Lebanon County  #mme” Your

This is such an exciting time for our As
sociation. The renovation of the new
building is progressing along at a fevef
ish pace, and we hope to be moved in
before the end of September. There h
| been a few delays and a few unforese

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 Aug
due to the new Lebanon Ci
have been submitted and the city should be addressing
this month. Once the plans have been approved, the si
work will begin including a new parking lot and a new m
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Voice for Real Estate In Lebanon County

We have two upcoming educa
1) September 2% MCE course on Current Issues in Real E:
-and Appraisaiind2) October 18 MCE course on Ethics and|]

EOn t he O Ed uwaviLébannaRdkoigs.eoin Theetd
is also a free HUD seminar scheduled for OctoBer\@e are

ISPOonN.
Have Ogheit Ay Projecto; but t

Inside this Issue -

entrance on Hauk Street. So keep your fingers crossed
l et s all hope that there

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

like to sell. There is a commercial hood range, chain linK
fencing, and a play set. If you are interested, or know a

who might be interested in purchasing them, please gived

office a call at 2726126. We would like to have the items
sold by September 8Gnd will consider all offers. Thanks

for your help with these items.
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We are pl anni ng "Anuiversakystiso c
year in combination with
be held at the new office on Wednesday, Octob&r 28e
will provide more details for this event in the near future.

planned on OctoberSPlease mark your calendars and g
to attend the Anniversary & Open House.

Opening and the Homecoming for Habitat Benefit Auctid
on Friday, October 1% Please deliver your baskets for th
Basket Challenge and any art for the auction to the new
building no later than Friday, September 23, 2(Qddliver to
old building prior to Labor Day)The event will again be

held at the Lebanon Country Club, but we have some ng
and exciting changes for
event will be even more entertaining and profitable for H
tat than last year.

There will be no luncheon meeting in October as originajly 18 MLS Training 8 Assoc. Office

October will be a busy month with our Anniversary/Granfi 5 Labor Dayd Office Closed

sur e
kbi- SEE THE FULL CALEXDAR OF EVENTS & E VENT DETAILS AT:

latl1 onos 2 p
our bml%‘ie Q€M l%rnd Openi
August: No Luncheon Mtg.

12 Habitat Basket Theme Deadline

an 29 1st Day of Schoolfor most districts)
September:

h 11 Patriot Day
14  Luncheon Mtg. Noord The Timbers, Mt. Gretna
15 Sign Up Deadlinéd 9/22 MCE Class

21 MLS Training 8 Assoc. Office

22 MCEClassd Mar abel | efs

23 Autumn Begins

23 Peﬁadllne for Hab|tart Ads/Spgnsors

14
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hoping to hold this seminar in the new building if all goes gs
planned. More details about the seminar will be sent to you

ti ol
tate

Laws of Multiple offers. Please remember to sign up beforg the
RM8ss is filled, space is limited. Registration forms are posfed

he |

his
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ASK THE ATTORNEY ...

SELLER DISCLOSURE AND POWER
OF ATTORNEY

Judging by calls to‘the Hotline,-many licensees are confu

when it comes to working-with powers of attorney and es
cially when it comes to it
ment . fi D al@ysu-callémewhais agting for/the

owner merely have to sign the form or does he/she have
complete it or get it com

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

the form of power of attorney and it defines the parties th
participate in this special relationship that enables one pq
to act for another. The /i

ing a power of attorney, confers powers to act on his beh
anot her. The Aagent o (‘neo

agent) is the person who is authorized by the principal an
named in the power of‘attorney to exercise the powers th

are granted to act on behalf of the principal.

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

powers for thévenefit of the principal?) keep personal as-
sets separate from those of the principal; 3) exercise rea

record.

Al so, by I aw, a power oif
unless otherwise noted. A durable power of attorney is o
that survives the onset of disability of the principal. In ot
words, the agent can continue to act fér the principal eve
after the principal becomes incompetent to act on his or |
own behalf. No power of attorney, however, can be gran

principal is aware and fully understands what he or she is
doing.

