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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

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!

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

PROTECT YOUR 
INVESTMENT

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

717.691.1712
CONTACT US!
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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!

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
Josh Ranck
(717) 502-2366
solarityenergysolutions.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

WINDOW COVERINGS

Bloomin' Blinds of Harrisburg
Horacio Leal
(717) 461-8718
bloominblinds.com/harrisburg

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

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.firstchoice 
homebuyers.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.fullblast 
pressurewashing.com

RESTORATION/ 

RENOVATION

Thorbahn Restorations
Jon Thorbahn
(717) 723-7613

REVERSE MORTGAGE

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

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

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

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.
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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!

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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This publication is dedicated to facili-
tating relationships among the best of 
the best. We’re not just talking about 
any relationships, but the kind where 
people truly connect, learn, and  
support each other. That’s what we’re 
all about. Real relationships.

So, how do we build these  

real relationships?

It’s right there in the name: Real 
Producers. Each letter in “real” 
stands for something important in 
building these connections. Real is the 
perfect acronym.

The “R” stands for “risk.” Every 
month, we feature people who take a 
risk by sharing their personal sto-
ries, struggles, and motivations—an 

invitation to know them beyond their 
production or product. When we take 
a risk and open up like this, it creates 
common ground and helps us connect.

Next up is “E” for “empathy.” This 
means understanding someone else’s 
point of view and feelings without judg-
ing them. When we truly empathize, we 
can better understand each other and 
build stronger connections.

Then there’s “A” for “activity.” Doing 
things together—whether it’s working 
on a project, playing a game, or just 
hanging out—creates shared memo-
ries that bring people closer.

Lastly, “L” is for “leverage.” It’s about 
using our relationships to achieve 

things we couldn’t do alone—like  
making important introductions or 
growing personally and professionally.

So, remember, Real Producers is here 
to help you connect with the best of 
the best. Use these simple tips to build 
real relationships that connect,  
elevate, and inspire us all.

Yours in a Real Relationship with  
Real Producers,

Coach Fino

Owner/Publisher 
South Central PA  

Real Producers

717-571-6387
Coach.Fino@n2co.com

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

PUBLISHER’S NOTE
By Coach Fino

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?
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“I was raised in an environment 
that instilled in me a strong entre-
preneurial spirit as well as a ser-
vice-minded approach,” Karen says. 
“All four of my siblings and both of 
my parents have or currently own 
their own businesses. This has defi-
nitely encouraged us to develop our 
own entrepreneurial journey.” 

Drawn by their shared values and 
a desire for meaningful community 
impact, Mark and Karen found 
themselves gravitating toward the 
business opportunity presented by 
Next Door Photos.

“Mark loved what he was doing and 
who he was working with, but we 
knew we needed to make a change 
as a family,” Karen says. “In 2019, we 
made the decision to start seek-
ing other options, and that led us 
to our current endeavor. Two real 
estate agents and the individual who 
started our editing team all reached 
out to Mark and said, ‘Hey, you ought 
to do this.’ We are firm believers that 
everything happens for a reason.”

Through unique local and global  
partnerships, Next Door Photos not 
only delivers media services quickly, 
but also creates sustainable job  
opportunities for vulnerable populations.

“By providing employment to individ-
uals rescued from human trafficking, 
survivors of abuse, and those at risk of 
exploitation in Cebu, the Philippines, 
and Kathmandu, Nepal, we are making 
a tangible difference in their lives,” 
Karen says. “Additionally, the company 
is committed to fostering economic 

Next Door Photos—Susquehanna Valley

partner spotlight

KAREN ACKLEY
MARK AND

“We pride ourselves on being more than just a real estate media 
company. We view ourselves as collaborators, dedicated partners 

to the agents and teams we serve.”

development and social progress in 
areas with high unemployment rates, 
such as Nairobi, Kenya.

"The individuals who partner with us 
from other countries are highly regarded 
members of the Next Door Photos team, 
valued for their significant contributions 
and integral role within our organization.

“It’s incredibly fulfilling to know that 
our work is not only providing for our 
family but also transforming lives and 
communities around the world.”

Locally Owned, Professionally Operated 

90% of home buyers see their new 
home for the first time online, and 
listings with professional photography 
get 61% more views.

