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           Local Touch
• Local offices
• Quick responses
• Trusted local appraisers
•
      National Power
• Proprietary Programs
• Competitive Rates
• All 50 States

E m p o w e r i n g  H o m e o w n e r s h i pE m p o w e r i n g  H o m e o w n e r s h i p

Experience the
CMG Advantage
Local Touch,
National Power

Experience the
CMG Advantage
Local Touch,
National Power

717.968.3848
wlandis@cmghomeloans.com

Contact us now for a seamless mortgage
 experience tailored to your client's needs

Wendy Landis | NMLS: 257320

TITLE INSURANCE  | VIRTUAL CLOSING
 LAND ACQUISITION  | COMMERCIAL PROPERTIES

717.581.5810 · Premiersettlements.com
5 locations across south central PA

Settlements made simple.
Partner with us for seamless real estate 
transactions. ACT NOW!

Sean Lafferty

Empowering Real Estate Agents, 
One Settlement at a Time
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses 

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

AIR QUALITY

Advanced Air 
Quality Services
Dan Luckenbaugh
(717) 755-1278
www.danthemoldguy.com

ATTORNEY/LEGAL 

SERVICES

Woodburn Law
Brett Woodburn
(717) 614-8990
www.woodburn-law.com

BLINDS

Bloomin Blinds of Harrisburg
(717) 461-8718
www.bloominblinds.com/
harrisburg

BUSINESS ASSOCIATION

Home Builders Association 
of Metropolitan Hbg
Kristi Walsh
(717) 232-5595
www.harrisburgbuilders.com

BUSINESS COACHING

Workman Success Systems
Verl Workman
(717) 599-0688
www.workmansuccess.com

FLOORING, HARDWOOD, 

CARPET, TILE, RUGS

Couch Potato Carpet 
& Flooring
(717) 566-7679

HOME INSPECTION

ALPHA Home Inspection
Kevin Kenny
(717) 574-2133
www.alphainspection.net

INSURANCE BROKER

Goosehead Insurance
(215) 268-3104
Goosehead.com/
Joel-Skundrich

Goosehead Insurance LLC
Ross Cleveland
(717) 810-6362
www.rcgh.us

MORTGAGE BROKER

MarvelLoans
Melissa McCullough
(717) 860-0505
www.marveloans.com

MORTGAGE LENDER

CMG Home Loans
Wendy Landis
(717) 968-3848
www.cmghomeloans.com/
mysite/wendy-landis

Freedmont Mortgage Group
Jay Delmont
(410) 628-0500

Ideal Mortgage Group
Christopher Fratelli
(717) 712-4739
www.emmloans.com

PHOTOGRAPHER

Kelly Johnson Photography
(717) 314-0358
Kellyjohnsonphotog.com

PHOTOGRAPHY- 

REAL ESTATE

Vincent and Morgan 
Real Estate Media
Ben Bodnar
(717) 288-7086
www.vincentandmorgan.co

PHOTOGRAPHY/

REAL ESTATE

Next Door Photos
Karen Ackley
(717) 903-4088
www.susquehannavalley.
nextdoorphotos.com

PRESSURE WASH/ 

SOFT WASH

DB360 Soft Wash
Daniel Gross
(717) 691-1712
www.db360softwash.com

Full Blast Pressure Washing
Jason Halteman
(717) 961-5477
www.fullblastpressure 
washing.com

REAL ESTATE 

INVESTMENTS

First Choice Home Buyers
Anthony Lynam
(717) 926-3143
www.firstchoicehome 
buyers.com

REVERSE MORTGAGE

Advent Financial Inc
(410) 688-8353
adventfin.com

SOLAR ENERGY

Ethical Energy Solar
Eric Olynik
(717) 292-8866
www.ethicalenergysolar.com

Solarity Energy Solutions
(717) 502-2366
www.solarityenergy 
solutions.com

TITLE AGENCY

Premier Settlements
Sean Lafferty
(717) 581-5810
www.premiersettlements.com

TITLE SERVICES

Keystone Land Transfer
(717) 731-4200
www.keystoneland 
transfer.com

White Rose  
Settlement Services
Melanie Caputo
(717) 487-0415
www.wrsettlements.com

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Pro-
ducers but remain solely those of the author(s). The paid advertisements contained within the magazine are not endorsed or recommended by The N2 Company 
or the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies. 

If you are interested in contributing or nominating REALTORS® for certain stories, 
please email us at Coach.Fino@n2co.com.

UNWANTED L IST INGS?
Fast Cash Offers for Houses

in Any Condition!

