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SHERRI JOHNSON

Make $100K in the Next 90 Days

By Sherri Johnson

Top producers don't need more motivation—they need sharper focus.

The redlity is that most agents are capable of generating an additional $100,000 in the
next 90 days, but only if they execute the right activities consistently.

Success isn't about doing more. It's about doing the right things with greater intention,
visibility, and consistency.

What Top Producers Are Doing Right Now
Turning Their Database Into a Media Company

The highest-performing agents are no longer relying on simple follow-up.
They are staying top of mind by consistently delivering value through:

Short-form video

Market insights and updates
Client success stories
Community-focused content
Google reviews and testimonials
Al-searchable online presence

Why It Matters

Today's consumers often research agents online before ever
reaching out.

Your digital footprint has become part of your listing
presentation, credibility, and brand. The agents who win
more listings and attract more business are the ones who
are visible, relevant, and consistently showing up where
consumers are looking.

The Opportunity
If you want to earn an additional $100,000 in the next 90
days, focus on the activities that create visibility, strengthen

relationships, and position you as the trusted expert in your
market.

SUSQUEHANNA
VALLEY

SUSQUEHANNA VALLEY
REAL ESTATE PHOTOGRAPHY
AND MORE

Publish listings faster with Next Door Photos

SOAUTH CHNTRAL B4
* QUICK LEAD TIMES

* EASY ONLINE BOOKING
* RELIABLE NEXT DAY TURN AROUND

PREFERRED

PHOTOGRAPHY, FLOOR PLANS, VIDEOGRAPHY,

3D TOURS, AERIALS, WEBSITES

BOOK TODAY!

MARK & KAREN ACKLEY,

Scan the QR code for
a Free Strategy Call 717.448.2838 |

Execution on the right levers creates growth.




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!

1031 EXCHANGE SOLUTIONS
1031 CORP.

Emily McDonnell

(610) 792-4880
www.1031corp.com

ATTORNEY/LEGAL SERVICES
Dethlefs Pykosh & Murphy
Darrell Dethlefs

(717) 975-9446
www.dplglaw.com

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

COACHING

Sherri Johnson Speaking/
Coaching/Consulting
Sherri Johnson

(844) 989-2600
www.sherrijohnson.com/

DESIGN/BUILD/REMODELING
Montgomery Design Build Inc.
John Evans

(717) 471-2081
www.montgomery
designbuild.com/

FLOORING

Couch Potato Carpet & Flooring
(717) 566-7679
couchpotatocarpet.com

Floor Coverings International
(717) 820-9444
floorcoveringsinternational.com

HOME INSPECTION

Adler Home Inspections LLC
Dave Heintzelman

(717) 480-3357
www.adlerhi.com
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ALPHA Home Inspection
Kevin Kenny

(717) 574-2133
alphainspection.net

Nighthawk Inspections
Robert Matlock

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

HOME PREPARATION
SERVICES

HOMEstretch - Southern PA
(717) 696-0033
www.home-stretch.com/

HOME WARRANTY

First American Home Warranty
Cheryl Rost

(717) 495-6522

INSURANCE AGENT

Good Apple Insurance

Enza Baiarunas

(717) 814-5084
www.goodappleinsurance.com

State Farm Dan Collison
Dan Collison

(717) 249-1582
coveringpa.com

LANDSCAPING / LAWN
King’s Precision Cuts
and Landscaping LLC
Shawn King

(717) 880-4723

MORTGAGE BROKER
Francois Houde Loan Officer
Francois Houde

(717) 592-8359
quickloansforyou.com

MarvelLoans LLC
Melissa McCullough
(717) 860-0505
marveloans.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

(717) 579-8270
timdixon.ovmfinancial.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

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

REAL ESTATE/INVESTING
First Choice Home Buyers
Anthony Lynam

(717) 926-3143
firstchoicehomebuyers.com

ROOFING

First Choice Roofing
Eric Hiester

(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

Local Know-How.

Statewide Success.

You Deserve a Closing That Feels Easy.

g Lvepo

Bilingual Title Agent

Over 30 years of experience
13 offices in Central PA

¢ Residential
e Commercial
e REO Services

e llirtual Close
Platform

GUARDIAN
TRANSFER

717.901.8342
GuardianClosings.com
Liz.Rivera@RealogyTitle.com

Roofing That
Won't Hold Up
Your Closing

150

ROOF
CERTIFICATIONS

with quick turnaround times!

FIRST CHOICE
ROOFING

ROOFING | SIDING | GUTTERS

Make roofing the easiest part
of your transaction!