Generally, a power of attorney will confer upon the agent
right to fengage in real

is sufficient to allow the agent to buy or sell real estate fo
principal; to manage, repair, improve and maintain real e

grant easements, partition of subdivide; and in general p¢
mits the agent to exercis
property that the princip

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

transaction for the principal? We must begin by examiniH
the power of attorney form to make sure that it satisfies H

vania, there is a law that applies to all powers of attorney|e
cuted and used in the Commonwealth. That statute dictatef:' >

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

ney under Pennsylvania law. So how does the agent act]

sylvania law and to assure that it grants the agent the poy..:

What will be more difficult is analyzing whether the form
itself is proper. The best practice is to obtain a copy of t
power of attorney form and provide it to the title agent wh
will be issuing a title policy. The title insurance companyj
L& verse to risk and will assure that the form and its exec
% ap%O rliave. Do not wajt until the Ias&)minut to deter,
[ Rat you have § Bad ﬁower i gttBrﬁ’\e)r/f reh. &e?tﬁog
é:ircumstances, you may not be going to closing, you are
olle gommission, and you may be facing recrimin

t ,
i jor?f%?ﬁv‘er@ unhappy buyer or seller!

Alright, the form is good and you know the original form
pear at settlement so.that it can be recorded (a necess
N t already of record in the recorder of deeds office for th

county where the propertysis located). Great, everything
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Jr%%r}readg fior settllement.whe’n %’h time comes. But what Bbout
ihe s&&r igtBsur stateten / hich iéj, gﬁér%ll?tﬂe s ct’
i%artigle! Ye(s:, it Pﬁa?, tB be co plg&el'd!t!A dit haes toI e s
'dbe signeada. Add Vi or?junct
afign the seller disclosure statement. And, the agent hasfhe
ight to complete it. Note, the agent hasribét (if not the
obligation), but may not have tlability to complete the dis-
closure with any degree of ac
Qi dhiend ! "Ed PRJL 110 R £ Hd
Disclosure Statement you will see a box entitled
’Or[EXECUTOR, ADMINISTRA TOR, TRUSTEE SIGNA-

URE BLOCK . _dlhiS does
or the agent who is signing u

€&ttorney. Yes, the principal who has given power of atto
'may “sitill sign the Seller
eler power of

attorney may

pal is now incompetent, assuming that the power is dura

So if an agent has the po
thfosure Statement, if not the fiduciary responsibility to do
D oW WilEhe &r Bhe Horit & Neoesketnéver BvinedOlived ih

#6es not really know the property? Very good question.

(Conto6d.

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

to AAengage in real proper
found, then we know that the agent will be able to sign a
thing that the principal could have signed had he or she

present.

Home Inspections ¢ Termite ¢« Radon * Water ¢ Septic

_ b-closure law requires any seller to disclose to the buyer afy
tate; to collect rent; to execute mortgages or other liens; fo

(gc'ei)ply to a power of attorfiey

hderapower! That block rdlates
Ath $elerrs Wi Yire deGeasdcoPWRESE propdrty i9 i€ trudtant 1
NBoes not apply to a principal owner who has granted power of
ney

_ D S
esuming that the principal is competent. An agent acting §in-

F

sig

by an incompetent. The power has to be created when thestatement for the principal and may do so even if the prijci-
Dle.
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REALTOR ©® EDUCATION é

MLS TRAINING PROGRANM
Wednesday, August 17, 2011

"Continui.ng' ED

Date: Thursday September 22, 2011, 8:3042pm

: . 1:002 3:00 p.m.
Course: Current Issues in Real Estate & Appraisal p. )
Instructor: Michelle Bradley Lebanon County Association of
Cost: $50 preregister, $75 WakHn REALTORS® Office

Location: Mar abel | eds, Lebano
Credits: 3.5 of CE & Appraisal CE

Date: Thursday October 13, 2011, 8:30d2pm

n. FI&I@LS topics to be covered include:
A Reverse Prospecting

Course: Ethics & Laws of Multiple Offers A Impqrtlng Contacts

Instructor: Hank Lerner, Esq. 3 A CMAs

Cost: $50 preregister, $75 Wahn A Tax Records

Location: Mar abel | eds, Lebano|n, PA A .

Credits: 3.5 of CE & NAR Quad Ethics A Mapping

You can print the above registration forms from the | Other topics may be covered, if time permits. Seating is lim-

GEducat i ovmw.lRhagoeRealt@s.com. ited and re§eNat|ons are avlallable on aflr§t -come, first -
served basis. You may email your reservations to secre-

Date: Thursday October 6, 2011, 1pn8:30pm tary@lebanon-r eal t ors.com or go to |fthe

Seminar: Processes & Procedures in Selling HUD Horegww.Lebanon -Realtors.com to make an electronic reserva-

Speaker: Tamar Gomaa tion. You may also phone (272 -6126) or fax (270-5668) your

Cost: $0 reservation request to us by August 16, 2011.

