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Dates To Rememberé 
March: 

 17 St. Patrickôs Day 

 17 MLS Training  

 20 Spring Begins! 

 24 New Member Orientation 

 28 Palm Sunday 

 April : 

 2 Good Friday-Office Closed 

 4 Happy Easter 

 10 Open House Parade 

 12 April Luncheon Meeting-Quality Inn  

 21 MLS Training  

 22 TECHNO Thursday 

May: 

 3 Luncheon Meeting, Quality Inn - Noon 

SEE THE  FULL  CALENDAR  OF EVENTS & E VENT  DETAILS  AT : 

WWW .LEBANON -REALTORS .COM  

From the President, Melissa MacBride 
  

Finally, May 31 marks the end of our license renewal pe-

riod.  You will need to have at least 14 credit hours of Man-

datory Continuing Education for the last two year period in 

order to renew.  If you missed out on the MCE options that 

the Education Committee brought to our area and still need 

your credits, there are still other opportunities out there and 

on-line courses are available too.  Donôt forget to renew at 

https://www.mylicense.state.pa.us . 

 Wishing you all a BUSTLING SPRING! 

 Spring has SPRUNG!!! I hope that 

you are taking some time to enjoy this 

gorgeous SUNSHINE!  Hard to believe 

that we are half way through March and 

wrapping up the first quarter of 2010.  I 

pray that it is shaping up to be a good 

year for us all.  

   

Have you noticed an increase in activity with the contract 

deadline for the buyer tax credits looming at the end of 

April?  Now is the time to be encouraging our buyers to 

start making up their minds.  Iôm sure many of you are 

like me and have buyers who are really enjoying shop-

ping around with all of the inventory in the market.  I told 

a client the other day that he doesnôt want to wait too 

long.  There are lots of shoppers out there doing exactly 

what he is doing and soon it will be like musical chairs ï 

when the music stops he might just be left without a seat! 
  

It is also a great time to get some of those prospective 

sellers off the fence.  Remind them of the vast pool of 

buyers out there looking to take advantage of the tax 

credit and also the opportunities that may await them if 

they qualify for the existing homeowner credit.  Lots of 

good stuff happening ï we should be busy bees these 

days! 
  

However, donôt be too busy that you forget about some 

important upcoming events! 
  

Saturday, April 10 is the LCAR Semi Annual Open 

House Parade. There are sure to be buyers out and about 

this day!  For $80 per listing you are supplied with signs, 

print, and web advertising for the event.  Deadline to reg-

ister is March 22, but promotion of your listing starts im-

mediately upon registration.  Sold listings can be 

swapped for another by April 1 and online registration is 

easy!  Take advantage of this neat marketing tool! 
  

Thursday, April 22 we will host a ñTechno Thursdayò (in 

lieu of our 2nd quarter ñFinance Fridayò).  You wonôt 

want to miss John Tice and his informal, hands on pres-

entation about Social Media and its impact on our profes-

sion.  (And, yeah, breakfast will be served as well!) 

Your Voice for Real Estate In Lebanon County  
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IN REAL  ESTATE NEWS... 

Spring Cleaning for  

Your Business 
By Tracey C. Velt, March 2010 

 

The buyers are coming. Are you ready? Embrace 

the season of renewal to get your business house in order. 

Sales coaches and practitioners share tips for a successful 

spring and beyond. 

Just as home owners embrace the annual rite of 

spring cleaning, you too can harness the season of renewal 

to get on track for success this spring and beyond. 

 "Regardless of where in the country you areð

whether youôre in a cold-weather climate or somewhere 

like Phoenix where winter is a busy time for sales, tooð

almost everybody has a good spring," says real estate 

trainer and business consultant Bernice Ross. "People are 

ready to buy." 

Clean Up Your Web Site:  Are you regularly go-

ing through your Web site to make sure itôs up to date? If 

not, you may be surprised at what you findða broken link 

here, an outdated article there. For Libby Zorbas, a second-

home specialist in upstate South Carolina, little annoyances 

on her Web site added up to a less-than-ideal experience for 

prospects looking for a home in her growing vacation mar-

ket. 

