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It |s that time of year and many of us
are struggling with leaving what we
work so hard to create! It is a lot of

key to being able to forget about it while you're gone.
You need to trust the person who is covering for you
deal with your folks as professionally as you would if
you were here.
fore you go to let your clients know that you will be o

Don't forget about preparing for vacation as well.
be afraid to turn everything over a day early. If you'r
leaving on a Friday, work through Thursday morning

able to relax while you're away if you've forgotten to
pack you favorite book or jammies. If you can start t
unwind even before you reach your destination, you
have mare time to chill once you're there!

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

want to neglect a client or impose on a colleague, bu
the world is not going to stop spinning if your partner
has to iron out an appraisal issue or inspection probl
in your stead.

Your clients will respect the fact that you are human

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 n

Phone (717) 2756126 E

4' %\ome to the second half

work to go on vacation! Having as much of your busi
ness under control and managed before you go is thg

erary, so we just "go with the flow". There will be plent
of fishing, hiking, 4 wheeling, swimming, whale watching,
shopping, and of course LOBSTER!!!!

Have a good time! You work hard and deserve a breal
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from the craziness of our business. "Don't be so busy mak-
ing a living that you forget to make a life!"
6s OK! Go have| f
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of town but will be leaving them in very capable hand

Do

and then hand over the reigns. You're not goingto b

It is also important to take the time b'
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person capable of handling a problem. Sure, none o

and have a life and a family just like they do. They w
appreciate your conscientious efforts to have them w

the kind of folks to drive 12 hours to keep a daily itin-
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IN REAL ESTATE NEWS...

Are REALTORS®Me et i ng Their

Keeping businesses current and competitive requires routine re
of operations, according to Karel Murray, a real estate coach b3
in lowa.

iREALTORSE shoul d
changes could help

|l oo
bus

take a
their
wants or obsol ete?o

are you

She highlighted six areas to consider:

A Social networking is transforming how people connect. Many
REALTORSE are using social
a strategy. fASome peopl e af
arendét Internet savvy. |f
how it works in your business, then | guess you can niche
mar ket the older consumer

AREALTORSE
relate to t
Cam or tthteo
and you add

be
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Video is king.
video clips to
Logitech Quick

mi nute videos

Tighten the advertising I
al so transl
getting wh

your | eads

advertising. It
fiMost peopl e are
need to capture

Sales prices are declining but not as rapidly as in 2008. Mu
said that means REALTORS® need to close more transacti
toearnthesamemondy.You need t o cony¢
going to make up the diffenr

Be more creative to reach the public. Consider how to capty
their attention, identify the target audience and then find the
best way to connect with that audience.

Buyers and sellers need you now more than eR&AL-

TORS® should build up their competence and reliability so
they can complete a fl awl efg
will help you build a solid foundation on which to create long
term relationships with yol

Focus on what works. i Somet
order to speed up, 0 she adoq¢
and your clients and what is the most cost effective to have
greatest i mpact. o

real estate mar ket real
AfKeep an eye on these

really should consider whether you are delivering what the custfmeip g 5 g
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and you should be considering the cost versus the benefit for
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iow for REALTORS®

SHEALTORSYdonodt have to be victi
cording to Steve Harney, a residential real estate expert who §

ciadizes iy splesijand leadarship Hain® and see h
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can be the hero when h
based on Long Island, said.
ing consumers, knowing what §
plaining their options. o
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hard to help a buyer get a bid accepted on a property
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nsumer hé y 8 r e .
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OMYistressed properties are another opportunity for REALTORS
heep hawmiyepesar @we must beco
grang saildble ® thése fandiliéstirforder to assist them as a re

rest ate professional, 0 Harney,
§he market. You need to get comfortable with the options avail
to these families. o

By avoiding foreclosures, through either a loan modification or
short sale, neighborhoods wi
age to talk to these homeowners because it makes a huge diff

encétd tfle famficd. Bkt &ettified by'takifys &Hort shi@distres
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consumers have a reason to talk with us. We can show them t
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are truly effective and
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ASK THE ATTORNEY ...

