
P R E S E N T E D  B Y  F I R S T  A R I Z O N A  T I T L E  A G E N C Y  

’

Guide



F i r s t  Ar i zo na  T i t l e  Agency  ha s  an  adv e r t i s i n g  re l a t ion sh ip  w i th  th i s  re a l  e s t a te  a gent .  

There  are  m any  t i t l e  a nd  escrow  compan ie s  i n  Ar i zo na  and we  wou l d  recom mend th at  

you  shop  fo r  a  t i t l e  and e scrow company  be fore  mak in g  a  se l ec t ion .  



F I R S T  A R I Z O N A  T I T L E  
 

 

S C O T T S D A L E   
M A I N  O F F I C E 
 

6263 N Scottsdale Rd 

Suite #190 

Scottsdale, AZ 85250 

480.385.6500  

C H A N D L E R  
 
 

 

 
 

2121 W Chandler Blvd 

Suite #100 

Chandler, AZ 85224  
480.385.6400  

A R R O W H E A D

16155 N 83rd Ave 

Suite #105 

Peoria, AZ 85382  

623.385.1000 

M A R I C O P A

21300 N John Wayne 

Pkwy  

Suite #102 

Maricopa, AZ 85139 

520.518.5222  

G O O D Y E A R

1616 N Litchf ield Rd 

Suite #110 

Goodyear, AZ 85395 

623.385.1050  

G I L B E R T /  

S A N  T A N

1952 E Pecos Rd 

Suite #103 

Gilbert, AZ 85295 

480.385.6524  

P I N N A C L E   

P E A K

18835 N Thompson Peak Pkwy 

Suite #C-110 

Scottsdale, AZ 85255 

480.385.6530  

G A T E W A Y /

M E S A

3035 S Ellsworth Rd 

Suite #128  

Mesa, AZ 85212 

480.385.6300  



Y O U R  

R E A L  E S T A T E

 

T H E  B E N E F I T S   
 

 

Working with a professional real 
estate agent is benef icial  for severa l 
reasons.  
 
They can:  

•  . . .eas i ly obtain information on 
al l  propert ies l i sted for sa le.   

•  . . . set  appointments for you to 
see homes that interest you.  

•  . . .he lp you complete the 
necessary  paperwork when you 
make an of fer.  

•  . . .he lp you arrange for 
f inancing.  

•  . . .negotiate with experience.  
They know how to talk -the-talk.  

S E L E C T I N G  

Y O U R  A G E N T  
 

 

 

 

wil l  be one of the most 

important decis ions you wil l  

make when looking to  

sel l  a home.  

T H I N K  A B O U T  I T  

You are on the verge of spending 
an astronomical amount of money  
on something that you wi l l  have 
to look at and l ive in every day. 
Wouldn’t  it  make sense to seek 
advice and wisdom from someone 
with f i rst  hand experience in the 
whole process?  



H E R E  I S  A  L I S T  O F   

“ M U S T  D O S ” F O R  E V E R Y  S E L L E R  

 

• Keep the  f ront  yard neat  and  t r im shrubs so  buyers 
can see your home.  

• Paint  the front  door and  pol i sh  or  rep lace the  
hardware and front  door  mat .  

• Make sure your doorbel l  i s  working.  
• Al l  outs ide l i gh t ing should be c lean and working 

(NO cobwebs!)  
• Repai r  exter ior wal l  c racks and pain t  the house i f  

needed.  I t  i s  money wel l -spent .   
• Clean the dr iveway and garage  of  any sta ins  

and remove a l l  boxes in  the garage to a  
storage uni t  or att ic .   

• Garage  door should work smoothly .  Shampoo/
replace  the carpet  -  neutra l  co lors se l l  f ar  f aster  
than mixed colors.   

• Clean the f loors ,  par t icu lar l y  the grout  
on the t i le  f loor ing.  

• No squeaky  windows or doors.  
• Wash the cabinets  ins ide and out .  
• Tighten a l l  cab inet  doors and door knobs.   
• Paint  the inter ior o f  the home a l i gh t  neutra l   

or whi te  color.  The home wi l l  appear l arger  
as  wel l  as  c lean .  

• Windows should  sparkle .  Clean window  
cover ings and wash the b l inds or shut ters .  

• Repai r  leaking faucets and caulk bathtubs  
and showers .  

• Be sure a l l  to i let  seats  look new and are f i rmly 
at tached .   

• Replace  shower curta ins  and  f lu f f  the  bath  mats .   
• Repai r  noi sy  ce i l ing or vent i l at ing fans.   
• Kitchen appl i ances should be spot less .   
• Pack away and remove a l l  photos,  n ick -knaks,   

and col lec t ib les .  
• Extens ion cords and power st r ips should be kept 

c lean and working proper ly  
• Paint  or rep lace  fences,  gates ,  la tches  ( i f  needed) .  

T H E  F I R S T  

I M P R E S S I O N  

I S  T H E  M O S T  

I M P O R T A N T  

O N E  

Make it squeaky clean! It is 

better that buyers think of 

fitting the table in the kitchen 

than how much “work” needs 

to be done before they can 

even move in! Freshly painted 

walls and doors will make an 

impact and provide a good 

return on dollars spent. Ask 

your REALTOR® for specific 

advice, as they know what 

your competition is in the 

marketplace.  

P R I O R  T O   

 



They can:  

•  . . .preview homes for sa le 
regularly .   

•  . . .watch dai ly  for new l ist ings 
on the market.  

•  . . .understand what makes them 
sel l  quick ly.  

•  . . .know what buyers wil l  f ind 
most appeal ing.  

•  . . .know how to help you show a 
home’s best features.  

• . . .know current se l l ing pr ices for 
comparable propert ies.   

• . . .are unbiased provid ing 
object ive opinion  

T H E  L I S T  P R I C E   

F O R  P R O P E R T Y   

I S  C R I T I C A L  T O   

T H E  S A L E  
 

 

 

 

Pricing must be competit ive to 

catch a prospect’s attention and 

wil l  be more accurate with 

REALTOR input fami l iar with 

property values, market trends, 

pract ices and competit ion because 

REALTORS.. .  

