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epiphany: he wanted to build
homes, yes, but more importantly,
he wanted to build a life where he
could actually be home.

Mike started early. He obtained
his license in 2009 at just 18, while
most of his peers were focused

on prom and graduation. But,

he didn’t jump in immediately.
Following traditional
expectations, he pursued a degree
in Sociology with distinction

from Purdue University, with

law school or a career in law
enforcement on the horizon.

To bridge the gap, he followed in
his father’s footsteps and took a
job at the steel mill. The money
was great, but the cost was high.
“I was working 70 hours a week,”
Mike says. “I sat in the breakroom
one day and had an epiphany. I
realized that if I stayed, I would
end up in the same boat as my
father—providing a good life but
never being home with my kids.”

He found his motivation in the
pages of Rich Dad, Poor Dad,
specifically a quote that challenged
him: “Why climb someone else’s
ladder when you can build

your own?” Reflecting on that

time, Mike notes, “That kind of
motivated me to really start to
reflect on what I wanted to do in
my life, as opposed to just making
money... what did I want my future
life to look like?” With six months
of expenses saved and a heart full
of vision, Mike left the mill in 2014
to pursue real estate full-time.

The transition wasn’t
instantaneous. As a 22-year-

old agent, Mike wrestled with
whether clients would trust

him because of his youth.

He countered this by leaning

into an “old soul” approach,
prioritizing phone calls over texts
and building deep, meaningful
relationships rather than just
chasing transactions. “I'm kind of
old school... a lot of agents prefer
texting, and I just don’t think that
that’s necessarily the way we
should do business all the time,”
Mike explains. He adopted the
motto from his colleague David
Taylor “CITO”—”Come Into The
Office”—treating real estate with
the same daily discipline as a
nine-to-five.

By the end of his first half-
year, he had closed nearly
nine transactions, a sign that

his Region Mike brand was
resonating. Over a decade later,
Mike has become a perennial
multi-million-dollar producer,
recently achieving the 2024
CENTURION and President’s
Producer awards. “In 2022 & 2023
I had barely missed a Century 21
award called Ruby. I realized that
I just missed it by a transaction or
two the last two years, and then

I hit it the first six months and

by the end of the year I achieved
Centurion/President’s status.”

Today, Mike is living the life he
meticulously designed in that
steel mill breakroom. He is a
father who doesn’t just provide;
he is present. To date, he has
coached over 20 teams and 160
games for his three children:
Layla, Lilliana, and Luka. “There
hasn’t been a sport they’ve played
so far that I haven’t coached,” he
says with pride. For Mike, these
moments are the true definition
of success: “I can always make
more money, but my daughters
aren’t going to be eight and six
forever. My son isn’t going to be
three years old forever.”

He is the first to admit that this
masterpiece would be impossible
without his wife, Mackenzie.
“Without my wife, I wouldn’t

be able to do what I do,” Mike
emphasizes. “Without a really
good partner at home... ’'m not
at work every day.” Together,
they have built a household
where happiness is the primary
currency and where Mike
encourages his children to build
their own ladders, whatever those
may look like.

When he’s not working, he’s
rooting for Chicago sports and
constantly reading books on
growth and success. His journey
from the sawdust of his father’s
job sites to the pinnacle of Century
21 proves the power of pairing
hard work and a clear vision.
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Choose Blackburn Builders for Your Clients’ Dream Homes!

* Over 25 Years of Experience
* Heating, Air Conditioning, & Geothermal Specialists
HEATING & * Free Estimates on New Installs
AIR CONDITIONING * Residential & Commercial Installation & Service
A (e * Family Owned & Operated
* Financing Available

Ask us about installing a geothermal heat pump in your home. It is the greenest, most efficient, and most cost
effective heating & cooling system available. You have to experience it to believe it!

RGN0

219-515-4007
info@stiheatingandair.com

Les Turbin, Vice President ~ Rachel Turbin, President

Realtors: o
Give your clients an easier Y[]ur cummunltv Pﬂrtner

CLOSING DAY n .
in Northwest Indiana
lT‘ * Fixed & Adjustable Rate Mortgage
H O o S E R * Construction Loans

Insurance Agency * FHA Loans
* VA Loans

* Jumbo
PH 21 9 865 8090 * Rural Development

* Freddie Mac Home Possible®
www.Hooslerinsurance Agency.com « Fannie Mae HomeReady®

Tired of seeing buyers struggle with rising
Home & Auto Insurance rates?

As a husband-a _ ,QWe make building a
home a pers and'enjoyable experience.