Do Your Homework

Twenty three years ago, the Pe[insylvania Superior

Court held that a REALT(
dations about the disclosure of urea formaldehyde fo
insulation (UFFI) made its presence in a home a mat
condition to the transaction. The Court concluded th
failure to disclose this material condition justified resg
sion and that the seller could look to his broker for co
tribution to the purchase price that would be returned
the buyer. '

| woul dndt be bri RobertsawvgEs-l
tateof Barbagallpo i f it didnodt r ¢
sion today. The significance of the case now has littl
do with UFFI as its use as a residential insulator has
been banned for many years. Its significance, rather
in the Courtdés hol ding*™t

ft f

could create a duty of d
your association provides information on potential prd
lems, you may be liable should you ignore the issue.

A good example is found in our treatment of exterior

#kluded that had she been advised of the dangers of UFR

tion relating to a potentially dangerous sup$tance or ¢lg;
fective condition by a trade association (among otherg}

tial problems so that buyers can make informed decisior
before entering into an agreement or before the end of t
inspection period. In the UFFI case | mentioned at the @
D&t this @RS, hé CodrtwasimpleSsedtHatGhe Bujee, A
Afaking her purchase and learning of the potential UFFI
EH?JJI, conducted an immediate investigation. The Court ¢

I$ore she bought-a.home, she certainly would have made
lF nvestigation then. Ther
e subject before settlement justified a finding against h

My travBI$ stross PiBstate, theh Edisduss the subject,
? rBhdaind'a higH nurhbBt Bfdideris@ed who Stdte&si no kno
Pdbge of the subject. While these finish systems are use

more frequently inthe south, when they are used here i
fRsnsylvahia, and Whsre problems occur, they tend to b
dapendevdissempn@édton ofg
ght;;b')/‘,lremaining vigilant and knowledgeable about pre
Band @merging conditions that affect use and enjoyment
thome. IGRiggWdueblyer thd HpPortihity to'uhdérdtaind
Ronsult with inspectors takes you off the hook.

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C., 2

insulation and finish systems (EIFS). There is no sta
law that requires a licensee to disclose that there are
problems frequently associated with homes that emp
EIFS as an exterior covering (EIFS, sometimes refer
to as synthetic stucco are multilayered wall systems 4
plied to the exterior of a home). Yet, over the years
many articles have appeared in trade and other magza
zines highlighting the moisture infiltration problems fr
guently associated with EIFS. EIFS are not automati
cally deemed to be defective systems, but defects so
guently occur that any buyer agent should know to pq
out these systems and highlight the problems associg
with them. Do you do this?

PAR tries to incorporate references to frequently occ
ring problems in th&loticessection of theéStandard
Agreement of SaleTheseNoticesmay be sufficient to
protect the licensee who fails to raise the issue, but
flirt with disaster. Having knowledge of the subject a
raising it with the buyer and avoiding litigation alto-
gether is far better than basing a defense on a writte
provision found in an agreement that your client does
not recall your having covered.

While your REALTOR® associations endeavor to lim
your exposure to lawsuits, there remains a job for yo
it is imperative that you and the licensees in your bro
age read the articles that appear in the national, state
local publications and websites. Buyer agents, in pa
ticul ar have a duty to

e

MORTGAGES

* Home Loans

* Construction

* Lot Loans

* Refinancing

* Improvements

* Farms & Farmettes

& FarM CREDIT

800.477.9947 (=}

farmcreditmortgage.com
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Scholarship Essay Contest Winners Announced

The Lebanon County Association af&TORS" recently chose three winners of the high school essay contest. There were 15 agpfican
ville-Cleonag Cedar CresB North Lebanon, 1 LebandhELCO, and 2 from Palmyra. Winners include Brittany Graby and Rdagrboth
from Annville Cleona, and Aaron Donnachie from Cedar Crest. All winning essays will be publ&t@dira r ¢ BArair eofnsdés

the second to be published.

60Why You S h oREALTORI ¢ e 8uy or Sell Yo

For most people, buying a home is the biggest investment they will ever make. Why consider d
without professional help? Why not just deliver your ownostn child or give yourself an append
tomy? It is obvious that you should use a REALT@®Rbuy or sell your home and | will tell you wh

REALTORS® have a Code of Ethics that each must follow. They must always be professional,
and help you with any questions you have or decisions that you make. They must be unbiased
the people they help, and the areas where homes are purchased. REALCB@SGer it an honor to
serve their clients as informed, knowledgeable representatives.

