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Help Your Buyers
Make a Winning Offer
on Their Dream Home *

Bring a Cash Offer l M
Without the Cash

Want your buyer’s offer to rise above the rest? A cash offer is still the strongest
way to stand out in bidding wars.

That’s where we come in, along with our affiliate AnnieMac Cash2Keys, with two
smart options designed to help your buyer compete like a cash buyer, even if

ATer Buy Novwge/ (aiés.

Our affiliate makes a full-cash offer on your - Our affiliate buys the home your buyer wants,
buyer's behalf s0 they can move in quickly

Their offer stands out to sellers because it's « They move into their next home before
fast, simple, and reliable selling their current one

Once their old place seills, they buy it back
hassle-fres

If accepted, your buyer finances and
purchases the home like usual, through us or
any lender they prefar

Want to offer your buyer a stronger way to compete? Let’s chat

Tim Dixon

Branch Manager
NMLS#:142916

Phone: (717) 579-8270
tdixon@annie-mac.com
timdixon.ovmfinancial.com

with AnnieMac Home Mortgage
NMLS#338923

Corp NMLS#: 338923. OVM with AnnieMac Home Mortgage 700 East Gate Drive Suite 400, Mt Laurel, New Jersey 08054

=% © 2026 American Neighborhood Mortgage Acceptance Company LLC (dba AnnieMac Home Mortgage, OVM with AnnieMac Home Mortgage, Unify Home Lending, HSL Powered by AnnieMac Home Mortgage). Lender NMLS
ID# 338923 (www.nmlsconsumeraccess.org)(www.annie-mac.com). Cash2Keys® Cash2Keys is the registered service mark of Analytical Sciences Marketing Group, LLC. ‘Cash Offer’ and ‘Buy Now, Sell Later’ and ‘Cash Bridge’
programs are fulfilled by AnnieMac Private Equity Cash2Keys (Cash2Keys), an affiliate of AnnieMac Home Mortgage (AnnieMac). Cash2Keys is not a financial institution and does not originate or issue loan commitments. You
must be pre-approved by Cash2Keys for each program’s income and collateral requirements. Once approved, the offer and purchase will be in the name of Cash2Keys. You must then purchase the home from Cash2Keys
within 180 days. You are required to pay all transfer taxes associated with the purchase of the home. Visit anmac.me/cash for terms and conditions. For complete licensing information, please visit:
www.annie-mac. Com/page/llceﬂsmg Corp NMLS # 338923. Corp website: www.annie-mac.com. American Neighborhood Mortgage Acceptance Company LLC dba AnnieMac Home Mortgage, OVM with AnnieMac Home Mortgage,
(www.nmlsc org), P Mortgage Lender License #33587 and Pennsylvania Mortgage Servicer License #71441

The Legal Advantage
for Pennsylvania's Top Agents

95+ Years Of Combined Legal Experience

An Award-Winning Law Firm
30,000+ Real Estate Closings Completed!

» Residential

« Commercial
» Farm

« Mobile Home

Let our team guide you
through your legal matters!

717.975.9446 | dplglaw.com

DETAIL

MATTERS,
SO DOES

YOUR .
INSPECTOR. p

aiions | WDI lnspectlons | Water Testmg IRa
spe!

ADLER
HOME INSPECTIONS

1S ©aom

Your next closing starts here.
Call us today!

David C. Heintzelman, Owner

717-480-3357 | adlerhi.com

Roofing That
Won't Hold Up
Your Closing

150

ROOF
CERTIFICATIONS

with quick turnaround times!

—— ROOFING | SIDING | GUTTERS

Make roofing the easiest part
of your transaction!

(610) 621-9244
FirstChoiceRoof.net | @O

License # PA132149 | Discounts for Veterans & First Responders
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Preferred Pariners

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!

ATTORNEY/LEGAL SERVICES
Dethlefs Pykosh & Murphy
Darrell Dethlefs

(717) 975-9446
www.dplglaw.com

CATERING

Haj Paj Catering
Terri Ortwein
(717) 756-2897
cafehajpaj.com

CLEANING SERVICES
Final Touch Cleaners
Katelyn Horton
(717) 758-0584

COACHING
Sherri Johnson Speaking/

HOME INSPECTION

Adler Home Inspections LLC
Dave Heintzelman

(717) 480-3357
www.adlerhi.com

ALPHA Home Inspection
Kevin Kenny

(717) 574-2133
alphainspection.net

Nighthawk Inspections
Robert Matlock

(717) 844-9175
www.nighthawkinspection
group.com/

HOME PREPARATION
SERVICES

MORTGAGE BROKER
Francois Houde Loan Officer
Francois Houde

(717) 592-8359
quickloansforyou.com

MORTGAGE LENDER

First Alliance Home Mortgage
Andrew Morcos

(717) 755-4400 x1102
amorcos.fahmloans.com

Freedmont Mortgage Group
John Acton

(717) 683-8860
freedmont.com/johnacton

OVM Financial
Tim Dixon

PHOTOGRAPHY- REAL ESTATE
Next Door Photos

Karen Ackley

(717) 903-4088
susquehannavalley.
nextdoorphotos.com

PRESSURE WASH/ SOFT WASH
DB360 Soft Wash

Daniel Gross

(717) 691-1712
db360softwash.com

REMODELING & ROOFING
Precision Trades & Roofing
Jake Plank

(717) 229-6610
precisiontradespa.com

A+ RATING BEE ACCREDITED | US DOT. 3511454 PA PUC: A-8925359 | FULLY LICENSED AND INSURED

AWARDS

|1
I'

WINNER}

Coaching/Consulting HOMEstretch - Southern PA (717) 579-8270 ROOFING
Sherri Johnson (717) 696-0033 timdixon.ovmfinancial.com First Choice Roofing o 5 BTAR REVIEWS
(844) 989-2600 www.home-stretch.com/ Eric Hiester | BURELANMOVINGCO MﬂJ'uRJEMXMGVfNGCO'CGM

www.sherrijohnson.com/

CONSTRUCTION SERVICES
Crickside Timber Craft
Amos Riehl

(717) 789-4728

crickside.com

DESIGN/BUILD/REMODELING

Montgomery Design Build Inc.