R E A L T O R S  W I L L  P R O V I D E  

comparable sales (which wi l l  compare l ist  

pr ices to actual se l l ing pr ices),  as wel l  as 

houses which were l isted but did not  sel l  

( l i st ing expired due to condit ion or 

pr ic ing) to help make an in formed decis ion 

because purchasers quickly  rea l ize va lue. 

Purchasers have seen other propert ies 

with di f ferent amenit ies.  This wil l  a lso give 

you negotiat ing room. I f  the pr ice is  not 

real ist ic,  i t  may reduce prospects because 

pr ice is beyond reach.   

List ing too high may cost you money when 

i t ’ s reduced over and over again un order 

to ent ice a buyer. Your f irst  few weeks art 

cr it ical  to receiv ing the best  market 

exposure and the best pr ice.  

S E T T I N G  U P   

T H E

 



• Even a sl ight ly messy home wil l  
make a buyer look for every 
f law.  

• Clear al l  c lutter from kitchen 
and bath counter tops-no more 
than 3 items per surface  

• Raise window shades,  open 
bl inds, open draper ies,  and turn 
on the l ights.  

• El iminate a l l  tobacco and pet 
odors.  

• Always leave the house and take 
pets with you dur ing a showing. 
Clean l i tter boxes before you 
leave.   

• Empty and c lean trash and waste 
paper conta iners and place them 
out of s ight .  
 

T H I S  I S  

E X T R E M E L Y  

C R I T I C A L  
 

 

 

 

Consult your Real Estate 

Professional to make the best 

impression on a prospective 

buyer. Keep your home clean,  

neat, and clutter-free as well as 

in good repair at al l  t imes. F irst 

impressions are everything!  

T I P S  F O R   

S H O W I N G

 

• Keep the garage door closed and 
the dr iveway empty.  

• Wipe kitchen and bath s inks, tub 
or shower and pol ish meta l to a 
br ight sh ine.  

• Make al l  beds.  
• Closets need to be clean,  look 

spacious and organized, 
including the pantry.  

• Toss newspapers in the 
container outs ide  

C O N S U L T  Y O U R  R E A L  

E S T A T E  P R O F E S S I O N A L   

about furniture staging suggest ions 

to make your home appear larger to 

buyers and use the service of a 

profess ional i f  necessary .  



U N D E R S T A N D I N G  

T H E  O F F E R  P R O C E S S   

a n d  a p p r a i s a l  i s  n e c e s s a r y  

w h e n  s e l l i n g  y o u r  h o m e .  Be 

sure to consult your Real Estate 

Professional i f  you have any 

quest ions regarding both subjects .  

T H E  O F F E R  P R O C E S S  

 

Once a buyer has made the decision to 
purchase your home you need to 
understand what wil l  happen in the 
offer process. Al l  of fers made on a 
property  must be in writ ing. A 
purchase contract ,  s igned by the 
buyer,  i s needed to present the offer 
to you. A REALTOR must present  a l l  
of fers.  
 
• Your agent wi l l  p repare an est imated 

cost  sheet  that  wi l l  g i ve you an  idea o f  
your c los ing costs .  

• You and  your agent wi l l  rev iew an  
of fer  to purchase  your property ,  
d iscuss ing  your opt ions  to help you 
make an in formed of fer  to e i ther 
accept ,  or  prepare a counter o f fer .  

• Your agent wi l l  p resent  the counter 
of fer ,  i f  necessary ,  the buyer’ s  agent .  

• I f  you dec ide to accept the o f fer  you 
wi l l  then s tar t  the c los ing process.  

T H E  O F F E R  P R O C E S S  &  

 

• I f  you prepare a counter  of fer  i t ’ s  now 
up to  the buyer to dec ide to accept ,  
re jec t ,  or counter the of fer .   

APPRAISAL 

When Secur ing a new loan to buy your 
home, your buyer ’s  l ender wi l l  require an 
independent,  l i censed  appraisa l  to 
determine  fa i r  market  va lue o f  the 
property .  Apprai sers research s imi l ar  
propert ies  so ld in  the  pas 180 days for 
s ize,  age,  construc t ion and ameni t i es .  I t  i s  
a chal l enge when propert ies  se l l  very  
quick ly  or s lower due to  market  
condi t ions .   

Appraisers set  appointments and may  take 
30 minutes to an  hour or more o f  your  
t ime to v iew the property for apprai sa l .  
He or she measures your home, draws a  
representat i ve f loor p l an ,  photographs  
the res idence ins ide and  out and notes 
property condi t ion,  spec i f i c  
improvements ,  and ameni t ies .  Help the 
apprai ser yourse l f  by provid ing a l i s t  of  
improvements/remodel ing pro jects  
completed s ince your purchase wi th an 
approximate dol lar  amount for each .  
Remodel ing pro jec ts  rare ly  br ing fu l l  
return on investment,  however ,  a l i s t  wi l l  
ensure the appraiser i s  aware o f  
improvements made to the property .   

Appraisers provide a report  to the lender 
with in a few days .  You are not i f ied should 
the lender require repai rs  pr ior to making  
a loan  on the home. I f  required,  by 
contract  repai rs  must  be  made.  The 
apprai ser wi l l  re turn to rev iew repai rs  
and a re - inspect ion fee wi l l  be charged .  



E X P L A I N I N G

 

Buying or sel l ing a home or 

land usual ly involves the 

transfer of a large sum of 

money. As a buyer or sel ler, 

you want to make sure that 

al l  the condit ions of the sa le 

have dictated that money and 

al l  related documents be 

transferred through  

a neutral th ird party.  
 

T H I S  I S  

C A L L E D  

E S C R O W.  

I N  A R I Z O N A ,  E S C R O W S  

A R E  P R O C E S S E D  B Y  

E S C R O W  O F F I C E R S .   

 

Most  of  these are employed by t i t le  

companies .  Escrow Off i cers are people who 

have years of  hands -on exper ience  in  handl ing 

a l l  t ypes o f  documents and the l arge sums of  

money involved in  transferr ing real  property .  

