|—|e110 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. Wasndt it
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 I get involved!
There are so many opportunities available within our as-
sociation. Whether you want to-do something with a little
more fAmeato or would jus
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Datgs To Remember...

25 Reservation Deadline-March Luncheon

Wi nnerdéds Circle Luncheo]n
Quality Inn - Noon

MCE Classes, Lantern Lodge, Myerstown
Day Light Savings Time Begins

MLS Training

Rie. tPhoattrée s ko603 hlkaywat er s

[ it t | eweRafeh dpdt forgou! Please contact me 20 Spring Begins
or any of the other officers or directors and we will plug 24 New Member Orientation
you in! 28 Palm Sunday

Lastly, I would like to thank Mary Rakow and Julie April:
Osborne for their invaluable support to me in the past and 2 Good Friday-Office Closed
in advance for what is sure to be an adventurous year for 4 Easter \ ~ Pt
me. I look forward to the challenges and opportunities . J
ahead! Please never hesitate to contact me with any ideas, 12 Luncheon. 1\'/Ieet1ng ’ I ﬁ
suggestions or concerns. e * ; )
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ASK THE ATTORNEY...

Doorstep Reqgistration 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 agefitaccompanies-the buyer to the,
first visit to the propertw 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 shey,
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 litmas
test to determine who is the procuring cause of the sale.
It may not be deterrmne,d on theybasis of who first infro-
duced the buyer"fo the Iﬁ%operty notymay it be deter- |
mined on the basis of who subffifted the buyer's offer.
These litmus tests (I refer to them as the doorstep rule
and "who brings the offerfule) have merit. Employing
either would mean our local associations would no §
longer have to conduct costly arbitration hearings. &fter
all, determining procuring cause would then be a matter
of simply identifying who introduced the buyer or who
brought the agreement. Y

This is not what the family of REALTORS®*had in
mind when the rules of cooperation wgie*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 Manualas amended by the state and
local associations. In the Manualyou 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-

tors that need to be evaluated when determining who was
the efficient and direct cause of bringing about a sale. In
fact, the Manualexpressly 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 aeknowledges‘\t‘hat she never would have
bought the listing agent's! mffermg were it not for her
buyer agent. Clearly the doorstep ruleignores the com-
plete analysis necessary to determine who was the pro-
curing cause of that sale.

It is understandable why the doorstep rulecame
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 ju§t happens to have a real es-
tate license! It ld be tice for Uncle Harry to
receive the co-op fee for havmg _done nothing more than
pen the agreement

I bgVe no doubt that these broker-drafted procuring
cause’ &8 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.

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C.,
2009 All Rights Reserved

KEYSTONE MLS TIPS...

How do | run a Custom Hot Sheet?

Custom Hot Sheet Settings
Sheet.

To run a Quick Search Hot Sheet

On your flexmls menu, click on Hot Sheet under Daily Functions, and then click on
. You may run two kinds of custom Hot Sheets: a Quick Search Hot Sheet and a Saved Search Hot

, 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 .

____________________________________________________________________________________________________|
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ASK THE ATTORNEY...

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 sellerhave
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
t hat Pennsyl vania r ecog.lf
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 el ements of 'the 6cay
proved by the evidence. Win or lose;isn'tit-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 Actssection 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 | 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

i the Besl Estate @ommisgian'eélhe § dmmeneetlth'so n 6
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.

S"€ TIR bther@ife brith® Bifis ¥t Qetleks Shoult @ v €
"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.

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C.,
2009 All Rights Reserved

Q )

- § =

(t



7 Ways to Plan for the Lon gH aul 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.

Planning ahead doesn't mean simply making preparations for

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

with a cohesive strategy to guide your business for years to | This may not seem like the best time to hire an assistant, but if
come. you get your follow-up systems in place and make use of

In real estate, it's important to plan for the long term. We them, then you should have regular business coming in within

have to have a vision for where we are going, or we'll end up | @ short period of time. And if you're good at asking for and
back in the same place over and over again. Here are a few | getting referrals, then you'll soon be too busy to follow up con-
ways for you to plan for the long haul in your business. sistently.

