.

I Captain Ron is a Dynamic professional with 4 decades of experience as a
commercial fisherman in Alaska, honing his leadership skills and resilience
in one of the world’s most dangerous and demanding environments and
having Captained over 20 ships, mastering the challenges of the Sea and
the Intricacies of maritime Navigation.

R&S Premier Homes

We’'re on your side

My extensive career on the water has endowed me with a deep
understanding of Marine Operations, crew Management, and sustainable
fishing practices.

Alongside my seafaring career, | have dedicated 30 years to coaching

wrestling. My commitment to the sport has been recognized with a silver C A p T A I N R D N H D R T D N
certificate from the US Olympic program, reflecting my success in REALTOR®

developing athletes and promoting excellence in life.

Innovation and engineering are passions of mine, evidenced by holding
two US Patents. These patents are a testament to my inventive mindset
and ability to create solutions that address real-world problems.

In addition to my professional pursuits, | have a keen interest in
automotive engineering. | have built my own car from the ground up, a
project that highlights my mechanical skills and dedication to
craftmanship.

My love for motorsports extends to participating in drag racing and being
active in off-road Jeep adventures where | enjoy the camaraderie and the
thrill of teamwork on the trail.

Transitioning to a new chapter, Ron now applies his diverse skills and
dedication to Real Estate in Arizona. As a Real Estate Agent, he finds great
joy in assisting first-time home buyers and sellers, guiding them through
the complex process with patience and enthusiasm. Ron’s unique blend of
experience and his genuine passion for helping others make him a trusted
and valued advisor in the real estate market.

I Ron Horton, coach all ages to be
able to help them live life with purpose by

stimulating thoughts of empathy and to “;f" “*-v—\

inspire and motivate them in the pursuit of

life skills.

~ Captain Ron E. Horton
R&S Premier Homes
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EXPERIENCE & ACTIONS




90 WAYS THAT | SERVE YOU IN
A REAL ESTATE TRANSACTION

Are you familiar with the 24 different terms that I'll be
negotiating on your behalf?

Let's take a minute and review...

1 Schedule Time to Meet for a Strategy Session 46. Determine Property Inclusions & Exclusions
2.  Prepare Guide & Educational Presentation 47.  Prepare Sales Contract When Ready
Purchase Price Seller Rent Back 3. Meet and Discuss Goals and Non-Negotiables 48. Educate on Sales Contract Options
4. Explain Agency Relationships 49.  Determine Need for Lead-Based Paint Disclosure
Earnest Money DepOSit Home Warranty S. Discuss Different Types of Financing Options 50. Explain Home Warranty Options
NHD Report Fees Inspection Contingency 6.  Help Find a Mortgage Lender 51.  Update Pre-Approval Letter With Each New Year
7. Obtain Pre-Approval Letter from Lender 52. Discuss Loan Objection Deadlines
City Transfer Tax Appraisal Contingency 8.  Provide Resources to Research Crime in 53. Choose a Closing Date
Neighborhoods, school ratings, etc. 54. \Verify Listing Data Is Correct
County Transfer Tax Home Repairs 9. Provide Overview of Current Market Conditions 55. Review Comps to Determine Value
Private Transfer Tax Pest Clearance 10. Explain Company's Value 56. Prepare & Submit Offer to Listing Agent
1. Discuss Earnest Money Deposits 57.  Negotiate Offer with Listing Agent
HOA Transfer Fees Loan Contingency 12.  Explain Home Inspection Process 58. Execute A Sales Contract & Disclosures
13.  Educate About Local Neighborhoods 59.  Once Under Contract, Send to Escrow Company
HOA Prep Fees Days until Close of Escrow 14. Discuss Foreclosures & Short Sales 60. Coordinate Earnest Money Wire Transfer
Pest Inspection Report Appliances 15. Gather Needs & Wants of Next Home 61. Deliver Copies to Mortgage Lender
16.  Explain School Districts Effect on Home Values 62. Obtain Copy of Sellers Disclosures
Home |n5pection Report Government Requirements 17.  Explain Recording Devices During Showings 63. Deliver Copies of Contract/Addendum
18. Learn All Goals & Make A Plan 64. Obtain A Copy of HOA Bylaws
Other Inspection Reports Notice to Perform 19.  Create Internal File for Records 65. Keep Track of Copies for Office File
(ie. ROOf, Sewer/Septic, . . 20. Send Homes Within Their Criteria 66. Coordinate Inspections
) Liquidated Damages i
Rodent, Defensible Space) 21.  Start Showing Homes as Requested 67.  Meet Home Inspector at The Property
Arbitration of Disputes 22. Schedule & Organize All Showings 68. Review Home Inspection
23. Gather Showing Instructions for Each listing 69.  Negotiate Inspection Objections
¢/ 24. Send Showing Schedule 70. Get All Agreed Upon Repair Items in Writing
25. Show Up Early and Prepare First Showing 71.  Verify any Existing Lease Agreements
26. Look for Possible Repair Issues While Showing 72. Check in With Lender To Verify Loan Status
27. Gather Feedback After Each Showing 73. Check on the Appraisal Date
28. Update When New Homes Hit the Market 74. Negotiate Any Unsatisfactory Appraisal
29.  Share Knowledge & Insight About Homes 75. Coordinate Closing Times & Location
30. Guide Through Emotional Journey 76. Make Sure All Documents Are Fully Signed
31.  Listen & Learn at Each Showing 77.  Verify Escrow Company Has Everything Needed
§A 32. Keep Records of All Showings 78. Reminder to Schedule Utilities Transfer
E 33. Update Listing Agents with Feedback 79.  Make Sure All Parties Are Notified of Closing Time
34. Discuss Homeowner's Associations 80. Solve Any Title Problems Before Closing
35. Estimate Expected Utility Usage Costs 81. Receive and Review Closing Documents
36. Confirm Water Source and Status 82. Review Closing Figures
37. Discuss Transferable Warranties 83. Confirm Repairs Have Been Made by Sellers
38. Explain Property Appraisal Process 84. Perform Final Walk-Through
39. Discuss Multiple Offer Situations 85. Resolve Any Last-Minute Issues
40. Create Practice Offer to Help Prepare 86. Get CDA Signed by Brokerage
41.  Provide Updated Housing Market Data 87. Attend Closing
42. Inform Showing Activity Weekly 88. Provide Home Warranty Paperwork
43. Update on Any Price Drops 89. Facilitate Transfer of Keys and Accessories
44, Discuss MLS Data at Showings 90. Close Out File
45.  Find the Right Home




