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It is that time of year and many of us 

are struggling with leaving what we 

work so hard to create! It is a lot of 

work to go on vacation!  Having as much of your busi-

ness under control and managed before you go is the 

key to being able to forget about it while you're gone.  

You need to trust the person who is covering for you to 

deal with your folks as professionally as you would if 

you were here.  It is also important to take the time be-

fore you go to let your clients know that you will be out 

of town but will be leaving them in very capable hands.   

Don't forget about preparing for vacation as well.  Don't 

be afraid to turn everything over a day early.  If you're 

leaving on a Friday, work through Thursday morning 

and then hand over the reigns.  You're not going to be 

able to relax while you're away if you've forgotten to 

pack you favorite book or jammies.  If you can start to 

unwind even before you reach your destination, you'll 

have more time to chill once you're there! 

Check in if you must, but don't think you are the only 

person capable of handling a problem.  Sure, none of us 

want to neglect a client or impose on a colleague, but 

the world is not going to stop spinning if your partner 

has to iron out an appraisal issue or inspection problem 

in your stead.   

Your clients will respect the fact that you are human 

and have a life and a family just like they do.  They will 

appreciate your conscientious efforts to have them well 

taken care of while you're off getting a much needed 

break.  

Down east Maine, Scoodic Mountain, and Flanders 

Pond are calling me about this time of year.  We're not 

the kind of folks to drive 12 hours to keep a daily itin-
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From the President, Melissa MacBride 

erary, so we just "go with the flow".  There will be plenty 

of fishing, hiking, 4 wheeling, swimming, whale watching, 

shopping, and of course LOBSTER!!!!   

Have a good time!  You work hard and deserve a break 

from the craziness of our business.  "Don't be so busy mak-

ing a living that you forget to make a life!" 

Itôs OK!  Go have fun! 
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Dates To Rememberé 
 July: 

 2  Office Closed 

 4 Happy Independence Day! 

 12 Luncheon MeetingðQuality Inn  

 16 Special REALTOR Mtg.ðQuality Inn  

 21  MLS Training  

August:  

  No Luncheon Meeting 

 18 MLS Training  

 20 Finance Friday 
 

SEE THE  FULL  CALENDAR  OF EVENTS & E VENT  DETAILS  AT : 

WWW .LEBANON -REALTORS .COM  

Welcome to the second half 

of 2010é 
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IN REAL  ESTATE NEWS... 

Are REALTORS ® Meeting Their Clientsô Needs? 

Keeping businesses current and competitive requires routine review 

of operations, according to Karel Murray, a real estate coach based 

in Iowa. 

ñREALTORSÈ should take a look at their business and see how 

changes could help their business improve,ò Murray said. ñYou 

really should consider whether you are delivering what the customer 

wants or are you obsolete?ò 

She highlighted six areas to consider: 

Á Social networking is transforming how people connect. Many 

REALTORSÈ are using social networking but they donôt have 

a strategy. ñSome people are freaking out, especially those who 

arenôt Internet savvy. If you donôt care about the Internet or 

how it works in your business, then I guess you can niche-

market the older consumer,ò Murray said.  

Á Video is king. ñREALTORSÈ should be using quick audio or 

video clips to relate to their consumers,ò she said. ñWith the 

Logitech Quick Cam or the Flip, itôs easy to create one- to two-

minute videos and you add a human touch.ò  

Á Tighten the advertising belt. ñWeôre seeing a shift in the market 

and you should be considering the cost versus the benefit for 

advertising. It also translates into going ógreenô,ò Murray said. 

ñMost people are getting what they need on the Internet. You 

need to capture your leads and connect with those consumers.ò  

Á Sales prices are declining but not as rapidly as in 2008. Murray 

said that means REALTORS® need to close more transactions 

to earn the same money. ñYou need to consider how you are 

going to make up the difference,ò she added.  

Á Be more creative to reach the public. Consider how to capture 

their attention, identify the target audience and then find the 

best way to connect with that audience.  

Á Buyers and sellers need you now more than ever.  REAL-

TORS® should build up their competence and reliability so 

they can complete a flawless and seamless transaction. ñThat 

will help you build a solid foundation on which to create long-

term relationships with your clients,ò Murray said.  

Á Focus on what works. ñSometimes you need to slow down in 

order to speed up,ò she added. ñIdentify what works for you 

and your clients and what is the most cost effective to have the 

greatest impact.ò  

ñThe real estate market really changed in the last two years,ò she 

said. ñKeep an eye on these changes and then implement only those 

that are truly effective and efficient.ò 

~ Kim Shindle, PAR 

Market Offers óTremendous Opportunitiesô 

for REALTORS®  

REALTORS® donôt have to be victims to the current market, ac-

cording to Steve Harney, a residential real estate expert who spe-

cializes in sales and leadership training. 