Locally Owned & Operated

717.744.9113
firstchoicehomebuyers.com | 2040 Good Hope Rd. Enola

Unlock the Power
of Fast Cash -
Request Your
Offer Now!

We pay agents full 6% 
commissions and relist with
you after flip. Minimum 5K 

commissions on all referrals

Brett Woodburn

717.614.8990
Woodburn-law.com

4409 N. Front Street, Harrisburg

Safeguarding 
Your Real Estate 

Ventures, Seamlessly
EXPERIENCED | DEDICATED | TRUSTWORTHY 

Make a Splash in the Market. 
Partner with our Exterior 

Cleaning Experts!

Cleaner – Brighter – Better

Commerical | Industrial | Residential

Call or Text us today! 717.961.5477
fullblastpressurewashing.com

Our
Story
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Josette Plank 
Publishing Assistant

Kelly Johnson 
Photographer

Kelly Johnson Photography

Marena Johnson 
Ad Strategist

Karen Ackley 
Photography Team Lead 

Next Door Photos - 
Susquehanna Valley

Cherie Bartels
Executive Assistant

Coach Fino
Owner/Publisher

M E E T  T H E  S O U T H  C E N T R A L  PA  R E A L  P R O D U C E R S  T E A M

Krystal Shearer  
Event Coordinator

Providing 
CLEANER, 
SAFER, 
HEALTHIER 
Indoor 
Environments

DanTheMoldGuy.com
717.755.1218

Air Purification Units

Air Quality Testing 

Mold Testing 

Surface Protection Products

FOR ALL 
YOUR IAQ 
NEEDS

WHAT ARE YOU BREATHING? 717-502-2366  |  JOSH.RANCK@SOLARITYES.COM

POWERING REAL ESTATE'S FUTURE
SOLAR SOLUTIONS FOR 
EVERY HOME!
over 15 years of industry experience

CONTACT ME TODAY!

Josh Ranck

HOME, AUTO, FLOOD,
LANDLORD,

LIFE & BUNDLE
OPTIONS AVAILABLE

Ross Cleveland 
(717) 810-6362

Ross.Cleveland@Goosehead.com
License # 858161

Joel Skundrich
(215) 268-3104

Joel.Skundrich@Goosehead.com
License #: 845763

 CONTACT US FOR 
OPTIONS THAT 

SAFEGUARD YOUR 
CLIENTS!

 Getting insurance quotes for 50 states.
Quoting +140 carriers.

Getting you better rates & coverages. 

CHOICE
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Elevate Your Real Estate Game this August

Collaboration

By Coach Fino

publisher’s note

www.kellyjohnsonphotog.com
Scan to

book today!

Branding & Business Lifestyle
Headshots
High School Seniors

CREATE &
CAPTURE YOUR

BRAND

 eric.olynik@ethicalenergysolar.com  |  (717) 292-8866 

Empowering People
               Powering The World!

Eric Olynik
Solar Energy Advisor

Don’t lose the deal, free roof
when bundled with a solar system!

PRINT IS STILL ALIVE. 

Celebrating two decades of print excellence, 
now 800 niche magazines strong (and counting).

August, with its warm days and vibrant energy, symbolizes a period of 
transition and growth. As top real estate agents, it’s the perfect time 
to harness this momentum, fostering collaboration and inspiring one 
another to achieve unprecedented success. Here’s how embracing a 
spirit of teamwork can elevate your business during this dynamic month.

1. The Power of Partnerships

In real estate, collaboration can open doors to new opportunities. 
Partnering with fellow agents allows for the sharing of insights, 
resources, and networks. Whether co-hosting an open house, pooling 
together for a marketing campaign, or sharing leads, working together 
can amplify your reach and impact. August, with its lively market 
activity, is the ideal time to forge these partnerships. Remember, a col-
laborative approach not only broadens your potential but also enriches 
the client experience through diverse expertise.

2. Community Engagement

Real estate thrives on relationships, and August’s community events 
provide a perfect platform to engage. Participate in local festivals, 
sponsor charity runs, or organize neighborhood clean-up drives. These 
activities help build rapport and establish you as a trusted local expert. 
Collaborate with local businesses to host joint events, creating win-win 
scenarios that benefit your business and the community. Your active 
presence in the community fosters trust and creates lasting connections.

