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SHERRI JOHNSON  How to Make $50K at Your Next Open House

SPEAKING -+ HING ULTING

Over the past several years, I've interviewed and coached top-producing
agents across the country. One pattern continues to show up:
The highest earners don't treat open houses as events.

The goal isn't traffic—it's conversations. As one top producer put it: “The
open house is just the excuse.”

3. They Master the 72-Hour Window

They treat them as acquisition strategies. The money isn't made during the event. It's made in the follow-up.
When | ask top producers where some of their most profitable listing The best agents:

relationships started, a surprising number say the same thing:

« Call every attendee within 24 hours
“An open house.” Not because the house sold that weekend— but * Segment buyers vs. homeowners

Personalize follow-up
Book listing appointments quickly

In today’s South Central PA market, where inventory remains competitive Speed builds credibility. Consistency builds conversion.
and sellers are watching pricing closely, open houses can be one of the
most efficient listing attraction tools available—if executed intentionally.

because of who walked through the door... or who lived next door.

4. They Measure Pipeline, Not Foot Traffic

Top agents don't say, “We had 25 groups.”
Here's what top performers do differently: Pag Y group

They say, “We secured two listing appointments.”
1. They Target Sellers — Not Just Buyers

In this market, one listing can represent $15K-$25K in commission. Add a buyer or

Most agents market to buyers. Top producers market to homeowners. L ) . N
second listing, and a single open house can create a $50K pipeline opportunity.

They know when a property hits the market, neighbors are quietly

evaluating their own timing. Not instantly— but predictably.

The open house becomes a low-pressure opportunity to gather 5. They Play the Long Game

information. Top agents consistently: Consistent open houses in targeted areas build recognition. Recognition

Invite 50-100 surrounding neighbors builds trust. Trust builds inventory.

« Position it as a “private neighborhood preview”
« Offer equity updates
+ Use it as part of a larger farming strategy

This is how market share compounds. The Bottom Line Agents generating
real income from open houses aren’t lucky—they're structured. They
pre-market intentionally, follow up relentlessly, and measure what matters.
Done right, your next open house doesn't just market a property— it
positions you for your next $50,000.

The result? Conversations with future sellers before they ever hit the
market

2.Th t tize the PreMarketi . . "
ey Systematize the PreMarketing If you're a top-producing agent in South Central PA ready to refine your
listing strategy, let’s connect. Because at this level, it's not about doing
through: more open houses— it’s about doing them smarter.
Circle prospecting
Social media targeting
Database outreach
Intentional market messaging

High-level agents don't rely on MLS exposure. They build momentum

Scan the QR Code

—Kelli B.
"My lead pipeline went from $5M to $30Min
one GoldMine Pipeline™ session with Sherri.
Iwill 10X my income.’

SHERRI JOHNSON
COACHING

SUSQUEHANNA
VALLEY

AND MORE

SUSQUEHANNA VALLEY
REAL ESTATE PHOTOGRAPHY

Publish listings faster with Next Door Photos

* QUICK LEAD TIMES
* EASY ONLINE BOOKING

* RELIABLE NEXT DAY TURN AROUND

PHOTOGRAPHY, FLOOR PLANS, VIDEOGRAPHY,
3D TOURS, AERIALS, WEBSITES

MARK & KAREN ACKLEY,

717.448.2838 |

BOOK TODAY!




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) 443-2447
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/
Coaching/Consulting
Sherri Johnson

(844) 989-2600
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/

FLOORING

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

Floor Coverings International
Wendy Langan

(717) 503-9062
floorcoveringsinternational.com/
locations/us/pa/harrisburg

4. May 2026

HOME FIX & FLIP, INVESTING
& CONSULTING

First Choice Home Buyers
Anthony Lynam

(717) 926-3143
firstchoicehomebuyers.com

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

HOMEstretch - Southern PA
(717) 696-0033
www.home-stretch.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/nbest01

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

MORTGAGE LENDER

First Alliance Home Mortgage
Andrew Morcos

(201) 519-9712 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) 942-9275
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

REMODELING & ROOFING
Precision Trades & Roofing
Jake Plank

(717) 229-6610
precisiontradespa.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

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

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.

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

dirgetymtoEPIETcTE Our Remodeling Services Include: Roofing, Siding

Windows, Doors, Flooring, Decks, Kitchens, Bathrooms, and more...

