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requirements to local customs, I know
how this business works - and I use
that knowledge to anticipate issues
before they surface, protect your
interests, and keep your transaction
moving forward smoothly.

As an agent, I’ve negotiated delicate
contingencies, navigated complex
appraisal scenarios, and worked
through a wide range of buying
situations with a calm, solutions-
focused approach. You’ll always have
a steady, knowledgeable advocate at
your side - someone who handles
details precisely and communicates
clearly, so every step feels
manageable.

Welcome — I’m so
glad you’re here.
Whether you’re buying, selling, or
simply exploring your options, real
estate decisions carry weight. They
shape the next chapter of your life,
your finances, and your sense of
home. My role is to make that process
clear, manageable, and properly
supported from the very first
conversation.

As a Realtor® with Keller Williams
Greater Metropolitan, I bring a
combination of deep practical
experience and high-level industry
insight that’s rare to find in one
person. Before becoming an agent, I
started at the ground level as a
Transaction Coordinator - managing
timelines, reviewing documents,
troubleshooting contracts, and
helping shepherd more than 380
successful closings in my first two
and a half years. That foundation
gave me a fluency in contracts,
disclosures, deadlines, and
compliance that serves my buyers
every single day.

I’ve also been instrumental in
launching two real estate brokerages,
which means I understand this
industry from the top down as well as
the inside out. From operations to
negotiations, from legal 



One of the quiet advantages I bring is a strong professional reputation and
cooperative relationships across brokerages throughout Northeast Ohio.
Whether I’m representing a buyer submitting an offer or a seller evaluating
one, that reputation matters.

For buyers, clean contracts, professional communication, and smooth
cooperation often mean stronger consideration in multiple-offer
situations.
For sellers, my relationships with local agents and understanding of how
different brokerages operate help negotiations progress efficiently and
respectfully.

What you can always expect from me:
Clear expectations and honest timelines
Prompt, proactive communication
Expert handling of every contract and document
Strategic negotiation grounded in data and experience
Thorough guidance through POS requirements, tax projections, and cash-
to-close estimates
A seamless, step-by-step experience from our first conversation to the
moment you receive your keys

You’ll also have access to my trusted network - from preferred lenders, to
the exceptional team at Ohio Real Title, to inspectors, contractors, and
staging professionals who help ensure every transaction is well-rounded and
well-executed.

Whether you’re preparing to list, searching for your next property, or planning
ahead for a future move, this guide will help you understand what to expect,
how the process works in Greater Cleveland, and how we’ll work together to
achieve your goals - properly.

Looking forward to working with you!

Katie Schenk
Realtor®  
Keller Williams Greater Metropolitan

(440) 360-956
katie@properly-properties.com

Cheers, 
Katie



THE BUYING PROCESS

How Buying
a Home Works

Share what you’re looking for in a

home - and what you don’t want

Complete required paperwork

Discuss timelines and showing

strategies

Share your minimum and maximum

budgets - as well as where you’d be

most comfortable

1. Partner with an agent

Learn about the different loan

products available to you - as well

special loan programs for first-time

home buyers, first responders, and

military veterans

Understand what you can afford

Get an idea of your monthly

mortgage payment

Understand your debt ratio

Learn about your estimated loan

costs - and the cash needed to close

Consider future tax implications

Obtain a pre-approval letter

Looking for a lender? Keep reading!

2. Get pre-approved

for a loan

Over 50% of homebuyers start their

search and find their homes online*

In addition to agent alerts, feel free to

set up your own on your favorite

platforms

Visit open houses in your target

neighborhood - or your own

Schedule showings and home tours

The more properties you see, the

more likely you’ll find one you love

Don’t worry that you’re wasting agent

time - you’re not!

3. Find your new home

Strong offers aren’t just about the

purchase price - expect a few

questions from your agent about

where you might be flexible 

Review contract terms before signing

the offer

Responses can take time, but your

agent will follow up with the listing

agent and you frequently

Sellers can accept, reject or counter

offers

4. Make your offer and

negotiate the terms

*National Association of REALTORS®️ 2024 Profile of Home Buyers and Sellers



Stay in touch with me, title and lender for
current or future recommendations in regard
to your new home.

