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Spring gets all the attention in real estate, but top
producers know fall can create a second surge of
opportunity.

The goals you set in January are still within reach.
The question is: Does your daily activity match the
results you want to achieve?

Start with the math. Look at your closed and pending
business. Identify the gap between where you are
and where you committed to finish. Then work
backward. How many closings, appointments,
conversations, and follow-ups will it take to close
that gap?

This is not the time to lower the goal. It’s time to
get focused.

Go Back to Your GoldMine

Your database is filled with people who already know
and trust you.

Call the past client you haven’t spoken with recently.
Follow up with the buyer who paused. Reconnect with
the homeowner who said, “Maybe later.”

Later may be now.

Be curious. Ask what has changed, what they’re thinking
about, and how you can help. Meaningful conversations
create appointments, referrals, and opportunities.

Build January’s Pipeline Now
The activity you create this fall will help you finish 2026
strong and determine how you start 2027.

If you wait until January to build your January
pipeline, you’re already behind.

Fall is your second spring. Reset, recommit, reconnect
with your GoldMine, and focus on the activities that
create results.

Fall is your second Spring
By Sherri Johnson

UNWANTED L IST INGS?
Fast Cash Offers for Houses

in Any Condition!

Locally Owned & Operated

717.744.9113
firstchoicehomebuyers.com | 2040 Good Hope Rd. Enola

Unlock the
Power of
Fast Cash -
Request Your
Offer Now!

We pay agents full 6% 
commissions and relist with
you after flip. Minimum 5K 

commissions on all referrals

• HOARDER CLEANOUTS 
• LANDSCAPING 

TRANSFORMATIONS 
• HEAVY EQUIPMENT ACTION 
• SATISFYING DEMOLITIONS 
• BEFORE & AFTERS THAT 

DON’T LOOK REAL 

LET’S GET SH!@ DONE.

Before

After After

Before

FOLLOW DIRTY DEEDS 
JUNK REMOVAL & LANDSCAPING

MORE DIRT.  MORE DEEDS. 
MORE WOW. 

240-291-6468 • GETDEEDSDONE.COM

IF YOUR PROPERTY IS THE
NEXT DISASTER… WE LL MAKE 
IT THE NEXT TRANSFORMATION.

'

Francois Houde
Vice President of Business Development

fhoude@phfmc.com
NMLS #1702311 

(717) 592-8359
loansmme.com

Philadelphia Fidelity Mortgage Company, DBA Loans MME and Loans Mortgage Made Easy. NMLS #2591313. Francois Houde, NMLS #1702311. 
www.nmlsconsumeraccess.org. Philadelphia Fidelity Mortgage Company is a mortgage broker, not a lender. We arrange loans with third-party lenders 

and do not make loan commitments or fund loans. Not a commitment to lend. All loans subject to credit approval. Equal Housing Opportunity.

Work with a mortgage broker who protects your deals—and your reputation.

 Don’t Limit Your Buyers 
To One Bank 

I help REALTORS® grow by making their financing the strongest part of every 
o�er. With deep lending access and advanced deal structuring, I deliver:
Faster answers • Stronger o�ers • Fewer surprises • Smoother closings

From first-time buyers to seasoned investors, I make financing a competitive weapon — not a liability.

NMLS# 2591313 

Let’s win more deals together!
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This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

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

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 STAGING
Linden Creek
(410) 340-6567
linden-creek.com/lancaster-pa

HOME WARRANTY
First American Home Warranty 
Cheryl Rost
717-495-6522

INSURANCE AGENT
Good Apple Insurance
Enza Baiarunas
(717) 814-5084
www.goodappleinsurance.com

Dan Collison Insurance
Dan Collison
717-462-5684
teamupwithdan.com

LANDSCAPING / LAWN
King’s Precision Cuts 
and Landscaping LLC
Shawn King
(717) 880-4723

LANDSCAPING/
JUNK REMOVAL
Dirty Deeds Junk Removal 
& Landscaping
(240) 291-6468
getdeedsdone.com

MORTGAGE BROKER
Finofi Mortgage
(717) 249-7500
www.rebeccafoote.com

Francois Houde Loan Office
Francois Houde
717-592-8359
loansmme.com

MarveLoans 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
Making Moves PA LLC
Jadin Ogden
(717) 460-0300
makingmovespa.com

U-Relax Moving
Jared Fetrow
(717) 515-5512
moversyorkpa.com

PAINTING/REMODELING
Signature Finishes 
Painting & Restoration
Jared Houck
(717) 424-0847

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
Jameson Stone Settlements
(717) 220-3529
www.jamesonstonelaw.com

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) 790-1712
niericreative.com
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Certified inspections and clear reports
so you can make confident decisions.
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717-844-9175 • nighthawkinspectiongroup.com

Hand-picked
coverage. 
Sweet savings. 
Service you
can trust.

