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Self-employed appraisers either
have too much business or not

enough. It is "Just right" for a couple
of hours or maybe for a day.

An excellent way to handle the
inevitable ups and down of self
employment, including appraisers, is
to use budgeting.

I have done budgeting for many
years - both personal and business.
But, when researching and writing
this article I found several very good
ideas which I will start doing in
2020.

Budgeting is very important
because of volatility in income and,
also, it makes you think about your
expense and income trends.

For fee appraisers, just like many
other self-employed people, income
varies widely, but expenses are
steady as most don't change when
your income changes.

This article focuses on business
budgeting, but you should also set up
a personal budget so that you know
how much money you need to "pay"
yourself every month for your 
personal expenses.

What if you have never done a
budget?

Having a business degree or an
MBA can really help, as you are
trained in the financial side of busi-
nesses. I got my MBA in 1980. It
really helped me in 1986, when I
started my appraisal business. 

Have you ever done a 2-4 unit
property and estimated forecasted
rents? Done GRMs? Filled out an
Fannie Form 216 expenses analysis
for a single family rental? If so, you
have done financial analysis. 

Do you look at your expenses and
see their percent of total expenses to
help determine which expenses can
be reduced?

Personal income and expenses - how
much "salary" you need to pay
yourself every month

Don't forget your spouse's income,
any investment income, or other
income you will receive.

You do your personal budgeting
the same as your business budgeting,
just different types of expenses. Plus,

some expenses are part personal and
part business, such as your home if
you claim a home office deduction,
and auto expenses.

Personal expenses include mort-
gage, health insurance, clothes, food,
entertainment, etc, etc.

Set up a personal budget so you
know how much you need to live on:
using the techniques in this article.

Why budget?
Employees who receive regular

paychecks only have to do a personal
budget. But, fee appraisers' business
income is seldom the same from
month to month.

It can really help you in financial
planning for your business. For
example, business goes way up. Or, a
computer crashes and you have to
buy a new one.

Or, your car has a major repair bill.
You can modify your budget.

www.appraisaltoday.com

Planning for 2020 - Set up a budget to manage
your income and expenses

http://www.appraisaltoday.com
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Income budgeting - cash flow vs.
budget

See how your cash flow patterns
have been over the past several years.
Are there certain months or time
periods when income is low or high?
For example, your high months are
the summer and your low months are
the winter.

In my business I almost always
have lots of income in November and
December because of year-end tax
appraisals for estates. The other
months are very unpredictable.

If you do lender/AMC work your
income may be steadier. Forecasting
your 2020 income may be difficult,
but it is important to try. You can
always modify your budget estimate
during the year.

Set up a monthly budget with your
best estimates. You can use
Quickbooks or Excel to set it up. 

How much to budget for monthly
income

There are several ways that the
self-employed do this. One way is to
use their estimate of total income
divided by 12 months. But, I think
there are better ways.

If you have certain times of the
year with a higher income or a lower
income, estimate your average
income for these months as they are
more certain.

Be conservative on your monthly
income budget. Which months were
low? What was the average for those
low month?

Maybe you don't have any typical
low or high months? Look at your
monthly income for the past few
years and calculate the high, low, and
average or median. Maybe you want
to budget for a median or lower
income.

Excel may work the best to get
started

If you haven't done any, or very lit-
tle, budgeting start with an Excel
spreadsheet before using Quickbooks.
You can do it with pen and paper if
necessary, but Excel really helps by
allowing you to easily change cate-
gories and will calculate totals for
you.

If you've never used Excel, or only
used it for appraisals, starting with a
blank spreadsheet may be intimidat-
ing. Google "Excel budget spread-
sheet".

Monthly, quarterly, or annual
budget?

If this is your first time budgeting,
I strongly recommend doing a month-
ly budget. For expenses that do not
occur on a monthly basis, have an
"accrual" budget where you set aside
money every month for expenses that
do not occur on a monthly basis.
Quarterly and annual budgets are also
very useful.

Keeping track of your income and
expenses vs. your budget -
mandatory

I have been using Quickbooks (for-
merly Quicken) for over 25 years. I
use it to write all my checks and I
record all my bank deposits. I can run
income and expense reports at any
time for any period. I can run expens-
es by category and by vendor and
income is by client.

What if you are unable to work?
For many years, when I had family

to support, I had disability insurance,
which can really reduce your finan-
cial worries. I strongly recommend it.

Some insurance companies offer
business interruption insurance,
including some appraisal E&O com-
panies. 

Overhead savings account - income
and self employment taxes

When you were an employee, your
employer deducted your taxes for you
every pay period (Social Security pri-
marily, Medicare, income taxes). 

Since you are self employed, you
must do this yourself. 

One of the most significant finan-
cial problems for many appraisal
business is setting aside money every
month to pay for your Social Security
and Medicare, plus your estimated
income taxes. I set aside money
every month for mine. 

Do you pay quarterlies or pay at
the end of the year. I have done both.
When business was very slow, I have
paid at the end of the year. But, I
strongly recommend you pay quarter-
ly pre-estimated. 

If you have employees, you can go
out of business if you don't pay the
taxes you have already deducted from
the money you have deducted from
their paychecks. The IRS is very
strict about this. 

Pay yourself a certain amount
every month, to cover your personal
and business expenses. All the rest
goes into your "overhead" account. A
good way is to put around 30% (or
more) of each check or deposit into
this account (15% income tax and
12.3% self employment tax).

A special "overhead" account can
be used for income taxes, additional
money for months when income is
low, retirement, etc.
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Another method is when you have
a month with high income (over your
minimum budgeted income), put the
extra income into this account. I
started collecting Social Security at
age 70 at around $2,750 per month. I
am now 76 and get $3,450, an
increase of 25%. I am still working.
This current income replaces years in
the past 35 years when I had lower
incomes. The Social Security 
payment is deposited directly into my
personal savings account along with
extra income from high months.

Vacation savings
Vacation, what's that? When I was

employed I always took all my vaca-
tion and sick leave. Since I became
self-employed I seldom took vaca-
tions longer than a long weekend. 

Why not set aside money every
month for a vacation/sick savings
account? Or, put extra money into
your overhead account (see below)
for a vacation?

Emergency savings account
For employed people, 3-6 months

of income is often recommended, to
be used only in emergencies.

For self-employed, who don't have
to worry about getting laid off and
finding another job, you could put
10% of each deposit into this
account.

