Selling a Home
in Arizona
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SELECTING A REAL ESTATE PROFESSIONAL
There is a saying about those who choose to serve as their own counsel that can
have even greater consequence to someone selling or buying property. For many,
this is one of the most significant business and personal transactions of their lives.
The agent in a real estate transaction takes on a significant responsibility upon which
hundreds and thousands of dollars are at stake. To assume this responsibility without
training, current knowledge, and immediate access to the market in a given area is
to operate at a distinct disadvantage. This is why a Real Estate Professional is crucial
to a successful and equitable transaction.
A Real Estate Professional is licensed only after demonstrating to the Arizona
Department of Real Estate his/her knowledge of the laws, contracts and accepted
practices related to the sale and purchase of real estate in Arizona. To keep their
license current, realtors must maintain a schedule of continuing education in areas
required by the State.
An active Realtor®, through education, access to listings through the Multiple Listing
Service (MLS) and as an agent for many other sellers and buyers, will have an
intimate knowledge of the inventory, pricing, history and current trends. This
knowledge and expertise will enable you to achieve optimal success in your own
impending transaction.
A Real Estate Professional Is
• Aware of the complicated and ever-changing local and state
requirements and laws that may have an affect upon your real estate
transaction.
•

A successful negotiator who can facilitate agreement by all parties to
terms that will end in a successful transaction.

•

Knowledgeable about the marketplace you are in. Familiar with past
history, current trends and specific knowledge about existing inventory
and pricing.

•

Able to find the best match available to your needs, wants, lifestyle
and budget.

•

Someone who you believe is working in your best interest.
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Before you sell your home or go looking for another, first make certain you have a
real estate professional on your side that understands both the market and real
estate law and can best represent your interests.
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PRICING INFORMATION
Without a doubt, of all of the mistakes that a seller can make, mis-pricing the home
either too high or too low is the most harmful and costly. Price the home too low, the
home will sell, and probably sell quickly, but the seller will lose money that is
rightfully theirs. Price the property too high and it will not sell. The home will
continue to cost the seller money in the form of interest, repairs and upkeep. More
importantly, they may experience severe mental and emotional stress that can be
much more costly in the long run.

Why must you price properly?
There are four reasons that one must price a home correctly from day one of the
listing.
•

Time

Chances are that your home will ultimately sell at its fair market value. Pricing it
properly at the onset simply increases the likelihood of a timely sale with less
inconvenience and greater monetary return.
•

Competition

Buyers educate themselves by viewing many properties and they will always look at
a range of homes priced competitively. They know, or learn very quickly, what is a
fair price. If your home is not competitive in value with those they have seen in the
same price range, it simply will not sell.
•

Reputation

Overpricing causes most homes to remain on the market too long. Buyers and
agents become aware of the long exposure period and often are hesitant to make an
offer because they fear something is wrong with the property. Clean, well prepared
homes that are on the market for a long period of time historically sell for less than
their fair market value.
•

Inconvenience
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Statistics have shown that the agent’s and the buyer’s interest grows as soon as a
home is placed on the market, peaking somewhere around the third or fourth week.
Pricing a home properly and then creating an immediate urgency in the minds of
agents and buyers is critical.
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If overpricing keeps your home from selling promptly, you may end up owning two
homes, the one you are trying to sell and the new home you have already
purchased. This can prove to be costly, worrisome, and very inconvenient. The chart
below shows statistically the typical activity that is generated on a property during a
standard listing period. As you can see, most of the activity is generated the first five
weeks of the listing period.

3

SHOWING YOUR HOME
First impressions are the most powerful sales tools. Emotion plays a tremendous part
in creating an interest in your home from a potential buyer. Make certain your home
puts its “best foot forward” and that you follow the time-tested rules and behavior
that will enhance the likelihood of a sale.

Outside Entry - The front door should be clean, fresh and inviting. Make sure the
landscaping is maintained.

Windows – Clean windows make a home seem bigger and brighter and add
tremendously to a home’s “show-ability.”

Lights - Make certain all your light fixtures are working and turn on all the lights
when showing the home (day or night). It makes the home much more welcoming.

