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Dates To Rememberé 
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®

 

        1300 Florence Street, Lebanon, PA 17042      May  2011  

From the President, Tracey Wilson 
Calling out all volunteersé.strawberries and 

short cake should be dancing through your 

head... Good Samaritan Street fair is approach-

ing quickly, and your participation is needed. 

The signup sheet is posted on LCAR website, 

the date is June 4th and the 5th is a rain date. Please take the 

time to sign up for this event and donôt forget to sign up for 

both days even though you will only be needed for one or the 

other weather depending. If you cannot work at the street 

fair, remember there is a lot of preparation that goes into the 

strawberry short cake booth, and you can call the board office 

to volunteer in the preparation.  The street fair is always a fun 

event with great food, music, and craftséyouôre sure to have 

a great time!  

The Radon Course at Marabelleôs this month was a great suc-

cess, and the course was filled quickly. Mark your calendars 

for the next course which is scheduled for September 22nd at 

Marabelleôs; course information will follow. However, one of 

the courses will fulfill the ethics requirement, so be sure to 

sign up early and reserve your spot.  

We are all excited about the commercials that will run on 

WGAL-TV. The commercials will start on May 5th and run 

through the 23rd. Please look at the chart (top right) for viewing 

times.  Look for information from the board on links and pro-

motional material you can use on your personal websites, 

Facebook pages, and tag lines for your personal emails to 

promote our message.  This is in efforts to help LCAR mem-

bers, and we should thank the public relations committee for 

the suggestion.  (See Chart next column) 

Work has begun on the new building, and we are eagerly 

looking forward to moving in. You will notice a sign at the 

new building on Quentin Road announcing our future home. 

Play equipment was donated to Habit for Humanity for their 

óRe-Build It Storeô on 422 and was sold the very first day. 

We also donated the chain link fencing to the óRe-Build It 

Storeô.  Arthur Funk and Sons is estimating a four month 

process, and we will keep you posted on all the progress.  

Golfers ï and non-golfers - mark your calendar for June 22nd 

at Royal Oaks golf course, and picnic to follow. This year the 

menu consists of chicken and steak. The association has sev-

eral fun events planned and this is always a fun event for all. 

Please think about sponsoring a hole, sponsors are still 

needed at this time.  

Inside this Issue 

 Presidentôs Message Pg. 1 Golf Sponsor Form Pg. 8 

Why Isnôt My Home Showing? Pg. 2 Golf & Dinner Form  Pg. 9 

Why Isnôt My Home Showing? Pg. 3 Affiliate Corner  Pg. 10 

Ask The Attorney Pg. 4 April Statistics Pg. 11 

Modern Day Open House Pg. 5 Member Corner Pg. 12 

Top 10 Real Estate Sites Pg. 6 Member Corner Pg. 13 

Member Ad Pg. 7 Calendar Pg. 14 

Next luncheon meeting will be held on July 6th at Lebanon 

Country Club, so mark your calendars for that event. There are 

no luncheons in June or August, so enjoy your summer and be 

safe! 
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IN REAL  ESTATE NEWS... 
Why Isnôt My Home Getting Shown? 

(Editorôs Note: This is a blog article directed at Sellers in 

TN.  However the author makes many good points; itôs a 

good article for anyone in the business.) 

Weôve all read the answers  on why homes donôt sell or get 

showings.  Itôs a ñno duhò moment when people say (1) itôs 

priced too high, (2) it needs to be staged, (3) the location is 

bad, (4) itôs in poor condition.  We all know that.  Your prob-

lem here is youôre listed with someone who is afraid to be 

honest with you. 

Iôve been helping several agents recently with their listings 

and marketing through consulting, and I have found some 

very simple fixes above price, condition and location that 

MIGHT be the cause for lack of showings or lack of of-

fers above the biggees.  Ask your agent today to check these 

things or audit them yourself. 

Problem 1:  The home isnôt mapping in the MLS system. 
Many agents search for properties in the agent-only section of 

the MLS via the ñMappingò feature.  When the home is being 

data entered into RealTracs, one typo or not checking the ñgeo

-codingò can cause your home not to show up to the 

agent.  Remember, 78% of buyers report that they found their 

home through their agent. 

If someone is searching for a home via the Geo-Coding/

Mapping feature, and youôre home isnôt mapping correctly, it 

will not be foundéperiod! 

Problem 2:  Your pictures stink. You should expect only 

professional level photography in this type of market.  If your 

agent shows up with a point and shoot camera, this should be 

flag #1.  Lighting, angles, point of view and equipment mat-

ter.  I listed a home recently that was on the market with an-

other agent for over 30 days and had average photos.  The 

sellers said they received three showings before releasing 

their agent.  In 29 days, with my marketing, we had 33 show-

ings and an accepted offer. 

