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        As we begin a new year, I want to thank you for 

your vote of confidence in becoming your President. I 

am honored to be serving in this way and will strive to 

do my very best to represent you as an Association of 

REALTORS
®. 

         I would like to thank Tracey Wilson for serving as 

our President in 2011.  I truly appreciate all of her ef-

forts to guide us through the purchase of the new build-

ing and for all that she has done to move us forward as 

an association. 

         And, of course, I want to wish you all a very 

Happy New Year!  My wish for you all is for a happy, 

healthy, and successful year.  As we move into 2012 

and begin to think about our goals and desires for the 

year, I would ask you all to give thought to ñmaking a 

differenceò in your association.  Included in this 

monthôs newsletter is a listing of all of the committees 

established within our association.  Some of them are 

task specific (Christmas party) while others work 

throughout the year (Education).  Some require a very 

small amount of time (Blood Donor) while others re-

quire a monthly meeting and more time (Public Rela-

tions).  Please take a few minutes and review the com-

mittees.  Iôm sure there is something for everyone.  If 

you are not sure what is involved with the committees, 

please feel free to contact me or the committee chair to 

find out what a particular committee does.  After finding 

a committee which suits your interests, contact the com-

mittee chair or the LCAR office to volunteer for that 

committee. I would love to see every member of our 

association serving in at least one capacity.   Itôs been 

said that, ñYour Merry Christmas may depend on what 

others do for you. But your Happy New Year depends 

on what you do for others.ò  What will you do for others 

in 2012?  What will you do for your association? 

From the PresidentðAmy Dellingeré 

1300 Florence Street, Lebanon, PA 17042        January 2012  

Up Coming Events... 

January: 

          1 Happy New Year! 

         11 Luncheon Meeting, 2012 Officer InstallationðLCC 

         16 Martin Luther King Jr. DayðOffice Closed 

         18 MLS TrainingðAssociation Office 

February: 

 8 Luncheon Meeting, Affiliate AppreciationðLCC 

10 Winnerôs Circle Deadline 

14 Valentineôs Day 

15 MLS TrainingðAssociation Office 

        20 Presidentôs DayðOffice Closed 

   

SEE THE  FULL  CALENDAR  OF EVENTS & E VENT   

DETAILS  AT : 

 WWW .LEBANON -REALTORS .COM  
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ASK THE  ATTORNEY ... 

NEW CONSTRUCTION ï WHAT  

WARRANTY?  

Does new residential construction come with a warranty?  

What do you tell new home buyers about the builderôs war-

ranty?  If you are confused or uncertain, there is good rea-

son. 

Pennsylvania common law (case law) holds that a vendor-

builder of new construction impliedly warrants that the 

home is selling is constructed in a reasonably workmanlike 

manner and that it is fit for habitation.  By its very nature, 

an implied warranty is far less specific than one that is in 

writing.  It also contains fewer exclusions! 

A written warranty, due to the specific and enumerated ex-

clusions, may actually provide less coverage than no war-

ranty at all!  That is because the written warranty will most 

likely limit or exclude the full force and effect of the im-

plied warranty. 

The statute of limitation within which to bring suit for a 

breach of the implied warranty of habitability is four years.  

That period may actually be extended if the condition 

which constitutes a breach of the warranty is one that could 

not have been reasonably discovered within four years.  

The ñdiscovery ruleò generally provides that the statute of 

limitation is four years from the date when the condition 

could have first been discovered by one exercising reason-

able diligence. 

There are builders who enroll their properties with third-

party warranty providers.  These companies, for a fee paid 

by the builder, administer and assume all warranty obliga-

tions.  The liability of the third-party warranty is premised 

on a requirement that the builder has constructed the prop-

erty according to plans that meet the warranty companyôs 

requirements.  Failure on the part of the builder to comply 

with those requirements may render the warranty useless or 

of limited benefit.  In that case, the builder will become the 

warrantor. 

A benefit to third-party warranties is that they are likely to 

exist even if the builder goes under or has insufficient as-

sets to cover warranty situations.  And that leads us to the 

question of the worth of a builderôs warranty.  Builders who 

are incorporated or take some other form of legal entity 

may be judgment proof.   It may own no equipment and 

hold few, if any, assets.  When it fails to properly address a 

warranty issue, your buyer may have very limited recourse, 

or none at all. 