Closets – Neat closets appear larger and keep buyers from wondering if they might
be too small.

Bathrooms sell homes!! - Each one will be closely inspected. Repair caulking, fix
leaks and make sure everything sparkles and smells clean.

Bedrooms – Remove excess furniture and decorations and use attractive, freshly
laundered bedspreads and window coverings to make these rooms more inviting.

Minor repairs – Creaking doors, loose handles, sticking windows, dirty wallpaper,
worn woodwork, and faded walls all reduce buyer appeal. A little money spent in
fixing these things will keep you from trying to convince the buyer how it could
actually look, and result in a quicker sale at a higher price.

Floors– Keep the carpets vacuumed, the floors washed and remove any clutter from
the floors and stairways. Your home will show better and there will be no unfortunate
accidents.

Pets – Keep them out of the way - outside is best.

Background – Loud music or blaring televisions detract from everything you have
done to make your home inviting. Allow the agent and buyer to talk without
competition.
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Assisting Your REALTOR® – Show your home to prospective buyers by
appointment through your agent. Let your Realtor® discuss price, terms, possession
and the other details with the buyer. Your Realtor® has negotiated many, many
contracts. Allow him/her to use their expertise to get the most favorable conclusion
to negotiations on your behalf. If you are needed, your Realtor® will include you.
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Assisting the Potential Buyer – Don’t have too many people present during a
showing. A potential buyer may feel like an intruder and hurry through the house. Be
courteous, but don’t force conversation with the potential buyer. They want to
inspect your home, not make friends. If they have questions, they will ask.

THE PURCHASE CONTRACT
The Purchase Contract and Addendum(s) is a lengthy but important document. It is
the legal written document that details the specific agreement by which this
transaction will take place. It is the only written record of your agreement and will
serve as the sole resource document for all parties involved. It is a crucial document,
of which you should have an understanding. Let your Real Estate Professional guide
you through the Purchase Contract. Knowing the specifics of your situation your
Realtor® can show you what portions of the contract will be of primary importance
to you in achieving a successful transaction.

Disclosures & Contingencies
Disclosures: The Purchase Contract now requires you to complete a Seller’s Property
Disclosure Statement. This is a document that informs the buyer of any significant
facts about the condition of the property, based on the best of your knowledge.
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Contingencies: There will be various contingency dates in your Purchase Contract. Be
aware of these and make certain that actions required are performed within the time
agreed. Stay closely in touch with your real estate agent regarding these important
dates.
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LOAN PROCESS
Understanding the loan process is as important for the seller as it is for the buyer. As
a seller, you want to make certain that anyone who makes an offer on your property
can qualify for the necessary loan amount. And, once a contract is agreed, it is good
to know the different steps in the loan process as outlined below.

3)
4)
5)
6)
7)
8)

Verifications – The lender will obtain all documents required, including
but not limited to, credit report, appraisal on property, verifications of
employment, mortgage or rent obligations, funds to close, landlord
ratings, preliminary title report, etc.
Loan submission – The loan package is assembled and submitted to
the selected underwriter for approval.
Documentation – Supporting documentation is obtained as required.
Lender follows-up on any issues or problems that need resolution and
requests any additional information or documentation required.
Loan approval – Official notification of loan approval is made.
Documents are drawn – Loan documents are completed and sent to
the title company. The borrowers come in for final signatures.
Funding – Lender reviews the loan package for completeness and
accuracy. Funds are then transferred.
Recording of documents – Title company records the Deed and Deed of
Trust at the County Recorder’s Office and the escrow process is
officially closed.
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2)

Prequalification/Interview - The borrower meets with a lender who,
through the course of the interview, gathers pertinent information and
identifies any additional documentation that will be needed by the
lender to obtain loan approval.
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TYPES OF LOANS
Loans and terms constantly change with economic conditions, but the following is a
summary of many of the types of loan offerings in existence.

Adjustable Rate Mortgage – Adjustable rate mortgages have an interest rate that
is adjusted at certain intervals based on a specific index during the life of the loan.

Balloon Payment Loan – A fixed rate loan that is amortized over a specified
number of years but becomes due and payable at the end of an earlier specified
time. May be extendable or may roll over into a different type of loan at that point.