“Professional photography helps 
agents sell homes for higher listing 
prices and win more listings,” Karen 
says. Next Door Photos—Susquehanna 
Valley is a premier real estate media 
company specializing in delivering 
high-quality visual assets for real 
estate agents.”

Without our dedicated team,  
our company wouldn’t be the same.

R
eal estate photographers 
since January 2020 – and 
now staff photographers 
for South Central PA 

Real Producers – Karen Ackley and 
husband Mark Ackley of Next Door 
Photos–Susquehanna Valley say they 
find inspiration in the opportunity to 
serve people and make a meaningful 
difference in their lives.

“There’s a huge sense of fulfillment 
in knowing that our work contributes 
to the success of the agents we work 
with. Whether it’s helping a real estate 

agent showcase a property in its best 
light locally or providing employment 
opportunities to individuals in vulner-
able communities through our global 
partnerships, every aspect of our 
business is driven by a desire to  
serve others.”

Images with a Global Impact 

Both Mark and Karen are 
Susquehanna Valley natives and  
graduates of Messiah University 
– Mark with a degree in sales and 
marketing and Karen with a degree 
in health and physical education. 

Before opening Next Door Photos—
Susquehanna Valley, Mark worked in 
the marketing space for 20 years and 
Karen spent several years teaching 
and coaching prior to starting  
a family.

Directly following college, Mark and 
Karen also launched an online sales 
and marketing company partnering 
with Amway. This partnership not 
only yielded success but also assisted 
in their salesmanship and leadership, 
setting them on a path of professional 
growth and achievement.
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Comprehensive services at Next Door 

Photos—Susquehanna Valley include:

• professional photography
• captivating videos
• stunning aerial imagery
• immersive 3D imaging
• dynamic listing websites
• virtual staging
• detailed floor plans
• and much more.

With streamlined processes and com-
mitment to efficiency, Karen and Mark 
and the team at Next Door Photos—
Susquehanna Valley offer short lead 
times and next-day delivery. They've 
assembled a team of highly skilled 
media professionals who adeptly 
capture the essence of each prop-
erty, ensuring that clients receive 

top-notch media content that truly 
showcases their listings.

“Our approach goes beyond simply 
delivering great service. We coach 
and train our team to understand the 
importance of building rapport and 
trust with clients. When we step onto 
a property, we view ourselves as an 
extension of the agent’s team, work-
ing seamlessly to enhance their brand 
and reputation. Without our dedicated 
team, our company wouldn’t be the 
same. Their expertise and passion are 
the driving force behind our success, 
ensuring that we consistently deliver 
exceptional results to our clients.”

While delivering high-quality media 
and providing top-notch service is Next 

Door Photos’ primary focus, Karen 
and Mark say the cherry on top is the 
tangible difference they’re making in 
the lives of others.

“By creating opportunities for 
empowerment and transformation, 
both within the real estate industry 
and in communities around the world, 
we’re not just service providers; we’re 
partners, innovators, educators, and 
agents of positive change.”

Beyond the Lens 

Next Door Photos proudly holds the 
esteemed status of being a Certified 
B Corporation, demonstrating the 
company’s commitment to upholding 
rigorous standards of verified  
performance, accountability, and 
transparency. “This certification 
attests to our dedication across 
various facets, including employee 
benefits, charitable initiatives, supply 
chain practices, and input materials,” 
Karen says.

Quickly rising to local prominence, 
Next Door Photos – Susquehanna 
Valley was honored in 2023 with 
the prestigious Photographer of the 
Year award at the Pyramid Awards, 
presented by the Home Builders 
Association of Harrisburg, recognizing 
the team’s excellence in the field.

Karen was also bestowed with the  
distinguished Woman Breaking Barriers 
award as part of the 2023 Women of 
Impact: Celebrating Women in STEAM 
Awards Program. This accolade cele-
brates women like Karen, who leverage 

their expertise and position to foster 
inclusivity and dismantle barriers 
within diverse communities.

Karen serves on the board of directors 
at Wildheart Ministries (featured in 
the April issue of South Central PA 
Real Producers ), and the Next Door 
Photos—Susquehanna Valley team 
devotes time and talent serving  
neighbors in Allison Hill through 
Wildheart. The company also 
attends various REALTORS® Reach 
Out events organized through the 
Greater Harrisburg Association of 
REALTORS®(GHAR).

