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By Tim Andersen, MAI

Editor's comments: On June 19,
2019 I watched a live stream of
Subcommittee on Housing,
Community Development and
Insurance Hearing: "What's Your
Home Worth? A Review of the
Appraisal Industry". 

I was shocked at what I heard:
Committee members accused
appraisers of causing the disparity
between homes in minority and white
neighborhoods. I had just expected a
discussion of appraisals, not this hos-
tility towards appraisers. 

They referenced a 2018 November
2018 Brookings Institute report that
blamed appraisers for lower property
values in minority communities. 

Finally, on August 20,2020 there
was a response. The Appraisal
Institute sent a letter to The
Appraisal Foundation to address
these issues. 

On August 25, 2020, the New York
Times published "Black Homeowners
Face Discrimination in Appraisals"
and brought up the issue again. (It
had examples of Black homeowners
getting lower home appraisals than
white homeowners. I have never done
this myself and had never heard of it
being done.) 

For 35 years, I appraised homes in

the city of Oakland, CA. I was very
surprised to see the dramatically
large differences in the "flats"
(minorities) and the "hills" (white)
neighborhoods for the same house. I
had never appraised anywhere with
the very large differences. 

I was aware of the redlining there
in the past, which appraisers cooper-
ated with. But, my job was to report
what was happening in values.
Appraiser were not allowed to dis-
cuss racial composition of a neigh-
borhood or include photos of the res-
idents.

I had a brief summary, plus a link
to the Committee meeting in this
newsletter last year. I could not fig-
ure out what to say about the issue
and did not write much about it.

Links to video and documents:
11-28-18 Brookings Institute The
devaluation of assets in black
neighborhoods. The case of resi-
dential property https://www.brook-
ings.edu/wp-
content/uploads/2018/11/2018.11_Br
ookings-Metro_Devaluation-Assets-
Black-Neighborhoods_final.pdf and

https://www.brookings.edu/research/d
evaluation-of-assets-in-black-neigh
borhoods/
6-20-19 Committee meeting full
video: https://youtu.be/842bo2aku2k
8-20-20 Appraisal Institute Letter
to the Appraisal Foundation
https://www.appraisalinstitute.org/file
.aspx?DocumentId=2687
Note: you may need to copy and
paste these links. 

=====================

Let's talk a little about the concept
of value. For appraisers let's talk

about what it is and what it is not. It's
likely when this essay is over, you
will be upset with Ann for publishing
it and at me for writing it. Good!
That means we will have stimulated
both out-of-the-box thinking, as well
as critical thinking. What more can
two elders of the real estate appraisal
game ask for!

www.appraisaltoday.com

http://www.appraisaltoday.com
https://www.brook-ings.edu/wp-content/uploads/2018/11/2018.11_Br
https://www.brook-ings.edu/wp-content/uploads/2018/11/2018.11_Br
https://www.brook-ings.edu/wp-content/uploads/2018/11/2018.11_Br
https://www.brook-ings.edu/wp-content/uploads/2018/11/2018.11_Br
https://www.brook-ings.edu/wp-content/uploads/2018/11/2018.11_Br
https://www.brookings.edu/research/d
https://youtu.be/842bo2aku2k
https://www.appraisalinstitute.org/file
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The nine-dot intelligence test
You may be familiar with the nine-

dot intelligence test. Link:
https://www.youtube.com/watch?v=X
rwnrpFVugw 

Start with a three-dot by three-dot
box of nine-dots. Your challenge is,
using no more than four (4) lines, to
connect the dots. But there are three
(3) caveats: 
(1) use no more than four lines to
complete the task of connecting the
dots, 
(2) once you've put your pencil on
the first dot to start your task, you
cannot lift the point of the pencil
from the page. And 
(3) you can't retrace any of the lines
you've already made. 

Go ahead; give it a shot. It is possi-
ble you'll find this more challenging
than you originally thought.

Once you are given this challenge,
whether you were successful or not,
you are right to ask yourself, "Tim,
what does the nine-dot intelligence
test have to do with real estate
appraisal, especially with the concept
of value?" A wise question, indeed.
Read on, please.

Another challenge - read the white
paper that says appraisers devalue
homes in Black neighborhoods

Now, here's another challenge.
You'll want to read The Devaluation
of Assets in Black Neighborhoods
(see link above) by Andre M. Perry,
PhD, et al, under the auspices of the
Brookings Institute (BI). See first
page for links.  

Riveting reading it is not. But
white papers by PhDs rarely are. But
that white paper has no intent to
entertain you. Rather, it asks you to
take a look at why house prices in
minority neighborhoods rarely share
the same "values" as those in non-
minority neighborhoods. 

In other words, why, according to
this paper, do minority neighbor-
hoods have overall value lower than
"similar" non-minority neighbor-
hoods? In other words, it asks us to
look at value, racial discrimination,
and how appraisers are the principal
cause of both.

If you've not already heard of the
results of this report, here are two (2)
spoiler alerts: 

(1) while there are many reasons
for this discrepancy, one of the main
reasons is that real estate appraisers
are biased/prejudiced. Simply put, per
the BI report, this dichotomy is not a
function of market economics.
Rather, it is simple and unvarnished
result of appraisers simply not valu-
ing these properties high enough. 

The second (2nd) is that the
Brookings Institution is influential in
setting many of the economic and
monetary policies the Federal
Government pursues in regulating our
economy.

Report says appraisers create value
Thus, it appears to be BI's position

that appraisers create value. In logic,
this is called begging the question. 

