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Brett Woodburn

717.614.8990
Woodburn-law.com

4409 N. Front Street, Harrisburg

Safeguarding 
Your Real Estate 

Ventures, Seamlessly
EXPERIENCED | DEDICATED | TRUSTWORTHY 

 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!

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

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

BUILDERS ASSOCIATION

Home Builders Association of 
Metropolitan Harrisburg
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

MOVERS

Movers for Me
Marc Domingos
(717) 460-2417
www.moversfor.me

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 MORTGAGE

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

SOLAR ENERGY

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

TITLE SERVICES

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

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

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+.

Reverse Mortgages
the right way since 2004

Reverse for Purchase Your client can sell their
current home. 
The Reverse Mortgage will
cover a portion of  the new
purchase price. 

Instead of  using ALL their sale
proceeds to buy, they can keep
MORE funds in their pocket.

The agent gets a listing and a
buying client all in one.

Scan here to schedule a call or zoom to learn more

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

From Listings to New Beginnings–
We've Got the Move Covered!

Movers For Me-
The Movers For You!

LOCAL
LONG DISTANCE

DELIVERY/PICKUP
PROPERTY

CLEANOUTS.

717.500.MOVE(6683)            moversfor.me

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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FAQ
Real Producers magazine started in Indianapolis in 2015 and is now in 

over 120 markets across the nation and continues to spread rapidly. 

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 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 indus-
try. We are better together. We can create change 
when we surround ourselves with other successful, 
like-minded people. We as people grow. Our busi-
nesses 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 
community around that group. We share their sto-
ries, 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 col-
laboration are essential to building REAL 
RELATIONSHIPS with Real Producers. We will 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 nominations seriously. You can 

nominate other real estate agents, businesses, bro-
kers, 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.

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 business 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 com-
munity. 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 REAL PRODUCERS OF SOUTH CENTRAL PA

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

Elevate Your Listings 
with Elegance
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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

Real Producers is made up of the top 500 real estate agents 
by sales volume from the prior calendar year. This issue 
is the first issue for those who made the list based on your 
2023 production!

For those of you new to the list and receiving your first-ever 
issue, CONGRATULATIONS!

For those who made the list for your second year in a row, 
thank you, and congratulations on your continued success.

With this publication, we aim to bring the best of the best 
together. We want to share your stories with one another 
to connect, elevate, and inspire us all. I continue to 
interview you, and each time, I continue to be surprised 
by the tremendous challenges and personal perseverance 
it takes for us all to succeed. Based on your feedback, you 
share in my recognition of the dedication and tenacity 
required to achieve top-tier performance in our industry.

As we continue to build our community, we continue 
to reinvest in more inspiring events. These events are 
meant to bring people together and create long-lasting 
relationships. As always, we are open to any and all 
event suggestions.

Our community –the community of the best in the indus-
try –has never been more needed. We will need to be 
strong for ourselves as lawsuits and other misconceived 
notions continue to threaten what we do and how we do 
it. Our community needs to lead now more than ever. Our 
profession and those who depend on our profession for 
their own livelihoods need us now. Though change and 
evolution of our profession are inevitable, we should be 
the ones leading and manifesting the change.

At Real Producers, the whole platform is funded by the 
partners we use every day. As such, we owe them all grat-
itude and a fair shake at earning your business. Please 
reach out and connect to Real Producer Partners every 
chance you get. They have made a significant investment 
to elevate our voice and our impact as a community.

Enjoy this month’s inspiring issue and I look forward to 
seeing you soon at our next event.

Yours in a Real Relationship with Real Producers,

Coach Fino

Owner/Publisher
Coach.Fino@n2co.com 

WELCOME TO THE REAL 
PRODUCERS CLASS OF 2024!

By Coach Fino

publisher’s note

Pub Note
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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TM 

TM .

This month, we asked several seasoned and successful 
agents two questions:

• What will be an emerging trend for 2024? 

• What books have timeless principles to help us this 

year and why? 

