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Lori can be described as determined, professional, honest and 
straightforward. She uses a results-oriented approach focused on your 
goals.

In addition to energy, determination, and integrity, Lori’s clients enjoy 
an unparalleled level of personal attention. For sellers, that means 
everything from helping get a house ready for listing to implementing 
cutting edge marketing plans that are constantly monitored and 
evaluated to get the job done. She is always available to answer 
questions and find solutions. For buyers, Lori brings patience and the 
wealth of knowledge that comes from growing up in southern 
Westchester, going through the Scarsdale School System (K-12) and 
living in both Bedford and Chappaqua for the past 20+ years. She 
provides local knowledge of the Westchester communities that cannot 
be found on websites or through generic agents who have not lived 
here.

She loves to hike and ski and cook for her family & friends.

Usha, a Licensed Associate Broker brings buyers and sellers together, 
carefully listening to them and understanding their needs. Her focus on 
client needs, her reliability, and attention to details underlie her professional 
reputation. She brings 
a wide range of skills and her tremendous professional experience to guide 
buyers and sellers every step of the way.

Usha is a lifelong resident of Chappaqua. She attended and graduated 
from the Chappaqua Schools and is now a respected member of the 
community raising her two children in Chappaqua. She has been an 
enthusiastic member of the PTA over the years. She was co-chair of the 
Roaring Brook Elementary School After School Enrichment Program and 
is currently the Chair of the Robert E. Bell Middle School International Day 
which celebrates diversity in our schools.

She spends her free time with her family and dog. She is an     avid tennis 
player, having played singles for Horace Greeley High School and the 
University of Rochester.

Usha Subramaniam
914.572.3401 
usha.subramaniam@compass.com

Lori Hoffman
914.419.1192 
lori.hoffman@compass.com

Julia is an experienced communications and marketing professional 
with a demonstrated history of working in the not-for-profit industry. 
With over 10 years of event management and marketing experience, 
she provides the US Team with solid communication and organizational 
skills - ensuring the needs of all clients are met. 

Julia was born and raised in Massachusetts, moved to New York City in 
2008, and to Westchester County in 2013. She now resides in Mount 
Kisco with her husband, two children, cat (Gotham) and rescue dog 
(Bruin). 

Julia spends her free time with her family, friends and pets. She also has 
a love for fitness, specifically CrossFit. When she is not with her family, 
or at work, you can find her working out at CrossFit Mount Kisco.

Julia Moran
Team Assistant
508 269-1706
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B U Y E R S  T I M E L I N E

S TA R T

F I N I S H

Get pre-approved for a mortgage

Begin Looking at Homes  
We will work together to find the perfect place.

Make an Offer to Purchase 
The offer includes a purchase price, terms, proposed closing date and a           
pre-approval  

Your Offer is Accepted! 
Retain a real estate attorney; if you don’t have one, we can help.

Conduct A Home Inspection 
May include home, structural, pest, and other inspections.  
Complete within 7 days of an accepted offer.

Sign The Contract of Sale                                                                                         
This document is accompanied by a deposit of at least 5% of the  
purchase price, and is signed 7– 10 days after an accepted offer.

Submit your Mortgage Application 
All your mortgage paperwork needs to be in your lender’s hands!

Get Your Mortgage Commitment 
This should come about 30 days after you submit your application.

Conduct A Final Walkthrough 
Takes place just before the closing and is your chance to make sure  
everything is as you expect it to be.

Close on Your New Home 
Close 6-8 weeks from the date of an accepted offer. Congratulations!
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To get started I like to meet with prospective buyers 
face to face to discuss in detail your “must haves” 
including location and budget.

Once we have narrowed down your search criteria 
I will set you up on the Compass app and Compass 
website.  I will also hand pick properties and share 
in a “collection” that will allow us to have real time 
discussion using the app and website.

The Compass website will also give you exclusive 
access to newly listed “Compass Coming Soon” 
properties that can only be viewed through our site.

It can be difficult to judge a home by pictures alone so 
once you see something interesting we should arrange 
to go and see it.

Getting Started



H O M E B U Y E R ’ S  G U I D E 5

One of the first and most important steps in the 
home buying process is to obtain a mortgage 
pre-approval. This will confirm your budget and 
support your buying power when submitting 
an offer. In fact most offers will require a letter 
of pre-approval from a mortgage broker, so it’s 
essential to have one in hand, even before you 
start looking!

To start this process you will need to provide 
your W2, paystubs, tax returns, and bank 
statements to your mortgage broker.  Keep 
in mind your pre-approval will likely be a 
living document that is modified several times 
throughout your search, for example if you find 

a home where the homeowner expenses (taxes, 
assessments, insurance) exceed the initial 
assumptions be sure to notify your broker.

You will likely have several financing options to 
choose from depending on your credit score, 
amount of money you want to put down, 
and the desired duration of your loan. Credit 
scores above 740 will reward buyers with lower 
interest rates, however buyers can qualify for 
FHA loans with credit scores above 580 and 
only 3.5% down, or a credit score as low as 500 
if putting 10% down. 

Your Buying Power
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When writing up the offer, we will include the following terms:

• Purchase Price is outlined in the offer inclusing the amount to be put down at Contract 
(Traditionally 5%).

• Closing Date is flexible to accommodate both the buyer and seller this is generally within 60 
days of accepted offer to allow the buyer for financing.

• Contingency include but are not limited to a mortgage contingency, home inspection, septic 
inspection (if applicable), and radon. Your mortgage contingency will outline  
the amount of money you plan to finance (typically 80% of the purchase price).

• Inspections should be done withing 3 days of the accepted offer. 

Making an Offer
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Once your offer is accepted, it’s time to take a second 
more intensive look at the home and see the bones of what 
you are buying, assuming you included a home inspection 
contingency. 

You are free to hire any home inspector you choose, and I 
am happy to refer you to home inspectors that I work with 
on a frequent basis. The home inspection will run anywhere 
from $300–$1,000 and is the buyer’s responsibility.

(Sellers are not required to fix anything that comes up in the 
home inspection report but everything is negotiable.)

If the home includes a septic system that will be a seperate 
inspection.

Buyer Due  
Diligence
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The Contract will be worked out between your attorney 
and the seller’s attorney. Both you and the seller will 
have the ooportunity to review the final contract before 
confirming that you are ready to sign. At the time of 
signing, the cash deposit set forth in our offer is due. 
The funds will be deposited in the seller's attorney's 
escrow account and used towards your down payment.

Contract
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After the Contract has been signed, you will be working 
closely with your mortgage broker. The contract includes 
Mortgage commitment date. This is generally 30- 60 days 
before closing.

Therefore it is critical to provide your mortgage broker 
with all requested information as quickly as possible. I 
recommend you begin to pull together key documents as 
soon as possible (including W-2, tax returns, pay-stubs, bank 
statements including checking, saving and investing accounts 
and other mortgages).

The Loan Commitment
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A day prior to closing or the day of the closing we will do 
a final walkthrough of the property. During the walkthrough 
we will confirm the property is in the expected condition 
and any relevant inspection items were remedied. Two to 
three days before your closing you will receive from your 
bank the Closing Disclosure (CD) which outlines the exact 
amount of money that you will need to bring with you 
to the closing table. Closing costs vary but are generally 
around 2% of the loan. There are always adjustments made 
through the process for prepayment of utilities, taxes, etc. 
The final money due will need to be in the form of a wire or 
a bank check. After the funds have been received and all 
paperwork has been signed, your attorney will register the 
deed and then you are officially homeowners!

Closing Day