Buy-Down Loan – Fixed rate loans may have an interest rate and payment that are
reduced for a specific period of time by paying the interest up front to subsidize the
lower payment.

Community Homebuyer’s Program – A fixed rate loan for first time buyers with a
low down payment, usually 3%-5%. No cash reserve requirement and easier
qualifying ratios. Subject to borrower meeting income limits and attendance of a
four-hour training course on home ownership.

Conventional Loan – Conventional loans are sometimes more lenient with the
appraisal and condition of the property. Conventional loans are not government
insured and usually have higher down payment requirements.

FHA Loan – FHA loans are insured by the Federal Housing Administration. They offer
a low down payment and are easier to qualify for than conventional loans. Appraisal
and property condition rules will be applied and loan amounts are limited.

Fixed Rate Loan – A fixed rate loan has one set interest rate that remains constant
throughout the life of the loan.

Graduated Payment Mortgage – A fixed rate loan that has payments starting
lower than a standard fixed rate loan, which are increased by a predetermined
amount each year for a set number of years.

Non-Qualifying Loan – Also known as Assumable Loans - Pre-existing loans that
can be assumed by the buyer without a qualifying process. The buyer pays the seller
for their equity and then continues making payments on the existing loan.
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VA Loan – VA loans are guaranteed by the Veterans Administration. Typically, a
veteran must have served 180 days of active service to qualify.
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ESCROW
What is an 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 opened 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.

Title companies and escrow officers
Title companies in Arizona 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:
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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LOAN PAYOFFS
The seller’s loan(s) will be paid off during the escrow process unless the buyer is
assuming the loan(s). The seller will need to furnish the following information to the
escrow officer so the loan payoff demands can be ordered and insure the loans(s)
will be paid off correctly during the escrow.
• Name of lender(s)
• Loan number(s)
• Lender(s) address and telephone numbers
• Homeowner’s Association information if necessary

WAYS TO TAKE TITLE IN ARIZONA
Arizona is a community property state. Property acquired by a husband and wife is
presumed to be community property unless legally specified otherwise. Parties may
choose how they wish to hold title. Each method of taking title has certain legal and
tax consequences and you are encouraged to consult an attorney or other qualified
professional for a recommendation based on your specific circumstances.
• Community Property
• Community Property with
• Right of Survivorship
• Joint Tenancy with Right of Survivorship
• Tenancy in Common
• Sole and Separate

Escrow instructions
Escrow instructions define all the terms and conditions that must occur before the
transaction can be finalized. The escrow instructions represent your written
statement to the escrow holder protecting your interests and specify the disposition
of the sales proceeds and the conditions under which the deed may be recorded in
favor of the buyer. In most cases, the escrow instructions will be contained within
the purchase contract.

Warranty deed
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A Warranty Deed is the document that legally transfers title of the property to the
new owner. The seller must sign the deed in front of a notary public. Proper
identification is required when signing. The Deed is recorded when escrow closes.
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YOUR APPOINTMENT FOR SIGNING
The escrow officer will contact you to arrange an appointment for you to sign all the
necessary documents. Your appointment will take approximately 45 minutes. Your
signature will need to be notarized so make certain to bring either a passport or
current driver’s license for identification purposes.

After Your Signing Appointment
After you and the buyer have signed all the necessary instructions and documents,
the escrow officer will return them to the lender for a final review. Following the
review, which usually occurs within a day or so, the lender is ready to fund the
buyer’s loan and advises the escrow officer so that necessary work can be completed
to record the documents and “close the escrow.”
Closing Escrow - Recording of the deed signifies legal transfer of title to the
property from the seller to the buyer and is the culmination of the
transaction. Usually the Deed and Deed of Trust are recorded within one
working day of the escrow’s receipt of loan funds. This completes the
transaction and signifies the “close of escrow.”
Your Proceeds - A final settlement statement and check for any proceeds due
you will be available the day the sale is completed, documents are recorded
and the escrow is closed.