Retirement savings - a great way to
save on income taxes

Retirement savings, particularly for
a SEP-IRA, is very important.
Relatively few baby boomer fee
appraisers have much set aside for
retirement. If you are younger, don't
make the mistake we made. Saving
something, even if a relatively small
amount, can really pay off.

Remember, the contributions are
pre-tax and can save substantial
amounts on your current income
taxes. You don't pay taxes until you
withdraw money (after age 59 ½).

There is a 10% penalty for withdraw-
ing money before age 59 ½, which
makes it much less likely you will
take out money.

Don't count on using Social
Security and/or working well into
your 80s as a source of income. All
the appraisers I know who retired
with a comfortable income invested
in real estate, a Most Excellent
option.

I contribute the maximum allowed
every year into my retirement
account (SEP-IRA), except when I
had years where business was slow. 

How much money do you need
every month to cover your personal
expenses?

This is a very important number.
Some appraisers use a separate
checking or savings account for this.

Fixed vs. variable expenses
Most appraisal business expenses

are fixed. In other words, they are the
same whatever your income.

On the plus side, they are easily
determined. On the minus side, if
your income declines they still have
to be paid.

Some months you can pay yourself
and other months you will not be
paying yourself enough.

You need to know what your "bot-
tom line" is.

First, make a list of your expenses
and when they occur

Go through the past 2-3 years of
expenses and see what they are and
when they occur. For example, MLS
dues are paid once per year and cost
$500.

Regularly recurring expenses -
examples
• Self employment tax - Social
Security/Medicare - 15.3% of income
and income tax - a good "rule of
thumb" is 30% of income 
Auto insurance
• Gas
• Other auto expenses
• Telephone
• Data services
• MLS
• Online services - email, web site,
etc.
• Publications
o Dues - Association of Realtors,
MLS, appraisal association, Chamber
of Commerce, etc.
• Home office expenses - taxes,
insurance, etc.
• Software maintenance
• Office - paper, printer toner and
drum, rent, other expenses

Auto expenses
One of residential appraisers'

largest expenses is automobile
because of the amount of traveling
required.

For mileage, be sure to keep a daily
log of your business vs. personal.
Don't take a chance on getting denied
this valuable deduction. There are
plenty of apps, or you can just do a
manual log that you keep in your car.
If you use multiple vehicles, keep a
log for each vehicle. Be accurate. The
IRS is very picky about expenses
based on mileage. 
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Expenses paid with cash
I hate expenses paid in cash. I have

always had a problem keeping track
of them. My bookkeeper really hated
them. Even though I try not to have
them, they do occur. For example, I
need to buy a pen or some other
small office supply item and am not
close to an office supply store where
I can use my AMEX business credit
card to keep track.

When traveling to a seminar or
business event I often go out with a
group and we split the bill, using
cash. It is a travel expense for meals
so I just write down a note on a piece
of paper or take a photo of the bill.
Also, you can use the IRS' standard
travel expenses. 

Keeping track of these expenses is
a real hassle, but is worth it. You
need to keep copies of receipts when-
ever possible.

Fortunately, there are apps that can
do this for you, including scanning
receipts. Or, just throw the receipts in
a box, with a handwritten note,
which is better than doing nothing.

Planned expenses - what are you
planning to buy this year, and when
- examples
• Computer - hardware and software
• Auto maintenance
•Education - tuition and travel
• Software and hardware
Unplanned expenses - examples
• Auto repair
• Computer problems

Increases and decreases in expenses
Will some of your expenses be

going up or down for 2020?
For example, you switched to a less
expensive software maintenance plan
or the plan will be increased for
2020.

Monitoring your actual vs. budgeted
income and expenses

Recording your expenses and not
comparing them to your budget is
okay, but the maximum benefit is by
keeping track of actual vs. budgeted
income and expenses.

Your budget is not fixed. You can
change yours at any time.

Fortunately, appraisers don't have
to set up an annual budget that is
fixed, such as large companies, cities,
etc. do.

You can change it any time you
want. If you're not sure or are wor-
ried, do it monthly.

I regularly change mine over the
year, as actual and forecasted expens-
es change.

Typically appraiser income
changes. Sometimes expenses go up
and down. Your budget helps you
manage your income and expenses.

Where to get more information
Google "budgeting tips for self-

employed persons". Most of it is
what I cover in this article, but some-
times it is good to see how another
writer explains it. Almost all self-
employed persons have wide varia-
tions in income, difficulty saving for
retirement, etc.
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This article focuses on what you
can do today, or very quickly, to

get more appraisals done.
You sell your time. Time is money.

Every wasted minute is less time to
complete an appraisal. 

Now is still a good time for
appraisals. You need to make as
much money so you can to survive
the inevitable downturn.

Working as effectively as possible
is critical. Managing your time for
maximum productivity is very
important. Time is a precious
resource. After a minute (or an hour)
has passed you can't get it back. 

"Time management" is not really
the correct term. Technically, we
don't manage the clock, but we man-
age ourselves with respect to the
clock.

The better you manage your time,
the more profitable the business, and
the less stress you'll feel when the
workload is demanding.

Other ways to save time such as
new software and hardware is great,
but they take time to set up and
learn. Do this when business is slow.

Why don't appraisers turn down
more work?

I was speaking with a self
employed friend (technical consul-
tant, not an appraiser, requiring lots
of travel) who always complains
about how busy she is. I told her I
have always turned down work. She
accepted all work and was worried
she would never get another job. 

She had been self employed for 11
years, but was previously an employ-
ee, doing the same work, for over 30
years. I told her that self employ-
ment was totally different. 

Fear and greed. Fear of never get-
ting another appraisal assignment
from the client. Greed - want more
money, even in this very strong mar-
ket. 

Fortunately, AMCs have forced
most residential lender appraisers to
turn down work, even if it is just not
bidding on broadcast orders. This
gives you practice in Saying No.

In the past, prior to HVCC in 5/09,
appraisers worked for regular clients,
such as lenders and mortgage brokers.
You often had established a good rela-
tionship with them. You gave their
appraisal orders priority and were
willing to take on tough assignments
or fast turnarounds.

Today, too many AMC clients see
one appraiser as the same as another,
and have no loyalty to appraisers,
there is no reason not to turn down
their work. 

Of course, you may have some
good AMC or direct lender clients.

Even if you do little or no lender
appraisals, like myself, the same time
management ideas apply. If it is a reg-
ular client you will try to fit them in.
If a one time client, it is easier to say
no when you are very busy. I always
give them a referral if I can, or ideas
on how to find an appraiser. 

