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From the President, Tracey Wilson 

We have two upcoming education opportunities at Marabelleôs:  

1) September 22nd MCE course on Current Issues in Real Estate 

and Appraisal and 2) October 13th MCE course on Ethics and 

Laws of Multiple offers. Please remember to sign up before the 

class is filled, space is limited.  Registration forms are posted 

on the óEducation Pageô at www.Lebanon-Realtors.com.  There 

is also a free HUD seminar scheduled for October 6th.  We are 

hoping to hold this seminar in the new building if all goes as 

planned.  More details about the seminar will be sent to you 

soon.   

Have a great August! 

Dates To Rememberé 
  

August:  No Luncheon Mtg. 

 12 Habitat Basket Theme Deadline 

 18 MLS Training ðAssoc. Office 

 29 1st Day of School (for most districts) 

September: 

 5 Labor DayðOffice Closed 

 11 Patriot Day 

 14 Luncheon Mtg. NoonðThe Timbers, Mt. Gretna 

 15 Sign Up Deadlineð9/22 MCE Class 

 21 MLS Training ðAssoc. Office 

 22 MCE ClassðMarabelleôs 

 23 Autumn Begins 

 23 Deadline for Habitat Ads/Sponsors  
 

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

WWW .LEBANON -REALTORS .COM  

This is such an exciting time for our As-

sociation. The renovation of the new 

building is progressing along at a fever-

ish pace, and we hope to be moved in 

before the end of September.  There have 

been a few delays and a few unforeseen 

expenses as there always are with any 

renovation, but we are moving forward and very excited 

about the finished product.  

The city delayed our site plan approval from July to August 

due to the new Lebanon City óBridge Projectô; but the plans 

have been submitted and the city should be addressing them 

this month.  Once the plans have been approved, the site 

work will begin including a new parking lot and a new main 

entrance on Hauk Street.  So keep your fingers crossed, and 

letôs all hope that there are no further delays. 

There are still a few items at the new building that we would 

like to sell. There is a commercial hood range, chain link 

fencing, and a play set. If you are interested, or know anyone 

who might be interested in purchasing them, please give the 

office a call at 272-6126.  We would like to have the items 

sold by September 30th and will consider all offers. Thanks 

for your help with these items.  

We are planning our Associationôs 85th Anniversary this 

year in combination with our buildingôs Grand Opening to 

be held at the new office on Wednesday, October 26th.  We 

will provide more details for this event in the near future.  

There will be no luncheon meeting in October as originally 

planned on October 5th. Please mark your calendars and plan 

to attend the Anniversary & Open House. 

October will be a busy month with our Anniversary/Grand 

Opening and the Homecoming for Habitat Benefit Auction 

on Friday, October 14th. Please deliver your baskets for the 

Basket Challenge and any art for the auction to the new 

building no later than Friday, September 23, 2011 (deliver to 

old building prior to Labor Day). The event will again be 

held at the Lebanon Country Club, but we have some new 

and exciting changes for you this year.  Iôm sure this yearôs 

event will be even more entertaining and profitable for Habi-

tat than last year.  
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ASK THE ATTORNEY ... 
SELLER DISCLOSURE AND POWER 

OF ATTORNEY  
 

Judging by calls to the Hotline, many licensees are confused 

when it comes to working with powers of attorney and espe-

cially when it comes to the Sellerôs Property Disclosure State-

ment.  ñDoes the what-do-you-callem who is acting for the 

owner merely have to sign the form or does he/she have to 

complete it or get it completed?ò   

First, let us get a name for what-do-you-callem.  In Pennsyl-

vania, there is a law that applies to all powers of attorney exe-

cuted and used in the Commonwealth.  That statute dictates 

the form of power of attorney and it defines the parties that 

participate in this special relationship that enables one person 

to act for another. The ñprincipalò is the person who, by sign-

ing a power of attorney, confers powers to act on his behalf to 

another.  The ñagentò (not to be confused with real estate 

agent) is the person who is authorized by the principal and 

named in the power of attorney to exercise the powers that 

are granted to act on behalf of the principal. 

By law, an agent acting under a power of attorney has a 

ñfiduciaryò relationship to the principal to 1) exercise the 

powers for the benefit of the principal; 2) keep personal as-

sets separate from those of the principal; 3) exercise reason-

able caution and prudence; and 4) keep a full and accurate 

record. 

