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Rod Schwalb

About me: I was born in the Midwest where my family and I were and still are a part of the farming community. I found that helped develop my strong family values, and hard work ethic from the many

hard working and inspiring people I was able to be around early in my life. Those values are what drive

me today in doing the very best job possible for all my client’s day in and day out. After moving to Arizona

with my wife, 2 sons and the family dog I got involved in the commercial and residential construction

business for over 23 years, working from Flagstaff to Tucson. With that experience and customer service,

I’ve gained considerable knowledge of the valley of the sun and all its communities, which I can share

with my clients when they ask about the area, amenities, value and the property.

Why did I get into Real Estate: I enjoy helping people from all walks of life make there dreams a

reality by helping you buy or sell your home. It’s a great feeling and since of satisfaction seeing a first

time home buyer get there keys. Or a veteran using there VA benefits from their service to this country.

To a retiree relocating to Arizona, or for my clients just wanting to purchase that second vacation home.

And to my many investors that enjoy real estate over and over again, it never gets old.

Currently: I’m always continually furthering my experience, education, knowledge and negotiating skills

in Real Estate as a full time Realtor. In 2011 I received my Short Sales and Foreclosure Resource (SFR)

Certification by the National Association of Realtors. In 2014 I went to the next level and obtained my

Real Estate Brokers license. I currently have my Accredited Buyer’s Representation (ABR) Designation,

along with obtaining on my Graduate Realtor Institute (GRI) Designation. I’m a member of the Arizona

Association of Realtors, National Association of Realtors, Southeast Valley Regional Association of

Realtors, and the Real Estate Buyer’s Agent Council.

In today’s market you need a professional who is knowledgeable, caring, and committed to their client

today and for years to come. I will provide you with the service you deserve and expect. I want to be

the one and only Realtor you’ll ever need or recommend. I promise you’ll find that in me.



Thank You,



40 Tips to Help Sell Your Home

Outside

1. Invest in landscaping where it can be seen at first sight.

2. Cut back overgrown shrubbery that looks scraggly or keeps light out of the house.

3. Paint your house if necessary. This can probably do more for sales appeal than any other factor.

4. Inspect the roof and gutters.

5. Consider putting flowers outside, near the front door.

6. Repaint the front door.



Kitchen

7. The kitchen is the most important room in the house. Make it bright and attractive. If dull, paint

cabinets and put up perky new curtains.

8. Clean the ventilating hood in the kitchen.

9. If the kitchen floor is badly worn, put down new flooring. Replace any broken or chipped tiles.

10. Remove any appliances that you keep on your counters. Clean counters make the room look larger.



Living Areas

11. Have all plaster in top shape.

12. Check ceilings for leak stains. Fix the cause of the damage, repair the ceiling, and paint.

13. In painting and redecorating, avoid offbeat colors - stick to easy-to-work-with pastels inside.

14. If you have a fireplace, clean it out and lay in some logs to make it look inviting.

15. Wash windows,

16. Replace broken glass,

17. Mend torn screens.

18. Check to see that all windows will open and close.

19. Replace burned-out light bulbs. Use brighter light bulbs.

20. Make sure every light switch works.

21. Make the floors shine.

22. Straighten up the closets - get rid of excess items. Use air freshener to eliminate musty odors.

Lubricate any sticky or squeaking doors.

23. For sliding doors that stick in their tracks- rub the tracks with paraffin or candle wax. Bathroom

24. Repair dripping faucets.

25. Use special cleaning products to remove stains from toilets, bathtubs, sinks and showers.

26. If sink and bathtub drain too slowly, unclog them.



Basement, Attic and Garage

27. Clean out attic, basement and garage. Dispose of everything you are not going to move. Package

everything you wont need until you're settled in your new home.



40 Tips to Help Sell Your Home,

Continued...

When Your House is Being Shown

28. Keep room draperies and shades open to let light in. It makes the room appear larger.

29. Have your home well lighted during the showing.

30. At night, turn on the porch light and outdoor lighting in back if you have it.

31. Neatness makes a room look bigger. Avoid clutter.

32. If possible, leave your furniture and rug in the house for showing.

33. Avoid having dirty dishes in the sink or on the counters.

34. Keep any toys in the children's rooms.

35. Keep radio, stereo and TV off or turned down.

36. Take your family away if your broker is holding an Open House.

37. Refer direct inquires you receive about your house to your Agent and take advantage of their

professional skills in selling your home.

38. Don’t mention furniture or furnishings you wish to dispose of unless asked.

39. Take pets outdoors when your house is being shown.

40. Let the Agent show your house, and don't tag along.



The Life of a Real Estate Transaction

Buyer selects a

REALTOR®



Seller selects a

REALTOR®



Buyer gets preapproved by Lender

if new loan needed



Seller prepares

house for showing

and selling



Buyer views homes

with REALTOR®



Buyer selects home and

submits contract with

Loan Status Report (LSR)



Seller reviews and

accepts contract

from Buyer



Inspection reports

sent to applicable

parties and reviewed



Various inspections

ordered



Escrow opened at First

Arizona Title and title

commitment ordered



Title commitment

received and approved

by Buyer



Appraisal ordered

and completed

by Lender



Buyer advises First

Arizona Title of home

insurance company



Closing documents

compiled by

First Arizona Title



Loan documents

prepared by Lender

and sent to Escrow



Receives final loan

approval from Lender



Separate appointments

set for Buyer and Seller

to sign documents



Buyer deposits

required funds



Loan documents

returned to Lender

for review



Documents recorded

and Escrow closed



Lender funds

loan (sends funds

to Escrow)



First Arizona Title

ensures all contract

conditions met



After recording

confirmed First Arizona

Title disburses funds



Buyer receives keys

from REALTOR®



Final documents sent

to interested parties



The Home Inspection

In most cases, real estate contracts allow a physical inspection period for the buyer. This is the time

to identify existing and potential problems in the property. For most of us, this is a nerve racking

process we are not knowledgeable about. This is the time to turn to a professional home inspector.

