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Southwest Gas 
1.877.860.6020 
www.swgas.com

Cox 
602.277.1000 
www.cox.com

Direct TV 
1.888.777.2454,  
www.directv.com

Dish Network 
1.800.823.4929 
www.dishnetwork.com

CenturyLink 
800.366.8201;  
www.centurylink.com

AT&T 
1.800.222.0300;  
www.att.com

Verizon 
1.877.300.4498 
www.connecttoverizon.com

Salt River Project  
602.236.8888 
www.srpnet.com

APS 
602.371.7171;  
www.aps.com

Utilities and Services



AZ Buyers Guide | 3

Welcome to the home-buying process. Throughout this process, you can count on 
First American Title to guide you smoothly through your transaction and provide 
expert answers to your questions. We are happy to serve you.

Count on First American Title

Count On Us For Service

Count On Us For Stability

Count On Us For Convenience

Count On Us To Meet Your Needs

First American Title’s professionals are proud to provide the 
title insurance that assures people’s home ownership. Backed by 
First American Title Insurance Company, your transaction will be 
expertly completed in accordance with state-specific underwriting 
standards and state and federal regulatory requirements. 

First American Title is the principal subsidiary of First American 
Financial Corporation, and one of the largest suppliers of title 
insurance services in the nation. With roots dating back to 1889, 
we’ve served California families for generations.

First American Title has a direct office or agent near you, offering 
convenient locations throughout Arizona. We also have an 
extensive network of offices and agents throughout the United 
States, and internationally.

First American Financial Corporation offers more than title 
insurance and escrow services through its subsidiaries. Our 
subsidiaries also provide property data, title plant records and 
images, home warranties, property and casualty insurance, and 
banking, trust and advisory services.
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Benefits of using a 
Professional REALTOR®

Before you make the decision to try to sell your home alone, consider the 
benefits a REALTOR® can provide that you may not be aware of. 

A REALTOR®

›   Understands market conditions and has access to information not available to the average 
homeowner.

›   Can advertise effectively for the best results.

›   Knows how to price your home realistically, to give you the highest price possible within your time 
frame.

›   Is experienced in creating demand for homes and how to show them to advantage.

›   Knows how to screen potential buyers and eliminate those who can’t qualify or are looking for 
bargain-basement prices.

›   Knows how to go toe-to-toe in negotiations.

›   Is always “on-call,” answering the phone at all hours, and showing homes evenings and weekends.

›   Can remain objective when presenting offers and counter-offers on your behalf. 

›   Maintains errors-and-omissions insurance.

›   Will listen to your needs, respect your opinions and allow you to make your own decisions.

›   Can help protect your rights, particularly important with the increasingly complicated real estate 
laws and regulations.

›   Is experienced with resolving problems to facilitate a successful closing on your home.

Only you can determine whether you should attempt to sell your home—probably your largest 
investment—all alone. Talk with a REALTOR® before you decide. You may find working with a 
professional is a lot less expensive and much more beneficial than you ever imagined!

FOR SALE BY OWNER

Many people believe they can save a considerable amount 
of money by selling their homes themselves. It may seem 
like a good idea at the time, but while you may be willing to 
take on the task, are you qualified? The following are some 
questions to help you realistically assess what’s involved.

Do you...

-   have the knowledge, patience, and sales skills needed to sell  
your home? 

-  know how to determine your home’s current market value?

- know how to determine whether or not a buyer can qualify for a loan?

-  understand the steps of an escrow and what’s required of you and 
the buyer?

-  need to hire a real estate attorney? If so, do you know what the cost 
will be and how much liability they will assume in the transaction?

- know how to advertise effectively and what the costs will be?

-  understand the various types of loans buyers may choose and the 
advantages and disadvantages for the seller?

-  have arrangements with an escrow and title company, home warranty 
company, pest-control service and lender to assist you with the 
transaction?

Are you...

-  aware of conditions in the marketplace today that affect value and 
length of time to sell?

-   concerned about having strangers walking through your home?

-  familiar enough with real estate regulations to prepare a binding 
sales contract? Counter-offers?

-   aware that every time you leave your home, you are taking it off the 
market until you return?

-  aware that prospective buyers and bargain hunters will expect you to 
lower your cost because there’s no REALTOR® involved?

-   prepared to give up your evenings and weekends to show your home 
to potential buyers and “just-looking” time wasters?
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Key Professionals 
Involved in Your Transaction
REALTOR ®

A REALTOR® is a licensed real estate agent and a member of the National Association of 
REALTORS,®  a real estate trade association. REALTORS® also belong to their state and local 
Association of REALTORS.®

REAL ESTATE AGENT
A real estate agent is licensed by the state to represent parties in the transfer of 
property. Every REALTOR® is a real estate agent, but not every real estate agent has the 
professional designation of a REALTOR.®

LISTING AGENT
A key role of the listing agent or broker is to form a legal relationship with the 
homeowner to sell the property and place the property in the Multiple Listing Service.

BUYER'S AGENT
A key role of the buyer’s agent or broker is to work with the buyer to locate a suitable 
property and negotiate a successful home purchase.

