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“In my 13 years as an appraiser, | have never had a more simple, straightforward and painless experience renewing
my errors and omissions insurance. | am just blown away by the way your company does business. What a relief;

what a time saver; what a money saver. Thank you.” —M.L. Heckaman.
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being so responsible with our money and our E&Q insurance. Although | have
h never had a claim, my confidence level in this process has increased. It is no
\\ surprise that several appraisers recommended your company to me. GREAT
G JOB!” —Appraiser, Richmond, VA

“| wish appraising was as easy as purchasing your E&O insurance. Thanks for
all your help!” —Candy K. (appraiser, AL)
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WwWwWw.orep.org
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What Appraisers Can’t Do

By David Brauner, Editor

Looking over this issue it seems obvious what ails appraisers: the marketplace
is not incentivizing quality work. The system of appraisal orders by email blast
used by some appraisal management companies (AMCs), as reported in Low
Bid Appraisal Ordering (pg. 16), leads to lower-quality appraisals. This is where
orders go not to the best appraiser for the job, but to the first one to accept it
“at terms,” regardless of their qualifications. This story illustrates the fast and
cheap imperative that pervades the mar-

ketplace. This reality has chased many

veteran appraisers from their livelihoods. Everyone says
They leave because they can't do a thor- they want
ough job on “compressed” fees and stay -
in business, and they'd rather walk away qualltY' Most
than cut corners. The result is that many appraisers feel
quality appraisers have abandoned their =g = =
life's work in the last few years. itin their gUts

Appraisers cannot make lenders but the system
demand high-quality appraisals. They is not rewarding
can't make AMCs search for the best
instead of the cheapest, nor, for that mat- the efforts of
ter, can they make regulators enforce the those who tl‘y
laws created to give them protection to to live up to the
do an honest job. Everyone says they

ideal.

want quality. Most appraisers feel it in
their guts but the system is not rewarding
the efforts of those who try to live up to
the ideal. The system rewards the opposite. If the rules are made by the ones
with the gold, then demand must come from the lenders. But lenders have to
do more than give lip service to quality: they have to pay for it. There needs
to be a system that rewards quality work with fair fees. Lenders say they want
quality but many turn a blind eye to the fast and cheap dynamic of the current
marketplace. If you pay fairly, veteran appraisers will return and new candidates
will have some incentive to enter the profession, given all that is required. More
supply will allow lenders/AMCs to nurture those appraisers who can produce
quality work and weed out the ones who can't. To sum it up: if you stand behind
the work of the vast majority of competent and stubbornly honest appraisers, and
pay them fairly, in return you will get higher quality appraisal reports and more
than enough choice recruits to keep the profession thriving for years to come.
Unlike lenders, appraisers don't need a bailout. To the contrary, all they need is
to be left alone to do their jobs. WIRE
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Lenders up to Old Tricks?
Ex-Chief Appraiser Sues
Stearns Lending

[ wish her luck and appreciate her
standing up for what is right, if the alle-
gations are true, of course. This sounds
very common to me. Many appraisers
are giving lenders the appraiser they
want and price shopping. | know loan
officers who use AMCs and they get
who they want. There are blurred lines
in being an approved appraiser with
an AMC versus actually getting the
work. My income has dropped drasti-
cally over the past few years; | wonder
why! —Southern Appraiser

Good Job! [ wish her the best of luck. |

am sure it is going to be a tough road.
—Jobn

When an appraiser goes on staff,
whether by contract and particularly
as an employee, independence is gone
with the wind. To remain indepen-
dent one must be willing to risk what
Ms. Scheri did, her job, and | doubt
many of these so called “chiefs” will
do that. Many kudos to Ms. Scheri for
sticking to her principles and the law.
I hope the court leaves the focus on
independence and we can learn what
the justice system thinks of that part
of Dodd-Frank. You can see from the
complaint that the defense is going
to try to focus on Scheri's imaginary
shortcomings. The allegations are
going to be vicious. —Fdd Gillespie
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Appraiser Wins Judgment
Against One-West Bank

Perhaps this could be developed into
a class action lawsuit? If so, the small
firms could have much greater leverage
against the big guys. —Chuck Lemberg

Excellent article. You will be hard pressed
to top the good you have done with this
piece. | have had to “pressure” two AMCs
in the past for payment, which I received,
but then was immediately “fired.” You
can't do enough for AMCs, these people
think they run the show and own you.
So down the road [ go. | now have much
better clients, who give me MORE time
to complete reports, MORE money, and
NO stips. There is a battle going on
among AMCs to scoop up appraisers,
as we are a limited resource that grows
more limited as time goes by. Don't work
for the idiots. Be professional. We are the
experts, and nobody tells me how to do
my job. —Oue Mad Appraiser

Home Builders’ White Paper:
Appraisers are ldiots

If home builders provided mortgages
from their own portfolios would they be
happy with an appraiser who only used
the cost approach? They might be until
borrowers started defaulting and they
discovered their collateral was worth
less than the appraised value. —Duane Adam

As an appraiser, this white paper angers
me. It is us who have kept the build-
ers from naming their price. It was the
builders who created the last bubble
because their antics could not be sus-
tained. —Steve

Bankruptcy Court Absolves
Chase of All Liability

This is immensely troubling. So, let me
get this straight: an AMC who indicates
they are representing a lender really isn't
representing anyone at all. And if they

don't want to pay, they will not. That
means anyone could open an AMC up,
get a million dollars’ worth of orders
then bounce because the law is murky
on who is the client. | would suggest
appraisers stand firm and begin turning
down Chase orders in droves. It is only
a matter of time before this scenario
repeats itself. —Cassandra

Local small claims is all you need for
enforcement. This text has been used
for a decade: “Acceptance or use of this
report by the named client constitutes
acceptance of responsibility for timely
payment of the agreed appraisal fee to
the named appraiser.” —Tony P

Its now time for all those who were
stiffed to file liens against the properties
they performed services on. This will get
you paid. Further, it will show Chase and
the powers that be that you're not going
to take it anymore. Appraisers continue
to get the short end of the stick. AMCs

now know they have an out. —Gordon Geco

Low Fee Solution - Cost-Plus
AMC Model?