The key to getting more done is
managing yourself

You MUST break those habits you
formed when business was slow. For
most of us, whatever work we have
seems to fill up our time. We took
whatever came in the door during
slow times. This is a Very Bad way to
manage your business, when it is
busy. 

It's not other people who control
how you use your time, it's you! This
might require changing habits you've
established over a long period of time.

You also do it because you want to
have more time for important activi-
ties, such as family, friends, hobbies,
education, or just relaxing. And, have
a less stressful business. You want to
work smarter, not harder.

If I am stressed out, it is my fault,
not my clients', for not managing my
time better. Are you working long,
long hours and missing your chil-
drens' school plays, baseball games,
etc. Which is more important - your
family or your appraisal clients?

"Just Say No"
No appraiser can do every appraisal

assignment. If you're a residential
appraiser, do you accept a commercial
appraisal assignment? Would you
accept an appraisal in a distant town
you have never heard of?

One of the greatest time savers is
using the word "NO". The inability to
use this word leads to taking on too
much work, procrastinating on more
difficult assignments, and feeling very
stressed out with a negative attitude.

Practical tips you can use today for getting more
appraisals done and make more money
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Beware when something does not
"feel" right

Ever get a "funny feeling" about a
lender appraisal order after contact-
ing the borrower, such as a large
addition that does not show up on
public records and they can't explain
it? 

Or, a non-lender assignment where
the client won't provide income and
expenses for a small apartment prop-
erty? 

Or, you don't really know why but
you get that "funny feeling". This
happens to most appraisers. For me,
this is a big red flag to say no. 

I learned the hard way, by saying
yes a few times. I trust my instincts. 

Always, always, always pre-screen
appraisal orders

How do you avoid accepting these
money-loser assignments? Carefully
pre-screen each appraisal request,
even tract homes. I always pre-screen
appraisals, or have my office assis-
tant do public records, MLS, etc.

I recently spoke with a local
appraiser who had accepted an
assignment on a small apartment
property. She did not check MLS.
She did not know that it had a 30
year lease, with 5 years left and the
same requirements for the next 30
years. Very small rent  increases were
allowed. She had already inspected it
and drove comps and was very busy
with other appraisals as well. 

I suggested refunding the money. It
is a very difficult appraisal assign-
ment (non-lender) and would take a
lot of time. Plus, if challenged by the
state board may be difficult to
defend. I get these calls a lot. I
always say "Is the fee worth risking
your appraisal license?

More tips on when to say NO
1. If they can't pronounce your city
name, say No.
2. If you say no and they proceed as
if you accepted the order, say No
(AGAIN!)
3. If you can't understand the name
of the company's contact person, or
phone number over the phone or the
email lacks the info say No.
4. If they tell you they'll be doing a
lot of business in your area, say No.
5. If they answer the phone saying
"ABC AMC, formerly XYZ AMC,"
say NO.
6. If they send you an order to
appraise a property several states and
thousands of miles away, say No.
7. If an AMC you never heard of
says they don't know who to call, tell
them to check out www.asc.gov's
roster.

Don't accept appraisals that are
difficult and time consuming when
you are busy

These often take too much time
and create lots of questions from
reviewers/underwriters.

We've all done it. The appraisal
assignment looks easy, but when we
look closer it will be very difficult.

Many appraisers accept the "tough
ones" if the client agrees to pay
more. But, how much time will it
take? Often you don't really know.
Even if the client is willing to pay a
higher fee for these appraisals, we
never seem to get a high enough fee
and have lots of unanticipated prob-
lems.

Don't forget the inevitable review
hassles for properties that don't con-
form to the "standard" tract house.
This creates both extra time and
greater stress. When you are not busy
is a very good time to take these
tough assignments. They challenge
you and make you a better appraiser.
Now is not a good time.

The most significant problem I see
with residential appraisers is they
don't recognize highest and best use.
For example, it is a small house in a
"tear down" neighborhood with many
homes demolished and large homes
built. Or, it is on a street with many
commercial uses. All you have to do
is drive around and see what is hap-
pening. 

Pre-screening tips:
- Check public records and MLS. 
- Always use Google. Type in the
property address and see what comes
up. Often, there is a photo from the
street of the property and sometimes
lots more information, especially on
sites such as Zillow. 
- Use Google Earth to see if there is
some locational influence, such as
location near a commercial or indus-
trial use.
- Hopefully, you are familiar enough
with a neighborhood to know what is
not standard, such as a big house in a
tract neighborhood. You can always
run MLS data if you are not sure.

After doing the pre-screening
above, if you accept the assignment,
always, always, always ask the
homeowner about the property.
Previous sales, major remodeling,
additions, etc. Make up a checklist. If
it is going to be too time consuming,
turn it down. 

http://www.asc.gov's
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How to say No if you've already
accepted an assignment?

Every year I do this at least once.
For example, an apartment appraisal
for an estate. I requested a copy of
the legal description, which would be
required to determine the site bound-
aries. The beneficiary sent me a doc-
ument that showed the legal descrip-
tion, but also included that he had an
unrecorded life estate on one of the
apartments. He could not explain it. I
had already done the research and
was ready to inspect the property. It
was not worth the risk as it was for
the IRS. I refunded the money. 

Every appraiser has this problem
eventually. One good way to turn it
down is to say you are not competent
to do the appraisal. FYI, Fannie
requires that you be competent
before accepting the assignment. If
not for a Fannie loan you can also
add that it will take quite a while to
gain competency by studying, getting
help from other appraisers, etc. But,
you don't want to hold up their loan.

No appraiser has the skills and
experience to appraise every type of
property in every location, especially
for the fee that is offered.

Cut your driving time by reducing
your geographic area

The easiest and best way to save
time is to cut your geographic area.
EVERY EXTRA MINUTE OF
DRIVING IS TIME AND MONEY
LOST.

I live in the San Francisco Bay
Area. The distances are not great, but
the traffic can be a nightmare and is
often unpredictable. 

I was recently at a local appraisal
group meeting. I was very surprised
to hear that many of the attendees
were still working the large geo-
graphic areas they worked when
there was much less business. They
were trying to schedule multiple
appraisal appointments on the same
day in specific geographic areas but
it seldom worked. Every time they

had to spend 2-3 hours, round trip,
driving time for an appraisal that
couldn't be scheduled with other
appraisals, they lost money.

Research time also expands, the
larger your geographic area. More
money lost.

They are busy and working 7 days
a week, 10-12 hours a day. But, they
could be making a lot more money
by working one or two counties close
to their offices.

