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With over ten years of 
expertise selling New 
York City real estate, Dana 
Sapir is the epitome of 
a superior agent in the 
world’s most competitive 
market. Armed with fierce 
ambition, sales savvy, and 
sharp negotiation skills, 
Dana will secure the best 
deal for her clients. She is 
driven by a deep passion 
and joy for meeting new 
clients and forging long-
term relationships, all while 
leading them on the path to 
finding their perfect home. 
Dana truly believes that 
her success is measured by 
her clients’ success, which 
is why she works so hard 
to tailor to each client’s 
individual needs.

MEET
DANA
SAPIR

Dana has a depth of 
New York real estate 
knowledge, specializing 
in the purchases and sales 
of co-ops and condos, as 
well as unsold properties 
and investments, primarily 
on the Upper East Side, 
Upper West Side and 
Midtown. Her background 
in Business and Political 
Science from Columbia 
University provided a 
smooth transition into the 
real estate market. Dana 
has an intimate knowledge 
of many sought-after 
New York buildings and 
neighborhoods, with a 
special focus on the Upper 
East Side where she lived 
for many years, raising her 
three young daughters.

Dana speaks both English 
and Hebrew fluently, and 
has a background as a 
commander in the Israeli 
Army as a lieutenant in a 
tank battalion. Operating in 
leadership positions, stressful 
situations, and competitive 
environments has afforded 
her a reputation of being 
fast-thinking, trustworthy, and 
loyal. While always keeping 
a positive outlook, Dana will 
make sure her clients feel 
confident throughout the 
entire buying and selling 
process.



New York City is one of the most diverse and 
competitive real estate markets in the world, and 
we understand that making the decision to buy 
a home here can be a particularly overwhelming 
experience. From mastering the difference 
between condos and co-ops, to planning for 
closing costs, to approaching the board approval 
process, there’s a lot to learn.
 
That’s why I've created this buyer’s guide—to 
start you on the right course to owning a New 
York City home of your own. 

OWNING A HOME
IN THE CITY

WHY IS BUYER REPRESENTATION

Purchasing a home without a buyer’s agent is like going to court 
without a lawyer or trying to solve medical issues without a doctor. 
Important decisions like these require the guidance and support of 
an expert representative that you can trust wholeheartedly! 

A Buyer Agent is solely 
dedicated to representing 
the best interest of a client 
searching for the perfect 
home, giving them a seamless 
experience and securing the 
best deal possible. 

WHAT SPECIFIC SERVICES DOES

• Work with a team of recommended 
experts—lender, attorney, inspector 

• Help prepare a condo or co-op 
package for review by the building’s 
management & board to streamline 
approval

• Coordinate with all parties involved for 
a smooth and anxiety-free transaction 
until the moment you settle in your 
new home

• An initial consultation to discuss your 
lifestyle, needs, and dreams, and an 
explanation of the entire purchasing 
process

• A tailor-made search based on the 
consultation 

• Expert insights on each property and 
building, as well as information about 
the neighborhood so you have a firm 
understanding of your choices

• Write up an offer once you’ve found 
“the one” and negotiate the best price 
and terms on your behalf

SO IMPORTANT?

Your realtor should be 
honest, professional, in 
constant communication 
with you, and have local 
expertise, so you can make 
the right decisions based on 
your unique needs. 

This is a FREE service to you! 
Buyer Agents are paid from 
the proceeds of the sale of 
the home by the sellers. 

THE BUYER AGENT PROVIDE?



Find an Agent

Visiting Properties

HOW TO
BUY A HOME

01

02

03

Getting Pre-Approval
(unless you will be paying for your home in cash)

04

07

05

08

06

09

Submitting Offers

Going Into Contract

Submitting the Board Package

Working With Your Lender on the Loan

Getting an Interview

Welcome Home!

(your attorney will prepare a due diligence 
package for you to review)

(If buying in a co-op building)



