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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!

REVERSE MORTGAGE

Advent Financial, Inc.
(717) 207-0299
adventfin.com

SOFT / POWER WASHING

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

SOLAR ENERGY

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

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

TITLE AGENCY

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

TITLE SERVICES

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

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

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

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 / BUILDING 

INSPECTIONS

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

HOME FIX & FLIP, 

INVESTING & CONSULTING

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

INSURANCE BROKER

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

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

LOANS / MORTGAGES

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

Cross Country Mortgage
Steve McLaughlin
(717) 542-1025
www.crosscountrymortgage.
com/York-PA-2520/
Steve-McLaughlin

MORTGAGE

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

MORTGAGE BROKER

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

MORTGAGE LENDER

Freedmont Mortgage Group
Jay Delmont
(410) 628-0500

PHOTOGRAPHER

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

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

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

RESTORATION/ 

RENOVATION

Thorbahn Restorations
Jon Thorbahn
(717) 723-7613

Reverse Mortgages
the right way since 2004

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

KEELY MAGLAUGHLIN
NMLS #141080

Call me to learn how a Reverse for
Purchase loan can help you serve

borrowers age 62+.

Improve Your Real Estate Expertise
Be the professional that can help your clients purchase
the perfect home for their retirement

Let’s have a conversation about purchasing with
reverse and how it can help you serve a larger market.

Scan here to schedule a call
or zoom to learn more

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.

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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Headshots
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CREATE &
CAPTURE YOUR

BRAND

Your Bridge to Homeownership:
Trusted by Agents, Approved by Clients

717.542.1025
steve.mclaughlin@ccm.com

Scan
now!

Serving South Central Pa and MD for over 35 years
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By Coach Fino

PUBLISHER’S NOTE

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

PRINT IS STILL ALIVE. 

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

 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!

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
The more times you do something, the better you become at it.

As I write this pub note for our 11th issue, I am amazed 
at how far we’ve come. The team that helps deliver South 
Central PA Real Producers has poured time, energy, and 
money into this endeavor. Though we’re off to a good start, 
we haven’t even begun to truly reap the benefits of the rela-
tionships we are creating.

We’re already in the works for 2025, a year that promises our 
first-ever awards gala, a series of charity events, and some of 
the most captivating stories you’ve ever heard.

We will continue to deliver content in a variety of plat-
forms, including, of course, the magazine, but also via 
online private groups and a local podcast to mirror Real 
Producer’s national podcast. 

As we move forward, I invite you to be a part 
of shaping our future. Please reach out to me 
directly with story ideas, agent nominations, 
events, venues, and anything else that you think 
will help the best of the best make the greatest 
impact we can in South Central PA. 

Enjoy this issue, and I can’t wait for you to see 
the anniversary issue this August.

Yours in a Real Relationship with Real Producers,

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

The Leader's Compass: Navigating 
Your Team to Seven-Figure Success
By Verl Workman

In the dynamic world of real estate, the path to success is often a team e
ort. As leaders,
we must recognize that our role extends beyond mere management; we are the compass 
that guides our team through the ever-shifting landscapes of the market. Our research,
"The Unexpected Impact of Teams in Real Estate," underscores a fundamental truth: team 
members yearn for leadership that provides a clear strategic vision, goal-oriented direction, 
and a supportive, collaborative environment enriched with robust mentoring and coaching.

For many real estate professionals, the impetus to form a team arises from the need to 
balance the increasing demands of work with personal life. If you find yourself managing 15 
to 20 transactions annually and feeling the pressure of escalating responsibilities, it may be 
time to consider team expansion.

A tangible indicator of the need for team growth is the lead generation capability of your 
listings. A healthy benchmark is that each active listing should generate six to eight buyer 
leads. Maintaining around 10 active listings and consistently generating 60 to 80 leads per 
month signals a ripe opportunity to add a buyer’s agent to your team.

True leadership, however, is more than setting targets; it's about embodying the principles
of success and demonstrating e
ective practices. Leaders must actively participate, not just 
direct from the sidelines, providing tangible examples of success that inspire and drive their 
teams to excel.

To lead a real estate team e
ectively toward the coveted seven-figure goal, a structured, 
intentional approach is essential. This means not only tracking transactions and leads but
also nurturing an environment where every team member feels integral to the collective 
achievement. By fostering a culture that prioritizes strategic planning, results, collaboration, 
and continuous 
learning, you lay the 
groundwork for not just 
meeting but exceeding 
your business 
objectives.

