
  

 

Dates To Rememberé 
September: 

 5 Labor DayðOffice Closed 
 8 Sign Up DeadlineðSept. Luncheon 
 11 Patriot Day 
12-18th REALTOR ® Safety Week 

 14 Luncheon Meeting, Timbers 
 15 MCE Reservation Deadline 
 18-21 PAR Business MeetingsðHarrisburg  
 20 Keystone Mtg.ðLancaster 
 20-21 MOVING  DAYS - Association Office Closed 
 22 MCE ClassðMarabelleôs 
 23 Autumn Begins 
 23 2 Deadlines: Sponsor Ads & Basket Drop Off 

October: 

 4 Auction Reservation Deadline 
 5 No Luncheonðsee 10/26/11 
 6 HUD SeminarðAssoc. Office Quentin Rd. 
 6 MCE/ Ethics Reservation Deadline 
 10 Columbus DayðOffice Closed 
 13 MCE/Ethics ClassðMarabelleôs 
 14 Homecoming for Habitat Benefit Auction- 
  Lebanon Country Club!!!  
 16 National Bossô Day 
 19 MLS Training ðAssociation Office 
 26 85th Anniversary / Open HouseðQuentin Rd. Office 
 31 Happy Halloween! 

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

WWW .LEBANON -REALTORS .COM  

Phone (717) 272-6126  È  www.Lebanon-Realtors.com  È  Fax: (717) 270-5668 

 

Your Voice for Real Estate In Lebanon County  Lebanon County  

Lebanon County Association of REALTORS
®
 

1300 Florence Street, Lebanon, PA 17042      September 2011  

From the President, Tracey Wilson 
September 23rd is the first day of autumn and a new season.  We 
all wish for a healthier housing market right now, but try to make 

this season a fresh start to your business and your attitude about 
your business.  As Dr. Peale, the author of óThe Power of Posi-

tive Thinkingô states ñYou can make yourself sick with your 
thoughts, and make yourself well with themé.You can say, This 
is a great day. I am fortunate to sell a wonderful product. I look 
forward to meeting many interesting people today. I'll be able to 
help some of these people, and I look forward to learning a great 

deal today.ò 

Have a positive September! 

Inside this Issue 

 Presidentôs Message Pg. 1 Auction Sponsor/Ad Form Pg. 8 

Safety Doôs & Donôts Pg. 2 Member Ad Pg. 9 

Attorney Corner  Pg. 3 Scholarship Essay Pg. 10 

Who Owns that Photo? Pg. 4 Statistics Pg. 11 

Education News Pg. 5 óflexmls Factsô Pg. 12 

Grand Opening/85th Anniv. Pg. 6 Member Corner Pg. 13 

Auction Reservation Form  Pg. 7 Calendar Pg. 14 

This year is moving swiftly and fall will soon be 
here, and along with the arrival of fall comes sev-

eral exciting events. The first of which is the Sept. 
Luncheon meeting at the Timbers on the 14th.  The 

program is an óAppraiser Panelô to answer your 

appraisal questions.  Please submit questions in advance to Kris 

Mease at kmease@edgeabstract.com.  

We are looking forward to seeing you at the Homecoming for 

Habitat Benefit Auction on 10/14/11 at the Lebanon Country 
Club. This event is the culmination of a lot of hard work and 

planning.  ñThank Youò to Amy Dellinger and the Auction 
Committee for all their time and dedication to this worthy 

event. This year reservations are first come first serve, so donôt 

delay.  There are only 175 seats and weôve sold out the last 2 
yrs.  Everyone on the board is looking forward to seeing what 

you have come up with for the basket challenge. This event 

continues to raise a lot of money for Habitat, and every year 
you seem to outdo yourselves. If you would like to donate, or 

know someone who would like to, please contact Amy 
Dellinger or the Association. All donations are greatly appreci-

ated.  

Mark your calendar for the Grand Opening of our new office on 
10/26/11. This is in conjunction with our 85th Anniversary as an 

Association, and will replace the Oct. luncheon meeting. The 

board is excited to finally share with all of you the finished 
building. This is also the culmination of much hard work of 

many and marks a significant event in our Associationôs his-
tory. ñThank Youò to Joe Wentzel and the building task com-

mittee for their dedication to this journey.  (The Association 

office will be closed on September 20-21 during the move.) 

As a reminder, we have lease space available at the new build-

ing, approximately 1386 sq. ft.  The space has a zoning excep-

tion as a professional/business office.  For more information, 
please contact Duane Zehring at 274-2546.  Also, the adjacent 

lot, zoned RLD, is for sale at $59,900.  Please contact Frank 
Tomecek Jr. at 273-5501, with your questions.  Commissions 

will be paid on the lease/sale side of these transactions. 

