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How to Increase Residential ;f\( R
Appraisal Income

by Philip G. Spool, ASA

Editor's Note: Author Philip Spool expluins why be switched back to residential

appraising last year and why it's paying off.

I decided to make the switch from ap-
praising commercial properties buck to
residential properties in early 2008. To
many this is appraisal suicide. However,
the reason is simple—my wife became a
state-registered trainee a few years ago,
is serious about becoming Certified and
needed my mentoring.

Since her knowledge of commer-
cial appraising is limited, it seemed eas-
ier to go back to residential appraisals
with her working alongside me. While
her knowledge of residential appraising
is very strong, we set some ground rules
first: every residential appraisal will be
done by both of us as a team. It was un-
derstood going in that she would not
inspect and write up appraisals on her
own and that, therefore, our income
will be that of one appraiser, not two.

Along with appraising commer-
cial properties, part of my practice
is also litigation work, primarily di-
vorce appraisals for attorneys. [ also
did estate appraisals for attorneys and
accountants. Primarily, however, the
bulk of my practice was commercial
appraisals. So the switch to residen-
tial appraising, at a time when many
residential appraisers are slowing
down or shutting down, was consid-
ered unthinkable by many.

Reaching Out to Agents

[n order to grow my "new” business | had
to think outside the box. One idea grew

out of my frustration with MLS data.
From my residential litigation work, |
knew that comparable sales data and the
verification of that data are very impor-
tant. | rely heavily on the Multiple List-
ing Service (MLS) and on conversations
with listing and selling agents to verify
sales and to learn about concessions. Re-
liance on real estate agents is paramount
in getting the details of each sale. How-
ever, there is a lack of uniformity in the
data provided by various agents. So, on
a day off, | visited several local real estate
offices to ask if | could give a one-hour
presentation about what an appraiser
looks for and relies on in the MLS.

| was able to set an appointment to
speak to one local real estate agency.
| was surprised to learn that agencies
regularly have guest speakers. While
most of the agents were present at the
talk, they kept wandering in and out
of the conference room with their cell
phones in hand talking to clients. This
did not help at all.

However, the second office | spoke
toa few weeks later was entirely different.
They were eagerto listen and at the same
time had many questions. They wanted
insight into their problems dealing with
appraisers and what they should expect.
The talk lasted an hour and a half [ went
mainly to educate agents because of my
own frustration at having to rely on their
spotty information, but to my surprise,
shortly after my talk at the second office,
| began receiving calls from a few of the
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agents. They were so impressed with
my knowledge of appraising that they
wanted to hire me to appraise some of
their listings that were on the market for
awhile but had owners who refused to
lower the asking price. The agents felt
that an unbiased appraiser's opinion of
the real value might be acknowledged
and accepted more easily by the owner.

So without any initial expectation of
receiving work, 1 had established a fol-
lowing with several agents. Not only was
| hired to appraise some of their listings,
they had potential clients’homeowners
interested in selling their homes who
were willing to pay me for an appraisal at
the agent's urging. | also stressed that hir-
ing an appraiser is the only way to learn

" the true gross living area of a property.

My talk benefited me in another in-
teresting way. Recently, | was verifying -
one of my sales with the listing agent
when she began telling me many details
about the type of renovations made to
the house. This was very important to
me as [ needed to know the full extent
of the type and quality of work that
went into the renovations prior to the
contract being signed. | thanked her for
the information. Her response was that
she remembered me from my talk at her
office and she knew the importance this
information has to the appraiser who
takes the time to ask all the questions.

Stepping It Up

Based on thissuccess, | decided to try my
hand at speaking to the local Realtors'
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Association. | made contact with their
speaker bureau and they were pleased
that | called. They said that every so
often they put on seminars relating
to listing agreements, MLS changes,
real estate law changes, etc. but never
from an appraiser. | wanted to continue
my talks to local offices, which gave
me greater opportunities for earning
appraisal work, but this time | wanted
to try a different approach. | decided
to talk about how to appeal a property
owner's real estate tax assessment. | had
been fortunate to be a Special Magisirate
with  Miami-Dade County (Fla.),
hearing tax assessment appeals. This
gave me an opportunity to talk to the
local Realtors’ Association on this topic.
Applications for assessment appeals
were coming due in a few weeks. In our
area, real estate sales have been slow
so the Realtors were interested in an
alternative way of generating income.