So, how do you properly protect your buyers who seek to 

buy new construction?  By recognizing the complexity of 

warranty issues, you are off to a good start.  Too many buy-

ers have purchased new construction without a thought of 

the warranty other than some vague knowledge of having to 

complete a ñpunch-listò within some period following settle-

ment.  If the builder provides a written warranty, get a copy 

well in advance of signing any agreement to purchase.  The 

written warranty is every bit important as the features, costs 

and other considerations that the buyer will factor when de-

ciding whether to purchase. 

Determine whether the warranty is provided by a third party 

and obtain all of the written materials intended for the pur-

chaser.  If there is neither a builder-supplied warranty nor a 

third-party warranty, then advise your client of the implied 

warranty and assure that there is no provision in the contract 

limiting or excluding that warranty.  Also ask for references.  

Knowing how the builder treated others is valuable informa-

tion. 

Finally, and without question, advise your buyers to consult 

an attorney who can provide a detailed analysis of the war-

ranty issues and who can best answer your buyersô questions.  

Advising your buyers to consult counsel should be standard 

practice.  When you put the advice in writing, whether on 

paper or by email, you buy yourself reduced risk, peace of 

mind and an easier nightôs rest. 

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C., 2011 

All Rights Reserved 

 



 

3 Options for Buying a Home After a 

Short Sale 
 

Q: I experienced a hardship two years ago and had to sell 

my house via short sale. I am now ready to purchase a 

home but heard I would have to wait another year because 

of FHA rules. I have been paying my rent on time and my 

credit is in the 700s. What programs or other options do I 

have in terms of obtaining a loan? I want to purchase a 

house for $70,000. --T. Jordan 

A: I'm glad to hear that your hardship has passed, and that 

you've been able to get your finances back in shape. Who-

ever you've spoken to is correct: There is a three-year 

waiting period after a short sale before you can qualify for 

an FHA loan on a new home. As I see it, though, you have 

three clear options: 

1. Wait a year. The fact is, time flies -- and you're only 12 

months away from the expiration of the FHA waiting pe-

riod. Frankly, there are so many homes on the market right 

now, including an enormous percentage of distressed prop-

erties with condition problems and such, that between get-

ting their own financial ducks in a row and house hunting, 

it is taking many homebuyers more than a year from the 

time they get started to get into contract, even without any 

waiting period. 

Unless you have an uber-urgent reason to move or are very 

flush with cash (see No. 2, below), my advice is to wait 

the year. In the meantime, pay your bills on time -- every 

time -- and work with your mortgage and real estate bro-

kers to make sure all your other financial ducks are in a 

row so there are no surprises when your waiting period is 

up. 

2. Get a non-FHA loan. FHA is popular -- especially 

among those who only have the cash to make the FHA 

minimum 3.5 percent down payment -- but it's not the only 

game in town. The vast majority of conventional (non-

FHA) loans available from mainstream lenders are insured 

by Fannie Mae and Freddie Mac. 

Both these agencies impose a shorter, two-year, post-short

-sale waiting period, as long as the borrower is coming in 

with a 20 percent down payment. If you wait an additional 

two years, the minimum down payment requirement 

comes down to 10 percent, but by then you will qualify for 

the 3.5 percent FHA mortgage. 

3. Plead the case of extenuating circumstances. FHA 

guidelines do make an exception for the three-year, post-

short-sale waiting period for former homeowners/wannabe 

borrowers who can document that they were forced to do 

the short sale by extenuating circumstances. The most 

common fact scenarios that fit the bill are a job transfer to 

another area (not job loss) or a natural disaster that af-

fected the property (e.g., fire, flood, etc.). 
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Beyond that, whether a "hardship," to use your terminol-

ogy, rises to the level of an extenuating circumstance for 

purposes of qualifying for an FHA loan is up to the discre-

tion of the lender, but things like a job loss, the adjustment 

of a mortgage or the decline of the home's market value do 

not count.  

If you had, say, an accident or illness that resulted in a 

temporary disability, it might be worth the effort to plead 

your case. Speak with your mortgage professional about 

whether you can make a credible argument in favor of 

shortening your waiting period. 