What it means is the party making
the argument merely assumes his/her
conclusion is correct,
https://www.merriam-
webster.com/words-at-play/beg-the-
question then argues from that arro-
gance. BI's report begs the question
appraisers determine value, then finds
data to support that conclusion. 

Anyone who has been in the real
estate appraisal business for more
than five minutes knows incontro-
vertibly this is not true. We do not
create value. We take the data the
market provides us and interpret them
for our clients. Can we interpret them
incorrectly? Of course, we can! Do
we wake up in the morning to decide
to discriminate against potential
mortgagors X, Y, and Z? Of course,
we do not!

Report says: Appraisers are in
charge of the real estate values in a
neighborhood

But the key here is not whether the
BI report is correct or incorrect. 

Rather, the key here is that this
report, from a highly respected insti-
tution, with a senior PhD (in econom-
ics) merely assumes as correct that
appraisers (as well as county and
municipal taxing and ad valorem
assessing authorities) are somehow in
charge of, and responsible for, the
real estate values in a given neighbor-
hood. 

Which is to say appraisers
create/determine value, not the mar-
ketplace. Again, we know this is not
true, yet how do we get out to the
public (whose trust in appraisers and
appraisals we are supposed to pro-
tect) we are not an industry of bigots
and racists? 

What are appraisers doing to
respond?

Has the real estate appraisal indus-
try done anything to think out-of-the-
box and counter the effects of BI's
paper? Yes (see links below. 

Links: 
Appraisal Institute Letter
https://www.appraisalinstitute.org/file
.aspx?DocumentId=2687

NAA Letter
https://naappraisers.org/resources/Do
cuments/2019ACTS/2019
Congressional Hearing Whats Your
Home Worth 6.24.pdf

Maureen Sweeney comments
http://www.maureensweeney.com/is-
race-baked-into-big-data/
http://appraisersblogs.com/brookings-
institute-n-new-york-times-blaming-
appraisers-of-racial-bias-without-
proof-or-logic

https://www.youtube.com/watch?v=X
https://www.merriam-webster.com/words-at-play/beg-the-questionthen
https://www.merriam-webster.com/words-at-play/beg-the-questionthen
https://www.merriam-webster.com/words-at-play/beg-the-questionthen
https://www.merriam-webster.com/words-at-play/beg-the-questionthen
https://www.merriam-webster.com/words-at-play/beg-the-questionthen
https://www.appraisalinstitute.org/file
https://naappraisers.org/resources/Do
http://www.maureensweeney.com/is-race-baked-into-big-data/
http://www.maureensweeney.com/is-race-baked-into-big-data/
http://www.maureensweeney.com/is-race-baked-into-big-data/
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
http://appraisersblogs.com/brookings-institute-n-new-york-times-blaming-appraisers-of-racial-bias-without-proof-or-logic
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Let's face it, though: are three let-
ters, privately sent, and one article in
a publication of severely restricted
circulation and interest, going to
make as much of an impression on
those who govern us as will a BI
report? 

What can we do?
So, what are we to do? This is

where thinking-outside-the-box
comes into play. 

In the nine-dot test (above), it is
physically impossible to connect the
nine dots with only four lines, while
never lifting the pencil from the page.
It's impossible unless you are willing
to extend the lines to connect the
dots beyond the confines of the nine
dots themselves. In other words, to
solve the problem, you have to be
willing to go outside of the bound-
aries of the puzzle (see here, too).
https://www.youtube.com/watch?v=J
OvjIAbB2i8

How do we respond?
And how do we do that? Here are

some suggestions:
1.Read and understand the appraisal
reporting form, at the top of the
Neighborhood section on page one,
where it says "Note: Race and the
racial composition of the neighbor-
hood are not appraisal factors". 
2.Understand USPAP, especially
a. The definition of appraiser, which
enshrines the concepts of 
i. Competency
ii.Independence
iii. Impartiality
iv. Objectivity 
b.The CONDUCT section of the
ETHICS RULE
c. The Comment to SR1-3(v) relative
to unsupported assumptions about
market trends
d.AO-16, which advises appraisers
on Fair Housing Laws and Appraisal
Report Content in 
FAQ 13.

3.Read the Fannie Mae Selling
Guide, B4-1.1-02, Lender
Responsibilities, Objective and
Unbiased Appraisals and B4-1.1-04,
Unacceptable Appraisal Practices,
Unacceptable Appraisal Practices,
the second bullet point, to understand
that appraisers must avoid
a. "use of subjective terminology that
can result in erroneous conclusions"
b."basing the analysis or opinion of
market value (either partially or com-
pletely) on the race, color, religion,
sex, handicap, familial status, or
national origin, of either the prospec-
tive owners or occupants of the prop-
erty being appraised or the present
owners or occupants of the properties
in the vicinity of that property."
c. "development of a valuation con-
clusion based either partially or com-
pletely on the…race…of either the
prospective owners…or occupants of
the [subject] property…"
4.Read the Fannie Mae Selling
Guide, B4-1.3-03, Neighborhood
Section of the Appraisal Report,
Neighborhood Analysis, to under-
stand that
a. "Fannie Mae's appraisal report
forms and guidelines do not require
the appraiser to rate or judge the
neighborhood. [They require] the
appraiser to perform an objective
neighborhood analysis…" [italics
added]. 
b. "An appraiser must perform a
neighborhood analysis in order to
identify the area that is subject to the
same influences as the property being
appraised, based on the actions of
typical buyers. The results of the
neighborhood analysis enable the
appraiser not only to identify the fac-
tors that influence the value of prop-
erties in the neighborhood, but also
to define the area from which to
select the market data needed to per-
form a sales comparison approach"
[italics added]. 

