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Don’t Miss the Upcoming 

Straight Talk: Lender Panel 

 

 

 

 

 
 

Date: Thursday, May 2, 2019 

Time: 9:00 am 

Cost: $10 per person 

 

Come listen to six of the most experienced lenders in our 

area, and make sure you bring all of your questions!  

 

 

Call the RAYAC office to reserve your spot (717) 843-7891! 

 

Presented by: 

Teresa Gregory - Traditions Mortgage 

Andrew Harkins - Movement Mortgage 

Bill Hoyer - PrimeLending 

Sam Miller - Fulton Mortgage 

Ryan Scott - JG Wentworth 

Crystal Wilhide - M&T Bank 

 

Sponsored by: 

CGA Law Firm  

http://www.cgalaw.com/
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Thank You! 
 

THANK YOU to everyone who 
contributed $19,811 to RPAC including 

these RPAC leaders!  
 

 

 

Governor’s Club 

($500-$999.99) 
Steve Brown 
Patricia Carey 
Jim Warfield 
Ken Worley 

 
 

 

Capitol Club 

($250-$499.99) 
 

Bob Aldinger 
Dolly Bailey 
Dave Bode 

Adam Flinchbaugh 
Elle Hale 

Sue Pindle  
Sue Reed 

Bill Shanbarger 
Drew Smith 

 
 

$99 Club 

($99-$249.99) 
Marie Arcuri  Gina Baum 
Susan Becker  Tami Behler 
Edward Bender  Dennis Berkebile  
John Bowman  Peg Bucher  
Suzanne Christianson   Barbara Deardorff  
Chris Dell   Casey Dougherty 
Brenda Drawbaugh   Nathan Elfner                
Wade Elfner  Melinda Eppolito 
Debbie Folmer              Judy Givens 
Deborah Goodling        Judy Henry  
George Herman            Joshua Jackson 
Michele Jones  Glenda Kane 
Richard Keller              Jennifer Kibler  
Shane Laucks  John Linton  
Tina Llorente  Cynthia Mann   
Deborah McLaughlin Debra McManus  
Robin Mede-Butt          MJ Musser 
Robyn Pottorff  Mary Price                      
Holly Purdy  Brenda Riddle                
Selina Robinson  James Savard 
Marty Sowa  Amanda Stiles  
Jason VanDyke  Donna Walker 
Shelley Walter               
 

 

Election Day 
 

May 21st 
 
 

Make your Realtor® voice heard. Your vote can make a 
difference!  

 
 

Polls will be open from 7:00 am—8:00 pm.  

 
     
    Find your polling location HERE 

. 

Thank You to Everyone that 

Attended the Legislative 

Breakfast 

 

RAYAC members were able to speak with 13 members 
of the Pennsylvania General Assembly and Congress to 
discuss and be informed about issues related to real 
estate. The breakfast was held at the Out Door Country 
Club in York, PA.  

RAYAC Store Giveaway! 
 

Enter to win a REALTOR® tote bag 
this month with a minimum $5 
purchase from the RAYAC store. 
The tote bag  
is a $10  
value!  

https://www.pa.gov/guides/voting-and-elections/
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Board of Directors Summary 

April 11, 2019 

 
 

 

 

Action Items 

• The board reviewed RAYAC’s current alcohol policy and voted to not make any changes to the policy that is in 

place.  
 

Reports  

• Draft regulations for BPO’s were proposed earlier this year. They have not yet been approved by the Real Estate 
Commission. Until they are approved, BPO’s cannot be performed. Once the Commission approves the draft 
regulations, RAYAC will offer a class which complies with the adopted guidelines. 

• RAYAC currently has 105 Affiliate members. This is the largest number of affiliates to date. 
        

 
 

 
Thursday, June 20                                 Thursday, October 17 
2nd Annual Membership Appreciation Picnic                                Annual Business Meeting 
Cousler Park, 12:00 pm - 2:00 pm                                  Wyndham Garden, York 
                    Sponsored by:  
                    GMH Mortgage 

https://gmhmortgage.com/
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 Membership News 

New Members 

Kevin Bao, All Ameridream Real Estate LLC 
Anneka Bear, Berkshire Hathaway (G) 
Sara Frank, RE/MAX Quality Service 
Nicholas Geller, Berkshire Hathaway (W) 
Jennifer L Kline, Iron Valley of York County  
Angeliqua Kuo, Keller Williams Keystone 
Jared Lighty, Berkshire Hathaway (CD) 
Jessica Okronley, Berkshire Hathaway (D) 
Tabatha Peters, Berkshire Hathaway (E) 
Ingrid Shuey, Century 21 Core Partners 
Tracey Simms, Keller Williams American Prem 
Seth Trone, ERA Preferred Properties  
Bryan Stough, Cavalry 
Stephen Sheffer, EXP Realty  
Kimberly Sprenkle, Berkshire Hathaway (E) 
Angela Westra, Keller Williams 