Embrace these 
leadership principles, 
and witness your real 
estate team evolve into
a high-performing 
powerhouse, capable
of surpassing even the 
most ambitious goals.

What’s the next 
step to scale 
your real estate 
business?
Take this 2-minute 
quiz and we’ll 
show you! 
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In the relationship-oriented real estate 
industry, successful professionals build 
their businesses by building connec-
tions with people.

Melissa McCullough, Senior Loan 
Originator with MarveLoans, says 
prioritizing trust and shared goals in 
relationships has become her personal 
mission statement. And with a back-
ground in social work, Melissa brings 
her unique skills in communication and 
advocacy to all her client interactions.

“I genuinely enjoy working with people 
and empowering them to reach their 
goals,” Melissa says. “As a mortgage 
broker, building strong relationships 
with clients and agents enables me to 
find the ‘best fit’ loan option. Fostering 
connection–that’s where I thrive, pro-
fessionally and personally.”

With five years in the mortgage 
industry, this June, Melissa marks two 
years with MarveLoans. Melissa joined 
Marvel looking for new opportunities 
to build her business.

A Focus on People 
Originally from York and finishing 
up high school in Franklin County, 
Melissa now lives in the Harrisburg 
area. Graduating from Penn State main 
campus with a degree in Rehabilitation 

and Human Services, she began her 
career as a social worker and later 
worked in human resources as a 
recruiter for IT professionals. Later, 
while selling software for commercial 
real estate, Melissa was introduced to 
the mortgage industry.

“At first, I thought, ‘This is going to 
be boring,’” she laughs. “But the work 
turned out to be very interesting. Helping 
people get a mortgage had similarities 
with recruiting. With both, you’re putting 
puzzle pieces together, matching differ-
ent options to different needs. And both 
kinds of work are relationship focused.”

As Senior Loan Originator with 
MarveLoans, Melissa says her first job 
is to establish trust with clients and 
empower them as buyers.

“I’m here to help clients make the best 
decision when taking on a loan. But I 
need to be sensitive. People have made 
mistakes in the past or have endured 
challenging life events. They feel 
vulnerable, even embarrassed because 
they are not in a better financial situa-
tion. I tell them I’m not here to judge. 
We’re going to find a solution for you.”

Melissa takes a holistic approach when 
educating clients, from helping them 
understand and improve their credit 

score to offering suggestions for bud-
geting and saving for a down payment. 
During initial conversations, she and 
the client will discuss timelines, the 
possibility of consolidating debt to cre-
ate a healthy budget, and the benefits of 
being preapproved for a loan.

“If you’re just looking for an interest 
rate, I’m not your girl. If you want a stra-
tegic, hands-on approach, that’s me.”

And when home-buying becomes 
emotional, Melissa puts on her 
counselor’s hat. 

“A lot of people start the loan process 
by asking, ‘How much do I qualify for?’ 
I suggest a different question: ‘What 
do I want my monthly payment to be?’ 
Clients find a house they love, they can 
imagine their family living there, and 
sometimes I need to pull them back 
because the monthly payment is more 
than we discussed. I remind them of 
their financial goals.”

Melissa is proud to work with the full 
spectrum of clientele, from first-time 
home buyers to serial commercial 
investors. In many cases, Melissa will 
spend several years on single clients 
– if someone isn’t financially ready to 
make a purchase, she will provide them 
with the financial literacy resources to 

Senior Loan Originator, MarveLoans

McCullough 

put them on a path so that they can afford to own and 
be comfortable with the purchase.

Melissa says the feedback she receives from real 
estate agents lets her know they value her thor-
oughness and sensitivity in mentoring clients 
through an often stressful process.

“In my first job out of college as a social worker, I 
counseled people who were facing a variety of life 
challenges, and part of that counseling was helping 
them find housing,” Melissa says. “I’ve come full 
circle in my career.”

The Mortgage Broker Difference 
When home buyers and real estate agents 
partner with a mortgage broker, doors open 
to more lending options.

“When I tell people I’m a mortgage 
broker, not a mortgage lender, I 
often find that some people don’t 
understand the difference,” 
Melissa says with a smile. 
“As a mortgage broker in the 
wholesale channel, I partner 
with an array of lenders to 
find the best loan product 
for them instead of trying to 
fit the client into a box that 
they may not fit into.”

Having more lending 
options gives Melissa  
the flexibility to pivot, both 
before entering into a contract 
and while under contract.

