Calling out all/l
short cake should be dancing through your

4 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 4" and the 5" is a rain date. Please take the
time to sign up for this
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 alv%ys a fun
event with great foodg]
a great time!
The Radon Course at Marabg
cess, and the course was filled quickly. Mark your calendars
for the next course which is scheduled for September 22" at
Marabell ebébs; course infor
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 5™ and run
through the 23". 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

ORBuUi | d It Stored on 422
We al so donated t he -8dldli n
Storeb. Art hur Funk and

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

Golfers i and non-golfers - mark your calendar for June 22"
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.
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Next kineheos rdeetingtwill aeviddder Julyi 6'@ as Lebanond

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 | snoét

(Editorés Note: This is
TN. However the author
good article for anyone in the business.)
Wedve all read the answer

showings. | t &8s a fAno duhod momen
priced too high, (2) it needs to be staged, (3) the location is

My Ho me

q

bad, (4) it 6 sWeillknoyw thab IYourpmom ¢
l em here is youdre |isted
honest with you.

| 6ve been helping several

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.

Problem1l: The home isndt mappi
Many agents search for properties in the agent-only section of

the MLS via t he WileMkehphomaisbeng
data entered into Real Tr acg
-<codingd can cause your ho

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/

@Beaobsutnels s¢g q all tf§ wWebejteg\(quie® cul de sac

astrleet 0 g:/el acr.e g‘?e),

a e%g on(?g/%a et O(%di cqogugesearg aval algje

rggq ﬁ agﬁ'a $t 08 C,paop'tnitosn’sc
tos and allow 250 characters (Sitting on a large corner lot,
the seller is pvdvigling b ameryearshon warradty andsise | |

t wilkmdpte pay upte $4000 ineclosmagacysts).( I4ypur ageht 6
using all these text areas to tell your story?

brbdiefh B: -Your representative has a bad reputation in
hé dg8nt Bt Stbék is YdhBavy land lifefisltob 2 |
short for agents and consumers to deal with jerks. Ask
agertsageaestcpupndgi dhyt e
REALTOR community. While our code of ethics is clear
t hat we -mouth andther RBALTIOR, if you ask

around enough in your community or find former agents,
youdll get the scoop ( Ses
Ethics. | f a buyer déds agent ha
h f@r his/hgr byyes and yaui heme is one of thosg perfect

seven, why would he/she show the home of an agent that
pagajosegvi n attitude, doesno

theggbhi g5ot b esthitpio?d\d plgtdle s
h@l? Nop A PV ehdsy a9ehb thead
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

fotudof
N¥pg

U)

Mapping feature, and youboHrm
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. | 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 | think of a story | 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 fa
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-

therr1 called the agentédés br
after | had a buyer ask to see it via a drive-by, however, you
may not be so lucky if yo
Problem4: The narrative and wo
simply stinks.| n t he MLS, agents

frienddet Gflriiemn dtoHy

to you after their namei)l, their involvement, in their associa-
e _home I snhot _mapping cor

OVER 125 YEARS
AND STILL LENDING.

Contact one of our mortgage
professionals for a Free Pre-Approval.

Brenda Herring-Ferrebee

717.274.688|
bherring@fultonmortgagecompany.com

Craig Gates

717.274.6981
cgates@fultonmortgagecompany.com

Renee Moro

717.274.6835
rmoro@(fultonmortgagecompany.com

FutonVOTtgagecompany

A Division of
Fulton Bank, NA.

No Surprises.
fultonmortgagecompany.com

& Equal He
Subject t

g Lender. Equal Opportunity Lender. Member FDIC.
edit approval. Member of the Fulton Financial Family.
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IN REAL ESTATE NEWS...

tion, the awards theybve
better yet, check out their RECENT education history
here: http://licsrch.state.tn.us/

Problem6: You doné6ét haveAganmwme ug
areinaheavy stock cycle, and
on the net first. If 45 homes fit their needs, they will likely

|l ook at the ones thewgdde

how many times | 6ve seen

2000+ sq ft home!