THE BUYING PROCESS

Set up your utilities to be activated or

transferred

Change your address through USPS,

your bank, and other instances

Reserve a moving company and set a

moving date

When the lender is ready, a clear-to-

close (C2C) will be issued and you’ll

sign the lender’s closing disclosure

Schedule the final property walk-

through

6. Before you close

Title will call to schedule your signing

- plan to sign in the morning if you

can for the best chance to get the

keys that day

Your agent will review the ALTA/HUD

statement before title confirms the

amount needed to close

Confirm wire details over the phone

with title before wiring funds - or

head to the bank for a certified check

for closing amounts under payment

$10K

Bring your ID to the signing, as well

as the closing check, or proof of wire

payment

7. Preparing for closing

Your lender will disburse funds to title

after they receive copies of your

signed documents 

When title has all the funds and

executed documents, they will

prepare to “fund and file” (disburse

escrowed monies and file the deed

with the county

Once funded and filed, it’s time to get

your keys and celebrate!

8. Before you get the keys

5. Under contract

Look out for emails from your agent

and transaction coordinator, as well

as the lender and title team

Pay your Earnest Money Deposit

(EMD) according to the terms of the

contract

Submit your formal loan application

Shop for home insurance and send

proof to your lender

Schedule home inspection and

negotiate repairs

Order and pay for an appraisal

Complete any paperwork requested

by title, lender or agent - if you have

questions, ask before signing

Clear any additional contingencies,

such as city POS requirements

Prepare funds for closing

Stay in close contact with your agent,

lender, and title company



WORKING WITH AN AGENT

Paperwork may not be glamorous, but it protects you. And before I can legally open
a door for you, there are a few legally-mandated documents for you to sign.  

Yep, legally. 

So let’s take a look at what’s required, and when.

The Consumer Guide to Agency is a

federally-mandated DISCLOSURE. It

outlines the agency a brokerage

offers, and must be presented to

potential clients on the first

substantive meeting (now). Agents

are required to have it signed, even

though it is NOT a binding

agreement. As a note, I will not

work as a dual agent, even though

my brokerage allows it. 

The For Your Protection - Get

a Home Inspection document

isn’t quite a disclosure, but

we treat it as such.

Essentially, it outlines the

benefits of securing a home

inspection - and that it is

your responsibility to

organize one if you want it.

Inspections are

contingencies in a contract,

and aren’t automatic.

The Buyer Agency Agreement

is mandated on multiple levels,

and is the AGREEMENT

between the buyer and the

agent, on behalf of the

brokerage. Critically, it outlines

commissions, duration of the

agreement and the duties of

the parties. Legally, I cannot

open a door for you without

having this executed first. 

The EPA’s Protect Your Family

From Lead In Your Home  is a

federally-mandated

DISCLOSURE. Lead paint

causes serious health

problems, and was commonly

used in NEOH. I am required to

present you with this document

if you are even interested in

homes built before 1978. Let

me know if you have questions

about lead in the home.

The Ohio Real Title Affiliated

Business Arrangement

document is a DISCLOSURE

required by RESPA. Whether

we work with ORT (which I

don’t receive additional

compensation for), I must

disclose that I (and KWGM)

own shares in the company.

And, with ORT, we have a

dedicated team to work with. 

A Pre-Approval for a home loan

isn’t always required before

showings. However, some

listing agents will not approve

showings without one. And,

practically speaking, we can’t

submit a viable offer to

purchase without one. So if

you do fall in love with a

property, my hands are tied

without a pre-approval or proof

of funds if you’re paying cash.

Before I can
open a door

CG2A BAA ORT ABA

FYP EPA PA



WORKING WITH AN AGENT

Understanding
commissions
In August 2024, new laws went into effect as a result of what the industry commonly calls

the NAR Settlement.* The two primary elements are:

Buying agents must have an executed buyer agreement before a buyer can tour a home. 

Offers of compensation for buying agents are prohibited on the MLS.

More buyers are being

asked to pay their

agent’s commission.

Brokerage commissions are always

negotiable between the parties. A few

sellers do not offer to pay buying agent

commissions - or to only pay a portion

of it. 

Our Buyer Representation Agreement

spells out the max commission I may

earn while working with you. 

If the seller agrees to pay that,

great!

