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Where are we going? Change
will be required. Most of us, of

course, just "want to do appraisals."
But that doesn't work for long term
success as appraisal volume, clients,
regulations, types of appraisals and
appraisal requirements change over
time.

You MUST focus on the business
side of your appraisal business to
survive and be successful. 

How many appraisers do you know
who say they are making less money
per appraisal and are very dissatis-
fied? They have neglected the busi-
ness side of their appraisal practices.
They don't have businesses, they
have jobs.

When they're swamped with work,
they get very stressed out and don't
know how to prioritize their business
tasks so that they can set aside time
for family and friends, which is much
more important than their businesses.
When fees drop or business stops
coming in, they don't know what to
do. They don't know how to change,
or they refuse to change.

Appraisers regularly call me who
are dissatisfied with their businesses.
When I ask them the simplest busi-
ness questions, such as how diversi-
fied they are, how they select their

clients, how much profit they are
making, or how they plan for the
inevitable slow downs, I usually get a
litany of complaints, i.e., AMCs,
HVCC, FHA requiring certified
appraisers, lender pressure, etc.

If you've never been a printer and
decide to start or buy a printing busi-
ness you will have to learn how to
run the business. You will hire expe-
rienced press operators to run your
equipment.

In contrast, when you start an
appraisal business, you start the busi-
ness because you know how to
appraise. Most appraisers who
become self employed have little
experience or training in business or
marketing. Even if you do, you have
difficulty taking time away from
your personal appraisal production to
run the business side.

Many fee appraisers have a fatal
assumption - that "if you understand
the technical work of a business, you
understand the business that does that
technical work." This is the primary

reason most small businesses fail or
why the owner is very dissatisfied
(including appraisal businesses).

One of the best small business
books I have read is Michael Gerber's
"The E-Myth, Revisited, Why Most
Small Businesses Don't Work and
What to Do About It." The book is
easy to understand, with practical
examples, and will "hit home" for
many appraisers. This article applies
Gerber's ideas to appraisal business-
es.

The Entrepreneurial Myth
Many books and articles say that

businesses in America are started by
entrepreneurs who look for an oppor-
tunity and start a business. What is
important is the opportunity, not the
type of business. In fact, most busi-
nesses are started by technicians, who
know how to appraise, do account-
ing, or bake pies. For various rea-
sons, they decide to start their own
businesses. Why did you start your
appraisal business? You probably had
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an "entrepreneurial seizure." You did-
n't want to work on a fee split or did-
n't like your boss. In my case, I had
been a corporate real estate manager
for five years and liked the corporate
world less and less each year. I was
tired of working for people who
never seemed to listen to what I said,
and was burned out on corporate pol-
itics. I wanted to be self employed,
but had not considered doing fee
appraisals.

I started appraising in the mid-
1970s, but went into corporate real
estate management after getting my
MBA in 1980. In 1985 my husband
met a local appraiser at a gas station
where they were both getting gas. He
told my husband I could make more
than I was making at the corporation
($50,000 per year in 1985) as a fee
appraiser. I did a few assignments for
him, and within a few months, quit
my job, cashed in my stock options,
and started my appraisal business. I
had an entrepreneurial seizure. My
husband was supportive, but a bit in
shock.

The appraiser as Entrepreneur
The Entrepreneur is the dreamer,

the visionary. The Entrepreneur loves
change. The Entrepreneur lives in the
future. The Entrepreneur makes us
start our businesses and keeps us
going when business is down.
Appraisers who make it through the
inevitable bust cycles of the appraisal
business have a strong entrepreneur-
ial side.

Entrepreneurial commercial
appraisers made it through the down-
turn in the developer business in the
early 1990s by shifting to RTC (fore-
closure) work until it died off, then
shifting to institutional investors
when that market came back in the
late 1990s. Their appraisals changed
as the market shifted, switching from
complete/self-contained to offering a
menu of options. 

Entrepreneurial residential apprais-
ers shifted from documented and

reviewed reports in the early 1990s to
mortgage brokers in the mid 1990s
when direct lenders outsourced loan
origination, shifted to abbreviated
reports such as drivebys. Automated
underwriting increased. The survivors
made a commitment to solicit non-
lender work so they could make it
through the inevitable down cycles of
lender appraisals.

Non-entrepreneurial residential
appraisers are hoping to retire before
AVMs take over.

The appraiser as Manager
Our entrepreneurial side conflicts

with our Manager side. The
Entrepreneur wants to change. The
Manager wants to keep everything in
order and doesn't like change.

The Entrepreneur lives in the
future. The Manager lives in the past.
But without the Manager, the
Entrepreneur would have a chaotic
business, constantly changing, with
no systems in place to handle
appraisal orders, track appraisal
progress, return phone calls, send out
amended appraisal reports, or even
make sure the copier doesn't run out
of toner at a very critical time.

The Entrepreneur sees opportunity
in changes in the appraisal market.
The Manager sees problems. Without
both personalities, an appraisal busi-
ness cannot be successful.

The appraiser as Technician
Technicians just want to get the job

done. The Technician's motto is, "If
you want it done right, do it your-
self." Thinking about the business
gets in the way of getting the
appraisals done.

The Entrepreneur keeps the
Technician from maximum appraisal
productivity by taking on too many
assignments and clients. The
Manager keeps trying to "organize"
the office, taking time away from
appraisal production.

For most appraisers, our Technician
side is strongest, just like most other

small businesses. The typical small
business is 10 percent Entrepreneur,
20 percent Manager, and 70 percent
Technician, according to the EMyth
Revisited.

The Entrepreneur lives in the
future. The Manager lives in the past.
The Technician lives in the present.

Unfortunately, when the Technician
is in charge, the Technician gets
burned out trying to do it all.

All three personalities are neces-
sary for a successful business.

Technicians have a job, not a
business

When business is slow, Technicians
don't know what to do and bitterly
complain. They keep waiting for a
"boss" to send them work.

When most businesses start, the
Technician is in charge. Finally you
are working for a full fee, doing the
appraisals you want for the clients
you prefer. You and the business are
the same. You work long hours, 7
days a week. That's okay when you're
first starting your business. But three
or four (or many more) years later,
you're still working those long hours.
But, then you start to get burned out.
Sometimes you miss deadlines.
Sometimes you forget a client's
requirements. Sometimes there are
avoidable mistakes in your appraisal
reports.