Remember to sign up for the MCE classes at Marabelleôs on  
9/22/11 and 10/13/11. Go to the Association website, 

óEducation Pageô, and register on line or print the registration 

forms. The first class will satisfy 3.5 hours of CE and the sec-
ond class will also satisfy 3.5 hours of CE in addition to the 

Quadrennial Ethics requirements for the cycle ending in 2012.  
While on the óEducation Pageô you can also register for the free 

HUD Seminar on 10/6/11.   

mailto:kmease@edgeabstract.com
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SEPTEMBER  IS SAFETY  MONTH ... 
REALTORS

® Safety DOôs and DONôTs 

DONôT hold an open house alone, if at all 

possible.  Working with a partner allows you 

the luxury of having someone available to call or 

go for assistance if needed, and someone to help moni-

tor how many people are in the house.  If you must do 

an open house alone, stay near the door and let the 

prospect look through the house alone. Keep all valu-

ablesðjewelry, money, guns, etc. ð locked away. 

DONôT host an open house at a property you have not 

already previewed. Know the location of all the exits 

and how to contact the closest neighbors. Make sure 

that if you use the backyard as an escape route that 

there is an exit out of it. Make sure all of the exit doors 

are unlocked during the open house. 

DONôT wear expensive jewelry and, if at all possible, 

keep your handbag locked in the trunk of your vehicle 

while you are hosting an open house. Have your car 

keys readily available by keeping them either in a 

pocket or clipped to a belt. 

DONôT assume everyone has left the premises at the 

end of an open house. Check all of the rooms and the 

backyard prior to locking all of the doors. Be prepared 

to defend yourself, if necessary. 

DONôT show a property alone at night, especially if it 

is vacant. 

DO take the safest and best-lighted route ð day or 

night ð while driving to appointments, keeping the car 

windows and doors locked. Never pick up hitchhikers, 

male or female. 

DO always inform your office of where you will be, 

who you will be with and when you will next be in 

touch. Make sure the person you are meeting knows 

that youôve given your office this information. 

DO be aware of the neighborhood in which you are 

showing a listing. If the neighborhood poses any possi-

ble threat to your personal safety, take another person 

with you. 

DO allow the client to proceed ahead of you while 

showing the property. Make sure you have previewed 

the property and know all of the accessible exits. 

Leave the doors unlocked for easy exit. Carry your 

cellular telephone with you. 

DO establish a method of being able to relate an 

emergency situation to the office or a contact person. 

Establishing a ñdistressò code word or having a ñpanic 

buttonò in your possession to use, if needed, will give 

you alternate ways of alerting the office of your situa-

tion. 

~www.mesaax.gov/police 

911 will soon accept texts, photos, & video 

FCC Chairman Julius Genachowski announced a five-step plan to 

update the technology that powers the 911 emergency response sys-

tem. 

The plan will enable the transmission of text messages, voice calls, 

videos and photos, as well as automatic location information. The 

FCC hopes that such a plan will enable emergency responders to 

respond faster while also giving individuals more options for con-

tacting 911, depending on the emergency situation. 

Implementation of Next Generation 911 (NG911), the official pro-

ject name, will be charted by the following five-step plan, according 

to the FCC's press release: 

1. Develop location accuracy mechanisms for NG911 

2. Enable consumers to send text, photos, and videos to public 

safety answering points (NPRM) 

3. Facilitate the completion and implementation of NG911 technical 

standards 

4. Develop an NG911 governance framework 

5. Develop an NG911 funding model 

Genachowski began working on this plan last year. His catalyst for 

taking action was the fact that trapped students could not text 911 

during the Virginia Tech campus shootings in 2007. 

Being that texting has replaced talking in the teen demographic; this 

plan seems like a step in the right directions, as it aligns with the 

evolving nature of telecommunications. 
~Mashable.com / CNN.com 

http://mashable.com/follow/topics/fcc/
http://mashable.com/2010/11/23/text-911/
http://transition.fcc.gov/Daily_Releases/Daily_Business/2011/db0810/DOC-309005A1.pdf
http://mashable.com/2011/07/02/texting-teens-infographic/
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ATTORNEY  CORNER... 
complete the form as accurately and completely as is possible, 

making liberal use of ñunknownò or the like.  A seller who 

has never lived in the property will have to do the same thing.  

