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WELCOME TO PAYSON AND THE SURROUNDING AREA 
 

THE CLIMATE—one of the best: 
 
People who have been around the state of Arizona a long time refer to many areas in 

Northern Arizona as “mountain towns”. When you look at a U.S. map, you see that we are closer 
to the Equator than much of North America, and normally people think that the Southwest as a 
hot desert. However, unknown to many visitors, elevation makes all the difference in tempera-
ture, morning and night, summer and winter. Payson is right at 5,000 feet, just like Denver, 
Colorado and the South Rim of the Grand Canyon and higher than almost any place East of the 
Mississippi River. 

Accordingly, we enjoy a mild, four-season climate and literally some of the cleanest air in 
the world. Payson weather is milder than Flagstaff, which is colder and with much greater snow-
fall, at 7,000 ft. + plus elevation. Payson is greener than most of Prescott. With about 17 inches 
of precipitation per year, we get much more than Phoenix, which averages 6+ inches a year and 
much less than areas up on the Mogollon Rim twenty-five miles north and east of here, that av-
erage 110 inches of snow in winter. Summer brings Arizona a monsoon season, with afternoon 
thunderstorms. We welcome the moisture and beauty associated with them. Payson receives 
more rainfall from these storms than the desert areas and even higher elevations close by, re-
ceive more than Payson. January and February are the coldest months. If it snows, it is usually 
gone in a day and if it’s sunny, daytime highs are usually over 50°. 
 

THE TOWN & GROWTH [we are “small town”]: 
 
Our town is incorporated and surrounded by U.S. National Forest Service lands. The on-

ly way that Payson can grow in land mass, would be if a developer can persuade the U.S. Gov-
ernment to trade land adjacent to Payson, for other lands he owns elsewhere, that the Forest 
Service wants. As of early 2009—very few land trades were in progress, that would allow for a 
residential subdivision. The last one took 7 years to complete and several before that failed. Even 
with the approval of a “land-swap”, Arizona law would prohibit and the Town of Payson would 
not approve residential zoning, without verifying adequate water supplies. The Town has histor-
ically protected its small-town flavor, been anti-growth and enacted a number of ordinances to 
inhibit growth. This has made land scarce and expensive and the average housing prices reflect 
that, as compared to metro-Phoenix. People who were here in 1970 remember a population of 
around 2,000 and for them, the current population of 16,000+ seems like a tremendous leap. 
Change is possible. In 2005 Congress approved a 3,000 acre-foot allocation of water for Payson 
from the C.C. Craigin [a.k.a. Blue Ridge] Reservoir. Completion of the pipeline occurred in April 
2019. The Town regards this as “water supply insurance”—not a way to expand. The plan is to 
cut back on pumping groundwater. It will definitely help our economic development. 

The bottom line on growth, is that the boundaries of the town are not expected to expand 
much, if any. From the standpoint of real estate values, this continues to limit supply in the face 
of demand. Supply-demand forces would dictate that any investment you make in real estate 
here, is likely to be a solid one. That was my thinking when I decided to move here in 1996. Cou-
pled with land scarcity, is the aspect of expensive building costs. None of these things are news 
in Payson--things have always been this way. Payson didn’t suddenly run out of land during the 
real estate “bubble”. There are no tract home builders. Consequently, there are no economies of 
scale for building the kind of tract housing here, that is the predominant pattern in the Phoenix 
metro area. For you that means that you can enjoy the small-town flavor, will pay a premium for 
it and will realize greater value for your property when you go to sell it. 
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WHO WOULD YOU SAY LIVES HERE? 
 
The median age in Payson is 54 and it is fair to characterize Payson as predominantly a 

retirement community, with second homes being another major group of property-owners. We 
guess that full time occupancy is about 55%. The closest, large unincorporated areas are Pine 
and Strawberry; [13 & 15 miles north]. Star Valley has about 3,500 people and was incorporated 
in 2005; [4 miles east]. Pine and Strawberry combined have about 3,500 people and are accu-
rately characterized as mostly second home and summer home communities, although some 
people live there full time. Payson has a high school, middle school and two elementary schools. 
There are some small parochial and charter schools. Currently we have a campus of the Gila 
Community College. 
 

WHAT PEOPLE DO HERE: 
 
Realistically, from a career perspective, there are almost no “corporate style careers” in 

Payson except for education and medical. Many people enjoy being in business for themselves. 
The hospital, supermarkets, auto dealers, Wal Mart and Home Depot offer an exception to this. 
From a recreational standpoint, most people in Arizona like to do things outdoors and Payson 
fully embraces that lifestyle. Even advanced “seniors” enjoy getting out for a walk and fresh 
mountain air. In fact, people here lean even more strongly to the outdoors: hiking, mountain 
bicycling, fishing, hunting, horseback riding, motorcycling, off-road ATVs and camping are the 
most popular activities and a huge number of people from other parts of Arizona visit here to do 
those things as well—especially between Memorial Day and Labor Day. 

Payson is the only substantial community within 90 miles [Flagstaff to the north, Show 
Low to the East Sedona and Prescott to the west and Phoenix to the south] that has any appre-
ciable shopping or restaurants. Take a look at a state map and you’ll see that only 16-18% of Ari-
zona is in private hands. Only 1% of Northern Gila County where we reside, is in private hands. 
Past U.S. President Teddy Roosevelt declared Rim Country—as we call it—to be the watershed 
for the Phoenix metro area in the early 1900s. So, unlike most everything east of Denver, we can 
freely use these lands, but we cannot own them or build on them. If there was ever a little piece 
of something left that seemed like the “Wild West” this area represents a bit of it. Go a little ways 
out of town and your cell phones often don’t work anymore. 

 

AMENITIES: 
 
I can provide you with a local phone book to identify hotels & restaurants. I suggest you 

also visit my web site: www.sCantrill.com which is a useful resource tool. It has links to the 
Rim Country Chamber of Commerce site: rimcountrychamber.com. The Town of Payson has a 
demographics/economic profile site as well. The Chamber site lists other recreational activities 
and a schedule of events in the area. Another web site resource is the newspaper: the Payson 
Roundup, www.PaysonRoundup.com and it lists classified ads, property rentals and more. Pay-
son has the only regional hospital for over 90 miles. It continually wins national awards for 
quality of service. The Town airport has a 5,500 foot runway, fuel, fly-in camping and restau-
rant, but there is no scheduled airline service. 
 

OWNING A BIT OF PAYSON OR SURROUNDING AREA: 
 
If you’d like to invest in area real estate, I’ll be glad for the opportunity to help you. I’ve 

been in the local business over twenty years, have excellent professional and educational creden-
tials and can give enthusiastic references from past clients. ERA Young Realty & Investment is 

http://www.paysonroundup.com/
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the largest and one of oldest real estate companies in the area. Our company reflects the highest 
levels of professionalism, experience, maturity and accomplishment in Payson. If there’s a prop-
erty available here that will meet your needs, I can find it for you and complete every phase of 
the investment process. I can answer most of your questions and will quickly find the answers 
for the rest. I have a well-seasoned list of service providers I trust through past experience. From 
lenders to builders, plumbers, electricians and landscapers, I’ll make recommendations that 
make your life easier here. You can even ask me about a barber, dentist or mechanic. This is still 
“small town” Payson. I prefer to deal with full time practitioners in every field of endeavor—ones 
who have never failed us or any of our clients. 

 
TABLE OF CONTENTS: 

 
 

1. Overview [Pages 2-3]. 
2. My resume: Stephen Cantrill [Page 5 ]. 
3. Property investment process chart [Page 6]. 

4. Useful definitions & narrative explanation of the process [Pages 7-21]. 
5. Descriptions of seven predatory lending practices [Page 9]. 
6. Article: The New Reality of Property Insurance [Pages 16-17]. 
7. Contract cure period chart and cure notice items [Page 23-24]. 
8. Phone number list of useful numbers & trusted service providers [Pages 25-26]. 
9. Considerations in picking a Realtor® [Page 27]. 

10. National Association of Realtors® Code of Ethics. [Page 28-31]. 
11. How Your Credit Score Affects Interest Rates article. [Page 32]. 
12. Moving checklist [Pages 33-34]. 
13. Avoid Pitfalls of Mortgage Financing article. [Page 35]. 