Appraisers leave the business when
they realize that after many years of
working 7 days a week, it wasn't
worth it any more. Even worse, they
have few appraisals in slow times.
They are Technicians and never
developed their Manager and
Entrepreneur sides.

If you can't take a vacation or are a
slave to your cell phone, and think no
one else can do it as good as you can,
you don't own a business, you have a
job. That's okay, but you pay a heavy
price.
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Moving beyond the Technician stage
Finally you decide to get some

help and look for someone to do
what you don't like to do. In my
appraisal business, I realized in the
third month that I did not like clerical
work. If I had to do it, I would rather
be an employee again. So I hired a
clerical assistant. I still have one
today. By the end of my first year in
business, I realized I hated bookkeep-
ing, even though I had a good
finance background. I hired a part-
time bookkeeper. Later, I hired
appraisers.

Every business owner is different.
Maybe you don't like working with
computers, so you hire a computer
consultant. Or, you don't like con-
firming sales, so you hire a
researcher.

You have allowed your Manager
side to develop. But you need to be
careful that you are really managing,
not just hiring someone and letting
them do what they want.

Many appraisers complain that
they hire a clerical assistant, but
everything gets messed up. Or, the
assistant doesn't do what you want
done, the way you want it done. Or,
the trainee you hired doesn't get the
work done on time. That's because
you are a "Manager by Abdication."
You fail to supervise or keep track of
what is going on in your office. You
fail to give guidance or feedback to
your employees. You fail to become
an effective Manager.

At this point, many appraisers go
back to being a Technician, and
doing it all themselves. And the cycle
starts again. One day you wake up
and realize you don't want to go to
work today, or any day. You don't
own a business, you own a job.

Entrepreneur vs. Technician
The Entrepreneur starts with the

client, not with the business. The
Entrepreneur understands that "with-
out a clear picture of the client, no
business can succeed." The

Technician only looks outward, ask-
ing "How can I sell my appraisals?"

To the Technician, the client is
always a problem, who never seems
to want what the Technician has, at a
price the Technician wants to charge.

To the Entrepreneur, the client is
an opportunity, with needs to be sat-
isfied. To the Entrepreneur, the world
is full of opportunity, and is a contin-
uing surprise. To the Technician, the
clients seldom, if ever, appreciate
him or his work, and won't let him do
what he wants to do.

The Technician looks at the prod-
uct. The Entrepreneur looks at the
client.

The Technician starts with the pre-
sent, looking forward to the future,
hoping to keep it the same as the
past. The Entrepreneur has a well
defined future, coming back to the
present to match the future.

The Gerber answer - McDonald's
Work on your business, not in your

business, is the theme of the E-Myth,
Revisited. What is important is that
your business is not your life. Your
business and your life are separate.

How can you go from an almost
100% Technician to using your
Entrepreneur side? Yes, you do have
one. Everyone who started a business
has one.

In his E-Myth Revisited book,
Michael Gerber suggests using a
franchise model, where the business
is very structured with written manu-
als. Although I was a bit put off at
first, after re-reading this section of
his book, there are lots of good ideas
for appraisal firms.

In the franchise model, the goal is
to have vision and a model of your
business so that everyone knows
what they must do, and how to do it.

Will this work for your business?
Maybe, maybe not. Is it applicable to
a one person business? Yes, if only to
get you to think about your business
and plan for the future. Every
appraisal business will be able to get

a few good ideas on how to hire and
manage people, provide consistent
service to clients, etc.

What if you just want to have a one-
person business?

Many appraisal businesses have
only one person in the business - the
appraiser. Some successful appraisal
businesses have run for years this
way. This article explains the price
you may have to pay for that decision
and gives you some options. I don't
recommend working without any
clerical assistance, particularly when
business is strong, as you can pay
someone work for $15 to $20 per
hour (depending on location), and
you can do appraisals for $50 to $100
per hour. That's how businesses make
more money.

If you only have one person, you
have to do all the work, manage the
business, and plan for the future. Of
course, it is possible to do it all. It's
your decision.

However, you may be better off
and happier working for someone
else. Not everyone is cut out to be
self-employed. As you already know,
there are many minuses. If you don't
want to be an Entrepreneur or
Manager, maybe it's time to consider
becoming an employee. Experienced
staff appraisers are hard to find.

Where to get more information
This article is based on an excellent

book, "The E-Myth, Revisited, Why
Most Small Businesses Don't Work
and What to Do About It," written in
2004, by Michael E. Gerber, a small
business consultant. The book is still
in print. To get a copy go to the
www.amazon. The book will definite-
ly get you thinking about the busi-
ness side of your appraisal practice.

No time to read? Buy the CDs and
listen in your car. 

The book will definitely get you
thinking about the business side of
your appraisal practice!

http://www.amazon


about retrospective valuation, or
understands construction properly,
and can complete a report based on
both the as if value, and as is value. 

As residential appraisers, we often
come under extreme pressure.
Pressure to ignore issues with a prop-
erty, pressure to turn in assignments
too quickly and to cut corners, pres-
sure to meet sales prices that are too
high, pressure to appraise lower than
market value to accommodate some
interest or another. For someone who
is proud of their work ethic and quali-
ty, and is independent, impartial,
objective and knowledgeable about
the work they do and how to support
it, we will never be "just" a residen-
tial appraiser. We will forever be
standing up for doing our work the
right way and not bending to pres-
sures. This is the mark of a profes-
sional. This is the mark of someone
who takes the profession seriously
and understands how important our
work is. 

For those of us who treat being a
residential appraiser seriously, and as
a significant responsibility, we will
never be "just" a residential appraiser.
Think about that next time the word
"just" crosses your mind. We must
change this narrative from within. Be
professional, be the best you can be.
Be proud of being a residential
appraiser. I know I am!

About the author
Rachel Massey, SRA, AI-RRS has

been in the real estate field in the Ann
Arbor MI area since 1984, first in
sales, and then as a full time apprais-
er since 1989. She has a Bachelor's
degree from Siena Heights University
with a real estate concentration and is
an AQB Certified USPAP instructor.

Contact Rachel at:
Email: rachmass@comcast.net
annarborappraisals.com (website)
annarborappraisal.blog (blog)
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By Rachel Massey, SRA, AI-
RRS, ASA, IFA

Editor's comments: For many
decades, residential appraising has
been considered "inferior" to com-
mercial appraising. Appraisal text-
books focus on commercial appraisal
topics and examples. I started
appraising in 1975 doing residential
appraising. After a few years I had
the opportunity to "move up" to com-
mercial appraising. 