On the home front, Mark and Karen 
are parents to four “fun-loving, 
action-packed” boys who are involved 
in competitive sports - soccer,  
volleyball, and basketball. Recently, 
the couple’s 15-year-old son has 
started his own 3D printing company, 
Calibrate 3D, following in his parents’ 
entrepreneurial footsteps.

“Every day is an adventure with our 
crew!” Karen says. As a family, we 
actively participate in the life of West 
Shore Free Church on Williams Grove 
Rd. We find fulfillment in serving within 
Awesome Adventure, our children’s 
ministry, and extending hospitality as 
part of the Welcome Team, greeting and 
assisting guests.”

With family and faith at the center of 
their life, both Karen and Mark begin 
each day reading the Bible. “This time 
helps to keep us focused on living a 
principled life,” Mark says. “I also need 

to take time to work on my physical 
health. Working out in the mornings 
gives me the energy to make it through 
the day.”

Looking to the future, Mark and 
Karen reaffirm their commitment to 
community and working together as 
a team.

“When you partner with Next Door 
Photos—Susquehanna Valley, you 
partner with our team,” Mark says. 
“Every member plays a crucial role, 
from our talented media pros captur-
ing the perfect shot to our dedicated 
editors refining every detail, and 
more. This collaborative spirit infuses 
everything we do, from our interac-
tions with clients to our partnerships 
with community organizations.

“Ultimately, our success is intertwined 
with the success of those we serve, 
and that’s what inspires us to continue 
striving for excellence and making a 
positive impact in the world.”

Mark and Karen Ackley

Next Door Photos—Susquehanna Valley
susquehannavalley.nextdoorphotos.com
717.448.2838

There’s a 

huge sense 

of fulfillment 

in knowing 

that our work 

contributes to 

the success of 

the agents we 

work with.
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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

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

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 MAGAZINE? 
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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KELLER WILLIAMS ELITEKELLER WILLIAMS ELITE

rising star

Photos by Next Door Photos | Miriam Smith

Tell us about your background. 

I was born outside of Atlanta, Georgia, in a city named 
Snellville, but I spent my most formative years in 
northern Wisconsin. My dad was in various ministry 
positions, which is why we moved around when I was 
younger. He’s currently an associate pastor, and until 
very recently, was the head coach of the local high 
school basketball team. 

When my parents moved to North Carolina 
at the end of my senior year of high school. 
I stayed and played college basketball in 
Wisconsin for a year. As a result, I have a lot 
of different sports teams I cheer for. (laughs) 
After my first year of college ball, I transferred 
to Lancaster Bible College to continue my edu-
cation, where I played for three more years. 
I met Madeline, my wife, in our sophomore 
year. We got engaged the week after we gradu-
ated and then were married four months later!

Tell us about your family. 

My beautiful wife, Maddie, is my best friend, 
and we’re very blessed to have two wonderful 
kids—my almost-four-year-old son named 
Walker and a one-year-old daughter named 
Willow. We love living in Lancaster and 
don’t plan on moving unless God calls us 
somewhere else. We enjoy all the area has 
to offer and have a lot of friends who live 
close. Lastly, our church is also a major fac-
tor in why we love being in Lancaster!

Was it always your plan to go into real estate? 

Honestly, no! In college, I was your classic 
“trying to figure it out” student. In my senior 
year of college, I interviewed for a few sales 
jobs, and one company I wanted to work for asked 
me to take an assessment that required me to 
think through my future. After the test, the people I 
interviewed with presented me a 40-page report 

I  W O U L D  C O N S I D E R  M Y S E L F  S O M E O N E 

W H O  C A N  C L E A R L Y  C O M M U N I C A T E 

A N D  A R T I C U L A T E  M Y  V A L U E .  

I  T O T A L L Y  B E L I E V E  T H A T . 

of my results and basically said, “We 
want to hire you, but you would hate this 
job. It looks as if you are wired to be an 
entrepreneur.”

What happened next? 
I should have listened to their advice. 
(laughs) I ended up taking a job doing 
paint estimations, and for lack of better 
words, was not the right fit. 
I had read Rich Dad, Poor Dad, and was 
interested in real estate as it pertained 
to rentals and investing. But being a real 
estate agent was never a part of the plan. 

