
Free Movie Night 

Count-1556 

From 1999 to 2007 we   

hosted a free movie night for 

all of the homeowners in 

Rancho Santa Fe, Corte   

Sierra, Sage Creek, and  

Crystal Gardens, Las     

Palmeras and Wigwam 

Creek as well as our past 

clients. We would love to 

offer this little payback to 

our community again but 

with the price of mail going 

up and the cost of printing, 

the only way we can do that 

is with your help to promote 

the E-newsletter to the same 

level of readership as the 

mailings touched in the past.   
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We have all heard the commercials for 

some of the lending programs that make it 

sound like you can purchase 1 day after a 

short sale, bankruptcy or foreclosure (true 

if you were never late on your mortgage). 

There are also the ads about reverse mort-

gages that are prevalent in everyday adver-

tising.  I am going to outline a couple of 

mortgage programs that I have found that 

fit some peoples needs and since I do not 

sell mortgages you can be assured the ad-

vice will be straight forward. 

FHA Back to Work Program. 

This program is especially designed for 

potential homeowners who have had a tra-

matic economic event such as bankruptcy, 

foreclosure, job loss or short sale.  The 

parameters of this program allow a person 

to purchase a home under FHA guidelines 

with the following criteria once the event 

is more than one year old. 

1. It must be demonstrated that the bor-

rowers income decreased by more than 

20% for at least 6 months due to the 

economic event. 

2. It must be demonstrated that the likeli-

hood of the event  repeating itself is 

unlikely. 

3. The potential borrower must complete 

home ownership counseling a MINII-

MUM of 30 days prior to the loan ap-

plication. 

4. Recovery from the Economic Event is 

defined as reestablishing satisfactory 

credit for a minimum of 12 months. 

This means that under a variety of circum-

stances a borrower can purchase a home 12 

months after a significant economic event 

subject to the same guidelines for income 

and credit.  This program may be very help-

ful to the many thousands of people who sus-

tained a job loss or short sales in the past 6 

years without having to wait for the previous 

limit of 3 years on FHA or 4 years on con-

ventional loans. 

1/2 Percent Down Payment 

FHA Down Payment Assistance  

FHA also has a new program that allows 

properties in Arizona, New Mexico and Ne-

vada that allow a borrower to borrow 99.5% 

of the value of a home in a purchase transac-

tion.  This program provides for  a standard 

FHA loan plus a 3% second for a total down 

payment for the buyer of only 1/2 of one per-

cent.  The obstacle for many buyers is the 

down payment.  On a $200,000 home pur-

chase the standard FHA buyer would have to 

have $7,000 down payment whereas this pro-

gram on the same purchase amount would 

only require a down payment of $1,000.  

This program also has a home ownership 

counseling program 

So here is the deal, if we can get our readership up to around 3500 per month from our current level of just over 1000, 

the savings in mailing and preparation cost will allow us to once again rent the entire movie theatre for our neighbors 

and clients. To accomplish this we will need each of you to forward the email or website to friends and have them opt 

in for market updates and eventually the free  movie passes. We will keep a running count of the opt ins and when we 

reach 3,500 emails currently living in the Phoenix, Avondale, Goodyear, Litchfield Park and Buckeye areas, we will fire 

movie night back up 

Al Gage Report 

New Lending Programs May Help! 
Subscribe to our  

newsletter online at:           

www.algage.com/

SubscribetoENewsletter.html 

4 Sets of Free Passes This 

month by random drawing. 
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Over 1,000 homes sold in 
Avondale! With over 1,000 homes sold just in the Avondale area since 1997, we are       

positioned to have several advantages over other real estate agents.  We did not 

sell 1,000 homes by getting some big bank contract or HUD contract, we sold 

them one customer at time.  This leaves us with a large data-base of customer 

exclusively in the Avondale, Goodyear, Litchfield Park  area to better sell your 

existing home at the highest possible price.  We are experienced in short sales and regular 

sales and have a vested interest in keeping and maintaining the values in our neighborhood.          

Especially important in this market is the fact that we are experienced in the area to effectively        

challenge any low appraisals we may receive. 

5% Down-No Mortgage Insurance Conven-

tional 

If you do not fall into either of those categories, one of the 

best mortgages out there is this program.  It features a 

slightly higher down payment and credit score than FHA 

and an interest rate approximately 3/4% higher than FHA 

loans but this is  more than offset by the lack of  mortgage 

insurance which is very significant versus an FHA mort-

gage.  Taking into account the higher rate and down pay-

ment, borrowers still end up with a much lower payment 

amount versus an FHA.  Since FHA mortgage insurance 

remains for the life of the loan, this is generally the best 

option for most mainstream borrowers. 

Why now? 

Despite our little slow down for the past couple months, 

everything indicates that our market is going to continue to 

appreciate over the next few years.  If you have been sit-

ting on the sidelines or a considering a move-up, here is 

the logic behind making a move now. 

If you don’t own a home, then you don’t have your chips 

in the game so to speak.  If the market does take a big 

jump in the next year, you will miss it.  By the time you 

see it on the news or hear about it from a friend most of 

the  significant appreciation will already be over.  Either 

make a move now or pay close attention to my market 

reports. 

If you are planning a move up and the home your are pur-

chasing is  more expensive than your current home, as 

they  both appreciate, you will lose or miss the apprecia-

tion on the difference in their values.  The market is great 

for upper end buyers right now and still good enough for 

mid range sellers making it a perfect time to make that 

step up move. 

Want a current and local Market Update go to: 

www.algage.com/February2014MarketUpdates.htmlwww.algage.com/February2014MarketUpdates.htmlwww.algage.com/February2014MarketUpdates.html   

Need help deciding when to make a 
move? 