3. Knowledge Sharing and Continuous Learning

August is a great time to focus on professional development. Organize 
or participate in workshops, webinars, and training sessions with 
peers. Sharing knowledge and learning from others’ experiences can 
lead to innovative strategies and solutions. By fostering an environ-
ment of continuous learning, you not only stay ahead of market trends 
but also build a supportive network of like-minded professionals com-
mitted to mutual growth.

4. Innovative Marketing Strategies

Collaborative marketing efforts can signifi-
cantly boost visibility. Pooling resources with 
other agents for larger-scale advertising can 
result in more impactful campaigns. Host joint 
webinars or virtual tours to reach a wider 
audience. Use August’s warm and inviting 
atmosphere to create engaging content that 
showcases properties in their best light. By 
working together, you can share costs, ideas, 
and, ultimately, the rewards.

5. Celebrating Successes

Take time to celebrate achievements, both 
big and small. Recognizing and appreciating 
the successes of your peers fosters a positive 
and motivating environment. Host a summer 
barbecue or a casual get-together to celebrate 
milestones and discuss future goals. These 
gatherings not only strengthen bonds but also 
provide a relaxed setting to exchange ideas 
and inspire others.

This August, we celebrate one year of South 
Central PA Real Producers. What we have in 
store for year two is nothing short of amazing! 
See you at our one-year anniversary celebration! 

Yours in a Real Relationship with  
Real Producers,

Coach Fino
Owner/Publisher
South Central PA  
Real Producers
Coach.Fino@n2co.com 

Embracing
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Call us for a free consultation
• Customer Quality Window Coverings
• Motoratization 
• Outdoor Shades
• Style, Privacy, Energy Efficient

    717-461-8718
bloominblinds.com/harrisburg
harrisburg@bloominblinds.com

LOCALLY OWNED AND OPERATED

Reverse Mortgages
the right way since 2004

410.688.8353  •  AdventFin.com
44 N Christian St Suite 200  •  Lancaster 

KEELY MAGLAUGHLIN
NMLS #141080

BUY a house with a Reverse Mortgage?
YES.  Your clients can use a Reverse Mortgage to BUY.

Help borrowers (age 55+) 
transition to a new home 

with no mortgage payment 
and keep more cash in 

their pocket.

Q: WHO ARE THE RP- 
VETTED BUSINESSES? 
A: They are the best businesses in 
South Central PA in their category; 
you can find them listed in our index! 
We don’t just find these businesses 
off the street, nor do we work with all 
businesses that approach us. Many top 
agents have recommended every busi-
ness you see in this publication. We 
won’t even meet with a business that 
has not been vetted by one of you and 
“stamped for approval,” in a sense. Our 
team will further vet every business to 
make sure they are a good fit and bring 
value to our community. Our goal is to 
create a powerhouse network for the 
best real estate agents in the area and 
the best businesses so we can grow 
stronger together.

Q: HOW CAN I 
RECOMMEND  
A BUSINESS? 
A: If you want 
to recommend 
a business that 
works with top real estate agents, 
please email or message us!
Email: Coach.Fino@n2co.com 

ALL ABOUT
faq

South Central PA 
Real Producers

Real Producers magazine started in 
Indianapolis in 2015 and is now in over 
120 markets across the nation and 
continues to spread rapidly. 

Q: WHO RECEIVES SOUTH CENTRAL 
PA REAL PRODUCERS MAGAZINES? 
A: The top 500+ producing real estate 
agents in Dauphin, York, Lancaster, 
Lebanon, Perry, Cumberland, Franklin, 
and Adams Counties. 

Q: WHAT IS THE GOAL OF  
THE PROGRAM? 
A: To connect, elevate, and inspire 
our entire industry. We are better 
together. We can create change when 
we surround ourselves with other 
successful, like-minded people. We 
as people grow. Our businesses grow. 
Our impact on the community grows. 
Real Producers is the platform that 
brings us together. 

We take the top 500 real estate agents 
and RP-vetted businesses in every 
market and build an exclusive commu-
nity around that group. We share their 
stories, successes, market trends, and 
upcoming events — really, anything 
that will connect, inform, and inspire, 
we put in our monthly publication.

Q: DOES REAL PRODUCERS  
HAVE EVENTS? 
A: Yes! In fact, in-person celebration 
and collaboration are essential to 
building REAL RELATIONSHIPS 
with Real Producers. We have specific 
networking, learning, and community 
events throughout the year.