[ have also been doing cost-plus for
two+ years. | refuse to work any other
way. Appraisers are in very short supply

now and there is no longer any need to
give our fair fees away to the AMCs. —
Michael Cooper

[ have never accepted less than my nor-
mal fees. | guess | am a little surprised
that the idea that an AMC will pay my
full fee is being presented as if it's new.
Most of my work is from AMCs and |
just decline those orders that offer any-
thing less. —Bruce Consaul

“Checkbox Chimps” and Review
Appraisals

Excellent article. | believe some AMCs
and Lenders are putting "review ques-
tions” onto the lower-paid employees in

order to save money. —Ron

Should Buyer’s Agent Attend the
Home Inspection

I'm present for every home inspection
with my buyers. Like others have said,
there are points that I'm able to clarify
and answer without interfering with the
inspector in any way. Its also a fantas-
tic learning opportunity! After hundreds
of inspections, | like to think that I've
become a better agent for my current
and future clients. —Matt Jobuston

Full-Fee Directory and Marketing Guide

Over 3,400 Direct Lenders, Credit Unions, Bail Bond Companies
that Don’t Require an AMC

Avoid the Middleman: More Full Fee Appraisals, Fewer Hassles

Money-back
Guarantee

A €
Visit WorkingRE.com: click Resources, Full-Fee (No-AMC) Directory
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Katherine A. Scheri alleges

that many of the practices
that led to the extensive
regulation of the appraisal
industry are alive and well at

one AMC/lender at least.

Story first appeared in WRE’s email edition. Opt in at WorkingRE.com

Lenders up to Old Tricks?
Ex-Chief Appraiser
Sues Stearns Lending

by Isaac Peck, Associate Editor

A ccent lawsuit filed against Stearns
Lending and its appraisal management
company (AMC), TriMavin, by the
AMCs former Chief Appraiser, Katherine
A. Scheri, alleges that many of the prac-
tices that led to the extensive regulation
of the appraisal industry are alive and
well at one AMC/lender at least.

Appraiser Lists

In late 2011, Katherine Scheri was hired
as the Chief Appraiser of TriMavin, an in-
house AMC owned by Stearns Lending,
a privately held lender who funded
over $25 billion in loans over the last
three years. Scheri has over 10 years of
experience as a field appraiser, review
appraiser, and appraisal manager. Prior
to being appointed Chief Appraiser at
TriMavin, Scheri worked as an appraiser
manager overseeing a staff of nine certi-
fied appraisers and two trainees.

Among her responsibilities as Chief
Appraiser, Scheri was charged with man-
aging TriMavin's active appraiser panel
and overseeing the Appraisal Review
Department. Upon assuming her posi-
tion, Scheri implemented an internal pro-
cess for appraisal reviews and, the suit
alleges, put an end to TriMavin's practice
of having reviews performed by apprais-
ers who were not licensed in the state of
the appraisal. Scheri also implemented a
policy that only FHA certified appraisers
could review FHA/USDA appraisals.

According to the suit, Scheri quickly

Isaac Peck is the Associate Editor of Working RE magazine and Marketing Coordinator at OREP.org, a
leading provider of E&O Insurance for appraisers, inspectors, and other real estate professionals in 49 states.

He received his Bachelor of Business Management at San Diego State University. He can be contacted at

Isaac@orep.org or (888) 347-5273.

learned that Stearns Lending had imple-
mented a marketing program aimed at
recruiting mortgage brokers and loan
officers who promised them that their
own personal lists of preferred appraisers
would be added to TriMavin's appraiser
panel and would be used on the loans
that they submitted. The result, accord-
ing to the suit, was that private appraiser
panels were created for each mortgage
broker or loan officer at a given branch.

The suit alleges that Scheri began
pushing back against this practice and
immediately began receiving emails and
phone calls from loan officers, branch
managers, and mortgage brokers com-
plaining that their preferred appraisers
were not being used on their loans and
insisting that Stearns Lending had prom-
ised them that they could use their own
appraisers. Scheri then notified the CEO
of TriMavin, Eric Dellorusso, that it is in
direct violation of the appraisal indepen-
dence regulations of Dodd-Frank, as well
as Regulation Z of the Truth in Lending
Act (TILA), for individuals in the loan
production department to directly or
indirectly select (or exclude) an appraiser
for a particular appraisal.

Not long after, a meeting was held
with upper management from Stearns
Lending and TriMavin to discuss Scheri's
concerns. According to the suit, upper
management of both TriMavin and Stearns
insisted that there is nothing wrong with
loan officers providing lists of their pre-
ferred appraisers because those names
were "blended” with the list of approved
appraisers. Scheri responded that such
selection is in violation of appraiser inde-
pendence regulations and Regulation Z of
TILA. Additionally, Scheri soon learned

H Working RE Fall 2013



that the ranking of appraisers was done
in such a way that the “preferred” apprais-
ers were always utilized first, according
to the suit. Despite her admonitions, the
practice of using loan officers' preferred
appraisers continued.

According to Richard Hagar, SRA,
an experienced litigation consultant and
expert on appraiser independence regu-
lations, if Scheri's allegations are true,
then Stearns Lending violated numer-
ous federal regulations governing the
appraisal process, including Regulation
Z of TILA. "The law is very clear on this
point. There is no excuse for there being
ANY kind of referrals or recommenda-
tions of appraisers from loan officers.
Loan officers are sales people; they work
in a completely separate function and
they wouldn't know a quality appraisal if
it was staring them in the face. To most
loan officers, good appraisers are the
ones who meet value,” says Hagar.

Hagar says that even if an AMCss
appraisal panel is thin in some areas, that
is no excuse for letting loan officers influ-
ence the selection of appraisers. “The
law doesn't say ‘no loan officer influence,
except in those areas where your appraiser

panel is thin." Loan officers should never
recommend or communicate the names
of any appraisers to the Chief Appraiser
or to personnel managing the approved
appraisal panel. To do so is a violation of
appraiser independence regulations and
should warrant a fine of $10,000 a day
for as long as management is aware of
the problem. What we've seen with some
of the lenders and AMC:s in the industry,
now that the system has been around for
a couple of years, is that they are trying
to figure out ways to manipulate and get
around the law,” says Hagar. (See pg. 37
for Hagar's recorded webinar: Top Five
Questions Asked of an Appraiser and How to

Answer.)

Builder Lists

Scheri’s suit alleges that during her ten-
ure, Stearns Lending was conducting a
joint venture with builder William Lyon
Homes. The Vice President of the joint
venture, Jason Forman, formulated a
list of “approved” appraisers, according
to the suit, and used only this custom-
ized list of appraisers on all apprais-
als performed for loans with William

Lyon Homes. Lately, builders have

been particularly vocal when it comes
to appraiser issues, with the National
Association of Home Builders (NAHB)
publishing a white paper which calls for
wide-scale appraisal reform because of
.imbedded in the home
valuation process.” (See Home Builders'
White Paper: Appraisers are ldiots, pg. 36.)

“extreme bias. .

Remembering Countrywide

In May 2012, Brian Hale, former CEO
of MetLife Bank, was hired as CEO of
Stearns Lending. Before serving as the
CEO of MetLife Bank, which was forced
to exit the residential mortgage market
during his tenure, Hale was the Chief
Operations Officer at Countrywide
Home Loans, which was later revealed
as having one of the most toxic mort-
gage portfolios in the nation.