While I was still in college and playing bas-
ketball, I needed a job. I got connected with 
my now close friend, Joe Mazzeo. I worked 
for him doing trashouts of houses and var-
ious different jobs. He was super willing 
to work around my practices. I’d wake up 
at six, work till one, and then show up to 
practice with the rest of the guys. 

After I graduated, I asked Joe if he had 
any other opportunities on the busi-
ness side, and if so, to give me a call. He 
ended up calling me early on in 2020 and 
presented an opportunity. I could get 
licensed and help purchase and then sell 
his renovated homes. 

Did success come right away? 

The timeline couldn’t have been worse. I 
quit my paint sales job, with all my ben-
efits, to work with Joe one week before 
the COVID outbreak shut down the 
world and the real estate industry.

I picked up a job at FedEx to supplement 
our income. I was packing trucks from 1 
a.m. to 7 a.m., and then I’d go to the houses 
to help paint from 8 a.m. to 3 p.m. I was 
working crazy hours because we were 
expecting our son Walker in the coming 
months. That whole experience taught 
me that sometimes the plan goes out the 
window, but it’s ultimately about how you 
respond to challenges that define you. 

And now, in such a short time, you’re in the top 500. How did 

that happen? 

In 2020, I closed on two deals, with both coming from investment 
sales. In 2021, the ‘retail’ side clicked, and it jumped up significantly. 
Open houses played a crucial role in building my personal client 
base. Being a relatively younger-looking agent and lacking the ability 
to grow facial hair (laughs), I feel as if younger couples gravitate 

ALEX WHITT

Joe Mazzeo and Alex
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Michelle Terry Takes Control
of Her Real Estate Business 
Michelle Terry, a seasoned real estate professional, thought she had it all – a thriving business, 
financial prosperity, and satisfied clients. But beneath the surface, her perceived success concealed 
a life overwhelmed by chaos, taking a toll on her well-being.

“I could sell a whole lot of houses, but there’d be times when I could count 120 days in a row that I 
didn’t have a day o ,” recalled Michelle. “I felt like the Tasmanian Devil — rushing here and there 
and constantly putting out fires all over the place! My heart was racing 100 miles an hour.”

Michelle dreamed of having the freedom to work less, but she was petrified of what could happen 
to her business if she weren’t involved every day in every aspect.

Making a Dream Come True 

Michelle’s perspective shifted after she heard Verl Workman, Founder of Workman Success 
Systems, speak at a conference.

“I could tell right away that he cared a lot about helping people succeed,” said Michelle. “I loved the 
systems and processes he presented. I met Verl in 2017, and I wish I had met him back in 1997.”

Eager to transform her dreams into reality, Michelle scheduled an appointment with Workman 
Success Systems, marking the beginning of her journey from chaos to control. Of course, change 
wasn’t easy. “When I started with Workman, I was just an agent running a brokerage, without 
enough time to help everybody to build their business and foundation — an awful lot of that had to 
change,” said Michelle. “That first year, I learned a lot of hard lessons.”

Before collaborating with Workman, Michelle's brokerage generated just under $350,000 in 
commissions annually. She achieved this financial success despite not having any structure or 
processes in her business. 

Michelle's collaboration with Workman marked a pivotal shift in her mindset and business approach. 
With newfound systems and procedures, her brokerage's annual commissions grew to $521,000 in 
the first year after her WSS collaboration and an astounding $1.2 million within three years.

By embracing change, 
Michelle achieved 
remarkable financial 
success and reclaimed the 
time and freedom she 
yearned for, all without 
compromising the growth 
of her business.

What’s the next 
step to scale 
your real estate 
business?
Take this 2-minute 
quiz and we’ll 
show you! Save 50%

on WSS
Private
Coaching
onboarding. 

toward me. A significant portion of my business 
deals with first-time home buyers, which wasn’t 
really the intention. But I think a lot of first-time 
home buyers feel safe with me because I’m close 
to their age and can communicate from a similar 
place in life. I try to care about them as people. 
What their goals are for their career and their fam-
ily so I can best help them find the right property.

I think that’s a huge piece of real estate that 
people miss. A house is more than just an asset. 
It’s part of your life and your story. It’s obvi-
ously the biggest purchase you’ll make, but it 
should be the most meaningful as well.

What percentage of your business comes from 

your investment side and what percentage 

from your retail side? 