 

Member Changes 

Beau D Cislo, Iron Valley of York County  
Monique D Hale, Century 21 Core Partners 
Justin Jonathan Hollar, Keller Williams 
Keystone 
Jennifer L Kline, Iron Valley of York County  
Michael C Kosko, Berkshire Hathaway (E) 
Melissa S Nemtuda, House Broker Realty, LLC 
Jodi L Reineberg, Berkshire Hathaway (D) 
Andrea Sparks, Berkshire Hathaway  (E) 
Brian L Staub, Iron Valley of York County  
Reid B Weinbrom, Keller Williams Keystone 
Crystal N Wever, Berkshire Hathaway (D) 

 
 

Member Drops 
Salvador Galdamez, McCallister & Myers 

  

New Office/Brokerage 

None 
 

 

Office Changes  

None 

 

 

Office Drops 
None 

 

 

 

 

 

 

 

 

 

 

 

Membership Stats 

(as of 4/21) 
           2019  2018 
Designated REALTORS      120     121 
Primary REALTORS   984     918 
Secondary REALTORS     69        51 

Pending Applicants                15       5 
Total REALTORS                 1188         1095 
Affiliates                  105             97 
Total Members                     1293          1192                                                                                         

New Affiliates 
Academy Mortgage Corporation 
11019 McCormick Rd 
Hunt Valley, MD 21031 
443-391-5908 
Brian Nowakowski 
 
Metro Public Adjustment, Inc. 
543 W Market Street 
York, PA 17401 
1-800-866-1994 
Jim Myers 
 
AnnieMac Home Mortgage 
700 East Gate Drive 
Suite 400 
Mount Laurel, NJ 08054 
1-855-882-3882 
Randy Fiocchi 

 

Affiliate Changes 

None 

 

Affiliate Drops 
Nation One Mortgage 
701 NJ-73 Suite 2,  
101Marlton, NJ 08053  
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May 
1 USPAP Class, 8:30 am 
2 Straight Talk: Lender Panel, 9:00 

am 
2 Program Social Committee 

Meeting, 9:30 am 
2 Book Club, 11:00 am 
6 Leadership Development 

Committee Meeting, 2:00 pm 
6 Pre-licensing Starts, 6:00 pm 
7 Member Communications 

Committee Meeting, 9:30 am 
7 Golf Outing Committee Meeting, 

12:00 pm 
8 YPN Committee Meeting, 10:30 am 
8 Community Relations Committee 

Meeting, 1:00 pm 
9 Board of Directors Meeting, 9:00 

am 
9 Book Club, 11:00 am 
9 Thirsty Thursday, John Wright, 5:00 

pm 
10 New Member Orientation, 8:30 am 
15 Appraisal Class - What Do I Do 

When?, 8:30 am 
16 Book Club, 11:00 am 
18 Shred Event, RAYAC office & 

HACC Gettysburg, 10:00 am 
20 Bright Training, New Agent 

Training, 9:00 am 
20 Bright Training, Tips and Tricks, 

11:30 am 
20 Bright Training, Custom Clinic, 

12:30 pm 

22 Park Clean Up Day, 
Renaissance Park, 9:00 am 

28 Appraisal Class - Understanding 
Assessments, 8:30 am 

28 Appraisal Class - Hybrid 
Appraisals, 1:00 pm 

29 Designation Class - SRES, 8:30 
am, Day 1 

30 Designation Class - SRES, 8:30 
am, Day 2 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 

RAYAC Charity Golf Outing 
 

Thursday, June 6, 2019 
 

Heritage Hills Golf Resort, York 

 

Golf Ball Drop 

 

$10 ticket or 

3 for $25 

 

3 prizes awarded! 

 

Do not need to be  

present to win. Tickets  

available at the RAYAC office. 

 

Proceeds benefit: 

 

 

 

to support local housing-related non-profit 

organizations and the Robert Murphy Disaster Relief Fund. 

 
 
 

 

 

REALTORS Legislative Meetings 

& Trade Expo in DC 
 

May 13-18, 2019 
Washington, DC 

 
The REALTORS® Legislative Meetings & Trade Expo is where NAR 
members take an active role to advance the real estate industry, public 
policy and the association. REALTORS® come to Washington, DC, for 
special issues forums, committee meetings, legislative activities and the 
industry trade show.  Plus, while you’re there, take in some sightseeing. 
 