After Escrow Closes
After the loan has been finalized, the documents signed and recorded, and the
financial settlement completed, there are still a few items that must be attended to
in order to officially complete the transaction.
Your existing loan is paid in full from escrow. Your lender is required by law to issue
a full release and reconveyance of their loan. As soon as this Deed of Reconveyance,
removing the previous Deed of Trust is received, it is recorded and the original is
returned to you. This process can sometimes take several weeks.
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Finally, in some cases, the escrow officer will be instructed to hold funds in escrow to
pay off obligations that may not be completed until after escrow closes. For example,
funds might be set aside for termite repair work, or correction of a structural
problem. Upon completion of the project and receipt of the proper documentation
and releases, the escrow officer will disburse the reserved funds as appropriate.
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TITLE INSURANCE
In Arizona, most real estate transactions are closed with a title insurance policy.
Many erroneously assume that possession of the deed to the property is all they
need to prove ownership. This is not true. Unknown title defects may attach to real
estate. A property owner’s greatest protection is a policy of title insurance.

What is title insurance?
It is a contract of indemnity and guarantees that the title is as reported and, if not
reported and the owner is damaged, the title policy covers the insured for their loss
up to the amount of the policy.
Title insurance assures owners they are acquiring marketable title. Title insurance is
designed to eliminate risk or loss caused by defects in title. Traditional title insurance
provides coverage only for title problems that were in existence at the time the
policy was issued. More extensive coverage is now available through an ALTA
residential policy (the Plus Policy).

The title search
Title companies work to eliminate risks by performing a search of public records or
through the title company’s own plant. The search consists of public records, laws
and court decisions pertaining to the property to determine the current recorded
ownership, any recorded liens or encumbrances or any other matters of record that
could affect the title to the property. When a title search is complete, the Title
Company issues a commitment detailing the matters affecting title and the
requirements for issuance of a policy.

Commitment for title insurance
The commitment for title insurance (often called a prelim) indicates all the items or
situations that pertain to the subject property. It is a detailed report of findings from
a title company search. It sets forth the current status of the property ownership,
matters affecting the title that will appear as exceptions or exclusions to the policy,
and requirements for issuing a policy. When you receive the prelim, you should
review it carefully, paying attention to the sections identified below:
Make certain the ownership vesting is correct by comparing the names on the
commitment to those on your Deed.

•

Review the informational notes for important property facts.

•

Carefully review the exceptions: bonds, deeds of trust, current taxes, CC&R’s
and easements.
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•
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TITLE INSURANCE - ENHANCED
ALTA Homeowners Policy
We are pleased to introduce the ALTA Homeowners Policy which provides enhanced
coverage concerning access, location, encroachments, violations of restrictions,
subdivision law, building permit requirements, surface entry for water or mineral
extraction, and supplemental taxes. It also provides important Post Policy protection
from forgery, encroachment, and conveyance to a trust.
The ALTA Homeowners Policy additionally offers the highest appreciation coverage,
automatically increasing the value of your policy to 150% during the first five years
you own your new home. It gives you additional coverage for the following risks:
• 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 easement)
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• Water rights extraction coverage
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ALTA HOMEOWNERS POLICY (CONTINUED)
You Get ALTA Plain Language Coverage:
• 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) deed of trust
b) judgment, tax, or special assessment
c) charge by the homeowner’s association
• 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 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

THE ALTA Homeowners Policy.......

Page

13

is available for an owner-occupied, one-to-four family residence or condominium
unit. Some of the covered risks are subject to a separate deductible amount (1%)
and to a separate maximum dollar limit ($10,000 - $25,000).
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CLOSING COSTS
The terminology used in closing costs is often confusing and, depending on the type
of transaction (cash, conventional, VA), who pays the costs can change. To help
clarify some of this, the glossary below explains some of the terminology and the
following charts identify which party typically pays which fees depending on the type
of transaction. When the buyer applies for a loan, a “Good Faith Estimate” will be
issued by the lender along with a detailed explanatory booklet.

Appraisal Fee: A one-time fee to pay an independent appraiser.

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

Document Preparation Fee: Depending on the transaction, there may be a
separate fee covering the preparation of the final legal papers.

Homeowners Fee: Some homeowners associations may require an up-front
deposit or dues, as well as a fee to transfer their records from seller to buyer.