Problem7: Your home hasnét bee

correct agents.As all real estate is local, there are ways to
analyze the area to see
three bedroom homes in 37204 in 2009 so far. Your agent
should know the agents in
range and expose your address to them. When | listed a
home recently in Fairvue Plantation in Gallatin, while out of
my primary territory, you better believe | paid a courier

$150 to deliver information to the top 80 agents who had
sold homes there. You better believe | offered incentives to
those top agents to come out and preview it.

Problem8: The buyer sdé aghkinitny c
top pet peeve when Mdtmagentse
have a showing desk to set up the showings. If your agent
handles the showings directly, this is a big red flag! i Oh ,
Mr. Seller, I always have my phone with me and thus assure
you will get the showing AND | will be able to speak to the
agent mysel fThisiopurpbulle WEEKIhYe m
YES WEEKLY, I call within 24 to 48 hours to show a home

W

and at leastoneort wo of t he homes d
call. | 6ve call ed many an age
nice talks!

\Westate, the moatre Somislissionydu arespayingeysur agperit, chel U
more commi ssion t he Ifhhoyeer
fits my buyerés needs, |
s iWjnhg pfifered, however, ma
ig5. IRy the pew Tepnssee Agsaciatign| o REAL-QRS listy
ing agreement there is a blank that shows you what the
s%eWwihe 'yt Hb&shf oybul ageaiv
t thit Gelel ovralsl & MU bhs Hha elshed
count their normal rate, you need to make sure they are not
Iacin%your home in and'nferior commission position. What
rﬁecr ceM& Calg®%? tWhlet N st ng ag
hbetween those two agéants, you NEED to know Whalt tgat H
p@réentaﬂeli's.y eros "agents so t

Usuglly we de,sge lowes commissions gngmuli-rgillign go} ¢
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 someti mes Yooare&ansstentlyh e
turning down appointments
mail to confirm showings until the showing request time has
Aangopgssedy Asikindly gs possibly, | remind my sellers in
pthe isting ¢pRsyltation of fhesephyigugs principles. If you
want to sell, you have to show! A féw Fridays ago, | was
trying to show my buyers a home and had been canceled on
TWI CE by t he o HNvamagentGssvorkdng to g
get you the showings, but
Qallyos birthday party or
sl eep on Saturday morning
Shavdngs. yeu geed (13 to notde oy, the market or (2) find

e agegt who will keap you ig Iig (Kingly, @f coyysg).qd s ¢
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(By Nashville Brian, NashvilleAndBeyond.cofn)

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 | al-
ways call the agent and
key, many &gnsumets may becomidgta
your door, never getting in, finding another home and you
never know! | 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
sweetestlady. She coul dnét figure
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!

Problem10: The buyer s agents
petitive. While there are no set commission rates for real

t

2 wi t
A Did you know that thé¢re
|l etin Boardo i nifyiegps § on e
to the d6daily functi ¢gns¢
Obull etin boarddo taby}] ct
can post and search for rentals here.
A Did you know that your email signatures
are subject to NAROGs |ad\

Please go to www.realtor.org to make sure
you are in compliance.




ASK THE ATTORNEY ...

Understanding our Jobs at Settlement

i O u c This was uttered softly by a buyer at a settlement |
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. ‘

AfoOucho meant that he undér
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 buyerds agent must
other reasons made clear to mewhen he-asked-to speak pri-
vately in the hala™ AWhat
kill this de-safiedtlyekflamed thaghe mad
invested a lot of time and had made many calls to find financ-
ing; and here | 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 an(lthat 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-

m

hea

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

Vike re\dewy Bappeng ahdithat &liloosgends a@ vesoliaed. d sugs u

one covers something that Vn’ﬂn!de%}ha%/ betapﬁrgclﬁt&i Dfd Mg@tthe%léed sigrled? \?eéh'
for something you missed. TWhedat OeSs g1Me mhioshs 0 st or§e tSHEI T gI
agent. other and having a backup is easier than chasing parties after

