're not already asking for referrals, you're missing the 

boat. A solid plan with a good close can yield you referrals at 

three to four times the rate you have now. Your expectations 

of clients sending you referrals should be something that you  

 

7 Ways to Plan for the Long Haul 
 

Planning ahead doesn't mean simply making preparations for 

the next quarter, year, or market cycle. It means coming up 

with a cohesive strategy to guide your business for years to 

come. 

 In real estate, it's important to plan for the long term. We 

have to have a vision for where we are going, or we'll end up 

back in the same place over and over again. Here are a few 

ways for you to plan for the long haul in your business. 

 Set Up Your Sales Pipeline 

The absolute most important plan for the long haul is your 

sales pipeline. Gone are the days when buyers were hanging 

like ripe fruit on overburdened trees. Today, you have to 

keep track of people for months and sometimes years before 

they buy. It is a long-term project to get in the door with 

some of these people. And many of the sellers you talk to 

today can't afford to do a short sale and wouldn't qualify for 

one anyway. 

 To deal with these difficulties, set up a solid follow-up sys-

tem now (if you haven't already) so you aren't relying on 

piles of sticky notes to remind you to make your sales calls. 

Another way to set up your pipeline is to start running semi-

nars. These are usually attended by people thinking about 

buying or selling somewhere between three months to two 

years from the time of the event. While it's not always a 



 

 

cover during your initial meeting and throughout the trans-

action, as well as long after the sale. Also, ask your clients 

to give you good reviews on online review sites. 

 Build Your Infrastructure  

If you really are planning for the long term, you'll want to 

have some infrastructure in place. This means procedures, 

forms, and letters that you use consistently across your cli-

entele. There are several reasons to do this: 

 It frees you from reinventing the wheel every time you 

have to send something out. 

¶ It gives you the ability to automate part of the process, 

meaning you spend less time on redundant tasks. 

¶ Having standard forms and procedures in place makes 

you look professional to prospective clients. 

¶ It insulates you somewhat from potential Fair Housing 

lawsuits if you treat everyone the same way every time. 

 Don't Think About Tomorrow, Think About Next 

Year 
Real estate professionals are always thinking about the 

next commission. But if you take the time to plan a little 

further out and set up systems that can carry you through 

the next several years, you'll find you never have to worry 

about tomorrow's commissions again. Then the main issue 

becomes how to give superior service rather than how to 

make next month's rent. 

By Kelle Sparta, December 2009, REALTOR Magazine 
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'Bad seed is a robbery of the worst kind: for 
your pocket-book not only suffers by it, but your  
preparations are lost and a season passes away  

unimproved.'   ~George Washington 

 

39 N. 12th St. Lebanon, PA 17046 

Wed. March 3, 10, 17 and Wed. April 7, 14, 21 

6:00 p.m. ï 9:00 p.m. 
 

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   
HIGH  SCHOOL  SCHOLARSHIPS ... 

 

High School Seniors at Lebanon Co. high schools who are plan-

ning to continue their education at a post secondary two or four 

year college, are invited to apply for one of three $500 scholar-

ships sponsored by the Lebanon County Association of REAL-

TORS®. Students are asked to write a 500 word essay on ñWhy 

You Should Use A Realtor® To Buy or Sell Your Home ò. 
 

Rules and application for these scholarships have been provided 

to the Guidance Office of every high school in the County, and 

have also been posted on the Associationôs óEducationô page of 

our website at www.lebanon-realtors.com. Deadline for applica-

tions is Friday, March 26, 2010. The winners will be announced 

in April. 

 

The State Real Estate Commission requires each real estate  

licensee to take 14 hours of continuing education during each 

license renewal period. The current period began June 1, 2008, 

and ends May 31, 2010. 
 

The changes the State Real Estate Commission previously  

approved for education for the 2006-2008 Continuing Education 

renewal cycle remain in place:  
 

Á For 2008-2010, licensees will be able to complete their continu-

ing education requirements with classes that are a minimum of 

2 hours in length.  

Á Individuals licensed before 12/01/07 will be able to complete all 

14 hours of continuing education for the 2008-2010 renewal 

period in elective courses. 

Á Licensees may fulfill their CE requirements through approved 

distance education (online) courses through approved providers. 

Á Individuals licensed after 12/01/07 will be required to com-

plete their first 14 hours of continuing education in specific, 

mandatory, Commission-developed courses. These courses are 

available through approved providers.   

Pennsylvania REALTORS® PRI Institute & the 

Lebanon County Association of REALTORS®  

present two MCE classes:  
 

óUnderstanding Appraisal Issues for Agents/Brokersô 

And 

óDeposit & Escrow Accountsô 
 

Thursday, March 11, 2010 

$50 Advanced Registration, $75 walk-in per class 

Lantern Lodge, Myerstown, PA   
(Each class approved for 3.5 hrs. of CEðtotal of 7hrsð 

Registration Forms on LCAR website óEducation Pageô) 



 

Right: Holiday smiles from 

Wendy  Donmoyer & Kelly 

Woefling as they presented 

the table centerpieces. 
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HOLIDAY  PARTYé 
 

 One hundred thirty-five Association members gathered at the Lantern Lodge on December 11, 2009 to celebrate the season.  

Beautiful centerpieces dressed each table with holiday colors & spirit, and with a great selection of hors dôoeuvres, wine, fantastic 

music, and stimulating conversation, there was plenty to keep everyone entertained. 
 

 After a dinner of either delicious Stuffed Flounder or Filet Mignon, the "2009 REALTOR® Of The Year" winner was an-

nounced. Announcements were followed by door prize drawings, centerpiece winners, an evening full of dancing to great hits by 

ñThe Uptown Bandò, laughing, and plenty of wonderful holiday cheer. 
 

 We offer many ñThanksò to the following Affiliate Members and businesses for their contributions & support of our Christmas 

party!  Edge Abstract donated the grand prize, a $500 gift certificate to Windward Travel in addition to several other óbeach-themedô 

prizes.  The lucky grand prize winner was ????  

Door Prizes, compliments of: 
 

Edge Abstract of Pennsylvania 

1st National Bank of Fredericksburg 

Jonestown Bank & Trust Company 

Lebanon Co. Assoc. of REALTORS® 

Lebanon County Builders Assoc. 

Well Fargo Mortgage Services 

Beard Appraisals 

Fulton Mortgage 

Yes Financial 

Holiday Centerpieces, compliments of: 
Lebanon Land Transfer 

 

Right: Melissa 
MacBride  

is announced as 
ôRealtor of the 
Yearõ. òThe Up-

town Bandó 
did a fantastic job and 
kept everyone dancing 
ôtill the very end. 

ASSOCIATION  NEWS... 

Above: Carol Cortright gets an    

on-stage guest appearance with the 

band. 

Above: Wendi Donmoyer and 

Kathe Morrissey claim their 

door prizes. 

Bottom right: Doug Mann & his wife 

kick up their heels on the dance floor. 

Above:  Lined up are the beach bag recipi-

ents for Edge Abstractôs game.  Tammy 

Sites was the grand prize winner. 

Above:  Joe Wentzel opens the ómystery bagô 

placed under every table.  Left: Nancy Smeltzer 

and Kris Mease hit the dance floor. 

Right: 

Kris 

Mease did 

a great job 

as our 

óMCô of 

the  

evening. 