“Let’s say we’re in the middle of 
a deal a lender is denying, I can 
take that loan to another lender, 
transfer, and still close on time. I 
always tell agents they need more 
than one lender in their toolbox. 
Working with a mortgage broker 
offers that flexibility.”

The ability to adapt is compounded via 
Melissa’s collaboration with lenders outside 
MarveLoan’s portfolio of partners. When a better-fit 
product exists elsewhere, Melissa connects clients to 
the right person with the best partner.

Melissa partner 
spotlight

Photos by Kelly Johnson Photography
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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?

“I have no problem referring people to 
outside lenders when necessary, and 
those lenders will refer clients to me,” 
Melissa says. “People are floored, ask-
ing how I could give business away. But 
I’m not threatened by anyone. There’s 
plenty of business to be had, and I’m 
very confident in the value I bring to 
the table. We all can’t do every deal. If 
someone is telling you that, they aren’t 
being honest.”

Melissa also maintains  
relationships between her office  
and local REALTORS®, ensuring 
smooth transactions.

“I love collaborating with REALTORS® 
because, working together, we can be 
strategic in the offer. I want more of 
that collaboration. When agents and 
lenders communicate well right from 
the start, there are fewer surprises. We 
can make sure we can make the num-
bers work for the client.” 

Vision for the Future 
Melissa was born and raised in Central 

Pennsylvania and says she loves living 
in this best of all worlds.

“It’s the benefits of small-town life, but 
with big-city amenities. You can walk 
through downtown Camp Hill and 
run into someone you know, but still 
make new connections at a network-
ing event. And I like that the area is 
affordable and stable. It’s a great place 
to grow a family.”

Melissa’s husband is originally from 
Pittsburgh, and true to that heritage, 
has worked at the steel mill in Steelton 
for the last 18 years, starting as a 
Metallurgical Engineer and now as 
Director of Sales. She and her hus-
band are new parents to 18-month-old 
Henry, a role Melissa is thoroughly 
enjoying. In her downtime, Melissa 
enjoys working out and traveling. 

With her identity firmly rooted in serv-
ing others, Melissa is the current Board 
President of Habitat for Humanity of 
the Greater Harrisburg Area.

“That’s the social work part of me. The 
Harrisburg affiliate has been around 
for 40 years, helping improve the lives 
of those with inadequate housing. My 
goal as board president is to continue 
to provide affordable housing as well 
as keep people in their homes with our 
critical home repair program.”

In her professional life, Melissa says 
her immediate goals include grow-
ing her business by building a team. 
Long-term goals include growing her 
commercial lending business.

“In all my work, I want to provide guid-
ance and empowerment to people who 
want to change their life,” says Melissa. 
“I find inspiration in helping people 
build generational wealth and break 
poverty cycles.

“When a client follows my advice and 
does the hard work to improve their 
credit score, allowing them to open the 
door to better loans and grant pro-
grams, that’s so rewarding to me. I love 
helping people move forward in life.”

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 
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Our latest event was not just a success, but our most 
well-attended event yet, a testament to our collective 
efforts and the value we want to bring to our community!

We are so grateful for all the agents and partners that came 
out to celebrate each other. Big shout out to our venue, the 
Out Door Country Club in York. The setting was stellar, and 
we couldn’t be more appreciative of their service.

The event was a blast, with Adam McAllister and Rob 
Myers stealing the show as they hosted our first-ever Real 
Producers Friendly Feud, adding a fun and competitive 
edge to the evening.

Here are some more of the comments straight from some 
of our attendees: ”

Photography by Vincent & Morgan Real Estate Media

special feature

South Central PA Real Producers

Such a fun 
evening!

Great 
Time!

So. Much. 
Fun!
Keely McLaughlin, Advent 
Financial - South Central 
PA Real Producers Partner

Michael Orta, ReMax agent

Heather Aughenbaugh, 
Dream Home Reality
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For more photos from this and other South Central PA Real Producers 

events, visit our Facebook page @realproducersofcentralpa. 

Joy Daniels, Joy 
Daniels Realty Group

And Survey Says.... 
Had so much fun 
playing REALTOR® 
Friendly Feud with 
all the great folks at 
the Real Producers 
event in York!

Ashley Motter, House 
Broker Realty

What an honor! 
Tonight was the 
night. Thank 
you, South 
Central PA Real 
Producers!

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!

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 
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Realty One Group 
Generations

Aughenbaugh

top agent
Photos by Next Door Photos  
| Miriam Smith

Back in high school, Heather 
Aughenbaugh’s guidance counselor 
gave her parents some “outside the 
box” career advice.