Now, using a REALTORan save you a lot of time and money. First, a professional can determi
much your home is worth, and how much you can afford to spend on a new home. Secondly, if
a home in your price range is proving to be difficult, a REAL T@Rn search through the local areas

to help you close the deal on your current home. They can help enhance the appearance of your home by giving ad
what to change, and when, where, and how to advertise your property to the public. Lastly, your REAAR@Rm a plan
between you and the buyers of your home that benefits both of you and helps close the deal.

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

my future real estate needs to a REALTQRan trust. How about you?
Annual Art Auction to Benefit Habitat For Humanity — ~Amy Dellinger

Time is rapidly approaching forthe"a nnual auction to benefit Habitat For
October8and will again take place at the Lebanon Country
$13,000 raised. We tried a different format from what had been done in years past, moving away from an auction comp

event where items were donated and consigned by area artists and merchants. This new format did not come without gr
pandj ust ask any member of the committee! We | earned
auction even better.

One of the highlights of | ast yeards aucti on waBiswastae

auction. All baskets will need to be turned into the board office by September 24 and will need to have a list dhahédraskey

In addition to the basket competition, we have lots of other opportunities to help with the auction. We will have gyzamsbrsh
program advertising. Also, we are looking for lots of donations for both the live and silent auctions. If you know artiiscal

tion. The deadline for items to be donated will be September 3. This will give us time to list the items in the prddggam boo

Tickets will go on sale in July. Brenda Henning will be our ticket chairperson and will be distributing tickets tceall\&f@awill
only be printing 175 tickets for the auction this year to avoid overcrowding at the Country Club. Tickets will be $25%arsbieij
until October 1. No tickets will be sold after this date or at the door.

My grandparents and parents are involved in real estate, and thelRE#¢. AOR® 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 tihack |of al
paperwork, and help smooth the transition. A REALTQRI also help to alleviate much of the guesswork when it come$ to

and an estimated value. Remember, itdéds not how big p

sports celebrities, or generous merchants, please contact them to see if they would be willing to donate or conswihewuiterf t

So, mark your calendars for October 8 and get started on those baskets!
|
4

to find the home that you desire. Third, they will provide information about the community surrounding your new home, lik
the schools, utilities, and property values in the neighborhood. Next, negotiation is a large part of finding a houpéda your
range, and a REALTORcan do that with the current owners of the property. They can find different financial options gs we
ice

As | plan to join the family business, | keep my ears open for all of the advice | can get, and this theme is repe#itzd tijne a
time. "You should never take chances with property, as it is an investment. The only way to be one hundred percent|hapj
the purchase of a new home is to use a REALT@Ro is informed and active in the local community." | know | plan to tfust

F
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Wing

b
even bigger success than we imagined! Wonderful themes, creative presentations, and unique ideas were featureddn thg ma
nated baskets. And, these were quite popular with the crowd who bid hundreds of dollars on their favorites. We hegegol hay
brainstorming within your company to come up with bas- pni
kets with bragging rights and a pl aq®BBAXLCorherstpnetwill betwbrleng pv i
hard to hold onto their title! Wedre going to tintgthet pn



LEBANON COUNTY ASSOCIATION OF REALTORS - @
: : N
Homecoming for Habitat
Benefit Auction %@

i«

A variety of art work by >©

THE LEBANON COUNTY
ASSOCIATION OF REALTORS ®

Members of the Lebanon Valley
Council on the Arts, e>
Theme Gift Baskets, Purs
Jewelry, Stained Glass,
Sports and Celebrity

(
Memorabilia, %
€ and mu c h »@«

cordially invites you to the
Fourteenth Annual
Benefit Auction.
Proceeds donated to:

H ABITAT FOR HUMANITY OF
L EBANON COUNTY

77 \N
@ DATE: Friday, October 8, 2010

< TIME : 6:00 p.m. Art Preview & Silent Auctions
7:15 p.m. Live Auction Begins

>:§.¢ PLACE: Lebanon Country Club

r el

3375 West Oak Street
< Lebanon, PA 17042

Wine, Beer and a Hot Buffet will be served

)
% Cash Bar Available

Auction conducted by FORTNA AUCTIONEERS

> < FOR ADDITIONAL | NFORMATION PHONE :
@ The Lebanon County Association of REALTORS ®: (717) 272 -6126,
7
W/ =

or Habitat for Humanity: (717) 228 -1490

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

For TICKETS , COMPLETE _AND RETURN THIS PORTION TO:
LEBANON COUNTY ASSOCIATION OF REALTORS ® - 1300 F LORENCE STREET - LEBANON , PA 17042




LEBANON COUNTY ASSOCIATION OF REALTORS

Homecoming for Habitat
Benefit Auction

CoMPANY NAME:

ADDRESS

TELEPHONE: AMOUNT ENCLOSED:

CONTACT:

SPONSORSHIPS & A DVERTISING

GoLD TIER : $350

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

6 free tickets
SILVER TIER : $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 TIER: $75 Quarter-page ad in program

BUSINESS CARD AD $25

PATRON : $10 (NAME LISTED IN PROGRAM) N AME :

RESERVED TABLE : $300 (SEATS12) N AME :

Please use the same ad as last year

NOTE: This response form, payment and copyready 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, LEBANON , PA 17042
PHONE : (717) 272 -6 1 2 6 AxA(717) 27 -5668

6



L EBANON COUNTY SOLD STATISTICS

JUNE 171 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
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 reflafitreal estate activity in the market area of Lebanon Coupty.

# 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
CornwallLebanon 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 accurady.
Data maintained by the MLS may not reflatitreal estate activity in the market area of Lebanon Coupty.
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LANDMARK HOMES,
LEBANON COUNTY REALTORS & HOMEBUYERS:

i Winning Combinalion!

FOR BUYERS:

8 Lebanon County neighborhoods.
26 total neighborhoods in So.
Central PA.

Build in one of our neighborhoods
or on buyer’s own lot.

Select from our floorplans or build
your own custom plan

Complete customization ability.

$Thousands in limited-time Savings
for new homebuyers!

Variety of Quick Delivery
homes available.

Fast Sell Quick Move program.
Ask us for details.

(I}ndp?ark

FOR REALTORS:

So easy to earn a sales commission
from Landmark Homes. You don't
even have to be present with

your buyer.

Quality construction and after-
settlement care program from
Landmark Homes means you are
putting your buyers in good hands.

Quick Cash (commission
advancement) program.
Ask us for details.

For more information,

call or text Keith Volker,
Neighborhood Consultant,
717-304-8561

omes

www.own landmark.com




IN REAL ESTATE NEWS...

How | Sold It: Tapping Creative Financing

After the prospective buyers were turned down for a loan, Rick |
revisited financing techniques he used to help buyers in the 198

A Location: Shelby Township, Mich.

A
A Square footage: 2,000, Lot size: 1/4 acre, Bed: 3, Bath: 2,
built: 2006

Extras: Exterior brick veneer, twear attached garage, and ne
construction.

THE CHALLENGE: In the early 1980s, sales practitioner Ri

A

A

pletely dried up.
b Y¥hat techniques did you use to market this property, and how
did you spend?

ROSEN: | spent next to nothing. When you get into tough ecor]
times, you still have to advertise. But you have to find mmocost
g8fms of advertising to stay in business. So | did a lot of online 1

much

omic

har-

keting and use@raigslist.organd other free platforms. | used phrases

wike "Builder will finance new Shelby Township Ranch. Low dow
payment.” This drew a lot of calls, and we had daily inquiries ar
ﬁﬁhowings.

Rosen, CRS®, GRI, watched as interest rates hit double di
and buyer financing options dried up. Back then, Rosen us
creative financing to help clients buy a home. Nearly 30 ye
later, he's finding that experience is coming in handy again.
"We had so many inquiries on this property, but 19 out of 20 h
credit score below 600," says Rosen, a co brokeer with Empori
Casa Real Estate in Shelby Township, Mich. "Many had been f
closed on or had a bankruptcy in the past year. So we knew it W
be nearly impossible to get financing for many of these people."
The prospective buyers for the property were in a lease situatio
had been turned down for a loan after being 90 days late on a p)
home payment, which they sold before going into a rental last y:
Even though the late payment came as a result of a temporary
Rosen says most lenders considered it a foreclosure in terms of
fying for a mortgage.
"Little did | know that my new mission in life would be to save th
financial lives of home owners," Rosen says.