Rose Knepp with  
Berkshire Hathaway 
I think there are going to be more peo-
ple who are relocating here who will 
end up going into rentals due to our 
very tight inventory.

I highly recommend The Slight Edge 

by Jeff Olson. It’s an easy read, and 
the principles are rather simple, easy 
to do, and come down to this: It’s the small things that can 
make a huge difference. I embraced this philosophy many, 
many years ago, and it has held me in good stead through all 
kinds of markets in real estate.

Jennifer Hollister with Joy 
Daniels Real Estate Group 
Based upon the NAR lawsuit, I believe 
we will be experiencing lower seller 
compensation to the buyer’s agent. 
Bright MLS has already changed the 
compensation field to allow for zero 
dollars. Agents will need to do a really 
good job presenting their value in the 
transaction. It’s never been okay to 
say, “The seller pays my commission.” 
Now, it could cost you everything if you say it. 

The 12 Week Year by Brian P. Moran and Michael 

Lennington is this year’s book for me. Annual goals limit 
performance. Annualized thinking is a trap. The thinking 
that you have plenty of time to accomplish your goals. We 
mistakenly believe we can catch up. Every week, every day, 
and every moment counts. Life is 
lived in the moment. 

Coach Fino with  
Howard Hanna 
I recently attended a training with 
Joe Rand, and he did a great job 
explaining the evolution from seller 
agency to buyer agency to our cur-
rent climate with representation. 

In short, our mindset will have to evolve to provide buyer 
services to include marketing and accountability at the same 
level as a listing. Not sure what that exactly looks like, but 
our changing mindset should result in significant innovation.

The ONE Thing by Jay Papasan and Gary Keller still hits 
home today.

Joy Daniels with Joy Daniels 
Real Estate Group 
I think the new trend that is geared 
toward successful Real Estate Agents 
will be a renewed emphasis on 
Realtor professionalism and edu-
cation. The recent court cases have 
showcased that agents and brokerages 
may have needed to articulate their 
agency and commission policies to the 
consumers in a clearer fashion. I think 
agents and brokerages will refocus efforts to ensure that 
each agent is able to explain to each consumer they contact 
how they work, who they work for, how much they are com-
pensated, and why they do what they do. 

I also believe Technology will be a big trend, especially with 
AI. The Real Estate Industry is embracing technology that 
helps streamline processes and enhance customer experi-
ence. Any tool that provides valuable insights for Buyers or 
Sellers and helps transform the way real estate is marketed 
and experienced, including Smart Home technology (which 
also attracts environmentally conscious Buyers) and Virtual 
Reality (which also benefits marketing). 

A classic I’d recommend is 7L: The Seven Levels of 

Communication: Go From Relationships to Referrals by 

Michael J. Maher. For me, this book breaks down the 
whole business into maintaining relationships. The book 
provides steps to cultivate those business relationships 
and set yourself up for long-term success. This business 
isn’t about spending big marketing dollars on referral 
services; it’s about investing in those relationships with 
people who already know how you work and love what 
you do. They’re your raving fans, and you want to nur-
ture those relationships for life-long referrals. The most 
successful agents in our industry already practice what is 
taught, but it is a great resource.

If you have your own thoughts or have a question you 

would like to put out to the Real Producers Community, 

please email coachfino@n2co.com.

COLLECTIVE WISDOM
special feature
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&
Ashley Motter  

of House Broker Realty

evolve

top agent
Photo by Next 
Door Photos  
Miriam Smith

elevate
Ashley Motter is an independent 
realtor at House Broker Realty, one of 
York County’s leading “boutique style” 
brokerages. A real estate pro since 
2006, Ashley was awarded Rookie 
of the Year and has gone on to be a 
multi-million-dollar producer with 
experience with both listing homes 
and assisting buyers with their needs.

It takes more than mere tenacity to 
succeed against all odds – it takes a 
willingness to evolve. Ashley says her 
readiness to change course has been 
instrumental in her ongoing success.