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

License # PA132149 | Discounts for Veterans & First Responders

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

South Central PA Real Producers - 5



Meet

The
Team

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 HOMEOWNERS

- 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

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

Andrew Morcos oy p—

Kaycee Hill Mark and Karen Ackley Nathan Nieri Kara Clouser of Conte VP of Business Development
Ad Strategist Photography Team Lead Event Photographer/ Photography y & Branch Manager | NMLS #144027
Next Door Photos - Videographer Photographer amorcos.fahmloans.com
Susquehanna Valley
o [w] Apply now — start your

home journey with confidence! FirStAlliance

' ii"l:“ ' Connect with me today! NMLS# 5034 HOME MORTGAGE
ﬂﬂ- g Office: 717-755-4400 Ext. 1102 | Cell: 201-519-9712
H a] 2805 Eastern Blvd, York, PA 17402 | NMLs #144021

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

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the

“FLOORS DON'T GET A
SECOND CHANCE TO MAKE A:

 Finst Jmpnession.

Professional carpet and '
floor cleaning that

helps homes look their

best before buyers walk
through the door.

statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

o Pre-listing paint services.

e Interior and exterior work.
e Reliable timelines.

¢ Quality, professional results.

« Carpet & Hard Surface e
' — ed 32 0 Floor Cleaning el
Work with a partner that helps your listings stand out. CATERI ¢ Bt Odor & Stain Renfoval Bras

« Listing Refreshes

But don’t just take our Csif'g”q({,”-fe FINISHES .. : w! COUCH POTATO

word for it. Take theirs. ‘ PAINTING CARPET & FLOORING %
' 717 566 7679

& RESTORATION CouchPotatoCarpet.com

: . L O
) signatureFinishesLLC2015 o 717.424.0847  MOHAWK -
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STOCK

YOURPESTFREESUMMER

EARLY SUMMER TREATMENTS HELP STOP INFESTATIONS

PREVENT MOSQUITOES, TICKS, WASPS, HORNETS, SPIDERS & MORE
FAST RESPONSE WHEN PESTS APPEAR

RELIABLE, LOCAL PEST CONTROL YOU CAN TRUST
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August often brings a brief pause.

Not a slowdown, exactly. Just a moment where people finally
look up.

The spring rush has passed. Summer vacations are winding
down. Clients who spent months making decisions now have
the space to reflect on whether those decisions moved them
closer to the life they wanted.

The same is true for business.

The strongest agents use this season to evaluate what is
working and what needs attention. They take stock of
relationships, systems, habits, and goals. They understand
that growth isn’t just about adding more. Sometimes it’s about
refining what already exists.

In South Central Pennsylvania, the professionals who build

lasting businesses are rarely the ones chasing every opportunity.

They’re the ones who stay focused on the right opportunities.
They invest in relationships, follow through on commitments,
and consistently deliver value long after the closing table.

The agents featured in this issue understand that success is
built in seasons. They know when to push forward, when to
adjust course, and when to take a moment to appreciate how
far they’ve come.

August reminds us that progress isn’t measured only by
activity. It’s measured by intentionality.

And that’s what turns a good year
into a great one.

With gratitude,

Coach Fino
Publisher
South Central PA Real Producers

Turn CE Into a Competitive Advantage

The best agents don’t wait until the deadline to complete
continuing education. They use it to sharpen skills,
strengthen their business, and stay ahead of the market.

Real Producers of South Central PA has partnered with
The CE Shop to offer discounted continuing education
courses for our community.

Scan the QR code to explore
available courses and start earning
credits today.

CORRECTION

In the June issue of South Central PA
Real Producers, the photographer credit
accompanying the cover feature on
Sherry Lease, including both the cover
image and the photos featured inside
the article, was listed incorrectly. The
correct photo credit is Shannon Ergott
of Next Door Photos.

We regret the error and appreciate
the opportunity to recognize Shannon
Ergott for her work.

'. |"I =
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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

i CUREL ANMOUINGCO Mﬂd uRELAXMGVfNG‘CO COM ESTAR REVIEws
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RISING STAR

In October 2024, Abbie Evans took a huge leap of faith from working in state government into
real estate. Less than two years later, she’s built a thriving business grounded in organization,
compassion, and a commitment to putting people before transactions. Having closed over 30

transactions for $8,000,000 in her first year, she’s on pace to double that this year.

Abbie

The EXChange
Real Estate

Betting on
Herself

PHOTO BY NEXT DOOR
PHOTOS | MIRIAM SMITH

A Lebanon County native now
serving clients throughout
South-Central Pennsylvania

and Northern Maryland, Abbie
Evans didn’t follow a traditional
path into real estate. After
spending more than a decade
with the Pennsylvania Supreme
Court, the highest court in the
Commonwealth, she traded
security for flexibility, purpose,
and the opportunity to make a
meaningful difference in people’s
lives. Today, Abbie is building a
business that reflects exactly who
she is: hardworking, caring, and
refreshingly authentic.