AUTO 

HOME 

LANDLORD 

MOTORCYCLES
RVs & BOATS

BUSINESS
& MORE

Meet Brody,
Your Protector

SCAN TO CONNECT WITH US INSTANTLY!

717-814-5084

Enza Baiarunas
Your Licensed Professional Agent

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

Unique Mortgage Solutions

Andrew Morcos

Apply now — start your
home journey with confidence!

VP of Business Development
& Branch Manager | NMLS #144027
amorcos.fahmloans.com

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.

• PA First-Time Buyers: Purchase a Home for Just $1,000 Out of Pocket 
• FHA 3.5% Down & Closing Cost Assistance for First-Time Buyers 
• 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

FOR PA HOMEBUYERS
AND HOMEOWNERS

Contact Andrew today to learn how to qualify!
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Meet
The

Team
Coach Fino 

Owner/Publisher
Krystal Shearer 
Event Coordinator

Josette Plank
Publishing Assistant

Mark and Karen Ackley 
Photography Team Lead 

Next Door Photos - 
Susquehanna Valley

Cherie Bartels 
Executive Assistant

Kaycee Hill 
Ad Strategist

Tara Davis
Ambassador

Sarah Weber
Ambassador

Kara Clouser of Conte 
Photography
Photographer

Corey Jerry
Ambassador

Nathan Nieri
Event Photographer/

Videographer

Dominic Leto
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 
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 (AI) tools by authors or contributors and may not be independently verified by N2.

CALL OR TEXT TODAY! 717.790.1712  |  N i e r i C r e a t i v e . c o m  |       @ n i e r i c r e a t i v e r e a l e s t a t e

Your full-service solution for real estate media.

Check out our studio in New Kingstown PA!

From Walkthroughs to
Mic Drops—We Elevate Real Estate.

REAL ESTATE PHOTOGRAPHYVIDEOGRAPHYSocial Media Content PODCASTING

717.566.7679
CouchPotatoCarpet.com

Professional carpet and 
floor cleaning that 

helps homes look their 
best before buyers walk 

through the door.

• Carpet & Hard Surface 
Floor Cleaning

• Pet Odor & Stain Removal
• Listing Refreshes

FLOORS DON’T  GET A
SECOND CHANCE TO MAKE A

First Impression 
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In real estate, a lot can happen in three 
months. Markets shift. Opportunities 
emerge. Conversations that started 
months ago turn into clients, closings 
and referrals. The agents who finish 
strong aren’t necessarily the ones who 
push the hardest. They’re often the 
ones who stay focused on what they 
can control.

That means continuing to make the 
calls. Following up when you said you 
would. Staying connected to past clients. 
Being a resource even when there isn’t 
an immediate transaction attached. 
And taking care of the people already 
trusting you with one of the biggest 
decisions they’ll make.

It’s easy this time of year to become 
distracted by numbers—production 
goals, rankings and what still needs 
to happen before December 31. Those 
things matter. But the strongest 
businesses are built on something 
harder to quantify: trust.

The professionals featured in this 
month’s issue have built their careers in 
different ways, but their stories share 
that common thread. They understand 
that lasting success comes from being 
someone people want in their corner—
not just during a transaction, but long 
after the closing table.

So as we enter the final quarter of the 
year, take a moment to recognize what 
you’ve already built. Then keep going.

There’s still plenty of game left to play.

With gratitude, 

The Fourth Quarter

PUBLISHER’S NOTE

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. 

Coach Fino

Publisher 
South Central 
PA Real 
Producers

October is a good time to take stock. 

By now, the year has developed a rhythm of 
its own. Goals that felt far away in January are 
suddenly much closer, and the choices made 
over the past nine months—where you invested 
your time, which relationships you prioritized and 
how consistently you showed up—are becoming 
easier to measure.

But October isn’t just about looking at the 
scoreboard. There’s still a full quarter ahead.



South Central PA Real Producers • 1110 • October 2026

Help Your Buyers
Win Bidding Wars

With Cash

Win more offers with 
AnnieMac 
Cash2Keys®—giving 
your clients two 
ways to compete like 
cash buyers:

Cash Offer™ 
• We make a 100% full-cash 
offer on your buyer's behalf 
• Stand out with a fast, 
guaranteed close 
• Finance through us or any 
preferred lender 

Buy Now, Sell Later™
• Buy and move into the 
new home first 
• Eliminate home sale 
contingencies 
• Sell the old home 
hassle-free on their 
timeline

Stop losing listings to cash buyers.
Call me today to get your
clients pre-approved!

717-579-8270 
timdixon.ovmfinancial.com

Tim Dixon Branch Manager 
NMLS #142916

PROFESSIONAL CLEANING SOLUTIONS

FOR EVERY SPACE!