“Being creative is key. The ability to bend 
and weave and be flexible is the recipe 
for success in any industry. I feel like my 
middle name should be ‘resilient.’”

Evolution of an Independent Agent 

Ashley’s roots run deep in York. A grad-
uate of West York High School with a 
bachelor’s degree in business adminis-
tration and a minor in marketing from 
Penn State, Ashley’s entry into real 
estate was not a hasty decision.

“It’s kind of funny because my parents 
put me through college for four years, 
and I was like, oh, wait, I’m going to 
get into real estate,” Ashley laughs. 
“But I don’t regret my choice. If I had 
gotten into real estate at 18 years old, 

I would have been too wet behind the 
ears. Learning about business was 
beneficial. Applying the actual experi-
ence was what I needed.”

Ashley’s interest in real estate sparked 
when she decided to sell her first home. 
“I bought a little two-bed, one-bath 
condo, in 2003 when I was 19. I decided 
to sell it in 2006, when the market was 
still great. I did a for sale by owner 
because I didn’t want to pay a com-
mission. ‘I can sell this,’ I told myself. 
‘They’re selling like hotcakes in here.’ 
So, I put a for sale by owner sign in my 
window, and I negotiated top dollar for 
my condo in that community.”

Licensed since the end of 2006, 
Ashley faced the challenges of the 
recession shortly after starting her 
career. “In 2007, I started as an inde-
pendent agent with Coldwell Banker 
Bob Yost. I was Rookie of the Year, 
and then the housing collapse of 2008 
occurred.” Balancing her personal 
life with her professional life, Ashley 
temporarily put her license in escrow 
to focus on her family and a restau-
rant venture in 2009.

“My son was born July 4th, 2010, and 
I started taking continuing educa-
tion classes to get my license out of 
escrow,” Ashley says. “When my son 
was a year and a half old, I got back 

into real estate. I was now a single 
mom, and I was doing what was best 
for my son. I have no regrets, it was 
the best choice to make at the time.”

Returning to real estate in 2011, Ashley 
made consistent progress. “I just con-
tinued to propel forward and elevate.”

From Team Player to  

Independent Agent 

“When I first started in real estate, I 
saw other agents who were new in the 
business getting on teams,” she says. 
“I’ve always valued my independence 
and wanted to be my own brand.”

But Ashley also recognized that being on 
a team was best for her situation at the 
time. “I was a single mom in my mid-20s. 
I didn’t have the luxury of waiting six 
months for my first paycheck.”

Ashley says she learned a lot during 
her time working with a team, and her 
business continued to grow. However, 
it eventually became clear the next 
stage of her evolution was imminent. 
“I’m loyal to a fault. But looking back, 
I should have left the team, realisti-
cally, in 2014. When your clients are 
coming back, and they’re coming back 
for you, and when you’re starting to 
source your own business, that’s a 
time to part ways.”
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Ashley’s family now includes her 
15-year-old stepdaughter, her 
13-year-old son, and the couple’s 
youngest son, born in 2017.

Her busy household also 
includes three dogs. “I have a 
16-year-old Maltese, my ‘elderly 
queen,’ Ashley says. “She 
recently turned 16 and received 
a big cheeseburger as a gift.” Her 
four-legged brood also includes 
a soon-to-be three-year-old 
English bulldog, Poppy, and a 
one-year-old, Maverick. “He’s 
the biggest brute of all of them. I 
love my dogs!”

Looking ahead in the real estate 
industry, Ashley says she 
tries to avoid getting caught 
up in market speculation and 
hypotheticals.

“If I listened to every single 
thing I read about the market or 

watched on television or saw on 
Facebook or Instagram, I’d be in 
a fetal position waiting for the 
market to bottom out or to be 
replaced by AI and not have any 
importance. I do hope the inter-
est rates become palatable and 
the market returns to a more 
balanced state.”

“I try to take it day by day and 
not get caught up in the hype. 
My goal, both in my personal 
and professional life, is to 
embrace change. When we 
evolve with each new situ-
ation, we can move forward 
successfully.”

