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The travel season is here, and we should all {&ghverter for International Exchange Rates.

time for ourselves and our families to enjoy til8e | your vacation plans include staying home rather than trav
away. However, a vacation can be overwhel

ing,
Sn how you will spend your vacation to rejuvenate yourself. Plr-

too. Here are a few secrets | have used over [jg ¢ there are some local attractions that you've wanted to exgeri-
years to take the stress out of a trip, and the Nil¢-e byt have not had the time. Are there people you want to con-
details in the planning can make a huge diffefnoct with? Get clear about what you want to do and who you whnt
ence. You can make your next vacation relaxing and enjoyahle 4 it with. and then plan to make it happen.

by following a few simple vacation planning tips. 10. This is the most important tip of all: pack the right attitude. Llet
1. Keep your vacation planning information in one place. Create s the "what if* and enjoy the moment. Remind yourself wha

a labeled file folder and use it to keep your airline, hotel, car| atters most, and focus on that. If this is a vacation to get away and
rental information, as well as maps or AAA guide books, toufigiay  then focus on activities and thoughts that will be relaxing] If
information, contact information for people you know in that |y goal is to reconnect with family and build memories together,
city, etc. _ _[that can be done regardless of circumstances (missing a flight, [not
2. Plan ahead for your wardrobe. Think about all of the activiigging tickets to an event you wanted to attend, etc.). If your ggal is
you might do. For example, on the beach you might want a |5 sightsee and take in some special attractions or shows, then| plan
swimsuit, coveup, slipon footwear or water shoes, a sun hatghead and make the reservations necessary to ensure that you can do
sunglasses... maybe even a face mask, snorkel, and some I{pﬁgf%u want to do when you get there.
Will the kids want shovels and buckets to build a sand castli_?HBge you find this helpful in planning your vacation. Growing yp

you need to supply your own beach towel, or will you be staying,e military life, there was always a check list for my family.
somewhere that supplies this for you? What about waterprop ake time this vacation season to enjoy!

sunscreen? The more you can visualize yourself on the bea " "
: Inside this Issue
better prepared you will be.

3. Use a travel checklist. Keep it in the travel file you've cregPr esi dent ds Me:Pg.1 | Stafistics Pg.8
This will help you remember to pack both the basic necessit] real Estate News Pg.2 | Real Estate News Pg. 9
as well as some of the mare obscure things you might not re

member but would want to take with you. MembERES Pl | Real ESiIENNETS PoN
4. Let children pack their own travel bags, and make sure th| Ask The Attorney Pg. 4 | Affiliate Corner Pg. 11
bag is small enough that they can carry i.t thems_elves. Help ScholATS TR Pa.5 | FlexMLS Tip Pg. 12
select things they can do on the road or in the air: MP3 play

CDs, books, handheld video games, portable crafts, and cai Benefit Auction Info Pg.6 | Member Corer Pg. 13
games. Talk about seating arrangements ahead of time to & statistics Pg.7 | Calendar Pg. 14

conflict.

5. Pack a carrpn that is small enough to stay with you at all
times. Include necessities that you must have, in the event t ndly:

you get separated from your other luggage for a day. 4 Happy Independence Day!
6. Plan early to get the best selection and to get early bookig Office Closed
discounts. If you're really adventuresome and are not particflar 13 Luncheon Meetingd Lebanon
about where you want to go, you can also book reservationd last Country Club
minute. There is some risk involved in doing this, but you c 20 MLS Training

also get some great deals this way; find some great bargainf 67 >° _ Lebanon Area Fair
airline tickets. August:

7. If you're driving, you may wish to map out your trip aheadjof No Luncheon Meeting d 't'o
time and make hotel reservations along the way. MapQuest ffer% 1ML%Tra|r;|ggh | ' ' n
a helpful Website for mapping out your route and estimating (l\%st gi)s’tr?cts)c 00

travel time under normal driving conditions. SEE THE FULL CALENDAR OF EVENTS & EVENT DETAILS AT:

8. If you're traveling to another country, check out the Currefcy WWW .LEBANON -REALTORS .COM

Dates To Rememlger

Phone (717) 276126 E www.Lebanon-Realtors.com E Fax: (717) 2765668




IN REAL ESTATE NEWS

Why There's No Such Thing As A Bad Real

Estate Market

"Down" and "depressed"according to the news, that's the regl
estate market these days. And thanks to continuing tight cref
and sluggish job growth, the United States isn't likely to see
anything like a booming real estate market for many years. E
although reports about today's real estate market sound gri
here's something you probably haven't heard: there's no suc
thing as a "bad" real estate market. Let's take a look at somg
the patterns the real estate market can fall into, who is hurt iy
them and who stands to benefit.
Homeowners Vs. Investors

that investors don't have to buy a properecause they don't
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need to live in it. This gives them a lot more ability to profit i
different types of markets, because they are able to buy whe
real estate prices are down, and sell when they are up. Hom
buyers don't have this much flexibility, but what they can tak
from real estate investors is how they look at the market. Lik]
any good investor, a real estate investor looks at the market
tegically, and decides whether to buy or sell based on the pq
tial to benefit. The bottom line is, what the media is saying
about the market doesn't enter into the equation.