Home inspectors identify problems and assist in promoting and facilitating communication with the

seller. This is a sizeable investment you are making, possibly the largest in your life. You may save

substantial amounts in the future by investing a small amount now.



Here are several details covered in a home inspection:

Structural: Home inspection organizations have set standards on areas of the home that the inspector

looks at to determine the integrity of the essential internal and external structural components.

Inspectors are not structural engineers, but can identify visual defects in areas requiring immediate

repairs.

Electrical: Do all the outlets work? Does the house use fuses or is there a breaker box? Are there any

signs of fraying on the wiring?

Plumbing: Are there any leaks or annoying drips? Are all the mechanical systems and fixtures working

properly?

Built-In Appliances: Are they functioning properly?

Safety Hazards: Inspectors are not environmental specialists, but they can identify a number of safety

hazards and dangerous conditions.

Miscellaneous: Other items may or may not be included in standard home inspection. Some may be

septic systems, roofs, drainage, wood decks, patios or other exterior structures.

Normally NOT Included: Termite, radon,

geological or land subsidence surveys and

environmental or pollution inspections

should be completed separately for your

own protection.



The Appraisal Process

When you sell you house, the bank requires a licensed appraiser to estimate the market value of your

house. After the mortgage company receives a contract for the sale of your house, they will order the

appraisal. An appraisal is a professional opinion of the current value of your house and is good for 6-12

months.

To estimate the market value of your house, an appraiser researches the houses which have sold in

your subdivision and your immediate market area (within 1 mile if possible). Only houses that have

sold in the past year and are similar to your house in regards to livable area, age and amenities (i.e.

swimming pool, fireplace, garage or carport) can be considered.

An appraiser should be at your house for approximately 30 minutes to one hour. They will measure

your home, take photographs, draw the floor plan and note the amenities your house has to offer. You

can help your appraiser by preparing a list of recent improvements and remodeling that has been done

in the past several years including the approximate amounts spent for each improvement.

If the people buying your house borrow the money from FHA, a few special requirements are placed on

your house. If going FHA, you must scrape and paint ALL chipping or peeling paint on your house or

any structures on your property. You should also replace any missing or damaged shingles and replace

any missing or broken slats in your wood fence. Finally, interior/exterior paint and carpet cleaning are

the least expensive ways to improve the overall appeal of your house. A typed report is provided to

the lender involved in the transaction.



The Home Warranty

Home warranties are policies designed to protect the buyer against repair costs of mechanical systems

and major appliances. They consist of an origination fee (sometimes offered by seller/or negotiated in

contract) and a small deductible/service call (paid by buyer). There are a variety of plans covering items

such as; heating, air-conditioning, dishwashers, garbage-disposals, etc.



Benefits of Home Warranty Protection - Buyer











Coverage for your major mechanic systems and built-in appliances

A full network of well qualified technicians at your service

Your budget is protected against unexpected repair bills

All of the above for a very low deductible/service call



Benefits of Home Warranty Protection - Seller











Optional coverage during the listing period of the home sale

Protection from legal disputes that can occur after the sale

Home may sell faster and at a higher price

Increases your homes marketability



Closing Cost Guide

The SELLER can generally expect to pay for:

































Owner's title insurance premiums

Real estate commission

1/2 of the escrow fee (except VA)*

Any loan fees required by buyer's lender (according to contract)

Payoff of all loans

Interest accrued to lender being paid off, statement fees, reconveyance fees and any

prepayment penalties

Termite work (according to contract)

Home warranty (according to contract)

Any judgments, tax liens, etc. against the seller

Recording charges to clear all documents of record against seller

Tax proration (for any taxes unpaid at time of transfer of title)

Any unpaid homeowners' association dues

Any bonds or assessments (according to contract)

Homeowners’ association transfer fee and disclosure fee (according to HOA addendum)

Any and all delinquent taxes



*For VA loans, the entire escrow fee must be paid by the SELLER



The BUYER can generally expect to pay for:





























Lenders title policy premiums

1/2 of the escrow fee (except VA)

Document preparation (if applicable)

Notary fees (if applicable)

Recording charges for all documents in buyers' names

Homeowners' association transfer fee

All new loan charges (except those required by lender for seller to pay)

Interest on new loan from date of funding to 30 days prior to first payment date

Home warranty (according to contract)

Insurance premium for first year

All pre-paids

Termite inspection*

Two months of homeowners’ association dues up front



*Termite inspection is placed in escrow by the BUYER but the cost is negotiable

This list is not necessarily all-inclusive and all the services for which payment may be allowable or non-allowable may not be

identified.
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