Tell us a little about where you
grew up.

I grew up in the very small town
of Annville and graduated from
Annville-Cleona High School in

2001, where I played field hockey
and was a cheerleader. I lived
with my dad and stepmom and
have four siblings. Two of them
actually teach in the Annville-
Cleona School District, so it’s
kind of neat that, as adults, they
are part of the community that
shaped us.

What did you do before

real estate?

I worked in state government
for 16 years. Most recently, I
worked in the Supreme Court
Executive Administrators
Office in Harrisburg. I was an
Administrative Coordinator,
handling various types of
business for the justices of the
Court and their staff. Itis a
completely different world from
real estate.

People say, “Wow, that must

have been interesting!”, and it
was. But eventually, I realized I
wasn’t fulfilled. I knew I had more
to offer and wanted to make a
difference in the lives of others. I
was confined to an office Monday-
Friday and had a one-hour
commute on I-83 every day, both
of which I thoroughly disliked.

What led you to make the leap?
My husband, John, had a lot to
do with it. He’s a retired state
trooper, and we got married in
2024. It was shortly before that
when I started asking myself
whether I wanted to spend the
next 15 or 20 years doing the
same thing — the answer was no.

I wanted more flexibility to spend
more time together doing things

South Central PA Real Producers - 11
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Challenge has been
16:11*ning how to
do that without
carrying every
burden myself.”
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we enjoy, because that’s what
matters most to me. Leaving a
stable paycheck was terrifying,
and it was absolutely a leap of
faith, but I have zero regrets.

Have skills from your previous
career helped you succeed in
real estate?

Absolutely.

Being an administrative assistant
taught me how to stay organized,
communicate well, pay attention
to details, and follow through.

It seems so simple, but people
really appreciate it when you call
them back.

My previous career revolved
around making sure someone
else’s world stayed organized,
and now I get to use those same
skills to guide my clients through
one of the higgest decisions they’ll
ever make.

What has surprised you most
about real estate?
How emotional it is.

I truly care about my clients
and what they’re going through.
The biggest challenge has been
learning how to do that without
carrying every burden myself.

I'm helping people through
stressful situations, major life
transitions, and unexpected
problems. I never want to become
cold or disconnected, because
that’s not who I am. But I'm
learning that balance.

What do you enjoy most about
helping clients?
The relationships.

There is nothing more rewarding
than helping someone buy their
first home, sell a family property,
relocate, or work toward future
homeownership. I genuinely feel
blessed to be a part of every cli-

ent’s journey - and it’s even sweet-
er when they become friends!

Tell us about life outside of

real estate.

Honestly, 'm a homebody. I spend
so much time on the road, so
being home is my favorite place to
be. We recently adopted another
dog, Poppy, so we’re enjoying
getting to know her. We love
going to Phillies games, taking
trips to the beach, and spending
time with our family & friends.

Family seems especially
important to you. Why?

It’s everything. Everyone says it
takes a village to raise kids, and I
say it takes a village to raise a real
estate agent! I can’t do it without
the support of my loved ones. My
parents divorced and remarried
when I was really young, so I
have a large extended family. I
wouldn’t change any of it. They all
mean a lot to me and have helped
shape who I am today.

We also love spending time
with John’s two grandboys
who recently moved back to
Pennsylvania. With school out
for the summer, we have them
every week on Tuesdays, which
is really fun. That’s one of the
greatest blessings real estate
has given me: the ability to
prioritize what matters most. I
truly feel like I'm finally living
life to the fullest.

Looking ahead, what excites you
most about the future?

When I started this journey in
real estate, I was honestly just
hoping it would work out.

Now, I'm realizing I get to dream
a little bigger. I'm excited to
continue growing, refining my
business, and doing it all while
staying true to myself. I don’t
know exactly what the next five
years look like, but I do know
I’'m exactly where I'm supposed
to be.

Your Buyers Deserve Better
Than Bank Financing

Work with a lender who protects your deals — and your reputation.

| help REALTORS® grow by making their financing the strongest part of every
offer. With deep lending access and advanced deal structuring, | deliver:
Faster approvals ¢ Stronger offers « Fewer surprises « Smoother closings

Francois Houde

Divisional Vice President
fhoude@phfmc.com

o
NMLS #1702311

INCORPORATED (717) 592-8359

NMLS# 2591313 @ LoansIncorporated.com

Philadelphia Fidelity Mortgage Company DBA Loans Incorporated. NMLS# #2591313 For information purposes only. This is not a commitment to lend or extend credit. Information and/or
dates are subject to change without notice. All loans are subject to credit approval. Philadelphia Fidelity Mortgage Company DBA Loans Incorporated arranges loans with third-party
providers; does not make any mortgage loan commitments or fund and mortgage loans.
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“If you can make it through
the toughest time of your
life, then you can do
anything, “ Ajay Patel says.
It is advice he received early
in his real estate career,

but it could just as easily
summarize the journey

that brought him here.