I cut my geographic area gradually
from 5 counties to 1 county, starting
about 20 years ago. 10 years ago, I
started working only one county. For
the past few years, almost all my
appraisals are in my small city.

A few driving tips
What is the worst problem for an

appraiser? Having to go back and
take photos!!

Don't make two trips - one for the
inspection and the second for data.
Get a clear idea of the property
before you go out. Check MLS, pub-
lic records, interview the home
owner. Then you can take what you
need with you. Sometimes you have
to make a second trip, but make it
the exception, not the rule. The far-
ther away the property, the more data
you need to take with you.

If you need more sales or listings,
log onto your MLS using your com-
puter or smart phone while you are
in the field.

Don't take assignments that require
a lot of driving time unless you get a
bigger fee or can schedule them with
other nearby appraisals.

To see how long it will take to get
there, use the Waze app. I use it reg-
ularly. If there is a big freeway back-
up, I leave earlier. 

Use GPS mapping software to
schedule the fastest route. 
Schedule assignments in times when
there is less traffic. You already
know your local traffic patterns. 

Dump clients.
Then you won't get phone calls and

emails from them.
See the article" Who's on your

Approved Client list and why? Don't
work for low fees with lots of has-
sles!!" in August 2019 issue of this
newsletter on how to analyze your
clients.

Cut down on interruptions and time
spent on phone calls. Don't be a
slave to your phone!

EVERY TIME YOU STOP
WRITING AN APPRAISAL TO
ANSWER YOUR PHONE, YOU
LOSE MONEY.

To avoid becoming a slave to your
phone, you must control your calls,
rather than being controlled by your
callers.

Of course, when your business is
slow, you always answer your phone,
as each call may be a lost appraisal
order.

We're all afraid an important call
will be missed if we don't pick up the
phone. You may miss an important
call, but you will be able to complete
the job at hand. After all, if you are
out in the field, you couldn't pick up
the phone!

Shut off your cell phone and turn
off the ringer on your landline when
you need to focus. This can be diffi-
cult to do. It took me awhile to re-
program myself. Try doing it for an
hour or two at a time, gradually
increasing the time.

Whenever you have to interrupt
writing an appraisal report, you lose
production time as you have to "get
up to speed" again, taking more time
than if you started and completed the
report at one sitting. Plus, mistakes
are much more likely.



Set aside "quiet time" every day,
during normal business hours, to get
appraisals written up. Call forward
your calls, or let them go to voice
mail or an answering machine. Call
screening is an option, but you will
be interrupted every time you listen
to see who is calling. Today, it is bet-
ter to not even look at the phone to
see who is calling.

Managing your emails save lots of
time

I get fewer business phone calls
now. Almost all my client contact is
by email. I have been getting Internet
emails since the mid-1990s and I
have over 50 email folders for auto-
matic filtering. Otherwise I would go
crazy with huge inboxes.

Set up automatic filtering, with
individual filters for each of your
clients or groups of clients, email
newsletters, etc. Then you won't have
to spend time looking for their
emails. Or, filter all your current
appraisal orders into one mailbox and
then move them to other folders for
each client when completed.

Set up your email so you have a
"thread" for each email with the
order, your response, their response,
etc. This is a huge help in managing
all those back and forth emails.

I belong to many email chat groups
and subscribe to many email newslet-
ters. All are automatically filtered
into separate folders.

Note: this may take a few hours to
set up, but can easily be done. If you
don't know how to do it and don't
want to hassle with it, pay someone
to set it up for you. It is very easy to
do. Be sure to have the person show
you how to manage your filters and
spam settings, as they will change.

Delete, delete, delete emails
My primary email address,

ann@appraisaltoday.com has been
"harvested" by many email bulk
mailers. Even after heavy filtering I
still get about 4-5 junk email mes-
sages per day. I delete them without
reading them.

Be careful with spam filters
For unknown reasons, sometimes

my emails don't get to some people.
They were identified as spam some-
how. Be sure your regular clients are
not stopped by your email filters.
You need to add them to your
"whitelist" which every email spam
filter has. 

Have a separate email address
which is very unlikely to be harvest-
ed by spammers. You can easily set
up a gmail address for this. 

When giving out your email
address to a web site, for example, to
get an email for a plane reservation,
use this address so that if it is har-
vested for junk email you can quit
using it.

Take time off
Even a few hours a week or 10-15

minutes per day can make a differ-
ence.

If you are stressed and over-
worked, your productivity will go
way down. Set aside time with no
phone calls or emails.

When I am stressed and over-
worked because I took on too much
work, I sometimes just park my car
under a tree for 10-15 minutes while
out in the field.

Get out of your office and go to a
movie.

Your family and your health are
your number one priorities. Clients
can always find another appraiser. 

Where to get more information
This article focuses on what you

can do today. Next month I will
write about overcoming bad habits
such as overcoming procrastination,
prioritizing, etc. I will go over simple
behavior modification techniques. I
have used them and they work!!

Take a live time management sem-
inar or class in your area. Do a
google search. I took a one day class
in 1980 and am still using the tech-
niques I learned there. It changed my
life. If there are none offered locally,
take an online class.

There are many books written on
time management. Just go to
www.amazon.com. There are several
for self employed persons which is
very useful for fee appraisers.
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It is easy for me to write about
appraisal business topics. I just

look in the mirror… Of course, this
can be done at any time, but most of
us think about New Year's resolu-
tions (or did in the past) so this is a
good time to work on them.

You can set goals at any time, but
why not do it now?

In this article, I don't focus on los-
ing weight, which is one of the hard-
est goals to achieve. This requires
eating habits acquired over many
year's. Instead I focus on very specif-
ic goals, mostly business related, that
you can achieve.

Write down specific goals and see
how well you do during the year.
This is very important. Dates are
good to set also. You can revise your
goals when you need to.

Start small. Pick two goals. For
example, take one short CE class or
Webinar to update your appraisal
skills in March.

If you don't succeed, don't get dis-
couraged. Just pick another goal or
schedule it for another month.
Having strong willpower is not
something we're born with.

Nothing in this article is new. I am
just applying these well-known tech-
niques to appraisers. There have been
many studies showing that they real-
ly work.

I have included some personal
goals. What is more important, your
business or your family and friends?
Don't forget your non-work personal
goals, such as taking a class in some-
thing you have always wanted to
learn about, such as wine tasting,
wood working, or having lunch with
old friends.

How much time will this goal
planning take?