Loca_tlon: ASSOCI&_I'[IC_)I‘I Office _ Joan Walmer, Secretary -Treasurer of Keystone MLS Network &
Credits: None, This is a free seminar, not a CE class| past President of the Lebanon Assoac., will conauct the training.

Get the JBT

NATIONAL mortgage advantage:
ASSOCIATION of P
REALTORS“ ree pre-approval on home purchases

v You have the option of local loan servicing

v One-settlement closing on new construction
® v Competitive fixed and adjustable rates

R EA LTO RS v PLUS, we'll attend the settlement with you!

Conference & Expo

November 11-14, 2011 » ANAHEIM

Quentin Road 717-279-7720

Jonestown 717-865-2112

Ebenezer 717-274-5421

Lebanon 717-273-0405

Newmanstown 610-589-1234

Cleona 717-279-7655

N ovem ber 11 -1 4, 2011 Grantville 717-469-0623
bankjbt.com Palmyra 717-641-0032

Northside Commons 717-838-2265

=

EQUAL KOUSIG

Jonestown Bank & Trust Co. Member FDIC LENDER




REAL ESTATE NEWS...

(Cont 6d. 2)

material defectgnown to the sellelby completing all applica
ble items in the disclosure form. So, whether the form is ¢
pleted by the owner/principal or the agent (I hope by now
you understand when the tg
with power of attorney it means the person to whom the p
was conferred and not the real estate agent. If you are nqt;

from pg.

act in the best interests of the principal. The agent can sig
form. The form requires the disclosure of defects known |

agent acting under the power will have to contact the sellgMt:
find out whatever the seller knows. The agent will carefu
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 tha

interest of the seller and will have to put as much informat
as can reasonably be determined into the form. There m4
records of repairs or other conditions that lead to knowled
about the property. The agent may have special knowled
because of the special relationship between the agent anc
cipal (usually, powers of attorney are conferred to-oé&kiin

or close friends). Finally, you can only put down what you
know! Therefore, there wi

me here, go back to the beginning!) The agent has a duty 1o}

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

FIvE TIPS TO MAKE SURE YOUR SELLER DOESNGT

SWITCH AGENTS

d®Be Proactivei Successful people are productive every morning.
atales, that means you need to make prospecting calls, do opn
hotmes el epriagts, Wite notes topeoplegmake Rew goptagty
in" peopleds faces. I nste3
work every avenue you can.
The Weeki Set your agenda for the week, and make surg
u are doing something every day to promote your property.
IRBEEAL TORSE tend not to pay

A

the seller. The logical conclusion to take from this is that IH@S that might be easier to move. Stay focused with an agenda

and youdll increase yo
|GetBusy|Act ivity breeds activit
ore you push your flow out to potential buyers, the more inwa

flow of contacts youodll generfate.
other, so even when the response is slow, keep plugging away{You
never know when youdll catch]la b

ba%%[d getting out in the community,

%ccept All Invitations T Networking can many times win the dgy,
Y. REreal estate agents typically receive every invitation availablg to
plecal networking and community events. When you attend thes{
jeinctions, everyone in the room could be a potential client or a

tgpAtal buyer.

O_

Dondt 71Panicand negativity on the part of your seller cgn
make you feel the same way. Stay focused and positive. If you keep
ing, theyaoll eep oing. .
qci b'e a ? ot Pls})tfJ< Hndlarhq.( nAQJ‘((VJHﬂoOr N HE

the lines in the form. It is also appropriate for an agent, w
acting for an owner under a power of attorney, to note on
form or on a separate page that the agent has very limite
knowledge about the property and is acting under power
attorney for a seller who is incompetent and therefore can
be accurately questioned. The information should be und
stood to be of limited value and that the failure to indicate

the agent. As with any seller disclosure, each section sh
be completed; though, as noted, in this case there will be
entries of Aunknownodo inser

By the way, | am sure there are some readers out there
remember when an agent acting under a power of attorne
referred ténfasta O0f atWhdrl ree
and the name is no longer applicable, an agent who sign
principal ds name fb-pFéaagsé
not invalidate the instrument signed. Obviously, referring
an attorneyin-fact as opposed to an agent helps to avoid t

under power of attorney.