Meet Your Local Makeover Preferred
Contractor - Owner

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

and Landscaping LLG—

> Precision Cuts 3
r 1
@ MOWING .
@ TRIMMING ?et brand$ new f‘li)oring
..................... or just 100 down!
”MULCHING The remaining cost is settled at closing.
@ SPRING & FALL BNtiEe
CLEANUPS :

COUCH POTATO

CARPET & FLOORING

@ BRUSH
REMOVAL

- Carpet, hardwood, luxury vinyl & more -
- Fast installation before listing photos -
- No high upfront cost for sellers -

LICENSED & INSURED

Browse all of our flooring products! E E

717.566.7679 :
CouchPotatoCarpet.com [m]x

GuMH«{ Work * Fair Prices * Relinble Senice!

South Central PA Real Producers - 5



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
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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.

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

6 - May 2026

Local Know-How.

Statewide Success.

You Deserve a Closing That Feels Easy.

Bilingual Title Agent

Over 30 years of experience
13 offices in Central PA

¢ Residential

e Commercial GUARDIAN
¢ REOD Services

e Uirtual Close TRANSFER

Platform 717.901.8342

GuardianClosings.com
Liz.Rivera@RealogyTitle.com

UNWANTED LISTINGS?

ATRPEIAYENIES

L et . Fast Cash Offers for Houses
in Any Condition!
t!'i_.
y N

'BH We pay agents full 6%

- /}“‘ (G commissions and relist with
| ‘ ‘ y P you after flip. Minimum 5K
' v ] : commissions on all referrals

. Unlock the
Know before o |':-1_=|':| ._‘.:I. Power of : :
you close. . " = = TE I_ Fast Cash - =IRST CHOICE
kot Request Your HOME BUYERS

Book your

inspection

today!

717.914.1600 | alphainspection.net

Eli-lﬁ r ! QiieyNowt Locally Owned & Operated

717.744.9113

firstchoicehomebuyers.com [ 2040 Good Hope Rd. Enola

South Central PA Real Producers - 7



PUBLISHER’S NOTE

SPRING IS FOR ENJOYING YOUR HOME,

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

FAST RESPONSE WHEN PESTS APPEAR

RELIABLE, LOCAL PEST CONTROL YOU CAN TRUST

/£

%
Wy :

=
A

8 - May 2026

MOMENTUM
IS EARNED

BY COACH FINO

By May, the market is fully awake.

Momentum is visible now — in
calendars filling up, contracts moving,
and decisions happening faster. But
the agents who handle this season best

aren’t chasing the pace. They’re guiding

it. They know momentum is something
to steward, not just ride.

In South Central Pennsylvania, spring success depends on more

than activity. It depends on judgment. On knowing when to
push forward and when to slow things down for a client who

needs clarity. On protecting deals with experience, not urgency.

The strongest agents use May to stay disciplined. They

communicate more clearly. They simplify choices. They protect

their clients’ energy as much as their outcomes. This is the

month when preparation turns into leadership, and leadership

turns into trust.

The professionals featured in this issue understand that
momentum only matters if it’s managed well. They lead with
steadiness, even when the market feels fast, and they keep
clients grounded in what truly matters.

This is what earned momentum looks like — and it’s what
sustains great businesses long after spring has passed.

With gratitude,
Coach Fino

Publisher
South Central PA Real Producers

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

' *
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n
=

NITHIS]
" FORA'FREED voTE ™
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Y5 TLOOR COVERINGS
o0 ¢
e ([« Lovalional
GET 0% FINANCING Book a Free
FOR 12, 24, or 36 MONTHS* In-Home

Consultation.

Our Mobile Flooring Showroom Scan or Call

Comes Right to Your Door

EO

W

(717) 820-9444

- Owner & (

aArGan

*Terms and conditions apply. Each Floor Coverings Internatbngﬂs aLocally Owa‘amilndependently Operated Business

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

717.6911712 | db360wash.com El.:‘l L
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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.

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

fd /;;5{( /
/ /
/ Dan Collison

rv methin
Serve Up Something STATE FARM® INSURANCE AGENT

_//Z-\% / / W CoveringPA.com

Add flavor and hospitality to Scan here for a quick,

personalized quote.
your open houses and events. P

CAFE « FOOD TRUCK « CATERING E ’ E Outstanding coverage packed
Check out our menu =1z Wy 5 with value from America's

7 . . [=]5%: [=] A '3 #1 home insurer!
& catering options! :

1 (717) 249-1582

 JTT
- 717-868-2442 A f o F2 P
em cafehajpaj.com Et" 4
Ortwein 0 (©) CafeHajPaj E T

Owner

VISIT US AT OUR CAFE, LOCATED AT

AUTO | HOME | CONDO | BUSINESS

35 W MAIN ST, ANNVILLE, PA BOAT | MOTORCYCLE | LIFE | HEALTH | PET & MORE

10 - May 2026

THE NEIGHBOR NOW™ PROGRAM
ASK US HOW TO GET UP T0 $20K TOWARDS DOWN PAYMENT & CLOSING COSTS!