 

The Escrow Off icer serves as the neutral  

“stake holder”  and the communicat ion l ink to 

al l  par t ies  in  the t ransac t ion.   

The escrow Of f icer hold  a l l  documents and 

money unt i l  a l l  condi t ions of  the sa le are 

completed,  at  which  t ime he/she wi l l  

impart ia l l y  carry out  the  wri t ten  ins truct ions 

g iven by the pr inc ipal s  in  the  t ransac t ion .  



T H E  P R O C E S S  

Today ,  many  buyers and  se l lers  are very knowledgeable 

about the process  and both may have a f avor i te Escrow 

Of f icer and t i t le  company they wi sh to use.  However,  

any quest ion about “which t i t l e  company” i s  a lways 

worked out  be fore arr i v ing at  that  point  i n  the process!  

When an “order”  (or “f i l e”)  i s  opened the agent  wi l l  

cal l  the se lected Escrow Of f icer.   

An “escrow number” i s  used  to  ident i fy  th i s  t ransact ion 

throughout  the escrow (and once the f i le  i s  c losed,  on 

into the  s torage sys tem used  to  safeguard  these f i les) .  

At  th i s  t ime the agent wi l l  provide a l l  in format ion  

about the property (address ,  current  owner ,  

prospect ive  buyer,  buyer’ s  lender ,  outstanding loan 

in format ion ,  sa les pr ice ,  etc . ) .  The agent may a l so send 

a set  of  i ns truct ions  which out l ines the detai l s  o f  the  

transact ion,  such as commiss ion to  be paid  to  the agent 

and expected c los ing  date.  

 

The next  s tep  i s  to ver i f y  a l l  o f  the  pert inent  

in format ion with the buyer’ s  agent . .  They wi l l  f ind out  

i f  a  home warranty wi l l  be taken on  the new home, 

when to expect  the pest  inspect ion to be  complete,  

and other detai l s  which wi l l  a f fec t  the escrow. The 

Escrow Off i cer wi l l  a l so  make  sure that  everyone 

involved in  the t ransact ion has h i s  or her phone 

number,  f ax number ,  and emai l  as  wel l  as  the  escrow 

number.  

A N  E S C R O W  

I S  O P E N E D  
 

 

 

by one of the real estate 

agents involved in the 

transaction. In some counties, 

it is traditional for the 

“listing” agent (the real estate 

agent who has the property 

listed for sale) to open the 

order. In other counties it is 

the agent representing the 

buyer who will open the 

order. Your real estate agent 

can give you guidance in this 

area. 

H O W  I S  R E S A L E  E S C R O W  

 



T H E  P R O C E S S  

When an escrow f i l e  i s  opened  the Escrow 

Of f icer makes a l i s t  of  a l l  the i tems necessary 

to c lose the escrow. These  may inc lude:   

 

•  the  buyer ’s  deposi t  
•  loan documents  
•  f i re  and other insurance  pol ic ies   
•  home warranty  
•  pest  inspect ion  
•  terms o f  the sa le  
•  any se l ler -ass i sted  f inanc ing  
•  t i t le  i nsurance pol icy  
•  request  for  payment for  var ious serv ices  

 to be paid  out of  escrow funds.   

S ince most  people have  rent  or lease 

payments month -to-month,  escrow of ten  

c loses at  the end o f  the month so  the 

buyer can  move in to the ir  new home and 

avoid pay ing  another month’s  rent  on the 

previous res idence.   

 

The Escrow Off icer cannot d i sburse any  

funds or in format ion unless she/he i s  

inst ruc ted to do so in  wri t ing.  So  when the 

necessary documents and money have been 

received  into the f i le  in  accordance with 

provi s ions contained in  your purchase 

contract  and escrow inst ruct ions,  the  

Escrow Off i cer wi l l  proceed wi th recording  

the necessary documents wi th the county 

recorder’ s  o f f i ce,  at  which t ime the t i t le  to 

the property i s  t ransferred and a l l  funds 

are avai l ab le to  be d isbursed.   

H O W  I S  R E S A L E  E S C R O W  

 



L I F E  O F  A N  

 

In  Ar izona ,  a  t i t le  company 
ac t s as  a neut ra l  coord inato r  
for  a l l  par t ie s i n  a real  
es ta te  t ransac t ion and 
ensures a l l  te rms of  the  
cont ract  a re  met before  
le t t i ng  funds and proper ty  
change hands .  

Y O U ’ V E  F O U N D  

Y O U R  D R E A M  H O M E  
and your offer has been accepted. In Arizona,  

here’s where your t it le company comes into play .  

An escrow off icer is about to begin the process of 

bringing a l l  part ies together so their assets can 

change hands safely, securely, and as fast as possible . 

O P E N  

E S C R O W  
Your e scrow of f i ce r  w i l l  open 

escrow where a l l  funds and 

documents to  c lose  the home  

are se t a s ide .  You  may have to  

make a  deposi t  o f  earnes t  

money,  whi ch  eventua l l y goes 

toward c los i ng  costs and/or  

purchase  pr i ce .   

T I T L E  

C O M M I T M E N T  

Your e scrow of f i ce r  w i l l  order  

th i s .  I t  i s  a  promise  to  provide 

t i t l e  i nsurance for the  

proper ty .  A  t i t le  search  i s  

per formed of  the  publ i c  record 

per ta in i ng  to  your property ,  

and the  t i t le  commitment  

i s  i s sued .  

 

A P P R A I S A L  

Your lender  wi l l  order an 

appra i sa l  to ensure your  fu ture 

home i s  wor th as  much a s 

you’ ve of fered .  At  th i s  poin t ,  

you may  h i re  a  home 

inspector i f  you  want  to 

further  a sse ss the cond i t ion  

of  the property .  

The  t i t le  company  

rece ives  the  

L O A N  

D O C U M E N T S  
f rom your  lender ,  and your  

escrow of f i ce r  prepares the 

remainder of  the  c los ing  

documents .  

T I M E  

T O  S I G N  
You and  the  Se l ler  wi l l  have  

separa te appoin tments  when 

s ign i ng  at  the t i t le  of f i ce .   