Shortly after Hale was hired
Scheri alleges that she
observed a printed list of the names,

at Stearns,

addresses, and telephone numbers of
appraisers in Dellorusso’s office. When
she asked what the list was, Scheri
alleges that Dellorusso told her that he
had been given a list of appraisers by

page 10 »

One Simple Step to Avoid Putl:lng Your
E&O CoverageinJeopardy

by David Brauner, Senior Broker at OREP

JAN UARY

W are hearing from appraisers and inspectors about long delays and frustrations in

EG {’ﬁ.’ -.

getting their E&O insurance renewed at other programs as well as steep rate increases.
We've been able to help many of you over the last few months get the right coverage at
the right price. The best way to ensure a smooth renewal process is to shop early. One
month ahead of your policy expiration gives you plenty of time to shop and compare
quotes so you will not feel pressure to buy something that feels overpriced or run the
risk of losing your prior acts because of a lapse. This is especially true if your program
is in transition. For appraisers, shopping early means not having to give up orders from
vendors/AMCs who want to see the new policy docs ahead of time. Shop early and
shop well to avoid stress and give yourself choices. And shop OREP for rates, cover-
age and service.
Call or visit us today to see the difference: OREPoryg,
info@orep.org, (888) 347-5273. WIRE
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“Appraisers have software to fill out forms. What they need

is software to help them produce a better appraisal.”
- Jeff Bradford

Welcome to CompCruncher, the next generation of appraisal software. CompCruncher is a new class of software
called Computer-Aided Appraising. Just as computer-aided technologies revolutionized the engineering
and design industries, computer-aided appraising is transforming the appraisal industry. Computer-aided
appraising is about eliminating all the manual, tedious things an appraiser does and programming the
computer to do it - like a Virtual Assistant. Here are few things that CompCruncher does so that you can
focus on the analysis:

e |t gathers 100's of sales and listings. e |t alerts you to anomalies in the data.
* |t provides easy-to-interpret visual charts. * |t automates market trend and 1004MC analysis.
® And its unique Report Builder does the form filling for you in seconds.

Let a Virtual Assistant fill out the forms for you

The secret to doing more appraisals is not
faster form-filling. It's faster appraising.

Could you do more appraisals if someone filled
out the form for you? Could you earn more money
if you didn't have to spend time gathering market
data or filling out the 1004MC form and someone
did it for you?

CompCruncheris your Virtual Assistant. It gathers
data, performs a preliminary analysis and when

. ' . . . All the information you need, including broker comments, to
)k;Ol,JI(;e don? thermlntlr.lg a Val;e conclusion, it quickly rank, filter, bracket and select the appropriate comparables.
_ uilds your final report in seconds.
Originally created to produce Collateral T R

Valuation Reports (CVR), today its library has -
expanded to include 1004S, 2055S, Appraisal i
Review, Alternative Valuations and all the =
major industry Desktop Appraisal Reports.
Download CompCruncher today and start
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Automatically Calculates and Integrates Regression Analysis
] ] o CompCruncher gives you the power to analyze 100%s of sales
increasing your productivity. using regression analysis to support your value conclusion.

Download CompCruncher for FREE at
www.AppraisalWorld.com

BRADFORD

302 Piercy Road, San Jose, CA 95138 e 800.622.8727 e www.BradfordSoftware.com  TECHNOLOGIES
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Hale and that those were the apprais-
ers that TriMavin would be using going
forward. During this time, TriMavin
had just finished purchasing a new
Collateral Management System (CMS)
from FNC as well as a select list of
8,500 appraisers rated with exceptional
quality scores and vetted based on their
qualifications, the suit alleges.

Instead of utilizing the list that
TriMavin had just purchased, Scheri's suit
alleges that Dellorusso hired temporary
workers to key in the printed appraiser
list that Hale provided. Additionally,
once the system was rolled out, Scheri
observed that the list of 8,500 “quali-
fied" appraisers was never imported into
the CMS system and that the appraiser
rating system within the CMS only uti-
lized those appraisers who were on the
list Hale provided.

Throughout her time as Chief
Appraiser, Scheri alleges, she continued
to receive threatening phone calls and
emails from loan production personnel
demanding that appraisers be added or
removed from the approved appraiser
panel. In some cases, they would request
that a second appraisal be performed
by “their’ appraiser when they did not
like the value opinion of the original
appraiser. Scheri continued to respond
that such actions were in violation of
federal regulations and that she would
not comply with such requests.

End of the Road

In December 2012, Scheri alleges that
she was told by Dellorusso that he felt
the stress of her job was affecting her
and that she should consider transfer-
ring to a different position within the
company. Furthermore, Dellorusso told
her that he believed a man could handle
the stress of the job as Chief Appraiser
better than she could, according to the
suit. Scheri responded that she wasn't
interested in moving to a different posi-
tion as she had been hired to make
sure TriMavin's appraisal process was in
accordance with applicable laws.

The next day, the suit alleges, Scheri
was told that she was being insubordinate
and that Dellorusso was going to make
the decisions regarding the appraiser
process and which appraisers would be
placed on TriMavin's panel. Once again,
Scheri alleges, she made it clear that the
actions Dellorusso was taking were illegal
and that she was not willing to risk her
license and would not go along with it.

Within a few weeks, Scheri came
across her job posted online. After con-
fronting Dellorusso and taking the issue
to the human resources and legal depart-
ments, she was terminated by TriMavin
in January 2013 because, the suit alleges,
management indicated it had “lost
confidence in her ability to manage.”
Scheri declined the severance package
which included a confidentiality clause,
and chose instead to sue TriMavin and
Stearns Lending for unlawful retaliation
and wrongful termination in violation of
public policy.

Stearns Denies Any Wrongdoing

For its part, Stearns Lending denies
the allegations laid out in the suit.
Representing Stearns is attorney Greg
S. Labate. Labate issued the following
statement to Working RE: "TriMavin
Lending have thor-
oughly investigated the claims made
by Ms. Scheri, a former employee of
TriMavin, and have determined that
her lawsuit has absolutely no merit

and Stearns

whatsoever. TriMavin and Stearns
Lending will vigorously defend them-
selves against Ms. Scheri's false accu-
sations, and they look forward to their
day in court to disprove these frivo-
lous and malicious allegations.”

Appraiser Independence

Scheri's allegations echo what many
appraisers have been saying all along:
that lenders continue to manipulate the
appraisal process by using carefully fil-
tered lists of appraisers who don't cause
“trouble” and by “blacklisting” (or not
using) appraisers who resist pressure.