5. In rapidly changing market (hot or
cold), consider placing less weight on
historical sales data, thus more
weight on current listings and current
offerings.

That real estate appraisers do not
"create", "set", or "determine" values,
is clear from our Ethics, training, and
professional literature. 

All real property appraisers in the
US are under the umbrella of The
Appraisal Foundation (TAF) which,
thru USPAP, prohibits discrimination,
bias, unsupported assumptions, and
so forth. 

That prohibition is a direct result of
a 1977 action against appraisers. To
this day, the results of this action
continue to be not only a part of
USPAP, but of the Canons of Ethics
of the appraisal societies in the US as
well. It is not the intention of this
monograph to spend a lot of time on
this action. 

Suffice it to say that before 1977
racial discrimination was present in
the real estate appraisal industry, with
some of its biggest players institu-
tionalizing that discrimination. 

What does USPAP say about bias?
USPAP defines bias as "…a prefer-

ence or inclination that precludes an
appraiser's impartiality, indepen-
dence, or objectivity in an assign-
ment" (ibid). 

This prohibition is part of the
Conduct section of ETHICS RULE,
as well as so many references in
USPAP. To read thru USPAP is to
come to understand that bias and dis-
crimination of any sorts have no
place in the development and report-
ing of an appraisal and report. 

https://www.youtube.com/watch?v=J


If this is not the case, then the
appraiser must 
(a) analyze the differences there are
between these forces and those of the
subject's neighborhood, 
(b) explain how the appraiser arrived
at the quantities of those differences
with the subject's neighborhood, and
then 
(c) make market-supported adjust-
ment(s) for them. Since these extra
analytical processes could be monu-
mentally time-consuming, and since
the appraiser is typically not paid by
the hour (nor the pound - even in
England), keeping the comparables
within the subject's neighborhood is
the appraiser's first and best choice
(although not the only choice). 

Comparable data
Admittedly, finding comparable

data within a specified or ideal radius
of the subject is not always possible. 

When it is, however, the appraiser
is wise to use those sales as compara-
bles since, again, they already have
baked into them the forces that influ-
ence values in that neighborhood at
any given moment in time (which, of
course, is dynamic). 

Since those forces and influences
that shape values are dynamic over
time, the appraiser must be aware of
neighborhood trends relative to the
components of those forces and influ-
ences. 

Not only do values in a neighbor-
hood change over time as the dynam-
ics of supply and demand interplay,
but artificially low or high mortgage
interest rates can artificially influence
prices thus, eventually, values. 
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What does this part USPAP mean?
In short, what this means is that 

(a) all of the appraiser's conclusions
must have support from the market;
and 
(b) even if there is market support,
appraisers must avoid even the
appearance of bias in their use of
market data, thus in their conclu-
sions. 

Appraisers and selection bias
Since appraisers are not trained in

statistical analyses (and generally not
paid well enough to engage in market
research that attains to what statisti-
cians call statistical significance), it
is unfortunately too easy for apprais-
ers to fall into selection bias. 

In and of itself, selection bias is
not discrimination or bias as federal
law contemplates the idea. 

Nevertheless, if an appraiser
engages in selection bias, and a
lender must buy back that loan for
whatever reason, the lender will look
for every reason to make the apprais-
er shoulder the responsibility for that
bad loan and buy-back. Evidence of
any bias or discrimination at all is
one of those reasons. 

USPAP does not use the word
discrimination except in AI-16

USPAP does not even use the word
discrimination in Standards One or
Two (or Three thru Ten, for that mat-
ter). 

What AO-16 says
In fact, it does not show up in

USPAP until AO-16, which treats
Fair Housing Laws and Appraisal
Report Content. Here, it makes sense
to quote USPAP extensively on the
issue of discrimination: 

"Fair housing law(s) preclude the
use of certain specific information or
supported conclusions relate to pro-
tected group(s) in some assignments.
Accordingly, an appraiser should be
knowledgeable about the laws that
affect the subject property of an

assignment. Laws and regulations on
fair lending and fair housing…and
[applicable] laws continue to evolve. 

"Further, appraisers must continue
to provide appraisals that do not ille-
gally discriminate or contribute to
illegal discrimination. The Conduct
section of the ETHICS RULE states
in part, 'An appraiser must not use or
rely on unsupported conclusions
relating to characteristics such as
race, color, religion, national origin,
gender, marital status, familial status,
age, receipt of public assistance
income, handicap, or an unsupported
conclusion that homogeneity of such
characteristics is necessary to maxi-
mize value." 

In some cases, even supported con-
clusions in assignments relating to
characteristics such as race, color,
religion, national origin, gender, mar-
ital status, age, receipt of public
assistance income, handicap or group
homogeneity cannot be used because
they are precluded by applicable
law'" (ibid - bold and italics in origi-
nal). 

Neighborhood boundaries 
Race, etc. have nothing to do with

market value or neighborhood bound-
aries. 

One of the reasons the appraiser
has the charge from Fannie Mae to
set the subject's neighborhood bound-
aries is that, ideally, it is this neigh-
borhood, within a defined set of
boundaries, from which the appraiser
takes the comparable sales data. 

When an appraiser chooses compa-
rable sales A, B, C, and D, what the
appraiser is saying is, "after analyz-
ing more than these four sales, based
on those analyses, I've decided that,
not only do these four properties
have more-or-less the same highest
and best use as does the subject, but
they are subject to the same social,
legal, physical, governmental, and
economic influences as is the subject,
thus are reasonable analogues for it". 
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Effect of very low interest rates
When artificially low interest rates

inflate real estate prices over what
they would otherwise be, those artifi-
cially higher prices can work to keep
out of the market buyers who other-
wise would be able to buy. 