If not, then the buyer is

responsible for payment.

Although I cannot work for free, my

commission should never stand in the

way of you getting into a home you

love. 

Remember, what is on the

agreement is the max I can earn -

we can negotiate it if the time

comes. 

*www.nar.realtor/newsroom/national-association-of-realtors-provides-final-reminder-of-august-17-nar-practice-change-implementation



FINANCING YOUR HOME

Choosing
the Right
Home Lender

Mortgage Brokers:

Work with multiple

lenders to find the

best loan for you.

Banks: Often provide

strong customer

service and various

loan types.

Credit Unions:

Usually have

competitive rates and

personalized service.

Suggested
Lender Options

1. Compare Loan Options

and Rates

Check rates for different loan

types (conventional, FHA, VA).

Tip: Get quotes from multiple

lenders to compare.

Lenders vary in fees; review

total costs, not just interest

rates.

2. Review Fees and

Closing Costs

Tip: Ask about all fees to avoid

surprises at closing.

A responsive lender can

simplify the process.

3. Evaluate Customer

Service

Tip: Look at reviews and ask

questions about response times.

Pre-approval is a deeper check

and shows sellers you're ready.

4. Know the Difference:

Pre-Approval vs.

Pre-Qualification

Tip: Get pre-approved if you're

actively searching.

Locking a rate protects you

from changes during closing.

5. Check for Rate Lock

Options

Tip: Confirm how long the rate

lock lasts and any fees.

A lender's track record

matters - research online

reviews.

6. Look at the Lender’s

Reputation

Tip: Ask friends or family for

recommendations.



FINANCING YOUR HOME

My Recommended 
Lenders
Please feel free to reach out and talk to any of the lenders that I know and trust.
And find more information on their services over the following pages.

Lenders

Synergy One Lending, Inc.

sgreenwald@s1l.com

(330) 807-4337

s1l.com/loanofficer/steven-greenwald

Steven Greenwald | NMLS# 1907235

CrossCountry Mortgage, LLC

christopher.bullock@ccm.com

(440) 587-0044

crosscountrymortgage.com/solon-oh-2104/christopher-bullock

Christopher Bullock | NMLS# 2028044

Keller Home Loans

dgoldberg@kwlends.com

(216) 496-9483

kwlends.com/loan-officer/dgoldberg

David Goldberg | NMLS# 728872



FINANCING YOUR HOME

How much cash is
needed to close?

The amount of cash you need to close, is dependent on numerous variables. Indeed, it’s not until after the

clear to close that you will know exactly how much to bring to closing. But your lender will be able to

provide you with an estimated range, when we have some details such as an address and offer price. 

In general, you can estimate closing costs (which include loan and title fees) as 3-5% of the purchase

price. This is in addition to the down payment required. 

Let’s say, for example, that you want to purchase a $250,000 home in Cleveland Heights, and your loan

requires a 3% down payment ($7500). You could expect to pay an additional $7500-12,500 in closing

costs. Except, that figure changes greatly depending on when you close, and whether the property taxes

have been paid. 

Closing in Mar, 1  taxes paidst Closing in Jan, no taxes paid

This doesn’t mean the best month to close is January. Nor are these figures accurate - they’re a

representation - for a start, home insurance costs are not included. You could not budget to have just $3410

to close, but it also means that you’re not necessarily looking at $20K. It’s something we look at together,

with your lender so we know what kind of an offer we can make. 

DISCLAIMER: Calculator is provided for illustrative purposes only. The title agency or TitleCapture make no guarantee or other assurance concerning the accuracy or completeness of information produced by

the calculator or the applicability of the data input to your particular situation. Calculator and the data and information produced by it are provided "AS IS" without representation or warranty of any kind. User

assumes the risk that data and/or calculation errors may occur. To ensure that all figures and calculations are correct and relevant to your situation, we encourage you to contact an escrow officer to discuss

your specific title insurance needs and to verify all costs and fees prior to closing. Powered by TitleCapture.com.

