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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

Pillar To Post (Tim James Team)
(219) 898-4357
timjames.pillartopost.com

HOME PREPARATION SERVICES
HOMEstretch - Northwest Indiana
(219) 350-8644
www.home-stretch.com/nwindiana

HVAC SERVICES
Sub-Cooled LLC
(219) 476-3776
www.sub-cooled.com

INSULATION - SPRAY FOAM
Great Lakes Spray Foam
(219) 384-9764
greatlakesspf.com

INSURANCE
Hoosier Insurance Agency
(219) 865-8090
hoosierinsuranceagency.com

Indiana Farm Bureau Insurance
(219) 789-7485
www.infarmbureau.com/agents/
Aaron-Schwartz-Lake-CrownPoint-IN

JUNK REMOVAL
The Junkluggers of Greater NW Indiana
(219) 252-5882
Junkluggers.com

MOLD/WATER/FIRE RESTORATION
Master Clean
(219) 765-9823
www.mastercleanselect.com

Rytech Restoration - Lake County
(219) 213-3911
lake-county.rytechinc.com/

MORTGAGE / LENDER
CrossCountry Mortgage, LLC
(219) 240-1116
ccmhomelending.com

Direct Mortgage Loans
(219) 924-5554
www.directmortgageloans.com/ 
michelle-jacinto/

Everwise Credit Union
Scott Kosteba
(219) 276-0757
www.everwisecu.com

First Community Mortgage - 
The Amanda McKenzie Team
(219) 274-0186
www.approvedwithamanda.com

Purdue Federal Credit Union
Kristine Clark
(219) 281-3288
www.purduefed.com/kristine

Regional Federal Credit Union
(219) 548-6805
www.regionalfcu.org

The Federal Savings Bank
(773) 317-4453
www.thefederalsavingsbank.com/bankers/
brian-kohlstedt/

Union Home Mortgage
Travis Waters
(219) 286-2211
www.uhm.com

Wells Funding Group
(219) 230-8400
www.wellsfundinggroup.com

MOVING & JUNK HAULING
College Hunks Hauling Junk
(812) 219-2376
www.collegehunkshaulingjunk.com/ 
merrillville/

NON-PROFIT ORGANIZATION
CoAction
(219) 741-4285
coaction.care

PAINTING CONTRACTOR
That 1 Painter
(574) 622-1143
michiana.that1painter.com

PEST SOLUTIONS
Franklin Pest Solutions
(800) GOT-PESTS
FranklinPestSolutions.com

PHOTOGRAPHY/ BRANDING
Melinda Nicole Photography
(219) 201-0156
melindanicolephotography.com

PHOTOGRAPHY/VIDEO PRODUCTION
Delia Jean FIlming
(219) 670-9161
www.deliajeanfilming.love

T-23 Productions
(219) 381-5719
www.t-23productions.com

PLUMBING
The Plumbing Paramedics
(219) 554-8808
www.theplumbingparamedics.com/
valparaiso-in

RADON MITIGATION
Pillar To Post (Tim James Team)
(219) 898-4357
timjames.pillartopost.com

RESTAURANT
Journeyman
(269) 820-2050
www.journeyman.com

STAGING
Modishly Designed
(219) 546-1696
www.modishlydesigned.com

TITLE & ESCROW
Chicago Title
(219) 928-0681
northwestindiana.ctic.com

Fidelity National Title
(219) 661-6900
northwestindiana.fntic.com

Meridian Title
(317) 966-2270
MeridianTitle.com

Near North Title
(312) 621-3323
nntg.com

Premier Title
(219) 386-4006

Proper Title
(847) 603-2525
propertitle.com

Call today!
(219) 379-6567

K&A Waterproofing LLC

BASEMENT, WATERPROOFING, AND CRAWLSPACE REPAIR

ATTORNEY/LEGAL SERVICES
Fankhauser Law, llc
(219) 329-2363
Fankhauser-law.com

Kvachkoff Law INC
(219) 661-9500
www.kvachkoff.com

CLEANING SERVICE
Master Clean
(219) 765-9823
www.mastercleanselect.com

DUCT CLEANING
Air Ductor
(219) 779-0770
www.airductorinc.com

Master Clean
(219) 765-9823
www.mastercleanselect.com

FOUNDATIONS/WATERPROOFING
Area Wide Waterproofing
(708) 274-7467
www.areawidewaterproofing.com

