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Honesty
Honesty is the cornerstone of all success, without which confidence  
and ability to perform shall cease to exist – Mary Kay Ash

Sherri was efficient with our time, honest and very knowledgeable about the area. She was able to help us 

find a perfect home with our (very tight) timeline. I would certainly recommend her to a friend and would 

work with her again in the future.  – Jennifer S,  Client

Integrity
Having integrity means doing the right thing in a reliable way. It’s a personality trait  
that we admire, since it means a person has a moral compass that doesn’t waver. 

Purchased about five homes in my past and this was far and away the best experience I had. Sheri was 

seamless in terms of getting appointments and dialing in to what I was looking for. Also appreciate the 

candor and feedback she brought with regard to properties we looked at. Very helpful especially for 

someone outside the area. Highly recommend her for any of your real estate needs whether it be rental  

or buy. Grade A player. – Andy C,  Client

Trust
Trusting someone means that you think they are reliable, you have confidence in them 
and you feel safe with them physically and emotionally. Trust is something that people  
in a relationship can build together when they decide to trust each other.

Sherri has been so wonderful to work with! We attended her First Time Homebuyers seminar at the 

Schaumburg Library, and I’m so thankful that we did! We learned so much and she was so knowledgeable 

about the home buying process. We looked at a house the day after we met with her - no time was wasted 

whatsoever! Sherri knows the local areas really well and will be completely honest with you while looking 

at homes. She is extremely reliable and very quick to communicate whether it be through text, email or 

in-person. We happened to fall in love with a home while Sherri was away on vacation, and she still had 

our contract ready to go that same day! She works unbelievably well with other real estate agents and 

really tries to get you the best outcome possible. We trusted Sherri every step of the way and she was 

right by our side through all of it. I would 110% recommend choosing her as your real estate agent since 

she is the best! We couldn’t be happier!  – Katrina H,  Client
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About  
Sherri Dzik Homes

Sherri Dzik is a dedicated advocate for her real estate clients who trust 

her judgement and expertise implicitly. Buyers and sellers turn to her to 

find the right solutions in today’s complex market, and to facilitate the 

process smoothly and successfully with her extensive legal background. 

Before getting her broker’s license, Sherri worked in legal education 

administration for 16 years. Sherri received her J.D. from The John 

Marshall Law School and has practiced real estate law working with 

a diverse clientele. Her unique perspective from the other side of the 

closing table has afforded her clients invaluable insight into today’s 

sometimes complicated closings. 

A native Chicagoan, Sherri continues the tradition by raising her 

own children in the Northwest suburbs of Chicago with her architect 

husband. Sherri is a great source of information for community 

and children activities. When not selling real estate, Sherri enjoys a 

good book and keeps busy with her kids’ music, theater and hockey 

activities. She is also active in her community through her involvement 

with the Women In Business Advisory Forum and Dynamic Professional 

Women’s Network. 

Continuously improving her skills, she has taken coursework to  

become an Accredited Buyer’s Representative (ABR), a Certified 

Staging Consultant (CSC), a Home Partners of America Certified Agent  

and completed all coursework for the Pricing Strategies Consultant. 

Andrew’s detail-orientated mindset ensures no stone is left unturned. I make sure 

my buyers know all their options and my sellers know their competition. Before 

real estate, Andrew was a Process Engineer and brings forth his expertise in data 

analytics making him your go-to real estate advisor. Born and raised in Chicago’s 

western suburbs and as a second-generation REALTOR©, Andrew provides critical 

local area knowledge to his clients. I focus on communicating with my clients and 

fully preparing them for buying or selling a home. Andrew specializes in Chicago’s 

western and northwestern suburbs and particularly enjoys helping first-time home 

buyers and sellers. When he’s not working, Andrew enjoys baking, going to car 

shows, traveling, and spending time with his friends and family.

Jim brings over 30 years of sales experience to residential real estate. Listening to 

what his clients are really looking for is what Jim feels sets him apart from other 

agents. He is very skilled at negotiating and strongly advocates for his clients. 

Most recently, Jim excelled in commercial real estate focusing on retail leasing in 

suburban Chicago.  He also spent four years as the Director of Alumni Relations 

at St. Viator High School where he cultivated relationships with alumnae and did 

event planning nationally. Jim and his wife of 30 years Tria, live in Arlington Heights, 

has three grown kids. He is a lifelong resident of the northwest suburbs and is very 

knowledgeable on the communities and their offerings. Jim holds a Bachelor’s in 

Economics from Lake Forest College. 

Darsha  brings 20 plus years of experience in the hospitality industry. She strongly 

feels that the key to success is communication and building relationships. Darsha 

believes it is important to be a team player. She strives to be passionate about 

meeting the needs and goals of her clients. Darsha grew up in Beaverton, Oregon 

and now resides with her two children in Arlington Heights, IL. She enjoys golfing 

and spending time with her children, family and friends.