Also, by law, a power of attorney is deemed to be ñdurableò 

unless otherwise noted.  A durable power of attorney is one 

that survives the onset of disability of the principal.  In other 

words, the agent can continue to act for the principal even 

after the principal becomes incompetent to act on his or her 

own behalf.  No power of attorney, however, can be granted 

by an incompetent.  The power has to be created when the 

principal is aware and fully understands what he or she is 

doing.   

Generally, a power of attorney will confer upon the agent the 

right to ñengage in real property transactions.ò  This language 

is sufficient to allow the agent to buy or sell real estate for the 

principal; to manage, repair, improve and maintain real es-

tate; to collect rent; to execute mortgages or other liens; to 

grant easements, partition of subdivide; and in general per-

mits the agent to exercise ñall powers with respect to real 

property that the principal could, if present.ò 

Okay, now we know a little bit more about powers of attor-

ney under Pennsylvania law.  So how does the agent act in a 

transaction for the principal?  We must begin by examining 

the power of attorney form to make sure that it satisfies Penn-

sylvania law and to assure that it grants the agent the power 

to ñengage in real property transactions.ò  If that language is 

found, then we know that the agent will be able to sign any-

thing that the principal could have signed had he or she been 

present. 

What will be more difficult is analyzing whether the form 

itself is proper.  The best practice is to obtain a copy of the 

power of attorney form and provide it to the title agent who 

will be issuing a title policy.  The title insurance company is 

adverse to risk and will assure that the form and its execution 

is appropriate.  Do not wait until the last minute to determine 

that you have a bad power of attorney form.  Under those 

circumstances, you may not be going to closing, you are not 

collecting a commission, and you may be facing recrimina-

tion from a very unhappy buyer or seller! 

Alright, the form is good and you know the original form will 

appear at settlement so that it can be recorded (a necessity, if 

not already of record in the recorder of deeds office for the 

county where the property is located).  Great, everything will 

be ready for settlement when the time comes.  But what about 

the seller disclosure statement, which is, after all, the subject 

of this article!  Yes, it has to be completed!!! And it has to 

be signed.  ñAndò is conjunctive.  The agent has the right to 

sign the seller disclosure statement.  And, the agent has the 

right to complete it.  Note, the agent has the right (if not the 

obligation), but may not have the ability to complete the dis-

closure with any degree of accuracy.  Letôs break this down. 

Signing.  If you look at the last page of the Sellerôs Property 

Disclosure Statement you will see a box entitled 

ñEXECUTOR, ADMINISTRA TOR, TRUSTEE SIGNA-

TURE BLOCK .ò  This does not apply to a power of attorney 

or the agent who is signing under a power!  That block relates 

to sellers who are deceased or whose property is in trust and 

does not apply to a principal owner who has granted power of 

attorney.  Yes, the principal who has given power of attorney 

may still sign the Sellerôs Property Disclosure Statement, as-

suming that the principal is competent.  An agent acting un-

der power of attorney may sign a Sellerôs Property Disclosure 

Statement for the principal and may do so even if the princi-

pal is now incompetent, assuming that the power is durable. 

So if an agent has the power to sign a Sellerôs Property Dis-

closure Statement, if not the fiduciary responsibility to do so, 

how will he or she do it if he or she never owned, lived in or 

does not really know the property?  Very good question.  Dis-

closure law requires any seller to disclose to the buyer any 

(Contôd. on pg 4) 
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REALTOR ® 
EDUCATIONé. 

Date:  Thursday September 22, 2011, 8:30am-12pm 

Course:  Current Issues in Real Estate & Appraisal 
Instructor:  Michelle Bradley 
Cost:  $50 pre-register, $75 Walk-in 
Location:  Marabelleôs, Lebanon, PA 
Credits: 3.5 of CE & Appraisal CE 
 

Date:  Thursday October 13, 2011, 8:30am-12pm 

Course:  Ethics & Laws of Multiple Offers 
Instructor:  Hank Lerner, Esq. 
Cost:  $50 pre-register, $75 Walk-in 
Location:  Marabelleôs, Lebanon, PA 
Credits: 3.5 of CE & NAR Quad Ethics 
 

You can print the above registration forms from the 
óEducation Pageô at www.Lebanon-Realtors.com. 

MLS TRAINING PROGRAM 
 

Wednesday, August 17, 2011  
1:00 ² 3:00 p.m. 

