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WELCOME

[ MOVED TO
THE DESERT
OVER 20 YEARS
AGO.

Flew out from the East Coast, stepped off the plane into a 78-

degree January evening, and that was it. | never went back.

Before real estate, | spent two decades in vascular surgery,
trained at Duke and Harvard, where | learned that preparation
is everything when the stakes are high. | bring that same

approach to every buyer | work with.

This guide covers a few things | wish someone had told me
before | bought my first home in the desert. What club
membership can really cost, how the seasonal rhythm affects
your purchase, what to look for in a desert property that you
might not think to ask about, and how to start narrowing down

which community fits the way you want to live.

| f anything in here raises a question, call

me. That is what [ am here for.
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BRUCE MORGAN
Indian Wells Luxury Specialist

20+ ycears
LIVING IN THE VALLEY

Surgical precision
IN EVERY TRANSACTION

4 cities
WHERE | CONCENTRATE
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THE FIRST QUESTION

BEFORE YOU LOOK
AT A SINGLE HOME

The best advice | can give you is to answer one question before you start touring:
what is this home actually for?A weekend escape from Los Angeles is a different

purchase than a place you will retire to full-time. Each answer leads you to a different

city, a different community, and a different price point.

or THE WEEKEND GETAWAY oo THE SEASONAL HOME

You want proximity to LA (roughly two hours door to You are here October through April, maybe longer. You
door), low maintenance, and a home that is ready the want a social calendar, club access, golf, dining, and
moment you walk in on Friday night. Lock-and-leave neighbors who become friends. This is the core of the
communities with gated security and HOA-managed desert luxury market and the buyer | work with most.

grounds make this easy.

o3 THE FULL-TIME MOVE o4 THE INCOME PROPERTY
You are relocating. Think about healthcare (Eisenhower Short-term rental rules vary dramatically by city. Palm
Health is excellent, and LA specialists are two hours away), Springs allows vacation rentals with a permit. Indian Wells
year-round lifestyle (summer is real but manageable), and most club communities restrict or prohibit them.

and building community connections that last beyond Know the rules for any property before you make an offer.
the season.
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WHERE | FOCUS

THE FOUR CITIES

The Coachella Valley spans more than a dozen

cities. | sell across the valley, but my deepest

knowledge lives in four.

INDIAN WELLS

HIGHEST PRICE PER SQ FT - POPULATION
UNDER 5,000

The quietest, most exclusive address in the valley. Home to
the Vintage Club, Toscana, Indian Wells Country Club,
Eldorado, and The Reserve. The BNP Paribas Open brings

world-class energy every spring. This is home for me.

LA QUINTA

MOST CLUB COMMUNITIES - WIDEST RANGE
OF OPTIONS

PGA West, Madison Club, The Hideaway, Andalusia,
Trilogy, Griffin Ranch, The Quarry, and more. Architecture
ranges from grand Mediterranean estates to clean

contemporary new builds. If you like to explore, start here.

PALM DESERT

EL PASEO SHOPPING & DINING - CENTER
OF GRAVITY

Galleries, restaurants, and proximity to everything.
Bighorn is the prestige play, with dramatic mountain
settings and homes regularly above $3 million. Sun City,
Ironwood, Monterey Country Club, and The Lakes serve a

broader range.

RANCHO MIRAGE

ESTABLISHED PRESTIGE - NEW ENERGY

Mission Hills is the largest and most recognized
community; Thunderbird and Morningside carry serious
history. And Cotino, Disney's first Storyliving community,
brings a 618-acre development with a 24-acre lagoon and
homes from $1.3M to over $3M.

Looking in Palm Springs or anywhere else in the valley? I can help. These four cities

are where I concentrate my expertise, but the desert is my home and I know it well.
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CLUB COMMUNITIES

HOW CLUB

COMMUNITIES WORK

There are more than 40 private club and gated communities across the valley, and most

luxury homes in the desert sit inside one. Before you fall in love with a property,

understand what that means — and know that a great desert life does not require a club

membership at all.

MANDATORY
MEMBERSHIP

Toscana, Bighorn, The Hideaway, and Andalusia among
others. You purchase the home, you join the club. Initiation

fees are part of the transaction.