Tara-Nicholle Nelson, Inman News® 

 

REAL  ESTATE NEWS... 

ñBe always at 
war with your 
vices, at peace 

with your 
neighbors, and 

let each new 
year find you a better man.ò   

~Benjamin Franklin  

http://www.inman.com
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greens. Remember to use these colors in large areas. It's often a 

good idea to keep the extra bold colors to accent walls. Buyers 

don't always appreciate bold colors.  

Rule of three: Our eyes are attracted to groups with an odd num-

ber of pairings. It seems groups of three are very eye-pleasing. 

But don't just take a trio of home decorations and line them upï

boring! Use different textures, sizes (height and width), colors 

and shapes. Place them in a triangular formation. You can use a 

couple of groups of three on a larger table or surface.  

Hotel Swank: The bathroom is one area to really take a close 

look at before your list your home. Just about nothing is worse 

than walking into a dirty, smelly bathroom. If your grout is worn 

or dirty, spend the money to get it cleaned and sealed or do it 

yourself. This can be a tedious task but it will help when it 

comes time to sell your home. Get rid of any countertop clutter 

like electrical cords and items that somehow wound up in the 

bathroom but have no reason to be there. Add a couple of mildly 

fragrant candles and roll your towels (like the hotels do) and set 

them on a counter or in a basket; it'll give it that welcome feeling 

-- like visiting a spa.  

Remember selling your home in a tough market is about creating 

broad buyer appeal. Buyers are sure to appreciate special finish-

ing touches, especially when some listed homes (like many fore-

closures) aren't being maintained. 

Phoebe Chongchua, RealtyTimes 

REAL  ESTATE MARKETING ... 

Selling In Tough Markets 

Selling your home in a tough market is stressful, but there are 

things that you can do to help speed up the process. Even sim-

ple details like rearranging furniture and replacing light bulbs 

can bring better results with buyers.  

Where should you focus your attention? Start by looking over 

these tips and deciding which areas of your home can benefit 

from some changes that don't cost much yet can increase the 

offers on your home.  

Off the walls: Moving your furniture away from the walls can 

make the room appear larger not smaller. A lot of people think 

it's the opposite. Of course, it depends on the shape and size of 

the room. If you're trying to make the room appear larger, just 

remember that you don't have to shove all the furniture against 

the walls.  

Mix & match: Just because you bought a couple of pieces of 

furniture as a set doesn't necessarily mean that they have to 

live together in your house side by side. Sometimes you can 

take one item and place it in another room and create a unique 

look that actually fits your space better than when the two 

items were paired together. Move furniture and artwork 

around to see what is most visually attractive. It may not be 

how you lived in the home, but often the way a home shows 

best is not necessarily the way it's lived in.  

Junk room: Even just adding a colorful chair and small table 

can start to make a room look more appealing. If you have a 

junk room, it's time to tidy it up! Even a room that is a 

"miscellaneous" room should have some pleasant decor. Give 

the room a purpose. Is it a reading and writing room? Is it a 

sewing room? Is it the game room? Help buyers see how you 

use the space. This way they'll get their own ideas about how 

to use the area.  

Turn on the lights: A room that has poor lighting can make 

buyers want to leave the room quickly without even under-

standing why. They might feel cold, uncomfortable, and over-

all uneasy in the room. Staged homes look great often because 

of the lighting. According to HGTV.com, there are three types 

of lighting that help create good lighting: "ambient (general or 

overhead, task (pendant, under-cabinet or reading) and accent 

(table and wall)".  

Match the paint and drapes: This is an easy tip to make a room 

appear seamless. Paint the room the same color as the drapes. 

This creates the illusion that the room is larger and gives an 

unending feeling. Also, if you have an adjacent room you can 

paint it the same color and it helps the rooms to blend together 

and seem like one larger space rather than two small spaces.  

Go neutral: Outdated furnishings and bold paint colors can 

turn off buyers quickly and even reduce offers. Don't worry if 

you've been turned off by the off-white walls you grew up 

with, neutral doesn't mean just boring beige anymore. Today, 

neutral colors include warm tans, honeys, and even soft blue-

 

¶ Locally owned/operated and believes 
in building business relationships 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 
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HIGH  SCHOOL  SCHOLARSHIPS ... 
 