REALTORS® travel from all over the country to attend these meetings.  
We’re only two hours away.  Make it a day trip or book a room to stay 
longer. 
 
 
Registration is FREE.  For more details or to register, click here. 

Thirsty Thursday  
Thursday, May 9 

5:00-7:00 pm 
 

John Wright Restaurant 

234 N Front Street, Wrightsville, PA  
 
 

Thank you to our host for generously 
providing free appetizers and a cash bar for 

this networking event. 
 

Sponsors: 

ABCO 

Homeland Environmental 

Members 1st FCU 

 

 

https://www.legislative.realtor/
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RAYAC 

Leadership 
 

President 

Heather Kreiger ‘20 

ROCK Commercial, 854-5357 

 

Past President 

Ken Worley ‘19 

BH Homesale, 757-7811 

 

Vice President 

Sue Pindle ‘21 

RE/MAX Quality Service,  

632-5111 
 

Secretary 

Brenda Riddle  ‘19 

BH Homesale, 757-7811 
 

Treasurer 

Cindy Mann, CDPE ‘19 

CB Residential Brokerage,  

757-2717 

 

Solicitor 

Peter Ruth, Esq. 

Stock & Leader, 846-9800 

 

Directors 

 

Marie Arcuri, ‘19, SRES, CSP 

CB Residential Brokerage, 

854-9242 

 

Mark Carr, ‘19 

BH Homesale, 757-7811 

 

Bridget Floyd, ‘21 

CB Residential, 854-9242 

 

Elle Hale, ‘21 

CB Residential, 854-9242 

 

Tina Llorente ‘21 

Re/Max Patriots, 840-4848 

 

Lisa Merisotis Myers, ‘20 

CB Residential, 854-9242 

 

Mary Price, ‘20, GRI, e-PRO 

BH Homesale, 633-7300 

 

Selina Robinson, ‘20 

BH Homesale, 235-9050 

 

John P. Wiga, ‘20, GRI 

Re/Max Patriots, 840-4848 

 

Cheryl Yerger, ‘19, ABR,  

BH Homesale, 757-7811 
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Bright MLS Monthly Statistics  
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Making Great Connections at the Affiliate Tradeshow and Social 
 

REALTORS® and Affiliate members had a great time getting to know each other and learning about various products and 
services that they offer. A special thank you to the following Affiliate partners for participating at this years event which 
was held at Heritage Hills Golf Resort.  
Check out RAYAC’s Facebook page to see photos from the event.  
 
ABCO        HouseMaster Home Inspections   US Health Advisors LLC 
ACNB Bank       HomeLand Environmental    White Rose Settlement Services 
AdvantaClean - Lower Susquehanna  M&T Bank 
BB&T        MyClosing 
Community Settlement    Northpointe Bank 
Concierge Mortgage, LLC    PeoplesBank 
Fidelis Mortgage      Pillar to Post Inspections 
American Home Warranty    Precision Inspections and Radon Solutions 
GMH Mortgage      Real Estate Exposures 
Gordon L Brown & Assoc, Inc.    Stock and Leader 
Guardian Mortgage     Traditions Mortgage 
          
          
A big thank you to Melinda Eppolito from Remace and Steve Johnson from Homechek  
for leading a very informative discussion on the differences between inspectors and  
appraisers.  
 

We would also like to thank the York County Economic Alliance for partnering with us  
on this event sharing all of the current real estate projects that they have taking place in  
the City of York!           
 
 

https://www.facebook.com/RAYACRealEstate/
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Bright Classes at RAYAC -  May 20, 2019 
 

 Class             Time 
 

                New Agents Class          9:00 am - 11:00 am 
      *Designed for beginners, this session will help you learn how to set up the  
       Bright system, and contact Bright management and support. Topics include  
      Search and the Basics of Emailing.           
          
         Tips & Tricks          11:30 am - 12:30 pm 
          *Maximize your effectiveness by learning some tips and tricks of the trade.  
         
 

     Bright Custom Clinic                 12:30 pm - 1:30 pm 
      *Come to our Bright Custom Clinic and sit down with a Customer Success  
      Champion to work through the issues that matter the most to you. This hour is 
      an in-person Q&A session where you can use your laptop, or view on a screen 
      how to work with the Bright system in effective and productive ways. Bring  
      your specific questions and trouble spots, and learn how to resolve them   
      during this personalized hour of support.  
       

