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“I have a pretty good sense

of humor and enjoy joking around
and making people laugh,” says
REALTOR® Mike Berg of Berg
Properties in Willowbrook.

“IP've always been very good at
reading people and telling stories.
Today, I use stories to help clients
understand what to look for and
what to look out for.” In fact,
humor and instinct sit at the core
of how he approaches both life
and his business.

Mike, who grew up in the Oak Park
and River Forest area, developed an
early appreciation for creativity and
entrepreneurship. His interest in both
carried into his college years at Purdue
University, where he studied business
and marketing. From the start, he

was drawn to careers that combined
strategy with human connection.

“After I graduated from Purdue, my
first job was in TV advertising for a big
Chicago firm, working in new business
development with clients including
Budweiser and Westin Hotels,” Mike
says. “After a few years, I realized it
was a very cut-throat business, so I
switched to IT sales.”

Those early roles gave him exposure
to high-level clients and sharpened his
ability to communicate, sell, adapt his
pitches, and more. Most importantly,
Mike enjoyed his work. It was an
unexpected and life-altering event that
ultimately led him into real estate:

“I'was involved in a bad motorcycle
accident and spent five weeks in the
hospital,” Mike says. “I lost my job
and spent four years in recovery that

included multiple surgeries. (Mike
eventually decided to have his badly
injured foot amputated, a decision that
relieved him of daily pain and allowed
him much more freedom thanks to
prosthetics.) Once while I was in the
hospital—often awake at 3 am and
stuck in bed—I began listening to a guy
named Carleton H. Sheets. He had a
course on how to buy homes with no
money down and flip them for profit.”

“When I got out of the hospital I figured I

would try flipping a house,” he continues.

“It was ton of work and I didn’t make
much money, but the REALTOR® who
listed it walked away with a $10,000
commission check. I think that’s when I
started seeing the light.”

“I decided I wanted to learn everything
about real estate and found out I loved
it,” he continues. “So I got my appraisers
license, took classes on insurance and
construction, and eventually got my
broker’s license.”

In 2004, Mike partnered with his
cousin, Scott, to launch Berg Properties
and started building an independent
brokerage from the ground up.
Lacking formal business training

and a built-in support system, they
relied on their persistence and a
willingness to figure things out as they
went. By staying flexible and open to
new ideas, they built a business that
could compete with larger firms.

“We are always trying new things and
new business ideas,” Mike says. “Being
adaptable and staying ahead of the
game is going to become increasingly
more important as Al continues to
change everything.”

While the industry evolves, what
remains constant for Mike are the

relationships he builds with clients
and the insights he gains from working
across communities.

“It has always been rewarding to meet
people from all walks of life and see how
they live,” Mike says. “I enjoy helping
people achieve their goals and getting

to know different towns throughout the
western suburbs.”

Mike’s connection to community also
extends into his charitable work that is
shaped in part by his own experiences
navigating the healthcare system. “I
regularly support St. Jude Children’s
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Research Hospital and
Lurie Children’s Hospital,”
Mike says. “Having spent
so much time in hospitals
myself, I know how
difficult that experience
can be for families.”

At home, now with both

their daughter, Ava (21),

and son, Reece (18) away

at college, Mike and

his wife, Michele, are

adjusting to being empty

nesters. But when they

are all together, they

love going to shows and

concerts, and spending

time at the lake in

Holland, Michigan. In his downtime,
Mike enjoys swimming, cold plunging,
hiking, and watching the Bears. He loves
going mountain biking, even in cold
weather, and gardening. He especially
enjoys growing fruits and vegetables.

To Mike, along with finding the ability to
rely on yourself, success means “Learning
all you can about your chosen profession

and then using that knowledge to help
others, whether they are clients, new
people entering the business world, or
families and people in need,” he says.

His advice to agents new to the
profession also reflects his experience
and perspective: “Your primary focus
should be on getting leads—without
leads, you don’t make money or have

a job. You can’t rely on your managing
broker or franchise to do this for you,”
Mike says. “All successful agents are very
aware of the fact that our business works
on high self-reliance, and that it takes
motivation and time to grow a business
to the point where it’s sustainable.”

Looking ahead, Mike sees real estate
as something he will continue to be

part of, even when he eventually slows
down his pace.

“I don’t know that I will ever
completely retire,” he says. “I

enjoy what I do and I'm curious to
see how the industry will evolve over
the next five to ten years.” No doubt,
we’ll see Mike continue to stay ahead
of the game.
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