The dining room's photo (even without staging) was dark and 

shot from a poor angle. The new photo focuses on the room's 

light rather than the outdoor area outside the window.  

Problem 3:  The square footage, bedroom numbers or 
bathroom totals were incorrectly entered. My heart breaks 

every time I think of a story I had in Green Hills a few years 

ago.  A home was priced amazingly well and had been on the 

market for over 250 days.  A senior couple owned it and had 

used ña friendò to list the home.  The ñfriendò entered it in the 

MLS as a 1 bedroom, 1 bath with 1200 square feet.  In actual-

ity, it was a 4 bedroom, 2 bath home with well over 2300 

AMAZING square feet.  To top it off, it had no pictures ei-

ther.  I called the agentôs broker and reported it immediately 

after I had a buyer ask to see it via a drive-by, however, you 

may not be so lucky if youôre not on a major thoroughfare! 

Problem 4:  The narrative and wording isnôt present or 

simply stinks. In the MLS, agents can enter ñRemarksò that 

the consumers see on all the websites (quiet, cul de sac 

street on level acreage), ñRealtor Remarksò which are for 

agents only (agent bonus of $500, disclosures are available 

até) and ñPhoto Captionsò which appear below of the pho-

tos and allow 250 characters (Sitting on a large corner lot, 

the seller is providing a one-year home warranty and is 

willing to pay up to $4000 in closing costs).  Is your agent 

using all these text areas to tell your story? 

Problem 5:  Your representative has a bad reputation in 
the agent community. Stock is too heavy and life is too 

short for agents and consumers to deal with jerks.  Ask 

other agents candidly about your agentôs involvement in the 

REALTOR community.  While our code of ethics is clear 

that we canôt bad-mouth another REALTOR, if you ask 

around enough in your community or find former agents, 

youôll get the scoop (See Section 15 of the NAR Code of 

Ethics).  If a buyerôs agent has seven homes that are perfect 

for his/her buyer and your home is one of those perfect 

seven, why would he/she show the home of an agent that 

has a lose-win attitude, doesnôt return calls or hasnôt upheld 

the ethics the ñgood onesò keep.  Is that fair?  No.  Is it ille-

gal?  No.  A buyerôs agent is actually representing his/her 

client BEST by safeguarding them from potentially difficult 

negotiations and contract situations.  Ask your agents about 

the designations they hold (all the letters that make no sense 

to you after their name), their involvement in their associa-
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IN REAL  ESTATE NEWS... 
tion, the awards theyôve won outside of sales production or 

better yet, check out their RECENT education history 

here:  http://licsrch.state.tn.us/ 

Problem 6:  You donôt have enough visuals. Again, we 

are in a heavy stock cycle, and buyers are ñstalkingò homes 

on the net first. If 45 homes fit their needs, they will likely 

look at the ones theyôve seen the most of.  I canôt tell you 

how many times Iôve seen three or six photos presented on a 

2000+ sq ft home! 

Problem 7:  Your home hasnôt been connected with the 
correct agents. As all real estate is local, there are ways to 

analyze the area to see what buyerôs agents sold the most 

three bedroom homes in 37204 in 2009 so far.  Your agent 

should know the agents in your homeôs sales feature price 

range and expose your address to them.  When I listed a 

home recently in Fairvue Plantation in Gallatin, while out of 

my primary territory, you better believe I paid a courier 

$150 to deliver information to the top 80 agents who had 

sold homes there.  You better believe I offered incentives to 

those top agents to come out and preview it.  

Problem 8:  The buyersô agents canôt get in! This is my 

top pet peeve when Iôm representing a buyer!!  Most agents 

have a showing desk to set up the showings.  If your agent 

handles the showings directly, this is a big red flag!  ñOh, 

Mr. Seller, I always have my phone with me and thus assure 

you will get the showing AND I will be able to speak to the 

agent myself to prep them.ò  This is pure bull!  WEEKLY, 

YES WEEKLY, I call within 24 to 48 hours to show a home 

and at least one or two of the homes donôt get a return 

call.  Iôve called many an agentôs supervisor and had some 

nice talks! 

Additionally on Problem 8, as stupid as it sounds, check the 

key often and make sure it still works to the correct door 

and the lock box is clearly available.  The key to my per-

sonal home stopped working last month alone!  While I al-

ways call the agent and tell them thereôs an issue with the 

key, many agents wonôt.  Consumers may be coming to 

your door, never getting in, finding another home and you 

never know!  I had another key two weeks ago on one of my 

listings stop working, too.  Obvious, but a potential prob-

lem! 