WORLD-CLASS PUBLIC GOLF

You do not need a private club membership to play
exceptional golf in the desert. Several public and resort

courses are available to valley residents at a significant

discount, including Indian Wells Golf Resort (two courses
ranked in the Top 50 in California), Desert Willow in Palm
Desert, SilverRock in La Quinta, Mission Hills in Rancho
Mirage, and Indian Canyons in Palm Springs. Some residents

choose a club community for the social life and neighborhood,

and play their golf at public courses across the valley.

SPONSORSHIP & INVITATION
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OPTIONAL MEMBERSHIP

Several communities offer beautiful neighborhoods with
no requirement for club membership. Indian Wells
Country Club, Trilogy in La Quinta, and The Palmsin La
Quinta are all desirable addresses where membership is
entirely your choice. At PGA West you can own a home
and play three resort courses without paying initiation or
dues. Private course access requires a paid membership,

but it is up to you.

Some of the most exclusive clubs require a member sponsor, a formal invitation, or approval by a membership
committee. Knowing which clubs have open enrollment and which require introductions is something | help

buyers navigate early, so there are no surprises down the road.
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Initiation is a one-time buy-in; dues are ongoing. Both vary widely by club and by

membership tier, and both belong in your budget before you write an offer.

VINTAGE
CLUB

TOSCANA

BIGHORN -
HIDEAWAY -
ANDALUSIA

PGA WEST

PUBLIC &
RESORT
PLAY

Family golf initiation reported around $300,000 with annual dues near $50,000. The most

exclusive tier in the valley.

Golf initiation reported around $180,000 with monthly dues near $3,700. Social
membership around $120,000 initiation, dues near $1,600 per month.

Initiation typically $50,000 to $200,000 with monthly dues between $1,000 and $1,500.

Social membership has started around $10,000 initiation; golf tiers increase from there.
Monthly dues roughly $800 to $1,700 by tier.

No initiation. Resident rate cards at Indian Wells Golf Resort, Desert Willow, SilverRock,

Mission Hills, and Indian Canyons make world-class golf available for a fraction of club cost.

WHAT | DO FOR YOU HERE

Before we tour a single home inside a club community;, |

No buyer of mine has ever been

pull the current initiation, dues, transfer fees, and any Surpm'ged by a memb@rghip bill

capital assessments in writing, and | tell you whether the

clubis accepting members or requires a sponsor.

after closing.

Examples based on publicly available information as of fall 2026. Fees change. Always confirm current rates directly with the club before making

financial decisions — whichever community you are considering, | will get you the current numbers.
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THE FULL PICTURE

WHAT I'T ACTUALLY
COSTS PER MONTH

The purchase price is the starting point. Here is what a luxury desert home can cost

beyond that. General ranges as of fall 2026 — your numbers depend on the specific

home, community, and membership level.

HOA $300—$1,500

Depends entirely on the community and what it maintains.

PROPERTY TAXES =I.1%

Riverside County rate on purchase price. California also
issues supplemental bills after a purchase — this catches

out-of-state buyers off guard. Budget for it.

POOL & LANDSCAPE $500—ﬂh5200

Pools run year-round; landscaping needs consistent

irrigation and seasonal attention.

SEASONAL PROPERTY
MANAGEMENT

If you are not here year-round, someone needs to monitor the

home, run the HVAC, check the pool, and watch the landscaping.
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$500—$1,000

CLUB DUES

$800—$4,000

Separate from HOA. Some communities bundle

them differently.

$300—$600

INSURANCE

Luxury home policy. Wind and heat exposure can

affect rates.

UTILITIES $400—$1,000

Summer cooling is the driver. Newer HVAC and solar

run lower.

Every buyer [ work with gets a
personalized breakdown before we
write an offer. The full monthly

picture, not just the sticker price.
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A home here faces conditions you will not find in LA or most other markets. This is what |

pay attention to when we tour.

ISANG

The most important mechanical system in the house —
units here work harder than almost anywhere in the
country. Ask the age and the maintenance history. Over
10 years old, factor replacement into your offer: $12,000
to $25,000.

POOL & SPA

Look past the water. Check pumps, heaters, filters,
automation. Resurfacing cycles run every 8 to 12 years;

equipment replacement can cost $5,000 to $15,000.

ROOF & EXTERTIOR

Flat roofs are common in contemporary desert
architecture and need different maintenance. Sun fades
paint, dries sealant, and ages stucco fast. Walk the south

and west sides closely.

WINDOWS

Dual-pane, low-E glass makes a real difference in cooling
costs. South-facing mountain views are the most coveted;
untreated west-facing glass can overheat a room

insummer.

