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Wow! 2011 is upon us and this is going to be such|gs
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ASK THE ATTORNEY ...

FEDERAL LEGISLATION COULD SETDATA

SECURITY GUIDELINES
A recent informal poll by the National Association of

REALTORS® ( NAR) |l egal deparlt
cent of brokers didnot kn®
ing how real estate broke

sonal information.

Pennsylvania, along with 45 other states, has passed,le
tion regarding the secwty of personal information, Two
laws became effective in the commonwealth'in 2006: thie
Breach of Personal Information Notification Act (BPINA),
which regulates the collection and security of certain pey-
sonal information and the Privacy of Social SecunﬁeNu
ber Act, which makes

cial security number in certain ways.

But soon, state laws may not be all REALTCGRRve fo
worry about. Earlier this year, Rep. Bobby RushII(D™
introduced the BEST PRACTICES Act (H.R. 5777)1],
which would establish federal guidelines for consumer
privacy. Al tthough _t her eds no g
bill will become law, the isstu€s of consumer privacy and
data security are pretty
possible that there will soon be federal legislation | to ded
with. t

In an effort to get ahead of this potential Iegislatiorx“-, NAI
rolled out a new Data Security and Privacy Toolkit [2] af
the NAR Legal Seminar at the annual NAR Convéntion
earlier this month in New Orlean3he toolkit is heavily

based on resources produced by the Federal Trade Co
sion but with considerable customizationfor the real esf
field. Aside from focusing on real estatpecific proce-

use by NAR or state real estate associations.

Take a look at the toolkit to remind yourself of some of
practices you may need to implement or changeu can
also review some other privacy resources [3] from NAR
but remember that this is a general resource. Nothing h
is customized for Pennsylvania, so you (and your broke
counsel) will need to be sure that whatever you do fully
complies with Pennsylvania law.

Security Page [4] of the PAR Issues Resource Cen-
ter. Available resources include copies of each law, alo
with detailed Q&As foreachT her e i s al s
guide,sample brokerage policy (PAR members only) an

Commission.

dures, the toolkit contains some sample policies currenflgéssed even if the listing is sent elsewhere, provided the Ig

!

number of links to resources provided by the Federal Trdbe CMA. Remember to have the client sign some type of

Hank Lerner, Esg., PAR, November 12, Z(ﬁaid- Stay within the limitations.

BPO vs. CMAQ REVISITED

ltdos been nearly 10 years
and Registration Act) was changed to stop real estate lice

fr?t%pﬁrtormt”%atﬁ’ﬂtabsaﬁt Gtfhe Legag H

tlon bo h the alice peyf oker
Epgngn( PO t t e R a(il%t&te om%{ngswnsagqﬁﬁbe
oar

ertlfled ppraisers view a BPO as an apprmsaf
an appraisal, a BPO must not only m&SPAP (Uniform
%8hdards of Professional Appraisal Practjgejnust alsde
performed only by a certified appraiser.

Quite simply, if you are not a certified appraiser, you CAN-
NOT perform-a BPO.

d foronBPGa end in the alirest Einansigl garket these cadlsd
onlyincreasedY ou canodot provide a
turn away potential busmess so what can youYtmPcan
provide a lender with a Comparatlve Market Analysis, or a
CMA [1]. A CMA is not an appraisal but there are specific
éﬁes that must be followed to comply with RELRA.

Aa CMAt ¢é6 dig&dd neldi @aspar fiwe i
tential sale price of a specified piece of real estate in an id
hbedi healhs&s$s hgt @ nma ki khe e pra-&
pared by a buyerés agent,

seeior by a potential seller

RIN most calls to the Hotline, the agent (or broker) is not the
ing agent for th pertyf gent has an opportunity to
'secure the Ilstln en the gen,can perform a ClilAther
words, a CMA is a tool that'an agent can use to win busing
rihedender signs an agreement with the broker, then the ag
ctan Q%ﬁ fee for the services rendéredothing in