I hope this helps and that your principals and agents are &
having a happy and profitable summer!
Copyright © James L. Goldsmith, Esquire, CALDWELL & KEAR

material defects will be as a result of the limited knowledg§

confusion between the real estate agent and the agent acf

OVER 125 YEARS
AND STILL LENDING.

Contact one of our mortgage
professionals for a Free Pre-Approval.

Brenda Herring-Ferrebee

717.274.6881
bherring@fultonmortgagecompany.com

Craig Gates
717.274.6981

cgates@fultonmortgagecompany.com

Renee Moro

717.274.6835

rmoro@fultonmortgagecompany.com

Futon]Mortgagecompany

— ADivision of
Fulton Bank, NA.

No Surprises.
fultonmortgagecompany.com



REAL ESTATE NEWS...

3 WAYS TO JUSTIFY YOUR REAL ESTATE
COMMISSION

Have you ever wondered why sellers and buyers constantl
grind on you about your commission? If you want to stop t
grind, today's column looks at three proven strategies to p
tect yourself from commission depression.

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

as possible.

Another 510 percent of all sellers want only the very best g
are willing to pay a full commission to obtain it. The balanc
(75-80 percent) will pay a full commission if you can show
them how hiring you will help them obtain a higher price th
listing with an agent who provides only limited or ¢cate
service.

If you're facing a case of commission depression, here are
three surdfire cures:

Obijection No. 1: You make too much in commission

mission, explain how the commission is broken into four di
ferent parts and that you don't get the entire 6 percent. Ins
the commission goes partially to your broker, the other agg
and his or her broker.

Challenges: Telling the seller you get approximately-one

fourth of the commission puts you in a defensive position.
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
lar amount that he is paying rather than the percentage tha
ultimately keep.

In fact, a classic seller response to this approach is: "So th
brokers get half? Your broker is worth milliorgell him to
take less!"

Better approach: When someone challenges your commis
it means that you haven't demonstrated the value of the se
vices that you provide. To counteract this objection, put to-
gether a list of at least 15 strategies that you use to help th
seller obtain the highest possible price in the shortest amo
of time. Also include a 9@ay marketing plan.

The best way to circumvent the objection entirely is by dis
cussing these marketing tools early in your presentation ag
of your "premium marketing plan."

If the sellers still challenge you about your commission, sa
"Mr. and Mrs. Seller, this is our premium marketing plan th
provides you with the maximum exposure to the marketpla
that results in the maximum net price to you. If you want tg
pay a lower commission, I'll be happy to refer you to an ag
who provides limited service rather than premium service.'

(e

<

S

only thing that matters to them is paying as little commissig i

Always avoid using the word "discount," since most peopl
view discounts favorably. A better approach is to discuss
"premium service" vs. "limited service." While almost ever,

@ settle for limited service.
‘bbjection No. 2: We're in a financial fix

Weak strategy: Tell the seller that he should list at a highg
ommission because buyer's agents show the properties
the highest commissions first.

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

%@u can take 2 percent."
etter approach: Show the seller the expireds. It's much €
A persuade a seller when he arrives at a conclusion rathe
you telling him the conclusion you would like him to make
Here's what to say: "Take a look at this printout of propert
that expired vs. those that went under contract. What patt
do you see with respect to the commissions?"

In virtually all areas, the bulk of the expired listings will be

Ssion only when your property sells. When your listing
“?o sn't sell, the amount of commission you negotiated is
ant."

%bjection No. 3: John Smith offered the same services fo
5 percent

éaak strategy: I'm the top producer in the area and | char
percent. Besides, John hasn't done a deal in months.

Challenges: First, never criticize another agent. Second, t
geilers don't care about your production. They want to kng
thaiyou can sell their house for the highest price possible
the shortest amount of time. In other words, "WIIFM
LWhat's in it for me?"

Better approach: Rather than telling the sellers what to do
a powerful closing question. Here's an example:

Liddr. and Mrs. Seller, in order to obtain the highest possibl
price for your property, you will need an agent who has pg
erful negotiation skills, right? Then how effective do you
ghink | would be when negotiating on your behalf if | could
| elven negotiate a full commission for myself?"

