BUYING A HOME IN ARIZONA
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BUYER NEEDS & DESIRES
There are many important needs and factors involved in finding the perfect property.
It’s difficult to remember them all when you are put on the spot. This is a worksheet
designed to outline your needs and desires. Please take your time and fill it out
before we begin our search. It will serve as a great reference tool.

Property Specifics
Square Feet (Min-Max)

Bedrooms

Price (Min-Max)

Style of Home

Roof Style

Garage/Parking

Preferable Flooring

Lot Size

Baths

Stories

Landscape Style

Home Age

Other Qualities

Are you interested in:
Fireplace
Pool
Spa
Great Room
Extra Parking
Views
Boat/R.V. Parking
Guest House
Mother-in-law Setup
Formal Dining
Breakfast Area

Family Room
Covered Patio
Decks
Fenced Yard
Large Closets
Extra Storage
Alarm
Pantry
Vaulted Ceilings
Intercom
Large Laundry Room

Area Specifics
Areas you are interested in

Is shopping a concern? What kind of shopping?

Do you need to be close to schools? Is commuting a concern?

Are there any walking distance/public transportation Issues?
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PRE-QUALIFICATION
To help you determine your property price range, most lenders and
agents recommend getting pre-qualified. Pre-qualification makes sense
before beginning your property search.

Reasons for Pre-qualification

1)

You will know the exact amount for which you can qualify. This allows
you to view properties you are certain you can afford.

2)

Your monthly payment will be set (approximately), so you can figure it
in to your budget.

3)

You will receive closing cost and down payment figures.

4)

You and your lender can select the best loan program for your
particular situation.

5)

If you are a first time buyer, you might qualify for a special loan
package that would allow you to get more home for your money.
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HOUSE HUNTER’S SCORECARD

Take me
along
with you!
Nothing is
quite so
frustrating as
forgetting
why you like
two or three
particular
homes after
weeks of
looking.

With this
scorecard,
you can
keep a
record for
yourself.

Item
Asking Price
Real Estate Taxes
Water Bill
Gas Bill
Electric Bill
Age of House
Square Feet Living
One or Two Story
Garage
Workshop
Wood Frame
Block & Wood Frame
Exterior Siding
Overall Exterior Condition
Gas Heat
Electric Heat
Age of Heating Unit
Evaporative Cooling
Refrigeration/Heat Pump
Age of Cooling Unit(s)
Number of Bedrooms
Living Room
Great Room
Family Room
Formal Dining Room
Kitchen Eating Area
Library or Studio
Number of Bathrooms
Closets
Refrigerator
Stove/Oven
Disposal
Dishwasher
Microwave
Washer/Dryer
Laundry Space
Adequate Water Heater
Up to date Electrical
Storage Area
Basement
Number of Fireplaces
Window Coverings
Flooring
Carpet
Patio
Pool and/or spa
Fence
Pleasing landscaping

Priority
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House A

House B

House C

About the Neighborhood
Item
Streets Clean
Neighbors’ Property Well kept
Flooding (Check Local Government or Flood Maps)
Loud Noises, Bad Odors
Heavy Airplane Traffic
Nearby Arenas, Stadiums, or Train Tracks
Open Drainage Ditch or Canal
All Utilities Installed
Area Zoned Residential
Nearby Industry
Proposed Special Assessment
Garbage Collection
Fire Protection
Street Lights
Sidewalks
Streets and Alleys Maintained
Newspaper Articles on Community or School
Difficulties

Priority

House A

House B

House C

Priority

House A

House B

House C

Priority

House A

House B

House C

The House Is Near
Item
Public Transportation Within Walking Distance
Freeways or Major Streets
Convenient Shopping
Schools the Children Will Attend
Parks

House Is Minutes From
Item
Work
Downtown
Convenient Shopping
Elementary School
High School
Doctors
Hospital
Relatives
Friends
House of Worship
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WORKING WITH AN AGENT
In searching for the perfect home, you need to be certain that all
options are explored and researched. Once you find the home, you
need to be certain the purchase is successful. People who look for a
home on their own often find it to be an overwhelming task. Partnering
with a real estate agent is the best way to ensure you make an
informed decision and experience a smooth purchase. Here are a few
specific reasons to work with an agent.

1. Agents have access to the Multiple Listing Service (MLS). This is a computer
system devoted solely to keeping track of all the home listings in the area you
desire. The majority of homes on the market is in MLS and need an agent for
access.

2. Agents are trained to write offers, handle negotiations, problem solve, and
offer real estate advice. With the agent handling these tasks, you can relax
and make informed decisions.