ñThere are so many challenges in todayôs market and REAL-

TORSÈ can be the hero when helping consumers,ò Harney, whoôs 

based on Long Island, said. ñWe can be a beacon of light, educat-

ing consumers, knowing whatôs going on in the market and ex-

plaining their options.ò 

Harney believes too many agents are paralyzed by watching prices 

fall. ñThereôs always good and bad in the market. When the market 

was great, consumers didnôt always use a REALTOR® and it was 

hard to help a buyer get a bid accepted on a property. 

ñThere are tremendous opportunities for REALTORSÈ right now. 

Prices have come down, which makes homes more affordable to 

more consumers and theyôre saving through the lower interest 

rates,ò he said. ñA recent Gallup poll reported that lower but stabi-

lizing home prices combined with continued low mortgage interest 

rates have persuaded 72 percent of Americans that now is a ógood 

timeô to buy a house.ò 

Harney said itôs important to help sellers price their houses prop-

erly to avoid further reductions. ñThe sale of a home can be an 

emotional time for a seller,ò he said. ñWhen we are setting the 

price, emotion should play no part. The value is determined by 

demand for the item and the supply of that item.ò 

Distressed properties are another opportunity for REALTORS® to 

help families. ñWe must become better informed about the pro-

gram available to these families in order to assist them as a real 

estate professional,ò Harney said. ñYou canôt avoid this aspect of 

the market. You need to get comfortable with the options available 

to these families.ò 

By avoiding foreclosures, through either a loan modification or a 

short sale, neighborhoods will fare better. ñYou have to have cour-

age to talk to these homeowners because it makes a huge differ-

ence to the families. Get certified by taking a short sale/distressed 

property class, then commit a portion of your weekly work sched-

ule to assisting this rapidly growing segment of the market,ò Har-

ney added. 

ñAs an industry, we hid from the truth as the market was chang-

ing,ò he said. ñNow we need to be aware of whatôs happening so 

consumers have a reason to talk with us. We can show them their 

options and let them make the decision.ò 

~ Kim Shindle, PAR 
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Do Your Homework 

Twenty three years ago, the Pennsylvania Superior 
Court held that a REALTORÈ associationôs recommen-
dations about the disclosure of urea formaldehyde foam 
insulation (UFFI) made its presence in a home a material 
condition to the transaction.  The Court concluded that 
failure to disclose this material condition justified rescis-
sion and that the seller could look to his broker for con-
tribution to the purchase price that would be returned to 
the buyer. 

I wouldnôt be bringing up this 1987 case (Roberts v. Es-
tate of Barbagallo) if it didnôt remain an important deci-
sion today.  The significance of the case now has little to 
do with UFFI as its use as a residential insulator has 
been banned for many years.  Its significance, rather, lies 
in the Courtôs holding that the dissemination of informa-
tion relating to a potentially dangerous substance or de-
fective condition by a trade association (among others) 
could create a duty of disclosure!  Thatôs right, when 
your association provides information on potential prob-
lems, you may be liable should you ignore the issue.   

A good example is found in our treatment of exterior 
insulation and finish systems (EIFS).  There is no state 
law that requires a licensee to disclose that there are 
problems frequently associated with homes that employ 
EIFS as an exterior covering (EIFS, sometimes referred 
to as synthetic stucco are multilayered wall systems ap-
plied to the exterior of a home).  Yet, over the years 
many articles have appeared in trade and other maga-
zines highlighting the moisture infiltration problems fre-
quently associated with EIFS.  EIFS are not automati-
cally deemed to be defective systems, but defects so fre-
quently occur that any buyer agent should know to point 
out these systems and highlight the problems associated 
with them.  Do you do this? 

PAR tries to incorporate references to frequently occur-
ring problems in the Notices section of the Standard 
Agreement of Sale.  These Notices may be sufficient to 
protect the licensee who fails to raise the issue, but why 
flirt with disaster.  Having knowledge of the subject and 
raising it with the buyer and avoiding litigation alto-
gether is far better than basing a defense on a written 
provision found in an agreement that your client does 
not recall your having covered.   

While your REALTOR® associations endeavor to limit 
your exposure to lawsuits, there remains a job for you:  
it is imperative that you and the licensees in your broker-
age read the articles that appear in the national, state and 
local publications and websites.  Buyer agents, in par-
ticular, have a duty to open their clientôs eyes to poten-

ASK THE ATTORNEY ... 

tial problems so that buyers can make informed decisions 
before entering into an agreement or before the end of the 
inspection period.  In the UFFI case I mentioned at the outset 
of this article, the Court was impressed that the buyer, after 
making her purchase and learning of the potential UFFI haz-
ard, conducted an immediate investigation.  The Court con-
cluded that had she been advised of the dangers of UFFI be-
fore she bought a home, she certainly would have made her 
investigation then.  Therefore, the agentôs failure to discuss 
the subject before settlement justified a finding against him. 