*Br ing  ID and a  ca sh ie r ’ s  check  

to  pay the remainder  of  the 

purchase  pr i ce  and  

any  c los ing  costs .   

The  t i t le  company  

ensures a l l  cond i t ions   

of  the contract a re met ,   

records the documents ,   

c loses the e scrow,  and   

D I S B U R S E S   

F U N D S .  

Your rea l  es ta te  

agent provides the  
 

 

 

 

K E Y S  T O  Y O U R  

N E W  H O M E ,   
and your t i t le  company provides  

you the  t i t le  in surance  pol i cy .  



To expedite the handling of your 

escrow, please complete the 

following: 

L I S T  A L L  S E L L E R ’ S  

N A M E S  A N D  

S O C I A L  S E C U R I T Y  

N U M B E R S

S E L L E R  I N F O R M A T I O N  

 

NAME 

SOC SEC# 

NAME 

SOC SEC# 

I f  there  a re  more se l le r s  p l ease  
a t tach  an  addi t iona l  sheet  

LENDER NAME 

ADDRESS 

1. Name of  ex ist ing lender(s)  for   

payof f /assumpt ion  in format ion:  

LOAN NO. 

PHONE 

2. I f  th is  sale is  a Townhouse ,  

Condomin ium, Pat io  Home,  or is  in  an area  

with a  Homeowner ’s  Associat ion  p lease  

prov ide  the fo l lowing :   

ASSOCIATION 

ADDRESS 

PHONE 

FAX 

At the close of escrow your exist ing rea l 
estate loans, l ine of credit ,  etc.  wi l l  be 
paid of f  through escrow from your  
proceeds. In addit ion,  any Homeowners 
Associat ion or Irr igat ion Company wi l l  be 
required to prov ide a written statement 
of fees and requirements for the transfer 
to your new buyer. Provid ing th is  
information to your Escrow Off icer  
can assist  in  process ing your escrow in  
 a t imely fashion  

3. Se l ler ’ s  forwarding address   

AFTER c lose o f  escrow:   

YOUR NAME 

ADDRESS 

PHONE 

WORK PHONE 

EMAIL 



F I R S T  A R I Z O N A  T I T L E  

A G E N C Y  P R O V I D E S  

A Tit l e  Commitment  a l so re ferred to as  a  Ti t le  
Report  or Pre l im.  Upon receipt ,  rev iew the 
document wi th at tent ion  to these areas .  

 

S C H E D U L E  A  

Thi s  ref1ects  the in format ion provided to the  
Ti t l e  Department by  your F i rs t  Ar i zona Escrow 
Of f icer f rom the purchase contrac t ,  and a 
pre l iminary search o f  the publ ic  records and 
the se l l er .  In format ion  provided by the part ies 
such  as l egal  descr ip t ion ,  sa les pr ice ,  loan 
amount,  lender ,  name and mari ta l  s tatus o f  the 
buyer and  se l ler  i s  re f1ected.  Be certa in  the  
in format ion in  Schedule A i s  correct  as  th is  
wi l l  be ref1ected in  a l l  o f  your documents.   

 

S C H E D U L E  B  

"Except ions"  are  i tems which run with the l and 
to inc lude CC&R's,  easements,  homeowner 
assoc iat ion r i ghts ,  mineral  r ights  as  reserved in  
patents ,  leasehold interest  and  other i tems 
which wi l l  remain on record fo l lowing the 
transfer of  the property .  These are 

"except"  the r i ghts  to use the property 
sub jec t  to the CC&R's easements  for 
ut i l i t ies  o f  record and  perhaps as  
descr ibed in  the "Except ions" .   

 

R E Q U I R E M E N T S  

These are i tems that  F i r st  Ar izona Ti t le  
needs to e l iminate or "c lear"  f rom the t i t le  
to provide a c lear,  unencumbered t i t le  to 
the buyer .  I tems which must  be c leared 
inc lude :   

 

• payment of  property taxes  

• assessments owed of  record  

• any encumbrances (or l i ens)  on the 
property  

 

Of ten  i tems show up because another 
ind iv idual  has a name s imi l ar  to one of  the  
part ies in  the escrow.  F i rs t  Ar izona Ti t l e  
may ask for an Ident i ty  S tatement in  order 
to determine  those i tems which show up 
are not re l ated to our part ies and can be 
deleted.   

R E V I E W I N G  T H E  

 



C L O S I N G /  

S E T T L E M E N T  

C O S T S  

are an accumulation of 

separate charges paid to 

different entities for the 

professional services 

associated with the buying 

of real estate.  

 

This is a general guide 

showing who pays for what 

S E L L E R  C O S T S :  

• Owners T it le Insurance Pol icy premium  

( insures marketable t it le for buyer)  

• Real Estate Commission 

• One-hal f  of the escrow fee (charges for 

services/documents by escrow to transfer t i t le)  

• Any loan charges required by Buyer’s lender 

specif ied in contract  

• Payof f  charges p lus any fees,   penalt ies and 

interest  on loans made by the se l ler,  including 

statement, reconveyance,  fax and/or 

prepayment fees  

• Repair work specif ied by purchase contract  

• Encumbrances of  record against  the Sel ler  

• Prorated property taxes and/or del inquent 

taxes to date of c lose  

• Unpaid HOA dues or assessments of record  

• HOA transfer fee  

• HOA Disclosure Statement (required by statute)  

 

 

B U Y E R  C O S T S :  

• Lender’s T it le Pol icy  

( insures new lender’s  l ien posit ion)  

• One-hal f  of the escrow fee  

• All new lender charges (document preparat ion, 

appraisa l ,  loan originat ion,  credit  report ,  points,  

underwrit ing fee, etc.)  

• Recording fees for a l l  buyer documents  

• Prepaid interest on the new loan  

• Hazard Insurance premium and impounds  

Note:  

Your Fi rst  Ar izona 

Escrow Off icer  wi l l  

expla in your Sett lement  

Statement (pre -audit)  

fo l lowing receipt of  

payoffs  and the new 

lender’s  package with 

instruct ions for  speci f ic  

charges the lender 

requires the buyer to 

pay in escrow.  