K&A Waterproofing LLC
(219) 379-6567
www.K&Awaterproofing.com

GEOTHERMAL/HEATING/COOLING
STI Heating & Air Conditioning
(219) 515-4007
www.stiheatingandair.com

GRANITE COUNTERTOPS
TTS Granite
(708) 755-5200
www.ttsgranite.com

HOME BUILDER
Blackburn Builders
(815) 370-9537
www.blackburnbuilders.net

HOME INSPECTION
Contreras Home Inspections
(219) 309-7142
www.contrerashomeinspections.com

Peoples Choice Home Inspection Service
(219) 746-3806
www.peopleschoicehis.com
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219-309-7142  |  Colt@ContrerasHomeInspections.com

COLT CONTRERAS, Owner/Inspector 

200+ 5-Star Google Reviews! 

This is the most complete home 
inspection I have ever seen! 

Comprehensive, informative and 
pointed. Colt addressed every single 
aspect of the home in a very timely 
manner. Amazing, is what comes to 

mind after reading his report. Protect 
yourself from the unnecessary and 

the undetected.

Adding Peace of Mind
TO YOUR HOME BUYING EXPERIENCE

to work with such 
great agent partners

Meet
The

Team
Colt Contreras

Publisher 

Tyler Schilling
Event Photographer 

Giavonni Downing
Writer 

Ali Kucharzak
Writer

Val Contreras
Senior Editor 

Molly Cobane
Client Relations Specialist

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 
Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers 
magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the 
publisher may be held liable or responsible for business practices of these companies.

Melinda Almaguer
Photographer 

Kimberly Genovese
Partnership Developer

Delia Curtis
Event Videographer 
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CONNECTING. ELEVATING. INSPIRING.

WHAT IS REAL PRODUCERS?

FAQS

Q: Who receives this magazine? 

A: The top 300 agents in NWI based 
on the previous year’s volume and 
our Preferred Partners. We update 
our mailing list annually to ensure RP 
reaches the Region’s top producers. 

Q: Do agents pay for the magazine? 

A: No! The magazine is mailed FREE to 
agents and funded by our partners.

Q: Who are the partners? 

A: Trusted professionals who make this 
community possible. They are top tier in their 
industry; they appear in every issue, attend 
our events, and come highly recommended by 
our agents. Our goal is to build a powerhouse 
network of the best agents and affiliates, 
growing stronger together.

Q: Does Real Producers have events? 

A: Yes! We host quarterly, invite-only events 
where members connect, mastermind, and 
build relationships at local venues. Event details 
are shared through the magazine, email,  
and social media.

Q: What does it cost for an agent  

to be featured? 

A: Nothing. $0, zilch, nada. We are not a pay-
to-play model. We share real stories of Real 
Producers, and agents do not pay to be featured.

Q: What is the process to be featured  

in the magazine? 

A: Everyone in the magazine has first been 
nominated. We spotlight professionals who 
are collaborative, produce top numbers, and 
known for strong character. Attending our 
events and engaging with our platform helps 
us get to know your story! 

Q: How can I nominate  

an agent? 

A: We need on your input to 
uncover great stories! If you 
know an agent who’s on fire 
and deserving of recognition, 
scan the QR code to submit a 
nomination.

Q: How can I recommend a 

Preferred Partner? 

A: We only partner with 
businesses that have been 
vetted and recommended by 
top agents. Scan the QR code 
to recommend an affiliate 
business and share what sets 
them apart.

New to Real Producers or just curious?  
Check out these quick facts about RP. 

Recommend a 
Partner

Nominate a 
Feature

Q: What kind of content 

will be featured? 

A: Personal, in-depth 
stories that highlight 
the people behind the 
production. We go 
beyond the numbers and 
showcase the personal side 
of the industry to inspire 
stronger connections.