 
 
 

PREVALENT REASONS FOR INVESTING IN A HOME: 
 
 

Desire to own a home of your own 
You want to have MORE space…..or LESS space 
Accrue equity in lieu of rent or other investment 

Improve your quality of life through locale 
Retirement 

Vacation/Getaway/Recreation/Rehab project 
Rental income 

Corporate relocation 
A place for a home-based business, as well as to live 

Closer to job, schools, friends, relatives or transportation 
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VOICE:  928.472.3603 FAX:  928.472.3604 E-MAIL: Steve.Cantrill@ERAYoung.net 

 

CAREER PROFILE 
 

 Real estate sales & acquisition of all services to purchase, sell & manage real estate 

 Contract estimating, analysis, negotiation & management  

 Professional Recruitment/Training & Staff Development 

 Graduate course development, instructor recruitment, & course presentation 

 
PROFESSIONAL EXPERIENCE 

 
ASSOCIATE BROKER, ERA YOUNG REALTY & INVESTMENT 

Payson, AZ 
 
PRESIDENT & ASSOCIATE BROKER, 
   Realty Executives Payson & The Pines© 
 
GRADUATE COURSE DEVELOPMENT & INSTRUCTION, 

University of Phoenix 
 
AMERICAN EXPRESS GOVERNMENT SERVICES 

Subcontract Compliance Manager, Phoenix, AZ 
 
RESOLUTION TRUST CORPORATION  

Director Contracts, Valley Forge, PA & 
Department Head, Contracts, Phoenix, AZ 

 
DEPARTMENT OF DEFENSE 

Management, supervision & contract manager, 
Rock Island, IL, Columbus, OH & Phoenix, AZ  

 

MILITARY EXPERIENCE 

U.S. Army Artillery, Vietnam Combat Service and Honorable Discharge 
 

EDUCATION 

Master of Arts, Organizational Management, University of Phoenix 
Bachelor of Science, Business Administration, Northern Illinois University 
 

MEMBERSHIPS AND PROFESSIONAL CERTIFICATIONS  

Associate Broker and Realtor® 
Certified Residential Specialist [CRS] 
Graduate - Realtor Institute [GRI] 
Graduate - Business Broker Program, AZ School of Real Estate 
Director - Central Arizona Association of Realtors, 2009-2022 
President – Rotary Club of Payson, 2012-2013 
President - Zane Grey Shrine Club, Payson, Arizona, 2001, 2012 & 2023 

Past Director – Mogollon Health Alliance 

Certified Professional Contract Manager – National Contract Manager Association 

RESUME – STEPHEN L. CANTRILL 

 

mailto:Steve.Cantrill@ERAYoung.net
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HOME BUYING PROCESS, STEP BY STEP 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

1. Counseling/Qualifying Interview 

2. Develop Home Selection Criteria 

3. Viewing Homes & Communities & select 
home 

4. Negotiation Strategy Discussion 

5. Prepare Written Offer 

6. Seller’s Notified/Offer Presented 

7. Negotiations Ensue 

Mortgage Company “Pre-approval” 

8. Contract Acceptance 

9. Contingencies—Loans--Inspections 

10. Additional Loan Processing 

11. Inspections 

12. Title Company Work 

13. Transfer utilities into your name 

14. Signing of Papers--Loan 
Docs/Deeds 

15. Lender funds loan & then deed 
records into your name with the 
County Recorder—Keys given AFTER 
it records  

Write earnest money check & 
checks for inspections 

Order Credit Report. Verification of credit, 
income & assets + appraisal ordered 

Accept property or request items disap-
proved & repairs 

Title search, commitment, including CCRs 

16. Moving Day 

Lender “final” approval 
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ELABORATION OF HOME BUYING PROCESS 
BY THE NUMBERS [Explanations & Pitfalls] 

 
DEFINITIONS: 

 
PRINCIPAL: The person who gives authority to an agent. 
LISTING: An agreement between an owner of real property and a real estate agent, whereby an 
agent agrees to secure a buyer for a property at a certain price or terms in return for a fee or 
commission. 
LISTING AGENT: A real estate agent obtaining a listing—as opposed to a buyer’s agent. 
BUYER-AGENCY AGREEMENT: An agreement by a real estate broker to represent a buyer 
of property. 
DUAL AGENCY: The representation of opposing principals [buyer and seller] at the same 
time. 
REALTOR®: A designation given to a real estate broker or sales associate who is a member of a 
board who is associated with the National Association of Realtors® and who adhere to a code of 
ethics. 
MULTIPLE LISTING: an exclusive listing, submitted to all members of Realtor® association, 
so that each may have an opportunity to sell the listing—one of the most useful selling tool in 
real estate. 
DEED OF TRUST: Is a substitute of sorts for a Mortgage where the borrower conveys title to a 
TRUSTEE who holds it as security for the lender. The borrower retains all ownership rights 
while the lender has an equitable interest in the property. 
TRUSTEE: Has three duties: [1.] to hold legal title; [2.] return legal title to the borrower when 
the loan is repaid and [3.] to hold a trustee sale if the borrower defaults on the debt.  
MORTGAGE BROKER [FREQUENTLY CALLED “LENDER” IN ARIZONA]: One, who for a 
fee, brings together a lender and borrower and handles the necessary applications. 
LENDER [FREQUENTLY THE PLACE WHERE THE LOAN UNDERWRITER RESIDES IN 
ARIZONA]: Any person or entity advancing funds which are to be repaid. 
ESCROW: In Arizona, All instruments necessary to the sale, including funds, are delivered to a 
third [neutral] party, with instructions as to their use. [In Arizona, Title Companies provide es-
crow services.] 
ESCROW OFFICER: An agent who has experience in escrow matters. [For us, an escrow of-
ficer we can rely on for professional services is invaluable and takes on a tremendous burden of 
phone and document follow up for us]. 
TITLE: The evidence one has to the right to possession of land or real property. 
TITLE INSURANCE: Insurance against loss resulting from defects of title to a specifically de-
scribed parcel of real property. 
TITLE INSURANCE COMPANY: A company which issues insurance regarding title to real 
property. 
CCRs—COVENANTS, CODES & RESTRICTIONS: A term used to describe the restrictive 
limitations which may “run with” the property. 
CLOSING: In real estate sales, the final procedure in which documents are executed and/or 
recorded. 
CLOSING SETTLEMENT STATEMENT: The statement [Federal Law requires the HUD-1] 
which lists the financial settlement between the buyer and seller and the costs each must pay.  
 
There are at least 500 additional definitions that go in concert with a real estate transaction. If 
one comes up that you want an answer to, ask me when I’m close to the reference book. 
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Your first decision in looking for a property is to pick a Realtor®. It is not necessary, efficient or 
desirable to contact each Realtor® who has a property listing. That is why properties are “listed” 
in the MLS—so that each listing agent has a written agreement to cooperate with other Realtors® 

in selling and sharing compensation from the sale of their listings. My GOAL is first and fore-
most to provide great service, find you the right property and make your transaction appear 
seamless. I don’t personally render all of the services. I rely on other trusted professional experts 
for many services. Many service providers such as public entities and utilities are completely out 
of any sphere of control that I have. I can tell you that almost universally, my real estate services 
lead to a happy ending with satisfied, repeat customers. I get paid for my services. If I make an 
error, I will resolve it with you. If someone else makes an error, I will see if they can make it up 
to you and I always evaluate who I am using as part of my team. My ultimate goal is that you, as 
the customer, are satisfied. You will find the following steps and explanations very proactive be-
cause, I know what action items stand the greatest chance of getting you the results you deserve. 
 

1. The COUNSELING INTERVIEW is my chance to get to know you and determine your 

likes and dislikes. During this initial meeting, we will try to focus on your preferred price range 
as well. If you intend to pay cash, you must be prepared to verify this. If you require a loan to 
purchase property, you should bring a Loan Pre-approval with you. If you do not have one, I can 
gladly offer a choice of lenders, that I know will get the job done for you. You have unlimited 
lender choices who will offer competitive rates, but most borrowers know almost nothing about 
whether the lender can actually perform on time. In fact, if you have not discussed a loan with a 
lender, you may find that you can afford a nicer home than you expected. Remember however, 
lenders are sales people and lenders have no contract with anyone during this pro-
cess. I witnessed instances where they backed out at the last minute and refused to fund the 
loan, or were even as much as a month or more late in funding it. Lender problems have in-
creased since the 2006 “bubble” and are here to stay. Part of getting you the best deal, is my 
ability to present you as a really good buyer. That means that you communicate enough to me,  
looking at homes you have the most interest in and that are in the price range that fits for you. 
 
