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The Buyer's
Guide

A clear, strategic path to finding,

financing, and closing on the right

home.
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T H E  P R O C E S S

How a home purchase unfolds
From the first planning conversation to receiving the keys, we guide you

through each stage with clarity and care.

01
DISCOVERY &  CO NSULTAT IO N

Understand your goals, lifestyle, preferred location, property type, budget, and

timeline.

02
FINANCIAL PR EPARATION

Evaluate your financial readiness, speak with a qualified lender, and obtain a

preapproval before beginning a serious search.

03
CUSTOM HO ME SEARCH

Set up a personalized MLS search, preview properties online and in person, and

refine the search as your priorities become clearer.

04
PROPERT Y EVALUAT ION

Compare each home from both real estate and design perspectives, including

value, condition, layout, functionality, and improvement potential.

05
MAKE A STR ONG  OFFER

Review recent comparable sales and structure a competitive offer using

appropriate price, terms, financing, timing, and contingencies.

06
OFFER ACCEPTED &  DUE DILIGENCE

Complete inspection, attorney review, mortgage application, appraisal, title work,

insurance, and other transaction requirements.

07
CLOSING

Complete the final walk-through, sign the required documents, pay the required

funds, and receive the keys.

Every purchase is different. Timelines vary with the property, financing, negotiations, and other transaction requirements.
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Y O U R  A D V A N T A G E

Why buy with Hadassah Homes?
A  B U Y E R 'S  A G E N T  W I L L

Help define your goals and priorities

Explain the Massachusetts buying process

Connect you with appropriate lenders and

professionals

Set up a personalized MLS search

Help identify and evaluate properties

Coordinate property tours

Review recent comparable sales

Compare value, condition, and improvement

potential

Help structure and submit offers

Negotiate with the seller's side

Track transaction deadlines

Advocate for your interests through closing
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We help you see not only what a home is today, but

what it could become. Our real estate and interior-

design perspective helps you evaluate layout,

functionality, renovation potential, and long-term

value.
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Across Greater Boston, the North Shore, and the

communities we serve, we help buyers compare

properties, locations, values, and opportunities.
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We believe homeownership can strengthen

communities. A portion of every successful

transaction supports local nonprofit organizations and

community initiatives.
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We connect buyers with trusted attorneys, lenders,

inspectors, contractors, and other qualified

professionals while guiding the transaction from

consultation through closing.
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K N O W  T H E  N U M B E R S

Understanding your buying power
Buying a home involves more than the purchase price.

* 0 - � � � . � ç- �  � �

The amount a lender may

approve and the amount

you feel comfortable

spending may be different.

Build your search around a

responsible monthly

budget.
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The required down

payment depends on the

financing program,

property type,

qualifications, and

transaction.

� "  / � � 8ç� " 0 . �  �

� " . /

Consider principal, interest,

property taxes,

homeowners insurance,

mortgage insurance when

applicable, and

condominium or

association fees.
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Plan for lender, attorney,

title, appraisal, inspection,

insurance, prepaid, and

other transaction-related

expenses.

- � . � - 5 � .

Maintain an appropriate

financial cushion for

moving, maintenance,

repairs, furnishings, and

unexpected costs after

closing.
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Consider utilities, taxes,

insurance, maintenance,

association expenses, and

future improvements.
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F I N A N C I N G

Prepare before you search
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A preapproval helps establish an informed

purchase range.

Buyers should review loan options with a

qualified lender.

Possible loan categories may include

Conventional, FHA, VA, and MassHousing.

Available loan programs, assistance programs,

grants, and qualification requirements vary.

Discuss down payment, closing costs, monthly

budgeting, and long-term affordability.

Preapproval is not final loan approval.

Financing continues to be reviewed throughout

the transaction.

