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From the President, Melissa MacBride 

Hope everyone is ñmaking hay while 

the sun is shiningò!   Looks like things 

are picking up a bit ï letôs all hope it 

continues even after April 30! 
 

I trust that you have all been enjoying 

this fabulous warm weather weôve been experiencing.  

Everything seems to have bloomed at once.  Lovely to 

look at  - not so great for those of us with allergies.   

However, now is a fabulous time to refresh your list-

ings with new Spring photos.  I, myself, have to get out 

and take a few new snapshots of my listings and get rid 

of those snow pictures.  
 

Donôt forget to mark your calendars for April 22, our 

Techno Thursday, at the Quality Inn.  A breakfast buf-

fet will be available from 8:30 to 9:30 ï then an infor-

mal session on Social Media lead by John Tice of Jack 

Gaughen.  This is sure to be a fun and informative 

morning.  You are encouraged to bring your lap tops or 

smart phones with you as well.  Remember, this is a 

free program brought to you by the Education Commit-

tee and we would love to see more members take ad-

vantage of these educational opportunities.   
 

It would also be great to see more members at our 

monthly luncheons.  Our counts have been pretty good 

lately, but please consider joining us if you donôt usu-

ally attend.  For those of you who do come every 

month, please take the time to encourage some of your 

colleagues to join you at the next luncheon.  There will 

be some important Association decisions being made 

this year and the input of all of the membership will be 

very helpful in making those decisions. 
 

Finally, donôt forget that the clock is ticking and the 

Real Estate Salespersonôs License Renewal period ex-

pires May 31, 2010.  You can renew online in a few 

simple steps.  Just be sure to have your registration 

code handy (not your license # - the registration code is 

found on the wallet card that is issued with your li-

cense.)  Although you are required to have completed 

at least 14 credit hours of MCE since the last time you 

renewed your license, you are not required to provide 

documentation of those credits during the renewal proc-

ess.  Keep in mind that you MAY have to provide proof 

of the credits if your license application is audited which 

can happen randomly. 
 

Enjoy this SPRINGTIME!   
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ASK THE ATTORNEY...  

Fair Housing Act Violation Based Upon 

Familial Status 
 

An owner of real property and a licensed agent for an 

owner who leases property to others must comply with 

federal, state and local fair housing statutes.  These laws 

include, but are not limited to the federal Fair Housing 

Act of 1968 as amended (the Fair Housing Act) and the 

Pennsylvania Human Relations Act.  State and local 

standards pertaining to limits on numbers of persons 

who may occupy a property may be enforced so long as 

they are applied uniformly and without a discriminatory 

effect.  A REALTOR® who accepts listings of property 

pursuant to the Pennsylvania Real Estate Licensing and 

Registration Act must comply with the Pennsylvania 

Human Relations Act and failure to do so may result in 

liability under both the Pennsylvania and federal fair 

housing laws. 
 

A recent complaint filed by the Department of Housing 

and Urban Development, with the Office of Administra-

tive Law Judges for Region IX charged both the land-

lord and the real estate company which was the listing 

agent for the property with violations of the Fair Hous-

ing Act arising out of allegations of refusal to rent after a 

bona fide offer to rent was made and for making a state-

ment with respect to renting the house which indicated a 

discriminatory intent. 
 

The prospective tenant made an application to rent a 

four bedroom, three bathroom single family home in Las 

Vegas, Nevada (the ñPropertyò).  The Tenant had three 

minor children and one adult child who did not intend to 

live with the mother.  Tenant also was in the process of 

adopting three minor children in addition to her four bio-

logical children.  Tenant requested an application for the 

Property with the real estate company.  The real estate 

company did not send the application to Tenant upon the 

belief that the Property owner did not want to rent to a 

family with so many children.  The real estate company 

eventually sent a rental application which Tenant com-

pleted and filed with some adjustments to the rental 

terms.  Tenant included with the application requested 

background information such as wage statements and a 

credit report.  Tenantôs application was hand delivered 

by her agent to the agent for the Property owner and was 

advised that the Property owner would not rent to Ten-

ant because of the number of children and the lower rent 

amount. 
 