Problem 9: Your home has expired or been withdrawn. 
Last week, my heart broke when I entered a home of the 

sweetest lady.  She couldnôt figure out why she couldnôt 

find her home listed on-line.  More issues than that existed, 

but the biggest issue was that the home had expired from the 

MLS, and she had no clue.  Every agent in Tennessee is 

required to give you a copy of everything you have signed 

within 24 hours of signature.  Her agent had not done this; 

so, she had no way of knowing she was out of contract and 

had been off the market for over a month! 

Problem 10:  The buyerôs agents commission is not com-

petitive. While there are no set commission rates for real 

estate, the more commission you are paying your agent, the 

more commission the buyerôs agent will make.  If a home 

fits my buyerôs needs, I will show it regardless of commis-

sion offered, however, many agents donôt share this opin-

ion.  In the new Tennessee Association of REALTORS list-

ing agreement there is a blank that shows you what the 

buyerôs agent will receive.  If your agent hasnôt shown you 

their value enough to the point youôve asked them to dis-

count their normal rate, you need to make sure they are not 

placing your home in an inferior commission position. What 

percentage the listing agent shares with the buyerôs agent is 

between those two agents, you NEED to know what that 

percentage is. 

Usually we do see lower commissions on multi-million dol-

lar properties or commercial listings.  

Problem 11:  You! So many times we want to point the 

finger at the agent or his/her marketing deficiencies, how-

ever sometimes youôre the problem.  You are consistently 

turning down appointments or you donôt check your voice-

mail to confirm showings until the showing request time has 

long passed.  As kindly as possibly, I remind my sellers in 

the listing consultation of these obvious principles.  If you 

want to sell, you have to show!  A few Fridays ago, I was 

trying to show my buyers a home and had been canceled on 

TWICE by the ownerôs daughter.  If an agent is working to 

get you the showings, but Aunt Ermaôs overnight stay, 

Sallyôs birthday party or your need for an extra two hours of 

sleep on Saturday morning is causing you to say ñnoò to the 

showings, you need (1) to not be on the market or (2) find 

an agent who will keep you in line (kindly, of course). 

(By Nashville Brian, NashvilleAndBeyond.com) 

 

  

 
Á Did you know that there is a óRental Bul-
letin Boardô in Keystone MLS? If you go 
to the ódaily functionsô tab, you will see a 
óbulletin boardô tab, choose órentalô.  You 
can post and search for rentals here. 

Á Did you know that your email signatures 
are subject to NARôs advertising rules?  
Please go to www.realtor.org to make sure 
you are in compliance. 
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ASK THE  ATTORNEY ... 

Understanding our Jobs at Settlement 

 ñOuch.ò  This was uttered softly by a buyer at a settlement I 

conducted several years ago.  The word may have accounted for 

25 percent of his English vocabulary but that single word said 

his interpreter was doing her job. 

ñOuchò meant that he understood that in six months his mort-

gage rate would change, or more correctly stated, spike. His 

adjustable rate mortgage (ARM) terms included a margin so 

great that even if interest rates plummeted, his rate would be 

increased, markedly. Ouch. Worse, if he refinanced within two 

years, it would cost him about eight grand in pre-payment pen-

alties. Ouch. 

This buyerôs agent must have been thinking òOuch,ò but for 

other reasons made clear to me when he asked to speak pri-

vately in the hall. ñWhat are you doing,ò he asked, ñtrying to 

kill this deal?ò The agent not-so-patiently explained that he had 

invested a lot of time and had made many calls to find financ-

ing; and here I was trying to give the buyer reason to walk. This 

agent made clear that my conduct was not going to get me any 

more referrals. 

So be it. As settlement agent, my job was to assure that the 

buyer understood the details of the transaction and that settle-

ment occurred according to those terms. That the buyer was 

unaware of his mortgage terms meant that someone else had not 

done his or her job.  Settlements are not pro forma. They are 

hugely important and deserve the appropriate attention. There 

should be no consternation when obligations are defined, terms 

explained and the process described. This process may seem 

tedious and may cause your blood pressure to spike when some-

one covers something that youôve taken care of or calls you out 

for something you missed. Thatôs the job of the settlement 

agent. 

Whatôs your job at settlement?  Everything has gone well to this 

point and your client is ready to settle on terms previously re-

viewed and clearly understood, including those complicated 

ARM provisions. At the top of your to-do  list is assuring that 

the agreement of sale is satisfied.  Did the seller deliver what 

was promised? Scan the terms, addenda, corrective proposals 

and determine that all obligations have been satisfied.  If the 

buyer elected an inspection but never followed through, then by 

the terms of the Standard Agreement that contingency was 

waived. As a buyer agent you may want the buyer to initial and 

date ñwaivedò that you write on your copy of the agreement. 

Itôs your proof that you were not remiss; the buyer cannot later 

successfully claim that it was your fault he missed the inspec-

tion. 