Avoid major financial changes without first

speaking to your lender.
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S E C T I O N  O N E

Find
the Right Home
/ OHçCHi kçO] Z HçPi ç[ ] kçi PZ eYt çkOHçZ ] i kç; kkh; DkPqHç] ekP] [ ç̄�kçPi

kOHçeh] eHhkt çkO; kçCHi kçi l ee] hki çt ] l hçehP] hPkPHi °çYPMHi kt YH°

MP[ ; [ DHi °ç; [ FçY] [ NÎ kHhZ çeY; [ i ¯
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Y O U R  P R I O R I T I E S

What matters most to you?

� 0 . / Î � � 5 � .

Features or conditions required for the

property to work for your household.

 � � � Î / " Î � � 5 � .

Features that would improve the fit but should

not automatically eliminate an otherwise

strong option.
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Conditions, expenses, locations, or property

features you are not prepared to accept.

� 0 / 0 - � ç � � 
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Consider how the property may need to serve

you several years from now, not only on move-

in day.

A disciplined priority list helps keep the search focused and reduces emotional decision-

making.
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L O C A T I O N

The home extends beyond its walls
Where a home sits shapes daily life as much as the home itself. These are the

factors worth weighing as you compare neighborhoods.
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Daily travel times, traffic patterns, and access

to highways and public transportation.
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The look, feel, pace, and overall identity of the

surrounding community.

/ � 7 � . ç� ç- � � 0 - - �  � ç� " . / .

Property taxes and ongoing expenses that

shape long-term affordability.

. � � " " � . ç� ç� " � � 0  � / 8ç- � . " 0 - � � .

Local schools, libraries, parks, and other public

services nearby.
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Everyday conveniences, dining, healthcare,

and places to gather and unwind.

� 0 / 0 - � ç
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Planned development nearby, plus long-term

use and resale considerations.
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C U S T O M  H O M E  S E A R C H

A search built around you
A personalized MLS search is created from your goals,

and you preview properties online before selecting

homes to tour. Search criteria can be refined as you

learn more about the market and what matters most.

Properties are evaluated from both real estate and

design perspectives. You compare price, value, layout,

condition, location, and possible improvements —

because a home with cosmetic limitations may still have

strong functionality or long-term potential.

Listing photographs are only a starting point. The full

picture comes from seeing a property in context, and

we help you look past presentation to evaluate what a

home truly offers.

S E A RC H

��
P R E V I E W

��
T O U R

��
C O M PA R E

��
R E F I N E
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T O U R I N G  &  C O M P A R I N G

Look beyond the first impression
As you walk each property, consider how it performs across these areas — not

just how it looks at a glance.

Overall layout and room flow

Natural light

Storage

Parking

Exterior condition

Roof and visible drainage

Windows and doors

Heating and cooling

Electrical and plumbing indicators

Moisture or water intrusion

Basement and attic

Appliances and major systems

Noise and surroundings

Renovation needs

Condominium or association considerations

Potential insurance or maintenance concerns

Layout potential

Future improvements

Tour observations do not replace a professional inspection or specialist evaluation.

Compare the complete picture: price, monthly cost, condition, location, functionality,

renovation needs, and long-term value.
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S E C T I O N  T W O

Make
a Strong Offer
� çi l DDHi i Ml Yç] MMHhçPi ç[ ] kçC; i HFç] [ çehPDHç; Y] [ H̄ç/ HhZ i °

MP[ ; [ DP[ N°çkPZ P[ N°çD] [ kP[ NH[ DPHi °ç; [ FçehHe; h; kP] [ ç; YYç; MMHDk

O] r ç; [ ç] MMHhçPi çHq; Yl ; kHF¯

H A D A S S A H  H O M E S  ·  B U Y E R 'S  G U I D E 1 1



T H E  C O M P L E T E  O F F E R

Building the complete offer
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We review recent local

sales and relevant market

information to better

understand the property's

value and competitive

position.

" � � � - ç* - � � �

Your proposed purchase

price should reflect the

property, market context,

competition, and your

comfort level.