It is not as though a non-resident seller does not have more 

knowledge about the property than the buyer.  The seller has 

paid bills and perhaps has repaired the property or taken com-

plaints from tenants.  Even a seller who has used a property 

manager can obtain information that renders the sellerôs dis-

closure a more useful tool than nothing. 

In addition to knowing when to use the form, you have to 

know how to use it.  Whether a listing or selling agent, you 

should read every line of the disclosure to make sure it is 

completed and that it makes sense.  If not, send it back to the 

seller, or if you are a buyerôs agent, send it to the listing agent, 

to be completed.  Ask questions when answers do not make 

sense.  Make sure that if the form bears an older date that it is 

re-dated by the seller to assure that it is not ñstale.ò 

For those of you who know this stuff and are incredulous that 

there are those among you who do not understand seller dis-

closure, help me out.  Give a copy of this article to every li-

censee in your office.  I am really not worried about going out 

of business.  In fact, I am reasonably certain that in the next 

several weeks I will once again be incredulous when another 

suit is assigned alleging that the agent did not use the form, 

read the form, understand the law or its exceptions! 

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

2011, All Rights Reserved,  www.realcompliance.com 

 

SELLER DISCLOSURE ï  

ONE MORE TIME!  

The leading cause for real estate malpractice suits is agent 

failure to know the exceptions to the Disclosure Law.  There 

is no excuse and there are consequences for this failure to 

know!  Just last week an E&O insurer hired me to defend two 

new cases where disclosures were not given prior to sale. 

In the first case, the seller signed the disclosure form, but writ-

ten over each page, in the agentôs writing, were the words 

ñSeller has not lived in the property.ò  Not a single question 

was answered on the disclosure form!  In this case, the seller 

was a rehab company that bought, repaired, and sold the prop-

erty.  The seller obviously knew a lot about the property hav-

ing assessed its pre-repair condition and then having corrected 

all the problems (or mostly all) before selling it. 

In the second case, a four-unit ñcommercialò apartment house 

was sold without a disclosure form.  The defendant agentôs 

reasoning here was that because the property was commercial 

(after all, the Agreement of Sale was written on a PAR 

ñcommercialò standard form), no seller disclosure was re-

quired! 

Now, I really should not get exercised about these agent fail-

ures.  I am getting paid reasonably well to defend them and I 

have got a bag of defenses that frequently work (e.g., the 

buyer knew of the problem even without the disclosure; the 

listing agent was unaware of the defects so even if the seller 

had completed the disclosure the agent would not have been 

able to correct it, etc.).  Regardless, I do get exercised about 

these suits and it is time that they stop. 

So how do we stop these suits?  It is really quite simple: know 

the rules about seller disclosure, know the rules about seller 

disclosure, know the rules about seller disclosure. 

Assuming you want to do this right, it is very easy to know 

the exceptions to the rule that a seller must complete a disclo-

sure statement.  They are printed in every Agreement of Sale.  

Look for them.  There are nine (9) exceptions.  There is no 

exception for sellers who never lived in the property; there is 

no exception for an apartment building with four or fewer 

dwelling units; there is no exception for a seller who granted 

power-of-attorney status to another; there is no exception for 

an out-of-state owner; and there are no exceptions other than 

the nine listed in the law that are also reprinted in the Agree-

ment of Sale! 

Yes, I know that it is not always simple.  The old man who is 

in a nursing home and has appointed a representative under a 

power-of-attorney will still have to provide a disclosure.  If 

that seller is competent and can complete the disclosure, so 

much the better.  If the seller is incompetent, and assuming 

that the power-of-attorney is durable, then the attorney-in-fact 

will have to complete the disclosure form.  Sometimes the 

attorney-in-fact knows a lot about the property (e.g., a child of 

the incompetent who once lived in the property or who may 

still be paying bills) and sometimes the attorney-in-fact will 

have no knowledge.  Regardless, the attorney-in-fact should 

 

¶ 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 



4 

 

REAL  ESTATE NEWS... 

WHO OWNS THAT  PHOTO? 

Everyone wants to talk about the benefits of ñbeing in the 

cloudò with your business ï and there are certainly advantages 

to be had. But as with so many things in your life, you need to 

be careful about running willy-nilly into something without 

looking at some of the fine print in the Terms of Service (TOS) 

you agree to when you use one of these services. 

One of the more recent issues in this area has involved online 

photo sharing. When you take a picture you automatically have 

a copyright for the picture. That copyright covers a ñbundleò of 

rights that you can control. You can give away some of the 

rights, sell some of the rights or just keep them all to yourself. If 

youôve ever used a photograph with a Creative Commons li-

cense, you probably know a little something about how this 

works. 