RELR hibits that practicédnd yes, the fee can be as-

agreed, in writing and in advance, to pay the fee.
hehe devil is in the detail€onducting CMAs is not likely to 4
a stream of revenue for a broker or a salespel&thre broker
(and salesperson) does not represent the lender, then the
bean only be performed if the broker is attempting to securg
FHgng.
Performing CMAs on a regular basis and getting listings in

fied Appraiser® or both. Failing to comply with the CMA

nmitations could lead to prosecution by both boards, so re
pmembeiwhean kog pedfasm a CMA, include the limiting lan
poaage exactly as it is published in RELRA, on the first pag

agreement before you perform the CMA if you expect to g

Elizabeth Feather, Esq., PAR, November 12,

orglrée till fleld<.
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REAL ESTATE NEWS...

SPECIAL REPORT: WHAT'S A HOME WORTH ? PICK
A NUMBER, ANY NUMBER

WASHINGTON (Reuters) Aaron and Beth Stiner are renter;
but not by choice and not because they can't afford to buy 4
house. They had a mowg home in Phoenix selected and go

credit scores. They even had buyers lined up for the home th

were selling. Then they entered appraisal hell.

The first appraisal on their chosen home came in at $295,0 OS

figure that both the Stiners and the sellers agreed upon. Th

lender didn't like it, and ordered up a second appraisal. Bas| (fj

on comparable homes that were in a different neighborhoog
the new appraisal came in $25,000 loweno low to allow
the loan to go through.

They switched lenders and got another appraisal that, at
$290,000, would have allowed the deal to go through. Their
new lender was skeptical, and ordered up another appraisaj

the same time, the home they were selling was appraised tinré'

times, with each subsequent valuation falling.

Four months later, the Stiners and their buyer both gave up
Together, they were out $1,600 for seven appraisals. "As a
sult, we are now renting our home out, and renting the hom
we wanted to buy,” says Beth. "We were frustrated and we
weren't going to keep doling out cash for new appraisals. It
like a game."

But not a fun game. There are problems in appraisal land th
transcend weak housing markets and dielaten borrowers,
and that are causing home buyers and wbeldefinancers to
miss out on low rates and dream houses.

"There's been a pendulum swing in appraisals comparable
the one we've seen in mortgage credit, from foolishly lax to
overly restrictive," said Walt Molony of the National Associa
tion of REALTORS”. He reported that as recently as October,
one in 10 member agents said they'd had a contract cancel
a result of a low appraisal, 13 percent said they'd had a con
delayed, and 16 percent said they'd had a contract negotiat|
a lower sales price as a result of a low appraisal.

Mark Linne of Appraisal World, a company that provides au
mated valuation software and services to appraisal compan
and lenders.

New and proposed federal rules governing appraisals, charj
in the way appraisals are conducted, and a still uncertain hd
ing market have hit the appraisal part of the process in a wg
that is adding to housing market instability.

Borrowers are watching their "locked in" low rates expire
while they pay for one appraisal after another. Lenders are
afraid to trust the appraisals they get, and are ordering morsg
and more of them. The appraisers themselves say they're b
paid less to work faster in a more confusing market than
they've ever faced.

"A lot of inappropriate demands are being made," says Patrjcks

Gavin, the mortgage broker who was trying to find a loan fo

more narrative and more photos. Meanwhile the clock is tic
tick ticking on your loan."

LENDERS DEFEND APPROACH

The lenders say they are just playing defense. "We believe

property in question was appropriately valued," said James
" Olecki, a spokesman for GMAC Mortgage, the Stiner's initig
O&ender. GMAC uses an+house staff of appraisers to review
gg,e independent appraisals they receive.

Wells Fargo, the lender that had been approached by the
) gner's woulebe buyer, regularly asks for three appraisals g
| Tequires a "loan to value reduction" for properties located in
é eclining markets, said Vickee Adams, a Wells Fargo spokg
woman. "Wells Fargo must ensure that the value of the coll

" eral supports the loan amount."