One of the reasons I raised EIFS as an example is because in 
my travels across the state, when I discuss the subject, there 
remains a high number of licensees who profess no knowl-
edge of the subject.  While these finish systems are used 
more frequently in the south, when they are used here in 
Pennsylvania, and where problems occur, they tend to be 
expensive to correct.  Take yourself out of the buyerôs gun 
sight by remaining vigilant and knowledgeable about present 
and emerging conditions that affect use and enjoyment of a 
home.  Giving your buyer the opportunity to understand and 
consult with inspectors takes you off the hook.   

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C., 2010 
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The Lebanon County Association of REALTORS
® recently chose three winners of the high school essay contest. There were 15 applicants - 4 Ann-

ville-Cleona, 4 Cedar Crest, 3 North Lebanon, 1 Lebanon, 1 ELCO, and 2 from Palmyra.  Winners include Brittany Graby and Robert May, both 

from Annville Cleona, and Aaron Donnachie from Cedar Crest.  All winning essays will be published in óBoard Briefsô; Aaronôs essay below is 

the second to be published. 
 

óWhy You Should Use a REALTOR
È
 to Buy or Sell Your Homeô 

 

For most people, buying a home is the biggest investment they will ever make. Why consider doing so 
without professional help? Why not just deliver your own first-born child or give yourself an appendec-

tomy? It is obvious that you should use a REALTOR® to buy or sell your home and I will tell you why. 

REALTORS® have a Code of Ethics that each must follow. They must always be professional, honest, 
and help you with any questions you have or decisions that you make. They must be unbiased towards 
the people they help, and the areas where homes are purchased. REALTORS® consider it an honor to 

serve their clients as informed, knowledgeable representatives. 

Now, using a REALTOR can save you a lot of time and money. First, a professional can determine how 
much your home is worth, and how much you can afford to spend on a new home. Secondly, if finding 
a home in your price range is proving to be difficult, a REALTOR® can search through the local areas 
to find the home that you desire. Third, they will provide information about the community surrounding your new home, like 
the schools, utilities, and property values in the neighborhood. Next, negotiation is a large part of finding a house in your price 
range, and a REALTOR® can do that with the current owners of the property. They can find different financial options as well, 
to help you close the deal on your current home. They can help enhance the appearance of your home by giving advice about 
what to change, and when, where, and how to advertise your property to the public. Lastly, your REALTOR® can form a plan 

between you and the buyers of your home that benefits both of you and helps close the deal. 

My grandparents and parents are involved in real estate, and they use a REALTOR® for every business transaction. They tell 
me it is the most effective, safe, and thorough way for anyone to sell a home, because a professional will keep track of all the 
paperwork, and help smooth the transition. A REALTOR® will also help to alleviate much of the guesswork when it comes to 

the settlement costs associated with a purchase or sale of a home. 

As I plan to join the family business, I keep my ears open for all of the advice I can get, and this theme is repeated time after 
time. "You should never take chances with property, as it is an investment. The only way to be one hundred percent happy with 
the purchase of a new home is to use a REALTOR® who is informed and active in the local community." I know I plan to trust 

my future real estate needs to a REALTOR® I can trust. How about you? 

Scholarship Essay Contest Winners Announced  

       Annual Art Auction to Benefit Habitat For Humanity     ~Amy Dellinger  
 

Time is rapidly approaching for the 14th annual auction to benefit Habitat For Humanity.  This yearôs auction will be held on Friday, 
October 8th and will again take place at the Lebanon Country Club.  Last yearôs auction was an overwhelming success with over 
$13,000 raised.  We tried a different format from what had been done in years past, moving away from an auction company to an 
event where items were donated and consigned by area artists and merchants.  This new format did not come without growing 
painsðjust ask any member of the committee!  We learned a lot from this experience and are making changes to make this yearsô 
auction even better.   

One of the highlights of last yearôs auction was the basket challenge designed to get all offices involved in the auction.  This was an 
even bigger success than we imagined!  Wonderful themes, creative presentations, and unique ideas were featured in the many do-
nated baskets.  And, these were quite popular with the crowd who bid hundreds of dollars on their favorites.  We hope you have been 
brainstorming within your company to come up with a unique basket for this yearôs competition.  We will again be judging the bas-
kets with bragging rights and a plaque going to the winning company.  Last yearôs winner, RE/MAX Cornerstone, will be working 
hard to hold onto their title!  Weôre going to tighten up the requirements this year in hopes of making a smoother transition into the 
auction.  All baskets will need to be turned into the board office by September 24 and will need to have a list of all items in the basket 
and an estimated value.  Remember, itôs not how big or expensive the basket is, but how original! 

In addition to the basket competition, we have lots of other opportunities to help with the auction.  We will have sponsorships and 
program advertising. Also, we are looking for lots of donations for both the live and silent auctions.  If you know any local artists, 
sports celebrities, or generous merchants, please contact them to see if they would be willing to donate or consign an item to the auc-
tion.  The deadline for items to be donated will be September 3.  This will give us time to list the items in the program booklet.   