High School Seniors at Lebanon Co. high schools who are plan-

ning to continue their education at a post secondary two or four 

year college, are invited to apply for one of three $500 scholar-

ships sponsored by the Lebanon County Association of REAL-

TORS®. Students are asked to write a 500 word essay on ñHow 

Can Home Ownership Stimulate the Economy?ò. 
 

Rules and application for these scholarships have been provided 

to the Guidance Office of every high school in the County, and 

have also been posted on the Associationôs óEducationô page of 

our website at www.lebanon-realtors.com. Deadline for applica-

tions is Friday, March 23, 2012. The winners will be announced 

in April. 

our future decisions, and leaving behind the pain and other 

toxic wastes from the experience.  

Individuals and couples should take time out to acknowledge 

what has happened, and distill and discuss mistakes that were 

made and insights you've gained so that you can avoid repeat-

ing them in the future. It's a meaningful method for progressing 

past grief and repositioning yourself to make smarter decisions 

about your money and your mortgage for the rest of your life. 

3. Avoid rebound home purchases. 

There's a whole lot of what I call tuition -- the price we pay to 

learn life lessons -- involved in the loss a home to foreclosure. 

If rush in too quickly to the next home purchase, chances are 

good we'll miss the lesson and get nothing for the tuition. This 

is evident in the gymnastics many foreclosed homeowners are 

considering going through in order to buy a home at all costs. 

These may mirror their willingness a few years ago to take on 

an unsustainable mortgage, which is what got some portion of 

them into foreclosure in the first place. 

Trying to replace our losses on the rebound, be it after a 

breakup or after a foreclosure, is how people end up repeating 

their mistakes. Making new, unsustainable mortgage commit-

ments and chronically overspending or over borrowing is no 

different from your friend who keeps repeating the same old 

dysfunctional relationship patterns, year after year. 

4. Heal your finances. 

My advice to foreclosed homeowners is to devote some real 

time to working on their finances, without worrying about buy-

ing another home. Get your debt paid down or off. Change your 

spending habits and your overall relationship with money. Get 

your taxes current and paid. Save some money. Create the habit 

of paying every bill on time every time. Eliminate unnecessary 

monthly expenses. Work the programs in "365 Days to Organ-

ized Finances or Financial Recovery," or some similar book, or 

both. Focus for awhile on your career development. 

Tara-Nicholle Nelson, Inman News® 

4 Steps to Buy Again after Foreclosure 

Homeowners facing foreclosure seem to be desperate to buy 

again.  

Frequently, I receive letters from someone who hasn't yet 

lost their home to foreclosure but anticipates they soon will, 

and wants to be able to get back into the market, quick-like. 

Many claim their haste is because they don't want to miss 

out on today's bargain housing prices or interest rates. Yet 

neither seems poised to rise significantly any time soon.  

In the same breath, many of these folks say they're ready to 

pay top dollar for their next home, and pay an additional pre-

mium if they are forced to rely on lease-to-own, seller fi-

nancing, or a hard-money mortgage. 

Others claim they don't want to miss out on the opportunity 

to build equity in a home instead of paying rent, or cite the 

tax advantages of homeownership as the piece they particu-

larly want to retain. 

My advice is almost always this: Slow down! Most legiti-

mate loan programs now impose a three-year-plus waiting 

period after a borrower loses a home to foreclosure, even if 

they would otherwise qualify for a mortgage based on their 

credit score, income and assets. 

Here are my four suggestions for how you can wisely use 

that waiting period to recover from a foreclosure -- these 

steps also do double duty in terms of setting you up for suc-

cess and sustainability the next time you buy a home. 

1. Feel the pain. 

Many folks who write to me are still in the early stages of 

grief at the loss of their home: anger and denial. They are 

angry at the bank, and in denial about the loss of their home 

and its advantages, from status to tax write-offs.  

What I know is that getting through this grief is an essential 

first step to truly moving forward. Inherent in grief is an ac-

knowledgement that something is dead and over. The accep-

tance of that finality is what allows you to move forward and 

learn the lessons that such experiences can teach.  

