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SPRAY FOAM INSULATION

Travis Waters
Sr. Mortgage Advisor
NMLS 150593
219.286.2211
TWaters@UHM.com
UHM.com/TWaters

You Have Enough To

Leave Finding The
Right Mortgage To Me!

Juggle...
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Michael Felder found his way into 
real estate through motion. Before the 
contracts and closings, he was learning 
to read people in the fast-paced rhythm 
of the restaurant industry. That world 
became the training ground for the 
career he would later build in Northwest 
Indiana, where service, trust, and quick 
instincts still define the way he works.

It was while working at Lighthouse 
Restaurant that the next chapter began 
to take shape. Lighthouse was more 
than a job. It was where people began 
to recognize his potential, and where he 
met his wife. It was also where a repeat 
customer saw something in him and 
opened the door to real estate. Soon, 
Mike was doing property management 
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AGENT SPOTLIGHT

If you’re genuine and you 
take care of people the 

way you would want to be 
taken care of 

THAT TRANSLATES  
TO BUSINESS.”

on the south side of Chicago, studying 
for his real estate license, and finishing 
his degree all at once. For someone who 
describes himself as a little “rowdy,” 
it was a fitting start, a season full of 
moving parts, pressure, and possibility.

That early season gave him more than 
an entry point; it gave him range.

Mike started learning the investment 
side of the business from the inside. 
He helped manage a large multi-unit 
building, worked across nearly 100 
doors in Chicago, and gained firsthand 
experience improving assets and 
stabilizing operations. At the same time, 
he was earning his degree in tourism 
and hospitality management at Purdue 
University Northwest, where much of 
the curriculum focused on the business 
and investment side of hospitality. As 
Mike puts it, “I was learning investment 
and commercial real estate in college 
while I was actually doing it.” It 

gave him a foundation that was both 
practical and strategic.

If the business side sharpened his 
thinking, people are what made real 
estate stick. Mike will tell you that getting 
a license and actually doing real estate 
are two very different things. For him, 
the business became clear through 
networking, not in a forced, transactional 
sense, but in the natural way he had 
always moved through the world. Mike 
grew up in Lowell with a wide circle of 
friends. He had already been building 
relationships long before he ever called it 
networking and that instinct became part 
of his staying power.

He is energized by people. He believes 
in the Golden Rule. “If you’re genuine 
and you take care of people the way 
you would want to be taken care of,” he 
says, “that translates to business.” In real 
estate, trust matters more than anything. 
His definition of success is not just 

FELDER
Michael

BUILT ON CONNECTION
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production. It is the moment 
the phone rings because 
someone trusts him enough 
to call in order to help them 
accomplish their real estate 
goals. It is the referral. It is 
the relationship.

Mike’s ability to just be 
hyper-focused shows up 
in business, in competition, 
and in the way he approaches 
life. He plays soccer, skateboards, 
golfs, snowboards, and wakeboards. 
If you ask him to go skydiving, he will 
undoubtedly say “yes.” Team sports 
give him the camaraderie. Independent 
sports give him what he calls that “you 
against you” feeling. He enjoys the thrill 
of progression, of getting better, and 
pushing past your own limits.

That same appetite for challenge also 
carried him into entrepreneurship. In 
2020, Mike began a startup venture that 
later closed due to market conditions. 
Even so, he speaks about it with pride. It 
was difficult, risky, and demanding, but 
it taught him something essential. Failure 
is part of building. “It’s what you do with 
those failures that matters,” he says.

For all of his drive, though, the center of 
Mike’s life is not work. It’s family.

He and his wife have been together 
since 2010 and married since 2018. 
She is not only his biggest supporter at 
home, helping raise their son, but also 
a real part of the business, contributing 

through interior design and 
backend support. Mike is quick 

to say he would not be where 
he is without her. And when 
he talks about success on a 
personal level, the answer is 
simple: “Being there for my 
son and my wife.” Providing 
for them, building a life they 
can share, and being present 

in it. That is the success that 
matters most.”

That sense of gratitude shapes 
the way he sees Northwest Indiana, 

too. Mike loves the growth happening 
across the Region. He lights up when 
talking about the area’s restaurants 
and the fresh concepts that bring more 
character to the community.

For Michael Felder, real estate is one 
way to invest in the place he calls 
home, a growing Northwest Indiana 
shaped by connection, opportunity, 
and community. 

BEING THERE FOR MY 
SON AND MY WIFE. 

Providing for them, 
building a life they can 

share, and being present in 
it. That is the success that 

matters most.”
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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!

• Over 25 Years of Experience
• Heating, Air Conditioning, & Geothermal Specialists
• Free Estimates on New Installs
• Residential & Commercial Installation & Service
• Family Owned & Operated
• Financing Available

219-515-4007
info@stiheatingandair.com

Les Turbin, Vice President Rachel Turbin, President
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Kim Odegard has spent 33 years proving 
that longevity in real estate is about 
more than production. With more than 
$200 million in lifetime sales and a 
reputation as one of Northwest Indiana’s 
most respected agents, she has built a 
career defined by excellence. But the 
real story of Kim Odegard is not just 
about success. It is resilience.

That resilience was shaped early in 
Dyer, Indiana, where Kim was raised 
by a hardworking single mother and 
learned at a young age that security 
had to be built. By the age of 13, she 
was already working her first job. She 
graduated from Lake Central High 
School a year early; all while taking 
honors courses, participating in choir 
and volleyball, and working up to 20-30 
hours a week. She attended evening 
classes at Purdue University while 
working full-time in Chicago, earning 
her bachelor’s degree in Business 
Management and Accounting. She held 
positions in accounting departments at 
some of Chicago’s largest law firms so 
she could fund her tuition. Even though 
the road took longer than expected, Kim 
refused to quit.