(219) 329-2363 | firm@fankhauser-law.com | fankhauser-law.com

123 North Main St, #209M, Crown Point, IN 46307
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HOW TO THANK OUR  
PREFERRED PARTNERS

Northwest Indiana Real Producers magazine 
and events are made possible by the 
generosity of our amazing partners. They 
are more than simply advertisers. They are 
businesses that have been vetted and have 
come highly recommended by other top 

agents in our area. They are an invaluable resource to you, and we 
encourage you to thank them in the following ways:

$3,100,000,000
SALES VOLUME

NEW AGENTS 
TO THE TOP 300

25%

Here’s what the Top 300 Agents  
in NWI sold in 2025

BY THE NUMBERS

2025

9,050

TOTAL  
TRANSACTIONS

1.	 Follow them on social 
media and share their 
page with your friends, 
family, and clients

2.	 Reach out to them 
personally and thank them 
for partnering with RP

3.	 Add them to your 
personal list of preferred 
vendors and call them 

first when you need the 
services they can provide

4.	 Invite them to coffee or lunch 
along with other agents to 
join you. Relationships are 
the roof of good business!

5.	 Share their information with 
newer agents and give them 
an opportunity to help them 
succeed in this industry

34 years
experience

(219) 365-9005 • info@peopleschoicehis.com • peopleschoicehis.com

“Very impressed with 
the level of detail and 
professionalism. The 

inspection gave me real 
peace of mind before 

closing. Great service all 
around. I will definitely 

reach out to Scott again!”
L. Martinez

melindanicolephotography219@gmail.com 219-323-4657

Your Headshot & Personal Branding Photographer!

SCAN TO WEBSITE

Melinda
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From Service to Stewardship:  
How Aaron Schwartz’s Military 

Experience Shaped His Leadership at 
Indiana Farm Bureau Insurance

OF INDIANA FARM BUREAU INSURANCE

BY ALI 

KUCHARZAK 

PHOTOGRAPHY 

BY MELINDA 

NICOLE 

PHOTOGRAPHY 

PARTNER SPOTLIGHT

Aaron Schwartz

When Aaron Schwartz first entered the insurance 
industry, he didn’t view it as a departure from his 
past; it felt like a natural continuation of a life built 
around service. Today, as an Agency Manager with 
Indiana Farm Bureau Insurance, Aaron leads with 
a steady hand shaped by years in sales and his time 
serving in the U.S. Army. His journey reflects how 
discipline, adaptability, and empathy—skills honed in 
the military—can translate into meaningful leadership 
and lasting success in the insurance business.

Before insurance, Aaron built a strong foundation 
in sales, where he learned the importance of 
communication, follow-through, and understanding 
people’s needs. Sales taught him how to connect, how 
to listen, and how to adapt his approach depending 

on who was sitting across the table. But it was his 
military background that truly prepared him for 
the realities of insurance; an industry where high-
pressure situations and critical decision-making are 
part of everyday work.

Insurance, at its core, is about protecting people 
during moments of uncertainty. For Aaron, the 
parallels between military service and insurance 
work are clear. Just as soldiers are trained to remain 
composed under pressure, insurance professionals 
must guide clients through some of the most 
challenging moments of their lives, whether that’s a 
natural disaster, a major loss, or the death of a loved 
one. Aaron credits his Army training with giving him 
the ability to navigate those moments with clarity 
and compassion.

“The Army was a start to my customer service career 
in a way. I have an extremely high tolerance for 
difficult situations,” he said. “The military helped me 
be empathetic toward people and understand their 
unique situations. I was exposed at a young age to all 
kinds of diverse people and situations.”

Now serving as an Agency Manager, Aaron brings a 
leadership style rooted in integrity, accountability, 
and teamwork. He believes strong leadership starts 
with taking care of your people. He works closely 
with agents throughout his area, mentoring them not 
only on production and growth but also on how to 
build trust and long-term relationships with clients.

For Aaron, success in insurance has never been 
just about policies or numbers. He believes the true 
value of the job lies in the relationships created 
along the way.

“We can make the insurance experience better than 
the norm,” he said. “It’s all about being personable. 
We approach the job as a relationship and help them 
protect the things that are most important to them. 
Whether it’s auto, home, business, or life insurance; 
we are protecting people from the kinds of disasters 
that really hurt families. We can help protect people’s 
lives and there is power and meaning in that.”