As long as you're stuck in the emotional protestations of how 

unfair it was that you lost your home, or spinning in a place 

of outrage about the Wall Street bailouts, you're probably not 

making emotional progress to the point where you can begin 

to learn from your experience. 

2. Metabolize the loss.  

Henry Cloud, bestselling author of "Necessary Endings: The 

Employees, Businesses, and Relationships That All of Us 

Have to Give Up in Order to Move Forward" (Harper Busi-

ness, 2011), recommends that we treat our painful past ex-

periences as our bodies do food, metabolizing them by tak-

ing away the lessons we can distill from them that will fuel 

http://www.inman.com
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HOLIDAY  PARTYé 

 Approximately 80 Association members gathered at the Lebanon Country Club on December 9, 2011 to celebrate the season.  

Beautiful centerpieces dressed each table with holiday colors & candlelight, and with a great selection of hors dôoeuvres, wine, fan-

tastic music, and stimulating conversation; there was plenty to keep everyone entertained. 

 After a dinner of delicious roasted tenders of beef or baked flounder stuffed with crab meat, the "2011 REALTOR® Of The 

Year" winner was announced. Frank Tomecek Jr., RE/MAX Cornerstone, took home the honor of óROYô and was in the company 

of many great nominees:  Wanda Bechtold, RE/MAX Lebanon; Holly Krall-Heft, Century 21; Barb Grumbine, C21; Amy 

Dellinger, Brownstone; Melissa MacBride, Century 21; Maria Shuey, Century 21; & Joe Wentzel, Penn.  Announcements were 

followed by door prize drawings, centerpiece winners, an evening full of dancing to the sounds of óMusic Pleaseô DJ, laughing, and 

plenty of wonderful holiday cheer. 

 We offer many ñThanksò to the following Affiliate Members and businesses for their contributions & support of our Christmas 

party!  Wendi Donmoyer, Lebanon Land Transfer, gave away all the table centerpieces and Kris Mease, Edge Abstract, donated a 

flat screen TV, iPod, & other prizes.  Tina Gring , MNET, donated multiple door prizes as well.  Jeremy Frey, eMortgage Manage-

ment, sponsored the beer, Edge, sponsored the wine, JBT sponsored the Hors D 'Oeuvres.  See the complete list below of our won-

derful sponsors that made the evening possible. 

 

ÁDoor Prizes & Sponsors: 
ÁJim Beard Appraisals 
ÁEdge Abstract of Pennsylvania 
Á1st National Bank of Fredericksburg 
ÁFulton Mortgage 
ÁLebanon Federal Credit Union 

ÁOrrstown Bank 
ÁLebanon Co. Assn. of  REALTORS® 
ÁNorthWest Savings Bank 
ÁMortgage Network 
ÁYes Financial 

 

ASSOCIATION  NEWS... 

 

Holiday Centerpieces: 
 Lebanon Land Transfer 

Wine Sponsor: 
Edge Abstract 
Beer Sponsor: 

eMortgage Management 
Hors D 'Oeuvres Sponsor: 

Jonestown Bank & Trust 
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LEBANON COUNTY  SOLD  STATISTICS  2010 

JANUARY  1, 2010ðDECEMBER  31, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 2,890 $ 557,859,473 1,020 $ 168,080 94 

  Annville-Cleona 162 $ 26,865,841 59 $ 139,727 81 

  Cornwall-Lebanon 884 $ 199,125,900 300 $ 194,167 105 

  Eastern Lebanon 425 $ 78,491,095 154 $ 165,543 115 

  Lebanon City 553 $ 53,602,578 181 $  84,516  96 

  Northern Lebanon 364 $ 81,566,974 119 $ 174,921 83 

  Palmyra 502 $ 118,207,085 207 $ 209,377 72 
 

 Multi -Family 146 $ 24,325,979 30 $ 111,288 127 
 

 Lots  290 $ 51,944,950 14 $ 84,689 228 
 

 C/I/B Sale 84 $ 34,223,300 9 $ 144,433 130 
 

 C/I/B Lease 20 $ 390,017 0 $ 0 0 
 

 County Total 3,430 $ 668,743,719 1,073 $ 165,206 97 

 