For nearly two decades, Patel
has been a familiar face in
Central Pennsylvania real
estate, earning a reputation
built less on sales figures

and more on consistency,
credibility, and genuine care
for the people he serves.
Today, as part of Coldwell
Banker Realty, he continues
to balance residential and
commercial expertise while
leaning heavily on the
relationships and referrals he
has cultivated over the years.

A Journey

Across Continents

Patel’s story began in Mom-
basa, Kenya, before his family

relocated to London, where
he spent his formative years.
There, he met his wife, start-
ed a family, and launched
what would become a 25-
year career in accounting.

He did not follow a traditional
path. Rather than attending
college, Patel entered
accounting through an
apprenticeship and quickly
discovered a talent for the
discipline. He spent a decade
working for a CPA firm in
London before moving to
the United States in 1997,
where he joined a publicly
traded hospitality company
and continued building

his career in finance.

Growing up in a household
where his parents

worked factory jobs
shaped his outlook on
work and responsibility.

“We grew up very poor,”
Patel says. “Life is given

once, and you shouldn’t
take it for granted.”

Those experiences also
influenced how he raised
his own family. Though he
and his siblings entered
the workforce early to help
support their parents, they
encouraged the next gener-
ation to pursue educational
opportunities their parents
had hoped for them.

Betting on Himself

Built on Grit,
Guided by
Gratitude

PHOTOS BY NEXT DOOR
PHOTOS | MIRIAM SMITH

From London
accounting offices to
Central Pennsylvania
real estate, Ajay
Patel has built a
career defined

by resilience,
relationships,

and a refusal to

let circumstances
dictate the outcome.

Patel earned his license

in February 2007, just as
uncertainty surrounding

the housing market
intensified. The warnings
came immediately. Recession
loomed. The market was
shifting. Friends and
colleagues questioned
whether he had made a
terrible mistake leaving the
security of a steady paycheck.

At home, the pressure
weighed heavily.

After decades in accounting,

Patel realized he had
reached a ceiling.

“There was only a certain
amount of salary you could
earn,” he says. “I knew

I couldn’t go higher.”

Encouraged by someone
who recognized his natural
people skills, he decided

to pursue real estate. The
timing, however, could
hardly have been worse.

He remembers sitting with
his wife, wondering if he
had jeopardized everything.
Before making any rash
decisions, she encouraged
him to speak with his broker.

That conversation
changed everything.

His mentor acknowledged
the challenges ahead but
offered perspective that
Patel still carries today:

South Central PA Real Producers - 15



survive the difficult seasons,
and everything afterward
becomes manageable.

Focus on small wins. One
transaction at a time.

Patel embraced the
advice wholeheartedly.

He volunteered for every
phone duty opportunity
available, treating each
call as a chance to build his
business. Within days, he
landed his first significant
client. By the end of his
first year in real estate, he
had earned six figures.

Relationships Over
Transactions

Nearly 20 years later, Patel’s
business philosophy remains
remarkably straightforward.

Real estate, in his view, is
fundamentally about people.

He has launched companies,
navigated residential and

commercial markets, and

16 - August 2026

adapted through changing

market conditions. He opened

Hershey Real Estate Group
and expanded to multiple
offices before eventually
returning to Coldwell Banker
Realty, recognizing that

his greatest strengths lay

in serving clients directly
rather than managing

large organizations.

“I think I'm very good
in sales,” Patel says. “I
didn’t want to manage a
company and manage
new agents. I wanted to
do what I enjoy doing.”

Today, referrals drive much
of his business—a testament
to the trust he has built
throughout the community.

He also understands that

success rarely happens alone.

Patel is quick to recognize
Carly Zimmerman, who
plays a vital role behind
the scenes.

“You can’t do things all
by yourself,” he says.
“She’s like my lifeline on
the back-end side.”

The partnership allows
Patel to focus on what

he enjoys most: advising
clients, negotiating deals,
and maintaining the
personal connections that
have sustained his career.

Rooted in Community,
Looking Ahead

Though London will always
hold a special place in his
heart, Central Pennsylvania
has become home.

His children have built
successful careers nearby,
and the relationships Patel
has established over decades
make it difficult to imagine
starting over elsewhere.