It will take little time to write
down your goals. What is more chal-
lenging is taking the time to really
think about them. Set aside some
"quiet" time to get some ideas. Think
about it while you are driving
around.

There are many, many possible
goals, both personal and business
Decide some that you are likely to
accomplish.

What if you don't want to do this
now?

I just picked New Year's resolution
as the title of this article. Many peo-
ple do set New Year's resolutions so
it seemed like a good time to write
about goal setting. You can certainly
do this at any time. But, maybe
January 1 will get you inspired. I did
it myself for 2015 for the first time.
It definitely helped me get motivat-
ed.

Don't just say "I will do it some
time". Instead, make a definite date
and set how many goals, such as set-
ting two business and two personal
goals by March.

What time period to use?
Instead of doing goals for one year,

you could start with 3 months. See
how it goes and whether it needs
modification.

What is most important to you?
Don't set too many goals. Is it

increasing income, decreasing
expenses, learning new appraisal
skills, etc. Make a list of what you
want to accomplish. It is different for
every appraiser and changes over
time.

Why New Year's resolutions fail
50% of Americans set New Year's

resolutions.
A study by Richard Wiseman from

the University of Bristol involving
3,000 people showed that 88% of
those who set New Year resolutions
fail, despite the fact that 52% of the
study's participants were confident of
success at the beginning. Fewer reso-
lutions fail when you share them with
others.
• Pick one, or a few, resolutions.
• Start with small, specific goals.
• Tell others.
• Write them down for yourself.
• Identify obstacles and possible solu-
tions. Expect setbacks and learn to
recover from them.
• Reward yourself when you accom-
plish your goal. For example, going
to a movie or reading a fictional
book, such as a mystery, thriller or
any other type for a few hours. I am a
big science fiction fan, but don't seem
to have enough time to read much or
watch movies.

Share your resolutions with friends
and family

You will be much more likely to do
them. For example, tell your spouse
or a good friend that you are going to
take a vacation at least four days long
in the month of May. Or, tell an
appraiser friend that you will attend
one meeting in March of a local
appraisal group that he belongs to
and set the date.

Or, tell a local Chamber of
Commerce regular that you will see
her at a scheduled event in April. Or,
have a spouse "date night" once a
month.

New Year's resolutions. Set goals for 2020 
and how you will accomplish them
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I have found that when I let others
know about my goals, I am much
more likely to accomplish my
goal/resolution. Every time I speak or
see the person I am reminded.

Email a weekly or monthly report
to a friend, even if it only says "noth-
ing done this month". This definitely
helps.

Business resolutions
Below are examples. Setting specif-

ic dates is very important. You know
what is important to you.
• Set up a budget for 2020 by the end
of February (See the article in this
newsletter).
• Bring your lunch one day of the
week when working in the field.
(Saves time and money, plus is
healthier.)
• Fire two AMCs by the end of
February.
• Start working on your income taxes
in January.
o Update your Web site by the end of
March.
• Work on getting a more positive
attitude toward your clients, fees, etc.
Pick one client to start with.
• Work on not getting very upset with
client stupid requests. The client does
not care and it takes a lot of your time
and energy "steaming". Even more
important, don't let it affect your fam-
ily. Start with one client or one inci-
dent. Relaxation techniques and exer-
cise can really help.
• Get one good new client in the first
six months. Start your search in
February. Get another new client
before the end of the year - start look-
ing in April.
• Maintain contact with a few local
appraisers that you know. Call them
every other month, starting in
January. Discuss local appraisal
issues, data services, etc. Try not to
do too much complaining.
• Learn how to do something new on
your software programs or MLS.
• Learn how to use a new software
program or smart phone app.

Examples (pick what is important to
you):
• Using more of your MLS' (or any
other data source) features plus how
to use them more effectively. Your
goal for April.
• Take two CE classes to update your
appraisal skills, not just "get hours".
Check provider calendars or on-line
offerings. Do one in the first half of
the year and the other on the second
half of the year. Pick specific dates
and sign up early so you will be less
likely to cancel. Local often work
best, especially if it is a local instruc-
tor.

Pick one or two business activities to
do.
Examples:
• Attend a local Chamber of
Commerce meeting every other
month, starting in January.
• Attend a meeting of a local appraisal
group. Set the date.
• Attend a local, regional, or national
appraisal conference. Sign up ahead
of time.
• Join a local business networking
group in January. They are good for
possible appraisals plus hear how
other business owners are doing. 
• Set up a local appraisers group with
a few other appraisers you know.
Meet once a month for lunch. 

Personal resolutions
• Plan a vacation and pay for it ahead
of time so you will be reluctant to
cancel it.
• Schedule specific times for your
family and friends and don't postpone.

Examples:
• Regular "date nights" with your
spouse on the 2nd and 4th Sundays of
the month.
• Regular family events, such as
attending a sporting event, child's
music performance or sporting event.
Put it on your calendar.

• Take a non-business short class to
learn something. Look for class offer-
ings. Register for them so you will
attend. There are many, many excel-
lent free online lecture classes such as
Kahn Academy and free classes from
top-rated universities. Or, something
you used to do in the past, such as
photography, and want to get updated.
Set a specific time, such as the 2nd
Saturday of the month.

Local community colleges and
adult schools offer short classes.
Senior centers are a good place, for
those over the age limit (50 in my
city).

My mother took classes her entire
life, in all types of topics. She never
got a degree, but really wanted to
learn. I have taken a lot of live non-
business classes over the years, in
topics that interest me.

Where to get more information
There is some advice online, but it

mostly focuses on personal New
Year's resolutions. Some articles give
overall advice, similar to what I have
written. Google "small business New
Year's resolutions".
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Anker Innovations Brings Amazon Alexa To Your Automobile.
Digital assistants, like Amazon's Alexa, have become an integral part of many of our home lives.  The Roav VIVA and
VIVA Pro are new editions to the Alexa family.  Both devices easily integrate Alexa through a car charger that plugs into
the lighter adapter.  

In the package, you'll find the Roav VIVA or VIVA Pro car charging unit that resembles a slightly larger version of a stan-
dard car charger for your phone. It features two 2.4A PowerIQ-equipped USB charging ports in a standard looking car
charger, but that's where the similarity ends.  The device includes an Alexa light ring plus a mute button on top for activat-
ing the Alexa.

Figure 1: Alexa Enabled Roav VIVA Pro

Anker smartly packaged Alexa into a charging unit to allow the device to easily install into your car. While you may not be
familiar with the name Roav, the brand Anker may ring a bell.  The product is well built, and its design is similar to other
Amazon products.  Users have two fast USB charging ports similar to other Anker chargers.  This is especially helpful if
your car doesn't have any USB ports at all.