 "I was getting behind in keeping the site up-dated 

and dynamic," says Zorbas, e-PRO, of Justin Winter & As-

sociates, REALTORS®, in Sunset, S.C. "I realized I was 

never going to have the time or interest to do what needed to 

be done." 

 Yet, she knew how important it was to have a pol-

ished and functional Web site. So Zorbas hired a student 

from nearby Clemson University to do a thorough evalua-

tion of the site, www.judyandlibby.com, and report back on 

what he liked and what drove him away. "Having the fresh 

perspective was so worth it," she says. 

 The studentôs input gave Zorbas the basis to plan a 

site revamp that would consolidate redundant information, 

add more images, and make the back end easier to use. She 

hired a Web developer, who not only made the changes but 

also brought the site in line with best practices for search-

engine optimization. 

 "Now more of my site is automated," she says. "Iôm 

able to post a new article or blog entry very quickly, which I 

wasnôt able to do before when everything was hard-coded." 

 When it comes to Web sites, she advises other prac-

titioners to limit the breadth of work they choose to do on 

their own.  

 "The number of things that you can do with your 

site is overwhelming," she says. "Way too many of us bite 

off way more than we can chew. Having a good online pres-

ence is one of the most important things we can do, so we 

have to make sure that everything is working the way we 

intended." 

 Chappy Adams, broker-owner of Illustrated Proper-

ties in Palm Beach, Fla., went through a similar exercise, 

taking a fresh look at his site in 2009. He opted for major 

changes to take into account consumersô growing sophistica-

tion on the Web. 

 "The typical site lets you search only by price, bed-

rooms, and baths," Adam says. "On our updated Web site, 

consumers can choose to search by lifestyle to find a home 

that fits. Are you a boater? An equestrian? Do you want a 

beachfront condo? This new property search drills down for 

you in a new way." 

 If revamping your entire site seems overwhelming, 

focus your efforts on simplifying your home page, suggests 

Tom Ferry, a sales coach based in Irvine, Calif. 

(yourcoach.com).  

 "Recognize that sellers are asking themselves four 

questions: Whatôs for sale? How much is my home worth? 

Howôs the market? And why should I select you over the 

competition?" So write headlines on your Web site and other 

marketing materials that answer those four questions. 

"Become more consumer-centric and less self-promotional," 

he says. 

 While youôre touching up your Web site, do away 

with industry jargon. "Stop saying óMLSô and instead say 

http://www.yourcoach.com
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óFree home search,ô" Ferry says. "And remember that cus-

tomers donôt óreferô real estate professionals, they 

órecommendô them. Change your wording to reflect that." 

          Give Your Listings Polish 

Spring is traditionally a season of optimism and 

growth. Try to tap into that mentality with buyers and sellers. 

Take a close look at your listings to ensure theyôre coming 

across as fresh and welcoming. Lingering holiday décor 

should head off to storage, ideally replaced with bright flow-

ers and greenery. Windows should be clean to let in the 

lightðand fresh plantings placed at the front entrance. 

 If a property has been on the market for a while, 

consider taking new photos for marketing materials and meet-

ing with the seller to discuss additional changes that can be 

made inside the home to appeal to spring buyers. 

  "I have an upper-tier client base thatôs been hiding 

in their cocoons since last fall," says Kathe Rafferty, CRS®, 

GRI, a 26-year veteran with Coldwell Banker Select, REAL-

TORSÈ, in Erie, Pa. "Iôm buying a new Nikon camera and 

working on rearranging rooms of high-end listings [$495,000 

and up] to present the best lighting and detail. Iôm selling a 

lifestyle." 

 Ree Fritz Cole, CIPS®, GRI, is planning a fresh ap-

proach to staging that she hopes will draw extra attention to 

her listings this spring. The luxury-home specialist plans to 

cross-market with other businesses that serve her market, 

such as yacht companies and aviation companies.  