The Property was subsequently rented to a family who 

was not as financially qualified as Tenant and for less 

rent. 

 

The relief requested by the Department of Housing and 

Urban Development included enjoining the Property 

owner and their agents from discriminating on the basis 

of familial status and to award such damages as would 

fully compensate the Tenant, including but not limited to 

actual damages, substantial inconvenience, emotional 

distress and all other damages caused by the discrimina-

tory conduct and in addition the assessment of a civil 

penalty for each violation of the Fair Housing Act.  The 

civil penalty for a first violation, if awarded, may be as-

sessed up to $10,000, payable to the United States. 
 

Although the case summarized herein has not been finally 

adjudicated and the facts are allegations only, the case is 

illustrative of the hazards to property owners and licen-

sees of suggesting discriminatory circumstances related 

to the denial of a rental application on the basis of fami-

lies with several children under the age of 18.  Clearly, 

these practices should be avoided by those who lease real 

property and by those who list such properties for lease. 

 
Paula J. Leicht, Esquire, CALDWELL & KEARNS  
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Top 9 Negotiating Rules for REALTORS 
 

Simple Guidelines to Follow for a Successful Closing ~Rich Levin 

Most Agents have little or no specific training in negotiating 

yet it is a major component to an Agentôs success.  

Negotiating is a skill like any other that is awkward at first 

and improves with practice. Some of these rules will take 

some time to implement effectively. Others you will be able 

to apply immediately. 

(Some of these rules refer to the situation where you are presenting and 

negotiation directly versus through the other Agent.) 

Rule #1: Do not go back and forth between the Buyer and 

Seller more than twice or you make them crazy. At and after 

the third round your chance of making the sale drops dramati-

cally.  

· In the first round the buyer and seller are thinking about 

buying and selling the home. 

· In the second round the buyer and seller stop thinking about 

buying and selling the home and start thinking about the 

money.  

· At and after the third round they begin to resent each other. 

Both Buyer and Seller lose site of the home and money. They 

begin to make it personal and focus on the other party.  

Your buyers and sellers are not experienced negotiators. In 

fact most have only experienced the often negative negotia-

tions when buying cars. So, they are predisposed to fear and 

discomfort in a negotiation. Others get caught up in the fight 

and just want to win no matter the cost or loss. Either way 

these predispositions make it a lot harder for you. And you 

can avoid it if you shorten the negotiation.  

Rule #2: Donôt let the buyers and sellers come to dislike each 

other.  

You take responsibility for what you convey to all parties. 

The most frequent reason buyers and sellers come to dislike 

each other is because the Agent talks about one party to the 

other. So if you hear your client or yourself beginning to dis-

parage the other client intercede and suggest that whatever 

the reasons for the Clientôs behavior might be, letôs focus on 

putting together the sale and getting the move complete. 

Rule #3: Stay focused on the goal of completing the sale.  

Never let interruptions, the other partyôs emotions, emotional 

outburst, personality, position or anything else distract you 

from the issues and the concessions that lead to completing 

the sale. 

Stay calm. Listen. Empathize. Do not get involved in conver-

sations about the partyôs personalities. Do not get emotion-

ally hooked by the emotions of the client. Be a professional. 

Whether your clients know it or not, they want and need that 

kind of focused objectivity from you. 

Rule #4: People believe what is in writing.   

So, support your position in writing. If a comparative market 

analysis supports your position, prepare it. If certain compa-

rables support your position, provide them. If a report sup-

ports your position, copy that portion and use it.  

And most of all put your offer in writing. Donôt negotiate 

verbally. I realize that it can work many times. I realize that 

some Agents will insist on it and there is little you can do at 

those times. Please for your sake and for your Clientôs sake 

make those times rare. Verbal negotiations are fraught with 

potential problems, misunderstandings, misinterpretations, 

omissions, as well as simple changing of minds. Put every 

step of the negotiation in writing. 