“Ilive on referrals more
than anything now because
of the reputation,” he says.

He remains actively involved
in the community through
organizations including
Rotary and local charitable
efforts, viewing service as

an extension of both his

business and personal values.

As for the future of real
estate, Patel sees technology

reshaping the industry.
While he appreciates
innovation, he believes
experience, common sense,
and human judgment

will remain essential.

Markets evolve. Tools change.

Relationships endure.

For younger agents
entering the profession,
Patel’s message is one

of encouragement. He
often tells them that real
estate has been the most

rewarding career of his life.

“If I could go back and
start at 18, I would have
become a Realtor sooner,”
he says. “I enjoy this job.”

After a journey spanning
continents, industries,

and economic cycles,
Patel’s greatest lesson may
be the simplest: success

is rarely about having the
perfect plan. It comes from
showing up, working hard,
adapting when necessary,
and never losing sight of
why the work matters.

“This is the best field I've
ever worked in,” Patel
says. “If you enjoy it and
commit to it, you can
build a wonderful life
doing what you love. «

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

A 1031 exchange enables investors to
defer capital gains taxes when selling and
reinvesting in business use or investment
property. As a qualified intermediary,

we can help you:

* Understand the process and benefits
* Position themselves as a trusted expert
* Use exchanges as a marketing tool
* Grow referrals and listings
With 35 years of experience, we manage

every detail to keep the process simple
and secure.

800.828.1031

1 031 CORP 1031CORP.com

1991 — 2026
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REMOVAL
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SPECIAL FEATURE

Rédefining
Success
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At 28, Brittany Guiles found herself
facing significant personal and
financial challenges.

Her marriage was ending. She was
raising a newborn daughter. Debt

was mounting, and the future she

had imagined for herself looked very
different from the reality she was living.

Eventually, she made a decision.

She would stop waiting for circumstances
to change and start rebuilding.

Guiles earned her real estate license and
began creating a new path forward—
one intentional step at a time.

The experience would eventually shape
the leadership philosophy she brings to
her work today.

“People think if they can just change
their circumstances, they’ll finally be
happy,” she says. “What I've learned

is that real change doesn’t happen

by accident. You have to decide what
matters most before you start building
toward it.”

Today, Guiles serves as Team Leader at
Keller Williams Central PA, leading one
of the top-performing Keller Williams
market centers in the country. She
coaches agents on business growth,
leadership development, and long-
term sustainability, helping them build
profitable businesses while challenging
conventional assumptions about what
success should look like.

Success, she believes, is supposed to
create options.

More income. Greater flexibility. The
ability to choose how time is spent.

Yet many professionals unintentionally
build businesses that deliver the
opposite result.

Much of the coaching available
in real estate focuses on tactics:
lead generation, scripts, systems,
accountability, and conversion.

Guiles values those tools. She built
her own career through proven
models, consistent effort, and a
willingness to learn from those who
had gone before her.

But she believes too many professionals
skip a foundational step.

“What kind of life are you actually
trying to build?” she asks.

It’s a deceptively simple question that
shapes much of her coaching today.

A workshop she attended with her
husband, Ben, challenged them to
rethink long-held assumptions about
achievement: What does success
actually mean? What does “enough”
look like? Why are we working so hard
in the first place?

“The clarity changes the way you make
decisions afterward,” Guiles says.

Without that clarity, she believes it’s easy
to spend years pursuing bigger goals
without stopping to examine whether

those goals align with personal priorities.

“If you’re not careful, youll solve
one problem and unknowingly
create another.”

Guiles is quick to point out that her
message is not about working less.

It’s about building differently.

A significant part of her coaching
focuses on helping agents create
systems, establish accountability,
leverage support, manage their time
strategically, and build financial plans
that align with long-term goals.

The process starts by defining the life an
agent wants to create. Only then does
she help them design the business that
supports it.

Recently, an agent came to Guiles
frustrated that their business had
plateaued. They were working evenings
and weekends, doing all the activities

they believed were necessary to succeed,
yet progress had stalled.

As they talked, Guiles realized the issue
wasn’t effort.

It was clarity.

Through a needs analysis, they
identified gaps in the business and then
worked through a long-term vision
exercise focused not only on production
goals, but also family, finances, health,
and personal priorities.

“People often know what they want
their business to do, but they haven’t
defined what they want their life to look
like,” she says.

Once the vision was clear, they built a
plan around it—identifying high-leverage
activities, delegating lower-value tasks,
and creating measurable annual,
monthly, and weekly priorities. Follow-
up coaching focused on accountability,
progress tracking, and adjusting the plan
as the business evolved.

Too often, Guiles says, people build
a business first and hope their life
somehow fits around it later.