After close to seven years on a team, 
Ashley began to weigh her options. “I 
respected my team leader, but I was 
spinning my wheels.”

Multiple agents from the York area rec-
ommended House Broker. “It seemed 
like it could be a good fit. I spoke to my 
now broker, Tiffany, asking her every 
question in the book. She was a wealth 
of knowledge and assured me I could 
succeed and be a top agent. One small 
regret I had was not taking the leap of 
faith sooner to go on my own.”

When Ashley finally made the move 
to House Broker in 2018, she felt 

prepared. “All the chapters in my story, 
all the growing and learning, had led 
to me being ready. I knew I was a good 
agent. But I had so much to prove.”

Since 2011, Ashley has been full throt-
tle, and her achievements reflect not 
just a seasoned professional’s track 
record but her enduring commitment, 
adaptability, and dedication to provid-
ing top-notch service.

Describing herself as someone who 
dislikes being told what to do but who 
also avoids micromanaging others, 
Ashley says her preference is for a 
“hands-on approach” when it comes 

to scheduling, document management, 
and coordination.

“I‘ve been the top producer at House 
Broker for four years and in the top 1% 
for production in York County for sev-
eral years,” she says. “Last year, I sold 
56 houses. As a ‘one-woman show,’ I 
take pride in hard work, and I feel good 
about what I’ve accomplished. I’m in a 
good place.”

Life in Balance

Ashley remarried in 2014 and says life 
with her husband Jason Motter has 
been the “biggest chapter” in her life. 

Being creative is key. 
The ability to bend 
and weave and be 
flexible is the recipe 
for success in  
any industry.
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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

Ieasha Larkpor Transforms Her 
Business With WSS
When managing your own business, one trap many entrepreneurs fall into is doing it all yourself. 
Entrepreneur, brokerage owner, and property management investor Ieasha Larkpor of Thunder 
Team Realty in Oklahoma City did just that. Despite selling over $130 million in commercial and 
residential real estate, her leadership approach was negatively impacting both her business and 
personal life.

“I believed I could do it all. But it turns out my problem was that I was doing it all,” admitted Ieasha. 
“I would bring people on to my team but do their jobs for them. I didn’t have any structure or 
processes in writing for them, which, turns out, was not good for most of the team, and they’d leave 
— often taking a portion of my business with them.”

Ieasha knew she needed to change and couldn’t do it alone. She turned to Workman Success 
Systems and began a journey forward. Not only did her coach help turn around her business 
management style, but she also achieved a critical personal goal. “My husband and I wanted to 
have another baby,” said Ieasha. “I didn't want to be overly involved in real estate; I wanted to be 
able to relax. To do this, I needed to be working on my business instead of working in my business.”  

Ieasha learned the Sisu real estate 
operating system, which streamlined 
processes and her CRM. Reinvention of 
daily meetings also tremendously 
impacted Thunder Team Realty. In the 
past, Ieasha held daily meetings that 
could go as long as 90 minutes. With the 
WSS program, she developed mindful 
daily huddles: “Our meetings now last 
about seven minutes, we have an outline 
and go through the information everyone 
needs to know. It’s now intentional 
constant contact and our huddles are 
awesome.”

With her systems firmly in place, things 
are significantly better for Ieasha and 
Thunder Team Realty. “I now have a team 
I trust, a team that was vetted through 
our new systems and processes. It’s 
been the best money I have spent in real 
estate.”

Get the Daily 
Huddle Agenda! 

Unlock Your Potential

SEE FOR YOURSELF!

Reclaim

YOUR LIFE.

Schedule a free consultation
today and we'll show you how!

Info@workmansuccess.com
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Local Expertise, Passionate Service: Meet Shonna 
Cardello of White Rose Settlement Services

Nestled in the heart of Pennsylvania and Maryland, 
White Rose Settlement Services isn’t just a company 
– it’s a family. Founded in 1996, its mission is clear: to 
guide clients through the real estate journey with seam-
less service and genuine care.