You might wonder why are we talking about money so early in this process? Answer: because I 
know [and I am just like you] that 85% of a buying decision is based on emotion and the rest of 
the decision is justified with fact. I want to get you qualified early in the process when we can 
apply logic, before you get to the emotional part of the decision. 
 
All of the loan rate advertising you see is a marketing tool to get your attention. The rates and 
fees advertised are for their BEST customer under the best of circumstances. The advertised 
rates may not be the rate YOU get. The lending industry problems of 2007 are still serious. Cred-
it qualifying remains stringent and lenders are limiting risk. If you select a lender from the In-
ternet or one that you do not really know, or have not worked with in the last year, or one who is 
out of area, you MUST tell them that the Arizona real estate purchase contract requires that the 
seller’s agent and buyer’s agent, have the right to receive periodic status on the loan process. You 
should be prepared to call your lender and remind them that the Arizona purchase contract re-
quires status in the form of the Loan Status Report Update, and tell them that I expect to be kept 
informed of any delays in the loan process. Other than status of the mortgage loan, I have no 
desire whatsoever, to know anything about your personal finances. 
 
Remember, if funding is late, the contract has been breached. The home you chose can be sold to 
someone else. So your first question might be: “Does this ever happen?” and my immediate an-
swer is: “yes”. Ask yourself if you want to pick you favorite property, get 30 days into the trans-
action and stand a chance to lose the house, because you chose to go with a loan from the biggest 
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bureaucracy around, or because you fell into an Internet deal with a faceless name, that rotates 
to a new person every time you try to reach them. If you know and trust a lender already—great! 
Just make sure they can do business in this market and they know that they need to schedule 
a [local] appraiser at least 3 weeks before closing. If they balk at that, they just simply 
don’t care about you or understand this locale. 
 

 
 
 
If your down payment is cash, per the Arizona contract, you must be prepared to verify that this 
cash exists. If it is cash that is coming from a home equity loan, then it’s cash to THIS transac-
tion, but it’s a loan FIRST. If your equity line on that loan is not yet available, you should tell 

SEVEN PREDATORY LENDING PRACTICES: 
 

1. Look for sky high fees. On a normal loan, they should be no more than a little over 
1% of the borrowed amount. On a predatory loan they can be as much as 4-5%. 
[Predatory = greedy]. 

2. See if there is a pre-payment penalty. If you have good credit, you should not have to 
pay one for residential property. If the lender is telling you that you have sub-prime 
credit, your interest rate will be higher than the best going rate and you may have a 
pre-payment penalty of up to 3 years.   I advise that you not accept one any longer 
than 3 years. 

3. Shop around for a good interest rate. However, the lowest interest rate my not be the 
best rate in context of the whole loan. You HAVE to consider points—if any—that 
you are paying and junk fees. These all figure in to the Annual Percentage Rate 
[A.P.R.] Refinancing mortgages prematurely or when they don’t need it. This gener-
ates more fees for the lender, but unless the market interest rate is going drop ap-
propriately, you’re going to have to carefully calculate if you are really going to be 
saving anything. 

5. Payment for extra services in the loan such as PMI, insurance in case of death or dis-
ability. You may want these, but most people don’t and do not elect to have this in-
surance. Principal Mortgagers Insurance is not required when you have at least 
20% down. 

6.  Don’t agree to a loan that requires “mandatory arbitration”. This means that you 
agree not to seek legal counsel if you have a dispute. 

7. If the lender is trying to put you in a sub-prime credit interest rate category, be sure 
your credit really warrants this penalty. You can verify that by shopping at least one 
other company. 

 
*Source, CNN, January 2, 2007 [I didn’t make this up]. 
 
REMEMBER: The biggest and most powerful lenders and financial institu-
tions in America caused the biggest problems for American taxpayers and were 
the largest factor in the fall of our economy in September 2008. 
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that equity-loan lender that THEY must keep us informed of the status of that loan. IF THEY 
CAN’T KEEP ME INFORMED, I CAN’T TRUST THEM TO PERFORM CORRECTLY AND NEI-
THER CAN YOU. And, I cannot represent you properly and portray you to the seller’s agent as a 
legitimate buyer. I wouldn’t be elaborating so much on this if it wasn’t a real problem and a seri-
ous one that I have had to deal with before. Just think for a moment and I’m sure you have sto-
ries about bad banking service. 
 
No matter what lender you choose, Federal law requires that they provide you a Good Faith Es-
timate. This is recognized by all lenders and used universally. Many cost items in a loan can be 
expressed different ways, but for clarity: GETTING a loan will cost you, as well as HAVING a 
loan. It can be hard to compare the details of one loan quote with another. That’s why the Good 
Faith Estimate requirement exists: to give you the total, bottom-line cost of that loan, so that 
you can determine what it will really cost you. This will be the cost to GET it and the total costs 
over the life of the loan, during the payment period. 
 
If you call one lender today and another tomorrow and get lower costs, you might check back 
with the lender you talked to on the first day. Rates change daily and so will your final cost, until 
you have the loan locked in. PITFALL: If you choose the cheapest loan and the loan cost is only 
a few hundred dollars different, you may be using the wrong criteria. You get what you pay for. 
Go back and re-read the table of predatory practices. I didn’t write it: CNN did. 
 
HOT BUTTONS: ONE LAST THING AS WE GET ON OUR WAY: If you have a “hot but-
ton” on a particular item, such as a previous BAD experience or something that went wrong in a 
past transaction, such as a repair that was promised but not done, please let me know. I will 
certainly not let the event repeat itself. There may be something that I think is routine or minor 
in this market or something that never causes a problem, but that same something may have 
caused you a problem in the past. Let me make sure it doesn’t happen again. 
 

2. HOME SELECTION CRITERIA is just what it sounds like. It is not practical to see every 

home or land parcel available on the market. As an experienced agent I will listen to your needs 
and pick the very best properties & values that are currently available to meet them. I am not 
going to keep any properties a secret from you, nor will I ever exclusively show you just my list-
ings or limit what we see to only my company’s listings. If you have been researching on the In-
ternet, or looking at ads or driving around, I welcome your observations and this will help us 
both focus. It is always noteworthy that many properties you have seen in those media are al-
ready under contract. You can’t possibly know that, until you meet with me and check their sta-
tus against our MLS inventory whose information is 100% current. Most people feel strongly 
about being in control of the selection of a home and neighborhood and want to feel that they 
had the most important role in the decision-making process. It is not my role to diminish the 
enjoyment or self determination of this process. I aim to add my experience and knowledge of 
this community to the formula, with the hope of getting you the right property and perhaps even 
more than you expected, in the easiest and most efficient way. 
 

3. Once I have an understanding of your needs, I will identify the properties that are still 

available, VIEW HOMES and hopefully, you can MAKE A SELECTION. It is my goal to 
show you the very best properties that meet your needs. If sufficient inventory is available, this 
may mean that we only see 4-6 homes or lots. Don’t be surprised if you find that one of the first 
homes you see, seems to be just what you had in mind. If I’m doing my job properly, this hap-
pens now and then. If the initial set of properties doesn’t work, you may change your mind 
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about your selection criteria. This means we revisit step 2. I believe that people don’t change, 
but they frequently change their mind. It’s o.k. to change your mind. When you do: please LET 
ME KNOW, or I cannot find a way to meet your needs. What if you increase your price range 
$10-20,000? This simple little thing may change the whole package of properties for you and is 
an instant formula for disappointment, if you don’t let me know. 
 

A word about a listing described “AS IS”: That throws up a red flag for some buyers. The 

first question usually is: “what’s wrong with the property?” No matter how anyone counsels 

them, it’s a turn-off. But there are some valid reasons for listing it that way. It’s a second home 

for some sellers, so it’s inconvenient to fix anything or engage a contractor to do it from a dis-

tance. In other cases, the owners have become quite senior, or perhaps one is deceased and the 

children are disposing of the property. In any case, they don’t want the hassle. 