Final Touch
 C L E A N E R S

Let us
handle

the mess

Let us
handle

the mess

FinalTouchC@yahoo.com • (717) 758-0584

    facebook.com/FinalTouchC

A PAINTING PARTNER
Realtors Can Rely On

SignatureFinishesLLC2015 • 717.424.0847

• Pre-listing paint services.
• Interior and exterior work.
• Reliable timelines.
• Quality, professional results.

Work with a partner that helps your listings stand out.

The Legal Advantage
for Pennsylvania's Top Agents

95+ Years Of Combined Legal Experience

• Residential
• Commercial
• Farm 
• Mobile Home

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

Let our team guide you 
through your legal matters!

717.975.9446 | dplglaw.com
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Carlisle native Adam Osborn never 
planned on a career in real estate. 
He envisioned medicine, spent time 
in personal training and even moved 
across the country on a few weeks’ 
notice. Along the way, he met his wife, 
discovered his faith and eventually 
returned home. Today, as a REALTOR® 
with Keller Williams of Central PA, 
Adam sees real estate as a way to build 
relationships, serve his community 
and create the freedom to pursue what 
matters most.

You grew up in Carlisle. What did you 

imagine yourself doing? 

I was born and raised in Carlisle—a 
good old Carlisle boy. I went to Carlisle 
High School and swam through high 
school and into college. I was pretty 
dang good at it, too, although I was no 
Michael Phelps.

For a long time, I thought I’d become 
a doctor. I studied biology, along with 
philosophy and writing, and afterward 
worked at Carlisle Hospital. My mom 
was a nurse and my stepdad was an 
anesthesiologist, so medicine was 
familiar to me.

What made you realize medicine wasn’t 

the right path? 

The patient interactions were great, but 
I hated the lifestyle. You go to work in 
the dark, leave in the dark and spend all 
day under fluorescent lights.

More importantly, I wanted to help 
people, and some of what I experienced 
didn’t align with how I wanted to live 
and work. I didn’t want to go down 
a path and do things I wouldn’t feel 
proud about.

I’m an outside cat. I need freedom. 
That’s one of the things I eventually 

came to love about real estate—it’s an 
open sandbox. You can make what you 
want out of it.

That search for something different 

eventually took you to Denver. What 

happened there? 

I found personal training, and shortly 
afterward my cousin called from 
Denver and asked if I wanted to be his 
roommate. I said, “Yep, for sure.” The 
next day I gave my two weeks’ notice, 
and within three weeks I was in Denver. 
No plan, just a dream.

I got a personal-training job at the 
University of Colorado medical center, 
and on my fourth day there, I met my 

wife at a rock-climbing gym. About a 
year and a half later, we were married. 
She also introduced me to Jesus. I wasn’t 
raised in the church, and that was a total 
life change for me.

So why leave Denver and come  

back to Carlisle? 

One day my wife said, “Adam, I feel 
like we’re supposed to move back to 
Carlisle.” I basically told her that was the 
stupidest thing I’d ever heard. We had 
300 days of sunshine and the mountains!

But we prayed about it for about a 
month, and I realized she was right. 
My family was going through a difficult 
time, and we wanted to be close. Moving 

F I N D I N G  F R E E D O M ,  B U I L D I N G  C O M M U N I T Y

PHOTOS BY NEXT 

DOOR PHOTOS | 

MIRIAM SMITH

AGENT ON FIRE

Adam

Adam Osborn found 
his way into real estate 
almost by accident. 
What kept him there was 
the freedom to build a 
life around relationships, 
family and purpose.

Osborn
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home turned out to be the best thing we 
ever did.

Now my sister and brother-in-law live 
next door. My parents are here. We 
have our church family and an amazing 
neighborhood. My wife and I say all the 
time that we are so rich in community.

How did real estate enter the picture? 

After coming home, we started 
businesses in personal training and 
health coaching. Then we had a kid on 
the way, we were broke and I needed 
to figure something out. I had a choice 
between a great personal-training job 
and this thing called real estate that I 
knew absolutely nothing about.

I chose real estate thinking, “I’ll do this 
for a couple years until I get my feet 
under me.” Instead, I fell in love with it.

I started with the Neidlinger team in 
2016 in inside sales and eventually 
became an agent primarily focused on 
listings. In 2022, I decided it was time 
to build something of my own and 
moved to Keller Williams. Learning to 
be a business owner as well as an agent 
has been a different animal, but I’ve 
learned a lot.

Did competitive swimming prepare you 

for real estate? 

Absolutely. Competitive swimming is 
a lot of staring at the bottom of a pool 
with no external encouragement. There 
are hours of solitude, and you have 
to decide in your own heart whether 
you’re going to do the work.

That taught me mental grit and self-
discipline. In real estate, nobody is 
standing over your shoulder asking, “Did 
you make your calls? Did you do what 
you said you were going to do?” You 
have to develop that discipline yourself.