Connecting to your virtual assistant
Setting up the VIVA Pro is easy, just download the Roav VIVA app for iPhone or Android and pair the app with your Roav
VIVA device. One of the differentiating benefits of the Roav VIVA Pro is the ability to transmit sound through Bluetooth,
AUX output, AUX output and Bluetooth connections.  Just say "Alexa, play me some Jimmy Buffett", "get the weather",
or "get turn-by-turn directions".
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MBA Loan Volume Application Index – 1/16 to 12/19
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The less costly ROA VIVA does not include an FM transmitter to send output to your radio. It also has an older processor
and less sensitive microphones.   Vehicles not supporting Bluetooth would require the VIVA Pro with the FM transmitter. 

Hey Alexa…
Beyond music, either Roav Viva model can help control your smart home devices, order coffee from Starbucks, or simply
navigate to an unfamiliar destination. 

For most requests, the Roav application runs in the background leaving your favorite native navigation or music app on
the screen.  Some requests, like asking Alexa to make a call, can also bring up a confirmation on your screen with the
number or a list of names that it thinks you are trying to call. But for the most part, whether you're ordering dinner or
communicating with your smart devices, your phone will not need to be out of your pocket or purse.  Should you instead
ask for directions, Waze or another preferred app will load on your phone and will be used for navigation until reaching
the destination.

Current Issues
While you can stream from iHeartRadio, Amazon Music and other music sources, Anker has yet to get Spotify working
with the Roav Viva devices, although they report that Spotify it will be added soon.

Be sure the device will fit in you lighter adapter without blocking the USB ports. 

mailto:ann@appraisaltoday.com
mailto:info@appraisaltoday.com
mailto:info@appraisaltoday.com
http://www.appraisaltoday.com
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Figure 2: Insert the device, Connect with the Alexa app, and choose your Audio Output default

Pricing on Amazon
www.amazon.com (search for ROA Viva)
Prices listed were checked on December 11, 2019

ROAV Viva $35.99 
At this time Amazon was offering a 50% discount coupon

ROAV Viva Pro:  $69.99
At this time Amazon was offering a 30% discount coupon

Certainly, these discounts may change or be eliminated by the time the article is published.

About the author
R. Wayne Pugh, MAI, CRE, CCIM, FRICS is CEO of real estate consulting and

appraisal firm R. Wayne Pugh and Co., the head of Software for Real EstateProfessionals
Inc. and a principal member of Real Estate Counseling Group of America. He formerly
served as president of the Appraisal Institute and as chair of the Louisiana Appraisal
Board. 

http://www.amazon.com


California's new AB 5 bill has
been enacted because some Gig

Economy workers want to be
employees, not independent contrac-
tors (ICs). The largest companies
affected are Uber and Lyft. 

This law only affects appraisers
operating California appraisal busi-
nesses and AMCs sending work to
California appraisers.  

Unfortunately, other types of busi-
nesses such as AMCs are affected.
Fee appraisers don't want to be
employees. AMCs don't want to have
them as employees. There are mil-
lions of ICs in California that could
be affected, including appraisers.

AMCs are trying to figure out what
they need to do. The big issue for
AMCs is whether or not they are in
the appraisal business. Also, how to
prove their fee appraisers are operat-
ing as "business entities", including
sole proprietorships, so they don't
have to be classified as employees.

You may have received letters from
AMCs asking for Employer
Identification Numbers, business
licenses, list of other AMCs you work
for, etc. They are, or will be, sending
new contracts. 

There is a lot of incorrect informa-
tion and opinions out there. Be very
careful about what you believe and
how it affects your business deci-
sions. For example, "I will never get
an EIN (Employee Identification
Number)." They are free from the
IRS. You should have always used an
EIN instead of your Social Security
Number (SSN). The IRS does allow
SSNs for sole proprietorships and sin-
gle member LLCs. See more below. 

This is changing fast. Older online

discussions or articles will not be up
to date on what AMCs are doing now
to try to "prove" their appraisers are
"business entities".

Note: this article's sources were pri-
marily from Peter Christensen's recent
December 19 webinar.

On the plus side, California will not
have much time to investigate staff
appraisers misclassified as ICs in
appraisal forms. They will be way to
busy trying to figure out what SB 5
means for much larger industries. 

Many uncertain issues
I will keep you up to date on what

is happening for appraisers.
Peter Christen says in his recent

December 19 webinar: "The issues
we are discussing also involve very
unsettled matters of law for which
there are no concrete answers."

What affects fee appraisers directly?
This article discusses the "big pic-

ture" of what how SB 5 affects AMCs
and lenders.

Peter Christensen's new 1 hour
webinar, "California AB 5 just for
Appraisers”, available January 10,
2020, focuses on what SB 5 means
for individual real estate appraisers
and small appraisal firms. See end of
article for link. 

Some of the issues: 
" What does the law mean for indi-
vidual appraisers?
" What adjustments should appraisers
consider making in their businesses?
" Why are lenders and AMCs putting
certain items in new contractor agree-
ments?

" What if my small firm uses con-
tractor appraisers? How can I deal
with that?

What about real estate agents? 
If you have a real estate license

(agent or broker), you are not
exempted when doing appraisals. 

Real estate agents must work for
brokers. Decades ago, they obtained
classification as independent contrac-
tors, so employment laws do not
apply to them, including federal law
classifying them as ICs. 

Many other types of businesses are
listed as exempt in SB 5, such as
"referral services", dentists, and com-
mercial fishermen. For lists google
AB 5 exemption lists. Many indus-
tries are coordinating lobbying efforts
for a clean-up bill to AB 5 to add
additional exemptions. 

Real estate appraisers are not listed
and do not appear to have a signifi-
cant lobbying effort (or money for
lobbying). 

AMCs arguments against being
employers

"An AMC's business is not "per-
forming appraisals" - this is the
equivalent to Uber's contention that
"Uber is not a transportation compa-
ny; it's a technology platform for dri-
vers." (But note - a hybrid
AMC/hybrid firm will have extra 
difficulty making this argument.)"
Source: Peter Christensen December
19 webinar

The "Business to business" exemp-
tion in AB 5 is somewhat long and
complicated. Read Peter
Christensen's slides 19 and 20 from
his December 19 webinar PDF. See
the link at the end of this article. 
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New CA Law: Appraisers want to keep 
Independent Contractor status with AMCs

What’s happening in your state?
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This is what AMCs are trying to
prove for their fee appraisers. 