I have always considered residen-
tial appraisers as specializing in one
type of property: 1-4 units. Most
commercial appraisers, such as
myself, appraise a wide range of dif-
ferent property types. Some specialize
in property types such as hotels, golf
courses, etc. but most do not. 

Residential trained me to see
"beyond the numbers" and look at
buyer motivations, etc. 

There is no doubt that moving to
obtaining a certified general

appraisal license opens doors to var-
ied and interesting work. If it is in
one's capacity to obtain this level,
and there is the desire to spread
one's wings to a multi-discipline
practice outside of the residential
side, it is a great idea. That said, the
idea of being "just" a residential
appraiser has got to stop. A good pro-
fessional residential appraiser who
studies the market, knows how to
analyze and solve a problem, and can
communicate effectively and suc-
cinctly, is a very valuable appraiser at
that!

As professional residential apprais-
ers, we constantly work at honing
skills. We work at becoming better
appraisers every day, realizing that
learning never ceases if one is open
to it. As professional residential
appraisers, we exceed minimum
qualifications and minimum educa-

tion requirements. Many of us have
earned designations that take signifi-
cant study and testing. Many of us
spend a lot of time, money, and
resources honing our skills and trying
to improve every day. We work with
most people's largest single assets,
and we are aware of that. We take
the responsibilities of doing our
best seriously. We must be aware of
nuances in buyer preferences, and
how they change and evolve.  We
must be very aware of what is hap-
pening in our markets and pay close
attention to changes as they start to
occur. 

Homeowners hire us because they
have a real need. They need to have
someone who is independent, impar-
tial, and objective help answer ques-
tions they have. They need someone
who knows the market, knows how
to analyze segments of the market,
and who can present their findings in
a way that makes sense and is usable,
regardless of the opinion of value.
Homeowners hire us to answer ques-
tions as varied as "what will this pro-
posed addition add in terms of value"
or "what will my value be after I split
off five acres from my seven-acre
tract of land" or "will it be cost effec-
tive for me to complete the list of
improvements recommended by my
REALTOR prior to listing my house
for sale"? There is a myriad of rea-
sons a homeowner would want to
hire us directly to answer questions. 

Attorneys hire us to answer ques-
tions as well. They might need to
know what the value of a property
was as of the date of a marriage in
1992, and what the current value is.
They may need to hire us to address
what a property would be worth if
there was no construction defect, as
well as with the defect indicated.
They need someone who is not only
independent, impartial and objective,
but someone who is knowledgeable

I am not "JUST" a residential appraiser!

mailto:rachmass@comcast.net
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By Julie Friess SRA, AI-RRS,
MA

It's July 2017 and I receive a phone
call from a local attorney who

needs a litigation appraisal and con-
sultation. 

After I do some research on the
property, I call her up and I tell her I
need to complete an in-depth Highest
and Best Use (HBU) analysis before
I can move forward. She tells me she
has been practicing for over 30 years
and has never had an appraiser use
these terms before and does not
know what this means. 

The subject property in this case is
a 5 acre parcel zoned 2 acre mini-
mum lot size (it can be subdivided
one time) on Oak Creek with an irri-
gation ditch running through it in
two places and a legal-nonconform-
ing use residence (grandfathered)
that was constructed in 1958 and a
chicken coop on it. The parties need
to know what the value is.

Desktop "bifurcated" appraisal 
I receive a request for a bifurcated

appraisal before they were called
"bifurcated" appraisal reports
approximately two years ago on a
property in northern Arizona. A real
estate agent would go out and photo-
graph the house from the street and
take a street view photo and I would
complete a desktop appraisal report. 

I research the subject property and
discover that it is a 2 acre property
with a small house on its northeast
corner that is over 40 years of age, 1
bedroom, 1 bathroom, 800 square
feet in gross living area, no garage
and nothing else on the parcel. 
Zoning is General; 35,000 minimum
lot size (so just about anything is
allowed there) and the subject prop-
erty is located on a busy road, sur-
rounded by industrial and commer-
cial properties on all three sides

except for the road. 
I contacted the vendor and told

them an on-site visit was necessary
because the Highest and Best Use of
the subject property needed to be ana-
lyzed closely and was in question and
I could not proceed without standing
physically on site. 

Although the residence was
LEGAL, it may not have been the
most PROFITABLE use of the prop-
erty, which is why the appraisal need-
ed to be stopped right there and the
HBU analysis needed to be the focus
before anything could go forward. 

This is the justification for complet-
ing the HBU Analysis BEFORE any-
thing else is in the appraisal develop-
ment. 

It is also the rationale for being able
to conclude that without identifying
and comprehending what the zoning
is for a property, an HBU conclusion
cannot ever be reached by an apprais-
er. 
USPAP 2020-2021 says:
STANDARDS RULE 1-3, MAR-
KET ANALYSIS, AND HIGHEST
AND BEST USE

When necessary for credible assign-
ment results in developing a market
value opinion, an appraiser must:
(a) identify and analyze the effect on
use and value of: 

(i) existing land use regulations; 
(ii) reasonably probable modifica-

tions of such land use regulations; 
(iii) economic supply and

demand; 
(iv) the physical adaptability of

the real estate; and 
(v) market area trends; and 
Comment: An appraiser must avoid

making an unsupported assumption or
premise about market area trends,
effective age, and remaining life.

(b) develop an opinion of the high-
est and best use of the real estate.

Comment: An appraiser must ana-
lyze the relevant legal, physical, and
economic factors to the extent neces-
sary to support the appraiser's highest
and best use conclusion(s).

Just stating that a property is
"Single Family Residential" and is a
single unit use and therefore it is the
HBU is not appropriate for determin-
ing the HBU. Each example provided
herein is a legal SFR, yet none are the
Highest and Best Use for the parcels
or improvements. Single use or not.
Out of the thousands of appraisals I
looked at since 2007 for litigation and
default for mortgage lending, more
than 1/3 of them had missed real egre-
gious Highest and Best Use issues
with the real estate.