HERE’S WHY REALTORS TRUST US:
» Personal Touch: We work closely with clients to bring their visions to life.
* Quality Craftsmanship: Beautiful homes built with care and attention.
e Easy Process: Friendly support every step of the way.

CHECK US E_I : J_El

OUT HERE! T

Send them to Hoosier Insurance Agency

Jeff & Jennifer Podgorny deliver fast, competitive
proposals that help keep deals on track

=0 REGIONAL

and close on time. = [ENDER < federal credit union

Relible service. Real savings. 1-800-762-7419 - REGIONALFCU.ORG

The support your clients deserve.
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CELEBRATING LEADERS

Terr

of Better Homes

How Terry Papp Built a Real Estate Powerhouse

n real estate, many can

speak the language of

“transaction,” but few

truly master the dialect

of “transformation.”

For Terry Papp, the
Producing Managing Broker for
Better Homes and Gardens Real
Estate Connections Indiana, the
blueprints for a successful life
aren’t found in a linear career
path, but in leading from the
heart, maintaining high value,
and staying anchored in a
strong work ethic. His story isn’t
a straight line; it is a series of
strategic pivots, a masterclass in
building a family, both at home
and in the office, and a testament
to the fact that iron truly does
sharpen iron.
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Terry’s foundation wasn’t poured
in a real estate office, but on the
heavy highway road construction
sites of Illinois. For eighteen
years, he navigated the complex
logistics of plant operations,
rising through the ranks in a
well-paying union job. It was a
world of government regulations
and hard-hat realities, a stark
contrast to the luxury lakefront
estates he represents today. Yet,

it was here that his father, his
greatest mentor, instilled the core
philosophy that defines Terry: the
ability to roll with the punches.

“In every market, you have to make
pivots,” Terry explains. “That’s kind
of my keyword. You can’t control
interest rates, you can’t control

& Gardens Real Estate Connections ———

home supply, you can’t control
people’s emotions, but you can
pivot the way you do business.”

This “power of pivot” was

put to the ultimate test when
Terry was approached to lead
the Better Homes and Gardens
brand in Northwest Indiana. At
the time, he and his wife, his
“rock” of twenty-six years, had
just moved into a brand-new
home. Taking the role meant
leaving a stable union job for
an uncertain venture.

MARKET
PIVOTS



YOU HAVE TO
MOTIVATE
& UPLIFT
& BUILD.

“She knew I was not happy in
my other career,” Terry recalls
of his wife’s loving support. “She
said, ‘Terry, if this doesn’t work
out, sell the house. We’ll live in
an apartment.”” That partnership
allowed him to flourish, proving
that success is never a solo
endeavor.

If you ask Terry how he measures
professional success, he won’t

point to his lifetime production of
over $60 million or the firm’s rise
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to a #1 ranking in Crown Point.
Instead, he’ll tell you success is
measured by agent smiles.

Terry’s leadership model mirrors
his parenting model. Just as he
finds joy in speaking about his
daughter Breeyana’s courage in
starting a high school prayer group
or his son Zach’s dedication to
wrestling, he takes pride in seeing
his agents hit their own milestones.

“I committed to helping my agents
succeed,” he says. “You have to
motivate and uplift and build.
Seeing their success and our
smiles and their achievements,
that’s what breathes life into me
and all of our staff.”

In an industry often criticized

for being cold and transactional,
Terry has cultivated a culture that
feels like a family reunion. It is not
uncommon for an agent to walk
into the office having a bad day
and leave feeling like “sunshine”

after a laugh and a hug. For Terry,
growth isn’t just about adding
“bodies” to the roster; it’s about
ensuring that those who join the
BHG family are “client-centric”
and ethical. “We like to say ‘Iron
sharpens iron’ here,” he notes,
emphasizing that they only seek
the “best of the best” in character.

The Better Homes and Gardens
brand is uniquely suited to Terry
because it is a lifestyle brand,

not just a real estate agency.

This resonates with a man who
collaborated side by side with his
builder to design his own home
and who finds his weekly recenter
in the methodical art of smoking
meat for his family every Sunday.

Terry understands that when a
client looks at a house, they aren’t
thinking about the closing table;
they are wondering if the kitchen
is big enough for Thanksgiving

or if the backyard can host a
summer barbecue.

“We’re about what makes it a
home,” Terry explains. “What
paint colors are in trend, or what
to cook for Super Bowl Sunday.”

This passion for the full picture
helped Terry grow Indiana
production from $40 million when
he started to over $300 million in
2025. He immersed himself in the
community by joining the Diversity
Committee, supporting the
Women’s Council, and attending
every networking event possible.
Inclusion is a value he holds close
to his heart. He believes everyone
should feel seen and celebrated.