John Evans

(717) 471-2081
www.montgomerydesign
build.com/

HOME FIX & FLIP, INVESTING
& CONSULTING

First Choice Home Buyers
Anthony Lynam

(717) 926-3143
firstchoicehomebuyers.com

HOME WARRANTY
First American Home Warranty

HVAC & PLUMBING
Sweitzer HVAC & Plumbing
(717) 501-1398
sweitzerhvacplumbing.com

INSURANCE & FINANCE

New York Life

Nicole Best

(717) 592-0084
newyorklife.com/agent/nbestO1

INSURANCE AGENT

Good Apple Insurance

Enza Baiarunas

(717) 814-5084
www.goodappleinsurance.com

State Farm Dan Collison
Dan Collison

(717) 249-1582
coveringpa.com

MOVERS

U-Relax Moving
Jared Fetrow

(717) 515-5512
moversyorkpa.com

MOVING COMPANY
Making Moves PA LLC
Jadin Ogden

(717) 460-0300
makingmovespa.com

PAINTING/REMODELING
Signature Finishes
Painting & Restoration
Jared Houck

(717) 424-0847

PEST CONTROL

Armor Pest Control LLC
Kaleb Hines

(717) 654-5973
armorpestscontrol.com

(610) 621-9244
firstchoiceroof.net

TITLE INSURANCE

White Rose Settlement Services
Shonna Cardello

(717) 495-9009
wrsettlements.com

TITLE SERVICES
Guardian Transfer
Liz Rivera

(717) 901-8342
guardianclosings.com

VIDEO MARKETING/BRANDING
Nieri Creative

Nathan Nieri

(717) 449-9625

niericreative.com

)

delp. your c&mtdmllﬂaatm
without the upfront costs!

Get brand-new flooring

for just $100 down.

The remaining cost is settled at closing.

717.566.7679

Why choose Soft Wash?

Use of
Green
Products,
environmentally,
friendly.

Cleans &
sanitizes any
outside surface,
removing algae,
moss, lichen.

Results last
4-6x longer
than pressure
washing!

SIDING « DECKS
BRICK ¢« ROOFS

—

.

J'.rl

(\L ' CouchPotatoCarpet.com

- I
HARDWOOD | CARPET | LUXURY VINYL | TILE | STAIRS 717.6911712 | db360wash.com EH =T
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Meet

The
Team

Coach Fino Cherie Bartels Krystal Shearer Josette Plank
Owner/Publisher Executive Assistant Event Coordinator Publishing Assistant

Kaycee Hill Mark and Karen Ackley Nathan Nieri

Kara Clouser of Conte
Ad Strategist Photography Team Lead Event Photographer/ Photography
Next Door Photos - Videographer Photographer

Susquehanna Valley

Introducing the Makeover Mortgage process to South Central, PA
"EVERY HOME DESERVES A MAKEOVER."”

A streamlined process that helps buyers roll renovation costs into
their mortgage, Montgomery Design Build is redefining what's
possible for realtors, buyers, and sellers.

ANEW WAY TO SELL, BUY, AND RENOVATE-ALL ON
ONE TEAM

For Realtors, this means you can now market homes the way
consumers dream of them, not just the way they look. For buyers
and sellers, it unlocks improvements, repairs, and modernization
with zero out-of-pocket renovation costs by rolling everything
directly into the mortgage.

Meet Your Local Makeover Preferred

Contractor - Owner

JOHN EVAN

We Solve Three Main Problems for Realtors Empowering Them
to Provide More Options

1. UGLY OR OUTDATED LISTINGS

2. INSPECTION REPAIR ISSUE FUNDING

3. BUYERS WHO WANT TO CREATE THEIR DREAM HOME
LET'S WORK TOGETHER

Partner with Montgomery Design Build + Makeover and transform
how you sell real estate.

Our Remodeling Services Include: Roofing, Siding,
Windows, Doors, Flooring, Decks, Kitchens, Bathrooms, and more...

We also offer Custom Built Homes in South Central
PA on your lot! .

Montgomery

PA173798

Montgomery Design Build, Inc.
info@montgomerydesignbuild.com | (717) 471-2081
www.montgomerydesignbuild.com | Contractor Registration PA173798

L]
Corey Jerry Sarah Weber Tara Davis Dominic Leto
Ambassador Ambassador Ambassador Ambassador

remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the

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 Producers but
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

IN MAGAZINE

But don’t just take our .
word for it. Take theirs.

6 - April 2026

SEE THE FULLPICTURE
BEFORE YOU CLOSE

- Foundation Certifications - Fast, reliable reports for manufactured homes

on land are coordinated with engineers to ensure clarity and accuracy.

- 203K HUD Consulting - We flag safety items, outline repairs,

and guide all parties for a smooth loan process.

- Full Home & Commercial Property Inspections
- Pool & Spa Evaluations
- Mold & Termite Inspections

717-844-9175 - nighthawkinspectiongroup.com

LY
AUTO Goop APPLE
HOME (-1 NS URANCE-]
gl Hand-picked
MOTORCYCLES
RVs & BOATS coverage.

e Sweet savings.

e Service you
can trust.