That philosophy is central to how he leads at Indiana 
Farm Bureau Insurance. Aaron emphasizes listening 
first, understanding each client’s unique situation, 
and providing guidance that is both knowledgeable 
and compassionate. His military experience taught 
him that trust is earned through consistency and 
honesty, principles he carries into every client 
interaction and leadership decision.
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It’s not about the transaction. “It’s about the 
relationship,” Schwartz said.

His background in sales complements this approach. 
Aaron understands the importance of setting goals, 
tracking performance, and driving growth, but he 
believes those objectives should never come at the 
expense of ethics or relationships. He encourages his 
team to view success through a broader lens, one that 
includes customer satisfaction, community impact, 
and long-term loyalty.

“Our collective job is to take care of clients. If we 
make that a focus and a priority in our office, and do 
what is best for the customer, success will follow.”

As an Agency Manager, Aaron also sees his role as 
building a strong, supportive culture among his 
agents. Clear communication, mutual respect, and 

shared values are priorities, much like they were 
during his time in the Army. He leads by example, 
demonstrating that professionalism and empathy 
can coexist and that both are essential to long-term 
success in the insurance industry.

Looking ahead, Aaron’s vision is focused on 
growth and community impact. His future plans 
include growing Indiana Farm Bureau Insurance’s 
customer base throughout Northwest Indiana. He is 
committed to strengthening relationships within the 
communities he serves and ensuring that clients feel 
supported, protected, and valued for the long term.

“We need to get back to our core mission, providing 
exceptional service and putting our clients first,” he 
said. “We have clients who have been with us for 40 
years. We are only an Indiana company with offices 
in every county.”

For Aaron Schwartz, the path from military service 
to insurance leadership has been less about changing 
careers and more about continuing a mission. The 
uniform may have changed, but the purpose remains 
the same: to serve others, to lead with integrity, and 
to stand beside people when they need it most.

“WE NEED TO GET 

BACK TO OUR CORE 

MISSION, PROVIDING 

EXCEPTIONAL SERVICE 

AND PUTTING OUR 

CLIENTS FIRST.”
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CINEMATIC MEDIA FOR
BRANDS, BUSINESSES, AND

PHOTO - VIDEO - DRONE
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Radon Testing & Mitigation
Indoor Air Quality Testing & Solutions

Superior Residential & Commercial Inspections
WDI Inspections, Radon Testing, Water Testing, Mold Testing, & More!

TWO GREAT BUSINESSES, SAME GREAT OWNERS!

On February 5th, we filled Lower Lincoln with our 
RP Preferred Partners for a partner only event—an 
afternoon focused entirely on their growth.

Jon Good, Ft Wayne Real Producers Publisher, shared 
practical strategies to help Partners maximize their 
visibility, relationships, and impact through the RP 
platform. His insights set the tone for intentional 
growth within the real estate community.

Speed networking gave Partners the opportunity to 
make meaningful connections in a short amount of 
time. Conversations were intentional, efficient, and 
full of possibility.

This event had rave reviews! We’re excited to keep 
creating spaces where our partners can connect, 
collaborate, and grow together.

Partner Only Ways-to-
Win & Connections Event

PHOTOGRAPHY BY T-23 PRODUCTIONS

EVENT RECAP
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RISING STAR

In early 2022, Caitlin was a 
high-performing corporate 
recruiter for a Christian 
university, a role she viewed 
as a genuine ministry where 
she often prayed with 
potential students about their 
futures. Yet, despite her belief 
in the mission, the weight 
of corporate burnout and 
rounds of layoffs began to 
settle in. When her company 
restructured and eliminated 
her entire team, Caitlin and 

her husband didn’t panic; 
they had already spent 
months in prayer and fasting, 
seeking a peace that the 
corporate world could no 
longer provide.

The turning point came with 
a phone call she felt coming 
before the ringer even started. 
Her mentor in life and real 
estate, Dawn Magagnotti, 
called to invite her into the 
industry. Caitlin transitioned 
to full-time status in February 
2023 with zero clients and 
no contracts under her belt 
because it felt right in her 
spirit. By the end of her first 
year, she was named Rookie 
of the Year, and by 2024, she 
had risen to become Haven’s 
top producer.