“He said, ‘Do not spend your money 
on college. Heather is not going to 
work for other people. She’s going to 
do her own thing’.”

The counselor wasn’t wrong.

Heather owned an interior design 
business for 14 years and in 2013, 
received her real estate license. She 
now heads up her own highly suc-
cessful team with Realty One Group 
Generations. Looking back, Heather 
considers her guidance counselor’s 
unconventional recommendation 
with good humor.

“He told my parents to let me go, 
and as a result, I set off on this crazy 
journey,” Heather says.

Along with having a “maverick” per-
sonality, Heather’s career journey is 
propelled by a dedication to building 
client relationships and a willing-
ness to evolve.

Designer Background 
Heather discovered her passion for 
interior design after high school.

In 1996, she married her high school 
sweetheart, Shane, and continued 
working until their first child was 
born. Heather planned to stay home 
for a year with their son but never 
went back. When their second son 
was born, Heather transitioned from 
stay-at-home to work-at-home mom.

“I wanted to start my own interior 
design business. Shane said, ‘You 
don’t just start your own interior 
design business. That’s not how it 
works.’ Within three weeks, I had 
six months of clients.”

Heather designed interiors in clients’ homes, with her two young sons as constant 
companions. A highlight among her accomplishments was decorating a home that 
was featured in an architectural magazine.

At times, clients would ask Heather to help in choosing a new house, trusting her 
design expertise and eye for potential.

“I continued to do design and direct sales, but in 2012, sales were down. People were 
using Pinterest to do their own designs. My accountant (a REALTOR® herself) sug-
gested becoming a REALTOR®. Shane said, ‘I’ve been telling you for years, you sell 
every part of the house. Just sell the house.’”

Heather spent a summer attending classes at night and bringing her sons to the pool 
during the day to play while she studied.

“I got hired right off the bat with the Tom Pendergast team,” Heather says. “A 
top-ranking team, I worked for them for eight years before heading out on my own.”

Team Player to Team Leader 
When Heather began her career in real estate, she set modest goals.

“I thought, ‘If I can make $50,000 a year, it’s better than working full-time and leav-
ing the kids in daycare.’ As real estate took off for me, Shane received a promotion. 
Our lives just changed.”

Three years ago, Heather established herself as a solo agent, and her business dou-
bled almost immediately.

“It wasn’t my team holding me back. I just needed a change. I came to Realty One 
Group Generations with the mindset to grow, and I have.”

Heather



South Central PA Real Producers • 2322 • July 2024 @realproducers realproducersmag.com

7 1 7 - 2 8 8 - 7 0 8 6  •  V I N C E N T A N D M O R G A N . C O  •  I N F O @ V I N C E N T A N D M O R G A N . C O

BOOK
NOW!

Build Your Brand
& Sell Homes Faster

Ben Bodnar

“I’m making phone calls every day. I’m sending cards, 
checking in on projects, seeing how the new baby or 
puppy is doing, and visiting clients. My clients invite me 
to their showers, weddings, and birthday parties. We 
have a huge fall client appreciation party at our house 
every other year to celebrate our clients who are our 
‘why’!”

Heather says her people-centered philosophy is 
reflected in real-time interactions, not in handing out 
business cards and sending mailers.

“I am focusing on relationships and just being there for 
people – helping neighbors, supporting local businesses. 
In doing that, the real estate just happens.”

Rooted in the community 
York county born-and-raised, Heather says South 
Central Pennsylvania will always be home.

“We enjoy traveling but always want to come back. I 
enjoy all four seasons, and I’m known for loving all 
things fall. When it’s hot outside, you will find us on our 
boat. I love that we are close to so many things. We have 
everything we need right here.”

Heather has served on the board of a local women’s net-
working group, and she also helps with local events. She 
enjoys sponsorships and outreach events.

“I love doing any kind of outreach program. I am the 
go-to girl if you need a sponsor or a raffle item. Coming 
up, I am the Mimosa Girl at a charity event, serving 
mimosas from a golf cart. I just love helping the commu-
nity,” she says.

When asked about the future of the real estate industry, 
Heather’s outlook is positive. “I think we are in a good 
place. Inventory could be better, but I am confident 
things will work out. The industry will autocorrect.”

And Heather’s goals for her business?

“I’m not looking to grow my team right now. Instead, I 
want to take the members I have and make each one a 
good REALTOR®. They are well on their way!