Tickets will go on sale in July.  Brenda Henning will be our ticket chairperson and will be distributing tickets to all offices.  We will 
only be printing 175 tickets for the auction this year to avoid overcrowding at the Country Club.  Tickets will be $25 and will be sold 
until October 1.  No tickets will be sold after this date or at the door.   

So, mark your calendars for October 8 and get started on those baskets! 
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Auction Items  
 

               A variety of  art work by 

Members of the Lebanon Valley  
Council on the Arts,    

Theme  Gift Baskets,   Purses, 
Jewelry,  Stained Glass, 

Sports  and Celebrity  

Memorabilia, 
 

é and  much more! 
 

THE  L EBANON  COUNTY  
ASSOCIATION  OF REALTORS ®  

 
 cordially invites you to the  

Fourteenth Annual  
Benefit Auction.  

Proceeds donated to:  
 

H ABITAT  FOR  H UMANITY  OF  
L EBANON  COUNTY  

 D ATE :  Friday, October 8, 2010  

 T IME :  6:00 p.m.  Art Preview & Silent Auctions  

  7:15  p.m.  Live Auction Begins  
 

 PLACE :  Lebanon Country Club  

  3375 West Oak Street  

  Lebanon, PA 17042  
 

Wine, Beer and a Hot Buffet will be served  

Cash Bar Available   

Auction conducted by FORTNA  A UCTIONEERS  
 

FOR  A DDITIONAL  I NFORMATION  PHONE :  

The Lebanon County Association of R EALTORS ® : (717) 272 -6126,  

or Habitat for Humanity: (717) 228 -1490  

T ICKET  ORDER  FORM   
 

Lebanon County Association of REALTORS ®  
Annual  Auction to benefit Habitat for Humanity  

 

 Name:         

 Address:         

         

 Phone:         
 

Tickets are $25  in advance  (no tickets will be sold at the door) - Orders are due by September 24th  
 

I have enclosed $    for           (# of tickets)  to the event.  

 

FOR  T ICKETS , COMPLETE  AND  RETURN  THIS  PORTION  TO:  
L EBANON  COUNTY  ASSOCIATION  OF REALTORS ®  - 1300 F LORENCE  STREET   -  L EBANON , PA  17042  

LEBANON COUNTY ASSOCIATION OF REALTORS
­
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        COMPANY NAME:                      

        ADDRESS:                          

        TELEPHONE:                     AMOUNT  ENCLOSED: _________    

        CONTACT:                          

  

SPONSORSHIPS  & A DVERTISING  

GOLD  T IER : $350  

   Prominent name on display at Auction; full -page ad in program (in prime position);  

   6 free tickets 

SILVER  T IER : $250  

   Half -page ad in program; 4 free tickets; recognition on serving tables for item chosen 

   from list below:  

     Wine  or Beer Multiple Sponsors Needed 

     Food Multiple Sponsors Needed 

 

BRONZE  T IER : $75              Quarter-page ad in program  

 

BUSINESS  CARD  AD  $25              

PATRON : $10  (NAME  LISTED IN  PROGRAM)   NAME : __________________________   

RESERVED  TABLE : $300  (SEATS 12)   NAME : __________________________   

 
   Please use the same ad as last year  
 

NOTE:  This response form, payment and copy-ready artwork, must be submitted  
to the Association Office 

NO LATER THAN FRIDAY, SEPTEMBER 3, 2010 . 
 

Ads & Artwork can also be  emailed to Julie at  secretary@lebanon -realtors.com  

(E-mailing of originals is preferred over hard copies for best results - PDF, or any photo format is acceptable!)  

For questions, please call Mary or Julie at the Association Office: 272 -6126  

1300 F LORENCE  STREET , L EBANON , PA  17042  
PHONE : (717) 272 -6126  Å   FAX : (717) 270 -5668  

LEBANON COUNTY ASSOCIATION OF REALTORS
­
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LEBANON COUNTY  SOLD  STATISTICS  

JUNE 1 ï 30, 2009 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 952 $206,202,888  113 $ 156,946 94 

  Annville-Cleona 54 $ 10,855,936 6 $ 127,567 133 

  Cornwall-Lebanon 294 $ 76,148,883 34 $ 173,234 72 

  Eastern Lebanon 138 $ 28,736,574 21 $ 164,087 103 

  Lebanon City 183 $ 19,892,136 17 $ 84,186 86 

  Northern Lebanon 124 $ 28,814,748 16 $ 165,393 94 

  Palmyra 159 $ 41,754,611 19 $ 187,172 116 
 

 Multi -Family 46 $ 180,811 2 $ 97,450 21 
 

 Lots  176 $ 26,595,380 2 $ 87,000 108 
 

 C/I/B Sale 38 $ 21,070,060 0 $ 0 0 
 

 C/I/B Lease 5 $ 70,948 0 $ 0 0 
 

 County Total 1,217 $ 262,256,577 117 $ 154,734  93 

 

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  

JUNE 1 ï 30, 2010 

 # 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 

  Cornwall-Lebanon 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 accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 
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How I Sold It: Tapping Creative Financing 

After the prospective buyers were turned down for a loan, Rick Rosen 
revisited financing techniques he used to help buyers in the 1980s. 