� �  �  � �  �

The loan type, down

payment, lender

documentation, and

financing terms included

with the offer.

/ � � � � �  �

Proposed dates for the

purchase agreement,

inspection, mortgage

commitment, closing, and

occupancy.

� "  / �  � �  � � � .

Conditions designed to

address inspection,

financing, appraisal, title,

document review, or other

agreed requirements.

. / - � / � � � � ç/ � - � .

Deposit structure, included

items, closing timing, and

other terms may

strengthen an offer.

Escalation clauses or other

strategies may be

considered when

appropriate.

We explain the tradeoffs so you can make an informed offer without exceeding your comfort level.
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B U Y E R  P R O T E C T I O N S

Understand the terms before you sign
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Terms concerning the buyer's opportunity to

inspect the property and respond within the

agreed timeline.

� �  �  � �  �

Terms concerning the buyer obtaining

financing under the conditions established in

the agreement.
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Terms addressing the lender's valuation and

how the transaction may proceed if the

appraisal differs from the purchase price.

/ � / � � ç� ç
 " � 0 � �  / ç- � 5 � � 6

Review of title, legal documents, condominium

materials, restrictions, and other applicable

information.

� " � � Î . � � � ç" - ç" / � � - ç/ � - � .

Additional conditions may be included depending on the buyer, property, and transaction.
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M A S S A C H U S E T T S

Massachusetts home-buying basics
Massachusetts buyers are generally expected to investigate a property's

condition and suitability before completing the purchase.

B U Y E R  D U E  D I L I G E N C E

Obtain a professional home inspection

Review the Seller's Statement of Property

Condition when provided

Request available permits and renovation

documentation

Review condominium or association documents

when applicable

Ask questions about the property's condition,

systems, improvements, and history

Use appropriate specialists when additional

evaluation is recommended

M A S S A C H U S E T T S  L E G A L P R O C E S S

Attorneys commonly play a central role in

Massachusetts real estate transactions. A buyer's

attorney may review the Purchase and Sale

Agreement, coordinate with the seller's attorney,

assist with title matters, and guide the buyer

through legal documents and closing.

The lender typically orders the appraisal.

Financing must receive final approval.

Title work must be completed.

Discuss title insurance with your attorney or

title professional.

/ OPi çNl PFHçeh] qPFHi çNH[ Hh; YçHFl D; kP] [ ; YçP[ M] hZ ; kP] [ ç; [ FçPi ç[ ] kçYHN; Yç; FqPDH̄ç
 l t Hhi çi O] l YFçhHYt ç] [ çgl ; YPMPHF

� ; i i ; DOl i Hkki çeh] MHi i P] [ ; Yi çM] hç; FqPDHç; C] l kçkOHPhçi eHDPMPDçkh; [ i ; DkP] [ ¯
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H O M E  I N S P E C T I O N

Learn what you are buying
A licensed inspector may evaluate the visible and accessible components of the

home, within the scope of the inspection.
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G O O D  T O  K N O W

Attend the inspection when possible, and ask

questions.

No inspection guarantees that every defect will

be discovered.

Specialized evaluations may be recommended.

Findings should be reviewed within the

contractual deadline.

Possible responses may include continuing,

requesting repairs or credits when permitted,

renegotiating, or taking another action allowed

by the agreement.
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T O W A R D  C L O S I N G

From accepted offer to clear to close
A P P R A I S A L

The buyer's lender generally orders an appraisal to

evaluate the property in connection with the loan.

An appraisal supports the lender's decision and is

not a replacement for a home inspection.

M O R T G A G E  A P P L I C AT I O N  �  F I N A L A P P R OVA L

After the offer is accepted, the buyer completes the

mortgage process and continues providing

requested financial and property information. Final

approval depends on the borrower, property,

insurance, title, appraisal, and lender requirements.
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B E H I N D  O W N E R S H I P

The details behind ownership

� / / " -  � 8

Your attorney helps review legal documents,

coordinate with the other side, address legal

questions, and guide the closing process.