“Their successes mean as much to me as my own. I 
receive phone calls from agents who say, ‘I just had a 
transaction with a member of your team and would have 
never guessed they were newer!’ That is the goal. A 
strong, in-sync team, who want to build connections and 
who love this industry as much as I do.”

Heather now mentors her own team, with Shane recently on board.

“Our sons were out of school, and for the first time in 18 years, 
Shane wasn’t coaching soccer,” Heather says. “He has a passion 
for real estate, and with the boys grown, he would tag along on 
the weekends, and we would make a date of it. But without a 
license, he couldn’t speak to clients.”

Heather recognized the value her husband could bring to her 
business, so Shane began taking real estate classes.

“He said, ‘The teacher said 87% of the people in this class will fail 
at real estate.’ I told him to look around the room and assess who 
he thought would not fail, and then, without any plan in place to 
start a team, he began to recruit those people. The team I never 
planned to start,” Heather laughs.

Heather led study sessions leading up to the state exams, and her 
new team became licensed in March of 2023. (“They all passed 
the first time!”)

“This July, Shane joined me in the business full-time after 31 
years working in the corporate world,” Heather says. “Our motto 
is ‘We are better together,’ and we offer our clients an amazing 
experience. It’s also just fun! It’s like an episode of HGTV at every 
house. We are in sync, and we love doing every part of the busi-
ness together.

“Watching our 19-year-old move across the country, knowing no 
one, in pursuit of fulfillment, it changed something in us and gave 
us the push we needed. Both our boys are thriving, but we wanted 
to show them it’s never too late to reinvent yourself or take a leap 
of faith.”

Building Relationships 
Developing meaningful relationships with clients comes naturally to 
Heather, as demonstrated by her entirely referral-based business.

Being proactive in taking time to build rapport and stay con-
nected with clients has resulted not only in repeat business but 
genuine friendships.
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C O P P O L A
K R I S T Y

C O L D W E L L  B A N K E R  R E A LT Y

Kristy Coppola of Coldwell Banker Realty has rapidly 
made a name for herself in South Central PA real estate. 
Originally from Pittsburgh, Kristy and her husband are 
“sports mom and dad” to their 11-year-old son, and the 
family has called Mechanicsburg home since 2011. Kristy 
is this month’s Rising Star, and in our Q&A, she talks 
about her diverse career background and the collection of 
skills that uniquely equip her for success as a REALTOR®.

What brought you to Central Pennsylvania from Pittsburgh?

I’ve known my husband my entire life, but we didn’t date till 
we were a little older and I had moved back to Pittsburgh. 
I tell people I married the boy who lived two doors down 
from me. My husband started his career in the hotel 
business and is now part owner and managing partner at 
Hersha Purchasing & Design, a leading supply management 
company and interior design firm. He had a great job oppor-
tunity here in Central PA, which meant he wouldn’t have to 
travel as much, and we both wanted to start a family. We 
thought we’d only be here for two or three years, but that 
was back in 2011. We decided to stay because of the quality 
of life and the wonderful people at his company. The family 
that runs Hersha has been incredibly supportive, making it 
a better opportunity for 
us overall.

Can you tell us about 

your family and 

upbringing?

I’m originally from 
Pittsburgh, and I come 
from a very large and 
close-knit family. On 
my mom’s side, I’m the 
fourth youngest of 25 
cousins, and that’s not 
even counting my third 
cousins or my dad’s 
side of the family. Most 
of my relatives live in 
Pittsburgh, and growing 
up, we had 11 houses of 
relatives in my direct 
neighborhood. It was 
like having an extended 
family support system 
right around the corner, 
which was really spe-
cial. My family and I are 
very close, even though 
I’ve moved away.

What did you do before entering real estate?

Do you want the long version or the quick version? 
(laughs) In high school, I worked in a gym owned by a 
heavyweight female bodybuilder. A chiropractor worked 
in the office, and learning about his work piqued my 
interest in physical therapy. I earned a Bachelor of Science 
from the University of Pittsburgh, but when I shadowed 
the physical therapy department, I realized it wasn’t 
for me—especially when I found out I had to work on a 
cadaver every day for a year. I pivoted to sales, starting 
with selling insurance for my dad’s best friend. Later, I 
joined Hunter Douglas, working first in Pittsburgh and 
then in Chicago. When they asked me to move to Central 
PA, I said, “No, thank you.” (laughs)

After moving back to Pittsburgh, I got engaged and then 
married, while continuing with Hunter Douglas, travel-
ing to different cities to train people on our products and 
handle marketing.