With 16 staff members, White Rose is the area’s largest, 
non-affiliated title company and offers a range of ser-
vices, including residential and commercial settlements, 
title searches, and title insurance. Whether serving 
Realtors, lenders, attorneys, or homebuyers, Shonna 
and her team provide the experience and service needed 
to ensure a seamless settlement process.

The Personal Touch

White Rose is more than just paperwork and settlements. 
It understands that buying or selling a home is a deeply 
personal experience. That’s why White Rose goes the 
extra mile, treating each client like a family. Whether it’s 
bilingual services for diverse communities or celebrating 
a first-time homebuyer’s tears of joy, the White Rose 
team thrives on fostering genuine connections.

“I have a passion for this industry,” says President, 
Shonna Cardello. “I try to build leadership within my staff 
and empower them to make decisions. I ask everyone 
who works for me to ‘think like a buyer.’ What would you 
want in their position? We deliver a customer experience 
defined by our commitment to exceed expectations.”

“Nothing is quite like a ‘thank you’ from a first-time 
homebuyer,” Shonna says. “We just had a first-time 
homebuyer in her 70s! I’ve seen buyers with tears in 
their eyes, telling me they never thought they’d be able 
to buy a home. Guiding individuals and being a part of 
these life-changing moments—it reinforces my passion 
for my work. It’s why I do what I do.” 

Career Path to Success

A graduate of West York Area High School and 
Hagerstown Business College, Shonna’s journey into the 
title industry wasn’t planned.

“I studied as a paralegal and began working with a world-
wide firm in 1990,” Shonna says. “We were lobbyists, and 
while I enjoyed the work, it wasn’t my passion.”  

Shonna swore she’d never do real estate. “I didn’t care 
what ‘riparian rights’ were, I was NOT doing it,” she 
laughs. “Well, never say never.”

Shonna learned real estate while work-
ing at a law firm for three years before 
transferring to a title company.

“A year and a half later, I was offered a 
position with a brand new title com-
pany,” she explains. “I am very loyal, 
and it took me a long time to say yes. 
I was 25 years old, and I questioned 
myself, ‘What if I fail?’ But failure is 
never an option. I opened White Rose 
on July 17, 1996. More than 27 years 
later, I still enjoy title insurance.”

For Shonna, success is defined by her 
ability to pave her own way, support 
her team, and live life on her terms. 
She takes pride in the responsibility 
she feels for her coworkers’ well-being 
and is dedicated to fostering an envi-
ronment of continuous learning and 
technological advancement.

A Culture of Learning 
White Rose embraces innovation and 
continually strives to streamline pro-
cesses to stay ahead of the curve.

“We use social media to educate 
consumers on the topic of title 
insurance,” she says. “Title insurance 
is often the last thing people think 
about when buying a home. People 
understand what it is to obtain a 
mortgage, undergo a home inspection, 
and acquire homeowners insurance. 
Title insurance is just as important, 
but many homeowners either don’t 
understand or underestimate the 
crucial role it plays in protecting their 
investment. For a one-time fee, you 
have peace of mind that your invest-
ment is protected.”

Commitment to Community

Shonna’s love for York County and the 
small-town atmosphere is evident in 
her deep commitment to both her local 
community and the real estate indus-
try. She actively volunteers and serves 
in various roles and responsibilities.

Shonna holds the position of TIPAC 
Board of Director for the American 
Land Title Association (ALTA), 

where she serves as a 
Pennsylvania Trustee 
and is currently the 
Secretary of the 
Pennsylvania Land Title 
Association (PLTA).

Additionally, she is an 
active member of the 
Title Action Network 
(TAN) and Government 
Affairs committees for 
ALTA. Shonna is a Life 
Director of the Pennsylvania Builders 
Association and is a past President 
of the York Builders Association. 
Notably, she served as President 
during the Charter Year of the 
Women’s Council of the York County 
Builders Association.