/ � / � �

Title work helps identify ownership, liens,

restrictions, and other matters that may

affect the property.

� " � � " 6  � - . ç�  . 0 - �  � �

Buyers should arrange required insurance

early enough to avoid delaying financing or

closing.

� "  
 " ç" - ç� . . " � � � / � "  
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When applicable, buyers should review fees,

budgets, rules, reserves, assessments,

insurance, meeting records, restrictions,

and other association information.

Requirements vary by property and transaction. Use qualified professionals for legal, lending,

insurance, title, tax, inspection, and financial advice.
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C L O S I N G

The final steps to homeownership
P L A N  F O R  C L O S I N G  F U N D S

Down payment

Deposits already paid

Inspection and specialist evaluations

Appraisal and lender-related charges

Attorney, title, and recording expenses

Homeowners insurance

Prepaid taxes, insurance, and escrow items

Condominium or association charges

Moving, repairs, furnishings, and immediate

improvements

C L O S I N G  P R O C E S S

* l hDO; i Hç; [ Fç. ; YHç� NhHHZ H[ kçi PN[ HFçr PkOç; kk] h[ Ht

i l ee] hk

� ] hkN; NHçD] Z Z PkZ H[ kç; [ FçMP[ ; YçY] ; [ ç; eeh] q; Y

� ] Z H] r [ Hhi çP[ i l h; [ DHç; hh; [ NHF

� P[ ; Yçr ; YXÎ kOh] l NOçD] Z eYHkHF

� P[ ; YçF] Dl Z H[ ki çhHqPHr HF

� Y] i P[ NçMl [ Fi çehHe; hHF

� Y] i P[ NçF] Dl Z H[ ki çi PN[ HF

� Ht i çhHDHPqHF

* h] kHDkçt ] l hçMl [ Fi ¯ Always verify wiring instructions independently using a trusted telephone number.

Do not rely solely on instructions received by email.
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G O O D  T O  K N O W

Frequently asked questions

Q , þ• �÷ � Âß�÷ þøÌ › �Èþ�/ �øÌ ÌÈ��þ�Á� › B
It depends on the property, financing program, down payment, closing expenses, and other transaction

costs. A qualified lender can help estimate financing requirements, while we help you prepare for the

complete purchase process.

Q [ ßþ� òÈ�/ �ÙÌ � �� � Ì ³ � � � þ” ÌÈ�ÁÌ Øþ� Ì ��þ� � âøÙB
A preapproval provides a clearer budget and helps you act more efficiently when the right property

appears. It is especially important before submitting an offer.

Q , þ• �òþøÙ�ÈþÌ � �Á� › âøÙ�³ �ßþ÷ Ì �� ³ðÌ B
The timeline varies based on preparation, property availability, financing, negotiations, inspection,

appraisal, title, and other transaction requirements.

Q s ß³� �òþ³ø�� � þÙ� ³÷ � �÷ ³› �ÁÌ �³” ³âò³ÁòÌ B
Possible programs may include Conventional, FHA, VA, MassHousing, and other assistance programs.

Availability and eligibility vary, so buyers should review their options with a qualified lender.

Q � þ�/ �øÌ ÌÈ�³ �ßþ÷ Ì �âø� � ÌÂ�âþøB
Inspection terms are part of the offer and contract strategy. A professional inspection can provide

valuable information about visible and accessible property conditions. We explain the transaction

considerations, while qualified inspectors and attorneys provide advice within their areas of expertise.

Q s ß³� ��ßþ� òÈ�/ �Á�âøÙ��þ�³ �Á� › Ì � �Âþø� � ò� ³ �âþøB
Bring your goals, preferred locations, estimated timeline, financing questions, preapproval information

when available, and any concerns about the buying process.
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C L I E N T  T E S T I M O N I A L S

In our clients' words
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Luxury real estate, interior design, and property preparation in Massachusetts.
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