https://www.dropbox.com/scl/fi/qrduib7l5pldngwhp96zc/Screen-Shot-2025-11-30-at-3.22.14-PM.png?rlkey=7nrfeqr0y3g3kc5lth6j72t05&dl=0
https://www.dropbox.com/scl/fi/qrduib7l5pldngwhp96zc/Screen-Shot-2025-11-30-at-3.22.14-PM.png?rlkey=7nrfeqr0y3g3kc5lth6j72t05&dl=0
https://www.dropbox.com/scl/fi/qrduib7l5pldngwhp96zc/Screen-Shot-2025-11-30-at-3.22.14-PM.png?rlkey=7nrfeqr0y3g3kc5lth6j72t05&dl=0


FINANCING YOUR HOME

Seller Credits and

Taxes

$232,600 Market Value $280,000

$81,410 Assessed Value $98,000

$6791.92 Annual Tax* $8176

CURRENT ASSESSMENT FUTURE ASSESSMENT

In some instances, your lender may require seller credits - an amount from the

seller to the buyer at closing which can be put towards closing costs, points or

pre-paids. 

Even if your loan officer doesn’t specify a need for credits, they can make it easier

for buyers who may be tight on cash to close.

Example: If the asking price is $200K, and you would like $6K in seller credits, we

would offer $206K, with $6 credits towards closing costs.

Seller Credit Considerations:

The property must appraise at the higher price point, and there may not be

supporting comps.

Your loan determines the max credits you can receive. If the max is reached in

the initial contract, we cannot negotiate for additional credits as a result of the

inspection. 

When the county reassesses value, they will look at the sale price and

determine your tax value accordingly. And, keep in mind that many properties

have a lower county-assessed market value than current asking price already. 

*2.92% tax as a percentage of market (reflective of Cleveland Heights), excluding assessments



FINDING YOUR HOME

We search smarter to
find your perfect home
Once upon a time, buyers were more reliant on real estate agents to help them find prospective homes - or even

to determine whether three or four bedrooms would make more sense. 

Things are different today. Buyers rely on their agents to develop winning offers, navigate tricky contingencies,

understand contracts in and out, and cut through the plethora of information and mis-information available. 

When we begin working together, I will set up property alerts that match your

criteria. You’ll receive messages as new properties enter the market. But of

course, many of my buyers continue to search through sites like Zillow and

Realtor.com on their own. And, I encourage you to do so. It doesn’t hurt my

feelings if you find your home first; my expertise comes in once it has been

found.

Online

I encourage you to visit open houses in your target area (or your own

neighborhood). They are a great way to see what’s available. I’m more than

happy to go with you, or you can pop into these on your own. Whatever works

for you. 

Open Houses

As long as a property is available for private showings, I encourage it - even if

you went to the open house, or if you’re not sure it’s right for you. I’ll take each

request on a case-by-case basis - scheduling several in a row when it makes

sense and rushing to the soonest possible showing for properties that may

move quickly. 

Scheduled Showings

Over 50% of buyers find their house online.

Quick tip: If your price range is $300-320K, open your search at the $295K. A lot of

agents work use the 9 psychology and price properties at the end $299K instead of

$300,000. And you don’t want to miss out of an amazing property because it was

priced $1K less than your search range.



ASSESSING PROPERTIES

What are POS inspections?

Some - far from all - cities require

Point of Sale Inspections to ensure a

property is up to code before a new

owner takes possession, or that they

are aware of violations. 

How do you know if there is POS?

If you’re looking in cities with POS

requirements, I’ll provide more

information then, as every city (and

property) handles POS differently.

What is the POS process?

Sellers begin the process by lodging an

application with the city, typically paying

a small fee. The city sends an inspector

to the property, and compiles a report. 

Understanding
Point of Sale
In Northeast Ohio, some cities mandate their own inspections before a property
can transfer to a new owner. 

What happens if there are violations?

Sellers have a few options: 

Correct the violations

Ask the buyer to assume the

violations

A combination of these options

 We’ll discuss this in depth, if you find

yourself in this situation. 



ASSESSING PROPERTIES

What
you
need

to know about HOAs
IHOAs exist to maintain shared spaces, protect property values, and ensure a consistent look and

feel across the community. While this can add convenience and stability, it also means agreeing to

certain rules, fees, and restrictions.

What HOA fees typically cover:

Exterior maintenance: Common-area landscaping, snow removal, lawn care, and sometimes

exterior building maintenance.

Community amenities: Pools, gyms, clubhouses, walking trails, and playgrounds.