Shonna’s commitment extends 
to various committees for the 
Realtors Association of York and 
Adams Counties (RAYAC) and the 
Pennsylvania Land Title Association. 
She has also contributed as a past 
Board Member of the PA Association 
of Mortgage Brokers and the Out 
Door Country Club. Shonna finds 
fulfillment in volunteer work, having 
dedicated her time to the Children’s 
Home of York, Junior Achievement, 
and her church.

Beyond Title Insurance
Outside the real estate realm, Shonna 
channels her love of travel and cul-
tural exploration into her leadership 
style. As an independent travel agent 
with a passion for travel and expe-
riencing diverse cultures, Shonna 
has visited 41 countries and recently 
returned from safari in Tanzania.

 “I love Italy and England. I’ve been to 
Antarctica and Greenland. Australia 
is my last continent to visit!”

Shonna says her cultural learning 
through travel not only equips her 
with the knowledge and skills needed 
to lead diverse teams but also gives 
her an appreciation of the importance 
of an inclusive environment.

Culture of Giving Back 
Shonna’s varied interests extend to foster-
ing White German Shepherd dogs, with 16 
foster dogs in five years. “Seven years ago, 
my dog, Sugar, died. I was heartbroken 
but not ready to have another. I now foster 
dogs with Echo Dogs White Shepherd 
Rescue. My family and several friends are 
also involved in the rescue.”

Shonna balances her busy life by read-
ing, working, traveling, and recently 
taking up golf. Reflecting on work-life 
balance, Shonna acknowledges that she 
doesn’t fully achieve it, but she empha-
sizes the importance of setting bound-
aries. She values the lessons learned 
from a business coach about maintaining 
personal boundaries.

A Bright Future on the Horizon:
With an eye on the future, Shonna 
anticipates a robust 2024, filled with 
new technologies and a rebounding real 
estate market.

“White Rose Settlement Services will 
continue to thrive as a leading title com-
pany. We take pride in providing world-
class service to clients while making a 
positive impact in the community and 
the lives of those we serve.”

Shonna
C A R D E L L O

Shonna
partner spotlight
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my mom, who has a highly respected reputation in the real 
estate industry. It was significantly different. But I will say 
both environments are extremely routine-based.

Talk a bit about that routine. 

Nine to 11 every day is lead generation unless I have a settle-
ment or other scheduled meeting. After that, I usually work 
on my coexisting or my existing files and follow up with all 
my deals to make sure everybody’s good to go. Then I follow 
up on emails and dive into searches for all my buyers, shoot 
out my daily texts to see where people are, and check in 
with the lender. Then I go to my afternoon appointments, 
and twice a week, I’ll do an evening lead generation as well. I 
learned the importance of routine from my mother.

You’ve probably seen that most of your life. 

I started going to open houses when I was nine years old. 
Dad was traveling, so Mom had open houses on the 
weekends. I would go with my little sister, 
and we’d sit at open houses from one to 
four every Sunday.

What’s the ideal client, or what’s  

your niche that you’ve carved out  

for yourself? 

It’s a mix. I would say the majority 
of my business is first-time home 
buyers. I also work with a lot of 
young professionals who are transi-
tioning from first home to secondary 
home. Also, people I grew up with are 
selling their parents’ home.

What was 2023 like? 
2023 was a good year, but it was a tough year. I didn’t start 
real estate until 2019. 2020 through 2022 were just not 
regular markets, but last year was a good year. I read Shift 
by Gary Keller, and that helped me a lot. I grew in 2022, not 
only in units, but volume. I grew in 2023 as well, but needed 
to do a lot more lead generation. What helped me was 
learning scripts, role-playing, and how to educate people on 
getting off of the fence and not letting them get sucked in by 
the media. Our area is so different than the major metropoli-
tan areas that the media focuses on.

What are the top three things you’ve learned from growing up 

with and now working with your mother? 
Routine and consistency is number one. Communication is 
definitely number two. It is important to communicate in 
this field, not only with your clients, but your co-brokers, 
your lenders, your title, everything. Number three is just 
constantly educating yourself on the markets and details 
of home ownership. It helps you in your dialogue and your 

conversations with your clients if you truly are confident in 
the education that you have.