 The bottom line is, what the sellers are saying is that they are not going to fix anything, 

but there’s two things you should know: [1.] a buyer still has the right to have any inspections 

they choose to determine the condition of the property. Buyers can ask for something to be fixed, 

even if the listing says that nothing will be fixed, and [2.] “AS IS” in our market does not mean 

that the seller can just walk away and not remove personal property. Normally it means “broom 

swept clean”, free of all furniture, rubbish, boxes, etc., unless the contract specifically stipulates 

otherwise. 
 

4. If you can identify a #1 selection and think it is a property that will meet your needs, we will 

have a NEGOTIATION STRATEGY DISCUSSION. My obligation is to get you the property 
you want, at the most favorable price and terms under the current circumstances. A List Price is 
just that—it’s the asking price. It’s a price selected when the home was put on the market. Some-
times people actually pay more than that price—often with a V.A. or FHA loan. The proper way 
to for the listing agent do the job when a home is listed, is to do a competitive market analysis 
[CMA]. The CMA takes into account relevant sales—the same statistics used by appraisers. 
 
When supply is tight, people frequently pay full List Price or more than List Price. In a Seller’s 
Market—multiple offers are frequent. This means that you could literally be bidding against oth-
er buyers. The seller may counter-offer all offers and ask each offeror for more than the MLS list 
price. When this happens, you will have to decide if this is the right property for you, or perhaps 
even the only property available that will work for you. Don’t be afraid to pay list price or more if 
this is the right property for you. This is the way markets work—just like the stock market. The 
market is not a person and has no personality. It doesn’t care what any of us think. It is dynamic, 
however and we have to meet with its changes and deal with its demands. In a buyer’s market 
such as 2009--2012, few people wanted to pay full price and expected prices to have dropped. 
But that causes a new dynamic. Most people single-out and desire the real bargain selection out 
of any group. That makes the particular “bargain” property a hot item, so the competition for 
that property can be fierce. You may believe that sellers should be happy you are making an offer 
on the property—whatever your offer is—but it is possible that other buyers have identified the 
same property for the same reasons as you have.   
 
PRICE/VALUE: Let’s look at these timeless, precise facts about price: Two types of value are: 
Emotional [subjective] and Market Value [objective/unemotional]. Formal appraisals for 
loans in resale property, are done on the Market Value Approach, i.e., by comparing data 
from similar sold properties. When a house is overpriced, how the seller FEELS about the price 
or how you FEEL about it, has little to do with the price, but probably the only way that you can 
both reach an agreement on an overpriced house, is if you both have the same subjective emo-
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tions about it. The feeling a seller has about his house is not a good way to arrive at the listing 
price—although some sellers cannot help but try to inject some emotion into the price. This is 
especially true here, where people have generally spent some wonderful years enjoying the area. 
 
If I think the property is overpriced—I’ll tell you so. I’ll give you my best opinion of what you 
should offer. Of course, the final decision yours. You should have the right to expect that as a 
part of my best professional abilities, that you will get good advice from me. You should also ex-
pect that I will apply experienced, objective negotiation skills to get the property for you under 
acceptable terms. There are three basic offers you can make: [1.] You can offer list price and 
comply with all of the terms of the listing and absent competing, multiple offers, you can proba-
bly have that property; [2.] You can offer much less than list price and almost always expect a 
counter-offer; [3.] You can come reasonably close to list price under NORMAL market condi-
tions and there is a strong chance the seller will accept your offer. [The years 2004 - 2007 
brought us ABNORMAL market conditions of tight inventory and rapidly rising prices, i.e., a 
“seller’s market.” The 2006 inventory shaped up as very lean and buyers had price resistance to 
the higher-priced properties that remained---but prices in that market did not go down enough 
to notice—in fact, the average list price was much higher] In this area, sold prices rose 11% in 
2006 and 2007 found sales activity to be flat. In the 2008 correction, we saw significant reduc-
tions in listing and sale prices [close to 45%] that continued for several years into 2012. 
 
My ethical obligation is to give you sound advice. Normally, my advice is that you do not insist 
on making extreme demands in the negotiation strategy, such as “low-ball” offers. It is possible 
that there have been changes to the seller’s motivations that we do not know about—changes 
that would lead them to accept a low-ball offer. But believing that is simply a gamble and you 
could lose the property to another, reasonable buyer. If I know something about the seller that 
will get you a real bargain, I’ll tell you. The best negotiation is based on factual, objective view-
points. If we make an offer that is far-fetched and full of fantasy, it is not logical to expect great 
results. The following are NOT valid negotiation strategies: “Splitting the difference, low ball 
offers or offering a price based on your observation of properties that are available in other mar-
kets.” You don’t need a Realtor® for that—all you need is a courier. I will make the offer you 
want me to make and the price is your decision and indeed: I will place your interests first. 
However, if the offer is contrary to my advice, your chance of a good result diminishes. Until the 
2020-2022 timeframe, it seems that sold prices were about 3-5% under asking price. 
 

5. If we can agree on a property you like and a negotiation strategy, we’ll PREPARE THE 

PAPERWORK. Another way of summarizing progress to this point is: that we “have” the right 
property in mind, we have you qualified financially to obtain it, you have checks in hand for the 
earnest money deposit and for the inspections that you want to have performed. The seller will 
want to be convinced that “you are for real”. I will coach you in the things you need and negoti-
ate this for you. I’m prepared through experience to make this succeed, but you have to provide 
some of the crucial elements. I want to get you into position to look totally legitimate to the sell-
er. If the seller occupies the property and/or has possessions in it, he will be committed to a lot 
of work to get it ready for your possession.  
 
An interesting thing that you should know is that the latest Arizona Residential Purchase Con-
tract lists a number of items that must be conveyed [stay with] the house: 
 
Free-standing range/oven      flush mounted speakers outdoor landscaping, fountains & lighting 
Build-in appliances  attached fireplace equipment   water-misting systems 
Light fixtures  window/door screens, sun screens solar systems 
Ceiling fans   storm windows & doors  pellet, wood-burning & gas log stoves 
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Towel, curtain & drapery rods shutters & awnings  timers 
Draperies & window coverings garage door controls  mailbox 
Attached floor coverings  attached TV/media dishes storage sheds 
Pool & spa equipment or security alarms   water purification systems 
Other cleaning systems  flat-screen t.v. wall brackets water softeners 

 

6. SELLER NOTIFIED/OFFER PRESENTED. I will write an offer that usually gives the 

seller a limited time to respond. In a very hot market, that may only be until later in the day or 
the next day. Even in a slow market, I won’t give them more than a day or two. I will convey the 
offer to the seller’s agent/listing agent. Under the standard set by the Arizona Real Estate Com-
missioner, he/she only has 24 hours to present the offer. If they abrogate their responsibility, I 
have the right to present the offer to the seller myself. If I have any reason to suspect that the 
offer will not be fairly presented, I will ask the listing agent that I be able to personally present 
the offer. The seller’s Realtor® will undoubtedly be present, but I will present it in my own 
words, face-to-face or on a telephone conference call. Listing agents have inherently have a great 
deal of privacy with and influence over their clients. I have no knowledge or control over what 
they say to them in my absence. If there is another offer[s] that comes in before your offer is ac-
cepted, your chance of getting the property diminishes. The seller can simply choose another 
offer, rather than counteroffer. They may be tired of the whole process, or simply choose the 
first offer that came in, or make an emotional decision on which buyer to choose. Or—more like-
ly, they will choose the offer with the highest price; [I would, wouldn’t you]? This is interesting 
in light of the fact that so many people ask me how long a home has been on the market, as 
though that is the predominant issue which would motivate a seller. When more than one offer 
comes in at once, the seller can play whatever cards he/she wants and it is interesting to see 
whether money or frustration wins out. Usually it is money. 
 

7. NEGOTIATIONS: If your offer is accepted by the seller, a contract is formed! There are 

FOUR [4] possible outcomes for your offer: 1. acceptance. 2. rejection. 3. counteroffer 4. ac-
ceptance of another competing offer. Only the #1, first-case outcome, is the one that puts you 
first in line for the property you chose. 
 