Buyer's Market

When the news is reporting grim figures about real estate ar*

real estate market. But investors could have said the same t
about investing in the stock market in 2009, when the S&P 5
dropped to its lowest point in more than 10 years; however,
those who chose solid companies during the low point saw
jor gains when the market rebounded through 2010.

A real estate buyer's market occurs when there is more prog
for sale (supply), than there are buyers (demand), forcing pr
down. While this type of market is bad news for homeowner
who want to sell their homes, it's great for those entering the
estate market. In this case, new homebuyers have the oppo
nity to buy properties at a low point. The lack of competition
the market will also allow them to take their time choosing a
property, and provide them with some bargaining leverage.
Because in some cases home prices may not rebound for a
time, buyers need to choose their homes carefully and look
areas where homes are truly undervaluadd not just cheap.
Buyers should also weigh the fact that they'll have to pay to
somewhere whether they buy or rentso even a property that
maintains its value may provide significant savings over timg
Homeowners may also fret about this type of market, but un
they are looking to sell, they shouldn't. Sure, this affects thei
net worth on paper, but it's just like holding a stock in a dow
market: the price only matters if you plan to sell.

Sellers' Market

A seller's market is just the opposite of a buyer's market: lo
supply and high demand for available properties drive prices
This is the type of real estate market the United States expe
enced before the market crashed in 2009, when bad loans a
rising interest rates conspired to make runaway prices unsus
able. For those who managed to cash in on big gains in real

tate prices by selling their homes at the peak, this was a gre
cont od

housing prices it's hard to be enthusiastic about jumping intq sl

The Home Inspector Inc.  David E. Glick

= Cell: 717-926-1206
206] Kenbrook Rd.  Office: 717-865-0222
Lebanon, PA 17046 Toll Free: 1-888-511-0222

r (]
oo WwW.thehomeinspectorinc.com dave@thehomeinspectorinc.com
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Home Inspections * Termite * Radon * Water ¢ Septic

MORTGAGES

* Home Loans
 Construction

* Lot Loans

* Refinancing

* Improvements

* Farms & Farmettes

& FarM CREDIT

800.477.9947 (=

famrmereditmortgage.com



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



ASK THE ATTORNEY ...
DOES AN EMAIL SATISFY THE

REQUIREMENT OF A WRITING?

As with any writing, these exchanges must be preserved

Pennsyl viani.ads statute opartdf thefitedot only mukt ehesé e anbintdin@duy thg

other jurisdictions, provides that a contract for the sal
real estate is unenforgeable unless it is in writing. . Ap
pellate decisions from many jurisdictions, provide that

ea@fent, they should be in the company file as well. We al
rknow that as a practical matter, there are company and t
are agent files. Unfortunately, the law does not distingui

an agreement of sale negotiated and confirmed via.ef@ilting to be maintained by the company from that held ky
may satisfy the statute and therefore create a binding| gi involved licensee. Because the broker has the respqnsi-
l'igation. Whi | e Penns.yl|ligyofimaifteningstibefile, @vere brdker should adsuresthaty €
rule on the issue, we anticipate its decision wouldibe |the company file includes every document and email trafs-
accord with the others. mission sent or received.

Forming contracts by email is hardly exemplary and i$we can anticipate that rul&will be modernized to make [clear
discouraged for many reasons beyond the scope.of thisat email transmissions arg recognized. Observing-the [E
article. Suffice it to say that agreements for the sale 08ignature Act better protects the parties and assures that
real estate are complex and should be detailed to'coVeransmissions are binding. We can anticipate additional case
the contingencies as well as the expectations of the pagw that will undoubtedly recognize communication devides

ties. This is rarely accomplished in an email exchang

But if contracts can be found in an exchange of email
what about subsequent tweaks to a written agreemery
such as the extension of a settlement date? Can that
modification be made via email? Surely if a contract
be established by email, then certainly a minor medifi

@nade possible by emerging technologies.

t Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C.,

Can
Ca-

tion to that contract could be established by email as
well. Yet there seems to be great uncertainty betwee
offices, MLS providers and others as to whetheran e
tension or a term modification established by an ex-
change of email, suffices. Clearly t& be binding, the
email must clearly establish mutual asecent. Email mu
clearly emanate from both sides to the contract indicg
that all parties have agreed to specific terms. There
should be no equivocation or uncertainty of any sort.
And while the exchange may satisfy law, it is also mo
susceptible to being rejected by law than a pajpsed
writing. By that | mean the proof that he email embog
a mutual ascent is elusive. Were the parties purportiy
to transmit the email truly at the keyboard? Was ther
fraud? Was the transmission sent and received by th
other party? Did all sellers and buyers give their assq
Was the email written but stored after reflection, not i
tended to be sent? As you can see, what may have
started out as binding amendment to an agreement o
sale may be done in by the evidence.

The practicality and advantages of email cannot be d
nied. Last minute amendments by distant parties favg
use. A good practice to make universal part of your g
tocol, however, is to have your client sign a printout o
the email at your next meeting. Documenting your fil¢
in this manner can save you a lot of heartache should
dispute later arise.