C L O S I N G



C L O S I N G   

D A Y  I S  A N  

E X C I T I N G  

D A Y !  

Here are some simple steps  

that can help keep everything 

smooth rolling on the big day. 

Discuss these steps with your 

Escrow Officer  

• Tell  your REALTOR and Escrow 

Officer i f  you wil l  be unable to 

come to our of f ice at clos ing.  

• Read your Commitment for T it le 

and not i fy your Escrow Off icer of 

any discrepancies in the 

information.  

• I f  funds wi l l  come from out of 

state, let  your Escrow off icer 

know at least  two weeks before 

clos ing.  

• Cal l  your Escrow Off icer the 

week prior to c los ing to see your 

clos ing appointment  

T I P S  F O R  A  

S M O O T H E R

• Tell  your employer of your 

appointment .  

• Ask your Escrow Off icer about 

funds to br ing to the c los ing and 

what form they should be in for 

your escrow.  

• I f  you are unsure about the 

clos ing procedure, ask quest ions;  

an explanat ion is just a  phone ca l l  

away.   

• Be prepared for last  minute 

requirements by the buyer’s  

lender  

• Bring a photo ID with you to the 

sign ing and ask your Escrow 

Off icer what is acceptable.  



• Call moving companies for a 

free estimate.  

• Discard or donate items you 

don’t want to move.  

• Inform schools of transfer. 

Make arrangements for 

enrollment/registration in new 

schools, i f necessary.  

• Most homeowners policies do 

not provide adequate coverage 

for moving. Check with your 

agent and consider purchasing 

additional coverage from a 

moving company.  

• Begin collecting boxes with 

covers i f you plan to pack your 

belongings without assistance 

from a moving company. You 

can purchase do-it-yourself 

packing materials through 

moving companies or contact 

local grocery stores for extra 

boxes. Be sure to stock up on 

packing tape!  

• Consider beginning to consume 

perishable and frozen food 

items to minimize waste.  

F O U R  W E E K S  B E F O R E :

• Start packing 

• Notify the post office of your 

new address and send change 

of address cards to friends, 

family, subscriptions, and any 

bi l l ing companies.  

• Make necessary travel 

arrangements including 

interim housing and car 

rental. Be sure to record 

confirmation numbers.  

• Collect medical records and 

prescriptions from 

physicians. Ask for 

recommendations for 

doctors in your new area.  

• Place legal, medical, and 

insurance records in a safe 

and accessible place.   

T H R E E  W E E K S  B E F O R E :

• Schedule disconnection of 

uti l it ies/services in your 

current residence and 

coordinate instal lation of 

uti l it ies/services in your 

new home.  

• Close/transfer bank 

accounts and open 

accounts in your new city.  

• Take pets to the vet for 

immunizations. Ask for 

advice on moving animals.   

• Draw a map of your new 

home and where the 

furniture wil l  be arranged.  

• Return l ibrary books and 

any borrowed items.  

• Be sure to cancel 

newspaper subscriptions 

and/or any special 

services you have (i .e. 

landscaping, pool, etc.)  

T W O  W E E K S  B E F O R E :

P R E P A R A T I O N   

B E F O R E  Y O U R

 



P R E P A R A T I O N  B E F O R E  Y O U R  

 

C O M P U T E R  

Make copies of al l  your fi les and software.  

If possible, pack your computer, monitor, 

and printer in their original boxes. If  not, ask 

a moving company for boxes made especial ly 

for computers.  

 

P A C K I N G  S U P P L I E S  

Packing tape, thick markers, packing pellets, 

scissors, labels, tissue paper, newspaper, and 

blankets.  

I N V E N T O R Y  

Review your inventory l ist.  

 

P H O T O G R A P H S  

Pack between sheets and blankets in boxes 

for added protection.  

 

A T  Y O U R  D E S T I N A T I O N  

Consider hooking up the TV and DVD player 

to occupy children unti l  he movers have 

finished unloading the vehicle.  

• Prepare car for trip.  

Check the oil , tires, brakes, etc.  

• Drain gas and oil from any 

power equipment.  

• Drain water from hoses.  

• Remember to pick up i tems 

sent to the cleaners or for 

repairs.  

O N E  W E E K  B E F O R E :

• Defrost and clean out 

refrigerator.  

• Pack your luggage and 

separate any items you wi l l  

need in the first days in your 

new home. Label these 

boxes as “Load Last.”  

• Reconfirm travel 

arrangements.  

• Reserve ample parking space 

for the movers and provide 

clear paths inside the house.  

D A Y S  B E F O R E :

• Be on hand to answer 

any questions.  

• Go over your inventory 

with the driver.  

• Be sure to point out al l  

FRAGILE items to the 

movers.  

• Check, double check, 

and triple check to see if  

anything is left behind.  

• Do not leave the house 

unti l  the movers are 

gone.  

M O V E  D A Y :

O T H E R  T H I N G S  T O  C O N S I D E R :



UTILITY COMPANIES  
Arizona Public Service (APS)   602.371.7171 
Salt River Project (SRP)    602.236.8888 
Southwest Gas    877.860.6020 
 

TELEPHONE 
Century Link    800.244.1111 
Order Telephone Directories  800.422.8793 
AT&T Long Distance   800.222.0300 
MCI     800.950.5555 
Sprint     800.877.4646 
Cox Communications   623.594.1000 
 

WATER 
Avondale    623.333.4400 
Buckeye     623.349.6100 
El Mirage    623.933.1228 
Glendale     623.930.2700 
Goodyear    623.932.3015 
Litchfield Park    623.935.9367 
Peoria     623.773.7160 
Phoenix     602.262.6251 
Surprise     623.876.4020 
Tolleson     623.936.7111 
Wickenburg    928.684.2761 
Youngtown    623.815.3100 
 

TRANSPORTATION 
Sky Harbor International Airport  602.273.3300 
Phoenix Transit/Valley Metro  602.253.5000 
Road Condition Updates   511 
 

CABLE TELEVISION 
Cox Communications   623.594.1000 
Direct TV (New Service)   855.837.4388 
Dish Network (New Service)  888.656.2461 
 