PITFALLS: Outcomes 2, 3 and 4 do not represent agreement and the result may be that you do 
not get the property. We can talk about counteroffers ad nauseam and I’ve seen a few deals with 
up to 4 or more counteroffers and which took days to finally reach agreement. If the price of the 
property is competitive and you’re serious about getting it, your offer must reflect that and be 
viewed that way by the seller. Otherwise, we’re just gambling and you have to hope that this is 
your lucky day. Each delay and counteroffer diminishes the likelihood that you will get the prop-
erty and inhibits trust between the parties. How much more search time do you want to invest 
and how badly do you want to start the whole process over? And, if your answer is that you have 
lost interest in that property, we can indeed start over; I’ve done it before. 
 
Conrad Hilton said: “The buyer expects a bargain and the seller expects a profit. There’s a fine 
line in between”. Do not assume that a property is overpriced. Do not assume that the seller is 
desperate. Do not use trivial benchmarks, such as days-on-market, to be your overriding ra-
tionale on a proper price. Even in the hottest years of real estate sales [2005 and 2021], houses 
in our most popular, hottest selling neighborhoods---took 45-75 days from listing to closing.  
 
If the house has been on the market for a long time, perhaps your conclusion should be that the 
seller is VERY firm on their price—with little regard to what anyone else believes. A long time on 
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the market may indeed indicate that it is overpriced, or distressed. Still, you might observe that 
the seller has shown little flexibility. There are only two motivations pertaining to the selling 
price of property: MONEY and TIME. When sellers seem firm on the price, you can believe that 
money is more important to the seller than time. In this case, they have the time to wait for the 
money. In this area I have seen seller’s wait up to two years or more for their house to sell, with-
out lowering the price. Keep in mind that each real estate market has its own characteristics. 
When you’re in Payson, we’re not in Chicago or Florida or even Phoenix. If the seller is short on 
time, for some reason, they might give in on the money. If the seller’s agent is smart—and com-
plying with his fiduciary duty to his client—this reason won’t be revealed to me, but if I somehow 
do know, I’ll tell you and try to get you a bargain. 

 

8. If we can achieve CONTRACT ACCEPTANCE, theoretically you purchased a property. 

However, there are normally quite a few contingencies in place—all of them for your protection. 
Once we achieve acceptance, the contract and your earnest money check is promptly placed into 
escrow with a title company. If you are getting a loan, I will furnish a copy of your signed con-
tract to the lender, who proceeds to order an appraisal. The lender normally asks you to write 
them a check for the appraisal, before they schedule it. The troubles caused by the September 
2008 financial crash have caused Federally mandated revisions to appraisal requirements and 
they may now cost twice as much as they used to—sometimes $1,000 or more. 
 

PITFALLS: STEPS 9 & 10. When you are getting a loan, two of the biggest CON-

TINGENCIES are: [a] the home has to appraise for the contract value and [b] your credit wor-
thiness and income has to be verified. In other words, “the home has to be good for the value 
and you have to be good for the payment.” It is said that “cash is better than a loan” and this is 
the real reason why. If you really want to proceed with the purchase of the property, do not 
make any large purchases on credit during the escrow period—such as furniture or a new car—if 
that could jeopardize your credit. Lenders frequently perform a last-minute credit check, just 
before they fund the loan, to see that none of the circumstances surrounding your loan applica-
tion have changed, such as your asset-to-liability ratios or credit score. And I don’t know how 
many people have told me with great confidence that “their credit is good”, but they have not 
recently checked their credit score. The formula for credit scores is pretty bizarre and your score 
is dynamic. It’s a moving target. I’ve talked with some loan professionals who are more experi-
enced with credit scores than me and they seem to scratch their head often. Credit scores can go 
down for slippery, disputable reasons but they don’t rise again overnight.  

 

11. INSPECTIONS & WALKTHROUGHS: When we put the offer together, I had you sign 

a Buyer’s Advisory recommending that you get every inspection known on the planet. If availa-
ble, I also provided you the Seller’s Property Disclosure Statement. Inspections are for YOUR 
benefit and peace of mind, therefore, you are expected to pay for any and all inspections you 
deem necessary. [An exception is the On Site Wastewater Management Facility inspection—
which the seller must pay for]. The two inspections buyers most commonly choose are: the 
Wood Infestation Report [historically known as the termite report] and a general inspection. I 
can recommend inspectors that I use. Most of the fees are similar. I will not recommend any 
company I have had bad results with, but conversely, I cannot guarantee that anyone you choose 
will do a perfect job. I suggest inspectors that I have personally experienced good results with. I 
will coordinate these inspections for you, to ensure that they are completed before the end of the 
contract inspection period; [usually 10 days]. However, they will expect to be paid when they do 



15 

them. Your examination of the title commitment should also occur within the inspection period 
as well as your verification to obtain homeowner’s [fire] insurance that is suitable to you.  
 
It is not to be expected that everything on inspection reports will be corrected for homes that are 
not new. If you were buying a new house, it would have a “new  house price”. The exact purpose 
of an inspection report is to give you the condition of the house. Houses wear out day by day. 
I have witnessed buyers who had complaints from items found in an inspection report, then kept 
the property for two or three years and never improved the very items they complained about. 
Inspection reports are not considered “punch lists” to be used to have the seller rebuild the 
house. Once we have gathered in all of the inspections you chose, I will advise you of the normal 
things to request for correction. The Arizona contract stipulates that certain items must be in 
working order. Based on your wishes, I will prepare the Buyer’s Inspection and Seller’s Re-
sponse notice for you and deliver it to and negotiate it with the seller’s agent. If the property 
is in good condition, you may accept the property without requesting any repairs. 

 
It is customary to ask for certain items to be repaired. Safety and damage prone items such as 
electrical, plumbing or roof leaks could harm the dwelling or persons in the dwelling. These 
should normally be repaired at seller’s expense. We should ask for these items and major items 
to be corrected. An individual item cost of $500 or more is considered major. This is the cus-
tomary benchmark. You should normally not request changes for conditions that were within 
building codes when the home was built, but which are now out of code—even if the inspection 
report notes that the item is out of code. The inspector would be remiss if he/she left anything 
out. 
 
Inspectors are not necessarily going to look at every single thing. If it is winter and the evapora-
tive cooler has been drained, the inspector will not turn on the water line and test the cooler. 
The final conclusion on the condition of the house is your determination. A house is little like a 
person: some houses the same age are fully functional but in quite different conditions. For in-
stance, did you know that clothes washer and dryer hookups are frequently reversed? If you 
check out any appliance store, you will see that almost every pair made, has the washer on the 
left and the dryer on the right. The doors open so that you can easily move the wash load to the 
dryer and almost NO washer units are reversible. This is not something the inspector is going to 
look at or write about. It IS a problem and is the kind of problem that is expensive to correct, 
i.e.: a correction that the seller will be reluctant to agree to, because all of it was just fine with 
them while they owned the property. 
 
Part of your inspection process during the inspection period, should be for you to determine that 
you can obtain homeowner’s/fire insurance that is satisfactory to you with respect to coverage 
and price. Call your agent, or I can provide a local suggestion for you. An agent I have known for 
years is on the “useful phone number” list. An article on the New Reality of Property Insurance 
from the National Association of Realtors follows on the next two pages. 
 
PITFALL: Please keep this in mind. The inspection period is a contingency in itself. You don’t 
have to request anything to be repaired—and this means you are proceeding to purchase the 
property. If you request repairs, this is actually a second negotiation. You can make requests and 
the seller may comply. This also means that the purchase is proceeding. 
 
You can make requests that the seller chooses to deny [all or part of]—and you can still accept 
the property. Or, you can decide at that point that you do not want the property, because the 
seller denies your repair request and you can cancel the transaction. Lines 278-280 of the 
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current Arizona contract require repairs to be completed three days before clos-
ing. 
 