 "I plan to have the yacht parked at the homeôs dock 

while holding an open house, or offer a helicopter ride to 

view the surrounding area." says Cole, broker-owner of Sky-

water Estates Inc. in Fort Lauderdale, Fla. 

 Cole also is working with a company that provides 

vacant listings with a live-in property manager who stages the 

house, takes care of paying utility bills, and manages the pool 

and lawn services for absentee sellers. 

 Beyond sprucing up the property and marketing ma-

terials, use the spring selling season as an opportunity to ad-

dress pricing problems. Tell sellers that if their home is over-

priced, they may be squandering the chance to reach potential 

buyers during the heaviest trafficked period of the year.  

 "Increase your marketing exposure," Rafferty says, 

"but also make sure youôre priced competitively and that the 

market is dictating the price, not the seller." 

Spring Cleaning Tip:  Your Office 

"Clear your desk off, set up your files and follow-up 

systems, clear your calendar, be sure you have a working and 

accessible coffee machine for customers, fill up your gas 

tank, have your business clothes cleaned and ready, make 

sure you have a car charger for your mobile phone, secure a 

supply of good pens, and most important, answer your 

phoneðor have someone else answer it if youôre not avail-

able. When that surge comes, youôll be ready." ðThomas 

McCombs, Charles Real Estate, Akron, Ohio 

Spring Cleaning Tip: Your Workflow  

òFailures are finger posts on the road  
to achievement.ó  - C.S. Lewis 

"I have a firm belief that real estate agents need to 

KISS (keep it short and simple) when listing, marketing, 

and selling real estate. The KISS strategy also needs to be 

included in every step of the real estate process: prospect-

ing your target market, Web site design, office and desk 

organization, daily planning, and realistic financial 

goals."  ðJason D. Holmes, ERA Advantage Realty, 

Logan, Utah 

Spring Cleaning Tip:  Your Database 

"Iôm getting my database in order by calling all of 

my contacts to update their addresses and e-mail. Iôm find-

ing theyôre happy to have the phone call!" ðSandy Peck-

inpah, Coldwell Banker Residential Brokerage, Wildomar, 

Calif. 

Spring Cleaning Tip: Your Listings 

"Make sure the minute the listing hits the market 

that multiple photos are in the MLS, the color brochures 

are ready, agents can gain access without having to track 

you down, and the home is priced right for the condition 

and location. If you arenôt ready when the door opens, 

youôre missing a golden opportunity." ðCindy Jones, RE/

MAX Allegiance, Woodbridge, Va. 
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REAL  ESTATE NEWS... 

YOUR FIRST CHOICE IN HOME INSPECTIONS  ~  PROVIDING EXCEPTIONAL CLIENT 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.  

  

Å  Inspections performed using the National Standards of Practice & Code of Ethics 
Å  Follow up Consultations and Re-inspects ð No charge 
Å  Fully insured ð Errors & Omissions ð Liability  
Å  National Society of Home Inspectors 

Å  National Association of Certified Home Inspectors 
Å  Lebanon County Association of Realtors 

Å  Pennsylvania D.E.P. Radon certification #2527 
  

DAVID C. MULLñCERTIFIED INSPECTOR 

www.professionalhomeinspect.com  
PHONE: 717-808-4668  Å  TOLL FREE: 866-504-4668  Å  FAX: 717-569-3608  

E-mail: phihome@verizon.net  

  

 PROFESSIONAL HOME INSPECTION 
  

     ƴ  H O M E   I N S P E C T I O N S  ƴ  R A D O N   T E S T I N G  ƴ  S E P T I C   I N S P E C T I O N S  ƴ   

ƴ  T E R M I T E   I N S P E C T I O N S  ƴ  W A T E R    Q U A L I T Y   A N A L Y S I S  ƴ 

ƴ  W E LL   P E R F O R M A N C E   I N S P E C T I O N S  ƴ  M O L D   S C R E E N I N G   &   S A M PL I N G  ƴ   

Tax Credit Deadline:  

What You Need to Know 
  

Learn the details of the extended tax credit for first-time and 

move-up home buyers, which runs until April 30, 2010. 