When the appraiser fails to adjust
out of a comparable's sales price the
price-inflating effects of artificially
low interest rates (or even an atypi-
cally low down payment accommo-
dation), this could be considered to
be a form of discrimination if it
keeps the buyer, a member of a pro-
tected group, from purchasing a
house. 

Discrimination should not be the
reason a person cannot purchase the
home of their choice in the neighbor-
hood of their choice. There are really
only two (2) reasons such a purchase
should not be possible: 
(i) the buyer of his/her own free will
and volition chooses not to purchase
a house there; or (
ii) the buyer legitimately cannot
afford to buy a house in that neigh-
borhood. 

The fact that a family making
$45,000 a year, with $5,000 avail-
able for a down payment, cannot live
in a neighborhood in which the
median sales price is north of
$500,000 is not discrimination. 

It is simply that such a family can't
afford the debt service to purchase a
home in that neighborhood. That is
not discrimination - that is simple
economics. 

Remember, when you sign the
Certification, you certify to the best
of your knowledge and belief that
race, etc. are not part of your
appraisal, nor your reporting of that
appraisal.

Out-of-the-box thinking
Let's get back to that out-of-the-box

thinking the beginning of this mono-
graph referred to. When USPAP refers
to independence, impartiality, and
objectivity, it refers to these in the
context of thinking, reasoning, ana-
lyzing, and reporting. Appraisers
think out-of-the-box by recognizing
the importance of historical data yet
realizing that current listings and mul-
tiple (cash) offers on those listings
may be a better indication of where
the market is now. The historical sales
are a great indication of where the
market was then.

Appraisers do not "create" value
So, from what is in this monograph,

it is clear that appraisers do not "cre-
ate" value. 

Nor are they free to discover the
market says a property has a value
between $150,000 and $200,000 yet
conclude a value of $350,000 for that
property. The latter is not out-of-the-
box thinking. Rather, it is just danger-
ously stupid. 

We think critically when we take
the market's measure, analyze that
market, and then interpret that analy-
sis for the client in a way the client
can use that information to make an
informed decision. 

To do otherwise, to read the market
at $150,000 to $200,000, yet report it
at $350,000, as some appear to think
is our portfolio, is not to appraise. It
is not out-of-the-box thinking, nor is
it particularly intelligent. It is to write
fiction. 

Tim’s Podcast - Do Appraisers
Create Value? Sept. 19, 2020
theappraisersadvocate.com/podcasts

Final Comment
If some want us to certify to fiction,

they need to hire Steven King, not an
appraiser. Steven is really good at it.

About the Author
Tim is "semiretired" whatever that

means! He teaches USPAP classes
(virtual now), consults with apprais-
ers' state board problems, has a pod-
cast and writes. He likes taking long
bicycle rides with his daughter and
being with his grandchildren. 

Timothy Andersen, MAI, MSc.,
CDEI, MNAA
The Appraiser's Advocate!
"The" USPAP Expert!

Podcast: Tim Andersen is the The
Appraisers Advocate
Website: 
www.theappraisersadvocate.com
Phone: 561/635-5265
Email:
tim@theappraisersadvocate.com

Florida State-Certified General Real
Estate Appraiser, RZ998
Master of Science Degree (MSc) in
Real Estate Appraisal
MAI Member of the Appraisal
Institute
AQB Certified USPAP Instructor,
#44574

Additional email addresses
maitca@bellsouth.net
tim@theuspapexpert.com

Practice limited to: 
USPAP Instruction (QE and CE)
USPAP Consultations for Appraiser

Defense
USPAP Expert Witness Testimony

and Consultations
Standard 3 & 4 Reviews for

USPAP Compliance
CE and QE Writing, Instruction,

and Consultations
CE Course Development and

Presentations
Appraisal development & reporting

consultations
Appraisal editing
Public Speaking

http://www.theappraisersadvocate.com
mailto:tim@theappraisersadvocate.com
mailto:maitca@bellsouth.net
mailto:tim@theuspapexpert.com
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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.

Alternative Covid exterior only and
desktop appraisals time saving tips

Do not charge lower fees for these.
The  research required is substantial.
You don't see the interior, which is
risky.

Some appraisers do few and others
do many. It depends on your geo-
graphic area.

AMCs and lenders have not used
them much. It is a hassle to set up
their software when no one knows
how long they will last. 

You can save time by "batching"
both. For exterior only try doing
more than one at a time to save dri-
ving time. For desktops, "batching"
can help save time. For both "batch-
ing" can save research time by using
the same research for more than one
appraisal.

If comp photos, taken by the
appraiser, are not required, consider
using MLS photos. You can use
Google aerial and street view to
check out the property.   

Covid tips to reduce stress and save
time when going inside a home or
apartments

You must reduce stress whenever
possible so you can be more produc-
tive. You don't want to get to a prop-
erty and realize you have to leave
because the occupants refuse to go
outside, etc. Time and money lost. 

When you send an email with your
requirements, if they don't want to
wear masks, leave the property when
you come, etc. turn down the assign-
ment. 

Iwrote about this in January, but
everything is so uncertain now, I

am doing it again as a reminder. I
forget about these tips myself!!

Also, I have added sections relat-
ing to Covid issues. 

Most appraisers are very busy now.
But the ups and downs of the mort-
gage lending always occurs. One
more appraisal you can complete per
month is additional money to put
into your savings for the inevitable
downturn. Now is a good time for
appraisals. You need to make as
much money so you can survive the
inevitable downturn.

