
12817 W. Clarendon St. 

A 2011 model 3BR, 2 BA, with a den  

in Sage Creek with many upgrades 

in perfect condition. 

Listed  by Al Gage for $2—.000 

1043 E. Segovia Dr. 

A beautiful 3 BR, 2 BA, 1697 S.F. and 

completely remodeled with lots of  

upgrades in Old Litchfield Park. 

Listed by Al Gage for $318,000 

West USA Realty 

2920 N Litchfield Rd, Suite 100 

Goodyear, AZ 85395 
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There are many ways to save money in a 
real estate transaction that you may not be 
aware of. Here is a list of 10 ways that you 
can possibly save money in a transaction. 

1. Choose the right agent! I know this 
sounds cliché and salesy, but let me 
give you an example in a recent 
transaction. Two homes were listed 
that were model matches across the 
street from each other. One was listed 
by our team and another by another 
agent and company. The one from the 
other company went up for sale first 
and ours approximately 20 days later.  
Ours sold first, closed first and sold for 
approximately $8,000 more for 
essentially the same home. Don’t pick 
an agent just because they are a 
family friend, because you want to help 
them get started in the business, or 
because you used that firm in 
Kentucky. All real estate agents are 
not the same, otherwise we would all 
be on salary. Don’t pick an agent from 
a huge team unless you like 
automated service and don’t pick an 
agent with no production. Pick an 
agent based on a proven track record 
(over 1400 homes sold and #1 in your 
are for the last 4 years.) There are 
many other places we can save you 
money in a transaction, which I will 
outline in the balance of the article. 

2. Take your agent with you on your 
first visit to a builder. Although we 

commonly cannot save you money at 
the new builder, we can offer you a 
discount on the home you have to sell.  
We can also make recommendations 
on which upgrades will likely maximize 
the value amount on resale, as well as 
guiding you towards and helping you 
obtain the best financing available. 

3. Ask for discounts from the title 
company. Our title company, Driggs 
Title, currently offers discounts for 
school teachers, military, over 55 years 
of age, first responders and investors 
of up to 30% of the escrow fee. Not a 
huge sum of money, but every bit 
helps. 

4. Speak to us before you commit to a 
an equity buyout company. I know it 
seems like common sense, but the big 
money buyout programs are not in the 
business of buying homes and 
reselling them along with the 
associated costs to hold and resell 
unless they are doing it for a profit. The 
profit required to invest $300,000 in 
your home is substantial and it is 
coming out of YOUR EQUITY. It may 
seem easy, convenient, and a lot less 
hassle and it is. But at what cost? If 
you have to pay for your own mover, 
put up with showing your home and 
then arrange for those pesky repairs, it 
seems like a hassle. The buyout 
company is likely going to charge you 
market value for those repairs, charge 
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the same commission, add on a 3% 
service fee and offer 10% less than 
what I can get for the same home.  
On a $300,000 home, that is 
$26,000. Most of us can put up with 
some inconvenience for that much 
money, but at the very least, consult 
with us first before you go down this 
route. 

5. Perform repairs before you list the 
home. Almost every transaction 
has some repairs requested. Many 
of these we can spot on our initial 
visit. In many cases, we have 
contractors who can perform the 
work less expensively or you as the 
homeowner can do these repairs 
yourself, if done in advance. It may 
not seem like much of a saving, but if 
the repairs are not done in advance, 
many times the buyer will discount 
the offer based on obvious repairs 
and then ask for the repairs as part 
of their inspection. Nothing worse 
than getting double dipped. 

6. Move twice if necessary or buy 
and then sell! The fact is NOBODY 
likes or wants to move twice. That 
being said, placing difficult or 
constraining limitations on your move 
date adversely effects the 
consideration or money to be paid for 
your home. This can be mitigated 
somewhat by the use of storage 
pods, etc., but you still have to live in 
temporary housing for while. The 
best way to analyze this is to 
compare the cost of moving twice, 
with all of its inconveniences, to the 
amount you are likely to lose by 
imposing these restrictions on the 

Continued from page 1 

sale and potential buyers. Another 
popular option, if you are able, is to 
purchase the home you want, and 
then subsequently sell the existing 
home. This is not without cost either, 
if you have substantial financing or 
holding costs for both homes and this 
must also be factored into the 
equation. 

7. Make the home available to show! 
The availability of a home to view is 
critical in the sales process. This is 
the point of sale! Placing great 
restrictions on the amount of notice 
or the times available to show a 
home can make a huge difference in 
the timing and amount received in a 
sale. Once a home becomes stale on 
the market (because it is difficult to 
show), it becomes increasingly 
difficult to market and generally 
results in a lower price received.  
Ideally, every home would be 
available and ready to show on a 
moments notice. We understand that 
that simply deviates from the realities 
of life. The closer you can come to 
that timing, likely the more money 
you will save. 