The biggest issue for appraisers, lenders and ultimately, bo
rowers, is how to evaluate properties in neighborhoods with
foreclosures, short sales, and not enough solid sales to pro
mparable data. "They are appraising a market that is so
and different from anything they've ever seen," said Linn
It you are an appraiser and ottérd of the neighborhood is
foreclosures, and another third is short sales, and another t
is regular, how do you even determine what is fair market
[Salue?"

" Brokers like Gavin contend that appraisers should mark up
re}{alue of homes when comparing them to foreclosures and s
sales, because many of those distressed properties are in d
air or are so complicated to buy that they command unrea
agally low prices.

Further complicating the process, appraisers who for years

sure in the other direction from lenders who want to make s
Othey have enough equity to cover them even if home prices
further. Mortgage rates have been near retmndlevels, and
[ lenders don't want to commit to bargain rate deals unless th
are a sure thing.

tra@\fe are requesting more comparables than we have in the

L Pt said A. W. Pickel, an Overland Park, Kansas, mortgaj
" banker and past president of the National Association of M

U

Aidur or five. Underwriters are looking carefully at how close
Othose comparables are to the homes in question.”

eBickel said lenders are typically asking for second appraisa

Uard to come up with a home's value. "And then we're gene
Yally going to go with the one that is lower," he said. Consuni
who need the higher valuations to get their loans are just ol
luck.

NEW RULES IN PLAY

éiﬁge world of home appraisals changed on May 1, 2009, wh
nnie Mae and Freddie Mac adopted the Home Valuation
Code of Conduct. These new rules prohibited lenders from
handpicking appraisers. To comply with those rules, many
Cfenders have started using appraisal management compani
that afford them an arm's length relationship with the appra

o . gage Brokers. "We used to take three, but now we're seeing
"We haven't seen anything like what we are facing today," qaig

when the mortgage amount involved is large or when the ap-
Of¥aiser has significantly adjusted the comparable values up}
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REAL ESTATE

MARKETING ...

YOUR MOST CREATIVE MARKETING |DEAS
What's the most creative thing you've done to market a home?

ATo revitalize interest in
every real estate agent who had sold in the area within the
yearanda-half. | wrote an amail in the first person from the

house. The house told its story of how it missed its owner g
was seeking a new one that was as loving and caring as itg
mer one had been. The house also explained what it felt w
own best features. | had six showings the next day and an
ceptable contract within t

1 Doyle Cox, Champions Real Estate Group, Richmond, Te|

Al have a sign rider that
who do a Web search will see my site, blog, and, all the oth
social media sites that give the seller incredible online expg

sure. It makes it easy for the buyer to see everything about

property iBilGassett, RE/MAXtEXecutive Real
Hopkinton, Mass.

iYes, price is important,

in todayds market. There a
candét qualify for a Il oan r
10 percent above asking pr
Carry. 6 By the way, the ow

carrying.We got a conventional buyer but had twice the intq
est because o fDawnRiekabaudl, Ricka- i
baugh Realty Inc., Temple City, Calif.

AiOur office is in the hear
amounts of foot traffic day and night. | have compiled our li
ings into a slide show and put them up on a digital picture

frame in our storefront window so that all of our listings get cy
cled exposure with bright pictures and details. The frame real
gives a techy look with style and also allows us to advertise u
cao nfi tni g9 Meavtei nzt esd  apnr doDRpRiriot Tdldtagliel, oS
|5T5értaglia Realty, San Luis Obispo, Calif

fRe al estat e c¢ o mpliating irsgectibns, ang
2y use the report as a marketing tbelen have a sign that ca
installed next to the For Sale sign, stating that the house R

! _Eén "prenspected”" and is"Move n Cer t i f i

1Y

ed.|"

y
p_
uOr N

as

hoice, we can upload the.inspection report to a Web site, .
r\gvg/vw.?@no%/é/in%értiﬁe .com. Gfslat)fnarI'(efané %r’the %uﬁo&ay dh vte
% y ¢ r oMididm Decker, Decker Home Services LLC,
SSkoki€, 10 Googl e this address. 6 |Co
il have a membership at Ani mot

—

ouTube. Clients love it, and buyer interest is piqued by som

yt’hing diVdreaseaqia . Dt al et s, RE
Tenn. a «O;
t t€&rms can, be even »m s
gj“';ma:ny 900d§§m3 ouyt to
Bt now. | old a home ¥
| C 8 pROME ¥FAUNEED TD RNWIFOR FENERRALS Wi
ner U v U i en

'Have you been overlooking these people in your community?
SThey gan I9e a great resource for referrals.

