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Yesi | t 6s May alre
seems to be flying by and May 31 w
be here before you know it so ma

sure you renew your Real Estate Saled4emorial Day!

p Regnember thereTshnp Binchgan aneeting in Jung
llwe hope to see you all again for our July Meeting
keluly 12 at the Quality Inn.

person Licenses by the May*3dead-
line. Remember you need to have your 14 hour
MCE in before you can renew. There are still
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portunities ‘available out there for continuing edu
tion!

Speaking of Education thank you to the Ed Co

. Inside this Issue .
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www.Lebanon-Realtors.com

mittee and to John Tice from Jack Gaughen ERA|Presi dent 6s NPg.1 [|Commitee List Pg. 7
OumMEGH THURSBIAat the Quality Inr
on April 22. We had a nice breakfast buffet f{RealEstate News )2 | Rl ESER NS Pg.8
lowed by some really great information on Sod o

: Real Estate News Pg. 3 | Statistics Pg. 9
Networking. | was pleased to see some new fg
and 6friend re q uestso Ask The Attorney Pg.4 | Member Corner Pg. 10
event . Now | ] ust ne f
O6Tweetin g 0O . Ask The Attorney Pg.5 | Member Corner Pg. 11
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Daillyenews | etter? Youolp e CTerve oUp o0 oare T
try news and helpful tips every morning with jusy a Dates To Rememlger
click of the mouse. If you are not receiving it, tak¢ amay:
few seconds to subscri]lbe 30 funcHeod Beetifd ARty Wre osni t e .
great way to start your day! There are also mpny 9 Mot her 6s Day
other resources a\{allable through the P_AR_Web ite. 18 Election Day
Check out all that is offered under tReblications, 19 MLS Training
News, and Researthab and youol Il b# |\aMAbDE Diice Closed
Donét forget to mark yol¥ calendars for June
the Good Samaritan Street Fair. The Public R§la- 5 Good Samaritan Street Fair
tions Committee will be looking for volunteers Jo 14 Flag Day
work our Strawberry Shortcake Booth again this 19 MLS Training
year and we may also need help in preparingfthe 20 Fat her 6s Da sz‘/’/lay’ ;&
strawberries. Contact the association office if yJou 21 Summer BeginS'
are able  -to volunteer! Youoll t]i
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IN REAL ESTATE NEWS...

Are PA Housing Markets Over-valued

or Under-valued?

In 2006, a research study by National City Corp. and IHS G
Insight ranked U.S. housing markets on whether or not me
home prices in 299 markets

They found that 213 of the 299 cities selected for the study
overvalued. Number one on the owalued list was Naples, Fl

with a whopping 84 percent of its housing stock selling for mol@te 2007 (the beginning of the recession) and the prgse
At the: samectigng, ithe ecoromy needs to create lidangllion v

than what was thought to be
2010 followup study found that housing in Naples now sells
29-percent discount to fair value. Median prices fell from n
than $390,000 to about $165,500.

By 2010, only 87 of 330 cities studied were ovatued. Theg

most undewalued market in the 2010 study was Las Vegas at Reserve, overall household/nonprofit wealth declined

percent below fair value, followed by Vero Beach, FL, dd
almost 40 percent; Merced, CA, down nearly 38 percent;
Cape Coral, FL, down almost 37 percent.

How do Pennsylvania cities compare? Here are the numberg

All Pennsylvania cities show evidence of relative price declin

from their fair value estimates from 2006 to 2010, except Ha
burg, which extended its ovemaluation, and Scranton, which
about the same.

The primary implication of these numbers is that the me
prices in the overvalued cities may decline further while the
dervalued set (except Pittsburgh) overshot their fair values d
the recent yearsdé declines.
ued in 2006 and is even more SO Now.

It is important to note that it is quite possible for evar under
valuations to persist for some time. Economics and other -
exert pressure on prices t
may take several montids or even years.

The conclusion of the report observed that for a few year
average buyer Ashould forg
ments. 0 But homeb uwauedmarketss g
expect longterm appreciation as prices approach fair values

Austin Jaffe, Ph.D., PSU, 3/3/1

Looking at Key Economic Data: Numbers,

Forecasts, and the Housing Outiook

s we emerge from the Great Recession we are bomb
b didith economic commentary on a daily t_)as_is_,. In the re
whast the gcgnomychasiexpedenced & significang numk

roblems:
Were

|, Jobs. The economy has shed over 8 million jobs betw

afj@bs per year to accommodate new workers entering
omgorkforce.