Contact The Team at . X T
theactonteam@freedmont.com I{ Lot | Vi) ol “ﬁ.;-h.»
or 717-683-8860 to learn more! v/ (. i ' v ﬁ
JALITZA JEHHNIFE

JOHM R EATHY

L FREEDMONT G HE S sie

BB MORTGAGE® GROUP “ ’1 3 a Al
adivision of radius financlal group inc® u :' e
THE ACTON TEAM S Thavis NORMA  ANDREA  Romw
GARCIA LOVE SALAS ALLEM SABATING

Your Local Resource

Looking for That

f Cheryl Rost
Perfecj: Mother's i
Day Glﬂ? cdrost@firstam.com

Show mom how much you care with
a gift that helps her household run
smaoothly. With a home warranty, she's
covered 24/7, rain or shine, making
everyday life easier.

Let’s connect.

firstamrealestate.com o First An 1 "'My goai' is to make
Phone Orders: 800-444-9030 v | Hods e your job easier”

(it

PHOTOGRAPHY

Your Best Fuust
Dmpression Stants Here.

-
&5,

T

.8 .  MAKE YOUR BRAND
Y AS POLISHED AS
' YOUR LISTINGS.

Headshots
Branding
Events
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PARTNER SPOTLIGHT

NIGHTHAWK
INSPECTION
GROUP

PHOTOS BY KARA CLOUSER
OF CONTE PHOTOGRAPHY

After a career flying high-
stakes military missions,
sometimes involved in
international incidents while
doing everything right,
Rob Matlock huilt
Nighthawk Inspection Group
on systems knowledge,
disciplined reporting, and
straightforward commitment
fo helping REALTOR® partners
understand risk clearly.

Rob Matlock does not talk about home
inspections like a salesman. He talks
about them like a man trained to
evaluate systems, evaluate concerns,
and communicate clearly when the
stakes matter.

“A home inspection is effectively a risk
management report,” he says. “You're

saying, here are the risks with this house.”

12 - May 2026

That mindset was shaped long before he
launched Nighthawk Inspection Group.
Originally from Louisville, Kentucky,

Rob attended the Air Force Academy and
went on to a long military career that
included flying C-21s, C-5s, and later the
RQ-4 Global Hawk. He served during
9/11, trained crews for tactical operations,
and spent years supporting missions tied
directly to the War on Terror.

By the time he retired from the Air
Force in 2019, he had spent decades
learning how to trust systems, follow
checklists, and make clear decisions
under pressure.

Those same skills, he says, made
the move into home inspection feel
surprisingly natural.

From cockpit to crawlspace

Rob started preparing for that transition
in 2013, when uncertainty around
military force reductions pushed him

to think ahead. He enrolled in training
through the American Home Inspectors
Training Institute, and the response
from his instructor stuck with him.

“He said, ‘Military pilots are some of

our best students. You already know

plumbing, HVAC, and electrical. I just
have to teach you roofs, foundations,
and home-specific stuff.”

Rob still laughs when people seem
surprised by the connection. “I’'ll ask,
‘Anybody been on an aircraft without
plumbing, HVAC, or electrical?” Then
people stop, think about it, and laugh.”

But underneath the humoris a
serious point. For Rob, inspection
work is about sorting through a
property’s components, identifying
what matters, and helping clients
make informed decisions.

That approach has resonated with both
homeowners and REALTOR® partners,
especially those who value plain
language and organized reporting.

He deliberately limits volume to protect
quality, usually capping the schedule

at two inspections per day. Reports are
detailed, photo-driven, and designed to
be easy to follow.

“People forget how fast
you did a job, but they
remember how well
you did it,” he says.

Starting over, one
call at a time

By the time Rob left the
military, his inspection
business in California
was already thriving.
Then life changed.

A trip east revealed
something unexpected:
his wife’s health
improved dramatically

when she was out of California. That
discovery led the family to make a major
decision. They left behind financial
comfort, moved east in 2022, and started
over in Pennsylvania.

For Rob, that meant rebuilding from
scratch in a place where he knew almost
no one. “I was calling 100 to 150 agents a
day to get started,” he says. “Those first
hundred phone calls are really about
finding your footing.”

Still, he kept going. His military
background helped open doors and
buy him a little extra time on those
calls. “I've had agents tell me, ‘The only
reason I haven’t hung up right now is
you told me you were a veteran.”

That persistence has helped him
carve out a place in South Central
Pennsylvania, where he now serves
markets from the Greater Harrisburg
area to Philadelphia.