Q: WHAT IS THE PROCESS FOR BEING 
FEATURED IN THIS MAGAZINE? 
A: It’s really simple. You have to be on 
the top 500 list, and we take nomina-
tions seriously. You can nominate other 
real estate agents, businesses, brokers, 
owners, or even yourself! Office leaders 
can also nominate real estate agents. 
We will consider anyone brought to 
our attention who is in the top 500 
because we don’t know everyone’s 
story, so we need your help to learn 
about them. We cannot guarantee a 
feature, but we encourage you to meet 
with one of our team members, support 
Real Producers, and attend our private 
events to increase your chances.

Q: WHAT DOES IT COST A  
REAL ESTATE AGENT/TEAM TO  
BE FEATURED? 
A: Zero, zilch, zippo, nada, nil. It costs 
nothing, my friends, so nominate away! 
We are not a pay-to-play model. We 
share real stories of Real Producers.
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Workman Success Systems

partner spotlight

Verl Workman: A Legacy of 

Leadership and Innovation 

Verl Workman, the visionary founder 
and CEO of Workman Success 
Systems, has an illustrious career 
that spans over three decades.

A Certified Speaking Professional 
(CSP), Verl’s journey began in the 
corporate world, where his innovative 
approach to leadership and business 
development set him apart. His early 
experiences included working with 
Fortune 500 companies, where he 
honed his skills in sales, marketing, 
and management.

Verl’s career took a significant turn 
when he decided to channel his 
expertise into the real estate industry. 
Recognizing the potential for growth 
and development in this sector, 
he co-founded Workman Success 
Systems along with his daughter, 
Brianne, with the aim of revolutioniz-
ing real estate coaching. 

“Our mission at Workman Success 
Systems is to help real estate pro-
fessionals achieve balance in their 
lives—family, faith, friends, fun, 
fitness, and finances,” Verl says. “It’s 
not just about closing deals; it’s about 
building a life worth living.”

His philosophy is rooted in the 
belief that every real estate pro-
fessional can achieve “Predictable 
Greatness” through proper guid-
ance, tools, and systems.

culture and operational efficiency. 
Her background in business adminis-
tration and her hands-on approach to 
leadership have been instrumental in 
driving the company’s success.

Brianne’s journey into the world of 
real estate coaching began at a young 
age, observing her father’s dedica-
tion and passion. She inherited his 
drive and commitment, which she 
has channeled into enhancing the 
company’s coaching programs and 
client services. Brianne’s focus on 
building strong, supportive relation-
ships within the team and with clients 
has helped foster a collaborative and 
innovative work environment.

The Genesis of Workman  

Success Systems 

Workman Success Systems was 
founded on the principle of providing 
comprehensive coaching and tools 
to real estate professionals to help 
them achieve sustained success. 
Verl’s vision was to create a coaching 
platform that not only addressed the 
immediate needs of real estate teams 
but also provided long-term strategies 
for growth and development.

“I started Workman Success Systems 
because I saw a gap in the real estate 
industry where agents were creating 
jobs for themselves rather than build-
ing sustainable businesses,” Verl says. 
“I wanted to change that paradigm.”

The company’s approach is multi-
faceted, combining private coaching, 
on-demand coaching, and a variety of 
training packages. These services are 
designed to cater to the unique needs 
of real estate professionals at different 
stages of their careers. From transac-
tion tracking and business planning to 
marketing and leadership techniques, 
Workman Success Systems offers a 
holistic suite of tools that empower 
real estate teams to excel.

At the core of Workman Success 
Systems is the belief that success 
in real estate is not accidental but 
predictable and achievable through 
consistent effort and the right guid-
ance. Verl’s extensive experience and 
insight into the industry have shaped 
a coaching model that is both practi-
cal and inspirational.

The company’s coaching programs 
are tailored to address the specific 
challenges faced by real estate profes-
sionals. Whether it’s improving sales 
techniques, enhancing client rela-
tionships, or streamlining operations, 
the coaches at Workman Success 
Systems provide actionable strategies 
and personalized support.

This hands-on approach ensures  
that clients not only understand  
the principles being taught but can 
also implement them effectively in 
their businesses.

Brianne’s Impact on Company Culture 

Brianne’s role as COO has been 
transformative for Workman 
Success Systems. She has been 
instrumental in fostering a culture of 
continuous improvement and inno-
vation. Under her leadership, the 
company has implemented various 
initiatives to enhance team collab-
oration, professional development, 
and client engagement.

One of Brianne’s key contributions 
has been her focus on integrating 
technology into the company’s coach-
ing programs. By leveraging the latest 
tools and platforms, she has helped 
streamline processes and improve 
the overall client experience. This 
tech-forward approach has enabled 
Workman Success Systems to stay 
ahead of industry trends and provide 
cutting-edge solutions to their clients.