Call us for a free market analysis and 
analysis of your timing to make that 

crucial move. 

 Free Movie Passes Given Away 

We assigned everyone that has signed up for the 
electronic newsletter a random number and then selected these 

random numbers until we select the number of people         
corresponding with the number of passes we are giving away 

this month.  We have sent emails to the lucky winners and 
mailed their passes to them with the exception of one lucky 
winner who did not give us their address.  As our readership 
increases we will give more and more passes away until we 
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Featured Homes  

   11592 W. Hubbell St. a 1673 S.F. 

model in Palm Gardens with lots 

of upgrades in very nice condition. 

Sold by Al Gage for $148,000 

 1702 N. 125TH Ln. A Prescott model(4 BR  2.5 ba) in Rancho Santa Fe  SOLD for $183,000 

  12818 W. Flower St.  A 2496 model(4BR/2BA, 3 car garage) in Corte Sierra SOLD  for $217,000 

 12747 W. Edgemont Ave An Azure model (4BR/2BA) with a pool in Rancho Santa Fe SOLD for $239,900 

 10970 W. Sheridan St.   A Jerome model (3BR/2BA) in Crystal Gardens on the lake.  Sold for $130,100 

Other Notable Sales of Non Short Sale-Non REO Properties in Avondale 

al@algage.com 

 10951 W. Mountain View A 1854 

model (4 BR., 3BA with a pool) 

in Sanctuary Sold by Al Gage for 

$167,500 

12616 W BIRD LN 

SOLD 

SOLD 

Top Mistakes I See Sellers/Buyers Make 

1. Not listing with the right agent.  I know it seems very self serving but not all realtors 

offer the same level of expertise and experience. 

2. Visiting a New Home Subdivision without their agent.  There are contractual and 

representation issues associated with purchasing a new home and the agent sitting in 

the models DOES NOT represent you, they represent the builder. 

3. Searching for a resale home via Truliia, Zillow, Realtor.com etc.  The basic infor-

mation can be found there but information like what type of financing will be ac-

cepted, a locally prepared market analysis  or whether it is a short sale with an 

offer pending cannot be discerned from these websites.  I can set up a search portal 

with your specific search criteria that updates instantly. 

4. Missing the good times and bad times in the market.  Our market is very volatile 

and has traversed from times when a home was on the market for hours to months.  

Knowing when and at what price based on local knowledge is an important aspect 

of getting top dollar for your home. 

5. Choosing a real estate agent based on the cheapest pricing.  This premise assumes 

that all real estate agents are the same so whichever is the least expensive is the 

best option.  This  is simply not true.  Choose a full time real estate agent, local to 

your area with a good reputation and lots of experience. 

6. Choosing a real estate agent because they are a family, friend or recommended by 

a friend.  This is vey common but this recommendation is usually based on the expe-

rience of a single transaction..  Family or friends may not be willing to advise you 

openly because of  family or friendship considerations. 

7. Making their homes difficult or impossible to show.  Agents take the path of least 

resistance.  If we are only given a short window to show a home, it gets left out 

more often than not. 

8. Over reaching or over valuing your home.  I know there are many hours of blood, 

sweat and tears  in a home but that doesn't always mean a value that can be re-

deemed on the open market. 

9. Unrealistic expectations of the marketing process.  Homes are not selling in 48 hours 

for $20,000 over market and waiting till they do is usually an eternity.  



Welcome Home Realty  

2920 N. Litchfield Rd.  Ste. 100 

Goodyear, AZ 85395 

Al  Gage  Repor t  

Al Gage , P.C 

Phone: (623) 536-8200 

Mobile: (623) 694-9004 

Fax: (623) 536-8222 

Email: al@algage.com 

IMPORTANT NOTICE: WELCOME HOME REALTY AND AL GAGE P.C. IS NOT ASSOCIATED WITH THE GOVERNMENT AND 
OUR COMPLIMENTARY SHORT-SALE NEGOTIATION, IF NEEDED, IS NOT APPROVED BY THE GOVERNMENT OR YOUR  

LENDER. EVEN IF YOU ACCEPT THIS OFFER AND USE OUR COMPLIMENTARY SERVICE, YOUR LENDER MAY NOT AGREE TO 
CHANGE YOUR LOAN. IF YOU STOP MAKING PAYMENTS ON YOUR MORTGAGE, YOU COULD LOSE YOUR HOME AND 

DAMAGE YOUR CREDIT RATING 

We’re on the web! 

www.algage.com 

 

                Local Postal Customer 

1. Free Market Analysis of your home.  This service includes accurate valuation by a local ex-

pert with intimate knowledge of pric    ing variations based on lakefront property, lot size differ-

entials, subdivision differentials and the like.  This is not a computer generated model with wide-

spread deviations in value. 

2. Free portal of homes for sale specifically matching you price range, area schools, subdivisions 

and other features desired.  This also eliminates most of the missing information from commer-

cial sites and provides instantly updated accurate information about availability and types of fi-

nancing accepted. 

3. Free analysis of your current financial situation including recommendations on how, where 

and what type of loan best fits your criteria.  Expert agent in the area of financing with a team of 

lenders and escrow officers to best suit your needs. 

4. Free analysis of rent versus buy or rent versus sale options for homeowners or homebuyers. 

5. Free ongoing market report of Avondale area markets including the listings and sales specific 

to your subdivision on a monthly basis.  Also includes a chance at free movie tickets drawn 

monthly. 

 

Free Services Provided by Al Gage 

Call Al Gage at 623.536.8200 or email al@algage.com 