Rule #5: When you give a concession, ask for something in 

return.  

You may not get anything in return but asking dampens the 

motivation to ask for more. The seller wants another three 

thousand dollars in price and the buyer says if I accept that I 

want the kitchen appliances. The seller says ok and so the 

buyer says we have been thinking about it and we want the 

washer and dryer too. The seller says ok. So the buyer then 

asks foré. You get the idea. If the seller says no the first 

time, even if they ultimately end up giving up the kitchen 

appliances to make the deal, asking for something in return 

dampens the buyerôs motivation to ask for more.  

Then at the structural inspection or at the pre-closing inspec-

tion the earlier dampening of the buyerôs motivation carries 

forward and dampens the buyerôs motivation to ask for too 

much later. 

Rule #6: Never take the first offer too quickly or easily.  

REAL  ESTATE NEWS... 

http://www.realtown.com/articles/view/top-negotiating-rules-for-realtors-1
http://www.realtown.com/members/rich21
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REAL  ESTATE NEWS... 
It sends a message that may make your job more difficult later. 

When you have an offer accepted quickly wait a few hours to 

call the Buyer. Then donôt emphasize that it was easy.  

On this same topic, donôt tell the buyer they have bought the 

house or the seller they have sold the house just because they 

have an accepted offeré. because they havenôt. The house isnôt 

sold until there are attorneyôs approvals, approved inspections, 

a mortgage commitment and all other contingencies are re-

moved. Instead of saying congratulations you got it. Say, 

ñCongratulations you are on your way. We want to get the at-

torneyôs blessing, get through the structural inspection and get 

through the bank process. I donôt expect any problems so I 

think you have a great home.ò  

Rule #7: Never gloat.  

I remember walking into a sellerôs house with a full price offer, 

all cash, and only attorneyôs approval as a contingency. It had 

the closing date the seller wanted, no personal property. I was 

proud and pleased. This one was going to be easy. 

So I strutted in with swagger and a smile. I said, ñYou guys are 

gonna love this offer.ò  

Well, as you might expect. They questioned me and challenged 

me about everything from the legitimacy of my buyer to where 

their cash was coming from, all because I didnôt have the good 

sense and sensitivity to realize these people are moving their 

lives. I treated it like a game and they quickly reminded me of 

its importance to them. 

The next time I had the situation. I talked about how hard I 

worked to get them as much of what they wanted as I could. I 

couldnôt get it all but I hoped we were close enough to come to 

an agreement. They looked at the great offer and said, ñRich, 

you did great. We can accept this as it is.ò Lesson learned. 

Rule #8: When you hit an impasse settle everything else first 

and return to it.  

As you present the offer to the seller and you reach an item 

they donôt accept, make a note to come back to it and get agree-

ment on everything else first. Then, once you are through the 

offer completely, you will have isolated all the items, if there is 

more than one that requires negotiation. You will find that at 

that point the negotiation goes easier. There is nothing else on 

their mind and they know that this item or these items will 

complete the transaction. By doing this you create a momentum 

that carries you to success more easily. 

Rule #9: Do not use these rules and approaches carelessly.  

When these rules are applied or are done awkwardly or care-

lessly they cause your clients to distrust you. Be careful.  

Done with care and confidence (and practice) you are going to 

have a lot more fun, be a lot more productive, preserve more 

time, and get the admiration and referrals from your clients be-

cause you will make them more comfortable in addition to get-

ting them more money with your negotiating skills.    

BIG  CHANGES 
 

As many already know, the biggest change in the 2009 Interna-

tional Construction Codes is the sprinkler mandate.   
 

Under the code, all new townhouses need to have a sprinkler 

installed, effective Jan. 1.  (Unless the builder has a contract that 

allows grandfathering.  The sprinkler mandate for one- and two-

family homes does not go into effect until Jan. 1, 2011. 