CONTRACT BREACH AND CURE PERIOD:  In the United States, contract law dictates 
that once contracts are entered into, each party must do all of the things they agreed to do and it 
is the expectation that a contract runs to completion or fulfillment. The Arizona residential real 
estate contract provides language for a “cure period” of three [3] days when something is not 
completed as required. For instance, the buyer has an obligation to furnish a Loan Status Report 
simultaneously with submission of the contract. If it was not done when the offer was submitted, 
the seller’s agent should issue a written “cure notice” to the buyer. Another example would be if 
repairs were required to be done by the seller. These repairs—if any—must be done 3 business 
days before close of escrow, so that the buyer has ample opportunity to confirm that the repairs 
were done to his/her satisfaction. A chart follows that portrays when a cure must be completed 
based on when the cure notice was given. A list of contract items follows that chart, identifying 
most of the items in the contract that might be a cause for a cure notice. 
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WALKTHROUGH[S]: Contract lines 271-274 gives a buyer the right to conduct walkthroughs 
before closing and the seller agrees that the utilities shall be on through closing. You will proba-
bly continue to think of things you overlooked and may want to go back and do things such as 
measure a wall or windows. We also strongly encourage you to conduct a final walkthrough to 
verify that repairs [if any] have been made and/or that the property is being left in its promised 
condition per the contract. On the one hand, I encourage you to satisfy yourself completely re-
garding the condition of the property. On the other hand and out of respect for the seller’s priva-
cy, I suggest you limit walkthroughs to the minimum necessary to satisfy your concerns. It will 
not be your property until it records in your name and without permission, you cannot do any-
thing to the property until it is in your name. Do not ask to place any of your possessions on or 
in the property until it is legally yours. 
 

12. TITLE COMMITMENT—ANOTHER CONTINGENCY: Separate and apart from the 

physical property inspections, the title company will be sending you a title commitment showing 
what, if anything, is a “cloud on the title.” Look at “Exhibit B”. Liens and assessments against the 
property will be removed at closing and paid out of seller’s proceeds, so that they will not be 
your responsibility. The Arizona contract provides you 5 [five] days after receipt of the title 
commitment to review it and the CCRs and easements, if any. Under the current Arizona con-
tract, the title company who accepts the escrow is in breach of the contract, if they do not meet 
this 5-day period and will be served a cure notice. I prefer that you use a local title company and 
escrow officer that I recommend. I have to ensure timely completion of all paperwork associated 
with your purchase and it triples the phone calls and the work if the title company is in another 
county. If the title company is not in this county, they will undoubtedly engage/refer the escrow 
to our local company anyway. 
 
The CCRs, that accompany the title commitment “run with the land” and may spell out re-
strictions about what you can do with or build on the property. They can be different for each 
neighborhood. Sometimes they are voluminous. Sometimes they are brief. Sometimes they pro-
vide for a homeowner’s association [HOA]. If you have questions after studying these docu-
ments, ask me. Look carefully for any easements as well. If my answers are not sufficient, con-
sult an attorney. I cannot give legal advice. If you take exception to anything in them that cannot 
be resolved, the Arizona contract gives you the right to disapprove them and cancel the transac-
tion during the inspection period. 

 

13. UTILITY TRANSFER: If you want utilities for your new property to be in service on 

the day set for closing, you will have to call about a week ahead of closing, to put the accounts in 
your name. A complete list of contacts is in this package. Some companies will require a deposit. 
The Town of Payson charges a $100 deposit to open your account and go out and unlock the wa-
ter at the meter. If you already have accounts with local phone or power companies, they may 
have no deposit fee. Our local propane gas company also has a deposit fee and will come out to 
start pilot lights on gas water heaters, ranges, furnaces and fireplaces, if they have been shut off. 
In order to do this, the account will need to be opened, the water will need to be on in the case of 
a gas water heater and you will need to make arrangements for us to open the home for them. 
The Northern Gila Country Sewer District account must be set up separately. This is not part of 
your water bill as it is in some locales. N.G.C.S.D. will disconnect and cap a sewer line for non-
payment. When you set up your account you will also find out if YOUR line has been disconnect-
ed—in which case the hookup fee should be paid by the seller [another reason to get utilities set 
up before closing.] This has mostly occurred with bank-owned or repossessed properties [which 
in 2009--2012—so many people seem interested in buying.] 
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Phone & cable t.v. services may require more than a week to schedule. I cannot start these ac-
counts for you, because they want your personal billing information and to schedule a time 
when you will be there. You will have to deal with these service providers and accounts anyway. 
Plan ahead and tell them you want the account started on the date you have been given for clos-
ing. This may not be an exact date, but it is the best possible target date. It may cost you a few 
dollars if the escrow closing is late, but having the utilities ready-to-go for you, is for your con-
venience. If you don’t need the convenience, don’t schedule them until after you are in—but then 
you won’t have them available until each of those companies can get around to it. Sometimes I 
can swing a favor in a small town, but I have no power or influence over utility company sched-
ules. Satellite television companies will need to deliver one or two boxes of equipment. Please do 
not have it delivered until you are in the house. There is no storage room for these in our offices. 
U.S. MAIL: the U.S. Postal service changes locks on mailboxes when ownership changes, so your 
mailbox keys must be personally picked up at the Post Office, on the corner of the South Beeline 
Highway and West Frontier Street. The Postal Service will want verification of your identity and 
property ownership. Part time residents often do not switch their mail to the local address. 

 

14. SIGNING OF PAPERS: In the case of a loan, the buyer has the most papers to sign. 

When you signed your offer, I put the name and phone number of the title company on page 3 of 
the contract. Within the first 5 days or so you should have received a cover letter and contact in-
formation with the title commitment and CCRs, as I explained earlier. You should tell the title 
company how you want to take title on the deed, if you did not decide on this issue when the of-
fer was prepared. The title company should send you definitions of different ways to take title, 
but they are prohibited from giving legal advice and so am I. 
 
You do not have to be at the title company, or in this town to sign papers. You can ask for a cour-
tesy signing in your locale. Ask your escrow officer directly. These documents are signed near 
the end of escrow—or closing. If courier/overnight issues are involved, this takes extra day[s], so 
if you expect to close on time, the escrow company needs to know this up front. FEDEX, UPS etc 
do not pick up or deliver in Payson on Saturday or Sunday. The title company will have an affili-
ate or find a service provider to perform a local signing for you. If you have a loan, there will be a 
ton of paperwork, including a promissory note and lien papers against the property you are buy-
ing. Before you sign these papers, you should receive a CLOSING DISCLOSURE statement, [CD 
form] that shows a detailed breakout line item of each cost that is included in your final payment 
amount, whether you pay in cash or finance them. If you question any of these line item costs, 
please ask the escrow officer for an explanation. 
 

15. LENDER FUNDS LOAN, DELAYS – POSSIBLE AND PROBABLE: This is not a 

“done deal” just because you signed loan papers. Your loan docs and the appraisal for the prop-
erty—assuming it appraised for the contract value—will go back to the lender’s underwriter, who 
will perform a final review, to see that all documents conform to their standards, so that they 
can later be transferred into an investment portfolio for similar loans/properties. They will 
probably also take a final look at your credit. ANOTHER PITFALL: They may find a document 
unsigned or missing or may decide they need something else. That will cause delays. I can attest 
that they care more about the missing form, than a delay. 

 
ANOTHER POINT: If the money is “wired” from one financial institution to another and comes 
into the title company late in the afternoon, it may be too late to record the deed with the county 
recorder. If it cannot be recorded, “closing” has not occurred. If this is so, it’s not your property 
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yet and my broker prevents me from releasing the keys, unless you have signed a pre-possession 
agreement. You can clearly see now that when you are getting a loan, everything near the end 
hinges on the loan. Cash is always easier—but not possible for many people. 
 

16. That’s why MOVING DAY is not necessarily the day everyone had set up for the CLOS-

ING DATE—irrespective of the fact that the utilities might be in your name and that your truck 
is parked outside, ready to be unloaded. 
 
My broker does not allow for you to take possession of the property until it “closes”. This means 
that the escrow company has received certified funds in the proper amount from you or from the 
lender. At that point—and this must occur during the week before 4PM on any day—the title 
company records the deed into your name. Only then will keys be presented to me, so that I can 
give them to you. I usually work weekends, but the Gila County Recorder does not. If it does not 
record before they close for the day, it is beyond my power to make it happen until the next 
business day. That day would be Monday of the next week—if that is not a holiday. 
 
PITFALL: An exception to this would be a contract stipulating that you may have prior posses-
sion, “prior” meaning “prior to recordation”. This practice is discouraged. If that occurs, you are 
legally a tenant until you own the property. You need tenants’ insurance to protect your posses-
sions until you own it. The seller needs to continue to carry fire and liability insurance until you 
own it. Undoubtedly, your request for this will come at the last moment, on a Friday, probably 
because the lender is late and neither you nor I will have the time to put the necessary rental 
agreements and insurance in place. I have had cases where the buyers were allowed to move in 
early on a weekend and on Monday, the lender announced that they changed their mind and 
were not going to fund the loan. All parties want to avoid this scenario entirely.  
 