The depth of Caitlin’s 
strength is best understood 
through the magnitude of 
what she has overcome; she 
has stood at the threshold 
of life and death more than 
once. Her most grueling test 
arrived as a freshman in 
college, when a sudden and 
severe internal crisis led 
to a harrowing battle with 
a systemic infection that 
required months of intensive 
recovery and a complete 
reliance on her faith to see 
her through.

“I have seen the Lord’s 
sustaining hand on me,” she 
says, reflecting on how her 
faith was solidified not in the 
pews, but in hospital rooms. 
That history of persistence 
allows her to be a steady, 
empathetic anchor for clients 
riding the emotional roller 
coaster of a home purchase. 
Because she has navigated 
her own complex PTSD and 
emerged without the need 
for medication, she views her 
real estate career as a way 
to lead others toward their 

Caitlin Hoekstra describes herself as a 
“soft person” in a “hard industry.” But 
to hear her story is to realize that her 

softness is actually a profound, resilient 
strength built in the fires of chronic 

health crises and a childhood background 
that statistically should have pointed her 

toward a very different life. 

From Survival  to Success

CAITLIN HOEKSTRA 
O F  H AV E N  R E A LT Y

BY GIAVONNI DOWNING  ••  PHOTOGRAPHY BY MELINDA NICOLE PHOTOGRAPHY
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commissions, a heart 
fueled by grace is the most 
sustainable model of all.

As she and her husband 
prepare to welcome their 
first child this summer, 
Caitlin views her career 
and her life through a 
lens of eternal purpose. To 
Caitlin, success is a healthy 
marriage and family, a 
clear conscience, and the 
ability to be a conduit for 
encountering someone 
else’s stressful season. 
Caitlin Hoekstra stands as 
a reminder that you can 
be compassionate, ethical, 
and deeply “soft,” while 
still being a powerhouse 
who conquers every 
mountain along  
your path.

during her time in higher 
education, bought a 
foreclosure house purely 
for the land. They have 
spent the last two years 
renovating it, including 
significant repairs found 
behind the drywall. This 
project has made Caitlin a 
far more effective Realtor. 
“I’ve learned so much about 
what to look for and how a 
house actually works,”  
she explains.

In a field where “thick 
skin” is often cited as the 
ultimate requirement 
for survival, Caitlin has 
found that her “softness” 
is actually her greatest 
competitive advantage. By 
refusing to ride the roller 
coaster of the transaction’s 

own places of safety and 
sanctuary. She understands 
that a home is an oasis.

Away from the negotiating 
table, Caitlin finds 
restoration in the slow, 
strategic art of sourdough 
baking. It is a “productive 
hobby” that mirrors the 
discipline of her professional 
life: it requires patience, 
a healthy starter, and an 
intentional plan. Using only 
organic flour, water, and sea 
salt, she bakes bread for her 
family and often shares it as 
a closing gift for her clients.

This spirit of restoration 
extends to her personal 
life as well. She and her 
husband, whom she 
jokingly says she “recruited” 

stress, she remains a steady 
psychological anchor for 
clients who are often at 
their most vulnerable. She 
approaches every new 
challenge from the many 
surprises of a foreclosure to 
the emotional weight of a 
move, with a problem-solving 
mindset shaped by years of 
personal perseverance.

Her soft approach doesn’t 
mean she is easily pushed; 
rather, it means she is deeply 
sensitive to the promptings 
of her faith and to the needs 
of those before her. By 
leaning into her authenticity, 
Caitlin has built a business 
where atheists and believers 
alike feel seen, heard, and 
protected, proving that 
in an industry fueled by 

Away from the 
negotiating 

table, 
Caitlin finds 
restoration 
in the slow, 

STRATEGIC 
ART OF 

SOURDOUGH 
BAKING. 
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815-370-9537
bbllc.build@gmail.com
BlackburnBuilders.net 

CHECK US
OUT HERE!

Choose Blackburn Builders for Your Clients’ Dream Homes!