3. Agents are knowledgeable about the area in which you wish to live. In
addition to real estate market knowledge, they can educate you on the
attributes of a desired area.

4. Agents are knowledgeable about market values. Your agent will work with the
listing agent to obtain the best price possible for you.

5. Agents are customarily paid from the commission the seller offers. There is no
charge to the buyer for agent representation.

6. Agents can help save deals. Due to the complexity of the buying process,
occasionally unexpected problems arise. Agents know the process and are
trained to handle these issues that might otherwise end a transaction.

What to Look for In an Agent
Now that you know the benefits of agent representation, here are some qualities your
agent should possess.
Your agent should let you make the decisions and not push you into a
purchase that does not suit you.
It is imperative that you are comfortable around your agent. He/she should
have a personality you can work closely with.
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SHOPPING FOR YOUR LENDER
An important aspect of your purchase is choosing a good lender. You
need to check reputations and references. Comparing interest rate
locks and loan packages is also advised. Do not call around asking for
interest rate quotes. Reasons why? There are different loan programs
for different financial situations. If he/she does not know much about
you, a lender might quote you a rate from a program that does not fit
your situation.

Interest rates quoted over the phone are not usually

locked rates.
Four Things To Avoid In A Purchase

1. Do Not Change Jobs: Changing jobs before or during the loan process can
create a real problem in qualifying you for a loan, particularly if that job is in
a different line of work or at a lower rate of pay.

2. Do Not Switch Banks Or Move Money Around:
3. It’s difficult to verify funds if money is moved, so leave everything as is until
your loan is closed.

4. Do Not Pay Off Bills: Your loan officer will advise you if it is necessary to pay
bills to help you qualify. He/she will show you how to pay off bills so there is
sufficient proof of payment.

5. Do Not Make Any Major Purchases: Large purchases have a major impact on
qualification. If you add a payment, or increase a payment it will decrease
your qualification amount. Stay away from purchases such as cars, boats,
r.v.’s, furniture, etc.

Note: If you are having a hard time checking references, make appointments with
different lenders and compare.

Your real estate agent can help you with this.
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TYPES OF LOANS
Listed are general explanations of different types of loans. For
additional explanations please contact a lender.
Adjustable Rate Mortgage:
Mortgage loans under which the
interest rate is periodically
adjusted to more closely coincide
with current rates. The amount
and times are agreed to at the
inception of the loan.
Balloon Payment Loan: A loan
that is typically amortized over 30
years, but is due and payable at
the end of certain term. May be
extended or rolled over to a
different loan. EXAMPLE: 30
years due in 5 years.
Buydown Loan: Loan that has a
reduced rate and payment for a
specific period of time. This is
done by paying interest up front.
Community Homebuyer’s
Program: A first time buyer
program with a fixed rate and low
down payment, commonly 3-5%.
There are no cash reserve
requirements and qualifying ratios
are easier. Loan is subject to
buyer meeting all income
standards and completing a four
hour training course.

Conventional Loan: A mortgage not
obtained under government insured
program, provided by investors.
FHA Loan: Loans insured by the Federal
Housing Administration under H.U.D. They
offer low down payments and easier
qualifying.
Fixed Rate Loan: A loan with one interest
rate that remains constant through the life
of the loan.
Graduated Payment Mortgage: A loan
that starts payments lower than standard
fixed rate loans, and increases the payment
by a predetermined amount each year.
Non-Qualifying Loan: A loan that may be
taken over from the seller by the buyer. The
buyer would pay the seller for his/her equity
and assume the payments, avoiding
qualification. These loans are complicated
and rare. Please contact your lender with
any questions.
VA Loan: A loan that can be up to 100%+,
secured by the government for people who
have served in the armed forces.
Customarily, the buyer pays little or no
costs of the purchase. The extra fees that
the seller has to pay are sometimes added
on to the sales price.
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MORTGAGE LOAN CHECKLIST
The following is a list of items and information your lender needs to
process your loan in a timely fashion.
Sales contract on the purchase of your new home
Copy of sales contract and certified closing statement on your present home
For FHA loans: Copies of your Social Security card and driver’s license
Employment History:
Employers and complete addresses for the past two years
Dates of employment for each job
Two years of most recent W-2 forms
Two years of most recent tax returns with all schedules signed in blue ink
If there are any gaps in your employment: Be prepared to explain
If self-employed: current balance sheet and year-to-date profit and loss
statement
Residence History:
Two years of most recent residences with complete addresses
Length of time at each residence
If renting: Landlord name and complete address
Accounts:
Names and addresses of each financial institution
All account numbers
Three months bank statements for all accounts
All current balances and values
Loans and Credit Cards:
Creditor’s names and addresses
All account numbers
Current balances owed
Monthly payments and number of payments remaining
Current Real Estate:
Property addresses
Estimated market values
Outstanding loan balances
Monthly payment amounts
If applicable: Monthly rental income amounts
Personal Property:
Year, make and value of your automobile
Net cash value of your life insurance
Value of your furniture and other personal property
If applicable, the following information:
Divorce papers
Check for credit report and appraisal
For VA loans: Certificate of eligibility & DD214
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WAYS TO TAKE TITLE
Listed are general explanations of ways to take title. For additional
explanations please contact a lawyer.
Community Property:
Only persons married to each other may own real property as community property.
Each spouse owns an undivided one-half interest in their community property. Each
spouse may provide by will for the disposition of his or her community property.
However, Arizona community property law requires both spouses to join in a
conveyance or encumbrance of community real property. Property acquired by a
spouse during a marriage is presumed to be community property except for property
acquired by gift, devise, or descent. A married couple seeking to hold title to real
property located in Arizona in a form other than community property may do so by
renouncing the community property form and specifically accepting another form of
co-tenancy.