Foreclosures will increase with the
lack of extra stimulus money from
the federal government. State and
local governments will start laying
off workers. No one knows how long
the current very active home sale
market will continue. 

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.

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.

In the past, appraisers were afraid
to do this. Today, there is a shortage
of appraisers. AMCs are desperate. 

I wrote a lot about appraiser safety
in the August issue of Appraisal
Today. 

Working can help with the stress,
anxiety and depression from Covid

Everyone's life has been changed
substantially. We are all stressed.
Anxiety and depression are normal
responses. But they are not very good
and can reduce your work productivi-
ty and affect your personal life. 

When my friends say they are
depressed, I tell them to get out of
the house and take a walk. Or do
something inside that distracts from
what they are feeling. Whenever I am
having a bad day, I make myself do
something that takes my mind away
from it. Our options are more limited
now, but they are available. 

I have experienced depression
since my early 20s, inherited from
my mother. I control it by staying
busy. Medication did not help much.
Marijuana helps, but I can't work
when I use it. I utilize it in the
evening. 

What if you are not doing any
lender appraisals requiring interior
observation?

This is a very good time to get
non-lender work. I get 2-3 calls per
week for this, mostly from Internet
searches and my free Google busi-
ness listing. 

Reduced income is stressful. Fill
up your time working on marketing
your services. A web site is critical. 

I have lots and lots of tips in my
Appraisal Today paid newsletter pre-
vious issues on the paid subscriber
page. 

Practical tips you can use today for getting more
appraisals done and make more money!
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Lender appraisers are swamped.
They have no time for non-lender
work. 

Commercial appraising for lenders
is not good now - a perspective for
residential appraisers

Looking at how bad it is gives resi-
dential appraisers a perspective on
how the market for lender appraisal
services can change. 

Fees have been down since 2008-
2009 and have not increased much.
Few lenders are making loans. Many
segments of commercial real estate
are in decline. Appraisals are very
difficult. 

I quit doing them in 2009 because
of the low fees. I only do apartments,
where fees have been relatively sta-
ble. 

Why don't appraisers turn down
more work?

I was speaking with a selfem-
ployed friend (technical consultant,
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 selfemployed for 11
years, but was previously an employ-
ee, doing the same work, for over 30
years. I told her that selfemployment
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 bro-
kers. You often had established a
good relationship with them. You
gave their appraisal orders priority

and were willing to take on tough
assignments or fast turnarounds.

AMC clients see one appraiser as
the same as another, and have no
loyalty to appraisers, so 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
regular client you will try to fit them
in. If a onetime client, it is easier to
say no when you are very busy. 

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 time
with your children? Which is more
important - your family or your
appraisal clients?

"Just Say No"
No appraiser can do every

appraisal assignment. If you're a resi-
dential 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.

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 review-
ers/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 problems.

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. 

http://www.asc.gov's


When you are not busy is a very
good time to take these tough assign-
ments. They challenge you and make
you a better appraiser. Now is not a
good time.

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

When you are very busy, it takes
time to pre-screen. But, 10 minutes
of time can save you hours of extra
appraisal time or review hassles. 

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
was 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 ask "Is the fee worth
risking your appraisal license?

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 happening.

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 consum-
ing, turn it down.

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

Traffic is down from pre-Covid
days. Here in the Bay Area, it has
been increasing as many people don't
want to use public transit. Don't be
tempted to drive long distances just
because traffic is down. 

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 was at a local appraisal group
meeting early this year. I was very
surprised to hear that many of the
attendees were still working the large
geographic areas they worked when
there was much less business. 

They were trying to schedule mul-
tiple 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, the
more money lost.
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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!

Schedule specific times to return
phone calls. Turn off your phone
ringer so you are not interrupted. 

EVERY TIME YOU STOP WRIT-
ING AN APPRAISAL TO ANSWER
YOUR PHONE OR EMAIL, IT
TAKES TIME TO GET STARTED
AGAIN. YOU LOSE TIME AND
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. Call screening is an option, but
you will be interrupted every time
you listen to see who is calling.
Today, it is better to not even look at
the phone to see who is calling.

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 overworked,
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 take a
walk.

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, prioritiz-
ing, etc. I will go over simple behav-
ior modification techniques. I  use
them and they work!!

Take a time management online
class. Do a Google search. I took a
one day class in 1980 and am still
using the techniques I learned there.
It changed my life.

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.

http://www.amazon.com
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By Julie Friess, SRA, AI-RRS,
MA

Editor's comments: There are signifi-
cant problems with appraiser train-
ing. There is a generation of poorly
trained appraisers since lenders quit
training appraisers. Fee appraisers
don't have the time or the expertise.
Many lenders require that appraisers
be certified for at least 5 years before
being approved. The AQB has been
working for awhile on training that is
done by using virtual methods. 

Iam the CEO and Chief Appraiser of
Appraisal Camp. We are presently

located in Sedona, AZ and will be
expanding as quickly and efficiently
as possible. 

I am proposing something com-
pletely different than what has already
been proposed because "virtual"
field training is NOT a substitute
for in-person field training.

Eventually a vaccine will be found
and this Pandemic will end but these
"solutions" for training and increasing
the number of appraisers are not rea-
sonable solutions. 

Why aren't appraisers properly
trained?

Up to this point in time the
Appraisal Foundation with the
Appraisal Subcommittee at their
side, has completely dropped the ball
when it has come to appropriately
training and educating appraisers. 

A few years ago I was at a confer-
ence where an esteemed colleague of
mine named Paul Chandler said, "If
the Users of these services WANT-
ED appraisers to be properly
trained, they would be."

Exactly.
So why aren't appraisers properly

trained then?

