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here is a specific kind of composure

required to manage the logistics of a

$60 million gubernatorial campaign or

navigate the intricate financial layers of

private equity. For Lesley Sweeney, that
composure isn’t just a professional byproduct; it is
the foundation of her identity as a trusted advisor
in real estate markets bridging Indiana and Illinois.
Lesley has positioned herself as a consultant who
treats every transaction with the precision of a CFO
and the intuition of a seasoned strategist.

Lesley’s accounting degree from the

residents toward Northwest Indiana. “Covering
two markets gives me increased perspective,”
Lesley notes. She watches as the micro-markets of
Northwest Indiana perform in a different rhythm
than the high-rises of Lincoln Park or Lakeview, using
that data to tailor marketing strategies that are as
analytical as they are aesthetic. Whether a client is
looking for a primary residence or a second home
along the lake, Lesley’s ability to hear what they need
across both states makes her an invaluable asset. She
provides maximum exposure through the Sotheby’s
International Realty platform, ensuring
that every listing, regardless of price

University of Notre Dame, followed by DEFINING point, receives a high-end, thorough
a Master of Business Administration marketing rollout.

from the University of Chicago, speaks SUCCESS

to a mind that craves data and structural THROUGH Lesley’s understanding of “home” is
integrity. She navigated her MBA while informed by a passport that has seen
working full-time, an early testament to SERVICE: over 30 countries. She has traveled
her ability to balance heavy workloads THE LESLEY internationally since she was eight.
with long-term goals. However, her SWEENEY Her global curiosity was sparked by

transition into real estate in 2016 was
driven by a deeply human necessity: the
desire to be “the architect of her own
time.” After years of 7:30 AM starts and
therigid constraints of corporate life that
made attending a simple parent-teacher conference a
challenge, she sought a path that allowed her to be
present for the moments she deemed non-negotiable
for her three children.

Today, she bridges the state line, leveraging a

dual license that offers her a rare vantage point.
Having owned a home in Valparaiso since 2015,
she understands the organic pull that draws Illinois

PERSPECTIVE

her mother’s Indonesian roots and
led her to appreciate the diversity of
human experience. She recalls her
travels to Syria and Cambodia as
particularly impressionable, places
that broadened her perspective and opened her
eyes to cultures and socio-economic realities vastly
different from her own.

These travels provided a reality check that she
now imparts to her children, who are 14, 11, and
9. “It shows you just how much we have at home,”
she says, emphasizing that travel is as much about
educational growth as it is about adventure.




This gratitude translates into a consistent commitment
to service; Lesley has been a volunteer with Catholic
Charities for over 20 years and is deeply involved with
the House of the Good Shepherd, supporting survivors
of domestic violence. For Lesley, being part of a
community means staying engaged and giving back.
She shares this value with her children by making

50 bag lunches together during the holidays and
dropping them off for those who are hungry.

It’s no secret that some professionals view real estate
through a competitive lens, but not Lesley. She believes
that collaboration pays far higher dividends than
cutthroat competition, noting that the stronger the real
estate community is, the better the overall service.

This philosophy extends to her internal team as well;
alongside her teammate Logan, who provides vital

support in the Indiana market, she ensures that her
approach remains highly personalized and data-
driven. Lesley encourages newer agents to focus on

the long term, advising a three- to five-year plan and
emphasizing the importance of observing seasoned
professionals to learn the nuances of strategy and
client communication.

She views her role as much more than just an agent;
she is a guide through the problem-solving and
moving parts of every transaction.

Lesley defines success as the moment a client feels
truly informed, confident, and supported through

a stressful situation. She is a firm believer that
delivering a high level of service consistently is

the best reward. While she admits that balance is
difficult in an industry that can easily take over, she
is intentional about setting boundaries and shifting
priorities to protect time for her health, family, and
hobbies, such as wellness and travel.