Set Up Your Sales Pipeline 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.

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 When hiring an assistant, you have two choices. You can go
some of these people. And many of the sellers you talk to for a virtual assistant who can help you bridge the gap between
today can't afford to do a short sale and wouldn't qualify for | working alone and having a full-time, in-person assistant. Or,
one anyway. 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

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 tmportant.
buying or selling somewhere between three months to two Become Self-Feeding
years from the time of the event. While it's not always a 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 [
call "self-feeding." What I mean by this is that your business
OVER 125 YEARS doesn't come from the office but rather from your own efforts.
AND STILL LENDING. 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-

Contact 4:.|ne of our mortgage
professionals for o Free Pre-Approval,

Brenda Herring-Ferrebees generated leads.

Ef,E;Ei’ﬂ;;;}é@g{i:L,;,n,m,,.[gﬂg,_,w,nm,w_m,“ Make Connections With Practitioners Outside Your Area

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

717.274.698] B Having connections with other professionals outside of your

cgates@fultonmortgagecompany.com market allows you to create relationships that could result in

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

717.274.6835 practitioners in areas that have close proximity or similar con-

rmeoro@fultonmortgagecompany.com 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.
pany Develop a Plan for Getting Client Referrals

A Division af

Fulton Bank, n.a. If you're not already asking for referrals, you're missing the

Mo Surprises. | | boat. A solid plan with a good close can yield you referrals at
: et gl three to four times the rate you have now. Your expectations

R P sttt bl : of clients sending you referrals should be something that you
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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.

9 It gives you the ability to automate part of the process,
meaning you spend less time on redundant tasks.

i Having standard forms and procedures in place makes
you look professional to prospective clients.

9 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

_Continuing/ED'

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:

®"  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.

®  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.

®  Licensees may fulfill their CE requirements through approved
distance education (online) courses through approved providers.

® 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.

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

'‘Bad seed is a robbery of the worst kind. fq
your pocketbook not only suffers by it, but yo

preparations are lost and a season passes
unimproved.' -George Washington

THE AFFORDABLE HOUSING
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Y z COUNCIL OF LEBANON COUNTY
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39 N. 12th St. Lebanon, PA 17046
Wed. March 3, 10, 17 and Wed. April 7, 14, 21
6:00 p.m. T 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.

Pennsylvania REALTORS® PRI Institute & the
Lebanon County Association of REALTORS®
present two MCE classes:

oUnderstanding
And

6Deposit & Escrow

Thursday, March 11, 2010
$50 Advanced Registration, $75 walk-in per class

pdge, My DWII
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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 AWhy
You Should Use A Realtor® To Buy or Sell Your Home 0 .

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 th
our website at www.lebanon-realtors.com. Deadline for applica-
tions is Friday, March 26, 2010. The winners will be announced
in April.

Acc




ASSOCIATION NEWS...

HOLIDAY PARTYE

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 hol andsécy
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

fiThe UptownBandd, | aughing, and plenty of wonderful holiday ¢
We offer many i T h a ntdktte following Affiliate Members and businesses for their contributions & support of our Christmas
party! Edge Abstract donated the grand prize, a $HHh®me

prizes. The lucky grand prize winner was 77?7

Door Prizes, compliment

Edge Abstract of Pennsylvania g
1st National Bank of Fredericksb
Jonestown Bank & Trust Compa

: Lebanon Co. Assoc. of REALTOR
MacBride Lebanon County Builders Assoc.

is announced Well Fargo Mortgage Services
ORealt he Beard Appraisals ST h
Year Fulton Mortgage 0 €
A . . t own
: Yes Financial

) ) did a fantastic job ang
Holiday Centerpieces, compligpedisrine danci

Lebanon Land Transfer otil |l t he

‘%‘,
Above: Wendi Donmoyer and

Kathe Morrissey claim their
door prizes.

.