Lebanon County Association of  
REALTORS® Office  

 

FlexMLS topics to be covered include:  
Á Reverse Prospecting 
Á Importing Contacts 

Á CMAs 
Á Tax Records 
Á Mapping 

 

Other topics may be covered, if time permits. Seating is lim-
ited and reservations are available on a first -come, first -
served basis. You may email your reservations to secre-

tary@lebanon -realtors.com or go to the ­Education® page at 
www.Lebanon -Realtors.com to make an electronic reserva-
tion. You may also phone (272 -6126) or fax (270 -5668) your 

reservation request to us by August 16, 2011.  
 

Joan Walmer, Secretary -Treasurer of Keystone MLS Network  & 
Past President of the Lebanon Assoc., will conduct the training.   

Date:  Thursday October 6, 2011, 1pmð3:30pm 

Seminar:  Processes & Procedures in Selling HUD Homes 
Speaker:  Tamar Gomaa 
Cost:  $0 
Location:  Association Office 
Credits: None, This is a free seminar, not a CE class 
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REAL  ESTATE NEWS... 

material defects known to the seller by completing all applica-

ble items in the disclosure form.  So, whether the form is com-

pleted by the owner/principal or the agent (I hope by now that 

you understand when the term ñagentò is used in conjunction 

with power of attorney it means the person to whom the power 

was conferred and not the real estate agent.  If you are not with 

me here, go back to the beginning!)  The agent has a duty to 

act in the best interests of the principal. The agent can sign the 

form.  The form requires the disclosure of defects known by 

the seller.  The logical conclusion to take from this is that the 

agent acting under the power will have to contact the seller to 

find out whatever the seller knows.   The agent will carefully 

put this information in the disclosure statement.   

But what if the principal is no longer competent?  After all, 

this will be the case in many occasions if not most.  In that 

situation, the agent still has the responsibility to act in the best 

interest of the seller and will have to put as much information 

as can reasonably be determined into the form.  There may be 

records of repairs or other conditions that lead to knowledge 

about the property.  The agent may have special knowledge 

because of the special relationship between the agent and prin-

cipal (usually, powers of attorney are conferred to next-of-kin 

or close friends).  Finally, you can only put down what you 

know!  Therefore, there will be a lot of ñunknownò entries on 

the lines in the form.  It is also appropriate for an agent, when 

acting for an owner under a power of attorney, to note on the 

form or on a separate page that the agent has very limited 

knowledge about the property and is acting under power of 

attorney for a seller who is incompetent and therefore cannot 

be accurately questioned.  The information should be under-

stood to be of limited value and that the failure to indicate any 

material defects will be as a result of the limited knowledge of 

the agent.  As with any seller disclosure, each section should 

be completed; though, as noted, in this case there will be many 

entries of ñunknownò inserted.   

By the way, I am sure there are some readers out there who 

remember when an agent acting under a power of attorney was 

referred to as a ñattorney-in-fact.ò  While the law has changed 

and the name is no longer applicable, an agent who signs the 

principalôs name ñby (agentôs name), Attorney-in-Factò will 

not invalidate the instrument signed.  Obviously, referring to 

an attorney-in-fact as opposed to an agent helps to avoid the 

confusion between the real estate agent and the agent acting 

under power of attorney. 

I hope this helps and that your principals and agents are all 

having a happy and profitable summer! 

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS  

 

(Contôd. from pg. 2) FIVE  TIPS TO MAKE  SURE YOUR SELLER  DOESNôT 
SWITCH  AGENTS 

 

Å Be Proactive ï Successful people are productive every morning. 
In sales, that means you need to make prospecting calls, do open 
houses, call contacts, write notes to people, make new contacts, and 
get in peopleôs faces. Instead of waiting around for the phone to 
ring, work every avenue you can. 
Å Plan The Week ï Set your agenda for the week, and make sure 
you are doing something every day to promote your property. Some 
REALTORSÈ tend not to pay attention to properties that arenôt 
generating a lot of excitement, and instead they focus on the proper-
ties that might be easier to move. Stay focused with an agenda every 
week, and youôll increase your chances of being successful. 
Å Get Busy ï Activity breeds activity. Itôs a universal truth that the 
more you push your flow out to potential buyers, the more inward 
flow of contacts youôll generate. One thing really does lead to an-
other, so even when the response is slow, keep plugging away. You 
never know when youôll catch a break, but if you arenôt in the game 
and getting out in the community, youôll never have a chance to find 
one. 
Å Accept All Invitations ï Networking can many times win the day, 
and real estate agents typically receive every invitation available to 
local networking and community events. When you attend these 
functions, everyone in the room could be a potential client or a po-
tential buyer. 
Å Donôt Panic ï Panic and negativity on the part of your seller can 
make you feel the same way. Stay focused and positive. If you keep 
going, theyôll keep going. 