How did you overcome the challenge?

itslow many times did you show the property?

dROSEN: We showed the property about 40 times.

an you tell me about the buyer?

ROSEN: The buyer was a local family, a young couple in their
0 had been in a lease situation. They were both employed b

very little in savings.

Cr)gygat do you attribute to closing the deal?

ROSEN: Creative financing. In a changing market, opportunity
%Wamds. In August, | had close to 30 sales pending to close. A
P>

=)

ed about 40 in September.

bihat lesson did you learn from this transaction?

RRMSEN: There's a lot we can do to bring the foreclosure crisis
nuatiageable level if we use education to reduce risk and create
tained households. We need to explore and embrace new busi
anodels and educate home buyers and real estate practitioners
these models if we're going to move beyond the current crisis.
By Michelle Hofmann, REALTOR Magazing

n
d

30s,
Ut had

hd we

to a
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about

ROSEN: | drew on my past. With credit rules tightening and FH
VA, and conventional loans turning away my buyers, | returned
temporary sellecreated financing. In the 1980s, | got so proficien]
creative financing that my fellow associates now were hounding
to teach them.

So in 2008, | approached the state of Michigan and received a
to teach an "Alternate Financing Boot Camp" to real estate age

One LLC, a company | cofounded in 2008 to teach real estate p
sionals about temporary sell@eated financing.

the builder on behalf of the buyer. The temporary sefésated note
covered 90 percent of the home's purchase price. At the closing
the note to a real estate investment trust for 85 percent of the fa
value.

Admittedly, the builder lost a good part of his profit. But he was

now have all of the builder's business, and the buyer has a new
How did you get the listing? How long was it on the market?

ROSEN: | got the listing through an ongoing client relationship
the builder. The property was on the market with the builder for
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 pic&279,900. | go
the listing in February 2009.

What was your local housing market like at the time?

continuing education credits through The Real Estate Educatiorj }
fessionals of Michigan Inc., which is sponsored by Land Contragt

In the case of the family with the @y late payment, | approachgd

Au
[o

__GSH Street Fair Strawberry
Shortcake Booth

‘.....ll.lll......0000..............
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:

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

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

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

Duane, Walt, & Kathy Zehring of Rauch Real Estate

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

Sherri Killinger of Suburban Realty

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

Melodie Brown of Griffith Group

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

Kris Mease of Edge Abstract & Church Members of
Zion Lutheran

Jean Rowe of Custom RE
Mary Ann Gacono of Prudential Gacono & Ann

>\

)1 su'
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> >

Wi
ing to do this so that he could pay off his credit line with the bank.

i
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ROSEN: The builder's market we once had in 2005 has since ¢

om- Gacono
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IN REAL ESTATE NEWS...

i than letting the deposits linger with the brok&or more de-
MVthS Surround DeDOSIt Monev tailed information on how this works, see the Guidelines for

PAR staff has recently seen an increase in the number of qyeBreparation and Use on the PAR web site.

tions regarding the handling of | ook
some of the common myths about deposits and set them strij

Myth#1: AA buyer must make a d¢

Sale to be binding. o

Not true. Contract | aw says ono

contract to be binding. In essence, each party has to have s@me
skin in the gameBut consideration in a real estate contract is House Passes FHA Reform Bill
generally the mutual promises made by the paitibe seller

promises to transfer the property to the buyer and the buyer N
promises to pay the purchase price to the sélle.deposit is a By a very strong bipartisan vote of 43the House passed H.H.