Right now, it’s maybe 60-40. For the investment 
side, we have high goals. We’re aiming to renovate 
28 houses this year. It’s turned into a full-scale 
business with project managers, a designer, a 
bookkeeper, and another acquisition agent. When 
we started, I think we did two houses that first 
year. The next it was four, then 8. We did 16 last 
year, and I think it helped us realize our full poten-
tial. On the investment side, we try and provide 
the best possible house for the end buyer. About 
80% of our houses go to first-time home buyers, 
which is really cool. They get to know they’re 
getting a solid home that has been beautifully ren-
ovated and they don’t have to worry about issues. 
We give our personal numbers at settlement, so 
they know where to find us if there are any issues. 

Do you think the NAR settlement and pro-

posed rule changes are going to have a signifi-

cant impact on your business? 

I enjoy this industry and love going to work 
every day because I get to be with people. So, 
with those things not changing, there should be 
no impact. I consider myself an agent who can 
clearly communicate and articulate what value 
I bring in regard to compensation. Ultimately, I 
think the ruling is going to help the real estate 
industry by requiring agents to bring another 
level of service. That, in turn, will help all buyers 
and sellers. I’m looking forward to the future 
with confidence!
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Christina Bailey’s career calling began with a 
simple question from her son during a walk to 

kindergarten.

“I was a stay-at-home mom, and I worked all kinds of little 
jobs just to be able to stay home with my kids,” Christina 
says. “I cleaned some houses. I played the piano for the 
church. I was a music director. I started a youth group and a 
preschool, all with the church.”

Her many “small jobs” allowed her to bring her children to 
work. And it was one of her children who prompted her to 
consider the future.

“I was walking my son to kindergarten, and he was hold-
ing my hand, talking about what he wanted to be when 

he grew up. Suddenly, he stopped, looked at me, and 
said, ‘Mommy, what do you wanna be when you grow 
up?’ It stopped me in my tracks.

“I thought to myself, well, kiddo, that’s a real  
good question.”

Starting a Career 
“Back in 2004, I almost got my real estate license, but 
the classes were expensive, and I just couldn’t afford 
them at the time,” Christina says. “It was a missed 
opportunity, but looking back, I realize how different life 
might have been if I had pursued it then.”

Christina remembers always having an interest in real 
estate –even an “uncanny knack” for being able to 
accurately assess how much a house was worth, just by 
looking at it.

“Pursuing my license was all about my kids. I needed work 
with some flexibility and the ability to create my own 
schedule. I had gone to college and studied sociology, but 
never completed a degree. I ended up in real estate, where 
those ‘people study’ classes are still put to good use.”

In June 2008, Christina completed a mandatory eight-week 
training class with Jack Gaughen Real Estate. “My youngest 
was starting full-time school in the fall, so I used my first six 
months to get acclimated to a new schedule, a new career, a 
new life.”

Thinking about the timing of her new start – 2008 - 
Christina knew she needed to overcome a lot of challenges. 
“I knew that if I could be successful in that market,” she says, 
“I could do anything. I am very competitive, and I would 
emulate other successful agents.” 

In 2009, Christina set a goal to make $50,000. She ended the 
year with 12 units, and $45,000.

“I didn’t quite hit the goal, but I was happy enough with it. 
I hit that 40-unit mark in 2011. Somewhere between 2009 
and 2011, I was named the rising star of the company for the 
whole company. Jack Gaughen had probably 11 offices at the 
time, so I was doing a good job.”

Along with a competitive tenacity, Christina attributes 
success to her ability to make connections with people who 
assisted her in finding qualified buyers. She didn’t purchase 
leads, but instead engaged with genuine, ready-to-act indi-
viduals. “I had my sphere of influence, and I was prospecting 
in open houses. I played the whole game,” she says

With her competitive drive fully engaged and success in 
hand, her manager suggested she find an assistant. 

“That was about 2011,” Christina says. “2011 is also the 
year that I just made some really stupid decisions. I left real 
estate and moved to Maryland.”

Starting Over 
“I left Pennsylvania to follow a relationship that eventually 
went bad,” Christina says. “I’m very open when talking 
about this time in my life. When it was all over, I had lost 
everything.”

Christina depended on her parents’ help to cover her mort-
gage as she attempted to get back on her feet. She returned 
to the career where she had first found success.

But stepping away from real estate, even temporarily, is a 
step back to the starting line.