Preserving all email transmissions sent and received

N

NATIONAL
ASSOCIATION of
REALTORS®

REALTORS
Conference & Expo
November 11-14, 2011 » ANAHEIM

November 11-14, 2011




Scholarship Essay Contest Winners Announced

The Lebanon County Association &aRTORE recently chose three winners of the high school essay contest.
were 28 applicants 2 AnnvilleCleona,9 Cedar Crest5 North Lebanon, 1 LebanoR,ELCO, 2 Lebanon Catholig
and 2 from Palmyra. Winners include Kaili Dotterman and Katelyn Auchenbach, both from Northern Leban
Dennis Goodstein from Cedar Crest. All winning

essay that follows.

6Why You Sh oREALT®R  tbsBay omSell Your Home &
REALTORS" : Coming to Your Rescueb
Kaili Dotterman, Northern Lebanon High School

I 61 1 l et you in on a | i tsUPERHEROES . &ld, they dolnoteveae capes,
spandex suits, but they are heroes none the less. And while they may not have super powers such as the
orxray Vvision, they are champions of tATersH oREATORS

are a must have when buying or selling a house because they have limitless information, useful conne
they focus their priorities around meeting your individual needs.

The first reason why every potential buyer or seller of a home should useLaoR® is that REALTORS” are
housing market experts. Buying or selling a house can be a daunting task, especially if you have little to
ence. A RALTORS" job is to offer you their extensive knelow and answer all of your questionseARTORS® are
similar to Antique Roadshowappraisers. They have studied up on their history. They know how much a ho

nity information, zoning laws, resale values and much, much mageLTBRS® supply this practical information
that you can have the simplest and most-fr@e buying or selling experience.

The second reason whyeR.TORS® are so beneficial is that they have all the connectior=saLTRRS” live to
negotiate housing deals and can therefore find you the perfect property or the ideal buyer. They also ca
money by getting the most out of a sale or purchassaL®RS” can direct you towards a qualified lender whe
comes time to take out a loan and can work with other real estate agents within the National Associaian
TORS® to guarantee you a wide array of options. By yourself you are just a lone individual, but veith @ R®
you have an army of smarts and resources at your disposal.

The final reason why you should use BARTOR® to buy or sell your home is because BARTORE&” numbe
one priority is to be your advocate. ARTOR® will work a deal to your fullest advantage; like a shot of ana
steroids to your buying and selling power. AARTOR® will investigate, evaluate, and make sense of confusin
perwork. They will research dozens of properties until they find one that will meet your specific neetsoRR®
save you the time and effort of doing your own research; they do the hard work for sLIORS® are trained i
all legalities so that the buying and selling of your house is done correctly and with authorization. Why w
even consider going at it alone when you can simply catl/a ®R® for backup?

In conclusion, RALTORS® are the experts in their field and make the process of buyer or selling a house
simpler and more enjoyable. ER.TORS” know their facts, have wide circles of connections and make
stronger force in the housing market. So go to your local AssociatiogaffBrRs® t oday éand f
superhero!
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cost or sell for and work to get you the absolute best deshLTRRS® have smorgasbords of data on local commu-
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fiBenefits of Realtors.o Personal i neagafyi ew. Mar. 2011. (Laurel Petoli

Great Summer Reads for REALTORS F !

How many times do you tell your children over the summer to read? But when was the last time you read a book?? Many online

book warehouses (Amazon, Barnes and Noble) have reading lists for any topic imaginable. Here are a few of the top real estate
picks: \ (
D

-
1. 6Sh Tales: How | Turned $1, 000 DlbylBarizara€ordorart &Bruee VBI¢fi€ld | o n
2. 0(7 e Seven Levels of Communicati onbyM@adld Maher R’elationsq
3. 0 Mi ion Dol l ar Agent,byJeshuvaklaggi ng the Dreamd"”
4. 6Ho Make Money in Real EbyMathew Martmezt he New [Economyé

D | |
P S



GENERAL NEWS...

Annual Auction to Benefit

Habitat For Humanity  ~Amy Dellinger Get th e J BT

Time is rapidly approaching for the"1&nnual auction to

benefit Habitat For Humal mortgage advantage:
held on Friday, October f4and will again take place at t

Lebanon Country Club. L

whelming success with over $15,000 raised. Two year, ARCIIERLOE DI

ago we moved away from an auction company to an e v/ You have the option of local loan servicing
where items were donated and consigned by area artig v One-settlement closing on new construction

and merchants. We have effectively increased attenda
as well as sales, but we will be making some additiong
changes to make this yea

One of the highlights of
challenge designed to get all offices involved in the aud
tion. This was an even bigger success than we imagin

v Competitive fixed and adjustable rates
v/ PLUS, we'll attend the settlement with you!