All classes are held at RAYAC, 901 Smile Way, York PA 17404 
 
 

  To register, please contact Mireya Carlsen at Mireya@rayac.com  

 

 
Ask your questions LIVE with a trainer: YouTube 

Hands-on Clinics 
 

 
 
 
 

Check out Bright's YouTube Channel by  here. 
  
 

mailto:mireya@rayac.com
https://www.youtube.com/BrightMLS/live
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      14 Simple Steps for Safeguarding Your Office 
 

By now, you are aware of potential dangers that face real estate agents when they are meeting clients, showing 
properties or hosting open houses, and in their cars. There is one more place to consider: the office where you work.  
 
You can help safeguard your business’s (and your personal) property, and the safety of all who work in the office, 
with a few procedures and precautions: 
 

1. Know staff in other nearby businesses and be aware of their schedules. 
2. Ensure that all doors other than the main entrance are secured. 
3. Make certain windows are not obscured so that passersby can see in. 
4. Make sure there is a clear exit route from the service desk to the door. 
5. Never allow visitors to wander freely about the business. Have the person whom they want to see come to the 
front office area and escort the individual to the meeting area. 
6. Have a visitor log book and policy on issuing visitor tags that limit access to certain areas and hours of the day. 
7. If you encounter an individual while working late or alone, indicate to that person that you are not alone. Say 
something like, “My supervisor will be right with you and should be able to assist you.” 
8. Keep personal information private. Avoid discussing where you live, after-work or vacation plans in front of 
customers, new coworkers or anyone in general with whom you are not comfortable. 
9. Never leave valuables, purses or wallets tucked behind counters or on desks. 
10. Lock away personal letterhead and business cards to avoid use by unauthorized people. 
11. Mark equipment for easy identification in the event of theft or damage. Maintain an inventory of all marked 
items. 
12. Lock up audio/visual equipment when not in use. 
13. Secure spare and master keys in locked cabinets. 
14. Protect client information. Most offices keep sensitive personal information on their computers and/or in paper 
files - names, Social Security numbers, credit card or other account data - that identifies customers or employees. If 
tis sensitive data falls into the wrong hands, it can lead to fraud or identity theft.  
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      From the Executive Officer 

        

        

      The 9 Year Real Estate Itch  

 

               by Shanna Terroso, RCE, e-PRO 
  

 

According to NAR’s 2018 Profile of Home Buyers and Sellers, the average 
seller owned their home for 9 years before placing it on the market for  
sale.  Here is another great statistic, 91% of sellers used a real estate  
professional in selling their home.  In 44% of cases, sellers decided to  
trade up to a larger home as well.   
 
So how can you use this information to your advantage?  We know  
statistically sellers are most likely to put their home on the market at the  
9-year mark, and that they will most likely use a REALTOR®.  If that is  

not a cause for staying in touch with your past clients, I don’t know what is?   
You need to keep in contact with them through their years of  
homeownership.  You should also pay close attention to your past clients  

who have owned their home for 7-8 years.  This is when they are most likely 
to start thinking about selling their current home and buying their new place. 
At this point you should be increasing your outreach, educating your clients  

on the current market conditions and what the trend in real estate has been  
since they purchased their home 8 years ago.  RAYAC’s Annual Market  
Report is a great tool to utilize in showing those trends over time.  We all  

have limited time and resources.  Knowing how to use statistical data to  
your advantage can better guide you on how to use your resources most  
effectively.   

 
 

C2EX Challenge  
 

The National Association of REALTORS® proudly introduces Commitment to Excellence (C2EX), a program that 
empowers REALTORS® to demonstrate their professionalism and commitment to conducting business at the 
highest standards.  To learn more about this program, please view the video.  
 

RAYAC would like to challenge all of its members to complete the program.   
Five ambitious members will be rewarded in a BIG way!   
 

1st Person to complete = Free local dues for 2020 - $225 value.  
2nd Person to complete = Free lockbox subscription for 2020 - $159 value.   
3rd Person to complete = RAYAC Smart Pass for Continuing Education - $125 value.   
 

Anyone who posts what they have learned on any social media platforms will be entered into a drawing to win 
coaching videos and leadership books.  Use hashtag #C2EXtaughtme. 
 

Finally, anyone who starts the program between May 1st and September 1st will be entered into a drawing to 
win a $100 gift card to Amazon.com!  

Get started TODAY!  

https://www.nar.realtor/commitment-to-excellence
https://www.c2ex.realtor/?cid=C2EX-007
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Lots of Leadership Opportunities 
 
We know there are a lot of REALTOR® members out there with great  
leadership qualities or REALTORS® who want to enhance their  
leadership skills.  Whichever one you are, RAYAC has some awesome  
opportunities for you! 
 