Utilities or services: Trash pickup, water, or even cable/internet.

Reserve funds: Savings for future repairs or improvements such as roof or paving replacements.

Insurance: Coverage for shared spaces or the building’s exterior in condos or townhomes.

How fees are structured:

Costs vary widely, from a few hundred dollars per year in single-family subdivisions to several

hundred dollars per month in condo developments with amenities.

Buyers should always review the HOA’s budget and financial statements to gauge stability and

anticipate future assessments.

Rules and restrictions to know:

HOAs often regulate paint colors, landscaping, exterior modifications, parking, and pets.

Some prohibit short-term rentals or limit leasing altogether.

Violations can result in fines or legal action, so it’s best to know the rules before you buy.

When you find a home within an HOA, I’ll ensure you receive the covenants, conditions, and

restrictions (CC&Rs) along with the bylaws and recent meeting minutes so you can understand

exactly how the community operates, before you sign on the dotted line.



Property
disclosures
You want to know as much as you can about a property before writing an
offer. Here’s what you can expect. 

This document is mandated by the state of Ohio for most

properties (there are a few exceptions). Sellers are required to

complete it to the best of their knowledge. It’s usually available

to agents on the MLS. 

Residential Property Disclosure

The lead-paint disclosure is required by the federal government

for all properties built before 1978. Many homeowners do not

know if their property has lead paint, and the onus is on you to

uncover it if you want to know. 

Lead-Based Paint Disclosure

Often, but not always, POS reports (or at least the current

status) is available, along with any pre-listing inspection

reports. I can also see if a home warranty is offered. And

sometimes, we’re also provided with a list of property updates.

POS Reports, HW Offers, Inspections, Home FAQs

While the seller is required to disclose any known conditions about a property, the onus is on

the buyer to do their due diligence. POS inspections, for example, do not cover the same

elements as a general home inspection. And property disclosures are dependent on seller

knowledge, not a physical test of systems.  

Important

ASSESSING PROPERTIES

RPD

LBPD

MORE



HOME WARRANTIES

I work with America’s Preferred Home Warranty.

Although I do not have shares in their company,

and there is no RESPA requirement for me to

disclose this, I do receive a referral fee from

them if you purchase a home warranty from

APHW. 

Of course, if you do want a home warranty, I

encourage you to choose whichever provider you

want to work with.

Do you want a home

warranty?
Some sellers will offer a home warranty to buyers. These plans help cover appliances and

systems, which can be very useful during the first year of home ownership. We can also ask

the seller to pay this expense, though this is negotiable. 



EARNEST MONEY

Earnest
Money
deposits

Earnest money is a deposit toward your home’s purchase price, held securely in

escrow shortly after your offer is accepted. It signals your serious intent to follow

through with the purchase - essentially saying, “I’m committed”. In most cases, this

deposit is fully refundable if the contract is terminated under agreed-upon

contingencies.

Once all contract conditions are met and we’re ready to close, your earnest money

is credited toward your purchase price, reducing what you’ll need to bring to the

closing table.

In Northeast Ohio, earnest money typically amounts to $1,000 or 1% of the

purchase price - whichever is higher. While offering more can help strengthen your

offer in a competitive situation, it isn’t always required.

Your earnest money must be submitted within the timeframe specified in your

purchase agreement. With my Keller Williams Greater Metropolitan purchase

agreement, you have four days to make the deposit, though we can alter this

according to conditions or contingencies as needed.

Payment methods depend on the title and escrow company. Some prefer checks

or wire transfers, while others (including our preferred partners) offer a secure

online payment portal for a seamless process. Once your offer is accepted, we’ll

connect you directly with your title and escrow team to handle everything

smoothly.

Timing is crucial



MAKING AN OFFER

Crafting a strong
offer

When it’s time to make an offer, strategy matters just as much as enthusiasm. The right offer

isn’t only about price - it’s about understanding the seller’s goals, your own priorities, and how

to create a clean, confident proposal that earns attention.

Step 1: Determine your numbers

Decide on the highest purchase price you’re truly comfortable paying, factoring in any possible

seller credits toward closing costs. We’ll also discuss whether offering above list price, or

including an escalation clause, makes sense for the situation.