MULTIPLE LISTING SERVICE (MLS)
The MLS is a database of properties listed for sale by REALTORS® who are members of 
the local Association of REALTORS.®  Information on an MLS property is available  
to thousands of REALTORS.®

TITLE COMPANY
These are the people who carry out the title search and examination, work with you to 
eliminate the title exceptions you are not willing to take subject to, and provide the policy 
of title insurance regarding title to the real property.

ESCROW OFFICER
An escrow officer leads the facilitation of your escrow, including escrow instructions 
preparation, document preparation, funds disbursement, and more.
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   Mow and edge the lawn regularly, and trim the shrubs.

   Make your entry inviting: Paint your front door and buy a new front door mat. 

   Paint or replace the mailbox, if needed. 

   If screens or windows are damaged, replace or repair them.

   Repair or replace worn shutters and other exterior trim.

    Make sure the front steps are clear and hazard-free. Make sure the doorbell works 
properly and has a pleasant sound.

   Ensure that all exterior lights are working.

   Check stucco walls for cracks and discoloration.

   Remove any oil and rust stains from the driveway and garage.

   Clean and organize the garage, and ensure the door is in good working order.

   Shampoo carpeting or replace if worn. Clean tile floors, particularly the caulking.

    Brighten the appearance inside by painting walls, cleaning windows and window 
coverings, and removing sunscreens.

   Repair leaky faucets and caulking in bathtubs and showers.

    Repair or replace loose knobs on doors and cabinets. If doors stick or squeak, fix them.

   Make sure toilet seats look new and are firmly attached.

   Repair or replace loud ventilating fans.

   Replace worn shower curtains.

    Rearrange furniture to make rooms appear larger. If possible, remove and/or store 
excess furniture, and avoid extension cords in plain view.

   Remove clutter throughout the house. Organize and clean out closets.

   Clean household appliances and make sure they work properly.

    Air conditioners/heaters, evaporative coolers, hot water heater should be clean, 
working and inspected if necessary. Replace filters. 

    Check the pool and/or spa equipment and pumps. Make sure all are working properly 
and that the pool and/or spa are kept clean.

   Inspect fences, gates and latches. Repair or replace as needed.

First impressions have a major impact on potential 

buyers. Try to imagine what potential buyers will see 

when they approach your house for the first time 

and walk through each room. Ask your REALTOR® for 

advice; they know the marketplace and what helps a 

home sell. Here are some tips to present your home 

in a positive manner:

PREPARING

FOR SALE
YOUR HOME
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    Keep everything clean. A messy or dirty home will cause prospective buyers to notice 
every flaw.

    Clear all clutter from counter tops.

    Let the light in. Raise shades, open blinds, pull back the curtains and turn on the lights.

     Get rid of odors such as tobacco, pets, cooking, etc., but don’t overdo air fresheners 
or potpourri. Fresh baked bread and cinnamon can make a positive impact.

    Send pets away or secure them away from the house, and be sure to clean up after them. 

     Close the windows to eliminate street noise.

    If possible you, your pets, and your children should be gone while your home is being 
shown. 

    Clean trash cans and put them out of sight.

    If you must be present while your home is shown, keep noise down. Turn off the TV 
and radio. Soft, instrumental music is fine, but avoid vocals. 

    Keep the garage door closed and the driveway clear. Park autos and campers away 
from your home during showings

     Hang clean attractive guest towels in the bathrooms.

    Check that sink and tub are scrubbed and unstained. 

    Make beds with attractive spreads.

     Stash or throw out newspapers, magazines, junk mail.

Staging your home  
for Show
To make the best impression, keep your home clean, neat, uncluttered 
and in good repair. Please review this list prior to each showing:
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Terms You Should Know
Appraisal

An estimate of value of property resulting from analysis of facts 
about the property; an opinion of value.

Annual Percentage Rate (APR)

The borrower’s costs of the loan term expressed as a rate. This 
is not their interest rate.

Beneficiary

The recipient of benefits, often from a deed of trust; usually the 
lender.

Closing Disclosure (CD)

Closing Disclosure form designed to provide disclosures that 
will be helpful to borrowers in understanding all of the costs of 
the transaction. This form will be given to the consumer three 
(3) business days before closing.

Close of Escrow

Generally the date the buyer becomes the legal owner and title 
insurance becomes effective.

Comparable Sales

Sales that have similar characteristics as the subject real 
property, used for analysis in the appraisal. Commonly called 
“comps.”

Consummation

Occurs when the borrower becomes contractually obligated to 
the creditor on the loan, not, for example, when the borrower 
becomes contractually obligated to a seller on a real estate 
transaction. The point in time when a borrower becomes 
contractually obligated to the creditor on the loan depends on 
applicable State law. Consummation is not the same as close of 
escrow or settlement. 

Deed of Trust

An instrument used in many states in place of a mortgage. 

Deed Restrictions

Limitations in the deed to a parcel of real property that dictate 
certain uses that may or may not be made of the real property.

Disbursement Date

The date the amounts are to be disbursed to a buyer and seller 
in a purchase transaction or the date funds are to be paid to the 
borrower or a third party in a transaction that is not a purchase 
transaction.