Á Location: Shelby Township, Mich. 

Á Square footage: 2,000, Lot size: 1/4 acre, Bed: 3, Bath: 2, Year 

built: 2006 

Á Extras: Exterior brick veneer, two-car attached garage, and new 

construction. 

Á THE CHALLENGE: In the early 1980s, sales practitioner Rick 
Rosen, CRS®, GRI, watched as interest rates hit double digits 
and buyer financing options dried up. Back then, Rosen used 
creative financing to help clients buy a home. Nearly 30 years 
later, he's finding that experience is coming in handy again. 

 "We had so many inquiries on this property, but 19 out of 20 had a 
credit score below 600," says Rosen, a co broker-owner with Emporio 
Casa Real Estate in Shelby Township, Mich. "Many had been fore-
closed on or had a bankruptcy in the past year. So we knew it would 
be nearly impossible to get financing for many of these people." 

 The prospective buyers for the property were in a lease situation and 
had been turned down for a loan after being 90 days late on a prior 
home payment, which they sold before going into a rental last year. 
Even though the late payment came as a result of a temporary layoff, 
Rosen says most lenders considered it a foreclosure in terms of quali-
fying for a mortgage. 

 "Little did I know that my new mission in life would be to save the 
financial lives of home owners," Rosen says. 

 How did you overcome the challenge? 

 ROSEN: I drew on my past. With credit rules tightening and FHA, 
VA, and conventional loans turning away my buyers, I returned to 
temporary seller-created financing. In the 1980s, I got so proficient at 
creative financing that my fellow associates now were hounding me 
to teach them. 

 So in 2008, I approached the state of Michigan and received approval 
to teach an "Alternate Financing Boot Camp" to real estate agents for 
continuing education credits through The Real Estate Education Pro-
fessionals of Michigan Inc., which is sponsored by Land Contract 
One LLC, a company I cofounded in 2008 to teach real estate profes-
sionals about temporary seller-created financing. 

 In the case of the family with the 90-day late payment, I approached 
the builder on behalf of the buyer. The temporary seller-created note 
covered 90 percent of the home's purchase price. At the closing, I sold 
the note to a real estate investment trust for 85 percent of the face 
value. 

 Admittedly, the builder lost a good part of his profit. But he was will-
ing to do this so that he could pay off his credit line with the bank. I 
now have all of the builder's business, and the buyer has a new home. 

 How did you get the listing? How long was it on the market? 

 ROSEN: I got the listing through an ongoing client relationship with 
the builder. The property was on the market with the builder for two 
years prior to it being listed with me. 

 How long did the sale take? What was the selling price? 

 ROSEN: It closed in early April for its asking priceð$279,900. I got 
the listing in February 2009. 

 What was your local housing market like at the time? 

 ROSEN: The builder's market we once had in 2005 has since com-

pletely dried up. 

 What techniques did you use to market this property, and how much 
did you spend? 

 ROSEN: I spent next to nothing. When you get into tough economic 
times, you still have to advertise. But you have to find low- or no-cost 
forms of advertising to stay in business. So I did a lot of online mar-
keting and used Craigslist.org and other free platforms. I used phrases 
like "Builder will finance new Shelby Township Ranch. Low down 
payment." This drew a lot of calls, and we had daily inquiries and 
showings. 

 How many times did you show the property? 

 ROSEN: We showed the property about 40 times. 

 Can you tell me about the buyer? 

 ROSEN: The buyer was a local family, a young couple in their 30s, 
who had been in a lease situation. They were both employed but had 
very little in savings. 

 What do you attribute to closing the deal? 

 ROSEN: Creative financing. In a changing market, opportunity 
abounds. In August, I had close to 30 sales pending to close. And we 
closed about 40 in September. 

What lesson did you learn from this transaction? 

 ROSEN: There's a lot we can do to bring the foreclosure crisis to a 
manageable level if we use education to reduce risk and create sus-
tained households. We need to explore and embrace new business 
models and educate home buyers and real estate practitioners about 
these models if we're going to move beyond the current crisis. 

By Michelle Hofmann, REALTOR® Magazine 

IN REAL  ESTATE NEWS... 