Success Stories and Client Impact 

The success of Workman Success 
Systems can be seen in the count-
less testimonials from real estate 
professionals who have transformed 
their businesses through the com-
pany’s coaching programs. Clients 
often highlight the personalized 
attention and practical advice they 
receive, which has helped them 
achieve significant growth and sta-
bility in their careers.

One notable success story is that 
of a real estate team that, through 
the guidance of Workman Success 
Systems, was able to double their 
annual sales volume within two years. 
By implementing the strategies and 
tools provided by their coaches, this 
team was able to streamline their 
operations, improve their market-
ing efforts, and enhance their client 
service, leading to remarkable results.

Looking ahead, Verl Workman and 
Brianne Ika are committed to con-
tinuing their mission of empowering 
real estate professionals to achieve 
predictable greatness. With a focus 
on innovation, collaboration, and 
client success, they are poised to lead 
Workman Success Systems into a 
new era of growth and impact.

Verl’s vision and Brianne’s opera-
tional expertise create a powerful 
synergy that drives the company 
forward. Together, they are not only 
transforming the real estate coaching 
industry but also setting new stan-
dards for excellence and success.

As they continue to expand their 
reach and refine their programs, 
Workman Success Systems remains 
dedicated to helping real estate pro-
fessionals unlock their full potential 
and achieve lasting success.

Brianne Workman Ika: The Heartbeat 

of Workman Success Systems 

Brianne Ika, Verl’s daughter, brings 
her own unique strengths to the 

family business. As the Chief 
Operating Officer (COO) of Workman 
Success Systems, Brianne plays a 
pivotal role in shaping the company’s 

Verl Workman&Brianne Workman Ika
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EMPOWER 
YOUR CLIENTS

Over 90% 
Satisfaction 
Ranking

Personalized 
Lending Options

Innovative Technology

LET’S CONNECT!
2452 Noll Dr Lancaster PA 17603Phone: 717.712.4739

cfratelli@imlending.com               

Christopher Fratelli
Regional Vice President, Sales

NMLS ID #413754 
with Our Ideal

Mortgage Options!

EMPOWER

717-566-7679 | couchpotatocarpet.com

Hardwood | Luxury Vinyl | Carpet | And More!
SALES & INSTALLATION

CHOOSE FROM POPULAR IN-STOCK CARPETS
THAT CAN BE INSTALLED RIGHT AWAY

Ask About Our
Home Seller's
Dream Program!
Give your client's a competitive
advantage over same style homes
with only $100 down and pay the
balance when the home is sold!

CALL US TODAY TO GET THOSE HOMES SOLD!

TM 

TM .
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In this month’s Rising Star feature, 
meet Alberto Mateos, a dynamic 
young real estate agent who is reach-
ing impressive industry milestones. 
Alberto’s achievements include being 
recognized with Coldwell Banker’s 
prestigious 30 Under 30 award and 
honored as the Rookie of the Year by 
Coldwell Banker Realty in Central 
Pennsylvania. He was also named one 
of the Top 250 Agents nationwide 
and the #1 Rookie in the Nation by 
the National Association of Hispanic 
Real Estate Professionals (NAHREP). 
Alberto says his genuine satisfaction 
comes from helping clients achieve 
their dreams of homeownership, 
approaching each transaction with 
empathy and a commitment to their 
unique goals. Known for his warm 
personality and tireless energy, 
Alberto’s journey is not just about 
personal success but about empow-
ering his clients and driving positive 
change within his community.

Tell us a bit about your family and 

where you’re from. 

Alberto: I was born and raised in 

Gettysburg, Pennsylvania. Both my 
parents immigrated from Mexico, but 
I was born here, so I’m a first-gen-
eration Mexican American. Growing 
up, we always lived from apartment 
to apartment, often dealing with 
slumlords or getting evicted due to 
discrimination despite paying rent 
on time. My father wasn’t there, but 
my mom was, and she raised two 
great kids on her own. We didn’t have 
much, but she did her best.

I think my upbringing gave me a 
grit mindset and taught me to value 
things. I was never a 4.0 student 
in high school, but I pushed myself 
to always do my best. I put myself 
through college at York College of 
Pennsylvania, where I was involved 
in many activities and mentored new 
first-generation students.

How did your mother influence your 

work ethic? 