Other high-impact changes are found within the energy provi-

sions of the International Energy Conservation Code and the 

International Residential Code. 
 

Structurally, new design and construction requirements regard-

ing wall bracing, as well as lateral deck supports, will add up 

quickly.  For More Information :  http://pabuilders.org/ 
 

- Keystone Builder, Member Insider 

How to Break Through Sales Procrastination 
 

You have a monthly sales goal, it's the first day of the month, 

and all of your past successes are cleaned off the board. You 

know how to reach your sales goal, but you just can't seem to 

pick up the phone to start the project. Instead, you find yourself 

doing everything you possibly can to do not begin the new sales 

cycle. You know you have to make your goal, but you still con-

sider taking it easy. This is the Downward Spiral of Procrastina-

tion. When you feel your thoughts drifting or you are having 

trouble starting projects or making sales calls, it is important to 

stay positive and get to work! 

Staying positive is as easy as changing your attitude toward the 

issue. Instead of putting pressure on yourself with negative or 

procrastination thoughts, turn them into productive thoughts. So 

rather than saying, "I have to make my goal," say, "I will make 

my goal through hard work and dedication." 

Dale Carnegie said, "Do the easy jobs first, the hard ones will 

take care of themselves." He was a very big proponent of getting 

busy and getting started as a way to break procrastination and 

worry. A recent article in Fast Company magazine titled "Work 

Smart: How to Make Procrastination Productive" illustrates the 

principle of getting busy and working through procrastination, 

even if you are not tackling the hard job first. 

Here are some additional tips to help stay positive and break 

through sales procrastination. 

Just do it. Get on the phone or get in contact with your clients 

and sell. Remember, you are working on a deadline and the 

more time you have to reach your goals, the better. 

Get on a roll. Make a point to get on the phone and stay on the 

phone for a period. You will find yourself in a rhythm. 

Enjoy the end product. Think of the enjoyment of accomplishing 

your goal and focus on the positive rather than the negative. 

Give yourself a pep talk. Sometimes you need to give yourself 

some positive reinforcement. Remember, you have to keep a 

positive attitude and outlook.         ~Dale Carnegie Newsletter  

http://www.stumbleupon.com/su/1xbuJ7/www.fastcompany.com/article/work-smart-how-to-make-procrastination-productive/r:t
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LEBANON COUNTY SOLD STATISTICS 

MARCH 1 ŧ 31, 2010  

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,017 $211,179,580  89 $ 165,805 97 

  Annville-Cleona 47 $ 9,341,899 7 $ 153,929 87 

  Cornwall-Lebanon 304 $ 76,003,675 19 $ 169,334 122 

  Eastern Lebanon 170 $ 32,667,505 15 $ 179,353 124 

  Lebanon City 180 $ 17,381,881 17 $ 105,359 66 

  Northern Lebanon 151 $ 34,628,848 10 $ 143,960 109 

  Palmyra 165 $ 41,155,772 21 $ 216,227 77 
 

 Multi -Family 58 $ 9,923,750 4 $ 117,750 75 
 

 Lots  183 $ 26,163,750 2 $ 30,000 115 
 

 C/I/B Sale 41 $ 19,277,800 0 $ 0 0 
 

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

 County Total 1,311 $266,648,186  95 $ 160,922 96 

 

These figures are based on data supplied by the Keystone MLS Network, 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 

MARCH 1 ŧ 31, 2009  

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 896 $195,523,915  78 $ 167,025 101 

  Annville-Cleona 49 $ 11,444,850 5 $ 171,300 94 

  Cornwall-Lebanon 271 $ 67,842,174 23 $ 219,435 126 

  Eastern Lebanon 151 $ 30,238,400 8 $ 138,919 124 

  Lebanon City 165 $ 18,080,500 15 $ 73,813 74 

  Northern Lebanon 111 $ 27,202,661 13 $ 168,877 127 

  Palmyra 149 $ 40,715,330 14 $ 193,609 52 
 

 Multi -Family 43 $ 7,127,700 3 $ 414,000 73 
 

 Lots  180 $ 25,236,345 1 $ 120,000 8 
 

 C/I/B Sale 47 $ 31,751,705 0 $ 0 0 
 

 C/I/B Lease 12 $ 216,441 0 $ 0 0 
 

 County Total 1,178 $259,856,106  82 $ 175,488 98 

 