APPRAISAL: Assessment of the property’s market value, typically done for the purpose of 
obtaining a mortgage.
ASSESSED VALUE: Value Value placed upon property for property tax purposes by the tax 
collector.
CLOSING COSTS: Expenses incidental to a sale of real estate, such as loan fees, appraisal 
fees, title insurance and escrow fees.
CLOSING STATEMENT: The statement which lists the financial settlement between Buyer and 
Seller, and the costs each must pay.
CONTINGENCY: Certain criteria that have to be met in order to finalize the sale.
CONVENTIONAL MORTGAGE: A mortgage or Deed of Trust not obtained under a government 
insured program such as FHA or VA.
COMMON CHARGE: Monthly maintenance fee paid by condo owners. Property taxes are not 
included in the common charge. 
CONTRACT DEPOSIT: A percentage of the agreed-upon purchase price paid by the buyer at 
the time of signing the contract, usually 10%.
CO-OP SHAREHOLDER: Owner of a co-op unit, since what they are actually purchasing are 
shares of stock in the co-op corporation.
CREDIT: Money given to a buyer from a seller through escrow at closing.
DEBT-TO-INCOME RATIO: The percentage of an individual’s monthly gross income relative to 
the amount of debt owed.
ESCROW DEPOSIT: Deposit of funds to be transferred upon completion of the deal.
FINANCIAL STATEMENT: A formal record of all your financial assets, debts, and liabilities.
FIXED RATE MORTGAGE: A loan on which the interest rate and monthly payment do not 
change.
FLIP TAX: A tax levied by a co-op and paid by the seller or buyer when a sale is made. They are 
designed to generate funds for the co-op’s cash reserve.
HOME WARRANTY: A policy that covers certain repairs (e.g. plumbing/heating) of a newly 
purchased home for a period of time, typically one year.
LIEN SEARCH: A background check on the property and the seller to ensure there are no 
outstanding debts or claims upon the property.
MAINTENANCE FEE: Fees paid by co-op shareholders that contribute to building operations, 
including the property taxes.
POST-CLOSING: The amount of cash the buyer must have on hand after deducting the down-
payment and closing costs.
PRE-APPROVED: Advanced approval from a bank or other lending institution for a home 
mortgage.
PRE-QUALIFIED: Potential buyers provide an overall financial picture and mortgage brokers 
provide an estimate of what level of loan you will likely be pre-approved for.
PRELIMINARY TITLE REPORT: A report showing the condition of title before a sale or loan 
transaction. After completion of the transaction, a new title insurance policy will be issued.
RECORDING FEE: A fee paid to the local government to officially report a sale of a home; 
usually paid by the buyer.
TAX ABATEMENT: Newly constructed buildings sometimes receive abatements so that 
owners do not have to pay taxes on their units for a specified amount of time.
TITLE INSURANCE: Insurance to protect the buyer and lender against losses arising from 
disputes over the ownershipof a property.
RECORDING FEES: Money paid to the lender for recording a home sale with the local 
authorities, thereby making it part of the public records.
SPONSOR: The entity responsible for developing a new building or converting an existing 
rental building to a condo or co-op.
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Buyer's Attorney:

Bank Fees:

    Bank Attorney:
    UCC-1 Filing Fee:

Purchase Application Fee:

Maintenance or Common
Charge Adjustment:

Judgment and Lien Search:

Recognition Agreement Fee:

Title Insurance:

Mortgage Title Insurance:

New York State Mortgage
Recording Tax:

Title and Municipal Search Fee:

Deed Recording Fee:

Mortgage Recording Fee:

Unit Owner’s POA Recording Fee:

Title Closer Attendance Fee:

$2,500-$3,500

$800-$1,250

$75-$125

$800 - $1,250 

Pro-rated for the month of closing

$450

$250-$500

-

-

-

-

-
-
-

-

$,2500-$3,500

$800-$1,250

$75-$125 

$800 - $1,250

Pro-rated for the month of closing

-

-

Approximately $4 per $1K
of purchase price

Approximately $1 per $1K
of loan amount

1.80% if mortgage amount is
less than $500K
1.925% if mortgage amount is 
$500K or more

$895

$285

$250

$100

$300

Co-op CondoMortgage Closing Costs

Consideration
$1M - $1,999,999
$2M - $2,999,999
$3M - $4,999,999
$5M - $9,999,999
$10M - $14,999,999
$15M - $19,999,999
$20M - $24,999,999
$25M or more

Rate
1.00%
1.25%
1.50%
2.25%
3.25%
3.50%
3.75%
3.90%

Mansion Tax (Co-Op 
and Condo):



Cheng & Susie: First Time Home Buyers

"Me and my wife just bought our first apartment in NYC and we are 
so glad to have Dana as our broker. She is very knowledgeable 
with the local market and familiar with the neighborhood. 
She organized the apartment visits very well, saved us a lot of time. 
She asked for our feedback every time after we saw an apartment, 
sent out follow up emaisl to summarize our trip, and made the 
communication very easy and clear to understand our requirement. 
I would highly recommend Dana to my friends who will be 
looking for apartments to purchase in the future."

Darlene & Barry: Seller & Buyer

"Dana Sapir was our broker for the sale of our condo. We 
found Dana to be hardworking, very easy to work with 
and very knowledgeable. Dana brought many clients to view 
our apartment and sold it within two months. She was easy to 
communicate with and gave feedback after each showing. We also 
bought our new co-op with Dana. She worked tirelessly on the bid 
and the massive board package. She was extremely competent 
and knew exactly what was needed for us to get approved 
by the board. Dana is an excellent broker, but more importantly, 
a very nice person with genuine interest in getting the best deal 
possible. We would highly recommend Dana."

TESTIMONIALS

Rosanne: Empty Nesters Downsizing

S. Duyar, Buyer

"Dana was everything we could 
have asked for in a real estate 
professional. She heard what we 
wanted and found us the right 
properties for the right price. When 
we were not taken with an apartment, 
she understood why and adjusted her 
suggestions. She provided incredible 
help with the over-the-top application 
process, was available by phone, email 
and text, was willing to take the extra 
time for a coffee and croissant so we 
could debrief on the places we'd seen, 
all with incredible calm and patience. 
She is persistent but not pushy and a 
pleasure to work with. We are closing 
on our new apartment this week, and 
we are very happy to recommend 
Dana to anyone venturing forth into 
the New York real estate market."

 Dana was nothing short of״
terrific.  I used to wonder why I 
needed a broker, but Dana answered 
that question.  She helped me 
eliminate bad choices without 
visiting them, probed the seller's 
broker with questions I wouldn't 
have thought to ask, gave me terrific 
context and data to help me find the 
right price (New York has so many 
subtleties, it's hard to know what 
you are buying!), and was always 
there for me and my family to help 
us make the decision. At the end of 
the day, she got us a great deal, 
and I couldn't be happier.״
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