When we moved to Central PA for my husband’s job, I began 
working with the Leukemia & Lymphoma Society. I also 
taught Pilates while raising my son and then worked with a 
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friend who is a consultant for pharmaceutical companies. So 
that’s when my science degree finally kicked in a little bit. The 
company would do qualitative and quantitative marketing on 
different products, and we would take data from doctor and 
patient interviews to create comprehensive reports. During 
that job, we completed two projects in Europe.

How did your experience with the Leukemia & Lymphoma 

Society impact you?

Working with the Leukemia & Lymphoma Society was 
an incredible experience. I initially joined through a temp 
agency and worked on their Light the Night project, which 
helped me connect with the local community. I made many 
friends and built lasting relationships through this work. The 
women I worked and then volunteered with really helped me 
settle into the area.

How did you get your start in real estate?

I always thought that would be cool to be in real estate. But 
then I’d think, “You can throw a rock and hit a real estate 

agent. Who would pick me?” Over lunch one day, I had 
a conversation with a friend who is a real estate agent, 
and she convinced me I’d be great. At first, I thought I 
would try it as a part-time job, but my husband said go 
full-time and let’s give it a couple of years and see how it 
goes. When I started with Keller Williams, I would joke, 
“I’m going to get a million-dollar listing in Central PA, just 
watch!” And right at the end of my first year, I did have 
a million-dollar listing. Everyone at Keller Williams was 
great, but I eventually moved to Coldwell Banker. It was 
just a better fit for me.

What do you attribute your rapid success in real estate to?

I am way more concerned about pleasing my customers 
and having a great rapport with the agent on the other side 
than I am with my numbers. I genuinely love people and 
enjoy getting to know them. My friends joke that I could 
talk to a wall, and it’s true—I thrive on building relation-
ships and connecting with others. Obviously, this is my 
career and I want to make money, but I also really want to 

I  A L W A Y S  T E L L  P E O P L E  T H A T  C E N T R A L  PA  I S  A 
F A N T A S T I C  P L A C E  T O  R A I S E  A  F A M I LY.  I T ’ S  A F F O R D A B L E , 
H A S  B E A U T I F U L  G R E E N  S PA C E S ,  H I K I N G  T R A I L S ,  A N D 
W A T E R W A Y S ,  A N D  O F F E R S  A  S L O W E R  PA C E  O F  L I F E 
C O M PA R E D  T O  P I T T S B U R G H . 

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!

make everybody happy. I want somebody to say, “Oh, she hasn’t been doing this for 
long, but she’s great!”

What is the “hotel effect” you mentioned in your approach to real estate?

The “hotel effect” is about making a home feel inviting and neutral, similar to a 
well-designed hotel room. When you walk into a hotel room, it has just enough per-
sonality to feel welcoming, but it’s also neutral enough that you can envision yourself 
staying there. I stage a home in a way that maintains its personality while creating a 
blank canvas for buyers.

How does Central Pennsylvania compare to Pittsburgh for you?

I live in the Walden neighborhood, which reminds me of Pittsburgh’s close-knit 
neighborhoods. In Pittsburgh, everybody knows everybody, and I get a similar 
feeling living in Walden. It’s a planned community where people look out for each 
other, and my son can ride his bike around the neighborhood. It feels very much like 
how my husband and I grew up.

I always tell people that Central PA is a fantastic place to raise a family. It’s affordable, 
has beautiful green spaces, hiking trails, and waterways, and offers a slower pace of 
life compared to Pittsburgh. We may not have the best shopping here, but you can hop 
on a train to New York City or even drive to King of Prussia. There’s a great balance.

Where do you think the future of the real estate industry is headed?

I personally don’t see a lot changing, and I think the future will see some balancing 
out. Despite discussions about changes in commission structures and other chal-
lenges, I believe the value of both buyer’s and seller’s agents will remain. Clients 
want agents to help with the complexities of buying and selling homes. Ultimately, I 
think the market will adjust.
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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

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

Inspiring conversations
with the nation’s 
top real estate agents.

Same Brand, New Reach – Tune in for free today

podcast.realproducersmag.com

Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.
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Your business can reach those agents too.

RP reaches the top 300-500 real 
estate agents in 100+ major markets 

across the country (like this one).
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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



SUBMIT 
YOUR
REQUEST 
ONLINE!
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Melanie Caputo
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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