Overimprovement
A month ago, I inspected a property

in a city to the north of me. It was a
7,000 sf house with an apartment
above the 4- car workshop garage and
barn that lead out to a corral and arena
on 2 acres. The subject property had
been purchased by the current owners
in 2002 for $230,000 (house and land)
and they had invested $4,000,000 into
it increasing its GLA from 2,200sf to
7,000sf. It was an extraordinary struc-
ture, no question about it. 

Across the street the neighbors had
purchased their house in 2001 for
$235,000 and they too had invested
money in their property, but not quite
as much. They remodeled their house
and increased the GLA from approxi-
mately 1,950sf to 3,850sf, constructed
a similar workshop/garage and guest
apartment above it on their lot and
then they put it on the market for
$750,000 in 2016. It wouldn't sell and
after 300+ days on the market they
cancelled the listing. Then in 2018
they tried again and put it on the mar-
ket for $625,000 but it wouldn't sell.
Today they still live in their house.

Highest and Best Use and USPAP 2020
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remove the excess land from the par-
cel total in the analysis.

In my HBU Analysis I first analyze
the land, removed all but the land
that was needed to support the guest
house and the main residence, which
was approximately 3 acres, from the
parcel, and made the hypothetical
condition and explained this in the
report. But I wasn't finished yet!

Research and analysis supported an
HBU of splitting apart and removing
the guest house from the main house
as well. 

A hypothetical condition was made
that the guest house and 1.5 acres
was also removed from the analysis,
and the subject property was
appraised with only the main house
and 1.5 acres of the entire 15 acre
parcel, and a road easement put in
place through or around the vacant
land to access the subject property.
THIS was the Highest and Best Use
of the subject property AS IS. 

Something to mention of relevance.
I have read and memorized the
County planning and zoning codes
and reference them when I do this. It
is not questionable "if" the parcel can
be subdivided. The county code says
that if zoning allows it to be, it can
be. Naturally the setbacks, and
amount of parcels that can be created
is unknown until surveys and engi-
neers complete their part of the sub-
division, but that value of the vacant
parcels once subdivided, plus the
value of the guest house once subdi-
vided from the subject property, plus
the value of the subject property one
the 1.5 acre parcel is considerably
more than the value of the whole.
How do I know?

The subject property has been
repeatedly listed on the market since
2014 and various prices and these

Research through the area con-
firms that both houses are over-
improvements and that the most the
subject property could possibly sell
for in this market and market area is
$1,200,000, regardless of the
$4,000,000 spent on it.

Excess land
Last week I inspected a house 150

miles away from the home described
above. It is 15 acres, 5,000sf resi-
dence with a guest house that is
4,000sf and nowhere near the main
residence. 

The parcel is zoned residential,
20,000sf minimum lot size and sur-
rounding it there are new develop-
ments being built on ¾ acre parcels
with homes between 2,000-2,500sf,
all selling between $5,000-750,000
each. 

The present owners purchased the
subject property when it had 100
acres and sold off the land around
them over time, which is the land
that is being developed. They are
applying for a reverse mortgage.

If you were the appraiser assigned
this appraisal and the Highest and
Best Use "light bulb" did not go off,
please attend my HBU classes I will
be instructing everywhere in the
country this year! If you are reading
this description and your mind did
not right away say, "EXCESS
LAND", please send me an email
and ask me, "When are you going to
be here and how can I learn about
this?" 

This example is a real-life example
of an appraisal I completed two days
ago for an AMC. A standard order.
FHA requires that when a property
has excess land, the appraiser must
make a hypothetical condition in
their appraisal and completely

listing have been lowered and low-
ered, cancelled, and then raised and
repeated over the years and it has not
sold. By breaking the parcel down
into the pieces that are attractive and
useable to the market, it becomes
valuable. The sum of the parts does
not always equal the whole when it is
together. Never forget that.

Author's note
Each example are real life exam-

ples and I encounter them every day.
These are the steps I took in each of
these examples and they are the
USPAP requirements for every
appraisal and appraiser, every day,
everywhere.

STANDARDS RULE 2-2, CON-
TENT OF A REAL PROPERTY
APPRAISAL REPORT

The report content and level of
information requirements in this
Standards Rule are minimums for
each type of report. An appraiser
must supplement a report form,
when necessary, to ensure that any
intended user of the appraisal is
not misled and that the report
complies with the applicable con-
tent requirements. 
(a) The content of an Appraisal
Report must be appropriate for the
intended use of the appraisal and,
at a minimum:

(xii) when an opinion of highest
and best use was developed by the
appraiser, state that opinion and
summarize the support and ratio-
nale for that opinion.
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On page 69 on USPAP 2020-2021
it says this under the heading
Minimum Level of Inspection, 

"Regardless of how the information
is gathered, it must be sufficient for
the development of relevant analyses,
such as highest and best use, the
application of the approaches, etc."

There is no Scope of Work that
does not include an HBU Analysis.
Are you doing yours correctly and
competently? Feel free to send me
questions or invite to teach a class!
USPAP or HBU! Email me at
sedonaappraiser@gmail.com

About the author
Julie Friess has a lot of varied 

experience.
• Appraisal experience: 31 year veter-
an of the appraisal industry.
• Currently Certified in AZ and FL as
a residential appraiser and working
on her PhD in criminal justice with
an emphasis on white collar crime.
• Certified Residential RE Appraiser
AZ;20957, FL;RD7879
• AQB Certified USPAP Instructor;
• Federal/State USPAP Compliance
Experienced (True) Expert Witness &
Consultant;
• Appraisal Institute (AI) Appraisal
Journal Editorial Board;2016-present
• Experienced Loss Mitigation -
Appraisal Analyst & Repurchase
Demand Negotiator;
• (AI) National Diversity Panel;
2017-present;
• (AI) S Florida Board Director

2015-present;
• (AI) Region X Board
Representative; 2016-2018
• CoAA Member (Coalition of
Arizona Appraisers) & Former
President (2010-2012);
• Present NAA Member; 2019

Sedona Appraisal Research
Associates, LLC
(928) 522-4255
Sedona Appraisal Research
Associates, LLC
(928) 522-4255
Email: sedonaappraiser@gmail.com
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In this article, I separate appraising
and the appraisal business as they

are completely different. You don't
have to be self-employed to do
appraisals. 

Too many appraisers are caught in
the AMC rat race. Why? It is easy to
get bid requests. The more appraisers
AMCs have on their approved
appraiser list, the better they look to
their lender clients. Working for
AMCs is fine, but you have to care-
fully select who you choose to work
for. 