What have you learned about  

what makes someone successful  

in real estate? 

When I started, I thought it would be 
more about knowing houses. What I 
learned is that it’s really about people.

Relationships and integrity matter 
more than what you know in a lot of 
ways. Expertise creates confidence, but 
successful people in this business do 
what they say they’re going to do. They 
show up and connect.

I learned the Brian Buffini by-referral 
approach early: be a person, earn trust 
and do the right thing. I tell people I’m a 
professional friend who happens to sell 
real estate.

And you’ve become known for 

handwritten notes. Why? 

Everybody knows me as the note guy. 
Handwritten notes are definitely my 
favorite thing. You see the response and 
realize something that simple can make 
somebody’s day.

There’s no bigger ROI in my mind, but 
it works because it’s personal. It comes 
back to relationships and letting people 
know you actually thought about them.

What does life outside of real estate 

look like? 

My wife is a full-time homeschool 
teacher and mom, and she’s the freaking 
best. We have three amazing kids: 
Ophelia, Josephine and Leo.

Our oldest is getting into dance, 
Josephine is starting Ninja Warrior, and 
Leo is five and already loves working 
out with me.

Family and community are what keep 
us rooted here. Carlisle is special not 

just because it’s where I grew up, but 
because of the life and relationships 
we’ve built here.

When you look ahead, what are you 

dreaming about? 

My wife and I dream about building a 
retreat center. We’re really passionate 
about helping people in their marriages. 
I also get jacked up about people’s 
dreams and helping them create those 
dreams. That’s probably part of why I 
love real estate, too.

Writing is a big part of my life, and 
I’d love to write a book someday. I’m 
especially interested in identity. There’s 
the thing the world says about you, and 
there’s the thing God says about you. 
I’m learning the difference and learning 
who I really am.

I’d love to give that gift to other 
people—to help them know who they 
really are, get the head trash out of 
the way and go do the amazing things 
they’re capable of doing. 

When I started, 
I thought it 
would be more 
about knowing 
houses. What 
I learned is 
that it’s really 
about people.

THE RIGHT MORTGAGE STARTS WITH

REBECCA FOOTE
Founder & CEO
CALL OR TEXT: 717-906-7075
TeamRebecca@Finofi.com
NMLS #51029, 134413

Personalized mortgage solutions, paired with the 
education clients need to understand their options 

and move forward with confidence.

EDUCATIONAL CLASSES WE OFFER: 
HOMEBUYER CLASSES • AGENT EDUCATION

WEBINARS • ONE-ON-ONE GUIDANCE

Over 20 years of experience • Licensed in 9 states

Learn more
with Rebecca
on YouTube

Powered by Finofi Mortgage
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King’s 

MOWING 

TRIMMING 

MULCHING 

SPRING & FALL 
CLEANUPS 

BRUSH
REMOVAL

LICENSED & INSURED 

(717) 880-4723
Quality Work • Fair Prices • Reliable Service! 

(717) 820-9444
Wendy Langan, Owner & CEO
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REMOVE THE HURDLES
and Close the Deal

Dated flooring shouldn’t stand between your client 
and a “Sold” sign. Help your sellers maximize their 

home’s value with zero upfront costs.

Our Mobile Flooring Showroom Comes Right to Your Door

ASK ABOUT OUR PAY AT
CLOSING PROGRAM TODAY!

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

Melissa McCullough
Senior Loan Originator

717.860.0505
melissa@marveloans.com
marveloans.com
NMLS# 1915797

Sarah Martinez
Senior Loan Originator 

717-439-7421 
sarah@marveloans.com 
NMLS# 2700105

Most loans are approved. 
Few �e und���d.
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

WIN A

$250
GIFT CARD!

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll be
entered for a chance to win a $250 gift card.

Don’t wait. Every month, 
one lucky winner will be chosen. 

Will it be you?

Scan the QR code to enter now!

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or older. Void where prohibited. Entry period begins 9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit 
one entry per person. One (1) winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift card. Odds of winning depend on the total number of entries received each month. Winners will be 
notified via email. The N2 Company, d/b/a REAL PRODUCERS (collectively, "N2"), reserves the right to cancel, suspend, or modify the promotion if technical or other issues prevent it from running as planned. By entering, participants 

agree to release and hold N2 harmless from any claims arising out of participation. N2 is not responsible for technical errors or issues beyond its control. These rules are governed by the laws of Texas.
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Houde to Pennsylvania, where he 
worked at The Hotel Hershey and 
eventually moved into corporate  
ticket sales for Hershey Entertainment 
& Resorts.

The jobs may look unrelated on  
paper. Houde sees the common 
denominator: people.