Above: Carol Cortright gets an
. on-stage guest appearance with the
Right: band.
Kris
Mease did

a great job E g || Above: Lined up are the beach bag recipi- Bottom right: Doug Mann & his wife
as our 2 ents for Edge Absf|rggiCup thed heds d3nR dance flfof MMY

6 MC 6 Sites was the grand prize winner.

the
evening.

ight: Holiday smiles from

Wendy Donmoyer & Kelly

Woefling as they presented
the table centerpieces.

Above: Joe Wentzel
placed under every table. Left: Nancy Smeltzer

and Kris Mease hit the dance floor.

nd.




ASSOCIATION NEWS...

Melissa MacBride
President

Tracey Wilson
President Elect

Amy Dellinger
Secretary

Jim Hostetter
1 Year Director

Sally Weise
Treasurer

Frank Tomecek Jr.
3 Year Director

Sherri Killinger
2 Year Director

Alix Lopez
Member at Large

Duane Zehring
MLS President

Ernie Steele
Member at Large

ASSOCIATON OFFICERS
President: Melissa MacBride, Century 21 Krall
President Elect: Tracey Wilson, Brownstone Real Estate
Secretary: Amy Dellinger, Brownstone Real Estate
Treasurer: Sally Weise, Re/Max of Lebanon County
Past President: Joe Wentzel, Penn Realty, LTD.

DIRECTORS
1 Year Director: James Hostetter, Prudential HSG
2 Year Director: Sherri Killinger, Suburban Realty
3 Year Director: Frank Tomecek Jr., Re/Max Cornerstone

MEMBERS AT LARGE
Alix Lopex, C21 Krall; Ernie Steele, Prudential HSG

MLS OFFICERS
President: Duane Zehring, Rauch Real Estate
Vice-President: Nelson Ebersole, Suburban Realty
Secretary-Treasurer: John Tice, Jack Gaughen, ERA

DIRECTORS:
MaryAnn Gacono, Prudential Gacono Real Estate
Holly Krall-Heft, Century 21 Krall Real Estate

STAFF
Mary Rakow, Executive Officer
Julie Osborne, Executive Assistant

MORTGAGES

* Home Loans
* Construction

* Lot Loans

* Refinancing

* Improvements

* Farms & Farmettes

& Farm CREDIT

800.477.9947 {=)

fammcreditmorigage.com




AND THE WINNER ISé

REALTOR® o f

Right: Brenda Henning, 2008 Realtd
of the Year, presents Melissa

MacBride, 2009 Realtor of the Year,
plague at the Jan. 11, 2010 luncheg
at the Quality Inn, Lebanon.

As the audience at the December Association Christmas Party pondered the clues given to
them to try and guess the recipient of the 2009 REALTOR® of The Year, Brenda
Henning, 2008 recipient slowly peeled open the sealed envelope to reveal the 2009

The

Melissa MacBride, Century 21 Krall Real Estate!!

Every year a recipient is chosen who meets the criteria established by the Association,
and is awarded this prestigious title based on their work, both in and outside the real
estate field. Congratulations to Melissa on this great accomplishment, and we wish her
the same good fortune in 2010, and in years to come!

Year é

CONGRATULATIONS
To Melissa MacBride,

2009 REALTOROof the
Year!

Left: Mary Ann Gacono receives her

gift bag at the Jan. 11, 2010 luncheon.

i Mary Ann and Sue Richards were the 1_p
blood donors in 2009. Way to help out

our communityé.grea

O CONGRATUL A RIlxQdp&rd, t [
Wendy

Say
Century 21 Krall Real Estate, and

Hanford, Brownstone Real

Estate, for being our 2010 REALTOR ®

Scholarship winners! Each winner
receives a $250 scholarship which can be used
any time in 2010 to further her real estate

education. The winners were presented their
scholarships at the Jan. 11, 2010 luncheon.

o8 vy ‘o g vy ‘o g v o By i

SPECIAL EVENTS
COMMITTEE...

Congratulations to all the Committee Members who
did a wonderful job at working together to give us
another great Christmas Party!