Wonderful themes, creative presentations, and unique Quentin Road 717-979-7720
were featured in the many donated baskets. And, thes| Jonestown 717-865-2112
were quite popular with the crowd who bid hundreds of t Ebsnezer %gggjéé
dollars on their favorites. We hope you have been brail oo o 6105891234
storming within your company to come up with a uniqu Cleona 717-279-7655
basket for this yearés c Grantville 717-469-0623
ing the baskets with bragging rights and a plaque going bankjbt.com Palmyra 717-641-0032
the winnin g c o mp a rByownstonk a Northside Commons  717-838-2265
Real Estate, will be working hard to hold onto their title o)
Wedr e go i n g t o toi g ht en U [l Jonestown Bank & Trust Co. Member FDIC LENDER

hopes of making a smoother transition into the auction
baskets will need to be turned into the board office by $
tember 23 and will need to have a list of all items in th
basket and an estimated

or expensive the basket is, but how original and creatig
think 6doutside of the balj

In addition to the basket competition, we have lots of o
opportunities to help with the auction. We will have sp¢n-
sorships and program advertising. Also, we are looking for
lots of donations for both the live and silent auctions.
you know any local artists, sports celebrities, or generg

All
- \PROFESSIONAIHOME INSPECTIO

Providing Exceptional Client Satisfaction

s Locally owned/operated and be- 1 National Society of
lieves in building business relation-| Home Inspectors

merchants, please contact them to see if they would bg ships one inspection at a time 1 National Association of
willing to donate or consign an item to the auction. Thgy Consultations-Follow-ups- Certified Home
deadline for items to be donated will be September 16. giin§pecti3n§E & Omission 1 tgsbzi%tsréoumy Assoc
This will give us time to list the items in the program bo Jk-L;g;“'t’;S“re rrors & Umissions of REALTORS

let. 1 Inspections performed using the [T Lancaster County

We will begin taking Auction reservations in late July. National Standards of Practice & | Assoc. of REALTORS

One of the changes this year is there will be a reservatjon C0de of Ethics
form instead of a ticket. We will only be taking 175 resgr-
vations for the auction this year to avoid overcrowding ft

the Country Club. Reservations will be $25 pp and will|be Davib C. MuLL e,

sold until October 4. Payment must be made at the safne OWNERCERTIFIEDMASTERINSPECTOR/

time of making a reservation. There will be no door salkes PHONE: 717-808-4668 A :CMI ¢

on 10/14/11, so dondt walit. WeEOBLV-REE: 85650446680  Gertified Master o, 5
E-mail: phihome@verizon.net INSPECTOR

row. So, mark your calendars for October 14 and get

started on those baskets! www.professionalhomeinspect.com

t he
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L EBANON COUNTY SOLD STATISTICS

MAY 11 31, 2011

# Active $ Volume # Sold Sold Avg ADOM

Residential/Farms 1,188 $252,413,454 97 $ 167,762 104
Annville-Cleona 70 $ 19,308,002 6 $ 113,850 73
CornwaltLebanon 426 $ 99,096,777 31 $ 195,899 105
Eastern Lebanon 147 $ 28,395,750 11 $ 202,799 149
Lebanon City 206 $ 21,665,444 19 $ 90,395 92
Northern Lebanon 155 $ 37,605,051 12 $ 177,572 136
Palmyra 184 $ 46,342,430 18 $ 190,989 78
Multi -Family 57 $ 9.946,500 1 $ 190,000 43
Lots 186 $ 30,491,450 0 $ 0 0
C/I/B Sale 50 $ 23,054,200 0 $ 0 0
C/I/B Lease 8 $ 130,407 0 $ 0 0
County Total 1,489 $316,036,308 98 $ 167,989 104

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 accurady.
Data maintained by the MLS may not reflafitreal estate activity in the market area of Lebanon Coupty.

E J J @ ’
%('%% (\é > V(i{%

# Active $ Volume # Sold Sold Avyg ADOM
Residential/Farms 1,029 $217,374,833 104 $ 167,712 90
Annville-Cleona 44 $ 9,061,799 10 $ 109,910 61
CornwallLebanon 312 $ 81,580,488 28 $ 211,917 108
Eastern Lebanon 171 $ 32,537,472 12 $ 198,742 159
Lebanon City 177 $ 17,048,822 23 $ 94,180 84
Northern Lebanon 154 $ 34,492,858 11 $ 182,187 66
Palmyra 171 $ 42,653,394 20 $ 210,292 58
Multi -Family 64 $ 10,215,850 1 $ 142,000 44
Lots 178 $ 25,522,750 1 $ 50,000 5
C/I/B Sale 42 $ 20,249,200 3 $ 98,300 30
C/I/B Lease 10 $ 118,678 0 $ 0 0
County Total 1,323 $ 273,481,311 109 $ 167,712 87
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 accurady.

Data maintained by the MLS may not reflatitreal estate activity in the market area of Lebanon Cou[rty.

7



L EBANON COUNTY SOLD STATISTICS

JUNE 17 30, 2011

# Active $ Volume # Sold Sold Avg ADOM

Residential/Farms 1,169 $ 251,392,279 104 $ 172,934 111
Annville-Cleona 69 $ 20,089,898 8 $ 152,125 95
CornwallLebanon 430 $101,786,559 34 $ 173,111 110
Eastern Lebanon 150 $ 29,123,643 8 $ 151,962 105
Lebanon City 204 $ 20,806,519 16 $ 67,175 92
Northern Lebanon 135 $ 32,661,956 14 $ 235,564 126
Palmyra 181 $ 46,923,704 24 $ 220,583 122
Multi -Family 57 $ 10,392,500 1 $ 114,000 151
Lots 208 $ 29,574,750 2 $ 76,500 229
C/I/B Sale 54 $ 22,834,500 0 $ 0 0
C/I/B Lease 9 $ 134,104 0 $ 0 0
County Total 1,497 $ 314,328,133 107 $ 170,581 113

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 accurady.
Data maintained by the MLS may not reflafitreal estate activity in the market area of Lebanon Coupty.