Appraisers have not been properly
trained for more than 20 years, in the
field or not. It is time for a change.
Appraisers were given the chance to
train new appraisers and they did not
do it and when some did do it, most
did not do it properly. 

Training since licensing started 20
years ago

Appraisers have been "training" the
next generations of appraisers the
same way since licensing came to be
and around the year 2000 the compe-
tency levels plummeted. 

The majority of the supervisor
Appraisers teach their apprentice to
fill out forms, measure a house and
maybe pull comps. They do not
supervise them for more than one day,
if that and then they send them out
alone on inspections with a quota. 
The Supervisor appraiser makes as
much money using them as they can,
signing off on their reports, before
they become licensed. 

An example of poor training
Some of these supervisor apprais-

ers, like a well known Arizona
appraiser who now owns and runs a
large AMC, set up satellite offices in
multiple states. They had their
licensees with trainees completing
assignments all over multiple states. 
He had his signature affixed on all
those reports. He was brought before
multiple appraisal regulatory boards
and was never fined or even disci-
plined. Some of his trainees eventual-
ly lost their licenses however, after
doing as much damage as possible to
the economy.  

Another example
There was an Arizona Appraisal

Board member who ran an office with
multiple trainees and made it her

business to file anonymous com-
plaints on all the appraisers in her
area so she could discipline and elimi-
nate her competition. 

Two of those trainees who have
now been licensed for over 15 years
told me they were given upwards of
18-20 houses to inspect a day and
someone else completed other parts of
the appraisals. 

You see, bifurcated appraisals have
always existed but the system never
worked appropriately (more like tri-
furcated...) 

Unless you have someone with eyes
on the collateral from a geographical-
ly competent appraiser who knows
what they are looking for and doing,
the Appraisal Process as a whole is
compromised. 

We are talking about trillions of
dollars in loans that are being put on
the line by the "powers that be" who
want keys to an open vault. 

The new appraisers perpetuated the
poor training they received and
incompetency grew

Those new "Appraiser's who
obtained their licenses this way went
on to do the same thing, thus perpetu-
ating the incompetency and over the
years the incompetency grew. 

Untrained or improperly trained
appraisers training more of the same.
They're instructed to learn how to get
their appraisals through the AMC and
UAD hot spots and underwriting
flags. They are not taught how to
write credible, USPAP compliant
appraisals. 

The system is set up to fail and
appraisers blamed

Trillions of dollars of loans have
been made and lost this way because
that's the way the system is set up. It
is set up to fail and use the appraiser

New appraisers Need Live, Not 
"Virtual" Field Training



October 2020–©Appraisal Today–PAGE 11

teacher made you show your work?
Why do you think he/she did that? To
determine if the assignment results
were the result of the properly applied
mathematical techniques being taught
and learned. 

It didn't matter if the answer was
correct or the way you got there was
not correct. If your answer was incor-
rect, but the proper methods and tech-
niques were applied then you were
headed in the right direction.

The same thing applies to the
Valuation Process. 

Credible assignment results cannot
be achieved without credible informa-
tion and appropriate appraisal meth-
ods and techniques being applied
from the beginning of The Process. 

The same results happen to AVM's.
Feed them "garbage" and the results
will be "garbage". (Garbage in,
garbage out.) 

If Standard Rule 1-1a is never fol-
lowed, how can the results be credi-
ble?

Are no mistakes and/or errors
allowed?

Does this mean that mistakes
and/or errors are not allowed? Not at
all! No one is perfect. But if we com-
pleted that mathematical problem
from the beginning incorrectly and
then continued to complete the
assignment appropriately, our results
still may wrong but not AS WRONG
as if we complete the entire assign-
ment incorrectly.

If there is not the appropriate zon-
ing and no real highest & best use
analysis completed. If the profession-
als completing the appraisals do not
UNDERSTAND that they are not in
the business of making loans. They
are in the business of consumer pro-
tection and writing appraisals that
protect the public welfare, there is no
possibility of producing credible
assignment results. 

If basic appraisal principles are not
understood and followed, such as
how the three approaches to value

dards and publicly say USPAP is con-
sidered too difficult and burdensome
to follow. USPAP is not only very
simple, they are the MINIMUM stan-
dards, not the maximum, for the
industry. 

The value has nothing to do with
credibility

A broken clock is right twice a day. 
The VALUE on an appraisal report
has nothing to do with whether that
report is CREDIBLE. 

After studying thousands of
appraisals all over the country and
using only Standards 1 & 2 to deter-
mine credibility, not one of the
reports were credible. None, but a
pattern emerged. 

My research on appraisal credibility 
Thousands of appraisals were stud-

ied. AARO's Matrix and multiple
investigator forms were used (like
Texas's because their investigation
protocol is excellent) to determine the
credibility of appraisals. 

To be proficient at my job as
USPAP credibility and compliance
expert, I studied and researched all
state regulatory cases going back as
many years as I could dig up. I went
through every Appraisal Report one-
by-one applying the appropriate ver-
sion of USPAP, Standards 1 and 2
that applied. 

After studying appraisals, research-
ing slowly and methodically one-by-
one in each market area, time period,
verifying data, collecting facts, from
every state in the country, I had an
epiphany. 

Almost every Appraisal Report had
the SAME ERRORS.  It didn't matter
where they lived, what type of market
they worked in, how complex the
assignment was or not. They all 
didn't know what they didn't know.

Credibility and the Valuation
Process

Remember when you went to
school and learned math and the

as the fall-guy. The system is current-
ly brainwashed to believe that compe-
tent and quality appraisals are not
possible so the American people can
be manipulated into becoming over-
leveraged. 