Melissa MacBride

Wendi Donmoyer
Tina Gring

Kris Mease
Stephanie Olson
Lori Kahl

Joe Wentzel

Alix Lopez

Chairpersons:

Committee:

MILESTONESE

There are many milestones we as REALTORS®
come to celebrate. Among the top on the list are
passing the licensing test, selling the first home, and
staying active for 25
years! That may seem long for most people, but
when you enjoy your J q
honorees, itds not that

Jeff Gacono, Prudential Gacono; Kathey Morrissey,
Century 21 Krall Real Estate; Fred Schaeffer, Mt.
Gretna Realty; and Walt Zehring, Rauch Real Estate,
all 25 year members, were recognized, and those
who attended received a 25 year Member pin from
2010 Association President Melissa MacBride at the
January luncheon meeting.

We wish you well for another 25 vears!

All four 25yr. members were added to the plaque of
distinguished members who have served
the Association for 25 continuous years.

Pictured above, left to right: Jeff
Gacono, Prudential Gacono, Kathe
Morrissey, C21 Krall Real Estate, Fred
Schaeffer, Mt. Gretna Realty, & Walt
Zehring, Rauch Real Estate.

Congratulations!

RHYAVAURIRMINU|

Z c//"// 3




AFFILIATE MEMBER APPRECIATION DAYSé

The Lebanon County Association of REALTORS" designates every February as Affiliate Member Appreciation month, and at
our February 1, 2010 luncheon meeting, Affiliate Members were presented a small token of our appreciation for all the work
and support they give us through out each and every year. If you have an opportunity, please thank an Affiliate Member, and
patronize their place of business when you can! Here is a current list of all participating Affiliate Members:

First Name |[LastName |Company Email Address Business Phone
Charles  |Smith Absolute Real Estate Appraisals areacgsi@aol.com (717) 7434277
Anita Ziegler Anita Ziegler Appraisals deedyz@comcast.net (717) 8383567
John Feather Annville Land Transfer feather@featherlaw.com (717) 8671200
Vanessa |Marinkov  |Appraisals of Lebanon Valley appraisalsiv@comcast.net (717) 6851176
Therese  |Bogia Bogia Engineering therese@bogiaeng.com (610) 6783071
Suzanne  |Johnson Cedar Abstract Title Company (717) 2730111
Jim DaGrosa |DaGrosa Appraisal Company appraisals@jimdagrosa.com (610) 6780210
Daniel Lapp Daniels Floor Care. LLC. daniel@luvmycarpet.com (610) 6936370
Kris Mease Edge Abstract of Pennsylvania kmease@edgeabstract.com (717) 2280870
Darryl Bush First National Bank of Fredericksburg |dbush@fnbankonline.com (717) 8652123
Michael Fortna Fortna Auctioneers auctions@fortnaauctioneers.com (717) 8674451
Craig Gates Fulton Mortgage Company cgates@fultonmortgagecompany.com  [(717) 2746981
Gerald Polansky  |Gerald E. Polansky Appraisals jpolanskyl@comcast.net (610) 8578027
Tonya Blouch Henry & Beaver, LLP tonya@henrybeaver.com (717) 2743644
David Glick Home Inspector, The thi@Imf.net (717) 8650222
Chuck Berthoud  |Housemaster chuck.berthoud@housemaster.com (717) 5336955
James Beard James Beard Appraisals jebeard1l@comcast.net (717) 8389636
Cindy Radnovich |Jonestown Bank & Trust Company  |cradnovich@bankjbt.com (717) 2797655
Keith \olker Landmark Homes keithv@ownalandmark.com (717) 7331536
Betsy Bowman |Lebanon Co Redev Authority bowmanej@hotmail.com (717) 2739326
Frank Kocher Lebanon County Builders Association |fkocher@Ilebcobuilders.com (717) 2726252
Clare Yingst Lebanon Daily News (717) 2725611
Tina Gerhart Lebanon Federal Credit Union tgerhart@lebanonfcu.org (717) 2722210x101
Wendi Donmoyer |Lebanon Land Transfer wdonmoyer@lebanonlandtransfer.com  |(717) 2748085
Sue Forney Lebanon Title Company sforney@leblaw.com (717) 2722360
Robin Gamby M&T Bank rcgamby@mtb.com (717) 3913082
Debra Brennan Members 1st FCU brennand@members1st.org (717) 7986177
Eric Schmid Met Life Home Loans eschmid@metlifehomeloans.com (717)5191170
Douglas |[Hummer |Metro Bank douglas.hummer@commercepc.com (717) 8050951
Beth Haines MidAtlantic Farm Credit (800) 477947
Cindy Sholly MNET Mortgage csholly@mortgagenetwork.com (717) 8921914
Gene Olshefsky |National City Mortgage vier4d6@aol.com (800) 5389115
Kathy Kulbitsky  |[Northwest Savings Bank kkulbitsky@nwbcorp.com (717) 27271639
Allen Lafferty Premier Settlements, Inc. allen@premiersettlements.com (717) 5815810
Steven Rupy Priority Appraisals srupy@msn.com (717) 5331925
David Mull Professional Home Inspection, LLC  |phihome@verizon.net (717) 8084668
Richard Ziegler R E Ziegler Inspection Services rich@rezieglerconstruction.com (717) 2730848
Tony Fitzgibbons |Real Estate Transfer Company fitzgibbons@nbn.net (717) 2798313
Lee Reddinger |Reddinger's Appraisal Service skipred@comcast.net (717) 9493388
Jennifer  |Rogoze Rogoze Appraisals, Inc. jrogoze@comcast.net (717) 6733423
Helene Dougherty |Sovereign Bank hdougher@sovereignbank.com (717) 5330989
Peter Jones Suntrust Mortgage, Inc. peter.jones@suntrust.com (717) 5332924
Stephen  |Bareuther  |UGI Utilities, Inc scarotto@ugi.com (717) 2551459
Tina Gring Wells Fargo Home Mortgage Tina.R.Gring@wellsfargo.com (610) 6789702
Barbara  |Mark YES Financial, LLC bmark@yesfinancialonline.com (717) 272114