8. Pick the right mortgage lender! Of 
course, this only applies to the buyer 
but this can make a huge difference. 
You should shop for your lender 
among local, reputable, lender. Using 
an out of state lender or an 
underperforming one with a bad 
reputation can hurt your ability to 
negotiate or even get your offer 
accepted in the first place. It is also 
not simply limited to what the lender 
charges or the rate they offer. There 

are many instances when a delay or 
the inefficiency of the lender results 
in unexpected charges to re-lock a 
rate or the out right cancellation of 
the sale for non-performance. 

9. Price the home correctly to begin 
with! This is one of the most 
important things you can do. An 
overpriced home is easily recognized 
by the buyer because they have 
looked at all of the comparable 
properties. When they make an offer 
on an overpriced home, the buyer 
generally double dips it. If they think 
the home is overpriced by $10,000 
they will likely offer $20,000 less.  
Even the best negotiator cannot 
overcome the readily apparent overly 
inflated pricing by a seller. 

10. Don’t choose the cheapest agent!  
This may seem counter intuitive, but 
it is true. Let’s go back to the first 
example. If the other agent got 
$8,000 less on a $250,000 home but 
charged 1% less, the seller is still 
losing $5500 in the transaction. Also 
keep in mind that if the agent was 
successful enough to charge more, 
they probably would. Would you pick 
your attorney or doctor based on the 
price or their skill? Sound like a 
stretch? For most of you the sale of 
your home represents the largest 
single asset that you have, place it in 
the hands of a professional to care 
for your interests. 

Call the Al Gage Team for a free market 

analysis, advice on a lender or to begin 

your home sale or home search!  

623.536.8200 or al@algage.com 

 

Unintended Consequences 

RITA’S CORNER  

As a result of changes in reporting policy, tax liens and civil judgements 

are no longer reported on credit reports. Initial responses were that it 

would help some 12 million consumers credit score, and that is at least to 

some degree true. 

The unintended consequence is that we may be significantly down the 

road in the process before we find out about these derogatory items which 

in many cases have to be cleared before we close. Generally, these items 

are not known at the time of pre-qualification. At our company we run what 

is called a Drive Report early in the process to determine the presence of 

these things. I recently heard about a closing that these civil judgements 

were not discovered until a few days before closing, making for a mad 

scramble to clear or pay them. 

RITA MARIE  NMLS ID #186758 

623-935-4664     

Mortgage Advisor 

Please leave me a "LOAN" 

rmarie@pcmloan.com 

Pinnacle Capital Mortgage LLC. #1071 

6006 N. 83rd Avenue Ste #205 

Glendale, AZ 85303 

 Call me for information about this and other 

programs. I pride myself on keeping up to date 

with the ever changing mortgage market. 
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Want a current and local Market Update go to www.algage.com/March2018MarketUpdates.html 
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In 2017, Al Gage successfully represented 72% more clients than the closest competitor and 328% more 

than the average of the Top Ten Agents in your neighborhood! #1 in your neighborhood four years in a row! 

12905 W. Monterey Way 

An 1889 S.F. Model 

3 BR, 2 BA plus a Den and  

water feature in Las Palmeras. 

Listed by Al Gage for $225,000 

17811 W. Northern Ave. 

A 2414 S.F. Custom Home 

4 BR, 2 BA, on 2 full irrigated acres  

in Waddell. 

Listed by Al Gage for $425,000 

12405 W. Virginia Ave. 

An Azure Model  

2277 S.F., 4 BR, 2 BA, 3 Car Garage and 

much more in Rancho Santa Fe! 

Listed by Al Gage for $282,000 

16570 W. Desert Bloom Rd. 

A 1516 S.F., 3 BR, 2 BA, with many  

upgrades and perfect landscaping  

in Canyon Trails. 

Listed by Al Gage for $199,500 

featuredlistings 

Subscribe Online 

Go to www.al@algage.com/SubscribetoENewsletter.html or just send us an email 

with your address and subdivision. We now offer individual subdivision reports. Stay up to 

date with the current news, right in your inbox. Subscribers are placed in a drawing to win 

a set of FREE movie passes! 4 sets of passes will be given out this month!  

Please share this opportunity with family, friends, and neighbors. 

Email Al at 

al@algage.com  

with the address,  

a list of upgrades,  

the current condition of the 

property rated  

< from 1 being terrible 

condition and 5 being 

model perfect > and he will 

personally prepare a 

professional market 

analysis of your home free 

of charge.   

Use “What’s my home 

worth?” in the subject line 

and also include the 

purpose of the evaluation in 

the email.   

No automated  

valuations here! 

What’s  

My Home 

Worth? 