Itds great i f youbre keepin
tOf  cour se itdos good to kno

lawyers, and hair stylists, but here are some other active con

OVER 125 YEARS
AND STILL LENDING.

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

Brenda Herring-Ferrebee

717.274.688|
bherring@fultonmortgagecompany.com

Craig Gates

717.274.698|
cgates@fultonmortgagecompany.com

Renee Moro

717.274.6835
rmoro@fultonmortgagecompany.com

FutonMortgagecompany

A Division of
Fulton Bank, NA.

No Surprises.
fultonmortgagecompany.com

&Y Equal Housing Lender. Equal Opportunity Lender, Member FDIC.
Subject to credit approval. Member of the Fulton Financial Family.

nity members that could help you grow your client list, says p
pecting master Anna "Banana" Kruchten, CRB, GRI®, broker
owner of Phoenix Property Shoppe.

1. The florist. These green thumbs are in the know about ped
making life transitions. They assist with weddings and funeral
and send bouquets that celebrate new arrivals. Unlike lawyer
they arendét |l egally bound t
2. The Chamber of Commerce BoardBy becoming involved
with my | ocal boar d, |l 6ve m
my way. | dondt think enoug
their local board and build relationships with business owners
3. The PTA presidentOver the year s, I
business through contacts |
|l 6ve found that most of my
from the Parent Teacher Association. When the parents of ne
students came to look at the school, PTA members recomme
me as a practitioner.

same woman, and no one has
i mportant to be a | oyal pat
loyal to you.

5. The wedding planner.Last year | connected with one of thg
local wedding planners who suggested | showcase at a brida
expo. It was ideal for finding firdime buyers and connecting

with other business owners who eventually sent business to 1
REALTOR Magazine April 2010

t evey petteg ijmemiers Qf yourEemmunityare Aqing ibfer yoy.

4. The nail technician.l get my nails done every week with the

ke virtual tour slide shows with funky music, then post thein to

MA
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WELCOME 2011...

(Contod from pg 3)
actually goes to the etihe-ground appraiser.

It's not an arrangement that traditional appraisendo may
have built longterm relationships with brokers and lenders
like. "They want appraisers to produce a product and we proj

Petersburg, Florida, veteran appraiser. "And they want it turr

built over the years are out the window."

Gregoire, who has stopped doing mortgage appraisals becal
says they are no longer profitable, asserts that the new ruleg

willing to travel significant distances to conduct those home
spections. And that results in appraisals that are less sensiti
neighborhood nuance, and less useful to borrowers and lend

CONSUMER OPTIONS ARE LIMITED

a professional service," complained Francois Gregoire, a Salfer a fresh approach, if ever there was one.

around in 24 or 48 hours. All those personal relationships thaidh a decade. And, if the saying that we reap what we sow h

resulting in a reliance on appraisers who are inexperienced #@mputers would crash or our alarm clocks would go off whe

RESOLUTIONS FOR THE _SOUL

It's that time of the year again. Time to come up with a list of
resolutions of how to improve your life. What's different abot
\ildis year is that we are on the verge of a decade change: a