LEBANON COUNTY SOLD STATISTICS 2009

DECEMBER 1-31, 2009

# Active $ Volume # Sold Sold Avg ADOM
Residential/Farms 878 $187,008,631 94 $ 164,152 79
Annville-Cleona 50 $ 9,956,400 4 $ 134,975 114
Cornwall-Lebanon 272 $ 69,928,460 23 $ 178,848 87
Eastern Lebanon 140 $ 28,102,150 15 $ 135,800 52
Lebanon City 170 $ 16,250,808 19 $ 69,784 67
Northern Lebanon 110 $ 25,785,250 17 $ 209,322 60
Palmyra 136 $ 36,985,563 16 $ 240,967 115
Multi-Family 56 $ 162,938 2 $ 68,450 18
Lots 185 $ 26,153,150 2 $ 151,667 92
C/1/B Sale 43 $ 21,818,800 2 $ 127,500 192
C/1/B Lease 12 $ 252,306 1 $ 65,000 140
County Total 1,174 $244,357,388 102 $ 160,217 81

These figures are based on data supplied by the Keystone Multi-List, 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.

SA%A SATA BARA

Y H O M E | N S P E C T I O N S y R A D O N
y T E R M I T E | N S P E C T I O N S y W A
W E LL P E R F OR M A N C E | N S P E C T I O

miPRQFESSIONAL HOME INSPECTION

YOUR FIRSTCHOICEIN 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
A Foll ow up Co nirspettd 8o dcharges —_—
A Ful | YEriors & @missidnsd Liability :
A National Society of usgs
A National Association of [E§
A Lebanon County Associ
A Pennsylvania D.E.P. Rad

DAVID C. MULLCERTIFIED INSPECTOR

www.professionalhomeinspect.com ,r:»':;f::\
PHONE: 717-808-4668 A TOLL FREE: 866:504-4668 A FAX: 717-569-3608 $ﬁﬁ}
E-mail: phihome@verizon.net %f::":i%f
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These figures are based on data supplied by the Keystone Multi-List, 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.