It is the quiet reward of knowing that in the midst

of a complex transaction that often spans multiple
states, she can be the anchor of clarity who helps

a family navigate their way home. As she prepares
for her next season of growth, including a milestone
family trip to Europe to celebrate her parents’ 80th
birthdays, Lesley continues to focus on improving her
skill set every single day. In her world, excellence is
not a destination, but an ever evolving journey.
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@ first community mortgage

YOUR TRUSTED
PARTNER

from contract to close

SMOOTH GLOSINGS

AMANDA MCKENZIE

Production Hnnqg{rr | NMLS ID 372937
219-274-01886 | Amaondo.McEenzie@fcmhomeloans.com

Choose Meridian Title

Cindy Finley

Senior Account Manager
BRANDING VIDEOS 2 19 ’.}'13‘9?60
BRANDING PHOTOS : I
WEDDING VIDEOS cfinley@meridiantitle.com
RESTAURANT PHOTOS
REAL ESTATE PHOTOS ' Palmer Myers
pEALE STATE BIDEOS : : Senior Account Manager

HEAD SHOTS

B enenoral : 219.746.0873

EVENT VIDEOS - pmyers@meridiantitle.com
PROPOSAL VIDEOS SCAN ME

ADVERTISEMENTS '

Dawn Zigler

& ANYTHING ELSE :

YOU NEED. Senior Account Manager
219.608.4799

INQUIRE TODAY! dzigler@meridiantitle.com M E R I D I A N Tl T L E
Brooke Leonard sk L R AR LENS
Account Manager
219.677.3769 = meridiantitle.com mﬂﬁ O

Northwest Indiana Real Estate

MOVES FAST

Follow Northwest Indiana Real Producers on social media to keep up.

bleonard@meridiantitle.com

(©) @Morthwestindianarealproducers

REAL PRODUCERS

O @ Morthwest Indiona Real Producers

34 . March 2026




~ = Client doesn't pay till close

= $100 Visa Gift Card for every referral
. Competitive Pricing

I 219-476-3776

- www.sub-cooled.com

-

Sub-Cooled LLC

MICHIANA

INCREASE PROPERTY VALUE WITH A FRESH COAT OF PAINT

NOW SERVING NORTHWEST INDIANA

(219) 500-8906
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Increase Property Values

Priority Scheduling & Estimating
Free Touch-Ups After Move In/Out
Favorable Payment Terms

Real Estate Law ¢ Evictions * Tax Sales ¢ Solving Title Issues

Guided by Experience,

P

Your Trusted Partner with
Compassion and Transparency.

BB Kvachkoff
==t Law, Inc.

K | L 405 N Main Street, Crown Point, IN 46307

Kvachkofflaw@gmail.com | 219-661-9500 /
|

Your clients are making one of the biggest invest-
ments of their lives. We help protect it. Whether it's
termites threatening a foundation, mice or rats
getting too close for comfort, or unexpected
pest issues surfacing before closing, we

provide proven, family-safe solutions. \

/'F « Termite Protection - Chemical-free, preventive
solutions for Northwest Indiana homes.

Rodent Control & Prevention - Humane and safe for homes
with families and pets.

Investor & Property Management Expertise - Trusted by
real estate professionals.

« 95+ Years of Integrity & Excellence - We're still
family-owned, unlike the competition.

We are a local resource for your team and clients.
Book a free Lunch & Learn!

We'll equip you with essential pest knowledge
to protect deals and add value to your service.

= 800-GOT-PESTS? | R A : K’. IN
ERTIEIED FranklinPestSolutions.com ke " IA

PEST SOLUTION

Northwest Indiana Real Producers - 37



COVER STORY

Beyond the
Rankings:

Stewardship
Means Leading,
Protecting, and

Developing Others

BY GIAVONNI DOWNING
PHOTOGRAPHY BY MELINDA NICOLE
PHOTOGRAPHY

Andrew Knies would

prefer you not start
with him.

e’d rather you
notice the agents
first, the ones who

left predictable paychecks to
bet on a vision that wasn’t
guaranteed. He’d rather you
look at the families whose
lives changed because
someone finally believed
they were capable of more.
He’d rather you understand
the work before you ever say
his name.

Because for Andrew,
leadership has never been
about visibility.

It’s been about responsibility.

In the spring of 2020, there
was a heavy silence of
uncertainty. While the world
outside came to a grinding
halt, Andrew Knies was in
the dark, filming basement
real estate videos and
wrestling with a question
that echoes in every
entrepreneur’s mind: Did I
make the wrong choice?