Leadership York 

 

Expand your leadership skills and your networking circle with this nine  
month leadership training program.  RAYAC has been sending members  
through this program for years and everyone who has completed the  
Series finds it to be incredibly worthwhile.  Click here for more details  
on Leadership York.  If you are interested in applying for a scholarship  
for Leadership York, contact Shanna Terroso at shanna@rayac.com by June 14. 
 

Leadership Hanover 

 

Leadership Hanover has been training local leaders for a few years and program participants agree  
that it’s a valuable resource to enhance your career.  Click here for more information on the 
Leadership Hanover program.  If you are interested in applying for a scholarship for Leadership 
Hanover, contact Shanna Terroso at shanna@rayac.com by June 14. 
 

RAYAC Board of Directors 

 

RAYAC is looking for several talented leaders to serve on the Board of Directors.  If you are interested or would like more 
information about what is involved with being a Director, please contact Shanna Terroso at shanna@rayac.com by June 28.  

 
 
 
 
 

Lockbox Billing 
 

 

Keep an eye out for Sentrilock 
invoices which will be sent via email 
on Friday, May 31st.  The invoice 
amount totals $159 which will be due 
by Monday July 1st.   

http://www.leadershipyork.org/programs/leadership-training-program/
mailto:shanna@rayac.com
http://hanoverchamber.com/leadership-hanover/
mailto:shanna@rayac.com
mailto:shanna@rayac.com
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Electronic Advertising Reminder for REALTORS® 
 
Author: Peter T. Ruth 
 
 

 Advertising real estate services electronically is now as common as signing 
documents with the click of a mouse, scheduling an inspection or getting access to a 
lockbox with app, or attending an open house via Facetime.  Just as common, 
unfortunately, are the Hotline calls that involve this often confusing topic.   
 

As an initial matter, agents must remember that regardless of the medium, all 
advertisements for real estate services or listed properties must disclose “the name of 
the REALTOR®’s firm in a reasonable and readily apparent manner either in the 
advertisement or in electronic advertising via a link to a display with all required 
disclosures.”  NAR Code of Ethics, Standard of Practice 12-5.   
 
 In short, the NAR Code of Ethics allows a REALTOR® to forego including the 
required information in every electronic advertisement via social media, electronic 
mail, or a website without violating the Code of Ethics as long as the ad includes a link 
to a display with all of that required information.  Before utilizing this approach to 
online advertising, it’s important that licensees confirm the link in any such ad actually 
directs the consumer to a display with the required information.   
 
 It’s also important to remember that just because an online advertisement may 
comply with the NAR Code of Ethics, the Pennsylvania State Real Estate Commission 
similarly imposes requirements for the employing broker’s information on all 
advertisements (each ad “shall contain the business name and telephone number of the 
employing broker” in equal size).  The Commission, however, presently provides no 
alternative for this required information for electronic advertising. 
 
 A best practice is to routinely check your advertisements for compliance.  Review 
prospective ads with your Broker, and when possible, with legal counsel who can 
insure compliance and keep you (and your ads) out of trouble.   
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Information from the State Real Estate Commission Regarding 
“Team” Advertising 
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Marketing on Facebook 
 

 
Can you promote your business on your personal Facebook page? 
 
Marketing a business on Facebook requires a “Business Page.” It's actually against 
Facebook's Term of Service to have a personal profile for a business, so don't make 
the mistake of using a Personal Profile for your business. Creating a Business page allows other 
Facebook users to ‘Like’ your company and receive updates from you without becoming a Friend. 
It’s quick and easy to ‘Like’ a business on Facebook. One click of a button and it’s done, no 
‘friend requests’ and ‘friend confirmations’ to deal with. It’s immediate. However, there are still 
many companies, (some quite well-known) that are using a personal Facebook profile as opposed 
to a Facebook business page to promote their company. This can have its problems. Here are just 
some of them: 
 
You are breaking the rules 
Section 4 of Facebook’s terms clearly states that you shouldn’t have two separate Facebook 
accounts and you should never use a personal Facebook profile for commercial gain. Businesses 
have had their accounts suspended altogether over this malpractice. 
Your business won’t be seen 
Using a personal page to promote your company is hindering your chances, because only your 
friends can see it. 
No one will ‘Like’ your business 
It will be much more difficult to gain ‘friends’ as a business if you’re using a personal Facebook 
profile because people will be reluctant to share personal information with a company – no matter 
how good that company is. A Facebook business page allows people to ‘Like’ your company 
without any privacy risks because your company cannot access their personal information. 
Your business could run out of Friends 
Facebook may only allow a personal profile to have a maximum number of friends, but 
your Facebook business page can be ‘Liked’ by a limitless number of people. Why limit your 
opportunities? 
 