A practical resource for agents
Rob’s business story is compelling, but so
is the value he brings to agents in the field.

He knows regional housing differences,
from stucco issues and S-traps to boilers,
basements, metal roofs, and older
housing stock that differs sharply from
what he saw in California.

He also emphasizes independence.
Nighthawk does not perform repairs

on homes it inspects, and Rob sees that
separation as essential to credibility.

For REALTOR® partners, his goals are
simple: be thorough, be understandable,
and be useful—so agents have room to
negotiate when needed. He encourages
clients to attend the end-of-inspection
walkthrough so they can see concerns
firsthand and hear a practical summary
of the findings.

Outside of work, Rob enjoys hiking,
kayaking, Christian music, and time with
his family and pets, including Aspen, a
deaf border collie who often rides along
and has apparently appointed herself
guardian of the vehicle.

His wife, a fan of Christian and country
concerts, has also taken on the role

of getting him out to live shows—
something he jokes may not be helping
his hearing.

“She’ll take me to these loud concerts,
and later I will teasingly ask, ‘Do you

think this is really helping my hearing
loss? We both love the adventure and
seeing the artists we love listening to.”

He and his wife have also grown

to appreciate the pace of life in
Pennsylvania. “What we like around
here is the mom-and-pop shops,” he
says. “It’s a slower pace of life.”

Looking ahead, Rob can imagine
growing Nighthawk
Inspection Group into a
larger regional firm, or
keeping it intentionally
lean. Either way, his
philosophy—shaped
during his time deployed—
continues to guide how he
works today.

“You can either let time
pass,” he says, “or use it to
study, improve, and prepare
for what comes next.”

South Central PA Real Producers - 13



RISING STAR

T\QOOR PHOTOS | MIRIAM SMITH

_Josue
Hernan

RE/MAX CORNERS%\IE

de

osue Hernandez knows what it

feels like to start over. He moved

from Mexico City to Lebanon at
14, learned English as a teenager, built
a career in the restaurant business,
and eventually made the leap into real
estate. Today, the RE/MAX Cornerstone
agent is known for serving the growing
Spanish-speaking community with
patience, clarity, and a personal
understanding of the transition many
of his clients are making. At the
center of it all are his wife and three
daughters, who continue to motivate
everything he does.

I'm originally from Mexico City and
moved to Lebanon when I was 14.
I'went to Lebanon High School and
graduated in 2008. I always say half my
life was in Mexico and half has been
here, but this is home now. I became

a citizen here, met my wife here, and
we’re raising our three daughters here.

After high school, I tried community
college, but it wasn’t for me. I went into
the restaurant business and worked
full-time at A&M Pizza. That’s also
where I met my wife. I stayed there
until 2021, and while Iloved it, I knew I
wanted something different long-term.
A close friend suggested I talk to Mike
Orta about real estate. I got licensed

in October 2021, started part-time by
shadowing him, and that’s how I got
into the business.

It was scary because it’s 100%
commission, and I already had two
daughters at that point. But I felt like
I'was in a good position to take the
chance. I was managing the restaurant,
and my father-in-law was flexible with
my hours while I learned.

I also knew I liked working with people.
The restaurant business teaches you

customer service, patience, and how to
solve problems. Real estate is different,
but a lot of those same skills carry over.

It’s shaped everything. About 90% of my
business is with the Spanish-speaking
community, and I connect with a lot of
their experiences because I lived it too.
When I came here, I had zero English. I
still remember how hard it was to start
high school that way.

That experience helps me relate to
clients who are trying to build a life
here. I understand the language barrier,
the adjustment, and the uncertainty,
and I think that helps people feel more
comfortable with me.

In a transaction, people need to
understand the whole process, not

South Central PA Real Producers - 15



“My daughters
are the reason
I do this. THEY
PUSH ME TO
KEEP GROWING
AND KEEP
BUILDING. I want
to provide for
them, give them
opportunities, and
teach them to be
grateful.”

16 - May 2026

just parts of it. Being able to explain
everything fully in Spanish helps my
clients feel comfortable and confident.

The other big piece is preparation.

Alot of buyers don’t realize how
important credit, job history, and debt
are. Sometimes they’re not ready to buy
right away, but they leave with a plan.
Maybe it takes six months or a year, but
now they know what steps to take.

Why have you chosen to build your life
and business in Lebanon County?
Family is the biggest reason. When we
moved from Mexico, my parents chose
Lebanon because most of my mom’s
family was here. I went to school here,
made friends here, met my wife here,

and now both of our families are close
by. I also really love Lebanon. It has
given me a lot, and I've seen how much
the county continues to grow.