These figures are based on data supplied by the Keystone Multi-List, 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. 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 2,873 $ 562,288,858 1,022 $ 161,709 109 

  Annville-Cleona 166 $ 34,199,702 60 $ 134,960 105 

  Cornwall-Lebanon 954 $ 209,034,430 334 $ 179,937 114 

  Eastern Lebanon 377 $ 68,064,425 140 $ 149,951 97 

  Lebanon City 517 $ 49,270,042 181 $  73,354  108 

  Northern Lebanon 363 $ 84,765,571 118 $ 183,388 119 

  Palmyra 496 $ 116,954,688 189 $ 217,777 103 
 

 Multi -Family 114 $ 18,992,200 27 $ 128,615 150 
 

 Lots  328 $ 50,351,950 18 $ 104,594 188 
 

 C/I/B Sale 104 $ 43,238,225 12 $ 201,375 285 
 

 C/I/B Lease 16 $ 480,943 4 $ 21,640 685 
 

 County Total 3,435 $ 675,397,176 1,083 $ 159,857 115 

 

These figures are based on data supplied by the Keystone Multi-List, 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  2011 

JANUARY  1, 2011ðDECEMBER  31, 2011 
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LEBANON COUNTY  SOLD  STATISTICS  2010 

DECEMBER  1-31, 2010  

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,070 $ 221,878,311 76 $ 156,368 108 

  Annville-Cleona 64 $ 12,607,000 5 $ 127,560 80 

  Cornwall-Lebanon 363 $ 86,535,165 26 $ 185,647 116 

  Eastern Lebanon 148 $ 27,649,722 5 $ 101,097 203 

  Lebanon City 201 $ 20,628,468 15 $ 72,927 133 

  Northern Lebanon 147 $ 37,444,700 9 $ 135,386 59 

  Palmyra 147 $ 37,013,256 16 $ 225,095 79 
 

 Multi -Family 57 $ 10,583,700 2 $ 180,240 94 
 

 Lots  179 $ 33,717,900 2 $ 63,250 324 
 

 C/I/B Sale 43 $ 19,173,500 1 $ 150,000 560 
 

 C/I/B Lease 12 $ 302,329 0 $ 0 0 
 

 County Total 1,361 $ 285,655,740 81 $ 154,580 119 

 

These figures are based on data supplied by the Keystone Multi-List, 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  2011 

DECEMBER  1-31, 2011 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,022 $ 211,630,093 86 $ 164,978 106 

  Annville-Cleona 53 $ 10,417,900 4 $ 155,150 190 

  Cornwall-Lebanon 337 $ 77,187,593 25 $ 173,172 73 

  Eastern Lebanon 109 $ 27,744,934 14 $ 211,170 81 

  Lebanon City 171 $ 17,413,190 22 $ 70,298 68 

  Northern Lebanon 141 $ 36,381,545 5 $ 230,033 221 

  Palmyra 183 $ 43,952,428 18 $ 265,680 121 
 

 Multi -Family 41 $ 6,531,100 2 $ 122,000 159 
 

 Lots  210 $ 30,229,800 1 $ 214,900 0 
 

 C/I/B Sale 51 $ 23,505,525 1 $ 23,500 63 
 

 C/I/B Lease 4 $ 207,344 0 $ 60 0 
 

 County Total 1,328 $ 272,103,862 90 $ 163,006 102 

 

These figures are based on data supplied by the Keystone Multi-List, 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. 



 

 

ASSOCIATION  NEWS... 

MEET THE  2012 OFFICERS 

Frank Tomecek Jr. 

Treasurer 

Amy Dellinger 

President 

Kathe Morrissey 

Member at Large 

Sally Weise 

President Elect 

Duane Zehring 

MLS President 
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Maria Shuey 

3 Year Director 

Yvonne Kuhn 

2 Year Director 

Melody Kiene 

Secretary 

Scott Gingrich 

1 Year Director 

Doug Snavely 

Member at Large 

Newsletter Committee 

*Brenda Miller Re/Max Cornerstone 273-5501 

Craig Gates Fulton Mortgage Co. 274-6981 

Brenda Phillips Re/Max Cornerstone 273-5501 

Melody Kiene Re/Max Cornerstone 273-5501 

Sara Conville Prudential Gacono 867-5511 

Jeremy Frey eMortgage Management 273-9153 

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. 