“The goal is not to escape one life and
accidentally build another one you
don’t want,” she says. “The goal is to
intentionally build a business around
your life.”

Guiles’ leadership journey—from agent
to trainer to Team Leader—has rein-
forced another belief: business challeng-
es are rarely just business challenges.

“Idon’t look at the agent as just
business,” she says. “You have to coach
to what’s in here,” she says, referring to
both heart and mind.

The agents she works with don’t simply
need better systems. Sometimes they
need help identifying blind spots,
navigating fear, challenging limiting
beliefs, or recognizing when scarcity is
shaping their decisions.

Leadership, she believes, requires
the ability to shift between strategy
and mindset.

“If you’re waiting until you’re more
confident, more prepared, or have
everything perfectly figured out before
you start, don’t,” Guiles says. “Get
comfortable being uncomfortable. Do
the thing scared.”

Growth rarely arrives at a
convenient moment.

“The people who make progress aren’t

the ones who avoid mistakes,” she says.
“They’re the ones who keep going after
they make them.”

Outside the office, Guiles and Ben are
raising two daughters in Carlisle. The
conversations she has about priorities,
boundaries, and defining “enough” aren’t
simply coaching concepts—they are prin-
ciples she works to apply in her own life.

For Guiles, leadership isn’t measured
solely by production numbers or
recruiting success.

It’s measured by whether people are
building businesses that create freedom
rather than consume it.

Because if success is costing your family,
your health, your peace, or your sense of
purpose, it may be worth reevaluating
not only what you’re pursuing—but how
you’re pursuing it.
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PARTNER SPOTLIGHT
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From the pulpit
to the insurance
office, Dan
Collison has
built a career
around helping
people make
wise decisions,
navigate
uncertainty, and
move forward

with confidence.

When Dan Collison talks about his
career, one theme emerges again and
again: service.

“I'm passionate about people,” he says.
“I want to help people make good next
steps in their life, whatever that is.”

That commitment has shaped a
remarkably diverse journey—one that
has taken him from military leadership
programs and theological studies to
decades in ministry and, ultimately,

to the insurance industry. While the
settings have changed, the mission has
remained surprisingly consistent.

A Life Shaped by Leadership

Dan’s story begins with movement. Born
in Connecticut, he spent parts of his
childhood in Pennsylvania, New York,
and Florida as his family followed his
father’s pastoral calling.

As a teenager in Florida, Dan thrived in
his high school’s Marine Corps Junior
ROTC program. He served on the rifle
team, drill team, and color guard

while maintaining strong academics.
By his junior year, he had become

the youngest cadet ever promoted to
command the program and earned a
long list of distinctions.

A military career seemed likely until

a vision test derailed a full Navy ROTC
scholarship opportunity. Looking back,
Dan sees that moment as one of several
pivots that redirected his future.

Instead, he felt drawn toward a
different path.

Though his father was a pastor, Dan
initially resisted following in those
footsteps. “I said, ‘Never. I'm not doing it.
It’s not happening,” he recalls.

What changed was a genuine sense
of calling.

“It had to be nothing short of a calling to
get me into it,” he says. “There was just
no way I wanted that future or anything
that would contribute to it.”

That calling led him to Toronto for
theological education, where he met

his wife, a Canadian whom he jokingly
describes as “the least Canadian
Canadian I've ever met.” Today, the
couple has been married for 36 years,
has four sons, and is enjoying the
growth of a rapidly expanding family
that includes multiple grandchildren.

Bringing a Pastor’s Heart

to Insurance

For decades, Dan served as a pastor,
church planter, and consultant,
helping congregations engage more
effectively with their communities.
Eventually, however, he felt called
toward a new chapter.

“I thought, T'm going to take my passion
for people, my desire to help in my
community, my ability to help people
improve the situations of their lives and
make more sound decisions, and I'm
going to do that in the marketplace.”

The transition turned out to be more
natural than many people might expect.

“The biggest skills that I picked up were
just how to deal with people, especially
when they’re upset,” Dan says.

He also learned how to ask difficult
questions, guide people through
important decisions, and help them
prepare for challenges before those
challenges arrive. Those same skills now
shape his approach to insurance.

“Being properly insured is important,”
he says. “You can be prepared so that
your kids don’t have to deal with
something that happens to you.”

For Dan, insurance is about far more
than policies and premiums. It is about
stewardship, planning, and protecting
what matters most.

One area where he especially enjoys
helping clients is through policy
reviews and second opinions. His goal
is simple: help people understand what
they have, identify any gaps, and make
informed decisions.

“My goal is to make sure that you are
fully covered at a fair price,” he says.

That consultative approach resonates
particularly well with REALTOR®
partners, whose clients are often making
some of the largest financial decisions of
their lives.