SEBANGON &‘{MWR SOERSTARISTIES: 2008 %
# Active $ Volume # Sold Sold Avg ADOM
Residential/Farms 2,760 $551,780,919 1,214 $ 163,190 89
Annville-Cleona 166 $ 31,389,535 77 $ 148,968 83
Cornwall-Lebanon 826 $193,321,834 333 $ 188,750 93
Eastern Lebanon 394 $ 77,041,393 158 $ 157,881 99
Lebanon City 527 $ 50,759,843 237 $ 82,968 91
Northern Lebanon 343 $ 74,602,239 163 $ 176,407 80
Palmyra 504 $124,169,175 247 $ 205,063 81
Multi-Family 141 $ 24,059,348 48 $ 131,569 86
Lots 298 $ 47,597,625 21 $ 160,883 184
C/I/B Sale 110 $ 58,611,065 16 $ 221,312 139
C/I/B Lease 27 $  695.724 1 $ 65,000 140
County Total 3,336 $682,744,681 1,300 $ 162,625 91

37

)

LEBANON COUNTY SOLD STATISTICS 2010

JANUARY 1-31, 2010

= A& 5 A 285 A 5 A B A 5 A

# Active $ Volume # Sold Sold Avg ADOM
Residential/Farms 953 $ 199,457,786 47 $ 154,520 73
Annville-Cleona 48 $ 9,353,400 3 $ 114,567 23
Cornwall-Lebanon 278 $ 70,676,817 15 $ 216,293 54
Eastern Lebanon 169 $ 34,309,740 7 $ 153,500 88
Lebanon City 186 $ 18,082,508 11 § 58,870 68
Northern Lebanon 125 $ 29,831,928 4 $ 183,950 81
Palmyra 147 $ 37,203,393 7 § 173,785 124
Multi-Family 56 $ 9,107,800 5 $ 129,200 72
Lots 192 $ 26,994,050 3 $ 88,383 464
C/1/B Sale 41 $ 19,081,700 1 $ 140,000 140
C/1/B Lease 12 $ 103,306 0 $ 0 0
County Total 1,254 $ 254,744,642 56 $ 148,457 95
These figures are based on data supplied by the Keystone Multi-List, 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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MEMBER CORNER...

%@@W RilieiFaro

."

i Happy Birthday to y0u..

%@W ‘\@\m@\} m

January

1 Richard Reich, Reich Realty

1 Virginia Centini, Help-U-Sell of Lebanon

2 Melodie Brown, Griffith Group Realty

2 Diane Griffiths, Brownstone Real Estate

9 Bill Thomas, Century 21 Krall Real Estate
9 Richard Lengel, Re/Max Cornerstone

10 John Watson, Penn Realty, LTD

11 Joseph Urban, J.A. Urban Real Estate

13 Mary Marinkov, Prudential Gacono Real Estate
13 Robin Gamby, M&T Bank

14 Anita Esler, Century 21 Krall Real Estate
17  CIiff Berger, Century 21 Krall Real Estate
17  Kathe Morrissey, Century 21 Krall Real Estate
18  Stuart Hanford, Re/Max Cornerstone

20  Michael Gordon, Rauch Real Estate

21  Jean Rowe, Custom Real Estate

23 Sue Richards, Century 21 Krall Real Estate
23 Angela Rhen, Re/Max Lebanon

24 Susan Clark, Lighthouse Realty Group, Inc.
25  Doris Ulrich, Ulrich Professionals Realty
25  Tiffany Weimer, Integrity 1st Real Estate
26  Robert Deck, Brownstone Real Estate