Joint Tenancy With The Right Of Survivorship:
Two or more natural persons may hold title to property as joint tenants with the right
of survivorship, provided that they share the four unities of time, title, interest and
possession. That is, they acquire their joint ownership at the same time, by the same
title, have identical interests in duration, and share equal rights of possession.
Evidence of the intent of a married couple to hold title to real property as joint
tenants with the right of survivorship MUST BE IN WRITING so as to avoid
presumption of community property. If one joint tenant transfers his interest, this
transfer destroys the joint tenancy estate and the co-tenants become tenants in
common. Upon the death of a joint tenant, his interest is transferred outside probate
to the surviving joint tenant(s).

Community Property With The Right of Survivorship:
Only persons married to each other may take title as community property with the
right of survivorship. One spouse is entitled to the whole of the property upon the
death of the other and both halves of the community property receive a new tax basis
equal to the fair market value as of the date of death. Evidence of the intent of a
married couple to hold title to real property as community property with the right of
survivorship MUST BE IN WRITING in order to avoid the presumption of community
property. When parties holding property as community property with the right of
survivorship dissolve or annul their marriage, the property converts to tenancy in
common.

Tenancy In Common:
Two or more persons may hold title to real property as tenants in common (married
couples must reject community property and specifically take title as tenants in
common). Each owner has a distinct and proportionate interest without the right of
survivorship. The only unity involved is possession. Their undivided interest need not
be equal, but in the aggregate cannot exceed 100% of the ownership interest. A
tenant in common may transfer his undivided interest without destroying the cotenancy estate.
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CLOSING COSTS
Closing costs are often confusing. When you apply for your loan, you
will receive a Good Faith estimate of these charges, as well as an
explanatory booklet.
Following is a mini-glossary.

Appraisal Fee: A one-time fee to pay

Miscellaneous Title Charges: The

an independent fee appraiser.

title company may charge fees for
items such as title policies, document
preparation, recording fees, and an
escrow fee.

Credit Report Fee: A one-time fee
covering the cost of the credit report.

PMI Premium: Depending on your
down payment, you may have to pay
an up front fee for mortgage
insurance. Lenders may also require
monies to be held by them in a reserve
account.

Document Preparation Fee: There
may be a separate fee covering the
preparation of the final legal papers.

Homeowners Fee: Some
associations may require an up front
deposit or dues, as well as a fee to
transfer their records from seller to
buyer (transfer fee). These amounts
vary for each association.

Prepaid Interest: This is a per diem
charge that will vary depending on the
time of month your loan closes.

Loan Discount: A one-time fee to

Taxes and Hazard Insurance:

adjust the yield on the loan to what
market conditions demand
(often called POINTS).

Depending on the month your property
closes, you may be required to
reimburse the seller for property taxes.
You will have to pay a year’s hazard
insurance premium up front, and may
be required by the lender to put a
certain amount for taxes and insurance
in a reserve account. This account is
held by the lender.

Loan Origination Fee: A one-time
set up fee charged by the lender for
their administrative costs.
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ESCROW
An escrow is a neutral, independent account created to process a
transaction such as a sale or loan. It protects the interests of all parties
involved and favors neither the buyer nor seller. An escrow is created
after the Purchase Contract is executed and becomes the depository for
all monies, instructions and documents pertaining to the transaction.

How does the escrow process work?
The escrow officer follows instructions based on the written terms of your Purchase
Contract and the lender’s requirements for closing. The escrow officer secures the
satisfaction of all requirements of the title commitment. Escrow cannot be completed
until all terms and conditions have been met.