Facebook personal profiles are for people and Facebook business pages are for businesses. Of 
course you can still reflect your business in your personal Facebook updates, but it’s simply not 
designed to enable a company to maximize the many benefits that social media offers today. 

http://www.facebook.com/terms.php
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Practicing Professionalism 
A Buyers’ and Sellers’ Guide to Multiple Offer Negotiations 

 
Information for Buyers 
 

 In some situations sellers will have several competing purchase offers to consider. Sellers have several ways 
to deal with multiple offers. Sellers can accept the “best” offer; they can inform all potential purchasers that 
other offers are “on the table”; they can “counter” one offer while putting the other offers to the side awaiting a 
decision on the counter-offer; or they can “counter” one offer and reject the others.  

 
 While the listing broker can offer suggestions and advice, decisions about how offers will be presented – and 

dealt with – are made by the seller - not by the listing broker. 
 

 There are advantages and disadvantages to the various negotiating strategies you can employ in multiple 
offer negotiations. A low initial offer may result in buying the property you desire for less than the listed price 
or it may result in another buyer’s higher offer being accepted.  On the other hand, a full price offer may result 
in paying more than the seller might have required. In some cases there can be several full price offers 
competing for the seller’s attention – and acceptance.   

 
 Your buyer-representative will explain the pros and cons of these (and possibly other) negotiating strategies. 

The decisions, however, are yours to make. 
 
 Purchase offers generally aren’t confidential. In some cases sellers may make other buyers aware that your 

offer is in hand, or even disclose details about your offer to another buyer in hope of convincing that buyer to 
make a “better” offer. In some cases sellers will instruct their listing broker to disclose an offer to other buyers 
on their behalf.  

 
 Listing brokers are required to follow lawful, ethical instructions from their clients in the same way that buyer-

representatives must follow lawful, ethical instructions from their buyer-clients. While some REALTORS® 
may be reluctant to disclose terms of offers, even at the direction of their seller-clients, the Code of Ethics 
does not prohibit such disclosure. In some cases state law or real estate regulations may limit the ability of 
brokers to disclose the existence or terms of offers to third parties.  

  
 You may want to discuss with your buyer-representative the possibility of making your offer confidential, or of 

establishing a confidentiality agreement between yourself and the seller prior to commencing negotiations. 
 

 Realize that as a represented buyer, your broker likely has other buyer-clients, some of whom may be 
interested in the same properties as you are. Ask your broker how offers and counter-offers will be presented 
and negotiated if more than one of her buyer-clients are trying to buy the same property. 

 
 Appreciate that your buyer-representative’s advice is based on past experience and is no guarantee as to 

how any particular seller will act (or react) in a specific situation.  
 

 
= 

Information for Sellers 
 

 It’s possible you may be faced with multiple competing offers to purchase your property. Your listing broker 
can explain various negotiating strategies for you to consider. For example, you can accept the “best” offer; 
you can inform all potential purchasers that other offers are “on the table” and invite them to make their “best” 
offer; you can “counter” one offer while putting the other offers to the side awaiting a decision on your counter 
offer; or you can “counter” one offer and reject the others.  

 
 If you have questions about the possibility of multiple offers and the way they can be dealt with, ask your 

listing broker to explain your options and alternatives. 
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 Realize that each of these approaches has advantages and disadvantages. Patience may result in an even better 
offer being received; inviting buyers to make their “best” offers may produce an offer (or offers) better than those 
“on the table” – or may discourage buyers who feel they’ve already made a fair offer resulting in them breaking off 
negotiations to pursue other properties. Your listing broker will explain the pros and cons of these strategies (and 
possibly other) negotiating strategies. The decisions, however, are yours to make.  

 
 Appreciate that your listing broker’s advice is based on past experience and is no guarantee about how any 

particular buyer will act (or react) in a specific situation.  
 
 

Information for Buyers and Sellers 
 

         Perhaps no situation facing buyers or sellers is more potentially frustrating or fraught with potential for    
  misunderstanding and for missed opportunity than presenting and negotiating multiple, competing offers to   
  purchase the same property. Consider the following issues and dynamics: 
 

Sellers want to get the highest price and best terms for their property. 
 
Buyers want to buy at the lowest price and on the most favorable terms.  
 
Listing brokers – acting on behalf of sellers – represent sellers’ interests. 
  