Long before Brokerworks
existed and before rankings
or production reports ever
mattered, Andrew was
already working in the
background. He rented a
single cubicle inside a real
estate office while running
his own marketing business,
absorbing the industry
without any intention of
joining it. “Once you’re
around real estate,” he says,
“it’s really hard not to get
sucked into it.”

In October 2019, he walked
away from the security of
corporate job offers and
went into real estate sales
full time for the first time. He
calls it his “shut up and sell
houses” period. No shortcuts.
No brand. Just learning the
work from the inside by

doing it. That season became
the foundation. It forced him
to understand the pressure
agents carry, the systems
they actually need, and the
responsibility that comes
with asking people to trust
you with their livelihood.

At the start of that journey,
the pandemic hit. But

for Andrew, the “trench”
has always been a place

of transformation rather
than a pit of despair. It is
where theory dies and true
leadership is born.

Andrew’s story started

in Lake Station, where
opportunity felt limited.
“Nobody was really
succeeding. We were kind

of all stuck,” he recalls. The
“switch” first flipped at Fox
Photography, a small family
business owned by Scott and
Nancy Fox in Hobart. There,
he watched a business owner
who didn’t just manage
employees but poured into
them, teaching a young kid
from humble beginnings
about investments and the
architecture of a dream.

That early mentorship
would eventually lead to the
formation of Brokerworks
Group. Andrew didn’t
stumble into real estate

for the love of the sale; he
was sucked into it by the
human element. Starting
on the staff side in 2012,

he found his calling not

in the buyers, sellers, or
houses themselves, but in
the people who decided

to sell them. He watched
careers turn around and
lives rewritten by a 45-hour
course and a lot of grit.

“What some people may
not realize is the level of
excellence you must demand
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My agents
deserve guidance

based on real

experience,
not guesswork.”

of yourself when others are
counting on you,” Andrew
says. For him, success isn’t

a ranking report; it’s the
“unfathomable” increase in
income for a family that was
once just scraping by.

By January 2023, the stakes
reached a fever pitch.
Andrew transitioned his team
to an independent brokerage
just as interest rates spiked.
He wasn’t just responsible

for his own family anymore;
he had a roster of “younger
agents” and their families
looking to him for a signal.

Among them were people
who had decided to follow
his vision: Madison, who left
the comfort of a big-brand
logo; Danek, a former teacher
with five children and a

sixth on the way; and Caylie,
who walked away from
guaranteed leads.

“I took that challenge
seriously,” Andrew says. His
response wasn’t to retreat

into a corner office. Instead,
he stayed in production. “I

always want to talk from the
trenches,” he explains. “If 'm
going to recommend a tool

or a system, I want to test it
myself first. My agents deserve
guidance based on real
experience, not guesswork.
That year we met every week
in person to stay on top of the
market. That year every one of
our businesses grew.”

In just three years,
Brokerworks cracked the top 10
in Northwest Indiana by sales
volume. More impressively,
when comparing the top 20
brokerages, they rank third in
“deals per agent,” a testament
to focus on development

over recruitment.

If the brokerage is the engine,
the fuel comes from the quiet
miles Andrew runs alongside
his wife and business
partner, Misty. Their life is

a series of “calculated risks”
and “hill repeats.” Andrew
describes himself as someone
who “learned how to run by
chasing her,” a metaphor
that extends far beyond

the pavement.

Misty, a seasoned athlete with
over ten Boston Marathons, a
hundred miler, and countless
other achievements under her
belt, is his constant “gut check.”
Watching her coach women to
find themselves again through
fitness is the blueprint Andrew
uses in the office. “Having someone
as inspiring, hardworking, and
frankly demanding of herself gives
you no choice but to be your best,”
he says.

Their vacations are rarely
sedentary. Even in the Caribbean,
Misty finds a way to build in runs
or beach workouts, just as easily
as she does logging miles through
Colorado’s Front Range. This
discipline, with the 4:30 AM wake-
ups and the refusal to take a day
for granted, is what allows him to
balance the real estate day.

Despite the rapid agent production
growth and the expansion into

La Porte and Highland, Andrew
remains allergic to the “bougie”
pretenses of the industry. He
describes the Brokerworks culture
with a grounded simplicity: “We’re
regular people selling regular
houses to other regular people”.