Loan Discount Fee: A one-time fee to adjust the yield on the loan to what
market conditions demand (often referred to as “points”).

Loan Origination Fee: A one-time set-up fee charged by the lender for their
administrative costs.

Escrow and Title Charges: The title company will charge fees for the title
policies, additional endorsements, recording fees, escrow, and any additional
services such as release tracking or special couriers.

PMI Premium: Depending on the down payment, the buyer may have to pay
an additional up-front fee for mortgage insurance.

Prepaid Interest: This is a per diem charge that will be calculated depending
on the time of the month the transaction closes.
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Taxes & Hazard Insurance: Property taxes will be brought current in
escrow. Depending on the month the transaction closes, the seller may be
required to credit the buyer for property taxes which are due but not yet
payable. The buyer will have to pay a year’s hazard insurance premium upfront and may be required to put a certain amount for taxes and insurance in
a reserve account, which is held by the lender.

14

CLOSING COSTS

Cash Transaction

FEES

SELLER PAYS

BUYER PAYS

Escrow Fees

½

½

Owners Title Policy

X

Affidavit & Recording Fees

Affidavit

Recording

Home Warranty Premium

Negotiable

Negotiable

Homeowner’s Assoc.

½ Transfer Fee

½ Transfer Fee

Termite Inspection

Release & Tracking Fees

X

X

Taxes Due and Prorations

X

Real Estate Commission

X

Existing Loan Payoff

X

FHA/VA New Loan Transaction
Fees

Seller Pays

Buyer Pays

Escrow Fees

FHA ½ - VA All by Seller

FHA ½ - VA none

Owners Title Policy

X

Lenders ALTA Policy

X

Affidavit & Recording Fees

Affidavit

Home Warranty Premium

Negotiable

Recording

Negotiable

Termite Inspection

X

Release & Tracking Fees

X

Taxes due and Prorations

X

Real Estate Commission

X

Existing Loan Payoff

X

1st Year Insurance
Premium

X

Appraisal Fee

Negotiable

Lenders Documentation
Preparation Fee

X

Negotiable

Discount Points

Negotiable

Negotiable

Origination Fee

Negotiable

Negotiable

Tax Service

X

Flood Certification

X

Credit Report Fee

X

X
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NOTE: The information provided above is given to provide a general understanding of costs and who is typically
responsible for them. Real estate financing changes constantly in response to the marketplace and government
regulation, and may make these tables incorrect.
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Prepaid Interest
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CLOSING COSTS

New Conventional Loan

Fees

Seller Pays

Buyer Pays

Escrow Fees

½

½

Owners Title Policy

X

Lenders ALTA Policy

Negotiable – Usually Buyer

Negotiable – Usually Buyer

Affidavit & Recording Fees

Affidavit

Recording

Home Warranty Premium

Negotiable

Negotiable

Homeowners Association
Transfer Fee

Negotiable

Negotiable

Release & Tracking Fees

X

Taxes due and Prorations

X

Real Estate Commission

X

Existing Loan Payoff

X

st

1 Year Insurance
Premium

X

Tax Impounds

X

Appraisal Fee

Negotiable – Usually Buyer

Lenders Documentation
Preparation Fee

Negotiable – Usually Buyer

X

Discount Points

Negotiable – Usually Buyer

Negotiable – Usually Buyer

Origination Fee

Negotiable – Usually Buyer

Negotiable – Usually Buyer

Credit Report Fee

X

Prepaid Interest

X
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NOTE: The information provided above is given to provide a general understanding
of costs and who is typically responsible for them. Real estate financing changes
constantly in response to the marketplace, and may make these tables incorrect.
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INSPECTIONS
Real estate contracts often contain contingency clauses that allow the buyer to
inspect the property physically. This inspection provides a comprehensive review of
the infrastructure of the property. Which inspections to order is usually a matter of
knowing the region or area. Below is a list of common types of inspections.