Pat Hiban, Author of ñ6 Steps to 7 Figures,  
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REAL  ESTATE NEWS... 

3 WAYS TO JUSTIFY  YOUR REAL  ESTATE 

COMMISSION  
Have you ever wondered why sellers and buyers constantly 
grind on you about your commission? If you want to stop the 
grind, today's column looks at three proven strategies to pro-

tect yourself from commission depression.  

When it comes to defending your commission, a key point to 
remember is that 15 percent of all sellers make their listing 
decision based solely upon the commission rate. They view all 
real estate agents and companies as being the same. Conse-
quently, it makes no difference which agent they hire. The 
only thing that matters to them is paying as little commission 

as possible.  

Another 5-10 percent of all sellers want only the very best and 
are willing to pay a full commission to obtain it. The balance 
(75-80 percent) will pay a full commission if you can show 
them how hiring you will help them obtain a higher price than 
listing with an agent who provides only limited or cut-rate 

service.  

If you're facing a case of commission depression, here are 

three sure-fire cures: 

Objection No. 1: You make too much in commission 

Weak strategy: When a seller challenges you about your com-
mission, explain how the commission is broken into four dif-
ferent parts and that you don't get the entire 6 percent. Instead, 
the commission goes partially to your broker, the other agent, 

and his or her broker. 

Challenges: Telling the seller you get approximately one-
fourth of the commission puts you in a defensive position. The 
moment you have to justify how much you're being paid 
means that you are negotiating from weakness rather than 
strength. Furthermore, the seller cares only about the total dol-
lar amount that he is paying rather than the percentage that you 

ultimately keep. 

In fact, a classic seller response to this approach is: "So the 
brokers get half? Your broker is worth millions -- tell him to 

take less!" 

Better approach: When someone challenges your commission, 
it means that you haven't demonstrated the value of the ser-
vices that you provide. To counteract this objection, put to-
gether a list of at least 15 strategies that you use to help the 
seller obtain the highest possible price in the shortest amount 

of time. Also include a 90-day marketing plan.  

The best way to circumvent the objection entirely is by dis-
cussing these marketing tools early in your presentation as part 

of your "premium marketing plan." 

If the sellers still challenge you about your commission, say: 
"Mr. and Mrs. Seller, this is our premium marketing plan that 
provides you with the maximum exposure to the marketplace 
that results in the maximum net price to you. If you want to 
pay a lower commission, I'll be happy to refer you to an agent 

who provides limited service rather than premium service." 

Always avoid using the word "discount," since most people 
view discounts favorably. A better approach is to discuss 
"premium service" vs. "limited service." While almost every-
one likes the idea of having a discount, virtually no one wants 

to settle for limited service. 

Objection No. 2: We're in a financial fix  

Weak strategy: Tell the seller that he should list at a higher 
commission because buyer's agents show the properties with 

the highest commissions first. 

Challenges: Even if the statement above is true, discussing 
what other firms or agents do in terms of earning a full com-
mission can put you on shaky ground in terms of avoiding 
antitrust issues. Furthermore, if you have a sharp seller, you 
may hear, "Fine -- we'll pay the buyer's agent 3 percent and 

you can take 2 percent." 

Better approach: Show the seller the expireds. It's much easier 
to persuade a seller when he arrives at a conclusion rather than 

you telling him the conclusion you would like him to make.  

Here's what to say: "Take a look at this printout of properties 
that expired vs. those that went under contract. What pattern 

do you see with respect to the commissions?" 

In virtually all areas, the bulk of the expired listings will be at 
lower commissions. You can then continue: "You pay a com-
mission only when your property sells. When your listing 
doesn't sell, the amount of commission you negotiated is ir-

relevant."  

Objection No. 3: John Smith offered the same services for 

5 percent 

Weak strategy: I'm the top producer in the area and I charge 6 

percent. Besides, John hasn't done a deal in months.  