PUBLICATIONS 
The Arizona Republic   602.444.1000 
West Valley View   623.535.8439 
Arizona Business Gazette   602.271.7300 
The Business Journal   602.230.8400 
 

POST OFFICES  
Post Offices (Valley Wide)   800.275.8777 
 

CHILD CARE RESOURCES 
AZ Child Care Resource   800.308.9000 
 
 
 

CHAMBERS OF COMMERCE 
Buckeye Valley Chamber   623.386.2727 
Glendale Chamber   623.937.4754 
Northwest Valley Chamber  623.583.0692 
Peoria Chamber    623.979.3601 
Southwest Valley Chamber  623.932.2260 
Surprise Chamber   623.583.0692 
 

CITY INFORMATION 
Avondale City Hall   623.333.1000 
Town of Buckeye    623.386.4691 
El Mirage City Hall   623.972.8116 
City of Glendale    623.930.2000 
Goodyear City Hall   623.932.3910 
Litchfield Park City Hall   623.935.5033 
City of  Peoria    623.773.7340 
Phoenix City Hall    602.262.6659 
Surprise City Hall    623.583.1000 
Tolleson City Hall   623.936.7111 
Wickenburg Town Hall   928.684.5451 
 

EMERGENCY SERVICES 
Fire / Police / Ambulance   911 
Poison Control    602.253.3334 
West Valley Hospital   623.882.1500 
Banner Estrella Hospital   623.327.4000 
Phoenix Children’s Hospital  602.546.1000 
Physician Referral Service   602.252.2844 
Gas Leak    602.271.4277 
 

AUTOMOBILE INFORMATION 
Motor Vehicle Department  623.932.9466 
Emissions Testing    602.470.4646 
Auto License Plates   602.255.0072 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

U S E F U L  N U M B E R S  

 



GOVERNMENT OFFICES  
Maricopa County Treasurer  602.506.8511 
Maricopa County Assessor  602.506.3406 
Maricopa County Recorder  602.506.3535 
Avondale Zoning    623.333.1200 
Buckeye Zoning    623.349.6211 
El Mirage Zoning    623.933.8318 
Glendale Zoning    623.930.2800 
Goodyear Zoning   623.932.3005 
Litchfield Park Zoning   623.935.5033 
Peoria Zoning    623.773.7200 
Phoenix Zoning    602.262.7131 
Surprise Zoning    623.594.5752 
Tolleson Zoning    623.936.7141 
Wickenburg Zoning   928.684.5451 
Youngtown Zoning   623.933.2073 
 

LAW ENFORCEMENT  
(NON-EMERGENCY) 
Avondale Police Department  623.333.7000 
Buckeye Police Department  623.349.6400 
El Mirage Police Department  623.933.1341 
Glendale Police Department  623.930.3000 
Goodyear Police Department  623.932.1220 
Litchfield Park Police Department  602.876.1011 
Peoria Police Department   623.733.8311 
Phoenix Police Department  602.262.7626 
Sun City Police Department          623.974.3665 
Sun City West Police Department  623.584.3500 
Surprise Police Department  623.583.1085 
Tolleson Police Department  623.936.7186 
Wickenburg Police Department  928.684.5411 
Youngtown Police Department  623.974.3665 
Maricopa County Sheriff’s Dept.  602.876.1801 
Animal Control / Licensing  602.506.7387 
Surprise Zoning    623.594.5752 
Tolleson Zoning    623.936.7141 
Wickenburg Zoning   928.684.5451 
Youngtown Zoning   623.933.2073 

 

U S E F U L  N U M B E R S  

 



UTILITY COMPANIES  
Arizona Public Service (APS)   602.371.7171 
Salt River Project (SRP)    602.236.8888 
Southwest Gas    877.860.6020 
 

TELEPHONE 
Century Link    800.244.1111 
Order Telephone Directories  800.422.8793 
AT&T Long Distance   800.222.0300 
MCI     800.950.5555 
Sprint     800.877.4646 
Cox Communications   623.594.1000 
 

WATER 
Arcadia     480.945.8363 
Carefree    480.488.9100 
Cave Creek    480.437.3581 
Chandler    480.782.2280 
Gilbert     480.503.6400 
Mesa     480.644.2221 
Paradise Valley    480.948.5410 
Phoenix     602.262.6251 
Scottsdale    480.312.2461 
Tempe     480.350.8361 
 

TRANSPORTATION 
Sky Harbor International Airport  602.273.3300 
Phoenix Transit/Valley Metro  602.253.5000 
Road Condition Updates   511 
 

CABLE TELEVISION 
Cox Communications   623.594.1000 
Direct TV (New Service)   855.837.4388 
Dish Network (New Service)  888.656.2461 
 

PUBLICATIONS 
The Arizona Republic   602.444.1000 
Scottsdale Tribune   480.970.2330 
Paradise Valley Independent  480.483.0977 
Foothills Sentinel    480.488.3436 
Arizona Business Gazette   602.271.7300 
The Business Journal   602.230.8400 
 

POST OFFICES  
Post Offices (Valley Wide)   800.275.8777 
 

CHILD CARE RESOURCES 
AZ Child Care Resource   800.308.9000 

CITY INFORMATION 
Carefree Town Hall   480.488.3686 
Cave Creek Town Hall   480.488.1400 
Chandler    480.782.2220 
Fountain Hills Town Hall   480.837.2003 
Gilbert     480.503.6000 
Paradise Valley Town Hall   480.948.7411 
Phoenix City Hall    602.262.6659 
City of Scottsdale    480.312.6500 
Tempe     480.967.2001 
 

AUTOMOBILE INFORMATION 
Motor Vehicle Department  623.932.9466 
Emissions Testing    602.470.4646 
Auto License Plates   602.255.0072 
 

GOVERNMENT OFFICES  
Maricopa County Treasurer  602.506.8511 
Maricopa County Assessor  602.506.3406 
Maricopa County Recorder  602.506.3535 
Phoenix Zoning    602.262.7131 
Scottsdale Zoning   480.312.7800 
 