Meet Brody,
Your Protector

South Central PA Real Producers - 7



CONTINUING EDUCATION

CE Is Mandatory.
Using It Well Is Optional.

Top producers don’t treat continuing
education as a box to check. They use
it to sharpen skills, reduce risk, and
strengthen their business before the
market speeds up.

Here’s what they do differently:

* Choose courses that solve real
business problems

* Use CE to protect their
reputation and income

* Modernize systems and workflows
while they learn

» Focus on one learning theme per cycle

* Complete CE early — while it can still
be applied

CE gives you the time anyway.

The best agents make sure it gives them
something back. Discounted CE is now
available through Real Producers of
South Central PA and The CE Shop.
Scan the QR code to get started.

SPRING IS FOR ENJOYING YOUR HOME, N

EARLY SPRING TREATMENTS THAT STOP INFESTATIONS
PREVENT ANTS, SPIDERS & STINGING INSECTS

FAST RESPONSE WHEN PESTS APPEAR

RELIABLE, LOCAL PEST CONTROL YOU CAN TRUST

&

L
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PUBLISHER’S NOTE

10 YEARS
OF GIVING

Celebrating a decade of impact made
possible by the community we serve.

BY COACH FINO

At South Central PA Real Producers, we recognize that
meaningful change doesn’t happen alone; it occurs when
people consistently show up, invest in their communities,
and support one another. Strong communities are built by
the people who dedicate their time, energy, and resources
to making a difference.

This year, we’re proud to celebrate 10 years of N2GIVES,
our philanthropic initiative that has donated $30 million
to organizations fighting human trafficking. Recognized
by Inc. as one of the 2025 Best in Business for Social

Good thanks to our N2GIVES program, we continue our
mission in 2026 by supporting Love Justice, Atlas Free,
International Justice Mission, and The Exodus Road,
helping to combat human trafficking and bring freedom to
those in need.

None of this would be possible without the incredible
support of our loyal agents and, in particular, our partners
who consistently invest in our magazines and events. By
choosing to engage with our real estate community and
work with our partners, you're helping to amplify our
impact, both in South Cnetral Pennsylvania and around
the world. Inside this issue of South Central PA Real
Producers, you’ll meet agents and partners who embody
that spirit: people investing in their businesses, their
families, and the community we’re all proud to call home.

Here’s to continued progress, strong
connections, and impact that grows every
day, made possible because of you. Thank
you for being part of our community and
helping us make a difference. Here’s to
moving ever closer to a world where everyone is free!

With gratitude and excitement,

Coach Fino
Publisher
South Central PA Real Producers

Nj NIERI
CREATIVE
SOCIAL MEDIA CONTENT

CALL OR TEXT TODAY! 717.790.1712 | NieriCreative.com | @niericreativerealestate

VIDEOGRAPHY

PROFESSIONAL CLEANING SOLUTIONS
FOR EVERY SPACE!

FinalTouchC@yahoo.com ¢ (717) 758-0584
O facebook.com/FinalTouchC

Check out our studio in New Kingstown PA!

PODCASTING REAL ESTATE PHOTOGRAPHY

o Pre-listing paint services.

o Interior and exterior work.

o Reliable timelines.

e Quality, professional results.

Work with a partner that helps your listings stand out.

Signatyre FINISHES ..

PAINTING

& RESTORATION

@) signatureFinishesLLC2015 o 717.424.0847

South Central PA Real Producers - 9




AGENT ON FIRE

Kair .
Broci

L i
KELL Efanm . MS KEYSTONE REALTY 4
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PHOTOS BY NEXT DOOR PHOTOS | MIRIAM SMITH

Built on trust and intentional growth, her business reflects a commitment to both strategy
and service. A York-based REALTOR® with Keller Williams Keystone Realty, and a mother of

three, Kait Brocious €l1t€1'€d I'Cﬂ] estate in 2()18, nine months pl‘egn:mt, \Vit]’l no S]’lOTtCUtS, no

gu:11‘:1nt€cs, lll"ld a C]€11r dCCiSiOﬂ to SUCCCCd.

Today, her business is primarily referral-
based, the result of consistent service,
strong communication, and a belief that
every transaction deserves thoughtful
attention. For Kait, success isn’t measured
solely by production. It’'s measured by
reputation, impact, and whether her
clients walk away feeling informed and
supported in their next chapter.

Tell us about your roots and how you
found your way into real estate.

I'was born in Virginia, raised in
Pennsylvania, graduated from New
Oxford High School, and went on to earn
my degree in Business Management
from York College. Like many people in
their early twenties, I had no idea what I
wanted to do.

My career began in marketing for
an outdoor commercial lighting

manufacturer before transitioning to
a boutique digital marketing agency.
This was during a major digital shift,
so I gained hands-on experience in
web development, advertising, and
understanding the ROI on marketing. I
enjoyed the work, but preferred more
human interaction.

Through that work, I met Ryan Miller
and Joe Cipollini while they were
building the BuySellPA Real Estate
Team. They were clients of ours, and

I personally built their website. That
experience became my first exposure to
real estate. I reached out to them soon
after, got licensed in 2018, had my third
child and stepped into the industry that
winter ready to work. I came in with
zero experience. They didn’t just give
me a chance, they built me into the
professional I am today.

What surprised you most when you
entered the industry?

I came in with a strong business
background and a lot of drive, so I
assumed once I learned the contracts
and terminology, I'd be off and running.

What I didn’t anticipate was the
foundational work you can’t bypass.
When I joined the BuySellPA Team,
I'was immersed quickly. There were
strong personalities, high expectations,
and an extremely fast pace. You’ll often
hear me say, the reason I'm successful
today is because I was fed to the wolves
right out of the gate.