Decreases in wealthThe Great Recession took a toll
household and nonprofit wealth. According to the Fed

whll.7 trillion in late 2009 from its peak in 2007, in an e
aowohy with a total output (that is, Gross Domestic Produ
GDP) of $14.5 trillion.

: Home sales.Existinghome sales declined from appro
tely 7 million units to 5 million sales per year. Dur
i€ same time, new home construction dropped from &
ic0f 2.3 million single family homes per year to 575,(
homes. Given that an existing home sale pulls throug
‘additional $57,000 of additional GDP spending, the
digfines in home sales and construction have had a majo
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OVER 125 YEARS
AND STILL LENDING.

Contact one af our mang;:.'ge
professionals for a Free Pre-Approval,

Brenda Herring-Ferrebee

Overvalued PA Cities Median HPs 20100ver 2006 Over
®) (%) (%)
Allentown 199,100 1.60 13
Hanisburg 166,100 6.20 2
Lancaster 188.400 6.30 10
Reading 171,200 470 10
Scranton 138.100 4.10 4
State College 174,000 2.50 NA
York 172,600 8.10 17
Undervalued PA Cities Median HPs (2010 Under) (2006 Under)+Over
©) (%) (%)
Erie 109,700 (3.20) +2
Lebanon 150,900 (2.20) NA
Philadelphia 227,700 (2.70) +15
Pittsburgh 115,900 (12.50) )]

T17.274. 6881
Bherring@iultonmarigagecsmpany.eom
Craig Gates

TI7.274.6%81
cgaresiDfultonmarigagecompany.com

Renee Moro

T17.274.6835
rmsre@iultenmorigagessmpany.com

A Divisian af

Fulton Bank, N.A.

Mo Surprises,
fultonmortgagecompany.cam

Y Equal Honsing Lender, Bqual Cpportudity Lender,
Plerbar PO Solject o areditapproval.
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IN REAL ESTATE NEWS...

crashed in October 2007, causing major credit availab)
problems.

GDP growth turned negative during the Great Recess
and has been somewhat weaker than would normally 0
during emergence from a recession.

Lifestyle, family, and ownership enjoyment are clearly i
portant considerations in the purchase of a new home.

client will be focused on the local housing market in tefms,

of price, availability, and trends. But changes in the eg
omyiand perhaps more impor
the economyi can impact the outlook for both resident
and commercial sales as well as new constructions. Cg
quentl vy, many c¢lients ma

Headed?90

How do we understand where the economy is going W
there are so many economic humbers and concepts
tioned on a continuing basis? And for real estate profesg

lifonsumer Mood: Every month The Conference Board
ports its survey of consumer confiderican overall sum

igRation of how people feel about the current state ofjthe
c&gonomy. Changes in consumer confidence tend to rgflect

future changes in the economy. In 2007 consumer

averaged at 103, dropping to 25 in February of 2009.

T'I_feading in the 90 to 100 range would signify an econg
ded to full employment. Currently, the data have sh
me upward movement but tend to suggest a slow but
Otve recqvery. R .
tantly, consumersod® Vviews
qGross Domestic Product (GDP)GDP is a measure of th
ngxerall economic output, and stood at $14.5 trillion in

, fingl quprter ofs2(f9.cEeqnomic growth {seforegagt Joy

crease in the neighborhood of 3 percent per dyedr
g a

somewhat slower than one would expect when exitin

r?feérllcession, but consistent with lotegm trends.

id@si_sting-home SalesNAR data on existindiome sales arg

als, the question is |ikp'Flgaseqd gonthye and Gueperly repogsyare tisgugd 0
numbers mean for our busi [nS8RSPY sateq (Recent and historcal dajarage availa
. www.realtor.org/research/ehshpgge

Where is the Economy Headed? i
. Interpreting the Data: What Does It Mean for
A Look at Economic Data REALTORS®?
There is no dearth of economic dat a; i ndeed t her e

it out there. Monthly and quarterly data on consumpti
investment, exports, imports, Gross Domestic Prog
(GDP), employment, interest rates, housing construcf
housing sales, consumer and producer prices, manufg
ing, demographic data, and a wide variety of other econg
statistics are readily available. What data are relevar
REALTORS® and their clients?

There are five major dat
that can give a good overview of the economy, as we
signs about the future direction of housing.