The seminar was advertised by
the local Realtors’ Association in their
publication and was attended by 140
agents. The following day, | spoke to
another group of 110 real estate agents.
One Realtor was so impressed that she
mentioned me in her blog. The whole
purpose of these talks was to get my
name in front of the agents. It turned
out to be so successful that they wanted
me back and wanted to pay me for giv-
ing seminars of my choosing!

Organizational Support

If you live in an urban area, chances are
you have a local chapter of one of the
more prominent appraisal societies.
[ am active with the Greater Miami
Chapter of the American Society of
Appraisers, being the vice president
and real estate program chairman. |
coordinate dinner meetings for our
chapter members which are also
attended by non-ASA appraisers.

My guest speakers present inter-
esting topics at these dinner meetings.
Every so often | invite an attorney, for
whom | have provided appraisals, to
speak to our group about what to do

if they are sued. Other topics include
illegal additions,
and mother-in-law quarters. This hap-
pens to be a favorite topic as | have this

illegal conversions

meeting every other year and typically
get close to 80 appraisers in attendance.
You can select any topic you want, pro-
viding it is interesting to the group.
This is also an opportunity to network
for potential clients. Not only does it

reinforce your standing in the appraisal
community but it gives you the oppor-
tunity to connect with someone who
can help you with future work. It also
educates the appraisers in your area on
important current topics.

Another good event idea is to
hold a "Property Appraiser Candidates
Forum” during election time. That is
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something that | just did along with
the support of the Greater Miami ASA
Chapter and the local Realtors’ Associa-
tion of Greater Miami and the Beaches
(RAMB). I also contacted the news me-
dia to cover the event. No matter who
wins, the elected Property Appraiser
will know you because you are the one
conducting the forum. | was the mod-
erator of this forum and had a turnout
of approximately 125 people including
appraisers, tax agents, Realtors, local
politicians and concerned citizens.

Commercial Appraiser Referrals

Another way to increase your residential
appraisal income is to contact commer-
cial appraisers who don't have their own
residential appraisers and don't want the
hassle of sub-contracting out residential
work they are asked to bid on. Since [
had been appraising commercial prop-
erties for many years in my area, | have
formed good relationships with fellow
commercial appraisers. So contacting

my commercial-appraiser friends is easy.
Since these commercial appraisers know
of my good work, they are willing to re-
fer work to me from clients who contact
them looking for a residential appraiser.

Reporting Success

One year later | have actually
increased my income by eliminating
my commercial work., The commercial
appraisals | was doing took about three
weeks to complete. | worked for a
prestigious appraisal firm in Miami with
a 50 percent fee split, which is typical
for the market. | calculated the amount
of residential work | needed to perform
in order to equal my commercial work
income. | found that residential work can
be performed more profitably even with
all the proper verification of sales and
detailed text addendums. I increased my
business and income from the referral
work | describe above. | don't do any
appraisals for lenders if 1 can help it,

even though [ am asked quite often.

I just recently wrote an article in
one of the Realtor newsletters about
short sales and foreclosures and their
use or lack of use of an appraisal. In my
biography | explained that | appraise
residential properties for potential
sellers, buyers and agents. Since then |
have been contacted by the local media
as an appraisal “expert.” | also am a
paid guest speaker for RAMB. This can
generate $500-$1,000 for the day.

| don't advertise or solicit work. All
work that | get comes from referrals,
existing clients (attorneys) or people
whom [ know, including my neighbors
who are willing to pay me to value their
house. And working with my wife is
excellent! She is a Registered Trainee
and we 'work well as a team. She is very
detailed in her work but most importantly
she is an excellent reviewer. When my
work goes out, it is well documented
with virtually no errors, at least that we
know about. VWIREE
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HEALTH CARE
SOLUTIONS

KAISER PERMANENTE AND PACIFICARE

Kaiser Permanente programs feature no pre-existing condition limitations
and no-deductible plans. PacifiCare offers two PPO and three HMO plans
to choose from, featuring a choice of physicians, low co-pays and open
enrollment. (California residents only)

For details, visit www.orep.org (click medical plans) or email

info@orep.org with Calif. Health in the subject line. A qualified agent will be

in touch to discuss your options.

ORGANIZATION OF REAL ESTATE PROFESSIONALS

PacifiCare-

Health Systems

KAISER PERMANENTEe
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