Looking back, it was one of the most
valuable experiences I could have had. It
built persistence, resilience, and taught
me how to ask the right questions.

South Central PA Real Producers - 11



How has your approach to people
evolved over the years?

When I first started out, I was
very direct and unfiltered in how I
communicated. I valued honesty, but
T'hadn’t yet learned how powerful
delivery can be in shaping connection
and trust.

Today, I operate differently. I stay within
my boundaries and my authenticity, and
I allow other people to be who they are.
Idon’t try to control everything. That

12 - April 2026

shift has made me a better agent and a
better person. You can still be strong and
direct without bulldozing people.

You’ve found a niche in the investor
space. How did that happen?

A coach once told me, “Lean into it.”
For me, that became investors. The
more I paid attention, the more I saw
that’s where my analytical mindset,
negotiation style, and problem-solving
instincts aligned. That’s where I do my
best work.

Part of the draw is the strategy, I gen-
uinely enjoy analyzing deals, running
numbers, and evaluating risk. But if I'm
being honest, 'm also drawn to the per-
sonalities. Investors tend to be decisive,
unconventional thinkers, and I find that
dynamic fascinating. Understanding how
they think allows me to anticipate needs,
communicate efficiently, and serve them
at a higher level.

Investor transactions are often more
complex than traditional residential
deals. Many involve distressed
properties or sellers navigating
difficult life circumstances, such as
loss, transition, or financial strain.
Those conversations aren’t always easy,
but they matter. I care deeply about
making sure people feel respected and
understood, especially when they’re in
vulnerable moments.

You’re a mom of three. How does that
shape your “why”?

My kids are my everything. They’re 14,
9, and 7 (girl, boy, girl) so life is busy in
the best way.

My oldest daughter is incredibly athletic.
She played tackle football with the boys
for four years. My son plays football and
wrestles, and my youngest daughter is
my built-in cheerleader. She’s a carbon
copy of me.

I'love watching them grow into who
they’re becoming. They’re a huge part of
my why. They see me building something
with intention, showing up consistently,
and pushing through challenges.

What does 2026 look like for you?
Because my business is referral-based,
that foundation will always be a priority.
I'm intentional about how I care for my
past clients because those relationships
are the backbone of everything I've built.
In 2026, my focus is to maintain that level
of service while continuing to expand

my book of business. Operationally,

I'm continuing to refine my systems

and processes so I can stay organized,
consistent, and deliver at a high level as I
grow. Building the right structure behind
the scenes has been a major step forward
for my business. I'm also prioritizing time
for networking, community involvement,
and opportunities to contribute beyond
transactions. 'm in a season where I
have more flexibility than I once did,

and I want to be intentional about
investing that time where it can make a
meaningful impact.

Is there a mission on your heart that
people might not know about?
Absolutely. Supporting women as they
rebuild and rediscover themselves is
something I care deeply about.

In my early 30s, after having my third
child, I experienced an identity shift that
many women can relate to. Motherhood,
expectations, and constant responsibility
can make you lose sight of who you are
outside of those roles.

“There isn’t enough
support for women

stepping back into

themselves. Creating

more of that support
is something I'm
committed to.”

Because I've been open about my own
growth through real estate, women
often reach out looking for guidance.
Long term, I’d love to create a nonprofit
connected to my business that helps
fund education or training for women
who are ready for their next chapter.

There isn’t enough support for women
stepping back into themselves. Creating
more of that support is something I'm
committed to.

@ans

INCORPORATED
NMLS# 2591313

Your Buyers Deserve Be

Francois Houde

Divisional Vice President
fhoude@phfmc.com

NMLS #1702311

(717) 592-8359
LoansIncorporated.com

SR

Philadelphia Fidelity Mortgage Company DBA Loans Incorporated. NMLS# #25913
dates are subject to change without notice. All loans are subject to credi
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MAKING A DIFFERENCE

GIVING CHILDREN A VOICE
WHEN IT MATTERS MOST

How JEN CLEMENS
and the York County
Children’s Advocacy
Center SUPPORT
FAMILIES IN CRISIS

g CHILDREN'S
ADVOCACY
fCENTER

For real estate agents across South Central Pennsylvania,
success is measured not by numbers but by community impact.

For Jen Clemens of Iron Valley Real Estate, success means
using her leadership to protect the most vulnerable members
of her community: children who have experienced abuse.

As the 2025-2026 Board President of the York County
Children’s Advocacy Center (CAC), Clemens leads an
organization dedicated to reducing trauma for children and
families during child abuse investigations.

Located in downtown York, the CAC provides a child-focused
alternative to police stations and hospital emergency rooms
— places that can feel intimidating and overwhelming for
young victims.

Clemens’ commitment grew from a transformative
experience in Leadership York, which she attended through
a scholarship from the REALTORS® Association of York &
Adams Counties (RAYAC).

“A few years ago, I went through Leadership York,” she says.
“That experience was a turning point and opened my eyes to

14 - April 2026

how much I didn’t know about the very place I’'ve lived my
whole life. It also taught me how to get involved, how to serve
on boards, and how to give back.”

She chose to focus on children, particularly because they often
lack a strong voice in difficult situations.

“York County, sadly, has the third highest number of child
abuse cases in Pennsylvania,” Clemens says. “It’s heartbreaking
and frustrating how little people want to talk about it.”

The CAC exists precisely because these conversations are
difficult. When abuse allegations arise, the center coordinates
forensic interviews, medical evaluations, advocacy, and
support services in a safe, welcoming environment designed
specifically for children ages 3 to 17. The goal is to minimize
additional trauma while ensuring investigations are handled
thoroughly and compassionately.