Opening an escrow
Either real estate agent may open escrow as soon as the Purchase Contract is
executed by placing the initial deposit (earnest money) in an escrow account at the
Title Company.

Information you need to provide
You will be asked to complete a Statement of Identity for the Title Company. This is a
confidential tool used to correctly identify all parties involved in the transaction.
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TITLE COMPANIES AND ESCROW OFFICERS

Title companies in Arizona insure the title to your new home and offer
escrow services. An escrow officer is employed by the title company to
handle the escrow transaction. The duties of the escrow officer are as
follows:

o

Accept executed contract and issue earnest money receipt

o

Request a commitment for title insurance
(shows requirements for issuance of a title policy).

o

Order payoff/assumption statements from existing lender(s).

o

Prorate taxes and insurance upon instructions from the seller and
buyer.

o

Accept hazard insurance policy, inspection reports, and relevant bills.

o

Compute settlement figures.

o

Assist the buyer and seller when signing documents

o

Record the appropriate documents with the county recorder.

o

Disburse final documents and money on the basis of mutual
instructions.
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YOUR APPOINTMENT FOR CLOSING

Listed below are the items you need to obtain and bring to your escrow
appointment.
Note: Make sure all of your lender’s requirements have been met before your
appointment.

Identification:
In order to notarize your signature you must bring picture I.D. (current driver’s
license, military I.D., or passport).

Funds:
You must bring a cashier’s check made out to the title company. Wiring funds is also
an acceptable method of payment. Your escrow officer will tell you the amount you
will need to provide.

Taking Title:
Review your options and decide how you wish to take title to your new home.

Fire and Hazard Insurance:
Be sure to contact your insurance agent to order coverage before your appointment.
Have your agent contact your escrow officer with premium information & for property
verification.

After Your Signing
After you have signed all documents, they are sent to your lender for review. When
the lender is ready to fund the loan, they contact the title company. The escrow
officer schedules the closing and recording time and handles all financial and technical
details. A warranty deed and deed of trust are recorded within one working day and
the transaction is complete.
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COMMITMENT FOR THE TITLE
INSURANCE AND POLICY COVERAGE

The commitment for title Insurance (prelim) indicates a multitude of
items or situations that pertain to the subject property.
Commitment
The commitment for title insurance (prelim) indicates a multitude of items or
situations that pertain to the subject property. It’s a detailed report of findings
resulting from a title search. It explains the current status of the property ownership,
title insurance offered by the title company, and any exceptions or exclusions to the
policy. Upon receipt, you should review your prelim paying particular attention to the
sections listed below.

Reviewing the Commitment
• Be sure the ownership vesting is correct by comparing the names on the
prelim to those on your purchase contract.
• Review the informational notes for important property facts.

Standard Policy Coverage
A title policy is guaranteed insurance against any undetermined risks. Review the
following list for items and issues covered by a title policy.
• Mistakes in interpretation of legal documents and wills
• A forged signature on the deed
• Errors in indexing or copying
• Falsification of records
• Impersonation of the real owner
• Deeds delivered without consent of grantor
• Recording mistakes
• Missing or undisclosed heirs
• Deeds and mortgages signed by persons of unsound mind, by minors or by
someone listed as single but actually married.
• In regards to lender’s coverage, the title policy covers:
• Invalidity of the insured assignment
• Priority of the insured mortgage
• Invalidity of the insured mortgage on the title

Items and issues that are not covered:
•
•
•
•
•
•

Matters that an accurate survey would show: easements, boundaries, etc.
Matters assumed, known or created by the insured
Rights of parties in possession
Unpatented water or mineral rights
Unrecorded matters
Matters that a physical inspection would disclose
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COMPARE THE PLUS POLICY
Compare Coverage

Standard

ALTA Plain
Language

Someone else owns an interest in your title
A document is not properly signed
Forgery, Fraud, Duress
Defective recording of any document
There are no restrictive covenants
There is a lien on your title because there is:
a) a deed of trust
b) a judgment, tax, or special
assessment
c) a charge by the homeowner’s assoc.
Title is unmarketable
Mechanic’s lien protection
Forced removal of structure because it:
a) extends on to other land or on to an
easement
b) violates a restriction on Schedule B
c) violates an existing zoning law
Can’t use land for single family dwelling because
the use violates a restriction in Schedule B or a
zoning ordinance
Pays rent for substitute land or facilities
Unrecorded lien by a homeowner’s association
Unrecorded easements
Rights under unrecorded leases
Plain language
Building permit violations
Subdivision compliance
Restrictive covenants violations
Post policy forgery
Post policy encroachment
Post policy structural damage from minerals
extraction
Post policy Living Trust coverage
Enhanced Access - vehicular and pedestrian
Map not consistent with legal description
Automatic Inflation Protection (5 years)
Supplemental Tax Lien Coverage
Enhanced Encroachment Protection (Public
Utility Easements)
Water Rights Extraction Coverage