Earlier this year, in an interview with
Working RE, Kyle Lagow, the appraiser
whistleblower at Countrywide Financial,
said that even though his case helped
lead to a $1 billion settlement between
the Department of Justice and Bank of
America, he doesn't see that much has
changed in the appraisal industry. “The
same people who were in charge when
this fraud took place are still here. My
supervisor at Landsafe, the area man-
ager, is still there. The appraiser who
was completing 400 appraisals a month
in Texas still has his license. So you tell
me, what's changed?” said Lagow. (Read
the full story: Interview: Appraiser Who
Brought Down Countrywide, WorkingRE.com,
Library, Vol. 33.)

Appraiser Thomas J. Inserra, MBA,
MAI, SRA, who served as the National
Chief Appraiser for the FDIC/RTC dur-
ing the 1990s, reports that from what
he's seen across the industry of late there
are still many lenders who are break-
ing the law and conducting business
the way they did during the real estate
boom. “There are still many holdouts
who continue to believe they can simply
waive or ignore rules, laws or procedures
that they just don't like. In fact, some
would argue that there is a new wave
of 'dumb’ lenders going back to the old
practices,” says Inserra.

Conducting business like in the
"good old days” means sidestepping the
appraisal process with appraisers con-
tinuing to face challenges to their inde-
pendence. "l have had recent conver-
sations with CEOs and top executives
of very large financial institutions who
say they believe that to be competitive
today and into the future, they must
focus on comprehensive risk manage-
ment. And they shake their heads in dis-
belief over what some lenders are doing
today—a total repeat of the conduct
that led to the crisis—manipulation and
control of the appraiser process to the
point of breaching independence and
attaining advocacy,” says Inserra. WIRE
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This article discusses
estimating external
obsolescence, which is the
least applied of the three
types of depreciation/

obsolescence.

External Obsolescence

by Philip G. Spool, ASA

My previous two articles were about
estimating physical depreciation and
functional obsolescence (find them at
WorkingRE.com, Library). In my article on
functional obsolescence, | indicated that
it is very complicated to understand and
to estimate. | also discussed calculating
functional obsolescence in the cost and
sales comparison approaches. This arti-
cle discusses estimating external obsoles-
cence, which is the least applied of the
three types of depreciation/obsolescence.

The real estate appraisal books have
very little discussion of external obsoles-
cence. Just like my article on functional
obsolescence, | read and re-read many
appraisal books regarding external obso-
lescence and how it is determined. Not
much is written on it and I can under-
stand why. It is used very little and is
good in theory but difficult to apply in
the real world. Much of it is based on
judgment, which is why it is easy to criti-
cize someone else’s report. | imagine this
article will be the same, in that | can
explain what it is theoretically but find
that real-world examples are easy to state
but difficult to support.

What Is External Obsolescence?

External obsolescence consists of loca-
tional obsolescence and economic obso-
lescence. According to the Dictionary of
Real Estate Appraisal, Fifth Edition (Appraisal
Institute), if you look up locational obso-
lescence and economic obsolescence,

Philip G. Spool, ASA, is a State-Certified General Real Estate Appraiser in Florida, appraising
since 1973. Formerly the Chief Appraiser of Flagler Federal Savings and Loan Association,
he has been self-employed for the past 18 years. In addition to appraising, he is an instructor
with Miami Dade College, teaching appraisal courses and continuing education. He is also the
Vice President and Chairman of real estate programs with the Greater Miami Chapter of the

American Society of Appraisers. He can be reached at pgspool@bellsouth.net.

they would both indicate “see exter-
nal obsolescence.” So that is what |
did. External obsolescence is defined as
“an element of depreciation; a diminu-
tion in value caused by negative exter-
nalities and generally incurable on the
part of the owner, landlord, or tenant.”
The Appraisal Institute’s (Al) book, The
Appraisal of Real Estate—Thirteenth Edition
states, "External obsolescence may be
caused by economic or locational factors.
It may be temporary or permanent, but it
is not usually considered curable on the
part of the owner, landlord, or tenant.”

For those appraisers who have been
in the business more than 25 years (over
40 for me), we were taught that there
was physical depreciation, functional
obsolescence and locational obsoles-
cence. Economic and external obso-
lescence were never mentioned until
much later. This article will discuss the
composition of external obsolescence,
which is locational and economic obso-
lescence. In either situation, locational
or economic, the loss in value is caused
by something outside of the property.
Functional obsolescence is caused by
something inside of the property. While
external obsolescence is the loss in
value caused by something outside of
the property, it only affects the building
portion of value in the cost approach.
This is important to know and will be
explained in this article.

What Is Locational Obsolescence?

It is easier to discuss and understand
locational obsolescence as it is the most
common form of external obsolescence.
Some examples of locational obsoles-
cence include the subject property being
located on a busy street or having access
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from one direction only (either a one-
way street or divided highway), being
located across from a school where
access to your driveway is hampered
by cars lining up to pick up children
after school, a high noise volume affect-
ing your peace and quiet or a residence
located next to or backing up to a com-
mercial property.

Paired Sales Analysis

Locational obsolescence can be esti-
mated by a paired sales analysis. For
the purpose of this article, I will use
the example of a single family resi-
dence to calculate locational obsoles-
cence. Estimating locational obsoles-
cence begins in the sales comparison
approach. The best and perhaps easiest
way to calculate locational obsolescence
in a single family residence is by com-
paring two sales that are similar in all or
most attributes except one, which is the
negative aspect of the location of one of
the two properties.

This method is commonly known as
the “paired sales analysis.” For example,
a house located on a very busy street or
where access to the house is very dif-
ficult, might sell for $50,000 less than
a house that is not on that street but a
few blocks away where access is unaf-
fected. This is the easiest way to calculate
the locational obsolescence in the sales
comparison approach. Keep in mind that
when calculating the loss in value by
the paired sales analysis, all other dif-
ferences must be adjusted for first. An
example would be one house has a two-
car garage while the other has a one-
car garage. The gross living area for the
two properties might be different. All of
these adjustments should be made first.
It is best to pick the one sale that is not
affected by the location and adjust the
affected (subject) property differences to
the non-affected property. Ideally, after
these adjustments are made, the differ-
ence would be the result of the location
of the subject. If the result is $50,000, for
the difference between the paired sales

after all other adjustments are made, then
the $50,000 would be reflected in one of
the line item adjustments, such as loca-
tion or view.

Rent Loss Method

A rarely used but perfectly acceptable
way to calculate locational obsolescence
for a single family residence is a compar-
ison of the rental rate difference between
a house affected by its location, versus
one not affected by its location, and
then calculating the locational obsoles-
cence by using a gross rent monthly
multiplier times the rent loss. The first
step is to find the rental rate of a house
affected by its location (assume a rental
rate of $1,250 per month) compared
to a house nearby that is not affected
by its location (assume a rental rate of
$1,500 per month). The rental rate dif-
ference is $250 per month. This method
only works if there are rentals of houses
affected by their location—otherwise
this method is not applicable.