He learned how to sell, how to listen, 
how to manage expectations and, 
perhaps most importantly, how to solve 
the problem sitting in front of him.

From Credit to Closings 
Houde’s path into mortgages began with 
credit repair, giving him an education 
that remains particularly valuable 
today: understanding why someone who 
wants to purchase a home may not be 
ready to do it yet.

Mortgage lending combined two things 
that naturally appealed to him.

“It’s finance. It’s numbers. I like that,” 
Houde says.

But the numbers are only part of it.

His credit background helps Houde 
identify potential obstacles and explain 
practical next steps. While he is clear 
that he does not perform credit repair as 
a mortgage professional, he can use that 
experience to help clients understand 
their position.

“Any client that comes with me always 
has a game plan. Always.”

For REALTORS®, that can make a 
meaningful difference. A buyer who 
cannot qualify today isn’t necessarily a 
buyer who should disappear forever.

“Sometimes it’s a month, sometimes 
it’s six months, sometimes it’s been 18 
months,” Houde says. “They come back 
out of the woodwork going, ‘We did 
what you told us. We’re ready.’”

It’s one reason Houde doesn’t 
particularly like giving up on a file just 
because it requires additional attention.

“A client is a client. Some are easy, 
some are difficult. Why would you shoo 
somebody away when it might only take 
an extra 15 or 30 minutes to give them a 
game plan?”

More Options, Clear Expectations 
As an independent mortgage broker, 
Houde works with multiple lenders, 
giving him the ability to explore 
different financing solutions based on 
the borrower and property.

Loans MME offers conventional, FHA, 
VA and USDA financing, along with 
jumbo and renovation loans. For 
REALTOR® partners working with 
investors or clients whose income 
doesn’t fit neatly into traditional 
documentation, options also include 
DSCR, bank statement and profit-
and-loss statement programs. Home 
equity products and other specialized 
programs further broaden the toolbox.

Houde has 
a particular 
interest in 
working with real 
estate investors, 
from experienced 
investors 
expanding 
their portfolios 
to first-time 
investors trying 
to understand 
where to begin.

But whatever 
the scenario, 
his approach 
remains 
consistent: 
educate the client, 
communicate 
clearly, establish 
realistic 
expectations and 
keep the process 
transparent 
from application 
through closing.

That straightfor-
ward approach 
also fits the place 
Houde now calls 

home. He appreciates South Central 
Pennsylvania for its “calmness while 
being close to everything when you 
want it.” He still misses Canada’s lakes 
and what he describes as its easy sense 
of community, but he also admires the 
American impulse to keep building.

“The U.S. kind of always makes it bigger 
and better somehow,” he says.

For Houde, growth doesn’t mean 
making a transaction more complicated. 
It means having enough experience, 
options and communication to help 
people see what is possible — even 
when the answer isn’t immediate.

“Not every client starts in the same 
place, and not every loan follows the 
same path. My job is to give people 
clarity, give them a game plan and help 
them move forward with confidence. If 
you do that consistently, the trust — and 
the business — takes care of itself.”

Francois Houde has been in business, in 
one form or another, for most of his life.

“I’m third generation businessman 
from both sides of the family,” 
he says. “Growing up in Canada, 
entrepreneurship wasn’t a career path 
someone introduced me to. It was 
simply how my family operated.”

Today, as Vice President of Business 
Development with Loans MME - 
Mortgage Made Easy, that lifetime of 
experience shapes the way Houde 
approaches lending — especially when 
a borrower’s situation requires a little 
more thought, creativity or patience.

Learning Business From the  
Ground Up 
Houde grew up watching his family 
build and operate businesses, including 
a convenience store and a Tim Hortons 
location. By his mid-20s, he was 
pursuing ventures of his own.

He purchased the master franchise rights 
for a rotisserie chicken concept covering 
Western Quebec and Ontario and quickly 
discovered an aptitude for sales.

“I was the best franchise sales guy at 25, 
26 — more than the founder himself,” 
he says.

When the concept ultimately didn’t have 
the infrastructure Houde believed its 
franchisees needed, he moved on. Next 
came an automotive product business, 
selling a universal CV boot directly to 
shops. Houde and his partner would 
meet at Dunkin’ Donuts each morning, 
split up their territory and hit the road.

“We’d do like 100 miles a day, 150 miles 
a day sometimes,” he says. “That’s where 
I really learned in-the-pit sales.”

They built hundreds of accounts and 
assembled products themselves, filling 
his partner’s basement with inventory.

“You know what entrepreneurship is? 
That’s what that was like.”

Later came hospitality, including 
managing a high-volume nightclub in 
Quebec. Then an opportunity brought 

There’s Always a Game Plan
PHOTOS BY KARA CLOUSER OF CONTE PHOTOGRAPHY

PARTNER SPOTLIGHT

From an entrepreneurial childhood in Canada to a career 
in mortgage lending, Francois Houde has learned that 
good business starts with understanding the situation, 
setting clear expectations and finding a way forward. 