Settlement is the last opportunity to determine that there are no 

loose ends.  In many locales, you use a pre-settlement walk-

through form to acknowledge that the property was delivered in 

its as-promised condition, or that tasks remain to be completed 

after settlement.  Regardless of the form or method, make sure 

the review happens and that all loose ends are resolved.  I sug-

gest that this process takes place before the title agent begins his 

or her work. No sense reviewing the financial terms and mort-

gage documents if settlement is not going to occur. 

Next, sit back while the title agent reviews the HUD settlement 

statement. Follow along and note anything that doesnôt jive with 

the agreement or the arrangements with service providers. 

Check your fee as well to make sure it is accurate. Mistakes 

happen. They are harder to repair after funds have been dis-

bursed and the partyôs over. Listen as the mortgage note is re-

viewed. Are the terms as you anticipated? Youôd think the buy-

ers would catch any mistake but weôve all experienced buyers 

who are thinking about paint colors and moving and are not 

paying attention to the committed interest rate. 

Be part of the process; stay in the background but ready to pitch 

in. Help gather documents for photocopying, get copies of driv-

ersô licenses. If the title agent is less experienced, gentle re-

minders may be appreciated. Did we get the deed signed? Yeah, 

weôve all missed something at a settlement at some time or an-

other and having a backup is easier than chasing parties after 

theyôve left the closing office. 

When the closing agentôs done her job and the thanks and con-

gratulations are exchanged, youôre almost there. As the new 

owner, the buyer needs keys, garage openers, appliance manu-

als and miscellaneous items that are appurtenant to the change 

of ownership. Iôve conducted closings when these things are 

ready to go. The prepared agent comes across as so much more 

professional than those who have waited to the last minute to 

consider this exchange, as trivial as it seems. Some say itôs all 

in the packaging. 

Post-settlement follow up is tell-tale. Now that youôve been 

paid will you be on top of your game? How long will it take 

before the listing brokerôs sign is removed? Is that something 

that the buyer agent can, or should, help resolve? And if there 

were loose ends, will you be timely in your participation of the 

tying of those ends? A job well done, from your initial involve-

ment to the last, is better than any marketing you can buy. 
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The Modern-Day Open House 

A high-tech approach to open houses can increase your list-

ingôs exposure to prospective buyers and make your efforts 

more successful.  John F. Kennedy once said: ñChange is the 

law of life, and those who look only to the past or the present 

are certain to miss the future.ò Many tech-savvy real estate 

professionals are taking this wisdom to heart as it relates to 

open houses. 

Indeed, holding an open house is one of the most traditional 

strategies for getting buyers interested in a property. But 

without changing the way you view open houses, you risk 

missing out on Web-savvy consumers who head to their 

computers to do their first walk-through. 

Through the use of video, some practitioners offer ñopen 

house toursò that give consumers a true-to-life view of what 

it would feel like to walk through a home during an open 

house. But the best part is that itôs accessible anytime on the 

Web, so consumers can view the home tours at their leisure. 

With a few simple tools and some know-how, you can offer 

open house tours and set yourself apart from your tech-

scared competitors. Here are five ways you can offer con-

sumers open house tours 24/7 and 365 days a year. 

1. Invest in a digital camcorder. 
If you plan to begin offering open house tours and posting 

them to the Web, you will need a good digital camcorder to 

produce your video clips.  One good option is the Flip Video 

camcorder. This small portable camcorder, which is small 

enough to throw in your briefcase or purse, can shoot up to 

60 minutes of video. The camcorder has a built-in USB port 

to transfer your videos to your computer, where they are now 

ready for production with your movie editing software. With 

the Flip Video camcorder, itôs easy to record, transfer, edit, 

add a splash page for the introduction and ending of the 

video, narrate your open house, and then share it with con-

sumers on the Internet. (Also visit ñNew Wide Angle Cam-

eras See the Big Picture ò to read more options.) 

2. Get a YouTube Account 
Now that you are equipped with the right tools to produce 

your open house tours, you will need a place to promote and 

store them.  Of course, you can use your Web site to upload 

your finished product, but the more appropriate place to host 

your videos would be Web sites like YouTube or Vimeo, 

another video-sharing Web site.  What is great about hosting 

your open houses tours on public Web sites like these is that 

you gain exposure to hundreds of thousands of viewers 

searching for homes in your ZIP code. 

When posting your open house tours, be sure and use the 

appropriate tags (descriptive terms), such as your community 

name, ZIP code, and other keywords that could be used in a 

search. You also can link your finished videos on YouTube 

or Vimeo to your Web site. 

3. Consider a ñGoToMeetingò for hosting open house 

tours.  