Employment: | f people dondt h a\
to buy homes. Theyodre als=s
essential expenditures. Data on employment treihd
changes in employment, the outlook for employment,

stability of employment- appear to be strong indicators f
the housing outlook. As of the first quarter of 2010, th
were 14.9 million people unemployed. But the good niew
the latest jobs figures indicate that the economy genelf
162,000 new jobs in March, and the unemployment
remained steady at 9.7 percent.

Interest Rates: A quarter of a percent change in the inter
rate can mean tens of thousands of dollars in costs o
thirty-year mortgage. An increase from65percent on g
thirty year $200,000 loan can change the monthly payn
of principal and interest by $125, an increase of 11.6
cent. Interest rates along with home prices can have &

major impact on housing affordability. In the first quarter|of

2010 rates were near 5 percent and are expected to re
reasonable, although with some increases as the eco
continues to improve.

oi-hanges in the economy affect the housing markets ana
ute ways in which real estate professionals can market
joproperty listings and manage their business. For exa
cthere is a matah not perfect but certainly illustrative, b
nteen Consumer Confidence and Existing Home Sales.
t intly, we expect Consumer Confidence to keep on imp
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ing as both the economy continues to grow and (hopeffilly)

the job ket i ing. Such.i '
! sureh derimehcbaads el of horfb Salleb doihgfondh

rovides an overall ﬁconomic forecast plu
portdhPadita iterhs! £ dhe Fade umgj?j
Soecolndmhz Cindi¥atofs %canC e ! foufld® .
5 rgsea_rch . .
hrThe five major types of data (and changes in the data
Lgseful in summarizing the economy and the direction of
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However, the myriad of information is overwhelming. NAR

of

t

r

thofe ;

are
the

sreal estate markets. Of course, there is a lot more datg out

~ibgre: average weekly earnings, home inventory (the 1
raker of homes available for sale), just to mention two. 4

um-
nd

remembeii all real estate is local. National trends may pot

be those reflected in local markets. This makes the role
P3bcal real estate professional even more vital to prop
eBLR/ers and sellers.

of a
brty

heHpe home purchase decision is about lifestyle, fanfily,

hHdpopes, and the future. However, the economic side is clg

important. An overview of the numbers can provide the
is for addressing <clien
LYy HooK T that is, where the economy has been, where
ndispded, and current prices and sales.

Jed Smith, Managing Editor, RE Insights|
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http://www.realtor.org/wps/wcm/connect/RO-Content/ro/research/research/ehsdata
http://www.realtor.org/wps/wcm/connect/RO-Content/ro/research/index
http://www.realtor.org/wps/wcm/connect/RO-Content/ro/research/index

ASK THE ATTORNEY ...

agreement t hat states: i A
ing, promotional activities, brochures or plans of any

made by Seller, Brokers, their licensees . . . are not part

Agreement unless expressly incorporated or stated in
ifgyeement. This Agreement contains the whole agree
bstiyeen Seller and Buyer and there are no other terms,
G 3 tf Ij @ nEEngralty ¢ @ represeptationtisymade before
UPgement of sale is executed, that representation is lost

Discovering Use Restrictions After
Settlement: An Unhappy Ending

Once upon a time there was a ibuyer looking for a co
home with acreage where he could operate a small autg
shop. Hi s buyer! agent Ui det

needs, carefully eliminating properties whose zoning was|sti¢ : .
that a body shop was not permitted. ~ | itfinds its way into the terms of the agreement.

Remarkably, one of the eligible properties had once supfostéd Why “candot the buyer ag
a small body shop in a small block structure that was sfilf/#se? She caniwhen defending a claim of misrepresen
serviceable condition. Research revealed that 20 years [pfé\@-Problem |s,_th$ buyer agent is going to be sued o
ous, the thelowner was an antique car enthusiast who Rasis of her negligence. This clause does not help in that

extra money woriking on ot H¥R collectorsd cars on we§

On their first visit to the property, the:buyer and his agent fagpducting due diligence with respect to use restrictions
the listing agent.The buyer asked whether he would be aBificult task. A lawyer would not dream of advising a cli
to operate a small, paitne body shop on the property g the basis of what a zoning officer says in a telephone

I

ind
this
this
ment
obli-
the |
inles

en
tion
the
Situa-
k e
is a
PNt
call.

was told by the :
ous owner did that for ye

This assurancé and others provided by the sellerneve
made it into the agreement of sale. Regardless, the bu
lied on these statements and the further as§u'rance of th
agent who claimed to have received a similar-answer fro
township zoning officer.