ASSOCIATON OFFICERS 

President: Amy Dellinger, Brownstone Real Estate 

President Elect: Sally Weise, RE/MAX  of Lebanon County 

Secretary: Melody Kiene, RE/MAX  Cornerstone 

Treasurer: Frank Tomecek Jr., RE/MAX  Cornerstone 

Past President: Tracey Wilson, Brownstone Real Estate  
 

DIRECTORS 

1 Year Director: Scott Gingrich, Prudential HSG 

2 Year Director: Yvonne Kuhn, Coldwell Banker SP 

3 Year Director:  Maria Shuey, C21 Krall 
 

MEMBERS AT LARGE  

Kathe Morrissey, C21 Krall; Doug Snavely, Penn 
 

MLS OFFICERS 

President: Duane Zehring, Rauch Real Estate 

Vice-President: Nelson Ebersole, Suburban Realty 

Secretary-Treasurer: John Tice, Jack Gaughen, ERA 
 

DIRECTORS:  

MaryAnn Gacono, Prudential Gacono Real Estate 

Holly Krall-Heft, Century 21 Krall Real Estate 
 

STAFF 

Mary Rakow, Executive Officer 

Julie Osborne, Executive Assistant 
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On January 16, 2012, the new version of flexmls mobile will take over the address m.flexmls.com. For users who prefer to use the classic 

mobile version, a link will be provided on the Login page, or you can point your browser directly to wireless.flexmls.com.  

This release will also include new features for flexmls mobile. Users with touch screen devices will now be able to navigate through pho-

tos by swiping their finger across the screen. 

An additional feature has been added to this release. As of January 16th, some mobile devices will support the uploading of photos to a 

listing. It is important to note that the iPhone, iPad, and iPod Touch devices have limitations that will prevent this feature from working. 

Users with those devices will not see the Photos option on the Edit Listing menu. For users of other mobile devices, on the mobile Edit 

Listing page, tap Photos, then tap the blue button marked New Photo. Find the photo on your mobile device, and enter a description and 

caption as you normally would. Tap Save to finish. 
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COMMITTEE SIGN UP COMMITTEE SIGN UP COMMITTEE SIGN UP ŧŧŧ   GET INVOLVEDGET INVOLVEDGET INVOLVED    
All committees of the Association are open to members in good standing.  Please note the description of activities of the vari-

ous committees, select the committees on which you would like to serve and return to the Association Office.  

GRIEVANCE  ïReceive & review complaints from the public and fellow members, and determines whether to: 

Dismiss the complaint, 

Refer it back to the complainant, 

Refer it back to the Executive Office for hearing. 

Training is required. 

MEMBER SERVICES 

Membership - Responsible for reviewing all applications for Association Membership, and develops information for the bene-

fit of members and non-members that will stress the value of Association membership. 

EDUCATION/ORIENTATION  - Responsible for conducting the new member orientation classes, educational programs, and 

for administering the local REALTOR
® scholarship awards. 

Equal Opportunity  - Assists members in compliance with local, state and national equal opportunity statutes and promotes 

fair housing within the association and community.   

LEGISLATIVE/POLITICAL AFFAIRS  - Educates Association Members as to the importance of local and national politics, 

monitors the activities of elected and appointed officials regarding their actions and issues affecting real estate, supports legis-

lative candidates, and provides an information system for the membership and the public which will keep them informed of 

legislation that affects real estate. 

RPAC - Encourages the voluntary participation of the Association Members in supporting the Pennsylvania REALTORS® 

Political Action Committee and organizes an RPAC Campaign. 

REALTOR ® - Protects the exclusive right regarding the use of the term "REALTOR®". "REALTOR®" is a coined term and 

federally registered trademark. 

STANDARD FORMS - The Standard Forms Committee makes recommendations on standard real estate forms to meet the 

needs of members and the buying and selling public. 

NEWSLETTER  - Responsible for articles and information in the monthly "BOARD BRIEFS" newsletter, issued to all mem-

bers. 

