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OH, WHAT A NIGHT!OH, WHAT A NIGHT!

REAL PRODUERS EVENT

“It’s truly an honor to be recognized in a 
room full of my peers, but I don’t believe 
this story was chosen because of me or 
my career. I think it resonated because 
everyone in that room has, at some 
point, struggled to balance family and 
career. Real Producers took a refreshing 
approach by honoring not just my 
industry milestones, but my real life and 
the people who make it meaningful.” 

Chelsey Botley,  
2025 Cover Agent of the Year

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 

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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From Hotel Hershey 
to Main Street: 
Terri Ortwein’s 

Hospitality-First Café

CAFÉ HAJ PAJCAFÉ HAJ PAJ
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PARTNER SPOTLIGHT 

Terri Ortwein didn’t retire 
so she could slow down. She 
retired so she could finally 
build something of her own.

“I retired in 2016 after a 
30-year career at The Hotel 
Hershey,” she says. “I was 
so bored and missed the 
hospitality business so much 
that I 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 

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 

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 jalapeños.

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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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 $1M–$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 GCI 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 

How to Run Your Team Like a Brokerage:
The Blueprint to $3M in 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.

Scan here for a quick,
personalized quote.

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

AUTO | HOME | CONDO | BUSINESS 
BOAT | MOTORCYCLE | LIFE | HEALTH | PET & MORE

Outstanding coverage packed
with value from America's
#1 home insurer!

(717) 249-1582

Dan Collison
STATE FARM® INSURANCE AGENT 

CoveringPA.com

ALPHA EYES,
Alpha Assurance.

Kevin 
and
Linda 
Kenny

Know before
you close.
Book your
inspection
today!
717.914.1600 | alphainspection.net
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KELLER 
WILLIAMS 

ELITE

DAN PARSON

PHOTOS BY NEXT DOOR PHOTOS | MIRIAM SMITH

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.

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—keeps 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 

“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.

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, 

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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Your Best First
Impression Starts Here.

MAKE YOUR BRAND 
AS POLISHED AS 
YOUR LISTINGS.

Headshots
Branding

Events

S t a r t  N o w  a n d  S t a n d  O u t  |  717.795.0563 | ContePhoto.com

P H OTO G R A P H Y

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 

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 I’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.

“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.”

WE’RE LEARNING A 

DIFFERENT WAY OF 

DOING REAL ESTATE 

TOGETHER.
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Pavilions

Pergolas

Porches

Horse Barns

Timber-frame
Buildings & Homes

And much more…
GET YOUR FREE
QUOTE TODAY!

717.789.4728  |  Crickside.com
556 IRON B RIDGE ROAD

WITH LASTING CRAFTSMANSHIP

Over 30 years of experience
13 offices in Central PA

717.901.8342
GuardianClosings.com

Liz.Rivera@RealogyTitle.com

Local Know-How.
Statewide Success.

You Deserve a Closing That Feels Easy.

Liz Rivera
Bilingual Title Agent

• Residential
• Commercial
• REO Services
• Virtual Close
   Platform

SWEITZERHVACPLUMBING.COM

24/7 Professional
Plumbing &
HVAC Services

Our Services:

Our Service Locations:

24/7 Emergency Service     Maintenance & Repairs
Replacement & Installation      Leak Detection & Drain Cleaning

717.501.1398

York County     Adams County     Lancaster County

They’� R��b�.
Add flavor and hospitality to 
your open houses and events.

C A F É  • F O O D  T R U C K  • C A T E R I N G

Check out our menu 
& catering options!

717-868-2442
cafehajpaj.com
         CafeHajPaj

VISIT US AT OUR CAFÉ, LOCATED AT
35 W MAIN ST, ANNVILLE, PA

Serve Up Something

Terri
Ortwein
Owner



9151 Currency St.
Irving, TX 75063

YOUR NEXT
SMOOTH

SETTLEMENT
STARTS HERE!

Shonna S. Cardello
PRESIDENT

Melanie Caputo
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

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.

We Elevate Reputations.
A TRUSTED NAME IN TITLE AND SETTLEMENT SINCE 1996.

WE PROVIDE MORE
THAN SETTLEMENTS,