Buyer representatives represent the interests of their buyer-clients. 

 
Will a seller disclosing information about one buyer’s offer make a second buyer more likely to make a full price 
offer? Or will that second buyer pursue a different property? 

 
Will telling several buyers that each is being given a chance to make their “best offer” result in spirited competition 
for the seller’s property? Or will it result in the buyers looking elsewhere?  

 
What’s fair? What’s honest?  Why isn’t there a single, simple way to deal with multiple competing offers?  
 
Knowledgeable buyers and sellers realize there are rarely simple answers to complex situations. But some 
fundamental principles can make negotiating multiple offers a little simpler. 
 
Realize the listing broker represents the seller – and the seller’s interests, and the buyer-representative represents 
the buyer – and the buyer’s interests. Real estate professionals are subject to state real estate regulation and, if 
they are REALTORS®, to the Code of Ethics of the National Association of REALTORS®.  
 
The Code of Ethics obligates REALTORS® to be honest with all parties; to present offers and counter-offers quickly 
and objectively; and to cooperate with other brokers. Cooperation involves sharing of relevant information.  
 
Frequently frustration and misunderstanding results from cooperating brokers being unaware of the status of offers 
they have presented on behalf of their buyer-clients. Listing brokers should make reasonable efforts to keep buyer-
representatives up-to-date on the status of offers. Similarly, buyer-representatives should keep listing brokers 
informed about the status of counter-offers their seller-clients have made.  
 
Finally, buyers and sellers need to appreciate that in multiple offer situations only one offer will result in a sale, and 
the other buyers will often be disappointed their offers were not accepted. While little can be done to assuage that 
disappointment, fair and honest treatment throughout the offer and negotiation process, coupled with prompt, 
ongoing and open communication, can enhance the chances that all buyers – successful or not – will feel they were 
treated fairly and honestly.  
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RAYAC Office Hours 
 
 

Monday - Thursday 
8:30 a.m. to 5:00 p.m.  
 
Friday 
8:30 a.m. to 4:00 p.m. 
 
 

Phone  
(717) 843-7891 
 

Fax 
(717) 854-0720 

 
Association Staff 
 

Shanna Terroso 
RCE, e-PRO, Executive Officer 
Ext. 106 
shanna@rayac.com 

 
Mireya Carlsen 
Director of Professional 
Development 
Ext. 109 
mireya@rayac.com 

 
Doug Clark  
Business & Finance Director 
Ext. 111 
doug@rayac.com 

 
Jaclyn Eriksen 
Public Relations Director  
Ext. 110 
jaclyn@rayac.com 

 
Cathy Hill 
Administrative Assistant  
Ext. 100 
cathy@rayac.com 

 
Deb Kottmyer 
Clerk (PT) 
deb@rayac.com 

 
 

Spring Fling Fun for the RAYAC Foundation! 

 

The Spring Fling was a great success for the RAYAC Foundation, Thank you to 
everyone that attended for being so generous with the raffles and 50/50. The new 
location at the Elks Lodge turned out very nicely and we appreciate their 
hospitality. Just under $5,000 was raised for the RAYAC Foundation that evening!  

 

Thank you to our sponsors:    Real Estate Exposures 

ACNB Bank       Real Estate Settlement Company 

Basement Waterproofing Solutions  Reistville Builders 
BB&T        The Adam Flinchbaugh Team 

Brown Appraisers     The Rick Smith Team 

Bryn Mawr Title      Top Dawg Inspections 

Community Settlement    Traditions Mortgage 

EG Stoltzfus Homes, LLC    Wheeler, Argento, and Moyer Team 

Fulton Mortgage Company    White Rose Settlement Services 

Freedmont Mortgage 

Gamlet, Inc. 

GMH Mortgage Services, LLC 

Guardian Mortgage 

Homechek 

Members 1st FCU 

PeoplesBank 
 

mailto:shanna@rayac.com
mailto:mireya@rayac.com
mailto:doug@rayac.com
mailto:jaclyn@rayac.com
mailto:cathy@rayac.com
mailto:deb@rayac.com
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901 Smile Way 

York, PA  17404 

Phone (717) 843-7891 

Toll-free in PA 1-866-288-9306 

Fax (717) 854-0720 

rayac.com 

www.OpenThisWeek.com 

www.facebook.com/

RAYACRealEstate 

& check out RAYAC’s Facebook 

group exclusively for members 

Attorneys 
Barley Snyder LLC 
CGA Law Firm - ad pg. 4 

Stock and Leader - ad pg. 8 

 