I have cut way back on appraising.
But, I will always be an appraiser,
even if I quit doing them. I love
keeping up on real estate values and
trends. When I travel, I always check
out the local listings and trends.  

Below are lots of ideas and
options. At the end of the article is a
list of previous articles on the paid
subscriber home page plus, other
information.  

Appraising and your appraisal
business overview
• You like appraising and your busi-
ness. Willing to change when neces-
sary. Lots of options. 
• Want to expand your business and
make lots more money. Read the
many articles from this newsletter for
ideas. Make a plan. Appraiser coach-
ing may work for you.  
• Don't like appraising or your busi-
ness, don't want to change, don't see
hope for the future. Start another
business. Retire and do a few
appraisals per month. Cut back on
appraising and do something you
have always wanted to do. 
• Like running a business, but not an
appraisal business. Start another busi-
ness, maybe appraisal related. 
• Like appraising, but hate AMCs and

the business side. Staff appraising. 

Why do appraisers leave?
In an article by Tom Inserra in

2012, the reasons he heard from
appraisers were:
1. Economic considerations.
2. Battle weary and tired after 17
years of "war". The first war was in
1994, allowing BPOs instead of
appraisals. The second war was
AMC fees. The third war has always
existed, but worsened considerably
since 1994, and is War by clients,
borrowers, agents etc. wanting to
negotiate the appraised value. 

It is still relevant today, except
more appraisers are burned out and
some are quitting. 

What is your age?
Your options now depends a lot on

your age. For example, when you are
younger you have family responsibil-
ities and have to keep making
money. A lot of people are less wor-
ried when the kids graduate from
college. You start looking at what
you want to do for the rest of your
life. For most of us, this means living
into our 80s or 90s. 

The older you are, the harder it is
to change. When we started our
appraisal businesses, it was all new.
As we get older, we look at the past
which seems to have been a lot bet-
ter. Now the future is very uncertain
for most appraisers. 

For example, learning how to do
commercial appraisals and getting an
MAI would be a good option in your
40s, but not so much in your late
60s. But, you could look for new
clients, limit your geographic area,
etc.  

The younger you are, the easier it
is to change as you don't have as

many years invested in what you are
doing now. 

Fortunately, I don't think there is
much age discrimination for fee or
staff appraisers. It is very tough for
persons over 50 to get a job that pays
well in many areas of business.

When I started appraising I was 32
years old. I was 43 years old when I
started my appraisal business. I had
appraisal and business experience
plus an MBA. I had never worked
for a lender and took appraisals from
various types of clients: lenders,
insurance companies, CPAs, attor-
neys, private individuals, etc. 

When I started, I appraised a wide
geographic area (5 counties) and
appraised land, many types of com-
mercial properties, apartments, etc.
for a variety of clients. Over time, I
covered a smaller and smaller geo-
graphic area. Plus, I found out what I
liked to appraise, what types of
clients I preferred.   

Starting about 5 years ago, I decid-
ed to only work for estates, mostly
attorneys, and private individuals in
my small city. I figured who I want-
ed to work for and that I did not like
driving to other cities. Also, with my
social security of $3,500 per month
(started at age 70), income from my
duplex, and from my publishing
business, I do not have to do as
many appraisals.

Although I don't anticipate much
change in my appraisal business, I
am still making changes to my pub-
lishing business. In my personal life,
I am taking electric cello lessons and
playing cello in my band. Have also
been playing pickleball 2-4 times a
week for over 3 years. I am easily
bored and always looking for a new
challenge!
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Should you stay or should you go? 
That is the question…
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How many years have you been
appraising?

I am an "old timer" and started my
business 7 years before licensing. I
remember the "Good old days" of
twice a month dinner meetings of the
SREA and AIREA, where you net-
worked with lender chief appraisers.
If you had an appraisal question
there was always someone to help. 

We were considered professionals
and were not in an "industry". Fees
were fine. No excessive client
requirements. Every appraiser was
not the same. Lenders had chief
appraisers who chose the most quali-
fied appraisers. 

I wish we could go back in time.
In contrast, if you started after

licensing, you are used to very little
networking opportunities and even
less opportunity for residential
appraisers from the national appraisal
associations. You are in an "industry"
focused on making money. 

You don't spend your time wishing
for the pre-licensing past and are
probably much more open to change. 

If you started after AMCs took
over, around 2008, you are used to
the hassles, pressure, low fees, etc. 

How have you changed your
business over time?

If you have changed your business
before, you know what it is like.
Hopefully it will be easier now if
you want to change. Did you change
because you were forced or wanted
to change?  

In my 35 years of business, I have
changed a lot, such as property type
diversification. I started appraising
many types of properties. I did lots
of different types of properties,
uses/purposes, and clients.

My changes in type of uses and
purposes of appraisals: cut back on
litigation, especially divorces. Did
not like working for/with attorneys.
Only doing estate/trust appraisals
which very seldom requires court
testimony.

My changes in types of clients:
quit residential lending in 2005. Cut
back on lender commercial
appraisals 6 years ago. My main
local lender client was purchased by
a larger bank. Low fees due to bid-
ding competition. Continued doing
private (tenant purchases, family
transfers, etc.) and estate work for
individuals and attorneys. 

Now I am down to 1-4 units and
apartments. At age of 76 I am much
less likely to want to change. 

What about retirement?
"Retirement" is much more uncer-

tain now, with few people getting
pensions. Many people are planning
on working, at least part time, after
they "retire" for various reasons. Do
you have enough money to quit
appraising? Other jobs, such as
Walmart Greeter don't pay well. See
the list below for links to retirement
articles. 

Giving up your license
For appraisers, the primary deci-

sion is giving up your license and
not getting it back after the time
limit expires. You will not be able to
do very many appraisals, if any,
without a license.

Before licensing, appraisers could
quit their staff job and do a few
appraisals a month. The cost was
minimal.

Fixed costs when doing relatively
few appraisals: what you have to
pay to do one appraisal 

Today, a major factor is how much
it costs to keep your appraisal
license vs. the income you will get,
particularly what you need to main-
tain your license. 

Add up all the fixed costs you
have: software, data, MLS, CE,
licensing fees, etc. Money that you
have to payeven  if you don't do any
appraisals. Getting MLS access
through an agent or another apprais-
er is possible, but can be tricky.

How much money do you need to
make before you have any profit? 