What did the restaurant business teach
you that still serves you today?

It taught me how to work hard, stay
patient, and deal with all kinds of
people. It also taught me how to

build relationships. When people
know you and trust you, that carries
over into real estate.

That chapter is still personal for me too,
because that’s where I met my wife, and
my father-in-law still owns the pizza
shop. I still help there sometimes with
admin work, so it’s still part of my story.

What role has Mike and the team
played in your growth?

The first thing is confidence. When I
started, I didn’t feel ready, but Mike
helped me believe I could do it. Second,
he helped me build my own business
and reputation, not just work leads. And
third, he opened my mind to investing.

I've bought three units in the past few
years and done a flip project. I always
knew I wanted to invest, but I didn’t
know how to take that first step.

What does life look like outside of work?
It’s family first. My daughters are
Ariana, Stella, and Camila, and a lot

of life revolves around them. I love
spending time with my girls.

I also love soccer. I've played since I was
young, and even though I don’t play as
much now, I still love watching it. My
oldest daughter plays, and I've even
thought about coaching because she
keeps asking me.

What drives you today?

My daughters are the reason I do this.
They push me to keep growing and keep
building. I want to provide for them,
give them opportunities, and teach them
to be grateful.

Professionally, I want to keep building
my brand and investing for the future.
But at the center of all of it is family. ®

L@®ans

INCORPORATED

NMLS# 2591313

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

Let’s win more deals together!
Francois Houde

Divisional Vice President
fhoude@phfmc.com

(717) 592-8359
@ 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 | B¢
providers; does not make any mortgage loan commitments or fund and mortgage loans.

NMLS #1702311
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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!

WITH LASTING CRAFTSMANSHIP

» Residential

« Commercial

« Farm
« Mobile Home

Let our team guide you
through your legal matters!

717.975.9446 | dplglaw.com

AUTO

R
w GooDp APPLE
[SI N8 URANGE-

Hand-picked

MOTORCYCLES
RVs & BOATS coverage.

——— Sweet savings.

Service you
can trust.

HOME

LANDLORD

Pavilions
Porches

Timber-frame "
Buildings & Homes GET YOUR FREE

PROFESSIONAL CLEANING SOLUTIONS | —— — - - h !
FOR EVERY SPACE! T QUOTE TODAY!

Meet Brody,
Your Protector

L " FinalTouchC@yahoo.com  (717) 758-0584 : ' = = e 717.789.4728 | Crickside.com
€ facebook.com/FinalTouchC Zaal _.!;:‘.. ' ' 1| <l 556 IRON BRIDGE ROAD
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TOP AGENT
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With a hands-on approach
and a heart for people,
Christy Hartwick has built
a business defined by care,
strategy, and results.

“I'love to be a problem
solver,” says Christy
Hartwick. “There are no
problems—only solutions.”

That mindset has shaped
every part of Christy’s
business. A top-producing
REALTOR® with Joy Daniels
Real Estate, she’s known
across Central Pennsylvania
for her hands-on approach,
deep market knowledge, and
unwavering focus on her
clients’ best interests.

For Christy, real estate isn’t
just about transactions—

it’s about guiding people
through pivotal life moments
with clarity and care.

Licensed since 2004, she has
sold more than 900 homes
and over $222 million in
volume. But numbers only
tell part of the story. What
defines her work is how

she consistently shows up:
present, proactive, and
deeply invested.

Christy’s path into real estate
didn’t follow a straight line,

but the foundation was
always there.

Raised in Chambersburg, she
grew up watching her father
run a painting business
while investing in real estate
on the side. “I'll never forget
going to look at one of his
properties and thinking,
‘Why are you buying this?”
she says. “Then he would
renovate it and completely
transform it.”

That early exposure
planted a seed, but
Christy’s career began
elsewhere. At 19, she
moved to Florida, where
she found herself working
in timeshare sales. “I was
that girl,” she says. “The
one stopping people and
asking if they wanted free
tickets to Disney.”

It was, in many ways, her
first real training ground.
“That experience gave me the
ability to talk to people off
the cuff,” she says. “That was
Real Estate Training 101.”

After returning to Central

PA, Christy built and scaled a
residential and commercial
cleaning business, eventually
managing multiple teams. But
after a major life transition,
she felt pulled toward

something more. “Real estate
was always in the back of my
mind,” she says. “I feel like I
was guided into it.”

That drive was deeply
personal. As a single mom
for 12 years raising her twin
daughters, Christy built her
business with a mindset of
resilience and determination.
“They got to see a never-give-
up attitude,” she says. “That’s
something that still shapes
how I approach my work
and life today.”