What you may not know is that if you take a picture and upload 

it to a photo-sharing site you may inadvertently give away some 

of your rights to that photo based on the siteôs terms of use. For 

example, when you upload a photo to Twitpic ï a popular photo 

sharing site that links with Twitter ï its TOS (as of May 10, 

2011) says that: 

ñYou retain all ownership rights to Content uploaded to Twit-

pic. However, by submitting Content to Twitpic, you hereby 

grant Twitpic a worldwide, non-exclusive, royalty-free, subli-

censeable and transferable license to use, reproduce, distribute, 

prepare derivative works of, display, and perform the Content in 

connection with the Service and Twitpicôs (and its successorsô 

and affiliatesô) business, including without limitation for pro-

moting and redistributing part or all of the Service (and deriva-

tive works thereof) in any media formats and through any me-

dia channels.ò 

Cutting through the legal mumbo-jumbo, this means that you 

can use the photo however you wantébut so can Twitpic. For 

example, if you take a picture of a celebrity getting arrested, 

you could sell it to the tabloid of your choice but so can Twit-

pic. Odds are good theyôll do it first and they wonôt be paying 

you for it, either. In fact, Twitpic has signed a distribution 

agreement with the World Entertainment News Network 

(WENN) to do just that. Though theyôre primarily interested in 

celebrity photos, thereôs nothing to say that the listing photos 

you uploaded to the service wonôt be sold to a stock photo site 

next year. 

Is this a bad thing? Maybeémaybe not. Twitpic says that giv-

ing them these rights makes it easier for them to track down 

folks who just try to take your photo without payment or attri-

bution. Other commentators have been less charitable and some 

have overreacted to the point of totally misunderstanding what 

these changes really do. But at the end of the day, itôs up to you 

to read the terms of service so you know what rights youôre 

giving up to certain providers. 

~Hank Lerner, Esq., PAR 

TWO MINOR  CHANGES MADE  TO  

AGREEMENT  OF SALE  

Recent changes to the Agreement of Sale were prompted by 

best practices and legislation; however, Realtors® could find 

them useful given the current market conditions. 

The first change to PARôs Agreement of Sale is the addition of 

a new paragraph 9 called Change in Buyerôs Financial Status. 

This new language requires a buyer to inform a seller if the 

buyerôs financial status has changed in any way that would af-

fect the buyerôs ability to purchase the property. 

Some of the items that would be disclosed include: 

Å A change in employment 

Å Loss of sale of buyerôs home 

Å A new financial obligation 

Å A judgment against the buyer. 

The addition of this new paragraph also changed the paragraph 

numbers on all subsequent paragraphs in the Agreement. 

The second change is the addition of private transfer fee (PTF) 

language to the end of Title, Surveys and Costs paragraph (now 

paragraph 16). A private transfer fee is paid to a private (non-

government) person or entity when a property is sold or trans-

ferred. The paragraph assumes that the property is not subject 

to a PTF obligation unless you indicate otherwise. If the prop-

erty is subject to a fee obligation, the Private Transfer Fee Ad-

(Contôd. on pg. 10) 

http://computer.howstuffworks.com/cloud-computing.htm
http://computer.howstuffworks.com/cloud-computing.htm
http://www.parjustlisted.com/archives/7930
http://www.parjustlisted.com/archives/7930
http://creativecommons.org/licenses/
http://creativecommons.org/licenses/
http://www.nytimes.com/2011/05/23/technology/23terms.html?_r=3
http://www.nytimes.com/2011/05/23/technology/23terms.html?_r=3
http://twitpic.com/
http://twitpic.com/terms.do
http://www.bjp-online.com/british-journal-of-photography/news/2070167/twitpic-signs-controversial-deal-celebrity-photo-agency
http://www.bjp-online.com/british-journal-of-photography/news/2070167/twitpic-signs-controversial-deal-celebrity-photo-agency
http://blog.twitpic.com/2011/05/your-content-your-copyrights/
http://www.paulandstorm.com/longer-thoughts/twitpicpocket-or-say-it-aint-so/
http://marketplace.publicradio.org/display/web/2011/05/24/pm-twitpic-takes-pictures-literally/
http://www.parealtor.org/content/upload/AssetMgmt/Standard%20Forms/PDFs/ASR.pdf
http://www.parealtor.org/assetMgmt/assetViewer.aspx?AssetID=7601
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EDUCATION ...  

Attention Brokers & Office Managers : If you want a 
ôSafety Planõ for your office, kits are available on NARõs 

website and at the Association Office.  