The second step is to calculate the
gross rent monthly multiplier (GRMM).
The GRMM number is based on the
unaffected houses that have been rented.
The gross rent monthly multiplier is
determined by the sales price of a house
divided by its monthly rental rate.
Hopefully, there are several houses that
have sold and rented in order to establish
a more accurate GRMM. Let’s say that a
house sells for $300,000 and was rented
for $1,500 per month. The GRMM is
200 ($300,000 divided by $1,500). For
this article, lets assume that the other
GRMMs are also coming in close to 200.
The GRMM is not a dollar amount or a
percentage amount. It is just a number.

The locational obsolescence by
the rent loss method would be the
$250 per month rent difference times
the 200 GRMM, equal to $50,000. The
$50,000 would be reflected in one of
the line item adjustments, such as loca-
tion or view.

Whatever method you choose to esti-
mate the locational obsolescence (paired

sales analysis or rent loss method), the
amount of locational obsolescence arrived
at for the sales comparison approach con-
siders the entire property, both land and
building. In the cost approach, only the
building portion is considered. This will
be discussed in detail below.

Cost Approach

The cost approach separates the land
(site) value from the building value. This
is very important because the appraiser
should not use the total amount of loca-
tional obsolescence calculated in the
sales comparison approach and apply
that amount in the cost approach. This is
considered “double dipping.” The exam-
ples given above indicate a locational
obsolescence of $50,000 that is applied
in the sales comparison approach. For
the cost approach, the appraiser must
consider only the building portion as the
land portion is determined by estimating
land (site) value that already reflects the
location problem.

Therefore, the building-to-total
value must be determined. The best way
to make this determination is to first
calculate the site value and compare it
to the total value in the cost approach
without considering any locational obso-
lescence. For example, you estimate the
site value of the single family residence
to be $100,000 and you estimate the
total value by the cost approach to be
$400,000. The land-to-total value ratio
would be $100,000 divided by $400,000
or 25 percent. This would leave the
building-to-total value ratio at 75 per-
cent. The $50,000 in locational obso-
lescence as calculated in the sales com-
parison approach should only consider
the building portion or 75 percent of the
$50,000, equal to $37,500. This would
be the amount of locational obsolescence
to be reflected in the cost approach.

What Is Economic Obsolescence?

Just about all of the appraisal books over-
look economic obsolescence, yet it is
page 14 »
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distinctively different from locational
obsolescence. Both economic and loca-
tional obsolescence make up external
obsolescence. The best way to describe
economic obsolescence is a loss in value
due to market conditions. Examples that
will cause a property to have economic
obsolescence include an oversupply of
inventory, loss in rental income, a decline
in sales price due to the economy or an
increase in vacancy, and collection loss
due to an increase in unemployment.

Most recently, many parts of the
country have experienced an increase in
the amount of foreclosures. There are
many reasons for this but they are mostly
attributable to an overzealous inflation
of property values, including homes that
should not have been considered an
investment but homesteaded properties.
People were buying up houses with the
expectation of increasing values and then
flipping them for a quick profit. As an
appraiser, it was quite difficult to support
an increase in market value every month
as we utilized closed sales, which is his-
torical data.

Those appraisers who utilized an
increase in market conditions (time) adjust-
ment in the sales comparison approach
had difficulty in the cost approach. In fact,
the cost of building materials did increase
but nowhere near the rate of increase that
the overall sales prices were increasing.

If there was any support to increase
the overall value in the cost approach, it
would have been in land sales but pure
land sales were not plentiful and again,

AMCs—Looking for
Quality Appraisers?

“Thank you for your services! The
advertisement is working great and
we have been busy adding new
appraisers to our panel. Thanks!”
—Brian Weeks, Nations Valuation Services

Working RE Magazine

were of closed sales that occurred sev-
eral months prior to the date of valua-
tion. This scenario did not reflect any
economic obsolescence. But when the
"bubble” did burst, values spiraled down-
ward and, in many locations, decreased
to around 50 percent of its peak, with
some areas more and others less.
Economic obsolescence occurs
when the sales price of a property is well
below the site and building costs com-
bined. An example would be a fee simple
townhouse in a new development. Take
a 1,200 square foot fee simple town-
house that sold for $150,000 at the peak
of the market but now is being sold for
$75,000. If the cost to build the town-
house is $80 per square foot, then the
cost new for the building component
would be $96,000 (1,200 sq.ft. times
$80 per sq.ft.). Lets also assume the
site value is $15,000 (20% of $75,000).
The total cost new, which is the market
value by the cost approach (assuming no
physical deterioration, functional obso-
lescence or locational obsolescence)
is $111,000 ($96,000 plus $15,000) or
$36,000 greater than the sales price of
$75,000. Perhaps the $36,000 would
be considered economic obsolescence.
That is a judgment call in my opinion.

Quantifying (Calculating) Economic
Obsolescence for Any Property

Economic obsolescence would probably
be considered the difference between
the value at its peak versus the current
value. | would tend to disagree with
this as the peak was a false value as
it reflected buyers not concerned with
true value but knowing or thinking they
could unload the property in a matter of
months and make a profit.

Economic obsolescence has to be
within a defined time frame and a defined
market area. A good example would be
if a majority of the property owners or
renters in a neighborhood are depen-
dent on a base industry such as a factory
that closes due to the poor economy or
where a business files for bankruptcy,

etc. If the closing of the factory results in
a greater than normal number of houses
for sale or if the vacancy rate exceeds
the typical vacancy rate for that area,
this negative effect can be quantified.
There would be no economic obsoles-
cence in the sales comparison approach
as sales should be relatively recent and
within the same general neighborhood
as the subject, if the property is a single
family residence.

For single family residences, only
(building por-
tion only) would reflect the economic
obsolescence; for a commercial prop-
erty it would be the cost and income
approaches. But why do the cost
approach at all> Most likely the cost

the cost approach

approach is not applicable in estimat-
ing the market value of the property
unless it is proposed, under construction
or relatively new. Otherwise, don't do
the cost approach. Hopefully the lender
understands that the cost approach is
not applicable in providing a credible
opinion of market value.

It is easier to quantify (calculate)
economic obsolescence for commercial
properties than residential properties as
the best test of economic obsolescence
is the loss in rent to the affected prop-
erty by the economy at a particular loca-
tion. Again, it has to be a defined time
period and general area that is effected.