This is most evident at their annual
Chili Cookoff, where 800 clients
and agents gather at County Line
Orchard in a barn. It’s not a gala;
it’s a community. For Andrew,

this is the “bigger purpose.”

It’s why he works so that their
granddaughters, Ansley, Everly and
the new baby on the way, see that
whatever they want is possible.

“Success to me is simple: if an
agent sets a goal, I want to be the
broker that takes that seriously
and helps them achieve it,” he says.
Whether he’s helping navigate

a developer through ballooning
costs or pacing a rookie through
their first 20 deals, Andrew Knies is
doing exactly what he was meant
to do: leading by example, one step
and one transaction at a time.




* Over 25 Years of Experience
HEATING & ([0 o condiionng & feohermal speciais
AIR CONDITIONING _ 4 J . |
YOUR INDOOR GLINATE SOLUTION * Residential & Commercial Installation & Service
219-515-4007 * Family Owned & Operated
info@stiheatingandair.com * 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!

A 30% federal tax credit for residential ground source heat pump
installations has been extended through December 31, 2032. The
incentive will be lowered to 26% for systems that are installed in 2033 and
22% in 2034, so act quickly to save the most on your installation. In
addition to the federal tax credit, some state, local, and utility incentives
may be available in your area for even more savings on installing a
geothermal heat pump.

Les Turbin, Vice President ~ Rachel Turbin, President

PREMIER TITLE

COMPANY

58 Valparaiso St., Valparaiso, IN 46383 ¢+ 219.386.4006
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with any

EXPERT Y- S § | plumbing repair
PLU M BI NG 1_ : b o ($79.95 value)
SERVICES 2 Ry
FOR \ ‘. A ——
EMERGENCIES

AND THE

EVERY DAY.

E"\,: [=] @ CALL TODAY
219-554-8808

E - SERVICE

PLUMBING
PARAMEDICS

HAPPY
oT. PATRICK'S DAY

WENDY KRISCHKE
ORIGINATING BRANCH
MANAGER

© 219.712.4512
®) TeamWendy@CCM.com
@CCMHomelending.com
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THE OF
Mortgagel.oans

Built for

At Direct Mortgage Loans, we're more than a lender— ' _ B ' -
we’re a long-term partner. Our team delivers consistent : A '
service, clear communication, and dependable execution
so you can stay focused on what you do best. Together, we
create partnerships designed to support growth

well beyond the transaction.

Connect with DML today.

MICHELLE JACINTO, NMLS # 209470

mjacinto@directmortgageloans.com | Office: 219-924-5554 Cell: 219-501-1011
www.directmortgageloans.com/michelle-jacinto
Eligibility and approval is subject to completion of an application and verification of home ownership, occupancy, title, income, employment, credit,

home value, collateral and underwriting requirements. Direct Mortgage Loans, LLC is licensed in Maryland. Direct Mortgage Loans, LLC NMLS ID# is
832799 (www.nmlsconsumeraccess.com). Direct Mortgage Loans, LLC office is located at 11011 McCormick Rd Ste 400, Hunt Valley, MD 21031.

IMPROVING INDOOR AIR QUALITY

AIR DUCT &
DRYER VENT

CLEANING
WE SERVICE:

EXISTING HOMES GYMS & STUDIOS

NEW-BUILT HOMES SCHOOL FACILITIES
STORES RESTUARANTS
OFFICES MEDICAL & SENIOR LIVING FACILITIES

APARTMENTS & CONDOS AND MANY MORE!

7 i
| Duct | T | cloaners Network . —
" WAIREFIEL
DUGCTIOR NS
'li§;’219;779-0770 @Y www.airductorinc.com = f @ in (>
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Scan to check out

our website! q

7-Day to 10-Day Turnarounds
Free Same-Day Estimates
Licensed and Insured

T

GRANITE

INC

Call or Text
(708) 358-6077

Kitchen Countertops
Bathroom Countertops
Outdoor Kitchens



www.ttsgranite.com

P: (708) 755-5200 | C€:(708) 755-8600
Maxn@ttsgranite.com
Jdavis@ttsgra’nit?.cbm