The moment you shift from questioning to telling, you loseg
the battle. Using the weak strategies above places you on

sellers arrive at their own conclusions. In fact, a satbwn
negotiation secret is that the person asking the questions
a('?ne who controls the negotiation.

to ask great closing questions while simultaneously focusi
o the seller's real concem"What's in it for me?"
By Bernice Ross, Inman New

d

gefiensive. The "better approach” uses questions to help the

174

hone likes the idea of having a discount, virtually no one wants
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lower commissions. You can then continue: "You pay a cqm-
Weak strategy: When a seller challenges you about your cgi)

[
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cEhe bottom line is that the cure for commission depressiof is
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REAL ESTATE NEWS...

Get some home inspector tips|o
pet damage to word floors, def; 7 [
cleaning, bathtub restoratio nnua

(O]
and storm shutters. ’T

Aldeh/PIace
Arthur Funk & Sons
Barr Associates

Thank you to the golf
Q. My hardwood floors were| committee for putting
damaged by pet urine that Wa‘ together a terrific event!

left untreated until recently. The odor is pretty strong. Joe Wentzel. Brenda Brownstone
have tried enzyme cleaners to solve the odor problem th Wentzel l’:rank cal
to no avail. If | have the floor sanded and refinished witf] ’ E Morigage Mgmt

polyurethane, will it seal in the odor? Tomecek Jr., & Yvonne |Edge Hoi

Sanding the floors and recoating with polyurethane should Kuphn :Ilim e
greatly reduce or eliminate the odor. Two coats would be| bet- "2 Jo"si
ter. Actually, shellac is the best finish for sealing odorp_in @  [Henry & Beaver Ql'sf
wood. It is a beautiful finish but not as resistant to liquidpveslis Fargo JBT

Landmark Homes
polyurethane. MH M L] 4
i i ¢ ortgage Lebanon Land Transfer
Q. Our deck regularly turns green with algae in the sumj|All State Insurance M&T Bank
mer. We have pressure washed the wood twice in thré®uentin Tavern

Members 1st
years to remove the stuff. Is there another way? Boscov's

Penn Realty

You should be able to remove the algae rather easily With [§sssns
commercially available deck cleaner. These cleaners arg s
at home centers and are easy to apply using a gamde
sprayer. Some cleaners do not require any scrulibitigey
need to sit on the surface for 10 minutes or so, then are {i
off with water. Be sure to read and follow all the directi
and warnings for the specific cleaner you choose. If ther
plants around the deck, depending on the product, the
need to be covered or soaked thoroughly with water b fore
you start cleaning, and then rinsed afterward. Proper protg
gear should also be worn for personal safety.

Phillip's State Farm Insurance

Premier Settlements

RE/MAX Cornerstone

RE/MAX Lebanon

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

Strickler's Insurance

\PROFESSIONAIHOME INSPECTIO

Q. | have a bathtub that developed rust around the drain
causing small holes that leaked. It was repaired but t

A bathtub lineri a plastic shell that fits exactly into the exft- _ '
ing tub i should have its own drain fiting and bypass fmyLocally owned/operated and be- | 1 National Society of
leaking areas of the old tub. There may be a good reasofy wig¢es in building business relation-| Home Inspectors

some contractors have sai h'nguﬁf\ﬁ{'as maﬁ @'B‘Er k{7 I\g'roga:jﬁjoc'at'oq of
are a probl em, a |l iner wo ems[ﬁmons . Pt I IRspedols @
willing to give you a written guarantee that the liner will gjgp Fully insured 8Errors & Omissions@ T Lebanon County Assoc.

the leaking, then you may be justified in going ahead with Jt. Ajapility of REALTOR®

tub liner is an excellent way to renew a begttub. A liner§ 1 Inspections performed using the | 1 Lancaster County
may cost more than refinishing a tub, but the cost is fafjles¥ational Standards of Practice & | Assoc. of REALTORS
than removing an old tub and installing a new one. Tqugtfode of Ethics
acrylic liners in a variety of colors can be molded to fit al
any old bathtub.

DaviD C. MULL Ty

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

tect our house from high wind damage?