EMERGENCY SERVICES 
Fire / Police / Ambulance   911 
Poison Control    602.253.3334 
Phoenix Children’s Hospital  602.546.1000 
Scottsdale Mem. Hospital (Osborn)  480.282.4000 
Scottsdale Mem. Hospital (North)  480.323.3000 
Physician Referral Service   602.252.2844 
Gas Leak    602.271.4277 
 

LAW ENFORCEMENT  
(NON-EMERGENCY) 
Phoenix Police Department  602.262.7626 
Scottsdale Fire Department  480.312.8000 
Scottsdale Police Department  480.312.5000 
Maricopa County Sheriff’s Dept.  602.876.1853 
Rural / Metro Fire Prevention   480.945.6311 
Animal Control / Licensing   602.506.7387 

U S E F U L  N U M B E R S  

 



UTILITY COMPANIES  
Arizona Public Service (APS)   602.371.7171 
Salt River Project (SRP)    602.236.8888 
Southwest Gas    877.860.6020 
 

LAW ENFORCEMENT &  
GOVERNMENT OFFICES  
Sheriff     800.420.8689 
City of Maricopa Count Assessor  520.866.6361 
Maricopa City Police Department  520.316.6800 
City of Maricopa Clerk   520.316.6970 
City of Maricopa MVD   520.568.9299 
 

UTILITY COMPANIES  
Electric District #3   520.424.9021 
Southwest Gas    800.428.7324 
Water     520.568.4452 
 

COMMUNICATIONS SERVICES  
Century Link    866.642.0444 
Orbitel Communications   520.568.8890 
Internet     800.475.7260 
 

TRASH/SEWER 
Waste Management    480.357.7280 
Right Away Disposal   480.983.9101 
Recycling    602.268.2222 
 

POST OFFICE 
Post Office    520.568.2641 

U S E F U L  N U M B E R S  

 



A D D E N D U M   

Something added to a list or 

other material added to a 

document, letter, contractual 

agreement, escrow instructions, 

etc. 

 

A D J U S T A B L E  R A T E  

M O R T G A G E  ( A R M  

Mortgage loans under which the 

interest rate is periodical ly 

adjusted to more closely 

coincide with current rates. 

The amounts and t imes of 

adjustment are agreed to at the 

inception of the loan. Also 

cal led: Adjustable Rate Loans, 

Adjustable Rate Mortgage 

(ARM’s), Flexible Rate Loans, 

and Variable Rate Loans.  

 

A G E N C Y  

Any relationship in which one 

party (agent) acts for or 

represents another (principal) 

under the authority of the 

latter. Agency involving real 

property should be in writing, 

such as l ist ings, trusts, powers 

of attorney, etc.  

 

A M E N D M E N T  

A change, either to correct an 

error or to alter part of an 

agreement without changing the 

principal idea or essence.  

 

A M O R T I Z E D  L O A N  

A loan repaid in periodic (most 

commonly monthly) payments 

of principal and interest.  

 

A P P R A I S A L  

An opinion of value based upon 

a factual analysis. Legally, an 

estimation of value by two 

disinterested persons of 

suitable qualif icat ions.  

A P P R E C I A T I O N  

An increase in value to real 

property due to positive 

changes or the el imination of 

negative elements in the 

surrounding area. Although not 

within the original meaning, the 

word has been incorrectly used 

so often that is now acceptable 

to describe an increase in value 

for any reason, including 

inflation. 

 

A S S E S S E D  V A L U E  

Value placed upon property for 

property tax purposes by the 

tax assessor.  

 

B A L L O O N  

P A Y M E N T  

The f inal payment (balance due) 

of a bal loon note.  

 

C C & R ’ S  
( C o v e n a n t s ,  C o n d i t i o n s ,  

a n d  R e s t r i c t i o n s )  

A term used in some areas to 

describe the restrict ive 

limitations which may be place 

on a property. In other areas 

it ’s simply called restrictions.  

 

C H A I N  O F  T I T L E  

The chronological order of 

conveyance of a parcel of land, 

from the original owner (usually 

the government) to the present 

owner.  

 

C L O S I N G  

(1) In real estate sales the final 

procedure in which documents 

are executed  and/or recorded, 

and the sale (or loan) is 

completed. (2) A sell ing term 

meaning the point at which the 

cl ient or customer is asked  to 

agree to the sale or purchase 

and sign the contract. (3) The 

final cal l in a metes and bounds 

legal description which “closes” 

the boundaries of the property.  

C L O S I N G  C O S T S  

Expenses incidental to a sale of 

real estate, such as loan fees, 

title fees, appraisal fees, etc.  

 

C L O S I N G  

S T A T E M E N T  

The statement which lists the 

financial settlement between 

buyer and seller, and also the 

costs each must pay. A separate 

statement for buyer and seller 

is sometimes prepared.  

 

C O N D O M I N I U M  

A structure of two or more 

units, the interior space of 

which are individually, owned. 

The balance of the property 

(both land and building) is 

owned in common by the 

owners of the individual units. 

The size of each unit is measure 

from the interior surfaces 

(exclusive of paint or other 

finishes) of exterior walls , 

f loors, and ceil ing. The balance 

of the property is cal led the 

common area.  

 

C O N V E N T I O N A L  

L O A N  

A mortgage or deed of trust 

not obtained under a 

government insured program, 

such as F.H.A. or V.A.  

C O M M O N  R E A L  E S T A T E  

 



C O U N T E R  O F F E R  

An offer (instead of acceptance) 

in response to an offer. For 

example: A offers to buy B’s 

house for X dollars. B, in 

response,  offers to sell to A at 

a higher price. B’s offer to A is 

a counter offer.  

 

D E E D  

Any one of many conveyance 

instruments given to pass fee 

title upon sale.  

 

D E E D  O F  T R U S T  

An instrument used in many 

states in place of a mortgage. 

Property is transferred to a 

trustee by the borrower 

(truster), in favor of the lender 

(beneficiary), and reconvened 

upon payment in ful l.  

 

D E P R E C I A T I O N  

(1) Decrease in value to real 

property cause by deterioration 

or obsolescence. (2) A loss in 

value as an accounting 

procedure to use as a 

deduction for income tax 

purposes.  