# Active $ Volume # Sold Sold Avg ADOM
Residential/Farms 1,117 $ 231,203,674 123 $ 167,138 105
Annville-Cleona 56 $ 10,702,700 7 $ 152,900 144
CornwallLebanon 369 $ 93,903,571 38 $ 170,861 132
Eastern Lebanon 171 $ 30,954,432 29 $ 148,138 139
Lebanon City 192 $ 18,962,827 12 $ 89,550 47
Northern Lebanon 147 $ 32,175,795 10 $ 179,383 47
Palmyra 182 $ 44,504,349 27 $ 215,946 69
Multi -Family 61 $ 9,978,100 2 $ 92,000 89
Lots 171 $ 26,427,800 1 $ 150,000 85
C/I/B Sale 40 $ 18,438,100 0 $ 0 0
C/I/B Lease 11 $ 280,677 0 $ 0 0
County Total 1,400 $ 286,328,351 126 $ 165,809 105
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 accurady.
Data maintained by the MLS may not reflatitreal estate activity in the market area of Lebanon Coupty.

_______________________________________________________________________________|
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REAL ESTATE NEWS...

6 Best Practices to Help You Avoid

Real Estate Lawsuits
Know how to respond to common questions

Hopefully, you have never been involved in any real estate
gation. If you want to keep the attorneys at bay, here is a li
behaviors to avoid- as well as some best practices that may
keep you out of trouble.

Even if you have adequate errors and omissions insurance
erage, being a defendant in a lawsuit can have a huge neg
impact on both you and your business. Being deposed by 3
perstar litigator is your worst nightmare. Everything you say
be twisted and turned against you in a legal dispute.
Making matters even worse, you can do everything right an
still end up in litigation. Sometimes you're just in the wrong
place at the wrong time.

For example, there was one case where the seller failed to
a major disclosure about the property. The seller went bank
so the plaintiff's attorney turned to the agents and the other
ple involved in the transaction. When the attorney discover

the contractor was named as a defendant as well.

Six best practices that may help you avoid a lawsuit

Below you will find six common sources of real estate litiga
and six strategies that could help you to avoid being sued.

legal advice, and that people can file a lawsuit even if you g
break the law- for legal advice you should hire an attorney.
1. "What's that spot on the ceiling?"

| had an experience in which the brown spot on the ceiling
turned out to be caused by a beehive with hundreds of pou

that the painting contractor had errors and omissions insurgRt@perty would actually sell, she said $1.8 million. When the s§

in mind I'm not an attorney and this should not be consider¢ )
idinfact, you can't even represent that the seller will sell for the @sk-

ers walked away from the property. The listing agent failed to ¢
close the geological report to the second set of buyers. The hg
collapsed during the Northridge Earthquake and two people di
Needless to say, the settlement was several million dollars.
_I est practice: When you have a transaction that falls apart dug
i (/Ssical inspection, it's smart to disclose it to the buyer. If the
won't disclose the report, walk away from the listing. It's simply
worth the risk.

(.)\LWhere's the property line?"

1le the seller may swear under oath that they know exactly
property line is, that may not be the case. Example: The se

said the fence was the property line, though they were actually
(gy one foot. That mistake cost them over $200,000.

est practice: When a buyer asks about where the property lin
say, "If you want the exact location of the property lines, you s
rrﬁiéﬁ a surveyor.'t
fb,’,‘{-‘fow much will the seller really take for the property?"

Iug’mple: A luxury agent had a listing that was priced at $2.4 m
biipn. When a journalist asked her at what price she believed th

D
v

I

read this in the paper a few days later, he filed a lawsuit for an
thorized price reduction. The judgment was for over $2 million,
Bgst practice: When a buyer asks you how much a seller will t
%é e property, there's only one correct answer: "The only wa|
Liinow for sure is to write an offer.”

ing price, since in a multipleffer situation the property could se
for over asking.

héalpmay believe that a property is located in a "great neighbor

honey. If you don't know the source you shouldn't speculat
Best practice: Avoid diagnosing any issue regarding the co
tion of the property if you don't know the exact cause. Inste
say, "l don't know what caused the stain on the ceiling. If y
are interested in the property, then it's extremely important
hire a competent roofer and physical inspection service to
oughly investigate the condition of the property."

documents, avoid diagnosing there as well unless you can
tify the condition with certainty. Instead, describe what you
Examples: "Brown stain noted on living room ceiling," and

"Buckled sidewalk noted adjacent to ficus tree in front yard
That said, it is important to disclose known facts about the
dition of the property, as typically such disclosures are mar
dated by law. When in doubt, disclose. To protect yourself,
smart to have your own inspector go through the property g
note where there are problems. You can give prospective h

report telling prospective buyers that they should obtain thg
own inspections to verify the condition of the property at the
time of sale.

2. "We don't need to disclose that inspection report.”
Sellers often don't want to disclose previous inspection rep
especially if it caused a previous sale to fall apart. Failure t
disclose these reports is always a bad idea.