“I returned to the real estate market only six months later, 
in 2012,” she says. But in real estate, if you walk away for a 
week, you’re out, and you’re starting all over.”

Without a client base and with some previous relationships 
dismantled, 2012 became a rebuilding year.

Christina
I read like 70 self-help books that 
year, listened to audio and started 
doing a daily fitness routine. That 
just catapulted me so much further.



South Central PA Real Producers • 2524 • June 2024 @realproducers realproducersmag.com

“Ironically, I sold my first home to my ex-husband,” 
she laughs “Before the end of my first year, I paid back 
my parents every dime that I owed them. In 2014, I 
was the agent of the year for the entire company. I 
worked my butt off to get to that place.”

With 75 units in 2014, Christina brought on a buyer 
showing assistant. “She was my ‘wheels on the street.’ 
One Saturday, she showed houses to four different cli-
ents and sent all four back to write a contract. It was a 
beautiful day!”

From her initial goal of $50,000, Christina now set 
goals for six figure – and beyond. “After my return, an 
old friend who is in real estate helped get me back on 
track by looking ahead. When I met my financial goals, 
he said, ‘Now, you need to work on you.’ And I was 
like, yeah, no, that’s not the right answer. Try again.”

After initial reluctance, Christina took her friend’s 
advice. In 2015, she sought out Tony Robbins, worked 
with a business coach, and hired a personal trainer.

“I read like 70 self-help books that year, listened to audio and 
started doing a daily fitness routine. That just catapulted me 
so much further,” she says. 

Her husband cautioned her about overextending herself, 
prompting her to realize the importance of delegation and 
freeing up her time. This realization led her to consider out-
sourcing tasks that could be done more efficiently by others, 
allowing her to focus on her main goals.

“Every single person I brought onto my team played a role for 
me,” Christina says. “In addition, they sold houses. That’s how 
my team was born.”

Team Players 
Christina Bailey currently oversees a team of 10 fully licensed 
agents at Coldwell Banker. She encourages each agent to set indi-
vidual goals, and she works to help agents reach those goals.

“Some agents might have high real estate goals, and some may 
want to spend more time with their family. Whatever the goal 
is, this is what we work toward,” she says.

In leading my team, I ask, ‘How can 
I help make your life better?’ That’s 
a constant question. When we sit 
down to discuss professional goals, 
we keep personal and family goals 
in mind.

Christina remains committed to her team’s success, with reten-
tion as a goal. She strives to provide value to them in real estate 
and their lives. 

“‘Turn and burn’ translates to too much training and a waste of my 
time. So, in leading my team, I ask, ‘How can I help make your life 
better?’ That’s a constant question. When we sit down to discuss 
professional goals, we keep personal and family goals in mind.”

Life is Good 
“Outside of my professional career, my family is very important. 
I have four wonderful children, all grown and living their own 
adventures.”

Originally from the Nazareth area, Christina moved first to 
Lancaster and later to Perry County.

“I had a listing appointment in Perry County, and while there, 
my husband and I stopped for lunch at a little inn. We fell in love 
with the area!”

Christina and her husband purchased a small farmette in Perry 
County, where they now live and care for a menagerie of mules 
and dogs.

They are also the owners of Sherman’s Creek Inn in Shermans 
Dale, the restaurant where they dined the day of the appoint-
ment. “Our bartender that first day, Tracy, still works there,” 

Christina says.

On the 10th anniversary of her successful return to the real 
estate industry, Christina celebrated with an extraordinary 
personal challenge. Determined to push her limits, she 
embarked on a journey across the country to attend an 
extreme trail riding adventure in San Rafael, California.

“A friend and I drove four days across the country for an 
extreme rock crawling clinic,” Christina says. “I used to 
ride horses, but now I ride mules. I love their sure-footed-
ness. To go out and accomplish this ride, trekking along 
cliffs with 1500-foot drops, sliding down sand dunes –all 
on an animal I trained myself – I now know nothing in life 
can stop me.”

In a career journey marked by starts, stops, and starting 
over against all odds, Christina says she is candid when 
sharing her story, hoping to inspire others. 

“I went through some really hard times, personally and 
professionally. But no matter the challenges you face, you 

need to keep moving forward.

“I’m very happy with my life now. Don’t ever think that life’s over.”
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