At the center of it all is

her faith. Christy says her
business is rooted not only
in hard work, but in a deep
sense of gratitude.

“I feel so blessed to have
built what I’'ve built.”

From the start, Christy
approached real estate
differently—less focused on
transactions, more focused
on outcomes.

Her business is rooted in
service, but it’s also highly
strategic. In recent years,
she’s developed a niche
helping clients maximize the
value of their homes, often
by stepping in far beyond the
traditional agent role.

Hannah
Owens,
Assistant,
and Christy

They got to see
a never—give—up
attitude.

“T’ll front the money, manage
the project, and guide them
through what actually makes
sense,” she says. “It’s about
helping them capitalize on
their biggest investment.”

In one recent case,

Christy invested roughly
$30,000 into a distressed
property, overseeing
repairs, coordinating
contractors, and advising on
improvements. The result?
A sale that netted the client
tens of thousands more than
initial offers. “They thought
they had to walk away from
it,” she says. “Instead, they
were proud of it again.”

That level of involvement
isn’t the exception—it’s

a defining feature of her
business. Nearly a third

to half of her transactions
involve this kind of hands-
on work, from estate
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imagine not

being in real estate.

[ love what I do.”

properties to homes facing
foreclosure timelines.

While that work is a
significant part of her
business, Christy emphasizes
that her approach spans
every type of transaction.
She works with clients
across the full spectrum—
from estate listings and
foreclosures to traditional
sales and high-end
properties—always focusing
on how to best position each
home for success.

22 - May 2026

“Ilook at every situation
and ask, ‘What’s the best
solution for this client?”” she
says. “Not the easiest one,
but the right one.”

It’s a philosophy she sums
up in her personal brand:
Christy Closes—Guiding you
through life’s doors.

While Christy is known for
her drive and client-facing
work, she’s quick to point
out that her business is not a
solo effort.

“Hannah is my right,
left, middle—everything,”
she says.

Hannah Owens, her assis-
tant, plays a critical role

in keeping the operation
running smoothly. From
managing systems and
communication to ensuring
every detail is accounted for,
Owens provides the struc-
ture that allows Christy to
focus on clients.

“I couldn’t do my business
without her,” Christy says.
“What we’ve built together
is amazing.”

That partnership is rooted
in both efficiency and trust.
Their systems are designed
to keep clients informed,
supported, and confident
from start to finish, all
through what can often be
an emotional process.

“We’re very communicative,
very responsive,” she says.
“It’s about making sure
people feel taken care of
every step of the way.”

For Christy, success has never
been about chasing a new
market. It’s about serving the
one she knows best.

A lifelong resident of
Central Pennsylvania, she
has built both her business
and her life in the region.
“My family is here. My
friends are here.I have a
very fulfilling life here,” she
says. “I couldn’t imagine
being anywhere else.”

That connection translates
directly into her work. With
extensive knowledge of
Cumberland and Dauphin
Counties, she brings both
expertise and perspective to
every client interaction.

Her business is largely
referral-driven—a reflection
of the relationships she’s
built over two decades. “I
love making people feel
good,” she says. “I love taking
care of someone.”

Christy also shares life

and business with a
supportive husband, and
together they’ve taken

on additional ventures,
including a home flipping
business that complements
her real estate expertise.

As the industry evolves,
Christy remains grounded
in what she believes

will never change.

“We have to continue to show
the value we bring,” she says.
“This is a people business.”

While technology continues
to shape real estate, she

sees human connection as
irreplaceable. “You still have
to guide people, support
them, talk them through
decisions,” she says. “That
doesn’t go away.”

She has no plans to step back
anytime soon. If anything,
she’s focused on continuing
to grow by refining her
systems, expanding her
impact, and serving even
more clients at a high level.

“I can’t imagine not being in
real estate,” she says. “I love
what I do.”

And at the center of it all
is the same philosophy
that has guided her from
the beginning.

“There are no problems,” she
says. “Only solutions.”

Unique Mortgage Solutions

« PA First-Time Buyers: Purchase a Home for Just $1,000 Out of Pocket FOR PA HOMEBUYERS
— _ 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

* FHA 3.5% Down & Closing Cost Assistance for First-Time Buyers

PON
111

Andrew Morcos J—

VP of Business Development )
& Branch Manager | NMLS #144027  Contact Andrew today to learn how to qualify! =&

FirstAlliance

HOME MORTGAGE

[=] Apply now — start your
L home journey with confidence!

e Connect with me today! NMLs# 5034
‘.EF.-- . Office: 717-755-4400 Ext. 1102 | Cell: 201-519-9712
ol _ 2805 Eastern Blvd, York, PA 17402 | NMLS #144021

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.