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

thanks to the following volunteers:thanks to the following volunteers:thanks to the following volunteers:    
   

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

Á Wes & Amy Dellinger, Lori Kahl, Michelle Shay, Ry-
nell Root, & Joan Hower of Brownstone RE  

Á Joe Wentzel, Brenda Henning, Rhonda Norton, & 
Doug Snavely of Penn Realty & Joan Wentzel 

Á Duane, Walt, & Kathy Zehring of Rauch Real Estate 

Á Jim Hostetter, Kelly Whitman, Gabby Brosius, & 
Ellen Cowan of Prudential HSG 

Á Sherri Killinger of Suburban Realty 

Á Naomi Fredlund, Michelle Murray, & Yvonne Kuhn 
of Coldwell Banker SP 

Á Melodie Brown of Griffith Group  

Á Irene Picket, Janet Katz, & Barb Grumbine of C21 
Krall RE 

Á Kris Mease of Edge Abstract & Church Members of 
Zion Lutheran  

Á Jean Rowe of Custom RE 

ÁÁÁ   Mary Ann Gacono of Prudential Gacono & Ann 
Gacono   

   GSH Street Fair Strawberry GSH Street Fair Strawberry GSH Street Fair Strawberry 
Shortcake BoothShortcake BoothShortcake Booth   
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IN REAL  ESTATE NEWS... 

Myths Surround Deposit Money 

PAR staff has recently seen an increase in the number of ques-

tions regarding the handling of deposit monies. Letôs look at 

some of the common myths about deposits and set them straight. 

Myth #1:  ñA buyer must make a deposit for an Agreement of 

Sale to be binding.ò 

Not true. Contract law says there must be ñconsiderationò for a 

contract to be binding. In essence, each party has to have some 

skin in the game. But consideration in a real estate contract is 

generally the mutual promises made by the parties ï the seller 

promises to transfer the property to the buyer and the buyer 

promises to pay the purchase price to the seller. The deposit is a 

mechanism that (theoretically, at least) shows a buyer is serious 

about the deal but it isnôt consideration. One might argue that a 

listing broker isnôt adequately protecting the interests of his 

seller by counseling the seller to accept an offer with no deposit 

but thatôs a practice issue rather than a legal requirement. 

Myth #2:   ñThe option to keep deposits as liquidated damages 

harms sellers because deposits are so low.ò 

While this may be true in areas where deposits are low, the fault 

does not lie in the text of the agreement. In some areas of the 

state it is common to have larger deposits ï sometimes as much 

as 5-10 percent of the sales price  ï paid in two to three stages 

during the transaction. In short, if a listing broker feels that the 

deposit offered by a buyer is insufficient to protect the sellerôs 

interests in a transaction, the broker can counsel the client to 

demand a higher deposit as a condition of accepting an offer. 

Myth #3:   ñDeposit disputes canôt be mediated under the media-

tion paragraph of the Agreement of Sale.ò 

I was shocked when I first heard this and continue to be shocked 

as it is repeated. The mediation paragraph has stated for many 

years that it applies to ñall disputes or claims that arise from this 

agreement.ò Since deposit money disputes certainly ñarise fromò 

the agreement there is no reason why they couldnôt be mediated. 

Just to make that crystal clear, the 2010 Agreement (paragraph 

23) now states that mediation applies to ñall disputes or claims 

that arise from this agreement, including disputes and claims 

over deposit moniesé.ò 

Myth #4:  ñIf the parties donôt agree to a release of the deposits 

Iôll have to keep them in my escrow account forever.ò 

This was true until late last year when a change to the Real Es-

tate Licensing and Registration Act (RELRA) went into effect. 

This change allows the buyer and seller to agree to a contract 

term that instructs brokers how to distribute the funds if the par-

ties canôt resolve a dispute. Paragraph 22(C) of the 2010 Agree-

ment now states that if the parties have a deposit money dispute 

that isnôt resolved within a year of the stated closing date, the 

broker holding the deposit monies will distribute them to the 

buyer after receiving a written request to do so unless the dispute 

is in litigation. This should encourage sellers who feel they have 

a valid claim to the deposits to move forward with mediation 

and, if no settlement is reached, to litigation within a year rather 

than letting the deposits linger with the broker.  For more de-

tailed information on how this works, see the Guidelines for 

Preparation and Use on the PAR web site.  

~Hank Lerner, Esq., PAR  

 

House Passes FHA Reform Bill 
 

By a very strong bipartisan vote of 406 - 4 the House passed H.R. 
5072, the "FHA Reform Act of 2010". This bill, sponsored by 
Rep. Waters (D-CA) and Capito (R-WV) strengthens the FHA 
mortgage insurance program while keeping the program afford-
able and available for responsible homeowners. The bill will allow 
FHA to increase the annual (monthly) premium. This is a victory 
for homebuyers. In February, FHA increased the upfront premium 
from 1.75% to 2.25%. With this new authority, HUD will DE-
CREASE the upfront premium to 1% and increase the annual pre-
mium from .55% to .85%. This will reduce the upfront burden on 
homeowners while most quickly restoring FHA's reserves to the 
congressionally mandated level. The bill also included an amend-
ment to increase the FHA multifamily loan limits in multi-story 
(elevator) buildings. The House defeated amendments to raise the 
FHA down payment requirement, decrease the loan limits, and cap 
the market share for FHA. The NAR-supported bill now moves to 
the Senate.                                                          ~ REALTOR.org 
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IN REAL  ESTATE NEWS... 

