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Mark Kaplan of Marc Construction and Development, Helaine Cohen of Chicagocondofinder.
com, and Ted Widen of Chicagoscene.com have teamed up to help Chicagoans buy, sell or lease 
a house or condo. Together we have formed an extraordinary team of real estate professionals 
with many years of experience. We have helped thousands of buyers, sellers, and renters 
successfully complete their transactions in a timely and efficient manner, while minimizing their 
stress and anxiety.

Mark has decades of experience and has helped people buy and sell over a billion dollars in real 
estate. Mark has had the opportunity to develop many residential and commercial developments 
in Illinois, Wisconsin & a residential development on the top of Bald Eagle Mountain at Deer 
Valley Ski Resort in Utah. 

Helaine is the founder of ChicagoCondoFinder.com, which caters to the downtown condo market. 
She has consistently been recognized among the Top 1% of brokers in Illinois. Her extensive 
market and building knowledge, neighborhood insights and dynamic marketing plans capitalize 
on the latest tech tools, and provide prime exposure to serve the needs of buyers and sellers.

Ted is the founder of ChicagoScene.com, and Publisher of Chicago Scene magazine. His 
company is well known for producing major events such as the New Year’s Eve Party at the 
Drake Hotel and the Chicago Scene Boat Party, which has been taking place for over 20 years.

We are all affiliated with Berkshire Hathaway Home Service of Chicago one of the top real estate 
companies in Chicago and the USA.

Who Are We?



•  Fiduciary responsibility: A duty of loyalty is one of the most fundamental fiduciary duties 
owed by an agent to his principal. This duty obligates a real estate broker to act at all times 
solely in the best interests of his principal to the exclusion of all other interests, including the 
broker’s own self-interest. 

•  Undivided Loyalty: The agent must act only in your best interest and put that above their 
own and those of other people. The agent must avoid conflicts of interest and must protect 
your negotiation position at all times.

• �Confidentiality:�The agent must keep information confidential, even after your relationship 
ends. Confidential information includes your personal information, information about the 
property, and information about the transaction (except information the law says must be 
disclosed or information you agree to disclose).

•  Full disclosure: The agent must tell you, in writing, about the services they will provide. They 
must also tell you everything they know that might affect your relationship or influence your 
decision in a transaction, even if they don’t think it’s important. This includes any conflicts of 
interest, for example when they act (or are planning to act) on behalf of any other person 
in a transaction. The only information they can’t give you is confidential information from 
another agency relationship. 

•  Obedience: The agent must obey all your lawful, reasonable and ordinary instructions. If you 
insist on something unlawful, the agent must refuse and consider ending your relationship 
and the agreement. 

•  Reasonable care and skill: The agent must exercise reasonable care and skill in all their 
duties. They must meet the standard of a reasonable and competent member of the real 
estate industry. 

•  Full accounting: The agent must account for all money and property they receive while 
acting on your behalf. Everything a client puts in the care of an agent – for example, money, 
keys or documents – is returned when the agreement ends.

Agent Responsibilities 

3



•  Staging: Preparing your home to be marketed for sale. You definitely want your home 
to be shown in the best fashion possible. This could include: through cleaning, painting, 
carpeting, repairing any issues that might detract from the homes appeal.

•  Mortgage: The biggest cost to most sellers is paying off the remainder of the balance 
owed on the mortgage(s).

•  Realtor Fees: As you will see below, we put in an exhaustive amount of time and effort to 
get your home sold, and obviously at closing you are responsible for paying the realtor 
fees.

•  Lawyer Fees: Once an offer has been accepted, the lawyers get involved in reviewing the 
purchase contract and setting up the closing.

•  Closing Fees: Before closing your attorney and closing officer will deliver to you the 
comprehensive list of your costs at closing. This will include any and all Title costs, 
Municipal fees, proration’s  for both interest and real estate taxes and any credits due to 
the seller. 

Costs Associated with Selling a Home
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Choosing Your Real Estate Agent
For most people, there home is one of the largest financial investments that they have made. 
That is why it is exceptionally important to choose an agent that is going to go above and 
beyond when working to get your home sold for top dollar in the least amount of time. Your 
agent can make a huge difference worth thousands of dollars in the ultimate sales price of 
your home. Your agent will act as your quarterback throughout the selling process and will 
recommend the best team of professionals to help you successfully close your transaction.
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A thorough understanding of the market, neighborhood, and specific location within your 
community will assist in determining the real value of your home. The next step is to carefully 
evaluate your home by utilizing a CMA or Comparative Market Analysis. This analysis will include 
all homes that are currently on the market. It will also include all homes that have sold in the last 
12 months. We believe that you deserve to be well informed and confident in the information 
that is provided to you. By studying the CMA you can identify the best price for your home to be 
placed on the marketed.

Reasons for pricing your home correctly:
•  The price that you and your agent agree upon has the greatest effect of determining the 

amount of time it will take to sell your home.    
•  When your home is priced properly buyers are eager to view your home and a better chance 

of an offer being presented. 
•  Today’s buyers are more educated than ever, they know when a home is overpriced and will 

often times wait until the price is reduced.
•  If a property is not priced right it can becomes stale. When buyers see a home that has been 

on the market for a lengthy period of time, they begin to wonder what is wrong with the 
property.

•  If a home is over priced many buyers will not write an offer. The reason is that offers are 
typically written close to fair market value, and if the home price is considerably higher than 
the true value, they do not want to offend the sellers and waste their time. 

Analysis of Your Home (CMA)
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Once the list price has been agreed upon, it is time for us to get the home ready for the market, 
which includes (but is certainly NOT limited to) the following:

•  Professional photography
•  Custom home walk-through video
•  Professional measurement
•  Generate custom images for online marketing
•  Design custom full color sales brochures
•  Install For Sale Sign

While Listed
This is where many agents fall short. Historically, many Realtors believe that once the property 
is uploaded onto the MLS, the job is done. For us, the job is just getting started. Once your home-
goes Active on the market, we do the following:

•   Provide feedback from every showing (many will tell you they will do this, but fail to do so)
•   Provide weekly updates on recent sales, new listings, and expired listings in your area.
•  Market Watch Report: This shows how many times your home has been viewed online, each day.
•  Open houses: We consistently get a larger turn out than most, as we attract traffic by means 

of online marketing and both door knocking and calling your neighborhood to inform them.

Marketing & Advertising  BHHSChicago.com
With a widely appreciated strength in marketing, we ensure that your home is advertised using-
industry leading techniques and technology.

•  Berkshire Hathaway Website which distributes your listing to over 350 different websites 
around the world

•  MLS
•  Zillow.com, Redfin.com, Realtor.com etc.
•  Social Media: LinkedIn, Facebook, Instagram, YouTube
•   International Websites (We are partnered with the most extensive list of Local & Domestic, 

International, and Luxury websites for all of our listings)
•  Custom Home Video Tour online
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Let’s Hit The Market! Listing Your Home
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Moving Checklist
1-3 Months in advance - Book a Mover
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Contact Ted, Mark or Helaine at : Chicagoscene.com
Please give us a call at: 312-416-3480

Find us on all of these Social Media Platforms: 

Let us help you sell your current home and  
help�you�find�your�new�home