28  Diane Sirriannia, Re/Max of Lebanon Co.
30  John Miller, Suburban Realty

31  Jody Cavanaugh, Prudential HSG

31 Ken Kuren, Prudential HSG

E

Desiree Mintz, Coldwell Banker Select Prof.
Helene Dougherty, Sovereign Bank

Traci Deck, Northwest Savings Bank, Palmyra
Betsy Bowman, Lebanon Co. Redevelopment Auth.
Bonita Koller, Century 21 Krall Real Estate
Irene Pickett, Century 21 Krall Real Estate
Fred Schaeffer, Mt Gretna Realty

Steve Yocklovich, Re/Max of Lebanon County
Don Griffith, Griffith Group Realty

Monica Kapp, Help-U-Sell of Lebanon

Daniel Lapp, Daniels Floor Care, LLC

John Tice, Jack Gaughen Hershey

Kimberly Gassert, Prudential HSG

Eddie Rowe, Custom Real Estate

Daniel Pellman, Prudential Gacono Real Estate
Catherine Kreider, Re/Max Cornerstone
Arlene Zellers, Prudential Gacono Real Estate
Cindy Sholly, MNET Mortgage

Wes Dellinger, Brownstone Real Estate

Roger Myers, Suburban Realty

Logan Matthew, Custom Real Estate

Brad Keim, Suburban Realty

Roy Shirk, Suburban Realty

Jeff Carpenter, Re/Max Cornerstone

Marie Shott, Ulrich Professionals

O D i B BN

10
11
11
11
11
14
15
18
18
21
22
23
23
23
24
25
26
26

Member Updates

Congratulations to...

*  Frank Tomecek Jr., Re/Max Cornerstone, and his
wife who welcomed baby Sophia Mae on Feb. 8th

= Cindy Root, Suburban Real Estate, & Ginny
Lewis-McLaughlin, Brownstone Real Estate, who
both earned their SRES® designation.

= Wanda Bechtold, Re/Max Lebanon, & founder of
6Centr al PA Supports
shipped 5+ tons of goodies to troops overseas for
the 609 holidays.

* Ricky Ramos, Brownstone Real Estate, & Susan
Emrich, Re/Max Lebanon who earned their SFR®
designation

t

OQur Deepest Sympat
= Cheryl Gates, Prudential HSG, who lost her fa-
ther, Charles Gamler Jr. on 2/14/10.
* DebBoger,Century 21 Kral/l Re
mother, Betty Quigley, passed on 1/13/10.
Kathy Kulbitsky, Northwest Savings Bank, lost
h €her fathe®, ofeph f. Barry! ¢h €/2140. 0 U p
= JohnTice, Jack Gaughn Refl t

John W. Tice, passed on 12/12/09.

Please keep these members in your thoughts and
prayers.

12



MEMBER CORNER...

COMINGS & GOINGSé
New REALTOR® Members:

Naomi Fredlund, Coldwell Banker Select Prof.
Jennifer Kruger, Prudential Gacono
Rony Antoine Jr., Prudential HSG
Michael Yingling, RE/MAX Delta

Chris Martin, Exit Diamond Realty
New REALTOR® Office Members:

RE/MAX Delta
Exit Diamond Realty

REALTOR? Member Escrows:
Suman Sharma, Prudential Homesale Svcs. Grp.
Jenelle Schubert, Brownstone Real Estate
Natalie Allen, Brownstone Real Estate
Trish Spangler, RE/MAX Lebanon
Jamie Anderson, Brownstone Real Estate
Christine Moyer, Geller Real Estate

Joan Hartman, Ulrich Professionals Realty

Get the JBT
mortgage advantage:

v Free pre-approval on home purchases

v You have the option of local loan servicing
v" 1-settlement closing on new construction
v Competitive fixed and adjustable rates

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

Quentin Road T17-279-7720

Jonestown 717-8656-2112
Ebenezer T17-274-5421
Lebanon T17-273-04086

Newmanstown ©10-589-1234

Kristine Kurtz, AC Burkholder Real Estate Cleona 717.279-7655
Barb Harris, Kleinfelter Real Estate bank]bt.com Grantville 717-489-0823
Doug McDonald, Ulrich Professionals Realty Palmyra TATesL0082
Naomi Ramirez, Ulrich Professionals Realty
Beth Helsel, Century 21 Krall Real Estate Jonestown Bank & Trust Co. Member FDIC e