Challenges: First, never criticize another agent. Second, the 
sellers don't care about your production. They want to know 
that you can sell their house for the highest price possible in 
the shortest amount of time. In other words, "WIIFM -- 

What's in it for me?"  

Better approach: Rather than telling the sellers what to do, ask 

a powerful closing question. Here's an example: 

"Mr. and Mrs. Seller, in order to obtain the highest possible 
price for your property, you will need an agent who has pow-
erful negotiation skills, right? Then how effective do you 
think I would be when negotiating on your behalf if I couldn't 

even negotiate a full commission for myself?" 

The moment you shift from questioning to telling, you lose 
the battle. Using the weak strategies above places you on the 
defensive. The "better approach" uses questions to help the 
sellers arrive at their own conclusions. In fact, a well-known 
negotiation secret is that the person asking the questions is the 

one who controls the negotiation.  

The bottom line is that the cure for commission depression is 
to ask great closing questions while simultaneously focusing 

on the seller's real concern -- "What's in it for me?" 

By Bernice Ross, Inman News 
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REAL  ESTATE NEWS... 

Get some home inspector tips on 

pet damage to word floors, deck 

cleaning, bathtub restoration, 

and storm shutters.  

Q. My hardwood floors were 

damaged by pet urine that was 

left untreated until recently. The odor is pretty strong. I 

have tried enzyme cleaners to solve the odor problem but 

to no avail. If I have the floor sanded and refinished with 

polyurethane, will it seal in the odor?  

Sanding the floors and recoating with polyurethane should 

greatly reduce or eliminate the odor. Two coats would be bet-

ter. Actually, shellac is the best finish for sealing odors in 

wood. It is a beautiful finish but not as resistant to liquids as 

polyurethane.  

Q. Our deck regularly turns green with algae in the sum-

mer. We have pressure washed the wood twice in three 

years to remove the stuff. Is there another way?  

You should be able to remove the algae rather easily with a 

commercially available deck cleaner. These cleaners are sold 

at home centers and are easy to apply using a garden-type 

sprayer. Some cleaners do not require any scrubbing ï they 

need to sit on the surface for 10 minutes or so, then are rinsed 

off with water. Be sure to read and follow all the directions 

and warnings for the specific cleaner you choose. If there are 

plants around the deck, depending on the product, they may 

need to be covered or soaked thoroughly with water before 

you start cleaning, and then rinsed afterward. Proper protective 

gear should also be worn for personal safety.  

Q. I have a bathtub that developed rust around the drain, 

causing small holes that leaked. It was repaired but the 

repair didnôt last long. Would a tub liner solve this prob-

lem? Some contractors say ñnoò and one says ñyes.ò What 

do you think?  

A bathtub liner ï a plastic shell that fits exactly into the exist-

ing tub ï should have its own drain fitting and bypass any 

leaking areas of the old tub. There may be a good reason why 

some contractors have said it wonôt work; certainly if the pipes 

are a problem, a liner wonôt help. If a reputable contractor is 

willing to give you a written guarantee that the liner will stop 

the leaking, then you may be justified in going ahead with it. A 

tub liner is an excellent way to renew a beat-up tub. A liner 

may cost more than refinishing a tub, but the cost is far less 

than removing an old tub and installing a new one. Tough 

acrylic liners in a variety of colors can be molded to fit almost 

any old bathtub.  

Q. What is the best way to board up our windows to pro-

tect our house from high wind damage?  

There are several products that can be used for this purpose - 

from plywood panels to commercially available (and high-

wind rated) wind shutters. But often what is more important 

 

¶ Locally owned/operated and be-
lieves in building business relation-
ships one inspection at a time  

¶ Consultations-Follow-ups- 
    Re-inspections  
¶ Fully insured ð Errors & Omissions ð 

Liability  
¶ Inspections performed using the  
    National Standards of Practice &                  
    Code of Ethics                                                     
 

DAVID C. MULL 
OWNER/CERTIFIED MASTER INSPECTOR 

 

PHONE: 717-808-4668  Å   
TOLL FREE: 866-504-4668 

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

PROFESSIONAL HOME INSPECTION 

H O M E   Å   R A D O N   Å   T E R M I T E S   

¶ National Society of 
Home Inspectors 

¶ National Association of  
    Certified Home  
    Inspectors 
¶ Lebanon County Assoc. 