Alberto: My mom was always trying 
her best, juggling bills, rent, and 
other expenses. Growing up like that 
affects you mentally, emotionally, 

and spiritually. It made me appreci-
ate hard work and instilled a strong 
work ethic in me. I saw her work-
ing so hard, and it motivated me to 
push myself to succeed. It’s why I’ve 
worked hard to get where I am today. 
If you want it, you gotta do it.

What motivated you to pursue a 

career in real estate? 

Alberto: College wasn’t initially a 
plan for me, but I made it happen. My 
family always worked hard, often in 
grueling jobs. I wanted something dif-
ferent. I wanted to build generational 
wealth and not just work to get by. In 
high school, I worked at McDonald’s, 
flipping burgers. In college, I started 
my first business detailing cars during 
the pandemic. I went all in. When 
times are bad, that’s when some peo-
ple become rich. 

In my detailing business, my niche 
was working for local business own-
ers—electricians, plumbers, doctors, 
lawyers. I learned how to speak to 
them and this built my confidence. I 
kept hearing about real estate from my 

ALBERTO

MATEOSMATEOS

rising star
Photos by Next Door Photos | Miriam Smith

COLDWELL BANKER REALTY
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Build Your Brand
& Sell Homes Faster
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BOOK
NOW!

Ben Bodnar

HDR PHOTOGRAPHY    3D TOURS         DRONE PHOTOS    FLOORPLANS      

VIRTUAL STAGING         VIDEO TOURS        ONLINE SCHEDULING

potential in owning properties. I’ve 
met some great investors, and we’ve 
grown together. I plan to keep buying 
and renting out properties, focusing 
on creating steady income streams. 
I’m looking to expand and keep build-
ing on this foundation. The goal is to 
grow my investments while continu-
ing to serve my community.

clients, how they were buying property, 
land, mixed use. So, I sold my detailing 
business, went all in again, and got my 
real estate license. I sold my sports car 
and bought a beat-up vehicle. I graduated 
college on a Friday, and Monday morning, 
I was taking real estate classes.

You mentioned creating videos 

daily for a year. Can you tell us 

more about that? 

Alberto: I can take over using 
technology. I love AI. I built 
my social media presence 

on platforms like TikTok, 

Instagram, WhatsApp, Snapchat, and 
YouTube. I did a video every day for a 
year, all organic, no scripts. I’d record 
myself talking about my day, mixing 
English and Spanish, and showing differ-
ent aspects of my life and work.

I wanted to be authentic and relatable. 
People responded well to my energy and 
consistency. It helped me build a strong 
following and connect with potential cli-
ents. No Zillow. No Redfin. In two years, 
I built my sales from zero to 78, over $16 
million. I went all out in social media, 
and my clients connect with me.

How has being bilingual influenced 

your real estate career? 

Alberto: Being bilingual has been a 
huge asset. About 95% of my business 
comes from the Latino community. 
My story is my testimony to them, and 
they relate to my story—dad deported, 
mom working multiple jobs, living 
paycheck to paycheck. I use my experi-
ences to motivate them and show them 
that they can achieve their dreams, 
just like I did. Speaking both English 
and Spanish allows me to connect with 
a wider range of clients and build trust 
within the community.

What’s your favorite part about work-

ing in your local area? 

Alberto: I’ve moved around a 
lot within the South Central 
Pennsylvania area—Biglerville, 
Southwest Hanover, and more. I’ve 
always been cool with everyone, no 
matter their background. That’s been 
key in building relationships. People 
remember me from school or the 

neighborhood, and that connection 
helps when they’re looking to buy or 
sell a home. I love working in an area 
where I know the community and 
they know me.

How do you stay authentic and con-

nect with clients through your content? 

Alberto: My content is raw and 
unscripted. If I mess up, I don’t edit 
it out. I want people to see the real 
me. I use captions and good lighting, 
but it’s all about being genuine. I 
mix in personal stuff—playing with 
my dog, working out—with profes-
sional updates. People appreciate 
that I’m not just trying to sell them 
something. I’m sharing my life and 
building a connection.

What does the future hold for you 

and your career? 

Alberto: Right now, I’m focusing on 
investing. I bought a house, rehabbed 
it, and rented out a studio apartment. 
I love being an agent, but I see equal 

I WANTED TO BE AUTHENTIC AND 

RELATABLE. PEOPLE RESPONDED WELL TO 
MY ENERGY AND CONSISTENCY. IT HELPED 

ME BUILD A STRONG FOLLOWING AND 

CONNECT WITH POTENTIAL CLIENTS.
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Berkshire Hathaway HomeServices Homesale Realty

top agents
Photos by Next Door Photos | Miriam Smith HEATHER 

NEIDLINGER  
& OLIVIA 
HENNEMAN
Successful businesses in South Central Pennsylvania are 
made up of people who appreciate what makes our local 
communities special.