Here's an example: A geological inspection on a house rev|
that it could collapse during an earthquake. The first set of

In terms of what you put on your mandated written disclosyé

a copy of the report, and you should also make a note on thuyer has leverage before the transaction closes. Later, some

hood," but there is subjectivity in that phrase, and neighborhog
ie constantly changing.

st practice: When buyers ask you about the characteristics
peighborhood, such as crime, ethnic composition of the reside

h as links to online census, crime, and school and demogr
data where they can study this information for themselves. Yo
ot want to run afoul of Fair Housing laws by providing inaccur
ipfprmation or appearing to steer buyers to or away from a par
gL heighborhood.

6. "It's a new property- do | really need a physical inspection?”
1f there was ever a time to have a thorough physical inspection
LWhen a buyer purchases a new property. For example, in one
‘new homes that we purchased, the plumbers hooked up the h
iter to one of the toilets talk about being steamed!

Resh practice: On all new properties, make sure that the buyer
dergugh physical inspection and wdlkrough prior to closing. Th

D

iers aren't very good at following up on pokise problems.

tUltimately, your first line of defense is to always follow the Gol
Rule: Never say anything negative about anyone, never repre

)9{5531 property.

pinstead, have your clients use trained professionals to evaluat
property. Also, for additional peace of mind, ask the seller to ¢
S{fley purchasing a home warranty policy for buyethis selection
RFRCess has its own checklist.

D

D
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ont od rom Pg.
market. For those w?\o were buying those homes, it was a (
ter.
But just like a buyer's market can best be taken advantage
those who are entering the market, the seller's market is b
those who are leaving-tor at least downsizing. After all, eve
if the value of your home increases by 100% over the time f
you own it, this won't be money in your pocket if you have t |
buy another house in the same area, as their prices will haye
increased at a similar rate. For empgsters who are looking :
downsize (or perhaps even rent) or for those who are makigi
move to a lesgxpensive area, the peak of a seller's market
the ideal time to sell.

Balanced Market

In a balanced, or neutral, real estate market buyers and se
are equalized. This tends to happen winegrest rateare af-
fordable, but not too low and real estate sales remain stabl
an extended period. This type of market doesn't offer an ex§
benefit to either buyers or sellers; sellers' profit will depend}
when they entered the market, while buyers can eke out a
profitable arrangement by choosing a home that may be urj
valued (such as a fixampper). But many buyers are also just
satisfied to purchase a nice home at what they consider a
price. .
Whether you're a buyer or a seller in this type of market, dd
expect miracles: in a balanced market an accurately pricedf
will sell for very close to the price it is listed for.
What Type of Market Is This?

The problem for many people comes in determining just wtj

few indicators that will help you figure it out.

Buyer's Market

-A lot of houses are on the market and staying there for an
tended period of time compared to previous months or yea
-"For Sale" signs are staying up longer.
-Sale prices are declining.

Seller's Market

-Few houses are on the market, and those that are put up f
sell very quickly compared to previous months or years.
-"For Sale" are up for a short time before a "Sold" sign is at
tached.

-Sale prices are rising.
Balanced Market
-The number of houses on the market is consistent with prg
months or years (it is consistent over time).
-Turnover is stable. (Some sources say this means home g
within 30-45 days, but this may depend on where you live).
-Sale prices have flattened are consistent over time

The Bottom Line

Your home is not exactly an investmerypu need somewherqd
to live, so you can't base the decision to buy or sell entirely,
economics. That said, by being aware of what kind stage o
cycle the real estate market is in can sometimes help you f
the best times to enter and exit the real estate market. The
important thing for people to remember is to look at the ma
objectively and strategically, because a "bad" market could
be the best thing for you.

~ Tara Struyk Investotopia.co

state the real estate market is in at any given time. Here arg™

¥ter
| with reduced fees and rates with most council member finafcial

TriplePlau@

BRIGHT NEW OUTLOOK. BOLD MEW DIRECTIONS.

REALTOR® Convention & Trade Expo

December 6-8, 2011

Atlantic City Convention Center, Atlantic City, NJ

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

FultonMortgagecompany

A Division of
Fulton Bank, N.A.

No Surprises.
fultonmortgagecompany.com

) Equal Housin
Subject to cr

nder. Equal Opportunity Lender. Member FDIC.
approval. Member of the Fulton Financial Family.

39 N. 12th St. Lebanon, PA 17046

Wed. July 6, 13, 206:00pni 9:00pm

Wed. Aug 10, 17, 22 6:00pmi 9:00pm
Attendance is limited, so registration is required by contactng

the Lebanon County Redevelopment Authority at:
(717) 2739326.

After completing all sessions, each participant receives a
of completion. This may entitle you to special opportuniti

institutions for certain mortgage products.
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Understanding the New tasld the retrieval, statistical analysis, and storage of ap1
: praisal data.