—

hance

fin-
plds
our
5 |

t our
N

&dithout a doubt, the Great Recession was a heckuva way tg

true, it'd be interesting to take a moment to reflect on where
Beafds were ten years ago. On the cusp of the millennium, a
ggeall, all we were worried about was Y2k and whether or ng

hve woke up on New Year's Day. Our main goal was to maks
suge our lives just kept humming along, without losing all of
systems. Not the most lofigrm or visionary of goals. Quickly
assured that everything was intact as of 12:01 AM January 1,
2000, the years that followed were characterized by the conti

bur

Home buyers and refinancers can't always fight the troubling
appraisal. Sheila Krueger and her husband Paul Hennings, i

appraised for $60,000, though they were willing to pay $70,
for it. "No amount of work by ouREALTOR® and my husband t
show them how this was erroneous would make a difference
she said.

and Hennings abandoned their hopes of getting an inexpens
Federal Housing Administration loan and closed with an inve
ment loan instead. "We showed up with a check for $25,000
stead of one for $3,000. And now, instead of having $1,500

every month to put into the property, we need to hold onto it
the mortgage payment,” said Sheila.

Of course, home owners and buyers aren't always the best |

coming: The Dodédrrank financial reform legislation requires
the Federal Reserve to protect appraisal independence with

Glendale, Arizona, lost a loan when the home they tried to blgf chaos and ended in the Great Recession, a crushing collg

Four months after putting in their contract on the home, Krugdgsrlosing everything, we learned what really matters to us.

ued Pursuit of More ... more wealth, status, celebrity, posses
ions, information and busyess-- which spun to a frenzied stg

der the weight of all of our excesses.
for all of the suffering, the Great Recession has brought so

ilkearned we can survive on less than we thought we needed,|even
$f-we enjoy having more. And we discovered that no amount|of
iWwealth, no position and no industry is immune to losing secufrity.
Senior executives in the sunset of their careers lost their job
fprestige industries are teetering on irrelevance and even th
wealthiest individuals and most noble institutions lost huge fpr-
yes to Bernard Madoff. Finally, we learned how small and jin-

try -- or to your neighbor across the streedffects you.
regod lessons. Now what do we do with them? As we pondelr

lations that extend the intent of the 2009 code beyond Fanni
Freddie. The Fed's interim rules, issued in October and slat
go into effect in April, aren't very different from that 2009 co
Gregoire and other industry analyst have noted.

On December 2, several U.S. regulatory agencies issued ne|
guidelines for appraisals used in mortgages which originate
federally regulated banks, along with a statement noting
"financial institutions are responsible for selecting appraiserd
people performing evaluations based on their competence, 4
perience, and knowledge of the market and type of property
ing valued." The statement also noted that these guidelines
be rewritten once again, once the Fed's rules are made final

In the meantime, pros are telling consumers to peer carefully

the comparable sales that were used," says Linne. "If they d
think they are reflective of market, make the lender aware of
that, and be more involved in the process."

order up (and pay for) another one. They still may not be abl
get the loan they want, but at least they'll know they tried.

over the shoulders of those appraisers. "It's important to looH

If an appraisal comes in too low, the borrowers can appeal it

and our vision for a new decade, we should build on these
detssons and use them to springboard into a stronger era. Typi-
@ally, resolutions are about breaking habits, like losing weiglht,
exercising more or quitting smoking. They also rarely last more

HIGH SCHOOL SCHOLARSHIPS...

High School Seniors at Lebanon Co. high schools who are pfan-
ning to continue their education at a post secondary two or fpur
year college, are invited to apply for one of three $500 schofar-
ships sponsored by the Lebanon County AssociatidREAL-
TORS®. Students are asked to write a 500 word essaj\gny
You Should Use AREALTOR® To Buy or Sell Your Home) .

Rules and application for these scholarships have been prov
to the Guidance Office of every high school in the County, 3
have also been posted on th
our website at www.lebanemrealtors.com. Deadline for applica
tions is Friday, March 25, 2011. The winners will be announg
in April.

ded
nd
e

ed

Linda Stern 12/14/10, Reuters/Yahoo Final
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WELCOME 2011...

than three weeks, if that, before the gravitational pull of i
sets in. That's because they are resolutions of the surfac
rather than resolutions of the soul. So for 2011, | proposd
give new, much deeper meaning to traditional New Year'
resolutions, building upon the lessons of The Great Recd
sion:

1. Lose weight. No, not just those extra pounds and love
handles.This year, resolve to continuously shed the thing
your life of only marginal value and focus on those of true
value to you. In the face of the possibility of losing every-
thing over the past year, take inventory of the items that
realized really matter. Then pledge to concentrate on tho
people, commitments and belongings you treasure most
stop wasting your limited time and resources on the thing
that just weigh you down.