Reflecting on his journey from
the heavy highway industry to
the top 10 of a national real estate

brand, Terry remains grounded
in the lessons of his past. He is a
man who once excelled at a job
that didn’t fulfill him, and that
experience makes him protective

of the happiness he has built now.

His goal for his children and

his agents, is simple: to show
them that ambitious goals are
achievable through grit and
ethics. “If you do it the right way,
you will be successful,” he insists.

As he looks toward expansion
into Porter County and the top
5 national rankings, Terry Papp
continues to lead with a thick
skin and a soft heart, proving
that in real estate, as in life,

the strongest structures are

IF YOU DO IT
THE RIGHT WAY,
YOU WILL BE

SUCCESSFUL.

those built on a foundation of
genuine connection. Whether
he’s floating on his pontoon boat
or navigating a complex market
pivot, Terry relishes a culture
where everyone is set to grow
and succeed with a smile.
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SAVE THE DATE

NWI Real Producers
SPRING EVEN

uce

" SMOOTH CLOSINGS

Choose Meridian Title

- Cindy Finley
o - A Senior Account Manager
Bt B g = | P 219.713.9760
rgE R e ~— cfinley@meridiantitle.com
R ' w [N G B Palmer Myers
: | Senior Account Manager
219.746.0873

pmyers@meridiantitle.com

Dawn Zigler
Senior Account Manager

219.608.4799 MERIDIAN TITLE

dzigler@meridiantitle.com

™1
L

Brooke Leonard

' y B Account Manager
Lisa Grady Alex Nickla Jessica Kish Brent Wright Andrew Knies 2 19-6?7-3769 meridiaﬂ title. com m m n
bleonard@meridiantitle.com

Join us Tuesday, May 12 for the NWI Real Producers Spring Event featuring

Tu eSd ay, M ay 1 2 our first-ever Top Producer Panel discussion! The event will also include
food from Coppolillo’s Italian Steakhouse, giveaways, photography by T-23
1 0 : Ooa m = 1 :0 0 p m Productions, videography by Delia Jean Filming, and more.
Hosted by Blackburn Builders and Coppolillo’s, this event is free for
St. John Community Center Realtors. Space is limited; be sure to RSVP using the link in your email.

10216 Cline Ave

St John, IN 46373 ,
R o=t

Doors open: 10:00am EHFF“L“‘L“'S

Agent Panel: 10:30-11:30pm BLACKBURN |

Social: 11:30-1:00pm BUILDERS

TN STEAKHOUSE
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COVER STORY

SUCCESS IN MOTION REDEFINED:

THE RHYTHMIC JOURNEY OF AMY 1270

In real estate, success is often
measured by the frantic pace of the
“hustle.” But Amy Izzo, CEO and

Team Leader of The Amy Izzo Group
brokered by eXp Realty, is moving to a
different rhythm. After a twenty-year
corporate career and over a decade

in real estate, Amy has realized that

the most powerful growth doesn’t
always look loud. It looks like “steady
ground, clear boundaries, and choosing
what lasts.” Her story is a compelling
narrative of redefining success through
alignment, turning “can’t” into “can,”
and discovering that life, like dance, is
all about the intention behind the step.

BY GIAVONNI  Breaking the Generational “Can’t”
PHOng‘s’:;:‘; Amy’s professional mission is
By MELINDA  deeply parallel to her personal
NICOLE  history. Growing up as the

PHOTOGRAPHY  qayghter of a waitress and a truck
driver, she treated the concept
of homeownership as a distant,
unreachable star. She recalls that
in her family, there was a mindset
that “with certain careers, there
was just no way that you could
own.” This limiting belief was
reinforced by professionals who
told her parents “no” without ever
offering a map to “yes.”

Amy shattered that ceiling by
purchasing her first home before
her parents ever did. Now, she uses
her career as a platform to dismantle

those same barriers for others. She and resources and information wife a “real” home, Amy views
said, “I have been determined in my and education to put them on herself primarily as an educator.
career to be that resource for families the pathway.” Whether helping She believes that “everything

who thought homeownership was an 18-year-old or an 89-year-old works if you work it, but you have
not an option, giving them the tools veteran who finally promised his to make it work for you.”

OF THE AMY 1ZZ0 GROUP, BROKERED BY EXP REALTY
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WHEN YOU
TAKE CARE OF
YOURSELRE,

WHEN YOU STAY
CONSISTENT,
WHEN YOU LEAD
WITH INTEGRITY,
SUCGESS
FOLLOWS
ON YOUR TERMS.”