These figures are based on data supplied by the Keystone MLS Network, 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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 President Lyndon Johnson urged congressional ap-
proval of the Fair Housing Act just one week after the 
assassination of Dr. Martin Luther King, Jr. He felt it an 
appropriate tribute to Dr. King's legacy, and the Fair 
Housing Act was signed on April 11, 1968.   (D. Foligno,     

Project Specialist)  

What Housing Is Covered? 

 The Fair Housing Act covers most housing. In some 

circumstances, the Act exempts owner-occupied buildings 

with no more than four units, single-family housing sold 

or rented without the use of a broker, and housing oper-

ated by organizations and private clubs that limit occu-

pancy to members.  

 What Is Prohibited? 

 In the Sale and Rental of Housing: No one may take 

any of the following actions based on race, color, national 

origin, religion, sex, familial status or handicap:  

¶ Refuse to rent or sell housing 

¶ Refuse to negotiate for housing 

¶ Make housing unavailable 

¶ Deny a dwelling 

¶ Set different terms, conditions or privileges for sale or 

 rental of a dwelling 

¶ Provide different housing services or facilities 

¶ Falsely deny that housing is available for inspection, 

 sale, or rental 

¶ For profit, persuade owners to sell or rent 

 (blockbusting) or deny anyone access to or member

 ship in a facility or service (such as a multiple listing 

 service) related to the sale or rental of housing. 

In Mortgage Lending: No one may take any of the fol-

lowing actions based on race, color, national origin, relig-

ion, sex, familial status or handicap (disability):  

¶ Refuse to make a mortgage loan 

¶ Refuse to provide information regarding loans 

¶ Impose different terms or conditions on a loan, such 

 as different interest rates, points, or fees 

¶ Discriminate in appraising property 

¶ Refuse to purchase a loan or set different terms or 

 conditions for purchasing a loan. 

In Addition: It is illegal for anyone to:  

¶ Threaten, coerce, intimidate or interfere with anyone 

 exercising a fair housing right or assisting others who 

 exercise that right. 

Á Advertise or make any statement that indicates a limi-

tation or preference based on race, color, national ori-

gin, religion, sex, familial status, or handicap. This 

prohibition against discriminatory advertising applies to 

single-family and owner-occupied housing that is other-

wise exempt from the Fair Housing Act. 

Additional Protection if You Have a Disability:  If you or 

someone associated with you: 

¶ Has a physical or mental disability (including hearing, 

 mobility and visual impairments, chronic alcoholism, 

 chronic mental illness, AIDS, AIDS Related Complex 

 and mental retardation) that substantially limits one or 

 more major life activities. 

Á Has a record of such a disability or are regarded as hav-

ing such a disability 

Your landlord may not:   

¶ Refuse to let you make reasonable modifications to 

 your dwelling or common use areas, at your expense, if 

 necessary for the disabled person to use the housing. 

 (Where  reasonable, the landlord may permit changes 

 only if you  agree to restore the property to its original 

 condition when  you move.) 

Á Refuse to make reasonable accommodations in rules, 

policies, practices or services if necessary for the dis-

abled person to use the housing. 

Housing Opportunities for Families:  Unless a building 

or community qualifies as housing for older persons, it may 

not discriminate based on familial status. That is, it may not 

discriminate against families in which one or more children 

under 18 live with:  

¶ A parent 

¶ A person who has legal custody of the child or children 

 or 

¶ The designee of the parent or legal custodian, with the 

 parent or custodian's written permission.  Familial 

 status protection also applies to pregnant women and 

 anyone securing legal custody of a child under 18. Ex

 emption: Housing for older persons is exempt from the 

 prohibition against familial status discrimination if:  

¶ The HUD Secretary has determined that it is specifi

 cally designed for and occupied by elderly persons un

 der a Federal, State or local government program or 

¶ It is occupied solely by persons who are 62 or older or 

 it houses at least one person who is 55 or older in at 

 least 80 percent of the occupied units, and adheres to a 

 policy that demonstrates an intent to house persons who 

 are 55 or older. 