of REALTORS® 
¶ Lancaster County 

Assoc. of REALTORS® 

Providing Exceptional Client Satisfaction  

W A T E R  Å   M O L D Å   W E L L Å   S E P T I C 

 

Thank you to the golf 
committee for putting  

together a terrific event!  
Joe Wentzel, Brenda 

Wentzel, Frank  
Tomecek Jr., & Yvonne 

Kuhn  

Alden Place 

Arthur Funk & Sons 

Barr Associates 

Brownstone 

C21 

E Mortgage Mgmt 

Edge 

FNB 

Fulton 

Henry & Beaver 

JBT 

Landmark Homes 

Lebanon Land Transfer 

M&T Bank 

Members 1st 

Penn Realty 

Phillip's State Farm Insurance 

Premier Settlements 

RE/MAX Cornerstone 

RE/MAX Lebanon 

Reilly, Wolfson, Sheffey, Shrum, 
& Lundberg /Lebanon Title 

Strickler's Insurance 

Wells Fargo 

GMH Mortgage 

All State Insurance 

Quentin Tavern 

Boscov's 

(Contôd. on pg 10) 
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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 Registrations 

SILVER  T IER : $250  

   Half -page ad in program; 4 free Registrations; 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 digital artwork, must be submitted  
to the Association Office 

NO LATER THAN FRIDAY, SEPTEMBER 23, 2011 . 
 

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 ® 

Ad/Sponsor 
Deadline 
9/23/11!!! 
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LEBANON COUNTY  SOLD  STATISTICS  

JULY 1 ï 31, 2011 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,156 $ 244,829,240 92 $  147,789 102 

  Annville-Cleona 69 $ 19,100,798 4 $ 130,930 75 

  Cornwall-Lebanon 415 $ 98,017,146 24 $  153,921 101 

  Eastern Lebanon 149 $ 27,733,008 17 $ 120,946 80 

  Lebanon City 200 $ 20,597,900 19 $ 65,232 118 

  Northern Lebanon 139 $ 32,678,406 11 $ 193,615 184 

  Palmyra 184 $ 46,701,982 17 $ 232,560 62 

 Multi -Family 55 $ 10,357,900 0 $ 0 0 
 

 Lots  209 $ 28,492,650 4 $ 58,250 207 
 

 C/I/B Sale 58 $ 24,468,400 1 $ 775,000 271 
 

 C/I/B Lease 7 $ 51,151 1 $82,950  436 
 

 County Total 1,485 $ 308,199,341 98 $ 149,873 112 

 

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  

JULY 1 ï 31, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,136 $ 232,138,039 61 $  163,458 75 

  Annville-Cleona 51 $ 10,306,600 2 $ 72,450 99 

  Cornwall-Lebanon 379 $ 92,159,600 14 $ 180,529 69 

  Eastern Lebanon 162 $ 29,632,419 11 $ 196,457 164 

  Lebanon City 206 $ 21,286,658 13 $ 84,685 57 

  Northern Lebanon 150 $ 33,924,429 12 $ 171,042 41 

  Palmyra 188 $ 44,828,333 9 $ 220,468 40 

 Multi -Family 63 $ 10,977,200 2 $ 113,500 83 
 

 Lots  180 $ 28,830,400 0 $ 0 0 
 

 C/I/B Sale 40 $ 19,642,100 1 $ 50,000 9 
 

 C/I/B Lease 11 $ 280,677 0 $ 0 0 
 

 County Total 1,430 $291,868,416  64 $ 160,124 74 

 

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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Scholarship Essay Contest Winners Announced...  

The Lebanon County Association of REALTORS
® recently chose three winners of the high school essay contest. There were 28 appli-

cants - 2 Annville-Cleona, 9 Cedar Crest, 5 North Lebanon, 1 Lebanon, 7 ELCO, 2 Lebanon Catholic, and 2 from Palmyra.  Winners 

include Kaili Dotterman and Katelyn Auchenbach, both from Northern Lebanon, and Dennis Goodstein from Cedar Crest.  All win-

ning essays will be published in óBoard Briefsô; Katelynôs essay follows. 