, PHONE: 717-808-4668 A CMI
There are several products that can be used for this purpdk TOLL FREE: 866-504-4668 Gertified Master
from plywood panels to commercially available (and high E-mail: phihome@verizon.net ~ INSPEGTOR
wind rated) wind shutters. But often what is more importa www.professionalhomeinspect.com

(Conto6d. pg 10)

repair didndt | ast | ong. i s
|l em? Some contractors say Jinod and one says fAyes. 0 [Wha
do you think? Providing Exceptional Client Satisfaction
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ATTENTION ALL MEMBER OFFICES... Habitat for
Jts time to think OUTSIDE OF THE BASKETY Humanity

Homecoming for Habitat Benefit Auction needs YOU!
Friday October 14, 2011

BASKET THROWDOWN COMPETITION: It’s time to start planning your winning
strategy for our annual basket challenge. Design, create, and donate a unique and original
gift basket to be auctioned off at the Habitat for Humanity October Benefit. Put together
your basket challenge team and brainstorm. The basket deadline is only 10 weeks from
now, keeping in mind some business’ require 8 weeks or more notice for donation requests!

CHALLENGE DETAILS: Completed baskets will be delivered no later than Friday
September 23, 2011 to the Association office. A detailed list of included items and values
must be attached to the outside of the basket, highly visible to potential bidders for the
night of the auction, as well as a second copy for the Association that includes a value for the
auctioneer.

NEW JUDGING CRITERIA FOR 2011: This year we will have 4 winners! Baskets will be
judged by committee members and there will be one winner for each of these categories:
MOST ORIGINAL—MOST CREATIVE—BEST PRESENTATION. Then, there will be one grand
prize winner who is the best of the 3 categories combined: BEST IN SHOW. Winners will not
be judged on dollar value.

BRAGGING RIGHTS: All winner’'s will be announced at the auction. 'Best in Show’s’ of-
fice name will be engraved on a name plate on a ‘Traveling Trophy Plaque’. ’BI3’ will re-
ceive free, banner-style advertising on the LCAR website! You will have worthy adversar-
ies...and remember, in this challenge there are only winners. But, the real winners in
this challenge will be the families who will live in the homes built by Habitat for Hu-
manity. So let the THROWDOWN begin!

® / ] ‘\ 2t 7 7
m —Eebanon County Association

Habitat \... %> of REALTORS" @
U oy \ox\jf"’“ . 1300 Florence Street, Lebanon, PA 17042 o
/ [ 717-272-6126 Phone 717-270-5668 Fax




LEBANON COUNTY ASSOCIATION OF REALTORS =

Homecoming for Habitat
Benefit Auction

ComMPANY NAME:

Ad/Sponsor
Deadline
9/23/11!!

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 Registrations
SILVER TIER : $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 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 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, LEBANON , PA 17042
PHONE : (717) 272 -6 1 2 6 AxA(717) 2 -5668



L EBANON COUNTY SOLD STATISTICS

JULY 1171 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
CornwaltLebanon 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 reflatitreal estate activity in the market area of Lebanon Courjty.

QW QWHR W W

# 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
CornwaltLebanon 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 3 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 reflatitreal estate activity in the market area of Lebanon Cou]\y.
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Contest Winners Announced...

The Lebanon County Association &ARTORE recently chose three winners of the high school essay contest. There were 28 hppli-
cants- 2 AnnvilleCleona,9 Cedar Crest5 North Lebanon, 1 Lebanoi,ELCO, 2 Lebanon Catholic, and 2 from Palmyra. Winijers
include Kaili Dotterman and Katelyn Auchenbach, both from Northern Lebanon, and Dennis Goodstein from Cedar Crest. JAll win-
ning essays will be published in é6Board Briefsd; Katelplynos

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 pf the
African Wilderness , completely alone, on a big game animal hunt. The chance of you actually managing o shoc
anything, besides maybe your own foot, is incredibly slim.

Now, suppose instead that youdre not al one. Sulppo
experience; someone who has been hunting big game for years. That someone knows exactly how to sneak yp on a
how to stalk an antelope, and their aim has been perfected to a deadly shot. Your odds of shooting something have |
increased drastically. And itbds all because you Jare

While this is a bit of a dramatic anal ogy, itds| ne
fixed, and you want the job done right, you call a plumber. When you have to go to court, and you want to enstire pro|
representation, you call a lawyer. The point is that when you need a job well done, you need a professional. \When b
ing or selling a house, it°ds no different. You nleed

With the current economic recession, this is an extremely difficult time to try and sell a house. And similfrly, the
competition to buy a house at an affordable rate is incredibly fierce. The market for buying and selling homks is o
where only the strong survive and attempting to brave it along is risky.