Builders 

Merani Construction 
York Builders Association 
 

Home Improvement/Repairs 
AdvantaClean-Lower Susquehanna 
Basement Waterproofing Solution 
Bleecker St. Development 
C.A.R.E. Property Services 
Dale Miller & Son Septic 
Martin Water Conditioning  
 

Home Warranties 
First American Home Warranty 

Insurance 
McKee Agency-Allstate 
Metro Public Adjustment, Inc. 
US Health Advisors LLC 
 

Inspectors 
Absolute Radon Mitigation LLC 
All Pro Inspections 
Allied Home Inspections Inc 
American Property Examiners  
Amerispec Home Inspection 
BH Home Inspection 
Buyers Eyes Home Inspections, LLC  
Capital V Inspections LLC  
Central Penn Radon Inc 
Clear to Close Renovations  
Extra Mile Home Inspection  
Gettysburg Home Inspection 
GRW Home Inspection LLC 
Home Land Environmental 
Homechek Inc 
Homepro Home Inspections 
HomeRite Inspections 
 

 
HouseMaster Home Inspections -     
     ad pg. 11 

Mason Dixon Home Inspection 
New Leaf Home Inspection 
Pillar to Post Home Inspection 
Pillar to Post Inspections 
Precision Inspections & Radon 
Real Services Inc 
Rife Home Inspections 
S.A.F.E. Inspection Services 
The Mitigator 
The Property Examiners 
The Virtus Group LLC 
Top Dawg Inspections 
Trimmer Home Inspections 
Valjerns, LLC 
 

Lenders 
Academy Mortgage Corporation 
ACNB Bank - ad pg. 11 
AnnieMac Home Mortgage 
Bay Capital Mortgage Corp 
BB&T Mortgage 
Caliber Home Loans 
Concierge Mortgage, LLC 
Fidelis Mortgage Corporation 
First Alliance Home Mortgage 
First National Bank 
Fulton Mortgage Company - ad pg. 3   
Guardian Mortgage 
GMH Mortgage Services LLC 
Heritage Valley Federal Credit 
  Union 
Homebridge Financial Services 

Homesale Mortgage, LLC 
J.G. Wentworth Home Lending 
M & T Bank Mortgage Division 
Members 1st Credit Union 
Moneyline Lending, LLC 
Mortgage Network 
Movement Mortgage 
Northpointe Bank 

Orrstown Bank 
Peoplesbank, A Codorus Valley Co  
   - ad pg. 18 

PrimeLending  
Residential Mortgage Services - ad pg. 24 

Union Community Bank 
Union Home Mortgage 

Traditions Mortgage - ad pg. 8 
 

Media, Marketing & 
Photography 
360 Tour Designs Southern PA 
Atlas Rubber Stamp & Printing 
Media One PA 
Open.Tours 
Parde Photography 
Real Estate Exposures 
Remembrances by Kevin Photography 

Other  
TailBanger’s Pet Resort, LLC  

Pest Control 
All American Termite/Pest Control 
Lynn Pest Management 
 

Surveyors/Engineers 
Gordon L Brown & Assoc., Inc. 
 

Title/Settlement Co. 
Abstracting Co. of York County 
Alternate Avenue, LLC 
Anchor Abstracting Co. Inc. 
Apple Leaf Abstracting & Settlement 
Bryn Mawr Abstract, Inc.  
Community Settlement LLC 
Complete Closing Services 
Even Par Settlement Services 
Guardian Transfer Corp. 
Homesale Settlement Services 
MYclosing - ad pg. 16 
Preferred Service Settlements 
Quality Service Settlements 
Real Estate Settlement Co 
White Rose Settlement 
 Services  
Yorktowne Settlement Co  

Partner and Do Business with RAYAC Affiliate Members!   

http://rayac.com/
http://www.OpenThisWeek.com
http://www.facebook.co/RAYACRealEstate
http://www.facebook.co/RAYACRealEstate
http://www.facebook.com/RAYACRealEstate
http://www.cgalaw.com/
http://www.stockandleader.com/
https://housemaster.com/franchise/000529/localinfo
https://www.acnb.com/mortgage-loans-0
http://www.fultonmortgagecompany.com/viewpage.asp?n=2663
https://www.homebridge.com/branch/york/
https://www.peoplesbanknet.com/borrow/personal/mortgages/
http://www.billhoyer3.com/
https://rmsmortgage.com/
https://www.yorktraditionsbank.com/traditions-mortgage/
http://myclosing.myproptrackr.com/
http://www.wrsettlements.com/
http://www.wrsettlements.com/
http://yorktownesettlement.com/
https://twitter.com/#!/RAYACRealtors