Heather Neidlinger and Olivia Henneman at Berkshire 
Hathaway HomeServices Homesale Realty have deep 
roots in Cumberland County – both women grew up in 
Newville, Pennsylvania, and both attended nearby col-
leges. They love this part of our state and still live near 
the towns where they were raised.

“I live in Mount Holly, but I still love to go back to 
Newville,” Olivia says. “I love the family atmosphere of 
our area.”

Heather shares her sentiment. “Each community in 
our area has its own personality, its own traditions and 
events. But they are all overwhelmingly friendly and per-
sonal. I just love the atmosphere of our small towns.”

With a long-standing presence and authentic connection 
to the community, Heather and Olivia have leveraged 
their unique perspective in building a successful busi-
ness founded on trust and personalized service.

Working Toward a Career 
For Olivia Henneman, team lead and REALTOR®, the 
path to real estate wasn’t straightforward.

“Out of high school, I did not know what I wanted to do 
with my life,” Olivia says. “I went to a community college 

and started with a business degree, and I was working in a small-
town diner all my teenage years right out of high school. I was 
ready for the next step in my life, so I interviewed for an admin 
position with Heather’s team. I did not know I wanted to do real 
estate. That was not on my radar at all.”

Olivia started as a listing coordinator and then moved to con-
tract-to-close manager. “I loved everything about it, like dealing 
with all the clients and being behind the scenes of everything. 
Heather and other team members encouraged me to become 
a REALTOR®. When I first got my real estate license, I wasn’t 
really trying to sell. Then last year, I realized I loved this and 
started selling, and it took off from there.”

Heather Neidlinger’s journey into real estate began while she was 
pursuing other ambitions. “I grew up in Newville, went to Big 
Spring, and then Shippensburg University for a biology degree,” 
she says. “I met my husband Rob my senior year of college. He 
was building houses and suggested I get my real estate license. I 
had just been accepted into nursing school at HACC at the time, 
but I decided to give real estate a try. I ended up taking a break 
from nursing school to focus on real estate and stuck with it.”

Heather worked full-time while earning her degree and balanced 
the demands of school, work, and her beginning real estate career.

“My first few deals in real estate were absolute nightmares, to be 
honest,” Heather laughs. “But I enjoyed helping people through 
the process and solving problems, which drew me to the busi-
ness. It was super difficult to get a mortgage at that time, and I 
liked figuring out all the pieces to make it work.”
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Melissa McCullough
melissa@marveloans.com

Senior Loan Originator717.860.0505NMLS# 1915797

HELPING TO BUILD WEALTH THROUGH REAL ESTATE

 Let me start to strategize 
for your clients!

EMPOWER YOUR INVESTMENT
Market Rent, Your Loan's Best Ally!

With a DSCR loan, I can assist 
you in shifting from traditional 
debt-to-income metrics. Our 
loans are underwritten based 
on the property's cash flow. If 
market rent covers the 
mortgage, we're ready
to proceed!

Both women emphasize the importance of authentic con-
nection to the community in their careers. As an example 
of living in a small town where “everyone knows your 
name,” Olivia mentions a locally-owned grocery store in 
Newville that both she and Heather know well. “I’m very 
familiar with that grocery store,” Heather laughs. “It’s a 
place where everyone knows everyone, and that’s what 
keeps me here – my roots, my family, and the friendly, 
personal atmosphere of our small towns.”

The decision to form a team came naturally to Heather as 
her career progressed. “We joined forces with what was 
then Prudential and formed a team,” she explains. “We 
thought we’d go at this 100% as a team, and it worked. 
We encouraged each other, grew our databases and busi-
nesses, and benefited from each other’s efforts.”

Heather serves as a management leader, trainer, and lead 
salesperson on the team. “I was doing everything on my 
own initially, from contract to close, listing coordination, 
everything. As a team, we were able to hire admins and 
other support staff, which allowed me to grow my busi-
ness individually while also helping the team members.”

Olivia’s impact on the team has been significant. “Olivia 
is amazing with people,” Heather says. “She’s a hard 
worker with a huge vision board and lots of goals. She’s 
been working hard ever since she started with us to 
achieve those goals.”

For Olivia, being part of the team and eventually leading 
it has been a life-changing experience. “I didn’t want to 
sell initially, but Heather and the team encouraged me, 
trained me, and gave me the guidance I needed. Now, I 
want to help other people the way they helped me. Our 
team provides the right guidance and direction for new 
agents or even those who have been around for a while.”