Do you need to do appraisals finan-
cially? Does your spouse work or is
getting Social Security, pension, etc.
How much money is in your retire-
ment account? What other income do
you have, such as apartment rentals? 

What is your retirement "trigger"?
Some are:

• Hate your appraisal business. Don't
see any hope for the future. 
• Spouse retires
- Influence of family and friends who
have retired
• Children graduate from college
• Health problems
• It's the right time: Finances are in
good shape and you are emotionally
ready for the changes that retirement
will bring.

What will you do when you retire?
What will you do when you retire.

Sit around binge watching Netflix?
Do you have any hobbies, grandchil-
dren to spend time with, travel, etc.
Do you volunteer? 

Many people have difficulty retir-
ing as "who they are" is the business
they quit. 

One of my brothers is 72 and
retired 4 years ago. His wife was
retired with a retirement account and
Social Security. He started composing
rock music in high school and has
had a studio in his basement where
he records lots of his songs. Since
retirement he plays regularly in a
band and plans on starting his own
band to play his own songs. 

I like what I do. I have an excellent
office assistant to do the administra-
tive work that I hate to do. I could fill
up my time with my other interests,
but don't anticipate full retirement
any time soon.   
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Look at the past: What did you like
doing before you started appraising?

Look at your past. A job, hobby,
etc. You may get some ideas if you
want to leave, start another business. 

Look in the mirror: what have you
always wanted to do?

Start a business while still apprais-
ing, such as microbrewery.

A hobby that could be a business.
Products are much easier to sell now
because of Amazon and the Internet. 

Or, something that is not a business
that you have always wanted to do,
such as play music or travel. 

Go back to school and take some
fun classes. 

Non-appraising options related to
appraisal

Many non-appraisal businesses
were started by appraisers, including
all the forms software businesses. 
• Develop software for your business
and sell it. You see ads for appraisers
who have done this.
• Teach CE - your own business or
work for another larger company. I
had my own CE business for many
years, starting during the big appraisal
downturn in the early 90s.
• Be an appraiser coach. I know of 3
appraisers doing this. See below.   
• Writing (Publishing business) -
appraisal and business topics. I started
mine in 1992. 

Staff appraising
Most people don't want to be self-

employed. They want to get a pay-
check. Unfortunately lender staff
appraiser positions started declining
after licensing.

There are appraisal companies
looking for staff appraisers. I had
three staff appraisers in my appraisal
company in the 1980s and 1990s. My
responsibility was to get work for
them. 

Almost all AMCs use staff apprais-
ers, for internal reviews and field
appraisers. With California's new SB
5 law, one AMC (Amrock) has

already said they would only use staff
appraisers. This is a very new devel-
opment. I will keep you up to date on
what is happening. 

I know many long time fee apprais-
ers who work for assessor's offices so
they can retire with a pension and get
a steady paycheck. 

I worked for an assessor's office for
5 years in the late 1970s and really
liked it. I would have stayed, but
Proposition 13 in California meant no
more mass appraising, so I quit a year
later. No one in my family had ever
been self-employed and I had no busi-
ness background. 

I got my MBA in 1980, originally
to become a better appraiser as I had
not even taken a basic economics
class. But, when I looked for an
appraisal job, interest rates were over
18% and there was no work. I went to
work at a biotech company doing real
estate mangement.  I started my
appraisal business in 1986. 

Desktop appraisals and reviews 
Bifurcated is coming. Review

appraisers are always needed. Many
appraisers say they won't do them.
This leaves more opportunities for
those who are willing to change.
Appraisers have been doing desk
reviews and appraisals for a very long
time. Remember the days of "comp
checks". They were free desktop
appraisals. 

If you don't want to work out in the
field, these are excellent options. 

To me, a big plus of appraising has
always been that it does not require
being in very good physical condi-
tion. I worked on crutches for a year
when I broke my ankle. If I was
injured and could not work outside
any more, I could still appraise at my
desk doing reviews.  

Real estate related - using your
appraisal skills 

I worked for a biotech company
doing commercial real estate manage-
ment for 5 years after getting my
MBA. 

Here are a few ideas: 
• Home Measurement Services 
• Small local AMC
• Appraisal "ghost writer". Who is
better than another experienced
appraiser who does not like AMC
hassles? Fill out parts of the report.
Edit and review.  
• Inspection only. VA allows this now. 
• Property management. 
• Real estate agent. Appraisers have
lots of contacts and info. Being an
extrovert really helps. 
• Home inspection. Ever done FHA
appraisals? Self-employed or as an
employee. 
• Real estate agent personal assistant.
"Teams" are becoming a very popular
option for agents.
• Insurance inspections. 
• Invest in real estate. All the apprais-
ers I know who retired early did this. 

Any changes for AMCs?
I don't see anything changing in the

AMC business. I will be researching
what SB 5, independent contractors,
means for AMCs, now that Amrock
AMC has just shifted to staff apprais-
ers and quit using fee appraisers. 

Diversification to have a business
that you like, less subject to lender
ups and downs, fewer AMC hassles

Most residential appraisers that
have diversified have a mix of AMC
and non-AMC lender work, private
work, etc. 

I have always been diversified in
my appraisal business, plus I started
my publishing business, which is
appraisal related. 

It is not very hard to do, but does
require time and commitment. I have
written many articles about it in my
newsletter. 
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My timeline of business changes
over the years

I have done many changes over the
years. Here is a summary:
• 1958: Took a high school biology
class and knew that science was what
I wanted to study.
• 1966: Graduated from college.
Worked various lab jobs. Much more
fun studying science that working in
labs. Needed another career. 
• 1975: Saw an ad for "appraiser
assistant" that said "work in the field"
for the county assessors office. Never
heard of appraising. Did not want to
be stuck in a lab. Had worked on the
1970 census and really liked looking
at all the houses in the field. Got a
book about it at the library. Got the
job.
• 1980: Got my MBA and did corpo-
rate real estate management for a bio
tech company. I had lab and appraisal
experience, plus a recent MBA.
• 1980 Got first PC with 2 floppy
disks. Lotus 1-2-3 for spreadsheets.
Over $5,000. Company paid for it.  
• 1986: Started my appraisal business.
Very easy as I had an MBA and man-
agement experience. 
- 1992: Started my paid Appraisal
Today newsletter to diversify.
Focused on business topics because
of my MBA. I wanted to help
appraisers.
• 1994: Started my free weekly
Appraisal Today newsletter with 4
subscribers. Now over 17,000 sub-
scribers. The Internet was just taking
off.  
• 1995: Big appraisal crash. Laid off
6 full time employees. Kept one part
time assistant, which I still have. 
• 1996 - 2006: CE seminars and
national conference. Spoke at
appraisal conferences in many states
and Canada. 
• 2005: Quit doing lender work. Had
good clients, but never liked the
restrictions on how I did my
appraisals. 