Then those in power can reap the
benefits of when "their" appraisers are
hitting the numbers and making the
loans work, but let them take the
blame when the loans fail, even
though it was always their fault. It is
the SYSTEM causing the incompe-
tency and proliferating it.
Appraisers can't know what they
don't know.

I know what exactly what the
appraisers don't know

I have been spending the last 13
years analyzing, researching and
studying re-purchase demands, fraud
and defaulted loss mitigation
appraisals for litigation. 

I also became the USPAP compli-
ance and credibility expert in some of
the largest federal financial bankrupt-
cy cases in the country, I know what
exactly the appraisers don't know.

Problems with USPAP instructors
and "experts"

I have studied and learned the rea-
soning for every single ASB exposure
draft. 

I dug up and studied every possible
appraisal related litigation case and
regulatory decision made that
occurred in the country from 1992-
2012. 

I memorized and studied each
USPAP "change" that was made every
2 years and why they occurred (and
am still able to quote when, how and
where specific changes happened in
history to USPAP and what year/ver-
sion.) 

Many current USPAP instructors do
not understand these changes or why
and how they happened and most do
not understand what credible assign-
ment results mean. 

They do not understand the stan-
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work together as a whole, just like the
entire Appraisal Report does, there is
no possibility of producing credible
assignment results.  

Problems with virtual training
Virtual training isn't going to

solve the incompetency problem we
have that seeps deeply into the
appraisal profession and our
Federally Related Transactions
(FRT's), lending habits. 

Instead of understanding the impor-
tance of credible valuations NOW to
offset and mitigate loss in the future,
we loosen up regulations and attempt
to speed up loans. 

The American people deserve better
I am calling BULL***T. The

American people deserve better. We
ALL deserve better. 

There is intoxication of the
American people with dreams of
home-ownership at interest rates that
are considered to be lower than any

MBA Loan Volume Application Index – 1/13 to 9/20
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others. Loans are done on property
that has been inflated (by inflation,
poorly completed appraisals/valuations
and not appreciation). 

All because THE LENDING
ESTABLISHMENT wants and
encourages incompetency and reckless
lending. That they do not WANT any-
one looking over their shoulder and
valuing the collateral appropriately
must end. We all know this behavior
stops cold when the next crash hap-
pens. Then everyone gets together pre-
tending they need to find solutions to
"the problem" that will be called once
again, appraiser incompetency. 

Lessons from the 2008 crash have
been forgotten

The destruction that occurred to the
mental, physical and psychological
health and well-being of the last 1 out
of 93 American people who were fore-
closed upon in the 2008 crash is not
what anyone wants to discuss. 

The GSEs are still under conserva-
torship from being irresponsible the
last time are pitching their "wants and
needs" proposals. Everyone is listen-
ing to them? 

They lobby for changes to be made
to the lending/financial regulations
that were put in place in 2010 (and
after every housing crash that has
occurred) to protect people from just

this. 
The changes are disguised as reg-

ulations to "help"  consumers (to
borrower more money.)  

Automation and manipulation of
the Appraisal Process

When automating and allowing
manipulation to the Appraisal
Process and "dumbing it down" as
if it doesn't matter in the name of
APPRAISER INCOMPETENCY,
the only ones who are truly respon-
sible are the ones who are standing
in front pretending they don't know
why there is a problem. 

Those at the Appraisal
Foundation and Appraisal
Subcommittee (ASC) ARE respon-
sible for this incompetency and
they are all being paid well to per-
petuate it at the harm of others.
Their jobs have become political
and they are being influenced by
power and money. There is no other
explanation for ongoing appraiser
incompetency or even a shortage of
appraisers. 

Future foreclosures
A few months from now, people

will be thrown out of those homes
they never could afford in the first
place (but it was an election year
and pandemic). 

mailto:ann@appraisaltoday.com
mailto:info@appraisaltoday.com
mailto:info@appraisaltoday.com
http://www.appraisaltoday.com
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We worked so hard to increase the
loan to debt ratio, waived the
appraisals, raised the limit on
appraisals from $250,000 to
$400,000 and obtain the cheapest,
fastest appraisals possible to close
the loans fast. 

It is time to remove training from
appraisers with Appraisal (Boot)
Camps

With all that said, it is time for the
job of training appraisers to be taken
away from the Appraisers. 

I have started Appraisal (Boot)
Camps. We have set up the infra-
structure within this company to
expand and grow quickly and create
Appraiser Camp Training Facilities
all over the country. 

These training facilities will be the
places that future appraisers can go
to undertake a brand new career. We
are creating jobs and future leaders.
The younger generation knows how
to work with Big Data and technolo-
gy tools and the appraisers of the
future will know how to as well.

Students will be able to take some
or all of the required classes before,
during and after earning field experi-
ence hours to become real estate
appraisers. We need to take control
of the training and its process and
raise the bar. 

We can speed up the process if the
training is done correctly, and pro-
duce qualified, competent appraisers
considerably faster. 

Using the many current alternative
paths to reaching licensing and certi-
fication and applying a hands-on,
group training environment that
encourages cooperation among
trainees and mentors, real life and
real time learning and growth poten-
tial for each student, while also offer-
ing students many more options than
just becoming a "lending appraiser",
we can monitor our success from the
results.     

We are in the process of re-brand-
ing what a Real Estate Appraiser is.

We will be going global to educate
the American public about the
Appraisal Process and what an
appraiser does and why. The purpose
is to help people be more informed
and knowledgeable and assist with
making wiser financial choices.