Step 2: Confirm your earnest money

A deposit of typically $1,000 or 1% of the purchase price shows good faith. A higher amount

can strengthen your position - but we’ll balance that with your comfort level and liquidity.

Step 3: Set your terms and contingencies

Together, we’ll define terms for inspection, appraisal, and financing that protect you while

keeping your offer appealing. We’ll also review title company preferences, any Point of Sale

(POS) or HOA requirements, and whether you’d like to request a home warranty.

Step 4: Review known seller priorities

If we know the seller values speed, simplicity, or a specific term (like a rent-back or particular

title company), we’ll reflect that in your offer.

Step 5: Clarify commissions and costs

We’ll confirm who’s covering broker commissions, closing fees, and other shared costs so

there are no surprises.

Step 6: Submit and negotiate

Once your offer is submitted, the seller can accept, reject, or counter. We’ll review their

response quickly and adjust terms as needed to keep your position strong.



UNDER CONTRACT

Opening escrow

Transaction Coordinator extraordinaire. Ensures

files are complete and deadlines are met. You’ll

receive several emails from him over the course of

a transaction.

oscar@AskOsc.com

Oscar Brimelow

Once we have an accepted offer, my Transaction Coordinator, Oscar Brimelow will

organize the file and send through coordination emails, connecting all the parties

together and outlining the next steps. 

You’ll be introduced to your title team over email. And, over the next few days, they

will send you instructions for Earnest Money payment. 

They will also email you title paperwork to be completed and returned. This

paperwork covers Closing Protection Coverage, as well as other forms asking for

your social security number, marital status, etc. This is a normal part of the closing

process. Please complete and return this paperwork to the title company as soon as

possible to ensure there are no delays. If you have any questions regarding this

paperwork, please contact the title company directly.

Working with your title team

Important Notice
Never trust wiring instructions sent via email. Cyber criminals are hacking email accounts and sending

emails with fake wiring instructions. These emails are convincing and sophisticated. Always

independently confirm wiring instructions in person or via a telephone call to a trusted and verified phone

number. Never wire money without double-checking with the title company that the wiring instructions

are correct. I will NEVER forward you wiring instructions, nor will I verify their accuracy. Please keep in

mind that, once you send a wire, you can never get the money back.



INSPECTIONS & ROC

Coordinating
home
inspections

The Purchase Agreement outlines the inspection contingency - both the inspections

selected and the deadlines for completing them. At a minimum, a general home

inspection is recommended, and you can choose any inspector you prefer, whether

they are on this list or not.

Trusted Inspectors

Negotiating the ROC
The Removal of Contingencies (ROC) is a document issued by the buyer to the seller after

inspections. In short, it is an acceptance of the condition of the property as is - or a request

for repairs or credits in lieu of those repairs. 

Every inspection is comprehensive, and it is unrealistic to believe that sellers will entertain

a long list of requests. Together, we’ll consider health and safety issues that were not

previously disclosed. Upgrades are usually not considered. 

Sellers can accept our requests, refuse them - or, as is frequently the case, we’ll negotiate

a compromise. 

Buyers retain the right to terminate the contract based on inspection results.

(440) 724-3198

detailedhomeinspectionsclevelandohio.com

Detailed Home Inspections

(234) 212-9200

prcohio.com 

PRC Home Inspections

(440) 653-1947

tri-countyinspections.com

Tri-County Inspections



If you are using any form of financing to purchase your home, the property will almost

certainly be subject to an appraisal. Neither you nor your loan officer know the identity of

the appraiser before the report is issued to avoid any suggestion of influence.

You will need to order and pay for the appraisal out of pocket (not through escrow at

closing). Costs can vary, but some loans feature regulated pricing. 

A statement of a

property’s value

Appraisal Scheduling

The appraiser will reach out to the listing agent to schedule a time to visit

the property. Most commonly, appraisals are ordered once the inspection

contingency is complete - or, at least, negotiated. Appraisal inspections

typically aren’t lengthy processes, but as they look at comparable

properties, it can take around a week for the report. 