Accounting made sense to her. She 
loved math, structure, and numbers. 
But in 1993, while finishing her degree, 
she stepped into real estate, thinking it 
would be a temporary move. She was 
in search of a flexible job that would 
let her finish up her degree before 
returning to corporate life. Instead, she 
found a career that fit both sides of who 
she was: analytical and people-centered. 
“I’ve always been a people person,” Kim 
says, “but I always had a very analytical 
mind, and I like numbers and problem-

THE RESILIENT 
BLUEPRINT  

The Life and Legacy of 
Kim Odegard

of Odegard Real Estate Team | eXp Realty

BY GIAVONNI DOWNING
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solving.” When she was told that many 
agents did not last in this business and 
that the average new Realtor earned 
very little, Kim’s response was simple: “I 
guess I can’t afford to be average.”

That mindset carried her through 
the next phase of her real estate 
journey. What began as a job became 
a career, and eventually, a business. 
Her background in accounting and 
business management shaped the 
way she grew. Over time, Kim stopped 
operating like a salesperson and started 
thinking like a business owner. She 
built systems, refined strategy, and 
created a business designed to last. Even 

changing the branding from 
“The Kim Odegard Team” to 
the “Odegard Real Estate Team” 
reflected that shift. She wanted 
the business to be bigger than 
one personality.

Kim’s resilience was tested 
most deeply in the valleys. As 
the housing market reached 
the end of its crash, she entered 
a season marked by significant 
personal and financial strain. 
The aftermath created a 
ripple effect that touched 
every area of her life, even 
as she continued to meet the 

demands of a real estate career. During 
this time, she was often recognized for 
her sales achievements and production, 
yet internally felt undeserving, even as 
everything appeared intact from the 
outside. For someone as driven as Kim, 
that disconnect cut deeply.

But that season became a turning point. 
Instead of letting those challenges define 
her, Kim rebuilt. She hired a coach, 
tracked her expenses, created a budget, 
and made intentional financial sacrifices 
to build long term security. Her life 
shifted. She regained financial stability, 
purchased an investment property, 
established a retirement account, and 
built a stronger foundation for the 
future. “My life turned around 180 
degrees because I’m not a quitter,” she 
says. She no longer sees failure as final, 
but as part of growth.

That perspective now shapes the way 
she leads. While she remains a top 
producer, Kim is most passionate about 
mentorship. A consummate learner, 
she is constantly seeking growth and 
finds fulfillment in sharing knowledge 
with others. Whether coaching agents, 
helping rebuild a struggling business, or 
celebrating a team member reaching six 

figures for the first time, she finds real 
joy in helping others succeed. She does 
not lead from a one-size-fits-all model. 
She takes time to understand people and 
how they think, then meets them where 
they are.

That same spirit shapes her team 
culture. For Kim, her team is family, 
and she is deeply proud of each of 
them. Phone calls often end with “love 
you.” She takes pride not only in what 
her team produces, but in who they 
become, celebrating their growth 
every step of the way. Even when 
agents leave for new opportunities, 
she continues to support them and 
remains proud of all they accomplish. 
To her, leadership is not about 
holding people tightly. It is about 
helping them grow. Knowing she may 
have been a small part of their growth 
and success is something she carries 
with quiet gratitude, never taking 
credit, but feeling deeply honored  
to have played even a small role in 
their journey.

Kim’s influence extends far beyond 
her office. She has served on local 
and state boards, committees, and 
MLS leadership, including as GNIAR 
MLS President in 2017, the same year 
she was honored as Realtor of the 
Year. For more than a decade, she has 
contributed to both the Professional 
Standards Committee and the Indiana 
Association of Realtors State Forms 
Committee, helping shape and uphold 
industry standards. In 2026, she 
was named State Chairperson of the 
Professional Standards Committee, 
reflecting her deep expertise and 
commitment to ethics. For Kim, 
leadership is not about recognition. 
It is about stewardship and a 
responsibility to improve the industry. 
When something in the industry needs 
improvement, she believes in showing 
up and helping make it better.

In December 2024, Kim made a 
strategic move to eXp Realty, which 
aligns with her vision to scale the 
Odegard Real Estate Team beyond 
individual production. The model 
supported both her entrepreneurial 

approach and team growth, creating 
a more streamlined, forward-thinking 
way to operate. Within the first year, 
both her personal income and team 
production more than doubled.

In 2025, she earned ICON Agent status 
within eXp Realty, which recognizes 
her production, contributions, and 
leadership, while unlocking additional 
financial incentives that continue to 
support her team’s growth and long-
term success.

Relationships remain at the center 
of Kim’s business, with most of her 
work coming from repeat clients and 

referrals. She’s served multiple 
generations within the same 
families, becoming a trusted advisor 
along the way. Her legacy is defined 
not just by the homes she’s sold, but 
by the consistency, credibility, and 
care that keep clients coming back.

“Success for me is when you wake up 
every day and feel gratitude for what 
you’ve been given,” Kim says.

After decades in the business, that 
may be the clearest measure of 
her legacy. Not just success, but 
resilience. Not just achievement,  
but impact. 

My life turned 
around 180 
degrees because 
I’m not a quitter.”

Kim and her Buyer Agent Candis Novosel
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®

Real Estate Law • Evictions • Tax Sales • Solving Title Issues

405 N Main Street, Crown Point, IN 46307
Kvachkofflaw@gmail.com | 219-661-9500

Kvachkoff
Law, Inc.

Guided by Experience,Bu�t � Integr�y
Your Trusted Partner with

Compassion and Transparency.



9151 Currency St.
Irving, TX 75063

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

Maxn@ttsgranite.com
Jdavis@ttsgranite.com