Á A transition period permits residents on or before Sep-

tember 13, 1988, to continue living in the housing, re-

gardless of their age, without interfering with the ex-

emption.  

(Source: HUD.gov/fairhousing) 
 

APRIL  IS FAIR  HOUSING MONTH ... 

http://www.hud.gov/fairhousing
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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   

 

Fortna Auctioneers is conducting the 1st Annual Mega Auction for residential, commercial & industrial properties beginning June 5, 2010. 
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R.E. Marketing Strategies - 7 Tips to  

Motivate Your Sphere to Refer to You 
 

ñStaying in Touch with Clients and Prospects is Criticalò 

As a business coach for real estate agents, I often hear my cli-

ents say to me, ñI just canôt pick up the phone and call my 

sphere of influence.ò ñWhy not?ò I ask.  These are the re-

sponses I get: 

ñI donôt know what to say.ò 

ñI canôt ask my friends or business.ò 

ñI have no reason to call.ò 

ñI donôt want to bug them.ò 

ñItôs not okay to call them too often.ò 

 You can motivate your sphere of influence to refer to you eas-

ily and effortlessly.   

The 7 Tips: 

Tip 1: Have a script so you know what to say 

What you decide to say may vary from person to person. The 

way you talk to a close friend may be quite different from the 

way you talk to a distant acquaintance. 

There is no one formula of what to say. However, it is very 

helpful to have something to offer when you call. One idea that 

many of my clients have found helpful is to call your sphere of 

influence and offer to be a referral source for them. 

In other words, let them know that you have plenty of connec-

tions to people who could help them. For example, you know 

many painters, electricianôs, plumbers, etc. and your sphere of 

influence should know that if they need any names and phone 

numbers they should call you and you will be happy to provide 

a referral source for them. 

Tip 2: Think of yourself as being ñthe giverò 

Most of us love to be the giver. We know we will be well re-

ceived and people will like us. We also know that ñgivingò 

leads to more business. 

 Before you pick up the phone to call your sphere of influence 

ask yourself ñwhat can I give to them?ò One way that you 

could be of service to them, is to offer to be a cross referral 

partner. 

 If they have their own business, ask them how their business is 

doing. Ask them how you could help them at their business. 

Ask them what kind of referrals they would like to receive. Let 

them know that you will do your best to send referrals to them. 

At the end of the conversation, you can say something like, 

ñwhen you hear of anyone whoôs interested in buying or selling 

a home, please call me with their name and number. If itôs okay 

with them, I will call them and make sure that their real estate 

needs are being taken care of.ò 

  

REAL  ESTATE NEWS... 

Tip 3: Send an ñItem of valueò each month 

 The item that works the best is a colorful postcard that gives 

the events happening in their area. Their sphere of influence 

is likely to put that postcard on the refrigerator and refer to it 

often. 

 Of course, next to the list of events happening in the area is 

your photo, your phone number, and your tag line such as 

ñrelax and let me run the extra mile to fulfill your business 

needs.ò 

 You start to enter their stream of consciousness. 

 They start to associate positive ideas with you: 

Å You are associated with happy events in their area, 

Å You are associated with brilliant bright, happy colors in 

the postcard,  

Å Your face smiles at them every time they go to the re-

frigerator. 

 Let me ask you, do you think they are more likely to remem-

ber you the next time they have a need for your service? 

 Tip 4: Donôt be afraid to call them too often 

As long as you have a good reason to call, they will be happy 

to hear from you. Trust your own gut instinct about how often 

you should call them. Many real estate gurus suggest calling 

people in your sphere of influence about once a month. You 

may choose that to do that with your ñA listò, the people most 

likely to refer to you. 