•
•
•
•
•

•
•
•
•
•

Plain
Language
& Plus






•

•



•

•



•
•

•
•
•





•



•
•




•



•
•
•
•
•
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COMPARE POTENTIAL SCENARIOS
Listed are potential scenarios in buying a home. For additional
explanations please contact an escrow officer.

Problem:
The current homeowners purchased their property eight months ago. The city notifies
them that the Seller’s addition on the home has been “red-tagged” because the room
is not legally permitted.

Their Choices are:
• Pay the permit fees and bring the addition up to code
• Tear down the room
The homeowners contact their agent questioning why an unpermitted room was not
disclosed to them prior to purchasing the property. The agent’s Broker gets involved
and contacts the title company who insured the property. Under the ALTA Residential
Policy, without the added protection, the title company denies the claim on its policy.
However, the Added Protection Provides Coverage

Problem:
The current homeowners purchased their property eight months ago. The
homeowners association notifies them that their second story room addition, built by
the former owner is in direct violation of the CC&R’s and must be removed. The
homeowners association also informs them that the orange casitas roof tile installed
prior to purchase violates the restrictions in the CC&R’s and must be changed. The
homeowners contact agent inquiring why they didn’t go over the CC&R’s prior to
closing. Under the ALTA Residential Policy, without the added protection, the title
company denies the claim on its policy.
However, the Added Protection Provides Coverage

Problem:
The current homeowners are in escrow to refinance the property. The preliminary
report shows a second deed of trust on the property. The homeowners claim they
never executed a second deed of trust and request a copy of the signed document. To
their dismay, their names are forged on the trust deed. Under the ALTA Residential
Policy, without the added protection, the title company denies the claim on its policy.
However, the Added Protection Provides Coverage

Problem:
The current homeowners ask their next door neighbor to stop building a patio cover
which is encroaching onto their property. The neighbor continues building the cover.
Under the ALTA Residential Policy, without the added protection, the title company
denies the claim on its policy.
However, the Added Protection Provides Coverage
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HOME INSPECTIONS
In most cases, real estate contracts allow a physical inspection period
for the buyer. This is the time to identify existing and potential
problems in the property. For most of us, this is a nerve-racking
process we are not knowledgeable about. This is the time to turn to a
professional home inspector. Home inspectors identify problems and
assist in promoting and facilitating communication with the seller. This
is a sizeable investment you are making, possibly the largest in your
life. You may save substantial amounts in the future by investing a
small amount now.

Here Are Some Areas Inspectors Look At:
Structural: Home inspection organizations have set standards on areas of the home
that the inspector looks at to determine the integrity of the essential internal and
external structural components. Inspectors are not structural engineers, but can
identify visual defects in areas requiring immediate repairs.
Electrical: Do all the outlets work? Does the house use fuses or is there a breaker
box? Are there any signs of fraying on the wiring?

Plumbing: Are there any leaks or annoying drips? Are all the mechanical systems
and fixtures working properly?

Built-In Appliances: Are they functioning properly?
Safety Hazards: Inspectors are not environmental specialists, but they can identify a
number of safety hazards and
dangerous conditions.

Miscellaneous: Other items may or may not be included in standard home
inspection. Some may be: septic systems, roofs, drainage, wood decks, patios or
other exterior structures.

Normally Not Included: Termite, radon, geological or land subsidence surveys
and environmental or pollution inspections should be completed separately for your
own protection.
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HOME WARRANTIES
Home warranties are policies designed to protect the buyer against
repair costs of mechanical systems and major appliances. They consist
of an origination fee (sometimes offered by seller/or negotiated in
contract) and a small deductible (paid by buyer). There are a variety of
plans covering items such as; heating, air
air-conditioning,
conditioning, dishwashers,
garbage-disposals,
disposals, etc.
I will be happy to gather a selection of warranty plans for you.

Benefits of Home Warranty Protection
Protection:
o

Coverage for your major mechanical systems and built in appliances

o

A full network of well qualified technicians at your service

o

Your budget is protected against unexpected repair bills

o

All of the above for a v
very low deductible/service call
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PROPERTY TAX INFORMATION
Annual Tax Statement
Annual tax statements are issued in the fall of the current year and billed for the
calendar year. They may be paid in two installments.