Looking Ahead

Today, Dan is firmly rooted in Central
Pennsylvania, a region that felt like
home almost immediately. After
exploring opportunities across the state,
he found himself drawn to Cumberland
County and the greater Harrisburg area.

“This resonates with who I am, what’s
important to me, and where I see
opportunity,” he says.

Outside of work, he enjoys hiking local
trails and spending time with family.
Professionally, he remains focused

on growth, service, and deepening
relationships throughout the community.

After all, the thread connecting every
chapter of his story is not insurance,
ministry, or business. It is people.

“The ability to learn what needs to be
learned to be most effective for the
people I'm trying to serve,” Dan says,
“that’s been really helpful.”

And for Dan Collison, serving people
well continues to be the calling that

guides everything else.
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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.
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HOME INSPECTIONS
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Your next closing starts here.
Call us today!

David C. Heintzelman, Owner

717-480-3357 | adlerhi.com

PROFESSIONAL CLEANING SOLUTIONS
FOR EVERY SPACE!

FinalTouchC@yahoo.com ¢ (717) 758-0584
O facebook.com/FinalTouchC
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THE NEIGHBOR NOW™ PROGRAM
ASK US HOW TO GET UP T0 $20K TOWARDS DOWN PAYMENT & CLOSING COSTS!

Contact The Team at
theactonteam@freedmont.com
or 717-683-8860 to learn more!

E. FREEDMONT
MM MORTGAGE" GROUP

adivision of radius financlal group inc®

THE ACTON TEAM

Your Local Resource

Cheryl Rost

717-495-6522
cdrost@firstam.com

It's HOT g
Out There! .

Help your clients beat the heat with our #
cool home warranty coverage. When
covered home appliances and systems
break, our coverage helps save the day
and keep homes running smoothly.

Let's connect.

firstamrealestate.com D\, | Firsts “My goal is to make
Phone Orders: 800-444-9030 =l your job easier”

Savvy businesses know it's all
about who many you reach -
not how many.

Our niche publications, exclusive
events, and targeted digital
marketing get your brand in front
of ideal clients affordably.

Let's talk!
RP Reach out to the publisher
of this magazine today.
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All About Real
Producers of
South Central PA

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 industry. We are
better together. We can create change when we surround
ourselves with other successful, like-minded people. We as
people grow. Our businesses grow. Our impact on the community
grows. Real Producers is the platform that brings together.

We take the top 500 real estate agents and RP-vetted businesses
in every market, and we build an exclusive community around

o> StateFarm-

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.

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

1 (717) 249-1582

AUTO | HOME | CONDO | BUSINESS
BOAT | MOTORCYCLE | LIFE | HEALTH | PET & MORE
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that group. We share their stories, successes, market trends,
and upcoming events — really, anything that will connect,
inform and inspire, we put in our monthly publication.

Q: DOES REAL PRODUCERS HAVE EVENTS?

A: Yes! In fact, in-person celebration and collaboration

are essential to building REAL RELATIONSHIPS with Real
Producers. We 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, brokers, owners or even yourself! Office
leaders can also nominate real estate agents. We will consider
anyone brought to our attention who is in the top 500 because
we don’t know everyone’s story, so we need your help to learn
about them. We cannot guarantee a feature, but we encourage
you to meet with one of our team members, support Real Pro-
ducers 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, and 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 of the top agents have rec-
ommended every single 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 community. Our goal is to create a pow-
erhouse network, not only for the best real estate agents in the
area but the best businesses so we can grow stronger together.

Q: HOW CAN | 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

C

@ NIERI =
CREATIVE « check out our studio in New Kingstown PA!

SOCIAL MEDIA CONTENT VIDEOGRAPHY

PODCASTING REAL ESTATE PHOTOGRAPHY

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

The
ALPHA STANDARD

in Home Inspections

Harrisburg
I Magazine
N iéaders Pol

-

HOME INSPECTION

A Family SCAN HERE
Team You
Can Trust

Book your inspection today!
717.914.1600 | alphainspection.net

Montgomery @

YOUR HOME DESERVES
A RENOVATION

Our Renovation Services Include:
FULL-SERVICE REMODELING | ROOM ADDITIONS
KITCHENS | BATHROOMS | FLOORING | ROOFING

SIDING | WINDOWS | DOORS | FIRE REBUILDS & MORE...

Meet Your Local South-Central
PA Contractor & Owner

JOHN EVANS

info@montgomerydesignbuild.com
(717) 471-2081

www.montgomerydesignbuild.com
Contractor Registration PA173798
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The N2 Company was named to Inc.’s
Best in Business list for Social Good —
the authoritative list of companies that
make a meaningful impact beyond profit.