Instead of requiring a child to recount painful experiences
multiple times to different agencies, the CAC brings together law
enforcement, child protective services, medical professionals,
and prosecutors through a multidisciplinary team approach.
Interviews are conducted by specially trained professionals

in developmentally appropriate ways and are recorded for
investigative use, reducing the need for repeated questioning.

Medical evaluations are also provided by professionals trained
specifically in examining abused children, ensuring both
physical well-being and reassurance for families. Meanwhile,
family advocates work with caregivers to connect them to
therapy, resources, and ongoing support.

Clemens has served on the CAC board for four years and
remains deeply involved beyond governance, including
participation on the fundraising committee for the
organization’s annual wine dinner.

Her motivation is simple and deeply personal.

“Children do not always have a voice, especially when there is
some sort of abuse involved,” she says. “Our county does not
want to talk about or learn more about child abuse, and I am
trying to change that.”

The impact of the CAC’s work can be measured in statistics

— thousands of children served since its founding — but it is
often most powerfully expressed in the words of the children
themselves. One young client shared feedback that continues to
resonate with Clemens and the team:

“I liked that I was listened to, heard, and not judged for what I
was saying. I felt safe to talk.”

That sense of safety is at the heart of the CAC’s mission: to
create a trauma-free environment through collaboration,
education, and advocacy. In addition to responding to abuse
cases, the organization delivers prevention programs to
schools, workshops for parents, and community education
initiatives designed to stop abuse before it occurs.

Despite its vital role, the CAC faces significant financial
challenges. Raising awareness is difficult because the subject
matter is painful and often avoided. Yet Clemens remains
determined to keep the conversation going.

“This year is the CAC’s 20th anniversary,” she says. “You can
make a donation, volunteer, join a committee or board, like
and share on social media for awareness, or attend one of
our events.”

For Clemens, real estate success and community service are not
separate pursuits. Both are rooted in trust, relationships, and
the desire to make a lasting difference.

“When the unspeakable happens to a child,” she says, “we need
to make them feel safe to tell their story.”

Second Annual CAC
Golf Outing

Friday, May 15, 2026 | 12:00-5:30 PM

Regents’ Glen Country Club

1000 Golf Club Drive, York, PA

Enjoy an afternoon on the greens while supporting
children and families in York County.

Proceeds benefit the York County Children’s Advocacy
Center’s critical programs, including forensic interviews,
family advocacy services, medical evaluations, and
prevention education that reaches more than 2,000 local
children each year.

Participation Options:

« Individual golfers

« Foursome registrations
« Event sponsorships

Contact: Deborah Harrison

dharrison@yorkcac.org

717-718-4253

Grab your clubs, invite colleagues or friends, and tee off
for a cause that truly changes lives.

Among the Apples and
Vines — Wine Dinner

Friday, September 25, 2026 | 5:30-9:00 PM

Brown’s Orchard

8892 Susquehanna Trail South, Loganville, PA

Enjoy an elegant evening among the orchards celebrating
20 years of hope and healing for children and families

in York County. Guests will experience curated wine
pairings, seasonal cuisine, live entertainment, and
meaningful connection in a beautiful outdoor setting.

Proceeds benefit the York County Children’s Advocacy
Center’s critical programs, including forensic interviews,
family advocacy services, medical evaluations, and
prevention education that reaches more than 2,000 local
children each year.

Participation Options:
« Individual tickets

« Table sponsorships

« Event sponsorships

Tickets & Sponsorships:
www.yorkcac.org/news-events/winedinner.html

Raise a glass, gather colleagues or friends, and support
a mission that brings safety, justice, and healing to
vulnerable children in our community.




Unique Mortgage Solutions

« PA First-Time Buyers: Purchase a Home for Just $1,000 Out of Pocket FOR PA HOMEBUYERS
* FHA 3.5% Down & Closing Cost Assistance for First-Time Buyers AND HOMEOWN ERS

- 100% Financing Program with No Mortgage Insurance
- FHA Solar Program: Buyers Eligible for up to $13,000 Prior to Closing and Up to a $13,000 Tax Credit

- Andrew Morcos

! VP of Business Development
Vs

.
& Branch Manager | NMLS #144027 Contact Andrew today to learn how to qualify! @
All loan programs are subject to change without notice. Not all borrowers will qualify for featured products. Terms, conditions, and eligibility requirements apply. Contact Andrew Morcos for more information.

amorcos.fahmloans.com

B o Apply now — start your
.El'.“:'fﬂr‘l-% home journey with confidence! FirStAlliance

! Connect with me today! NMLS# 5034 HOME MORTGAGE

. Office: 717-755-4400 Ext. 1102 | Cell: 201-519-9712

EI _“q 2805 Eastern BIvd, York, PA 17402 | NMLS #144021 T AP

VALLEY

SUSQUEHANNA VALLEY
REAL ESTATE PHOTOGRAPHY
AND MORE

Publish listings faster with Next Door Photos

UNWANTED LISTINGS? MOVING HARRISBURG
Sayivesidan il ONE BOX AT A TIME

PACKING/UNPACKING - LONG DISTANCE MOVING - SENIOR MOVING
JUNK REMOVAL - RESIDENTIAL & COMMERCIAL MOVING

* QUICK LEAD TIMES

We pay agents full 6% « EASY ONLINE BOOKING

commiissions and relist with
you after flip. Minimum 5K
commiissions on all referrals

* RELIABLE NEXT DAY TURN AROUND

PHOTOGRAPHY, FLOOR PLANS, VIDEOGRAPHY,

AKING MOVES PA 3D TOURS, AERIALS, WEBSITES
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Request Your HOME BUYERS =
!
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firstchoicehomebuyers.com [ 2040 Good Hope Rd. Enola

BOOK TODAY!