First half due October 1, DELINQUENT NOVEMBER 1
Second half due March 1, DELINQUENT MAY 1
Your parcel number can be found in the paperwork you get from the title company.

Note: The Treasurer must charge interest on all delinquent accounts. And the County
Treasurer WILL NOT be held responsible for payments made on the wrong property.
Here are two ways to avoid this problem:
o
o

Always check the property description on your tax statement.
Always provide your parcel number when making payments or inquiries
at the Treasurer’s or Assessor’s office.

New Ownership Information
Ownership information transfers can take six months or more to process. If property
is purchased after November 1 of the previous year, new owners may not receive a
tax statement. The new owners must contact the Treasurer’s office if a statement is
not received by October 15.
Treasurer’s phone number: (602) 506-8511
www.treasurer.maricopa.gov

Notification Of Value
Assessment notices are sent to every property owner on or before January 31 of each
year. This notice includes assessed value, full cash value, classification and
assessment ratio. These issues can be protested through the County Assessor within
45 days of receipt.
County Assessor’s phone number: (602) 506-3406
www.maricopa.gov/assessor
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ARIZONA TAX CALENDAR
Important Dates in the Arizona Tax Calendar
January 1
Current taxes become a lien not yet payable. First day to file exemption with
the Assessor’s Office
February 1
On or before this date, Assessor is required to notify property owners of any
increase in taxes or of delinquent taxes for previous years sold at auction
(Three year redemption period)
February 15
Last day to file an appeal with the Assessor’s Office if the property owner
feels that the values are excessive or that they violate the limitations of
increases
February 28
Last day to file exemptions
March 1
Second half taxes for the previous year, are due and payable.
May 1
Second half taxes for previous year, are now delinquent.
July 25
Tax Roll is certified
September 15
Tax statements are mailed from mid-September to
October 1
First half of current year taxes are now due and payable. You may pay for the
full year at this time.
November 1
First half of current year taxes are now delinquent.
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TAX DEDUCTIBLE MOVING EXPENSES
Listed below are items that may be tax deductible when you meet the
IRS’s requirements for a qualifying move. These are general
suggestions and should be reviewed by your accountant.


The expense of having your furniture and household items
shipped or stored for up to 30 days. This includes the cost of
packing and insurance.



Select costs from the sale of your previous home, and the
purchase of your new one, are deductible. Costs such as legal
fees, real estate commissions, title fees, state transfer taxes and
appraisal fees. These expenses can be deducted a few different
ways. The most common is to count them as moving expenses
up to the allowable limit.



The cost of transporting your family to the new town. This
includes food and lodging.



The expenses from trips to the area of a new job to shop for a
home. This cost is not contingent on a successful purchase.



If you have not found the perfect property, or it is not ready
when you arrive, the cost of lodging and 80% of your food up to
30 days is deductible.
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MOVING CHECKLIST
This comprehensive list of reminders will be valuable in the hectic
moving days ahead.
Previous Residence
PREPARING FOR THE MOVE:
Leave keys & garage openers
Travel funds (cash & checks)
Prepare pett transportation
Personally transport valuables & jewelry
ADDRESS CHANGES:
Bank accounts
Forwarding address at post office
Credit cards
Insurance
Magazines/publications
CANCEL UTILITIES: CHECK FOR REFUNDS
Electric/gas
Telephone
Water
Garbage removal
Cable
Misc.-bottled
bottled water, propane, etc.
DOCUMENTS TO OBTAIN:
School transcripts
Medical records
Dental records
Veterinary records
New Residence
ADDRESS CHANGE:
Ask post office to hold mail for your arrival
ACTIVATE UTILITIES:
Electric/gas
Telephone
Water
Garbage removal
Cable
Misc.-bottled
bottled water, propane, etc.
SCHOOLS, LICENSES & SERVICES:
Register children in school
Register to vote
Register your car
Driver’s license (apply or new address)
OBTAIN NEW MEDICAL SERVICES:
New Doctor
New dentist
New vet
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YOUR PERSONAL CONTACTS
This easy-to-use directory of key contacts will keep important numbers at your
fingertips.

Real Estate Agent
Company
Phone

Cell

Fax

Cell

Fax

Cell

Fax

Cell

Fax

Email
Address

Loan Officer
Company
Phone
Email
Address

Other
Company
Phone
Email
Address

Escrow Officer
Security Title Agency
Phone
Email

@securitytitle.com

Address
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SAMPLE AAR RESIDENTIAL PURCHASE CONTACT
(following pages)
Consult your REALTOR® to discuss any questions you may have.