As a husband-and-wife team, we make building a 
home a personal 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.
• Easy Process: Friendly support every step of the way.
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GET BACK TO NORMAL FASTER WITH RYTECH!
Y O U R  N E I G H B O R H O O D  R E S T O R A T I O N  E X P E R T S

E M E R G E N C Y  S E R V I C E ( 2 1 9 )  2 1 3 - 3 9 1 1

1 1 2 2  A R R O W H E A D  C T  |  C R O W N  P O I N T ,  I N  4 6 3 0 7
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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...



Northwest Indiana Real Producers • 3130 • March 2026

AGENT SPOTLIGHT

LESLEY 
SWEENEY

O F  E N C O R E  S O T H E B Y ’ S 
I N T E R N A T I O N A L  R E A LT Y

BY GEORGE 

GROTHEER 

PHOTOS 

BY ASCEND 

STUDIOS

TOP AGENT

T 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 
University of Notre Dame, followed by 
a Master of Business Administration 
from the University of Chicago, speaks 
to a mind that craves data and structural 
integrity. She navigated her MBA while 
working full-time, an early testament to 
her ability to balance heavy workloads 
with long-term goals. However, her 
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 
the rigid 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 

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 
point, receives a high-end, thorough 
marketing rollout.

Lesley’s understanding of “home” is 
informed by a passport that has seen 
over 30 countries. She has traveled 
internationally since she was eight. 
Her global curiosity was sparked by 
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. 

D E F I N I N G 
S U C C E S S 
T H R O U G H 
S E R V I C E : 

T H E  L E S L E Y 
S W E E N E Y 

P E R S P E C T I V E
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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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Pest-Free Peace of Mind 
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.

 

 
 
 
 
 

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. 

• 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.  

   

   

800-GOT-PESTS?
FranklinPestSolutions.com

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.
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COVER STORY

Beyond the 
Rankings: 

Stewardship 
Means Leading, 
Protecting, and 

Developing Others

He’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 

AndrewKnies 
OF BROK E RWOR K S GROU P

Andrew Knies would 
prefer you not start 

with him.

BY GIAVONNI DOWNING 

PHOTOGRAPHY BY MELINDA NICOLE 

PHOTOGRAPHY 
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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 

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.

always want to talk from the 
trenches,” he explains. “If I’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.

 My agents 
deserve guidance 

based on real 
experience, 

not guesswork.”
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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.

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

HAPPY
ST. PATRICK’S DAY

WENDY KRISCHKE
ORIGINATING BRANCH

MANAGER

219.712.4512
TeamWendy@CCM.com
@CCMHomeLending.com

DEAR REALTORS & REFERRAL PARTNERS,
THIS ST. PATRICK’S DAY, WE WANT TO TAKE A MOMENT TO SAY HOW

TRULY GRATEFUL WE ARE TO HAVE YOU BY OUR SIDE.
WE ARE INCREDIBLY LUCKY FOR YOUR PARTNERSHIP AND SUPPORT, AND
WE LOOK FORWARD TO MANY MORE SUCCESSFUL TRANSACTIONS AND

SHARED WINS AHEAD. THANK YOU FOR BEING SUCH AN IMPORTANT PART
OF OUR JOURNEY. WISHING YOU A ST. PATRICK’S DAY FILLED WITH GOOD

LUCK, SUCCESS, AND CELEBRATION!

5 8  Va l p a r a i s o  S t . ,  Va l p a r a i s o ,  I N  4 6 3 8 3  •  2 1 9 . 3 8 6 . 4 0 0 6
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Call or Text
(708) 358-6077

Kitchen Countertops
Bathroom Countertops

Outdoor Kitchens

Scan to check out
our website!

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

mjacinto@directmortgageloans.com  |  Office: 219-924-5554  Cell: 219-501-1011
www.directmortgageloans.com/michelle-jacinto

MICHELLE JACINTO, NMLS # 209470

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.

At Direct Mortgage Loans, we’re more than a lender—
we’re a long-term partner. Our team delivers consistent 
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.

Built for Better Partnerships

Let’s build a partnership that lasts. Connect with DML today.
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www.ttsgranite.com
P: (708) 755-5200  |  C: (708) 755-8600

Maxn@ttsgranite.com
Jdavis@ttsgranite.com