CONCLUSION: This is an overview of the home purchase process, including a ‘heads up” on 
many things that could cause delays. Buyers usually have a tremendous amount of enthusiasm 
and excitement for their new purchase. There are some things you can do, that I cannot, that 
will minimize any disappointments. 

 
1. Always promptly answer calls from me or the lender or escrow company, to provide 

clarification, answers or additional paperwork. 
2. If you think you are going to want to be in your property on a weekend, let’s write the 

closing date on a Wednesday or Thursday and hopefully not at the end of the month. 
This accommodates possible delays. Let’s be the ones who are smart. Let’s be the people 
who make it easier on the escrow officer. Let’s manage potential delays in a way that 
makes everyone happy in the end. 

3. DON’T plan for everything to happen exactly on time. Get your utilities on for the closing 
date, but plan to not worry about a few days of utility cost, if closing does not happen on 
time. If possible don’t plan to arrive with your furniture or personal property until a cou-
ple days after the scheduled closing. 

4. Hoping that everything will go exactly as planned is a gamble to some extent.  If you in-
sist on bringing everything with you, expecting it to close on time—and timely closing is 
indeed a probability—be flexible enough to consider that you may have to rent the U-
haul truck an extra day or two and a motel room as well. This is supposed to be a happy 
time for you, but the process is complicated. Accept the fact that it can be stressful. My 
goal is to get you into your residence on the scheduled closing date and usually that goal 
is met. There are many institutions, individuals, much paperwork to coordinate and tar-
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get deadlines to meet. I control all of those that I can and provide all of the information 
to you about what to expect or not expect of others. 
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IMPORTANT PHONE NUMBERS 
PAYSON, AZ AREA (Local Area Code:  928) 

 

Town of Payson     474-5242 

 Emergency      911 
 Water Dept      474-5242, ext. 4 

Police      474-5177 
 Fire Dept      474-5242 
 
Utilities: 
 Electric, APS     800-240-2014 
 Propane, ALLIANT GAS    474-2294 
 Sewer, Green Valley Water   474-5257 
  2200 W. Doll Baby Ranch Rd. 
 Phone, Centurylink [aka Qwest] [800] 244-1111 
 Internet – Hospitality Wireless, Dan Taft  978-2006 
 T.V. - Cable T.V., high-speed Internet & 
  Phone bundled – Suddenlink [800] 468-6750 
 DirecTV – satellite t.v.   [800] 307-5644 
 Pine – Strawberry Water District [928] 476-4222  

Brook Utilities [Water in the county][800] 270-6084 
 
TRASH PICKUP: 

Waste Management    474-2104 
 Roadrunner     474-0603 
  
Health Care: 
 Canyon State Ambulance   474-2831 
 Banner - Payson Regional Medical Ctr. 474-3222 
 
Schools:  
 District Office     474-2070 
 Julia Randall Elementary   474-2353 
 Payson Elementary    474-5882 

Pine-Strawberry Elementary   476-3283 
 Rim Country Middle    474-4511 
 Payson High School    474-2233 
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AZ Road Conditions     511 
Highway Patrol, AZ     911 
Chamber of Commerce     474-4515 
U.S. Forest Service     474-7900 
Sheriff, Gila County     911 
Post Office       474-2972  
Public Library      474-5242 
 
Carpet/Flooring—Dan Good    474-3386 
Carpet Cleaning--Refined Carpet Care  472-2282 
 Sunshine [+ water damage remediation] 474-2521 
Cell Service—Payson Wireless  [928] 468-8464 
Computers & Service—Scott Moody [928] 468-7400 
Contractor – Donald Flowers   [480] 329-3314 
Cleaning [home]—Cheaper Sweepers [928] 472-9897 
Electrician – Brahams Electrical   474-0085 
Handyman – Bob York    [928] 951-0972 
Heating/Cooling—Shawn, Airzona  [602] 481-2854 
Insurance: Crabdree     474-2265 
Locksmith – Beeline Lock & Safe  [928] 978-7767 
Plumbing – Doug Hall    [928] 978-0960 
  
     

INSPECTIONS: 
General Home Inspections 
 Brent Ruttle    [928]  595-2985 
 Jeff Hunter     [602] 481- 5918 
Termite Inspection/Pest Control 
 Atomic Pest Control/Brian   474-3991 
Movers— Quality Movers    474-6968 
Roofing & Gutters—Shreeve Roofing  474-0597 
Security Systems—Aztec Alarm  [928] 472-7767 
Septic Inspections/Cleaning 

Little Stinker    [928] 476-4337 
Bryan Parkerson    [928] 978-3967 

Storage Units: Swiss Village Self Storage  474-6339 
Window Cleaning—Sparkle Tech  [800] 370-3998 
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Code of Ethics and Standards of Practice 

of the NATIONAL ASSOCIATION OF REALTORS® 
 

Effective January 1, 2005 

 
 

 

CONSIDERATIONS IN PICKING A REALTOR® 

 
 It is fundamental to the business that REALTORS® market themselves and be 
positive. This pretty much puts them out in the limelight and in the public, often with 
pictures on their business cards and magnetic signs on their cars, along with their 
names and phone numbers on yard signs. 
 

 So, what goes along with this territory sometimes, is an awful lot of people say-
ing “how good they are” and saying they are “number 1”. What’s a person to believe? 
How do you pick a REALTOR® ? 
 

1. Pick someone with experience who WORKS the area. You don’t fly from Phoe-
nix to Los Angeles to buy property in Chicago. If it’s a big area, such as metro-
Phoenix, make sure they directly work the town or neighborhoods you want to 
be in. Ask how long they have been in the area. That’s directly relevant to how 
much they know about the local property. 

2. Education: A person doesn’t have to sell real estate for years to do a competent 
job of selling real estate. There are many bodies of knowledge that contribute 
to their expertise. In the absence of many years of real estate sales, other expe-
rience in business and negotiation are invaluable. And in ANY field, I firmly 
believe that real professionals should constantly go the extra mile for mean-
ingful education in their chosen endeavor and to obtain the best credentials in 
their field. The CRS and GRI designations are among the most relevant. 

3. Integrity, trust, reputation: Trust doesn’t happen overnight. But you can “bor-
row” some trust, if you can find someone who you DO trust, to in turn recom-
mend a REALTOR® that they trust and have personally had a good experience 
with. Also, there are some indicators of trust. It is hard to stay in business very 
long when you don’t treat people right or when you are thoughtless or make 
careless, costly mistakes. So, REALTORS® who have been around for a long 
time, may perhaps have earned some integrity and reputation. 

4. Ask a REALTOR® if they personally make more in commissions if they show 
and sell only their own company listings—as opposed to any listing available in 
the MLS. Their obligation is to find YOU the right property and put YOUR in-
terests ahead of theirs. If, coincidentally, their company has the only listings 
you are interested in—then fine. But if it seems you are not seeing what you 
asked for, in TANDEM with seeing only their company listings, the REALTOR® 
may not be doing their job. The Payson market is not like a metro area, with 
many new and different subdivisions and spec homes. In the Phoenix example, 
if you walk into a model home office, the only property they will be represent-
ing, are those homes that are in their subdivision. If you want to see something 
else, then you wander into another subdivision.  

 

REALTORS® all adhere to a code of ethics. Sales people who are not a member of a 
Board of REALTORS® do not. I don’t know anyone who has memorized them all, 
but it is always worth taking a close look at them. The ethics pledged to you are on 
the following pages.      
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KUDUS AND TESTAMONIALS 
 

"Friendly, efficient and atuned to our needs. Went the extra mile to help us purchase and 

settle into our new home. Very helpful in advising us of local businesses and workmen. A joy 

to work with. We can't say enough about Steve's thorough competence and expertise. We 

highly recommend Steve Cantrill for any real estate dealings. Will use him again if we need 

an agent." - Ronald & Annette Shepherd 

 

"Steve was very helpful throughout the whole process, he went out of his way to be sure I 

was keep informed." - Denise Homer 

 

"Steve is a highly personable and helpful agent. He took us out to look at a number of 

properties, and shared good information in a no-pressure way. Also helped us make con-

nections for inspections and everything else we needed. He's a great guy, always responded 

quickly to anything we needed to make our house purchase happen. Highly recommend!" - 

Brent & Debra Dirk 

 

"Steve Cantrill was excellent. He pursued and finally found a group that would finalize my 

loan." - Malcolm Alford 

 

"Steve is Local, thoughtful, helpful, neighborly!" - Duncan Milloy 
 

 

Where the word REALTORS® is used in this Code and Preamble, it shall be deemed to include 
REALTOR-ASSOCIATE®s. 