What 6s your | Bvérythinghas gosetwellto¢ghimpetnhte?y 6ve | eft the closing o
point and your client is ready to settle on terms previously re- When the closing agentos d
viewed and clearly understood, including those complicated gratul ations are exchanged

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 Awaivedo that you wri
ltés your proof that you w
ssticeessfaly daim ghat it wasyousfaulk he mrigsed thehinspech i
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

gest that this process takes place before the title agent begins his
aor her worlo Nio sedserévievgng the filarecial tersnkaed dnort- i
gage documents if settlement is not going to occur.

Next, sit back while the title agent reviews the HUD settlement
statement. Follow along an
the agreement ofithe a{r,aigements 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 partyods ove
viewed. Are the terms as y
ers would catch any mistak

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—

er s 0 i nses. t he ti

owner, the buyer needs keys, garage openers, appliance manu-
als and miscellaneous items that are appurtenant to the change

of ownership. | 6ve conduct

c flexmls

created by FBS

Tl

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
in the packaging.
Post-settlement follow up istell-t al e. Now t ha

paid will you be on top of your game? How long will it take
before the I|Iisting brokerd
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-
ingdbs exposure to prospec
more successful. John F.
law of life, and those who look only to the past or the present
are certain to mi-sawyrdallesate f
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,
house tour so t ha-to-lifgview ef whato
it would feel like to walk through a home during an open
house. But the best part
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,
add a splash page for the introduction and ending of the
video, narrate your open house, and then share it with con-

eras See the Big Pictured0 t o read mor e

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 AGoToMeetin
tours.

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

sumers on t he INewmt\bde Angld Cam- ( ®
ppti IQrdQ/iairrq Exceptional Client Satisfaction

t

bankjbt.com

Jonestown Bank & Trust Co.

Quentin Road
Jonestown
Ebenezer
Lebanon
Newmanstown
Cleona
Grantville
Palmyra

Get the JBT
mortgage advantage:

v/ Free pre-approval on home purchases

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

v/ PLUS, we'll attend the settlement with you!

717-279-7720
717-865-2112
717-274-5421
717-273-0405
610-589-1234
717-279-7655
717-469-0623
717-641-0032

Northside Commons 717-838-2265
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ships one inspection
Reinspections
Liability

National Standards
Code of Ethics

1 Locally owned/operated and be- f
lieves in building business relation-

1 Consultations-Follow-ups-
1 Fully insured 8 Errors & Omissionsd |

1 Inspections performed using the 1

at a time 1

of Practice &

Davip C. MULL ¢
OWNERCERTIFIEDMASTERINSPECTOR /'

National Society of
Home Inspectors

National Association of

Certified Home
Inspectors

Lebanon County Assoc.

of REALTORS%

Lancaster County Assoc.

of REALTORS%

bo for HREIIERA CMI
SPECTO

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

5
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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/

GENERAL NEWS...

4gCSH STREETWA
¥ SHORTCAKEB

Webve had a great
t hi s yr 6-ap,bbtetitl have maei
spaces to fill. Time slots are only 2hrs. &
15 min. Please fax or calld we need your
help and so does GSH!

( \
SATURDAY 6/4/11 TIME SLOTS TO FILL
SHIFT 3 12:457 3:00 PM
A\
W\ Vv
46\,\"
SHIFT 4 2:457 5:00 PM
SHIFT 6 6:457 9:00 PM

SUNDAY 6/5/1 Jraindate) TIME SLOTS TO FILL

IFT 2 2:007 4:00 PM

SHIFT 3

|§ SHIFT 4 6:007 8:00 PM

PRy
@) THANK YOUI!IL5G68:

4:0071 6:00 PM

Vol UhboR&IEstatd €S PONSse to
g N 3. Zillow
4, Trulia.com
5. Rent.com
6. Homes.com

fop 10 Real Estate Web Sites

' ate Web sites are fielding the most traffic on the
H1e top 10 most visited real estate web sites for
OML:

1. Realtor.com

7. MSN Real Estate
8. AOL Real Estate
9. ZipRealty

10. Apartment Guide

2nd ANNUAL

WINE FEST/BARN PARTY

to raise funds for the Annville Memorial Day Parade

I el LT,

SATURDAY, MAY 21, 2011
4p.m. - 11p.m. - at the BARN
1997 Brandt Rd., Annville

$50 per person
FEATURING - Tom Strohman & THIRD STREAM
PIG ROAST, Wine, Beer, Soda & Hors doeuvres

SILENT & LIVE AUCTION ITEMS

Indoor & Outdoor seating (weather permitting)
Come celebrate the start of warmer weather, listen to good music, taste
some good wine, eat some good food & hang out with friends.
ALL FOR A GOOD CAUSE!
FOR TICKETS CONTACT BECKY GACONO - 717-269-8586

David E. Glick

Cell: 717-926-1206
Office: 717-865-0222

Toll Free: 1-888-511-0222

dave@thehomeinspectorinc.com

The Home Inspector Inc.
ne

2061 Kenbrook Rd.
Lebanon, PA 17046

d
.............. = www.thehomeinspectorinc.com

Home Inspections * Termite * Radon * Water ¢ Septic



LANDMARK HOMES
32 South Central PA Neighborhoods

BRIAR LAKE Lebanon, PA

A 55+ Neighborhood - MLS #169610
Townes from $14(s « Singles from $170’s
Community Clubhouse

One-story and two-story with first floor
owner’s suite floor plans

Kelly Bricker, 717-286-6698
Directions: N 8th Ave to Walinut Crest Dr

NARROWS GLEN Lebanon, PA

Across from Union Canal Elementary Schoaol
From low $200s « MLS #170310

One-story and two-story with first floor
owner’s suite floor plans

Kelth Volker, 717-304-8561
Directions: 422 to Narrows Drive

CREEKSIDE Lebanon, PA

Spacious lots and community
cdubhouse and pool

Mid 200’ « MLS #161846

One-story and two-story with first floor
owner’s suite floor plans

Joyce Reitz, 717-507-4005
Directions: 241 to Creekside Drive

adions wiarinliy welcome

SRS

and Custom Lot Building

FALCON CREST Lebanon, PA
Walking distance of Cedar Crest school campus
From mid $200% « MLS #171578

One-story and twao-story with first floor
owner’s suite floor plans

Linda Breit, 717-507-4502
Directions: Corner of State Drand E. Evergreen Rd

VALLEY CHASE Lebanon, PA

Less than 1 mile to schools and VA
Medical Center

From low $200%s - MLS #157770

One-story and two-story with first floor
owner’s suite floorplans

Kaith Volkar, 717-304-8561
Directions: 5th Ave/897 to Cobblestone Dr.

OLDE SOUTH CROSSING-
Annville, PA
Coming Summer 2011

LIBERTY STATION-
Annville, PA
Coming Summer 2011

(L}ndmark

omes

www.ownalandmark.com



LEBANON COUNTY ASSOCIATION OF REALTORS’
& AFFILIATES

Golf Outing & Picnic

Wednesday
June 22, 2011

PLEASE SUBMIT BY JUNE 13, 2011 ,
A

SPONSORFORM 4 4,

Sponsor Donation Options (check one)

$100.00 Hole Sponsor which includes company
name on a tee box

Sponsor donation of cash or door prizes

PLEASE FILL IN ALL PERTINENT INFORMATION

Business/Organization Name:

Contact Person:

Address:

P\ | |
¢ Phone: Fax:

MAKE ALL CHECKS PAYABLE TO :
Lebanon County Association of REALTORS

1300 Florence Street, Lebanon, PA 17042

Questions: Call 2726126




Quatiseg
Wednesday June 22, 2011
Royal Oaks Golf Course

REGISTRATION: 12:00 pm

GoLF: 1:00 pm Shotgun St&rt$50.00 per person
(Includes lunch, refreshments, greens fees, cart & prizes)