However, it could be tricky for
AMCs if they also have employee
reviewers and appraiser. 

Having an EIN instead of an SSN
on their W-9s would help them show
the appraisers are businesses. Also,
you don't want your SSN on W-9s. 

What is most relevant for
appraisers in AB 5?

Fortunately, Peter Christensen has
highlighted them in www.valuation-
legal.com/full-text-of-ab-5 .

Sections highlighted include: ABC
test requirements, real estate licensee
exemption, and "business-to-busi-
ness" exception. 

See the link at the end of this 
article. 

See below for analysis of the ABC
test what it is and what it means for
appraisers. 

What are the AMC options
(From Peter Christen's December

19 Webinar. See link at end of 
article)

This is why AMCs are requesting
EINs, business licenses, new contrac-
tor agreements, etc. 

For AMCs that desire to continue
operating in California, there are
really three choices (ABC):
A. Change nothing, take the risk.
B. Convert contractors to employees.
(What happens then if appraisers get
an exception?)
C. Seek to utilize the structure of the
"business-to business" exception.

Option (c) is being taken by AMCs
I know who have studied the issues.
Three basic steps in doing that:
1. New contractor agreements,
2. Revamp order forms, and
3. Revise problematic SLA (Service
Level Agreements between the
AMCs and their vendors, including
fee appraisers).

What if you do not work in
California

SB 5 only applies to California
appraisers. 

But, the "Gig Economy" issue
(employee vs. IC) is in all states, if
only because of Uber and Lyft. This
is what is driving SB 5. There will be
pressure to follow California. 

A few states have the ABC rules
applied the same as California now. 

If you have any ICs working for
your company, be sure you are classi-
fying them correctly. I know of
appraisal companies forced into
bankruptcy or required to reclassify
their ICs as employees and pay a
very large fine. Trainees can never be
ICs.

What is being done in other states
regarding ICs vs. employees

Source: Appraisal Institute
December 10, 2019 webinar. 
•  17 states + DC use some form of
the "common law" Hot Legal Issues:
the Gig Economy 
Test (friendlier to employers)
• 33 states use some form of the ABC
Test and some of the Common Law
tests(friendlier to employees)
- Some don't use prong "B" (IC pro-
vides the same services as client)
CO, OK, PN, VA, WI and others
- Some have the "off-premises"
exclusion (services done outside the
location of the hiring entity's busi-
ness)

Some states may want to remove
the "off premises" exclusion if they
have ABC. Some states may want to
add ABC. Or, other states may want
to add it to their version of ABC
tests. 

States currently considering (or
"interested in") tightening their laws
include NY, IL, WI, OR and WA. If
you are in those dates, be sure to
keep track of what is happening.
Proposed federal legislation is H.R.
2474/S.1306. 

The burden of proof is on the ICs
to prove they are not employees.  

SB 5 requires AMCs to use
"business entities", not individual
appraisers

This is a significant change.
Previously, AMCs hired individual
staff appraisers at an appraisal com-
pany, resulting in fewer appraisal
companies with staff appraisers.
These appraisers are not "business
entities". The appraisal companies
they work for are the "business enti-
ties".

Now, the AMC contracts with the
business. This may help appraisal
companies with staff appraisers get
more AMC business. 

What's the difference between an
appraiser as employee or
independent contractor?

The primary criteria, as always, is
"control" over the worker.

Remember what it was like when
you were a trainee? Your supervisor
taught you how to use the MLS, fill
out forms, how to measure, research,
write up reports, etc. You were not an
independent contractor legally, even
if you were given a 1099 instead of
payroll deductions.

When you became self employed,
you did a lot more than just do
appraisals. You decided who to work
for, how to do your appraisals, hired
staff, paid your self employment
taxes, got your own appraisal assign-
ments, etc. 

AMCs are trying to figure out how
to "prove" fee appraisers are not
employees. 

There is lots of incorrect advice. Be
careful!!

I strongly advise reading the PDF,
and listening to, Peter Christensen's
December 19 webinar. Plus, his blog
with lots of information. See the links
at the end of this article.

I have heard that you have to be an
LLC or Corporation. WRONG!!. 

Accountants have said using a
Social Security Number instead of an
EIN (Employer ID Number) is ok.
WRONG and very risky for security

http://www.valuation-legal.com/full-text-of-ab-5
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purposes. I have never given my SSN
out unless absolutely necessary. 

Unfortunately, there are lots of
appraiser online ranting without
understanding the issues. 

This is changing very rapidly. I will
help you keep track. 

What about direct lenders?
They are not subject to the biggest

AMCs issue: are they appraisal com-
panies? However, they may want to
more closely monitor their fee panel
appraisers to be sure they comply
with the requirements for IC status.
For example, if all their appraisals are
for that lender they are not ICs.

They also may want to know if the
AMCs they use comply SB 5.  

Employee Identification Number
(EIN) - get it today

This is the most frequent AMC
request. This does not "prove" you are
self employed, but is better than noth-
ing.

I have had an EIN since I started
my appraisal business as I had
employees. Today, with so many
hacking problems, it is very good idea
to keep your SSN private. 

Applying for an Employer
Identification Number (EIN) is a free
service offered by the Internal
Revenue Service.

If you have ever had an EIN for
any business as a "sole proprietor"
you will have to use that number for
your appraisal business. Individuals
can only have one EIN and it is asso-
ciated (attached) with your SSN for
IRS purposes. 

It takes about 5 minutes to get an
EIN. Use this link www.irs.gov/busi-
nesses/small-businesses-self-
employed/how-to-apply-for-an-ein

What about requests to become an
LLC, list of clients, etc.

AMCs are trying to prove that their
fee appraisers have independent busi-
nesses. 

Some say you have to be an LLC
or Corporation. SB 5 has a list
including sole proprietorships, LLCs
and Corporations as forms of owner-
ship. Also, it is a hassle and expense
to set up, and maintain, an LLC and
or corporation. 

I have been writing about appraisal
companies regarding how to classify
fee appraisers as ICs since 1992,
when I started this newsletter. There
are many ways to verify how a fee
appraiser can be classified as an IC.
It is very complicated. 

In addition to EINs, some AMCs
are asking for some of these: 
- Business licenses, if available in
your city. If required in your city,
you should already have this. I
obtained a license when I started my
business. 
- List of AMC clients (or top 5
clients). This is a bit tricky as it may
be considered confidential as you are
providing it to your AMC client who
is a competitor. Your decision. 