Why take that risk? REALTORSffer 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 fHouse Sé&lkdowhogto|f or
negotiate to get the best deal and will help you to do so when settling issues like price and date of possession.
In todaydéds economy, ti me equals money. A house|l | e

buyer there is often concern that the opportune house may not remain on the market for much longer. You rleed to
sure that the process of buying or selling a home runs smoothly and efficiently. A REAWiDRBnderstand youf
financial position, and will be able to offer you resources for financial assistance. They will be there to gdide yo
through the toils of property evaluations and the closing process. A REAL ®Rvested in your welfare and wjli
make sure that all loose ends are tied up throughout the entire procedure of buying or selling a house. And furtherm
aREALTORpossessd important contact s, such as previpus
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 REALTORR
buy or sell your home insures that you will never be left disappointed.

CI TED SOURCES: iwhy Use a REALTORE?0 REA

(Cont6d. from pg 6)

than the covering material is how the covers are installed. The G
wrong way allows wind to get behind the panels and pull tHe ’ E" ~
off, exposing your home to major damage. The right way r¢- ¥ = = \e2>—

cesses ttrr:e panells ilr;to the \E)vino!{ow Iframe', ¥vith b:)r]lts.us%d t )f 39 N. 12th St. Lebanon, PA 17046
secure he panels. Remerber (o s renfoce he e Y Wed. Aug. 10,17, & 46:00pm 5:00pm
face of the typical garage door can be substantial. Lightwe]ght Wed_. Sept. e & 2i§:Ome Q:QOpm
garage doors are particularly vulnerable. Check with your Ipcaftendance is limited, so registration is required by contacfng
emergency preparedness office for recommendations and pp-  the Lebanon County Redevelopment Authority at:
proved commer- (717) 2739326.

cial products. After completing all sessions, each participant receives a lg¢tter

(Article of completion. This may entitle you to special opportunitigs
Housemas r with reduced fees and rates with most council member finapcial

Provided by:) institutions for certain mortgage products.

Home Inspections. Daone Right. Since 1979.%
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LANDMARK HOMES
32 South Central PA Neighborhoods

BRIAR LAKE Lebanon, PA

A 55+ Neighborhood - MLS #169610
Townes from $14(s « Singles from $170’s
Community Clubhouse

One-story and two-story with first floor
owner’s suite floor plans

Kelly Bricker, 717-286-6698
Directions: N 8th Ave to Walinut Crest Dr

NARROWS GLEN Lebanon, PA

Across from Union Canal Elementary Schoaol
From low $200s « MLS #170310

One-story and two-story with first floor
owner’s suite floor plans

Kelth Volker, 717-304-8561
Directions: 422 to Narrows Drive

CREEKSIDE Lebanon, PA

Spacious lots and community
cdubhouse and pool

Mid 200’ « MLS #161846

One-story and two-story with first floor
owner’s suite floor plans

Joyce Reitz, 717-507-4005
Directions: 241 to Creekside Drive

adions wiarinliy welcome

SRS

and Custom Lot Building

FALCON CREST Lebanon, PA
Walking distance of Cedar Crest school campus
From mid $200% « MLS #171578

One-story and twao-story with first floor
owner’s suite floor plans

Linda Breit, 717-507-4502
Directions: Corner of State Drand E. Evergreen Rd

VALLEY CHASE Lebanon, PA

Less than 1 mile to schools and VA
Medical Center

From low $200%s - MLS #157770

One-story and two-story with first floor
owner’s suite floorplans

Kaith Volkar, 717-304-8561
Directions: 5th Ave/897 to Cobblestone Dr.

OLDE SOUTH CROSSING-
Annville, PA
Coming Summer 2011

LIBERTY STATION-
Annville, PA
Coming Summer 2011

(L}ndmark

omes

www.ownalandmark.com
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REAL ESTATE NEWS...
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Congratulatlons Cindy
Root, Coldwell Banker Select Prof!
We raised over $100 for Habitat with
this one basket! Basket included:
Amazon Kindle
216 Expandabl e
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

Carry On L

=A =4 =& -8 4 8 8 98 -2 9

(A $300.00 Value!)

=N :
Congratulations to Jeremy Frey, e - Mortgage
Y fl