PROGRAM  - Coordinates the monthly luncheon meetings of the Association and arranges for speakers and programs. 

PROFESSIONAL STANDARDS - Conducts all arbitration and ethics hearings in accordance with policies and procedures of 

the National Association of Realtors.  Each member serves a three-year term, and training is required. 

PUBLIC RELATIONS  - Promotes the Realtor image, association projects, and community relationships through press re-

leases to local newspapers, and through other activities.  The Committee also coordinates and plans advertising and projects in 

which the members of the Association help to raise funds for community betterment. 

SPECIAL EVENTS  - Coordinates, implements, and executes plans for the Annual Golf Tournament, Christmas Banquet, and 

other special events. 

LIAISON TO COMMUNITY GROUPS  - These individuals represent the Lebanon County Association of REALTORS®  at 

meetings of the Affordable Housing Council, Community Homes of Lebanon County, and the Lebanon County Conservation 

District. 

 
Name:            Firm:         

Committee preference: 

 1st choice:         

 2nd choice:         

 Dated: _____, 20   Signature:         

PAR DIRECTORS - These individuals represent the Lebanon County Association of REALTORS® as a voting member on 

the Board of Directors of PAR.  This requires attendance at the quarterly meetings of PAR'S Board of Directors. 
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AND THE WINNER  ISé 
 

As the audience at the December Association Christmas Party pondered the clues given to 

them to try and guess the  recipient of the 2011 REALTOR® of The Year, Joan Walmer, 

2010 recipient, slowly peeled open the sealed envelope to reveal the 2011  

REALTOR® of The Yearé 

Frank Tomecek Jr., RE/MAX Cornerstone! 
 

Every year a recipient is chosen who meets the criteria established by the Association, 

and is awarded this prestigious title based on their work, both in and outside the real  

estate field. Congratulations to Frank on this great accomplishment, and we wish him the 

same good fortune in 2012, and in years to come! 

 

 

SPECIAL  EVENTS  

COMMITTEE ... 
 

Congratulations to all the Committee Members who 

did a wonderful job at working together to give us 

another great Christmas Party! 
 

 Chairpersons: Melissa MacBride 
   

 Committee: Wendi Donmoyer 

  Tina Gring 

  Kris Mease 

  Stephanie Olson 

  Lori Kahl 

   

 

 

 

 

 

M ILESTONESé 
 

There are many milestones we as REALTORS® 

come to celebrate. Among the top on the list are 

passing the licensing test, selling the first home, and 

staying active for 25 or 35 continuous yearsé 

WOW! That may seem long for most people, but 

when you enjoy your job as much as this yearôs 

honorees, itôs not that tough. 
 

Mike Ginder, Your Way PA Real Estate; and 

Roxanne Carpenter, RE/MAX Cornerstone, both 25 

year members, and Elsie  Ebersole, Suburban, 35 yr. 

member, were recognized, at the January luncheon 

meeting. 
 

We wish you well for another 25/35 years! 

 

Say óCONGRATULATIONSô to  
Nancy Smeltzer , RE/MAX of Lebanon Co., 

and Scott Gingrich , Prudential HomeSale, for 
being our 2012 REALTOR ®  Scholarship  
winners!  Each winner receives a $250  

scholarship which can be used any time in 
2012 to further their real estate education. 

The winners were presented their scholarships 
at the December Christmas Party.  

All 3 members were added to the plaque of  

distinguished  members who have served the  

Association for 25 or 35 continuous years.  Pictured 

above, left to right:  Mike Ginder, 

Your Way PA Real Estate, Roxanne 

Carpenter, RE/MAX Cornerstone, 

and Elsie Ebersole, Suburban Realty  

Congratulations! 

CONGRATULATIONS 

To Frank Tomecek Jr., 

2011 REALTOR® of the Year! 

REALTOR ®
  

Of the  Year! 

�´�$���J�H�Q�X�L�Q�H���O�H�D�G�H�U���L�V���Q�R�W���D���V�H�D�U�F�K�H�U���R�I���F�R�Q�V�H�Q�V�X�V���� 
�E�X�W���D���P�R�O�G�H�U���R�I���F�R�Q�V�H�Q�V�X�V���µ 

~Martin Luther King Jr. 