SEE THE FULLPICTURE
BEFORE YOU CLOSE

Roofing That
Won't Hold Up
Your Closing |

150

ROOF
CERTIFICATIONS

with quick turnaround times!

- 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

—— ROOFING | SIDING | GUTTERS

Make roofing the easiest part
of your transaction!

(610) 621-9244
FirstChoiceRoof.net | @O
717-844-9175 - nighthawkinspectiongroup.com

License # PA132149 | Discounts for Veterans & First Responders
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FAQ

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 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.

24 . May 2026

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 Producers
and attend our private events to
increase your chances.

Q: WHAT DOES IT COST A

REAL ESTATE AGENT/TEAM TO

BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It costs
nothing, my friends, so nominate away!
We are not a pay-to-play model. We
share real stories of Real Producers.

Q: WHO ARE THE RP-

VETTED BUSINESSES?

A: They are the best businesses in South
Central PA in their category, 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 recommended 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 powerhouse 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

HOME PREPARATION SERVICES

Value-added services to prepare homes for sale.

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

Schedule A Free Consultation!

MOVING HARRISBURG

ONE BOX AT A TIME

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

DETAIL

MATTERS,
SO DOES

YOUR e
INSPECTOR.

s | WDI Inspections | Water Te&ihg I Rag,
on Te @s¢;
tl,’
9

“s‘)ec\'\o

y ADLER
~—~\\ HOME INSPECTIONS

Vo WCEEE]-

Your next closing starts here.
Call us today!

David C. Heintzelman, Owner

717-480-3357 | adlerhi.com
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 SPECIAL FEATURE

A SEAT AT THE TABLE
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As 2026 President of

the Greater Harrisburg
Association of REALTORS®,
Tracee Carter brings a
leadership style rooted in
service, perspective, and a
clear understanding of what
the organization and its
members heed next.

With more than two decades in
real estate, Tracee Carter has
built a career defined not only by
production but by perspective.

Licensed since 2005 and active as an
investor and landlord even before

that, she entered the industry with

a strong financial foundation and a

clear understanding of how real estate
functions beyond the transaction. Carter
holds a bachelor’s degree in finance from
Clarion University and has also held
management roles in the healthcare and
telecommunications industries.

Still, it was the human side of the
business that ultimately shaped her path.

“I've always loved numbers,” Carter
says, “but I missed helping people. That’s
what pulled me toward real estate in a
different way.”

That instinct—to look beyond the
immediate and understand the broader
impact—would later define her
approach to leadership.

Her involvement with the Greater
Harrisburg Association of REALTORS®
began, as it does for many, with simple
participation. Encouraged by mentors,
she attended meetings, volunteered
for committees, and gradually became
more engaged. What she discovered,
however, was that the association

was far more than a networking or
education resource.

“It really opened my eyes,” Carter says.
“This is a member-driven association.
The staff executes, but the direction
comes from the membership. And once
you understand that, you realize you
have a responsibility to be involved.”

Her progression into leadership was not
immediate. She ran for a board position
multiple times before being appointed
to fill a vacancy, a moment she now
views as part of the process rather than
a setback.

“Looking back, it wasn’t about winning,
Carter says, “it was about being willing to
stay in the room and keep showing up.”

From there, she remained engaged,
eventually moving through leadership
roles to her current position as president.

A Broader View of Leadership
Carter’s leadership perspective has also
been shaped by her involvement with
the National Association of Real Estate
Brokers, which she describes as a pivotal
influence. Founded in 1947, NAREB is
the oldest African American real estate
trade organization in the United States,
with a longstanding mission centered
on expanding access to homeownership
and promoting “democracy in housing.”

Her early participation came when she
was still relatively new to the industry,
but the impact was immediate.

“That’s where I really found a place
where I could help,” Carter says. “It
pushed me to sharpen my skills and
think beyond individual transactions
and look at the bigger picture of what
we do and who we serve.”

That broader view includes not only the
mechanics of real estate, but the long-
term implications of access, opportunity,
and generational wealth. Through both
NAREB and GHAR, Carter has developed
a leadership approach grounded in
awareness of the industry, its history,
and the communities it touches.

She also points to specific moments

that reinforced her understanding

of leadership in practice. Observing
industry leaders navigate major changes

and withstand public pressure left a
lasting impression.

“I watched leaders, our colleagues,

take a beating and still stand firm on
what needed to be done to move our
association forward,” she says. “That
showed me what leadership really looks
like. It’s not about being visible—it’s
about making a difference.”