Notes:
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LOAN STATUS UPDATE (LSU)

Document updated:
February 2011

1.
2.
3.

Pursuant to Section 2e of the Contract Buyer shall deliver to Seller the AAR Loan Status Update (“LSU”) describing the current
status of the Buyer’s proposed loan within five (5) days after Contract acceptance and hereby instructs lender to provide an updated
LSU to Broker(s) and Seller upon request. “Lender” is indicated on lines 4 and 5.

4.

Lender:
COMPANY

5.
6.
7.

ARIZONA LICENSE #

LOAN OFFICER

NMLS #

ADDRESS

CITY

EMAIL

PHONE

8.

Closing Loan Documents Delivery Date:

9.

Buyer(s):

10.

Seller(s):

11.

Premises Address:

12.

City:

STATE

ZIP

FAX

Close of Escrow Date:

AZ ZIP Code:

PRE-QUALIFICATION INFORMATION
13.
14.
15.
16.
17.
18.

Buyer is:
Buyer
Buyer

n
n
n

Type of Loan:

19.

Occupancy Type:

20.

Property Type:

n
n
n
n

21.
YES

22.
23.
24.

NO

Married
n Unmarried
n Legally Separated
is n is not relying on the sale or lease of a property to qualify for this loan.
is n is not relying on Seller Concessions for Buyer’s loan costs including pre-paids, impounds,
appraisal fees and Buyer’s title and escrow fees. (Note: The amount that the Seller agrees to contribute, if any,
shall be established in the Contract).
Conventional n FHA n VA n USDA n Other:
Primary
Single Family Residence
Mobile Home

n
n
n

Secondary
Condominium

n
n

Non-Owner Occupied
Planned Unit Development

n

Manufactured Home

Other:

N/A

n n n
n n n
n n n

Lender has provided Buyer with the HUD form “For Your Protection: Get a Home Inspection” (FHA loans only).
Lender has completed a verbal discussion with Buyer including a discussion of income, assets and debts.
Lender has obtained a Tri-Merged Residential Credit Report.

25.
26.
27.
28.
29.

,
Based on the information provided, Buyer can pre-qualify for a loan amount of: $
assuming a monthly principal and interest loan payment of $
, provided that the total monthly housing
payment (which includes principal, interest, mortgage insurance, property taxes, homeowner’s insurance, HOA fees, and flood insurance,
if applicable) does not exceed: $
Interest rate not to exceed
%

30.
31.

Initial Requested Documentation: Lender has received the following information from the Buyer:
(Additional documentation may be required).
YES

32.
33.
34.
35.

n
n
n
n

NO

n
n
n
n

N/A

n
n
n
n

YES

n
n
n
n

Paystubs
W-2s
Personal Tax Returns
Corporate Tax Returns

NO

n
n
n
n

N/A

n
n
n
n

Down Payment/Reserves Documentation
Gift Documentation
Credit/Liability Documentation
Other:

36.

Additional comments:

37.
38.

Buyer has instructed, and Lender agrees to provide loan status updates on this AAR Loan Status Update form to Seller and Broker(s)
within five (5) days of Contract acceptance pursuant to Section 2e of the Contract and upon request thereafter.

39.

Buyer intends to proceed with the above referenced Lender on the terms described herein. Buyer acknowledges receipt of a copy hereof.

40.

10 21 2011
^ BUYER’S SIGNATURE

MO/DA/YR

^ BUYER’S SIGNATURE

MO/DA/YR
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DOCUMENTATION
YES NO

41.
42.
43.
44.
45.
46.
47.
48.

n
n
n
n
n
n
n
n

n
n
n
n
n
n
n
n

51.

Lender has received the Contract and all Addenda

/

/

Lender has sent initial Good Faith Estimate and Truth in Lending (TIL) Disclosures

/

/

Lender has received a signed Application/1003 and disclosures

/

/

Lender has identified down payment source

/

/

Lender has received and reviewed the Title Commitment

/

/

Payment for the appraisal has been received

/

/

Lender has ordered the appraisal

/

/

Buyer has locked the interest rate and points with Lender

/

/

Lender has received the Initial Requested Documentation listed on lines 32-35

/

/

Appraisal received and the Premises appraised for at least the purchase price

/

/

Lender has submitted the loan package to the Underwriter

/

/

Lender has obtained loan approval with Prior to Document (“PTD”) Conditions

/

/

Appraisal conditions have been met

/

/

Buyer has loan approval without PTD Conditions

/

/

Lender has ordered the Closing Loan Documents (“DOCs”) and Instructions

/

/

Lender has sent the DOCs to the Escrow Company

/

/

Lender has received the pre-audit from Escrow Company

/

/

Lender has approved the pre-audit from Escrow Company

/

/

Lender has received signed DOCs from all parties

/

/

All lender Quality Control Reviews have been completed

/

/

All Prior to Funding (“PTF”) Conditions have been met and buyer has obtained

/

/

Funds have been ordered

/

/

All funds have been received by Escrow Company

/

/

LENDER
INITIALS

Lock expiration date

49.
50.