MARK & KAREN ACKLEY,

717.448.2838 |
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REAL PRODUERS EVENT

>

Melannie Caputo of White Rose Settlements kicked off our
2nd Annual Real Producers Awards Event—without question,
our best yet! Surrounded by many of the top professionals

in our market, the night blended celebration, education, and
connection in true Real Producers fashion.

The program opened with a fireside chat featuring Cindy
Ariosa, Chairwoman of Bright MLS, who shared valuable
insight into how artificial intelligence is transforming real
estate and what agents can expect moving forward.

We also hosted a powerful investor panel sponsored by The
1031 Corporation. Panelists Matthew Koch, Anthony Lynam,
and Margo McDonnell, CEO of 1031 Corp., delivered practical
strategies for building long-term wealth through real estate
investing, giving attendees actionable ideas to take back to
their businesses.

The evening’s biggest highlights were the awards presentations.
Kettybel Velazquez-Diaz was named the 2025 Agent on Fire of
the Year, and Chelsey Botley received the honor of 2025 Cover

Agent of the Year.

We also recognized our 2025 MVP (Most Valuable Partner),
Jared Fetrow, owner of U-Relax Moving, with a signed Real

18 - April 2026

Producers football in appreciation of his outstanding support
throughout the year.

Nights like this remind us that when we celebrate each other
and continue learning together, we elevate not only our
businesses but also the communities we serve. We’re already
looking forward to making 2026 even stronger.
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PARTNER SPOTLIGHT
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Terri Ortwein didn’t retire
so she could slow down. She
retired so she could finally
build something of her own.

“Iretired in 2016 after a
30-year career at The Hotel
Hershey,” she says. “I was

so bored and missed the
hospitality business so much
thatI decided I needed to do
something about it.”

That “something” became
Café Haj Paj—first as a
catering company, then as
a food truck, and now as a
café on West Main Street
in Annville. The format has
expanded, but the mission
hasn’t: Ortwein believes
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hospitality is personal, and
that food—done well—
creates community you can
actually feel.

“My heart and soul’s in the
kitchen,” she says. “Every
dish I prepare has love go
into it.”

Ortwein is also quick to
emphasize that Café Haj
Paj’s success is powered by
a talented professional team
who bring that hospitality to
life every day.

From the warm customer
interactions led by Korvyn
Krause-Rogers to the kitchen
expertise of Chef Dixie

From Hotel Hershey
to Main Street:

Terri Ortwein’s
Hospitality-First Cafe

Santana, she says her “dream
team” makes the café’s
impeccable service possible.

“They are who make this
work,” Ortwein says. “I
couldn’t do it without them.”

A Mount Gretna Kid with a
Hotel Hershey Education
Ortwein grew up in Mount
Gretna, and after high school,
she landed a job at Hotel
Hershey. That job turned into
a three-decade education in
service and standards.

Though her career included
serving, bartending, and
management, Ortwein says
that the kitchen always

pulled her in. “I was

always that person... in

the kitchen,” she says. “I'm
really friends with the chefs,
and they would teach me
their secrets.”

Those relationships shaped
how she runs Haj Paj today:
strong systems, consistent
execution, and a human-first
approach that’s less scripted
and more intuitive.

“I had the pleasure of
meeting thousands and
thousands of different people
from all over the world, and
I've been blessed to be able
to read people.”

That ability—reading

the moment, adjusting,
anticipating what someone
needs—shows up in
everything from a quick
breakfast rush to a wedding
catering timeline.

“I enjoy feeding people
and helping celebrate,” she
says. “Food brings people
together. It brings joy to
people, comfort.”

Three Businesses, One
Community Hub

Café Haj Paj grew the way
many good businesses
grow: by listening, then
expanding in the direction
of real demand.

“Originally it was just a
catering company,” Ortwein
says. “And I got a bit excited
about the possibility of a
food truck.”

For years, the catering and
food truck ran side by side,
building a loyal following.
Eventually, she started
looking for a permanent
home that could support prep
space, storage, and a steady
customer flow. Then the right
café became available.

“I fell in love with the
property,” she says. “On
the practical side, it fit my
catering needs.” On the
personal side, it offered

Ortwein a daily relationship
with regulars.

“I love meeting our guests
every day, and chatting,” she
says. “It’s our community.”

That community element has
helped the business scale.

“It was very unexpected,”
Ortwein says. “It’s let us grow
by 50% over the last year,
and it’s been beautiful.”

In a town with traffic from
Lebanon Valley College and
families visiting students,
Haj Paj’s location supports
what Ortwein does best:
welcoming a mix of locals
and out-of-towners like
they’re all regulars—and
sending them out full.

What'’s on the Table—and
How REALTORS® Can

Use It

Haj Paj’s menu is built for
comfort and variety, with
bold flavors and from-scratch
energy. Regulars rave about
pulled pork, and the café has
turned “fries” into a signature
category—especially the
Double Piggy Fries layered
with pulled pork, bacon,
cheddar, BBQ sauce, green
onions, and jalapefios.

Breakfast runs deep, from
a fresh fruit plate and
baked oatmeal to the Haj
Paj Breakfast Burrito and
the “Hangover” (biscuits
and gravy, eggs, bacon, and
potatoes). There’s also a
brunch standout: a breakfast
burger made with a beef
patty, fried egg, bacon,
cheddar, and maple syrup
on waffles.

Lunch keeps the same
range: Reuben or Rachel
sandwiches on grilled
marble rye, smash burgers
(including a “Cowpoke”

topped with pulled pork),
salads, and vegan-friendly
options like a vegan burger
on a gluten-free bun and a
vegan breakfast scramble.