TO RESERVE YOUR FOURSOME
Call Brenda HenningWentzel @ 968800

DINNER: 6:00 pni $25.00 per person
Beef Tenderloin or Chicken
FORDINNER RESERVATIONS

Call Julie Osborne @ 2B126

Member: Guests:
¥
# for golf: X $50.00= $
¥
# Beef Tenderloin: # Chicken X $25.00=$

Total: $

Make one check for all fees payable td:EBANON COUNTY ASSOCIATION OF REALTORS®




REAL ESTATE NEWS...

( Modern Day Open Houseé. Contilhue
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 Mikoqgo, 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 | istinp.
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 amails.
Once youdbve produced a new| se
. ] . sumers to view, youoll neef t
Home Inspections: Not just for buyers! site. But how? As noted earlier, Web sites like YouTube or
Todayods savvy home sel |l er $Vineacanexpdsegarvideesdo thousars obviewers dearch-s| o f
taining a pre-listing home inspection prior to putting their home | ing for homes in your ZIP code. Most of these sites also offer
on the market. A sellerés |idmeecionhpeasdt ingn odaryoiude wii idey s
tential flaws allowing a home seller to fix the items or disclose ] code generated from the sites to your own Web site so consum-
them to a potential buyer prior to entering into negotiations. ers can preview your open house tours on your Web site as well.
This can make a potentially stressful time go much smoother You also should add links for your new listings and open house
and prevent the need to make concessions for any issues dis- tours to your e-mail signatures. By adding links to your open
covered by a buyer or their inspector. house toursinyoure-mai | signature, yquol
Having a completed up-to-date home inspection report on the | Videos to everyone you correspond with on a daily basis via e-
kitchen counter for potential buyers to review is also a great | Mail.
marketing tool. It can show that you as a seller care about your |5. Be active, not passive with your open house tours.
home and have taken steps to keep your home well maintained. | Many real estate professionals will spend many hours producing
Homebuyers who have access to such a report sometimes forgo | and developing content for their Web sites, such as open house
their own inspections allowing for a faster path to settlement. Jvi deos, but then theydéll fprg
A sellers home inspection can usually be done inafewhours j2 ¢t i vi ti es to buyers and spll
and can include additional services like wood destroy insect host open houses tours on your Web site, you also should ac-
(termite) inspections and radon testing. Obtaining a pre-listing [ tively market and advertise your efforts in as many ways as pos-
home inspection is a smar t]SiheoBleyabpukyoufwor inglugedinksinygur adverise- 4 4 e
and can put your home above the rest in the eyes of potential | MeNts, promote your open house tours in letters and postcards,
buyers. sign riders, and more. Take an active role in driving more con-
. . ) ) sumers to view your high-tech efforts. With high-speed Internet
For more information about inspections connections commonplace in many parts of the country,
contact American Society of Home Inspec- | ,nger consumers entering the marketplace, and technology
tors (ASHI) Certified Home_lpspector, Dave {movi n g at a rapid pacdyomwvely
Glick at 888-511-0222. or visit: | house will soon be the norm for the real estate industry. Does
www.thehomeinspectorinc.com and our site: | this mean the current traditional open house is no longer effec-
WWW.pasepticinspections.com 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.
Welcome to the Best of all,_. taking advantphge
GAf fi1 11 ate Me mb ¢tdolstofLoduce ami d@vélofbpen house tours will put you at
The newsletter committee has contacted Affiliate members and the foretront of rgal estate in your market and will ensure you
N ; . wonodét miss the future.
asked them to submit articles, advise, and suggestions for our _
REALTOR®me mber s . Please see [Dave GI i ckos JOHNDMAYFIRLD, REALTOR Magazire)
spector, submission above. If you are an Affiliate member and
would | i ke to submit somet n g mb er
ner 6, s e n screlmam@ lebanva-iealtors.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

L EBANON COUNTY SOLD STATISTICS
APRIL 171 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.

y.M-.e:;m:@:ﬁiraﬁ

L EBANON COUNTY SOLD STATISTICS
APRIL 17T 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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Happy
Birthday To...