When the buyer and his agent sat down to write the agre
of sale, the agent suggested inserting a clause that woy
able the buyer to investigate the use restrictions and alloy
to terminate if the property would not lawfully support a b
shop. The agent cautioned, however, that since the prg
was being sold short, it likely would complicate the prog
Both decided that based on the information received fror
zoning officer, the sellenr
was necessary.

After settlemen® and shortly after taking possession of
propertyd a neighbor told the buyer that his newly ope
body shop violated restrictive covenants that ran with
property. Within days, a lawsuit was filed by the neighbo
jected when a body shop was operated on the property
past and as a result, the neighbors lost the ability to no
force the restrictive covenant. This defense failed,
neighbors won and the body shop was closed.

Now it was the buyerés tur
squarely on his friendly buyer agent. The buyer agent

e

the rlf
r would take marketable title subject to restrictions

I
v
D

One of the defenses raised by the buyer was that no one

:\?elgj{ Commercial licensees are more experienced and fuite

n

i sting |ag®®zoning gfiicer gy fgats with gdhg zopng jaws,ah g fnu- -

or
re-
aw,
S an

picpality and may not, know of other private restrictions
laws. Private:ﬁéstricﬁcﬁs,.-more commonly referred to a
strictive covenants;-may have the very same effect as
&1 though covenants are created between landowne
%ﬁ&pecessarily involve the government.
The negligence of our buyer agent may be that she allpwed
uyer to sign an agreement of sale providing thaj the
ith-
Naver having determined whether there were restricfions
g\1/enting the buyer from operating a body shidpe buye
nt could have done several thirfglse could have insert¢d

éé ?&use that the seller warranted and guaranteed that thq pror

n

& gcould be used as a body shop, however, | cannot impgine
the” seller woyld take that riskhe b%er agent could ha e%
S

I
ele?:té]dg;n ihs e%tionsosfi‘lonI pgrrrniffi th& tﬂﬁep'@ asse

restrictions and terminate the agreement if restrictions |pre-

thented use as a body shop. She could have advised the]buye
nedhave an attorney search use limitations before the Buyer

th&de his offer.

'Rl too often licensees have a limited understanding off the

pe of restrictions that

ﬁ?ﬁ)n refer, as part of the due diligence investigation, t
rney with experience investigating laws as well as private
restrictions of record. Failing to conduct a proper due
genck @an ehave expansive @amsequénted Mdt dnlyaf
Yager but also his agent. James L. Goldsmith, Esq.

shocked.After all, she had word from the township zon
officer that the property could be used as a body shop. F(
she had the assurance of the listing agent as well as the
How could the fault be hers?

The buyer agent should know that a buyer is not entitlg
rely on the representations of the seller and listing agen
do not appear as provisions in the agreement of sale.

licensee is familiar with the Representations clause in




ASK THE ATTORNEY ...

PAR Legal Hotline Turns 15

In early spring 1990, my senior law partner and PAR G¢g
eral Counsel Tom Caldwell, PAR Executive Vice Presid
Mike Bernado, PAR Director of Member Legal Services,
Patrice Merzanis and | embarked on a day trip south of
MasonDixon Line to visit Legal Counsel for the Marylan
Association oREALTORS®. A few state associations hag

Under the leadership of then President Richard Manning
PAR was determined to have its own legal hotline up an
running as soon as possib
tion was our starting place.

Accustomed as we now are to higpeed internet, telecon

nology would have been our biggest hurdle. It seemed S
ple enough to us: we wanted a toll free telephone numb
(with a catchy acronym like 8RAR-LEGL) that was auto
matically answered during designated hours with a digit
recorded message detailing the Hotline rules and forwal
to the Hotline attorney on duty (originally, four of us at

turns as schedules permitted). If thedarty attorney was
engaged in a Hotline call the caller would receive a secq
recorded message with instructions to leave a name an
phone number for purposes of a return call, and calls m
outside of Hotline hours were to be greeted by a differer
digitally recorded messag
were available, but they were geared toward the large tq
marketing companies with enormous budgets. Coming |
with a small scale workable system was tough, but was
complished and we were up and running on June 1, 199

Many of you will remember that during the early years o

Hotline rules advising that the Hotline service was provi
as a benefit to you, the PAR member; that you were not|
guote our advice to others; that the answers were baseq
solely on the facts given and that any change in the fact
could lead to a different legal conclusion, and so on. By
time you waited the minute it took to get through the me
sage the Hotline attorney picked up the call placed secad

recently begun operating legal hotlines and MAR was of g

Caldwell & Kearns were to serve as Hotline attorneys talig Service has grown! We have gone from four attorneys

operation every caller was greeted with that lengthy list o

number was his/her social security number. Truth be told,
found this to be a rather
Tong before the registered list of users was extremely long
PPboking through the alphabetized list to find a name and
Awhat 6s guestion?

hen g your

=

jEventually registration was scrapped and the toll free legaj
WElotLine was made available to all Pennsylvania realtors®
’That is not to say that we only get calls from realtors®. W4
&mve taken calls from just about everyone on the Hotline. ]

pugnber hag.been given qyibpkigcal assagiatipns, the Bup

iBhe listened to the message plus it was disconcerting to b
Pthe time only to learn that the Hotline attorney was busy.