The best example | can give is when
[ had to travel to Ft. Myers, Florida, to
testify at a hearing for a deficiency judg-
ment. My attorney requested that I stay
at a La Quinta hotel that was convenient
to him. Not knowing Ft. Myers too well,
[ booked a room at the Interstate 75/Ft.
Myers airport location that was conve-
nient to his office and very convenient
for me, as Interstate 75 was the highway
[ was traveling from Miami to Ft. Myers.
After I told the attorney that [ booked a
room there, he told me that he wanted
me to change my reservation to another
La Quinta in nearby Ft. Myers Beach,
that is right off of Sanibel Island where
he lives, as it would be more convenient
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for him to pick me up at that location. |
switched hotel locations with no prob-
lem. It was even better for me because
of the lower price. The price would nor-
mally be higher near Ft. Myers Beach
than near I-75/Ft. Myers airport but this
was at the time when the BP oil spill
occurred in the Gulf of Mexico. There
was a perception of possible oil con-
tamination on Sanibel Island, which is
a tourist destination year round, causing
many cancellations.

[ inquired at the front desk about
the effect of the media’s reporting of
potential oil coming onshore from the
location of the oil rig and was told
that there was no problem at all with
the beach nor would there be (which
he was correct about). However, their
occupancy level dropped significantly
due to the press coverage. The hotel
rooms and amenities at each hotel are
identical (Ft. Myers Beach vs. [-75/Ft.

Myers Airport) but the perception of
the oil spill affected the economy of
the hotels in and near Ft. Myers Beach
and Sanibel Island.

An analysis of what the net rent
would have been with and without the
effect of the drop-off of the occupancy
rate would have been easy to determine
and it would have resulted in a lower
value due to the effect of the oil spill
(or perceived effect) at this particular
location. The result would have been
a reduction in value due to the economic
obsolescence that resulted in this partic-
ular location as the occupancy level
was not affected at the 1-75/Ft. Myers
Airport location.

As in estimating locational obso-
lescence, economic obsolescence has
to reflect the building portion only.
Therefore, the building-to-total value
must be determined just like in the cost
approach for locational obsolescence.

The best way of making this determina-
tion is to first calculate the site value and
compare it to the total value in the cost
approach without considering any eco-
nomic obsolescence. If the land-to-total
value ratio is 25 percent, the building-
to-total value ratio would be 75 per-
cent. Multiply the capitalized rent loss
amount with the building-to-total value
ratio to arrive at the economic obsoles-
cence. This amount can be applied in
the cost and income approaches.

In conclusion, if your subject
property has external obsolescence,
whether it is locational or economic,
an adjustment for it in the sales and
cost approaches could be made and sup-
ported for single family residences, and
in the income approach (for two to four
unit residential properties and commer-
cial properties). WIRE
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Any appraiser who has

worked with appraisal
management companies
(AMCs) is likely familiar with
the “order by email-blast”
system that some AMCs

rely on to fill orders.

“Low Bid” Appraisal Ordering
and Its Effect on Quality

by Isaac Peck, Associate Editor

Editor's Note: Are lower quality appraisals the new normal> Here is why low-bid appraisal order-
ing might be driving down quality and driving out the best appraisers from the profession.

Any appraiser who has worked with
appraisal management companies (AMCs)
is likely familiar with the “order by email-
blast” system that some AMCs rely on to
fill orders.

The process goes like this: an AMC
sends an email blast to all appraisers
within a given area, detailing a particular
property and offering a certain fee for
the completion of the assignment within
a prescribed time frame. Depending on
the AMC, the email may or may not
clearly include a scope of work and offer
additional information about the prop-
erty to help appraisers make an informed
decision whether to accept. Appraisers
receiving the email are then faced with a
choice, accept the assignment as-is, and
the fee being offered, or “counter” with a
higher fee.

The problem is that oftentimes
experienced appraisers feel that the fee
offered is neither fair nor reasonable (but
might be customary!). These experienced
appraisers often counter the AMC:s initial
offer and submit a higher bid to complete
the assignment. In some cases, the AMC
accepts the counter, but all too often, the
order is accepted by another appraiser “at
terms offered.”

The question raised by many sea-
soned appraisers familiar with this type
of ordering system is what kind of
quality does such a “low-bid" appraisal
ordering system produce? AMCs insist
their entire panel is vetted so that any
appraiser they work with will do a good
job. Some appraisers are not so sure.
James Johnson (not his real name, he
fears reprisal from AMCs and banks),

an appraiser in New York with 25 years'
experience, provides a unique perspec-
tive on the issue and tells a story that
may resonate with many appraisers.

At Terms Offered

Johnson is a residential appraiser who
also does appraisal review work for
various AMC clients. Recently, he was
underbid on an appraisal assignment by
$50. The order came in the form of an
email blast solicitation for a multifam-
ily appraisal assignment. After assessing
the complexity of the assignment and
the required turnaround time, Johnson
countered the bid with a fee $50 higher
than what was offered. "Based on what |
saw, | calculated how much time | would
need to do it properly and [ decided that
the fee offered would not cover the work
involved,” says Johnson.

Not long after, he learned that the
order had been accepted by another
local appraiser at the terms offered, a
scenario that Johnson says he experi-
ences on a regular basis. Three weeks
later, another email blast was sent out to
review the same appraisal in question.
This time, Johnson won the bid and was
given the opportunity to review the work
of the appraiser who accepted the earlier
order for the lower fee. This is where
things get interesting.

Review

Upon reviewing the appraisal, Johnson
says he was shocked and angry at the low
quality of work that was delivered. “The
report was rife with inaccuracies, mistakes
and questionable logic. | was steamed
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when [ saw the quality of work done by
one of the appraisers who keeps under-
bidding me. The comparable square
footages, age, and lot sizes were all incor-
rect. One comparable that the Realtor
had listed as a 'handyman special was
reported as being in good condition. All
comparable photos were cut and pasted
from the MLS. Garages were missed on
two comparables. Finished basements
and property locations were not adjusted
for. The subject contained two units,
each with two bedrooms and one bath,
but the rental comparables used in the
appraisal included an unadjusted two-
family unit with four bedrooms and two
baths, and a one-bed, one-bath apart-
ment,” says Johnson.

In addition to shoddy analysis on
the adjustments and next to no research
on comparables, Johnson says that all of
the comments appeared to be canned.
“Neighborhood comments were even

worse than the comp selection and adjust-
ments. Basically, it looked as though all
of the comments were canned and noth-
ing was original or specific to the subject.
The 1004MC showed an absorption rate
for months seven to12 at 22.50/month,
months four to six at 44.67/month and
current to three months at 53.67/month,
but the appraiser stated repeatedly that
the local market is slow, local market
activity is stable and the data/activity is
considered to be 'too small to be con-
sidered statistically reliable.” Everything
was checked as stable. There was no rec-
onciliation or explanation as to how the
appraiser arrived at his final estimate of
value,” says Johnson.