Here's the part we're most proud of:
The magazine you're reading is part
of that impact.

Most loans are approved.

N

We believe informed clients make stronger decisions. By combining financial
education with flexible lending solutions, we help create smoother conversations,
fewer surprises, and more confident closings.

Let’s talk about your next deal.
SmartLoanAdvisor.com

Conventional, FHA, VA, & USDA
Self-Employed & Investor-Friendly Options
Realtor Education & Loan Strategy

Senior Loan Originator
717.860.0505
melissa@marveloans.com

marveloans.com
NMLS# 1915797

Senior Loan Originator
717-439-7421

sarah@marveloans.com
NMLS# 2700105

Read how THIS magazine is part of something bigger.

Our Mobile Flooring Showroom Comes Right to Your Door

REMOVE THE HURDLES

Date d‘ﬂ_oﬁ'!g‘shouldn’t stand between your client
and a “Sold” sign. Help your sellers maximize their
home’s value with zero upfront costs.

¥ FLOOR COVERINGS [W]pipod
DX 2 : (Sl
S lenad il

ZOZ{/L&{? ﬁanﬁfm, Owner & CEO
(717) 820-9444

*Terms and conditions apply. Each Floor Coverings International is a Locally Owned
and Independently Operated Business

UNWANTED LISTINGS?
Fast Cash Offers for Houses
in Any Condition!

H We pay agents full 6%

(G commiissions and relist with
= you after flip. Minimum 5K
1 commiissions on all referrals

E. ; E Unlock the

I"]:l- |.‘-1 Power of
_"':I--rE .E Fast Cash - RST CHOICE
™ "r L Eﬁ Request Your HOME BUYERS
!
Eli-lﬁ r ! QUicyNans Locally Owned & Operated

717.744.9113

firstchoicehomebuyers.com [ 2040 Good Hope Rd. Enola
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REAL PRODUCERS EVENT
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South Central PA Real Producers gathered at Nieri
Creative on June 19 for an engaging educational event
focused on one of the most important tools in today’s real
estate market: video.

Hosted by Nieri Creative founder Nathan Nieri and
Director of Operations Scott Drinkwater, the session
explored what is actually working on social media
right now, giving agents practical strategies they could
immediately put into practice. Topics included creating
engaging Reels and Shorts, building a sustainable
content strategy, avoiding common video mistakes, and
appearing more confident and natural on camera.

One of the highlights of the event was a live video
demonstration that pulled back the curtain on the
production process. Rather than simply talking about
great content, attendees watched it come together in real
time, gaining a behind-the-scenes look at the planning,
filming, and techniques that help videos connect with
today’s audiences.

Throughout the session, the focus remained on
authenticity over perfection. Whether attendees were
just beginning to experiment with video or already
posting regularly, the presenters emphasized that
consistent, genuine content is one of the best ways
for agents to stay visible, build trust, and strengthen
relationships with clients.

Nieri Creative, founded in 2020, provides real estate
media, podcast production, video production, and editing
services for businesses throughout Central Pennsylvania.
The company’s mission of making professional content
creation accessible aligned perfectly with the afternoon’s
educational focus.

Beyond the valuable insights, the event also gave Real s Parscr
Producers members another opportunity to connect '_'_E_——

with fellow top-producing agents, exchange ideas, and —~
continue building relationships within the local real

estate community—one of the hallmarks of every South

Central PA Real Producers gathering.
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HOME PREPARATION SERVICES

o prepare homes for sale.

Reduce stress for your clients
Quickly get homes market ready
Pay-at 2 with Notable
Design & color support

www.home-stretch.com/lancaster-harrisburg

MOVING HARRISBURG

AUTO

N\ _ .
GooDp APPLE

gl Hand-picked

MOTORCYCLES
RVs & BOATS coverage.

e Sweet savings.

HOME

e Service you

Meet Brody,
Your Protector
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can trust.

717-814-5084

ONE BOX AT A TIME

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

Help Your Buyers
Make a Winning Offer

Bring a Cash Offer
Without the Cash

NNANNANTA

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

A TTer. Buy Novwge/ (aiés.

+ Our affiliate makes a full-cash offer on your - Our affiliate buys the home your buyer wants,

buyer’s behalf

+ Their offer stands out to sellers because it's
fast, simple, and reliable

- If accepted, your buyer finances and
purchases the home like usual, through us or

s0 they can move in quickly

They move into their next home before
selling their current one

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

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/licensing. 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 cess.org), P Ivania Mortgage Lender License #33587 and Pennsylvania Mortgage Servicer License #71441




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063
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SETTLEMENT SERVICES, INC.
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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