A great way to use open house tours to interact with potential 

REAL  ESTATE NEWS 

 

¶ Locally owned/operated and be-
lieves in building business relation-
ships one inspection at a time  

¶ Consultations-Follow-ups- 
    Re-inspections  
¶ Fully insured ð Errors & Omissions ð 

Liability  
¶ Inspections performed using the  
    National Standards of Practice &                  
    Code of Ethics                                                     
 

DAVID C. MULL 
OWNER/CERTIFIED MASTER INSPECTOR 

 

PHONE: 717-808-4668  Å   
TOLL FREE: 866-504-4668 

E-mail: phihome@verizon.net  
www.professionalhomeinspect.com  

PROFESSIONAL HOME INSPECTION 

H O M E   Å   R A D O N   Å   T E R M I T E S   

¶ National Society of 
Home Inspectors 

¶ National Association of  
    Certified Home  
    Inspectors 
¶ Lebanon County Assoc. 

of REALTORS® 
¶ Lancaster County Assoc. 

of REALTORS® 

Providing Exceptional Client Satisfaction  

W A T E R  Å   M O L D Å   W E L L Å   S E P T I C 

(Continued on pg. 10) 

http://www.theflip.com/
http://www.realtor.org/wps/wcm/connect/rmo-content/rmo/archives/TechWatch200709
http://www.realtor.org/wps/wcm/connect/rmo-content/rmo/archives/TechWatch200709
http://www.youtube.com/t_blank/
http://www.vimeo.com/t_blank/
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GENERAL  NEWS... 
 

SUNDAY  6/5/11(rain date) TIME  SLOTS TO FILL  
 

SHIFT  2 2:00 ï 4:00 PM 

     

     

     

     

SHIFT  3 4:00 ï 6:00 PM 

     

     

     

     

SHIFT  4 6:00 ï 8:00 PM 

     

     

     

     

 

THANK YOU!!! FAX: 270THANK YOU!!! FAX: 270THANK YOU!!! FAX: 270---566856685668   

SHIFT  4 2:45 ï 5:00 PM 

     

     

     

     

SHIFT  6 6:45 ï 9:00 PM 

     

     

     

     

GSH STREET FAIR STRAGSH STREET FAIR STRAGSH STREET FAIR STRAWBERRY WBERRY WBERRY    
SHORTCAKE BOOTHSHORTCAKE BOOTHSHORTCAKE BOOTH   

            Weôve had a great volunteer response to 

this yrôs booth sign-up, but still have more 

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

15 min.  Please fax or callðwe need your 

help and so does GSH!  

SATURDAY  6/4/11 TIME  SLOTS TO FILL  
 

SHIFT  3 12:45 ï 3:00 PM 

     

     

     

     FU
LL 

Top 10 Real Estate Web Sites  

Which real estate web sites are fielding the most traffic on the 

Web? Here are the top 10 most visited real estate web sites for 

March 2011: 

1. Realtor.com 

2. Yahoo! Real Estate  

3. Zillow 

4. Trulia.com 

5. Rent.com 

6. Homes.com 

7. MSN Real Estate 

8. AOL Real Estate 

9. ZipRealty 

10. Apartment Guide 
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LEBANON COUNTY  ASSOCIATION OF REALTORS
®
 

& AFFILIATES 
 

Golf Outing & Picnic  
Wednesday  
June 22, 2011  

 

PLEASE SUBMIT  BY JUNE 13, 2011 

SPONSOR FORM 

PLEASE FILL IN ALL PERTINENT INFORMATION : 

 
Business/Organization Name:        

            

 

Contact Person:              

 

Address:           

            

            

 

Phone:       Fax:        
 

MAKE ALL CHECKS PAYABLE TO : 
 

Lebanon County Association of REALTORS® 

1300 Florence Street,  Lebanon, PA  17042 

Questions: Call 272-6126 

Sponsor Donation Options: (check one) 
 

   $100.00 Hole Sponsor which includes company 

   name on a tee box 

 

   Sponsor donation of cash or door prizes 
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Member:  ___________________________  Guests:  ___________________________  

 

# for golf:  ___________________________  X $50.00 = $ ___________  

 

# Beef Tenderloin:________# Chicken  _____________  X $25.00 = $ ___________  

 

  Total:  $ ___________  

 
Make one check for all fees payable to: LEBANON COUNTY  ASSOCIATION  OF REALTORS® 

      

Wednesday June 22, 2011 

Royal Oaks Golf Course 
 

REGISTRATION:  12:00 pm  
 

GOLF:  1:00 pm Shotgun Start ï $50.00 per person 

(Includes lunch, refreshments, greens fees, cart & prizes) 
 

TO RESERVE YOUR FOURSOME:   

      Call Brenda Henning-Wentzel @ 964-3800 
 

 DINNER: 6:00 pm ï $25.00 per person 

Beef Tenderloin or Chicken 

FOR DINNER RESERVATIONS:   

Call Julie Osborne @ 272-6126 

Reservat ion 

Deadline: Mon. 