  

What You Need to Know:  As part of its plan to stimulate the 

U.S. housing market, Congress last fall approved the Extended 

Home Buyer Tax Credit. This extended the deadline for the 

First-Time Home Buyer Tax Credit from Nov. 30, 2009, to 

April 30, 2010, and expanded it to include repeat buyers. 

  

Whatôs the deadline?  To qualify, first-time and repeat buyers 

must have a binding written contract by April 30 and close by 

July 1. 

  

How much money is available?  The maximum allowable 

credit for first-time home buyers is $8,000. The maximum for 

repeat buyers, also referred to in the legislation as "long-time 

residents," is $6,500. 

  

What properties are eligible?  The Extended Home Buyer 

Tax Credit may be applied to primary residences, including 

single-family homes, condos, townhomes, and co-ops. 

  

How do buyers get the benefit?  Buyers can apply the credit to 

their 2009 tax return, filed on or before April 15, 2010; file an 

amended 2009 return; or apply the credit on their 2010 return, 

filed on or before April 15, 2011. 

 

 Who qualifies?  To qualify as a first-time home buyer, the pur-

chaser or his or her spouse may not have owned a residence dur-

ing the three years prior to the purchase. To qualify as a repeat 

buyer, current home owners must have used the home being sold 

or vacated as a principal residence for five consecutive years 

within the last eight. 

  

Are there income limits?  The new law raises the income limits 

for people who purchase homes after Nov. 6, 2009. The full 

credit will be available to taxpayers with modified adjusted gross 

incomes up to $125,000, or $225,000 for joint filers. Those with 

MAGI between $125,000 and $145,000ðor $225,000 and 

$245,000 for joint filersðare eligible for a reduced credit. Those 

with higher incomes do not qualify. 
REALTOR® Magazine , March 2010 
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 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 952 $198,464,730 56 $ 161,313 94 
  Annville-Cleona 51 $ 9,860,499 1 $ 135,000 2 

  Cornwall-Lebanon 284 $ 71,905,767 12 $ 210,505 120 

  Eastern Lebanon 160 $ 30,986,680 4 $ 147,225 31 

  Lebanon City 178 $ 17,340,453 17 $    79,191  150 

  Northern Lebanon 139 $ 33,076,858 11 $ 166,341 34 

  Palmyra 140 $ 35,294,473 11 $ 237,050 69 

 Multi -Family 59 $ 9,212,200 0 $ 0 0 

 Lots  185 $ 26,664,550 0 $ 0 0 

 C/I/B Sale 41 $ 18,938,800 1 $ 185,000 4 

 C/I/B Lease 12 $ 103,306 0 $ 0 0 

 County Total 1,249 $253,383,587 57 $ 161,728 92 
 

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. 

LEBANON  COUNTY SOLD STATISTICS ...  
February 1 ñ28, 2010  

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 857 $191,558,437 60 $ 166,886 98 
  Annville-Cleona 49 $ 12,499,520 2 $ 146,750 10 

  Cornwall-Lebanon 267 $ 68,611,171 22 $ 190,251 96 

  Eastern Lebanon 138 $ 27,930,615 7 $ 139,514 158 

  Lebanon City 148 $ 16,850,650 9 $    68,633  91 

  Northern Lebanon 108 $ 27,154,818 6 $ 187,824 125 

  Palmyra 147 $ 38,511,663 14 $ 200,923 79 

 Multi -Family 46 $ 8,502,500 5 $ 148,206 227 

 Lots  182 $ 26,959,445 3 $ 164,167 86 

 C/I/B Sale 46 $ 33,082,705 2 $ 148,050 171 

 C/I/B Lease 11 $ 190,041 0 $ 0 0 

 County Total 1,142 $260,293,128 70 $ 164,897 109 
 

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. 

 

LEBANON  COUNTY SOLD STATISTICS ...  
February 1 ñ28, 2009  

 