Structural Pest Control
To determine any active infestation by wood destroying organisms.
• Section I on the subsequent report will be items that need immediate attention
because of active infestation and lenders usually want the work performed prior to
funding the loan.
• Section II on the report will be items that could cause infestation and, if not
corrected, could cause damage

Physical Inspection
• This inspection encompasses roof, plumbing, electrical, heating and any other
accessible area of the structure.
• A detailed report will be written with recommendations for repair or for further
inspection by a specialist.

Other common inspections include:
• Water Conservation
• Contractor’s Home Inspection
• Well and Septic
• Seismic
• Hazardous Materials
• Chimney
• Heating & Air Conditioning
• Structural Engineering
• Energy Audit
• Geotechnical
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• Zoning and Building Permit Compliance
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HOME WARRANTIES
There are many advantages to home warranty protection. This policy often protects
the Seller by reducing repair costs required as part of the sale. It protects the Buyer
by paying for certain repairs and costs of major mechanical systems and appliances
in the home such as heating and air conditioning systems. There are a variety of
plans available in the marketplace.

Benefits of Home Warranty Coverage to the Seller
• Home may sell faster and at a higher price
• Optional coverage during the listing period of the home sale
• Protection from legal disputes that occur after the sale
• Increases the marketability of your home

Benefits of Home Warranty Coverage to the Buyer
• Warranty coverage for major systems and built-in appliances
• Protects cash flow
• Puts a complete network of qualified service technicians at your service
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• Low deductible for each occurrence saves more than cost of the policy over
its life

18

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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PROPERTY TAX INFORMATION
Treasurer’s phone number: (602) 506-8511
www.treasurer.maricopa.gov
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ANNUAL TAX STATEMENT
• Annual tax statements are billed for the year, although they are not issued until
the fall of the current year (September or October).
Taxes may be paid in two halves:
• The first installment is due September 1 and delinquent November 1.
• The second installment is due March 1 of the following year and delinquent May 1.
• Always check the property description on the tax statement to avoid paying on the
wrong property. The Treasurer will not be held responsible for payments made on
the wrong property. To assure proper posting of payment and information to your
property, furnish your parcel number when making any payments or inquiries at the
Assessor or Treasurer’s offices. Your parcel number can be found on the valuation
card sent to by the Assessor each year and is usually in the following format: ### ## - ###. Sometimes the number is followed by a capital letter.
• The law does not recognize failure to receive a tax statement as a reason for
waiving interest. The Treasurer must and will assess interest on all delinquent
payments.

New Ownership
• The transfer of ownership information may take as long as six months to process.
Therefore, new owners may not receive a tax bill for property purchased after
November 1 of the previous year.
• If a tax statement has not been received by October 15, the new owner must
contact the Treasurer for a statement so that payment can be made before the first
half becomes delinquent. The Treasurer’s office number is 602-506-8511. (Note: Tax
bills are normally mailed to the new lender and paid from impounded funds.)

Value Notification
• On or before January 31 of each year, an Assessment Notice is sent from the
Assessor to each property owner, at the last known address. The Notice includes
information for the new tax year, the property’s full cash value, assessed value,
classification and assessment ratio.
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• During a 45-day period after receipt of the Assessment Notice, valuations can be
protested through the County Assessor. For information call the Assessor’s Office at
602-506-3406.
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MOVING EXPENSES
When you meet IRS’s guidelines in connection with a new job, the following items
may be tax deductible:
The cost of trips to the area of a new job to look for a home. House hunting
trips do not have to be successful for the trip costs to be deductible.

•

The cost of having your furniture and other household items shipped,
including the cost of packing, insurance and storage for up to 30 days.

•

The cost of getting your family to the new location, including food and lodging
expenses during the trip.

•

The cost of lodging and 80% of food expenses for up to 30 days in the new
home town if these temporary living expenses are necessary because you
have not yet found your new home or it is not ready to move into when you
arrive in town.