May

3 Rachel Briody, Penn Realty, LTD

3 Lisa Tobias, Prudential Gacono

8 Jesse Ziegler, Rauch Real Estate

9 Allan Wells, RE/MAX Lebanon

Debra Carpenter, Suburban Realty

Nicole Lewis, Brownstone Real Estate
Anita Ziegler, Anita Ziegler Appraisals

Lani Stout, Prudential Gacono

Eric Heilman, Suburban Realty

Barbara Musko, Ulrich Professionals Realty
Frank Tomecek Jr., RE/MAX Cornerstone
Conrad Vanino, C21 Park Road

Gene Olshefsky, Superior Home Mortgage
Becky Gacono, Prudential Gacono

Alicia Keesey, Prudential HSG

Ellen Blair, Prudential Gacono

Sherri Killinger, Suburban Realty

Karen Lund, North West Savings Bank
Judy Swope, Innovations Realty

Barbara Roberts, Rauch Real Estate

Peter Weatherby, Your Way PA Real Estate
Sylvia Krall, Prudential Gacono Real Estate
Carol Cortright, Century 21 Krall Real Estate
Terry Shaffer, Penn Realty

Keri Sanger, Prudential HSG

Tina Tobias-Pyles, Brownstone Real Estate
Lorraine George, Prudential HSG

MEMBER CORNER...

THE AFFORDABLE HOUSING
':F"li“ %, COUNCIL OF LEBANON COUNTY

~>-
L(‘_ \:\i——} —

Open House Py

Thank you to the Open House Parade committe
for all your hard work!
A Maria Shuey, C21, Committee Chair
A Melody Kiene, RE/IMAX Cornerstone
A Joan Hower, Brownstone Real Estate
A Betsy Bowman, Leb. Co. Redevelopment Auth.
A Laura Stickler, Prudential HSG
A Kelly Woelfling, Lebanon Land Transfer
A John Tice, Jack Gaughen ERA
A Joan Walmer, RE/MAX Cornerstone,
PR Committee Chair

39 N. 12th St. Lebanon, PA 17046
May 4, 11, 18th 6:00 pmi 9:00 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.

COMINGS & GOINGSé
New REALTORE Members:

Keri Sanger, Prudential HSG
Scott Martin, Realty 1
Earl Shirk, Realty 1
Virginia Economos, Ulrich Professionals

REALTORE Member Transfers:

Ken Kuren, Jack Gaughen ERA
REALTORE Member Escrows:

Paula Battle, Prudential HSG

cococcscscssosvososocooso e s

Deepe
Clyde Patches and his family who lo$t
their father, Luke Patches, 75, on
April 18th, 2011. Please keep the

Our

o
o
0!
o
0!
o
o
0!
o
0!
g
o
0!
o
0!
g
o
0!
o
b
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PatchesU family i
prayers.
Newsletter Committee
*Brenda Miller Re/Max Cornerstone 273-5501
Renee Morro Fulton Mortgage Co. 274-6981
Kris Mease Edge Abstract of PA 228-0870
E[ﬁlﬂgg Wurges- Re/Max Cornerstone 273-5501
Melody Kiene Re/Max Cornerstone 273-5501
Sara Conville Prudential Gacono 867-5511
If you have any ideas or articl

committee Member or the Association Office at 272-6126. You may also fax items

to 270-5668, or e-mail them to Julie Osborne at
secretary@]lebanon-realtors.com.



mailto:secretary@lebanon-realtors.com

MEMBER CORNER...