FRANCOIS  
HOUDE Loans  

MME
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Real estate is a business built around 
homes, but for Ashley Bleacher, some 
of the most meaningful connections 
happen when no one is thinking about 
buying or selling one.

That philosophy comes to life each fall 
at Haunted Hanna, a family-friendly 
Halloween event hosted by Ashley’s 
team at their Howard Hanna office. 
What began as a few activities on the 
porch of an old farmhouse has grown 
into an annual tradition filled with 
costumes, games, food and families 
enjoying an evening together.

From a Front Porch to a Tradition 
Haunted Hanna began shortly after 
Ashley’s team joined Howard Hanna 
and started looking for a meaningful 
way to become more involved in the 
community. Their office provided the 
inspiration: an 1867 farmhouse with a 
wraparound porch.

“We naturally dubbed it ‘Haunted 
Hanna,’” Ashley says.

The first year was simple. The team 
set up stations around the porch with 
activities and, of course, plenty of candy.

“What started as a small community 
event has continued to grow year after 
year,” Ashley says.

Today, the evening includes games, 
arts and crafts, food trucks, scavenger 
hunts, prizes and plenty of Halloween 
surprises. This year, Haunted Hanna 
returns Oct. 27 from 5:30–7:30 p.m., 
1580 Fruitville Pike, Lancaster. 

Yet for Ashley, what matters most isn’t 
how much the event has grown.

“We love catching up with past clients 
and community members, seeing all of 
the creative costumes and, most of all, 
seeing the pure joy on the kids’ faces,” 
she says.

Her own family gets to be part of the 
evening, too.

“We get to share the experience with 
our children while creating genuine 
connections and making memories with 
the families in our community,” Ashley 
says. “For us, that’s what Haunted 
Hanna is really all about: bringing 
people together.”

Connecting Without an Agenda 
For real estate professionals, 
community involvement can easily be 
viewed through the lens of business 
development. Ashley sees it differently.

“While we are real estate agents, 
we are also fellow members of the 
community, neighbors, parents and 
people who simply enjoy being part of 
the community we serve,” she says.

Haunted Hanna gives agents and 
residents a chance to know one another 
when a real estate transaction isn’t part 
of the conversation.

For Ashley Bleacher and her team, Haunted Hanna is more than a Halloween tradition

TRICK-OR-TREAT  
C O M M U N I T Y  T R A D I T I O N

COMMUNITY CONNECTIONS

“For us, the event is really about 
connection,” Ashley says. “It’s an 
opportunity to see familiar faces, meet 
new people, and build relationships 
outside of a real estate transaction.”

It also takes plenty of people behind 
the scenes. Ashley credits her team 
members, Howard Hanna, and fellow 
Howard Hanna agents with helping 
transform the office and make the event 
happen each year.

“It truly is a team effort,” she says.

The Value of Showing Up 
That same philosophy extends beyond 
Halloween. Ashley and her colleagues 
participate in community events 
throughout the year and support 
Howard Hanna’s Children’s Free Care 
Fund, which helps children receive 
necessary medical care regardless of a 
family’s ability to pay. You can follow her 
at @ashleybleacherteam on Instagram 
for the most up-to-date information on 
their events throughout the year.

The common thread isn’t promotion. It’s 
participation.

For agents looking for meaningful ways 
to connect locally, Ashley’s approach 
offers a simple reminder: authentic 
community involvement doesn’t have to 
begin with a complicated strategy. It can 
start by recognizing what brings people 
together, creating a reason to gather, and 
being willing to show up year after year.

In Ashley’s case, it started with an old 
farmhouse, a porch, some Halloween 
candy, and an idea. Years later, families 
keep coming back. And that’s the kind of 
connection worth building.

HAUNTED HAUNTED 
HANNAHANNA   

Tuesday, Oct. 27 
5:30–7:30 p.m.  
Howard Hanna 

1580 Fruitville Pike  
Lancaster, PA
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“You either quit or you get 
back up on that horse,” Audrey 
Wentling says. She learned that 
lesson at 10 years old after falling 
from a horse while jumping.

“I told my dad, ‘That’s it. I’m not 
doing it anymore.’ He said, ‘No, 
you’re turning around and getting 
right back up on that horse.’ And 
I did.”

The lesson stayed with her. 
Today, Audrey is a REALTOR® 
with Coldwell Banker Realty who 
has been serving clients since 
2000, working across first-time 
homebuyers, military families, 
the 55+ market, corporate 
relocation and luxury real estate.

“I love that I have the diversity,” 
she says. “It never gets boring.”

An Early Lesson in What 
Service Should Be 
Raised in Central Pennsylvania 
by a father who served 42 years 
in the Army, Audrey credits him 
with instilling the work ethic that 
has shaped her life.