Podcast: The Appraiser Coach 
Blaine Feyen: $67, $397 and $897

per mo.
www.realvaluegroup.com/coaching.ht
ml
Podcast: The Real Value Podcast.  
Roy Meyer: $347/mo. 
www.appraisermastermind.com/
Note: new facebook group coming
soon. $37/mo.
www.facebook.com/RoyMeyerTV/ap
p/168977613262943/

In a future issue there will be an
article with more details on the three
appraiser coaches, their live groups,
individual coaching and online
groups. Many thanks to Dustin Harris
for explaining Mastermind groups,
and other ideas. 

The Big Picture: What is your
personality? What do you really like
to do and not do?

This will affect your options. 
Appraisers love to complain. As

long as I have been doing lender
work, I have heard lots of complaints.
Maybe it is self-selection: we look at
the negative side of real estate, our
lender appraisals are reviewed, etc. 

This is nothing new. Back in the
90s I taught two days of appraisal
business management seminars. The
first day, attendees spent the first hour
or so venting about lousy clients,
cheap fees, etc. 

Positive or Negative Outlook. For
appraisers (and lots of other people),
the key issue is seeing the glass as
half full or half empty. I have always
been a half full personality. I learn the
most from my mistakes. You can
learn to change your attitude. 

Introvert or Extrovert. I am an
introvert, but have learned to commu-
nicate with others. If I was an extro-
vert, getting new clients would be a
lot easier. I have to push myself to do
it, setting timelines and goals. 

Self-motivated. When you are self-
employed there is no one to "push"
you. 

Options if you want to stay and are
willing to change
• Expand your business and hire
appraisers and support staff.
- Change your clients. Move away
from AMC work. 
• Change what you appraise: high end
homes, move into commercial, land,
reviews, field vs. desktop, etc.
• Take classes to upgrade your
appraisal skills.
• Change your geographic area. 
• Hire clerical support so you can get
more appraisals done.
• Use technology to make your
appraisals take less time with fewer
errors. 

Appraiser Coaching 
For those who really want to make

their business more profitable, have
more personal time, get the clients
they want, etc.

This does take money and commit-
ment, but can work well.

People who benefit are typically
appraisers who want to make more
money and those who want to spend
less time on their appraisals so they
can get more personal time. 

If appraiser coaching would have
been available in the early years of
my business, I would have done it. 

I know of three appraiser coaches
who have groups and less expensive
online options. All have successful
appraisal businesses. 

All offer private and group coach-
ing. Dustin Harris and Roy Meyer
have Mastermind groups. Blaine
Feyen has a different approach to
coaching, plus additional training.
Dustin and Blaine have podcasts so
you can hear what their "style"
sounds like. 

Go to their web sites for more
information. Every Mastermind group
is different. All have online and live
group options. 

Dustin Harris: Group coaching $49
(online) and $349 per month.  
theappraisercoach.com/coaching/ 
theappraisercoach.com/memberships/

http://www.realvaluegroup.com/coaching.ht
http://www.appraisermastermind.com/
http://www.facebook.com/RoyMeyerTV/ap
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• 2008: Paid newsletter went PDF.
Risky, did not know of any other
business newsletters doing it.
Increased profits significantly with no
printing and mailing. Started monthly
and quarterly payment options.
• 2018: Finally, I started only apprais-
ing in Alameda, which was my goal
in 1986. Started cutting way back on
my appraisals. Now billing out less
than $10,000 per year. Wanted more
time for my newsletters and sports
activities (pickleball). Worried that I
may not be able to do much sports as
I get older. I am 76 now. I can always
appraise and do my newsletters. 

My timeline of personal changes
over the years
• 1978: Purchased first house. 
• 1985: Sold house. Purchased local
duplex. 
•1995: Purchased large home for
$375,000. 
• 2004: Husband died. I was 61 years

MBA Loan Volume Application Index – 1/16 to 2/20
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old and had a lot of years left. Looked
at what I liked to do in the past.
Played instruments and did singing
over the years, but always wanted to
be in a band. No bands at my small
Catholic schools. Started playing
drums and rock music with my broth-
ers. Have had an experimental music
band since 2010 and played in other
bands.
• 2007: Many years ago I decided that
when I turned 70, I would work on my
health and fitness. Overweight, dia-
betes, had never exercised. Started fast
walking with friends 3 times a week,
joined a local HMO with good dia-
betes help program and lost 40
pounds. 
• 2008: Sold large waterfront home for
$1,000,000 (too big and much mainte-
nance) made lots of money from sale.
Moved to duplex after renting a loft
for 2 years. 
• 2016: Had always wanted to play an
organized sports, but there were none
for girls back in the 1950s.
Reconnected with an old high school
friend on Facebook who played pick-
leball. Took a class at the local senior
center. Now playing 3-4 times a week,
including taking lessons.  

How have you changed?
Look at your past. 
What have you done in your per-

sonal and business life. How will-
ing are you to change?

What are your primary motiva-
tions, personality, etc. 

What do you like and not like
about appraising?

This is fairly easy and not hard to
change what you do. You are in
control. Examples below. 

Make up a side by side list of
Pros and Cons, a classic analysis
method. Then look for options. 

For example: Driving. You don't
like driving a lot. Option: cut, or
change, geographic area. Other
Option: You like driving. What geo-
graphic areas do you like to drive
to? What areas do other appraisers
not like to go to? (FYI, An excel-
lent way to get on the VA panel.)

2-4 unit properties. You don't like
appraising them. Too much work
for the fees. Option: turn them all
down. Or, you really like appraising
them. Another Option: tell your
clients you are available. Expand
your geographic area to places
where there are a lot of 2-4 units. 

mailto:ann@appraisaltoday.com
mailto:info@appraisaltoday.com
mailto:info@appraisaltoday.com
http://www.appraisaltoday.com
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Or, appraise “high end” properties.
Many lenders have always had spe-
cial appraiser lists for these types of
clients. 