mechanism that (theoretically, at least) shows a buyer is ser|o 972’ the "FHA Reform Act of 2010". This bill, sponsored by

about the deal b Whe might argus tha & @poWaée.rs&E%A\) aa('q an'tﬂ (FWV) strengthens the FHA
listing broker isnodt adequ althorfdgee 'BSPV%”Pe@@qumdN?"e kegpipg the progiam afford-s
seller by counseling the seller to accept an offer with no depp&Ple and available for responsible homeowners. The bill wil

but thatos a practice i ss ue| FAAtRincease thennyal (ponthly premium. Thisdsavigtos
~ ) for homebuyers. In February, FHA increased the upfront premium
Myth#2: AiThe option to keep depfih §56t0D950 With this i duthidiity, AGDTIR BE-
harms sellers because depo slicREASEthelpfor preémfitto $ and increase the annud! pre-
While this may be true in areas where deposits are low, the faonium from .55% to .85%. This will reduce the upfront burdenjon
does not lie in the text of the agreeméntsome areas of the | homeowners while most quickly restoring FHA's reserves to the
state it is common to have larger deposisdmetimes as much| congressionally mandated level. The bill also included an amend-
as 510 percenbf the sales pricé paid in two to three stages | ment to increase the FHA multifamily loan limits in metory
during the transactiomn short, if a listing broker feels that the| (elevator) buildings. The House defeated amendments to raige the
deposit offered by a buyer |iFBAdowndpayindnt requiremet, décreasedthie oandimits, a

interests in a transaction, the broker can counsel the client td the market share for FHA. The NARpported bill now moves tp
demand a higher deposit as a condition of accepting an offef. the Senate. ~ REALTOR.org

Myth#3: iDeposit di sputes canbo a -
tion paragraph of the Agree

| was shocked when I first heard this and continue to be sho Get th e _J BT
as it is repeated. The mediation paragraph has stated for m

years that it applies to ia mortgage advantage: ari s

agreement . o0 Since deposit i se
the agreement there is no v/ Free pre-approval on home purchases me d i
Just to make that crystal clear, the 2010 Agreement (paragr

that arise from this agreement, including disputes and claim v One-settlement closing on new construction

over deposit moniesé. o v Competitive fixed and adjustable rates

Myth#4: A1 f the parties dondt v/ PLUS, we'll attend the settlement with you! posi
I 81 1 have to keep them in

This was true until late last year when a change to the Real
tate Licensing and Registration Act (RELRA) went into effec
This change allows the buyer and seller to agree to a contra

term that instructs brokers how to distribute the funds if the | Quentin Road 711-219-1720

. A Jonestown 717-865-2112
ties cand6t Paagmih?2XC) af thel 20K Agrds Ebenezer 717-274-5421
ment now states that if the parties have a deposit money dis| Lebanon 717-273-0405
t hat i snét resolved within Newmanstown 610-589-1234 g de

; : ; o it Cleona 717-279-7655

broker holding the deposit monies will distribute them to the Crantville 717-469.0623
buyer after receiving a written request to do so unless the di bankibt.com Paimyra 717-641-0032
is in litigation. This should encourage sellers who feel they h Jbt. Northside Commons ~ 717-838-2265
a valid claim to the deposits to move forward with mediation
and, if no settlement is reached, to litigation within a year ra =

EQUAL WOURNG

Jonestown Bank & Trust Co. Member FDIC LENDER
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LETTER TO THE EDITOR
To: Lebanon CountREALTORS®

I Om frustrated! I just h
apologize for the inappropriate actions of an agent fror

represent. Lying and deceit cannot and must not be to

at ed. Not even the Alitt

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

| implore all REALTORS’ to respond to all phone calls,
agent or your own client. Ask the question whether ar

agent. Provide complete MLS information on your listir
Respect other peoplebs t

If we want others to consid®EALTORS® as profession{
als, we must act like ones!
Sincerely,

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

another office. Periodically, we all need to be remindedl
how we treat each other and the clients that other agep

emails, and text messages whether they are from a felf

How to Boost Your Search Engine Rankings

The majority of real estate agents are missing out on a
stéateﬁy that will ﬁ//iald them much higher rankings on
BsBarch éhgife Most pradtitfonerd are dHpeting®vit

Nother over shortailed keywords, which are just a few

'fAg purposes.
| sPnal¥, Bihcé & mAch & 8®Ppercent of all search engi

heally consisting of five to seven words. For property
searches, many prospective buyers have very specific

term such as "San Diego real estate," for example.
Rather, they are more likely to enter a phrase like "San

MYents are focused on short tailed keywords, there are

Genexistent.