While the Code of Ethics establishes obligations that may be higher than those mandated by law, in 
any instance where the Code of Ethics and the law conflict, the obligations of the law must take 
precedence. 

Preamble 

Under all is the land. Upon its wise utilization and widely allocated ownership depend the survival 
and growth of free institutions and of our civilization. REALTORS® should recognize that the 
interests of the nation and its citizens require the highest and best use of the land and the widest 
distribution of land ownership. They require the creation of adequate housing, the building of 
functioning cities, the development of productive industries and farms, and the preservation of a 
healthful environment. 
 
Such interests impose obligations beyond those of ordinary commerce. They impose grave social 
responsibility and a patriotic duty to which REALTORS® should dedicate themselves, and for which 
they should be diligent in preparing themselves. REALTORS®, therefore, are zealous to maintain 
and improve the standards of their calling and share with their fellow REALTORS® a common 
responsibility for its integrity and honor. 
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In recognition and appreciation of their obligations to clients, customers, the public, and each 
other, REALTORS® continuously strive to become and remain informed on issues affecting real 
estate and, as knowledgeable professionals, they willingly share the fruit of their experience and 
study with others. They identify and take steps, through enforcement of this Code of Ethics and by 
assisting appropriate regulatory bodies, to eliminate practices which may damage the public or 
which might discredit or bring dishonor to the real estate profession. REALTORS® having direct 
personal knowledge of conduct that may violate the Code of Ethics involving misappropriation of 
client or customer funds or property, willful discrimination, or fraud resulting in substantial 
economic harm, bring such matters to the attention of the appropriate Board or Association of 
REALTORS®. (Amended 1/00) 
 
Realizing that cooperation with other real estate professionals promotes the best interests of those 
who utilize their services, REALTORS® urge exclusive representation of clients; do not attempt to 
gain any unfair advantage over their competitors; and they refrain from making unsolicited com-
ments about other practitioners. In instances where their opinion is sought, or where REALTORS® 
believe that comment is necessary, their opinion is offered in an objective, professional manner, 
uninfluenced by any personal motivation or potential advantage or gain. 
 
The term REALTOR® has come to connote competency, fairness, and high integrity resulting from 
adherence to a lofty ideal of moral conduct in business relations. No inducement of profit and no 
instruction from clients ever can justify departure from this ideal. 
 
In the interpretation of this obligation, REALTORS® can take no safer guide than that which has 
been handed down through the centuries, embodied in the Golden Rule, “Whatsoever ye would 
that others should do to you, do ye even so to them.” 
 
Accepting this standard as their own, REALTORS® pledge to observe its spirit in all of their activi-
ties and to conduct their business in accordance with the tenets set forth below.  
 

Duties to Clients and Customers 
 

Article 1 

When representing a buyer, seller, landlord, tenant, or other client as an agent, REALTORS® pledge 
themselves to protect and promote the interests of their client. This obligation to the client is 
primary, but it does not relieve REALTORS® of their obligation to treat all parties honestly. When 
serving a buyer, seller, landlord, tenant or other party in a non-agency capacity, REALTORS® 
remain obligated to treat all parties honestly. (Amended 1/01) 
 

Article 2 

REALTORS® shall avoid exaggeration, misrepresentation, or concealment of pertinent facts relating 
to the property or the transaction. REALTORS® shall not, however, be obligated to discover latent 
defects in the property, to advise on matters outside the scope of their real estate license, or to 
disclose facts which are confidential under the scope of agency or non-agency relationships as 
defined by state law. (Amended 1/00) 
 



30 

Article 3 

REALTORS® shall cooperate with other brokers except when cooperation is not in the client’s best 
interest. The obligation to cooperate does not include the obligation to share commissions, fees, or 
to otherwise compensate another broker. (Amended 1/95) 
 

Article 4 

REALTORS® shall not acquire an interest in or buy or present offers from themselves, any member 
of their immediate families, their firms or any member thereof, or any entities in which they have 
any ownership interest, any real property without making their true position known to the owner 
or the owner’s agent or broker. In selling property they own, or in which they have any interest, 
REALTORS® shall reveal their ownership or interest in writing to the purchaser or the purchaser’s 
representative. (Amended 1/00) 
 

Article 6 

REALTORS® shall not accept any commission, rebate, or profit on expenditures made for their 
client, without the client’s knowledge and consent. 
 
When recommending real estate products or services (e.g., homeowner’s insurance, warranty 
programs, mortgage financing, title insurance, etc.), REALTORS® shall disclose to the client or 
customer to whom the recommendation is made any financial benefits or fees, other than real 
estate referral fees, the REALTOR® or REALTOR®’s firm may receive as a direct result of such 
recommendation. (Amended 1/99) 
 

Article 7 

In a transaction, REALTORS® shall not accept compensation from more than one party, even if 
permitted by law, without disclosure to all parties and the informed consent of the REALTOR®’s 
client or clients. (Amended 1/93) 
 

Article 8 

REALTORS® shall keep in a special account in an appropriate financial institution, separated from 
their own funds, monies coming into their possession in trust for other persons, such as escrows, 
trust funds, clients’ monies, and other like items. 
 

Article 9 

REALTORS®, for the protection of all parties, shall assure whenever possible that all agreements 
related to real estate transactions including, but not limited to, listing and representation agree-
ments, purchase contracts, and leases are in writing in clear and understandable language express-
ing the specific terms, conditions, obligations and commitments of the parties. A copy of each 
agreement shall be furnished to each party to such agreements upon their signing or initialing. 
(Amended 1/04) 
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Duties to the Public 
 

Article 10 

REALTORS® shall not deny equal professional services to any person for reasons of race, color, 
religion, sex, handicap, familial status, or national origin. REALTORS® shall not be parties to any 
plan or agreement to discriminate against a person or persons on the basis of race, color, religion, 
sex, handicap, familial status, or national origin. (Amended 1/90) 
REALTORS®, in their real estate employment practices, shall not discriminate against any person 
or persons on the basis of race, color, religion, sex, handicap, familial status, or national origin. 
(Amended 1/00) 
 

Article 11 

The services which REALTORS® provide to their clients and customers shall conform to the stand-
ards of practice and competence which are reasonably expected in the specific real estate disci-
plines in which they engage; specifically, residential real estate brokerage, real property manage-
ment, commercial and industrial real estate brokerage, real estate appraisal, real estate counsel-
ing, real estate syndication, real estate auction, and international real estate. 
 
REALTORS® shall not undertake to provide specialized professional services concerning a type of 
property or service that is outside their field of competence unless they engage the assistance of one 
who is competent on such types of property or service, or unless the facts are fully disclosed to the 
client. Any persons engaged to provide such assistance shall be so identified to the client and their 
contribution to the assignment should be set forth. (Amended 1/95) 
 

Article 12 

REALTORS® shall be careful at all times to present a true picture in their advertising and represen-
tations to the public. REALTORS® shall also ensure that their professional status (e.g., broker, 
appraiser, property manager, etc.) or status as REALTORS® is clearly identifiable in any such 
advertising. (Amended 1/93) 
 

Article 13 

REALTORS® shall not engage in activities that constitute the unauthorized practice of law and shall 
recommend that legal counsel be obtained when the interest of any party to the transaction re-
quires it. 
 

Article 14 

If charged with unethical practice or asked to present evidence or to cooperate in any other way, in 
any professional standards proceeding or investigation, REALTORS® shall place all pertinent facts 
before the proper tribunals of the Member Board or affiliated institute, society, or council in which 
membership is held and shall take no action to disrupt or obstruct such processes. (Amended 
1/99) 
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