REALTOR® SAFETY WEEKðSEPTEMBER 

12ð18, 2011 

FREE SAFETY WEBINAR FREE SAFETY WEBINAR FREE SAFETY WEBINAR  September 12, 

2011 at 11:30AM. Safety expert, Andrew Wooten 

will present a one-hour webinar, "Cyber Safety & 

Social Media," learn how criminals use your social 

media information; decrease hacking opportunities of 

your laptop, phone, etc.    

Pre-register on REALTOR.org 
https://www2.gotomeeting.com/register/925613306 

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 
 

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

Seminar:  Processes & Procedures in Selling HUD 
Homes 

Speaker:  Tamar Gomaa 
Member Cost:  $0  

Location:  Association Office 
Credits: None, This is a free seminar, not a CE class 

 
To register for the above classes, go to www.Lebanon

-Realtors.com ũEducationŪ page.   

MLS TRAINING FOR SEPTEMBER has been  
cancelled due to the Associationõs move to the new of-
fice.  The next MLS Training will be held at the new 
office, 989 Quentin Rd., Wednesday October 19, 2011.  

Thank you for your patience during our transition. 

http://www.learninglibrary.com/AspDotNetStoreFront70/p-669-realtor-safety-series-social-media-and-cyber-safety.aspx
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
http://www.lebanon-realtors.com/Education.html
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ASSOCIATION  NEWS 

Your Association requests the pleasure of your company at  
our 85th Anniversary Celebration and Grand Opening  

of the new office! 

www.Lebanon-Realtors.com, óAssociation Newsô Pg. 

Reservations:  717.272.6126, Fax: 717.270.5668 or 

Location:  989 Quentin Rd.  

Lebanon, PA 17042 

(The old KinderCare bldg. on  

Rt. 72 across from Spangcrest) 

Date: 10/26/2011 

Time: 11:30amð1:30pm ~ Stop By Anytime 
Group  

Photo For 
Members at 

12:30pm  

Reservations required.  
RSVP no later than  

Thursday 10/20/2011. 
Food and drinks will 

be served. 

 

~ Article written 

and provided by  

Jonestown Bank & 

Trust,  

717 - 274 - 5180 ext. 

336  

 

EDUCATE  YOUR CLIENTS  OF THE  BENEFITS 

OF STAYING  LOCAL  

Buying a new home certainly comes with a significant 

amount of anxiety.  Down money, applications, time away 

from work and the associated documentation all contribute 

to the stress level of buyers.  Choosing a local lender can 

help eliminate some of that tension. 

Each lender has underwriting criteria and an understanding 

of rules and regulations governing the mortgage process.  

However, your local institution has the added value of exten-

sive market knowledge and a pulse of what is happening in 

the community.  In many cases, a local lender has flexibility 

that out of town lenders do not have. 

Much like consumers in general, your buyer is looking for 

opportunities to make their life easier, the convenience of a 

local lender can sure help.  Here are just a few advantages 

for your client when they work with a neighborhood institu-

tion: 

¶ Local decisions provide a faster response 

¶ Local underwriters have market knowledge and expertise 

¶ In person representation at settlement can help navigate 

last  minute surprises 

¶ The option of local servicing 

· The seller may be more inclined to accept an offer if the 

approval is local 

The option of retaining local servicing for a mortgage can be 

a big selling tool for a REALTOR
®.  Consider how many of 

your mortgage clients have had bad experiences with getting 

questions answered, getting their taxes or insurance paid 

through escrow, or even just making a payment.  Local ser-

vicing provides: 

· Local contacts for questions 

· The ability to make in person payments 

· Drop-off site(s) for escrow related documents 

· Fast problem resolution 

In addition to these benefits, your mortgage client may value 

having the simplicity of having their entire financial relation-

ship at one institution. 

 

 

http://www.lebanon-realtors.com/News.html
http://www.jonestownbank.com/locations.asp
http://www.jonestownbank.com/locations.asp
http://www.jonestownbank.com/locations.asp
http://www.jonestownbank.com/locations.asp
http://www.jonestownbank.com/locations.asp
http://www.jonestownbank.com/locations.asp
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Auction Items             

 A variety of  art work by Members of 

the Lebanon Valley Council on the 
Arts,   Theme  Gift Baskets,   Handbags, 

Jewelry,  Power Tools, Sports  and 
Celebrity Memorabilia, Gift 

Certificates, Vacation Get-A-Ways, 

Tickets to Various Entertainment 
Venues, é and  much more! 