TO Be effebtifle afdSidbssiilh using laaed Re§-d U
words, an agent must write up and index dozens, possi
even hundreds, of them in order to generate traffic and

and article marketing and portal sites.
~RISMedia, Sean Callahar

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."

MORE OPTIONS. GREATER VALUE.

At Fulton Mortgage Company,we believe providing exceptional
service means going out of our way to make things happen,which
ultimately means getting things done and following through so
you can get to settlement with no surprises.

Great Lending Options
+ Conventional

+ FHA and VA

» USDA Rural Housing

« Adjustable and Fixed Interest Rates

* Construction Loans

» PHFA - 1st Time Homebuyer Programs
» Home Equity Loans

- Jumbo Loan Programs

- Flexible Terms Available

David E. Glick

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

Toll Free: 1-888-511-0222

dave@thehomeinspectorinc.com

The Home Inspector Inc.
~

2061 Kenbrook Rd.
Lebanon, PA 17046

www.thehomeinspectorinc.com

adon * Water ¢ Septic

Home Inspections * Termite ¢

1

Call today to find out more information about our great lending options.

ik aa B
FultonMOI'tgageCompany
A Division of A
fultonmortgagecompany.com

{i

rds strung together that Internet users type in for seg
€fhis is a misguided step on the part of real estate profe

activity actually uses lontpiled keyword® phrases typi-

ptails in mind and therefore will not search under a broac

- AP : e 28hnds of Web sites competing for those same terms; m
estate consumer has a fiduciary relationship with anoth@gh”e, the competition of lontgiled keywords is virtually

sults. The keyword phrases can be inserted in blogs, s¢
media posts, YouTube videos, classified ads on the We

key
e

3
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Diego three bedroom home in gated community." Because

thou-
ean-

| ed
bly

re-
pcial
;b’

1



IN REAL ESTATE NEWS...

FLOOD INSURANCE UPDATE THE AFFORDABLE HOUSING

COUNCIL OF LEBANON COUNTY

The Senate continued to debate legislation (H.R. 4213) that ir]
cludes a yealong extension of the National Flood Insurance P

gram (NFIP). Since the bill also includes a number of contentil 39 N. 12th St. Lebanon, PA 17046
issues, Senate leaders continue to work to find the 60 votes n Wed. July 7, 14, Z1 6:00pni 9:00pm
for passage. Senate action is not expected until late the week Tues. Aug. 3, 10, 176:00pmi 9:00pm

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

the House to approve the modified measure. Lebanon County Redevelopment Authority at:

mediately pass the NFIP extension provision as separate legi institutions for certain mortgage products.
tion, and has issued an-atlember Call for Action to keep up thq

{ Attendance is limited, so registration is required by contactingjthe

Since June 1, 2010, the NFIP has not had statutory authority § (717) 2739326.

issue new or renewal flood insurance policies, which are requl  After completing all sessions, each participant receives a lettdr of
for mortgages in the 16¢ear floodplain. NAR has been urging completion. This may entitle you to special opportunities ]
Congress not to wait for agreement on the larger package anq \jth reduced fees and rates with most council member finandial

pressure. We would encourage you to write your members of

A Pennsylvania D.E.P. Rad:¢
DAVID C. MULACERTIFIED INSPECTOR

gress; just go to the link below to "Take Action Now!" Newsletter Committee
Meanwhile, various lending authorities (FEMA, Fannie, Fredd| Brenda Miller Re/Max Comerstone 278:5501
etc.) have issued guidance describing the documentation they Renee Morro Fulton Mortgage Co. 274-6981
gg(\;venpt as proof of flood insurance purchase while the NFIP is Kris Mease Edge Abstract of PA 228-0870
' Brenda Wurges-
Visit the Flood Insurance Update page listed below to downlo{ philiips g Re/Max Cornerstone 273-5501
the guidance documents, which you can take with you and cit .
your lender. Melody Kiene Re/Max Cornerstone 273-5501
http://takeaction.reaIfOractioncenter.f‘com/campaiqn/nhip rhs_ Sara Co