•

Certain costs associated with the sale of your old home and purchase of the
new one. These expenses, including real estate commissions, legal fees, state
transfer taxes, appraisal and title fees could be used to either reduce the gain
on the sale of the previous home or boost the basis of the new home.
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HOME IMPROVEMENTS
Home remodeling projects can help sell a home, though some provide
higher paybacks for homeowners than others.
AVERAGE COST

AVERAGE RE-SALE

%$ RECOUPED

Master Suite

$73,370

$60,460

82%

Minor Kitchen Remodeling

$15,273

$14,195

92%

Major Kitchen Remodeling

$43,862

$39,920

91%

Bathroom Addition

$22,977

$19,850

86%

Attic Bedroom

$39,188

$36,649

93%

Family Room Addition

$54,773

$45,458

83%

Roofing Replacement

$11,164

$9,456

84%

Sunroom Addition

$31,736

$23,643

74%

Deck Addition

$11,294

$10,196

90%

Home Office Addition

$13,143

$9,969

72%

Second Story Addition

$80,133

$75,831

94%

Basement Remodeling

$51,051

$46,010

90%

Page
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MOVING CHECKLIST
This comprehensive list of reminders will be valuable in the hectic
moving days ahead.

Page

New Residence
ADDRESS CHANGE:
Ask post office to hold mail for your arrival
ACTIVATE UTILITIES:
Electric/gas
Telephone
Water
Garbage removal
Cable
Misc.-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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Previous Residence
PREPARING FOR THE MOVE:
Leave keys & garage openers
Travel funds (cash & checks)
Prepare pet 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 water, propane, etc.
DOCUMENTS TO OBTAIN:
School transcripts
Medical records
Dental records
Veterinary records
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HELPFUL TELEPHONE NUMBERS
UTILITIES
Arizona Public Service
Salt River Project SRP
Southwest Gas
Mesa Gas

602-371-7171
602-236-8888
602-861-1999
602-644-2221

WATER
Carefree
Cave Creek
Chandler
Fountain Hills
Gilbert
Glendale
Mesa
Paradise Valley
Peoria
Phoenix
Scottsdale
Surprise
Tempe
Wickenburg

480-488-4691
480-488-1400
480-786-2280
480-837-2003
480-503-6800
623-930-3190
480-644-2221
480-948-5410
623-412-7160
602-262-6251
480-312-2461
928-684-5451
480-350-8361
800-383-0834

TELEPHONE
Qwest
Telephone Directory Order

800-244-1111
800-422-8793

CABLE
602-277-1000
480-948-8488
623-582-8282

602-271-8000
800-486-3289
480-898-5641

SERVICES
POST OFFICE
VOTER REGISTRATION

800-275-8777
602-506-1511

www.azcentral.com
phoenix.bizjournals.com
www.eastvalleytribune.com

Page

NEWSPAPER
Arizona Republic
Phoenix Business Journal
The East Valley Tribune
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Cox Communications
TCI
Insight
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MORE HELPFUL TELEPHONE NUMBERS
ENVIRONMENTAL PROGRAMS
AZ Dept of Environmental Quality
Environmental Hotline
Recycling Hotline
Maricopa Environmental

602-253-2687
480-994-7899
480-994-7657
602-506-6700

BUILDING INFORMATION
Uniform Building Code
Uniform Fire Code
Zoning

480-994-2633
480-994-7070
480-994-2500

AUTOMOBILE INFORMATION
Emissions Testing
Motor Vehicle Division

602-470-4646
602-255-0072

CONSUMER SERVICES
Better Business Bureau
AZ Attorney General Consumer
Line
AZ Registrar of Contractors

602-264-1721
602-542-5763
602-542-1525

SCHOOLS

Maricopa School
Superintendent - District

602-506-3866

Boundaries
AZ Office Of Child Care

602-255-1272

Facilities

480-944-1132
602-244-9000
602-252-5252
602-266-1110
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TRANSPORTATION
Airport Express
Super Shuttle
Yellow Cab
Discount Cab

602-257-0030
602-272-1800
602-255-4037

Page

Day Care Centers
Catholic Diocese
Jewish Schools Federation
AZ Community Colleges
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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

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

Page
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Notes:
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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.

40.
^ BUYER’S SIGNATURE

MO/DA/YR

^ BUYER’S SIGNATURE

Pre-Qualification Form • Updated: February 2011 • Copyright © 2011 Arizona Association of REALTORS®. All rights reserved.

MO/DA/YR

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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Loan Status Update (LSU) >>
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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