Hometown Success 
Looking to the future, both women have clear goals. 
Olivia says, “I want to be a top-producing team and also 
to help all our agents reach their goals and provide the 
best client experience. We’ve been trying to help our 
agents achieve their goals more effectively.”

Heather’s vision for the future is to keep evolving and 
growing with the business and to continue to enjoy 
her career. “I want the team to be at a production level 
where my sales are a bonus,” she says. “I want all team 
agents to be meeting or exceeding their personal goals. 
Ultimately, I want to focus more on listings so I can work 
from anywhere. I enjoy working with buyers, but listings 
offer more flexibility.”

On a personal note, Heather enjoys spending time with 
her husband, Rob, and their three daughters. “We enjoy 
anything active and traveling to new locations – our latest 
trips were to Turks and Caicos and Zihuatanejo, Mexico.”

Olivia and her husband, who is also a REALTOR® on the 
team, have two dogs and enjoy the outdoors together. 
“We’re homebodies,” Olivia says. “All my family and 
friends are here, and we love the community. We 
recently hosted a booth at the Newville festival this 
weekend because we know everyone there and love being 
part of it.”

As Heather and Olivia continue to lead their team with 
dedication and a deep connection to their roots, they 
remain committed to the community. 

“We love our hometown and the South Central 
Pennsylvania area,” Heather says. “Serving our neigh-
bors and the people who live here drives our success and 
inspires our future goals.”

Same Brand, New Reach – Tune in for free today

Inspiring conversations
with the nation’s 
top real estate agents.
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Elevate Your Real Estate Game with 
the Right Coach
By Verl Workman

I'm excited to share a little secret with you: the right coach can take your real estate 
career from good to extraordinary. Now, I'm not just talking about a pat on the back and a 
few words of encouragement. I'm talking about strategic, expert guidance that propels 
you forward.

What does an exceptional coach bring to the table? Experience, for starters. They've 
navigated the market's ups and downs and know how to steer you clear of common 
pitfalls. But it's not just about their past victories; it's about their ability to impart that 
wisdom to you, to help you craft your own success story.

A great coach also meshes well with your style. They challenge you, hold you account-
able, and aren't afraid to push you out of your comfort zone. This isn't about finding a 
new friend; it's about finding a mentor who commands your respect and inspires you to 
achieve greatness.

And let's talk about proof. The best coaches have a fan club of satisfied clients who've 
seen real results. These testimonials are the gold standard, proving that with their 
coach's help, agents can reach new heights.

Remember, even the best coach can't wave a magic wand and make success appear. 
You've got to roll up your sleeves and get to work. A coach provides the playbook, but 
you're the one on the field executing the plays.

If you're ready to trans-
form your real estate 
career, I'm here to help. 
Let's connect for a free 
coaching consultation 
to see if we click. It's 
time to stop playing the 
real estate game and 
start winning it. Find 
your fit by scanning the 
QR code on this page 
and let’s go!

What’s the next 
step to scale 
your real estate 
business?
Take this 2-minute 
quiz and we’ll 
show you! 

PROTECT YOUR 
INVESTMENT

Washing one house, one 
neighborhood and one 
community at a time

717.691.1712
CONTACT US!

Secure Closings, Simplif ied Transactions –
Your Trusted Title &
Settlement Partner

Annette Myers 
717-731-4200 • keystonelandtransfer.com
3421 Market St. Camp Hill, PA 

Kevin and Linda Kenny

Partner with Con�dence: 
Unveiling the Hidden 

Secrets of Homes

Why choose us?
Certi�ed & Professional

Cutting Edge Technology 
Quality Reports

Competitive Pricing

Schedule Your Home Inspection 
Today and Secure Peace of Mind!
 717.914.1600  |  alphainspection.net



SUBMIT 
YOUR
REQUEST 
ONLINE!

Shonna S. 
Cardello
PRESIDENT

Melanie Caputo
DIRECTOR OF
MARKETING

Locally Owned & Operated Since 1996

White Rose Settlement Services
Your Trusted Settlement Service Partner
We provide seamless settlements for both Residential & Commercial transactions.

READY TO PROVIDE WORLD-CLASS SERVICE TO YOUR CLIENTS?
Send your title request to us today! 717.846.8882 | Packages@wrsettlements.com

Providing full settlement services 
in Pennsylvania and Maryland

1441 EAST MARKET ST. 
YORK, PA, 17403