“He taught me grit, grind and 
getting the job done,” she says.

Her connection to real estate 
started early. She bought her first 
home at 19, then set her sights 
on a single-family home at 21. 
When she visited a new-home 
community, however, the agent 
told her to go home and “save my 
pennies in my piggy bank” and 
come back when it was full.

“I was deflated,” Audrey says. 
But two days later, she spotted 
a resale in the community and 
called the listing agent. “I told her, 
‘I’d love to buy, but I can’t,’ and 
told her what had happened. She 
said, ‘Can you come in and see me 
and my manager this evening?’”

They helped Audrey create a path 
forward. In November 1982, she 
bought that single-family home—
with a 17% interest rate.

Nearly two decades later, on 
Audrey’s first day as a real  
estate agent, a woman walked 
into her office with a remarkably 
familiar story.

“She said she’d love to purchase, 
but she couldn’t because she’d 
been told she couldn’t get a loan,” 
Audrey says. “I sat her down, 

put her on the phone with a loan 
officer, and she got a loan.”

The home her client purchased 
was the exact model—and even 
the same color—as the home 
Audrey had bought after being 
told she couldn’t.

“Full circle,” she says. “That was 
my first deal.”

Whatever It Takes 
Before earning her real estate 
license, Audrey spent more 
than 15 years in insurance and 
financial services. “I learned how 
to handle business, how to listen 
to people and take care of their 
needs,” she says. “It was always 
about putting their needs first.”

For Audrey, that philosophy can 
become remarkably literal.

PHOTO BY NEXT 

DOOR PHOTOS | 

MIRIAM SMITH

TOP AGENT

WENTLING
Audrey

Building a Career That L
asts

For Audrey Wentling, resilience isn’t simply 
a mindset—it’s the foundation of a real 
estate career built on listening, adapting 

and doing whatever it takes to help clients 
move forward. 
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717-460-0300
MakingMovesPA.com

MOVING HARRISBURG

ONE BOX AT A TIME
Delivering five-star move-in vibes, every time!
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Over 30 years of experience
13 offices in Central PA

717.901.8342
GuardianClosings.com

Liz.Rivera@RealogyTitle.com

Local Know-How.
Statewide Success.

You Deserve a Closing That Feels Easy.

Liz Rivera
Bilingual Title Agent

• Residential
• Commercial
• REO Services
• Virtual Close
   Platform

When clients relocating from 
Pennsylvania to Florida lost their 
moving-truck driver at the last 
minute, Audrey volunteered. “I 
told them, ‘If you have everything 
ready for me by noon, I’ll pick up 
subs, we’ll have a quick lunch, 
and I’m jumping in that truck and 
taking off to Florida,’” she says.

She drove their belongings south, 
then boarded a flight three hours 
after arriving so she could make 
her next appointment back in 
Pennsylvania.

Another family needed an even 
less conventional solution. After 
losing out on 10 homes, Audrey 
found them an off-market 
property—but the sellers needed 
to remain there for six months. 
The buyers, a young couple 
with two-year-old twins and 

a newborn, needed furnished 
housing in the meantime.

“One night I decided I would 
move out of my own townhome,” 
Audrey says. “I put my things 
in storage except for what they 
needed, and they stayed in my 
place for six months. I rented a 
bedroom from a friend.”

She didn’t know the family before 
working with them, but she never 
questioned the decision.

“I would do it again,” she says. 
“The satisfaction was that both 
clients got exactly what their 
goals were, and I was able to 
make it happen where otherwise 
it would not have happened.”

Turning Setbacks  
Into Action 
That persistence has been tested 
personally, too. Audrey raised 
three children while building 
her career, including years as a 
single parent when real estate 
was her only source of income. 
More recently, she navigated the 
unexpected loss of both parents 
and a major identity theft that 
upended her life.

During the difficult 2007 market, 
she remembers reaching another 
crossroads. “I cried myself to 
sleep night after night,” she says. 
“Then I decided, I can continue 
to cry myself to sleep, or I can do 
something.”

So she bought 20 real estate signs.

“I knew that having those signs 
sitting in my garage was going  
to bother me,” she says. “I had  
to do whatever I needed to do to 
get business and get them out of 
my garage.”

The tactic became a personal 
accountability system she still 
uses. “If the market slows or I feel 

like my business is slow, I just 
order some more signs,” she says.

Audrey also carries her father’s 
influence into her community 
involvement, volunteering with 
Wreaths Across America and 
Space Coast Honor Flight. For 
the latter, she helps send older 
veterans off for honorary trips to 
Washington, D.C., then welcomes 
them home upon their return.