Earnest Money Deposit

Down payment made by a purchaser of real property as 
evidence of good faith; a deposit or partial payment.

Easement

A right, privilege or interest limited to a specific purpose that 
one party has in the land of another.

Endorsement

As to a title insurance policy, a rider or attachment forming a 
part of the insurance policy expanding or limiting coverage.

Hazard Insurance

Real estate insurance protecting against fire, some natural 
causes, vandalism, etc., depending upon the policy. Buyer 
often adds liability insurance and extended coverage for 
personal property.

Impounds

A trust type of account established by lenders for the 
accumulation of borrower’s funds to meet periodic payments of 
taxes, mortgage insurance premiums and/or future insurance 
policy premiums, required to protect their security. 

Legal Description

A description of land recognized by law, based on government 
surveys, spelling out the exact boundaries of the entire parcel 
of land. It should so thoroughly identify a parcel of land that it 
cannot be confused with any other.

Lien

A form of encumbrance that usually makes a specific parcel 
of real property the security for the payment of a debt or 
discharge of an obligation. For example, judgments, taxes, 
mortgages, deeds of trust.

Loan Estimate (LE)

Form designed to provide disclosures that will be helpful to 
borrowers in understanding the key features, costs and risks of 
the mortgage loan for which they are applying. Initial disclosure 
to be given to the borrower three (3) business days after 
application.

Mortgage

The instrument by which real property is pledged as security for 
repayment of a loan.

PITI

A payment that includes Principal, Interest, Taxes, and 
Insurance.

Power of Attorney

A written instrument whereby a principal gives authority to an 
agent. The agent acting under such a grant is sometimes called 
an “Attorney-in-Fact.”

Recording

Filing documents affecting real property with the appropriate 
government agency as a matter of public record. 

Settlement statement

Provides a complete breakdown of costs involved in a real 
estate transaction.

TRID

TILA-RESPA Integrated Disclosures
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The Life 
Of An Escrow

Chooses a Real Estate 
Agent

Gets pre-approval letter 
from Lender and provides 

to Real Estate Agent.

Makes offer to purchase. Upon 
acceptance, opens escrow and 

deposits earnest money.

Finalizes loan application 
with Lender. Receives a 

Loan Estimate from Lender.

Completes and returns 
opening package from First 

American Title.

Schedules inspections 
and evaluates findings. 

Reviews title commitment/
preliminary report.

Provides all requested  
paperwork to Lender (bank 

statements, tax returns, 
etc.) All invoices and final 

approvals should be to the 
lender no later than 10 days 
prior to loan consummation.

Lender (or Escrow Officer) 
prepares CD and delivers to 
Buyer at least 3 days prior to 

loan consummation.

Escrow officer or real 
estate agent contacts the 
buyer to schedule signing 

appointment.

Buyer consummates loan, 
executes settlement 

documents, & deposits 
funds via wire transfer.

Documents are recorded 
and the keys are delivered!

THE BUYER

Upon receipt of order and 
earnest money deposit, 
orders title examination.

Requests necessary 
information from buyers and 
sellers via opening packages.

Reviews title commitment / 
preliminary report.

Upon receipt of opening 
packages, orders demands 
for payoffs. Contacts buyer 

or seller when additional 
information is required 

for the title commitment/
preliminary report.

All demands, invoices, and 
fees must be collected 
and sent to lender at 

least 10 days prior to loan 
consummation.

Coordinates with lender on 
the preparation of the CD.

Reviews all documents, 
demands, and instructions 
and prepares  settlement 
statements and any other 

required documents.

Schedules signing appointment 
and informs buyer of funds due 

at settlement.

Once loan is consummated, 
sends funding package to 

lender for review.

Prepares recording 
instructions and submits 

docs for recording.

Documents are recorded and 
funds are disbursed. Issues 
final settlement statement.

THE ESCROW OFFICER

Chooses a Real Estate 
Agent

Accepts Buyer’s offer to 
purchase.

Completes and returns 
opening package from First 

American Title, including 
information such as 

forwarding address, payoff 
lender contact information 

and loan numbers.

Orders any work for 
inspections and/or repairs 
to be done as required by 
the purchase agreement.

Escrow officer or real 
estate agent contacts the 
seller to schedule signing 

appointment.

Documents are recorded 
and all proceeds from sale 

are received.

THE SELLER

Accepts Buyer’s application  
and begins the qualification 

process. Provides Buyer 
with Loan Estimate.

Orders and reviews title 
commitment / preliminary  
report, property appraisal, 
credit report, employment 

and funds verification.

Collects information 
such as title commitment 

/ preliminary report, 
appraisal, credit report, 
employment and funds 

verification. Reviews 
and requests additional 
information for final loan 

approval.

Underwriting reviews loan 
package for approval.

Coordinates with Escrow 
Officer on the preparation 
of the Closing Disclosure, 

which is delivered to Buyer 
at least 3 days prior to loan 

consummation.

Delivers loan documents 
to escrow.

Upon review of signed loan 
documents, authorizes loan 

funding.

THE LENDER