You are trying to prove to the
AMC that you are an independent
business person that has more than
one client. 

AMCs need new contracts with fee
appraisers

The contracts (appraisal service
agreements) need to be longer to
address issues in AB 5, including less
explicit control over an appraiser's
work. 

Why do appraisers want to be ICs?
The primary issue seems to be

money, of course. Employers pay
half of your Social Security tax and
other benefits. As a self employed
appraiser, you can take a
ll your business  deductions.

Also fee appraisers want to be self
employed so they have control over

the appraisals they accept, their fees,
etc.  

The "business-to-business"
exception in AB 5

This is somewhat complicated. See
Peter Christensen's December 19
Webinar slides 19-20. Link at the end
of this article. It says the AMC and
the fee appraiser can't be in the same
business. 

What has changed for AMCs with
AB 5?

A previous CA decision
(Dynamax, 2018) said that to be an
IC the appraiser must perform work
that is outside the usual course of the
firm's business, plus other require-
ments below. Of course, this also
affects using ICs in your appraisal
business. However, only overtime,
break time, wage issues were includ-
ed in Dynamax. 

A brief history: Borello was enact-
ed in 1989. Dynamax updated it in
2018. Now SB 5 (1/1/2020) has
updated Dynamax.

The ABC Test and appraisers 
The company must fulfill all three

IC requirements below before using
ICs. 
A. The company does not exercise
control over the appraiser (per my
summary)
B. "that the worker (appraiser)
performs work that is outside the
usual course of the firm's business
(AMC)" 
C. The appraiser is engaged in an
appraisal business. (per my
summary)

With SB 5, #B ("prong B") was
extended to add other employee
obligations. 

Part B Two examples (per my sum-
mary)
1. Retail store hires plumber to repair
a leak. Not part of the store's usual
course of business.
2. Clothing manufacturer hires work-
at-home seamstresses to make dress-
es from cloth and patterns supplied
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by the company. The workers are part
of the manufacturer's usual business
operation.

Per Peter Christensen, appraisers
working for AMCs "fall somewhere
in the middle of those examples." 

For AMCs, the issue is what is
their "usual course of business"?
They say they are not "performing
appraisals".

However, even courts disagree on
the meaning of "usual course of busi-
ness". 

This issue has not been resolved. 

Other possible issues
"The AMC must be able to show

that the appraiser business is provid-
ing its services directly to the AMC
rather than to customers of the AMC
- this may present a challenging argu-
ment because under appraisal stan-
dards the "client" of the appraiser is
usually defined as a lender (when the
appraisal assignment is for a loan)."

"AB-5 expands application of the
A-B-C test beyond what are called
the Industrial Wage Orders - the main
practical effect of the Dynamex deci-
sion was that reclassified workers
would be entitled to overtime under
the Wage Orders. Under AB-5, the A-
B-C test will now apply for all pur-
poses under the California Labor
Code (and also for purposes of unem-
ployment insurance). This means that
a reclassified worker would be enti-
tled potentially to recover the reim-
bursement of costs and expenses that
is required for employees under
Labor Code section 2802. This pro-
vides attractive bait for attorneys to
file putative class actions when an
appraiser is willing to serve as a
named plaintiff."

Source: Peter Christensen

Why the IRS and state employment
agencies don't like ICs - the Big
Picture

It is all about the money. ICs some-
times don't pay their taxes.

The companies they work for may

not file 1099s. So the IRS does not
know what was paid by the compa-
nies. The 1099s I receive have sel-
dom matched my income and were
almost always low. There is only a
minimal fees if a company does not
send out a 1099. 

Have you ever had difficulties pay-
ing your self employment taxes
(income taxes and Medicare)? I have,
when business was very slow. I did
not pay my quarterlies and paid all
the taxes the following October. A
few times I had to work out a pay-
ment plan with the IRS, which
included late fees. 

Employers don't like employees.
Labor laws are strict and don't apply
to ICs. For example, you can stop
using an IC without stating any rea-
son. It can be difficult to lay off
employees. Workers must be paid
compensation, unemployment, other
benefits, etc. depending on the state. 

Employers pay their part of
employee taxes by deducting them
from the employee's paycheck and
sending the taxes to the IRS and state
agencies.

Where to get more information
(may need to copy and paste these
long links)

How to get an EIN:
www.irs.gov/businesses/small-busi-
nesses-self-employed/how-to-apply-
for-an-ein

The best place to read the full text
of SB 5, with relevant notations and
comments highlighted, from Peter
Christensen:
www.valuationlegal.com/full-text-of-
ab-5 

Free January 10, 2020 webinar by
Peter Christensen focusing on
appraisers: "California AB 5 just for
Appraisers "
www.valuationlegal.com/2019/12/vid
eo-webinar-california-ab-5-just-for-
appraisers/ Register now. 

Free December 19 webinar focused
on both AMCs and appraisers. Most
of this article was based on this webi-

nar. Read the PDF slides. Free Video
Webinar "California AB 5 for AMCs
and Appraisers" Published by Peter
Christensen on December 19, 2019
Download at:
www.valuationlegal.com/2019/12/fre
e-video-webinar-california-ab-5-for-
amcs-and-appraisers

One place to find the documents
you may want to read..  Lots of doc-
uments, presentations, articles, etc.
at Peter Christensen’s 
AB 5 Center: “Appraisers as
Independent Contractors”
www.valuationlegal.com/ab-5-center-
appraisers-as-independent-contrac-
tors/

IRS's 20-item test used to deter-
mine employment status.
www.thebalancesmb.com/how-the-
irs-determines-independent-contrac-
tor-status-398618 This has been in
use for a long time, and still applies
to appraisers using ICs in their busi-
nesses. I used it in 1986 to determine
that my trainee appraiser was an
employee, not an IC. "Other apprais-
ers" told me she was an IC.
WRONG!!

Where to get legal advice for IC
contracts and other issues

If you use IC appraisers in your
business, don't just google indepen-
dent contractor agreements.

Be sure to ask an attorney who is
familiar with California labor laws
and ICs. Setting up a correct IC
agreement is required if you use ICs.
Do not ask your regular business
attorney, except for a referral to a
labor law attorney.

FYI, California, and some other
states, do not allow non-compete
agreements.

My disclaimer
I took a business law class once,

required for my MBA. I definitely
was not going to ever be a lawyer.
Too complicated and detailed for me.
I never took another legal class. 

This article is my interpretation of
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