6/ 13/ 2011 
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REAL  ESTATE NEWS... 

buyers is through Web sites like www.GoToMeeting.com. With 

GoToMeeting, you can invite consumers to tune in for a weekly 

open house tour and be able to interact with them in real time. 

In addition, Web sites like Mikogo, a free screen-sharing tool, 

allow you to talk on the phone with a potential buyer while si-

multaneously showcasing your listing through PowerPoint 

slides, photos, virtual tours, and more. As you describe the fea-

tures of your listings, you can answer any questions consumers 

may have about your listing. Itôs kind of like having your own 

weekly television show via the Internet where you promote your 

listings to those consumers participating.  

4. Learn to link your videos to your Web site and e-mails. 
Once youôve produced a new set of open house tours for con-

sumers to view, youôll need to link your videos to your Web 

site. But how?  As noted earlier, Web sites like YouTube or 

Vimeo can expose your videos to thousands of viewers search-

ing for homes in your ZIP code. Most of these sites also offer 

ñfreeò hosting of your videos.  In addition, you can copy HTML 

code generated from the sites to your own Web site so consum-

ers can preview your open house tours on your Web site as well. 

You also should add links for your new listings and open house 

tours to your e-mail signatures. By adding links to your open 

house tours in your e-mail signature, youôll be promoting your 

videos to everyone you correspond with on a daily basis via e-

mail. 

5. Be active, not passive with your open house tours. 
Many real estate professionals will spend many hours producing 

and developing content for their Web sites, such as open house 

videos, but then theyôll forget to promote and market their new 

activities to buyers and sellers. If youôre going to produce and 

host open houses tours on your Web site, you also should ac-

tively market and advertise your efforts in as many ways as pos-

sible.  Blog about your work, include links in your advertise-

ments, promote your open house tours in letters and postcards, 

sign riders, and more. Take an active role in driving more con-

sumers to view your high-tech efforts.  With high-speed Internet 

connections commonplace in many parts of the country, 

younger consumers entering the marketplace, and technology 

moving at a rapid pace every year, todayôs modern-day open 

house will soon be the norm for the real estate industry. Does 

this mean the current traditional open house is no longer effec-

tive? Of course not. But now consumers who visit your open 

house during the day can go back later and see the home again 

through your open house tour online from the comforts of their 

own home before making a decision to purchase. 

Best of all, taking advantage of some of todayôs new technology 

tools to produce and develop open house tours will put you at 

the forefront of real estate in your market and will ensure you 

wonôt miss the future. 

(JOHN D. MAYFIELD, REALTOR Magazine) 

 

Home Inspections: Not just for buyers! 

  Todayôs savvy home sellers have learned the benefits of ob-
taining a pre-listing home inspection prior to putting their home 

on the market. A sellerôs home inspection can identify any po-

tential flaws allowing a home seller to fix the items or disclose 

them to a potential buyer prior to entering into negotiations. 

This can make a potentially stressful time go much smoother 

and prevent the need to make concessions for any issues dis-

covered by a buyer or their inspector.  

    Having a completed up-to-date home inspection report on the 

kitchen counter for potential buyers to review is also a great 

marketing tool. It can show that you as a seller care about your 

home and have taken steps to keep your home well maintained. 

Homebuyers who have access to such a report sometimes forgo 

their own inspections allowing for a faster path to settlement. 

   A sellers home inspection can usually be done in a few hours 

and can include additional services like wood destroy insect 

(termite) inspections and radon testing. Obtaining a pre-listing 

home inspection is a smart move in todayôs real estate climate 

and can put your home above the rest in the eyes of potential 

buyers. 

   For more information about inspections 

contact American Society of Home Inspec-

tors (ASHI) Certified Home Inspector, Dave 

Glick at 888-511-0222. or visit: 

www.thehomeinspectorinc.com  and our site: 

www.pasepticinspections.com  

 

(Modern Day Open Houseé.Continued from pg. 5) 

Welcome to the  

ũAffiliate Member CornerŪ  
 

The newsletter committee has contacted Affiliate members and 

asked them to submit articles, advise, and suggestions for our 

REALTOR
® members.  Please see Dave Glickôs, The Home In-

spector, submission above.  If you are an Affiliate member and 

would like to submit something to the óAffiliate Member Cor-

nerô, send an email to secretary@lebanon-realtors.com or one 

of the committee members listed on pg. 12. 

http://www.gotomeeting.com/
http://www.mikogo.com/Welcome.aspx/t_blank
http://www.thehomeinspectorinc.com
http://www.pasepticinspections.com
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LEBANON COUNTY  SOLD  STATISTICS  

APRIL  1 ï 30, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,041 $ 215,101,976 105 $  179,964 96 