 

D E P O S I T  
Money given by the buyer with 

an offer to purchase. Shows 

good faith. Also cal led earnest 

money. 

 

D I S C O U N T  P O I N T S  

The amount paid to increase 

the yield. Example: A borrower 

receives a loan with an interest 

rate of 7% but pays the lender 

three points in advance. The 

points raise the annual 

percentage rate of the loan. 

The lender may then sell the 

loan at less than face value and 

stil l make a profit. Each point 

equals one percent of the face 

value of the loan.  

 

E A S E M E N T  

A right created by grant, 

reservation, agreement, 

prescription, or necessary 

implication, which one has in 

the land of another. It is either 

for the benefit of land 

(appurtenant), such as a right to 

cross A to get B, or “ingress,” 

such a public util ity easement.  

 

E N C U M B R A N C E ,  

I N C U M B E N C Y  

A claim, lien, charge, or  

liabi lity attached to and binding 

real property. Any right to, or 

interest in, land which may 

exist in one other than the 

owner,  but which wil l not 

prevent the transfer in of fee 

title.  

 

E Q U I T Y  

(1) The market value of real 

property, less the amount of 

the exist ing liens. (2) Any 

ownership investment (stocks, 

real estate, etc.) as opposed to 

investing as a lender (bonds, 

mortgages, etc).  

 

E S C R O W  

Delivery of a deed by a granter 

to a third party for delivery to 

the grantee upon the happening 

of a contingent event. 

Modernly, in some states, all  

instruments necessary to the 

sale ( including funds) are 

delivered to a third (neutral) 

party, with instructions as to 

their use.  

 

 

E S C R O W  O F F I C E R  

 An escrow agent. In some 

states, one who has, through 

experience and education, 

gained a certain degree of 

expertise in escrow matters.  

 

F A I R  M A R K E T  

V A L U E  

Price that probably would be 

negotiated between a willing seller 

and a willing buyer in a reasonable 

time. Usually arrived at by 

comparable sales in the area. 

 

H A Z A R D  

I N S U R A N C E  

Real estate insurance protecting 

against loss caused by fire, some 

natural causes, vandalism, etc., 

depending upon the terms of the 

policy. 

 

F . H . A .  
( F e d e r a l  H o u s i n g  

A d m i n i s t r a t i o n )  

A federal agency which insures 

first mortgages, enabling lenders 

to loan a very high percentage of 

the sale price. 

 

I M P O U N D  

A C C O U N T  

Account held by a lender for 

payment of taxes, insurance, or 

other periodic debts against 

real property. The mortgagor 

or trustor pays a portion of, for 

example, the yearly taxes, with 

each monthly payment. The 

lender pays the tax bil l from 

the accumulated funds.  

 

C O M M O N  R E A L  E S T A T E  

 



L E G A L  

D E S C R I P T I O N  

A method of geographical ly 

identifying a parcel of land, 

which is acceptable in a court 

of law.  

L I E N  

An encumbrance against 

property for money, either 

voluntary or involuntary. All 

liens are encumbrances but all  

encumbrances are not liens . 

 

L O A N  

O R I G I N A T I O N  F E E  

A one time set up fee charged 

by the lender.  

 

O R I G I N A T I O N  F E E  

A fee made by a lender for 

making a real estate loan. 

Usually a percentage of the 

amount loaned, such as 1%.  

 

O W N E R S  P O L I C Y  

Title insurance for the owner of 

the property, rather than a l ien 

holder.  

 

P E R S O N A L  

P R O P E R T Y  

Any property which is not 

designated by law as real 

property.  

 

P I T I  
( P r i n c i p a l ,  I n t e r e s t ,  T a x e s  

a n d  I n s u r a n c e )  

Used to indicate what is 

included in a monthly payment 

on real property. Principal , 

interest, taxes, and insurance 

are the four major portions of 

usual monthly payment.  

 

P O I N T

 (1) One percent of the amount 

of the loan. (2) A commission 

paid for arranging a loan.  

 

P O W E R  O F  

A T T O R N E Y  

An authority by which one 

person (principal) enables 

another (attorney-in-fact) to 

act for him. (1) General Power - 

Authorizes sale, mortgaging, 

etc. of all  property of the 

principal . Inval id in some 

jurisdictions. (2) Special Power - 

Specifies property, buyers, 

price, and terms. How specific 

it must be varies in each state.  

 

P R O M I S S O R Y  

N O T E  

A promise in writ ing, and 

executed by the maker, to pay a 

specified amount during a 

limited t ime, or on demand, or 

at sight, to a named person, or 

on order, or to bearer.  

 

Q U I T C L A I M  D E E D  
 A deed intended to pass any 

title, interest, or claim which 

the grantor may have in the 

property, but not containing 

any warranty of a val id interest 

or tit le in the grantor.  

 

R E C O R D A T I O N   
Fil ing instruments for public 

record (and notice) with a 

recorder, usually a county 

official.  

 

 

 

 

 

S P E C I A L  

A S S E S S M E N T  

Lien assessed against real 

property by a public authority 

to pay costs of public 

improvements (sidewalks, 

sewers, street l ights, etc.), 

which directly benefits the 

assessed property.  

 

S U R V E Y   

The measurement of the 

boundaries of a parcel of land, 

its area, and sometimes its 

topography. 

 

P E S T  I N S P E C T I O N  
An inspection required in 

certain types of sales of 

property, to determine if  

termites are present within a 

building.  

 

T I T L E  I N S U R A N C E  
Insurance against loss resulting 

from defects of tit le to a 

specifical ly described parcel of 

real property. Defects may run 

to the fee (chain of t itle) or to 

encumbrances.  

 

W A R R A N T Y  D E E D  
A deed used in many states to 

convey fee tit le to real 

property. Unti l the widespread 

use of tit le insurance, the 

warranties by the grantor were 

very important to the grantee. 

When tit le insurance is 

purchased, the warranties 

become less important as a 

practical means of recovery by 

the grantee for defective title.  

C O M M O N  R E A L  E S T A T E  
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