LETTER TO THE EDITOR 

To: Lebanon County REALTORS® 

Iôm frustrated! I just had to call one of our seller clients, to 
apologize for the inappropriate actions of an agent from 
another office. Periodically, we all need to be reminded of 
how we treat each other and the clients that other agents 
represent. Lying and deceit cannot and must not be toler-
ated. Not even the ñlittle white onesò.  

As REALTORS®, we all subscribe to the Code of Ethics 
and Standards of Practice of the National Association of 
REALTORS®. When was the last time you read them? 
They typically are updated on an annual basis. Have you 
kept up to date on the latest changes? 

I implore all REALTORS® to respond to all phone calls, 
emails, and text messages whether they are from a fellow 
agent or your own client. Ask the question whether a real 
estate consumer has a fiduciary relationship with another 
agent. Provide complete MLS information on your listings. 
Respect other peopleôs time and show up as scheduled. 

If we want others to consider REALTORS® as profession-
als, we must act like ones! 

Sincerely,  

Wes Dellinger ABR, CRS, CSP, GRI, SRES 
Associate Broker 
Brownstone Real Estate Company 

 

Editors Note:  
 

It never hurts to be reminded of our obligation to up-
hold and practice the Code of Ethics.  If you haven't 
read the Code lately, you can find it on our website un-
der the 'About Us' page. All REALTORS®  regardless of 
their area of expertise must take a minimum of 2.5 
hours of REALTOR®  ethics training by December 31, 
2012, as required by the National  
Association of REALTORS® ." 

How to Boost Your Search Engine Rankings  

The majority of real estate agents are missing out on a key 
strategy that will yield them much higher rankings on Web 
search engines. Most practitioners are competing with each 
other over short-tailed keywords, which are just a few 
words strung together that Internet users type in for search-
ing purposes.  
This is a misguided step on the part of real estate profes-
sionals, since as much as 80 percent of all search engine 
activity actually uses long-tailed keywords ð phrases typi-
cally consisting of five to seven words. For property 
searches, many prospective buyers have very specific de-
tails in mind and therefore will not search under a broad 
term such as "San Diego real estate," for example.  
Rather, they are more likely to enter a phrase like "San 
Diego three bedroom home in gated community." Because 
agents are focused on short tailed keywords, there are thou-
sands of Web sites competing for those same terms; mean-
while, the competition of long-tailed keywords is virtually 
nonexistent.  
To be effective and successful in using long-tailed key-
words, an agent must write up and index dozens, possibly 
even hundreds, of them in order to generate traffic and re-
sults. The keyword phrases can be inserted in blogs, social 
media posts, YouTube videos, classified ads on the Web, 
and article marketing and portal sites. 

~RISMedia, Sean Callahan 
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FLOOD INSURANCE UPDATE  
 

The Senate continued to debate legislation (H.R. 4213) that in-

cludes a year-long extension of the National Flood Insurance Pro-

gram (NFIP). Since the bill also includes a number of contentious 

issues, Senate leaders continue to work to find the 60 votes needed 

for passage. Senate action is not expected until late the week of 

June 14th. Any changes made to the bill by the Senate will require 

the House to approve the modified measure.  

Since June 1, 2010, the NFIP has not had statutory authority to 

issue new or renewal flood insurance policies, which are required 

for mortgages in the 100-year floodplain. NAR has been urging 

Congress not to wait for agreement on the larger package and im-

mediately pass the NFIP extension provision as separate legisla-

tion, and has issued an all-member Call for Action to keep up the 

pressure. We would encourage you to write your members of Con-

gress; just go to the link below to "Take Action Now!"  

Meanwhile, various lending authorities (FEMA, Fannie, Freddie, 

etc.) have issued guidance describing the documentation they will 

accept as proof of flood insurance purchase while the NFIP is shut-

down.  

Visit the Flood Insurance Update page listed below to download 

the guidance documents, which you can take with you and cite to 

your lender. 

http://takeaction.realtoractioncenter.com/campaign/nhip_rhs_two   

 

IN REAL  ESTATE NEWS... 

.. 

YOUR FIRST CHOICE IN HOME INSPECTIONS  ~  PROVIDING EXCEPTIONAL CLIENT SATISFACTION 
 

PROFESSIONAL HOME INSPECTION is locally owned and operated 
and believes in building business relationships one inspection at a time.  
Inspection reports that are TRULY easy to read and understandable.  