Our marketing department is work-
ing on finalizing  the start-up
Podcasts, U-tube videos and blogs.
We discovered through trial and error
that just about everyone and anyone
wants to sponsor or invest in a real
estate appraisal training venture that
has been filmed for months now and
will become a documentary that is
eventually aired. 

Since Sedona, Arizona has become
a major destination tourist attraction,
we have the ability to reach millions
of people in a small place, through
our local channels and marketing net-
works alike. 

The Sedona International Film
Festival is here and with my local
connections from living here for over
26 years, I have been able to involve
the best of the best in this venture.  

We have been very busy but have
been trying set up meetings with The
Appraisal Foundations, Dave Bunton
and Lisa Desmarais.

Trainees need to be able to come
to Appraisal Camp(s) and get their
field training ON SITE while
simultaneously learning and under-
standing USPAP and Appraisal
Principles/Practices and earning
credits towards their license in
ANY STATE IN THE COUNTRY.
This is the way it SHOULD be and
needs to be. 

Bob Parsons, formerly of the OCC,
said it and I am repeating it. "The
most important part of the lending
transaction is choosing the
Appraiser."

We need changes
All professions have standards. All

professions require standards to have
the ability to judge right from wrong.

Watering down these requirements
and standards while using alternative

names for an appraisal such as an
Evaluation, is an insult not only to
the profession, but to people who are
being protected by these standards. A
rose by any other name is still a rose. 

We have a choice. We can wait
again for the same things to happen
from these actions. Or we can act
now.

The change is coming. It is time to
create more qualified and competent
appraiser's than our country has ever
seen.  

The time has passed for allowing
the foxes to destroy and ravage the
hen houses. Each time we allow this
to happen the American people suffer
more and more and we can no longer
just sit back and say it is part of the
process. We KNOW before it hap-
pens therefore we ARE the CAUSE. 

I need your help!
I would like your support in start-

ing the process of making the neces-
sary changes to allow our programs
to proceed and develop. Contact me
by email at
sedonaappraiser@gmail.com or the
other contact information below. 

About the author
Julie Friess has a lot of varied experi-
ence.
• 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;
Sedona Appraisal Research
Associates, LLC
(928) 522-4255
Email: sedonaappraiser@gmail.com
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Ihave been following Covid-19
since late 2019 and started writing

about it in February 2020 for apprais-
ers. We go inside homes and apart-
ments, which is risky.  

My science background helped
I had never done any science writ-

ing, but my favorite science in high
school was biology. I studied biology
and chemistry in college. After col-
lege I worked in labs for about 7
years, including at a biotech compa-
ny. So I had a good science back-
ground for Covid.  

I have switched from appraising to
writing about appraising

Since I have not done appraisals
since February 2020 (age 77 and dia-
betes) I had time available.

Otherwise, I could not have started
this Covid blog.  

I plan on returning to appraising
when it is safe again. I really miss it. 

I had three reasons for starting to
write about Covid:
1. I wanted to help appraisers stay
safe.
2. There was sometimes conflicting
information about the virus. Due to
my science education and experience,
I wanted to explain what was happen-
ing from a science point of view.
3. I am obsessed with Covid and
wanted to share what I knew. 

I published two Appraisal Today
newsletters on Covid, in April and
August. But by July, everything was
changing very fast. Some of what I
published August 1 was already out
of date by the time it was published.

The best way to keep up to date
was to start another blog. But, I want-
ed it to be for everyone, not just

appraisers. With a blog, I could
change anything at any time. I am
now updating posts I did in August. 

I got my domain name on August 3.
My first post was August 11. 

I did two Wordpress blogs in 2012:
for Appraisal Today and for EarSpray
Music, my free improvisation band,
so I had some blog experience.

Of course, it has been taking much
longer than I thought to do the blog. I
had planned on reprinting material
from my two newsletters. But, I had
to make some changes and add new
material so posts are taking a while.
Also, Wordpress had changed from a
"wordprocessing" style format to
"blocks" (a very, very different for-
mat), which I had to learn. 

I had been spending lots of time
every day reading about Covid start-
ing in December 2019. I wrote about
it for appraisers. Now, I am doing the
new blog. 

I wanted to get started on the blog
ASAP. I don't know how long it will
be a relevant topic. Of course, we all
want the pandemic to be over ASAP
so it won't be a popular topic to write
about.

The  Fauci Tracker
Whenever anyone asks me about

how to find out about Covid, 
I tell them to listen to Dr. Anthony
Fauci. But videos of appearances can
difficult to find. 

I set up a special section, The Fauci
Tracker, with regular updates of links
to videos of Fauci. 

He is a good, believable, under-
standable and experienced speaker
with 35 years of media appearances
starting with the AIDs epidemic. Plus
has worked with 8 presidents, start-
ing with Regan. 

Here are some recent posts - video
audio and written articles:
• When can we get fast cheap Covid-
19 testing at home?
• Covid and Residential Appraisers
Tips on Staying Safe
• COVID-19 Humor - Risk Rating
Charts What we all need!!!
• Who gets the vaccine first?
Discussion Draft with 4 Phases 
• 1918 Spanish flu documentary 
• Previous epidemics and pandemics
going back to 3,000 B.C.
• Where to get reliable Covid science
information – resources I use
• SARS-Cov-19, the virus that causes
the disease COVID-19, is a very 
efficient virus
• Covid Airborne Transmission Inside
Homes

I will be posting my appraiser
advice there as well.  

If my new blog is of interest, you
can sign up to get email notices when
there is a new post at 
www.covidscienceblog.com on the
upper right of each page. 

Covidscienceblog.com
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My new blog, Covid Science for Everyone!
Covidscienceblog.com

http://www.covidscienceblog.com