39 N. 12th St. Lebanon, PA 17046 

Wed. Aug. 10, 17, & 24th 6:00pmï9:00pm 

Wed. Sept. 7, 14, & 21st  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 

FOR REASSURANCE, JUST USE A REALTOR ® 
 

 Suppose you have never picked up a gun before in your life, and, suddenly, you find yourself in the middle of the  

African Wilderness , completely alone, on a big game animal hunt.  The chance of you actually managing to shoot 

anything, besides maybe your own foot, is incredibly slim. 
 Now, suppose instead that youôre not alone.  Suppose that you have an expert hunter with you.  Itôs someone with 
experience; someone who has been hunting big game for years.  That someone knows exactly how to sneak up on a lion, 
how to stalk an antelope, and their aim has been perfected to a deadly shot.  Your odds of shooting something have now 
increased drastically.  And itôs all because you are no longer alone. 
 While this is a bit of a dramatic analogy, itôs nevertheless accurate.  When the pipes in your kitchen break and need 
fixed, and you want the job done right, you call a plumber.  When you have to go to court, and you want to ensure proper 
representation, you call a lawyer.  The point is that when you need a job well done, you need a professional.  When buy-
ing or selling a house, itôs no different.  You need a REALTOR®. 
 With the current economic recession, this is an extremely difficult time to try and sell a house.  And similarly, the 
competition to buy a house at an affordable rate is incredibly fierce.  The market for buying and selling homes is one 
where only the strong survive and attempting to brave it along is risky. 
 Why take that risk?  REALTORS® offer expertise, experience, and above all, reassurance, to the harried homeowner.  
They are expertly trained and make their living on knowing exactly how the market works.  They bring with them ex-
perience that online research and ñHouse Selling for Dummiesò simply cannot provide you.  REALTORS® know how to 
negotiate to get the best deal and will help you to do so when settling issues like price and date of possession. 
 In todayôs economy, time equals money.  A house left on the market for too long can really hurt a seller, and for a 
buyer there is often concern that the opportune house may not remain on the market for much longer.  You need to en-
sure that the process of buying or selling a home runs smoothly and efficiently.  A REALTOR® will understand your 
financial position, and will be able to offer you resources for financial assistance.  They will be there to guide you 
through the toils of property evaluations and the closing process.  A REALTOR® is invested in your welfare and will 
make sure that all loose ends are tied up throughout the entire procedure of buying or selling a house.  And furthermore, 
a REALTOR® possessô important contacts, such as previous clients, professional associates, and personal friends and 
family, all of whom may become potential buyers or sellers to you. 
 You should never use anything less than the best possible means to achieve your dreams.  Using a REALTOR® to 
buy or sell your home insures that you will never be left disappointed. 
 

CITED SOURCES: ñWhy Use a REALTORÈ?ò REALTORÈ.com.   Web 20 Mar. 2011. 

than the covering material is how the covers are installed. The 

wrong way allows wind to get behind the panels and pull them 

off, exposing your home to major damage. The right way re-

cesses the panels into the window frame, with bolts used to 

secure the panels. Remember to also reinforce the inside of 

your garages doors. The wind load spread over the large sur-

face of the typical garage door can be substantial. Lightweight 

garage doors are particularly vulnerable. Check with your local 

emergency preparedness office for recommendations and ap-

proved commer-

cial products. 

(Article  

Provided by:) 

(Contôd. from pg 6) 
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Homecoming for Habitat Benefit Auction 

Fri. Oct. 14, 2011 Lebanon Country Club 

Contact Kris Mease at Edge Abstract 

kmease@edgeabstract.com or 228-0870 

Our Deepest Sympathies to Deb Carpenter, 
Suburban Realty,  whose mother passed 

away July 27, 2011.  Naomi L. Ollar was 79 
years old.  Keep her family in your 

prayers.  

REAL  ESTATE NEWS... 

EXPORTING:  The óMy Exportsô function allows you to specify 

the fields to export when choosing óExport Listingsô from the 

Search Results Screen, and selecting the óCustom Text Exportô 

option.  To create an Export Template, click óNEWô.  Begin by 

naming your export.  Select whether you would like Detail group 

names to show, and which property types for which you would like 

the export template for. 
 

Choose the fields you would like to export by selecting them from 

the list of Available Fields and clicking óADDô.  Each field that 

will be used in the template will be placed in the right column.  

You may re-order the fields as you would like them to appear in 

your export by selecting them and clicking óMOVE UPô or óMOVE 

DOWNô.  Click óNEXTô to save the Export Template. 