  Annville-Cleona 44 $ 9,071,399 10 $ 172,560 41 

  Cornwall-Lebanon 321 $ 80,420,238 30 $ 186,627 86 

  Eastern Lebanon 171 $ 32,285,853 21 $ 175,448 107 

  Lebanon City 187 $ 18,170,283 16 $ 91,831 93 

  Northern Lebanon 152 $ 34,628,048 13 $ 230,550 168 

  Palmyra 166 $ 40,523,155 15 $ 228,067 76 
 

 Multi -Family 60 $ 9,567,850 3 $ 118,419 197 
 

 Lots  179 $ 24,157,350 0 $ 0 0 
 

 C/I/B Sale 41 $ 18,818,000 0 $ 0 0 
 

 C/I/B Lease 12 $ 212,208 0 $ 0 0 
 

 County Total 1,333 $267,857,385  108 $ 178,255 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. 

LEBANON COUNTY  SOLD  STATISTICS  

APRIL  1 ï 30, 2011 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,167 $ 245,539,205 73 $  150,616 116 

  Annville-Cleona 70 $ 18,989,502 2 $ 130,950 180 

  Cornwall-Lebanon 418 $ 97,084,921 21 $143,238  113 

  Eastern Lebanon 135 $ 26,496,003 10 $ 154,354 108 

  Lebanon City 211 $ 21,105,455 15 $ 68,827 96 

  Northern Lebanon 148 $ 35,248,494 11 $ 163,062 123 

  Palmyra 185 $ 46,614,830 14 $ 239,674 132 
 

 Multi -Family 53 $ 9,547,700 4 $ 127,175 187 
 

 Lots  185 $ 30,174,350 0 $ 0 0 
 

 C/I/B Sale 47 $ 21,005,200 2 $ 109,500 229 
 

 C/I/B Lease 10 $ 130,729 0 $ 0 0 
 

 County Total 1,462 $ 306,397,184 79 $ 148,388 122 

 
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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Thank you to the Open House Parade committee 

for all your hard work!  

Á Maria Shuey, C21, Committee Chair 

Á Melody Kiene, RE/MAX Cornerstone 

Á Joan Hower, Brownstone Real Estate 

Á Betsy Bowman, Leb. Co. Redevelopment Auth. 

Á Laura Stickler, Prudential HSG 

Á Kelly Woelfling, Lebanon Land Transfer 

Á John Tice, Jack Gaughen ERA 

Á Joan Walmer, RE/MAX Cornerstone,                

PR Committee Chair 

May  
3  Rachel Briody, Penn Realty, LTD 
3  Lisa Tobias, Prudential Gacono 
8  Jesse Ziegler, Rauch Real Estate 
9  Allan Wells, RE/MAX Lebanon 
10 Debra Carpenter, Suburban Realty 
10 Nicole Lewis, Brownstone Real Estate 
11 Anita Ziegler, Anita Ziegler Appraisals 
11 Lani Stout, Prudential Gacono 
13 Eric Heilman, Suburban Realty 
14 Barbara Musko, Ulrich Professionals Realty 
14 Frank Tomecek Jr., RE/MAX Cornerstone 
16 Conrad Vanino, C21 Park Road 
17 Gene Olshefsky, Superior Home Mortgage 
17 Becky Gacono, Prudential Gacono 
19 Alicia Keesey, Prudential HSG 
19 Ellen Blair, Prudential Gacono 
21  Sherri Killinger, Suburban Realty 
21 Karen Lund, North West Savings Bank 
22 Judy Swope, Innovations Realty 
24 Barbara Roberts, Rauch Real Estate 
24 Peter Weatherby, Your Way PA Real Estate 
27 Sylvia Krall, Prudential Gacono Real Estate 
28 Carol Cortright, Century 21 Krall Real Estate 
28 Terry Shaffer, Penn Realty 
28  Keri Sanger, Prudential HSG 
30 Tina Tobias-Pyles, Brownstone Real Estate 
31 Lorraine George, Prudential HSG 

Happy  

Birthday To... 

MEMBER  CORNER... 

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. 

*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 

COMINGS & GOINGSé 

New REALTORÈ Members:  

Keri Sanger, Prudential HSG 
Scott Martin, Realty 1 
Earl Shirk, Realty 1 

Virginia Economos, Ulrich Professionals 

REALTORÈ Member Transfers:  

Ken Kuren, Jack Gaughen ERA 

REALTORÈ Member Escrows:  

Paula Battle, Prudential HSG 

 

39 N. 12th St. Lebanon, PA 17046 

May 4, 11, 18th 6:00 pmï9:00 pm 

Wed. June 1, 8, 15, & 22  

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   

Our Deepest Sympathies toé 
Clyde Patches and his family who lost 

their father, Luke Patches, 75, on 

April 18th, 2011.  Please keep the 

PatchesŪ family in your thoughts and 

prayers.  

mailto:secretary@lebanon-realtors.com
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MEMBER  CORNER... 