Appraisal Dataset This is the new world we are working in. We are notr
quired to feign ignorance of the irony: Who should be mq
Over the past few days ap- | toring whom? Nonetheless, we are required to comply.
praisers have had their first lodkyyer the next few months we will be sharing information

== Jatthe new UAD compliant Uni; thjs newsletter to assist agents and brokers in getting faf
form Residential Appraisal Report. What is the UAD? Thgjith UAD format and its implications. Our goal is a Smoq
Uniform Appraisal Dataset is the language and format rer gyerall transition into UABcompliant appraisals in Leband
quired on appraisal reports as part of the larger UMDP of county, with little to no negative impact on our market.

Uniform Mortgage Data Program, mandated by the FHFAfoy ey e 6s t he easiest wa y ot
all loans delivered to Fannie Mae and Freddie Mac, comr G tohttps://www.efanniemae.com
monly referred to as the GSEs (Governmgponsored En-| | the Search box type: UAD field requirements
terprises). _ | Choose Option-Uniform Appraisal Dataset (UAD)

The very controversial use of the format commences ilappendix D: Field Specific Standardization Requirement
September . By yearods end}| ‘papmrtaigsal 3r7e pogrgtess Wigl ly of

using MISMO format, MISMO being the Mortgage Indusirjeed to know is found on pages 34, 35, and 37. | sugge

P-

ni-
So,
via
hiliar
bth

n
0 Q¢
S5
b€ dd

St

Aiscrubbedo for data, whi c[eadidghppraitafepdts Ruceasied Paged 84 afdi3y
future retrieval. This data harvesting and storage marks fhg

onset of appraisal data remaining with a property. The niRgquired for reporting. Page 37 lists the new required ab
digit postal code will be required on all reports and will s@R¥8tions used throughout the report.

as the property identifier. MISMO is being touted as a meangiere are a few of the new report requirements:
to add transparency to the lending process and boost inyestgtsngition ratings in CiC6 format (page 34)
confidence in the mortgage industry. AQuality ratings in Q1Q6 format (page 35)

MISMO is under the management of MERS (Mortgage  Report includes belowrade finish in square feet and b
Electronic Registration Systems) since February of 2009 gescription

in 1996 by Fannie Mae, Freddie Mac, JPMorgan Chase, 3gflger included in the bathroom count. Appraisal softwafe

Bank of America, to name a few/ou may have become | yses a new format for bathroom count. Two and a half b

familiar with MERS in the recent foreclosure scandal du ve grade will be reported 2.1. Three full and two half
fir osbiogni ng. o _ | baths will list as 3.2.

In the banking mdustry madness of the mid 90s, with QuUN-The MLS listing number will appear on every report.
dled mortgages being bought and sold faster than pork Qel- The broagsweeping change is expected to siow appra
lies, MERS became the new age answer to cumbersom pL@-p orting in the short te
lic records. MERS electronically records loan reassign B8 do the home inspection, measure and report the finis
that, before the information age, had been stored in loca| pelow grade measurement in your listing, and report the
courthouses. Although the company holds no financial Stgiff: finished rooms below grade. Basement access is alg
in the real estate, by late 2007 when the bubble burst, 60 fatyired field in the new reports. Report accurately, keef
lion loans were registered under the name MERS. | j5 mind that when the listing becomes the subject of an 4

The foreclosure flood began, and for the first time in theyrajsal, erroneous details become evident. Your listing
worl dos history an el ectr ojlybecdmdstardhmPaiaBlé. linflatedl ipfbriation M @ &
foreclosures on property it did not own. By yead 2009 | parable listing potentially lowers appraised value across
the courts were deluged with cases against MERS all as 8lbcific market for an entire year.

the same question: How can MERS claim title to mortgagesgpeaking for all the Lebanon County appraisers, we a
and foreclose on property, for which it has not invested g cjate your thorough and accurate listings.

dime? Classes in UAD compliance, designed for appraisers,

In September 2010, in the midst of the debacle, JPMo[ggding offered throughout the region. Agents and brokers
Chase-a MERS sponserannounced a freeze on mortgag¢yelcome.

foreclosures and admitted that they had signed off on 18} E

mortgages a month without proper review. GMAC RFC, ?fg,mg[?on,lapprmsals Of |Eban0n Val Iey
Bank of America, CitiMortgage, Wells Fargo, HSBC, and o for an-
others followed suit, also announcing freezes. The mass| gyers to
document signingiwgasndubbesHetifet g
ensued, eventually revealing thousands of cases in whichyap com-
MERS had lost or destroyed documents, apparently by mB‘ﬁance

take. questions, F: 717.685.1439 {

Vanessa D. Marinkov

0: 717.685.1176

'Stribe the levels of Condition and Quality that will now bé
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So here we are in mig011, counting on MERS to do a | fge| free to

better job in one more immense electronic management appraisalslv@comcast.net
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; COMINGS & GOINGSE ; @ flexmis

) )

) E . )

' New REALTOR " Members:. W STATISTICS

' Laura Zeppos, Brownstone Real Estate ] Under the Statistics portion of the menu, track your per-

: Eric Kolar, Prudential HSG : sonal statistics and use one of several reports to look at

0 Ed Sheib, Metropolitan Realty fj summary or detailed statistics of your MLS. The Statistics

] X [1 heading also includes Rosters, where you may view lists of

: REALTORE Member. Transfers;.. Office and company personnel, and My Market and My
: Production, where you may view graphs of recent produc-

: Arden Snt;ok Jr., Integrity 1st : tion data for yourself and your MLS.