 

THE  L EBANON  COUNTY  
ASSOCIATION  OF REALTORS ®  

 
 cordially invites you to the  

Fifteenth Annual Benefit Auction  
 

Proceeds donated to:  

H ABITAT  FOR  H UMANITY  OF  
L EBANON  COUNTY  

  REGISTRATION  FORM    (one registration per person or  per coupleðprint clearly)  
 

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

  

 

 

 
 

 

 D ATE :  Friday, October 14, 2011  

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

  7:15  p.m.  Live Auction Begins  
 

 PLACE :  Lebanon Country Club  

  3375 West Oak Street  

  Lebanon, PA 17042  
 

Wine, Beer and a Hot Buffet will be served  

Cash Bar Available   

Auction conducted by N ELSON  EBERSOLE , A UCTIONEER  & R EALTOR ® , SUBURBAN  R EALTY  
 

F OR  A DDITIONAL  I NFORMATION  PHONE :  

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

or Habitat for Humanity: (717) 867 -1044  

Guest (1) Name:       

Address:         

   

Phone:       

Email: _______________________________  

Guest (2) Name:     _____  

Address:         

   

Phone:       

Email: _______________________________  

 *  I have enclosed $   for           (# of registrations)  to the event. (money must accompany form)  

 *  How many bidder paddles are needed?  One  or  Two      (please circle) 

Registration $25  pp (pre-registrations only ðno door sales) - Registrations are due by October 4th, 2011  

FOR ADMISSION , COMPLETE AND RETURN THIS PORTIONðAlong with Registration Feeð TO: 
LEBANON COUNTY ASSOCIATION OF REALTORS®  - 1300 FLORENCE STREET  -  LEBANON, PA  17042 

http://www.lebanon-realtors.com/10artauctionnews.html
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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 cho 

   sen 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!!! 

http://www.lebanon-realtors.com/10artauctionnews.html
mailto:secretary@lebanon-realtors.com
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dendum to Agreement of Sale (PAR Form PTF) should be com-

pleted and attached. While very few PTF obligations exist, this 

language was added in response to new legislation that PAR 

worked to pass this year that requires any Private Transfer Fee 

obligations to be in laid out in an agreement of sale in order to 

transfer. 

These changes led to a new revision date (at the bottom of each 

page) and copyright (bottom right on the first page) on the most 

recent version of the Agreement. The 1/10 date remains 

below the copyright on the front page to 

indicate the date of the last complete 

overhaul of the form. 

~Mike Barth, PAR 

 

(Contôd. from pg. 4) 

Scholarship Essay Contest Winners Announced...  

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

- 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 winning essays 

will be published in óBoard Briefsô; Dennisô essay follows. 

WHY  USE A REALTOR ®? 
 

 Buying or selling a house is a very important time in oneôs life.  Although an exciting time, this process can also become 

quite stressful .  Home buyers and sellers often have many unanswered questions.  However, by using a REALTOR®, this 

burden can be lifted which will allow one to set back and enjoy the experience of entering the housing market.  This is one of the 

largest financial transactions most people will make in their lifetime, why leave it up to chance? 

 To begin, a REALTOR® knows the market better than anyone else.  As trained professionals, REALTORS® have seen hun-

dreds of houses and have a wide range of knowledge.  REALTORS® know what is happening in your state, community, and even 

your own neighborhood.  By using their knowledge and tools, a REALTOR® can get the customer the best deal possible.   

 Not only do REALTORS® know the market, but they also are skilled at marketing.  REALTORS® know what will attract a 

buyer.  They are able to get a customerôs house the maximum exposure possible in hopes of a successful sale. For a home buyer, 

a REALTOR® has access to many listings and can help a customer find that dream home.  Whether buying or selling, a REAL-

TORôS® knowledge of marketing strategies can benefit a customer of any kind. 

 REALTORS® are experienced negotiators who are trained in closing deals.  Using a REALTOR® can be helpful in avoiding 

errors during the business phase of a deal.  They are able to focus on the main objective during what can be an emotional time for 

both buyers and sellers.  A REALTOR® possesses a balance of firmness and tactfulness that can successfully close the sale.   

 Another reason for using a REALTOR® is their access to a network of buyers, sellers, and other realtors.  Many times a 

REALTOR® will make a sale with a previous client or personal contact.  In fact according to a study conducted by the NA-

TIONAL ASSOCIATION OF REALTORS®, 82% of real estate sales are made through previous clients, referrals, friends, fam-

ily, and personal contacts.  With their ever-growing web of customers, realtors are great at bringing buyers and sellers together.   

 Probably the best thing about using a REALTOR® is that they reduce a customerôs stress.  REALTORS® serve as your per-

sonal assistant.  They take the responsibility of showing the home and contacting potential customers.  REALTORS® make it 

their job to cater to the potential buyer.  A REALTOR® can lead to an easy and stress free sale of a home.    

