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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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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! 