Licensed Real Estate Salesperson

708.228.3906

sherri.dzik@compass.com

Broker

Broker

Broker

Sherri Dzik

Andrew Geib

Jim Murphy

Darsha Paxson
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The Compass 
Advantage

Compass Collections

Compass takes a high-
tech, high-touch approach, 
combining the best agents, 
transformational tools, and 
unparalleled marketing and 
support services. 

Welcome to Collections, a 
smarter, more seamless way  
to find a home you’ll love. 

At Compass, we believe your time should be spent 
enjoying the perfect home, not searching for it. 
Experience Collections, the industry’s most streamlined, 
collaborative solution for buyers.

Search and make decisions 
together with Collections 

Keep track of listings and never miss an update when 
you search for a home with Collections. A collection is 
a work-space where you can save homes you like and 
collaborate with anyone—your partner, spouse, parent 
or best friend—and your Compass agent too. Simply 
tap the star on any listing you like on Compass.com or 
our mobile app to save it to a collection. Invite others 
to join you and add comments that only you and your 
group can see. Discover how much easier it is to make 
decisions when you keep your search collected. 

Start your first collection 
Find your new home together with Compass Collections.  

Sign in at compass.com/workspace/#/collections  
or on our Compass Homes app, available for free  
on the App Store.

The Country’s Leading Agent Community 

Compass has not only attracted the top 10% 

of agents in the country. but retained us. with 

an industry-leading 98% of signed agents still 

with the company. 

The average non-Compass agent spends 

just a fraction of their time with clients. but 

thanks to our stellar technology and full-time, 

in-house support staff, I can focus my full 

attention on you.

The Most Sophisticated Technology 

Developed in partnership with Compass 

agents, our proprietary tools help me 

complete every facet of my job better: search 

for homes, price and market properties, 

communicate with clients, and track the local 

real estate market. 

With 99% of millennials searching for their 

next home online - and millionaires and 

billionaires being created faster within this 

demographic than ever before - we speak the 

language of the next generation.

An Unparalleled Support Network

Compass is backed by some of the most successful 

investors and entrepreneurs in the world, including 

SoftBank Vision Fund, Fidelity, IVP, and Wellington 

Management. 

No other brokerage has leveraged top talent 

outside the real estate industry -from finance, 

e-commerce, media, advertising, hospitality - and 

applied that thinking to modernize our business 

model. 

A Top-Tier Marketing Team

As a Compass agent, I have access to an in-

house marketing and creative studio, comprised 

of designers, strategists, and producers from 

acclaimed brands and agencies such as L’.Oreal, 

Conde Nast, WeWork, Twitter, and J. Walter 

Thompson. 

We partner with luxury outlets like Wired, 

Conde Nast Traveler, Bon Appetit, Elle Decor, 

The Wall Street Journal, The New York Times, 

and Architectural Digest to create memorable, 

impactful brand expressions. 
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Your Rights as  
a Buyer

Home Purchase  
Negotiation

Inspections
As a home buyer, your Real Estate Purchase Agreement 

will typically include a clause allowing you to conduct a 

professional inspection(s) of the property. We recommend 

that you invest in this objective visual examination of the 

physical structure and systems as they appear and operate 

at the time of the inspection. A standard home inspection 

report usually covers:

Exterior components

Structural components

Roofing condition

Interior plumbing

Electrical systems

Heating and air conditioning systems

Interior condition of walls, ceilings, flooring, windows and doors

Visible attic insulation and ventilation

A professional home inspector may also provide home 

maintenance tips and suggestions for improvements you 

may want to consider after purchasing the property. We 

believe it’s important to make an informed decision about 

a property and hiring a professional home inspector for an 

objective assessment gives you that opportunity.

Seller Disclosure
State law requires sellers to provide buyers with 

a Residential Property Disclosure Statement. This 

report indicates any known material defects in the 

property that the seller is aware of (ie. flooding 

problems, leaky roof, cracks in the foundation, 

faulty furnace, air conditioning or plumbing, or lot 

line disputes)

By indicating knowledge of any defects in a 

property through this report, a seller is not 

obligated to make repairs. However, if you have 

signed a contract and then receive information 

through this report about any defects, you can 

rescind the contract within the number of days 

stated in your contract.

Sellers must also disclose known information on 

lead-based paint hazards before selling a house. 

Sales contracts include a federal form about lead-

based paint in the building. Buyers will have up to 

10 days to check for lead hazards.

Understanding the Language

How long has the property been on the 
market and what is the average market 
time in this area?