Stress Relief in 7 Easy Steps - ! ﬂ
Stress and the physical effects associated with it are espe- g/
cially hard on entrepreneurs such as real estate agents. When
youdve got only yourself o Diceyod knowothat tyou canmot oigee , fli nd i
gotiatons, e, high iess i facof Ife. In order oryouro | O BT @nded Phot osbandédr t
avoid the impact of a high stress ailments all you need are a photos are ones that dlsplgy .any mfo that desig-
few easy steps: nates who the agent and_llstlng office are, such
1. Exercise at least 3 days per wéekalk, swim, go to thg as a yard sign. Al l ph (.J to
gymi working muscles, breathing deeply in a matter ¢f Please read t hAe foll owincg
just a few weeks youdll |[feel the diRUlkesdce.
2. Get at least 6 hours of sleep per dagdequate sleep
equals focus, health, and an even temperament. 1.10 Remarks & Photographs _
3. Stay organizeil your filing system, your appointment A The j‘Remark_s" sect!on _of a Ilst_lng shall contain only
calendar, even your desk, car and hdnigyour life is in that information which is descriptive and relevant to
order everything falls into place without a struggle. | ~ @naccurate portrayal of the property being marketed.
4. Spend time with Family and Frientikeep your life bal{ A The Service does not permit the placement of the
anced. listing agent's name, phone number, e-mail address,
5. Playidonot miss this step |pl #8paddressoeagypibesinfprmation of this natgre p | v o u
professional life running smoothly. that is not descriptive or relevant to an accurate por-
6. Set boundaries boundaries in your personal and pro-| _ trayal of the property being marketed.
fessional life make it easier to keep the two sides of Jodx The same restrictions apply to property photographs,
life from intruding upon each other. 360° and virtual tours as well as any personal promo-
7. Eat healthyi stay away from the junk food, candy, ang tion materials attached to the User's photo.
dondét miss meals, your Hody 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!

ol t i s my-ireeedtheehepe of Allanarking
- that from this solemn occasion a better world sha
emerge out of the blood and carnage of the past,
world found upon faith and understanding, a world

dedicated to the dignity of man and the fulfillment of

most cherished wish for freedom, tolerance and justfe." . HDITIE I.DBHS
~ General Douglas Macarthur .
» Construction
* Lot Loans
* Refinancing
* Improvements

2011 Elections & Important Dates

May 10: Last day to apply for civilian absentee
ballot

May 17: General Primary Election Day * Farms & Farmettes
May 18: First Day to Register after the
Primaries
October 11:  Last day to register for November %?F (
election , ARM REDIT
November 1: Last day to apply for civilian absentee 800.477.9947 @
ballot ’ ’ e

November 8: General Election Day

farmcreditmortgage.com
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¢ Luncheon \
)
Class The Timbers by, |, ’
*Loat
8Mot he? 0s 10 11 12 f%iwrm[ @mﬂm@
Day RATALR
Dy 0wy 16 17 Ction |18 PRMIOI19\ o steger | 20 21 Armed
RATALIR Mt | Training Mtg. Forces Day
22 23 24 25 BOD |26 27 28 Annville
emorial
Mtg. Dl\gy Parade
29 30 Meneia 131
Office Closed

|

6/3 & 6/4 GSH Street Fair

* Golf Outing 6/22/11

* 10/14/11 Habitat Benefit Auction

* 12/9/11 Christmas Party

JUN E 2-6 1‘1

Sl

g}
Sun Mon Tue Wed Thu Fri
1 2 3 GSH |4 GSH
Street Fair| Street Fair
5 RainDay- |6 7 8 9 10 11
GSH
Street Fair
~PR Mtg
12 13 14 F[;Z% 15 iy 16Nevhvﬂst|;tter 17 18
Training
19Fat h20r 6 s |21summer|22 Goif |23 New 124 25
. Outing & Member
Day Begms Picnic Orientation
26 27 28 29 BoD (30
Mtg.

L

The Lebanon County Association of REALTORS® ( L CAR)

LCAR MISSION STATEMENT :

actively

serves

i tso

me mb 6

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