Elena Price, Prudential Homesale Svcs. Grp.
Greg Ebling, Custom Real Estate
Ryan Anspach, Century 21 Krall Real Estate
Barb Musko, Ulrich Professionals Real Estate
James McClellan, Suburban Real Estate

REALTOR® Member Transfers:

The Home Inspector Inc.  David E. Glick

= Cell: 717-926-1206
2061 Kenbrook Rd. Office: 717-865-0222
Lebanon, PA 17046 Toll Free: 1-888-511-0222

www.thehomeinspectorinc.com dave@thehomeinspectorinc.com

David Kleinfelter, Rauch Real Estate
Denise Gainer, Non-Mbr Office
Marie Shott, Ulrich Professionals Realty
Bill Hartman, Exit Diamond Realty
Wanda Joy Miller, RE/MAX Delta
Kim Reager, Century 21 Krall Real Estate

Newsletter Committee
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H Abigail Welsh, Prudential Gacono
0]
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0]
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0]
0]
E
0]
0]
0]
E
0]
0]
0]
o]
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............. *Brenda Miller Re/Max Cornerstone 273-5501
Kleinfelter Real Estate
Renee Morro Fulton Mortgage Co. 274-6981
New Affiliate Members: Kris Mease Edge Abstract of PA 228-0870
Robin Gamby, M&T Bank .
Y B”?”.da I Re/Max Cornerstone 273-5501
Albert Scott, M&T Bank Phillips
Jay Lowman, M&T Bank Melody Kiene Re/Max Cornerstone 273-5501
Affiliate Non-Renewals: Sara Conville Prudential Gacono 867-5511
Roy Meyer, ACA Mortgage If you have any ideas or articl
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
vceoocoeococcocsccssocoscscocovococvoeoeo e secretary(@lebanon-realtors.com.
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FEBRUARY 2010

|' |
| Sun Mon Tue Wed Thu Fri Sat |
1 Pre-Lunch 2 3 4 5 6
| Seminar & |
Feb. Luncheon
V4 8 Grievance |9 10wi nnellds 12 i c O]‘Sn 6 s
Comm. Circle .
| Webinar Deadline Birthday |
| 14 Happy |]GPresi dp@tos |[]17~PRMtz |18 19 20 |
Val ent|i ne day ~MLS Training
Day Office Closed ~Ash Wednesday
~Newslett
| 21 22Wa shin _:]2% nods 24 BOD 25 1\(;[‘:Igs.edler 26 ]?I'lr:\isgk 27 |
Birthda ~Res. Deadline
! Mtg' 3/1 luncheon Mtg.
|l |

Mark Your Calencar:
yAOE ROT =0 @udt =y ey d Frum I x 0 &F=10/8/t0cHabRay BRnefit Auction * 12/10/10 Christmas Party
i |
| Sun Mon Tue Wed Thu Fri Sat |
Wi nne|mbs . MCE Class
Circle 2 3Educatlon 4 Registration S 6
Luncheon Mtg. Deadline
7 8 9 10pror.San- [ 1] MCE |12 13
dards Mtg Classes
Hbg. Myerstown
14 Day!ight 15 16 Keystone 17~PR Mtg. 18 Newsletter 19 20 Spl’ing
Savings MLS Mtg. ~MLS Training Mt Bedi
Time Beging S Lebanon | ~St . Patiricko § Day €gins
| 21 22 23 24 New |25 D fiieh School| 27 |
Member Scholarship
Orientation Deadline
| 28 Palm 29 Passover 30P 31 BOD |
l Sunday Begins assover Mtg.

LCAR MISSION STATEMENT:

The Lebanon County Association of REALTORS®( LCAR) actively serves itsd membg
and services to enhance ethical and successful business conduct; and, through collective action, advocating private property rights.