Appraisal Results

When the appraiser has completed their work, they will provide a report to

the lender who will share it with you. This will state whether the property

has:

Appraised

Appraised, subject to repairs/improvements related to health and safety

issues (such as chipping paint, missing handrails, GFCI outlets, etc)

Not appraised

If repairs are required to appraise, sellers have the option to walk away from the

transaction. However, in this scenario - and when properties don’t appraise - the

parties typically work together to find a solution that works for sellers and buyers.

APPRAISALS



HOME INSURANCE

Home insurance

Insurance providers

Rob Whitehouse

(440) 488-8770

rob.whitehouse@goosehead.com

goosehead.com/Rob-Whitehouse

Goosehead Insurance

AXIS Insurance

Allstate

Lenders require home insurance - and the cost of the first year’s premium is paid

through escrow at closing (as part of your home loan costs).

Choosing an insurance carrier may be as straightforward as calling your current auto

provider, but insurance brokers can help you find a variety of carriers that may

provide coverage that better meets your needs. 

Remember, there may be some home conditions that increase your premium, and

we’ll discuss some of the common ones throughout the offer and inspection stages.  

You will need to provide insurance details to your lender as a condition of your loan.

The sooner you do this, the better. 

Mike McLaughlin

(440) 420-6886

mike@insuredbyaxis.com

insuredbyaxis.com

Sarah Durica

(440) 494-3279

sarahdurica@allstsate.com

agents.allstate.com/durica-and-associates-cortland-oh.html



FINAL STAGES

Prepare for closing

Before the deal is done, it's important to

take one last walkthrough of the

property. This is your last chance to bring

up any potential concerns. Below are

some common details to keep an eye out

for during a final walkthrough.

Location of keys and remotes

Check sinks and toilets

Turn on (and off) lights and appliances

Look for major damage (not minor scrapes)

Confirm that everything presently onsite

remains (and that anything you explicitly

wanted out has been moved)

In the final weeks of the transaction, my

Transaction Coordinator, Oscar will email you a

list of utilities to contact, as well as a list of

places where you’ll want to update your address

(think banks and routine deliveries). 

It’s also time to contact moving companies and

begin packing. 

I advise waiting to make these calls until after all

contingencies have been met - from POS to

proof of repairs. Delays do happen in real estate;

we try to avoid them, but you really don’t want

movers arriving before the sellers have moved

out of your new home. 



CLOSING PROCESS

Dot all the i’s, 
cross all the t’s, 
grab your new 
keys!

The finish line is in sight! In several steps, we’ll burst

through the threshold of your new property!

Once all the contingencies are cleared, and title has everything they need (such as

the seller’s mortgage payoff details, prepared deed, or the certificate of transfer

from the city, we’re waiting on one thing: the Clear to Close (CTC). 

The CTC is issued by the lender and their underwriter and it gives us the green

light to confirm your closing date with the title company. You will be asked to sign

the Closing Disclosure issued by your lender, but the bottom line isn’t necessarily

the amount to bring to closing. 

We’re waiting on the ALTA or HUD statement from the title agency for that amount

- and that is only issued after balancing with the lender. I’ll review the ALTA before

you prepare the funds to ensure certain line items are correct. 

Once you have the amount, you can confirm wire details over the phone with title

before wiring funds - or head to the bank for a certified check for closing amounts

less than $10K.

Generally speaking, you can schedule a notary to meet you anywhere you choose -

or to sign at the title company if you prefer. Just don’t forget to bring your ID to the

signing, as well as the closing check or proof of wire payment.



AFTER YOUR PURCHASE

Our commitment 
to you continues

I’m not interested in one-time transactions; I’m in it for

lifelong relationships.

I aim to stay in touch long after you move. 

Handing you the keys is just the beginning. I’m still here to

answer questions, connect you with your home warranty

provider, or anything else you believe will help you settle

comfortably into your new home. 

Key Handover

From house painters to exterminators, you can always reach

back out for home maintenance recommendations.

Property Upkeep

Our gratitude for our clients is endless, and so are the

client appreciation events sprinkled throughout the year. I take

party planning as seriously as business.

Client Appreciation Events

Send me a referral, and once they complete the selling

or buying process, you'll be rewarded with gifts ranging

from goody boxes to tickets to local events!

VIP Program



GLOSSARY

Commonly
Used Terms
Collective income from everyone in your

household before taxes or other deductions are

taken. This includes investment income or

dividends, Social Security benefits, alimony, and

retirement fund withdrawals.