 

Å  Inspections performed using the National Standards of Practice & Code of Ethics 
Å  Follow up Consultations and Re-inspects ð No charge 
Å  Fully insured ð Errors & Omissions ð Liability  
Å  National Society of Home Inspectors 

Å  National Association of Certified Home Inspectors 
Å  Lebanon County Association of Realtors 

Å  Pennsylvania D.E.P. Radon certification #2527 
 

DAVID C. MULLñCERTIFIED INSPECTOR 

www.professionalhomeinspect.com  
PHONE: 717-808-4668  Å  TOLL FREE: 866-504-4668  Å  FAX: 717-569-3608  

E-mail: phihome@verizon.net  

 

 PROFESSIONAL HOME INSPECTION 
 

ƴ  H O M E   I N S P E C T I O N S  ƴ  R A D O N   T E S T I N G  ƴ  S E P T I C   I N S P E C T I O N S  ƴ   

ƴ  T E R M I T E   I N S P E C T I O N S  ƴ  W A T E R    Q U A L I T Y   A N A L Y S I S  ƴ 

ƴ  W E LL   P E R F O R M A N C E   I N S P E C T I O N S  ƴ  M O L D   S C R E E N I N G   &   S A M PL I N G  ƴ   

39 N. 12th St. Lebanon, PA 17046 

Wed. July 7, 14, 21st  6:00pmï9:00pm 

Tues. Aug. 3, 10, 17th 6:00pmï9:00pm 
  

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   

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 

mailto:secretary@lebanon-realtors.com
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July  
3 Alejandrina Lopez     Century 21 Krall RE  

3 Dale Shaak   Coldwell Banker SP 

3 Patience OôRawe  Prudential HSG 

3 Douglas Snavely  Penn Realty, LTD 

5 James Stanilla  RE/MAX of Lebanon 

6 Suzanne Johnson  Cedar Abstract 

6 Harriet Ponessa  Century 21 Krall RE 

7 Barbara Grumbine Century 21 Krall RE 

7 Kelly  Whitman  Prudential HSG 

8 Beth Boguski   Brownstone RE 

9 Geoffrey Manderwicz Northwest Savings Bank 

10 Anthony Lowe   Brownstone RE 

12 Bill Fenstermaker  A Clark Burkholder RE 

13 Linda Althouse  A Clark Burkholder RE 

13 Michael Fortna  Fortna Auctioneers 

14 Laura Kapp   Prudential HSG 

14 Todd Lechleitner  Brownstone RE 

14 Tammy Sites   RE/MAX Cornerstone 

16 Richard Zeigler  RE Zeigler Inspections 

19 Shonna Shope  Coldwell Banker SP Hershey 

21 Abraham Beltre  Integrity 1st Real Estate 

21 Thomas Deck   RE/MAX of Lebanon 

22 Sallie Weise   RE/MAX of Lebanon 

23 Adam Heisey   A Clark Burkholder RE 

27  Jennifer Kruger  Prudential Gacono 

27 Joan Shields   Prudential HSG 

28 Raymond Herb Sr. Geller Real Estate 

Happy  

Birthday To... 
COMINGS & GOINGSé 

 
 

 

Affiliate Member Name Changes:  

 
Karl Krug, Members 1st FCU 

 

MEMBER  CORNER... 

MEMBERS TO KEEP IN  YOUR THOUGHTSé 
 

~ Adam Heisey Jr., AC Burkholder Real Es-

tate, whose brother, Gary L. Heisey, passed 

away on June 3rd, 2010.   

~ Carl Adams, Ulrich Professionals Realty, 

has recently undergone surgery and is going 

through the recovery process. 

 ~ Wanda Bechtold, RE/MAX Lebanon, who 

is also recovering from a recent surgery. 

Our thoughts & prayers are with you at this  

difficult time. 
Celebrate Your Celebrate Your Celebrate Your    

Independence!!Independence!!Independence!!   

Thank you! 
To our 1st Quarter Blood Donors 

           

  MaryAnn Gacono  
     Sue Richards  

           

�&�R�Q�J�U�D�W�X�O�D�W�L�R�Q�V���W�R�«�� 
Fulton Financial Corp. for being named one 

�R�I���W�K�H���³�Q�D�W�L�R�Q�¶�V�����������P�R�V�W���W�U�X�V�W�Z�R�U�W�K�\�� 
�F�R�P�S�D�Q�L�H�V�����������´���E�\���)�R�U�E�H�V���F�R�P�� 

�.���(�Y�H�U�\�W�K�L�Q�J���W�K�D�W���L�V���U�H�D�O�O�\���J�U�H�D�W���	�� 
inspiring is created  by the individual  

�Z�K�R���F�D�Q���O�D�E�R�U���L�Q���I�U�H�H�G�R�P�����.�� 
~ Albert Einstein 