 Since you are sending an item of value each month, you can 

always ask them ñdid you receive the postcard?ò You can 

follow that with, ñso what event are you going to go to?ò 

 Tip 5: Assume the positive 

 Simply assume that they will be happy to hear from you. 

Why wouldnôt they be? They are receiving a wonderful color-

ful, informative postcard from you each month, then you are 

calling and offering them something, and you are condition-

ing them to want to hear from you. 

 Assume that you have something valuable to offer, your 

friendship and your expertise, and people want to hear from 

you. 

 Tip 6: Be excited about your business 

 Remember, ñdesperation does not sellò, but ñexcitementò 

does. No matter what the current condition of your business, 

always say something like, ñI am so excited about my busi-

ness. I get to meet such wonderful people and Iôm really in an 

expansion phase of my business. If you want to help out, just 

send people my way, I will be happy to help them.ò 

 Tip 7: Use the Law of Attraction 

 To successfully use the Law of Attraction, you need to be 

clear about what you want. What do you want? Do you want 

your sphere of influence to send you several clients a month? 

http://www.realtown.com/articles/view/r-e-marketing-strategies-tips-to-motivate-your-sphere-to-refer-to-you
http://www.realtown.com/articles/view/r-e-marketing-strategies-tips-to-motivate-your-sphere-to-refer-to-you
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REAL  ESTATE NEWS... 

Funding Status of the Guaranteed Single 

Family Housing Program 

 
Rural Development National Office in Washington, D.C., 

has issued a notice that, due to unprecedented usage of the 

program, Guaranteed Single Family Housing (GSFH) pro-

gram funds will likely be depleted by the end of April and 

no Conditional Commitments will be issued after funds 

are depleted because there are currently no additional 

funding sources in place.  If additional funds become 

available, lenders will be notified immediately. 

 

Pennsylvania Rural Development will continue to review 

GSFH loans and issue Conditional Commitments (after 

Obligation of Funds has been confirmed) as long as funds 

are available.  Per our National Office, no advance Reser-

vation of Funds will be accepted.  Only complete loan 

files will be reviewed and loan files will be reviewed in 

the order in which they are received.  Files with incom-

plete documentation will not be reviewed.  PA Rural De-

velopment is not able to accommodate ñRush Requestsò. 

 

Lenders are advised that loan closings should NOT be 

scheduled until a Conditional Commitment, with ALL 

conditions cleared, is received from USDA Rural Devel-

opment.  Lenders are advised to consider other funding 

sources for applicants, if possible, including the Rural De-

velopment Section 502 Direct Housing program for low 

income applicants.  Lenders should advise all GSFH appli-

cants of the program funding situation so that applicants 

are aware of the possibility that their applications may not 

get funded through the USDA Rural Development GSFH 

program.   

 

We regret any inconvenience or hardships that this may 

cause.  We truly value our Lender partners and we will 

continue to work hard to fund as many GSFH applications 

as possible.   

 

Please contact the PA Rural Development Housing  

Program Line at 717-237-2186 with any questions. 

 

Robin Lane, Housing Specialist 

Rural Development 

U.S. Department of Agriculture 

One Credit Union Place, Suite 330 

Harrisburg, PA  17110 

Phone:  717-237-2275, Fax:  717-237-2193 

www.rurdev.usda.gov 

If so, then set your intention, ñI am now in the process of at-

tracting several new clients from my sphere of influence each 

month.ò 

 Do you have any opposing beliefs that you need to clear? The 

Law of Attraction cannot give you what you want if you have 

any beliefs that would oppose your desired outcome. 

 For example, if you want to attract an abundance of prosper-

ity, but you have beliefs like: 

Å I donôt deserve to have a lot of money, 

Å Itôs selfish to want more than I have, 

Å Money is the root of all evil, 

Å Money canôt buy me happiness, 

Å Rich people are usually not honest. 