 Whether representing a buyer or a seller, REALTORS® have many tools to offer you during your experience in the housing 

market.  Knowing the market, knowing clients, and knowing how to close a deal are just some of the many skills a REALTOR® 

possesses that will help during a sale.  So let one of these trained professionals assist you with one of the biggest events of your 

life.  Use a REALTOR®. 

CITED SOURCES:ñWhy Use a REALTOR®   ?ò REALTORÈ.com.   n. pg. Web. 19 Mar 2011. and KROTCHIE, MICHAEL.  ñTop 100 Reasons to use a Realtor.ò  Tuc-
son Realtor (2007): n. pg.  Web.  19 Mar 2011 
  

GET A TAX BREAK  FOR YOUR WORK  CLOTHES? 

The Internal Revenue Service has permitted business deductions 

for the cost of uniforms or special work clothes not suitable for 

personal wear, such as nurse's uniforms, theatrical costumes, and 

clothing with a company logo. 

Thus, you cannot deduct the cost of a regular business suit or other 

clothing that you can wear outside of business. However, if you 

purchase clothing with a real estate company logo on it, you may 

deduct the cost because it is not suitable outside of business. If 

your clothing is deductible, you may also deduct the cost of dry 

cleaning and other care. 

A real estate agent or broker may not deduct the cost of a haircut, 

makeup or other expenses to maintain a "professional appearance." 

These are considered personal expenses by the IRS, and are there-

fore not deductible. 

~ Stephen Fisher, Inman News 

http://www.parealtor.org/assetMgmt/assetViewer.aspx?AssetID=7601
http://www.parealtor.org/content/upload/AssetMgmt/Legal%20Services/Laws%20&%20Regulations/Private%20Transfer%20Fee%20Obligation%20Act.pdf
http://www.parjustlisted.com/archives/7994
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LEBANON COUNTY  SOLD  STATISTICS  

AUGUST 1 ï 31, 2011 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,176 $ 252,816,657 86 $ 156,126 84 

  Annville-Cleona 70 $ 19,333,698 7 $ 133,418 76 

  Cornwall-Lebanon 413 $ 100,094,118 35 $ 192,139 87 

  Eastern Lebanon 142 $ 27,510,516 12 $ 155,581 62 

  Lebanon City 204 $ 21,261,057 14 $ 63,429 116 

  Northern Lebanon 150 $ 33,213,586 7 $ 161,968 75 

  Palmyra 197 $ 51,403,682 11 $ 170,850 64 

 Multi -Family 50 $ 8,886,100 1 $  99,900  31 
 

 Lots  209 $ 28,231,400 1 $ 100,000 551 
 

 C/I/B Sale 50 $ 22,542,000 3 $ 215,000 351 
 

 C/I/B Lease 8 $ 241,151 0 $ 0 0 
 

 County Total 1,493 $ 312,717,308 91 $ 156,833 97 

 

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  

AUGUST 1 ï 31, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,165 $ 237,889,832 76 $  161,720 84 

  Annville-Cleona 55 $ 10,878,500 6 $ 150,683 35 

  Cornwall-Lebanon 396 $ 95,887,324 26 $ 165,964 84 

  Eastern Lebanon 162 $ 29,498,284 15 $ 178,348 71 

  Lebanon City 209 $ 21,746,358 11 $ 82,718 75 

  Northern Lebanon 149 $ 33,798,005 6 $ 200,200 146 

  Palmyra 194 $ 46,081,361 12 $ 190,437 59 

 Multi -Family 61 $ 10,270,300 2 $ 47,450 46 
 

 Lots  175 $ 29,341,500 1 $ 138,500 137 
 

 C/I/B Sale 44 $ 19,703,000  1 $ 280,000 267 
 

 C/I/B Lease 10 $ 270,177 0 $ 0 0 
 

 County Total 1,455 $ 297,474,809 81 $ 159,785 87 

 

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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Our Deepest Sympathies to: 
Tracey Wilson, Brownstone Real Estate, whoŪs fa-

ther-in-law, James ŬDonŭ Wilson, passed away on 

Aug. 3, 2011.  Please keep Tracey,  her husband 

Larie, and the Wilson family in your thoughts and 

prayers. 

 

Tom Edkin, Tom Edkin REALTOR­, whoŪs 

mother-in-law, Mary E. Fisher, passed away on 

August 27, 2011.  Please keep Tom, his wife Lynn, 

and the Fisher family in your thoughts and 

prayers. 

MEMBER  CORNER... 