2. Create balance. | don't just mean resolving to give up
your workaholic ways. This is about getting the equation

between work, home, friends and family right. When chaa)sd

ensues- whether global, like the recession, or personal, |
a divorce or iliness- if any one aspect of your life gets dar
aged, you need the others to be there to support you, ke
you fueled and help you stabilize. So, identify all of the
buckets of your life and then plan weekly activities in eac
area so all are nurtured and none are ever negletiteé to
prepare for peak performance meetings at work, time wit
family and friends, time for exercise and rest. The entire

cept of the Balanced Life Planner, which | designed in part?

nership with FranklinCovey, was in response to our incre
need to tend to all parts of our lives.

3. Get organized. Sure, we all need to rearrange our soc
drawers, but now is the time to go well beyond the surfag
and truly get your most valuable possessions in ordelf.

you're disorganized when any crisis hits, you're not agile
able to adapt quickly. The near economic collapse taugh
that change can be sudden, and that no one is totally imr
So, proactively assess the five key areas of your-liie-

longings, contacts, finances, information and tirend cre-
ate simple, reliable systems that will put you in control an
give you instant access to what you need. You'll feel pre-
pared, confident and agile.

4. Quit, once and for all. And | don't mean smoking, in
this casel'm referring to the inordinate amount of multitas

ecession and things begin looking up, don't let your head get
b big, thinking you are "entitled" or part of a special class as s
wany did in the boom years of the past decade. For 2011,
5 strengthen your commitment to practicing gratitude and givi
sback. In your planner, end each day by writing down the on
thing that happened for which you are most grateful. And s¢
ule time to do at least one thing each week to help others
whether assisting a friend, volunteering in your community
S‘é[]pporting a charity. It will keep you well connected and hu
ble at the same time.

d Break out of your shell. | don't mean becoming more so-
Leial. One of the outcomes of the Great Recession is that we
bRAavered a great resourcefulness in ourselves, as we were (
ssented situations and challenges that we could not have po
imagined ourselves facing. This was a nice surprise that
strengthened us. As the economy improves, avoid falling ba
into limiting seltbeliefs, by resolving to always include someg
thing in your schedule that you can't possibly picture yourse
" oing. For me, it was taking gymnastics lessons when | was
‘?ears old and finding out that | actually could do a-armeed
| cartwheel. But it can be anything that works against your pr,
'Q:onceptions of what is possible. Check out courses and act
at a local college or community center. When you occupy Yy
self with something totally off your radar or push yourself bg
A yond your comfort zone, it builds your confidence and remir
LU that you're capable of facing any challenge and meetin
[ every new opportunity.

hdedBe a better person . And by this | don't mean becoming
someone different than you areln a crisis, people find a way
to cope-- understanding what survival really means to them
and their best, most graceful self usually comes out. I'd ask|

-

L

such as bravely exploring opportunities, investing more tim
ationships or taking the time to breathe and enjoy your fr
e. Perhaps the one resolution you need to make is not tg
m&ﬂghge anything about yourself, but to keep doing the One

A

technigue helped you survive during the crisis, it will clearly
help you THRIVE during good times.

Most importantly, as you make any New Year's resolutions,
member to go way beyond the surface and recognize that t
power to grow, prosper and find happiness comes from with
your core. Before the recession, credibility and power were

d

ing that has become our societal habit, which affects our
ity to concentrate on anything. Multitasking has scientific
been proven to impair brain function, put our physical sa

at risk, diminish our performance at work and impair our |n
terpersonal relationships. In large part, | attribute the sur aﬁ

collapse of the economy to the fact that, for the past dec
we were too distracted to pay attention to each other, to

portunities and to warning signs of problems ahead. Con
sciously redevelop your ability to concentrate on one thin
a time, and be truly present in the moment. It's a better w
to build a quality life.