How It Happens

Johnson was so upset about the poor
quality of work on the appraisal, and the
appraisal ordering system that rewards

such behavior, that he called the AMC.
He says he wanted to find out why the
AMC would give orders to an appraiser
who produced such poor work when
experienced, diligent appraisers are will-
ing to do the same assignment for only
a slightly higher fee. "I was told by the
representative who works on the solici-
tation panel that she never would have
given that appraiser the job over me. She
stated that his rating is terrible whereas
mine is excellent, and had this involved
scrutiny by a human, anyone on their
team would have chosen me over the
other appraiser. The problem is that the
solicitations are sent out offering a very
low fee and it is only when nobody
accepts the fee offered that humans get
involved,” says Johnson.

The bottom line, according to
Johnson, is that for this AMC at least,
if a more experienced, diligent appraiser

page 18 »
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says that he or she needs a few more
dollars, or asks for a few more hours
on the due date/time, it is considered a
“bid" and it is looked at only if no one
else accepts the assignment “at terms.”
“The result is that even though this
appraiser has a terrible rating, and there
are others like him | am sure, the AMC
leaves him in the system and he can just
accept the assignments at ridiculously
low fees and continue to steal assign-
ments from me and other appraisers
who price the work to do the job cor-
rectly,” says Johnson. “Then the AMC
uses that depressed fee to calculate
what they consider to be customary
and reasonable for the assignment type
in my area.” The AMC representative
went on to say that the same system
is used for appraisal reviews and all of
their products, according to Johnson.

Penny Wise, Pound Foolish

"The funny thing is that | would have
done the assignment correctly for a mere
$50 more. And their client wouldn't have
had to wait an extra four to five weeks.
The assignment was for a purchase so
I know time was an important factor.
[ was told that the in-house reviewers
looked at the appraisal and ordered a
field review because they had no confi-
dence in the original appraisal. So they
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saved $50 and are now spending another
$400 for a field review," says Johnson.

The fact that many large AMCs
use an appraisal ordering system that
automatically selects appraisers based
on their acceptance of a low fee and
turn- time is disconcerting to Johnson
and many other appraisers. “I know that
most appraisers take their profession
seriously and have standards. They have
ethics. But day in and day out | keep
losing work to appraisers who undercut
me and take assignments at impossibly
low fees. ['ve seen appraisers accepting
a complex 1004 UAD with an REO
addendum and laundry list of attach-
ments for a total of $250 and a three-day
turn-time! These are appraisers who just
check a few boxes, add a few photos
and call it a day, and they get work that
[ should be doing,” says Johnson.

Who Pays the Price

It is not just the "honest” appraisers who
lose out with such a system. Richard
Hagar, SRA reports that in situations
where the appraisal is deficient, the
AMC is required to turn the appraiser
in to the state board for disciplinary
action. Additionally, the field review
conducted by Johnson is not sufficient
for the lender to lend on, so an addi-
tional appraisal must be ordered. “While
the review appraisal might contain an
opinion of value, the opinion is not in
the correct format, nor has the review
appraiser inspected the property. The
AMC must order a new appraisal and
inform the lender that it has ordered: a)
an appraisal, b) a review and, c) a new
appraisal—all of which MUST be sub-
mitted to the lender prior to making a
lending decision,” says Hagar.

The end result is that the AMC, if
it seeks to comply with federal regula-
tions, will spend an additional $400 on
a field review, plus another $400-$500
on an additional appraisal, all because
it attempted to save $50 on the first
order. The catch is that technically the
AMC is not the one who pays the price

associated with selecting the appraiser
in the first place. “Who gets charged
for the review and the new appraisal? It
should be the bank but they usually fig-
ure a way to charge the borrower for the

bad business practices of the AMC and

lender,” says Hagar.

Good Appraisers Driven Out

Johnson believes his experience is indic-
ative of a major problem in the industry.
Namely, that blast-type order systems,
that deliberately offer unreasonably low
fees for appraisal assignments, result
in good, experienced appraisers being
driven out of the industry, as well as a
systematic degradation of appraisal qual-
ity and appraisal fees.

Johnson offers two particular assign-
ments that he recently lost bids on to
reinforce his point. The first was a 2055
appraisal order for a property listed for
$7 million with over 6,000 square feet
of living space on three acres of land.
The property was gated and included
two guest houses, an in-ground pool,
and a tennis court. Johnson bid $900
but according to the AMC's ordering
system, the order was accepted at terms
offered of $225. The second property
was listed at $3.5 million with nearly
6,000 square feet of living space located
on the waterfront. Johnson bid $475 but
the order was accepted at $225. “These
are very complex properties. The 2055
appraisal form might save some writing
time but it should be the same amount
of work as an appraisal on a 1004. You
just can't afford to do all the work that
is needed to produce a credible report
for the fee offered. You still have to do
all the steps. If there are appraisers out
there who want to produce a good prod-
uct and don't care what they get paid,
God bless them, but they're not going
to last in this business,” says Johnson.

“In my area, I'm one of the few
appraisers doing residential work who
hasn't come into the industry in the
last three or four years. Everyone else
has moved on to other things because
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they refuse to lower their standards and
submit shoddy work, and it just doesn't
make sense to submit quality work for
such low fees. Nobody can afford to
spend the time to properly complete the
assignments at the fees being offered,”
says Johnson.

Johnson says that the current system
rewards unethical, inexperienced apprais-
ers who accept low bids and it puts
appraisers like him in a position where it
can be hard to get work. "I would be fine
if I was bidding against other appraisers
who are doing what I am doing, instead
of submitting these generic, non-spe-
cific appraisals. Most of the appraisals
| review have nothing to do with the
subject. Yes, they have a floor plan and
pictures of the subject, but every single
comparable photo is cut-and-pasted from
the MLS. The market data is all generic,
cut and pasted comments from 100 other
appraisals,” says Johnson.

Johnson says that the current system
rewards unethical, inexperienced
appraisers who accept low bids and it
puts appraisers like him in a position
where it can be hard to get work.

Johnson believes that AMCs are
fully aware of the problem. “I've talked
to several AMC employees on the phone
and they tell me they have frequent
meetings discussing this very issue. It is
brought up time and again yet nothing
gets done about it,” says Johnson.

“I've been trying to hold the line.
If we establish a customary and reason-
able fee, and then the AMCs offer us
$25 less, that is still within a reasonable
range. But that slowly becomes the cus-

tomary and reasonable fee, so AMCs
lower their bid even further. The end

result is that the appraisers who are will-
ing to cut corners are the ones who
get the lion's share of the work,” says
Johnson. "If they allow the substandard
appraisers to continue to underbid the
ethical and competent appraisers for an
extended period of time, the diligent
appraisers will need to decide between
working for minimum wage or starving.
With the age of the average appraiser
rising to over 50, many are making a
third choice: leave the business.” WIRE
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What Smart Appraisers

See what you don’t know about how to save time and money
using tablets and lasers during your real estate inspections.