' Virginia Economos, Ulrich Professionals { This report allows you to compare statistics for sold proper-

] Kristina Rupponer, Your Way PA Real Estate [jties for any two-year period. Days on market information is

' New Affiliate Members: Olincluded, as well as average and median sold prices. Enter

R AAERRRLRRR [ the date range for which you want to generate the report.

' Jen Dennison, United 1 Resources O choose the property types, report calculation method, and

L : . .

' Jeremy Frey, e Mortgage Management ﬁwhether you would like to include column headings for

] each property type and show the median sold price. Click

[liNext to generate the report.
jec e cccoooooooeeeeesesse

amdlp a.r@Iﬁr(tS Starting July 1, 2011, motorists who use m IRS

< = their personal vehicles for business will
y, Gaﬂ.@re 2 x 2 be able to deduct 55.5 cents/mile from

G {Q\ WchIdRE/MAXwa their taxable inconm
Otz UL B wiElie Zocluion, ELEulolL, of 4.5 cents from the first months of the Department of the Treasury

and her husband Tom who welcomed granddaughter year. ~ Pittsburgh TribuneReview Internal Revenue Service

Julianna Quinn Bechtold, 7Ibs. 10 oz. in May!
- GSH Street Fair Strawberry,
R, Shortcake Booth

...................................’

A Special Thanks to Joan Walmer, RE/MAX Cornerstone, for
all her hard work in organizing this event. Also many
thanks to the following volunteers:

Congratulations Jean & Eddie Rowe, Brownstone Real
Estate, who welcomed granddaughter Corinna Suzanne
Rowe, 8 Ibs. 7 0z. in June!

ACCOMPLISHMENTS !!!

Congratulations Frank Tomecek Jr., RE/MAX Corners
who has been elected VP of the Board of Directors for

>\

Melody Kiene & Frank Tomecek, Jr. of RE/MAX
Cornerstone

for Humanity of Lebanon County. A Wes& Amy Deliinger, Tracey Wilson, Laura Zeppos,
& Joan Hower of Brownstone RE
A Joe &Brenda Wentzel, of Penn Realty
A Duane Zehring of Rauch Real Estate
A Ellen Cowan & Lorraine George of Prudential HSG
A Elsie Ebersole & Kim Rollins of Suburban Realty
Stefanie Murawski, A Gabby Brosius of Coldwell Banker SP
Lebanon, PA attended 4 A Melodie Brown of Griffith Group
32;”122;5; Spggéneq ::i By - -r'-:l-l A Aix Lopez, Janet Katz, Scott Gingrich & Maria

Shuey of C21 Krall RE

Kris Mease of Edge Abstract

Beth Rothermel & Pat Burnbach of JBT

Vanessa Marinkov, Appraisals of Lebanon Valley
Stephanie Olson, Frank Tomecek Real Estate
Wendi Donmoyer & Kelly Woelfling, Lebanon Land

s
Right Maria Shuey, C21, Da 1
Brown, Marti.i :
ot her Martind
Stephanie, her husband and = ===
children. T ha
purchase a home notlong |
after the Open House Parad ™
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MEMBER CORNER...

) INE
P | Happy \ 477
Birthday To... / / »
a—
June July

2  Hugh Rooney Prudential Gacono 3 Alejandrina Lopez Century 21 Krall RE
2 Charles Smith Absolute RE Appraisals 3 Dale Shaak Coldwell Banker SP
3 Bob Wert RE/MAX of Lebanon Co. 3 Douglas Snavely Penn Realty, LTD
5 Stephen Bareuther UGI Utilities 5 James Stanilla RE/MAX of Lebanon
6 V. Carl Gacono Prudential Gacono 6 Suzanne Johnson Cedar Abstract
6 Deb Lotier Brownstone Real Estate 6 Harriet Ponessa Century 21 Krall RE
10 Denise Bollard RE/MAX Cornerstone 7 Barbara Grumbine  Century 21 Krall RE
10 Nancy Smeltzer RE/MAX of Lebanon Co. 7 Kelly Whitman Prudential HSG
10 Arden Snook Sr. Integrity 1st Real Estate 8 Beth Boguski Brownstone RE
11 Carol Birli Century 21 Krall RE 9 Geoffrey Manderwicz Northwest Savings Bank
11 Mike Orendo USDA Rural Development § 10 Anthony Lowe Brownstone RE
12 Patrick McCarthy McCarthy Associates 12 Bill Fenstermaker A Clark Burkholder RE
12 Darryl Bush FNB 13 Linda Althouse A Clark Burkholder RE
13 Paul Lorenzetti RE/MAX of Lebanon Co. 13 Michael Fortha Fortna Auctioneers
15 David Sensenig Brownstone Real Estate 14 Laura Stickler Prudential HSG
16 Crystal Oyerly Brownstone Real Estate 14 Todd Lechleitner Brownstone RE
18 John Zimmerman  Integrity 1st Real Estate 16 Richard Zeigler RE Zeigler Inspections
21 Melody Kiene RE/MAX Cornerstone 21 Abraham Beltre Integrity 1st Real Estate
25 Janet Katz Century 21 Krall RE 21 Thomas Deck RE/MAX of 