DATE
COMPLETED

n n
n n

UNDERWRITING AND APPROVAL
52.
53.
54.
55.

n
n
n
n

n
n
n
n

CLOSING
56.
57.
58.
59.
60.
61.
62.

n
n
n
n
n
n
n

n
n
n
n
n
n
n

loan approval without conditions

63.
64.
65.
66.

67.

n n
n n

Close of escrow occurs when the deed has been recorded at the appropriate county recorder’s office.

^ LOAN OFFICER’S SIGNATURE

MO/DA/YR
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PRE-QUALIFICATION FORM

Document updated:
February 2011

PRE-QUALIFICATION INFORMATION
1.
2.

Purpose: This Pre-Qualification Form is to be used in conjunction with an AAR Residential Resale Real Estate Purchase Contract
(“Contract”) and is to be completed by the Lender as indicated on lines 34 and 35.

3.
4.
5.
6.
7.
8.
9.
10.

(“Buyer”) and submits the following:
Lender has consulted with
Buyer is:
n Married
n Unmarried
n Legally Separated
Buyer
n is n is not relying on the sale or lease of a property to qualify for this loan.
Buyer
n is n is not relying on Seller Concessions for Buyer’s loan costs including pre-paids, impounds,
appraisal fees and Buyer’s title and escrow fees. (Note: The amount that the Seller agrees to contribute, if any,
shall be established in the Contract).
Type of Loan:
n Conventional n FHA n VA n USDA n Other:

11.

Property Type:

n
n
n

Occupancy Type:

12.
YES

13.
14.
15.

NO

Primary
Single Family Residence
Mobile Home

n
n
n

n
n

Secondary
Condominium

Non-Owner Occupied

n

Planned Unit Development

Manufactured Home

Other:

N/A

n n n
n n n
n n n

Lender has provided Buyer with the HUD form “For Your Protection: Get a Home Inspection” (FHA loans only).
Lender has completed a verbal discussion with Buyer including a discussion of income, assets and debts.
Lender has obtained a Tri-Merged Residential Credit Report.

16.
17.
18.
19.
20.

,
Based on the information provided, Buyer can pre-qualify for a loan amount of: $
assuming a monthly principal and interest loan payment of $
, provided that the total monthly housing
payment (which includes principal, interest, mortgage insurance, property taxes, homeowner’s insurance, HOA fees, and flood insurance,
if applicable) does not exceed: $
Interest rate not to exceed
%

21.
22.

Initial Requested Documentation: Lender has received the following information from the Buyer:
(Additional documentation may be required).
YES

23.
24.
25.
26.

n
n
n
n

NO

n
n
n
n

N/A

n
n
n
n

YES

n
n
n
n

Paystubs
W-2s
Personal Tax Returns
Corporate Tax Returns

NO

n
n
n
n

N/A

n
n
n
n

Down Payment/Reserves Documentation
Gift Documentation
Credit/Liability Documentation
Other:

27.

Additional comments:

28.
29.

Buyer has instructed, and Lender agrees to provide loan status updates on the AAR Loan Status Update form to Seller and Broker(s)
within five (5) days of Contract acceptance pursuant to Section 2e of the Contract and upon request thereafter.

LENDER INFORMATION
30.
31.
32.

The lender identified below has prepared the information listed above with the Buyer(s) and has completed the above action points
noted. This information does not constitute loan approval. All information provided must be approved by an underwriter, and any
material change in the Buyer’s credit or financial profile will render this pre-qualification null and void.

33.

The above pre-qualification expires on

.
DATE

34.

Lender:
COMPANY

ARIZONA LICENSE #

35.
LOAN OFFICER

NMLS #

36.
ADDRESS

CITY

EMAIL

PHONE

STATE

ZIP

37.
FAX

38.
^ LOAN OFFICER’S SIGNATURE

39.

MO/DA/YR

Buyer acknowledges receipt of a copy hereof and grants permission to Broker to submit this Pre-Qualification Form with Contract.
10 21 2011

40.
^ BUYER’S SIGNATURE

MO/DA/YR

^ BUYER’S SIGNATURE
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MO/DA/YR