The Parallel of the “Messy Middle”
There is a striking parallel between
Amy’s corporate past and her physical
transformation. As a Six Sigma Master
Black Belt, she was a professional
problem solver, yet for years, she
struggled to solve the problem of her
own burnout. She recalls being “at

the bottom of the list,” prioritizing her
career and family until she faced a
sobering reality: “I was going to die, and
I don’t want to die... 'm going to leave
these young kids without a mom.”

This fear sparked a fire that led to a
240-pound weight loss. The weight
loss journey mirrored her “fire, ready,

aim” approach to real estate. Just
as she restructured herself out of
a corporate job to find freedom,
she restructured her lifestyle

to find health. She discovered
that self-care is not selfish, but
necessary. She said, “If you don’t
do that, you cannot give your best
self to others. Putting myself first
gave me an opportunity to give
them the best version of me.”

Alignment: Success as a West
Coast Swing Dancer

Today, Amy’s life is defined by

a simple, poetic theme of being
rooted and rising. She is rooted in
values of family and faith, while
rising with a clarity that refuses
to rush. Nowhere is this more
evident than in her passion for
dance. Despite believing for 48
years that she was “not athletic,”
Amy turned that “can’t” into

a “can” by mastering over 20
ballroom dances and competing
in Las Vegas.

She now sees a direct correlation
between her time on the dance
floor and her time in the office.
She recalls, “I spent more time by
myself, less time in the business,
and my transactions are way
higher.” This is the essence of her
redefined success: alignment over
balance. She said, “I don’t believe
in balance, I believe in intention.
When you take care of yourself,
when you stay consistent, when
you lead with integrity, success
follows on your terms.”

Amy’s journey from corporate
executive to a 5x ICON agent and
competitive dancer proves that
success is a lifestyle, not just a
number. As she looks toward the
next chapter, she aims to help

50 agents in Northwest Indiana
find their own alignment. Her life
serves as a roadmap for anyone
feeling “stuck,” reminding us that
we have the power to redefine
our own success, one intentional
step at a time.
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I DON’T
BELIEVE IN
BYANIWAVNICJER

I BELIEVE IN
INTENTION.”
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Partner with the Top 1% Loan Officer who
helps you close more deals

Springis the season of growth-

and the write lending partner makes all the difference.

v/ 97% Closing Ratio- Get more deals to the finish line

v/ Win more offers with strong pre-approvals.

+/ Generate more qualified buyers and grown your sphere organically
v/ Full underwrite on your clients while they're still shopping

97% Closing Rate / Top 1% Nationwide / More Leads

Wendy Krischke /More Closings / More growth
Top 1% Loan Officer Nationwide \

NO SURPRISES, QUICK CLOSINGS, AND BEAT OUT YOUR COMPETITION.

Wendy Krischke @

. —'r =<, Branch Manager / CrossCountry
7 THE WENDY KRISCHKE TEAM
° (219)712-4512 CROSSCOUNTRY MORTGAGE ™

9 teamwendy@ccm.com

Don’t let a leaky listing sink
your deal! Call the pros at
Area Wide Waterproofing for
timely and thorough service.

Scan for more
information on
services available and
for speedy service.

Call today for
a free

estimate or
Home Buyer

: o Inspection!
*. T08-274-T46T7 ,-°

. "
* P s g an®
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CROWN POINT OFFICE

510 Foote 5t
*_*_-*——*/\ Crown Point, IN 46307

Phone: (219) 662-7838

www.mastercleanselect.com

SERVICES AVAILABLE: Scan to Book
+ Carpet and Upholstery Cleaning or Learn More
+ Air Duct Cleaning

Mold Remediation

Water Extraction and Emergency Clean-up

Tile & Grout

Light Demo, Construction Clean-Up, Debris Removal, and More!

CROWN POINT OFFICE ”
CONSTANT
Crown Point, IN 46307

Phone: (219) 662-7838

® ®
TR omCe maid service

131 Ridge Rd. Suite 1N Cleaning your world one room at a time.
Munster, IN 46321
Phone: (219) 836-2650
www.constantclean.com

(=] [m]

SERVICES AVAILABLE:

Residential, Commercial, and Light Industrial Cleaning

L « Janitorial Services (offices, restaurants, businesses)
. . + Regular Maid Service
« Deep Cleans
ol « Move-In and Move-Out Clean-Up

Scan to Book
or Learn More
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THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

www.ttsgranite.com
P: (708) 755-5200 | C: (708) 755-8600
Maxn@ttsgranite.com
Jdavis@ttsgranite.com
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