Mobile Appraising
Full Training program now available

through WorkingRE.com

Includes: Book ® Webinar ® Videos
Everything you need to start using lasers

Visit WorkingRE.com
(click Resources, Mobile Appraisal Training)
Presented by Dustin Harris, The Appraiser Coach.
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Try TOTAL 2013 and you'll never
go back to your old formfiller

With TOTAL 2013 we've broken new ground. It's rock solid, highly intuitive, and fast. It's built on a
new forms engine, for today’s hardware and software, and designed for your post-UAD workflow.
That means it works beautifully on your Windows 8 PC with multiple monitors, too.

And, we've made TOTAL 2013 incredibly easy to dive into. Open files from your current formfilling
software using our simple Competitor Conversion Wizard or import XML files. The converter helps
you copy data into TOTAL 2013 so you don't have to worry about retyping or starting from scratch.
It makes it incredibly easy to switch without missing a beat.

Don’t wait another day, cash in the time left on your appraisal software contract for credit
toward any TOTAL 2013 bundle.

If you've been wanting to switch but feel “stuck” because you still have time in your current software
contract, we'll buy out your contract and give you prorated credit for the time left.

Simply send us your invoice(s) and we'll give you credit for what you've paid your vendor within
the last 12 months. The savings could be huge. For example, if you paid your vendor $1000 and
have six months left on your contract, we'll give you six months of credit ($500) toward your
purchase of any TOTAL bundle.

Best of all, you're protected by our 100 day, 100% refund
guarantee. If you don't love TOTAL, we'll refund every penny
and you can go back to your old software package.
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Get your discount
Visit www.alamode.com/buyout

or call 1-800-ALAMODE. §mm e e a1 S mEn
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To learn more about TOTAL and to start your
free trial, go to www.alamode.com/TOTAL.

a la mode, inc.

The leader in real estate technology

ADCODE: MAWRTOTAL1213 alamodeandits productsare trademarks or registered trademarks of alamode, inc.
Other brand and product names are trademarks or registered trademarks of their respective owners. All prices,
terms, policies, and other items are subject to change without notice. Copyright ©2013 ala mode, inc.
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See what appraisers are saying about TOTAL 2013

“I love TOTAL 2013 and the support staff is amazing. This is a great
company that shows they care about the appraiser.”

— Edward Miller, New Phase Appraisal

“The main reason | switched from my previous software to a la mode
is because it was taking TOO long to complete a report.

When I first started appraising | had purchased WinTOTAL and never
used it. | started working with my mentor who had ACl, so | returned
the software within the 100 days and received a full refund from
alamode. From that moment on, | wondered about a company that
would give you a full refund. | knew | would come back to a la mode,
and here | am!

My mentor is still with ACl and hating it. But|LOVE my TOTAL! It has
allowed me to seek out more clients, I'm able to complete my reports
faster, and it is making me get organized. Also, the support team
answers the phone and returns messages via e-mails.

ala mode gives off the attitude that they do care and are concerned
about the problems us appraisers face when it comes to our software.
They make me feel as if | have made a smart investment and not as
if 'm throwing my money away.”

— Adele Marie Coldman, Chicago Heights, IL

“I tested ala mode, ACl, and NCV prior to deciding on ala mode. ala mode
was the clear winner because of software functionality, integration
with XSites, multiple monitor capability, and tablet applications.
ala mode is the best appraisal software platform hands down!”

— John M. Wilson, ADK Appraisal, LLC

“Thank you, thank you, thank you for developing TOTAL 2013! We
are very excited about the undocking feature, the Detailed View,
SmartAdjust feature, and the new comp sorting feature. We can see
how TOTAL 2013 will help us shave time off each report.”

— Mark and Robin Sibinski, Home Run Appraisals

“I find TOTAL 2013 very easy to use. It saves me time with all the
features that speed up the reporting process. For instance, | am
amazed at the ease of sending a report. If | have a client who wants
an ENV file as well, I just go to the Send icon, click a few buttons, and
offall the required formats go, which saves me a lot of steps over my
former form filling company. The Side-by-Side Comps are a real time
saver as well and helps in final comp selection.”

— William Brush, William C. Brush Appraisal



Imagine your appraisal

business built primarily
around non-lender work and
continuing to grow every

night while you sleep.

How to Find Success in
Today’s Tough Market

by Roy Meyer

Editor's Note: Marketing expert Roy Meyer shows us that while we can't increase the amount of

hours in a day, we can completely change how we use those hours to achieve success. This story is
excerpted from one that first appeared in WRES Online email edition. To read the full story, includ-
ing more detail on how a virtual assistant can belp kick-start your business, visit WorkingRE.com

(Click Library, WRE Online). You'll also find links to a free webinar by the author on the subject.

Imagine your appraisal business built
primarily around non-lender work and
continuing to grow every night while
you sleep. Imagine having a dedicated
team committed to the success of your
appraisal business and taking extended
vacations while your business doesn't skip
a beat. Imagine...you fill in the blank.

It's not a pipe dream and it's already
happening for many appraisers across the
country who have opened their minds to
a new way of building their businesses.
And that new way is with the help of
outsourcing.

I've been outsourcing for more than
nine years and currently have a team of
virtual assistants in both India and the
Philippines, as well as a number of other
part-time virtual contractors from around
the world, including the U.S. In addi-
tion to appraisers, | consult with Realtors,
brokers, investors, and others in the real
estate industry on how to grow, automate
and streamline their businesses using a
combination of outsourcing, marketing
and other related tools and systems.

[ already know what your initial
reaction may be:

"Isn't  this
Americans?’

stealing jobs from

“Iknow nothing about creating a virtual
team—it just sounds too complicated.”

Roy Meyer is a Certified Appraiser of nearly 24 years, national speaker, author, outsource & marketing
expert, co-founder of the Appraiser’s Club and consultant to hundreds of appraisers, brokers, Realtors, and
investors across the country. To read the full story at WorkingRE.com, click Library, WRE Online. Learn more
about how marketing and outsourcing can help your appraisal business, as well as how Roy is building a new
appraisal business from scratch in a free webinar. VisitWorkingRE.com, click Library, WRE Online.

"I just don't see how it can help!”
“They can't be trusted and they'll
steal all of my information!”

How Outsourcing Creates
American Jobs

There are plenty of common miscon-
ceptions and misunderstandings about
outsourcing, including what it means
for American jobs—as well as your
own business. The average apprais-
ers are a one-person shop just trying
to maintain their business and keep it
afloat. They usually can't afford to hire
an assistant, marketer or social media
expert at local rates. In other words,
one can't argue that we're stealing jobs
from Americans if you're not providing
jobs in the first place. Outsourcing cre-
ates an opportunity that would never
otherwise exist.

In fact, outsourcing helped grow
my appraisal business quickly to a level
I cou