Behind the scenes,

Ortwein brings hotel-

level standards. But what
makes Haj Paj especially
useful to REALTORS® is
the flexibility across three
service models—café, food
truck, and catering—with a
willingness to personalize.

Her team is known for honor-
ing special requests, adapting
dishes for dietary needs, and
building custom menus.

For agents, that translates
into easy wins: office
lunches that feel elevated,
broker opens with food
people actually remember,
client appreciation events
that don’t look cookie-cutter,

and housewarming parties
after closing.

With drop-off catering, full-
service options, and even the
ability to reserve the food
truck for private gatherings,
Haj Paj can match the tone of
the event without making it
complicated.

At the core of it all is a simple
reason she keeps showing up.

“I love what I do,” Ortwein
says. “We’re all about striving
to be the best—excellent
service and excellent food.”

And when she describes what
she wants Café Haj Paj to feel

like, she keeps it plainspoken

and true.

“Our happy place is humble,
inviting and cozy. That is
our community.”
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HOME PREPARATION SERVICES

Value-added services to prepare homes for sale.
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Reduce stress for your clients
Quickly get homes market-ready
Pay-at-close with Notable
Design & color support

Schedule A Free Consultation!

You help them buy it.
We help them protect it.

Dan Collison

STATE FARM® INSURANCE AGENT
CoveringPA.com

Scan here for a quick,
personalized quote.
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= With value from America's
:s #1 home insurer! Know before
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today!
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SHERRI JOHNSON

SPEAKING + COACHING CONSULTING

Most teams don't stall because of a lack of talent. They plateau
because they're being run like a group of agents instead of a
true business.

If you're a top-producing agent or team leader, you already
know how to sell real estate. The real question is this: Can your
operation grow without everything running through you? That's
the difference between a strong team and a brokerage-level
organization — and often the gap between $IM—$1.5M in GCI and
breaking through to $3M+.

Stop Building a Team. Start Building a Company.

Teams hit ceilings when the leader becomes the system. Every
decision flows to you. Every problem lands on your desk.
Growth feels exciting — but exhausting. Brokerage-style
businesses are designed to operate without the leader being
everywhere at once. That requires clear structure, defined
leadership roles, written standards, and accountability built on
systems — not personality. Freedom isn’t created by flexibility;
it's created by structure.

Infrastructure Comes Before Income

One of the most expensive mistakes high producers make is
scaling revenue faster than operations. At lower GCl levels,
hustle covers inefficiencies. At $2M—-$3M, those gaps become
profit leaks, turnover, and burnout. Brokerage-minded leaders
build infrastructure ahead of growth: operational leadership

SHERRI JOHNSON
COACHING

Kimberly Crumley

How to Run Your Team Like a Brokerage:
The Blueprint to $3Min GCI

separate from sales leadership, documented processes for
recruiting and client experience, and financial visibility that tracks
profit per role — not just volume. Volume is impressive. Profitability
is leadership.

Roles Over Relationships

High-performing organizations hire into roles, not just
relationships. Accountability becomes role-based, and
performance conversations are expected. Clear expectations
reduce drama and strengthen culture because everyone knows
what winning looks like.

The Leader’s Job Changes at $3M

At brokerage scale, your role shifts from selling homes to building
leaders. You stop being the best problem solver in the room and
start designing decision-making frameworks, developing
leadership, and holding standards consistently. The real question
isn't whether you can build a $3M GCI business. It's this: Are you
building something that depends on you — or something designed
to outgrow you?

Ready to See What This Looks Like in Your
Business?

If this resonates, scan the QR code below to book a
private strategy call and map out the next level of
growth in your business.

Scan the QR code to start the conversation.

ipeline™ \
Erle Morring




TOP AGENT

A former police officer from Boiling Springs,
Dan brings a cop’s calm, a wrestler’s edge,
and a relentless lead-conversion machine into a
bold new partnership aimed at reshaping how
Lancaster County does business.

PHOTOS BY NEXT DOOR PHOTOS | MIRIAM SMITH

The first thing you notice about Dan
is the directness. He talks with the
cadence of law enforcement—plain
terms, quick conclusions, no wasted
motion. He’s personable, funny, and
fully comfortable being the guy with
a strong opinion in the room.
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“People either love me, or they hate
me,” Dan says. “I've always been one of
those people.”

That’s not posturing. It’s a working
reality he leans into, doing his part to
build a real estate operation that runs
on intensity, systems, and standards—
his standards.

WILLIAMS

ooEmE

Dan is from Boiling Springs,
Pennsylvania, and his path into real
estate begins with a career that ends
abruptly. “I was a police officer for a
while, and I got hurt, and I transitioned
into real estate in 2012,” he says.

He doesn’t romanticize the pivot. He
treats it like what it was: a necessary
move after an incident that left him with
long-term damage. “I have three cadaver
discs in my neck,” he says. “That’s what
kind of ended my career.”

From the Thin Blue Line to the
Transaction Line

Dan’s background is complicated, but

he focuses on what it taught him. The
motivation to step into law enforcement,

L—l—'—q(m

he says, came from wanting to live in
opposition to what he saw growing up.

“Being everything that my dad wasn’t,”
Dan says. “I just saw that life and went
the opposite.”

The mindset that shaped him in policing
now shapes how he negotiates, trains,
and leads. “All people face the same
pressures,” he says. “It comes down to
choosing to do the right thing.”

He explains his process like a seasoned
officer and a seasoned negotiator at the
same time: get someone to see the next
steps clearly and let them arrive at the
conclusion themselves.