 If you have any of the above beliefs, those are called 

ñopposing beliefs.ò Can you see that you could be doing all 

the right activities with your sphere of influence, but if you 

had opposing beliefs like these, you would not be attracting 

the clients and the income you want? 

 To get the Law of Attraction to work for you, you need to 

identify these old self limiting beliefs, release them and install 

empowered beliefs. 

 Here are some examples of empowered beliefs that will help 

you create the income you want: 

Å I do deserve an abundance of prosperity. 

Å Itôs okay for me to be grateful for what I have and still 

want more. 

Å Money is neutral and can be used for good or evil. 

Å Money canôt buy me happiness, but I can create a better 

life for myself and people around me by being prosper-

ous. 

Å Some people are honest and some are not. It has no rela-

tionship to whether or not they have money. 

 Practice repeating your empowered beliefs, frequently and 

train your mind to focus on what you ñwantò, not on what you 

ñdonôt wantò. If you find yourself dwelling on thoughts of 

scarcity, like ñnot enough moneyò switch your focus and ask 

yourself, ñso what do I want?ò Start to notice yourself becom-

ing more positive and attracting more of what you want. 

 Summary:  To recap, here are the 7 tips guaranteed to moti-

vate your sphere of influence to refer to you: 

Å Know what to say. 

Å Become the giver. 

Å Call frequently.  

Å Offer to help them. 

Å Send out an attractive item of value each month. 

Å Be excited about your business. 

Å Use the law of Attraction to magnetize your ideal clients 

coming to you. 

 ~ Maya Bailey Ph.D. 

http://www.rurdev.usda.gov/
http://www.realtown.com/members/MayaBailey


Happy  

Birthday To... 
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April  
 

1 Billy Bering, Brownstone Real Estate 
3 Duane Zehring, Rauch Real Estate 
4 Susan Emrich, Re/Max of Lebanon County 
4     Chris Blouch, GMH Mortgage Services 
5     Lauren Groff, Custom Real Estate 
7     Joan Walmer, Re/Max Cornerstone 
7 Jessica Kosoff, Penn Realty, LTD 
8     Bonita Gettle, Century 21 Krall Real Estate 
9     Cynthia Root, Suburban Realty 
10  William OôDonnell, Custom Real Estate 
12   Jean Taylor, Brownstone Real Estate  
12   Joan Hower, Brownstone Real Estate 
12    Linda Hess, Brownstone Real Estate 
15   Stephen Brinton, Integrity 1st Real Estate 
18   Jane Cool, Prudential Gacono Real Estate 
22   Ricardo Ramos, Brownstone Real Estate 
23   MaryAnn Gacono, Prudential Gacono Real Estate 
24   Thomas J. Edkin, Thomas H. Edkin REALTOR 
26   Rick Clay, Clay Realty Group 
27   Wanda Bechtold, Re/Max Lebanon County 
28   Thomas Gates, Prudential Homesale Services 
28   William Hartman, Exit Diamond Realty 
30   Lori Gonzalez, Century 21 Krall Real Estate  

MEMBER  CORNER... 

òTo succeed, jump as quickly at opportunity   

as you do at conclusionsó. ~ Ben Franklin 

Newsletter Committee 

*Brenda Miller Re/Max Cornerstone 273-5501 

Renee Morro Fulton Mortgage Co. 274-6981 

Kris Mease Edge Abstract of PA 228-0870 

Brenda Wurges-
Phillips 

Re/Max Cornerstone 273-5501 

Melody Kiene Re/Max Cornerstone 273-5501 

Sara Conville Prudential Gacono 867-5511 

If you have any ideas or articles for the ñBoard Briefsò, please call any  

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  

secretary@lebanon-realtors.com. 

39 N. 12th St. Lebanon, PA 17046 

Wed. April 21, & Tues. May 4, 11, 18th 6:00 pmï9:00 pm 

and *Sat. (*Spanish classes) 
  

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   