 

 
Did you know that you cannot use 
óBranded Photosô in the MLS? Branded 

photos are ones that display any info that desig-
nates who the agent and listing office are, such 
as a yard sign. All photos must be óunbrandedô.  
Please read the following from your óKeystone 

Rulesô. 
 

1.10  Remarks & Photographs 

Á The "Remarks" section of a listing shall contain only 

that information which is descriptive and relevant to 

an accurate portrayal of the property being marketed. 

Á The Service does not permit the placement of the 

listing agent's name, phone number, e-mail address, 

web address or any other information of this nature 

that is not descriptive or relevant to an accurate por-

trayal of the property being marketed. 

Á The same restrictions apply to property photographs, 

360° and virtual tours as well as any personal promo-

tion materials attached to the User's photo. 

Stress Relief in 7 Easy Steps 

Stress and the physical effects associated with it are espe-

cially hard on entrepreneurs such as real estate agents.  When 

youôve got only yourself to depend on for income, finding 

new clients, working on building your business, contract ne-

gotiations, etc, high stress is a fact of life.  In order for you to 

avoid the impact of a high stress ailments all you need are a 

few easy steps: 

1. Exercise at least 3 days per week ï walk, swim, go to the 
gym ï working muscles, breathing deeply in a matter of 

just a few weeks youôll feel the difference.  

2. Get at least 6 hours of sleep per day ï adequate sleep 

equals focus, health, and an even temperament.  

3. Stay organized ï your filing system, your appointment 

calendar, even your desk, car and home ï if your life is in 

order everything falls into place without a struggle.  

4. Spend time with Family and Friends ï keep your life bal-

anced.  

5. Play ï donôt miss this step play is essential to keep your 

professional life running smoothly.  

6. Set boundaries ï boundaries in your personal and pro-
fessional life make it easier to keep the two sides of your 

life from intruding upon each other.  

7. Eat healthy ï stay away from the junk food, candy, and 

donôt miss meals, your body will thank you. 

Practice these seven steps, and you will see your stress levels 

drop.  Your patience increase and your endurance soar.  Have 

a Happy and Healthy Career! 

 

2011 Elections & Important Dates 
 

May 10:   Last day to apply for civilian absentee 

    ballot 

May 17:   General Primary Election Day 

May 18:    First Day to Register after the  

    Primaries 

October 11:  Last day to register for November  

    election 

November 1:  Last day to apply for civilian absentee  

    ballot 

November 8:  General Election Day 

òIt is my earnest hope - indeed the hope of all mankind 
- that from this solemn occasion a better world shall 
emerge out of the blood and carnage of the past, a 
world found upon faith and understanding, a world 

dedicated to the dignity of man and the fulfillment of his 
most cherished wish for freedom, tolerance and justice."  

~ General Douglas Macarthur 



14 

 

LCAR MISSION STATEMENT : 

The Lebanon County Association of REALTORS® (LCAR) actively serves itsô members needs by providing programs, products, 

and services to enhance ethical and successful business conduct; and, through collective action, advocating private property rights. 

MAY  2011 

Sun Mon Tue Wed Thu Fri Sat 

1 2 3 4 5 6 7 

8 9 10 11 12 13 14 

15 16 17 18 19 20 21 

22 23 24 25 26 27 28 

29 30 31     

Luncheon 

Mtg.  

The Timbers 

~PR Mtg 

~MLS  

Training 

Newsletter 

Mtg. 

Memorial 

Day- 
Office Closed 

 

BOD 

Mtg. 

Armed 

Forces Day 

~Primary 

Election 

~KMLS Mtg- 

Lancaster 

MCE 

Class 

Mark Your Calendar:  

6/3 & 6/4 GSH Street Fair * Golf Outing 6/22/11 * 10/14/11 Habitat Benefit Auction  * 12/9/11  Christmas Party  

JUNE 2011 

Sun Mon Tue Wed Thu Fri Sat 

   1 2 3 4 

5 6 7 8 9 10 11 

12 13 14 15 16 17 18 

19 20 21 22 23 24 25 

26 27 28 29 30   

Annville  

Memorial 

Day Parade 

Golf  

Outing & 

Picnic 

GSH 

Street Fair 

GSH 

Street Fair 

BOD 

Mtg. 

~PR Mtg 

~MLS  

Training 

Newsletter 

Mtg. 

Fatherôs 

Day 
Summer 

Begins 

Flag 
Day 

Rain Day -

GSH 

Street Fair 

Motherôs  

Day 

New  

Member 
Orientation 