Residential 
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50% Increase 
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Congratulations Cindy  

Root, Coldwell Banker Select Prof!  
We raised over $100 for Habitat with  

this one basket!  Basket included:  
¶ Amazon Kindle  
¶ 21ó Expandable Carry On Luggage w/Wheels 
¶ Die Hard Mobile Power Inverter  
¶ Emergency 4 in 1 Battery Free Flashlight  
¶ Zip Open Travel Pillow  
¶ Escape Hammer and Tire Gauge 
¶ 1 Pair of Aviator Sunglasses  
¶ 1 Extra Large Travel Cup with lid and straw  
¶ Fix -a-Flat Inflator and Sealer  
¶ 2 Tropical Bottle Coolers  

(A $300.00 Value!)  

Congratulations to Jeremy Frey, e - Mortgage 

Management,  and his wife Tara who wel-

comed Anissa Alanna Frey, 6 lbs. 13 oz., 19 

3/4× long, into the world on July 28, 2011.  

Send them your best wishes!  
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�|�&�1���0�1�6���9�#�+�6���(�1�4��
your ship to come 

in �{ �5�9�+�/���1�7�6���6�1���+�6���} 
~ Author Unknown 

COMINGS & GOINGS�«  
 

REALTOR �Š Member Transfers:  

Beth Boguski, Non-Member Firm 

Roni Funk, Innovations Realty 

Scott Gingrich, Prudential HSG 

REALTOR �Š Member Escrows:  

Melinda Williams, Prudential HSG 
Jason McCabe, Prudential HSG 

Paul Graham, Brownstone Real Estate 

Affiliate Member Transfer:  

Kim Swartley, UGI (replacing Steve Bareuther) 

MEMBER  CORNER... 

    

   1  Linda Breit               RE/MAX Cornerstone 

   1  Scott Graby          Prudential Gacono 

   1  Naomi Fredlund  Coldwell Banker SP 

   2  David Glick           The Home Inspector 

   3  Sylvia Hoffman        Century 21 Krall  

   4  Clyde Patches          Brownstone/TriValley 

   6  Dave Simpson          Metropolitan Realty 

   9  Scott Gingrich   Century 21 Krall  

  12  Tim Patches   Trinity Management 

  15  James Beard          James Beard Appraisals 

  15  Margaret Guare  Suburban Realty 

  23  Michael Holland  Prudential HSG 

  24  Ernie Steele          Prudential HSG 

  25  Debra Acosta          Prudential HSG 

  26  Dean Ulrich          Ulrich Prof. Realty 

  27  Jodi Hoffman          Prudential HSG 

  28  Yelena Pidgorodetskiy Griffith Grp Real Estate 

  29  Danielle Singer   Integrity 1st Real Estate 

  30  Michele Murray  Prudential HSG 

  30  Tracey Wilson          Brownstone Real Estate 

Happy  
Birthday to... 

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 

 

 

 
 

1. Elk Country / Quehanna Wild Area:  Welcome to the 
Wilds of Pa, an outdoor lovers paradise 

2. Bald Eagle State Park:  5900 acre home to hiking 
�W�U�D�L�O�V���L�Q�F�O�X�G�L�Q�J���W�K�H���¶�%�X�W�W�H�U�I�O�\���7�U�D�L�O���/�R�R�S�· 

3. Philadelphia Museum of Art 
4. Longwood Gardens 
5. �:�D�V�K�L�Q�J�W�R�Q�·�V���&�U�R�V�V�L�Q�J 
6. New Hope:  Rivertown hub for boutique shopping 
7. �3�H�G�G�O�H�U�·�V���9�L�O�O�D�J�H���	���%�X�F�N�·�V���&�R�����$�Q�W�L�T�X�H���5�R�Z 
8. The Glass Trail/Bethlehem & Reading Hubs:  In-

structive tours and colorful galleries 
9. �%�X�W�O�H�U���&�R�X�Q�W�\���¶�%�D�U�Q���7�R�X�U�· 
10. Pittsburgh Water Tours 
11. John Harris-Simon Cameron House:  Harrisburg 
12. Army Heritage & Education Center:  Carlisle 
13. �¶�7�K�H���2�O�G���-�D�L�O�·�����&�K�D�P�E�H�U�V�E�X�U�J�����R�O�G�H�V�W���M�D�L�O���L�Q���3�$ 
14. �3�U�H�V�L�G�H�Q�W���-�D�P�H�V���%�X�F�K�D�Q�D�Q�·�V���:�K�H�D�W�O�D�Q�G�����/�D�Q�F�D�V�W�H�U 