What don't you like about appraisal
business management and
appraising? Delegate.

Make up a list. Here are some
options for changing.  

Delegate: Hire someone to do what
you don't like. What would be on
your list?

I have had an office assistant since
the 3rd month of my appraisal busi-
ness. I had never done clerical work
and would have quit my business if I
did not hire someone. 

Some other ideas of possible dis-
likes that an assistant can help with.
My assistant does all of these except
research: 
- Setting up appraisal file. Subject
public records and check MLS. 
- Researching comps. Call agents.
Use a list of questions. 
- Writing up reports. An assistant can
input all the subject and comps info,
select templates.  Or, hire an apprais-
er and you only do the reviews. 
- Make and return phone calls. 
- Checking your reports for errors.
- Bookkeeping, writing and mailing
checks, doing online bill paying.  
- Order office supplies

Why I love appraising
What my "talent" is: being able to

put together pieces of information to
understand what is happening and
come to a conclusion. To me, every
appraisal is a puzzle. People pay me
to find out what is happening in real
estate. I am very lucky to have found
appraising. 

What do you like, and don't like,
about your appraisal clients?

"Appraising would be great with-
out those darn clients!" 

I am an introvert. My ideal situa-
tion is receive and emailed order, get
check in the mail after accepting the
order, and I send the appraisal when
finished. No turn time hassles, etc.
That's how most of my estate
appraisals are. Sometimes there is an
initial phone call, but contact is usu-
ally by email. Of course, to do
appraisals I have to speak with oth-
ers: agents, buyers, sellers, etc. 

My advice has always been that if
you don't like certain clients, get rid
of them ASAP. How can you run any
business if you hate your customers?
Also, they can make you very upset. 

This is much, much harder to
change than the appraisals you do or
the management side of your busi-
ness.
• Hate all your AMC clients. Try to
find new ones. Use a published direc-
tory. 
• Fees are too low. 
• Too many hassles. 

The only way to fix this is to get
new clients. AMC clients are easy to
get. AMCs want to show their lender
clients they have lots of appraisers on
their list. 
• Use a printed AMC directory. 
• Look for recommendations online. I
regularly see positive and negative
comments about specific AMCs. 

It is All about Fees - the biggest
complaint

Fee appraisers have always been
complaining about their clients, just
like any other business. But, I'm sure
that there would be fewer complaints
now if at least AMCs paid good fees.

Mass emails of bid request is caus-
ing this. Don't work for any AMCs
who do this. It always results in
lower fees. They already think that
all appraisers are the same. 

FYI, online bidding for commercial
appraisals started over 20 years ago.
Fees are still down from over 10
years ago. Commercial lending
appraisals 

One Answer is Get non-AMC lender
clients

They can still be a hassle, but fees
are good, no one harasses you with
stupid questions, lots of easy referral
business, you choose the clients, etc. 

I have never worked for an AMC.
There is a very good local lender I
used to work for. They still have their
own fee panel. I also worked for
many national direct lenders. 

The best answer: get non-lender
clients.

I have been writing about this since
I started this newsletter in 1992. The
most recent articles are online on the
paid subscriber page. Click on Issue
Index to get all the articles back to
2009. Send an email to request the
older ones that are not on the sub-
scriber page. 

I also have lots of marketing tips in
my Marketing for Appraisers book,
available for download. Updated in
2008, but does not include AMCs.
Very relevant for non-lender work.

What is the future of appraising for
younger appraisers due to
the rapidly declining number of
appraisers

I am sure appraisers will always be
needed. Because of poor real estate
data, AVMs will not work for many
homes and will not work for 2-4
units. Non-lender appraisals will
always be needed. 



The number of appraisers will con-
tinue to decline due to two factors:
aging (which affects many other pro-
fessions) and very few new appraisers
due to some lenders not allowing
them to do on appraisals until they
have been certified for awhile. AMCs
don't want to hassle with keeping
track of which lenders allow trainees. 

California, a large and diverse state
geographically, is a good indicator.
Per the state regulator the number of
appraisers dropped from 20,120 to
9,987, over 50%. 

More surprising are the numbers
that show how the population of
appraisers in California is aging and
how few young people are entering
the profession. Nearly 70% of
licensees are over 50, almost 40% are
over 60, and less than 12% are under
40. When trainees are removed from
the count, there are more licensees
from ages 80-89 (109) than there are
from ages 20-29 (88). Few young
people are entering the profession. 

How old are appraisers?
An Appraisal Institute survey in the

mid-1980s said the average appraiser
age was 52.

The average age today would be
well over 52.

California is a good indicator for
overall data. Data from the California
state regulator is recent and detailed:

Age Percent Total Per
Age Group

20-29 1.94% 194
30-39 9.65% 963
40-49    18.5% 1,854
50-59     30.9% 3,083
60-69 28.4%   2,831
70-79   9.43% 941
80-89 1.11%    111
90-99 0.03% 3

In 20 years, most baby boomers
will be gone from appraising. Baby
boomers are between between 55-75. 

I am 76 and plan on appraising into
my 80s, but have been reducing the
number of appraisals done. The num-
ber of appraisers over 80 will
increase. 

Young appraisers will be in
demand. 

Let's hope there are enough
appraisers left! 

Where to get more information
Articles I have published. Available

on the paid subscriber web page
2017-2020 articles (list does not not
including non-lender work):
• Who's on your "approved client"
list and why?Don't work for low fees
and a lot of hassles!! 8-19
• Client Rating Grid 8-19
• "Retirement" for fee appraisers:
when, why and lots of options 8-18
• Why I am an appraiser 3-18 
• Starting over again by Rachel
Massey, SRA., AI-RRS 12-19
•  I am not JUST"only" a residential
appraiser by Rachel Massey, SRA.,
AI-RRS 2-20
• What is Fannie doing now and what
are their future plans? 11-19
• Home measurement services – how
to use your appraisal skills to make
money 2-19
• Roy Meyer’s new Facebook group
coming soon. $37/mo.
www.facebook.com/RoyMeyerTV/ap
p/168977613262943

Copy and paste this long link. 
For older articles not on the paid

subscriber page, click on Issue index
(located above Free Special Report)
on subscriber web page. This is an
easy way to find the articles and top-
ics you want! Issues back to 2009.
We can send you the article you
want. 
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