Still Building What Comes Next 
Audrey’s love of real estate 
extends to the homes themselves. 
She has personally custom-built 
seven homes in Pennsylvania and 
two in Florida, often sketching 
concepts herself before builders 
turn them into formal plans.

“When I’m designing and 
building, I actually sketch the 
homes out on paper myself,” she 
says. That experience now gives 
her another way to help buyers. 
“When clients aren’t finding what 
they want, I can sketch something 
out for them or show them 
changes they could make.”

More than 25 years after earning 
her license, Audrey sees herself 
doing the same work five years 
from now. She is also continuing 
to build connections in Florida, 
partnering with an agent there to 
help Pennsylvania clients sell here 
and find their next home there.

“I have a passion for it,” Audrey 
says. “I love helping my clientele.”

Markets will shift. Technology will 
change. Life will deliver its share 
of unexpected turns. Audrey has 
learned that the important part is 
what happens next.

“Whenever things get you  
down, you just pick yourself up 
and go again,” she says. “You 
either quit or you get back up on 
that horse.” 

Whenever 
things 

get you 
down, you 
just pick 
yourself 
up and 

go again. 
You either 

quit or 
you get 
back up 
on that 
horse.”

info@montgomerydesignbuild.com
(717) 471-2081
www.montgomerydesignbuild.com
Contractor Registration PA173798

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

YOUR HOME DESERVES
A RENOVATION
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Home Inspections | WDI Inspections | Water Testing | Radon Testing

WHEN EVERY
DETAIL
MATTERS, 
SO DOES
YOUR
INSPECTOR.

ADLER
HOME INSPECTIONS

Your next closing starts here.
Call us today!

David C. Heintzelman, Owner
717-480-3357 | adlerhi.com

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 our-
selves 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.

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 I RECOMMEND A BUSINESS? 
A: If you want to recommend a business that works with top 
real estate agents, please email or message us! 
Email: Coach.Fino@n2co.com 
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Kevin 
and
Linda 
Kenny

The
ALPHA STANDARD

in Home Inspections

Book your inspection today!
717.914.1600 | alphainspection.net

SCAN HEREA Family 
Team You 
Can Trust 
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CONTACT US!

First Impressions Are Everything!

BEFORE

AFTER

BEFORE

AFTER

717.691.1712  |  db360wash.com

SIDING � DECKS
BRICK � ROOFS

Why choose Soft Wash?

Use of
Green

Products,
environmentally

friendly.

Uses
1/3 less
water.

Cleans &
sanitizes any

outside surface,
removing algae,

moss, lichen.

Results last
4-6x longer

than pressure
washing!

R O O F I N G  |  S I D I N G  |  G U T T E R S

License # PA132149 | Discounts for Veterans & First Responders 

Roofing That 
Won’t Hold Up 
Your Closing

$150
ROOF

CERTIFICATIONS
with quick turnaround times!

Make roofing the easiest part
of your transaction!

(610) 621-9244
FirstChoiceRoof.net |         

CONTINUING EDUCATION
0 The CE Shop·

� 

Announcing our new partnership with The CE Shop! 

Harness a thriving career 
in the real estate industry. 

on all online education. 

Valid on real estate, mortgage, and professional development. Subject to products provided on affiliate site. 
OH Pre-licensing discount applies to packages features, Exam Prep Edge, and Post-Licensing only. 

Education provided by The CE Shop. ©2025 The CE Shop LLC. All Rights Reserved. 

SAVE
35%

Use Code: RP35

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.

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

(717) 462-5684

Dan Collison
Your Insurance SOS
(Second Opinion Specialist) 

Licensed in PA, MD, DE & NJ.

Hassle-free coverage
for your clients that keeps
every settlement on track!

Covering
Your Ass(ets)!
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YOUR NEXT
SMOOTH

SETTLEMENT
STARTS HERE!

Shonna S. Cardello
PRESIDENT

Melanie Caputo
DIRECTOR OF MARKETING

717.846.8882  |  WRSettlements.com  |  1441 East Market St. York, PA, 17403

Real Estate Settlements and Title Management | Serving Pennsylvania and Maryland | Secure Online Portal
Remote Online Signing and Notarization | Residential and Commercial Title Services

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

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

WE PROVIDE MORE
THAN SETTLEMENTS,



9151 Currency St.
Irving, TX 75063

The People Behind
the Paperwork Matter 

• Title & Settlement Services 
• Residential & Commercial Closings 
• Purchase, Sale & Refinance Transactions  
• Coordination With Your Transaction Team 

At Jameson Stone Settlements, we work along
side buyers, sellers, agents, and lenders to help 
bring each transaction together. 

The title/settlement company is YOUR
choice to make. Make the right choice
and choose Jameson Stone Settlements! 

Daniel R. Jameson, Esq. & Ethan K. Stone, Esq.
717-220-3529  |  JamesonStoneLaw.com

SETTLEMENTS