Building What Comes Next

As president of GHAR, Carter is focused
less on maintaining the current
structure and more on strengthening
what comes next. At the center of that
effort is member engagement, which
she identifies as one of the association’s
most pressing challenges.

“A small percentage of members are
doing most of the work,” she says.
“And if we’re not careful, we just keep
recycling the same people. That’s not
how you build something that lasts.”
Her solution is straightforward: bring
more people into the process.

“We need new voices, people who
think differently and see things
differently,” she says.

“If you meet someone

who is a great co-broke,

has a great personality,

very professional, invite

them. Bring them into the
association. This is our
association.”

For Carter, that effort

is about more than
participation. It’s about
building leadership that
reflects the full range of
the membership across
experience, perspective,
and approach.

Looking ahead, she defines
success in clear terms:
stronger engagement,
visible diversity in
leadership, and an
association that consistently
meets the needs of its
members. At the same time,
she is quick to shift the
focus away from herself.

“This isn’t about one person,” she
says. “It’s about the diverse board
working together to meet the needs of
membership while maintaining the
mission and vision.”

That perspective is rooted in service, a
theme that has shaped her career from
the beginning. This work, she says, is not
about transactions or titles. It’s about
people, responsibility, and showing up
when it matters.

Outside of her professional life, Carter’s
sense of purpose is equally grounded
in family. With a blended family of

five children, she is also the proud
“Glammy” of 16 grandchildren and a
great-grandmother of five—a role she
embraces with the same energy and
commitment she brings to her work.

And as she steps into her role as
president, that focus remains clear:

“It’s not about me. It’s about the
association, its members, and the
communities we serve.”

HER SOLUTION IS
STRAIGHTFORWARD:
BRING MORE PEOPLE
INTO THE PROCESS.

":.l'
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Help Your Buyers
Make a Winning Offer |
on Their Dream Home * |

Bring a Cash Offer
Without the Cash

Nj NIERI \ | Want your buyer’s offer to rise above the rest? A cash offer is still the strongest

way to stand out in bidding wars.
CREATIVE ™ check out our studio in New Kingstown PA! y 9

That’s where we come in, along with our affiliate AnnieMac Cash2Keys, with two

SOCIAL MEDIA CONTENT VIDEOGRAPHY PODCASTING REAL ESTATE PHOTOGRAPHY :tr‘nart opti;ms designed to help your buyer compete like a cash buyer, even if
ey're not one.

A Ter Buy Novwge/ (aiés.

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

A PAINTING PARTNHS
il

+ Our affiliate makes a full-cash offer on your + Our affiliate buys the home your buyer wants,
Help Your Clients Build buyer’s behalf s0 they can move in quickly
Equity & Preserve Wealth « Their offer stands out to sellers because it's « They move into their next home before
fast, simple, and reliable selling their current one
A 1031 exchange enables your clients to defer
capital gains taxes when selling and reinvesting - If accepted, your buyer finances and - Once their old place sells, they buy it back
in investment or business property. As a qualified purchases the home like usual, through us or hassle-fres

intermediary, 1031 CORP. facilitates these
transactions while also helping real estate
professionals:

any lender they prefar

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

* Understand the process & benefits o Pre-listing paint services.
e Interior and exterior work.
o Reliable timelines.

* Use exchanges as a marketing tool » Quality, professional results.

* Position themselves as a trusted expert Tim Dixon

Branch Manager
NMLS#:142916

Phone: (717) 579-8270

* Grow referrals and listings Work with a partner that helps your listings stand out.

With 35 years of experience, our team handles tdi ie-
' T ixon@annie-mac.com i ;

every detail to keep the process simple, secure, Sff’; | (.[',f FeFINISHES .. timdixon.ovmfinancial.com with AnnieMac Home Mortgage

: o' x NMLS#338923
and seamless for you and your clients.

1 [" ~ 1 e _ @ Corp NMLS#: 338923. OVM with AnnieMac Home Mortgage 700 East Gate Drive Suite 400, Mt Laurel, New Jersey 08054
D ) ] ] * © 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
& R E S T 0 R A T I O N 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:
1 1M1 o WWW., anme mac. com/page/llcensmg Corp NMLS # 338923. Corp website: www.annie-mac.com. American Neighborhood Mortgage Acceptance Company LLC dba AnnieMac Home Mortgage, OVM with AnnieMac Home Mortgage,
0 SlgnatureFlnlSheSLLC2015 717'424 0847 (www.nmlsc cess.org), P Mortgage Lender License #33587 and Pennsylvania Mortgage Servicer License #71441
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

M)k(’ce /Rose

SETTLEMENT SERVICES, INC.

-’

‘

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