5. Shape up. I'm not talking about your figure; I'm talk-
ing about getting your attitude in shape, by exercising
humility and gratitude. As we climb out of the Great Re-

ched to wealth, status, industry. Too many people defineq
ower and worth by external factors like their salary, title, h
guare footage or quantity of designer handbags. People fe
could only be heard if they were attached to those external

%rkings of success. But that's not true anymore. With the
' gpse of the economy, small is the new big, and ideas can ¢
Riom any person, anywhere. This New Year, resolve to iden
a part of yourself you've not yet given full expression, and

29—;1 leash your vision for the next decade.
Jul i e

Mor genster

Fto identify the One Thing you did to get through the past yeI

dis-
re-
5sibly

ick

If
47

ayn
-

vities
DUr-

ds
)

you
r

in
e

a)
C

Thing that came out in the crisis, even as times get better. If that

re-

he

in

at-
their

huse

It they

col-
ome
tify




ASSOCIATION NEWS...

HOLIDAY PARTYE
Approximately 100 Association members gathered at the Lantern Lodge on December 10, 2010 to celebrate the seascerieBeautiful
pieces dressed each table with holiday col ors &icandstnlatepl i gf
conversation, there was plenty to keep everyone entertained.
After a dinner of delicious Beef Tenderloin, Chicken Cordon Bleu, or Pasta w/ Pesto Sauce, the "2010 REXLTI@R/ear" winner
was announced. Joan Wal mer, RE/ MAX Cornerstone took hmime t
Hostetter, Prudential HSG; Frank Tomecek, Jr., RE/MAX Cornerstone; Barb Grumbine, C21; Amy Dellinger, Brownstone;eEFh'mlStkel
tial HSG; Duane Zehring, Rauch; & Joe Wentzel, Penn. Announcements were followed by door prize drawings, centerpieseveniveys
full of dancing to the sounds B Dave Kaley laughing, and plenty of wonderful holiday cheer.
We offer manyi T h a riokire dllowing Affiliate Members and businesses for their contributions & support of our Christmgs party!
Lebanon Land Transfer gave away all the table centerpieces and Dana Kapp, Prudential HomeSale Services Group, rean Théediad sc
nated by Edge Abstract. See the list below of our wonderful sponsors that made the evening possible.

&
'y - R :
o, ‘ " Stephanie Olson is
# MacBfide & - ; speechless...Wendi
Joan Walmer, < W sl 2 J Don or di
REALTOR of the g o NN amre) G éﬁ%}é’

i ' . N OU Say~
e poorigizes . -“*% Zehring Ry Thereds n ' h

Kris Mease. The so

l’- Walté(Kathy ;
Z hnng aka, ,;,h% & Fulton Bank
Door Prizes & SponsofsLebanon Co. Assn. of
A Beard Appraisals REALTORS

A Edge Abstract ) A M&T Ban!<
of Pennsylvania A NorthWest Savings Bal

A 1st National Bank | A Well Fargo Mortgage Se
of Fredericksburg A Yes Financial
csliiiagiialne Noht A Fulton Mortgage Holiday Centerpié

R A Jonestown Bank Lebanon Land Transfer
Reddinger & Jo
Wentzel? & Trust Company

Meh&a MacBride & Deb(f; IRl
go for a'spiniéh the dance floor

Prudential HomeSale Services

Table Suburban Realty Table #2

12/10/2

12/10/o01  Suburban Realty Table #1 12/10/2010

Century 21 Krall «+ Coldwell Banker SP;*RE/MAX RE/MAX Cotnerstonef®rank
Table #1 Cornerstone, & RE/MAX Lebanon Tomecek RE, & Edge Abstract