Why: Market times indicate supply and demand for properties in 

the area and can give you an idea of whether it’s a buyer or seller 

driven market. 

Have there been any price reductions 
during the listing period?

Why: A price reduction may indicate a seller’s desire  

to attract an offer.

What is the price range of recent sales 
in the neighborhood?

Why: This information may indicate the  

home seller’s expectation. 

Are there any other active offers being 
considered by the home seller?

Why: Knowing if you are competing for a property with another 

home buyer may affect the terms of your offer  

to purchase.

What is the motivation of the seller? 

Why: Motivation is a key element in any negotiation. As an 

example, if the seller has already purchased a new property, 

your ability to close quickly may be an attractive element of the 

negotiation. 

What improvements have been 
made to the property?

Why: Recent enhancements can effect the buyer  

and seller’s perceived value  of the property.

When would the seller like to move?

Why: Knowing when the seller wants to move can be  

helpful during negotiations.

What personal items are included  
in the sale?

Why: Anything the seller is willing to leave behind that  

you won’t need to buy when you move in has real value.  

Consider those items in your offer.

Can I have copies of all home  
seller disclosures?

Why: Most states require all home sellers to provide  

property disclosure statement(s) for your review.

Finding the Right Home



How to Buy a Home
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Home Inspection

09
Complete Loan 
Application

10
Bank Issues Loan 
Commitment

11
Final Walk-Through  
with Your Agent

12
Closing
Congratulations, you are now  

a home owner! 

Key Terms

APPRAISAL
Assessment of the property’s market value, 
typically done for the purpose of obtaining a 
mortgage.

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.

CO-OP SHAREHOLDER 
Owner of a co-op unit, since what they are 
actually purchasing are shares of stock in the 
co-op corporation.

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 com-
pletion of the deal. 

FINANCIAL STATEMENT
A formal record of all your financial assets, 
debts, and liabilities. 

FLIP TAX
A tax levied by a co-op and paid by the seller 
when a sale is made. They are designed to 
generate funds for the co-op’s cash reserve.

MAINTENANCE FEE
Fees paid by co-op shareholders that contrib-
ute to building operations.

LIEN SEARCH
A background check on the property and 
the seller to ensure there are no outstanding 
debts or claims upon the property.

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.

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 re-
ceive abatements so that owners do not have 
to pay taxes on their units for a specified 
amount of time.

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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Find an Agent
Look for a licensed real estate agent 

who is knowledgeable about the 

neighborhoods you’re considering and can 

help guide your search. Ask family and 

friends for recommendations.

02
Get  
Pre-Qualified
Before beginning your search, your first 

step is to get pre-approved for a mortage 

loan (unless you will be paying in cash for 

the full price of your home). Your Compass 

agents can connect you to a mortgage 

broker. Based on your income and credit 

history, the mortage broker will determine 

how much the bank will lend you, which 

will help you determine the price range 

for your search. You may need to take 

actions to improve your credit score prior 

to moving forward. 

03
Determine  
Needs & Wants
What features do you need and want 

in an ideal property? Work with your 

Compass agent to narrow down what’s 

available. 

04
Explore Neighborhoods 
& Visit Properties
Attend viewings and open houses 

spanning a range of areas and property 

types. Now is the time to consider your 

ideal home’s location and amenities, 

and start to see those homes you have 

interest in.

05
Write an Offer  
& Negotiate
Once you have seen a home you like, 

you put in an “offer” to pay a certain 

price for the home. If you offer is lower 

than the list price the seller will likely 

return with a “counter offer” price, which 

you can choose to accept, reject, or 

make another offer. Your Compas agent 

will provide advice on pricing throughout. 

If all works out well, you will reach an 

agreement with the seller on price 

and terms. want to select an attorney 

who is familiar with these transactions. 

06
Review
Analyze the contract of sale and if a 

condo or co-op, building financials 

and board minutes with your attorney. 

It’s best to  work with attorney who 

specializes in Illinois real estate 

transactions. Your attorney’s job is 

to protect your interests and they an 

incredible amount of paperwork to 

review on your behalf. Therefore, you 

want to select an attorney who is 

familiar with these transactions. location 

and amenities, and start to see those 

homes you have interest in.

07
Sign Contract and  
Put Down Earnest 
Money Deposit
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Financial 
FAQs

Loan Items
Loan Origination Fee

Appraisal Fee

Credit Report

Additional Loan Fees

Prepaid Items
Interest

Hazard Insurance

Mortgage Insurance

Taxes

Assessments

Title and Closing 
Charges
Escrow, Settlement or Closing Fee

Title Insurance

Attorney’s Fee

Recording Fees
Recording Fees

Tax Stamps

Additional Settlement 
Charges
Pest Inspection

Home Warranty

Home Inspection Fee

Financing Your New Home