OUTDOOR LIVING

The patio, pool deck, and outdoor kitchen are not extras
out here — they are where you live eight to nine months of
the year. Covered space beats open. Evaluate it like a room

inside the house.

BRUCE MORGAN - 406-370-1224

SOLAR, EV & LANDSCAPE

If the home has solar, ask about lease versus ownership
and system age; EV charging is becoming expected. Mature
desert landscaping takes years to grow and is a real asset

— check irrigation, timers, and water efficiency.
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TIMING

HOW THE DESERT
BUYING SEASON WORKS

] UL = SEP Study communities online, start conversations with your agent, narrow your focus.
RESEARCH PHASE The strongest new inventory starts listing in late September.

OCT = NOV Sellers list. Seasonal residents return. Serious buyers fly in for focused showing trips.
THE SEASON OPENS The widest selection with the least competition.

DEC — ]AN Holidays quiet things down, then January brings the biggest wave of new buyers.
SLOWDOWN, THEN Competition increases and the best properties move faster.

SURGE

FEB = MAR The most buyers and the most competing offers. You are up against everyone who
PEAK SEASON started looking in October and everyone who just arrived.

APR = MAY Remaining inventory, fewer buyers, potential negotiating room — but less to

LATE SEASON choose from.

MY ADVICE

Start early. The buyers who begin in September and October see

everything. The ones who wait until January compete for what is left.




THE PRACTICAL STUFF

GETTING HERE AND
LIVING HERE

GETTING TO THE DESERT HEALTHCARE

The drive from LA is roughly two hours. Palm Springs Eisenhower Health in Rancho Mirage is a nationally
International (PSP) has direct flights from most major ranked medical center. For specialized care beyond
cities and sits 20 to 40 minutes from any home in the what is available locally, LA medical centers are two
valley. For private aviation, several FBOs operate at PSP hours away. For retirees and seasonal residents, access
and at Jacqueline Cochran Regional in Thermal. is strong.

BEYOND GOLF

World-class tennis at the Indian Wells Tennis
Garden. Pickleball at nearly every club. Hiking in the
Santa Rosa and San Jacinto Mountains. Art and film
festivals, Modernism Week, the Food and Wine
Festival. Spa culture is embedded in the valley's
DNA, and the dining scene across all four cities has

grown significantly in the past five years.

THE SUMMER QUESTION

Everyone asks. Yes, it is hot — June through
September regularly exceeds 110 degrees. But it is
dry heat, not humidity, and most residents adapt
quickly. Pools are usable year-round. Many full-
time residents say summer is their favorite season:
no crowds, no reservations, the desert at its

most peaceful.
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WORKING WITH ME

HOW I WORK
WITH BUYERS

I am not going to show you 40 homes and hope one sticks. Before we tour anything, |
want to understand how you plan to use the home, which communities match your

lifestyle, and what your full monthly budget looks like with all costs factored in.

OI 02 03 04

LISTEN NARROW FULL COST PROTECT
FIRST THE FIELD CLARITY THE

Golf, privacy, More than 40 Initiation, dues, HOA, DETAILS
architecture, proximity, communities. | match taxes, insurance, Inspections,

social life, views, lot you to the three or four maintenance. The disclosures, contract
size. Every buyer that fit, not the ones complete monthly terms, negotiation. My
weighs these that don't. number before we surgical background
differently. write an offer. trained me to catch

what others miss.

WHAT MY CLIENTS SAY

05
AFTER
CLOSING

Contractor referrals,
clubintroductions,
local connections —
whatever makes the

transition feel easy.

“We interviewed several agents before

Choosing Bruce, and it was the best

decision we made. His attention to

detail, responsiveness, and follow-

through were top-tier. He handled every

showing like it was a million-dollar

opportunity, because it was.”

SELLER - COACHELLA VALLEY
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Whether this is your first look at the Coachella Valley or you have been visiting for years,

the best next step is a conversation. Tell me what you are looking for, how you plan to use
the home, and what matters most to you. | will tell you what is out there, what it costs, and

which communities are worth your time.

Q

No"oF

GRAND LUXURY PROPERTIES

BRUCE MORGAN
Indian Wells Luxury Specialist
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| sell across the Coachella Valley with a focus on Indian Wells, La Quinta, Palm Desert, and Rancho Mirage. If you are looking

anywhere in the desert, | can help.
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