“You’re honest about the situation,” he
says. “When people see the facts, the
right decision becomes clear.”

In real estate, that becomes a steady
hand in tense inspections, tough price
conversations, and high-emotion
moments. The goal isn’t to overpower
anyone. It’s to help people make a
decision they can live with.

Internet Leads, a Wrestler’s
Standard, and a Big Swing

Dan builds his business with what he
calls a “winning formula,” and he’s
unapologetic about the scale.

“We spend a lot each month on leads,”
he says. “And we convert a high rate of
that, otherwise we wouldn’t be doing it.”

To him, lead spend is all about math,
staffing, training, and execution. The
bigger differentiator isn’t the leads

themselves. It’s what he does with people.

Dan has either been a partner or run a
team the entire time he’s been licensed.
His best lane, he says, is developing
agents into producers and keeping them
there. He’s proud of the outcomes—

not in a chest-thumping way, but in a
scoreboard way.

“It’s not about the money,” Dan says.
“People think it’s about the money for
me—it’s about winning.”

But the part that actually sticks with
him is more personal. When he sees
someone move from scraping by to

providing stability for their family,

he lights up. That drive traces back to
wrestling. Dan still quotes a coach from
his tenth-grade season like it’s written
on the wall.

“You either set the standard, or you’ll be
judged by someone else’s,” he says.

That word—standard—Xkeeps surfacing
as he describes what’s next.

A Partnership Built for Scale

The biggest shift in Dan’s current
chapter is a partnership with respected
developer and industry veteran Mark
Will. It’s a collaboration that brings
together two very different skill sets
under one roof.

Dan speaks about Mark with a level of
respect that’s unmistakable.

“I've always looked at Mark in awe of
what he’s built,” Dan says.

In Lancaster County real estate, Mark
represents what Dan calls “Lancaster’s
Best of the Best” of the business: a
builder and developer who built
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a reputation through decades of
relationships, projects, and steady
growth. Mark has long been a force in
the new construction space, developing
communities and assembling teams
capable of handling large-scale projects.

Where Dan brings aggressive online
lead generation and conversion
systems, Mark brings deep development
knowledge and a refined new-
construction process that has been
proven over years in the field.

Together, the two have built a team of
17 agents.

“We both play hard in our different
sandboxes,” Dan says.

Mark focuses on development and
new construction. Dan focuses on team
building, lead flow, and marketing
systems. The collaboration blends
experience with innovation.

“Mark’s world is new construction—
bringing agents in and selling homes
through those channels,” Dan says. “I'm
learning their process.”

Dan’s approach introduces a different
dimension to that model. By leveraging
platforms like Zillow and Realtor.com
and building strong conversion systems,
the team is creating new opportunities
to control both sides of transactions and
generate additional momentum around
new developments.

“We’re learning a different way of doing
real estate together,” he says.

The partnership also extends to Mark’s
family. His sons, Austin and Christian,
are both REALTORS® and active
members of the team.

“Mark and I sat with his sons and our
wives first to discuss our new vision,”
Dan says. “We got their approval before
moving forward.”

For Dan, earning their trust mattered.

“They’ve really entrusted me,” he says.
“Our professional relationships have
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grown into something closer. I look at
them with close ties.”

The long-term vision is clear. Dan and
Mark are building the operation for
today—but also preparing the next
generation to carry it forward.

Raising the Standard
Dan is candid about the ambition
behind the partnership.

“We’re aiming for 600 transactions,”
he says.

In Lancaster County, that’s a number
that gets people’s attention.

Some doubt it. Dan understands that.

“People think that’s not going to
happen,” he says. “And I tell them,

I'm either going to have a stroke, I'm
going to die, or 'm going to hit 600
transactions. One of those three things is
going to happen.”

He laughs when he says it, but the
intensity behind the statement is real.

The partnership between Dan and
Mark represents something unusual
in the local industry: a merging of
two strong personalities, two business
philosophies, and two generations of
real estate thinking.

WE'RE LEARNING A

DIFFERENT WAY OF

DOING REAL ESTATE
TOGETHER.

’»

“Mark is a titan from the legacy era

of real estate,” Dan says. “I'd prefer

that approach, but we’re navigating
a different world now.”

Few people expected those worlds
to collide.

“Nobody believed these two
big personalities would come
together,” Dan says.

But for Dan, the logic is simple.
Each of them operates at their best
in different arenas—and together,
the ceiling rises.

“We’re coming to set the
standard,” he says. “We don’t
want to be judged by anyone

else’s expectations—we want to be
judged by what we build.”

THE NEIGHBOR NOW™ PROGRAM
ASK US HOW TO GET UP T0 $20K TOWARDS DOWN PAYMENT & CLOSING COSTS!
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Statewide Success.
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Bilingual Title Agent

WITH LASTING CRAFTSMANSHIP

Over 30 years of experience
13 offices in Central PA
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¢ REOD Services
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063
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YOUR NEXT
SMOOTH

SETTLEMENT
STARTS HERE!

.
WE PROVIDE MORE -
THAN SETTLEMENTS, Q

We Elevate Reputations.

Your clients trust you. Every settlement reflects that confidence. At White Rose, we deliver clear communication,
trusted expertise, and seamless service — so you shine at the settlement table.

A TRUSTED NAME IN TITLE AND SETTLEMENT SINCE 1996.
"'°"5 Shonna S. Cardello Melanie Caputo

PRESIDENT DIRECTOR OF MARKETING
717.846.8882 | WRSettlements.com | 1441 East Market St. York, PA, 17403

Real Estate Settlements and Title Management | Serving Pennsylvania and Maryland | Secure Online Portal

Remote Online Signing and Notarization | Residential and Commercial Title Services