A new season  
of our  

lives begins! 

COMINGS & GOINGSé 
 

New REALTOR
È
 Members:  

Janera Sanchez, RE/MAX of Lebanon County 
 

REALTOR
È
 Member Transfers:  

Jean M. Taylor, Integrity 1st Real Estate 
 

REALTOR
È
 Member Escrows:  

Doug Wright, Century 21 Krall Real Estate 
 

REALTOR
È
 Member In Referral:  

Gabby Brosius, Coldwell Banker Select Profs. 
 

Affiliate Member Cancellation:  

Chuck Berthoud, Housemaster New Address, effective 9/21/11. 

Lebanon County  
Association of REALTORS

®
 

989 Quentin Rd.  
Lebanon, PA 17042  

Phone/Fax Remain the Same 

MAP SEARCH 
 

The Map Search combines a 
Quick Search template with mapping shapes to narrow 
listings to a specific geographic area. To begin, click on 
Map Search on the flexmls menu, select a Quick Search 
template from the list, and click Use. 
At the bottom of the map are three shape tools that you 
can use to define map areas youôd like to search. You 
can draw a rectangle, circle, or polygon. If the map is al-
ready showing the general area youôd like to search, you 
can begin drawing your shapes immediately. If you need 
to move the map before you begin, use the pan tool and 
zoom tools to find the area youôd like to search. To zoom 
in on the map, you can use the scroll wheel on your 
mouse, if you have one, or you can use the zoom bar at 
the left edge of the map.   
 
For irregular search shapes, use the polygon map tool . 
The polygon tool creates a search shape with an unlim-
ited number of sides, so you can be as precise as you 
would like when creating your search area. To begin, 
click on the polygon tool in the map toolbar. Click once to 
define the first corner of your polygon. As you move your 
mouse, a line connects back to your starting point ï click 

again to set the next corner of your 
shape. Each time you click when 
using the polygon tool, youôll set an-
other corner of your shape. Use as 
many points as you need to define a 
curve, neighborhood boundary, or 
other edge. When you are satisfied 
with your shape, double-click to  
finish. 
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MEMBER  CORNER... 
Please donate!  We still need donors in  

order to meet our 2011 goal!   

Why donate? You donôt need a special reason to give 
blood. You just need your own reason.  

Á Some of us give blood because we were asked by 
a friend. 

Á Some know that a family member or a friend might 
need blood some day. 

Á Some believe it is the right thing we do. 
 

Whatever your reason, the need is constant and your contri-
bution is important for a healthy and reliable blood sup-

ply.  And  youôll feel good knowing you've helped change a 
life. 

Central PA Blood Bank www.ccpp.org 

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 

 

   39 N. 12th St. Lebanon, PA 17046 

Wed. Sept. 7, 14, & 21st 6:00pmï9:00pm 

Wed. Oct. 5, 12, 19th 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 

Quote of the Month 
ŬLosing a game is heartbreaking.  Losing your 
sense of excellence or worth is a tragedy.ŭ 

~ Joe Paterno 

 1 Ellen Cowan Prudential HomeSale Svcs Group 

1 Kathy Kulbitsky Northwest Savings Bank 

5 Shawn Koppenhaver Century 21 Krall Real Estate 

9 Brenda Miller Re/Max Cornerstone 

9 Jennifer Rogoze Rogoze Appraisals 

9 Kelly Woelfling Lebanon Land Transfer 

9 Christian Zellers Northwest Savings Bank 

12 Frederick Pickard Innovations Realty, Inc. 

13 Dana Kapp Prudential HomeSale Svcs 

15 Jackie Miller Brownstone Real Estate  

16 Maxine Brandt Re/Max of Lebanon County 

17 Doug Meyer Century 21 Krall Real Estate 

20 Margie Groy Ulrich Professionals Realty 

20 Steve Levengood Re/Max Cornerstone 

21 Ronald Bortner Prudential HomeSale Svcs 

22 Tim Miller Penn Realty, LTD 

23 Lori Kahl Brownstone Real Estate  

23 Therese Bogia Bogia Engineering 

24 Eugene Hoffman Century 21 Krall Real Estate 

25 Michelle Ebling Century 21 Krall Real Estate 

25 Jennifer Soliday Prudential Gacono Real Estate 

26 Yvonne Kuhn Coldwell Banker Select Pros. 

28 Frank Tomecek Sr. Frank Tomecek  RE Appraisers 

30 David Mull Professional Home Inspection 

Happy Happy   

September September   

Birthday toéBirthday toé  

http://cpbb.org/donate
mailto:secretary@lebanon-realtors.com