Annual Household Income

A written justification of the price paid for a

property, primarily based on an analysis of

comparable sales of similar homes nearby.

Appraisal

An opinion of a property's fair market value,

based on an appraiser's knowledge, experience,

and analysis of the property. Since an appraisal is

based primarily on comparable sales — and the

most recent sale is the one on the property in

question — the appraisal usually comes out at the

purchase price.

Appraised Value

APR refers to the annual percentage rate, which

is the interest rate you'll pay expressed as a

yearly rate averaged over the full term of the

loan. APR includes lender fees in the rate, so it's

usually higher than your mortgage interest rate.

APR

Generally 2% to 5% of the purchase price.

These include lender fees, recording fees,

transfer taxes, third-party fees such as title

Closing Costs

insurance, and prepaids and escrows such as

homeowner's insurance, property taxes, and

HOA fees.

A document that provides an itemized listing of

the funds that were paid or disbursed at closing.

Closing Disclosure

The legal document conveying title to a property.

Deed

A cash payment of a percentage of the sales

price of the home that buyers pay at closing.

Different lenders and loan programs require

various down payment amounts, such as 3%,

5%, or 20% of the purchase price.

Down Payment

Also known as an escrow deposit, earnest money

is a dollar amount buyers put into an escrow

account after a seller accepts their offer.

Buyers do this to show the seller that they're

entering a real estate transaction in good faith.

Earnest Money Deposit

Anything that affects or limits the fee simple title

to a property, such as mortgages, leases,

easements, or restrictions.

Encumbrance



GLOSSARY

A homeowner's financial interest in a property.

Equity is the difference between the fair market

value of the property and the amount still owed

on its mortgage and other liens.

Equity

Putting something of value — like a deed or

money — in the custody of a neutral third party

until certain conditions are met.

Escrow

A fee required when you buy a home located

within a community governed by a homeowners

association. This fee typically covers

maintenance and improvements of common

areas and may include access to amenities.

Homeowners Association (HOA) Fee

Insurance that provides property and liability

protection for your home and family in case of

damages from a natural disaster or accident.

Most lenders require borrowers to purchase

homeowner's insurance.

Homeowner's Insurance

A contract between a homeowner and a home

warranty company that covers discounted repair

or replacement of major home systems and

appliances, such as HVAC, plumbing, electrical,

and more.

Home Warranty

Costs charged by the lender during the home

purchase process. These may include an

application fee, attorney fees, recording fees,

and the lender's underwriting or origination

fee — typically around 1% of the loan amount.

Lender Fees

Mortgages vary in terms (typically 10 to 30 years)

and may have fixed or adjustable interest

Loan Types

rates. Your lender will review options with you,

including down payment requirements, insurance,

credit criteria, and other specifics.

The minimum required payments on credit card

balances, auto loans, student loans, personal

loans, and alimony or child support. Rent or a

mortgage on another property you will continue

to pay after your home purchase must also be

included.

Monthly Debt

A loan from a bank, credit union, or other financial

institution that uses real estate as collateral. The

lender provides funds to purchase the property,

and the borrower agrees to repay the loan with

monthly payments until it is fully paid off.

Mortgage

Insurance that protects the lender in case the

borrower defaults and the loan cannot be repaid

through a foreclosure sale. This is usually required

for loans with less than a 20% down payment.

Mortgage Insurance

Expenses paid at closing for items that are not

yet due. These can include property taxes,

homeowner's insurance, mortgage insurance,

and HOA fees.

Prepaids

Taxes imposed by local governments on real

property, including residential real estate. The

tax rate and assessed property value can change

annually.

Property Taxes

Fees charged by companies other than your

lender. Common third-party fees include appraisal,

property survey, title search, owner's and lender's

title insurance, and sometimes attorney fees.

Third-Party Fees



CONTACT

Here’s how 
you can get in
touch with me

(440) 360-9563

katie@properly-properties.com

www.properly-properties.com

Kathryn Schenk

Disclaimer: The information in this presentation is provided for general informational

purposes only and is not intended as legal advice. Clients or prospective clients should

consult with qualified legal counsel regarding any questions or concerns of a legal nature.



Additional Home Loan
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