Tell us about your team. 

We have a team of seven now. Michelle is obviously 
the team leader, and my father, Todd, covers Delaware. 
Michelle, John Henry and I all do 50 plus transactions 
a year individually. We have two buyer’s agents, Svend 
Sheppard and Zach Williamson. Shawn Lutz is our proces-
sor, a licensed agent, and marketer.

What made you want to come back to Central Pennsylvania? 

Central PA is the best area. Before staying at home with our 
two young children, my wife worked in the public school sys-
tem. Pennsylvania public school systems are top in the coun-
try, with blue ribbon schools and great athletic programs. 
And it’s the most affordable place to live when you balance 

the schooling system plus the cost of living.

What do you think 2024 and beyond look 

like, and where do you think our indus-

try is headed as a whole? 
I think 2024 is going be very reminis-
cent of what we saw in 2020, 2021. 
We saw the rates go up a little bit, but 
I had a ton of buyers who didn’t have 
to go over list price. In 2024, when 

we see these interest rates drop back 
down to the low fives, I think we’re going 

to see things go back to where we saw 
them in 2020 and 2021.

Looking further ahead, at the end of the day, a big part 
of sales and a big part of why people use Realtors is to benefit 
from our customer service, our networking, and our relations. 
I’m sure AI and new technology have its place, but the people 
who continue to network and communicate and educate and 
build relationships with depth will continue to see success.

What question did we not ask you? 

New agents ask how I was able to become consistent with 
my growth. I tell them you have to surround yourself with 
the right tools and the right people. I’m not going to tell 
you that I think joining a team is the right fit for everybody 
because it’s not. But joining a team when you’re a new agent 
provides you with hands-on training. Find a mentor or find 
systems that help you create leverage.

And invest in your business and your community, that’s the 
most important thing. I am involved in different community 
groups that I go to for networking and lead generation. Those 
connections help you and your business grow.

Q&A with Trenton Sneidman of Keller Williams of Central PA

rising star

Photos by Next Door Photos | Miriam Smith

Tell us about your family. 

We moved here from Fairfax, Virginia, when I six so 
I’ve been in the area pretty much my entire life. My 
mother, Michelle Sneidman, has been in real estate 
for 24 years now. I have one younger sister. She 
lives in West Palm and is an ER nurse. I’m married 
and have two children under two years old, so home 
life is a bit of a circus right now.

Did you dive right into real estate right after school? 

I went to the University of Pittsburgh and gradu-
ated with a degree in Kinesiology. After college, 
I was a speed and agility trainer for professional 
teams, including the Dodgers and the Penguins. 
When I moved back to Central Pennsylvania, I did 
some work training high school kids but pretty 
much dove into real estate full-time.

What motivated you to start a career in real estate? 

Everyone in the sports industry talked about 
how they never saw their family, their kids. They 
didn’t have a work-life balance. Working 80 to 
100 hours a week, I’d get to the facility before the 
sun came up, and I’d get home at ten at night. That 
was seven days a week. I realized if I was going to 
have a family and a personal life someday, I would 
need to change paths. In 2018, I returned home to 
Pennsylvania and started real estate classes two 
months later. I’ve been working in real estate with 
my mom for five years now.

What was that transition like? 
I went from working in the strength and condi-
tioning field in college and professional athletics 
–definitely not a corporate world –to working with 
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Beyond Mortgages:
NURTURING RESCUE DEALS & FINANCIAL LITERACY FOR AGENT SUCCESS

Melissa McCullough
melissa@marveloans.com

Senior Loan Originator717.860.0505NMLS# 1915797

HELPING TO BUILD WEALTH THROUGH REAL ESTATE
DOWN PAYMENT ASSISTANCE | FIRST-TIME HOME BUYERS | EDUCATING & TEACHING CREDIT
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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