;When the Hotline began operating June 1, 1990, we recei
dey calls. Word spread and by the end of the year we wer
eraging an hour of Hotline calls every day of operation. Hdg

siX and we average over three hours of calls per day. This
§g@mewhat remarkable given that the Hotline only operates
jthree hours per day! Our mission is however, to return evg
L6l placed to the service during hours of operation of 9:00
{0:00 a.m. and 1:00 to 3:00 p.m. every business day. It is
enuisual thag answering all galis @nd gefuripg fhoge madg
89 hours of operation will exceed four hours in a given da
IS0 here we are about to conclude 15 uninterrupted years

Adotline service. We have taken over 26,000 calls. Some o
@ve know by voice. Your calls make us laugh, cry, wince, s
fpathize &€ we have forged f

ji&jions. We hope you have benefited from the service; we
#row we have.

For me, it has been a rewarding 15 years. What | know of

theany hours, days and years | have spent talking to Hotlin
scal |l er s. ltds hel ped me in

before your own and off you went through the wires to t

Another hurdle was to determine who had access to the

Airegi steredd users and PA

line use. Presumably the eligible callers would be mana
or brokers who would typically be plagued by the proble

registration were published in The PennsylvaRizAL -

trants on a weekly basis.

line. States that operated similar services limited access

callers from each office were permitted to register for Hg

and legal questions of their affiliated salesperson. Ruleg

TOR® and in other promotional literature and we, at Cald®
well & Kearns, were provided with updated lists of regis{ st

RIAR in more ways than | could recite.

. ) . . e ~James L. Goldsmith, Esq.Caldwell & Kearng
second message and finally a recording device for leavi
where you could leave your name and number! |

David E. Glick

. Cell: 717-926-1206

i g i206laKenbrapk Rd i ffice: Rl 28659222m e .
Lebanon, PA 17046 Toll Free: 1-888-511-0222

www.thehomeinspectorinc.com dave@thehomeinspectorinc.com

Hdhe Home Inspector Inc.
to -

jergs =
ms

S
security number to verify legitimacy was a lot harder then tsk-

sto-day REALTOR® practice comes in large measure from tIe

e

c umil
cial

(0]

'he
au of, |

Professional and Occupational Affairs and others. Even Bip-
foot has called the Hotline at least once! The other apprecjated
change was the scrapping of the automated answering sygtem

ferencing, Blackberries and the like, it seems odd that teghat delivered the sixtgecond message. It was evident thagno
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GENERAL NEWS...

£§CS STREETWAR
¥ SHORTCAKE B

Webve had a great
&

t hi s yr 6-8ap,dutestll hdve nsore

spaces to fill. Time slots are only 2hrs. &

15 min. Please fax or céllwe need your
help and so does GSH!

SATURDAY 6/5/10 TIME SLOTS TO FILL

SHIFT 3 12:457 3:00 PM
SHIFT 4 2:457 5:00 PM
SHIFT 6 6:457 9:00 PM
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v ol response o]
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SUNDAY 6/6/1Qraindate) TIME SLOTS TO FILL

IFT 2 2:007 4:00 PM

SHIFT 3

&g SHIFT 4 6:007 8:00 PM

4:0071 6:00 PM
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THANK YOU!ll

Get the JBT
mortgage advantage:

« Fresa pre-approval on home purchases

# fiou have the option of local lcan sarvicdng

+ One-setilement closing on new construction
« Competitive fized and adustabie rates

+ PLUS, we'll attend the settiement with you!

Quentn Road TAT-ZTR-TTIO
Joria shomen TATEER-2113
Ebenazzer TiT-2T454T1
Lebanon TAT-ZT 3008
Howmarsioern E1D580-1234
Cleons TAT-ZT9-TERE
Grantwilia TAT-4E0.0833
HNorfrslde Commons T1TS238-22ER
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