12/10/2010

shy Kelly Woefling 12/10/2010




ASSOCIATION NEWS...

o

Amy Dellinger Sally Weise Frank Tomecek Jr. Duane Zehring
President Elect Secretary Treasurer MLS President

Tracey Wilson
President

& " 2= ﬁ
Ernie Steele Melody Kiene Scott Gingrich Alix Lopez Yvonne Kuhn
1 Year Director 2 Year Director 3 Year Director  Member at Large Member at Large

PE ML wek B M NLL  ark D p

E———

President: Tracey Wilson, Brownstone Real Estate
President Elect: Amy Dellinger, Brownstone Real Esta
Secretary: Sally Weis®E/MAX of Lebanon County
* Home Loans
* Construction
* Lot Loans

3 Year Director: Scott Gingrich, C21 Krall

MEMBERS AT LARGE
Alix Lopex, C21 Krall; Yvonne Kuhn, Coldwell Banker

MLS OFFICERS
President: Duane Zehring, Rauch Real Estate
Vice-President: Nelson Ebersole, Suburban Realty
SecretaryTreasurer: 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

Treasurer: Frank Tomecek JRE/MAX Cornerstone
President: Melissa MacBride, Century 21 Krall
* Refinancing
* Improvements

DIRECTORS
* Farms & Farmettes

1 Year Director: Ernie Steele Prudential HSG
& Earm CREDIT

2 Year Director: Melody KienéRe/MAx Cornerstone
800.477.9947 {=)

farmcreditmortgage.com
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2010 Winner
Application Forms
Ready Now!

Wi nner 6s Circl
presented at the March 2011
Luncheon!

Lebanon County Association of REALTORSNcC. ﬁ

e

LEBANON,PAd Wi nner 6s Circle Awards Wi|n

presented for 2010 settled sales transactions and Gross Commission Dollar

an application meeting minimum criteria who may not be in the Top%

Recipients will be recognized in the Top 10% and 5%. Everyone mCUB_E:H
will receive recognition as general Winners Circle recipient. To determine

Bp &r_: recifienty, yofir to@l o—omm®033_mm_o: Dollars will be ranked with

all other submissions and will be awarded based on percentages indicated
from our total membership.

Awards shall be based on Gross Commission Dollars received by the com¢

pany attributed to the agent applying. List address and gross commission [r¢-

ceived by company. If any of the commission is shared with another agent,

assistant, or team member, %mﬁ_ amount may not be claimed by applicant.
Awar ds wi _ be

Application forms are available for downloading from the Association web-

site at: www.LebanofiRe al t or s. com, OGOAssoci ati|g

pick one up at the Association Office.

Deadline:

February 10, 2011

1300 Florence Street, Lebanon, PA, -2Ir2-6126

U

KEYSTONE UPDATE...
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Effective February 1, 2011, a minimum of;gne photo for each listing must be uplgaded at the time a listing is entgred ir

FlexMLS. If a photo is not upl@aded, you will be unable to save the listing to the MLS database.
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COMMITTEE SIGN UP t GET INVOLVED

All committees of the Association are open to members in good standing. Please note the description of activities offthe v:

ous committees, select the committees on which you would like to serve and return to the Association Office.
GRIEVANCE 7 Receive & 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
fit of members and nemembers that will stress the value of Association membership.

EDUCATION/ORIENTATION - Responsible for conducting the new member orientation classes, educational prograr
for administering the loc&EeALTOR® scholarship awards.

bene:

1S, an

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

fair housing within the association and community.

LEGISLATIVE/POLITICAL AFFAIRS - Educates Association Members as to the importance of local and national pd
monitors the activities of elected and appointed officials regarding their actions and issues affecting real estatéegispp
lative candidates, and provides an information system for the membership and the public which will keep them infg
legislation that affects real estate.

RPAC - Encourages the voluntary participation of the Association Members in supporting the Pennsylvania REAL
Political Action Committee and organizes an RPAC Campaign.

REALTOR ® - Protects the exclusive right regarding the use of the